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Just about every financial advisor has clients who expect 

that no matter what else you do, you must at least protect 

their capital. Those clients are all potential segregated 

fund clients, and there are many more types as you will 

see. Segregated funds offer capital protection** upon 

maturity, the ability to lock in and guarantee investment 

gains, a death benefit guarantee, estate planning benefits 

and advantages for business owners. 

**The Maturity and Death Benefit Guarantees provide capital 
protection through the guarantees of net investments (total 
deposits reduced proportionately by withdrawals) at the  
maturity date of the policy or upon the death of the Annuitant.

Where referred to in this document, “capital” refers to  
net investments.



IdentIfyIng Segregated fund ClIentS
Following are examples of current clients and prospective clients who are strong candidates for segregated funds.

at younger ages and up until the years before retirement, a key selling point of segregated funds is protection 

of capital. all of the client situations in this section are solved through the capital protection provided by the 

segregated fund policy’s Maturity and death Benefit guarantees.

CLIENt SItUAtION SOLUtION

Your client is new to the world of investing and is unsure 

about investing in mutual funds.

The client can choose segregated funds and invest with 

peace of mind, thanks to protection of capital.

Your client is a conservative investor who only has such 

holdings as GICs, savings bonds and a money market 

fund. They need higher returns to meet investment goals, 

but are concerned about market volatility.

With capital protection from segregated funds, the client 

can invest in equities and gain higher potential returns with 

protection against market volatility.

Your client invests in mutual funds and wants to increase 

their exposure to equities, but is concerned about taking 

on more risk.

The client can add equity segregated funds to their 

investment fund portfolio, boosting their overall potential 

returns while anchoring their portfolio with an investment 

where their capital is protected.

Your client had historically been a mutual fund investor 

but is now on the sidelines after having experienced 

considerable losses.

This scenario describes quite a number of investors who 

reacted to the 2009 bear market by shying away from 

equities, but segregated fund investing allows them to 

invest as before – this time with the confidence from 

protection of capital.

Your client has a family situation that calls for safety of 

capital over the coming years – such as children who may 

be attending university, or aging dependent parents who 

may require care.

These clients may want the returns of equities but feel 

inclined to invest conservatively. With segregated funds 

they can pursue their investment goals, knowing their 

capital will be protected 10 or 15 years down the road.

Your client invests in mutual funds and wants to decrease 

their exposure to equities, due to a life situation or becoming 

less risk tolerant over time, but they are not satisfied with the 

expected returns from fixed income investments.

Instead of diverting equity investments into fixed income, 

they can maintain their current asset mix by choosing 

capital-protected segregated funds for a portion of their 

equity holdings.

Your client, a growth-oriented investor with a fairly high 

risk tolerance, is on the fence about adding aggressive 

funds to their portfolio.

Through the capital protection of segregated funds, the 

client is able to invest where they wish – knowing they 

have a safety net that protects their capital.

Your client is interested in borrowing to invest but worries 

what would happen if the investments decreased in  

value and ended up worth less than the loan used for  

their purchase.

Clients who use leveraging can decrease risk by protecting 

their capital through investing in segregated funds.

(In the following scenarios, whenever capital protection is listed, it will be assumed that the benefit of locked-in gains achieved by resetting the  
Maturity and Death Benefit Guarantees as permitted under the policy provisions is also included under protection of capital.)



Clients who are 15 years or less away from retirement will benefit from protection of capital. In addition, they  

may be interested in the various estate planning benefits available by investing in an insurance contract that  

offers Segregated funds.

CLIENt SItUAtION SOLUtION

Your client is a high net worth investor who has already 

achieved their retirement investment goals, and 

consequently is just as concerned with wealth protection 

as they are with wealth accumulation.

The client can invest in segregated funds and continue to 

pursue growth while now safeguarding their accumulated 

wealth through capital protection. 

Your client wants to maintain their exposure to equities to 

meet their retirement goal. But the client has heard you’re 

supposed to reduce equity holdings as you approach 

retirement because if the markets slide then less time 

remains for them to rebound. 

The client has the freedom to maintain strong exposure 

to equities through segregated fund investing. Even in 

the worst-case scenario of the markets suffering a severe 

downturn in consecutive years just before the client retires, 

their capital would still be protected.

Clients aged 50+ are now open to the estate planning 

benefits of segregated funds: protection of 100% of capital 

upon death, and funds distributed to named beneficiaries 

quickly, privately and without probate or estate fees.

Clients who are business owners, entrepreneurs or self-employed professionals not only gain all of the usual 

benefits of segregated funds – they also benefit from potential creditor protection.

CLIENt SItUAtION SOLUtION

Your client owns a restaurant and is doing well, but they 

understand that their type of business has a higher risk of 

failure. The client had not been aware that in the event 

of a bankruptcy, business creditors can potentially seize 

personal assets.

Segregated fund contracts offer potential protection  

from creditors.

Your client has recently started their own business and is 

now reviewing their investment portfolio.

For many business owners and self-employed professionals, 

being in business for yourself already involves risk – so added 

risk is not desirable for their investments. Segregated fund 

contracts offer protection of capital through the Maturity and 

Death Benefit Guarantees, so the client will not be putting 

their retirement savings at risk.



retired clients will be extremely interested in the package of estate planning benefits provided by insurance 

policies offering segregated fund investments. In many cases, just one of the benefits makes it worthwhile for  

a retired client to invest in segregated funds.

CLIENt SItUAtION SOLUtION

Your client is in retirement and making sure that all facets 

of estate planning are covered.

As one component of the estate plan, investments can 

be moved to segregated funds. The client’s named 

beneficiaries will benefit from having 100% of the capital 

protected upon the client’s death, and the death benefit  

bypass the estate – so they will be received quickly, 

privately and without probate or estate fees. 

Your client has specific savings earmarked for heirs, and 

wants to make sure their value is protected.

The client can invest the savings in segregated funds and 

still pursue solid returns, knowing that 100% of the capital 

is protected upon death.

Your client has reason to keep part of their legacy private. 

For example, a client in a second marriage may want 

to privately leave money for the children from the first 

marriage – avoiding any problems among family members.

The client can invest in segregated funds and designate 

the children as beneficiaries of the policy(s). They will 

receive the funds privately, and the death benefit payable 

will not be part of the estate. 

Your client has real estate holdings and is concerned about 

the complexities involved for heirs in settling the estate, and 

in managing or selling the properties.

Clients who hold real estate assets can sell the assets and 

invest the proceeds in segregated funds. Heirs will receive 

the funds without complication. 

Your client has heard of numerous instances where a 

will is contested and the estate takes literally years to be 

settled. The client wants to be sure that heirs will receive 

funds without a long wait.

The client can move investments into a policy offering 

segregated funds, which means the death benefit will not 

form part of the estate provided the heirs are the named 

beneficiaries. The beneficiaries will usually receive the 

funds in just a couple of weeks after submitting the claim 

and any required documents.

Your client has always been very concerned about saving 

tax, and tax planning is an important part of their estate 

plan. The client is interested in knowing about the cost of 

probate and the amount of estate fees.

By investing in an insurance policy that offers segregated 

funds and appointing a named beneficiary or beneficiaries 

on the policy the legacy will bypass the estate. No estate 

tax. No probate fees.
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The Empire Life Insurance Company (Empire Life) offers competitive individual and 

group life and health insurance, investment and retirement products to help you build 

wealth and protect your financial security. 

Empire Life is among the top 10 life insurance companies in Canada1 and is rated  

A (Excellent) by A.M. Best Company2. Our vision is to be the leading, independently-

owned, Canadian financial services company committed to simplicity, being easy  

to do business with and having a personal touch.

1  Source: Office of the Superintendent of Financial Institutions (OSFI), based on general and 
segregated fund assets

2 As at June 22, 2011

Past performance is no guarantee of future performance. Empire Life Portfolio Funds currently invest primarily in Class A units of the 
underlying Empire Life Segregated Funds.

The information in this document is for general information purposes only and is not to be construed as providing legal, tax, financial or 
professional advice. The Empire Life Insurance Company assumes no responsibility for any reliance made on or misuse or omissions of 
the information contained in this document. Please seek professional advice before making any decision.

A description of the key features of the individual variable insurance contract is contained in the Information Folder for the 
product being considered. Subject to any applicable Death and Maturity Benefit Guarantee, any amount that is allocated to a 
Segregated Fund is invested at the risk of the contract owner and may increase or decrease in value.

™ Trademark of The Empire Life Insurance Company. Policies are issued by The Empire Life Insurance Company.


