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UPCOMING EVENTS

March 5, 2018
FINANCIAL MODELING (2 DAY COURSE)
CFA Society Ottawa is partnering with The
Marquee Group to offer financial modeling
training courses in 2018. The Marquee Group’s
training mission is to ensure that everyone
preparing financial models has the skills to do
so in the most efficient and effective way possible.
Professionals trained by Marquee provide their
companies with greater financial insight and
more accurate decision-making tools.
This hands-on course focuses on the skills
required to design and create an interactive
financial model of a company that adheres
to the highest industry standards.
The course material includes model design,
logic, construction, financial concepts and
accounting treatment. Various intermediate
Excel tools along with helpful keyboard shortcuts
will also be covered throughout the day.

MARCH 7, 2018
ADVANCED DATA MANIPULATION
CFA Society Ottawa is partnering with The Marquee
Group to offer financial modeling training courses in
2018. The Marquee Group’s training mission is to ensure that everyone preparing financial models has the
skills to do so in the most efficient and effective way
possible. Professionals trained by Marquee provide
their companies with greater financial insight and
more accurate decision-making tools.

2018
ANNUAL
FORECAST
DINNER
APRIL 17, 2018
SHAW CONVENTION CENTRE
HOSTED BY:
DAVE HEMSTAD
KEYNOTE SPEAKER:
SCOTT GALLOWAY

SEE PAGES 6-7
FOR MORE INFORMATION
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SOCIETIES NEARBY
BUILDING AN LBO BY THE MARQUEE GROUP
MARH 6, 2018 | TORONTO
10TH ANNUAL SPRING PENSION CONFERENCE
APRIL 5, 2018 | TORONTO
DIALOGUE WITH OUR LEADERS
APRIL 12, 2018 | MONTREAL
ALPHA AND GENDER DIVERSITY
MAY 2, 2018 | MONTREAL

GLOBAL

RECENT EVENTS

DECEMBER 19, 2017
CFA SOCIETY HOLIDAY SOCIAL
Thank you to all who came out to network and share in
the holiday spirit. The event gathered 30 charterholders
and candidates at the Metropolitan Brasserie in Ottawa.

JANUARY 24, 2018
BEHAVIOURAL ECONOMICS AND FINANCE
PANEL DISCUSSION ON THE WORKS OF
RICHARD THALER, NOBEL PRIZE IN
ECONOMICS 2017

CFA INSTITUTE CONFERENCE: WEALTH MANAGEMENT
MARCG 28-29, 2018
LOS ANGELES, CALIFORNIA, UNITED STATES
71ST CFA INSTITUTE ANNUAL CONFERENCE
MAY 13-16, 2018 | HONG KONG, HONG KONG

WEBINARS:
ALL THAT’S GOLD DOES NOT GLITTER
MARCH 22, 2018
PRACTITONER’S INSIGHT:
INFORMATION TECHNOLOGY SECTOR
MARCH 29, 2018

More at: www.CFAInstitute.org > Insights & Learning
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Almost 80 fellow CFA charterholders and economists
from Ottawa-Gatineau participated in this first bilingual,
joint event with the Outaouais Chapter of the Association
des économistes québécois. Speakers included assistant
professor of economics Radovan Vadovič from Carleton
University, who provided an overview of the birth of
behavioural economics at the intersection of economics
and psychology. Jacques Lussier, CFA, President and
CEO of Ipsol Capital, presented Richard Thaler’s
growing contribution to behavioral finance and the
reasoning for making an optimum solution the
default option. Elizabeth Harvey of the Privy Council
Office of Canada provided concrete examples of how
nudging and behavioral insights are used to improve
public policy in Canada.

RECENT EVENTS

NOVEMBER 29, 2019
THE VALUE OF COGNITIVELY DIVERSE
TEAM IN ASSET MANAGEMENT

As an extension of our Women in Investment Management initiative, the CFA Society Ottawa was pleased to
host a luncheon focused on the Value of a Cognitively
Diverse Team in Asset Management – In Theory and In
Practice. The luncheon featured a presentation by Nadia
Savva, Director of Institutional Sales Canada at MFS on
research undertaken by her firm on the components of,
and empirical evidence for, creating cognitively diverse
teams in asset management. Nadia’s presentation was
followed by two case studies that provided real-world
and local examples of the relationship between organizational culture, cognitive diversity and achieving investment performance, presented by Debra Alves, Managing
Director/CEO, CBC Pension Plan and Andrew Frank, Vice
President and Branch Manager, RBC Dominion Securities.
The luncheon was well attended and generated a great
discussion demonstrating that the way in which investment management teams are designed and work together has become a make-it or break-it factor.

FEBRUARY 2, 2018
CFA SOCIETY OTTAWA IDEAS NIGHT

On the evening of February 7th, the CFASO
hosted an Ideas Night at Brixton’s British Pub.
In this informal setting, members and candidates
had a spirited discussion about the direction
of the Canadian real estate market. The debate
touched on key factors and developments
impacting the sector and the ways in which
market fundamentals interact with behavioural
biases to present investment opportunities.
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CFA Society Ottawa presents:

2018 ANNUAL
FORECAST DINNER
APRIL 17, 2018 | SHAW CONVENTION CENTRE
RECEPTION BEGINS AT 5:30PM • DINNER BEGINS AT 6:30PM

KEYNOTE SPEAKER:

HOST:

SCOTT GALLOWAY | PROFESSOR OF MARKETING
NYU Stern School of Business

DAVE HEMSTAD | STAND-UP COMEDIAN
Regular of CBC’s THE DEBATERS

Scott Galloway is the founder of business intelligence
firm L2 and a Professor of Marketing at NYU Stern,
where he teaches brand strategy and digital
marketing. He has been named “One of the World’s
50 Best Business School Professors” by Poets &
Quants, elected to the World Economic Forum’s
Global Leaders of Tomorrow, and sits on numerous
boards. Scott Galloway is a regular contributor to
Business Insider, creator of the weekly video series
Winners and Losers in a Digital Age, and author of
the recently published book The Four.

A regular guest on The Debaters on CBC, comedy
fans will recognize him from his numerous
televised appearances from Just for Laughs and
the Halifax Comedy Festival. Dave Hemstad was
even voted Best Comedian in Canada by the
Canadian Organization of Campus Activities.

FEES:
Individual Tickets: $125 CAD (limit 4 per purchase)
Table (10 Guests per table): $1,500 CAD

CFA SOCIETY OTTAWA 2018 FORECAST DINNER

Dave Hemstad

The CFA Society Ottawa is pleased to announce that the
2018 Forecast Dinner will be held on April 17, 2018 at
the Shaw Centre. Building on the great success of last
year’s event, the Society has once again attracted a very
talented keynote speaker, Scott Galloway, with a very
funny host Dave Hemstad.
Scott Galloway is the founder of business intelligence
firm L2 and a Professor of Marketing at the NYU Stern
School of Business, where he teaches brand strategy
and digital marketing. Scott is a regular contributor to
Business Insider and creator of the weekly video series
Winners and Losers in a Digital Age, where he shares
his unique, data-driven take on who is thriving and
who is dying in the shifting landscape of the digital
age. Scott has successfully predicted what took many
others by surprise, such as when he predicted Amazon’s
acquisition of Whole Foods just a few days before it
was announced! Scott is also the author of the recently
published book The Four: The Hidden DNA of Amazon,
Apple, Facebook, and Google.

Dave Hemstad is a well-known Canadian comedian from
both CTV’s Comedy Now! and CBC’s The Debaters, and
is often seen at Just for Laughs. He was an astute and
humorous host last year and we are looking forward to
having him back to guide us through the evening.
Last year’s Forecast Dinner drew an all-time highest
attendance and excellent feedback from attendees.
We are hoping to build off of that momentum to host
another top-tier event. Sponsorship opportunities and
tickets are now available!

MEMBERS RESOURCES
CANADIAN ADVOCACY COUNCIL (CAC)

The CFA Society Ottawa is
400+ members strong!
Way to start the year 2018, the Society has
breached the 400 members mark! As we
continue to grow membership value and
welcome new Charterholders, stay tuned to
celebrate this milestone in the spring.

WHAT IS IT?
The CAC is an independent pan-Canadian organization
that represents the interests of Canadian CFA Institute
societies with regards to advocating CFA Institute’s
Code of Ethics and Standards of Practice to Canadian
securities regulators, standard setters, self-regulatory
organizations, industry groups and legislators. It is an
independent organization made up of 10-16 members
and represents over 17,000 CFA Institute members.
RECENT REQUESTS FOR COMMENT
Canadian Security Administrators (CSA) Consultation
Paper 52 - 404 Approach to Director and Audit
Committee Member Independence.
Purpose of Letter: “to facilitate a broad discussion on the
appropriateness of our approach to determining director
and audit committee member independence.”
CAC RESPONSE:
• The CAC does not believe that corporate
		 governance should be evaluated on either
		 exclusively principles-based nor exclusively
		 rules-based approaches.
• A more holistic approach to corporate governance,
		 that extends beyond independence (e.g. women on
		 boards and in executive officer positions).
• Bright-line tests (the current CSA approach)
		 indicates a higher governance standard and assists
		 investors in making critical decisions regarding
		 corporate governance regimes that are consistent,
		 transparent and trusted.
• “We are not aware of any evidence, statistical or
		 otherwise, to justify a statement that there is an
		 insufficient supply of highly qualified candidates
		 for independent directors in the Canadian
		 marketplace.”
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• Given the strong economic ties between Canada
		 and the United States, further disharmony
		 between Canadian and U.S. corporate governance
		 independence rules is inadvisable.
Canadian Security Administration (CSA) Proposed
Amendments to National Instrument 94-101: Mandatory
Central Counterparty Clearing of Derivatives and Proposed Changes to Companion Policy 94-101 Mandatory
Central Counterparty Clearing of Derivatives.
Purpose of Letter: “The purpose of the National Instrument is to reduce counterparty risk in the over-the-counter (OTC) derivatives market by requiring certain counterparties to clear certain prescribed derivatives through a
central clearing counterparty (the Clearing requirement)”
“The purpose of the Proposed Amendments is to refine
the scope of counterparties to which the Clearing requirement applies and the types of derivatives that are subject
to the Clearing requirement.”
CAC RESPONSE:
• The CAC supports the suggested pragmatic changes
		 that will narrow down the type of counterparties
		 subject to the National Instrument (certain trusts
		 & investment funds) as well as remove certain
		 derivatives that would otherwise be subject to the
		 clearing requirement (overnight index swaps &
		 forward rate agreements).
• The use of OTC derivatives by certain trusts and
		 investment funds is commonly limited to F/X hedges.
		 The solution to any related issues would usually
		 only require the posting of additional collateral.

NATIONAL/INSTITUTE DEVELOPMENTS & INITIATIVES
IIROC MEMBER LETTER

CFA INSTITUTE & PRI SURVEY

I hope everyone is having a great start to 2018!

The survey is part of a global study on ESG integration by CFA Institute and the PRI that will provide a
deeper understanding of how environmental, social
and governance (ESG) issues are affecting investment
decisions and financial markets.

I wanted to make you aware and need your help to
spread awareness among our Canadian membership
of a professional and career-enhancing benefit to all
members who hold or are interested in pursuing the
CFA designation in Canada.
The Investment Industry Regulatory Organization
of Canada (IIROC) under Dealer Member Rule
2900 recognizes individuals who have passed
CFA Level III from having to re-write the Canadian
Securities Course (CSC) and Wealth Management
Essentials (WME) licensing courses if certain criteria
are met. (These details are explained in the attached
member letter.)

Note the survey will close on February 28.
https://start.yougov.com/refer/vS6kYnlgRR2fHY
Many thanks for your cooperation

IIROC also recognizes the CFA designation under
Dealer Member Rule 2900 for those seeking to
register as Portfolio Managers and Registered
Representatives with discretionary authority for
trading futures and options on futures contracts.
These are great opportunities for your members
and I appreciate your help to broaden awareness
of these IIROC provisions.
Thank you for your support.
Christopher May
Managing Director, CFA Societies Canada
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LET’S GET PHYSICAL: BODY LANGUAGE AND SUCCESS
By: Barbara Stewart, CFA

The following was originally published on Enterprising
Investor; reprinted with permission from the CFA Institute.

Why should financial advisers care about
our body language?
According to Mark Bowden, a global authority on
nonverbal communication and author of Winning Body
Language and the forthcoming Truth and Lies, co-written
with Tracey Thomson, among other books, we can use
our body language to stand out, win trust, and gain
credibility every time we communicate with our clients.
And I know he’s right because it worked for me!
I had one of my worst ever meetings with a potential
client in 2010. Tens of millions of dollars in assets were
up for grabs. Though I put in a lot of effort, this particular meeting went so poorly that I felt compelled to figure
out where I had gone so wrong.
As a former Xerox sales rep, I know how to sell, and as
a CFA charterholder, I know about finance, but some
other factor had derailed this meeting. A friend
suggested that it might be body language, so I booked
some time with Bowden. He had good insights that I
used to great effect. I checked back in with him in last
month to see what his “greatest hits” of advice would
be for finance professionals.
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Let’s use my 2010 scenario: a typical meeting with a
large prospect that went wrong for mysterious reasons.
The prospective client wanted to invest business proceeds and was interviewing money managers. I invited
our smartest analyst to join us, prepared our pitch, and
knew all the history of the company that had been sold.
The meeting went fine, seemingly. But I had a feeling that
there would be no second meeting and there wasn’t.
The prospective client made one excuse after another
about why he couldn’t get together with us. And then I
was sorry (although not surprised) to hear through the
grapevine that he had selected a different manager.
You can’t win every deal, and we all know that, but
we want our batting average to be as high as possible.
Sometimes, body language can help us get that edge.

What will improve the odds that we’ll win more new
client relationships?
Trust and credibility.
Even if a prospective client has been referred to you by
someone they trust, they are still going to look for their
own indicators that you are trustworthy and credible.
No matter what other items are on their shopping list
(such as investment style or fees), a decision to do business with you will always come down to their assessment
of your trust and credibility. And body language is a
critical part of that.

CAREER DEVELOPMENT CONTINUED

What does “I am trustworthy” body
language look like?
Cultivate the body language of openness.
Maximize your body.
A prospective client wants to see that their adviser is
confident and in control. They are coming to you for
help. Our brains equate “bigger” with “more powerful,”
so set up an environment where you can display more
of your body.
Take up space. For example, during the meeting take
the cup of coffee that is on your right and place it a full
arms-length away from you. This way they can see your
entire arm. But don’t place the cup in their personal
space, keep it in your territory.

With existing clients, you presumably already have a
good relationship and your focus is on working to
maintain and build this relationship. To reinforce the
relationship, you need to gather more data about your
client and their family. So find a way to make your client
feel comfortable enough to give you even more data
about themselves than they have in the past.
If you can build a feeling of intimacy, your clients are
more likely to provide you with more information. For
example, you might hear that they despise a particular
sister-in-law because of how she influences the brother’s
money decisions. This type of intimate discussion is a
sign that your relationship is moving in the right direction.
To maintain and build intimacy, use nonjudgmental
body language.

What NOT to do?

What does nonjudgmental body language look like?

1. Do not show a look of disgust or disdain.

Acceptance.

Of course you know that. But did you know that this
reaction can happen in one-fifteenth of a second and
be perceived by your client? Your prospect might be
telling you about how much fun they had at a model
train convention or some other activity you don’t
appreciate, and this might repulse you. Your nostrils
might flare slightly. Your lip might show a very tiny
curl. This language says, “I don’t accept that; I judge
that.” It tells your prospective client that what they
have just said doesn’t mix with your social group.
Their tribe isn’t your tribe. It’s hard to stop this kind
of instinctive reaction, but you have to be aware of
what your body is doing and revealing to the client.

If a client is in the middle of telling you that they hate
their sister-in-law, they need to see acceptance from you.
Sit in a very open position with arms away from your
stomach and chest so that your client can see more of
your body. The more that your client can see of you, the
more optimistic they will be about you. They will default
to a positive feeling about you.

2. Do not look off to the side. Keep eye contact.
There are so many well-educated analysts who are more
than happy to share their knowledge with everyday people. But all of those years of study fail to pay off when
they look off to the side...lost in their own technical,
geeky world. That sideways glance is condescending and
tells the prospective client that they aren’t worthy of eye
contact. And the relationship gets lost in that instant.

How can we maintain and grow our existing client
relationships?
Foster a feeling of intimacy.

When they are sharing data with you, you need to be really
open. You don’t necessarily have to be in agreement but
they are looking for acceptance, and the aftermath of
acceptance — advice.

What NOT to do:
1. Do not cover any part of your face. Ever.
Many advisers will put their hand on their chin when
they are listening and thinking about something a client
is saying. But a client may perceive this as negative and
will close down. This means no more data will be forthcoming. If we look at someone who is covering part of
their face we default to the negative and feel that they
are judging us.
2. Do not scrunch any part of your face.
If someone is telling you about something that concerns
them, you may adopt a facial expression of “pained em11
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pathy.” You are indicating that you pity them, that you
feel their pain. But if you think about what this expression actually looks like, it looks like you have been stung
by a bee. It is not an appealing look. Your client will feel
misunderstood and will default to the negative.

What is the most important body language tip for
maximizing success in business?
It’s all about the environment.
To maintain your existing clients and to attract new
clients, you need to build relationships. Imagine the
kind of body language that would provide a feeling
equivalent to being in front of a warm fire.
If a meeting isn’t going very well, the environment is
often to blame. For example, if you are sitting in an
overly air-conditioned room, you will naturally hunch
your shoulders and minimize your body to try and stay
warm. This conveys to your client that the meeting
isn’t very pleasant for you.

What about the boardroom?
Old habits die hard. Your firm’s boardroom may look
impressive, but that’s not where you should start
building a relationship with a client.
One reason not to use the boardroom is that you get
hidden behind the big boardroom desk. If you have to
be there, sit kitty-corner — at right angles to them, not
face to face. Why? Because sitting directly across from
each other is antagonistic — it feels like you are looking
for an argument. Parliament was set up that way and
they call it “The Opposition” for a reason.

Another reason not to use the boardroom?
More and more we are seeing a transfer of wealth between generations. This means that there are likely to
be people of different age categories in family meetings.
Boardroom tables were designed for the monarchy.
The king’s dining table had all of the power at one
end, with the person sitting to the king’s right literally
being his right-hand man. That’s great for the 1500s,
but not appropriate in 2018, especially for millennials.
Move to an environment where there is more equal
distribution of power.
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Think about alternative ways to engage with clients.
For example, point out the boardroom while you are
doing a walk-around introducing your client to the firm.
Make it just one part of a conversation that includes the
coffee area, the art collection, the trading room, and the
back office. Give your client a sense of the overall look
and feel of the environment.
Move around. Be in control. Shift the thinking process.
If you feel like the office meeting is making anyone feel
stuck . . . go out for coffee!

Is the ideal body language different for female and
male advisers?
In fact, body language is more similar than different
between the genders.
But we live in a world where many people still have
the idea or stereotype that women should be physically
smaller and men should be physically bigger. So whether
we like it or not, female advisers will need to work even
harder at maximizing their body language to project a
feeling that they are in control.

What is the most important rule to remember about
body language?
When it comes to body language, there are no rules.
There are only results — results that you either wanted
or didn’t want.
I still don’t have a specific answer as to why I didn’t
win that $20-million new business opportunity. But I
can tell you that I have never again had such an
awkward meeting since I’ve become more “open”
and I’ve started to “maximize.”
My advice? Make body language part of your
adviser toolkit in 2018.

Read online: https://blogs.cfainstitute.org/investor/2018/
02/05/lets-get-physical-body-language-and-success/
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