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It isn’t uncommon that you find an 
error in your accounting records 
after you have already filed your 

GST/HST return.  The CRA has stated 
policies on their website about how 
to fix common problems such as 
forgetting to claim input tax credits 
(ITC) or correcting your GST/HST 
collected amount.

Forgotten ITC’s

The CRA states that if you forgot 
to include an ITC, which you were 
entitled to, you are not to adjust your 
return. Instead, they require you to 
include any missed ITC’s in your next 
GST/HST filing.   In most instances, 
you have up to four years to claim your 
ITC’s.  Other than lost cash flow, you 
will eventually get to claim the credit 
you are eligible for.  For more on the 
time limits for claiming ITC’s please 
refer to CRA’s website.

Correcting a previously filed GST/
HST return

If you need to change the amount of 
GST/HST collected or collectible, or 
make any other change to another line, 
the CRA states not to file another return. 
Instead, they ask that you request an 
adjustment for the reporting period 
that contains the incorrect or missing 
amount, indicating:

•	your  9 digit business number;

•	the GST/HST reporting period to be 
amended; and

•	the corrected or revised amounts 
for each line number on your GST/
HST return

Most changes can be made either 
through the online service: My 
Business Account, if you are registered 
for this service, or by sending a letter 
to your tax centre.   A change that 
cannot be done online is one related 
to recaptured input tax credits.  You 
will need to send a letter to your tax 
centre following the guidelines above.  
Find your tax centre.

If you had significant errors on 
your return, especially unreported 
amounts, you may want to consider 
filing any adjustments through the 

CRA’s voluntary disclosure program. 
Find more information.  

If you are having issues getting 
the correct information from your 
accounting software, or have noticed 
prior errors in your GST/HST filings, we 
would be please to help correct these 
returns, in addition to implementing 
an appropriate reporting system for 
you and your company.
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When a business owner retains 
the services of a business 
valuator, they often enter the 

process with several misconceptions 
about the nature of business 
valuations and the work of business 
valuators. Some of the more common 
misconceptions include:

 1. Value vs Price

Often people will use these terms 
interchangeably. However, they may 
have very different meanings and 
figures associated with them.

The value of a business is 
determined through careful analysis, 
by an experienced valuation 
professional, considering numerous 
factors regarding the nature and 
characteristics of the business, as 
well as the industry and economy 
in which it operates. The valuator 
will consider a number of valuation 
approaches in order to arrive at a 
valuation conclusion that will provide 
a notional investor with a reasonable 
return on investment, given the risks 
of the business. This is often referred 
to as a ‘notional’ valuation.

The price of a business may be higher 
or lower than the value indicated by 
a notional valuation. Some of the 
factors influencing price include 
different purchaser vs vendor 
negotiating strengths, different 
risk assessments, structure of the 
transaction, synergies, and non-
economic considerations. These 
factors and the price of a business can 
only be determined with any degree of 
certainty when a business is exposed 
for sale in the open market.

2. Rules of Thumb

When trying to determine the value or 
price of a business, people will often 
look at multiples of revenue, earnings 
or other metrics. These are referred 
to as rules of thumb. The use of rules 
of thumb is popular as they are simple 
to apply. However, their simplicity 
may also impact their reliability. For 
example, while applying a factor of 
1.5 times gross revenue is a very easy 
mathematical exercise, it fails to take 

into account the cost structure of a 
business. Two businesses in the same 
industry with similar revenue but 
significantly different cost structures 
would likely not have the same value.

Rules of thumb are not a substitute 
for a proper business valuation. While 
a business valuator will consider 
various rules of thumb, this is merely 
one part of an analysis that considers 
the numerous unique characteristics 
of a business.

3. Simply Take Last Year’s Profit and 
Multiply by X

Often people assume a valuator will 
simply take last year’s earnings and 
multiply it by a standard multiple. There 
are two misconceptions in this belief.

First, valuations are forward looking. 
A prospective purchaser does not 
buy a business based on what it did 
in the past. Rather they base their 
decisions on what they expect it 
will do in the future. All valuations 
either explicitly or implicitly consider 
estimated future earnings or cash 
flows. While a valuator will often look 
to the historic operating results of the 
company being valued, this is done 
in the context of using the historical 
information as a basis for estimating 
the future.

Second, there is no standard multiple 

that is applied to all valuations. 
Multiples are dependent upon 
numerous factors that may or may 
not exist as at the valuation date. The 
valuator must carefully assess these 
factors and how they impact the 
multiple that would be appropriate to 
a specific business.

4. Valuations Are Not Needed

We often hear comments such as “I 
know what my business is worth, I 
don’t need a valuation”. In most cases, 
the assistance of an experienced 
business valuator is needed to 
assess the numerous factors that 
impact the value of a business. We 
often encounter situations in which 
business owners require assistance 
to properly apply the unique factors 
of their company to the relevant 
valuation model.

Additionally, the services of an 
experienced valuator can often help 
the business owner focus on factors 
that will drive the value of their 
business, thereby increasing the price 
realized for an upcoming sale.

Valuators also provide an independent 
opinion that may aid with the sales 
process, in litigation matters or with 
Canada Revenue Agency.

Article written by: Rob Smith, CPA, 
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Think about your last vacation. 
How much time did you spend 
planning your destination, how 

you were going to get there, and what 
activities you wanted to enjoy once you 
arrived? Most people spend more time 
planning their next vacation than they 
do creating their financial plan; the 
roadmap to their future and a strategy 
for their family’s security. Having a 
financial plan is important for every 
adult, but it’s particularly important if 
you have dependents and even more so 
if one or more of those dependents are 
disabled.

The Financial Planning Process is 
similar regardless of whether you 
have disabled dependents or not; 
Establish your goals, determine your 
current financial position, analyze your 
information to determine any shortfalls, 
create solutions that will enable you to 
overcome the shortfalls and enable 
you to reach your goals, take action to 
implement your plan and review it on a 
regular basis to ensure that your goals 
have not changed, and that you are still 
on track to achieve them.

Each plan primarily contains the 
following six components:

1. Net Worth Projections

2. Cash Flow Projections

3. Retirement Planning Strategies

4. Investment Analysis

5. Insurance Analysis

6. Estate Planning

Here’s where things begin to differ. Not 
only will you need to plan to support you 
and your spouse during your lifetime, 
but you will need to plan for your 
disabled dependent as well.   Instead 
of providing income for 25 years after 
retirement, you may need to plan for 
your income to continue for 45 or 50 
years.

Caring for a disabled dependent 
is often stressful as you deal with 
healthcare needs, additional costs 
for care, managing support needs, 
dealing with government agencies, 
and a myriad of other concerns. The 
big question is, who is going to take 
on these responsibilities when you no 
longer can? Will it be a friend, relative, 
or perhaps a professional? Maybe it is 
a combination of the three. Building a 
network of people to provide support 
while you are still healthy and involved 
is critical. Disabled dependents often 
rely heavily on their care providers. If 
their sole care provider is Mom or Dad 
and they are suddenly out of the picture, 
it can be devastating for them. As an 
example, in my own family, we had 

built a network of support workers for 
my disabled brother, while my parents 
were still alive, Doctors, Counsellors, 
Support Workers, Caregivers, family 
and friends. When my parents died, 
my brother lost his parents, but not 
his entire support network. He was 
able to cope with the loss much easier. 
Parents should consider aligning 
themselves with professionals who 
have experience in dealing with special 
needs planning, such as Accountants, 
Lawyers, Certified Financial Planners, 
Trust Officers, Counsellors, Support 
Workers, Caregivers and Doctors, as 
well as Associations, Support Groups 
and other related networks.

Parents with disabled dependents 
have to ask themselves some difficult 
questions:

•	 Who will look after my child when 
I die or if I become incapacitated?

•	 Where will they live?

•	 Who will take them to their doctor 
and therapy appointments?

•	 How will they pay their bills?

•	 My whole life has been about 
looking after my child, but I have 
other goals that I would like to 
achieve; How can I do both?

Most financial plans will recommend the 
use of Registered Retirement Savings 
Plans, Tax-Free Savings Accounts, 
insurance and Wills along with Powers of 
Attorney to help achieve goals and protect 
lifestyle. Those requiring special needs 
planning will likely also need a special 
trust referred to as a Henson Trust, 
Registered Disability Savings Plans, 
Ontario Disability Support Planning, 
along with other special investment and 
insurance options to protect and support 
loved ones.

The best advice for families with special 
needs dependents is to choose a 
qualified, trusted team of professionals 
and develop and implement a plan 
without delay.

Article written by: Brad Giroux, CFP, 
CLU, CHS 
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On October 3, 2016, the Canada 
Revenue Agency announced 
changes to the reporting of the 

disposition of a property that is designated 
as a “principal residence”. Please note 
that the principal residence exemption 
still exists but the reporting requirements 
will be more extensive for properties sold 
on or after January 1, 2016.

Prior Reporting

In the past, no reporting was 
required if a property that was sold 
was designated as the principal 
residence for every year owned. This 
would result in the entire capital gain 
being non-taxable.

New Reporting

All property sales will now be 
reported on your T1 Individual 
Income Tax Return even if the entire 
gain is non-taxable.  If the property 
was designated as the principal 
residence for every year owned, 
Schedule 3 – Capital Gains/Losses 
will be completed.  If there are some 
years of ownership when another 
property was designated, Form 
T2091 – Designation of a property as 
a principal residence by an individual 
will be required as well.

Schedule 3 will be modified to include 
the following information on property 
sales:

•	 Year of acquisition

•	 Proceeds of disposition

•	 Full address of the property

If a property sale is not reported, 

the principal residence designation 
may be denied and the gain would 
be taxable.  A late designation can 
be filed if the initial reporting was 
forgotten or neglected, but penalties 
may be applied at a rate of $100 per 
month from the original due date 
of the return until the filing was 
completed (to a maximum of $8,000).

The new reporting requirements also 
apply for deemed dispositions upon 
the death of a taxpayer and upon 
a change in the use of a property 
from personal residence to a rental 
property or vice versa.

As a reminder, generally only 
one principal residence can be 
designated per family. If you have 
multiple principal residences, please 
contact your DJB representative to 
review planning opportunities.

If you have any questions on these 
changes, please contact DJB’s tax 
team for further information.

Article written by: Derek Smith, 
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