
 

SSC # 10 - CLIENT CENTERED FINANCIAL PLANNING  

This course is eligible for: 

7 Life & A&S CE Credits for BC, SK, MB & ON.  

7 LIFE CE Credits ONLY for AB 

Target Audience 

This course is intended for: 

• Licensed Life Insurance Agents 
• Accident & Sickness (A&S) Agents 
• General Insurance Agents 
• Financial Advisors and Planners  
• Professionals seeking to enhance their understanding of the financial planning process 
• Newer advisors requiring foundational knowledge, as well as experienced advisors 

seeking a structured refresher 

The course is suitable for practitioners at all levels who wish to improve their ability to deliver 
disciplined, client‑centered financial planning services. 

Course Overview 

Client Centered Financial Planning is an educational program designed to provide Financial 
Advisors, Brokers, and Agents with a comprehensive understanding of the financial planning 
process and the principles of client‑focused advisory practice. The course examines the 
foundational elements of financial planning, the importance of aligning recommendations with 
client life goals, and the disciplined organization of personal finances required to support 
long‑term financial well‑being. 

Participants will explore the role of effective fact‑finding, the Know Your Client (KYC) rule, 
segmented versus comprehensive planning approaches, and the use of financial statements to 
assess a client’s current financial position. The course also introduces key planning tools, 
registered plans, investment considerations, debt‑management strategies, contingency 
planning through insurance, and essential terminology used in financial planning. 

This course is appropriate for both new and experienced practitioners seeking to enhance their 
competence in delivering structured, client‑centered financial advice. 



Purpose of the Course 

The purpose of this course is to: 

• Provide a clear and structured understanding of the financial planning process. 

• Reinforce the importance of a client‑centered approach in all stages of planning and 

advisory engagement. 

• Strengthen the advisor’s ability to identify client goals, gather relevant information, and 

organize financial data effectively. 

• Enhance professional competence by improving the advisor’s ability to develop, 

communicate, and implement appropriate financial planning strategies. 

• Support compliance with regulatory expectations related to KYC, suitability, and 

documentation. 

Learning Objectives 

Upon successful completion of this course, participants will be able to: 

1. Understand the Financial Planning Process 

• Describe financial planning as a systematic and disciplined process. 

• Explain the relationship between financial planning, client life goals, and long‑term 

financial outcomes. 

• Distinguish between segmented financial planning and comprehensive financial 

planning. 

2. Apply Client‑Centered Principles 

• Define client‑centered financial planning and explain its importance in professional 
practice. 

• Demonstrate how to place the client’s goals, needs, and preferences at the center of the 
planning process. 

• Understand the role of effective communication in creating a positive client experience. 

3. Conduct Effective Fact‑Finding & KYC 

• Explain the Know Your Client (KYC) rule and its relevance to suitability and compliance. 
• Identify the information required to understand a client’s financial situation, objectives, 

and risk tolerance. 
• Utilize fact‑finding tools to gather accurate and complete client information. 

4. Analyze Financial Information 

• Prepare and interpret basic financial statements, including: 
• Net Worth Statements 
• Assets and Liabilities Summaries 
• Annual Cash Flow Statements 



• Assess a client’s financial position and identify areas requiring attention or improvement. 

5. Apply Core Financial Planning Concepts 

• Identify strategies for debt management and cash‑flow improvement. 
• Describe common investment vehicles used to support client financial goals. 
• Explain capital dispersal methods and their role in long‑term planning. 

6. Understand Registered Plans & Tax Considerations 

• Describe the purpose and basic rules of key registered plans, including: 
• RRSPs 
• RPPs 
• RESPs 
• TFSAs 
• Other relevant registered accounts 
• Recognize how the Income Tax Act influences financial planning decisions within an 

advisor’s permitted scope. 

7. Incorporate Contingency Planning 

• Explain the role of insurance in financial planning. 
• Identify when and why life insurance may be required as part of a client’s overall 

financial strategy. 
• 8. Strengthen Professional Practice 
• Apply financial planning terminology accurately and appropriately. 
• Integrate course concepts into a structured, compliant, and client‑centered advisory 

process. 

 

 

 

 

 

  


