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So many strategies, so many products and all of us want to reach our financial
goals. But are they the best approaches to take with your finances?

Over 25 years, Kurt has met, understood and advised hundreds of clients about
all aspects of their finances: retirement, taxes, estate, investing, cash flow, real
estate, debt, insurance and more.

In this never-before-released summary, Kurt is happy to share what he views are
the essential wealth building tips that Canadians need to consider to get ahead.

Cutting through the clutter, the contradictory opinions, the product pitches and
more, Kurt is sharing his private recommendations usually explained in private
meetings with paying clients.

Here are Kurt's top 12 strategies:

#1 Net Worth Growth Calculate your net worth once a year (total assets less total
liabilities). This calculation is a measure of financial progress, and the numbers
don'tlie. If your net worth is not growing by at least 10% per year during your
career years you are behind.

#2 Financial Advice > Product Sales No one needs an Investment Advisor, but
everyone can benefit from the common sense of a pro-active tax accountant who
offers financial planning advice. The key here is objective hourly rate advice that is
never tied to a product sale. Do not easily trust people selling you a product, and
also trying to give you financial information.

#3 Setting Financial Goals Write down your financial goals, add a timeline and
cost and measure progress towards them once a year. Everyone needs goal
posts stating when they should:

* Be mortgage-free

* Reach ¢100,000 per child of savings for university

* $1.5Min total retirement savings (or more)

Track progress yearly and judge harshly. You only have so much time to get this
done.

i1l Manulife wea

ESTATE PLANNING 1



UPPER CANADA CAPITAL

PRIVATE WEALTH MANAGEMENT

Essential Top 12
Wealthbuilding
Strategies fromaPro

From 25 Years of Advising Clients by Best Selling Author Kurt Rosentreter

#4 Review Your Fees Cost matters but value matters more —hold
your investment portfolio manager, your mortgage lender, your
banker, your accountant and your lawyer accountable for their
fees annually. Find out what you pay, compare it to others and
relate it to what they do for you. Don’t get comfortable.

#5 Re-Assess Tax Plan Do not prepare your tax return, and ask
your accountant for pro-actively tax planning advice each
summer. Be smart with tax planning in your income, in your
assets, across your family, your career and your estate. This extra
strategy can be one of the most significant advantages in your
entire financial plan. Don’t under-estimate the power of sound,
regular tax advice from a qualified pro. The keyword is qualified.

#6 Get Insurance in Order Have great disability insurance (don't
rely on your employer-provided plan), no critical illness insurance
(draw the line somewhere) and the most life insurance when
you have a mortgage and babies and no life insurance later in
life. Never buy from an insurance agent that represents one or
two companies. Understand all the different product choices

— perhaps nothing is more important in your life financially than
having a proper financial safety net for decades — insurance is
that safety net.

#7 Mutual Funds are a popular investment choice. It's important
to be aware of potential drawbacks such as management fees,
performance variability, and compensation structures. Not all
mutual funds are created equal, and some may have limited fee
transparency or underperform compared to benchmarks. Before
investing, consider reviewing the fund’s fee structure, historical
performance, and how advisors are compensated.

#8 Reconsider Home Size Downsizing your home in retirement is
a farce. Buying a massive house is a mistake. Do not put so much
money into your principal residence that you cannot afford to
retire with separate adequate savings to live off. No one can buy
food with an eavestrough.
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#9 Reconsider Home Budget Never accept a mortgage that s
so much of your paycheque (max 40% of your annual cash
flow after-tax) that you have no money left for yearly children’s
savings, considerable RRSP savings, new cars, renovations,
food, and fun. Being a prisoner to your bank means no life
balance and can lead to divorce. Do not follow the crowd on
this one kids. Get out of the big cities.

#10 Get Your Will and POA Straight Fall off the ladder while
painting and can’t think straight? Make sure your originally
signed Powers of Attorney (POA) forms for healthcare and
finances are kept up to date and at home. Parent’s memories
slipping? Know where your parents’ original POA forms are
too. And if you are over 35 and don’t have a Will yet, you are
afool.

#11 Forecast Retirement Retirement the way your parents did
itis gone. You likely don’t have your dad’s pension. Heck, you
don’t even know how much to save until retire, and you are
probably not saving enough now. Work to age 70 at a minimum
to have the nice toys and treats you have now. Know the math on
how far your money will go — get a retirement forecast prepared
by a professional. Don't retire until you do.

#12 Book a Yearly Financial Review Commit four hours a year

to your finances and make it right. Many people spend more
time in one night surfing the Internet than making sure they
have sound financial strategies, goals and products over the
course of a year. Four hours is not much time, but it may be
enough to ensure you have reliable control over all the areas
of your finances (goals, cash flow, real estate, debt, kids’
savings, taxes, insurance, estate, elderly parents, vehicles,
investing and more). Committing some time to talk and review
your finances is the key to a sound financial future.
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Disclosures

Investing involves risks, including the potential loss of principal. Financial
markets are volatile and can fluctuate significantly in response to company,
industry, political, regulatory, market, or economic developments. This
material was prepared solely for informational purposes and does not take
into account the suitability, investment objectives, financial situation, or
particular needs of any specific person.

All overviews and commentary are intended to be general in nature and
for current interest. While helpful, these overviews are no substitute for
professional tax, investment or legal advice. Manulife Wealth Inc. and or
Manulife Wealth Insurance Services Inc. (“Manulife Wealth”) makes no
representation or warranty, express orimplied, as to the accuracy, complete-
ness or correctness of the information contained in this publication.

This publication does not constitute a recommendation, professional
advice, an offer or an invitation by or on behalf of Manulife Wealth to any
person to buy or sell any security or adopt any investment approach.
No investment strategy or risk management technique can guarantee
returns or eliminate risk in any market environment. Diversification or asset
allocation doesn’t guarantee a profit or protect against the risk of loss
in any market. Past performance does not guarantee future results.

This material is intended for the exclusive use of recipients in jurisdictions
who are allowed to receive the material under their applicable law. The
opinions expressed are those of the author(s) and are subject to change
without notice. Our investment teams may hold different views and make
different investment decisions. These opinions may not necessarily reflect
the views of Manulife Wealth. The information and/or analysis contained in
this material has been compiled or arrived at from sources believed to be
reliable, but Manulife Wealth does not make any representation as to their
accuracy, correctness, usefulness, or completeness and does not accept
liability for any loss arising from the use of the information and/or analysis
contained.

The information in this material may contain projections or other forward-
looking statements regarding future events, targets, management discipline,
or other expectations, and is only current as of the date indicated. The
information in this document, including statements concerning financial
market trends, are based on current market conditions, which will fluctuate
and may be superseded by subsequent market events or for other reasons.
Manulife Wealth disclaims any responsibility to update such information.

Manulife Wealth shall not assume any liability or responsibility for any
direct or indirect loss or damage or any other consequence of any person
acting or not acting in reliance on the information contained here. As each
situation is different, you should seek advice based on your specific circum-
stances. Please call to arrange for an appointment.

This is not an official publication of Manulife Wealth Inc.

Manulife Wealth Inc. (“Manulife Wealth”) does not make any representation
that the information provided in the 3™ Party articles is accurate and will not
accept any responsibility or liability for any inaccuracies in the information
or content of any 3 party articles. Any opinion or advice expressed in the
3 party article, including the opinion of a Manulife Wealth Advisor, should
not be construed as, and may not reflect, the opinion or advice of Manulife
Wealth. The 3" party articles are provided for information purposes only and
are not meant to provide legal accounting or account advice.

Copyright 2025 by Upper Canada Capital Inc.
Manulife, Manulife & Stylized M Design, Stylized M Design and Manulife

Wealth are trademarks of The Manufacturers Life Insurance Company and
are used by it, and by its affiliates, under license.
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Upper Canada Capital is a trade name used to carry on business related to life insurance and stocks, bonds and mutual funds products.
Investment dealer dealing representatives (“Investment advisors”) registered with Manulife Wealth Inc. offer stocks, bonds and mutual
funds. Insurance products and services are offered through Upper Canada Capital Inc. Banking products and services are offered by
referral arrangements through our related company Manulife Bank of Canada. Additional disclosure information will be provided upon
referral. Please confirm with your advisor which company you are dealing with for each of your products and services.
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