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OPENING LETTER
YOUR LIFE WELL LIVED

When we ask clients the question of what they define as a life well lived, the response 
usually centres on the “big three” of family, financial security and health. We also 
hear about meaningful work, leaving a legacy and more. More often than not, these 
conversations include pride and concern for the future of their teenage and adult children.

This volume focuses on the millennial – the 1980-2000 generation, currently 16 to 36 
years old. Globally, wealthy individuals under 30 differ from the over 60 cohort in areas 
such as their interest in global investing (higher), their expectation for available credit from 
their bank (higher) and their expectation of a highly digital interaction (higher again!)1. 
Millennials as investors presently exhibit less willingness to take investment risk than 
other generations as they focus on wealth preservation ahead of growth.2  Too often, we 
find younger investors are unaware of how their long investment time horizon positively 
impacts their ability to take investment risk in creating wealth.

We feel the topic matters, as there is potential for a darker element beyond finances for 
some millennials. Research by psychologists finds that children of affluent parents are 
actually more distressed than other youth and more vulnerable today than in previous 
generations.3  This is counterintuitive to how society perceives wealth, yet the distress is 
real. The hypothesis is that achieving big goals is not out of the question and therefore 
success is an obligation rather than an aspiration.4  A culture of high expectation goes 
well beyond the dinner table to include pressures from peers, teachers and coaches. 
The research also highlights the impact of gender, as females “must not only be highly 
accomplished but also polite and likeable, and they are expected to master the competing 
demands without any display of visible effort.” 5

In this volume, we hear from four of our more youthful advisors on what successful wealth 
management is for our younger clients. Douglas Smith and Tanis Jalbert walk us through 
an example of how to transition a business to the next generation. Kimberley Walker, 
a millennial herself, takes us inside the investment mind of the millennial and another 
millennial, Travis Higgins, shares what might be one of the best lessons an investor of any 
age can learn – how to manage the emotions of investing to your benefit in living a life  
well lived.
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MARKET UPDATE
Market Indices  
( July 31, 2016)

1 year 3 year 
(annualized)

10 year 
(annualized)

Bonds FTSE TMX  
Universe Bond Index

4.6% 5.8% 5.5%

Canada S&P/TSX TRI 4.0% 8.5% 5.1%

Canada S&P/TSX  
Energy Index

3.4% -1.9% -0.5%

US S&P 500 TRI (CAD) 5.9% 20.4% 9.3%

Global MSCI EAFE TRI (CAD) -0.2% 15.5% 6.3%

Data Source : Bloomberg

The information provided in this brochure has been prepared by ATB Investment Management Inc. (ATBIM) and is a simplified general summary, not 
intended to replace or serve as a substitute for professional advice. Professional tax advice should always be obtained when dealing with taxation 
issues as each individual’s situation is different. This information has been obtained from sources believed to be reliable but no representation or 
warranty, expressed or implied, is made as to their accuracy or completeness. This information is subject to change and ATBIM reserves the right 
to change the information without prior notice, and does not undertake to provide updated information should a change occur. ATB Financial, ATB 
Investment Management Inc. and ATB Securities Inc. do not accept any liability whatsoever for any losses arising from the use of this document 
or its contents. 

ATB Investment Management Inc. and ATB Securities Inc. are wholly owned subsidiaries of ATB Financial and operate under the trade name ATB 
Investor Services. ATB Securities Inc. is a member of the Canadian Investor Protection Fund and Investment Industry Regulatory Organization of 
Canada. This brochure is not, and should not be construed as, an offer to sell or a solicitation of an offer to buy any investment. This document 
may not be reproduced in whole or in part; referred to in any manner whatsoever; nor may the information, opinions, and conclusions contained 
herein be referred to without the prior written consent of ATBIM.

Residential Real Estate Median Sale 
Price ( July 31, 2016)

0.8% -1.4%

One Year Change

Data Source : EREB and CREB

June 30/16 June 30/15 

Canada Inflation 1.5% 1.0%

US Inflation 1.0% 0.1%

Canada Unemployment 6.8% 6.8%

US Unemployment 4.9% 5.3%

Data Source : Bloomberg

July 31/16 July 31/15

10 Year Government  
of Canada Bond (AAA)

1.03% 1.44%

10 Year Investment-Grade 
Corporate Bond (A)

2.59% 2.98%

S&P/TSX Composite  
Index

2.90% 3.00%

Data Source : Bloomberg

Canadian Income and  
Dividend Yields (pre-tax)

July 31/16 July 31/15

US dollar - Canadian dollar 1.30 1.30

Euro - Canadian dollar 1.46 1.44

Chinese yuan -  
Canadian dollar 

0.20 0.21

Data Source : Bloomberg

Foreign Exchange

Economic Growth (GDP)

Mar 31/16 Mar 31/15

Canada 2.4% -1.0%

US 0.8% 0.6%

EU 1.7% 1.3%

China 6.7% 7.0%

Data Source : Bloomberg

Energy ( July 31, 2016)

-13.6% -10.2%

$2.47
Aeco 
Spot

(CAD/mcf)

-11.5%

Data Source : Bloomberg

One Year Change

Economic Metrics

$35.09
Western 
Canada 
Select

(CAD/bbl)

$52.54
Synthetic 

Crude
(CAD/bbl)
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FILLING IN THE GAP: 
How are the next generation  
of investors and their advisors 
approaching wealth management?

Our world is changing at a rapid pace, and it’s changing 
the way we do business. But how is it changing our 
mindset? When we look at financial management, how is 
the younger generation engaging their wealth compared 
to their parents? 

We asked that question, and a few more, of four of 
our more youthful advisors from Alberta Private Client 
and Private Counsel including Private Client Advisor 
Jarrod Shaw, Senior Private Client Advisor Devan Bell, 
Investment Counselor Dan Spencer and Associate 
Investment Counselor Jason Maniotakis. Here’s what they 
had to say: 

DO YOU THINK THAT AS A YOUNGER 
ADVISOR YOU ATTRACT YOUNGER 
CLIENTS? 

Dan: The way things work at ATB, we’re often brought 
in through other partners, like financial advisors or 
private bankers, and they can bring us in based on the 
relationship they have with you and how they think you 
would be with their clients. So if they think you’d be 
better with a younger clientele, they could possibly bring 
you in.

Jason: Fit is probably a natural thing when someone  
is trying to refer a client to our group. If someone’s  
a little younger, they may be able to relate better with 
a younger investment counselor. Generally speaking, 
the high net worth segment is naturally going to be 
older because they’ve had more time to save. There are 
instances where people have had success in their mid  
to late 30s, but the majority of our clients are a bit older. 

Jarrod: I think it is easier for us to attract people who 
are like-minded and of a similar age. I have met with a lot 
of people who are older and more traditional with their 
finances. For them, my seven years of experience may 
not seem as attractive as their current advisor with more 
than a quarter century under their belt. 

Devan: It’s hard to move clients when they have been 
with another bank for decades. It’s just easier to attract 
the younger clients, who are more willing to move. I’m 
more than happy to take on a young client and grow  
with them. 

DO YOU THINK YOUR YOUNGER CLIENTS 
HAVE DIFFERENT VALUES THAN  
PREVIOUS GENERATIONS? 

Jarrod: My values are much different than those of my 
parents, and I see that with my clients. When our parents 
think and talk about work, it’s where you go in every day 
and work hard for a monetary reward. It’s work. With  
my generation, work and play have more of an equal  
weight. We bring more of a play mentality to work – it’s  
a different approach – we integrate it so work can also be 
play for our generation. 

JASON DAN JARROD DEVAN
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Devan: There’s a big difference from their parents.  
They want to enjoy their wealth more now, not just when 
they retire. They don’t have a problem with doing a last 
minute trip for an amazing conference or sports event. 
They are a little more liberal with their wealth, which 
I think also translates into taking more risk with their 
investing habits. 

DO YOU THINK THAT YOUNGER CLIENTS 
HAVE DIFFERENT INVESTING HABITS 
THAN PREVIOUS GENERATIONS?

Dan: Typically when we have older clients that have 
had successful careers or businesses and created their 
wealth, they come to us to protect it and grow it at a 
reasonable rate. It’s the same approach for my clients 
in their 30s and 40s. They’ve had some success at a 
young age, they’re taking risks outside of their portfolio, 
but they’re still putting aside large amounts of wealth to 
protect it. So what they’re asking us to do is similar. 

WHAT APPROACHES ARE YOU TAKING  
TO BETTER SERVE YOUNGER CLIENTS?

Jarrod: We are doing away with the impression that 
banks are just supposed to say ‘yes’, and you as  
a client shop around until one does. As an advisor, we 
have a good understanding of risk. We partner great 
ideas with capital and make sure you look at as many 
aspects of the opportunity as possible. Saying yes isn’t 
always the best thing for the client. 

Jason: Technology also plays a role in how we interact 
with certain clients. Some clients might prefer video chat, 
texting; email, where some of our older clients prefer a 
more traditional approach. Those types of differences 
might be more obvious in significantly older and younger 
clients, but the advice piece remains the same—that’s 
ultimately why they’re hiring us.

IS THERE ANYTHING ATB NEEDS TO ADAPT 
OR CHANGE TO ATTRACT THE YOUNGER 
GENERATION? 

Devan: We need to be more adaptable and speak to the 
younger generation on their terms. The older generation 
has more of an established role and way of doing things. 
The younger client sometimes need us 24/7. I get texts 
in the evening and I have no problem responding. Our 
devices are perpetual, we get information whenever and 
wherever we are. Our clients are used to this instant 
communication. As bankers, we need to accommodate that. 

Dan: We also need to continue to put a strong emphasis 
on getting to know our clients and understanding the 
behavioural side of investing. I think with the introduction 
of robo-advisors and the freedom of information there 
is on investing today, we need to focus our approach on 
managing the emotions. I don’t think that’s something  
a computer will ever be able to do. 

Jason: We’re about to see the biggest wealth transfer 
in history. I think it’s important for us to be involved 
with our clients’ children. Building relationships and 
rapport through the entire family, not just the parents, is 
important to managing the wealth through generations.

HOW DO YOU THINK ATB’S ALBERTA 
PRIVATE CLIENT AND PRIVATE COUNSEL 
ARE DIFFERENT THAN THE OTHER BANKS? 

Jarrod: People need banking, they don’t need banks. 
It’s a major pain for my clients to come to the actual 
branch. They prefer digital. They don’t want to come 
in and spend three hours with their advisor – we need 
to make it easier, and we are. Many of our clients also 
require outside of the ‘banking box’ thinking. It’s our job 
to understand their vision without making them jump 
through hoops. At ATB we have more flexibility than  
a standard bank. I think this is really needed with  
our clients.

Jason: We are dedicated to creating better advisors 
and really trying to focus on what people actually care 
about. The investment talk is just one piece of the puzzle, 
but sometimes people struggle with the emotional side 
of money, so providing advice from that standpoint is 
valuable and strengthens that relationship.

Dan: Our approach to investing is unlike the traditional 
brokerage model. The industry is moving away from 
the pay per transaction method. I think the younger 
generation doesn’t want advice that way either, they 
want a more holistic financial approach with a diverse 
team of experts available to provide advice. 

Devan: I came over to ATB from a big bank. Sometimes 
I have a hard time realizing I work for this great 
organization. The culture that ATB has worked on and 
hires to – as Dave Mowat says, we look for the right DNA 
– is amazing. And he’s right. It all starts with the right 
people who really want to make banking work for people. 
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LEAVING YOUR BUSINESS 
TO THE NEXT GENERATION

You’ve put a lot of blood, sweat and tears into your 
business but there comes a time when you have to 
hand it over to the next generation. Whether it’s to 
your children, other family or key employees, the more 
dedicated you are to the often complex task  
of succession planning, the better. 

So, what IS succession planning? 

Basically, it’s planning the transfer of a privately owned 
business or family farm. It can incorporate a wide range 
of tax planning strategies, including estate freezes and/
or inter vivos trusts, as well as unanimous shareholders 
agreements (USAs). The succession plan itself will 
incorporate your estate plan, so you must consider  
how your estate plan fits within it. 

Here’s an example: Brian has a motorsports dealership 
he has built up over the years into a very successful 
business. He has two children who work in the business. 
They started ‘at the bottom’ and now have significant 
involvement in the day-to-day operation of the business. 
Brian wants to see his children eventually assume full 
control and ownership of the business, once he is 
satisfied with their skills and capabilities. After speaking 
with his professional advisors, Brian decides to use an 
estate freeze as the best way for him to do this.  
Note: Brian’s business is a qualified small business 
corporation (QSBC), which will allow him to crystalize  
his lifetime capital gains exemption.

To do so, Brian’s common shares are exchanged into 
preferred shares of equal value (often referred to as 
“freeze” shares), with an adjusted cost base equal to 
the adjusted cost base (ACB) of his converted common 
shares and a fair market value (FMV) equal to the FMV 

of his converted common shares immediately prior to 
the exchange transaction. Brian’s children receive a new 
class of common shares with a nominal value, often 
referred to as “growth” shares because all future growth 
in the value of the business will accrue to his children’s 
common shares. Brian has now frozen the value of his 
interest in the business – hence the term “estate freeze”.

Now Brian has a fixed value that allows his children to 
enjoy future appreciation and still gives him control 
of operations so his children can slowly take over the 
company. His succession plan involves the company 
buying (or redeeming) his preferred shares over time, 
thus allowing him retirement income in the form of  
a deemed dividend.

If he didn’t need this retirement income, Brian has the 
option of leaving his frozen preferred shares to go 
through his estate. Upon Brian’s death, his estate would 
then have to account for the capital gain on his preferred 
shares, but at the 50 per cent inclusion rate for capital 
gains, and after his lifetime capital gains exemption was 
taken into account. The tax on the increase in value of 
his original common shares has now been delayed until 
his death, and by virtue of the estate freeze, the tax on 
the subsequent growth of his company after the share 
reorganization has been deferred until the death of his 
children, unless they dispose of the company before 

then. So long as Brian’s children maintain the company’s 
QSBC status, or “purified” it if it went offside the rules at 
some point, they will also be able to utilize their lifetime 
capital gains exemptions when they dispose of their 
common shares.

DOUGLAS SMITH and TANIS JALBERT
Wealth Specialists  
Alberta Private Client
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When there are multiple owners of the new growth 
shares, as in our example above, it is prudent to 
incorporate an unanimous shareholders agreement 
(USA). A properly drafted USA will set out the rights and 
obligations shareholders have to each other, along with 
provisions dealing with the disposition of the shares 
in case a shareholder loses capacity or dies. In that 
sense, a USA could be considered a “corporate Will”. 
Corporately owned life insurance is commonly used  
to fund a share repurchase in such cases.

A common component of an estate freeze is an inter 
vivos family trust. The trust becomes the owner of the 
growth shares, with the children as beneficial owners, 
not legal owners, of those shares. This allows for greater 
flexibility in planning, and provides a measure of asset 
and creditor protection for those shares, along with 
several other benefits. 

There are numerous aspects to business succession 
planning not mentioned in this article. This complex 
process requires the assistance of knowledgeable 
accountants and lawyers. Alberta Private Client works 
with many partners to assist our clients with estate and 
succession planning, and your private client advisor  
is your best first contact. 

INVESTMENT MIND OF 
THE MILLENNIAL

WHO RULES THE WORLD? MY VOTE  
IS MILLENNIALS.

While there is debate over the exact age cut off for 
the millennial generation, general consensus counts 
everyone born between 1980 and 2000. Based on July 
2015 population estimates, there are over 10 million 
millennials in Canada, or approximately 28 per cent  
of our population. Millennials have been called many 
things; confident, tech savvy, entitled and non-committal. 
While these typecasts may or may not be true, it is 

undeniable that millennials are, and will continue to be, 
a powerful force in our economy. Their power will only 
increase in the future as the baby boomer generation 
plans their retirement and millennials eventually become 
the recipients of the largest transfer of wealth in history. 

The investment mind of a millennial has been influenced 
by various economic events leading to some negative 

KIMBERLEY WALKER
Associate Investment Counselor
ATB Investment Management Inc.
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TRAVIS HIGGINS, CFA, CFP
Senior Solutions Analyst
ATB Investment Management Inc.

RULE NUMBER ONE: 
NEVER LOSE MONEY

We know it’s important to invest long term—but that’s 
not always easy to maintain. It takes patience and 
fortitude not to liquidate investments during temporary 
downturns. Most investors want to do something, 
anything, during turbulent times to give them a sense  
of control over their portfolio. 

Emotional and dire opinions in the news often make 
investors feel more risk averse. People sometimes want 
to get out of the markets and feel that things can only 
get worse. During these times, some may find comfort  
in following the herd and moving out of equities, but that 
doesn’t necessarily mean it’s the right choice for you. 

Exiting the markets after a short-term shock may leave 
you feeling more comfortable because you’ve stopped 
the potential for further temporary losses. But this has 
grave consequences for your future financial goals. The 
worst time to withdraw is in a downturn. The markets 
have just hit a bottom for the year, so you’d be selling 
low. Second, you’ll now have to decide when it’s the right 
time to get back into the markets, if ever. 

One of the reasons Warren Buffett is such a well-known 
and well regarded investor is because of the great 
long-term performance of his Berkshire Hathaway 
stock. Buffett has acknowledged that emotions can be 
an investor’s worst enemy when the market fluctuates. 
Although these emotions are normal and hardwired into 
the primal human psyche, they tend to grow stronger 
when the market, or a stock in this case, loses  
a significant amount of value. 

Buffett developed a number of rules in his investing 
practice to guide both himself and other investors. 
One of those rules, which sounds so simple it’s almost 
implausible, is to never lose money.

He has put this rule to good use over the past several 
decades. Since 1987, there have been four market 
corrections where his Berkshire Hathaway stock lost up 

investment behaviours. They may remember watching 
their parents navigate at least two challenging events: 
the 2000 dot com crash and the 2008 subprime 
mortgage crisis. As a result, they are likely to question: 
why invest at all?

ATB’s Investor Beat reports that millennials invest 
primarily in cash products. Assuming the cash is 
not earmarked for near-term purchases, millennials 
allocating investment assets to cash, in a low interest 
rate environment, is likely more “risky” than an 
investment in the stock market. Time is a millennial’s 
greatest asset. Choosing cash and avoiding stocks will 
not allow them to build up adequate financial assets for 
their retirement.

Millennials have also lived through fluctuating oil prices, 
which peaked at $140 per barrel. Some were blessed 
with jobs out of high school paying over $100,000 per 
year, making retirement savings seem unnecessary. The 
thinking then was that $100,000 per year was only the 
beginning, meaning they would have plenty of time and 
resources to build their retirement assets later in life. 
Fast forward to today, where oil prices have dramatically 
decreased and job losses (especially for millennials) have 
increased in Alberta, and that thinking has likely begun to 
change. 

In a 2004 study, JP Morgan Private Bank reported 
that, “as difficult as it is to create wealth, it is equally 
challenging to preserve wealth.” This same study also 
reported how many names from the 1982 “richest 
people in America” list were still there a generation later 
in 2003—less than 15 per cent. While 35 per cent did fall 
off the list due to non-risk reasons (death, distribution 
to family members or charitable trusts), over 50 per cent 
were no longer on the list due to issues resulting from 
overconcentration or overspending. These statistics 
highlight how important the investment mind of the 
millennial can be in preserving family wealth over time. 

One way we have helped our clients is by opening 
investment accounts for their children who are of legal 
age. This not only allows them to get some skin in the 
game, it also helps to increase their financial acumen. 
Many small steps over time can lead to great results.  
A regular monthly contribution throughout the years can 
lead to profound wealth later in life. 

You don’t learn a sport by sitting on the bench, so  
gaining practical experience through a trusted 
investment counselor might help to shift the mindset  
of millennials and also help to preserve family wealth  
for future generations.
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to 50 per cent of its value. Even though at those points 
in time he lost a significant amount of value on paper, 
Buffett technically didn’t lose a cent because he didn’t 
sell a single share. He recognized the psychological pitfall 
of selling in those situations—and it would have violated 
his number one rule. 

It’s important to remember that the markets often cast 
rational thoughts aside in moments of elation or panic. 
These irrational movements are a result of an emotional 
short-term reaction that causes markets to stray from 
their long-term fundamentals. 

Often, after a market decline, stocks will begin to recover 
as long-term fundamentals return to the fold. Most 
investors will remember “Black Monday” in 1987 when 
the US market was down 30 per cent. Over the following 
year, the US market recovered its losses and went on to 

double over the following five years. Another example of 
short-term declines but long-term gains can be found in 
ATB’s Compass Portfolios. Since 2002, despite average 
intra-year drops of 6.7 per cent, calendar returns have 
been positive for the Compass Balanced O-Class in 12  
of the 13 years since its inception. 

If you’re new to investing, or even a seasoned investor, 
you’ll experience scary, frustrating and volatile short-
term events throughout your investment time horizon. 
Volatility and emotional reactions are temporary, but 
if you lock in your losses by selling after a temporary 
downturn, you are permanently putting your future 
purchasing power at risk. I urge you not to focus on the 
daily stock ticker, but to remind yourself of your goals 
and investment philosophy. Staying true to a long-term 
strategy will guide you through short-term challenges.
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-3.5% -4.8% -5.1% -6.3%

-23.1%

-11.8%

-4.7%
-7.7%
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Annual Return
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10.2% 10.1%

14.1%

0.4%
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13.4%

17.8%

11.4%
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COMPASS BALANCED PORTFOLIO (O-CLASS) VS INTRA-YEAR DECLINES

Since 2002, despite average intra-year drops of 6.7 per cent, calendar returns have been positive  
for the Compass Balanced O-Class in 12 of the 13 years since its inception. 

Intra-year declines refer to the largest market drop from peak to trough in each calendar year. Average intra-year decline of 6.7% refers to the simple average of the intra-year 
drops in each year since inception. 

The performance data provided assumes re-investment of distributions only and does not take into account sales, redemption, distribution or optional charges or income 
taxes payable by any security holder that may reduce returns. Unit values of mutual funds will fluctuate and past performance may not be repeated. Mutual Funds are not 
insured by the Canada Deposit Insurance Corporation, nor guaranteed by ATB Securities Inc., ATB Investment Management Inc., ATB Financial, the province of Alberta, any 
other government or any government agency. Commissions, trailing commissions, management fees, and expenses may all be associated with mutual fund investments. Read 
the fund disclosure documents before investing. The Compass Portfolio Series includes investments in other mutual funds. Information on these mutual funds, including the 
prospectus, is available on the internet at www.sedar.com. 
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