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Disclaimer

This document has been prepared by ATB Wealth. ATB Investment Management Inc., ATB Securities Inc.
(Member Investment Industry Regulatory Organization of Canada and Canadian Investor Protection Fund) and
ATB Insurance Advisors Inc. are wholly owned subsidiaries of ATB Financial and operate under the trade name
ATB Wealth. ATB Financial is a registered trade name/trademark of Alberta Treasury Branches.

The information contained herein has been compiled or arrived at from sources believed to be reliable, but no
representation or warranty, expressed or implied, is made as to their accuracy or completeness and ATB Wealth
(nor its component legal entities) does not undertake to provide updated information should a change occur.
This document is being provided for information purposes only and is not intended to replace or serve as a
substitute for professional advice, nor as an offer to sell or a solicitation of an offer to buy any investment. ATB
Wealth, ATB Investment Management Inc., ATB Securities Inc. and ATB Insurance Advisors Inc. do not accept any
liability or responsibility whatsoever for any loss arising from any use of this document or its contents. Always
consult with your investment advisor before buying or selling securities. This document may not be reproduced
in whole or in part, or referred to in any manner whatsoever, nor may the he information, opinions and
conclusions contained in it be referred to without the prior consent of ATB Wealth.
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Research Objectives

5&1 e To inform ATB Wealth business strategy and showcase a deep
understanding of Albertans.

6% e Measure Albertans perceptions of what their savings/investment intentions
are over the next six months, and perceptions of various factors;

— o ¢ 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.



Methodology

Qualifying Participants: Field dates:
Aged 18+
Sample collected and weighted to be Q3 2019: July 30 to August 12, 2019

representative of Albertans by age, Q2 2019: April 29 to May 10, 2019
gender and region. Q1 2019: February 14 to March 1, 2019
Online Q4 2018: November 7 to 21, 2018

1,000 completes in Q3 2019 Q3 2018: July 31 to August 14, 2018

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



ATB Investing
Optimism Index

ATB _{ifoms——_



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.



Investor Beat Optimism Index

° Relatively steady and back to Q1'19 levels, the Investing Optimism score is at 54 pts this quarter. Men and those who reside in Edmonton/Calgary tend to
obtain a higher optimism score.

° Optimism scores for individual investment products have declined significantly compared to a year ago, with real estate experiencing the most drastic
change (down 6 pts, from 55 pts in Q318 to 49 pts in Q3'19).

M Overall Investing Optimism Score

Optimism with Specific Investment Products:
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Reasons That It's a GOOD Time to Invest

Unchanged since last quarter, 17% of Albertans think it is a good time to invest. Consistent over the last year, the top reasons for having this positive
sentiment are that it's always a good time to invest and seeing investing as a way to help reach financial goals. One-third of Albertans (32%) indicate they
like investing, directionally up 8 pts compared to last quarter and back to the same level as Q4'18. This reason has surpassed ‘having the money’ (31%),
which is directionally down 9 pts from 40% last quarter.

Top 3 Box % (Rated 8, 9 or 10) - Good Time to Invest
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Reasons That It's a BAD Time to Invest

The proportion of Albertans who think it is a bad time to invest has remained stable since Q4'18. Not having the money to invest remains as the top reason,
followed by paying down debt instead. Several mentions have been trending down since the beginning of the year, such as a weak economy (30%,
significantly down from 42% last quarter), uncertainty about the political situation, a poor Canadian dollar and bad interest rates (11%, a significant decline
from 21% in Q3'18).

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

The downward trend for economic factors appears to be rebounding in Q3'19, with significant increases for the Albertan and Canadian economies.
Millennials are the most positive age group when it comes to economic factors.

Average Index Score for Economic Factors

B Q32018
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M Q12019
B Q22019
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Less
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Lower > Relationship with Investing Optimism > Higher Index Range: 0 to 100
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Macro Economic Factors

Optimism towards the oil market, real estate market and stock market has dropped from a year ago, but Albertans have a more positive perception of the oil
market and interest rates compared to Q2'19.

) Men are more likely than women to have a positive view on most of these macro-economic factors. Also, Millennials tend to be more optimistic about the oil
prices and the real estate market than their older counterparts.

Average Index Score for Macro-Economic Factors B Q32018
Q42018
=
B Q12019
B Q22019
More } B Q32019
Optimistic
B0 T T T T T T T T T T T T T T T T T T T T T T S S S S S S SS S S S S SS S ssssseee
Less
Optimistic

Qil Market/Prices Real Estate Market/Prices Interest Rates Stock Market

Lower > Relationship with Investing Optimism > Higher Index Range: 0 to 100
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Micro Economic Factors

° Three of the four micro-economic factors have earned a higher optimism index score compared to the previous wave, including employment/job
opportunities, Canadian dollar and cost of living. However, the score for employment/job opportunities has slipped from Q3"18.
° Men and Millennials are generally most positive towards micro economic factors compared to their counterparts.

B Q32018
Average Index Score for Micro-Economic Factors B Q42018
B Q22019
More B Q32019
Optimistic
e
Less
Optimistic

37
(33)34|33|34
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Top 10 Personal Financial Goals

Saving for retirement continues to be Albertans’ top personal financial goal (53%), especially among Gen-Xers.
Other common goals are paying down debt (49%) and building up an emergency fund (47%, up from both Q219 and Q3'18). In particular, women are more
likely than men to set the latter goal.

° There has been a growing interest to save in case of an illness/death and to reduce the amount of tax being paid over the past year.

IS 53% I 41 %

I 49% I 437%
Saving for retirement I 53% Reducing your spending R 4

I 5% I | 44%

I 49%

W Q3 2019 (n=1,000)
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Other Personal Financial Goals

° Compared to Q3'18, Albertans are less likely to say that they just want to grow their money (12% versus 15%). Other financial goals have remained relatively

stable over the last few quarters.

. 21°%

Saving for your children's/grandchildren’s = 1 gg%
education S 21%

I 18%

I 6%

I 15%
Saving for a house renovation EEEEN  17%
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IS 15%
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Accumulating an estate BN 11%
[ ]
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Top 10 Financial Goals Albertans Feel Behind On

° The top three goals that Albertans feel behind on are building up an emergency fund (59%), saving money in case of an illness/death (58%) and saving for a
major purchase (58%, up from a year ago). In particular, Gen-Xers are more likely to feel they are behind on their progress of saving for an emergency fund.

° Albertans are more inclined to feel that they are behind on paying down debt, accumulating an estate and saving for retirement compared to the same
quarter last year.

I 59 54%
I 5O % ]
Building up an emergency fund 9% Saving for a house renovation 58%
I 53%
54% B
Il Q32019
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Saving for a house F T 59% Starting or owning a business IS 42%
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Reasons for Falling Behind on Goals

to 49% this quarter while mentions of low wages have dropped to 33%.

61%
63%

I 27%
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61% Job loss/reduction N
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Cost of living continues to play a major role in why Albertans feel that they are behind on their financial goals. Mentions of unexpected expenses have risen

Wrong savings/investmen
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Impact by Drop in Oil Prices

° Just over one-half of Albertans (52%) say they have been impacted by the recent drop in oil prices, which is relatively in-line with previous quarters. In
particular, Gen-Xers are more likely than Millennials and Boomers to feel that they have been affected by this change. With the recent Trans Mountain
pipeline process resumption, we may see changes in the latter part of 2019.

Percent of Albertans Impacted by the Drop in Oil Prices

0y 0,
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- ‘. - —n
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https://globalnews.ca/news/5794609/alberta-premier-jason-kenney-trans-mountain-pipeline/
https://globalnews.ca/news/5794609/alberta-premier-jason-kenney-trans-mountain-pipeline/

Way Albertans are Impacted

Increased cost of living remains as the most common reason why Albertans say they have been impacted by the drop in oil prices, but mentions of it have
fallen compared to last quarter. Other top reasons include slow down in business and decline in real estate value.

27%
e =

Increased cost of livin Decline in investment value T | 33% P
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Top Changes Albertans Have Made

° As a result of the lower oil prices, six-in-ten (61%) of those who say they have been impacted by it tend to reduce their spending. This quarter, a larger
proportion of Albertans mention that they have stopped some of their regular savings/investment contributions compared to a year ago, especially among

Gen-Xers.
61% I 34% A
I 67 Stopped some of your |  33°%

Reduced your spending 64% regular savings/ 35%
I 0% investment contributions
3 I 27

9% IR 27°
Put off making a big Withdrew some of your [N 6%
purchase (car, TV, boat, 34% long-term savings/ PR 24%
RV, etc.) I 35° investments IR  22%
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E— 0 E— .0 W Q32019 (n=515)
Changed a vacation plan [ 30, ittt splaned omic . 1 Q2 2019 (n=483)
I 25% renovation N 21% Q12019 (n=512)
I  33% I 17 I Q42018 (n=462)
W Q3 2018 (n=522)
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Other Changes Albertans Have Made

° Most of the other changes remain stable, with the exception of starting up a business, which has dropped from the previous quarter.
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Perception of Financial Management Between Couples

. Four-in-ten (42%) Albertans think that the average married or common law couple in the province shares/pools the majority of their finances, but keeps
some separate. One-fifth (20%) think everything is completely shared/pooled, and almost everyone (95%) think at least some finances are shared.

20% Married/common-law \
couples are more likely to
think everything is

Everything is completely shared/pooled

A majority is shared/pooled but some 42% shared/pooled (23%)
separate N . compared to those who
Shared are single (16%) or
Equal amounts separate and 5 95% divorced/widowed (1 3%)'j
shared/pooled 20%
A majority is separate but some - 13% Conversely, those who are \
shared/pooled divorced/widowed are more

likely to think majority of
couples’ finances are
separate (22%) compared to
married/common-laws (12%)

or singles (11%) /
25 m

Completely separate accounts and

0,
products 5%




Financial Management for Couples
(Among Albertans Who Are Married/Common Law/Divorced/Widowed)

° Contrary to what most Albertans believe, married/common law couples are more likely to have their finances completely shared in reality (45% vs. 20%
general perception). This is primarily driven by older married/common law couples.
° Divorced/widowed Albertans are slightly more likely to have their finances separate (14%). This tends to be more the case for divorced couples.

Married/Common Law Divorced/Widowed

Everything is completely shared/pooled

Everything was completely shared/pooled _ 34%
A majority is shared/pooled but some _ 259 o
% A majority was shared/pooled but some
separate At Least Some separate b

Shared

10% 89% Equal amounts separate and
shared/pooled

A majority is separate but some o .
Shared/pooed % A majrty was separete t some [ 10

At Least Some

Shared
6% 76%

Equal amounts separate and
shared/pooled

Older married/ common law

- 5
Everything is completely separate o couples are more likely to have all Everything was completely separate - 14%
their finances shared/pooled than

i 0,
Prefer not to say I 3% their younger counterparts (53% .
for 55+ and 45% for 35 to 54 vs. Prefer not to say 10%

31% for 18 to 34)
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Familiarity With Spouses’ Finances
(Among Albertans Who Are Married/Common Law/Divorced/Widowed/)

° Likely because married/common law couples are more likely to have their finances shared, they are also more familiar with each other’s finances compared
to divorced/widowed Albertans. This is particularly true for Boomers as they are the most likely age group to have their finances completely shared.

Familiarity With Spouse’s Finances Spouse’s Familiarity With Own Finances

B Very familiar B Somewhat familiar [ Not very familiar [ Not at all familiar Prefer not to say B Very familiar B Somewhat familiar W Not very familiar [ Not at all familiar Prefer not to say

A%2%

Familiar
(Top-2-Box) Boomers are more likely to report

85% spouses are very familiar with their
own finances (64% vs 45% for
Millenials and 50% for Gen-X)

Familiar

(Top-2-Box) Boomers are more likely to say they
86% are very familiar with their spouse’s
finances (72% vs 48% for Millenials

and 53% for Gen-X)
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(Top-2-Box)
70%
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Sharing Dedicated Financial Advisor With Spouses

(Among Albertans Who Are Married/Common Law)

° One-half (46%) of married/common law Albertans do not currently have a financial advisor, nor does their spouse. Four-in-ten (37%) share one with their
spouse while one-in-ten (10%) have their own dedicated financial advisor.
Similarly, Boomers are more likely to have a shared financial advisor likely due to their shared financial arrangements with their spouse.
The majority of married/common law Albertans say they would still keep the same financial advisor if they were to separate from their spouse (79%).

Shared Financial Advisor Anticipated Relationship With Shared Financial Post Separation

Prefer not to say

) . No, | would no longer work with that FA
Yes, my spouse and | share a financial o o TE no,

adisor 37% 6.0% 15.0%
Yes, but | would find a second FA
8.0%

No, | have my own financial advisor - 10%
No, my spouse has a financial advisor but 8
3%
not me
No, neither of us have a financial advisor 46%

Yes, | would keep the same FA

71.0%

Yes, Same Advisor
79%

Prefer not to say 4%

Boomers are more likely to be sharing a financial advisor
with their spouse (51% vs. 21% for Millenials and 33% for
Gen-X) while Gen-Xers (50%) and Millenials (61%) are more
likely to not have one at all (vs. 32% for Boomers)

)
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Potential Reasons For Not Working With Shared Financial Advisor Post Separation
(Among Albertans Who Are Married/Common Law)

Among the small proportion (15%) of married/common law couples who indicate they would no longer work with the same shared financial advisor if they

were to separate, the top reasons for doing so include thinking that their financial needs would change and feeling uncomfortable working with the same
advisor as their spouse.

It is interesting to note that there are also some concerns around the relationship with the shared financial advisor - 29% worry whether the financial advisor
would have their best interests in mind and 20% don't feel they have a personal relationship with the financial advisor.

My financial needs would change _ 51%
Would feel uncomfortable working with the same

O,
financial advisor as my spouse _ 44%
Would want to completely separate from my spouse _ 35%
Concerns around privacy _ 33%
Would worry whether the financial advisor would _ 299
have my best interests in mind <

Don't feel | have a personal relationship with the

o,
financial advisor _ 20%

Don't feel | would need a financial advisor - 9%
Other 0%

Prefer not to say I 2%
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Sharing Dedicated Financial Advisor With Spouses
(Among Albertans Who Are Divorced/Widowed)

° Likely due to how their finances were managed, only one-in-five (20%) divorced/widowed Albertans had a shared financial advisor with their spouse. Many

(60%) did not have one at all, and neither did their spouse.

° Among the small proportion of divorced/widowed Albertans who used to have a shared financial advisor with their spouse, one-half (48%) say they are still
keeping the same financial advisor. This is much lower than what the married/common law couples anticipated they would do if they were to separate.

Shared Financial Advisor

Yes, my spouse and | shared a financial
advisor

No, I had my own financial advisor - 1%

No, my spouse had a financial advisor but
not me

No, neither of us had a financial advisor

Prefer not to say

30

4%

4%

61%

Relationship With Shared Financial Advisor Post Separation

Yes, but | have a second FA

No, | no longer work with the FA

Yes, | have kept the same FA

0%
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Yes, Same Advisor
48%




Financial Discussions With Parents

31

Only one-in-ten (12%) Albertans indicate that their parents taught them about finances to a great extent, and one-third (32%) say their parents taught them
to some extent. Over half (55%) indicate their parents taught them about finances to a very small extent or none at all.

Boomers were taught the least about finances, while the new generation of Millennials were taught the most about finances. This may be because financial
options have changed with more investing options, in addition to being a generation that is more open to financial discussions.

18 to 34 35t0 54
(n=337) (n=376)
[A] [B]

To a great extent 12% 14% 1% 10%

To some extent _ 32% 43% BC 29% C 22%
To a very small extent _ 28% 28% 29% 28%
To no extent _ 27% 13% 20%A 39%AB
Prefer not to say l 2% 2% 2% 1%
ABC



Differences in Financial Management Style Against Parents

Albertans feel they are more open to talking about money and asking for professional advice compared to their parents. This is particularly true for

Gen-Xers (30%) are more likely than Millennials (23%) and Boomers (23%) to be in more debt than their parents. This may due to the fact they are in a

Boomers.
lifestage with more expenses (e.g. kids, mortgage).
Spending
B Spend more Spend the same [ Spend less Don't know
B Save more Save the same amount [ Save less Don't know
@ In more debt In the same amount of debt [ In less debt Don't know

B More risky

24%

B More open

39%

Risk with Investments

Same level of risk [ Less risky

28%

Talking about Money

Asopen [ Lessopen Don't know

32%

Don't know

25%

Ask for Professional Advice

B More likely

32%

As likely [ Less likely Don't know

29%

18%



Introductlon to Parents’ Financial Advisor

The likelihood of being introduced to their parents’ financial advisor correlates with age given that parents of Millenials are more likely to have a financial

advisor compared to their older counterparts.
While there may be an introduction, most say it was just an introduction and very few are working with their parents’ financial advisor.

18to 34 35t0 54
(n=337) (n=376)
[A] (Bl

Yes, and | work with him/her today . 4% 7%BC 3% 2%
Yes, and | worked with him/her but . 6% 9% BC 5% 39
not anymore = ? ° ’

12%BC 7%C 2%

Yes, but it was just an introduction . 7%

No, they never introduced me _ 27% 29%C 30%C 22%
No, they never had a financial o . . .

Prefer not to say I 3% 3% 4% ¢ 1%

ABC
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Reasons For Not Working With Parents’ Financial Advisor

] Among the small number of Albertans who previously worked with their parents’ financial advisor but no longer do, other than situational reasons
(change in financial needs, relocation), some say it was because they didn’t feel connected to the advisor (22%) or that they did not receive enough
attention (21%). This suggests that there may be opportunities for advisors to establish a more personal relationship as they are being introduced.

My financial needs changed

| didn't feel connected to her/him

Felt uncomfortable sharing a financial advisor with my _ 79
parents °
| don't see the value of having a financial advisor _ 7%
| prefer to work with a robo-advisor - 5%
Wanted to distance myself from my parents - 2%
over N 0

Prefer not to say - 2%

34

21%

34%

“She retired.”
“Moved and advisor deceased.”

“The advisor gave bad advice and caused financial loss,
so we no longer work with him.”

“I do not live in the same country as they did”



Named Recipient of Will(s)

] Four-in-ten Albertans have been named as a recipient in someone’s will. It is not surprising that Boomers were more likely to be named recipient (65% vs.
28% for Millennials and 32% for Gen-Xers).

° Only 15% experienced a dispute over their claim, primarily over money. The younger age cohorts are more likely to have experienced a dispute and this may
be related to their openness in having money discussions with others.

40% 15%

Have been named as a ‘ Experienced a dispute over — Reason for Dispute
recipient in someone’s will their claim

WILL Property (land or residential) _ 32%
Physical item/heirloom _ 28%
Business l 3%

Other l 3%

Millennials (19%) and Gen-Xers

(19%) are more I|!<e|y to have Prefer not to say . 6%
experienced a dispute than

Boomers (10%).
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Demographics &
Profiling
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Other Alberta
30%
Gender split consistent across all waves.
5 & 9 Edmonton
11 I 33%
Calgary
18t0 34 35to0 54 55+

33%  38%  29% D 36%

Age consistent across all waves.

Regional split consistent across all waves.

37

” Q32018 Q42018
(n=1,001) | (n=1,000)

$30K or less
$30K to $50K
$50K to $80K
$80K to $100K
$100K to $150K
$150K to $250K
$250K or more
Prefer not to say

Don't know

None to <$25K
$25K to <$100K
$100K to <$500K
$500K+

Prefer not to say

Don't know

A/Y
B e,

Q12019
(n=1,000)

Household Income

14% 12%
15% 16%
19% 20%
13% 13%
18% 16%
6% 6%
2% 3%
11% 12%

3%  Qw

14%
15%
19%
15%
16%
6%
12%

2%

Investible Assets

33% 36%
19% 17%
21% 19%
10% 11%
14% 14%
3% 4%

35%
18%
20%
10%
15%

3%

Q22019 Q32019
(n=1,000) | (n=1,000)

15%
14%
21%
13%
16%
7%
2%
11%

2%

37%
17%
20%
10%

4%

14%
13%
22%
13%
16%
8% A
1%
10%

3%

36%
20%
19%
8%
14%

4%



AppendiX

Progress on Achieving Financial Goals
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Progress of Achieving Financial Goals

Behind (net) Ahead (net) On Track
Children’s/grandchildren’s education 32% 44% 42% 48% A 18% 10% 8% 14% 12% 45% 41% 36% 33%V
Your education 44% 41% 52% 45% 16% 13% 8% 15% 15% 36% 34% 34% 36% 32%
Vacation 1% 47% 48% 43% 13% 1% 1% 10% 9% 39% 35% 32%
Retirement 45% 51% 52% 50% 52%A  13% 10% 10% 10% 9%V 37% 35% 33% 32% 33%
Major purchase (car, TV, etc.) 49% 54% 48% 53% 58%A  11% 7% 6% 7% 10% 33% 28% 29% 23%VY
House renovation 51% 53% 58% 54% 8% 6% 6% 1% 6% 36% 33% 27% 31% 31%
House 56% 55% 59% 53% 55% 1% 8% 4% 8% 7% 24% 22% 24% 20% 25%
Money in case of an iliness/death in family 50% 58% 57% 58% 9% 7% 6% 7% 6% 33% 26% 28% 27% 27%
Wedding/honeymoon/baby* 50% 49% 51% 48% 50% 15% 1% 4% 8%Y | 24% 24% 25% 23% 26%
Second property* 51% 41% 48% 55% 53% 1% 12% 7% 7% 10% 33% 29% 32% 22% 22%
Buying proper life insurance coverage 42% 51% 47% 40% 43% 1% 14% 9% 14% 10% 34% 24% 27% 22% 29%
Managing day-to-day finances 33% 37% 39% 37% 11% A 13% 13% 12% 12% 13% 53% 49% 47% 48% 45%V
Reducing your spending 46% 50% 44% 1% 9% 1% 9% 10% 41% 39% 45% 44% 37%
Making charitable donations 31% 31% 37% 33% 40% 14% 14% 1% 17% 12% 51% 49% 50% 42% 44%
Accumulating an estate 41% 38% a1% [ 54% A 13% 13% 9% 17% 39% 37% 29% 33% 31%
Starting or owning a business 50% 46% 42% 47% 53% 9% 1% 4% 10% 1% 28% 28% 40% 22%
Reducing the amount of tax you pay 39% 46% 53% 50% 52% A 9% 6% 6% 10% 8% 44% 36% 35% 35% 33%V
Paying down debt 47% 50% 50% 53% 54%A  10% 9% 9% 9% 10% 40% 39% 37% 35% 34%V
Building up an emergency fund 54% 59% 59% 59% 8% 7% 8% 6% 6% 33% 26% 27% 28%
A/Y
/6D
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To learn more about ways our investing philosophy is helping
Albertans, please contact: Chris Turchansky, President of ATB
Wealth at christurchansky@atb.com




