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

 
F O R W A R D - L O O K I N G  I N F O R M A T I O N  
From time to time, the Bank (as defined in this document) makes written and/or oral forward-looking statements, including in this document, in 
other filings with Canadian regulators or the United States (U.S.) Securities and Exchange Commission (SEC), and in other communications. 
In addition, representatives of the Bank may make forward-looking statements orally to analysts, investors, the media, and others. All such 
statements are made pursuant to the “safe harbour” provisions of, and are intended to be forward-looking statements under, applicable 
Canadian and U.S. securities legislation, including the U.S. Private Securities Litigation Reform Act of 1995. Forward-looking statements 
include, but are not limited to, statements made in this document, the Management’s Discussion and Analysis (“2023 MD&A”) in the Bank’s 
2023 Annual Report under the heading “Economic Summary and Outlook”, under the headings “Key Priorities for 2024” and “Operating 
Environment and Outlook” for the Canadian Personal and Commercial Banking, U.S. Retail, Wealth Management and Insurance, and 
Wholesale Banking segments, and under the heading “2023 Accomplishments and Focus for 2024” for the Corporate segment, and in other 
statements regarding the Bank’s objectives and priorities for 2024 and beyond and strategies to achieve them, the regulatory environment in 
which the Bank operates, and the Bank’s anticipated financial performance. Forward-looking statements can be identified by words such as 
“anticipate”, “believe”, “could”, “estimate”, “expect”, “forecast”, “goal”, “intend”, “may”, “outlook”, “plan”, “possible”, “potential”, “predict”, “project”, 
“should”, “target”, “will”, and “would” and similar expressions or variations thereof, or the negative thereof, but these terms are not the exclusive 
means of identifying such statements. 
 
By their very nature, these forward-looking statements require the Bank to make assumptions and are subject to inherent risks and 
uncertainties, general and specific. Especially in light of the uncertainty related to the physical, financial, economic, political, and regulatory 
environments, such risks and uncertainties – many of which are beyond the Bank’s control and the effects of which can be difficult to predict – 
may cause actual results to differ materially from the expectations expressed in the forward-looking statements. Risk factors that could cause, 
individually or in the aggregate, such differences include: strategic, credit, market (including equity, commodity, foreign exchange, interest rate, 
and credit spreads), operational (including technology, cyber security, and infrastructure), model, insurance, liquidity, capital adequacy, legal, 
regulatory compliance and conduct, reputational, environmental and social, and other risks. Examples of such risk factors include general 
business and economic conditions in the regions in which the Bank operates; geopolitical risk; inflation, rising rates and recession; regulatory 
oversight and compliance risk; the ability of the Bank to execute on long-term strategies, shorter-term key strategic priorities, including the 
successful completion of acquisitions and dispositions and integration of acquisitions, the ability of the Bank to achieve its financial or strategic 
objectives with respect to its investments, business retention plans, and other strategic plans; technology and cyber security risk (including 
cyber-attacks, data security breaches or technology failures) on the Bank’s technologies, systems and networks, those of the Bank’s customers 
(including their own devices), and third parties providing services to the Bank; model risk; fraud activity; insider risk; the failure of third parties 
to comply with their obligations to the Bank or its affiliates, including relating to the care and control of information, and other risks arising from 
the Bank’s use of third parties; the impact of new and changes to, or application of, current laws, rules and regulations, including without 
limitation tax laws, capital guidelines and liquidity regulatory guidance; increased competition from incumbents and new entrants (including 
Fintechs and big technology competitors); shifts in consumer attitudes and disruptive technology; environmental and social risk (including 
climate change); exposure related to significant litigation and regulatory matters; ability of the Bank to attract, develop, and retain key talent; 
changes to the Bank’s credit ratings; changes in foreign exchange rates, interest rates, credit spreads and equity prices; the interconnectivity 
of Financial Institutions including existing and potential international debt crises; increased funding costs and market volatility due to market 
illiquidity and competition for funding; Interbank Offered Rate (IBOR) transition risk; critical accounting estimates and changes to accounting 
standards, policies, and methods used by the Bank; the economic, financial, and other impacts of pandemics; and the occurrence of natural 
and unnatural catastrophic events and claims resulting from such events. The Bank cautions that the preceding list is not exhaustive of all 
possible risk factors and other factors could also adversely affect the Bank’s results. For more detailed information, please refer to the “Risk 
Factors and Management” section of the 2023 MD&A, as may be updated in subsequently filed quarterly reports to shareholders and news 
releases (as applicable) related to any events or transactions discussed under the heading “Significant Events” in the relevant MD&A, which 
applicable releases may be found on www.td.com. All such factors, as well as other uncertainties and potential events, and the inherent 
uncertainty of forward-looking statements, should be considered carefully when making decisions with respect to the Bank. The Bank cautions 
readers not to place undue reliance on the Bank’s forward-looking statements. Material economic assumptions underlying the forward-looking 
statements contained in this document are set out in the 2023 MD&A under the heading “Economic Summary and Outlook”, under the headings 
“Key Priorities for 2024” and “Operating Environment and Outlook” for the Canadian Personal and Commercial Banking, U.S. Retail, Wealth 
Management and Insurance, and Wholesale Banking segments, and under the heading “2023 Accomplishments and Focus for 2024” for the 
Corporate segment, each as may be updated in subsequently filed quarterly reports to shareholders. 
 
Any forward-looking statements contained in this document represent the views of management only as of the date hereof and are presented 
for the purpose of assisting the Bank’s shareholders and analysts in understanding the Bank’s financial position, objectives and priorities and 
anticipated financial performance as at and for the periods ended on the dates presented, and may not be appropriate for other purposes. The 
Bank does not undertake to update any forward-looking statements, whether written or oral, that may be made from time to time by or on its 
behalf, except as required under applicable law. 
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P R E S E N T A T I O N  

Brian Morton – Barclays Bank – Analyst  
Good morning, everyone. Our third Canadian Bank presentation this morning is from Toronto-Dominion 
Bank. Joining us today from Toronto-Dominion is Ray Chun, who is the Group Head of Canadian Personal 
Banking. Welcome, Ray. 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
Thanks for having me, Brian.  

 

Q U E S T I O N  A N D  A N S W E R  

Brian Morton – Barclays Bank – Analyst  
Thanks, Ray. So, it's closing in on close to a year since you took over responsibility for the Canadian 
Personal Banking segment and having previously been serving as Group Head, Wealth Management & 
Insurance. Tell me how your experience in the previous role has shaped your approach to the Canadian 
Personal Banking business? 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
Thanks. I mean it is amazing. The time does fly. It is fast approaching a year. What I would say, though, is 
that in the 30 years that I've worked at TD, it is a bit of a homecoming for me, that I grew up mostly on the 
Canadian Personal Banking side and having led the global contact centers, I ran British Columbia and all 
the branches out there and ran all of our products, both for the deposit side and the unsecured lending. So 
this is a familiar territory, if you want to say. And then as you just said previous to this role, I was Global 
Head for Wealth and Insurance.  

One of the things I do think having done both roles now that I see as a terrific opportunity, and we did 
highlight this even during our Investor Day about a year ago – the interconnective sort of relationship that 
we have within TD between wealth management and retail branch banking. I don't think there's anything 
stronger in the industry in the sense that our financial planners actually now all sit inside of every one of 
our retail branches. Our small business banking advisers all sit inside of our retail branches. One of the 
things that people here may not be aware of is that in Canada, the other banks over the last 2 decades did 
acquisitions for the Wealth Management side. TD decided to grow our Wealth Management business 
organically. And so it's taken us a bit longer to build scale. We now have scale. That just presents, I think, 
terrific opportunities as we move forward. And I'll finish with – that of the 14 million customers that we have 
at TD Bank, we bank 1 out of every 3 Canadians in Canada, still only 15% of those customers have a 
wealth management relationship. That's where I see terrific opportunities as we move forward, having done 
both roles. 

Brian Morton – Barclays Bank – Analyst  
Ray, as you mentioned, with 1 in 3 Canadians and 1 in 2 Torontonians banking with TD, you have a unique 
insight into the health of the community consumer. From your perspective, how is the Canadian consumer 
managing against the slowing economy, rising unemployment and the impact of higher interest rates on 
residential mortgage renewals? And are you seeing any differences in payments and the delinquency rates 
between the various consumer segments? 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
I just got the tail end of the BMO presentation. I think the 2 big headwinds that you have in Canada for 
consumers is this high elevated household debt levels, probably at some of the highest that we've seen. 
You overlay that with housing costs today and the price for homes have certainly appreciated significantly 
over the last few years. And then you have higher interest rates. And even with interest rates coming down 
in Canada, 0.75 of a point, probably another 50 basis points, we think, TD Economics for the balance of 
this year and 1, 1.25 next year – it is still elevated mortgage rates, versus the historical lows that the 
Canadians actually have today. And just as a reminder in Canada, the difference between Canadian 
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mortgages and U.S. mortgages – our mortgages renew around every 5 years, some every 3 years. So we 
don't have a lot of customers that are in these 30-year mortgages. That plays a big factor. What I would 
say is that from an unemployment perspective, although unemployment is up in Canada, the reason why 
unemployment is up is typically when unemployment is up, you see job losses. That's actually not the case 
in Canada. Population growth is outpacing the labour supply – the supply of jobs. What you're not seeing 
is a big deterioration in our credit portfolios because you're not seeing job loss. So when I look at our 
mortgage portfolio, the credit quality of the portfolio is certainly normalizing from pre-pandemic. It's still from 
a PCL perspective, lower than our pre-pandemic levels, and it's totally in line with our expectations. I would 
say, overall, we look at 2 customer segments from a mortgage quality delinquency perspective. One is that 
low income, low credit bureau, and the other is those customers that are renewing. And if you look at that 
low income, low credit bureau cohort, that's probably less than 1% of our portfolio. And that quality hasn't 
changed much. And if I look at our 12 months renewing customers – because those are the ones that are 
renewing from very low historical rates to the rates that you see today, the quality of that cohort from a 
credit perspective is consistently in line with the broader portfolio. So overall, pleased with the credit quality 
of the RESL portfolio. 

Brian Morton – Barclays Bank – Analyst  
Great. Based on 3 rate cuts from the Bank of Canada, we've got a few more likely before the end of the 
year. Do you think this is enough to release pressure on the consumer side? Or do you need to see more 
rate cuts throughout 2025? 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
Like I said, I still think with the rate cuts, the rates are still elevated from what they were in the past. I do 
think we'd be cautious. What you haven't seen in the Canadian marketplace is a resurgence of the mortgage 
industry. So, on a year-on-year basis, mortgage sales would still be down or home sales would still be down 
on a year-on-year basis. So, I do think there is a reflection point at some point to come as rates continue 
to decline, where consumers in Canada start to then reenter, I do think there is pent-up demand, but you 
haven't seen that sort of reflection point where Canadians are jumping aggressively back into the home 
buyer's market. But I do suspect speaking with TD Economics that as the rates continue to decline, that 
reflection point that, that bottle capital will pop, and we'll start to see that. But I would still say that consumers 
with the indebtedness that we have in Canada, we still need to see interest rates come down more, will be 
useful. 

Brian Morton – Barclays Bank – Analyst  
Great. Maybe talk about kind of, gathering, and retaining personal deposits has been a cornerstone to TD's 
Canadian personal banking strategy. With the leading deposit market shares, how are you looking to 
continue to grow deposits and increase market share? And are you seeing the same pressure on deposit 
costs as in the U.S.? 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
For TD, we are the market leader in Canada from a non-term deposits. I think our market share is about 
25.56%. That's about 220 basis points higher than any of our competitors. Key to that as we think about a 
go-forward perspective, Brian, is winning on New to Canada. So that is, if you speak with any economists 
in Canada, if it's not 100%, it's 98% of the growth of Canada, will be based on New to Canada. We have 
always been the choice for New to Canada. Our branch banking strategy, our footprint has been a winning 
strategy. We speak 80 languages in our branches, 92% of our branches are located within large urban 
markets, and we have a disproportionate market share of branches in the New to Canada markets across 
Canada. It is an acquisition engine for us. And when you win on New to Canada chequing accounts, there's 
a downstream benefit – credit cards, mortgages, deposits, so on and so forth. That is going to be a key 
competitive advantage for us as we move forward. One of the pivots that we've made on the New to Canada 
strategy is actually pre-arrivals. We've been historically good with arrivals. The battle for me now is, I think, 
pre-arrivals. Partnerships like the one we just signed with HDFC, the largest private bank in all of India for 
exclusive referrals before they come to Canada from a digital perspective, we've actually done with different 
other organizations, partnerships to win on the pre-arrival, not just the arrival. So, all of those types of things, 
Brian, I think are going to be important to win on a deposit basis. 
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From a pricing competitiveness perspective on deposits, I think it is a competitive marketplace. But we price 
for long-term relationships. So, it is about managing both the profitability but also from a market share 
perspective. 

Brian Morton – Barclays Bank – Analyst  
Interesting. Aside from mortgages, cards has also been a driver of growth. Can you talk about your position 
in the segment with rewards programs and partnerships? Where are you seeing the largest competitive 
trends? 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
Credit cards is a very important business line to us. It's a high-growth business for TD. We just crossed a 
milestone, 8 million active accounts for credit cards in Canada, the largest credit card portfolio in Canada. 
I'd say one of the strengths that we have is that we have signed exclusive partnerships with terrific iconic 
brands in Canada. Think Air Canada, Amazon, Expedia, Starbucks, Uber. Many of these are terrific 
partnerships, and it's a win-win, a win for them, a win for us. We just crossed the 1 million new cards on the 
Aeroplan and that's our premium credit card. In the credit card portfolio, what you're actually seeing is a 
mix shift. If you sort of look at it from pre-pandemic to now, that more of our credit card book is now moving 
towards our premium sort of higher-class credit cards. Our revolver rates are improving, but they'll never 
get back to the pre-pandemic because the quality and the mix of it, actually. But the quality of the portfolio 
from a delinquency is better on that side of it. So overall, the thing that I do watch carefully is our acquisition 
on the credit card side. And if I look at it over the last 2 years, we've had terrific acquisition momentum. And 
on the credit card portfolio, it takes about 2 years for the balances to sort of bleed in for your loan balances. 
When I look at the acquisition momentum our credit card portfolios had, the loan balance momentum will 
actually follow over the next year or 2. So I'm pleased with the portfolio overall. From a competition 
perspective, it is a competitive market, different than the United States. I think most Canadians would 
typically look to where they bank is where they would probably first look for their credit card. I come back 
to the New to Canada. For New to Canada, all of our research would say for most New to Canada, they 
look to get a credit card within the first 90 days of coming to Canada. Winning that bank account gives you 
the first opportunity. That's why again, winning on New to Canada is not just important from a deposit 
perspective, it's important for all the downstream implications for credit. 

Brian Morton – Barclays Bank – Analyst  
Great. One of the questions I get from clients a lot is regarding kind of the BSA/AML issues. And in the 
U.S., the TD BSA/AML compliance program has come under increased regulatory scrutiny. Maybe can you 
talk about the relationships with the Canadian regulators, how that may be different structurally from U.S. 
regulators? And are you seeing a corresponding increase in regulatory scrutiny on BSA/AML in Canada? 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
So, if I talk about it from a Canadian perspective, we have consistent ongoing open dialogue with our 
Canadian regulators. But I would say you do have to distinguish between both the Canada and the U.S. 
issue at hand. And for Canada, if you look at sort of the examination that we had with FINTRAC – and was 
an industry-wide examination. But for TD, when we had that examination, the penalty that came from that 
was $9.2 million, and we paid that on April 9. It identified 5 administrative findings that came out of that. 
We've paid the fine, we're certainly taking it very seriously – the remediation that we need to do. But it's 5 
findings that have been actually publicly disclosed. We're moving against that to remediate those situations 
and ensure that we actually build out our controls within. But it is very different. I just want to highlight that 
from a FINTRAC perspective, we've identified it, we've paid the fine, and we're moving forward. And then 
the U.S. piece, as everybody knows, we can't sort of talk more than what's actually been disclosed already 
by Bharat. 

Brian Morton – Barclays Bank – Analyst  
Okay. One of the things that comes up a lot, too, is technology and digital offerings. How would you compare 
TD's technology platform to your Canadian competitors? And are there any specific areas such as data 
analytics or AI where you think you need to invest to remain competitive? 
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Raymond Chun – TD – Group Head, Canadian Personal Banking  
If I go back to – sorry, before I even say that – I do think Gen AI and AI in general is absolutely going to be 
transformative, not just to most industries and certainly for banking. But when we think about TD, back in 
2018, we made an acquisition of Layer 6, and Layer 6 back then and still is a world-renowned AI company. 
To me, that gave us a competitive advantage that we actually got into the AI space much, much earlier than 
some of our competitors in Canada. We use Layer 6 for all of our research, talent – therefore, deployed 
into our businesses. From an AI perspective, and Gen AI specifically, I do think it is going to transform most 
things, and we're looking at things like, for example, pricing, fraud, leads management, customer service, 
and I can talk a little bit more about stuff, some of that. We've got a number of different initiatives that are 
on our roadmap as we move forward. From a platform perspective, what I would say is we are accelerating 
our investments in our mobile digital platforms and what I'll call omni platforms to be able to make sure that 
customers can start, stop, and finish in their channel of choice as they move forward. That's probably the 
area that you'll see accelerated investments by TD – is in mobile digital as we move forward. Having said 
that, we have 8 million active mobile users, the largest active users in Canada amongst any of the Canadian 
banks. We have made significant investments. I just think that the whole world is mobile, mobile, mobile. 
We'll just need to continue to up our game as we move forward. 

Brian Morton – Barclays Bank – Analyst  
Like you said, mobile, mobile, mobile. Maybe you compare how you're investing in mobile and the need for 
branches and ATMs and where you may be dialing back on the branches or how important the branches 
are to the Canadian customers? 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
That's a great question, and it's a question that we debate inside of the 4 walls. Let me just say that the 
branch banking is going to continue to play a critical role, specifically in Canada. From a New to Canada 
perspective, the fact that we speak 80 languages in our branches; in our contact centers, we offer more 
than 200 languages. Language matters when you're New to Canada. That's important. Our branches are 
open 27% longer. One of the core strategies that we've had at TD is longer hours, and we continue to have 
the longest hours in every single market that we have branches. We have, on average, 27% longer hours. 
And all of this matters. Where you've seen a shift is in what people want to do when they come to the 
branch. Since the pandemic, we have seen a 50% reduction in over-the-counter transactions. What we've 
actually been doing over the last couple of years is shifting the complement mix. It used to be one service 
FTE for every one sales FTE. Now we're at 2 sales FTE for 1 service FTE, and you're seeing productivity 
levels in our branches in every measurable productivity metric is higher than it was pre-pandemic. 

What we'll have to think through is how do you combine the digital and mobile world into the branch. And 
what you're seeing globally, if you actually go to Australia and Singapore and some of these other countries 
that are probably a bit further ahead on that journey is that the digital journey – actually, they call it phygital 
–  is how do you combine the physical and digital. What you're actually finding is more and more customers 
are walking into branches, and they're actually doing all their transactions on their mobile device in the 
branch. It's blurring the lines between what is mobile and what is physical. That's something that actually 
we're going to be working our way through over time. I suspect the footprint, the size of the branches over 
time don't need to be as big if you're seeing transactions actually dramatically reduce. And then we'll have 
to think about what can we do? I think the biggest one is actually making sure that customers can start their 
journey in any channel, resume and finish in any different channel, if that's what they want. And that's 
probably what we call omni-channel, that's the space that many of the banks, certainly in Canada, probably 
in the United States, probably haven't figured up fully yet on that journey. But if you look at other industries, 
you certainly would say that omni is important. 

Brian Morton – Barclays Bank – Analyst  
One of the things that you mentioned earlier that you said you believe AI is going to be transformational. 
How transformational do you think it will be for the banking industry? And how close do you think your TD 
Invent segment is to bringing some of these ideas to market? 
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Raymond Chun – TD – Group Head, Canadian Personal Banking  
I think it is going to be incredibly transformational, not just for banking, but for all industries. I'll give you a 
couple of examples of where we're using it, and these are early days, but we just tested and rolled out now 
on scale inside of all of our contact centers – we're using Gen AI. Historically, and I ran the contact centers 
globally many years ago, you have the agents and the agent's high turnover rates because they're just 
those types of roles, flow-through roles. So, their knowledge level would be not at the proficiency level that 
experts would be adding. You'd have a resource desk that would be staffed by more seasoned experts. 
And every time they had questions, they would then move it to the resource desk and back and forth and 
back and forth. So, from a customer experience, longer hold times, wait times, but it's also just costly to 
have to wait 5, 6, 7 minutes for an answer. So, we tested with Gen AI actually having our phone agents 
leveraging the Gen AI tool that we have now created to ask the questions and the accuracy of the response 
rate is higher with Gen AI than with humans now – than when we went to the resource desk. Think about 
that, what used to take 5, 6, 7 minutes is now taking seconds. That is a significant, not only greater 
experience for customers and colleagues, but a significant efficiency from a cost perspective. Then we're 
taking those learnings and we're now rolling that out into all of our branches. And saying there's thousands 
of times during a day where a branch colleague would be looking for someone more experienced to ask 
questions. Now we're going to deploy Gen AI into all of our branches. And again, better customer 
experience, better colleague experience, but the efficiency that we're going to get from that is significant. 

We've also from an engineer's perspective, coding perspective, we're using Microsoft copilot to actually 
help from a coding perspective. And you can imagine the thousands of lines of code and leveraging Gen 
AI now, you can actually detect errors in the codes in a significantly more efficient way as we move forward. 
So, we've only scratched the surface in the insurance business that I ran before, we were using AI for fraud, 
pricing sophistication, you name it. I think almost every element of what we do is going to, in some way, be 
touched with either AI or Gen AI as we move forward. 

Brian Morton – Barclays Bank – Analyst 
Interesting. And you did talk about how some of this will improve efficiencies. Maybe you can talk a little bit 
more about the efficiency program. TD expects about $800 million in annual savings from its recently 
completed restructuring program. Can you talk about maybe how much of that is coming from Canadian 
Personal Banking and do you see opportunities for more efficiencies? And how much of that is being 
reinvested in technology initiatives versus how much you think can fall to the bottom line? 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
So, on an annualized basis, I think what we've said is exactly what you just said, Brian, about $800 million 
is the restructuring benefits that we'll get going forward starting in 2025. And then I'd say that $800 million 
is coming from 3 components. First is FTE reduction. And we had said that we at an organizational level, 
we'd look to take FTEs down 3%. And as Bharat reported at the last quarterly analyst call, we've achieved 
that. And the Canadian Personal Bank being the sort of the largest contributor from an FTE perspective, 
has delivered on our 3%. And that would be the big part of that reduction. Real estate, as can be expected, 
is another big cost saver and we've actually optimized our real estate footprint and then asset write-downs 
would be the third category. 

I'd say within the Canadian Personal Bank, we've also gone through a significant productivity review and 
just trying to review all the different levers. And I would say whether it's branch banking, whether it's our 
spans and layers within our various different areas of our organization, I still think there's opportunity as we 
move forward. And all of this is in line with us making sure that we deliver positive operating leverage on a 
go-forward basis. 

Brian Morton – Barclays Bank – Analyst 
I want to ask how do you view the Canadian banking business in terms of capital? How does that fit into 
TD's overall capital strategy? Do you feel like you're generating more capital than you need, where are you 
investing the capital and how do you feel about the capital as being kind of sent up towards the other parts 
of the business? 
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Raymond Chun – TD – Group Head, Canadian Personal Banking  
I'd say when it comes to capital, I think our philosophy at TD has been pretty consistent for a number of 
years. Number one, we value the diversified businesses that we actually have at TD Bank. We look to make 
sure that we're investing to the initiatives that apply to the various different businesses. And by doing that, 
we actually think those initiatives are the ones that are going to drive the biggest franchise value long term. 
Making sure that we're investing in this diversified business of TD. I'd say the second is where we have 
capability gaps – that's another place that we will deploy our capital to close those capability gaps. And you 
saw that with Cowen here in the U.S., you saw that with Greystone in the asset management side for the 
Alt business when I ran the wealth business. Where we find there's capability gaps and opportunities, that's 
where we'll deploy capital also. I would say, overall, we feel we're very well positioned from a capital 
perspective as we move forward. And I think Bharat commented that on the last quarterly call. 

Brian Morton – Barclays Bank – Analyst 
Great. open up to see if there's any questions in the audience. You can wait to see if the microphone comes 
down. Question up front? 

Unknown Analyst  
Could you just give us an idea of the New to Canada influx? And how you see their wealth helping TD as 
well as Canada. And how are you figuring out how much money they have and much that they could spend 
and so on? How do you figure that out when they're so new? 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
I'd say the New to Canada, we really do segment down to quite a micro segment. It's not sort of one big 
group. We've got what makes up New to Canada are sort of obviously the new permanent residents, 
international students is a big segment and then sort of the temporary. I would say for us, international 
students is a big one. For a lot of the international students now, the pathway to the programs here in 
Canada require you – or fast track you as a requirement – to put sort of a GIC investment in advance of 
you coming to Canada to demonstrate you can afford all of the costs and what have you. That's why the 
pre-arrival is so important is that you're actually having to select banks before you get to Canada and that's 
a large cohort of Canadians – sorry, international students. And for a lot of them, they choose to then stay 
in Canada, get their degrees, work, and build those relationships. So, winning on that side is important. 
What we also know for the vast majority of permanent New to Canada is that they look to buy a house 
within 3 to 5 years. A lot of them are bringing assets certainly from Asia or India. That's a very different 
cohort of New to Canada today than was 15, 20 years ago. Those are the 2 segments, in my opinion, that 
if you win at the beginning, you can not only grow your deposit base because you're starting with a very 
different starting point. But if you don't get that first entry chequing account, it's really hard to get access to 
the credit down the road. And for us, we've implemented a number of different credit card strategies, 
mortgage strategies that are specifically geared towards New to Canada and helping them get established 
here in Canada, critically important. 

Unknown Analyst  
On the New to Canada front, with the recent political, let's call it, changes that are pulling out their support 
in particular and the possibility of upcoming elections as well as maybe concerns about the magnitude of 
immigrants in recent years, although it's been a considerable strength in the economy it's maybe also 
underpinned home pricing. Could you comment on whether or not the New to Canada strategy, to the extent 
to which it faces vulnerabilities and what you might do if it doesn't continue in the way that it's been over 
the past? 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
What I would say is that even with the reduction in Canada that has been stated, the number is still a big 
number. So, I would just say, international students as an example – before any of the reductions was about 
500,000 international students were coming to Canada. And now it's about 350,000, 360,000. It's still a big 
number. I won't comment on the politics of that. But I would say that if you don't win that segment, it is still 
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going to have a drag on any bank in Canada as they move forward. What I would also tell you is from a 
credit portfolio perspective, that the quality of the New to Canada when we give credit, that quality is better 
than the non-New to Canada. It's a win-win in many cases. But I suspect that there'll be some slowing 
impact because of the reduction, but I don't want to take away from the fact just how big that cohort of 
customer still will be on an ongoing basis. 

Brian Morton – Barclays Bank – Analyst 
Another question on New to Canada. How much is high home prices a barrier to New to Canada? And is 
that an impact that would slow immigration? 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
Listen, I think a high home price is a challenge, whether you're New to Canada or have been in Canada. 
What you've actually seen, and I was reading some TD Economic reports is that the gifting from parents, 
family has become significant over the last number of years. That continues to, I think, put pressure on 
Canadians. But with rates now coming back down, I think this is why I was saying it – previously that in 
Canada, you still have a lot of people sitting on the sidelines because that even with the rates coming down, 
it is still quite a bit higher than the record low mortgage rates that were there during over the last 3, 4 years. 
I suspect in the next year, you're going to see that inflection point where rates will have reduced to a point 
where the affordability of homes actually becomes more in line, but the price of homes is still very high in 
Canada. And in certain markets like Toronto, Vancouver, they really are quite inflated. I think it's still going 
to put pressure on Canadians from a homeownership as we go forward. 

Brian Morton – Barclays Bank – Analyst 
Maybe another on the New to Canada. Maybe talk us through the life cycle of a New to Canada customer. 
How long does it take to go from like that initial primary relationship, card, mortgage, wealth? And then at 
what point do they kind of resemble in terms of a product relationship with TD, a non-New to Canada? And 
maybe talk about how important and how you're able to retain those customers throughout that lifetime. 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
We followed the cohort quite closely. And I would tell you that within 3 years of New to Canada customers 
starting a relationship with us, they start to be very similar to anyone else that's actually our customer base. 
This is why it's critical to win the acquisition at the front end because they are looking to build all of their 
other needs. And I would tell you, credit cards is within the first 30 days, they are looking to get a credit 
card while they're in Canada. And I would say that's quite reasonable. If any of us moved to another country, 
having access to credit is critically important. But over the first 3 years, we don't see a lot of difference past 
3 years from a credit quality perspective, from a deepening relationship perspective, than the rest of the 
portfolio. 

Brian Morton – Barclays Bank – Analyst 
Great. Does anyone else have any questions? 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
The only other thing I would comment on the mortgage piece, Brian, is just remember I was saying that the 
population growth in Canada, that population growth in Canada is still going to continue to put, I think, 
pressure on housing costs, right, because there's the demand for housing and the supply of housing in 
Canada is still a bit of an imbalance. 

Brian Morton – Barclays Bank – Analyst 
Okay. Anyone else have any questions for Ray? All right. Please join me in thanking Ray for his 
presentation. Thank you very much, Ray. 

Raymond Chun – TD – Group Head, Canadian Personal Banking  
Thanks for having me. 
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