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only to wrap up the 
conversation with a 
dumb-parent story.  It 
seems when it comes 
to teaching their kids 
the value of working 
and saving, parents 
are making up the 
rules as they go along.  
That’s unnecessary.  
Here are five easy to 
explain rules that won’t 
zap your kid’s motiva-
tion. 

1) Don’t stifle the 

drive to work 

If you were prepared 
to give your child an 
allowance before he 
started   to  

 

( cont inued  on  page  2)  

After the birds and the bees, this is the other  
discussion you need to have with your child.  

Once upon a time 
there was a little girl 
named Katerina who 
had an allowance and 
was pretty good at 
managing it.  Mommy 
smiled and said, 
“That’s my girl.” 

When she turned 14, 
Katerina, being an en-
terprising young lass, 
decided to take a 
babysitting course so 
she could earn some 
extra bucks to pay for 
her increasingly ex-
pensive teenage 
needs.  She paid for 
the course out of her 
savings.  Daddy 
smiled and said, 
“That’s my girl.” 

Then he said, “Now 
that you’re working, I 
can cut back on your 
allowance.”  Katerina 
thought, “That bites,” 
and wondered why 
she was being pun-
ished for her enter-
prise. 

Mommy jumped into 

the mix with: 
“And you’ll 
have to put half 
of everything 
you earn in the 
bank.”  Kateri-
na thought, 
“That sucks,” 
and wondered 
why she had to 
save half of her money 
when her parents fol-
lowed the standard 
“save 10 per cent” fi-
nancial planning rule 
that she’d learned 
about when they’d in-
sisted that she read 
The Wealthy Barber.  
Increasingly, it looked 
like this idea of going 
to work was bogus. 

Katerina isn’t one 
girl.  She’s a compo-
site of dozens of sons 
and daughters de-
scribed to me by their 
parents.  Time and 
again parents have 
told me how proud 
they are of their chil-
dren’s money-
management skills, 

Talk to your kids about money! 

The One About Money 



you’re prepared to put your 
money where your mouth is - 
yeah, you’re going to save 50 
per cent of everything you 
make, right - then go ahead 
and make unrealistic demands 
of your child so that she can’t 

but fail.  But if you’re 
trying to establish 
money habits that are 
easy to set and easy 
to take into adult-
hood, stick with the 
“pay yourself 10 per 
cent rule” and you’ll 
do the job just fine. 

3) Tell them the whole 

ugly truth 

There is a whole passel 
of lessons children 
need to learn before 
going to work.  They 
seem to be the ones 
that parents never quite 
get around to teaching.  
Taxes, what they’re for, 
and how they work, is a 
great one.  I receive e-
mails from young peo-
ple in their first full-time 
jobs who are aghast at 
how little an annual sal-
ary of $28,000 will buy 
once taxes, 

(continued on page 6)  

 

 

 

 

 

 

ance is just “mad money,” that 
might be pretty hard to swal-
low.  But if you see an allow-
ance as the money you’d nor-
mally spend on your child, put 
in her hands so she can learn 
to manage it, you find it easier 

to accept that there’s no need 
to revoke it. 

2) Don’t make saving a 

punishment 

I’ve heard parents declare 
with pride that their children 
have to put half of everything 
they earn into the bank.  If 

The One About Money   ( cont inued  from page  1)  

work, why cut it off when he 
shows some initiative in meet-
ing his ever-expanding finan-
cial needs?  Trying to keep 
him under control financially?  
Fuhgeddaboutit!  You’ll just 
end up teaching him that mon-
ey equals power.  Not 
a pretty lesson.  You 
want him to learn the 
value of a dollar.  
(That was the point of 
the allowance, wasn’t 
it?)  Now that he’s 
earning some money, 
help him set guidelines 
for how he’ll use it it.                                                       
This is where lessons 
on “wants” versus 
“needs” come into 
play.  And it’s a good 
time, if you haven’t 
done it yet, to talk 
about a spending plan.  
Ultimately, you want 
your child to benefit 
from his hard work for 
his money.  Taking 
away the allowance 
just teaches him to be 
satisfied with whatever 
he can get for free. 

So, when can you 
revoke the allowance?  
Well, if you accept the fact 
that until your child begins 
working full-time, you’ll likely 
be responsible for at least 
some of her financial needs, 
then the answer is “when your 
child gets a full-time job”.  If 
your perception of the allow-

First Job Checklist 

 Get your kid a social insurance number.  
She’ll need it to fill out a tax return, 
something she should do they year she 

starts working. 

 Fill out a tax return for him every year 
that he earns money, even if it’s just 
from mowing lawns or walking the 
neighbour’s dog.  He won’t pay any 
income tax until he’s making at least 
$7,634 (the basic personal exemption), 
but he will earn RRSP room.  Chances 
are it won’t make sense for him to 
contribute (since his earnings will be 
low), but he can carry it forward 
indefinitely and use it when it is more 
lucrative (when his taxable income is 

higher). 

 Keep a paper trail of any money your kid 
invests.  Make sure all investments are 
in your kid’s name so that any income 
generate will be taxed in their hands 

(presumably at a lower rate than yours). 
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Kateryna Pidzamecky was born on July 3, 1900 in the 
village of Potochyshchne, Horodenka raion, Ivano-
Frankivsk (then Stanislaviv) oblast.  Her mother So-
phia Voloshchuk and father Semen Sraychuk were 
nationally-conscious and wealthy peasants.  Kateryna 
had two younger brothers, Vasyl and Mykola, as well 
as a sister Maria, but sadly, they were orphaned ear-
ly in life.  Kateryna was only 13 years old when she 
lost her parents.  During WWI, in 1915, Kateryna and 
her neighbours fled to the Carpathian mountains and 
spent 14 months wandering through the mountains 
into Hungary.  Her brothers and sister also joined 
some neighbours and fled elsewhere.  Only after a 
year and a half did they all return to the village of 
Potochyshchne to their home. 
 
In 1919 Kateryna was married to the now deceased 
Franko Pidzamecky.  In 1926 Franko left for Canada 
and settled in West Fort William, Ontario.  In 1935 
he moved to Sudbury and arranged for the immigra-
tion of his wife Kateryna and their two young sons, 
Vasyl and Karoliy.  From Sudbury they moved to To-
ronto, later residing for a time in Fort Erie, following 
which they settled in the town of Thorold. 
 
During the course of her life, Kateryna was witness 
to all the greatest events of the 20th century.  From a 
very young age she worked tirelessly, maintaining 
the family home and grounds, assisting in her hus-
band’s businesses, raising her sons, as well as two of 
her grandchildren, Katrusia and Bohdan, as well as 
tending to her other grandchildren.  From 1935 she 
was a member of the Ukrainian Women’s Organiza-
tion, as well as being a member of the Ukrainian Fra-
ternal Society of Canada since the 1930’s.  She was 

also an active parishioner of St. Mary’s Ukrainian 
Catholic Church in Thorold for many years.  Along 
with her husband, she was an active participant in a 
wide variety of community events.  After her hus-
band’s death Kateryna continued to live in Thorold in 
her original house.  There she was tended to by her 
grandson Bohdan, with additional assistance from 
several of her other grandchildren – Katrusia, Chris-
tine and Taras.  Kateryna Pidzamecky is proud to 
have 8 grandchildren and 12 great-grandchildren. 
 

Submitted by Katherine (Katrusia) Kohut - granddaughter 

Kateryna Pidzamecky 

Page 3    XXXVI  1 (60)    Vol. XXXVI No.1 (60) 

Life Insurance Know-How 

When 500 Toronto-area adults were surveyed, 89 per cent agreed that life insurance is an important part of a sound 

financial plan.  The problem: Only 40 per cent of them reported knowing what to look for.  Sure, more than half had 

heard of “term insurance” but only a third were familiar with the phrase “whole life” and a mere 14 per cent recognized 

the name “universal life”.  This knowledge deficit is largest among 18-to-34-year-olds (only 11 per cent reported know-

ing what to look for in a life insurance product), the group most likely to need life insurance.  One ray of hope, though: 

66 per cent said they’d like to get life insurance information from a financial planner, analyst, agent or broker. 
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lands to municipalities and certain 
charities. 

DONATING PUBLICLY-TRADED 

SHARES 

Individuals and corporations who 
donate securities listed on pre-
scribed stock exchanges, mutual 
funds and segregated funds of life 
insurance companies to charities 
other than private foundations 
need only include in the taxable 
incomes one-quarter of the capital 
gain (instead of the usual one-half) 
that arises on the securities’ dispo-
sition. 

CASH VS. SECURITIES: 

WHICH SHOULD YOU DONATE? 

Say you want to make a donation 
to a favourite case and you have 
eligible securities that originally 
cost you $1,000 and which are 
now worth $2,000.  Should you 
sell the securities and donate the 
proceeds or should you simply 
donate the securities? 

Assume your incomes is taxed at 
the top marginal rate of about 50% 
and you’ve already donated $250 
in the year.  If you sell the securi-
ties and donate the before-tax pro-
ceeds, a $1,000 capital gain will 
result on the securities’ sale 
($2,000 proceeds - $1,000 original 
cost).  You would then have to pay 
$50 in tax on the taxable portion of 
your gain (50% of $1,000 x 50% 
assumed tax rate).  Your $2,000 
donation will give you a tax credit 
of $1,000 (50% x $2,000).  In the 
end, the donation will result in net 
tax savings of $750 ($1,000 tax 
credit - $250 capital gains tax). 

(continued on page 12) 

 

Canada’s tax incentives for chari-
table donations are designed to 
make it easier for you to support 
your favourite charities.  Once 
you’ve decided which charities to 
donate to and how much you can 
afford to give, you may want to 
consider alternatives to getting out 
your chequebook and making a 
cash donation.  How you structure 
your charitable donations can be 
as important as the amounts you 
give, both to the charity and to the 
donation’s after-tax cost to you. 

Your after-tax cost for a $1,000 
donation will be somewhere in the 
$460 to $600 range, depending on 
which province you live in.  But 
your options are much broader 
than simply giving cash or leaving 
a sum of money to a charity in 
your will.  Gifts of property such as 
securities, artwork, real estate, 
and life insurance can be tax-
effective alternatives to gifts of 
cash. 

This article discusses the Canadi-
an tax system’s incentives to en-
courage charitable donations.  The 
article also discusses a variety of 
ways of structuring your donations 
to make the most of these incen-
tives both during your lifetime and 
in your will. 

TAX CREDITS FOR 

CHARITABLE DONATIONS 

As an individual taxpayer, your 
charitable donations entitle you to 
a two-tier tax credit.  As of the 
2001 taxation year, the first $200 
of donations (total to all charities) 
gives you a 16% federal tax credit 
(was 17% for 2000), worth about 
25% when provincial tax is taken 
into account.  All donations above 

that level give you a 29% federal 
tax credit, worth about 50% when 

provincial tax is factored in. 

“GIFTS IN KIND” – DONATING 

SHARES AND OTHER ASSETS 

Donations of property such as art-
work, shares and real estate are 
called “gifts in kind”.  To determine 
the tax credit of your donation, a 

gift in kind is generally valued at 
its fair market value.  As such, at 
the time of the donation, you are 
deemed to have disposed of the 
property at its fair market value – 
meaning that you must recognize 
any gain or income that would 
arise had you sold the property for 
that price. 

In the case of capital property, you 
may choose to designate a value 
for the gift anywhere between its 
cost and its fair market value when 
you donate it, to avoid triggering a 
taxable capital gain or to trigger a 
smaller one.  The tax credit for 
your donation will be based on the 
amount you have designated. 

The tax system also includes spe-
cial incentives to encourage gifts 
of “certified cultural property” and 
donations of ecologically sensitive 

Tax Incentives for Charitable Donations 
Making the Most of Your Gifts 

Consider an alternative to getting 
out your chequebook and making a 

cash donation. 

                           



Now, I always thought 

Tyler knew a 5 from a 

10, but I didn’t want to 

embarrass him any more 

in front of the family, so I 

shrugged it off until we 

were driving home.  Then 

I asked him if he knew 

the difference between a 

$5 and a $10 bill.  

“Sure,” Tyler answers.  

“So why did you choose 

the 5 over the 10?” I ask. 

“Think, Dad,” Tyler says.  “If I 

picked the $10 right off the bat, 

do you think Grandpa would have 

played the game 6 more times?” 

My younger son, 5-year-old Tyler, 

was chatting with my dad at East-

er dinner.  After a few questions 

about school, girls and sports, 

Tyler’s attention span wore down, 

so his grandpa pulled out 2 bills, 

a $5 and a $10.  He showed both 

to Tyler and told him that as an 

Easter gift he could keep either 

one he chose.  Tyler reached up 

and plucked the $5 bill. 

Now, my dad doesn’t suffer fools 

gladly and wouldn’t want any son 

of a son of his to be a dunce.  Just 

to see if it was a mistake, he 

pulled out another $5 bill and told 

Tyler he could keep whichever bill 

he chose.  Again, Tyler 

chose the $5 over the 

$10.  “What’s with this 

kid?” my dad says to my 

mom.  To show her, he 

pulls another $5 bill 

from his wallet.  Again, 

Tyler chooses the $5 bill.  

Appalled, Dad shows 

this to my brother, then 

my sister, then my 

cousin, then my wife, 

and finally to me.  “What’s up 

with this boy?” Dad says, and 

shows Tyler a blue and a purple 

bill.  Sure enough, Tyler picks the 

$5. 

That’s My Boy!  

If  You Meet A Bear  

ly with anything available, such 

as a stick, stone or knife and 

strike for the nose and eyes.  

Conservation officers say that in 

black bear attacks you are not to 

play dead.  Playing dead may be 

effective with grizzlies and brown 

bears, but it does not work with 

black bears. 

Encounters with bears are costly, 

financially and emotionally.  

Damage inflicted by bears re-

sults in loss of income, time and 

added expenses for the home or 

cottage owner.  While encoun-

ters between humans and bears 

are rare, home and cottage own-

ers, and their families, should be 

aware of the dangers and know 

how to react when it happens. 

If you meet a bear, the most im-

portant thing to remember is to 

stay calm and not run.  Black 

bears can run up to 50 km/h and  

can easily outrun a 

person going up or 

downhill.  Also, try not 

to make direct eye 

contact with the bear, 

as this may be viewed 

as a threat.  Instead, 

try looking out the cor-

ner of one eye to see 

what the bear is doing.  

The bear may issue you a warn-

ing by slapping the ground with 

his front paws, moaning, exhal-

ing loudly or lowering his head 

with his ears drawn back. 

Most bear attacks on the prairies 

involve black bears.  If a black 

bear stalks you, back away slow-

ly sideways so you can keep 

your eye on the bear and still see 

what’s behind you.  If he contin-

ues to follow, 

stand your 

ground and act 

aggressively by 

shouting and 

waving your 

arms.  Try to 

make yourself 

look taller by rais-

ing your jacket 

and persuading the bear that you 

are not easy prey.  The bear may 

charge, but most of the charges 

are bluffs because the bear will 

stop or veer away before reach-

ing its target.  Should the bear 

pursue his attack, fight vigorous-
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The One About Money   ( cont inued  from page  2)  

employment insurance, CPP premiums, union or 
professional dues, health insurance premiums 
and pension contributions are deducted at 
source. 

Now why do you suppose that came as such a 
surprise?  Perhaps because Mommy and Daddy 
hadn’t shown the kids a pay slip with the deduc-
tions marked so they could see that a dollar 
earned is less than a half-dollar to spend.  Mon-
ey, after all, is such a private thing. 

While I believe that our unwillingness to talk 
about money honestly with our kids contributes 
to their naïveté, not everyone is prepared to 
cough up the goods when it comes to how much 
Mommy or Daddy makes.  If the idea of your 
kids chatting up your financial business on the 
playground makes you choke, 
then don’t reveal all.  Just remem-
ber that the tax talk is still as im-
portant as the birds-and-the-bees 
talk.  So talk. 

4) Behave like a bank 

Suggest to parents that kids 
need to pay interest on any mon-
ey they borrow and watch the par-
ents’ eyes bug out and their 
throats constrict with disgust.  
“Usury!” they cry.  “Reality!” I re-
spond. 

Now I can see skipping this step if your religion 
absolutely forbids charging or paying interest, 
and you know your child will never use credit.  
But how many of us have that as our justifica-
tion?  In the real world, our kids are going to bor-
row money to buy a car, buy a house, buy a 
computer.  If we’ve done our jobs properly, 
they’ll know that using someone else’s money is 
an expensive proposition.  No, those fabulous 
Nikes don’t cost only $250 when you carry them 
on your credit card for three years.  Of course, to 
teach them the lessons, we have to create a re-
alistic environment within which they can learn, 
try, fail and try again.  And that means charging 

them interest and penalties, repossessing the 
new stereo for lack of payment and garnisheeing 
subsequent income. 

5) Cut the free lunches 

My all-time favourite “Duh!” when it comes to 
parents and their kids’ money is the parent who 
allows their adult child with a full-time job to live 
at home rent-free.  (Yes, this can be the same 
parent who once insisted their children put half 
their earnings in a savings account.) 

Answer me this: what exactly are you teaching 
your children when you allow them to assume 
their net income equals their disposable income?  
If you’re trying to create a realistic environment 
for your children, you have to charge rent so that 

your kids can see that some ex-
penses always come off the top 
first, before the beer, the friends 
or the new clothes.  It doesn’t 
matter whether you plan to spend 
the money or invest for your kid 
for later, you’ve got to take it from 
them in the here and now so that 
they learn that their disposable 
income is only a fraction of what 
they earn. 

Every parent has a different ap-
proach to the money-and-kids is-
sue.  Some don’t teach anything, 

figuring they’re in no position to claim they know 
the right way to do things.  Others fall back on 
what their own parents did – whether it worked 
or not – since they’re not willing to look around 
for a more effective approach.  Still others set 
the bar either too high or too low.  The best way 
to raise money-savvy kids is to reproduce the 
real world – not shield them from it – and let 
them make mistakes and learn along the way. 

 

Gail Vaz-Oxlade in IE:Money magazine (June 2001) 

 

“The best way to 
raise money-savvy 

kids is to reproduce 
the real world – not 
shield them from it – 
and let them make 
mistakes and learn 

along the way.” 
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Have you ever heard 
the saying “knowledge 
is power?”  Well, it’s 
true, so why not give 
your children that pow-
er?  Many parents to-
day are saving for their 
children’s future and 
thanks to recent legisla-
tion, it’s a strategy that 
is making more sense 
than ever. 

Why do we need to save? 

Tuition fees at colleges and universities in Canada 
have increased by more than 150% in the last ten 
years.  If this continues, a four-year undergraduate 
degree program that currently costs anywhere be-
tween $30,000 and $50,000 may cost as much as 
$100,000 in 15 years. 

What is an education savings plan? 

An education savings plan can be any type of plan 
that is specifically earmarked to fund a post-
secondary education.  It can be as simple as a daily 
interest savings account or as complex as a portfolio 
of stocks and bonds.  Within these plans you can 
have the investments held as a Formal or Informal 
Trust, Non-Registered Education Savings plan or 
Registered Education Savings Plan.  The choice is 
yours and your first step is to determine how much 
you can afford to save each month, or year.  Seek 
advice when choosing an investment strategy. 

I have heard the term “RESP.”  What is it and 
how is it different from a regular education 
savings plan? 

An RESP or Registered Education Savings Plan has 
quickly become the most popular from of education 
savings plan.  It is an investment vehicle to which 
you contribute money over a period of time.  It has 
enhanced tax and investment incentives.  In 1998 
the federal government passed legislation stating 
that anyone investing into an RESP will be eligible for 
government assistance. 

RESP HIGHLIGHTS 

You must choose the beneficiary when you set up 
the plan.  A beneficiary can be anyone, including 
your children, grandchildren, nieces, nephews, or 
family friends.  Under the new Canada Education 
Savings Grant program (CESG), annual RESP contri-
butions of $2,000 qualify for government assistance.  
The government will match 20% of contributions up 
to a maximum of $400 per beneficiary per year. 

Although the CESG is for contributions up to $2,000, 
the maximum contribution to an RESP in any one 
given year is $4,000 for a lifetime maximum of 
$42,000 per beneficiary.  Generally, with most plans 
you can contribute to an RESP for 22 years (year 
plan is opened plus 21).  After that, no further contri-
butions can be made.  However, the plan can be 
opened for up to 26 years (year plan opened plus 
25).  The CESG is available for any beneficiary to the 
end of the year he or she turns 17.  Special rules ap-
ply for children currently turning 16 or 17.  See your 
investment professional for more details. 

All of your capital appreciation, interest, capital gains 
and dividends are compounded on a tax-deferred 
basis.  Unlike RRSP contributions, RESP contributions 
are NOT tax deductible.  However, your money is 
allowed to grow without any income tax liability until 
the beneficiary enrols in a “qualifying” post-
secondary institute. 

HOW DO I ACCESS THE MONEY UPON ENROLMENT IN A 
POST-SECONDARY INSTITUTE? 

When the beneficiary enrols in a post-secondary in-
stitute, he or she then begins to receive education 
assistance payments (EAP) which include the plan’s 
accumulated earnings on contributions and any grant 
money received.  In most cases the EAPs are spread 
out over the period of time the beneficiary is enrolled 
in a post-secondary institute.  All of the money dis-
tributed in this way is taxed back in the student’s 
hands.  In most cases, the student’s income level is 
low which means very little if any tax will be payable. 

 

(continued on page 17) 

Investing In a Child’s Education  
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Ukrainian Summer Camp & Summer 

Language Study Rebate Program  

 The Ukrainian Fraternal Society of Canada is pleased to announce  

          that it will again be able to offer our Youth Members a rebate of   

          $ 25.00 per week to a maximum of $ 50.00 for: 
 

 attendance at a Ukrainian Summer Camp in 2003, or 

 participation in a Ukrainian Language Summer                      

Study Program in 2003 

This rebate is offered to existing Youth Members and to new Youth Members that join the Fraternal in 2003. 

A Youth Member is the insured person of a Child’s Insurance Plan who is between the ages of 0 and 16. 

The Owner of the youth’s plan or the local Branch Financial Secretaries 

must provide Head Office with official receipts to receive the rebate.   

Rebate Application Forms are available from the Head Office or the local Branch. 
 

Many of our Ukrainian youth have gained valuable knowledge  

and a lifetime of memories through their participation in these activities.  
 

December 19, 2003 is the Deadline for 2003 Refund Requests 

When a Loved One Dies 
When a close family member dies, there are so many emotions 
and grief to deal with, that all but the most immediate financial 
matters should wait until after the funeral or memorial service.  
At some point, however, the financial issues must be ad-
dressed. 

In the days following the funeral or memorial service, key family 
members and friends, along with the deceased’s executor and/
or financial planner, if these people were appointed should 
meet to: 

 Confirm the existence of a will and an 
executor—if there is no will, someone 
must apply to be the administrator, nor-
mally after a waiting period of at least 30 
days. 

 Determine if the will imposes any time 
limits—for example, many will state that 
the executor must survive the deceased 
by 30 days before officially being recog-
nized as the executor. 

 Identify all the assets, how they will be 
transferred, and who will take care of the 
details.  Assets are transferred by law, 
beneficiary, jointure, or will. 

 Ascertain outstanding bills, cancel credit 

cards, determine short term cash needs for the family, and 
identify sources of funds that are needed. 

 Determine the other advisors, such as legal and accounting 
assistance for the executor and administrator, that will be 
required. 

At the end of the meeting, set the date for a follow-up meeting 
two to three weeks later to review actions that have been taken 
and identify the items that are yet to be done. 

Many estate settlements are relatively straightforward and can 
be handled by family members.  Complex 
situations require a skilled estate practitioner 
to handle the probate process.  Either way, 
the three components necessary for a suc-
cessful estate transfer are: 

 A good overall plan by the deceased 

 A team effort by family and friends 

 A key advisor such as your financial plan-
ner to quarterback the process 

At some point, the financial is-
sues must be addressed 
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The Ukrainian Fraternal Society of Canada, since inception, has been endeavouring to fos-

ter ties of kinship and support among the Ukrainian Community.  In this regard, and in 

recognition of our Ukrainian heritage, the Society is pleased to announce its new Scholar-

ship Program.   

The Scholarship Awards, in the amount of $ 500.00 each, will be presented by the Board of 

Directors of the Society in each of the following provinces: British Columbia, Alberta, Sas-

katchewan, Manitoba, and Ontario. 
 

Eligibility:  The applicant must be of Ukrainian ancestry; be achieving academic excel-

lence; pursuing post secondary studies that will lead to a degree, certificate, or diploma; 

and be involved in Ukrainian Community activity. 

The Scholarship Awards are available to UFSC members who have been in good standing 

for a minimum of three (3) years. 
 

Selection Criteria:  The UFSC Scholarship Award will be presented to the individual(s) who 

achieve academic excellence and have a history of academic accomplishments.  

Recipient must be enrolled as a fulltime student attending a provincially accredited univer-

sity, college, or technical institute.  Applicants must demonstrate that they have taken initi-

atives to contribute to the growth and enhancement of the Ukrainian Canadian Communi-

ty in one or more of the following areas: community involvement, extra curricular activities, 

volunteer service. 

The awarding of the Scholarships will be at the sole discretion of the Ukrainian Fraternal So-

ciety of Canada.  
 

Requirements:  Applicants shall prepare a submission of up to 500 words, typewritten and 

double-spaced, explaining why they should be considered for this Award based on the in-

dicated criteria.   

The following information is required to be submitted as part of the application: 

 Full Name 

 Address (permanent and current, if different than permanent) 

 Telephone Number 

 Date of Birth 

 Name and Address of Educational Institute 

 Proof of Registration 

 Transcripts 

 Character References (minimum of 2 letters) 
 

Application Deadline is August 15 of each calendar year. 
 

Complete Information / Application Package to be submitted to  

UFSC Head Office –  Attention Scholarship Award Committee 

UFSC Scholarship Program 
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Where Are They Now ? 
Thank you for helping us find so many of our ‘missing’ members from our previous lists. But, we still have a 

few members for whom we need current addresses. Please check the list – if you recognize anyone – contact 

your Branch, Head Office, or send in the Change of Address Notice form on the back page. These members, 

or their next of kin, are not participating in the benefits due to them as UFSC members. 

BRANCH MEMBER LAST CITY OF RESIDENCE 

4 PAWCHUK Stefka & WIKTOWY Joyce Thunder Bay ON 

 TARNOWSKY Emil & Adam & Kristin Cobourg ON 

15 PIASETSKY Terry Jr & Sr Edmonton AB 

33 PHILLIPS Jean & Dwayne & Denise Courtice ON 

34 KOWCH Darrell & Scott & Anna Kelowna BC 

37 SMINDAK Helen & Joseph & Katherine Thunder Bay ON 

38 DUSHNEY Anne, Matthew, Natalie, or Tanya Oakville ON 

 KOTOVA Luba & Tanya Mississauga ON 

48 SAMAGALSKY William & Anna Sudbury ON 

53 NECIWKA Kalyna & SWIRLA Nicholas Toronto ON 

AA GONTA Sophie or LEHTO Emma Toronto ON 

 ZARITSKY Taras & Tim  

 PATRICK Glenn Hadashville MB 

 PAWLUST Amanda Regina SK 

For those of you who remember this segment from 

your 2002 Bulletins, here is your next helping!! 

Have you ever been looking for just the right thing to 

say at the right time? Try one of these next time: 

 
 
 
 
 
 
 
 

 
 
 
 
 
 

 
 
 
 


Ukrainian Proverbs         
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MONTH BRANCH DECEASED MEMBER LAST RESIDENCE IN 

May 2002 55 ZYLA Dmytro Winnipeg MB 

    
December 2002 38 ZAJACHKIWSKY Zenon Toronto ON 

    
January 2003 55 SHEREMETA Anastasia Winnipeg MB 

 4 CELKO Tekla Thunder Bay ON 

    
February 38 LYTWYN Harry Toronto ON 

 22 KUBRAK Ivan Hamilton ON 

 15 LAZAROWICH Tetiana Edmonton AB 

    
March AA ZAHODNIK Anna Thunder Bay ON 

    
April 55 ZURAWEL Anastasia Winnipeg MB 

 48 CHUDCZAK John Sudbury ON 

    

In Memoriam 
 

OUR SINCEREST CONDOLENCES  
TO THE FAMILIES AND FRIENDS  

OF THE MEMBERS WHO HAVE DIED 

Great Truths About Growing Old 

 Growing old is mandatory — growing up is optional. 

 Forget the health food, I need all the preservatives I can get! 

 When you fall down, you wonder what else you can do while you’re down there. 

 You’re getting old when you get the same sensation from a rocking chair that you once 

got from a roller coaster. 

 It’s frustrating when you know all the answers, but nobody bothers to ask you the 

questions. 

 Time may be a great healer, but it’s a lousy beautician. 

 Wisdom comes with age, but sometimes age comes by itself. 
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cost of the policy to you, you must 
recognize the excess as income, 
as if you had cashed in the policy. 

Once you have donated the policy 
to charity, if you continue to pay 
the premiums rather than having 
the charity pay them, each pay-
ment will be considered an addi-
tional charitable donation, entitling 
you to a tax credit. 

If you name a charity as the bene-
ficiary of your life insurance (or 
your RRSP or RRIF) in your will, 
your estate will be able to claim 
the amount as a charitable dona-
tion on your final tax return. 

MORE CHARITABLE GIFT IDEAS 

Depending on the type of property 
you own and your personal finan-
cial situation, you may wish to 
contact your financial advisor to 
discuss a number of other, more 
sophisticated ways of structuring 
your donations involving annuities 
and trusts that can further en-
hance your charitable donation 
benefits. 

If you own a corporation, you may 
want to consider having the corpo-
ration make a donation.  While 
individuals get tax credits, corpo-
rations can deduct their donations 
to arrive at their taxable income, 
within specified limits.  If your cor-
poration donates securities or oth-
er capital property, the corpora-
tion’s capital dividend account will 
be increased by the non-taxable 
portion (three-quarters) of the cap-
ital gain, and this amount can then 
be paid out to the corporation’s 
shareholders tax-free. 

(continued on page 13) 

But if you donate the securities 
directly, the charity will also get 
the full $2,000 value of the securi-
ties and the taxable portion of the 
$1,000 capital gain will be only 
25%, so your tax payable will be 
only $125 (25% of $1,000 x 50%).  
You will also get a tax credit of 
$1,000 for the donation (50% of 
$2,000).  The net tax savings re-
sulting from your donation will be 
$875 ($1,000 tax credit - $125 
capital gains tax). 

As you can see, you will come out 
ahead if you donate the securities 
directly.  In this example, you give 
up property of the same value and 
your tax savings are $125 more, a 
10% difference in the after-tax 
cost of the donation. 

DONATING SHARES ACQUIRED 
THROUGH EMPLOYEE STOCK      

OPTIONS 

If you’re an employee and you do-
nate public company shares ac-
quired under a stock option plan to 
a registered charity (other than a 
private foundation), an additional 
deduction is available that effec-
tively reduces the related income 
inclusion to one-quarter of the em-
ployee stock option benefit, the 
same inclusion rate that would ap-
ply to a capital gain realized on the 
donation of other shares. 

CHARITABLE BEQUESTS AND LEGACIES 

Generally, a charitable gift made 
through your will is treated as if 
the gift was made in the year of 
your death and is claimed for cred-
it on your final tax return.  The 
charitable donations limit 
(including bequests and legacies) 
in the year of death and the pre-

ceding year is 100% of the de-
ceased’s net income. 

Large bequests in your will (or 
large donations during your life-
time) may become unusable for 
tax purposes if they far exceed the 
allowable threshold.  You may 
want to consider other options to 
maximize the tax credits and the 
funds available to your beneficiar-
ies – both family members and 
charities – to best meet your es-
tate planning objectives. 

GIFTS OF LIFE INSURANCE 

A GOOD POLICY 

Another tax-effective way of con-
tributing to a charity is through the 
donation of a “whole life” insur-
ance policy – a policy that com-
bines pure insurance with an in-
vestment fund.  To make the do-
nation, you transfer the ownership 
of the policy to the charity and 
have the charity become the bene-
ficiary of the policy.  For tax pur-
poses, the value of your donation 
will be the policy’s cash surrender 
value, plus any accumulated divi-
dends and interest that are also 
assigned, minus any policy loan 
outstanding.  However, to the ex-
tent that the value exceeds the tax 

Make a “Whole Life” Insurance 
Policy your donation 

Tax Incentives for Charitable Donations 



ize the financial benefits 
of your gifts to the chari-
ty and the tax benefits to 
you or your corporation.  

They can also assist 
you in reviewing your 
will to help ensure that 
your charitable bequests 
will be made as you in-
tend and to minimize the 
tax burden on your es-
tate. 

Careful planning together with 
your financial advisor can ensure 
that you make the most of the tax 
incentives for charitable donations 
while ensuring that your philan-
thropic goals are met. 

Allan Thordarson, CA 
IMPACT Magazine, March 2001 

 

Note to readers: This information is of a 
general nature.  No one should act upon 
it without appropriate professional ad-
vice after a thorough examination of the 
facts of each person’s individual situa-
tion. 

PROCEED WITH CAUTION: 
INCOME LIMIT FOR CHARITABLE 

DONATION CLAIMS 

The maximum amount of dona-
tions you can claim in a year is 
75% of your net income.  To the 
extent that you have receipts for 
more than this amount, or if you 
choose not to claim a donation in 
the year you made it for other rea-
sons, you can save the receipts 
and claim the credit in any of the 
following five years. 

For purposes of the tax credit, the 
75% net income limit is effectively 
increased to 100% of net income 
for: 
 Donations of capital property 

resulting in taxable capital 
gains 

 Donations of depreciable prop-
erty that trigger recapture of 
capital cost allowance (i.e. tax 
depreciation) 

 Gifts of ecologically sensitive 
lands (including a servitude, 
easement or covenant) to mu-

nicipalities and 
certain charities 
(plus a reduced 
income inclusion 
for resulting capi-
tal gains) 

 Gifts of “certified 
cultural proper-
ty” (and capital 
gains on such 
property may not 
be taxable). 

WATCH OUT FOR 

ALTERNATIVE MINIMUM TAX 

If you have capital gains in a year 
from other dispositions, gifts in 
kind that trigger significant capital 
gains could result in a liability for 
alternative minimum tax (AMT).  
Before you make such a donation, 
be sure to crunch the numbers to 
ensure that AMT will not result. 

CONCLUSION 

Your financial advisor can help 
you to structure your charitable 
donations in ways that will maxim-

Plan together with your 
financial advisor 

Tax Incentives for Charitable Donations 
Making the Most of Your Gifts   (continued from page 12) 

Notice of Name Change 

For your information, Donna Verbrugge, UFSC Manager, has changed her surname to Donna Smigelsky. 

With another hectic summer sports season soon 
upon us, please keep this poem in mind! 
 

Dear parents, fans and coaches, 

Well, another hockey season is here 

So I’m writing to you for just one reason: 

Please don’t scream, curse or yell 

Remember, I’m not in the NHL 

I’m only 10 years old and I can’t be bought , traded or 
sold 

 

I’m not looking for hockey fame 

I just want to have fun and play the game 

Don’t make me feel as if I’ve committed a sin 

Just because my team didn’t win 

I don’t want to be that great, you see 

I’d rather play and just be me 

And so, in closing, here’s a tip 

Remember the name of the game is 

SPORTSMANSHIP! 

Sportsmanship 
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Balance Sheet  
December 31, 2002 

ASSETS 2002         2001 

Bonds 5,598,547 5,575,012 

Mortgage Loans 253,966 312,932 

Real Estate 123,652 123,114 

Policy Loans 692 1,784 

Certificates of Deposit 750,284 817,089 

Cash 72,986 107,576 

Accrued Interest and Other Assets 148,710 167,651 

 6,948,837 7,105,158 

   

   

LIABILITIES, BENEVOLENT FUND AND SURPLUS   

Policy Liabilities:   

                Actuarial Reserve 3,857,697 3,987,309 

                Dividends On Deposit 1,239,834 1,293,689 

                Provision for Claims 20,000 20,000 

                Prepaid Premiums 43,454 44,649 

 5,160,985 5,345,647 

Funds On Deposit 621,380 630,696 

Accounts Payable 42,100 50,114 

Convention Fund 31,000 20,000 

Other Liabilities 8,381 10,407 

Total Liabilities 5,863,846 6,056,864 

Benevolent Fund 201,958 194,909 

Surplus 883,033 853,385 

 6,948,837 7,105,158 
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Statement of Operations and Surplus 
Year Ended December 31, 2002 

INCOME          2002           2001 

Insurance Premiums 76,750 97,769 

Investment Income 449,553 488,149 

 526,303 585,918 

   

EXPENSES   

Death Claims 82,882 87,570 

Matured Endowments 220,487 95,794 

Cash Surrender Values   21,790 11,823 

Total Claims Incurred 325,159 195,187 

Increase (Decrease) in Actuarial Reserve (129,612) (35,115) 

Interest On Deposits 43,078 53,575 

Dividends to Members 50,935 61,112 

Total Benefits to Members 289,560 274,759 

Commissions 8,750 12,048 

Taxes, Licences, and Fees 4,771 3,820 

General Operating Expenses 193,574 169,686 

   

 496,655 460,313 

   

Income Before Income Taxes 29,648 125,605 

   

Settlement Costs with CCRA          — 64,000 

   

NET EARNINGS FOR THE YEAR 29,648 61,605 

   

SURPLUS, BEGINNING OF YEAR 853,385 791,780 

SURPLUS, END OF YEAR 883,033 853,385 
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Auditors’ Report 

To The Members of Ukrainian Fraternal Society of Canada: 
 

We have audited the balance sheet of the Ukrainian Fraternal Society of Canada as at December 31, 2002 

and the statements of operations and surplus and cash flows for the year then ended. These financial state-

ments are the responsibility of the Society’s management. Our responsibility is to express an opinion on these 

financial statements based on our audit. 
 

We conducted our audit in accordance with Canadian generally accepted auditing standards. Those stand-

ards require that we plan and perform an audit to obtain reasonable assurance whether the financial state-

ments are free of material misstatement. An audit includes examining, on a test basis, evidence supporting 

the amounts and disclosures in the financial statements. An audit also includes assessing the accounting 

principles used and significant estimates made by management, as well as evaluating the overall financial 

statement presentation. 
 

In our opinion, these financial statements present fairly, in all material aspects, the financial position of the 

Society as at December 31, 2002 and the results of its operations and cash flows for the year then ended, in 

accordance with Canadian generally accepted accounting principles including the requirements of the 

Superintendent of Financial Institutions of Canada. 
 

Deloitte & Touche LLP 
 

Deloitte & Touche LLP 
Chartered Accountants 

Winnipeg  MB  
February 4, 2003 

To the Certificate Holders of the Ukrainian Fraternal Society of Canada: 
 
I have valued the policy liabilities of the Ukrainian Fraternal Society of Canada, for its balance Sheet at De-

cember 31, 2002 and their change in the statement of operations for the year then ended in accordance with 

generally accepted actuarial practice, including selection of appropriate assumptions and methods. 
 
In my opinion, the amount of policy liabilities makes appropriate provision for all policyholder obligations and 

the financial statements fairly present the results of the valuation. 
 

Todd D Asman 
 

Fellow, Canadian Institute of Actuaries 
Asman Actuarial & Benefits Consulting 

Winnipeg  MB  
February 20, 2003 

Appointed Actuary’s Report 
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WHAT IF THE BENEFICIARY DOES NOT GO ON TO A 
POST-SECONDARY EDUCATION? 

If the original beneficiary does not go on to pursue 
post-secondary studies there may be several options 
available to you: 

 Share with other beneficiaries – With a family 
plan, the capital appreciation can be shared 
among the other beneficiaries named on the 
plan.  (Must be related by blood) 

 Designate another beneficiary – Some plans will 
let you designate an alternate beneficiary.  
However, if the plan has received grant money 
(CESG) changing beneficiaries could trigger re-
payment of all or part of the grant money. 

 Withdraw your contributions – You are permit-
ted to withdraw all of the money you contribut-
ed to the plan tax-free.  However a repayment 
of the grant money (CESG), equal to 20% of 
the withdrawal is required to be made to the 
government. 

 Withdraw your growth – With recent legislation 
changes, you may have access to the growth 
money subject to income taxes in the year it is 
withdrawn along with an additional 20% penal-
ty.  If you have allowable RRSP contribution 
room, you can transfer up to $50,000 from the 
RESP to your RRSP as a regular contribution.  

The amount 
t r a n s f e r r e d 
would not be 
subject to in-
come tax or 
the 20% pen-
alty.  Any 
grant money 
r e m a i n i n g 
would st i l l 
have to be 
repaid. 

 Donate your 
money to an 
educa t i o na l 
institution – You also have the option of direct-
ing the plan’s accumulated growth to a desig-
nated educational institution of your choice.  In 
this case you will still be able to withdraw your 
contributions, but you forfeit any remaining 
grant money. 

Rules and regulations can change and it is essential 
to note the above is just a brief overview of the key 
issues surrounding Registered Education Savings 
Plans.  Meet with your investment professional to 
discuss your own personal goals and objectives and 
determine which type of education savings plan is 
best suited for you and your family. 

Investing In a Child’s Education   (continued from page 7) 
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Things We Can Learn From Kids  

 It’s more fun to colour outside the lines. 

 If you’re gonna draw on the wall, do it behind the 
couch. 

 Ask “why” until you understand. 

 Save a place in line for your friends. 

 If you want a kitten, start out by asking for a horse. 

 Making your bed IS a waste of time. 

 If your dog doesn’t like somebody, you probably 
shouldn’t either. 

 Toads aren’t ugly—they’re just toads. 

 Just keep banging until someone opens the door. 

 Don’t pop someone else’s bubble. 

 You shouldn’t ask to 
start over just be-
cause you are losing 
the game. 

 Chasing the cat is 
more fun than catch-
ing it. 
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Donations  
HEAD OFFICE MB 

- Ukrainian National Home—90th Annual Dinner & Fundraiser 

- Veselka Ukrainian Orthodox Summer Camp—Printing of Annual Raffle Tickets 

- Ralph Brown Ukrainian Parent Council—Ukrainian Christmas Eve Supper 

- Immaculate Heart of Mary School—Annual School Tea Silent Auction 

- River East School Division English Ukrainian Bilingual Parents’ Committee—Family Fun Night Prizes 

- Ukrainian Women’s Association, Lesia Ukrainka Br.—Printing of Annual Spring Bazaar Raffle Tickets 

- Ukrainian Reading Association PROSVITA—Graduation Donation 

- Ukrainian Self Reliance League—Convention Program Ad 

- Zoloto Ukrainian Dance Festival—Festival Program Ad 

- O. Koshetz Choir—Annual Fundraising Dinner Donation 

- Manitoba Parents for Ukrainian Education—Ukrainian Language Immersion Camp 

- Manitoba Parents for Ukrainian Education—Graduate Recognition Dinner 

- Winnipeg Ukrainian Golf Classic—20th Anniversary 
 

EDMONTON  AB 

- St. John’s Ukrainian Sadochok—Program Funding 

TORONTO ON 

We are very pleased that the families have chosen  
to have these children become our New Youth Members. 

  We wish everyone Health and Happiness   

January 2003   CHEPESIUK John Joseph of Toronto ON 

February 2003   BUKURAK Adam William Alexander of Regina SK 

   PRIDDLE Hunter Todd Douglas of Battleford SK 
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Ornamental Endowment Cer tificates  

Ukrainian Fraternal Society of Canada is proud to in-

troduce a new feature available to its policyholders.  

Many of our popular 

endowment policies 

are purchased by 

Baba & Dido for 

their grandchildren.  

Often, the original 

policy certificate is 

kept with the fami-

ly’s important docu-

ments.  Therefore, 

there is no visible 
reminder of the ex-

istence of the policy.  

A memento for the 

child to have as a 

reminder of where 

the policy came 

from.  Consequently, 

we have developed an ornamental “Endowment Cer-

tificate”.  Simply ask your UFSC Representative to 

have one of these made.  You will receive a personal-

ized certificate that can be given to the child for fram-

ing as a reminder of 

the policy.  We in-

clude such information 

as what the endow-

ment money is intend-

ed for (such as “Future 

Education” or “Future 

Health and Happi-

ness”), and who pur-

chased the endowment 

so that the child will 
remember where this 

wonderful gift came 

from when it matures. 

It’s easy for you to take 

advantage of this ex-

citing opportunity to 

leave a special memento for your loved ones to make 

sure they know the hopes and dreams you have for 

them! 

The Wreckers 

I watched them tear a building down, 

A gang of men in a busy town. 

With a ho-heave-ho and a lusty yell, 

They swung a beam and the side wall fell. 
 

I asked the foreman, “Are these men skilled, 

And the men you’d hire if you had to build?” 

He gave a laugh and said, “No indeed! 

Just common labour is all I need. 

I can easily wreck in a day or two 

What builders have taken some years to do!” 
 

I thought to myself as I went my way, 

Which of these roles I tried to play? 

Am I a builder who works with care, 

Measuring life by the rule and square? 

Am I shaping my deeds to a well made plan, 

Patiently doing the best I can? 
 

Or am I a wrecker, who walks the town 

Content with the business of tearing down? 
 

Bro. Jim Bain from The Scotian 
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February 1, 1991 
February 1, 2011 
the proceeds will be paid to 
Policy Owner, Insured 
$1,000 
$300 
act 

Policy Owner 
July 1, 1967 
988-988-988 
123 Anystreet 

Policy Owner 
July 1, 1967 
988-988-988 
123 Anystreet 

Policy Beneficiary 
Aug. 24, 1991 
899-899-899 
456 Somestreet 

Anytown 
SK 
D4E 5F6 
Home: (555) 555-5432 

Anytown 
MB 
A1B 2C3 
Home: (555) 555-9876 

Anytown 
MB 
A1B 2C3 
Home: (555) 555-9876 

May 2003 
AA.A0988 
20 Year Endowment 
Feb. 1, 2004 
$1,234.56 

AA.A0988 

Policy Owner 
123 Anystreet 
Anytown, MB 
A1B 2C3 

1 

4 

3 

2 

5 

6 

10 

9 

8 

7 

11 



You will find that the back of your annual no-
tice contains explanations regarding some of the 
information on the front of your notice.  Please 
take the time to review this – it is not possible 
to know too much about your life insurance pol-
icy.  Knowing the particulars of your life insur-
ance policy, and understanding them, will help 
to avoid several questions and/or problems that 
may arise in the future – especially in already 
stressful times. 

For all members who own in-force life insurance 
policies, the annual policy notice has become 
the main method through which you receive in-
formation regarding your life insurance policy.  
However, it may become confusing as to what 
all the different numbers, sections and lines 
mean.  Therefore, let’s walk through the differ-
ent parts of the notice, so that you will be better 
able to understand the information contained 
therein.  Follow along with each number on the 
sample notice on page 20 as we explain each of 
the sections. 

Please note that this information is only for 

the notices that are printed on the long 
sheets of paper (8.5” x 14”).  They are sent 

to each member in the month before the pol-
icy’s anniversary date. 

1) At the top left of the form, there is a section 
with five blank lines entitled “S.I.N.”, “Address”, 
and “Phone Numbers”.  This area is there for 
you to inform our Head Office of any missing 
and/or incorrect information included in your 
notice.  This information is found in the middle 
of the page under the headings of “Owner”, 
“Insured”, and “Beneficiary” (this is covered as 
Section 9 below).  If some of this information is 
missing, or is inaccurate, fill out these blank 
lines, and return the top portion of the form to 
us. 

2) Just above the dotted line are two check box-
es for requesting different forms to effect chang-
es on your policy.  If you wish to change the de-
clared beneficiary on the policy, or transfer the 
ownership to another person, check off the ap-
propriate box to inform us of such. 

3) In the top right hand corner of the form there 
are several numbers, in fairly small type.  The 
only one that you need to be concerned with is 
the “Policy” number.  In this example, this 
number is ‘AA.A0988’.  This is the number by 
which your insurance policy is identified within 
the Fraternal.  The rest of the numbers are for 
office use only. 

4) Underneath this, you may find an area with 
the words “Premium Due”.  If there is a premi-

um due on the policy this section will appear; if 
no premium is due, this section will not appear 
on your notice.  The amount (45.09) is the pre-
mium amount that is owing on the policy, and 
the date beside it (Feb 2, 2004) is the due date 
of the payment.  If you are submitting a premi-
um payment, the two lines underneath this line 
allow you to specify how you are paying your 
premium.  If you are paying all or a portion of 
the premium with cash, cheque, or money or-
der, then this amount goes in the “Enclosed” 
line.  If you are using some of the money in the 
dividend account to pay all or a portion of your 
premium, this amount is to be listed on the 
“Withdraw from Dividends” line. 

5) The next area, as we move down the right 
hand side of the detachable portion of the form, 
is the line entitled “Withdraw from Dividends 
and remit to owner”.  This is used only if you 
wish to withdraw all or a portion of your divi-
dend account balance.  In order to withdraw an 
amount from the dividend account, you must 

specify the exact amount you wish to withdraw.  
If the dividend account balance is zero, this ar-
ea will not appear on your notice. 

6) The most important part of this top portion of 
the notice is the Signature line.  If you are re-
turning the form with a request for us to carry 
out a financial transaction on your account 
(such as withdrawing or transferring dividends), 

we require a signature to carry it out.  Without a 
signature, the Fraternal cannot carry out any 
financial transaction pertaining to your ac-
count. 

(continued on page 22) 

Understanding Your Annual Statement  
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7) The area immediately under the dotted line is 
a short summary of the recent transactions in 
your account.  The bottom number in the 
“Balance” column (242.25 in this example) is 
the number of the greatest importance to you.  
This is the amount you currently have available 
to withdraw from your account, or use to pay 
your premiums.  This money can also be left on 
account with the Fraternal to earn annual inter-
est, thereby increasing the benefit paid out 
when your policy terminates. 

8) The next section below this only shows up if 
there is a premium amount owing on the policy.  
It gives a brief explanation of the make-up of 
your policy premium.  The key numbers to note 
in this area are the “Total Premium Due” (45.09) 
and the “Next Payment Due By” date (Feb 2, 
2004).  Again, if there is no premium owing on 
the policy, this section will not show up on your 
notice. 

9) The main portion in the middle of the page is 
the personal information of the people assigned 
to your policy.  There are three areas on each 
notice called “Owner”, “Insured”, and 
“Beneficiary”.  It is crucial that all the infor-
mation included in this area is complete and ac-
curate.  If any of the information is blank, or 
listed as “Unknown”, please send a note to Head 
Office informing us of the correct information. 

10) The final set of information on the front of 
your annual notice is a brief recap of most of 
the basic information about your policy. 

 “As of” – To which month is the infor-
mation in this notice current; 

 “Policy” – Your UFSC policy number; 
 “Plan” – This is the type of life insurance 

policy you own; 
 “Premiums Paid To” – The date to which 

your policy is paid-up; 
 “Accumulated Premiums” – The total 

amount of premiums you have paid for 
your policy since you purchased it 

 “Entry Date” – The date on which your 
life insurance became effective; 

 “Maturity Date” – This will only show up 
if you own an endowment plan.  It lists 
the date on which the policy will mature, 
and to whom the proceeds are payable at 
that time; 

 “Face Value” – The value of your plan up-
on maturity or death of the insured; 

 “Bonus Value” – This amount is an accu-
mulated bonus based on bonus amounts 
that the Fraternal declared for its mem-
bers in the past, based on our financial 
performance.  Upon maturity of the plan 
or death of the insured, this amount is 
paid out with the face value to the appro-
priate party; 

 “Status” – A code denoting the current 
status of your life insurance policy with 
the Fraternal.  Consult the back of your 
notice for an explanation of the code on 
your notice. 

11) At the bottom of the notice you will find sev-
eral different methods of contacting the Frater-
nal Head Office.  Please feel free to make use of 
any of these methods, including our new E-Mail 
address! 

Understanding Your Annual Statement         (continued f rom page 21)  

When shopping I may see someone, 

Say “Hi” and have a chat, 

Then, when the person walks away 

I ask myself, “Who the hell was that?” 

Yes, my forgetter’s getting better 

While my rememberer is broke. 

And it’s driving me plumb crazy 

and that isn’t any joke! 

My forgetter’s getting better 

But my rememberer is broke 

To you that may seem funny, but to 

me, that is no joke 

For when I’m “here” I’m wondering 

If I really should be “there” 

And, when I try to think it through 

I haven’t got a prayer! 

Oft times I walk into a room, 

Say “What am I here for?” 

I wrack my brain, but all in vain 

A zero is my score. 

At times I put something away 

Where it is safe, but, Gee! 

The person it’s safest from 

Is generally me! 

My Forgetter 
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BR ADDRESS 
CITY / 

PROVINCE 
POSTAL  
CODE 

FINANCIAL    
SECRETARY 

PHONE 
NUMBER 

      

4 
2146 EAST BEGIN 

STREET 
THUNDER BAY ON P7E 5L6 JOSEPH  SKEHAR 807.622.6310 

5 114 MAIN ST RIDEOUT KENORA ON P9N 3E8 ORYSIA ROMANIUK 807.468.7318 

6 
2019 LORAINE        

AVENUE 
WINDSOR ON N8W 1P5 

WALTER                   
METULYNSKY 

(H) 519.255.1756 
(W) 519.253.2300 

EXT. 6790 

15 BOX 7 SITE 17 RR 8 EDMONTON AB T5L 4H8 JOANNE USSYK 780.973.5482 

20 & 
51 

1371 HOWARD        
AVENUE 

BURNABY BC 
(VANCOUVER BR) 

V5B 3S2 NANCY  WOROBETS 604.299.6764 

22 372 ENFIELD ROAD 
BURLINGTON ON 

(HAMILTON BR) 
L7T 4E8 BEN  KORNEY 905.634.6272 

33 66 QUEBEC STREET OSHAWA ON L1H 2K5 
BORIS                  

SKOBLIKOWSKYJ 
905.728.9093 

34 P.O. BOX 25 
OSAGE  SK 
(REGINA BR) 

S0G 3T0 
CAROLYN WARNYCA 

GRIFFIN 
306.722.3531 

35 BOX 417 CANORA SK S0A 0L0 TARAS KOROL 306.563.5211 

36 
109 GOVERNMENT 

ROAD E 
KIRKLAND LAKE 

ON 
P2N 1A9 

WALENTYNA     
SAMOJLENKO 

705.567.5739 

37 15 ANDREW STREET 
ST GEORGE ON 
(BRANTFORD BR) 

N0E 1N0 BORIS  PANCOE 519.448.1828 

38 & 
53 

37 WILMAR ROAD TORONTO ON M9B 3R8 FEDIR  STROHYJ 416.207.1979 

40 
733 – 4

TH
 STREET 

SOUTH 
LETHBRIDGE AB T2J 2A7 JENNY  SKINNER 403.381.7047 

48 
270 KINGSMOUNT 

BOULEVARD 
SUDBURY ON P3E 1K9 MICHAEL  STECIUK 705.675.2916 

52 
454 SUNNYSIDE      

AVENUE 
OTTAWA ON K1S 0S9 

NICHOLAS  ZABO-

LOTNY 
613.233.6642 

AA 
235 MCGREGOR 

STREET 
WINNIPEG MB 

R2W 
4W5 

HEAD  OFFICE 
(MANITOBA BRANCHES) 

204.586.4482 
1.800.988.8372 

BRANCH DIRECTORY 
of 

Ukrainian Fraternal Society of  Canada 
as of 

Summer 2003 



 CHANGE  OF  ADDRESS  






We try to keep our records as accurate and 
current as possible. If there are any errors on 
your mailing label, please complete the form 
below and mail it to: 

UK R A I N I A N  FR A T E R N A L  S O C I E T Y  O F  C A N A D A 235 MCGREGOR ST  WINNIPEG MB  R2W 4W5 

  

OLD address NEW address 

/ 

Name_____________________________________________ 

/ 

Name____________________________________________ 

/ 

Address___________________________________________ 

/ 

Address__________________________________________ 

 

__________________________________________________ 

 

__________________________________________________ 

 

/City________________________________________ 

 

/City_______________________________________ 

 

./ Prov______________________________________ 

 

. / Prov____________________________________ 

Postal Code___________________________ Postal Code__________________________ 

The Head Office will be Closed  
for the following Holidays 

  
 

 July 1, 2003 Canada Day 
 

 August 4  Civic Holiday 
 

 September 1 Labour Day 
 

 October 13  Thanksgiving Day 
 

 November 11 Remembrance Day 

 

OFFICIAL PUBLICATION -  
PUBLISHED TWICE YEARLY 

  
DIRECT COMMUNICATIONS TO HEAD OFFICE AT: 

 

235 MCGREGOR ST   WINNIPEG  MB   R2W 4W5  
TEL: 204.586.4482   TOLL FREE: 1.800.988.8372   
                                                                                      (UFSC) 

  FAX: 204.589.6411   E-MAIL: ufsc@canada.com 

It Pays to Insure with UFSC 
What UFSC is All About … 

 Family Values  Community Spirit 
 Cultural Roots 

/ Summer 

2003 
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