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Strength in Numbers

The Minister of National Revenue issued a notice of intent to
revoke the charitable registration of ICAN, in accordance with
subsection 168(2) of the Income Tax Act. ICAN filed a motion
with the Federal Court of Appeal seeking an extended period
before revocation, which was subsequently dismissed. In its
decision, the Court stated, in part, that:
I have reached no conclusion as whether the Minister's
allegations are true, except those that are undisputed. However,
if they are true, it is arguable that they provide a prima facie
justification for the Minister's decision to revoke ICAN's
registration. I will mention some of the Minister's allegations to
illustrate this point.
The Minister alleges that in 2006, ICAN issued charitable
donation receipts totaling approximately $464 million. ICAN
does not dispute that allegation. The Minister alleges that is
almost five times the total charitable donation receipts issued
by United Way of Greater Toronto in the same year, although
ICAN had only 16 employees in Ontario, compared to 165 fulltime and 43 part-time employees of United Way of Greater
Toronto. The Minister also alleges that ICAN failed to provide
the auditor with evidence that it has carried on its charitable
activities on the scale on which claims to operate. In addition,
the Minister alleges that ICAN has actively participated in tax
shelter schemes that resulted in ICAN receiving property for
which tax receipts were issued in amounts far in excess of the
value of the property. . . .
The Minister takes the position, properly in my view, that the
public has a legitimate interest in the integrity of the charitable
sector. It is reasonable for the Minister to safeguard that integrity
by carefully scrutinizing tax shelter schemes involving charitable
donations of property and, where there are reasonable grounds
to believe that the property has been overvalued, by taking
appropriate corrective action.
The notice of intent to revoke and other letters relating to the
grounds for revocation are available to the public on request by
calling 1-800-267-2384.
A charity that has had its charitable status revoked can no

longer issue donation receipts for income tax purposes. The
charity is no longer exempt from income tax, unless it qualifies
as a non-profit organization, and it may be subject to a tax equal
to the full value of its remaining assets.
Registered charities in Canada perform valuable work in our
communities, and Canadians support this work in many ways.
The CRA regulates registered charities through the Income
Tax Act and is committed to ensuring that charities operate in
compliance with the law. Where a registered charity is found
not to comply with its legal requirements, the CRA may apply
monetary penalties or may suspend or revoke the charity's
status under the Act.
The CRA is reviewing all tax shelter-related donation
arrangements (for example, schemes that typically promise
donors tax receipts worth more than the actual amount of
the donation), and it plans to audit every participating charity,
promoter, and investor.
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The Canada Revenue Agency (CRA) has revoked the registered charity status of
International Charity Association Network (ICAN) effective August 9, 2008.
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The Canada Revenue Agency warns
Canadians of mail scam
The Canada Revenue Agency (CRA) is warning taxpayers to
beware of a recent scam where some Canadians are receiving
a letter fraudulently identified as coming from the CRA and
asking for personal information. The letter is not from the
CRA. A PDF version of the letter is available on the CRA Web
site at www.cra.gc.ca/alert.
The letter claims that there is “insufficient information” for
the individual’s tax return and that in order to receive any
“claims,” they will have to update their records. The letter
attaches a form specifically requesting the individual’s

personal information in writing, via fax or email, including
information on bank accounts and passports. This letter is not
from the CRA and Canadians should not provide their personal
information to the sender.
All taxpayers should be vigilant when divulging any
confidential information to third parties. The CRA has
well established practices to protect the confidentiality of
taxpayers’ information.
The CRA has notified the proper law enforcement authorities
of this scam.

CANADIAN HUMAN RESOURCE MANAGEMENT NEWSPAPER

Executive Officers:
 Chief Executive Officers
 Chief Talent Officers
 Chief Information Officers

Vice Presidents, Directors,
Managers and Professionals:












Career Development
Employee Benefits
Employee Communications
Employee Relations
Human Capital Management
Human Resources
IT & Technology
Recruitment
Talent Acquisition
Talent Management
Training and Learning

Future HR Professionals:
 HR current students
 HR prospective students

Sep 2008, Volume 2 Issue 9

3

The Use of T-bills as a Benchmark for
Setting Returns for Intragroup Services
what bonds of various durations would
earn.
Investment Decisions and the Concept
of Opportunity Costs
Transfer pricing attempts to assign
intercompany prices for goods, services
and intangibles within a related party
setting based on the “arm’s length
principle”. Generally speaking, intragroup
services performed by one related party
on behalf of another can be classified
in one of three categories: ancillary,
stewardship and value-added.
Stewardship costs incurred by a parent
on behalf of the company as a whole,
are not allocated to related parties, but
are borne by the parent. Administrativetype services such as human resources
and accounting functions are often
considered ancillary (or secondary) and
are typically allocated between related
parties at cost. Services that are provided
to related parties that have economic
benefits and are considered value-added
(as opposed to ancillary) are generally
allocated at cost plus a mark-up.
Value-added Services: Opportunity
Costs and Returns Derived From the
Bond Market
Attempting to find mark-ups for
related party services often requires
identification of comparable companies
that perform the same function, assume
similar risks and pledge the same assets.
Usually, the more complex the services
provided and the more risks that are
assumed in providing these services, the
higher the returns must be to adequately
compensate the provider of such services.
Attempting to determine the appropriate
compensation for intragroup services
is not a simple task. The results of a
comparable search can sometimes result
in returns to such services seemingly
illogical.
What makes the task of finding
comparables that provide reliable returns
a difficult undertaking is that the tested
parties operate in a different market,
perform different services and pledge
different levels of assets relative to the
comparables chosen. In such instances,
the analyst should perform various checks
to determine if the returns attributable to
the service provider are reasonable.
One way to determine if a set of
comparables has given reliable returns
is by looking at the bond market to see

Any investment or business decision
to provide services is predicated on
the concept of opportunity costs. The
decision to provide services to third parties
requires that investors look at the returns
that alternative investment opportunities
requiring the same level of capital invested
and risks assumed would earn.
For the provision of value-added
services that require a service provider to
invest in the form of the costs of providing
services while facing a limited level of risk,
one benchmark that can be looked at is
a Government of Canada bond or high
quality corporate bond. While the use
of a Government of Canada bonds is not
applicable in all circumstances, they can
often be used in a number of cases where
the service provider being considered is
under no contractual obligation to provide
the service over long periods. In such
cases, a service provider earning a low
return could thus disinvest in providing
these services and instead invest in a
Canada Savings bond or high quality
corporate bond.
The usefulness of a Canada savings bond
as a benchmark for determining the markup on intragroup services is dependent
upon a number of variables. For instance,
service providers that produce highly
complex services that do not allow a
company to disinvest from its business
obligations make it less reasonable to look
at the bond market as a source of finding
reliable data on mark-ups. Significant
sunk costs that cannot be invested in
other investment opportunities can force
a company to earn a return below that
dictated by the bond market.
Conclusion
Attempting to find comparables that
adequately compensate a related party
for the provision of intragroup services
is often difficult to achieve. The theory
of opportunity costs investigates what
an agent in the economy forgoes by
taking a specific investment decision.
The opportunity cost of investing in the
provision of services is the lost opportunity
of investing in alternative investment
opportunities such as bond instruments.
One way to measure if the returns
determined by a set of comparables are

reasonable is to compare these returns
to those provided by investing in a
Government of Canada bond or high
quality corporate bond. If the provision
of services and the costs incurred in
producing them can be discontinued
and the proceeds reinvested at anytime,
looking at bond returns may be
reasonable. In such a case, a bond return
should serve as a minimum benchmark as
there is little, if any, risk in holding bonds
relative to the provision of services, as
they require little assumption of risk.
In some cases, companies that provide
services cannot easily disinvest from the
provision of these services into other

investment opportunities such as those
found in the bond market, thus removing
the reasonability of using the bond
market as a source of compensation
for the provision of services. Services
that require the use of capital-intensive
systems, with often sunk costs, may be
such a case. The inability to reinvest
the resources in providing services to
other investment opportunities may
justify a service provider earning lower
returns than those dictated by the bond
market. However, the use of a bond and
the returns they earn should at least
be considered when determining the
reasonability of the returns attributable
from a set of comparables.
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Bank of Canada Announces the Recipients
of its 2008 Law Enforcement Award of
Excellence for Counterfeit Deterrence
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The Bank of Canada is pleased to announce the recipients of
its 2008 Law Enforcement Award of Excellence for Counterfeit
Deterrence. Corporal Tim Laurence, Corporal Susan MacLean,
and now-retired Staff Sergeant Ken MacDonald of the
Integrated Counterfeit Enforcement Team, RCMP Toronto
West, were honoured during the annual conference of
the Canadian Association of Chiefs of Police in Montréal,
Quebec.
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The recipients of the Award of Excellence were selected
for their persistence and commitment to an investigation
code-named Project Ophir, which resulted in the shutting
down of the largest counterfeiting operation in Canadian
history. The investigation focused on a highly organized and
sophisticated group of criminals that was determined to
be the source of over $6 million in counterfeit bank notes.
Following the investigation, eight persons were charged
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There was a budgetary surplus of $1.7 billion in June 2008,
compared to a surplus of $2.8 billion in June 2007. Budgetary
revenues were up $0.5 billion, or 2.4 per cent, from June 2007,
reflecting higher revenues from income taxes and excise
taxes and duties, excluding the goods and services tax (GST).
Program expenses increased by $1.7 billion, or 11.1 per cent,
compared to June 2007, largely reflecting increases in transfer
payments to other levels of government and subsidies and
other transfers. Public debt charges decreased by $0.1 billion
compared to June 2007.
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period of 2007–08. Budgetary revenues decreased by $1.1
billion, or 1.8 per cent, reflecting declines in corporate
income tax and GST revenues. Program expenses were up
$3.8 billion, or 8.4 per cent, due to higher transfer payments
and operating expenses of departments and agencies.
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The Bank of Canada's Law Enforcement Award of Excellence
for Counterfeit Deterrence was established in 2004 to
recognize the work of Canadian law-enforcement personnel
in deterring and preventing the counterfeiting of Canada's
bank notes.

June 2008: budgetary surplus of $1.7 billion
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"Thanks, in large part, to the efforts of law-enforcement
personnel across Canada and, specifically, the individuals we
are honouring, counterfeiting rates have fallen dramatically
in Canada in the last four years," said Pierre Duguay, Deputy
Governor of the Bank of Canada. "The Bank of Canada
congratulates these officers for the very positive contribution
they have made towards maintaining confidence in Canada's
currency."
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and have since entered guilty pleas to various counterfeiting
offences.

Monthly program spending growth will initially be higher
this year but by mid-year will moderate considerably,
consistent with the 3.4-per-cent annual growth projected in
Budget 2008. The large year-over-year percentage increase in
first-quarter program spending in 2008–09 reflects the fact
that program spending in the early months of 2007–08 was
low, but rose in the second half of the year, once Budget 2007
fiscal balance and spending measures came into effect.

Public debt charges were down $0.5 billion on a year-overyear basis, reflecting reductions in market debt.
Quarterly update of 2008–09 surplus projection: fiscal
results to date consistent with Budget 2008 outlook
"The global economy is slowing and Canada is not an
island," said Minister Flaherty.
"We are feeling the impacts of global economic factors
beyond the control of any one individual or government.
While over the course of the year we are projecting positive
economic growth, the outlook for real GDP growth in
Canada, based on private sector forecasts, has been revised
down to 1.1 per cent in 2008, from 1.7 per cent in the budget
projection. That being said, the outlook for nominal Canadian
GDP growth is largely unchanged from Budget 2008. Canada
is in a better position than most countries to weather this
economic storm as our economic fundamentals remain
solid."
On balance, developments over the first three months
of the 2008–09 fiscal year are consistent with the fiscal
projections for 2008–09 set out in the 2008 budget.
Minister Flaherty also noted that three months of fiscal
information is not sufficient to draw any firm conclusions
about the outlook for the year as a whole. A comprehensive
update of the fiscal outlook for this year and beyond will be
provided in the fall Economic and Fiscal Update.

Business Conditions Survey: Traveller
accommodation industries
Hoteliers' expectations for the summer quarter of 2008 are
less optimistic than expectations recorded for the previous
four quarters.
Only 12% of hoteliers expected that the number of room
nights booked between July and September this year would
be higher than in the third quarter of 2007. In contrast, more
than one-half expected the number of bookings to be lower.
About 42% of hoteliers anticipated a decline in the number
of corporate travellers for the third quarter. This was more
than twice the proportion recorded in the same three months
of 2007.
Almost half of hotel operators expected occupancy rates
to drop for the summer months, compared with only 14%

who expected an increase.
While still expecting average room rates to continue
climbing, the proportion of respondents expecting rates to
fall was substantially higher in the third quarter than in any
of the previous four quarters. Just over one-third of hotel
operators (34%) anticipated the average daily room rates to
rise between July and September, a slightly higher proportion
than those who anticipated a decline (31%).
Hotel operators continued to cite a number of business
impediments. Over one-half (53%) cited exchange rates, while
others pointed to excess room supply and labour shortages.
More than one-fifth (23%) reported regional economic
conditions had been a business impediment between April
and June.
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Federal and provincial
governments enter into civil
settlement agreements with two
tobacco companies
Payments
The payments to be made by Imperial Tobacco Canada
Ltd. and Rothmans, Benson & Hedges Inc. as a result of
civil settlements and criminal pleas entered in court on
July 31, 2008 will be distributed to the governments
over the next 15 years, based on percentages to
which all participating governments have agreed. The
payments will be distributed as follows:

Share of
payments

Total estimated
amount (in
Canadian dollars)

Alberta

1.545%

$17.0 million

British Columbia

4.200%

$46.2 million

Manitoba

1.055%

$11.6 million

New Brunswick

2.000%

$22.0 million

Newfoundland and
Labrador

2.050%

$22.6 million

Nova Scotia

2.500%

$27.5 million

Ontario

14.267%

$156.9 million

Prince Edward Island

0.261%

$2.9 million

Québec

19.134%

$210.5 million

Saskatchewan

0.727%

$8.0 million

Government of
Canada

52.261%

$574.9 million

The CRA is responsible for administering the
agreements, including the distribution of the payments
received from the companies to federal and provincial
governments.
Tobacco Compliance Measures
The companies have committed to a compliance
protocol that recognizes a common objective to
implement efficient and effective programs to control
the movement of tobacco products and combat the
contraband market. These programs include:
• Recognition of both governments' and companies'
ongoing efforts to enhance compliance with existing
laws and regulations to control the movement of tobacco
products and combat contraband.
• A ‘Know Your Customer' Program to enhance
accountability for the distribution of tobacco products
throughout the supply chain.
• Further measures such as the establishment of
internal compliance programs, anti-money laundering
procedures, enhanced information sharing, and increased
oversight of tobacco production at companies' foreign
facilities.
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Appointment
to the Canada
Revenue
Board of
Management
The Honourable Gordon O'Connor, Minister of
National Revenue announced the appointment of Mr.
Norman Halldorson to the Canada Revenue Agency
(CRA) Board of Management. Mr. Halldorson was
nominated by the Province of Saskatchewan.
"Mr. Halldorson's wealth of experience as a chartered
accountant, particularly his years as a partner in
the areas of taxation and client service with KPMG
Enterprise, will contribute to the Board's role within
the Canada Revenue Agency," said Minister O'Connor.
"I am confident that Mr. Halldorson's membership will
be beneficial to the contributions of the Board to the
CRA in the years to come."
The Act to establish the CRA specifies the
establishment of a Board of Management. The Board
comprises 15 members, including the Chair, the
Commissioner of the CRA, 11 directors nominated
by the provinces and territories, and two directors
nominated by the federal government. All members
are appointed by the Governor in Council.
The Act requires that each director nominated
by a province or a territory must be selected by the
Governor in Council from a list of nominees submitted
by the minister responsible for revenue administration
in the province or the territory, or by another minister
that the province or the territory designates.
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Government of Canada Takes Further
Steps to Strengthen Housing Market
The Government of Canada announced additional
measures to protect the long-term stability of Canada’s
housing market. These measures will increase the amount
of money available to Canadians for mortgages and make
mortgage insurance more transparent, understandable and
affordable.
These measures, and the limits recently announced
for government guaranteed mortgages, will protect the
Canadian housing market from a US-style housing bubble
and encourage individuals and families to save through
home ownership.
Increased sources of funding: The Government of Canada is
taking steps to benefit consumers by increasing the volume
of funding for mortgages available to Canadian banks and
other mortgage lenders. As Canada Mortgage and Housing
Corporation (CMHC) recently announced, the Canada
Mortgage Bond (CMB) program will be expanded to include
a CMB with a 10-year maturity to interest new investors who
are seeking assets beyond the current five-year term.
The planned CMB program expansion is in addition to
the record $12.5 billion CMB issue in June, which funded an
estimated 64,000 mortgages and brought the total outstanding
amount for the CMB program to roughly $136 billion.

The Government of Canada is also proposing changes
to clarify the tax treatment of existing innovative capital
structures used by Canadian financial institutions to raise
funds. Changes announced will make Canadian regulations
more consistent with rules in other jurisdictions that operate
under the guidance of the Basel Committee on Banking
Supervision. Further details are contained in the attached
backgrounder.
Consumer measures: The Government also intends to
introduce two new consumer measures around mortgage
insurance. The first measure will enhance disclosure to
consumers about the characteristics of mortgage insurance.
While lenders are already required to itemize the cost of
mortgage insurance as part of their disclosure to borrowers,
the new measure will set out additional, mandated disclosures
to help consumers better understand the mortgage insurance
transaction.
The second measure will ensure that Canadian consumers
are charged no more for an insured mortgage than the true
cost of obtaining that mortgage. This new measure will
guard against practices alleged to occur in other jurisdictions
whereby insurance premiums charged to borrowers could be
artificially inflated.

Inflation to hit 6 per cent in 2009: CIBC World Markets
Inflation in the U.S. will hit six per cent within the next six
months forcing the Federal Reserve Board to raise interest
rates by at least 200 basis points, forecasts a new CIBC World
Markets report.
The report notes that the American economy has not seen
an inflation rate this high since 1990 - and that only lasted
four months. "You've got to go back to 1982, in the midst
of the stagflation that followed the second OPEC oil shock,
to see the last time American inflation was clocked at that
kind of pace for any sustained period," says Jeff Rubin, chief
economist at CIBC World Markets.
Mr. Rubin notes that soaring energy prices are once
again driving inflation concerns but that high prices are
emboldening the bargaining positions of many U.S. workers.
"Soaring energy costs are rapidly turning global cost curves
on their head. As shipping costs soar with triple digit oil
prices, the once omnipotent threat of Chinese competition
is growing fainter every day. And the same energy costs that
now protect American workers with soaring freight costs are
at the same time eating away at their pay checks at the gas
pumps."
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The result of these factors is the likely return of cost-of-living
allowances (COLA) in North American wage negotiations,
particularly in highly organized industries like steel, where
soaring freight rates are the equivalent of double digit tariff
protection. He notes that high energy prices give American
manufacturing workers bargaining power that they have
lacked for over a decade while at the same time encouraging
them to ask for larger pay raises to keep pace with the soaring
price of gasoline.
"Back in the 1980s, most collective bargaining agreements
of the day had cost of living allowances built into the wage
scale," says Mr. Rubin. "Those COLA clauses largely became
self-fulfilling prophesies by ensuring that largely oil price
driven inflation would become self-sustaining through a
wage-price spiral."
With changing labour rates building in inflation clauses,
Mr. Rubin expects that interest rates will also have to rise. The
report notes that when inflation rates touched six per cent
in 1990, the Federal Reserve funds rate was running around
seven and a half per cent, over three times what it is At the
same time, a 10-year Treasury Bond was yielding 8.5 per cent
over double what it yields.
"We expect that the Federal Reserve Board will raise
interest rates no less than 200 basis points by the end of next
year," adds Mr. Rubin. "History says we will be very lucky if
they don't have to do more." The report finds that despite
the recent decrease in global oil prices, supply pressures will
continue to drive crude costs up which will translate into
higher consumer prices at the pump, at the grocery store and
at the electricity meter.

Mr. Rubin notes that an exploding thirst for oil and waning
production in the Middle East saw crude exports from the
region drop by over 700,000 barrels a day in 2007. While
producers in the region claim they will be able to boost
exports, the bank's research points to a further decline in
exports of one million barrels per day in the next four years.
"If world oil markets are to see new supply over the next
four and a half years, it won't be coming from OPEC," says Mr.
Rubin. "While exports fell in 2007, daily oil consumption in
the Middle East itself climbed by some 300,000 barrels (per
day). The increase matched the increase recorded by China,
a country with quadruple its population."
The report notes that oil consumption has not only been
driven by huge energy subsidies at the gas pumps that see
motorists paying a tenth or so of the prevailing global rate
but by a rapidly growing demand for electricity that is fuelled
by "even more egregious subsidies for oil and gas-fired
electricity". Subsidies across the region see power consumers
paying anywhere from a half to just a 14th of what a typical
North American household is charged.
Since the region has no coal or nuclear electricity plants,
and has very limited hydro capacity, the region relies on
plants fuelled by fossil fuels. With some of the world's fastest
growing populations, electricity consumption in the region
has increased by more than six per cent annually since 2002
and now consumes some 320,000 barrels of oil per day. With
Saudi Arabia looking to triple its electricity capacity by 2020
and other jurisdictions like Dubai - which has the highest
electricity demand growth in the region at 15 per cent
annually - switching from scarce natural gas to oil, electricity
consumption will continue to climb at two to three times the
rate in the OECD.
A growing population and a growing economy have also
intensified the region's need for fresh water - something
in increasingly short supply. Natural water production in
Saudi Arabia is already down 50 per cent from its mid-1990s
peak. Current water use in the country is seven times the
sustainable level with consumption levels in the United Arab
Emirates and Kuwait running at 15 and 22 times the level of
natural replacement.
This is driving an urgent need for more hugely energyintensive desalinization plants. According to the World Bank,
over the next 10 to 15 years, the Middle East will need an
extra 50-60 billion cubic feet of water annually. Desalinating
that immense volume could ultimately require one million
barrels of oil per day or its energy equivalent in natural gas.
Mr. Rubin says that despite OPEC's recent claim that it has
no responsibility for triple digit oil prices, his research found
that the cartel's practice of highly subsidized oil consumption
will continue to reduce exports from the region. That in turn
will drive both oil prices and inflation higher.
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HSBC Bank
Canada to
Acquire HSBC
Financial
Corporation
HSBC Bank Canada and HSBC Financial
Corporation Limited have jointly
announced that HSBC Bank Canada
intends to acquire HSBC Financial
Corporation Limited from HSBC Finance
Corporation in the United States. The
planned internal transaction is the result
of an ongoing strategic review of the
HSBC Group’s North American operations
and is expected to close by the end of
2008, subject to regulatory and Board
approvals. All of the financial guarantees
between HSBC Finance Corporation
and HSBC Financial Corporation Limited
will remain in place for all debt issued
by HSBC Financial Corporation Limited
prior to the closing.
HSBC Bank Canada had total assets of
C$67.4 billion at 30 June 2008 and net
income of C$297 million for the half-year
then ended. HSBC Financial Corporation
Limited had total assets of C$5.2 billion
at 31 March 2008 and net income of
C$26 million for the first quarter then
ended.
Lindsay Gordon, President and Chief
Executive Officer of HSBC Bank Canada,
said: “The HSBC Group has a global
strategy of ‘Joining up the company’. As
part of this strategy, HSBC Bank Canada
will acquire HSBC Financial Corporation
Limited to ‘Join up’ all members of
the HSBC Group in Canada under one
corporate structure. HSBC Bank Canada
and HSBC Financial Corporation Limited
are both successful companies and
will continue to operate as separate
businesses while sharing best practices
as we build the HSBC brand in Canada.”
HSBC Bank Canada, HSBC Financial
Corporation Limited and HSBC Finance
Corporation are subsidiaries of HSBC
North America Holdings Inc., which is a
subsidiary of HSBC Holdings plc.
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RBC Direct Investing
expands offering with
model portfolios
New feature gives long-term investors insiaght into portfolio strategies
developed by RBC Asset Management— Canada’s leading asset manager
Do-it-yourself investors at RBC Direct
Investing now have access to a new
feature that makes it easier for them to
create a personal investment portfolio
that best suits their risk profile. The new
Model Portfolios feature enables investors
to choose among pre-selected investment
portfolios offering a range of conservative
to aggressive growth solutions. Investors
can browse the model portfolios for
ideas, purchase mutual funds that appeal
to them, or incorporate an entire model
portfolio into their own investment
portfolio.
The risk profiles and asset allocations
carefully follow strategies prepared by the
industry's top ranking wealth management
advisors, RBC Asset Management. Product
solutions are selected by advisors at
RBC Asset Management, the RBC Mutual
Fund Research Team and RBC Dominion
Securities.
"We're always looking for ways to
improve our service and this latest
enhancement recognizes investors who
want the best tools and resources to meet
their long-term financial planning needs,"
said Doug Coulter, president and CEO,
RBC Direct Investing. "We're pleased to be
able to offer this new feature to our clients
as it will make it easier for them to build
and diversify their individual investment
portfolios."
"Asset mix recommendations continue to
add significant value to investor strategies

in building wealth," added Brenda Vince,
president, RBC Asset Management.
"Working with our partners in RBC Direct
Investing, we can now provide clients
with RBC Asset Management's most upto-date thinking through the new Model
Portfolios."
The Model Portfolios feature is accessible
to clients on the Market Insight page
under the Markets tab on the RBC Direct
Investing site. Funds used to build the
model portfolios include funds from RBC
Asset Management and Phillips, Hager &
North which received the Lipper Awards
for "Best Overall Fund Group" and "Best
Bond Family" in Canada respectively for the
second consecutive year in 2008. Investors
can also include funds from other leading
third-party mutual fund companies such
as CI Investments, Fidelity Investments,
Franklin Templeton Investments and
Invesco Trimark Investments. The Model
Portfolios include Series D versions of RBC
Funds, where possible. Series D is a new
RBC mutual fund purchase option with
lower MERs designed for the self-directed
investor and available exclusively to RBC
Direct Investing clients.
RBC Direct Investing will also be offering
Exchange Traded Funds (ETF) Model
Portfolios prepared by the RBC Dominion
Securities Portfolio Advisory Group later
this year.
The risk profiles established by RBC
Asset Management include the following

models: Conservative, for investors
seeking modest income and modest
capital growth with reasonable capital
preservation; Balanced, for investors
focused on balancing long term capital
growth and capital preservation with
a secondary focus on modest income;
Growth, for portfolios offering long term
growth over capital preservation and
regular income; Aggressive, offering
solutions for long term growth over
capital preservation and regular income.
Consumer prices rose 3.4% in July 2008
compared with July 2007, an increase
from the 3.1% rise recorded in the 12
months to June 2008. Higher gasoline
prices continued to exert the strongest
upward pressure on consumer prices.
July saw the highest 12-month increase
since March 2003. A climb in gasoline
prices was the primary source of higher
consumer prices in July. The 12-month
variation in the Consumer Price Index
(CPI) and the gasoline price index have
been increasing at a faster pace over the
past four months.
Consumer prices excluding gasoline
advanced 2.1%, up from the 1.8% 12month rate of growth posted for June.
Lower prices to purchase and lease
passenger vehicles partially offset the
impact of rising gasoline prices and eased
the overall increase in transportation
costs for consumers.
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BMO Spend & Payment
Solutions Renews Partnership
with the Province of Ontario
Integrated services arrangement makes it easier and
more cost-effective for government employees and
card program managers to submit, track and reconcile
expenses
BMO Spend & Payment Solutions, a division of BMO
Financial Group, announced today that it has been
awarded a new contract by the Ontario Government to
provide a fully integrated corporate travel and purchase
card program that will enhance the Province’s ability to
track, analyze and manage purchasing and employee
travel-related expenses.
The Province is now partnered with a single card issuer
that will deliver an integrated solution that enhances
reporting, controllership and cardholder compliance.
“The BMO card program will become an integral part of
the Province’s Single Sign-On Web Portal which enables
employees to submit and reconcile work related expenses
quickly and easily,” said Roman Zydownyk, Assistant
Deputy Minister. Roman leads the Enterprise Financial
Services Division of Ontario Shared Services for the
government of Ontario.
“The Province of Ontario has been a valued strategic
partner and we’re delighted to continue working with
them,” said Terry Wellesley, Managing Director of BMO
Spend & Payment Solutions. “Together we have built a
card program that will realize potential cost savings for
the Province by streamlining their spend management
functions and we’re taking our card program to the next
level by having it fully integrated into their Web Portal for
employees."
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“As a result, BMO is able to improve the efficiency of
routine transactions in a common area already accessed
online that minimizes steps employees must take to
use their cards and reconcile expenses. This degree of

functionality is increasingly in demand by corporate
and government organizations,” Wellesley added.
The fully integrated solution for the Province will
also work seamlessly with BMO’s details Online, the
bank’s proprietary database for reporting, analysis
and management that enables managers of corporate
card programs to review employee spending in real
time, enabling greater expense oversight, streamlined
activities, and better cash flow for their business
transactions.
“BMO has been a great partner. They helped design a
highly efficient card program that meets the Province’s
business requirements,” said Roman Zydownyk.
“They’ve consistently demonstrated that they have the
scale to grow with us and can continue to help improve
our operations year after year.”
BMO Spend & Payment Solutions is a Top 10 North
American provider of advanced commercial and
corporate card solutions that has continued to grow
its commercial card business by partnering with large
and mid-market corporations and public agencies in a
range of industries throughout North America.
In April, BMO Spend & Payment Solutions announced
that it had expanded its Canadian customer base in both
the public and private sectors when it reached cardissuing agreements with four new card partnerships in
British Columbia.
“We find that public sector organizations and
corporations often have needs that intersect,” said Terry
Wellesley. “They want to work with a card partner that
can help them streamline purchasing and accounts
payable functions, and apply spend controls that can
be easily tracked.”

Information for investor
1. First of all, an Investor should remember not only
high profitability of investments to the trade on the Forex
market and on the market of securities, but also never
forget the risks, such investments involve.
2. An Investor should remember, that these investments
will be mostly efficient in the case of long-term placement.
The Forex market and the market of securities are hard-toforecast, and therefore a trader, manager of your capital
sometimes may "lose" (fail at a particular moment of
time), that, as a rule, is compensated then by the profit,
when opening new positions. Therefore a more extensive
period of investments placing will enable a trader to stick
to more prudent (conservative) methods of trade.
3. Don't be in haste with conclusions. It is not a secret

that investments of resources to any financial activities
cause to endure strong emotions. That is why your
decision must be thought through and final.
4. Inadmissible are the cases when investor, watching
trading, estimating differently a market situation (often
under the impact of discrepant information from the sites
of information agencies, advices of spectators ab extra
etc.), tries to interfere in the course of trades, and enforce
on managing trader his own estimate. Such actions
provoke nothing but the nervousness of traders, and
excessive emotional sufferings of investor himself.
5. Try to disengage yourself from what you see, watching
the trade, and grant a right of choice to professionals.
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Statement By
G-7 Finance
Ministers on
Georgia
G-7 Finance Ministers issued the following statement
on Georgia:
"G-7 Finance Ministers welcome the international
mediation efforts to end the hostilities and to bring
about a political solution to the conflict in Georgia.
The loss of life, humanitarian suffering and wider
destruction over recent days is considerable, and
we welcome commitments to assist with the urgent
humanitarian needs.
"We, the G-7, stand ready to support Georgia in order
to promote the continued health of the Georgian
economy, maintain confidence in Georgia's financial
system and support economic reconstruction.
"In this regard we welcome the commitment by
Georgia and the International Monetary Fund to work
together to reinforce the soundness of Georgia's
economic reform program. We also call on the
Georgian authorities, other countries, the World Bank,
European Bank for Reconstruction and Development,
Asian Development Bank, European Investment Bank,
and European Commission to promptly identify and
support reconstruction needs and the restoration
of services that will build a base for future economic
growth.
"Georgia has solid economic fundamentals as a result
of economic reforms and sound policies, and we are
committed to helping Georgia continue on this path."
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FCAC encourages consumers to
understand credit card
fees before travelling
abroad
Agency updates its Credit Cards and You interactive tool
Financial Consumer Agency of Canada (FCAC) released
the latest update to its Credit Cards and You comparison
tool. This tool compares over 200 credit cards, allowing
consumers to easily select the one that best suits their
needs based on annual fees, interest rates, rewards,
benefits and more.
FCAC is encouraging consumers to be aware of all
the fees associated with their credit cards. Consumers
should understand how all fees are calculated, especially
individuals who are planning on making purchases
or taking cash advances with their credit cards while
travelling abroad.
"It is important to understand that extra credit card fees
will occur when you are vacationing in another country,"
says FCAC Commissioner Ursula Menke. "Canadians
need to understand these foreign exchange and cash
advance fees in order to budget for their travel expenses
and determine their best course of action for making
purchases abroad or withdrawing funds."
Most financial institutions charge between 1.8 – 2.5
percent in conversion fees on top of the exchange rate
for each purchase made in a foreign currency. Each credit
card issuer decides its own foreign conversion fees, based
on its own criteria. The foreign conversion fee for any
credit card is indicated in the credit card agreement.
Consumers should be aware that cash advances made
using a credit card are also charged a conversion fee on
top of the usual cash advance fee and that interest rates
begin accruing right away. The cash advance fee is set by

the financial institution and can be either a fixed amount,
from $1 to $5, or a percentage of the withdrawal, usually
1 to 4 percent.
If a credit card is used to make a purchase or to obtain a
cash advance in a foreign country, the foreign currency
will either be converted directly into Canadian dollars,
before it is recorded on the account, or it will first be
converted into U.S. dollars and then into Canadian
dollars before it appears on the account.
Consumers should also know that they are protected
from unauthorized transactions when they use a personal
credit card while travelling abroad. Safety features, like
the Zero Liability or fraud protection guarantee, mean
that cardholders are not held responsible for purchases
made on their personal credit card if it is stolen, and
will still be protected on the road. Zero Liability does
not apply to commercial credit cards, something that
individuals who are out of the country on business
should keep in mind. Consumers should verify with their
credit card issuer for exact details on these policies.
"There is a lot to consider when it comes to using
your credit card while travelling abroad," explains
Commissioner Menke. "To learn more about foreign
conversion and cash advance fees, I invite consumers
to read our booklet called Service Fees on Credit Card
Transactions. I also encourage consumers to use our
interactive tool if they are shopping around for a new
credit card, so that they can pick the one that best suits
their needs."

SEARCH ONLINE
Largest directory of
Post-Secondary Education

www.canadianstudy.ca
- Universities
- Community Colleges
- Career Colleges
- Scholarships/Bursaries
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95,000 gift ideas. One card for all of them.
Take the guessing out of gift giving. The Canadian Tire Gift Card Program is perfect for rewarding employees or saying thank you to valued clients. Our Gift
Cards are accepted at more than 468 stores, 460 service centres, and 265 gas bars across the country. And they can be used on everything from candle holders
to power tools. Gift Cards are available in values of $10, $25, $50, and $100, and we offer volume discounts on multiple card purchases. Best of all, there are
no added fees or shipping charges, and they never expire. So it’s the convenient way to get everyone what they want, with a program that’s easy to manage.

Win* $1,000. Sign up for the Canadian Tire Gift Card Email Program before July 31, 2008, at ctgiftcard.com/email. You’ll get exclusive promotions and
program improvements, plus a chance to win $1,000!

To get started, call 1- 800 - 529 -7092 or visit ctgiftcard.com

*No purchase necessary. Answer to skill testing question required. Odds of winning depend on the number of entries

received. Total retail value of prize is $1,000 in Canadian Tire Gift Cards. For contest details visit ctgiftcard.com/email

ctgiftcard.com

GIFT GIVING STARTS AT CANADIAN TIRE
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Minister of Industry
Stands Up for Consumers
on Text Messaging Fees
As I committed to on July 9, I have now
met with the chief executive officers of Bell
Mobility and TELUS and have expressed, on
behalf of Canadian consumers, my serious
concerns with their plans to potentially
charge for unsolicited, unwanted spam
text messages.
I also stated that in the current deregulated
telecommunications
market,
our
government has no intention of interfering
with the day-to-day business decisions
of private companies or with the choices
available to consumers.
In my meetings with Bell Mobility and
TELUS, I was assured that customers
charged for spam could contact their
service provider to have the charges
removed from their bills.
Given these undertakings by Bell Mobility
and TELUS, I would encourage consumers

dissatisfied with existing plans to seek
alternatives. The telecommunications
market in Canada is dynamic -- choice
is available. And, as many Canadians are
aware, our government is taking steps
to ensure there is greater competition
through the recent Advanced Wireless
Services (AWS) spectrum auction. It was
designed to create a more competitive
market with more choice, better services
and lower prices for consumers. Based on
the level of competitive bidding that took
place, we think we are well on our way to
achieving those goals.
I have also instructed my officials to
monitor market activity and to work with
third-party experts to study trends and
costs in the wireless market. These studies
will be made available to the public on an
ongoing basis to empower consumers to
make informed decisions.

Domestic sales of refined petroleum products
A 3.4% decline in the sales of refined
petroleum products in June, compared
with the same month in 2007, was led
by lower demand for motor gasoline
and diesel fuel oil. This was the second
consecutive month of a year-over-year
decline in sales for motor gasoline and
diesel fuel oil.
Refined petroleum product sales totalled
8,372.4 thousand cubic metres, down
294.4 thousand cubic metres from June
2007. Sales decreased in five of the seven

major product groups. Heavy fuel oil
and aviation turbo fuels were the only
products to post modest increases. (One
cubic metre equals 1,000 litres.)
Motor gasoline sales in June totalled
3.5 million cubic metres, 4.5% or 165.1
thousand cubic metres below the same
month a year earlier. Regular unleaded,
which accounted for 91% of all grades,
slipped 3.3%. Diesel fuel oil sales totalled
2.2 million cubic metres, down 3.6% or 81.6
thousand cubic metres below June 2007
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Canada and the
rising cost of
energy
Higher oil prices have sharply raised the
cost of filling up at the pump for drivers.
However, driving and commuting habits
have been slow to change since 2002,
partly because the squeeze of higher
gasoline bills on household budgets has
been partly offset by lower prices for other
goods such as autos as well as by higher
incomes. Meanwhile, higher prices have
lifted energy to Canada's leading export so
far in 2008.
The combination of higher prices and
increased gasoline consumption has raised
the portion of income consumers allocate
to gasoline to 3.8% in the first quarter of
2008, from 2.9% in 2002.
The increase in spending on gasoline since
2002 was offset by the drop in the share
of income devoted to purchasing autos,
from 6.2% to 5.3%. The drop for autos
entirely reflects lower prices, as Canadians
increased vehicle purchases over the last
six years.
Meanwhile, the overall share of energy
in consumer budgets has been steady at
6.7% over the past three years, reflecting
lower electricity rates. As well, natural gas
prices have risen only 32% by June 2008
compared with 2002, versus a 123% hike

in the cost of oil for home heating. A mild
winter and cool summer in 2008 has also
provided some relief to overall household
energy outlays. Energy consumption as
a share of disposable income had risen
from 5.8% in 2002 to 6.7% in 2005 before
levelling off.
Despite the steady escalation of gasoline
prices since 2002, Canadian drivers have
so far not cut back their consumption.
Overall, the retail sales volume of
gasoline rose 7.2% from 2002 through
2007. Gasoline consumption rose in every
year, with the exception of a 0.4% dip in
2006 when hurricane damage disrupted
supplies and briefly sent prices to record
levels.
The largest annual increase in gasoline
consumption was in 2007, despite the
cumulative impact of years of rising
prices. Retail sales of gasoline rose 3.9%
last year, largely reflecting a 1.9% increase
in kilometres driven by all vehicles as well
as lower fuel efficiency. A dip in monthly
gasoline sales early in 2008 appears partly
to reflect poor driving conditions, due to
several snow storms, and demand in the
first five months of the year remained
0.5% ahead of the same period last year.

12

Sep 2008, Volume 2 Issue 9

| Technology

Emergent Trading
Solutions Integrates
FINCAD Analytics into their
ModelRoute Execution
Management System
EmergentTrading Solutions has integrated
FINCAD Analytics into their ModelRoute
pricing and execution management
system. ModelRoute was designed to
enable the buy-side to formulate their
option trades using FINCAD’s analytics
and then send dynamic limit orders to the
sell-side electronically. The system works
because both the buy-side and sell-side
agree to use the ModelRoute system,
which eliminates inefficiencies. As both
parties use the same model, the order
can be executed without the necessity
for frequent, low value communication
between the two parties because the
options price, even in the face of volatile
markets, is automatically recalculated
as the price of the underlying security
changes. Executions are seamless.
“The electronic tools that have been
available in the equities market are
now being applied to the options world
through the ModelRoute system, “
comments Steve Lynner founder and
CEO of Emergent Trading Solutions.
“Customers can now submit their dynamic
limit orders electronically. ModelRoute
saves time by eliminating the high-

touch, inefficient communication of the
phone or instant messenger. We decided
to use FINCAD Analytics for the pricing
component of our system because they
provide proven, market-tested analytics.”
Amar Budhiraja, Program Manager for the
FINCAD Alliance Partner Program adds,
“ FINCAD is very pleased that Emergent
Trading Solutions has joined the FINCAD
Alliance Program. It was a great fit between
the companies – the FINCAD Analytics
engine coupled with an intelligent order
creation and transmission system. This
partnership is a great example of how
the FINCAD Alliance Partner program
drastically reduces the time it takes
to bring a product to market. FINCAD
provides new and established companies
with industry-standard analytics, so they
don’t have to build complex derivative
pricing engines themselves.”
Emergent Trading Solutions is moving
towards a Beta Release for ModelRoute in
August of 2008 and will support American,
European and Bermudan-style options for
both Listed and OTC options.

|

Sep 2008, Volume 2 Issue 9

TD Waterhouse Discount
Brokerage launches voice
biometric identification
system - First discount
brokerage firm in Canada
to use technology
TD Waterhouse Discount Brokerage, a
division of TD Waterhouse Canada Inc.,
and Canada's largest discount broker,
has launched a new telephone voice
identification system, making it the first
discount brokerage firm in Canada to use
the leading-edge biometric technology.
Biometric technology uses a person's
unique characteristics, for instance,
fingerprint, facial features or retinal
patterns to verify their identity. The TD
Waterhouse Voice Print System allows
clients to create a unique voiceprint,
which is converted into a mathematical
representation of
their voice, then stored on file and
used to verify their identity. Recording
the voiceprint takes only a couple of
minutes.
"In fast moving markets, clients want
speed and security, and TD Waterhouse
Voice Print System offers both," said John

See, President, TD Waterhouse Discount
Brokerage. "Already the industry leader,
TD Waterhouse Discount Brokerage is
committed to continuing to enhance
the client experience."
In addition to offering among the most
competitive rates in the marketplace,
TD Waterhouse Discount Brokerage
provides self-directed investors with
leading-edge research, data, and
support in order to make the most of
their online investing experience. Clients
also have access to wealth planning
tools, specialized trading platforms,
and to education at Investor Centres
across Canada. TD Waterhouse Discount
Brokerage is also is the only discount
brokerage in Canada with dedicated
investment representatives available
24/7, providing service in English,
French, Cantonese and Mandarin.

IMAN & IMAN
A C C O U N T I N G

S E R V I C E S

At IMAN & IMAN we specialize in serving the complete
financial requirements and needs of managing businesses
successfully.
On a monthly or quarter basis IMAN & IMAN will provides our
clients with easy-to-read statements of the important information
they need to manage their businesses.
We have qualified accountants who worked for very successful
High Tech companies. Such General Electric, Rockwell International and Varian Associates.
We will bring new clients to the same high quality management
and financial information that these very successful companies
trust – at a price that they can afford.
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WE OFFER:
1. Monthly bookkeeping service with UNLIMITED FREE
consultation
2. GST?PST service – make full use of all input Tax Credits
3. Payroll service including T4’s
4. Month Profit and Loss Statement
5. Annual Financial Statements
6. Tax planning and Tax advice
7. Corporate & Personal Tax returns – OUR SPECIALTY
8. Inventory systems
9. Eliminate GST, PST, WCB & Source Deduction worries
10. Advice on Government Grants and preparation of loan
applications
11. FREE pick-up and delivery service

F O R A F R E E C O N S U LTA N T I O N AT Y O U R L O C AT O N
CALL (905) 790-0252
w w w. i m a n a n d i m a n . c o m
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Call Center Products
Saves with Shipping
Integration
by Samantha Walker

The company:
Call Center Products, based in Markham, Ontario,
has been supplying telephone headsets across North
America for over 16 years. With the explosion in the
communications industry, they have expanded their
offerings to include solutions and accessories for
telephones, computers, cellular, Bluetooth, wireless,
two-way radios, transcribing, and more.
The problem:
With explosive growth in the communications
industry and the proliferation of internet sales, they
needed to find a more efficient way of processing
orders for shipping as their sales volume increased.
Plans to add to the product line and increased
demand for their solutions compounded the need for
streamlined systems. Additionally, communication
with customers on order and delivery status needed
to be enhanced to maintain a high standard of
customer service without adding staff. The goal
was to achieve efficiencies between the order
entry process and the warehouse while eliminating
unnecessary shipping steps and improve customer
communication and satisfaction.
The following business objectives were identified:
1. Eliminate duplicate data entry to streamline
the order to shipping process.
2. Reduce the need for phone calls between
customers and Call Center Products staff by providing
a self-serve order checking option.
3. Manage the increase in sales volume without
increasing staffing.
The solution:
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Call Center enlisted the help of their ERP
consulting and firm to evaluate the company’s
needs and objectives. They found that Call Center
Products needed to make entries in two software
applications for each transaction; one to place the
order in their system, then another to process the
order for shipping.
As existing users of Sage BusinessVision 50
business management and accounting software,
they decided an existing third party application
named ShipIt! would be a perfect fit for Call
Center Products. ShipIt! a software solution which
eliminates double entry to shipping software and
tracks shipments within BusinessVision.
Installing ShipIt! allowed Call Center Products
to automatically exchange essential shipping
information between BusinessVision and their UPS
shipping software. This reduced the time required
to process shipments and the possibility of errors.
New orders could be processed at timed intervals
of approximately 3 seconds, further streamlining
operations.
Customization to ShipIt! was added to allow
transfer of invoices as well as open orders – this
facilitated the need to collect payment on some
orders prior to shipping.
Additional time saving benefits include:
• Authorization values could be set as the default
for future shipments, eliminating the need for
double entry.

• Several orders could be combined into one
shipment where the Ship-to address was the same.
Freight charges were then appended to the first
order and all orders in the shipment then retained
the same tracking number.
• Shipments with different Bill-to and Ship-to
addresses could be processed even if they were not
set up in the company’s BusinessVision data.
• Commercial invoice fields such as description
of items, quantity, and value were automatically
populated in the shipping software with the
information from submitted orders outlined in the
BusinessVision data.
• Tracking numbers assigned by the system were
now usable to locate orders in the BusinessVision
data.
• All non-invoiced orders were now accessible
from the BusinessVision database, and the freight
charges and tracking numbers were retained from
the shipping software.
Now that all customer information was being
imported from BusinessVision, the QVN option in
UPS Connect was activated. Customers are emailed
with shipping information including a link to the
UPS website from which they can track their order
until delivery. This improves customer service and
reduces the number of customer shipping questions
to Call Center.
The results:
By linking order entry directly to the shipper, the
shipping department is not duplicating customer
data entry, saving time and making the entire
process more efficient.
Sonia Cavaco of Call Center Products now uses
ShipIt! daily as a part of every sales transaction.
According to Sonia, “It’s easy to use, took no time to
learn, and in three easy steps and a press of a button,
it’s done.” Additionally, customers placing orders on
line immediately receive confirmation of when the
product is expected and can track shipping status
on line as a function of the UPS software.
Call Center Products processes an average of 100
transactions per day. With estimated time savings
between shipping and customer inquiries at 5
minutes per transaction, a total of 2100 man hours
is saved annually. In the four years that Call Center
Products has been using ShipIt!, the time savings
easily equates to $100,000.
About RW&A Inc.
Rowie Walker & Associates (RW&A) Inc. was founded in
Toronto in 1972 as a bookkeeping and accounting service
provider to small and medium-sized businesses. They were
the first BusinessVision partner in North America and
have provided service to a variety of industries. Over the
years, their service offering expanded to include software
sales, systems implementation, software development,
training and support. Recognized as a leading Sage partner
organization, RW&A has been acknowledged with three
Sage BusinessVision Visionary awards, two Accounting
Technology Pacesetter Awards, and Sage Software
President’s Circle awards in 2004, 2005, 2006 and 2007.
RW&A sits on the Sage Development Partner Advisory
Council (DPAC) and the Sage Business Partner Advisory
Council (BPAC) and is a member of the IT Alliance. Visit
them at www.rwa-software.com or call (888) 262-6101.

Sep 2008, Volume 2 Issue 9

A-Marketing We Will Go (Again)
Part two of a two-part survey of marketing ideas for
accounting and financial practitioners
What’s your niche? In part one of “A-Marketing we will
go,” I stressed the importance of marketing for accountants
who are either self-employed or working at small firms,
and then provided a number of web resources that
offered general marketing information and ideas. Now
we’re ready to zero in on the specifics of plans, timing and
budgets, beginning with the importance of defining your
niche and adapting your marketing plan to accurately
reflect your business.
Niche Marketing
A niche is a specialized service—specific industries such
as manufacturing or real estate, services such as business
valuation or forensic accounting, or buyer groups that
have distinctive characteristics such as public companies
or family businesses—and a niche marketing campaign
aims to capitalize on those areas of specialization. The goal
of niche marketing is to make you or your firm famous for
your niche.
Niche marketing begins with a marketing audit. A
marketing audit leads to a marketing plan to address
your niche. Marketing specialist Jean Marie Caragher
elaborates on niche marketing in her April 2008 Journal
of Accountancy article, “Expand your horizons: niche
marketing success stories,” located at the Journal of
Accountancy website. (Choose the Journal from the
“Magazines and News-letters” menu, then find the issue
through the archive.) And don’t forget: every article on
the Journal of Accountancy website is accompanied by
links to similar resources that supplement and expand
every topic. Follow the links, and before too long you will
amass a considerable collection of expertise.
Marketing Timeliness
Marketing experts tend to preach that marketing should
be an ongoing effort, not something to be ramped up
periodically. But is tax season an exception to the rule? In
“The marketing cycle of accounting firms,” an article from
a 2005 edition of the CPA Technology Advisor, marketing
consultant Bob Lewis argues that one of the busiest
times for accounting firms, tax season, is one of your best
opportunities to “build your lead pipeline.”
Lewis specifies five marketing targets to focus on during
tax season, but he also warns marketers to properly size
their targets and examine the quality of their prospects and
bids. Lewis specializes in a balanced, rational approach to
marketing that identifies potential pitfalls. It may be three
years old, but “The marketing cycle of accounting firms”
is a street-smart education in proper timing. Type its title
into the search engine at www.cpatechnologyadvisor.
com.

Marketing Budgets
In “Marketing on a Shoestring,” from the “Ask an
Expert” department in the July/August 2007 issue of
CGA Magazine, marketing adviser Mark Wardell writes
that even the smallest firms can “create a professional
and consistent brand appearance” through a four-step
process. “By focusing on your strengths,” Wardell writes,
“the benefits of branding are well within your grasp as
a smaller accounting firm.” You can find “Marketing on a
Shoestring” through the CGA Magazine archives at www.
cga-canada.org.
Marketing Blogs
There is no better way to stay current in your marketing
knowledge than by reading the blogs of marketing experts
and stakeholders. Don’t hesitate to call us at InfoSolutions
for a list of blogs that would be suitable to your needs, but
one I recommend is “Marketing Today and Tomorrow,” by
Sally Glick of the “bloggers crew” at www.accountingweb.
com/blogs. Sally launched her blog last March, but already
it shows great promise.
Marketing Paralysis
Still not convinced of the value of marketing? You
must be suffering from a condition described by Jean
Marie Caragher in “Does your firm suffer from marketing
paralysis?” Her prescription? “Develop one marketing
goal, implement it, and go from there.” To read Caragher’s
full article, including the symptoms, treatment and cure
for marketing paralysis, go to www.webcpa.com and type
the title into the search engine. Once you’ve filled your
InfoSolutions bag with all the goodies that I’ve provided
you throughout our two-part survey, then a-marketing
you will go!
Greg Barber is a business information specialist with
InfoSolutions, a research service of the Joseph L. Rotman
School of Management, and a member benefit to CGAs
and students in the CGA program.
Do you require research into tax-related issues this tax
season? Why not contact the business-savvy librarians
at InfoSolutions for assistance at 416-978-1912 or
infosolutions@rotman.utoronto.ca. CGAs and students
get one free hour of research!
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Strength in Numbers
By Flavian Pinto, CGA

Professional accountants who work in the
NFP environment need opportunities such
as Public Sector Day
Working in the not-for-profit (NFP) sector as
a professional accountant can at times be an
overwhelming and lonely experience.
Many NFP organizations receive funding
from different providers, and each provider
requires that the NFP submit budgets and
regular reports. While this is part of the
accountability process, the practice of
completing the documentation is often
repetitive, and the deadlines to complete
budgets and reports often overlap. For many
accountants working in the NFP sector,
this can be an overwhelming experience; if
accountants don’t have colleagues or contacts
at similar organizations to compare experience
and expertise, it can be a lonely experience as
well.
It is common practice within the NFP sector
to form associations that bring organizations
and personnel together to share best
practices, to learn from each other and to
stay current and consistent in the delivery of
services. Associations also advocate on behalf
of members for funding, legislation and policy.
It is not, however, common for accounting and
financial professionals to participate in sectorwide networking, meetings or conferences.
Part of the reason is that many NFPs are small
and have limited administrative resources. In
a practice similar to that of finance directors
who assume responsibility for all finance roles
within their organizations, executive directors
often take responsibility for all external roles,
especially in small organizations with limited
resources.
Facilitating or organizing the periodic
meeting of finance directors can provide great
value to their respective organizations as
well as to their sector. For example, in terms
of best practices, accounting and financial
professionals as a group can develop policies,
tools and templates for budgeting, financial
management and reporting, that can serve as
guides for their respective organizations and
sector.
In terms of resources, the greatest
resource that professionals can have is one
another. Contact lists, online forums and
teleconferences all provide the opportunities
for questions to be answered and issues
addressed.
Professionals can provide leadership on any

financial issues that may arise within their
sector, and as a group can arrange workshops
or seminars that contribute to the professional
development of their colleagues. Groups can
even collaborate on a sector-wide basis to
increase purchasing power. And these are just
a few of the benefits. I am sure that readers
can think of many more.
Which brings me to the topic of such
events as CGA Ontario’s Public Sector Day, an
important forum for accounting and financial
professionals in the NFP sector to network and
learn from both experts and one another. I
have had the pleasure of attending a number
of Public Sector Days throughout my career,
and I can tell you that I typically return to work
with a renewed purpose, invigorated by the
pleasure of meeting colleagues, renewing old
acquaintances and forming new friendships,
and learning new tricks of the trade from
experts in their respective fields.
The moment one sits down to hear the
keynote address of a public sector figure
such as Jim McCarter, the auditor general of
Ontario, who delivered this year’s Public Sector
Day address in Toronto, or James Lahey, the
deputy secretary to the federal cabinet for
public service renewal, who delivered this
year’s Public Sector Day address in Ottawa,
you feel that you’re in the presence of likeminded individuals who understand the
daily dilemmas that you face and are there
to provide solutions. In a sense, you feel “at
home.”
I would encourage CGAs who hold positions
in the NFP sector to be proactive and
network as a group if such a network does
not exist in their lives. With the technology
that is available today, costs can be kept
to a minimum through the use of e-mail,
instant messaging, online forums and
teleconferencing. Schedule face-to-face
meetings if you can for once or twice a year.
The benefits will far outweigh the costs. You
and your sector will be better off for it.
Flavian Pinto, CGA, is chief financial and
chief information officer of Community
Living Toronto, and the treasurer of the
Communications and Public Relations
Foundation of the Canadian Public Relations
Society. Flavian has more than 20 years of
public sector experience in the health care
management field.
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Taking Flight: Competitive
Advantage in the 21st Century
Revenue management expert Don Downey, CGA, on
leveraging technology to realize profitability

By Don Downey, CGA
On Friday, May 20, 1927, at approximately
8 a.m. EST, a young American pilot by the
name of Charles Lindbergh set out do to
something never done before: fly a plane
nonstop across the Atlantic Ocean. His
33½-hour treacherous flight up the east
coast and across the Atlantic captivated the
world, ending triumphantly at Le Bourget
airfield in France, to the fanfare of more
than a hundred thousand spectators.
The same trip today takes just seven
hours and ends without fanfare. One
simply cannot appreciate that more
advancement has occurred in the last 100
years than in all of humankind, because all
around us, the world is changing due to
the leveraging of technological progress
in the Information Age. The challenge for
CGAs—whether working in professional
practice or employed in accounting and
finance positions—is to ensure that such
progress is leveraged before the destiny of
their organizations is forever sealed.
In the last two decades of my career
in accounting and law I have witnessed
tremendous technological change that at
the time I did not appreciate. In the early
days of professional practice, for example,
ledgers were maintained on green ledger
paper. For the progressive firm there were
data processing centres. These centres
were few and far apart, yet they provided
value regardless of cost. They empowered
the firms of the day to produce accounts
in seven days instead of 30. Management
reports took only weeks instead of months.
Partners were now empowered to make
business decisions with fresher information.
Those firms that leveraged the potential of
data processing centres gained competitive
advantage in the marketplace.
Fast forward just ten years. Progressive
firms of the day were installing mainframe
computers. Information was no longer two
weeks stale. It could be compiled in a day or
even a few hours. The rapid assimilation of
technology empowered firms to cut back
office costs and make better decisions.
Those firms that were slow off the mark
found themselves again at a disadvantage.
Fast forward to today. CGAs have the
latest tools at our disposal. We have a
competitive advantage in the marketplace
due to our training with computer-based
and online learning environments. We are
better at the practice of our profession
due to new technologies. We have tools
to manage our time, tools to bill, tools to
realize profits. There are even tools to tell us
how best to spend our time. Yet the benefit
of technology does not come cheap. It
often comes with the anxiety of change,
as old habits are cast away for new, more
efficient processes.
One such habit that is shackled to the
early origins of professional services is the
management of the financial relationship

between a firm and its clients. Many
professionals—here I’m thinking of architects,
designers and lawyers but the habit can easily
apply to CGAs offering advisory services such
as estate or succession planning, business or
professional development—think of their
services as more art than science, and the
conversation of payment taboo. This “old
school” mentality can cost a firm significant
revenue when it extends credit terms to
a slow-paying client. The firm becomes
the client’s banker. The client controls the
financial relationship.
With all of today’s technology at our
disposal, why does this still happen? Because
the firm is unable to free itself from the
management of the client portfolio. A firm’s
competitive advantage must be gained
through technology. Bill Gates, in Business
at the Speed of Thought, captured the
essence of what organizations have to do
today and will have to do into the future for
their survival: organizations must leverage
technology to create their own competitive
advantage.
Many professional services firms have seen
profitability rise because technology has
driven down costs. (The legal profession, for
example, has seen costs driven to the bare
minimum with online searches of case law
and tools to manage every aspect of a legal
practice.) Now, firms must swallow the last
bitter pill of change, and move technology
into the management of their most valuable
asset: the client portfolio.
With today’s technology, work-in-progress
management can be in complete alignment
with the client relationship. With timely
billing, the probability of uncollectable
accounts virtually vanishes. Through the use
of strategic technology to manage assets,
firms can reap immediate cost savings,
and in the long run, create a competitive
advantage in a rapidly changing world. Yet
each day that we fail to take a step forward
ultimately puts us two steps behind.
We often forget that the conveniences of
today were the impossibilities of yesterday.
The next time you are at an airport, stop and
remember how quickly the world changed
after Lindbergh’s flight. Then ask yourself
what the next five years will bring. Will your
organization be positioned not only to
compete, but also to succeed in our rapidly
changing world?
Don Downey, CGA, is a revenue
management expert with experience
in collection and cash management
environments in multiple vertical markets.
In addition to his CGA designation, Don
holds a doctorate in strategic information
system technology and a master’s degree
in business administration specializing in
financial management systems.
To read more about the changing world
of revenue management and professional
services firms, visit Don Downey’s blog at
dondowney.blogspot.com.
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Annual Study from Robert Half International and
CareerBuilder.com reveals tale of two job markets
Survey Shows Both Employees and Employers Face Challenges in Tough Economy
Key Findings:
• More than half of employers said it is
challenging to find skilled professionals;
Generation Y workers are the most difficult
to recruit.
• Closely mirroring responses from
employers, more than half of workers said
it is challenging to find a job.
• Nearly two-thirds of workers are
more likely to try to negotiate a better
compensation package than last year.
• A lack of qualified workers and the
higher cost of gas/commuting were among
the top factors impacting companies’ ability
to recruit skilled labor.

• Many employers are likely to offer
reduced work schedules, “bridge” jobs and
consulting arrangements as an alternative to
retirement.
• The time to fill open positions ranges
from four to 14 weeks, with senior-level roles
demanding the most time.
• Six-in-10 employers estimate at least a
quarter of applicants who contact them are
not qualified.
While many workers are having a tough
time finding suitable employment in today’s
uncertain economy, companies also face
challenges finding highly skilled people.
According to the fourth annual Employment
Dynamics and GrowthExpectations (EDGE)

CANADIAN BUSINESS COLLEGE
The Professional School

Report by Robert Half International and
CareerBuilder.com, employees rated the
level of challenge in finding a job at 3.56
on a one-to-five sliding scale; similarly,
employers rated the level of challenge in
finding qualified candidates at 3.47.
“A dual hiring environment seems to be
taking shape,” said Max Messmer, chairman
and CEO of Robert Half International. “Job
seekers in some fields are competing
aggressively for open positions, giving
employers the edge in those segments
of the hiring market. At the same time,
however, companies continue to face a
shortage of highly skilled professionals in
fields such as technology and accounting.
These in-demand workers may not be

willing to leave secure positions unless firms
extend very attractive job offers.”
The Employment Dynamics and Growth
Expectations (EDGE) Report is an annual
survey on employment and compensation
trends by Robert Half International and
CareerBuilder.com. The survey includes
responses from more than 500 hiring
managers and 500 workers, and was
conducted from May 7 to June 1, 2008 by
International Communications Research in
Media, Pa. It was designed to compare the
perspectives of hiring managers and workers
on the state of the current employment
market.
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available
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Annual Study from Robert Half International and
CareerBuilder.com reveals tale of two job markets
Survey Shows Both Employees and Employers Face Challenges in Tough Economy
The Challenge of Recruiting Qualified Staff
The shortage of qualified workers has
grown more acute, with 59 percent of
hiring managers citing it as their primary
recruiting challenge, up from 52 percent
in 2007. Six out of 10 employers estimate
that at least a quarter of the applicants who
contact them are not qualified. Thirty-one
percent report more than half of applicants
are not qualified.
Complicating the task of finding qualified
talent are spiraling energy costs, hiring
managers said. Twenty-nine percent said
the rise in fuel prices and commuting
expenses has negatively impacted their
ability to attract skilled candidates who
may want to limit their travel distance to
and from the office.
As employers manage through these
challenges, recruiting has become time
consuming, taking anywhere from four
to 14 weeks to fill open positions. More
than half of hiring managers (56 percent)
said Generation Y employees (those born
between 1979 and 1999) are the most
difficult to recruit, perhaps because of
high expectations around pay, career
advancement, flexible schedules and
overall work environment.
The Compensation Question
When they find qualified professionals,
firms appear anxious to win them over.
Nearly two-thirds (65 percent) of hiring
managers said they are willing to negotiate
compensation for top candidates; 19
percent are very willing.
Despite not feeling overly confident in
job prospects, professionals are increasingly
inclined to negotiate better compensation
levels as fuel, food, healthcare and other
expenses grow. Sixty-three percent said

they are more likely to try to negotiate a
better compensation package with a new
employer compared to 12 months ago. This
contrasts with 58 percent in 2007.
“Businesses are operating on leaner
resources and are competing to secure the
intellectual capital that will drive productivity
and new revenue streams. Companies are
also replacing lower-performing employees
to strengthen their talent bench to prepare
for a time when the economy shifts into
higher gear,” said Matt Ferguson, CEO of
CareerBuilder.com. “Recruiting highly skilled
professionals may require a greater financial
commitment or special perks that provide a
more attractive work environment, however.
Nearly three-quarters of employees surveyed
said the availability of flexible schedules may
cause them to choose one job over another.”
Holding on to Top Performers
While employee retention may be less
of a concern in a tougher economy, many
employers have nonetheless taken measures
in the last 12 months to prevent good
workers from leaving their organizations,
including:
• Allowing flexible work schedules – 63
percent
• Providing funding for additional training/
certification – 62 percent
• Increasing salaries – 56 percent
• Instituting telecommuting options – 29
percent
Companies also expressed an interest in
retaining employees nearing retirement age
to manage through the exodus of the baby
boomers from the workforce. Forty-seven
percent are likely to offer reduced work
schedules as an alternative to retirement.
Thirty-nine percent are likely to offer “bridge”
jobs, while 37 percent are likely to offer
consulting arrangements.
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Positions available in:
Oshawa, Pickering, Whitby, Ajax, North York, Woodbridge, Vaughn,
Markham, Thornhill, Richmond Hill, Aurora, Newmarket, Scarborough,
Brampton & across the GTA.

We are looking for people with:

r Previous direct sales experience (a definite asset)
r An outgoing and enthusiastic personality that thrives on
customer interaction
r A mature, reliable & results oriented attitude
We offer:

r Opportunity to earn a signing bonus and employee
benefits after 3 months
r Flexible schedules with full & part-time positions
(great opportunity for students)
r Excellent compensation, bonuses & incentive programs

Please apply on-line at http://www.actv8.net/ctfs/apply OR for more
information on the position call 1-877-714-9090 ext 1 and speak with
our Canadian Tire HR Recruiter.

serving the greater toronto area
phone: 905-790-8302
toll free: 1-877-790-8308
email: info@job pa per.ca

www.jobpaper.ca

Looking to hire talented personnel?
Read JobPaper Newspaper

Employment Listing Categories:

www.jobpaper.ca
your best way to hire your best Employee
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Re t a i l
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S k i l l e d Tr a d e s
Te a c h i n g
Te c h n o l o g y

Learn to apply innovation and productivity

BUSINESS WORLD

A Focused monthly publication to keep you
informed in the following areas:
 Managements Skills & Strategies
 Accounting & Finance
 Human Resources
 Legal Matters
 Marketing & Sales
 Supply Chain
 Information Technology
BusinessWorld Canada newspaper will be
published to keep business decision-makers
and corporate employees informed about the
current informational and technological tools
available to achieve efficiency within the
workplace. The publication will covers all
business aspects within the workplace including
operations management, sales & marketing, human
resources, accounting & finance, legal
matters, information technology and supply chain.

Visit online and order your complementary evaluation copy today! www.businessworldcanada.ca

