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Executive Summary

The Canadian Investment Regulatory Organization (CIRO) is publishing guidance
regarding the ability of Investment Dealer Members offering order execution only (OEO)
account services (OEO Dealers) to provide reliable, timely, useful information and other
decision-making supports in a manner that maintains the regulatory limitations to which
OEO Dealers are subject, and that will allow investors to more confidently engage in do-
it-yourself (DIY) investing.

This Guidance sets out key regulatory requirements applicable to OEO Dealers, including
the prohibition on recommendations, and our expectations concerning their practical
application.t This includes a discussion of what we believe are the key considerations for
determining whether decision-making supports (such as educational resources,
notifications, alerts and self-help tools) that OEO Dealers may choose to offer clients
would be permissible, on the basis that they containfactual-information-that-deesdo not
endorse the taking of a specific investment decision.

OEO Dealers should review existing and planned decision-making supports against this
Guidance to determine whether they are consistent with the OEO regulatory framework.
In doing so, consideration should be given to the relevant facts and circumstances of
each case. As such, this Guidance is not intended to be exhaustive. We encourage OEO
Dealers to speak to us about any decision-making supports they currently offer or are
considering.

1 In this guidance, all rule references are to the Investment Dealer and Partially Consolidated
( - les) . i
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Note that this guidance does not contemplate an OEO Dealer that restricts its product

shelf wholly or largely to proprietary or affiliate products*? or a very limited range of
products WMM would be%eﬂeu%eeﬁeem%as

ﬁrehrbmenﬂ&se%eu%mﬂaﬁrgwdaﬁeeﬂ&weHﬂng@@ a Dealer Member s Clbl|lty to

address the related conflicts of interest in the best interests of the client. Any OEO Dealer
contemplatlng operctlng in such a manner should eeﬁteeeemeﬂ%en%erﬂyesteg&wrts

12 Note that the use of the term “proprietary or affiliate products” throughout this document
refers to any securities or investment products for which the OEO Dealer has a proprietary or

affiliate interest, including any securities or products in which the OEO Dealer or its affiliate
does not have an ownership interest but has an incentive to promote.
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7 CIRO-OCRE

1. Introduction

OEO accounts are intended for investors who choose to make their own investment
decisions, sometimes referred to as DIY investors. OEO Dealers provide platforms where
investors can trade investment products independently and are solely responsible for
making all investment decisions, without the benefit of receiving personalized
recommendations and suitability assessments from OEO Dealers.

Although not required to do so, OEO Dealers may offer decision-making supports to their
clients for the purpose of assisting them in making more informed investment decisions
for themselves. This_ may not only premetespromote better financial outcomes, but also
fostersfoster greater investor confidence and engagement. Curated, trustworthy, relevant
information and self-help tools based on it can help clients make more informed

investment decisions by allowing them to better understand investment principles, self-
assess their risk tolerance, and accurately align their own investment decisions with their
self-defined financial goals.

Decision-making supports offered by OEO Dealers may take the form of _the following
examples. Note that the following list is not intended to be exhaustive:

e information that is made available for clients to access on the OEO Dealer’s
platform,

e notifications and alerts sent to clients, or

e self-help tools intended to enable clients to gain a better understanding of their
investment goals, willingness or capacity to assume investment risk, and other
related matters such as how to construct their investment portfolios.

These kinds of decision-making supports are especially useful for clients who may
otherwise access information and advice from unregulated and potentially misleading

sources. Below, we discuss the ways in which OEO Dealers can offer these decision-
making supports to clients in a way that is consistent with the OEO regulatory
framework.

may not fully understand the risks associated with investing. Accordingly, when providing

should consider the needs of DIY investor clients across a range of financial literacy
l l l l . if l i
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2. Regulatory framework

The IDPC Rules establish the regulatory framework for OEO accounts. OEO Dealers must
comply with all CIRO requirements®® other than those for which compliance is specifically
exempted.*

The key provision that distinguishes OEO Dealers from other Dealer Members and which
forms the basis for their operating model is the definition of “order execution only
account”, meaning:*®

An account which is not subject to a suitability determination (other than as
required by clauses 3402(3)(i) and 3403(4)(i)) where:

(i) the client is solely responsible for making all investment decisions, and

(ii) the Dealer Member provides no recommendation to purchase, sell,
hold or exchange any security, including any class of security or security of
a class of issuer, or transact in any derivative. [emphasis added]

21 Recommendation prohibition

In its plain meaning, a “recommendation” is a statement that a particular course of
action is endorsed by the party making the statement, which does not necessarily have
to be directed at any particular individual.

The prohibition-ageainstIDPC Rules prohibit recommendations in-the+BPERulesappliesto

investment decisions within the context of an OEO account, and the client whose account
itis. A communication constitutes a recommendation-is-prohibited-if it endorses a
specific investment decision for the client.

This_prohibition applies even where-awhen the communication was not intended as &
deliberatean endorsement, if a reasonable client might perceive it in that way. That

pereeptionSuch perceptions can occur not only when a communication is directed at a

single client, but also when a communication is sent to clients generally, or to a number

of clients, or when a tool is made available to clients on a broad basis. This-guidance

misunderstandings-and-for-ensuring-that-clients-make-investment-decisions

independentlyOEO Dealers al nn id the recommendation prohibition
stating that a communication or tool is not tailored to a specific client.

For example, if an OEO Dealer sends a message to all its clients (or a subset of clients)
stating, “Now is a good time to buy security X”, a reasonable client might infer the OEO

23 See IDPC Rule subsection 2207(2).

34 For example, see IDPC Rule clauses 3208(1)(i) (KYC), 3211(2)(i) (Product Appropriateness),
3303(2)(i) (KYP), 3404(1)(i) (Suitability).

4.5 See IDPC Rule subsection 1201(2).
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Dealer is recommending this investment decision to them, specifically, to act upon,
regardless of whether others received the same communication. This is distinct from
properly presented decision-making supports, such as informative notifications and
alerts, research reports or self-help tools made available to clients (all discussed further
below).

prevent any such m|sunderstqnd|ngs and for ensuring that clients make investment
lecisi ind lently.

2.1.1 Decision-making supports

The recommendation prohibition does not extend-tocapture factual information
about investing that might be relevant to any given client’s account, or which
may potentially influence the client’s decision-making, so long as the information
does not include anything that a reasonable client would consider to be an
endorsement by the OEO Dealer of a specific investment decision-for-the-client.

Self-help-toolsDecision-making supports may rely, in part, on information

provided by clients about themselves (for example, a self-assessment risk
questionnaire). These tools will generally not be considered to produce prohibited
recommendations where:

e the tool helps the client make their own decision without recommending a

specific investment decision-erspecifie-investmentproduets,
e the input is provided solely by the client, and

e it is made clear to the client that the output is generic to investors who
input similar information and that the OEO Dealer takes no position on
whether that output is suitable for that client (for example, by using

language such as: “Here is a typical asset allocation mix that a pre-
).55

retirement investor might wish to adopt for their portfolio ...”
For further details, see the below discussion of decision-making supports.
2.2 Account appropriateness

Prior to opening an account and on an ongoing basis, an OEO Dealer must determine
that it is appropriate for an investor to become or remain a client of the OEO Dealer.®?

® See IDPC Rule subsection 3110(1).
57 See IDPC Rule clauseclauses 3211(1)(i), 3402(3)(i), and 3403(4)(i).
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OEO Dealers should watch for “red flags” that indicate DIY investing is not appropriate
for an individual. For example, where-they:

e they have clear and ongoing difficulties with online activities (e.g., struggling
to complete the OEO Dealer’s online new-account application form),

(e.g., requesting a margin account despite insufficient experience or assets),

or

e they are seeking personalized investment recommendations.

As set out in the IDPC Rules, OEO Dealers must provide to their clients, prior to opening
an account, written disclosures confirming the OEO Dealer will not:

e provide recommendations and that the client is solely responsible for making
all investment decisions,

e Dbe responsible for making suitability determination assessments,

e consider the client’s personal financial circumstances, investment needs and
objectives, investment knowledge, risk profile, investment time horizon, or
other similar factors,

e Dbe responsible for making a determination that the products, services, and
account relationships are appropriate for the client.”®

2.3 Conflicts of interest

Like other CIRO member firms, OEO Dealers must take reasonable steps to identify
existing material conflicts of interest as well as those that are reasonably foreseeable.®?
Material conflicts of interest must be addressed in the best interests of the client or
avoided.®®

In the OEO channel, material conflicts of interest can arise in_several circumstances,
including the following-scenarios—{. Note that this list is ren-not intended to be
exhaustive):

e the OEO Dealer benefits financially when clients engage with certain features or
platforms (e.g., OEO Dealers could be inclined to design or prioritize elerts-or-self-
help-toolsdecision-making supports in a way that enhances dealer revenue rather
than optimizing client outcomes),

7% _IDPC Rule clause 3241(3)(i).
8° IDPC RulesRule subsection 3110(1).

919 |IDPC Rule subsections 3112(1) and (2).
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ehowour inconsistent W|th generol investment ernmgles!, deC|S|on moklng

supports provided by the OEO Dealer that create an advantage for any products
or services that the OEO Dealer offers in respect of which the OEO Dealer would

be more favourably compensated (e.g., offering filtering tools that prioritize
specific productssecurities or derivatives, or selecting a specific series of a fund to
offer on their platform that advantages the OEO Dealer),

e proprietary or affiliate products could incentivize the OEO Deadler to promote these
products to clients, or direct or “nudge” clients to such products-ever-others via

decision-making supports ggg g;hgr compar gg e pr gQgg;; to maximize mternql

or offlllates

Feeemmeﬂdaﬂen—pfembmeﬁ—(see below for further gwdqnce regqrd ng proprietary

or affiliate products), and

e the OEO Dealer receives incentives or referral fees for directing business to
external service providers, fund managers, or liquidity venues, which may
influence which services or products are highlighted, potentially at the expense of
impartiality regarding the best interests of the client.

OEO Dealers are expected to provide clear and fulsome disclosure and disclaimers_that
are sufficient to avoid misleading clients in any way with respect to decision-making
supports (such as failing to disclose that an OEO Dealer receives a benefit for a particular
product or service provided in a decision-making support). The-extent-ofIn determining
what constitutes sufficient disclosure,~emnd-how OEO Dealers should_consider the unique
features of the OEO channel, such as DIY investors not having access to a regulated

iser xplain ntial confli nd should n me th h in rs h

baseline understanding of the conflicts such arrangements may create. Consistent with

IR idance for Dealer Members (includin idance that disclosure alone is n
sufficient to address a material conflict of interest in the best interest of clients),*!
whether an OEO Dealer can address such material conflicts in the best interests of clients
by either managing them or aveidavoiding them; will vary according to the specific

11 See IIROC Rules - IIROC Rules Notice - Guidance Note - GN-16-0068 - Managing Conflicts in
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that disclosure alone is not sufficient to address. For exomgle, deC|S|on making supports
i i i i eate a material

conflict of interest in-the-best-interest-of elients'°and should generally be avoided.

OEO Dealers should adopt transparent practices; and their conflict-of-interest policies
should be robust. Further guidance regarding key safeguards that OEO Dealers should
implement relating to conflicts of interest is detailed below.

24 Due diligence
OEO Dealers must take reasonable steps to:

e assess the relevant aspects of investment products they offer, such as their
structure, features, risks, initial and ongoing costs and the impact of those costs,

e monitor these investment products for significant changes.***?

If an OEO Dealer offers decision-making supports for client use, they should adopt similar
steps as they do in their product due diligence. This should include reasonable steps to
assess the key aspects of these decision-making supports, such as their design,
functionality, clarity, and any inherent risks to clients or costs to clients associated with
their use. Any information made available to clients by OEO Dealers should be accurate
and consistent across their platforms and communications.

OEO Dealers also should continuously monitor any decision-making supports they provide
for any significant changes that could impact client understanding or the overall user
experience. This willcan help ensure that any decision-making support provided by an
OEO Dealer is aligned with both regulatory expectations and best practices in client
communication.

3. Decision-making supports

Whether a communication by an OEO Dealer constitutes a prohibited recommendation
will depend upon how various factors in a given situation apply to the parameters
outlined above.

The examples below are intended to illustrate considerations of which OEO Dealers
should be mindful to remain onside the recommendation prohibition if they choose to
offer decision-making supports. These examples are not intended to constitute an

exhaustive list of the types of decision-making supports that OEO Dealers may choose to
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offer, nor is it exhaustive of the factors that may need to be taken into consideration and
the safeguards that OEO Dealers should consider.

OEO Dealers should make clear to clients that any decision-making supports they offer
are intended to empower the client to make their own investment decisions; and that the
OEO Dealer willneverreview—<€lients’aeccounts—or-tradingactivitiesis not permitted to
recommend specific investment decisions, even if a client makes use of an OEO Dealer’s
decision-making supports to inform their own investment decisions.

The method of delivery of a communication-by-the-OEO-Dealerregarding-a-decision-
meaking-suppert, is not, on its own, determinative of whether the-content-of-that
eemm&mee’&eﬁ—mekes—lt constitutes a prohlblted recommendotlon. However,—perFﬂequerHy

Feeemmeﬁeleﬂens—ésueh—es—e—Feseefeh—FepeFt%— if an OEO Dealer prooctlvely sends a
communication to a client;-it-might-be-more-likely-to-be-seen-by-the-client-as-implying
that-the-OEODealer-has-recommended that contains content that a reasonable client
would interpret as endorsing a specific investment-decision-to-that client, the
communication may be more likely to be perceived as a recommendation. This

perception may be more-tikely-if-itis-the-case,orappearsto-be-the-casethat
elhelghtened where the communication is senfedlrected toa speeme single cllent—el+eﬁe

QQ|¥Ing the safeguards discussed below ereee%el—mgky o) heIQ ensure such communications
re not interpr rohibi mmendation, incl roviding clear an

prominent disclosure. For exomgle, where a client receives research reports made
ilabl heir OEO Dealer, the Dealer should make clear th ny r mmendation

in the reports are generic and it should not be assumed that the Dealer agrees with

them.

w

1 Examples of decision-making supports
3.1.1 Alerts and notifications

OEO Dealers can proactively provide clients with factual, objective information
through alerts or notifications. These alerts may cover topics such as market
news, regulatory actions, stock reorganizations, dividend announcements, market
trends, and portfolio performance. They may also draw attention to high-risk and
complex products (e.g., highly leveraged securities), market movements,
speculative activity, or risky behaviors.

Alerts and notifications can be presented as pop-up messages when clients place

orders-er, when self-help tool outputs are delivered, or when a client opens a
high-risk account type. Incorporating pop-up alerts and notifications serves as a
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best practice in ensuring that clients are fully informed about the implications of
their decisions, particularly at critical interaction points.

In our view, alerts and notifications will not be considered prohibited
recommendations (whether alerts and notifications are selected and/or
customizable solely by the client user or are preconfigured or proactively sent by
the OEO Dealer) where they contain only factual information with nothing that a
reasonable client might regard as an endorsement of a specific investment
decision.

OEO Dealers should mitigate the risk that a generic notification or alert might be
understood by a client to be a personalized recommendation rather than purely

factual information by using general language and providing clear disclosure, as
discussed below.

Below are some examples of alerts that would not be considered a prohibited
recommendation:

e Alerts and notifications to investors making significant use of leverage:
“Use of leverage amplifies investment risk. You are responsible for repaying
the borrowed amount plus borrowing charges, irrespective of how your
investments perform. Cost of borrowing compounds over time and may
exceed investment returns”.

e Alerts and notifications to investors significantly invested in crypto assets
or about to invest in them for the first time: “Crypto assets are highly
volatile, highly speculative investments. Their value can fluctuate
significantly and rapidly. This means that crypto investors can experience
large losses or realize large gains in short periods of time”.

Depending on the context, repeated alerts or notifications concerning an
investment product could create the impression that an OEO Dealer is endorsing a
specific investment decision-by-e—<lient, contrary to the recommendation
prohibition. We also note that any promotional statements are more likely to
imply, or be perceived by a reasonable client as, an endorsement, and thus are
more likely to be offside the recommendation prohibition if they reference a
specific investment product. Further, any promotional statements in the OEO
channel regarding any proprietary or affiliate products would generally always
amount to a material conflict of interest that must be avoided.

An OEO Dealer’s use of alerts and notifications must be consistent with the OEO
regulatory framework requirements and must be appropriately addressed in the
OEO Dealer’s policies and procedures.*?2 Additionally, to ensure consistency and
to avoid any suggestion of bias, OEO Dealers should develop clear policies and

1213 see IDPC Rule subsection 2207(3).
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procedures for these alerts and notifications, and ensure disclosure to clients
regarding why an alert or notification is triggered.**22

Use of client specific information in notifications and alerts

As long as the OEO Dealer does not make a prohibited recommendation,
OEO Dealers may make use of-timited client-specific information as a
means of fostering clients understanding and engagement with decision-
making supports, and to encourage objectively positive investment
behaviors.

For example, an OEO Dealer may use-timited client-specific information

to:

Design tools to monitor trading patterns and trigger alerts to
clients regarding their engagement with high-risk activities (such
as excessive trading) or high-risk product types, to help ensure
that clients remain aware of potential risks that they may consider
relevant to their investment objectives,

Send alerts highlighting opportunities to take generally positive
investment behaviors (such as reducing cash drag, alerting clients
of the benefits of investing idle cash holdings, or minimizing
unnecessary or duplicative fees).

By implementing the key safeguards outlined below in this Guidance, OEO
Dealers can offer investors the advantages of self-help tools without

crossing into prohibited recommendations. In addition, when decision-
making supports include, or make use of, limited-client-specific

information, OEO Dealers should:

Provide explicit warnings that any decision-making support
outputs or insights should not be considered personalized
recommendations, and

Ensure that the information provided is unbiased and solely aimed
at educating the client.

3.1.2 Educational information

Communications that contain only general, factual information (such as market
reports, dictionaries of investing terminology, or informational articles about
general features of a product type (e.g., ‘What is an ETF?’), and do not endorse a
specific investment decision, would not be considered a recommendation.

Research reports

314 gsee IDPC Rule clause 3241(1)(i).




Research reports differ from merely educational or informative content
because they typically include a specific investment decision (for example,
a research report may describe a specific investment product as a ‘buy’ or
‘sell.”).

Since these recommendations are general in nature, not specific to any
particular client, and not normally expressed as the views of the OEO
Dealer, we generally do not regard it as inconsistent with the
recommendation prohibition if an OEO Dealer makes research reports
available to its clients.

However, there can be a risk that the recommendations in a research
report could be understood by a reasonable investor to be endorsed by
their OEO Dealer. OEO Dealers should not assume that DIY investors have
l | | of familiari it i l
adviser may have, nor should they assume that DIY investors

in decision making supports are not endorsed by the OEO Dealer.

Therefore, OEO Dealers who make research reports available to clients should
therefore-make it explicitly clear that recommendations contained in them are
made by the third parties responsible for their preparation and the OEO Dealer
does not endorse any recommendations made in the reports. Best practice would

pe Tor OEO Deadle O _Include explanato anguage at the outset of the
document, in equal prominence to the content of the research report. OEO Dealers
hould also consider applying the safequards di ed below according

3.1.3 Self-help tools

OEO Dealers can provide a broad array of self-help tools designed to empower
investors to make informed investment decisions for themselves. The mere fact
that a self-help tool gathers client specific information (such as investment

l led bjecti . | ) d in itself l l i’
output a recommendation.

To safeguard investors, the-avaitability-ofany proprietary self-help investment
tools should be limited-tooffered on the OEO Dealers’ trading platforms, ensuring

consistency and security in their use. With r hird-par ision-makin
supports that are provided by the OEO Dealer to its clients, but are not housed on
their platform, please refer to section 3.1.4 below.

To ensure theseself-help tools are effective and trustworthy, we emphasize the
importance of key safeguards-ferinvestors to help investors understand the
methodology, limitations, and proper use of such tools, fostering transparency
and confidence in their use.
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used by clients as self-help tools.

00 na an pe orrered, No exXnau e O ne areguara aNnd peE
practices that OEO Dealers should consider applying when offering decision-
making supports.

a) Filtering tools

Data-driven, customizable filtering tools can play a critical role in
enhancing investor autonomy and decision-making. Filters that can be
selected by the client allow those investors to access detailed, unbiased
information to identify investments, simplify the investment selection
process, and provide results that align with clients’ individual preferences.
By providing flexibility and customization available to investors, these
tools support a wide range of investor needs while fostering confidence
through transparency and unbiased data delivery.

OEO Deadlers may choose to provide filtering tools that allow clients to
review investment-productssecurities or derivatives sorted by objective
criteria that is consistent with industry standards for selecting an
investment product, such as cost (e.g., MER of investment funds), risk
rating, market capitalization or assets under management, liquidity etc.

& ClientsTo ensure that filtering results do not amount to a
recommendation, clients should be able to select which criteria they wish

§—AHowusers-to, customize filters based on their individual
preferences, investment-goals,—end-risk-tolerance,providing-flexibility

§—Provideand how many securities and derivatives they wish to see
ranked on that basis. OEO Dealers should provide clear and transparent
descriptors regarding the-filtering-toel s purpose-and-itsinherent




3111(2).§ Any results generated by the filtering tool should be prepared
based on the OEO Dealer’s full product shelf, rather than any selection
that might be perceived to favour certain securities.




. iterd i | |
| e i ccectivel . | |
properly.

b) Sample portfolios

OEO Dealers canmay provide sample portfolios that set out asset
allocations; provided-they-adhere-to-robu ey safeguards to avoid any

conservative vs. growth-oriented) or focused investment themes (e.g.

hnol les) I . E . E
investor should reflect standard industry portfolio design criteria such as
is} file, ti . l .

OEO Dealers may-alse provide filtering tools that allewhelp clients to

| . ke thei lecti : -
derivatives to fill in the asset allocations of sample portfolios. OEO Dealers
should not selectinclude specific investment productssecurities or
derivatives for these sample portfolios because this implies an
endorsement of a specific investment decision and would be considered a
prohibited recommendation. See-the-above section 3.1.3(a) “Filtering
tools” for a list of key features and safeguards that apply to filtering

tools, all of which would also apply in the context of sample portfolios
offered in combination with filtering tools.




should describe how a given sample portfolio may fulfill a general type of
investor’s investment criteria or goals:




portfolio,-highlighting-the_and highlight any

allocations within it

isks associated with the asset




-——Educational Resources

§———Accompany-the-sampleportfolio. Sample portfolios withshould also
be accompanied by resources that help investors understand how to use
and interpret sample-portfoliosthem effectively, including information on
portfolio construction, diversification, and risk management.

Dealers should regularly review, test and update each of the sample

foli listi E i l \d aff
assumptions underlying the sample portfolios provided on their platform.
E l l . l ify cli i l kinds of
updates, this should be clearly disclosed to clients upfront.

id implicati | l ifi

investment decision, OEO Dealers should:

offer a range of sample portfolios, and/or

provide the client with readily-accessible editing functionality so
that the client can easily adjust the composition of a sample

portfolio (such as its asset weightings)to generate their own
results.

This also ensures that a client will have available to them a wide enough
range of alternatives to make it reasonably likely that they will find one
that aligns with their individual goals and risk tolerance.

c) Self-assessment tools

Self-assessment tools are designed to help investors to better understand
their investment needs, thereby aiding the investor in their investing
decisions. Examples of self-assessment tools include risk tolerance
questionnaires, financial knowledge quizzes, goal-setting tools, etc. As set
out above, these will generally not be considered a prohibited
recommendation if all inputs are made by the client and the OEO Dealer
does not endorse a specific investment decision-tailored-to-thatclient.

To ensure that a client understands that outputs from tools are not

recommendations made by the OEO Dealer, the language used in outputs




should be framed in general terms, such as “the information you have
provided suggests that you have characteristics typical of a conservative
investor.”

OEO Dealers should consider-the-following-safeguards-for-self-assessment
tools:

Suffici |
& Gathergather information from clients that is sufficient to support
the output of self-assessment tools.

User-Validati
§—Allewlf the tool classifies investors_into general types, the OEO
ler shoul lai o : ! all i to

review and validate the results of their classification before proceeding to
asset allocation or product selection tools, such as filtering tools or
sample portfolios. For example, an OEO Dealer may explain that a

. . lly | . . .

folios f . icall ignifi I . [

. ~ . "y I l l
This extra step ensures that clients can self-align any outputs from such
tools with their personal objectives, risk tolerance, and other investment

considerations.




~———Accompany-theThe tools withshould also be accompanied by
resources that help investors understand how to use self-assessment
toolsthem effectively, including information on the importance of self-
identifying personal finance goals, investment time horizons,
diversification, segmentation, and asset allocation.

d) Rebalancing tools and alerts

Rebalancing alertslerts, and the output from self-help tools for automatic
rebalancing, will generally not be considered a prohibited
recommendation, provided that:

e the OEO Dealer does not communicate any endorsement of a
specific investment decision, ~-the rebalancing is limited to the
client’s selection of their desired pre-determined allocations or
rebalancing instructions, and




e the OEO dealer does not retain any form of discretion to act on its
own initiative.

3.1.4 Finfluencers-& Copy Trading Third-Party Content

OEO Dealers must consider whether they could be making prohibited
recommendations or facilitating registerable activity by unregistered othersparties
(such as some “finfluencers”) if they link to, host or provide third-party content,

enter into referral or marketing arrangements, or facilitate copy-trading
functionality.

OEO Dealers should be mindful of any applicable requirements or guidance that
CIRO or the CSA may issue specifically concerning such practices-—, including

referral orrongements, conflicts of |nterest, morketlng activities and advertising.

held resgon5|ble for statements made on their behalf.®

3.2 Combining Decision-Making Supports

OEO Dealers may offer multiple decision-making supports, such as informative
notifications, self-assessment tools, filtering, and rebalancing tools that may be
combined to better assist investors in their independent decision-making.

When determining whether the combined effect of various decision-making supports
amounts to a prohibited recommendation, the same considerations set out in section 2.1

apply. All-of-the-applicable key safeguards that-apply-to-the-applicablerelevant to

individual decision-making supports should also be considered.

As stated obove, the recommendation Qrohibition applies both to each individual support
i e

support and should not be forced into an automatic, defoult sequence that steers them
l ific | ..

OEO Dealers should also ensure that information and outputs across combined tools are
aligned and consistent. For example, what is describedclassified as ‘conservative’ in one
self-help tool should be consistently deseribedclassified as such across all such tools
offered by the OEO Dealer.

For more details, see Guidance Note 25-0340 Joint Canadian Securities Administrators and




cannot in practical terms replicate a full-service, recommendation-based service of the
nd that is provided in the model portfolios offered by full-service dealers and portfolio
managers. An example of a format that would be acceptable would be if an OEO Dealer

ortfolio, the Dealer may proactively inform clients so that the clients can consider
ki hei .

These measures support the effective and responsible use of combined tools, ensuring
they enhance investor autonomy without introducing unintended risks and confusion.

3.3 Safeguards for Decision-Making Supports

We discuss below some of the key safeguards that should generally be considered for all

e ON-MakKing suppo vnere app aple 1 c on NOL €XNAaAu €0 ne
safeqguards and best practices that OEO Dealers should consider applying when offering

l f decision-maki

o Clear Disclosures and Disclaimers

All disclosures and disclaimers should be drafted in plain language

hat is cl l ibl .

Decision making supports should include disclosures and disclaimers

hat clearly explain the following:

A reminder that the client is solely responsible for making all
. lecisi [ hei

A prominent disclosure that states that the output:

. lized i vi

Cannot be guaranteed by the OEO Dealer to be aligned
. hi lient” ific fi ial l

The OEO Dealer has no obligation to notify clients when
L iteria, f . i
methodology results in outputs different from how the

l ious| ized

Risk metrics and warnings provided alongside decision-
ki highlighti he ris} . | witl
its results,

. liscl l l l .
limited to the products and services that the OEO




proprietary or affiliate products or services of the OEO Dealer,

l l [ hicl ler | ial
conflict of interest, the OEO Dedler must explicitly disclose this
fact.

=  QEO Dealers should consider whether certain disclaimers should be

than one-time, to achieve meaningful disclosure.

L] or example, if the above disclaimers are i ) (
to clients alongside the decision-making supports to which
they relate, then clients may better understand how these
disclaimers apply rather than if disclaimers were provided only

n n ning or h n ndalon

. lear Descriptors, Transparent an jecti riteri

Provide clear and transparent descriptors in plain language regarding
a decision making support’s purpose and its inherent limitations.
Ensure that all criteria and outputs are explicitly defined in plain

language, and are objective and reproducible so clients can

understand how results are generated and can replicate them if
needed.

Allow clients to adjust, edit or change their inputs easily so that they
n j he r | r f | ropri

To help clients understand how the criteria affect the output

meth | Il of th information shoul il ibl
and provided alongside the decision making support.
= Descriptors should make clear that th f ision makin
support relies on objective criteria and its outputs do not endorse any
ific in men ision for that indivi | clien
. lementary E ional R r
= Accompany decision making supports with resources that help users
nderstand h hem effectively and interpr h
e Conflicts of Interest

OEO Dedlers must establish policies to address material conflicts of
inter in th inter: f clien r id them

OEO Dealers must also ensure that the results of the tool are not

influenced by the promotion of any proprietary or affiliate products or




favori ifi . lerivati

= This includes avoiding material conflicts of interest, such as
. . il l imil _
proprietary products, which would almost always constitute a
fqil l . i fi i
set out in IDPC Rule clause 3111(2).

l lecisi . [ l E

which there is a material conflict of interest, the OEO Dealer

hould id bl . f ol .
for which no conflicts of interest are present.

e Regular Monitoring and Updates

maintain their relevance and accuracy, and to reflect regulatory
standards, advancements in technology, and financial practices,

current market conditions.®

4. Conclusion

This Guidance is not intended to be exhaustive. Whether or not any content provided to a
client constitutes a prohibited recommendation, or is permissible on the basis that it is
purely factual information that does not endorse a specific investment decision, will
depend on an analysis of all the relevant facts and circumstances of the particular case.
OEO Dealers should evaluate their existing and planned decision-making supports

against this guidance _and the principles set out therein to determine whether they are

consistent with the OEO regulatory framework.

We encourage OEO Dealers to speak to us about their current and proposed decision-
making supports if they have any questions.

5. Applicable Rules

IDPC Rules this Guidance Note relates to:

16 See IDPC Rule section 1404.

17 IDPC Rule section 1404.




T/ CIRO-OCRE

subsection 1201(2),
section_1404,
section 2207,
subsection 2246(2),
section 3110,
section 3111,
section 3112,
section 3208,
e section 3211,
e section 3241,
e section 3303,
e section 3402,
e section 3403,
e section 3404.

6. Previous Guidance Note(s)

This Guidance Note replaces IIROC Rules - IIROC Rules Notice - Guidance Note - GN-
3400-21-003 - Guidance on Order Execution Only Services and Activities (March 12,
2021).

7. Related Documents

This Guidance Note is related to the following Bulletins [indicate implementation bulletin
under which the Guidance Note is published].
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