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Successful presentations: Five ways to win that new client 
bores! Understand that 
we buy with our hearts 
but rationalise the pur
chase with our heads. 
Even major buying de
cisions have major 
emotional as well as fi
nancial elements. 
Therefore, shape your 
presentation to tap into 
the feelings and emo
tions of the audience. 
Be passionate. Work 
with your emotions -
and theirs. But be sure 
to back up those emo
tional messages with 
facts. 

(NC) - Winning new 
business is the key to 
success of any organi
sation. Those that rely 

on existing clients at
rophy and die; those 
that aggressively and 
skilfully attract new cli-

ents prosper. And the 
secret lies in the alI-im
portant process that 
leads up to a client's 
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decision to award you 
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Here are some tips 
from Irwin, who heads 
up the Canadian office 
of the Australian-based 
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Royal Bank Financial Group. 

H
oW much will you need in retirement? 
Want to make sure your retirement say
ings strategy is on track for success? 

~. 

The first step in developing a retirement savings 
strategy is to try to figure out what your annual 
income needs will be. After you've calculated how 

Shelley Skogstad, CFP . 
Investment & Retirement Planner 
Royal Bank Financial Group 
204-792-0904 .. 

PROFESSIONAL FINANCIAL ADVICE AND RETIREMENT PlANNING 

• RRSP/RRIF • MUTUAL FUNDS 
• LOCKED.IN RETIREMENT PLANS (URA/LIF) • GUARANTEED INVESTMENT CERTIFICATES 

• PENSION/SEVERANCE PACKAGES • RETIRING ALLOWANCES 

com -
pan y 
wh i c h 
special
izes in 
face-to
f ace 
business 
commu
n i c a -
tion: 

1. Understand the 
decision makers better. 
than they understand 
them-selves. The cru
cial aspect of any bid -
analyse your audience. 
Build rapport and find 
out what it is that will 
make each decision 
maker want your or
ganisation as a partner. 

2. Learn the real ob
jective of the bid. Win
ning is the key but not 
the only objective of. a 
bid. Set out your ob
jectives for every aspect 
of the sales process. Ask 
yourself: 'What do I 
want each member of 
the audience to do as a 
result of our presenta
tion or meeting?' By 
understanding this 
you'll be able to tailor 
your message for maxi
mum audience impact. 
A persuasive bid fo
cuses strongly ori your 
objective. 

3. Know what per
suades - and what 

4. Maximise the 
power of the visual. 
Work on the values and 
needs of your audience 
to achieve theirspecific 
objectives and use your 
visual aids strongly and 
well. Don't be afraid to 
vary your visual aids. 
Remember, variety 
keeps your sales pres
entation interesting to 
your audience. 

5. Rehearse until it 
seems impromptu. 
Never underestimate 
the importance of re
hearsal. The goal is 
naturalness. And don't 
makethemistake of be
lieving that withoutre
hearsal you will look 
more ·natural. You are , 
more likely to come 
across as nervous, hesi
tant and unfocused. 

much you'll need to live comfortably in retire
ment, you need to look at where this retirement 
income will come from. For most people, govern
ment and employer pensions won't cover the 
amount of income they'll need in retirement. So 
personal savings must cover any shortfall. When 
considering your investment' or retirement plan
ning needs, remember, you are not alone. You 
can count 'on Shelley to help you reach all your 
investment and retirement goals. Give Shelley a 
call and take the first step to ensuring that you 
achieve your retirement income goals. 

ARE YOU APPROACHING AGE 69? 
By December 31 of the yearyou turn 69, your 

RSPs must be cashed in or converted. Here's how 
to continue to tax-shelter your retirement sav
ings. 

A Royal Bank Retirement Income Fund (RIF) or 
Life Income Fund (LlF) lets you convert your RSp· . 
pension savin9s to retirement income and con
tinue· to earn tax-sheltered interest. Enjoy the 
flexibility of a Royal Bank RIF/LiF which lets you 

. decide how much income you need and when 
you need it. 

Call Shelley today for this complimentary serv
ice. Itcould make your retirement even more 
enjoyable! 

AVAILABLE 
7 DAYS A WEEK 

WEEKDAYS/EVENINGS, OR WEEKENDS 
AT YOUR HOME, OFFICE 

OR ROYAL BANK BRANCH 
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Crocus Investment Fund: Winning foryou and for Manitoba 

A s you know; the RRSP season in Canada is 
the time when most Canadians and 
Manitobans invest in their future by con

tributing to t~eir RRSP. For Crocus Investment 
Fund this is an important time. New capital is 
essential to support the further growth of existing 
Crocus companies and to allow the Fund to invest 
in new companies, both of which contribute to 
future shareholder value, create new jobs for 
Manitobans and helpfuel our provincial economy. 

The end of March marked the end of the tradi
tional RRSP sales season and Crocus raised nearly 
$25 million in new capital, the Fund's third high
est amount since first selling shares in 1993. 
Approximately 57% of sales were from repeat 
investors while new shareholders accounted for 
the remaining 43%, increasing the total number 
of Crocus shareholders to mOrl; than 30,000. 

These results were more than satisfactory for 
President and CEO, Sherman Kreiner. "While this 
is only one aspect of our business, we are pleased 
with the outcome, especially considering the 
doWnturn in equity markets that appear to have 
shaken investor confidence, and ultimately con
tributed to reduced RRSP contributions across 
Canada." 

Manitobans who invest in Crocus get a 15% 
Federal and 15% Manitoba tax credit in addition 
to the investment, return earned by the Fund. 
Investors are required to keep their investment in 
the Fund for a minimum of eight years - the 
mandatory hold-period. The tax credits and the 
hold period are the main differences between 
Crocus and other mutual funds. 

When you learn more about Crocus it is clear 
that governments give the tax credits because 
they want the Fund to invest in local businesses to 
stimulate the provincial economy and create jobs. 
The tax credits are an incentive for individual 
Manitobans to invest and it seems apparent that 
shareholders wantto earn a competitive return for 
themselves but they also feel good about support
ing the local economy and contributing to the 

future in their home province. 
In November, 2000 Ipsos Reid (fQrmerly Angus 

Reid Group) conducted telephone surveys with 
500 randomly selected Crocus shareholders. This 
sample size provides survey results that are 95 
percent accurate with a margin of errorof+/- 4.34 
percentage points. This survey showed the most 
important "drivers" affecting why shareholders 
purchased Crocus are: 30% tax credits (94%); job 
creation in Manitoba (76%); socially responsible 
investments (68%) and long-term rate of return 
(50%). [Figure 2] 

Crocus was not surprised by these survey re
sults. 

"Just like other mutual funds Crocus is focused 
on earning a competitive rate of return for their 
sha reholders over the length of thei r investment," 
says Kreiner. "But we don't think this needs to 
happen in isolation and our shareholders seem to 
agree. It is clear to us that by investing in Crocus 
Manitobans can win for themselves and for our 
province." 

And Crocus performance has been very com
petitive. Since first selling shares in 1993 the Fund 
has earned an annual compound rate of return of 
4.06% (@ April 1, 2001). When you consider the 
value of the tax credits, the annual return is 
11.05%. . 
. Kreinersupports the Fund's performance. "Most 
investors I know measure investment success by 
what they've earned when they cash in their 
investments. This is the measuring stick we use at 
Crocus and the results are solid. For example, 
shareholders who chose to redeem their shares on 
April 1, 2001 at the completion of their seven-year 
hold period received $13.84 per share. This was 
more than doubled their original $6 net invest
ment." [Figure 1] 

Crocus has made more than twenty new invest
ments in the past two years in addition to add-on 
investments within their earlier portfolio compa
nies. James Umlah, Chief Investment Officer at 
Crocus sees this as part of the normal cycle of 
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growth for Crocus. 
"We expect these new companies to mature 

.and prosper and we will continue to support 
subsequent stages of their growth when appro
priate," adds Umlah. "But in the end our perform
ance will be determined by the performance of 
the entire portfolio and by the investments we 
add in the future. We have several investments in 
the final stages of due diligence and expect to 
have as many as seventy companies in our portfo
lio by Christmas. Continuing to grow and refine 
our portfolio is the key to our long-term success." 

To date Crocus has invested more than $115 
million in more than 55 local companies. These 
investments have been leveraged to create, save 
or maintain about 1 0,000 jobs, most right here in 
Manitoba. The Fund continues to provide the 
majority of venture capital in Manitoba and is the 
largest labour-sponsored fund in the province 
with more than 30,000 shareholders. 

And Crocus has been extremely active in pro
moting downtown redevelopment as a key com
ponent of contributing to a stronger economy for 
Manitoba. "Activity downtown is way more than 
symbolism for us," says Kreiner. "We see a strong 
downtown as a key to our economic growth. And 
when the economy is strong, companies in our 
portfolio benefit and so do our shareholders. 
That's why we invested in the Goldeyes and the 
ball field, and why we are involved with the new 
downtown entertainment centre. These are solid 
investments that are winners on their own but 
they also contribute in other ways./I 

And Kreiner has the last word. "At Crocus we 
work hard to exceed the expectations of our 
shareholders, our investee partners and our many 
stakeholders. With Crocus, you can achieve your 
personal financial goals while also helping make 
our province a better place in which to live, to 
work and to raise a family. I think Crocus makes a 
difference./I . 
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CROCUS INVESTMENT FUND 
Bringing Your Investments Home! 

3rd Floor,275 Broadway 
Winnipeg, Manitoba R3C 4M6 

Phone (204) 925-7777 
or toll free 1-800-361-7777 

www.crocusfund.com 

This advertisement 15 not a solicitation or an offer to sell securities of the Crocus Investment 
Fund. The offer Is made solely by prospectus. which contains full details of the offering. 
Copies of the prospectus may be obtained from an Investment dealer. participating 
Manitoba credit union, or Crocus Capital Inc. 

-' .. 

~. 

" 


