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Great relationships are built on more than just corporate knick-knacks. We are 
committed to building strong broker relationships that are mutually benefi cial… 
because in the end, a strong working relationship beats a free coffee mug.

Ask your Red River Mutual Broker Relations Consultant about our suite of 
broker benefi ts, including our Co-op Advertising Program, RRSP Programs 
and Succession & Financing options. 

redrivermutual.com

http://www.redrivermutual.com


Coast to Coast, 
we’ve got 
you covered
GroupOne is a national wholesale intermediary that 
provides underwriting solutions and niche products to 
our network of brokers across Canada in need of placing 
standard, non-standard and hard to place commercial 
property and liability risks.

WE ARE Leaders in Standard and Specialty Underwriting 
WE ARE Hospitality Specialists
WE ARE Committed to our Brokers
WE ARE Committed to Excellence
WE ARE GroupOne 

 

www.GroupOneU.com
3601 Highway 7 East, Suite 905
Markham, Ontario L3R 0M3
Tel: 905-305-0852   Toll-Free: 1-888-489-2234
Fax: 905-305-9884  Toll-Free: 1-877-302-7822
Email: insureit@grouponeu.com
 

STANDARD & NON-STANDARD COVERAGES
SPECIAL LIABILITY COVERAGES

HOST HOSPITALITY COVERAGES
ERRORS & OMMISIONS COVERAGES

BUILDERS RISK
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Joint Message from President & CEO

David Schioler,
IBAM CEO

Working with MPI:

urrently, the IBAM Board of 
Directors on your behalf is 
working with the MPI executive 

and management teams in attempts to 
ensure that the essential terms of the 
2008 Accord on Broker Compensation 
are effectively maintained and 
hopefully in some areas and ways 
enhanced. In some aspects, it appears 
that the terms of the Accord are 
working properly and effectively. In 
other areas, such as distribution of 
the Enhanced Identity Cards and 
broker compensation related to same 
have failed miserably. Furthermore 
and with an even more dramatic 
effect, it appears that a drop in annual 
premiums received by MPI – somewhat 
due to success with its auto theft and 
other initiatives - will negatively affect 
broker compensation from basic auto 
% commissions paid to brokers. So, we 
are working with MPI in attempts to 
keep aggregate broker compensation 
at appropriate levels. Thus far, we have 
been successful to a point – but we 
need to do more. We are also working 
with MPI to secure enhancements for 
our members in these areas.  

1. IBAM is working with the MPI 
executive and management teams 
in attempts to ensure that the 
following ‘laundry list’ of items will 
be introduced or amended in order 
to enhance broker compensation 
and service delivery. (Our early 
indications in this regard are that 
we will be effective in achieving 
success with respect to these 
items.)

a) Assurance from MPI to brokers 
and eventual payment to 
brokers with respect to the 
delay on the commencement of 
2008 compensation accord (i.e., 
broker commissions delayed 
from NOV2010 to MARCH 2011). 

b) Broker distribution of other 
products such as taxi, luxury & 
PSV plates?

c) Improvements to Extended 
income Coverage (AOL – 
Autopac On-Line)

d) Expiry / Renewal Date to appear 
in system window with an 
improved customer data base 
and the ability to run reports

e) Municipality f leet vehicle 
licensing expiry: school buses 
– rotating yearly for brokers in 
area – how will this work under 
a 5-year renewal?

f ) On picking up new car / 
arranging renewal - can there 
be customer ability to select 
the broker by transacting via 
electronic service such as email 
& faxing etc?

g) Short Term Policies – monthly 
pay at broker – can we eliminate 
late payment & late payment 
penalties? How can brokers be 
fairly compensated? 

h) Improved technology including 
back-up systems

i) Operating Standards
j) Standards board
k) Short term policy commission
l) Auto Broker course – 

improvements – potential 
merger with Fundamentals

So, it is clear to us that we need not 
only to elaborate on these issues 
and developments so that you all 
understand precisely where we are, 
but that we also need your input 
and feedback in terms of where 
to go from here. In light of this, 
we are scheduling two alternative 
afternoons of meetings in Winnipeg 
in May 2011. It is likely that we 
will host a meeting or two in rural 
Manitoba as well. We are hopeful 
that every one of you will be able 
to make one afternoon or another. 
We absolutely need and want your 
involvement. We will advise of the 
meeting dates in the near future. We 
do expect to give you updates at our 
April 19, 2011 AGM, but we will not 
have the necessary time to devote 
to and properly address these issues 
during the AGM. Furthermore and 
perhaps more importantly, we hope 
and expect to have much more 
meaningful information to provide 
in May as opposed to mid-April, as 
we have just recently commenced 
with MPI extremely focused efforts 
on these matters. 

Thank you for your patience and 
support. As you know, your Board of 
Directors is made up of brokers who 
understand your concerns – and who 
share your interests and passions. 
We are and will be working extremely 
hard to get things done on your 
behalf. 

Pamela Gilroy-Rajotte,
IBAM President

C
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Viewpoint

he proliferation of new electronic gadgetry and software in our industry is 
extremely evident and the variety of choices makes purchasing decisions diffi cult.

We face similar challenges in updating and upgrading our own broker’s 
management systems (BMS) keeping in mind the associated costs of doing so. The 

Seeking a solid foundation for BMS
Fraser Lyle, President,
Insurance Brokers 
Association of Canada

long-term system fi t and effi cacy must 
have long-term value for brokers. A solid 
foundational approach is needed, which 
brings me to the subject of this column.

The technology committee at IBAC 
and its quiet progress can be forgotten 
when compared to the higher profi le 
Broker Identity Program (BIP) and politi-
cal action activities. Although the com-
mittee members change every year, our 
champions, Brenda Rose and Sheldon 
Wasylenko, continue on as stewards in 
moving technology ahead to achieving 
real time data exchange between brokers’ 
management systems and insurers’ pro-
prietary software.

The agenda for our January Board of 
Directors meeting included a white paper 
on IBAC’s defi nition of real time data 
exchange. Briefl y, it means there should be 
no intermediate ‘translating’ of the data as 
it is sent between a broker’s BMS and an 
insurer’s system. This is the foundation 
that I referred to earlier and is based on the 
strict use of ACORD CSIO standards. 

Early tests using ACORD CSIO XML 
standards and protocols between BMS 
vendors and insurers have been very 
encouraging. Midterm change endorse-
ment requests were used in the testing 
because these changes are the most 
common of all broker transactions, are 
often the most complicated, and often are 
revenue neutral.

Using technology to improve the way 
we transact business with our insurer 
partners will not only improve our own 
broker-driven service delivery model but it 
will strengthen our competitive position 
as well. Testing and verifi cation continue 
and the number of vendors and insurers 
who can achieve this exchange is growing.

While BMS and insurer systems can 
always improve internally, it is important 
to understand the longer term ramifi ca-
tions of the work the technology commit-
tee continues to do. If we can achieve our 
goals of seamless interfacing with insurers 
then we are in a much stronger position 
in maintaining the freedom for a broker to 
choose not only a BMS vendor but also an 
insurer partner. 
choose not only a BMS vendor but also an 

T
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For more information visit policyworks.com

THE ICPEI AND POLICY WORKS STRAIGHT-THROUGH SOLUTION enables Donna and her 
colleagues at Cooke Insurance to exchange commercial lines data electronically with 
ICPEI directly from Policy Works. This means no re-inputting data or signing into portals. 
From beginning to end, Donna does everything from within her Policy Works desktop 
application including uploading and downloading commercial quotes with ease. 

SGI CANADA is just one of nine insurers Policy Works has partnered with to provide  
real-time solutions for commercial-lines. Policy Works customers are currently
exchanging data with Intact, Gore Mutual, Aviva, RSA, Economical, Missisquoi,
L’Unique, SGI CANADA, Coachman, The Insurance Company of Prince Edward Island, AXA 
and L’Union Canadienne. Each and every Policy Works integration uses CSIO coded data.

At Policy Works Inc., our vision from the beginning 
has been unchanging: link brokers and insurers 
through technology to better serve insureds. 
Everything we do is driven by this one goal. And  
that includes commercial-lines data exchange.

The concept is simple, really. Give commercial 
brokers the tools to better manage their books 
of business and then connect them with their 
markets. The end result is an efficient and effective 
independent broker distribution network.

“We are now uploading and downloading 
commercial business with The Insurance Company 
of Prince Edward Island (ICPEI). The exciting thing 
is that when we receive the commercial quote back 
from ICPEI, it is all in a standard electronic format, 
along with all of the related policy information.

We don’t have to re-input any data; 
everything is there and can be 
opened right up in Policy Works.”

STRAIGHT-THROUGH 
COMMERCIAL LINES 
DATA EXCHANGE

Donna McNeill, CIP, Business Insurance Customer Service, Cooke Insurance

http://www.policyworks.com


Raising our Profi le

In the Media

What AreYour
   

Insurance Goals?
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Raising our Profi le

THOMPSON’s Daily 
Insurance News Service
February 15, 2011

Restricting online retailing by 
banks gets predictable reaction
(Copyright Thompson’s World Insurance 
News. Not to be redistributed by 
individual recipients.)

The posting of federal regulations 
restricting online retailing of 
insurance by banks (Thompson’s 
daily news service, Feb. 14) drew 
swift and predictable reaction. 
The national brokers’ group liked 
it. The bankers’ group didn’t.

“Our position has always been 
that consumers benefi t when 
there is choice and competition 
in the insurance market and we 
do not believe that restrictions 
should be placed on that 
choice and competition,” said 
Canadian Bankers Association 
president and CEO Nancy 
Hughes Anthony in a prepared 
statement.

“We live in the Internet age 
where consumers are doing their 
research and shopping around 
online for a wide variety of 
products and services, including 
fi nancial products.”

Insurance Brokers Association 
of Canada CEO Dan Danyluk 
called the changes “sane and 
reasonable” and a natural 
extension of existing restrictions 
on insurance retailing in bank 
branches. “And let’s face it, 
online (sales and promotion) 
really is another branch of 
the bank,” Mr. Danyluk told 
Thompson’s.

“It is an operation of the bank 
and recognizing that it should 
function as a branch makes good 
sense.”

He said the proposed 
regulations show that federal 
Finance Minister Jim Flaherty 
and his department are staying 
true to his promises on keeping 
a distance between banking and 
insurance. “Even the big banks 
ought to have to follow rules.” 

THOMPSON’s Daily Insurance News Service
March 3, 2011

‘Very high interest’ in university/IBAC developed program
(Copyright Thompson’s World Insurance News. Not to be redistributed by individual recipients.)

Interest in Laurentian University’s new master of business administration program, 
developed in partnership with the Insurance Brokers Association of Canada, is very 
high, said Julie Henri.

The faculty of management business development and administration senior 
manager said it is receiving several calls and email inquiries daily regarding the appli-
cation process, curriculum and delivery. Applications have been coming in since early 
February.

The same partnership applies to the honours bachelor of commerce degree pro-
gram.

Ms. Henri said also: “We are working on several other initiatives including the 
development of post-graduate certifi cate programs, hybrid programs and will con-
tinue to work with industry to develop responsive and fl exible management degree 
programs.”

Ms. Henri said the programs offer students a great deal in terms of their careers 
and brokerages can realize signifi cant benefi ts in terms of business performance and 
continuity.

“Many employers recognize and value an MBA as an indication of one’s business 
management and leadership abilities at a senior level.

“For the insurance industry in particular, perpetuation of the broker profession and 
succession planning are real issues which is why there continues to be tremendous 
interest in and support of the program from brokerages and prospective students.

BU-11-009 Manitoba 4.625” x 4.625”

RETURNSRETURNS
MAXIMUM

Why SIAST?
•	High	grad	employment	rate	
•	Work	placements	
•	Affordable	tuition	
•	Small	classes	
•	Job-ready	skills	
•	Short	programs

SIAST’s	new	Business	Insurance	Diploma	program,	developed	in	consultation	with	the	Insurance	
Institute	of	Saskatchewan,	will	provide	grads	with	mid-career-level	skills.	Students	will	 take	a	
combination	of	business	administration	and	insurance	courses	that	will	provide	a	well-rounded	
education	and	prepare	grads	for	opportunities	in	a	variety	of	career	paths.	Students	will	write	the	
Chartered	Insurance	Professional	exams	to	receive	industry	accreditation.

Apply now for Fall 2011

SIAST	Business	Insurance	Diploma

www.goSIAST.com/Business
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Raising our Profi le

CANADIAN UNDERWRITER
Feb 14, 2011

Manitoba case puts host liability front-and-centre before the courts

The death of a Manitoba teen 
on her way home from a friend’s 
birthday party is bringing the 
issue of host liability back to the 
courts.

 A 15-year-old girl, Tamara 
Aller, died on her way home from 
a friend’s 18th birthday party on 
Feb. 14, 2009. The party was held 
at the house of the friend’s parents, 

Mary-Anne and Allan Kostur, in 
Dauphin, Manitoba. Allan Kostur 
dropped Aller off about two blocks 
from her home after the party. She 
allegedly was not wearing a coat 
and the temperature that evening 
dipped to minus-37 degrees Celsius, 
according to a report by CTV.ca.

Aller ’s mother is suing the 
Kostur family for $15,500 for 
funeral expenses, as well as other 
damages, according to CTV.ca. 
Citing a statement of claim, CTV 
reported Aller ’s mother says the 
family knowingly over-served 
alcohol to a minor and failed to see 
to it that Tamara got home safely.

None of the allegations have 
been proven in a court.
Bob Sokalski, a lawyer, told CTV.
ca this case of host liability differs 
from the 2006 Supreme Court 
case, Childs v. Desormeaux. In 
Childs, a woman hit by a drunk 
driver and rendered a paraplegic 
sued the driver and the hosts of 
the New Year ’s Eve party she had 
attended just prior to the acci-
dent. The Supreme Court threw 
out the case. 
    In its ruling, the Supreme Court 
said: “A social host at a party where 
alcohol is served is not under a 
duty of care to members of the 
public who may be injured by a 
guest’s actions, unless the host’s 
conduct implicates him or her in 
the creation or exacerbation of the 
risk. Short of active implication, 
a host is entitled to respect the 
autonomy of a guest.”
    Sokalski suggested to CTV.ca the 
Aller case may turn on whether the 
court fi nds Allan Kostur created the 
risk that led to Tamara’s death by 
driving her home and failing to see 
she made it into her house safely.

“The case would have less 
likelihood of success had the 
parties not undertaken to drive 
the individual home in the cold 
weather, as that was an additional 
element of risk,” Sokalski said
to CTV.
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st. Charles Country Club
January 27, 2011

The 2nd annual IBAM Recruitment Dinner was a fabu-
lous evening. This event is quickly becoming one of the 
P&C insurance industry’s yearly highlights.

Students and faculty members from the following 
post-secondary institutions attended this year’s event:
Assiniboine Community College
Booth University College
Brandon University
Hertzing College
Red River College
University of Manitoba
University of Winnipeg

Raising our Profi le

Events
2nd ANNUAL IBAM RECRUITMENT DINNER

Manitoba Insurance Broker | MARCH 2011 | 13Click Here to return to Table of Contents



Raising our Profi le

14 | MARCH 2011 | Manitoba Insurance Broker Click Here to return to Table of Contents



Raising our Profi le

Manitoba Insurance Broker | MARCH 2011 | 15Click Here to return to Table of Contents



Raising our Profi le

YBN Hosted Education Day 
& IBAM Recruitment Evening
January 27, 2011

Major Sponsors
Portage Mutual Insurance Company
Totten Insurance Group

Gold Table Sponsors
Royal & Sun Alliance Insurance Company of Canada

Silver Table Sponsors
AXA Pacifi c Insurance Company
Manitoba Public Insurance
Peace Hills Insurance
Red River Mutual
Saskatchewan Mutual Insurance
Wawanesa Insurance

Supporters
Manitoba Blue Cross
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guardianrisks.com

Call Guardian – your favourite MGA

We Help Brokers
Write More Business

Toll Free: 1-877-355-7662   Main Line: 250-377-7662   Fax: 250-377-8610

Markets Blocked? 
Capacity Problems? 

Unreasonable Rates?

We Can Insure
Just About Anything

http://www.guardianrisks.com


WIN a trip for 2 to

New York 

 For more information, visit us online at www.geolyn.ca
H O M E    •    C A R      •     B U S I N E S S

TravelWell®

When you can

Why travel?

Whether your customers are travelling outside the province or out 
of the country, Intact offers personalized travel insurance to ensure 
they are properly protected.

Help them get covered against the cost of unexpected emergencies 
that may happen prior to or during their trip, such as trip interrup-
tion, medical insurance, and travel assistance. 

Most benefits packages or credit cards offer only limited protection. 
TravelWell® provides complete coverage for your customer, whether 
they travel once per year or once per week.

There are two options to choose from:
 • TravelWell® Emergency Medical Plan 
 • TravelWell® All-Inclusive Plan 
 

Talk to your Intact Insurance representative about TravelWell® today. 

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.

http://www.intactfc.com


Title Sponsor Elite SponsorElite Sponsor

WIN a trip for 2 to

New York 

Organization ‘Bosses’ Panel Group 1 (1:45-3:00)

Organization ‘Bosses’ Panel Group 2 (3:15-4:30)

Moderator

Amanda Lang
Gemini Award Winning Journalist &
Senior Business Correspondent,
CBC News

Derek Iles
Sr. VP, Western Canada
Intact Insurance

Andrew R. Cartmell
President & CEO
SGI

Ken McCrea
President & CEO
Wawanesa Mutual

Maurice Tulloch
President & CEO
Aviva Canada

John Mitchell
President & CEO
Portage Mutual

Diane Brickner
President & CEO
Peace Hills Insurance

Marilyn McLaren
President & CEO
MPI

Brian Esau
President & CEO
Red River Mutual (2 CECs - ICM General)

ONLY fully registered delgates in attendance at President’s Dinner are eligible to win these prizes  –  Prizes to be drawn at commencement of President’s Dinner

2011 IBAM
Annual General Meeting,

Conference & Trade Show
April 18-20 • The Fairmont, Winnipeg

“Brokers provide service and professionalism that is second to none and untouchable by others!”

Value $4,500

New York 
Value $4,500Value $4,500Value $4,500

Sponsored by: Red River Mutual Sponsored by: BMO Bank of Montreal 

  WIN a trip for 2 to 
          

NY 1930
NY today

Chicago 1930

Chicago today

Value $4,500

Chicago



NOTICE
THE ANNUAL GENERAL MEETING

of the Insurance Brokers Association of Manitoba

will be held at
9:00am

Tuesday, April 19, 2011

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 7th day of March, 2011
David Schioler, Chief Executive Offi cer
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April 18-20, 2011 The Fairmont, Winnipeg

Our ‘Partners in Crime’ (Major Sponsors)

Title Sponsor
Manitoba Public Insurance

Elite Sponsor
Intact Insurance Co.

Platinum Sponsors
• Aviva Insurance Co. of Canada
• BMO Bank of Montreal
• Manitoba Blue Cross
• Peace Hills Insurance Co.
• Portage Mutual Insurance Co.
• Red River Mutual
• Swiss Re
• Wawanesa Mutual Insurance

Gold Sponsors
• Grain Insurance & Guarantee Co.
• SGI CANADA  Insurance Services

Silver Sponsors
• Royal & Sun Alliance 

Insurance Company
• Saskatchewan Mutual Insurance

Bronze Sponsors
• AXA Pacifi c Insurance Co.
•  Canadian Underwriter
• General Insurance 

OmbudService (GIO)
• McGrath Diamonds

Supporter
• Optimum Insurance
• Winnipeg Building & Decorating

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

21April 18-20, 2011 The Fairmont, Winnipeg Click Here to return to Table of ContentsClick Here to return to Table of ContentsClick Here to return to Table of Contents
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WIN a trip 
for 2 to 

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

www.beacon724.com

NEW! Mobile Home Program
Special Event Liability 
Hole-In-One
Hard to Place Homeowners
Bed & Breakfast Program
High Value Homeowners Program
Resorts & Lodges
Commercial Marine Pleasurecraft 

Adventure Tourism Liability -
Commercial Property &/or Liability
Vacant Risks
Motor Truck Cargo
Builder’s Risk
Directors & Officers Liability
Host Liquor Liablity

featured
programs:
featured

programs:
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‘The Informer’ (Program at a Glance)
Monday, April 18, 2011
11:00 - 3:00 Exhibitor Set-up  Winnipeg Ballroom  

4:30 - 8:00 Registration Foyer 2nd Floor 

4:30 - 8:00 Trade Show (Sponsor: Peace Hills) Winnipeg Ballroom

7:30 - 11:00 Hospitality Suites Open Various
    

Tuesday, April 19, 2011
8:00 - 9:00 Registration & Continental Breakfast Foyer – Main Floor 

9:00 - 11:30 Annual General Meeting (2 CECs) Wellington Ballroom

11:00 - 1:30 Exhibits Open - Networking Lunch & Exhibitor Draws  Winnipeg Ballroom

1:45 - 3:00 Keynote Session: “Sr. Management Panel” (Group 1) (2 CECs) Wellington Ballroom

3:00 - 3:15  Break

3:15 - 4:30 Keynote Session: “Sr. Management Panel” (Group 2) Wellington Ballroom

6:00 - 7:00 Young Broker Hosted President’s Reception Foyer – 2nd Floor

 (Sponsor: SGI Canada)

7:00 - 1:00 President’s Dinner & Dance (Sponsor: Manitoba Blue Cross) Winnipeg Ballroom  

  

Wednesday, April 20, 2011
9:00 - 10:00 Registration & Continental Breakfast (Sponsor: AXA Pacifi c) Foyer 2nd Floor 

 Friday Education Sessions (Sponsor: Aviva)  

10:00 - 12:00 Seminar: DeMystifying Social Media (2 CECs) Wellington Ballroom 

12:00 - 2:00 Annual Awards Luncheon (Sponsor: Wawanesa Mutual) Winnipeg Ballroom

2:00 - 4:00 Seminar: E & O Mock Trial (2 CECs) Wellington Ballroom   

5:00 - 8:00 IBAM Windup Reception (Sponsor: Swiss Re) IBAM Hospitality Suite   - Royal Alexandra

     - 20th Floor

http://www.beacon724.com


ONLY fully registered delgates 
in attendance at President’s Dinner 
are eligible to win these prizes  –  
Prizes to be drawn at 
commencement of President’s Dinner

WIN a trip 
for 2 to 

Value $4,500Value $4,500
NY 1930

NY today

  WIN a trip for 2 to 
Chicago 1930

Chicago today

Value $4,500
Chicago

‘Bootlegger’ Trade Show Exhibitors

• ABC Fire and Safety

• Allmove Secure Document & Data 

Management

• Applied Systems Canada, Inc.

• BMO Bank of Montreal

• Boyd Autobody and Glass

• Canada Worldwide Underwriting 

Agencies

• CanAm Insurance

• CIM-Data Ltd.

• Compu-Quote

• Creechurch International Underwriters

• Custom Software Solutions

• Elliott Special Risks LP

• Encon

• First General Services (Wpg) Ltd.

• Firstonsite Restoration

• Frank Cowan Company

• General Insurance Ombud Service

• Group Medical Services

• Guardian Risk Managers

• IFS Financial Services

• K & K Insurance Group Canada

• Keal Technology

• Manitoba Blue Cross

• Modern Earth Web Design

• Morgex Hole in One

• National Brokerage Services Inc.

• P.A.L. Insurance Brokers

• Pacifi c Marine Underwriting 

Managers Ltd.

• Paul Davis Systems

• Pinnacle

• P.I.U.S Inc.

• Portage Mutual

• Premier Marine Insurance

• Priority Restoration

• Red River Mutual Insurance

• SCM Insurance Services

• ServiceMaster of Canada

• Shippam & Associates Inc.

• SPECS Limited/Risk Inspecs Analysis

• Speedy Glass/Belron Canada

• Sports-Can Insurance Consultants Ltd.

• Sports & Fitness Insurance Canada

• South Western Group

• Swiss Reinsurance Company

• The Guarantee Company 

of North America

• The Insurance Institute of Manitoba

• TIC Travel Insurance Coordinators

• Totten Insurance Group

• Underwriting Analysis & Support 

Services of Canada

• Winmar Property Restoration

Sponsored by: Red River Mutual

Sponsored by: BMO Bank of Montreal 

New York
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Organization ‘Bosses’ Panel

MODERATOR - Amanda Lang, Senior Business Correspondent, CBC News

John Mitchell, President and CEO, Portage Mutual Insurance
John Mitchell has been with Portage Mutual Insurance since 1983. He has expertise in the areas of computers, 
marketing and business development. John attained his Fellow Insurance Institute of Canada in 1999, the same 
year he was made Corporate Marketing Analyst for Portage Mutual. In 2000, he was named Corporate Marketing 
Manager, and then moved to Manager of Corporate Business Strategies in 2003. John was promoted to Vice-

President in 2006 and was named President and CEO of Portage Mutual in 2010.

John has been married to Maureen for 27 years and they have three grown daughters: Andrea (26), Kayla (23) and Deanna (20). He 
has made his mark in amateur sports, coaching seven provincial champions in two sports and coaching a national championship 
team in softball.

When he isn’t working, spending time with his family or coaching, John enjoys searching for golf balls in the bushes, generally to 
the right side of the fairway.

Diane Brickner, President and CEO, Peace Hills Insurance Company
Joining Peace Hills Insurance at its inception in 1981, Diane was appointed President and CEO in 1990. She has suc-
cessfully overseen the company expand to all provinces and territories west of Manitoba, reach annual sales of $175 
million, and grow to approximately 190 employees. Offi ces are located in Vancouver, Calgary, Edmonton and Brandon.

Diane is an accomplished speaker and a leader in the insurance industry. In addition to being the President and 
CEO of Peace Hills Insurance, she sits on the Boards for the P&C Insurance Compensation Corporation (PACICC) Western 
Financial Group, NAIT, the Edmonton Eskimos Football Club and recently as a member of the International Women’s Forum.

Both the business community and the insurance industry have recognized Diane by honouring her with the Award of Merit from the 
Insurance Institute of Canada (2008); Dr. Charles Allard Chair of Business from MacEwan School of Business (2008); Woman of 
Distinction in Business from the Edmonton YWCA (1995); and the Insurance Woman of the Year from the Canadian Association of 
Insurance Women (1990).

Diane’s accreditation in the insurance industry and business community is attested to by frequent requests to present at insurance 
conferences, and other venues such as the Edmonton Chamber of Commerce and the University of Alberta’s Executive MBA program.

Gemini-award winning business journalist Amanda Lang is CBC’s senior business correspondent, reporting for its 
fl agship nightly news program, The National. She is also co-host of The Lang & O’Leary Exchange, a daily business 
program airing on CBC News Network. She also occasionally anchors The National.

Lang studied Architecture at the University of Manitoba, before becoming a journalist. Her fi rst job in journalism was 
for the Globe and Mail, and subsequently Lang joined the Financial Post newspaper, where she became the paper’s New York 
correspondent. In New York she made the leap to television, where she fi rst was part of the team that launched BNN (in 1999) and 
before long wound up at CNN as a reporter and anchor. She returned to Canada in 2002 to re-join BNN and CTV. She is married 
and has two children.

Organization ‘Bosses’ Panel Group 1
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Maurice Tulloch, President and CEO, Aviva Canada Inc.
Maurice Tulloch is President and CEO of Aviva Canada, representing the P&C business for Aviva in North America. 
He is also a Board member of the Insurance Bureau of Canada (IBC), the P&C Insurance Compensation of Canada 
(PACICC), the General Insurance Statistical Agency (GISA), and the Insurance Institute of Canada (IIC).

Prior to his appointment as CEO in November 2009, he held the role of EVP and COO, Aviva Ontario and Specialty 
Distribution. In that role, Maurice had overall accountability for developing and executing Aviva’s commercial lines and retail personal 
lines strategies in Ontario.

Since joining Aviva in 1992, Maurice has held several increasingly senior management positions, including an international role 
as Business Manager to the Group CEO of Aviva plc in London, UK. Upon returning to Canada, he built Aviva Traders’ growth 
strategy, assumed responsibility for Aviva’s national lifestyle and leisure insurance business (Aviva Elite) as well as its national 
affi nity/group business (Aviva Traders). Maurice was instrumental in developing and leading Aviva Canada’s claims customer care 
strategy.

Maurice is a Certifi ed Management Accountant (CMA), and holds a Masters in Business Administration (MBA).

He enjoys golf, skiing, travel and spending time with his young family. He is also an active supporter of the United Way and the 
Markham Stouffville Hospital.

Marilyn McLaren, President and CEO, Manitoba Public Insurance
Marilyn McLaren assumed her current position as President and CEO of Manitoba’s public auto insurance company 
on October 1, 2004. MPI is a non-profi t Crown Corporation that has provided basic automobile coverage since 1971. 
The staff of about 1,700 is dedicated to working with Manitobans to reduce risk on the road and keeping vehicle 
insurance rates low.   

Since she became President, MPI has led the successful fi ght against auto theft, saving Autopac rate payers approximately $20 
million a year and decreasing Winnipeg theft rates by over 65%. Initiatives like this have been key to providing Manitobans with the 
most stable and amongst the lowest auto insurance rates in the country. Early last year, Manitobans began to benefi t from a new 
safe driver discount program (the Driver Safety Rating system) and an improved Autopac renewal system, which will save time and 
money for everyone.

MPI has also improved service and value to drivers with a new driver’s licence system, including a new, high tech one-piece 
driver’s licence and extended service network. Driver and vehicle licensing services are available at more than 300 Autopac 
brokers around the province. Manitoba was one of the fi rst provinces to offer enhanced identifi cation (travel documents) to enter 
the US by land or water. This was an important initiative as most Manitobans travel to the US by car and are less likely to have 
passports. This new ID is less than one-third of the cost of passports

Marilyn holds a B.A. degree and a Masters degree in Public Administration from the Universities of Manitoba and Winnipeg. She 
is also a Certifi ed Director of The Institute of Corporate Directors, since June 2006. A number of years ago Marilyn served as a 
member of the YM/YWCA of Winnipeg Board of Governors and several other local community boards.  
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Brian Esau, President and CEO, Red River Mutual
As the CEO of Red River Mutual since 2008, Brian has led a movement to become a highly effi cient and customer-
centric organization. Recent milestones in this work have included:

   - Emphasis on broker relations; 
   - Rebranding of the company; and 

   - The launch of a re-engineering project to improve claims and policy services.

Prior to joining Red River Mutual, Brian was the Chief Risk Offi cer at the Steinbach Credit Union. In addition to his role as CEO, he 
also serves as a Western Canada Director on the Canadian Association of Mutual Insurance Companies.

Kenneth E. (Ken) McCrea, President & CEO, The Wawanesa Mutual Insurance Co. 

Ken McCrea was appointed President & CEO of The Wawanesa Mutual Insurance Company in May 2007. He joined 
Wawanesa in 1980 as its fi rst internal auditor. After a couple of years, he came to focus on life insurance and held positions 
of increasing responsibility in Wawanesa Life (a subsidiary of Wawanesa Mutual) including Comptroller, Treasurer and 
Vice President & Chief Operating Offi cer. In 2004, he returned to Wawanesa Mutual as Vice President & CFO. 

Ken graduated from the University of Manitoba in 1977 with a B.Comm. (Hons.) degree. He then achieved his Chartered 
Accountant (CA) designation and later obtained Fellowship in the Life Management Institute (FLMI). 

Ken is a member of the Board of Directors of the Insurance Bureau of Canada and serves on a number of IBC committees 
including the Committee on Restoring Consumer Confi dence and as chair of the National Auto Insurance Committee. He also 
serves on the board of the General Insurance Statistical Agency.

He and wife Charlene are life-long residents of Winnipeg. They have two adult children, a son and daughter (both married).

Andrew R. Cartmell, President and CEO, Saskatchewan Government Insurance 
(SGI)
Andrew Cartmell was appointed President and CEO of Saskatchewan Government Insurance (SGI) on August 4, 2009. 
Chosen following an extensive national search, Andrew brings a wealth of insurance experience, leadership and innova-
tive thinking to SGI. One of the main factors that contributed to his successful career is learning the insurance business 

from the ground up. A graduate of the University of Waterloo, he joined The Co-operators in 1989 as an Actuary and worked his way up to 
Regional VP for Central Ontario.

Andrew is very active in the industry. He has lent his expertise to various high-profi le actuarial, insurance and government 
committees and boards. He is a proponent of ongoing learning and continuing education as the cornerstone of all individual and 
corporate success.

Andrew has been married to his wife Karen for 26 years, and they have two sons who are currently in university.

Derek Iles, Sr. VP, Western Canada Intact Insurance
Before assuming his current position in December 2008, Derek Iles had served as President of ING Insurance 
beginning in January 2007, and as Executive VP in charge of the company’s operations in Ontario and in the Western 
provinces, beginning in May 2004. Derek was President of ING Halifax from 2001, and previously was President and COO 
of ING Western Union Insurance Company, located in Calgary. He has over 25 years of experience in the P&C insurance 

industry. He earned his FCII through the Chartered Insurance Institute in Great Britain and completed the University of Calgary Executive 
Program in 1987. Derek has completed the Advanced Executive Education Program from the Wharton School of Business.

Derek was Chair of the Board of Governors for The Insurance Institute of Canada and he has also served as the Chairman of the 
University of Calgary Insurance and Risk Management Advisory Board, and Director for QBE Mercantile Mutual Limited, Australia. 

He coordinates the activities of Intact’s operations across the country and is responsible for the management and growth of Intact’s 
Western Division. Derek works closely with brokers associations and continually strives to strengthen broker relationships.

Organization ‘Bosses’ Panel Group 2
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‘Hardly Prohibition’ Hospitality Night

Host Companies: Aviva, Intact, Peace Hills, Wawanesa

Network, socialize and relax in the luxurious settings 
of our Insurance Company Hospitality Suites.

Enjoy the fi nest of food, wine and of course – hospitality!

Locations:

Aviva Insurance 
   Company of Canada Cambridge Room

Intact Insurance Company Lombard Room

Peace Hills Insurance Company Harrow/Essex/Canterbury

Wawanesa Mutual Insurance York Room

PAL is your specialty insurance broker; make sure your
clients have the best protection at the most 
affordable premium.

We specialize in: Special events liability, liquor liability, insurance
for exhibitors (Can/USA), wedding insurance, event cancellation,
prize indemnity (hockey contests, weather promotions...) contents
in storage, ATM, VLT and vending machines.

Note that PAL now offers property coverage on a short or long
term basis as well as liability for performers including bands, 
actors and athletes.

Have a short notice request? We can help you! Visit our website
www.palcanada.com 

Apply and bind online on many of our programs.

 For more information, give us a call.

Service en français disponible!          www.palcanada.com

Calgary, Alberta 
Head Office
Toll Free: 1-800-661-1608
Fax: 403-261-3903

Simcoe, Ontario 
Branch Office
Toll Free: 1-800-265-8098
Fax: 519-428-5661

BRING YOUR PAL
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President’s Dinner & Dance

Sponsor: Manitoba Blue Cross

At 6:00 pm on Tuesday, April 19, IBAM’s Young Broker Network will host the President’s 
Reception (Sponsored by SGI Canada). Immediately following, Manitoba Blue Cross is 
pleased to sponsor the President’s Dinner & Dance in hounour of new IBAM President 
Peter Tessier (Waggoner Insurance).

Wine Sponsor: Saskatchewan Mutual Insurance

Centrepiece Sponsor: Royal & SunAlliance

Diamond Earrings & Necklace Sponsor: McGrath Diamonds

Watch the next issue of Manitoba Insurance Broker for a cover story 
on IBAM’s incoming President!

www.encon.caGet experience on your side

With experience comes
specialized expertise 

For more information, please visit www.encon.ca/professionalliabilityconstruction

ENCON’s specialty insurance 
programs are marketed through
licensed insurance brokers.

ENCON offers:
• E&O, CGL, EPL, and property and crime

insurance for professionals, including:
– architects and engineers
– land surveyors
– environmental consultants
– professionals providing legal, financial, 

medical, insurance and technology services 
– and a wide range of miscellaneous 

professionals
• D&O and stand-alone EPL insurance for

profit and non-profit organizations

• Construction insurance, including coverage for
Builders Risk property, Wrap-Up liability and
CGL for contractors

• Environmental liability insurance, including 
coverage for contractors pollution and storage
tank liability

• E&O, CGL and pollution liability insurance for
environmental contractors and consultants

• Cleanup and Liability Insurance for Premises
Pollution

Manitoba Broker 
7 x 4 5/8
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Post-Dinner: 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.

‘Untouchable’ Entertainment

Pre-Dinner: Surprise Entertainment – 
          National Recording Artist
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Seminar

DeMystifying Social Media (Wednesday, April 20, 10:00am - noon)

How do Twitter, Facebook, LinkedIn – fi t in a professional marketing strategy for a brokerage? Are these social media platforms just for kids, 
or are they a viable marketing option to reach adult buyers? The demographics of current social media adopters may surprise you!

Get introduced to Twitter, Facebook, LinkedIn and discuss who uses them and why. Explore marketing strategy for each of these platforms, 
how they can work together, and how to use them to reach your clients where they are – online. 

This session is suitable for anyone who is interested in how to use social media effectively in promoting a brokerage. People unfamiliar with 
social media will learn functional basics; more experienced users will gain insight and strategic tips in marketing theory for Social Media.

Presenter: Dan Belhassen 
Dan Belhassen 
founded Modern 
Earth Inc. in 1999 
with a staff of 
one and a vision 
for growing a 
dynamic web 
services company 
that would help 
businesses 

succeed online. In 2005, he won 
the Smart Partners Award for 
Entrepreneurship and was the Manitoba 
Recipient of the BDC Young Entrepreneur 
of the Year award in 2007, the same year 
that Dan and ‘the Earthlings’ moved into 
the Modern Earth Business Centre, their 
own building located fi ve minutes from 
downtown Winnipeg. 

Now, in 2011, Dan and the over 20 
Earthlings celebrate the 12th year of 
Modern Earth by providing web design, 
custom programming, online marketing 
and e-learning services to over 600 clients 
on fi ve continents. 

PRIORITY RESTORATION SERVICES LTD.
OPERATING AS STEAMATIC OF WINNIPEG

225 McPHILLIPS STREET • WINNIPEG • MB

2 4  H O U R  E M E R G E N C Y 7 8 6 . 3 3 4 4 F I R E  •  W A T E R  •  M O L D

Many make claims.
We fulfill them.

When your satisfied customer becomes a claimant we restore them to being your 
satisfied customer. Our experienced technicians and next generation technology specialize in 

insurance related restoration of property, contents and documents damaged by fire, water and mold.

PRIORITY_RESTORATION_BROKER_ADVT2  8/1/10  7:58 PM  Page 1
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Seminar

Brokerage
Staff Size

Number
Required

Position in Brokerage

   1 - 7 1
*3

Any one owner, offi ce manager or producer or *three customer service representatives.

   8 –20 2
*4

Any two of the following:  Owner, offi ce manager, producer or *four customer service representatives.

21 or more 3
*8

Any three of the following:  Owner, offi ce manager, producer
or *eight customer service representatives.

E&O Prohibition Mock Trial 
(Wednesday, April 20, 2:00pm – 4:00pm)

There are numerous opportunities for Errors & Omissions around 
the issue of ‘prohibition.’  Enjoy and learn as two respected members 
of Manitoba’s legal community take attendees through this E&O 
minefi eld. Members who are insured through IBAM’s E&O program, 
and who meet the requirements for presentation, will earn a 10% 
credit on their total annual premium if they attend this seminar and 
remain loss free.

Presenters: 
Rod Stephenson and Ted Bock – Aikins
Rod Stephenson and Ted Bock are partners with Aikins, MacAulay, 
& Thorvaldson LLP. Both are graduates of the University of Manitoba, 
and both have earned a place on the list of The Best Lawyers in 
Canada, specializing in Insurance Law.

Requirements on representation for the discount to apply to the 
E & O premium for  members who have their E&O through the IBAM program:

Ted Bock Rod Stephenson
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We’re ‘Guilty’ of Prizes Galore!

‘Jail Bird’ 
Draw!
Register before March 15, 2011 and be 
eligible for the Early Bird Draws:

•  3 nights stay in a Fairmont Gold King 
Room for the duration of the Conference 
(April 18-20). Live like Al Capone - 
before he went to prison. Courtesy of 
Portage Mutual Insurance

•  A case of unbelievable wine (value: 
$500) Back then, they wanted prohibition 
– we don’t! Courtesy of SGI Canada

Thanks to the generosity of sponsor Portage Mutual Insurance, 
a major prize will be given away each day of our three-day event.

Monday, April 18 
• A Golden Moment: a print by award-winning artist Collin Bogle

Tuesday, April 19 
• Golf package: Callaway Diablo Combo Steel Iron set 
    with Callaway GFR 14 Cart Bag

Wednesday, April 20
• 46” Panasonic Plasma 1080P TV (at Awards Luncheon)

• IBAM Wind-up Prize - Recyle your name tag and be eligible to win a great prize

• AGM – Attend IBAM’s Annual General Meeting for a chance to win an IPAD   
   (two will be given away)!

Conference 
Registration Deadline:

Friday, April 8

32 

2011 IBAM Annual General Meeting,
Conference & Trade Show

Click Here to return to Table of Contents

http://www.frankcowan.com


Conference 
Registration Deadline:

Friday, April 8

w w w . p o r t a g e m u t u a l . c o m

ProPro
Office

ProPro
Realty

ProPro
Restaurant

ProPro
Contractors

Including Professional Liability for:

• Aestheticians
• Beauty Salons
• Audiologists
• Funeral Homes
• Pharmacists
• Veterinarians

Ask about our Green option.

Portage la Prairie: (800) 567-7721
Brandon: (888) 726-0281
Winnipeg: (204) 832-1351

Introducing the new Retailers Pro...
...revamped with an extension package that is 
tailored to meet the speci� c needs of a variety 
of retail businesses.

http://www.portagemutual.com


YBN Report

ur Committee was busy these 
past months planning the YBN 
Education Day and 2nd Annual 

IBAM Recruitment Evening on January 
27. In the afternoon an Education Day 
was held with Workplace Education 
Manitoba presenting on Best Practices for 
Communicating Confi dence and Credibil-
ity. The Recruitment Reception & Dinner 
was once again held at the prestigious St. 
Charles Country Club. The event was 
full to capacity with 168 in attendance 
including 73 students/faculty and 23 
company reps. Once again this event was 
a huge success and seems to be gaining 
more momentum each year.

On behalf of the Young Broker Com-
mittee (YBC) I’d like to thank Tammy, 
Margaret, and Sarah from the IBAM 
offi ce for all their hard work. We’d 
also like to thank the companies that 

Young Brokers staying involved
Dwight Heppner, MIG Insurance,
Young Broker Committee Chair

sponsored the event. It was great to 
have you there, and we hope you can 
continue to be a big part of helping the 
Young Brokers grow.

 This past Christmas season the 
YBC was part of the Salvation Army’s 
2010 online iKettle in which 173 online 
kettles raised $158,030. A big ‘thank 
you’ to all those who helped by donating 
to the YBN Kettle, which I’m proud to 
say raised $900.

 Another event involving YBC was 
the Media Lip-Sync Contest in support 
of the Children’s Wish Foundation that 
took place March 11 at the Travelodge in 
Winnipeg. We entered a group and spon-
sored a table for this great cause. Watch 
E-news for more on this fun night.

 IBAM’s AGM, Conference & Trade 
Show is coming up April 18-20 and the 
YBC will again be helping in full force. 

We have the pleasure of introducing the 
speakers and the honour of hosting a 
reception prior to the President’s Dinner 
& Dance. To assist the Committee at 
this event, the YBC is asking its mem-
bers to volunteer to help usher guests to 
their tables during the reception. If you 
would like a complimentary ticket by 
volunteering in this capacity, contact me 
at dheppner@miginsurance.ca or Tammy 
Shpak at tammyshpak@ibam.mb.ca. The 
YBC is also organizing a charity event to 
kick off the Conference on April 18. Watch 
for more information, and don’t be afraid 
to get involved it’s a great experience.

 The YBC welcomes Andru Valpy 
of Western Financial Insurance to our 
committee. If you are interested in joining 
the committee please contact any member 
of the YBC or myself for more information 
dheppner@miginsurance.ca. 
of the YBC or myself for more information 

O

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

YOUY
SHOWING

THE WAY
FROMROM

COAST TO COAST

Canada’s Leading “SPECIALTY”Insurer

gcna.com

•	Professional	Claims	Services
•	Committed	to	the	Independent	Brokers

•	Commercial	Lines	(Canada	Wide)
– No contract required

– No minimum premium volume required
•	Personal	Lines	(Provinces	AB,	MB,	ON,	QC)

– Contract required

Canada’s Leading “SPECIALTY”Insurer
•	Professional
Canada’s Leading “SPECIALTY”Insurer
•	Professional
Canada’s Leading “SPECIALTY”Insurer

Cla
Canada’s Leading “SPECIALTY”Insurer

Cla
Canada’s Leading “SPECIALTY”Insurer

ims
Canada’s Leading “SPECIALTY”Insurer

ims
Canada’s Leading “SPECIALTY”Insurer

Services
Canada’s Leading “SPECIALTY”Insurer

vices
Canada’s Leading “SPECIALTY”InsurerCanada’s Leading “SPECIALTY”Insurer

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

PRODUCTS	WE	OFFER:

“We have time for you!”
SINCE 1872
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Dwight Heppner, MIG Insurance,
Young Broker Committee Chair
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Vacant Dwellings & Commercial Buildings   

 Small contractors property & liability

  Oil & Gas Risks

   Hard-to-place Homeowners

    High Hazard CGL

     Substandard Property

SPECIAL RISK INSURANCE BROKERS 
TF 800.663.9066   |   T 604.541.9799   |   F 604.541.9769   |   info@srib.ca

www.srib.ca
TANTS LTD.

Sports-Can
SPORTS-CAN
TF 800.993.6388  |   T 604.888.0050  |   F 604.888.1008  |   help@sports-can.ca

www.sports-can.ca

Special Risk specializes in surplus lines, high hazard liability, and 
other hard-to-place insurance risks. Special risk is a Division of Sports-
Can Insurance Consultants. We are in business to provide the most 
EXPEDIENT and EFFICIENT service to our brokers, to assist them in 
placing accounts for which they may have encountered difficulty.

TANTS LTD.
Sports-Can

Sports-Can is an independently owned and operated 
MGA specializing in insurance coverage for Canada’s 
sports, recreation and leisure industries. Sports-Can has 
established itself as an industry innovator by developing 
specialty insurance packages designed to meet the needs of 
the individual client

 Pleasure Craft Coverage

 Golf Courses

 Special Events of any kind

 Adventure tourism

 Sports and recreation

 Property, Liability, Accident Coverage & more

http://www.srib.ca
mailto:info@srib.ca
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mailto:help@sports-can.ca


Specialty Insurance

Sports-Can’s Mark Woodall:  
“Every risk is a partnership”

ports-Can Insurance Consultants 
Ltd. is a managing general agent 
(MGA) specializing in sports, lei-

sure and entertainment. The company 
is known for being an innovator when 
it comes to preparing risk management 
programs for clients who feel they have 
no one to turn to when it comes to their 
insurance needs.

Behind that innovation is Sports-
Can’s President, Mark Woodall. Mark 
has a rich history in the insurance indus-
try, and this experience provides the 
sound foundation behind Sports-Can’s 
unique insurance products.

In the beginning
A native of Saskatoon, Mark moved to 
Toronto as a teenager when his father, a 
Chartered Accountant by trade and the 
Chief Financial Officer for Co-Op stores 
on the Prairies, decided to seek new 
challenges back East. His father’s profes-
sional training influenced the household, 
instilling in Mark and his four siblings 
the importance of planning and organi-
zational skills. Mark has never forgotten 
those lessons.

In 1978, Mark graduated from York 
University with a B.A. majoring in 
Economics and Accounting. He then 
signed on with Allstate Insurance Co. of 
Canada as a commercial underwriter. He 
soon realized that underwriting wasn’t 
for him at that point in his new career 
and found a position as a field adjuster 
with Safeco Insurance Consultants. 
He’d found his niche and Mark was 
soon promoted to Canadian Property 
Supervisor.

Two years later, Mark accepted a 
position with Fireman’s Fund (today 
known as Wellington Insurance Co.) 
as the Property Claims Manager for 
Canada. Seven years later, Mark left 
Fireman’s Fund and his position then 
as Branch Manager and VP of Western 
Operations to assume the post of Assis-
tant Vice-President of ISRM Ltd., an 
independent adjusting firm. Eventually 
he progressed to Senior Vice-President 
and Chief Operating Officer, handling 
the general claims division.

S The urge to run his own company 
had always been strong within Mark 
and in 1994, he signed on with friend 
Vince Pritchard’s company, Pritchard 
& Associates, as a partner. Soon after, 
the company was renamed Pritchard 
Woodall & Associates. In 1998, Mark 
became a partner with Sports-Can 
Insurance Consultants while still over-
seeing operations at Pritchard Woodall. 
After Pritchard Woodall was purchased 
by SCM in October 2006, Mark made 
the move to underwriting with the 
purchase of Sports-Can – and he hasn’t 
looked back. It is no wonder that he 
was named 2009 Insurance Person of the 
Year in British Columbia.

Keeping eyes,  
ears and mind open
Since its inception, Sports-Can has 
steadily expanded into new markets. 
Asked how it determines which new 
markets to enter, Mark replied, “We 
work 100% with the independent broker 
network. They are our eyes and ears 
in the industry. They will come to us 
on behalf of clients with hard-to-place 
insurance needs. My great team at 
Sports-Can then explores the situation 
to see if we have an existing product fit. 
If not, and if it can be made to work for 
everyone concerned, we can sometimes 
create a new product area.

“I also keep a close watch on the 
industry. When I see mainstream com-
panies vacating an area, I see opportu-
nity for Sports-Can. I don’t like to close 
my mind to any situation that may 
result in new business. Two examples of 
this have occurred in British Columbia, 
where traditional insurance companies 
got out of insuring vacant homes and 
offering earthquake insurance. In BC, 
we now insure vacant homes and will 
offer ‘earthquake-only’ insurance on top 
of a homeowner’s regular home insur-
ance plan.”

Mark continued, “Sometimes, in the 
case of amateur sports associations or 
professional sports teams and leagues, 
our reputation precedes us and these 

Mark Woodall, President
Sports-Can Insurance Consultants Ltd. 

“When I see 
mainstream 

companies vacating 
an area, I see 
opportunity for 

Sports-Can. I don’t 
like to close my mind 
to any situation that 
may result in new 

business.”
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organizations approach us directly. We’ll 
then get one of our independent brokers 
involved and develop a business plan that 
best suits the client. Every risk is a partner-
ship involving the client, the broker, Sports-
Can and our insurance companies. Any 
insurance requirement that fi ts into sports, 
leisure and entertainment, we can do – and 
our products offer world-wide coverage.”

To underscore just how specialized and 
creative Sports-Can can be, it has nine sep-
arate agreements with one supplier, Lloyds 
Underwriting. Some of these agreements 
cover the following unique situations:

BC Place is currently renovating its 
roof and Sports-Can is partnering with the 
facility to ensure the safety of the riggers 
who are doing the work.

Sports-Can works closely with the 
Canadian Football League and its indi-
vidual teams to ensure fans and employees 
enjoy their football experience in the 
safest possible environment – an environ-
ment that serves alcohol and can include 
inclement weather and deteriorating 
facilities.

Wall climbing has become a fi tness fad. 
Sports-Can was on the ground fl oor in 
providing coverage for gyms and partici-
pants.

Triathlons certainly aren’t for the faint 
of heart – and neither is providing insur-
ance for these events. Sports-Can, though, 
has a rich history of working with orga-
nizers, competitors, and municipalities 
to ensure the events go off without the 
proverbial hitch.

Depending on when the count takes 
place, somewhere between 300 and 500 
civilians are in Afghanistan supporting 
Canada’s troops. Their provincial health 
insurance doesn’t cover them in that 
locale. Through Sports-Can’s sister com-
pany, Special Risk International Insurance 
Consultants, a special program provid-
ing medical insurance is made available 
to these people (they can get treatment 
for major problems in nearby India, thus 
saving the Government of Canada – and 
taxpayers – thousands of dollars every 
month).

Around the world with Sports-Can
A few days after this interview, Mark 
was to set off on a tour around the world, 
touting Sports-Can’s products, looking for 

new opportunities and speaking to audi-
ences on risk management.

According to Mark, “I enjoy teach-
ing organizations how to be safe and 
what signs to look for in order to reduce 
risk. In the coming years, Canada will 
be doing more and more business with 

China and other Asian nations. We must 
learn about and understand these differ-
ent cultures before we can expect them 
to take us on as business partners.”

For more information on Sports-Can 
Insurance Consultants Ltd., visit www.
sports-can.ca. 

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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Is Selling Your Retirement Plan?

Wyatt Dowling Insurance Brokers has worked with several 
brokers just like you, to realize their retirement goal.

You want to know your business will be handled by experienced, knowl-
edgeable and service driven staff. Wyatt Dowling provides that comfort.

You want to know your staff will continue to work with your clients. Wyatt 
Dowling provides this comfort with ongoing training and growth potential 
within a progressive, local company.
 

Contact Curtis Wyatt directly for a private, strictly confidential 
discussion. cwyatt@wyattdowling.ca or 949.2600

www.wyattdowling.ca

40 | MARCH 2011 | Manitoba Insurance Broker Click Here to return to Table of Contents

In the Community

Red River leads insurance team at Scotties
he 2011 Scotties Tournament 
of Hearts was held in Altona 
from January 26-30, 2011.

As the largest curling event ever 
hosted in Altona (population 3,800), 
it required a tremendous effort 
by the community and Red River 
Mutual rose to the occasion. 

Red River Mutual was a major 
Diamond sponsor of the event and 
13 Red River employees volunteered 
their time as part of the 300+ 
army of volunteers that made the 
tournament a success.

When asked about the event 
Brian Esau, Red River Mutual 
CEO, said, “We see ourselves as the 
modern mutual and a major part of 
that distinction is a commitment to 
give back to the community. Most 
companies come to the table with 
dollars…but we encourage both a 
fi nancial investment and a volunteer 
investment from our staff in the 
projects we get involved with. We 
are very pleased to have supported 
the Scotties with both a major 
fi nancial sponsorship and with a 
large group of Red River Mutual 
volunteers.”

The event also received support 
from both local brokers; Prairie 

T Red River Mutual 
Volunteers – (L-R) Teresa 
Hamm (claims supervisor), 
Chris Nickel (Sr.
Underwriter), Chad Friesen 
(VP Sales/Marketing), 
Lyndon Friesen (VP 
Operations), Kim 
Klassen (U/W Support), 
Michelle Heinrichs 
(Underwriter), Wanda 
Klassen (Residential 
Supervisor), Audrey 
Froese (Accounting), Ken 
Sawatzky (Underwriter), 
Imy Rempel (CEO’s 
Assistant), Viv Enns 
(Commercial Supervisor), 
Ken Pappel (Claims 
Specialist), Corey Abrams 
(Commercial Underwriter) 

Chad Friesen (Red River Mutual) and Brad Derksen 
(Prairie Insurance) with the 2011 Manitoba Scotties 
champions –Cathy Overton-Clapham, Karen Fallis, 
Leslie Wilson, Raunora Westcott and Cathy Gauthier.  

Insurance and BSI Insurance.
Brad Derksen of Prairie Insurance 

logged well over 120 volunteer hours 
as the co-chair of two different 
committees (sponsorship and social). 

Following the event, Brad said, “From 
our perspective, the Scotties were a 
tremendous success; we are pleased 
to support the community in this 
way”

 The Cathy Overton-Clapham 
team defeated the Chelsea Carey 
rink to win the 2011 MB Scotties, 
returning Cathy to the National 
Scotties Tournament of Hearts for 
the 12th time. 

mailto:cwyatt@wyattdowling.ca
http://www.wyattdowling.ca
mailto:cwyatt@wyattdowling.ca
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Broker Profi le

Keeping it a family affair

Garriock Insurance’s new leadership: (L-R) Richard McKenzie, Ryan Garriock and Wade Garriock
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ell-known Winnipeg brokerage 
Garriock Insurance has recently 
grown through a unique acqui-

sition. What makes the move unique 
is that Garriock’s new fi fth and sixth 
locations are outside of the Perimeter 
Highway – more precisely in Gimli and 
Winnipeg Beach – homes to Laurie 
Russin’s Russin Insurance.

Garriock Insurance’s co-owner and 
IBAM Past President Wade Garriock 
told Manitoba Insurance Broker that the 
deal was a long time in the making. 
“Ryan (Wade’s brother and partner) 
and I had been talking with Laurie for 
a couple of years,” he said. “This past 
fall, discussions turned serious and the 
acquisition became offi cial on February 
1, 2011.”

“It was a good fi t,” continued Wade. 
“Russin Insurance was always a solid, 
successful, professionally-run business 
that was committed to community 
involvement. On the personal side, 
our mother’s family were of Icelandic 
descent and many lived in the Gimli and 
Riverton areas; so we are very familiar 
with that part of Manitoba.” 

Laurie Russin has been a licensed 
broker since 1970 and turns 64 this 
August. He always hoped his son or 
daughter would take over the business, 
but both decided to do other things in 
the business world in Winnipeg and 
Toronto respectively. In an interview 
with MIB Laurie said, “Even though 
we have two offi ces and a handful of 
employees, I was basically a ‘one-man 
show’ when it came to managing the 
business. Overseeing the fi nances, mar-
keting, technology, employee training, 
and so on was taking up so much of my 
time that I was noticing missed oppor-
tunities in the area of new business 
acquisition. The district is growing so 
quickly and I was becoming frustrated 
at not being able to take advantage of 
that growth.”

After deciding that something had to 
be done, Laurie analyzed his options. He 
said, “I could have expanded my portfo-
lio of markets (which I didn’t have the 

Garriock Insurance reaches outside of city to purchase Russin Insurance

time to pursue), fi nd a partner or sell.
“When it came to selling, I could 

go with a fi nancial institution or one 
of a number of offers from established 
brokerage owners. All my life, I’d been 
committed to the independent broker 
concept. I pride myself on being a man 
of my word and couldn’t see myself 
turning my back on my life-long belief 
system and selling to a credit union.”

He continued, “I have known the 
Garriock family for most of my career. I 
knew Dave Garriock (Wade and Ryan’s 
dad and former IBAM President) and 
then watched the boys literally grow up 
in the industry. I worked with Wade on 
the IBAM Board and we worked well 
together. I was very impressed with 
the boys’ level of involvement while so 
youthful, especially their hard work in 
the Young Broker Network. The idea of 
selling my family business to another 
dedicated family enterprise appealed to 
me, especially when they assured me my 
employees and customers would be well 
cared for.”   

While he has sold his business, Laurie 
isn’t going anywhere for the time being. 

He will remain with the brokerage for 
an undetermined period of time as a 
producer. Wade and Ryan have brought 
in Richard McKenzie as a managing 
partner overseeing the rural brokerages. 
According to Laurie, “It hasn’t even been 
a month yet, and I’m happy as can be. 
I’m fi nally doing what I always wanted 
to do – working on my business not in 
it.”

Russin Insurance customers can 
expect to see little change in their insur-
ance business dealings. The Gimli and 
Winnipeg Beach brokerages are now 
identifi ed as Garriock-Russin Insurance 
(although the business is trading as ‘Gar-
riock Insurance’). Customers will still 
enjoy the same friendly, helpful service 
they’ve experienced over the years.

Is there more growth in the offi ng 
for Garriock Insurance? “We hope so,” 
stated Wade. “This recent deal was an 
excellent fi t and the timing was perfect 
– we were looking to grow and at the 
same time Laurie was looking to sell. 
If we come across a similar situation in 
the future we will certainly look at it 
favourably.” 
the future we will certainly look at it 

W
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• ACE Canada
• Arch Insurance Company
• Aviva Insurance Company of Canada
•	 AXA	Pacific	Insurance	Compan
• AXA CAP Canada
• Berkley Canada
•	 Boiler	Inspection	and	Insurance

• Chubb Canada
• CNA Canada
• GCAN Insurance Company
• Global Aerospace
• Great American Ins. Cos.
• Guarantee Co. of N. A.

• Intact Insurance
• Jevco Insurance Company
• Liberty	International
• Lloyds underwriters– 
 hrough Lloyd’s brokers
• Omega General Insurance Co.

• Optimum	Insurance	Company
• RSA Canada
• Saskatchewan Mutual
• Sovereign General
• Travelers Canada
• XL Insurance, XL Environmental
• Zurich North America Canada

http://www.tcim.ca


yourworldyourinsurance.ca

Dwight Heppner,
Young Broker Committee Chair

MIG Insurance believes in the development of our young brokers 
through education and industry involvement. We’re pleased to 
congratulate Dwight Heppner, Chair of YBN. Broker extraordinaire and cutting  
edge tech specialist – an asset to MIG and YBN!  We’re proud of you, Dwight!

Behind You All the Way

http://www.miginsurance.com
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 One Insurance

Dale McMillan’s father opened an 
insurance offi ce in Selkirk in 1953. 
Over the years, especially in the 1990s, 
that business expanded and purchased 
agencies in nearby communities to the 
point where it had 10 locations from 
Teulon to Winnipeg.

The acquired businesses kept their old 
names, and the parent fi rm’s prosperity 
continued. But management at McMillan 
Insurance realized that running 10 offi ces 
under a multiplicity of names presented, 
in the words of General Manager and 
COO Reid Henderson, “a marketing 
challenge.”

How does one advertise over a sizable 
region without a single name? How do 
you develop a brand identity when there 
are so many brand names?

A lot of people didn’t know that the 
insurance offi ce in, say, Birds Hill was the 
same brokerage as the one they always 
did business with in Stonewall. Clients 
were making 20-minute drives to visit the 
place where they had always bought and 
renewed policies when a fi ve-minute drive 
would have suffi ced.

What’s in a name?
Brokers and insurers reshape their public images via rebranding
By Mike Stimpson

it rebranded as Intact Insurance.
The Toronto-headquartered company 
explained in the March 2009 issue of 
The Manitoba Broker that the new name 
was chosen “to represent the benefi t a 
customer desires most – to be made whole 
again, to get back to normal after an 
accident or unforeseen event.”

The name change became necessary 
when, after the stock-market meltdown of 
2008, the Netherlands-based ING Group 
decided to raise capital for itself by selling 
all of its shares in the Canadian insurance 
company. With the ING bank still 
operating, a different name was needed to 
ensure that people didn’t confuse the bank 
with the insurance company.

“There were a number of criteria that 
we used when we went about choosing 
our name,” says Kevin Briscoe, Intact’s 
Regional Vice-President for Manitoba.

“We wanted a name that would make 
a strong statement about our customer 
focus. That meant choosing a name 
customers would understand in both 
offi cial languages. We also wanted a name 
that would express confi dence and skill, 
and inspire trust.”

Additionally, it was important that 
the name express the corporate focus on 
helping policy holders “get back on track” 
after a setback, he says.

Intact’s logo has a simple, straightfor-
ward design – the company name encased 

Dale McMillan’s father opened an 

Rebranding is what businesses do when there’s something about their public image that they want to change. It can 
involve the creation of a new name, advertising slogan, logo … anything that makes people think differently about a 
company or its products.

 Consumers are quite familiar with rebranding, even if they seldom use the term itself. They’ve seen Wrigley 
revamp the image of an old brand of chewing gum (Juicy Fruit) into something hip and youthful, and McDonald’s 
persuades people that it really is a place to get a good cup of coffee – to cite just two stellar examples.

Often rebranding is done to signal a fundamental change in a company or product. Other times it’s the hub of 
a strategy to overcome negative perceptions or get the masses buzzing again about a product that had slipped from 
consumer consciousness.

Public awareness and perceptions are no less important to the insurance industry, so it’s no surprise to see brokers 
and insurers engage in rebranding. Here are four recent rebranding success stories.

Management decided a new name 
was needed, and Dale McMillan 
reckoned he had a winner: One.

“I didn’t like it at fi rst,” Henderson 
recalls. “I thought about it, and 
mentioned it to my wife. Twelve hours 
later, I was sold on the name.”

That’s One as in “Number One” 
or “the One place to be.” The name 
suggests singularity and quality. And, 
Henderson adds, “it’s easy to remember.”

On June 1, 2010, One Insurance 
Group was launched. A blue logo, 
designed by Henderson’s brother Kelvin, 
was part of the rebranding. New signage 
was in place at all 10 locations within 
two days.

The shortcomings of lacking a single 
brand were underscored soon after the 
rebranding, Henderson remarks. “We had 
people from insurance companies say 
‘Oh, I didn’t realize that you guys had so 
many offi ces.’”

Intact Insurance

ING Insurance had been doing business 
in Canada for about 200 years (beginning 
as Halifax Fire Insurance) when, in 2009, 

Special Report: Rebranding
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corporate identity. Stakeholders, when 
they referred to the company, always 
used those two words.

“Mutual,” evoking the company’s 
community heritage as a grassroots 
insurer, was similarly important as a 
pillar of differentiation. So it was that 
Red River Mutual was settled upon as 
the new name.

To create a fresh logo, Red River 
Mutual partnered with Relish 
Design. The small Winnipeg fi rm, in 
consultation with Friesen and others, 
created a logo that is both elegant and 
fl ush with meaning.

The red-and-black symbol represents 
two arms crossed in what Red River 
Mutual describes as “a caring position.” 
Above the crossed arms is a roof shape 
to convey a message of shelter and 
protection. Further, the logo has three 
squares to represent Red River Mutual, 
its policyholders and its brokers.

The tagline “Make it your own” was 
adopted as an invitation to brokers, 
customers and staff to join in the Red 
River Mutual mission.

The response has been “fantastic” 
since the rebranding’s launch in April 
2010, says Friesen. “Certainly our 
brokers have given us some very positive 
feedback to it.”

Wyatt Dowling

On May 1, 2009, two established 
Winnipeg insurance brokerages merged 
into one. Wyatt Insurance joined forces 
with Dowling Insurance to operate as 
one business with 11 offi ces across the 
city.

The merger had its roots in the 
formation of a still-existing brokers’ 
alliance, the Premier Insurance Group, 
some 20 years earlier. Reg Wyatt and 

Charlie Dowling were founding 
members of the group.

Charlie Dowling and wife Rose 
were, in more recent years, looking 
to retire but wanted to do so in a 
way that would ensure continuity 
for their business, customers and 
employees. Merging their decades-old 
brokerage (founded in 1939 by Blair 
M. Dowling) with Wyatt Insurance 
seemed like the right approach.

“Over the years, there was some 
camaraderie formed among the 
brokers in the Premier Insurance 
Group,” says Wyatt Dowling 
President and CEO Curtis Wyatt, 
Reg’s son. “For Charlie and Rose, it 
was just a good fi t to team up with 
our family.”

Curtis says “considerable thought” 
was given to what should be the 
business’s new name and logo. “In the 
end we felt very strongly that keeping 
the family names was important.” 

So it came to be that the new 
moniker announced to the public in 
January 2010 had a familiar ring to it: 
Wyatt Dowling Insurance Brokers.

The straightforward name sends a 
reassuring message to customers that 
they’re “still dealing with a family-
owned brokerage,” Curtis explains. 
The new logo, consisting of red and 
black lettering, was kept simple to 
maintain a focus on the family names.

“Our industry is seeing 
consolidation,” he remarks. 
“Our insurance companies are 
consolidating, not just the brokers.

“Through that consolidation (of 
Wyatt and Dowling brokerages), we 
are able to provide a deeper product 
base so that, over the long run, our 
clients will get better coverage, better 
rates and better service.”

He said Wyatt Dowling would 
consider adding to its network of 
11 locations if another broker were 
interested in joining the team.

by square brackets. The brackets are 
meant to symbolize protection. They’re 
red partly because it’s a bold colour that 
suggests action, and partly to refl ect the 
company’s Canadian roots.

Most of the work of rebranding was 
done in-house, though a Toronto agency 
was contracted to assist.

“We conducted focus groups 
across the country with thousands 
of consumers, in both languages, 
to test the name,” Briscoe remarks. 
“Overwhelmingly, they felt the name 
was strong and would make a positive 
statement to customers.” 

Public response to the rebranding has 
been very positive, he adds.

 Red River Mutual

Red River Valley Mutual Insurance was 
founded in 1875. More than 130 years 
later, the Altona-based insurer decided to 
change its name and redefi ne itself.

The rebranding was necessary for a 
few reasons, Sales and Marketing Vice-
President Chad Friesen explains.

“For one thing,” he says, “we had a 
long name. Everybody was abbreviating 
it already.

“The other side of it was that we 
felt that we had gained a reputation as 
maybe a sleepy little insurance company 
– really successful, but maybe not a 
mover-in-the-market type of player,” he 
continues.

“We really wanted to send a message 
that there was a new direction and we 
were advancing on a number of different 
fronts. We wanted to give our brokers 
and our policyholders a defi nitive 
message that Red River was on the 
move and was changing.”

“Red River” was kept as part of the 
new name because it’s a vital part of the 
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We’ve been looking out for our customers since 

1982. We offer competitive rates, the best coverage 

and the fastest, friendliest service. At Peace Hills 

Insurance, our policy is working for you.
PEACEHILLSINSURANCE.COM

http://www.peacehillsinsurance.com
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Rebrand your company
to boost your bottom line
By Phillip Davis 

When asked, most business owners 
will admit that their companies have 
changed, adapted and evolved over 
time, to better serve their clients needs. 
These natural course corrections will 
often lead to entirely new products 
and services, yet the original corporate 
identity often remains in place. This 
old, static image can be confusing at 
best and costly at worst.
-  Only a tiny fraction of Radio 

Shack’s sales comes from radio sales
-  Southwest Airlines fl ies all over the 

U.S.
-  Burlington Coat Factory sells more 

than just coats (and has used a good 
deal of marketing budget to drive 
that message home)

-  CompUSA (Computers in the 
United States?) fi led for bankruptcy 
while Best Buy continues on.

One sure sign that you may need 
to rebrand is if you fi nd yourself 
continually explaining what your 
company really does. 
Minnesota 

Mining & Manufacturing had to 
rebrand to 3M to accommodate their 
growth into other areas. Kentucky 
Fried Chicken rebadged to KFC, 
allowing them to expand their menu 
and avoid the negative connotations of 
‘fried’ foods.

Another way to look at the issue is 
to think in terms of a drag co-effi cient. 
If your company brand is outdated, 
inaccurate or misleading, estimate 
how much more advertising is required 
to explain (and clarify) the message 
– 20%, 30%, more? And what about 
lost opportunity costs of potential 
clients who simply don’t consider your 

company when it comes to 
buying your products 

and services. 
Would most 

consumers 
know 

that The 
Company 
Store 
sells 

bedding, bath accessories and 
sleepwear?

One solution is to make the shift 
from a product-identifi ed name to a 
metaphor type name. For example, 
rather than having a name such as 
Muffl er City, which keeps you locked 
into one category, consider the example 
of Midas Muffl er, which plays off 
King Midas’s golden touch to convey 
excellence in workmanship. When 
Midas expanded from muffl ers to 
brakes and shocks, they didn’t need 
to change their name. In fact, they 
simplifi ed it to Midas.

Apple also chose wisely, which 
allowed them to offi cially drop the 
word “Computers” from their name 
and expand into music. Amazon 
used the image of rich diversity and 
abundance, and their product line 
expanded to fi t the image. Books-A-
Million, a product-identifi ed brand 
name, works hard to let consumers 
know they also sell kids toys and coffee 
mugs.

Another alternative when 
rebranding a company is to go with 
a key attribute name. These timeless 
names work well even when your 
products and services change. They 
focus on the benefi t behind your 
company and not the goods it currently 
offers. Examples include the previously 
mentioned Best Buy, as well as Sir 
Speedy, Priceline, Service Masters, 
TruValue, Comfort Inn, etc. By 
aligning with your core benefi t, you 
can continually modify your service 
offerings without having to change 
your company name.

“One sure sign that you may need to 
rebrand is if you fi nd yourself continually 
explaining what your company really does.”

Special Report: Rebranding



“If you fi nd yourself limited by a product identifi ed, or 
geographically-identifi ed company name, rebranding offers the 
opportunity to clarify your image, while allowing room for future growth.”

About the Author:
Phillip Davis is president and founder of Tungsten 
Branding, company rebranding consultants 
located near Asheville, NC. Phil and his team 
have assisted over 200 regional, national and 
international corporations with business and 
product branding strategies. To view his company 
naming portfolio, visit www.PureTungsten.com.

Re-branding your business 
can improve your bottom line by 
conveying your company’s core value 
and brand message. It can shift your 
sales team’s focus from a defensive 
posture (i.e. explaining common 
misconceptions about your company,) 
to a more productive discussion of 

your key benefi ts and solutions. If 
you fi nd yourself limited by a product 
identifi ed, or geographically-identifi ed 
company name, rebranding offers the 
opportunity to clarify your image, 
while allowing room for future 
growth.
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www.sgicanada.ca
Contact Dave Glen, Manager of Marketing and Broker Support, at dglen@sgicanada.ca.

We’re proud to support the way our brokers do business.

At SGI CANADA, you can be more than just a trusted partner,
you can be part of the team.

Contact 

For more 
broker 

information, 
visit IBAM's 

website:
www.ibam.mb.ca
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You may already know that defi ning 
and communicating your unique 
personal brand on the job is a powerful 
way to further your career. But have 
you ever thought about the connection 
between your personal brand and your 
company’s brand? What role does that 
‘connection’ – or lack of a connection 
– play in your career success? And how 
do you determine if your personal 
brand is out of sync with your 
company’s brand?

Whether we’re talking about 
personal brands or corporate brands, 
here’s a secret that the best marketers 
know: Great brands don’t get to be 
great by accident! In fact, there is a 
tried-and-true formula for building 
great brands, and it starts with defi ning 
six core elements. These elements fi t 
together like puzzle pieces to defi ne 
your personal brand or your company’s 
brand, and they refl ect what you want 
your fi rm – or ‘YOU’ – to stand for. 
How does your personal brand line up 
with your company’s brand in terms of 
these six elements?

Target Market/Audience. Who 
does your company target as existing 
or potential customers for its products 
or services? BMW targets wealthier 
customers than Toyota, for example. 
Cuervo targets younger customers than 
Smirnoff. Just as your company focuses 
on who it wants as its customers, 
your personal brand should also be 
focused on the people at work who can 
most impact your career and future. 
They make up your personal brand’s 
‘audience.’

Needs. Your company meets the 
needs of its customers through its 
products or services. It’s no different 
with your personal brand. Think about 
it: What does your personal brand 
audience need from you, and how well 
are you meeting those needs?

Competition/comparison. 
Corporate branders need to know their 
competitors well in order to understand 
why a customer would choose their 
brand over another. Similarly, personal 
branders must know something about 
the other people that their audience 
will compare them to. Is there someone 
else who can better fi ll your personal 
brand audience’s needs? That’s your 
personal brand ‘comparison.’

Benefi ts/unique strengths. A 
corporate brand must offer specifi c 
benefi ts to its target market, just 
like your personal brand needs to 
communicate the unique strengths that 
set you apart from others.

Reasons why. A big name brand 
must have ‘reasons why’ – reasons 
that convince a company’s target 
market that the brand can deliver the 
benefi ts it offers. Your personal brand 
has reasons why, too – reasons your 
personal brand audience will believe you 
can deliver the unique strengths you 
promise. What credibility do you have, 
and why?

Brand character. Every brand 
– corporate or personal – has a 
personality or ‘character ’ that makes 
it different from any other brand. 
Think about the difference between 
Pepsi and Coke. The products contain 

almost the same ingredients, but each 
brand has a unique character that has 
been carefully created by marketers. 
And that character is what helps you 
choose one soda over the other. Your 
personal brand character does the 
same for ‘YOU.’

Comparing your 
personal brand with
your company’s brand
If you apply the above framework to 
both your company’s brand and your 
personal brand, do they connect well 
with one another? Is your company’s 
target market of interest to you, and are 
they the kind of people you enjoy pleas-
ing? Are you passionate about working 
to fi ll the needs of that market?

Everyone who works for a 
company is a marketer for that 
company. You represent the fi rm 
whether or not you deal directly with 
customers or perform direct sales as a 
part of your job. The bottom line? To 
be successful on the job, you need to 
have a connection with the company’s 
brand, character, and mission. Your 
personal brand defi nition needs to ‘fi t’ 
like a glove with the corporate brand 
defi nition.

Let’s take Anna as an example. 
She had worked for 15 years 
as a corporate executive for a 
multinational airline, a job which 
had given her opportunities to travel 
and live all around the world. She 
had been very happy there until a 
few years ago when she began to 
feel uncomfortable in her job. She 
realized she was no longer content 
and passionate about the company, 
and she couldn’t fi gure out why.

When Anna sat down and 
defi ned both her personal brand 
and the airline’s corporate brand, 
she discovered that the two brands 
were out of sync. Her personal 
brand character hadn’t changed over 

YOU and your company –
the corporate brand/personal brand connection
By Brenda Bence

Special Report: Rebranding
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the years, but the company’s brand 
character had changed as a result of 
9/11. Before those fateful events, the 
company had been a friendly place 
to work. But after September 11, 
2001, the company had implemented 
many new policies and changes 
that resulted in a less friendly work 
environment.

After evaluating her own personal 
brand character and the changed 
brand character of the airline, Anna 
realized that there was a disconnect 
now where there wasn’t before. This 
helped her make better sense of her 
existing situation and helped her 
develop a plan of action for better 
short-term and long-term career 
success.

Side-by-side comparison
When you sit back and look at the 
six elements of both your company’s 
brand and your personal brand side-
by-side, what do you fi nd? How 
strong is the connection? If it’s 
strong, you probably feel great about 
your job and enjoy your work. If 
the connection is less than strong, 
what elements are disjointed? What 
could you do to make a stronger bond 
between your own individual brand 
and the company’s brand?

The bottom line is: Your short-
term and long-term career success, as 
well as your overall job satisfaction, 
depend on having a strong corporate 
brand/personal brand connection. 
Do YOU?

About the Author:
Brenda Bence, branding expert and 
certifi ed executive coach, is the author 
of How YOU™ Are Like Shampoo, the 
only start-to-fi nish book for defi ning, 
communicating, and taking control 
of your personal brand at work. After 
graduating from Harvard Business 
School, Brenda developed mega brands 
for Procter & Gamble and Bristol-
Myers Squibb. She now travels the 
world speaking, training and coaching 
on corporate and personal brand 
development. For more information, 
visit: www.BrendaBence.com.
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Winnipeg
1510 Wall Street Winnipeg, Manitoba
P 204.783.9086 | F 204.783.8384

Brandon
713 17th Street Brandon, Manitoba
P 204.728.8971 | F 204.728.4314

Whether it’s damage from water, fire, mould, wind or ice, FirstOnSite  
is dedicated to providing Manitobans efficient, courteous and effective 
disaster restoration services.

ROBERT O’CONNOR & COMPANY INC.
the INSURANCe bRokeRS’ CoNSULtANt
MeRGeRS & ACQUISItIoNS SPeCIALIStS
Telephone: 604-682-8087 
From anywhere in Canada Toll Free: 1-800-267-3031
www.robertoconnorandcompany.com  •  roconnor@telus.net

Want to maximize the selling price and in the most tax-efficient way?
Then why not engage Western Canada’s foremost Insurance  
Brokerage Mergers & Acquisition Specialist, Robert O’Connor,  
with over 30 years’ hands-on experience and hundreds of  
transactions successfully completed!

Thinking of selling your Brokerage?
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Fellow Chartered Insurance Professional Graduates 
(FCIP)
(left to right)

François Faucher, CA

Chairman, Insurance Institute of Canada

Senior Vice President, Head of Operations, TD Insurance

Bill Golinski, Manitoba Public Insurance

Jennifer Klause, Wawanesa Mutual Insurance

Peter Hohman, MBA, FCIP, ICD.D

President and CEO of Insurance Institute of Canada

Missing:  Margaret Carvalho, Richard Wayne Insurance

General Insurance Essentials Graduates (GIE)
(seated left to right)

Amalia Bencito, Federated Insurance

Heather Black, Wawanesa Mutual Insurance

Maureen Correa, Wawanesa Mutual Insurance

Malcolm Lee, Wawanesa Mutual Insurance

Sharon Lloyd, Portage Mutual

Karin Lower, Wawanesa Mutual Insurance

Paul Park, Manitoba Public Insurance

Missing: Alma Castillo, Wawanesa Mutual Insurance

 Keith Edwards, Kernaghan Adjusters Ltd.

 Corrie Inkster, Portage Mutual

 Leanne Monge Barrera, Wawanesa Mutual Insurance

 Melissa Yanisiw, Wawanesa Mutual Insurance

Chartered Insurance Professional Graduates (CIP)
(left to right �rst row)

Joan Bloom�eld, Western Financial Group

Stacey Demchuk, Intact Insurance Company

Debora Gonzalez, Federated Insurance

Joanne Garrett, Intact Insurance Company

Charlene Henderson, Wawanesa Mutual Insurance

Anita McLaren, Wawanesa Mutual Insurance

Joanne Johnson, Wawanesa Mutual Insurance

Joanne Mah, The Co-Operators

(left to right second row)

Peter Hohman, MBA, FCIP, ICD.D

President and CEO of Insurance Institute of Canada

Lorraine Passaggio, Wawanesa Mutual Insurance

Je� Haddon, Aviva Canada

Jonathan Paterson, Western Financial Group

Richard Frost, Federated Insurance

Ryan Jurkowski, Manitoba Public Insurance

Andrea Mitchell, Portage Mutual

François Faucher, CA

Chairman, Insurance Institute of Canada

Senior Vice President, Head of Operations, TD Insurance

Missing: Kathy Bolack, The Co-Operators
 Michelle Lecuyer, ClaimsPro Inc.

Chartered Insurance Professionals and Fellow Chartered Insurance Professionals are dedicated experts who have completed a rigorous 
quali�cation 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 2010 for their ethics, responsiveness and professional achievement.
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Introducing the extended auto warranty
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OUR CONCERN FOR 
THE ENVIRONMENT 
IS MORE THAN 
JUST TALK
Printed on paper certi� ed by the 
Forest Stewardship Council® (FSC®). 
This magazine is printed with 
vegetable oil-based inks. Please do 
your part for the environment by 
reusing and recycling.



Business Corner

Spring into a first home
By John Knotek,  
BMO Bank of Montreal®

t this point we have persevered 
through most of winter and 
while it may not feel like it quite 

yet, spring is not far away. With spring 
comes new life and new beginnings 
throughout nature. Coincidentally, for 
many people, spring also marks a new 
period in many people’s lives through 
buying a first home.   

As any homeowner can attest, 
buying a home is a big decision, both 
from a lifestyle and financial perspec-
tive. Prioritizing what is important to 
you in terms of your lifestyle needs, 
type of house and location should form 
the basis for your decision to buy. After 
all you will be living in the house, so 
you want to ensure that it is a good 
match with your needs. 

From a financial perspective, match-
ing your needs with how much you can 
afford for total shelter costs is critical. 
While there are numerous tools avail-
able online to help determine how much 
mortgage financing you can access only 
you can truly determine how much you 
can afford. In this, you need to under-

stand what your current debt obliga-
tions, non-shelter related living expenses 
and saving needs are. Then whatever 
money is left over is how much you 
have available to cover mortgage pay-
ments plus all the extra costs associated 
with home ownership. These extras 
can add up to substantial amounts once 
you consider taxes, insurance, utilities, 
maintenance, and improvement costs. 
In my opinion as these costs tend to 
increase each year, so over estimat-
ing these expenses will help keep your 
home ownership budget realistic. After 
having an idea of how much free cash is 
available from your budget, consulting 
with a financial advisor and a mortgage 
specialist can help determine what level 
of a mortgage you would qualify for.  

How much you would qualify for 
depends on your gross income, your 
existing credit arrangements, and your 
credit history.  Depending upon these 
factors and based on current interest 
rates, a maximum typical mortgage 
would be approximately three times 
your gross annual salary. Said another 

way, most lenders do not want your 
shelter costs (mortgage payments, taxes, 
condo maintenance fees, and heating 
costs) to represent more than 32% of 
your monthly gross income. Addition-
ally, most lenders will limit your total 
shelter costs plus payments on other 
credit obligations to 40% of your gross 
monthly income. (While this is a typical 
maximum, limiting your debt and shel-
ter costs to 30% of your gross income 
typically will give you much more 
budgeting flexibility.)  

Once you know the maximum 
mortgage you can access, then you need 
to consider what level of down payment 
you have (or need) plus your anticipated 
closing costs. Any down payment of less 
than 20% of the purchase price puts you 
into a non-conventional mortgage that 
then requires you to obtain mortgage 
insurance. The premiums for this insur-
ance generally range from 0.5% to 3.0% 
of the total mortgage, with the lower 
the down payment as percentage of 
the purchase price the higher the pre-
mium charged. Generally, funds for this 

A
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Business Corner

insurance can be borrowed as part of the mortgage and thus 
repaid over time.  Conversely, closing costs typically need to 
be covered from your own resources. When considering legal 
fees, title insurance, and inspection fees, closing costs for 
buyers can amount to between 2% and 3% of the house price. 
Most lenders require buyers to show evidence of their ability 
to cover closing costs and the down payment as part of the 
mortgage approval process.

Saving for the down payment and closing costs can be 
challenging in your younger years, but saving any amount 
early and regularly can be of great benefi t. While the mini-
mum down payment for a mortgage is 5%, at today’s rates 
each dollar of a down payment saves almost a dollar of inter-
est expense over the course of a 25-year mortgage. To help 
you save, most fi nancial institutions can set up a continuous 
savings plan whereby regular deductions can be made from 
your banking account into some savings instrument. Even 
funds in a RRSP can be used towards a down payment or 
closing costs for qualifying fi rst time buyers. Provided certain 
parameters are met, a fi rst time buyer can withdraw up to 
$20,000 and a couple, if both withdrawing their maximum, 
could withdraw $40,000. While these funds do have to be 
repaid back into the RRSP within 15 years commencing two 
years after the withdrawal, no interest has to be paid on 
these funds.    

I have only touched on a few aspects of buying your fi rst 
home and there is much more to learn. For starters you can 
listen to a series of podcasts on the subject at bmo.com/podcast 
and ultimately you should consult with a fi nancial planner 
and mortgage expert to see how home ownership might look 
for you this spring. 
and mortgage expert to see how home ownership might look 

“As any homeowner can attest, buying 
a home is a big decision, both from a 
lifestyle and fi nancial perspective.”

165 A Garry St., Wpg.
sales / service  Winnipeg 982-9400 or 1-800-370-9902
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As Manitoba’s only not-for-profit supplemental health care  

provider, we’re committed to providing a range of health,  

dental and travel plans designed with your clients’ needs in 

mind. To learn how we can support the health and wellbeing 

of your clients, visit us online at mb.bluecross.ca.

Plans designed  
for your  
clients

Our service
Advance includes prompt Delivery & Setup 

anywhere in the city with your purchase. 
We ensure all components are correctly 
connected for optimum performance.

Our staff
The Advance sales staff is dedicated 

to providing accurate information and  
hands-on demonstrations

of the very latest in electronics. 

We’re easy to reach. Call us at 786-6541

Our support
Advance Technical Services.

Advance’s own in-house
service department offers  

“Advance customers” priority service.

Our serviceOur serviceO

A Division of Advance Electronics 
specializing in insurance replacements for 

Consumer & Commercial electronics.

Insurance replacement made easy.

Prompt, Accurate, Competitive Quotes.David Saifer
Assistant Video Manager  

7 Years with Advance

Rob Olinyk
Store Manager

19 Years with Advance

Chris Robinson
Claims Manager

8 Years with Advance
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Industry News

RSA Canada fi nalizes acquisition of GCAN Insurance
RSA Canada has received the fi nal regulatory approval to complete its acquisition of GCAN Insurance, the second-biggest 
insurance transaction of the past decade in Canada.    

“We are delighted to enter the New Year having completed this key strategic move,” RSA President and CEO 
Rowan Saunders said. “This acquisition instantly positions us as Canada’s fourth-biggest general insurer and one of 
Canada’s leading Commercial insurance providers.”

RSA announced lat October it had agreed to acquire GCAN (a leading Canadian mid-market, large risks, and specialty 
commercial insurer with gross written premiums in 2009 of $255 million) pending regulatory approval. That approval has 
now been received. RSA purchased GCAN Insurance Company and its parent company, Glenstone Capital Incorporated, for 
$420 million from the Ontario Teachers’ Pension Plan Board. As GCAN has an estimated surplus capital of about $110 
million, the deal is immediately accretive.

“This is an exciting time for us,” Saunders said, “because it represents the union of two key players in Canadian insurance with 
a combined skill set and distribution reach that creates a formidable presence in the Canadian insurance marketplace. And it comes 
at a time when these internal strengths will be necessary to compete and thrive in Canada’s changing insurance landscape.”

Ed Stelfox passes
We lost a respected veteran of our industry on February 22 with the 
passing of Ed Stelfox. Ed started in the industry with Norwich Union 
Group in 1960, training as a property underwriter. In 1962, he moved 
to Co-operative Insurance as a commercial property underwriter. 
In1968 he joined the Royal Insurance Group and in 1974 went to 
work for the Canadian Federation of Insurance Brokers Association 
(Toronto). 1978-81 saw Ed join Tominson Saunders Whitehead Ltd. as 
branch manager for Winnipeg and Saskatoon. In 1981, he moved to 
Thomson Olsen Sherban (Parklane/Northern) which became Ranger 
Insurance). In 1983 he became part-owner and marketing manager 
for Ranger Insurance. Ed moved to Johnson & Higgings in 1990 and 
then to Lowndes Lambert in 1995. Dowling Insurance recruited Ed in 
2000 and from 2006 to 2008 he was located at the Dowling Westport 
site.

 Ed was inducted as Life Member of the Blue Goose in 2008. He 
served on many boards over the years and educated many.

He is survived by wife Christine, his parents (Edward and Ruth 
Stelfox), daughters Elizabeth (Tony) Cesario, Shelli (Jay) Paquette 
and grandchildren Tyler, Cody, Maria and Sarah.

MPI selects Mitchell 
International Inc.’s TechAdvisor 
for real-time repair data
MPI has chosen Mitchell International 
Inc.’s TechAdvisor as its source of real-
time collision repair reference data for 
all its service centres. Mitchell’s online 
portal offers MPI estimators access to 
OEM repair procedures as well as the 
latest parts, prices and labor times – and 
all from a single source.

Ted Hlynsky, MPI’s VP of Claims 
Control and Safety Operations, said, 
“The solution enables our estimators to 
quickly and accurately access real-time 
repair reference information on late 
model vehicles. This is extremely impor-
tant given complex designs that can pose 
unique estimating and repair challenges.” 

www.crawfordandcompany.ca

Crawford’s CMS Property ADVANTAGE

Crawford & Company (Canada) Inc. is proud to have launched CMS 
Property ADVANTAGE, Crawford’s new claims handling system. Using 
tablet and wireless technology, ADVANTAGE allows adjusters to complete 
their first site visit and subsequent reports right at the claim scene. This 
helps to reduce cycle times, manage indemnity and leakage, and reduce 
claims handling costs.

Contact us at info@crawco.ca for more information on ADVANTAGE  
or any of our services. 

Crawford & Company (Canada) Inc. is an equal opportunity employer
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IN THE NEXT ISSUE:
2011 Conference, AGM and Trade Show

Revisited

Industry News

Totten Insurance Group 
acquires Cule Insurance
Hub International Limited (Hub) has 
announced that Totten Insurance 
Group Inc. (Totten), one of Hub’s 
wholesale insurance brokerage opera-
tions with offi ces across Canada, has 
acquired the assets of Cule Insurance 
(Cule), effective January 31, 2011.  
Terms of the acquisition were not 
disclosed. The Cule operations will 
become part of Totten’s Toronto offi ce 
and Ken Rayner, President of Cule, 
will be joining the senior leadership 
team of Totten, reporting to H. Ross 
Totten FCIP, CCIB, President & CEO, 
Totten Insurance Group.

Cule (Canadian Underwriters for 
Licensed Establishments) is an insur-
ance brokerage wholesaler located in 
Toronto that works with over 100 bro-
kers in Ontario, Manitoba and Atlantic 
Canada. Formed two years ago, with 
a specifi c expertise in hospitality and 
hard to place property accounts, they 
have grown rapidly in their specialty 
niches. Their commitment to serving 
retail brokers within the entertainment, 
hospitality and surplus lines property 
industries will now be expanded to offer 
the full range of products offered by 
Totten, including Professional Liability, 
Environmental, Specialty Personal lines, 
Protective Services, and larger limits in 
both Property and Casualty.

“We are very excited about this 
expansion of our Hospitality business 
and welcome Ken Rayner to our man-
agement team,” said H. Ross Totten. 
“This acquisition will enable Totten 
Group to further solidify its position as 
the preeminent writer of this class of 
business across Canada. CULE has built 
outstanding relationships with many 
brokers, and we look forward to build-
ing on these relationships to expand 
our capabilities across the country.”

New CFO for Swiss Re in Canada
Jonathan Turner has been appointed 
Chief Financial Offi cer of Swiss Re’s 
Canadian operations effective November 
22, 2010. Jonathan joins Swiss Re from 
Ernst & Young where he specialized in 
both the P&C and Life & Health insur-
ance sectors.
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Crawford McMillan passes
It is our sad duty to report the passing of 
John Crawford McMillan, founder of 
McMillan Insurance, on January 13, 2011.
Crawford began his insurance career in 
1950. He was widely respected and is 
owed a great deal of gratitude and thanks 
for his entrepreneurial outlook and the 
opportunity he afforded future genera-
tions. Crawford McMillan will be fondly 
remembered by his family, friends and 
staff.

McMillan Insurance was rebranded to 
ONE Insurance in June 2010. 

Industry News

CNA Canada launches oneworld
CNA Canada, a P&C insurer with roots 
spanning more than 100 years, recently 
announced the launch of its improved and 
updated oneworld Global Master Policy. 
This worldwide policy provides coverage 
for Canadian-based business leaders who 
operate domestically or internationally. 
Oneworld offers broadened property cover-
age, enhanced casualty wordings/endorse-
ments and industry-specifi c casualty 
endorsements, upgraded Inland Marine 
coverage and segment specifi c wordings/
endorsements.
Oneworld was designed to offer custom-
ized coverages to customers within CNA 
Canada’s core industry groups, including: 
construction, manufacturing, cyber risk, 
advanced medical technology, food pro-
cessing, wineries and renewable energy. 
Benefi ts of oneworld include:
-  Broadened property coverage, includ-

ing the introduction of CNA’s Eco-
Care® Property Endorsement;

-  Enhanced casualty wordings/endorse-
ments and industry-specifi c casualty 
endorsements;

-  Upgraded Inland Marine coverage for 
Contractor ’s Equipment Floater and 
Motor Truck Cargo; and

-  Launch of segment specifi c wordings 
and endorsements for Food Processors, 
Wineries and Oil & Gas.

Oneworld is available across Canada 
through CNA offi ces located in 
Toronto, Montreal, Vancouver, Cal-
gary and Winnipeg. All coverages are 
backed by CNA’s industry leading risk 
control resources and claim service. 
For more information on oneworld, 
visit www.cnacanada.ca.

Water contamination insurance from Aon
Aon has announced its launch of water resilience insurance for water utilities 
across the globe. The program provides compensation in the event of malicious 
water tampering, accidental contamination and extortion. It also deals with 
costs involved when a ‘boil notice’ or ‘avoid consumption notice’ is issued.

The coverage also addresses losses involved with goodwill payments and 
alternative mass distribution, including providing bottled water.

Coverage is also provided for normal elements of contamination insurance, 
including costs for forensic analyses, cleaning and fl ushing of the water system, 
transportation costs and employee overtime.
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CoMpany page phone WeBsIte

Access Roadside Assistance 8 866-227-2213 www.accessroadsideassistance.com

Advance Electronics 64    204-786-6541   www.advance.mb.ca

ALLMOVE 64 204-633-6889 www.allmove.com

Aurora Underwriting Services Inc.       34      866-328-1314      www.auroraunderwriting.com

Aviva Canada 67 204-942-0424 www.avivacanada.com

Bank of Montreal     39   416-927-5973 www.bmo.com

Beacon Underwriting 22        888-645-8811     www.beacon724.com         

Belfor 29 204-774-8186 www.belfor.com

Crawford & Company (Canada) Inc. 65 416-364-6341 www.crawfordandcompany.ca

Creechurch International Underwriters 52 416-601-2155 www.creechurch.com

Direct Data  Products Ltd. 61 204-982-9400 www.directdata.ca

Douglas Cost Guides 41 519-238-6207 www.douglascostguide.com

e2Value 53 888-371-2788 www.e2value.ca

Elliott Special Risks 49 800-223-8858 www.elliottsr.com

Encon Group Inc. 28 613-786-2224 www.encon.ca

First General Services 29 204-477-0560 www.firstgeneral.ca

FirstOnSite Restoration 55 204-783-9086 www.firstonsite.ca

Frank Cowan Company 32 800-265-4000 www.frankcowan.com

G.Woodward Restoration Services Ltd. 61 204-783-6266

Grain Insurance & Guarantee 12 204-943-0721 www.graininsurance.com

GroupOne Underwriters 4 888-489-2234 www.grouponeu.com

Guarantee Co. Of North America 34 416-223-9580 www.gcna.com

Guardian Risk Managers 17 250-377-7662 www.guardianrisks.com

HighRoad Warranty 58 855-444-4762 www.highroad.ca

Horizon Insurance 7 204-988-4789 www.horizoninsurance.ca

Insurance Institute of Manitoba 56,57 204-956-1702 www.insuranceinstitute.ca

Intact Financial Corporation 18 204-942-8402 www.intactfc.com

James Dube Spraggs Adjusters Ltd. 60 204-985-1200 www.jdsadj.ca 

Keal Technology 62 800-268-5325 www.keal.com

Manitoba Blue Cross 64 204-775-0161 www.mb.bluecross.ca 

Manitoba Public Insurance 21 204-945-8097 www.mpi.mb.ca

MIG Insurance 44 204-857-8100 www.miginsurance.com

Reach our Advertisers

The Manitoba Insurance Broker would not be possible without the advertising support of these companies and organizations. 
Please think of them when 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 Insurance Broker at www.broker.ca and access direct links to any of these companies.
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Reach our Advertisers

To reach Manitoba’s general insurance 
professionals through Manitoba Insurance 
Broker magazine and its targeted 
readership, please contact me at 
Kris Fillion, Sales Manager
E-mail: kfi llion@kelman.ca

Phone: 204-985-9798
Toll Free: 866-985-9798  

CoMpany page phone WeBsIte

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

PAL Insurance Brokers 27 800-265-8098 www.palcanada.com

Paul Davis Systems 55 204-586-1684 www.pds.ca

Peace Hills Insurance 48 800-272-5614 www.peacehillsinsurance.com

Pencross Financial 70 888-693-8479 www.pencrossfi nancial.com

Policy Works 9 800-260-3676 www.policyworks.com

Portage Mutual Insurance 33 800-567-7721 www.portagemutual.com

Priority Restoration 30 204-786-3344 www.steamaticwinnipeg.com

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

Robert O’Connor & Company Inc. 55 800-267-3031 www.robertoconnorandcompany.com

Royal & Sun Alliance Ins. Co. of Canada 71 416-366-7511 www.rsagroup.ca

Saskatchewan Mutual Insurance 30 306-653-4232 www.saskmutual.com

SCM Insurance Services 66 800-565-3128 www.scm.ca

SGI Canada 52 306-751-1674 www.sgicanada.ca

SIAST 11 866-467-4278 www.siast.sk.ca

Sovereign General Insurance 31 204-982-1287 www.sovereigngeneral.com

Special Risk Insurance Brokers Ltd. 55 604-541-9799 www.srib.ca

Sports-Can Insurance Consultants Ltd. 36,37 800-993-6388 www.sports-can.ca

Swiss RE 72 416-217-5550 www.swissre.com

Trans Canada Insurance Marketing Inc. 43 204-925-8276 www.tcim.ca

Travel Insurance Coordinators 63 416-340-2707 www.travelinsurance.ca

Wawanesa Insurance 35 204-824-2132 www.wawanesa.com

WINMAR 16 866-494-6627 www.winmar.ca

Wyatt Dowling Insurance Brokers 40 204-949-260 www.dowlinginsurance.com
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Tel:  905-305-5242 • Toll-Free: 1-888-693-8479
Fax: 905-305-6788 • Toll-Free: 1-888-498-1760
Email: financeit@pencrossfinancial.com
www.pencrossfinancial.com

Attention 
Brokers!

You’ve always been able to count on Pencross for
super rates and consistently super service!
CALL US TODAY OR VISIT OUR 
WEBSITE FOR A QUOTE!

Pencross Teaser Ad Outside Pub.indd   1 2/25/11   4:05 PM
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WE’RE BIG ON MINIMIZING RISK

©2011. RSA is a registered trade name of Royal & Sun Alliance Insurance Company of Canada. 
“RSA” and the RSA logo are trademarks used under license from RSA Insurance Group plc.

In the frenetic world of the stock market, risk is always present. Together, with our  

broker partners we help minimize the inherent risks of running a business by offering 

tailor-made insurance solutions to many of the 100 top-ranked TSX listed companies. 

To ensure we continue to add further value to such partnerships we have recently 

welcomed GCAN to RSA. Our shared philosophy of technical underwriting excellence, 

diversified portfolios and strong broker relationships significantly strengthens our 

commercial position and makes us one of the largest general insurers in Canada. 

With over 300 years of experience, RSA is an established ‘A’ rated insurer offering a 

complete suite of insurance solutions for small business to multi-nationals through a 

network of independent brokers.

IF YOU’RE BIG ON MINIMIZING RISK, PARTNER WITH RSA INSURANCE.

rsabroker.ca

http://www.rsagroup.ca


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, risk is the raw material with which we work; what we create is opportunity.      

See for yourself at www.swissre.com/eo

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, Overland Park, Kansas, United States, a member of the Swiss Re Group.

© 2010 Swiss Re 
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