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Selling CI to Businesses


Businesses and business owners can suffer huge financial setbacks due to a partner, shareholder or owner coming down with a critical illness.

As the probability calculator shows, the risk to an individual is significant, but the combined risk really tells the story.  

Note that although Standard Life’s Protecta plans provide coverage to age 75 or 100, the calculator lets you calculate the risk of having a CI by age 65 (the age at which many would plan to retire).

Furthermore, while business might need protection only to 65, the calculator also lets you show the increased risk to age 75 – you may find that your clients want to talk about keeping the policy for personal coverage on retirement.

Buy-Sell Agreements

If your client is an entrepreneur, he or she will want to make sure the business doesn’t fail because one partner can no longer play an active part. Protecta can provide ready cash to buy out an afflicted partner, relieving both parties of the financial strain such an illness can cause.

Key Person Coverage

Critical illness insurance can help cover the financial costs of losing a key person, including covering the cost of finding a successor, offsetting lost business, or satisfying creditors.

Sales Tools

In addition to the probability calculator CD, there are a number of brochures and resources you can use to learn about and promote CI to businesses.

      Visit the “Resources” section of this CD for more information. 
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