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The Analyst
Getting the job 
you want 
on Bay Street

Dale Powell  

dale.powell@aegoncanada.ca

If you’re trying to land that dream 
job on Bay Street, Duncan Stewart 
has some good advice on how to get 
it. Judging from the turnout at Toronto CFA Society’s one-day conference Investing 
in Your Career, for many people from both within the industry and those trying to in Your Career, for many people from both within the industry and those trying to in Your Career
break in, Bay Street remains an attractive career prospect.

Stewart, a CFA charterholder who started Terra Capital and is now Technology Analyst
at Orion Securities, delivered an entertaining and informative presentation to a 
group of about 90 eager listeners. By his own reckoning, he has conducted about 
60 interviews with prospective employees within the last six or so months. For those 
attracted to a career in the investment industry because of the perceived glamour and 
high earnings potential, he offered this excellent nugget, comparing the industry to 
Hollywood: “not all the stars are on camera.” In other words, while portfolio man-
agers and investment bankers may garner the attention and the spotlight, many 
important jobs are done behind the scenes, in both the front and back offi ces, and 
those jobs are often highly rewarding and well paid. 

While the industry is certainly cyclical, as many of us have directly experienced, 
Stewart points out that though the business can be diffi cult to gain entry into, once 
you’re in, you generally are able to make a career of it. 

So, what is the “best job” on Bay Street? According to Stewart, the best job is the 
one you create yourself. If you can create a position that a prospective employer 
didn’t know he or she needed, you are by defi nition the leading candidate! Along 
those lines, he advises job seekers to do what they’re good at, not what they aspire 
to be. The fact is that everyone has a different skill set; identifying your own can 
help carve out a niche in a competitive environment by being the best in the busi-
ness at what you do. 

For those who believe in the power of networking, Stewart was less than enthusi-
astic about what he calls the “compulsive networker.” Networking in any business is 
important, just don’t expect to get a huge response to requests for the so-called 

continued... pg. 2



Executive editor’s note
Howard J Atkinson, CFA

Awareness, Communications 
and Technology Chair

As I put pen to paper to write this Editor’s Note, I am refl ecting on the past year and 
looking forward to the future. The June issue marks the end of the season, and while 
the Society still has plenty planned for the summer, things tend to slow down as 
people take their summer holidays. By the time the next issue of The Analyst is out in 
September, we’ll have a new Board of Directors, including a new chair of the Aware-
ness, Communications and Technology committee. That’s right, not only will I be 
kicked upstairs to serve you as president, I’ll be kicked over one page to the right to 
pen the President’s Letter instead of the Editor’s Note.

You may have noticed something different about this issue... First we shocked you by 
reverting to hard copy in the March edition and now we’re in colour and accepting 
advertising, all in an effort to increase the quality of your publication.

For those of you who attended our one day conference in April, Investing in Your Career, Investing in Your Career, Investing in Your Career

the articles “Getting the job you want on Bay Street” and “Success through responsibil-
ity – The challenge of Kit Grant” will be familiar. For those who weren’t able to attend, 
take a look and get ready for next year’s conference. Other articles in this issue on real 
estate and behavioural fi nance will also be of interest along with our member profi le 
on Marlene Puffer.

This year the Society put on an event dedicated solely to its hard-working volunteers. 
The volunteer appreciation event took place at the Steam Whistle Brewery where cock-
tails were served and everyone got a chance to chat and relax after a hard day’s work. 
For those of you who were unable to make it, make sure to mark it on your calendar 
for next year.

Lastly, I wanted to take this opportunity to thank the members of the ACT committee 
for all of their hard work and dedication. Without them, The Analyst would not have 
been able to grow into what it is today. I would also like to thank committee member 
Mark Timm for taking on the role of Managing Editor this past year. This will be 
Mark’s last issue as he is leaving the committee after two years of service.

As always, we hope you enjoy this issue. If you do, please tell a friend. If you don’t, 
please tell us. You can reach us at TheAnalyst@torontocfa.ca .

“information meeting.” Once you 
get to that all-important inter-
view stage, Stewart says one of 
the prime failings of candidates 
is simply not asking questions. 
Anyone who has done a lot of 
hiring can attest to the fact that 
a candidate who asks intelligent, 
well-thought-out questions indi-
cates not only that he or she has 
done some background research, 
but is interested in the position 
rather than just the job. In his ex-
perience, 6 out of 10 interviewees 
don’t even ask any questions at 
their interview!

After the presentation, Stewart 
was asked about the value of the 
CFA charter in today’s job cli-
mate. Specifi cally, he was asked, 
“Is the CFA charter enough? 
Should one have an MBA rather 
than the charter?” The answer 
should come as inspiration for 
those pursuing the charter. While 
the charter is certainly more 
prevalent than it used to be, and 
the membership numbers at our 
own Toronto CFA Society bear 
out the increasing popularity of 
the program, the CFA charter 
is becoming the “price of ad-
mission” to many jobs on The 
Street. That said, completion of 
the program fi rst and foremost 
demonstrates a commitment to 
the business. While the charter is 
not enough by itself, it does lend 
a huge helping hand for anyone 
considering a career in our indus-
try. Inspiration for those writing 
the exams!
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...continued from pg. 1

CORRECTION

If you’re a CFA candidate and read the cover story in the March issue of The Analyst about the 2005 
charter award ceremony, don’t despair! Quoting former Toronto CFA Society president Marg Franklin 
as saying it took “5,750 hours of study” to get the charter was a typo! In fact, what her prepared 
speech for the ceremony said was “Attaining the CFA charter requires a minimum of 3 years but on 
average it takes 5, 750 hours of study, 6,000 pages of material and much emotional energy...” 

Some of us will agree, though, that the amount of time we spent studying often seemed closer to 
5,750 hours than to 750 hours.
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For a copy of our ad rate card 
please visit our website at 

www.torontocfa.ca

or email 
advertising@torontocfa.ca

Picture 
your ad here!

Opinions expressed in The Analyst do not necessarily The Analyst do not necessarily The Analyst
represent those of the authors’ fi rms of employment 
or of Toronto CFA Society and do not constitute a 
solicitation for the purchase or sale of any fi nancial 
instruments. Information herein is obtained from 
various sources and is not guaranteed for accuracy 
or completeness. The authors’ fi rms and Toronto CFA 
Society therefore disclaim any liability arising from 
the use of information in this publication.

President’s letter
Trevor Bateman, CFA

The Leafs never made it out of April hockey.
Bob Rae is running for the Liberal leadership. Buzz 
Hargrove disavowed the NDP. And General Motors’ large 
SUVs are selling briskly again despite soaring gas prices. 
Indeed unusual times. Thankfully, Toronto CFA Society
has been consistent in serving members, offering a 
rigorous schedule of topical and timely programming 
created specifi cally for your benefi t. Added to the great 
work of the over 70 volunteers who undertook the 

organization of nearly 75 events this past year was the work of our Executive Director, 
Chris Cavanagh, and her excellent team at the Society offi ce, moving in a new 
direction with innovative member events such as Investing in Your Career.Investing in Your Career.Investing in Your Career

That the onset of summer is here does not mean a slowdown for the Society. 
The programming schedule for June includes Dr. Arthur Laffer and James Ware. 
Scheduled for July is an exclusive members-only fi reside chat with the venerable 
portfolio manager Tony Gage, retired Chairman of PH&N. Also in July will be a 
networking event at the Rogers Centre Luxury Suite watching the Blue Jays take on the 
Yankees, while mingling with colleagues and friends. Preparations are in full stride for 
the Annual Forecast Dinner on October 4th. Our speaker list has been confi rmed and 
includes fi nancial luminaries such as Charles Brandes and Jeff Rubin. 

On the governance side, we opened our call for nominations to the entire member-
ship. You should also know that the Society has been recognized by CFA Institute for 
its best practice work in developing a member segmentation model to guide future 
events and service offers. Well done to everyone.

As I put pen to paper for this letter, I face the sad fact that my term as President is near an 
end, and this is my last letter to members during my tenure. In this past year, we created
a Society vision to help steer future boards towards meeting our members’ changing 
needs. That vision – “By 2008, 80 percent of members believe that Toronto CFA Society 
provides value through professional, business, and personal development activities.” 

Bottom line: The Board of Directors strives to earn your fees and make it simple for 
members to answer the question, Why belong? We think there are many reasons. Toronto
CFA Society is your primary source for professional development in the capital markets
with discounts offered on every Society-sponsored event, our informative member-
focused newsletter The Analyst, excellent networking opportunities, and exclusive access 
to our highly regarded job site. We know there will only be many more reasons to belong 
in the future. We ask one thing in return – if the Society is earning your fees, please 
tell others; if not, please let me know personally. 

Thanks to the Board, our committee members and the professional staff for their sup-
port and assistance. We couldn’t have achieved all that we did in the past year without 
everyone working together with the same goal of taking our Society to the next level 
and striving to be the very best on the planet. Also, thanks to my employer, CIBC 
World Markets, for allowing me to serve our members as your president this year.

Have a safe, happy, and profi table summer. See you on October 4th at the Annual 
Forecast Dinner.

It’s June.

Share what you know
    Write for The Analyst

Do you have a story idea?
Give us a call.

Send us an e-mail.
Tell us what you want to write.

We’re looking for ideas and/or 
writers for the following areas:
    • Industry developments
    • Investment themes
    • Member profiles

Christina da Rocha,
Manager, Information Services

TheAnalyst@torontocfa.ca
(416) 366-5755 ext. 24

Are you interested in seeing your 
byline in a publication that reaches 
over 5,900 people? Let us know.

If you have an idea for an article, 
please send it to:



J U N E  2 0 0 6

4

The Analyst
Marlene Puffer, 
PhD, CFA
Interviewed by Mark 
Timm, MA, CFA
Mark_Timm@manulife.com

In the fi xed income industry, 
Marlene Puffer, CFA, PhD, 
has been a bit of a “Jill” of all 
trades. She’s taught fi nance at 

the Rotman School of Management, University of Toronto, ran a 
fi xed income research team at RBC Dominion, worked in debt 
origination at BMO Nesbitt Burns, managed bond portfolios at 
Legg Mason Canada, and helped launch the Canadian operation
of PIMCO. Last year, she struck out on her own as Managing 
Director of fi nancial consultancy Twist Financial. Here, she 
talks to The Analyst about work-life balance as an investment 
industry entrepreneur.

What’s your new business about? 

MP: I have a variety of projects that utilize all the experience
and skills I’ve built over the years. A big focus is helping clients
cope with the removal of the Foreign Property Rule and 
educating and strategizing around globalizing fi xed income 
portfolios. I’m also helping to promote the new S&P Canadian 
Bond Index as a benchmark and pricing source. By leveraging 
all the relationships I’ve built over the years on The Street, I get 
to work with everybody – from dealers to money managers and 
consultants to plan sponsors to mutual funds and insurance 
companies to custodians and insurers.

What’s behind the name, Twist Financial?

MP: Well, most directly, twist is what the yield curve does 
when it fl attens or steepens. But that’s a really narrow take 
on what I’m doing. It simply means a new twist on things. 
It also alludes to the fun of doing the twist, or maybe even 
a Martini with a twist. Of course, my brother calls the 
company Twisted Sister. 
My son, Lucas, is our corporate branding director. He was 
seven when he jumped out of the swimming pool, shout-
ing: “How about Twist?” as a suggestion for the name of the 
fi rm. “The logo can be a corkscrew, with something like the 
solution is here as the slogan.” We went with “Creative Invest-
ment Solutions,” but it’s the same idea.

Twist Financial isn’t just you. Your husband, David Middleton,
is your partner. 

MP: That’s right. Twist took on its fi rst client in August 
2005 and Dave joined around Christmas. We’re both at a 
stage in our careers with enough experience and contacts to 
add value this way. My background is as an academic with 
sell- and buy-side experience and a large set of relationships 
in the market. David is a chartered public accountant with 
an information technology specialty and a chartered fi nan-
cial analyst. He has experience in real estate, investment 
management, private equity and venture capital, and as an 
interim CFO for companies in transition.  

What prompted both of you to put both your career eggs in 
the one, relatively risky basket?

MP: For both of us, the decision was driven by our desire for 
more fl exibility in our lifestyles. We have three young kids. 
Doing things this way gives us more control over determin-
ing how much family time we can manage. We both get to 
go on fi eld trips with the kids. I’ve started karate with my 
two older kids. And I’m coaching my son’s baseball team 
this spring. Sure, we have a little more fi nancial uncertainty 
and business risk by partnering in our own business start-
up. But we’ve traded that off with lower lifestyle stress. The 
net impact is actually lower stress because the home stress 
is what wears you out.

You’ve been active on Toronto CFA Society’s fi xed income 
and awards committees. You’re also a former president of 
Women in Capital Markets. You’re on the advisory board of 
the Canadian Investment Review and various committees at 
U of T. What’s behind all the volunteerism?

M E M B E R  P R O F I L E

Marlene Puffer, PhD, CFA

Joined the Society: 1997

Job: Managing Director

Employer: Twist Financial

Experience: 13 years in the industry

Education: MA, University of Toronto, MSc, Univer-
sity of Rochester, PhD, University of Rochester, CFA 
Institute (formerly AIMR)

First Industry Job: Assistant Professor of Finance, 
Joseph Rotman School of Management, University 
of Toronto

continued... pg. 5
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Member Profi le is a regular feature of The Analyst. Do 
you have suggestions for members that we should profi le? 
Email us with the member’s name and a few sentences 
about who they are and why they’d make an interesting 
choice for a profi le. TheAnalyst@torontocfa.ca

MP: Volunteer work is a great opportunity to interact with 
people outside your direct sphere of activity. Everyone 
should volunteer for a professional association like Toronto 
CFA Society if they get a chance. It’s a far better opportunity 
to learn about your own ability and leadership skills than 
you will ever get in your day-to-day job.

And of course, it’s helped you to build a network that can 
now serve you well in your business. 

MP: The word networking always has a negative connotation 
somehow. I never set about building a network. My life is driv-
en by relationships. I come at business from the perspective 
that that’s how I like to live my life. What are we if we’re not 
connected to people? I set about building relations with the 
outcome being a wealth of trust, support and mutual respect 
among the people I know.

How else do you spend your recreational time?

MP: Yoga and meditation are very important to me. I love 
the awareness and spaciousness that meditation offers. 
Oh, and we’re big skiers. We have a chalet up north and 
we’re all set up there to be able to do some work in the 
morning and then hit the slopes in the afternoon. We got 
up there a lot this past winter. I conquered my fi rst double 
black diamond trails!

...continued from pg. 4

The job title describing Kit Grant on 
his business card says it all: The Director
of Comfort Zone Infi ltration. During  a
lunchtime presentation at Toronto CFA 
Society’s conference Investing in Your 
Career, Grant set out to be just that with Career, Grant set out to be just that with Career
his audience. Grant, an accomplished 
speaker and trainer, prides himself 
on saying the things that most people 
may know or suspect to be true, but 
don’t like to acknowledge. The title of 
the presentation was “Success through 
Responsibi l ity…the 
Challenge of Change,” 
and was targeted at the 
individual rather than 
the organization. His main theme: peo-
ple can change, but will not until they 
change their thinking. 

Grant’s idea is that people change for 
three reasons. First, they simply get 
bored. Second, the pain of remaining 
in a status quo situation becomes un-
bearable and change becomes the only 

alternative. The third reason people 
change is the “Ah-Ha” moment, when 
the proverbial light bulb goes off in 
someone’s head and change becomes 
not only obvious but inevitable.

One interesting statistic presented early 
in the presentation sheds some light on 
human behaviour. According to Grant, 
one research study has shown that 78 
percent of people are followers; only 5 
percent are leaders, while the rest, ac-
cording to Grant, are “lost.” Leaders 

follow simple 
steps to change 
their lives for 
the better by 

taking personal responsibility for their 
success. Change requires getting out of 
one’s comfort zone, which he describes 
in two ways – physical and psycho-
logical.  One of the biggest obstacles 
to getting out of one’s comfort zone is 
the fear of failure. Grant advises people 
not to fear failure – never failing is a 

sign of never stretching oneself. At the 
same time, he advises not to fall back 
on the old promise most of us make 
regularly: “I’ll try.” Grant says “I’ll try” 
is not enough because it opens the door 
to all kinds of excuses for not actually 
accomplishing anything. He urges his 
audience to change their vocabulary to 
replace “I’ll try” with “I will.” 

Grant believes not only in the power of 
setting goals, but also of writing them 
down, regularly reviewing them, and 
then asking the question, “what did I 
do today to get myself what I want.” He 
classifi es six life goals, which are dif-
ferent for everybody, but fall into six 
broad categories: career goals, fi nancial 
goals, family or social goals, spiritual 
goals, educational goals, and physical 
goals. Further, he suggests that people 
complete a personal vision statement, 
which includes three statements: “I 
am…”; “I can…” and “I will…”

Grant’s entertaining presentation, if 
nothing else, challenged his audience 
to strive to achieve their personal goals 
by taking responsibility for attain-
ing them. His lively presentation gave 
much food for thought. 

Success through responsibility 
– The challenge of Kit Grant

Dale Powell dale.powell@aegoncanada.ca

He urges his audience to 
replace “I’ll try” with “I will”
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Modern vs. Behavioural 
Finance

Modern fi nance relies on two 
key assumptions: a rational 
Homo sapiens, and a “fair 
price” being determined by 
fi nancial markets. On the 
other hand, behavioural fi -
nance does not contradict 
these tenets but comple-
ments them by emphasizing 
the importance of human 
psychology and groupthink. 
As an example, behavioural 
fi nance points to the ex-
istence of market bubbles 
and manias where human 
behaviour may be the miss-
ing link that explains many 
anomalies in the market.

The Search for Indicators

In general, one could as-
sume that it would be 
fairly easy to outperform 
the market simply by rep-
licating strategies used by 
successful professionals and/or
observing the actions of the 
“losers” and taking the op-
posite position. Unfortu-
nately, successful investors 
are very good at hiding their 
true strategies, which could 
quickly become worthless if 
replicated by many players. 
On the other hand, the be-
haviour of the “Crowd” can 
be easily observed by taking 
note of certain behavioural 

indicators (e.g., the theory of 
odd-lot buyers in the 1970s). 
These indicators show that 
the “Crowd” can be reliably 
wrong at important market 
junctures as they fall prey 
to the collective emotions of 
fear (at market bottoms) and 
greed (at market tops). In its 
search for dependable indi-
cators, behavioural fi nance 
attempts to quantify the data 
related to human emotions 
as those emotions reach tip-
ping points.

Let us consider two practi-
cal indicators of investor 
behaviour and stock prices, 
namely the Put/Call Ratio and 
the Cumulative Advancing
/Declining Ratio. In contrast 
to many other attempts to 
apply behavioural fi nance 
theories, these two indica-
tors have the virtue of being 

quantifi able. A word of cau-
tion: Construction of quan-
tifi able indicators is one of
the biggest challenges for
behavioural fi nance and in-
dicators should be interpret-
ed in a broader context.

Put/Call Ratio

The fact that most option 
market positions are usually 
held over only a very short 
(1-3 month) horizon indi-
cates that option buyers are 
typically investors looking 
for a quick return on their 
money. The buyers of puts 
are making a bet that the 
market will decline while 
the purchasers of calls hope 
for an upward move. Thus, a 
high Put/Call Ratio indicates 
a high degree of pessimism 
(i.e. more people betting the 
market will go down than 
people betting it will go up) 
while a low ratio implies a 
lot of optimism. At the ex-
tremes of the Put/Call Ra-
tio, the opposite of what the 

majority expect usually hap-
pens. As a way of explana-
tion, a high degree of opti-
mism (i.e., a low Put/Call 
Ratio) means the majority of 
investors are already fully in-
vested and very little money 
is available for pushing  mar-
kets higher.

Let us consider the historical 
interaction between a mov-
ing average of the Put/Call 
Ratio and the S&P 500 In-
dex since 2000 (Chart 1). 
The ratio reached its all-time 
low (i.e., too many opti-
mists) in April 2000 which 
coincided with the market 
top. Then, as if option buy-
ers rediscovered the dangers 
of a bear market, the ratio 
moved steadily up to its new 
all-time high (i.e., too many 
pessimists) in August 2002. 
Since then, the ratio contin-
ued to correctly anticipate all 
peaks and valleys (except for 
July 2005 when the number 
of pessimists increased as 
the market advanced).

I N V E S T M E N T  T H E M EIs behavioural fi nance 
the missing link?
Derek Polcyn, CFA, FRM, CIM, MA (Econ)
derek@investwellfi nancial.com
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Cumulative Advancing/Declining Ratio

This ratio reveals whether movements in stock prices are 
broadly based or supported only by a limited number of 
stocks. The broadly based moves increase the probability 
that the move will continue, while narrowly based moves 
suggest a vulnerability to a potential reversal (e.g., as the 
“Crowd” gets increasingly excited by only a few stocks, the 
rally is built on shaky foundations).

Let us focus on instances
when the ratio and the 
Toronto Stock Exchange di-
verged  since  2000 (Chart 2).
The ratio was declining 
even before the narrow-
ly-based Toronto Index 
(mostly driven by Nortel at 
the time) went into a bear 
market in August 2000.

 In April 2003, the ratio turned upwards six months after 
the start of a bull market indicating that the bull market was 
broadly based and likely sustainable. Since August 2005, 
prices have continued to move up while the ratio has been 
unable to move signifi cantly higher, indicating that the rally 
is narrowly based (mostly on commodities and fi nancials) 
and has a high probability of a reversal.

A D V E R T I S E M E N T
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Conclusion
Behavioural fi nance is a relatively young fi eld but offers a considerable opportunity for explaining many abnormalities that 
exist in the capital markets. In the not-too-distant future, behavioural fi nance may be recognized as the missing link that 
complements modern fi nance. And perhaps some market participants will even wonder how it was ever possible to discuss 
the value of stocks without considering the behaviour of buyers and sellers.
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Real estate: The sleeping 
giant of asset classes
Caroline Avery   cavery@dynamic.ca

I N D U S T R Y  D E V E L O P M E N T

Canadian commercial real 
estate represents a $760 bil-
lion market, just less than 
half the value of Canadian 
stock markets. Institutional 
investments represent only a 
small fraction of this at $58 
billion, while publicly traded 
real estate (Real Estate Invest-
ment Trusts (REITs) and Real 
Estate Operating Companies 
(REOCs)) recently had a mar-
ket cap of approximately $46 billion in 
January 2006. Catherine Marshall says 
it’s time more investors woke up to the 
huge benefi ts of investing in this of-
ten overlooked asset class. The senior 
vice president of research and strategy 
for LaSalle Investment Management
was one of three presenters at a recent 
Toronto CFA Society real estate seminar. 

Based on correlations to traditional as-
set classes, Marshall builds a compelling 
case for including real estate in a portfo-
lio. In the last 20 years, correlations with 
both stocks and bonds have been close 
to zero (bonds: -0.04%, stocks: -0.05%). 
Meanwhile, real estate can provide stead-
ier income than bonds. Yields on more 
traditional income investments, such as 
corporate and government bonds, have 
been declining (from 11-12% in the early 
1990s to just 4% in 2005.) On the other 
hand, since 1988, real estate has consist-
ently provided yields of between 7% and 
9% per year. Marshall gives the example 
of a free-standing Wal-Mart store as an 
investment that pays regular income sim-
ilar to a bond. Further up the risk/return 
profi le are core investments – for exam-
ple, shopping centres like the Manulife 
Centre in mid-town Toronto. To boost 
returns higher, inves-tors need to look 
at value-adds – for example, renovating 

properties and then re-leasing, or 
seeking growth opportunities (offi ce 
developments in Fort McMurray).

On average, total returns have fl uctu-
ated: A market downturn in the early 
1990s saw losses bottom at 7%; the 
market has also seen total calendar year 
returns hit 17% in the late 1980s, late 
1990s and more recently in 2005. How-
ever, compared with both equities and 
fi xed-income investments, real estate 
provides relatively consistent returns, 
without the volatility. Twenty years of 
standard deviations shows that real es-
tate, at 7.37%, compares favourably to 
bonds (8.82%) and equities (15.64%). 
Investments can also be diversifi ed. 
Michael Catford, president of HOOPP 
Realty Inc., was the second speaker at 
the seminar. Catford said real estate of-
fers pension plans some attractive fea-
tures – predictable long-term income, 
competitive total returns that are uncor-
related with bonds and equities, lower 
volatility, and a good hedge against 
infl ation. While HOOPP reported a 
total return of 28.77% on its real estate 
portfolio in 2005, outperforming the
Investment Property
D a t a b a n k ( I P D )
benchmark by 1,052 
basis points, Catford 
admits the indus-
try is facing some 
signifi cant challeng-
es going forward. 

Institutions already own about half of 
all Canadian Class A offi ce properties 
and more than two-thirds of regional 
shopping centres. Last year, HOOPP 
benefi ted from its decision to take an 
early overweight position in proper-
ties in Western Canada, and by over-
weighting industrial and offi ce prop-
erties at the expense of retail ones. 
Demand for real estate as an asset class 
is growing – both from Canadian in-
stitutions and retail funds, as well as 
from foreign buyers and developers. 
As a consequence, cap rates (net oper-
ating income / property value) are be-

ing compressed and there’s a concern 
underwriting standards and expecta-
tions might be lowered. These trends 
will continue going forward, particu-
larly opportunities in Western Canada; 
however, institutions will continue to 
need to fi nd ways to provide value-
added services to their investments to 
boost yields. The development of the 
international REIT market will provide 
additional opportunities.

Real estate doesn’t have to be limited 
to institutions, REITs, and REOCs. 
There’s an enormous range of products 
available for private clients. Frank Bald-
anza, who heads the Canadian Real 
Estate Tax Services Group at Deloitte 
& Touche, LLP, provided an overview 
of some of the tax considerations for 
high-net-worth investors investing in 
alternative real estate investment struc-
tures. Some of the options available 
include co-tenancies, limited/general 
partnerships, private equity funds and 
structured products. 

IPD 
risk/return 

profile 
here 

Security of income Growth-oriented

Office development 
in Fort McMurray

Renovate and re-lease
30 Adelaide East

Manulife 
CentreFree standing

Wal-Mart

Bond-like
Core

Value-added

Opportunistic

Riskless rate

RISK
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Real Estate offers wide range of investment options

Equity Debt

Private 
direct market

Direct property investments

Partnership and joint ventures

Mortgage and 
syndicated loans

Private 
indirect market

Real estate funds

Private Placements

Pooled funds

Mortgage funds

Mortgage bonds
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Toronto CFA Society Volunteer Appreciation Event
In the spirit of Volunteer Appreciation week, Toronto CFA Society honoured its many volunteers with a cocktail party at Steam 
Whistle Brewery. Our hardworking volunteers were rewarded for their dedication to the Society in the 2005-2006 programming 
year with ice cold beer, specialty cocktails (including the CFA Martini) and a fabulous time.

Special awards went out 
to Linda Palin and Kim 
Shannon for over 10 years 
of volunteerism with 
Toronto CFA Society, Arthur 
Heinmaa for over 15  years 
of volunteer service, and 
to Maureen Stapleton as 
Committee Hopper of the 
Year (having served on more 
committees than any other 
volunteer this year).

As this year was a great 
success we hope that many 
more volunteers will join us 
next year to let us celebrate 
their many efforts!

C O M M I T T E E  U P D A T EProgramming Chairs
Each year, Toronto CFA Society holds approximately 80 
events in an effort to serve the professional development 
needs of its members and other industry professionals. 
These events include host breakfasts and luncheons, work-
shops, and luncheon seminars. Have you ever wondered 
how we’re able to accomplish all of this? It’s through the 
hard work of approximately 70 volunteers who sit on the 
various programming committees. These individuals work 
hard to source speakers who can address topics of interest 
to the membership and work with Society staff to make it 
all happen.

These volunteers are in turn led by committee chairs in the 
programming areas of advocacy, corporate presentations, 
derivatives, equity, fi xed income, portfolio management, and 

private client. Bi-monthly, these committee chairs meet to 
address common goals and issues they face. During the 
last meeting held in April, a number of topics were ad-
dressed, including event venues, the annual Forecast Din-
ner, webcasts, and survey feedback.

Something new that the programming department has 
implemented is electronic surveying of event attend-
ees to solicit feedback on the quality of events, speak-
ers, venues, etc. As this feedback is received, the pro-
gramme chairs are informed and work to incorporate 
suggestions into future events. All of this is done to bet-
ter serve the needs of you, the membership, so if you 
would like to have a say in the type of programming 
offered, send us your comments.

The value of one.
 The power of many.

Group Home & Auto Insurance Program

Toronto CFA Society is pleased to offer its members a
preferred Group Home & Auto Insurance Program 

through Guthrie Insurance and Aviva Traders.

Take advantage of this program and obtain a free, 
no obligation quote on your personal car, home, 

condo, tenants, cottage, boat, snowmobile 
and holiday trailer insurance.

Call today for a free, no obligation quote 
& you could win a Dream Vacation!

Call 416-487-5200 ext. 313
Toll Free 1-888-310-7283
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Do you want to be a part of 
Members on the Move?
Let us know! Please send your informa-
tion to TheAnalyst@torontocfa.ca.

It’s important to keep your business and 
home address up to date.

Changing jobs?  

Moving to a new home?

Update your contact information online 
at www.torontocfa.ca.
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