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January 2024 Winter - Edition #54
 

HAPPY NEW YEAR!
 
Here we are 2024 and I’m wishing each of you a wonderful, adventurous, healthy, and happy New Year!
 
I encourage you to dream BIG, focus on what MATTERS, be KIND to yourself, and check at least one thing off your BUCKET list!
 

QUARTER 1 – MEANINGFUL CLIENT TOUCH POINTS
 

 The
first quarter of the New Year is always very busy and full of a flurry of client-facing activity!  And
remember, this is a contact sport – this is how you best       serve your clients -- by educating and
preparing them.  This is the first step to establishing a proactive approach during a busy time of year, making it more       manageable and enjoyable for everyone!
 
 This quarter, you can help your clients focus on:
RSP Contributions, TFSA Contributions and Tax Time. 
There is no shortage of topics, opportunities, and   touchpoints.
 
 You may want to consider using this time to connect with clients as follows:
 
RSP Contributions & RSP Beneficiary Review –
See the RRSP Service Call Script Attached
TFSA Contributions & TFSA Beneficiary Review
Tax Slip Timelines & Gain/Loss Reporting – This can be as simple as an email OR you can send them a physical
Tax Package to collect slips all year (see Tax Package attached)

 
You may want to focus one topic per month over the first quarter, so it isn’t scattered and too much all at once.
 
Here are a few items you can share proactively with your clients this quarter:

RRSP vs. TFSA (2024) –
See attached
TFSA Quick Facts (2024) –
See attached
Tax Infographic for BC & Alberta – Ann shared this with the MFIS using FreshPlan

If you have any questions about these two 2024 resources provided above, please feel free to reach out to Ann.
 

PSA 1 CERTIFICATION
 
 I want to send out a big
CONGRATULATIONS to
Lysa Van Herk from Christian Credit Union (CCU) who earned her
PSA 1 Certification in December!
 
 Lysa joins a growing number of Advisors, Assistants and MFIS who are PSA 1 Foundations Certified within the CUSO Partners.
 
 Way to go Lysa!  Stay tuned for 2024 PSA Certifications.

 
PSA 1 FOUNDATIONS CONTINUES
 
PSA 1 Foundations Training Participants have completed
Pillar 1: Client Analysis and
Pillar 2: Client Experience. 
 
We also enjoyed the one-on-one sessions
we had with participants in
December to get a sense of how things were coming together for them as it relates to PSA and their individual
circumstances.
 
COMING UP NEXT IN THE PSA CURRICULUM
 
Next the PSA Trainees will spend the next few months completing Pillar 3: Client Onboarding and
Pillar 4: Client Rebranding.
 
As mentioned previously, in
January the group will be split into
two training groups as follows to accommodate the variation in training aspects for each:
 

Advisors and Assistants
MFIS

 
You can expect to receive updated
Zoom Invites for these
2024 PSA 1 Training Sessions.
 
If you have any questions about what to expect in the New Year, feel free to reach out to me!
 

ACE REPORTS
 
I thoroughly enjoyed the ACE Discussions which took place in December – here is a quick look at where we are at in the ACE Process timeline:
 

 
BOOMER BANTER –STAYING CLIENT FOCUSED IN Q1
 

 Winter
is the season of longer nights, shorter days, and less than desirable weather.  Here are a few easy-to-implement ideas to accommodate this time of   year for older clients:
 
If you have Boomers who prefer to drive during the day,
offer them morning appointments versus later in the afternoon when it starts getting dark early.
If you have Boomers who don’t wish to drive in winter weather,
offer them a virtual meeting versus deferring or cancelling it altogether.
If you have Boomers who have mobility issues,
offer them the convenience of a virtual meeting or if they are a high value client and it’s appropriate, meet at their home.
If you have Boomers who fly south for the winter,
offer them in-person review meetings before they leave or when they return.
 
 Keep in mind if you are doing events during the first quarter of the year, these same principles apply.  Choose event days and times which encourage,
not discourage participation.
 
Having a little extra sensitivity to and being mindful of your Boomer’s preference this time of year plays an important role in delivering an exceptional client experience.

 
JANUARY TRIVIA!
By Jay Corrado
 
When the equity markets rebound in late December into early January what is this often referred to in the industry?
 
The first person to get the correct answer to
Jennifer Broad will receive the coveted title of
CUSO January Trivia Winner and
maybe receive a little something-something!
 

QUESTIONS
FROM THE FIELD -  “Do you have any recommendations to proactively manage the
RRIF Process so it isn’t so stressful in Q4?”
 

 Yes!  Advisory
Teams can proactively manage the RRIF Process by ensuring clients who need to RRIF by year-end are
helped at Review Meetings throughout the   year. 
 
 This avoids the
last quarter crunch of having to open up RRIF accounts, transition RRSP assets, establish RRIF Payment
Amounts, and set up payment i       instructions.  It’s a lot of work!
 
 Tackle this one client at a time so that by the time you hit September, you are in clean up mode!
 
 In addition, make sure you
run reports to double check all RRIF Payment amounts for the New Year have been set up correctly - monthly,
quarterly, or   annually.  RRIF Payments are Retirement Pay Cheques and they have to be ON TIME and
in the PROPER AMOUNT.  None of us wants to have a paycheck that is several days late and/or receive one that is much lower than
expected – this causes unnecessary stress for our clients and most certainly erodes trust.  They have worked their entire life to
start claiming this Retirement Pay Cheque and we have to get it right!
 

I encourage you to set recurring triggers in Maximizer by running the RRIF List for the year and adding a note to the prompt to set up the Review Meeting, so you are out in front of
it.  Set another trigger in September for RRIF client up and then another to double check everything is set up correctly for the next year.
 

 

 
 By Jennifer Broad
 

 

Tax Package Tracking
 

Welcome to the New Year! It is usually a busy time of year for RRSP/TFSA deposit and Taxes.
 
In January, we recommend you send your A clients a one time
“Tax Package.”
 (A plastic folder/envelope from staples, labelled with their name, with some Tax Information sheets tucked inside of them.)  This will help keep your top clients organized
come tax season. And they will be very grateful for this little touch.
 
To track this, fill in the
“Tax Package” field in the clients Household in Maximizer!
 
Every year going forward.
Send a Tax Package to your newest A Clients.
 
 

FINANCIAL PLANNING TIPS
By Sheldon Craig
 
What better way to start the New Year than to provide a refresher on the
TREASURE TROVE of Financial Planning Tips Sheldon has carefully crafted to help you enhance your client
experience.
 

   

The pride of home ownership is also long term financial security.  Helping your clients can also
extend to helping their adult children achieve that dream.  Some older generations are choosing to partially gift cash (over a period of time) while they are living and while the next generation needs it the most with starting new careers, raising young families
and saving for their first home.  In this issue, we look at various
government programs and tax credits to access when saving for the first home.  

This is a reminder that the various NaviPlan Tips created by Sheldon are available on the CUSO Magical Portal in the section called NaviPlan Tips – and there are also video resources!
 
You will see by the comprehensive list below there are many resources available spanning a variety of topics.
 
This edition we are including
Tax Tips for First Home Savings since it's a fairly new program!
 
 
If you have specific questions about these tips, please feel free to contact Sheldon.
 

JANUARY
 
A reminder that we are delighted to be sharing the
Coach’s Corner with you quarterly
starting in 2024 – so be sure to get the most out of every edition
.
 

mailto:awong@cuwealth.ca



 
Ann Wong, FMA, RIS, CPCA, CFP, CLU,
FCSI
This is a general guide only and is not intended to replace professional financial and tax advice in any form. Please consult a professional
financial advisor on how it relates to your situation. The information provided here is accurate as of the date of publication, November 30,
2023. Infographic designed by Ativa Interactive © Copyright 2024. All Rights Reserved.
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RRSP Service Call Script for AssistantsJanuary & February 



Use the following telephone script as a guide to assist you with making RRSP Service Calls.



You will need to check the Client’s Information regarding their RRSP Account from an administrative perspective (RSP contributions made[footnoteRef:1]) and investment perspective (do they have any PAC-SIP set up). [1:  If they have taken advantage of the RSP Home Buyers Plan, you should ensure their annual payback has been received.] 




You will also need to be aware of tax slip mail out dates and deadlines – so have this readily available.





· May I speak with [Client] please?

· Thank you [Client], this is [your name] calling from [Credit Union/Organization].

· This is an RRSP Service Check-In Call to make sure you are fully prepared this RRSP Season.

· Do you have two or three minutes right now to talk about your RRSP?

· If YES, proceed.

· If NO, ask if there is a better time to call back and set a reminder to call the client back at that time.

· First, we’d like you to know RRSP Tax Receipts for contributions made in [Last Year] have been mailed out so if you don’t have it already, you should be receiving it shortly.  

· Contributions made during the first 60 days of [this Year] will be mailed shortly after the time of the RSP Contribution.

· I’m not sure if you are aware, but on your RSP Account Statement from us, all RRSP contributions made during the year can be found [insert location here] – Optional, only if applicable.

· Your Available RRSP Contribution Room can be found on your [Last Year] Notice of Assessment.

· The deadline for RSP Contributions this year is [day, month, year].

· IF THEY HAVE A PAC-SIP SET UP:  I see you have a monthly contribution plan set up in the amount of $[amount] – Would you like this amount to remain the same for this next year?

· If YES, great.

· If NO, gather more details and initiate forms/follow up to remedy this for the client.

· Next, I’d like to confirm the Beneficiary Information on the RRSP to ensure it is accurate and up-to-date.  

· Review this information, if correct make a note you reviewed it with them.

· Review this information, if incorrect initiate process/forms to remedy this for the client immediately – explain the process and trigger your own follow up on Maximizer.

· It’s helpful to us if we know to expect RSP Contributions during the first sixty days of the year so we can watch carefully for them and confirm back to you immediately once it’s received – that way you don’t have to worry about the missing deadline.  Do you plan on making any additional RSP Contributions before March 1?

· If YES, great I’ll make a note to watch for it and notify you as soon as it arrives (log this on Maximizer so you don’t forget).

· If NO, Okay – thank you for letting us know.

· Finally, I’m going to send you a brief follow up email which contains a list of all the dates and deadlines for most of the tax slips related to your Investments here with us – just so you have that as a reference if you need it.  

· This email will also include a link to our website with some additional information about RRSPs (optional).

· Do you have any questions for me right now?

· If YES, answer the question and if required, take message for the Advisor (if it is investment related).

· If NO, Okay – great.

· As always, if you have any questions feel free to contact us anytime.  

· Thank you for your time today [New] – have a great morning/afternoon. 

· Goodbye.
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Tax Packages for Your High Value Clients

A simple, but welcome value-add.



Years ago, my own personal Financial Advisor sent me a very simple letter along with a plastic business size folder to store all of my incoming tax slips and information.  WOW - here I am five years later STILL using this durable, plastic envelope!  Yes, as the various tax slips and related information come to me throughout the year, I simply put them in this envelope and forget about them until now - Tax Time.  Exhale.  



This simple item is a major stress-reducer for me because before I’d often forget where I put the various slips and information, which led me to having to request duplicates.  This is not only time-consuming but also frustrating for all involved.  

 

If this idea is something you believe would add value to your clients - let’s get it done for the very next tax season!  Refer to the sample letter on page 2 which is all that is required along with the Tax Envelope.  However, if you are able to include additional information related to tax-slip deadlines (which many firms have assembled and ready to go) we encourage you to do so.  



Tax Envelopes

You may have access to some awesome, already-branded plastic envelopes at your firm, and if not here are some options from Staples that I found which may be of interest to you (simply copy & paste these into your browser[footnoteRef:1]): [1:  Note:  Individual products and availability will vary – you may wish to simply do a search at www.staples.ca for ‘plastic envelopes’ to get a view of the latest and greatest they have to offer.] 


 

· https://www.staples.ca/en/jam-paper-plastic-envelopes-with-velcro-brand-closure-letter-booklet-9-3-4-x-13-assorted-colours-6-pack-218v0assrt/product_2477999_1-CA_1_20001

· https://www.staples.ca/en/JAM-Paper-Plastic-Envelopes-with-Zip-Closure-Letter-Booklet-9-5-x-12-5-Blue-Poly-12-Pack-218Z1bu/product_262848_1-CA_1_20001 (they have these individual colors)

· https://www.staples.ca/en/Staples-Top-Loading-Poly-Envelopes/product_638070_1-CA_1_20001

· https://www.staples.ca/en/Staples-Poly-Zip-Envelope-Letter-Size-Assorted-Colours/product_600242_1-CA_1_20001

· https://www.staples.ca/en/Staples-Translucent-Expanding-Poly-Folder-Letter-Size/product_41487_1-CA_1_20001?akamai-feo=off

 

You want to make sure you choose one that is at least 8.5 by 11” in size.  I also strongly encourage you add a quality label with the logo and the client’s name - remember Tax Package is NOT intended for all of your clients, just your VIPs.



Extra Value-Add

Some teams go above and beyond for their highest, high value clients and include Gain/Loss Report and other tax-related information they know will be requested by the client and/or their accountant - but don’t let this stop you - it is not required.  




Tax Package Cover Letter

Along with this Cover Letter include an over-sized plastic pouch, which includes a label affixed to it with the client’s name and your logo.  Optional:  You may also wish to include a schedule of tax-slip deadlines and/or Gain-Loss Reporting.

												



August 4, 2021



Name

Address

Address



Dear [Client],



Yes, it’s official – it’s tax time again.



It’s Always About Simplification – For You



As you know, we are here to help you simplify, organize and coordinate all aspects of your Wealth Management – which most certainly includes Tax Planning.  As such, we are sending along a reusable Tax Pocket which you can use throughout the year to store the various tax slips and related tax information you receive so it is readily accessible when you need it - at tax time.  



Don’t let the simplicity of this fool you – most of us have at some point lost tax slips and information and had to go through the frustration of requesting and waiting for duplicates.  Those days are over.



It’s Also About Timing



We’ve also included an outline of deadlines related to the various tax slips you may receive this time of year, which we hope you find helpful. 



Here to Serve You 



We hope this Tax Package makes your life a little easier during tax season.  



As always, feel free to contact us if you have any questions and we will be more than happy to assist.



Sincerely, 





Advisor’s Name

Advisor’s Title

Client Service Model		INTERNAL USE ONLY
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Planning Tips - First Time Home Buyers 
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Embarking on the journey of purchasing a first home marks an exhilarating milestone for many Canadians. Amidst these exciting times, we can help guide and support our members in navigating the array of options available. By introducing novel pathways like the recently launched First Home Savings Account (FHSA) aiding down payments, to acquainting clients with well-established initiatives like the Home Buyers' Plan (HBP) and leveraging the First-Time Home Buyers’ Tax Credit (HBTC) for covering closing costs, we aim to provide a comprehensive understanding of available options.













First Home Savings Account (FHSA)



A new approach to amassing a down payment for a first home has arrived!!!    Housing costs represent a significant financial commitment for most families. Transitioning from renting to owning often involves balancing immediate housing needs while saving for a down payment. The 2022 Federal Budget proposed a tax-free First Home Savings Account (FHSA), operational from April 1, 2023, and now effective November 27, 2023, with Aviso offering:

· Tax-deductible contributions

· Tax-free growth of investments

· Tax-free withdrawals for a first home purchase

Eligibility for the FHSA extends to Canadian residents aged 18 to 71 who have not owned a home in the current year or the preceding four years, including homes owned by spouses or common-law partners, akin to the RRSP Home Buyers’ Plan (HBP).

Contributions to the FHSA mirror those of a Registered Retirement Savings Plan (RRSP) and hold a lifetime limit of $40,000, contingent upon an annual FHSA participation room of $8,000. Contributions and transfers from existing RRSPs count towards both annual and lifetime limits. Unused room can be carried forward to a subsequent year by up to $8,000.

While akin to RRSPs, the FHSA differs in deduction timing; contributions are deductible in the year they are made. Once there is a qualifying withdrawal for a home purchase, subsequent contributions are not deductible.

Like other registered accounts, investment income within the FHSA remains tax-sheltered. Withdrawals for a first home are tax-free, allowing spouses to utilize their own FHSAs for the same home. Closure deadlines for FHSAs apply based on various criteria, with remaining amounts treated as income at the end of the stipulated period.  

Consider the FHSA as a versatile financial tool—initially akin to a RRSP, offering tax deductions on contributions, and later transforming into a TFSA-like account. Here, funds grow tax-free, and withdrawals become tax-exempt when used for a first home purchase.

Home Buyers’ Plan (HBP)



The Home Buyers' Plan (HBP) assists eligible Canadian homebuyers by allowing them to withdraw up to $35,000 from their RRSP for a home purchase. Here are the key points:



Eligibility: You or your partner can access this plan if neither has owned a principal residence in the past four years, and you intend to make this home your primary residence within a year of purchase.



Withdrawal Limit: Each eligible buyer can withdraw up to $35,000 from their RRSP. If both partners qualify, together they can withdraw up to $70,000.



Repayment: The withdrawn amount needs to be repaid in equal installments over 15 years, beginning two years after withdrawal. Missed repayments can become taxable income for that year.



RRSP Requirement: The funds used from the RRSP must have been held for at least 90 days before withdrawal to qualify.



Application Process: Complete Form T1036 with your tax return. Your RRSP issuer will transfer the eligible amount directly to you, tax-free.



What is the difference between the First Home Savings Account and the Home Buyers Plan?



While both the FHSA and HBP cater to assisting homebuyers in achieving homeownership, several notable distinctions exist between them.

One significant difference lies in the repayment terms associated with the money withdrawn from your RRSP for the HBP.  Essentially, this withdrawal involves borrowing funds from your RRSP, a reservoir typically designated for retirement, necessitating repayments. However, you are granted a gradual repayment period of up to 15 years.

Conversely, regarding the FHSA, the contributions made enjoy tax deductibility, and withdrawals used toward a qualifying home are tax-free. In essence, this approach does not involve borrowing funds, eliminating any repayment obligation.

Individuals can use both HBP and FHSA withdrawals for the same home purchase. 





































First Time Home Buyers Tax Credit
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The First-Time Home Buyers' Tax Credit (HBTC) in Canada is a non-refundable tax credit that assists first-time homebuyers with some of the costs associated with purchasing a home. Here's how it works:

[bookmark: _idlnf8ymopur]Eligibility Criteria:

· First-Time Home Buyer: You or your spouse/common-law partner must not have owned a home in the current year or in any of the four preceding years.

· Home Purchase: The home must be purchased to live in as your principal residence.

[bookmark: _ab6600ar89pu]Tax Credit Amount:

· The HBTC is a non-refundable tax credit calculated at a rate of 15% of eligible amounts up to a maximum of $5,000.

· This credit can provide up to $750 in tax relief ($5,000 x 15%) for first-time home buyers.

[bookmark: _98fyz9owtgp]Eligible Costs:

· Costs eligible for this credit include legal fees, land transfer taxes, disbursements, and similar fees.

· However, it does not include the cost of furniture, appliances, or other items that are not integral to the property itself.

[bookmark: _l6wcf6s4myn1]Claiming the Credit:

· You can claim the HBTC when filing your income tax return for the year in which you acquired the home.

· Complete Schedule 1 and claim the amount on line 31270 of your tax return.

[bookmark: _i29pehyvo721]Carry Forward:

· If the total credit you're entitled to claim is more than your federal income tax owing, you won't receive a refund for the difference.

· However, any unused portion of the credit can be carried forward and claimed in the following tax year(s).

[bookmark: _4c9fh0n28rvu]Changes and Updates:

Like other tax-related programs, eligibility criteria and credit amounts can change over time due to government policy updates. It's advisable to consult the Canada Revenue Agency (CRA) or a tax professional for the most up-to-date information.

The HBTC aims to alleviate some of the financial burdens associated with purchasing a first home by providing a tax credit on eligible costs. Ensure you meet the eligibility criteria and keep records of all qualifying expenses when claiming this credit on your tax return.























Example





A couple, Joe and Marie, have combined savings of $80,000 in RRSPs—Joe with $50,000 and Marie with $30,000. They are planning to buy a $500,000 home in five years and have a goal to allocate $100,000 towards the down payment.   They will then secure a mortgage for $400,000.

In 2024, they each transfer $8,000 from their RRSPs to their First Home Savings Account (FHSA). Although these $8,000 transfers are not tax-deductible, the funds can now grow tax-free and be withdrawn without taxes when they buy their home.

From 2025 to 2028, both Joe and Marie contribute $8,000 annually to their FHSA. These contributions are fully tax-deductible.   By 2028 they will have contributed $40,000 each to their FHSA accounts.  

To cover the remaining $20,000 for the down payment, they plan to withdraw $10,000 each from their RRSP for the Home Buyers Plan. They have a 15-year period to repay this amount according to the program's terms.   



They expect their home purchase to incur $6,000 in legal fees and land transfer taxes. They qualify for the First-Time Home Buyers' Tax Credit (HBTC), which offers up to $5,000 of their legal and land transfer costs.  This credit will result in a $750 tax credit (calculated as $5,000 * 15%) when they file their Schedule 1 tax return in the year of their home purchase.





















Guiding members and their families through the process of purchasing their first home holds immense value. By providing financial insights, education on available options, and assistance in budgeting, advisors empower members to make informed decisions while minimizing stress. Advising on the long-term financial impact, such as implications on retirement planning, tax benefits, and equity growth, helps clients grasp the broader financial landscape. This support not only fosters trust and loyalty but also contributes to community stability and growth. Ultimately, assisting in this milestone not only fulfills professional satisfaction but also brings tangible, lasting benefits to clients and their families, establishing a foundation for their financial future and personal fulfillment.



Happy planning, and as always, feel free to reach out to me if you have any questions.   





Sheldon Craig, CFP®

Regional Manager

scraig@cuwealth.ca

CUSO Wealth Strategies Inc. 
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Best Regards,
 
Sherri Palle MBA, CPCA
Business Advisor, Consultant & Coach

Ann Wong, FMA, RIS, CPCA®, CFP®, CLU®, FCSI®
Vice President, Business Development
 
C 604.368.1083
E
awong@cuwealth.ca
www.cuwealth.ca
 
CUSO Wealth Strategies Inc.
3021B Pandosy Street
Kelowna, BC V1Y 1W3
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