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SSC # 53 — RETIREMENT PLANNING & INVESTING OPPORTUNITIES FOR
SENIORS

This course is eligible for:

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

5.0 LIFE CE Credits ONLY for AB.

Target Audience

This course is designed for financial advisors, planners, and insurance professionals who work
with older adults or wish to deepen their expertise in retirement planning for seniors. It is ideal
for advisors who want to help aging clients optimize their investments, manage cash flow,
reduce tax burdens, and ensure their financial resources last throughout retirement and beyond.

Course Overview

A long and fulfilling retirement requires more than good health—it demands thoughtful, strategic
financial planning. As longevity increases and government programs face inevitable strain,
seniors must rely more heavily on personal savings, tax-efficient strategies, and well-structured
investment plans. Yet many older Canadians have limited knowledge of financial planning
principles, and many more have not adequately prepared for the decades they may spend in
retirement.

This course provides a comprehensive overview of retirement planning and investment
opportunities for seniors. Advisors will explore the changing nature of retirement, the financial
challenges elders face, and the steps involved in building a sound financial plan. The course
examines investment strategies, tax-advantaged programs, segregated funds, creditor
protection, beneficiary designations, and legacy planning. Advisors will also learn how to
support younger seniors who are “catching up,” older seniors who must stretch their assets over
20-25 years, and the oldest elders who require tax-efficient estate strategies.

Purpose of the Course
The purpose of this course is to equip financial advisors with the knowledge and tools needed to

help seniors build, protect, and optimize their retirement income. Advisors will learn how to
guide clients through investment decisions, tax planning opportunities, insurance solutions, and



legacy considerations. With this understanding, advisors can help seniors create sustainable
retirement plans, reduce financial stress, and ensure their assets support both their lifestyle and
their long-term goals.

Learning Objectives

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

1. Understand the Changing Nature of Retirement

e Recognize how retirement expectations and lifestyles have evolved
¢ Understand the financial implications of increased longevity
« Identify the unique needs of younger elders, older elders, and the oldest seniors

2. Develop Comprehensive Financial Plans for Seniors

o Understand the steps involved in creating a retirement financial plan
¢ Recognize the cost of waiting and the importance of early planning
o Identify key issues to consider prior to retirement

3. Address Elder Financial Challenges

e Understand common financial challenges faced by seniors
e Recognize the unique financial realities of senior women
e Identify myths and misconceptions about retirement planning

4. Apply Effective Tax Planning Strategies

e Understand how to optimize tax efficiency in retirement
e Recognize opportunities using RRSPs, TFSAs, and other tax-advantaged programs
o |dentify strategies for creating tax-efficient legacies

5. Evaluate Investment Strategies and Vehicles

e Understand investment basics for older adults
e Recognize appropriate investment strategies for different stages of later life
e Understand the role of segregated funds, creditor protection, and control features

6. Support Estate & Legacy Planning

e Understand the importance of beneficiary designations and confidentiality
e Recognize how to structure tax-efficient estate plans
» Identify opportunities to support charitable giving and multigenerational wealth transfer



7. Adapt Planning Strategies to Changing Circumstances

e Recognize how financial plans must evolve as seniors age

¢ Understand how to adjust strategies in response to health changes, market conditions,
and personal goals

o Identify opportunities to add value as seniors’ needs shift over time



