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>

editor’smessage

Business is always about the 
future. It’s about how much a 
company or firm is going to grow. 
How it plans to hire more staff or 
expand into new markets or open 
new branches. But one thing a 
lot of firms don’t like to address 
is a succession plan. In her article 
on succession planning, Gundi 
Jeffrey identifies some of the risks 
faced by firms and other organi-
zations if they don’t have a plan 
in place, and she interviews CGAs 
who have devised solid strate-
gies for the day that they retire or 
leave the company. 

In TaxMatters, veteran tax 
lawyer Ed Kroft runs through Bill 
C-38, which includes new rules 

governing accountants who do 
casual tax preparation and the 
penalties that may soon apply 
if the tax preparer doesn’t e-file. 
Elsewhere, Alan Salmon writes 
that while all eyes are focused 
on the big changes in technol-
ogy, there’s a larger but more 
subtle change taking place in the 
operating systems used by these 
big tech items. Be sure to read 
Alan’s column to make sure that 
you are ready for these changes 
and are selecting the system 

that’s right for your company or 
organization. 

Some of you may remember 
a letter to the editor of Outlook 
a year ago, about standing a 
quarter-inch taller. That was the 
view of CGA-BC’s first Executive 
Director, Gerry McKinnon, CGA 
(Hon.), who we caught up with 
in Parksville, at the spry age of 92. 
Although he retired more than 
30 years ago, he’s still every bit a 
fan and promoter of CGAs. 

Then we take a turn into the 
fast lane with our Parting Shot 
feature of Alexandra Korneshuk, 
a CGA student who has her 
foot firmly on the accelerator as 
Controller of Ferrari Maserati of 

Vancouver. We’re also profiling 
two appointments to the Pro-
vincial Audit Council, which will 
oversee the new Auditor General 
for Local Government. You’ll rec-
ognize CGA-Canada CEO Tony 
Ariganello, FCGA, who is the new 
chair, and Lisa Payne, CGA, who 
sits on the Council. 

Whichever way you look at it, 
CGAs are in the driver’s seat in a 
lot of key organizations across 
B.C. and making important deci-
sions for the future. 

edward Downing is Cga-BC’s Director of Communications
edowning@cga-bc.org
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Kudos for article

I was away this winter and am 
only now catching up on my 
reading, including my winter is-
sue of Outlook. I have just finished 
reading ‘Money Talks’ by Patrick 
Schryburt. I want to commend 
the writer and contributors on a 
very good article. It was very in-
formative and thought-provoking 
and just what I needed to read as 
I look at my investment portfolio 
for 2012. Please pass along my 
thanks. Cheers!

Maria pattison, Cga
penticton, B.C.

fifty years of thanks

Many thanks for the beautiful 
watch you sent me in recognition 
of 50 years as a member of the 
Association. Looking ahead 50 
years is like an eternity. Looking 
back is almost like yesterday. 
Obtaining the CGA designation 
was the best accomplishment 
that I made in my life. I will wear 
the watch with pride.
 
Ken frost, Cga
abbotsford, B.C.

letters

Suite 1100 
1177 West Hastings Street 
Vancouver, BC, V6E 4T5 
Telephone: 604.687.4544 
Facsimile: 604.687.4577 
www.bmmvaluations.com

Blair Mackay Mynett 
Valuations Inc. 

is the leading independent business 

valuation and litigation support practice 

in British Columbia. Our practice focus 

is on business valuations, mergers  

and acquisitions, economic loss claims, 

forensic accounting and other litigation 

accounting matters. We can be part  

of your team, providing you with the 

experience your clients require.

Left to Right: 
Vern Blai r, Cheryl Shearer, Robert D. Mackay,  

Kiu Ghanavizchian, Chad Rutquist,  
Gary M. W. Mynett, Chris Halsey-Brandt,  

Andy Shaw, Jeff P. Matthews, Farida Sukhia
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nadian economy
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lent times

2012 
Forecast

have an opinion? email your “letter” to edowning@cga-bc.org



CALL FOR NOMINATIONS

BOARD OF GOVERNORS
ARE YOU, OR ANOTHER MEMBER YOU KNOW, INTERESTED AND QUALIFIED TO SERVE ON THE 
ASSOCIATION’S BOARD OF GOVERNORS? Leading in times of change, challenge and strategic opportu-
nity requires analytical insight, experience, inquiry and vision.  The Board is seeking engaged thought leaders 
and strategists who can bring those attributes to the task of governing the Association into the future.   

WHAT’S IN IT FOR YOU:
• A role in advancing the designation and serving 

the membership

• First-hand exposure to the issues and challenges 
facing CGA-BC both provincially and nationally

• Dialogue and idea exchange with a diverse group 
of CGA leaders and administrators 

WHAT YOU BRING AS A CANDIDATE:
• Proven leadership

• Strategic acumen

• Integrity, accountability and a passion for excellence

• Pride in membership and a commitment to protecting the 
public interest

ENGAGE, INQUIRE, 
                            LISTEN, LEAD 

Bring your Leadership Experience to the CGA-BC Board of Governors

NOMINATION FORMS:
Nomination forms are available to members 
in the following ways:

1. On the website at www.cga-bc.org. 
Click on the Nomination Package icon on 
the home page.

N
Nomination Form

2. CGA-BC will email a link to the nomination 
form to all members whose e-mail addresses 
are registered with the Association.

NOMINATION 
DEADLINE:
In accordance with the 
Bylaws, nomination 
forms must be submitted 
to the Secretary no later 
than:

There are � ve vacancies on the CGA-BC Board of Governors for 2013. Two are in the Lower Mainland Region 
(District 1).  One is in the Southern Vancouver Island Region (District 2), one in the Upper Vancouver Island Region 
(District 3), and one in the Northern Central Region (District 6). All vacancies are for terms of three years each.

A candidate MUST reside in the electoral district for which he or she is nominated.

We see more than numbers.

4:30 p.m. on Wednesday, 
August 1, 2012.

Call for nominations2 2012.indd   1 14/06/12   1:17 PM
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The 2012 federal bud-
get contained many 
anti-avoidance rules 
and other significant 

provisions. The legislation 
implementing these propos-
als will be introduced in two 
stages. Some of the rules 
were released in late April 
and now sit before Parliament 
in Bill C-38. Other rules requir-
ing further consultation will 
likely be released during the 
summer or the fall.    

 Buried within Bill C-38 
is a rule that could affect 
many accountants who do 

tax preparation for friends, 
relatives and others and who 
earn a fee, however modest 
and in whatever form, for 
doing so.

A summary of the legisla-
tion, given first reading on 
April 26, 2012, states the 
following:

“Part 1 of this enactment 
implements certain income 
tax measures and related 
measures proposed in the 
March 29, 2012 budget. Most 
notably, it:

(a) expands the list of eli-
gible expenses under the 
Medical Expense Tax Credit 
to include blood coagula-
tion monitors and their 
disposable peripherals;
(b) introduces a temporary 
measure to allow certain 
family members to open 
a Registered Disability 
Savings Plan for an adult 
individual who might not 
be able to enter into a 
contract;
(c) extends, for one year, 

the temporary Mineral 
Exploration Tax Credit for 
flow-through share inves-
tors;
(d) allows corporations to 
make split and late eligible 
dividend designations;
(e) makes the salary of the 
Governor General taxable 
and adjusts that salary;
(f ) allows a designated 
partner of a partnership to 
provide a waiver on behalf 
of all partners to extend 
the time limit for issuing a 
determination in respect of 
the partnership;

(g) amends the penalty 
applicable to promoters 
of charitable donation tax 
shelters who file false regis-
tration information or who 
fail to register a tax shelter 
prior to selling interests in 
the tax shelter;
(h) introduces a new 
penalty applicable to tax 
shelter promoters who fail 
to respond to a demand to 
file an information return 
or who file an informa-
tion return that contains 
false or misleading sales 
information;
(i) limits the period for 
which a tax shelter identi-
fication number is valid to 
one calendar year;
(j) modifies the rules for 
registering certain foreign 
charitable organizations as 
qualified donees;
(k) amends the rules for 
determining the extent 
to which a charity has 
engaged in political activi-
ties; and
(l) provides the Minister 

of National Revenue with 
the authority to suspend 
the privileges, with respect 
to issuing tax receipts, of 
a registered charity or a 
registered Canadian ama-
teur athletic association if 
the charity or association 
fails to report information 
that is required to be filed 
annually in an information 
return or devotes resources 
to political activities in 
excess of the limits set out 
in the Income Tax Act.

Part 1 also implements 
other selected income tax 
measures and related mea-
sures. Most notably, it

(a) amends the Income 
Tax Act consequential on 
the implementation of 
the Marketing Freedom for 
Grain Farmers Act, includ-
ing the extension of the 
tax deferral allowed to 
farmers in a designated 
area who produce listed 
grains and receive deferred 
cash purchase tickets to 
all Canadian farmers who 
produce listed grains and 
receive deferred cash 
purchase tickets;
(b) provides authority 
for the Canada Revenue 
Agency to issue via online 
notice or regular mail de-
mands to file a return; and
(c) introduces a require-
ment for commercial tax 
preparers to file income tax 
returns electronically.”

It is this last point that 
catches the eye. Rather than 
providing the text of the 
legislation, I will show you the 
explanatory notes released 
in connection with the 
legislation, which state the 
following:

 
“ElECTroNIC FIlING
Section 150.1 of the Act pro-
vides for the use of electronic 

taxmatters
ed Kroft, QC, llB, llM, Cga (hon.)

ed Kroft, QC, llB, llM, 
Cga (hon.), is a partner 
with Blake, Cassels & 
graydon llp. he is a 
member of the firm’s tax 
group and leader of its 
tax Controversy & litiga-
tion group.

Casual tax preparers beware: 
Mandatory e-filing is here

Bill C-38 includes new rules that could affect accountants who 
do casual tax preparation for a fee

If you are a “tax-

preparer” and 

you do not use 

e-filing then you 

can be subject to 

penalties.
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media for filing tax returns. 
Section 150.1 is amended to 
require tax preparers to file, 
using electronic media, re-
turns that they have prepared. 
These amendments apply in 
respect of returns of income 
for the 2012 and subsequent 
taxation years that are filed 
after 2012.

DEFINITIoN “TAx prE-
pArEr”
New subsection 150.1(2.2) 
of the Act defines a “tax pre-
parer” for the purposes of this 
electronic filing requirement 
and the associated penalty 
for non-compliance under 
new subsection 162(7.3). A 
person or partnership is a tax 
preparer for a calendar year if, 

in the year, they accept con-
sideration to prepare more 
than 10 returns of income of 
corporations or more than 10 
returns of income for individu-
als (other than trusts). An em-
ployee who prepares returns 
of income in the course of 
performing their employment 
duties is not a tax preparer.

ElECTroNIC FIlING – TAx 
prEpArEr
New subsection 150.1(2.3) of 
the Act sets out a requirement 
for tax preparers that they file, 
using electronic media, any 
return of income that they 
prepare for consideration. This 
requirement is subject to the 
exception that a tax preparer 
may file in a calendar year by 

other means up to 10 corpo-
rate returns and 10 individual 
returns. The requirement is 
also subject to the following 
exceptions set out in new 
subsection 150.1(2.4):
•	 The Canada Revenue 

Agency may deny a tax 
preparer the authority 
to file electronically for 
the year because the tax 
preparer does not meet the 
criteria for filing referred to 
in subsection 150.1(2). This 
exception would apply if a 
tax preparer’s application 
for the authority to file elec-
tronically has been denied 
or if the authority has been 
revoked for the year. 

•	 Returns of income of 
corporations prescribed 
under paragraphs 205.1(2)
(a) to (c) of the Income Tax 
Regulations will not be 
required to be filed elec-
tronically by a tax preparer. 
These corporations are not 
currently subject to the 
mandatory electronic filing 
requirement for corpora-
tions under subsection 
150.1(2.1). 

•	 The Canada Revenue Agen-
cy may specify that it does 
not accept certain types of 
returns in electronic format.”

So what do you need 
to know? If you are a “tax 
preparer” and you do not use 
e-filing then you can be sub-
ject to penalties. These new 
rules apply for 2012 returns 
of income so they may be 
applicable now for trust and 
estate returns or corporate 
returns. Individual returns 
for 2012 won’t get filed until 
2013 so the rule will be in full 
swing then. The key to the 
new rules is the definition of 
“tax preparer.” So read it care-
fully and consider whether it 
is convenient or sensible to 
accept that 11th return for 
a fee.

The key to the 

new rules is the 

definition of

“tax preparer.”
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W hile 2012 prom-
ises to be a big 
year from a 
computer hard-

ware perspective with the 
release of new Ultrabooks, 
tablets and phones, the 
real news for 2012 will be in 
software. The basic build-
ing blocks of software, the 
operating systems, have 
been quietly evolving over 
the past few years. They are 
now converging into what 
are called platforms, and the 
results of these changes will 
positively affect our working 

style and ability this year and 
beyond. Some operating 
system changes were moti-
vated by advances in remote 
connectivity, portability and 
the cloud, and some were 
motivated by a desire to sim-

plify the way we work. Ap-
plications have been swept 
along this sea change…or 
perhaps it should be called 
a riptide.

ThE BIG ShIFTS
The facts are simple: 
1. hardware is changing, 
2. the operating systems 

that support hardware are 
changing into platforms, 

3. applications are changing 
to support mobility, web 
access and ease of use, 
and 

4. the backbone and infra-

structure that supports 
all of our computing 
is changing, including 
virtualization, backup, 
private and public clouds, 
Software as a Service 
(SaaS) and hosting.

Let’s consider some 
background issues. First, we 
believe that brand name 
computers will generally 
have a lower cost of owner-
ship over the life of owning 
the product than white box 
clones. Although these clones 
may be cheaper to purchase 
initially, operational and com-
patibility issues can quickly 
eat up any potential savings. 

Second, there is notable 
progress in the size and 
speed of end-user computer 
hardware and phablets (i.e. 
phones/tablets), leading to 
the bring your own device 
(BYOD) revolution. 

Third, we believe that the 
system software that runs 
these devices is converging 
and your choice of platform 
determines many of your op-
tions. Microsoft Windows has 
been the standard system for 
most accountants and ac-
counting firms over the last 
two decades. But we now 
see three main platforms 
evolving: Windows 8/Micro-
soft, iOS/Apple and Android/
Google. 

Fourth, access to software 
through hosting or SaaS 
is leading some firms to a 
simpler configuration of 
in-house computers, an 
approach referred to as the 
public cloud. The support 
approach used for in-
house systems, often called 
managed services, allows 
a trusted and knowledge-
able technician to maintain 
your system and update 
your accounting and tax ap-
plications or your operating 
system from anywhere. 

These background is-
sues underscore the fact 
that computer hardware 
platforms matter less today 
than they did five years ago. 
You should pick an end-user 
computer hardware strategy 
that fits your needs. 

techview
alan salmon and Randy Johnston

Technology for accountants – 
Where is it going?

radical changes ahead require the right strategy

The big news in 

technology is the 

seismic shift in 

operating system 

convergence to a 

single platform.

> Tablet sales have taken off, with many professionals willing to sacrifice speed and performance for 
the convenience of portability.
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Let’s look at the end-user 
computing hardware avail-
able today:

Desktop:
Speed: Fastest
Size: Largest
Portability: None
Cost: $300-$1,100

Notebook:
Speed: Can be close to 
desktop speed
Size: Heaviest and larg-
est portable
Portability: Heaviest
Cost: $600-$3,500

Ultrabook:
Speed: Light, yet close to 
notebook
Size: Close to tablet
Portability: Close to 
tablet
Cost: $700-$1,100

Netbook:
Speed: Slow
Size: Heavier than 
Ultrabook
Portability: Between 
notebook and 
Ultrabook
Cost: $300-$600

Tablet:
Speed: Slowest
Size: Smallest
Portability: Lightest
Cost: $200-$1,000

These computing tools 
can all be used to run in the 
cloud. The netbook and tab-
let/smartphone do the worst 
job of running applications 
at high speed, but they are 
very portable. The backbone 
is getting stronger and the 
applications are getting 
better to make these devices 
more usable. However, they 
are still best for consuming 
content, reading results, 
answering a few emails or 

taking notes – and not very 
good for heads-down data 
entry.

BuT ThE BIG NEWS?
The big news in technology 
is the seismic shift in operat-
ing system convergence 
to a single platform. It is 
pretty clear that technology 
platforms and operating 
systems are converging – 
just look at Windows 8, iOS/
Mountain Lion or Android 
Ice Cream Sandwich on 
tablets and computers. These 
three platforms are designed 
so that the same operating 
system, or one that looks and 
operates in a similar fashion, 
runs on your phone, tablet 
and computer. When you 
buy into a platform from a 
vendor, the vendor largely 
controls the way applications 
integrate and work together. 
As you can guess, this is a 
fight between Microsoft, 
Apple and Google. Some 
of the fight is controlled 
by intellectual property, 
patents and lawsuits, some 
is controlled by innovation 
and ease of use and some 
is controlled by application 
availability. A future that 
allows applications to seam-
lessly run between a phone, 
tablet and computer could 
be very attractive as long as 
the application behaves ap-
propriately on each device. 
Even more attractive would 
be a future that allowed 
applications to run on any 
platform and seamlessly 
work together.

Platform limits choice 
while enabling ease of use. 
If we choose a particular 
vendor, we get the most 
benefits and the most 
restrictions by adhering to 
the vendor’s rules. Think 
of iCloud and iTunes as 
enabling you to shop easily, 
yet restricting your choice to 

what is in the Apple Store. 
Microsoft and Google are 
trying to mimic this model. 
Is a single supplier in your 
firm’s best interest? Some say 
yes, while others say best of 
breed supports their strategy 
most effectively.

Some of our greatest 
frustrations come from hard-
ware failures, inconsistent 
results or confusing design. 
Platform will minimize the 
differences between hard-
ware run within the family. 
Each device will work in a 
similar fashion. Most of us 
couldn’t care less what the 
hardware or software is or 
whose brand is on it as long 
as it runs reliably 100 per 
cent of the time and helps 
us get our job done. Platform 
will help us build our ideal 
future. Consider your plat-
form choice carefully.

lookING AhEAD To ThE 
WorlD oF TABlETS/
SMArTphoNES
Any technology plan needs 
to include mobile devices. 
A first step is defining the 
purpose of a mobile device. 
When cell phones first 
arrived, many resisted the 
idea of carrying a phone 
all the time, and cost, size, 
background noise and sound 
quality were all issues. Today, 
we consider the cell phone 
a vital and convenient per-
sonal and business tool.

Carrying only one mobile 
device is a preferred option, 
but the limitations of screen 
size, speed and convenient 
keyboard entry make it 
hard to achieve this goal. 
Products like the Motorola 
Atrix are trying to overcome 
these issues by providing a 
docking station that is both a 
larger screen and a keyboard, 
while having dual processors 
in the phone itself. Others 
support larger screen sizes. 

Steve Jobs, for example, said 
a seven-inch screen would 
be “too small to express the 
software” and that 10 inches 
was the minimum for a 
tablet screen. Maybe it is age 
and failing eyesight, but the 
small screen of a smart-
phone can be too restrictive 
to be productive. Yes, you 
can zoom the image in and 
out, but this takes time and 
is not ideal. However, access 
to information may still be 
better than no access at all.

ChoICES, opTIoNS AND 
opINIoNS
There are two mainstream 
efforts for mobile devices: 
Apple with its iPhone, iPad 
and iOS, and the open 
source market supported by 
the Google Android operat-
ing system (often simply 
called Droid, and supported 
by hardware players like Mo-
torola, Samsung and HTC). 
Other mobile strategies have 
been advanced by Microsoft 
(with Windows Mobile), 
BlackBerry (with its recent 
release of BlackBerry OS 10), 
and Hewlett Packard (with 
the webOS-based devices 
using Palm technology HP 

alan salmon is a leading 
authority on accounting 
technology. he is the Ceo 
of K2 enterprises Canada, a 
North american consulting 
firm providing technology 
training to accountants. in 
addition to his work with 
consultants, accountants 
and software companies in 
both Canada and the u.s., 
he is the chairperson of 
the accounting technology 
seminar series. he can be 
reached by email at 
alan@k2e.ca or by visiting 
www.k2e.ca.  



acquired in 2010). Each of the 
five strategies could be suc-
cessful in its own right if the 
others did not exist. 

You can use any of these 
mobile strategies for email, 
web access, document access 
and note taking, as well as 
efficiently solving business 
problems. Running a few apps 
and integrating to well-known 
systems like Microsoft Ex-
change or Gmail for email can 
be done, sometimes elegantly, 
on all platforms. If you choose 
the Apple platform, you will 
have more flexibility because 
of the number of available 
apps, yet you will have more 
lock-in because of iTunes, the 
App Store and Apple’s current 
restriction of the product.

Apps are what really drive 
these devices, and most apps 
have to be written specifi-
cally for the chosen hardware 
and operating platform. This 
means that Windows applica-
tions do not run on most of 
the options above without the 
addition of more technology. 
Vendors have responded to 
the demand for remote Win-
dows applications on the iPad 
by updating the popular Citrix 
and VMware environments 

with the Citrix Receiver for 
iPad and VMware TeamViewer. 
These software products con-
nect the iPad back to servers 
running Windows applica-
tions, and permit all Windows 
applications to run on the 
iPad. Alternatively, an app to 
access a PC or Mac desktop 
called LogMeIn Ignition allows 
a tablet computer to run Win-
dows applications hosted on a 
single computer at home or in 
the office. All of these options 
work today, albeit slowly, and 
possibly unacceptably for your 
purposes. However, slow Win-
dows application access may 
be better than no Windows 
application access at all.

ThErE IS AN App For 
ThAT!
Apps enable key business 
functions like note taking, 
email or web browsing and 
they can be downloaded to 
your device through the app 
marketplace for your plat-
form. For example, the Apple 
App Store currently has over 
600,000 apps for the iPhone 
or iPad. Google Play has just 
over 500,000, Windows Phone 
MarketPlace has 80,000 and 
the BlackBerry App World just 
over 100,000. If an app is good, 
it will eventually be available 
on all five platforms.

Apps are available for most 
business functions today. 
Some are crude and some are 
elegant. All represent a new 
way of doing business and 
most are single point solutions 
to a particular problem. Top 
favourite apps include Drop-
box, PDF Expert, Air Display, 
Pogoplug, Dragon, Docs to Go, 
Penultimate, OpenTable, Gate-
Guru and Flipboard, the read-
ing product that consolidates 
feeds into a single personal 
digital reader. Apps for maga-
zines and news include The 
Economist, WSJ, USA Today, 
The Daily, NPR, Time Mobile, FT 

Mobile (Financial Times) and 
ABC News, with its innova-
tive interface and approach. 
Most apps cost $10 or less and 
some of the very best are free.

Document review and 
access while out of the office 
is a key function required by 
most professionals. No one 
app does everything needed 
to make all documents 
available with easy editing. 
However, with a combination 
of free and paid apps, you can 
enable convenient document 
sharing, review and markup. 
Specifically choose Dropbox, 
Box, SugarSync or Pogoplug, 
PDF Expert, Docs to Go and 
Penultimate to handle almost 
any document access situation 
you can imagine.

Our advice? Choose a plat-
form that satisfies both your 
business and personal needs.  
If you like simplicity, you will 
enjoy the iPhone and new iPad, 
which have brilliant displays 
and more processing power 
than predecessor models. If 
you like the ability to custom-
ize a device for the way you 
work, then the Android family 
devices from Samsung, HTC, 
Motorola and others might 
be the solution for you, with 
the leading Android tablets 
including the Samsung Galaxy 
Tab and the Motorola Xoom. 
Android-based hardware is 
frequently 25 per cent less 
expensive than comparable 
Apple products. During 2012, 
we expect the Android cell 
phone market share to exceed 
iPhone market share, although 
iPad tablets will dominate that 
market for the foreseeable 
future.

Selecting the right technol-
ogy, the right smartphone 
and the right tablet is the 
key to enhanced business 
productivity, both today and 
moving forward. Those deci-
sions should be part of your 
technology plan.
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randy Johnston is a share-
holder in K2 enterprises 
and has been a top-rated 
speaker in the technology 
industry for over 30 years. 
he was inducted into the 
accounting hall of fame in 
2011. he was selected as 
a top 25 thought leader 
in accounting in 2011 and 
2012 and has been select-
ed eight times by Account-
ing Today as one of the 
top 100 Most influential 
people in accounting. he 
can be reached by email at 
randy@k2e.com.   
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phil, a manager at a 
tech firm, prides him-
self on his commit-
ment to his career. 

He counts rigorous self-disci-
pline as one of his strengths 
and expects the same of 
his subordinates, privately 
frowning on such “nonsense” 
in the workplace as birthday 
cakes and office parties. Phil 
goes on vacation once a year, 
only because it’s mandatory. 
He always selects glamor-
ous destinations because he 
works so hard and figures 
he deserves a rich reward. 

Phil travels with his camera, 
meticulously recording each 
brilliant sunset, gorgeous 
vista and tourist attraction so 
that he’ll have an accurate log 
of all his experiences.

When his vacation ends 
and he returns to work, Phil 
reviews all his photos and is 
surprised that he can scarcely 
recall any sensation of all 
that “fun” he was supposedly 
having. He wonders why this 
is, and what he is missing. 
After some consideration, Phil 
realizes that he’s been so busy 
attaining goals and meeting 
requirements, both in work 
and on vacation, that he has 
forgotten how to have fun. 
He wonders if he really knows 
what fun is.

Fun is an attitude, a state of 
being; it’s playfulness, enjoy-
ment or amusement. Fun 
can inspire you, motivate you 
and empower you to change 
your attitude, reactions and 
perception of yourself. Fun 
and a sense of humour will 
propel you toward your goal 

more quickly and give you 
inspiration, motivation and 
a sense of well-being along 
the way. If you’re having fun, 
you’re increasing your levels 
of “feel good” neurotransmit-
ters in your brain such as 
dopamine and serotonin. 
When this happens, you 
empower yourself to feel 
better in general; you’ll find 
it’s much easier to be creative, 
energetic and empathetic 
when you feel good.

Remember, fun is not 
something you look for 
outside yourself. It’s some-

thing you own, embrace and 
develop within as you live 
life in the present moment. 
It’s easy to think that fun and 
happiness are things that you 
might wish would happen 
to you — things that come 
from a source outside you, 
such as a vacation or a new 
car — but that is a mistaken 
belief. You make the fun 
happen. It is totally up to 
you whether you enjoy life. 
Here are some tips to help 
you raise your fun quotient:

DEvElop Your 
ABIlITY To “BE IN ThE 
MoMENT” 
Allow your inner self to 
awaken and recognize the 
sheer beauty of being alive. 
Use gratitude to build your 
enthusiasm for life, and 
stay in that attitude as you 
approach any task, obstacle 
or occasion. Give yourself 
permission to wholeheartedly 
enjoy each moment without 
judging. Be playful – keep 
your knees loose, so to speak. 

Take a sip from the fountain 
of youth: having not yet been 
programmed to make a dis-
tinction between work and 
play, children are constantly 
exploring, discovering and 
enjoying the wonder of life. 
You can do the same, no 
matter what your chronologi-
cal age may be. It’s all in your 
perception. 

BrEAk ouT oF Your 
rouTINE AND juMp-
STArT Your SENSE oF 
FuN
Shake things up. Try learning 
a new language, sport or 
game. Take an improv class 
to increase your spontane-
ity. Go to a movie you’d 
normally avoid seeing. Try 
a totally different route to 
or from work. At work, take 
mini-breaks in the routine: 
at intervals throughout your 
day, jump up from your desk, 
stretch and move around, 
even at the risk of feeling 
a little bit goofy. Visit an 
amusement park and ride the 
rollercoaster, Ferris wheel or 
carousel. At home, rearrange 
your furniture or try cook-
ing a new and exotic recipe. 
Take a dance class. You’ll find 
your fun quotient multiplies 
exponentially.

BuIlD Your FuN 
NETWork
Find people you can have 
fun with, people you can be 
yourself with, people who 
can let go and try new activi-
ties, methods and techniques. 
When you find people who 
appreciate amusement, 
enjoyment and laughter, stay 
connected with them and 
look for more people to add 
to your “fun network.” Solitude 
and isolation are sure ways to 
suppress and stifle your sense 
of fun, so make sure you 
broaden your scope of ex-
perience socially, and in real 

periscope
Marti Macgibbon

tips on how to enhance all your relationships with  
a new attitude

remember to have fun!
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time, not in a digital sense. 
Yes, social media can be 
fun, interesting and helpful, 
but there’s no substitute for 
real, live socializing. And the 
people in your network will 
support and energize your 
practice of having fun.

CElEBrATE lAuGhTEr 
When was the last time you 
laughed so hard you cried? 
When was the last time you 
laughed so hard your sides 
hurt? Kick-start your laughter 
engine – visit a comedy club, 
watch a funny movie or TV 
show or read a humorous 
book. Be silly with someone 
you trust. Let your hair down, 
so to speak, and see how 
much healthier, more likeable 
and spontaneous you feel. 
Get into the fun of laughing 
at yourself, and always take 
the opportunity to laugh with 
others.

Take a lesson from Phil’s 
story. It’s easy to be so 
overcommitted to reaching 
your goals or meeting your 
expectations that you forget 
to have fun. Choose to laugh, 
feel good and amuse yourself 
and others — these are con-
scious actions and skills that 
can be developed until they 
become second nature.

Having fun, laughing and 
feeling good will improve 
health and performance, 
accelerate learning and 
memory, increase confi-
dence and empower you to 
accomplish even more than 
you dreamed possible. Those 
who live each moment with a 
sense of fun and humour find 
it easier to tolerate, accept 
and amuse others. Enhance 
all your relationships with 
your new attitude. Remem-
ber to celebrate the present 
moment, enjoying each and 
every aspect of living, and fun 
will introduce you to yourself 
again and again.

Marti Macgibbon, CaDC 
ii, aCrps, is a certified 
mental health profession-
al, humorist, inspirational 
motivational speaker, 
veteran stand-up comic, 
author and member of 
the National speakers 
association. her memoir, 
Never Give in to Fear, is 
available on amazon.ca 
and through her website,
nevergiveintofear.com. 
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ethics in focus
By Michael McDonald, phD, Cga (hon.)

THE DILEMMA:  
Sam Sangiovese has a problem. Last year, he had 
a disagreement with his senior colleague Suzanne 
Muscadet. Suzanne tried to pressure Sam into using 
an inappropriate method for reporting corporate net 
income in order to prepare for their company’s initial 
public offering (IPO). Sam strongly resisted the pres-
sure and finally told Suzanne he would have to report 
her to CGA-BC if she continued to insist on overstating 
corporate income and profits for the IPO. Suzanne 
ultimately backed down and agreed with Sam about 
the appropriate valuation method. Sam was quite 
relieved when Suzanne did this. 

However, a year later the matter was raised in a 
different form. Sam had a request from the head of 
human relations at Sylvaner Enterprises for a refer-
ence regarding Suzanne’s job application for the posi-
tion of CFO. While Sam thinks that in many respects 
Suzanne has the right qualifications for the position, 
he has serious doubts about Suzanne’s integrity. He 
believes that Suzanne only agreed with him about 
the IPO valuation because of the threat to make a 
complaint to CGA-BC. However, the fact remains that 
she did back down, which leads Sam to believe that 
matter is now closed. 

What, if anything, should Sam say about Suzanne’s 
qualifications for the CFO position?

GIvING A REFERENCE  
In the world of business, as well as in the 
world I inhabit – the academic world – 
references are very important pieces of 
information for hiring. I have been on 
many hiring and promotion committees 
where a single paragraph in a letter of 
reference can make or break it for the 
candidate. Yet those relying on written or 
verbal references need to be appropriately 
sceptical about references. Not all referees 
are well informed, communicative or even 
fair. So if the decision is an important one, 
it is essential to gather information from 
a variety of sources, including interviews 
with the candidates. 

That said, a single reference often 
carries a lot of weight. It can do this some-
times as much by what is not said as well 
as what is said. Praising a job candidate 
for his dapper appearance can damn with 
faint praise (unless the job is in the fashion 
industry). Still, withholding information 
about the candidate that is crucial for the 
job in question and that is otherwise un-
available to the company doing the hiring 
may have the undesirable consequence 

of leaving the hiring organization without 
vital information. 

Ethically this is problematic in terms 
of the golden rule – treat others as you 
would wish to be treated. That is, if I am 
receiving a reference, I would like to have 
truthful and candid information. I empha-
size the word “candid” here because the 
recipient of a job reference wants not just 
part of the truth but the whole truth from 
the referee.

   
A CRUCIAL CAvEAT
However, an important qualification 
needs to be added to what has been said 
so far about the desirability of offering a 
complete and candid reference. Are the 
misgivings Sam has about Suzanne’s quali-
fications something that he is ethically 
entitled to pass on to Sylvaner Enterprises? 
My reading of the situation is that it would 
be ethically inappropriate for Sam to cite 
the history of his interaction with Suzanne 
over the preparation of the IPO. 

One reason why Sam should not discuss 
this incident in any detail is that it would 
reveal confidential corporate information. 

See page 16 for further 

commentary on last issue’s dilemma
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A second reason is professional. Following 
CEPROC, Sam stated his concerns about 
Suzanne’s position on the IPO and gave 
her the opportunity to respond before he 
would have reported the matter to CGA-BC. 
Since Suzanne did respond positively, albeit 
perhaps reluctantly, the matter of profes-
sional behaviour is now closed.

BALANCING COMPETING 
CONSIDERATIONS
Having thought about both the ethics of 
reference giving and the ethics of profes-
sional confidentiality, Sam has to make 
a decision about what to say to Sylvaner 
Enterprises about Suzanne’s professional 

qualifications. I think that there is some lati-
tude in this situation as long as Sam stays 
within the ethical boundaries of truthful-
ness and confidentiality. 

If I were in Sam’s shoes, I would say 
that Suzanne has considerable technical 
expertise, but decline to offer an opinion on 
her leadership qualifications and charac-
ter. If pressed on the latter point, I would 
say that I was not in a position to offer an 
opinion for professional reasons and leave 
it to Sylvaner to speculate about whether 
those reasons are confidentiality, ethics or 
collegiality. 

Some readers may think the best course 
of action is to refuse to offer a reference or 
to narrowly demarcate the areas in which 
they could offer an opinion on Suzanne’s 
suitability for the position. Another possibil-
ity would be for Sam to suggest that a refer-
ence be sought from Suzanne’s superior 
rather than from Sam, who is subordinate 
to Suzanne. I think these all are ethically 
defensible positions in that they are truthful, 
respect confidentiality and allow those 
seeking the references to draw their own 
conclusions about Suzanne’s qualifications.

NExT ISSUE’S DILEMMA:  
Mark Chagall is a recently graduated CGA who 
has been acting as the junior on an audit of 
Picasso Industries with Hank van Gogh as lead 
auditor. Mark and Hank have been friends for 
years and are employed by Turner and Matisse, 
CGAs. The audit has progressed very slowly and 
work is now three weeks behind schedule. One 
of the partners, Bill Turner, has asked Mark to 
explain the delays. 

Mark is worried about what to say to Bill. The 
problem, as Mark sees it, is that due to excessive 
drinking, Hank has been very unfocused during 
the audit. In fact, Mark covered for Hank at two 
client meetings when Hank was too hungover 
to participate. Mark is worried that reporting 
this to Bill might jeopardize Hank’s position 
and his own friendship with Hank. What should 
Mark do? Further, if Mark does report this to 
Bill, how should Bill respond?

Please email us your thoughts on this ethical 
dilemma. We accept anonymous submissions 
provided we can verify that you are a CGA or 
student. Send your feedback to 
edowning@cga-bc.org.

Michael McDonald is professor emeri-
tus of applied ethics at the w. Maurice 
Young Centre for applied ethics at the 
university of British Columbia. in 2006, 
McDonald received an honorary Cga 
for his extensive work in accounting 
ethics education. McDonald welcomes 
suggestions for new cases and solu-
tions for this column. 
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ethics in focus update

PROFESSOR MCDONALD’S COMMENT
In the last issue, the dilemma centred on a 
conversation between a CGA, Ann Sampson, 
and her sister Kate. As you may recall, Kate was 
unhappy with a valuation done by her accoun-
tant Sam Lo, CGA. Kate thinks Sam seriously 
underestimated the costs of securing financing 
on some properties. Kate described the situation 
to her sister. Ann, in response, outlined how she 
would have done the valuations. She also told 
Kate that if she was unhappy with Sam’s advice 
she should discuss the matter with Sam. And 
if she was not satisfied with the results of the 
discussion, Ann said that Kate could contact 
CGA-BC. 

Kate took neither step recommended by Ann 
and instead “bad-mouthed” Sam in the local 
community, citing her conversation with Ann 
about what a competent accountant would 
have done. Sam was understandably upset by 
Kate’s comments and told Ann that she should 
have voiced her concerns directly to him rather 
than through her sister. 

The heart of the dilemma revolves around 
whether Ann breached Rule R105 by publicly 
criticizing Sam’s professional conduct without 
first discussing the matter with Sam. Sam obvi-
ously thinks that Ann did violate Rule R105, but 
is he right?

I don’t think that a simple yes or no answer 
can be given to this question. We have to look at 
the context of Ann’s conversation with Kate and 
examine Ann’s responsibility for what Kate did 
as a result of that conversation. We can do this 
by looking for details that would provide either 
a clear “Yes, Ann breached Rule R105” or a clear 
“No, Ann did not breach Rule R105.”

A Clear Yes
Here, let’s imagine that after Kate relates her 
story about Sam’s valuation, Ann says that Sam 
is clearly at fault for not following standard valu-

ation procedures. Maybe Ann even says, “Kate, 
you have every right to complain. Sam was 
just plain negligent!” Even if Ann doesn’t quite 
use these words, but implies that Sam was in 
breach of professional standards, she still bears 
responsibility for unprofessionally criticizing a 
colleague.

If this is how we read the situation, then the 
comments in the last issue of the Ethics in Focus 
article were clearly warranted. Ann should have 
brought her concerns directly to Sam and asked 
him for a response. If Ann was dissatisfied with 
Sam’s answer, she would then be obliged to take 
the matter to CGA-BC. 

A Clear No
There is an alternative plausible reading of the 
case. In her conversation with Kate, we can imag-
ine that Ann was very careful not to blame Sam. 
She could have said to Kate, “Look Kate, I am not 
your accountant, and as your sister I don’t want 
to take on that role. I haven’t reviewed any of the 
materials from this engagement. If you are not 
happy with what Sam did, I suggest you talk to 
him. If you are still upset, then it is up to you to 
contact CGA-BC.”

If this was the general nature of Ann’s 
discussion with Kate, it would be quite unfair 
to blame Ann for breaching Rule R105. Ann 
acted responsibly by suggesting Kate first talk 
to Sam and then, if still dissatisfied, contact 
the provincial association. We cannot reason-
ably expect Ann to be her sister’s keeper and 
be accountable for Kate’s misreporting of their 
conversation. 

What Then?
Let me pursue the “clear no” scenario further 
because it does have important ethical implica-
tions. An obviously irritated Sam contacts Ann 
about her alleged breach of Rule R105. What 
should Ann do? 

I would advise Ann to explain what exactly 
she told Kate – making it clear that (a) she was 
not criticizing Sam’s conduct because (b) she 
was not in possession of adequate information 
and (c) she was not acting as Kate’s accountant. 
Ann should go on to say that “This is a matter 
between you, Sam, and my sister Kate. It is not a 
matter between you and me. But I will certainly 
tell my sister to stop saying that I endorse her 
claims of professional negligence.”

Lessons to Learn
I would draw some lessons from this case. One 
is that situations can be read in different ways. 
We sometimes need more details before we can 
decide whether someone acted ethically or not. 
When I originally constructed the case, I was 
thinking more in terms of a “clear no” situation 
than the opposite. But the case could also be 
read otherwise, so more detail is needed to as-
sess the situation.  

A further lesson is about informal communi-
cations with a family member, friend or acquain-
tance. Like other professionals, you will, as an 
accountant, hear criticisms of professional col-
leagues, often in very informal settings such as 
parties or backyard conversations. It is important 
that you avoid making casual criticisms of col-
leagues. If you see something that does deserve 
criticism, then you need to become involved as 
a professional and follow the professional rules 
of conduct, including Rule R105.

However, I don’t think the right lesson here 
is that you should avoid all discussions of 
professional practice except with clients and 
colleagues. Speaking as Ann did about standard 
accounting procedures is part of educating the 
public. So too is suggesting that complainants 
talk to their accountant again to see if matters 
can be resolved. You could also recommend 
engaging another CGA to review the situation 
or, finally, contacting CGA-BC.

In the spring issue of Outlook, the ‘Ethics in Focus’ dilemma presented a situation that could be interpreted in multiple ways, depending on 
your perspective. The commentary on the dilemma omitted Professor McDonald’s interpretation and so he is providing further comment 
below. – Ed.
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So much has been written about 
succession planning for account-
ing firms – advice on how to do 

it and warnings about the risks of not 
doing it – and it still doesn’t stick to 
the bones. Many sole practitioners, 
small firms and medium-sized firms 
have done absolutely nothing about 
getting ready for the time they no 
longer have the time, need, energy or 
inclination to continue running their 
businesses.  

But there are exceptions – three 
CGA firms in B.C. seem to have come 
up with succession plans that also 
serve as their recipes for success.

“It’s not that my accountant col-
leagues don’t think about succession 
issues,” says Gordon Clissold, FCGA, 
Controller of Burnaby-based Autopro 
Automation Consultants and a former 

Chair of CGA-BC. “They think about 
them a lot but they don’t always take 
action to deal with them because they 
are healthy and enjoying a strong 
business. In their mind, it’s tomorrow’s 
problem and they are focused on the 
challenges of running a business today.”

But the consequences of not having 
a plan can be crippling. According to 
Robert Fligel of succession planning 
specialists RF Resources in New York, 
“when the senior manager or manag-
ing partner of an accounting firm 
becomes disabled or dies, the firm is 
likely to suffer considerable turmoil, 
loss of clients and even the risk of go-
ing out of business entirely.” In short, 
the future looks dim – and still they 
don’t plan.

There’s a three-partner firm in 
Toronto where the youngest partner is 

Solving 
the Succession 
Problem 
By Gundi Jeffrey

Cover

>

(From left to right): Renan Cabrera; Julio Young, CGA; and Jim Fernandez, CGA.

There are different recipes for success, 
but the key is to start planning. Now.
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72. The partners recently called 
on Steve McIntyre-Smith, an 
Ontario-based consultant to ac-
counting firms, to tell him that 
“maybe it’s time for succession 
planning.” They have left it too 
late,” he says. “They have no one 
in the firm who can take over 
from them. They could perhaps 
consider selling their practice, 
but most of their clients are as 
old as they are. So their practice 
is getting smaller every year as 
clients retire, die or sell off their 
own businesses. That kind of 
practice is not very attractive to 
buyers. They’ll probably close 
their doors in three or four 
years.”

McIntyre-Smith also cites 
the example of an eight-partner 
firm where the managing part-
ner is 82, in good health and a 
hard worker, “but he completely 
dominates his other partners, 
who aren’t even equity partners, 
they are salaried. He’s the big 
cheese and he loves it. One day 
they will find him slumped 
over his desk – and he’ll be 
retired. But what a mess he will 
leave behind.”

Todd MacDonald, CEO of 
MacDonald Practice Develop-
ment in Toronto, describes the 
succession planning at a larger 
regional Ontario firm: “When 
a partner decides to retire, 
he asks all the partners who 

are interested to gather in the 
boardroom and then he auc-
tions off his client book to the 
highest bidder.”

Practitioners in the U.S. 
aren’t any wiser. A recent survey 
compiled by the Connecticut 
Society of Certified Public Ac-
countants came up with a star-
tling result: 98 per cent of sole 
proprietors, and 59 per cent of 
multi-owners, have no written 
succession plan in place. 

Industry analyst Allan Koltin 
is head of the Koltin Consult-
ing Group in Chicago, which 
advises accountants on a wide 
range of issues. He cites an 
American Institute of Certified 
Public Accountants study that 
found only 35 per cent of all 
U.S. firms had a documented 
succession plan in place, even 
though more than 60 per cent 
of the firms had owners be-
tween the ages of 55 and 62. “I 
believe the reasons most firms 
don’t do succession planning 
is that they either believe they 
will deal with it when they have 
to or they see their retirement 
as so far in the future that they 
don’t feel it is important to plan 
for it today. Clearly, neither an-
swer is an acceptable approach 
to planning for the future.”

It’s not that there aren’t 
enough options out there – 
there’s pretty much one to suit 

every type of firm. In brief, 
most of today’s succession ar-
rangements revolve around:

1. Identifying and grooming 
one or more internal succes-
sors.

2. Acquiring a practice or 
merging downstream to 
bring in new partners to 
facilitate a future buyout.

3. Merging upstream, again to 
ensure a future buyout while 
enjoying the security of hav-
ing other partners to share 
the workload and provide 
a wider range of services to 
clients.

4. Entering into a practice 
continuation agreement with 
one or more like-minded 
firms.

5. Selling the firm and/or its 
client list.

Acquiring practices or merg-
ing downstream is popular in 
B.C. “It brings in new blood,” 
says Jim Fernandez, CGA, 
of Fernandez Young LLP, a 
Vancouver-based five-partner 
firm. “If you don’t have that in 
the firm to attract the second 
generation of clients – or the 
younger businesses out there 
– you will soon lose their at-
tention. We have clients whose 
children are starting to get 
involved in the business. We 

Cover

“It’s not that 
my accountant 
colleagues don’t 
think about suc-
cession issues. 
They think about 
them a lot but 
they don’t always 
take action to 
deal with them 
because they 
are healthy and 
enjoying a strong 
business.”
Gordon Clissold, FCGA, Controller 

of Burnaby-based Autopro Automa-

tion Consultants 
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Jim Fernandez, of Vancouver-
based Fernandez Young LLP, 
worries that too many accounting 
entrepreneurs – especially CGAs – 
operate as lone wolves. They hunt 
and work alone, and expect to 
reap the benefits of their hunting 
skills alone. But, romantic as that 
may sound, it isn’t good business 
sense, he believes.

All you have to do is look at 
the facts in nature, he says. “The 
wolves who hunt alone look be-
draggled, their tails are between 
their legs, and they spend all their 
time hunting small prey. They 
rarely have enough food even 
though they spend all their time 
hunting. They have no time for 
play and relaxation – they aren’t 
happy animals.” Pack wolves, on 
the other hand, he says, “have 
sleek, shiny fur, their tails are up, 
they are stronger and they love 
to play with each other. When 
they hunt, they hunt together 
as a team, which lets them bring 
down large animals, such as deer 
and even moose or elk. So they 
eat very well too.”

Fernandez read about this in 
the 2010 book The Wisdom of 
Wolves by Twyman L. Towery. In 
that book, Towery explains that 
“the organization of the wolf pack 
remains the model of playfulness, 
teamwork, efficiency and sharing.” 
Wolves have maintained a consis-
tent and effective culture, he says, 
even while adapting to environ-
mental changes. Practising a kind 
of “natural population control” 
and living always “in balance with 
nature,” wolves have values that 
“are never compromised.” Wolves 
remain devoted to the group, 
are affectionate and place the 
education and care of their young 
above all else. 

There is much to learn from 
these animals, says Fernandez. 
“The conundrum is how to get 
out of lone wolf mentality and 
learn to enjoy the benefits of 
the pack. A proper succession 
plan – whether it opts for practice 
continuation agreements, some 
type of merger or grooming quali-
fied successors – will put you in 
the pack.”

The Power 
of the Pack

gundi Jeffrey, a freelance 
business journalist and edi-
tor now living in Mexico, was 
the co-founder of The Bottom 
Line. her articles appear in 
accounting publications in 
Canada, england and Mexico. 

have continued to hold their 
attention by connecting them 
to our younger staff members 
who have similar views on 
life.”

MacDonald is a fan of 
upstream mergers. “Solving 
succession problems is, in fact, 
what is driving the merger 
mania that is in our market to-
day. Partners who are in their 
60s are suddenly concerned 
about retirement, pensions 
and the second-generation 
client transfer. Older partners 
– especially those in control 
– look at what they have in 
terms of bench strength and 
get jittery. As a group, they 
don’t have much confidence 
in the next generation of part-
ners to carry on the business 
and support their pensions. 
An upstream merger solves all 
their problems.”

According to Fligel, practice 
continuation agreements, 
which are ideal for sole 
practitioners and small firms, 
ensure that if the lead partners 
die or become disabled, the 
other firms involved will take 
over to service the clients and 
allow the practice to continue. 
“A one-on-one agreement is 
usually a buy-sell agreement 
to cover death or disability, 
while group arrangements al-
low several accountants to act 

as successors to one another’s 
firms.”

Selling the firm is another 
option for small practices, 
as long as you plan ahead 
for it. McIntyre-Smith sug-
gests that you act on this 
strategy as soon as you hang 
out your shingle. “Your sole 
focus should be on creating a 
practice someone would want 
to buy. That means choosing 
your clients carefully, offering 
services they will need and 
want, and setting appropriate 
fees – building a practice you 
like and that someone else 
would buy.” 

But probably the preferred 
strategy for most firms with 
more than two partners is to 
groom someone within the 
firm for succession. “The in-
ternal successor is the logical 
choice if there is an internal 
candidate who is qualified to 
be the successor,” says Fligel. 
“But if the potential successor 
does not share one or more of 
the partner’s key beliefs and 
business outlook, this type of 
arrangement will probably 
flounder.”

McIntyre-Smith adds that 
“a big issue is the reluctance to 
relinquish control, particularly 
for sole practitioners and two- 
or three-partner firms. They 
have poured the blood, sweat 

and tears into building a prac-
tice, they have put their names 
on the door and they don’t 
want anyone else taking over. 
It’s hard for them to let go.”

Let go they must, says Bill 
Reeb, founder of the Succes-
sion Institute in Austin, Texas. 
“And if the senior partners 
want to groom someone for 
succession, they need to start 
now, not three years from their 
targeted retirement.” If you 
have a couple of good poten-
tial candidates, he advises that 
you “develop them, do regular 
competency assessments, 
manage them closely for sev-
eral years, coach and mentor 
them and tie your expecta-
tions of them to performance 
and compensation. Above all, 
tell them what is going on.”

This type of plan, explains 
Fligel, “requires a plan of goals, 
timetables, meeting clients, 
getting involved in busi-
ness development with your 
existing clients, meeting with 
people who have referred you 
business over the years, and 
even your bankers. You have 
to take action to show that you 
are serious about transition-
ing. There has to be an equity 
interest offered at the begin-
ning or within the year and 
a serious, agreed-upon plan 
before that person joins you 
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showing step-by-step, within 
six months or a year, what you 
are going to do to bring your 
successor up to speed.”

When the time comes to 
replace the managing partner, 
the partners will pick the right 
person, Reeb adds. “There is 
always someone the partners 
trust more, have more faith in, 
feel more comfortable with.” 

There are several CGA firms 
in B.C. that are doing exactly 
what the experts advise. Bruce 
Hurst, FCGA, now a sharehold-
er and director of Reid Hurst 
Nagy Inc. (RHN), and his part-
ner John Nagy were shocked 
into developing a succession 
plan in 2001 by the sudden 
death of their third partner, 
David Reid, at the young age 
of 52. “Fortunately we had life 
insurance so that we could buy 
his interest from his estate, but 
we realized we didn’t even have 
a shareholder agreement or 
plan for going into the future. 
Although we were fairly young 
then – in our 40s – we needed a 
longer-term game plan on how 
to deal with partners retiring, 
as well as how to add new part-
ners/shareholders and how we 
planned to grow in the future.”

The firm, which has four 
directors and 40 people in 
two offices in Richmond and 
Kelowna, is incorporated and 

runs on a corporate model. 
From the get-go, it has focused 
on organically developing part-
ners within the practice. After 
Reid died, Hurst and Nagy 
split the ownership 50-50. “The 
battle plan was to gradually sell 
a certain percentage to other 
partners until our retirement, 
with no one partner owning 
more than 20 per cent until 
then.”

RHN has had good success 
with developing leaders organi-
cally. “If someone shows apti-
tude as a manager and looks 
like a potential shareholder, 
and there is interest from both 
sides, we make them an income 
partner for one year. They have 
all the rights of partners but 
have no equity ownership. That 
gives them a taste of what it 
is like to be a shareholder. If 
it works out, by the end of the 
fiscal year they can join the 
shareholder arrangement and 
become part of the succession 
plan.”

Hurst notes that RHN’s man-
aging director will be retiring at 
the end of the year and one of 
the partners is being groomed 
to succeed him. “While the 
managing director – who runs 
the day-to-day affairs of the 
firm – is still with us, he is 
having the designated partner 
take on a lot of his responsibili-

ties so he can take over by the 
end of the year.” Although that 
partner is also great at business 
development, “he’s a hands-on 
sort of guy who likes to be in-
volved in all facets of the firm.”

For Gabrielle Loren, CGA, 
who heads up Loren, Nancke 
& Company in North Vancou-
ver, the succession plan was a 
gradual evolution of her busi-
ness plan. Opening her doors in 
1989, she now runs a firm with 
three partners and 15 employ-
ees. Successful in attracting 
clients from a niche market of 
mostly incorporated profes-
sionals, small companies and 
family-owned businesses, she 
ultimately realized that “you get 
to a point where you have to 
decide whether you are simply 
earning an income or building 
something for the future.”

Loren opted for the latter and 
made her first employee her 
first partner and, together, they 
continued to build a flourishing 
practice. As Loren approached 
50, she thought it might be 
nice to hand the business off to 
someone else one day. “That’s 
when I realized I already had a 
succession plan in place – my 
partners.” Last August, she 
brought another employee into 
the partnership family and 
others are being groomed along 
the way.

“If someone 
shows aptitude 
as a manager 
and looks like 
a potential 
shareholder, and 
there is inter-
est from both 
sides, we make 
them an income 
partner for one 
year. They have 
all the rights 
of partners but 
have no equity 
ownership.”
Bruce Hurst, FCGA, a 

shareholder and director of Reid 

Hurst Nagy Inc.

Cover
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“Because we do things so 
uniquely, finding someone who 
fits into our system is difficult. 
So we hire juniors – six alone 
last November – and train 
them. When we hire it is always 
with the thought that they will 
be the next partners.” 

Loren also explains that 
the firm isn’t really grooming 
someone to take just her place. 
The firm works on a team 
basis. “I don’t have clients, but 
the firm has a lot of them. So, 
working cooperatively as a 
team, anyone can help a client 
or answer questions.” And 
succession will also be a team 
effort as the firm grooms dif-
ferent people for different roles, 
such as marketing, community 
liaison and human resources.

This means that by the time 
she’s ready for retirement, “the 
succession will be in place. 
Here, you can go from universi-
ty degree to partner in 10 years. 
By the time I get to retirement, 
I’ll be a minority partner in the 
firm. And, because clients have 
been dealing with the team for 
so long, whether I’m there or 
not, their needs are being met 
so I’m irrelevant.”

The succession plan is a lot 
more formal at Fernandez 
Young LLP, a five-partner firm 
in Vancouver. Heeding a mes-
sage CGA-BC has been send-

ing out for years, Fernandez 
says his firm drew up a plan 
that included:

 
•	 a strategic vision and goals, 
•	 a preferred exit option, in-

cluding the potential groups 
of successors,

•	 a format for determining the 
value of the practice,

•	 a timetable for events and 
transition of the existing 
partners,

•	 the mechanics for transfer-
ring clients to new partners,

•	 a financing outline for the 
succession plan,

•	 a procedure for monitoring 
the succession process, and

•	 a contingency plan in case 
of incapacity or untimely 
death.

In developing this plan, the 
firm considered several op-
tions for ensuring the continu-
ing life of the firm and finally 
settled on a combination of 
buying up smaller practices, 
establishing satellite offices un-
der the stewardship of senior 
staff and grooming selected 
staff members for partnership.

The way the firm chooses its 
acquisition targets should be 
a lesson for all practitioners 
who have put off planning 
their own exit strategy. “One of 
the critical factors we look at 

is the age of the firm owners,” 
Fernandez explains. If they are 
old, we know their clients will 
be of a similar age and we will 
eventually lose their accounts. 
So, we look for firms locally 
that can understand our vi-
sion. But I want to bring in 
people younger than 40 so that 
we can have some young blood 
in the firm.”

Fernandez says the firm 
is currently grooming two 
successors  “and we hope to 
find a few more over the next 
few years. When we hire, we 
look for people with leader-
ship potential, initiative, good 
customer relations, technical 
strength and good interper-
sonal skills.”

“There has been a lot of 
media attention about the 
shifting demographics and 
the relatively small workforce 
that will be left to support a 
very large population in the 
future,” concludes Clissold. “If 
these predictions are correct, 
we can see that there will soon 
be many firm owners looking 
to sell or transition their firms, 
with too few people looking to 
purchase or take over. Those 
arriving too late to the party 
are going to find they can’t find 
someone to take over their 
business or end up selling it at 
a fire sale price.”

“We have clients 
whose children 
are starting to 
get involved in 
the business. We 
have continued 
to hold their 
attention by con-
necting them 
to our younger 
staff members 
who have similar 
views on life.”
Jim Fernandez, CGA, of Fernandez 

Young LLP



Quarter Century Club honours 199 ‘New’ Members
The Quarter Century Club celebrations were held on May 11 at the 
beautiful Sutton Place Hotel in Vancouver. This was an evening to 
honour and celebrate the newest 199 Quarter Century Club and 
the 18 Half Century Club members for their outstanding service and 
contribution to the accounting profession.

Cindy Choi, FCGA, Chair of the Association’s Board of Governors, 
best encapsulated the spirit in the room: “We belong to an incredible 
Association and you all deserve special recognition for upholding the 
values and ideals we hold dear,” she told the members and guests in 
the audience.  

Congratulations to all the newest inductees!
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‘New’ members of the Quarter Century Club



Opposite, bottom left: Marke 
Driesschen (left), Weathercaster for 
CTV Morning Live, served as Mas-
ter of Ceremonies and Bill Schulz, 
CGA, Chair of the Quarter Century 
Club, presided over the Club’s an-
nual general meeting.

Opposite, bottom right: Yvette 
Cormier, CGA, with Chair Cindy 
Choi, FCGA.

Centre left: Terry Cook, CGA, 
receives his award from Chair 
Cindy Choi, FCGA. 

Centre right: Moe Jones, 
FCGA, and his wife Linda. Moe 
provided an update about the 
CGA-BC Educational Foundation 
and was also inducted as the 
newest member emeritus of the 
Quarter Century Club.

Top left: Laurence Westgeest, 
CGA (right) and guest Moira 
Simons. 

Top right: (from left to right): 
Past-Chair Margaret Woods, 
FCGA; Joyce Hendriks, CGA; Joan 
Sargent; Chris Sargent, CGA; 
Donna Sargent.

Bottom left: (front row, left to 
right): Wayne Vincent, CGA; Bachan 
Singh Toor, CGA; Leslie Forth, CGA; 
Michael Whitehead, CGA; (back 
row, left to right): Moe Jones, FCGA; 
Eric O’Dell, CGA; John Berikoff, CGA; 
Cindy Choi, FCGA.

Bottom right: Gordon Gray, CGA, 
and CGA-BC Chair Cindy Choi, 
FCGA.
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Auditors general (AGs) play a very important role. Their work helps reduce waste by 
providing independent financial oversight of the activities performed by public ac-
counts committees and senior government officials. They also strengthen our public 
institutions and maintain trust in our government officials. 

As we witness more senior of-
ficials acting on the advice of AGs, 
it’s clear that bureaucrats value AGs’ 
recommendations and believe their 
expertise can improve the perfor-
mance of our systems of govern-
ment.

Recently, two prominent B.C. 
CGAs answered the call to serve, 
with Anthony Ariganello, FCGA, and 
Lisa Payne, CGA, named to the Audit 
Council overseeing the Auditor Gen-
eral for Local Government (AGLG). 
Ida Chong, Minister of Community, 
Sport and Cultural Development, 
made the announcement and called 
the creation of the Audit Council a 
crucial step toward establishing the 
autonomy of the AGLG.

“The key to the AGLG’s ef-
fectiveness is its separation from 
government, and an Audit Council 
of impartial experts ensures that 
independence,” said the Minister, 
herself an FCGA. “These five Council 
members have an ideal balance of 
expertise, and I am fully confident 
that they will do an exemplary job 
both in making a recommendation 

feature

CGA will chair 
provincial Audit Council

>

“the key to the aglg’s effectiveness is its separation from government, and an audit Council of 
 impartial experts ensures that independence.”  Ida Chong, FCGA, Minister of Community, Sport and Cultural Development

CGA-Canada President Anthony Ariganello, FCGA, and Lisa Payne, CGA, 
among five new appointees to council overseeing the Auditor General for 
Local Government

Anthony Ariganello, FCGA, is President of CGA-Canada; Lisa Payne, CGA, is COO and VP, Finance for Colligo Networks.
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WE ARE SOLUTION PROVIDERS SPECIALIZING IN DATABASES and DATA 
MANAGEMENT. If you need to develop a new software application, rebuild an old one, 
or connect one to another, our Microsoft Certified specialists can help. We can make 
your data work for you. CALL TODAy fOR A fREE CONSULTATION:     604-684-8211www.compuwork.net

and in overseeing the position.” 
Ariganello, who was named 

Chair of the Council, is President 
and CEO of CGA-Canada. Previ-
ously, he was President of Avon 
Canada Inc. Payne is COO and 
VP Finance for Colligo Networks. 
Before joining Colligo, she was 
acting CEO and CFO of the BC 
Innovation Council.

 “Tony and Lisa have made 
immeasurable contributions to 
CGA-Canada and the BC Innova-
tion Council [respectively],” said 
CGA-BC Chair Cindy Choi, FCGA. “I 
have no doubt their expertise will 
be just as valuable to the AGLG’s 

Audit Council.” 
The importance of broad-based 

expertise is paramount. In fact, as 
the public service function be-
comes more complex and expan-
sive, AGs and their audit teams 
have had to broaden the scope 
of their oversight activities and, 
consequently, complement their 
own expertise. In fact, at CGA-BC’s 
Eco Forum this past December, 
B.C. Auditor General John Doyle 
explained how today AGs could 
easily go find [non-accountant] 
experts in a given field to assist 
them in their duties. 

Choi described the appoint-

ments of the two CGAs as further 
proof of an emerging leadership 
trend in the province. 

“We are witnessing the steady 
rise in the number of CGAs being 
appointed to government com-
mittees and task forces, as well 
as serving in executive positions 
and on boards of companies and 
not-for-profit organizations,” said 
Choi. “This trend speaks to the 
deep trust that CGAs have built 
among the business community, 
the government and the general 
public in B.C.” 

The Audit Council’s first task will 
be to make a recommendation 

to the Minister as to who should 
be appointed Auditor General for 
Local Government. 

The Audit Council will be 
responsible for monitoring the 
performance of the AGLG by re-
viewing and providing comments 
on performance audits, annual 
reports and service plans. It will 
also disseminate information 
about recommendations made by 
the AGLG. 

The Council consists of a broad 
mix of professionals from different 
parts of B.C. with backgrounds in 
accounting, law, finance, business 
and local government. 

“we are witnessing the steady rise in the number of Cgas being appointed to government 
committees and task forces, as well as serving in executive positions and on boards of companies 
and not-for-profit organizations.”  Cindy Choi, FCGA, Chair of CGA-BC’s Board of Governors
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fact vs. fiction

The Professional Conduct department 
recently had to review several cases of 
members who were incorrectly registered 
under our Retired Status category. 

In many of these cases, the error cen-
tered on misunderstandings about some 
of the eligibility criteria for Retired Status.

Please review the following common 
retirement eligibility misconceptions 
with care; declaring Retired Status when 
ineligible could put you in contravention 
of the Association’s rules and even lead to 
a professional conduct investigation and 
discipline.

Misconception #1:
The “being permanently retired from full-

time employment” criterion only applies 
to accounting work.

Fact: This criterion applies to any work, 

not just accounting work. If you are work-
ing full time, you are not retired.

Misconception #2: 
“I don’t have to meet all the criteria to be 
eligible for Retired Status.”

Fact: You must meet ALL the criteria to be 
eligible. (The only exception is for those 
members who were already on Retired 
Status prior to the April 2009 introduction 
of the 55-year-old age threshold. These 
members were grandfathered in for the 

age requirement only, and were notified 
of this on April 14, 2009.)

Misconception #3: 
“If I run a business and do not draw an 
income, and I am not being paid as an 
employee, I am eligible for Retired Status.”

Fact: If you are an active business owner, 
you are not eligible for Retired Status.

Misconception #4: 
“I only have to confirm my eligibility for 
Retired Status once.”

Fact: You are required to confirm your eli-
gibility each year by online statutory dec-
laration when paying your member dues. 
In addition, if your status does change you 
must promptly advise the Association by 
contacting the Member Registrar.

For further information, please contact 
the Member Registrar, Elize Combrinck, at 
604.730.6229 or by email at ecombrinck@
cga-bc.org.

retired Status – 
Do you actually qualify?

separating fact from fiction about the rules governing retired status
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With interest rates near historical lows and continued economic uncertainty in global markets, 
effectively managing your assets can be a daunting task. Let a true professional manage your or 
your clients’ investments. At Zadra Wealth Management you will benefit from:

 An experienced portfolio manager – specializing in income generating 
portfolios as well as income and growth portfolios.

 Cost effective investment management – With solid historical risk-adjusted 
performance

 Extensive knowledge of registered products – IPP, RRSP, RRIF, TFSA, LIF.

 Diverse linguistic resources – We speak English, Mandarin and Cantonese.

Contact Zadra Wealth Management today and get a true investment professional on your 
team. We service all of British Columbia.

Steve Zadra, BBA, CGA, CFP, CIM 
Senior Vice President & Portfolio Manager

steve_zadra@hsbc.ca 
Tel: 604-623-3256 
Toll Free: 1-888-286-7833

National Bank Financial 
Wealth Management
885 West Georgia Street, 11th floor 
Vancouver B.C – V6C 3E8

National Bank Financial is an indirect wholly-owned subsidiary of National Bank of Canada which is a public company listed on the Toronto Stock Exchange (NA: TSX).

Get A True  
Investment  
Professional 
On Your Team.

zadra - 2012-04-04 v03 - pub.indd   1 12-04-09   09:43
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Seminars cover a wide range  

of topics for accountants and  

other financial professionals.   

for a complete line-up of all the 

professional development seminars 

and to register, go to cga-bc.org.

HigHligHts

  bill Good, Vaughn palmer and Keith baldrey 
will provide an overview of the provincial 
political scene.

  Give Me a Break: The Art of Making Time 
Work for You with Hugh Culver

  Technology Update with alan Salmon
  Celebration of the CGa-bC award winners

Reserve your room at the Delta Grand 
okanagan—a special rate of $214 is available. 
Call (800) 465-4651 and ask for the CGa-bC 
conference rate.

register at cga-bc.org, or call  
(604) 732-1211 or (800) 565-1211.

18 outstanding seminars.

4 information-packed days.

B.c.’s Best accounting trade show.
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Over the past 20 years, various 
standards have been developed to as-
sess and provide certification for green 
and/or energy-efficient buildings, 
including LEED (Leadership in Energy 
and Environmental Design), Passive 
House, Minergie, Built Green, ENERGY 
STAR and EnerGuide. 

B.C. has been a leader in develop-
ing green buildings, supported in 
part by programs such as BC Hydro’s 
New Construction Program (NCP). 
An example of one NCP-supported 
project is Dockside Green, a 15-acre 
mixed-use residential development 
in Victoria, where efficient design has 
ensured buildings will consume 50 per 
cent less energy than conventionally 
designed buildings. 

FINDING vALUE

“Building green has been, unques-
tionably, a good thing since we 
started to identify it as such – over 
the past 10 years or so,” says John 
Holland, President of PHH ARC 
Environmental and Treasurer of Light 
House Sustainable Building Centre. 
“When the economy was good, and it 
was easy to do, nobody was arguing 
about green being good. When the 
economy took a hit in 2008, people 
started to say, ‘Where’s the value? Why 
should I do this?’”

The basic issue with finding 
value in green building is that many 
buildings are not occupied by their 
owners. “Buildings are nearly always 
valued by their ability to generate 

feature

Accounting for value in 
green buildings

whether investing in green buildings really pays off is a key question 
in the world of sustainable building

By Nina winham

>

Victoria’s Dockside Green exemplifies 
many best practices in green building.

You feel better in them. Your employees are happier in them. And you know you’re do-
ing better for the environment. 

But when it comes to the hard reality of the bottom line, does investing in green 
buildings really pay off? That’s a question that continues to plague the increasingly 
prominent world of sustainable building. And it’s one that accountants might help find 
ways to answer. 

WHAT IS A “GREEN” BUILDING?

The practices of sustainable building start from the understanding that a building is a 
consumer of materials and resources over its entire lifetime. A building that has lovely 
finishes but consumes huge amounts of energy for heat, lighting and cooling will – on 
a lifetime basis – cost far more than one that is energy and water efficient, requires less 
maintenance and uses long-lasting materials, even if the “green” features cost more up 
front. Other elements that add to a building’s green credentials include using local ma-
terials, being situated close to transit, using finishes with low toxicity levels to protect 
indoor air quality, making use of natural light and ensuring good ventilation, often with 
windows that open. 

>



money,” says Holland. But in 
B.C., energy costs are sig-
nificantly lower than in other 
North American jurisdictions. 
In addition, the standard 
triple net leasing model 
for commercial real estate 
means tenants – not own-
ers – absorb any increases or 
savings in operating costs, so 
owners have little incentive 
to invest in green. “That’s the 
really misunderstood aspect of 
green building,” says Holland. 
“People think, ‘The energy is 
cheap, why bother? Why take 
a risk?’ But they’re overlooking 
other important aspects of 
green building. First, energy 
costs are going to go up, so 
sustainable building is a hedge 
against rising costs. Then there 
are the values of durability and 
comfort.” 

Green buildings are built 
to last longer, based on the 
understanding that tearing 
down and replacing buildings 
has a high environmental im-
pact and cost. That designed-
in durability also makes 
them less costly to own and 
maintain over time. But with 
the green building industry 
still relatively new, the value 
of durability hasn’t yet made 
its way into standard valuation 
practices. 

The human value of green 
buildings, by contrast, has 
been established. California-
based Heschong Mahone 
Group has published a 

number of studies that show 
increased daylight improves 
students’ test scores by as 
much as 25 per cent. Similarly, 
retail stores with skylights 
experienced sales 40 per cent 
higher than similar stores 
in the same chain without 
skylights. 

John Holland –  whose firm 
moved to brighter space with 
better daylight a few months 
ago – has his own way of do-
ing the math. 

“Your typical lease cost for 
a normal building in B.C. is 
about $20 a square foot,” he 
says. “In a professional office, 
which is where I work, a typical 
employee occupies about 200 
square feet, and costs about 
$60,000 a year – so your cost 
of labour is about $300 per 
square foot. 

“If you make the staff 10 
per cent more productive 
by having a nice, daylighted, 
well-ventilated, well-controlled 
space, with bike racks and 
close to transit, the human 
capital performs better. 
Looking at the Heschong 
Mahone numbers, a 10 per 
cent increase in performance 
is hugely compelling in a 
professional service firm where 
innovation is value. It’s a huge 
payback. 

“Our new space hugely 
increased morale and per-
formance, I think,” Holland 
continues. “We’re paying more, 
but it’s worth it. It’s purely an-

ecdotal, but I think we’re get-
ting many, many times more 
back in our staff attitudes and 
performance.” 

WHAT GETS 
MEASURED?

In 2005, a collaboration 
between BC Hydro, several 
governments, the Real Prop-
erty Association of Canada 
and the Royal Institution of 
Chartered Surveyors produced 
a report called “Green Value 
– Green Buildings, Growing 
Assets.” At the time, it found 
that “while evidence is as 
yet thin, sufficient exists to 
say that green buildings do 
indeed make money.”  The 
financial value identified in-
cluded being quicker to secure 
tenants, commanding higher 
rents, enjoying lower tenant 
turnover, improving business 
productivity and experienc-
ing lower operating costs. The 
report introduction concluded 
“you ignore green buildings at 
your cost. Green buildings can 
provide financial benefit.”  

However, solid measures for 
these benefits have still not 
found their way into standard-
ized financial routines. “Green 
buildings are grossly underval-
ued because the things that 
make them good are hard to 
measure,” says Holland. “The 
benefit is there. But nobody’s 
found a convincing or sup-

portable way of measuring it. 
In 20 years, we will have that 
data, and sustainable will be 
the way we build everything, 
in my view.”

With increasing understand-
ing of human interconnected-
ness with our natural world 
– how we respond to sunlight 
and fresh air in the workplace, 
for example – it seems better 
measures must be within 
reach. Meanwhile, the cost 
of building green is coming 
down, as the building industry 
moves up the learning curve, 
and with financial incentives 
for energy-efficient building 
available from BC Hydro’s 
New Construction Program 
and Power Smart New Home 
Program, among others. 

“Right now, the structure of 
real estate leasing has done 
little to incent sustainable 
improvements,” says Holland. 
“But I believe we’ll get more 
enlightened about life-cycle 
costing, and we’ll start looking 
at the big picture. It seems to 
me, where green building is 
concerned, we’re sort of in the 
financial dark ages right now.” 

To find out more about BC 
Hydro Power Smart programs 
for financial incentives, tools 
and resources to help owners, 
developers and designers create 
a high-performance, energy-ef-
ficient building from the ground 
up, visit bchydro.com or call 
1 (866) 522-4713.
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“our new space hugely increased morale and performance, i think. we’re paying more, but it’s 
worth it. it’s purely anecdotal, but i think we’re getting many, many times more back in our 
staff attitudes and performance.”   John Holland 





34  outlook  

All his life Gerry McKinnon, CGA (Hon.), did great things: he became a decorated war 
veteran, raised and supported a family, was successful in business and served count-
less volunteer hours. Throughout, McKinnon was influential in shaping the communi-
ties and societies where he lived.

Among his most recognized achievements was propelling the Certified General 
Accountants of British Columbia forward, helping it establish a sense of identity in 
the 1960s that enabled the organization to become the industry leader that it is now.

It is difficult to imagine today’s CGA-BC, with all its power and polish, operating 
with just McKinnon, Fran Maynard and two staff members. In 1967 they worked in a 
dreary little office on Hastings Street. The organization had 600 CGA students, with 
an additional membership of about 600. CGA-BC was the governing and regulatory 
body responsible for their training and certification.

Today the organization boasts nearly 15,000 CGAs and CGA students. Which makes 
it all the more remarkable that McKinnon was able to achieve what he did for the 
organization without being an accountant.

Yet for all his achievements as Executive Director, McKinnon says he is most proud 
of the letters BBE, which appeared after his name at his retirement from CGA-BC on 
December 1, 1981. The letters stand for Best Boss Ever and were bestowed on him by 
affectionate staff.

“He was realistic in how he perceived staff and the organization,” says Vernon Dean, 
who met McKinnon through CGA-BC in the 1960s and remains a close friend today. 
“He was fair and appreciated the staff and the work they did, and because of his own 
attitude a lot of them became CGAs.”

Born on October 3, 1920 in Peterborough, Ontario, McKinnon embarked on his first 
career as a military man in Brockville as World War II drew more and more countries 
into the fray. 

In 1942, McKinnon was sent to a 
new school in Nanaimo on Vancou-
ver Island. He crossed the country 
by train that February, eventually 
arriving in the Lower Mainland.

“I looked out at one point and 
there were snow-capped peaks 
and Holsteins standing up to their 
udders in green grass,” he says. 
“I thought I had died. Here it was 
February and we could wear short 
sleeves.”

If that optimism is to blame for 
an ensuing bout of pneumonia that 
landed him in a Nanaimo military 
hospital, it must also be credited 
with introducing McKinnon to his 
future wife.  

While convalescing, the new 
brigadier intelligence officer met 
the “cutest little nurse” named Mary 
Campbell. The couple began dating 
and became engaged.

But as love played out on 
Vancouver Island, war played out 
in Europe. Before long Mary was 
shipped east, so McKinnon applied 
to go overseas. As he lined up to 
board the ship sailing for England 
he looked up, into the sea of faces, 
and saw Mary. 

“Everything was secret and clas-
sified and we had no idea the other 
would be aboard,” he says. “Yet we 
ended up going overseas together.”

The reunion lasted as long as the 
voyage. McKinnon was transferred 
to the British army, Mary to a 
hospital elsewhere. They had a brief 
reunion over beer one evening 
before McKinnon was shipped to 
Normandy as part of the D-Day 
invasion.

“We were totally surrounded by 
people, some of them in big black 
helmets,” he says of the experience. 
“It was an indescribable situation.”

McKinnon was wounded during 
the invasion and flown back to Eng-
land. Back on friendly soil, he was 
eventually transferred into Mary’s 

feature

Standing a 
quarter-inch taller

>

“Bs baffles brains. if you don’t have chutzpah it’s like a piece of wet lettuce: it just lies there. and 
that was the problem i had with so many accountants. i had to enrol them in public-speaking 
courses because they couldn’t express themselves effectively.”  Gerry McKinnon, CGA (Hon.)

CGA-BC’s first Executive Director instilled pride in all members and students

By Quintin winks
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care. The couple married in 1945 
and would remain together until 
her death some 60 years later.

Vernon Dean recalls Mary as 
an exceptional person who was 
dedicated to McKinnon and 
provided him with tireless sup-
port. She was also a terrific host, 
he says.

After the war McKinnon 
soldiered on in England; Mary 
moved to Vancouver with the 
couple’s new daughter. But two 
years without his family was 
enough for McKinnon, who fol-
lowed Mary. 

Soon after he arrived home, 
the family moved back to Pe-
terborough. McKinnon started 
work with a food and industrial 
equipment manufacturer. He 
became Vice President and in 
his free time helmed numerous 
other organizations dedicated 
to business and community 
development at the provincial 
and national levels.

In 1967, he took early 
retirement and moved back to 
Vancouver with his family.

But retirement was not very 
stimulating for the former VP. 
So McKinnon approached the 
management consulting firm 
Kates, Peat, Marwick & Co. to 
see if it had any part-time work. 
The very next night he met the 
executive committee of CGA-BC 
and accepted a temporary job 
as Executive Director and Secre-
tary Treasurer that lasted almost 
15 years.

One of the first people McKin-

non met during his tenure was 
Dean, who walked into the 
offices as a prospective student 
in 1968. Dean, who would 
eventually become President of 
CGA-BC in 1977, remained close 
friends with McKinnon and 
said his very first impression of 
McKinnon never changed. 

“I used to call him Mr. CGA,” 
Dean says. “He was very helpful 
and enthusiastic. He was inspir-
ing to all the members and stu-
dents – he inspired them to be 
proud of the CGA designation.”

Within nine months, McKin-
non had moved the organiza-
tion from its dreary downtown 
office to West Pender. Although 
there was no money, McKinnon 
says there were connections 
and talent among the member-
ship. When the organization 
needed something there was 
usually someone who knew 
where to get it at low or no 
cost. Meetings went late, beer 
sometimes flowed and what 
had been a lack of direction 
soon gathered momentum as a 
feisty can-do attitude. 

Despite the sense of opti-
mism McKinnon must have 
exuded, the organization’s board 
members had some reservations 
about the future of CGA-BC. 

Instilling pride in all members 
and students took many years 
of hard work and was one of the 
most difficult challenges facing 
McKinnon. Yet it was also one 
of the things he did best and it 
helped raise the profile of the 

organization.
In a speech to members and 

students early in his tenure, 
McKinnon spoke of building 
pride and his desire to see 
members walk tall. 

“You are your own greatest 
competition,” he told them. 
“There is no group looking over 
your shoulders but yourselves. 
Don’t worry about chartered 
accountants, just worry about 
yourself.”

As a result of the speech, the 
organization’s unofficial motto 
became “stand a quarter-inch 
taller with pride in yourself, 
your association and profes-
sion.” McKinnon is as much an 
exponent of pride and audacity 
today as he was when he made 
that speech.

“BS baffles brains,” he says. “If 
you don’t have chutzpah it’s like 
a piece of wet lettuce: it just lies 
there. And that was the problem 
I had with so many accountants. 
I had to enrol them in public-
speaking courses because they 
couldn’t express themselves 
effectively.”

What made him so dedicated 
to the organization also led to 
its expansion, improvement 
and growing presence in the 
financial world. McKinnon set 
long-term goals to attract more 
students and members, he 
engaged members’ spouses, 
he launched the Silver Circle 
to bring retired members back 
into the fold, and he changed 
a culture and a way of thinking. 

CGA-BC’s profile grew along 
with its membership, its pride 
and its resources.

With the help of his staff, 
McKinnon revamped the CGA 
courses. His yardstick for success 
was the quality and growth of 
the institution’s students and 
members. In general, McKinnon 
says, he’s done his best to push 
the role of accountant from a 
junior position to an integral 
part of an organization as a Chief 
Financial Officer and other senior 
management roles. 

“Finances all around the world 
are so important,” McKinnon 
says. “There are wonderful op-
portunities for a young person 
to become involved in.”

McKinnon’s advice to anyone 
entering the profession is to 
get an undergrad degree from 
university and then enroll in the 
CGA course. That, combined 
with an MBA, would be the 
pinnacle of professional career 
achievement, he says.

McKinnon is now 92, but he’s 
still active. He drives a snazzy 
convertible, uses an iPad and 
sings in a choir. And he’s still as 
audacious as he ever was.

“We put on a production of 
‘Oliver’ for the folks in my build-
ing,” he says. “The staff joined in. 
We picked pockets and served 
gruel. It was a lot of fun.”

For his service to the Associa-
tion and to the profession, Gerry 
McKinnon received an honorary 
designation in 1981.
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“You are your own greatest competition. there is no group looking over your shoulders but 
yourselves. Don’t worry about chartered accountants, just worry about yourself.” Gerry McKinnon, CGA (Hon.)



outlook  37

keepingtabs
CGAs in the 
News

British Columbia’s Board Re-
sourcing and Development 
Office announced that CGA-
BC’s Past-Chair and Treasurer 
Bruce Hurst, FCGA, has 
been reappointed as a mem-
ber of B.C.’s Auditor Certifica-
tion Board, which is respon-
sible for certifying individuals 
and firms as auditors in B.C. 
Mr. Hurst is a Director and 
Senior Shareholder with the 
public practice firm of Reid 
Hurst Nagy Inc. in Richmond. 

Members on the 
Move

Christopher Trumpy, CGA, 
has been elected to the 
board of Canada’s second-
largest credit union, Coast 
Capital Savings. Mr. Trumpy 
served as B.C.’s Deputy 
Minister of Finance from 
1998 to 2002 and from 2007 
to 2009, in addition to other 
senior roles in his 30-year 
career in the B.C. civil service. 
His experience as a director 
includes serving as chair of 
Pacific Carbon Trust; finance 
committee chair of Coast 
Opportunity Funds; director 
for Puget Sound Energy; and 
board chair for the British Co-
lumbia Investment Manage-
ment Corporation. 

Gordon Clissold, FCGA, has 
been appointed Control-
ler for Autopro Automation 
Consultants Ltd. in Burnaby. 
Mr. Clissold was elected to 
CGA-BC’s Board of Governors 

in 2002 and he joined the 
Association’s Executive Com-
mittee in 2005. He served as 
CGA-BC’s Chair in 2007 and 
he was awarded Life Mem-
bership in 2011.

> >

we appreciate your contributions to ‘Keeping tabs.’ 
if you would like to submit news or updates concerning yourself or a Cga you know, 
please email the details to: outlook@cga-bc.org.

CGAs are accomplished professionals. In this feature, we highlight members who land major new 

positions, get promoted or achieve significant professional success. Please share your news with us.
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publicpracticeedifier

ron Baker is a passionate advocate 
for rethinking the traditional 
ways that accounting firms do 
business. In past issues of Outlook, 

he’s encouraged accountants to get rid of 
timesheets, move beyond the billable hour 
and embrace fixed-price agreements – all 
in an effort to transform the professional 
knowledge firm.  

One of his manifestos is “You are your 
customer list.”  Outlook spoke with Ron in 
mid-May about this innovative look at the 
importance of having the right customers 
in your firm.

Outlook: Let’s start with the title of your 
booklet. Why do you use the term “custom-
er” rather than the more familiar “client”?
Baker: I believe in choosing words careful-
ly. If you look at the etymology of the word 
“client,” it has certain connotations that 
aren’t quite appropriate to the relationships 
we want to create with our customers. “Cli-
ent” comes from a Latin word that means 
a follower or a retainer, and it suggests a 
certain level of dependency. Think of how 
this word is used in other fields. Other than 
professional firms, it’s really only social 
workers who talk about their clients. 

Businesses, on the other hand, have 
customers. And a business is about people 
and your relationships with them.

  
Outlook: But is a customer paying for the 
relationship?
Baker: That’s a fundamental question: 
What are we being paid for? What are our 
customers really buying? Most firms would 

answer that they sell time. But none of us 
buy time. We buy solutions to problems 
or we buy for emotional reasons, such as 
peace of mind. Building on this, I believe 
that our customers are buying expecta-
tions. Our ability to meet and exceed those 
expectations is what customers are look-
ing for, above and beyond the technical 
aspects of the service we offer. 

Outlook: What does this mean for a profes-
sional accounting firm?
Baker: Your job is to exceed your cus-
tomer’s expectations, something that is im-
possible to do if you don’t know what your 
customers expect. So for every transaction 
you need to ask: What do you expect from 
us? How do you define a successful rela-
tionship with us? Expectations aren’t static, 
so this is an ongoing conversation. 

Expectations will centre around quality, 
price and service. Quality is assumed: that’s 
a minimum requirement if you’re going to 
play the game. And the market won’t let 
an unqualified accountant stay in business 
for long.

You could compete on price – but do 
you want to? This is difficult terrain, and 
there will always be someone willing to of-
fer a lower price. Where you have an edge 
is in service – your customers’ experience 
and relationship with you, how you make 
them feel.

Apple, Disney and Lexus aren’t com-
peting on price. In fact, they charge a 
premium. They can do so because they also 
offer extremely high standards of service 
excellence.

Outlook: So how do accountants compete 
on service?
Baker: Well, it starts with knowing the 
customer’s expectations. You can then add 
more value than your customers expect. 
Call them. Email articles relevant to their 
industry. Stay in touch and invest in the 

You are your customer list 
ron Baker points the way to greater profits and a happier life

By lynn sully 

You can read ron Baker’s “You are 
your customer list” at 
www.verasage.com/downloads/
customerlist.pdf. samples of ron 
Baker’s fixed price agreements and 
change order forms are available un-
der ‘practitioners’ resources’ in the 
public practice section of the Cga-
BC website (www.cga-bc.org). in 
late May he spoke at Cga-BC’s 2012 
practitioners symposium on trash-
ing the timesheet and value pricing, 
and he participated in our panel 
discussion on practice management 
issues affecting our profession. ron 
is the founder of verasage institute, 
the leading think tank for profes-
sional knowledge firms, and is the 
author of numerous books. You can 
contact him at ron@verasage.com.

“go ahead and offer your customers an incentive to complain! put a guarantee on your website: if 
you’re not happy with our service, contact us and pay us for the value you think you received.” Ron Baker
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relationship. Customers leave because 
they perceive that you’re indifferent to 
them, that you don’t care. Small actions 
are important.

Outlook: You say that the difference 
between an excellent company and a 
mediocre one is the feeling each has 
about customer complaints. 
Baker: Well, complaints are important 
because they show us where we’re 
weak. Most customers won’t complain, 
they’ll just walk away and not come 
back. So when a customer complains 
you have some valuable feedback.

Outlook: Are you saying we should 
encourage our customers to complain? 
Baker: Go ahead and offer your cus-
tomers an incentive to complain! Put a 
guarantee on your website: if you’re not 
happy with our service, contact us and 
pay us for the value you think you re-
ceived. If there’s a problem you will hear 
about it. This gives you the knowledge 
you need to address the problem and 
make the customer happy. You’ll likely 
emerge with a more loyal customer.

Outlook: Isn’t a money-back guarantee 
risky?
Baker: Look, you already offer this. If a 
customer was upset with your service 
and told you about it, you would 
probably charge them less than the 
agreed-upon price. With the guarantee, 
you’re just making it explicit – which 
gets you marketing clout and the ability 
to charge a premium. People will pay 
more for guaranteed service. Plus, if 
you’ve done a good job screening and 
selecting your customers, developing 
fixed-price agreements, and taking the 
time to understand their expectations, 
your customers may never pull the trig-
ger on your guarantee.

Outlook: Let’s talk about screening 
and selecting customers. Why is this 
important? 
Baker: As individuals, we’re defined by 
the company we keep. It’s no different 
for a firm. You are defined by your cus-
tomers. And frankly, not all customers 
are a good fit. This creates problems 
because you will find yourself over-
servicing the bad fits to the detriment 
of your most valuable “A-list” customers.

When you’re thinking of taking on 
a new customer, do your homework. 
A colleague of mine has potential cus-
tomers fill out an extensive question-
naire to see if they are a good fit. Nego-
tiate a fixed-price agreement to get to 
know the customer. It’s a relationship: 
make sure you want to be with this 

person over the long term. 
Listen to your gut and remember 

that life is too short to work with toxic 
people. Baker’s Law sums it up: Bad 
customers drive out good customers. 
Too many low-value customers suck up 
your time and are emotionally draining. 

Outlook: So how do you get rid of 
existing “bad” customers? 
Baker: Sell or refer them to another 
firm. Or do a forced churn: for every 
new “A” customer you bring in, get rid of 
two from the bottom of your list. Hav-
ing lots of customers gives you a false 
sense of security. Really, they just add 
unneeded complexity to your business 
and make it more likely that you’ll  
underserve your best and most profit-
able customers.

Outlook: But isn’t it good to have lots 
of customers? 
Baker: Think of the airlines: like ac-
counting firms, they’re operating with 
fixed capacity. Airlines maximize profits 
by dividing their planes into various 
customer groups from First Class to 
coach. If there are still seats left in First 
Class, they don’t start giving those seats 
to someone only willing to pay a coach 
fare. The goal is not to serve more 
coach-paying customers, but to create 
an optimal balance that ensures capac-
ity for high-paying First Class customers. 

It should be the same for an account-
ing firm. You don’t want to operate 
at maximum capacity, taking on any 
customer that shows up at the door. 
You want to operate at optimal capac-
ity, finding the right mix of customers 
that works for you and increasing the 
number of First Class customers who 
appreciate your service and are willing 
to pay for the value you provide.  

If you’ve done a good job figuring 
out your optimal capacity, you may 
have fewer customers than before but 
you will be more profitable. You’ll also 
have happier customers, because we 
provide better service for those we 
like. A final benefit: your team will be 
happier too. No one likes to work for 
rude or toxic individuals that take up 
far more energy and time than they’re 
worth.

Outlook: So in the end it comes back 
to the idea that you are your customer 
list. 
Baker: Yes. You can’t be all things to all 
people. Strategy is about saying no, and 
you need to say no to some custom-
ers. Ultimately, it’s about enjoying the 
people you work with and having a bet-
ter quality of life. 

2012 Annual public practice Meeting
The Annual Public Practice Meeting will be held on 
September 20 during the 2012 CGA-BC Conference in 
Kelowna. This year’s theme of “Building a Successful 
Practice” will include roundtable discussions about client 
communication, developing professional relationships, 
implementing efficient and effective systems and proce-
dures, and how to evaluate your success. Join us for an 
interactive morning that will provide information about 
public practice issues and offer a great opportunity to 
network and re-connect with colleagues. Conference 
registrations will only be accepted online this year. Regis-
ter for this event at www.cga-bc.org. 

Deadline for the 2013 public practice Advisory 
Group Nominations is october 12
Members in Public Practice who wish to volunteer for the 
2013 Public Practice Advisory Group (PPAG) are invited to 
submit their names for consideration. The PPAG advises 
the Director of Public Practice on matters relating to the 
practice of public accounting and the policies about 
registering and operating public accounting practices. 
In addition, this group recommends policies to ensure 
that the public interest is adequately protected. You are 
eligible to volunteer for the PPAG if you are a CGA-BC 
member engaged or employed in the practice of public 
accounting. Criteria for selection are partially based on 
regional representation, as follows: three candidates from 
the Lower Mainland, one from Southern Vancouver Island 
and two to represent the balance of the province. Please 
submit your Advisory Group Application by October 12 
to Brigitte Ilk, CGA, Manager, Public Practice Research 
and Development, at bilk@cga-bc.org.

Tax and Financial Strategies Course Begins janu-
ary 15, 2013
The next session of the Tax and Financial Strategies Pro-
gram (T&FS) will begin on January 15, 2013. This real-life 
case study approach to tax and financial planning for 
owner-managed businesses addresses the life cycle of a 
business from incorporation through to business succes-
sion and includes dealing with a CRA audit and the death 
of a shareholder. Participants address topics that include 
income tax, HST and GST, the accounting treatment of 
advanced tax issues and correspondence with lawyers. 
This 10-month program consists of semi-monthly tele-
conference discussions and five case study assignments. 
Participants will obtain up to 40 verifiable CPD hours. 
T&FS will be of interest to both new and established 
practitioners seeking to upgrade their skills and improve 
their practices in the area of taxation by providing value-
added services while minimizing the risk of professional 
liability. The course takes an extended break during tax 
season to accommodate workloads at that time of year. 
Visit the public practice area of our website and view the 
Public Practice PD area to obtain course details. 

 

resources, courses and tools of the trade

practiceupdate
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currentassets
retro iphone Case
Why enjoy the slim design of 
an iPhone 4S when you can 
impress passerby with your 
Gordon Gekko style handset 
from bygone years. This device 
might not do much to actually 
amplify the sound or improve 
functionality, but it will cer-
tainly garner a good laugh.
thinkgeek.com

Waterproof Float phone
Great for the summer pool user, 
this is a really handy device. It 
comes in a fully waterproof and 
highly buoyant case. It’s also 
equipped with all the usual 

bells and whistles of a modern 
device, including a 70-number 
phonebook, 3-way conference 
calling and built-in handset 
speakerphone. It has a 12-hour 
talk time on a single charge 
and can be either desk or wall 
mounted. Sure to make a big 
splash in your household.  
hedonics.com

u-Socket with Built-In uSB 
ports
If you, or other members of 
your household are particularly 
tech dependent, this is a great 
way to equip the device-heavy 
areas of your house. These 

power sockets include two 
standard USB ports, which can 
be used to charge an array of 
devices, from iPhones to digital 
cameras.  
hedonics.com

uv Monkey
As summer approaches, here’s 
a handy little device that also 
attaches to your keychain. It 
quickly indicates surround-
ing UV intensity, assisting you 
with sun-block decisions and 
sunburn avoidance. Handy for 
those summer weekends spent 
at the beach.
thinkgeek.com

Earphone Speaker keychain
This clever little device isn’t made 
for people born with a single 
large ear as you might initially 
suspect. It’s actually an external 
speaker that can be attached to 
your car keys for easy storage. 
Handy, useful and sharply priced.
thinkgeek.com

play video Memo
This clever little gadget is 
basically an easy to use video-
messaging centre. It allows you 
to quickly and easily record video 
messages for family and then 
stick the device to the fridge 
and go about your business. It’s 

By trevor hargreaves
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This issue’s Current Assets features a series of gadgets that further your smartphone experience, as well as 
several handy summer devices for use at home or at the beach.

$35.99

$69.99

59.99 $8.99

GADGETS
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certainly a stellar replacement for 
dry erase marker boards. It also 
has a standby time of 45 days 
with onboard messages, and up 
to 6 months without.  
nativeunion.com

iphone Silicone Dust Cover 
protector Cap Set
An iPhone isn’t a cheap invest-
ment, and the iPhone port is an 
exposed area that’s easily dam-
aged or contaminated by dust, 
dirt and pocket lint. Enter this 
handy gadget, which protects 
this exposed area and thereby 
prolongs the life of the phone.
gadgetplus.ca

Acer Aspire one 756 Netbook
The thing about netbooks is that 
they’re often cheap and therefore 
underpowered and slow. Acer 
has begun to challenge this in-
dustry standard with their Aspire 
One 756 series, which comes 
with a choice of Intel Celeron or 
Intel Pentium processors. This line 
of netbooks is also torqued up 
with 4GB of RAM (2GB standard), 
Intel HD graphics, Microsoft Win-
dows 7 and a screen resolution 
of 1366 x 768 pixels. All in, this is 
a powerhouse line-up of features 
for a tiny device. Well worth your 
consideration if you have need 
of a small, but multi-tasking tool. 
Still a few months away from 

market availability, there’s no 
word on pricing yet. But as it’s a 
netbook, it’s safe to assume that 
despite likely being on the upper 
end of that pricing scale, it’ll still 
be very reasonable compared to 
a standard laptop.
acer.ca

$8.99

price TBA

$2.99

>

AppS

vintage video Maker
By now, odds are that if you haven’t 
actually used Instagram, you’ve at 
least heard about it. Facebook, as we 
all know, bought this cool little App 
for a billion dollars a few weeks back. 
The ability to texture and add effects 
to your photos with ease made this 
app extremely popular.  The Vintage 
Video Maker basically emulates the 
features of Instagram but applies 
them to the video format. Rather 
than converting still images to look 
like Polaroid photos, this app makes 
your video footage look like Super 8 
home video from the 1960’s (along 
with a range of other aged kitsch-
video options).  
iTunes.apple.com



snapshots
Above, bottom right: ‘Tax detective’ 
Eileen Reppenhagen, CGA, and Rita 
Caron, CGA, Senior Accountant with 
Heming, Wyborn & Grewal, attended 
the event to help explain the ben-
efits of the CGA program to eager 
students.

Opposite, bottom left: CGA-BC 
Chair Cindy Choi, FCGA, delivered 
the keynote address to more than 
120 business students from the 
University of the Fraser Valley at the 
Newlands Golf & Country Club in 
Langley on March 12.

Fraser valley Connect 2012
Above, bottom left: Neil Focht, 
Accounting Manager for Enter-
prise Holdings, was one of the 
representatives from the many 
Partners in Employment Program 
employers who participated in 
the event.
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Opposite, top left: Bruce Hurst, 
FCGA, was one of the event’s 
featured speakers, joining his Reid 
Hurst Nagy Inc. partner John Nagy, 
FCGA, to present a seminar titled 
‘Staring at the Bark – How to Train 
Staff to See the Big Picture.’  

Opposite, top right and above top 
left: Gabrielle Loren, CGA, and Gor-
don Chan, FCGA, attended the in-
augural Practitioners Symposium, 
which featured great speakers, 
practical tools and tips, and lots of 
networking among practitioners.

Above, bottom right: (left to right): 
Joan Wallwork, CGA, accounting 
faculty member, Kwantlen Poly-
technic University; Brian Friedrich, 
FCGA, member of the CGA-BC 
Board of Governors; and Aaron 
Collins, CGA, Assurance Services 

and Business Advisor, MNP.

Above, top right: Janet Kirby, CGA, 
who is current chair of the Public 
Practice Advisory Group, chaired 
the Symposium’s Best Practices 
Panel.  

2012 practioners Symposium
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partingshot

In each issue of Outlook, we profile a member or CGA 
student who is helping to build the CGA brand. This month 
we spoke with

Controller, Ferrari Maserati of Vancouver

By Patrick Schryburt

alexandra Korneshuk, 
Cga student

Tell us about your em-
ployment history and the 
career path you followed 
to get to this position.
When I was still in high 
school, I started working at 
a car dealership as a recep-
tionist. I continued working 
there through college – 
where I was taking mostly 
science courses – and the 
dealership started giving 
me small accounting-relat-
ed tasks, mostly account 
reconciliations, which I 
found very enjoyable. This 
piqued my interest and led 
me to research different 
career options, after which I 
decided to enroll in the Ac-
counting Diploma program 
at BCIT. 

After graduating from 
BCIT, I worked briefly for 
another car dealership as 
a Junior Accountant, but 
the job did not prove to be 
challenging and after a bit 
of a search, I was offered 
an opportunity to work 
for Earls Restaurants’ head 
office as an Assistant Re-
gional Controller. I was later 

promoted to the role of 
Assistant Corporate Control-
ler. About a year after that I 
was offered an opportunity 
to work for Intrawest ULC 
as a Senior Corporate Ac-
countant. I worked for three 
years with Intrawest, but I 
was looking for new chal-
lenges and when this posi-
tion came along I jumped at 
it. I believe my experience 
in the auto industry and 
corporate accounting was 
what made my current posi-
tion a good fit for both me 
and my employer.

Can you briefly describe 
your current role/respon-
sibilities with Ferrari 
Maserati? 
As a Controller at Fer-
rari Maserati of Vancouver 
I oversee the financial, 
treasury and strategic 
business functions of the 
organization.

What do you enjoy most 
about your job? 
I enjoy the challenges that 
my job presents and new 
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opportunities to learn not 
just accounting, but a variety 
of other skills. 

Have you ever driven a 
Ferrari or a Maserati? 
What was the experience 
like?
Yes, I have driven both. The 
experience was thrilling! Hav-
ing that much horsepower 
under your foot is almost 
scary.

Are you able to give spe-
cial deals for CGAs?
We will always take care of 
friends and family!

What do you like most 
about accounting as a 
career choice?
I think accounting as a career 
is very flexible and provides 
many opportunities for 
employment in a variety of 
industries and fields, as well 
as offering a foundation of 
knowledge that can be ben-
eficial in any business.

Why did you choose CGA 
for your professional ac-
counting designation? 
For me personally, CGA 
offered the most flexible 
education option that would 
assist me in many different 
career paths. I feel that the 
education and practical 
experience requirements of 
the CGA program have pre-
pared me well to take on the 
variety of challenges I may 
encounter in my career.

You recently participated 
in a panel discussion at 
CGA-BC’s recruiting event 
for BCIT students. What 
prompted you to partici-
pate?
When I was a student at BCIT, 
I remember having a lot 
of questions and concerns 
about different education 
paths and career choices, 
but not a lot of people to 
get this advice from. It is 
completely different talking 
to and getting advice from 
a counsellor, compared to 
the person who has recently 
gone through the same 
experience. By attending 
the event and participat-
ing in the discussion panel 
I simply wanted to answer 
the questions that I know 
current students had and to 
eliminate some of the fear 
and uncertainty about their 
future career choices.

What are your favourite 
hobbies?
I recently completed my 
first triathlon, which was 
both very challenging and 
enjoyable. It sparked a new 
interest in sports and I look 
forward to doing more in the 
future.

What’s the secret to 
achieving good work/life 
balance?
Having extremely support-
ive and patient family and 
friends. I could not have 
done this without them! 
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BUY AND HOLD 
Value at the end of 2011 
of a $10,000 investment 
in the S&P 500 first made 
in 1964: 

$639,700
Value in 2011 of a similar 
$10,000 investment in 
Warren Buffett’s Berkshire 
Hathaway: 

$51.3 million

DUTCH DISEASE?
Percentage of Canada’s GDP derived from 
oil exports: 

6.49%
Percentage for the Netherlands: 

10.41%
Percentage for Saudi Arabia: 

52.34%

NEW BOX OFFICE 
RECORD
Opening weekend gross 
receipts for the movie 
‘The Avengers’: 

$207 million
Total worldwide gross 
receipts one month 
after its release: 

$1.36 billion
Estimated production 
costs for the movie: 

$220 million
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PHONE NUMBERS
Smartphones sold by 
Samsung in the first 
quarter of 2012: 

42.2 million
Smartphones sold by 
Apple in the same 
period: 

35.1 million
Smartphones sold by 
Research in Motion: 

9.7 million
Samsung’s year-over-
year change in sales: 

267%
Apple’s change in sales: 

89%
RIM’s change in sales: 

-30%

ISLAND LIFE
Current list price to pur-
chase James Island, near 
Sydney, B.C.: 

$78 million
Size of the island in 
hectares: 

342
Number of Jack Nicklaus-
designed golf courses 
on the property: 

1
Number of mock west-
ern ghost towns on the 
island: 

1
Price paid for the island 
in 1994 by Seattle 
billionaire Craig McCaw: 

$26 million



Be the one to advise your 
clients...or someone else will.

The Robinson Group Inc.
June Borlé: 604.874.4429  Fax: 604.873.5600 

Toll Free: 1.888.880.2266  Email: june@trustedadvisor.ca

www.trustedadvisor.ca

Recent Revenue Canada (CRA) Federal legislation now allows business owners 
to fully tax deduct 100% of their healthcare costs as a business expense using 
a Private Health Services Plan.

Who qualifies?
Anyone who owns a business of any size, employees and dependents. 
No health questions or age limits. This is not insurance..

What’s covered?
100% of virtually all dental and medical expenses. Visit our website
www.trustedadvisor.ca for a complete list

What’s the cost?
There is a one-time set-up fee plus applicable taxes. The additional cost is 10%
administration fee plus applicable taxes, depending on which province you live in.

Who uses a Private Health Services Plan?
Business owners who:

> do not qualify for group insurance or find it too expensive
> find group insurance coverage too restrictive; i.e.; orthodontics
> have sick child or spouse
> want front of line treatment
> want to write-off child support relating to healthcare expenses
> large groups who have been struggling with significant cost 

increases each year.

Healthcare Costs $1600 Healthcare Costs $1600

(3% of net income) Deduct $1500 Admin Fee (10%) $  160

Available for credit $100 Tax-deductible total $1760

Tax Credit* $25 Tax Deduction$1760
EXAMPLE:
Net income of $50,000 per year with family medical expenses of $1600

*Based on a combined Federal and Provincial rate of 25%. 

Acupuncture
Alcoholism Treatment
Ambulance
Anesthetist
Attendant Care
Birth Control Pills
Blood tests
Catscan
Chinese medicine
Chiropractor
Crowns
Dental Treatment
Dental Implants
Dental X-rays
Dentures
Dermatologist
Detoxification Clinic
Diagnostic Fees
Dietitian
Drug Addiction
Therapy
Eyeglasses
Fertility Treatments
Guide Dog
Hair Transplant
Hearing Aid and
Batteries
Hospital Bills
Insulin Treatments
Lab Tests
Laser Eye Surgery
Lodging (away from
home for outpatient
care)

MRI
Naturopath
Nursing Home (incl.
board & meals)
Optician
Oral Surgery
Orthodontist
Orthopedist
Osteopath
Out-of-Country
Medical Expenses
Physician
Physiotherapist
Prescription Medicine
Psychiatrist
Psychologist
Psychotherapy
Registered Massage
Therapy
Renovations &
Alterations to
Dwelling 
(for severe &
prolonged
impairments)
Special School Costs
for the Handicapped
Surgeon
Transportation
Expenses (relative to
health care)
Viagra
Vitamins (if prescribed)
Wheelchair
X rays

A partial list of qualified expenses:

Note: This is a partial list. All allowable
expenses must qualify as outlined in the
Income Tax Act

Certified General Accountants
We’ve made Private Health Services
Plans cookie-cutter simple!

Why are your clients doing this
with their healthcare expenses?

When they could 
be doing this!

CGA-coverad-Jan2011_RobinsonGroup  14/01/11  8:25 PM  Page 1



But it’s who  
you know that  
really counts

She came to us.  

Shouldn’t you?

604-682-8367
1800 - 777 Hornby St., Vancouver 

www.angusone.com 

VANCOUVER | CALGARY


