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Research Objectives 
and Methodology



Research Objectives

Å In 2018, the Investment Funds Institute of Canada (IFIC) commissioned Pollara, an 
independent research firm, to conduct the 13th wave of IFICôs annual telephone survey of 
mutual fund investors in Canada. 

ÅThe study was initiated by IFIC to better understand Canadian mutual fund holders, to identify 
their attitudes, opinions, needs, expectations and behaviours and to track these over time.

Å In addition, this survey was designed to provide tracking for impacts on client knowledge and 
behaviour subsequent to the introduction of Point -of-Sale and Client Relationship Model Phase 2 
regulation.

ÅThis on -going research illuminates investor attitudes and behaviour regarding mutual funds, 
including:

Å Confidence in mutual funds meeting financial goals;

Å Methods of purchasing mutual funds and advisorôs role in decisions;

Å Interest and use of alternative purchase channels; 

Å Impressions regarding fees paid for mutual funds and advice; 

Å The use and perceived value of mutual fund statements and their changes; and

Å Changes in these measures over the course of a decade.
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Research Methodology

Å In 2018, 1,000 telephone interviews were conducted with mutual fund holders eighteen years of age or 
older who make all or some of the decisions regarding mutual fund purchases in their household. All 
interviews were conducted between June 11 th to July 6 th , 2018.

Å The regional breakdown of interviews conducted in 2018 is shown in the following table. To optimize 
accuracy within these regions, surveys were allocated disproportionately to Manitoba, Atlantic and 
Quebec. National results have been weighted based on 2016 PMB data* to ensure they are 
representative of mutual fund holders by region and gender. The report focuses on national findings but 
notes any significant regional differences where they occur. Interviews were conducted in either English 
or French, depending on the respondentôs language preference.
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* Print Measurement Bureau data ïannual survey of 36,000 Canadians which measures use of goods and services.

Actual 
Interviews 

(#)

Weighted 
Interviews 

(#)

Margin of 
Error (%)

Atlantic Canada 100 67 ± 9.8%
Quebec 201 154 ± 6.9%
Ontario 298 398 ± 5.7%

Manitoba/Saskatchewan 102 113 ± 9.8%

Alberta 150 10 9 ± 8.0%
BC 149 159 ± 8.0%
TOTAL 1,000 1,000 ± 3.1%



Research Methodology

ÅNational results from 2018 are tracked against results from previous waves of research. Generally 
speaking, changes of five or fewer points from one year to another are not considered statistically 
significant and are noted only when they appear to confirm part of an on -going multi -year trend. 

ÅSub -sample results (i.e., results for different demographic groups) may have a larger margin of
error than the overall margins listed above.
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Year Sample Size
Margin of 

Error
Interview Dates

2018 1,000 ± 3.1% Jun. 11 to Jul. 6, 2018
2017 1,000 ± 3.1% Jul. 11 to Jul. 25 , 2017
2016 1,000 ± 3.1% Jun. 29 to Jul. 14 , 2016
2015 1,008 ± 3.1% Jul. 20 to Aug . 10 , 2015
2014 1,002 ± 3.1% Jul. 10 to Aug . 4, 2014
2013 1,004 ± 3.1% Jun. 23 to Jul. 7, 2013
2012 1,000 ± 3.1% Jun. 13 to Jul. 2, 2012
2011 1,006 ± 3.1% Jun. 10 to Jun. 24 , 2011
2010 1,002 ± 3.1% Jun. 11 to Jun. 24 , 2010
2009 1,002 ± 3.1% May 28 to Jun. 9, 2009
2008 1,895 ± 2.3% May 29 to Jun. 17 , 2008
2007 2,508 ± 2.0% May 23 to Jun. 27 , 2007
2006 1,865 ± 2.3% Jun 15 . To Jul. 11 , 2006



Key Findings



Attitudes towards Investment Products and Strategies

ÅCanadians continue to have more confidence in mutual funds than in other investment vehicles (stocks, 
GICs, bonds and ETFs).

ï Confidence in mutual funds remains much higher than other vehicles, and this confidence has seen a jump this year. 

ï Past trends, which saw confidence in Stocks and ETFs rising steadily, ended this year, with confidence in both dropping 
slightly. Conversely, GICs and bonds, which had been on the decline, increased in confidence this year.

ï Confidence in their primary residence also saw a decline this year, giving mutual funds a 13 -point lead.

ÅMutual fund purchases have seen an increase over the past few years, with the incidence of past 12 
month purchase increasing by 7 points since 2016.  That said, the incidence of purchasing in the past 
two years remains constant at three - fifths.

Å In 2017, while the vast majority of purchases were made through an advisor, there was a decline in 
their usage with an increase in purchases online or through a representative.  While advisors did not 
gain back any lost ground this year, this trend did not continue, with the number using an advisor 
remaining static.
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Key Findings

Canadians continue to have confidence in mutual funds



Assessment of Investment Advisor

Å Investors have some, but limited engagement with their own investments.  While many keep an 
eye on how they are doing or have at least a basic understanding, few feel deeply involved and 
almost one - fifth rely completely on other people. 

ÅKnowing this, it is not surprising that Canadians use advisors to help them with at least some of 
their investments, with half using a single advisor for all investments. Advisors are primarily 
used for investment planning, financial planning and, to a slightly lesser degree, retirement 
planning. Tax planning, education planning and estate planning continue to be niche services, 
with use of education planning having decreased since 2016.

ÅSatisfaction with advisors is high ( 95%), and is on par with most previous years. 

ï While 2017 saw a slight softening of those who report being completely satisfied, some of this ground has 
been gained back in 2018, but levels are not yet back to 2016 standards.

ÅAdvisors are valued by their clients, with a vast majority agreeing their advisor is worth their 
fees and encourages them to have better savings and investing habits. 

ÅThe likelihood of advisors discussing the suitability of mutual funds for meeting financial goals 
remains strong.
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Key Findings

Advisors continue to be valued and trusted



Knowledge of and Attitudes toward Fees

Å The majority investors say their advisors continue to discuss fees, compensation and MERs with their 
clients; however, the topics of what they recall being discussed has seen a shift.  The incidence of 
discussing compensation in general with their clients has declined this year, dropping from 64% to 58%. 
This is the first drop since 2015.  However, the incidence of discussing fees paid to the firm has 
continued its steady increase since 2015.  The likelihood of discussing MER and fees/compensation in 
general has remained steady compared to last year. 

ï Recall of conversations about fees paid to the firm is highest among those who have purchased mutual 
funds in the past year.  This group has also seen in rise in these conversations since the 2017 findings.

Å Investor confidence in their knowledge of fees being paid has increased significantly this year.  While 
knowledge that the fees they pay helps compensate their advisor has seen an increase in 2017, these 
numbers remain steady this year (78% this year, from 72% in 2016 and 69% in 2015). However, the 
number who believe they pay a direct fee to their advisor remains low and has decreased since 2017.

Å The preference for paying fees indirectly through mutual fund fees has increased this year, with 59% 
preferring this method, while 33% would prefer to pay the fees directly. 

Å The value advisors adds continues to be appreciated, with almost all respondents saying their advisor is 
providing value, and almost seven - in - ten saying it is good or excellent value for the money. 
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Key Findings

Advisors continue to discuss fees; in fact, conversations about fees to the firm 
are on the rise



Information Requirements and Investment Statements

Å Investors still receive their statements primarily in paper form, but the likelihood of reading it right 
away continues to decline.

ÅAwareness of information requirements has increased significantly this year, from 48% to 65%. Few 
have made a change due to this information, albeit there has been a slight increase in this behaviour 
since last year (from 10% to 16%).  The likelihood of making any changes due to this information 
remains low.  However, there has been a slight increase in those who would consider investing on their 
own or using online tools (such as robo -advisors) to help them invest.

ÅOverall satisfaction in the quality of information in the annual statements remains high. However, there 
have been some significant changes compared to last yearôs findings.  Overall, investors are less likely 
to rate the information as ñgoodò.  While there has been an increase in those rating each factor 
ñexcellentò, there has also been a rise in giving neutral or negative ratings.  This has resulted in a 
decline in positive ratings for the ease of understanding the information and providing the needed 
information.  While there has been a very slight increase in positive ratings for showing fees paid, there 
has also been an increase in those who said they do not know.  The increase in awareness of 
requirement changes could have caused investors to be more discerning about the information 
contained in their statements.
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Key Findings

Awareness of requirement changes has increased, making investors more 
discerning about the information contained in their statements



Digital Investment Tools

ÅAwareness and usage of online brokerages have not changed since last year.  While six -
in - ten are aware of the tool, only one - in - three of those aware (less than one - fifth of all 
investors) have actually used them. Mutual fund investors continue to lack confidence in 
these tools and only one -quarter feel it is likely they would ever use them.

ÅRobo -advisors are even less known, with only one - fifth being aware of these services and 
only 18% of those who are aware (or 3% of all investors) having used them. While those 
feeling totally confident in this tool has increased since last year (2% to 11%), this 
comes at the expense of those saying they are somewhat confident, with total confidence 
scores actually declining.  Likelihood of using these tools remains low.
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Key Findings

Usage of and confidence in online brokerages and robo-advice remains low



Conclusions

ÅCanadian investors holding mutual funds continue to have more confidence in mutual funds than in 
other investment vehicles (stocks, GICs, bonds and ETFs ), with this confidence rising compared to last 
year. While they consider themselves at least somewhat knowledgeable about mutual funds, few are 
deeply engaged in their investments, and they continue to depend on and value the guidance their 
advisors provide. 

ÅUsage of and interest in online tools such as online brokerages or robo -advice continues to be low, with 
most preferring to use the services of an advisor.

Å Investors report that advisors continue to have conversations with them about fees and compensation, 
although these conversations are more likely to focus on the fees paid to the firms, rather than overall 
compensation.  While the knowledge of the fees used to compensate advisors remains consistently 
high, there is stronger confidence in this knowledge. 

ÅAwareness of information requirements increased strongly this year.  While incidence of taking action 
based on this information has remained low, it has increased somewhat, with investors somewhat more 
likely to consider investing on their own or using online tools. 

Å Investors have become more discerning when it comes to the information contained in their statement, 
with a higher percentage rating each factor as either strongly positive or neutral/negative, but less 
saying this information is ñgoodò.  Overall, participants are less satisfied with their statements when it 
comes to the ease of understanding and providing needed information than in the past.
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Results in Detail



Attitudes towards 
Investment Products

and Investment Strategy



Knowledge About Investing in Mutual Funds

16
Q2. Overall, using a scale from 1 to 10 where 1 means you are 'not at all knowledgeable' and 10 means you are 'very knowledgeable', how knowledgeable would you say you 
are about investing in mutual funds? Base: Total base N=1000

Knowledge level in investing in mutual funds has been consistent for 10 years

ÅThe proportion who are knowledgeable about investing in mutual funds has decreased slightly to 76%, from 78% in 2017 and 79% in 2016.
ÅWhile the proportion that is ñvery knowledgeableò is consistent by group, men (45%) and those aged 45-64 (42%) or 65+ (41%) are more likely 
than others to report they are ñknowledgeableò. Those in the Prairies are more likely than any other province to say they are not very 
knowledgeable (48%).
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Mutual Funds
89%

85%

Stocks
61%

65%

GICs and other 
term deposits

66%

59%

Bonds, incl. Canada 
Savings Bonds

51%

43%

Exchange - traded 
funds

33%

37%

Confidence in Investment Products Meeting Financial 
Goals

17
Q3/Q4/Q5/Q6/Q8. Using a 10 point scale, where 1 means 'not at all confident' and 10 means 'completely confident'; overall, ho w confident are you that each of the 
following investment products would help you meet your household's financial goals? Base: Total base N=1000

Confidence in mutual funds is higher than other investment types, while a significant 
proportion are still unsure about ETFs
ÅPeople report significantly more confidence in mutual funds than any other investment type. Almost nine -in-ten report some confidence in 
mutual funds, up slightly from 2017.
ÅThose with a high school education or less are more likely to report complete confidence in mutual funds, while those with a higher education are 
more likely to have some confidence.
ÅWhile confidence in GICs and bonds is still not close to that of mutual funds, people are showing more confidence in them compared to last year.
ÅAlmost 3-in-10 are still unfamiliar with ETFs, while one-third express confidence in them, down slightly since 2017.
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Confidence in Investment Products Meeting Financial 
Goals

18
Q3. ïQ6./ Q8. Using a 10 point scale, where 1 means 'not at all confident' and 10 means 'completely confident'; overall, how co nfident are you that each of the following 
investment products would help you meet your household's financial goals? Base: Total base N=1000

Mutual funds continue their positive momentum where as ETFs have lost theirs

ÅConfidence in mutual funds escalated quickly at the beginning of the decade (2009ï2011) and has been on an upward trend since 2012. This year, 
confidence has hit an all time high, at 89%.
ÅBoth GICs and bonds have seen a declining trend since 2012, but both have seen a rebound this year.
ÅWhile stocks and ETFs have both seen slight increases over the past couple of years, both saw a decline in confidence this year.
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Confidence in Mutual Funds vs. Primary Residence

19
Q3./ Q7. Using a 10 point scale, where 1 means 'not at all confident' and 10 means 'completely confident'; overall, how confi dent are you that each of the following 
investment products would help you meet your household's financial goals? Base: Total base N=1000

Confidence in primary residence saw a decline this year while confidence in mutual 
funds continues to rise
ÅPeople report feeling more confidence in mutual funds than in their primary residence as a tool to meet financial goals. 
ÅConfidence in the residence as an investment has dropped this year, losing the rebound it had felt in 2016 and 2017 and falling to just below 2015 
levels.
ÅThose aged 45+ are more likely than their younger counterparts to express confidence in their home as an investment, which may reflect 
differences in the primary residence by age.
ÅResidents in Quebec continue to have more confidence in the housing market than other areas of the country.
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Most Recent New Fund Purchase

20

Q9. When was the last time you purchased a mutual fund that you did not already own, either as part of your RRSP or outside o f your RRSP? Base: Total base N=1000 

6-in-10 have purchased a mutual fund in the past two years, consistent with 2017

ÅWhile likelihood of purchasing a mutual fund in the past two years is consistent with 2017 findings (2018 60%, 2017 59%), the li kelihood of 
making the purchase in the past year has increased from 37% in 2016 to 39% in 2017 and 44% this year.
ÅThose under 45 are most likely to have made a purchase in the past year (52%).  Those in the Prairies are most likely to havemade a past year 
purchase (52%) ïsignificantly more so than those in Atlantic Canada (31%) or BC (39%).
ÅPast year purchase is similar between genders, but men are more likely to have made the purchase in the past 2 years (62% vs.56% of women).
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Methods of Purchasing Mutual Funds: Most Recent 
Purchase

21
Q10. For the next few questions I would like you to think about the last time you invested in a mutual fund. When buying thos e mutual funds did you...? Base: Total base 
N=1000

2017 saw a decline in the use of advisors, and this remained steady this year

ÅThe vast majority of people who purchase mutual funds continue to do so through an advisor.  
Å2017 saw a decline in using an advisor along with an increase in using a service rep.  These incidences have remained steady thi s year.
ÅPurchasing online or through a rep is highest among those under 45 (17%), men (17%) and those in Ontario (16%).
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Assessments of Investment Advisor



Engagement with Investments

23
Q8a. The following statements describe different level of engagement when it comes to investments.  Please choose the statement which best describes your feelings towards 
your investments. Total base N=1000 

While most want at least a basic understanding of their investments, few are deeply 
involved
ÅCanadian investors are more likely to be uninvolved with their investments than they are to be deeply involved. People are more likely to depend 
on others for details, though not for everything, 82% have some involvement. 
ÅWhile almost half have only a basic understanding (45%), almost one-fifth (17%) want as little involvement as possible, leaving the details for 
someone else to deal with.  Conversely, less than one-in-ten (8%) are deeply involved while one-in-three (29%) have an idea how their 
investments are doing.
ÅThose who tend to have at least an idea of how their investments are doing are men (44%), with some post secondary education (some 37%, 
graduate 42%).
ÅNot surprisingly, those who keep an eye on their investments are likely to say they are knowledgeable about mutual funds (60%). 

8%

29%

45%

17%

1%

I love being deeply involved with my investments ïI watch 

the markets and know exactly how my investments are doing

I like to have an idea what is happening with my

investments, so I keep an eye on how things are going

While I donôt follow the markets closely, I feel I have at least 

a basic understanding of how my investments are doing

I want as little involvement in my investments as possible ïI 

let someone else take care of the details

Don't know
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Have Financial Advisor

24

Q26. Which statement best describes you? Total base N=1000 

Half work with one advisor for all investments and most work with an advisor in 
some capacity
ÅA full 86% work with an advisor for at least part of their investments, and half (51%) work with one advisor for all of their investments.
ÅThose who are most knowledgeable are the least likely to work strictly with one advisor (39%). 
ÅThe following groups are most likely to work with one advisor on all of their investments: t hose who have no engagement with their investments 
(69%), those who have a high school (58%) or only partial post secondary education (54%) and those in the Prairies (76%).

51%

19%

16%

9%

5%

I have one advisor who provides me with

advice and guidance on my investments

I have some investments with advisors and I

have some investments I manage myself

I have more than one advisor who provides

me with advice and guidance on my

investments

I used to have an advisor ... but I currently

do not have an advisor

I have not had an advisor

2018



Advisor Services Used

25
Q36. ïQ41. Thinking about the various services that your advisor's firm may offer, which of the following have you taken advant age of within the past 12 months? Base: 
Purchased mutual funds from advisor N=867

Among those who purchase mutual funds from an advisor, usage of other services 
remains steady compared to last year
ÅAs in previous years, investment planning, financial planning and retirement planning are the three advisor services that peo ple are most likely to 
use, while education and estate planning are more niche services. 
ÅUsage of all services have remained stable this year. 
ÅThree-fourths have at least used one of the top three advisor services (76%) within the past 12 months.
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Satisfaction with Advisorôs Advice

26
Q27. I would now like to ask you about your relationship with your financial advisor - meaning the advisor who you buy your mutu al funds from. Using a scale from 1 to 10 where 1 means 'not at 
all satisfied' and 10 means 'completely satisfied', how satisfied are you with the advice provided by your financial advisor? Base: Purchased mutual funds from advisor N=867

The vast majority report satisfaction with their advisor

ÅThe vast majority of those with an advisor report some level of satisfaction with this individual, and 78% report that they are ñcompletely 
satisfiedò or ñsatisfiedò with the advice provided. 
ÅWhile the number who were completely satisfied softened in 2017, this year saw this number remaining stable, with no further decline.
ÅSatisfaction increases with age, with those under 45 being less likely to say they are ñcompletely satisfiedò or ñsatisfiedò (72%).  Women are more 
likely to feel this level of satisfaction than men (84% vs. 78% respectively). Those who are knowledgeable about mutual fundsare more likely to be 
at least satisfied (88%).
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Advisor Trust

27

Q28. To what extent do you agree or disagree with the following statements about financial advisors? Base: Purchased mutual funds from advisor N=867

Those with an advisor value the advice that is given

ÅWhile a strong majority agree the advice provided by their financial advisor is worth the fees, less than two-fifths strongly agree (37%).
ÅThe incidence of agreeing with this sentiment overall is similar across groups.  However, women (41%), post secondary graduates (42%) and those 
in the Prairies (56%) are most likely to strongly agree.
ÅThose with an advisor are likely to agree they would not want to handle their investments on their own, with half (52%) stron gly agreeing with 
this statement.
ÅThose with a lower education (high school 91%, some post secondary 86%), lower income (under $50,000 92%, $50,000 to under $100,000 
87%), those in the Prairies (97%) and Quebec (90%) are most likely to agree that they would not want to handle investments ontheir own.
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Advisor Trust

28

Q28. To what extent do you agree or disagree with the following statements about financial advisors ? Base: Purchased mutual funds from advisor N=867

Advisors continue to promote better investing habits

ÅThe proportion who feel their advisors have prompted them to have better savings and investing habits has remained steady over the past three 
years, with three-quarters agreeing and almost two-fifths agreeing strongly.
ÅThis behaviour increases with age, with 71% of those under 45 agreeing with this statement, compared to 80% of those 45-64 and 83% 65+. 
Women are also more likely to agree (81%).  Those in Quebec are most likely to agree (87%) while those in BC are least likelyto (67%).
ÅAdvisors have more impact on the habits of those who are knowledgeable or neutral about mutual funds (80% and 84%) than thosewho are not 
(64%).
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Whether Advisor Discussed Suitability
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Q11. And still thinking back to the last time you invested in a mutual fund, did your advisor: Discuss how well suited that mutual fun d is for reaching your investment 
objectives? Base: Purchased mutual funds from advisor N=867

Most advisors discuss the suitability of a mutual fund with investors

ÅInvestors report that most advisors will talk to investors about how mutual funds will help meet their goals.  This has remai ned constant over the 
past decade. 
ÅThis is notably higher among those knowledgeable about mutual funds (93%) than those who consider that they are not knowledgeable (86%), 
which may speak to advisor engagement and/or the type of questions that knowledgeable investors ask.
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