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Retail Innovation

2024 NATIONAL INTEGRATED SPECIAL REPORT – 
DIGITAL AND NEWSPAPER 

In today's competitive retail landscape, constant innovation is vital to 
address evolving consumer trends. From the rise of online shopping to 
enhancing in-store experiences and addressing security concerns, 
retailers must stay ahead by adopting innovative strategies. This special 
feature will highlight retail innovation, and how adapting to changing 
consumer preferences is essential for retailers striving to attract and retain 
customers in the dynamic marketplace.

Proposed topic highlights:
TRENDS — Looking at key trends in retail, from evolving consumer 
behaviors to emerging market dynamics.
INNOVATION — Exploring innovation, encompassing technological 
advancements, process improvements, and novel approaches.
CUSTOMER EXPERIENCE — Brands that are enhancing the overall 
customer experience, including personalization and convenience-based 
approaches.

INTEGRATED CONTENT FEATURES: Turnkey solutions in which 
participating advertisers can be mentioned or quoted in at least one story. 

Source: Vividata SCC Fall 2023, National, Adults 18+

GET INVOLVED TODAY. CONTACT: 
RICHARD DEACON, Project Manager  T: 1.604.631.6636  E: rdeacon@globeandmail.com

Print/Digital Weekly Readers – 6,063,000 
Print Weekly Readers – 2,592,000 | Digital Weekly Readers – 4,645,000

Standard 
Booking Deadline Material Deadline Publishing Date Sponsor Content 

Booking Deadline

April 9, 2024 May 21, 2024 May 28, 2024 April 9, 2024

Reaching 
more senior 

executives, business 
owners and 

professionals

 The Globe and 
Mail is the #1 

newspaper brand 
in Canada

Content produced by Randall Anthony Communications, a Globe-approved provider

Click on the report below to 
see a similar past feature

Reaching more 
High-Net-Worth 

Investors with over 
$500K in assets.

Wednesday, November 15, 2023 PRODUCED BY RANDALL ANTHONY COMMUNICATIONS. THE GLOBE’S EDITORIAL DEPARTMENT WAS NOT INVOLVED.

Family Business
Accounting for nearly two-thirds of private-sector firms in Canada, family-owned businesses are a key engine of the economy
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When a family
business owner
is having a rough
time, it’s both in
the business and
at home. I try to
make sure that we
can keep those
relationships as

sound as possible.

Danielle Walsh
Family Office Services team

member, MNP

How the transition is
ultimately structured
is critical. You have
to get everything

out in the open and
make a plan.

Kerry Smith
National Leader of Family
Office Services, MNP

PROTECTING FAMILY BUSINESSES AND FAMILY
RELATIONSHIPS THROUGH EXPERT INTERGENERATIONAL
SUCCESSION PLANNING

F 1�#!- !����� 1# �� � %�#6�� �!

!� 1#  
!
�� 1�� �# %
!6& ):�
6#2 �
! ��1 
 �
 ��6 1# �!�#,-�
1��-� ,2��-� �1 �2���- 
�� ����-�#!-
%�,1
�!�!� 1# 1�� �
 ��6 �! 
 4
6
1�
1+- #����1�3�&*
��� �!1�,� �
 ��6 -�#2��  ��1

#!�� 
 6�
, 1# ,��#!!��1 
!� �
3�

 �##� 1� � 
- 4��� 
- 1# ,�3��4

!� ��-�2-- 
!6 ��
!��-� -��
-
6-& �#2!��, �
 ��6  � ��,-
�
! �� �!�
��� �! %�
!!�!� 
!�
-�11�!� 2% 
�1�3�1��- �! 1��- 
!!2
�
�
 ��6 �#2!���  ��1�!�&
�-& �
�-� -
6- 1�� ��	:��$"

�,�-�-  
�� 
 �#1 #� �
 ����- %
2-�
1���, -2���--�#! %�
!!�!�� 4�1�
#4!�,- �2!��,�!� �#4! 
!�
,�1
�!�!� �#!1,#� #� �2-�!�--
 
11�,-& :1+- !#4 1� � �#, 1��
6#2!��, ��!�,
1�#! 1# -1�% �! 
!�
� %�� �!1 !�4 4
6- #� �#�!�
1��!�-� �! -# � �
-�- -#�21�#!-
%,���%�1
1�� �6 1�� %
!�� ��� ����
�2-1# �7
1�#! #, �6�,�� � %�#6�
 �!1 �#, -1
��&

,�!��!� �! %,#��--�#!
�  
!
��

�,- �- 
! #%1�#!� �-%���
��6 �� 1��,�

,� 
�� 
!� �5%�,��!�� �
%-& )�
!#!��
 ��6 �(� �
! 1,
�! 1�� !�51
��!�,
1�#! �! 
 !#!���
-�� 4
6�*
-�� -
6-�
:! �
-�- 4��,� 1�� �2-�!�-- �
-

���! -#�� 1# 
 1��,� %
,16� 1��,�
�
! -1��� �� �--2�- #� �#3�,!
!��
#3�, %,�3
1� �
 ��6 �#2!�
1�#!-
1�
1 �51�!� 1�� #,���!
� #4!�
�,-+ ���
�6& ���+- 0
 ��6 ������
��,3���- �,#2% �
- -%���
��-1-
4�# �#!1�!2� 1# 4#,� 1#��1��,
4�1� !�51���! �
 ��6  � ��,-
1# )���% 1�#-� 3
�2�- 
��3��* -��
-
6-� 4�1� �5%�,1�-� �! 
,�
- �,# 
4�
�1� -1,
1��6 1# �-1
1� %�
!!�!�&
)���6 
�� !��� 1# �� -%�
��!� 1#
�
�� #1��,�* -�� 
��-&

SEVEN STEPS
TO HELP YOU
PLAN FOR
YOUR FAMILY’S
FINANCIAL FUTURE

By Kerry Smith,
CPA, CA, TEP
National Leader, Family
Office Services, MNP

As wealth increases, it’s
important to have a plan
for your family’s finances
– today and into the
future. A strategic plan
for spending, saving
and financing your
retirement will ensure
you can feel confident in
your decisions.

Following these seven
steps will help ensure
you and your family
understand your needs,
goals and values. It is
essential to keep the big
picture in mind so that
all aspects of financial
planning work together
seamlessly and in a way
that works for you.

1Prioritize goals and
objectives

Meet with your key
family stakeholders.
Together, you will
discuss your family’s
needs, wants, goals,
values, risk tolerance,
etc. and develop an in-
depth understanding of
where you want to go.

2Develop a net
worth statement,

cash flow summary and
insurance analysis
Analyze various
scenarios to understand
how you can achieve
your goals and
objectives. It is essential
to consider your family’s
unique situation and
plans for the future to
ensure your financial
plan works for you.

3Develop financial
projections and

analysis
Visualize a range of
options so you can see
your future financial
position across several
possible scenarios.
This allows you to
make strong, realistic
decisions for the future.

4Complete a
retirement

planning assessment
Key questions include:
How will your financial
needs evolve? What do
you plan on doing with
your time? Will your
investments generate
enough income to live
off of? How big of a
nest egg do you want to
leave for others?

5Assess estate value
and liquidity – now

and into the future
Understand how
your investments
will appreciate over
time, and ensure you
have the liquidity to
cover key expenses
throughout the seasons
of your life. This gives
your family the ability
to strategically plan
for liquidity through
insurance or other tools.

6 Identify tax
strategies to

optimize the financial
position
Maximize your options
for minimizing taxes
over the long term. This
could involve setting up
trusts and transferring
some assets today – or
paying more in taxes
now to minimize them in
the future.

7Develop an action
plan to implement

recommendations
Create a comprehensive
financial plan for
your family. Common
deliverables include
updating legal
documents, applying
for insurance or putting
programs in place to
prepare your children
for inheritance.
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