
This document contains both information and navigation buttons. To read information, use the Down Arrow from a form 
field. 

Opportunities with critical illness insurance 
Inside you’ll find: 
• Everything you need to sell critical illness insurance,

from general information to specific advice for more
sophisticated clients.

• Objections and how to handle them.
• Client scripts – Simple conversation you can use with

your clients
• Marketing material – Need a brochure to give to a client?

You’ll find links to this material within.

Who is this presentation for? 
Target clients 
While any client may benefit from critical illness insurance coverage, young, 
healthy adults (20-35) are those most likely to benefit, and qualify, for critical 
illness insurance coverage.1 

More specific demographics include: 
• New graduates just starting their career
• Young families saving for long-term goals (education funds, retirement)
• Business owners
• People in their mid or peak career

1Age table – Risk of disability, critical illness or death before age 65. 

Canada Life and design are trademarks of The Canada Life Assurance Company 
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Learn about 
critical illness insurance 
Almost everyone knows someone who’s experienced a critical illness – cancer, heart attack, etc.  
However, many think “That will never happen to me,” which is why when you bring up critical illness insurance, they may dismiss it right away. 

Here are some facts your client may not know about critical illness: 

• A critical illness can happen to anyone, even healthy people 

• Critical illnesses are common 

• Today, thanks to medical advances, most people survive a critical condition. 

• Often survivors of a critical condition can’t return to work for a while after they experience a critical condition. 

While it’s fantastic they survived, how are they going to make ends meet until they return to work? 

And how will they cover any extra costs? 

Hurdle 
Clients get critical illness insurance to help them out during tough times, not to get a cash payout, or reward, for getting sick. Critical illness insurance 
coverage applies to life-threatening or life-changing conditions – it’s not like winning the lottery. It’s money to use during what’s probably the darkest time 
in your client’s life. 

Opportunity 
Clients can use critical illness insurance proceeds however they want to make battling an illness or event more bearable
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Start the 
conversationStart the conversation 

When diagnosed with a critical illness, critical illness insurance proceeds can help ease emotional and financial consequences. 

Here are some important topics you can discuss with your clients:  

• A brief history of critical illness insurance 

• How it works 

• An important question 

Available options 

• Cost of medical care and treatment 

• Other costs 

Impact on clients 

• The ripple effect 

• During and after treatment 

• Protect how much you’ve saved 

• Flexibility and options
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A brief history of critical 
illness insurance

Biography video: Dr. Marius Barnard Video

A brief history of 
critical illness insurance 
While not essential to every conversation, some clients may want to know the origin of critical illness insurance. 

It wasn’t created by an insurance company, but by a doctor, named Marius Barnard. As a cardiac surgeon, Barnard saw how 
patients, while recovering from a critical illness, suffered financial hardship. Thanks to better medicine and earlier diagnoses, 
doctors kept people alive who previously would have died, but there was no support in place for the financial and emotional 
costs of both their survival and recovery. 

Barnard shared his experience with an insurance company and together, they created the first critical illness insurance policy 
in 1983.

https://www.youtube.com/watch?v=TATXMhqqRIw
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How it 
worksHow it works 

• Your client experiences a critical illness as defined in their policy. 

■ A base critical illness insurance policy covers 25 illnesses and conditions. 

■ The illness assist benefit included in base policy covers eight more conditions by giving a 15% lump-sum payment of their critical illness benefit, up to 
$50,000. 

■ The illness assist benefit is payable a maximum of four times, provided each payment occurs for a different illness assist insured condition. 

• There’s no waiting period for any conditions, except cardiovascular conditions. 

• The insurance company provides a lump-sum payment as per your client’s policy. 

• The client decides how to use the money. 

• In most cases, critical illness insurance is very black and white. If your client experiences a covered critical condition and makes it through the survival 
period (if applicable), they receive a lump-sum payment. This of course is if their condition meets the definition included in their contract. However, if a 
client doesn’t meet the definition, they don’t receive a payout. 

• If your client’s condition isn’t covered, they could react negatively. Negative stories in the media about critical illness insurance could also influence their 
behaviour/reactions. If clients have concerns about coverage, remind them that it’s not possible for Canada Life to cover every condition.  

• The real strength of critical illness insurance? Your client decides how to spend their critical illness insurance proceeds. If they need this money to cover 
extra expenses or to seek alternate treatments not paid for by healthcare, it’s there. 

• However, if they want to install a hot tub – to help them relax after a stressful day of treatment – or go on a trip to aid in their recovery, they can do those 
things too. 

• The key is to highlight how clients can use proceeds to help them recover from a serious ailment.
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An important 
questionAn important question 

Here’s a key question you should ask your client: 

“How do you think people who receive critical illness insurance proceeds use their money?” 

However your client answers could be a good way to focus your conversation. Whatever options a client lists – such 
as uncovered medical costs or paying a mountain of bills – this is probably what the client thinks is an important 
destination for funds.
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Cost of medical care

Client script - Cost of medical care Script

How much do cancer drugs cost Canadians? (Global News) Video

Coverage when it counts 70-0050 PDF

Available options 

Cost of medical care 
Canada has one of the best healthcare systems in the world. However, not everything is covered. 

For example, some cancer drugs can cost up to $8,000 a month. And private health insurance may not cover it. What if your client needed to 
travel outside the country for medical treatment? That’s even more expensive. How would your client cover either option? 

Opportunity 
This strategy reminds clients that a critical illness can sometimes put them between a rock and a hard place. A new drug or treatment 
option outside the country could save a client’s life, but if they aren’t covered by our healthcare system, it might mean financial ruin. 
It’s a decision no one should have to face, but it’s an all-too-common reality.

https://repnet2.canadalife.com/public/stellent/groups/public/documents/S1_302777.pdf
https://globalnews.ca/news/1656699/the-cost-of-cancer-how-much-do-cancer-drugs-cost-canadians/
https://repnet1.canadalife.com/public/stellent/groups/public/documents/S1_281799.pdf
https://www.combined-strength.canadalife.com/content/dam/canadalife/advisor-hub-documents/insurance/en/living-benefits/Coverage%20when%20it%20counts%20%E2%80%93%2070-0050.pdf
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Extra costs

Client script - The little things add up Script

Extra costs 
After medical expenses there are extra costs many clients never even consider until an illness or event happens to them. 

Such as: 

• Lost wages if your spouse must take time off work to take care of you 

• Gas for travel 

• Parking at the hospital 

• Meals out when it’s too overwhelming to cook 

• Hotel stays 

• Over-the-counter medications 

These also aren’t covered by public healthcare, or private plans. 

Tip 
While focusing on expenses that MIGHT come up is valuable to some clients, to others it may not have much effect. Perhaps 
they don’t know someone who’s experienced a life-threatening illness or simply never thought these expenses could be 
an issue. This is particularly true for clients who haven’t experienced or heard of those who had serious financial problems 
after they became seriously ill. 

Opportunity 
Focus instead on choices offered by critical illness insurance, and how no one really knows how using the funds will best 
suit them until they’re actually in that situation.

https://repnet2.canadalife.com/public/stellent/groups/public/documents/S1_302779.pdf
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The ripple 
effect

Client script - What could a critical illness 
mean for your spouse and child (children)?

Script

Client script - What if your child (children) 
experienced a critical illness?

Script

Coverage when it counts 70-0050 PDF

Child LifeAdvance brochure 172 CAN PDF

Impact on clients 

The ripple effect 
Critical illness insurance touches many people a client knows. It’s a ripple effect, like a pebble tossed into a pond. 

The pebble represents a critical illness and the water the affected person. And the ripples are challenges that move outward to family and 
friends. If a client thinks about a health situation they’ve faced – perhaps they broke their ankle in the past – they know everything that 
happens to them affects someone else. 

But more than a critical illness can create this “ripple effect.” 

If a client has critical illness insurance, and they receive a benefit, these proceeds can create a ripple, too, giving family, friends and important 
people options during a tough time.

https://repnet2.canadalife.com/public/stellent/groups/public/documents/S1_302781.pdf
https://repnet2.canadalife.com/public/stellent/groups/public/documents/S1_302783.pdf
https://repnet1.canadalife.com/public/stellent/groups/public/documents/S1_281799.pdf
https://repnet1.canadalife.com/public/stellent/groups/public/documents/s1_222334.pdf
https://www.combined-strength.canadalife.com/content/dam/canadalife/advisor-hub-documents/insurance/en/living-benefits/Coverage%20when%20it%20counts%20%E2%80%93%2070-0050.pdf
https://www.combined-strength.canadalife.com/content/dam/canadalife/advisor-hub-documents/insurance/en/living-benefits/Child%20LifeAdvance%E2%84%A2%20client%20brochure%20%E2%80%93%20172%20CAN.pdf
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During and 
after treatment

Life is full of surprises – how you spend your money 
shouldn’t be one of them.

46-9969 PDF

Client script - Planning for a health emergency Script

During and after treatment 
Let’s face it: while treatment for a critical illness may be lifesaving, it’s often uncomfortable. Your client has probably heard horror stories about 
someone who’s been on chemotherapy, and how unpleasant it can be. Here’s where critical illness insurance can help. Having some extra 
money means your client’s life can be more comfortable during treatment. 

For instance: 

• Your client can treat themselves to a new big-screen TV for times when they’re stuck on the couch/in bed, or a new Jacuzzi tub to help melt 
their stress away 

• They can hire a nanny/babysitter so there’s less worry about long hours spent at the hospital 

• Rather than making a meal, your client and their family can enjoy a meal at a nice restaurant 

• Later in treatment, and if they feel up for it, perhaps your client can enjoy a “date night” – or maybe even a vacation – to celebrate and 
enjoy success during treatment 

• All these things could help your client relax and stay positive during a tough time 

After treatment: 

• Some clients take stock of their lives while they’re in recovery. 

• Perhaps it’s time for a career change, or maybe they’ve decided they’ll work less (go down to part-time). In other words, big lifestyle 
changes that can have financial repercussions. 

• Critical illness insurance proceeds can make this transition a bit easier – this extra money could be the cushion they need to transition back 
into their lifestyle. 

https://repnet1.canadalife.com/public/stellent/groups/public/documents/S1_281805.pdf
https://repnet2.canadalife.com/public/stellent/groups/public/documents/S1_302785.pdf
https://www.combined-strength.canadalife.com/content/dam/canadalife/advisor-hub-documents/insurance/en/living-benefits/Life%20is%20full%20of%20surprises%20%E2%80%93%20how%20you%20spend%20your%20money%20shouldn%E2%80%99t%20be%20one%20of%20them%20%E2%80%93%2046-9969.pdf
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Client script - Plan for a health emergency Script

Protect your RRSP with critical illness insurance 46-8249 PDF

Life is full of surprises – how you spend your money 
shouldn’t be one of them

46-9969 PDF

Critical illness insurance to protect your assets – tool Excel

A look at living benefits claims 70-0059 PDF

Protect how much 
you’ve saved

• 

Protect how much 
you’ve saved 
A major health crisis can mean bad news for clients with investment planning goals and personal financial objectives. 

If a client is too ill to work, that probably means they don’t have money coming in each month. How will they continue to fund investments like 
registered retirement savings plans (RRSPs), registered education savings plans (RESPs), as well as other investments? 

Also, will they need to draw on investments to replace their income or pay for critical illness costs? Either one could affect their long-term 
investment planning goals. 

If a client worked with you to create a financial plan, now’s a good time to revisit their plan, examine their goals and talk about how critical 
illness insurance can help protect what they’ve saved. 

A key message you can use: 

Critical illness insurance can help keep their financial plans on track – a lump-sum benefit could mean your client doesn’t need to draw on 
investments/can keep funding their investments even if they’re sick and can’t work.

https://repnet2.canadalife.com/public/stellent/groups/public/documents/S1_302785.pdf
https://repnet1.canadalife.com/public/stellent/groups/public/documents/s1_257513.pdf
https://repnet1.canadalife.com/public/stellent/groups/public/documents/S1_281805.pdf
https://repnet1.canadalife.com/public/stellent/groups/public/documents/S1_283453.doc
https://repnet1.canadalife.com/public/stellent/groups/public/documents/s1_236249.pdf
https://www.combined-strength.canadalife.com/content/dam/canadalife/advisor-hub-documents/insurance/en/living-benefits/Life%20is%20full%20of%20surprises%20%E2%80%93%20how%20you%20spend%20your%20money%20shouldn%E2%80%99t%20be%20one%20of%20them%20%E2%80%93%2046-9969.pdf
https://www.combined-strength.canadalife.com/content/dam/canadalife/advisor-hub-documents/insurance/en/living-benefits/Protect%20your%20RRSP%20with%20critical%20illness%20insurance%20%E2%80%93%2046-8249.pdf
https://www.combined-strength.canadalife.com/content/dam/canadalife/advisor-hub-documents/insurance/en/living-benefits/A%20look%20at%20living%20benefits%20claims%20%E2%80%93%2070-0059.pdf
https://salesstrategies.ca/f55/en/details.php?sID=35
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Flexibility 
and optionsFlexibility and options 

Critical illness insurance isn’t a one-size-fits all type of insurance. 

Opportunity 
There are plenty of ways clients can customize their coverage. 

• Term or permanent critical illness insurance – Coverage for a set period, or until the client dies. 

• Varying coverage amounts – Buy as little as $25,000 or as high as $1 million and above – they choose and assuming they meet Canada 
Life’s underwriting requirements, they’re covered. 

• Riders and options – We have plenty. Some include: 

‒ Return of premium rider – for clients who want some or all of their premium payments back if they don’t get sick 

‒ ChildAdvance – protect their children in case they become sick 

‒ Second event option – for clients worried if they get sick, they won’t have coverage anymore 

‒ And many more
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Client script - Why did you buy life insurance? 46-8249 Script

Coverage when it counts 70-0050 PDF

Age table – Risk of disability, critical illness or death 
before age 65

70-0059 PDF

Promote critical illness 
insurance to existing clients 
Critical illness insurance is valuable by itself. But when combined with other kinds of insurance – particularly life insurance – it can better 
protect clients and their families from the unexpected. 

Important 
Be sure to review client coverage / investment specifics before you meet so you can tailor your conversation to their needs. 
For example, it’s important to know what life insurance benefits (also called riders) they need, if any, and/or what their 
investment contributions, portfolio size, and long-term investment goals are. 

Current life insurance clients 

If you have existing life insurance clients, now might be a good time to talk to them about critical illness insurance. 

Life insurance and critical illness insurance are often a good fit, because people buy both types of insurance for the same reason: to help 
protect their families, financially, if something happens to them. 

While recipients of funds are different – critical illness insurance proceeds go to the client, while life insurance goes to a beneficiary (often 
family or loved ones) – in the end, the client’s loved ones benefit from coverage.  After all, if someone doesn’t have critical illness insurance 
coverage and they become ill, they and their family could experience financial hardship. The same is true with life insurance: when someone 
dies, if there’s not enough money to pay for the funeral, settle debts and replace their income, it could mean hardship for those left behind. 

The “Why did you buy life insurance?” concept is a good way to present this idea to your client.

https://repnet2.canadalife.com/public/stellent/groups/public/documents/S1_302787.pdf
https://repnet2.canadalife.com/public/stellent/groups/public/documents/S1_302787.pdf
https://repnet1.canadalife.com/public/stellent/groups/public/documents/S1_281799.pdf
https://repnet1.canadalife.com/public/stellent/groups/public/documents/S1_284493.pdf
https://www.combined-strength.canadalife.com/content/dam/canadalife/advisor-hub-documents/insurance/en/living-benefits/Coverage%20when%20it%20counts%20%E2%80%93%2070-0050.pdf
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How to address client questions and concerns 
After you’ve talked to your client about critical illness insurance, perhaps they want to buy a policy. Or maybe 
they’re skeptical. 

Here are some hints that can help you address any challenges or questions you may face: 

• Brush up on Canada Life’s critical illness insurance product – The more you know about the product and 
how it works, the better you’ll be able to address client concerns. 

• Review this presentation and scripts – Go through this presentation and the accompanying scripts. It 
contains plenty of information to help you talk to clients. 

• Read marketing material – This presentation also links to numerous client brochures and supplementary 
pieces designed to give clients, and yourself, more info about critical illness insurance. 

If those don’t work, we’ve identified some common questions/objections here and potential answers. 

Note 
We designed these answers with two purposes in mind: 

• To help you make a sale 

• To further build your relationship with your client
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“I’m not interested / 
I don’t need this” 

“I’m not interested / I don’t need this” 
If a client says, “I’m not interested” or “I don’t need this,” after you’ve told them about critical illness insurance, 
there’s a good chance there’s more to their answer than they’re letting on.  

The natural follow-up question here is, “why?” There’s a reason they feel this way and if you can find out what it 
is, you can possibly address it. 

Some possible follow-up questions could be: 

• “May I ask why you’re not interested/feel you don’t need this?” – Depending on their answer, your response 
can be wide-ranging. Once you have their answer, you can create a response using material in this section, 
or earlier in this presentation. 

• “Was anything I’ve said unclear or was there something you didn’t understand? “– If yes, ask some further 
questions to discover their concern and explore in detail.
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“It’s too expensive / 
I can’t afford it”

“It’s too expensive / I can’t afford it” 
Critical illness insurance can be expensive. However, remind your client about the following: 

• Remember there are considerable costs involved if they experience a critical illness. 

• Critical illness insurance could cost them less in the long run if they get sick. 

• If your client adds the return of premium benefit and if your client doesn’t get sick, they could get some (or 
all) of their premium payments back. Critical illness insurance is very flexible and can be tailored to your 
client’s current needs. If it seems too expensive, maybe you can work together to find a policy/coverage 
amount that fits their budget.  Maybe they need $100,000 but that seems too expensive, so you ask whether 
they’d be more comfortable with $25,000 or $50,000 – after all, some insurance is better than none. Offer to 
go over some options and remind them you can adapt their plan in the future if their needs change. 

If their budget is too tight for critical illness insurance, look at their financial plan / create a financial security 
plan together, and see if there’s some way you can help them get covered.   
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“Maybe later / I’m young 
so the chances of me 

getting sick today are low”

“Maybe later / I’m young so the 
chances of me getting sick today are low” 
While it’s true people are more likely to experience a critical illness as they get older, statistics show there’s still a 
chance it could happen when they are young.1 

1Age table – Risk of disability, critical illness or death before age 65. 

Plus, if clients wait until they’re older, their health could change, meaning they may not qualify for coverage. 
Critical illness insurance is easier to get when someone is young and healthy. And even if they do qualify for 
coverage, your client might not qualify for as much coverage today as they may have earlier in their life. This 
means while your client CAN wait, it may be too late.  

Also, clients probably don’t know how underwriting works. Which means they’re not aware we look at 
someone’s family history before we issue coverage. So, if a client would qualify today, maybe five years later, 
a family member has a heart attack. This could make it more difficult for your client to get coverage. That’s 
something they should know before the client puts off their decision. 

https://repnet1.canadalife.com/public/stellent/groups/public/documents/S1_284493.pdf
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“I don’t believe it’ll happen 
to me / I won’t get sick” 

“I don’t believe it’ll happen to me / I won’t get sick” 
The fact is one-third of all Canadians will experience a critical illness, become disabled or die before they’re 65. 1 

1Age table – Risk of disability, critical illness or death before age 65. 

Even if they’re very healthy/in shape, etc., right now, who knows what could happen down the road? A critical 
illness can seem to strike out-of-the-blue – perhaps it’s something in their family history or genetics they didn’t 
know about. Or maybe it’s completely random. 

So, while your client may not feel like it’ll happen to them, statistics show it could. Of course, that doesn’t mean 
they will get sick. But there’s a chance

https://repnet1.canadalife.com/public/stellent/groups/public/documents/S1_284493.pdf
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“No thanks, I’ll use my own 
money if I get sick / I’ll find 
my own way to pay for it.” 

“No thanks, I’ll use my own money if I get sick / 
I’ll find my own way to pay for it.” 
Using their own money can be a good idea, however how much would they need to set aside? 

There are plenty of costs to a critical illness – but let’s start with one as an example. Let’s say they couldn’t work 
for a year because of an illness. That means the client would need to find a way to replace their salary, so they 
could keep their bills paid up, and other plans on track. 

How long would it take your client to save that much money if they set aside a certain amount each month? 

If they set aside 10% of their salary each month, it’d take 10 years to save up enough. They may not become sick 
in 10 years, but what would happen if they did? It’s something to think about. 

Also remember: if your client sets aside 10% of their salary in case they get sick, that’s money they’re not putting 
into retirement savings, paying off debt. Or even enjoying life with their family and loved ones. 

[If a client says they’ll find their own way to pay for it] 

Ask them which ways they have in mind to cover these costs. Some examples they could raise include: 

• [If they plan to borrow the money or fundraise it from family/friends or even strangers via crowdfunding 
online] – unless your client knows for sure they can get the money when they need it, this could be a risky 
strategy. 

• [If they’ll take out a bank loan] – Bank loans aren’t guaranteed. Often, banks look at your client’s income 
before they issue a loan. They may not loan money if they’re not working.  Also, to borrow money your client 
needs to pay it back. Without an income, how will they make those payments? 

These are some potential answers, but they address the central point: They’re based on assumptions. And if 
things don’t turn out the way they expect, it could mean serious financial problems for them, and their family. 

And of course, they’re spending their hard-earned money on the cost of recovering from an illness when they 
could spend it on something else. 
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“I’m not comfortable 
talking about this 

subject / talking about 
getting sick makes me 

uncomfortable/upset.” 

“I’m not comfortable talking about this subject / talking 
about getting sick makes me uncomfortable/upset.” 
If they’re uncomfortable talking about the prospect of getting very ill, that’s OK. 
Most people aren’t comfortable talking about it. 

“We can take our time or discuss this further when you’re more comfortable.”
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“I already have critical 
illness protection through 

my bank (mortgage 
insurance)”

“I already have critical illness protection through my 
bank (mortgage insurance)” 
Many clients buy critical illness insurance coverage when they buy mortgage insurance through their bank. 

However, mortgage critical illness insurance and individual-owned critical illness insurance aren’t the same. 
While both types of insurance require that your client be diagnosed with a covered critical condition, how the 
payout is handled is different. 

With individual-owned critical illness insurance, your client receives a lump-sum payment directly they can use 
however they want. 

With mortgage critical illness insurance, money goes directly to the bank to cover mortgage costs. The client 
themselves doesn’t receive a payment. While this does mean part (or all) of your client’s mortgage is paid 
off, it also means they won’t receive money to replace their income, cover medical costs, etc. It could make a 
difference if your client had both mortgage and personally owned critical illness insurance coverage, however 
individual coverage gives clients more options. 

Also, mortgage critical illness insurance coverage goes down in value over the client’s mortgage term. That’s 
because premium payments are set when a client takes out a mortgage and adjusted whenever they renew their 
mortgage. Those payments don’t change in between. 

So, let’s say (using hypothetical numbers), a client takes out a $250,000 mortgage and pays $35 a month for 
their mortgage critical illness insurance. At the end of a 5-year mortgage term, the value of the mortgage is now 
$210,000, but they still had to pay the same amount throughout the term. While it’s true their mortgage critical 
illness insurance premium payments may go down when they renew, it doesn’t change the fact: over time, they 
get less value for what they pay. And what happens if their mortgage critical illness insurance payments go up? 
They could, since the client is older. 

Individual critical illness insurance on the other hand is different. The client gets to decide how the money is 
used, not the mortgage company, and the coverage doesn’t decrease over time. 
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“If I get sick, will you 
actually cover my 

condition?”

“If I get sick, will you actually cover my condition?” 
This is a loaded question because some clients think insurance companies don’t pay their claims. Indeed, you’ll 
occasionally read stories in the media about a client who thought they had critical illness insurance coverage but 
didn’t receive a payout. 

The fact is, Canada Life pays more than 80% of claims we receive. As for those claims we don’t pay, it’s usually 
because the condition in question doesn’t meet definitions we’ve created for what constitutes a critical 
condition. 

We set definitions because there are, without exaggeration, tens of thousands of conditions we could cover. And 
it’s not possible, or practical, to cover them all. 

Canada Life works with doctors to create our definitions. And in most cases the critical condition must be 
a serious, life-threatening illness.  
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	“If I get sick, will you actually cover my condition?”
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