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SSC # 59— ETHICS & THE MATURE MARKET

This course is eligible for:

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

SK - 2 Life Ethics CE as indicated on course selection page.

General CE Credits as marked on certificate for some Provinces.

Adjuster CE Credits as marked on certificate for some Provinces.

Travel CE Credits as marked on certificate for some Provinces.

Target Audience

This course is designed for licensed financial professionals across all major insurance
and advisory sectors who work with, or may work with, Canada’s aging population. It is
particularly relevant for:

Life Insurance Licensees

Accident & Sickness (A&S) Licensees

General Insurance Licensees

Adjusters

Financial advisors, planners, and agents serving mature and senior clients
Supervisors, compliance officers, and suitability reviewers responsible for ethical
oversight

Frontline staff who support client interactions, documentation, and
decision-making processes

As Canada’s demographic landscape shifts, mature clients present unique ethical,
cognitive, and financial-planning considerations. This course supports professionals
who must navigate:

Heightened ethical and fiduciary obligations

Increased vulnerability to undue influence, misrepresentation, and unsuitable
recommendations

Complex family dynamics, capacity concerns, and decision-support needs
Evolving regulatory expectations around fairness, transparency, and client-first
conduct



Course Overview

This course is designed to equip licensed financial professionals with the ethical
frameworks, compliance awareness, and practical competencies required to serve
Canada’s aging population responsibly and effectively. It addresses the unique
vulnerabilities of mature clients, and the heightened ethical and fiduciary obligations
advisors must uphold when working with this demographic.

Course Description

Financial professionals who work with seniors encounter a client segment with distinct
needs and heightened vulnerability. This course provides a comprehensive examination
of:

» The ethical foundations that guide professional conduct

« The origins and purpose of ethics in protecting vulnerable populations.

* The relationship between ethics, morality, and values

» Ethical dilemmas and structured decision-making processes.

» Codes of ethics across multiple professions that intersect with financial services.

* Practical communication strategies for working with older adults.

« Compliance considerations and fiduciary obligations specific to the mature
market

The course emphasizes that ethical conduct is not theoretical for seniors—it is essential
to their financial security, autonomy, and well-being. Advisors will learn how to navigate
complex client situations ethically while maintaining regulatory compliance and
professional integrity.

This course directly supports CE requirements in the following areas:

» Ethics

» Compliance & Regulatory Awareness

» Client Vulnerability & Consumer Protection
» Professional Responsibility

» Suitability & Best-Interest Practices

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

1. ldentify the social, familial, physical, and cognitive factors that influence financial
decision-making among seniors.

2. Apply ethical principles and decision-making frameworks to real-world scenarios
involving mature clients.

3. Recognize indicators of vulnerability, diminished capacity, and undue influence,
and respond appropriately within regulatory and ethical guidelines.



. Demonstrate an understanding of fiduciary duties and professional
responsibilities when advising older adults.

. Evaluate ethical dilemmas using structured problem-solving models to ensure
suitable, compliant, and client-centered recommendations.

. Integrate relevant codes of ethics from financial services and related professions
(legal, medical, accounting, social services) to support collaborative, ethical client
care.

. Implement best practices that reduce advisor liability and enhance consumer
protection when interacting with aging clients and prospects.



