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President's Message

Communication 2012

Without a doubt insurance 
brokers in Manitoba and 
Canada are by far the best 

communicators. I would challenge any 
other industry to a communication 
arm-wrestling match to prove 
my point. Where else do you find 
trained professionals, day in and 
day out translating the ins and outs 
of insurance contracts to a variety 
of customers? From travel to auto 
insurance, home to business, insurance 
brokers find ways to communicate 
with their customers. They take 
complicated policy wordings and 
explain them in a way the consumer 
can understand, relate to and – most 
importantly – remember. This skill is 
not one that is perfected overnight, 
or over one or two years. In many 
ways it’s an art and, like many artists, 
brokers spend a lifetime learning new 
ways to better explain the various 
options and changes that are taking 
place in our industry.   

 So why do some customers think 
that dealing with a direct insurance 
company is better than dealing with 
a broker? Our friends to the south 
will tell you that 15 minutes can save 
you 15% on your car insurance or that 
they just don’t “cheep” about savings. 
What they don’t say is that they’ve 
built sophisticated communication 
tools to create an impression that 
their ability to talk to customers is 
just as convenient as dealing with a 
local broker. Today the consumer is 
looking to communicate on a variety 
of mediums. The day of the phone 
and fax are now being replaced by 
email, texting, web chats and video 
conferencing. Work life balance is what 
we, as brokers, try to find – and it is 
what our customer is also looking for. 

 So how this translates into an 
opportunity is the reason for me 
writing you today. As your IBAM 
President one of my many jobs is 
to travel to the various conferences 
and attend the many meetings and 
panels that are held. As you can 
guess, after three years of attending 
these out-of-province events you 
start to find similar concerns from 
one region to the next.   

One of these similarities seems 
to be the discussion around broker 
availability to the consumer. As I 
had mentioned before I feel pretty 
strongly that as the ‘translators’ of 
wordings from insurance companies 
to the consumer the broker is the 
‘top dog.’ The challenge we face 
going forward is to determine how 
we can carry out this age-old process 
using modern communication tools 
while simultaneously increasing 
broker availability for our customers. 
So – as brokers – we need to embrace 
changes and find ways to apply 
these new communication tools 

to our industry. And I caution, be 
careful not to under communicate 
using these new mediums but rather 
over communicate by utilizing words 
that help the consumer understand 
what they are purchasing and do 
it in an environment in which the 
customers prefer. Take the time 
to learn what systems you can 
implement in your offices in order 
to help reach your customer or, 
better yet, implement systems that 
customers prefer to use in order to 
reach you. Whether it’s installing 
an after-hours service, electronic 
document management process, or 
voice mail – the sky is the limit.

 The customer of 2012 is different 
than the customer of 2002. The 
Information Age is here; let’s be sure 
as brokers we continue to lead by 
building systems and processes that 
allow our customers to access us 
more easily and efficiently than the 
direct writers. 

Good luck and all the best of the 
holiday season to everyone. 

Curtis Wyatt 
IBAM President

“As brokers we need to embrace changes and fi nd ways to apply these 
new communication tools to our industry.”
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Best of the Season
I am hopeful that by the time this publication gets into 

your hands, you will have commenced already with some 
‘seasonal’ celebrations. As we approach the New Year, 
I take this opportunity on behalf of the IBAM board & 

staff to wish you all of the very best this holiday season. 
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*Aviva and the Aviva logo are trademarks of Aviva plc and used under license by Aviva Canada Inc. and its subsidiary companies.

At Aviva, we believe social responsibility is more than just a 
buzzword. It’s part of how we do business. That’s why we’re 
giving away $1 million for the fourth year in a row through the 
Aviva Community Fund. Whether it’s creating new opportunities 
for at-risk youth, education, the environment, or cultural 
activities, we fund initiatives for change all across Canada.  
We care about our communities, and we know you do too. 

Submit, promote and vote for ideas  
in your community today!

positive change!
Vote for

AvivaPartner.ca /AvivaCommunityFund /@avivacf 

Home | Auto | Leisure & Lifestyle | Business | Group | Surety

Yorkton Skateboard, Bike and Walking Park
2011 Aviva Community Fund winner

Submitted & supported by 
Farrell Agencies Ltd.  

Yorkton, Saskatchewan

“We mobilized students and the entire community, proved that our project was worthwhile and ended up with $150,000 for a 
skateboard park in an area  
devastated by flooding.  The hard work was  worth it!”

Dave Nussbaumer 
Principal

Farrell Agencies Ltd. 
Yorkton, SK

David Schioler
IBAM CEO

Manitoba Insurance Broker | deceMBeR 2012 | 7
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Viewpoint

Broker campaign builds
Stephen Halsall, President, 
Insurance Brokers 
Association of Canada

The Broker Identity Program 
(BIP), heading towards its 25th 
anniversary, is a wonderful 

demonstration of what brokers 
can accomplish when we all pull 
together. More and more members are 
benefiting from the investment that 
has been made in this program over 
the years, building awareness and 
image for the profession and helping to 
uphold broker reputation at a time of 
increasing competitiveness within the 
industry.  

Brand recognition research 
continues to confirm the power of the 
BIP symbol and slogan. Our BIPPER 
logo is known to play an important 
part in the decision-making process. 
As our collective brand awareness 
builds, the opportunities for brokers to 
align themselves to such an effective 
campaign have never been better. 

IBAC, on behalf of all brokers, 
will be launching new television 
commercials and expanding our online 
advertising presence in 2013 with a 
campaign designed to disseminate 
the broker value proposition further 
than ever before. Brokers have the 
opportunity to leverage these national 
brand-building efforts and put them to 
good use to boost their own marketing 
efforts.

The 2013 media plan will again 
consist of a mix of television (for its 
reach, influence and persuasiveness), 
and online advertising (for its ability 
to engage people for longer than 30 
seconds, and lead them to look for a 
broker). We are very grateful for the 
continuing support of our insurer 
partners in our efforts to explain the 
broker brand values to as many people 
as we do.  

The new TV commercials are an 
evolution of our signature magenta 
blanket campaign, extending the 
highly effective “Sleep Easy” campaign 
theme. Consumer research has proven 
over and over that the imagery and 
customer service message in our 
advertising is both distinctive and 

appreciated by insurance buyers of all 
stripes. The new creative represents 
another large stake in the ground for 
the profession’s claim of working on 
the customer’s behalf, summed up in 
our ongoing campaign slogan Your best 
insurance is an insurance broker.

We have produced a new 30-second 
spot and three 15-second television 
spots, in English and French, which 
address the home, auto and business 
segments. Modern in style, each spot 
tackles the prevailing mindset of “All 
I need to know is how much it costs” 
head on, with reminders about the 
depth and customer focus of broker 
services. Customized versions of these 
can be made available for association 
or individual broker use.  

The TV schedule will consist 
of high quality news, sports and 
entertainment shows that will 
run through the winter/spring and 
next fall, along with politically 
oriented properties. Preference will 
be given to programs that have 
particular Canadian appeal and are 
proven to have audiences with high 
concentraions of P&C buyers.

Research shows that customers 
continue to find insurance (and their 
various options for purchasing it) 
confusing. We have therefore also 
produced a four-and-a-half-minute 
informational video that explains, in 
an entertaining way, exactly why a 
customer’s best insurance is indeed 
their insurance broker. Like the 
advertising, this video can be tailor-
made for associations or individual 
brokers to place on their own 
websites. All of our online advertising 
will contain links that when clicked 
will take visitors through to this 
video (and others) on the IBAC 
website.  

The BIP identity adds extra 
credibility and respect for any broker 
that displays it on their external 
signeage, business cards, websites, 
reception areas, office windows and 
doors, meeting rooms and marketing 
materials of all sorts. Your provincial 
association will be glad to help you 
make sure that when people are looking 
for a broker they can easily find you. 
Remember the logo is a trademark. It 
should be used but not abused. Your 
association can also provide you with 
the Official Guide to the Use of the BIP 
logo so you can ‘sleep easy’ knowing 
that you are using it correctly. 

The new advertising campaign for 
2013 will cause many people to consider 
their insurance options with fresh 
eyes. Let’s be sure that we’re all in step, 
ready to demonstrate the unique broker 
difference when they arrive. 
ready to demonstrate the unique broker 

“The BIP identity adds extra credibility and 
respect for any broker that displays it.”

At IBAC’s AGM in September, IBAM Past 
President Pamela Gilroy-Rajotte received a 
Certifi cate of Appreciation for her term as 
Director from IBAC President Stephen Halsall (L) 
and IBAC Chair and Past President Fraser Lyle.
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At TSW, we have what it takes to make it happen.  
We’re a team of highly skilled, creative and motivated 
insurance wholesalers, with strong and supportive 

commercial markets, providing consistent and reliable 
service, and all with a passion to grow… just like you.  

We don’t merely “receive and send” your submissions. We review 
each one closely and work with you to produce a submission 

that will generate the best possible results. 

As experienced brokers, we completely understand  
your needs and we strive to exceed them. Give us a call to 

discuss any complex commercial risks that you may have. 
We’re always here to help. 

Dave Weinberg, CIP - Western Regional Manager
Direct: (604) 678-5405   Email: dweinberg@tsw-management.ca

Karen Stewart, CIP CAIB - Client Service Manager
Direct: (778) 331-8607   Email: kstewart@tsw-management.ca

866-904-8146
www.tsw-management.ca

International Insurance Wholesaler

ATTENTION BROKERS!
TSW WANTS YOU TO SUCCEED. 

25
Save up                                                           to

$ daily*

* compared to the cost of a 
rental company’s collision 
damage coverage.

If your customers are 
travelling in Canada 
or the U.S., offer them 
Rental Car Insurance 
– the most fi nancial 
protection at the 
lowest price.

Reminder: 
When your customer 
is buying Rental Car 
Insurance, the name on 
the insurance policy must 
be the same as the name 
on the rental car policy. 

Protect Your Customers 
Away From Home

12-066-01-04 ManBrokerAd RCI Ad.indd   1 9/18/12   10:59 AM
Manitoba Insurance Broker | deceMBeR 2012 | 9
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he general insurance industry in 
Manitoba and Canada lost a true 

giant with the passing of Morris’s 
Dale Rempel on Friday, October 5, at 
the age of 49. 

Dale was a passionate and enthusiastic 
man, especially when it came to his 
family, his profession, his hometown and 
his favourite sport.

Dale and his wife Lynne married 
in 1986. Lynne was a teacher, but 
eventually joined Dale in the family 
business venture. The couple became 
parents in 1990 with the birth of son 
Brent, and again in 1992 when daughter 
Leanne arrived on the scene. Recently 
the family enjoyed an addition in the 
form of Brent’s wife Rebecca. Dale passed 
away with the pride and knowledge that 
another generation of Rempels will soon 
be arriving as Rebecca and Brent are 
expecting their first child.

Dale started selling hail insurance 
while in university studying agriculture. 
He started his general insurance career 
in Winkler before returning to Morris in 
1990 to start Rempel Insurance Brokers 
Ltd. In 2010, Dale saw another dream 
come true when he and Lynne opened a 
new office building in downtown Morris.

Dale and the insurance industry were 
a perfect fit. He was a fervent supporter 
of IBAM, serving a number of terms on 
the Board of Directors and as President 
(2003-2004). His professional vision 
extended beyond provincial borders and 
he also served on the board of the IBAC 
where he recently completed his term as 
President (2011-2012). 

The consummate professional, Dale 
loved flying his plane for his work 
whether it was to attend a meeting in 
another town or survey a client’s property 
from the sky. He strongly believed in 
Professional Development. In the fall of 

2001 as IBAM’s PD Committee Chair, 
Dale told this magazine, “I am a firm 
believer in continuing education. Striving 
to improve oneself is one of the reasons 
life is worth living.”

Born in Morris in 1963, Dale never 
strayed far from his beloved hometown. 
As a businessman, he supported the town 
both financially and with long hours as 
a volunteer. He was past president of the 
Morris Community Development Cor-
poration and a director of the Valley Ag 
Society and Manitoba Stampede. Other 
local efforts included the Chamber of 
Commerce, Ag Expo Committee, Morris 
Wellness Centre, Southern Manitoba 
Convention Centre, Morris Riverview 
Golf & Country Club, Café 75, Children’s 
Wish Foundation, CNIBC, CancerCare 
Manitoba, and countless hours as a minor 
hockey and baseball coach.

Dale was a self confessed ‘hockey 
nut.’ A skilled player in his day, he 
is still one of the all-time leading 
scorers in the SEMHL. Once his 
playing days were over, he threw 
his energies into management and 
was one of the leaders in obtaining 
a Manitoba Major Junior Hockey 
League franchise for Morris and area 
– the Pembina Valley Twisters. The 
Twisters held a tribute to Dale on 
October 20, raising a “Dale Rempel” 
banner; and the team will establish 
a scholarship in Dale’s name. 

Dale will be missed as a husband, 
father, grandfather, professional, 
employer, citizen, supporter and 
friend. He was one of the ‘good 
guys’ and it was this writer’s 
distinct pleasure to have known 
him. 
distinct pleasure to have known 

Dale 
Rempel – 

you will be missed
By Terry Ross, Managing Editor

Rempel Insurance hosts Grand Opening. Staff looks on as Fred Peters, 
Christine Martin, Dale, Lynn, Dale Hoffman and Mavis Tailleau attend to the ribbon cutting.

Rempel Insurance hosts Grand Opening. Staff looks on as Fred Peters, 
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New IBAC President Dale Rempel presents outgoing President Fraser 
Lyle with a token of appreciation for his leadership at IBAC AGM 2011.

The Rempel ‘Clan’ – Dale, Calgary Centre - North 
MP Michelle Rempel and her husband Jason Rempel

Dale and Lynne with son Brent at IBAC 2011. Dale, Leanne and Lynne at IBAM President’s Dinner, April 2012.

Dale and Lynne with Sharon Clarke and Dave Schioler ‘Twisting and 
Shouting’ with the Beatles at the IBAO President’s Dinner October 2011.

Dale with IBAM CEO Dave Schioler and Selkirk Interlake MP 
James Bezan at 2010 Hill Day.
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IBAM was prominent at the Premier’s Dinner held on October 26.

IBAM President Curtis Wyatt talked at length with Premier Greg Selinger at the Premier’s Dinner.

Making an Impact

Insurance Brokers Association of Canada

     The voice of the insurance brokers 
   of Canada is heard wherever members 
  of the World Federation of Insurance 
              Intermediaries meet.

   The fi nancial investment in our WFii 
 membership made by Wawanesa Insurance 
  helps us get there. On behalf of the 35,000 
insurance brokers of Canada : many thanks.

Premier’s Dinner

12 | deceMBeR 2012 | Manitoba Insurance Broker
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IBAM was prominent at the Premier’s Dinner held on October 26.

Left Photo: Lawrence Toet, MP for Elmwood-
Transcona, and Minister of State Ted Menzies 
spoke to the North Winnipeg Rotary Club 
recently. Mr. Menzies commented on the 
Federal government’s continued support of 
brokers in Canada. (L-R) MP Lawrence Toet, 
IBAM President Curtis Wyatt and Minister of 
State Ted Menzies.

Right Photo: IBAM was front-and-centre at 
the PC Fall Gala Dinner held October 27 at the 
Victoria Inn. Pictured (L-R) are Sharon Clarke, 
CEO Dave Schioler, Tracy Reimer and Director 
Mario Reimer.

ProProOffice

www.portagemutual.com

and introducing the new

INDUSTRY SPECIFIC COMMERCIAL PACKAGES
WITH BUILT-IN FLEXIBILITY

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.

Manitoba / Saskatchewan: 1-800-567-7721

Pro
Retailers

Pro
Realty

Pro
Restaurant

Pro
Contractors

Making an Impact

REMINDER:
 

Register now for the

Home/ 
Commercial  

Building  
Construction  

Seminar  
on  

January 15, 2013  
(CECs: 2 General ICM).

Visit  

www.ibam.mb.ca
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gcna.com

Canada’s Leading “SPECIALTY”InsurerCanada’s Leading “SPECIALTY”InsurerCanada’s Leading “SPECIALTY”Insurer
PRODUCTS WE OFFER:

THE GUARANTEE COMPANY OF NORTH AMERICA

SURETY CORPORATE INSURANCE PERSONAL INSURANCE

• Contract Surety
• Commercial Surety
• Developer Surety

• Crime – 3D / Financial Institution Bonds
• Credit Insurance
• Directors’ and Officers’ Liability

• Guarantee GOLD® (High Value Home 
and Automobile Protection)

• Guarantee SUPERIOR (Ontario only)

Aurora Underwriting
Services Inc.

570, 10310 Jasper Avenue
Edmonton, AB  T5J 2W4

Tel: (780) 442-2240
Toll-free tel: (866) 328-1314

Fax: (780) 428-8143
Toll-free fax: (866) 428-8143

Commercial
Wholesale

BROKER
FOR BROKERS

Property • CGL (incl. Truckers)
Cargo • COC • Umbrella/Excess

Auto Physical Damage (incl. Logging)
Special Events • CEF • Aviation

High Value Homes

Please visit our website at
auroraunderwriting.com
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A s the holiday season is upon on 
us we would like to send a great 
big ‘HAPPY HOLIDAYS’ and 

‘Happy New Year’ to everyone and 
best wishes to all. We hope you all 
enjoy time with family and friends.

We have had an eventful start 
to the new term and would like 
to welcome Jason Searcy to our 
committee. Welcome Jason! We are 
excited to have you with us and look 
forward to working with you.

This past September 6 through 9, 
Lindsay Jordan and I attended the 
Big “I” conference that was held in 
Atlanta, Georgia. Each year the Chair 
and Past Chair attend this across-
the-border event to meet and discuss 
Young Broker experiences, activities, 

successes and failures with our fellow 
brokers to the South of us. It was a fun 
and educational experience and I am 
looking forward to next year’s Big “I” 
in San Antonio, Texas.

I would like to send a GREAT BIG 
THANK YOU to all who attended 
and/or volunteered at our Golf Day on 
August 30 in Winkler, Manitoba. I am 
proud to say that we raised $1,800 – an 
incredible amount of money – to be 
donated to the Cancer Care Society of 
Manitoba.

Events to come
As this issue is being distributed we 
will have just had our winter event, 
which currently is in its planning 
stages, and are working on our 

Education Day to be held later in 
January. 

We are also planning a Christmas 
Hamper Delivery. If you would like 
to join us, please send an email to me 
and we will make sure to include you 
in the planning of this or any other 
future event. If you are unable to join 
us for that event, but would still like 
to help out, please donate to the “I” 
Kettle. We will be sending details on 
how to donate at a later date.

Please watch for more information 
on these and future events.

And as always should you like 
to join the Young Broker committee 
or receive updates on future events, 
please send an email to me at maggie.
matsalla@hubinternational.com.

maggie.

Past and future YBN events
Maggie Matsalla, HUB International Horizon Insurance

Young Broker Committee Chair

YBN Report

Manual for Estimating the Replacement
Cost of Single Family Dwellings

2013 Residential Costing Manual
ONLINE VERSION NOW AVAILABLE!

Call, Fax or Email for Details
Website: www.douglascostguide.com      Email: karldouglas@hay.net

Telephone: (877) 284-0028      Fax: (519) 238-6214

1 Storey
Tri-Level

1-3/4 Storey
2-1/2 Storey

Raised Ranch
1-1/2 Storey

2 Storey
Garages
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DISCOVER THE APP THAT GETS YOUR CLIENTS 
BACK ON TRACK FAST AND HASSLE FREE.

In the event of a fi re, there’s nothing your clients want more than to get their lives 
back on track fast. Now with RSA’s new Mobile App, they can. With hassle free ease 
your clients can report a claim, upload photos, fi nd a broker and more, all from their 
mobile devices. It’s just one more way you can help your clients get the most from 
RSA and our Hassle Free Claims® service.

HASSLE FREE CLAIMS® JUST WENT MOBILE. 
DOWNLOAD IT NOW AT RSABROKER.CA/MOBILEAPP

Available for iPhone, Blackberry and Android smartphones.

©2012. RSA is a registered trade name of Royal & Sun Alliance Insurance Company of Canada. “RSA” and the RSA logo are trademarks used under license from RSA Insurance Group plc.
® “Hassle Free Claims” is a registered trade mark licensed for use by Royal & Sun Alliance Insurance Company of Canada.

www.rsabroker.ca/mobileapp


We are here and  
 looking forward to it.

Looking to ACQUIRE brokerages

Looking to HIRE great producers and staff

Looking to BUILD on our long history  
of success and stability. 

HUB International Horizon Insurance will offer a broad suite of 
insurance solutions to individuals and businesses through service centres 
in Manitoba and ultimately, Saskatchewan and North Western Ontario. 

A growing part of a leading North American insurance brokerage, we 
provide a broad array of property and casualty, reinsurance, life and 
health, employee benefits, investment and risk management products 
and services across Canada and the U.S.
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HUB International Horizon Insurance email us at: 
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Keith Jordan, CEO  
keith.jordan@hubinternational.com   
204-988-4791

HIRING
Robin Steel 
robin.steel@hubinternational.com
204-988-1195
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and Consultants
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have penned a number of 
articles about the Insurance 
Brokers Association of Canada’s 

(IBAC) automation data exchange 
initiative the last being published in 
the October 2012 issue of Canadian 
Underwriter. Due to this initiative’s 
importance to Brokers across Canada I 
felt it warranted inclusion in this space. 

IBAC’s automation data exchange 
initiative offers great promise to enhance 
broker connectivity. Its use, however, 
must be in line with clearly defined 
standards. 

Use of the innovation initiative 
known as IBAC Data Exchange has 
resulted in some marketing departments 
blurring the lines of the project’s 
principles and definitions. As such, it may 
be an opportune time for a refresher on 
the project.

For those of us who wear the 
technology provider/partner hat and 
are vested in the broker distribution 
business, it is important to us that the 
right solution be identified. This will not 
only foster the viability of independent 
brokers, but also enhance their 
competitive advantage.

 IBAC has been working with 
industry partners, insurance companies, 
brokers and broker associations, and 
broker management system (BMS) 
software vendors to pin down an 
acceptable definition of what “real time” 
data exchange is and how ‘real time’ can 
benefit the industry. BMS vendors in 
Canada have been part of efforts to chart 
a path for its implementation from the 
onset, and IBAC has facilitated a spirit of 
great competitive cooperation. 

What has cropped up, however, is the 
use of ‘real time’ to describe integration 
processes that may not meet standards 
established by the IBAC initiative, 
producing some confusion within the 

industry. It is critically important that all 
industry participants have a clear under-
standing of ‘real time’ so that support 
can be given to the proper initiatives and 
projects.

IBAC literature generally defines 
“real time” as the ability to concurrently 
update a broker’s management system 
and an insurer’s system by exchanging 
standard, nonproprietary messages that 
are based on – and strictly adhere to – the 
CSIO (Centre for Studies in Insurance 
Operations) XML language. 

The literature goes on to describe what 
the ‘real time’ process is not and what it 
is, namely that the communication that 
takes place between systems uses XML 
as the language of choice, and any need to 
modify the content of this communica-
tion should naturally occur on the side of 
the transmission where the translation 
is needed. In situations – particularly 
when an insurer’s system is not capable 
of receiving or sending data in real-time 
or if its system is not built using a more 
current software technology platform – 
an insurer’s system may need to translate 
and store the incoming request so it can 
be processed at a later time. 

When straight-through processing 
is not possible, a ‘real-time’ response is 
limited to a simple acknowledgement 
of receipt. Similarly, workflows must 
avoid and do not require connection 
to, or a broker’s use of, an insurer’s web 
portal. Technologies such as bridging 
or traditional screen scraping have been 
developed and are used as a means to 
leverage an insurer’s web portal. 

From a purely technical point of view, 
this approach will work. However, it is 
not ideal and can involve a much higher 
level of maintenance than solutions based 
on straight-through processing. 

There are several properties inherent 
in the latter approach that support 

improved electronic workflow between 
a broker management system (BMS) 
and an insurance company’s system. 
Collectively, these properties define what 
real-time is and, just as important, what 
it is not. 

Consistent with the vision of a 
broker’s ideal electronic workflow, it is 
important that any and all transactions 
started within a BMS must also finish 
in the broker’s system. The interaction 
between a broker and a customer 
requires that a certain amount of data 
be captured when entered into the 
broker’s system. Once completed, it is 
the broker’s system that initiates and 
sends the required data to the insurer’s 
system in a fashion that is secure, 
transparent, does not require user 
intervention, and strictly adheres to 
CSIO standards. 

A BMS is the originating system 
responsible for creating and sending the 
appropriate XML message for transmis-
sion to an insurer’s system. All too 
often, insurer systems have requested 
BMSs to send data in formats specific 
to them, which promotes inefficiencies 
in the workflow process by creating 
one-to-one relationships between each 
BMS and each insurer system. 

Standardizing the method and 
content of the communication between 
systems promotes efficiencies and 
allows for the greater possibility of true 
real-time communication between these 
systems. The most ideal scenario is one 
in which a BMS can transparently and 
electronically communicate with an 
insurer’s system — and uses CSIO XML 
as the language to do so. 

This activity is performed as a 
function that is within and completely 
native to the BMS. The broker’s and the 
insurer’s systems will reflect the current 
status of the customer’s policy within 

Defining 
‘Real Time’
Scott Andrew, President and CEO, Custom Software Solutions Inc.

I
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seconds of that being updated from 
within the broker’s own BMS. 

Today, there are many variations to 
this ideal scenario are presented as being 
in ‘real time’ when, in fact, they are not. 
Terminal or web-based screen scraping 
tools, store-and-forward methods, 
batch systems and software bridging 
techniques are among the common 
methods that may be disguised or 
marketed as real time. However, none of 
the aforementioned options comply with 
the standard, nonproprietary, straight-
through, electronic message-based model 
illustrated earlier. 

By IBAC’s own definition, it is clear 
that real-time policy change from within 
a BMS cannot be accomplished by using 
a web interface (portal) or middleware. 
Many existing company portals or 
middleware-provisioned services portals 
are being rebranded by simply not calling 
them what they are – portals. 

Portals that collect or change broker 
data after the BMS produces different 
data in both the broker and company 
systems. Some insurance companies and 
middleware providers are still trying to 
preserve this technology solution. 

However, it is not difficult to identify 
the middleware solutions that diverge 
from the initiative. This involves being 
presented with data collection screens 
that are not generated by your BMS 
provider. Divergence can further be 
confirmed if the resultant data collected 
in these interfaces is not retained in the 
BMS.

To concurrently update the broker 
and company systems with all data, one 
needs to start and end in the BMS. One 
cannot take a detour to some form of 
middleware (portal) and collect additional 
data for the company system without 
having a method to update the BMS. 

IBAC has a number of companies 
committed to the Data Exchange project, 
with the goal being to start and end 
in the BMS, in real time, concurrently 
updating broker and company data. The 
foundation of this initiative is sound and 
with the involvement of BMS vendors 
from the beginning, that positive start 
can now move on to efforts to attract 
more insurer business partners until all 
are part of the initiative.

This previously elusive objective now 
appears to be within reach. Brokers can 
do their part by using their considerable 
influence with carrier companies to garner 
support for the data exchange project as 
defined by IBAC, as well as encourage 
support for BMS vendors with a view to 
achieving industry-wide adoption. 

BMS vendors, for their parts, will 
continue to compete on service and 
features beyond the ability to universally 
exchange data. This will undoubtedly 
lead to more research and development 
dollars being funnelled into the customer 
facing features – precisely where it needs 
to be. 
facing features – precisely where it needs 

Integrated Home Evaluation

Commercial 
Management System

Premium Finance Solution

I-Company, I-Broker and I-Client 
for Real Time Processing

IntelliQuote Rating, Underwriting and Quoting

The Underwriter’s Workstation for MGAs

Providing IT Solutions for Brokers,  
MGAs and Insurance Companies.

Tel: 1-877-281-6944     
cssionline.com

Everything just works better when it’s all in one place.

The only fully integrated real time SEMCI solution.

Web Connect for Insurance Company and Service Provider Integration

Customer Relationship Management

Broker Management Accounting
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eal-time, round-trip, policy 
change that starts and ends 
in the Broker Management 

System (BMS) is no longer the stuff 
dreams are made of! It’s a reality.

 Remember when we did business 
without computers and email? It 
won’t be long and the industry will 
be reminiscing about the days when 
policy changes were tedious, manual, 
and costly to process. We all have a role 
in making this happen sooner rather 
than later. As a technology supplier, 
exclusively focused on Canadian 
brokers, we can develop a myriad of 
efficient solutions but carriers and 
brokers need to share the vision, 
and embrace the change the vision 
demands. We’re happy to say... vision 
accomplished! 

Sharing a united goal, Keal 
Technology and Unica Insurance 
have successfully launched automated 
policy change. It’s live and working in 
brokerages right now. Unica Insurance 
broker clients using Keal’s BMS sigXP 
and single entry multiple company 
interface (SEMCI) solution keal 
connect, can now start and end policy 
change transactions in their BMS; 
without human intervention. Goodbye 
manual policy changes! Not sure of the 
business impact? Consider this: 

A January 2012 Keal broker survey 
revealed the cost of doing policy 
transactions (full survey results can be 
obtained directly from Keal on request). 
High-level results suggested that on 

average a brokerage’s pure policy change 
transactions accounted for almost 
25% of all transactions, and of those 
transactions, revenue accounted for 
less than 1% of the total commission 
revenue or $5.41 per transaction. Since 
policy change transactions are the most 
time consuming transactions, when 
brokers in the study applied their policy 
change cost, the margins were very 
slim, if not negative. How are Canadian 
brokers supposed to stay competitive 
when they’re potentially losing money 
on almost one quarter of necessary 
transactions?  

Jeff ives, President of Ives Insurance 
stated, “The keal connect service is 
a game changer for the industry. My 
CSR’s, having had a lot of experience 
with other systems, can see their 
productivity significantly improving.”

Keal’s real-time policy change 
solution powered by keal connect, 
allows a broker to process a fully-
underwritten and broker-approved 
endorsement transaction in the 
Insurer’s Policy Administration system, 
without leaving Keal’s BMS sigXP and 
without insurer involvement. 

Katherine Evans, CFO at Unica 
Insurance is extremely excited about 
the success of this project. “We 
are committed to investments in 
technology to help our broker partners. 
This represents a major investment 
for us that will produce significant 
rewards. Brokers can make changes to 
policies from their BMS in real-time, 

Automated Policy Change 
Is Here
By Renee Durepos, VP Operations, Keal Technology

R in an easy, straight-forward manner.” 
She added, “We can’t wait to bring more 
brokers online!”

The keal connect impact is 
significant for the market as it will not 
only deliver required workflow gains 
and increased profitability to the broker 
network, but also enhanced efficiencies 
to insurance company partners, and 
most importantly, delivering a faster and 
more satisfying consumer experience. 

Keal is continuously committed to 
working with the provincial associations 
and IBAC to ensure the new processes 
meet existing IBAC Data Exchange 
guiding principles. Upon seeing a dem-
onstration of the real-time automated 
policy change solution, Brenda Rose, 
an IBAC Technology Champion, stated, 
“IBAC is encouraged by what we saw.” 

The stakeholders all agree that 
efficient technology is empowering. It’s 
only a matter of time before manual, 
time consuming, and costly policy 
changes are a thing of the past across 
the industry. 
changes are a thing of the past across 
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eace Hills Insurance and 
Custom Software Solutions 
announce launch of real time 

transactions solution
Peace Hills Insurance is pleased 

to announce the launch of the 
first phase of the web-based Peace 
Hills Insurance Exchange (PHIX) 
transaction engine utilizing Custom 
Software’s (CSSI) I-Company 
solution. The first phase allows 
Alberta-based Brokers to submit new 
auto business and make changes to 
existing auto policies starting and 
ending in their Broker Management 
System. The transactions utilize 
CSIO XML and interact with PHIX 
in real time. The first brokers 
interacting with PHIX are Applied 
Systems users utilizing their WARP 
integration tool submitting new 
business transactions. 

Once fully implemented, PHIX 
powered by I-Company will 
facilitate real-time single entry 
policy transaction processing and 
exception-only underwriting for all 
transaction types, including Policy 
Change. I-Company will validate 
and enforce the underwriting 
edits for Private Passenger Auto, 
Commercial Auto, Habitational, 
and Farm to allow for straight 
through processing of all Peace Hills 
transaction types. This complete 
Company-to-Broker solution 
communicates/integrates with 
the Company Policy Management 
and Accounting System, provides 
CSIO capabilities, allows web 
connectivity to the Company via 
web services and includes support 
for all broker management system 
communications tools in the market. 

Scott Andrew, President and CEO 
of CSSI, notes, “CSSI and Peace Hills 
are very excited to be able to deliver the 
first working real time solution to the 
Canadian Insurance marketplace which 
embraces the IBAC Real Time initiative 
of starting and ending in the BMS.” 

“We are proud to launch the first 
phase of our Peace Hills Insurance 
Exchange (PHIX) providing our brokers 
a means to streamline their process flow 
for new business and endorsements for 
Alberta private passenger auto business. 
Initial feedback received has been very 
positive and we are diligently working 
on the second phase of PHIX to be 
launched in the early part of 2013. I’d 
like to acknowledge and thank our staff 
for the hard work and effort devoted 
to this project,” states Diane Brickner, 
President and CEO of Peace Hills 
Insurance. 

Peace Hills Insurance and Custom Software 
Solutions announce launch of real time 
transactions solution

P
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About Custom Software Solutions 
Custom Software Solutions Inc. (CSSI) 
was founded in 1991 and is a leader 
in the development and delivery of 
information technology and business 
process automation systems for 
Insurance Brokers and Companies 
in Canada. Our proven Broker 
products, The Broker ’s Workstation, 
IntelliQuote, The Underwriter ’s 
Workstation and I-Biz, and Insurance 
Company Products, I-Company, 
I-Broker and I-Biz, are today providing 
significant efficiency gains leading to 
increased productivity and decreased 
operating expenses for both Broker and 
Company users. CSSI boasts a team 
of highly experienced programmers, 
insurance industry professionals, and 
certified computer technologists. 
CSSI services its growing clientele of 
brokers and insurance companies from 
its offices in Virden, MB. For more 
information, visit our website at 
www.cssionline.com. 

About Peace Hills Insurance 
Peace Hills Insurance is a Western 
Canadian Company celebrating 30 
years in the industry and writing in 
excess of $175 million in property and 
casualty business. Our sole distribution 
is with the Independent Broker. We are 
represented by 186 brokers with 460 
locations throughout Western Canada 
and the northern territories. 
locations throughout Western Canada 

phiX – The Complete 
Company-to-Broker Solution!

Allows web connectivity 
to the company via web 
services.

User-friendly interface with 
real-time single entry policy 
interaction.

Personal property support 
currently in development. 

Peace Hills Insurance and Custom Software 
Solutions announce launch of real time 
transactions solution
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pplied Systems is a leading 
provider of software that 
powers the business of 

insurance, but it’s certainly not content 
to rest on past laurels. 

According to Jeff Purdy, Senior 
Vice-President and General Manager 
for Canada with Applied Systems, 
“Insurance consumers are evolving and 
we must evolve right along with them. 
We are in the midst of a multi-pronged 
strategy for the Canadian marketplace 
that should excite brokers from coast-
to-coast.”

Purdy says today’s insurance 
consumer expects to be able to do 
business anytime, anywhere and in any 
way, and brokers must offer service to 
support these self-directed consumers. 

To enable brokers and companies 
to service the ‘new’ consumer, the 
first ‘prong’ of Applied Systems’ 
aforementioned strategy was the 
acquisition of Compu-Quote in May 
of this year. By acquiring its former 
partner, Applied Systems doubled its 
Canadian broker offices to more than 
2,000 across the nation. The acquisition 
allows Applied Systems to offer broker 
clients a variety of value-added services. 
In an interview with The Rough 
Notes Company this fall, Purdy said, 
“Brokers have three sets of needs: one 
is servicing and selling a consumer; 
two is the day-to-day operation of 
their business; and three relates to 
connecting the broker management 
system to carriers. The Compu-Quote 
acquisition extends Applied’s offerings 
in all three of those areas.” 

The very recent opening of Applied’s 
new $1 million data centre in Toronto 

– the firm’s first outside of the US is the 
next piece of Applied Systems’ multi-
pronged strategy. The data centre is the 
company’s proactive response to calls 
for cloud-based products and service. 
Now broker customers (along with 
insurance companies and consumers) 
won’t have to host various Internet 
and non-Internet technologies on their 
own systems, but can access them 
through their Applied Systems cloud 
environment. 

Around the time this issue reaches 
readers, Applied Systems will have 
launched TAM 12, the latest version 
of the most widely used broker 
management software in the industry. 
According to Purdy, the new platform 
focuses on commercial lines, enhanced 
rating services integration, and 
electronic policy download (eDocs) 
functionality while offering the same 
broker-friendly benefits of prior TAM 
versions such as true single-entry, 
intuitive workflows, single-client-e-file 
and integration with third-party 
software.

The launch of TAM 12 isn’t the only 
exciting product release for customers 
of Applied Systems. In Q1 of 2013, 
Applied Systems will deliver Epic®, 
the most technologically-advanced 
brokerage management system (BMS) 
in the insurance industry. Epic was 
introduced into the US market in 2008 
and is now that nation’s fastest growing 
management system. Epic’s modern, 
flexible, and secure architecture 
provides brokers with a single scalable 
platform to automate workflows, 
mitigate risks, and drive sustainable 
growth and profitability. 

The final component in Applied 
Systems’ strategy supports the demand 
for mobile solutions within the 
industry. Their wide-range of mobile 
offerings, allows brokerage staff and 
their clients access to policy information 
instantly from any mobile device. 
Applied Systems client portal gives 
insureds access to their account, policy 
documents, change request forms, in a 
format specifically designed for either 
a tablet or a smart phone. Brokerages 
have the ability to brand a mobile 
launch button for their client portal to 
their brokerage. Additionally, Applied 
Systems provides support for accessing 
its online brokerage management 
systems across mobile devices using 
RDP clients for TAMOnline and via 
Windows 8 for EpicOnline.

Most recently Applied Systems 
launched MobileProducer. This mobile 
application is designed specifically 
for insurance producers to provide 
them instant access to their accounts’ 
information. MobileProducer is available 
for the Apple iPad and Android tablets 
and can be purchased through Applied 
Systems and downloaded through the 
Apple iTunes store and Google Play 
store. 

Jeff Purdy concludes, “It’s a fact 
that consumers are now spending less 
time with producers because they get 
more and more information from the 
Internet. Consumers are also susceptible 
to direct sellers. This is the reality facing 
today’s brokers – and brokers must 
adapt to it. Applied Systems is here for 
brokers with a go-to-market strategy 
aimed at the Canadian marketplace and 
the new self-directed consumers.” 
aimed at the Canadian marketplace and 

Applied Systems - 
committed to the ever- 
changing Canadian market
A
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It’s here. The revolutionary 
mobile app for producers.

MobileProducer® provides producers instant access to insurance information for prospects and clients, 

adds activities to the broker management system, and leverages GPS technology to map accounts and 

coordinate daily schedules — all from the touch screen of a tablet. AppliedSystems.com/JoinTheRevolution

APPLIED SYSTEMS
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Commercial lines 
go mobile
By Steve Pieroway, Vice President, Marketing & Client Services, Policy Works Inc.

housands of apps for smart 
phones and iPads give tech-
savvy customers a wide range 

of functions, from booking a flight to 
making a dinner reservation and conduct-
ing bank transactions. Does this mobile 
access have a future in commercial lines 
insurance? We certainly think so.

Policy Works Producer, our latest prod-
uct, is a mobile application designed for 
commercial-lines producers working in 
the field. The idea is simple: capture risk 
information instantly, at the point of 
sale, and in an electronic format. 

Producers act as front-line underwrit-
ers for their insurers, capturing essential 
underwriting information. With our 
app, producers and prospects will be 
able to meet and share information like 
never before. General underwriting, risk, 
and liability information can be easily 
entered while discussing the insured’s 
commercial insurance needs. 

The discussion around risk, cover-
age and pricing will be more detailed, 
engaging and professional. Capturing 
this data in an electronic format, face-
to-face with a prospect, accomplishes 
three things: 1) it significantly reduces 
the time to get a new submission to 
market, 2) it reduces the chance for mis-
interpreting data when entering it into a 
system, and 3) positions the producer as 
a trusted advisor.

It is the last point of trusted advisor 
that should be of great interest to produc-
ers and principals alike. In the absence 
of a meaningful relationship, people look 
for cues to assess a person’s trustwor-
thiness. One significant cue is how a 
producer conducts the process of present-
ing and discussing an insured’s risk. Ask 
yourself these questions: What image am 
I portraying when I visit new prospects? And 
how does this image impact my ability to sell 
myself, my brokerage, and my products?

T At the Insurance Brokers 
Association of Ontario Insurer CEO 
panel last fall, the message from CEOs 
was that brokers should not rely on 
insurance companies alone, but take 
an active role in solving the problems 
facing brokers and the broker channel. 
One of the keys to succeeding, stated 
the panel, is adoption of technology.

As a technology provider to the 
independent broker distribution 
channel, we believe that automated 
and standardized workflows for 
commercial-lines are essential to the 
survival of the independent broker. 
Our mission, penned over 20 years 
ago, is to link brokers and insurers, 
leveraging the strengths of each, to 
better serve insureds. More than 
ever, we believe in the power of 
this mission, and use it as a guiding 
principle when developing new 
products. 
principle when developing new 
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PECS is Canada’s leading 
large loss consulting 
company specializing in 

residential, industrial, institutional 
and commercial losses. SPECS 
consultants deliver value to the 
claims processes through their 
experience and knowledge of 
the ever-changing building and 
regulatory environment. The 
primary focus at SPECS is to provide 
consistent valuation and appraisal 
services combined with detailed 
specifications and scopes of work 
that allow the adjuster to settle 
the claim quickly and fairly for all 
stakeholders. SPECS can back up its 

appraisals by delivering experienced 
contractors and professionals 
prepared to deliver the work for 
our specified price with little or no 
‘extras.’

Working with insurers and 
adjusters across Canada, SPECS 
endeavours to foster a cooperative 
team environment to restore the 
insured to their pre-loss condition 
as quickly as possible. As an 
independent appraisal and loss 
control company, SPECS does 
not have a vested interest in the 
management of the claim. SPECS 
appraisers are not insurance 
adjusters, but construction experts. 

SPECS – Canada’s leading 
large loss specialists
S SPECS provides fast, accurate 

reporting that allows the adjuster to 
complete the building damage claim 
fairly and quickly. The company’s 
proprietary file management system 
tracks and manages the work-flow of 
our appraisers allowing management 
to quickly assess potential issues to 
meet or exceed or reporting timelines.

Recently, large catastrophic losses 
occurred in Slave Lake, AB. SPECS 
was onsite early and worked with 
the municipality and insurers to 
coordinate the demolition process 
resulting in industry savings of 
over $2 million. Working with 
homeowners and adjusters, SPECS 
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handled over 200 total losses ranging 
from individual residences to 
municipal buildings, condominiums 
and apartment buildings. Claims 
were settled quickly avoiding much of 
the ‘creep’ in trade pricing and some 
homes were completely rebuilt within 
seven months post loss.

SPECS has been the leader in 
post loss appraisal and cost control 
consulting in Canada since 1995. With 
offices from coast to coast, SPECS 
is positioned to quickly respond to 
losses anywhere in the country. 

For more information please visit 
the SPECS website at www.specs.ca for 
a detailed description of the services 
offered by the SPECS team. SPECS 
has recently opened a new office in 
Winnipeg and Ryan Duncan has 
the experience to work effectively 
with adjusters and insurers within 
Manitoba on all large loss insurance 
claims. Ryan can be reached at 204-
946-0424. 
claims. Ryan can be reached at 204-

The company’s 
proprietary file 
management 
system tracks 

and manages the 
work-flow of 

our appraisers 
allowing 

management to 
quickly assess 

potential issues 
to meet or exceed 

or reporting 
timelines. 1-877-907-7327

“SPECS does not have a vested interest 
in the management of the claim. ”
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SCM Insurance Services launches 
Opta to meet demand for more 
information solutions 
SCM Insurance Services (SCM) 
has announced the launch of Opta 
Information Intelligence (Opta), 
a company that will be dedicated 
to helping Canada’s insurance 
and corporate risk industries turn 
information into profitable business 
intelligence. 

Opta possesses the most 
comprehensive structured risk 
information property databases 
in Canada. The new organization 
will not only provide underwriters, 
brokers, corporate risk managers, 
and municipalities with access to 
valuable risk information, but also 
with proprietary tools and technology 
to help them harness, analyze, and 
convert that information into business 
knowledge. Staffed with a team of 
more than 30 full-time software 
developers, Opta will also offer 
customized IT and software solutions 
for a variety of insurance and risk-
related needs. 

Formerly the Information and 
Analytics Division of SCM Risk 
Management Services (RMS) and 
the SCMTech software division of 
SCM, Opta’s roster of products and 
services include well-known industry 
favorites such as iClarify Residential 
and iClarify Commercial, Fire 
Underwriters’ Survey (FUS), HEIRS, 
X-Rate, and others. “As a full-fledged 
company, we will focus resources on 
research and development for new 
products,” shares Greg McCutcheon, 
who will serve as President for both 
Opta and RMS. 

“Our team is highly innovative, 
information-focused, and possesses a 
wealth of insurance knowledge,” adds 

Colin Smith, Opta’s Senior VP of 
Operations. “What unites all of our 
products and services is the ability to 
help drive profitable growth for our 
clients by creating business value from 
information.” 

When iClarify was released two 
years ago it was already endorsed by 
provincial broker associations; and 
today the vast majority of insurance 
companies, brokers, and agents in 
their sales and underwriting processes 
use iClarify. FUS is currently in use 
by over 90% of P&C insurers and is 
the sole provider of municipal fire 
grades in the country. “Our clients 
are telling us that the information we 
provide them with helps them make 
well-informed decisions about risk, 
and they want more. The creation 
of Opta confirms our commitment 
to providing our clients with 
information and analytics that have 
become integral to P&C profitability,” 
confirms McCutcheon.

Opta will focus its resources on 
providing dedicated customer service, 
continued research and development, 
and ongoing enhancement of current 
offerings. Clients can look forward 
to new innovations and custom IT 
solutions from a highly consultative 
team. Users of Opta’s current 
products can continue to expect 
excellent customer service, and can 
now access the online login pages via 
Opta’s website: www.optaintel.ca.

Frank Cowan selects Guidewire 
solution for claims management
Frank Cowan Company, a Canadian 
specialty insurer, and Guidewire 
Software, Inc., a provider of flexible 
core system software to P&C insurers, 
has announced that Frank Cowan 
Company has selected Guidewire 

ClaimCenter® as its new claims 
management system. 

As part of a broader initiative 
to enhance the services offered to 
its client and independent broker 
partners and process claims faster 
and more efficiently, Frank Cowan 
Company decided it needed to 
modernize its claims system. 

“Claims management is complex. 
Having immediate access to more 
advanced tracking and reporting tools 
will assist Frank Cowan Company 
in proactively moving claims to 
resolution resulting in enhanced 
customer service,” explains Derek 
Sarluis, VP, Claims, Frank Cowan 
Company. “Improved visibility into 
our claims handling operations will 
also enable us to better flag and act on 
the early warning signs that indicate 
when a claim may be veering from an 
acceptable resolution path.” 

“We selected Guidewire as our 
technology partner for this project 
because we believe Guidewire 
ClaimCenter is the best-in-class 
claims management offering in the 
property and casualty insurance 
industry,” said Patrick Vice, Director, 
Information Technology, Frank 
Cowan Company. “In addition, 
we appreciate that ClaimCenter 
will easily integrate with other 
applications we use.” 

Guidewire ClaimCenter will enable 
Frank Cowan Company to: 
•  Reduce claims cycle times to 

ensure faster, more efficient 
customer service, and reduce the 
impact of claims on clients; 

•  Improve data analytics and 
reporting capabilities; and 

•  Readily make system changes 
to meet changing business and 
technical requirements. 

Technology 
News
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Applied Systems launches 
MobileProducer
Insurance software company Applied 
Systems has released MobileProducer, 
the only independent agent mobile 
application designed specifically for 
insurance producers that provides them 
instant access to client information.
An intuitive and personalized mobile 
interface provides producers easy 
access to view accounts, activities, 
contacts and insurance policy 
information. Having access to client 
data 24/7 provides producers with a 
competitive advantage and adds value 
to their product offering. Through 
MobileProducer, producers also have 
the ability to communicate through 
e-mail, add activities to the agency 
management system, and leverage 
GPS technology to map accounts and 
coordinate daily schedules – all from the 
touch screen of a tablet. 

The application works on the Apple 
iPad as well as tablet computers running 
the Android operating system. Through 
integration with Applied Systems Epic 
and TAM agency management systems, 
producers have on-demand access to the 
system of record. 

TENCon attendees were provided 
a trial version of MobileProducer as 
part of the company’s initial beta 
release. Applied Systems plans for 
MobileProducer to go into controlled 
release in September of this year, with a 
general release scheduled for later in the 
fourth quarter. 

“MobileProducer is a made-for-
purpose app to provide producers the 
information that they want in the 
field in an intuitive format that takes 
advantage of the capabilities of mobile 
devices,” said Reid French, CEO of 
Applied Systems. “The independent 
insurance industry relies on its ability 
to service clients, and we believe the 
way people use technology and access 
information through mobile devices 
will change the future of the business of 
insurance.”

MobileProducer will be available 
for Apple iPads and Android-powered 
tablet computers. However, the app is 
not available for iPhones or Android-
powered phones.

Keal Technology and CIM-Data in 
strategic partnership
Keal Technology and CIM-Data, 
Canadian Broker Management System 
(BMS) providers, have formed a 
partnership offering complementary BMS 
products for the Canadian insurance 
marketplace. This new alliance will 

see both companies continue to offer, 
sell, support and develop its respective 
existing BMS products, sigXP and CIM-
Data, as well as all other integrated broker 
products.

In the planning stage for the past year, 
this transaction offers clients a larger 
and much stronger organization. The 

Work WitH people 
you trust.

We have been all about TRUST since 1920.  

GrAiN iNsurANCe  
& GuArANtee

graininsurance.com

Commercial Business, Retail 

Industry, Hospitality Industry, 

Commercial Real Estate, 

Agricultural Industry, Grain 

Handling Facilities, Churches, 

Optometrists/Opticians, 

Amusement Industry, Concerts, 

Special Events, Rodeos, Custom 

Designed Programs

Corporate Office
1240 One Lombard Place
Winnipeg, Manitoba  R3B 0V9
1-800-665-3351 
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IBAM’s Young Broker Network hosted its 13th YBN Golf Day on August 30 at the 
Winkler Centennial Golf Course combining a day of fun on the links with raising finds for a 

very worthwhile cause. This year, $1,800 was raised for the Cancer Society of Manitoba.

Congratulations to the YBN for another successful Golf Day and a 
big THANK-YOU to all golfers, volunteers and sponsors!

YBN GOLF DAY
Helps Battle 

Against Cancer

PiCTURED ToP LEFT: 
Most honest Team – (L-R) Lindsey Jordan, Young Broker 
Committee Past-Chair, with Cleo Morris, Nikki Makar, 
Lindsay Rae Pauls and Dora Pacheco

PiCTURED ToP RiGhT: 
Lowest Scoring Team – Lindsey Jordan makes 
presentation to Tara Chammartin, Brendan Heppner, 
Dwight Heppner, Lincoln Bergman

PiCTURED BoTToM LEFT: 
Silent Auction Table
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Gold 
SPONSORS

Bronze 
SPONSORS

Supporters

Belfor Restorations
First General Services
Paul Davis Systems Canada
Portage Mutual insurance

CanAm insurance
Electra Sign

Custom Software Solutions
Encon Group inc.
Guarantee Company of North America
Kernaghan Adjusters
Priority Restoration
SMi
Travelers
Totten insurance Group
Wawanesa insurance

marine division

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

property &
liability division

TF 1.877.532.6864   F. 604.532.6894
#314 - 6325 204 St. Langley , BC  V2Y 3B3

prairie division

P. 780.391.2115   F. 780.391.2097
sskett@beacon724.com

www.beacon724.com

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 &/or Liability
Vacant Risks
Motor Truck Cargo
Builder’s Risk
Directors & Of�cers Liability
Host Liquor Liablity

underwriting
company, insuring

more than
just boats.
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edmonton-based Monarch 
Insurance Brokers Limited was 
born in 1946 as a small personal 

lines brokerage. Since then, Monarch 
has evolved and grown; and now writes 
mainly commercial lines products on 
a retail basis. It also has a wholesale 
division that offers a variety of other 
insurance products to other brokers.

Since 1982, Monarch has had an 
Insurance Brokers Professional Liability, 
or Errors & Omissions, program 
available for brokers in Alberta. In 
2003, the program was extended 
and offered to brokers in Manitoba, 
Saskatchewan, BC and the Northwest 
Territories.

According to Monarch’s President, 
Greg Randall, “In the past few years, 
broker E&O claims have been on the 

rise, and not only on terms of numbers, 
but the size of claims as well. An 
additional burden is the investigative 
and legal costs, which most brokers 
don’t see.”

Randall adds, “A full 80% of those 
claims may have been preventable 
had the brokers in question simply 
documented their files properly.”

Documentation is key in the defense 
of an E&O claim. Randall notes that 
brokers will certainly understand the 
importance of documentation once 
they have to sit in front of a judge who 
asks to look at their file. If there is no 
documentation, there is no defense, and 
the claim is generally paid out. 

There is no doubt that within the 
files of most brokers there is an E&O 
claim waiting to happen, whether 

it’s accidental or from improper 
documentation. The trigger of all 
E&O claims is when an insurer denies 
coverage, and this is when the error or 
omission is discovered.

Another area of concern, according 
to Randall, is the limits brokers are 
carrying. These are claims-made 
policies and once the limits are 
consumed there is no more coverage for 
the broker. Randall states, “There is no 
doubt that most brokerage firms are 
underinsured. The majority of brokers 
only carry a $1 million limit, which is 
borderline absurd in this day and age. A 
simple homeowners claim can develop 
into $1 million in a hurry, never mind a 
commercially written account that may 
carry property or casualty limits well in 
excess of $1 million.”

Monarch Insurance encourages brokers  
to think about E&O coverage

Specialty Insurance

50 | deceMBeR 2012 | Manitoba Insurance Broker



⬅ Index

Specialty Insurance

Not only is the primary limit of an E&O policy a concern, 
but the aggregate limit is as well. Most E&O policies have one 
and once these limits are exhausted, there is no more available 
coverage for the broker.

According to Randall, our world has become extremely 
litigious and brokers must protect themselves from financial 
disaster by insuring with proper coverage and adequate limits.

Monarch can provide the necessary coverage and get any 
limit required for its broker E&O clients. 

Besides its E&O program, Monarch is also a cover holder 
for Lloyd’s and can arrange hard to place risks on a wholesale 
or retail basis in areas such as professional liability, casualty, 
motor truck cargo and auto physical damage. Monarch can 
also place coverage for smaller brokers with limited market 
(the only stipulation being that the broker carries his/her E&O 
with Monarch).

Monarch is a “broker’s broker” and can serve the many 
varied needs of its retail and wholesale clients as necessary. 

For more information on Monarch Insurance Brokers Ltd., 
visit www.monarchins.com or call toll free 800-561-1713. 

Monarch’s President Greg Randall

Whether it’s health, dental or travel coverage, as 
Manitoba’s only not-for-profit supplemental health care 
provider we are committed to designing a benefit plan 
to fit your clients’ needs. 

Learn how we can support the health and well-being of 
your clients. 

Visit us online at mb.bluecross.ca

Plans designed for your clientsPlans designed for your clientsPlans designed for your clientsPlans designed for your clientsPlans designed for your clientsPlans designed for your clientsPlans designed for your clientsPlans designed for your clientsPlans designed for your clients
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T his past July marked Mike 
Callon’s 50th anniversary in 
the P&C insurance industry. 

Think about that number – 50 years! 
Having reached that momentous 
milestone and now recovering from his 
second hip replacement, Mike felt it 
was time to bid adieu to the industry he 
holds so close to his heart. The London-
based Vice-President of Marketing for 
Totten Insurance Group is retiring at the 
end of the year and the entire industry 
will be sorry to see him go.

A cheerful, dependable presence at 
trade shows across the nation over the 
past couple of decades, these events 
just won’t seem the same without him. 
His bubbly personality 
and quick quips 

made many trade show attendees and 
exhibitors forget about their long days 
and tired feet. “I’ve attended more 
trade shows, conferences and industry-
related functions than I can count,” 
says Mike with a laugh, “however each 
event was a new adventure. I really 
enjoyed seeing old friends and making 
new ones.” 

Mike’s career started in 1962 right 
out of high school when he spurned 
an offer from a bank in order to 
work for General Accident Group in 
Toronto. Climbing the corporate ladder, 
Mike enjoyed transfers to Thunder 
Bay, Hamilton and Orillia. It was in 
Thunder Bay where he met his wife, 
Lil. The couple has three children (a 

son and two daughters) and seven 
grandchildren.

After a year with Sun Alliance, 
Mike went the broker route; six 
years with Stoutt Agencies and 
then two years with his own 
brokerage. “In that time, I got a 
real good feel for what brokers 
needed – and what they weren’t 

getting,” he says.

Mike decided to return to the 
corporate banner and went back to 
Sun Alliance before leaving for stints 
at Federation, Laurentian and the 
South Western Group. It was at this 
latter stop where he met a charismatic 
individual named Ross Totten. 
The pair hit it off and, after much 
discussion and planning, decided to go 
into business together.

He says, “I’ve enjoyed all my 
positions in the industry, but the 
most enjoyable has been marketing 
intermediaries. In that situation, 
dealing with brokers and insurance 
companies, both groups are insurance 
savvy – they speak the same language. 
Then it’s just a matter of matching 
the right products with the right 
situations.”

“I’m still a bit leery on retiring,” 
Mike points out in a recent interview, 
“but you have to go sometime and the 
end of this year is as good a time as any.

“I know it’s a cliché, but I’m really 
going to miss the people. It’s a people 
industry and I just love dealing with 
people!”

Mike Callon bidsMike Callon bidsMike Callon bids
‘adieu’ after 50 years‘adieu’ after 50 years‘adieu’ after 50 years

“I’m just going to 
enjoy myself and my 

loved ones and see 
what this retirement 

thing is all about”
- Mike Callon
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If you are like the majority of con-
sumers, chances are you have utilized 
some form of credit, such as loans, 

mortgages, or credit cards. Credit can 
be a convenient method for purchasing 
goods and services and if used wisely 
it can also assist in attaining many 
personal goals earlier in life such as a 
house purchase or making investments. 
So with credit forming an important 
component of an individual’s financial 
situation, it only makes sense that one 
should understand how to maintain a 
healthy credit profile.

One of the tools that credit grant-
ers use in their decisioning process is 
a personal credit report. This report 
provides a historical summary of how 
consistently an individual meets their 
financial commitments and includes 
information such as: details of an indi-
vidual’s credit accounts, repayment his-
tory, banking information, insufficient 
funds activity, history of collections or 
bankruptcies and a listing of those orga-
nizations who have requested copies of 
the report. This information is gathered 
by a credit reporting agency from those 
companies with whom consumers have 
credit relationships with, plus court 
records and collection agencies. This, 
together with a purging of most infor-
mation older than six years, ensures 
that the credit report is both accurate 
and current. 

Information in the credit report is 
used to create a credit score that has 
proven to be an accurate predictor of 
financial risk. While not the only factor 
used by credit granters in making credit 
decisions, in general the higher the 
score, the more favourably lenders look 
upon an individual as a credit risk. As 
the credit report is continually updated, 
the score also changes to properly reflect 
any new information. 

While sophisticated formulas calcu-
late the score, it is useful to understand 
some of the key influencers on the 
score: 
•  Pay all bills on time as paying late 

has a negative impact.
•  Apply for credit only when needed as 

each credit application has an impact. 

Got credit?
By Tony Ngo, 

BMO Bank of Montreal®

Business Corner

•  Type, limit and outstanding 
amounts of credit impact the score. 
A mix of credit accounts and loans 
will aid in improving a score. 

•  Only establish the credit you 
need and can comfortable carry. 
Normally no more than 35% of 
your gross income should be used 
to repay debts, including items as 
monthly credit card payments, 
loans and mortgages. 

•  For credit cards or lines of credit, if 
you are carrying a balance, try to 
keep it below 50% of the limit. 

•  An established good credit history 
improves a score, so consider this 
carefully before closing old credit 
accounts. 

Understanding and monitoring your 
report helps provide insight as to how 

your credit looks from a creditor’s 
perspective and ensures that the 
information is accurate. You can 
access your credit report for free with 
the credit agencies via mail or for a 
fee can access various versions on line, 
including ones that contain a credit 
score. More information can be found 
at www.equifax.ca or www.transunion.ca.  

While no one can access your 
credit report without your consent, 
it is a requirement for a wide array 
of reasons beyond borrowing money. 
Some landlords, utility companies 
and employers use credit reports. 
By having an understanding of 
your credit report and monitoring 
it on a regular basis, you will have 
greater control over your financial 
wellbeing. 
greater control over your financial 
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Industry News

Simple low-cost alarm warns of interior water leaks that may lead to costly mold problems

With the launch of Flood Buzz™ Pro by Archetype Ltd., a N.J.-based manufacturer/distributor, there is now available 
an effective and inexpensive tool to help property insurance clients protect their properties from damaging water leaks. 
Flood Buzz™ Pro is an easy-to-use, low-cost, patent-pending, loud and effective water leak alarm designed to help 
mitigate damage and avoid the associated liabilities and legal exposure to landlords and management companies caused 
by water leaks. Consider the following:
•  Model Michelle Buswell filed a lawsuit in September 2012 for $300,000 in damages against her NYC apartment’s 

management company blaming it for toxic mold and making her apartment uninhabitable by not fixing a water 
leak;

•  Lincoln Military Housing, a firm that manages rental housing for military families in Norfolk, Virginia, was 
sued this past January by families who claim they were sickened by mold in their homes; and

•  In 2011 a unit owner in a complex outside of Boston sued her condominium management company for illness due 
to toxic mold from persistent roof leaks. In its first ruling dealing with the statute of limitations for a toxic mold 
claim, the Massachusetts Appeals Court issued a “discovery rule” stating that the statute of limitations starts 
when the injured person becomes aware of the existence of toxic mold, making it easier for mold victims to sue 
wrongdoers in state court.

According to the NYC Department of Health and Hygiene’s Guidelines on Assessment and Remediation of Fungi in 
Indoor Environments: “Water accumulation in indoor environments can lead to mold growth (and other environmental 
problems), which has been associated with human health effects. Indoor mold growth can be prevented or minimized, 
however, by actively maintaining, inspecting, and correcting buildings for moisture problems and immediately drying 
and managing water-damaged materials.”

Key to avoiding mold growth in buildings is to discover water leaks early before the leak can cause greater problems. 
Flood Buzz™ Pro alarms sound an alert to any potential flood condition when water touches the two prongs on the 
bottom of the product, helping to prevent a water damage disaster, as well as the potential liabilities. 

Flood Buzz™ Pro comes with an internal battery with an up to three-year life. Installation is simple – just place 
it and forget it. The Flood Buzz™ Pro will let you know if and when there is a water leak with its 110 dB alarm. 
Perfect for water heaters, laundry, under sinks, toilets, near suspected leak locations, etc. – the Flood Buzz™ Pro is an 
important tool to warn apartment dwellers, condo owners, managers and landlords of leaks so that they can be fixed 
before they become much costlier problems to remediate.

 Learn more about Flood Buzz™ Pro at www.FloodBuzzPro.com. Flood Buzz™ Pro can be customized with a brand’s 
own logo and colors as well as contact information. 

Canadian distributors are Stringer Sales in Calgary (Tel: 403-256-4900; Toll Free: 877-955-4975).

Granite Claims Solutions 
appoints new VP, Sales and 
Marketing
Toronto-based Granite Claims 
Solutions has appointed 
former VP of Marketing, Kurt 
Johnson, to the position of Vice 
President, Sales and Marketing. 
Granite Claims Solutions 
offers a national presence to 
the domestic P&C insurance 
industry. The company has over 
350 specialty claims adjusters 
and marine surveyors across 
Canada.

MAIN OFFICE

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

BRANCH OFFICE

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

www.jdsadj.ca
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Reach our Advertisers

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

Kris Fillion, Marketing Manager
E-mail: kfi llion@kelman.ca

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

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

Kris Fillion, 
E-mail:

CoMPANY PAGE PhoNE WEBSiTE

Manitoba Blue Cross 51 204-775-0161 www.mb.bluecross.ca 

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

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

National Brokerage Services Inc. 45 877-732-4607 www.scn-nbs.com

Northbridge Insurance 25 855-620-6262 www.nbins.com

Pal Insurance Brokers 52 800-265-8098 www.palcanada.com 

Paul Davis Systems 59 204-586-1684 www.pds.ca

Peace Hills Insurance 35 800-272-5614 www.peacehillsinsurance.com

Pioneer Window & Door Manufacturing Ltd. 4 877-832-5580 www.pioneerwindowanddoor.com

Policy Works 39 800-260-3676 www.policyworks.com 

Portage Mutual Insurance 13 800-567-7721 www.portagemutual.com

Priority Restoration 63 204-786-3344 www.priorityrestoration.com

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

Royal & Sun Alliance Ins. Co. of Canada 27 416-366-7511 www.rsagroup.ca

Sovereign General Insurance 64 204-982-1287 www.sovereigngeneral.com

SPECS 41 888-394-4434 www.specs.ca

Stringer Sales 61 877-955-4975 www.stringersales.com

Swiss Re Corporate Solutions 68 800-268-9798 www.swissre.com/eo

Trans Canada Insurance Marketing Inc. 52 204-925-8276 www.tcim.ca

TSW Management Services 9 866-904-8146 www.tsw-management.ca

Wawanesa Insurance 17 204-824-2132 www.wawanesa.com

Western Financial Group 53 866-843-9378 www.westernfinancialgroup.ca

WINMAR 24 866-494-6627 www.winmar.ca 
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Are the legal costs associated with 
the operation of commercial vehicles 

taking your clients for a ride?
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A DAStransport legal expense insurance  
policy is peace of mind for your clients and their businesses. 

Every day your clients are exposed to potential legal issues arising from the operation 
of their business vehicles, which are not covered by a traditional insurance policy. 
DAStransport closes some of the gaps by providing coverage for legal costs faced by your 
clients when pursuing or defending their rights. It covers things like traffic ticket defence, 
driver’s license protection, auto contract disputes, and commercial safety violations 
defence. Things a regular CGL policy doesn’t.

It also gives your clients UNLIMITED access to a telephone legal advice helpline.

Contact DAS today to find out how your business clients, whether they have a single 
vehicle or a fleet, can benefit from this new product.

Call 1-888-582-5586 today or visit das.ca

Introducing, DAStransport.

manitobabroker_DAStransport.indd   1 11/10/2012   10:23:00 AM

www.das.ca


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

See for yourself at www.swissre.com/eo

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

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

Insurance products underwritten by Westport Insurance Corporation, Overland Park, Kansas, United States, a member of Swiss Re Corporate Solutions.

© 2012 Swiss Re 
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