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In sharp contrast to the 
branded pharmaceutical market, 
which has stalled in this difficult 
economy, the generic drug market 
is enjoying financial success. 

The generics market remains 
a major growth area in the global 
healthcare market. That growth 
has been partly driven by cost 
containment in several national 
healthcare sectors, with govern-
ments seeking to promote 

  

By doug watt

homeland affinity
It’s been six years since the federal government moved to scrap  
foreign content limits in registered plans in an effort to open up the 
market to international investments. Yet Canadians still prefer 
investing closer to home

Just like many advisors, 
Robert Abboud has less-
than-fond memories of 
the foreign property rule, which 
imposed a 30% limit on foreign 
securities in registered plans.

“Administratively, it was tor-

ture. It was something you 
had to track and there was 
a penalty if you went over 
the limit,” says Abboud, 

an advisor with Wealth Strate-

gies/Raymond James in Orleans, 
Ontario, recalling the additional 
paperwork involved in comply-
ing with the rule, especially for 
offbook accounts. 

“It was a real pain for us as 
planners because the book value 
of registered plans was recalcu-
lated on a monthly basis and 
there was a 1% penalty applica-
ble when the 30% threshold was 
exceeded,” adds Jeanette Brox, 
a CFP with Investors Group in 
Toronto. “That’s a nightmare for 
someone with a big book.

“It was a challenge, and you 
really had to be organized,” Brox 
says. 

The rule was scrapped in 2005, 
opening the door to interna-

strategic intelligence for advisors
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You have a plan.

You resist temptation.

You are a creature of commitment.

You invest with Trimark.

news now. Investment demand in the 
silver industry is increasing, and 
supply just can’t keep pace. This 
skewed supply and demand is 

moderated By kanupriya vashisht 

faceoff: will silver keep its sheen?
Two experts discuss whether this precious metal is a sound investment

likely to further push silver quite 
dramatically.

From an investment perspective, 
silver is trending higher for many 
of the same reasons as gold. Like 
gold, silver is one of the few assets 
not associated with any liabilities, 
or linked to a promise of payment 
by a government or company. And 
unlike paper money, it cannot vashisht

som seif, 
president & ceo, claymore  

investments inc

bullish on silver 
Demand outstripping 
supply 
We’re bullish on silver right 

globalrepOrT
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By chip Brian

investor 
panacea?
Generic drug sector 
holding its own

news
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p.15-19 globalrepOrT

Home bias; Foreign 
indirect investment;  
Opportunities in 
emerging markets

p.2-3 news 
Faceoff: silver; Generic drug 
sector 

p.4 complIance 
Securities regulators in Canada 
not pulling up their socks

p.8-12 Investments
Improve pensions 
by aiming for per-
centage of salary; 
Fixed-income eTFs 

work for advisors; Not simple to 
invest in commodities

p.13-14, 20 tax
Tax on equity-
based compensa-
tion; rrSp or  
TFSA for your 

laid-off client?; Can’t write off 
expenses related to exploring  
pre-business activity

p.21-22 YourprACTICe 
eight secrets to success; Unlock 
clients’ potential by understanding 
their behaviours

p.23-24 estate 
plANNING
Trustee duties explained

p.25-28 Insurance
Importance of a specialized  
p&C review; GMWBs must evolve 
to attract younger clients

p.30 FInalWOrDS 
Impact investing newest asset 
class on the block

Whether you tweet,  
facebook or are linkedin,  
stay connected with  
the social advisor.
http://www.advisor.ca/microsite/social

part 
one part 

two
in December

See page 00 for more information.
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People are using more information than ever before. What types of companies will find new growth opportunities in this rapidly changing ecosystem? The challenge is not just in understand-ing the technology, but also the fundamental shifts in human com-munication behaviour. Driven by high broadband pen-etration, maturing “social 

  

news “All you need is love” is probably not what Beatle Paul McCartney hummed after his 

$50-million divorce from Heather Mills in 2008. In hindsight, he also needed a prenuptial agreement.

According to the latest Sta-tistics Canada research, 43% of marriages are expected to end in divorce before the 50th wedding anniversary. In a 2009 study by Dr. Anne-Marie Lambert of York  University, of those individuals facing divorce, approximately  70% of men and 58% of women will remarry. Remarriage is more common among immigrants than 

Canadian-born citizens, and in Quebec, remarriage has become a minority phenomenon because of a preference for cohabitation.A divorce can lower personal wealth, so creating a strategy to preserve individual wealth for those embarking on a second marriage is even more important, as their first marriage has likely eroded their net worth. 

news

By DEan Dispalatro

TacTical advanTageTactical asset allocation can be tricky;  
here’s what it is and how it’s done

news should investors chisel their portfolios onto granite and wait them out for the long haul, regardless of what happens in the markets on a monthly, quarterly or yearly basis? Or should money managers take a more flexible approach to the way they slice up their clients’ asset class percentages? Two top portfolio managers answer this question by explain-ing the difference between stra-tegic and tactical asset allocation, and how and when to employ  the latter.  

Strategic vs. tactical Let’s say you’ve assessed your client’s risk tolerance and invest-ment goals for the next five or ten years, and on this basis construct-ed a portfolio with 60% invested in equities and 40% in bonds (see illustration, this page). 

By chip Brian

net stocks trending upInternet Information Provider Sector showing strong results

By rayann huang

Round twoHow to protect your clients’ assets  
in second marriages

Dispalatro

equiTy
TaRgeT 
60%

equiTy

Range 40% To 70%

of which:
 TaRgeT Range

Canadian equity  30% 
20-40%US equity 

 20% 
15-25%International equity  10% 
5-15%

70%

40%

Source: Adapted from “From Conflict to Trust: 
How Mutual Funds Manage Conflicts of Interest” by André Fok Kam

▼
4

▼
2

30%

P.6 FinAnciAlPlAnnIngDespite federal budget, IPPs can aid executive  retirement planning 
P.2-4 news Tactical asset allocation; Informa-tion Provider sector; How to protect your clients’ assets in second marriages

P.8-10 inVesTMenTs Watching the ETF category grow up; What to watch for on cash flow statements

P.11-12 YOURPrACTICETime to update how you segment your clients;  To attract HnW clients, put together a plan
P.13-14 insURAnceHow to pick a HnW property  & casualty insurer; It’s important to supervise your client’s good health declaration

P.15-16 TAx 
When a broker  may be liable to  a beneficiary;  CrA’s fairness provisions not always fair

P.16-17, 25 esTATe PlAnnIng
Easy way to be a philanthropist; Combine life  annuity and life insurance policies for business owners; Issues with passing on the family cottage

P.26 FinAlWOrDS Advisor has first-hand knowledge of donor-advised funds

fixed incomeRange 30% To 60%

fixed incomeTaRgeT 
40%

60%

stratEgic intElligEncE for aDvisors

This is the client’s strategic asset mix, also referred to as the strategic baseline or neu-tral weight. The term strategic is used because the portfolio’s asset mix represents a plan of action for  achieving a certain level of growth over a longer time horizon, says Geoff Stein, portfolio manager in the Global Asset Allocation Group at Fidelity Management &  Research Company. But a lot can happen between the inception of the portfolio and the end of the ten-year period that defines the time horizon the cli-ent’s investment goals are pinned to. This is where tactical asset allo-cation comes into play.“Tactical asset allocation refers to the flexibility you bring into the process of deploying capital,” says Stein. “Advisors shift money on a shorter-term basis — a period of weeks or months — 
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PowerShares ETFsDestination TSX
Brought to you by

Commissions, management fees and expenses may all be associated with investments in exchange-traded funds. Exchange-traded funds are not guaranteed, their values change frequently and past performance 

may not be repeated. Please read the prospectus before investing. Copies are available from Invesco at www.powershares.ca. This ad was produced by Invesco Canada Ltd. Invesco and all associated trademarks are 

trademarks of Invesco Holding Company Limited, used under licence. PowerShares® is a registered trademark of Invesco PowerShares Capital Management LLC (Invesco PowerShares). © Invesco Canada Ltd., 2011

have returned to  Advisor.ca
www.AdVisOR.cA/FORUM
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REPORT
Editorial Overview 
Advisor’s Edge Report is a key source of strategic intelligence for Canadian investment advisors. Each issue boasts exclusive 
content to keep advisors apprised of industry developments, the latest research, and news items that affect the way they do 
business. We also feature a Face-Off column that squares off two advisors on a controversial topic. And, in AER’s departments, 
Canada’s top advisors share their secrets about how best to apply investment and insurance solutions, and deploy finance, tax 
and estate planning strategies.
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Emotions frequently run high in the equity markets, but lately the rollercoaster is aston-ishing. On Aug. 17, the Dow Jones Industrial Average crossed the unchanged level 37 times, ranging between a loss of near 84 and a gain of near 124 before ending the trading day essentially unchanged. 
Risk aversion has generated declines throughout equity mar-kets. Sentiment has lifted volatility in a generalized atmosphere 

  

nEws

By raf Brusilow

Multiple choiceThere are many options to fund a child’s  
education, not just RESPs

nEws A good education doesn’t come cheap. Even when counting subsidies, the costs of studying and liv-ing as a student can reach a small fortune. So many parents look for ways to save for their kids’ educa-tion even before the children are out of diapers.
The key to smart saving is to start early. It’s easy for clients to get caught up in immediate parenting duties and forget to take steps that will eventually help their child pay 

By chip Brian

plugging in

Brusilow

▼
2

▼
3

P.24 
FinAnciAlPlanningBonuses can tempt workers to lie about productivity

P.2-4 nEws Many educational funding choices; Diversified Utilities  sector; Faceoff: bond funds
P.8-11 inVEsTMEnTs good advisors don’t let clients run out of money; Mechanics of calculating alpha; The notes to the financial state-ments

P.12-13 coMPliAncEHow to advise clients in risky times; What the regulators say about whistleblowing
P.14 yourPRacTicEa company eschews marketing; How to leverage your time and partners to get ahead

P.16-17 TAx Difficult to distinguish estates from other trusts; Donating frequent flyer miles can have unintended consequences

P.18-23 insurAncETen P&c insurance questions to add to your needs assessment; Reduce the time it takes to get policies approved; Talking about juvenile insurance

P.26 FinAlWORDS Seasonality affects investments

strategic intelligence for advisors

for education costs. “You want to get the power of time on your side,” says Dennis Tew, CFO at Franklin Templeton Investments. “And if there’s more than one child involved, it’s going to be even more of a burden if you don’t  plan ahead.” 
The most obvious option is the Registered Education Savings Plan (RESP), an investment account meant to store money for a child’s studies after high school. There’s 

no annual contribution limit, and the lifetime limit is $50,000  per child.
Payments made are eligible for free money from Canada Educa-tion Savings Grants (CESG). For every dollar up to $2,500 invested into an RESP each year, the Gov-ernment of Canada will contribute 20% — so the maximum annual grant amount is $500. For low-income families, an additional CESG payment above the basic amount is available (see 

sidebar, “More grant money for low-income families,” page 2). If they miss contributing one year, parents can contribute up to $5,000 and receive up to $1,000 in grants the following year. Liquidity in an RESP is restricted, similar to other long-term investment accounts. They’re solely intended for education costs, so if the child chooses not to pur-sue education after high school, the investment earnings within the RESP will be subject to a client’s regular income tax level, plus 20% when accessed for other uses. Clients will get back their RESP contributions tax-free, but must return all grant money 
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You have a plan.You resist temptation.You are a creature of commitment.
You invest with Trimark.

nEws

and bond prices will fall. But bond investors shouldn’t panic. High-quality bonds are less volatile than  

moderated By kanupriya vashisht FaceoFF: buy bond funds or not?
Two advisors weigh in on whether investors should stay in bond funds

stocks even during rising rates. Unless you’re holding  long-term bonds, you should recover quickly from any decline in bond prices. 
When it comes to sensible investing, economist Benjamin Graham wrote, “If you don’t know how to spread your assets, put half in stocks, and the other half in bonds 

vashisht

Buy, But diversiFy Dan Hallett is director of 
asset management at highview 
financial group.

With the prospect of a gradual recovery — despite the volatility of the last couple of weeks — interest rates will eventually rise, 

a. TFSA
b. reSp
c. in TruST

d. FormAl TruST

The TFSA is superior to the RESP once parents have maxed out  

the free grant money because the TFSA’s flexibility and structure 

make it a more efficient use of resources.

advisor.ca/yourbusi-

too Busy?no tiMe to Build your Book?

inside
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Issue Features Important Dates

closing material mailing

January

• Portfolio changes for people in transition (separation/
divorce, recently widowed, and health changes) 

• FaceOff: How do you harness volatility to benefit 
clients?

December 28 January 4 January 16

February • �How to stress test a portfolio
• FaceOff: Can Critical Insurance sell in Canada? January 25 February 1st February 13

March
• �Alternative investments – themed takeover of issue
• FaceOff: Can you sell something your client doesn’t 

understand?
February 22 February 29 March 12

April • �Covered call strategies
• FaceOff: Do you need your options license? March 21 March 28 April 9

May • How do you quantify risk and avoid box ticking?
• FaceOff: Is diversification dead? April 25 May 2 May 14

June • �Distributors Conference special coverage
• FaceOff: Will the MFDA survive? May 30 June 6 June 18

July
• �The new face of commodity investing
• FaceOff: Are municipal bonds right for Canadian 

clients
July 4 July 11 July 23

August • �The changing shape of retirement income
• FaceOff: Should your clients work until they’re 68? August 1st August 8 August 20

September

• �RESPs: What do you do if your client’s kid doesn’t go 
to school?

• FaceOff: Are registered plans the best choice for 
education savings?

August 29 Septembre 5 September 17

October • �How to combine products effectively 
• �FaceOff: Using a specialist versus having the license September 27 October 2 October 15 

November
• �Have retirement draw rates changed? What’s a safe %?
• FaceOff: Is it a must for clients to pay their mortgage 

before retiring?
October 24 October 31 November 12

December • �The year ahead – investment trends for 2013
• FaceOff: Dollar cost averaging. Does it really work? November 21 November 28 December 10

Editorial CALeNDaR 
Twelve times a year, Advisor’s Edge Report’s expert writers provide their colleagues technical help, new ideas, 
and food for thought.
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				  Width	 Depth

	 Full Tabloid page	 10.8125	 16.625
	 1/2 page	 10.0625	 8.3125
	 Magazine page	 7.875	 10.75
	 1/4 page	 4.8125	 8.3125
	 1/6 page banner	 8	 2.3125
	 1/3 page banner	 10.0625	 5.375
	 1/3 page square	 8	 7
	 1/4 page banner	 10.0625	 4
	 2/3 page 	 10.0625	 10.75
	 Ear Lug	 1.875	 2.25
	 Banner ad opposite mailing label	 1	 6.0938

b) Trim size
10.8125 wide x 16.625 deep (275 mm x 422 mm)

c) Full tabloid page
Allow 1/4” (6 mm) bleed on all four sides of the ad.
• �Single-page bleed size is 11.3125” x 17.25” (287 mm x 438 mm).  

Type safety zone is 9.8125” x 15.625” (249 mm x 397 mm).
• �Double-page spread bleed size is 22.375” x 17.25”  

(568 mm x 438 mm). DPS type safety zone is 19.625” x 15.625” 
(498 mm x 397 mm).  
Allow 1/4” (6 mm) on each side of gutter.

d) Digital files advertising specifications
Magazines Canada AdDirect is a free, web based ad portal 
designed to streamline the ad delivery process.
1) go to https://addirect.sendmyad.com
2) upload, preflight and review your ad
3) approve your ad, and it is automatically sent

NOTE: Publisher is NOT RESPONSIBLE for line-up of type  
or image running through the gutter on spreads or single 
page to adjacent insert. Running type or image through 
the gutter is STRONGLY discouraged.

e) Method of printing
Offset

f) Method of binding
Saddle stitch

INSERTS/POLYBAG
Rates and quantities are available on request

COMMISSION
a) �Agency Commission: 15% of gross billing allowed on space, 

colour, bleed, position and the cost of special insert paper 
charges to recognized advertising agencies only.

b) �Prices are subject to the sales taxes where applicable.  
Prices are subject to change.

c) �Accounts are payable at the office of publication in Canadian  
funds or their equivalent at the prevailing rate of exchange at  
the time of payment.
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