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Message from the President

Scott	Andrew,		
IBAM	President

We have succeeded through  
strength, character and integrity

As we approach our Convention 
and Annual General Meeting, I 
am reflecting on the many issues 

that we have addressed together during 
my tenure as your President. A major 
challenge that we faced and tackled was 
of course the commencement of imple-
mentation of the operational restructur-
ing and new compensation model nego-
tiated and secured with Manitoba Public 
Insurance in 2008. I thank the IBAM 
membership for their involvement and 
support during the entire beginnings of 
this new process. 

We again held firm this past year to 
our philosophy that much of what we 
have been and are to continually able to 
achieve in dealing with MPI, the Insur-
ance Council of Manitoba and in other 
arenas of our endeavours is owed to 
our focus at all times on the insurance 
consumer in Manitoba (and Canada). 
What follows from all of this is that our 
local Broker Identity Program (BIP) is 
continuing to show signs of real success. 
We are out there, we are visible – and it 
is making a difference.  

IBAM has been 
extremely active 
within the 
national Broker 
Identity Pro-
gram (BIP) 
as well. This 

system of time 
and money invest-

ment allows us to 
distribute the branding 
campaign that relays 
the value insurance 
brokers bring their 
clients and their 
communities. Your 

IBAM repre-

sentatives have once again worked hard 
in developing the BIP, making annual 
visits to our Manitoba-based companies 
– Portage, Wawanesa, Red River and 
Grain. While we have had success in 
this area, we still have some hard work 
ahead of us. As a part of our efforts, we 
were pleased once again to assist IBAC 
in its Broker Identity Program through 
our Senior Insurance Executives Dinner 
(held annually with key national players 
representing their companies). IBAM 
executives also participated vigorously 
once again in the insurer CEO account-
ability sessions in Toronto this past 
January. We continue to build the BIP 
by educating and influencing legislators 
who for the most part now recognize 
the brand, the profession, and the value 
the profession provides to Canadians. 
We are truly intermediaries who serve 
the interests of insurance consumers in 
Manitoba and Canada. 

At our 2010 AGM, I will be passing 
the torch to current President-Elect, 
Pamela Gilroy-Rajotte. I am confi-
dent that we will be extremely well 
represented throughout Pamela’s term. 

Pamela is already busy in 
her working life, having 
taken on new and many 
responsibilities at Hori-

zon – and I can assure 
you that she 

will be 
an even 
busier 
indi-

vid-
ual 
this 
year 

working hard for IBAM and its members. 
While we have accomplished much this 
year, there is so much more to do. During 
the coming year as your Immediate Past 
President & Board Chair, I will be there 
to help Pamela and the IBAM Executive, 
Board and membership whenever I am 
called upon. As your next IBAC Director, 
I will also ensure that your messages are 
heard at the national level. 

During this past year, as a Board on 
your behalf we have again been operating 
with a specific and overriding motiva-
tion – being that IBAM exists for one main 
purpose, and that is to have a common and 
collective broker message voiced through 
one Association.  Conveying, reinforcing 
and utilizing this message and tool is what 
our most diligent efforts have been all 
about over the course of the year. I wish to 
add that as a unified body we as a mem-
bership have succeeded through strength, 
character and integrity; the year has again 
been good for the Association and its mem-
bers as a direct result of various challenges 
being engaged head on. We are pleased 
that we have also commenced much work 
with the Insurance Council of Manitoba 
so as to achieve positive change for brokers 
going forward. In fact, it is enlightening 
that we are continuing to achieve these 
kinds of results and to see opportunity and 
gain strength amidst the continuing issues 
we face as an industry. Finally, I am also 
pleased to say that in completing its work, 
the Board has again produced positive 
results by conducting itself as a team while 
simultaneously utilizing the skills of indi-
vidual Directors. I wish to thank the IBAM 
Board Directors for the diligent service 
and partnership that they have engaged in 
throughout this past year. Members, while 
my service as President comes to an end, I 
look very much forward to continuing my 
work in the coming year as Past President 
and Chair of this terrific Association. 

Thank you again and I will see you at 
the Fairmont. 

Thank you again and I will see you at 

Scott Andrew with former Premier Gary Doer 
prior to 2009 President’s Dinner

We are out there, we are visible – and it 
is making a difference.  

IBAM has been 
extremely active 
within the 
national Broker 
Identity Pro-
gram (BIP) 
as well. This 

system of time 
and money invest-

ment allows us to 
distribute the branding 
campaign that relays 
the value insurance 
brokers bring their 
clients and their 
communities. Your 

IBAM repre-

Pamela Gilroy-Rajotte. I am confi-
dent that we will be extremely well 
represented throughout Pamela’s term. 

Pamela is already busy in 
her working life, having 
taken on new and many 
responsibilities at Hori-

zon – and I can assure 
you that she 

will be 
an even 
busier 
indi-

vid-
ual 
this 
year 



PEACEHILLSINSURANCE.COM   OUR POLICY IS WORKING FOR YOU

Whether it’s a pet, a place or a personal 
protection package, some one-of-a-kind 
combination of qualities creates a powerful 
bond and a special relationship. Out of many, 
one becomes your favourite. That’s the way 
it is with Peace Hills and the brokers whose 

business we value – we work hard to be 
their favourite insurance provider, offering 
competitive rates, the best coverage and the 
fastest, friendliest service. But our favourite 
thing is providing all of it in one perfect 
package.

All things being equal, 
you have your favourite.

PEAC-16091 House Ad.indd   1 20/02/09   1:00 PM

http://www.peacehillsinsurance.com
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In the media …

Two Canadian insurers and a group of claims 
management companies are among those who have 
been quick to donate to relief efforts in earthquake-

stricken Haiti.
 The Co-operators is providing up to $150,000 to 

match employee donations to the Red Cross.
Intact has donated an initial $50,000 to the Canadian 

Red Cross to support its work there.
Granite Global Solutions, made up of McLarens 

Canada, Sibley & Associates, Rochon Engineering, King-
Reed Investigation Services and Henderson Structured 
Settlements, has donated $20,000 to the Red Cross.

The federal government is earmarking up to $50m to 
match Canadians’ donations.

Co-operators President Kathy Bardswick said this means 
every dollar employees donate will translate into three dollars 
going to help those in Haiti “who so desperately need it.”

Hannover Re, whose Bermuda unit specializes in property 
catastrophe protection, said the earthquake could cost it the 
equivalent of CAD$29.6m.

A US report said the Caribbean Catastrophe Risk 
Insurance Facility, of which Canada is a founding member, 
may only pay out less than $8m.

The BBC, quoting the Haitian envoy to the US, said the 
total cost could be in the billions.

Insurance information company Eqecat’s latest estimate 
of economic damage is in the low single digit billions of 
dollars.

THOMPSON’S
Daily Insurance News Service 
January 18, 2010
Canadian	insurance	industry	members	quick	to	donate	to	Haitian	relief:	insured	damage	believed	to	be	low

Raising our Profile

MaNITOba buSINeSS MagazINe
In this journal's list of the 40 Fastest Growing 
Companies, mIG Insurance was 6th and heD 
Insurance and risk services was 26th. Well done!ervices was 26th. Well done!

26. heD Insurance 
and risk services

6. mIG Insurance
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As an insurance expert, you know 
how good Rental Car Insurance is.
For customers, it’s an unbeatable combination of 
savings and rock-solid protection, making it their 
wisest choice.

To ensure their protection is seamless, here’s an 
important reminder to offer each customer:

• If you’re buying Rental Car Insurance in your name, 
make sure you rent the car in your name too.

It’ll help Rental Car Insurance protect them 
as well as intended. 

Help customers get the 
most from Rental Car Insurance

The Manitoba Broker | MARCh 2010 | 9

Raising our Profile

Political Action
Premier’s Breakfast

lunch with Federal nDP leader Jack laytonlunch with Federal 
CEO Dave Schioler representing brokers in discussions with Finance Minister Jim Flaherty in Ottawa

http://www.mpi.mb.ca
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Raising our Profile

Industry events
sr. Insurance executive Dinner – February 25

8.

10.

IBAM Director Greg Barrows, Ken DeDecker (AXA), Kevin Briscoe (Intact), 
Kevin McNeil (Gore Mutual) and Dale Kein (AXA)

Portage Mutual’s Doug Pedden & John Mitchell with Dave Schioler

(L-R) Kevin McNeil (Gore Mutual), Maurice Tulloch (AVIVA), 
and Portage Mutual’s Wayne Wyborn & Doug Pedden

Dave Schioler with the Zurich team (Diane Cooper, Martin Lynch and Ken 
Santarossa)

Dave Schioler, John Mulvihill (Boiler Inspection & Insurance Co.), Kevin 
McNeil (Gore Mutual) and Chris Luby (Wawanesa)

Gail Routh (Peace Hills). Pamela Gilroy-Rajotte (IBAM President-Elect) and 
Wade Garriock (IBAM Chair & Past President)

This annual event strengthens the relationship IBAM has with insurance companies that do business in Manitoba.

10.
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www.wawanesa.com

Auto  –  Home  –  Business  –  Farm  –  Life and Group

Satisfy your appetite for 
new business with our

Chef’s Specialty 
Insurance Package

Top Chef’s Specialty Insurance Package 
highlights:

• Spoilage
• 2 Million Liability
•  Reduced Rates For Less Than 40% 

Liquor Sales

Top Chef’s Specialty Enhancement 
Endorsement highlights:

(Endorsement is an optional purchase)

•  Business Income – Profits Including 
Reported Tips 

• Food Contamination Coverage 
• Wine Valuation Coverage

An insurance product served specifically 
to Restaurant Owners. This package 

automatically covers Buildings, Contents 
and Commercial General Liability.

The Manitoba Broker | MARCh 2010 | 11

Raising our Profile

retirement reception for 
Portage mutual’s randy Clark, 
Winnipeg squash Club 
(march 4, 2010)

Gail Routh (Peace Hills) and IBAM Director 
Curtis Wyatt 

IBAM CEO Dave Schioler and Jean Fontaine 
(Trans Canada Insurance)

IBAM Past President Tony Taronno and SGI’s 
John Dobie

Edna Rossong (Wawanesa) and IBAM Director 
Keith Jordan

IBAM CEO Dave Schioler spoke at the event 
for the outgoing (in more ways than one) CEO 
of Portage Mutual, wishing him well in his 
retirement.

IBAM Past President Tony Taronno and SGI’s 

Edna Rossong (Wawanesa) and IBAM Director 

Laura Wiebe (SMI) and Wade Garriock (IBAM 
Chair & Past President)

http://www.wawanesa.com
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An interview with …

Maurice tulloch, 
President and CeO, Aviva Canada

Q: 
whAt is yOur PrOfessiOnAl 
bACkgrOund?

A:
I’m an accountant by trade and joined 
Aviva in 1992. I’ve held a variety of 
management positions including 
President of Aviva-owned Pilot Insurance 
Company and Executive VP for Aviva 
Traders, Aviva Elite and Aviva Scottish 
and York. I’ve also worked at the Aviva 
group centre in London, England. I was 
also Executive VP of Broker Distribution 
(Ontario) and Specialty Distribution 
for Aviva. I was appointed President 
and CEO of Aviva Canada at the close 
of 2009 and officially took on my new 
duties on January 1. 

Q:
hAving served As vP Of brOker 
distributiOn in OntAriO, dOes 
this MeAn yOu Are sensitive tO 
AvivA’s deAlings with brOkers 
ACrOss CAnAdA?

A:
Absolutely! I know over 1,000 brokers 
personally and some of my best friends 

are brokers. It’s critical that I’m seen as 
being accessible to brokers as brokers are 
our company’s life-blood. 

I recently had breakfast with 
IBAC’s CEO Dan Danyluk. Since 
I live in Ontario, I’m regularly in 
contact with IBAO and their repre-
sentatives. It’s so important to our 
staff and insurance partners that we 
have regular contact. I’m planning to 
attend IBAM’s Conference in April 
and very much looking forward to it.  

Q: 
whAt dOes the future hOld 
fOr AvivA CAnAdA?

A: 
Going forward, we have identified 
two strategies. The first strategy 
is our determination to be a great 
underwriting company in terms of 
both insurance lines and regions of 
the country. We must have a full 
understanding of the risks we take 
and that we set fair prices for these 
risks. We must then ensure that 
our broker partners and customers 
have a full understanding as well. 
By understanding the nature of our 

MAuriCe tullOCh, the reCently APPOinted CeO 

Of AvivA CAnAdA, wAs in winniPeg reCently. PriOr 

tO heAding Off tO sit in On ibAM’s bOArd Of 

direCtOrs Meeting, he tOOk tiMe frOM his busy 

sChedule tO sit dOwn with tMb tO disCuss the 

industry, his COMPAny And the rOle Of brOkers.

products and working closely with 
brokers we can create exemplary 
service for our insurance clients.

The second strategy is Aviva’s com-
mitment to the broker channel. We 
must ensure that we provide the right 
product and technical support to brokers 
so that they can provide the amazing 
service Canadians are used to receiving 
from them.

This is and will be the focus for our 
3,500 employees in Canada.

Q: 
whAt trends dO yOu see 
tAking PlACe in the industry 
And hOw will they AffeCt 
MAnitObA brOkers And their 
CustOMers?

A: 
The biggest issue on our radar is the 
change in the global climate. The last 
few years has seen over double the 
payouts due to weather catastrophes. 
Northern Europe and the United 
Kingdom have recently experienced a 
pair of once-in-a-century storms. The 
industry can’t respond by running 

12 | MARCh 2010 | The Manitoba Broker
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away. We have to face the reality 
and determine the right price for 
the risk. This will certainly have an 
effect on Manitoba brokers and their 
customers. It is predicted that 2010 
will be an “El Nino year ” – what does 
that entail and how will our industry 
respond? 

Aviva Canada plans on being in 
the forefront to respond to these 
upheavals. That stance harkens back 
to our strategy of making sure our 
customers and brokers understand 
the situation that the industry is 
facing and what it means to all of us – 
companies, brokers and consumers. To 
enhance customers’ confidence, Aviva 
is committed to adding additional 
protection and guarantees. A prime 
example of that is our Claims Service. 
When customers call 1-866 My Aviva 
they can expect our claims service to 
deliver. We offer: 
• Bilingual trained professionals 

who are available to help you, 
seven days a week, 24 hours a day 
anywhere in North America 

• A single point of contact 
• A higher level of quality services; 

highly responsive to your needs 
• Hassle free service; no need for 

comparative estimates – we’ll take 
care of everything for you 

• Guaranteed workmanship when 
using our Premiere Networks 

• Our innovative program exclusive 
to Aviva, Premiere Healthcare, 
helping you get better faster, and, 

• Claims Service Satisfaction 
Guarantee - We promise to deliver 
great claims service or we’ll cut 
you a cheque for the amount of 
your premium. That’s right. All of 
it. We like to say: At Aviva, happy 
customers are guaranteed!

Q:
whAt CAn yOu tell reAders 
AbOut the new AvivA 
COMMunity fund?

A:
We are so excited about this new 
initiative. We started it up last 
fall with the intent of improving 
communities across Canada through 

positive, self-initiated change. We 
asked Canadians what improvements 
they would like to see in their 
neighbourhoods or nation – and the 
response was overwhelming. Over 
two million votes were cast for more 
than 2,000 innovative ideas. The 
deserving winners shared $500,000. 

We can’t wait for the second year 
of competition to begin in a few 
months. (Editor ’s note: See sidebar 
for more information on the Aviva 
Community Fund.) 

see MOre On AvivA  
CAnAdA On PAge 14

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

The Manitoba Broker | MARCh 2010 | 13
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On February 25 Maurice Tulloch, President and CEO of 
Aviva Canada Inc., announced senior leadership changes 
designed to support the company’s business strategy, offer 
optimal service to their customers and brokers, and expand 
the company’s reach and influence in the market.

James Russell has been appointed as Aviva Canada’s 
Chief Underwriting Officer. Russell has been with Aviva since 
2001 holding several executive roles in corporate actuarial, 
operational pricing and analysis and most recently as senior 
vice president, underwriting. He will be responsible for 
leading the company’s underwriting and pricing strategy, 
customer propositions and product management.

Greg Dunn has been appointed to the newly created role 
of Chief Risk Officer. Dunn has held numerous senior roles at 
Aviva and has operational, actuarial and technical experience.

Esther Winter has been appointed to Senior Vice 
President, Human Resources for Aviva Canada. Winter 
brings over 20 years of experience in change management 

and organization design, employee relations, reward, 
internal communications and culture embedding. She 
was most recently Human Resources Director for IT and 
Operations in Aviva’s European operations.

“This is a dynamic and skilled team of leaders who will 
take Aviva forward as a dominant player in the Canadian 
Property and Casualty market,” said Tulloch.

“James Russell, Greg Dunn and Esther Winter are joining 
an already strong team that includes Greg Somerville, 
Executive VP of Broker Distribution; Jim Falle, CFO; 
Jim Haskins, Executive VP of Claims and Procurement; 
and Robert Merizzi, Executive VP of Operations and 
Technology.”

In addition to the above noted changes, Bob Fitzgerald, 
executive vice president and chief marketing & underwriting 
officer, will be leaving Aviva effective 1 March 2010. Tulloch 
recognized Fitzgerald for his many significant contributions 
to Aviva.

AVIVA CAnADA AnnOUnCES SEnIOR lEADERSHIP CHAnGES

From more than 2,000 ideas submitted across the nation, 
Aviva Canada Inc. recently announced the eight winning 
entries for the first ever Aviva Community Fund – a unique 
competition designed to lead, empower and support 
positive change in communities across the country.

launched in October 2009, the heart of the Aviva 
Community Fund centred around an online portal – www.
avivacommunityfund.org – where Canadians were asked 
to submit ideas and vote for things that they would like to 
change at a local or national level. After several rounds of 
voting, the Top 25 ideas were presented to an impartial panel 
of judges who decided which ideas would receive funding.

“The team at Aviva has been truly inspired by Canada’s 
passion for positive change, with communities proposing 
over 2,000 ideas and casting more than two million votes 
for the competition,” said Maurice Tulloch, President 
and CEO, Aviva Canada. “The success of this program 
reinforces our commitment to leading positive change 
in both the industry and in the communities where our 
customers, employees, brokers and partners live, work 
and play.”

Aviva Canada congratulates the winners of the Aviva 
Community Fund:

• BIG IDEAS (C$50,000 - C$250,000) 
• Building a lodge for Camp Triumph: Malpeque, PEI 
– Camp Triumph is an adventure camp for kids from 
families living with chronic illness. 
• Make Our Dream A Reality: Burnaby, BC – A 
communal playground shared by several schools, 

including the BC School for the Deaf, needs a 
makeover. 
• “Prison Yard” Playground: Brantford, On – King 
George School will rebuild playground structures, 
including an outdoor learning centre.
• Scouting’s no One left Behind: national – This 
program was established in 2007 to ensure that 
financial barriers were not an issue for Canadian 
children interested in scouting. 
• MEDIUM IDEAS (C$10,000 - C$50,000) 
• Joe’s Place – Hungry for Hope: Moose Jaw, SK – 
The funding will help build a kitchen for Joe’s Place 
as well as install equipment and update the youth 
centre’s social areas.
• noël vert pour tous: Montreal, PQ – Consortium 
Evolution plans to collect unused holiday toys from 
Quebec-based schools in an effort to conserve the 
valuable energy and resources that were consumed 
in their production.

• SMAll IDEAS (UP TO C$10,000) 
• Charity Champs: Toronto, On –Charity 
Champs will build a new online community for 
Canadians aged 13-25 that nurtures and develops 
socially responsible attitudes in youth through 
microphilanthropy.
• Théâtre Multimédia: Montreal, PQ – This arts 
program will provide 50 low-income schools the 
opportunity to participate in local theatrical arts 
initiatives.

CAnAdiAn yOuth big winners in the AvivA COMMunity fund

14 | MARCh 2010 | The Manitoba Broker

http://www.avivacommunityfund.org
http://www.avivacommunityfund.org


ManitobaBroker_EliteAdFeb18.indd   1 25/02/10   1:05 PM

http://www.avivapartner.ca


http://www.portagemutual.com


DreamsDreamsDreamsIIDreamsIDreamsDreamsnDreamsDreamssDreamsDreamssDreamsDreamsuDreamsDreamsrDreamsDreamseDreamsYYDreamsYDreamsDreamsoDreamsDreamsYDreamsoDreamsYDreamsururDreamsurDreams

2010 IBAM  
Annual General Meeting, 
Conference & Trade Show
April 28-30, 2010  • The Fairmont, WinnipegApril 28-30, 2010  • The Fairmont, WinnipegApril 28-30, 2010  • The Fairmont, WinnipegApril 28-30, 2010  • The Fairmont, WinnipegApril 28-30, 2010  • The Fairmont, Winnipeg

Home  Auto  Farm  Business



⬅	Index

NOTICE
THE ANNUAL GENERAL MEETING
of the Insurance Brokers Association of Manitoba

will be held at

9:00am

Thursday, April 29, 2010

Wellington Room
The Fairmont Winnipeg,

Two Lombard Place
Winnipeg, MB

For The Purposes Of Transacting Such 
Business As May Be Placed Before It

Dated at Winnipeg, the 22nd day of March, 2010
David Schioler, Chief Executive Officer

18 | MARCh 2010 | The Manitoba Broker
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Major Sponsors

TiTle SponSor      
          

eliTe SponSor 

THANK YOU SPONSORS!!

plaTinum SponSorS        
• aviva
• manitoba Blue Cross
• peace Hills insurance
• portage mutual insurance Co.
• red river Valley mutual
• Swiss re
• Wawanesa mutual insurance 

SilVer SponSor            
• Smi – Saskatchewan mutual insurance

Bronze SponSorS            
• aXa pacific insurance Co.
• Canadian underwriter
• rSa
• Winnipeg Furniture Services ltd./
Winnipeg Building

Gold SponSorS           
• Bmo
• Grain insurance & Guarantee Co.
• SGi Canada insurance Services

The Manitoba Broker | MARCh 2010 | 19
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WedneSday, april 28, 2010
11:00 – 3:00 exhibitor Set-up  Winnipeg Ballroom 
4:30 – 8:00 registration Foyer 2nd Floor 
4:30 – 8:00 Trade Show  Winnipeg Ballroom 

SponSor:  peaCe HillS inSuranCe
7:30 – 11:00 Hospitality Suites open Various 

THurSday, april 29, 2010
8:00 – 9:00 registration & Continental Breakfast Foyer - main Floor 

SponSor:  WinnipeG FurniTure 
 SerViCeS/WinnpeG BuildinG   
9:00 – 11:30 annual General meeting  Wellington Ballroom 
 (CeCs: iCm-1 General or life) 
11:00 – 2:00 exhibits open - networking lunch & exhibitor draws Winnipeg Ballroom  
 SponSor:  maniToBa puBliC inSuranCe
2:00 – 4:00 Keynote education Session:  “doing Business in 2010” Wellington Ballroom 

(CeCs: iCm-3, riBo-TBa) 
 SponSor:  inTaCT inSuranCe     
6:00 – 7:00 young Broker Hosted president’s reception Foyer – 2nd Floor 

SponSor:  SGi Canada 
7:00 – 1:00 president’s dinner & dance Winnipeg Ballroom

SponSor:  maniToBa Blue CroSS     
Friday, april 30, 2010
9:00 – 10:00 registration & Continental Breakfast Foyer 2nd Floor
	 SponSor:  aXa paCiFiC inSuranCe Co.  
 Friday	Education	Sessions
	 SponSor:  aViVa  
10:00 – 12:00 Seminar: adjusting/ restoration West Ballroom 
 (CeCs: iCm-2, riBo -TBa)  
12:00 – 2:00 annual awards luncheon midway & east 
 SponSor:  WaWaneSa 
 muTual inSuranCe
2:00 – 4:00 Seminar: e&o West Ballroom 
 (CeCs: iCm-2 General or life, riBo-2 management) 
  
5:00 – 8:00 iBam Windup reception iBam Hospitality Suite, 
 SponSor:  SWiSS re Gold Floor lounge, 
  19th Floor

11:00 – 3:00 e
4:30 – 8:00
4:30 – 8:00

7:30 – 11:00 Hospitality Suites 

day, april 29, 2010
8:00 – 9:00

9:00 – 11:30

11:00 – 2:00 e

aapril 28, 2010WedneSday, aa

Program–At-A-Glance
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to the City of your dreams

SponSor: red riVer Valley muTual

• prizes to be drawn at president’s dinner.  
• only fully registered delegates are eligible to win these prizes.

to the City of your 

SponSor: red riVer Ver Ver alley Valley V

featuring 6-course gourmet dinner and fine wine for 8 people catered in 
your home by world renowned Winnipeg Chefs denise and Jean louis 

(www.deniseetjeanlouiscatering.com)

SponSor: Bmo

prize Value: $4,000

prize Value:  
$3,000

WIN  
a Trip For 2

Win a Dream Dinner Evening

The evening starts with passed Hors d'oeuvres and French champagne. 
Jean-louis will bring his famous saber and show you how to open a bottle 
of champagne with a sword!

Five great courses will follow prepared by this chef-trained  
husband and wife team.

PREPARE	TO	BE	PAMPERED!
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Keynote Session – Doing Business in 2010 – 
CEO Perspectives Presentation 
(CECs: ICM-3, RIBO-TBA)
Join these insightful manitoba Ceos to gain four different perspectives on how each of their 
companies is doing business in 2010 as Canada moves from global recession to a period of 
expected and relatively stable growth. Be careful as you listen though – some of you own stock 
in two of these companies and these guys may try to convince you to buy more, while the others 
may try to sell you tickets to something or somewhere!

edward Kennedy joined The north West Company in 1989.  He has served in a number of senior management 
positions including Chief operating officer of north West and Chief executive officer of the alaska Commercial 

Company, the Company’s u.S. subsidiary located in anchorage.  edward returned to Winnipeg from alaska in 
1997 and assumed his present position. He is also Chairman and Chief executive officer of The north West 
Company (international) inc.

edward was born and raised in the northern manitoba community of The pas and attended high school as a 
boarding student at St. John’s-ravenscourt in Winnipeg.  He holds an Honours degree in Business from the ivey 
School at the university of Western ontario and a Bachelor of laws degree from osgoode Hall law School.  
prior to joining north West, edward practiced law briefly in Toronto and then worked in investment banking.

edward is a board member of The north West Company, Transport nanuk inc., red river College, St. John’s-
ravenscourt School, the Winnipeg poverty reduction Council, united Grocers inc., the advisory Board of the 

richard ivey School of Business (university of Western ontario) and the advisory Board of the university of alberta 
School of retailing.  He is a member of the young presidents’ organization, the associates of the asper School of 

Business (Faculty of management, university of manitoba), the Canadian Council of Chief executives, as well as a member and past officer of the 
Business Council of manitoba.  edward is a member of the 2010 Winnipeg united Way Campaign Team and is the incoming Chair of the 2011 
Campaign.  edward is a past director of destination Winnipeg inc., The Conference Board of Canada, Balmoral Hall School, Buhler industries, and 
the alaska Growth Fund. 

in 1999, edward was named a recipient of Canada’s “Top 40 under 40” award, an annual program that recognizes young leaders across the 
country.  in 2000, he was awarded an Honorary Cma designation by Cma Canada and, in 2003, he was recognized as a finalist for the lieutenant 
Governor’s Community Citizenship award.  in June 2006, edward was presented with the retail Council of Canada’s “distinguished Canadian 
retailer of the year” award.   in october 2007, he was presented with the university of alberta School of retailing’s “Henry Singer award” 
for exceptional leadership in the retail sector. in october 2009, edward received the “Top retail executive” award from Canadian Business 
magazine.

edward is a competitive athlete and his other interests include public policy and economic and social development.  edward and his wife Stella 
make their home in Winnipeg with their four children: Grace, 20; Teresa, 19; Simone, 17; and daniel, 13. 

Brock Bulbuck is the president & Chief executive officer as well as a Trustee of Boyd Group income Fund. 
Brock was born in the rural town of russell, manitoba in 1960.

Growing up on the family farm, Brock learned the discipline and value of good old fashioned hard work. during these 
years he also developed a passion for sport, particularly hockey and baseball.

after a brief junior hockey career, Brock attended the university of manitoba, where he graduated with a B. Comm. 
(Honours) (dean’s Honour role) in 1982.

Following graduation, Brock joined Touche ross, Chartered accountants, where he articled and obtained his Ca 
designation in 1985. 

in 1988 Brock joined Federal industries ltd., a publicly traded Winnipeg-based management holding company, 
as director, Corporate development. From 1988 to 1992 Brock gained further experience in financial management, 

particularly in the area of acquisitions and other corporate development activities.  
in January, 1993, Brock joined his long time friend, Terry Smith at Boyd autobody to assist Terry in his pursuit of building a 

chain of upscale, retail oriented collision repair shops. Since joining Boyd in 1993, mr. Bulbuck has served in many roles including Vice president Business 
development & Chief Financial officer (from 1993); Senior Vice president and Chief Financial officer (from 1998); Senior Vice president and Chief 
operating officer (from 1999);  president and Chief operating officer (from 2006); president and Chief executive officer (2010). in all of these roles, 
Brock has played a leading role in the development and expansion of the Boyd Group operations throughout north america. 

mr. Bulbuck has been a Board member of the Winnipeg Blue Bombers since 2002 as well as a long standing member of the Winnipeg Steeler 
Hockey Club.

Brock is married (Sophie) with two daughters (lauren – 21 and Jaclyn – 18). He and his family enjoy friends, sport and family vacations. 

edWard Kennedy
president & Ceo,  The north West Company

BroCK BulBuCK
president & Ceo, The Boyd Group inc.
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Barry rempel was appointed president & Ceo of Winnipeg airports authority inc. (Waa) in april, 2002. 
Barry’s leadership has resulted in strong financial performance and a renewed commitment to customer and community 
service by the corporation.  The Winnipeg James armstrong richardson international airport is well-positioned for 

its airport redevelopment program, encompassing construction of a new airport terminal and future airport campus 
development.

a native of Carman, manitoba, Barry has some 30 years distinguished years in the Canadian aviation industry. prior 
to his appointment with Winnipeg airports authority, he was president & Ceo of Tradeparks development Corp., 
the land/business development subsidiary of the Calgary airport authority and served as Chief executive for two of 

Canadian airlines international operating divisions:  Cargo and Canadian north.
Barry has a strong commitment to the community, serving as a director and Vice Chair on the Board of Travel 

manitoba, and as a director of The associates of the asper School of Business, airports Council international, Canadian 
airports Council and most recently, Centreport Canada.  Barry was elected Chair of the Canadian airports Council in april, 

2008 and also served as Chair of The associates of the asper School of Business at the university of manitoba from november, 2006 to november, 
2008.  in march of 2009, Barry was appointed Chair of the university of manitoba Transport institute advisory Board.  He is Honourary Colonel of 17 
Wing Winnipeg, and a member of the manitoba international Gateway Council and the Business Council of manitoba.

He was active with the Chambers of Commerce in edmonton as well as Calgary and has the distinction of being the only elected Chairman of 
both organizations; edmonton in 1994, and Calgary in 2001.  Barry also served on the Board of alberta economic development and was a two-term 
president of the northern air Transport association.  

a proponent of lifelong learning, Barry was recognized with the top student award while studying Business administration (marketing & retailing) at 
the university of British Columbia.  He is also a 1995 graduate of the executive program at Queen’s university.

Whether in public or private roles, Barry has continually sought to serve the needs of customers, co-workers and stakeholders.  This attention to the 
“triple bottom line” remains his focus.

Barry and Janice rempel reside in Winnipeg.  When not involved in community activities, they enjoy “top down” touring of the many magnificent 
communities of manitoba.

Jim ludlow serves as the president & Chief executive officer of True north Sports & entertainment limited. 
in that capacity, Jim provides strategic, management, and financial leadership to True north and its operating 

subsidiaries, mTS Centre, the manitoba moose and the new mooseplex ice facility currently under development.
Jim was instrumental in directing True north through its challenging period of developing and building mTS 

Centre.  now in its fifth anniversary year of operation the mTS Centre has played host to over 5 million fans 
at over 800 events, including manitoba moose hockey, the 2005 Juno awards, the 2006 aHl all Star Game, the 
2007 iiHF World Women's Hockey Championships, the 2008 Canadian Country music awards, and various 
concerts, such as Justin Timberlake, Tim mcGraw and Faith Hill, The Who, elton John, The eagles, Van morrison, 

Cirque de Soleil, eric Clapton, CSny, neil young and Celine dion, to name a few. mTS Centre has consistently 
been recognized by pollstar magazine as one of the Top 3 busiest venues in Canada and Top 15 in north america.  

in 2009, True north received The Ticketmaster platinum award – for the third consecutive year; The Toronto Tourism 
influence award 2009 at the national meetings industry Conference; The destination Winnipeg award of distinction; 

and the 2009 downtown Biz achievement award – outstanding Contribution to downtown Visits. True north also received a designation as 
one of manitoba’s Top 25 employers – for the third consecutive year and was also a Corporate partner of the year Finalist – Tourism industry 
association of Canada national awards for Tourism excellence.  in 2009, mTS Centre received the major Facility of the year award at the 
Canadian music and Broadcast industry awards and the moose were the aHl’s Western Conference Champions.

prior to coming to True north, Jim was a partner with a senior Western Canadian law-firm, practicing in the areas of corporate finance, 
mergers, and acquisitions, and – previous to that – the Vice-president of Corporate development and General Counsel to a leading Canadian 
venture-capital firm based in Calgary.

Born and raised in Winnipeg, Jim attended the university of manitoba, earning a B.a., and osgoode Hall law School in Toronto, where he 
received his law degree. 

Jim has four children – Cedric, Charlie, Fiona, and amanda – and is actively involved in his children’s school, music, skiing, and sailing interests.  
in the Winnipeg community, Jim serves as a member of the boards of the royal Winnipeg Ballet, CentreVenture development Corporation, 
Winnipeg’s leading downtown development agency, where he is currently Chairman of the Board, and alpine Canada, where he is also on the 
lake louise World Cup Committee.

prizeSTo Be draWn durinG Ceo preSenTaTion:  
• north West’s outer apparel retail value of $500;
• Boyd Group Gift Card valued at $500; 
• West Jet $500 Gift Voucher for travel of your choice emanating from James richardson international airport;
• Four tickets to mTS Centre’s Cirque du Soleil: Alegria and moxie's gift card - Value: $500

Barry rempel, 
president & Ceo, Winnipeg airports authority inc.

Jim ludloW, 
president & Ceo, True north Sports & entertainment ltd. 
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Hospitality Night - Wednesday, April 28, 7:30 pm

HoST CompanieS:  

• aViVa

• inTaCT inSuranCe

• peaCe HillS inSuranCe

•  WaWaneSa 
   muTual inSuranCe

network, socialize and 
relax in the luxurious 
settings of our insurance 
Company Hospitality 
Suites. enjoy the finest of 
food, wine and, of course 
– hospitality!

for fast, friendly service
To receive a package with applications 
and products available, please call...

Phone: 604-541-9799 • Fax: 604-541-9769  
Toll Free: 800-663-9066 • info@srib.ca
15573 Marine Drive, White Rock BC V4B 1C9

www.srib.ca

We’re in your neighbourhood!!!
Winnipeg—McPhillips Street
#8, 2140 McPhillips Street, Winnipeg, MB R2V 3C8
P: (204) 632-1332 F: (204) 632-1314

Winnipeg—Nairn Avenue
730 Nairn Avenue, Winnipeg, MB R2L 0X7
P: (204) 654-4455 F: (204) 654-4052

Winnipeg—Pembina Highway
2405 Pembina Highway, Winnipeg, MB R3T 2H4 
P: (204) 269-5520 F: (204) 261-7493

Winnipeg—Portage Avenue West
3570 Portage Avenue, Winnipeg, MB R3K 0Z8 
P: (204) 895-1297 F: (204) 895-1307

Portage La Prairie
1520 Saskatchewan Ave E Portage La Prairie, MB R1N 3B5 
P: (204) 857-6947 F: (204) 239-1327

Selkirk
139 Main Street, Selkirk, MB R1A 1R2 
P: (204) 482-9888 F: (204) 482-9880

Boyd is growing 
with our customers

Brandon
702-1st Street, Brandon, MB R7A 2X4 
P: (204) 727-2693 F: (204) 727-0273

Winnipeg—Dudley Avenue 
614 Dudley Avenue, Winnipeg, MB R3M 1R7 
P: (204) 453-5931 F: (204) 475-0177

Winnipeg—Henderson Highway 
951 Henderson Highway, Winnipeg, MB R2K 2M3 
P: (204) 667-9559 F: (204) 667-9641

Winnipeg—Lakewood Boulevard
 20 Lakewood Boulevard, Winnipeg, MB R2J 2M6 
P: (204) 253-7910 F: (204) 253-7920

Winnipeg—King Edward Street
120 King Edward Street, Winnipeg, MB R3H 0N8
P: (204) 788-0080 F: (204) 788-4355

Winnipeg—Marion Street 
15 Marion Street, Winnipeg, MB R2H 0S8
P: (204) 237-0658 F: (204) 237-0678

Winnipeg—Scurfield Boulevard
84 Scurfield Boulevard, Winnipeg, MB R3Y 1G4 
P: (204) 488-2407F: (204) 488-3326

NEW LoCATIoN
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Your Specialty Broker!

• HLL & Special Events Liability
• Exhibitor Liability
• Contents in Storage 

(Personal and Commercial)
• Weddinguard
• Server Liability
• Event Cancellation
• ATM, VLT & Vending Machines
• Prize Indemnity 
• NEW- Miscellaneous Property
(short & long term)

Make sure your 
clients have their PAL

at their next event.

For more information, give us a call.
Calgary, Alberta Simcoe, Ontario
Head Office Branch Office
Toll Free: 1-800-661-1608 Toll Free: 1-800-265-8098 
Fax: 403-261-3903 Fax:  519-428-5661

Service en français disponible!
Visit our website: www.palcanada.com

78894_PalAd_ManitobaBroker  2/16/10  9:40 AM  Page 1

www.yourworldyourinsurance.ca
Your World • Your Insurance

Your succession plan is a big decision – for you, your staff and clients.  
Choose MIG Insurance for the strategy that works best for you.

•	MIG	has	state	of	the	art	management	systems	and	procedures	 
which	ensure	a	superior	customer	service	experience.

•	 Access	to	most	major	insurance	markets.

•	 Expertise	in	all	lines	of	business	(auto,	home,	business	and	agricultural)

•	 Selected	as	one	of	the	top	25	Employers	in	Manitoba	and	selected	 
by	Manitoba	Business	Magazine	as	one	of	the	top	75	businesses	 
in Manitoba.

If you’re thinking about this direction for your business, contact:
Brian D. Gilbert   •		 President	&	CEO 
204-857-8100   •   Toll-free:	888-258-7837   •		 bgilbert@miginsurance.ca

SELLING?
    Think MIG Insurance!

9 Manitoba Locations
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President’s Dinner & Dance
SponSor: maniToBa Blue CroSS

at 6:00pm on Thursday, april 29, iBam’s young Broker network 
will host the President’s Reception. immediately following, 
manitoba Blue Cross is pleased to sponsor the President’s 
Dinner in honour of new iBam President, Pamela Gilroy-
Rajotte (Horizon insurance).

Watch the next issue of  The maniToBa 
BroKer for a cover story on iBam's 

incoming president!

Horizon Insurance, Manitoba’s largest, locally-owned
insurance broker is thrilled to acknowledge the election
of Pam Gilroy-Rajotte, as the new President of the
Independent Brokers Association of Manitoba.

To guide the association of brokers, Pam will use the
same qualities she brings to Horizon Insurance every day:
over 20 years of experience in insurance management
and sales leadership in a wide range of accounts.

Horizon Insurance is extremely proud as Pam takes on
this new challenge.  All members of IBAM are very lucky
to have her as President.  Soon they will understand what
Pam’s clients already know; she is an
exceptionally knowledgeable and
caring professional who brings her
best every day.

Congratulations Pam!

Pam Gilroy-Rajotte, CAIB | pgilroy-rajotte@horizoninsurance.ca

Our smile is as wide as the HORIZON!
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premier Greg 
Selinger has
confirmed his 
attendance at the
president’s dinner 
& dance and other 
elected officials are 
also expected to be 
present.

Entertainment

The danny Kramer event Band, one 
of the busiest groups in the Canadian 
corporate entertainment market, will bring 
a stellar 10-piece ensemble to provide 
entertainment for this prestigious event. 
The band’s extensive repertoire, excellent 
vocals and premier showmanship are sure 
to entertain even the most discerning 
music lover.

YOu	will	BE	DAncing!

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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Adjusting/Restoration Seminar 10:00 am - noon, Friday, April 30
(CeCS: iCm-2 General, riBo-TBa)

presented by claims management experts Claims pro inc. and investigative services experts  
Forensic investigations Canada, both SCm insurance Services Companies.

as the incidence of fraud and the complexities of fraud grow in our world, strong partnerships must 
be developed between insurers, Brokers, adjusters and private investigators to combat this concern. 
The public police are unable to respond fully to the needs of the insurance and Corporate industry 
forcing the industry to provide more service for themselves. Shared education, shared strengths 
in solid partnerships can answer this need. in this presentation and discussion learn how these 
partnerships can be forged and what strengths of service each entity can bring to the insurance 
industry need.

10:00 am - noon, Friday, April 30

note: each segment of this 2-part seminar will be an hour in length with a coffee 
break in between.  you must attend the full session to obtain your CeCs.

First onSite restoration will be providing a presentation on The esporta Washing System. 
The esporta Wash System is a new and innovative way of saving 85% of soft content that 
would have been previously deemed non-restorable.  attend and witness this cutting-edge 
development in restoration.

 

SMI is committed to the Independent Broker system offering a full line of automobile   
insurance products that can be tailored to fit each client’s needs. The wide range of       
affordable coverage options available on our auto extension policies include: 
 

Various Deductible Options as Low as $50 Various Deductible Options as Low as $50
Up to $5,000,000 for Third-Party Liability Up to $5,000,000 for Third
Up to $2,000,000 for Family Protection Coverage Up to $2,000,000 for Family Protection Coverage
Waiver of Deductible Included for Certain Losses Waiver of Deductible Included for Certain Losses
Rented Auto Coverage Included Rented Auto Coverage Included
Loss of Use Coverage Available Loss of Use Coverage Available
Excess Value Coverage Available Excess Value Coverage Available
Waiver of Depreciation Coverage for New Vehicles Waiver of Depreciation Coverage for New Vehicles
Seasonal Lay-Up Coverage Included Seasonal Lay
Various Premium Payment Plans 

 
SMI’s auto extension rates are competitive, coverages are flexible and claim     
settlements are prompt. Brokers can tailor an auto insurance package for each of 
their clients with all the options SMI has to offer. 

279 3rd Avenue N 
Saskatoon, SK 

www.saskmutual.com 

Auto Extension Insurance 
Convenient & Affordable 

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

Please visit our website at
auroraunderwriting.com
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E&O Seminar 2:00 pm - 4:00 pm, Friday, April 30

preSenTer: 
BoB SoKalSKi, Senior liTiGaTion parTner, Hill SoKalSKi VinCenT WalSH Trippier
(CeCS: iCm – 2 General or liFe, riBo – 2 manaGemenT)

This seminar is for anyone wishing to minimize their exposure to errors 
& omissions incidents. members who are insured through iBam’s e&o 
program, and who meet the requirements for representation will earn a 
10% credit on their total annual premium after they attend this seminar 
and remain loss free.

   Bob Sokalski has been involved in corporate/commercial, contract and 
product liability litigation for over 30 years, including litigation related to 
labour and employment matters, expedited injunctive relief, judicial review, 
professional discipline and professional negligence matters with specialized 
areas of practice including media law and sports law. He has been lead 

counsel on a number of precedent cases relating to departing employee injunctions, complex 
corporate/commercial contract cases, expert evidence disclosures, publication ban oppositions, access 
to information, judicial reviews, malicious prosecution defences, and summary judgments, among 
others.

Bob is a member of the Canadian Bar association manitoba Branch (life Council member), a 
Community Service award recipient, Special olympics manitoba past president and national 
Chairperson's award recipient. He is also a member of the Canadian media lawyers association, 
manitoba Club and redboine Club.

as well, Bob is counsel to the Winnipeg Football Club and other sports and media organizations, and 
lecturer at red river College.

(C

This seminar is for anyone wishing to minimize their exposure to 
& 
program, and who meet the requirements for representation will earn a 
10% credit on their total annual premium after they attend this seminar 
and remain loss free.

   Bob Sokalski has been involved in corporate/commercial, contract and 
product liability litigation for over 30 years, including litigation related to 
labour and employment matters, expedited injunctive relief, judicial review, 
professional discipline and professional negligence matters with specialized 
areas of practice including media law and sports law. He has been lead 

counsel on a number of precedent cases relating to departing employee injunctions, complex 

reQuiremenTS on repreSenTaTion For THe diSCounT To apply To THe e & o premium For  
memBerS WHo HaVe THeir e & o THrouGH THe iBam proGram:

Brokerage
Staff Size

number
required

position in Brokerage

   1 - 7      1
    *3

any one owner, office manager or producer or *three customer service 
representatives.

   8 –20      2
    *4

any two of the following:  owner, office manager, producer or *four 
customer service representative.

21 or more      3
    *8

any three of the following:  owner, office manager, producer
or *eight customer service representative.
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Prizes Galore!
Thanks to the generosity of sponsor portage mutual insurance,  
a major prize will be given away each day of our three-day event.

WedneSday, april 28  • discovery point, a print by award-
winning artist Collin Bogle 

THurSday, april 29  • Golf package: Taylormade Burner	Plus	
combo golf clubs (3 & 4 rescue clubs plus irons – 5,6,7,8,9 and pitching 
wedge), golf bag and custom fitting by Caddy Shed  

Friday, april 30 (at awards luncheon)  • Flat screen TV  

2010 IBAM Annual General Meeting, Conference & Trade Show

Early  
Bird 

Draw!

reGiSTer BeFore april 1, 
2010 and Be eliGiBle For 

THe early Bird draW:

3 nights stay in a Fairmont 
Gold King room for the 

duration of the Conference 
(april 28-30) courtesy of 
portage mutual insurance.

iBam Windup prize 
recycle your name tag and be eligible 
to win an ipod touch

Early Early 

Draw!
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2010 Exhibitors (as of March 10, 2010)(as of March 10, 2010)

• all move mobile Shredding

• aBC Fire and Safety

• applied Systems

• Boyd Group inc.

• Bmo Bank of montreal

• Canada Worldwide 
underwriting agencies inc.

• Canam insurance

• Cim-data

• Claims pro inc.

• Compu-Quote inc.

• Creechurch international 
underwriters

• CSio

• Cule insurance

• Custom Software Solutions inc.

• Custom Vac ltd.

• elliott Special risks

• encon Group inc.

• First General Services 
(Winnipeg) ltd.

• First on  Site restoration

• General insurance 
ombudservice

• GmS insurance inc.

• Guardian risk managers

• iFS Financial Services

• iKon office Solutions

• insurance Brokers association 
of manitoba

• K & K insurance Canada

• Keal Technology

• macquarie premium Funding

• manitoba Blue Cross

• modern earth Web design

• morgex Hole in one

• p.i.u.S. inc.

• pacific marine underwriting  
managers ltd.

• pal insurance Brokers

• powerland Computers

• premier marine insurance

• priority restoration/Steamatic

• red river Valley mutual insurance

• Shippam & associations inc.

• South Western Group

• Speedy Glass/Belron Canada

• Sports & Fitness insurance 
Canada

• Sports Can insurance  
Consultants ltd.

• Swiss reinsurance Company  
of Canada (Westport insurance 
Corporation)

• The Guarantee Company of  
north america

• The insurance institute of 
manitoba

• TiC Travel insurance Coordinators

• Totten insurance Group

• underwriting analysis & Support

• Workplace education manitoba

1-877-778-6731

When you’re not
FirstOnSite, who is? 
One phone call places you in touch
with a FirstOnSite Restoration 
expert 24/7. We dispatch one of our 
local employees who is empowered to 
respond immediately to mitigate damage. 
Our centralized computer system tracks our 
progress to complete the job — on time.

Onsite expertise 
when needed
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Eligible IT Risks:
•	 IT	Consultants
•	Website	Developers
•	Computer	Hardware	Sales/Support
•	Network	Support	Services
•	Software	Developers
•	Data	Storage/Retrieval	Services
•	Computer	Training
•	CD	ROM	Production
•	Web	Hosting	Services
•	From	one	person	firms	to	nationals

NEW for 2010
100% U.S. Receipts!
Coverage	Available	for	risks		
with	US	fee	revenue.

Competitive Rates
Features:

•	CGL	limits	up	to	$5	Million
•	E&O	Limits	up	to	$5	Million
•	Property	Coverage	available

“The future for highly skilled job growth in Canada  
is in the Information Technology sector.” (IDC,	52	Country	study)

I.T. PROFESSIONALS INSURANCE

Contacts for IT Professional Insurance: kelley.newstead@premiermarine.com
	 sheldon.bloomer@premiermarine.com
	 mashood.ali@premiermarine.com

mailto:kelley.newstead@premiermarine.com
mailto:sheldon.bloomer@premiermarine.com
mailto:mashood.ali@premiermarine.com
http://www.premiermarine.com


Don’t let our name fool you…
There’s more To Premier Than marine

Commercial lines
•	Construction	(COC	&	Wrap-Up)
•	Protection	Services
•	Pub/Rest	(Liquor	Liability)
•	Special	Event	Liability
•	CGL	for	Hobby	Clubs
•	Non-Standard	Property
•	Beauty	&	Spas	(incl.	Lasers)
•	Tanning	Salons
•	Fitness	Clubs
•	Hole	In	One

Professional liability
•	D&O	(For	Profit	and	Non-Profit)
•	Misc.	Professional’s	Package

(CGL,	E&O,	and	Office	Pac)
•	 Info.	Technology	Risks

(Software,	Computer	Technicians,	etc.)	

Personal lines
•	High	Value
•	Builders	Risk
•	Hard-To-Place
•	Trailers	&	Mobile	Homes
•	Personal	Property	in	Storage

marine
•	Yachts
•	Houseboats/Pontoon	Boats
•	Small	Boats
•	 Jet	Boats
•	P.W.C.	(Jet	Skis)

Commercial marine
•	Hull,	Cargo	and	Marine	Liabilities
•	Boat	Dealer’s/Marina	Pkg.
•	 Visit	oceanicunderwriters.com

All	our	applications,	policy	forms,	brochures,	and	other	useful	documents	can	be	downloaded	from	our	website	at	www.premiermarine.com

Central & atlantic 
(Personal and Commercial lines)
Tel	416.365.0444
Fax	416.365.0446

heaD offiCe
Western Canada  
(all lines)
Tel	604.669.5211
Fax	604.669.2667

uSa  
(marine)
Tel	800.589.4208
Fax	800.522.4461

Central & atlantic  
(marine & health and Wellness)
Tel	519.850.1610
Fax	519.850.1614

http://www.premiermarine.com
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Josef Ryan Insurance Division
• Exclusive Insurance Division Pricing

• Fast and Efficient Completion of all Claims

•  Insurance Appraisals by  
Graduate Gemologist

• Specializing in large Diamonds 

•  GIA, AGS, EGl and  
IGI Certifications Available

•  Colored Gemstones, Gold,  
Precious Metals and Pearls

• Brand name Watches

• Reputable Custom Manufacturing of Jewelry 

• 100% Satisfaction Guaranteed

Josef Ryan Diamonds
A 100% Canadian owned company - is 
pleased to announce the opening of the 
Josef Ryan Insurance Division.

Ian Rayter, a Graduate Gemologist 
with over 20 years experience, will 
head up the division, supplying the 
insurance industry with reliable, 
personalized and efficient service.

Call today for unmistakably great service,  
products and wholesale pricing.

(204) 943-0468   Email: Ian@josefryan.com   www.josefryan.com
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YBN Report

It promises to be an exciting year
Brett McGregor, 
Young Broker 
Committee Chair

Coming off the success of our 
recruitment dinner we held in 
November, the Young Broker 

Committee has been busy planning 
for the upcoming year.

Our activities are currently 
focused on gearing up for the 
Conference. Young Brokers will 
again be emceeing the events at 
the Conference this year, a good 
opportunity for us to practice our 
public speaking skills and contribute 
to the success of the event. We are 
also currently recruiting Young 
Brokers to help out with the 
President’s Dinner as ushers. If 
you’re interested, please contact me 
or the IBAM office. This is a great 

way for Young Brokers to attend the 
President’s Dinner as we celebrate 
Pamela Gilroy-Rajotte’s installation 
as President. As a committee we 
are excited to see another of our 
former committee members move 
on through the ranks of the IBAM 
Board and take the reins as President. 

By the time you read this, we will 
have participated in the Children’s 
Wish Foundation Annual Media Lip-
Sync Contest. Last year was a great 
second place finish and this year 
we’re gunning for number one!

At our February meeting we were 
sad to have Mario Reimer move on 
from our committee. Mario is the 
last standing “founding” member 

still on the Young Broker Committee 
and we will miss his leadership and 
experience. 

On that note, we are looking 
to recruit committee members. If 
you or someone you know would 
be interested in being on the 
committee, please contact me at 
bmcgregor@guildinsurance.ca to 
discuss what is involved. You won’t 
regret it!

We are currently organizing a 
charitable event to take place in 
conjunction with the Conference, 
probably the afternoon before the 
Trade Show. We want to bring together 
brokers and insurance company staff 
to put our efforts towards a valuable 
charitable organization. This is an idea 
we’ve borrowed from the conference 
of our American neighbours (“The Big 
I”) that works very well and is very 
popular. Watch for more details on how 
you can get involved coming soon.

Make sure you get your 
registrations for the Conference in 
early as it’s shaping up to be a great 
one. See you there! 
early as it’s shaping up to be a great 

2010 YBN Lip-Sync group

mailto:Ian@josefryan.com
http://www.josefryan.com
mailto:bmcgregor@guildinsurance.ca
mailto:Ian@josefryan.com
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The BIP logo is a registered trademark of the Insurance Brokers Association of Canada (IBAC). All other trade-marks are property of Intact Financial Corporation used under license.   
© 2009, Intact Insurance Company.

There’s one thing you can Rely on.
If the unforeseen should happen to one of your customers, you can be confident that 
we’ll get them back on track quickly and fairly.

24 hours a day, 7 days a week, customers who have insurance with Intact will have 
access to our Rely Network® of certified collision repair shops and professional 
property restoration contractors.

It’s our promise and our guarantee. 

http://www.intactfc.com


⬅	Index

The            for opportunities hunt By Jay Forte

ours is an unpredictable world. 
Many times, regardless of how 
well we plan, some things just 

fail. The dinner party that should have 
been great based on the planning, but 
the meal was a disaster. The meeting’s 
presentation that was well prepared, but 
then the equipment failed. Or, a disci-
plined and diligent savings plan that lost 
nearly half of its value in the recession. 

These challenging situations define our 
days. Some curse and yell; others see them 
for the opportunities they present. Poet 
Maya Angelou writes, “I've learned that 
you can tell a lot about a person by the 
way he or she handles these three things: 
a rainy day, lost luggage, and tangled 
Christmas tree lights.” Failures, changes 
and unexpected events have the ability to 
either destroy or advance; it is in our out-
look and response that allows us to turn 
these failures into opportunities.

Thomas Alva Edison experienced 
repeated failures. His true success was 
not his invention of the light bulb, but 
rather his tenacity and outlook that 
believed failures were a means to gain 
new information and new perspectives. 

Our most successful employees are not 
those who land on their feet after every 
project or event; instead, they are those 
who have the persistence and optimism 
to learn from difficulty and use what 
they learn to re-imagine, recreate and re-
experiment. They are the ones who have 
learned to be positive and to constantly 
hunt for opportunities.

Organizations that constantly 
hunt for opportunities, perform better, 
innovate more and succeed in tough 
times because they possess the follow-
ing qualities:

1.	They	create,	support	and	
live	a	culture	that	teaches,	
inspires	and	encourages	
employees	to	look	for	the	
opportunity	in	every	event. 
Failures are unparalleled opportu-
nities to reinvent success. These 
organizations “celebrate extraor-
dinary failures and punish average 
successes.” Effort, innovation and 
intent are celebrated; unusual, non-
conventional and non-conformist 
perspectives are applauded. Occa-
sional failures show that employees 

are pushing performance to the edge. 
As Tom Peters states, “A day without 
a screw-up is a day without enough 
reach.” These workplaces encourage 
employees to focus on the positive; 
they create a culture that is open, 
free thinking, and believes “Yes We 
Can.” 

2.	They	commit	the	time	and	
effort	to	help	employees	
learn	their	strengths	and	
use	them	to	develop	oppor-
tunity-thinking. Each of us has 
the potential to be great at certain 
things; we each have intrinsic talents 
and strengths. Successful employees 
know their talents and understand 
that these talents help them to be 
naturally perceptive in certain areas; 
they commit to deliberative practice 
in develop these areas. They focus 
their hunt for opportunities in their 
talent and strengths areas, areas in 
which they have the greatest insight. 

3.	They	focus	on	learning	
and	actively	solicit	input	
from	everyone. Organizations 

36 | MARCh 2010 | The Manitoba Broker



⬅	Index

that hunt for opportunities are 
always learning, asking great ques-
tions and are exceptional listeners. 
They listen to new perspectives, 
facts, ideas and dreams. They listen 
to customers, employees, vendors 
and strangers. They read books, 
blogs, periodicals, and newspapers. 
They read and listen to topics that 
may appear to be unrelated. They 
regularly ask, “how about,” or, “what 
if.” They assess what they hear; they 
consider everything. They then share 
what they hear with their teams to 
expand their hunt for opportunities.

4.	They	focus	on	exponential,	
not	incremental,	opportu-
nities. All discussions of opportu-
nities are directed to significant, not 
average, results. They use the infor-
mation they glean about the market, 
customer, strengths, and trends to 
consider opportunities that have the 
potential to be significant. Successful 
organizations know nothing lasts 
forever and they must continually 
reinvent themselves – each time 
more significantly than the last. 
These organizations constantly 
review what they do; they focus on 
the exponential in their hunt for 
exponential opportunities.

5.	They	share	success	with	
everyone.	Today’s best ideas are 
not uniquely resident in manage-
ment. Organizations that hunt for 
opportunities realize that opportu-
nity-thinking must happen at every 
level. Therefore, all successes are 
openly shared and celebrated. Fail-
ures are communicated to inspire 
employees to rethink, redefine and 
reinvent. In an intellectual work-
place, innovation, inventing and 
opportunity hunting must be core 
expectations of all employees; every 
employee must watch, listen and 
communicate more effectively to 
identify improvements and opportu-
nities. The more successes are shared 
with everyone, and failures are seen 
as a way to improve, the more per-
formance- and idea-risks employees 
will take – all in the hunt for oppor-
tunities.

In today’s uncertain recessionary period 
– where the regular, average or incre-
mental approaches are not sufficient – 
successful organizations have mobilized 
their teams to be on the hunt for oppor-
tunities. It may be in a retail store that 
creates a new line of products that are 

less expensive to match today’s reduc-
tions in consumer spending. It may be a 
restaurant that creates a mobile delivery 
van to appeal to a changed demographic. 
It may be a financial services firm that 
sponsors savings, investing and retire-
ment education to create more savvy 
and loyal investors who better appreci-
ate and value the firm’s conservative 
and pragmatic approach.

Some people are distracted or dis-
couraged by failure and change. Others 
see these as opportunities for greater 
success. This perspective comes is 
encouraged and supported in a culture 
that is on a constant hunt for ways to 
be better and to make a greater differ-

ence. Not only can the hunt for oppor-
tunities increase your success, but it 
may help you invent the next product, 
service or idea the rest of us cannot live 
without. 

ABOUT	THE	AUTHOR
Jay Forte is a speaker, consultant and 
thought leader. He applies years of research, 
along with his training as a CPA, working 
with organizations that want to successfully 
activate and inspire exceptional employee 
performance. Renowned for producing 
results, Jay’s first book, Fire Up Your 
Employees and Smoke Your Competition, 
came out in February 2009. 
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In the Community

Andrew Agencies backs the right horse

In late 2008, Andrew Agencies’ 
management team was discussing 
plans for a Grand Opening/Customer 

appreciation event for their newly 
acquired location in Russell (formerly 
Westpark Insurance owned by Bob and 
Karen Ross). With direct ties to Olym-
pic athlete Jon Montgomery, whose 
mother is a real estate agent for Andrew 
Agencies affiliate Westpark Realty and 
a cousin to partner Jacy Whyte’s wife 
Joanne, it was decided to incorporate a 
fundraising event for Jon into the Grand 
Opening/Customer appreciation event.

With community plans already in 
the works for a “Mission Montgomery” 
fundraiser celebration, Andrew Agencies 
became a major sponsor and scheduled 
our event in conjunction with this cel-
ebration. On June 11, 2009, the Andrew 
Agencies Grand Opening/Customer 
Appreciation day took place with Jon in 
attendance.

On March 14, 2010 the Montgom-
ery Gold Committee hosted “Mission 
Accomplished” a town-wide celebration 
of Jon’s gold medal win that included a 
parade and BBQ. The partners and their 
families had the opportunity to cel-
ebrate Jon’s accomplishment with him 
at a luncheon prior to the parade. 
ebrate Jon’s accomplishment with him 

Andrew Agencies backs the right horseAndrew Agencies backs the right horse

IBAM's First Family with Jon Montgomery
gcna.com

“We have ... time for you!
SINCE

 

1872

• Contract Surety • Directors’ and Officers’ Liability 
• Fidelity Bonds • Credit Insurance  
• Commercial/Miscellaneous Surety 
• Guarantee GOLD® (Executive Home and Automobile Insurance)

OTHER PRODUCTS:

Our experience in Contract Surety 
Bonding continues to build solid and 
long-term relationships between 
brokers and contractors.

Contract Surety

Canada’s Leading “SPECIALTY” 

Insurance Company

Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” Canada’s Leading “SPECIALTY” 

Insurance CompanyInsurance CompanyInsurance CompanyInsurance CompanyInsurance CompanyInsurance CompanyInsurance CompanyInsurance CompanyInsurance CompanyInsurance CompanyInsurance CompanyInsurance CompanyInsurance CompanyInsurance CompanyInsurance CompanyInsurance CompanyInsurance CompanyInsurance Company

Canada’s Leading “SPECIALTY” 

Insurance Company
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EXPERIENCE YOU
CAN COUNT ON
Elliott Special Risks has been helping brokers with insurance solutions since 
1966. Now part of Markel International*, a specialty and casualty insurer with 
worldwide operations, we are backed by nearly 100 years of insurance experience 
and a name that is synonymous with innovation and reliability in niche markets.

» Hard-to-place liability risks

»  Sport, Leisure & Recreation  
including Abuse cover

»  Security & Protection industry  
including failure to perform

» USA premises & Product Liability

»  Biotech & Pharmaceuticals  
including clinical trials

» Pollution & Environmental Liability

» Umbrella Liability

» Excess auto & General Liability

» Directors & Officers Liability

*Elliott Special Risks was acquired by Markel International on 1 October 2009. See www.markelintl.com.

» Union Executive Liability

» Employment Practices Liability

»  Architects, Engineers &  
Environmental Consultants E & O

» Insurance Brokers E & O

»  Miscellaneous E & O and  
Medical Malpractice

» Information Technology Package

»  Media Liability including  
libel slander exposures

» Property & InlandMarine

» Outbreak Extra Expense

TORONTO OFFICE
130 Adelaide Street West,
8th Floor, Suite 810,
Toronto, Ontario M5H 3P5
Tel: (416) 601-1133
Fax: (416) 601-1150
Toll Free: (800) 223-8858

MONTREAL OFFICE
2000 Mansfield Street,
Suite 710,
Montreal, QC H3A 2Z4
Tel: (514) 849-4992
Fax: (514) 849-9443
Toll Free: (877) 771-1211

www.elliottsr.com

Ask about our Corporate Referral Program  
Call us for details at 204.949.0078 or TF: 1 866.949.0078

Work with AAA Alarms to get top-quality security for your
customers’ home and business. Pass our name along, you
get even more!

Word of mouth is always powerful.
Now it can be profitable too.

As an IBAM member, it pays to partner with Manitoba’s
leading security company. With AAA Alarms, you get:

• Top-quality security systems for your home and 
business… Burglary, Card Access, CCTV, Fire/Smoke, 

Carbon Monoxide & Low Temperature • 24/7 monitoring

AAAalarms.ca
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Contact Info   •   Main Switchboard: 250-377-7662
Rick Feeney  
Vice President 

rick@underwriters.bc.ca 
Phone: 604-734-2120

James Sutherland  
Underwriter 

james@underwriters.bc.ca 
Phone: 250-377-2191

Mike Hirsch  
Underwriter  

mike@underwriters.bc.ca 
Phone: 250-377-2184

Liability • Limits to $10 Million • Numerous Classes • Special Events • Niche Products

Property • High Limits • Surplus Lines • Numerous classes • Flexibility

Malpractice • Nursing Homes • Assisted Living • Veterinarians • Equine Technicians

High Valued Homes • Homes to $5 Million • $5 million Liability • High Special Limits

Hard to Place • Personal or Commercial • Frequent Claims • Cancelled or Declined

Directors & Officers Liability • Non-Profit • Corporate • Publicly Traded

E & O • Architects & Engineers • Professionals • R & D • Confidentiality & Privacy

Hard tO PlacE?
MARKETS BLOCKED?

CAPACITY PROBLEMS?
UNREASONABLE RATES?

Call Guardian, the real  
independent brokers’ MGA.

WE CAN HELP!

FEATURED CLASS: Professional Liability E&O
•  Architects & Engineers  •  Accountants  •  Professionals

mailto:rick@underwriters.bc.ca
mailto:james@underwriters.bc.ca
mailto:mike@underwriters.bc.ca
http://www.guardianrisks.com
mailto:mike@underwriters.bc.ca
mailto:james@underwriters.bc.ca
mailto:rick@underwriters.bc.ca
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ICM is all about

InsuranCe CounCIl of ManItoba 
exIsts for the ConsuMer and You

professionalism

Manitoba brokers pride themselves on being professionals – 
and rightfully so. You work hard at updating your insurance 
knowledge and skills in order to serve Manitoba insurance 
consumers. Thanks to your own efforts and those of brokerage 
owners, companies and organizations within the P&C insur-
ance industry, brokers in this province are as respected as those 
in any business profession. 

A great deal of credit for broker professionalism, however, 
must go to the provincial regulating body – the Insurance 
Council of Manitoba or ICM. The organization exists to 
license and regulate general insurance brokers, life insurance 
agents and independent insurance adjusters. Each of these 
branches of insurance has its own Council under the ICM 
banner. ICM investigates complaints against brokers/agents/
adjusters and, when necessary (if there has been a breach of 
any provisions of The Insurance Act of Manitoba, its Regulations, 
the Licensing Rules or the Insurance Councils Code of Conduct), 
disciplines the offenders. ICM also establishes educational 
training standards and qualifications for broker/agent/adjuster 
licensing and establishes ethical trade practices. ICM car-
ries out all these duties in order to protect the public – and 
by doing so, promotes and helps maintain high standards of 
professionalism, competence and integrity of brokers, agents 
and adjusters. 

ICM’s Executive Director Erin Pearson says the organiza-
tion carries out its mandate with a strong focus on its core 
values: integrity, accountability, cooperation, accessibility, 
respect, professionalism and education. ICM is committed to 
conducting itself according to these values both within the 
industry and in dealings with Manitoba’s insurance consumers.

ICM works closely with a number of industry organiza-
tions including IBAM. According to Erin, “IBAM has been very 
cooperative in providing participation on our various commit-
tees. ICM has recently sought industry opinion on a variety 
of issues and we have appreciated IBAM’s assistance by giving 
us a global view from its membership. Our two organizations 

meet regularly as needs arise, and have an excellent relation-
ship highlighted by open communication”.

When it comes to complaints against general insurance 
brokers, Erin says a couple of issues have given ICM cause 
for concern recently. First, there have been some instances of 
individuals conducting unlicensed activities – including bro-
kerage employees selling insurance without a valid license or 
licensed brokers working in an area of the industry in which 
their license is not valid. Erin stresses that the onus for these 
infractions falls on the brokerage owner, who must ensure that 
all employees have valid licenses and do not conduct business 
in areas in which they are not licensed to operate.

The second area for concern has been a lack of commu-
nication or miscommunication with consumers, especially 
surrounding renewal of policies. Sometimes assumptions are 
made or questions go unanswered during the renewal process; 
nevertheless it is the broker’s duty to ensure that sufficient 
information is obtained to give adequate guidance and that 
relevant information is communicated to the consumer.  

Erin states the ICM and its full-time investigator Heather 
Winters (formerly of IBAM) will be monitoring these areas 
and other trends in the coming months. She adds, “In a serious 
case, we are forced to discipline the offending party by means 
of a fine or even the revoking of a license. However, we much 
prefer the instances where we can use the occasion as a ‘teach-
able moment’ where the broker and the brokerage owner can 
see where they erred and how to prevent the incident from 
recurring.” 

ICM has many more plans in store for what promises to be 
a very busy year. These plans include:
• Increasing the organization’s on-line activity including 

distributing the Council report by email rather than tradi-
tional mail;

• Continued enhancement of the on-line Continuing Educa-
tion Credit reporting system which enables Manitoba 
brokers to track his/her up-to-date CECs;
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Contact Info   •   Main Switchboard: 250-377-7662
Rick Feeney  
Vice President 

rick@underwriters.bc.ca 
Phone: 604-734-2120

James Sutherland  
Underwriter 

james@underwriters.bc.ca 
Phone: 250-377-2191

Mike Hirsch  
Underwriter  

mike@underwriters.bc.ca 
Phone: 250-377-2184

Liability • Limits to $10 Million • Numerous Classes • Special Events • Niche Products

Property • High Limits • Surplus Lines • Numerous classes • Flexibility

Malpractice • Nursing Homes • Assisted Living • Veterinarians • Equine Technicians

High Valued Homes • Homes to $5 Million • $5 million Liability • High Special Limits

Hard to Place • Personal or Commercial • Frequent Claims • Cancelled or Declined

Directors & Officers Liability • Non-Profit • Corporate • Publicly Traded

E & O • Architects & Engineers • Professionals • R & D • Confidentiality & Privacy

Hard tO PlacE?
MARKETS BLOCKED?

CAPACITY PROBLEMS?
UNREASONABLE RATES?

Call Guardian, the real  
independent brokers’ MGA.

WE CAN HELP!

FEATURED CLASS: Professional Liability E&O
•  Architects & Engineers  •  Accountants  •  Professionals
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• Undergo a major conversion of licensing management and 
complaint management systems; 

Reviewing policies to ensure they are adequate and relevant 
for consumer protection 

• Raising ICM’s profile among consumers;
• Communicate Best Practices across the industry, thus ‘rais-

ing the bar ’ for everyone; and
• Continuing to work on harmonizing licensing and regula-

tion trends with other Canadian jurisdictions.
Expect to hear more from ICM in 2010 and beyond – and pay 
heed. After all, ICM is YOUR industry ‘watchdog’ and works 
hard to ensure YOUR professionalism and thus, YOUR success.

    

The ICM TeaM: (L-R) SeaTed – heaTheR WInTeRS, eRIn PeaRSon 
and STaCey aubRey; STandIng – SandI SaLuk, bRenda knIghT, 
anITa hoRvaT and aPRIL beRgMan.

eRIn PeaRSon, exeCuTIve dIReCToR
Erin was born in The Pas and grew up in Pinawa. Post-second-
ary studies brought her to Winnipeg where she obtained a B.A. 
(Psychology major) from the University of Winnipeg. 

Erin’s career in the insurance industry began with a major 
life insurance company, where she held a variety of positions 
of increasing responsibility, primarily in the area of Life and 
Disability Underwriting. Erin has attained a number of profes-
sional designations throughout her career including the Fellow, 
Life Management Institute (FLMI); Associate, Academy of Life 
Underwriting (AALU); and Fellow, Academy of Life Under-
writing (FALU).

In 1996, Erin joined ICM in the position of investigator 
and, until 2007, was responsible for all aspects of the inves-
tigative function within the Insurance Council. In 2002, she 
became the organization’s Assistant General Manager and was 
appointed to her current position as the Executive Director 
of ICM in February 2008. In this role, she continues to over-
see the investigative and licensing function of the Insurance 
Council of Manitoba, and is responsible for the overall opera-
tion and administration of the Councils.

Erin has been married to husband Murray for 17 years, and 
together they enjoy traveling, theatre, community events, and 
spending time with their friends and family.  

heaTheR WInTeRS, InveSTIgaToR
With an MBA behind her and industry designations such as 
FCIP (Cam Mitchinson Award winner), CRM, CAIB (Hon-
ours) and CCIB under her belt, Heather is well qualified to 
serve as ICM’s investigator. 

Meet the ICM teaM
Heather has held both Life and General insurance agent 

licenses. She has served as an Executive Director (IBANS), 
Education Manager (IBAO), Director of Operations (IBAM), 
Chief Operating Officer (CPBA), as an examiner with IIC, as 
well as a consultant and author. 

Heather has been involved in the writing of education 
programs for the IIC, IBAC and IBAM; and co-authored the 
Auto Broker Technical Course. She is a Past President of the IIO 
Speakers Club. 

STaCey aubRey, LICenSIng & adMInISTRaTIon offICeR
This Warren native started her career at ICM 11 years ago 
as a receptionist. She then was promoted to Administrative 
Assistant, Licensing and Investigations before assuming the 
position of Executive Assistant. Then, her husband Phil’s 
career necessitated a move to Alberta where she worked in 
Human Resources at Lakeland College and in the Faculty of 
Law, Health Law Institute at the University of Alberta (U of 
A).

After three years, the homesick duo returned to Manitoba 
and ICM was happy to take Stacey back into the fold in her 
current position as Licensing & Administration Officer. 

Continuing education is a priority with Stacey. She 
recently completed her C11 course with the Insurance Insti-
tute of Manitoba. She also has certificates in Management 
and Justice & Public Safety, and is one course away from her 
Human Resources Management certificate from the U of A. 

Stacey has a passion for fitness – this includes hockey, 
golf, jogging and squash. She is certified with the Manitoba 
Fitness Council and runs a boot camp three-days-a-week in 
the country. Still, Stacey finds time for husband Phil, other 

42 | MARCh 2010 | The Manitoba Broker



⬅	Index

family members and friends. When time allows, she loves 
camping or just spending quality time in beautiful rural 
Manitoba.  

SandI SaLuk, LICenSIng & ConTInuIng eduCaTIon offICeR
Born, raised and educated in Winnipeg, Sandi completed vari-
ous computer and customer service related courses at Red 
River College. She then found employment as a customer 
service/office supervisor before joining ICM in 2001. 

Some of her current duties include managing and main-
taining continuing education accredited course providers 
and providing support to brokers regarding continuing 
education; electronically marking exams and compiling 
examination statistics; reviewing and preparing applications 
for licensing; issuing licenses; and assisting in preparing 
compliance files.

Sandi enjoys the communication with brokers and other 
industry associates as well as absorbing the continuous insur-
ance knowledge she gains from her position.

In her spare time, Sandi enjoys spending time with family 
and friends, watching movies and attending concerts.  

bRenda knIghT, adMInISTRaTIve aSSISTanT
Brenda joined the Insurance Council in October 2009 bring-
ing with her more than 10 years experience working for one 
of the largest privately-owned brokerage firms in Canada 
(with seven years experience as a Commodity Compliance 

Officer). Her previous employment also includes over 11 
years working for a reputable financial consulting agency as 
a Sales and Marketing assistant, and is also the Managing 
Director of a national non-profit organization.

Married with two sons, Brenda enjoys traveling and 
spending time with her family and friends.  

aPRIL beRgMan, LICenSIng CLeRk 
After graduating from an Administrative Assistant course 
with honours in 2006, April began her career path. First 
up was a position as a claims processor for a retail store. 
This was followed by various office positions with a travel 
agency and then a television/film company. Currently, April 
serves as a Licensing Clerk with ICM.

In her spare time, April is an avid baker who thrives in 
learning new recipes and techniques. She also enjoys spend-
ing time with her family, camping and traveling whenever 
and wherever possible.

anITa hoRvaT, ReCePTIonIST
In 2001, Anita received her Administrative diploma and, 
since then, has enjoyed a wide variety of office experiences 
including working for one of the largest insurance com-
panies in Canada as its payment processor. Anita has also 
worked for the publisher of an agricultural newsletter. She 
has been with the Insurance Council since August 2009 in 
the role of receptionist. 
has been with the Insurance Council since August 2009 in 
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Business Corner

What goes down…
By	John	Knotek,		
BMO	Bank	of	Montreal®

Interest rates will go up. With this 
bold prognostication I have a 100% 
chance of being right. This isn’t due 

to my shrewd abilities, but rather my 
omission of a timeline or amount of the 
interest rate increase.     

Higher interest rates would be wel-
come news to savers, seniors and others 
looking for a safe source of income. 
However, for brokerages or individuals 
that are currently borrowing near all 
-time low rates, a rate increase would 
not be the best news. For those that 
unprepared for an increase, such a change 
could prove to be dramatic. Case in 
point, on a $250,000 loan amortized over 
25 years and paid monthly, an interest 
rate increase from 3.25% to 5.25% would 
translate into approximately an extra 

$3,390 in annual payments. Even the 
Bank of Canada has publicly stated that 
with increasing interest rates on the hori-
zon, household debt is the biggest risk to 
the financial system.

Obviously if you have only nominal 
debts a rate increase will not be of great 
concern or risk. But for those that have 
recently taken on substantial debts to 
acquire assets at higher values, such as 
brokerages or homes, planning now for 
higher rates is a valuable exercise. This 
includes ‘stress testing’ your business or 
personal budget.  

Stress testing involves taking the 
debts you have now and applying a 
higher rate of interest to the amount 
currently outstanding. This helps deter-
mine how big of an increase your budget 

could absorb and at what level would 
higher rates start to require material 
adjustments to your business or per-
sonal finances.

There are some ways to help offset 
the potential for rate increases. A most 
common one is choosing a fixed interest 
rate, which defines your interest rate 
for a period of time. But this doesn’t 
mean you can ignore the potential for 
any future rate increases. Consider the 
loan example cited above. Even after 
five years of payments at a fixed inter-
est rate of 5.25% there would still be 
approximately $222,000 outstanding. 
At renewal time then if rates went up, 
there is still a high proportion of the 
original loan outstanding, which could 
push payments up substantially.

"planning	now	for	higher	rates	
is	a	valuable	exercise."	
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If you prefer a floating interest rate, 
you can still reduce the risk associated 
with increasing interest rates. This 
includes establishing higher payments 
to reduce the loan faster or making 
lump sum payments as available. This 
way when rates go up, you will have 
reduced the loan amount that would 
be subject to the higher interest rates.  

While everyone’s situation is unique, 
here are some additional tips to consider 
in planning for higher interest rates:

- Bi-weekly versus monthly 
payments can reduce your interest 
expense and pay down loans faster;

- Consider contributing more cash 
and borrowing less against a 
purchase;

- Keep total monthly housing costs 
(including mortgage payments, 
heating costs, property taxes and 
condominium fees (if applicable)) 
below one-third of gross monthly 
income; and

- Carefully weigh fixed versus floating 
interest rate options.

If you are a borrower and are not 
concerned about higher interest rates 
I suggest you speak with someone 
who had a loan in the early ‘80s. At 
that time many will recall that a 10% 
interest rate represented a bargain price 
– a rate which happens to be double 
that of many today. 
– a rate which happens to be double 

Business Corner
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CONGRATULATIONS TO THE CLASS OF 2009.

C H A R T E R E D
I N S U R A N C E
PROF E S S I ONAL

WHEN IT COMES TO INSURANCE, 
A CHARTERED INSURANCE PROFESSIONAL KNOWS.

www.insuranceinstitute.ca

Chartered Insurance Professionals and Fellow Chartered Insurance Professionals are dedicated experts who have completed a 
rigorous qualification process requiring several years of study, strict adherence to a code of conduct and years of insurance experience.

To protect your home, car or business, look for the professional standard, an insurance professional with a CIP or FCIP designation.

We salute the class of 2009 for their ethics, responsiveness and professional achievement.
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CIP Graduates

Left to right:
Peter Hohman, President and CEO IIC
Dean Kaminga, Team Insurance Brokers Inc.
Thom Proch, HED Insurance Brokerage Inc.
Somesh Madaan, Grain Insurance and Guarantee
Ryan Campbell, Intact Insurance Company
Irmgard Rempel, Red River Valley Mutual Insurance

Joanne Neufeld, Manitoba Public Insurance
Krista Kunz, Aviva Canada Inc.
Chris Wren, AON Reed Stenhouse Inc.
Jennifer Penman, Manitoba Public Insurance
Chris Fawcus, Chair IIC,  
      President and CEO AON Reed Stenhouse Inc.

Missing:
Cara Low, SGI Canada
Judy Wall, Manitoba Public Insurance

http://www.insuranceinstitute.ca
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Joanne Neufeld, Manitoba Public Insurance
Krista Kunz, Aviva Canada Inc.
Chris Wren, AON Reed Stenhouse Inc.
Jennifer Penman, Manitoba Public Insurance
Chris Fawcus, Chair IIC,  
      President and CEO AON Reed Stenhouse Inc.

Peter Hohman, President and CEO IIC
Brett McGregor, Guild Insurance Brokers
Brian Thomson, Wawanesa Mutual
Chris Fawcus, Chair IIC,  
      President and CEO AON Reed Stenhouse Inc.

Missing:
Paul Fast, J.J. Reich Insurance

Tammy Alexander, Portage la Prairie Mutual
Sharon Hallam, Wawanesa Mutual Insurance
Tannis Rathwell, Wawanesa Mutual Insurance
Megan Swidnicki, Portage la Prairie Mutual 
Lorna Kincaid, Wawanesa Mutual Insurance
Annabelle Ward, Portage la Prairie Mutual

Missing:
Karin Gaetz
David Lee, Wawanesa Mutual Insurance
Linda Tiessen-Wiebe, Wawanesa Mutual Insurance
Alaina Clark, Direct Integrated Transportation
Melanie Gravito, Wawanesa Mutual Insurance
Ashley Neville, Wawanesa Mutual Insurance
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FCIP Graduates
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Many people ask themselves why their 
lives don’t get better. They go along, 
day in and day out, just waiting and 
hoping to become happier, more success-
ful and more satisfied with their lives. 
The answer is simple: Their lives don’t get 
better because they don’t get better.

Have you ever thought about what 
your life would be like if you could turn 
back time by 10 years? If you could redo 
some of your actions or avoid saying 
some of the things you said, how would 
your life be different? Or, what if you 
had forced yourself to do something you 
once didn’t have the heart to do? How 
would your life look today?

The truth is, all in all, everything 
would be the same as it is today!

Naturally you would correct some 
of the actions you now regret, but you 
would still have to deal with unfavour-
able situations. Of course you wouldn’t 
make the same mistakes you made then, 
but you would make different ones. And 
then 10 years later (today) you would 
feel as satisfied or unsatisfied or as suc-
cessful or unsuccessful as you are today.

Consider this formula: Who you are 
and how well you do today is the result 
of your present personality. If you want 

to feel more satisfied in your private 
domain or if you want to be more suc-
cessful in your current job, the best (and 
only) way to do it is by advancing your 
personality. However, this isn’t necessar-
ily an easy feat. If you decide to take the 
next step, it will be challenging – but 
you will be greatly rewarded.

The comfort zone
Everything you know is your comfort 
zone. You can divide this zone into four 
parts: geographical, mental, activity-
related, and personal.

Let’s say you are at home in your 
living room; this means you are within 
your geographical comfort zone. If 
you’re in a place where you have never 
been before, you are outside of your geo-
graphical comfort zone. If friends sur-
round you, you are within your personal 
comfort zone, and if strangers surround 
you, you are outside of your personal 
comfort zone. If you do something you 
have been doing your whole life, like 
a card game you grew up with, this is 
within your activity-related comfort 
zone, and if you do something brand 
new, you are outside of your activity-
related comfort zone. If you think about 

something you are familiar with, like 
job tasks you do on a daily basis, you are 
within your mental comfort zone, but 
if you think like you have never done 
before, you are outside of your mental 
comfort zone.

Now comes the critical question, so 
make sure to answer honestly: Where do 
you prefer to be – within your com-
fort zone, or outside of it? Ninety-five 
percent of people feel more comfortable 
within their comfort zone, and you 
probably fall into that category; this is 
absolutely fine!

Why do most people feel better 
within their comfort zone? The explana-
tion is simple, yet frightening: Humans 
are born with an innate, primary 
instinct that continues to control our 
lives, yet it is no longer necessary to our 
survival.

A very long time ago, humans were 
only able to survive as gregarious ani-
mals, and therefore, Mother Nature gave 
us the appropriate herd instinct: Never 
leave your comfort zone, because that’s 
your safe place. Danger impends when 
you leave your comfort zone.

This is why most people spend their 
entire lives within their comfort zones, 

Break out of your comfort zone

About the Author: 
Eric Adler is a trainer and mastercoach in the fields of 
communication, motivation and mental training. He is 
an Austrian-based, best-selling author who developed 
a unique method for measurable and verifiable 
personality development. A public study that consisted 
of 800 adults and teens documented that Eric’s unique 
form of personal development training had a very 
effective impact. His know-how is widespread in the 
licensing system in Europe, and he now issues licenses 
to trainers, speakers, coaches and consultants in the 
U.S., as well. For more information, visit www.asc12.
com or e-mail adler@asc12.com.

By Eric Adler, Mastercoach
*Translated by Anja Strejcek.
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desiring more of the same and occasion-
ally wishing for better. You already 
know everything within your comfort 
zone, but unfortunately personality 
development is only possible if you step 
outside of it. 

Now you know what needs to 
be done; how can you step 
outside your comfort zone?
Let’s take another look at the four parts 
of the comfort zone: geographical, 
mental, activity-related, and personal. 
First, you should never leave all of the 
parts at the same time; at least one 
part should remain familiar to you. 
You either need to be familiar with the 
action, the people you are with, the 
content, or the place you are in. Stay-
ing familiar with one part of your com-
fort zone will provide you with support 
and security to develop yourself in the 
other areas. 

Take small steps
It’s important to consider the size of 
the steps you take in this process. Some 
experts advise big steps, but unfortu-
nately this has been proven counter-
productive. Here’s why: Imagine your 
comfort zone as point ‘A.’ Any time you 
move more than three feet off point 
‘A,’ you encounter a padded wall that 
completely surrounds you. If you try to 
break out of the padded wall all at once, 
you will bounce back to where you 
started. After a couple more unpleasant 
and non-productive attempts, you will 
eventually give up. 

Unfortunately, the “breaking out of 
your comfort zone” method is taught 
and practiced frequently. You get highly 
motivated and very enthusiastic, but 
after a short time the motivation turns 
into frustration and resignation – I can’t 
do anything about it, I have tried it but it 
just isn’t working out. Nobody pays atten-
tion to the padded wall.

The only way to be successful in 
this transition is to take small steps. 
It’s important for you to make the new 
activity, new place, new people, or new 
way of thinking your habit – these 
things will now belong to your comfort 
zone. Then, you will make the next 
small step out of your already-growing 
comfort zone. Development takes time. 

Consistency
Once you have taken a small step out-
side a certain area of your comfort zone, 

it’s important you never go back into 
your old one. Stay consistent, no matter 
how unnatural you feel; you have to 
follow this rule until you know and feel 
comfortable with everything.

Start now  
Here is an easy exercise to help start you 
on the road to success: From now on, 
try to smile anytime and every time. 
Smile when you answer the phone, 
when you pass people on the street, 
when you read your e-mails, when 

you’re exercising! Initially, you might 
feel a bit insecure. Your smile may 
seem cramped and fake, but you have 
stay out of your comfort zone. One 
day, your smile will become a habit, 
and you won’t even notice it anymore. 
As an added benefit, you will notice a 
lot of people smiling back! 

Follow these steps and your per-
sonality will continue to grow and 
develop as your comfort zone does 
– your success and satisfaction will 
grow, as well. 
– your success and satisfaction will 
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The liquor liability insurance game 
WhaT coverage do you really have?

Many insurance companies are abandoning the liquor liability 
market, while others have seriously limited the coverage if 
liquor-to-food ratios are greater than 70% to 30%. If the liquor 
is greater than 50%, some insurers have ceased offering cover-
age altogether. Few companies remain that offer adequate 
coverage. When coverage is offered it is drastically limited such 
that an establishment may not be insured for serious incidents. 
It is often obscured in an endorsement titled “liquor liability 
endorsement” or similar wordings. The broker should ensure 
that the establishment has the necessary coverage or is made 
aware of the restrictions.

These endorsements put the broker and brokerage at risk 
for negligence by providing inadequate coverage.
Samples of coverage restrictions recited verbatim from insur-
ance company endorsements are as follows:
• “Any liability arising out of selling any Alcoholic beverages 

that is in contravention of the Liquor License Act of Ontario” 
or similar legislation in other provinces. This applies to 
most situations where liquor is served. If someone leaves 
the establishment and is involved in an automobile acci-
dent either the location did not over serve and no liability 
is likely to attach or there was over service which is a 
contravention of the Liquor License Act and coverage will 
likely be an issue.

• “While any license required by law, is suspended or after 
such license expires, is cancelled or revoked.” This may 
extend to other licenses such as not having a proper busi-
ness license.

• “The selling or serving of Alcoholic beverages with your 
knowledge to a Minor.” The treatment of this at the liquor 
board seems to almost be one of strict liability wherein the 
insured will be held responsible if a patron was underage 
which may impute knowledge of service to a minor.

• “Any claim or “action” in any way connected with or 
related, or alleged to be connected with or related to, the 
ejection of any person from the premises, including car 
parking facilities, of the insured, by or on behalf of any 
insured.”

• “Assault or battery caused by, or at the direction of, or 
omission by the insured and or employees of the insured”. 
Many clubs retain third party security companies that are 
bonded and insured. However the club may still be vicari-
ously liable. These security companies may have minimal 
assets and inadequate insurance to cover any liability 
imposed on them or judgment obtained. Their insurance 
often does not cover assault and battery, use of unreason-
able force and incidents in parking lots and outside the 
premises which coverage is necessary. The typical policy 
has coverage for $1,000,000 per occurrence and $1,000,000 
aggregate which is inadequate since this will not cover all 
the clubs they have contracts with. Most are claims made 
policies which will not respond to a claim made outside 
the policy period. The club should not rely on these third 
party policies for coverage. 

• “All age events or similar events that specifically include 
persons who have not reached the legal drinking age.”

The main question… is your client’s coverage effective 
when they need it or is the insurance company going to 
deny coverage especially for the larger claims?
• Many establishments improperly represent that their food 

sales are greater than liquor (even without kitchen facilities).  
• Some incorporate a new company in order to represent 

that there have been no claims (in some cases even though 
they maintain the liquor license in the old company).  

• Policies are being issued in many cases as a 5812 code (no 
live entertainment, no dancing) and with specific indica-
tion that liquor sales are less than a certain amount such 
as 30%.

Any of these occurrences may give the insurance company 
grounds to deny coverage. The broker and brokerage may have 
an E&O claim. 
grounds to deny coverage. The broker and brokerage may have 

courtesy of cule Insurance
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By Kevin BaKer

54 | MARCh 2010 | The Manitoba Broker

In The Wizard of Oz, the title character is 
beloved and revered by all the people in 
that magical land over the rainbow. Yet 
when you look at it from a small insur-
ance brokerage/customer service perspec-
tive it’s really hard to understand why. 

In fact, the Great and Powerful Oz 
is probably one of the best examples of 
what not to do if you want to grow your 
insurance business. Let’s take a look at 
some of his mistakes, and see how an 
alternative strategy might suit your 
business better. 

• Be difficult to reach. In order 
to seek an audience with the Wizard, 
Dorothy and her friends must first 
navigate a strange and unfamiliar 
landscape with confusing twists 
and turns. It’s a little more difficult 
than the simple advice to follow 
the yellow brick road. How tough 
are you to reach? Is your contact 
information (phone number and/
or email) clearly spelled out on your 
Web site, or do you hide behind a 
contact form? Clients and prospects 
don’t like filling out forms. They 

want to speak to a real person. Make 
it easy for them. Actually publish 
your phone and email information 
in the ‘Contact Us” section. Even 
better, add a “Call us” button on the 
site that automatically makes the 
call for the customer.

 
• hide Behind a gateKeeper. 

When Dorothy and friends finally 
get to Oz, they think they’re going 
to make an appointment and see the 
Wizard. Instead, the gatekeeper says 
Oz never sees anyone. (The gate-
keeper is the same actor who plays 
the Wizard, but I’ve never been sure 
if it’s the Wizard in disguise or the 
movie production company saving 
a salary.) When clients or prospects 
call your insurance business, can 
they get through to the person 
they’re calling? You want to make 
sure your phone system makes it 
easy to get to the right person. A vir-
tual phone system helps with that, 
because its virtual receptionist can 
direct callers to the right extension 
– even if they’re not sure what that 

was no wizard at 
customer service
was no wizard at 

the great and 
powerful oz is 
proBaBly one 

of the Best 
examples of 
what not to 

do if you want 
to grow your 

insurance 
Business. 
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extension is. It also provides options 
to forward office phones to home, 
mobile or other phones, making you 
and your employees reachable even 
when you’re out of the office. 

• worK in an ivory tower. Or 
in this case in Emerald City. The 
Wizard only knows his own perspec-
tive because he never sees or talks 
to the regular people. He thinks 
it makes him mysterious, which 
is true. But it also means he has 
difficulty relating to the people 
who need his help. It’s important 
to maintain regular contact with 
clients, prospects, business partners 
and others so you can seek out their 
perspectives and points of view, and 
understand better what motivates 
them so you can deliver what they 
want.

 
• go BacK on your word. The 

Wizard tells Dorothy if she and 
her friends want him to grant their 
requests, they must first bring back 
the broomstick of the Wicked Witch 
of the West – a daunting task. When 
they return after fulfilling their end 
of the bargain, though, the Wizard 
starts to backtrack because he knows 
he can’t actually do what he prom-
ised. As a small insurance business 
you have to know what your capa-
bilities are, then A) be sure not to 
promise things you can’t deliver, 
and B) deliver on the things you do 
promise. 

Despite his mistakes, the one thing 
the Wizard got right was creating that 
larger-than-life image. Today, small 
insurance brokerages have the oppor-
tunity to make themselves look larger 
and more professional by using tools 
and technologies that provide the same 
capabilities as those enjoyed by large 
enterprises.

A simple example is making your 
main business line a toll-free phone 
number. Unless you have a compelling 
reason that your number must remain 
local, having a toll-free number gives the 
impression you do business on a national 
(or at least regional) basis. It’s not exactly 
balls of fire and floating heads, but it is 
impressive on a business level. 

Speaking of phones, moving from 
employees using personal phone num-
bers to a virtual phone service for small 
insurance business adds a lot of features 
and capabilities, such as voicemail, 
smart call forwarding, delivery of voice-

mail to email, recorded greetings and 
messages and the previously mentioned 
virtual receptionist, that make the busi-
ness look and sound more professional. 
These services are available for a very 
small monthly cost, yet they can have a 
huge payoff in your ability to serve cus-
tomers and prospects more effectively. 

Oz may have been great and pow-
erful, but when it came to customer 
service, he left a lot to be desired. Learn 
from his mistakes and you’ll have more 
happy clients saying there’s no place 
like your insurance brokerage. 
happy clients saying there’s no place 

Kevin Baker is my1voice product 
marketing manager for protus, provider 
of software-as-a-service (saas) 
communication tools for small-to-
medium businesses (smB) and enterprise 
organizations, including my1voice (www.
my1voice.com),  the cost-effective, 
feature-rich virtual phone service that 
travels with the user from phone to web, 
award-winning myfax, the fastest growing 
internet fax service and campaigner, an 
e-mail marketing solution with advanced 
automation features. Kevin can be reached 
at kbaker@protus.com  

http://www.my1voice.com
http://www.my1voice.com
mailto:kbaker@protus.com
http://www.graininsurance.com
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new rating program from mPI

Manitoba Public Insurance (MPI) has launched a new 
rating program intended to increase merits that drivers 
can earn for driving safely, thereby decreasing drivers’ 
premiums by a projected total of almost $1 million.

The driver Safety Rating (DSR) came into effect on 
March 1, 2010. Incentives under the DSR include:
• Instead of the current five-merit limit, Manitobans will be able to earn up to 15 merits for safe driving;
• Those with a safe driving record will earn one merit for every year of driving with no at-fault collisions or traffic 

convictions (the former system took two years of safe driving to earn one merit);
• With more merit levels, it will be possible for a driver to have more than one at-fault crash and still receive a discount. 

Subject to Public Utilities Board approval, very safe drivers could earn better discounts after reaching the highest 
point on the scale.

Over the next year, all customers will move to the DSR, depending on the driver’s anniversary day (four months after 
birth date). All customers will be on the new system by February 28, 2011.

According to MPI’s President and CEO Marilyn McLaren, under the new program, drivers will receive the same, or 
even a larger discount, on their Autopac premium as they had under the old system. Where you’re placed on the new scale 
will depend on how many merits you have, combined with your accumulated years of claims-free driving.”

Industry News

The Insurance Bureau of Canada (IBC), the voice of Canada’s home, auto and 
business insurers for over 45 years, recently unveiled new corporate branding. 
The transformation symbolizes IBC’s renewed commitment to focus on 
relationships with governments and key stakeholders, foster goodwill with 
consumers and position IBC with Canadians as the trusted voice of the P&C 
insurance industry.

The new logo was designed to represent IBC’s core values, culture and 
purpose. Its visual elements reflect the essence of what IBC does and creates 
a positive, memorable identity. The maple leaf figures prominently and 
identifies IBC as a national trade organization and as Canada’s trusted voice 
in insurance.

The three rays within the maple leaf represent Canada’s private home, 
car and business insurers and IBC’s commitment to issues that matter to the 
industry and to consumers.

IBC re-brands to reflect renewed commitment Crawford launches 
Contractor Connection
in Canada
Crawford & Company (Canada) 
Inc. has made Contractor Connection, 
which provides insurers with an 
efficient, high-quality managed 
repair vendor network for 
residential and commercial 
property claims programs, available 
to the Canadian insurance 
marketplace.

A Crawford & company service 
for more than 10 years in the US, 
Contractor Connection offers a 
complete and seamless solution 
for property damage – from claim 
response to finished repairs.

“Contractor recruitment, 
estimate reviews, assignment 
monitoring, re-inspections, 
issue resolution and contract 
administration are all handled by 
Contractor Connection to increase 
efficiency and reduce customer 
indemnity costs,” explained Pat 
Van Bakel, Senior Vice-President, 
Claims Operations, Crawford & 
Company (Canada) Inc.

To learn more about 
the program, visit www.
contractorconnection.com.

To help protect companies and organizations from liability claims associated 
with increased network and information security threats, Travelers Canada 
Financial and Professional Services is now offering Network and Information 
Security Offence coverage endorsements on its Wrap+ policies. 

The new Network  and Information Security Offence coverages apply to 
claims for failure to prevent access to confidential information regardless of 
whether the information is accessed due to hacking, lost mobile e-mail devices 
and laptops, or “dumpster diving” and “phishing” schemes. The endorsements 
are available for policyholders of Travelers Wrap+ Directors and Officers (D&O), 
Miscellaneous Professional Liability (MPL), and Employment Practices Liability 
(EPL) coverages in eligible industry classes.

For more information on these programs, visit www.travelerscanada.ca.

Wrap+ policies from travelers Canada

http://www.contractorconnection.com
http://www.contractorconnection.com
http://www.travelerscanada.ca
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Industry News

Chubb Insurance one 
of Canada’s 50 Best 
employers – again
The Globe & Mail’s Report 
on Business Magazine has 
named Chubb Insurance one of 
Canada’s 50 Best Employers for 
the 10th consecutive year, an 
accomplishment matched by only 
one other company. 

In this study conducted by 
Hewitt Associates, companies 
are rated based on an employee 
survey that measures 
engagement along with corporate 
management’s alignment with 
employee perceptions.

Chubb Insurance Company of 
Canada CEO Ellen Moore said, 
“What better validation is there for 
the quality of our organization as 
a business and an employer? We 
view this as an imperative and are 
extremely pleased that the employee 
feedback confirms we are doing the 
right things and addressing issues 
that matter to them. 

Visit Chubb at  
www.chubbinsurance.com.

Forensic Investigations acquires oliver, yaskiw & Associates
Forensic Investigations Canada (FIC), a division of SCM Insurance Services, 
has acquired Winnipeg-based Oliver, Yaskiw & Associates Inc. (OYA). 

OYA, the first firm in Canada to use video surveillance, specializes in 
investigation and security consulting and services in Manitoba, Saskatchewan 
and Northwest Ontario. 

FIC President Corey Smith said the acquisition adds to his firm’s existing 
national coverage, “providing its insurance, corporate and government 
clients with access to a wide range of investigative services and litigation 
support. It also expands FIC’s offerings through OYA’s extensive experience in 
investigative support for labour disruptions and emergency site-service.”

OYA principals David Yaskiw and Gordon Oliver will continue to hold 
management positions within FIC’s operations.

Portage la Prairie Mutual 
has entered a connectivity 
agreement with Custom 
Software Solutions of Virden, 
Man., for New Business Upload 
from CSSI’s The Broker ’s 
Workstation and its stand-
alone rating and underwriting 
tool, Intelliquote. The project 
connects them with Portage 
Mutual’s new business upload 
web service. Portage Mutual’s 
information technology director 
Ken Metcalfe said the system, 
still in its test stage, enables the 
mutual to exchange information 
with brokers on new policies 
immediately and policy changes 
somewhere down the road. 

(Source: THOMPSON’S Daily 
Insurance News Service, March 18, 
2010)

CssI connects with 
Portage mutual 

http://www.chubbinsurance.com
http://www.scm.ca
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Check out the 
media rich PDF 

version of 

 
online.

www.ibam.mb.ca

The 

MaNIToBa 

BRoKeR

Have you ever 
heard such 
a claim?
All banks claim to offer financial services for businesses. 
BMO Bank of Montreal®, however, goes one step further and is the
only financial institution to offer a comprehensive program developed
for IBAM members. Giving value to your client list, we offer: 

• Acquisition Financing 
• Premium Financing
• Succession Financing 
• Refinancing of Loans from Insurers
• Employee Group Banking Plan.

To learn more about how our pre-arranged financial services program
can meet your specific needs, call Bill Condon, Account Manager 
at (204) 985-2302, or contact us at industry@bmo.com.

A member of BMO Financial Group.  TM/®  Trade-marks/Registered trade-marks of Bank of Montreal.
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tIC travel Insurance adds to leadership team 

TIC Travel Insurance Coordinators Ltd., one of the largest travel insurers in Canada, has appointed 
Gino Riola to the position of Vice President of Business Development and Marketing.

Riola has been instrumental in the success of various initiatives at TIC including the launch of 
the brand; the implementation of the corporate Mission, Vision and Values; the incorporation of new 
media into TIC’s suite of marketing tools; and most recently the realignment of the company’s sales 
structure and strategic priorities.

Prior to joining TIC, Riola contributed to the growth of the Allianz Group in Europe and Asia 
Pacific. After migrating to Canada in 2005, he worked at ING for two years before eventually joining 
The Co-operators family.

Industry News

http://www.ibam.mb.ca
mailto:industry@bmo.com
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Reach our advertisers

CoMpany page phone WeBsiTe

AAA Alarms 39 204-949-0078 www.AAAalarms.ca

ALLMOVE 47 204-633-6889 www.allmove.com

Aurora Underwriting Services Inc.      28 866-328-1314          www.auroraunderwriting.com

Aviva Canada 15 204-942-0424 www.avivacanada.com

Bank of Montreal                                   58 416-927-5973    www.bmo.com

Beacon Underwriting 60 888-645-8811          www.beacon724.com

Belfor 27 204-774-8186 www.belfor.com 

Boyd Autobody & Glass 24 204-895-1244 www.bodygroup.com

CIM-Data 27 800-668-6041 www.cim-data.com

Crawford & Company (Canada) Inc. 21 416-364-6341 www.crawfordandcompany.ca

Cule Insurance 53 877-384-1616 www.culeinsurance.com

Douglas Cost Guides 62 519-238-6207 www.douglascostguide.com

Elliott Special Risks 39 800-223-8858 www.elliottsr.com

Encon Group Inc. 30 613-786-2224 www.encon.ca

First General Services 20 204-477-0560 www.firstgeneral.ca

FirstOnSite Restoration 31 204-783-9086 www.firstonsite.ca

G.Woodward Restoration Services Ltd. 13 204-783-6266

Grain Insurance & Guarantee 55 204-943-0721 www.graininsurance.com

Guarantee Co. Of North America 38 416-223-9580 www.gcna.com

Guardian Risk Managers 40 250-377-7662 www.guardianrisks.com

Horizon Insurance 26 204-988-4789 www.horizoninsurance.ca

Insurance Council of Manitoba 43 204-988-6800 www.icm.mb.ca

Insurance Institute of Canada 44 866-362-8585 www.insuranceinstitute.ca

Insurance Institute of Manitoba 48,49 204-956-1702 www.insuranceinstitute.ca

Intact Financial Corporation 35 204-942-8402 www.intactfc.com

James Dube Spraggs Adjusters Ltd. 13 204-985-1200

Josef Ryan Diamonds 34 204-943-0468 www.josefryan.com

Keal Technology 59 800-268-5325 www.keal.com 

Kimbley Systems 52 902-544-0951 www.kimbleysystems.com

Manitoba Blue Cross 27 204-775-0161 www.mb.bluecross.ca  

Manitoba Public Insurance 9 204-945-8097 www.mpi.mb.ca

MIG Insurance 25 204-857-8100 www.miginsurance.com

Monarch Insurance Brokers 2 780-422-0568 www.monarchins.com

Pal Insurance Brokers 25 800-265-8098 www.palcanada.com

Paul Davis Systems 38 204-586-1684 www.pds.ca

www.beacon724.com

marine division
TF 1.888.645.8811   F. 250.832.3222
PO Box 370, Salmon Arm, BC  V1E 4N5

property & liability division
TF 1.877.532.6864   F. 604.532.6894
#201-20627 Fraser Hwy, Langley, BC V3A 4G4

Special Event Liability .
Hole-In-One
Hard to Place Homeowners
Bed & Breakfast Program
High Value Homeowners Program
Commercial Marine 
Pleasurecraft
Adventure Tourism Liability 

Commercial Property &/or Liability
Vacant Risks
Motor Truck Cargo
Builder’s Risk
Directors & Officers Liability
Resorts & Lodges
NEW! Mobile Home Program

featured 
programs:
featured 
programs:
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Please support our advertisers. 
It’s good business!
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Annual General Meeting, 

Conference & Trade Show

April 28-30, 2010  • The Fairmont, Winnipeg
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CoMpany page phone WeBsiTe

Peace Hills Insurance 7 800-272-5614 www.peacehillsinsurance.com

Policy Works 4 800-260-3676 www.policyworks.com

Portage Mutual Insurance 16 800-567-7721 www.portagemutual.com

Premier Marine 32,33 604-669-5211 www.premiermarine.com

Priority Restoration 37 204-786-3344 www.steamaticwinnipeg.com

Reclaim Insurance Replacement 47 403-537-5758 www.bestbuy.ca www.futureshop.ca

Red River Valley Mutual Insurance 3 800-370-2888 www.redrivermutual.com

Royal & Sun Alliance Ins. Co. of Canada 63 416-366-7511 www.rsagroup.ca

Saskatchewan Mutual Insurance 28 306-653-4232 www.saskmutual.com

SCM Insurance Services 57 800-565-3128 www.scm.ca

SGI Canada 37 306-751-1674 www.sgicanada.ca

Sovereign General Insurance 47 204-982-1287 www.sovereigngeneral.com

Special Risk Insurance Brokers Ltd. 24 604-541-9799 www.srib.ca

Swiss RE 64 416-217-5550 www.swissre.com

Trans Canada Insurance Marketing Inc. 45 204-925-8276 www.tcim.ca

Tritech Financial  51 416-621-2020 www.trifin.com

Wawanesa Insurance 11 204-824-2132 www.wawanesa.com

The Manitoba Broker would not be possible without the advertising support of these companies and 
organizations. Please think of them why you require a product or service. We have endeavoured the  
make it easier for you to contact these suppliers by including their telephone number and, where 
applicable, their websites. You can also go to the electronic version of The Manitoba Broker at 
www.broker.ca and access direct links to any of these companies.

To reach Manitoba’s general insurance 
professionals through The Manitoba Broker 
magazine and its targeted readership,  
please contact me at

1-204-985-9798
Toll free: 1-866-985-9798
kfillion@kelman.ca	 	

To reach Manitoba’s general insurance 
The Manitoba Broker

magazine and its targeted readership, 

1-866-985-9798

Kris	Fillion
Sales Manager
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THE WORLD IS FULL OF 
MOVING STORIES.

WE’RE aT THE HEaRT OF THEM . . .
As one of Manitoba’s leading property and casualty insurers, customers 
rely on us to keep them moving forward everyday.

Discover more about the ways we keep people and businesses moving 
at www.rsabroker.ca/movingstories.

© 2009.  RSA is a registered trade name of Royal & Sun Alliance Insurance Company of Canada.  “RSA” and 
the RSA logo are trademarks used under licence from RSA Insurance Group plc.

http://www.rsabroker.ca/movingstories


When it comes to protecting your reputation, 
you may fi nd us surprisingly fi erce. 
With over 30 years of serving the Canadian broker market, we’re the most experienced provider of professional liability coverage. 
Yet it’s not just our longevity in the market that may surprise you; it’s our commitment. As more than 20,000 insurance brokerage 
fi rms across North America have discovered, we’re fi ercely committed to protecting what matters most – your business, your fi nancial 
assets and your reputation. At Swiss Re, we always work with the same raw material: risk. And what we work to create for our clients 
is always the same product: opportunity.      

See for yourself at www.swissre.com/insurance

Swiss Re is proud to be the endorsed E&O provider for the Insurance Brokers Association of Manitoba. For more information or to access our Insurance Brokers 
professional liability programme, please contact:

T +1 800 204 5649, T +1 204 488 1857, F +1 204 489 0316
www.ibam.mb.ca
205-530 Kenaston Boulevard, Winnipeg, Manitoba R3N 1Z4

Insurance products underwritten by Westport Insurance Corporation, a member of the Swiss Re Group.

© 2010 Swiss Re 
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