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PRACTICE

tems in place to deliver that value
consistently to each client, you're
ready to capture big opportunities.
It's worth mentioning that many
advisors skip the first two steps of
the ASC model and go straight to
capturing opportunities. In our
experience, the only result worth
mentioning is a revolving door of
clients and a lot of bad will.

Once you've taken care of
Articulate and Systemize, you'll
have the time freed up to capture
as many opportunities as desired.
Here are some of them:

Referrals — from your existing client
base, or from a list of qualified
prospects.

Centres of influence — professional
sources who represent a referral
source.

Hidden revenue — encourage existing
clients to consolidate, or to involve
you in more complex financial
solutions.

Niche — capture new business
based on a common theme among

your top 30 clients.

Associations — represent niche target
markets that can provide a life-long
source of business.

As each year passes this ASC
model becomes a catalyst for fur-
ther growth: the more you imple-
ment the model, the more your
ideal clients will be attracted to
you. Invest in the model this year
and you will lay down a foundation
for every subsequent year. As the
years pass as you tweak your sys-
tem your “investment” will contin-
ue to produce bigger results for
your practice. AER
Jeff Thorsteinson is the creator of
YouFoundation, an organization that helps
investment advisors build world-class
practices through innovative concepts, tools,
and systems. With over 3,000 investment
advisor projects and cases bebind bim,

Jeff now also delivers practice-building
wor/esbop to finamial advisors. Contact
jeff@youfoundation.com or 1 800-
223-9332, ext. 1, for more information
about YouFoundation, or visit the web site

at wwwyovg(oundation.[om

CRA Warns On RCA Abuses

BY DOUG WATT

An internal letter obtained from
the Canada Revenue Agency sug-
gests the tax authority intends to
crackdown on what they consider
abusive use of retirement com-
pensation arrangements.

A recent newsletter from
Retirement Compensation Fund-
ing Inc. highlighted the CRA’s
response to a question from an
assessment office on the
deductibility of employees’ con-
tributions to an RCA. In its
newsletter the firm said the tax
authority used the question as a
“‘platform to address what they
consider to be abusive in the use
of RCAs for tax planning pur-
poses and to instruct CRA
employees what facts to consider
when reviewing an RCA.”

The CRA letter reads, “'It has

recently come to our attention
that innovative tax plans pur-
ported to be RCAs are being
marketed and promoted to allow
both employers and employees to
avoid tax and offer further bene-
fits to employees over and above
those offered to registered plans.
“For this reason, excessive
contribution amounts and/or sus-
picious activities involving the
use of an RCA .. .should be
flagged for further review.”
RCAs are designed to provide
supplemental pension benefits for
senior executives and owner-man-
agers. They are also used to provide
pension benefits to an employee
or an employee group in situations
where a company does not have a
registered pension plan in place.
RCF says it has examined

some employer/employee contri-
bution arrangements being mar-
keted, which would be considered
“‘clearly abusive’ by CRA.

The CRA’s letter supports a
conservative position on RCAs,
RCF adds. For example, if a com-
pany had a money purchase pen-
sion plan that required employee
and employer contributions, and
an RCA was established to cover
employees hurt by the cap on
money purchase plan contribu-
tions, it would be acceptable for
the RCA to require employee and
employer contributions in the
same proportion, provided the
employee’s contribution does not
exceed 50%.

In its newsletter, RCF strongly
recommends that clients only use
RCAs for legitimate pension pur-
poses. 'In questionable areas,
seeking an advance tax ruling is
the most prudent decision one

could make.” AER
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For over 50 years, the Portfolio Managers at Leon Frazer & Associates have been building long-term wealth in the IA Canadian Conservative Equity Fund. Their
expertise has rewarded investors with one of the most successful and lowest risk funds in its category.

It is said that anything worth having comes with hard work and patience. Realizing lifelong dreams requires a clear vision, sound advice and a solid strategy. Let us
share the commitment to your clients’ financial wellbeing.

To learn more about the IA Canadian Conservative Equity Fund, and our flexible sales options, call your Industrial Alliance Sales Director at 1-877-876-6989 or
visit us online at www.iafunds.com.

IA Canadian Conservative Equity Fund

As at Dec 31/05

Fund Return

20.9%

17.0% 10.3%

15.0% 10.6%

10.1%

Quartile Rank*

*Source: Morningstar Paltrak
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Morningstar Ratings reflect performance as at November 30, 2005 and are subject to change monthly. © Morningstar Research Inc. All rights reserved. To learn more about Morningstar Rating
system please go to www.morningstar.ca. R Funds, IA Funds and Distinction Portfolios are Funds offered by Industrial Alliance Fund Management Inc. The indicated rates of return as of
December 31, 2005 are historical annual compounded total returns are provided for 1, 3, 5, 10, 20 and 55 years. The stated returns include changes in unit value and reinvestment of all
distributions and do not take into account sales, redemption, optional charges or income taxes payable by any investor that would have reduced returns. Sales commissions, trailing commis-
sions, management fees and expenses all may be associated with mutual fund investments. Mutual funds are not guaranteed, their values change frequently and past performance may not be
repeated. Please carefully read the prospectus before investing. You can acquire a prospectus by contacting your advisor or by visiting our website at www.iafunds.com.




