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SSC # 34 — THE POWER OF POSITIVE CREDIT
This course is eligible for:

4 CE Life & A&S For BC, SK, MB & ON.

4 LIFE CE Credits ONLY for AB

General CE Credits as marked on certificates for some Provinces.

Target Audience

This course is designed for professionals in the financial services sector who support
individuals and families in building long-term financial stability. This includes:

Financial Advisors

Insurance Advisors (Life, Health, Home & Auto)

Tax Professionals

Estate Planners

Credit Repair Specialists

Mortgage Brokers and Lending Professionals

Professionals involved in budgeting, debt management, and consumer credit
education

The content is appropriate for both new and experienced advisors seeking to strengthen
their understanding of credit fundamentals, credit scoring, debt management strategies,
and the role credit plays in comprehensive financial planning.

Course Overview

The modern financial landscape has created what many refer to as “Generation
Credit"—individuals and families who rely heavily on credit products yet often lack the
knowledge needed to manage them effectively. Many clients struggle with debt,
misunderstand credit scoring, or face challenges navigating credit bureaus and repair
processes. These issues directly impact their ability to secure mortgages, obtain
favourable loan rates, purchase insurance products, and build long-term financial
security.

The Power of Positive Credit equips financial professionals with the knowledge and
practical strategies needed to guide clients toward healthier credit behaviours and
improved financial outcomes.



Presented in an engaging question-and-answer format, the course demystifies credit
systems, explains how lenders evaluate risk, and outlines both conservative and
aggressive approaches to debt reduction.

Advisors will learn how to integrate credit education into their broader financial planning
conversations—helping clients organize their financial lives, build effective budgets,
understand credit reports, and leverage improved credit scores to unlock future
opportunities.

Purpose of the Course
The purpose of this course is to:

« Strengthen the advisor’s ability to educate clients on the fundamentals of credit
and debt management

« Provide a clear understanding of how credit scores influence financial decisions,
borrowing costs, and insurance pricing

« Equip advisors with practical tools to help clients repair, rebuild, and optimize
their credit profiles

« Enhance the advisor’s role as a comprehensive financial guide by integrating
credit literacy into financial planning, insurance planning, and long-term wealth
strategies

Ultimately, the course empowers advisors to help clients achieve better financial
outcomes by harnessing the power of positive credit behaviours.

Learning Objectives
Upon successful completion of this course, the financial advisor will be able to:

Credit Fundamentals & Consumer Behaviour

« Explain the historical and behavioural factors that contributed to “Generation
Credit” and ongoing consumer credit challenges

« Describe the purpose and structure of credit, including how credit cards, loans,
and lines of credit function

« Identify the key components of a credit report and how each section influences a
client’s financial profile

Credit Scores & Lending Decisions

« Explain how credit scores are calculated and how lenders use them to assess
risk

o Describe the formulas and criteria lenders apply when extending credit

o Assess how credit scores impact mortgage approvals, loan interest rates,
insurance pricing, and long-term financial planning



Debt Management Strategies

« Distinguish between conservative and aggressive debt-reduction strategies and
determine when each approach is appropriate

« Categorize different types of debt and explain their relative impact on credit
health

o Assist clients in developing structured repayment plans that accelerate debt
elimination

Financial Organization & Budgeting

o Guide clients through organizing their financial lives to support better credit
outcomes

e Teach clients foundational budgeting skills that improve cash flow and reduce
reliance on credit

« ldentify opportunities within a client’s budget to redirect funds toward debt
repayment, savings, or insurance needs

Advisor Integration & Client Support

« Demonstrate how financial advisors, insurance brokers, and credit repair
specialists can collaborate to support client credit improvement

e Incorporate credit education into broader financial planning conversations,
including retirement planning, insurance planning, and estate considerations

« Provide clients with a complete glossary of credit terms to enhance their
understanding and confidence



