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Lately, you can’t turn on the 
television, open a magazine 
or browse the Web without 
seeing an ad about retire-
ment planning. Why the 
current surge in interest in 
this topic? Because every day 
for the next 17 years 7,000 
baby boomers will reach re-
tirement age.

As this huge cohort group 
moves into retirement, con-
sumers, the media, research-
ers and professionals serving 
the market are acutely aware that the baby boom-
ers need retirement income planning help. Market 
conditions are difficult, government programs do 
not seem as secure and fewer people today have 
company-sponsored monthly pensions. What they 
do have, in many cases, are significant 401(k) bal-
ances that they can elect to roll out of the company 
plan. This means opportunity for financial services 
professionals, as large sums of money are being paid 
out of company-sponsored plans and rolled into 
IRAs. 

Clearly understanding the difference between 
managing assets during the accumulation phase of 
retirement planning and this new decumulation 
phase, when individuals begin taking withdraw-
als from their portfolio, is one area of concern for 
many retirees as well as for those who serve them. 
In the accumulation phase, the goal is to maximize 
return based on the client’s risk tolerance factors; 
with decumulation the goal is to meet retirement 
income needs. This is quite a challenge as risks such 
as market fluctuation, withdrawing too much, or 
living longer than expected can all undermine the 
best-laid plans. Sudden additional medical expenses 
and long-term care expenses also factor in to the 

myriad of additional risks and contingencies retirees 
are facing.

“Recognizing that there are many new skills re-
quired to serve this market,” said Dave Littell, JD, 
ChFC®, CFP®, Professor of Taxation, and Co-di-
rector of the New York Life Center for Retirement 
Income at The American College, “about a year ago 
the Center brought a group of industry representa-
tives to a Retirement Income Summit at The Col-
lege. 

“We started by accumulating what we thought 
were industry gaps in knowledge,” Littell explained. 
“One concern was simply that advisors come at this 
issue from a particular perspective and do not have 
a full range of options and solutions to present to 
their clients. As this type of planning requires differ-
ent solutions in different situations, a cookie-cutter, 
or one-product solution is not appropriate.” 

The summit also identified that advisors need-
ed help framing the retirement income issue with 
their clients, wanted a clearer planning process, and 
recognized that serving this market required some 
knowledge of heath insurance planning. Medical 
expenses, Medicare options and supplemental in-
surance are becoming a larger part of the retirement 
budget for many clients.
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Students comparing the RICP™ 
designation with the CASL® 
designation should note that the 
RICP™ designation focuses more 
specifically on issues surrounding 
retirement income.
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The outcome of the summit findings is The College’s new 
Retirement Income Certified Professional™ (RICP™) desig-
nation. “Our goal is to educate advisors in these areas, so that 
they are better equipped to serve their clients,” said Littell.

The program launches in April 2012 as the first of three 
new courses in this groundbreaking curriculum opens for en-
rollment. Over the next nine months, The College will roll 
out the remaining two courses for advisors. The new curric-
ulum focuses on building competencies that are required to 
help clients with practical issues. The first course, Retirement 
Income Process, Strategies and Solutions (HS 353), focuses 
on how to build a retirement income plan—what has to be 
considered, what steps are involved and some of the strategies 
and solutions to solve client problems. A retirement income 
plan also has to address how to manage the many new retire-
ment risks faced in retirement, the tax and legal issues that can 
undermine a plan and the common approaches being used to 
generate income from assets.

The first course sets up the planning process, and the sec-
ond and third courses dig deeper into the various parts of the 
plan. Sources of Retirement Income (HS 354) reviews the 
Social Security claiming issue, distribution options from re-
tirement plans, annuity products used in retirement income 
planning and building a retirement portfolio. Managing the 
Retirement Income Plan (HS 355) addresses important re-
tirement decisions, including choosing appropriate Medicare 
and other health insurance options, addressing long-term-care 
needs and housing decisions. It also addresses retirement port-
folio management and issues that arise as clients age. 

RICP™ is an advanced designation appropriate for indi-
viduals working in the retirement income field and for those 

with a general background in financial services who may have 
already pursued the CLU®, ChFC® or CFP®. It is also ap-
propriate for the experienced professional who hasn’t pursued 
other designations and is concentrating primarily in this area 
of practice.

The designation is using a different educational approach 
than our other designations. Instead of building each course 
around a textbook, the courses are built around an online 
classroom experience. Students will watch video interviews 
and lectures, including contributions from the top experts in 
the field, answer practice questions and study from a detailed 
outline. Students still will be able to move through the pro-
gram at their own pace, and they will demonstrate that they 
have learned the material by taking a 100-question exam at a 
local testing center. Students also will have the opportunity 
to enroll in the entire program as a package with significant 
introductory scholarship savings.. 

Students comparing the RICP™ designation with the 
CASL® designation should note that the RICP™ designation 
focuses more specifically on issues surrounding retirement in-
come. CASL® considers of the financial issues facing seniors, 
including estate planning, investment planning, in-depth 
health care planning, as well as the financial issues facing the 
retiree. CASL® also includes a course on gerontology so that 
advisors will better understand their aging clients. There is 
some overlap in content between the two programs, but each 
has its own approach. A current CASL® would clearly benefit 
from the RICP™ designation, and a RICP™ may also want 
to go on for the broader CASL® designation.

For more information on the RICP™ designation, visit 
TheAmericanCollege.edu/RICP.
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Ernest J. Clark, A significant and Visionary American College President

Discussing the progress of The College in 1933, he said to the 
board: “The progress made by The American College during 
the past year has been not only highly satisfactory but extraor-
dinary.” This despite the adverse conditions during the De-
pression. Clark reported, “[we have] balanced our budget and 
have no outstanding obligations.” 

Clark also helped to establish The College’s first Alumni 
Association, and was a College contributor. In 1934, Clark 
with the goals and objectives he had set for his presidency 
achieved, declined another term and became chairman of the 
Board of Directors. His new task was working to finance the 

College, and he held this position until 1938 when he retired. 
In September of that year, he was named a Life Trustee and 
continued to attend board meetings until his death at age 86 
in 1958.

Clark was married and had three children. One of his sons 
(Ernest Jr.) joined his father in the business and later received 
his CLU® designation from The American College.

We honor and celebrate the life and accomplishments of 
Ernest J. Clark. We remember his many years of faithful and 
unselfish service in helping advance life underwriting and in-
surance as a truly noble and honorable profession.


