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Disclaimer



Objectives & 
Methodology



● To inform ATB Wealth business strategy and showcase a deep 
understanding of Albertans.

● Measure Albertans perceptions of what their savings/investment intentions 
are over the next six months, and perceptions of various factors; 

● Understand Albertans’ mindset around saving and investing including their 
intent to save and/or invest based on their confidence in various social and 
economic factors.

Research Objectives



Qualifying Participants:
Aged 18+

Sample collected and weighted to be 
representative of Albertans by age, 

gender and region.

Online 
1,000 completes in Q1 2019

Methodology

Field dates:
 

Q1 2019: February 14 to March 1, 2019
Q4 2018:  November 7 to 21, 2018

Q3 2018:  July 31 to August 14, 2018
Q2 2018: April 23 to May 3, 2018
Q1 2018: January 9 to 18, 2018

Q4 2017: October 13 to 24, 2017

Note. In this report “Albertans” = General Population Online Albertans Aged 18+



ATB Investing 
Optimism Index
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Index Methodology

ATB Investor Services’ Investor Beat Optimism Index is based on a 
representative sample of Albertans who rate their optimism toward 
investing, different investment products and political & economic 
factors.

The Investor Beat Optimism Index is calculated based on a net positive 
score which is then rescaled to fit an index ranging from 0 to 100.
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Base: All respondents
Q2NEW. Taking everything into consideration, is now a good time or bad time to invest your money?
Q2NEWa. More specifically, is now a good time or bad time to invest in the following?

Investor Beat Optimism Index

Optimism with Specific Investment Products:

More
Optimistic

Less
Optimistic

50

● The overall Investing Optimism score is trending down, and has reached its lowest score in the past year (54 points). The continued economic challenges due 
to oil prices and job growth are likely impacting the overall score negatively. 

● Optimism scores for all specific investment products remain the same quarter-over-quarter. 



9

Reasons That It’s a GOOD Time to Invest
● Significantly less Albertans feel that it is a good time to invest compared to the previous quarter and the same time last year. Sentiments that it is always a 

good time to invest, reaching a financial goal, and having the money continue to be the top three reasons on why it is a good time to invest.
● Mentions about a strong stock market, the economy being good, and the good rate for the Canadian dollar has significantly declined versus Q1’18.

15

Top 3 Box % (Rated 8, 9 or 10) - Good Time to Invest  

15 20 19

Base: All respondents 
Q2NEW. Taking everything into consideration, is now a good time or bad time to invest your money?
Base: Rated good time to invest
Q2cNEW. Why do you think now is a good time to invest?; 

21

Q1 2018 (n=212)
Q2 2018 (n=152)
Q3 2018 (n=197)

Q1 2019 (n=152)
Q4 2018 (n=185)
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Reasons That It’s a BAD Time to Invest

Base: Rated bad time to invest
Q2cNEW. Why do you think now is a bad time to invest?; 
Base: All respondents 
Q2NEW. Taking everything into consideration, is now a good time or bad time to invest your money?

● The number of Albertans who feel that it is a bad time to invest is stable compared to last quarter. Not having enough money to invest continues to be the 
top reason on why these Albertans are saying it is a bad time for investing. Mentions about the weak economy and poor Canadian dollar are significantly 
up versus the same time last year. 

Bottom 3 Box % (Rated 0, 1 or 2) - Bad Time to Invest  

12 10 14 14

Q1 2018 (n=119)
Q2 2018 (n=120)
Q3 2018 (n=101)

Q1 2019 (n=141)
Q4 2018 (n=145)

12
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Political & Economic Factors

Base: All respondents
Q3. Please rate how you view the following factors at this point in time.

● All economic factors declined for a second straight quarter, with three of the four decreasing significantly.  
● The continued low oil prices and uncertainty of the pipeline access are contributing to the downward trend for the optimism score for the Alberta economy. 

50

More
Optimistic

Less
Optimistic

Average Index Score for Economic Factors

Index Range: 0 to 100

45 42 45 41 37

Relationship with Investing OptimismLower Higher
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Macro Economic Factors
● There are no significant changes to the macro-economic factors quarter-over-quarter; however, all four are significantly lower than a year ago. Consistent 

with the previous wave, Boomers have the lowest optimism score for oil prices (23 pts) relative to their younger age counterparts (36  pts for Millennials, 28 
pts for Gen-Xers).

● After the decrease last quarter, interest rates optimism is back to the levels seen in Q3’18. 

50

Base: All respondents
Q3. Please rate how you view the following factors at this point in time.

More
Optimistic

Less
Optimistic

Average Index Score for Macro-Economic Factors

49 45 48 40 40

Index Range: 0 to 100Lower Relationship with Investing Optimism Higher
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50

More
Optimistic

Less
Optimistic

Average Index Score for Micro-Economic Factors

41 39 40 37 35

Micro Economic Factors

Base: All respondents
Q3. Please rate how you view the following factors at this point in time.

● The employment optimism index continues to tumble down, with a significant decline for the second straight quarter. The Feb 2019 Statistics Canada report 
indicates an increase to the unemployment rate for Calgary and Edmonton, with the former ranking in first place and the latter in third for the metropolitan 
areas with the highest unemployment rates.   

● The Canadian dollar and cost of living are both significantly down in their optimism score compared to the same time a year ago.

Index Range: 0 to 100
Relationship with Investing OptimismLower Higher

https://www.cbc.ca/news/canada/calgary/calgary-unemployment-rate-back-to-highest-february-2019-1.5048694


Understanding 
Albertans
Savings & Investments
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Q1 2018 (n=1,009)
Q2 2018 (n=1,002)
Q3 2018 (n=1,001)

Q1 2019 (n=1,000) 
Q4 2018 (n=1,000)

Top 10 Personal Financial Goals

Base: All respondents
Q14. Which of the following are financial goals for you personally?

● Saving for retirement and paying down debt are consistently the top two financial goals for Albertans. Paying down debt is mentioned as a goal more often 
among the Millennial and Gen-X cohorts (53% Millennials vs. 57% Gen-X vs. 31% Boomers), whereas retirement savings is a focus for Gen-Xers more so than 
the other two age groups.  

● After the increase last quarter, saving for illness/death in the family decreased significantly this wave as a financial goal.



16

Other Personal Financial Goals

Note: In this study, personal debt may include credit cards, mortgages, loans and lines of credit.
Base: All respondents
Q14. Which of the following are financial goals for you personally?

● For financial goals that are of lower interest,  saving for children/grandchildren’s education and saving for a second property are significantly down versus 
the same time last year. 

Q1 2018 (n=1,009)
Q2 2018 (n=1,002)
Q3 2018 (n=1,001)

Q1 2019 (n=1,000) 
Q4 2018 (n=1,000)
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Q1 2018
Q2 2018
Q3 2018
Q4 2018
Q1 2019

Top 10 Financial Goals Albertans Feel Behind On

* Small base size (<100) in current wave, interpret with caution.
Base: Financial goals selected, only results for ‘behind/far behind’ are shown (n=varies)
Q15. How do you feel about your progress in achieving your financial goals?

● Building an emergency fund remains a top financial goal Albertans feel behind on; this is consistent with the previous quarter. Saving for a home, house 
renovations and saving for an illness/death in the family round out the top three goals Albertans perceive that they are behind on.

● For Albertans with accumulating an estate as a financial goal, significantly more of these individuals feel behind on this goal this quarter. 
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Q1 2018 (n=691)
Q2 2018 (n=637)
Q3 2018 (n=631)

Q1 2019 (n=678)
Q4 2018 (n=683)

Reasons for Falling Behind on Goals

Base: Behind in achieving financial goals
Q16. You mentioned you are behind in at least one of your financial goals. What is preventing you from being on track?

● For those behind on financial goals, cost of living, unexpected expenses, low salary, too much spending and job loss are the top barriers to keeping their 
goals on track.  Low wages and spending too much are more likely mentioned by those under 55 than those 55+.

● Significantly less are mentioning prioritizing financial goals this quarter compared to Q4’18 and Q1’18. Gen-X (9%) and Boomers (7%)  cite this reason 
significantly less than Millennials (15%).



Impact of Drop in 
Oil Prices
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Impact by Drop in Oil Prices

Base: All respondents
Q21. Have you personally been impacted by the recent drop in oil prices? This could include changes to or a freeze in 
your salary, job loss, slower business, budget cuts, etc.

● With the low oil prices and the pipeline transportation challenges, there is a significant increase in the number of Albertans claiming to be impacted by the 
drop in oil prices this quarter. 

● Consistent with the previous quarter, Gen-Xers are more likely to feel the impact of the oil price declines (58%) compared to Millennials (50%) and Boomers 
(44%).
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Way Albertans are Impacted

Base: Impacted by the recent drop in oil prices
Q22. In what ways have you personally been impacted by the drop in oil prices?

● Increased cost of living, declines in real estate value and declines in investment values all increased significantly in mentions this quarter as reasons 
impacting Albertans who are affected by the drop in oil prices. Boomers are more likely to be impacted by these three ways than their younger counterparts. 

● Slow down in business is more likely to be a challenge for Millennials and Gen-Xers than Boomers.

Q1 2018 (n=598)
Q2 2018 (n=543)
Q3 2018 (n=522)

Q1 2019 (n=512)
Q4 2018 (n=462)
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Top Changes Albertans Have Made

Base: Impacted by the recent drop in oil prices
Q23. As a result of the recent drop in oil prices, which of the following changes have you made?

● Consistent quarter-over-quarter, reduced spending is the main change Albertans impacted by the drop in oil prices have adjusted in their lifestyle.
● Compared to the same time last year, significantly less mention a change to vacation plans and putting off home renovations. 

Q1 2018 (n=598)
Q2 2018 (n=543)
Q3 2018 (n=522)

Q1 2019 (n=512)
Q4 2018 (n=462)
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Other Changes Albertans Have Made

Base: Impacted by the recent drop in oil prices
Q23. As a result of the recent drop in oil prices, which of the following changes have you made?

● Almost all other changes are stable with the results from the previous quarter among Albertans who are impacted by the drop in oil prices; the exception 
being significantly less mentions about starting up a business.

Q1 2018 (n=598)
Q2 2018 (n=543)
Q3 2018 (n=522)

Q1 2019 (n=512)
Q4 2018 (n=462)



Ad Hoc: Relationship 
with Money Part 1 - 
Death & Money
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Base: All respondents (n=1,000)
QAH4. Do you currently have a completed will in place for yourself?

Having a Personal Will 
● Just over one-third of Albertans have a complete will in place; not surprisingly, Boomers are more likely to have a will (67%) than Gen-Xers (30%) and 

Millennials (12%).
● Notably, half of Albertans do not have a personal will; close to three-quarters of Millennials (74%) don’t have one, compared to 58% of Gen-Xers and 18% of 

Boomers. Non-business owners are more likely to be without a will (53%) than full or partial business owners (39%). 

No, but I am in the process/
have a partial one
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Ideal Time to Create a Will

Base: All respondents (n=1,000)
QAH9. When do you think is the ideal time to create a will?

● Three-in-ten Albertans feel that a particular age is when a personal will should be created, with the average being 42 years old. 
● Other top mentions are after having children or marriage. 

Base: Create a will by a certain age (n=313)
QAH9a What age do you think is the ideal time to create a will?

Mean age = 42.1 years Age 
Range

% 
indicating

Under 20 12%

21-30 22%

31-40 18%

41-50 21%

51-60 18%

Over 60 10%

Ideal Age to Create Will

Other mentions include ‘anytime’ or as 
soon as one can (i.e. has a full-time 
job, being an independent adult, 
accumulated assets)
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Reasons for Creating a Will
● Among those with a personal will, having peace of mind, providing for surviving spouse and children and having fair division of estate are the most 

commonly reported reasons for creating a will. Boomers are more likely to mention the fair division of wealth (47%) than Gen-Xers (31%) and Millennials 
(30%), while having peace of mind is more of a concern for Boomers (67%) and Gen--Xers (63%) compared to Millennials (47%)

Base: Among those who have a will or partial will (n=457)
QAH5a. What reason(s) did you have for creating a will?

Significantly more business owners 
mention major life changes than 

non-owners (22% vs. 11%).
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Reasons for Not Having a Will in Place

Base: Among those who do not have a will (n=513)
QAH5b. What are your reasons for not having a will in place?

● Among Albertans without a will, not knowing where to start and the perception of not having enough assets to include in a will are the top stated reasons 
detracting this sub-group from creating a personal will. This is an opportunity for ATB to educate their members and the general public about the steps for 
creating a will.

Feeling too young is the main barrier for Millennials (44%); 
this age cohort mentions this significantly more than their 

older counterparts. 
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Sources Used/Would Use for Creating a Will

Base: Among those who have or are in process of having a will (n=457)
QAH10a. When creating your will did you seek advice or guidance from any of the following sources?
Base: Among those who do not have a will (n=513)
QAH10b. Which of the following sources would you turn to for advice or guidance in creating your own will in the future?

● A lawyer is the main resource Albertans would use for creating a will, regardless of whether they currently have one in place/in process or not. 
● Albertans without a will report using several of the resources significantly more than those with a will; this is a factor of anticipated use among those without 

a will, whereas those who have a will have already reached out and used the resource.

Significantly higher than other subgroup

Albertans with a complete will are more likely using 
the services of a lawyer than those with a partial will 

(67% vs. 41%), whereas those with a partial will in 
place are talking to family members more than 

those with a complete will (30% vs. 19%).
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Discussing Personal Will with Children
● Seven-in-ten of Albertans with children and a will have talked to their kids about the existence of their will, but a much smaller proportion have discussed the 

financial impact of this document. Those with adult-age children are more likely to mention their will to their children compared to respondents with 
children under 18 (82% vs. 46%).

● Boomers are the most likely cohort to discuss the existence of their will with their children (85% vs. 56% Gen-X vs. 41% Millennial).

 Base: Among those who have complete or partial will (n=301)
QAH11. Have you talked to your child(ren) about the following?

Discussed Will with Children (Yes%)
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Discussing Financial Situations with Children
● For those with dependent children (under 18), close to half report that they have reassured their children they are taken care of if they pass away; an almost 

similar proportion have mentioned that post-secondary financial support would be available.
● Among those with adult-age children, three-in-ten claim (28%) to have introduced a financial advisor to their kids, and around one-in-five (22%) provided 

advice on how to manage their inheritance. 

Discussed Finance Issues with Children 
(Yes%)

* Small base size (<100), interpret with caution.
 Base: Among those who have complete or partial will
QAH11. Have you talked to your child(ren) about the following?
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Preparing Children to be Financially Responsible 
● For Albertans with children, over half (54%) are confident they’ve prepared their children to be financially responsible. Albertans with adult age children are 

more likely to be confident compared to those with children under 18 (71% vs. 31%). 
● Among the one-quarter who lack confidence in their children’s financial independence, the main reason is that their children are too young. As this 

sub-group is made up primarily of parents with kids under 18, this answer is not unexpected. 

Base: Has child(ren) (n=503)
QAH12. Are you confident you’ve prepared your child(ren) to be financially responsible on their own (e.g., 
understand the importance of saving, money management seeking advice, etc.)?

Base: Not confident have prepared child(ren) (n=123)
QAH12b. What are the reasons you don’t feel confident that you’ve prepared your child(ren) to be 
financially responsible?

Confident Child(ren) Financially Responsible Reason for Non-Confidence
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Parents’ Lifestage and their Need for Financial Support
● Among Albertans that have one or both of their parents who are alive, the majority state that they are not financially supporting their parents. 

Lifestage of Respondent’s Parents

Financially Supporting Parents?

Base: All respondents (n=1,000)
QAH3. Which of the following describes you?

Base: Among those with parent(s) alive (n=708)
QAH3b. Do you financially support one or more of your parents (i.e., parent is dependent on you to look 
after some or all of their financial needs)?
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Discussing Wills with Living Parents
● Over half of Albertans with living parents report that their parents have a completed will in place; yet one-third of this subgroup have never talked to their 

parents about this document. Main barriers for having this discussion include the discomfort of talking about this topic (for both themselves and their 
parents), and not knowing how to start this conversation.

Base: Among those with both or one parent(s) alive (n=708)
AH6a. Does/do your living parent(s) have a completed will in place?

Base: Parent(s) have completed will in place (n=368)
AH7a. Have you discussed the content of your parent(s) will with them?

Barriers to Discussing Will

Base: Among those who have not discussed parents’ will with them (n=123)
AH8a What are the reasons you have not discussed the content of your parent(s)’ will with them?

Parent(s) have completed will?

Discussed content of will with parent(s)?

Why not?

Millennials are more likely to be 
unsure if their living parent(s) 

have a will (42%) than Gen-Xers 
(30%) or Boomers (12%).
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Discussing Wills with Deceased Parents

● xx
● xx

Base: Among those with one or both parent(s) deceased (n=482)
AH6b. Did the parent(s) that passed away have a completed will in place?

Base: Deceased parent(s) had completed will in place (n=317)
AH7b. Prior to their passing, did you discuss the content of their will with your parent(s)?

Base: Did not discuss will w/deceased parent(s) prior to passing (n=163)
AH8b. What are the reasons you did not discuss the content of your parent(s) will with them prior to their 
passing?

Parent(s) had completed will?

Discussed content of will with parent(s)?

Why not?

Barriers to Discussing Will

● Two-thirds of Albertans with a deceased parent report that their parents had a completed will; this is at a higher rate than those with a living parent. 
However, half of this subgroup never discussed the content with their parents, with the main barrier being not having a chance to talk about prior to their 
passing, following by their parents discomfort in discussing this topic. 

Millennials are more likely to be 
unsure if their deceased parent(s) 

had a will (21%) than Gen-Xers 
(8%) or Boomers (7%).
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Sentiments Regarding Finances & Passing Away
● Over half of Albertans feel comfortable planning their death (55% Top2Box); an almost similar proportion are also comfortable discussing death with their 

family members. Albertans with a will are more likely to be at ease with planning for their passing than those without a will (67% vs. 46%).
● Albertans are divided when it comes to talking about money with their family; a similar number agree (35%) and disagree (39%) with this statement. 

Significantly more Albertans without a will agree with this sentiment than those with a complete/partial will (40% vs. 30%).
● Four-in-ten fear that they won’t be able to accomplish all they desire before passing; Albertans with a partial will (40%)  or no will (47%)  are more likely to 

agree with this compared to those with a complete will (28%).

Base: All respondents (n=1,000)
QAH13. Rate your level of agreement or disagreement with the following statements ...

Agree 
(Top-2-Box)

55%

51%

40%

35%

22%

19%

21%

31%

39%

47%

Disagree 
(Bottom-2-Box)



Demographics & 
Profiling 
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Base: All respondents (n=1,000)
D1. Please indicate your gender.
D2. Which age range do you belong to?
D3. In which area of Alberta do you live?
D7. Which of the following best describes your total household income?
D8. Which best describes your total financial savings and investments? This includes savings deposits, stocks, bonds, 
mutual funds, other investments and cash, inside or outside registered accounts, but excluding the value of your home(s)?
 

Q1 2018
(n=1,009) 

Q2 2018
(n=1,002)

Q3 2018
(n=1,001)

Q4 2018
(n=1,000)

Q1 2019
(n=1,000)

Household Income

$30K or less 12% 12% 14% 12% 14%

$30K to $50K 13% 14% 15% 16% 15%

$50K to $80K 20% 21% 19% 20% 19%

$80K to $100K 14% 12% 13% 13% 15%

$100K to $150K 19% 16% 18% 16% 16%

$150K to $250K 6% 7% 6% 6% 6%

$250K or more 2% 2% 2% 3% 1%

Prefer not to say 11% 13% 11% 12% 12%

Don’t know 3% 3% 3% 1% 2%

Investible Assets

None to <$25K 34% 33% 33% 36% 35%

$25K to <$100K 19% 16% 19% 17% 18%

$100K to <$500K 21% 22% 21% 19% 20%

$500K+ 8% 9% 10% 11% 10%

Prefer not to say 14% 17% 14% 14% 15%

Don’t know 3% 3% 3% 4% 3%

50% 50%

Gender split consistent across all waves.

Age consistent across all waves.

18 to 34

33%
35 to 54

38%
55+

29%

Other Alberta

30%

Edmonton

33%

Calgary

36%

Regional split consistent across all waves.
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Base: All respondents (n=1,000)
AH1. Are you a business owner?
AH2. Do you have a child/children?

Base: Among those who have child/children (n=
AH3. Which of the following describes your child/children?

Yes,
I own my

own business

9%

Yes,
I am a partial

owner of a business

3%

No,
I am not a

business owner

88%

Business owner?

Children?

Age(s)?

Yes

50%

Not yet, but will one day 17%

No, and don’t want children 28%

Prefer not to say 5%

Under the age
of 18

46%
Over the age

of 18

60%

Additional Demographics 



Appendix
Progress on Achieving Financial Goals
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Savings for ...

Behind (net) Ahead (net) On Track
Q1 2018 Q2 2018 Q3 2018 Q4 2018 Q1 2019 Q1 2018 Q2 2018 Q3 2018 Q4 2018 Q1 2019 Q1 2018 Q2 2018 Q3 2018 Q4 2018 Q1 2019

Children’s/grandchildren’s education 38% 43% 32% 47% 44% 12% 15% 18% 10% 8% 42% 37% 45% 35% 41%

Your education 40% 46% 44% 41% 52% 11% 14% 16% 13% 8% 41% 27% 36% 34% 34%

Vacation 46% 43% 41% 48% 47% 10% 8% 13% 11% 11% 39% 43% 39% 32% 35%

Retirement 53% 49% 45% 51% 52% 10% 9% 13% 10% 10% 33% 38% 37% 35% 33%

Major purchase (car, TV, etc.) 51% 47% 49% 54% 48% 11% 7% 11% 7% 6% 32% 34% 33% 28% 36%

House renovation 50% 53% 51% 53% 58% 11% 8% 8% 6% 6% 33% 31% 36% 33% 27%

House 53% 50% 56% 55% 59% 7% 7% 11% 8% 4% 29% 26% 24% 22% 24%

Money in case of an illness/death in family 52% 52% 50% 59% 58% 9% 6% 9% 7% 6% 32% 34% 33% 26% 28%

Wedding/honeymoon/baby* 42% 53% 50% 49% 51% 12% 11% 15% 6% 11% 29% 25% 24% 24% 25%

Second property* 54% 55% 51% 41% 48% 9% 7% 11% 12% 7% 28% 28% 33% 29% 32%

Buying proper life insurance coverage 36% 50% 42% 51% 47% 14% 14% 11% 14% 9% 32% 26% 34% 24% 27%

Managing day-to-day finances 32% 35% 33% 37% 39% 13% 10% 13% 13% 12% 54% 54% 53% 49% 47%

Reducing your spending 44% 45% 46% 50% 42% 8% 8% 11% 9% 11% 46% 44% 41% 39% 45%

Making charitable donations 32% 30% 31% 31% 37% 11% 12% 14% 14% 11% 54% 55% 51% 49% 50%

Accumulating an estate 43% 39% 41% 38% 51% 7% 18% 13% 13% 9% 40% 36% 39% 37% 29%

Starting or owning a business* 51% 42% 50% 46% 42% 11% 15% 9% 11% 4% 26% 30% 28% 28% 40%

Reducing the amount of tax you pay 43% 51% 39% 46% 53% 7% 6% 9% 6% 6% 44% 41% 44% 36% 35%

Paying down debt 49% 46% 47% 50% 50% 10% 8% 10% 9% 9% 40% 44% 40% 39% 37%

Building up an emergency fund 56% 55% 54% 61% 59% 7% 9% 8% 7% 8% 33% 30% 33% 26% 26%

Progress of Achieving Financial Goals

* Small base size (<100) in current wave, interpret with caution.
Base: Financial goals selected (n=varies)
Q15. How do you feel about your progress in achieving your financial goals?



To learn more about ways our investing philosophy is helping 
Albertans, please contact: Chris Turchansky, President of ATB 
Wealth at christurchansky@atb.com


