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What's ahead and what’s behind
for businesses, consumers and more

s 2009 begins, forecasters and trend experts share their insight and predictions about what lies ahead. And this time, unlike in many recent

years, their comments all reflect the impact of the economic troubles.

New behaviors adopted

“Change is good—even when it means tem-
porary losses—and ups and downs happen,”
says Judith Lederman, president of a strategic
marketing firm and former market analyst with
a leading consumer publication.

“A plummeting stock market does not mean
that consumers need less; it just means that
the buying patterns are likely to change and
spending will decrease,” she says. “Businesses
that are going to succeed are going to have to
target strategically, lower prices, appeal to bar-
gain-hunting attitudes and stay aware of what
people are most likely to buy.”

Lederman offers her consumer behavior pre-
dictions:
¢ Clothing—Consumers are holding off on

making expensive fashion purchases and

that trend is likely to continue. Consumers
will look for durable and classic clothing.
Dry-clean-only tags won't be as popular,
which may pinch dry cleaners too.

* Food—Restaurants will suffer in the long
term as more people analyze their credit card
bills and come face to face with their restau-
rant expenditures. In grocery stores, cou-
pons will see a resurgence not only among
the boomer and older generations who
have used them previously, but among the
younger generations as well. Comfort food,
not gourmet cuisine, will be popular again.

¢ Technology—Online shopping is likely to
experience renewed growth. Mobile market-
ing, such as Twittering, blogging, texting,
will increase to reach the public and let
them know what’s happening.

* Health care—More stress-related illnesses
may come into play but consumers will be
less likely to pay for expensive co-pays on
medical tests. Emergency room visits will
increase as the middle class neglects its
health and follows the indigent community
that uses the ER as a primary care provider.
Lower-cost HMOs are likely to be busier
and get more customers than the more
expensive PPOs.
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Time for turnaround

Turnaround consultants and financial advisors
will continue to face an abundance of work
but a paucity of options to save businesses
stifled by a credit crunch, according to the
Turnaround Management Association.

The organization’s annual Trend Watch poll
released last fall shows about three-quarters of
respondents report engagements and revenue
up at least 10 percent in 2008 over the previ-
ous year. The same number anticipates further
revenue growth this year, with most expecting
increases of up to 25 percent.

Manufacturing (62 percent), construction
(46 percent) and distribution (45 percent)
were the top industries in which turnaround
professionals were working. More than one in
four respondents said their work also includes
retail, real estate, automotive, service busi-
nesses and health care.

“Not only are more companies in need of
turnaround professionals, the new Bankruptcy
Code and the current credit market have
combined such that a significantly higher
percentage of these troubled companies will
have no option other than liquidation,” says
James B. Shein, chair of the TMA Trend Watch
Committee and professor of strategy and man-
agement at the Kellogg School of Management
at Northwestern University.

Baby boomers talk exit strategies

As the baby boomer generation approaches tra-
ditional retirement age and rides the economic
roller coaster, more will see uncertainty in their
retirement plans. In 2009, more small- and
mid-size business owners will recognize the
need to plan for the future, says Bob O’Hara,
president of O'Hara & Company.

O’Hara, who advises on exit planning, says
baby boomer business owners realistically must
know there will probably be no more peaks in
their business cycle. “Therefore, it is imperative
for them to think of the bigger picture now. In
five or six years when the markets come back,
it will be too late,” he says.

Government promotes green

E. Bruce Harrison, author of Corporate Greening
2.0, says despite congressional preoccupa-

tion with economic recovery, Congress will
enable legislation that mandates stronger green/
energy initiatives for business. The cooperation
between Capitol Hill and the White House will
energize the initiatives.

Public companies in the United States must
prepare for election-year political pledges to
convert to a long life. Standards, rules, inspec-
tions, compliance deadlines and lawsuits will
follow the corporate-greening pattern set in
1970 when the Environmental Protection
Agency opened its doors, Harrison notes.

Social media expands business role

Being relevant in the social media world will
get to the top of more companies’ to-do lists,
according to Romji Mahajan, chief marketing
officer of Ascentium Corp.

Ascentium is finding more of its customers
want or need to tie into various social plat-
forms to give their customers better insight into
consumer demographics and trends. “These
types of platforms enable companies to be
more relevant to younger and more technically
savvy consumers who have flocked to sites like
MySpace, Facebook and Twitter,” Mahajan says.

Not just social Web expansion

Paula Lovell, president of Lovell
Communications and past chairman of the
Federal Reserve Bank of Atlanta, agrees that the
Web is where more businesses will go.

“In 2009, we expect more businesses to
turn to social networking, search engines and
the Web for public relations exposure, driv-
ing demand for Web sites with effective search
engine optimization, SEO,” she says.

As traditional media organizations consoli-
date, the remaining journalists will be required
to produce more; thus they will turn to expert
sources who are easy to find online.
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“Businesses that understand and collabo-
rate with the Web’s influential social media
outlets—blogs, Facebook, Twitter and a host
of others—will fare better than those who fail
to grasp the significance of this fundamental
shift,” Lovell says.

IT cost containment for many

IT decision-makers across government and
corporate sectors enter the year citing cost con-
tainment as their top priority, according to a
survey by CDW Corp.

Forty-one percent of respondents cited cost
as their top concern. However, 32 percent said
investment, new products and technologies
was their priority for 2009, a five percentage
point increase over 2008.

“Many times, organizational objectives
are set well in advance, and after navigating
through the volatile market conditions that
have become the defining characteristic of
2008, IT decision-makers are planning for
2009 by planning for the one element they
can control—cost,” says CDW Vice President
Mark Gambill, who handles market insights
for the company.
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STOCK MARKET
DOES NOT MEAN
THAT CONSUMERS

NEED LESS; IT JUST
MEANS THAT THE
BUYING PATTERNS
ARE LIKELY TO
CHANGE AND
SPENDING WILL
DECREASE.

Funding losses for nonprofits

Nonprofits around the country will see funding
cuts for a variety of reasons. The government
may reduce or eliminate their funding, their
endowments took a hit in the stock market
and their contributors are facing their own eco-
nomic challenges.

Dave Kerr, founder and president of Integrity
House, a substance abuse rehabilitation center
in New Jersey, says the need continues to be
great but the dollars are shrinking.

“The problem of addiction didn’t hear about
our bad economy,” he says. “Our waiting list
is in the hundreds. We probably will see a
funding cut soon and yet somehow we have to
maintain services to 366 addicts in recovery in
our residential program,” he says.

An added economic impact for organizations
like Kerr’s is that graduates of the program
will be competing for employment with hun-
dreds of thousands of qualified workers being
laid off.

Planning before plane departs

International travel will still happen, but
Americans are opting to control costs better in
2009, according to Travelex.

Steps to watching expenses include:

 planning well in advance to shop for dis-
counts and monitor currency fluctuations
for the most favorable exchange rates,

 using prepaid foreign currency travel cards.
More people opt for these electronic forms
of payment over travelers checks and cash,
according to a recent industry study,

 using planning tools such as Travelex’s
budget calculator (www.cashpassport.com/
us/budgetcalculator.html) to estimate costs
of trip basics such as food and beverage,
accommodations, public transportation,
entrance fees, etc.

While travel for business is still required,
cost containment is a priority for companies,
according to the Association of Corporate
Travel Executives.

Christopher Russell, Travelex’s executive vice
president of outsourcing, says business travel
previously was considered a necessary expense
and generally no one scrutinized that belief.

“We see that starting to change,” he says.
“Travel management and travel spending man-
agement are being discussed in CEO offices
and board rooms across the country.”

Fewer dollars spent on off-site meetings

Travel managers, directors and others involved
in planning meetings for their companies say
they will be spending less in 2009.

A Worktopia survey shows that economic
conditions are tightening companies’ plans
to host off-site meetings, including moving
meetings to lower-priced venues and locations
where less travel is incurred. More rigorous
planning also is anticipated.

Those companies expecting fewer meetings
in 2009 typically are larger organizations with
more than 2,500 employees. They also are the
ones who are planning to strategically leverage
technology to reduce meeting costs.

“Not surprisingly, larger companies are
more inclined to utilize a technology-based
solution or service provider to source, track
and plan their off-site meetings,” according to
Worktopia. e
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Top 10 misconceptions about
doing business in...Canada

By Gordon Jessup | Fuller Landau

CANADAIS A
MULTICULTURAL
SOCIETY. MORE
THAN 5 MILLION
RESIDENTS LIST
THEIR FIRST
LANGUAGE AS
OTHER THAN
ENGLISH OR
FRENCH.
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Canadian companies require
resident directors.

Canadian companies can be

incorporated under the jurisdiction of a
province, a territory or the federal government.
Each Canadian jurisdiction has enacted its own
Business Corporations Act and, while similar,
each piece of legislation has variations. Most
Canadian jurisdictions require at least one
resident director and many require a majority
of the directors be Canadian. This can be an
impediment for foreign businesses wishing to
establish a subsidiary in Canada.

Nova Scotia and New Brunswick, however,
do not require resident directors. By choosing
to incorporate in one of these provinces
a foreign business can set up a subsidiary
without the need to find a resident to act as a
director. These corporations can then register
to do business in other provinces, even though
they may not have any business activity in their
province of incorporation.

Canada is a high tax jurisdiction.

Traditionally Canada was seen as a high

tax jurisdiction as corporate tax rates

often were greater than 40 percent.
However, Canadian governments (federal and
provincial) have been successful in balancing
their budgets, and the resulting surpluses have
allowed them to reduce tax rates.

In the 2008 budget the federal government

announced reductions in the general corporate
tax rate for the next several years. When fully

implemented the federal corporate tax rate will
be 15 percent.

Provincial tax rates have also seen reductions
over the last few years and they range from
a low of 10 percent to a high of 16 percent.
Some provinces have announced future tax rate
cuts, and once fully implemented combined
federal and provincial corporate tax rates will
range between 25 percent and 31 percent.
Please note that tax paid to the province is
not deductible in arriving at federal corporate
taxable income.

Canada does not have any
incentives for businesses.

Companies undertaking scientific

research and experimental development
in Canada are eligible to claim federal and
provincial tax credits. The federal government
provides a tax credit equal to 20 percent of
eligible expenditures that is applied against
federal income taxes. Several provinces also
provide tax credits for research performed in
their province.

Companies that manufacture in Canada also
enjoy tax incentives. Many provinces provide
tax credits for manufacturing and processing
undertaken in their jurisdiction. These credits
reduce the effective corporate tax rate.

The Canadian entertainment and software
industries benefit from lucrative film-related
tax credits. These tax credits significantly
reduce the cost of Canadian productions.
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Foreign corporations do not need
to file Canadian tax returns

Canada has an extensive treaty

network. Following the Organization
of Economic Co-operation and Development
model treaty, a foreign corporation that is a
resident in a treaty country is exempt from
Canadian income taxes on business profits if
it does not have a permanent establishment
in Canada. If the corporation has an
establishment in Canada it is subject to tax on
income earned through that establishment.
Foreign corporations resident in a non-
treaty country are subject to tax on income
earned in Canada even if it has no permanent
establishment.

In 1999 Canada adopted rules in its Income
Tax Act that require non-resident companies
that are exempt under a tax treaty to file
a federal corporation income tax return to
disclose that they are carrying on business
in Canada and the basis by which they are
claiming exemption from Canadian tax.
Failure to file a required tax return can result
in penalties being assessed against the non-
resident corporation. Many non-resident
corporations are unaware of this requirement
and surprised when assessed non-compliance
penalties of $2,500 for each year of non-
compliance.

Foreign businesses can sell to
Canadians without concern for
Canadian sales taxes.

Canada has a national sales tax, the

Goods and Services Tax. Non-residents who are
carrying on business in Canada are required to
register, collect and remit this tax. As a value-
added tax they may be eligible to claim tax
credits for GST that they pay on their inputs.

Canada collects tax on all importations of
goods. This applies to non-residents that act
as the importer of the goods. Without proper
planning the non-resident may be incurring
non-recoverable tax when selling goods to
Canadians.

Canada’s climate is cold.

Canada is the second largest country in

the world (only Russia is larger). Much

of this land mass is in the north where
population is sparse. Approximately 75 percent
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of the population of Canada lives within 93
miles of the Canada-U.S. border.

Average winter and summer temperatures
across Canada vary by location. Winters can
be harsh in many regions of the country,
particularly in the north and Prairie provinces,
where daily average temperatures are near
5°F but can drop below 40°F with severe
wind chills. Southern Ontario experiences
a moderate winter with average daily
temperatures around 14°F Coastal British
Columbia enjoys a temperate climate with a
mild and rainy winter.

While winters can be cold, summers in
many parts of Canada can be quite warm.
Summer high temperatures range from 75 to
85°F with occasional extreme heat in some
interior locations exceeding 104°E

Canada’s economy is primarily
based on resources.

Canada is one of the world’s most

important suppliers of agricultural
products (wheat, canola and other grains)
as well as one of the few developed nations
that are net exporters of energy. Canada has
vast deposits of natural gas and oil and is the
worlds largest producer of zinc and uranium.
It is also a world leader in many other natural
resources such as gold, nickel, aluminum,
and lead. Yet, with all of these resources the
Canadian economy is dominated by the service
industry, which employs about three quarters
of working Canadians.

Canada has a highly skilled workforce

and many universities known for their
business, engineering and computer science
programs. Companies such as Research In
Motion, producer of BlackBerry™ wireless
communication, are the product of these
universities.

All Canadians speak French.

Canada has two official languages,

English and French. English is spoken

by more than 85 percent of Canadians
and French is spoken by just 30 percent of
Canadians. Eighty-five percent of French-
speaking people live in the province of Quebec.
Other than Quebec, only New Brunswick has a
statement of official bilingualism.

Canada is a multicultural society. More than 5

million residents list their first language as other

than English or French. A significant portion of
the population speaks Chinese, Italian, German
and Punjabi. More than 50 percent of the
people living in Toronto, Canada’s largest city,
were born outside of Canada.

Canada is mostly focused on
trade with the United States.

While Canada’s primary trading partner

is in the United States, in recent
years Canada has increased trade with other
countries. China has increasingly become an
important trading partner. Aside from the
North American Free Trade Agreement that
Canada has entered into with Mexico and
the United States, Canada has entered into
similar free trade agreements with Peru, Costa
Rica, Israel, Chile, the European Free Trade
Association (consisting of Iceland, Norway,
Liechtenstein and Switzerland) and Columbia.

By reducing trade barriers Canada has not

only opened its doors to the world, it has
opened foreign markets to Canadian-based
companies. Foreign companies looking to
reach into these markets may wish to establish
manufacturing operations in Canada to gain
lower cost access to these markets.

Canadians enjoy
free health care.

Canada has a nationalized

health care system. The federal
government ensures access to health care
through the Canada Health Act. This act provides
criteria provinces must meet to be eligible for
federal transfer payments. Federal transfers are
important for the provinces because as they are
constitutionally responsible for providing health
care services. Without federal transfers many of
the provinces would be unable to raise sufficient
funds to operate their health care system.

For the federal government to be in a
position to provide the necessary transfer
payments to the provinces it must raise
significant tax revenues. Canadian individuals
have not experienced the significant tax
reductions that corporations have seen in recent
years. Universal health care is provided to all
Canadians at the cost of higher personal taxes. e

If you would like to discuss any of the above in detail or
would like further advice about setting up business in
Canada, please contact Gordon Jessup at (416) 645-6508
or gjessup@fullerlandau.com.
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In a Nutshell by Chris De Santis
IMPENDING RETIREMENTS POSE NEW CHALLENGE FOR COMPANY

Q: Our company employs several hundred
people—35 percent of whom will reach
traditional retirement age in the next five
years. What should we do now to ensure a
smooth transition?

"\
Ky

A: Your question is one that will impact a large
number of companies in the next few years.
The first of the baby boom generation just
reached the age of Social Security eligibility
and soon will reach the traditional retirement
age of 65. On their heels are another 30 or

40 million Boomers.

According to The Economist, there will be a
management talent shortage by 2012 that will
continue for a few subsequent years as more
and more managers leave the workplace. While
this sounds dire, if you look at it in more
detail, you might see it more as an opportunity
than a threat.

1 would first like to start with this issue
of “retirement.” The concept of the golden
years in retirement was and remains largely a
construct. It was first marketed to the public
by the housing developer Dell Webb as a
way to sell homes in “Sun City” community
model. The idea stuck and became rooted
in the American psyche. At the time, the
organizational “man” dreamed of the day when
he or she would be able to say goodbye to
work for good. Thus, the concept of retirement
became the ultimate brass ring. The reality is a
bit different.
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The retirement age was set at the age it
was because most people, at the time, didn't
live much beyond it and therefore the cost
of carrying people wasn’t burdensome.

Life expectancies have changed. What isn't
changing are work habits.

Boomers have worked hard all of their
lives. I for one do not see them leaving work
where they are fully engaged for 10 or more
hours a day and suddenly sitting around and
gardening, golfing or pursuing any number of
leisure activities. While that might be fun for a
short time, it will not meet the needs of a large
group of formerly productive individuals. What
you will see is a slew of second careers, which
brings us back to what to do about those
people retiring.

Here is the challenge for savvy businesses.
If you have a workforce highly dependent on
the intellectual capital of people who are going
to retire. If that workplace is finding it hard
or impossible to replace those individuals in
the interim, then the workplace has to create
incentives and structures that entice these
potential retirees to remain or continue to
contribute in a limited capacity. The challenge
for most businesses is structure and reward.

Most businesses are structured around
advancement. If you do well, you will
move up. If you move up you take on
more responsibility. If you take on more
responsibility, you will receive greater reward.
It is a virtuous cycle, supposedly.

The new world order is closer to a loose
network of contracted experts who only do
specific tasks or assignments based on defined
needs. This contractual arrangement is much
like outsourcing on a local scale, with a
core group of full-time employees acting as
what I would term, “scopists.” Scopists are

people who work with individuals inside the
organization to identify resource needs, then
create the project scope and determine its
worth and costs. A budget is created and the
project is posted for bidding by the network
or passed directly to members of the “alumni.”
The trick is to make the project interesting
enough to attract talent.

There are any number of ways to retain and
attract talent. First off, you will need a talent
bank that identifies all the skills available
and who possesses them. Next, you will
need incentives. This is why it is important
to highlight the costs of the scoped project.
Once you know the costs, you can estimate
the worth of the project to the organization
and price it accordingly.

Back to your original concern regarding
the transition of knowledge. What I didn't
mention was the value of both mentoring
and knowledge management. If you have a
good approach to mentoring, then you are
developing the next generation to take the
reigns of the organization. But, I would argue,
since we are all living longer and since we all
want to contribute continuously, expect to see
Alumni Talent Management as an HR function
someday soon. Also, because of the difficulty
in capturing institutional knowledge, expect to
see that same talent manager scoping out work
and negotiating with the retirees for “gigs.”

The good news is that healthy, talented and
energetic people who still wish to be involved
in making contributions to the organizations
or fields of work they are passionate about
will continue to have an opportunity to do so.
The bad news is that retirement dinners will
never be the same and that watch you were
expecting at your retirement might end up
being a BlackBerry. e

Do you have a workplace question you want
answered? What do you want to know to make
work a better place? Send your questions to
DeSantisCP@aol.com to get Chris DeSantis’ two
cents as to what he thinks you might want to do.
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The members of the Leading Edge Alliance
are leaders in many key markets, including:

Alabama
Albania
Afghanistan
Argentina
Atlanta
Australia
Austria
Bahrain
Baltimore
Bangladesh
Belgium
Bolivia

Boston

Brazil

British Virgin Islands
Buffalo
Bulgaria
Cayman Islands
Chicago

Chile

China
Cincinnati
Cleveland
Colombia
Croatia

Cyprus

Czech Republic
Dallas

Dayton

Denver
Dominican Republic
Ecuador

Egypt

EL Salvador
Finland

Fort Lauderdale
Ghana
Germany
Greece
Guatemala
Harrisburg, PA
Hartford

Hong Kong
Honolulu
Houston

)
C Visit LeadingEdgeAlliance.com for a detailed listing of member firms.
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Hungary
India
Indiana
Indonesia
Towa
Ireland
Israel

Italy

Jordan
Knoxville
Kenya
Korea
Kuwait

Las Vegas
Latvia
Lebanon
London

Los Angeles
Luxembourg
Macedonia
Madison, WI
Malaysia
Malta
Mauritius
Mexico
Miami
Michigan
Minneapolis
Missouri
Moldova
Montenegro
Montreal
Morocco
Nashville
Nebraska
Netherlands
New Orleans
New Jersey
New York
New Zealand
North Carolina
Norway
Orange County, CA
Oregon
Pakistan

Palestine
Panama

Paris

Peru
Philadelphia
Phoenix
Philippines
Pittsburgh
Poland
Providence
Puerto Rico
Richmond
Reno

Romania
Russian Federation
San Francisco
Saudi Arabia
Scotland
Seattle
Senegal
Serbia
Singapore
Slovakia
Slovenia
South Carolina
Spain

Sweden
Switzerland
Taiwan
Thailand
Tokyo

Toronto
Tucson

Tunisia

Turkey
Ukraine
United Arab
Emirates
Uruguay

U.S. Virgin Islands
Venezuela
Washington, D.C.
Vietnam
Virginia/West Virginia

Members are top quality firms who are very successful, have deep client
relationships, and strong ties to the community. The Alliance provides
members with an unbeatable combination: the comprehensive size and scope
of a large multinational company while offering their clients the continuity,
consistency and quality of service of a local firm. Member firms have access to
the best and brightest team of business advisors—a peer-to-peer connection

is an international professional
association of independently owned accounting and consulting firms. The
Alliance enables member firms to access the resources of a multibillion-dollar
global professional services organization, providing business development,
professional training and education, and peer-to-peer networking
opportunities nationally and globally, around the corner and around the world.

that provides the right business solutions for clients.

Access to the best and brightest CPAs and business advisors—a peer-to-peer

connection that provides the right solutions for clients.

Innovative, practice-proven strategies for improving performance in

management, business processes, finance, operations, information technology

and marketing.

A leading knowledge resource for multi-disciplinary information and

industry-specific expertise responsive to clients’ unique needs.

The strength and reputation to attract the highest quality team members.

The Leading Edge Alliance offers world-class business advisory expertise and

experience with innovation, progressiveness and quality.

To find out more about The Leading Edge Alliance, visit
www.LeadingEdgeAlliance.com or contact Karen Kehl-
Rose, president, at (630) 513-9814 or kkr@The-LEA.com.

The Alliance offers accounting and consulting services through a global network of
firms with more than 15,000 professional staff in more than 430 offices.
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