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Life has a way of throwing curveballs. Unforeseen events often place a tremendous amount of financial stress on affected individuals, and on their families, too.
But are Canadians well prepared for the unexpected? What are the critical types of insurance coverage for every stage of life?

Insurance needs/wants for Millenials
What they are buying:

Life insurance 46% Accident 33%
Travel insurance 42% Critical illness 18%

H &y Top 3 reasons they purchase life insurance
v Provide financial support to dependents (40%)
v’ Lower rates while young/healthy (14%)
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Insurance needs/wants for Generation X
What they are buying:

Life insurance 44% Critical illness 21% ;4

Creditor 22% Disability 19%

Top 3 reasons they purchase life insurance

v Provide financial support to dependents (46%)

v Fully pay off mortgage and other debts (20%)

v/ Give beneficiaries a financial boost (10%) A

BMO Financial Group provides this publication to clients for informational purposes only. The information herein reflects information available at the date hereof. It is based on sources that we believe to be reliable, but is not guaranteed by us, may be incomplete, or may change without natice. It is
intended as advice of a general nature and is not to be construed as specific advice to any particular person nor with respect to any specific risk or insurance product. The comments included in this publication are not intended to be a definitive analysis of tax applicability or trust and estates law. The
comments contained herein are general in nature and professional advice regarding an individual's particular tax position should be obtained in respect of any person’s specific circumstances. You should consult your health care professional regarding your personal circumstances, an independent insurance
broker or advisor of your own choice for advice on your insurance needs, and seek independent legal and/or tax advice on your personal circumstances. All rights are reserved. No part of this report may be reproduced in any form, or referred to in any other publication without the express written

permission of BMO Financial Group.
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