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FORW ARD-LOOKING INFORM ATION
From time to time, the Bank (as defined in this document) makes written and/or oral forward-looking statements, including in
this document, in other filings with Canadian regulators or the United States (U.S.) Securities and Exchange Commission
(SEC), and in other communications. In addition, representatives of the Bank may make forward-looking statements orally to
analysts, investors, the media and others. All such statements are made pursuant to the “safe harbour” provisions of, and are
intended to be forward-looking statements under, applicable Canadian and U.S. securities legislation, including the U.S.
Private Securities Litigation Reform Act of 1995. Forward-looking statements include, but are not limited to, statements made
in this document, the Management’s Discussion and Analysis (“2015 MD&A”) in the Bank’s 2015 Annual Report under the
heading “Economic Summary and Outlook”, for each business segment under headings “Business Outlook and Focus for
2016”, and in other statements regarding the Bank’s objectives and priorities for 2016 and beyond and strategies to achieve
them, the regulatory environment in which the Bank operates, and the Bank’s anticipated financial performance. Forwardlooking statements are typically identified by words such as “will”, “should”, “believe”, “expect”, “anticipate”, “intend”, “estimate”,
“plan”, “may”, and “could”.
By their very nature, these forward-looking statements require the Bank to make assumptions and are subject to inherent risks
and uncertainties, general and specific. Especially in light of the uncertainty related to the physical, financial, economic,
political, and regulatory environments, such risks and uncertainties – many of which are beyond the Bank’s control and the
effects of which can be difficult to predict – may cause actual results to differ materially from the expectations expressed in the
forward-looking statements. Risk factors that could cause, individually or in the aggregate, such differences include: credit,
market (including equity, commodity, foreign exchange, and interest rate), liquidity, operational (including technology and
infrastructure), reputational, insurance, strategic, regulatory, legal, environmental, capital adequacy, and other risks. Examples
of such risk factors include the general business and economic conditions in the regions in which the Bank operates; the ability
of the Bank to execute on key priorities, including the successful completion of acquisitions, business retention, and strategic
plans and to attract, develop and retain key executives; disruptions in or attacks (including cyber-attacks) on the Bank’s
information technology, internet, network access or other voice or data communications systems or services; the evolution of
various types of fraud or other criminal behaviour to which the Bank is exposed; the failure of third parties to comply with their
obligations to the Bank or its affiliates, including relating to the care and control of information; the impact of new and changes
to, or application of, current laws and regulations, including without limitation tax laws, risk-based capital guidelines and
liquidity regulatory guidance; the overall difficult litigation environment, including in the U.S.; increased competition, including
through internet and mobile banking and non-traditional competitors; changes to the Bank’s credit ratings; changes in currency
and interest rates (including the possibility of negative interest rates); increased funding costs and market volatility due to
market illiquidity and competition for funding; critical accounting estimates and changes to accounting standards, policies, and
methods used by the Bank; existing and potential international debt crises; and the occurrence of natural and unnatural
catastrophic events and claims resulting from such events. The Bank cautions that the preceding list is not exhaustive of all
possible risk factors and other factors could also adversely affect the Bank’s results. For more detailed information, please
refer to the “Risk Factors and Management” section of the 2015 MD&A, as may be updated in subsequently filed quarterly
reports to shareholders and news releases (as applicable) related to any transactions or events discussed under the heading
“Significant Events” in the relevant MD&A, which applicable releases may be found on www.td.com. All such factors should be
considered carefully, as well as other uncertainties and potential events, and the inherent uncertainty of forward-looking
statements, when making decisions with respect to the Bank and the Bank cautions readers not to place undue reliance on the
Bank’s forward-looking statements.
Material economic assumptions underlying the forward-looking statements contained in this document are set out in the 2015
MD&A under the headings “Economic Summary and Outlook”, and for each business segment, “Business Outlook and Focus
for 2016”, each as may be updated in subsequently filed quarterly reports to shareholders.
Any forward-looking statements contained in this document represent the views of management only as of the date hereof and
are presented for the purpose of assisting the bank’s shareholders and analysts in understanding the bank’s financial position,
objectives and priorities and anticipated financial performance as at and for the periods ended on the dates presented, and
may not be appropriate for other purposes. The bank does not undertake to update any forward-looking statements, whether
written or oral, that may be made from time to time by or on its behalf, except as required under applicable securities
legislation.
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FIRESIDE CHAT
Robert Sedran – CIBC World Markets – Analyst
So, okay. The last session before lunch. We have Leo Salom, who is the EVP of Wealth Management at TD
Bank. Thank you very much for joining us today, Leo. Leo joined TD in 2011 as EVP in the Wealth Advisory
Business and took on his current role in 2013, and he is responsible for TD's global wealth franchise
including direct investing advisory and asset management. He spent over 25 years in retail banking and
investment management, and my favorite part, includes South America, Caribbean and Europe. So – and I
guess I should add North America now to that list. So, welcome to the conference.
Leo Salom – TD – Executive Vice President, Wealth Management
It's great to be here again, Rob.
Robert Sedran – CIBC World Markets – Analyst
We appreciate you coming out. I'm going to start with a bit of a general question for you, and it's really kind
of relates around how the business is working from a Canadian PNC banking, cross-selling, getting the
asset flows? It strikes to me that the strength of that TDCT vacuum cleaner is a big part of the story. How
well is it working?
Leo Salom – TD – Executive Vice President, Wealth Management
It is the source of much of the growth that we enjoy in the Wealth business. So just to give the group a bit of
a background, when we talk about the Canadian Wealth business, we are talking about serving two million
clients with about CAD 600 billion in assets, around three core lines of businesses. But one of the big
catalysts and what's allowed us to be able to deliver double-digit earnings growth and generate a industryleading return on equity of 50% is this organic model. The relationship between the retail, commercial, and
our Wealth businesses is at the core of that model. On an annual basis in any one given year, we generate
over CAD 20 billion of referrals out of the TDCT Network, and that's the unique competitive advantage.
Having worked at two other organizations, I have never experienced a model that's quite as effective as the
one we have within the group.
And I still think – while I think it's been the source of growth in the past, I still believe there is tremendous
opportunities there. The Bank serves 11 million clients, approximately 4 million of those would be mass
affluent and high net worth in nature, and in the advice space, we only bank about 12% of those clients. So,
being very deliberate about aligning distribution against that opportunity set, I think, is the real source of
strength for us. And I think it's the reason why we have a great deal of confidence that we can sustain a
double-digit earnings worth profile in the Wealth business.
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Robert Sedran – CIBC World Markets – Analyst
We've often thought of the strength of the cross-sell at TD Bank and the concept of natural market shares at
TD Bank sort of couple of defining features. And the penetration rate you just described is well below what
you would probably describe as your natural market share.
Leo Salom – TD – Executive Vice President, Wealth Management
Correct.
Robert Sedran – CIBC World Markets – Analyst
So, there are some historical reasons for that, which maybe you'd get into. But is there a structural reason
for it as well or is there – is that really the opportunity set, is to get it to where everything else is?
Leo Salom – TD – Executive Vice President, Wealth Management
I think it's the strategic choices that we made in the wealth space. So TD started as largely a discount
brokerage arm. And we did not buy a broker dealer. So we didn't go out and buy one of the established
broker dealers. So, our entire advice core business, which is our financial planners in the branches, our full
service brokers, were really organically built. Today, we have over 2,000 advisors. But that means that over
the last 10 years, we've been organically picking and building teams, and lining up that team with our core
retail branch system.
So, it's been slower in the build, but I think that now we've got the foundation in place to begin to be able to
truly franchise clients. And there's still opportunities to grow that distribution network. One of the things that
we made mentioned at the Retail Investor Day is that I'd love to be able to add another 500 advisors over
the next three years to five years. I think we've got the capacity to be able to do that. We're still slightly
undersized to some of the existing competitors in the marketplace. And given the opportunity set that I just
referenced in terms of cross sell opportunity, I think this is going to be a source of significant growth for us.
Robert Sedran – CIBC World Markets – Analyst
Just to be clear, when you talk about 500 advisors and when you talk about more 2,000 advisors, that runs
the gamut, everyone from a financial planner in a branch to a full service broker to, I guess, anything in
between. Is that fair?
Leo Salom – TD – Executive Vice President, Wealth Management
Correct. It would be our financial planners in the branch, which are really serving mass affluent clients, the
high net worth private investment council folks are private bankers, and then our full service brokers in TD
Waterhouse proper. The collection of those three groups make up our full advisory suite.
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Robert Sedran – CIBC World Markets – Analyst
And so when you're thinking of adding 500 more bodies, is it in the financial planning side, which is going to
help you mine the branch network? Is it in the full service brokerage, which is going to go after ultra-high net
worth and high net worth? Or...
Leo Salom – TD – Executive Vice President, Wealth Management
Probably two-thirds against the mass affluent, a third against the high net worth.
Robert Sedran – CIBC World Markets – Analyst
Okay. And so you mentioned the strategic decisions around buy versus build, this has always been, from
my understanding, a hard business to buy...
Leo Salom – TD – Executive Vice President, Wealth Management
Sure.
Robert Sedran – CIBC World Markets – Analyst
...when you start looking at individuals because people that are not in a bank channel today are probably
because they don't want to be in a bank channel.
Leo Salom – TD – Executive Vice President, Wealth Management
Correct.
Robert Sedran – CIBC World Markets – Analyst
Is this all organic we're talking about or would you consider, without commenting on any specific activity,
would you consider an acquisition there, too?
Leo Salom – TD – Executive Vice President, Wealth Management
Sure. We're sort of committed at this point to the organic strategy that we've got. We think we've got plenty
of opportunities still to be able to extract from it. It's not that we're opposed to an acquisition. But as you
referenced, Rob, it's difficult to buy in the full service brokerage space, it's difficult to buy in the overall
advisors space because you've got the risk of attrition on purchase.
So we've opted to choose the organic route, and I think it served us quite well. That doesn't preclude us
from looking at opportunities going forward, whether it would be here in Canada or the U.S. if we found an
asset that we thought meet our financial hurdles, they align well to the business model that we're trying to
create, and most importantly, where we felt that there was a good cultural fit.
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We're not trying to run an independent European-like wealth management arm. We are an embedded part
of the bank, we view ourselves as an extension of the retail franchise that we've got, and to the extent that
we can leverage that, I think that's the source of our differentiation.
Robert Sedran – CIBC World Markets – Analyst
I asked the question in a different context this morning, but I long thought – earlier this morning, but I've
long thought of the Wealth Management business as a double-digit earnings grower and arguably, doubledigit top line grower just given the number of the trends. And then we layered in a lot of different issues that
have sort of slowed that growth a little bit.
Leo Salom – TD – Executive Vice President, Wealth Management
Sure.
Robert Sedran – CIBC World Markets – Analyst
It's interesting to hear you say that you still see it as a double-digit growth engine. Is that largely through,
you think you have a larger market share opportunity in front of you or do you think the industry is still
actually growing at those kind of rates?
Leo Salom – TD – Executive Vice President, Wealth Management
No. I think, Rob, what you're beginning to touch on is the fact that there are some headwinds that are
materializing in the wealth management space. But in order to be able to deliver double-digit, we've got to
compensate for. So the two primary headwinds would be the fact that market returns are likely to be more
muted going forward than they have been over the past five years, seven years, and that's just the reality,
right?
So the forecast for equity market returns and bond returns are going to be lower than what they've been,
and that means that some of your asset revaluation is not going to go quite as quickly. The other piece is
the fact that we are going to experience some degree of modest margin compression in the asset
management space, and that's driven by some of the regulatory changes, but more importantly, by the fact
that asset managers are introducing different products at different price points, and the move to fee-based
is going to create a little bit of downward pressure on fees.
That said, the tailwinds, I still believe, more than compensate for that. And the tailwinds from our
perspective is the fact that we still think that the fundamental demographics are strong. We still think we're
underrepresented in terms of wealth offerings to the broader retail group. We still think that there is an
opportunity for us to franchise across North America, some of the client cross-sell opportunities. And then,
finally, I think to the extent that we're able to execute against some of the product gap opportunities, you put
all that together, we should be able to generate double-digit earnings growth.
Robert Sedran – CIBC World Markets – Analyst
The phrase modest margin pressure is an interesting one because, I guess, I would have guessed that
more than modest in terms of the pressure on the top-line for the industry, and it's just been a challenge
everyone has been dealing with. When you think about the regulatory change that has already been
enacted and some of the changes that are coming, does it feel like some of that's already been absorbed in
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the margin, which is why you think the margin pressure might be less, or is it just that you'll find ways to
overcome it somehow?
Leo Salom – TD – Executive Vice President, Wealth Management
Yeah. Rob, I would say that we are – we're already seeing some of that margin pressure materializing. And
I don't think it comes from simply expecting some big regulatory event. I think the margin pressure is coming
from the fact that every asset manager is introducing premium classed product. There is a big shift towards
F-Series mutual funds and other fee-based pieces, which is putting a little bit of downward pressure on
overall margins. We're seeing the introduction of certain alternative bundled products at more attractive
price points in the fund of funds category. You put all those things together, and collectively, it's creating
what I would still say is modest, because if you look at it, were talking 2 basis points to 3 basis points a
year. I think that, that will be modest but persistent. I think for the next two years or three years, if you are
an asset manager, you've got to build that into your formula, and you've got to be able to deliver both
growth in terms of acquired assets, as well as expense efficiencies to be able to compensate for that.
Robert Sedran – CIBC World Markets – Analyst
One of the product classes that, I guess, is causing some of this and certainly gets talked an awful lot about
is ETF, and TD stepped gingerly, I guess, so far into the ETF business. You want to talk a little bit about
what you're doing there and what the thought process is there? Because, I guess, the worry always is about
cannibalization from your existing product, which turns that modest margin pressure to something more
significant if it does happen.
Leo Salom – TD – Executive Vice President, Wealth Management
Sure. So there is no question the ETF market is growing at a faster clip than your classical active solution
sets. That said, at TD, we have been – we haven't necessarily been as visible in the retail ETF market, but
we are one of the largest passive investment shops on the institutional side in the entire country. So we've
got the core capabilities to be able to manufacture retail solutions. And earlier this year, we did announce
that we're stepping into first phase, a launch with six passive ETFs. And the second phase will be a series
of active ETF solutions as well.
But I don't see us necessarily using them as end solutions. We're still – if you look at our total sales as part
of Wealth, the bulk of our sales are in solutions, not in individual product standalone mutual funds. So while
I do think there will be some degree of substitution, which will be inevitable, I see the ETF suite as
ingredients to solutions as opposed to a product on to itself. In direct investing, we'll sell the product directly.
But in most of our advice channels, we'll be using them as lower cost ingredients within some of our fund
solutions, which I think will mitigate some of the margin compression discussion, Rob, that you alluded to.
Robert Sedran – CIBC World Markets – Analyst
The fee-based account is another interesting development that it's becoming – I guess it's happening faster.
And some banks in particular are being more proactive about it as an opportunity to gain share just by –
faster than it needed to happen kind of thing.
Leo Salom – TD – Executive Vice President, Wealth Management
Sure. Right.
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Robert Sedran – CIBC World Markets – Analyst
What do you think is driving that portion? And is there a plan to put them into the branches at some point?
Is there a plan to become more active still on this fee-based? Because it sounds like the Series A mutual
fund, the big 2% plus MER, is going away regardless of whether it gets regulated away or not.
Leo Salom – TD – Executive Vice President, Wealth Management
That's right. That's right. And so just for some context, about 60% of all of our sales today in Wealth are in
fee-based product. So we're trying to get out in front of what is a logical evolution. And if regulators do
decide to ban embedded commissions, we want to be in a position such that the entire distribution engine
already has the capability to deliver fee-based solutions across all. I do think it will include the branches.
Today, our financial planning arm sells fee-based solutions in the branches. And I could see us extending
that beyond just the financial planning arm to include most of our mutual fund suite as well.
So, I think those are things that we're exploring now. I would say that it also – while we're looking at it as a
potential source of margin compression, it's also a tremendous opportunity for us to innovate the offering,
and be able to provide much more product solutions in fee-based type form into some of those emerging
channels. So I think we're going to be working on ways of not only meeting a regulatory standard, but also
providing clients much more choice as we roll out some of these fee-based solutions.
Robert Sedran – CIBC World Markets – Analyst
Okay. Switch gears a little bit and talk about the U.S.
Leo Salom – TD – Executive Vice President, Wealth Management
Sure.
Robert Sedran – CIBC World Markets – Analyst
Your friends in personal and commercial banking get all the discussion all the time, but there is a U.S.
Wealth business as well, And then, I'd like to hear more about what – how it's going, but also what the
vision is in terms of what you think you can build. It's a very different marketplace from what it is in Canada.
Leo Salom – TD – Executive Vice President, Wealth Management
It's probably one of the most exciting parts of my job, quite frankly. And people ask me, what's the strategy
for the U.S., and it really is, at the risk of simplifying it, connecting the dots. We own 42% of TD Ameritrade,
which is arguably the most capable, most sophisticated active trading, self-directed brokerage shop in the
country. We have 8 million retail clients from Maine to Florida, over 1,200 branches. We've built a high-net
worth platform with nearly 200 advisors that is now aligned to that retail and commercial banking footprint.
And we bought, three years ago, arguably one of the best boutique large cap value-oriented investment
shops in Epoch.
And so, what we're doing right now is bringing on that capability, completing it with our TDAM Canadian
core product offering, and really creating an integrated U.S. wealth offering.
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And I say that it's about connecting the dots because it – rarely do you get an opportunity to start with 14
million clients and be able to build a wealth management franchise based on that embedded client base,
and that's essentially what we're doing. So, we're relying a great deal on TD Ameritrade for the mass
affluent offerings, both self-directed and other sort of light-advice type products. We're leveraging the
Bank's capabilities in the high net worth space to franchise commercial clients and retail clients into that
book of business. And we're bringing TDAM's fixed income, low vol, outcome-oriented solution sets with
Epoch's established position in the institutional market to really create a very distinctive asset management
presence in the U.S. It is a very different market, so I don't want to – it is a more fragmented market. In
some respects, it's certainly a very competitive marketplace, but some of the basic factors that allowed us to
be able to build a very successful advice business in Canada, I think, also exists in the U.S.
So, the discipline around distribution, around client alignment, I think, is going to be fundamental to building
a world class business there, and just to put some numbers on it. This year, that business, which is
relatively young, is on track to generate just under CAD 100 million in earnings. So, it's early days for that
business, but I think the potential for us to be able to replicate the success we've been enjoying in Canada
organically in the U.S. is clearly there.
Robert Sedran – CIBC World Markets – Analyst
So, 200 advisors in the United States – I mean, 200 advisors in Canada would sound like a small number.
Leo Salom – TD – Executive Vice President, Wealth Management
Yeah.
Robert Sedran – CIBC World Markets – Analyst
200 advisors in the United States...
Leo Salom – TD – Executive Vice President, Wealth Management
Without question.
Robert Sedran – CIBC World Markets – Analyst
...sounds like a lot of work still to be done. Where would you like that to get to? And when you think about
where these people will come from, and I guess maybe this is back to this full acquire versus buy
perspective, is there – can you do this organically? Do you need an acquisition? Are you looking around?
Like what's the thought process around both manufacturing and distribution in the United States?
Leo Salom – TD – Executive Vice President, Wealth Management
So, Rob, we are – I don't envision us ever having your classical bank brokerage model in the U.S. At the
risk of limiting options, I don't view that, that's going to be the most successful and profitable model to build
a wealth management franchise in the future.
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What we would like to do is leverage the fact that we don't have a full service brokerage practice in the U.S.
to be able to go much more aggressively in digital and directly driven advice solutions. I'm avoiding the term
robo-advisor because I think robo-advisor is too much of a simplification. I think the end state solution that is
going to win the day is a digital solution supported with a certain degree of human interaction in a very
intimate manner to be able to provide sophisticated advice, but in a much more scalable manner. And we
have an opportunity. Since we don't have a full service brokerage business in the U.S., I don't have much
risk of channel conflict or any degree of cannibalization. I can be much more aggressive in that mass
affluent space with an alternative solution to your classical full service brokerage business.
So, what you could expect from us is leveraging our TD Ameritrade knowhow, our retail banking presence,
and the lack of potential, some would say, a disadvantage today that we don't have a full service brokerage
business to be able to reformulate the strategy and offer something that's very distinctive, and potentially,
somewhat disruptive in terms of price point.
Robert Sedran – CIBC World Markets – Analyst
I mean, it's an interesting point, clean sheet of paper, you probably wouldn't build the banks the way they
are built today. And so you have the opportunity to build something different.
Leo Salom – TD – Executive Vice President, Wealth Management
Correct.
Robert Sedran – CIBC World Markets – Analyst
And it's almost a bit of a hybrid of the two. When you come back now to Canada though, and think of that
same world as it exists today. When you think about TD Waterhouse, not the full service brokerage, but
the direct brokerage, how does that model evolve – number one market share by a good site.
Leo Salom – TD – Executive Vice President, Wealth Management
Sure.
Robert Sedran – CIBC World Markets – Analyst
How does that market evolve to capture the robo and capture the other alternatives, but also be able to
provide some advice over top?
Leo Salom – TD – Executive Vice President, Wealth Management
So, we start in the U.S., as Rob has alluded to, with an incredible position in the direct investing space.
That business has a 41% share of the marketplace. We have 1.5 million clients that deal with us today in a
direct basis. Over the past 18 months, we've been spending an incredible amount in retooling the entire
active trading capability, we've built an active trading engine. We've completely redone the front end, we've
created mobile banking and mobile trading capabilities to be able to shore up what has been the base of
that business, which is the true active trading side of the house.
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But to Rob's point, unless we pivot and add a long-term investor strategy to that piece, I think we would be
leaving money on the table. So, as we think about 2017, and certainly 2018, tremendous amount of focus
for our direct investing business is coming up with a long-term investor strategy that allows us to complete
that sort of direct advice component piece.
Now, it's not at – it's not necessarily a conflict to the full service brokers, because what I'd like to try to do is
use a lot of the plumbing that we're going to build for the direct investing business and be able to provide
that same infrastructure to our full service brokers, so that they could potentially build scalable sub solutions
as part of their offerings.
And so we're working through that model now, but I think the one clear takeaway is algorithmic investing,
the science around that is going to be foundational for Wealth Management regardless of what channel you
talk about. So it's an area that we're spending a great deal of time on building the data infrastructure,
building the rules engines, and building the front end applications to be able to provide that sort of solution,
whether it be on a completely direct basis or in some sort of hybrid structure to the full service brokers.
Robert Sedran – CIBC World Markets – Analyst
You talked about plumbing, and you know anyone who has renovated a house knows how expensive
plumbing is.
Leo Salom – TD – Executive Vice President, Wealth Management
Tell me about it.
Robert Sedran – CIBC World Markets – Analyst
Yeah. So when you think about all the various places you can spend money, and a lot of these trading tools
don't come cheap.
Leo Salom – TD – Executive Vice President, Wealth Management
Sure.
Robert Sedran – CIBC World Markets – Analyst
How do you manage to not overbuild and to not sort of go down the wrong rabbit hole, so that you're
investing money in things that actually people will use?

10

Leo Salom – TD – Executive Vice President, Wealth Management
So, we've been – at the risk of oversimplifying, we've been focusing our technology spend, which I think is
critical in the Wealth Management business. I think the pace of change, both regulatory and otherwise, is
dictating a focus on technology that we haven't necessarily had in the last 10 years. But we're focusing on
four areas. One is the retooling of the direct investing platform because that was – we felt that we had to
defend what is a critical source of profitability for TD Wealth.
Second, it's retooling the entire advisor desktop. I've got to be able to arm our advisors if I expect them to
deliver legendary service, which is our aspiration within TD. We've got to arm them with the tools to be able
to deliver that experience, and increasingly, given CRM2, their ability to evidence their value proposition is
fundamental. So arming them with an advisor desktop CRM capability, dynamic portfolio generating
capabilities, investment proposal engines, et cetera, and linking that seamlessly so they can scale their own
practices is fundamental.
Third area, and this is an area that across the entire franchise, we're spending a lot of time on, is the end-toend process automation. Is looking at – we've been looking at our top eight processes within Wealth and
saying how do we fundamentally retool them so that we can take out significant costs out of our backend
operations. And I need to do that in order to meet some of the margin compression challenges we might
have, and to be able to fund some of the initiatives that we want to do going forward.
And then, in the final piece, which is a little bit more generic, less applied is the data architecture. In order
for us to respond to regulatory changes or simply business changes, we need a completely – we needed,
within TD Wealth, a completely different data architecture to be able to respond to those requests in a much
more strategic way.
So, this year, a significant portion of spend around CRM2 and point of sale, et cetera, we've engineered that
to be able to lay the foundation for data architecture that gives us optionality going forward. But collectively,
we're spending more money on technology, but I think in the long run, it will give us significant efficiencies
and also allow us to be able to innovate much more effectively going forward.
Unidentified Audience Participant
Are you able to keep your most productive salespeople in wealth? And a related question is, is it important
to your customers that it's fundamentally people serving them, or not?
Leo Salom – TD – Executive Vice President, Wealth Management
Without question. In fact, retaining your best advisors, whether that be in the mass affluent space, in the
high net worth space is job one, because much of our solutions in the advice businesses are dependent on
that, on the intimacy of that client-advisor relationship. So making TD the most attractive place for that
advisor to build a practice, and giving them the tools to be able to scale that practice so that they view that
there is no plateauing based on either administration or challenges, that is fundamental in terms of being
able to manage a brokerage business. And we've been fortunate, we've had very low turnover.
We've been a little bit more acquisitive in terms of trying to bring new teams to be able to round out our high
net worth offerings in select markets. But thus far, I think the combination of the organic model with retail,
the technology driven support structure that we're trying to drive in the Wealth business, and I think the
culture within TD broadly, has allowed us to be able to create a good environment. It's a different
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environment than your classic full-service brokerage business, it's a much more integrated wealth
management model. But it's one that has served us well thus far.
Robert Sedran – CIBC World Markets – Analyst
I guess that part of the answer, you've – you're creating an environment where I'm part of an integrated
offering, I don't have to smile and dial quite so much, I'm getting referrals from the branch network, and so
my – I'm more of a relationship manager than I am a hunter?
Leo Salom – TD – Executive Vice President, Wealth Management
Exactly right. And with the added twist, Rob, that what we're asking the advisors to do, is to truly be
representatives of the institution from a high net worth advisory perspective. So not just view themselves as
the classical investor manager, but position themselves as high net worth advisors so they can bring the
entirety of the bank to bear, whether that'd be private banking, other advisory services, trust and estate, the
philanthropic service group, commercial banking solutions, and do that as seamlessly as possible. If I can
get our very best high net-worth brokers to act as a high net-worth advisor and truly franchise their clients
effectively, that's an extremely powerful model. And it's been a journey, but I think given the fact that we
built our platform organically, we have more individuals that think that way and can actually execute against
that strategy.
Robert Sedran – CIBC World Markets – Analyst
You've talked about some of the tools that you put in place from a direct investing perspective, from a data
architecture, data infrastructure perspective, and I noted the use more than once of the past tense. Are you
kind of exiting an investment cycle here, and so the benefits to revenue should be there, the operating
leverage should improve, or – I know the answer is we're always spending, but it's a bit of heightened
investment spending that we're coming out of?
Leo Salom – TD – Executive Vice President, Wealth Management
Rob, the way I would say that is, I think the reason why I use the past tense is that some of the foundational
builds are now somewhat past tense. I'd say somewhat because there's still -- in data, there's still some
work that we have to do to convert what are more back-end applications of data to be more real-time, and
much more trigger event-based, which requires some additional tooling. But foundationally, I think we've
made some good progress.
I think the exciting part starts now, is the application of that infrastructure, both data and sort of core
technology in terms of solutions, whether they be advisor solutions or client solutions or digital innovations.
And I'm a big believer this place is – this space is awfully crowded. There's – if I try to compete on legacy
capabilities in a world that's changing very quickly, we run the risk of them being a commodity price product,
then that's – there's no fun in doing that. So, by staying ahead of this innovation curve, providing direct
solutions to clients, supporting our advisors much more dynamically, I think it positions us well to compete.
Robert Sedran – CIBC World Markets – Analyst
Is there a room on the TD Waterhouse platform for some kind of robo-advice just to forestall that external
threat or is there not needed because the external threat is not that big?
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Leo Salom – TD – Executive Vice President, Wealth Management
No, no. I think going back to the question, I used the term long-term investing strategy within direct
investing, but it's a proxy for robo-advisory capability. We might – I'm just – the reason why we resist roboadvisors, there is so much research that says the clients, while they will do much of their own selfexploration sort of discovery online, when they get to trade a significant portion of their net worth, they just
want a degree of human validation. So, any robo-advisor model, I think, that will be truly successful at
multiple tiers of segments is going to require a hybrid capability. Great plumbing, great algorithmic trading,
precision in terms of the investment management science behind it, but I still think there's going to be the
need to make sure that model interacts with some sort of human validation component, to be able to give
our clients a little bit of confidence, to mature into direct investors and direct traders. And so, we're spending
a lot of time thinking through how do we do that effectively.
Robert Sedran – CIBC World Markets – Analyst
We're out of time. That was a quick half hour. Thank you very much for participating in the questions.
Leo Salom – TD – Executive Vice President, Wealth Management
Well, thank you. Thank you, everyone.
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