
Expert Advice on Navigating CI Sales

D E S I G N I N G  T H E  C R I T I C A L  I L L N E S S  S O LU T I O N

There are so many different choices in the market when it comes to critical 
illness insurance coverage amounts, premium structures, and optional 
riders, that it can be daunting to navigate through all the options. You can 
simplify this process by sequentially addressing some key decisions your 
clients need to make that will guide you in shaping the final critical illness 
insurance recommendation.

™



PATH TO SUCCESS DESIGNING THE CRITICAL ILLNESS SOLUTION

Addressing each decision in the specific sequential order presented below ensures that the client isn’t getting 
overwhelmed in product design choices. It’s important that your client has already expressed that they see value 
in the concept of money being paid upon critical illness diagnosis before you present any product and pricing 
scenarios. Once you have the interest from your clients in the concept of critical illness, only then should you walk 
through the following key decisions they need to make in the following order:

Decision One: How much coverage? 

The first decision is about how much coverage is needed which is the benefit amount. It is determined by what your 
client would do with their critical illness benefit if they were diagnosed with a covered critical illness. Adding up the 
costs of the various things your clients would want the funds to be used for sets the  benefit amount before they see 
the multiple premium structures and various riders/optional benefits they will need to make decisions on. Addressing 
the desired benefit level first avoids your client from fixating on a specific product type or optional benefit that could 
lead them to select a different benefit amount than they want or need. 

Decision Two: For How Long? 

Once you’ve determined an amount of coverage, you need to help your client express how long they want to be 
protected and whether they want the amount of coverage to stay the same or if they see the need for the amount 
to decrease as they become more financially secure. Rather than using industry terminology like term coverage and 
permanent coverage, you can ask your client if they want the coverage for 10 years, 20 years or their entire life.

Decision Three: Options  

Only once the first two decisions are addressed should you move to the final decision your client needs to address, 
which is what riders/optional benefits they want if any. It is in this part of the discussion that you would address the 
return of premium if your client’s budget allows it.    

PATH TO SUCCESS OVERCOMING OBJEC TIONS: MAYBE LATER
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® or TM Denotes a trademark of the Equitable Life Insurance Company of Canada.


