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Overview

| first met Mary and Harry Client when they were in their 50's. At the time, they had a combined salary of $350,000 and a
total net worth of approximately $1 million. They were very concerned about inflation, health care costs, taxes and
whether they would be able to maintain their lifestyle into retirement.
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My Approach

By inputting data on Mary and Harry's sources of income, expenses, and time in retirement into my firm's planning tools,
we were able to assess their future financial picture and identify possible income gaps. Their financial situation seemed to
be healthy; however, we felt they needed a more disciplined approach to saving and an investment plan that included a
range of tax-sensitive investment strategies coupled with insurance solutions (where applicable).
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Benefits of working with us

By changing their savings patterns slightly and considering the after-tax consequences of different investment choices,
Mary and Harry started to build their nest egg at a faster rate. | believe that as they get closer to retirement, they are
much more confident they will have the income stream needed to enjoy their next stage of life. Their advice to an investor;
create an investment plan to understand your needs and keep you on target, and discuss the many advantages of tax-

sensitive investing with a professional in the retirement strategies field.

Mary and Harry are not actual clients but they have similar stories to many of the families that work with us. This case study was used for illustrative purposes only.



The information contained herein has been provided by Linda Dal Bianco, Investment Advisor and is for information purposes only. The information has been drawn from
sources believed to be reliable. Graphs and charts are used for illustrative purposes only and do not reflect future values or future performance of any investment. The
information does not provide financial, legal, tax or investment advice. Particular investment, tax, or trading strategies should be evaluated relative to each individual's
objectives and risk tolerance.

Certain statements in this document may contain forward-looking statements (“FLS”) that are predictive in nature and may include words such as “expects”, “anticipates”,
‘intends”, “believes”, “estimates” and similar forward- looking expressions or negative versions thereof. FLS are based on current expectations and projections about future
general economic, political and relevant market factors, such as interest and foreign exchange rates, equity and capital markets, the general business environment,
assuming no changes to tax or other laws or government regulation or catastrophic events. Expectations and projections about future events are inherently subject to risks
and uncertainties, which may be unforeseeable. Such expectations and projections may be incorrect in the future. FLS are not guarantees of future performance. Actual
events could differ materially from those expressed or implied in any FLS. A number of important factors including those factors set out above can contribute to these
digressions. You should avoid placing any reliance on FLS.

All insurance products and services are offered by life licensed advisors of TD Waterhouse Insurance Services Inc., a member of TD Bank Group.
TD Wealth Private Investment Advice is a division of TD Waterhouse Canada Inc., a subsidiary of The Toronto-Dominion Bank.

® The TD logo and other trade-marks are the property of The Toronto-Dominion Bank.
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