INSTILLING AN SR&ED
MINDSET

Written by:
Pierre Pinet, SR&ED Team Lead
he age old adage “you don’t get something for nothing” certainly
applies in the case of SR&ED tax credits. Whether you use a consultant
to assist you in preparing your claims or are comfortable in doing so
with resources internal to your organization, you must be prepared to adjust
your practices to be able to identify the eligible opportunities and then
capture the information necessary to ensure success.

T

There are three important tasks for which the potential SR&ED claimant must
take responsibility in order for them to be able to gain the maximum benefit
offered by the SR&ED program. They are as follows;
1.
Maintaining constant awareness of ongoing development activities in
order to identify potentially eligible projects
2.
Collecting and recording the high level information in order to
distinguish these projects from others and provide an identity to which
activities and resources can be associated.
3.
“Tracking” the projects throughout the year to ensure that any
supporting materials are easily located and can be made available should they
be required at the time a claim is filed.
Unfortunately, as is often the case with items relating to the filing of tax
returns, many organizations choose to procrastinate and leave the preparation
of SR&ED claims to after the conclusion of their fiscal year, meaning that the
exercise becomes one of forensic investigation rather than of simply collecting
information as related activities are taking place. Although the SR&ED program
does provide up to 18 months past the end of the fiscal year to file a claim, the
merits of preparing your claim as early as possible should be obvious. Where
investing no more than 30 minutes per week over the course of the year
will lead to more thorough documentation and lessen the overall burden on
affected employees, leaving it to the last minute will inevitably turn it into a
very demanding exercise involving searching for relevant data and supporting
documentation that may be many months or even years old.
The CRA has an obligation to the taxpayers who fund the SR&ED program,
and so it is critical to their mandate to ensure applicants have the necessary
documentation to support their claims. By instilling a mindset amongst
affected employees that identifying SR&ED eligible opportunities and collecting
the information and documentation on an ongoing basis, the amount of time
you will need to invest in total will be minimized and your ultimate probability
of success will improve accordingly. Some simple practices to help establishing
the appropriate mindset include;
•
Identifying and gathering all affected employees at the beginning of
the Fiscal Year to review the SR&ED program and reiterate its importance to
securing funding important to your company’s R&D efforts
•
Challenging key employees to work through the year to help
maximize the claim and make SR&ED success a key performance measure for
the business
•
Establishing convenient repositories for pertinent materials (e.g. a
clearly identified location (physical or digital) to store pertinent documentation
and an email address for “SR&ED” that everyone agrees to copy on
correspondence and meeting notices relating to potentially eligible projects)
•
Review new or ongoing projects every month to identify those which
could be SR&ED eligible and should therefore be tracked
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GROWING FORWARD WITH
OMAFRA
Written by:
Samantha Hingley, Client Manager

T

he agriculture industry is so important to our lives and
sometimes we don’t even realize it. Everything from the
fruit that we eat for breakfast to the chicken we cook for
dinner has been handled by a producer or processor here in
Ontario. These companies are integral to getting agricultural
products from the soil to our table. The need for locally produced
and processed food is an increasing consumer trend. It is
becoming more important to consumers to know the origin of
their food and to support the local economy. This trend has led to
new investment in government programs that support agriculture
companies.
The Ontario government has introduced a new program, called
Growing Forward 2, to support projects undertaken by agriculture
companies. This program is available to producers, processors,
and organizations in collaboration. The fund is divided into two
streams: capacity building and project implementation. The
Capacity Building stream focuses on pre-project planning and
related expenses, while the Project Implementation stream
focuses on capital and implementation costs.

Capacity Building
Stream

Cost Share

Maximum Funding
Amount

Producers

50%

$350,000

Processors

50%

$350,000

Organization/
Collaboration

75%

$3,000,000

Samantha Hingley
Client Manager
Samantha is a client manager at NorthBridge
Consultants. Samantha has over 5 years of customer
service experience, and strives to ensure her clients
receive the funding entitled to them.

Project Implemenation
Stream

Cost Share

Maximum Funding
Amount

Producers

35%

$350,000

Processors

35%

$350,000

Organization/
Collaboration

50%

$3,000,000

The GF2 program aims to meet objectives and support projects in
key business areas. The six project categories are:
1.
Environment and Climate Change
2.
Animal and Plant Health
3.
Assurance Systems
4.
Market Development
5.
Labour Productivity Enhancement
6.
Business and Leadership Development
The program will span five years and contribute $417 million to
our local agriculture companies to help with new projects and
development.
“I think our governments will remain virtuous for many centuries; as
long as they are chiefly agricultural.” -Thomas Jefferson

EMPLOYEE SPOTLIGHT:
TINA JESKE
Written by:
Melanie McConnell, Client Manager

T

ina Jeske has been working with NorthBridge
Consultants since November 2006. She graduated
in 2005 with a business diploma from the general
business program at Conestoga College. As our Office &
Financial Manager, Tina is involved in all aspects of the
company ranging from customer service to claim submission
and accounting. Throughout Tina’s time at the company
she has played an integral role, going above and beyond her
duties on a daily basis. She is the loving person that greets
people when they walk in our front door and the cheery
voice when you call the office. Her main responsibilities
include preparing financial submissions for all SR&ED claims
along with addressing questions from clients to ensure
proper filing of SR&ED related documents.
Tina has two friendly wiener dogs named Frankie and Ollie
who provide enjoyment and companionship to visitors
and employees. Recently, on Tina’s birthday, her loving
boyfriend, Ryan, of 7 years popped the question. We wish
them lots of love and support as they travel on their journey
together.
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EXPORT MARKET ACCESS:
TRADESHOW FUNDING
Written by:
Melanie McConnell, Client Manager

N

owadays it is more crucial than ever for companies
to remain competitive, especially in an everchanging global marketplace. Exporting becomes
necessary for small to medium enterprises (SME’s) to
reach new markets and to increase sales. Through
the Ontario Chamber of Commerce (OCC) Ontario
manufacturing companies can receive up to 50% of
eligible costs to a maximum of $30,000 for exhibiting at
trade shows outside of Canada.
The Export Market Access (EMA) program is geared
towards small to medium enterprises (SME’s) who have
between 5-500 employees, have been in business at least
two years, and have at least half a million in sales. Eligible
costs that are covered under this program include:
booth rental, roundtrip airfare for 2 company officials,
marketing activities related to the trade show, and other
direct trade show costs. If you are looking at exhibiting
at trade shows, please keep in mind that the application
time takes 2-3 months.
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Written by:
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Gerry is a Professional Engineer who has been involved in the
SR&ED program since 2003. He has also gained significant
business experience managing the operations of a retail
consumer products distributor and e-commerce direct-sales.

N

orthBridge engaged an Ontario manufacturer
of equipment who incurred significant annual
expenditures on trade shows across North America.
Other than SR&ED, the manufacturer was not aware of any
other government funding opportunities available. With
NorthBridge’s assistance, they were able to put together
a market entry plan to qualify them for a non-repayable
grant, which reimbursed the manufacturer for 50% of eligible
expenditures related to USA trade shows. NorthBridge
tabulated all eligible expenditures in a project budget,
including but not limited to exhibition costs, travel expenses,
freight costs, trade show advertising, and per diem expenses
for employees attending the trade show.
Throughout the process, NorthBridge assisted with technical
writing, report preparation, and project management to
offload as much effort off the preoccupied management
team. Thanks to NorthBridge’s comprehensive turn-key
services, the manufacturer was able to directly reinvest the
grant into their sales and marketing budget. Through this
funding, the manufacturer was able to increase their access
to global markets, and to accelerate their growth trajectory.
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