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2 newspapers 
(English and 
French)

2 magazines 
(English and 

French)

OUR FINANCIAL BRANDS

ABOUT US

Canada’s 
news source 
for financial 
professionals

Launched in 1989, 
Investment Executive is 
Canada’s newspaper for 
IIROC and MFDA advisors, 
financial planners, personal 
bankers and other financial 
services professionals. 
Investment Executive 
focuses on professionals 
who sell and provide advice 
around financial products 
— stocks, bonds, mutual 
funds, insurance, etc.—and 
what they need to know 
to do a better job for their 
clients. IE primarily covers 
financial news and analysis, 
regulatory developments 
and industry trends.

Practice 
strategies and 
tips for Canadian 
advisors

Advisor’s Edge launched 
in 1999 and provides 
practice management 
ideas and strategies 
to IIROC and MFDA 
advisors who want to 
put their clients first. 
The magazine and 
website, Advisor.ca, 
offer practical action 
items and tools to take 
into client meetings. 
Readers walk away with 
ideas and strategies to 
implement over years for 
continu ous improvement. 
AE primarily covers 
practice management, 
tax and investments.

Quebec’s 
news source 
for financial 
professionals

Finance et Investissement 
was launched in 1999 
for French-speaking 
financial professionals and 
covers stories specific to 
Quebec’s financial services 
community. Finance et 
Investissement reports 
on the people, products, 
trends and technologies in 
Canada’s financial services 
sector, with a focus on the 
Quebec financial market. 
In addition to a strong 
news component, FI offers 
sales, marketing and 
technology features that 
help advisors build their 
businesses.

Practice 
strategies and 
tips for Quebec 
advisors

Conseiller launched in 
2000 to provide practice 
strategies to Quebec finan-
cial advisors. It features 
local stories on Quebec 
issues, special reports and 
interviews with Quebec 
industry leaders. With 
informative content and 
business-building tools 
for professional advisors, 
Conseiller focuses on 
key issues pertaining to 
prac tice, client and tax 
management. In print 
and online, Conseiller 
guides advisors to help 
them become better 
professionals. 

TC Media is a 
Canadian leader 
in specialty media 
segments whose 
mission is to 
help companies 
attract, reach and 
retain their target 
customers.

The Investment 
and Advisor Group 
offers unparalleled 
reach to Canada’s 
financial advisor 
community.

WE OFFER

the canadian securities 

Administrators (CSA) is propos

ing an ambitious set of reforms 

that aim to reshape the retail 

investment business and provide 

clients with a better bargain from 

the industry. Yet, as the comment 

period for the proposals came to 

a close, the biggest outcry came 

from financial planners — and 

investor advocates.

The CSA published a set of 

proposals in late June that aim 

to improve industry conduct and 

produce better results for inves

tors by nudging them toward 

lowercost, more diversified port

folios that generate better risk

adjusted returns. Specifically, the 

CSA is proposing changes to suit

ability and conflictofinterest 

rules to incorporate “best interest” 

principles, along with new “know 

your client” and “know your prod

uct” requirements, as well as curbs 

on referral fees. 

Given the significance of the 

proposed changes, the CSA 

published its planned reforms 

for a longer than usual 120day 

comment period, which con

cluded on Oct. 19, as Investment 

R E G U L AT I O N 

CSA reforms 

get mixed 

reviews
Investor advocates cite 

lack of “best interest” 

standard

BY JAMES LANGTON

a recent ontario superior 

Court of Justice decision has 

thrown into doubt probate plan

ning involving multiple wills in 

cases in which an executor is 

given discretion, after a testator’s 

death, to determine what prop

erty is covered by a will. 

In Milne Estate (Re), a decision 

released in September, the court 

ruled that primary wills belonging 

E S TAT E  P L A N N I N G 

Strategy 

challenged

BY RUDY MEZZETTA

after leading toronto-

based AGF Management Ltd. for 

18 years, Blake Goldring will leave 

his post as CEO and chairman 

in December. This development 

marks yet another shift at the asset 

management company, which has 

seen its share of changes during 

the past two decades. 

Kevin McCreadie, AGF’s presi

dent and chief investment 

M U T U A L  F U N D S 

Changes  

at AGF
BY FIONA COLLIE

CANADA’S  NEWS SOURCE FOR FINANCIAL  PROFESSIONALS IE EXECUTIVENOVEMBER 2018
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Sara Zollo, a 31-year-old financial advisor with Sara Zollo 

Financial Solutions Inc. in Richmond Hill, Ont., says her practice 

appeals to two distinct demographics: millennials and clients in 

or approaching retirement. “Retirees and pre-retirees want a 

younger advisor they can [have] confidence in,” she says, “and 

who will be maintaining a relationship with them over the next 

20 to 30 years.” (See story on page 18.)

PAUL LAWRENCE

WWW. INVESTMENTEXECUTIVE .COM
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 INSIDE
  NEWS

  CHARITABLE GIVING Survey: 

Canadians place greater 

importance on philanthropy 

as assets increase. Pg. 8

  RIGHT CHOICE A recent 

Ontario court case 

underlines the importance 

of making the right choice 

for POA. Pg. 9

  DECADE OF CHANGE The 

business of advice has 

shifted dramatically in the 

10 years since the global 

financial crisis. Pg. 10

  NEWSMAKER Andrew 

Auerbach intends to take 

collaboration to the next 

level as head of BMO 

Nesbitt Burns. Pg. 12

 BYB

  ELDER CARE Many clients 

with aging parents need 

advice in preparing for what 

lies ahead. Pg. 13

  YEAREND GLOOM? Use this 

five-step process to refresh 

your business and your 

outlook. Pg. 16

  PROFILE Sara Zollo says her 

background in performing 

arts has helped her succeed 

as an advisor. Pg. 18

  TECHNOLOGY Assessing the 

many email apps available 

— and choosing one that’s 

right for you. Pg. 20

 FOCUS ON PRODUCTS

  EUROPEAN EQUITIES 

Economic growth is modest 

in Europe, but some stocks 

are priced attractively 

compared with those in U.S. 

markets. Pg. 21

 INSIGHT

  EDITORIAL Regulators must 

move forward on their 

“consumers first” reforms. 

Pg. 22

  OTTAWA Conservative leader 

Andrew Scheer has failed to 

increase his base. Pg. 22
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The newspaper never  

went out of style

ADVERTISE WITH US!

THE NUMBERS SPEAK FOR THEMSELVES

38% of our readers share their newspaper with at least one colleague

48% of our readers spend more than 30 minutes reading our newspaper

100% of our readers refer to an issue of Investment Executive twice

416-847-5100 | adsales@investmentexecutive.com

The country’s largest combined 
financial advisor reach at

le  journal des  professionnels  du placement

FI InvestIssement
février2018 |  3 2  p a g e s

FInance et

www.f inance- investissement.com

r é f o r m e

RRQ : Diviser pour mieux régner ?

> réforme     suite page 2

À l’affiche Robert  Dumas, président et chef de la direction de la  Financière  Sun  Life pour le 

 Québec, est couronné  Personnalité financière de l’année 2017. Le jury du  Top 25 de l’industrie 

financière du  Québec le décrit comme un gestionnaire de haut calibre, un gentleman des affaires, 

qui est aussi très engagé dans sa collectivité. À lire en page  B4.

pHOtO :  CHristian  Blais

marchés boursiersRenouveau chez les stock pickers

p r o j e t  d e  l o i  1 4 1Au cœur des controverses

> projet     suite page 8

> marchés     suite page 6

PaR  Jean-FRançoiS  BaRBe
fin 2016, le fonds d’ac- 
tions américaines  Aston/River 
 R o a d   I n d e p e n d e n t   Va l u e 
(410 M$  US d’actif sous gestion) 
fermait ses portes. «  Je me suis 
congédié  moi-même », affirme 
alors son gestionnaire de porte-
feuille  Eric  Cinnamond en met-
tant en cause les stratégies indi-
cielles. Selon lui, ces dernières 
utilisent insuffisamment les  
prix et les fondamentaux des 
titres individuels comme cri-
tères d’achat, ce qui entraîne la 
rareté des bonnes occasions 
d’investissement.Une récente recherche de la 

banque  Credit  Suisse désigne 
un autre obstacle à l’expression 
des talents des sélectionneurs 
de t itres (stock pickers) : le  

PaR  aLizée  CaLza

la  commission des finances 
publ ique s de l ’A s s emblé e  
nationale du  Québec s’est réunie 
le 7 décembre et les 17 et 18 jan-
vier derniers afin de procéder à 
des consultations particulières et 
audit ions publ iques sur le 
controversé projet de loi 141 sur 
l’amélioration de l’encadrement 
du secteur financier.Au cours de ces trois journées, 

les g roupes entendus, tout 
comme les questions du ministre 
et de l’opposition, se sont essen-
tiellement concentrés sur trois 

PaR  YveS  GinGRaS
la bonification du  régime 
de rentes du  Québec (RRQ) consti-
tue un véritable eldorado pour la 
 Caisse de dépôt et placement du 
 Québec (CDPQ). En effet, les ré-
serves du  RRQ, gérées par la 
 Caisse, franchiront le cap du 
1 000 G$ d’ici 2065. Cependant, 

des voix s’élèvent pour dénoncer 
cette concentration de l’épargne. 
D’autres, dont le  Conseil des 
gestionnaires en émergence 
(CGE), voudraient qu’un pour-
centage de ces actifs soit confié à 
des gestionnaires émergents 
québécois.D’entrée de jeu, précisons 

que la loi prévoit que ces ré-
serves seront comptabilisées 

dans deux régimes distincts : le 
régime de base, soit le régime 
actuel mis en place en 1966, et 
le nouveau régime supplémen-
taire. «  Les cotisations et les 
prestations de chacun des ré-
gimes feront l’objet d’une comp-
tabilité distincte »,  peut-on lire 
dans le «  Rapport modif iant 
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 CELI crée des occasions. 

Page 15

DéVeLoppemeNT  Des  aFFaIres
FIscaLITé  Mise à jour fiscale 
2018. Page 16

rrQ L’analyse de  Martin  Dupras. Page 17
éDITorIaL  eT  aNaLYsespL 141  De la clarté svp.  Page 18

Abonnez-vous maintenant pour ne rien  

manquer de l’industrie financière
Finance-investissement.com/abonnement

Connaissez-vous  nos infolettres ?Quotidienne  •  Hebdomadaire  •  FI Relève  •  Alerte

websites (2 English, 
2 French) with dozens 
of specialty e-newsletters. We 
also offer audience segmentation 
such as HNW, IIROC, MFDA, 
events and more!
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DEMOGRAPHICS

AVERAGE AGE 54 51 54 53

AVERAGE ASSETS UNDER MANAGEMENT $77 Million $53 Million $71 Million $62 Million

HOUSEHOLDS SERVED 266 332 331 315

REACH

WEB TRAFFIC1
Monthly page views 222,771 122,486 383,765 150,182

Monthly visitors 198,314 108,862 187,500 68,810

SOCIAL MEDIA2

Facebook followers 7,460 13,889 200 3,701

Twitter followers 12,300 2,424 9,160 2,913

LinkedIn followers 3,402 4,154 1,375 188

E-MAIL
edirect 11,000 5,600 25,000 5,200

e-newsletters 15,000 7,000 25,000 5,500

PRINT Print circulation 31,500 10,900 27,500 9,000

1   Google Analytics, January-October 2018 average       •       2   Number of followers per brand profile, October 2018

INVESTMENT
EXECUTIVE

Total circulation: 
31,500

 Unique audience:  
 22,500 

18.5%
Audience 
overlap

17.5%
Audience 
overlap

ADVISOR’S 
EDGE

Total circulation: 
27,500

 Unique audience:  
 24,500 

FINANCE ET 
INVESTISSEMENT

Total circulation: 
10,900

 Unique audience:  
 8,000 

CONSEILLER

Total circulation: 
9,000

 Unique audience:  
 6,600 

The unique audience 

of Investment Executive / 

Advisor’s Edge is 

approximately 

 50,000  and covers 

most of the national advisor 

audience.

 100%  of 

Advisor’s Edge readers 

have requested to receive 

the publication and 

have confirmed their 

subscription details within 

the last 3 years.

The unique audience 

of Finance et 

Investissement / 

Conseiller 

is approximately 

 17,000 , centred 

largely in Quebec.

 100%  of 

Conseiller readers 

have been verified 

within the last 3 

years and over 

 60%  request their 

subscription.

UNIQUE READERS BY BRAND AND TOTAL AUDIENCE OVERLAP*

*As of Dec. 4 and subject to change
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CONTENT SOLUTIONS
Speak to your account manager about creating an integrated media plan that puts your content in front of Canada’s financial professionals

 
CUSTOM CONTENT

 
WEBINARS

EDITORIAL CONTENT  
SPONSORSHIPS

The TC Media brands have unparalleled reach 
with financial advisors. Uncover exclusive 
insights about your target audience and dem-
onstrate thought leadership by bringing this 
research to the financial community.

Examples of executable projects:
· Message and communication testing
· Audience understanding and insight
· Competitive intelligence and benchmarking
· Product development
· Advertorial content development
· Ad testing
· Professional development and continuing 

education needs
· Debuting research at a TC Media event

TC MEDIA RESEARCH

Whether you’re looking to share expertise 
and insights, feature your company’s thought 
leaders, tell a story to boost your brand impact 
or promote your products and services, our 
Content Solutions team offers a turnkey ser-
vice and collaborative approach to ensure your 
content strategy is a success.

 Our multiplatform experts can help you cre-
ate and share content in engaging formats such 
as print, web, videos, podcasts, infographics, 
email, roundtables, ebooks, case studies and 
lots more.

Share your company’s expertise in front of a live, 
national audience. Our one-hour webinars attract 
between 300 and 600 live attendees, depending 
on the topic. We also host the recorded webinar on 
our websites for on-demand viewing. Educational 
content is presented by your company, and our 
Content Solutions team takes care of the rest. 
Services include registration, marketing, produc-
tion of the live and recorded webinars, reporting 
and CE accreditation. You’ll also generate leads as 
registrants can opt in to receive your emails.

All webinars come with a report showing 
audience data, including the results of your 
customizable exit survey. 

Target your brand message to our readers with-
out having to create content. Simply provide us 
your marketing objectives and we will help you 
select relevant editorial content beside which 
you can display your ads. Average engagement 
tends to be higher when an advertiser’s brand 
message and editorial content are aligned.

 Sponsorship opportunities include: key-
word, editorial topics and editorial-produced 
series, ebooks, podcasts, webinars and more. 
Editorial content is written by our journalists 
with no advertiser involvement.

This online continuing education hub serves 
accredited courses to financial professionals. 
Our platform allows you to share your company’s 
CE accredited courses and manage your staff’s 
CE requirements.

CE CORNER
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EVENT DATE LOCATION BRAND HOSTS DESCRIPTION
SPONSORSHIP 
OPPORTUNITIES

RETIREMENT 
SUMMIT

May 2019 Toronto  ˙ Advisor’s Edge

 ˙ Investment Executive
This full-day educational summit will explore the 
challenges and opportunities around serving 
retired and retiring clients.

 ˙ Platinum

 ˙ Gold

 ˙ Silver

 ˙ and more

INVESTING 
FOR THE 21ST 
CENTURY

June 2019 Toronto  ˙ Advisor’s Edge

 ˙ Investment Executive
Stay ahead of industry trends by attending this 
half-day event. We will explore hot topics such as 
responsible investment, liquid alts, technology 
and cannabis.

 ˙ Platinum

 ˙ Gold

 ˙ Silver

 ˙ and more

2ND ANNUAL 
WOMEN 
IN THE 
FINANCIAL 
INDUSTRY 
CONFERENCE

April 2019 Vancouver  ˙ Advisor’s Edge

 ˙ Investment Executive

 ˙ Benefits Canada

 ˙ Canadian Investment Review

Inspired by the smashing success of the sold-out 
2018 edition, this full-day conference will be held 
in three cities in 2019. Our program will provide 
attendees with inspiration, ideas and practical  
tips for women in the financial industry on ways 
to thrive.

 ˙ Keynotes

 ˙ Lunch & Cocktails

 ˙ Sessions

 ˙ and more

June 2019 Montreal  ˙ Finance et Investissement

 ˙ Conseiller

 ˙ Avantages

September 2019 Toronto  ˙ Advisor’s Edge

 ˙ Investment Executive

 ˙ Benefits Canada

 ˙ Canadian Investment Review

2ND ANNUAL 
ETF SUMMIT

September 2019 Toronto  ˙ Advisor’s Edge

 ˙ Investment Executive
This half-day event was sold out in 2018. Back for 
2019, this event will dig deeper into the benefits 
and challenges of using ETFs.

 ˙ Platinum

 ˙ Gold

 ˙ Silver

 ˙ and more

CLIENT-
FOCUSED 
REFORMS 
BREAKFAST

October 2019 Toronto  ˙ Advisor’s Edge

 ˙ Investment Executive
A morning to discuss the implications of the 
Canadian Securities Administrators’ client- 
focused reforms initiatives. Event depends 
on regulators’ schedule.

 ˙ Speaking 
opportunity

TOP 25 DE 
L’INDUSTRIE 
FINANCIÈRE 
DU QUÉBEC 

Feb. 5, 2019 Montreal  ˙ Finance et Investissement The Quebec financial industry’s Top 25 
recognizes 25 professionals who have made their 
mark in the past year through their accomplish-
ments and influence in the industry. The winners 
are chosen by a jury of financial industry personal-
ities and Finance et Investissement editors.

 ˙ Opportunities 
for non-financial 
clients

LES 
CONSEILLERS 
À L’HONNEUR!

 ˙ Conseiller Held during the Top 25, Les conseillers à l’hon-
neur! rewards the work of three financial advisors 
with an exceptional career path. The winners are 
chosen by a jury of financial industry personalities 
and Conseiller editors.

OUR EVENTS
Subject to change
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the canadian securities 
Administrators (CSA) is propos
ing an ambitious set of reforms 
that aim to reshape the retail 
investment business and provide 
clients with a better bargain from 
the industry. Yet, as the comment 
period for the proposals came to 
a close, the biggest outcry came 
from financial planners — and 
investor advocates.

The CSA published a set of 

proposals in late June that aim 
to improve industry conduct and 
produce better results for inves
tors by nudging them toward 
lowercost, more diversified port
folios that generate better risk
adjusted returns. Specifically, the 
CSA is proposing changes to suit
ability and conflictofinterest 
rules to incorporate “best interest” 
principles, along with new “know 
your client” and “know your prod
uct” requirements, as well as curbs 
on referral fees. 

Given the significance of the 
proposed changes, the CSA 
published its planned reforms 
for a longer than usual 120day 
comment period, which con
cluded on Oct. 19, as Investment 

R E G U L AT I O N 

CSA reforms 
get mixed 
reviews
Investor advocates cite 
lack of “best interest” 
standard

BY JAMES LANGTON

a recent ontario superior 
Court of Justice decision has 
thrown into doubt probate plan
ning involving multiple wills in 
cases in which an executor is 
given discretion, after a testator’s 
death, to determine what prop
erty is covered by a will. 

In Milne Estate (Re), a decision 
released in September, the court 
ruled that primary wills belonging 

E S TAT E  P L A N N I N G 

Strategy 
challenged
BY RUDY MEZZETTA

after leading toronto-
based AGF Management Ltd. for 
18 years, Blake Goldring will leave 
his post as CEO and chairman 
in December. This development 
marks yet another shift at the asset 
management company, which has 
seen its share of changes during 
the past two decades. 

Kevin McCreadie, AGF’s presi
dent and chief investment 

M U T U A L  F U N D S 

Changes  
at AGF
BY FIONA COLLIE

CANADA’S  NEWS SOURCE FOR FINANCIAL  PROFESSIONALS 

IE EXECUTIVE NOVEMBER 2018

2 4  P A G E S

INVESTMENT

Sara Zollo, a 31-year-old financial advisor with Sara Zollo 
Financial Solutions Inc. in Richmond Hill, Ont., says her practice 
appeals to two distinct demographics: millennials and clients in 
or approaching retirement. “Retirees and pre-retirees want a 
younger advisor they can [have] confidence in,” she says, “and 
who will be maintaining a relationship with them over the next 
20 to 30 years.” (See story on page 18.)

PAUL LAWRENCE

WWW. INVESTMENTEXECUTIVE .COM

> TURN TO SUBMISSIONS / PAGE 6

> TURN TO COMMON / PAGE 4 > TURN TO INCOMING / PAGE 4

 INSIDE
  NEWS

  CHARITABLE GIVING Survey: 
Canadians place greater 
importance on philanthropy 
as assets increase. Pg. 8

  RIGHT CHOICE A recent 
Ontario court case 
underlines the importance 
of making the right choice 
for POA. Pg. 9

  DECADE OF CHANGE The 
business of advice has 
shifted dramatically in the 
10 years since the global 
financial crisis. Pg. 10

  NEWSMAKER Andrew 
Auerbach intends to take 
collaboration to the next 
level as head of BMO 
Nesbitt Burns. Pg. 12

 BYB

  ELDER CARE Many clients 
with aging parents need 
advice in preparing for what 
lies ahead. Pg. 13

  YEAREND GLOOM? Use this 
five-step process to refresh 
your business and your 
outlook. Pg. 16

  PROFILE Sara Zollo says her 
background in performing 
arts has helped her succeed 
as an advisor. Pg. 18

  TECHNOLOGY Assessing the 
many email apps available 
— and choosing one that’s 
right for you. Pg. 20

 FOCUS ON PRODUCTS

  EUROPEAN EQUITIES 
Economic growth is modest 
in Europe, but some stocks 
are priced attractively 
compared with those in U.S. 
markets. Pg. 21

 INSIGHT

  EDITORIAL Regulators must 
move forward on their 
“consumers first” reforms. 
Pg. 22

  OTTAWA Conservative leader 
Andrew Scheer has failed to 
increase his base. Pg. 22
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r é f o r m e

RRQ : Diviser pour mieux régner ?

> réforme     suite page 2

À l’affiche Robert  Dumas, président et chef de la direction de la  Financière  Sun  Life pour le 
 Québec, est couronné  Personnalité financière de l’année 2017. Le jury du  Top 25 de l’industrie 
financière du  Québec le décrit comme un gestionnaire de haut calibre, un gentleman des affaires, 
qui est aussi très engagé dans sa collectivité. À lire en page  B4.

pHOtO :  CHristian  Blais

marchés boursiers

Renouveau 
chez les 
stock pickers

p r o j e t  d e  l o i  1 4 1

Au cœur des 
controverses

> projet     suite page 8

> marchés     suite page 6

PaR  Jean-FRançoiS  BaRBe

fin 2016, le fonds d’ac- 
tions américaines  Aston/River 
 R o a d   I n d e p e n d e n t   Va l u e 
(410 M$  US d’actif sous gestion) 
fermait ses portes. «  Je me suis 
congédié  moi-même », affirme 
alors son gestionnaire de porte-
feuille  Eric  Cinnamond en met-
tant en cause les stratégies indi-
cielles. Selon lui, ces dernières 
utilisent insuffisamment les  
prix et les fondamentaux des 
titres individuels comme cri-
tères d’achat, ce qui entraîne la 
rareté des bonnes occasions 
d’investissement.

Une récente recherche de la 
banque  Credit  Suisse désigne 
un autre obstacle à l’expression 
des talents des sélectionneurs 
de t itres (stock pickers) : le  

PaR  aLizée  CaLza

la  commission des finances 
publ ique s de l ’A s s emblé e  
nationale du  Québec s’est réunie 
le 7 décembre et les 17 et 18 jan-
vier derniers afin de procéder à 
des consultations particulières et 
aud it ions publ iques su r le 
controversé projet de loi 141 sur 
l’amélioration de l’encadrement 
du secteur financier.

Au cours de ces trois journées, 
les g roupes entendus, tout 
comme les questions du ministre 
et de l’opposition, se sont essen-
tiellement concentrés sur trois 

PaR  YveS  GinGRaS

la bonification du  régime 
de rentes du  Québec (RRQ) consti-
tue un véritable eldorado pour la 
 Caisse de dépôt et placement du 
 Québec (CDPQ). En effet, les ré-
serves du  RRQ, gérées par la 
 Caisse, franchiront le cap du 
1 000 G$ d’ici 2065. Cependant, 

des voix s’élèvent pour dénoncer 
cette concentration de l’épargne. 
D’autres, dont le  Conseil des 
gestionnaires en émergence 
(CGE), voudraient qu’un pour-
centage de ces actifs soit confié à 
des gestionnaires émergents 
québécois.

D’entrée de jeu, précisons 
que la loi prévoit que ces ré-
serves seront comptabilisées 

dans deux régimes distincts : le 
régime de base, soit le régime 
actuel mis en place en 1966, et 
le nouveau régime supplémen-
taire. «  Les cotisations et les 
prestations de chacun des ré-
gimes feront l’objet d’une comp-
tabilité distincte »,  peut-on lire 
dans le «  Rapport modif iant 
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FINANCE ET 
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ADVISOR’S EDGE

 
CONSEILLER

JANUARY Outlook 2019 Outlook 2019
Retirement and immigrant 

clients

FEBRUARY
Advisors and technology; 

Mutual Fund Families report
Top 25 de 

l’industrie financière
Succession and fee structure: 

getting the best deal
Sort out matrimonial regimes 

for Quebec clients

MID-FEBRUARY Mutual Fund Families report

MARCH
Clients and mental health; 

Segregated Funds Families 
report

Financial technology and 
fintechs

Tax and the business owner How to avoid bad referrals

APRIL
Regulators’ Report Card; 
Working with a partner/ 

advisory team
Regulators’ Report Card

MAY
Brokerage Report Card; 

Working with single clients
Brokerage Report Card The future of KYC is tech

The paperless office: Unrealistic 
in the financial industry?

JUNE
Dealers’ Report Card; Estate 

planning for business owners
Dealers’ Report Card

SPECIAL INTEREST 
PUBLICATION:

JUNE
IE Mutual Fund Guide 2019 FI Mutual Fund Guide 2019

SEPTEMBER
Report Card on Banks; 

Buying a book of business
Report Card on Advisors

What is a financial planner, 
anyway?

Multidisciplinary vs. specializa-
tion: Which is better?

OCTOBER
Insurance Advisors' Report 
Card; Advising Gen-X clients

Insurance Barometer Insurance after a divorce
When it’s over with your  

associate

SPECIAL INTEREST 
PUBLICATION:

OCTOBER
IE ETF Guide 2019 FI ETF Guide 2019

MID-OCTOBER Report on Tax Planning Report on Tax Planning

NOVEMBER
Advisors’ Report Card; 

Advising self-employed clients
Mutual funds and your practice

Integrating the next generation 
of clients into your book

Unrecognized mortgage  
solutions for your clients

MID-NOVEMBER Report on Retirement Planning Report on Retirement Planning

DECEMBER
Mutual Fund Manager of the 

Year; client appreciation events
Insurance products, annuities 

and strategies

EDITORIAL CALENDAR
Subject to change
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INVESTMENT EXECUTIVE and FINANCE ET INVESTISSEMENT

MONTH / ISSUE
AD SPACE 

CLOSE
MATERIALS 

DUE
CANADA POST 
DISTRIBUTION

2019 JANUARY 14-Dec 04-Jan 21-Jan

FEBRUARY 18-Jan 29-Jan 06-Feb

MID-FEBRUARY
01-Feb 08-Feb 25-Feb

(Finance et Investissement only)

MARCH 15-Feb 22-Feb 11-Mar

APRIL 15-Mar 22-Mar 08-Apr

MAY 12-Apr 18-Apr 06-May

JUNE 10-May 17-May 03-Jun

MUTUAL FUND GUIDE
26-Apr 03-May 03-JunMails with the June issue of 

Investment Executive

SEPTEMBER 02-Aug 09-Aug 26-Aug

OCTOBER 30-Aug 06-Sep 23-Sep

ETF GUIDE
16-Aug 20-Aug 23-SepMails with the October issue of 

Investment Executive

MID-OCTOBER 20-Sep 27-Sep 15-Oct

NOVEMBER 11-Oct 18-Oct 04-Nov

MID-NOVEMBER 25-Oct 01-Nov 18-Nov

DECEMBER 15-Nov 22-Nov 09-Dec

2020 JANUARY 13-Dec 03-Jan 20-Jan

ADVISOR’S EDGE and CONSEILLER

MONTH / ISSUE
AD SPACE 

CLOSE
MATERIALS 

DUE
CANADA POST 
DISTRIBUTION

2019 FEBRUARY 21-Jan 01-Feb 20-Feb

MARCH 18-Feb 01-Mar 20-Mar

MAY 22-Apr 03-May 22-May

SEPTEMBER 19-Aug 30-Aug 18-Sep

OCTOBER 23-Sep 04-Oct 23-Oct

NOVEMBER 28-Oct 08-Nov 27-Nov

ADDIRECT INSTRUCTIONS

 ˙ Log into Magazines Canada’s AdDirect™ Ad Portal: addirect.sendmyad.com 
Note: A user account will have to be set up upon the first visit.

 ˙ Select the publisher/magazine you are advertising with.

 ˙ Complete the relevant ad info, then click Upload.

 ˙ Follow the onscreen preflight process.

 ˙ Approve your ad.

Questions? Ad Portal technical support: 
 Marie-Annick Pelletier, Production Coordinator
 +1.514.392.2034, prodaffaires@tc.tc
 Please do not forward ads to this contact

PRODUCTION DETAILS

 ˙  Printed by high-speed web off-
set at a resolution of 300 ppi/ 
150 lpi, and  saddle-stitched.

 ˙  Folding and trimming are 
subject to variation.

 ˙  Adhere to the live area specifi-
cations as stated on this page.

 ˙  Text type should be a min-
imum of 8 point. Colour type 
(2 or more plates) should be a 
minimum of 10 point. Reverse 
type less than 12 point is not 
suitable for reproduction. We 
are not responsible for repro-
duction of smaller type sizes 
smaller  for thin, serif type.

 ˙  All material must adhere to 
dMACS standards (digital 
Magazine Advertising Canadian 
Specifications). Information on 
dMACS standards is available on 
at magazinescanada.ca.

 ˙  All ads with bleed must have 
1/8” bleed on all four sides. 
Crop/registration marks should 
have an offset of 1/4” (18 pts) 
beyond trim.

 ˙  UCR (295% max.) and 
Black (95% max.)

 ˙  For inserts and polybags, rates 
and quantities are available on 
request.

MATERIAL SPECIFICATIONS

 ˙  The ad must be uploaded as a 
press-ready PDF-X-1a file.

 ˙  Ad Portal cannot accept 
TIFFITS or CT LW files, nor 
native files such as Microsoft 
Word, QuarkXPress, or Adobe 
InDesign, Photoshop or 
Illustrator.

 ˙  Keep all colours CMYK.  Do not 
use Spot colours or RGB art.

 ˙  Use one-colour black for black/
grey type (no rich black text).

 ˙ Terms and conditions

 ˙ Publisher is not responsible for 
lineup of type or images running 
through the gutter on spreads or 
single pages to adjacent inserts. 
Running type or images through 
the gutter are discouraged.

 ˙  We reserve the right to make 
technical changes as needed.
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For premium 
positions (inside 

front and back covers, 
back cover, centre 

spread) please 
contact your 

account 
manager

Appointment 
Notices: 

For rates, 
please contact 
your account 

manager

INVESTMENT EXECUTIVE, FINANCE ET INVESTISSEMENT

AD UNIT VISUAL GUIDE
INVESTMENT 
EXECUTIVE

FINANCE ET 
INVESTISSEMENT

FULL PAGE 1 - 5  $15,295
6 - 12  $14,377

1 - 5  $9,265
6 - 12  $8,709

Size:  9.5” x 14”

DOUBLE PAGE 
SPREAD

1 - 5  $27,531
6 - 12  $25,879

1 - 5  $16,677
6 - 12  $15,676

Size:  20” x 14”

MAG
(3/5 page)

1 - 5  $13,765
6 - 12  $12,939

1 - 5  $8,338
6 - 12  $7,838

Size:  7.5666” x 10.5”

HALF-PAGE
(horizontal)

1 - 5  $10,830
6 - 12  $10,180

1 - 5  $6,320
6 - 12  $5,940

Size:  9.5” x 7”

2/5-PAGE
(horizontal)

1 - 5  $9,285
6 - 12  $8,745

1 - 5  $5,435
6 - 12  $5,125

Size:  9.5” x 5.6429”

QUARTER-PAGE
(horizontal)

1 - 5  $7,120
6 - 12  $6,715

1 - 5  $4,180
6 - 12  $3,935

Size:  9.5” x 3.5”

FIFTH-PAGE
(horizontal)

1 - 5  $6,330
6 - 12  $5,965

1 - 5  $3,715
6 - 12  $3,495

Size:  9.5” x 2.8571”

FRONT 
COVER BANNER

1 - 5  $5,065
6 - 12  $4,760

1 - 5  $2,995
6 - 12  $2,815

5.6332” x 2.1429”

MUTUAL FUND GUIDE, ETF GUIDE (IE and FI)

FULL PAGE $15,295 $9,265

Size:  10” x 13.5”
Bleed:  10.25” x 
13.75”
Safety:  9” x 12.5”

Note: Full-page ads without a bleed should be a final size of 9” x 12.5”

DOUBLE PAGE 
SPREAD

$27,531 $16,677

Size:  20” x 13.5”
Bleed:  20.25” x 
13.75”
Safety:  19” x 12.5”

Note: Double-page ads without a bleed should be a final size of 19” x 12.5”

ADVISOR’S EDGE, CONSEILLER

AD UNIT VISUAL GUIDE
ADVISOR’S 

EDGE CONSEILLER

FULL PAGE 1 - 3 $15,705
4 - 6 $14,762

1 - 3 $9,900
4 - 6 $9,306Trim size:  9” x 11.625”

Bleed:  9.25” x 11.875”
Safety:  8” x 10.625”

DOUBLE PAGE SPREAD 1 - 3 $28,269
4 - 6 $26,572

1 - 3 $17,820
4 - 6 $16,750Trim size:  18” x 11.625”

Bleed:  18.25” x 11.875”
Ssafety:  17” x 10.625”

MAG 
(Island)

1 - 3 $14,134
4 - 6 $13,286

1 - 3 $8,910
4 - 6 $8,375

Size:  5.27” x 8.22”

HALF-PAGE SPREAD 
(horizontal) or 
BOOKENDS (vertical)

1 - 3 $12,884
4 - 6  $12,110

1 - 3 $9,554
4 - 6 $8,980

Size (1/2 spread): 
 17” x 5.22”
Size  (1/2 bookends): 
 3.91” x 10.625” each

HALF-PAGE
(vertical or horizontal)

1 - 3 $12,884
4 - 6 $12,370

1 - 3 $9,554
4 - 6 $9,172

Size (1/2 horizontal): 
 8” x 5.22”
Size  (1/2 vertical): 
 3.91” x 10.625”

THIRD-PAGE
(vertical or horizontal)

1 - 3 $8,649
4 - 6 $8,303

1 - 3 $6,415
4 - 6 $6,157

Size (1/3 horizontal): 
 8” x 3.33”
Size  (1/3 vertical): 
 2.55” x 10.625”

QUARTER-PAGE
(square)

1 - 3 $7,120
4 - 6 $6,715

1 - 3 $5,450
4 - 6 $5,233

Size:  3.91” x 5.22”

STANDARD AD UNITS
All rates are in NET dollars; taxes are not included
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All rates are in NET dollars; taxes are not included

AD UNIT VISUAL GUIDE
INVESTMENT 
EXECUTIVE

FINANCE ET 
INVESTISSEMENT

ADVISOR’S 
EDGE CONSEILLER

STANDARD DISPLAY

Mobile leaderboard

CPM 

$254
CPM 

$254
CPM 

$254
CPM 

$254

Size: 320 x 50 px, 
40 Kb max file size

Leaderboard

Size: 728 x 90 px , 
40 Kb max file size

Big box

Size: 300 x 250 px , 
40 Kb max file size

Double big box

Size: 300 x 600 px , 
40 Kb max file size

RICH MEDIA / CUSTOM

Billboard

PER DAY 
$2,500

PER DAY 
$1,300

PER DAY 
$2,500

PER DAY 
$1,300

Size: 980 x 200 px

Catfish

Size: 1,000 x 60 / 
1,000 x 120 px

Interstitial

Size: 640 x 480 px

Takeover 
(Includes wallpaper) PER DAY

$13,500
PER DAY 
$9,000

PER DAY 
$13,500

PER DAY 
$9,000

Size: 200 x 1,000 px, 
Files required for left and 
right sideboards

Expandable banner
$5,000 $2,500 $5,000 $2,500Size (closed): 980 x 60 px

Size (expanded): 980 x 200 px

Native (instream)
In-article video (instream) $254 $254 $254 $254

PUSH / EMAIL MARKETING

e-newsletter ads
Leaderboard, big box (takeover)

$2,800 $1,700 $4,550 $1,700

e-newsletter partner content 
(headline, url)

$2,200 $1,200 $2,500 $1,200

edirect 
760 Px (no height max)

$8,000 $6,720 $17,000 $6,760

ACCEPTED 
FILE FORMATS
HTML5

 ˙ Images need to be 

included within the 

html document 

(base64 encoding)*

 ˙ Css and scripts need 

to be inside the html 

file using <style> and 

<script> tags

 ˙ Public libraries 

(ex jquery) 

must be linked to a 

public source**

 ˙ The creator 

must provide the 

browsers versions 

that are not supported 

by its ad so we can 

exclude them

 ˙ All clicks to exit 

the ad must use 

the DFP counter 

%%click_url_unesc%% 

and use target“_blank”

Image

 ˙ Gif (animated or not) or 

jpg with url link

 ˙ File size 40 kb or less,  

2.2 Mb additional / 

progressive download

 ˙ Email ad units 

must be static and 

not animated

3rd party 

 ˙ Javascript code

Submission

 ˙ All material required 

5 business days prior 

to flight date

* http://www.Sveinbjorn.Org/
dataurls_css

** https://developers.Google.
Com/speed/libraries/
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J a c k i e 
k i v i

 Account Manager
+ 1.416.847.5180
jackie.kivi@tc.tc

k a t h y 
L i o t t a

Account Manager
+ 1.416.847.8546
kathy.liotta@tc.tc

Stefa nie 
MacDon a LD 

 Publisher 
 + 1.416.847.8575  

stefanie.macdonald@tc.tc

J u L i a 
S o k o L o v a 

 Director of Sales 
 + 1.416.847.5125 

 julia.sokolova@tc.tc

a L i n e 
k i r i M L i 

 Sales Coordinator 
 + 1.416.847.8180 
 aline.kirimli@tc.tc

v i v i a n 
tS e

Sales Coordinator
+1.416.847.8193

viv.tse@tc.tc


