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ON THE MOVE

Stay in for long term as markets go through their gyrations

BY ROMAN ZAKALUZNY
FOR CANWEST NEWS SERVICE

The year 2008, particularly the final quarter, will long
be remembered as a horrible year for Canadian
investors.
Most everyone’s portfolios
became smaller, no matter
how they weighted their
investments, as the United
States and the rest of the
world spiralled into recession.
As investors recover from
the shock of the downturn,
the question turns to what
to do with assets investors
still have.
When the stock markets
began their rapid crash in
late September and October, experts cautioned
against panicking and kneejerk selling. However, the
markets continued to drop
for many weeks. While the
markets may have shown a
bit of an upward trend in
2009, resisting the urge to
sell was the primary challenge for many investors,
especially those with a need
to cash out in the coming
months and years. Has the
advice to hold changed?
No, says Barry Schwartz,
vice-president at Baskin
Financial Services, a Toronto-based firm that manages
portfolios for richer clients
across Canada.
“We’re telling clients to
stick with their strategies,”
he says. “You can’t just sell
now, because then you’re
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Barry Schwartz, vice-president at Baskin Financial
Services, says a recent upward market trend is no reason
to start selling. — CANWEST NEWS SERVICE
betting that over the next
31⁄2 years, GICs will outperform [stocks]. And that’s
never been the case.”
Rather than selling, Russ
Dougherty, president of Calgar y-based Dougherty
Financial, suggests Canadi-

ans take the time, with the
markets bottomed out, to
rebalance their portfolios.
“I’ve been in this business
for 25 years,” he says.
“I’ve followed investment
managers everywhere. I’ve
never seen one that has all

the aspects figured out. I
believe in all kinds of diversity.
“I think most people could
benefit by being properly
diversified.
“Forget about picking sectors or markets. A very diversified game plan is the best
idea . . . by asset class, geography, by sectors — all of it.”
Schwartz echoes Prime
Minister Stephen Harper’s
election-campaign suggestion that investors should
take advantage of the times:
such buying opportunities
don’t come around often.
If one takes Nov. 21, 2008,
as the day the markets bottomed out, Schwartz suggests, now is a good time to
buy good stocks.
“We think markets have
overreacted,” says Schwartz.
“We could have a 20- to
25-per-cent rally this year or
next year.”
His firm’s metrics tell him
the market is undervalued.
“We’re telling clients that
this might be the most historic opportunity to invest
in stocks in a generation,”
he says. “ The last time
[things were this bad] was
in 1992, and at least then
you could buy bonds and
expect a decent return.”
Schwartz and Dougherty
offer some guidance to
investors trying to plan their
next investment moves:
■ Trust proven companies;
■ Buy Canadian;
■ Tune out the naysayers;
■ Trust an adviser.

■ Kathleen Manuel has
been appointed executive
director, procurement, of
Rocky Mountaineer. Manuel
is responsible for formulating
and implementing procurement strategies. Over the past
20 years, she has held increasingly responsible seniormanagement positions,
including vice-president of
distribution for First Choice
Group and general manager,
western Canada, for Signature Vacations.

■ The PCL family of companies, Canada’s largest general
contractor, has named Sean
Brock district manager of
PCL Constructors Westcoast
Inc. Sean has over 35 years of
construction experience, 22
years with PCL. In this new
role, Sean joins Anibal
Valente, vice-president, in
leading PCL’s construction
initiatives across the B.C.
region.

■ Shannon Claypool has
been named president of
the Cloverdale Rodeo and
Exhibition Association.
Claypool has been elected to
the board of directors by the
non-profit association’s membership for years and is a
long-time board member and
volunteer.

■ McQuarrie Hunter LLP
announces that David
Halkett has become a partner with the firm. Halkett’s
practice focuses in the areas
of family law, general civil
litigation and criminal
defence litigation. He
received his Bachelor of
Laws from the University of
B.C. in 1991 and was admitted
to the B.C. bar in 1992.
Are you or someone in your
company on the move or just
promoted? We want to know!
Send your details (company,
employee’s name, position, head
shot in JPEG format) to:
onthemove@theprovince.com.

A Bloom with that European touch
Name: Jessica Bloom Clark.
Business: Quince Fine Florals,
Vancouver.
Contac t:
604-263-0202;
www.quincefineflorals.com
Number of employees:One, plus
one part-time.
Time in business: 18 months.
What is your business? I own a
small floral boutique that specializes in European-inspired arrangements and bouquets for special
events and everyday occasions. My
arrangements have a tight composition, with more focus on flowers than filler — they’re something
you would see in Paris or Amsterdam.
How did you get into this business? In high school, I worked for
Thomas Hobbs in Kerrisdale, and
although I mostly cleaned flowers

and swept floors, I observed very
closely. After I graduated, I went to
theatre school in New York and
worked as an event co-ordinator
on the side. I realized I could make
a better living selling flowers than
in acting and I could still have a
career that allowed me to be creative. When I came back to Vancouver, I worked for a well-known
florist, Hilary Miles, who gave me
immense creative freedom and
insight into more modern design
work. Then, after a couple of years
working freelance on weddings and
parties, I opened my own shop.
What does a typical day look
like for you? On auction days, I get
up at 5 a.m. to be at the flower auction in Burnaby by 5:30. I choose
my flowers, load them into my van
and head to the store. The first cou-

ple hours are for cleaning and prepping the flowers and I open for business at 10. In the afternoons, I may
plant things or make bouquets for
people to pick up on their way
home, or have a consultation for a
wedding.
Where do you find time to do
everything? I’m a one-person business with a great deal of support
from family. My family helps with
everything, from making a delivery
to setting up at weddings. My sister
does the books, my mom helps out
in the store and my dad is the 24/7
on-call handyman. I am so lucky.
What do you like best about
your business? Getting to be creative every day. Flowers may not
seem all that important, but they
are a huge part of the important
moments in people’s lives, the wed-

dings, funerals, births, anniversaries
and birthdays. I love delivering the
bridal bouquet and seeing the look
on the bride’s face when she
receives it.
What arrangement would you
rather not make? I loathe corsages.
It is really hard to make them look
nice.
Future plans? I’d like my shop to
grow slowly and steadily, and to be
able to add more giftware items. I
also want to get into the style section of a decor magazine like Canadian House and Home. That’s my
dream.
Want to be in Minding Your Own
Business? Just follow this format and
send your information toThe Province
at onthemove@theprovince.com.
Don’t forget to include your phone
number.

Quince Fine Florals proprietor Jessica
Bloom Clark is at the Burnaby flower
auctions before the crack of dawn.

