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We all seek to build 
wealth – not to amass 
a mountain of 
money – but to be able 
to obtain the goods, 
services and security 
that money can buy.  

It’s important to keep that in mind because wealth creation for tomorrow requires some degree of
sacrifice today. 

This section is for dreaming. It offers space for you to write down what you want out of life. Basically,
what financial people call your “goals and objectives.” Whether in sports, education, business or other
pursuits, researchers have found that you are more likely to achieve those goals that are written down.
The concrete record promotes discipline and lets you measure progress.

But we all want so much! Where to begin? The key is to identify what you really want. Save all your
ideas, drawings, information and notes by keeping them in this binder. And above all, be sure to share
the results with your Investment Advisor, so that they can be translated into dollars and cents terms and
integrated into your investment planning. 

Your financial  
goals



All in good time
Goals are a very personal thing – they will be unique to each individual. We included this life cycle
diagram as a way to help get you thinking. While your goals will undoubtedly be different that what is
listed below, it helps to divide life into different phases, because the goals for each phase will be quite
different. Think in terms of what you want your life to be like in each of these phases: where and how
you want to be living, what things you would like to acquire and what activities you want to do.

Your Plan
Use this binder to store the financial roadmap that your Investment Advisor will prepare according to
the goals and wishes you expressed. When you meet with your advisor for your annual review, referring
back to the plan, and updating it where necessary will allow you to see whether you are on track, and if
not, what remedial measures are required.

Here is a stream-of-consciousness exercise that is
aimed at releasing your brain from all the practical
considerations that tend to constrain your thinking.
If you have a spouse or partner, you should each do
it and then compare results. You will need:

> Paper and pens

> A timer

> Highlighters in two colours

Set the timer for five minutes. Without talking or
pausing to think, write a description of the life you
envision in 20-30 years. It is very important that you
write for the full five minutes. Keep writing even if
you seem to run out of thoughts. That’s likely when
your subconscious will kick in and identify what you
really want.

After the timer sounds, take a new piece of paper

and repeat the exercise but describe the life you
envision in three to five years. Again, write for the
full five minutes without pausing to think.

After the timer sounds, read both sets of papers and
highlight the desires that came out, using one colour
for short-term goals and another for long-term ones. 

Then trade papers with your spouse or partner and
agree on three short-term goals and three long-term
ones. Express them as clear written statements,
making those statements as precise as possible. After
one week, edit the list with fresh eyes and then
review it for relevance and progress each year.   

Once you are finished, be sure to let your Investment
Advisor know about any goals that translate into
financial requirements, so they can be integrated
into your financial roadmap.  
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Personal Finances and Life Cycle

WE SUGGEST…

Net
Worth

Age
0 25 50 75

0

The particulars contained herein were obtained from sources which we believe reliable but are not guaranteed by us and may be incomplete. The opinions expressed are based upon 
our analysis and interpretation of these particulars and are not to be construed as a solicitation or offer to buy or sell the securities mentioned herein. The Firm may act as financial
advisor, fiscal agent or underwriter for certain of the companies mentioned herein and may receive a remuneration for its services. The Firm and/or its officers, directors, representatives,
associates, may have a position in the securities mentioned herein and may make purchases and/or sales of these securities from time to time in the open market or otherwise.
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Tuition Fees
Living Expenses
Student Loan

Saving Saving and Investing Asset
Borrowing Draw-down

House Taxable Savings Travel
Car Travel Study
Student Loan Cottage Health care
Children Renovations Support for children

Second car Retirement Home
RV Estate Planning
Boat Condo

RRSP
RESP

RRSP Investments
RESP Inheritance


