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There Is A Time
For All Seasons,
So Let’s Play Ball!

by Victor Didkowsky, CFP

st as in nature where the universe

ictates when the seasons should come

nd go, so it is in the wealth manage-
ment universe.

As you know, I believe in buying quality assets,
having a well diversified portfolio that provides
the shock absorbers to keep you from bounc-
ing around too much, avoiding making deci-
sions based on emotion (95% of your success
is determined by that). It also goes without
saying, have a plan so that you know where
you are going. Buy, hold and prosper has be-
come a well-publicized tag line, and for the
most part, I agree with that. However, the real-
ity is that the market presents to its players
various playing fields. Some of those fields
(periods of time) are better suited for the slow
and steady buy and hold players, while at
other times the more agile active trading play-
ers seem to do better. With all of this volatility
and the probability that we may not yet be
finished with it for another year or two
(depending on wars, Kyoto, corporate scandals
and other surprises) it may well be the time
that active trading players or alternative strate-
gies should enter into your portfolio.

It's very sad that I can add between 300-3000
basis points in additional value to your portfo-
lio (100-200 is considered excellent), but still
we are not making money. Long-term, we
obviously have structured a great base for
systematic wealth creation and preservation.
However in the short-term, it would be nice to
see some positive numbers on the page.

First and foremost, those of you who
beeded my words last winter and this
spring when I spoke about BDC
(Business Development Corporation)
Managed Future Offerings have lots to
celebrate; try returns up to 24.9% !

You may say, that's great, but at what
risk? None. The Government of Canada guar-
antees the principal and 2 minimum rate of

return. The additional upside is you actually
get what the pooled contracts return to the
investors, which has averaged more than 12%
annually over the last forty-five years. Another
added benefit is that there is no direct correla-
tion to the stock market. Therefore, it is a
great addition to any portfolio. Very large pen-
sion funds and mammoth corporate investors
have used these instruments for hundreds of
years to smooth out their returns. Now you
can also participate in them for as little as a
couple thousand dollars, thanks to the co-
operation of our government (they had to
come up with something good at some point),
the Business Development Corporation (a
Crown lending corporation) and Tricycle Asset
Management (the future contract experts).

A second idea you may want to consider is a
unique pooled hedge fund offering from
Mackenzie Financial. It has only been around
since January 2, 2001, but over that short-
term span has out performed the $ & P 500 in
Canadian dollars by 32.1% and the TSX (the
old TSE) by almost 28% net of all fees and
expenses. The investment style, principles and
instruments have been around for ever al-
most, but once again up to a year and a half
ago it was a very risky arena to play in and
required a great deal of expertise and money.

The one thing I especially like about this
unique vehicle is that it will give us exposure
to a multiple of alternative investment vehicles
and strategies including, but not limited to,
shorting stocks, various arbitrage, event driven
and global macro strategies. As you know, I
never make any recommendations until I can
convince myself that it is sound, works in real
life and is a good complement for your portfo-
lio.

Both of these strategies gravitate to-
wards reducing volatility, adding to
Dortfolio performance, and allowing
us, on a systematic and methodical
basis, to participate as more agile and
active trading players. I believe it is in
their court that we will be playing for
the next few years.

Please give me a call at 244-7400 so we can
discuss the suitability of these alternative
investment options for you and how they
may impact your porifolio.

Protection
from the odds

ealth, wealth and happiness

is what we all want, but with-
out health your wealth quickly vanishes
as well as your happiness.

One in four Canadians suffer from
some sort of cardiovascular disease and
one in three will develop life-threatening
cancer. Seventy five thousand (75,000)
people will have a heart attack every
year. One hundred and twenty five
thousand (125,000) new cancer cases
are recorded every year.

With medical advancements 75% of all
stroke victims survive. That's great, but
the problem is the high financial cost of
survival. Where is the money going to
come from?

Will your survival become your
tomb of poverty and will it drag
down your family as well?

Marcus Barnard, brother of Christian
Barnard the famous South Africa heart
transplant surgeon, pioneered “critical
illness” risk protection. Critical illness
is a living benefit. It provides a one-
time lump sum payment to look after
you, your family, and your dignity. Did
you know that the average age for a
claimant is 41 . . . so young,

Choice, dignity and freedom is what
money represents to most of us, call me
to find out more.
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A Little Known
Fact

0 you realize that you have a

Board of Advisors, comprised

of people such as yourself acting

as the rudder and guiding the
direction of the Networth Asset Management
practice? Each of these individuals brings a
wealth of knowledge, experience and talent.
The common thread is that they are all cli-
ents, in addition to being friends. Each has a
keen interest in the direction that the practice
takes and in ensuring its success. Over the
years we have examined, developed, modified
and debated such topics as our web site,
internet presence, security, reporting, ac-
countability, adding value, services provided,
practice management, methodology, market-
ing, development, growth, positioning and the
list goes on.

“No man is so foolish but he may some-
times give another good counsel, and no
man is so wise that he may not easily err if
he takes no other counsel than his own. He
that is taught only by himself has a fool for
a master.” Ben Jobnson

Meet Our Board
of Advisors:

Barry Bergos
Barry is a senior executive in the oil and
gas industry and has been in the geophysi-
cal industry for over 25 years.

Why I choose to be on the Networth
Asset Management Advisory Board?

I was very honored to be asked by Victor to
be a part of the Advisory Board. The Advi-
sory Board is a great idea that allows a fo-
cus group of clients to help Networth Asset
Management achieve its goals while main-
taining the core reason for the success it
has achieved so far.

Bob Faught
Bob is president and co-owner of Northern
Edge Solutions Inc. and has been involved
in the IT industry for 20 years.

Why I choose to be on the Networth
Asset Management Advisory Board?

The Advisory Board of Networth allows me
the opportunity to provide input to what I
believe is something unique to the Finan-
cial Planning industry. As a business
owner [ applaud Victor’s approach in tak-
ing input from an Advisory Board. It makes
good business sense!

Julie Gibson
Julie has been an active realtor with Re/Max
in Calgary for over 16 years. The primary
focus of her business is residential sales,
including condos and small revenue prop-
erties.

Why I choose to be on the Networth
Asset Management Advisory Board?
When asked to sit on the Advisory Board for
Networth Asset Management, I felt it was
both a compliment and privilege. I have
had an active business relationship with
Victor for the past 7 years and am genu-
inely interested in seeing his practice grow
and prosper. I hope to contribute in a
worthwhile manner offering constructive
feedback and input. This is a win/win ex-
perience and I am grateful for the opportu-
nity to participate.

Leo Donlevy
Leo is an Instructor in Entrepreneurship

and has specific responsibility for the field
experience component of the MBA program
at the University of Calgary.

Why I choose to be on the Networth
Asset Management Advisory Board?

I joined the Advisory Board to act as a
sounding board for current and new initia-
tives and activities of Networth.

Dr. Oliver David
Oliver graduated from the University of
Alberta in 1990 and has been practicing
family medicine in Forest Lawn since that
time. He is the past president of the Calgary
Medical Society, and had served as presi-
dent for three years. He is married to
Deanne and has three children, Xavier,
Elyse and Conrad.

Why I choose to be on the Networth
Asset Management Advisory Board?

I have been involved with the Advisory
Board since its inception. It has provided
me an opportunity to contribute my ideas
and to give feedback on the direction that
the practice is taking. In addition to that, it
has provided the opportunity for me to
meet various people across a spectrum of
different professions. I truly enjoy and
value my participation on the Networth

Advisory Board.
Continued on page 3...

Dinner Draw Winners

Don’ t forget, every time that you introduce
us to someone who becomes a client, your
name is entered for a dinner draw. We
have the pleasure of awarding this symbol
of our appreciation every quarter.

This period’s dinner draw winners
were Jennifer Winter and Nick
Holyome, who referred us to Mark ‘

Gillespie and Stacey Brown. ‘
We welcome Mark and Stacey to our
practice and thank Jennifer and
Nick for their continued support.
Bon Appetit!

I'o us, fingucial plenning is a fof more than fTgures; {'s abont dregms aond H
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Continued from page 2

Tim Nugent
Tim is a consultant in the IT industry and
has been involved in that sector for the last
fourteen years. Most of that time has been
with small entrepreneurial companies,
helping to build them from under 10 people
to mid sized 100+ person companies.

Why I choose to be on the Networth
Asset Management Advisory Board?

I joined the Networth Asset Management
Advisory Board to contribute my thoughts
on the direction of the firm. I see this prac-
tice as a small community of folks with a
desire to build themselves a future, with the
help of strong financial management. 1
want to be active in that community, creat-
ing a foundation to help people see a vision
of successful dreams through both invest-
ment and risk management.

Mark Verhelst
Mark is a manager at KPMG Consulting in
their Utilites practice. His specialty is imple-
menting solutions for clients in the areas of
customer information and billing, work-
force management, and meter data man-
agement.

Why I choose to be on the Networth
Asset Management Advisory Board?

I rely on Networth Asset Management to
advise and recommend investment options
that are tailored specific to my retirement
plans. Victor has done an excellent job do-
ing that, but he continually strives to im-
prove himself and the service he provides to
me and his other clients. As 2 member of
the Advisory Board I can help Victor by in-
forming him of the types of services and
care that his clients want and expect.

Paul Lauzon
Paul is a Vice-President with Ipsos-Reid
(formerly the Angus Reid Group) and has
been with the company for 5 years. He has
been in the market research industry for
more than 12 years, working at many levels
including the federal government (Parks
Canada), airline industry (Canadian Air-
lines), and now as a supplier of market
research.

Why I choose to be on the Networth
Asset Management Advisory Board?

It was great to be asked to be part of this
board. I have known Victor for many years
and have the utmost respect for him and
how he conducts his practice. My goal for
being on the board falls in nicely with one of
my life philosophies of “making things hap-
pen”. I hope that by being a sounding board
for ideas and suggestions I can add value to
Victor’s firm, and therefore add value to the
professional relationship I have with Victor.

There is a more extensive write up on each of
these individuals on our web site
www.networthassetmgt.com under the
“Who We Are” section specifically, our Board
of Advisors. Please take a moment to famil-
iarize yourself with your representatives. If
you would like to find out more about how
you can get involved please give me a call at
244-7400.

To each and every one of these volun-
teers our sincere and heartfelt thank
you. Because of your support, direc-
tion, and encouragement our practice
continues to grow and serve the needs
of our extended family in making their
dreams a reality.

RRSP Season Is
Fast Approaching
And The Markets
Are On Sale

y February the best sales for this year

could have come and gone. If you

have not been taking advantage of

the buying opportunities on a
monthly basis, then at least take advantage of
them now before the last minute club
drives up the market. Interest rates are
low and great companies are deeply dis-
counted.... maybe it's time for that catch up
loan. (We can arrange that)

Remember, buying low and selling high is a
good strategy! Call me today at 244-7400.

of nrined that comes from nowing that they ave nol only gebievable but susfafnable.

News & Views

Are you
stressed?

there are ways to ri educe your stress

I t may well be the world we live in, but
level.

—

. Identify the source of stress
- Avoid, alter or accept it
- Most stress comes from dealing with
people

[

. Be physically active
- When exercising, your body releases
endorphins which relax you

3. Take a laugh break
- Read the funnies before you read the
front page of the paper

4. Share your feelings
- Talk to people and express your
emotions

5. Take time for yourself
- Schedule some personal time every day

6. Fill your body with premium fuel
- Alcohol, caffeine, sugar, fats, and
tobacco all stress out our bodies even
more

7. Vacation
- Unwind, rest your body and mind

8. Learn and use relaxation techniques
- Deep breathing, meditation, yoga or
stretching will all assist in keeping
your body and spirit well toned

9. Enjoy your pet
- It will bring down your blood pressure

10. Ask for professional help
- It's a sign of inner strength, not
weakness

A holistic life plan incorporates finance,
health, family, spirituality and self-
awareness into a well-balanced approach
towards life. Remember this prayer.

God grant me the serenity to accept the
things I cannot change; courage to
change the things I can, and the
wisdom to know the difference.

Sources: Heart and Stroke Foundation of Canada
Canadian Mental Health Association
National Mental Health Association




Mortgage Broker-
What We Really
Do

ust as you hire a Financial Planner to be

an integral part of your retirement plan-

ning, choosing investment strategies, or

insurance solutions, a mortgage profes-
sional supports you through an entire mortgage
transaction. The mortgage broker acts as a key
liaison between you, the client, and the lender.
We represent our clients by negotiating with a
large base of lenders for the best rates and
products that fit specific circumstances and
client’s desires.

Service is the name of the game. You want to
find 2 mortgage professional who will offer you
highly personalized service, efficiency and con-
venience. Mortgage Brokerage services are avail-
able for purchase, renewals and refinances. We
also have a wide range of products for those
individuals that don’t fit neatly into “bank’s”
lending criteria. More specifically, we assist
those who are self employed, have little or no
down payment, or those who have had past
credit problems. A mortgage broker’s services
are available to everyone.

Over time we have all had dealings with one
bank or another. For many consumers this can
be a daunting experience- fear of judgment,
fear of rejection, and fear of having to go
through this process again and again. Using a
Mortgage Broker eliminates the frustration and
fear from the mortgage process. We are respon-
sible for the client’s mortgage application from
beginning to end. This is of great benefit to all
parties, as we are familiar with the needs of the
client, the realtor, the builder, and the lender.

When the time comes to arrange your mort-
gage, make the call guaranteed to save you
money and time. You will receive knowledge-
able and professional service, and the best part
is that the lender usually pays the services of a
mortgage professional.

Heatber Skaper

Invis Financial Group

(403) 220-9391
bskaper@shaw.ca
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Building Our
Practice By
Client Referrals

e have made a fundamental

change in how our practice oper-

ates. As of the beginning of the

year we decided that we would
only accept new clients who have been referred
to us by an existing client. In making that deci-
sion, it has allowed us to focus all of our efforts
on meeting your needs and that has led to your
proven success during these uncertain and
illogical times.

You have experienced first hand the value of
having a relationship with a trusted advisor. Let
me ask you, of those individuals who you care
for the most that maybe are lost, trying to wing
it on their own, or are scared, maybe embar-
rassed to ask for help, who would you like to
have benefit from a client centered, trust based
relationship such as what you enjoy with me.
Please get their permission, then call us with
their phone number and we will contact them
to see if we can truly be of assistance.

What is it that I do so well that has
earned your trust?

Of your most valued relationships, who
else would also value that?

1%

/

We have a library of some of the very
best books and tapes on Personal
Finance and Self Development,
available to you on loan, at no cost,
just give us a call.

Welcome, to all of our new clients who
have joined us since our last news
bulletin. Thank you, to those of you
that have mentioned our name to
people that you know would benefit
from our services, just as you have.

Your introductions, and trust in
our abilities, mean a great deal to
us.

If you enjoy this publication and find it
of value, possibly someone else you
know may also appreciate receiving it.
If that is the case, please give us a call
and we would be happy to add them to
our list or simply click “Send To A
Friend” on our website.
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