
 

SSC # 40 – BUY-SELL AGREEMENTS    

This course is eligible for: 

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

General CE Credits as marked on certificates for some Provinces. 

Target Audience 

This course is designed for licensed financial professionals involved in advising 
business owners, including: 

• Life Insurance Agents 
• Accident & Sickness (A&S) Agents 
• General Insurance Agents 
• Financial Advisors and Planners 
• Brokers working with small and medium-sized business clients 
• Professionals involved in business continuity, estate planning, or succession 

planning discussions 

The content is suitable for both new and experienced advisors seeking to strengthen 
their technical understanding of buy-sell agreements and the insurance strategies used 
to fund them. 

Course Overview 

Buy-sell agreements are a foundational component of business continuity, estate 
planning, and succession planning for privately held companies. Despite their 
importance, many small business owners either lack a buy-sell agreement or have one 
that is outdated, unfunded, or poorly structured. Advisors who understand the 
mechanics, funding methods, and tax implications of buy-sell arrangements are 
uniquely positioned to help clients protect business value, ensure orderly transitions, 
and mitigate financial risk. 

This course provides a comprehensive examination of buy-sell agreements, with a 
focus on the role of insurance as a funding mechanism. Advisors will learn the key 
provisions, structures, and considerations involved in designing, reviewing, and 
implementing buy-sell plans.  



Through practical guidance and real-world scenarios, participants will gain the 
confidence and competence to initiate meaningful conversations with business owners 
and collaborate effectively with legal and tax professionals. 

Purpose of the Course 

The purpose of this course is to equip financial advisors with the knowledge, language, 
and tools required to: 

• Identify business-owner clients who need a buy-sell agreement or a review of an 
existing one 

• Understand the legal, financial, and practical components of buy-sell planning 
• Evaluate funding options, with emphasis on insurance-based solutions 
• Recognize common gaps, risks, and opportunities within existing agreements 
• Support clients in building a comprehensive business continuity and succession 

strategy 

By completing this course, advisors will be better prepared to guide business owners 
through critical decisions that protect business value, family wealth, and long-term 
stability. 

Learning Objectives 

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

1. Foundational Understanding 

• Define what a buy-sell agreement is and explain its role within a broader 
business, estate, and succession plan. 

• Distinguish between the major types of buy-sell agreements and identify when 
each structure may be appropriate. 

2. Agreement Provisions & Triggering Events 

• Describe the key provisions commonly found in buy-sell agreements. 
• Explain how the agreement functions in events such as death, disability, 

retirement, divorce, or voluntary sale of a partner’s interest. 

3. Design & Implementation Considerations 

• Identify and evaluate the eight critical aspects to consider when establishing or 
reviewing a buy-sell agreement. 

• Recognize the unique considerations involved in family-owned business buy-sell 
arrangements. 

 



4. Funding Methods & Insurance Applications 

• Compare the various methods of funding a buy-sell agreement, including non-
funded arrangements. 

• Explain how life insurance and disability insurance can be used as funding tools 
and articulate their advantages. 

• Differentiate between ownership structures such as criss-cross, corporate-
owned, and split-dollar arrangements, including repurchase vs. redemption 
strategies. 

5. Taxation & Compliance Awareness 

• Summarize the tax implications associated with different buy-sell structures and 
funding methods. 

• Identify potential tax advantages and pitfalls relevant to business owners and 
their advisors. 

6. Advisor Competency & Client Engagement 

• Conduct a structured review of a client’s existing buy-sell agreement to identify 
gaps or outdated provisions. 

• Initiate effective conversations with business-owner clients about buy-sell 
planning and continuity needs. 

• Collaborate appropriately with legal and tax professionals while staying within the 
advisor’s scope of practice. 

 


