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SSC # 46 — SELLING GROUP INSURANCE TO SMALL BUSINESSES

This course is eligible for:

4 Life & A&S CE Credits for BC, SK, MB & ON
4 A&S CE credits ONLY for AB.

Target Audience

This course is designed for financial advisors and insurance professionals who are currently
working in, or seeking to enter, the group benefits market. It is ideal for advisors who want to
strengthen their ability to prospect, communicate with, and sell effectively to small business
owners—one of the largest and most opportunity-rich segments in Canada.

Course Overview

With millions of small businesses operating across Canada, the market for group health and
benefits plans represents a significant growth opportunity for advisors. However, selling to small
business owners requires a different approach than selling individual or family plans. Small
business owners balance tight budgets, long-term cost concerns, and a desire to provide
meaningful benefits to their employees. They also see their business as unique and respond
best to advisors who can educate, simplify, and offer tailored solutions.

This course provides advisors with practical strategies to enter the small business market,
engage owners effectively, and build long-term client relationships. It explores how to identify
prospects, understand entrepreneurial mindsets, create marketing plans, conduct efficient
interviews, deliver compelling quotes, and follow up in ways that convert interest into action.
Advisors will also learn how to assemble a professional support team and uncover additional
business opportunities that naturally arise from serving small business clients.

Purpose of the Course

The purpose of this course is to equip financial advisors with the knowledge, tools, and sales
strategies needed to successfully market and sell group insurance to small businesses.
Advisors will learn how to position themselves as trusted educators, communicate value in a
way that resonates with business owners, and implement low-pressure, high-impact tactics that
lead to measurable results. With this understanding, advisors can grow their group benefits
practice, strengthen client relationships, and expand their overall business.



Learning Objectives

Upon successful completion of this course, the financial advisor will be able to:

1. Understand the Small Business Market

Identify who small business owners are and what makes them unique
Understand the characteristics of entrepreneurial clients
Recognize why small business owners buy group benefits

2. Develop Effective Prospecting & Marketing Strategies

Learn where and how to find small business owners
Understand how to get prospects to call you
Apply a simple, effective marketing plan tailored to small businesses

3. Communicate Value & Build Trust

Understand the financial concerns and ROI expectations of small business owners
Learn how to educate clients in a way that opens doors and builds credibility
Recognize how to position group benefits as a strategic business investment

4. Conduct Efficient & Impactful Sales Conversations

Understand what to do when a prospect calls

Learn how to deliver a compelling quote

Apply the “117%% Minute Interview” to gather essential information quickly
Use follow-up strategies that convert prospects into clients

5. Manage the Sales Process & Grow the Relationship

Understand how to turn a customer into a long-term client
Recognize opportunities for spin-off business
Learn how to maintain momentum through consistent follow-up

6. Evaluate Profitability & Business Impact

Understand cost-versus-return considerations for both the advisor and the client
Recognize how group benefits can elevate the advisor’s business

7. Build a Professional Support Team

Identify other professionals who should be part of a small business advisory team
Understand how collaboration enhances client service and business growth

8. Take Action with Confidence

Apply practical, low-pressure tactics that lead to high-impact results
Implement a clear action plan for entering or expanding in the small business market



