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Sponsored Content Article
- �900 to 1,100-word article spanning two pages.

- �You will write your own article. The article will be in first person voice.

- �Suitable for providing advice related to your area of expertise.

- �We will support you through the writing process to help ensure the 
article is valuable to the reader and enhances your reputation.

- �We will design the layout of the article.

Sponsored Content Editorial
- � 900 to 1,100-word article spanning two pages.

- � �We will write the editorial about your product or service. It will 
be in third person voice.

- � �Suitable to discuss a complex situation and analyze it quoting 
a subject matter expert.

- � �Our skilled writers will describe a problem or opportunity your 
customers often face and present your company as having a 
relevant solution.

- � We will design the layout of the article.

What is sponsored content?
Sponsored content is paid content (with no calls to action) that matches a publication’s editorial standards and design and 
appears within the editorial flow. Sponsored content has proven to be one of the most effective forms of content marketing 
because it provides useful and interesting content people actually want to engage with.

ESTATE PLANNING AS A BARRIER TO 
SUCCESSION

One point that has come up in practice 
as a reason to defer discussion of 
intergenerational succession is the fact that 
the aging entrepreneur has yet to solidify 
their estate and retirement plans. The aging 
business owner will often say that it is 
important to get this planning done before 
making progress on the intergenerational 
succession plan. It is difficult to argue this 
excellent point. In other words, it is difficult 
to expect older entrepreneurs to engage in 
meaningful succession planning without 
first putting together thoughtful estate and 
retirement plan for themselves.

And so, without the estate and retirement 
plan, the succession plan is in the ice box 
and both generations can become frustrated 
at having succession as the elephant in the 
room. Other issues can create barriers to 
succession but let us focus on the lack of an 
estate and retirement plan for now.
PERSONAL ACCOUNTING DEFINED

Through my many years of experience in 
public accounting practice, the one common 
quality I have seen with family business 
owners is their passion and focus on their 
business. I am always amazed at how aging 
entrepreneurs seem to have a sixth sense 
for their business and at how they always 
seem to know what their business owns, 
owes, and earns. As external accountants, 
we have to go through a year-end wrap 
up process to grasp that information, but 
many entrepreneurs have perpetual insight 
into these details. Yet, when it comes to 
discussing their personal balance sheet and 
related matters, their level of insight is often 
relatively low. 

Why is that? We know that, as human 
beings, we have a finite amount of energy. 
Perhaps it makes complete sense that 
when one area of life requires extreme 
focus, another area will receive less focus 
– sometimes, not enough. That seems to 
be a common thread among founders and 
older entrepreneurs. But perhaps it’s not 
surprising.

What should a business owner do 
about this? Well, the business invests 
resources into regularly accounting for all 
of its transactions and reporting assets, 
liabilities, and profits to its shareholders 
and lenders. This reporting cycle can be 
extremely valuable over time in helping the 
entrepreneur gain insight into the business 
and continuously make informed business 
decisions. 

So why don’t entrepreneurs do the same 
for their personal affairs? What if there 
were a regular accounting of the personal 
transactions of the entrepreneur and 

tabulation of personal assets and liabilities; 
that is, a statement of personal net assets?

THE RELEVANCE OF PERSONAL 
ACCOUNTING IN ESTATE AND 
RETIREMENT PLANNING

In working with estate lawyers helping 
clients finalize their wills, we have seen 
that the will is often void of or deficient in 
one of the key ingredients to an optimal 
will or estate plan: a complete statement of 
personal net assets. That statement drives 
many other factors in estate and retirement 
planning, including the following:

Determining what assets are actually 
part of the estate. Without having a readily 
available itemized statement of personal 
net assets, it is extremely difficult to know 
what assets are going into the estate. Not all 
of a person’s assets necessarily transfer into 
the estate. For example, the entrepreneur 
may have assets for which the beneficiaries 
are individual family members and not the 
estate itself. Quantifying these assets could 
have an impact on coming up with a fair 
and equitable formula in distributing the 
actual estate assets.

Determining personal wealth. Perhaps 
this is stating the obvious but the statement 
of personal net assets defines the amount 
of personal net wealth. The level of 
personal wealth is a key initial driving 
factor in working with a financial advisor 
to formulate a retirement income plan and 
assess whether the entrepreneur has enough 
personal wealth to afford retirement.

Estimating the tax liability on death. 
The statement of personal net assets is a key 
initial source of data that a tax accountant 
can use to estimate the tax liability on 
death. Knowing what the assets are is 
essential in estimating the tax payable on 
their deemed disposition on death.

Assessing estate liquidity. The statement 
of personal net assets will show the level 
of liquidity available to the entrepreneur’s 
executor(s) on death. Early identification 
of an estate liquidity concern, particularly 
when it comes to paying tax due on 
death, can be very helpful in proper estate 
planning.

The above are a sample of the reasons to 
have a complete statement of personal net 
assets readily available.
WHAT IS INVOLVED IN PERSONAL 
ACCOUNTING?

From the above, you can see that personal 
accounting can be helpful in estate 
and retirement planning, but what is 
involved in adopting personal accounting? 
Simply put, it is not that different from 
corporate accounting, where you provide 
your accountant with a list of the assets, 

WHAT IF THERE 
WERE A REGULAR 
ACCOUNTING OF 
THE PERSONAL 
TRANSACTIONS OF 
THE ENTREPRENEUR 
AND TABULATION 
OF PERSONAL 
ASSETS AND 
LIABILITIES; THAT 
IS, A STATEMENT 
OF PERSONAL NET 
ASSETS?

liabilities, and transactions for the period 
you want accounted for. Without getting 
into further detail, it is important to engage 
with your accountant to explore the precise 
terms of reference for such an exercise. Your 
accountant should be able to work with 
you to produce the desired output, which is 
likely a statement of personal net assets at a 
specific point in time.
CONCLUDING COMMENTS

The case for personal accounting in 
resolving delay in formulating an estate 
and retirement plan and ultimately 
an intergenerational succession plan 
is supported by the basic premise that 
indecision can often be remedied with 
relevant data. In this case, that relevant data 
is a complete and accurate statement of 
personal net assets.

PricewaterhouseCoopers LLP is a full service 
accounting firm with a significant Private Company 
Services practice based in Saskatoon.

www.pwc.com

Lee D. Braaten, FCPA, FCA, B.Comm  
Managing Partner

Can Help with 
Intergenerational 
Succession and 
Estate Planning

How

PERSONAL
ACCOUNTING

BY LEE BRAATEN

One of the more common topics for 
family business owners is the design 
and implementation of smooth 
intergenerational succession. We 
appreciate that this is one of the most 
challenging and sensitive topics facing 
family businesses but it is a critical 
factor in the business’s sustainability and 
survival.

The intent of this article is not to 
completely cover this highly relevant 
and broad topic but rather to identify 
and elaborate on some issues that could 
be helpful in making this process more 
successful for all parties involved. This 
article will address estate planning as a 
potential barrier to achieving succession 
and highlight how personal accounting 
could play a role in addressing this barrier.
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toward an innovative program or research 
project that would transform healthcare for 
women and their families in the province. 
They had gathered to hear the three 
finalists’ proposals; they then voted on 
which one they felt should receive funding. 
Jackel-Cram’s team was chosen and 
received WLP’s inaugural $100,000 grant. 

The RUH Foundation’s WLP program 
draws together women philanthropists 
and sponsors. Together they support 
innovative healthcare initiatives led by 
women physicians, health practitioners, and 
researchers at RUH. For Dr. Kinloch, this 
genetics project was a perfect fit. “Women 
Leading Philanthropy is intended to 
transform the way care is provided.”

Dr. Kinloch is voluntary chair of the 
WLP program, along with honorary chair, 
Rachel Mielke, Founder and CEO of 
Hillberg & Berk. Their role is to lead a 
passionate committee of volunteers and to 
build and engage a community of women 
to make donations to support this program 
and to build awareness with women 
physicians and researchers whose work has 
the potential to be funded by the program. 

This innovative model complements the 
way the RUH Foundation has engaged 
donors over the past 35 years to support 
important priorities and innovation in the 
healthcare system. The uniqueness of the 
program drew Mielke in. “It was really 
compelling that this program could bring 
women from the business community and 
also the broader community together for a 
shared goal. Also, that the funds would be 
directed through the vision of this group – 
that’s just really interesting.” 

THE EMPOWERED PHILANTHROPIST

These women are deliberate in how they 
have chosen to support their community. 
They are motivated to make a difference. 
They are empathetic to the challenges 
facing women leaders in healthcare and 
they wish to make a meaningful difference 
in supporting those who are overcoming 
career hurdles. That does not preclude 
the need for results, however. Those 
participating in the program are making 
an informed decision on which female-led 
initiative to support. On the night when 
presentations are made, the evaluation 
process feels somewhat like a pitch to a 
room full of venture capitalists.

This WLP initiative is a local example 
of a national trend. Women have gained 

heightened influence in leadership 
positions throughout society in areas such 
as medicine, engineering, basic science, 
and entrepreneurship. They have proven 
themselves, taken risks, and tried new 
approaches to solving old problems. When 
making philanthropic decisions, they want 
to make a real difference to society. 

There are many great causes to support, 
and people tend to gravitate to those that 
have some relevance to their own situation. 
Mielke reflects on what attracted her to the 
program. “As a woman with small children 
and an aging parent, I’ve had to navigate 
the healthcare system. With this program I 
feel I am supporting improvements to our 
health system.” 

Credit for the success 
to date of the RUH 
Foundation’s WLP program 
can be spread among many 
volunteer women who have 
been involved in developing 
the pilot program, and the 
RUH Foundation’s Board 
of Directors, which embraced 
something new. But one of the special 
aspects is that the funding comes from a 
community rather than a specific donor. 
To Mielke, this is not at all surprising. 
“My experience is that time and time 
again, the business community and other 
strong leaders are willing to step up and 
contribute.”

Expectations are high for Women 
Leading Philanthropy to continue to foster 
innovation in healthcare while supporting 
women’s leadership and philanthropy. 
Other strong applications were considered 
for the 2018 award. Applications for the 
2019 WLP grant are now being evaluated, 
and other innovations are sure to emerge 
from women in Saskatchewan’s medical 
community. 

Each month, new women donors 
register as members through the RUH 
Foundation’s website to support this 
great cause. The community continues to 
financially support its good work.

Women Leaders Supporting 
Woman-led Healthcare: 

One of the special aspects is that 
the funding comes from a community 

rather than a specific donor.

Working with donors and medical teams since 1983, the RUH 
Foundation has invested more than $130 million in innovative 
research, education, and advances in patient care at Royal 
University Hospital.

ruhf.org

Dr. Mary Kinloch’s excitement is 
contagious. Her words convey a certain 
fascination with this innovative medical 
procedure that can identify whether family 
members of some people with cancer have 
a high risk of also developing cancer. Her 
voice is filled with emotion and illustrates 
conviction in what she is saying. This 
new medical approach is important. Its 
importance extends beyond science. It 
represents tangible improvement to the 
healthcare system. It also represents the 
community, embracing those who have 
been touched by cancer. There is also a 
certain pride behind the way a community 
of strong women made this possible. 

“This is totally 
revolutionary. Everyone 
else does blood testing, 
which means long wait 

times. By testing the 
tumour first, the whole 

process is so much easier. It 
eliminates patient anxiety 

and saves time.”

MEDICAL INNOVATION 

The new procedure Dr. Kinloch is 
describing is being rolled out in the 
Saskatchewan Health Authority by 
Candice Jackel-Cram, a genetic counsellor, 
and her team. Their pilot program allows 
all women with uterine cancer to receive 
tumour-based testing for evidence of a 
hereditary explanation. Women used to 
have to wait three or four years for testing 

and genetic counselling. With this 
new program, the wait time is now 
one to two months. 

“There are far-reaching 
benefits to families throughout 
Saskatchewan,” Dr. Kinloch 
explains. “This procedure tells 
us whether a hereditary cancer 
syndrome has been passed from 
the woman with uterine cancer 
to her children. Families with 
a hereditary cancer syndrome 
can then participate in a 
surveillance program to help 
prevent cancer. This will save 
lives.”

Dr. Kinloch explains how 
innovation is at the heart 
of this treatment. “Nobody 
in Canada is doing this. A 
few in the United States 
are doing this in a research 
capacity, but this is a clinical 
process that is being funded 

right here in Saskatchewan. It’s 
a different way of thinking.” 

Many great new ideas emerge in 
healthcare. But which ones will be 
implemented? The Canadian healthcare 
system’s operational funding is dedicated 
to applying proven procedures that are 
considered the standard of care. A new 
procedure like this one requires outside 
funding. It needs a source of funding  
with an interest in changing the standard 
of care.

THE PITCH FOR FUNDING

Where did Jackel-Cram’s funding come 
from? Back in September 2018, she 
and her team were one of three finalists 
to “pitch” their projects to a unique 
audience. The room was full of women 
who had joined the Royal University 
Hospital Foundation’s Women Leading 
Philanthropy (WLP) program by donating 
$1,200, or $600 for those under age 40, 

DR. MARY KINLOCH (LEFT) AND RACHEL MIELKE, 
VOLUNTARY AND HONORARY CHAIRS OF THE RUH 
FOUNDATION WLP PROGRAM. PHOTO COURTESY OF 
RUH FOUNDATION.

A unique funding 
model for medical 
innovation

THE INAUGURAL RECIPIENT OF THE $100,000  
WLP GRANT, DR. CANDICE JACKEL-CRAM (FOURTH FROM RIGHT) AND HER TEAM, WITH WLP 

CO-CHAIRS AFTER THE ANNUAL VOTING MEETING. PHOTO COURTESY OF RUH FOUNDATION.
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78%
78% of executives value brand authority and expertise and are 
willing to read sponsored content. 74% of executives are more 
likely to share articles than other formats—this is true across 
demographics, regions, and industries.

In fact, they’re twice as likely to share articles than charts, data or 
images —and three times more likely to share articles than video. of executives are willing  

to read sponsored content.

READERS LOVE  
SPONSORED CONTENT. 
As reported by the Quartz Global 
Executives Study, 2018*:
 
* https://insights.qz.com/ges/2018/
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DISPLAY ADVERTISING

The Magazine for Saskatoon Entrepreneurs

Digital Ad
The digital ads appear on The Business Advisor magazine’s website, 
www.bizadv.ca, and reach people who are accessing the magazine’s 
content archive. Digital ads link to your website home page or any 
other page of your choosing.

Print Display Ad
Display ads are traditional advertisements you expect to see in 
magazines. They are an effective and proven way for your company 
to build credibility and convey a message to potential customers.

We believe putting people first is the best way to make 

technology work for them. It’s a conviction that sets us apart.

Experience the human side of ERP.www.projectline.ca

NOTE: 

•  �Ad design services available.

•  �Print edition display ads will not be posted to the 
website. Digital display ads are purchased for a 
three-month period spanning the time between 
print editions.

•  �Sponsored content in the print edition will be 
posted to the website.

•  �For tablet and mobile devices, the ads will adjust 
responsively to the screen’s resolution and size.

•  �Where multiple ads are booked for the same 
position, they will appear in rotation. 
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Print Edition: Display Advertising 

Regular 
Placement

2020 2021

Price per ad, 
booking one ad

Price per ad, advance 
booking of at least 4 

consecutive placements 
(10% discount)

Price per ad, 
booking one ad

Price per ad, advance
booking of at least  

4 consecutive 
placements

(10% discount)

Full Page $2,200 $1,980 $2,255 $2,030 

Half Page Horizonal $1,465 $1,320 $1,500 $1,350 

Half Page Vertical $1,465 $1,320 $1,500 $1,350 

Double Page Spread $4,180 $3,760 $4,285 $3,860 

Print Edition: Sponsored Content 

Regular 
Placement

2020 2021

Price per 
article booking 

one article

Price per article, advance 
booking of at least 4 

consecutive placements 
(10% discount

Price per article 
booking one 

article

Price per article,  
advance booking of 

at least 4 consecutive 
placements

(10% discount)

Sponsored Content 
Article $3,300 $2,970 $3,385 $3,045 

Sponsored Content 
Editorial $6,610 $5,950 $6,775 $6,100 

Special 
Placement

2020 2021

Price per ad, 
booking one ad

Price per ad, advance 
booking of at least 4 

consecutive placements 
(10% discount)

Price per ad, 
booking one ad

Price per ad, advance
booking of at least  

4 consecutive 
placements

(10% discount)

Inside Front Cover $2,640 $2,380 $2,710 $2,435 

Inside Back Cover $2,640 $2,380 $2,710 $2,435 

Back Cover $2,970 $2,675 $3,045 $2,740 

ADVERTISING RATES

The Magazine for Saskatoon Entrepreneurs

•  �10% advance booking 
discount applies to any mix 
of display ads or sponsored 
content booked for four 
consecutive editions.

•  �Online digital ads will be 
complimentary for all print 
display advertisers in the 2020 
and 2021 editions.

•  �Each advertiser will receive 
up to 25 complementary 
print copies of the magazine. 
Additional copies can be 
ordered by the ad material 
due date for $2 per copy. 

•  �Qualifying advertising 
agencies will receive a 15% 
discount.

•  �Invoices are issued on the date 
the magazine is published, 
with payment due in 30 days.

•  �For digital ads, one invoice is 
issued for the three-month 
display period on the date the ad 
goes live, with payment due in 
30 days.

•  �Prices are subject to change 
without notice.

NOTE:

Online:  Digital Advertising

Leaderboard

2020 2021

$195 $200 

Square Box $195 $200 

Vertical Box $195 $200 

Note: prices are rounded to the nearest 5.
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SPONSORED CONTENT  
ARTICLES/EDITORIALS

Booking deadline:  
November 12, 2019

Article draft due:  
December 20, 2019

DISPLAY ADS

Booking deadline:  
January 7, 2020

Ad material due:  
January 21, 2020

SPONSORED CONTENT  
ARTICLES/EDITORIALS

Booking deadline:  
November 10, 2020

Article draft due:  
December 22, 2020

DISPLAY ADS

Booking deadline:  
January 5, 2021

Ad material due:  
January 19, 2021

SPONSORED CONTENT  
ARTICLES/EDITORIALS

Booking deadline:  
February 11, 2020

Article draft due:  
March 24, 2020

DISPLAY ADS

Booking deadline:  
April 7, 2020

Ad material due:  
April 21, 2020

SPONSORED CONTENT  
ARTICLES/EDITORIALS

Booking deadline:  
May 12, 2020

Article draft due:  
June 23, 2020

DISPLAY ADS

Booking deadline:  
July 7, 2020

Ad material due:  
July 21, 2020

SPONSORED CONTENT  
ARTICLES/EDITORIALS

Booking deadline:  
February 9, 2021

Article draft due:  
March 23, 2021

DISPLAY ADS

Booking deadline:  
April 6, 2021

Ad material due:  
April 20, 2021

SPONSORED CONTENT  
ARTICLES/EDITORIALS

Booking deadline:  
August 11, 2020

Article draft due:  
September 22, 2020

DISPLAY ADS

Booking deadline:  
October 6, 2020

Ad material due:  
October 20, 2020

SPONSORED CONTENT  
ARTICLES/EDITORIALS

Booking deadline:  
May 18, 2021

Article draft due:  
June 29, 2021

DISPLAY ADS

Booking deadline:  
July 13, 2021

Ad material due:  
July 27, 2021

SPONSORED CONTENT  
ARTICLES/EDITORIALS

Booking deadline:  
August 17, 2021

Article draft due:  
September 28, 2021

DISPLAY ADS

Booking deadline:  
October 12, 2021

Ad material due:  
October 26, 2021

IMPORTANT DATES

The Magazine for Saskatoon Entrepreneurs
FRANCHISE

THIS
WHAT THE HADDOCKS KNOW,  

YOU CAN TAKE TO THE BANK

It was the end of another typical week at the head office of  

The Body Shop in Toronto. Except for this guy from Saskatchewan. 

BY RAY PENNER

He had observed a Body Shop store in a Vancouver 

mall and was convinced it was the perfect opportunity 

for him back in Saskatoon. When he phoned head 

office to say he was flying directly from Vancouver to 

acquire a franchise, they told him not to bother; they 

would send him a package in the mail. Unsatisfied 

with that answer, he showed up the next day at head 

office anyway. They ignored him, as best they could. 

For the entire week, he would arrive early to greet 

the staff with, “Hi, I’m Gord Haddock, your new 

Saskatchewan franchise owner.” He would be the last 

to leave, wishing them all a pleasant evening. He and 

the receptionist became friends; she let him watch 

training videos in the boardroom. 

Finally, Margot Franssen, founder of The Body 

Shop Canada, marched into the reception area  

and confronted Gord. “You’re never going to leave,  

are you?” 

“Oh yes, I am certainly going to leave, Ms. 

Franssen,” Gord replied, “as soon as you let me 

buy the Saskatchewan franchise.” She ushered him 

into her office. After a stern grilling, she said he 

could take the training, and they would make a 

decision based on his performance. He would be 

the first male franchisee if he passed. 

The trainers soon realized he had business 

experience, and after just one month of product 

training and shop floor experience, Gord found 

himself back in Margot’s office for another 

hour of intense questioning. At the end of that 

meeting, she told him he knew his stuff, he had 

the Saskatoon franchise, and suggested they go for 

wine and lunch. Less than a year later, Gord and 

his wife, Maureen, were operating one of the most 

successful and innovative Body Shop franchises in 

the world. 

GORD AND MAUREEN HADDOCK.  

PHOTO BY KAREE DAVIDSON/CONCEPTS PHOTOGRAPHY & DESIGN.

“We absolutely loved the product, and that is the key to 

deciding whether or not to invest in a franchise. You have to 

fully believe in what you’re offering to your customer.”

– Maureen Haddock

29
The Business Advisor

DECEMBER 2019

28 The Business Advisor

DECEMBER 2019

2020 ISSUES

2021 ISSUES

MARCH 2020
Distributed:  
February 25, 2020

MARCH 2021
Distributed:  
February 23, 2021

JUNE 2020
Distributed:  
May 26, 2020

JUNE 2021
Distributed:  
May 25, 2021

SEPTEMBER 2020
Distributed:  
August 25, 2020

SEPTEMBER 2021
Distributed:  
August 31, 2021

DECEMBER 2020
Distributed:  
November 24, 2020

DECEMBER 2021
Distributed:  
November 30, 2021
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Print Edition: Display Advertising Size Options and Specificiations

PRINT ADVERTISING FORMATS

The Magazine for Saskatoon Entrepreneurs

Print files: need to  
be supplied CMYK  
colour profile. 

Preferred File Formats:  
PDFX-1A (PDF file) 
Resolution: 300 dpi  
(dots per inch)

How to submit:  
Please send files to:  
office@bandagroup.com 
using www.wetransfer.
com, indicating the ad 
name and issue date.

Ad Building Tips: 

• �Leave .25” space for a live 
area between text and 
edge of ad.

• �Make sure all text is 
ledgible at final size.  
Avoid text less than 6 pt.

• �Provide crop marks and 
bleed area for full page 
bleed ads.

• �Crop marks are not 
necessary for all non  
bleed ads.

Ad Size:   
�7.25”w x 4.75”h 

*No bleed option.

1/2 Page 
Vertical Ad 
(with border)

Full Page Ad 
(with white border)

1/2 Page 
Horizontal Ad 

(with white border)

Full Page Ad 
(with bleed)

Ad Size:   
7.25”w x 9.75” h

Ad Size:  8.25”w x 10.75” h
Extend artwork .125” past 
the page size. Include page 
bleed and provide crop 
marks on final pdf artwork.

Ad Size:  
�3.625”w x 9.5”h 

*�No bleed  
option.
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ONLINE ADVERTISING FORMATS

The Magazine for Saskatoon Entrepreneurs

728 x 91 pixels

360 x 360 pixels

360 x 600 to 700 pixels

LEADERBOARD

SQUARE BOX

VERTICAL BOX

• �Acceptable formats include 
GIF, JPG, BMP, PNG.

• Files must be 72 DPI
• �Online ad files need to be 

supplied in RGB colour 
profile.

• �For ads with a white 
background, we advise 
using a border to ensure 
the ad is set apart from the 
rest of the website content.

HOW TO SUBMIT: 
Ads must be emailed to  
office@bandagroup.com.  
Please specify what digital 
ad size is booked for 
confirmation of sizing.

Online: Advertising 
Size Options and 
Specifications


