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“On-demand insurance through digital channels is set to
increase in popularity but for now traditional channels

dominate the distribution landscape.”
– Sanjay Sharma, Senior Financial Services

Analyst

This report looks at the following areas:

• Auto, life and home insurance have the highest ownership rates
• Type of distribution channel used is product dependent
• Around half of consumers are open to switching for a major price cut
• Brokers are generally viewed favourably, but some trust issues persist
• Most insurance is sold through people

Insurance companies are leveraging multiple distribution channels to suit customer preferences
including traditional channels such as brokers and agents, through affinity programs with member
associations, retail outlets, travel agencies, through employers for group sales, digital channels, etc.
But they also face competition from banks who are aggressively promoting sales of certain insurance
products through their subsidiaries (banks in Canada are prohibited from selling most types of
insurance through their branches).
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Brokers are generally viewed favourably, but some trust issues persist

Younger consumers more willing to embrace digital channels

Auto, life and home insurance have the highest ownership rates
Figure 9: Ownership of insurance products, July 2016

Age and income are key determinants of insurance ownership
Figure 10: Ownership of insurance products, by age, July 2016

LGBTs under-index on auto, life and home but have more pet insurance
Figure 11: Ownership of insurance products (Significant differences), LGBTs vs overall population, July 2016

Around nine in ten over-45s have auto insurance

Quebecers own more life insurance

Home insurance is very age and income dependent

Around half of over-65s have health insurance

Selling travel insurance to Chinese Canadians is an opportunity

Mortgage insurance peaks among 35-44s, while women 25-34 over-index on renters insurance

Pet insurance over-indexes among those earning more than $150,000/year

Regional differences present specific opportunities

Most insurance is sold through people
Figure 12: Methods used for insurance purchase, July 2016

Quebecers more likely to use phone while Chinese Canadians over-index on online purchases
Figure 13: Purchase methods, significant differences among demographic groups, July 2016

Younger consumers more willing to embrace digital channels
Figure 14: Attitudes related to technology and insurance purchase, July 2016

Mobile has limited appeal at present

Around half of consumers are open to buying insurance online
Figure 15: Attitudes related to online insurance purchase, July 2016

Popularity of distribution channel is product dependent
Figure 16: Distribution channel, by type of insurance, July 2016

For auto insurance, older consumers more likely to use brokers

Younger consumers more likely to use bank subsidiaries for home insurance

Men have a higher direct purchase rate of life insurance

Group sales through employers is the dominant channel for health insurance

Brokers are generally viewed favourably, but some trust issues persist
Figure 17: Attitudes about insurance brokers, July 2016

Older consumers have more positive views about brokers, while Quebecers are relatively less favourably inclined

Brokers face challenges as distribution channels evolve

Insurance Ownership

Insurance Purchase Methods

Insurance Distribution Channels
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Around half of consumers are open to switching for a major price cut
Figure 18: Attitudes related to purchase preferences, July 2016

Younger consumers more influenced by recommendations

Consumers are very hesitant about buying insurance from newer companies
Figure 19: Attitudes towards insurance purchase, July 2016

Majority of consumers agree on the need for re-evaluating insurance needs after major life events
Figure 20: Attitudes related to purchase decisions, July 2016

Majority of consumers rate price as the most important choice factor
Figure 21: General attitudes about insurance, July 2016
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