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you can always count on.
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Like the experience and know-how of ’\

A company that's been amund a long time,

And a reputation for fask, Fair, compassionate
claims service, We've gof the resources you necd
and the service you deserve.

We'll be there for you.

% Wawanesa WWWw.wawanesa.com


http://www.wawanesa.com

Insurance
Brokers
Association of
. . Manitoba

2007/2008 Board of Directors

Executive Committee
President
Larry Watson

Chair / Past President
Irwin Kumka

President-Elect
Scott Feasey.

Vice-President
Wade Garriock

Chief Executive Officer
David Schioler

Board of Directors
Scott Andrew
Vince Chorney
Pamela Gilroy-Rajotte
Keith Jordan
Nick Leitch
Dale Rempel
Peter Tessier
Russell Wasnie

IBAM 2007/2008 Committee Chairs

IBAC
Tony Taronno, Irwin Kumka, Larry Watson

MPI/DVL/IBAM General Liaison
Russell Wasnie, chair

MPI/IBAM SRE Committee
Dale Rempel, chair

Communications/BIP Committee
Larry Watson, chair;

Scott Feasey, co-chair;

Wade Garriock, BIP representative

Conference
Scott Feasey, chair

Nominating
Irwin Kumka, Scott Feasey

Professional Development
Dale Rempel, chair;
Pamela Gilroy-Rajotte, vice-chair

Young Broker Committee
Mario Reimer, chair

The MANITOBA BROKER is published four times per
year by Craig Kelman & Associates Ltd. on behalf
of the Insurance Brokers Association of Manitoba,
205-530 Kenaston Blvd. Winnipeg, MB R3N 174,
(204) 488-1857

All rights reserved. Contents may not be reproduced
without express consent of the publisher. ©2007

(. frm!)

\

ASSOCIATES

Editorial and Advertising Offices:
3rd Floor, 2020 Portage Ave. * Winnipeg, MB R3J 0K4
Tel: (204) 985-9780 « Fax: (204) 985-9795
E-mail: terry@kelman.ca

Executive Editor.............cccoeeuee David Schioler
Managing Editor..... . Terry Ross
Design / Layout...... .Andrea Ardiles
Advertising Manager................ Cindy Robin

Contents

Volume 15, Number 3, September 2007
Features

2007/2008
Education Calendar 25

IBAM Golf Day 42

The future of the
Independent broker
channel is in your hands 50

Departments

6  Message from the President 18  Broker Profile

1  From the Chief Executive’s Office 20 Connected to the Community
8  Viewpoint 22 Committee Report

10 YBN Report 38 Business Corner

12 Calendar of Events 52 Industry News

13 Raising our Profile 94 Reach our Advertisers

15 Political Action

Return undeliverable Canadian addresses to:
Insurance Brokers Association of Manitoba Publication Mails Agreement #40065075
205 - 530 Kenaston Boulevard, Winnipeg, MB R3N 124 email: info@ibam.mb.ca



Larry Watson, President

he Insurance Brokers Associa-
Ttion of Canada is a federation

of 11 provincial and regional
associations of property and casu-
alty insurance brokers. Through
its member associations, the IBAC
represents approximately 30,000 insur-
ance brokers in virtually every com-
munity across the country. Similarly,
the Insurance Brokers Association of
Manitoba is an organization repre-
senting approximately 1,500 broker
members from all communities across
our province. I am proud to be par-
ticipating in IBAM’s efforts to ensure
that insurance brokers remain the
primary provider of insurance services
in Manitoba.

In June of 2007, our 1,500 mem-
bers were once again heard on the
issue of bank retailing of insurance,
when a contingent of approximately
40 brokers met with MPs and Sena-

tors on Parliament Hill in Ottawa.

The message from the politicians

remains that P & C brokers must

continually educate their elected MPs
on this and other matters affecting
their insurance industry. Developing
strategies and formulating argument
on these matters requires consulta-
tion with the membership at large

—and this is precisely why IBAM

hosted its series of regional meetings

throughout January and February

of this year. The chief aim of these

meetings was to both advise and

consult IBAM members with respect
to the Association’s activities and
plans regarding:

1. political/government relations
including relations with elected
and unelected “politicals” and
regulatory authorities

2. insurer relations including both
local and national interests

3. IBAM’s role in facilitating the
national and local BIPs (broker
identity programs)

4. issues concerning advancement
of broker interests in the broader
public domain

5. professional development require-
ments, hiring and retention

6. providing general informational
services through regular commu-
nication with members

The general plan going forward is
that executive and/or board members
from IBAM will continue to attend
regional meetings in the future with
the purpose of sharing information
and ideas with members, and obtain-
ing feedback with respect to all of the
above. We will advise as to the precise
dates again with reasonable, advance
notice. We look forward to meeting
with you or your delegates soon and
strongly encourage your participation.

Broker Choice — Customer Value

oMoy

Since 1949, Group Medical Services
has been the insurance brokers’
health and travel choice with flexible plans,
professional, personal service and
outstanding customer value,

With GMS in your insurance mix you'll
build healthier customer relationships,
and your business.

Health, Travel and Group Benefit Plans
« Individual Health with Drug and Dental

* Daily and Annual Travel Medical Insurance

« Trip Cancellation & Interruption, Baggage

* Visitors & Immigrants to Canada Medical

» Group Health, Drug, Dental, Life & Disability

rrap Meghoal Sevvium i Lhe opersting mpme for QMG Imvaranor brs

i~ Group Medical Services
1-800-667-3699 « www.gms.ca
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I should also emphasize this year’s
focus on professional development,
education, training and recruitment.
In this vein, IBAM will have a strong
presence and loud voice at upcom-
ing national meetings in Whistler in
September. I can advise with certainty
that recruitment will be discussed

Dave Schioler, CEQ

s we enter the latter part of 2007,
AI recall vividly the Prime Minis-

ter’s address at the IBAO Confer-
ence in October of 2006, wherein he
emphasized the importance of brokers
to the community fabric of Canada. In
particular, Mr. Harper emphasized the
significance of broker contribution to

From the Chief Executive's Office

community and charitable events. It is
in this vein that I strongly encourage
brokers to continue with these endeav-
ors in any reasonable way possible. On
behalf of its members, IBAM will also
continue to play an important strategic
role and display a salient presence in
this arena. #

— and that action will be taken in order
to assist our members in their efforts
at finding and securing quality people
for their businesses in the foreseeable
future. Particularly, IBAC and IBAM
will be producing videos and forms
of advertising to help in these efforts.
In the not too distant future, we will
advise more specifically on what will
be available to our members.

Finally, on a more personal note,
I wish to say to our members that I
am enjoying tremendously my role as
your President. I hope to meet all of
you along my journey. #

IBAM CEOQ Dave Schioler

with Gail Asper, Ray Turnbull,
(Turnbull Whitaker Insurance),
Gregg Hanson & Michael Leipsic,
(Horizon Leipsic Insurance)

were on hand as a group of
Wawanesa-affiliated brokers
made a presentation and
contribution in the name of Gregg
Hanson to the Canadian Museum
of Human Rights.

For brokers, it's

na secret: our
Rental Car insurance
offers customers
big savings, plus
the best rental car
protection they
can buy.

Rental Car Insurance:
keep your customers in the know

HUT More Cusioam s
need 1o knowy, Cur
My s SN0 Seme have
riFsit g rd of Reatal Cor
fascarence. AFLEr bearning
AlAt iF, thidyre 58
impressed they often
ALK why somisane didnt
il tham sooner

$o. hore's a great apportunity for you. You can
grow wour sales of Rented Cor Insuromge, while
looking out for your customens’ best interasts (oo

just reming them abowt their snings of up to
4§25 dally. combined with the protection that
oniy Rentol Car insurance offers

They'Tl thank you fior it
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Viewpoint

s | . 6 vear

s my last Viewpoint article as
A President of IBAC, I'd like to spend

some time looking back at the last
12 months and reflecting on some of the

lobbying, insurance brokers were success-
ful in delivering a message to legislators
that consumers across the country were
best served by not changing the current

rules. All parties in Parliament heard this
message loud and clear, and the new law
confirmed this. A year ago we were not
certain of the outcome, however we were
certain that the message we were sending
was the right one for consumers.
We've been dealing with
another important issue
creeping up and that is
succession planning, and
perpetuation of our pro-
fession. IBAC has put in
motion the beginnings
of a service that will
. provide brokers,
. young and old,
some of the tools

things that have taken place.

We began last fall with of course the
biggest issue confronting us, revisions
to the federal Bank Act. Through careful
messaging, lots of volunteer grassroots

+y

LEADER

iM SPECIALIZED PRODUCTS
RECOGMIZED FOR
PROFESSIOMNAL

SERVICE

CREDIT
INSURANCE
CiREET oA

i DITRCE RS
LEABLITY

gcna.com
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Larry Kozakevich, IBAC President

and knowledge in developing succession
plans for their futures, as well as empow-
ering young people, both in the industry
and outside of it, with some insights in
joining and growing within the profession.

Young Broker Networks are now alive
and growing in every province across the
country. Recruitment in these networks is
flourishing with interest in them catching
on like a wild fire. The establishment of a
National Young Broker Committee allows
the leaders of these networks the oppor-
tunities to meet their colleagues from
across Canada, exchange strategies, learn
how to go about conquering challenges,
and give them more of a ‘world view’ of
our industry.

Our improving relations with other
similar minded industry associations have
given us a stronger voice when dealing
with regulators and legislators on issues
that affect brokers; whether they be tax
issues, disclosure, succession, or interna-
tional regulatory trends that affect Can-
ada.

The Broker Identity Program has
realized never before seen interest and
support from insurers. This investment
allows the program to even further dis-
tribute the branding campaign that relays
the value insurance brokers bring their
clients and their communities. It also
helps in speaking with legislators who for
the most part recognize the brand, the
profession, and the value the profession
provides Canadians. The new commercial
this year was different from the past, but
very effective and catchy.

Your IBAC Executive Committee, along
your Board of Directors, have played an
effective role in guiding this ship forward
over the past 12 months with a steady
hand on the rudder. This group has never
lost sight of the big picture and contin-
ued to contribute to the well-being and
vibrancy of our profession.

As I started my term last year in Char-
lottetown, and now end at the other end
of the country in Whistler, I can tell you
that our profession is as varied, changing,
and multi-faceted as what you would
find between the great distances that
separate those two points. But, of course,
being Canadians, we wouldn’t want it
any other way. #
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Your small business
customers want a
quote ASAP.

That "P" just got
a whole lot faster.

Introducing Accel from ING Insurance = the fastest
way 1o get a quote for your small business chents.
We understand that you know what kind of
protection your dients need. That's wihy we've
created a dedicated team of professionals who
will help them get that protectan as quickly as
possible - often in less than 4 hours. To reach

the Accel team, simply chick, call or fax us.

We're standing by, ready to help you.

Winnipeg

accel winnipeg@ingcanada Com
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YBN Report

Friday, November 16, 2007, The Victoria Inn, Earn a total of 5 CEC’s, Cost: $95.40

Program at a Glance

9:30am — 10:00am
10:00am — 12:00pm

Registration
Seminars:

12:00pm — 1:30pm

1:30pm — 4:30pm Seminars:

4:30pm — 6:00pm

Seminar 1 — Marketing Privacy
Seminar 2 — Staying in Touch Means Keeping Their Business & Understanding Your Website Visitors
Lunch & Keynote Speaker

Seminar 1 —E & O Loss Prevention
Seminar 2 — Supplementary Health Plan - All You Need to Know
‘Meet Your Company Representatives’ Reception

A o

Lunch — Keynote Speaker
Intergenerational Conflict in the
Workplace — Myth or Reality?
With three-to-four generations in the
workplace, can you expect conflict or
is it simply a myth? How do genera-
tional traits impact on organizational
culture, leadership and teamwork? This
interactive presentation will alert you
to the nuances of each generation and
discuss why paying attention to both
similarities and differences is key to
the recruitment and retention of high-
producing employees.
Presenter: Barbara J. Bowes, FCHRP,
CMC is President of BowesHR and Vice-
President of Legacy
Executive Search,
Manitoba. She is
the author of The
Easy Resume Book:
A Transferable Skills
Approach, a weekly
E3 columnist with the
Winnipeg Free Press
and a commentator with the Chamber
Business Show heard weekly on CJOB.

AM Seminars

Seminar 1 — MARKETING PRIVACY
The do’s, the don’ts and marketing
potential of privacy compliance in a
hyper-sensitive privacy era

It’s all about trust. Headlines regularly
expose Canadian organizations that
have lost consumer trust because of
privacy compliance efforts gone wrong.
Organizations should be leveraging their
privacy compliance efforts for maxi-
mum marketing and PR gain.

Presenter: Brian Bowman prac-

tices as a business lawyer specializing
in areas related to privacy, access to

information, intellectual property and
technology matters.

He writes a regular column entitled
“On the Cutting Edge” in the Business
Section of the Winnipeg Free Press.

Brian is a passionate supporter of the
community, being involved in numerous
volunteer efforts including serving as
President and CEO of the Alumni Asso-
ciation of the University of Manitoba.

Seminar 2 - STAYING IN TOUCH
MEANS KEEPING THEIR BUSINESS
* How to stay top-of-mind with your
clients through email marketing
With over 70% of Canadian homes
online, almost everyone has email. Keep
your message on their radar, not in the
recycle bin — where direct print mail
goes to die. Email messages get read,
get passed on to friends, and get results.
Learn how email can work for you — and
how to stay out of the Spammer Zone.
Presenter: Susan Hurrell is the
Manager of greatBIGnews.com, an email
marketing service used by hundreds of
clients across North America.

UNDERSTANDING

YOUR WEBSITE VISITORS

* How to use your website traffic
stats to better understanding your
website visitors, and ‘convert’ them
into clients

The more you know about your website

visitor, the easier it is to turn them into

a client. Understand how visitors click

through your site. Use that information

to refine your message and lead visitors to

a mutually satisfying conclusion.
Presenter: Chad McMurren is

the Outside Sale Account Executive for

Modern Earth Web Design.
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PM Seminars
Seminar 1-E & O
LOSS PREVENTION
This seminar will be of interest to
anyone in minimizing his/her exposure
to E&QO incidents. Topics include the law
and the independent broker; the three
parties involved (company, insured, and
broker); a broker’s duties to a principal
under law of agency; the dual role of
the independent broker; problems of the
broker as a professional; general stan-
dards of performance; minimizing E&O
liability; causes of loss; and management
perspectives.
Members who are insured through
IBAM’s E &O Program for members, and
who meet the requirements for repre-
sentation, will earn a 10% credit on their
total annual premium after they attend
this seminar and remain loss free. This
credit will apply to the three renewal
dates following the seminar.
Requirements on representation for
the discount to apply to E&O premium
for those members who have their E&O
through the association program:
Brokerage Staff Size: 1-7
Number Required: 1
Position in Brokerage: Any of: office
manager or producer. If a CSR,
must have two staff members in
attendance.

Brokerage Staff Size: 8-20
Number Required: 2
Position in Brokerage: Any two of:
Owner, office manager, producer
or CSR

Brokerage Staff Size: 21 or more
Number Required: 3
Position in Brokerage: Any three of:
Owner, office manager, producer
or CSR



Presenter: William S. Gange is a University of Mani-
toba law grad. Since 1980, he has practiced law in Manitoba,
primarily in the fields of civil litigation and administrative law.
A good portion of his practice has been devoted to professional
liability and E&O insurance. He is a partner in Gange Good-
man and French, a firm specializing in civil litigation, adminis-
trative law and labour law.

Seminar 2 - SUPPLEMENTARY HEALTH PLAN -
ALL YOU NEED TO KNOW
Part 1 Provincial Health Care and Manitoba
Health Programs
Part 2 Supplementary Health and Dental Plans
Part 3 Supplementary Travel Plans

The session details the coverage provided to Manitobans
by Manitoba Health and why supplementary coverage may be
required. It will also explain the inter-provincial relationship
with respect to health care.

Presenter: Nikki Makar has been with Blue Cross for
four years, initially as a CSR and most recently as Customer
Service Training Coordinator and acting liason/trainer for
National Accounts. Prior to Blue Cross, Nikki held a long-
standing position as Reservation Sales and Service Rep within
the travel industry. Nikki is a native Manitoban and a gradu-
ate of the University of Winnipeg. She is currently working in
the Systems Department of Blue Cross, helping develop a new
travel sales application, which will be completed at the end of
this year. #

| ROCKSOLID |
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INSURAMNCE

OUR STRENGTHS

OUR PECPLE, give you, the broher, access to decades
of experience in providing both you and the company
with a good comfart level,

QUR PRODUCTS, a diversity of products that continue
Lo growy and envglvg into a product e 1o meet the vast
majority of your specialty and niche product needs.

OUR MARKETS, Check out our websiie and see the
mrtstannin_g markets that we represant at this time. A
list of the most respected markets in Ganada.

MNATHINAL PROGUCTS, REGIGNAL SERVIGE

Tarry Gudmundson - torrygudmundsondtotiiongroup.com
Manager, Westem Reglen
Toll Fress:
Phone: 1 888 868 9367 Fax 1889232 2305
wWhanaLIntT BN ERD Up.com

YBN Report

Marine Division:
Toll Free 1-888-645-8811
Fax (250)832-3222
Box 370
Salmon Arm, B.C. V1E 4N5

Property & Liability
Division:

Toll Free 1-877-532-6864
Fax (604)532-6894
#200-20627 Fraser Hwy
Langley, B.C. V3A 4G4

IIBEACON

' UNDERWRITING LTD.

FEATURED PROGRAMS:

SPECIAL EVENT LIABILITY
For short term events Including liquor liability if needed;

HOLE-IN-ONE
HARD TO PLACE HOMEOWNERS
BED & BREAKFAST PROGRAM
HIGH VALUE HOMEOWNERS PROGRAM

COMMERCIAL MARINE
Rental/Charter/Tours, Boat Dealers
Marine Property & Liability

ADVENTURE TOURISM LIABILITY
For Recreation and Eco-Tourism

COMMERCIAL PROPERTY &/OR LIABILITY
VACANT RISKS
MOTOR TRUCK CARGO
BUILDERS RISK
LIABILITY FACILITY - INCLUDING HOST LIQUOR

PLEASURECRAFT
Pleasurecraft, PWC & Jet Boats
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< Capacity

< Agrologists

-
Trans Canada
' ‘' Insurance Marketing Inc.
TICIM
i Thank you for helping us and for allowing us to
MGA'S and help you
insurancs Whilesalers
Market Support and Authority
< Agricultural / Livestock % Retalil
< Building Owners « Restaurants

< Subscriptions

% D&O/E&0O 4 U.S. Sales

< Hard to Place Property & Liability < Vacant / Unoccupied
« Interesting and Challenging Risks « Wholesalers

% Manufacturing % Program

< Sexual Misconduct and
Molestation Liability

We have wonderful clients and a great team

Remi Pajot
Bill deJong
Jim Robinson
Jean Fontaine

www.tcim.ca Fax: 204-925-8279

rpajot@tcim.ca Ph: 204-925-8274
bdejong@tcim.ca Ph: 204-925-8261
jrobinson@tcim.ca Ph: 204-925-8260
jfontaine@tcim.ca Ph: 204-925-8271

Teamwork - it's

|

3

It takes a team.

{jllgllil:;' Fhrlh:ll_n:'[\. amd alfordable prices - at SGICANADA we 1k F:IILII_1I'
in these commdimenis o our customers. To deliver on these promises,
wi dhepend om our network of independent Manitoba brokers,

Topether we lave buillt a reputation for providing top-notch service,

paving the road 1o success,

wiwwspcanada.caimb

S5l
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Calendar of Events

AUGUST 2007

17 IBAM Executive Meeting

20 FOI Homestudy Exam

27/29 Auto Broker Technical
Course - Phase 1

SEPTEMBER 2007

5/7 Auto Broker Technical Course -
Phase 1
10 FOI Homestudy Exam
10 CAIB 3 Discussion
Group Begins
11 CAIB 1 Discussion
Group Begins
12 CAIB/CPIB Exams
12 CAIB 4 Discussion
Group Begins
13 CAIB 2 Discussion
Group Begins
14 Young Broker Golf Day
17/22 CAIB 1 Immersion
19/22 IBAC AGM
24/29 CAIB 3 Immersion
26/28 Auto Broker Technical Course —
Phase 3
27 IBAM Board of Directors
Meeting/Joint Young
Broker Meeting

OCTOBER 2007
1/3 Auto Broker Technical Course

- Phase 3
11 Seminar — Fundamentals of
Water Restoration — Part 1
11 Seminar — Fundamentals of

Water Restoration — Part 2
12 IBAM Executive Meeting
15 FOI Homestudy Exam
23 Best Practice Symposium —
Salary Review
24/26 Auto Broker Technical
Course — Phase 1
26 IBAM Executive Meeting

NOVEMBER 2007

5/10  CAIB 2 Immersion

12 FOI Homestudy Exam

15 Past President/IBAM
Board Meeting & Dinner

16 Young Broker Hosted
Education Day

21/23 Auto Broker Technical
Course — Phase 3

23 IBAM Executive Meeting

27 Seminar — Identity Theft

28 Seminar — Identity Theft
(Brandon)

DECEMBER 2007

S CAIB/CPIB Exams

7 IBAM Executive Meeting
10 FOI Homestudy Exam
14 IBAM Board Meeting
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Gimli Film Festival
July 27-31, 2007
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Toll Free Tel.: 866-985-9798
(In Manitoba): 204-985-9798
E-mail: cindy@kelman.ca

Fax: (204) 475-0221
E-mail: jdsadj@mts.net
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Are you interested in . DUBE
advertising in SPRAGGS
ADJUSTERS LTD.
The Manitoba Broker?
MAIN OFFICE BRANCH OFFICE
Contact: . .
ontac Dave Dubé, Manager Gary Pilloud, Manager
CINDY 207 - 675 Pembina Highway 7A - 2010 Currie Blvd.
ROBIN Winnipeg, MB R3M 2L6 Brandon, MB R7B 4E7
Phone: (204) 985-1200 Phone: (204) 728-6126

Fax: (204) 728-6044
E-mail: jdsbdn@mts.net
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Political Action

Insurance Brokers climb Parliament Hill

June 12, 2007

n Parliament Hill this past June
O 12, IBAC outlined to federal

politicians the importance to the
Canadian fabric of its 30,000 members.
The event was part of over 100 meetings
a team of 50 brokers from across Canada
had with MPs and Senators. The goal of
the one-day event is to build awareness
of the role brokers play in small com-
munities and the importance of small
businesses maintaining a viable role in
the financial services sector.

“Brokers are the backbone of so many
community endeavors across Canada,”
said IBAC CEO Dan Danyluk. “Not
only do our members support charity
and community events, but we also
financially contribute to the viability of
thousands of small communities from
coast to coast.”

This statement is supported by the
results of IBAC’s recent socio-economic
study that found the following:

e The average broker purchases 87% of
personal goods and services within

his/her local community and
approximately 90% within his/her
home province.

* The average brokerage firm

purchases over 88% of its goods and
services within its local community.

* Insurance brokers contribute
over 2.5 million volunteer
hours annually.

e IBAC principals and
employees give 4%
of their personal
income to charity.

“Ensuring brokers play a viable role
in the ever-globalizing financial services
market is an important role for govern-
ment to play,” said Danyluk. “When
Parliament passed Bill C-37 this spring,
it ensured that there continued to be a
level playing field between the banks
and small business when retailing
insurance. We applaud the Government
of Canada for keeping a promise made
to maintain the rules governing insur-
ance retailing.”

Breakfast with MP Brian Pallister

Portage—Lisgar MP Brian Pallister, was very generous with his time as he addressed the broker national team during breakfast.

Addressing brokers.

“Ensuring brokers
play a viable
role in the ever-
globalizing financial
services market is
an important role
for government
to play.”

— Dan Danyluk, CEQ of IBAC

(L-R) IBAC/IBAM Past President Brian Gilbert, IBAC President Larry Kozakevich, IBAM
Immediate Past President Irwin Kumka, MP Brian Pallister, IBAM Past President Tony Taronno,
and IBAM CEOQ Dave Schioler.
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Political Action

IBAC Multi-Caucus Reception

Irwin Kumka and Tony Taronno ensure that Tony Taronno, Brandon-Souris MP Merv MP Merv Tweed with Dave Schioler.
Winnipeg-North MP Judy Wasylycia-Leis is Tweed and Brian Gilbert.
‘protected’ by a BIP blanket.

Dave Schioler, Tony Taronno, Selkirk-Interlake MP James Bezan
and MP Merv Tweed.

Manual for Estimating the Replacement Cost
of Agricultural Use Buildings

(L-R) Leader of the New Democratic Party Jack Layton in discussion
with IBAM Immediate Past President Irwin Kumka and IBAC Past
+ Dairy ¢ Swine President Ken Orr.

v Poultry v Hovses
v Produce Storage " Machinery Storage
v Feed Storage v Beefl

2007 Costing Manual
- é"j_m ,E_LU_TE___..

am’i\lm jLi
EDET GUIDES INC .
* Website: www.douglascostguide.com

] Email: karidouglas@sympatico.ca o
Fﬁ!: 1.31?4&‘@3 -F“: E'JIEIrEHI-Eﬂ'EE Jack Layton faces off with IBAM CEQ Dave Schioler.
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Meeting with the Finance Minister

Finance Minister Jim Flaherty met with the IBAC contingent.

Discussions went well. (L-R) Minister Flaherty, IBAC President Larry
Kozakevich, IBAO CEO Randy Carroll and IBAC CEO Dan Danyluk.

Political Action

Finance Minister Jim Flaherty (L) greets IBAC’s Dan Danyluk, Larry
Kozakevich and Randy Carroll.

Larry Kozakevich and Minister Flaherty.
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OVEK 50 YEARS OF QUALITY & SERVICE

56 Ellen Stireet,
Winnipeg, Manitoba, R3IA 027

KIMBLEY SYSTEMS:

premium finance software

Full featured software empowering insurance brokers to
successfully finance a book of business internally, with
existing staff and IT infrastructure.

1448 Hillside Boul. - Boularderie, NS - B1Y 2V3
(902) 544-0951 - Fax (902) 484-6408
david.kimbley@ns.sympatico.ca
www.kimbleysystems.com

Call today to book a demonstration or acquire further information
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Broker Profile

Harvest Insurance

Reaping the rewards of good business

ustomers and employees of
CHarveSt Insurance in Steinbach

are both enjoying the brokerage’s
spanking new headquarters that are
‘the talk of the town.” The move was
necessitated by a growth in business
that had the brokerage bursting at
its seams.

The Harvest Insurance story began
in 1982 with the purchase of George T.
Penner Insurance & Travel. The office
at 301 Main Street in Steinbach was
so small that employees referred to it
as “the Taco Stand.” Ten years later, in
1992, a new facility was constructed.

A commitment to the prairie work
ethic allowed the brokerage to grow
its book of business and by 2005 the
company had again outgrown its office
space. This resulted in a temporary
addition being built. Harvest Insurance
has subsequently grown to 18 full
and part-time employees handling all
lines of general insurance including
farm and commercial, with special
emphasis on homeowners insurance.
The brokerage also has a significant
Autopac and Drivers Licensing
portfolio. It soon became obvious
to principals Gerald Banman (who
purchased the brokerage in 1982) and
Orville Giesbrecht (who joined
in 1996) that the growing business
required newer, larger premises.

Good fortune smiled on the broker-
age when the building across the way
at 304 Main Street became available.
Gerald and Orville purchased the
building and this allowed them to do
the leasehold work without disturbing
the day-to-day business operations.
Redesign work was done by Arnott
& Associates of Winnipeg and Gerald
says they were “wonderful to work
with and did an outstanding job.”

Throughout construction,

Orville tells TAB that the staff was
“thoroughly supportive and deserves
all of the credit for making the

move so seamless. Everyone was so
excited about moving into a beautiful
new workplace.”

On December 15, 2006, at approxi-
mately 11:00 a.m., the entire brokerage
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moved across the street and imme-

diately started doing business at the
new facility. Incredibly, says, Gerald,
“The move went off without a hitch.”

Gerald describes the new brokerage
site this way: “With the added
room and functional design of the
office, we can serve many more
people and have room to expand.

The new premises are about three
times larger on the main level and
there is a full basement, which we
desperately needed. (The basement
has been developed and now houses
a large meeting/training room, a
sizeable staff kitchen and locker area,
washrooms and storage facilities.)
With the added room and functional
design of the office, we can serve
many more people and have room

to expand. There are more offices for
our CSRs to conduct business and we
can handle more clients at our busy
front counter.”

There is a front and back entrance
and the rear entrance has full wheel-
chair access. There is ample parking
on Main Street and a big parking lot
in the rear.



On May 17, 2007, Harvest Insurance
held the new facility’s Grand Opening.
Ribbon cutting took place at 11:15 a.m.
following a speech by Mayor Chris
Goertzen and the dedication of the
new building by Pastor Mel Letka-
man. Also in attendance was IBAM
CEO Dave Schioler. A ‘pork-on-a-bun’
BBQ lunch was served to 1,500 custom-
ers, suppliers and visitors. Free draws
were made for fabulous prizes such as
a 43-inch plasma TV, a mountain bike,
a BBQ, a lawnmower, 10 iPod shuffles
and more. According to Orville, “Tre-
mendous support from our customers,
our insurance companies and IBAM
ensured that the Grand Opening was a
very gratifying day.”

These are heady days for Harvest
Insurance with an ever-growing book
of business and a beautiful new office
space. What does the future hold?
According to Gerald, “We have built
this business from very humble begin-
nings one customer at a time. This
philosophy, coupled with a lot of hard
work, has resulted in steady, stable
growth. It has proven to be success-
ful for us and that is our plan for the
future.”

And it sounds like a good plan at
that, Gerald! #

Broker Profile

120 years. Thousands of
home reno’s. One promise.

Portage Contractors Pro insurance will cover you fair & square.
Ask about Contractoss Pro

insurance coverage designed for

sl comtraciors in the building Tns e
tracks and backed by Ponape
_ : insl.lrannel'p'hjm o
Mutual's fast, fair claims service Frefenraliy
Sl 1554,

Residential, Commercial,
Automobile & Farm  www.portagemutual.com
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July 22, 2007 saw the staging of

the 44™ annual Manitoba Stam-
pede and Exhibition in Morris featuring
Manitoba’s only professional rodeo.
Front-and-centre at the event, as always,
was the team from Rempel Insurance
Brokers Ltd.

Two members of the brokerage staff,
owner and president Dale Rempel and
Senior Account Manager Shawn Gray-
don, serve on the event’s Board of Direc-
tors (Dale is Director of Public Relations,
while Shawn is Director of Operations).
The brokerage also sponsors the free
stage that boasts live entertainment at
all times throughout the four days.

The entire staff of Rempel Insurance
gets onboard for this internationally
renowned event. For the entire dura-

Thursday, July 19 through Sunday,

Connected to the Community

tion of the Stampede & Exhibition, staff

members dress in Western attire and dec-
orate their office accordingly. Everybody

volunteers in some capacity, whether it’s
as ticket-takers or security personnel.

On Sunday afternoon at the Mani-
toba Stampede & Exhibition, Rempel
Insurance hosts a Fleet Appreciation Day
for its large trucking accounts. Clients
receive free tickets to the Stampede &
Exhibition and the staff cooks up a deli-
cious BBQ for customers to enjoy.

The Manitoba Stampede & Exhibi-
tion began with the Wednesday night
town wide Kick-off. The Morris fire
department provides a Steak BBQ and it
just so happens that Colin Harbinson,
Senior Account Manager at Rempel
Insurance, is also the fire chief for the
Morris area. Account Manager, Cheryl
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solidly behind
_Manitoba Stampede

Gemmell organized a ‘Wheel of For-
tune’ that provided ‘goodies’ prizes for
kids. Rempel Insurance Brokers also held
random gift basket draws that included
tickets to the Manitoba Stampede &
Exhibition Rodeo for adults and Midway
bracelets for the kids.

Operations Manager Tara Cham-
martin ran a Texas Hold ’Em Tourna-
ment on Saturday afternoon on behalf of
the Stampede and tells TAVIB there is no
truth to the rumour that she is going by
the nickname “Doc” these days.

The Rempel Insurance team genuinely
enjoys giving back to the community
during this very special event. Dale
Rempel says, “We are very fortunate
to have the Manitoba Stampede in our
community. We are also very proud of
the many hours our staff volunteers




Connected to the Community

“We are very fortunate to have the Manitoba
Stampede in our community. We are also very
proud of the many hours our staff volunteers to
help make this event a success. It is just one
of the ways we give back to our community!”

to help make this event a success. It is
just one of the ways we give back to
our community!”

However, Stampede week isn’t the
only time of the year when the good
people at Rempel Insurance support their
community. The brokerage’s ‘Wheel of
Fortune’ comes out again during the
Christmas season’s Moonlight Madness
when customers and visitors to the bro-
kerage spin the wheel to see which dollar
amounts they ‘win.” The brokerage, in
turn, donates that amount to a local
charity. What a great way to celebrate a
special time of the year and give some-
thing back!

Rempel Insurance is another great
example of a brokerage that is grateful
for its success and wants to stay Con-
nected to the Community. #

Grain Insurance and
Guarantee Company
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Committee Report

PD Committee gears up

IBAM education. According to Pro-

fessional Development Committee
chair Dale Rempel, “Education has
been growing the last couple of years,
thanks to the efforts of this commit-
tee and the commitment to profes-
sionalism shown by IBAM members
who have taken advantage of the
Association’s educational opportuni-
ties. The current version of the PD
Committee is determined to continue
this growth.”

Dale, who chaired this same com-
mittee a number of years ago during
his first stint on IBAM’s Board of
Directors, tells TAVIB that, despite
being early into the committee’s
mandate, there are a number of PD
initiatives that Association members
can look forward to this year.

“First, we intend to work much
more closely with the graduates of our
Best Practices program,” says Dale.
“These individuals are our industry’s
leaders and we have to be smart
enough to tap into their expertise.
This group’s initial task will be to con-
duct a review of salary levels within
the industry.”

I t looks like another great year for

The Best Practices grads will also be
asked for their input on the best ways
for the Association to recognize bro-
kerage owners who are dedicated to
IBAM’s Education program and have
an established PD program within
their brokerages.

Another group the PD Committee
will be working closely with is the
Young Broker Committee. Recruiting
new young employees is a concern
of many industries these days, and
insurance is no exception. Committee
vice-chair Pamela Gilroy-Rajotte
states, “The PD Committee and
the Young Broker Committee
will be working together making
presentations at schools, manning the
IBAM booth at career symposiums,
and redeveloping IBAM’s ‘look’ in
an attempt to attract the younger
segment of new employees.”

Pamela adds, “The industry is
desperate for an influx of quality
employees. The situation got very
tight very quickly and we have to
move to remedy the situation.”

The PD Committee will also be
looking into the issue of IBAM’s
educational facilitators. These dedi-

G. WOODWARD RESTORATION SERVICES LTD.

where old fushion quality-stll exists

— e
L

By w1 'y 0
D wng e Py o

1109A Winnipeg Avenue, Winnipeg, Manitoba R3E 0S2
Phone: 204 783-6266 Fax: 204 772-5422

SPECIALIZING IN INSURANCE RELATED REPAIRS

24 HOUR EMERGENCY SERVICES
Complete content and building restoration
Fire, Smoke and Water damage repair
Mould remediation specialists
Secured warehousing facilities
Carpet and upholstery cleaning
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cated people perform a great service
for IBAM members and the insurance
industry in general. However, many
of these individuals have retired or are
nearing that age and the PD Com-
mittee is looking into how to attract
new long-term facilitators to make up
the shortage. The committee is also
looking at a more formalized training
program to ensure the facilitators are
of the highest quality. To make things
easier for new facilitators and give
them direction, the committee is also
investigating standardized programs
of study. Finally, the committee will
be looking into incentive rewards for
those facilitators who exceed certain
levels of expectations.

Brokers and CSRs will notice the
Online Continuing Education program
has undergone further ‘tweaks’ in its
road to excellence. “Hopefully, this
area of PD will continually change and
develop, as that is the nature of any
online program,” says Pamela. “We are
well into the new millennium now
and this is a necessary component of
IBAM'’s Education Program.”

Another new development will
see members of the PD Committee
pouring over brokerage line-ups seek-
ing those committed to professional
development to serve as “PD Cham-
pions.” It is hoped these brokers will
turn this commitment into formal
education plans for brokerages and
assist in convincing even more profes-
sionals to sign up for IBAM’s Educa-
tion Program.

Another idea from the PD Com-
mittee may be a Saturday Seminar
following IBAM’s annual Conference.
Dale points out, “Rural brokerage,
owners often subsidize their employ-
ees attendance at the Conference.
Why not take advantage of this ‘cap-
tive audience’ by holding a seminar
on the Saturday following the Friday
evening’s Brokers Night Out? This
may increase Friday attendance at the
Conference while at the same time
offering increased educational oppor-
tunities. The infrastructure is in place,
we simply have to act.” #



Committee Report

(Vice-chair) (IBAM staff) (YBC rep)

Dale Rempel, Pamela Gilroy-Rajotte, Tara Chammartin, CAIB Keith Jordan, CA Rosemary Poleshuk Keris Lynn Dick, CAIB
P.Ag., CIP, CAIB CAIB

“I firmly believe that professional development is one of the most important value-added services
that IBAM pr0VidES to its members.” - pake Rempel, Chair, IBAM Professional Development Committee

Canada’s #1 Premium Financing Company

Why Tie Up your Client’s Money
in Pre-Paid Insurance

Customized solutions for all of your
commercial premium finance necds

= Competitive rates and structures

+  Web-hased quoting & account infarmation
software

* Continuous contracts

= Flexible payment options include invoicing,
post-dated cheques & automatic debit

= . much more

For more information or to speak to
a representative, please contact us:

Free Up their - Toll Free: B00-T10-4860
cash flow with AIG. 25 Cwa 05000 004
Credit Corp. * Emall: vancouver@algeredit.ca
€ e * Web Site: www.algcredit.ca

Tall Free: 1-800-710-4 860 www.aigcradit.ca
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YOU R SUCCESS ‘%%' DALE CARNEGIE®

TRAINING

IS O U R B U SI N ESS PEOPLE. PERFORMANCE. PROFITS.

DALE CARNEGIE TRAINING OFFERS THE FOLLOWING FOUR COURSES

THE DALE CARNEGIE COURSE

e Enhance human relations skills e Communicate clearly & concisely
® Become more proactive & decisive ® [nspire others to take action
SALES ADVANTAGE

e Uncover & appeal to different Ask for the sale with confidence

buyer interests

e Develop a plan for success Master the selling process

CusTomMIZED PROGRAMS ALSO AVAILABLE

DALE CARNEGIE TRAINING IS AN ACCREDITED COURSE
PROVIDER WITH THE INSURANCE COUNCIL OF MANITOBA

‘% DALE CARNEGIE® For more information, contact:
TRAINING 204.237.8862

www.manitoba.dalecarnegie.com manitoba@dalecarnegie.com
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Education

IBAM E lon Program at-a-glan

(CAIB) 2007/2008 - Discussion Groun Schedul

Fall Semester Classes Begin
CAIB 1 Tuesday, September 11, 2007

CAIB 2 Thursday,

September 13, 2007

CAIB 3 Monday, September 10, 2007
CAIB 4 Wednesday, September 12, 2007

AIB) 2007/2

Immersion/5-Day Schedul

CAIB 1 September 17, 2007 — September 22, 2007
CAIB 1 January 28, 2008 — February 2, 2008

CAIB 2 November 5 — November 10, 2007

CAIB 3 September 24 — September 29, 2007
CAIB 3 February 4 — February 9, 2008

CAIB4 March 3 -

March 8, 2008

Canadian Professional

Insurance Br:

ker (CPIB) — self- vailabl

Advanced Commercial Lines
Advanced Personal Lines
Claims Administration & Management

Law & Ethics

Fundamentals of Insurance

Home study exam dates: Second Monday of each month
Immersion class: June 16-21, 2008

Seminars

Spring Semester Classes Begin
CAIB1 Tuesday, February 12, 2008
CAIB2  Thursday, February 15, 2008
CAIB3 Monday, February 14, 2008
CAIB4  Wednesday, February 13, 2008

2001/2 AIB/CPIB/CCIB Exam Schedul

Exam Date
September 12, 2007
December 5, 2007
February 13, 2008
May 7, 2008

July 9, 2008

Auto Broker
Technical Course

Registration Deadline
August 17, 2007
November 9, 2007
January 18, 2008

April 11, 2008

June 13, 2008

October 2007
January 2008

March 2008

Phase 1 October 24, 25 & 26, 2007
Phase 3 November 21, 22 & 23, 2007
Phase 1 January 16, 17 & 18, 2008
Phase 3 February 13, 14 & 15, 2008
Phase 1 March 19, 20, & 21, 2008
Phase 3 April 16, 17 & 18, 2008

October 11, 2007
October 11, 2007
October 23, 2007
November 27, 2007
November 28, 2007
February 11, 2008
February 11, 2008
February 12, 2008
February 12, 2008
March 12,2008
March 12, 2008

For additional seminars:

Fundamentals of Water Restoration — Part 1
Fundamentals of Water Restoration — Part 2
Best Practice Symposium — Salary Review
Identity Theft

Identity Theft (Brandon)

Commercial General Liability

Business Interruption

Personal Liability (Brandon)

Commercial General Liability (Brandon)
Pitfalls & Perils

Intro. to Condominium Insurance

“The Young Broker hosted Education Day will be held on November 16, 2007 in Winnipeg. Earn five

continuing education credits. (See page 10-11 for further details.)
“The IBAM Annual General Meeting Conference & Trade Show will be held on April 30 — May 2,
2008. The Conference offers eight continuing education credits.

Luncheon Seminars
(All Luncheon Seminars will run from 11:30am — 1:00pm) TBA

WWW. | ba m.m bca for more infor
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Education

Getting started as a General Insurance Broker

To be a general insurance broker in Man-
itoba, you are required to hold a general
insurance agent/broker license. Licenses
are issued by the Insurance Council of
Manitoba (Phone: 204-988-6800).

In addition to verifying that the
applicants’ education, experience, and
errors and omissions insurance require-
ments have been met, the Council
also reviews applicants for suitability.

CAREER PATH

ICM also requires that criminal records
checks accompany any first time appli-
cations for licensing.

To qualify for a license, you must
be employed by a licensed brokerage.
Any changes to your job status (i.e.,
unemployed or new employer) must
be reported to the Council. If you are
not working for a licensed brokerage,

your licence will be terminated. You can

apply to Council to have it reinstated
within the same licensing year or you
can make application to Council for a
new licence within 12 months of ter-
mination, without having to retake the
licensing exam.

There are four levels of general insur-
ance licenses. The Career Path indicates
the education requirements and author-
ity for each level.

EI | tevel option that's rieht

If you are interested in selling Autopac
only (this is where many brokers get
their start), the Auto Broker Technical
Course will be your choice. This

course will provide you with detailed
information on the Autopac products
and equip you with the knowledge and
skills required to meet the needs of your
Autopac clients. It qualifies you for a
Level 1 Auto Only Broker Licence.

As indicated in the Career Path,
successful completion of Canadian
Accredited Insurance Broker (CAIB) 1
or Fundamentals of Insurance meets
the education requirements for an
unrestricted Level 1 general agent/broker
licence. Application for a Level 1 licence
must be submitted to The Insurance
Council of Manitoba within one-year of
successful course completion.

CAIB 1 is the next step on the career
path, following the Auto Broker Techni-
cal Course and qualifies a student for a

Level 1 General License. There are four
levels to the CAIB program and CAIB 1
meets the education requirements for a
Level 1 licence. Successful completion
of CAIB 2 and 3 qualifies the student
for a Level 2 licence and CAIB 4 quali-
fies for Level 3 licence (must have two
years as a Level 2 licencee).

The Fundamentals of Insurance
course covers the basics of general
insurance, including auto, personal
and commercial insurance. Exams are
available once a month.

One advantage to taking CAIB 1
as opposed to the Fundamentals of
Insurance is that if you are planning
to eventually have the ‘CAIB’
designation after your name, you
must take all levels of CAIB including
CAIB 1. CAIB 1 is also viewed as the
natural progression in the education
process following the Auto Broker
Technical Course.

Ve

INSTITUTE

of
INSPECTION
CLEANING

and
RESTORATION
GERTIFICATION

« IICRC CERTIFIED FIRM

PAUL DAVIS SYSTEMS

Restoration Specialists
"WHEN MINUTES COUNT and QUALITY MATTERS"

(204) 586-1684

® * COMPLETE INSURANCE RESTORATION
* 24 HOUR EMERGENCY SERVICES

* CONTENTS CLEANING AND STORAGE
* WATER EXTRACTION AND DRYING

« DEHUMIDIFYING AND DEODORIZING

* SEWER & SEPTIC BACK-UP CLEAN-UP
« CERTIFIED MOULD REMEDIATION

* BREAK-IN REPAIRS & SITE SECURITY

* LOSS & DAMAGE CONTAINMENT

Tel: (204) 586-1684 M Fax: (204) 586-0147 M Toll Free: 1-888-276-5682
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EDUCATION CALENDAR

Disclaimer

All information provided in
IBAM’s 2007/2008 Education
Calendar was accurate at the
time of publication but venues,
instructors, topics, dates and
any other statements made
herein are subject to change
without notice. While coffee
is served at most seminars, no
food is provided unless indi-
cated. All classes are subject to
minimum attendance require-
ments. There is a $20 admin-
istration fee applicable on all
returned cheques.

Are you
a Facilitator?

IBAM is looking for facilitators

to lead a number of Education
courses. If you are interested, please
contact Rosemary Poleshuk at the
IBAM office:

204-488-1857 ext. 3



http://www.pds.ca

Auto Broker Technical Course

With the need to provide excellent
customer service, brokers require
more knowledge and expertise than
ever before in the marketing of
Autopac products. This Program was
developed to provide new brokers
with the skills required to provide a
higher level of expertise to their auto
clients than ever before!

The Auto Broker Technical Course
is an approved pre-licensing course,
and successful completion satisfies
the education requirement for a Level
Auto Only Broker Licence.

The Auto-Broker Technical Course
has three phases.

Phase I - Three days providing an
overview of auto insurance (focus-
ing on the history, terminology and
basics of this area of the business),
information on the Insurance Coun-
cil of Manitoba and a customer
service component.

An exam will be written on the
third day of the course and students
attaining a grade of 70% or higher
will move on to the next phase of
the program.

Fundamentals of Insurance

FOl is an approved pre-licensing course,
and successful completion satisfies the
education requirement for a Level 1
license. This level of licence authorizes
the licence holder to sell, inside but not
outside the office of a general insurance
brokerage and under the supervision
of the holder of a Level 2 license, every
category of insurance including acci-
dent and sickness insurance (excluding
life insurance).

This course is available by home-
study. Fee for homestudy is $195. This
includes the cost of the FOI course

Exam Details:
* 30 multiple choice questions
* 1 hour to complete the exam
e Pass mark 70%
 If required, exam rewrite

fee $75

Results available on the IBAM
website: www.ibam.mb.ca

Phase II - Three weeks of supervised
training in the brokerage, which
includes IWS computer assisted
instruction (tutorial).

Phase III - Three days of MPI Intro-
duction to Autopac Training,
in classroom with instruction
through IBAM. At completion,
students will challenge the MPI
Introduction to Autopac Training
test and successful completion
(pass mark 75%) will meet the
education requirement for a Level
Auto Only Broker Licence.

Education

UPCOMID_IG AUTO BROKER
Technical Courses

The cost of the course is $425 and
includes tuition, all course mate-
rial, examinations and graduation
certificate. Classes run from 8:30am
to 4:30pm with a one-hour lunch
break (lunch at your own expense).

Course Dates:
Fall 2007
Phase I -
September 5, 6 & 7, 2007
October 24, 25 & 26, 2007
Phase III —

October 1, 2 & 3, 2007

November 21, 22 & 23, 2007
Winter 2008

Phase I -
January 16, 17 & 18, 2008
Phase III —
February 13, 14 & 15, 2008
Spring 2008
Phase I -
March 19, 20 & 21, 2008
Phase III —

April 16, 17 & 18, 2008
Location: Canad Inns Fort Garry —
1824 Pembina Hwy., Winnipeg
Guest Room Reservations:
(204) 261-7450 or 1-888-332-2623
Room Rate: $82

manual, as well as the first exam, which
must be written within 6 months of the
registration date.
or

5-Day Immersion Class
June 16-21, 2008
Location: Canad Inns —

Fort Garry — 1824 Pembina Hwy,

Winnipeg
Guest Room Reservations:

(204) 261-7450 or 1-888-332-2623
Room Rate: $32
Time: 8:30am — 4:30pm Mon-Fri
Exam: Sat. 9:00am — 12:00pm

Exams by pre-registration only.

Registration deadlines:

e Winnipeg — One week prior to
exam date

e Out-of-Winnipeg — Two weeks
prior to exam date

Exam Rewrite Fee $75
Results are posted on the IBAM

website www.ibam.mb.ca and will
be mailed.
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canadian Accredited | Broker (CAIB)

The Canadian Accredited Insurance Broker Course, developed by the Insurance Brokers Association of Canada, is a
nationally recognized course for those brokers looking to enhance their professional skills.

CAIB courses will familiarize brokers with the major coverages that generate 90% of premiums. As well as coverages,
the course also deals with the management of marketing and office operations and prepares the student for ownership or

management of an insurance brokerage.

COURSE CONTENT

CAIB 1

CAIB 3

A comprehensive introduction to the general insurance
industry and an in-depth study of personal lines coverages.
*Current Textbook (2005 Edition):

Introduction to General Insurance

Habitational Insurance

Other Habitational Insurance Forms and Endorsements
Farm Insurance

The Basics of Personal Automobile Insurance

* Building Towards Professionalism

Successful completion qualifies student to apply for a

Level 1 licence.

CAIB 2

A comprehensive study of commercial lines coverages,
including commercial liability, commercial auto, marine,
aviation, surety and risk management.

Current Textbook (2005 Edition):

* Commercial Liability — A Legal Perspective

The Commercial General Liability Policy

The Commercial Automobile Exposure

Ocean Marine and Aviation Insurance

Surety Bonds

e Risk Management

Successful completion of CAIB 2 and 3 qualifies student to apply
for a Level 2 licence.

CAIB 4

A thorough examination of commercial lines coverage,

including commercial property, crime and business interrup-

tion insurance.

Current Textbook (2007 Edition):

* Introduction to Commercial Property Insurance

*  Underwriting Commercial Property Insurance

* Commercial Property Insurance — Policy Forms

* Commercial Property Insurance — Additional Coverage
Forms

* Commercial Property Insurance — Miscellaneous Prop-
erty Forms

* Crime Insurance

* Business Interruption Insurance

Successful completion of CAIB 2 and 3 qualifies student to apply

for a Level 2 Licence.

PROGRAM OPTIONS

A sophisticated study of marketing management and office
operations of a general insurance brokerage.

Current Textbook (2006 Edition) Revisions are underway, a
new text will be introduced:

Brokerage Formation and Environment

Producer — Insurer Relations

The Job of Management

Financial Management

Technology and Broker Operations

Marketing Management

Building Long Term Relationships

Quality of Service Management

Sales Leadership

Database Management

Suggested Readings and Case Studies

Successful completion and two years as a Level 2 licensee qualifies
student to apply for a Level 3 licence.

Option A Discussion Group

Option C Online Tutorial (This is an optional study tool
to enhance your method of study)
e CAIB 1, 2 & 3 available online

2007/2008 Immersion/5-Day Schedule

Option B Self-Study
Option I - Immersion/5 Day Course:

CAIB 1 September 17 — September 22, 2007
CAIB 1 January 28 — February 2, 2008
CAIB 2 November 5 — November 10, 2007

CAIB 3 September 24 — September 29, 2007
CAIB 3 February 4 — February 9, 2008
CAIB 4 March 3 — March 8, 2008

Immersion Couse Location: The Canad Inns — 1824 Pembina Hwy, Winnipeg — Time: 8:30am — 4:30pm Mon-Fri
Exam: Sat. 9:00am — 12:30pm — Guest Room Reservations: (204) 261-7450 or 1-888-332-2623 — Room Rate: $82
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2007/2008 DISCUSSION GROUP SCHEDULE

Fall Semester Classes Begin Spring Semester Classes Begin
CAIB 1 Tuesday, September 11, 2007 — 6:30pm — 8:30pm CAIB 1 Tuesday, February 12, 2008
CAIB 2 Thursday, September 13, 2007 — 6:30pm — 8:30pm  CAIB 2 Thursday, February 14, 2008
CAIB 3 Monday, September 10, 2007 — 6:30pm — 8:30pm CAIB 3 Monday, February 11, 2008
CAIB 4 Wednesday, September 12, 2007 — 6:30pm — 8:30pm  CAIB 4 Wednesday, February 13, 2008

All fall discusion group classes will be held at Exam: Wednesday, May 7, 2008 (Students are automatically
Centro Caboto Centre enrolled for the exam at registration)

Exam: Wednesday, December 5, 2007 (Students are

automatically enrolled for the exam at registration)

CAIB Pricing CAIB & CPIB Examinations

Cost Per CAIB Course Pass Mark: 60 %
Program Option Member **Non-member Allotted Time: 3 %2 hours
[ Immersion/5-Day $690 $1,035 .
A Discussion Group $465 $697.50 Exam Result Analysis
B Self Study $465 $697.50 Exams may be remarked or reviewed by written request sub-
C Online Study Tool $24 Not Available mitted within one month of receiving your results.
(Course fee plus) (plus GST) * A ‘remark’ is a reevaluation of your exam score. Cost: $50.
* 12 week activation * A ‘review’ is an analysis of your exam that indicates
* CAIB 1, 2, & 3 available where you need improvement. You will receive a written
* Online re-enrollment  $38 Not Available report, but your exam will not be returned to you.
D Re-Enrolment — Cost: $75.
Discussion Group $100 $150
R Rewrite $75 $75 2006/2007 CAIB & CPIB Exam Schedule
Exam Date Registration Deadline
** The additional fee for non-members may be credited to member- December 5, 2007 November 9, 2007
ship dues within one year. February 13,2008  January 18, 2008
** While membership in the provincial brokers association is not a May 7, 2008 April 11, 2008
pre-requisite of this course, membership IS required for the use of ~ July 9, 2008 June 13,2008
the CAIB designation.

Course materials are sent once payment has been received.

CONTINUING EDUCATION CREDITS

Completion of each level of CAIB earns the student the following credits:

ICM RIBO

12 (Note: for CAIB 4 you may elect to receive either CAIB 1 5 Management, 18 Technical
General or Life credits) CAIB 2 & 3 18 Technical each
CAIB 4 15 Management

CAIB Honours Graduates are those who achieve mark of 80% when averaged over all of the CAIB exams, without a rewrite.
Each calendar year, the Manitoba graduate achieving the highest average mark receives an award and acknowledgment at the
Education Day Awards Luncheon.

WWW. | ba m.m bca for more informatio
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Education

canadian Professional | Broker (CPIB

The Canadian Professional
Insurance Broker is the senior
designation program developed by the
Insurance Brokers Association of Canada
and its member associations, designed
specifically for P&C insurance brokers.
CPIB is positioned at a senior level of
study with admission prerequisites

set as either CAIB, CCIB or AIIC/

CIP designations.

This program consists of three
disciplines: Personal Lines, Commercial
Lines and Broker Management. To earn
the CPIB designation, students must
complete three mandatory and any

CPIB COURSE OUTLINE

three of the elective courses in that
stream. Please click here to view the
CPIB Course Outline, with detailed
descriptions of each of the courses. The
program’s courses may also be taken
individually for general interest or
continuing education credits. Like all
IBAC designations the use of the CPIB
will be restricted to licensed property
and casualty insurance brokers who are
members or associate members of their
provincial/regional brokers association.
Non-members are welcome to take the
CPIB program and will receive a Certifi-
cate of Completion upon graduation.

The mandatory CPIB courses may
be taken in discussion group or dis-
tance learning formats.

Elective courses can be taken
through a university or college of the
student’s choosing; students then
apply to IBAM for a transfer credit
for an elective course successfully
completed. Similarly, students may
apply to IBAM for a transfer credit
for any elective courses already taken
at a recognized university or commu-
nity college prior to enrolling in the
CPIB program.

To learn more, visit www.cpib.ca

STREAMS
Personal Lines

Mandatory Courses:

Law & Ethics

Claims Management
and Administration

Advanced Personal Lines

Commercial Lines

Law & Ethics
Claims Management

and Administration
Advanced Commercial Lines

Elective Courses (choose 3 within stream):

Accounting /Finance
Marketing

Sales Management
Communications
Business Administration
Organizational Behaviour

Outline Key

Accounting /Finance
Marketing

Sales Management
Communications
Business Administration

*Risk Management

Broker Management

Law & Ethics

Claims Management
and Administration

Business Strategy

“Management Accounting
Marketing
*Human Resources
Communications
Organizational Behaviour
Business Finance
Management Information
Systems (MIS)
Sales Management

Brokers must complete 6 courses (3 mandatory and 3 elective courses) in their stream of specialization in order to obtain the
designation. The courses marked with an (*) are strongly recommended due to their relevancy.

COURSE QUTLINE

Claims Management
& Administration
e The Brokerage
and Claims Management
e The Human experience
of Claims and Communication
* Rights and Responsibilities
of the Insured
* Rights and Responsibilities
of the Insurer

* Rights and Responsibilities
of the Public

* Claims by Assignees and Third
Parties, The Claims Process and
the Legal System

* Bad Faith Claims and
Punitive Damages

* The Legal Systems and Claims,

Alternative Dispute Resolution and

Claims - a Brokers Perspective
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Advanced Personal Lines
* Building Self-Confidence
* Selling to Your Prospect Profile
e Beyond the IBC
Residential Forms
e Beyond the IBC
Residential Liability Forms
e Seasonal and Secondary
Residences
* A Home Based Business



COURSE QUTLINE (contmued)

Education

e Travel Insurance
* Risk Management in Personal Lines
* Underwriting .
e Case Studies o
Law & Ethics
e Basic Law / Business Law .
e Professional Ethics I
Ethical Principles and Issues .
e Professional Ethics II Personal and
Organizational Ethics .
e Insurance Brokers as o

Professionals at Common Law

CPIB courses are avaliable by self-study
Exam Date: December 5, 2007

The concept behind the Best Practices
Companion Program is to get principals
and key personnel away from your
offices so that you may make strategic
choices about the future of your
brokerage, which are essential to your
success. For maximum benefit to your
brokerage, we suggest that more than

PROGRAM OQUTLINE

Developing a Risk Management
Strategy For Professional Liability

Corporate Law

Brokerage in Business
— Insurance Brokerages and
Business Contracts

E — Commerce, Privacy Rights,
Legislation and Practice

Employment Contracts — The
Employment Relationship

Ad i il Li

Property

Liability

Miscellaneous Coverages
Financial Analysis
Financial Applications
Emerging Coverages

Risk Management
Proposals & Presentations
Sales

one person attend. You may choose
to send different representatives to
each module depending on their area
of expertise.

The program consists of five mod-
ules. Each module is presented in a two-
day seminar/workshop except for the
final module, which is completed in one

The Employment Relationship and

P Account Management
Termination

Cost: $465.00 Self-study

day. Module I deals with such things as
developing a Strategic Plan and Intro-
ducing Best Practices to your Staff;
Module II Sales and Marketing; Module
III Human Resources; Module IV
Operations and Financial Management
and Module V bringing it all together
and developing a business plan.

Module 1

Module 4

Participating in Best Practices Companion Program o

* Getting Started - A Company History
* Developing a Strategic Plan
* Introducing Best Practices to your Staff

Module 2

Operations Management
* Technology Management
e Financial Management

* Financial Operations

Module ]

Sales & Marketing
Sales Management
Producer Development
Carrier Relations
Customer Service

Module 3

Bringing Everything Together
The Planning Process

Creating a Brokerage Action Plan
Making Everything Fit

The Business Plan

Each module has been accredited for Continuing Education

Human Resources Management
Employment Law Issues
Employment Challenges
Building a Team

Credits (Cec’s) as follows:

ICM  Modules 1- 4 12 (Life or General)
Module 5 6 (Life or General)

RIBO Modules 1-4 12 (Management)
Module 5 6 (Management)

* The Best Practices Workshop program will be arranged
if interest arises.
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CUSTOMER SERVICE

For The Insurance Professional (CSIP)

Available to members only
Recognizing that delivering outstand-
ing client service is the foundation of all
that brokers do, this course examines
the broker’s role in client perceptions

of service; and it addresses how each
individual can add value for the client,
to the brokerage, and ultimately benefit
him/herself. It also delves into the work-
flows and work processes with an eye to
understanding how every action bears

a consequence that either positively or
negatively impacts delivery of service
and exposes, or protects, brokers from
E&O liability. Further, it introduces
participants to a number of industry
issues and trends and how they affect all
industry stakeholders.

canadian Certified | Broker (CCIB)

The CCIB designation denotes a
professional standard of excellence
towards which all insurance brokers
may strive. The CCIB sets a standard
of quality to merit public recognition
throughout Canada and to ensure that

In Manitoba, Continuing Education is
mandatory for all licensed general insur-
ance agents/brokers.

(:ontim_uingR _

Education Requirements

The annual continuing education credit

(CEC) hour requirements for agents/

brokers are as follows:

e 30 hours per year for Life Insurance
Agents

* 15 hours per year for Accident &
Sickness ONLY Insurance Agents

* 8 hours per year for General Insur-
ance Agents/Brokers

The program consists of the fol-
lowing four modules. There is no
final exam.

1. The Role of the CSR
* Client Service
*  Communication Skills
* Telephone Skills
* Business Etiquette
2. Adding Value to Your Brokerage
e Selling Skills
* Communication with Insureds
* Negotiating with Clients
e Time Management
3. Brokerage Operations
e Basic Automation
* Basic Office Procedures
* Renewals
*  Money Handling

the independent broker will continue
to flourish.

There is no formal course of study.
The program is rather a test of the
broker’s general knowledge and experi-

ence. It involves completing two prereq-

Continuine Education

4. Industry Issues
e The Broker and the Law
e Inadequate Coverage
e Coverage Termination
* Areas of Special Concern
(i.e. Fraud, Claims)

Program Delivery: In Office

* Each student must have a
mentor (senior staff person or
owner/manager) guide them
through the textbook. Mentor
Guidelines are provided.

*  Upon completion of each
module, the student receives 6
CECs and the mentor is awarded
4 CECs.

Cost: $120.00 per module

uisite exams and one final exam, which
may be done orally or as a written
survey exam.

Please contact the IBAM for an infor-
mation/registration package, or visit the
IBAM website www.ibam.mb.ca.

* 8 hours per year for Independent
Insurance Adjusters

* 4 hours per year for Auto-Only
Brokers

The annual continuing education credit

hour carry forward for agents/brokers is

as follows:

*  Maximum of 10 hours per year for
Life Insurance Agents

*  Maximum of 5 hours per year for
Accident & Sickness ONLY Insur-
ance Agents

*  Maximum of 4 hours per year for
General Insurance Agents/Brokers

*  Maximum of 4 hours per year for
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Independent Insurance Adjusters
*  Maximum of 2 hours per year for

Auto-Only Brokers
IBAM will provide you with an atten-
dance verification form at the end of
each continuing education seminar or
course. These forms act as your record
of attendance. When renewing or
reapplying for your licence you will be
required to list the seminars/courses
that you have attended and the CECs
earned. The Insurance Council of Mani-
toba will be performing random audits.
Be sure to keep your attendance verifica-
tion forms for audit purposes.



QUESTIONS AND ANSWERS

Education

What is the next step after

I've completed the Auto Broker
Technical Course?

CAIB 1 is the next logical step in your
career path. It will provide you with
a good introduction to the field of
general insurance with the focus on
Personal Lines products. Successful
completion meets the education
requirement to have your licence
upgraded to a Level 1 License.

How do I register for an IBAM
online seminar or course?

That depends on which seminar or
course you are registering for. If you
check the Online Education section
of this education calendar you

will find step-by-step instructions
on how to register for any of our
online offerings.

How do I register for other IBAM
seminats or courses?

Registration forms are available on
our website: wwiw.ibam.mb.ca under
Education or in this Education
Calendar. We have designed a generic
registration form, which you can use
to register for any IBAM, courses or
seminars, you will simply have to

detail the seminar or course that you
are registering for and complete the
relevant sections.

What if I have to cancel my

seminar registration?

Simply notify IBAM at least 7 days
prior to your seminar date and we
will be happy to grant a refund for the
amount of your registration fee less
the non-refundable administration

fee or a seminar credit for the full
amount. Credit will only be given for
substantiated medical emergencies
where the cancellation request is less
than 7 days prior to your seminar date.
No refunds or credits will be given

for a No Show, or for online seminars
or courses.

What proof do I receive to verify that I
have attended an IBAM seminar?
When you come to one of IBAM’s
seminars you must sign the registration
sign-in sheet. At the end of the session
an Attendance Verification form is given
out to each pre-registered attendee.
Keep all of your Attendance Verification
forms in a secure location as you may
be required to produce them for an
ICM audit.

How do I get my

examination results?

When you write your examination
you will be given a card with
information on how to access
your exam results on the IBAM
website (www.ibam.mb.ca).

The results are posted on the
website once the marking has
been completed. To ensure
confidentiality, results are posted
using student number only.
Results are also sent via ICS or
Canada Post and all envelopes are
stamped “Confidential.”

Do any IBAM Seminars/Courses
qualify for Life Insurance
continuing education credits?
Many of the online seminars qualify
for life credits.

The Best Practices Companion
Program, which has 5 modules,
is approved for 12 Life or General
continuing education credits per
module (except module 5 which
earns 6 CECs).

CAIB 4 also provides the choice
of 12 General or 12 Life CECs.

CPIB - Law & Ethics earns 12
General or Life CECs.

Ricoh 5510L
Fax/Print
cartridges.

RIGOL

Image Communication

Call Lexmark Laser Toner Specialists
DIRECT DATA
for special
IBAM prices on

e Lexmark
*OptraT

* Laser Cartridges are available at special

Call Direct Data for Fast Friendly
Service & Special Lexmark prices!

LEXM,\RK

ETuE=Srs i g
PRODUCTS LTD

165 A Garry St., Wpg.
sales / service Winnipeg 982-9400 or 1-800-370-9902
fax: 204-942-8700 www.directdata.ca

* Optra S
* Optra R

IBAM prices.

BROKERS

Do you have
an item for
our Industry
News section?

If so, please send it to

Rosemary at the IBAM office
(rosemarypoleshuk@ibam.mb.ca)
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Education

2007/2008 Seminars

_Thursday, October 11,2007

Priority Restoration/Steamatic -
225 McPhillips Street, Winnipeg
8:30am — 12:00pm

ICM 3

Cost: $80

Fundamentals of Water
Restoration — Part 1
This half-day session will enlighten
attendees on the hands-on techniques
that will give you the necessary
knowledge into the fundamentals
of water restoration.
Topics will include:
e Goals of Restorative Drying
e Water Damage — The Rules
e Professional Equipment and
Instrumentation
* Roles of the Key Players
* Mold Prevention

Presenter
Stephanie Beattie, IICRC, Certified
Instructor & Motivation Speaker

Stephanie is one of only five women
teaching for IICRC. She is the only
approved Canadian female instruc-
tor teaching in restoration categories.
Stephanie has a background of over
15 years in the disaster restoration
and cleaning restoration industry. Her
experiences in chemical and equip-
ment distribution, cleaning, restora-
tion and consultation allow her to
relate both practical, as well as educa-
tional assistance to contractors.

W Quality
W« Strategy
v Experience

“SOVERFIGN B2

GENMERAL INSURANCE COMPANY
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e

She has achieved the status of
Master Textile Cleaner, Master
Water, Master Fire and is certified
in all divisions of IICRC. Stephanie
serves on the certification board
and is a committee member for
Odour, Health and Safety, Applied
Structural Drying, Water Damage
Restoration. She also serves on the
task force for revision of the IICRC
S500 and development of IICRC's
Mold Remediation Standards.

Thursday, October 11, 2007

Priority Restoration/Steamatic - 225
McPhillips Street, Winnipeg

1:00pm — 4:30pm

ICM 3

Cost: $80

Fundamentals of Water
Restoration — Part 2

This half-day session will cover the
major causes for restoration and
disaster clean-up and prevention.
Topics will include:

e Asbestos in 2007

e Oil & Fuel Spills
e Skunk Claims

e Fire Damage

e Odours
Presenter

Stephanie Beattie, IICRC,
Certified Instructor &
Motivation Speaker

Committed to serving
Independent Insurance Brokers
in Manitoba.

www.sovereigngeneral.com

Suite 1009, 201 Portage Avenue, Winnipeg, MB R3B 3K6
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*** Attend the full day - The Fundamen-
tals of Water Restoration Fart 1 & Fart
2 at a discounted price of $120 and earn

6 CECs. Lunch will be included for those
who attend the full day sessions.

Canad Inns — Fort Garry —
1824 Pembina Hwy, Winnipeg
9:00am — 12:00noon

ICM 3

Cost: $80 — includes lunch

Best Practlce Symposium —
Salary Review

This session will concentrate on aver-
age industry salary range(s), how salary
ranges can be used to attract new
people to our industry and employee
incentives. Best Practice Brokers will
be surveyed prior to the session and
results will be discussed and utilized at
the meeting. This session will be open
to any Best Practice Broker graduates.

Presenters

Brent Gilbert, B.Ed., CCIB, is Presi-
dent and CEO of Stewart-Greenslade
Ltd., a P&C insurance brokerage in
Portage la Prairie. Brent has been broker
since 1978. He is Past-President of
IBAM, Past-President and Governor of
IBAC, Past-Director of CSIO, Past-Chair
of IBAC’s Professional Development
Committee, and he spearheaded the
re-write of the CAIB course of study in

4-982-1260 Fax: 204-947-3170
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1992. He has also been an instructor and
seminar leader for many IBAM courses.
Dale Rempel, P.Ag, CIP, CAIB
has been President of Rempel Insurance

Brokers in Morris since 1988. He is a
Past President of IBAM, Past-Chair

of IBAC’s Professional Development
Committee, co-Chair of SRE/IBAM,
sits on the MPI Autopac Standards
Committee and the MPI Strategic
Initiative committee, and is an [BAM
representative on the Insurance Act
Rewrite. Dale was instrumental in
IBAC’s CPIB Sales Course development.

Centro Caboto Centre, Winnipeg
9:30am — 12:00pm

Victoria Inn, Brandon
10:30am — 1:00pm

ICM 2, RIBO 2 (Technical)
Cost: $55 (Light lunch included)

Identity Theft

Identity theft is a growing concern.
Learn how to protect yourself and
your clients. This presentation will
cover types and methods of 1D

theft; issues facing companies and
individuals; and protection strategies.

Presenter

Cst. Dan Bell has been a Winnipeg

police officer for 21 years. He is cur-

rently assigned to the Crime Preven-
tion Section and oversees the Coun-
teraction Business Crime Prevention

Education Program.

Canad Inns — Fort Garry, Winnipeg
8:30am — 12:00pm

ICM 3, RIBO 3 (Technical)

Cost: $80.00

Commercial General Liability
This session will be of interest to any
broker wishing to better understand the
Commercial General Liability Policy:.
Attendees will be introduced to tort law,
contract law and statute law to better
understand how clients can be held
responsible for their negligent acts, and
when the Commercial General Liability
Policy responds to this accountability.
The seminar focuses on the terms
and conditions of the Commercial

General Liability Policy — its coverages,
limits and exclusions. Participants will
study the wordings and apply what
they have learned by working through
some real life situations.

Presenter

Wayne Vokey, B.Voc.Ed, FCIP, CRM
is an educator and insurance consul-
tant who delivers successful courses
and seminars throughout Canada and
extensive experiences as an evening
class instructor.

Education

Canad Inns — Fort Garry, Winnipeg
1:00pm — 4:30pm

ICM 3, RIBO 3 (Technical)

Cost: $80

Business Interruption

This session will interest anyone
wanting to take the mystery out of the
various business interruption word-
ings and to discuss, with confidence,
this often-misunderstood insurance
topic with their clients. Attendees

Have you
ever heard
such a
claim?

oy
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Education

2007/2008 Seminars (continued)

will be introduced to the function and
purpose of the most popular types of
Business Interruption and Business
Income forms in use today and will
work through examples to reinforce
the concepts discussed in the presen-
tation. The seminar concentrates on
identifying the need for this coverage.

Participants review the various forms
available in the marketplace in order
to select what will best suit their
clients’ needs.

Presenter
Wayne Vokey,
B.Voc.Ed., FCIP, CRM

New
Commercial
Rates
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Visit us online at www.ifs-finance.com or

contact one of our friendly customer service
representatives at 1-800-565-1153
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f' IFS has created flexible, Innuvatlve ﬁnan:lng 1
L plans to meet your commercial client's needs.
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Tuesday, February 12, 2008
The Victoria Inn, Brandon
8:30am — 12:00noon

ICM 3, RIBO 3 (Technical)
Cost: $80

Personal Liability

This seminar focuses on legal prin-
ciples, definitions and concepts such
as liability of parents for acts of their
children. It will also focus on cover-
age, definitions, persons and premises
insured as well as the general exclu-
sions of the comprehensive personal
wordings and how they might differ
among insurers. Participants will
study the Canadian legal system

and its concepts, as well as the
Comprehensive Personal Liability
section applicable to most personal
lines policies.

Presenter
Wayne Vokey, B.Voc.Ed., FCIP,
CRM.

Tuesday, February 12, 2008
The Victoria Inn, Brandon
1:00pm — 4:30pm

ICM 3, RIBO 3 (Technical)
Cost: $80

Commercial General Liability
This session will be of interest to any
broker wishing to better understand
the Commercial General Liability
Policy. Attendees will be introduced
to tort law, contract law and statute
law to better understand how
clients can be held responsible for
their negligent acts, and when the
Commercial General Liability Policy
responds to this accountability.

The seminar focuses on the terms
and conditions of the Commercial
General Liability Policy — its coverages,
limits and exclusions. Participants will
study the wordings and apply what
they have learned by working through
some real life situations.

Presenter
Wayne Vokey, B.Voc.Ed., FCIP,
CRM


http://www.ifs-finance.com

_Wednesday, March 12,2008

Centro Caboto Centre
8:30am — 12:00pm

ICM 3, RIBO 3 (Technical)
Cost: $80

Perils & Pitfalls

This seminar is for Personal Lines CSRs in their first 7
years of their career. Also good as a refresher for those who
have been out of the personal lines business for awhile. It
will cover basic policy construction and include a claims
workshop. Learn steps to take when providing coverage.
Learn what basic steps should be taken when presented
with a claim inquiry or claim notice.

Presenter

Ken De Decker, CIP, CRM began his insurance career

in 1982 in Winnipeg. He has held positions of increasing
responsibility in the underwriting departments of major
P&C insurers. He spent four years with a Commercial
Broker in Winnipeg. Ken became a CIP in 1991 and obtained
his certificate in Risk Management in 1994. He is a board
member of the Insurance Institute and a presenter of many
seminars for industry groups and associations. His present
position is with Aviva Insurance Company of Canada as the
VP Operational Pricing & Analysis, Scarborough.

Education

_Wednesday, March 12,2008

Centro Caboto Centre
1:00pm — 4:30pm

ICM 3, RIBO 3 (Technical)
Cost: $80

Condominium Insurance

So much to know, so little time. Anyone who has
attended Ken’s seminars knows that that will definitely
leave with a better understanding of the topic. This
seminar will appeal to brokers wishing to gain a better
understanding of condominium insurance. Topics
covered include insurance on The Condominium Act,
condominium corporations, condominium building and
unit owners’ forms.

Presenter
Ken De Decker, CIP, CRM.

**Additional Seminars will be added throughout the
year. The Young Broker hosted Education Day will be held
on November 16, 2007. (For more information see pages
10-11) Four seminars will be held throughout the day. The
IBAM Conference will be held on April 30, May 1 and

May 2, 2008.

Our Western Regional Offices provide
“Your LINK to Specialty Insurance”

With Over 40 Years of Intermediary
Service to the Brokers of Canada

We are here to Help Brokers place
Coverage for their Hard-To-Place Risks

Hard-to-place Property — Hard-to-place Casualty
Builders Risks — Roofers — Jewellers Block
Rooming houses — Rental & Vacant Dwellings
Paintball/Laser games — Security services
Professional Liability (E&O) — Medical Malpractice

“We provide Professional Insurance
Underwriting and Marketing through
Service, Integrity and Stability”

A National Company with Regional Offices in
Toronto, London, Burlington, Quebec City, Edmonton, Vancouver

Fax: 1-877-FAX 2 SWG
(1-877-329-2794)

Visit our Website www.swgins.com

Iy are pleased
QRRGRRCe e
appanimeni of
Nikikd Mfakere as
fndivicdhal Product
Lol i)

W BLUE CROSS

Wi Fas Dean wilth
Wanidohy Dl Croas
fpr fgur years,
wibially s Cunbormeer
Eorico Aep and

A von have apineitionts
Ploaise cowlact NikkS af

Wt aon Enefedent Mk LT e

will become @ valuable
Fhoaah [l you

4 S v e w8 e ww P
It i ———_——

The Manitoba Broker | SEPTEMBER 2007 | 37



http://www.swgins.com
http://www.mb.bluecross.ca

Business Corner

Aligning sales and

marketing for dynamic growth

ne of the most intriguing issues
O that surfaces when working

in organizations is the lack of
effort to align sales and marketing.
There are numerous companies that
have sales and marketing groups that
refuse to even talk or dialogue with
each other. It is equally amusing that
the leaders of these companies do not
understand why their sales results are
below expectations. There is a simple
solution — align the sales and market-
ing teams.

The lack of understanding about

the role of marketing leads to commod-

ity building practices and price cut-
ting activities. Individual sales people
create their own issues and challenges
by doing things like: selling to a non-
buyer; selling to the wrong type of
customer; and not understanding what
the customer is willing to buy. Market-
ing people understand the principle of
niche marketing, yet, seldom educate
sales people of what problems their
products solve. Therefore, opportuni-
ties are missed as sales people chase
the sale rather than the account.
When both sales and marketing are
aligned you get a more focused sales
process that is aligned with the buyer’s
buying cycle and success is created. In
fact, companies and individuals that
have aligned their sales and marketing
practices have experienced significant
growth — both in sales and margins.
An example of one individual who
has aligned both sales and market-
ing is Stanley Mills of Crye-Leike
Real Estate. Back in the late
1980s, Stan discovered comput-
ers and customer databases.
Not only did he discover these
instruments of increased produc-
tivity, he embraced them as a
tool to develop relationships
with his growing customer
list. Using birthdays and
anniversaries and holidays
and anything else that
would create a customer con-
tact or touch — he made certain
that his customers remembered him.
Most importantly, the consistent con-
tact created a top of mind awareness

~ —Real Estate equaled Stanley Mills.

L,—\
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By Voss W. Graham

His referral business grew to the point
that he hired people to do his adminis-
trative work (on his payroll) so he could
sell real estate.

Here are four keys for aligning mar-
keting and sales:

Recognize that

a customer database is

one of your greatest assets

If used properly, it will provide you
with on-going business, trend analysis,
an ideal customer profile and a never-
ending supply of referrals. You must
understand that a true customer data-
base is not a Rolodex file. A Rolodex
file is a contact lookup file. A customer
database is an interactive source of new
business, trends analysis, customer
opinion source, credibility machine and
most importantly — repeat business.

A good customer database cultivates
both prospects and existing customers.
It can be used to automate the con-
tacts of a prospect or customer — using
different channels of communication.
Phone calls, emails, newsletters, faxes,
case studies, testimonials, catalogs,
giveaways and anything else you can
create, can be delivered to your custom-
ers or prospects on a regular cycle. This
creates top of mind awareness for you.
Your customer or prospect’s mind is a
special link for you to nurture.

Realize that

the ‘good old days’ are gone
You need a process that can create
credibility for you and a business
relationship for finding and devel-
oping new business. In the ‘good

w'&
F@/ |
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old days,” you could walk into a
business office and see a buyer or
decision maker and make a sale.

At a minimum you could call someone

and actually talk to

how to leave effective messages on

voice mails that actually get returned.

Additionally, marketing savvy sales
people have learned to leave different

Business Corner

from your clients now ‘protect’ e-mail
boxes. You must learn the words that
don’t work in the subject lines for
spam filters and the ones that create a
positive count helping

them on the spot. You
could qualify a pros-
pect, get an appoint-
ment, and set up a pre-
sentation or showing,
or get a sale on a phone
call. Today, you cannot
get within a hundred
yards of the corporate

“Opportunities are missed as sales people
chase the sale rather than the account.”

get your email into the
customer’s inbox.

Put more effort

in on the sales end
Aligning sales and
marketing requires
more sophistication
from the sales

building due to fences,
gates and guards. And

worst, you cannot call anyone with-

out the dreaded voice mail.

People who have aligned their sales

and marketing efforts have learned

messages using customer specific issues
to drive a return phone call. Then there
is also the email issue. ‘Spam blockers’

that are designed to keep you away

s
I b T
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J.M. Johnson Insurance Brokers working hard to know their clients.

person. Because the
alignment process
is simple, but not necessarily easy;,
it requires effort. This effort comes
in the form of studying four areas.
The first area is studying your
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Business Corner

profession. As a professional, it is

a given to study sales if you are in
sales; study management if you are
a manager; study marketing if your
job is marketing. Learn what is new
and what trends are ‘in play’ in
your profession.

The second area of study is learn-
ing about your industry. You must
know the language; how things
work; and what new trends are driv-
ing the market. Look to your trade
associations and use the Internet to
research the latest news.

The third area to study is busi-
ness. How do your clients or custom-
ers make money? What business
terms are important to you, your
boss or the customer? Business
acumen is the term that savvy busi-
ness people are using to describe this
knowledge base and how to use it in
the field. This is a primary issue for
people who are considered “consulta-
tive sales people.”

And the fourth area of study is
your customer. Superior sales people
know more about their customer
than the customer knows about

. || I.I”.I |
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AURORA

Undereriting Services Inc

Aurora Underwriting
Services Inc.

570, 10310 Jasper Avenue
Edmonton, AB T5J 2W4
Tel: (780) 442-2240
Toll-free tel: (866) 328-1314
Fax: (780) 428-8143
Toll-free fax: (866) 428-8143

Commercial
Wholesale

BROKER
FOR BROKERS

Property * CGL (incl. Truckers)
Cargo * COC ¢ Umbrella/Excess
Auto Physical Damage (incl. Logging)
Special Events * CEF ¢ Aviation
High Value Homes ° Fine Arts * Cross Border
* Product Recall *Stand Alone Crime

Please visit our website at
auroraunderwriting.com

himself or herself. There are several

methods to learn about the customer.
The most important method is
simply asking questions and listening
to the customer’s answers. Simple is
not easy for most sales people relative
to asking questions. Why? Because
they are too busy talking and tell-
ing the customer what they need
rather than asking good questions
and have the customer participate in
the solution.

Become a

businessperson that sells

You can make a major difference in
your sales success when you have

the confidence to be a businessperson
that sells. Business people adopt the
YOU concept by becoming Youthful,
seeing the Opportunities that present
themselves to you, and knowing that
Understanding is the connection piece
of the puzzle.

Make yourself or your company
into a revenue growth machine. It is
simple. Align the sales and marketing
efforts and watch your results grow
and grow and grow. #

About the Author: |

Voss Graham is the founder and
CEO of Inneractive Consulting
Group, Inc. As the author of Three
Games of Selling, he works with
companies across the country

to develop and hire successful
sales teams with above average
performance. Voss is a seasoned
sales veteran who has worked
with companies such as Inter-
national Paper, The Memphis
Group (a Division of GE) and
Alcan Packaging, the United

Way and Sara Lee Foods. For
more information, please email
voss@inneractiveconsulting.com,
or call 901-757-4434.
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If your customer needs a rental car after

an accident or thelt, pick Enterprise
and experience the difference.

» (ireat selection of newer vehicles

» Direct bill MPI

* Free pick-up from home, office or repair shop
» 16 convenient locations throughout Manitoba

Endorsed By ’:f.f

Just dial 1 goo rent-a-car.
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Canada WorldWide

VY VY@

Underwriting Agencies Inc.

Commercial Property Capacity & CGL / OLT

® Manufacturers

® Vacant Properties

®m Bed & Breakfast

® Unoccupied Buildings ® Mortgage Impairment m Jewellers Block
m Resource Industries ® Host Liquor Liability ® Recycling Plants
BE&O ® Professional Liability ® Marinas / Resorts Risks

®m Woodworkers
® Builders Risk
® Hotel / Motel
® Restaurants, Bars, Pubs

®m TechProtect™ B Esurance™

® Contractors Equipment
® Foreign Risks

m Stand Alone CGL

® Cargo / Auto Physical Damage  ® Kidnap

® High Value Homes
® Yachts
® Rental / Rooming Houses

®m Oil / Gas Contractor

Locations across Canada to serve you:

Canada WorldWide Underwriting Agencies Inc.
#100 - 1400 1st Street SW
Calgary, Alberta T2R 0V8
Phone (403) 263-4666 * Fax (403) 237-9976
Toll Free 1-888-263-5146

Contacts: Russel Morrison, Lorna Hetherington,
John Taylor, Tracie Morine, Linda Moorkens

Canada WorldWide Underwriting Agencies Inc.
2 Norfolk Street South
Simcoe, Ontario N3Y 2V9
Phone (519) 428-1688 + Fax (519) 428-6307
Toll Free: 1-866-401-3858

Contact: Darlene Nicholls

Canada Mondial Agences de Souscriptions Inc.
300, Rue St. Sacrement, Suite 320
Montréal, Quebec H2Y 1X4
Phone: (514) 844-2541 « Fax (514) 843-5926
Toll Free: 1-888-840-2541

Contacts: Richard Belanger, Lucie Pahno, Alain Matteau

Canada WorldWide Underwriting Agencies Inc.
920 Young Street, Suite 602
Toronto, Ontario M4W 3C7
Phone (416) 925-2793 « Fax (416) 925-7260
Toll Free: 1-888-745-5502

Contact: Ilias Tsintsilonis

www.canadaworidwide.ca

INSURANCE UNDERWRITING PROFESSIONALS
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200/ GOLFDAY

HAVING FUN

IN SUPPORT OF THE RAINBOW SOCIETY

This year’s edition of Golf Day on Wednesday, June 13 proved to be an extraordinary success. Not only did participants enjoy a
wonderful day on the links at St. Boniface Golf Club, the annual event also raised $1,000 for The Rainbow Society.

Lowest Scramble Team (L-R) Mace Mazur, Scott Feasey, Rick Downey, Most Honest Team (L-R) Kurt Gutoski, IBAM’s Dave SGhmIer presenter
Brian Ormel of Boyd Auto Body & Glass (winning team sponsor) and of most honest team prizes, Arlene Fleming, Tracey Stoppler and
Stewart Bannatyne. Jen Ramjohn.

Winner of the Mens Longest Drive Contest — Mace Mazur, Ranger Winner of the Ladies Closest to the Pin Contest —
Insurance with Golf Day Chair Dean Postlewaite, Reno Insurance. Keris Lynn Dick, McMillan Insurance.

Winner of the Putting Contest, Kathleen Kolt (Horizon Leipsic Leilani Kagan, President of The Rainbow Society,
Insurance), middle, with The Rainbow Society’s Leilani Kagan and Joe expresses appreciation.
Smeets of Advance Electronics, sponsor of the Putting Contest.
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IBAM Golf Day 2007

Winner of the Mens Closest to the Pin Contest —
Morley Sigvaldason, Sigvaldason Insurance.

AVIVA’s Dale Kein was Lowest Individual Golfer.

Testoring your proce of mind”
remicr
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FaREL Disaster Kleenup
24 HOUR EMERGENCY SERVICE

WIOWISE e mcuriaredic.ca

Wirinipeq, Manitoba
[ 5 LT ] wrarw prprnigrpdie
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' ’ Fax: [10d) TE)4184
Winner of the Ladies Longest Drive . Toll Free: (B88) 315-9239

Contest — Treena Piasta, SMI.
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200/ GOLFDAY

OUR BROKERS ARE #1

SMI is committed to the INDEFENDENT BROKER.
When selecting a market for vour client choose SMI,

the company that supports the
INDEFENDENT BROKER SYSTEM 100%.

Auto * Commercial = Hahitational = Farm

SASHATCHEWAN MUTUAL INSURANCE COMPANY

Security of Service Since 1908
www.saskmurtual.com
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24 Hr Emergency Service Dacument Fresze-Drying

Full Fack-0ul Serice Content cleaming and restoration
State of the art plant Electronics restoration

45 000 sq ft warehouse Liitrasonie cleaning

CRC corblied in Fire, Waler and Mould Rermediation ﬂ @l
Bl Complets Residentisl and Commarcisl Building Restoration $
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225 McPhillips 51, Winnipeg, MB @
info@@priontyrestoration com [
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Wi steamaticwinnipeg.com

The Manitoba Broker | SEPTEMBER 2007 | 45


http://www.steamaticwinnipeg.com
http://www.steamaticwinnipeg.com
mailto: info@priorityrestoration.com

46 | SEPTEMBER 2007 | The Manitoba Broker

EXPERT. EASE.

Lef our expensnce work for you

Fihan you work wath Crevicrd & Company (Canada), you gaen Bhe sxperencs thad only an
axpan can bring. Providing ingaghfiul, customized clanmg: managsmant soluborg sincg 1941
Wl ANE DOMIMTed 10 Droyvdesg Sraeldrs that are focused on altenicn 1o detad and carried
DL SN ISRy

Since we have & 90% smployes salisfacthon mbs, and an Fvermgs employes siays with us
for 10 yeams, you can be s Cramford peolessicnals will put theesr sxperenos o work for
wol, providing breakihrough solubong with speed and ROCLFRCY

Call 1-888-534.8765 or emad infodDorawod o 10 learn how our Sxpersncs can work for you

AL ot
GCrawiord

wownw crawiordandcompany.ca



http://www.crawfordandcompany.ca
http://www.crawfordandcompany.ca
http://www.crawfordandcompany.ca
http://www.crawfordandcompany.ca
mailto: info@crawco.ca

2007 GOLFDAY

i I A ] ™
Life isn't fair, why should business be?
It is possible to gain an unfair advantage over your competitors.
Technobgy esals loday thal was rol svslable to smal snd medium sized compansss sl & lew years ago
Cumiomel Relatonship Management sysiema fnaly delver on the promises T [T indusiny Fas been maiing for year
Companies big and small are sesing immaedate benalis. ke
* Dhisciniieid oyl npuli and coati * inip e PSRty
" Dhincf dadiieba] W B B S POy COoS. " Enhanced oross seling. upseling, and racking
" Agdnmabon of basness processes  what leads o =24 x T onlted CUmlnial il Sarica
- P e Gusksy " i oeeesd L QANCEbOnN ity
Ferver nioey, deleciy andl Drversphin * Mg, anywhecs SSOees G almout ey device
- Piriitid® PuiiTulodsrd e peoftabelty
ulECEn e 12 0em B0 ST * The papeciew: oSy’
- [ rianspd cundomer sTperaeop
SYSTEHS e are Manitoba based, with an internaticenal reputation bor eaoeiemie.
Wikl ud onling, or call 204,480, 9772 o find cul how pous Can fdan your Sdvanisgs.
BUSINESS PROBLEMS, SOLVED, w2 1Errid il o _.lii

The Manitoba Broker | SEPTEMBER 2007 | 47


http://www.21crmsystems.com

48 | SEPTEMBER 2007 | The Manitoba Broker




CANADA'S LEADING SOURCE
FOR UNDERWRITING
SOLUTIONS

an-Sur
Underwriting Ltd.

» Builders Risk/COC — up to $50M Capacity
» Wrap Up Liability — up to $50M Capacity
» Excess Liability

» Standard P&C Risks

» Subscription Policies _
» Hard-to-place Property Risks 3
» Hard-to-place Liability Risks
» Professional Liability 4
» D&O Liability i
» Package Policies ]

For full product information and applications, please visit our website at:

WWW.CAN-SURE.COM

Sulte 730, 800 W. Pender Street = Vancouver, BC - VE&C 2VE
Phone: c04-685-6533 = Toll Free: 1-877-685-6533 Fax: 604-685-6554


http://www.can-sure.com

Future of the

INDEPENDENT BROKER CHANNEL

By George Cooke, President & CEQ, The Dominion of Canada General Insurance Co.

ately, I have heard much dis-
cussion regarding the political
strength of broker associations.
Without question, politicians listen
to brokers, and if you really think
about it, it is easy to see just why:.
Politicians will always listen to
those who have influence in their
communities. Why wouldn’t they,
since community support is necessary
to be elected or re-elected? The most
significant factor in this perception of
influence is the level of community
involvement, in business and philan-
thropic organizations that is typical
of insurance brokers across Canada.
Brokers are seen as making mate-
rial contributions to the prosperity
and wellbeing of their communities
by operating successful businesses,
providing employment and giving
their time and financial support to
community organizations. They
are viewed as a beneficent force for
consumers’ interests because they and
their reps listen and talk to literally
millions of Canadians every year. As
a group and as individuals, insurance
brokers are perceived as having a cred-
ible and legitimate voice in advocating
the interests of their clients and insur-
ance consumers in general. From the
interests of big business located out-
side local communities, independence,
real and perceived, helps as well.
Therefore, is it any wonder that,
when acting collectively with a
common objective, brokers are seen as
a force to be reckoned with?
Insurance brokers have built
this level of trust and perception
of influence by being involved.
Those brokers who are not involved
ultimately won’t matter. They can
rest on the laurels of those who
preceded them for only so long.
Without local political strength
derived through visible local
presence, future Bank Act changes,
regulatory intrusion or product
enhancements will take place
without their voice being heard.
Consideration of brokers’ interests

only gains the necessary strength
when it is aligned with the interests of
consumers who are also voters.

Insurance brokers have proven they
are a force to be reckoned with beyond
the political arena as well. Distribu-
tion changes in other jurisdictions were
lauded as an imminent and pressing
danger to their survival. Bank assurance
and direct sales were the way of the
future, and those who thought otherwise
were dinosaurs doomed to failure.

Now, many years later, brokers remain
a strong and highly valued distribution
channel in our marketplace. In fact,
brokers are so strong and highly valued
that insurance companies are falling over
themselves to get in on the action. If you
can’t beat them, join them — or similar
logic, appears to be the new order of the
day. More accurately in the Canadian
context, if you can’t beat them, pretend
you are them!

Even as growth or direct or quasi-
direct sales encroaches on what has
historically been the brokers’ share of the
market, brokers today continue to have
all the tools and clout to maintain and
gain market share.

Independent brokers have built a
strong brand based on the goodwill
they enjoy with consumers, and this
goodwill has been painstakingly built
by generations of brokers. Consumers
and communities have been well served
by their efforts, and the loyalty insur-
ance consumers have demonstrated to
the brand is a testament to this. The
independent broker brand, based on
a ‘core competency’ that cannot be
replicated, would be the envy of any
Fortune 500 company.

As a group, insurance brokers have
enormous clout because they, collectively,
retain control of the market.

I will never be convinced that consum-
ers are better off when they buy from a
direct insurer, no matter how good they
are or how they present themselves.
Brokers play a critical role (individually
and as a group) that keeps the system
working in the interests of their clients
and insurance consumers in general.
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Last year, I observed that one of
the most important questions to con-
sider in predicting the future of the
Canadian marketplace was the degree
to which insurance brokers would
participate in the survival of their
own channel. That question remains.

Brokers have options. They can
rely on advice from many quarters,
even those who prosper from the
failure of the channel. They can
allow themselves to be convinced
by those who predict that, once
again, the future of their channel is
limited, doomed, not economically
feasible or whatever fear tactic is
in vogue at the moment. They can
buy into the idea that consumers are
driving the demand for direct sales.
They can ignore the efforts to shape
consumer demand and accept the
idea that responding to consumers
buying preferences through innova-
tion inside the broker channel just
can’t be done. They can even be
benefactors to their competitors by
sharing the goodwill they’ve earned
with consumers.

There are other options, however.
Independent brokers can use their col-
lective influence to limit the market
advantages they are currently conced-
ing to their competitors. They can get
involved and stay involved, in their
communities and in their associa-
tions, using their talents and clout to
increase their market share. They can
reclaim their enthusiasm and confi-
dence in the channel by believing in
their value and their ability to deliver
a better deal to consumers. They can
accept the value they add to their
communities and acknowledge that
this, in turn, is valued by their neigh-
bours. They can recognize the power
they have and use it.

I don’t have to spell out the
options I'd suggest you choose. The
future of the independent broker
channel is in your hands. For many
reasons, and for the sake of Canadian
communities and consumers, I hope
you choose wisely. #




PROFILE: Red River

Red River Valley Mutual Insurance Company
celebrated the Grand Opening of its expanded
head office building in Altona on June 26. Over
500 people took part in guided tours of the new
3,400 sq. ft. two-story addition along with the
existing 10,000 sq. ft. building that has under-
gone extensive renovations.

President and CEO Harv Heinrichs says Red
River has grown to become the third largest prop-
erty insurer in Manitoba. This is quite a feat when
one considers there are over 90 other insurers
competing for this business.

This hasn't happened overnight. Heinrichs
feels that being a Manitoba-based mutual
(policyholder owned) company has helped Red
River grow. Mutual companies are owned
by the policyholders they serve, and are dis-
tinctly different from stock insurance companies.
Shareholders of stock insurance companies
expect a return on their investment. These firms,
therefore, are profit driven to satisfy sharehold-
ers. Mutual firms are more focused on providing
a service to policyholders at the lowest cost
possible. However, mutual companies also strive
to earn a profit to build reserves in support of
continued growth. These profits arent paid out
to shareholders, but remain in the company
as reserves. A mutual company will consider
rate reductions if their reserves exceed
regulatory requirements.

expands head office

Red River derives all of its business from some
150 independent brokers located throughout Mani-
toba and Saskatchewan. It has over 55,000 clients.

Today, Red River has a staff of 46 and writes in excess
of $45 million in premiums. There are 13 CIPs on staff.

The company strongly encourages and supports staff
members in pursuing professional education.
Red River has a dedicated staff who are readily

available to help the firm's brokers and clients when

the need arises. This is often not the case when you
deal with a multi-national entity, where you may
be speaking to a call centre located anywhere in

Red River policy holders salute the renovated
head office at the Grand Opening on June 26.

the world. Red River employs 36 at its Altona
head office. It also has a claims and marketing
office in Winnipeg with five employees. Four
other claims adjusters and a marketing rep work
out of their homes in Brandon, Steinbach and
Moose Jaw, Saskatchewan.

Heinrichs says Red River is in a better financial
condition today than at any other time in its
history. Red River meets all regulatory reserve
requirements and policyholders will be happy to
hear that the company has reduced most policy
premiums by increasing some package discounts.

On-line Canadian Insurance Forms

Reference Library

The Insurance Wording

-") iaccess ifc.ca

Resource's Insurance Forms Reference

Library is now available on the Internet.

+ Easy on-line access
+ 800+ Auto Forms
+ 400+ Property Forms

+ Latest Updates Section
= Sparch
* Wipw

# 300+ Miscellaneous Farms  # Print a “samiphe”

For membership fees and downloadable membership form

call 416-285-1700 or

visit iaccessifc.ca and click on Become a Member

The Insurance Wording Resource
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The Only Thing
They'll Miss Is You

Try Houscguard
Housesiters, Whether

you're away for a
weekend...or weeks, we'll
make sure the only thing
yvour pet could possibly
Miss...is you.
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668-39200
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Industry News

Gladstone celebrates
125th anniversary

On the weekend of August 11-12,
the Town of Gladstone celebrated its
125%™ anniversary with events such
as a fair and a rodeo. IBAM brokerage
member Broadfoot Fraser Agencies
was prominent at the parade that
took place on Saturday, August

11. Watch for more on this active
business in the next issue of The
Manitoba Broker.

Portage Mutual Golf Day

Portage Mutual Insurance held its 2007 Golf
Day on Monday, August 20, 2007 at the
municipal golf course in Portage la Prairie. A
good time was had by all, as indicated by this
fearsome foursome:

(L-R) Ron Leclerc (Premiere Disaster Kleenup),
Kent Spraggs (JDS Adjusters), Doug Fast (Manitoba
Insurance Group), and Randy Owens (Portage
Mutual Insurance).

Insurance Industry
BE LFOR . 8th Annual Golf Tournament

June 22, Wheat City Golf Course,

Restoration Services Brandon MB

e 24 Hour Emergency Service  Carpet Cleaning

* Fire & Water Damage Repair  Contents Inventory & Repair
» Content Removal & Cleaning Specialists

* Mold Removal Specialists * Residential & Commercial

* Impact & Vandalism Damage Repair « Single-Source Responsibility
* Document Reprocessing « Electronics Cleaning

WINNIPEG

801 Berry Street, Winnipeg, MB R3H 0S7
774-8186 (24 hours) Fax: 774-4890 =

TOLL FREE 1-877-774-8186 (L:B) Dale Rempel, Lori Cumming (MPI),
www.belfor.com Dave Schioler and Bruce Haggart (MPI)
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AIKINS

Insurance Law

AIKINS INSURANCE LAW PRACTICE GROUP

ROD E. STEPHENSON, Q.C.
DARYL J. ROSIN
WILLIAM K. A. EMSLIE
TED E. BOCK
DAVID M. WRIGHT
BRENT C. ROSS
CLAY M. PURVES
ROBERT G. TETRAULT

Our Insurance Law Group provides advice and services in respect of coverage,
subrogation, first party and third party claims, casualty and property insurance,
arson and fraud, products liability, professional negligence, directors’ and
officers’ liability, construction, class actions, commercial gencral liability,
aviation and a variety of special risks,

The Insurance Law Group also assists its clients in making representations to the
Superintendent of Insurance and various levels of government with respect to
proposed changes in insurance-related legislation and regulations.

Aikins, MacAulay & Thorvaldson LLP is Manitoba's oldest and largest law firm

and provides a full range of legal services to local, regional, national and
international clents.

r Commodity Exchange Tower

Winnipeg, MB AIKINS, MACAULAY & THORVALDSON LLP

www.aikins.com
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Reach our Advertisers

Company Phone Website

21 CRM Systems 47 204-480-9772 www.21lcrmsystems.com
Access Premium Finance Inc. 2 877-826-2274 www.albertafinance.com
Advance Electronics 55 204-786-6541 www.advance.mb.ca

AIG Credit Corp. 23 416-596-3926 www.aigcredit.ca

AMT Management Services 98 204-957-0050 www.aikins.com

Aurora Underwriting Services Inc. 40 866-328-1314 www.auroraunderwriting.com
Bank of Montreal 35 416-927-5973 Www.bmo.com

Beacon Underwriting 11 888-645-8811 www.beacon724.com

Belfor Restoration Services 92 204-774-8186 www.belfor.com

Canada Worldwide Underwriting Agencies 41 403-263-4666 www.canadaworldwide.ca
Can-Sure Underwriting Ltd. 49 604-685-6533 WWW.can-sure.com
Crawford and Company 46 416-364-6341 www.crawfordandcompany.ca
Dale Carnegie Training 24 204-237-8862 www.manitoba.dalecarnegie.com
Direct Data Products 38 204-982-9400 www.directdata.ca

Douglas Cost Guides 16 519-284-2306 www.douglascostguide.com
Enterprise Rent-A-Car 40 204-478-7800 www.enterprise.com
G.Woodward Restoration Services Ltd. 22 204-783-6266

Grain Insurance & Guarantee 21 204-943-0721 WWwWw.graininsurance.com
Group Medical Services 6 204-489-9140 WWW.gms.ca

Guarantee Co. Of North America 8 416-223-9580 WWW.gcna.com

Houseguard Housesitters ol 204-668-3900 www.housegaurd.ca

IES Financial Services 36 902-481-6106 www.ifs-finance.com
Informco ol 416-285-1700 www.informco.com

ING Insurance Co. 9 204-944-7350 www.ingcanada.com

James Dube Spraggs Adjusters Ltd. 14 204-985-1200

Kimbley Systems 17 902-544-0951 www.kimbleysystems.com
Manitoba Blue Cross 17,37 204-775-0161 www.mb.bluecross.ca
Manitoba Public Insurance 7 204-945-8097 www.mpi.mb.ca

Paul Davis Systems 26 204-586-1684 www.pds.ca

Portage Mutual Insurance 19 800-567-7721 www.portagemutual.com
Premier Marine 3 604-669-5211 WWW.premiermarine.com
Premiere Disaster Kleenup 43 204-783-9086 www.premieredke.ca
Priority Restoration 45 204-786-3344 www.steamticwinnipeg.com
Red River Valley Mutual Insurance Co. ol 800-370-2888 www.redrivermutual.com
Saskatchewan Mutual Insurance 44 306-653-4232 www.saskatchewanmutual.com
SCM Adjusters 11 800-565-3128 WWW.SCIm.ca

SGI Canada 12 306-751-1674 www.sgicanada.ca

South Western Group 37 416-620-6604 WWW.swigins.com

Sovereign General Insurance 34 204-982-1287 www.sovereigngeneral.com
Swiss RE 56 416-217-5550 WWW.SWissre.com

Totten Group Insurance 11 519-668-6111 www.tottengroup.com
Trans Canada Insurance Marketing Inc. 12 204-925-8276 www.tcim.ca

Wawanesa 4 204-824-2132 WWW.wawanesa.com
Winnipeg Furniture Services 17 204-942-3511 www.wpg.bldg.com

1. Please do business with our advertisers. They make the production of The Manitoba
Broker possible four times a year.

2. Visit The Manitoba Broker on IBAM'’s website (www.ibam.mb.ca) Then, click on any ad
or website from the above list and you'll be taken directly to that company’s website via

Media Rich PDF.
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of expertise, value and customer service.

Prompt, Accurate, Competitive Guotes.
We're egsy to reach, Call us at 786-6541
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e cover errors
and omissions in
O provinces,
3 territories,
O time zones and
2 languages.
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