
For help with the discussion,  
The Value Dialogue includes 
resources and references for  
you – and for you to share with  
your clients. 

New disclosure requirements are coming into effect as part of the second 
phase of the Client Relationship Model (CRM2), which may require candid 
conversations with your clients about the value and cost of your services.

CRM2 requires additional transparency around compensation and investment 
performance. The new rules are coming into effect in stages to accommodate 
the demands of the transition on both advisors and their firms.

These new requirements will require thoughtful conversations with your clients 
to explain aspects of the business that they may not fully understand.  
By addressing these matters early and directly with your clients, they will gain 
a more sophisticated understanding of your services and a better appreciation 
of the value you add in the long term.
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Background
CRM2 represents amendments 
to National Instrument 31-103, 
Registration Requirements, 
Exemptions and Ongoing Registrant 
Obligations. The current discussion 
has its roots in the Ontario Securities 
Commission’s Fair Dealing Model, 
which was brought under the 
umbrella of the Canadian Securities 
Regulators’ Registration Reform 
Project. The initiative was branded 
CRM, with focus placed on:

• Account opening documentation
• Conflict of interest management
•  Costs and compensation 

transparency
• Performance reporting

Coming Deadlines
You are already familiar with the 
relationship disclosure information 
that came into effect for new clients 
in July 2013. Here are some more 
details to keep in mind as the balance 
of CRM2 takes effect between now 
and July 15, 2016. Take advantage 
of the rollout to prepare and discuss 
each new element with your clients 
and explain how it relates to the value 
and peace of mind you provide them.

  July 15, 2013
Relationship disclosure information for all new clients: This requires 
the communication of all operating and transaction charges as well as a 
discussion of the costs involved with investing in general, and in mutual funds 
in particular.

  July 15, 2014
Pre-trade disclosure of costs: Before an order can be accepted, clients in 
non-managed accounts must be informed, in discussion or in writing, of the 
costs associated with the sale or purchase of a security. These costs include 
deferred sales charges (DSC) and trailing commissions.

Benchmarks: You and your firm will be required to discuss and explain 
benchmarks in general terms. You will also need to discuss whether to  
use them in reporting and statements. 

Trade confirmation and compensation disclosure for debt securities:  
The enhanced level of transparency for other securities, such as mutual 
funds, also applies for debt securities and includes pre-trade disclosure for all 
compensation and transaction costs as well as the annual yield at purchase.

  July 15, 2015
Enhanced account statements will become required and must include:

R The market value of all securities

R  The identification of securities subject to redemption charges such as DSC 

R  The applicable investor protection funds

R  A description of the party that holds or controls each security for  
client-name accounts

Position cost information will also have to be provided for each position,  
either as part of quarterly statements or as a separate statement.

  July 15, 2016
Your clients will begin receiving several new reports from your firm addressing 
costs and performance.

Trade confirmations: Including the amount incurred for all transaction costs 
and charges, deferred sales charges, etc., as well as the total amount.

Report on Charges and Compensation: An annual statement of fees and costs 
incurred by the client and any and all compensation the firm received from 
third parties related to the client accounts, such as trailing commissions and 
referral fees.

Investment Performance Report: Including opening market value, market 
value of deposits and transfers of cash and securities, annualized returns for 
the previous one, three and five years since the account was opened, on a 
dollar-weighted basis.
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