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Caution Regarding Forward-Looking Statements 
Bank of Montreal’s public communications often include written or oral forward-looking statements. Statements of this type are included in this document and may be 
included in other filings with Canadian securities regulators or the U.S. Securities and Exchange Commission, or in other communications. All such statements are 
made pursuant to the “safe harbor” provisions of, and are intended to be forward-looking statements under, the United States Private Securities Litigation Reform Act 
of 1995 and any applicable Canadian securities legislation. Forward-looking statements in this document may include, but are not limited to, statements with respect to 
our objectives and priorities for fiscal 2023 and beyond, our strategies or future actions, our targets and commitments (including with respect to net zero emissions), 
expectations for our financial condition, capital position or share price, the regulatory environment in which we operate, the results of, or outlook for, our operations or 
for the Canadian, U.S. and international economies, the closing of our proposed acquisition of Bank of the West, including plans for the combined operations of BMO 
and Bank of the West and the financial, operational and capital impacts of the transaction, customer growth and support, sustainable lending and underwriting targets, 
net zero financed emissions targets, reducing operational greenhouse-gas (GHG) emissions and inclusivity and diversity, and include statements made by our 
management. Forward-looking statements are typically identified by words such as “will”, “would”, “should”, “believe”, “expect”, “anticipate”, “project”, “intend”, 
“estimate”, “plan”, “goal”, “commit”, “ambition”, “aim to”, “target”, “may”, “might”, “schedule”, “forecast”, “outlook”, “timeline”, “suggest”, “seek” and “could” or 
negative or grammatical variations thereof. 
 
By their nature, forward-looking statements require us to make assumptions and are subject to inherent risks and uncertainties, both general and specific in nature. 
There is significant risk that predictions, forecasts, conclusions or projections will not prove to be accurate, that our assumptions may not be correct, and that actual 
results may differ materially from such predictions, forecasts, conclusions, projections, targets, commitments, ambitions, plans or goals. We caution readers of this 
document not to place undue reliance on our forward-looking statements, as a number of factors – many of which are beyond our control and the effects of which can 
be difficult to predict – could cause actual future results, conditions, actions or events to differ materially from the targets, expectations, estimates or intentions 
expressed in the forward-looking statements. 
 
The future outcomes that relate to forward-looking statements may be influenced by many factors, including, but not limited to: general economic and market 
conditions in the countries in which we operate, including labour challenges; the severity, duration and spread of the COVID-19 pandemic, and possibly other 
outbreaks of disease or illness, and their impact on local, national or international economies, as well as their heightening of certain risks that may affect our future 
results; information, privacy and cybersecurity, including the threat of data breaches, hacking, identity theft and corporate espionage, as well as the possibility of denial 
of service resulting from efforts targeted at causing system failure and service disruption; benchmark interest rate reforms; technological changes and technology 
resiliency; political conditions, including changes relating to, or affecting, economic or trade matters; climate change and other environmental and social risk; the 
Canadian housing market and consumer leverage; inflationary pressures; global supply-chain disruptions; changes in monetary, fiscal, or economic policy; changes in 
laws, including tax legislation and interpretation, or in supervisory expectations or requirements, including capital, interest rate and liquidity requirements and 
guidance, and the effect of such changes on funding costs; weak, volatile or illiquid capital or credit markets; the level of competition in the geographic and business 
areas in which we operate; exposure to, and the resolution of, significant litigation or regulatory matters, our ability to successfully appeal adverse outcomes of such 
matters and the timing, determination and recovery of amounts related to such matters; the accuracy and completeness of the information we obtain with respect to our 
customers and counterparties; failure of third parties to comply with their obligations to us; our ability to execute our strategic plans, complete proposed acquisitions or 
dispositions and integrate acquisitions, including obtaining regulatory approvals; critical accounting estimates and judgments, and the effects of changes to accounting 
standards, rules and interpretations on these estimates; operational and infrastructure risks, including with respect to reliance on third parties; the possibility that our 
proposed acquisitions, including our acquisition of Bank of the West, do not close when expected, or at all, because required regulatory approvals and other conditions 
to closing are not received or satisfied on a timely basis, or at all, or are received subject to adverse conditions or requirements; the anticipated benefits from proposed 
acquisitions, including Bank of the West, such as potential synergies and operational efficiencies, are not realized; our ability to manage exposure to capital arising 
from changes in fair value of assets and liabilities between signing and closing; our ability to perform effective fair value management actions and unforeseen 
consequences arising from such actions; changes to our credit ratings; global capital markets activities; the possible effects on our business of war or terrorist activities; 
natural disasters and disruptions to public infrastructure, such as transportation, communications, power or water supply; in respect of sustainability matters, 
availability of comprehensive and high-quality GHG data, the evolution of our lending portfolios over time, the need for active and continued participation of 
stakeholders (including enterprises, financial institutions and governmental and non-governmental organizations), the development and deployment of new 
technologies and industry-specific solutions, international cooperation, the development of regulations internationally, our ability to successfully implement various 
initiatives under expected time frames, the compliance of various third parties with our policies and procedures and legal requirements and those other factors set out 
on page 17 of BMO’s 2022 Annual Report; and our ability to anticipate and effectively manage risks arising from all of the foregoing factors. In addition, our climate 
risk analysis and net zero strategy remain under development, and the data underlying our analysis and strategy remain subject to evolution over time, and, as a result, 
we expect that certain disclosures made in this document are likely to be amended, updated or restated in the future as the quality and completeness of our data and 
methodologies continue to improve. 
 
We caution that the foregoing list is not exhaustive of all possible factors. Other factors and risks could adversely affect our results. For more information, please refer 
to the discussion in the Risks That May Affect Future Results section, and the sections related to credit and counterparty, market, insurance, liquidity and funding, 
operational non-financial, legal and regulatory, strategic, environmental and social, and reputation risk, in the Enterprise-Wide Risk Management section of BMO’s 
2022 Annual Report, as updated by quarterly reports, all of which outline certain key factors and risks that may affect our future results. Investors and others should 
carefully consider these factors and risks, as well as other uncertainties and potential events, and the inherent uncertainty of forward-looking statements. We do not 
undertake to update any forward-looking statements, whether written or oral, that may be made from time to time by the organization or on its behalf, except as 
required by law. The forward-looking information contained in this document is presented for the purpose of assisting shareholders and analysts in understanding our 
financial position as at and for the periods ended on the dates presented, as well as our strategic priorities and objectives, and may not be appropriate for other 
purposes. 
 
Material economic assumptions underlying the forward-looking statements contained in this document include those set out in the Economic Developments and 
Outlook section of BMO’s 2022 Annual Report, as updated by quarterly reports, as well as in the Allowance for Credit Losses section of BMO’s 2022 Annual Report, 
as updated by quarterly reports. Assumptions about the performance of the Canadian and U.S. economies, as well as overall market conditions and their combined 
effect on our business, are material factors we consider when determining our strategic priorities, objectives and expectations for our business. Assumptions about 
Bank of the West’s balance sheet, product mix and margins, and interest rate sensitivity were material factors we considered in estimating the fair value and goodwill 
and intangibles amounts at closing, and assumptions about our integration plan, the efficiency and duration of integration and the alignment of organizational 
responsibilities were material factors we considered in estimating pre-tax cost synergies. In determining our expectations for economic growth, we primarily consider 
historical economic data, past relationships between economic and financial variables, changes in government policies, and the risks to the domestic and global 
economy. 
     
Non-GAAP Measures and Other Financial Measures 
Results and measures in this document are presented on a GAAP basis. Unless otherwise indicated, all amounts are in Canadian dollars and have been derived from 
our audited annual consolidated financial statements prepared in accordance with International Financial Reporting Standards (IFRS). References to GAAP mean 
IFRS. We use a number of financial measures to assess our performance, as well as the performance of our operating segments, including amounts, measures and 
ratios that are presented on a non-GAAP basis. We believe that these non-GAAP amounts, measures and ratios, read together with our GAAP results, provide readers 
with a better understanding of how management assesses results. 
 
Management considers both reported and adjusted results and measures to be useful in assessing underlying ongoing business performance. Adjusted results and 
measures remove certain specified items from revenue, non-interest expense and income taxes. Adjusted results and measures presented in this document are non-
GAAP. Presenting results on both a reported basis and an adjusted basis permits readers to assess the impact of certain items on results for the periods presented, and 
to better assess results excluding those items that may not be reflective of ongoing business performance. As such, the presentation may facilitate readers’ analysis of 
trends. Except as otherwise noted, management’s discussion of changes in reported results in this document applies equally to changes in the corresponding adjusted 
results. 
 
Non-GAAP amounts, measures and ratios do not have standardized meanings under GAAP. They are unlikely to be comparable to similar measures presented by other 
companies and should not be viewed in isolation from, or as a substitute for, GAAP result.   
 
Examples of non-GAAP amounts, measures or ratios include: efficiency and leverage ratios calculated using revenue presented net of CCPB; revenue and other 
measures presented on a taxable equivalent basis (teb); pre-provision pre-tax income; amounts presented net of applicable taxes; adjusted net income, revenues, non-
interest expenses, earnings per share, effective tax rate, ROE, efficiency ratio, and other adjusted measures which exclude the impact of certain items such as 
acquisition and integration costs, amortization of acquisition-related intangible assets, impact of divestitures, restructuring costs and management of fair value changes 
on the purchase of Bank of the West. Bank of Montreal provides supplemental information on combined operating segments to facilitate comparisons to peers.  
 
Certain information contained in BMO’s Management's Discussion and Analysis dated August 29, 2023 for the fiscal quarter ended July 31, 2023 ("Third Quarter 
2023 MD&A") is incorporated by reference into this document. Quantitative reconciliations of non-GAAP and other financial measures to the most directly 
comparable financial measures in BMO’s financial statements for the period ended July 31, 2023, an explanation of how non-GAAP and other financial measures 
provide useful information to investors and any additional purposes for which management uses such measures, can be found in the Non-GAAP and Other Financial 
Measures section of the Third Quarter 2023 MD&A. Further information regarding the composition of our non-GAAP and other financial measures is provided in the 
“Glossary of Financial Terms” section of the Third Quarter 2023 MD&A. The Third Quarter 2023 MD&A is available on SEDAR+ at http://www.sedarplus.ca and on 
our website at www.bmo.com/investorrelations. 

http://www.sedarplus.ca/
http://www.bmo.com/investorrelations
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PRESENTATION 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

Good to see you, Darryl. 

Darryl White – Bank of Montreal – CEO  

Thank you. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

Thanks for being here. 

Darryl White – Bank of Montreal – CEO  

Thanks for having us. 

 Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

You had a big Labour Day for the company in terms of the full systems conversion of Bank of the West. And I thought start off by just asking how it went. We didn't 
hear of any problems. I don't think there are any, but wanted to get your perspective on this past weekend, which was definitely a very busy one. 

Darryl White – Bank of Montreal – CEO  

Yes. Look, it's a good day. It's a good day for BMO because -- Meny is quite right -this was what we call CD1 conversion day weekend. And over the course of three 
days, 83 hours to be specific, three days, four nights. We had a team of 3,000 people, Meny, in various locations, who go through the exercise after three mock trials, 
one full dress rehearsal, to bring together all of the assets of the company, effectively delivering for the customer under one roof come open of business Tuesday 
morning. And the punchline is, it's all working. And that's not a foregone conclusion because these are very difficult maneuvers. We had involved 330 system 
conversions. We began planning for this 625 days ago when we announced the acquisition, 3,000 people going through it. We moved across 2 million customers, 
almost 3 million accounts. And what you want to have happen at the back end of that is that whether you are in San Diego or you're in Colorado or in Chicago or in 
Toronto or you're in Halifax, your experience at the BMO channels, portal, looks and feels the same. The log-ins are all working, the wires are transferring. The water 
is flowing through the pipes. We also converted the signage on all 500 branches over the same period of time. 

All of this is an extraordinary feat of logistics and planning and execution by the team. It sounds like I'm giving a shout out to our team for doing a great job. I am, 
because it's very impressive, and this is the function of the alignment and the preparation and the execution, which is, frankly, exceptional. We also had a little bit of 
good luck on the way through that weekend in our market in Los Angeles, at BMO Stadium in Los Angeles, Messi showed up. You have got to have some fun in these 
conversations too, and we ended up having an unbelievable amount of exposure there along the way as we got through our conversion weekend. Look, I'm not declaring 
victory because we're 24 hours into the customer experience that began yesterday morning. We had a soft launch on Monday night, and then it was very good yesterday 
morning and through the course of the last 24 hours, it's been very good. And you said you haven't heard anything. That's actually the test because when you hear 
things, they are usually concerns or problems and when things go well, you don't hear anything. It's a very good day. I'm very excited about how well the teams have 
performed through this. It's a major, major milestone in converting these acquisitions. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

We talked about Taylor Swift before with Dave and with you, Messi. 

Darryl White – Bank of Montreal – CEO 

Maybe we should put them together. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

Lots of celebrities. Conversion weekend is behind us now. And the business moves ahead. So the real question maybe to start with is what does this allow you to do 
now? If you could just kind of refresh the strategy here for BMO in the U.S. And maybe if you could touch on the connectivity between the P&C Bank and also the 
wealth and capital markets businesses in the U.S.? And where you're driving to? 
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Darryl White – Bank of Montreal – CEO 

Let’s take it step by step. The very next thing that happens now that the conversion is in the rear-view mirror is you're going to see a very substantial reintroduction of 
the BMO brand, there's a brand launch that is very substantial that's going into market as we speak. Really interestingly, the work that we've been talking to you guys 
about in terms of the synergies that we've seen on the revenue side and the unleashing of their franchise, that has all been occurring, including, by the way, a 20% lift 
in the branch productivity before the brand launch. The brand launch starts now, and that's going to be very significant. You’re going to see us in the market in 
California, fifth largest economy in the world. We're going to climb right up to one of the top shares of voice in the entire state. And we're going to do a little bit of 
this in Colorado as well where we have a new footprint. 

What does that actually drive in terms of the customer impact and the connectivity as you're getting at, Meny, between the other businesses? It gets pretty interesting 
because you've got a group of customers who are waking up to  -- I'll go on the retail side, and then I'll talk about some of the other businesses. You've got no fee 
access to 42,000 ATMs. You've got new digital capabilities. You've got new sales leads and overlays and analytics that can help the retail franchise perform at levels 
that we've seen in other geographies. That's already well in play. Our commercial franchise, which is our biggest business in the U.S. and taken together with our 
Canadian business is top 4, top 5 on the continent. There we've grown the commercial franchise and scaled a leadership position even further. And where that gets 
really interesting, to your connectivity point between the businesses, is we've already seen, for example, between commercial and Capital Markets in the United States, 
I'm just ring-fencing the United States for purposes of these comments. We've already seen hundreds of new accounts, not a few, hundreds of new accounts who are 
signing on to the capabilities that we've got, whether it's through treasury management, whether it's through global markets transactions, hedges, foreign exchange. 
And we're -- early days, but we've also got a bunch of what would be traditionally seen as investment banking transactions from that franchise. They're already occurred. 
They're in the books, they're behind. That's before we get rolling on this brand launch that I talked about earlier. 

And then, I guess, I haven't talked about Wealth. Wealth is particularly interesting because we're now in a position where for the mass affluent in the P&BB franchise 
at Bank of the West, I talked about that earlier. But for Wealth where they need premier banking services, that wasn't actually available to them before. Now we're 
putting that in place and the commercial / wealth tie-in on the connectivity part of your question can get really interesting because we just look at the data, and we 
know then in our U.S. commercial bank -- which remember, is equally sized to our Canadian commercial bank, we have about a 30% penetration of the wealth product 
into the U.S. commercial bank. So 30% of the time, we figured out a way to consume the wealth product. That number should go up, but it's pretty good. At the Bank 
of the West, it's 10%. What I ask my teams is why would it be the case that -- you got to get people enough lead time and you got to get there. But why would it not 
be the case that we can get at least to 30% on that product as well. I put it all together and we run an integrated business, right? We've made choices on our model. We 
don't leave it alone. We integrate it into the way we do our BMO integrated sales model, management model, including the inter-connectivity between the businesses 
in the U.S., including the cross-border connectivity in Canada, the U.S. Again, early days, but I'm feeling really, really optimistic. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

And you've just outlined some significant opportunities, but I just wanted to highlight that. I think it's correct to assume that when you've provided pretty explicit 
guidance in terms of revenue synergies. Obviously, expense synergies as well. A lot of this stuff is built into that guidance that you've provided at least in terms of the 
opportunities? 

Darryl White – Bank of Montreal – CEO 

What I have told you just now in the last few minutes is not new. What's new though is we're real live experiencing what we thought was going to happen. It's occurring 
on the ground before our eyes. We're validating everything that we thought was going to happen. The metrics that we put out with respect to the expectations on costs 
and revenues, we did say in our call last week, we're going to update everybody, and we're going to bring it all home and put it in one clean package for you at the end 
of the next quarter. But the preview is, I think you heard our CFO pretty clearly lay the groundwork for the confidence level we have on the cost side of the synergies 
is very high. So maybe there's a little more gas in that tank and we'll update you guys at the end of the quarter. That number, as a reminder, is USD 670 million. Really 
high confidence. We know exactly where it is. We know exactly when to execute it and on what time frame and it gets completed by the last day of the first quarter of 
fiscal '24, great. 

On the revenue side, the composition overall maybe it changes a little bit because we have a softer overall revenue environment in North American banking, and we 
there said it's a 3- to 5-year program to delivery. If the environment is a little softer, might it take a couple more quarters to get there? Sure. But in the end, what it 
round trips to is a very high confidence level on the $2 billion of PPPT that we've been talking to all of you about and we're not updating that view. What we're updating 
for you is the real live on the field validation of the assumptions that we made to that view are happening at least as well as we thought they would. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

Because that was the next part of the question. In terms of that USD 2 billion PTPP. The question was going to be on that $1 billion base before the synergies. And 
obviously, the U.S. operating environment is tougher than I think what was assumed, especially when you first announced the deal back in late 2021. The question is the 
confidence level in that underlying $1 billion of PTPP in this kind of environment. I wanted to get your perspective on that. 
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Darryl White – Bank of Montreal – CEO 

Strategically, I think I've taken you guys through the thesis again, we're as convinced as we ever were. By the way, culturally, we're even more convinced than we ever 
were. We've unleashed something here and that's really exciting. And financially, on your point about the $1 billion of underlying before we get to the revenue 
synergies, before we get to the cost synergies. Might it be softer today than it was when we made those assumptions? The whole world is softer. Everywhere it is 
softer. But when we tell you that we're going to get to the $2 billion when we go out 3 to 5 years, we will, there's lots of conservatism built into that, and there will be 
a rebound at some point in the underlying fundamentals of the economies. I do think though we should all be thinking about 2024 as a softer revenue environment for 
-- maybe I'm diverting here on you Meny, but for all of our businesses, for everybody who comes through here because, this is why we announced some of the other 
measures that we announced last week. Because when you look out on the environment, at the end of the day, the macro isn't always the same as the banking macro. 
The banking macro are affected by higher funding costs, higher capital cost, higher regulatory cost, lower loan demand, higher credit cost. That's real. That's real for 
us and everybody else. 

And overlaying all of that, if we're in a world where -- never mind the recession, no recession conversation, but if we're in a world where we've got 0.5 point or 1 point 
of GDP growth in 2024, fine, we'll all figure out, and the stronger banks will figure out how to succeed well in that environment. We shouldn't confuse ourselves that 
that's good. It's just if you go back in time, only in the COVID recession that lasted what felt like 5 minutes and the global financial crisis in 2008, 2009, you have to 
go back to 1991, before you find a year where there's 1% GDP growth in North America. You can't get away from that. That will put pressure on all of us. That will 
suppress, pressure on revenue growth. I think there will still be some revenue growth, but it will be suppressed relative to what we've seen in the last 5 years. And that's 
why we are taking the actions that we're taking, and we've made the choice to say, we've got the USD$670 million that I talked about over here. We're adding to that, 
the announcement what we made last week with $400 million in the legacy BMO franchise. And when you put those together, as they flow through, through the course 
of 2024, that becomes a differentiated outcome on our PPPT and our P&L. Tough environment, but real crisp choices. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

You are reflecting that tough environment in your choices on expenses, and as you highlighted, the charges that you took in Q3 and then the guidance in terms of what 
to expect going forward. I guess the natural question that investors have is, is it going to be enough? What gives you confidence that you've managed -- and you're 
more aggressive than others. Maybe it's a little bit less relevant, but how do you gauge whether you've done enough here and where do you see the risk that it's not 
enough? 

Darryl White – Bank of Montreal – CEO 

Look, you don't wake up to these conclusions overnight. You develop a view. We started developing a view on a base case outlook for the revenue environment a 
couple of quarters ago. Inside of that, the hardest thing I had to do this year was to break the streak of 5 years running of positive operating leverage. You heard me 
talk a little bit ad nauseam of that over the course of the 5 years, but to wake up in Q2 and say it isn’t going to happen this year. I didn't like that. And what we had to 
do is say, all right, what is it going to take to return to that commitment in 2024, having on 5 for 5 but missing in the sixth year. And when we look at that, we pick 
what we think is a reasonable outlook on growth for revenues and then we pick what we would need to do to deliver that positive operating leverage. And look, we've 
been here before. If you look at 2019, the decisions we made then, the choices we made, the rigor with which we execute these playbooks when we made these 
choices is real. And that's what drove the outperformance in 2021, '22, '23. And it's not like we lost that playbook, right? I didn't throw it out. We know exactly how to 
do these things. And when we put the 2 programs together, we think it's enough. We think it allows some investment capacity in the business. We're still going to do 
the things I told you about before on the marketing side, the technology side. And we think it will be enough to deliver us positive operating leverage in '24 and that's 
the call we've made. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

Just as an aside, the moves in real estate that you highlighted that are going to hit in Q4. Is that tied to permanent work from home trends? Is there something there 
that's driving that? 

Darryl White – Bank of Montreal – CEO 

It's tied to the obvious, which is how much capacity do you need in the new world that we're in. It's not 100% of what it was before. And we pulled forward some 
decisions, some are right here in the GTA, all the banks, you see all our signs and all sorts of buildings and we pull forward some consolidation opportunities. If 
anybody wants to take a walk around BMO Place that we've built and opened, we've got 375,000 square feet, which is the most modern banking work environment 
currently on the continent, where we've got people working great tech, great air, great visibility, great working conditions. We got a lot more people in there. We don't 
have to have a lot of people in a whole bunch of other places. That's the long answer. The short answer to your question is yes, it is a function of how we're 
reorganizing space to meet the need and where we're doing work and what people we're putting together, and we'll take that in the fourth quarter, and then we'll move 
on. That will be our choice for the next few years. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

Just want to go back to the U.S. and kind of the big picture here, lots of changes in the U.S. banking market. Prominent U.S. bank analyst had a title that I wish I had 
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come up with, he wrote, when it comes to U.S. banks, Goliath is winning. And so question is, do you agree with that statement? And do you see BMO as a Goliath in 
the U.S. market? How do you view that?  

Darryl White – Bank of Montreal – CEO 

I'm smiling because this is the first time I've ever seen a bank analyst quote another bank analyst. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

Game recognizes game, so yes. 

Darryl White – Bank of Montreal – CEO 

Do I agree with that? Mostly and the reason I would say mostly is that like there is no question that the scale thesis that we have matters and that scale is more important 
than it ever has been, this is why we made the acquisition that we made. And when you consider the pressures in a softer environment, when you’ve got a higher 
funding cost, tougher regulatory cost, higher capital costs, like these are all fixed, right? The ability to have scale and to be able to drive more volume through a fixed 
infrastructure is really, really important. Goliath, David, I think you can see evidence that the largest are outperforming the smallest. And the reason I said mostly as 
opposed to entirely is I don't think it's necessarily though the case that the Goliath always wins and the Davids  always lose. There could be some unique mistakes with 
Goliaths, and there could be some unique mistakes with the Davids. But I got to tell you, it kind of brings me to the -- I've talked about this before, but just to bring 
people back if you just look at the U.S. market, you’ve got 5,000 participants — we have to get ourselves out of the Canadian industry structure here — 5,000 
participants.  

You’ve got 4 G-SIBs. The analyst you're quoting works for one of them. And then away from the 4 G-SIBs, if you just draw a line of $250 billion of assets up until 
the G-SIBs, there are only 6 banks, with their just U.S.-only assets, we're one of them. And we're bigger than some of those other 6 in the U.S. in that 6 bank group. I 
don't know if we're David or Goliath what I do know is that we can continue to grow by acquisition if we want to. We can continue to grow share relative to who? The 
5,000 others who are not in that 6. And that's kind of been our story, Meny, because 60% of the growth that we've had in the United States -- some people say, well, 
you just keep buying stuff. Well, no, 60% of the growth that we've had in the United States over last 20 years has been organic. 40% have been these step functions 
that we take when it's opportunistic in front of us. I think that the tougher the environment is, the better it is for the ability to continue to take share against those 
Davids, I guess, who will struggle in general. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

You talked about connectivity within the U.S. for BMO, but I'm curious, from a North American perspective, I mean you're a top 5 commercial lender in North 
America, and you highlight that. Presumably, there is a strong view within the organization that north-south connectivity is valuable and important. I'd like you to 
articulate that in terms of what does that mean? Where do you see the connectivity benefit the organization? And where can it go from here? Is there a lot more 
potential? 

Darryl White – Bank of Montreal – CEO 

It's not new, right? This is the way we run the place. This is the way we've been running it for a very long time. All 4 of our business lines, all 4 are run on a North 
American basis. Our leaders of those businesses have North American accountabilities. And increasingly, their leaders who work for them have North American 
accountability. They know both markets. And that's simply Meny a result of the thesis that we have to be a North American bank first. You've seen us redeploy some 
assets from outside of North America, redeploy them into North America. We believe in that North-South integration story. You talked about commercial banking just 
now. There, we're the fourth or fifth largest book on the continent about equally sized on either side of the border. If you were to kind of go into our war rooms, you'd 
see people who have accountability for sectors on both sides of the border, trying to figure out how to synergize the structure of how we deliver, the advice that we 
deliver to customers, tailored to local markets where you need to. And by the way, that's not just a north-south thing. You have to sometimes tailor different solutions in 
Halifax than you might in Vancouver, same way you do in Toronto to Chicago. 

Another great example is the TPS platform. Years ago, we completed the full build of the TPS platform that is north-south fully integrated, water flows through those 
pipes every day and the functionality that you then have on top of it for the user experience is increased applications, sophisticated analytics that you can offer the client, 
mobile you can offer the client, security features that you'd otherwise wouldn't have. That's built North-South. The Capital Markets business, I think you know is 
completely run North-South. Almost every one of our leaders has agnostic to border accountabilities and the same with Wealth. Wealth is smaller for us in the U.S., but 
we've still got the leadership set up that way. I'm a big believer in the continental thesis, and we have 2 countries in our thesis, and we're after both of them in equal 
measure, and we run it that way. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

I want to talk about commercial loan growth in Canada first and then tie it into the U.S., but I'd say you continue to deliver good commercial loan growth 7% year-
over-year, but definitely it's slowing, and I would say, slowing more than peers. And the question is, how deliberate is that? Maybe we'll start there. 
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Darryl White – Bank of Montreal – CEO 

It's funny, I always wondered when the day would come that I'd be on a stage like this and when people would be saying to me, you only have 7% commercial loan 
growth. And this off of what I think as successful of a commercial loan growth strategy as we've seen among our peers for a very long time. This doesn't bother me at 
all just to get to the punch line on your question. I think if you look at the year-over-year numbers, we grew at 7.4%. The peers year-over-year in this particular quarter 
grew around 10%. I think I have 10% on average. I look at that and I say, well, that's interesting, in an environment where we were prioritizing judicious capital 
deployment, we were prioritizing deposits over loans, so the LDR improving from a deposit standpoint. What people don't ask is that if you look at the deposits year-
over-year, we grew our deposits at 10% and the market grew deposits at 2.9%. Loan 7.5% to market at 10%, deposits 2.9% in the market when we grew at 10%. 

We're growing our deposits at 3.5x the market, and we're growing our loans at 70% or 75% of the market in an environment where we're trying to avoid risk. We're 
trying not to grow the loans too fast, and we're trying to build liquidity. I'll take that all day long. I'm not worried about it. If you look at this over the course of time, you 
should see us in both countries, when markets are good and expanding and credit risk is declining, we should be taking share in commercial. We've always said grow at 
market or a little bit more, not gangbusters, not double market, but at market or a little bit more. And when you have an environment like this where there's a premium 
on deposits and there's a premium on risk, this is a pretty good outcome for us, I think, and our customers and our shareholders. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

You have a pretty privileged place in the market, especially when it comes to commercial loans. Are you seeing anything irrational in the market, specifically in 
Canada? 

Darryl White – Bank of Montreal – CEO 

Irrational no. I mean there are aggressive periods, there are bursts of aggression in lending markets anywhere on the planet, including here in Canada. Sometimes 
they're driven by a particular player's interest in growing an asset class or their capital or whatever. And then the market adjusts and they kind of come back to 
equilibrium and then sometimes you're just kind of in this equilibrium. Sometimes we've been the aggressor, somebody else has been the aggressor, and then the market 
finds its place. That's the way markets work. We've been in this game for 40, 50, 60 years. We had asked this question about irrational behaviour, I'll answer, well, 
what's irrational? Somebody wants to go out and offer better terms and conditions, that's a prerogative. We have a choice as to whether we're going to match them. 
And sometimes we do, sometimes we don't. The worst thing you want as the CEO is your commercial account managers coming into you saying, hey, boss, we win 
every deal. Well, that's a problem. That's a problem because you've got some adverse selection going on there for sure. We may be in a period right now where there's 
some more aggression in the market in some parts of the market, that's fine. I don't care. We work in all markets. Sometimes it's aggressive, sometimes less so. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

And speaking about being aggressive, if I look at your card balances, not a huge business for you, but up 7% quarter-over-quarter which stuck out to me in this kind 
of environment. When I saw that, I thought, okay, do you want to put up that kind of growth in unsecured lending given the uncertainty that we have here. The question 
is why are we seeing that from BMO? How comfortable are you with that from a credit perspective? 

Darryl White – Bank of Montreal – CEO 

It's a good question. 7% year over year, you have to remember where we came from in cards, your point, smaller base. Let me just answer your card question, but I 
want to widen the circle on the question to something that I think is even more important and something we probably don't talk about enough. On the cards, if you look 
at: a) smaller base b) real investment, digital capabilities, sales capability, leading digital sales in cards; and what we probably don't talk about enough because people 
sort of forget it, is that it was almost 3 years ago now that we launched the Visa Eclipse product. Remember, we were not a dual issuer. I think we're the only ones left 
that weren’t the dual issuer and so we launched the Visa in addition to the MasterCard, so you start to build the profile of the overall cards business. When you're 
putting that type of investment in, you should outperform the market because that was a desired outcome from a place where we were arguably underweight in the 
market. 

The real interesting point for me, though, is that this is not a card story. This is a story of how we're trying to build the growth in market share of personal retail banking 
in Canada and it's succeeding. It was on this stage last year, Meny, that I said for the first time when you and I were sitting here, that at that point in time, in 7 of the 9 
quarters that had preceded that moment in time, we had the leading revenue growth in personal retail banking in Canada. People said, BMO? I said, go check, 7 out of 
9. Today, 4 quarters later, it's 11 out of 13 in retail revenue growth in Canada, number one. And the reason for that is not cards. The reason for that is cards, plus
mortgages, plus deposits, #1 growth in retail deposits this quarter, year-over-year, #1 in commercial as well, by the way. But when you put cards, mortgages, personal 
lines, retail products together, that's been a very deliberate strategy that is a result of the investments we made 5 years ago on everything from sales force to digital to 
marketing to drive those outcomes from what was then, I would say, an underweight part of our portfolio to one that's starting to perform best-in-class in all of those 
respects. It doesn't make us the biggest, but it's performing and taking share as every day goes on. 

And the reason it really exciting for me is because people used to ask me at conferences like this, well, I guess what you need for torque is U.S. commercial. Well, 
we're actually winning in Canadian retail and Canadian commercial. And when you get a lift, when the sun comes out on the growth in the C&I market in the U.S., 
we're even better positioned for that than we were before. And then the last piece of the puzzle or the triangle I guess, is when those savings start coming through that 
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I talked to you about at the beginning of this conversation, that's a completely differentiated outcome for BMO relative, we think, to most of our peers today and 
certainly relative to the BMO of a few years ago. Sorry, you asked a cards question, but this is not about cards. This is about full relationship. And last point on cards. 
The reason I know it's true, is because 85% of the account openings that we've seen in cards and the cards growth are multiproduct relationships. So it's real. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

I wanted to talk about contrast U.S. and Canada from a commercial loan growth perspective, what you were just talking about kind of triggered that in terms of we're 
commercial loan growth -- notwithstanding sort of some banks being maybe more aggressive, some banks less. Commercial loan growth in Canada is holding up quite 
a bit better and trying to understand why that's the case. Is it because the economy is just more resilient than we appreciate? And contrast that with the U.S., where 
we're definitely seeing more pressure, and you're in a good position to speak to the U.S. side as well. And how do we understand the dynamics on both sides? 

Darryl White – Bank of Montreal – CEO 

It's a very hard question to understand. I had a conversation with somebody this morning on this. It's going to take a couple more quarters here to figure out whether 
we're just in an anomalous period these last 3, 6 months in terms of why the difference exists. And I'll tell you why, when you look at the U.S. banking environment, 
you go back to March, you look at SVB, the knock-on effect there, the ripple effect through the economy, capital markets are much more developed. The alternative 
for the mid-market borrower to go to term product through the capital markets is more available, more open in the United States. And you definitely, at the same time, 
saw a lot of corporates say, my gosh, are we going to have a bank crisis? And therefore, should we pull back on spending? Is the borrowing not going to be available? 
It's a weird period that I'm starting to see some adjustment into right now because folks have said, all right, everything feels settled, it feels normal. We can actually 
run back to our capital plans. 

I think that what you tend to see over time as these markets come into balance and if you kind of look forward, our call for 2024, while we have fairly muted growth 
in both Canada and the U.S. 1% growth in GDP in the U.S. but it might be kind of 0.5% in Canada, it might be that the U.S. will outperform a little bit next year. That's 
our house view from our economics folks. You should see that even out is the point I'm making. And the last point I would make is you’ve got to go back and remember 
the structure of the U.S. market, right? In that period of time, where you're seeing flattish growth, you actually have many, many players who are at the lower end of 
the hierarchy in terms of their scale capabilities, and just didn't have the capital to deploy. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

I want to talk about capital. And maybe first question, just in terms of refreshing your views in terms of where do you feel is appropriate now to be from a CET1 ratio. 
There’s potential for the DSP buffer to move up again, Peter Routledge is here tomorrow. I don’t know if he’ll give us a sneak preview. Something tells me he won’t. 
And to ask it another way, what kind of buffer to whatever minimum capital ratios are set, do you feel is appropriate? 

Darryl White – Bank of Montreal – CEO 

We’re pretty clear on this. We said last week at the quarterly call that we think the range for us is 12% to 12.5%, probably trending closer to 12.5%. What defines where 
we ideally would like to live in that range? We always look at the regulatory environment, the capital opportunities that we've got for internal growth and we look at the 
peers and then we come to a point of view as to where we think we optimally should live in that range. That's defined very simply though, Meny, because right now you 
got a 3.5% DSB on top of the 8% so we're 11.5%, you’ve got add something for your internal buffer. That says 12%. We're at 12.3% today. Which by the way, I’ve got 
to tell you, to be at 12.3% today after having closed 3 acquisitions, not one, we closed the acquisition of Radicle on December 1, the acquisition of Bank of the West on 
February 1, and then we closed the acquisition of Air Miles on June 1. And we're at 12.3% which is up from Q2. If I had to throw a dart a year ago and say where would 
I like it to land, it would be at 12.3% and it's not that easy throwing a dart. We're at 12.3%, if the DSB buffer moved up another 50 basis points, our view would be 
12.5% would be the right number and we should operate there. If it doesn't, then somewhere in the 12% to 12.5% range feels more optimal to us. 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

And taking into account all of that, how confident are you that you can deliver an ROE at 15% plus over the medium term, given all of these pressures, capital headwinds? 

Darryl White – Bank of Montreal – CEO 

Mathematically, when you increase capital levels and nothing else changes, it's harder to deliver the same ROE. We delivered almost a 19% ROE in Q1 of 2022. The 
first place I go to is to say, we've got that trick in our bag, we know how to do that. We need some environmental help to get there, but I think we're going to get it. And 
we need the controlled dynamic management that we have, taking advantage of what we can control and the expense actions that I talked to you about at the beginning 
of this conversation. I put all that together and we'll stick to our view in the medium term, we can get back to the 15%, I think we can. And we also look very carefully 
at ROTCE, which doesn't get as much attention, as you know better than most, here in Canada because you don't have a lot of goodwill that's built up through acquisitions 
over time. But in the U.S. market, it's a primary feature of the conversations we have and so we look at those two things in combination and I think we can get there in 
the medium term. 
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Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

And then finally, we have just a little bit of time left, less than a minute. Just if you could remind us in terms of changing capital rules in the U.S. and the impact on 
BMO. Is there anything there that we should be aware of? Could it create opportunities maybe? 
 

Darryl White – Bank of Montreal – CEO 

The Basel III end game is still, I would say, early stages. First and foremost, our attachment point on how we run the capital levels of the company are driven by the 
OSFI regime. And so if you look at our U.S. subsidiaries, we're fine with respect to our capital levels. We don't have a capital challenge. We do participate in the CCAR 
tests in the United States. We're in good shape there as well, and it's kind of buoyed up by the overall capital requirements of the company. You can't have a 12% or 
12.5% CET ratio at the parent company and run your U.S. subsidiary at 9%. It doesn't work. The math will never work. We're in good shape there. I do think there's 
opportunities, though, because if you look across the sphere of banks that we compete with and fairly successfully take share from over time, their capital levels are a 
lot lower than ours in the U.S. The pressure will be on them, and that should, all things equal, provide us with some advantages. 
 

Meny Grauman – Scotiabank, Global Banking and Markets - MD & Analyst 

We'll end on that positive note. Thanks so much. Always great speaking to you. Thanks, Darryl. 
 

Darryl White – Bank of Montreal – CEO 

Okay, thanks, Meny. 
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