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What is LTC?

• Injury / Illness / Aging

• Inability to perform 2 or more of the Activities of daily 
living

or

• Cognitive impairment

• Assistance / Care in your home or a facility 
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Why do we need LTC?

• More than 62,000 strokes occur in Canada each year. 2

• By 2031, 937,000 Canadians are expected to be 
living with dementia, an increase of 66%. 3

• Nearly half of  Canadians over age 65 will need 
some form of long term care.
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Type of 
Accommodation

Daily Co-Payment

Basic Long Stay $62.18

Semi-Private Long 
Stay*

$74.96

Private Long Stay*
$88.82

Short Stay (Respite) $40.24

As of July 1, 2019, the maximum accommodation rates will be as follows:

• Residents pay a portion of long-term care

*Varies depending a home’s structural class 
and date of move-in

Source: Ministry of Health and Long-Term Care, Senior’s 
Care: Long-Term Care Homes.

•Monthly Co-Payment1

$1,893.31

$2,280.00

$2,701.61
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Province Average Cost/Provincial range of a 

Private Room at a Retirement Home

Private Home Care Costs    (low to high level of 

care)

Alberta $900 - $4,825 /mth $115.35 - $177/hr

British Columbia $1120 - $7.200 /mth $89.50 - $194.50/hr

Manitoba $1,220 - $2,800 /mth $110 – 161.80/hr

New Brunswick $900 - $2,975 /mth $90.50 – 139.85/hr

Newfoundland $2,375 - $4,000 /mth $105 – 150.32/hr

Nova Scotia $2,645 - $3,100 /mth $81.25 - $173/hr

Long Term Care Costs by Province

Ontario $2,701- 10,000/mth $74 - $211/hr

Prince Edward Island $2,171.70 - $4,206 /mth $87 - $101.75/hr

Quebec $550 - $3,800 /mth $28.50 – 217.90/hr

Saskatchewan $1,500 - $5,500 /mth $116 - $164.98/hr
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Then

• We died of poor health

• Lower life expectancy 

• Traditional family unit   
with larger families 
sharing responsibility as 
caregivers

• Retirement at age 65

Now

• We live with poor health

• Higher life expectancy 

• High divorce rates,           
smaller families, children 
less likely to be located 
near parents 

• Working longer

The Now and Then
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Insured Eligibility Requirements

 DI policies 

 Benefits must have been in force for at least 24 months

 Insured must NOT be disabled or on claim in the past 12 months

 Policy must have at least one elimination period less than or equal to 
120 days

 Have a Benefit Period to age 65

 Contractual after August 2008 / Non contractual offering for prior DI 
plans
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 Insured MUST be able to perform at least 5 out of the 6 activities of daily    
living

 Insured must NOT have been treated for or diagnosed with a 
cognitive impairment 

 Insured must NOT have been declined for long-term care coverage

 Insured MUST be between the ages of 55-65

Insured Eligibility Requirements
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Conversion Features

Conversion Formula

 $1,000 per month of DI benefit converts to $33 per day of LTC facility 
care benefit and $20 per day LTC home care benefit

Alternate Option

 Clients can shift a portion of their facility care coverage to home care 
coverage for DI 

Maximum Conversion

 $200 per day of LTC facility care benefit maximum
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Partial Conversion

The minimum partial DI conversion amount is $1,000 per month

Conversion Product

 The amounts available are subject to the conversion formula 

 Elimination period must be 90 days

 Premiums are the regular long term care rates based on the client’s 
current insurance age

 Can purchase Facility Care or Facility and Home Care

 Benefits can be payable for 1, 2, 5 years or Lifetime etc..

 Product is a 20 pay 

 Includes a 50% guaranteed lifetime premium cap

Conversion Features
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Case Study A:

• Jerry - 60 year old  

• Annual income $230,000

• D.I. policy – insured for 
$9,000/month

• Wants to sell his business 
and retire

Case Studies
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Case Study B:

• Nancy – 55 year old

• Marketing consultant for 
over 20 years

• Mortgage free

• Built up a significant 
retirement nest egg 

• D.I. policy – insured for 
$4,000/month
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Case Study C:

• Paul is a 62 year old lawyer

• Insured for $14,000/month 
through a D.I. policy

• Plans to continue to work 
beyond 65

• Thinking of converting some 
of his DI policy to LTC 
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Case Study D: • Linda is 63 years old, and has an 
RBC Insurance DI policy that was 
in force for over 20 years

• 15 years ago, Linda was 
diagnosed with high cholesterol, 
and 10 years ago was receiving 
Disability benefits for 1 year. 

• Linda is fully recovered and has 
been for over 9 years

• She is thinking of converting her 
DI policy to LTC, but is wondering 
if she would be eligible.
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Advantages For Your Clients

• A product that will last through 
different life cycle – income 
protection to asset protection

• Your client can apply for the 
coverage without having to be 
fully underwritten 

• Your client can convert to LTC 
anytime between the ages of 
55-65
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Advantages for You

• New business with existing clients

• Preserves your income 

• Faster approval time 

• You can determine if your client is 
eligible up-front

• A product that will last through a 
different life cycle of the client

• You maintain your client 
relationship
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Marketing Plan

• List of eligible policyholders 

• RBC Insurance will provide marketing materials  to 
support your marketing activities and sale

• You can access new and existing LTC material through 
the Sales Resource Centre
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Sample of New Material 
Prospecting Letter

https://www.rbcinsurance.com/salesresourcecentre/file-543480.pdf

https://www.rbcinsurance.com/salesresourcecentre/file-543480.pdf
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Sample of New Material 
Client Facing

http://www.rbcinsurance.com/salesresourcecentre/file-543530.pdf

http://www.rbcinsurance.com/salesresourcecentre/file-543530.pdf
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Sample of New Material 
Advisor Facing

http://www.rbcinsurance.com/salesresourcecentre/file-543478.pdf

http://www.rbcinsurance.com/salesresourcecentre/file-543478.pdf


MAIN PAGE

Sample of New Material 
Advisor Facing

https://www.rbcinsurance.com/salesresourcecentre/file-543435.pdf

https://www.rbcinsurance.com/salesresourcecentre/file-543435.pdf
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Compensation

What is the Commission?

 The first year commission on the conversion will be 30% plus 
overrides

 LTC renewal compensation will be 10% in years 2-5 and 5% from 6 
onwards.  
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Transacting the Sale

1. Complete a Conversion Application Form

2. Send a to RBC Life Insurance Company , PO Box, 1800 Stn B, 
Mississauga , ON L4Y 9Z9.  If applicable please include these in the 
envelopes you normally use to submit living benefit policy change
requests.
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Sample Conversion Applications

DI policies purchased prior to August 2008 DI policies purchased on or after August 2008 

http://www.rbcinsurance.com/salesresourcecentre/file-543811.pdf http://www.rbcinsurance.com/salesresourcecentre/file-727291.pdf

http://www.rbcinsurance.com/salesresourcecentre/file-543811.pdf
http://www.rbcinsurance.com/salesresourcecentre/file-727291.pdf
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• The key to extending the relationship with clients 
is by introducing the concept of risk management

Risk Management

The process of analyzing exposure to risk and 
determining how to best handle such exposure.

• There is so much risk in every person’s life – what 
risk is acceptable, what risk is not?

Extending Existing Relationships
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Sales Opportunities within your block

• Review your current customer base for further risk-
management opportunities with your clients

• Help them identify the various financial risks resulting 
from: death, disability, illness/disease, or the inability to 
care for themselves as they age
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Sales Opportunities within your block

• Look at your DI clients – do they have further risk 
in their lives?  What other risks do they want to 
manage?

• A customer who has purchased a disability 
insurance (D.I.) policy has income if he becomes 
disabled and is unable to work. What happens if 
he becomes disabled or develops an illness, is 
unable to care for himself and is out of the work 
force – how will your client cover these costs?  

• Would these clients want Long Term Care?
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Next Steps 

Write down 3 
potential 
clients

RBC SSC 
will contact 

you

Meet with 
SSC

Make 
the sale

Repeat!



Long Term Care

Thank You!


