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RBC ExpressTERM Product Information 
 

Life made Simple. 
 
Simple, indeed. It’s RBC ExpressTERM. Quality term life insurance with a fast, hassle-
free buying process that’s as customer-friendly as you are.  
 
Thanks to cutting-edge Internet technology, your customers can get up to $250,000* 
in coverage in as little as 15 minutes, with no medical exam — just a few health 
questions — and no lengthy underwriting delays.  
 
Face-to-face or over the phone with the professional guidance of a licensed agent. 
Either way, RBC ExpressTERM is solid, dependable protection delivered with speed, 
convenience and intelligence. In other words, the way life insurance should be.  
 
RBC ExpressTERM is versatile.  
Perfect for face-to-face or over-the-phone sales – Agents can complete the sale with a 
customer using any computer with an Internet connection.  
 
RBC ExpressTERM can help you grow.  
 Expand relationships and improve retention – RBC ExpressTERM is another great 

reason for your customers to do business with you.  
 Increase customer satisfaction and build brand preference – Convenient application 

process, instant coverage decisions, real-time policy issue RBC ExpressTERM 
represents everything you want to be to your customers.  

 Support customer acquisition strategies – Increase referrals, leverage promotions.  
 
RBC ExpressTERM can help you do more for your customers.  
• Convenient access to affordable life insurance – Provide “one-stop shopping” for 

their personal financial security needs.  
• Instant security and peace of mind – Help them protect income and manage 

financial risk.  
• Saves time and simplifies decision-making – apply, be approved, and receive a 

policy in as little as 15 minutes ... instant coverage decision means clients know 
exactly where they stand.**  

 
 
 
 
 
 
*$200,000 in ME and MN. 
** Issuance of the policy is dependent upon the answers to the health questions set forth in the 
application. 
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RBC ExpressTERM Responds to 
Three Core Client Needs: 

 
• Instant gratification — Unlike most term life insurance products,  

RBC ExpressTERM offers immediate coverage to qualified applicants. 
 

• Ease and convenience — an easy application with just nine underwriting questions. 
 

• Great value — Time is a valuable resource. By providing solid, affordable level 
term life insurance almost instantly, RBC ExpressTERM provides value to your 
customers. 

 
 
 

Key Value Drivers for the Consumer 
 

• Premium rate is guaranteed for the full initial term at time of issue. 

• Immediate coverage to qualified applicants – no waiting.  

• Easy application takes as little as 15 minutes 
• 10, 15, 20 and 30 year terms 

• Affordable rates 

• Coverage from $25,000 to $250,000  
($200,000 in Maine and Minnesota) 

• Convenient monthly, quarterly, semi-annual or annual payments 

• Client’s choice: paper or online documents. (Online accounts  
have easy secure online access to all policy documents) 

• Easy payment options — Bank draft or credit card (where available) 

• No annual policy fees 
• Renewable at end of term 
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RBC ExpressTERM at a Glance 
 

10 Year 

15 Year 

20 Year 

Term Periods: 

30 Year 

   

Face Amount:  Minimum:       $25,000 

Maximum:   $250,000 ($200,000 in ME and MN) 

10 Year: 18-65 

15 Year: 18-60 

20 Year:  18-55 

Issue Ages: 

30 Year: 18-45 

  

Credit Card Monthly, Quarterly, Semi-annually, Annually (not available in all states) Payment Method: 

EFT Monthly, Quarterly, Semi-annually, Annually 

Children's Rider: Provides term insurance on the lives of the insured's children.  Premiums 
are guaranteed and level for the term of the coverage.   
This benefit may be added at or after issue of the base coverage. 

The minimum of: 

1)  The period from rider issue until the youngest child's 25th birthday 

 Term Period: 

2)  The period from rider issue until the policy anniversary following the 
insured's 65th birthday 

 Face Amount: Minimum:  $1,000 

    Maximum: $10,000 

 Issue Age: Children: 0-18 years of age (17 in PA) 

    Insured: 18-55 years of age (10, 15 & 20 year term) 

    Insured: 18-45 years of age (30 year term) 

Accidental Death: This rider provides level accidental death coverage.  Premiums are 
guaranteed and level throughout the term of the coverage.  This benefit 
may be added at or after issue of the base coverage. 

 Term Period: The period from rider issue until the policy anniversary following the 
insured's 72nd birthday. 

  Face Amount: Same as Base Coverage 

Optional Riders: 

 
Product not available in all states. State variations may apply. Product contains exclusions and 
limitations, which affect benefits provided. Suicide while sane or insane is not covered during 
the first two policy years; instead, premiums paid will be returned (subject to state variations).  
Two (2) year contestability period (one year in CO and ND). 
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Who is RBC Insurance? 
 
 
RBC Insurance is the brand name for Liberty Life Insurance Company, part of the 
global insurance operations of Royal Bank of Canada. We’ve been providing families 
with solid, affordable insurance protection for more than a century. Our résumé 
includes over 80 years of direct marketing experience as a leading provider of optional 
insurance protection to customers of financial institutions. 
 
RBC is one of the strongest and fastest-growing financial services organizations in 
North America, with 60,000 employees serving over 12 million personal, business and 
public sector clients in North America and around the world. At RBC Insurance, we 
help families find innovative ways to manage risk and build for the future in today’s 
complex, fast-changing world. Our promise is simple: quality protection, exceptional 
financial stability and outstanding service. 
 
Liberty Life Insurance Company’s financial strength and operating performance is 
rated “A” (Excellent) — 3rd highest of 16 ratings — by A.M. Best Company, an 
independent rating agency. Liberty Life Insurance Company is solely responsible for its 
financial obligations.  
 

 
Contact Information 

 
Sales & Marketing:   Laura Rush, Sales Manager 
     Laura.rush@rbc.com 
     864-609-4949 
  
     Nancy Olson, Vice President 
     Nancy.a.olson@rbc.com 
     864-609-4619 
 
 
Web Site & Agent Support: salesdesk@rbc.com 
     888-262-8131 
 
 
Policyowner Service:  expresstermcustomersupport@rbc.com 
     866-816-6767 
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 System Processes and Procedures 
 

Important Note 
The online environment of RBC ExpressTERM requires that you remember several 
simple principles while conducting a sale. Following these guidelines will ensure an 
appropriate sale and protect both you and your clients from potential problems. 
 
• The agent needs to be speaking directly to the proposed insured, not someone 

acting on their behalf. 
 
• The owner, insured and payor must be the same person at the time of application 

and issue. Other arrangements may be made through customer service once the 
policy is issued. 

 
• The application underwriting questions must be read verbatim to the proposed 

insured. And the answers must be accurately recorded. 
 
• The e-mail address provided for e-signature must be the proposed insured’s e-mail 

address. Never use another person’s address or your own. 
 

Log On 
• Go to https://securer.rbcexpressterm.com 
• Enter User ID and Password 

(The first time you log in, your User ID and password are the same;  
you will then be prompted to change your password.) 
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Sign Up a New Customer 
 
There are 2 options when signing up a new customer.  When the proposed insured is physically 
present, you will use the Walk In (Face-To-Face) option.  When you are on the phone with the 
proposed insured, you will choose Phone. 
 

• Contact Method:  
o Choose Phone if the proposed insured is on the phone with you. 
o Choose “Walk In (Face-To-Face)” if the proposed insured is sitting with you.   

• Click “NEXT” to begin the application process 
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Generate a Quote 
• Collect basic quote data from client. 
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Determine appropriate coverage amount and term: 
• Term is 10, 15, 20 or 30 years. 
• Coverage is from $25,000 - $250,000 
• Payment Frequency is Monthly, Quarterly, Semi-Annually or Annually 
• Once the coverage term, amount and frequency are chosen, click “calculate” for the 

premium amount.   
• Click Next to continue. 
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On-line Interview 
Ask the applicant 9 health and lifestyle questions.  Refer to your underwriting guide for a 
detailed list of each question and results. 
  
• You must read the application questions verbatim to the proposed insured. 
• Accurately record the responses. 
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Replacements: 
If your client is replacing a policy, complete all the necessary information. Below are 
screenshots of a generic state replacement. State variations apply. 

• Indicate the company the client intends to replace. 
• Indicate the policy the client is replacing (if applicant doesn’t know the policy number, 

insert the social security number). 
• Enter the amount of coverage that is being replaced. 
• Enter the year issued.  
• Click Add Company/Contract to save the replacement. 

 

 
• Click Add Company/Contract to replace more than one policy, or 
• Click Next to continue the sales process. 
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Contact Information and Beneficiary 
• Collect the client’s personal data. 

o Remember: 
 The owner, insured and payor must be the same individual at issue. 
 The e-mail address provided must be the proposed insured’s e-mail 

• Designate a beneficiary.  The beneficiary can be an entity or an individual. The percentages 
must equal 100%.  Designating a contingent beneficiary is optional. 

• If you choose the “Other” option for the beneficiary, a social security number is required. 
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Payment Information 
The applicant provides payment method.  We allow for credit cards (in available states) or 
automatic bank draft from either checking or savings accounts.  At issue, the payer must be the 
insured; once a policy is issued changes may be made through Customer Service. 
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Signature Method 
• Choose electronic to utilize e-signature. This is the preferred signing method. 
• If the customer does not have e-mail or cannot e-sign, use paper signature. 
  
NOTE: A paper signature will result in a longer time to issue. Utilizing e-signature is the 
quickest way to have your customer covered. 
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Replacement Form Signature (if applicable) 
Clients signing electronically and replacing a policy must first sign their replacement forms.  

• The form is presented with an electronic signature box at the bottom of the page. Some 
states require multiple signatures and others require the client to initial certain boxes. 

• The client must type name and the date 
• The agent must then sign the replacement form by typing his or her name and the date. 

 
 

 



Rev. 7/15/08 

17

Agent Signature 
If the client is a telephone customer, you will be prompted with the following screen: 
 

 
 
 

 

Agent Name 
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Walk-In Customer: Required Disclosures 
 
If the client is a Walk-In, please print the following disclosures: 
 
Before signing the application, clients must be given disclosures that describe in part what they 
are signing. These disclosures include information on the Medical Information Bureau, 
Information of Insurance Practices, and the RBC Privacy Policy. You may not continue the 
process until you have printed these documents and delivered them to your client. 
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Applicant Signature: Walk-In Customer 
• If “Walk-In (Face to Face)” was the contact method chosen, the application will generate 

after the system verifies the payment data.  
• At this point, the computer screen should be made available to the applicant to review 

the application data and e-sign the application.   
• The electronic signature consists of typing in the three fields:  the applicants name, the 

date, and the words “I Agree.” 
• After the client clicks “Complete My Application,” the system performs a real-time MIB 

(Medical Information Bureau) check.  
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Application Submitted 
Once the application is successfully submitted, this screen appears. 

• Click Next to begin an application for a new client 
 

 


