
A training program that aims to 
produce the next generation of  
financial advisors has received an 
important shot in the arm. The 
province of  Ontario officially rec-
ognized Seneca College’s Finan-
cial Services Practitioner program 
under the Ministry of  Colleges, 
Training and Universities.

While the industry itself  ages, 
there are fewer young advisors 
coming into the market, making it 
difficult for advisors to plan their 
own retirement. 

Until now, the program had 
been considered a professional 
development program, which dis-
qualified students from the usual 
subsidies associated with accred-
ited programs. 

“Because it’s a ministry-ap-
proved program, the student gets 
an Ontario graduate certificate,” 
says Sam Albanese, the program’s 
creator. “It gives it a much more 
credible position than just profes-

sional development.” 
Recognition by the province 

should attract more students, 
as it means the Ontario gov-
ernment will partially fund the 
program. Tuition fees will drop 
from $4,000 per semester to a 
more manageable $2,050 per se-
mester. 

For those students who do 
not have that amount on hand, 
they can also now apply for loans 
through the Ontario Student As-
sistance Program (OSAP). The 
government’s stamp of  approval 
also means the program qualifies 
for Lifelong Learning Plan with-
drawals from an RRSP, and it is 
also RESP-eligible. 

“All the things that would be 
allowed under the taxation rules 
kick in now, whereas before, they 
didn’t,” says Albanese. That in-
cludes deducting the tuition fee as 
a student.

The program has already ex-

panded to two more colleges; 
starting in January 2009, it will be 
available at Ontario’s Niagara Col-
lege and St. Lawrence College. 

“Phase two is to get the pro-
gram successfully deployed across 
the country,” says Albanese. “By 
the year 2010, we would hope to 
be in all the major colleges across 
the country.” 

So far, there are 16 colleges na-
tionwide looking at the program, 
and Albanese says 12 are “really 
serious” about adopting it. 

Upon graduation, students earn 
three credits toward the Certified 
Financial Planner designation, 
and three toward the Chartered 
Life Underwriter designation.

“If  you’re interested in going af-
ter your CFP, which I think down 
the line will be mandatory, you’re 
well on your way,” says Albanese. 

So far the program has pro-
duced 26 graduates over the first 
two years it has been offered. 

Albanese says there has been a 
100% placement rate, pointing to 
Investors Group, Desjardins and 
Sun Life as leading employers.  
Some of  the more entrepreneurial 
graduates have struck out on their 
own, setting up shop in the inde-
pendent channel. 

“A lot of  dealers have orphan 
clients and they have a legal obli-
gation to ensure that those clients 
are well taken care of. The dealer 
can’t do it themselves, so they need 
to assign them to someone,” says 
Albanese. “These grads would 
be excellent candidates for those 
dealers. Here’s an opportunity for 
those dealers to get paraplanners.” 

He says one of  the surprising 

aspects of  the program has been 
the appeal it seems to hold for 
women between the ages of  45 
and 55 who have been out of  the 
workforce while raising their chil-
dren. 

This year alone there were four 
former housewives who graduat-
ed, a large percentage considering 
the small size of  the class. 

“They don’t want to go off 
and take a course that’s going to 
take them three or four years, but 
they’d like to get a career going in 
about a year,” he says. “We in the 
financial services industry have 
largely ignored that market, and I 
think it’s time that we really paid 
attention to that.”  AER
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Put the Strength of RBC Insurance to Work For You 

Intensive and extensive sales support, coast-to-coast.
At RBC Insurance®, we provide coast-to-coast support through our experts in life, 
living benefits and group employee benefit solutions. These professionally trained 
sales representatives are co-located in our regional centres of excellence across 
Canada, giving you local access to their marketing and product expertise. 

With their thorough understanding of each product line they can assist you with:
> Identifying cross-selling opportunities
> Training and development
> Joint field calls
> Sales concepts
> Product knowledge

We have the resources to help you close the sale, when you need them, where 
you need them.

Extensive product portfolio
As a leading provider of individual living benefits and life insurance products in 
Canada,1 RBC Insurance offers an extensive product portfolio that allows you to 
structure plans that suit the unique needs of all your clients, whether they require 
individual or group coverage. Our recently launched Long Term Care Conversion 
Option (available with the Critical Illness Recovery Plan™ policy) gives you a 
unique opportunity in the critical illness insurance marketplace. What’s more, our 
simplified solutions can give you an edge with plans that are leading the way in 
new individual disability insurance sales across Canada.  

In addition to our wide range of innovative products, we also offer unique  
concepts such as Guarantee Standard Issue®. Furthermore, we’re committed to 
expanding our Guarantee Standard Issue offering to include additional products 
to help you break into new markets and grow your business.

Competitive compensation 
We are committed to aligning our sales compensation across all product lines, and 
to provide you with a structure that fits your business. We’ve recently introduced a 
new compensation system that enables us to smoothly manage our growing and 
changing product lines. 

CompanyRBC Insurance

Build on our strength – put RBC Insurance to work for you.

Contact your RBC Insurance regional vice-president today at 1-866-235-4332, or visit 
www.rbcinsurance.com/salesresourcecentre

1The LIMRA Canadian Disability Income Insurance Survey 2007; and  
The LIMRA Canadian Individual Life Insurance Sales 2007.
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Company
At Sun Life Financial, we continuously tailor our technology 

solutions to meet the diverse needs of our distribution partners and 
their advisors. We recognize that not all of our distribution partners 
operate in the same way, so we’re building a suite of tools and 
offerings that will seamlessly integrate with each company.  

Here are a few Sun Life Financial initiatives:

   In co-operation with Canadian Insurance Transaction 
Standardization (CITS), we’re pleased to announce that pending  
feed technology is now available from Sun Life Financial.

  Along with many concept tools, we’ve always supplied 
sophisticated illustration tools to help advisors sell Sun Life 
Financial products. 

   We’ve delivered a simplified web solution for our term and critical 
illness insurance products. This includes a needs-analysis tool, 
illustration support, a partially pre-filled application form and  
marketing support. 

   We’ve improved our advisor site to make it more intuitive, so we 
can provide timely support. The secure in-box function has made 
our underwriting process even more efficient. 

At Sun Life Financial, we focus on finding real solutions for your 
clients. We offer an evolving portfolio of products and support you with 
innovative tools and technology.

We provide full access to leading tax and estate planning 
professionals, long-term care insurance specialists, and proactive 
underwriters who will work with you. We work hard to earn your 
business and increase your income potential. 

Your business. Your clients. Real solutions.

Sun Life Financial
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