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Our one-day college of money knowledge
Seminar guides clients through financial fundamentals

Issue
t h I s •  Our  One -day  cOllege  Of  mOney  knOwledge

•  are  bOOmerS  g iv ing  tO  char i ty  deSp i t e  the  r eceSS iOn?

•  market  Out lOOk

Money worries don’t go away just 
because you have a healthy bank 
balance. 

After husband Brian1 had a heart 
attack, 48-year-old Judy1 realized his 
meticulous control of their money was 
a mixed blessing: yes, he’d protected 
her from worry, but she was in the dark 
about everything from paying bills and 
investing to retirement and estate 
planning. 

“even if you have a high net worth, 
gaps in your knowledge around 
managing personal finances can lead to 
sleepless nights,” says Alka Vijan, 
Managing Director of wealth services 
for BMO harris Private Banking. 

to help close those gaps, BMO harris 
Private Banking is offering a new, one-
day Financial Focus seminar. the 
inaugural seminar will take place in 
toronto in November, with others 
rolling out to major centres across 
Canada early in 2010. 

the seminar will cover both the basics 
and some of the more complex aspects 
of managing personal finances: banking 
and managing cash flow; credit (e.g., 
credit ratings, financial independence); 
mortgages; investing (e.g., asset classes, 
retirement, choosing an advisor); and 
estate planning (e.g., wills, trusts, 
powers of attorney, philanthropy, 
choosing and acting as an executor). 

Using case studies and interactive 
exercises, participants will be able to 
customize what they learn to make it 
relevant to their individual situations. 
there is no charge for the program, 
which is open to our clients and their 
family members. to preserve their 
privacy, participants will use first names 
only and enrolment will be limited to 
40 for each session. (continued on next page)



edmonton-based money coach Kelley 
Keehn, who is a columnist, media 
personality and author of six books on 
managing money, will co-facilitate the 
seminar.  Participants will be male and 
female, aged mid-thirties and up, and 
from a variety of backgrounds.  

two years ago, BMO harris Private 
Banking introduced Financial Fluency 
seminars for 18-to-25-year-old 
children of clients. sharon Paterson, 
Director of wealth services –tax 
Planning, for BMO harris Private 
Banking helped facilitate this program. 

“Afterward, we received an 
overwhelming response from parents 
asking if we had a program that would 
teach them the basics. In some cases, 
one partner is managing the household 
finances alone and would welcome the 
prospect of shared responsibility.  
Clients may be inspired to enrol as a 
result of a change in circumstances 
like marriage, divorce, an illness or 
death in the family, a large inheritance, 
selling a business, or retirement.” 

some clients are motivated to attend 
because they want to make sure there 
will be enough money to live comfortably 
once they stop working, sharon says.

the short and the long view
According to a recent poll conducted on 
behalf of the BMO Retirement Institute, 
many baby boomers are thinking about 
postponing retirement, but almost half 
don’t know how much income their 
savings and investments will generate.

when it comes to getting on top of your 
personal financial situation, the 
smallest steps can deliver the biggest 
benefits, says Institute Director and 
Director of Retirement strategies 
tina Di Vito. 

“It’s not that difficult to become 
financially fluent in matters that affect 
you personally,” says tina, who is a 
chartered accountant with a financial 
planning designation. “the beginning 
is awareness that everything we do in 
our lives has a financial impact, not 
only whether we invest in stocks or 
bonds, but also things like living a  
long time, or inflation, or the financial 
implications of wanting to travel in 
retirement.”

the national research institute was 
created in 2008 as a think-tank. the 
goal is “to ensure BMO stays at the 
forefront of retirement research and 
education. the institute has produced 
white papers and funded research that 
we share with the rest of the bank,  
the public and other researchers,”  
says tina.

white paper topics include being 
single in retirement, working after 65, 
and what inheritances might look like 
in the future. 

“the Retirement Institute focuses on 
boomers who are shifting away from 
full-time work and have questions 
about what lies ahead,” tina says. 
“how do I spend my time? where will 
I be, and how much is that all going  
to cost? As a financial institution, we 
are going to help our clients manage 
through that process.”

the institute’s website offers reports, 
podcasts, case studies and articles 
designed to help clients be informed 
about issues related to retirement 
(http://www.bmonesbittburns.com/
retirementyourway/
bmoretirementinstitute.asp).

“Financial fluency doesn’t have to be 
300 things you know; it can start with 
three things that have the biggest 

impact on your personal situation.  
You can take it one step at a time.”

If you would like to attend a Financial 
Focus seminar, or would like more 
information about the Retirement 
Institute, contact your client advisor.
1 Clients’ names have been changed to protect  
their privacy

Are boomers giving 
to charity despite the 
recession?
A report that will reveal whether the 

recession is dampening baby boomers’ 

charitable giving around the globe will 

be released in early November by the 

BMO Retirement Institute.

Research data compiled from 

international sources will be combined 

with the results of an Ipsos Reid 

Canadian survey conducted online in 

August and September. Respondents 

45 and up disclosed the recession’s 

impact on their charitable giving and 

shared views on whether their 

attitudes toward giving will change 

when they retire.

Tina Di Vito, Director of the BMO 

Retirement Institute, says that this is 

the first time a bank has undertaken 

this type of research “with such a 

broad global and social scope.”

Marvi Ricker, Vice President and 

Managing Director, Philanthropic 

Services, BMO Harris Private Banking, 

adds, “It’s a timely topic as the giving 

season approaches. The report should 

indicate whether charitable giving is 

somewhat recession-proof because 

it’s part of a person’s value system.”

Now posted at bmoharrisprivatebanking.com/giving, the Giving Forum features a travelogue 
of hope and is designed to show how Canadian families are making a difference. The Kaneb 
family tells a moving story of their trip to Senegal, headquarters of human rights organization 
Tostan. Visit the website to view their journals and photos, and to find out how you can share 
your story. To read more about the Kanebs' philanthropic activities, see Wealth Advisor, 
http://www.bmoharrisprivatebanking.com/pdf/Summer08.pdf.

New Giving Forum



when it comes to ties with 
the Middle Kingdom, the 
Bank of Montreal has an 

impressive history: in 1818, just three 
months after opening, Canada’s first 
bank became the first Canadian bank 
to do business with China. 

Almost 200 years later, the relationship 
remains strong, and BMO in China is 
now easier for clients to access, thanks 
to a new website(bmo.com/asia) 
available in both english and Chinese. 

“we have well-established means and 
expertise to help Canadian clients 
execute their business strategies in 
the People’s Republic of China and 
hong Kong,” says Mike Dunbar, who 
is responsible for BMO’s strategic 
initiatives in China.  “As the Chinese 
government relaxes foreign ownership 
rules and speeds up the privatization 
of state-owned businesses, Canadian 
entrepreneurs are increasingly taking 
advantage of M&A opportunities and 
forging sino-Canadian partnerships.”

helping canadians  
do business in china

In August, Finance Minister Jim 
Flaherty led the biggest Canadian 
delegation to China in more than four 
years, with the goal of encouraging 
trade between this country and the 
world’s fastest growing economy, 
which is also Canada’s second-largest 
trading partner. Mr. Flaherty cut the 
ribbon to officially open BMO’s newest 
branch in Beijing, 27 years after the 
bank's first office opened there.

BMO offers a broad range of services 
to Canadian clients doing business in 
China, including trade finance, cash 
management, corporate lending in 
local and foreign currencies, treasury 
products and foreign exchange. 
Canadian clients can tap into the 
bank’s local expertise and existing 

relationships with government and 
business contacts. 

On the personal banking side, BMO 
assists high-net-worth emigrants 
heading to Canada, as well as students 
planning to study here. 

“when Chinese citizens apply for a 
Canadian student visa, part of the 
approval process is demonstrating 
that the family has the financial 
resources to support the student here 
in Canada,” Mike says. “we make 

schools and parents aware that we 
offer solutions to help them in this 
process, such as allowing them to 
deposit funds in China with us and 
arranging for the transfer of funds to 
Canada when they are ready.” 

boots on the ground

BMO has branches in Beijing, 
Guangzhou, shanghai and hong Kong, 
with more than 150 staff located 
throughout Greater China. the bank’s 
next objective is to offer more personal 
banking options to high-net-worth 
Chinese clients based in hong Kong, 
and North Americans who want to 
invest in the hong Kong market.

“Our commercial banking relationships 
and commitments are well-established 
there,” Mike says. “looking ahead, 
our focus will be strengthening those 
capabilities and, in the not-too-distant 
future, expanding our personal banking 
wealth management infrastructure 
from our base in hong Kong.” 

For detailed information on how the 
bank can help you with personal and 
business banking in China, including 
contact names and numbers, please 
visit bmo.com/asia. 

the Bank of Montreal in China 
 doing business for two centuries 

canadian clients can tap  

into the bank’s local expertise 

and existing relationships  

with government and  

business contacts. 
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By Paul Taylor, Chief Investment Officer

 market Outlook  
leading indicators  
signal recession’s easing
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It looks like the economy is in the 
early stages of recovery, judging by 
the improved trend of many leading 

economic indicators.

what are leading – and lagging – 
indicators? As their name implies, 
leading indicators are predictive, and 
can signal upcoming changes in the 
economy. stock prices and retail sales 
are two examples. lagging indicators, 
such as unemployment and interest rates, 
are the aftermath of changes that have 
already taken place in the economy. 

we monitor trends in leading economic 
indicators, which help us develop 
our economic outlook that guides our 
decisions about when and what to buy 
and sell for our client portfolios. A trend 
chart for some of the leading indicators 
in the U.s., the epicentre of this global 
recession, reveals valuable clues. 

In column one, we can see gradual 
improvement in the OeCD's leading 

Composite economic Indicators, 
particularly since March. Most 
noteworthy on the chart is the IsM 
Manufacturing Index: the movement 
from 32.9 to over 52 is a strong indicator 
of economic expansion. Consumer 
confidence levels have also improved 
since December 2008, which translated 
into better retail sales figures for August. 
housing sales and prices are only 
modestly beginning to firm, however, 
and consumers are generally keeping 
their hands in their pockets. the chart 
shows that the forward-looking Non-
Farm Monthly Payrolls numbers are not 
as dire as they were just three months 
ago, although the september numbers 
were worse than expected. the 
unemployment rate, the only lagging 
indicator shown, has continued to 
climb, typical in late recession/early 
recovery periods. 

Of course, the trend of the indicators is 
just one piece of the puzzle. evaluating 
the bigger picture, it could be a slow 

climb out of this recession. standing  
in the way of a fast ascent is significant 
government and consumer debt, along 
with the impending triple threat to a 
consumer-led recovery of higher taxes, 
rising energy prices and jobless numbers. 

that being said, the trend in leading 
economic indicators is pointing to an 
emerging, albeit slow-paced, recovery. 
since stock markets typically lead 
recovery by several months, we can 
conclude that now’s the time to hold  
a meaningful equity weight.

In October and November, Paul Taylor 
will be on a cross-country speaking 
tour for investors, stopping in Ottawa, 
Moncton, Calgary, Edmonton, Victoria, 
Vancouver, Kelowna, Markham, Waterloo 
and Montreal. If you would like an 
invitation, contact your client advisor.

 DEC  2008  93.6   32.9   60.1   (681.0)  7.2 
 JAN  2009  92.9   35.6   61.2   (741.0) 7.6 
 FEB  2009  92.6   35.8   56.3   (681.0) 8.1 
 MAR  2009  92.8   36.3   57.3   (652.0) 8.5 
 APR  2009  93.4   40.1   65.1   (519.0) 8.9 
 MAy  2009  94.5   42.8   68.7   (303.0) 9.4 
 JuN  2009  95.8   44.8   70.8   (463.0) 9.5 
 Jul  2009  97.1   48.9   66.0   (276.0) 9.4 
 AuG  2009 n/a     52.9   65.7   (216.0) 9.7 
 SEP  2009 n/a 52.6  70.2  (263.0) 9.8

	 	 	 	
u.s.	economic	 oecd	composite	 ism	mfg.		 uniVeRsitY	of	micHigAn	 cHAnge	in	montHlY	 unemploYment	
indicAtoRs	 of	lei	 index	 consumeR	confidence	suRVeY	 non-fARm	pAYRoll	(in	mm)	 (%)

So
ur

ce
: B

lo
om

be
rg

Economic indicators tEll a story


