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Looking for an cost effective, and powerful way
to estimate replacement costs?

At MS/B we understand that your role as a broker

depends on accuracy. With Property Express, Property Express is based on

you are able to generate replacement cost estimates total component estimating,
an;-.rwhere yOou can get an internet connection, which means a building is estimated
Plus we archive the data for from the ground up, just the way itis
YOU 50 you can retrieve it built. With localized material and
at any time. \ labour costs researched from over

94 locations across Canada, your
valuations are bound to be the

most accurate and defendable.

Why use MS/B Property Express?

Reduce IT expenses and total cost of ownership

Eliminate time-consuming installs, maintenance and distribution
Single source for residential, commercial and agricultural valuations
Secure access to data and applications 24/71

Access from any Microsoft web browser

Mo costly hardware requirements

Good News for Brokers!

yYYyYvyyvyy

So what are you waiting for? Start using Express today!

For more information, S
please contact Mary Cavaleri at | B
800-661-3619 ext. 226 o

or mary.cavaleri@msbinfo.com.
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Kim McKay is your
insurance personnel expert.

You can rely on Kim of The Network Corporate Search to meet your insurance personnel needs.

The Network specializes in the recruitment and placement of
insurance professionals in permanent positions in Western Canada.

We take pride in providing personal and individual service to all of our clients and candidates.

With 20 years of experience, Kim can find “The Perfect Fit.”

ﬂ Please call Kim McKay
at (403) 262-6630 — and
I’ll find “The Perfect Fit.”
for your needs.

EITWORK

CORPORATE SEARCH personnel inc.

Suite 310, 505 - 8th Avenue SW Calgary, AB T2P 1G2
Tel: (403) 262-6630 Fax: (403) 262-5150 Toll-Free 1-888-262-2212
Email: kmckay @networksearch.net Website: www.networksearch.net
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Message from the President

The most im

What a year it’s been! One of my first tasks as your President was
to find a new CEQ. As you all know, Margaret Scurfield, after a
stellar career at IBAM, decided to retire and has been succeeded by
our new CEO Dave Schioler.

Let me tell you a little about the approach we took in finding
our new CEO. I knew that this was going to be the most impor-
tant task of my presidency, and I took it very seriously. I struck a
very strong selection committee of people for whom I have a high
level of respect — Brian Gilbert, Dale Rempel, Irwin Kumka,
Neil Andrews and Bruce King — all of whom have had a history
of disagreeing with me on various issues, making them, in my
mind, the perfect candidates! A well-rounded opinion base always
mabkes for the best decisions. Brian had recently been involved in
hiring IBAC’s new CEO and brought incredible experience to the
table. He wisely suggested we talk to Jack Shand, the consultant
that facilitated the IBAC search. With Jack’s guidance, we adver-
tised in the insurance periodicals, on-line and in the local press;
and ‘spread the word’ as we looked for candidates for this impor-
tant position.

We pared 40 resumes down to 11 fine individuals who had
either an insurance background or an association related back-
ground. We had to make a fundamental decision as to which
background was more important to IBAM’s new Strategic Plan.
We further narrowed the search to four (three associations-based
and one insurance-based). All four, in my opinion, would have

Tony Taronno, President

done a good job. As many of you now know, we finally decided on
Dave, who interviewed extremely well and who caused every one
of my friends on the committee to agree on the same solution — for
once! That’s when I knew we had gone through a strong process for
the future of your IBAM.

Dave comes with strong credentials. He is a Dalhousie lawyer,
has his MBA from Queens, is active in the community, politically
involved and, most important, has a friendly demeanor that will
serve him well in our government relations efforts. I know Dave is
excited to take on this job and I am confident that he will serve us
well as our new CEO.

We are going to miss Margaret, and the respect she has garnered
from here and across this country was evident by the tremendous
turnout for her retirement reception at her favorite place, The Fort
Garry Hotel on Oct 27. I'd like to thank George Miller, Kevin
Neiles, Cliff Cook, Melody Terin and the IBAM staff for the
tremendous job they did for this successful evening.

We are moving along now with the business at hand: ‘forward-
planning’ with MPI the transparency issues, the Bank Act review,
and so on. The plate is full, but those of you who know me, know
that’s when I am the happiest!

On a personal note, I would like to express my gratitude to the
many of you that extended their condolences and support to me with
recent passing of my mother. All of your warm expressions of con-
cern have helped me through this difficult time, and I thank you all. #

Canada’s #1 Premium Fingncing Company

Why Tie Up your Client's Money
in Pre-Paid Insurance
 Premiums?

Free Up their
cash flow with

AlG.

1-800-710

Toll Free: -4 860

Customized solutions for all of your
commercial premium finance needs

Competitive rates and structures

Web-based quoting & account information
software

Continwous contracts

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

...and much more

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

Toll-Free: 800-710-4860
Fax: B66-298-0284

Emall: vancouver@ialcc.com
‘Web: www.algcredit.ca

L]

www.aigcredit.ca
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Updated CAIB |
textbook and
online chapter

The CAIB I textbook now includes an
additional Chapter 8 - Travel Insurance.
To check whether you have a new
textbook, look inside the front page for

Fourth Edition — 2005. Students cur-
rently enrolled in self-study who have
an older text and would like a copy
of the new Chapter 8 material, please
contact the IBAM office and one will be
sent to you without charge.

Also, the new Chapter 8 for CAIB I
is available online.

IMPORTANT

Self-study students with old text-
books will have until September

2006 to write their exam based on Presenters at 1st National Best Practices Symposium. (L-R) Glen White,
this material. After that date, the CAIB, Best Practices Champion; Kevin Stipe, Sr. VP and Principal of Reagan
CAIB I student will be required to Consulting (Keynote Speaker); and Brent Gilbert, B.Ed., CCIB,

purchase a new text and all exams Best Practices Champion.

will be based on the Fourth Edition
2005 textbook.

Rental Car Insurance
protects customers best

Rental Car Insurance from Manitoba Public Insurance
offers customers the best protection against
the financial risks of renting a vehicle.

Customers need to know these risks can b
substantial, especially in the United States.

Hi'l'i!l!!H thiese risks in |||.|1:||!I Wi 1[I'h!_!,:_|'l:'li
Rendal Car fnstrance 1o give Manitobans the
best security availalde.

What's more, it delivers that security inexpensively

Help spread the word!
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Education

Sun, Fun and CECs with Sunshine Seminars

The Insurance Brokers Associations
of Manitoba, Saskatchewan, Alberta,
and British Columbia are pleased

to offer joint seminars in the warm
sunshine of Punta Cana, Dominican
Republic.

The Breezes Punta Cana Resort
Spa & Casino awaits you on Arena
Gorda Beach, the Caribbean’s hot-
test destination for the last few
years! Unwind and relax in the new
four-star resort that is surrounded by
tropical gardens and the shimmering
turquoise Caribbean Sea.

What's included?

All meals, from tantalizing
breakfast buffets to sumptuous
dinner feasts. Even late night
snacks.

* All you can eat, all the time.

e All drinks, from soft drinks to
top-shelf premium brands.

* All entertainment.

* All provided land and water
sports, including professional
instruction and top-of-the-line
equipment.

* And MUCH, MUCH MORE!

Fundamentals of Insurance
(FOI) - textbook update

The Fundamentals of Insurance text-
book has been revised to include more
substantial Accident and Sickness
material. New textbooks are currently
available from our office. If you are
unsure about whether or not you have a
new text, check the inside first page for
Third Edition - 2005. All other edi-
tions are now considered old materials.

IMPORTANT

Self-study students with the old
textbook will have until September
2006 to write their exam based on
this material. After that date the
Fundamentals of Insurance student
will be required to purchase a new
text and all exams will be based on
the new textbook.

Services and activities available
* 0 restaurants including
5 specialty restaurants for dinner
* Fitness Centre and Games Room
* Discotheque & Casino
* Golf packages at preferential
rates are available
Kayaks, Windsurfing, Sailing
Rock-climbing Wall
Tennis Courts
Scuba Diving

Seminars

You will spend a few brief hours in
the classroom and the rest of your
time enjoying the Breezes Punta Cana
Resort Spa & Casino. You will join old
friends from Manitoba and meet new
friends from the other western prov-
inces, providing valuable networking
opportunities.

Two seminars will be available for
C.E. credit hours on Friday, February
3, 2006. Seminar topic(s), time(s) and
location(s) will be announced at a
later date.

Departure
The Sunshine Seminar trip
will depart from Winnipeg on
January 31, 2006.

For a full color brochure or
to register online, visit www.
uniglobeactiontravel.com and click
on the “Insurance Brokers Sunshine
Seminars” link.

For further details contact
Uniglobe Action Travel at
1-800-268-8747.

Registration
A registration form can be found
on the Uniglobe website www.
uniglobeactiontravel.com. Amazing
Group Savings for the 2006 Winter
Season - Insurance Brokers Sunshine
Seminars.

Registration forms and fees
are to be sent directly to Uniglobe
Action Travel.

ATTENTION.

NEw DEPARTY
RE DATE.
.Ianuary 31, zooéq TE:

Canadian Professional Broker Program

(CPIB) - Advanced Commercial Lines

Topics include:

Account Management
Emerging Coverages
Financial Analysis
Financial Application
Liability

look at the CPIB program.

The fourth in the series of new textbooks — Advanced Commercial Lines - is now
available for the CPIB program. This course focuses on enhanced commercial
lines product knowledge and the application of a sales approach by the broker.

Whether you would like to pursue a CPIB designation or enhance your
knowledge and skills while earning your CECs, you should consider taking a

For more information on the CPIB designation visit www.ibam.ca.

Miscellaneous Coverages
Property

Proposals and Presentations
Risk Management

Sales
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Upcoming Education

Canadian Professional
Insurance Broker (CPIB)
The Law & Ethics Course is a mandatory
course for all streams of the CPIB designation
course.

There will be a Law & Ethics Discussion
Group Class held this semester.

Classes will be held on Monday nights,
beginning on Monday, February 13, 2006.

Look for a registration form in this issue
of the magazine or for more information on
CPIB courses go to www.ibam.mb.ca

Education

Skills for Hiring the Right Person February 22 — Winnipeg
Presenter: Fatricia Bratko ~ $140 9:00 am - 5:00 pm
Sound recruitment and selection procedures are vital for finding people with the right skills
and abilities. This seminar will focus on the recruitment process; the interview, the role

of testing, reference checking; and relevant legislation. You will learn how to prepare a job
description/specification, a job advertisement, and interview questions. We will discuss the
importance of proper screening and interview rating. This HR seminar will assist you to make
better recruitment and selection decisions.

CEC’s: 7 -ICM, 6.5 — RIBO (Management)

Canadian Accredited
Insurance Broker (CAIB)

Immersion Courses

CAIB 1 - February 6 — February 10, 2006
Exam: February 11, 2006

CAIB 3 - January 30 — February 3, 2006
Exam: February 4, 2006

CAIB 4 — March 13 — March 17, 2006
Exam: March 18, 2006

Discussion Group Classes

All discussion group classes will begin the week
of February 13th and are scheduled as follows:
CAIB 1 - Tuesday, February 14, 2006

CAIB 2 — Thursday, February 16, 2006

CAIB 3 — Monday, February 13, 2006

CAIB 4 — Wednesday, February 15, 2006

Exams for all levels will be held on
Wednesday, May 10, 2006.

Auto Broker Technical Course
Phase] March 6,7 & 8, 2006 &
Phase III March 30 & 31, 2006

Phase] May 1,2 & 3,2006 &
Phase III May 25 & 26, 2006 (Brandon)

Phasel May 15, 16 & 17, 2006 &
Phase III June 8 & 9, 2006

New CAIB IV text for 2006

In its continuing development of text-
books, IBAC is pleased to announce that
anew CAIB IV textbook will be ready for
release in early 2006. Presently, the text is
in the pilot testing stage. The chapter titles
of the revised text are expected to be:

* Planning

* Organizing

* Human Resources

* Leading

* Broker — Insurance Company
Relations

* Marketing

* Building Long-Term Relationships

* Technology

* Financial Management

* Monitoring

The Broker as Professional Advisor: Understanding The Claims Process
- The Legal Dimension March 6, 2006 — Brandon 9:00am — 12:30pm
Presenter: Mario Fiorino  $80.00 March 7, 2006 — Winnipeg 9:00am- 12:30pm
This seminar will review the legal role and limitations of the broker in the claims process.
The seminar will lead participants through the various legal duties and obligations of the
various parties to the claims process. Participants will examine:

* The legal role and limitations of the broker in first party claims

* The legal role and limitations of the broker in third party claims

* Understanding the roles of the various parties to a claim

* The duties and obligations of the insurer in the claims process

* The role of the independent and company adjuster

* The duty to defend

* The doctrine of good faith in the claims process
CEC’s: ICM - 8, RIBO - 3 (Technical)

The Broker as Professional Advisor: Understanding The Claims Process

- The Relationship Dimension March 6 —Brandon 1:00pm - 4:30pm
Presenter: Mario Fiorino ~ $80.00 March 7 — Winnipeg 1:00pm - 4:30pm
This seminar will explore the role of the broker in the claims process. It will emphasize the
need for the broker to be able to communicate the basis of the claims process in concise and
easily understandable language. The insurance broker who communicates the claims process
will be in a better position to provide excellent customer service to clients. This will have a
direct positive effect on growth and rates of retention.

CEC’s: ICM -3, RIBO — 3 (Technical)

Ensuring That Your Writing is Well Read March 28, 2005 - Winnipeg
Presenter: Doreen Pendgracs — $80.00 9:00am - 12:30pm
When corresponding with clients in writing, your message must be clear and concise.

This session will address jargon-free writing; reader friendly tone, short and sweet sentence
structure & punctuation.

CEC’s:ICM - 3, RIBO — 3 (Personal Skills)

Hhasos Gt

FROM DUR TEAM TO YOURS

There if no better time of yeor to oy "thank yeu® ta you, eur
loyal friends omd clients;, for your friendship ond support.

On behalf of its clients end employees, Crawford hes made 2
donation fo Crowford Cores. AN fumds moized by Crowford
Cares are donated fo The Women in Insuronce Concer Crusade
(WICC), Since its ncephion, Crewford Cores hes raised over
£75.000 for this wery worthy couse,

The entire Crowford Adjusters Conoda feam wishes you cll the
best during the Haoliday Season and the coming yesr,

i 3
) '

e crawfosdardoompany ce
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Viewpoint

Banks are after all the pillars

The most serious threat to our industry is coming from banks
who are asking Ottawa to allow them to market insurance
products from their branches. They claim this will create more
choice and competition for consumers.

Banks aren’t interested in competition or choice. We have
seen over the past 20 years what has transpired with countless
other industries. Let me give you a few examples.

In 1988, the banks lobbied the government to let them own
securities firms, which, at the time, were all independently run
businesses. Banks were given the right to own these firms and
today manage 71% of the revenue of this industry.

In 1986, trust companies were also independently run.
Since being allowed to own trust companies, banks now con-
trol over 95% of trust assets in Canada.

Canadian banks already have over 85% market share in
three of the four traditional financial services pillars: chartered
banking, trust services, and brokerages. The only remaining
pillar is insurance.

Today, insurance brokers represent about 75% of insurance
sales in Canada. With banks current network of customers
along with their capital, this figure will eventually drop to a
point where some of the previously stated figures will charac-
terize the insurance industry.

TOTTEN 1P GROUP
PROVIDING IHIMOYATIVE SOLUTIONS
AND MGz PRODUCTS

Specialty Commercial Products
Hard o Place Property and Liability
Specialty Personal Lines

Professional Liability/Medical E&D

www. tottengroup.com

See our webslte for an extended st of our products
and programs. Please remamber to register to make
wse of aur “Members” section

Toll Free:
Phone: 1 BEE 868 8367 Fae 1888 232 2305
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By Robert J. Kimball, CIP, CAIB, CCIB, IBAC President

The banks’ view seems very logical and in consumers’ inter-
ests. Who is against a more informed consumer?

But, what do banks really want? They want to advertise
a product sold by their own subsidiary to their own 5 million
customers who already have financial services products with
them. If you have a mortgage, they’ll bundle this mortgage
with home insurance (with a preferential price). If you have
a car loan, they’ll bundle this loan with auto insurance. They
wish to use the personal financial information of millions of
customers and try and match up the insurance product sold
by their own subsidiary to their needs. Even the government
acknowledges that tied selling is difficult to police and it will
be even more prevalent with this type of arrangement. It’s also
inherently unfair. Is a brokerage on the same playing field as a
competitor who already has 5 million customers?

The most effective way of preventing this is to reach out to
MPs and tell them of this threat to independent brokerages.
Emphasize that we work and live in every community in
Canada. We employ many people and believe that Canadians
will eventually be at the mercy of banks when it comes to their
insurance needs if these changes to the Bank Act are allowed.

Banks already provide, manage or administer nearly 60% of a
household’s assets. Let’s make sure insurance is not added to that. #

Fine Jewsllany

Corrie Aasen, GG

Graduate Gemologist of GIA

204.947.0071

by appoinment only

823 St. Mary’s Rd. Winnipeg, MB caratandkarat@shaw.ca

Engagement & Wedding Rings Custom Designs Earings Gold, Silver & Platinum
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Former IBAM President Dale Rempel of
Rempel Insurance in Morris, Manitoba,
chairs the Association’s Insurance Act
Rewrite Committee. Also on the com-
mittee are CEO Dave Schioler, George
Miller and Art Elias. These individuals
regularly meet with representatives from
other sectors of the insurance industry
(companies, regulators, government, etc.)
in the quest to update an outmoded piece
of legislation — the Insurance Act.

TMB caught up with Dale recently and
asked him about his committee.

TMB - Your committee has a huge
task in front of it. Do the individuals
around the table feel overwhelmed
at times?

DR — Well, we aren’t alone in our efforts.
There are several industry people that we
consult regularly on certain issues that
affect brokers. Among these individuals
are Bill Gange (IBAM’s lawyer), Jack
MacKenzie, Brent Gilbert, Michael
Liepsic and T.J. McRedmond.

TMB - How old is the Act that the
committee wants to rewrite?

DR - The act is currently over 60
years old.

TMB - What are the major issues
involved in the Insurance Act
Rewrite?

Committee Report

Insurance Act ReV\_lrite

DR - The major issues that affect brokers
include:

* Fees in addition to commission. Cur-
rently Manitoba is the only province
that is limited to one or the other;

* The definition of “a broker;”

* The insurance council makeup and
appointment process;

* License sponsorship;

* Limit of adjusting claims by brokers;

* ‘Holding out’ clause of a licensed
broker;

* The establishment of a Hail Insur-
ance Council

* The definition of “an Adjuster;” and

* The regulation and licensing of
insurance consultants.

TMB - What is your best guess about
when the rewrite will be completed?
DR - The transparency issue has now
delayed the entire process. The commit-
tee was supposed to submit a number of
important issues to the government for
immediate review and approval prior to
the completion of the entire Act rewrite.
However, this has not been done. My
best guess is that it will take at least
another two years to complete the entire
process.

TMB - Can you sum up the process
for the readers¢ When did it start?
How often do you meet?

DR - The process started on November
14, 2001. At the beginning of the process,
we were meeting monthly except July
and August. There are about four mem-
bers of the larger committee that travel
from Toronto for every meeting. The cost
to the industry is tremendous. All sectors
of the industry, including IBAM, is taking
this process very seriously and putting a
lot of resources into the process.

TMB - What have been the major
highlights and stumbling blocks for
the committee?

DR - Two of the major highlights

have been:

* An agreement from the committee
to proceed with fees in addition to
commission; and

*  We recently received a number of

sections for final review of the com-
mittee. We are moving forward.

Some of the stumbling blocks have been

* Lucy Couture’s sudden retirement
from the Superintendent’s office;

* The transparency issue;

* The definition of “a broker.” This
issue has been discussed in length at
many meetings. It is not as easy to
define as you think;

* The regulation of consultants;

* The desire to harmonize life and
general acts into one act;

* Changes made to the Alberta Insur-
ance Act; and

* The delays in making any changes
until the entire act is rewritten.

YMB - Do you have any final com-
ments on the task before you and the
committee?

DR - The overall process has many chal-
lenges, but this can be expected when
you are changing something that is over
60 years old. This is a very important
process and it is important that IBAM
continues to provide resources until the
process is complete. #

/ AN
THORVALDSON

Appraisal & Consulting

Lomrmenceal, Ifvesirment
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www.thorvaldson.ca

Darrell Thorvaldson e s sy

(204) 726-5928
Toll Free |-866-359-2707
244 Oeh Street, Suive 2010
Brandon, MB  RTA 4EB
Faa: (204) T26-596 |

girorviimis. ned
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Calendar of Events

NOVEMBER 2005 JANUARY 2006
31/4  CAIB 2 Immersion - Winnipeg 5] Executive Meeting
14 FOI Homestudy Exam FOI Homestudy Exam
17 BIP Insurer visit — 10 YBN Meeting
Grain Insurance 28 National BIP
17 Past President & 29/31 IBAC Board Meeting
Board Meeting and Dinner 30/3  CAIB III Immersion
18 Executive Meeting
18 Young Broker Education Day
19 Young Broker National Meeting
27 BIP Insurer visit — Wawanesa FEBRUARY 2006
30/3  CAIB III Immersion
6/10  CAIB I Immersion
DECEMBER 2005 8 Board Meeting
8 Board Meeting & Young
1 BIP Insurer visit — Broker Committee
Portage Mutual Joint Meeting
3 Legislative Open House 8 Board & Young Broker
7 Board Meeting Committee Social Activity
7 CAIB/CPIB Exam 13 FOI Homestudy Exam
12 FOI Homestudy Exam 15 CAIB/CPIB/CCIB Exams
13 Young Broker 24 Seminar: Skills For Hiring
Committee Meeting the Right Person

a convenient way /o /1
insurance wordings
faster - on

CD-ROM s 95

ol each

Insurance Forms ;
Reference Library Standard Edition T o ¢
On CD-ROM. 3 CDs: Autoemobile,
Miscellaneous, and Property

& Ritamabils CD - W00+ careal lorms

& |MEscellaneoes GO - 300+ curmnt fpema

& Proparty GO — 400+ curmend Torms

= The lates! up=lo-date insrance wordisgs

= [Easy 1o nawigate Weough for research and refersacn
= G0s are updated regularly throoghout the year

* View and print a sample

= Eearch by Stle, form number, provinos or description
= o more geing Shraugh paper Bullating

The Insman Nomdmy
T T i p—

Phons 416) TR5-1700
E-malll oroerdesk Einlormeicom

Fax (415 350013
Websie s informon oom
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IBAM President
Tony Taronno

) President's
Schedule

OCTOBER 2005

3 PUB Hearings
12 Executive Meeting
12 Board Meeting
12 Meeting with MP Brian Pallister
13 Political Action Breakfast Meeting
13 MAIP Wine & Cheese
14 Forward Planning Meeting with
Manitoba Public Insurance
19/21 IBAO Conference
27 BIP Insurer Visit - Wawanesa
27 Margaret Scurfield
Retirement function
28  Meeting with MPI
30  'Warm & Fuzzy Days'
Blue Bomber game

1 Orientation with CEO

4 Wawanesa Open House

8 Meeting with MPI

9 Winnipeg Chamber of
Commerce meeting with
Minister Reg Alcock

10 Meeting with MP Pat Martin

17 Past Presidents/IBAM Board
Meeting, Winnipeg

17 BIP Insurance visit -
Grain Insurance

18 Executive Meeting

18  Young Broker Education Day

18  Management
Committee Meeting

22 Winnipeg Chamber of
Commerce meeting with
Premier Gary Doer

23 IBAM/MPI'Warm & Fuzzy Days'
wrap-up meeting

23 Meeting with Insurance
Council of Manitoba

DECEMBER 2005

BIP Insurer visit — Portage Mutual
IWAWM - Industry Mixer
Legislative Open House

Board Meeting

IBAM Board Christmas Party
Optimum Frontier Open House

00 N N W = —

May your A

Holiday Seas
be hlled with

- 'ﬁ.

joy, health,
- prosperity
and family~

from Tony, Taronno
AM President



IBAM
welcomes new CEO

DAVE
SCHIOLER

CEO Dave Schioler is well known to many in Winnipeg and
Manitoba through his exploits in hockey arenas, board rooms
and political hustings. For those readers who haven’t had the
pleasure to meet Dave, T/B recently sat down with him and
conducted this interview.

Can you give readers a summary of your
professional background?

A practicing lawyer of 15 years in Winnipeg, I have spent the
last five years as an executive with internationally recognized
Manitoba businesses in the manufacturing, wholesale, retail
and pharmaceutical sales and distribution industries. I
received my Bachelor of Arts (HONOURS), Political Stud-
ies and Bachelor of Education degrees from the University

of Manitoba. I also hold both a Law degree from Dalhousie
University and a Masters in Business Administration (MBA)
from the Queen’s University School of Business. I mention
this because my strong educational background has helped
me in the past, and I expect that this will continue as I serve
IBAM and its members going forward.

What personal and professional attributes do
you bring to the CEO position?

I bring substantial experience in government relations and
communications — both internal and external to organiza-
tions. I will bring with me to IBAM integrity and a sound
sense of judgment, coupled with good decision making skills
and abilities. I also pride myself, with humility, on possess-
ing excellent leadership and management styles — having
continually practiced fairness and participatory management
throughout my career. It is of note that during my time as
an executive for corporate interests, I continually maintained
responsibility for and handled all insurance related matters.

"IBAM is blessed with
good people who are smart and
experienced - traits quite
helpful to an incoming CEO"

What is your initial opinion of IBAM?

IBAM appears to me to be healthy, with a great base of
organization on which to build. I was extremely impressed
with the professionalism of the IBAM executive during

the executive search process — very thorough and fair. I am
appreciative and was equally impressed by the warmth of
invitation and courtesy that has been extended to me
already by the IBAM Board. IBAM (consisting of both Board
and staff) is blessed with good people who are smart and
experienced — traits quite helpful to an incoming CEO.

What will be the most challenging part of
your initial learning curve?

It will be a continual challenge — but an exciting and
fulfilling one I am sure — to determine and serve the com-
monality of interests of IBAM members amongst all of their
diversity. We have big brokers and small, commercial and
personal, passive and aggressive — all with some similar yet
many different requirements in business and in life. Meeting
the industry people will obviously be an important part of
the job — but one that I know I will enjoy immensely, and
one that will surely help with the learning curve.

The Manitoba Broker | DECEMBER 2005 | 13



What part of your new job are you most
looking forward to?

n *
I p lan tO qulel)/ Meeting the industry people. I've always been known as a
people person, and this is one attribute that I fully intend to
meer as man)/ bro ke s maintain. In addition, I look forward to the results and successes

that we will be sure to enjoy and celebrate together.

as possible."

Have you set initial priorities yet and,
if so, what are they?

Yes — and to emphasize the 'people' point again, I plan to quickly
meet as many brokers as possible. I am fortunate to know
many great ones already. I also need to swiftly establish and
ine r l an d maintain positive and fruitful relationships with key industry
people overall — brokers, broker representatives, MPI executives
oIm p U tE s and government authorities. Good relations most often result
www. powerlandcomputers.com . in a solid foundation of support for an organization and its
m members. It is imperative that the IBAM CEO continually and
effectively communicates and relates in a way that will always
protect and enhance the interests of the organization and
on 36-mth contract its members.

. I will also be focusing on learning as much as I can - as fast as
“=* BlackBerry. I can - about some of the most pressing issues facing our brokers
in Manitoba. The big banks' efforts to enter the retail insurance
BlackBerry 7250 market is but one example.

Wireless Handheld™
How does the new CEO enjoy life away

*Make Calls «Send Text Messages from the office?

Receive/Send Emails *Browse the Internet

sEasy-to-use Calendar and Address Book I love spending time with family and friends, whether at home,

View Email Attachments 1tqhe .cot't;ge, the }:iocl§ey r.1nlf< or golff course. S?aro? alndklleln]oy
-Bluetooth - Capable aving dinner and wine in front of a roaring fire. I also help

coach our three boys, Jordan, Connor and Dane in hockey. I
still play hockey myself — or something that resembles hockey
— with the Winnipeg Steelers (of no particular league at all, but
great comraderie!).

I am an avid reader and life-long learner — in all aspects of
Contact: Mark Herron my life. Community involvement is also important to me.

Wirsless Technologies Consultant : > I have been and remain actively involved in many community

- . activities, including the hockey coaching and having previously
Ph:237-3800 El_t' 220 ; served as Chair of Legal Aid Manitoba and as a Director on the
170 Marion St. Boards of Special Olympics Canada, Deer Lodge Hospital and
Fax:231-1980 other organizations. #

ANNOUNCING - The Insurance of Cash Flow
By: Richard Davidson, FCII, ARM, CCIB, FCIP

Explains — The different forms available for insuring lost income <
e How to arrive at the sum to be insured ‘5&} Lo
* How to avoid co-insurance penalties
* How to calculate and present claims

To order. send cheque to Richard Davidson
73 Millcreek Crescent, Thornhill, ON L4J 6N2
Book only: $50. Book Worksheet and Certificate $125.
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20035 Public Utilities Board Hearing

Good morning Mr. Chairman,
members of the Board, ladies and
gentlemen. My name is Margaret
Scurfield, Chief Executive Officer
of the Insurance Brokers Associa-
tion of Manitoba. It is usual for
our President Tony Taronno to
bring greetings, but there has been
an untimely death in his family
this weekend.

The Insurance Brokers Associa-
tion of Manitoba represents 90%
of the general insurance brokers
in the province of Manitoba. This
translates to approximately 1,500
owners, managers and support
staff.

Brokers are the main point of con-
tact for Manitobans renewing their
auto insurance and, therefore, the face
that most Manitobans relate to MPL
Our brokers are located throughout
the province and although indepen-
dent, they are interconnected through
our association.

Brokers offer a highly valuable service
both to MPI and its customers. Brokers
offer the consumers professional advise,
counseling and personal service for all of
their insurance needs. As licensed pro-
fessionals, they are required to obtain
continuing education training annually.
Our members have a good rapport with
their customers as they live and work in

Opening remarks from CEO Margaret Scurfield

the same community, which allows us
to provide feedback directly from the
consumer on the MPI products.

In summary, we would like to
emphasize the significant role brokers
play as the front line representatives
of MPI. We are proud of the profes-
sional service brokers provide in
literally millions of transactions and
enquires they handle.

As a major strategic partner with
MPI, we look forward to our continu-
ing liaison to increase efficiencies and
provide the best service in the distri-
bution of the MPI products.

Thank you, Mr. Chairman. These
are our opening remarks. §
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What a

gratifying

journey

MARGARET
SCURFIELD

retires after 17 years

with IBAM

The Village of Binscarth is a sleepy
community of 500 people located
in Northwestern Manitoba near the
Saskatchewan border. It is home

to the largest outdoor pool on the
Yellowhead Highway. It is also the
hometown of IBAM’s retiring CEO
Margaret Scurfield. Margaret’s
family farmed in her formative years
before her father decided to buy a
general store. Whether on the farm
or in the store, Margaret received a
strong foundation from her parents
— work hard, be independent, enjoy
what you do and treat people the
way you would want to be treated.

Margaret took these lessons with
her, along with her high school
diploma, to Saskatoon Business
College. After college, she obtained a
position with Canada’s Freshwater
Marketing Board as assistant to the
CEO. This was a portent of things
to come.

Jump ahead to 1988 and Margaret’s
next position served as a springboard
to the IBAM office. Now married to
Dave and the mother of three, she
was working at a real estate firm
when she met a lady by the name
of Ros O’Brien. Ros happened to
be married to IBAM’s Executive

Director Bill O’Brien and, knowing
her husband was looking for help,
she told Bill about this dynamic gal
she had just met who would be
perfect for the position at IBAM.

The rest, as the saying goes, is
history. Margaret started in the
Association’s office as a temp and
worked her way up through every
job there was to do. Her rise to the
top culminated in 1997 when she
was named Acting Executive Direc-
tor after Bill O’Brien retired.

a bad one and took over two years
to heal; but it didn’t slow down the
new Executive Director. Whether
IBAM was lobbying politicians or
reorganizing its Education courses
or running a successful conference,
Margaret was always front-and-
centre, providing true leadership.
Subsequently, in 2002, Margaret
was named Chief Executive Officer
of IBAM.

Asked what she will miss most
once she retires, Margaret doesn’t

"Margaret was always
front-and-centre,
providing true leadership "

The following February, Margaret
was named Executive Director and
started her new post with crutches
and a cast — the result of a broken
ankle suffered while walking the
family’s two dogs. The break was
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hesitate in replying, “The wonderful
people I've met and befriended, not
only in Manitoba, but across this
vast country. Not too many associa-
tions exist where the CEO knows
most of the members by name, but



that’s the case with IBAM. And
through our work with IBAC, I've
been able to visit every province in
Canada and make friends in those
respective insurance industries.
There’s nothing like insurance
people for being open, friendly and
energetic. Then there is our dedi-
cated, hard-working staff that has
really come together as a team and
is a joy to work with on a daily
basis. It’s the people — I'll definitely
miss the people most of all.”

Right at the top of Margaret’s
‘people list’ that she will miss are
the Presidents that have served
IBAM since 1988. According to
Margaret, “The CEO works closely
with the IBAM President and does
whatever is necessary to carry
out the wishes of the Executive.

I was blessed in that every IBAM
President I worked with treated
me as a friend rather than as an
employee. Every time I see one

of them, I say, "You know, you were
always my favourite President.” It
didn’t take long for them to catch
on and call me on it,” she says
laughing.

As far as the job itself is con-
cerned, Margaret says she’ll miss
being involved in the planning of
the annual conference, always an
exciting time. “And I'll miss the
PUB hearings and meetings involv-
ing the Insurance Act Rewrite,”
she adds with a facetious chuckle.

TMB asked Margaret to list
some successes the Association
enjoyed during her tenure. She
began with the lobbying efforts
culminating in the last Bank Act
Review. “IBAM and IBAC really
refined their lobbying techniques
for that battle against the banks
and it paid off. Of course, these
days the battle is raging all over
again,” she laments.

Another success was the gains
made in the area of education.
Thanks to a fervent communi-
cation effort by IBAM, brokers
began focusing on professional
development and relying on IBAM
to provide a good portion of their
education requirements.

Margaret also discussed the
area of membership and mem-
bership services. “We’ve worked
awfully hard to make membership

in the Association a wise business
decision. IBAM membership is now
at an all-time high with 90% of the
province’s brokers on board,” states
Margaret. “Among those newer
members are large brokerages like
Marsh Canada Ltd. and AON Reed

A further ‘win’ in Margaret’s
books was the gradual improvement
of relationships the association has
with insurance providers. IBAM now
sits on Manitoba Blue Cross’s Board
of Directors. The uneasy relationship
that brokers once had with MPI has

"There's nothing like
insurance people
for being open, friendly

and energetic"

Stenhouse, firms that wouldn’t have
bothered with IBAM 10 years ago.
In fact, one of our Board members,
Larry Watson, is from Marsh
Canada. And we haven’t raised our
membership dues since 1993. How
many associations can say that?”

been replaced with a true partner-
ship thanks to strong leadership at
the top of both organizations.

On a personal level, Margaret
thanks the Association and the
industry for introducing her to the
wonderful game of golf. She says,

We’ll miss you Margaret!

B o o

Your friends at SGI CANADA
weish #frEn il J!l:.rj:lpy' relirement.

T g
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Margaret Seurfield
t':l-'ﬂ. Tinsurnince Brokers
Asspcintion of Manitoha

“Beost Widhes
Margaret
o thuwnfnf

THE GUARANTEE
COMPANY OF
NOKTH AMERICA

gena.com
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"I'll definitely miss
the people most of all"

“Those who know me and have golfed with me know
that I'm in it for the fun rather than the competition or
the finer points of the game. I do love being out on the
course with friends, though, and will pursue the game in
retirement.”

Margaret notes that the game brought out the best in
the industry when she and Dave almost lost their Lester
Beach cottage this summer. “My clubs were in my car
which was at the bottom of Lake Winnipeg,” she notes.
Caddy Shed’s Ward Koga immediately provided me
with a replacement set of clubs and the good people at
Peace Hills Insurance Company sent along a ‘survival’
package of golf balls, tees, a hat, a towel and so on. These
gestures are just typical of the industry — awesome
people coming together to help those in time of need.”

The reality of retirement still hasn’t sunk in for
Margaret, although some plans have been made. She
and Dave will work at getting the cottage back in shape.

Wargarei

Retirement is a very special time for you...
A time to celebrate all you've accomplished.
A time to feel proud of your
hard work and dedication.

A time to celebrate all you've done
and everything you are yet to be.

W’LSZL’LVLQ you a very

Zong and Zlappy vetirement.

I
e
L
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Management and Staff
Insurance

e

There is also a two-month trip to Mexico on the
winter calendar. Most important, Margaret will get
to do “grandmother stuff” with the Scurfield’s first
grandchild, two-month-old Bode Robert. “The timing
couldn’t be better. I'll be able to give Bode some real
quality time and spoil him rotten,” Margaret says
with a laugh.

To her successor, Dave Schioler, Margaret says,
“I wish Dave all the best. I know he will be vigilant
in the renewed battle against the banks. If I have any
advice, it is to rely on those around him. He has an
excellent Board of Directors to work with and a
fantastic staff with which to help carry out the
Board’s vision.”

Asked to give a final word to a remarkable career,
Margaret pauses and then states, “It’s been very, very
gratifying — not bad for a little farm girl. I think my
dad would be proud!” #

"I think my dad
would be proud!”

Congratulations and
best of fuck in yout
tetirement Margaret!

= ll/awanesa
; ﬂS”I' ance

From all your friends at
Qawaneca Jnsurance
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Thankg S0 much for your
loaoloréhip and ence of humour.
| Have a hapm retivement.

- the Staff at

Congratulations
and Good Luck
with your Retirement!

from everyone at

Red River Valley Mutual
Insurance Company

Best wishes on your retirement. You have had
a stellar career with IBAM. Your work will be
remembered and appreciated for years to come.
You are a remarkable individual who has made
significant contributions to the industry.
Thank you for all you have done.

It has been a pleasure to work with you.

Wishing you all the best.

Staff and Board of Directors of the
Insurance Council of Manitoba.

Zm}dﬁﬂ Wostoos/

- from the Management and Staff

Grain Insurance and
Guarantee Company
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YBN Report

Selkirk Golf & Country Club was the site
of the 2006 Young Broker Golf Day held on
September 16. This year’s event featured
some exciting new ‘competitions’ that
included Best Poker Hand, the Oven Mitt
Drive and the Frisbee Hole.

Judging by the photos, everyone had a
fabulous time.

The Young Broker Network would like
to thank the Golf Day Supporters. Without
their assistance, this great day would not
have been possible.

"

S pﬂ rt 5~T|C:a' r.l Canada’s source for:

™ *'H'--;:l‘v---lr- Streeg Recreational Sports & Athletics,
Aoy T,

VL TVR Fitness Trainers & Leaders,
Feisure & Adventure Tourism,

Festivals & Special Events,
Club & Association
".._ FETEA TR e L
Tor [nlformation amd applicalions please visid
Ceverages available Imclode: WYY l"r',!'-ipi'l rt.'i-f:lﬂ ! |

CGL...Accident...Property... or comtac] us directlly at
Travel...Travel Medical... Tt il .IL\".-IF I"“ % r;:” :rhlll. I
D&O...Host Liquor Liability... Wi - -
Prize Indemnity...etc... 1l et pré spOr ts-CanLon
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YBN Report

_ Young Broker Golf Day Supporters

Advance Electronics Ment-r.com

Applied Systems Minute Man Press

Aviva Insurance O'Connor Asssociates Environmental
AXA Pacific Insurance Oliver Yaskiw & Associates
Bank of Montreal Optimum Frontier Insurance
Boston Pizza Peace Hills Insurance

Caddy Shed Portage Mutual Insurance
Canad Inns Powerland Computers

CNA Canada Premiere Restoration

Crawford Adjusters Rain and Hail Insurance

Davian Construction Red River Valley Mutual
Employers Reinsurance Royal & Sun Alliance

ENCON S.J. Kernaghan Adjusters
Enterprise Rent-A-Car Saskatchewan Mutual Insurance
First General Services Selkirk Golf Club

GMS Insurance SGI Canada

Hallmark Card & Gift Shop Shippam & Associates

ING Insurance South Western Group

J.P. Hamilton Adjusters Standard Auto Glass

James Dubé Spraggs Adjusters Steamatic Total Cleaning & Restoration
Leonard French The Fort Garry

Manitoba Blue Cross The Victoria Inn - Brandon
Manitoba Public Insurance The Victoria Inn - Winnipeg
Mary Kay - Shelley Mehling Wawanesa Mutual Insurance
McMillan Insurance

. Longest Drive Female

. Longest Drive Male sl S

. Closest-to-the-Pin Female

. Closest-to-the-Pin Male ‘ \.‘ | ad€ — aS

. Land-in-Sand Award e .

. Land-in-Pond Award

. Putting Contest Winner

. Winning Team: (L-R) Enterprise

Rent-A-Car’s Craig Goldstein pres-

ents prizes to the team with the

lowest score: Ryan Campbell, Terry

Bialek, Kevin Campbell and T.J.

McRedmond.

9. Most Honest Team: Craig Goldstein
made the presentation to ‘Team
Honesty': Kathleen Klohn, Janice
Swanson, Shannon Burke and
Charity Stokes.

10. Best Poker Hand: Portage Mutual’s
Greg Kirk (L) and Randy Owens (R)
present awards to the team with
the winning poker hand (five 4's)

— Dwight Heppner, Amy Chappellaz
and Lincoln Bergman

(missing: Tyler Carefoot).

0O NOO B~ WN

If your customer needs a rental car after
an accident or theft, pick Enterprise
and experience the difference.

* Greal selection of newer vehicles
» [hirect hill MP

* Free pick-up from home, office or repair shop

* 16 convenient locations throughout Manitoba

=]Enterprise
E 1 B0 af-u—i:ar_
Fick Erbesprise, Wl pick vou up” ‘- —x
Endorsed By

s o
ot ot b g g e o e

Just dial 1 soo rent-a-car.
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Eirstinational ) BGimeetingimWinnipeg:

The first national Young Broker
meeting took place in Winnipeg on
November 19. Manitoba’s YBC is
hosting the event in conjunction
with its popular Education Day.
The site will be the Victoria Inn on
Wellington Avenue. Steve Masnyk
of IBAC and Keith Wilson will be
co-ordinating this meeting, focusing
on education, networking and the
formation of YBCs in all jurisdic-
tions.

IBAC Chairman and Past-Presi-
dent Keith Wilson of Hudson Bay,
SK, told TMB, “This is the culmina-
tion of a lot of hard work by bro-
kers who believe in our industry’s
newest generation. [ recall a few
years ago when former IBAM Presi-
dent Gerry Corrigal and I were
considering the merits of young
broker committees in our respective
provinces. Having some provinces
up-and-running with YBCs and
young brokers from all provinces

meeting on a national basis is very
gratifying.”

YBCs already exist in Manitoba,
Saskatchewan, Ontario, New Brunswick
and Nova Scotia, while plans are being
laid to establish the organizations in the
other provinces.

Keith says the establishment of a
YBC in a province is a win-win situa-
tion for all individuals, groups, organiza-
tions and provinces that are affected.
“The young brokers, both individually
and as a group, gain confidence as young
professionals. They learn about their
industry and their place in it. They get
to see the big picture — both provincially
and nationally — that they wouldn’t see
if they just stayed in their brokerages.
They have a tremendous opportunity
to network with fellow young brokers,
which is invaluable when it comes to
personal and professional development.”

Keith points out that brokerages
and brokerage owners gain from their
young employees’ new knowledge

Trans Canada Insurance Marketing Inc.

Agricultural

Building Owners

CcoC

Contractors

E&O/D&O - All forms
Equipment Maintenance
First Nations

Hard to Place

\rcM/

MGA'’s and
Insurance Wholesalers

Liquor Liability

Programs

Restaurants

Retail

Small Contractor Liability
Subscription Capacity for Property
Umbrella

Vacant & Unoccupied

Visit our wePsite at
www.tcim.ca

807-177 Lombard Avenue
Winnipeg, MB R3B O0W5

Ph: 204-925-8276
Fax: 204-925-8279
Toll Free: 1-888-261-8276
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and confidence. YBC members are
well-rounded professionals and this
translates into better service being
delivered to insurance customers.

The provincial brokers associations
receive a major shot-in-the-arm from
this young, enthusiastic infusion of
talent. Now, the national body will
benefit from the YBC development.

The industry is stronger for
having active, able individuals work-
ing hard to improve their knowledge
and skills. Its future leaders are get-
ting an invaluable education in how
the national industry works and the
challenges it faces.

Finally, and most importantly,
the consumer will reap the rewards
of having a stronger set of broker
organizations.

Keith concludes, “In short, the
development of Young Broker Com-
mittees across the country benefit
everyone that is involved in or needs
P&C insurance.” #

AGENDA

The Manitoba Young Broker
Committee is proud and excited
to be hosting this milestone event.
Here was the agenda.

Friday, November 18
* YBN Education Day

Saturday, November 19
* 1st National Young Broker
Meeting (9:00 am — 3:00 pm)

Watch for a report
on this important event
in our Spring issue.




Courts require a broker to adhere to a
stringent duty to serve and protect the
consumer. According to the Supreme
Court of Canada, brokers are “Jicensed
professionals who specialize in helping clients
with risk assessment and in tailoring insur-
ance policies to fit the particular needs of their
customers. Their service is highly personalized,
concentrating on the specific circumstances of
each client. Subtle differences in the forms of
coverage available are frequently difficult for
the average person to understand. Agents and
brokers are trained to understand these differ-
ences and to provide individualized insurance
advice. It is both reasonable and appropriate
1o impose upon them a duty not only to convey
information, but also to provide counsel and
advice.”

This is quite a duty and it becomes
even more difficult when it is not clear
that the customer is actually relying
upon you.

Consider this scenario. In 1990, a
client requests a policy on his newly pur-
chased home. He says he has always
used XYZ Insurance Co. and would prefer
to stay with this insurer. You calculate
the value and make an application to
XYZ for $115,000 on a replacement cost
basis. Included is an automatic inflation
endorsement. On an annual basis, the
policy is renewed and the limit of liabil-
ity increases with each renewal. XYZ
implements a direct bill system. Every
year, you notify the customer that the
policy has been renewed and invite him
to contact you if there are any changes.
He never contacts you. Although other
insurers implement a guaranteed replace-
ment cost program, XYZ does not. By
2005, the limit on the replacement cost
coverage for the house is $180,000. You
assume that all is well.

That is the case until the old house
is burned down by an arsonist. XYZ
appoints an adjuster who calculates
the replacement cost at $250,000. The
adjuster advises the customer that there
is a big problem: the value of building
materials has ‘sky-rocketed’ recently and
the policy’s limit of $180,000 is grossly
inadequate. This leaves the customer
short $70,000 on the house and $42,000
short on the value of its contents. The
adjuster suggests the customer sue the
broker. That would be YOU.

Rising construction

Who bears responsibility for this loss?
The adjuster tells the customer that
it’s the broker’s fault. At that point, it
becomes very clear to the customer that
he always relied very heavily upon his
broker to protect him. The customer did
not know that the value of building mate-
rials has risen so much over the past few
years. Why did the broker not advise him
of this and increase the limits? The broker
relied upon the insurer to keep the infla-
tion factor realistic. In fact, the inflation
factor that was applied by the insurer
was significantly less than the increase
in the cost of building supplies. XYZ, of
course, says it paid the loss in full, accord-
ing to the instructions it received.

Criticisms of each of the parties can
certainly be made. Who would ultimately
be responsible depends, in large part, upon
the perspective of the person considering
the question. The more important question
to consider, however, is how can a broker
prevent this problem from occurring.

By Bill Gange of Gange Goodman & French

One step that should be considered
is performing a regular cost evaluation
of the house — either every renewal or
every few years. The longer that one
goes between cost evaluations, however,
the greater the risk that the replacement
cost value is going to be inaccurate.

A comparison could be made at the
time of the calculation of the cost
evaluation to determine how the
insurer’s rate of inflation is tracking
the actual costs of construction. That
comparison would provide a degree
of understanding of how urgent the
calculation of the cost evaluation is. A
second step that could be taken would
be to advise the client that XYZ has not
offered a guaranteed replacement cost
option and may not, therefore, be the
most suitable carrier. If the customer
insists on staying with XYZ, the risk of
a problem arising out of the choice of
carrier becomes that of the customer,
not the broker. #

independent Manitoba brokers,
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It takes a team
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The Insurance Brokers
Association of Manitoba,
Manitoba Public Insurance and
the Winnipeg Blue Bombers
partnered together to help
our province stay warm this
winter. Donations were made
to Winnipeg Harvest and rural
Manitoba food banks. Donations were
made throughout the month of October
through Autopac brokers’ offices, Manitoba Public Insurance
locations and at the Winnipeg Blue Bomber game on October 30. Cans and packages of
soup, new hats, scarves, mitts and gloves were collected.

Thanks to all brokers who participated.

G. WOODWARD RESTORATION SERVICES LTD.

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

LT |

Lexmark Laser Toner Specialists
* Lexmark * Optra S
*Optra T * Optra R
* Laser Cartridges are available at
special IBAM prices.

Call DIRECT DATA
for special
IBAM prices on
Ricoh 5510L
Fax/Print cartridges.

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

RIGON | LExXMaRK

Image Communication

MNArrsrarre. N awa
By Esna=s s Qyrasra
PRODUCTS LTD

165 A Garry St., Wpg.
sales / service Winnipeg 982-9400 or 1-800-370-9902
fax: 204-942-8700 www.directdata.ca
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Bipper and friends helping out at Winnipeg
Harvest.

Irwin Kumka, IBAM President-Elect, and
BIPPER at Media launch.

Fiﬁﬁﬂﬁ'r

F'. b R

(L to R) Buzz - Winnipeg Blue Bomber Mascot,
Carol Ellerbeck - Winnipeg Harvest,

Brian Smiley - Manitoba Public Insurance,
Brendan Taman - Winnipeg Blue Bombers,
Irwin Kumka - Insurance Brokers Association
of Manitoba and BIPPER - Insurance Brokers
Assaociation of Manitoba Mascot.

=" hall

"Go Bombers." (L-R) Bipper, Boomer, Dawn Miller
(Winnipeg Blue Bombers), Bruce Michalski
(Winnipeg Harvest), Tony Taronno (IBAM),

Dan Guimond (MPI) and Buzz.



Celebrating
our 10th year

providing additional markets
and capacity for brokers!
Commercial Property Capacity & CGL / OLT

m Manufacturers m Host Liquor Liability m Recycling Plants

® Unoccupied Buildings ® Professional Liability ® Marinas / Resorts

® Resource Industries ® Contractor’s Equipment m Risks
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m Builders Risk m Physical Damage m Yachts

= Hotel/Motel m Foreign Risks m Rental / Rooming

® Vacant Properties ® Bed & Breakfast = Houses

® Mortgage Impairment m Jewellers Block m Stand Alone CGL
Canada WorldWide
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Underwriting Agencies Inc.

#100 - 1400 1st Street S.W., Calgary, Alberta T2R 0V8
Tel (403) 263-4666 < Toll Free 1-888-263-5146 « Fax (403) 237-9976

INSURANCE UNDERWRITING PROFESSIONALS
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Task Force to face-off against Banks

Brian Gilbert is Manitoba's rep on the
National Task Force.

The Insurance Brokers Association of
Canada (IBAC), representing 7,000 bro-
kerages and 29,000 licensed brokers across
Canada, is primed for its latest battle
against banks entering the P&C insurance
industry. Spearheading the effort on
behalf of IBAC is the organization’s
National Task Force, a team made up of
one representative from each province
whose job is to coordinate the government
relations efforts in his or her jurisdiction.

Background

Canada’s Bank Act allows the nation’s
chartered banks to own insurance com-
panies and sell P&C insurance; however,
they are forbidden to retail insurance
through their branch network. This legis-
lation was designed to protect consumers
from ‘tied selling’ and to maintain a level
playing field with insurance brokers who
don’t have access to the banks’ vast client
records.

Banks claim the current regulations
are ‘anti-consumer’ and plan to revisit
the issue of marketing insurance through
their branches when the Bank Act comes
up for its next review in the fall of 2006.

Is it competition or control?

The Canadian Bank Association (CBA)
claims that if banks were allowed to re-
tail insurance products, it would create
more competition in the marketplace.
Would it though? Perhaps, in the short
run, this would be the case, with the six
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"Banks have
a history of being
anti-competition
and monopolistic.”

new competitors (and their extensive
branch networks) joining the more than
200 licensed P&C insurance companies
already serving Canada’s insurance
buying public.

However, banks have a history of
being anti-competition and monopolistic,
particularly in the medium and longer
terms. With their size, they would un-
doubtedly muscle into the market where
they could exercise control, thereby
stifling competition. A recent example
demonstrates this development. A few
years ago, banks were allowed to acquire
trust companies and stock brokerage
firms. It didn’t take long for the com-
petition in both areas to be replaced by
bank control.



The opportunity for abuse

If they get their wish, banks could
abuse their relationships with clients
to obtain business unfairly. They could
oblige a client to ‘opt for” his/her insur-
ance services in order to use another
service that the bank provides. They
could easily offer a mortgage to a cli-
ent, but tie it to an insurance sale. The
intimidation factor is a powerful tool
that could potentially be used against
consumers. Tied selling is very difficult
to police and, thus, to prevent.

Small towns to suffer

Should banks get their way, it could be
argued that job losses on the brokerage
distribution side would be somewhat
offset by new bank hires. However,
would these new hires be qualified
and licensed like brokerage personnel
must be? And where will these new
bank hires be located? Probably in
major out-sourced call centers like
Delhi, India. What would this mean
to rural Canada? Recent history has
shown the banks’ blatant disregard

for small and low-income communities,
with hundreds of bank closures over
the last decade.

Insurance brokers, are located in
virtually every community in Canada.
Brokerage owners and brokers not only
have a stake in the communities they
serve, but they are qualified to serve
their friends and neighbours - their
clients - in those varied communities.

The Manitoba message

IBAM believes it is in the best inter-
ests of consumers that the current
prohibition on bank retailing of insur-
ance should remain. The prohibition
has served consumers well in the past
and will do so in the future.

The National Task Force’s point
man in Manitoba is Brian Gilbert.
Brian is co-owner of MIG (Manitoba
Insurance Group) and also a Past
President of both IBAM and IBAC
and, last year, was Chairman of the
national organization. His message
to brokers is, “Get involved in the
political process. Get to know your
current MPs and MLAs. Educate and
inform them with respect to this
significant issue."

To help with getting this message
out, IBAM has developed an informa-
tion piece available to all member
brokers and designed to provide basic
information for your discussions
with those politicians in and outside
of government. “We want to ensure
that our message is informative and
cohesive,” says Brian. “Everyone has
a bank story to tell. Armed with the
IBAM information piece, we should
all be singing from the same songbook.”

In the meantime, Brian has assem-
bled a team of Manitoba brokers, who
have a personal relationship with the

%,

home reno’s.

Ask about Contractons Pro —
insurance coverage designed for
smeall contractors in the building
irades and backed by Porage

Mutual's fast, falr claims service.

Kesidential, Commercial,
Antomabile & Farm
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province’s 14 MPs. The broker team
is cultivating these relationships so
that if the need arises the MPs can be
contacted immediately and will

pay heed to the brokers’ message.
Similar broker teams are also being
assembled through the other provin-
cial associations and IBAC so that, if
needed, all of Canada’s 308 MPs can
be contacted simultaneously.

For more information on the issue
of banks in insurance, your National
Task Force and the grassroots kit,
contact IBAM at 488-1857. ¢
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120 years. Thousands of
One promise.

Portage Contractors Proinsurance will cover you fair & square.

Insurance

Insurancevith

Snce 1684, 7

www.portagemutual.com
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No conflict. Just interest.
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Catch me if you can ==

By John Knotek, BMO Bank of Montreal

You may recognize our title from the movie about a fraud
artist turned fraud consultant. While the film took a light-
hearted look at more than US$2.5 million in cheque frauds,
the real-life scenarios can be true horror shows. The insurance
sector is no stranger to fraud and staying one step ahead of
criminals is a challenge. The good news is that brokers can
take action to minimize the opportunity for fraudulent activ-
ity, through internal controls and external services. As well,
financial institutions are implementing changes that should
further aid in the fight against cheque fraud.

Internal controls must be your first line of defence. A
starting point is physical security — ensure that you properly
secure and restrict access to any computers that issue cheques,
especially ones with electronic signatures. Cheques, cheque
order forms, and articles of incorporation should be treated as
carefully as cash and kept locked up. Ensure the cheques them-
selves have the serial number on the electronic codeline (or
MICR). Most banks’ detection equipment relies on the MICR
as part of their fraud detection systems. Operationally, tactics
such as reconciling accounts on a daily basis (confirming both
correct amounts and payees) and separating the accounts
payable from the accounts receivable roles can help minimize
opportunities for fraudulent activity.

A secondary line of defence revolves around various bank-
ing products. Typically, these products will serve to cross
check-banking activity against cheque issuing activity, thereby
assisting you in identifying potential discrepancies. Specifi-
cally, services such as positive pay, electronic reconciliation,
and electronic payments direct to the payee can help mitigate
the risk of cheque fraud.

Even with the best defence systems in place, be ready to act
on warning signals, such as account debits that you have no
record of. A less obvious one is a mismatch between a payee’s
record of payment and your own, when you know the item
has cleared your account (but the payee claims the item is still
outstanding). If you believe that fraudulent activity is at work,
contact your banker immediately and be prepared to provide
the cheque number, date, amount, and payee. If after investi-
gation, you determine that an item is not your genuine article,
immediately request a stop payment on the cheque. This may
sound redundant given that the cheque has cleared, but there
could be multiple copies of it in circulation. You will need to
complete a declaration form from your bank, which legally
declares the fraudulent nature of the item. It’s important to
note that whether conducting regular account reconciliation
or investigating a suspicious item, be conscious of the account
documents you signed with your bank. Carefully review these
documents to understand your responsibilities with regard to
notifying your bank of account irregularities.

In addition to any internal methods in your office, there
is an important change coming from financial institutions
— electronic cheque imaging and truncation. Paper cheques will
no longer be physically transported between financial institu-
tions. Rather, cheques will be scanned at regional processing
centres and the ensuing electronic image will be used for fur-
ther processing. The actual physical cheque will be destroyed

H

shortly after the image usability is verified and, hence, will no
longer be provided in monthly statements. In turn, some form
of access to these images will be made available, either through
a printout of the image or viewable on-line. Stay tuned for
more on this issue, which is only in the development stage.
Implementation is scheduled to start this January and be
phased in over five phases to end June 2008.

While the impetus for electronic imaging is to modern-
ize the clearing system, there are some resultant effects that
should aid in fraud detection and prevention. First, cheques
will need to be image-friendly. All cheques will be required to
meet new standards by the end of 2006. Among the new stan-
dards is mandatory MICR line encoding, which should fur-
ther aid in detecting suspect items. Ask your bank or cheque
provider when the new cheques will be available, so you can
manage your supply accordingly. If your bank gives you the
ability to view cheque images online shortly after a transac-
tion is posted to your account, it will allow for more timely
account reconciliation and earlier detection of fraud. Also, the
reduction in the physical transportation of cheques should
help reduce theft incidences.

Using technology and increasingly sophisticated fraud
tools, criminals are continually creating imaginative ways to
try to pocket your firm’s money. You can’t afford to let your
guard down. Fortunately, there are ways to minimize the risk
of fraud, so take action and protect yourself!
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Connected to the Community

Back (L-R): Lionel Ewbanks,
Riley Johanson, Dale Rempel,
Andrew Peckham, Keith Bially,
Stephane Warnock and

Aaron Kirouac;

Front: Dominik Vann.
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By Nicole Harris

Known for its steer wrestling and
cowboy-rustling stampede, the Town
of Morris is about to undergo a face-lift.
Dale Rempel of Rempel Insurance and
several community leaders are burning
the midnight oil to lasso an economic
windfall for this Southern Manitoban
community. Their collective goal was to
score a Manitoba Major Junior Hockey
League team and make it a success.
“With a league like this playing in our
home town we will be able to draw
people from all over the province and
the economic spin-off benefits will help
support local business and volunteer
opportunities for everyone involved,”
Rempel noted.

For the past four years, Oakbluff was
home to the Pembina Valley Twisters,
but since September the MMJHL team
has a new look and location. The team
of 17-21-year-olds has relocated to
Morris and will soon christen their
first season in a new state-of-the-art
arena. A brand new, $4-million Multi-
Purpose Complex and Wellness Centre
is undergoing the finishing touches in
Morris and, once complete, will provide
improved revenue from a larger fan base.

“This is a stepping stone for kids
playing here,” said Rempel. “It also
gives kids an opportunity to go to
university, without a lot of travel. It’s
an easier schedule than the Manitoba
Junior League.”

The Town of Morris will soon be
asking for the public’s help for sponsor-
ship and in choosing a name for the
new arena. The Pembina Valley Twisters
started well and currently have an
8-6 record in the regular season. It’s
expected the transplanted team will
play its first game in the new Multi-
Purpose Complex sometime in November.
Not only will this be a momentous
occasion for the team in their new
venue, but it will also mark the 35th
anniversary for the MMJHL.

If you would like further informa-
tion, please contact the TWISTERS
HOTLINE at (204) 746-8463. ¢



Connected to the Community

Guild staff members Partners for Life

An employee’s tireless commitment to
blood donation spurred a Brandon insur-
ance brokerage to join Canadian Blood
Services’ Partners for Life program,

a nationwide program designed spe-
cifically for corporate and community
organizations.

“It’s really worthwhile and the ben-
efits are huge,” said Brett McGregor,
Operations Manager for Guild Insur-
ance. “I don’t know if everyone knows
what they are. It’s a great feeling when
you're done (donating).”

McGregor said his company'’s
employees, Partners for Life members
since 2003, were inspired to join by a
co-worker whose son was born prema-
turely and required blood transfusions
for his survival.

“She was the one who spearheaded
this effort because of what she went
through with her son,” said McGregor.
“People knew she was a donor and her
reasons for getting involved — more than
anything we understood.”

Though the co-worker has since left
Guild Insurance, her efforts continue,
said McGregor, mostly because the
company feels there are a host of other
benefits to participating.

“It’s nice to have a cause all the staff
can rally around,” he added. “It’s defi-
nitely brought together people from all
parts of the company — from the CEO
through to the front line staff.

Of Guild’s 28 employees, about half
participate in the program. This 50%
rate is much higher than the national
average of 3%, but McGregor said the
real participation rate is higher, since a
few Guild employees cannot participate
due to previous illnesses.

The process involves donating blood
once every eight weeks. Guild Insurance
employees go as a team, during work
hours, to the sessions, which last about
an hour and a half.

“The one nice thing is we’ve intro-
duced new people to the blood donation
process,” said McGregor. “You can sit
beside the new person and make them
feel comfortable. Some people get anx-
ious around needles and blood.

“The whole group concept has
helped ease that.”

On a personal level, McGregor said
the Partners for Life program has been
extremely rewarding, especially when
you consider that for every blood dona-
tion, the lives of up to three people
could potentially be saved.

“It makes me feel good, being
involved in a program that is helping
people,” said McGregor. “You leave
knowing you’ve accomplished some-
thing — that day you saved a life, you
don’t know whose, but it’s a good
feeling.”

What started out as empathy
towards a co-worker’s life experience

has become something very personal for
each Guild employee.

For McGregor, it motivated him to
replace his co-worker as ‘program cham-
pion,” the link between Guild Insurance
and Canadian Blood Services.

“I just thought it was a really good
program and I didn’t want to see it die
when she left,” he said. “It was impor-
tant for me to see this keep going.”

McGregor said there’s also the matter
of a gauntlet he’s thrown down. “I
think we could be held as an example
and challenge to other brokers to do the
same program. “I would love to see all
other brokers in Manitoba take part in
the Partners for Life program.” ¢
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PAUL DAVIS SYSTEMS

Restoration Specialists
"WHEN MINUTES COUNT and QUALITY MATTERS"

(204) 586-1684
24 Hours
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IBAC News

IBAC salutes Dale

The Insurance Brokers Association of Canada recently rec-
ognized IBAM Past President Dale Rempel for his many
contributions to IBAC’s Board of Directors. Dale is retiring
from the IBAC Board and as chair of the IBAC Professional
Development Committee. Congratulations Dale and thanks
for everything you have contributed.

Keith Wilson, IBAC Chair
Dale Rempel, IBAM Past President

IBAC Executive: (L to R)

Peter Fredricks — Vice-President
Larry Kozakevich — President-Elect
Robert Kimball — President

Danny Craig - Vice-President

Keith Wilson — Chairman

Dan Danyluk — Chief Executive Officer

Lombard
Canada®

Manitoba Broker’s Association

We proudly
support our
Manitoba brokers!
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Industry News

NEW MEMBER

IBAM welcomes Horace Smaczylo,
of Standard Investments of
Winnipeg, as its newest member.

BROKERAGE FOR SALE

For sale: a well-established rural Manitoba
‘all lines’ insurance brokerage. Business
includes Autopac, investments, travel and
photo licensing. Please forward letters of
interest to Box 101, c/o IBAM, 205-530
Kenaston Blvd., Winnipeg, MB R3N 174
or info@ibam.mb.ca.

Conference reminder

For those readers who are putting
together their 2006 Business Calen-
dar, be sure to highlight April 26 to
28. Those are the dates for IBAM’s
2006 Conference set for The Fort
Garry in downtown Winnipeg.
Watch for more information in
upcoming issues of TMB.

Shilling Bear a timely Christmas gift

Shilling Bear, by well-known Winnipeg children’s
author and puppeteer (and TMB Advertising Manager)
Cindy Robin, is a beautiful and inspirational story
about kindness and sharing. Recently, Shilling Bear
made his debut on CD, with a portion of the proceeds
going to Variety, the Children’s Charity of Manitoba.
The CD is available at Chapters, McNally Robinson Booksellers,
Toad Hall Toys, Radiance Books & Treasures, Prairie Sky Books, Showcase Manitoba,
Sage Garden Herbs, or can be ordered from the Variety Club office (982-1058).

In 2006, the storybook Shilling Bear will be released. It will feature illustrations
by noted Nova Scotia artist Carol Whitcombe, a former Winnipeger.
For more information on Shilling Bear and Variety Club, visit www.cindyrobin.com
or wiwiw.varietymanitoba.com.

POSITION Available

Rural Manitoba brokerage has a
position available for an energetic,
outgoing individual looking for a
career managing a brokerage.

Lupus Society of Manitoba

IBAM recently made a generous
donation to the Lupus Society of
Manitoba. Proceeds were raised from
the 2005 IBAM Golf Day.

Send resumes to:

Box 101, c/o IBAM

205 - 530 Kenaston Blvd.
Winnipeg, MB R3N 174
or info@ibam.mb.ca

Red River Valley Mutual Insurance Company

A Manitoba Company

“Full Partner in the Broker Identity Program”

"'I’Euwci c0-

Personal Lines — Competitive coverages and rates for Homeowners, Tenants,
Condominiums, Seasonal Homeowners, and Mobile Homeowners Packages

- Attractive discounts including Claims Free, Alarm System, New Home,
Mortgage Free, Mature Policyholder

Farm — Competitive coverages and rates for farms including:

- replacement cost / limited depreciation option for farm machinery
- farm claims free discount

- specialized farms

Commercial — Specializing in small commercial risks including:
- Church, Apartment, Retail Store, Office and Home Based Business Packages

Upon incorporation in 1941, the Red River Valley Mutual Insurance Company chose to
market it’'s comprehensive insurance products through an independent broker network.
Many changes have taken place during the past 60 years, but our commitment to our
Manitoba brokers remains steadfast.

Visit our Website - www.redrivermutual.com
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Liberal Cabinet Reception

IBAM representatives attended a Liberal
Cabinet Reception and BBQ on August 25.

1. (L-R) IBAM President Tony Taronno,
Prime Minister Paul Martin and IBAM Director
Wade Garriock.

2. Federal Cabinet Minister Ken Dryden and
Garry Fast, Team Insurance.

WARNING — Notice of
Unauthorized Adjuster

On May 19, 2005, the Provincial
Court of Manitoba released written
Reasons for Decision with respect

to the four charges before the Court
concerning Mr. Laurie Tomlinson.
Convictions were entered on all four
charges.

The convictions involved section
385(8) of The Insurance Act, for “acting
as an adjuster without a licence by
directly negotiating, investigating,
adjusting, or settling a loss or claim,
for compensation or reward or the
hope or expectation thereof” on
behalf of four separate “clients.”

This outcome validates the consis-
tently held historical position of the
Insurance Council of Manitoba with
respect to unlicensed activity in the
insurance industry. All licence holders
are hereby reminded of the need for
ongoing vigilance in monitoring and
reporting unlicensed activity, in the
interest of broader consumer protec-
tion. Any information or awareness
in that regard should be brought to
the attention of the Insurance Coun-
cil of Manitoba at (204) 988-6800.

- Insurance Council of Manitoba

Industry News

Bears on Broadway

If approaching from

Main Street, the first bear
visitors saw this summer
while touring Bears on
Broadway was Respect and
Honor the Bear, in front of
the Wawanesa Mutual
Insurance Company.

The artist was Cyril
Assiniboine.
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Industry News

CFIB /aunches new national tax cut campaign

The Canadian Federation of Indepen-
dent Business recently launched a
national campaign calling on Ottawa
to implement a new five-year tax
reduction plan to replace the current
five-year plan that ended on March 31,
2005.

In spite of federal tax reductions
implemented in recent years, the
overall tax burden remains too high.
In fact, the total tax burden remains
the biggest concern expressed by 8 out
of 10 surveyed business owners, as
it impedes their ability to grow their
business and create jobs in their com-
munity.

CFIB recently joined forces with
IBAM to tackle the issue of banks
selling insurance through their branch
networks, something both organiza-
tions oppose.

The Canadian Bankers Association
is currently working on a proposal that
would allow Canada’s major banks
to offer information on home and
auto insurance products through their
branches. The CBA, which represents
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& Gontent cleaning and resboration
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# Document freeze-drying
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www.steamaticwinnipeg.com
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total cleaning & restoration
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& IICRC certified in fire, water

1 Complete residential and

786-3344

the big six banks, claims this will of-
fer convenience for customers across
Canada.

IBAM disagrees, arguing that if
banks are allowed to sell insurance
through their branch network, healthy
competition would be destroyed and
consumers could be unfairly forced into
confronting ‘tied selling’ practices and
being intimidated into purchasing their
insurance from banks that tie other
financial services, such as mortgages and
car loans, to the insurance purchase.

Shannon Martin, CFIB’s Director
of Provincial Affairs for Manitoba, said,
“In past surveys, 74% of our Manitoba
members opposed permitting banks to
sell insurance through their branches.
Small businessowners believe banks
already have excessive market power,
they have a history of broken promises
to reduce prices and improve services,
and small firms are rightly worried
about tied selling of lending products
and insurance products.”

Last year, CFIB surveyed business
owners as to whether Ottawa should

THE FIRST TO CALL
AFTER THE FIREFIGHTERS

and mould remediation

commercial building restoration

225 McPhillips St, Wisaipeg, MB
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(L to R) Tony Taronno — IBAM President, Margaret
Scurfield — IBAM CEQ and Shannon Martin — Canadian
Federation of Independent Business (CFIB)

implement a new multi-year tax cut
plan. Of the 15,277 responses, 77%
said ‘yes’ while 13% said ‘no’ (9% were
undecided and 1% had no interest in
the issue).

Over the past year, many influen-
tial MPs told CFIB that a reduction in
taxes was not a priority for Canadians.
Over the same period, there has been a
drastic increase in government spend-
ing commitments as part of the 2005
budget and its aftermath. CFIB is con-
cerned that the large increase in pro-
gram spending will pre-empt already
delayed and badly-needed tax relief for
small- and medium-sized businesses.

With a federal election looming,
MPs will be particularly receptive to
what they hear from business owners
in their ridings. CFIB has developed a
political action alert form for use by its
members. The alert urges MPs to voice
CFIB’s concerns within their party
caucus and to call for a new five-year
tax/debt reduction plan that will:

* Reduce personal income tax rates
for all Canadians and further
increase the basic personal exemp-
tion;

* Reduce the overall tax burden on
small-and medium-sized businesses
to encourage entrepreneurship; and

* Give the highest priority to paying
down the public debt and provid-
ing tax relief.

CFIB urges business owners to get
involved. Readers are asked download
the CFIB’s political action alert from
its website at www.cfib.ca, fill it out
and fax it to the CFIB’s Ottawa of-
fice where it will be sorted and sent to
respective MPs.



Your small business
customers want a
quote ASAP.

That "P" just got
a whole lot faster.

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