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SSC #1 - LIFE and ACCIDENT & SICKNESS INSURANCE BASICS
This course is eligible for:
4 Life & A&S CE Credits for BC, AB, SK, MB & ON.

Target Audience

This course is intended for:

» Life Insurance Agents seeking foundational or refresher training in life and health
insurance principles.

» Accident & Sickness (A&S) Agents who require a structured understanding of A&S
products and their role in financial planning.

* Newly licensed advisors entering the insurance industry who need a
regulator-aligned introduction to core insurance concepts.

» Experienced advisors looking to reinforce their technical knowledge and compliance
posture.

» Financial planners and multi-licensed professionals who integrate insurance solutions
into holistic client strategies.

» Professionals pursuing Continuing Education (CE) credits in insurance, financial
planning, or risk-management categories.

This course is suitable for practitioners at all levels who wish to strengthen their ability to
explain, position, and apply Life and A&S insurance solutions in real client situations.

Course Overview

“By completing this course, advisors gain the essential knowledge to protect clients from
life’s most significant risks—ensuring their plans, their income, and their legacy remain
secure.”

What the Financial Advisor Will Learn by Completing This Course

Advisors will gain a practical, regulator-aligned understanding of how Life Insurance and
Accident & Sickness (A&S) Insurance work, why they matter, and how to confidently
integrate them into holistic financial planning. By the end of the course, participants will
be able to apply insurance fundamentals in real client conversations, strengthen their
compliance posture, and expand their advisory toolkit.



1. Master the Core Principles of Life Insurance

Advisors will learn:

* How life insurance contracts work, including the roles of the insurer, policyholder,
insured, and beneficiaries

» The mechanics of premiums, guarantees, and death benefit payouts

+ The differences between term, whole life, and universal life—and when each is
appropriate

* How to conduct a needs analysis to determine suitable coverage for families,
retirees, and business owners

* How life insurance supports estate planning, tax efficiency, and legacy goals

This gives advisors the confidence to explain life insurance clearly and position it as a
foundational risk-management tool.

2. Understand Accident & Sickness (A&S) Insurance and Its Real-World
Applications

Advisors will learn:

» The purpose and structure of disability, critical illness, long-term care, and
health-related insurance products

+ How A&S insurance protects income, lifestyle, and retirement plans from unexpected
health events

» What accident insurance covers—and what it does not cover (e.g., negligence,
natural disasters, risky activities)

* How accident insurance can be used as a standalone solution or bundled with other
policies

» How to evaluate policy limitations, caps, exclusions, and definitions of “accident”

This knowledge helps advisors guide clients through complex health-risk conversations with
clarity and accuracy.

3. Identify the Types of Coverage Available and When They Are Needed

Advisors will learn:

+ How to match insurance types to client life stages, goals, and risk profiles

» How to compare policy features, riders, and optional benefits

* How to assess affordability, suitability, and long-term sustainability of coverage
* How to integrate insurance into broader financial, retirement, and estate plans

This ensures advisors can recommend the right coverage for the right situation.



4. Strengthen Compliance, Ethics, and Professional Standards

Advisors will learn:

e Licensing requirements and regulatory expectations for discussing or selling
insurance

e Disclosure obligations, replacement rules, and ethical considerations

e How to avoid common compliance pitfalls when presenting or comparing policies

e How to document recommendations and maintain a defensible advisory process

This builds credibility and reduces regulatory risk.
5. Improve Client Communication and Advisory Skills

Advisors will learn:

* How to explain insurance concepts in simple, client-friendly language

* How to address objections and misconceptions about insurance

» How to position insurance as part of a holistic financial plan—not a standalone
product

» How to guide clients through choosing a plan that fits their needs, budget, and
long-term goals

This leads to stronger relationships, deeper trust, and more meaningful planning
conversations.

6. Apply Knowledge Through Real-World Scenarios

Advisors will learn:

» How to analyze case studies involving families, business owners, and retirees
» How to identify gaps in existing coverage
* How to build insurance-supported solutions that protect wealth, income, and legacy

This turns theory into practical, immediately usable skills.

7. How Al has reshaped financial services in 2026 more profoundly than any
prior technological wave

Al moved from “interesting experiments” to the operational core of banks, insurers,
wealth firms, and fintechs, driving speed, personalization, compliance automation, and
entirely new business models.



