


Consumers also realize that
travel insurance means having
access to a group of people with
the resources to help them out en
route or at their travel destination,
says Martha Turnbull, Toronto-
based President of the Travel
Health Insurance Association
of Canada.

Another reason for higher sales
1S an increase in the number of
financial advisors who are mak-
ing sure their clients’ travel is in-
sured. For example, Securiglobe,
a Montreal-based MGA, has seen
its advisor/broker channel jump
to almost 1,800, up from 1,200
a year ago.

Patrick Lavoie, Marketing
Vice President at Securiglobe,
which works with 14 travel in-
surance carriers, attributes the
jump in his firm’s advisor/broker

clients,” says Terry Zavitz,
Chair of Advocis, the Financial
Advisors Association of Canada,
and owner of Zavitz Insurance
Inc., a brokerage in London, Ont.
“Medical care outside Canada
can take a huge bite out of a cli-
ent’s savings.”

Builds relationship

Discussing travel needs builds
the client relationship, Mr. Ingle
adds. “Premiums are inexpensive
and many financial professionals
see this as a small part of their
business. But it’s a nice add-on
product that earns trust and ce-
ments client relationships.”

But pro-active advisors may
still need to raise the issue of
insuring clients’ travel now that
the summer holiday season is
approaching. “Our surveys show
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policy, you know exactly what
you're getting.”

A common limitation to insur-
ance included with credit cards
1S length of stay outside Canada.
Clients may not realize they
won’t be covered if they’re away
longer than a specified period.
And group benefits may not cover
the type of treatment they may
need, or only part of it.

Furthermore, many group plans
expect the insured party to pay
the health-care provider and then
seek reimbursement. This could
require taking out a loan. Most
travel insurers, on the other hand,
deal directly with the health-care
provider on behalf of the client.

“The last thing your client
needs is to worry about is how
he’ll pay for medical care when
he’s trying to get better,” says

conditions differ from insurer to
insurer. “And some insurers may
not cover certain travel activities
such as scuba diving,” she says.

In general, travel insurance cov-
ers three areas: trip cancellation,
baggage and medical.

* Trip cancellation or inter-
ruption insurance protects your
client’s travel investment if a
trip has to be cancelled or inter-
rupted, notes Mr. Bzowey. “This
can be $20,000 or even $100,000
for luxury cruises.”

TIC Travel Insurance Co-
ordinators, a subsidiary of
Co-operators Life Insurance
with about 2,200 broker/advisor
accounts, has seen an upswing
in business with advisors of
snowbird clients. TIC has seen
considerable interest in trip
interruption and cancellation
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