
 

 

 Little Critters! 
 
opefully the remainder of 
our summer months will 
pass with the beautiful 
sunny weather that is usu-
ally here well before now.  

Looking out at the rain and clouds 
makes me think of all of the things 
that I could be doing with my fam-
ily instead of being cooped up in-
doors, waiting for the rain to stop. 
 
There are an abundance of family 
fun activities in and around Cal-
gary that I will be sharing with my 
son for the first time this summer.  
A trip to the Calgary Zoo is almost 
guaranteed to bring smiles and 
laughs for the little guy who has 
never seen a monkey before 
(looking in the mirror doesn’t 
count).  With a variety of different 
regional habitats and educational 
programs, he can learn about the 
diverse world around him and 
spend an enjoyable afternoon mak-
ing faces at the animals. 
 
For a bit of a farther drive, he can 
go and play with the animals at 
Gazoo, an exotic petting zoo located 
in Three Hills.  They have a lot of 
the same species that are at the 
Calgary Zoo, but he can go and play 
with baby lions, raccoons, and other 
small critters for half of the price.  
A ‘hands on’ experience might be a 
little more fun. 
 
Whatever we decide to do, I’m sure 
that it will be an amazing experi-
ence because there must be a first 
time for everything and they are 
usually the best times.  I encourage 
you all to do the same with your 
families and watch the ‘little mon-
keys’ discover a big new world. 
 
Enjoy your summer, 
Carrie 

ike you, I sometimes get so 
wrapped up in what I do that 
I forget to stop and take a 
look around me, take time out 

to reflect, plan and create a higher 
vision and clarity. At times this 
happens because of who we are, 
other times we are thrust into that 
situation. Either way, I have never 
managed to be able to take off three 
consecutive days on a systematic 
basis other than holidays…But this 
summer all that will change! 
 
The last three and a half years have 
been very hard on me, mostly be-
cause of the markets. But also be-
cause of my burning desire to do the 
very best for you.  Therefore I  con-
centrated on working in my prac-
tice, almost exclusively performing 
the practitioner's role. The problem 
with that is that I was not working 
on the practice. Over the years, I 
have always prided myself as being 
an innovator, industry leader, and 
being well ahead of the curve. To-
day we are still leading the pack for 
the most part, but a quantum leap 
needs to take place in order to put 
me where I feel comfortable and am 
truly providing the “wow” factor. 
 
As a really huge stretch, the months 
of June, July and August will be 
spent working on the practice, 
physically away from the office, but 
attached by the Internet’s umbilical 

cord, therefore always nearby. 
Every few weeks I will come back to 
Calgary and spend several days in 
the office to attend to pressing mat-
ters, pay bills and review the mail. 
Moreover, when I am away, time 
will be spent pouring through arti-
cles, modifying processes and proce-
dures, re-examining methodology, 
branding, business and personal 
beliefs, our practice structure, posi-
tioning, future direction and initia-
tives we may take.  Of course, some 
sun worshipping, golfing, swim-
ming, sleeping, socializing, reading-
mostly books on my favourite sub-
ject, Behavioural Finance, and 
working with some of my advisors 
on taking something great and 
transforming it into something that 
is even that much better. 
 
So, summer for me will consist of 
lots and lots of work, but I am confi-
dent that what will result because 
of that effort will provide me with 
greater personal satisfaction, a re-
newed vigour towards what I do 
and how I do it, and of course pro-
vide to you the greatest benefits of 
all in the relationship that we enjoy 
together. 
 
Have a great summer and take a 
page out of my book…Life is too 
short…Enjoy some of it. 
 
Cheers! 
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or most of us, our largest pur-
chase is our home. It also usually 
represents the most amount of 
non-deductible debt we will ever 

take on at one time, therefore, it is 
not surprising it will also amount to 
the largest amount of interest dollars 
we will ever payout. If you have a 
$100,000 mortgage amortized over 
twenty-five years, paid monthly, you 
will actually repay nearly $250,000 
over the course of its lifetime. In other 
words, that is 150% more than what 
you borrow-ed…Guess what that is 
for! Mortgage interest is calculated 
daily but paid periodically (say 
monthly). When you factor in that 
during the beginning part of a mort-
gage, most of what you are paying 
goes towards interest, it helps explain 
why the mortgage business is so prof-
itable. But do not get me started on 
bank charges! So is there an alterna-
tive?…As a matter of fact, there is! 
 
What is it? 
 
It is a new and better way to ap-
proach your personal finances, one 
that could save you tens of thousands 
of dollars in interest…without having 
to pay a cent more each month. 
It replaces your traditional mortgage, 
personal loans, lines of credit, 
chequing account and short-term sav-
ings for a flat $14.00 per household 
fee, regardless of the number of ac-

counts or amount of cheques written. 
With a borrowing limit based on the 
value of your home, Manulife ONE 
works by combining your mortgage – 
and any other debts – with your day-
to-day finances (including your in-
come!) in a single personal borrowing 
and chequing account. 
 
How does a flexible mortgage 
work? 
 
Imagine a mortgage that is a 
chequing account…and a chequing 
account that is a mortgage! You will 
put everything you owe into a single 
account. Then, add the balances from 
your chequing accounts. Plus, add 
your short-term savings – especially 
any small purpose-accounts, such as 
a vacation account – since you can 
always access your money if it is 
needed. 
 
Now you live out of the account, de-
positing income and paying expenses 
from it. Every deposit immediately 
pays down the principal on the mort-
gage – and all your other debts, for 
that matter! You will use some of 
that money to pay living expenses, 
but any money that you don’t spend 
each month – a dollar or one thou-
sand dollars – stays in the account. 
And, with interest calculated on a 
daily basis, every day that even a 
dollar of your income is in there, you 
will have less debt than before and 
so, will pay less interest. The result: 
every dollar works to keep your debt 
– and interest costs – lower. 
 
Why does it work? 
 
What makes Manulife ONE unique 
is what makes Manulife ONE work. 
Consolidation of debts and savings 
brings debts together at one low rate 
of interest and puts excess dollars to 
work lowering borrowings and reduc-
ing interest. Using this account as a 
daily account means you can take 
full advantage of the flow of money 

through the account. The account 
makes the most of every extra dollar, 
taking money that would normally 
sit in a low or no interest-earning 
chequing or savings account and put-
ting it against any borrowings. Plus, 
with the daily interest calculation, 
you only pay interest on what you 
owe each day, so every dollar saves 
you interest while it is in your ac-
count. 
 
So would you like to know more on 
how you could save tens of thousands 
of your dollars in interest costs? 
 
Contact Victor at 244-7400 to learn 
more. 
 

This period’s dinner draw  
winners were  

Pat and Mary Martens,  
who introduced us to  

Sherri Houle. 
We welcome Sherri to our 

 practice and thank Pat and Mary 
for their continued support. 

Bon Appetite! 

Mortgage Sense 
By: Victor Didkowsky, CFP 
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Achieving Excellence in the Creation, Management and Pres

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



Invest In A Home  
Versus  

Invest in an RRSP? 
 

 
At times I am asked if it is better to 
save for retirement or buy a house 
when you are first starting to build 
your financial nest egg. A colleague 
of mine sums it up this way. 
 
“The following example illustrates 
how much you can hurt your retire-
ment savings by diverting RRSP 
money into a house in your early 
years. Assuming a 7% rate of return, 
if you contribute $12,000 a year to an 
RRSP starting at age 35 and then 
stop contributions 10 years later 
(putting your money instead into a 
house), your RRSP will grow to 
$1,224,876 by age 65. However, if 
you buy a house first and wait until 
age 45 and then invest $12,000 an-
nually into an RRSP for the next 20 
years, you will have only $526,382 at 
age 65. It’s an enormous difference. 
 
What the example suggests is that if 
you don’t have the income to both 
buy a house and contribute to an 
RRSP in your early years, it is better 
to contribute to an RRSP for a num-
ber of years and then buy the house.” 
 
Maximizing Your RRSP Is Rule No.1  
 
By Wayne Cheveldayoff  
 
 
 
 
“There are no such things as limits 
to growth because there are no lim-
its on the human capacity for intel-
ligence, imagination and wonder” 
~Ronald Reagan (1911-2004) 
 
 

 

Attracting  
Perfect Business  
Relationships 
 
t a recent round-table of business owners, 
I asked colleagues what they were look-
ing for in their businesses. In 90% of the 
cases, they were looking for people – 
salespersons, partners, investors or cli-
ents!  Many were frustrated that people 
they were currently “getting” were any-
thing but perfect. Sound like business 
owners you know? We know that often 
our business challenges might be solved 
with more of the right kind of business 
relationships…if only we could figure out 
how to "find and get” them!  
 
“Finding and getting” is so entrenched in 
how we approach business growth that 
we never stop to question it. Our energy, 
creativity and enthusiasm can be de-
pleted ... “looking for” people who will 
advance our business goals. What if there 
was a better way? What if you could 
“attract” the people you wanted instead? 
 
Focusing on “attraction” is a natural way 
to grow your business, because the “law” 
of attraction is already at work in our 
lives. This law says that we attract what 
we give most of our energy, focus and 
attention to – whether it’s positive or 
negative!  The more attention we pay to 
what we do (instead of don’t) want, and 
the more focus and energy we devote to 
preparing to receive, the more easily we 
attract perfect clients and other business 
relationships. 
 
So, are you spending most of your time 
“looking for”? Or, is your business 
“attractive” enough that the right rela-
tionships continually show up? To have 
the power of attraction to work for you, 
develop your Attraction Plan! Get started 
with these five simple (but not easy!) 
questions: 
 
1. What are the qualities of my  
    perfect business relationship? 
Pick the type of relationship you want to 
attract. Then, create a list of words, e.g., 
“loyal” for client, “proactive and creative” 
for employee, then ask yourself “Why is 
proactive important to me?” and “What 
does creativity look like in practice?”  
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2. How well do I exhibit the qualities 

in #1? 
If you behave in congruence with the 
qualities you seek, you can expect others 
who value the same qualities to respond 
positively to you. 
3. What makes this perfect person  
    “tick”? 
To find out what makes your perfect 
partner, client, or employee tick, you 
need only look to what makes you tick! 
Dig deep and think about your deepest 
personal values, and your sense of pur-
pose in life. People with similar values 
are attracted to working together. 
4. What do I want this perfect person 
    to expect of me?  
Whenever we chase others’ expectations 
instead of developing the kind of busi-
ness or practice that we want, we create 
a recipe for disappointment and conflict. 
For example, you might say, “I want my 
perfect employee to expect that I will 
lead with a clear vision for my business, 
support calculated risk-taking, and offer 
rewards for innovative solutions.”  
5. What in #4 is not perfect about me 

or my business…yet? 
The leader in #4 will attract employees 
that are more and more perfect, once she 
gets clear on her vision, encourages a 
culture of risk-taking and rewards people 
accordingly. In your Attraction Plan, your 
priority is to work on the items that are 
not yet perfect about what YOU do.  
Attraction Plan works because it gives 
you absolute focus and clarity. That, in 
turn, gives you congruency, confidence, 
and points of uniqueness that create a 
compelling appeal to perfect partners, 
investors, employees and clients. 
 
Mara Osis works with business owners 
and professionals who want MORE LIFE 
for themselves and their businesses! For 
more information, and for guidance on 
developing your  An Attraction Plan, 
contact:  
 

Mara at (403) 225 0906 or visit  
www.actioncoaching.com/maraosis 
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