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M O R E I N T O M O R R O W ’ S P O S T A BETTER READ

FPWeekend
Precious commodities: One in six couples have
trouble conceiving and the cost of making babies is
prohibitively expensive. Read more tomorrow.
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FP SUMMARY
C A I S S E D E D É P Ô T

Canada’s largest institutional investor, the Caisse de dépôt et
placement du Québec, is planning to spend $4.5-
billion on office buildings in Canada, the United
States and Europe over the next three years.
This week, it bought buildings in Paris’s financial
district for $500-million.

See Page FP1

B A N K O F M O N T R E A L

Bank of Montreal chief executive Tony Comper will spend his
final year at the bank trying to increase market share in the
United States by bringing the total number of U.S. branches to
400 over the next five years, roughly twice as many as today. At
the same time, the bank plans to cultivate growth in China and
pursue mergers and acquisitions.

See Page FP1

C A N A D A ’ S ‘ S W I S S S Y N D R O M E ’

Canada’s economic fundamentals are catching up to
Switzerland’s, typically considered the gold-standard economic
model, according to BMO Nesbitt Burns’ deputy chief economist.
Canada also has solid gross domestic product and a government
budget surplus, which Switzerland does not have.

See Page FP1

C H E V R O N C O R P .

Chevron Corp. will spend billions of dollars to develop five oil-
sands leases in the Athabasca basin and plans to produce more
than 100,000 barrels of oil a day by 2015. Chevron is also pro-
ducing 80,000 barrels of oil equivalent a day through partner-
ships in other oilsands ventures and projects on the East Coast.

See Page FP1

C I B C

Canadian Imperial Bank of Commerce yesterday reported
first-quarter net income fell 18% to $580-million,
or $1.62 a share, from $707-million ($1.94) a year
earlier. Excluding one-time items, profit was $1.63

a share, beating analysts’ estimates. The bank
said cost-cutting measures to trim $250-million
in expenses by the end of 2006 remain on track.

See Page FP3

N A T I O N A L B A N K O F C A N A D A

National Bank of Canada yesterday reported first-quarter
profit fell 9.2% from a year earlier, when earnings were boosted
by the sale of South American assets. Net income fell to $217-
million, or $1.26 a share, from $239-million ($1.37). The bank
benefited from rising income from asset management and
investment banking.

See Page FP3

E N B R I D G E I N C .

The completion of the Spearhead project allowed Enbridge
Inc. to move Canadian oil into the deep U.S. south for the first
time yesterday. This opens up new markets for Canadian crudes
and pushes away competing crudes from countries like Mexico
and Venezuela.  

See Page FP4

N A T U R A L G A S P I P E L I N E S

U.S. Energy Secretary Sam Bodman says a
shortage of steel could cause delays for the
Alaska and the Mackenzie Valley natural
gas pipelines, especially if both projects
go ahead at the same time. He does
expect swift regulatory approvals.

See Page FP4
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C O M M E N T

A side from the wheeling and
dealing, there many great

people stories in and around
Bay Street.

ToogoodFinancial Systems
Inc., a provider of investment
and reporting software to the fi-
nancial marketplace that is all
done over the Internet, is one
such case. The reason: The com-
pany started nine years ago by
Lee Wong — who hails from
North Borneo — has just landed
a major new client. 

This week, Raymond James
signed a multi-year agreement
with Toogood “for investment
management, performance mea-
surement, reconciliation and
client reporting services.” 

Julian Smith, senior vice-
president of the private-client
group of Raymond James, said,
“Toogood offers the flexibility
for our financial advisors to pro-
vide customized advice to meet
their specific needs. It is an in-
novative and functionally rich
portfolio-management solution
that can grow to meet our needs
as we build our platform of ex-
cellence.”

As a result of adding Ray-
mond James, Toogood now has
more than 30 clients. 

The list ranges from private
money managers such as Cole-
ford Investment, to institutional
investors such as Sky Invest-
ment Counsel, run by Jenny Wit-
terick; to Sionna Investment
Managers, run by Kim Shannon;
to Canso Investment Counsel, a
bond operation run by John Car-
swell; to Tetrem Capital Part-
ners, a Winnipeg-based firm run
by Danny Bubis. 

Wong says the real break-
through for his success was the
decision, implemented from day
one, to provide the services over
the Internet. “The broker or the
institutional client logs into a pri-
vate network, uses passwords and
gets to use the portfolio manage-
ment application,” he said. 

Having more than 30 clients is a
long way from 1978, when Wong
arrived in Canada. “I came here
because after learning about
Canada in high school I conclud-
ed it was a land of opportunity.
It has been a great 28 years,”
said Wong, who emigrated, sans
family, when be was 16.

After completing his final
year of high school, he enrolled

in computer science at Universi-
ty of Toronto. He became inter-
ested in investments when he
joined the investment depart-
ment at Royal Insurance. 

At the time, that department
was run by Alan Westbrook. The
department was home to a num-
ber of youngsters, many of
whom have gone on to to bigger
careers elsewhere. For instance,
Kim Shannon now runs her own
operation, Sionna Investment
Managers; John Smolinski is
now the lead manager of TD
Canadian Equity; Peter Kot-
sopoulos is executive vice-presi-
dent and portfolio manager of
fixed income at McLean Bud-
den; and John di Tomasso runs
Di Tomasso Group Inc., a regis-
tered commodity trading advi-
sor based in Victoria.

Prior to forming that group,
Di Tomasso started Burgundy
Asset Management. One of his
original partners was Wong,
who was busy studying for his
CFA. After a time, Wong moved
to Foyston Gordon & Payne, a
value manager, before setting up
his own operation in 1997. 

That venture was funded by
the employees, with one outside
institutional shareholder: the
pension plan of the Nova Scotia
Association of Health Organiza-
tions. 

Noted di Tomasso: “Lee fills a
huge niche. He is an innovator
in the architecture of back-office
management. His system allows
brokers to show their clients
their true performance. It frees
up a lot of time for the brokers,
who otherwise would have a
tough time assembling all the
information,” he added. 

Added another client: “It’s
quite a story since Lee started
from scratch and now [in my
opinion] has a superior portfolio
system to those of the competi-
tion,” which is mainly Financial
Models (acquired by SS&A Tech-
nologies) and Star Data/CGI.

The credit division of President’s
Choice Bank has joined the
ranks of securitizers. Eagle
Credit Card Trust, a special-pur-
pose entity, made its initial foray
into the debt markets this week
and scooped up $500-million
via a three-tranche offering. In-
vestors bought five-year, fixed-
rate pieces of paper. Those notes
are backed by PC Master Card
receivables. 

The issuer will be back to the
market for more: It is allowed to
sell up to $1.5-billion of credit
card receivables-backed notes
over the next 25 months. As of
Dec. 31, 2005, PC’s pool of re-
ceivables stood at $1.26-billion. 

Given the close connections
between PC Financial and Cana-
dian Imperial Bank of Com-
merce, there was no great sur-
prise about the choice of lead
manager.
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A story that’s
not Toogood

to be true

CHRIS MIKULA / NEWS SERVICE

Alec Saunders, left, and Howard Thaw of Iotum impressed investors
at a U.S. venture capital show, even though a glitch detracted from a
demonstration of their conference-calling application. 

F irst impressions are impor-
tant, but can you imagine

having to make one in 60 to 360
seconds in front of 700 people? 

This is what it’s like every year
at the Demo conference in
Phoenix, Ariz., where dozens of
technology startups valiantly
hope to impress venture capital-
ists, potential partners and the
media. 

This year, Ottawa-based Iotum
Inc. was one of two Canadian
companies selected for last
month’s Demo — a huge opportu-
nity for a small company looking
to attract attention for its telecom
software and, more important,
money to propel its development.

Getting into Demo is one
thing, but preparing yourself for
what could be the most impor-
tant presentation of your profes-
sional career is quite another. For
Iotum, the process started last
November when its Demo appli-
cation was accepted. 

Over the next three months,
the process of preparing itself for
the show forced Iotum to rethink
its corporate message, aggres-
sively enhance its image and,
most important and challenging,
finish the development of a new
conference application to give its
presentation much-needed sizzle.

To put the importance of De-
mo in context, it is a one-of-a-
kind event and a golden oppor-
tunity for startups — some of
them well-known already and
some with little profile — to
thrust themselves into the spot-
light. Not surprisingly, the con-
ference gets hundreds of appli-
cants but only 35 to 70 compa-
nies are chosen. Mind you, they
have to pay US$18,500 for the
privilege so it can be a large in-
vestment for startups counting
their pennies.

Over two days, these compa-
nies get exposure to hundreds of
people who could give their busi-
nesses a major jump-start — be
it financing, media coverage
and/or sales and marketing part-
nerships. With little time — a 60-
second, three-minute or six-

minute presentation —  to make
an impression (and a large clock
with red LED letters counting
down their time on stage), it is a
high-pressure environment
where even the most confident
entrepreneurs and executives
can stumble.

It is clearly a daunting exercise
for any company given what’s at
stake. After having its application
accepted in late November, Io-
tum immediately started its drive
to Demo by planning out a series
of conferences and meetings
across North America to get its
key executives — chief executive
Alec Saunders and chief operat-
ing officer Howard Thaw — in
shape for the big event.

The need to focus on Demo
was so important, Iotum hired a
vice-president of development to
pursue business. It also shelved
its financing plans even though
there seemed to be good
prospects because it believed a
successful Demo would give the
company a higher valuation and
more favourable terms with VCs. 

Clearly, there was a lot at
stake. Getting your executives
battle-hardened is just one com-
ponent of a Demo game plan.
The technology has to be top-
notch, which means it has to
work and look good, and the pub-
lic relations effort has to hum.
For Iotum, this meant hiring vet-
eran high-tech PR executive
Andy Abramson to massage the
corporate message and line up
meetings with key bloggers, ana-
lysts and media.

It’s a total team effort to hope-
fully produce — in Iotum’s case —
360 seconds of magic.

So, what happened?
In an ideal world, everything

would have gone perfectly but
demos never happen that way.
Even Microsoft Corp.’s Bill Gates
has been embarrassed by having
demos at high-profile confer-
ences go terribly awry despite an
army of technicians. For Iotum,
the presentation went smoothly
until the time came to demon-
strate its new conference-calling
application. A small technical
glitch that wasn’t identified dur-
ing several practice sessions
meant that only three of 10
phones in the audience worked.

While disappointed, Iotum
made enough of an impression
that it was given one of 10 “De-
mo God” awards and its booth
was swarmed with VCs and po-
tential partners. More impor-
tant, Mr. Saunders said there are
easily a dozen investors who
have expressed a strong interest
in what Iotum is doing. “Demo is
paying dividends right now, and
we have another 60 days of
coasting on the momentum it
has created,” he said.
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Iotum one of lucky
ones at U.S. venture
capital conference

Dreams could be
gone in 60 seconds

CA ISSE
Continued from Page FP1

The Caisse’s real estate group
has been active in Europe recent-
ly. In December, SITQ bought
two buildings in the financial
centre of Frankfurt, Germany, for
$300-million. And last year the
Caisse’s retail real estate arm,
Ivanhoe Cambridge Inc., sold
most of its remaining U.S. shop-
ping malls and bought into malls
in Germany, France, Poland and
Portugal. 

In addition, the Times of Lon-
don this week named the Caisse
as a potential partner in a deal
to buy 25 hotels from InterCon-
tinental Hotels Group in Eu-
rope. The Caisse also declined

comment on that story.
SITQ has been active in Eu-

rope for several years. It holds a
42% stake in six office buildings
with a combined 1.7-million
square feet of space in and
around Paris, and has a 35%
stake in the T1 Tower, a curved,
37-storey structure with 720,000
square feet of space, under con-
struction in the city’s La Défense
district. It also owns a control
stake in a group of 11 Paris hotels.

SITQ is the dominant owner of
premium downtown office space
in Montreal and has a handful of
buildings in the Toronto area and
Western Canada. It also has sev-
eral properties in London and
New York. 

Financial Post
ssilcoff@nationalpost.com

Real estate group has been
active in European markets

MARK EVANS

C O M M E N T


