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Adam’s Update

Dear Friends,

As we near Christmas, you can’t help but catch the positive feeling that comes with the 

season. Spending time with family and friends and watching the timeless movies of the 

season always inspire positivity.  My favorite is Home Alone 1 & 2! Although, I acutally did 

some research on the injuries that Harry and Merv would have suffered in the movie and it 

turns out that you can’t walk away from a hot iron falling two stories and hitting you in the 

face.

November was a much more productive month for clients coming off of October.  I continue 

to reiterate to clients that the market is adjusting to lower expectations, which comes with 

the possibility of negative return periods.  However painful, these periods are a healthy 

component of a maturing investment cycle and reset the stage for future returns.  With that 

said, I continue to communicate that equities are the best place to be, but with more 

defensive positioning.

Have a wonderful Christmas and a happy and successful New Year and thank you for your 

continued support!

In this month’s newsletter you will find information related to:

▪ Key Dates to Keep in Mind!

▪ Idea Corner: How Pro Athletes Stick-Handle High Taxes

▪ Market Performance Review: November 2018

▪ Chart of the Month: Housing: GTA and Vancouver Check In

▪ Article of the Month: How to Talk to your Family about Estate Plans

▪ Contact Information

▪ Disclaimers
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Key Dates to Keep in Mind!

• Tax Loss Selling deadline = December 27, 2018

• Installment payment date deadlines = March 15, 
June 15, September 17 and December 17

• RESP contributions deadline = End of December

• TFSA contribution room available = Beginning of 
January

• RRSP contribution deadline = End of February

• Individual tax filing deadline = April 30th

• Self-employed individual and spouse tax filing 
deadline = June 15
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Idea Corner:
“How Pro Athletes Stick-Handle High 
Taxes”
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Recently William Nylander of the Toronto Maple Leafs signed a new contract with the team 
for a whopping $6.9 million per year for six years.  Although you may be baffled at the 
amount of money earned, I am shocked at the amount of tax Mr. Nylander would have to 
pay by working in Ontario, Canada.  Doing some simple math, I would assume that Mr. 
Nylander would be very upset at knowing that he would be on the hook for ~$3.6 million per 
year in taxes to the Ontario and Federal governments and would take home less than his 
taxes paid of ~$3.2 million per year. Well don’t fret, because our cherished athletes have 
some options to mitigate this tax heavy situation!

This tax planning strategy is specific to tax heavy regions of Ontario, Quebec, etc as they 
have the unattractive 50% plus tax brackets for people making over a specific amount (ie. 
Ontario at $220,001 plus, tax levied is 53.53% on excess).  So players on the Toronto 
Maple Leafs, Toronto Blue Jays, Ottawa Senators, Montreal Canadiens could utilize this 
strategy. Unfortunately, not the Toronto Raptors, as the National Basketball Association 
(NBA) said that it provides the Toronto players an unfair advantage.

Besides using the more conventional RRSP deduction strategy (maximum contribution for 
2018 is $26,230), Mr. Nylander would be wise to utilize a Retirement Compensation 
Arrangement or “RCA” for short.  This esoteric tax savings vehicle can be simply described 
as an income tax shelter for pre-tax income contributions.  Inside this account, which is 
established by the employer ie. NHL/NHLPA and overseen by the Canada Revenue Agency 
(CRA), half of the contributions are used by CRA and the federal government on an interest 
free basis, while the other half can be invested, similar to an RRSP, however with some 
small caveats, that I won’t have enough time to touch on here.

Therefore, if used properly, using the example of William Nylander with lifestyle spending 
needs of ~$1 million after-tax per year ($2.1 million pre-tax, which seems like a lot for a 22 
year old).  Mr. Nylander could shelter the balance of his $4.8 million per year salary from 
immediate tax, by using an RCA.  At a later age, when Mr. Nylander is retired from hockey 
and is not earning these big paychecks anymore, he can withdraw his contributions and 
growth in the RCA and pay tax on his withdrawals at that time, which may or may not be at 
a lower tax rate.  However, at a minimum, his pre-tax contributions are able to grow in a tax 
deferred manner until he decides to withdraw from the account.

For more information on this strategy, please reach out to Adam at 416-901-6500.

Written by: Adam McHenry, CFA with reference to Globe & Mail.

Adam’s Comment: Now I must disclose that Mr. Nylander is not a client of mine, but I 
would be happy to help if he so chooses to utilize this tax avoidance strategy ☺.



Market Performance Review:
November 2018

Market
November

Return %

2018

Year To 

Date 

Return %

5 year 

Annualized 

Return %

10 year 

Annualized 

Return %

Canadian 

Equity
(S&P/TSX Composite 

Index)

1.39 -3.68 5.63 8.23

US Equity
(S&P 500 Index)

3.27 11.44 16.24 15.15

International 

Equity
(MSCI EAFE Index)

1.10 -3.47 7.03 8.76

Canadian 

Fixed Income
(FTSE TMX Canada 

Universe Bond Index)

1.02 0.05 3.18 4.32

US Fixed 

Income
(Barclays Capital U.S. 

Bond Universe Treasury 

Index)

2.11 4.68 5.84 2.84

Currency 

Exchange Rate 
(CAD$ in USD$)

-1.20 -5.68 -4.40 -0.72
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*Source: Total Returns in CAD$, Bloomberg, Bank of Canada, pcbond.com, Barclays Capital, BMO CM, S&P

Adam’s Comment: November provided investors a bounce back off the difficult month of 
October.  All major asset classes performed well!  US stocks and bonds were the leaders in 
their respective asset classes as the US greenback continues to appreciate versus the 
Canadian dollar as the energy market continued to be routed in November down 24%.



Chart of the Month: 
“Housing: GTA and Vancouver Check In”

Adam’s Comment: Housing markets are soft in both cities with sales volumes down double 
digits year-over-year (yoy), the worst for sales since the financial crisis of 2008.  Toronto 
prices have been more resilient than our west coast cousins, with prices up +2.7% yoy, as 
condos and townhomes continue to rise and offset the weaker single-detached market.
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Published by: BMO Economics December 2018.



Article of the Month:
“How to Talk to your Family about Estate 
Plans”
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One of the potential benefits of wealth planning is the opportunity for families to have 
meaningful conversations about their hopes, dreams, legacy wishes, and more. These 
types of planning discussions can not only help to create family intimacy, but may also help 
build relationship capital for the future.

Defining your goals: Most people assume that the goal of effective communication is 
mutual agreement. This can be a dangerous assumption, particularly when it comes to 
estate planning. Here’s why. When agreement is the goal, people often fight for their view, 
and try to force others to agree with them. With that point in mind, here are 3 goals I would 
encourage people to strive for in their conversations.

Goal 1: Understanding - Understanding is the intellectual dimension of a conversation and 
is essential for gaining both insight and engagement from others. In a research study I 
conducted several years ago, participants who felt that the group at large tried to 
understand their views reported higher levels of trust, satisfaction, and enlistment in the 
outcome—even when the decision did not go their way. Without understanding a person's 
point of view, we can make assumptions, which may lead us to miss the particular planning 
point under discussion. 

Goal 2: Congruence - Congruence is the emotional dimension of a conversation, which 
focuses on each person's feelings. It should be recognized that effective communication is 
not emotionless. In order to create congruence, emotions have to be expressed in a way by 
which they can be heard. The goal here is to develop skills that help you express feelings in 
a way that is healthy, can be heard, and creates congruence between what you are saying 
and feeling and consequently what listeners are experiencing. Without this congruence, 
passive-aggressive actions may be inserted into the conversation, which benefits no one.

Goal 3: Mutuality - I believe conversations that build relationship capital must give people 
a sense of mutuality. This dimension requires a level of "peership" between people in the 
conversation. Peership is a concept that conveys respect, engagement, and belongingness, 
and cuts across people's position, power, intellect, or moral authority in a conversation. 

By making understanding, congruence, and mutuality the outcome goals of family 
communication, it is possible to build relationship capital as well as achieve your estate 
planning goals.

Published by: Fidelity Investments.

Adam’s Comment: Given the demographic trends in Canada, this topic, although 
challenging, should be reviewed frequently in multi-generational families.  The idea is to set 
clear expectations through effective communication, so that the Patriarch and Matriarchs of 
the family are leaving behind peace of mind and family unity.



Contact Information

Address: 300 The East Mall Suite 306
Toronto, Ontario, Canada

M9B 6B7

Phone: 416-901-6500

Toll-Free: 1-888-220-2722

Fax: 416-901-9600

Email: Adam.McHenry@manulifesecurities.ca

Website: www.adammchenry.com
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Disclaimers
Manulife Securities and the block design are registered service marks and trade marks of The Manufacturers Life 
Insurance Company and are used by it and its affiliates including Manulife Securities Incorporated / Manulife Securities 
Insurance Inc. 

Manulife Securities Incorporated is a Member of the Canadian Investor Protection Fund 

The opinions expressed are those of the author and may not necessarily reflect those of Manulife Securities Incorporated 
and/or Manulife Securities Insurance Inc.

This publication contains opinions of the writer and may not reflect opinions of Manulife Securities Incorporated and/or 
Manulife Securities Insurance Inc. The information contained herein was obtained from sources believed to be reliable, but 
no representation, or warranty, express or implied, is made by the writer or Manulife Securities Incorporated and/or 
Manulife Securities Insurance Inc. or any other person as to its accuracy, completeness or correctness. This publication is 
not an offer to sell or a solicitation of an offer to buy any of the securities. The securities discussed in this publication may 
not be eligible for sale in some jurisdictions. If you are not a Canadian resident, this report should not have been delivered 
to you. This publication is not meant to provide legal or account advice. As each situation is different you should consult 
your own professional Advisors for advice based on your specific circumstances. 

This material is not to be construed as an offer or solicitation. The securities mentioned may not necessarily be considered 
suitable investments for all clients. Contact your Investment Advisor to discuss your individual investment needs. 

Manulife Securities Incorporated and/or Manulife Securities Insurance Inc. is committed to protecting your privacy and the 
confidentiality of your personal information. A copy of our privacy policy is available upon request. If you have any 
questions about this policy, please call us at 1-800-991-2121. 

Manulife Securities Incorporated is registered as an Investment Dealer, or its equivalent, with the provincial securities 
commissions and as such our Advisors are entitled to sell mutual funds, stocks, bonds and other securities as permitted 
under our registration. They may also be able to provide other services or products to you through their own business. As 
a member of the Investment Industry Regulatory Organization of Canada ("IIROC"), Manulife Securities Incorporated is 
obligated to disclose to you that you may be dealing with companies other than Manulife Securities Incorporated when 
purchasing services or products from your Associate (remuneration to your Associate may also come from various 
sources depending on the services or products purchased). For example, your Associate may offer any one or more of the 
following through a separate business, which would not be the responsibility of Manulife Securities Incorporated: 

▪ * Insurance: Life, Accident, Sickness, Disability, General. 

Please be sure that you have a clear understanding of which company you are dealing with for each of your services and 
products. Your Associate would be happy to provide any clarification you require. 

The commentary in this publication is for general information only and should not be considered investment or tax advice 
to any party. Individuals should seek the advice of professionals to ensure that any action taken with respect to this 
information is appropriate to their specific situation. Manulife, the Block Design, the Four Cubes Design and Strong 
Reliable Trustworthy Forward-thinking are trademarks of The Manufacturers Life Insurance Company and are used by it, 
and by its affiliates under license.

Stocks, bonds, and mutual funds are offered through Manulife Securities Incorporated.   Insurance products and services 
are offered through Manulife Securities Insurance Inc. Banking products and services are offered through referral. 

Using borrowed money to finance the purchase of securities involves greater risk than a purchase using cash resources 
only. If you borrow money to purchase securities, your responsibility to repay the loan and pay interest as required by its 
terms remains the same even if the value of the securities purchased declines.
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