“"
Pro-Seminars

SSC # 35 — FINANCIAL ADVISING OPPORTUNITIES DURING UNCERTAIN TIMES

This course is eligible for:

3.0 Life & A&S CE Credits if you have 1 license for both in BC, SK, MB & ON.
1.0 A&S CE Credits if your license is for A&S ONLY in BC, SK, MB & ON.
3.0 Life & 1 A&S ONLY CE Credits for AB.

Target Audience

This course is designed for financial advisors, planners, and insurance professionals who
support clients through periods of economic uncertainty, financial stress, and rapidly changing
market conditions. It is ideal for advisors seeking to strengthen their communication strategies,
reinforce client relationships, and provide meaningful financial guidance during emergencies,
recessions, and post-crisis recovery periods.

Course Overview

The COVID-19 pandemic reshaped financial behaviour, disrupted global markets, and created
long-lasting uncertainty for individuals, families, and businesses. Even as the world moves
beyond the height of the crisis, clients continue to face financial pressures—from job loss and
illness to rising living costs, unexpected emergencies, and economic instability. During times
like these, traditional financial planning models often fall short, and clients rely heavily on their
advisors for clarity, reassurance, and actionable guidance.

This course explores the advisor’s role during uncertain times, including how to assess financial
vulnerability, communicate effectively, revisit financial and estate plans, and provide
value-added advice that strengthens trust and supports long-term client well-being. Advisors will
learn how to help clients prepare for emergencies, adjust to recessionary conditions, protect
their financial plans, and recognize opportunities for strategic planning and business growth.

Purpose of the Course

The purpose of this course is to equip financial advisors with the knowledge, tools, and
communication strategies needed to guide clients through financial uncertainty. Advisors will
learn how to identify risks, provide timely support, revisit insurance and estate planning needs,
and help clients make sound decisions during emotionally charged situations. By understanding
how to deliver value during challenging times, advisors can deepen client relationships, provide
meaningful support, and uncover new opportunities to grow their practice.



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

1. Understand Financial Stability in Uncertain Economic Conditions

e Recognize the signs of financial hardship
e Understand recessionary impacts and how clients should adjust
¢ Identify the economic repercussions of COVID-19 and post-COVID recovery trends

2. Strengthen Client Communication & Relationship-Building

¢ Understand why communication is critical during uncertain times
o Learn strategies for proactive outreach and value-added conversations
o Build stronger financial relationships through empathy, clarity, and consistency

3. Revisit and Reinforce Financial & Estate Planning

e Review life, critical illness, disability, travel, and business insurance needs
o Reassess estate planning goals and strategies
e Provide updated recommendations that reflect current risks and market conditions

4. Provide Practical Guidance During Financial Emergencies

o Help clients prepare for and navigate financial emergencies
o Explain the importance of emergency funds and how to establish them
o Offer actionable steps clients can take to stabilize their finances

5. Identify Tax Implications & Protective Strategies

e Understand tax repercussions during uncertain times
e Provide ideas to protect existing financial and estate plans
e Recognize opportunities for tax-efficient adjustments

6. Recognize and Address Financial Fraud Risks

e Identify common fraud schemes that increase during crises
* Provide clients with education and protective strategies

7. Support Clients Through Recovery & Long-Term Planning

o Offer suggestions to help clients regain stability after a period of uncertainty
e Guide clients through financial goal-setting and planning adjustments
¢ Understand how to turn service-focused support into future business opportunities



