
As your baby boomer clients
inch ever closer to retire-
ment, here are seven things

both they, and you as an advisor,
should consider:

• The recent flexibility of accept-
able retirement ages has given
Canadians more to weigh when
planning their futures. How can you
be sure your client will have suffi-
cient assets to be able to choose
early retirement? Any successful
business relies on a plan for its suc-
cess; individuals need to consider a
retirement plan. 
• Most Canadians do not feel gov-
ernment benefits (CPP and OAS)
alone will be sufficient for retire-
ment. However, it is also true that
most Canadians have not taken a
structured approach to retirement
planning. The Individual Pension
Plan (IPP) has been implemented
by many business owners and pro-
fessionals as a means to contribute
up to 60 per cent more than RRSPs
allow into their retirement assets.
• Incorporated professional and
business owners are eligible to set
up an IPP or Retirement Compen-
sation Arrangement (RCA) and
take advantage of higher contribu-
tion amounts than are currently
available through RRSPs. In some
cases these limits can range from
hundreds to tens of thousands of
dollars above current RRSP limits.
• If your client owns his own busi-
ness and is relying on the sale of the
business to fund retirement then
creditor proofing those assets now
would provide peace of mind.
Retained earnings within a business
are vulnerable to the slings and
arrows of the business cycle and
RRSPs are not completely creditor
proofed. Both the IPP and (non-
leveraged) RCA are 100 per cent
creditor proofed and allow for con-
tributions to be made from the
company directly into your client’s
retirement plan of choice.
• If your client makes more than he
consumes in a calendar year then
he may wish to defer tax on a por-
tion of his income until he retires,
when his marginal tax rate may be
lower. The IPP allows your client to
make tax deductible contributions
from his pre-tax corporate dollars
to the IPP. These contributions will
not be taxed until your client retires
and withdraws an annual pension.
The RCA also allows your client to
make contributions from his corpo-
ration to his RCA until his retire-
ment from the company. 
• It is difficult for many Canadians
to translate their contributory plans
into annual income needed. The

IPP is unique from the RRSP in
that it provides an individual with
various annual income f igures
depending on that person’s retire-
ment age. This annual income is
based on assumptions specific to
the individual. Other factors used
to ensure a pension benef it
include annual contributions
made to the plan as well as market
performance. Every three years
the actuary will review the plan,
making sure it stays on track. 
• Has your client seen the market
drop dramatically in the past few
years and wondered if there is any
protection for his retirement sav-
ings? Unlike the RRSP there are

conservative investment guidelines
for pension plans. They must be
diversified – a safety first approach
to investing. Also, they must earn
an interest rate of 7.5 per cent.
Many Canadians have seen their
RRSP assets depreciate over the
past five years with no recourse or
additional contribution room to
make up for these losses. If for any
reason your client’s IPP portfolio
underperforms, he has the opportu-
nity to make up the losses with
additional tax deductible contribu-
tions, an option not found in the
RRSP.

Individual Pension Plans and

the other complementary f inan-
cial solutions mentioned in this
article require specialties in areas
such as accounting, actuary eval-
uation; investment management,
pension legislation, employment
law and employee benef it plan
construction. 

Many financial professionals
will need to seek educational and
consulting services to aid them in
the set-up, maintenance and wind-
up stages of these solutions. There-
fore, it is well worth the time and
money to hire an executive and
employee benefit consultant to
assist in the design, implementation
and maintenance of these solutions.

The article was co-written by
Trevor Parry, M.A. LL.B., who  is
executive vice-president of Gordon
B. Lang & Associates Inc. He is
also an author of The Essential
Individual Pension Plan Handbook.
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CCH Engagement is the industry’s most powerful working papers solution that 
automates financial statements, workpapers, and tax return preparation in a 
completely paperless environment. Now accounting practices can complete 
engagements more accurately and quickly while complying with today’s stringent 
business compliance regulations. Perform client engagements with unprecedented 
efficiency and integration, leveraging available templates for electronic audit and 
review programs, checklists, and correspondence from the CICA’s Professional 
Engagement Manual. Plus CCH Engagement is the only trial balance system built 
from the ground up to be compatible with MS Word® and Excel®, and is fully 
integrated with Taxprep®, CCH Practice, CCH Document and CCH Profit Driver.

CCH Accountants’ Suite. Award winning software solutions from CCH.

Visit us at www.cch.ca/accountantssuite to register for a complimentary webinar or 
personal consultation. Call us at 1 866 426 6216 or your CCH Account Manager today.
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