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INCLUDING
• Term Deposits

• RRSP’s
• RRIF’s
• TFSA’s

LIMITED TIME ONLY
www.noventis.ca

GAUTHIER CHRYSLER PRE-OWNED INVENTORY
2001 GRAND
CARAVAN
Stk.#E027A
Now Only

$5,295

2007 COMPASS 4X4
Stk.#R9045
Now Only

$11,995

2009 HHR LT
Stk.#D587A
Now Only

$11,995

2009 COBALT LT
Stk.#D726AA
Now Only

$9,995

2003 GRAND
CARAVAN
STK.#D739A
Now Only

$6,995

2010 AVENGER SXT
Stk#R9035
Now Only

$11,995

2006 SATURN VUE AWD
Stk#D655A
Now Only

$10,995

2005 FORD ESCAPE
Stk.#R9087
Now Only

$9,995

2010 PT CRUISER
Stk.#R9045
Now Only

$10,995

2010 DODGE CHARGER
SXT Leather Roof
Stk.#A8995
Now Only

$14,995

2006 CARAVAN
Stk.#0066A
Now Only

$8,995
2009 DODGE JOURNEY SE
Stk.#A9062
Now Only

$13,995

If you don’tIf you don’tIf you don’t

buy from us . . .

You may payYou may payYou may pay

too much!

661-8999
All new prices and payments, plus freight ($1400), taxes and fees. *variable rate financing 4.99% amort. over 96 months oac.

All used price and payment plus taxes and fees, 2000.00 down

ORTOLL FREE
1-800-267-6383

Visit us atwww.gauthierchrysler.com
1375 REGENT AVENUE OPEN

MON. & TUE.
9 AM - 9 PM
WED. - SAT.
9 AM - 6PM

DOORDOOR
CRASHERCRASHER

10 IN10 IN
STOCK!STOCK!

FULL
STOW
N GO

2010
GRAND
CARAVAN
SE

REAR
HEAT,
A/C

$$107107 B/W

AS LOW AS

Gauthier AutogroupGauthier Autogroup sells moresells moresells more

Chrysler, Dodge & Jeep’s than any other dealer
Chrysler, Dodge & Jeep’s than any other dealer
Chrysler, Dodge & Jeep’s than any other dealer

in Manitoba...in Manitoba...in Manitoba... and our prices are why!

2.4, 4-spd automatlic,
A/C, sentry key, keyless
entry, traction control,
power windows and
locks, 6 Cd, MP3, radio.

V6, Auto. A/C, pwr
windows & locks, keyless
entry, anti-lock, 4 wheel
disc brakes, speed
control, sunscreen glass.

2010 DODGE
JOURNEY SE

$$1616,,995995** $$9999BW*BW*oror

EE
ESE

36
MPG
3

39IN STOCK
36IN STOCK

6
G

GAUTHIER EXCLUSIV
E

GAUTHIER EXCLUSIV
E

INCLUDES
$750 VALUE

ROOF RACK, ADJ.
ROOF RAIL CROSS

BARS, FOG LAMPS, ALUM. WH
EELS,

CARPET FLOOR MATS

2010 DODG2010 DODG

BRAND
NEW

STOCK

BRAND
NEW

BRAND
NEW

GAUTHIER
EXCLUSIVE

GAUTHIER
EXCLUSIVE

INCLUDES
$325 VALUE

CARPET F
LOOR MATS

& ROOF RAC
K

.

$$1717,,995995** $$105105BW*BW*oror

2010 DODGE
GRAND CARAVAN SE

CA

EE
EEEEEEERAVAN SRAVAN SE

34
MPG

4.7 V8, 5 spd. auto, A/C, PW, PDL, full size spare, cruise
control, Sirrius sat. radio, chrome clad wheels, class IV hitch.

$$2525,,198198** $$147147BW*BW*oror

2011 RAM 1500 SXT QUAD 4X42011 RAM 1500 SXT QUAD 4X4

• MEMBER OF THE GUATHIER AUTO GROUP • MEMBER OF THE GUATHIER AUTO GROUP • MEMBER OF THE GUATHIER AUTO GROUP •• MEMBER OF THE GUATHIER AUTO GROUP • MEMBER OF THE GUATHIER AUTO GROUP • MEMBER OF THE GUATHIER AUTO GROUP •

• MEMBER OF THE GUATHIER AUTO GROUP • MEMBER OF THE GUATHIER AUTO GROUP • MEMBER OF THE GUATHIER AUTO GROUP•• MEMBER OF THE GUATHIER AUTO GROUP • MEMBER OF THE GUATHIER AUTO GROUP • MEMBER OF THE GUATHIER AUTO GROUP•
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25
MPG

PLUS 1.99% FINANCING

MONEYMATTERS
EDITOR: STEVE PONA 697-7264 business@freepress.mb.ca I winnipegfreepress.com
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I
T may be tough to put
a price
tag on
love.

But a cost
can certainly
be put on the
fallout of love
gone wrong
— just ask anyone who has
been through a separation
and divorce.

And it’s likely not hard to find
someone to survey — at least off
the record — who has been through
this financial and emotional grinder.
According to a 2010 report by the
Vanier Institute of the Family, 40
per cent of first marriages end in
divorce.
From a legal perspective, a divorce

is basically the dissolution of a busi-
ness partnership — only much more
complicated. On top of splitting up
assets, it often involves parties in
volatile emotional states and conflicts
over child custody.
Not only does a matrimonial break-

down often require the unavoidable
expertise of lawyers, but even legal
eagles these days find themselves
lacking the specific skill sets to deal
with the complicated financial rami-
fications of splitting one household
into two, says Winnipeg lawyer Calla
Coughlin.

JOEL
SCHLESINGER

A house divided
Clients turn to specialists for help navigating complications of divorce

Divorce
financial-survival tips:
1. Money will almost always be an issue.
Be prepared for protracted and often hotly
debated discussions surrounding its alloca-
tion.
2. Be organized with all of the necessary
statements about the family finances. That
includes a list of all your property, including
documents to prove ownership. Prepare a
budget for both pre- and post-separation to
provide proof of financial needs.
3. Know that a 50-50 split isn’t always fair.
For instance, real estate is a much different
type of asset than cash or a pension. A pen-
sion can provide an income stream for life.
With real estate, there are more costs than
meet the eye: taxes, closing fees if sold, an-
nual maintenance and mortgage payments.
4. A divorce often leads to a plethora of tax
considerations. A change in marital status
will affect how you pay tax. It’s best to
have an accountant help determine the tax
implications, particularly when deciding on
a settlement in which assets change hands.
5. Understand the true value of your house,
pension and RRSPs. An RRSP value can be
deceiving at first glance. An investment of
$100,000 isn’t worth as much as it appears
to on paper because when it’s withdrawn as
income, it’s taxed.
6. Get your pension accurately valued.
These often are worth more than people
realize. Defined benefit plans always have to
be evaluated by a specialist.
7. Be sure the spouse paying for child
support has life insurance. In fact, either
caregiver in the relationship should have
insurance to guarantee dependents will be
cared for if one caregiver dies.
8. Get legal advice from a lawyer and finan-
cial advice from a financial expert. In some
cases, a lawyer may also have expertise in
finance, but it never hurts to seek out advice
from more than one individual.
9. Get your will up to date with the correct
beneficiaries.
10. Pre-qualify for a mortgage. Home
upkeep can be expensive with just one
income. It may turn out being responsible
for repairs, cleaning, shovelling the snow
and other chores is too big of a job for just
one person. Downsizing may be in order.
It’s best to know ahead of time what you
can afford.

— From handout for clients
by Tesia Brooks, CDFA, CFP

Family lawyer Seneca Longclaws (left), certified divorce financial analyst Tesia
Brooks (right) and lawyer Calla Coughlin (inset), specialize in the collaborative

divorce process.

JOHN WOODS/WINNIPEG FREE PRESS

SUBMITTED PHOTO

Continued
Please see DIVORCE B11
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“The best way to show clients all their
options thoroughly is to have experts in
those areas that I’m not, and financial
issues are one of those areas,” says the
lawyer whose preference is family law.
“I’m a legal expert, not a financial one.”
The financial components of a divorce

have many variables: tax implications,
pension valuations, and calculating
future cash flows. For this reason,
some lawyers and their clients increas-
ingly call on the services of a certified
divorce financial analyst (CDFA).
“There’s a lot more involved in separ-

ating than just splitting things down the
middle,” Coughlin says. “That means
finding a legal expert or whatever other
experts are appropriate, like divorce
financial experts, to give you a good
understanding of where you stand and
that you do have choice within your
situation.”
Diana Shepherd is a spokeswoman

for the Canadian Institute for Divorce
Financial Analysts, which provides cer-
tification for CDFAs. She says “not all
assets are created equal” in a divorce
settlement.
But for both client and lawyer, it

may be difficult to value assets unless
they’re familiar with family law, taxa-
tion and finance, and how all three of
those aspects intersect.
For instance, some assets, when

split, generate a tax bill for one or both
spouses, which other assets do not.
“Is it really fair to say, ‘I have

$100,000 in cash and this piece of prop-
erty is worth $100,000, so why don’t
you take the property and I’ll take the
cash?’ ” Shepherd says. “Well, it’s very
different because when you go to sell
that property there might be a capital
gain on it.”
Winnipeg-based CDFA Tesia Brooks

says there are often many different
ways to allocate financial assets fairly
in a divorce, and an analyst will try to
come up with projections 10 or 20 years
out to show as best as possible the con-
sequences for one or both parties if they
were to accept a proposed settlement.
“There could be half a dozen differ-

ent ways to make it equitable for both
parties,” says Brooks, also a certified fi-
nancial planner. “If they just look at one
proposal, they could find that 10 years
down the road, one person is flat broke
as a result of the deal and the other has
half a million bucks.”
Analysts do not usually make recom-

mendations directly to clients. Instead,
they usually “flesh out” what the avail-
able options are and pass them on to the
lawyer and client, who then decide what
path to choose.
“It works well with a lawyer because

I can give financial advice but I can’t
provide legal advice,” she says.
While they can’t provide advice,

Shepherd says analysts — who take a
home-study course that usually takes
about three months to complete — are
provided with the basics of matrimonial
law in Canada to help guide their finan-
cial recommendations.
“It’s not that they’re ever going to be

providing legal advice,” she says. “In
fact, they’re specifically prohibited
from that unless they’re a lawyer, but at
least they’re going to know the ins and
outs of how property distribution works
in their particular province.”
Often, analysts work with lawyers

and clients in what is called the collab-
orative divorce process, which doesn’t
involve litigation.
“This is seen as a kinder, gentler pro-

cess,” says Shepherd, who is a CDFA.
The collaborative process involves

both parties sitting down at the table
with their respective lawyers to work
out their settlement fairly.
“There’s an official collaborative

process in which people actually sign a
contract,” says Winnipeg lawyer Seneca
Longclaws, adding the two parties are
bound by the contract to work together
in good faith for a resolution.
All discussions that take place in the

collaborative process are deemed “with-
out prejudice” — meaning if the process
breaks down, they cannot be used in
litigation against either party.
“If you choose to litigate afterward,

there is a financial consequence to
breaking that process,” Coughlin says.
“You can’t use the lawyers you just

had. You have to get a new lawyer.”
While the collaborative process isn’t

appropriate in all divorces — both par-
ties must agree to it, which isn’t always
the case — it is often one of the least
disruptive ways to settle the split-up.
“Litigation is adversarial,” Longclaws

says, whereas the collaborative process
is all about working together without
any hidden agendas.
The collaborative process often does

likely add fee costs. Collaborative con-
tracts even often stipulate both parties
require the services of financial and
family counselling experts. Still, it can
be less costly in the long run than a
protracted litigation battle that may go
on for years, Coughlin says.
And in many cases, working toward

a settlement without conflict leads to
what will be best for everyone involved,
Shepherd says.
“Some people are in the worst emo-

tional state of their lives, and they are
making these really big decisions that
are going to affect the rest of their life,”
she says. “So if you can have a pro-
cess that doesn’t foster animosity and
polarization, it’s likely going to work out
more fairly in the end for everyone.”

giganticsmile@gmail.com

Divorce
Continued from B10

R ITA has a real estate di-
lemma. She owns a house
and a condominium, but
she says she likely can no

longer afford to own both homes.
“I keep wavering between ‘do I sell

the house, or do I sell the condo?’ ”
says the small-business owner in her
early 60s. “I go back and forth like
I’m on a see-saw.”
It may sound like an ideal situation

for most people. After all, it’s a sellers’
market.

But Rita’s situation is unique. The home
was once her principal residence before she
moved into her common-law partner’s condo
a few years ago.
Since then, one of her adult children has

lived in the home covering some costs, but
Rita pays for the rest.
Last year, her partner died and left the con-

do to Rita. The problem was, his family had
provided him with the condo, which actually
had a no-interest mortgage. The condo deed
was in his parents’ names and was supposed
to be passed on to him when they died.
To make a long and complicated tale of

estate planning gone awry short, Rita gets
to keep the condo on one condition: She will
have to take over the mortgage of $183,000.
“My income wouldn’t be enough for a bank

to give me a mortgage, but I do have assets,
so they might.”
Rita has about $284,000 in savings and

earns a $4,500 dividend payment monthly
from her business and about $980 from CPP.
She has also received an offer from a

developer to buy her home, offering $300,000.
Rita says she has been told by a realtor she
could get as much as $330,000.
One option is to sell the condo and use the

proceeds to renovate her home, splitting it
into suites. She’d live in one and rent out the
others.
Another choice is to sell the home, pay

off the mortgage on the condo and invest
the rest. And, of course, there’s the outside
chance she could keep them both.
“I’m like a Jekyll and Hyde,” she says.

“Today, I’m saying it would be better to sell
the house and use the money to pay down
the mortgage and have cash left over — or is
there some other thing that I haven’t thought
of?”
Unfortunately for Rita, there is no easy

answer as to how she should proceed, says
certified general accountant Tanis Olafson.
She really has three or four scenarios to

choose from, so it’s worth discussing all of
them, looking at their drawbacks and bene-
fits.
“If we look at keeping both properties and

she were to renovate the house and rent out

both suites, it might be doable but it would
be very tight,” says the accountant with
Winnipeg-based Olafson and Jones Certified
General Accountants.
Rita estimates her renovation to the home

would cost about $100,000. She would need at
least a $280,000 mortgage to cover the condo
and the upgrades. At six per cent interest
over 25 years, she would pay about $2,000 in
monthly mortgage payments.
“If she believes she could generate enough

in rental income, it could cover the mortgage
payments and expenses,” Olafson says.
“However, there is a lot more risk and

potential downside because she would have
to cover vacancies and major repairs — not
to mention the additional work of being a
landlord.”
A slightly different scenario involves her

daughter either buying the house or paying
enough rent to cover expenses and the cost
of the mortgage on the condo. But Rita says
her daughter has no desire to pay more or
purchase the home, even though she has a
well-paying career.
Olafson says the inevitable financial reality

is Rita will have to sell one of the properties
and her daughter will have to find some-
where else to live.
On the surface, selling the condo seems

like the least costly option. The condo still
has a mortgage, and it has rather high condo
fees.

But the aging home has its own costs: util-
ities and upgrades.
“Will she still want to cut the grass and

shovel the snow in 10 or 20 years?”
Furthermore, she has a willing buyer for

her home, whereas she was told by a realtor
she’d be lucky to get $250,000 for her condo.
“If that’s indeed the case, then I would say

the most logical and profitable move would
be selling the house now and living in the
condo,” Olafson says.
Still, other factors cloud the picture even

more. Another consideration is her business.
Rita wants to downsize her business, moving
to a less costly location.
“Has she thought about living in the house

in one suite and running the business out of
the other?”
But Rita also has to consider the tax impli-

cations of selling one property over the other.
Because she owns more than one home, she
will have to choose a principal residence,
which is exempt from capital gains on the
proceeds of its sale.
“Capital gains are included in your income

at 50 per cent of the profit from the sale,
after deducting the adjusted cost base and
any outlays or expenses incurred to sell the
property,” she says.
Depending on her income, Rita could end

up paying about 23 per cent of the gain in
taxes from the sale of a property that isn’t
declared her principal residence.
Choosing a principal residence isn’t easy in

this case, either, because Rita has quite a few
variables that will play into the final decision.
“Who has title of the house? Who has title

of the condo? Is it in the estate still? Was
there a deemed disposition on her partner’s
death?” Olafson says.
“There are a whole bunch of things we

don’t know that will potentially have tax
implications.”
And on top of all of these considerations,

Rita has her retirement to worry about, as
well. Rita says she wants to work as long as
she can because she has no business succes-
sion plan.
Because she likely cannot sell the business,

she will have to rely on the profits from the
sale of one of the properties and her savings
to fund retirement. Olafson says Rita will
likely have about $375,000 in RRSPs and
other investments after she sells one of the
properties.
“This is substantial, but realistically it

doesn’t replace her current income level for
long,” she says. “She definitely needs a retire-
ment plan and soon.”
Right now, Olafson says, perhaps Rita’s

best option is to get further financial plan-
ning and tax advice that will help flesh out in
detail each scenario. At least then she will be
aware of the potential financial benefits and
drawbacks of each choice and can decide ac-
cordingly. In the end, Olafson says, it is likely
to come down to her personal preference.

“These are difficult decisions, but quite
honestly they are as much or even more
qualitative than quantitative.”

giganticsmile@gmail.com

By Joel Schlesinger MONEY
MAKEOVER

Would you like a
free Money Makeover?

Send us an email:
business@freepress.mb.ca

Rita’s finances
▼ INCOME
Annual: $73,044 gross; $6,087 monthly
($4,500 work dividend, $987 CPP, $600 rental
income)

▼ Expenses
Monthly: $5,997 (includes $1,200 for income
tax and $1,000 for savings)

▼ Debts
Mortgage: $183,000 (she has yet to take over
mortgage; interest rate to be determined)

▼ Assets
Savings: $34,497
TFSA: $10,180 in high-interest savings account
GICs: $15,086
RRSP: $224,362 (balanced portfolio)

Property
DILEMMA

Should two-home owner sell house or condo?

RUTH.BONNEVILLE@FREE PRESS.MB.CA

Small-business owner in her 60s has a difficult decision to make.
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