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While ‘Home’ is the engine of financial wealth for much of our population, a source of comfort and security to all, we have 
options for its acquisition.  In exploring these options, affordability and location are among the most important considerations.  
However, in so far as we have options, the choice of the source of financing can become an emotional as well as a financial 
consideration given the enormity of the undertaking.  Our products span the gamut of the stages of life.  First, we provide 
you with your very first home.  Then we help with the improvement of the property over time.  Then we finance the children’s 
education.  And finally, as you prepare for retirement, we contribute to major renovations and debt consolidation.  To stay in the 
game, our service more than our products, must match these needs.

Our recent mortgage promotion programme ‘We Make House Calls’ was designed to increase our customer reach – both 
physically and psychologically, visiting customers at their convenience and enhancing the timeliness of the process from start to 
finish in the interest of our competitive position. Though the promotion has ended, we will use the lessons learnt to enhance our 
everyday service and the customer experience.

Meeting our customers at home, at their business places and on Saturday mornings, 
will culminate in the introduction of Field Officers. These officers will connect with 
prospects throughout the country individually and in groups, to discuss with them 

their options for mortgage financing and re-introduce TTMF as 
the preferred mortgage option.  The Lifestyle Inventory tool 

was developed to assist them in analysing the needs of 
the customers relative to their life stage. This inventory 
will evaluate their financial responsibility for budgeting, 
saving, and investing. It will identify their current 
financial status and advise them on the steps required 
to manage their financial circumstances past today to 
the time when they can fulfil their dreams.  This tool 

also provides us with a mechanism to tailor a product to suit their needs so that they will be able 
to achieve their goals and our active relationship will continue beyond the initial mortgage 

transaction.

To ensure we cover all communication media to reach our customers, the use of social 
media marketing tools including: LinkedIn, Facebook, Twitter, YouTube, will allow us 
to extend the reach of our corporate messages and build and reinforce relationships 
with our potential and existing customers. Our new Information Technology platform, 
SIGNATURE©, will include a Customer Relationship Management system to work in 
conjunction with a Call Centre which will assist in managing our customer relations. 
The days of voicemail and waiting for a returned call will soon be over.

Our team is committed to providing exceptional customer service.  As an existing 
or prospective member of the TTMF family, you are entitled!  Let the games begin!
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Service wins the Game

“Being on par in 
terms of price and 
quality only gets 
you into the game. 
Service wins the 
game” Tony AlessAndrA.
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BY LISA WILLIAMS - MANAGER, FINANCE

Financial
Review
(2011-2012)

By definition, a customer is a person 
who receives or consumes goods and 
services and has the ability to choose 
among different products or suppliers.  
This implies that customers have the 
power of choice when doing business 
and today’s customers are sophisticated 
and expect more.  They are not averse to 
paying a higher price for better service.  
Customer service goes beyond the 
charming smile and pleasantries, beyond 
the décor and comfortable surroundings.  
It speaks to the right attitude and spirit 
of willingness which culminates into that 
genuine desire to serve.  These factors 
make it “legendary”. 

There is a common misconception that 
providing good customer service is the 
sole responsibility of frontline staff as 
it applies to external customers.   This 
however, could not be further from the 
truth.  Internally, we are all customers 
of each other, working together to 
provide our external customers with 
the level of service they expect and 
deserve.   Remember that old saying, 
‘charity begins at home’.   If we inculcate 
the right attitudes toward good service 
internally, it will spill over to our external 
customers.  Good service fosters loyalty 
in customers and a loyal customer is a 
priceless commodity to an organization.   
Loyal customers are satisfied customers 
and provide a level of marketing reach 

beyond anything we can hope to 
achieve using conventional advertising.   
It is therefore our collective responsibility 
to provide our customers with an 
experience that is “legendary”. 

Service excellence is what we should all 
strive for and dictates that at all times we 
are prepared to go the extra mile for our 
customers.  Here are some tips which 
can assist in attaining that desired level 
of excellence in customer service:-  

•  Stay in touch with our customers.  
Staying in touch helps to strengthen the 
relationship and gives the customers a 
measure of comfort when they are in 
the know. Initiate contact and do not 
wait to be called.

•  Be accessible.  Our customers expect 
us to be available when they need us, 
answering the phone keeps the lines 
of communication open.  When a 
customer leaves a message, respond.

•  Listen to our customers.  At times what 
they ask is not what they really want 
to know. By listening attentively we are 
able to discern their real concern.

•  Never make promises we are not 
guaranteed to deliver.  It is always better 
to under promise and over deliver than 
to promise and not deliver.  Customers 
never forget disappointment.

•  Treat our customers the way we 
would like to be treated.  Once this 
is practiced, we will get it right. 
 
Practice these and we will be on our 
way to taking our customers ‘from 
here to home’ with service that is 
“legendary”. 

Business Feature

“The goal as 
a company 
is to have 
customer 
service that 
is not just 
the best, but 

legendary”
sAm WAlTon.

Improving
Customer Service

Skills

On June 26, 2012, the office abounded with smiles and 
laughter as the bonus payment for the financial year ended 
december 31, 2011 was paid. The bonus represented rewards 
for performance in excess of planned targets.  Profit after tax 
for the period grew by 14% to $68M in comparison with the 
prior year. 

Contributing significantly to our improved performance year 
over year was what we term ‘the HdC effect’. We had been 
managing properties purchased from Trinidad and Tobago 
Housing development Corporation (HdC) as an administered 
mortgage portfolio, with the HdC bearing the associated risks 
and rewards for which we received a fee for administrative 
services since October 1, 2009. In January 2011, the original 
arrangement was reversed and applied with retroactive effect.

For the fiscal year ended december 31, 2011, we exceeded 
our budget of new loans issued by $9.2 million with a total 
of 804 new loans and a total value of $349 million. This is 
a commendable performance in the face of a competitive 
interest rate environment and the relative reduction in 
properties available to be mortgaged from HdC. $240 million 
in loans were granted under our expanded range of products 
including house and land acquisition, repair and renovations 
and home equity loans. 

Our targets for 2012 are more modest given the current 
economic climate and the projected real GdP growth rate for 
2012 of 1.7% as indicated by the then Minister of Finance in 
his 2012 budget presentation. We anticipate growth in our 
mortgage portfolio of approximately 7% which will allow us, 
with stringent cost control to exceed our projections for this 
year. 

More stringent market competition remains a challenge and in 
an effort to support the 2012 loan programme, the promotion 
“We Make House Calls” was officially launched and designed 
to increase our customer reach.  We visited customers at their 
convenience, we offered same day approval and no acceptance 
fees. Though the promotion has ended, we will continue the 
intent by extending ourselves in all aspects of our customer 
service initiatives 

The move to reduction in interest rates was addressed in the 
last budget statement and we are well on our way to aligning 
the legal, financial, regulatory and operational framework to 
effect this promise. This is only one part. The issue of customer 
service is everybody’s business and we must ‘wow’ our 
customers at every point of contact if we are to exceed our 
targets for 2012.

BY MYRTLE HARRIS, MANAGER, BRANCH OPERATIONS
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BY PHILIP GERRY JOSEPH, MANAGER – INFORMATION TECHNOLOGY

BY MARSHA RAE LEBEN, MANAGER - MARKETING & PUBLIC RELATIONS

Our new operating system Signature, offers flexible, cost 
effective and innovative service-oriented architecture (SOA)-
based solutions for account processing, customer sales and 
service, teller, business intelligence, payments and risk and 
compliance. 

Aperio for Signature lets us originate a loan application 
and take it through a predefined procedure, which manages 
risk factors and increases both consistency and efficiency. 
The business process ensures that all users are consistent in 
their work and data capture. It also automates the ‘account 
open’ process and provides consistency of services across 
the organization. Workflow is incorporated into the business 
process to ensure equitable distribution of work and tracking 
and provides real-time reporting on workflow tasks.

The document management solution - DocPlus provides the 
ability to create document templates and designates where 
the documents should reside (i.e print, image repository, email 
etc.). It ensures that the appropriate documents are generated 
based on the product type and that there is consistency of 
data across all related documents.

Webcollect for Signature provides improved reporting for 
collector management of delinquent accounts.

Teller for Signature replaces the original ABT (Alliant Branch 
Teller). With its easy-to-use Windows interface this powerful 
system enables tellers to focus on customer needs, while 
the administration features provide management control for 

complete security. By design, Teller provides tightly integrated 
audit trails for effortless adjustments and item research. Teller 
supports transaction recall to easily duplicate or review previous 
transactions. An enhanced electronic journal option provides 
multiple ways of locating specific transactions, transaction sets, 
and balancing errors, reducing research time. Using the power 
of its three-tier, client/ server architecture, Teller allows tellers 
to manage loan activities and general ledger transactions in 
real-time.

General Ledger (GL) Enhancements. The new detail 
extract allows us to locate transactions quickly, discover out 
of balance situations and trace a detailed transaction from 
the sub-ledger to the subsequent GL summary entry. Enhance 
security provides the ability to require secondary approval of 
GL transactions.

UI for Signature is a browser-based interface with easy to 
understand ‘point and click’ technology which allows users to 
access Signature screens with a user-friendly “web page” feel 
and adds significant value in terms of appearance, training, 
usability, security and product stability. 

Still to come is the introduction of the Call Centre feature of 
Signature which will assist in managing our customer relations 
and our sales initiatives. The Call Centre will record an 
engagement history that provides a single point of reference 
for tracking mortgagor interactions and provides an efficient 
forum for reaching and attracting new mortgagors.

Signature Features
and Benefits

Social technologies have broken the barriers of space and 
time, enabling us to interact 24/7 with more people than ever 
before. Today, we send text messages; leave voice messages; 
use BBM; send emails; talk on mobile phones, and, of course, 
interact through social media tools.  Even in the workplace, the 
use of electronic communication has overtaken face-to-face 
communication. 

But are we really communicating? Is the focus now on 
communication quantity versus quality? With all the powerful 
social technologies at our fingertips, we are more ‘in touch’ 
and potentially, more disconnected than ever before. 

Studies show that only 7% of communication is based on 
the written or verbal word, while 93% is based on nonverbal 
body language. Anyone can hide behind the text, the e-mail, 
the Facebook post or the tweet, projecting any image they 
want and creating an illusion of their choosing. They can be 
whoever they want to be and, without the ability to receive 
nonverbal cues, no one will be any wiser. We often do not 
take the time to consider how our written messages may 
be interpreted. Conflicts explode over the tone of an e-mail 
message, or that all-important cc: list. When someone writes 
a text in capital letters, does it mean that they’re yelling? With 
93% of our communication context stripped away, we are 
now attempting to forge relationships and make decisions 
based on frighteningly little information.

For a digital and social media tool to be a truly effective 
communication vehicle, we need to use it responsibly and 
appropriately. The fundamental characteristic of social media 
is the creation of community: a fellowship and relationship 
with others who share common attitudes, interests, and 
goals. Social media is a two-way conversation and engages 
everyone involved. It encourages contributions and reactions 
from anyone who is interested and solicits an interaction, 
positive and negative, by inviting participation and making 
it easy to contribute and for this we must address feedback 
promptly. We should take some extra time to check our own 
communications to ensure we are not unintentionally sending 
an inaccurate message. We also have to understand that people 
communicate differently especially when dealing with persons 
from different generations so make it your responsibility to 
keep the communication flowing – listen to what is being said 
or not said.  If at any time we believe that there is a conflict 
based on an e-mail sent or voice message left, then, pick up 
the phone or have a face-to-face conversation to clear things 
up. And most importantly make sure that your words and 
actions are consistent.

We must find a way to take advantage of all the benefits of 
our technology while ensuring that we aren’t losing touch with 
the most important relationships, personal and professional.

Communicating through

Digital and
Social Media
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We have all heard the phrase “fit like a glove”, which gives the impression that 
whatever the requirements, they worked out perfectly.  We know, however, that 
this is open to interpretation - if the glove is tight we say that it is a snug fit but 
it will work or if it is loose, we have “wiggle room” but it will work. 

Selecting the right person for the job is crucial to the success of any organisation 
and in this regard, the selection process must suit the needs of the organisation.

While there is no perfect candidate, there are some measures, when used 
appropriately, have proven to be reliable in identifying the most suitable addition 
to the team.

One such mechanism is the Job description (Jd). Before he/she begins the search, 
an employer must know what he wants in his employee and accordingly, must 
have developed a Jd which details, not only academic qualifications, but skills 
and aptitude required to perform effectively in the environment. Having the 
most academically qualified candidate without the technical and interpersonal 
skills can inevitably lead to a fragmented team.

Knowing what he wants in his employee, the employer reviews résumés and 
invites prospective candidates to an interview. But how much can be gleaned 
from an interview?  To the experienced interviewer, most of the requisite 
attributes can be discerned at the first interview. Sometimes, however, it requires 
a second and to a lesser extent, a third interview before the decision is finalised 
and a recommendation made of the preferred candidate.

 But does the “glove” fit? does that person have the “it” factor that we were 
searching for? Will he/she be a valuable contributor to the team? Whether the 
glove is snug or we have a little wiggle room, the material from which it is made 
will play a major role in its ability to adapt, to suit the environment, to hit the 
ground running.

 One safety mechanism for both the employer and the recruit is the probationary 
period. This is a “getting to know you” time for both. The employer has the 
opportunity to confirm that the recruit is as suited to the job as he purported 
and the recruit can determine whether this position is in keeping with his future 
goals and objectives.

Hopefully the glove fits and the journey is a happy and rewarding experience for 
the entire team!

HR Focus

BY CHERRIE CARACCIOLO,     MANAGER, HUMAN RESOURCES

Service wins the Game

Selecting
the Right Person

Service wins the Game
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Trinidad & Tobago Many Festivals
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TOBAGO WINS

$50,000 PRIZE

(L TO R): THE HONOURABLE GOdWIN AdAMS, 
SECRETARY, dIvISION OF SETTLEMENTS & LABOUR, 

TOBAGO HOUSE OF ASSEMBLY; AYANNA KERR – WINNER; 
INGRId L-A LASHLEY, MANAGING dIRECTOR / CEO

BY MARSHA RAE LEBEN, MANAGER - MARKETING & PUBLIC RELATIONS

Our mid-year campaign ‘We Make House Calls’ was designed to increase customer reach – both 
physically and psychologically by visiting customers at their convenience. Saturday openings were 
used to facilitate the customer, processing fees were shaved and the timeliness of the process was 
improved. To make the campaign even more appealing, customers who completed the loan process 
during the period were eligible to win $50,000 worth of groceries for one (1) year.

The winner was selected by a process of random draw, supervised by the audit firm, Ernst and 
Young.  Ayanna Kerr, a beneficiary of one of the Tobago House of Assembly’s (THA’s) single-family 
homes in Blenheim, Tobago, emerged the winner.  The grand prize was made possible Penny Savers 
Supermarket of Tobago.

Although the competition has ended, the applicants assessed within the promotion period will still 
receive all the benefits of the promotion. TTMF will utilise the lessons learnt from ‘We Make House 
Calls’ campaign to improve our overall service and to ensure that all customers enjoy an easy and 
rewarding experience.
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1. What is your favourite food?

  Anything with curry, pepper and East Indian 
oriented.

2. Three words that best describe you?

 Happy, Loud and Optimistic.

3. One weakness?

  Mango Chow with plenty pepper.

4. What is your idea of a good time?

  Going to Maracas Beach at any time (not 
forgetting Richards’ bake and shark with 
plenty pepper and salad), Carnival anywhere 
in the world.

5. What are your Hobbies/Interests?

  Reading, International Travel.

Get to know your manager

JOINEd THE TTMF FAMILY ON:
May 14th, 2012

PREvIOUS EMPLOYER: 
dHL Express

POSITION HELd:
Operations Supervisor

EdUCATIONAL BACKGROUNd:
B.Sc Management Studies, UWI St. Augustine 
Advanced diploma, Association of Business
Executives

ORIGINALLY HAILEd FROM: 
Ste. Madeleine via San Fernando

CURRENTLY HAILS FROM: 
Ste. Madeleine via San Fernando

20 
QUESTIONS WITH

NICOLE HOSPEDALES
6. Favourite movie?

  The Muppet Show (the Jamaican shrimp 
in a ballerina skirt hahaha).

7. Best TTMF experience?

  My first Managers Meeting with 
Ms. Lashley (WOWWWW) dynamic.

8.  Personal Motto?

  Heaven and Hell is right here on Earth.  
do good and it will follow you!

9. Best book you ever read?

  John Grisham, The Firm. 

10. Favourite Colour?

 Brown.

11. What’s your idea of success?

  OWNING everything I have before 
age 40 and not OWING a single bank, 
person or firm!!! GREAT FEELING.

12. Greatest Achievement?

  Achieving my own home and finished a 
mortgage payment at age 35.

13.  What advice would you give someone 
aspiring to be in your position/a similar 
position?

  Focus, remain positive and even in 
desperate times you will succeed. 
Persevere especially at a young age so 
when you get to age 40 you are bored 
as all things have been accomplished.

14. Who is your Role Model?

  My mother, Maureen Cox Hospedales, 
an exemplar of strength, courage and 

spirituality.  She has demonstrated to 
me and all those who come into contact 
with her that the POWER of PRAYER, 
FAITH and BELIEF is all you need and you 
will ACHIEvE.

15. Most embarrassing moment? 

  Calling my boyfriend another guy’s name 
(he is still with me though) hahaha lol.

16 Life changing experience?

  My father’s death.  He was alive and 
talking to me at 5 am one morning and 
was dead at 8 am the same morning! 
That tells me that you have to cherish 
and value people as they are precious!

17.  If you had to do something again, would 
you, and what would it be?

  I would like to get my father back and 
cherish the things that he did for me and 
show him that I did appreciate him.

18. Any elusive goals?

  To attend all the Carnivals around the 
world.

19. Greatest fear/phobia?

  Cockroaches, my breathing stops with 
immediate effect!!!!

20.  One thing you would like to do before 
you die?

 visit Alaska!!
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FAQs –
Display Screen Equipment
BY KAREN ANTOINE - SAFETY OFFICER

Hurricane Tips -
The 3P’s: Plan Prepare Protect
BY KAREN ANTOINE - SAFETY OFFICER

We love to say in our beautiful sea, sand and 
sun country that we are just too blest and 
perfectly located for a hurricane.  As much 
as we are grateful for not experiencing the 
grave effects of hurricanes in the past, we 
must remember to be hurricane ready.

The flowing flood waters and turbulent 
high winds of hurricanes can cause loss of 
utilities, possessions and life.  Examples of 
cars being swept away and people being 
left stranded without necessities as a result 
of hurricanes must motivate us to take the 
critical steps to ensure our readiness for this 
hurricane season.

Be ready by following the 3P’s:

Plan: Formulate an emergency plan for 
all members of the family and train them 
on the plan.  Check the Office of disaster 
Preparedness website (www.odpm.gov.tt) 
for further guidance on preparing a plan 
for your home. determine if your home is a 
safe place to stay during a hurricane.  If it is 
not, arrange to stay at a more appropriate 
location.  Know the shelters in your area.  
Keep a list of important numbers.  Pay 
attention to the news and weather forecasts.  
If you receive information of an impending 
hurricane, share this information with your 

line manager so that we may activate our 
emergency plans. 

Prepare: Gather your Supplies: A basic 
emergency supply kit could include the 
following recommended items:

•  Water, one gallon of water per person 
per day for at least three days, for 
drinking and sanitation

•  Food, at least a three-day supply of 
non-perishable food

•  Battery-powered radio 

•  Flashlight and extra batteries

•  First aid kit

•  Whistle to signal for help

•  Dust mask to help filter contaminated 
air and plastic sheeting and duct tape 
to shelter-in-place

•  Moist towelettes, garbage bags and 
plastic ties for personal sanitation

•  Wrench or pliers to turn off utilities

•  Manual can opener for food

•  Cell phone with chargers, inverter or 
solar charger

•  Critical medicine

•  Baby supplies (formula, pampers etc.)

Get spare batteries and a transistor radio 
and charge your cell phone.  If the hurricane 
is 1-2 days away, begin securing or picking 
up loose items in your yard and secure 
galvanize since these items can become 
dangerous projectiles.  Close windows, 
doors and hurricane shutters.  If you do not 
have hurricane shutters, close and board up 
all windows and doors with plywood. You 
should also fuel up your car.

Protect: Gather and protect all of your 
important documents and keepsakes and 
store them in a waterproof container or bag 
and have them ready to go in the event that 
you need to quickly vacate your home and 
leave the area quickly.

Take the time to protect your most precious 
assets including your life and the lives of 
your loved ones, to ensure safety and well-
being during the season.  Remember to Plan, 
Prepare and Protect.
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Movers & Shakers – January to July 2012

Service wins the Game 16

As a result of our move from ‘green screen’ to UI (Phoenix to Signature), I found 
it appropriate to focus on a key difference that we will all encounter as we move 
forward with our upgrade to the Signature system. Let’s focus on the shift from 
a ‘Command Line Interface’ to a ‘Graphical User Interface’. 

With a ‘Graphical User Interface’ (referred to as gooey or simply G-U-I), you 
interact using text, icons, and pictures in multiple windows. A Command Line 
Interface is more basic. There are no icons or pictures, and is often so simple 
that even a mouse will not work. The system relies on the keyboard, as we have 
experienced with our ‘green screen’.

So what do we have to look forward to with our new GUI application? Many 
positive differences!

The GUI represents a major advance over the command line interface of the 
console, which displays only text (i.e., no images) and is accessed solely by a 
keyboard. GUI has made computer systems much easier to learn and manipulate.

Greater accessibility – you have more capability at your cursor tip.

Less skill required – almost anyone can use a computer with a well-designed GUI.

Lower mental processing – By having everything laid out in front of you, you 
don’t have to remember mundane things (like the proper formatting and the 
list of text commands needed to copy a document). The GUI takes care of most 
of that, freeing up your intellectual processing power for the important stuff.

It is user friendly, and can speed up the work, in other words - greater productivity

All in all, while we bid adieu to our beloved ‘green screen’ let us welcome with 
open arms GUI, the new interface from which we can anticipate bigger and 
better things.

WE
WELCOME
THE GOOEY!

Bits & Bytes

BY CERISE QUAMINA-MURRAY - TECHNICAL SUPPORT ASSISTANT

Results Oriented
Afiya Marcial

Krystal Proudfoot

Leon Grey

Marsha Tuckett 

Maureena Jackson

Customer Focus
Bertram Solomon

Calleen Jones-Noel

Gail Thomas

Jennifer Joseph-Lovell

Kathleen Charles-Paul

Kerry Gibson 

Lisa Hernandez

Maureena Jackson

Wendy Cuthbert

Teamwork
Alicia Humphrey

Andre Jackie

Goshan Chong Ling

Jazel Moses

Leon Grey

Morrissa Ross

Nicole Chang

Nisha Wilson

Sharon Daniel-Munroe

Rayna Comissiong

Robin Pantaleon

Rodney Ettienne

Roma Ahye

Empowerment
Bertram Solomon

Sharon Daniel-Munroe

Giselle Arrindell-Lynch

Kathleen Charles-Paul

Wendy Cuthbert

We Welcome:
Kegan Cato – March 19, 2012

Stefan Garcia – March 19, 2012

Keeva Connell – May 1, 2012

Kerrie-Ann Ramlal – May 1, 2012

Nicole Hospedales – May 14, 2012 

Alicia Phillip-Pollard – July 2, 2012

Gillian Ash – July 2, 2012

Timothy Dookhan – April 1, 2012 
 
Lyndon Superville – May 1, 2012

We bid adieu to:
Lois Murrell – December 31, 2011

Narda Joshi – January 31, 2012

Keston Sheppard – February 10, 2012

Khary Beckles – February 29, 2012

Sharon Cools-Lartigue – March 13, 2012

Stacey Silman – March 31, 2012

Mala Sookoo-Tahir – March 31, 2012

Adilah Caracciolo – March 31, 2012

Nadia Pope – April 27, 2012

Kindlelan Mitchell – April 30, 2012 
 
Dwayne Hunte – July 24, 2012

STARS
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Welcome to 
BRAINGLE

Fill out the entry form attached with your answers and place it in 
the specially marked box located in the Reception Area, 2nd 
Floor East. Participants from the branches may forward 
their entries to Sharon daniel-Munroe – Marketing 
department, in a suitably marked envelope. The 
deadline for submission is October 19th at 4:15 
pm. Late entries will not be accepted. 

On your entry form, please include your contact 
information and indicate your preference for one of the 
following: Ruby Tuesday, TG I Fridays or Zanzi Bar. Only one 
entry per person is allowed. Neither photocopies nor e-mail 
will be accepted. The first correct entry chosen by random 
draw will be declared the winner and will be announced on 
October 22nd, 2012. 

The competition is open to TTMF employees only. Management 
and staff of the Marketing and Public Relations department are not 
eligible for entry.

Entry Form Name:

Contact info:

Ruby Tuesday

TGI Friday’s

Zanzi Bar

In the 
Photo - 

raingle Winner 
Kayode Redhead 

recieves his prize from 
Mala Sookoo-Tahir of our 

Internal Audit department

A vacation or holiday is usually for the purpose of recreation or 
tourism and is a time that should be devoted to pleasure, rest, or 
relaxation. But how often, do we really devote any portion of this 
time-off to relax, to rest or even indulge in pleasurable recreation 
with friends, family or loved ones?

There are options for any budget. Locally, consider outdoor 
activities such as hiking and camping. The websites www.
hikeseekers.com and www.trinioutdoors.com both offer a range 
of safe, adventurous and nature-filled outdoor activities that the 
entire family can enjoy. You may consider taking full advantage 
of any of these opportunities that can get the kids away from 
the television, and, if you’re able to sacrifice a few days of being 
incommunicado with the rest of the world, you may be able to 
put up a convincing argument that will have them agree to leave 
their portable gaming and digital gossip devices.  Yes, I mean 
mobile phones at home, for the duration of this short outing.

Alternatively for a mere TT$100.00 return ferry fare, exploring 
Tobago is well worth consideration.  From exhilarating hiking, 
adventurous snorkeling in Buccoo Reef to soaking-up sun while 
bathing in Nylon Pool, Tobago offers endless possibilities for fun 
and recreational family activities at a reasonable cost. If the plan 
is to spend more than a day, then consider staying in a rental that 
offers accommodation options with a kitchenette.  I firmly believe 
that planning is 90% of the work. Plan meals way in advance 

– this allows for grocery items to be purchased prior to sailing.  
After you’ve arrived and settled into your vacation abode, your 
first family outing to commence the memory making process can 
be the supermarket. Though the groceries in our sister-isle carry 
most of the products available locally, the idea of the entire family 
shopping together does make for a comical video journal or even 
photo album. 

If your vacation budget is not as tight then you may want to 
consider an all-inclusive hotel package that offers everything  
food, drinks, transportation and a room, as part of the package. 
Sometimes these deals can even include airfare. 

I know that a vacation with kids can be quite tiring, depending 
on their ages and the level of activity planned. On returning home 
you may be in dire need of some “me-time”.

With all this said, and from a more philosophical place I would 
like to stress on the importance of making or rather taking some 
time off from the drudgery of everyday life to invest some quality 
time building your family memory database.  Life is short and 
even shorter these days, as we rush to get the day-to-day chores 
completed.  Use every new day as an opportunity to make better 
the relationships we take for granted. Make a memory worth your 
time; it is too precious to waste. 
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Across
1. Oily or greasy (9)

5. Bet (5)

7. Young eel (5)

9. Land measure (4)

10. Sultry (6)

12. dairy product (6)

13. Hex (4)

15. Crowd scene actor (5)

16. Hidden drawback (5)

18. Accumulated (9)

Down
1. Cutting tool (3)

2. Remedy (4)

3. Wildcat (6)

4. Contradiction in terms (7)

6. Article of clothing (7)

8. Findings of a jury (7)

9. Of times long past (7)

11. Attack (6)

14. dull pain (4)

17. Concealed (3)
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