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Saving an underfunded pension plan

Living benefits
Critical illness insurance sales rebound

Advisor Coach
Be a problem solver to win wealthy clients




re you a PRO?

A PRO is someone who...
- always aims higher
- strives for growth
- offers the most up-to-date advice to clients

« stays current on news and trends

+ wants to understand, not just know

To achieve this, a PRO

« reads each issue of Insurance Journal delivered by mail

«+ receives alerts as soon as an online article is published on
their company, products or competitors

+ accesses our exclusive news and SCOO0pPs

- reflects on the industry with the help of Insurance Journal’s
exclusive reports and web supplements

+ keeps abreast of industry developments

« monitors disciplinary decisions

PRO individual level PRO corporate level

Only $9.95/month + taxes Save (10% to 30%)

. Automatic renewal Annual and monthly plans, minimum of 2 licences

. No commitment, cancel at any time Invest in your employees

Reward your top sellers

Motivate your representatives
Reinforce your brand

Easily manage your licences and users

Tap into exclusive information that can help you advance your career
and advise your clients more effectively.

Subscribe to the PRO level now and discover all the details at: http://bit.ly/i-2401
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Insurance
The C-Suite interview Critical illness insurance A digital transformation
with Jim Boyle sales rebound centred on advisors

Foresters returns to its After several negative Christian Mercier, CEO of the
roots and aims to be quarters, Cl insurance sales newly renamed UV Insurance,
“the most relevant and pick up momentum. discusses the insurer’s

modern fraternal life technology strategy.
insurer”.

Society 10

New skills needed to work

with vulnerable clients

Advisors will have to learn

additional skills when dealing
with vulnerable clients,

including seniors and those
with mental health issues.

U

Entrepreneurship Wwp 48 50

Position yourself as Jim Ruta on buying leads
a problem solver
“Give someone a prospect and

Wealthy Canadians are they have business for a day.
looking for advisors who Teach someone to prospect
can provide them with and they have business for
access to strategies a lifetime.”

and opportunities they
wouldn’'t get elsewhere.
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Insurers and MGAs
stake out positions
in a changing market
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In your hands, our reports are professional resources that will help you provide Canadians
with much needed insurance coverage to protect their families, wealth and dreams.
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-Become a PRO level subscriber.
Learn all the details here: http://bit.ly/i-2401a




