
 

 

September 29, 2020      VIA E-MAIL ONLY 

 

Brett Konyu 

Director, Member Education & Membership Services 
Mutual Fund Dealers Association of Canada 
bkonyu@mfda.ca 

 

Dear Brett: 

Re: MFDA Consultation on Account Transfers (MFDA Bulletin #0823-P) 

The Federation of Mutual Fund Dealers (“the Federation”) has been, since 1996, Canada’s only 
dedicated voice of mutual fund dealers. We currently represent dealer firms with over $124 
billion of assets under administration and 24 thousand licensed advisors that provide financial 
services to over 3.8 million Canadians and their families and as such we have a keen interest in 
all that impacts the dealer community, its advisors, and their clients. 

We are pleased to see that this topic has finally been give the regulatory focus it deserves.  As 
you can appreciate, investors can have no confidence in our industry if it cannot coordinate the 
movement of their money and/or investments, and the industry has failed woefully in this, 
putting their own interests first.  We hope that the industry’s comments and recommendations 
become the harbinger for change. 

Our specific and general responses are set out below. 

1. What specific issues have you faced in relation to account transfers? Please specify if 
the issues experienced relate to transfers with Members or non-Member financial 
intermediaries (e.g. mutual fund companies, trust companies, etc.). 

- Most delays involve banks rather than third-party mutual fund manufacturers 

- NIGOs (not in good orders) are routinely not acknowledged by relinquishing institutions 

o inquiries are rarely followed up 

o relinquishing institutions will deny or refuse to acknowledge receipt of the 
transfer out request 

o delays are caused by immaterial deficiencies on forms 

- Delays can go on for months without resolution 

- Members have experienced delays in transfers directed to financial intermediaries or 
insurance companies 

- Delays in processing locked in accounts, pension plans and RESP accounts 



 

 

- Processing client name accounts from one mutual fund company to another is electronic 
through Fundserv, transfers from other institutions e.g. banks, pension plans are non-
electronic - takes over 15+ days 

o At the very least, a specific timeframe should be adhered to for the process 

o Notwithstanding the above, we believe that an electronic solution is possible, 
today, but has not been pursued/implemented for lack of incentive to facilitate 
the transfer out of money. 

2. Have you identified specific types of account transfers that cause more challenges 
and/or do not occur in a timely manner (e.g., dependent on where and how the assets 
are held, account registration, type of product, electronic vs non-electronic processes)? 
Please provide as much detail as you can. 

- RRSPs, LIRAs, RDSPs and other registered accounts often have lengthy processing time 
frames due to regulatory requirements  

3. Are there areas in the account transfer process that should be standardized or 
automated (e.g., specific timeframes, electronic processing)? Please explain. 

- There is no regulatory or Bank Act requirement for signature guarantees.  Use of them is 
inconsistent at best.  To the benefit of all, all references to them and use of them should 
be deleted from all policies, procedures, and not subject to audit in recognition of the 
widespread confusion with respect to their use.  Industry confusion does not lead to 
investor confidence. 

- Client permission to disclose information should be mandated to be included in the 
transfer out request forms  

- As noted above, time frames for all transfers should be mandated and complementary 
for all parties, and 

- Electronic processing should be mandatory.  If it is currently unavailable, an 
implementation plan should be put in place with short-term timelines. 

4. Do you have suggestions on how regulators can improve the account transfer process? 
Please provide as much detail as you can. 

- A complimentary processing time standard between each financial entity and the client 
should be established so that transfers can be processed as quickly as possible 

- Develop a reasonable “reject ratio” for cash transfers-out that firms must adhere to. 
Firms found under audit to have a higher than usual reject rate would have to explain it 
and/or reduce it within a reasonable timeframe. 

 

 

 



 

 

General 

- Fundserv should be able to accommodate bank-owned firm trades  

We look forward to positive change on with respect to the transfer experience in our industry. 

 

 

Respectfully, 

MATTHEW LATIMER 
Executive Director 

(647) 772-4268 
matthew.latimer@fmfd.ca 

www.fmfd.ca 


