
 

 

June 7, 2024,10:55 a.m., TD Financial Services & Fintech Summit 

CORPORATE PARTICIPANTS 

Deland Kamanga 

Group Head, BMO Wealth Management 

 

 

 

 
OTHER PARTICIPANTS 

Mario Mendonca  

Analyst, TD Cowen 

 
 

 
  

 
Bank of Montreal at TD Financial Services & Fintech Summit 

Q4 2017 CONFERENCE CALL 

 
Caution Regarding Forward-Looking Statements 

Bank of Montreal’s public communications often include written or oral forward-looking statements. Statements of this type are included in this document, and may be 

included in other filings with Canadian securities regulators or the U.S. Securities and Exchange Commission, or in other communications. All such statements are 

made pursuant to the “safe harbor” provisions of, and are intended to be forward-looking statements under, the United States Private Securities Litigation Reform Act 

of 1995 and any applicable Canadian securities legislation. Forward-looking statements in this document may include, but are not limited to: statements with respect to 

our objectives and priorities for fiscal 2024 and beyond; our strategies or future actions; our targets and commitments (including with respect to net zero emissions); 

expectations for our financial condition, capital position, the regulatory environment in which we operate, the results of, or outlook for, our operations or the Canadian, 

U.S. and international economies; plans for the combined operations of BMO and Bank of the West; and include statements made by our management. Forward-

looking statements are typically identified by words such as “will”, “would”, “should”, “believe”, “expect”, “anticipate”, “project”, “intend”, “estimate”, “plan”, 

“commit”, “target”, “may”, “schedule”, “forecast”, “outlook”, “seek” and “could” or negative or grammatical variations thereof. 

 

By their nature, forward-looking statements require us to make assumptions and are subject to inherent risks and uncertainties, both general and specific in nature. 

There is significant risk that predictions, forecasts, conclusions or projections will not prove to be accurate, that our assumptions may not be correct, and that actual 

results may differ materially from such predictions, forecasts, conclusions or projections. We caution readers of this document not to place undue reliance on our 

forward-looking statements, as a number of factors – many of which are beyond our control and the effects of which can be difficult to predict – could cause actual 

future results, conditions, actions or events to differ materially from the targets, expectations, estimates or intentions expressed in the forward-looking statements. 

 

The future outcomes that relate to forward-looking statements may be influenced by many factors, including, but not limited to: general economic and market 

conditions in the countries in which we operate, including labour challenges; the anticipated benefits from acquisitions, including Bank of the West, such as potential 

synergies and operational efficiencies, are not realized; changes to our credit ratings; the emergence or continuation of widespread health emergencies or pandemics, 

and their impact on local, national or international economies, as well as their heightening of certain risks that may affect our future results; cyber and cloud security, 

including the threat of data breaches, hacking, identity theft and corporate espionage, as well as the possibility of denial of service resulting from efforts targeted at 

causing system failure and service disruption; technology resiliency; failure of third parties to comply with their obligations to us; political conditions, including 

changes relating to, or affecting, economic or trade matters; climate change and other environmental and social risks; the Canadian housing market and consumer 

leverage; inflationary pressures; global supply-chain disruptions; technological innovation and competition; changes in monetary, fiscal or economic policy; changes 

in laws, including tax legislation and interpretation, or in supervisory expectations or requirements, including capital, interest rate and liquidity requirements and 

guidance, and the effect of such changes on funding costs and capital requirements; weak, volatile or illiquid capital or credit markets; the level of competition in the 

geographic and business areas in which we operate; exposure to, and the resolution of, significant litigation or regulatory matters, our ability to successfully appeal 

adverse outcomes of such matters and the timing, determination and recovery of amounts related to such matters; the accuracy and completeness of the information we 

obtain with respect to our customers and counterparties; our ability to execute our strategic plans, complete proposed acquisitions or dispositions and integrate 

acquisitions, including obtaining regulatory approvals; critical accounting estimates and judgments, and the effects of changes in accounting standards, rules and 

interpretations on these estimates; operational and infrastructure risks, including with respect to reliance on third parties; global capital markets activities; the possible 

effects on our business of war or terrorist activities; natural disasters and disruptions to public infrastructure, such as transportation, communications, power or water 

supply; and our ability to anticipate and effectively manage risks arising from all of the foregoing factors. 

 

We caution that the foregoing list is not exhaustive of all possible factors. Other factors and risks could adversely affect our results. For more information, please refer 

to the discussion in the Risks That May Affect Future Results section, and the sections related to credit and counterparty, market, insurance, liquidity and funding, 

operational non-financial, legal and regulatory, strategic, environmental and social, and reputation risk, in the Enterprise-Wide Risk Management section of BMO’s 

2023 Annual Report, and the Risk Management section in BMO’s Second Quarter 2024 Report to Shareholders document, all of which outline certain key factors and 

risks that may affect our future results. Investors and others should carefully consider these factors and risks, as well as other uncertainties and potential events, and the 

inherent uncertainty of forward-looking statements. We do not undertake to update any forward-looking statements, whether written or oral, that may be made from 

time to time by the organization or on its behalf, except as required by law. The forward-looking information contained in this document is presented for the purpose 

of assisting shareholders and analysts in understanding our financial position as at and for the periods ended on the dates presented, as well as our strategic priorities 

and objectives, and may not be appropriate for other purposes. 

 

Material economic assumptions underlying the forward-looking statements contained in this document include those set out in the Economic Developments and 

Outlook section of BMO’s 2023 Annual Report, as updated in the Economic Developments and Outlook section in our Second Quarter 2024 Report to Shareholders, 

as well as in the Allowance for Credit Losses section of BMO’s 2023 Annual Report, as updated in the Allowance for Credit Losses section in our Second Quarter 

2024 Report to Shareholders. Assumptions about the performance of the Canadian and U.S. economies, as well as overall market conditions and their combined effect 

on our business, are material factors we consider when determining our strategic priorities, objectives and expectations for our business. Assumptions about our 

integration plans, the efficiency and duration of integration and the alignment of organizational responsibilities were material factors we considered in estimating pre-

tax annualized run rate benefits from Bank of the West cost synergies and operational efficiency initiatives. In determining our expectations for economic growth, we 

primarily consider historical economic data, past relationships between economic and financial variables, changes in government policies, and the risks to the domestic 

and global economy. 

     

Non-GAAP Measures and Other Financial Measures 

Results and measures in this document are presented on a GAAP basis. Unless otherwise indicated, all amounts are in Canadian dollars and have been derived from 

our audited annual consolidated financial statements and our unaudited interim consolidated financial statements, prepared in accordance with International Financial 

Reporting Standards (IFRS). References to GAAP mean IFRS. We use a number of financial measures to assess our performance, as well as the performance of our 

operating segments, including amounts, measures and ratios that are presented on a non-GAAP basis, as described below. We believe that these non-GAAP amounts, 

measures and ratios, read together with our GAAP results, provide readers with a better understanding of how management assesses results. 

 

Management considers both reported and adjusted results and measures useful in assessing underlying ongoing business performance. Adjusted results and measures 

remove certain specified items from revenue, non-interest expense and income taxes, as detailed on page 38. Adjusted results and measures presented in this document 

are non-GAAP. Presenting results on both a reported basis and an adjusted basis permits readers to assess the impact of certain items on results for the periods 

presented, and to better assess results excluding those items that may not be reflective of ongoing business performance. As such, the presentation may facilitate 

readers’ analysis of trends. Except as otherwise noted, management’s discussion of changes in reported results in this document applies equally to changes in the 

corresponding adjusted results. 

 

Non-GAAP amounts, measures and ratios do not have standardized meanings under GAAP. They are unlikely to be comparable to similar measures presented by other 

companies and should not be viewed in isolation from, or as a substitute for, GAAP results. 

 

Examples of non-GAAP amounts, measures or ratios include: pre-provision pre-tax income, tangible common equity, amounts presented net of applicable taxes, 

adjusted net income, revenues, non-interest expenses, provision for credit losses, earnings per share, ROE, and adjusted efficiency, leverage and PCL ratios, growth 

rates and other measures calculated using adjusted results, which exclude the impact of certain items such as acquisition and integration costs, amortization of 

acquisition-related intangible assets, impact of divestitures, management of fair value changes on the purchase of Bank of the West, and initial provision for credit 

losses on Bank of the West purchased loan portfolio. BMO provides supplemental information on combined operating segments to facilitate comparisons to peers. 

 

Certain information contained in BMO’s Management’s Discussion and Analysis dated May 29, 2024, for the quarter ended April 30, 2024 (“Second Quarter 2024 

MD&A”) is incorporated by reference into this document, including the Summary Quarterly Earnings Trend section in the Second Quarter 2024 MD&A. Quantitative 

reconciliations of non-GAAP and other financial measures to the most directly comparable financial measures in BMO’s financial statements for the period ended 

April 30, 2024, an explanation of how non-GAAP and other financial measures provide useful information to investors and any additional purposes for which 

management uses such measures, can be found in the Non-GAAP and Other Financial Measures section of the Second Quarter 2024 MD&A. Further information 

regarding the composition of our non-GAAP and other financial measures is provided in the Glossary of Financial Terms section of the Second Quarter 2024 MD&A. 

The Second Quarter 2024 MD&A is available on the Canadian Securities Administrators’ website at www.sedarplus.ca and BMO's website at 

www.bmo.com/investorrelations. 

 

http://www.bmo.com/investorrelations
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MANAGEMENT DISCUSSION SECTION 

Mario Mendonca – TD Cowen – Analyst 

 

Good morning, everyone. Thank you for joining us again. Today we've got Deland Kamanga. He's the Wealth Group Head at BMO. Deland, thank you for doing this. 

Deland Kamanga – Bank of Montreal- Group Head, BMO Wealth Management 

 

My pleasure, Mario. 

 

Mario Mendonca – TD Cowen - Analyst 

 

Let's get started first. So not BMO's best quarter. Missed estimates by a little bit. Can you offer a little bit of an outlook? How would you sort of position that quarter 

and your view going forward? 
 

Deland Kamanga – Bank of Montreal- Group Head, BMO Wealth Management 

 

Absolutely, Mario. Obviously, I'm focused on the Wealth business, but you're right, the overall quarter did disappoint. But if you look at the actual PPPT growth, we 

did grow at 7% PPPT. We actually said we're going to deliver positive operating leverage. You saw 3% positive operating leverage. And when you actually look at 

where the disappointment was, it really was around the credits, and some few lumpy credits that caused the disappointment. When you look at the operating business 
and the expectations for PPPT growth for the operating businesses, we actually were right on expectations. So, the operating business was strong. Operating leverage 

actually was a little bit better than expectations.  

 

And when you look at the operating business going forward, the different leaders feel that we should be able to continue that operating growth. Now, you do have to 

realize that there certainly is in this environment continued pressures both Canada and the US on revenue growth. But the operating businesses feel good and with 
Wealth in particular where we are especially linked to all the different businesses, we are seeing good growth with our commercial partners, capital markets partners, 

retail partners. We grew AUM at 14% in the quarter, which is very, very strong. We are gaining new households, new accounts. So, we do see that we're set up for 

constructive markets, that we should be able to continue to have good performance. 

Mario Mendonca – TD Cowen – Analyst 

 

Okay. So let's now dive into Wealth Management very specifically. The industry has changed a lot in the last five years and BMO has changed with it. So could you 
walk us through some of these big trends and how BMO is addressing those? 

 

Deland Kamanga – Bank of Montreal- Group Head, BMO Wealth Management 

 
The big change in Wealth in the last five years – say, the last 10 years, really accelerated in the last five years, is that you're really going from an environment where you 

had a lot of people who came to a Wealth platform really for investment management, just to invest your money. And you're seeing now clients with Wealth transfer – 

generational Wealth transfer. They really need a lot more complicated solutions – not more complicated, but got more complicated problems, so they needed more 
holistic solutions. And so now, when you look at what people are asking for, they want estate planning, they want retirement planning, they want tax planning. Implicit 

in that – although they won't ask for insurance, but implicit in that estate planning, tax planning or retirement planning is insurance products. So the big change we're 

seeing is that people now aren't just coming to us just for investment management, they want holistic solutions. We need to be able to structure our business to solve 
that.  

 

If you look at even just from a gender standpoint, you got $3 trillion that's moving that women are going to be taking over the next little while. We really need to make 
sure that we're addressing that, getting them these tools that they need, having advisors that can also support them. So big changes from that standpoint as to what people 

are consuming on the other end. And we need to make sure that we're offering that kind of product for them. 

 

Mario Mendonca – TD Cowen – Analyst 

 

Now, what does BMO do to address these big trends? Like how do you – I know you can't opine on the strategies of your peers, but really think about BMO specifically. 
What's BMO doing to address these trends? What makes BMO special in Wealth? Maybe you can walk us through that. 

 

Deland Kamanga – Bank of Montreal- Group Head, BMO Wealth Management 

 

So, I'm going to tell you two things, Mario, that I think make us special. Number one, let's look at the big trends as to what people are looking for and why are we 

different. We decided a number of years ago to say, look, we know this is happening. People are going to demand more broad solutions. So let's take our investment 
advisors, our traditional brokerage business, let's merge that with our investment counselors and our Private Bank. So that when a client comes to us, they are able to get 

access to everything that we have to offer. Let's also then build a financial planning, specialized financial planners, within the private wealth space. That's even within 

those, financial planners have people who are specialized in estate and insurance financial planning. So that when you come to us, it's a one-stop-shop, all within the 
Wealth platform, and you can get exactly what you need.  

 

The other thing that we thought was important is that, you can't just provide these solutions only to the ultra or the high net worth. You also need to provide that to the 
mass affluent. So, with the Bank of Montreal, you're able to start your journey from mass affluent, get access to pure financial planning, all the way up to the ultra. We've 

organized ourselves differently. The other thing that we've done also, Mario, which is a little more recent, because we've said, we've got all of this expertise in Canada, 
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all this expertise in the U.S., we really had them as separate businesses. We've brought them together under one leader. So, one North-South Wealth platform. This is 

quite a bit different from what you're seeing from our competitors. One North-South platform under one leader, we took the investment management and banking 

business, put that under one leader. We've taken the operational excellence, saying we're going to take the best of breed from what we're doing in Canada and the U.S. 

And we're going to standardize that across both platforms. So that makes it easier for our clients and our colleagues to do business with our clients.  
 

And then the other thing about that, number one difference is, we're completely re-platforming the actual technology stack that we're going to use. So, we're going from 

40, 50 applications down to 4 or 5 applications. And again, to make it easy for the colleagues and make it easy for the customers to do business with the Bank of Montreal 
and not just in Canada, but North-South.  

 

The second big differentiator that I would say that we have, and we might get into it later, Mario, so I don't want to say too much now but it is the connectivity that we 
have with the rest of the bank. We're co-locating with our commercial platform. We already co-located with our retail platform. We have over 300 advisors that 

actually sit in branches in Canada. And then, we have a large number – 80 to 100 advisors that sit in branches in the US. So, we have a very deep connectivity with the 
rest of the enterprise, and that's a big differentiator as well. 

 

Mario Mendonca – TD Cowen – Analyst 

 

So other banks have these names they assign to their individual cohorts. So BMO has got the mass affluent and the affluent. Does the affluent sit in what you call BMO 

Private Wealth? And then, the mass affluent is just BMO Wealth? 
 

Deland Kamanga – Bank of Montreal- Group Head, BMO Wealth Management 

 

This is a very good question. So mass affluent for the most part sits in BMO Private Wealth – sorry, let me say it again. The high net worth and ultra-high net worth 

sits in BMO Private Wealth. The mass affluent, we do connect to that through our Wealth division, by manufacturing product through our Global Asset Management. 

And by providing a platform via our InvestorLine for clients to interact and to trade. The sales force, you could call it, the financial planners is a shared resource 

between Personal Bank and the Wealth business. So completely connected, not owned by one or the other, a shared resource saying, look, let's make sure that we can 

get out into the branches, make sure that the clients have access to everything that the Wealth platform has to offer. I would look at it not as one division or the other. 

It's, yes, ultra and high net worth that is served in Wealth, but the mass is a shared resource between both platforms, and we manufacture 100% of the product for that 

shared platform.  

Mario Mendonca – TD Cowen - Analyst 

 

That makes sense. Okay. So let's flip over a little bit now and talk about Bank of the West. How did that contribute to the Wealth deal? And maybe you want to combine 

that into a discussion of – I know Canada and the US are combined under your leadership.  So I'd presume there'd be some different strategies as well. So, let's talk 

about Bank of the West, the US versus Canadian strategy if that's doable.  

 

Deland Kamanga – Bank of Montreal- Group Head, BMO Wealth Management 

 

We can follow up on what we were just saying, when you wisely asked about the difference between the high net worth and ultra versus the mass affluent. In the US, 

we are much more of a high net worth and ultra offering. And that is – I would say, there's a big substantial difference between the US and Canada. Now the reality is 

in the US, you do have a lot more high net worth. So, the high net worth and the ultra of course, you just got such huge numbers. The Bank of the West really has given 
us a massive opportunity. 

 

They actually increased our households by about 24%, increased our assets, so AUM and AUA by about US$18 billion. And even more importantly, they weren't 
necessarily the primary relationship for that US$18 billion. So, of the 21,000 customers that we have in the US, we know that there's about US$180 billion toUS$200 

billion that they have sitting off-book, they have another relationship somewhere else. And Bank of the West just didn't have the product suite to provide those clients 

with an opportunity.  
 

We say to our sales force in the US, we have a couple of years where you really don't need the prospect outside of BMO. You already have a client base that just hasn't 

had access to products. And to particularize it for you even more, which is what makes us so excited about the opportunity, if you look at California and Florida, because 
we already have a big position in Florida, the average account size that we have on us in California now after the Bank of the West – or I should say average account 

size. The assets per FTE in California is about US$600,000. In Florida, it's about US$1.5 million.  

 
When we look at the penetration of our commercial clients in the old Bank of the West versus our BMO, there's 15% penetration for Bank of the West, 30% for Bank 

of Montreal. So, we think with the commercial business alone, another 11,000 customers – again, customers we have that are commercial customers who don't have a 

primary Wealth relationship with us, that 11,000 customers is another US$100 billion of opportunity. There's so much in our own backyard where we just provide these 
Bank of the West folks with the product, with the sales practices, with the sales training, with the operational excellence. And we think there's a huge growth opportunity 

just sitting with the clients that they already have. 

 

Mario Mendonca – TD Cowen - Analyst 

 

So that really is the right lead in for me now into another question that you started to address, which is, how do you get folks in Wealth to play nice with the folks in 
Personal Banking, Commercial Banking? I know from experience, the leader has to insist on it, number one. It's got to be sort of built into the culture of the bank. But 

there's also that has to be sort of an incentive structure around that as well. So how do you make it work? 
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Deland Kamanga – Bank of Montreal- Group Head, BMO Wealth Management 

 

It's a great question. And I don't want to give away any secret sauce. However, look, the reality is, lots of people trying to figure out, it’s who actually executes, right? 

So, what we've done is we've really tried to understand what is it that might be an objection on the Capital Markets, Commercial, P&BB side to refer to Wealth and what 
has been an objection from the Wealth side to refer to P&BB, Capital Markets and Commercial, because the money is one thing, but what is stopping you. So you'd be 

amazed, what we have done is, we've taken the Head of Commercial, Nadim Hirji, we brought him to our Chairman's Club event. He spent the whole three days with 

the group, came to all the business meetings, listened and learned and spoke to the advisors. And really tried to understand what is holding you back. With the advisors, 
what came up is not money. What they said was our lifeblood is our clients. We have nothing else if we don't have a great relationship with our clients, we're going to 

protect our clients. So, when we hand the client over to Commercial, how do we know – how can we be certain you'll look after that client. 

And so, building those relationships and getting that level of trust, that's what's been key. So that's why Nadim with Commercial, myself with Wealth, we're co-located. 
We're having these people actually sit in branches together and work together in a much more connected fashions o they build those relationships over time. If you look 

at our Chairman's Council, Mario, 50% of the Chairman's Council have referred to Commercial. If I went back three years, that number might be 2%. So, as they've 

gotten trust and as they've gotten comfortable and as they believe, they're getting up to that point. And so, there's no reason why it can't continue to go as that trust 
continues.  

The other thing that we're doing also, because you do that kind of stuff, but you also want to institutionalize it. Darryl's set up what's called a One Client Council, not 

just for Wealth or Commercial, but a One Client Council for the whole bank, chaired by two Executive Committee members. And then, every single business line, as 
well as the functions have a representative on this One Client Council. And that two EC members on the One Client Council don't report into any of the business heads 

or any of the function heads. They go right into Darryl, they are accountable to Darryl.  

 
And what that does is, it allows for any disagreements, any things where people just can't get to the same place. It allows it to be adjudicated by the co-heads of the One 

Client Council. And they can take it to Darryl and they have his authority to say, okay, love your idea, love your idea, we're doing this. And then, it's our job to execute. 

And that does make a difference. 90% of the time there's not going to be disagreement. 10% of the time, you need somebody to step in and say, this is what we're going 
to execute and this is how we're going to move forward. And that has been a difference maker for us. 

 

Mario Mendonca – TD Cowen – Analyst 

The other thing I've noticed in paying attention to banks over the long term is, some of the really successful and developed systems and processes that allow them to 

measure their success down the road and actually measure profitability at a very granular level like client level type profitability. Where is BMO in that journey? Has 

BMO developed the systems, are you building that out now? 

 

Deland Kamanga – Bank of Montreal- Group Head, BMO Wealth Management 

I love that, Mario. So one of the first things I noticed when I came into the seat, having spent my entire career in global markets on the trading floor, is that we needed 
to improve the data that we had to measure exactly what you're saying, not just the profitability of clients, but profitability of job functions, of advisors, of types of 

advisors, even to show them, hey, here's what great looks like, right, just for them to even see. So, for the first year we spent a lot of money and a lot of time building a 

system. I'm not going to tell you the name because I don't want anybody to steal it from us, even though it's a great business for these guys.  

And we've rolled it out to all of our regional presidents, all of our market leaders, all of our assistant market leaders, so that they have the data. We've also even done it 

for our Global Asset Management business. We've done it for our InvestorLine business. So Private Wealth Canada, Private Wealth USA, BMO InvestorLine and Global 

Asset Management all have this system now. Each leader of the business was able to tweak it a little bit the way they wanted it to measure things that Deland Kamanga 
may not think needed to be measured because they're experts in their business. And so, they decided some of the differences, they're not all the exact same measurement 

of things as what the leader thought was very important. But that's helped us a lot.  

We also brought in a few new leaders, Mario, who have had success using analytics like this, and they're all from different competitors using analytics to help with the 
productivity of the different levels of advisors and to help with the clients. And so, we are seeing some good results, you'll see – if you look at our NIX, you're not seeing 

us spending all kinds of money, but we are getting some nice AUM growth. We are getting new households, we are getting new accounts. And the advisors are very 
open. When you tell them, here's what it looks like – here's what your book looks like, here's what it could look like if you were to do a few things differently, because 

this is what Joe was doing in Edmonton, and your book could do that. Included in that, by the way, are potentially commercial referrals because those clients that you 

have, have a commercial account with XYZ bank. And when there's a transaction or that client sells, you may not even know about it because it's going to end up being 
taken care of by the other bank. But you get it on your books, this also helps you because this is what happened to Felix in Halifax. They have a very open mind to it, it 

changes how you execute your operational excellence and your sales practices. It changes it. 

 

Mario Mendonca – TD Cowen - Analyst 

Let's flip over now and talk about money in. So you've got deposits, you've got Wealth Management assets coming in. And let's talk about some of the recent trends like 

the last couple of years relative to what you could expect now that rates have come down – or rates may come down a little more. Talk about it globally as a big concept 
of money in, deposits and wealth in the context of a lower rate environment? 

 

Deland Kamanga – Bank of Montreal- Group Head, BMO Wealth Management 

It's a great question. When you look at it and you look at the deposits – when you do your analysis, Mario, and you look at the deposits on the wealth platforms anywhere, 

you'll see that as rates went up, deposits have declined. What's interesting is that, if you look at BMO and I don't know this number for other people, I'm going to assume 
– well, there's one bank that I know this number for. If you look at deposit growth, it's the one bank that has better deposit growth than us.  

But if you look at what's happened pre-pandemic, we were sitting at about $75 billion of deposits for the wealth platform. On the wealth platform now, you see that in 

the area of $60 billion, $62 billion, and that's in line with what you've seen other people do. However, those advisors, as rates have gone up, they've taken deposits down 
that were sitting in cash because you're getting 25 basis points, 50 basis points. Mrs. Jones didn't care that it was sitting in cash and they've moved that into BMO GICs 

into term investments. So our actual Wealth clients with deposits within the Bank of Montreal is now actually $100 billion.  
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Ironically, deposits have actually gone up. Yes, it's not cash. It's sitting in term, it's sitting in GICs. But the relationship has stayed here. And it's actually, we've net 

grown the money because you've had net new assets coming in and you've still actually grown the deposits in term.  I actually think that this change in rates hasn't been 

as bad for the wealth businesses as the headlines might say, because we've actually gained relationships. We've called these clients and we've called these clients. Yes, 

they've moved the cash they had with us, but they've moved to new assets as well and put them into term.  

Our Money Market ETFs have been growing very, very nicely as people go into that type of product. So, I think it's been a boom. The other side now is going to be, as 

rates come down and if people feel the market is constructive, I expect that as that cash comes out of term and goes into the market, when they make those calls to move 

that money, they'll also get other money that might be sitting in term somewhere else. So just like the overall term, overall cash, overall deposits grew when they made 
the call, I think the overall AUM will grow. And we'll all be in a battle for it, there's no question. But you're in a better position if you have the deposit with you, of 

course. 

 

Mario Mendonca – TD Cowen - Analyst 

Now, I don't know, you wouldn't be agnostic between whether it's in a term deposit or in your AUM, presumably there's a difference. I figure one would be a better 
business to be in than the other maybe, but let me ask you, how do you view that from a margin perspective? 

 

Deland Kamanga – Bank of Montreal- Group Head, BMO Wealth Management 

There's no question that money that's sitting in term has a better margin short term. But what happens, Mario, the reality and the reason why the wealth business is so 

compelling is that, that term investment is just that, it's normally a term investment. It's two years, it's three years, maybe it's five years, right? But when Mrs. Jones takes 
that money and puts it into the market and has what is normally the case, except for once every four or five years, right, a good experience and has a good advisor who 

keeps her in the market. She keeps that money in the market for a very long time. So, the PV of that money sitting with you, if you look at our advisors, I'm not going to 

say who's number one, but we are number two share of wallet, we have 74% share of wallet.  

When these clients convert that term into investment management products with us, we get the majority of their assets and they stay with us for a very long time. The 

average term for our advisors is about 19 years with us and the average time of clients is about 18.5 years. So, these people are very, very loyal, both the advisors – as 

crazy as that might sound, but both advisors and the clients.  When that migrates over, yes, short term, we're going to make a little bit less margin. But the PV is much 
better because those clients would normally stay for a very long time, and they'll stay invested for a very long time. 

 

Mario Mendonca – TD Cowen - Analyst 

And then presumably at the center of the bank, the corporate treasury center of the bank has to cope with that change in deposit funding because it leaves the term 

deposit, it leaves  the  other deposit. But that's outside of what you focus on, right?  

 

Deland Kamanga – Bank of Montreal- Group Head, BMO Wealth Management 

That's right. And what’s interesting is that at the end of the day, if you look at the asset mix, I don't know what this is for other banks, I look at ours, I can only see for 
ours. If you look at the asset mix of our clients, they're actually 55%, 60% fixed income, so call it term – the average customer, when you look at the aggregate, they're 

still keeping a lot of money in fixed income type investments. And so, it's up to the advisor to choose, is that a Money Market Fund or is that a GIC, whatever. And so, 

that core funding for the banks as the AUM grows is still going to grow because you still get enough customers who will say, yes, I'm going to stay with you, but I'm 
going to trim a little bit. And I do like – I am comfortable having a decent amount in fixed income. 

 

Mario Mendonca – TD Cowen - Analyst 

I see. Now, let's talk a little bit about the lending side. I normally don't think too much about lending when I think about the Wealth Management business. But loan 

growth has been weak now for these banks for some time now. Do you see a slight change here with lower rates? Could we get a little bit of a lift in the lending space 

in Wealth? 

 

Deland Kamanga – Bank of Montreal- Group Head, BMO Wealth Management 

It's interesting, Mario. If I go back to last year, our loan balances and you see when we show our numbers, it was about $42.1 billion. If you look at it now, it's about 

$42.3 billion – they've actually gone up very slightly. And what's interesting about that is that our clients are rich. So, when the rates go up, some of them, they don't 

want to borrow money at these rates, they pay down. So that $42.1 billion to $42.3 billion, that's after a lot of people have paid down.and we've brought in a lot. The 
number one place where we gain households is in Private Bank, Canada and US and they lead with the loan product, it is a very good business. It's a very good starting 

point with a lot of clients. You do have many clients who have a very small investment management product with us because we've led with the private banking and 

we're growing the investment management over time. So, it is a very important business. The pipeline is quite good in Canada and the US, but I would encourage you 
to say that although macro, it might appear that the loans are slowing down, actually no, there's a nice recycling going on. People are paying down. But then we do have 

enough people coming up that we are at least treading water in an environment where, quite frankly, with rates where they are now, you'd expect a lot more paydowns 

and you'd expect a lot less people taking on new loans. So, I'm encouraged with the environment. 

 

Mario Mendonca – TD Cowen - Analyst 

Although that could change, that could change as rates come down, for sure. Let's conclude with insurance. Insurance is a smaller part of the business. Let's talk about 

how insurance, like why does it belong in the Wealth segment? What products does it relate to? Are there similar customers? Let's just talk about BMO's insurance 

strategy overall. 
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Deland Kamanga – Bank of Montreal- Group Head, BMO Wealth Management 

Absolutely, Mario.  we haven't spent a lot of time really explain to people about the insurance. I appreciate the question. It is such an integral business to the overall 

wealth platform. And it's not even just wealth. When you provide a mortgage buyer with creditor insurance, you double the ROE on the mortgage. So it's a very important 
business even for our retail business, and it's a very important business for those clients because those people who are buying it, God forbid they ever need it, it's a very, 

very valuable product for them. So, it's important for the retail business.  

Now, to the Wealth business. When you ask customers what's the priority of what you want, they'll say, I want retirement planning, I want estate planning, I want tax 
planning. Those are the three big things that they ask for. And then you ask them – you'd give them the name of the other things that they might want. They'll say, well, 

that's not as important. So, investment management actually is lower than those big three. Insurance is 2% - 2% of them say, yeah, I want insurance. When you do a 

proper financial plan and you do the estate planning, you do the financial plan and you do you do the proper tax planning, insurance is integral to that solution.  

And so that's a big part of what we do is innovate with the insurance platform. With our advisors – we have estate and insurance advisors embedded within the Wealth 

platform. And it's a very, very important of the business and has a lot of potential growth. And we have some areas that we think are gaps that we think we could grow 

in, in that area where we see our clients buying things and we aren't offering them yet. So we're going to broaden some of the products that we offer within insurance to 
fill that gap where we actually see money going out to pay other people for that product. We have that advantage. We can see it.  

And so, the insurance business, I think, has a very interesting future for us, and we're getting at it. We've got a new leader there. The previous guy was excellent and 

built it to where we are and retired. And we've got a new leader in there who's picking up where he left off. We're excited about the insurance business for sure. 

 

Mario Mendonca – TD Cowen - Analyst 

Thank you. Deland, I got a lot of this. I definitely – not every meeting do I walk away thinking I've learned something; I think I learned something as well. Really 

appreciate you taking the time and thank you to everybody else who joined us. 

 

Deland Kamanga – Bank of Montreal- Group Head, BMO Wealth Management 

Thank you, Mario. My pleasure.  

 

 


