
Inflation, inflation and inflation. It seems to be what all 
the markets are concentrating on during the second 
quarter. This has caused governments to increase 
interest rates at its fastest pace in over 30 years and 
now has the markets whispering the words “recession 
fears”. While news of Covid and China’s continued 
lockdown, as well as Russia invading Ukraine have 
made their way to secondary headlines even though 
they still exist today. All in all, we have seen pullbacks 
on a year-to-date basis for the NASDAQ which is 
down over 30%, the S&P 500 is down by over 20%, Dow 
Jones more than 15%, and the TSX pulled back was 
just over 10%. While these indexes are off their lows, 
all the above risks still remain in the market. (Source: 
Bloomberg, as of June 24, 2022)

During the second quarter of 2022 within your 
portfolios, we made a few trades to take advantage 
of some of the pullbacks that were taking place in the 
markets. To begin with we started by selling the BMO 
Global Consumer Discretionary ETF (DISC) in all the 
portfolios. With inflation going higher we thought the 
discretionary goods would become more expensive for 
the average consumer and therefore would experience 
less sales. In the High Growth and Aggressive portfolios, 
we used the proceeds to buy the Purpose Diversified 
Real Asset ETF (PRA) which has a mixture of all 
commodities including agriculture, precious metals, 
base metals, energy and even real estate.  All these 
asset classes have been used in the past to protect 
against inflation.

In all the other portfolios including the Balance and 
Balance Growth, a different approach was taken due 
to the risk nature of these portfolios. We looked for 
an asset class that provided a stable dividend and 
as well would mitigate the effects of a downturn in 
the economy, should one arise. The BMO Covered 
Call Utilities ETF (ZWU) was where we ultimately 
decided on putting the proceeds as it has a mixture of 
telecommunication, power companies and pipelines. 
If we experience a recession people will continue to 
pay their power or telephone bills before spending 
on discretionary goods, as well as the covered call 
strategy within this ETF provides an over 7% yield to the 
portfolio. 

Other positions that have been added to the various 
portfolios during this quarter were Bell Canada Inc 
(BCE), Home Deport Inc (HD), and The Walt Disney 
Company (DIS). While each one of these had different 
reasons why there were added we will be glad to 
discuss them in our next meeting with you. Now 
looking forward into the third quarter and beyond 
we are watching each of the federal governments 
and their tightening policies. While governments are 
forever known to get tightening policies wrong and 
while we believe this timeframe will be no different, 
opportunities will arise from it, and we will continue to 
watch and see where we can take advantage of these 
dislocations.

Hope everyone has a great summer!

The PM Corner
Your Personal Portfolio Manager:  Kevin Hegedus, CIM®

PWM Private Wealth Counsel, iA Private Wealth
Insurance Advisors, PWM Financial Services Inc.*

SEAN MESHKE, CFA, 
Portfolio Manager

PWM Private Wealth Counsel, 
iA Private Wealth, 
Insurance Advisor, 

PWM Financial Services Inc.*

ADMIN UPDATE
PAGE 5

INSURANCE
PAGE 3

TORNOPOLSKI TAX TIPS
  PAGE 2

REFERRAL REQUEST
PAGE 2

PiLLARS
NEWSLETTER • JULY to SEPT 2022PWM



KEVIN HEGEDUS, CFP®, CIM®, 
Portfolio Manager, 

PWM Private Wealth Counsel, 
iA Private Wealth, 
Insurance Advisor, 

PWM Financial Services Inc.

Tornopolski’s 
TAX TIPS: 

Summer is upon us in Saskatchewan. This is the 
season where we can enjoy the many outdoor 
festivals, events and activities. One of those 
activities is to get out to the family cabin and enjoy 
some time at the many Saskatchewan lakes. 

For cabin owners that have owned their property 
for many years, they have seen an appreciation in 
the value of their cabin, as well as their house in 
the city. In Canada, each family unit is allowed to 
shelter the capital gains on one of their personally 
owned properties using the principal residence 
exemption. You are allotted the exemption for 
each year the property is owned by the family 
unit. When evaluating which property to utilize 
the principal residence exemption, you normally 
look at the capital gain per year of ownership as 
opposed to the total capital gain. 

In the event you sell a property and want to claim 
the principal residence exemption, you must file a 
T2091 form when you complete your tax return in 
the year you sell your property. 

Example:

Assume a family owns their home in Saskatoon 
that is valued at $500,000 today and was 
purchased in 2000 for $250,000. That same family 
owns a cabin that is also valued at $500,000 and 
was purchased in 2010 for $300,000. They have 

MIKE TORNOPOLSKI CPA, CA, CIM®, MPAcc, 
Associate Portfolio Manager, 
PWM Private Wealth Counsel, 
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Sources: https://www.canada.ca/en/revenue-agency/programs/about-canada-revenue-agency-cra/federal-government-
budgets/budget-2016-growing-middle-class/reporting-sale-your-principal-residence-individuals.html

https://www.canada.ca/en/revenue-agency/services/tax/technical-information/income-tax/income-tax-folios-index/series-
1-individuals/folio-3-family-unit-issues/income-tax-folio-s1-f3-c2-principal-residence.html

Principal 
Residence 
Exemption

It has been very gratifying and 
rewarding to help you plan and 
invest for the financial future you 
envision for yourself and your 
family. We are fully dedicated to 
your success and truly appreciate 
your continued trust and 
confidence. 

We are looking to grow our 
business with clients just like 
you – people who are working 
towards a secure and prosperous 
future and who understand that 
with the right guidance, they can 
achieve all their financial goals. We 
are hoping you could let friends, 
family and colleagues know that 
we can help them in the same way 
we have been able to help you, 
and that we would be happy to 
extend a complementary offer for 
a confidential, no-obligation initial 
consultation.  

For additional information on 
our referral process, we have 
an article posted on our website 
which outlines our referral 
process and considerations. 
(https://pwmprivatewealth.com/
resources/)

We appreciate your assistance and 
look forward to being of value to 
those close to you.

Referral 
Request

Property Value Cost Capital Gain
# of yrs 

owned + 1 Gain / Yr
Gain 

Sheltered

House $500,000 $250,000 $250,000 23 $10,870 $108,870

Cabin $500,000 $300,000 $200,000 13 $15,385 $200,000

decided to sell their family home and move 
to the cabin in retirement. 

Since the cabin has appreciated more 
over the period where both properties 
were owned, you will want to preserve the 
principal residence exemption for the cabin 
and decide to pay tax on the gains on the 
house for the period of multiple properties 
owned. Since the house was owned prior to 
the cabin, the years owned prior to the cabin 
are still exempt from capital gains. 

The decision to sell a personal property is 
a big one, but it can get more complex for 
those who own two properties. Sitting down 

with someone to maximize your principal 
residence exemption on these properties 
can assist to put more monies in your 
family’s pocket if you decide to sell one.
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Life 
Insurance 
101
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All life insurance plans start with the same basic precept. The 
policyholder pays a premium in exchange for a tax-free lump sum 
benefit that’s payable to their selected beneficiaries upon their death. 
Along with the tax-free death benefit, the tax treatment of Canadian 
exempt life insurance policies includes tax-deferred accumulation. 
When there is a disposition of the life insurance policy (for instance 
on withdrawal, surrender, or policy loan) or when a dividend is paid 
to the policyholder, taxation may apply. Because life insurance enjoys 
favourable tax treatment, it’s a valuable financial instrument.

THE OPTIONS
Most Insurers design plans that offer features and benefits—added 
value for consumers that comes at a premium. The summary below 
separates the plans into five categories to highlight the main features 
and differences between the plans.

TERM TO AGE 100
Level guaranteed death benefit (T100+ plans can include cash values). 
Guaranteed level for life, paid up at age 100.

• Most T100+ plans include the following in years 11+:
• A guaranteed annually increasing cash surrender value,
• A policy loan feature,
• The option to use the cash surrender value as collateral for a third-

party loan, and
• A reduced, fully paid-up amount of insurance coverage for life, 

should you stop paying premiums early.

UNIVERSAL LIFE
Level guaranteed death benefit and guaranteed insurance cost.

The policyholder pays the minimum required premium (or more, 
subject to the maximum amount allowed under the Income Tax Act). 
Cost of insurance (COI) charges are deducted each month. COI options 
are Level or Yearly Increasing (YRT). Both are fully paid up at age 100.

Contractual Guarantees and choices including type of insurance 
charges.

These plans include a tax-deferred Accumulation Fund1 with various 
investment account options allowing for pre-funding COI, policy loans, 
withdrawals, third-party borrowing (using the cash value as collateral), 
tax-free Disability Benefit, and tax-free payout to beneficiaries in the 
event of death.

Overall flexibility in future choices and planning options.

WHOLE LIFE
Level guaranteed premiums and death benefit.

Premium options include level for life and quick pay options (Level for 
10, 15 or 20 years) when the policy becomes paid up.

Dividends and policy cash values can also be used to offset premiums.

Includes the highest annually increasing guaranteed cash surrender 
value of all permanent plans.

Annual dividends provide value for consumers that are tax efficient, for 
accumulating and growing the value of the policy including the Death 
Benefit and the Total Cash Surrender value.

Cash surrender values allow for policy loans, automatic premium loans 
if a premium is missed, third party borrowing (using the policy as 
collateral) and cash surrenders when a portion or all the insurance is 
cancelled.

HYBRID LIFE
There are a handful of Hybrid policies that combine features from 
Universal Life and Whole Life.

These plans include Whole Life like features such as:

• Annually increasing guaranteed cash surrender values, and
• Annual credits or bonuses (in lieu of dividends) that can be used to 

purchase fully paid-up additional coverage (PUA) that increases the 
death benefit and has its own annually increasing guaranteed cash 
surrender value.

• Some also allow policyholders to purchase additional PUA coverage 
with additional payments.

They also include Universal Life features such as:

• An Accumulation Fund, and
• A tax-free Disability Benefit.
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One of the best ways to save for post-secondary education is through a 
Registered Education Savings Plan (RESP). 

How RESPs work

There are two types of RESP accounts: individual and family. As long as 
the person opening the account (the subscriber) and the beneficiary 
(student) reside in Canada, anyone can open an individual RESP account. 
The subscriber of a family RESP must be the beneficiary’s parents or 
grandparents, but an advantage of family RESPs is that the plan may be 
designated for one or more children in the family.

You can contribute any amount to an RESP in a given year, but keep in 
mind the current lifetime limit is $50,000 per RESP beneficiary. While 
RESP contributions are not tax deductible, any investment growth within 
the plan will compound on a tax-deferred basis until the beneficiary 

heads to college or university.

To encourage saving for education, the federal government matches 
up to 20% of contributions each year – until the beneficiary turns 17 
– through its Canadian Education Savings Grant (CESG) program. The 
maximum annual grant is $500 and the CESG lifetime limit is $7,200. If you 
don’t take full advantage of the CESG in a given year, any unused grant 
room may be carried forward, to a maximum of $1,000 granted annually.

The earlier you contribute to an RESP, the more your child will benefit 
from compound, tax-sheltered growth. RESP contributions can be 
invested in a wide range of products, including mutual funds, ETFs, 
stocks and bonds. Your Investment Advisor can help you decide which 
investments are suitable for your particular circumstances.

Give Your Child the 

RESP Advantage

Five common RESP questions
How many RESPs can I open?

You may open as may plans as you wish at different financial institutions, but the lifetime combined contribution limit of $50,000 per beneficiary remains.

How does my child use RESP funds?

Contributions may be withdrawn to pay for the child’s qualifying post-secondary education program. Withdrawals from CESG (and other) grants, or the 
interest earned, can be used to pay for tuition, books or transportation. These withdrawals are taxed in the hands of the beneficiary, who is typically in a 
lower income tax bracket.

Can I transfer an RESP to another child?

Yes. For example, if one child does not attend post-secondary school, you may change the RESP beneficiary or add another child to an existing family 
RESP.

What happens to unused RESP funds?

RESPs mature after 36 years and unused contributions are returned to the subscriber. Any income from the contributions may be transferred (up to 
$50,000) to the subscriber’s (or their spouse’s) RRSP, or taxed at the marginal rate plus a 20% surtax. Unused CESG-related funds must be repaid to the 
government.

Can I withdraw RESP funds?

Contributions can be withdrawn tax-free at any time by the subscriber, but certain restrictions may apply on future CESG payments.

An RESP is a great vehicle to help save for your child’s education in a tax-efficient manner.
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Annual Administration Fees

Trustee services are a mandatory function of all registered plans. Trustees 
operate independently from organizations issuing or selling investments 
typically and provide on-going tax reporting between you and CRA. Your June 
Statement will provide information on your payment options. The best way 
of paying the fee is directly from your plan as it is effectively a tax saving 
because you pay in dollars that have not been taxed. Your payment is not 
treated as a withdrawal when paid within the plan. Payment will be processed 
in June 2021. You can also pay via cheque, or via online banking by adding 
us as a payee, if you do so before that date. Both of these methods will be 
considered a contribution to your plan, in addition to paying your fees. 

RESP Withdrawals

A reminder to our valued clients of the requirements for withdrawing RESP 
funds from an existing account: 

Proof of enrolment is required to complete the withdrawal for education 
purposes. This may be in the form of an invoice, a letter of enrolment 
(NOT a letter of acceptance), or a schedule of courses. It must contain 
the beneficiary’s name, the name of the institution, the semester they are 
enrolled in and the status of the course (full-time or part-time).  Please note, 
any proofs of enrolment submitted without these particulars will be rejected 
by our head office and will result in a delay in the funds getting out to you.

My Portfolio+ is Coming to an End

As of September 30, 2022, My Portfolio+ will be coming to an end, and Client 
Portal will be replacing this system for your online access needs. If you 
haven’t already, please sign up for our new Client Portal to access your 
accounts, statements, tax documents, etc., online. You can register through 
client.iaprivatewealth.ca, or by contacting our office for further instructions.

Administration Notes
APRIL SEITZ, Investment Advisor, PWM Private 

Wealth Counsel, iA Private Wealth

“A big part of financial 
freedom is having your 

heart and mind free from 
worry about the what – ifs 

of life” – Suze Orman
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While operating a small business is challenging, it can also be highly 
rewarding and provide business owners with autonomy as they pursue 
their passion. That’s why they invest so much time, effort and money into 
running their businesses. However, without a comprehensive wealth plan, 
your small business may not reach its potential – even if it’s generating 
significant revenue.

Benefit from professional advice:
Fortunately, an Investment Advisor can help build and maintain a sound 
plan that considers the complexities of your business and how it fits into 
your overall financial circumstances. An advisor can help your business 
be more efficient and profitable by assessing all your income sources 
and expenses. Equipped with that information, an advisor may uncover 
strategies for earning more and spending less, paving the way for 
growth.

Professional advice can help you address day-to-day business finances. 
For instance, business owners need steady cash flow to meet operating 
costs, cover wages, ensure adequate inventory and pay product/service 
providers. An advisor can also offer guidance concerning tax obligations 
and help you manage your business finances in a tax-efficient manner.

Invest wisely:
While it’s satisfying to generate healthy business income and profit, it’s 
equally important to invest for the future, including retirement. That’s 
another area where Investment Advisors deliver meaningful value. 
Advisors consider your professional and personal financial situation, 
including short- and long-term needs and goals, and then evaluate 
whether you’re on track. Your advisor will help you invest according to 
your financial objectives, risk tolerance and time horizon. A concrete 
wealth plan keeps you focused and disciplined, empowering you to invest 
regularly and stay invested – even when markets experience occasional 
periods of volatility.

Plan for the future:
While Investment Advisors encourage saving and investing for 
retirement, another key aspect of wealth planning is creating a viable 
succession plan. Eventually you’ll need to transfer ownership of your 
business. With a strong succession plan – ideally as part of an estate 
plan that your advisor may help create – you can maintain business 

continuity while gaining the peace of mind that comes with establishing 
your future financial well-being. A good succession plan provides clarity 
to your heirs regarding how (and to whom) you intend to transfer your 
business.

Choosing an advisor:
There are many benefits of working with an advisor, but it’s crucial to 
select one who’s right for you. During your search, find out if a candidate 
has experience with small business owners, since this background will be 
useful when addressing your financial needs.

The advisor-client partnership is built on trust and a long-term 
commitment to the process. To determine if your personalities mesh 
well, interview each candidate and request references, preferably from 
other business owners. Also inquire about an advisor’s employment 
history, such as where they’ve worked, years in the financial industry 
and field of practice. You’ll want to know about their professional and 
academic designations as well (e.g., CFA®, MBA, CFP®, CIM®).

Another important question pertains to compensation. Some Investment 
Advisors earn commission for each transaction – like a stock or mutual 
fund trade – while many are compensated based on a percentage of the 
assets under administration. There are other ways to be compensated, 
so find an advisor whose compensation model suits your service 
requirements.

It’s also useful to ask about their professional network. While Investment 
Advisors offer a range of capabilities, your circumstances as a small 
business owner may call for specific knowledge in other areas. For 
instance, your advisor may engage the services of external collaborators* 
such as accountants, lawyers and insurance professionals. Consider your 
Investment Advisor as the “quarterback” of the team, overseeing your 
comprehensive wealth plan and bringing in others when needed.

You can’t be an expert at everything. Just as you understand your 
business and industry, an Investment Advisor has deep knowledge of 
finances. By delegating complicated financial matters to your trusted 
advisory team, you can concentrate on running and growing your 
business.

Small Business Owners 

Partner with a 
Trusted Advisor



PWM PILLARS 7

Invest a half hour every weekend with PWM Private Wealth Counsel, iA Private Wealth to explore financial issues and strategies that 
matter most. Tune in on Saskatoon 650 CKOM (Saturday mornings at 11 am and Sundays at 5 pm), or Regina 980 CJME (Saturdays at 
12 pm and Sundays at 5 pm) to hear PWM advisors discuss relevant topics that affect us all. iA Private Wealth Inc. is a member of the 
Canadian Investor Protection Fund and the Investment Industry Regulatory Organization of Canada.
In the last quarter we discussed the following topics which can be found on our website at: 
https://pwmprivatewealth.com/category/radio-show/.   

April 2nd Eric Nuttal – The Generational Opportunity in Energy Stocks 
April 9th Jason Mann – Inflation, Stagflation, or None of the Above 
April 16th Farm Auction Sales 
April 23rd Alternative Investment Strategies
April 30th Critical Illness Insurance as a Business Solution 
May 7th Taxes, and Common Farmland Mistakes 
May 14th Interest Rates & Inflation
May 21st Is it Time to Sell? – Andrew McCreath
May 28th Private Equity – Tom Kennedy 
June 4th Should You Consider Critical Illness Insurance 
June 11th Diversified Real Assets with Greg Taylor from Purpose Investments 
June 18th Mid Year Stock Market Update
June 25th RESP’s & RDSP’s

MONEY SENSE 
RADIO SHOW

Women & Wealth: Growing 
Prosperity and Building 
Confidence 
Women’s rights have made tremendous progress throughout the 
decades. And now, representing more than half of Canadian bachelor’s 
degrees, nearly 50% of household incomes and controlling about 
$3 billion in financial assets, women are forging a path towards 
independence, equality and wealth.

But challenges remain. *Women continue to earn less than men in most 
professions and they’re still more likely than men to be holding down low-
income jobs. Many women also left the workforce during the pandemic, 
as they disproportionately took on the responsibility of managing their 
family’s schooling and childcare needs. In fact, women are more likely to 
take on unpaid caregiving responsibilities for family members in general.

These realities have resulted in women saving less for retirement. Couple 
this with the fact that women live longer — four years longer on average 
— and the concerning result is a longer retirement funded by a smaller 
nest egg.

At the same time, more women are taking control of their financial 

futures. They are increasingly involved in their family’s wealth and are 
making more decisions when it comes to wealth planning. And many 
women are seeking the advice of an experienced advisor to help them 
form a realistic view of their current finances, map out future goals 
and measure progress along the way. While women are becoming 
progressively involved, many tend to have a different perspective when 
it comes to investing. Women may be more likely to take a conservative 
approach, which is why it’s important to find an advisor who understands 
not only your goals when it comes to finances, but also your philosophy.

Wealth planning isn’t only about goal setting, of course. A holistic strategy 
can include everything from tax planning to investment and legacy 
planning. In the past, men took the lead on many of these decisions, but 
as women continue to make strides in their careers and their financial 
independence, they have been coming to the table with their own views 
on how to manage their family’s wealth.

*SOURCE: https://www.huffpost.com/archive/ca/entry/canadian-
wealth-women-cibc_a_23683866
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AWARDS AND RECOGNITION

This information has been prepared by Kevin Hegedus who is a Portfolio 
Manager for iA Private Wealth and does not necessarily reflect the opinion 
of iA Private Wealth. The information contained in this newsletter comes 
from sources we believe reliable, but we cannot guarantee its accuracy or 
reliability. The opinions expressed are based on an analysis and 
interpretation dating from the date of publication and are subject to 
change without notice. Furthermore, they do not constitute an offer or 
solicitation to buy or sell any of the securities mentioned. The information 
contained herein may not apply to all types of investors.

iA Private Wealth Inc. is a member of the Canadian Investor Protection 
Fund and the Investment Industry Regulatory Organization of Canada.

Insurance products and services are offered through PWM Financial 
Services Inc., an independent and separate company from iA Private Wealth 
Inc. Only products and services offered through iA Private Wealth Inc. are 
covered by the Canadian Investor Protection Fund.

iA Private Wealth does not provide any income tax preparation services and 
does not supervise or review any income tax returns.


