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SSC # 38 — MAINTAINING ETHICAL DECISION MAKING & BEHAVIOUR WITH YOUR
CLIENTS

This course is eligible for:

3 Life & A&S CE Credits for BC, AB, SK, MB & ON

SK - 1 Life Ethics as indicated on the course selection page.
General CE Credits as marked on certificates for some Provinces.
Travel CE Credits as marked on certificates for some Provinces.

Adjuster CE Credits as marked on certificates for some Provinces.

Target Audience

This course is designed for licensed professionals across the financial services sector
who are responsible for providing advice, recommendations, and ongoing service to
clients. It is appropriate for:

» Life Insurance Agents, Accident & Sickness Agents, and General Insurance
Agents seeking to strengthen their ethical decision-making skills.

« Mutual fund representatives, investment advisors, and financial planners who
must navigate complex client situations, regulatory expectations, and
professional standards.

* Newly licensed advisors who require a foundational understanding of ethical
behaviour in real-world practice.

» Experienced practitioners who wish to reinforce ethical awareness, reduce
professional risk, and maintain high standards of conduct.

» Supervisors, compliance officers, and managers responsible for oversight,
suitability review, and advisor conduct.

» Professionals pursuing Continuing Education (CE) credits in ethics, compliance,
professionalism, or conduct-related categories.

This course is suitable for all advisors who interact with clients, make product
recommendations, or influence financial decisions. It provides the knowledge and tools
needed to recognize ethical challenges, respond appropriately under pressure, and
uphold the principles of fairness, honesty, and professionalism that clients and
regulators expect.



Course Overview

Financial advisors today face more pressure, complexity, and ethical risk than ever
before. Clients expect fairness, honesty, and professionalism — yet the realities of long
hours, business demands, compensation structures, and regulatory expectations can
strain even the most well-intentioned advisor's moral compass.

This course explores how ethical behaviour is shaped, challenged, and strengthened in
real-world financial practice. Advisors will examine why ethical lapses occur, how stress
and self-control impact decision-making, and why relying solely on rules and procedures
is not enough. Instead, advisors will learn how to build and maintain a strong internal
ethical framework that guides behaviour even under pressure.

Participants will gain a deeper understanding of how ethics influences every aspect of
their role — from client interactions and product recommendations to disclosure,
authority, compensation, and fiduciary responsibility. The course also addresses
emerging issues such as ethical artificial intelligence, insurance-company expectations,
fraud prevention, and the warning signs clients use to judge advisor integrity.

Designed for all insurance and investment disciplines, this course equips advisors with
the knowledge, tools, and mindset needed to make consistent, principled decisions that
protect clients, elevate trust, and strengthen long-term professional success.

Learning Objectives

After completing this course, advisors will be able to:

Make stronger ethical decisions in high-pressure situations

e Understand how stress, fatigue, and incentives influence behaviour — and learn
how to stay grounded in ethical principles.

Apply ethics to every part of their practice

¢ Integrate ethical thinking into client meetings, recommendations, disclosure,
documentation, and business operations.

Recognize ethical risks before they escalate

e |dentify conflicts of interest, authority issues, misleading behaviours, and other
warning signs that can lead to compliance or reputational problems.

Demonstrate fiduciary-level responsibility

¢ Understand what clients expect from a trusted advisor and how to act with
fairness, diligence, competence, and transparency.



Navigate key ethical challenges in financial services

e Explore issues such as fees vs. commissions, sales vs. advice, ethical Al,
insurance fraud, and advisor responsibilities to policyholders.

Communicate openly and avoid conflicts of interest

e Learn how to make full disclosure, manage competing interests, and maintain
client trust.

Understand the consequences of unethical behaviour

e Gain clarity on regulatory penalties, legal risks, and the long-term impact on
credibility and career sustainability.

Know who requlates them — and why it matters

¢ |dentify the regulatory bodies and professional designations that shape ethical
expectations across the industry.



