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DISCLAIM ER
THE INFORMATION CONTAINED IN THIS TRANSCRIPT IS A TEXTUAL REPRESENTATION OF THE TORONTO-DOMINION
BANK’S (“TD”) NATIONAL BANK FINANCIAL CANADIAN FINANCIAL SERVICES CONFERENCE AND WHILE EFFORTS ARE
MADE TO PROVIDE AN ACCURATE TRANSCRIPTION, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES
IN THE REPORTING OF THE SUBSTANCE OF THE CONFERENCE CALL. IN NO WAY DOES TD ASSUME ANY
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BASED UPON THE INFORMATION PROVIDED ON
TD’S WEB SITE OR IN THIS TRANSCRIPT. USERS ARE ADVISED TO REVIEW THE WEBCAST (AVAILABLE AT
TD.COM/INVESTOR) ITSELF AND TD’S REGULATORY FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER DECISIONS.

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 ("2017 MD&A") under the heading "Economic Summary and Outlook", for the Canadian Retail, U.S. Retail and
Wholesale Banking segments under headings "Business Outlook and Focus for 2018", and for the Corporate segment, "Focus for
2018", and in other statements regarding the Bank's objectives and priorities for 2018 and beyond and strategies to achieve them, the
regulatory environment in which the Bank operates, and the Bank's anticipated financial performance. Forward-looking statements are
typically identified by words such as "will", "would", "should", "believe", "expect", "anticipate", "intend", "estimate", "plan", "goal",
"target", "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, interest rate, and credit spreads), 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 and dispositions, business retention plans, 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 and the bank
recapitalization "bail-in" regime; exposure related to significant litigation and regulatory matters; 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 2017 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 2017 MD&A
under the headings "Economic Summary and Outlook", for the Canadian Retail, U.S. Retail, and Wholesale Banking segments,
"Business Outlook and Focus for 2018", and for the Corporate segment, "Focus for 2018", 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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Gabriel Dechaine – National Bank Financial – Analyst
All right. So, I'd like to welcome you to my last session of the day. I'd like to introduce Greg Braca. Greg is
the Group Head of U.S. Banking at TD Bank and has been the Head of U.S. Banking since June of last
year. Pleasure to have you here.
Greg Braca – TD – Group Head, U.S. Banking
Thank you.
Gabriel Dechaine – National Bank Financial – Analyst
Good mix of presenters. So, I think this is the only one where we get to talk about the U.S., which is of
course a big part of the U.S. story.
Greg Braca – TD – Group Head, U.S. Banking
Happy to do it. Thanks for having us.
Gabriel Dechaine – National Bank Financial – Analyst
With the previous discussions, we've spent a fair bit of time talking about technology and the latest trends
and stuff like that. But I want to start off with the branch and get an update on your branch strategy in the
U.S. There have been some – the majority, I guess, of strategies have shifted towards downsizing branch
networks. But one big competitor, JPMorgan, is I guess expanding, which is a bit against the grain. What's
the TD Bank looking at doing?
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Greg Braca – TD – Group Head, U.S. Banking
Well, Gabe, first, thanks for having us. And as you can imagine, over the last 20 years, I can't tell you how
many times I've been asked about the death of the branch and that these things are going away. And I think
if we had this session probably 15 to 20 years from right now, we'd still be having a similar chat, although
they'll probably be far smaller and maybe a few less. It is interesting, though, how the conversation even
over the last several years has been around FinTech and digital and apps and capability and omniexperiences. And one big bank announces that they're thinking about opening 400 stores. And I tell you,
that's probably one of the leading questions we talk about and I've been asked about over the last couple of
weeks since they did announce it.
So, from our standpoint, at least, the TD in the U.S., branches – we call them stores in the U.S. and that's a
legacy moniker that we hang on them because of all of the activities that go on around that store in the
communities and around that particular site. So, A, to answer your question directly, I can envision where,
as leases come due or as we're thinking about certain geographies and locations, over time, digital
capabilities certainly will enable us and others to downsize the size of stores and perhaps join locations and
think of other uses for those physical sites. But with that said, even today, as I really think through some of
the most digitally-enabled competitors, including ourselves, 80% of the volume from a retail standpoint is
still flowing through the brick-and-mortar. And the way I like to think about it is we want to make sure that all
of this hangs together from our own capabilities that, if this cliff event were to occur, we want to certainly be
positioned correctly. But by the same token, we're seeing even the youngest millennials, the most digitallysavvy customers that maybe initially start a relationship with us only online or through their smartphone. At
some point or another, we still see them using our physical locations. So, it is kind of interesting when folks
are thinking about mortgages or they're thinking about life events or thinking about perhaps IRAs or
something else that they think they need advice around, they're still coming into these physical locations.
And by far and away, it's still driving a lot of our traffic.
From our store and own distribution standpoint, for the first time for our business in the U.S., the last year or
two, we're actually closing more stores than we're opening them, and we are adjoining that strategy to –
and we have the opportunity to – in some locations, perhaps smaller physical footprint around these things.
But from our standpoint, the store strategy is going to be a cornerstone of what we do. We're spending a lot
of time around that. And as I think about upside for our business, whether it's small business or wealth
management capabilities, very much that physical community location will be at the heart of how we think
about our business.
Gabriel Dechaine – National Bank Financial – Analyst
Auto lending, I mean, it's been made a mountain out of a molehill, a little bit, the subtle shift towards more
near-prime or I don't know how close to prime, it's out of the line you're on there, but taking on a bit more
risk. Can you explain the rationale behind that move? And I know it's not going to be a big part of the total
mix, but something obviously changing your appetite.
Greg Braca – TD – Group Head, U.S. Banking
Well, Gabe, you certainly know this is a business that we had acquired, and this is not just a Maine through
Florida business for us. And when I think about indirect auto lending, and for us this is an asset class that's
north of US$20 billion now in outstanding, so, it's not without size. But core to all the models and how we
would look at a business, first and foremost, on a risk-adjusted basis, we want to make sure we're making
money out of the business.
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And when we picked up this business a few years ago, I think it had been in various stages and states,
being sold a couple of times. And when we really stared this thing down, what was the most important
consideration was, how are we adding value and being relevant with the dealers that our indirect auto folks
are facing off with? And what's near and dear to the auto dealer is, are they moving vehicles? Whether
they're new or used cars. And if you're only going to play in the utmost high end of the range, in the super
prime space, you're probably less relevant to those dealers. And certainly, from a model standpoint, we had
the view, there was a better, smarter way, including on a risk-adjusted way, to look at how we played a little
bit further down the risk curve in the prime and very selectively in the near-prime space. So, the near-prime
space is still a very small part of our business. And we do know subprime in the U.S. on the auto side of the
house.
But we wanted to be, A, relevant to the dealers. We wanted to help them with their objectives; and, B, if you
were to really look at a model that you only took on the financing for the top echelon of the super prime well
north of 800 FICO scores in the U.S., very, very hard to make money in and of itself. So, look, we had a 50state coverage strategy, and we thought it was very clear that we should have a more fulsome offering in
the market. And even today, a few years later, after we've implemented this, I know the auto space has
garnered a lot of attention, but it's performing as we thought. The portfolio is seasoning for sure. There's
some seasonality to it. But by and large, it's performing as we thought. We're very happy with this business.
Gabriel Dechaine – National Bank Financial – Analyst
That business, the consumer and the commercial floor plan stuff, is that integrated there...
Greg Braca – TD – Group Head, U.S. Banking
We did. We recently integrated it because, at the end of the day, we also announced that we took the
commercial end of the floor plan business, we took that national as well. And maybe, as many of you know,
our business in the U.S., from a retail standpoint, it's a Maine through Florida business, it's mostly an I-95
business, so all the way down. But the auto business was a 50-state business for us. And again, going back
to relevance, when we're thinking about indirect business, how do we provide more fulsome relationships
and support to that dealer network? And we did announce that we would also take the commercial end of
that business nationwide since we already had the coverage on the indirect side.
Gabriel Dechaine – National Bank Financial – Analyst
So, deposit market, let's talk about the competitive dynamics there. When the Fed first started hiking rates,
banks were able to retain the majority of the benefit. But that's not the situation we find ourselves in today,
correct? Like, how much of the like...
Greg Braca – TD – Group Head, U.S. Banking
Betas.
Gabriel Dechaine – National Bank Financial – Analyst
Yes.
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Greg Braca – TD – Group Head, U.S. Banking
Betas, everyone is asking about betas.
Gabriel Dechaine – National Bank Financial – Analyst
Betas, I don't know what that means but...
Greg Braca – TD – Group Head, U.S. Banking
So, in the U.S., we just had last week our last latest and greatest rate hike, another 25 bps up. And if you go
all the way back to December 2015, this has been six rate hikes, five in the last five or six quarters or so.
And if I were here last year at this conference which I couldn't make, apologies, I would have probably said
if we had a few more rate hikes, if I was sitting here in the spring of 2018, I would have expected to see the
betas, or the amount that banks were giving back as far as rate hikes, to higher interest rates in their books
to be a little bit higher than they are today.
Actually, there's been decent discipline around from most of the larger banks in the U.S. And I would
generally say that most banks have talked about this, and I think it's certainly true for us and probably would
continue for another rate hike or two that most of the betas that banks were giving up are generally below
the way they would model rate hikes for their own view or longer-term view. Or said another way, if we were
to have a few rate hikes again later in this year and then a few more in 2019 and as the rate progression
gets a little further along, I think you'll see a rise in those betas, which up until now has been fairly benign.
Gabriel Dechaine – National Bank Financial – Analyst
So, by betas what do you mean?
Greg Braca – TD – Group Head, U.S. Banking
Well, we think about the delta between the absolute rate hike – every time we get a 25 basis point rate hike
in fed funds rate versus the percentage you're giving back to customers in terms of increasing interest
rates.
Gabriel Dechaine – National Bank Financial – Analyst
What would the bank normally model? Like, 60% retention?
Greg Braca – TD – Group Head, U.S. Banking
Yeah – no. I think, if you're a little more conservative, you'd probably view that the give-up would be
somewhere in the 50 to 60 basis point range and a little bit more mature. So, split it the other way, 50% to
60% of it goes back to the customer. And I think most banks have been signaling, as we have, that that's
probably half of that real-time right now.
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Gabriel Dechaine – National Bank Financial – Analyst
Okay. You came from the commercial side, right?
Greg Braca – TD – Group Head, U.S. Banking
I did.
Gabriel Dechaine – National Bank Financial – Analyst
What's your – we'll talk about growth outlook later but, well, it kind of ties into this. Growth in commercial
lending has been pretty slow for the past year plus, post-election basically. That's been one of the big story
lines in the U.S. Are you seeing any like fallout from that weaker growth like late cycle behavior that banks
are kind of like they've been chomping at the bit to grow and it's not there, so they're doing foolish things?
Greg Braca – TD – Group Head, U.S. Banking
Yeah. So – well, let me start in reverse.
Gabriel Dechaine – National Bank Financial – Analyst
Sure.
Greg Braca – TD – Group Head, U.S. Banking
I don't necessarily think I'm seeing terribly foolish things, and I go back with many legacy banks too many
decades to count at this point. But if I go back to 2005, 2006 and 2007, I'm not seeing some of the more
egregious behaviors. And quite honestly, some of the leverage lending attributes of the more highly
leveraged transactions have been jawboned out of the banking market or in private equity and funds and
are being taken up in alternate bank space.
But just maybe a little context from what we're seeing. And, yes, you have seen commercial lending rates
for most of the large banks come down. And again, I'd like to provide just a little bit of color around that. If
you go back to 2014, 2015 and 2016, you had very strong M&A markets. There was a lot of deal flow.
There were episodic financing events and not only for the industry, but particularly for TD in the U.S. We
were in the throes of building out our own corporate and specialty businesses in the U.S. For a bank of our
size, we had very muted or small and underweight share of many of the larger asset classes in the U.S. or
in corporate banking and all of the verticals, whether you're thinking about food and beverage, utilities,
chemical companies, pharmaceuticals and how larger banks face off with those industry sectors in the U.S.
Healthcare is another large business for us. Commercial, real estate on the institutional side, asset-based
lending, leasing – these are all large levers that the banks have at their disposal. In TD, we were very
subscale. So, if you go back a few years ago, for us, you would have seen from us in some of those
businesses very, very strong growth 25%, 30% in some quarters or more as we were coming into our own
natural share of size, about how we would think about, for a bank of our size and balance sheet, where we
should play.
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And as that continued over a number of years and we started to really gain a share and come into where
we thought we should be, some of those growth rates would naturally taper off. Over the last six quarters,
we've been talking about not only because of a confluence of us gaining our own natural share. We saw
M&A come down pre-election. There's been uncertainty around taxes, repatriation of cash, regulation. By
the way, stock market valuations. M&A is naturally slowed because deal costs have crept up.
So, a lot of features have crept into normal loan growth, but there's been some also other dynamics in the
U.S. that you'd overlay against that. The bond market has been very vibrant in any investment-grade or
near investment-grade issuer choosing in a rising rate environment, like, you would think most CFOs and
corporate treasurers would think about have tapped the bond market. Commercial Paper, CP, markets are
back in vogue again on the short end. And all of this culminates not only from lower deal flow, but you're
seeing utilization rates or the way we think about available credit to used credit for many of our commercial
and corporate borrowers in a lot of industries are at all-time lows. So, that's mightily contributed to it.
And I'd say the last output of this is balance sheets in the U.S. are full with liquidity and cash. And in
absence of either making some decisions while they've been on the sidelines, they've been utilizing cash to
pay for CapEx, infrastructure, inventory, including liquidating some debt, so all of those things have come
together. From our viewpoint, though, I think, TD, we're still well positioned. And whether we're talking about
a low-growth environment, there's many asset classes we're still subscale in, in my mind. And we should
have the ability to outgrow and continue to outperform for a number of years.
Gabriel Dechaine – National Bank Financial – Analyst
Do you think we're going to get a surprise to the upside with a big CapEx wave because of the new
deductibility?
Greg Braca – TD – Group Head, U.S. Banking
You know what's interesting? I just did – last six to seven weeks, I was doing some road shows across all of
our markets from Maine to Florida. And I was quite interested in doing these roundtables with clients. And
I've met with clients everywhere from the smallest business to the tree service firms that would service
utilities to the largest commercial and corporate names we have. And the environment in the U.S. is actually
quite strong and very, very bullish. And I can't naturally think of one industry or client that we sat with that
ultimately wasn't thinking about taking advantage of reduction in taxes or better regulatory environment,
depending on the space they might play in or continued strong consumer spending trends or whatever the
case may be.
Most were quite bullish around, A, investing in technology, looking for further leverage in their own
capability; two, investing in revenue-producing individuals and people. One of the biggest actual downsides
you heard time and time again was the availability of people and finding talent. And I think, ultimately, we
would probably see that playing out in terms of wage increases. And that would be the one concern many of
the clients had voiced is finding quality talent. But I would say to you, in a very, very long time, it's the most
bullish I've seen many of these industries in a decade.
Gabriel Dechaine – National Bank Financial – Analyst
Do you play much in the Shared National Credits?
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Greg Braca – TD – Group Head, U.S. Banking
Yeah. So, we do. As you can imagine, if – as we built what we call the corporate and specialty business in
the U.S. And overall, our C&I portfolio has grown quite a bit over the last 8 or 10 years in the U.S. And
today, for us, it probably represents 25% to 30% of our book of business. But when you think about those
names, they tend to be larger, and Shared National Credits for the U.S. just means it's of a certain size
overall credit and its three banks or more. And for us, it would represent 30% of the exposure, but a far
smaller percentage of the absolute names and number of customers that we would face off in the
commercial because they tend to be larger and a little bit lumpier.
Gabriel Dechaine – National Bank Financial – Analyst
So, the – was it the Fed, I guess, that loosened the definition of $20 million...
Greg Braca – TD – Group Head, U.S. Banking
Went up to US$100 million.
Gabriel Dechaine – National Bank Financial – Analyst
Went up to US$100 million. Is that a good thing?
Greg Braca – TD – Group Head, U.S. Banking
Yeah. I don't think there's really any meaningful. I mean, the definition around that. Most of the exposure
and transactions that the fed and the OCC would have been concerned about would have been north of
US$100 million in the first place.
Gabriel Dechaine – National Bank Financial – Analyst
So, moving from commercial to the consumer side of things – the mortgage business. So, tax deductibility
of, I guess, jumbo mortgages is becoming less of a thing. And given where you are present in the U.S.,
northeast and southeast, does that mean maybe a weaker mortgage growth for you because of less
attractive tax treatment?
Greg Braca – TD – Group Head, U.S. Banking
I guess one of the good things about starting with a very small base of business; it's far easier to start
getting on a percentage basis growth. Mortgage, home equity – just to make sure everyone – from my
standpoint, we're only a 12 or 13-year-old bank in the U.S. And it's amazing that in 12 to 13 years we're
now the 7th, 8th largest bank by any measure in the U.S. And many of these asset classes that are far
larger and much more mature organizations, we still have a very small share, not only relative to our own
book, but relative obviously to the overall market.
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When I think about mortgage and home equity, first, I'd say the dynamic switched 18 months ago or so, two
years ago from what was a heavy refinance. And the refinance offer of the day with rates so low and much
of that is done obviously in a rising rate environment with six rate hikes in the U.S. and 10-year Treasuries
of 2.80% to 2.90%, very, very different. So, that's flipped. It was 70/30, 65/35 refinance to purchase with a
lot of volume on the top side for the refinance. And that's now the other way. It's 70% of the volume. Any of
the banks we see would be on the purchase side, far smaller amount on the refinance. So, the overall
volume of deals and applications that the industry would be seeing has come down. And then, two, sure,
there are changes in rules around deductibility – not only around mortgage interest but real estate taxes
and in some of the northeast states where you have higher taxes and higher state taxes, those are all
issues. But I don't necessarily see it as an enormous issue. You mentioned jumbo mortgages. They were
already capped at US$1 million in total deductibility. So, now, they're capped at US$750,000.
Gabriel Dechaine – National Bank Financial – Analyst
Okay.
Greg Braca – TD – Group Head, U.S. Banking
So maybe there's a little bit of an impact there but I don't think it's dramatic. Now, you are seeing a
migration of population given the aging demographics so people moving from the Northeast states, which
are higher state tax basis to some of the Southern states and we'll have to see how that plays out from the
overall demographics of the states. But from an initial blush on mortgage volumes or purchase volumes, I
don't see it as a huge deal.
Gabriel Dechaine – National Bank Financial – Analyst
Your perspective is an interesting one, being obviously U.S.-focused. My comparison, U.S. and Canada
banking, there's a lot of them that we made. But FinTechs, seems like the potential to disrupt is greater in
the U.S. because consumers in the U.S. are, I guess, less complacent than Canadian ones. Is that a fair
assessment? And have you been able to maybe get, for the bank overall, some better insight on these
disruptors because of the U.S. experience?
Greg Braca – TD – Group Head, U.S. Banking
Yeah. So, I think it's a fair question. And maybe just the lens of the way I think about the U.S. market. It's
probably fair to say the U.S. market has been very hot as far as FinTech entrants and the amount of capital
it's attracted, the overall investment, things that you're seeing come out. Partnership arrangements are far
more active than you probably see in the Canadian markets. And so, I think it's very helpful, as I think about
Teri Currie from Canada, and myself and how we talk about the nuances and differences across there.
So, it's a helpful lens. But then, again, the pool is far deeper in the U.S. So, the number of banks that are
potentially being disrupted are in the several thousands, and the market is very, very different. I think the
one thing we should pay attention to is, for the last few years, if I came to something like this, FinTech was
very much at the forefront. And I think what you're seeing is a lot of the smaller start-ups or the ones with
less dominant established positions more in partnership mode with U.S. banks. And the U.S. banks have
been far more, I think, agreeable to thinking through partnerships and buying capability rather than trying to
build internally on their own platforms, and I think you'll see that continue in the U.S.
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So, the absolute disruption from FinTechs, sure, it's there. We think about this. It's one of the reasons that
we can spend as much time as you want on this. But we spend a lot of time on how we're building our own
core foundation's platforms, not just the whiz bang apps that sit on top of what the customer might see, but
how are we stitching together the plumbing of our own organization that allows us to think through data
gathering and support for all of these capabilities with an end-to-end view. And the more banks think
through these sorts of things, I think they're going to be in a far better position to defend upstarts or to cede
control to folks that are historically outside their space.
I would say the interesting – as we saw, recently, the announcement in the U.S. a week before last of
JPMorgan talking to Amazon. Now, if the regulatory environment continues to come down a bit and you
would have seen one of these very large, very liquid entrants of the Amazons or the Facebooks or someone
like that, that could be a game changer. But I'm less worried about the FinTechs in an absolute sense that
maybe we would have talked about it a year or two ago.
Gabriel Dechaine – National Bank Financial – Analyst
Well, I guess, it's – maybe the markets got it wrong in a sense that the – you might have some disruption on
the asset side, but the banks control the lifeblood of the ecosystem, the funding. So, maybe the competitive
threat is overblown in that regard. And then, I get – maybe tied back into a strategic question, do you see
potential for TD to do something like these partnerships with originators?
Greg Braca – TD – Group Head, U.S. Banking
Sure. So, we are not only thinking about these real-time, but I think partnership is a great way to think
through our own capabilities and how do we advance whether they're niche plays, core capabilities,
whether they're white labeled and the public doesn't see them or they're actually blatantly out there in the
public for partnerships like this. I think we need to think through those things.
But I think the banks – and I've talked about this in sessions this morning that we sat through. I think what
you're seeing is with 5,000 or 6,000 banks in the U.S., what we are seeing is, for the first time in a couple of
decades that I can remember, for the last 20 years, it was the smaller mid-sized banks, small banks, larger
regional banks taking share from the absolute largest banks in the market. And what you are now finally
seeing over the last year or two was the largest banks are again taking share for the first time in a very, very
long time. And I think what you'll eventually see over the next three to five years, you'll see partnership
arrangements, sure. And you'll see some banks make some bets with some of these FinTech or other data
sort of companies.
But I think what you're going to see is the top 10 or 15, 20 banks in the U.S. have the capability and desire
to build our own capabilities, make sure our own platforms from an end-to-end digital standpoint, a data
standpoint, a customer visibility standpoint build capabilities that will really make the gulf even wider
between the largest banks and the investments that we're able to make in some of the smaller players that
are in the market. And I would just liken it to – if we were all shopping for a smartphone today, you have the
iPhone, the Samsung and maybe a few others. But certainly, the flip phone wouldn't even make the cut
anymore because of core capabilities. And I think that's where I'm going to with bank capabilities. The
largest banks, us included, are making those investments real-time. And we're already seeing that the likes
of JPMorgan and BofA, even for the size of their balance sheets are again taking share because they do
bring those core capabilities.
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Gabriel Dechaine – National Bank Financial – Analyst
Quick one, hopefully. Credit card delinquency rates have been rising but you've got the U.S. unemployment
picture very, very strong. How do you view that trend? Like, it seems like illogical...?
Greg Braca – TD – Group Head, U.S. Banking
Unemployment rates are low, things would be good. I think what you're also seeing is they're coming in off
an all-time low. And for the last seven or eight years, things have been, from a credit quality standpoint,
extremely benign and the U.S. consumer has really delevered over the last bunch of years, going back to
the start of the downturn. So, I think you're seeing them spike up a little bit. You're seeing a little bit more
spending on the consumer side, and the GDP recovery story has really been consumer led. So, they are
taking on a little bit more debt, but certainly off of all-time highs.
When I think about us at TD, credit card exposure is a little bit newer of a business for us. And what you're
seeing for us in the last quarter and over the last year, you're seeing something we would call seasoning
and that's just normal attribution of the way the portfolio would season over time into a more mature state.
And then, from quarter-to-quarter, we shouldn't lose sight, and most banks would see this – you have the
seasonality aspect of it. Folks get tax returns in the spring. They spend them down, they recharge up and
you'll see higher usage as you get into the holiday season. And you'll also see some delinquencies spike up
in that fall and into the winter period until tax receipts come back in. And you'll see folks come back down
again. So, a couple of things going on depending on the maturity of the individual bank. For us, we would
see some seasoning of the portfolio, and most banks would see some seasonality aspect, too.
Gabriel Dechaine – National Bank Financial – Analyst
All right. Greg, I think we covered a lot of business here today.
Greg Braca – TD – Group Head, U.S. Banking
Thank you. You made that very easy. Thank you very much.
Gabriel Dechaine – National Bank Financial – Analyst
Thank you, Greg.
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