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Message From the National President
Message du président national

Dr. Matthew Jelavic, C.Mgr.

We have reached an exciting new milestone
in the history of the Institute. For 75 years
the CIM has offered academic programs
and professional certification predominantly
to members in Canada. Over the past
year, we have been working closely with
our counterpart in the United Kingdom, the
Chartered Management Institute (CMI), to
harmonize the standards for our respective
Chartered Manager designations. With the
development of our Chartered Manager
Competency Framework and the incorporation
of Continuing Professional Development, we
have achieved that goal.
The CMI has a worldwide membership
of 150,000+ managers and is recognized
as one of the world’s leading professional
management bodies. Both the CIM and
CMI have a close working relationship and
share mutual interests in developing the
management profession on a global scale. For
many years the CIM has partnered with the
CMI to offer the ManagementDirect service
to our members in Canada. Managers are
increasingly working on the international stage,
and we can no longer view management as a
local profession.
With this President’s Message, I am
pleased to announce that we have reached
this exciting new milestone in international
reciprocity and holders of the CIM Chartered
Manager (C.Mgr.) designation can now
obtain the CMI Chartered Manager (CMgr)
designation through reciprocity. Conversely,
Winter 2018

Nous avons atteint une nouvelle étape
importante formidable dans l’histoire de
l’Institut. Depuis 75 ans, l’ICG offre des
programmes de formation et de certification
professionnelle principalement aux membres
canadiens. Au cours de cette dernière année,
nous avons travaillé en étroite collaboration
avec notre homologue du Royaume-Uni, le
Chartered Management Institute (CMI), afin
d’harmoniser les normes de nos désignations
respectives de gestionnaire agréé. Grâce au
développement de notre cadre de compétence
de gestionnaire agréé et à l’intégration de la
formation professionnelle continue, nous avons
atteint cet objectif.
Le CMI regroupe une adhésion de plus de
150 000 gestionnaires à travers le monde et
est reconnu comme étant l’un des premiers
organismes professionnels en gestion
au monde. L’ICG et le CMI collaborent
étroitement et partagent les mêmes intérêts
quant au développement de la profession de
gestionnaire à l’échelle internationale. Depuis
de nombreuses années, l’ICG s’est associé au
CMI afin d’offrir le service ManagementDirect
à nos membres canadiens. Les gestionnaires
travaillent de plus en plus sur la scène
internationale, et nous ne pouvons plus
considérer la gestion comme une profession
locale.
Avec ce message du président, je suis
heureux d’annoncer que nous avons atteint
une nouvelle étape importante formidable dans
la réciprocité internationale et les détenteurs
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Our Mission/Purpose: To be the voice
of Canada’s Chartered Managers by
advancing management and leadership
excellence through education, certification
and professional development.
Our Vision/Direction: To be a leading,
progressive professional association that
supports Canada’s Chartered Managers.

all CMI Chartered Managers can obtain
the Canadian equivalent. To obtain these
designations, applicants simply need to
provide evidence of chartered status and join
the respective institute, adhering to its local
professional requirements and continuing
professional development commitments.
The details of the “International Chartered
Manager” reciprocity can be found on our
website. The CIM and CMI see this as
the first step in creating a unified global
chartered qualification in management that
is recognized worldwide as meeting high
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Notre mission/objectif : Être la voix des
gestionnaires agréés canadiens afin de
faire progresser l’excellence en matière
de gestion et de leadership par le biais de
formations, certifications et développement
professionnel.
Notre vision/orientation : Être une
association professionnelle réputée et
novatrice qui soutient les gestionnaires
agréés canadiens.
de la désignation de gestionnaire agréé de
l’ICG (C.Mgr.) peuvent maintenant obtenir
la désignation de CMI Chartered Manager
(CMgr). Inversement, tous les gestionnaires
agréés du CMI peuvent acquérir l’équivalent
canadien. Afin d’obtenir cette équivalence,
le demandeur doit tout simplement fournir
une preuve de son statut de certification et
joindre l’institut respectif, tout en adhérant
aux exigences professionnelles locales ainsi
qu’en s’engageant dans un développement
professionnel continu.
Les renseignements sur la réciprocité
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standards of professionalism, ethical conduct
and continuing professional development
that can make a de-facto contribution to
global business organisations. CIM and
CMI Chartered Managers are now part of
an international group of peer-reviewed
professionals that are working at the highest
standards of management professionalism.
Press releases and promotional information
will be sent out shortly to announce this
milestone, both in Canada and the UK.
As your President, please contact me
anytime at president@cim.ca

du « gestionnaire agréé international » se
trouvent sur notre site Web. L’ICG et le CMI
considèrent ce changement comme la première
étape de la création d’une certification de
gestionnaire agréé unifiée et globale, reconnue
à travers le monde pour ses normes élevées
de professionnalisme, de conduite morale
et de développement professionnel continu,
qui aura un impact réel sur les entreprises
mondiales. Les gestionnaires agréés de l’ICG
et du CMI font maintenant partie d’un groupe
international de professionnels reconnus
qui travaillent selon les normes les plus
élevées de professionnalisme en gestion. Des
communiqués de presse et des informations
promotionnelles seront bientôt envoyés pour
annoncer cette étape importante, tant au
Canada qu’au Royaume-Uni.
N’hésitez pas à contacter votre président à
president@cim.ca
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Where Are You in Your Entrepreneurial Life Cycle?
Growers, Gliders, Speed-Bumpers or Exiters!

Ami Kassar

Just as we experience spring, summer, fall
and winter each year, there are a similar number
of cycles for entrepreneurs. It’s extremely
important to understand into which cycle you
presently fit, because it determines how you
approach growth, helps pinpoint your most
comfortable financial options and makes evident
your tolerance for risk.
So, what are those four cycles?
Here are some easy-to-remember names:
Growers, Gliders, Speed-bumpers and Exiters.
Consider the case of John, a man in his early
60’s whose software company has coasted
along for years. The business is growing
steadily, although at a much slower pace than 20
years ago.
John’s financially set for life and wants to
enjoy retirement by traveling with his wife and
spending time with his grandchildren. Although
there’s no immediate hurry, he’s looking to cash
out from his company, which is now largely in
the hands of his capable daughter.
As you might guess, John is an Exiter.
At a social function, John strikes up a
conversation with a husband-and-wife team
named Jason and Tara who run a fledgling
software company of their own, although they
aren’t direct competitors. Jason and Tara
have just won a significant contract and their
products are receiving good reviews, but they
need capital to meet their demands.
These classic Growers ask John for advice,
figuring (correctly) that he’s seen it all. So what
does John tell them?
An aggressive businessman all his life,
John essentially tells Jason and Tara to be
Winter 2018

Ami Kassar is the founder and chief
executive officer of Multifunding LLC,
speaker, and author of the forthcoming
book The Growth Dilemma. Heavily involved
in business finance for two decades, Ami
has advised the White House, The Treasury
Department and The Federal Reserve Bank
on the state of the financing markets. A
nationally-recognized expert on business
capital, Ami Kassar has helped over 700
entrepreneurs generate over $300 million for
their businesses. For more information on Ami
Kassar, please visit www.Multifunding.com
Website - www.Multifunding.com
bold – which is the only way to successfully get
through each individual entrepreneurial cycle.
Growers
A Grower is the type of entrepreneur
typically depicted in film, on television, in
books and all other forms of media. These are
the businesspeople looking to expand their
operations, often rapidly. They generally have
a healthy appetite for assuming risk and are
loaded with self-confidence.
John tests Jason and Tara by asking them
what they’d do if they received a $1 million gift.
Would they invest all (or most) of that money
directly into their business or would they hold on
to it, essentially saving it for a rainy day?
John’s happy to hear that his newfound
friends didn’t hesitate before saying they were
confident in their business and figured that
investing the money would go a long way toward
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solving their growth issues.
John tells them that since their business
prospects are solid, there would be numerous
financing options available for them ranging
from the tried-and-true Small Business
Administration (SBA) loan to the ancient practice
of factoring to everything in between.
While John is speaking, his audience grows,
enthralled by the wisdom he’s imparting. One of
the listeners is a long-time friend named Mary
whose small custom-framing chain of stores is
stable and profitable. She is a Glider.
Gliders
Mary tells the group that she’s reached a
happy point where she’s making a solid amount
of money, expects her business to remain sound
and is loath to wreck a good thing.
John’s been somewhat of a mentor to
Mary over the years, so he poses the same
hypothetical $1 million gift question he just
asked Jason and Tara.
That led Mary to waffle a bit. She first said
she would place a significant chunk of that gift
into mutual funds, happy with a smaller return,
but still available to be used if need be. After
more thought, she decided to place about 75
percent in her business because she realized
she was already generating a higher return than
what a mutual fund offered.
John approved, noting that keeping a
business on an even keel is never a bad thing,
especially for someone like Mary, who is
beginning to consider retirement options. He
also pointed out that since her business was
doing well, there’d be no shortage of palatable
financial options available if the need arose.
The conversation lurches in a different
direction, however, when a frazzled-looking
entrepreneur joins the discussion. That would
be Derek, the founder of an online sporting
goods store. Derek’s business was growing
at a double-digit rate, but he overestimated
his market and is now stuck with a warehouse
full of unsold goods – not to mention his bank
wants to pull its line of credit and is demanding
repayment.
Winter 2018
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Derek, a textbook Speed-bumper, asks John
what he should do.
Speed-Bumpers
John points out that a little rain falls on most
people’s lives at some point and entrepreneurs
aren’t immune.
Again, he brings up the hypothetical $1
million gift.
It doesn’t take long for Derek to gain clarity
when he says that he would plunk most or
the entire hypothetical $1 million gift into his
business. While some non-entrepreneurs might
consider that foolish, Derek realizes that for any
business to succeed, it requires the stomach
for at least some risk along with overriding
confidence. By stepping back, he realizes that—
missteps aside—his company and business
model are viable and will need some fine tuning.
John cautions that challenges might lie
ahead because some financial options will be
closed to him. And the options that will be open
may carry a greater risk (or interest rate) or even
the possibility of surrendering some equity.
Having provided his sage advice to the
others, the group of entrepreneurs questions
John about his plans.
Exiters
John replies that even the most-fervent
entrepreneur will walk away at some point. The
reason why doesn’t really matter.
The group then turns the table on John and
asks him what he’d do with the hypothetical $1
million gift.
Not surprisingly, he says, he decides he’d
invest half of it in mutual funds, but put the rest
back into the business, noting that it would help
his successor daughter.
John points out that succession planning
is important, but too many businesses either
overlook it or give it short shrift. After all, who
wants to be thinking about the distant future
when the thrill of running a business still looms?
He notes that eventually that day comes,
however, and transitioning power is a delicate
process, especially when you consider your
legacy, not to mention tax concerns, heirs
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(whether or not they’re taking over the business)
and dozens of other things that often aren’t
considered.
John does say that the exiting process,
which should be a joyful time, can become
burdensome and require professional financial
assistance.
With that, the group begins to break up, each
having gained a bit of clarity in regards to their
particular situation.
Conclusion
What have you learned from this hypothetical
situation?
No matter what cycle they’re in,
Winter 2018

entrepreneurs are a fascinating breed; they
represent much of what makes the American
business world so great.
That said, entrepreneurs don’t know
everything and tend to look at the big picture
and forgo some of the fine details. That’s why
they sometimes need outside help.
The key to providing that help is recognizing
that no two businesses – and their financial
situations – are alike and can’t be addressed
with a rote game plan.
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PROFESSIONAL DESIGNATIONS GRANTED
Last Name
C.MGR.
Outar
Kamban
Desai
Mustafa

First Name
C.MGR.
Bholanauth
Pujitha
Anandkumar
Esam

Chapter
C.MGR.
Toronto
Toronto
Toronto
Southern Alberta

C.I.M.
Pinto
Guerin
Naraine
Teichroew
Sauder
Gasparini

C.I.M.
Andre
James
Pamela
James
Douglas
Richard

C.I.M.
London
Ottawa Valley
Toronto
Manitoba
Manitoba
Toronto

CSM
Pion
Duncan
Schmidt Gallo

CSM
Lee
Zachary
Valéria

CSM
Saskatchewan
Hamilton
BC/Yukon

CIMA (HONOURS)
Pinto
Viriyakijnateekul
Viriyakijnateekul
Couceiro
Scherer

CIMA (HONOURS)
Andre
Cheera
Pariyanon
Arthur
Adam

CIMA (HONOURS)
London
BC/Yukon
BC/Yukon
BC/Yukon
London
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NEW MEMBERS
Last Name

First Name

Chapter

Desai
Jones
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Emerick
Galea
Howard
Jones
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Laforge
Lee
Mudge
Neilans
Regier
Stuebing
Wu
Yates
Yurkiw
Kidd
Postlethwaite
Millar
Fabros
Lownds
Budd
Duncan
Eglauer
Nakamura
Kurylko
McBride
Bezan
Viriyakijnateekul
Viriyakijnateekul
Schmidt Gallo
Couceiro
Langridge
Tiwari
Gouveia
Samoil

Anandkumar Dipakbhai
Nigel
Sanja
Christopher
Hillary
Amanda
Mark
Erica
Mike
Ashley
Khushnum
Robert
David
Rebecca
Mark
Randy
Gayle
Natalie
Christopher
Katharine Lee
Tanya
Brett Richard
Jason
Joaquin
Taylor
Darris
Zachary
Leslie John
Matthew Masato
Mike
Christine Barbara
Rhiannon Nicole
Cheera
Pariyanon
Valeria Isis
Arthur Clairefont Melo
Lindsay Ann
Sejal
Tina-Louise
John

Toronto
Saskatchewan
BC/Yukon
BC/Yukon
London
London
London
London
London
London
London
London
London
London
London
London
London
London
London
Manitoba
Manitoba
Manitoba
North. Alberta/NWT
Manitoba
Maritime (NS/CB)
Manitoba
Hamilton
North. Alberta/NWT
Toronto
Manitoba
Manitoba
Manitoba
BC/Yukon
B/Yukon
BC/Yukon
BC/Yukon
Manitoba
North. Alberta/NWT
Toronto
North. Alberta/NWT
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4 Ways to Combat Lukewarm Leadership
Followers pay attention and watch more closely than given credit for!

Brian Braudis

The CEO of a software firm was tasked
with a major change initiative after a large and
lengthy acquisition. The Board of Directors
wanted to see a definitive integration plan
that included a timeline, and an organizational
management plan that would ensure the
merging of cultures and continued growth for
the long-term.
What followed was a classic case of
“lukewarm leadership”. The CEO appeared
halfhearted, indifferent and his inconsistencies
mounted. The Board would hear positive
progress reports from the CEO and senior
leadership team members would report the
direct opposite. From his weak stance on
commitment to the flurry of mixed messages,
this CEO earned the moniker “Tepid Tommy”.
He seemed to be waiting in the wings for the
flawless change initiative plan to find him.
Leaders Take Note
Followers pay attention and watch more
closely than given credit for. Indifference,
lackluster communications and lethargic efforts
are often more conspicuous than appreciated.
When change is at hand and the future seems
unstable, a leader’s performance can either
diminish chaos or enflame it. In the backdrop
of uncertainty, a mere spark of ambiguity
or apathy can ignite the pervading fuel of
resistance among the masses.
Lukewarm leadership is not just a
phenomenon of the C-Suite. From the top to
the front lines, followers everywhere watch
intently. They are tuned-in and sensitive to the
message that leadership sends. The leader
Winter 2018

Brian Braudis is a highly sought-after
human potential expert, certified coach,
speaker and author of High Impact
Leadership: 10 Action Strategies for Your
Ascent. He has also authored several
audio programs from executive leadership
development to stress management.
Brian believes “leadership” is a verb not
a title. Brian’s passionate and inspiring
presentations are based on the foundation
that regardless of your position or role
everyone is a leader. For more information
on Brian Braudis, please visit:
www.TheBraudisGroup.com
creates the climate. If an apathetic message is
conveyed, the employee will respond in kind.
Team members follow in direct correspondence
with what they see and feel from leadership.
Here are 4 Ways to Combat
Lukewarm Leadership
Set the Tone
What you do as a leader has tremendous
influence throughout your team, your
employees and even your stakeholders.
People respond to what you initiate. Begin
with the energy and gusto you want to see
in others. Demonstrate how much you are
willing to give and show that you are dutybound early and often. Make your messages
steadfast. When people see and feel your
energy, enthusiasm and promise they will
not only buy in, they will help spread your
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“all-in” message.
When you show
unbound energy,
your team
will give more
energy. When
you are engaged,
unwavering
and decisive,
your team will
follow with their
engagement,
unwavering
effort and
decisive action.
Communicate
Communication
is more than a
word. It is the
standard by which
leaders guide,
direct, motivate
and inspire action.
Leadership
quite simply
depends on
communication.
Clear, confident,
resonant
communication
will engender trust and followership.
• Get Specific: Simple and concise is more
effective than complicated and confusing.
Attention is a precious commodity and
time even more so. Hit the high points
in your speeches and save the granular
details for in person communications.
• Get Face to Face: Nothing can substitute for
face-to-face dialog. Yes, dialog rather than
monologue. This does not have to be the
top leader. Employees and team members
know the demands on leaders and managers.
They know the value of authentic live contact
and informal dialog where they can see and
feel that their message is being received.
Winter 2018

Your team appreciates being heard.
• Demonstrate Beyond Words: What you
do supersedes what you say. Remember
Emerson and his famous dictum, what
you do speaks so loudly I can’t hear what
you say. The proven formula for personal
communication is 55% body language, 38%
tone and 7% communication is through
words. Body language, and tone will validate
everything that you say. Sending protocol
out in a memo is not nearly as effective
as walking around and informally sharing
your thoughts and expressing yourself on
the need for procedure. At bottom, lead
at all times and if necessary use words.
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Be the Island of Commitment
in a Sea of Uncertainty
The new economy is well known to leaders.
Increased global influence, more demanding
customers and disruptive new players are
challenges to be surmounted. But to your
team members the new economy means
uncertainty. Uncertainty leads to anxiety that
makes people susceptible to stress, less
productive and more vulnerable to conflict.
During times of upheaval we need leaders
who are anchored in commitment. Team
members are quietly watching for the leaders
who are islands of commitment in a sea of
uncertainty. They bring commitment, a calming
presence and their higher perspective to
the context of uncertainty. There will always
be some degree of uncertainty. But when
leaders show resolute certainty in their
commitment anxiety drops and morale climbs,
team members take note and follow suit.
Show Consistent Enthusiasm
Nothing great was ever accomplished without

Winter 2018
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enthusiasm. Leaders who show enthusiasm
as a way of operating remove any hint of
lukewarm. People can visibly see and feel your
heart-felt passion, energy and commitment
and they buy in. Your team wants to win
and they want you to be successful. No
one tries to be second. Show consistent
enthusiasm and your team reciprocate
with buy in and enthusiasm of their own.
Leaders have a significant role in creating a
calm and productive culture. Most important,
they have the power to conceive, articulate and
inspire actions that lift people out of their fears
and petty preoccupations. When savvy followers
see and feel your energy, commitment and
enthusiasm shining through the daily challenges
and frustrations, there’s nothing lukewarm about
that.
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You Have a Choice of Airlines
Businesses don’t do business with businesses, people do business with people.

MEMBER CONTRIBUTION
Rowena Crosbie, CIM

Rowena Crosbie is President of Tero
International, co-author of Your Invisible
Toolbox: The Technological Ups and
Interpersonal Downs of the Millennial
Generation, and co-host of the LIVE
YouTube show, “Your Invisible Toolbox.”
This article is an excerpt from her book.
Visit www.yourinvisibletoolbox.com.
Since 1993, Tero International has earned
a distinguished reputation as a premier
research and corporate training company.
Ro was recently honored as the NAWBO
(National Association of Women Business
Owners) Iowa 2017 Hall of Fame Legacy
Award Inductee. Visit www.tero.com. Ro
can be reached by email at
rcrosbie@tero.com.
Social Media:
Facebook: https://www.facebook.com/
NineEntrepreneurisms/
Twitter: https://twitter.com/anwarjumabhoy
Millennials are assumed to possess strong
technological skills. Is that true? It’s also
assumed that they have proficiency in one or
more of the hard skills such as math, science,
engineering, and the like. Is that an accurate
description of workplace strengths? Further,
it has been suggested that millennials were
raised to believe that hard skills matter most
when it comes to success. Do you agree with
that view?
On the other hand, it’s also widely accepted
that millennials lack soft skills and social
graces, especially communication in the
workplace. Is that true?
Winter 2018

Whether favoritism to hard skills over soft
skills is an accurate generalization of an entire
generation or simply true of some individuals
is a minor point. The major point is the critical
importance of both hard and soft skills to
career and organizational success. When one
is lacking, there’s a wide opening for failure to
occur.
Imagine you are jetting through the friendly
skies. Your pilot has just announced that you
have arrived at your cruising altitude of 31,000
feet. Do you trust that the pilot and crew
possess the technical skills to handle whatever
situation they may encounter? At this point,
you have little choice.
It’s interesting that you’ve placed complete
trust in someone you’ve never met, will
probably never meet, and only hear speak a
couple of sentences. You blindly trust that
the captain and crew of your chosen airline
are technically capable. Confident in this,
you return to your technology and think only
fleetingly about the content of the safety
briefing that is part of the welcome aboard
routine on every flight.
Is it your good fortune to be flying on the
airline that employs the most technically
capable people? That’s doubtful. You must
assume the crews of all major airlines possess
similar technical skill.
You have a choice of airlines as your flight
attendants will remind you in the next hour
when they repeat the phrase that they must
say in their sleep by now: “We know you have
a choice of airlines, and we thank you for
choosing to fly with us. When your plans call
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for air travel in the future, we hope to see you
again on one of our flights.”

The competitive advantage goes to those who
treat the people they serve the best. Even
when transactions are conducted business-tobusiness rather than business-to-consumer, it
is important to realize that people are always
at the center of decision-making.
Businesses don’t do business with
businesses, people do business with people.
And people want to be treated well. What can
you do to enrich the personal experience?

Yes, you do have a choice.
How do you choose?
Most of us begin by looking to our
immediate short-term interests—the flight
schedules and cost. This usually narrows the
choices to two or three possibilities. How do
we choose from the short list? We
choose based on who we think will
treat us the best. That’s why airline
loyalty programs are so popular.
Rowena Crosbie and Deborah Rinner
They provide us with some sense
of comfort that we will receive
preferential treatment and service
during our travel experience.
That same process is how
most of us make the decision
about who we will do business
with.
Research supports this
statement. According to Harvard
University, Stanford Institute, and
the Carnegie Foundation, only
15 percent of success is due to
technical skills. In most industries,
the people we serve assume a
level of technical capability. It
is the people skills that are the
differentiator, to the tune of 85
percent.
If your flight experience was
satisfactory, you will likely include
this airline in your future travel
plans—unless and until another
airline figures out how to leverage
the 85 percent of their success
that relies on the people skills that
take customer experiences to a
new level.
Across almost every industry—
air travel, hospitality, healthcare,
THE TECHNOLOGICAL UPS AND INTERPERSONAL DOWNS
financial services, retail, and
OF THE MILLENNIAL GENERATION
so on—process and technical
abilities are fairly easy to copy.

Your
Invisible
Toolbox
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How Valuable a Target is My Company to
Cybercriminals?
This is your opportunity to make cybersecurity a competitive advantage for
your company!

Bryce Austin

Bryce Austin is the CEO of TCE
Strategy, an internationally-recognized
speaker on emerging technology and
cybersecurity issues, and author of Secure
Enough? 20 Questions on Cybersecurity
for Business Owners and Executives. With
over 10 years of experience as a Chief
Information Officer and Chief Information
Security Officer, Bryce actively advises
companies across a wide variety of
industries on effective methods to mitigate
cyber threats. For more information on
Bryce Austin, please visit:
www.BryceAustin.com.
Cybersecurity breaches are frequent,
frustrating and becoming more massive with
each new headline. The worst data breach in
healthcare history was the Anthem breach of
February 2015. More than 78.8 million records
were stolen by a foreign government that
does not have strong diplomatic relations
with the USA. Those records included the
names, birth dates, Social Security numbers,
and home addresses of the individuals that
ever did business with Anthem—or even
applied for a policy. The more recent Equifax
breach has dwarfed that number, with 145.5
million people impacted.
Some companies know they are in the
crosshairs of the best cybercriminals in the
world.
• Do you have a database of HIPAA data that
would be valuable on the black market?
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• Do you process over one million
credit card transactions per year?
• Are you in the payroll or moneytransfer business?
• Are you developing a technology that foreign
governments would be interested in?
• Are you in a business that a
hacktivist group or Nation State
may find ethically questionable?
If you can answer yes to any of the above
questions, congratulations, you are in the
highest-risk group. Most companies are not
in the highest-risk category. The remaining
companies fall into three large groups,
including those that have:
• A significant regulatory environment
to operate within (healthcare,
banking, insurance, etc.).
• Data that others could monetize (trade
secrets, credit card numbers, Personally
Identifiable Information (PII), data on

16
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I assess my actual cybersecurity
risk?” The truth is that you can’t. This
is similar to assessing your risk of
contracting a certain disease or of
having a tornado damage your home.
These things happen infrequently,
and as such, it’s impossible to say
that a given company will experience
a cybersecurity incident of X dollars
in total damage every Y years. A
better plan of attack is the following:

publicly traded companies that has
not yet been made public, etc.).
• Data that is important and necessary
for the company to operate.
Before the proliferation of ransomware,
the third category would not have been
included. Many in the cybersecurity field used
to lambast salespeople selling cybersecurity
tools that said, “Everyone is a target.” The
problem is that cybercriminals have figured
out an important new angle to their business
model: companies that don’t have information
that is valuable on the black market still have
information that’s valuable to the company
itself. The bad guys are finding a way into
a company, encrypting as much data as
possible, and then extorting money from you
to get your own data back.
In today’s world, everyone is a target.
From hospitals that need their Enterprise
Resource Planning (ERP) system to treat
patients, to accounting firms needing tax
engine software to process their clients’ tax
returns, every company wants to prevent
business disruptions. Ransomware attacks are
designed to disrupt your company’s ability to
do business until you pay up.
That begs a common question, “How can
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1) Accept that your company
is a target of cybercriminals
that would hope to profit from
your success, either by stealing
your valuable information, or
by encrypting your valuable
information and ransoming it back to you.
2) Assess your relative risk. The areas
to take into account include company
size, your industry, the number of
countries you do business in (especially
those known to support governmentsponsored hacking), and the strength
of your cybersecurity defenses.
3) Assess your own risk tolerance, assess
the potential damage to your company
that a hacker could inflict, and assess
what cybersecurity countermeasures you
currently have employed. If you employ
strong countermeasures, your risk will be far
lower than many of your competitors, even if
putting an actual number on it is challenging.
One of the best ways to quantify your
cybersecurity risk is to get quotes for
cybersecurity insurance. For example, if your
building’s fire insurance policy costs $10,000
per year for $1 million in coverage, then the
insurance company thinks you will have a
large claim on that policy less than once
every 100 years. Otherwise they would lose
money selling you the policy. In fact, they are
probably guessing that you will have a large
fire once every 500 years so that they make a
good profit on the policy. If it costs $250,000
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for the same coverage, your risk of having a
fire is much higher than that. The cost of a
cybersecurity insurance policy will help you
determine the relative risk of a cyber incident
in comparison to another type of business
incident, such as a building issue (fire/
flood), an operational issue (the loss of a key
executive in your company), or a liability issue
of some sort.
It’s imperative to
realize that regardless
of size, reach, and
financial level, your
company is a target
for cybercrime. All that
really matters is if a
criminal feels there is a
good return to be had
on their investment
of time and money.
If your defenses are
poor, then their effort
level is low. If you have
strong defenses, then
the return must be
high for the adversary
to expend significant
effort to breach your
systems. Many attacks
are non-specific. They
search for a particular
vulnerability across
many companies and
report back success.
If you are found to be
vulnerable, you will
probably be attacked.
Criminals will try to
monetize their efforts in
many ways. Your data
is valuable to you, and
they can monetize this
via ransomware.
Thankfully,
ransomware and the
cybercriminals who use
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it can be stopped. They are looking for easy
targets. All companies are susceptible, but
with the right cybersecurity defenses, such as
multi-factor authentication, a strong antivirus
package, and a solid data backup routine,
cybercriminals will deem your company too
much effort to hack. This is your opportunity to
make cybersecurity a competitive advantage
for your company!

CIM Travel Escapes

Visit www.visiontravel.ca/cimescapes
for great travel deals.
Active Travel • Cruises • Flights • Hotels • Vacation Packages
Let us help you plan your next vacation
Click or call

1-855-409-0538
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Five Pillars to Success as a Manager
Why does your organization exist, and why should anyone care?

Jan Makela

Why does your
as earthquakes or
Jan
Makela
is
an
executive
coach,
highlyorganization exist, and
hurricanes occur,
sought after speaker, and best-selling author
why should anyone
people are driven to
of
Cracking
the
Code
to
Success
and
Be
the
care? Organizations
volunteer not because
Manager People Won’t Leave. Jan has a long and they have to, but
exist to perform—
successful history of working with companies
period. Be for-profit
because they want to.
to
ensure
quality
hiring
and
training
practices.
or non-profit, they all
Your vision and the
His specialty revolves around strength-based
exist to do something,
culture you create are
leadership
development,
with
a
particular
focus
make a product, or
the reasons you exist.
on working with senior and mid-level executives,
supply a service.
business owners, and professionals. For more
Today, many
Tell your people that
information
on
Jan
Makela,
please
visit:
employers say
without them doing
www.StrengthBasedLeadership.net.
they’re having
what they do you
trouble retaining their
wouldn’t achieve
younger employees—
the results that you
specifically Millennials. At 82 million strong,
desire. The way employees view a job and
Millennials are the workforce of the future. Studies
its role in their life is evolving. Employees
have shown they want to work where they can
don’t just come to work for a paycheck. They
make a difference and contribute to something
seek a purpose, the opportunity to do what
bigger than themselves.
they do best every day, and to lead a life they
It’s imperative to realize that the people in
desire for their families and themselves.
your organization—especially young people—are
the fuel to your long-term success, and the one
2. Make decisions based on productivity.
person who affects that outcome more than any
By keeping your eye on the goal and having
other is the frontline manager. Fortunately, there
your people similarly focused, everyone will
are five defined pillars of success that managers
understand why certain decisions are made
can rely on to help them succeed in their aim to
and can buy in. If disagreements occur in
boost employee retention.
discussions they are welcomed because they
are focused on achieving a better outcome
1. Engage employees with a compelling
toward the end objective. When disagreements
vision of what is expected, and provide
occur, be sure to ask what the ultimate goal is.
the mission to achieve that vision. Why?
What’s in it for the employee to want to
3. Motivate every team member to take
achieve for you? People respond when they
action. People are more likely to take action
are doing or contributing to something bigger
if they know what is expected of them. When
than themselves. When national crises such
expectations are clearly defined, employees
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are less likely to disappoint their manager
or their peers. Employees will work together
without your direction or approval when they
all know what is expected and have bought
into achieving the desired results. Most
people are going to live up or down to their
perception of the expectations of them. If
your people don’t know what is expected,
don’t be surprised by what you get.
4. Have the assertiveness to drive outcomes.
Are you more concerned with the process or
the outcome? Managers are in place to strive
for positive outcomes. Employees may find
ways to produce an outcome that the manager
never thought of. Provide employees the
freedom to experiment and try new ways of
doing things. Keep progress results in front of
the employees. If they do not see the progress
they are making as a team, they will lose
interest over time and productivity will wain.
When your staff see that their work is making
a difference they will continue to contribute. If
you avoid providing appropriate feedback on
your employees’ progress, you’ll immediate
notice a decline in the contributions of
team members. Remember, feedback is
the breakfast of champions—be generous
with your thoughts and expectations.
5. Create a culture that you want. Culture
Winter 2018
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impacts every aspect of how you get things
done, from hiring and developing the talents
of the employees to customer service. Define
your desired culture and then take it from
words to actions. If you don’t like the culture
you currently have or the results that you are
currently obtaining, you are the only person
who can change it. Your actions have to mirror
what you desire. Do you allow the negative
behavior to go unchallenged? Realize negative
behavior brings down all your good employees.
Your employees are watching and if they see
you doing nothing, your lack of action has
sent a powerful message. You don’t care!
Employees are not going to care if the
manager doesn’t care. When employees know
that the manager truly cares about them as
a people, they will walk through fire for the
manager. When people believe the manager
doesn’t care the employees will let the manager
walk off a cliff. This caring gets to the heart of
employee engagement.
By creating a workplace where people want
to come to work instead because they have
to come to work managers will see positive
changes. Most people don’t wake up in the
morning and say, “I think I will do a bad job
today.” Help them achieve the results necessary
for the organization, but in a way that each and
every employee’s contribution is recognized and
appreciated.

CIM partners with many national companies to bring exclusive discounts and promotional offers to our
members. Please login to the Members’ Only section of our website (www.cim.ca) for more information.
Save up to 30%
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year.
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One percent better!
“Excellence results from doing 100 things 1 percent better, rather than one thing 100
percent better.” Author Unknown

Bob ‘Idea Man’ Hooey

Bob ‘Idea Man’ Hooey is a creative, productivity and leadership strategist who regularly writes
for North American Consumer and Trade Journals, on-line magazines and company intranets. He
works with Canada’s 50 Best Managed Companies. He is the prolific author of multiple business
and leadership books and the 48th person in the history of Toastmasters International to earn their
coveted professional level Accredited Speaker designation.
One of the biggest obstacles to growth is the
‘misguided’ quest for the big idea, the big break,
the big sale, or the big change. In reality, success,
sales, and growth happen one step at a time, one
improvement at a time, and often a simple, onepercent-at-a-time.
Sure there are many stories of major
breakthroughs and advances; perhaps you’ve
even experienced one or more yourself. However,
when you look at what led up to them, you’ll
often see multiple efforts to improve, research,
prepare, and experiment. This is often the case
in my life and business as I work and prepare in
advance of the successful completion or creative
breakthrough.
It would be so easy, if we could simply wait
until the big million dollar idea drops into our
brains or laps and then reap the benefits. It would
also be unrealistic to live that way. It would be like
buying a lotto ticket as a means of paying your
monthly bills. Top performers and leaders are
never fully satisfied with where they or their teams
are. They have what many would call ‘creative
discontent’ in that they can always see ways of
tweaking or making it better. Many of the ones I
meet or work with live this way.
Peters and Waterman (In Search of Excellence)
wrote, “The essence of excellence is the
thousand concrete, minute-to-minute actions
Winter 2018

performed by everyone in an organization to keep
a company on its course.”
Sam Walton of Wal-Mart was famous for
looking at his competition with the eye of learning
‘one thing’ he could use to make what he and his
team did a bit better. He built a large, successful,
multi-national company from a very little one by
applying this concept of continuous improvement.
Jack Welsh made some amazing and
profitable changes in GE by doing the same thing.
What are your competitors doing better that you
can apply?
Are there 10 to 15 areas where you can make
changes that will give you a 1% improvement?
Write the ideas for improvement down and
schedule specific time to make them happen.
One percent better can be your rallying call
in the pursuit of excellence and success in your
leadership, career, or company. Create and then
change!
A lesson from the Wizzard of Menlo Park
Many people think of Thomas Edison as being
a pinnacle of originality and invention. That is still
true! However, did you know he was also very
open to borrowing or leveraging from concepts
originated by others? For example, he saw how
bottle caps worked and applied that concept to
creating the screw in light bulb. Hmm?
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We may not all aspire to be an Edison, but
we can certainly learn to approach generating or
applying ideas like he did. We don’t have to pull
ideas out of our proverbial hats on demand. We
can use our research and ‘applied’ curiosity to
propel us to greater creativity in dealing with the
tasks at hand. Often, the idea we need, the spark
of inspiration, might be contained in the ideas or
brains of another ‘genius’. Reach out and learn
from other creative people around you.
Why not start a creativity collection of brain
starters: articles and pictures from a diverse
range of resources, toys, tools, and other
interesting objects. Look for influences from a
diverse well of wisdom and wonder. When you are
faced with a challenge where you want to bring
your creative muscle (brain) to bear, bring it out
and play for awhile.
Play mental pin ball and make connections to
kick start your creativity; then dig in and create!
Use the brain boosters we include here as a
mental warm up or kick start for your brain. Why
not use them as mental warm ups with your team
to kick start regular brainstorming sessions?
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Igniting Your Team to New Levels of
Performance
While knowing and understanding are two very different distinctions, doing is the link
that shifts knowing to understanding.

Magi Graziano

When it comes to constructing a team of
people who work well together to create winning
outcomes, knowing ‘how to’ and understanding
‘how to’ are two very different phenomena.
The strong and astute organizational leader
is one who is committed to optimizing their
resources and maximizing their return on their
investment. Given the people expense is often
the largest investment in any enterprise; creating
this kind of culture is simply smart business.
As a leader, empowering your workforce to
unleash their strengths and encouraging people
to collaborate, and innovate leverages people’s
ability to act as a team and produce results.
In work cultures where people focus on only
their piece of the puzzle it leads to silo mentality
and ultimately breeds ineffectiveness and
inefficiency. A high performance team cannot
exist in an environment where competition
and one-up-manship prevail. When people on
the team focus on each other’s limitations and
detriments—and why things cannot be done—
they all too often miss opportunities to make
the organization better. Additionally, teamwork
is adversely impacted when the people on the
team feel the need to focus on fighting and
jockeying for authority or power. This need to
be ‘better than’ decreases collaboration and
limits innovation. It is a recipe for stagnation and
conflict—neither which drive long term results.
As leaders, it requires rewiring our minds and
our teams to repair an absence of trust; however
before you can rewire, you first need to be aware
and responsible for the absence of trust in the
first place.
Whether you are seeking to create a high
Winter 2018

Magi Graziano, as seen on NBC, is the
CEO of KeenAlignment, a speaker, employee
recruitment and engagement expert and
author of The Wealth of Talent. Through
her expansive knowledge and captivating
presentations, Magi provides her customers
with actionable, practical ideas to maximize
their effectiveness and ability to create
high-performing teams. With more than
20 years’ experience as a top producer in
the Recruitment and Search industry, she
empowers and enables leaders to bring
transformational thinking to the day-to-day
operation. For more information on Magi
please visit:
www.KeenAlignment.com.

performance work team or a high performance
culture; there are seven steps for creating an
environment where high performance and
teamwork can thrive.
1. Identify and Clarify the Purpose for the Team
People must understand the why behind what
they are doing. Once the purpose for the team
is crystalized and talking points are clearly
outlined, it is the initiator of the team’s role to
connect the dots for people to see how they
connect to it. Communicating an inspiring
vision for the people on the team and mapping
what success looks like when it is achieved
is a foundational element for congealing a
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group of people together and getting them
geared up to work together in unison.
2. Select a Leader
The team’s leader does not have to be the
person who invents the possibility and
purpose for the team; it does need to be
a person who accepts the responsibility
for shepherding and guiding the team to
success. The leader’s job is to be present—
to be there for the team. The best leaders
select the right people, inspire them

towards a vision and back out of the way
during the planning stage—unless they
are specifically asked for guidance.
3. Establish Rules
People need to know what is expected from
them, and from the team. People need to
know and understand where the boundaries
are regarding decision-making, autonomy
and performance. Giving people the rules
of the game before they agree to play it
allows for people to opt in or opt out of
the team and the game. Advanced clarity
of expectations also reduces unnecessary
problems, reduces ambiguity and confusion
and serves to mitigate poor performance
and unwanted turnover on the team.
4.Select the Players
Whether you are building an enterprise or a
team of people to accomplish a project, it is
Winter 2018
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crucial that you select the right people for
the right roles, for the right reasons. When
this happens people join the team for the
right reasons; which is the baseline team
engagement. When people are engaged,
they have a strong desire to bring value—
to be a contributor. They enjoy the type
of work they are doing and are able to
connect their work to the bigger picture.
The best team dynamics happen when
there is a variety of people who bring their
uniqueness to
the team. Beyond
competencies and
skills, it’s important
to consider unique
traits that each team
member brings to
the table and how
those unique traits
can be leveraged
for optimal creativity
and innovation.
5. Set the Level
Level-setting allows each member of the team
a new opportunity to begin again. During a
level set, team members explore their limiting
beliefs and barriers to working with others in
a productive and effective manner, and do
the necessary work to unpack those factors
that get in the way. The team as a whole is
challenged to work together in experiential
learning in ways they never considered.
Even the most effective, astute and selfaware people discover limits that were
previously hidden from their conscious view.
The team lays out the pathway for the best
way to work together, how they will resolve
personality conflicts and internal challenges
with dynamics on the team. At the completion
of the level set, the team creates a collective
possibility for the team that is inspiring to
each and every member of the team.
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6. Planning
The best approach for a leader during
planning is to be a source for inspiration,
questions, and guidance. Leaders who
step too far in to planning create teams
that are dependent on the leader and lack
creativity. If the leader notices a problem
with the plan, rather than pointing it out, it
is much more empowering to ask questions
that provoke the team members to activate
their critical thinking skills to answer and
think potential challenges through.
7. Check in, Track Progress, Celebrate Success
When people are aware of the milestone
meetings and rely on regular feedback it
reduces uncertainly and unnecessary stress.
Laying out the stages of organizational
effectiveness, beginning with what it
means to be operating in formulation and
concentration and then defining criteria for
low, moderate and high momentum gives
the team an opportunity to self regulate,
correct and celebrate as they see fit.
Utilizing a customized version of the agile
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methodology is an excellent means to keep
progress on track and support the team in
attaining momentum with their project, program
or goal. Daily stand ups, bi-weekly declarations
and intention setting as well as bi monthly
retrospectives give teams a structure they can
count on and gives the team healthy guardrails
to work independently and remain responsibility
to each other and the organization as a whole.
While knowing and understanding are
two very different distinctions, doing is the
link that shifts knowing to understanding.
For the impatient leader, doing may be a
challenge because progress is most often only
experienced incrementally. Building a high
performance team is not about exponential
breakthroughs, if they happen great; however
if sustainability is your goal, impatience is your
enemy. Teams respond best to a system that
allows them to learn, move forward, fall, learn
from mistakes, move forward again and sustain
progress over time. When high concentration
and effort is celebrated, and low momentum
is acknowledged and genuinely appreciated
teams build confidence and fortitude to stay the
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Managing Companies in Distress
The Turnaround Orientation & Starting point.

MEMBER CONTRIBUTION
Robert Hall, MBA, CIM, PMP, P2 Practitioner

Rob Hall MBA, CIM, PMP is the Managing
Director of RKH Consulting, a company that
helps small and medium size businesses
with business turnaround and transformation
initiatives. Rob’s background is varied
including managing company startups,
running operations, executing turnarounds
and planning exits. His experience includes
strategy and operations senior management
roles; capital markets analysis for a private
fund, and investor relations for a public
company. Rob also has for-profit and not-for
profit board experience. Email:
rob.hall@rkhconsulting.ca

Turnaround Background
Crisis Defined: A crisis, as we define it, is
a situation that severely threatens a company’s
future existence and where the time horizon for
decision and action is short. Many times the
symptoms of a crisis, although longer in the
making, seem to sneak up and reveal itself as a
slowly declining bank balance, creditor repayment
prioritization discussions, concerns about making
payroll, rethinking staffing levels, postponing
investment and so on.
Crisis Stages: The crisis stages are 1)
the Relevancy Crisis, where changes in the
market have impacted the company’s ability
to maintain margins, which leads to 2) a Cash
Crisis that impacts today’s free cash flow and
cap-ex investment for tomorrow, followed by 3)
Winter 2018

a Liquidity Crisis impacting ability to pay bills,
and ultimately ending with 4) the company facing
Insolvency.
Turnaround Stages: A typical turnaround
program includes diagnostic review and analysis,
emergency, crisis stabilization and turnaround
and growth stages. Rule of thumb is that the
diagnostic and emergency activities takes on
average about 3 months, with the stabilization
and turnaround activities taking from 6 months to
2 years or even longer.
Personal Impact: Small business owners
whose livelihood is impacted by the crisis may
also have personal guarantees in the business,
which can compound the stress and make this
an extremely emotionally difficult time. Running
the business, fixing its current crisis, keeping the
home fires burning while maintaining your health
and wits about you can be challenging. Relief can
come in the form of a solid fact-based plan. Here
are some steps to follow while you re-invoke your
passion for the business you love and get it back
on track.
Beginning your Turnaround
The Focus: In the beginning the only priority
is survival. At this point the strategy is to make
deliberate change that results in immediate
financial gain. Plan A (there is no Plan B) is to
implement the things that support the strategy.
The first thing to determine is if the company
has enough cash on-hand to provide the time
needed to get through the time period required
to complete the diagnostic review and make the
early changes. Remember – without a short-term
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there is no long-term, so at this point, besides
cash nothing else matters. We recommend the
following non-linear and iterative stabilization
approach:
Crisis Program Management: RKH
recommends a 100 day stabilization plan focused
on generating cash and rebuilding stakeholder
confidence. Program steps include Getting
control. Get sole control of the chequebook, limit
the spending authority of others, put in spending
controls, beef up reporting and include solid
project management disciplines. Determine the
issues that are the biggest threat and immediately
dampen their impact. Ask “Which of these issues
we are facing are fatal?”
Getting the real financial picture:
Unfortunately, the situation is probably worse
than it looks on the surface so the first question
is “Can we survive 3 months while we form
our stabilization strategy?”, with Part 2 of
the question being “If not, can we get bridge
financing?”. You start to answer these questions
by analyzing the company’s working capital
and implementing a thirteen week rolling cash
flow forecast (see the important expanded cash
management explanation at the bottom of this
article). You facilitate this understanding by
developing three cash flow models; a best, worst,
and most likely case – but use the worst case
model. Recommended cadence at this point is to
meet daily, ask a lot of questions and drill down
hard on the assumptions. Don’t let any missed
target or odd assumption slide; be brutal in your
analysis.
The goal here is to create an environment of
no downside surprises. Strive for early victories
and consistency as these will contribute to
regaining the confidence of the stakeholders,
which in turn may buy you the necessary time and
commitment for your turnaround.
Pulling Financial stabilization levers: Take
immediate action to ease the pressure. Noncomplex activities for generating additional cash
include implementing shorter invoicing cycles,
reducing outstanding accounts receivables (call
the client!; offering early payment discounts),
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extending accounts payable (negotiate new
terms), responding to only critical payments,
reducing inventory levels, stopping or reducing
planned cap-ex, signup cheaper suppliers,
tightening purchasing controls (reduce the
authorization level and the number of authorized
people), ensuring profitable bids through tighter
internal approvals and reducing the cost of
marketing.
Undertaking a diagnostic review: Review
and record the gaps in the company’s strategy,
finances, operations, processes and sales and
marketing activities as they pertain only to
resolving the current crisis (larger changes can
occur after you are stable and your recalibrated
strategy is solid). Question - “What can we
change quickly to contribute to achieving
stabilization?”.
Determining the best path: Given what the
financial and business diagnostic review reveals
you will have to wisely (non-emotionally and not
flying in the face of the facts) choose from one
of three options; 1) a turnaround, 2) a sale or
merger/divestiture of all or part; or 3) immediate
wrap-up. The results of your analysis will most
likely show that the decision has already been
made for you.
Determining the stakeholders’ agenda:
Answer this question early to help guide your
path – “What is each stakeholder’s exposure,
desired outcome and ability to influence
that outcome?”. If there is no appetite for a
turnaround from the influencing stakeholders
then there is no sense in proceeding down
that path even if it is a financially viable option.
To manage stakeholders’ expectations, again
striving to achieve an environment of no
surprises, we highly recommend implementing
an organizational change management program
that includes a strategic communication plan.
Time consuming, yes, but so necessary at this
point!
Assessing key personnel: It is important
to determine who supports the initiative and
will help, who the detractors are that will get
in the way and who has the unique business
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knowledge you need.
You may have to make
some initial personnel
changes, but to avoid
significant distraction
and disruption keep the
changes to a minimum in
the stabilization phase.
Tweaking operations
and processes:
Consistent with the above
strategy, limit process
changes to those that
will have an immediate
material impact on the
crisis. Any effort above
this level takes important
dollars and focus away
from the survival priority.
Summary Comments
Remember, the first 100 days is about
survival. Keep a narrow focus and move
quickly continually asking “What will help
generate immediate cash flow?”, and “What’s
around the next corner that can kill us?”.
Work the plan and expect to see some
encouraging signs about four to eight weeks
in, but be careful not to let your foot off the
gas or change your focus as it is easy to
slide backwards when new behaviors are not
backed in.
Sidebar on Working Capital
and Cash Flow Analysis
A couple of key financial components to
focus on at all times are Working Capital and
Cash Flow. Working Capital is the difference
between current assets and current liabilities
(as at today), while Cash Flow is the amount
of cash the company can generate over time
(say over a three month period). The important
difference between the two is distinguishing
the ability to pay bills immediately versus how
things look in the future. Positive working
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capital provides you the ability to cover
near term liabilities, while negative working
capital means you do not have enough bank
funds, receivables and inventory to meet
your obligations. If the working capital does
not meet current needs, but future cash flow
is positive then, given enough time by your
creditors, you can meet your obligations;
otherwise bankruptcy is a real possibility.
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