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C.W.(Wayne)Wyborn FCIP, CRM

Management is pleased to announce the 
appointment of Mr. Wayne Wyborn as Vice-
President of Underwriting.

Mr. Wyborn joined the Company in 
1986, and has served in various roles from 
Underwriting to  Marketing, most recently 
being the Branch Manager of our Edmonton 
Office since 2000.

In his new role, he will be responsible 
for the Corporate Underwriting results of 
the Company,  with a specific emphasis 
on Automobile.

Randy Owens BA (ADV), CIP, CRM 

Management is pleased to announce the 
appointment of Mr. Randy Owens as Corporate 
Business Development Manager.

Mr. Owens began his Insurance Career in 
1994 in the Broker ranks, joining Portage 
Mutual in 2002 as a Marketing Representative 
in our Winnipeg Office. In 2006 he assumed 
the role of Product Development Manager. 

In his new position, he will be responsible 
for the Management of Product Development 
as well as Broker Management Strategies.

Darren Borodenko BA

Management is pleased to announce the 
appointment of Mr. Darren Borodenko as
Marketing Representative for our 
Winnipeg Office.

Mr. Borodenko began his Insurance 
Career in 1987, as a Sales Representative 
with London Life. In 1988, he transitioned  
to the property and casualty sector. Darren 
brings a wealth of experience, having held 
various positions from Marketing to Senior 
Commercial Lines Underwriter.

With Darren’s diverse knowledge and 
reputation in the Industry, we are confident 
that he will be an asset in his new role with 
our Company.

120 years. 15,000 businesses.

One promise.
To get you back in business faster and with fewer hassles.

Time is money. Portage 
Mutual’s fast, fair claims 

service gets you back in 
business as soon as possible 
after a loss. Ask your broker 

how the Retailers Pro, 
Office Pro, or Contractors 

Pro policies can be tailored 
to your business needs.

Residential, Commercial,

Automobile & Farm

http://www.portagemutual.com
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Message from the President

What’s up with MPI?
Larry Watson, President

We thought it wise at this time 
to let you know what we 
know with respect to devel-

opments in terms of our relationship 
with Manitoba Public Insurance, 
particularly as that relates to broker 
operations. 

The relationship and its structure
Well – it appears to be working 
smoothly. On a quarterly basis, Dave 
Schioler and I meet for frank and 
direct discussion with MPI CEO Mari-
lyn McLaren and MPI VP Dan Gui-
mond. Our next meeting in this regard 
is expected prior to Christmas.

Our General Liaison Committee 
(GLC) also meets quarterly with MPI’s 
operational senior managers. IBAM is 
well represented on this committee 
with a number of well-versed MPI-
knowledgeable brokers. This past year, 
an operational sub-committee was con-
stituted from the GLC so that people 
on the “front lines” (our Autopac 
KAPS) could get involved to help 
resolve day to day issues and to assist 
with the strategic work and responsi-
bilities of the GLC. So far, our feedback 
tells us that the operational sub-com-
mittee is working well. We also expect 

to establish in the near future a special 
committee to handle our relationship 
with MPI as it relates to coordinating 
Autopac & Driver ’s Licensing services. 
In this regard, we are continually 
advised by MPI that its commitment to 
the broker channel is sound.  

MPI & Service Centres 
We have been advised all along by MPI 
that the “new look” Service Centres 
will be able to deliver services related 
to both DL & insurance renewal. 
BUT, we have also along the way 

continually been advised by MPI’s 
Executive, senior managers & others 
that the level of transaction activity 
in the Service Centres would never be 
allowed to exceed 4% of DL (in terms 
of broker involvement) or insurance 
transactions (including renewals) 
overall. In fact, with respect to these 
matters, IBAM & MPI have met at 
least six times over the last year or 
so with Winkler area brokers on the 
Service Centre pilot – and the levels 
are not exceeding and we are told will 
not be allowed to exceed the 4%.  

Furthermore, we are also told that 
at any such time any Service Centre 
level activity exceeds transaction levels 
above 4% – that MPI will correct the 
issue immediately in favour of brokers. 
MPI tells and shows us that its strategy 
is geared toward the broker channel of 
distribution and that it cannot and will 
not staff its Service Centres to handle 
activity above the 4%. (MPI has said 
that historically its claims centres have 
never really exceeded 4% of activity.) 
MPI’s thinking – according to what 
the corporation has shared with us 
– is that, while all of its marketing 
and efforts are and will be designed 
to and will ensure commitment to 
brokers and push activity levels and 
business toward brokers, it is obligated 
to at least have the capacity to offer 
the service to customers through the 
Service Centres. Plus, driver testing and 
licensing will be done out of the Service 
Centres even though scheduled and 
coordinated mainly through brokers. 
As we move forward, it is important 
to note that there can always be slight 
changes to the initial plans, but what 
you see here is essentially what we are 
aware of thus far.

Coordinating Autopac  
& Driver Licensing
What we do know for sure from what 
MPI has advised is that there is a 
lot of work to do here over the next 
12 months or so in terms of moving 
forward. We will keep you as informed 
as we can. 

There is a lot of 
work to do here over 
the next 12 months 

or so in terms of 
moving forward.
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From the Chief Executive's Office

Focus on political action
Dave  Schioler, CEO

By the time these remarks go to 
print, our Association along with 
its membership – on Monday, 

November 19, 2007 – will have expe-
rienced its third annual and successful 
MLA Reception. This year, we will 
have witnessed the highest registra-
tion and attendance for this event with 
30 MLAs and 50 insurance brokers in 
attendance. In addition, it is of note 
that 40% of our broker attendees are 
newcomers to the political scene in this 
context. In this regard, congratulations 
must go to our membership at large. 
Similarly, we wholeheartedly con-
gratulate and thank all MLAs for their 
participation and efforts in terms of 
making this event superbly successful.

In addition, on the same day as the 
Reception, the IBAM executive will 
have held a series of meetings with 
various MLAs, including the Leader 
of the Liberal Party, the Leader of the 
Official Opposition, and the Minister 
of Finance. These meetings will have 
been conducted with a specific focus 
on educating and influencing deci-
sion-makers with respect to issues that 
either remain or are arriving on the 
stage as matters of significant concern 
to insurance brokers. In particular, your 
IBAM representatives will have spoken 
with respect to (1) initiating and insti-
tuting commonsense, non-contentious 
regulatory change; (2) the dangers 
of the retailing of P&C insurance by 
banks and credit unions; and (3) mat-
ters of concern as related to Manitoba 
Public Insurance. (It is of significant 
note that our “word on the street” 
feedback in this regard tells us that the 
brokerage force as a distribution chan-
nel is working well with MPI in terms 
of ultimately producing results that are 
good simultaneously for Manitoba’s 
insurance brokers and Manitoba’s 
insurance consumers.)

As we move forward to enhance our 
presence and influence in Manitoba, 
our strategy and our efforts will be 
designed with the tactic of conduct-
ing additional meetings with MLAs, 
including Cabinet ministers, so that 
our collective voice can be easily heard 
and precisely understood. In this 

regard, we intend to call upon our 
membership to be included in such 
meetings and conversations – and 
we do, in fact, expect that our will-
ing members will respond in vigorous 
force. Again, at all times, our focus will 
be on delivering what we believe is best 
for Manitoba insurance consumers.

As we approach our politicians, it is 
important that we remain extremely 
professional and diligent while carry-
ing and delivering a clear and concise 
message at all times. The politicians, at 

both the federal and provincial levels, 
continually tell us that our professional 
approach is not only appreciated, but 
helps them deliberate and decide on 
difficult and complex issues. It is in this 
vein that IBAM plans to design, offer 
and present at its 2008 Conference a 
full and complete seminar on political 
action, specifically as it relates to our 
volunteer broker force. Please look for 
this seminar; please attend this semi-
nar. It will be to your benefit to do so. 
We look forward to seeing you there. 

Please attend the seminar on political action. 
It will be to your benefit to do so.
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Viewpoint

Danny Craig, IBAC President

Implications of a  
minority government in Ottawa

As my first Viewpoint as 
President of IBAC, I’d like to 
spend some time talking about 

the interesting political times in 
which we currently live. For most 
of the past half century, Canadians 
have been used to a certain level of 
certainty with their governments. 
Majority governments were the 
norm, and minorities were the 
exception. The last few years have 
brought Canadians a taste of quite 
the opposite.

The last two elections have 
brought our country minority 
governments. By their definition they 
provide less stability than a majority, 
and some would argue that they are 
more “democratic” than a majority, 
as no one party has a definite say 
on the outcome of legislation. The 
governing party relies on the support 
of opposition parties on an issue-by-
issue basis. Most minorities have not 
lasted more than two years.

What does this mean for the 
insurance brokerage profession?

The current parliamentary 
environment provides the profession 

with an opportunity to make our 
voices heard even more than during a 
majority. Since no one party has ‘carte-
blanche’ over any piece of financial 
legislation, the understanding and 
support of all political parties is crucial 
for parliamentarians to make the right 
decisions when it comes to consumer 
interests.

Consumer interests are at the 
heart of our profession. It is what we 
do every day – advise and advocate 
on behalf of our clients, on behalf of 
Canadian consumers. This is what 
most parliamentarians also do every 
day; represent the interests of their 
constituents and consumers.

Because of this convergence in 
interests, insurance brokers are the 
real voices for MPs when it comes 
to insurance needs. Brokers need to 
educate and inform MPs of what 
they do every day for their clients; 
the value they provide. They need to 
explain the difference between the 
life business and the P&C business; 
and how those industries vary 
greatly when it comes to deciding on 
financial legislation.

Brokers need to explain to their 
MPs the difference between wealth 
management and risk management, 
and that both lumped into one is 
contrary to consumers having unbiased 
choice. It is also against the interests 
of healthy competition for consumers’ 
P&C needs. Consumers need to be more 
empowered, not less. And tying wealth 
products with risk products does not 
empower consumers. It makes them 
more vulnerable.

Insurance brokers also need to 
explain to MPs that the very nature of 
their industry is mainly one of small 
business. Small businesses are the 
backbone of the Canadian economy, 
and they need to be treated in a way 
that allows consumers to benefit from 
the value they provide. Lower taxes and 
less regulation are two barriers for small 
businesses to grow and prosper.

This, of course, applies to all parties, 
especially during this unstable and 
consensus building political reality that 
we live in. I know that brokers advise 
and advocate every day on behalf of their 
clients, so I urge everyone to do the same 
with our parliamentarians. Good luck.

“I know that 
brokers advise and 

advocate every 
day on behalf of 
their clients, so I 

urge everyone to do 
the same with our 
parliamentarians.”

WINNIPEG
801 Berry Street, Winnipeg, MB  R3H 0S7

774-8186 (24 hours)  Fax: 774-4890
TOLL FREE 1-877-774-8186

www.belfor.com

• 24 Hour Emergency Service

• Fire & Water Damage Repair

• Content Removal & Cleaning

• Mold Removal Specialists 

• Impact & Vandalism Damage Repair

•	Document Reprocessing

•	Carpet Cleaning

•	Contents Inventory & Repair 

   Specialists

•	Residential & Commercial

• Single-Source Responsibility

•	Electronics Cleaning

Restoration Services
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News from IBAC

New marketing tools
IBAM members are advised to be on the lookout for 
IBAC’s new marketing material, which will be arriv-
ing in brokerages shortly. Included in the “Going up?” 
campaign are images of a group of people in an elevator 
and the elevator panel.

2007-2008 IBAC Executive: (L-R) Dan Danyluk, Andrew Walker, Larry 
Kozakevich, Danny Craig, Peter Fredericks and Justin MacGregor.

2007-2008 IBAC Board of Directors
Back Row (L-R): Peter McCann – TIC, Claude Brosseau – RRAQ, 
Robert Dunne – IBANF, Irwin Kumka – IBAM, Karen Doiron – IBAPEI, 
Ralph Zutter Jr. – IIBAA, Fraser Lyle – IBABC, Steve Wagler – IBAO, 
George Wright – IBAS, and Gary Stack – IBANS.

Larry Kozakevich, IBAC  Chair, presents Tony Taronno (L) with a token 
of appreciation for serving on IBAC’s Board of Directors.

Broadfoot Fraser 
Agencies
6 Morris Avenue N., Gladstone, Manitoba
Phone: (204) 385-2212	 Fax: (204) 385-2055

Offering:

• Driver Licences

• Autopac

• Home and Farm Insurance

• Commercial Insurance

• Passport photos

• Financial Planning

• Travel Health Insurance

Serving the community of Gladstone for over 75 years
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Education Education

Business Strategies - a new CPIB Course
The Scope of the Business 
Strategies Program
 
Who Should Take This Course?
The Business Strategies Program is 
aimed at the existing brokerage manage-
ment team who are responsible for goal 
setting, strategic planning, decision-
making and effective operations. Staff 
members who have been targeted for 
leadership development should also take 
this course. The program focuses on 
the management issues that principals, 
partners, managers and key senior staff 
face on a daily basis.

The Beneficiaries
Completing the Business Strategies 
Program provides direct benefit to the 
student who aspires to brokerage man-
agement. Existing management will also 
be direct beneficiaries. When used as a 
management development tool, broker-
age principals will all benefit. Indirectly, 
the knowledge gained will benefit both 
clients and suppliers.  

Results
Building on the foundation laid in CAIB 
4, this program takes a more intensive 
look at some of the same management 
issues found therein, and introduces 
some new critical business success strate-
gies. It outlines for Canadian brokers a 
proven process for improving efficiencies 
and effectiveness, reiterating the value of 
the strategic planning process and offer-
ing a very comprehensive look at human 
resources planning and management. 
Addressing and examining, in detail, the 
components of financial statements, and 
looking at their relationships to all activi-
ties of the business will positively impact 
bottom line profitability. Introducing 
an in-depth look at financing options to 
support growth initiatives will open new 
doors. A closer look at Privacy legislation 
will help all brokers understand what is 
expected of them in protecting the con-
fidential information they hold on their 
clients, and help them determine what 
means and measures they should take 
to ensure compliance. Analyzing steps 
to take to protect the brokerage business 
and staff in the event of an emergency, 
disaster, safety or security breach, is an 
exercise in risk management that will 

show brokers how they can add signifi-
cant value to their business relationships 
with their own clients. This program 
adds significant dimension to the market-
ing topic first introduced in CAIB 4 and 
probes into the many options available 
for advertising, specifically identifying 
strengths and weaknesses of each option 
that will help management determine 
the best strategy to achieve their desired 
results. Showing brokers the strength 
of branding their business and remind-
ing them of the powerful BIPPER brand 
already available for their use, will 
strengthen and bolster any advertising 
campaign they choose. Introducing and 
exploring strategic communications will 
help all brokers select the right mes-

sage and target it to the right audience, 
as well as help them decide when it is 
more effective for the messages to be 
proactive or reactive. A look at growth 
emphasizes the different ways of mea-
suring growth and explores valuation of 
potential acquisitions. The importance 
of planning for perpetuation is rein-
forced and using this course to develop 
potential leaders cannot be overlooked 
as a perpetuation strategy. 

Business Strategies  
Program Leads to…
This program serves as an excellent 
segue to another IBAC management 
program, Best Practices, Enhancing 
Broker Performance. 

Sign up now for the five-day Business Strategies Course (January 21-25, 2008)
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Education Education

Upcoming Education

Auto Broker Technical Course
January 2008 

Phase 1 January 14, 15 & 16 
Phase 3 February 13, 14 & 15

March 2008 
Phase 1 March 18, 19, & 20  
Phase 3 April 16, 17 & 18

Fundamentals of Insurance
Home study exam dates: Second Monday of each month

Seminars
February 11	 Commercial General Liability
February 11	 Business Interruption 
February 12	 Personal Liability (Brandon)
February 12	 Commercial General Liability 

(Brandon)
March 12	 Pitfalls & Perils
March 12	 Introduction to Condominium 

Insurance

CAIB 2007/2008 - Discussion Group Schedule
Spring Semester Classes Begin
CAIB 1 Tuesday, February 12
CAIB 2 Thursday, February 15
CAIB 3 Monday, February 14
CAIB 4 Wednesday, February 20

All CAIB levels are available by homestudy. 
Exams: May 7

CAIB 2007/2008 Immersion/5-Day Schedule
CAIB 1	 January 28 – February 2
CAIB 2	 February 25 – March 1
CAIB 3	 February 4 – February 9
CAIB 4	 March 3 – March 8	

Canadian Professional Insurance Broker (CPIB)
– self-study available
Advanced Commercial Lines	 Advanced Personal Lines
Business Strategies	 Claims Management
Law & Ethics	 Exams: May 7

Immersion Course
Business Strategies	 January 21-24
Exam: January 25

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
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In the media...

Raising our Profile

IBAM presence felt 
at Canadian Cancer 
Society Gala Ball 
(September 15)
Back (L-R): Sharon Clarke, Larry and  
Michelle Watson, Dave Schioler.
Front: Karen and Irwin Kumka, Kristen and 
Wade Garriock.
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Raising our Profile
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Breakfast with The Premier
September 18, 2007
On Tuesday, September 18, in the Skyview Ballroom of the Ramada Marlborough Hotel, IBAM members represented the industry 
at the Manitoba NDP-hosted Breakfast with The Premier.

(L-R) Brian Gilbert, Wade Garriock, Pam Gilroy-Rajotte, Dave Schioler, Premier Gary Doer, Scott Feasey and St. James MLA Bonnie Korzenowski.

IBAM CEO Dave Schioler and Bonnie Korzeniowski, MLA - St. James.

Political Action

14 | DECEMBER 2007 | The Manitoba Broker
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Calendar of Events

December 2007

5	 CAIB/CPIB Exams
7	 IBAM Executive Meeting
10	 FOI Homestudy Exam
14	 IBAM Board Meeting 
21	 IBAM Executive Meeting
21-25	 CPIB Business Strategies Course

January 2008

4	 IBAM Executive Meeting
4	 IBAM Executive Meeting
14	 FOI Homestudy Exam
14	 IBAM Board Meeting 
14-16	 Auto Broker Technical Course – Phase 1
21-25	 CPIB Business Strategies Immersion Course
28-Feb.2	 CAIB I Immersion Course

February 2008

Jan.28-2	 CAIB I Immersion Course
4-9	 CAIB III Immersion Course
11	 FOI Homestudy Exam
11	 Seminar – Commercial General Liability 
		  Winnipeg
11	 Seminar – Business Interruption – Winnipeg
11	 CAIB 3 Discussion Group begins - Winnipeg
12	 Seminar – Personal Liability - Brandon
12	 Seminar – Commercial General Liability Brandon

February 2008 (continued)

12	 CAIB 2 Discussion Group begins - Winnipeg
13-15	 Auto Broker Technical Course – Phase 3
13	 CAIB/CPIB Exams
14	 CAIB 2 Discussion Group begins – Winnipeg
15	 IBAM Executive Meeting
20	 CAIB 4 Discussion Group begins – Winnipeg
21	 IBAM Board Meeting
21	 Senior Insurance Executive Dinner
29	 IBAM Executive Meeting
25-Mar.1	 CAIB 2 Immersion

The Manitoba Broker | DECEMBER 2007 | 15
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In one of the biggest news stories 
coming out of the Manitoba 
insurance industry this year, 

Ranger Insurance has purchased all 
of the outstanding shares of Flanders 
Insurance Services Ltd., a leading 
Winnipeg brokerage specializing in 
commercial insurance, commercial 
programs and risk management. The 
deal became official on September 14. 
It brings together 85 employees at 9 
brokerage sites (Ranger: 6 offices in 
Winnipeg and an office in Norway 
House; Flanders: 2 offices in Winnipeg). (L-R) Nick Leitch and Kevin Neiles

TMB following
brokerage growth

Major Manitoba Merger
Ranger Insurance buys Flanders Insurance

Over the last two 
years, The Manitoba 

Broker has been 
following and 

profiling the growth 
of brokerages 

through acquisition 
and merger.

“We’re very  
pleased with how 

the two companies 
complimented 
one another... 

It is a perfect fit.”

Activity	 	 	 	 	 TMB Issue

Ranger acquires Flanders			D   ecember 2007

Four Corners Merger (Tycoles & Ward)	 March 2007

BSI acquires Loewen & Clearspring		 March 2007

Coughlin acquires C.W. Pooles		D  ecember 2006

MIG acquires Patrick Insurance		S  eptember 2006
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TMB has reported in previous profiles 
of Ranger Insurance that Ranger was 
always looking to expand its operation, 
but only if a purchase proved to be a 
proper fit with the company’s business 
philosophy. Kevin Neiles, President 
and CEO of Ranger took the lead in the 
recent negotiations. He says the fit with 
Flanders couldn’t be better. “We’re very 
pleased with how the two companies 
complimented one another,” says Kevin. 
“It is a perfect fit. Flanders has a niche 
book of business that matches up with 
our book of business beautifully. As well, 
Flanders has a retail office on Henderson 
Highway, which is an area of Winnipeg 
that Ranger has been looking at very 
seriously for years.”

Flanders CEO and President, Nick 
Leitch (who now becomes a shareholder 
and, as First Vice-President, joins the 
Ranger partnership team that includes 
Kevin, Ken Feasey, Joe Poplawski, 
Scott Feasey, Darren Peters and Ken 
Hrabchak) expands on the perfect fit 
of the two companies. He says,” We 
have so many things in common – 
business philosophies, moral standards, 
procedures, and so on. By uniting the 
two enterprises, we are creating new 
and exciting synergies.”

Integration Team
Kevin initiated discussions with Nick in 
February and it quickly became evident 
to both how special this union could be. 
Once the deal was signed, an Integration 
Team was formed, made up of 
individuals from both brokerages. Ranger 
principal Ken Hrabchak chairs the team, 
which consists of Cal Lorenz and Pat 
Moffit of Flanders along with Michelle 
Dudek and Darren Peters from Ranger. 
The Integration Team is charged with 
the task of taking the best of both 
worlds and making the ‘new world’ even 
better, while keeping disruptions to a 
minimum. “We want to make the best 
use of people’s talents and conform to 
their wishes wherever possible. There are 
many possibilities to be considered, such 
as employee movement and head office 
unification, but we don’t want to rush 
into things,” notes Kevin. 

One of those possibilities to be 
considered is the new-look company’s 
brand. Both Ranger (which was formed 
in 1983 and does business from BC 
to the Ontario-Quebec border) and 
Flanders are very well respected entities 
in the industry. This year, Flanders is 
celebrating 100 years in business and 
Nick admits, “I’d like to see the name 
continue.”

Kevin adds, “We would be wise to 
capitalize on the strength of both names.”

The integration process kicks off on 
November 8 with a Ranger/Flanders social 
occasion.

Ideal situation
As the saying goes, ‘timing is everything.’ 
When Kevin initially approached him, 
Nick had been doing a lot of thinking 
about his future and that of Flanders 
Insurance. He tells TMB, “As a business 
owner approaches his senior years, there 
has to be thoughts of succession.” 

He adds, “Flanders has been an 
integral part of the Winnipeg business 
scene for a long time and I wanted that 
to continue. My employees are like 
family to me. Many have been with the 
company for a good number of years. 
I feel a tremendous amount of loyalty 
towards them and want them to feel 
secure. From a personal point of view, 
I’m 56-years-old. That isn’t old and I’m 
not ready to retire, but I had to consider 
how I wanted to go about it when the 
time came, and I wanted to ensure that 
my family was taken care of in the event 
that something happened to me.”

Nick says that being a partner 
in Ranger Insurance is a wonderful 
opportunity. “In a one-man ownership 
situation like I had with Flanders, I could 
call on the expertise of a marvelous 
management team, but when it came 
to a critical decision, I was the one that 
had to make that decision. I had 100% 
of the responsibility and as the company 

continued to grow, that was becoming 
more and more of a burden. 

“Now, as part of a management team, 
it is going to be a different process and one 
to which I’ll have to adjust. That being 
said, when I look at the individuals who 
are partners in Ranger Insurance and look 
back on the meetings we have had to 
date, I foresee that process as being one of 
mutual cooperation and support.”

Nick believes he can bring a lot to 
the management table as well. “I think 
Kevin and the rest are looking forward 
to picking my brain,” he says with a 
chuckle. “Everyone has their strengths 
and I’ve been in this industry for awhile. 
I’m looking forward to contributing in 
whatever ways I can.”

Kevin Neiles echoes Nick’s sentiments. 
He says, “Nick brings tremendous 
knowledge and experience to our group 
and will be a great asset to Ranger, as will 
all the Flanders team members.”

As far as future plans for Ranger 
Insurance, new First Vice-President Nick 
Leitch opines: “Ranger is now positioned 
as the premier insurance broker in 
Manitoba for commercial and personal 
lines. The company is going to continue 
looking for future acquisitions and I look 
forward to being involved with that!”

President and CEO Kevin Neiles 
concludes, “It is Ranger’s commitment 
to continue to grow the organization in 
this fashion over the next number of years 
while maintaining our commitment to 
delivering the highest quality insurance 
and risk services to our clients.”

Integration Teambrokerage growth

“The company is 
going to continue 
looking for future 

acquisitions.”
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YBN Report

Participants had a wonderful time at this year’s Young Broker Golf Day, held September 14 at Morden’s Minnewasta Golf  
& Country Club. Congratulations to the following winners.

Most Honest Team: Team Essex
(L-R) Paula Schaeffer, Melissa Gleich, Sarah Parent and Quinn Parent.

Tournament Champions: Tim Bromley, Drew Bayes and Jamie Casey.

Winner of Longest Drive Contest – Male: Ross Cook Winner of Longest Drive Contest – Female: Karen Bayes

Winner of Closest to the Pin Contest – Male: Nathan Mehling Winner of Closest to the Pin Contest – Female: Wendy Shrimpton

YBC Chair Mario Reimer & Co-chair Katrina Hueging presented awards...

Lots of fun at the Young Broker Golf Day
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YBN Report
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YBN Report

8th Annual Young  
Broker Golf Day
Friday, September 14, 2007
Minnewasta Golf & Country Club, Morden, MB

SUPPORTER LIST
Advance Electronics
AVIVA Insurance 
Boiler Inspection & Insurance
Caddy Shed
CNA Canada
ENCON Group Inc.
First General Services 
James Dube Spraggs Adjusters
Kernaghan Adjusters
Manitoba Public Insurance
Manitoba Blue Cross
Peace Hills Insurance
Portage Mutual Insurance
Premiere Restoration Services 
Royal & Sun Alliance
SCM Adjusters Canada 
SGI Canada
Saskatchewan Mutual Insurance
Shippam & Associates
Wawanesa Mutual Insurance
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Committee Report

They have been prominent at political action events as well. 
“It’s important, “points out Mario, “that our elected officials 
learn who we are and what we stand for.” 

The YBC has taken a leadership role in recruiting new 
employees to the industry. Like many industries, insurance is 
suffering from a shortage of quality workers. Young brokers 
have been attending job fairs, career days and school events 
in an attempt to show young people what is available in the 
insurance field. “Students feel more comfortable approaching 
someone closer to their own age,” states Mario. “We get 
more heart-felt questions from attendees and can deliver the 
answers they are seeking.”

Manitoba’s young brokers have been leaders on the 
national and international scene as well. Mario and YBC 
Past-Chair Ryan Garriock recently attended a joint meeting 
of Canada’s National YBC and that group’s counterpart 
from the US. “Manitoba had the first Young Brokers 
Committee in Canada and we are viewed as leaders,” states 
Mario. “Other groups are constantly asking us how we 
organized and dealt with roadblocks so that they don’t have 
to re-invent the wheel. We’re happy to give anyone the 
benefit of our experience.”

The YBC meets regularly with IBAM’s Board of Directors 
and currently Board members Peter Tessier and Nick 
Leitch sit in on YBC meetings. The YBC budgeting process 
has also recently been finalized. “This was a huge step in 
our development,” says Mario. “It shows that the Board 
takes us seriously and wants to help us with our work and 
development. Our growth is reflected in the fact that our 
events such as Education Day and YBN Golf Day continue 
to outperform their predecessors in terms of attendance.” 

Mario concluded that he is very proud to chair the YBC at 
this time in its history. “We are the future of the industry,” 
he says, “and we take that role very seriously. However, we 
want to do all we can to improve the present, as well.” In 
that regard, the YBC seems to be doing quite well. 

For more information on the YBC, contact Chair Mario 
Reimer at 453-0106 or co-chair Katrina Hueging  
at 988-5122.

YBC a leader provincially and nationally

It’s hard to believe that IBAM’s Young Broker Committee 
(YBC) has been in existence for 10 years. It seems like just 
yesterday when President-Elect Gerry Corrigal presented 

an idea to the board that was proving popular in the US at 
the time – involving young brokers in their own professional 
organization. As TMB quoted Gerry in its June 1999 issue, 
“Too often, talented young brokers feel intimidated sitting 
across the table from individuals who have been in the 
industry for 30 years. This allows them to get involved in 
Association business at their own speed with brokers their 
own age and experience.” 

IBAM’s YBC met for the first time on February 18, 1999. 
It started as a social group mixed with some future business 
plans because, says current YBC chair Mario Reimer, “That is 
how you first attract young people – show them a good time.” 
Mario’s older brother Anthony Reimer was involved from 
the beginning and served as the committee’s second chair after 
Gerry left the group to begin his term as IBAM President, so 
Mario is fully aware of the group’s talent and potential.

While young brokers continue to support social functions 
in the industry, the group has evolved into an organization 
peopled by dedicated, hard-working professionals who put 
their career and their industry first. Young Broker Education 
Day has become one of IBAM’s most important events of the 
year and YBC’s commitment to volunteerism is the envy of 
the entire industry.

“One of YBC’s primary goals is its charitable work,” Mario 
says. “By involving young brokers in the community, YBC 
helps its neighbours while giving all participants a wonderful, 
rewarding experience. There’s nothing as fulfilling as providing 
a helping hand.” Whether it’s raising finds at its annual Young 
Broker Golf Day (this year’s recipient was Inner City Youth 
Alive), delivering Christmas hampers to the less fortunate 
(Mario welcomes all brokers to take part in this event, 
regardless of age), or donating blood (this year’s blood drive 
will see the YBC officially registered as a donor group), IBAM’s 
young brokers set the bar high.

Another YBC goal is to have a presence at IBAM events. 
Young brokers have been prominent at the Association’s 
Annual Conference, even hosting all events on the Friday. 
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New building for Steinbach’s King Insurance

Broker Profile

Norma Hiebert, co-owner of 
King Insurance in Steinbach, 
sounds like a proud parent 

when she talks about the brokerage’s 
new office building in the center of the 
southeastern Manitoba city. It’s easy to 
understand why Norma and the King 
team are so excited about their new 
home – it is a state-of-the-art business 
office after all!

The new site is the culmination of 
a business evolution for both broker 
Norma Hiebert and King Insurance. 
Norma has been in the insurance indus-
try since 1978. In 1996, she decided to 
take the plunge into ownership and 
teamed up with Ken and Bruce King to 
open up a branch office of Winnipeg-
based King Insurance Agency Ltd. in her 
hometown of Steinbach. 

At first, Norma worked out of her 
home. In short order, she moved the 
brokerage into a one-room office. Grow-
ing the business, Norma found the 
one-room too constricting for business 
and moved to larger space in downtown 
Steinbach’s Victoria Plaza, enabling her 
to hire two part-time employees. Nine 

years later, the business had grown to 
such an extent that the Victoria Plaza 
space was too small to accommodate 
the staff of six full-time and two part-
time employees and their customers. 
The decision was made to build a new 
building across the street from the plaza 
and just recently, the brokerage moved 
into the new digs, and hosted a Grand 
Opening on September 20.

Open House
The new building is two-and-a-half 
times the size of the Victoria Plaza 
office. Located at the corner of Main 
Street and Highway 12 (Unit 1, 13 
Brandt Street), the brokerage is in the 
centre of the city and offers custom-
ers ample parking. When driving into 
Steinbach, one has to drive right past 
the brokerage.  

Norma said they hired an interior 
designer to produce a finished product 
that appeared warm, modern, and yet 
professional. The result is a beautiful 
space featuring plenty of natural light. 
The creamy yellow walls are accented 
with natural maple counters and 

nutmeg-coloured trim. The concrete 
floor was painted green, then coated 
in epoxy for a stunning wet-look. 
White office furniture adds a lovely 
exclamation point to the new brokerage.

The working space has been divided 
into sit-down workstations, including 
five dedicated to Autopac. There is 
room for more workstations when the 
brokerage’s growth demands it. (Norma 
has already added two more full-time 
employees since the move.)

Reviews are in and they are glowing! 
“The staff is very happy with the new 
place,” noted Norma. “We were too 
cramped before and now everyone 
has plenty of elbow room.” Insurance 
company reps that have visited are also 
highly impressed, offering “very good 
reviews” according to Norma.

The Grand Opening featured an 
official ribbon cutting by Steinbach’s 
mayor and a prayer dedication from the 
local pastor. Refreshment and dainties 
were served throughout the day and 
visiting customers, insurance industry 
reps and other dignitaries were suitably 
impressed. 
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Broker Profile

Opposite page

Norma Hiebert 
and Bruce King 
in front of the 
new brokerage 
office.

This page 
(clockwise 
from top left)

Inviting front 
counter.

Norma Hiebert, 
proud co-owner.

The staff 
members of 
King Insurance 
– Steinbach 
enjoy their new 
workplace.

At the Grand 
Opening, staff 
and customers 
were impressed.
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Connected to the Community

Broadfoot Fraser 
a cornerstone in 
Gladstone

Brokerage owner Don Kinley informed TMB that 
his company’s office building dates from 1896 when 
it was a harness shop. It then became a bank and 

then a law office. “I’m not sure when insurance was added 
to the mix,” said Don, “but there is an agency certificate 
on the wall dating back to 1913 for Dave Smith and 
John Broadfoot under the company name of Smith & 
Broadfoot.” 

Don recalled back when he was young that Ron 
Broadfoot was the agency’s broker, obviously a 
descendant of the original broker. In the 1970s, Joe Fraser 
joined the general insurance and real estate firm, and the 
name was changed to Broadfoot Fraser Agencies. Ron 
Broadfoot eventually retired and, in 1989, Tom and Elaine 
Scott bought the business from Joe Fraser. The Scotts 
proceeded to add a travel agency to the operation. In 1993, 
they bought the Amaranth insurance business from Tom 
Thompson, giving Broadfoot Fraser a second office.

Tom Scott passed away in 2002 and Don Kinley 
purchased the brokerage from Elaine Scott in 2003. He 
recently sold the Amaranth operation to Grace Johnson, 

who had been office manager since 1995. Currently, 
Broadfoot Fraser has three-full-time staff (and is currently 
looking for a fourth) as well as one-part-time employee 
who market general insurance. The business also provides 
financial services to its customers as Don has his CFP 
designation; and the firm retains its presence as a travel 
agency, serving as a subagent for McPhail Travel in 
Carberry.   

“Community involvement is important to the brokerage 
because it is important to give, whether it is time or 
money” stated Don. “When you give to the community, it 
always comes back.”

He adds, “We are continually asked to give and our 
response is ‘yes’ as long as it is for the area and someone 
has to come in person. We do not respond to phone calls or 
mail-in requests.”

Don said, from a personal standpoint, he has had to 
work hard to balance community involvement with his 
home life, explaining, “I have been on the rodeo committee 
since the CCA/MRCA event started in Gladstone eight 
years ago, co-chairing the committee for two years. I am 

The brokerage’s building dates back to 1896.This insurance agency certificate for Smith & Broadfoot is from 1913.

The Broadfoot Fraser Agencies team:  
(L-R) Shirley Merke, Laurel Lough, Jamie Madill and Don Kinley.
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Connected to the Community

“Community involvement is important to the brokerage 
because it is important to give, whether it is time or money. 
When you give to the community, it always comes back.”

Gladstone celebrated 125 years with a weekend of festivities that 
included a parade.

currently vice-president (and past-president) of the Gladstone 
Chamber of Commerce. I was also junior coordinator for the 
Gladstone Golf Course for five years and volunteer at our 
church.”

The staff at Broadfoot Fraser share Don’s sense of 
community involvement. “It’s not a requirement when I hire 
someone, it’s just when you are looking to hire a ‘people-
person’ to work in the service industry, it just comes with 
the package.”

During the weekend of August 11-12, the Town of 
Gladstone celebrated its 125 anniversary. Festivities included 
a Saturday parade. As expected, Broadfoot Fraser Agencies 
had a prominent position in the event. 

Get experience on your side.

ENCON Group Inc.
500 - 1400 Blair Place
Ottawa, Ontario
K1J 9B8
Telephone		 613-786-2000
Facsimile		  613-786-2001
Toll Free		  800-267-6684
www.encon.ca

No matter what business you’re in, you need to get 
ENCON’s experience on your side.

Professional indemnity programs for
Directors and Officers of Profit and Non-Profit 
Corporations • Combined E&O/D&O • Associations and 
Affinity Groups • Insurance Agents and Brokers 	
• Legal and Paralegal Professionals • Medical 
Practitioners • Miscellaneous E&O • Publishers and 
Printers E&O • IT Professionals • CGL

ENCON’s insurance programs are marketed through 	
independent insurance agents and brokers.

Construction coverage for
Architects & Engineers • Design/Build • Environmental 
Consultants • Landscape Architects • Land Surveyors 
• Contractors • Builders Risk • Contractors CGL  
• Wrap-Up • Storage Tank Pollution

We offer a wide range of 
specialty insurance programs
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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

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

FEATURED PROGRAMS:

www.beacon724.com

The Manitoba Broker | DECEMBER 2007 | 29

http://www.beacon724.com
http://www.palcanada.com
http://www.mb.bluecross.ca


Succession and You

Whether it is at your conference, 
an education session or broker 
social event, take a look around 

the room. It does not take a statistician 
to determine that the majority of 
principals are over 50-years-old. While 
the number may be somewhat acute 
now with the boomer influence, the 
reality is that at anytime in the last few 
decades, principals have been in the 
‘mature’ group. Accordingly, brokerage 
succession has always been a relevant 
topic amongst industry participants 
with a belief that the mature group 
would look for the exit door as soon as 
they hit some magic age in their 50s. 

But the reality is that many 
principals are really just hitting their 
stride in their 50s, with the brokerage 
likely having a lower debt level, an 
excellent team in place and everything 
running smoothly (as much as this is 
possible in an ever-changing industry). 
With everything so good, why would 
a member of this mature group bother 
planning for succession?

That is where the stigma lies with 
succession planning – it is too often 
equated with the actual exit from the 
brokerage, hence the reason many 
put off the process when an exit is 
not anticipated in the near future. A 
succession plan is not about the exit 
itself. Rather, it provides a detailed 
process leading up to an exit through 
which a principal prepares for the 
transition of responsibilities of each 
employee and for the transfer of 
ownership of their brokerage. 

Ideally, a succession plan should be 
a part of the overall strategy for the 
brokerage and something that every 
principal should have in place from 
the moment they become an owner. 
After all, it is about planning for the 
brokerage’s future after you are no 
longer there – whether the exit is a 
planned one or one brought on by an 
unexpected event.  

By Eric Walker, Cookson Walker Consulting and John Knotek, BMO Bank of Montreal®

“Get ready”
The hardest part most have with 
succession planning is actually getting 
started. This is human nature. With 
only so many hours in the day, we 
deal with pressing issues first and put 
off what we can until later. To help 
get started, it is useful to develop 
a succession plan in the context of 
achieving independence from the 
brokerage in three areas:  management, 
ownership and financial. 

The textbook succession case 
is where a principal gradually 
passes on their responsibilities to 
appropriate employees of the brokerage 
(management independence); sells at 
some point (ownership independence); 
and at a later point is not reliant 
upon the brokerage for a salary and 
the purchase price has been paid 
in full (financial independence). 
This establishes the framework for 
succession, with the more complex 
decisions such as choosing a buyer to be 
layered on over time.  

In determining the timing of 
succession, personal goal planning is 
critical in answering such questions as 
“how much longer do I wish to be active 
in the brokerage?” and “when do I need 
to be financially independent from the 
brokerage?” 

A big driver of the answers to these 
questions is whether projected income 
levels are sufficient to cover retirement 
expenses. For most principals, the 
primary source of income will come 
from the after tax proceeds from 
a brokerage sale with secondary 
income from sources such as existing 
investments, rental income and 
government plans. 

If there is a gap between projected 
retirement expenses and projected 
income, then part of the succession 
planning process should focus in on 
closing this gap. It can be filled by a 
combination of reducing projected 
expenses, working longer in order to 
build up personal assets and maximizing 
the value of the brokerage. While 
principals probably have a good proxy 
value, getting professional advice can 
help with the valuation and value 
enhancement strategies in completing 
initial succession planning. 

“Get set”
Once the basic plan is in place, the 
next steps are to become sale ready on 
three fronts: management, operations 
and financial. Management readiness 
revolves around reducing the brokerage’s 
dependency upon the principal. Part of 
reducing the dependency on the princi-
pal is passing on appropriate duties and 
responsibilities to employees. This has 
the effect of potentially creating internal 
successors as well as reducing the owner-
ship transition risk if the brokerage is 
sold to an external buyer. Accordingly, an 
external buyer may assign a higher price 
to the brokerage or a financing provider 
may provide more funds if the principal’s 
exit is expected to have negligible impact 
on the brokerage’s performance. More-
over, reducing the dependency upon the 
principal has the added benefit that in 
the event of the principal’s incapacitation 
or demise, employees could continue to 
operate the brokerage, thus preserving its 
value until it can be sold.

How the brokerage operates is also an 
important area to examine. A sale-ready 
brokerage will have clear policies and 
procedures in place that deal with under-
writing, collections and service standards. 
Additionally, there will be written agree-
ments in place for producers with respect 
to compensation, account ownership and 
appropriate non-solicitation agreements. 

On the financial side, some bench-
marking against industry standards is 
worthwhile to see how the brokerage 
ranks. If profitability, growth or other 
measures do not stand up there may 
be opportunities to improve the perfor-
mance of the brokerage, which in turn 
aids in increasing value and attractive-
ness to buyers. Further, some financial 
cleanup may be in order, such as strip-
ping out redundant assets (i.e,. real estate 
or personal assets) to help ensure the 
performance of the brokerage is clearly 
evident to a buyer.

“Go”
This stage is about putting plans into 
action, with the largest action item 
being choosing a buyer. Choosing a 
buyer will come down to evaluating 
how well the buyer meets with the 
personal and corporate objectives of the 
principal. For instance, a principal may 
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favour a buyer looking to keep the bro-
kerage intact after a sale and hence, is 
willing to receive less favourable terms 
for this benefit.  

Another major consideration in the 
execution stage is timing. Brokerages do 
not operate in a vacuum and hence the 
number of buyers and stage of the insur-
ance cycle can impact sale decisions. If 
the original value of a brokerage is not 
currently obtainable with a preferred 
buyer, then a principal may have to 
delay a sale, adjust retirement plans or 
pursue a different buyer. 

A final component to the execution 
is the financing to facilitate a transac-
tion. From a historical perspective, the 
availability of funds for buyout financing 
has varied with prevailing market condi-
tions. In times of solid economic activity, 
financing is readily available. When a 
weaker economy arises, some financing 
providers withdraw from the market 
and consequently funding for buyouts 
may be more restricted and reliant upon 
vendors or buyers. Regardless, a well 
thought out succession plan will allow a 
buyer to more easily obtain the financing 
needed to purchase through reducing the 
ownership transition risk. In determining 
an appropriate financing structure, it is 
important for buyers and principals alike 
to consult with their respective accoun-
tant, lawyer and banker prior to entering 
into any agreement.

Developing a succession plan is 
daunting at first, but like any large 
project it should be approached in seg-
ments and be flexible enough to adapt 
to changing conditions. Don’t expect to 
develop an all-encompassing succession 
plan in a weekend. But a weekend is 
probably all it takes to at least roughly 
map out a personal and corporate plan 
of what is important to you and your 
brokerage. How much do you need 
to retire? When is a preferred time to 
leave? Doing nothing is an option, but 
doing something with your succession 
plan creates stability: employees and 
markets alike take comfort in knowing 
where the brokerage is headed; any 
potential ownership transition should go 
smoother for buyers and customers and; 
ultimately provides principals and their 
families with greater financial security.  

® Registered trade-mark of Bank of Montreal

Trans Canada 
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We have wonderful clients and a great team

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

Agricultural / Livestock
Building Owners
Capacity
D&O / E&O
Hard to Place Property & Liability
Interesting and Challenging Risks
Manufacturing
Agrologists

Retail
Restaurants
Subscriptions
U.S. Sales
Vacant / Unoccupied
Wholesalers
Program
Sexual Misconduct and 
Molestation Liability
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Industry News

Coughlin Insurance Grand Opening

On October 12, Coughlin Insurance at 1610 Kenaston Blvd. celebrated its Grand 
Opening. (L-R) Donna Komishon, Brian Coughlin, Bob Coughlin and Ken Coughlin. 
Watch for more on this exciting event in the next issue of TMB.

Seeking a Brokerage

Reider Insurance is looking to 
purchase an insurance brokerage. 
Interested parties are asked to 
please call Ronald Reider at  
284-5142.
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Industry News

Huntington’s Indy Go-Kart Challenge

Reider Insurance was, once again, front and center at the Indy Go-Kart Challenge 
on September 9, sponsoring two teams. This exciting event runs on the same day 
across the nation and has proven to be an excellent fund-raiser for The Huntington’s 
Society of Canada.

Huntington Disease (HD) is a hereditary brain disorder with devastating effects 
on both the mind and the body. While there is no cure, these are heady days for fami-
lies who have members suffering from the affliction. In 2006, Canadian researcher 
Dr. Michael Hayden actually cured a mouse suffering from HD. Now, other orga-
nizations dedicated to raising research funds for similar nerve/brain disorders (e.g., 
Parkinson’s disease) have thrown their weight behind HD research in hopes that the 
recent success will have a domino effect in other maladies.    

Learn more about Reider Insurance’s dedication to help fight HD in the next issue 
of TMB under our “In the Community” banner

IBAM South

In March of this year, while the 
rest of us were trying to shake the 
effects of a long winter, a group of 
fun-loving individuals with close ties 
to IBAM were seen basking in the 
sun at Reg and Donna Wyatt’s RV 
park in Weslaco, Texas. This august 
group, which included brokers, IBAM 
Past Presidents, and the Association’s 
former Executive Director, got 
together for afternoon cocktails prior 
to going out for an evening dinner.

YBN Team  
nabs league honours

The Insurance Baseball League 
completed a fun-filled, competitive 
season with its wind-up tournament 
on August 25. Winners of the “A” 
side were YBN Young Guns, while 
MPI took home “B” side honours. 
Congratulations to the victors and 
to all who participated.

(L-R) Bill Cuistar, Jim and Donna Schmall, 
Emile and Marg Pilotte, Stan and Lynne 
Ward, Reg and Donna Wyatt, Sharon  
and Ron Vandenbosch, and Roz and  
Bill O’Brien.
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Industry News

Recruitment an IBAM goal 

One of IBAM’s major goals this 
year is the recruitment of new 
people into the industry. On 
August 28, IBAM’s Rosemary 
Poleshuk and Keris Dick of 
McMillan Insurance did an excel-
lent job of promoting the insurance 
industry to attendees at a career 
fair sponsored by the Employment 
Projects of Winnipeg. Well done, 
Rosemary and Keris!
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Industry News

Industry loses a leader

On October 6, 2007 the broker community was 
saddened by the sudden passing of Lois Fedak. 
Lois was a friend of IBAM and of insurance 
brokers in Manitoba. Our heartfelt sympathies 
go out to Lois’s family, her colleagues and 
friends at the Insurance Council and to friends 
of Lois within and outside of the industry. 

MAIP event a success

The annual MAIP Wine & Cheese, 
held on October 11 at the Delta 
Winnipeg was, once again, a suc-
cessful industry event. Congratula-
tions to the organizers.

MAIN OFFICE

Dave Dubé, Manager
207 - 675 Pembina Highway
Winnipeg, MB  R3M 2L6
Phone: (204) 985-1200
Fax: (204) 475-0221
E-mail: jdsadj@mts.net

BRANCH OFFICE

Gary Pilloud, Manager
7A - 2010 Currie Blvd.
Brandon, MB  R7B 4E7
Phone: (204) 728-6126
Fax: (204) 728-6044
E-mail: jdsbdn@mts.net
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Reach our Advertisers

Company	 Page	 Phone	 Website

Advance Electronics	 39	 204-786-6541	 www.advance.mb.ca

AIG Credit Corp.	 15	 416-596-3926	 www.aigcredit.ca

Aurora Underwriting Services Inc.	 11	 866-328-1314	 www.auroraunderwriting.com

Bank of Montreal	 19	 416-927-5973	 www.bmo.com

Beacon Underwriting	 29	 888-645-8811	 www.beacon724.com

Belfor	 8	 204-774-8186	 www.belfor.com

Broadfoot Fraser Agencies	 9	 204-385-2212 

Canada Worldwide Underwriting Agencies	 4	 403-263-4666	 www.canadaworldwide.ca

Crawford and Company	 36	 416-364-6341	 www.crawfordandcompany.ca

Encon Group Inc.	 27	 613-786-2224	 www.encon.ca

Enterprise Rent-A-Car	 35	 204-478-7800	 www.enterprise.com

G.Woodward Restoration Services Ltd.	 6	 204-783-6266

Grain Insurance & Guarantee	 20	 204-943-0721	 www.graininsurance.com

Group Medical Services	 33	 204-489-9140	 www.gms.ca

Guarantee Co. of North America	 11	 416-223-9580	 www.gcna.com

Informco	 7	 416-285-1700	 www.informco.com

ING  Insurance Co.	 37	 204-944-7350	 www.ingcanada.com

James Dube Spraggs Adjusters Ltd.	 36	 204-985-1200

Kimbley Systems	 15	 902-544-0951	 www.kimbleysystems.com

Manitoba Blue Cross	 29	 204-775-0161	 www.mb.bluecross.ca

Manitoba Public Insurance	 25	 204-945-8097	 www.mpi.mb.ca

Pal Insurance Brokers	 29	 800-265-8098	 www.palcanada.com

Paul Davis Systems	 17	 204-586-1684	 www.pds.ca

Portage Mutual Insurance	 3	 800-567-7721	 www.portagemutual.com

Premiere Disaster Kleenup	 14	 204-783-9086	 www.premieredkc.ca

Priority Restoration	 35	 204-786-3344	 www.steamticwinnipeg.com

Ranger Insurance	 32	 204-925-8550	 www.rangerinsurance.ca

Saskatchewan Mutual Insurance	 13	 306-653-4232	 www.saskatchewanmutual.com

SGI Canada	 31	 306-751-1674	 www.sgicanada.ca

South Western Group	 14	 416-620-6604	 www.swigins.com

Sovereign General Insurance	 38	 204-982-1287	 www.sovereigngeneral.com

Swiss RE	 40	 416-217-5550	 www.swissre.com

Totten Insurance Group	 28	 519-668-6111	 www.tottengroup.com

Trans Canada Insurance Marketing Inc.	 31	 204-925-8276	 www.tcim.ca	

Winnipeg Furniture Services	 21	 204-942-3511	 www.wpg.bldg.com

Wyatt Insurance & Financial Services	 2	 204-222-3221	 www.wyatt.ca

Committed to serving
Independent Insurance Brokers

in Manitoba.

www.sovereigngeneral.com

Quality
Strategy
Experience

Phone: 204-982-1260  Fax: 204-947-3170

Suite 1009, 201 Portage Avenue, Winnipeg, MB   R3B 3K6
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