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SSC # 49 — SENIORS AND AN AGING POPULATION:WHAT YOU NEED TO
KNOW BEFORE MAKING YOUR FINANCIAL RECOMMENDATIONS

This course is eligible for:

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

4.0 LIFE CE Credits ONLY for AB.

Target Audience

This course is designed for financial advisors, planners, and insurance professionals who work
with, or wish to better serve, Canada’s rapidly growing senior population. It is ideal for advisors
who want to understand the demographic, social, psychological, and financial realities of
aging—and how these factors influence the recommendations, communication styles, and
planning strategies that best support older clients.

Course Overview

The world’s population is aging at an unprecedented rate, and Canada is at the forefront of this
demographic shift. As life expectancy increases and the “Silver Tsunami” accelerates, financial
advisors must understand the evolving needs, values, and challenges of older adults. Seniors
today are living longer, managing more complex financial situations, and facing unique health,
family, and economic pressures that directly influence their planning decisions.

This course provides advisors with a comprehensive understanding of Canadian elders—their
health, financial well-being, spending patterns, sources of income, and the social and
demographic forces shaping their lives. Advisors will explore how age, gender, culture, and life
experiences influence attitudes and behaviours, and how these factors affect communication,
trust, and decision-making. By understanding life-cycle changes and future trends, advisors can
better anticipate client needs and offer meaningful, timely financial solutions.

Purpose of the Course

The purpose of this course is to equip financial advisors with the knowledge and insight needed
to effectively support aging clients through every stage of later life.



Advisors will learn how demographic trends, health changes, family dynamics, and economic
realities shape the financial priorities of seniors. With this understanding, advisors can structure
planning processes that align with clients’ evolving needs, identify opportunities for insurance
and investment solutions, and provide guidance that enhances financial security, independence,
and peace of mind.

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

1. Understand the Demographics of Aging

o Define what constitutes an elder in the Canadian context
¢ Understand demographic trends and the impact of the “Silver Tsunami”
e Recognize changes in family structure and their financial implications

2. Profile Canadian Elders

¢ Understand the health, financial well-being, and values of Canadian seniors
e Recognize sources of elder income and patterns of spending and debt
o Understand life expectancy trends and the need for long-term planning

3. Understand Social, Psychological & Cultural Influences

e Recognize how age, gender, race, and ethnic background influence elder attitudes
e Understand how social and psychological factors shape decision-making
o |dentify how life-cycle changes affect financial needs and behaviours

4. Apply Financial Planning Strateqgies for Seniors

¢ Understand why seniors need a financial plan
e Recognize how to structure planning processes around future trends

Identify planning opportunities related to:

Estate planning

RRSPs, RRIFs, TFSAs

Charitable giving

Long-term care insurance

Other insurance solutions for insurable seniors

5. Identify Economic Realities & Risks

e Understand senior income levels, low-income cut-offs, and economic vulnerability
e Recognize the financial impact of widowhood
e Understand broader economic implications for Canadian society



6. Communicate Effectively with Aging Clients

¢ Understand how elder attitudes and experiences influence communication
e Learn how to build trust and connect meaningfully with older adults
e Recognize the importance of timely reviews and proactive outreach

7. ldentify Opportunities to Support Aging Clients

e Understand how each life change creates opportunities for financial guidance
e Recognize when insurance solutions can add value
o Identify opportunities to strengthen long-term client relationships



