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Mission Statement

Land Management Services is committed to providing quality
comprehensive land management services to various
levels of Government Departments, Boards, Commissions,
Corporations, Agencies and Clients.

Message from the Chief Operating Officer
On behalf of the management and staff, I am pleased to report on the activities, challenges and
opportunities of Land Management Services (LMS).
2002/2003 represents the eighth year of operation for LMS as a Special Operating Agency (SOA).
LMS has identified succession planning and staffing as critical to the Agency’s performance, and is in
the process of implementing strategies to ensure a continuity of service and delivery through internal
re-organization, and the hiring and training of new staff prior to pending retirements. Within this
reporting year alone, LMS has lost 105 years of experience from just three retirements.
Highlights of the Year:
The Agency continues to be successful in the Assessment Review area within the City of Winnipeg,
achieving a reduction in assessment of $7,974,550 from 104 properties appealed. Total assessment
reductions achieved by the Agency to date are $193,000,000 with annualized savings of $9,650,000.
The Agency’s number one priority on behalf of Manitoba Transportation for 2002/2003 was the
acquisition of right-of-way for PTH #16 between Neepawa and Minnedosa, involving 59 properties and
103.30 acres of land.
LMS continues to be involved in acquiring right-of-way for the Department of Conservation, Water
Branch as well as providing site demolition-restoration-cleanup.
LMS is an active participant in the sustainable development initiative, increasing the use of ethanol
blended fuels from 38%-97%, based on the number of litres purchased; recycled ink cartridges, shredded
paper is recycled off site and all paper purchased is 30% post consumer.
As the Chief Operating Officer, I commend the staff for their energy, ideas and contribution in making
the Agency a success and creating an enviable work environment. While our new employees are the
Agency’s future, I acknowledge and thank those employees who have retired after many years of
service, some of whom exceed 30 years. Their experience is irreplaceable.
Respectfully,

Rae P. Csversko
Chief Operating Officer, B.A., AACI, P.App
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1
1.1

Agency Profile
Mandate

The Land Acquisition Branch was created in 1965 as part of the then Department of Public Works. The Land
Acquisition Act was passed into law in the same year to bring consistency and uniformity to the process of real
estate acquisition by Government. Part I of The Land Acquisition Act established the Land Acquisition Branch
and Part II established the Land Value Appraisal Commission.
The Land Acquisition Branch was made responsible for the appraisal and acquisition of real property for
Departments and Government Agencies, as well as the disposal of surplus buildings and land acquired on behalf
of Government by the Branch.
The head office was decentralized to Portage la Prairie in April 1993 with a regional office continuing to be located
in Dauphin, with appraisers located in Winnipeg, Dauphin and Portage la Prairie.
Under the Act, the Minister responsible for the Branch is in charge of all matters relating to the acquisition of land
or the expropriation of land by any authority. However, this does not include The Manitoba Agricultural Credit
Corporation, The Manitoba Development Corporation or any utility.

1.2

Agency Development

In the mid to late 1950’s, the Manitoba Government embarked on three of the largest land acquisition programs in
Provincial history. Those projects involved the purchase of land for the Greater Winnipeg Floodway, Bird’s Hill
Provincial Park and the Perimeter Highway around the City of Winnipeg.
The acquisition programs were undertaken by three separate provincial entities. The land for the Greater
Winnipeg Floodway was acquired by a “Floodway Property Committee”; the land for Bird’s Hill Provincial Park
was purchased by staff from the “Crown Lands” section of the then Department of Natural Resources; and the
Perimeter Highway was purchased by staff in the “Right of Way” section of the Highways Branch of the then
Department of Public Works.
As each acquisition program progressed, it was determined that there was little consistency in the compensation
paid for comparable land, by each entity. In fact, in some cases, the Floodway and Perimeter Highway projects
affected the same landowners. However, some of those owners received different compensation from each
group for comparable land.
In an effort to bring consistency and uniformity to the process of real estate acquisition by Government, The Land
Acquisition Act (the Act) was passed into law in 1965. That Legislation created The Land Acquisition Branch (the
Branch) and The Land Value Appraisal Commission (the LVAC). The Branch was made responsible for
negotiating all land purchases by the Provincial Government departments and agencies, with the exception of The
Manitoba Agricultural Credit Corporation, and Manitoba Development Fund and utilities.
The Act established specific duties and functions to be followed by the Branch when purchasing land for
Government purposes. The LVAC reviewed all purchases and arbitrated compensation disagreements, to ensure
all property owners received fair compensation.
It soon became evident that the new uniform procedures for purchasing land by Government developed a sense
of trust in the minds of affected landowners, and produced a willingness to negotiate the sale of their property
without the Government resorting to the more costly, and often criticized method of expropriating land for
Provincial projects.
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1 Agency Profile
Effective April 1, 1995, the Land Acquisition Branch, using the operating name of Land Management Services,
was designated as a Special Operating Agency under the Special Operating Agencies Financing Authority Act,
Cap.S185, C.C.S.M., and operates pursuant to a charter approved by the Lieutenant Governor in Council.
LMS continues to be part of Transportation and Government Services under the general direction of the Assistant
Deputy Minister, Supply and Services Division, and the policy direction of the Deputy Minister of Government
Services and Emergency Measures and the Minister of Transportation and Government Services. The operations
of the Agency continue to be subject to relevant legislation, regulations, and administrative policy, except where
specific exemptions have been provided for in its charter to meet business objectives. LMS is economically
dependent on the Province of Manitoba as it receives most of its revenues and all of its capital financing
requirements from the Province.
The daily operations of LMS are managed by the Chief Operating Officer, who reports directly to the Assistant
Deputy Minister of Supply and Services, a Division of Transportation and Government Services. The Chief
Operating Officer provides quarterly financial reports, operational status reports, annual business plans and
annual reports, to the Advisory Board for review and to the Minister for final approval.
The Advisory Board has commended the Agency for its past performance and achievements.
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1 Agency Profile
1.3

Our Mission

To provide comprehensive land management services to various levels of governments, departments, boards,
commissions, corporations, agencies and clients.

1.4

Our Goal

To be the principal supplier of a centralized, all-inclusive real estate service to the public sector using an optimal
blend of internal and external resources.

1.5

Our Objectives

Long-Term Agency Objectives
▶

To be a proactive participant in identifying properties surplus to government requirements.

▶

To market for sale, all properties identified as surplus to government requirements, and to assist clients by
leasing those properties not immediately required for program activities.

▶

To review the appropriateness of assessments levied against government properties and recommend those
clients file appeals as required.

▶

To provide efficient and effective real estate services that offer better value for money than clients could
otherwise achieve.

▶

To achieve financial and other performance targets as the Minister may from time to time decide, through
consultation with the Deputy Minister and the Assistant Deputy Minister.

▶

To run Agency operations, as far as practical, according to best business practices.

▶

To maintain and renew equipment and other assets, in light of operational needs, using appropriate methods
of investment.

▶

To follow best public and private sector employment practices and to improve staff involvement to the
greatest degree practicable, in all aspects of operations.

▶

To continually assess the Agency's policies and procedures in relation to overall efficiency and effectiveness.

Short Term Objectives
▶

To successfully implement succession planning to ensure continuity of service.

▶

To implement LMS’s marketing strategy that enhances customer base and reliance.

▶

To ensure that an accessible, safe and secure environment is maintained for all record storage.

▶

To stabilize and expand LMS’s information technology to enhance services and diverse marketing tools.
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1 Agency Profile
1.6

Operational Review

As forecasted the fiscal year of 2002/2003 continues to be a transitional period for Land Management Services.
The Agency had recognized, defined and is in the process of implementing strategies to ensure continuity of
service and delivery in the same high degree of expertise and service its clients expect and rely on. This is being
accomplished by internal re-organization, and the hiring and training of replacement staff prior to retirement of
current staff. This process will continue into the 2003/2004 fiscal year.
The Agency has continued to deliver on its normal service commitments to fulfill programs as directed by its
clients. As well, LMS has been involved with specialized programs with the Manitoba Lotteries Corporation, as
well as completing real estate appraisals, including both market value and insured value for Property
Management with Manitoba Public Insurance, and continued negotiations on Aboriginal land transactions.

1.7

Systems: Information and Technology Plan

The Agency concentrated efforts to improve the technology as recognized in its long-term plan. In 2002/2003
LMS focused on improving the technical and administrative issues that house the Agency’s information. Steps
were implemented to increase computing capacity and splitting functions so the integrity of the system would be
maintained. This was necessary because of the large amount of information handled and increased computing
capacity requirements just to maintain regular software upgrades, and to maintain the stability of the system. LMS
will continue to implement its long-term plan in the next fiscal year to achieve its goals.
Data conversion of 48,000 legal pockets for the protection of vital information continues, with completion at
approximately fifty-four (54%) percent. The process is to move this data onto compact disc for permanent back up
storage of the paper documents and to then transfer this information to a storage medium where the database of
the historical transactions can be accessed by the Agency employees for future reference. The number of
average pages per pocket for the year has remained stable at 24 pages, the original estimate on commencement
of the project was five pages per pocket. Transfer of this information to the storage medium was planned to take
place this year, however is has been delayed and is expected to begin next fiscal year.

1.8

Human Resources

LMS identified succession issues early on and continues implementing its plan of action. The Agency is replacing
staff prior to retiring personnel leaving so the training and transfer of knowledge may take place in an orderly
fashion. Re-organization of the work structure to reflect workflow more accurately, reduce redundancy and
improve efficiencies are all items being addressed. This process also takes into account the change in client
requirements, employee replacement expertise, and cross training for a more flexible workforce.
LMS continues to nurture employee involvement, fostering an environment of employee empowerment. This is
being accomplished by employee development through education, implementing ideas and procedures brought
forward from staff via regular meetings and encouraging discussions with individuals whose suggestions may
resolve problems, issues, or increase efficiencies. New staff in all areas of the Agency have brought a new
perspective creating a fresh and vibrant atmosphere.
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1 Agency Profile
1.9

Marketing

The Agency has purposely delayed implementation of the defined marketing strategy of employing a marketing
professional to identify new clients, communicate the services offered and survey existing clientele for Agency
performance. This decision was based on the premise the Agency did not currently have the ability to train new
staff properly, complete current workload, complete expected regular client demands, and expand simultaneously.
Therefore the Agency, rather than risk not meeting regular client requirements or new client demands, made the
choice of delaying implementation of the identified business plan strategy. Once the resources have been reestablished the Agency will initiate action in this area. At present, the Chief Operating Officer is the Agency’s
primary marketing resource.
LMS recognizes the importance of this issue, as an analysis of our sales (Chart 1) over the last six years
substantiates what has been stipulated in our business plan. Our market has been impacted due to reductions in
departmental budgets and programs that directly affect the Agencies revenue earning capabilities.
Chart 1
Re v e nue
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An analysis of our client base (Chart 2) over the last five years also substantiates the above. Transportation
remains the largest client with Conservation increasing in the past two years due to the flood programs. With
decreasing revenues brought about by fiscal restraints resulting in diminished programs in the areas LMS
provides its services, the Agency needs to diversify its client base to generate additional revenue from other
departments.
Chart 2
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2.1

Operational Status
Appraisal and Acquisition Activities

The focus of service within this area is the appraisal and valuation of land, negotiation of real property
acquisitions, and review of property assessments levied.
The goals of this business area are:
1) To provide all appraisal/negotiations relative to the acquisition of land by an authority/client.
Ø LMS has been able to deliver on all requests for the appraisal/negotiations of land by the
authority/client.
2) To provide land appraisals and related consulting services upon the request of an authority/client.
Ø This goal is being achieved; delivery of services is being maintained through the implementation of its
succession plan in a structured manner. The Agency will continue to meet this target by finding
qualified staff to replace retiring staff as planned.
There has been an interesting trend developing in this business area that encompasses two distinct types of client
requests. Upon review of the operational statistics in Chart 3 a dramatic decrease can be noted in the last two
years in the number of requests and projects and a decrease this year in the number of appraisals completed and
agreements taken. However, the number of acres and the cost to acquire this property has risen dramatically.
This is a result of reduced programs but increased complexity resulting in extended timelines to complete current
program projects.
The Agency has also expanded its services in the appraisal of commercial/industrial properties. The nature and
scope of these appraisals dictate increased timelines for completion in relation to normal rural right-of-way
acquisitions. The trend in general, however, has been for increasingly complex acquisition projects, highly
technical appraisals that will withstand the scrutiny of the courts and a more informed public. All these factors
have increased costs and extended timelines.
Of the 140 appraisals completed, 10 are related to commercial properties, with another 15 commercial appraisals
in progress. Of the 102 Agreements taken this fiscal year 84 were for Transportation and 15 were for
Conservation. The majority of the Transportation agreements dealt with PTH 16 (the largest with 36 agreements),
and the remainder distributed between four smaller projects. Conservation agreements dealt mainly with the
Grande Pointe, Ste Agathe, and Aubigny dyke improvements.
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Chart 3
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The Agency continues to be successful in the Assessment review area, 104 properties received a reduction in
assessments totaling $7,974,550. Total assessment reductions achieved by the Agency to date accumulates to
$193,000,000, which converts to an estimated annualized savings of $9,650,000. The Agency remains confident
more savings could be generated for the Provincial Government given the opportunity to represent client
departments.
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2.2

Processing Activities

The focus of service in this area is the completion of all paralegal work necessary to convey ownership and/or
registrar interests in land and ensures compliance with statutory requirements on behalf of clients. This includes
the production of all legal documentation required to ensure policies, procedures, and statutory requirements are
met when acquiring real property through agreement or expropriation. This business area also directs all
payments from the client department to the beneficiary.
The goals of this business area are:
1) To have LMS Project Reporting Database available to all our clients over the web.
Ø This goal was postponed due to the requirements necessary to maintain the integrity of current
infrastructure in the Agency’s information environment.
2) To process current files within 60 days of Land Value Appraisal Commission certification.
Ø This goal is being achieved, but the reporting system to be developed to quantify this has been
delayed to the next fiscal year.
3) To successfully implement succession re-organization.
Ø This business area continues implementing transitional procedures, with the training of new
employees and new duties assigned associated with succession/reorganization. This business area
is now closely associated with Sales and Leasing, and both areas now report to a single manager
under the designation of Property Administration. This move will increase efficiencies by allowing staff
to conclude a file rather than transfer to another business area for completion.
Completing the clean up of a large backlog of files dealing with historical transactions is ongoing. The amount of
files processed is directly related to the funding allocated to LMS by the client departments affected.
The result of fewer staff than normally employed, greater training time due to new staff, and a different mix of
hours charged verses standard service charges by the department resulted in decreased revenues in this area
also. Both revenues (Chart 1) and processing activities (Chart 4) have declined; The Agency anticipates a
stabilization of client requests for services and forecasts an increase in future years.
Chart 4
Processing Statistics
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A recap of the year’s performance indicates that the section finalized 1,330 files consisting of 189 current files and
1,141 backlog files. There were 375 survey plans registered, 42 survey plans certified for registration, 15 owners
have been expropriated on four projects and 1,589 hours of work have been performed on behalf of clients. An
additional 212 files requiring miscellaneous processing functions at the request of client departments or affected
owners were completed.
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2.3

Sales and Leasing Activities

The business area’s function is to perform all activities relating to the disposition of surplus properties by way of
sale or lease as well as site restoration/demolition work to provide a clean site. This is undertaken in accordance
with policies and procedures approved by Treasury Board.
The goals of this business area are:
1) To provide an effective, efficient and timely resource for clients, with regard to the disposition of their
properties.
Ø This business area has been able to consistently meet all procedural timelines for the disposition of
properties.
Ø Along with these duties they have been able to complete all leases with the St. Mary’s Road project in
a timely manner.
Ø The current expropriation expertise is located within the Sales & Leasing area, and the training and
transfer of knowledge to the Processing staff in conjunction with succession planning has been
integral prior to a pending retirement. This area has been able to meet and exceed all deadline
requirements to complete expropriation timelines as set out under the expropriating act.
2) To identify and review 100 properties that may be considered surplus to clients requirements.
Ø This has not been achieved to date, steps have been taken in identifying a plan of action and the
procedures required to accomplish this.
Activity in terms of the number of properties sold and revenues generated slightly increased from the previous
year but is well under average for the last eight years (Chart 5 & 6). There are a few properties of high value
where much time and effort has been expended, however, the transactions have not been completed to date.
The Agency has carried a reserve fund of $200,000 allocated from its retained earnings specifically to cover any
disposition costs (fees and disbursements) which will exceed the value generated by the sales (selling price) of
surplus crown land offered for sale. This reserve was utilized for the first time. The Agency expects to recover
and replenish this reserve once the transactions are complete.
The service of site demolition–restoration-clean up continued, completing four demolition projects including the
restoration of 28 building sites. Continued inquiries and utilization of these services verifies the Agency’s previous
analysis that a market exists for these services and efforts to capitalize on this market will continue.
Chart 5
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Chart 6
Proceeds from Properties
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3
3.1

Future Outlook & Trends
Business Trends

Market Overview:
The general overview is that the majority of LMS clients are under fiscal restraints,
thereby reducing the number of new initiatives undertaken. As LMS’s revenue is dependent on new department
programs provided by the implementation of Government initiatives, it is forecasting lower client demands for
services.
Appraisal and Acquisition:
The general business trend over the past six years has been in the direction of
providing increased professional appraisal/consulting services to clients that are not right-of-way based. This has
coincidentally offset the declining requests for appraisal and acquisition of right-of-way by Manitoba
Transportation.
The primary users of detailed appraisal reports are Manitoba Transportation, Family Services and Housing,
Manitoba Public Insurance Corporation and Manitoba Conservation. Secondary users would include Local
Government Districts, Manitoba Habitat Heritage Corporation, Manitoba Government Services, Conservation
Districts and other singular interest groups.
In addition, LMS is working with the Department of Conservation Parks and Natural Areas in providing appraisals
of remote camps on leased Crown Land and with the Crown Lands Branch regarding the appraisal of northern
cottage lot sites.
As a result of 9-11, and the importance of Risk Management, LMS is ideally positioned to provide professional
appraisal consulting services to various Government departments. Many providers of insurance appraisals are
located out of province, and offer a generic product which may tend to overstate building replacement costs
resulting in inflated insurance costs. The Agency has the human and technical resources to provide a superior
product, on a cost competitive basis. The Agency has been retained by Manitoba Public Insurance Corporation to
provide insurance appraisals of its entire claim centres property portfolio.
An important ancillary benefit of such projects would be the completion/enhancement of the provincial property
database. These enhanced databases would facilitate other asset management activities, such as Financial
Management, Sales and Leasing and Assessment Audit/Review. It is considered prudent to continue this avenue
of business as it is a logical component of the Asset Management Proposal.
It is important to note that the historic Red River Flood of 1997 provided LMS with a unique opportunity to provide
specialized appraisal/acquisition services under unusual and difficult conditions, while maintaining integrity,
confidentiality and uniformity in the process. LMS believes it is well positioned to provide a comparable service
for the proposed expansion of the Red River Floodway.
Property Administration:
As a result of socio-economic initiatives in Government, property acquisitions are
not anticipated to increase in the short term. To better position the Agency and provide continued quality
services, the Processing and Sales & Leasing business areas are linked under this business unit.
Processing:
Each unit member will be cross trained to provide service delivered in each component to
include both paralegal functions when a property is acquired by mutual agreement or expropriation, and
disposal services when improvements on that property or surplus property are to be disposed with.
Sales and Leasing:
services.

Continue to investigate opportunities and offer improved property management
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3 Future Outlook & Trends
3.2

Impact Overview

LMS is the only Agency in Government that can provide an all inclusive real estate service. Other
departments/corporations in Government provide partial services of a similar nature for their internal use. LMS,
through the creation of a new marketing position, will take a proactive approach in identifying to those agencies,
departments and corporations, that benefits would accrue by utilising LMS services. Expected benefits are the
reduction of duplication of services, anticipated cost savings to Government by creating greater efficiencies, and
uniformity in the delivery of real estate services.
LMS has been addressing quality service issues and has set a goal to be the “supplier of choice”. LMS has had a
large degree of success in regaining business from client departments.
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Financial Highlights – 2002/03
(000’s)

(000’s)

Mar. 31/03

Mar. 31/02

FINANCIAL HIGHLIGHTS
Income Statement
Income Before Expenses
Expenses
Net Earnings (Loss)

1,976
2,297
(321)

2,219
2,067
152

Working Capital
Total Assets
Total Liabilities

(69)
1,371
1,067

472
1,961
1,087

Balance Sheet
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Performance Highlights – 2002/03

PERFORMANCE HIGHLIGHTS
Mar. 31/03

Mar. 31/02

102
140

208
356

Appraisal

Agreements Certified
Appraisals Completed

Processing

Files Finalized
Current Processing

1,141
189

1,323
357

Proceeds – Sale of Surplus
1,2
Property
Expropriations

$437
15

$377
16

Sales & Leasing

(1)

Purchase price (before adjustments for taxes and LMS fees) with net proceeds returned to Consolidated Fund, includes
rent for properties leased. Revenue generated is dependent on availability and marketability of properties determined to
be surplus by LMS’s clientele.

(2)

Assessed/appraised property values not collected for property(s) transferred between Government Departments and
other levels of Governments. This amount is in addition to Sale of property proceeds (1). Properties transferred between
Government Departments are normally transferred with the receiving Department paying LMS’s disposal fees and not the
assessed/appraised value of the property.
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Management Discussion & Analysis

ACTUAL TO BUDGET FINANCIAL ANALYSIS
Revenues:
LMS offers professional real estate services on a fee-for-service basis, providing an economical rate structure as
compared to the private sector, additionally supplying support activities to its clients that are unavailable from
existing private sector services. As described in the operational status, LMS is segmented into four client service
sections, the Appraisal section, the Processing (Paralegal) section, the Sales & Leasing section, and Special
Projects (Administration) section, which handles special requests or projects whose service requirements are not
in the norm of the services provided by the other sections.
The 2002/2003 fiscal year generated slightly lower than forecasted gross revenues of $1,977 for the fiscal year,
resulting in a reduced revenue to budget shortfall of $(106) and $(242) from the previous year. Revenues were
expected to be lower this fiscal year with reduced staff and loss of billable time through experienced staff taking
time to educate and train new staff members and the inability to charge full hours by new employees when they
are training.

Source of Revenues (000’s)
2001/02

17%

30
%

$553
Processing

1% 0%

$33
Special
Projects

1%

$(2)
Special
Projects

15
%

0

2002/03

$656
Processing

28%
$1,198
Appraisal

$330
Sales/Leasing

$323
Sales/Leasing

$16
Other Income

54
%

54%

$1,079
Appraisal

$10
Other Income
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Expenses:
•

Salaries and Benefits: The results were on target with actual being $13 over forecast on a total actual of
$1,485. This was $133 over previous year a direct result of succession planning.

•

Administrative Expenses: Total expenses accumulated to $813, a minimal reduction to budget of $(33) and
$97 over the previous year’s expenses. With reduced revenues, expenses were monitored and successful
implementation of cost saving measures were instituted.

A major portion ($129) of the administrative expenses totaling $682 can be attributed to the Agency’s efforts
directed to the sale of properties over the past few years. Without the assurance these costs will be recouped in
the near future, a decision was made to recognize them in the current year. Land Management Services
forecasted a net loss of $(229) for the fiscal year due to the implementation of succession plans. The actual net
loss was $(321) or $92 over forecast. This additional net loss is attributed to the initiatives undertaken now by
Government, with the expectation of future returns. The Agency still faces many challenges but is confident that it
will meet the goals, objectives and budgets for the coming year and will complete the succession plans as
presented in the 2003/2004 Business Plan.

Recovery Distribution
$151,988

100%
80%

$813,122

$846,090

$715,723

$1,484,788

$1,465,390

$1,351,461

$(321,226)

$(228,856)

60%
40%
20%
0%
-20%

Actual

Salaries and Benefits

Budget
Expenses

Prev Year
Net Earnings (Loss)
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Advisory Board

Supporting the Initiative: The Advisory Board’s role in support of the Agency is to offer advice and direction on
short and long-term strategic planning, management and reporting, as well as issues of concern to our customers
and to the private and public sectors. The Board meets quarterly to review the Agency’s Financial Reports, and
annually to review the Business Plan, Annual Report, and any planned changes to the Agency Charter.

CHAIR

Gerry Berezuk
Deputy Minister
Government Services & Emergency Measures

MEMBERS
Private Sector
Representatives

Norm Fiske
Retired Partner
Sill & Company

Raymond West
Retired Chairman of the Board
A.E. McKenzie Co. Ltd.

Client
Representatives

John Hosang
Assistant Deputy Minister
Manitoba Transportation &
Government Services

Al Macatavish
Retired Vice President
Manitoba Hydro

Ex Officio

Tracey Danowski
A/Assistant Deputy Minister
Government Services

Rae P. Csversko
Chief Operating Officer
Land Management Services

Staff Representative

Fazil Bacchus
Property Administrator
Land Management Services
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Land Management Services Locations & Contacts

Portage la Prairie

308 – 25 Tupper Street North
Portage la Prairie MB R1N 3K1

Dauphin

27 – 2 Avenue SW
Dauphin MB R7N 3E5

nd

Phone:
Fax:
Email:

(204) 239-3510
(204) 239-3560
lmsinfo@gov.mb.ca

Phone:
Fax:
Email:

(204) 622-2045
(204) 638-6428
efroese@gov.mb.ca

Agency Contacts:
TELEPHONE

E-MAIL

Rae P. Csversko
Chief Operating Officer

(204) 239-3561

rcsversko@gov.mb.ca

Normand LeNeal
Finance Officer

(204) 239-3522

nleneal@gov.mb.ca

Jerry McLeod
A/Manager, Appraisal & Acquisition

(204) 239-3520

jmcleod@gov.mb.ca

Rod Kent
Manager of Property Administration

(204) 239-3526

rkent@gov.mb.ca

Garry Dyck
Co-ordinator Special Projects

(204) 239-3543

gadyck@gov.mb.ca
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Organization Chart

Deputy Minister of
Government Services
Advisory
Board

Assistant Deputy Minister
Supply & Services

Chief Operating Officer
Land Management Services

Manager
Appraisals & Acquistions

Financial Officer

Appraisals

Finance & Administration

Negotiations

Information Systems

Co-ordinator Special Projects

Manager of Property Administration

Paralegal Services

Sale of Surplus Properties

Assessment Appeals

Leasing of Surplus Properties

Acquisiton of Land

Expropriations
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Financial Statements
Appendix A Magnus & Buffie

LAND MANAGEMENT SERVICES
FINANCIAL STATEMENTS
MARCH 31, 2003
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Financial Statements
Appendix B Surplus Properties

LAND MANAGEMENT SERVICES
FINANCIAL STATEMENTS
MARCH 31, 2003
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