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CEO’S REMARKS

Dave Schioler, CEO, 
Insurance Brokers 
Association of Manitoba

Brokers Provide ChoiCe

In its simplest and most intrinsic terms, IBAM membership 
has the raw benefit of providing a sense of belonging – 
belonging to a community of sorts. But what else? What are 

the core and ancillary benefits that membership brings?
At its core, membership in your Association has always been 

designed and intended to create and continually develop and 
enhance broker interests by providing a unified voice for the 
industry overall and in the following areas more specifically:
1. Political/government relations including relations with 

elected and unelected “politicals” and regulatory authorities
2. Insurer relations including both local and national interests
3. Advancing broker interests in the broader public domain
4. Coordination and control of the prerequisites to licensing 

requirements and perpetual, professional development 
through strict education and other means

5. Organization of the affairs of the Association and its 
members via Annual General Meetings, Conferences, 
Trade Shows and other events

6. Governance of the Affairs of the Association through  
the coordination and conduct of Board meetings and 
Board affairs

7. Facilitating the national and local “broker identity programs”
8. Providing general informational services through regular 

communication with members

In addition, some of the secondary benefits of membership include:
9. IBAM serving as broker for the Association’s members who 

take part in the Errors and Omissions insurance program
10. Acting as an ambassador in the community at large
11. Providing a range of participants and facilities in the 

Association’s affinity program whereby members  
can enjoy a wide array of discount and other group  
purchase benefits

12. Keeper of the member web-site
13. Serving as editor and distributor of the Association’s 

quarterly magazine, “The Manitoba Broker” 

Membership  
has its Benefits
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Q How did you get your start 
in the insurance industry?

A I was in another industry and 
looking to find something else 
to do. I found a small brokerage 
for sale in Kildonan Place 
Shopping Center. I knew 
nothing about insurance, so I 
asked my broker Peter Leipsic 
about the business. He gave 
it such great reviews that I 
bought in. The rest is history; 
I was partnered with Peter and 
Michael Leipsic until our sale to 
HUB International.

Meet your PreSident…

HUB International 
Horizon Insurance

Keith
Jordan

“It is all about  
the people, whether 
they are clients, or 
co-workers. I have 

not found an industry 
that attracts such 

great people. 

Q What do you enjoy most 
about the industry? 

A It is all about the people, 
whether they are clients, or 
co-workers. I have not found 
an industry that attracts such 
great people. The industry is 
full of terrific individuals that 
are outgoing, friendly and truly 
interested in the best interests of 
the client. The industry works 
hard, but also takes the time to 
have a lot of fun, as you could 
see at the recent Conference.

Q What is your role at HUB 
International Horizon Insurance, 
and what can you tell us about 
the current state of the company?  

A I am President and CEO for HUB 
International Horizon Insurance. 
The company is very much in a 
growth mode. We have strong organic 
growth goals, but as well we put a 
high emphasis on growing by acquisi-
tion. Internationally, HUB has done 
over 300 acquisitions. Locally we 
have completed over 10 in the last 18 
months. We have grown substantially 
since we joined HUB. 

Manitoba INSURANCE Broker | SUMMER 2014 | 7Index 



www.hubinternational.com

Insurance Brokers 
           and Consultants

Congratulations Keith Jordan
on becoming IBAM President! 

from your Friends, Colleagues, and 
Staff at HUB International.

A few comments from your team...

“Congrats Keith! IBAM will flourish under your leadership.”

- Kathleen Kolt

- Tony Taronno

“Congratulations Keith, on becoming IBAM President! You truly lead by example and 
are an inspiration to our office.”
- Curtis Desrochers

“You have made us proud by your achievement. Congratulations we 
wish you all the best for your future successes as IBAM President!”
- Doug Ketler

“Congratulations on your achievement of becoming IBAM President! Wishing you all 
the best for your new role and responsibilities. May you continue to achieve excellence.”

http://www.hubinternational.com


Q Speaking as the new leader 
of IBAM, what are the 
Association’s immediate 
priorities? 

A Our first priority is to finalize the 
operating standards with MPI and 
get this out to the brokerage com-
munity. This should be complete 
in the next few months. Our next 
priority is to follow our mission 
statement, to ensure IBAM is rec-
ognized as the ‘industry authority’ 
and that brokers and brokerages 
remain the primary distributor of 
insurance products. We are trying 
to enforce this message to the 
public with an advertising cam-
paign. We are meeting government 
and carriers in one-on-one meet-
ings to also convey this message. 

Q What can you tell readers 
about the IBAM team 
(executive, board of directors 
and staff)?  

A I continue to be impressed with 
the executive and board of IBAM. 
We have a dedicated group of 
brokers that want to make the 
insurance industry in Manitoba 
the leader in Canada. The board is 
comprised of unique individuals 

that have together resolved to 
improve the education and profes-
sionalism of the individual broker. 
We have had some great past 
executive and board members, 
and the current slate certainly 
continues that excellence. As for 
the staff of IBAM, led by CEO 
Dave Schioler, we have never 
had a better-organized and more 
professional group to support and 
promote the brokerage industry. 
Their devotion to IBAM and its 
mission statement is phenomenal.

Q What are your thoughts on 
the recent AGM, Conference 
and Trade Show? 

A This year we had the AGM in Bran-
don to provide an event outside of 
Winnipeg. We had good discussion 
and commentary at the AGM. In 
my opinion we run the best confer-
ence in Canada. We continue to 
have sellout crowds at the Presi-
dent’s Dinner & Dance and the 

entertainment is always outstand-
ing. How do you surpass such 
great acts as The Tenors, Burton 
Cummings and K.D. Lang? And 
of course the videos are just pure 
entertainment, and participating in 
them is great fun. The exhibition 
area was packed with exhibitors 
and brokers. In short, the Confer-
ence was a tremendous success.

Q Over the next year or two, 
you will be traveling quite a 
bit on Association business. 
What do you hope to learn 
from these travels?  

A I believe that meeting other bro-
kers is all about exchanging ideas 
that can improve the way we do 
business. We always think our 
problems are unique to us, when in 
fact, most times we have the same 
common issues. If we can help 
spread great ideas and systems to 
all brokers when we get together, 
then we will all be successful. 

 Meet your PresIdent…

 Keith Jordan

“I believe that meeting other brokers 
is all about exchanging ideas that can 

improve the way we do business.” 

Congratulations
Enjoy your new role as President of the  
Insurance Brokers Association of Manitoba.

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. © 2014, Intact Insurance Company.

Keith Jordan

www.hubinternational.com

Insurance Brokers 
           and Consultants

Congratulations Keith Jordan
on becoming IBAM President! 

from your Friends, Colleagues, and 
Staff at HUB International.

A few comments from your team...

“Congrats Keith! IBAM will flourish under your leadership.”

- Kathleen Kolt

- Tony Taronno

“Congratulations Keith, on becoming IBAM President! You truly lead by example and 
are an inspiration to our office.”
- Curtis Desrochers

“You have made us proud by your achievement. Congratulations we 
wish you all the best for your future successes as IBAM President!”
- Doug Ketler

“Congratulations on your achievement of becoming IBAM President! Wishing you all 
the best for your new role and responsibilities. May you continue to achieve excellence.”
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Q What can you tell us about 
IBAM’s ‘first family?’  

A Life is very hectic; it seems we 
are always on the run. My wife 
Vicky is completing her 25th year 
at Balmoral Hall School. Vicky 
assists senior school students with 
Pre-Calculus, Biology, Chemistry 

and Physics. I know I could never 
do this. Our daughter Chelsa is 
out on her own now with a full-
time career in the hotel industry. 
We have an annual trip to New 
York that is a great shopping event 
for the girls and we take in some 
terrific shows. It is a family event 
that we all look forward to.

Q How do you enjoy life away 
from the office and the 
boardroom?  

A Our home away from home is at 
South Beach. If we aren’t there 
then we are at home just relaxing 
or enjoying dinner out with friends 
and family. Whenever there are a 
few minutes, then we like to be out 
walking or reading a book.

“Quick Pix”
Singer/group 

This one is easy, Madonna. I have loved 
her music since the day she started.  
I have seen her several times in concert. 
I thought Dave would bring her to the 
Conference. 

Movie

There is nothing like a great action or 
science fiction movie. I have several that 
I would consider great, but Braveheart 
would be one of my top choices. 

Book

It isn’t so much a book as it is authors.  
I think I have read every book by authors 
John Grisham or Robert Ludlum. I love 
the suspense and action.

Meal

There is nothing like a great filet mignon. 
Summer BBQs with a filet, it just can’t get 
any better.

ice creaM

A Rum & Butter milkshake is my favorite. 
It is a little hard to find, but worth the wait. 

Beverage

Another easy question, a terrific red wine 
or a great scotch.

Holiday Spot

The beaches of South Beach Florida.  
We go there several times a year to relax 
and get some heat. It is a great place to 
have some fun, and watch people. 

Warm wishes from your friends at SGI CANADA 

www.sgicanada.ca

 Congratulations
to Keith Jordan of  
Hub International Horizon Insurance
on being named President of the Insurance 
Brokers Association of Manitoba
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Congratulations to the  
new IBAM President 

Keith Jordan  
President & CEO of HUB International Horizon Insurance LP

The Optimum Team is proud  
of our longstanding association with Keith, 

who has been an esteemed member  
of the Canadian insurance industry  

for many years.
 

We wish Keith the best of success  
in this new role!

www.optimum-general.com

Congratulations Keith Jordan!
From the Management & Staff of Portage Mutual

Manitoba INSURANCE Broker | SUMMER 2014 | 11Index 
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SportS teaM

I would have to say all of the Winnipeg 
teams, but especially the Winnipeg Jets. 
Going to a game is a terrific event and 
we are lucky to have them back in 
Winnipeg.

Hero

Warren Buffett: I’m not sure I would 
call him my hero, but he is certainly 
an individual to have high regard for 
and whose example I try to follow. 

cHildHood MeMory

Working on the family farm, 
and growing up in a small rural 
community. It was so much fun 
growing up in that environment.

Quote

“Watch your thoughts; they become 
words. Watch your words; they 
become actions. Watch your actions; 
they become habits. Watch your 
habits; they become character. 
Watch your character; it becomes  
your destiny.” 
- Lao Tzu  

 Meet your PresIdent…

 Keith Jordan

 Keith Jordan on your 
appointment to IBAM President!

Congratulations,

Congratulations     
   Keith Jordan

on your appointment as IBAM President!

WWW.PEACEHILLSINSURANCE.COM

Congratulations Keith!
Much success in the upcoming year as President of IBAM.

Your friends at Peace Hills Insurance

12 | SUMMER 2014 | Manitoba INSURANCE Broker  Index
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Ladies &  
gentlemen,

we have  
a new  

emperor.

Horizon Insurance

Congratulations to Keith Jordan  
of HUB International Horizon 

Insurance on your new position 
as IBAM President. 

Demonstrating tremendous community 
leadership, last year’s HUB Internationl Horizon  

Insurance Penguin Cove at the Assiniboine Park 
Zoo was a huge success. And while the exhibit 

featured the Black-Footed-Penguin, we’re 
happy to salute Keith as the new Emperor.

http://www.redrivermutual.com


http://www.elliottsr.com


keitH Jordan
President 

Keith Jordan 
was raised in 
rural Manitoba. 
He graduated 
from the U. of 
M. with a B.A. 
in 1976, and 
received his 
designation as a 
Chartered 

Accountant in 1980. Keith purchased 
his first business in 1985 and grew 
that to a staff of approximately 180 
employees. He sold this successful 
business in 1994, and then purchased 
his first insurance brokerage in 1995, 
which later became part of Horizon 
Insurance. Keith first served as a 
senior partner at Horizon Insurance 
and in 2002 became Chief Operating 
Officer. In December 2009, he was 
appointed President/CEO. Keith has 
been one of the key architects of 
Horizon’s significant growth due to 
his diligence and financial insight. In 
2011 Horizon merged with HUB 
International, the largest insurance 
broker in Canada, and 10th largest in 
the US. HUB Horizon has 21 offices 
in Manitoba, Nunavut and North-
west Territories. 

Even with all the responsibilities 
and extensive business trips, Keith 
makes time for his personal life. Like 
the success he has found in busi-
ness, he has found the same suc-
cess in his marriage to Vicky, who 
has been incredibly supportive of 
Keith’s career. Keith has a daughter, 
Chelsa, from his previous marriage. 
Keith enjoys time with his family, 
along with reading, golf, and travel. 

2014/2015 IBAM

 Board of Directors
He serves as Chair of the General 
Council of the Insurance Council 
of Manitoba, and serves on the 
Board of Directors of IBAM and 
the Centre for Study of Insurance 
Operations (CSIO).

lori king
Chair and Past President

Lori grew up 
in the family 
business, 
helping out in 
the summers 
and during 
Autopac 
season. After 
receiving her 
diploma for 

x-ray technology in 1986, she 
worked at the St. Boniface Hospital 
for 8 years. She returned to 
insurance in 1994, getting her CAIB 
designation in 1999. Lori became 
the office manager at Turnbull 
Whitaker’s Corydon location in  
’96 and then became general 
manager of operations for the 
business in 2003.

In January 2011, Lori became a 
full partner in the brokerage, along 
with her father Ray Turnbull, and 
now divides her time between the 
Corydon and St. Mary’s locations.

Lori and husband Allan are 
the busy parents of three boys: 
Lucas, Myles and Noah. She enjoys 
all sorts of activities, from being 
a proud sports mom, to skiing, 
curling, biking, running and 
traveling. Her favourite downtime 
is spent at the family cottage at 
Lake of the Woods. 

ruSSell WaSnie
President-Elect

Russell has worked 
for ONE Insurance 
Group for over 20 
years; the last 10 as 
Branch Manager for 
ONE’s largest location 
in Selkirk and most 
recently as Vice-Presi-
dent, Personnel & 
Corporate Affairs.

A life-long resident of Selkirk, Russell 
believes in supporting the community.  
He is a proud supporter of the Selkirk Soup 
Kitchen and Selkirk Youth Hockey. 

When not working with his ONE team, 
Russell devotes his time to wife Drinda 
and their two sons, Blair and Cole. As the 
father of two athletic boys, Russell divides 
his time between hockey, lacrosse and 
family camping trips.

tara cHaMMartin
Vice-President

Tara began her broker 
career in 1994 and is 
currently the Opera-
tions Manager of La 
Salle Insurance Services 
Ltd., with offices in 
Winnipeg and La Salle, 
MB. Tara achieved her 
CAIB designation in 
2001, and continues as 

a course facilitator for the CAIB program.
Tara has been very involved with IBAM 

over the last 13 years, as an original member 
of the Young Broker Network, PD Commit-
tee and the Conference Committee.

Tara resides just outside of Winnipeg 
in Grande Pointe with her 16-year-old 
daughter, Cortney, a high-level competitive 
dancer. Tara plays competitive baseball and 
is focusing on improving her golf game.
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Blair andreW
Blair joined 
Andrew 
Agencies in 
1986, becom-
ing a partner 
in 1993. He 
currently is 
the Chief 
Operating 
Officer  

of Andrew Agencies.
With Andrew Agencies serving 

18 locations in Manitoba and Sas-
katchewan, Blair is also a past board 
member of the Insurance Brokers’ 
Association of Saskatchewan.

Blair and his wife of 22 years 
Debbie have three children: Nicole 
(19), Carson (18) and Brock (16). 
Between chasing his kids around he 
enjoys piloting his Cessna 210 and 
snowboarding.

greg BarroWS
Greg was 
raised in 
southwest 
Manitoba.  
He attended 
Brandon 
University, 
graduating in 
1999 with a 
B.Sc. in Biol-

ogy. He then worked four years in 
the agricultural and biological fields. 

Greg became life insurance and 
mutual fund licensed in 2001, later 
attaining a level 2 General Insur-
ance license in 2004 and becoming a 
partner in Cameron Agencies.

He is presently involved in all 
general insurance areas of the busi-
ness. In addition, he spends time in 
Life insurance, wealth management 
and is Branch Manager.

Greg is married, has two chil-
dren, and resides on a farm near 
Hartney. He is an avid outdoors-
man; however his true passion is 
building, managing and protecting 
all aspects of clients’ wealth and 
wellbeing.    

douglaS J. FaSt
Born and raised in a 
family insurance 
brokerage, Doug 
vividly recalls 
clients coming to 
their St. Vital home 
during supper 
hours, and going 
downstairs to the 
basement office to 

purchase auto insurance from the newly 
formed Manitoba Public Insurance. It was 
during these early years where he was 
introduced to the industry, and witnessed 
his father and mother’s commitment to 
customer service. After many seasons 
helping the family business during the 
February Autopac ‘rushes,’ Doug joined 
the industry in 1994, right at the time 
when he and his Falcon Lake sweetheart, 
Karina, were married.  

In 2007 Doug joined MIG Insurance 
Group and secured his partnership in 
2009. The CAIB designation was obtained 
in 2001; the AIPC designation in IBAC’s 
2009 inaugural session, and he is currently 
working on his Association of Canadian 
Surety Brokers (ACSB) designation.  

Doug and Karina have three children 
who are all active in sports and music. In 
their spare time, the family still enjoys 
summers at the family cottage at Falcon 
Lake, ski trips, and travel in general. Pho-
tography, golf and coaching flag football 
are additional activities that Doug takes 
interest in. 

ryan garriock
Ryan is owner of 
Garriock Insurance 
and Anchor Agen-
cies with four 
locations in Winni-
peg along with 
offices in Gimli and 
Winnipeg Beach. 
Garriock Insurance 
was established in 

1950 and it has seen three generations of 
Garriocks in leadership roles. Ryan has 
been in the insurance business since 1988. 
He has his diploma in Business Adminis-
tration from Red River College as well as 
his CAIB and CPIB designations.

Ryan has sat on the boards for Mani-
toba Applied Users Group and the Red 
River College Students Association. He is 
currently past chair of the Red River Col-
lege Alumni. He was chair of the Manitoba 
Young Broker Network in 2006 and aided 
in the development of the Network both 
provincially and nationally.

Married to Erica for 11 years, the 
Garriocks have a 7-year-old son (Cole), 
3-year-old twin daughters (Abigail and 
Aislinn) and a black lab named Murphy. 
Ryan’s hobbies include fishing, hunting, 
going to the cottage, boating, golf, camp-
ing, hockey and baseball. His burning 
desire is to travel the world.

JoHn Mcdonald
John has been 
married to Louise 
since June 11, 1966. 
They have a son 
age 43 (married 
with three children), 
a son age 40 and an 
adopted daughter of 
30 (married with 
one child). John and 

Louise moved around some as he was in 
the Canadian Air Force. Military sur-
rounds the family. Their youngest son is a 
Combat Engineer in the reserves, their 
son-in-law has come back from his tour in 
Afghanistan, and both of Louise’s brothers 
and father were in the Canadian forces.

John got into the industry in Toronto 
with Mutual Life in 1972 when he was 
named Rookie of the Year. After five years, 
the McDonalds decided to move back 
home to Manitoba. (John is from a farm 
near Strathclair and Louise is originally 
from Gimli.)

John worked at Xerox in Winnipeg, but 
moved to Brandon to open his own busi-
ness. But the insurance industry was in his 
blood, so he became a Sun Life agent. He 
later moved back to Winnipeg and joined 
Excelsior Life. During this time the oppor-
tunity to join forces with Earl and Rhoda 
Cook as their life agent came and John got 
his general license.

John’s farm background leads him to 
doing most of his business within the agri-
cultural community and that led him to 
Ranger and eventually landed him at BSI 

2014/2015 IBAM

 Board of Directors
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in 1995. During this time John obtained 
his CAIB designation.

In the past John has been on the board 
of Big Brothers of Brandon, Kinsman Club 
of Brandon, deacon in his church and on 
two different church building committees, 
been chair and is currently on the board of 
Hockey Ministries (Winnipeg) since 1981, 
heavily involved in hockey as a player, 
WHL scout and has coached for close to 31 
years including three years Junior A and 
five years Major Junior.

John and Louise are currently empty 
nesters and love it, although the nest gets 
busy with children and grandchildren 
– two girls (9 and 5) and two boys (17 
months and 15 months).

t.J. McredMond
T.J. started his career 
with Crossroads 
Insurance in 1988 
after attending the 
universities of 
Winnipeg  
and Manitoba.  
He obtained his 
CAIB designation 
in 1996.

In 1997, T.J. purchased the shares of 
Crossroads Insurance and became Presi-
dent. Over the years, T.J. has been very 
involved with IBAM, serving on various 
committees, including a term as chair of 
the Young Broker Committee.  

T.J. lives in East St. Paul with his wife 
Kara, son Alex and daughter Gabrielle. 
He enjoys spending time with his family, 
golfing and traveling. T.J. splits his time 
managing the day-to-day operations of 
the brokerage, and servicing new and 
existing commercial clients.

darren peterS
Darren is President 
and COO of 
Oldfield Kirby Esau 
Insurance Brokers, 
and a partner in 
Milnco Insurance. 
He has over 20 
years of insurance 
experience, and 
holds a Certificate 

in Risk Management and Fellowship of 
Insurance. Darren spent nine years on 
the insurance company side of the 
industry and is in his 14th year on the 
broker side. Currently Darren specializes 
in Professional Liability and Directors & 
Officers Liability.

He is Vice-President with PLAN 
(Professional Liability Agents of North 
America) as well as a previous board 
member of Entrepreneurship Organiza-
tion Manitoba Chapter. 

Darren is married with two sons. 
In his personal time he enjoys outdoor 
activities such as golfing, running, 
biking and kayaking and is an active 
annual participant in the MS Bike Tour 
in Riding Mountain.

Mario reiMer
Mario grew up a 
city boy with 
country roots, 
spending sum-
mers and holidays 
working on the 
family hog farm 
in Landmark. 
After graduating 
from Saskatch-

ewan’s Briercrest College in 1997, he 
joined the family brokerage, Lakeview 
Insurance. He received his CAIB desig-
nation in 2009. He presently leads the 
Commercial department and manages 
the office in Winnipeg (Lakeview has 
three other locations throughout Mani-
toba and Saskatchewan). 

Mario and older brother Anthony 
have become shareholders in the busi-
ness and, together with dad Sid, Tim 
Friesen and Kris Plett, they enjoy life in 
the industry.

Mario also sits on various golf tourna-
ment committees and is heavily involved 
in the Southdale Community Centre. 

Mario met wife Tracy in college. 
They married in May 2000, and now 
have three sons: Jackson (11), Kieran 
(10) and Mikiyas (9).

Mario enjoys traveling with his 
family, and has been coaching his boys’ 
hockey team in recent years. Mario still 
plays hockey, also enjoying golf, water 
skiing and keeping his yard in shape.

2014/2015 IBAM

 Board of Directors
dave ScHioler
Chief Executive Officer  

Dave holds a 
Masters in 
Business 
Administration 
from the 
Queen’s Univer-
sity School of 
Business, a Juris 
Doctor degree 
from Dalhousie 

(Schulich) Law School and Bachelor 
of Arts (HONOURS – Political 
Studies) and Bachelor of Education 
degrees, both from the University  
of Manitoba.

Dave is a former professional 
hockey player and currently a long 
time member of the world renowned 
Winnipeg Steelers Hockey Club. A 
lawyer of 23 years, Dave has spent 
the last decade as an executive with 
various Canadian business interests, 
including his current role as IBAM 
CEO. Throughout 2006-2013, Dave 
was featured with his executive 
teams and with young Association 
members in the Winnipeg SUN’s 
“Manitoba Profiles in Business 
Excellence.” As an ‘Associate’ of 
the Asper School of Business at 
the U. of M., Dave is involved in 
many business, professional and 
community activities, including 
current service as a Board Director 
for the Manitoba Liquor & Lotteries 
Corporation. In 2010, the Prime 
Minister of Canada appointed Dave 
a member of The National Parole 
Board. Dave’s past involvement has 
also included service as Chair of 
Legal Aid Manitoba and as a Director 
on the Boards of Special Olympics 
International, Special Olympics 
Canada, Deer Lodge Hospital, 
St. James-Assiniboia Chamber of 
Commerce and other organizations.

A four time Provincial 
‘Achievement in Sports Excellence’ 
award winner, Dave for a number of 
years coached his sons’ hockey teams 
in Winnipeg. Dave and his wife 
Sharon live in Winnipeg with their 
three boys, Jordan, Connor and Dane. 
Dave was born in Montreal, Quebec.
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VIEwpOINt

Survey says broker 
support for BIP is 
confirmed across Canada 

Ken Myers, President, 
Insurance Brokers 

Association of Canada

W ith consumer recognition 
and understanding of the BIP 
brand logo becoming ever more 

positive, there is high value in brokers 
displaying it at every opportunity. It is 
also important to our advocacy efforts, 
building credibility for our Association 
with politicians and investment partners. 
The 25th anniversary of the BIPPER this 
year provides a perfect milestone to mea-
sure broker engagement with the Broker 
Identity Program.

While we understood that the BIP 
was in use in many brokers’ marketing 

communications, 
we recently com-
missioned some 
research to quan-
tify the breadth 
and depth of its 
use. Additionally, 
we wanted to 
better understand 
the underlying 
motivations of 
BIP’s most ardent 
supporters, as well 

as diagnosing why some brokers have not 
adopted it, or are only light users. 

An online survey of brokers was 
developed by an independent research 
firm, and administered by member Asso-
ciations. A big “thank-you” to everyone 
that participated including Tripemco 
Insurance Brokers Inc. of Burlington, 
Ontario, the randomly chosen winner 
of our $2,500 contest. A robust total 
sample of 1,153 brokers was collected, 
representing different community sizes, 
brokerage size and brokerage age, was 
weighted by province to reflect broker 
distribution across Canada.

The results were reassuring: BIP 
utilization of one form or another is 
generally good everywhere, but the 
study revealed that room still remains to 
improve brokerage penetration and type 
of use.

Key findings include:
•	 An	average	of	74%	of	brokerages	

(varying	from	67%	to	81%	by	
province) use the BIP symbol in their 
communications.

•	 Use	is	higher	in	smaller	
(communities <50,000) and smaller 
(<11 employees) brokerages

•	 42%	of	brokerages	are	medium	to	
heavy BIP users i.e. use at least 5 
of the most important identifiers 
e.g. exterior signage, business 
cards, stationery, contracts, pins, 
website, email signatures, social 
media, reception area, window/door 
stickers. 

•	 Reasons	cited	for	widespread	use	
include:
•	 Signifies	membership	in	an	official	

association
•	 Benefit	of	awareness	from	TV	

campaign
•	 Builds	trust	with	customers
•	 Conveys	credentials	and	

professional knowledge
•	 Assurance	of	integrity	and	high	

standards
•	 Important	symbol	for	consumers,	

easy to spot     

Positive reasons for the use of BIP far 
outweighed the reasons for not using 
it. These tended to center on simple 
forgetfulness	(53%),	lack	of	proper	con-
sideration	(46%),	and	oversight	(45%).	
A minority of brokers expressed concern 
about perceived branding priorities/con-
flict	(24%)	and	uncertainty	about	usage	
rules	(20%).

While it is satisfying to see that 
most brokers use the BIP trust mark 
somewhere, there are still opportuni-
ties to improve its visibility. Displaying 
the BIP symbol brings the power of the 
BIP televison campaign directly to your 
front door, identifying your brokerage 
as a valuable source of trustworthy and 
impartial insurance advice.  

Display the BIP for all it’s worth 
at every opportunity, be it large (e.g., 
brokerage signage) or small (e.g., emails, 
newsletters, business cards, website 
and of course BIP pins). Consumers 
recognize and understand what the BIP 
stands for, don’t miss any opportunity 
to take advantage of that connection. 
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CELEBRATING

YEARS!!YEARS!!YEARS!!
25

Help protect your  
customers when  
insuring RVs.
To ensure your customer is protected on the 
road, ask these important questions when  
registering an RV:

• How much is your RV worth? 
• Where will you be travelling?
•  How many axles does your RV have and do you 

have the right licence to drive it?
• Will you be parking the RV for part of the year?

For more information, visit Brokers Online.

14-066-11-02 MB Broker Magazine Ad (RVs).indd   1 2014-04-24   9:59 AM
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YBN REpORt

Katrina Hueging, 
IBAM, Young Broker 

Committee Chair 

Convention  
leads into eventful year

What a great year it has been!  
The YBN Committee goes on 
hiatus soon for the summer 

but that never stops us from still 
bringing our network amazing events.

The YBN held a fun Bingo Bowl 
night back in April, which was a 
sell-out event allowing Manitoba 
brokers to mix and mingle with each 
other in a relaxed setting. We are also 

starting to get our energy back from 
an amazing IBAM Convention that 
saw the YBN Committee emcee 
many of the events. A big thank you 
to all of our YBN Network members 
who volunteered with us to help 
make these events a success, as well 
as those who brought gently used 
clothing to the convention (which we 
donated to Clothes Closet and Siloam 

Mission to assist those less fortunate 
get back into the workforce).  

By the time this gets published, I 
will have also attended the Insurance 
Brokers Association of Canada’s Lobby 
Days in Ottawa, which coincides with 
National Young Broker meetings. This 
is an opportunity for YBN Chairs from 
across Canada to get together, improve 
our networks and brainstorm new ideas 
to become stronger in the future. Watch 
for more information on this power-
ful event in the next issue of Manitoba 
Insurance Broker magazine.

The YBN’s next big event coming 
up is our 2nd Annual YBN Dale Rempel 
Memorial Golf Tournament being held 
August 27 at Pine Ridge Golf Club and 
Elmhurst Golf & Country Club with all 
of the proceeds raised going to Cancer-
Care Manitoba in Dale’s name. Last 
year’s tournament was a quick sell-out 
so be sure to register your team as soon 
as possible. Registrations for the tourna-
ment can be found on the IBAM web-
site (www.ibam.mb.ca).  

But now summer has finally arrived 
and, with that, my term as Chair 
is coming to an end. We have had a 
successfully 2013/2014, full of great 
events and charitable donations that 
I am proud to have been a part of.  
Our incoming Chair, Jason Searcy of 
Wyatt Dowling Insurance, is bringing 
with him an enthusiasm for our industry 
that is infectious to all that meet him. 
My year would not have been nearly 
as successful without the great team of 
individuals that I have with me on the 
committee to help plan and organize 
everything we do. If you would like to 
learn more about joining our committee, 
simply email me at katrinahueging@
ibam.mb.ca for more information on how 
you can get involved.

If you want to keep in the loop on 
further YBN events, be sure to follow 
us on our social media sites. Join us on 
Facebook (www.facebook.com/MBYBN) 
or Twitter (@YBNMB) for all of your 
Young Broker Network news. 

We have had a successfully  
2013/2014, full of great events and 

charitable donations that I am proud  
to have been a part of.

www.cargosecure.ca

Cargo Secure is advanced, flexible and comprehensive 
insurance. Fewer exclusions and protection for any 
commodity and any vehicle, from loading to unloading with 
actual cash value coverage. After all, insurance needs to 
protect your customer’s business as much as their cargo.

More protection, 
less fine print.
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ROOKIE CORNER

Kristin norman
Patill/St. James Insurance

Q – Where were you born and raised? 
A – I was born in Regina and raised in 
the West End of Winnipeg. 

Q – What were your career goals as 
a child?
A – I’ve always loved art and as a young 
person wanted to be an artist or an art 
teacher.

Q – Which high school did you 
attend? Do you have any post-
secondary education?
A – I attended College Churchill and I 
have a Bachelor of Fine Arts from the 
University of Manitoba. 

Q – When did you start in the  
insurance industry?
A – While attending university and 
planning to be an art teacher, I realized 
that	90%	of	my	classmates	had	the	same	
career goal. With the teaching market as 
tight as it is, I thought maybe I should 
adjust my sights. Through word-of-
mouth, I discovered Patill Insurance was 
hiring. I applied, was hired, and started 
in January of 2012.

Q – Briefly describe your first day 
of work and early impressions of the 
industry.
A – I spent my first day in MPI training 
with Morris Subtelny, who is a great 
guy and an excellent trainer. It took 
awhile to adjust to the new terminol-
ogy, but I’m a keener, enjoy jumping 
into new experiences with both feet and 
I love to learn; so it was great.

Q – What has been the most enjoy-
able part of the insurance industry?
A – The best thing about it is the  

connectivity to the community.  
Our brokerage has been in business for 
45 years and we have had multi-gen-
erations of families entrusting us with 
ensuring their possessions. That is an 
honour and a privilege that we don’t take 
lightly. Our brokerage is, and always has 
been, very involved in the community.

Q – What has been the most challeng-
ing part of the insurance industry?
A – This isn’t meant to be a nega-
tive, but we have to be very diligent 
and careful in our work. Mistakes 
can prove very costly. The industry is 
certainly no place for slackers. This is 
also a good thing in that it keeps you 
on your toes and striving to be the best 
you can be.

Q – Who have been your mentors in 
the industry?
A – My manager, Melanie Schierle, 
really took me under her wing and, 
these days, she is teaching me the Com-
mercial side of the business. Everyone 
else on the wonderful team here at 
Patill/St. James Insurance has all been 
so selfless in sharing their expertise 
with me. We strive to be a strong team 
and always work to help in each other’s 
growth as broker.  

Q – Have you considered joining the 
Young Broker Network?
A – I’ve given it some thought and often 
wondered how it works, but to date I 
haven’t taken the plunge.

Q – Are you planning on pursuing any 
professional development programs in 
the near future?
A – Oh, sure. I completed my CAIB 3 in 
December after taking the three levels 
one right after the other. Currently, I’m 
taking a bit of a break from professional 
development, but fully intend on obtain-
ing my CAIB designation. I’m a huge fan 
of lifelong learning.

Q – What are your future career goals?
A – At this point, I have no aspirations to 
be in management. I enjoy the ‘frontline’ 
and dealing with the public too much. 
Down the road, though, we’ll see.

Q – When you aren’t working, what 
do you enjoy doing?
A – I am always working on my own 
art and I coordinate and run an art 
workshop for all ages one day a week 
on behalf of the Daniel McIntyre /  
St. Matthews Community Association 
located in the old West End Library  
(823 Ellice Avenue). 

Currently, I’m taking a bit of a break 
from professional development, 

but fully intend on obtaining  
my CAIB designation.  

I’m a huge fan of lifelong learning.
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Breakfast with Braid
Debbie and Curtis 
Wyatt had breakfast 
recently with MP 
Peter Braid (Centre) 
at a Conservative 
Party function. 
Mr. Braid, MP for 
Kitchener-Waterloo, 
is chair of the 
federal Conservative 
Insurance Caucus.

To the rescue
BSI and Red River Insurance 
donated $3,000 to Prairie Dale 
School (PDS) in Schanzenfeld, 
Manitoba for new playground 
equipment. 

(L-R) PDS Parent Advisory Council 
Vice-Chair Jake Fehr, Chair Steph 
Friesen, BSI Insurance Winkler’s 
Peter Pauls, PDS Student Council President Sara Nickel, Red River Mutual’s 
Alvin Ginter and PDS Principal David Hoeppner

MAKINg AN IMpACt

When it happens, will your clients be ready?
Cyber Risk Insurance

Built with integrity, leading through innovation.

1-800-265-4000
frankcowan.com
excellence.frankcowan.com

What plans do your clients have to help manage reputational damage, regulatory fines and restore trust in the event 
of a data breach?

Frank Cowan Company’s Cyber Risk Insurance coverage provides financial assistance to help with media exposure, 
network security liability, notifications, forensics and day-to-day business restoration. 

Cyber Risk Insurance, when combined with our comprehensive property and liability coverage for public entity and 
specialty organizations, can make the difference in how quickly business returns to normal. 

Plans designed for your clients

Our presence in the province allows us to know 
exactly the coverage Manitobans need, and offer a 
number of unique benefits and services exclusive 
to Manitoba Blue Cross. To learn about our health, 
dental and travel plans designed for your clients’ 
needs, visit us online at: mb.bluecross.ca
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2014
IBAM-MJHL 
Scholarship awarded

2014
IBAM-MJHL 
Scholarship awarded

Our previous winners were:

2012 – dylan hyde
University of Toronto Varsity Blues 
(Toronto, ON)

Program: Employment Relations

2013-14 Season: 28 Games, 5 Goals, 12 
Assists, 17 Points, and 22 Penalty Minutes. 
The Varsity Blues finished 5th in the Western Division of 
the OAU and lost to the University of Windsor Lancers in 
the first round of the playoffs.

MJHL Team: Selkirk Steelers

2013 – Brendan Mitchell
Nipissing University Lakers  
(North Bay, ON)

Program: Commerce

2013-14 Season: 27 Games, 0 Goals,  
5 Assists, 5 Points, and 24 Penalty 
Minutes. The Lakers finished 8th in the OAU’s East 
Division and lost to the Carleton University Ravens in 
the first round of the playoffs. Brendan won his team’s 
Rookie of the Year Award.

MJHL Team: Selkirk Steelers

Watch for an interview with Scholarship recipient

Mitch Van Teeling in our Education issue coming out in late August!

At the recent IBAM Convention, the 2014 IBAM-MJHL Scholar-
ship was awarded to Mitch Van Teeling of the Dauphin Kings. 
Mitch could not make it to the President’s Dinner to receive his 
award in person as his Kings were hosting and playing in the 
Western Canada Cup. Proud mom Heather Van Teeling filled 
in for her hockey-playing son.

This is the third year for the IBAM-MJHL scholarship.  
The scholarship goes hand-in-hand with IBAM’s corporate 
sponsorship of the MJHL under the ‘Major Partner’ category. 
The criteria for the scholarship was developed jointly by IBAM 

and the MJHL. It com-
bines citizenship, com-
munity involvement/vol-
unteerism, and  academics 
with sportsmanship and 
achievement on the ice.

All MJHL teams 
nominate one or more 
graduating players and 
the applications are vetted 
and judged by the selec-
tion committee. 
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The Manitoba Chapter of the Risk 
Insurance Management Society, Inc., is 
looking forward to welcoming delegates 
and industry partners alike to the 40th 
Annual RIMS Canada Conference.  

CROSSROADS: Changing Land-
scapes, will be hosted in Winnipeg from 
September 14-17, 2014.      

Situated in ‘your own backyard,’ the 
location of this year’s RIMS Canada 
Conference presents an excellent oppor-
tunity for Manitoba-based risk practitio-
ners and industry partners – including 
insurance agents and brokers, insurance 
company personal, and claims adjusters 
– to attend the preeminent Risk Manage-
ment Conference in Canada. Whether a 
first time attendee or a veteran partici-
pant of the RIMS Canada Conference, 

the local organizing committee is com-
mitted to providing a first class confer-
ence experience for everyone.  

Conference activities start on Sunday 
morning with the opening of an engag-
ing exhibit hall, located in the expansive 
RBC Convention Centre. The formal 
day ends with conference participants 
attending a Welcome Reception at the 
Canadian Museum for Human Rights, 
a more recent addition to Winnipeg’s 
changing landscape. Situated at the 
Forks National Historic Site, a meet-
ing place for thousands of years, the 
venue is an ideal location for conference 
attendees to renew old acquaintances 
and form new relationships. 

In addition to networking opportuni-
ties, the primary focus of the conference 
is education. To that end, our program 
committee has been actively working on 
an educational program that is second 
to none. Talented and engaging speak-
ers from across Canada and the United 
States have been carefully selected to 
deliver quality sessions. The program 
will focus on the many challenges and 
opportunities faced by today’s risk 
practitioner as a result of a constantly 
evolving business landscape, including 
technological, human resource, eco-
nomic, environmental, geographical, and 
climate change issues.   

The program component of the con-
ference consists of two-and-a-half days of 
educational sessions. The format includes 
concurrent sessions selected from various 
categories including Risk Management, 
Claims, Enterprise Risk Management, 
Insurance, and Legal. The sessions will 
be categorized as either entry, intermedi-
ate, or senior level to facilitate delegate’s 
session selection.  

In addition, there will be five plenary 
sessions featuring keynote speakers that 
have been carefully selected to deliver 
relevant and interesting presentations. 
Our plenary speakers include a Gemini 
Award winning business journalist with 
a personal connection to Manitoba; 
a thought provoking author whose 
recent book is sure to generate debate; 
an undercover operative successful in 
infiltration into organized crime; a 
global business and policy thinker and 
strategist whose work helps major orga-
nizations anticipate and plan for tomor-
row’s challenges; and a Guinness record 
holder whose talks are designed to reveal 
and build our untapped memory poten-
tial – a lesson particularly valuable given 
the ‘information overload’ environment 
many of us live and work in.

Please be sure to visit our website 
www.rimscanadaconference.ca for addi-
tional details. 

2014
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The CROSSROADS 2014 team is looking forward to hosting you at our world-
class conference!

Our comprehensive program, including informative educational sessions and 
distinguished speakers, will focus on the challenges and opportunities faced by 
organizations operating in a constantly evolving business landscape. 

The CROSSROADS 2014 team, with the support of all our industry partners, 
is committed to making your conference experience first-rate and to sharing 
Manitoba’s renowned prairie hospitality.

Visit our website today for additional details!

40TH ANNUAL
CROSSROADS 2014: Changing Landscapes
Winnipeg, Manitoba 
September 14–17, 2014

JOIN FELLOW RISK MANAGEMENT PROFESSIONALS 
AT CANADA’S PREMIER RISK MANAGEMENT EVENT. 

www.rimscanadaconference.ca

http://www.rimscanadaconference.ca


http://www.templeinsurance.ca


Trans Canada Insurance Marketing Inc.  
www.tcim.ca   

Man, Sask, Quebec, NT, Nunavut
807-177 Lombard Ave  

Winnipeg, Manitoba R3B 0W5
204-925-8276  Fx: 204-925-8279

Alberta
82 Tucker Circle 

Okotoks, Alberta, T1S 2J7
403-982-0200  Fx: 403-982-0201

Ontario and Maritimes
26 Kemano Road 

Aurora, Ontario  L4G 2Y3
905-727-2042  Fx: 905-727-7154

British Columbia
778-372-8246  Fx: 778-372-8247

Jean Fontaine
204-925-8271
jfontaine@tcim.ca

Remi Pajot
204-925-8274
rpajot@tcim.ca

Marli Baluk
204-925-8275
mbaluk@tcim.ca

Karen Fontaine
204-925-8277
kfontaine@ 

tcim.ca

Colette Rezansoff
204-925-8262
crezansoff@ 

tcim.ca

Bob Gardecky
905-727-2042
bgardecky@tcim.ca

Mashood Ali
778-372-8246
mali@tcim.ca

Bonnie Penner
204-925-8270
bpenner@tcim.ca

Tammy Fontaine
204-925-8278
tfontaine@tcim.ca

Peter Harper
204-925-8268
pdh@tcim.ca

Gille LeBlanc
514-583-9604
gleblanc@ 

profescau.com

Shelley Tanchak
204-925-8830
stanchak@tcim.ca

Marie-Anne  
Shewchuk
204-925-8272
mashewchuk@tcim.ca

Jim Robinson
204-925-8260
jrobinson@tcim.ca

Chun Hao
403-452-8899
chao@tcim.ca

George James
403-982-0200
gjames@tcim.ca

Darla Sinclair
204-925-8261
dsinclair@tcim.ca

Chantal Antonakis
204-925-8265
cantonakis@tcim.ca

Resourceful,  
Knowledgeable,  
Capable

Leigh Rhymer
204-925-8273
lrhymer@tcim.ca
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What does it mean to be ACE insured?

 It means our companies are protected by an AA- rated insurer, one of the largest and strongest 

in the world. The people of ACE truly understand our risks and go out of their way to help us. We can 

rest assured knowing ACE is there when we need them.

© 2014 ACE Group. Coverages underwritten by one or more companies of the ACE Group. Not all coverages available in all jurisdictions. ACE®, ACE logo®, and ACE insured are trademarks of ACE Limited.

We are insured.

Insurance for businesses, families and individuals  |  acegroup.com/ca

Visit us at  

Canada RIMS 

Booth #5

http://www.acegroup.com/ca


April 30 - May 2, 2014
The Fairmont, Winnipeg

•	Avent Pro
•	Aviva Canada
•	BMO Bank of Montreal
•	Economical Insurance
•	Granite Claims Solutions
•	Intact Insurance Co.
•	Manitoba Blue Cross
•	Manitoba Public Insurance
•	Optimum Insurance
•	Peace Hills Insurance
•	Portage Mutual Insurance
•	Red River Mutual

•	RSA
•	Saskatchewan Mutual Insurance
•	SGI Canada
•	Sovereign General Insurance
•	Swiss Re Corporate Solutions
•	The Guarantee Company of 

North America
•	Totten Insurance
•	Travelers Canada
•	Wawanesa Insurance
•	Wynward Insurance
•	Zurich

supporters

soutH
BeACH
soutH
BeACH
BroKers CoNVeNtIoN

Revisited
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MeMBers ForuM

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

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

A flexible
underwriting

company, insuring
more than
just boats.

marine
division
Salmon Arm P 250.832.1008   F. 250.832.3222

property &
liability division
Langley P 604.532.6864   F. 604.532.6894
Edmonton P 780.391.2115   F. 780.391.2097
Manitoba P 877.532.6864   F. 604.532.6894

www.beacon724.com

Randy Carroll, CEO IBAO presents on Telematics

Sheldon Wasylenko, IBASRobyn Young, IBAA Michael Brattman, IBAO

Randy Carroll and Dave Schioler

Stephen Halsall,  
IBAC Chair & Past President

MPI/IBAM Operations Committee Richard Buchwald, 
Pitblado LLP

Operations Committee 
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KeyNote speAKer – tHe HoNourABle JeAN CHArest

Emcee Young Broker Brandi White

Moderator George Hodgson, IBAA’s CEO

John Mitchell, CEO,  
Portage Mutual Insurance

Tom Reid,  
VP Western Region, AVIVA

Laura Wiebe, CEO,  
Saskatchewan Mutual Insurance

Ken McCrea, then CEO, 
Wawanesa Insurance

The Hon. Jean Charest, former Premier of Quebec and former Deputy 
Prime Minister of Canada presented on global issues concerning 
international trade & economics, the environment, geo-politics and 
global security. The finale included interaction with insurance executives.
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  Complex  
Commercial Risk  

Wholesale
SPECIALISTS

Dave Weinberg CIP
Western Regional Manager

Direct: 604-678-5405
dweinberg@tsw-management.ca

www.tsw-management.ca 
Toll-free: 1-866-904-8146 • Fax: 604-678-6882 
200 - 1177 W Hastings St, Vancouver BC  V6E 2K3

TSW Management Services - 1/4 pg vertical magazine ad 3.375 x 4.625” 

KeyNote speAKer – tHe HoNourABle JeAN CHArest

Diane Brickner, CEO,  
Peace Hills Insurance

Jennie Moushos, Sr. VP Western 
Canada, Intact Inurance

Brian Esau, CEO,
Red River Mutual

Darryl Levy, CEO, 
Wynward Insurance
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presIdeNt’s dINNer
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presIdeNt’s dINNer
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presIdeNt’s dINNer
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Thanks to Bill Gange, David Cordingley and Kalyn Bomback of Gange, Goodman & French Law. Thanks also to the IBAM 
brokers who participated in the Mock Trial – Lindsey Jordan, Charles Beckley, Brandi White, Maggie Matsala, Jason Searcy,  
Kevin Swidnicki and Joyce Cassie.

FrIdAy eduCAtIoN sessIoNs
Canadian Olympic curler and insurance broker Cheryl Bernard

e & o MoCK trIAl: you sAId wHAt?
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AwArds luNCHeoN

CAIB Award winner Ruth Aucoin (MIG Insurance), ‘Top 
Student in Manitoba’ with presenters IBAM Preident Keith 
Jordan and IBAC Chair and Past President Stephen Halsall

Brett McGregor (Centre) of Guild Insurance receives a Certificate 
of Recognition for being the first graduate in both Manitoba and 
Canada of the IBAC-Laurentian University MBA Program.

CAIB Graduates 2013-2014

www.crawfordandcompany.ca

A Catastrophe Doesn’t Have to be a Disaster
Contact us at info@crawco.ca to find out how Crawford can 
help you prevent, prepare, and respond to catastrophes.

Prevent. Prepare. Respond.
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prIze wINNers

Trip for Two to Palm Springs, California 
was won by Cara Dowse (Ray Dowse,  
BSI Insurance)

Trip for Two to Miami, Florida was won 
by Susan Lethbridge of The Standard 
Insurance Brokers (West) Ltd.

Two cash prizes of $2,500 each were won by Cathie Coughlin and Karen Komishon (both of Coughlin Insurance).

otHer prIze wINNers:
eArly BIrd:
3 Nights Stay at The Fairmont  

– Connie Bromley, MIG Insurance
iPad – Shelley Hansen, Turnbull Whitaker Insurance

MeMBers ForuM:
$250 Visa Gift Cards 

– Kent Cooke (Cooke & Cook) and  
Lauren Hiltner (Western Financial Group)

AwArds luNCHeoN:
Dell Laptop – Debbie Wyatt, Wyatt Dowling Insurance

wINd-up:
$150 Visa Gift Card – Lindsey Jordan 

Dale
  Rempel
Memorial Golf 
Tournament

12pm Shotgun Start
Wednesday, 

August 27, 2014
Pine Ridge 

Golf Club & Elmhurt Golf 
& Country Club  

in support of
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As in the winnipeg sun, sunday May 25, 2014
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Electronic signatures, or eSignatures, is a 
technology solution that enables busi-
nesses and clients to send, receive and 
sign documents entirely without paper. 
Consumers already use eSignatures on 
a daily basis, whether making online 
purchases or simply tapping their credit 
card instead of signing a receipt. 

For insurance brokers, the benefits of 
adoption extend beyond convenience. 
They complement 
the efficiencies and 
cost savings already 
realized by the broker 
channel through 
eDocs and CSIOnet, 
boosting workflow 
efficiency, operational 
savings and, above all, 
customer satisfaction. 

Gerry Baert, Pres-
ident of BlueCircle 
Insurance, adopted 
eSignatures in spring 
2013. “We were 
already on eDocs. 
Now with eSigna-
tures as well, we save 
a third of the time per 
transaction compared 
to paper.”

Sproule Insurance also adopted eSig-
natures, using the technology almost 
exclusively. “We’ve certainly received 
great feedback from our clients,” says 
Jay Sproule, President. “We get com-
ments of excitement on the ease of 
doing business with us. They’re enam-
oured by the process.”

The convenience of eSignatures 
stems from shortening and simplifying 
the sales cycle – with no further need to 
print, sign, scan and send paper, brokers 
can complete applications with clients 
in a single interaction. In addition, 
brokers can expand their territory and 
client base by enabling clients to sign 
documents remotely on their personal 
computers and mobile devices.

For Baert, customer convenience is 
paramount. “We see it through reten-
tion.	It’s	measurable.	We	had	25%	fewer	
cancellations this March compared to 

last year, and while I can’t owe all of it 
to eSignatures, I would definitely say 
that half of that reduction could be 
attributed to eSignatures. It’s because 
of our speed of delivery, and how we’re 
able to put things in consumers’ hands 
in a way that they like.”

eSignatures solutions can contain 
rules to prevent signing until all required 
fields have been populated, limiting the 

occurrence of errors and corrections. 
“The biggest benefit is that we have the 
documents back so quickly – we don’t 
have that exposure out there,” remarks 
Baert. “The efficiency of our operation 
through document management has 
improved immensely.”

While there exists a misconception 
that eSignatures are not legal or enforce-
able, the opposite is true – Canadian 
e-commerce and insurance laws permit 
eSignatures both federally and provin-
cially. In fact, eSignatures can provide 
security and integrity that is superior to 
pen and paper.

Consent is a key piece of enforceabil-
ity, and as a first step in a transaction, 
eSignatures implementations typically 
obtain customers’ express consent to sign 
and receive documents electronically, 
providing evidence that they signed with 
full intent and comprehension.

eSignatures solutions also produce 
an audit trail, recording when the 
document was created, who modified 
it, when it was sent between parties 
and when it was signed. They feature 
tamper-proofing measures as well, 
invalidating signatures when unauthor-
ized changes are made.

Combined, consent and audit trails 
reduce the risk of repudiation and 

significantly deter 
contract disputes, 
litigation and 
settlements. “It’s 
fantastic from our 
point of view,” states 
Sproule. “Everything 
is time-stamped. 
Every time you 
touch the document, 
there’s a new version. 
We have better 
control over verifying 
documents than we 
did on paper.”

“The people who 
aren’t doing this,” 
says Baert, “they’re 
going to be left 
behind. It’s the same 
as if you’re not using 

eDocs or some sort of upload-download 
standard. Brokers just have to expose 
themselves to eSignatures – but it’s 
only one part of the equation. Every-
thing has to work together.”

Sproule has a similar philosophy. 
“eSignatures is about creating a seamless 
digital insurance transaction. It’s about 
amalgamating various documents, pos-
sibly from different sources, into a single 
client-ready document.”

CSIO, recognizing the benefits of 
eSignatures, commissioned law firm 
Fasken Martineau to produce an eSig-
natures Advisory Report. Released in 
November 2013, the Report is a foun-
dational document to educate brokers 
on the Canadian legal and regulatory 
landscape concerning eSignatures and 
provide guidance in researching and 
selecting a solution. Visit www.csio.com/
esignatures to learn more. 

 Go paperless 
and improve customer service with esignatures

Michael spiar, Member engagement & Communications specialist, CsIo

44 | SUMMER 2014 | Manitoba INSURANCE Broker  Index

http://www.csio.com/esignatures
http://www.csio.com/esignatures


SPECIAL REPORT:

Contents:
FIRELINE SYSTEMS - Ultrasonic Content Restoration Division ........................................................... 47

New beginnings for Winmar Winnipeg ...................................................................................................48

A Contents Revolution: EsportaTM & Fireline 
The time has come to restore, not replace ............................................................................................50

MX Restorations Ltd. (a division of MX Group Ltd.)  
‘From catastrophe to comfort’ ................................................................................................................53

Davian celebrating 40 years in business ................................................................................................53

ServiceMaster Restore - ready to restore peace of mind. ....................................................................54

SERVPRO – restoration through innovation ..........................................................................................55

Index 



1308 Chevrier Boulevard, Winnipeg, MB  R3T 1Y3

Tel: (204) 477-0560 (24 hours)   Fax: (204) 477-0561

Toll Free: 1-866-455-0560  Email: fgswpg@mts.net

• 24 Hour Emergency Service
• Content Removal & Cleaning/Restoration Service
• Residential and Commercial Restoration Projects
•  State-of-the-Art Dehumidification  

& Deodorization Equipment
• Applied Structural Drying Specialists
• Mould Remediation Specialists
• Trailer Mounted Emergency  
   Drying & Heating System
• SMT - Remote Structure Monitoring Technology
• Fireline Systems
• Esporta Wash System
• IICRC Certified
• Member of RIA (formerly ASCR)
• Member of the Better Business Bureau

First in Service, First in Response,  
First in Education, First in Technology, 
First General Services...  
Your First call to make.

We use environmentally friendly products demonstrating our  
commitment to a cleaner and greener sustainable future.

First General Services
Property Restoration Specialists

We’re First General and help has arrived.

http://www.firstgeneral.ca
mailto:fgswpg@mts.net


What is the Fireline  
Ultrasonic Cleaning System?
The Fireline Ultrasonic Contents Clean-
ing System is an assembly line process 
to quickly and effectively clean custom-
ers’ contents following damage caused 
by fire, smoke, water, mould or other 
related disasters. Ultrasonic cleaning is 
a technology that uses high frequency 
sound waves, creating a jet of liquid that 
in turn acts on contaminants adhering 
to the contents and forces it off the 
item. The principle behind ultrasonic 
cleaning is a phenomenon known as 
“cavitation”.

What is the Fireline  
Electronics Restoration System?
The Fireline Electronics Restoration 
System is a two-part process in which 
electronics are taken apart and cleaned 
inside and outside with pressurized de-
ionized water and detergent. The elec-
tronics are then placed in the Fireline 
Electronics dryer/deodorizer chamber 
for 8-10 hours in which the moisture 
is removed from the electronics and 
completely dried out. The electronics 
are then re-assembled.

Certified restorers
While utilizing the Fireline System, our 
expertise in content restoration enables 
us to offer a total solution that pro-
vides increased customer satisfaction. 
Employees that work in the Fireline 
System Division are all trained by Fire-
line Systems Precision Cleaning Special-
ists and are certified to work in restoring 
contents as a result of a fire, smoke, 

water, mould or other related disasters. 
Our staff is highly trained in property 
damage restoration. From initial and 
ongoing training by experienced techni-
cians, rest assured our staff is equipped 
with the knowledge to restore your 
property and contents. When choosing 

First General Services, you are choosing 
a company who understands the stress 
and worry that comes with devastation. 
Having our employees at your door with 
understanding, along with the knowl-
edge and training to back their work 
will prove to be invaluable. 

First General Services proudly present…

FIRELINE SYSTEMS - Ultrasonic Content Restoration Division

SPECIAL REPORT:

®
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SPECIAL REPORT:

For Bryan Dudek and Scott Rose of 
Winmar Winnipeg, the last 12 months 
have been challenging, yet rewarding. 
The unlikely duo met through Bryan’s 
son while they trained at the same 
martial arts dojo. Scott learned Bryan 
needed a manager at his restoration 
company. The chance encounter devel-
oped into a partnership, and ultimately 
a Winmar Franchise. 

With only a few franchised loca-
tions in the west, Winmar Winnipeg 
was one of the pioneers for the brand, 
and opened its doors in August of 2010, 
focussing on the ‘customer experience.’ 
“No task is too small for anyone in our 
office,” says Scott. “Anyone needing help 
can ask anyone on staff for anything at 
all. We really have a great team here and 
everyone believes in what we are doing.” 

“Building the right corporate culture 
has allowed us to grow and build our 
business to where we are today. Our 
people are really our strength,” says 
Bryan. “When we made the decision 
to become part of the Winmar Family, 
it became apparent pretty quickly that 
indeed we are a family, and it shows. We 
strive to create a supportive environment 
whereby members of our Winmar Team 
can excel in their areas of responsibility.”

After only three-and-a-half years, 
Winmar Winnipeg was able to relocate 
from its beginnings on Richard Street, to 
a much larger facility, at 1574 Erin Street. 
The larger building has enabled them to 
provide a broad range of services includ-
ing Emergency Work. This is all under the 
direction of seasoned pro Pat Francassi 

and his staff of 18 IICRC certified techni-
cians. The Construction Services are led 
by Joel Tetreault, who until recently 
operated his own general contract-
ing business. Penny Wiens manages 
the Contents Department and brings 
with her years of experience along with 
her experienced crew. They are able to 
utilize Winmar state-of-the-art contents 
software to provide timely and efficient 
reports to adjusters. 

The building is also home to Win-
mar’s six project managers, who col-
lectively have 150 years of experience 
in dealing with all areas of insurance 
claims and are familiar with insurer 
company protocols, enabling efficient 
and timely handling of claims. 

Office Manager Chantel Wood dili-
gently carries out administrative duties. 
With the aid of estimating and job cost-
ing software, Chantel ensures detail files 
are maintained and invoiced to comply 
with insurance company protocols. “We 
are very proud of our Winnipeg fran-
chise” says Sean Douglas, Regional VP 
Western Canada for Winmar Franchise 
Corp. “I began my insurance career in 
Winnipeg 25 years ago and absolutely 
love the people and the industry there. 
It really is a pleasure to be able to visit 
Winnipeg and build relationships with 
owners like Bryan and Scott. They really 
are doing wonderful things in the city.” 

“Community First” is one of Bryan and 
Scott’s mottos. Aside from helping people 
every day, Winmar Winnipeg prioritizes 
many community organizations and  
pride themselves as socially responsible 

corporate citizens and enjoy giving back 
to their city. This past winter, GM John 
Bullaro led the charge in organizing 
“Winmar Warms Winnipeg.” The initia-
tive saw John and the staff members 
collect and distribute warm jackets to the 
homeless and needy of Winnipeg. “This 
really showed how much this franchise 
cares about its city” says VP Sean Doug-
las. “We were so impressed by John’s 
ideas that we adapted this initiative and 
rolled it out with other communities in 
Western Canada.”

As currently the only Winmar fran-
chise in Manitoba, Winmar Winnipeg 
continues to look for opportunities not 
only within the city, but also in the rural 
regions of the province, and will go to 
many lengths to service their customers. 

Katie Mouritzen, AVP Western 
Canada has visited the office a few 
times, and had the chance to attend 
a few trade shows with the Winmar 
Winnipeg staff. “The staff is so friendly, 
and from the time I came in the front 
door, they made me feel welcome and 
went out of their way for me.” Proof, 
that not only are external relationships 
important, but the crew in Winnipeg 
really focus on the internal relationships 
as well.  

The future really does look bright for 
Winmar Winnipeg.  With the support 
of Winmar Franchise Corp. as well as 
the other franchise owners in Western 
Canada, Winmar looks to continue 
growing their brand in and focussing on 
their simple motto: “We always come 
through for you.” 

New beginnings for Winmar Winnipeg
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SPECIAL REPORT:

After 25 years, we know that the unexpected happens. We care 
about getting your clients’ lives and property back to normal. 

At Priority Restoration, we have joined the contents revolution 
by adopting the Esporta™ and Fireline technology. We are 
reducing landfill waste and restoring items that were 
previously considered to be non-restorable. Saving your 
clients’ precious items can be the factor that turns their 
negative experience into a positive one. 

Esporta™ Wash System
With our new Esporta™ machine, Priority Restoration has 
become a part of the soft contents revolution. We are now 
able to restore 85% of soft contents that were previously 
deemed non-restorable. The Esporta™ Wash System 
can restore unique items like shoes, pillows and hockey 
equipment that were damaged by water, heavy smoke and 
soot, mould and bio-waste contaminated goods. The Esporta™ 
is so efficient it can restore items to Food Grade Clean! With 
a 24-hour turnaround time for emergency items, customer 
satisfaction is at an all-time high. To date, the Esporta™ has 
saved millions of dollars on thousands of claims. 

Fireline Ultrasonic Cleaning System 
Designed to eliminate the inefficiencies and bottlenecks 
associated with standard cleaning methods, the Fireline 
Ultrasonic Cleaning System is the future of content 
restoration. The Fireline System, exclusive to Priority 
Restoration, can quickly and efficiently transform 
damaged content from beyond recognition to better 
than pre-loss condition. 

We can prove it to you. Come visit us for a building tour. 
We are happy to share what we do with who we do it for. 

Contact us at connectwithus@priorityrestoration.com  
or 204-786-3344. 

The unexpected happens. Get your life back, fast.

A Contents Revolution: Esporta™ & Fireline
The time has come to restore, not replace.
By Priority Restoration

Photos courtesy of Douglas Little Photography 

Cleaned by the Fireline System

Cleaned by the Esporta™ Wash System
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by adopting the Esporta™ and Fireline technology. We are 
reducing landfill waste and restoring items that were 
previously considered to be non-restorable. Saving your 
clients’ precious items can be the factor that turns their 
negative experience into a positive one. 

Esporta™ Wash System
With our new Esporta™ machine, Priority Restoration has 
become a part of the soft contents revolution. We are now 
able to restore 85% of soft contents that were previously 
deemed non-restorable. The Esporta™ Wash System 
can restore unique items like shoes, pillows and hockey 
equipment that were damaged by water, heavy smoke and 
soot, mould and bio-waste contaminated goods. The Esporta™ 
is so efficient it can restore items to Food Grade Clean! With 
a 24-hour turnaround time for emergency items, customer 
satisfaction is at an all-time high. To date, the Esporta™ has 
saved millions of dollars on thousands of claims. 

Fireline Ultrasonic Cleaning System 
Designed to eliminate the inefficiencies and bottlenecks 
associated with standard cleaning methods, the Fireline 
Ultrasonic Cleaning System is the future of content 
restoration. The Fireline System, exclusive to Priority 
Restoration, can quickly and efficiently transform 
damaged content from beyond recognition to better 
than pre-loss condition. 

We can prove it to you. Come visit us for a building tour. 
We are happy to share what we do with who we do it for. 

Contact us at connectwithus@priorityrestoration.com  
or 204-786-3344. 

The unexpected happens. Get your life back, fast.

A Contents Revolution: Esporta™ & Fireline
The time has come to restore, not replace.
By Priority Restoration

Photos courtesy of Douglas Little Photography 

Cleaned by the Fireline System

Cleaned by the Esporta™ Wash System

The time has 
come to restore, 
not replace.

At Priority Restoration, we have joined the contents revolution by adopting top‑of‑the‑line 
Esporta™ and Fireline technology. We are reducing landfill waste and restoring items that 
were previously considered to be non‑restorable.

24‑hour emergency service for your property, 
contents and document restoration.

204.786.3344     priorityrestoration.com

The unexpected happens. Get your life back, fast.

http://www.priorityrestoration.com


Our 24/7 emergency services include:Our regular services include:
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SPECIAL REPORT:

Emergencies can take place any time of day, and when they 
happen you need a reliable restoration company to handle the 
calls that come in. At MX Restorations, we specialize in insur-
ance restoration for both residential and commercial proper-
ties. When we receive emergency calls, our team is quickly 
dispatched to the location of the emergency where they 
immediately assess the situation and take the necessary steps 
to prevent further damage to the property. 

Our insurance restoration process is timely and effective. 
In many cases, we are able to restore the home or commercial 
property back to its original condition within a few days.

We work closely with insurance providers and 
homeowners on our projects. Our extensive experience in 
satisfying restoration insurance claims results in satisfaction 
for all involved parties. We work hard to deliver results as 
scheduled, while staying within budget.

Since the beginning, MX has been committed to providing 
quality service and workmanship to our customers. MX was 
first started in 2003 with two employees providing renova-
tion services. 

Today, MX has evolved into the MX Group Ltd. a full-
service solution for our customers, offering a range of service 
from renovations to restoration to new home building. 

MX Restorations Ltd. (a division of MX Group Ltd.)  
- ‘From catastrophe to comfort’

Davian Construction 
Ltd. is a locally-
owned, family-
operated business 
proudly celebrating 
its 40th anniversary 
in 2014.  

In 1974, partners 
David Gatherum 
and Ian Balcain formed Davian Construction Ltd. (a 
combination of their first names). While David retired 25 
years ago, Ian is actively involved on a daily basis as the 
President and CEO. 

Davian is a general contracting firm that specializes in 
providing services to the Insurance market, dealing with 
restoration aspects after fire, smoke, water and impact claims 
to residential and commercial properties alike.

Heather Certified Restoration (a division of Davian) 
handles the typical fire/smoke/water related content issues. 
In addition, Davian has staff who are certified in all aspects 
of environmental remediation.

The team at Davian Construction looks forward to  
continuing to service the insurance industry for the next  
40 years! 

Davian celebrating  
40 years in business

Head Office: 
270 Lulu Street, Winnipeg, MB  R3E 1X9

complete disaster  
restoration specialists

furniture and  
contents processinG

•	Fire/smoke
•	Flood
•	Vandalism
•	ultrasonic	cleaning
•	WareHousing
•	electronics
•	Furniture	and	 

contents processinG
asBestos and mould  

remediation specialists
24	Hr.	emergencY	serVice

General contractors
•	residential	&	commercial
•	disaster	restoration
•	insurance	claims
•	retail	interiors
•	Painting/decorating

TELEPHONE: 
(204) 783-7251

24 HR EMERGENCY  
SERVICE

FAX (204) 775-0464
E-MAIL: iab@davian.mb.ca

Ian Balcain
Paul Balcain
Barry O’Neill
Chris Kolba

Jared Ewonchuk
Ian Balcain

Telephone: (204) 783-9116
Fax: (204) 775-0464
E-mail: iab@davian.mb.ca

740 Logan avE.
WinnipEg, MB
R3E 1M9

We offer 24-hour emergency response when disasters strike, 
insurance-based renovations services, an ICC accredited floor-
ing store, as well as a range of comprehensive commercial and 
residential renovations services including roofing, environmen-
tal, electrical, maintenance and painting services. 

MX Group Ltd. is a LEED accredited and IICRC accredited 
firm with an extensive COR certified safety program. Learn more 
about our certifications and association membership.

For more information, visit www.mxrenovations.com. 
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SPECIAL REPORT:

In 2013, Canadians experienced some 
of the most expensive, disruptive and 
catastrophic weather in our nation’s 
history. These events had a tremendous 
effect on several Canadian communities, 
with property damages in the millions 
and immeasurable personal loss for the 
people within those communities.

With disaster res-
toration locations 
throughout the 
country, Service-
Master Restore® 
was able to mobilize 
its network and 
respond quickly 
and effectively. 

The company’s Director of Disaster 
Restoration, Stephan Roy says, “Ser-
viceMaster Restore across the country 
is delivering on its brand promise of 
Restoring Peace of Mind®. We repair 
homes and businesses every day, but 

more importantly we are responding 
to the customer needs at critical times 
and assuring them that we can help get 
their lives back to normal as quickly  
as possible.”

For over 60 years, ServiceMaster has 
served Canadians and continues to be a 
leading provider of disaster restoration 
services for residential, business and 
industrial customers. Through ongoing 
innovation of products, processes and 
equipment, ServiceMaster Restore has 
been able to handle any unexpected 
event, no matter how big or small.

Roy says, “Our national footprint 
provides the breadth of national 
resources with the commitment to local 
response. Our franchisees are dedicated 
business owners who are fully invested 
in the communities they serve. When 
the unexpected happens, local residents 
and business owners know they can 
rely on ServiceMaster Restore for fast 
response and superior service.”

David Friesen, 
owner of Service-
Master Restore 
serving Winnipeg is 
a prime example of 
this commitment 
to the customer. 
Friesen says, “We 
understand the 

impact of our customers’ loss and we 
firmly believe that our first job is to put 
their mind at ease. With quick response 
time to assess the damage and a strong 
plan of action, we can minimize the 
disruption to our customers’ lives.”

ServiceMaster of Winnipeg brings 
over 50 years of collective experience 
in emergency service and remediation, 
high-level construction and carpentry. 
Friesen states, “We were in a unique 
position to join such a progressive 
brand, build a company that has a new, 
innovative mindset with a longstand-
ing, deeply-rooted knowledge base.” 

ServiceMaster Restore - ready to restore peace of mind.

When disaster strikes, you want 
to know that your needs will be 
taken care of.

You need a professional, reliable and dedicated company
that will help you get back to normal as quickly as possible.

Whether you have been affected by water, fire or natural 
disaster, our team of trusted professionals will provide 
the best disaster restoration services for your situation. 
With locations across the country, we have the ability to 
provide emergency response – 24 hours a day, 7 days 
a week, 365 days a year. We respond immediately to 
mitigate damages and minimize your losses, and utilize 

state of the art equipment to produce results. It’s our 
main goal to provide you with the support you need,
so that you can find peace of mind knowing that we are 
there when you need us most.

1-800-RESPOND
servicemasterrestore.ca Restoring Peace of Mind®
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SERVPRO has been known as a premier 
cleaning and restoration company for 
over 40 years. In fact, our vision state-
ment is “To be the premier cleaning and 
restoration company in the world.” 

Over the years SERVPRO has grown 
to be the #1 ranked restoration fran-
chise worldwide. In 2014, SERVPRO 
was ranked #7 out of all franchise 
systems by Entrepreneurs magazine.

From carpets to catastrophes, 
SERVPRO has the processes, standard 
operation procedures, and equipment, to 
handle any type of loss. Most people in 
the insurance industry know the basic 
process of completing a restoration and 
mitigation. Our effort lies in what can be 
done with innovation, which adds value 
to any standard service that is currently 
provided. SERVPRO has its own proprie-
tary claims handling software that tracks 
the claim from start to finish. With the 
newly released, proprietary DRYBOOK 
MOBILE operating system, our staff can 

monitor all aspects of job status in real 
time from a mobile device. Tablet-based 
data entry from customer authorizations, 
to certificate of satisfaction, the system 
provides full disclosure to all parties.  

‘SERVPRO GREEN’ is our environ-
mental program that offers ecofriendly 
products and processes to both the 
customer and the insurance representa-
tive. LEED certification programs are 
available as well. All SERVPRO offices 
have the ability to preform energy star 
audits when preforming inspections. 
This process saves money on energy 
costs, but also our environment.

With over 16,000 employees, thou-
sands of pieces of equipment, and 
many years of experience, SERVPRO 
has developed specialized teams such 
as LLRT – Large Loss Response Team, 
EXTREME team and CAT team. These 
specialized programs enable SERVPRO 
to be the leader in large-scale responses 
such as Hurricane Katrina, Hurricane 

Sandy, and the Calgary flooding. Last 
year, SERVPRO mobilized over 1000 
staff in southern Alberta alone to assist 
in the catastrophe response.

In Canada, we now have coast-to-
coast representation, with offices from 
BC to Newfoundland. As the brand con-
tinues to grow, it will become a staple 
in the insurance mitigation industry.  
SERVPRO is now certified to offer CE 
classes in your local area to offer true 
value added education.  Please contact 
us to get full details.

Personalized, local service with inter-
national response capability, SERVPRO 
has the ability to aid in any type of 
disaster. We are thankful to be part of 
the Manitoba market, and will be happy 
to be a valued provider of services in the 
insurance sector. Look forward to a major 
expansion and big things to come in 2014 
and 2015 for SERVPRO. Please contact 
our office for more information or check 
our website at www.servpro.com. 

SERVPRO – restoration through innovation

 

h 

A fire or water damage, even a small one, can be stressful for 
anyone. When it’s your home, your business or your belongings that 
become damaged, you don’t just want things clean, you want your 
life back. That’s where SERVPRO® of Winnipeg comes in. 

SERVPRO® of Winnipeg is a team of professionals trained in cleanup 
and care for your home of business. SERVPRO® has been working in 
North America communities for over 35 years. We are available 24 
hours a day, 365 days a year with a full line of restoration services. 

The first steps taken to clean up a fire or water damage can mean the 
difference between restoring versus replacing. Contact SERVPRO® of 
Winnipeg at 204-779-1720 for additional information. 

 

 

 

 

 

With the newly released, proprietary 
DRYBOOK MOBILE operating system, 
our staff can monitor all aspects of job 
status in real time from a mobile 
device.  Tablet based data entry from 
customer authorizations, to certificates 
of satisfaction, the system provides full 
disclosure to all parties. 

204-779-1720             
office@servprowinnipeg.com 
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Dan guimond was recently 
appointed president and Chief Executive 
Officer of Manitoba Public Insurance. 
He took time recently to sit down with 
Manitoba Insurance Broker to chat about 
his new position, the state of Manitoba 
Public Insurance and the relationship the 
corporation has with Manitoba brokers.

On his background
My dad was in the Canadian armed forces and we moved 
around a bit in my early years. I’ve lived in Manitoba since 
I was 17, though, and I feel like I’m a Manitoban through 
and through. I graduated with a B.A. from the University 
of Manitoba and got introduced to the insurance industry 
when I was hired at Great West Life.

I joined Manitoba Public Insurance in 1990 and filled 
various positions within the corporation over the years, 
most recently as vice-president of Strategy and Innovation 
and Chief Information Officer. In my 24-years with 
Manitoba Public Insurance, I am proud of the knowledge 
I’ve acquired and the relationships I’ve built. I really am 
quite passionate about this place. I was named president 
and CEO in February, succeeding Marilyn McLaren.

Getting to know 
MPI’s Chief 
Executive Officer

In my 24-years 
with MPI, I am proud 

of the knowledge 
I’ve acquired  

and the relationships 
I’ve built.

 Index



I have an associate customer service designation from 
the Life Management Institute and I’m also a fellow of 
the Institute. I’ve also completed the Queen’s University 
School of Business Public Executive Program in 2004.

On his transition to President and CEO
The transition has gone very well. Manitoba Public Insurance 
has an excellent management team composed of talented 
individuals who work really well together. 

We believe it is important to remain vigilant and not rest on 
our laurels within what is a rapidly changing industry. We are 
focusing on road safety, cost control and process improvement. 
Gains in all these areas will be extended to customers.

On his initial priorities
Our initial priority is to ensure the transition is effective  
and seamless. We will continue to adapt to our ever-changing 
environment, remain strong and stay true to our mandate. 

We are looking to change how we process claims to make 
it more streamlined and easier for customers. We are study-
ing changes in the medical industry to ensure our Personal 
Insurance Protection Plan is up to date. We are committed to 
providing the most comprehensive auto insurance at the most 
affordable price. In short, we are proud of what we are, but we 
are committed to getting even better!

On Manitoba Public Insurance’s  
relationship with brokers
We have an excellent relationship with the Insurance Brokers 
Association of Manitoba and brokers across the province. 
Brokers are very important business partners. With almost 
300 brokerage locations marketing Autopac, many of which 
are open seven days a week, brokers provide our customers 
with immediate service and are a huge part of helping us 
meet our customer satisfaction index. 

I’ve been fortunate to have had a long relationship with 
their CEO, Dave Schioler, who joined IBAM when I was 
appointed a vice-president with Manitoba Public Insurance. 
Shortly after, we were involved in creating a new agreement 
between the corporation and brokers.

Under Dave’s leadership and careful direction, IBAM has 
continued to grow in a positive direction, allowing us to have 
a true, strategic partnership.

On hiring his predecessor on a contract basis
It’s important to fully explain and clarify our risk-mitigation 
strategy as it related to Marilyn, who had 30-plus years 

of experience. She has not been retained on a full-time  
basis – Marilyn will be there when and if she is needed.  
This type of risk-mitigation agreement is done all the time in 
the corporate world to ensure a seamless transition process. 
It’s a good business risk mitigation strategy.

On the recent brutal winter season
There is no doubt the past winter tested everyone’s resolve 
– and we encountered an inordinate number of vehicle 
collisions during the season. We will submit our General Rate 
Application to the Public Utilities Board in June. Based on 
a record-setting winter for collision claims, it would not be 
unreasonable to conclude this rate application may request an 
overall rate increase which would take effect March 1, 2015.

Manitoba Public Insurance prides itself in rate stability. In 
fact, if there is a rate increase it would only be the third one 
over the last 15 years. This is a remarkable feat when comparing 
our rate stability to other jurisdictions which have experienced 
annual rate increases, combined with a loss of benefits.

On time spent away from the office and boardroom
I’ve been known to take work home on occasion (LAUGHS), 
but when I am really away from work, I enjoy reading. I read 
a lot of business magazines to stay on top of things both 
inside and outside of our industry. My wife, Louise, and I 
like to stay in shape and enjoy hiking, running, biking and 
walking. Last year, I ran the full Manitoba Marathon. It was 
extremely challenging, but I’m proud to say I did it! It was an 
experience I’ll never forget. 

Dan Guimond
We are committed  

to providing the 
most comprehensive 

auto insurance 
at the most  

affordable price.
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Your clients count on you, especially when their lives have been turned 
upside down. When a tornado hit Goderich, Economical®   was on site — 
actively supporting brokers like Scott and Beth and o�ering  
policyholders help that matters. 
 
Watch Scott and Beth’s story at economicalinsurance.com.

The Economical brand includes the following property and casualty insurance companies: 
Economical Mutual Insurance Company, Perth Insurance Company, Waterloo Insurance Company, 
The Missisquoi Insurance Company, Federation Insurance Company of Canada. ©2014 Economical 
Insurance. All rights reserved. Economical® and related trademarks, names and logos are the 
property of Economical Mutual Insurance Company and are registered and/or used in Canada. All 
other trademarks are the property of their respective owners.

I can’t think of a company  
I’d rather deal with than  
Economical in a disaster.  
Sco� MacEwan, BMF Insurance

Economical le� a really 
good feeling for the clients 

and for us as brokers. 
Beth Feagan, BMF Insurance

http://www.economicalinsurance.com


Western Financial Group’s Jeff Burke is 
currently celebrating six months at the 
helm of the company as President and 
CEO (he assumed the roles on January 1). 
Since 2012, Burke had served as Presi-
dent and CEO of Western’s network of 
brokerages that includes more than 160 
branches from BC through Manitoba. 
The personable leader took time to sit 
down with MIB to reflect back over 
those six months and look ahead – and 
he had some interesting things to say.

Transition
“The transition into my current role 
has gone very smoothly,” says Burke. 
I succeeded an industry legend, Scott 
Tannas, who has moved on to Canada’s 
Senate. Scott has been my mentor and 
is the reason I joined Western two years 
ago. Fortunately, he remains engaged 
with the company as Vice Chair and 
Founder. He is only a phone call away.

“The rest of our leadership team did a 
great job of succession planning and has 
also been very supportive, particularly 
Jim Dinning, Western’s chairman of the 
board, and Desjardins Group’s President, 
CEO and chair Monique Leroux (Desjar-
dins purchased Western three years ago). 
They eased me into the position, so that 
right from the start I was comfortable.

“My job is to lead the company’s 
core of business units, the network’s 162 
branch offices, Western Financial Group 
Insurance Solutions, Western Financial 
Insurance Company (Petsecure) and 
Western Life Assurance.

“Near the top of our ‘to-do’ list this 
year was overseeing the re-opening of 
our High River branch following the 
devastating flooding of 2013. High River 
is Western’s home and it’s important 
for employees and customers that the 
branch opened as soon as possible. We 
are optimistic that this will take place 
this summer and I salute everyone 
involved in making it happen.” 

Goals and growth
On the company’s immediate goals, the 
Colorado native says, “We committed 
ourselves to building Western’s future 
direction through a strategy we called 
‘One Western.’ We have over 100 
businesses under the Western banner 
and felt it was important to increase 
alignment – get everyone going in the 
same direction and know what that 
direction is. 

“Following 2013, a year in which 
we managed to conclude a number of 
acquisitions across western Canada, 
it was decided to take a hiatus from 
acquisitions during 2014 – although in 
January	we	did	assume	100%	control	
of Falkins Insurance Group in the 
Kootenays	(up	from	the	40%	control	
we’d acquired in 2010). In 2014, we’ll 
assess where we are and where we 
want to grow in the upcoming years. 
We expect 2015 to be another year of 
acquisitions and growth. Our goal is 
to double our business by 2020 to $2 
billion in premium. In the two years 
I’ve	been	here,	we	have	grown	by	25%,	
so we see that 2020 goal as something 
that is certainly attainable – especially 
after learning that the Q1 of 2014 was 
the company’s best quarter ever!”

The HR challenge 
Like other entities in the industry, 
Western is concerned about hiring 
quality employees for the right 
positions. The new President and CEO 
says, “When it comes to attracting 
‘millennials’ to the industry and to 
Western, I think we have to do a 
better job. This may mean flexibility 
in work schedules to accommodate 
both working parents, and being more 
visible in our community payback 
efforts such as Habitat for Humanity 
and Big Brothers, as it’s been well 
documented that this appeals greatly 
to this generation of Canadians. 

Insurance is an unknown career with 
this generation and we have to be 
more active in boosting our visibility, 
including on the social media front. 
Western has a successful employee 
referral program that we’d like to see 
expanded even more.

“With existing employees, we see 
the value of inspiring and promoting 
teams from within. We don’t want 
to provide jobs. We want to offer 
evolving careers wherein employees 
are always growing and improving. 
This creates more engagement and, 
in the end, more creativity and 
productivity.”

Technology drives innovation
Jeff Burke is a big fan of Western’s 
recently instituted BMS (broker 
management system). After an exten-
sive search, the company settled on 
the new Applied Epic System. Burke 
says, “We were the first in Canada to 
adopt the system. To date, we have 
30 branches engaged, with the rest 
coming onboard by year’s end. The 
system allows users to easily access 
data and customize the workflow. It is 
creating a lot of efficiencies within our 
organization, which allows employees 
to spend more time with custom-
ers. In the future it will help service 
customers in urban and rural settings 
more on their terms than on ours. We 
are confident that we made the right 
decision going with the Epic System.” 

In conclusion, Burke says the begin-
ning of his era as leader of Western 
Financial has been “fantastic.” He adds, 
“I’m half a year in and loving it. I can’t 
wait to see where we are at the end of 
the year, and then at the end of 2015, 
and so on. My wife Julie and I really 
enjoy High River. It reminds us so 
much of Colorado, our previous home. 
And the Canadian P&C insurance 
industry suits me just fine.” 

Half a year in 
– and loving it
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Your clients count on you, especially when their lives have been turned 
upside down. When a tornado hit Goderich, Economical®   was on site — 
actively supporting brokers like Scott and Beth and o�ering  
policyholders help that matters. 
 
Watch Scott and Beth’s story at economicalinsurance.com.

The Economical brand includes the following property and casualty insurance companies: 
Economical Mutual Insurance Company, Perth Insurance Company, Waterloo Insurance Company, 
The Missisquoi Insurance Company, Federation Insurance Company of Canada. ©2014 Economical 
Insurance. All rights reserved. Economical® and related trademarks, names and logos are the 
property of Economical Mutual Insurance Company and are registered and/or used in Canada. All 
other trademarks are the property of their respective owners.
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Tax planning for your  
incorporated insurance business
By Michael Selchen, Pitblado Law

 Building your insurance broker-
age business requires years of 
hard work, devotion and time. 

During this period, few business owners 
are focused on the fact that inevitably 
there will come a time when you will no 
longer own the shares of your incorpo-
rated insurance business. This eventual-
ity will occur either actively (through a 
sale to a third party) or passively (when 
you pass away). Either way, there could 
be significant tax consequences associ-
ated with this event.

Most business owners realize that 
when they sell the shares of their busi-
ness, there will be a tax cost associated 
with this sale. What many owners don’t 
realize is how significant this tax cost 
may be. What even fewer owners realize 
is that this same tax consequence will 
occur when you pass away owning shares 
in your business. However, unlike a sale 
to a third party, this tax cost will occur 
notwithstanding that you have received 
no funds from which to pay this tax.

Whether you plan to sell your shares 
while you are alive, or pass away holding 
shares in your corporation, these signifi-
cant tax consequences will arise, eroding 
the financial legacy that you may wish to 

leave for your loved ones. These tax con-
sequences may be minimized or avoided, 
but only if you start planning in advance.

If you sell your shares to a third 
party while you are alive there will be 
an actual disposition of your shares for 
tax purposes. If you pass away hold-
ing your shares, there will be a deemed 
disposition of those shares for tax pur-
poses. Either way, this disposition will 
normally result in a capital gain. This 
capital gain will generally equal the dif-
ference between what you paid for your 
shares and the fair market value of the 
shares at the time of disposition, with 
50%	of	this	difference	being	taxable	at	
your personal marginal tax rate.

Take the following scenario as an 
example. When your insurance busi-
ness was originally incorporated, you 
purchased 10 shares for an aggregate 
total of $1.00. Your business has been 
successful and your shares are now 
worth $1,000,001. On the disposition 
of these shares, there will be a capital 
gain of $1,000,000 resulting in a tax bill 
of approximately $215,000, even if you 
had no other taxable income in the year. 
As discussed above, a deemed disposi-
tion may be even more problematic 

since you would not have received any 
value to offset these taxes. In this case, 
without proper insurance or significant 
funds from other sources, your estate 
may be left with a significant unfunded 
tax liability. With proper planning, these 
taxes can be minimized.

Although there are several methods of 
significantly reducing your tax bill on a 
disposition of your shares, there are two 
methods to be considered immediately. 

The first (and perhaps the most 
important) method to guard against 
a significant tax bill on an actual or 
deemed disposition of your shares is 
to ensure that the shares qualify for 
an individual’s lifetime capital gains 
exemption (LCGE). Currently, the LCGE 
is $800,000. This means that the LCGE 
will shelter up to the first $800,000 of 
capital gains on qualified small business 
corporation shares, resulting in substan-
tial tax savings.

In the situation described above, the 
first $800,000 of gain would be sheltered 
from tax, resulting in a capital gain of 
$200,000. The overall tax bill would 
be reduced to approximately $30,430. 
Using the LCGE would result in an 
approximate tax savings of $184,570.
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At Pitblado Law we understand 
tax planning. We can help 
you structure your business 
operations to maximize tax 
efficiencies on an ongoing basis 
and put in place mechanisms 
to reduce or eliminate tax on 
an eventual sale or transfer 
of shares to family members.  
How can we help you?
www.pitblado.com

Michael Selchen
204-956-3577
selchen@pitblado.com

ABouT PITBLADo LAW

Not all dispositions of shares can be 
sheltered by the LCGE. It is important, 
on a regular basis, to review the assets of 
your corporation to ensure that there are 
no non-active business assets (such as pas-
sive investments or excess cash) remain-
ing in the corporation that could put the 
shares offside of qualifying for the LCGE. 
There are various techniques that can be 
employed to assist in removing non-active 
business assets out of the corporation. 
Such techniques are generally referred to 
as purification strategies, as you are puri-
fying the corporation of offside assets. 

The second strategy to be considered, 
and which will generally be used in 
conjunction with a purification strategy, 
is to bring in additional family members 
as shareholders well in advance of an 
actual or deemed disposition of shares. 

For example, using the above scenario 
of a sale resulting in a capital gain of 
$1,000,000, to the extent the $1,000,000 
gain is distributed among several family 
members, as opposed to just you, the 
aggregate tax bill may be reduced. This 
is because each individual’s proportional 
share of the capital gain will be taxed at 
each individual’s marginal tax rate. In 
addition, to the extent the shares other-
wise qualify for the LCGE, each individ-
ual’s capital gain exemption of $800,000 
may be utilized, thus allowing for gains 
in excess of $800,000 to be sheltered. 
In the situation when you pass away 

holding shares, by bringing in family 
members early on, the capital gain on the 
resulting deemed disposition (at the time 
of your passing) will be limited only to 
the shares still owned by you. 

In addition to accessing one or more 
LCGE’s, utilizing these types of strategies 
may provide additional benefits including 
substantial creditor protection of corpo-
rate assets and the ability to income split 
with family members (in order to reduce 
your family’s overall tax bill).

Though it is not the most fun topic, 
it is important to remember that it is 

never too late to begin planning for the 
inevitable. Consultations with your 
lawyer, accountant and financial advi-
sor will help you choose the strategy 
that is right for your business and your 
ultimate goals. Planning techniques that 
are put in place well in advance will help 
save significant taxes on a future dispo-
sition of the shares in the business you 
worked so hard to build and grow.  

Do you have a legal topic you’d 
like to see in a future article? If so, 
contact us at firm@pitblado.com. 
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Managing your cash

BUSINESS CORNER

Tony Ngo, BMO 
Bank of Montreal

 The cheapest money you can 
find may be closer than you 
think – in your brokerage. 

Accessing it requires self-discipline 
and good management of cash or 
what accountants refer to as “liquid-
ity.” This can help improve your prof-
its, reduce the business risk of your 
brokerage and even enhance its value.

Probably the best mantra when it 
comes to managing your brokerage’s 
cash is ‘in on a jet plane and out by 
dog sled’ – meaning you should accel-
erate cash inflow while decelerating 
its outflow.  

Brokerages manage two primary 
cash inflows – premiums from cus-
tomers and commissions from mar-
kets. While the relative mix of agency 
versus direct bill business varies 
amongst brokerages, finding oppor-
tunities to speed up cash flow is not 
unique to either billing system. On 
direct bill business, consider leverag-
ing your bank’s cash management 

services to receive commissions from 
your markets. While this may not 
necessarily speed up the receipt of cash, 
the predictability of the payment dates 
is likely to improve, by eliminating 
delays due to mail or manual process-
ing at the carrier. This, in turn, better 
allows the brokerage to plan its liquid-
ity accordingly. 

Another opportunity to enhance 
cash inflows is through premium col-
lection. If you are consistently provid-
ing credit to your customers some care-
ful consideration of the costs involved 
may be worthwhile. For customers 
that regularly stretch their premiums 
payable (and hence your commission), 
this may cause the brokerage to rely 
more on an operating line and incur 
interest expense. Careful examination 
of your brokerage’s policies on overdue 
accounts (daily monitoring, collection, 
cancellation, receiving electronic pay-
ments) will help minimize the associated 
cash drain. Poorly managed receivables 

can ultimately result in higher bad 
debts, an obvious negative on cash 
balances. Additionally, you may want 
to consider having your clients use a 
third-party premium financing solu-
tion or develop an in-house premium 
financing offer to alleviate cash strains 
created by habitually late payers. 

Ultimately if the brokerage main-
tains positive general account balances, 
then consult with your banker as to 
potential income generating oppor-
tunities that also consider forecasted 
cash needs. Quite simply it generally 
is not advantageous to be booked into 
an investment and also drawing on an 
operating line. 

Decelerating cash outflows is another 
important component to liquidity. Some 
simple steps include: controlling petty 
cash and advances, using credit cards 
for employee expenses (which also helps 
with record keeping), paying bills only 
when due, and examining any prepaids 
for advantageous discounts. In looking 
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at payables under general expenses, 
it is most cost effective to prepare for 
them in advance. Separate the payables 
into 30, 60, 90 and more than 90 day 
due dates. Then segregate all payables 
by type: those offering discounts for 
early payment, those that are demand-
ing/charging on overdue accounts, 
and those that allow you to run long. 
Armed with this information you will 
be better able to draw up a suitable 
payment schedule that maximizes your 
cash on hand. 

An added benefit of better under-
standing cash ins/outs is improved 
cash forecasting. Knowing well in June 
that the following February will see a 
brokerage running tight could prompt 
for advanced changes in cash manage-
ment or the need to set up an operating 
line	(usually	less	than	10%	of	annual	
commissions). Taking such action in 
advance rather than responding to an 
overdrawn account is a great insurance 
policy for your brokerage. 

The best mantra when it comes to managing your brokerage’s 
cash is ‘in on a jet plane and out by dog sled’ – meaning you 
should accelerate cash inflow while decelerating its outflow.  

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 Tony Ngo, Manager, Insurance Brokers Services at 

1-877-629-6262, contact us by email at industry@bmo.com or visit your 

local BMO Bank of Montreal branch.

A member of BMO Financial Group.  ®  Registered trade-marks of Bank of Montreal.
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Applied Systems Releases Applied PerformanceManagement

Applied Systems has released its new ana-
lytics application, Applied Performance-
Management, in Canada and the US. It’s 
the first application designed for broker-
ages to transform their data into visual 
business insights that enable executives to 
make more informed decisions.

Applied PerformanceManagement 
analyzes brokerage management system 
data stored in Applied Epic and Applied 
TAM and quickly generates multidimen-
sional visual representations of business 
performance over time based on key per-
formance indicators used by brokerages. 
With the software, brokerage executives 
get a greater understanding of their 

clients, prospects, internal operations 
and carrier relationships to increase 
growth and profitability.

Key benefits of Applied  
Performance Management include:
•	 Strengthen	client	relationships,	

retention and market share with 
greater visibility into client revenue 
and policy retention, enabling bro-
kerages to make better decisions that 
lead to stronger client relationships 
and new customers.

•	 Build	more	profitable	carrier	relation-
ships through a multidimensional view 
of quoting and policy activities with 

carriers to better understand profitabil-
ity trends, gaps and opportunities.

•	 Manage	productivity	more	precisely	
with insights to optimize the work-
force for greater productivity and 
deploy resources to maximize profit-
ability based on a comprehensive 
assessment of employee productiv-
ity, producer workload, revenue per 
employee and other metrics.

•	 Identify	high/low	performing	areas	
and growth opportunities by under-
standing how to more effectively 
market to customers based on geogra-
phy, coverage gaps and retention per-
centages across multiple time periods.

RSA Canada sells Noraxis

RSA Canada has agreed to sell its major-
ity share in Noraxis Capital Corporation 
to Arthur J. Gallagher & Co. for $500 
million. After minorities, and including 
estimated excess working capital, RSA 
is expected to receive cash consideration 
of $441 million subject to closing adjust-
ments on completion. “As the majority 
shareholder in Noraxis Capital Corpora-
tion, an independently operated network 
of insurance brokers, we believe we are 
extracting significant value on our invest-
ment,” said Rowan Saunders, CEO, 
RSA Canada. “This move enables us to 
invest in advancing our strategy and 
build stronger capabilities and proposi-
tions to our brokers and customers.”

“In Noraxis, we have found the ideal 

partner and together we now have a 
proven platform for organic growth and 
a leadership team that will continue to 
attract new merger partners in Canada,” 
said J. Patrick Gallagher, Jr., Chairman, 
President and CEO, Arthur J. Gallagher & 
Co. “By joining with Gallagher, Noraxis 
will be able to leverage our sales and 
service capabilities across Canada. In par-
ticular, our combined expertise in areas 
such as energy, construction and mining 
align well with growth opportunities in 
the Canadian market. We’re extremely 
pleased to welcome the Noraxis team to 
our Gallagher family of professionals.”

RSA Canada first became involved 
in Noraxis Capital Corporation in 1999 
as a means of supporting a strong and 

growing Canadian broker network. Bro-
kers who joined Noraxis gained access to 
additional resources and tools to grow 
their businesses while maintaining their 
independence.

“The timing was right to sell our 
stake,” continued Saunders. “Noraxis 
was strategically important, but not a 
core part of our business and our focus 
remains steadfast in executing our Cana-
dian strategy and providing our custom-
ers and brokers with the best service 
and propositions as possible. We wish 
Noraxis, and their tremendous people, 
continued success as part of Arthur J 
Gallagher & Co. and look forward to 
continuing to work with them as valu-
able broker partners.”

CgI inks contract with Desjardins  
as part of State Farm Canadian acquisition

CGI has signed a 21-month contract 
with Desjardins Group as part of 
the acquisition project announced 
last January involving the Canadian 
P&C and life insurance operations 
of State Farm, the largest mutual prop-
erty insurance company in the US.

To aid Desjardins in the implementa-
tion of this project, which is subject to 
regulatory approvals, CGI will carry out 
work to adapt systems and convert data 
in areas related to vehicle and home insur-
ance. In addition, its experience in busi-

ness integration will be substantially put 
to use within the context of this project.

CGI is a provider of consulting and 
IT services to 7 of the top 10 insurers 
in the world. CGI has also partnered 
with more than 160 P&C, life and group 
insurance companies, as well as with 
other insurance organizations and bro-
kers worldwide.

As a result of this transaction, which 
is expected to close in January 2015, 
Desjardins will become the second 
largest P&C insurance company in 

Canada, with its volume of annual 
gross premiums underwritten increas-
ing from approximately $2 billion 
to $3.9 billion. Upon completion of the 
transaction, Desjardins will welcome 
State Farm’s 1,800 Canadian employees 
into its ranks, along with the Canadian 
network of more than 500 agents serv-
ing over 1.2 million existing clients in 
Ontario, Alberta and New Brunswick. 
Desjardins expects this transaction to 
give rise to a significant number of new 
jobs in Canada over the next few years. 
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Red River Mutual 
Food Drive

New Vp of Finance at Cowan group

Jennifer Justason 
has been promoted 
to Vice-President, 
Finance of Cowan 
Insurance Group 
Ltd. effective March 
31. Ms. Justason is 
accountable for the 
Company’s financial 

leadership, performance measurement 
and management, business continuity 

On April 11, Red River Mutual staff 
held a food drive in support of the 
Rhineland and Area Food Bank and Win-
nipeg Harvest. Staff members competed 
in teams to see who could collect the 
highest number of non-perishable food 
items for local food banks.

All teams were encouraged to deco-
rate office spaces with a sports theme 
and wear sports themed clothing. Rep-
resentatives from Country 88.9, the Red 
River Echo, and the Rhineland and Area 
Food Bank judged the decorations.

Cathy Dyck, a company Social 
Committee member, said, “All of our 
teams have been collecting food all week 
and are competing against each other to 
see who can bring in the most.” Social 
Committee member, Shawn Parago, 
shared, “It’s been a lot of fun and to see 
everyone come out and challenge each 
other for such a worthy cause – it’s 
great!”

A total of 2,313 items were donated 
to the two deserving organizations.

For more information about Red 
River Mutual and the “Modern Mutual”, 
visit www.redrivermutual.com/community.

plan, operational effectiveness, and 
for providing strategic financial advice 
and analytics to the Leadership Team 
at Cowan Insurance Group. In addi-
tion, Cowan Insurance Group’s IT 
team will now report to Jennifer.

Jennifer joined Cowan in 2007 in 
the role of Controller, moving through 
roles of increasing accountability 
within the Finance area. She has been 
instrumental in the development and 

implementation of meaningful metrics 
and corresponding reporting. In addition, 
Jennifer has become an integral member of 
the Leadership Team, providing innovative 
and results-driven strategic input that has 
helped position Cowan Insurance Group 
for continued growth and success.

Jennifer holds her Chartered Professional 
Accountant (CPA), Chartered Accountant 
(CA) designations and her General Insur-
ance Essentials (GIE) designation.

ProPro
Office

ProPro
Retailers

ProPro
Realty

ProPro
Restaurant

ProPro
Contractors

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

PROVIDING FLEXIBLE AND TAILORED COMMERCIAL 
PACKAGES FOR CANADIANS FROM COAST TO COAST

For more information on these packages or our other product lines, which include 
Residential, Auto, and Farm, please contact your local Portage Mutual marketing 
representative.

Alberta / British Columbia: 1-800-661-3625
Manitoba / Saskatchewan: 1-800-567-7721
Ontario: 1-800-263-7262
Maritimes: 1-800-565-1000
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RSA and Queen’s mold brokers into partners

After five intensive days of practical 
seminars and workshops, RSA Canada 
is releasing another crop of elite brokers 
into the competitive world of insur-
ance. The company’s Making Partner 
Program, designed to give experienced 
brokers the leadership and business skills 
necessary to become senior managers, 
just concluded its eighth year. Twenty 
graduates are now well prepared for 
the coveted position of ‘partner’ within 

their brokerage and RSA is gearing up 
for the ninth session of the Program  
in 2015.

Co-hosted by Queen’s University 
School of Business, the Program equips 
participating brokers with insights into 
the latest thinking and practice neces-
sary to grow their business profitably. 
Educational sessions fall within four 
major themes – strategy, customer 
value, leadership and managerial 

decision-making – which enhances the 
broker’s ability to lead, collaborate effec-
tively, develop and implement strategic 
plans, and achieve a heightened under-
standing of industry financials.

Successful applicants will take 
part in classroom discussions, group 
activities, case studies and interactive 
sessions tailored specifically to help 
senior leaders thrive. Upon completion, 
they will be able to understand and 
apply their new skills to solve complex 
industry challenges, and will have a 
common understanding of the theories 
and tools that will fuel their ability to 
make a real difference in their broker-
age’s performance.

With former graduates in mind, the 
Making Partner Program has evolved 
to include a number of global Alumni 
Conferences, previously hosted in 
Toronto, Miami and London, England. 
These conferences consist of RSA- and 
Queen’s-led seminars, and aim to build 
strong broker peer-to-peer relation-
ships. Rooted heavily in knowledge 
sharing, alumni will also be able to use 
the insights they’ve gained both here 
and during the Making Partner Program 
towards a credit for an Executive MBA 
at Queen’s School of Business.

“One of the Program’s greatest ben-
efits is that its participants are working 
intensely alongside colleagues who are 
equally interested and invested in the 
material being covered, all of which 
ties directly into the next phase of their 
careers,” said Barbara Dixon, managing 
director Executive Education, Queen’s 
School of Business. “It exposes brokers 
to the ideas most pertinent to their 
industry, and creates an environment 
where they can grow while fostering 
future professional relationships.”

Candidates interested in applying to 
the program will have spent eight to 10 
years in commercial insurance sales and/
or have five to seven years of manage-
ment experience. The applicant’s broker-
age must also hold an active contract 
with RSA, and the applicant must hold a 
recognized insurance designation. Addi-
tionally, participation in, or membership 
with, an insurance or industry-related 
organization is required. Finally, submis-
sions should include a letter of support 
from the brokerage principal and a 
500-word statement explaining why the 
candidate is qualified for enrollment.
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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.

Open minds. 
Better solutions.
At Sovereign General, we believe that open minds create better solutions. Operating 
as an established ‘A’ rated Canadian Insurer, our experienced professionals across 
the Country are empowered to create innovative solutions to your specialized 
commercial insurance needs. So next time you’re facing a complex challenge, 
our knowledgeable team is committed to solving it.  
 
sovereigngeneral.com

Karl Jaikaransingh (left), Manager, Winnipeg Office   
Brian Croitor, Underwriting Specialist

The Sovereign is an “A” rated Canadian Insurer.

CoMPANy PAGE PHoNE WEBSITE

ACE Canada 28 416-368-2911 www.acegroup.com

Bank of Montreal                                    63 416-927-5973    www.bmo.com

Beacon Underwriting 12, 33  888-645-8811           www.beacon724.com

Crawford & Company (Canada) Inc. 40 416-364-6341 www.crawfordandcompany.ca 

Davian Construction 53  204-783-7251 www.davianconstruction.com

Economical Insurance 58 800-265-9996 www.economicalinsurance.com

Elliott Special Risks 14 800-223-8858 www.elliottsr.com 

First General Services 46 204-477-0560 www.firstgeneral.ca 

Frank Cowan Company 22 800-265-4000 www.frankcowan.com 

HUB International 8 204-988-4789 www.hubhorizon.ca

Intact Financial Corporation 9, 71 204-942-8402 www.intactfc.com 

James Dube Spraggs Adjusters Ltd. 18 204-985-1200 www.jdsadj.ca 

Manitoba Blue Cross 11, 22 204-775-0161 www.mb.bluecross.ca 

Manitoba Public Insurance 19 204-945-8097 www.mpi.mb.ca

MKA Canada 27 403-532-8662 www.mkainc.ca

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

To reserve your advertising space, contact 
Marketing Manager Kris Fillion. 

Tel: 204-985-9798 
Toll Free: 866-985-9798
E-mail: kfillion@kelman.ca

CoMPANy PAGE PHoNE WEBSITE

Mr. Electric 4 204-949-9299 winnipeg.mrelectric.com

Munich Re Risk Solutions 26 877-364-2851 www.templeinsurance.ca

MX Restorations Ltd. 52 204-786-1198 www.mxrestorations.ca

Optimum General Inc. 11 800-239-0146 www.optimum-general.com

Pal Insurance Brokers 19 800-265-8098 www.palcanada.com 

Peace Hills Insurance 12 800-272-5614 www.peacehillsinsurance.com

Pitblado Law 61 204-956-0560 www.pitblado.com

Portage Mutual Insurance 11, 65 800-567-7721 www.portagemutual.com

Priority Restoration 51 204-786-3344 www.priorityrestoration.com

Red River Mutual 3, 13 800-370-2888 www.redrivermutual.com

RIMS Canada Conference 25 587-296-4779 www.rimscanadaconference.ca

RiskAssist Consulting 47 604-351-8353 www.riskassistconsulting.ca

ServiceMaster Restore 54 800-RESPOND www.servicemasterrestore.ca

SERVPRO 55 204-779-1720 www.servprowinnipegsoutheast.com

SGI Canada 10, 20 306-751-1674 www.sgicanada.ca 

Sovereign General Insurance 68 204-982-1287 www.sovereigngeneral.com

SPECS 66 888-394-4434 www.specs.ca

Special Risk Insurance Managers 72 800-993-6388 www.srim.ca

Trans Canada Insurance Marketing Inc. 27 204-925-8276 www.tcim.ca

Travel Insurance Coordinators 67 416-340-2707 www.travelinsurance.ca 

TSW Management Services 35 866-904-8146 www.tsw-management.ca

Wawanesa Insurance 12, 70 204-824-2132 www.wawanesa.com

WINMAR 49 866-494-6627 www.winmar.ca 

Winnipeg Furniture Services Ltd. 52  204-942-6121 www.wpgbldg.com
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Wawanesa  
Retail Select

Auto  –  Home  –  Business  –  Farm  –  Life and Group

www.wawanesa.com

Retail Select is a comprehensive commercial package tailored specifically for 
retail businesses, such as:

• Appliance Shops (Sales, Installation, 
Service or Repair)

• Book, Magazine and Stationery Stores

• Butcher Shops

• Clothing Stores

• Chinawares

• Dry Cleaning and Laundry Depots

• Florist Shops

• Grocery and Convenience Stores

Contact your Wawanesa Insurance representative to learn about the complete 
Wawanesa Select Series, a diverse set of commerical insurance solutions. 

http://www.wawanesa.com
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GET MORE TIPS

insurance isevolving.com

TIP #68
TO HELP PREVENT WATER DAMAGE:

Locate and seal any cracks 
in foundation walls and 
basement fl oor.

http://www.intactfc.com
http://www.insuranceisevolving.com
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