Metlife’s M.V.P.. now offers a dozen funds

With the addition of three new funds that invest in
products of investments market leaders AGF Funds
Inc. and Fidelity Investments Canada Limited,
Metlife’s M. V.P. looks better than ever

eign content for registered plans, will all be available in
January. According to Marketing Director Advanced
Marketing and Sales Development Ernie Murdoch,
these funds will further enhance the already popular
M.V.P.

“Over the last few years, M.V.P. sales have soared.
We are continually seeking ways to meet the demands
of our chients. Our association with investment market
leaders such as AGF and Fidelity was therefore a nat-
ural path to follow,” he says

Managed by AGF Funds Inc., the Methfe-AGF
Dividend Fund will focus on stocks of Canadian com-
panies which have a history of providing dividends and
capital growth and will invest entirely 1n the AGF
Dividend Fund.

The MetLife-Fidelity European Growth Fund will
invest exclusively in the Fidelhity European Growth
Fund, which 1s managed by Fidelity Investments

Canada Limited. This Fund will focus on European
companies recognized for their growth potential and
stability.

For 1t’s part, the MetLife Fidelity Small Cap

Fidelity Small Cap America Fund which 1s also man-
aged by Fidelity Investments Canada Limited, will
concentrate on small companies operating in the US
marketplace.

All three funds are group two funds and offer guar-
anteed death and maturity benefits of 75 per cent.
And, they are all RSP eligible.

According to Emie, the addition of the MetLite-AGF
Dividend Fund, the MetLife-Fidelhity European Growth
Fund and the MetLife Fidelity Small Cap America
Fund will benefit both representatives and chients.

“Representatives will appreciate the fact that they
can offer brand name funds to clients. For their part,
chients will benefit from the investment expertise of
some of Canada’s investment market leaders, backed
by MetLife’s financial strength and stability. All 1n all,
It's a win-win situation,”” he states.

Provided by Denise Boorman of Metlife
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It 1s becoming increasingly important to select an advisor that
can help you address the 1ssues above and attain your financial
objectives.

[t you answer NO to any of the following questions, you may
want to seek a second-opinion.

. Do you have a documented financial plan that is easily
understood and updated at least once a year?

2. Is porttolio performance compared to your plan and are
adjustments made based on changes in your personal situation or
market conditions?

3. Does your advisor have sufficient qualifications to imple-
ment an ongoing tax savings plan?

4. Does your advisor provide you with access to ALL forms of
investments (stocks, options, bonds, strips, mutual funds, and
segregated funds, GIC's)?

5. What form of investment selection system and approach
does your advisor use? Has your advisor used such systems (o
modify your holdings, protect the value of your portfolio in
declining markets, or take advantage of undervalued securities?

These questions provide a basic foundation for selecting an
advisor. Of course, he or she should also have good communica-
tions skills, be accessible, contact you on a regular basis and pro-
vide you with access to mailings, newsletters and seminars that
keep you informed.

It's a lot to expect from one individual and/or one company but
your expectations should be high when it comes to your money
and your future.
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The R.R.S.P. Advantages
offered by Bob Lee

= W | e Retirement Financial Specialists with 23 years of
. @ | experience and the cottee’s always been great!

e Security of investments (100% fund guarantees)
e Competitive segregated and mutual funds.

* Competitive G.1.C. interest rates

* Personalized ongoing consultation

e R.R.S.P loans available at prime
e Appointments available evenings and Saturdays

beginning Jan. 17, 1998.

covacr: BOD "Pie' Lee

Miltowne Insurance Agency Ltd.

878-5786

Serving Milton since 1975

245 COMMERCIAL ST.
CALL FOR NO OBLIGATION CONFIDENTIAL CONSULTATION

» i} "4 = . » - b ¥y K d & s 5 ¥ E W B % 4 L, r i‘, L
3 9 » ! & N p { ¥ ¢ WE I S Y * A B B W TR oF B ' S &5 i ; ! 2

B N il B
ﬁ m—— ‘__",.---'*rﬂ-.‘*.‘-'-'-r.--’inl-#“l*1""" - P W W PP P i R —— ‘1 " 1

&, &
L E R R L s o e s s LI S PP e B S L B o T e T R T BT R UL B SR et 6 RO Ty

Provided by Robert Binnington,
Wood Gundy Private Client Investments

PLAN YOUR RRSP FOR LIFE

Before you invest, call me for your complimentary copy of
our Special Report. RRSP Planning For Life or a FREE
NO OBLIGATION Financial Planning & Tax Analysis.

Randy Clouden MBA, CFP

Certified Financial Planner

Call: 847-7776 Investors

(or after 5pm dial ext. 371) Group

Professional Liability Insured
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