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ENROLLMENT SERVICES & OFFICE OF ADMISSIONS 

245 CENTRE AVENUE EAST · ALTONA · MANITOBA · R0G 0B0 · CANADA

New Courses 
Now Available!

LEARN ONLINE OR IN PERSON

As an institute of higher learning, we pride ourselves on delivering leading 
educational opportunities, built around your schedule. 

1. Visit www.rrmuniversity.com
2. Sign up (visit Broker Central for privacy code)

3. That’s it, you’re officially enrolled!

TO ATTEND:

 Commercial Equipment  
Breakdown Coverage

 Home Equipment   
Breakdown Coverage

 Farm equipment  
Breakdown Coverage

 Introduction to Claims Service

 Introduction to Loss Prevention

 Introduction to Commercial Lines

 Introduction to Farm Lines

 Introduction to Residential Lines

NEW!

AVAILABLE COURSES:

http://www.rrmuniversity.com


WATER MOULDFIRE BIOHAZARD

TM

THE EXPERTS YOU CAN RELY ON

RESTORATION SPECIALISTS

PuroClean is a full service restoration service handling emergency 
remediation and rebuilds. We are the residential and commercial 
property restoration experts, proficient in all property estimating 
systems, with dedicated teams for large and catastrophic loss.

32 Locations Nationwide  

FREE initial property loss assessment 
FREE Continuing Education Training Sessions  
(RIBO and CIP Accredited)

Emergency Response
24-Hours a Day, 7 Days a Week

puroclean.ca/winnipegeast
C: 204-471-5597

PH: 204-777-7876

Now Open in Winnipeg 
Owner/Operator: Pat Jacob

Unit 7-885 Redonda Street
Winnipeg, MB R3C 2Z2
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OUR 2-4-24 PLAN
Guaranteed Call Back in 2 Hours

Mobilization in 4 Hours

 File Uploaded within 24 Hours

Emergency Response
24-Hours a Day, 7 Days a Week

PuroClean.ca
(877) 261-7876
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RETRACTION NOTICE:
In our Fall 2015 edition, two courses facilitated by the Dale Carnegie Institute were incorrectly advertised as being worth credit 
hours with the Insurance Council of Manitoba. The November 5th Relationship Orientated Selling Approaches, being offered 
as part of our Professional Development Day, was changed to an insurance-based session. The February 2016 Winning with 
Relationship Selling series is still being offered, however it will no longer be for any insurance credit hours.

We apologize for any inconvenience this may have caused.  
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The Swiss Re Broker Errors and Omission 
Program is thriving in Manitoba

Merry 
    Christmas 

Happy 
 New Year

and a

Have a Very 

From
President Russell Wasnie,

CEO Dave Schioler 
& the IBAM staff

To all our Members,  
Business Partners & 
Associates, and Friends
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Dasan Sydora  > 
Winkler Flyers  2014-2015

PREVIOUS WINNERS

 Mitch Van Teeling
Dauphin Kings  2013-2014

Brendan Mitchell  
Selkirk Steelers  2012-2013

Dylan Hiede 
Selkirk Steelers  2011-2012 

IBAM – MJHL
SCHOLARSHIP AWARD

WINNERS

Your best insurance is an Insurance Broker

What areyour
insurance goals?™

What areyour
insurance goals?™
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An election for the ages 

 Over the past few months 
everyone was saying and 
thinking that the coming federal 

election would be a significant event on 
the political landscape, and October 19 
certainly met this expectation. 
Canadians voted. More Canadians voted 
than over the past 20 years, and they 
voted for change! From the beginning 
of the campaign in August, polls 
were indicating that Canadians were 
looking for a change in the direction of 
the country. After 10 years in power, 
the Conservative Party and the Prime 
Minister were not viewed as the leaders 
that should direct the future course 
for the country. The only question 

throughout the campaign was where 
was this ‘change’ going to land?

The NDP started the campaign 
strong, leading in the polls while the 
Liberals dragged behind them and the 
Conservative Party. After two months 
the tables turned, with the Liberals 
gaining momentum, the NDP falling 
dramatically, and the Conservatives 
maintaining their relative position.  
In the end, the country voted en 
masse for change, and that change was 
embodied in Justin Trudeau and the 
Liberal Party of Canada.

A few highlights: first time a third 
place party in the House of Commons 
wins a majority; second youngest Prime 

Minister in Canada’s history; record 
voter turnout in over 20 years; over 
200 new MPs, which is a record. As far 
as vote intentions, comparing the vote 
count by party from the last election in 
2011, the NDP lost 1 million votes, the 
Liberals gained 4.2 million votes, and the 
Conservatives lost about 50,000 votes.

What does this shift mean for IBAC 
and brokers across the country? Well 
IBAC has always had a non-partisan 
approach to advocacy and political 
outreach. Our issues affecting consumers 
are non-partisan; they are issues of 
fairness, accessibility, and affordability; 
something all Parliamentarians 
understand and support. We have 
communicated with all parties in the 
House of Commons, whether they are 
in government or not. During the last 
Parliament, IBAC has had excellent 
relationships with MPs and Senators 
from all parties. This will not change 
with the new government.

As mentioned, there are over 200 new 
MPs in the coming Parliament. This means 
that our profession has a big job ahead of 
us in reaching out to all the new MPs and 
explaining to them what it is we do, how 
we serve our customers, and educate them 
on the issues that federal legislation and 
regulations impact the insurance buying 
consumer. This outreach and education is 
crucial because most of the new MPs will 
not have had a background in insurance 
and will not be familiar even with what 
an insurance broker does. Banks and 
others will approach them, making the 
case for how the insurance consumer is 
badly served with the prohibition in place 
on bancassurance.

Insurance brokers are the only voice 
to explain to MPs why this prohibition 
makes sense; this is why I am urging 
every broker to reach out to their MP, 
new or returning, and explain to them 
that Credit-granting institutions ought 
not to sell insurance at the point of 
granting credit.

We have a new Parliament and a new 
government for the next four years, and a 
lot of work ahead of us. 

VIEWPOINT

Lorne Perry, President,  
Insurance Brokers Association of Canada

I am urging every broker to reach 
out to their MP, new or returning,  

and explain to them that Credit-granting 
institutions ought not to sell insurance 

at the point of granting credit.
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 CALL:

(204) 949-9299
YOUR AFFORDABLE ELECTRICIAN

  Up to

 
All Knob and Tube Jobs*

Ask about our 

seniors rates 

$2000.00
OFF

•	Best Price on  
Service Upgrades

•	Aluminum Wire  
Treatment and Removal

•	Free Quotes

http://winnipeg.mrelectric.com


MAKING AN IMPACT

In the Media
Winnipeg Free Press

The Herald

EXECUTIVE MEDICAL 
ASSESSMENT

Think of it as a strategic plan  
for your health

Get well and stay well at Seven Oaks General Hospital

Invest in yourself. Contact executivemedicals@wellnessinstitute.ca for more information.

   A Wellness Institute Executive Medical Health Assessment is an in-depth 
  half-day medical assessment conducted by a physician and other specialists with 
 a focus on disease prevention and early detection. Much more extensive than a typical annual 
check-up, the assessment provides a head-to-toe examination as well as a battery of advanced tests 
ranging from important biomarkers to observing the heart under the stress of exercise.
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MAKING AN IMPACT

Mutual 
Marauders 
ride Big Bike 
for Heart and 
Stroke
On Wednesday, Sept. 23, Red River 
Mutual staff rode the Big Bike for Heart 
and Stroke through the streets of Altona to 
raise funds and awareness for a great cause.

This year, the ‘Mutual Marauders’ 
consisted of 28 riders, which included 
Red River Mutual staff along with 
representatives from BSI Insurance and 
Prairie Insurance Brokers who raised 
$4,000 in donations. Since 2009, Red 
River Mutual staff and supporting 
brokers have raised over $26,500 riding 
the Big Bike for Heart and Stroke.

“With company involvement we are 
able to provide more funding in the fight 
for a cure. And in the interim help prevent 
disease through education, promote 
recovery and save lives by providing 
faster response and treatment times,” 
said Red River Mutual staff organizer 
Joyce Hildebrandt. “The money raised 
in Manitoba, stays in Manitoba so in a 
sense we are helping ourselves.”

Red River Mutual emulates the 
‘modern mutual’ by investing a portion of 
company profits back into the community 
through loss prevention and through the 
support of worthy community projects. 
For more information about Red River 
Mutual and the ‘modern mutual,’ visit 
www.redrivermutual.com/community.

Thank IGA, Sun Valley Co-op, and 
The Ice Cream Hut for contributing all 
of the food for the appreciation barbeque 
after the bike ride.

The Mutual Marauders team is pictured in front of the Red River Mutual head office in Altona, MB.

Visit us online.
www.ibam.mb.ca

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. 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.

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

Contact us at connectwithus@
priorityrestoration.com 
or 204.786.3344

The unexpected happens. Get your life back, fast.
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MAKING AN IMPACT

BSI continues to help out 
BSI Insurance has donated just over 
$1,000 to the Genesis House in Winkler. 
BSI’s donation was put towards 
purchasing two large chairs to furnish 
the $13,000 Children’s Counselling 
Room at Genesis House. This donation 
was done in part of BSI Insurance’s 
Because We Care initiative, which 
will see approximately $30,000 in 
donations annually distributed between 
its 15 locations and neighbouring 

communities. BSI recognizes the need 
to support local initiatives that strive to 
improve its communities.

As well, BSI Insurance has 
donated $2,000 to Steinbach Family 
Resource Centre for the purchase and 
construction of equipment for their new 
playground. This playground will be an 
area for children to play and learn about 
traffic signs to help the kids identify 
them in the real world. The playground 

should be completed by August 2016. 
The Steinbach Family Resource Centre 
has now raised $18,500 of their $125,000 
fundraising goal. 

BSI Insurance has donated $2777.15 
to the Manitou Opera House. The total 
combined fundraising in conjunction 
with the community for the evening 
totaled an amazing $4,554.30, which 
is being directed to The Opera House 
Accessibility Project. BSI hosted a 
Community Appreciation Movie Night 
to help the organization raise funds.  
It was an extremely successful evening 
in collaboration with the community 
of Manitou.  

Janelle Martin, Team Leader and Paul Wiebe, 
CSR, of BSI Insurance Brokers Ltd.’s Winkler 
Branch presented a $1,006.29 cheque to 
Angela Braun Executive Director Lori Penner, 
Councillor of Genesis House.

Matt Neufeld, Family Protection Specialist 
at BSI Insurance presents a cheque to Vicki 
Olatundun, Executive Director, Steinbach 
Family Resource Centre. 

BSI Insurance staff present cheque to The 
Opera House Accessibility Project Committee. 
Holding the cheque are (left) Thor Thorleifson 
of the Opera House Committee and (right) 
Virginia Halabicki – CSR BSI Manitou. 

We’ll  
tweet  
you like 
family.

br ioinsurance.ca
facebook.com/brioinsurance

Interested in joining the flock? Contact us for details.

You know that feeling when you walk into a familiar place and see a friendly face?

That’s Brio Insurance. 

We’re more than just another insurance 

brokerage. We are here to help and advise, 

and to make an impression that will stand 

the test of time, all while delivering peace-

of-mind and protection. With homegrown 

down-to-earth service and the best 

interests of our clients at heart, we don’t 

just meet expectations - we exceed them.

Join managing partner Pamela Gilroy-

Rajotte and experience working for  

an innovative, progressive organization 

in a great team-oriented environment! 

Pam has many years of experience  

in the insurance industry, including 

two years as President of the Insurance 

Brokers Association of Manitoba.

www.hubinternational.com

We are the perfect fit if you...
Are a self-starter willing to invest time and energy to learn the
technical aspects of our business.

Have a desire to help others protect their future.

Have an entrepreneurial spirit and are challenged by the 
opportunity to build your career.

Believe in integrity and building success by developing 
relationships with others.

Seek challenges and seize opportunities.

HUB wants you...
Robin Steel,

Apply online today.

Chief Human Resources Officer
Ph: 204-988-1195

Our Expertise. Your Advantage.

Insurance Services
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P&C Insurance. 
One big picture. 

A great many pieces.

The Insurance Brokers Association of Canada is acutely aware of the importance of the highly  
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Brandi White, MIG Insurance, 
Young Broker Committee Chair

It’s a full house

YBN REPORT

 I would like to start off by saying, once again, that chairing 
the young broker committee has been an absolute 
pleasure. We officially have a full committee, and the 

executive will be primarily focused on all the new recruits 
and developing a strong succession plan. We are committed 
to providing mentorship and leadership skills to all of our 
members. This is the executives’ commitment to drive the 
YBN’s future success. We would want to secure the current 
momentum of the group and prepare everyone for the years 
to come when they too will be leading the YBN. 

As you know, the 3nd annual YBN Dale Rempel Memorial 
Golf Tournament was a massive success. Thank-you to 
everyone who attended. A special’ thank-you’ to all the 
volunteers, IBAM staff and sponsors. This is a very large 
event and could not be possible with out everyone who is 
involved. This year, we were able again to donate $20,000 
to CancerCare Manitoba. This was a great event to kick off 
my position as chair and it only makes me even more excited 
about the things to come for our network. 

Recently Past-chair Jason Searcy and I traveled to  
New Orleans where we attended the Young Agents Leadership 
Conference. It was such a unique opportunity to unite with 
agents from all over the USA as well as spend time with our 
broker friends in Alberta. It’s incredible to share our successes 
and bring back great ideas we can use here at home. 

We are hosting our 4th Annual Rumors Comedy night 
on Monday December 1 in support of Sara Riel Inc. This is a 
non-profit group that assists adults with mental health issues 
and offers resources and training to help break the cycle 
of poverty and homelessness. At this time, we anticipate a 
complete sellout. 

In the next few months, we are planning several other 
events in which there are opportunities for brokers to 
participate. First is our annual delivering of hampers for the 
Christmas Cheer Board where we meet at the Christmas 
Cheer Board and then deliver hampers to those in need.  
We are also looking at possibilities of putting together a team 
for Operation Red Nose. Keep in mind our 3rd Annual YBN 
Bowling night will take place in February/March. If you have 
a charity that is close to your heart, please contact us, as we 
are always open to suggestions. We will also be adding a few 
new spring, summer and fall events for next year thanks to the 
great minds on our committee. We hope to start basing some 
new events in rural Manitoba, as well. 

Keep your eye on Facebook (facebook.com/MBYBN) or 
Follow us on Twitter (@YBNMB) for more event details.  
As always, YBN is looking for people like you to join the 
Young Broker Network and volunteer your time with any of 
our events, please contact me at bwhite@miginsurance.ca  
– or any other committee member. 

I wish everyone and their families a wonderful Holiday 
Season and a prosperous New Year! 

This year, we were able 
again to donate $20,000  
to CancerCare Manitoba. 

This was a great event to kick 
off my position as chair and 
it only makes me even more 
excited about the things to 

come for our network. 

Look for the colour of caring 
when choosing the right plan 

to fit your clients’ needs.

Visit us online at mb.bluecross.ca

Health•Dental•Travel•Drugs•Ambulance•Hospital
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Protect your 
customers 
away from 
home. 
If your customers are 
renting or borrowing 
a vehicle in Canada or 
the U.S., offer them 
Rental Vehicle Insurance.  
It’s the best financial  
protection at the  
lowest price.

15-066-01-04 ManBroker Rental Vehicle Insurance Ad 7 x 4-625.indd   1 9/16/15   10:48 AM

  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” 

COMPLETE DISASTER  
RESTORATION SPECIALISTS

GENERAL  
CONTRACTORS

• FIRE/SMOKE DAMAGE

• FLOOD

• VANDALISM

• FURNITURE FINISHING

• CONTENTS PROCESSING

• WAREHOUSING

• ELECTRONICS

ASBESTOS AND MOULD 
REMEDIATION SPECIALISTS

24 HR. EMERGENCY SERVICE

24 HR EMERGENCY SERVICE

PHONE: 204-783-7251
FAX: 204-775-0464

E-MAIL: iab@davian.co

Ian Balcain
Barry O’Neill

Jared Ewonchuk
Ed Correia

• RESIDENTIAL & COMMERCIAL	

• DISASTER RESTORATION

• INSURANCE CLAIMS

• RETAIL INTERIORS

• PAINTING/DECORATING

• DESIGN & BUILD

Jared Ewonchuk
Ian Balcain

HEAD OFFICE: 270 LULU STREET  
WINNIPEG, MB  R3E 1X9 

PHONE: 204-783-9116
FAX: 204-775-0464
E-MAIL: iab@davian.co

740 LOGAN AVENUE
WINNIPEG, MB  R3E 1M9
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Insure your company’s growth

Educated

Experienced

Ethical

✓

✓

✓
C H A R T E R E D
I N S U R A N C E
P R O F E S S I O N A L

A Chartered Insurance Professional
has your business interests in mind.

Energize your options
A CIP designation expands knowledge

Already have your CAIB? 
You are well on your way to becoming a CIP.  

Brokers: the CIP program is the smart choice for your career.

• Your CAIB and licensing gives you CIP credits

• Earn CE hours by taking CIP courses

• Networking opportunities to expand your business

Additionally, our new Risk Management Certificate program is 
perfectly suited to Brokers. Contact the Insurance Institute of 
Manitoba for more information to help advance your career.

www.insuranceinstitute.ca/brokers

204-956-1702 Join the conversation

http://www.insuranceinstitute.ca/brokers


2015
IBAM-YBN

On Wednesday, August 26, IBAM/YBN members, suppliers and friends 
enjoyed a wonderful day of golf on two of our finest courses – Pine Ridge 
Golf Club and Elmhurst Golf & Country Club. The tournament raised 
approximately $20,000 for Cancer Care Manitoba in honour of Dale Rempel, 
a past president of both the Insurance Brokers Association of Manitoba  
and the Insurance Brokers  
Association of Canada.  
Dale would have been proud!

Dale Rempel
Memorial Golf Tournament
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2015 IBAM-YBN

Dale Rempel Memorial Golf Tournament

As seen in The Winnipeg Sun, September 13, 2015

Once again, it is wonderful for the Winnipeg Sun to
have the opportunity to golf for a cause and IBAM put
on a great tournament. At the 3rd Annual IBAM-YBN
(Insurance Brokers Association of Manitoba-Young
Broker Network) Dale Rempel Memorial Golf Tournament
290 golfers ‘graced’ the Pine Ridge & Elmhurst courses
simultaneously on Wednesday, August 26th. Executives,
management & associates from top Canadian insurance
companies, restoration organizations, adjusters, law
firms & other industry partners were present alongside
Manitoba’s professional insurance brokerage community.
Approximately $20,000 was raised for Cancer Care
Manitoba in honour of the late Dale Rempel, a past
president of both the Insurance Brokers Association of
Manitoba & the Insurance Brokers Association of Canada.
IBAM CEO Dave Schioler described the event as “simply
fantastic” and “another great step towards success in
the epic battle against cancer.” For more information on
IBAM ibam.mb.ca and how you can support Cancer Care
Manitoba cancercare.mb.ca

/dariazmiyiwsky
winnipegsun

With
Daria
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T
WINNIPEG’S EVENTS...to have your event considered, email wpgsun.promotions@sunmedia.ca

IBAM and Charity
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SAFETY MANUAL

Your Guide To Safe Play

Full video series available at: WHL.CA

Special thanks to Steve Hildebrand, Mya Hildebrand,  

Max Hildebrand, Nelson Nogier and Nik Amundrud.

Video produced by Robbie Snooks and Alyson Chambers.

Proud supporters of

local hockey families.

1234 Main Street.

Prince George, BC  V2L 3L6

(250) 765-4321

www. SmithsonInsurance.ca

info@ SmithsonInsurance.ca

S MI T H S O N
I N S U R A N C E  S E R V I C E S

COURTESY OF:
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2015-16 Western Hockey League. All Rights Reserved.  

Reproduction without express written consent is forbidden.

I B A M  •  I B A S  •  I B A A  •  I B A B C I B A M  •  I B A S  •  I B A A  •  I B A B C

The partnership between the Western Hockey League and the members of the four western 
insurance broker associations continues to improve and grow. Now there will be even more 
opportunities for eligible member brokers to use their clients’ love of hockey to talk about 
broker value. Here’s what the program includes:

New for 2015-2016 season, the WHL’s Player Safety Program includes WHL and young 
amateur players demonstrating the proper fi t for hockey apparel and equipment. Hosted 
by Saskatoon Blades Assistant GM Steve Hildebrand, the videos and accompanying 
Equipment Safety Manual show families the safe way to fi t and wear hockey gear.  
Brokers can help pass these safety and risk-management messages on to junior and 
amateur hockey groups in their communities.

The complete series of videos are hosted at www.whl.ca and are a must for the new 
hockey family just venturing out to outfi t a young player or for parents upgrading their 
child’s equipment.  The 
video series also has 
a complete section 
designed for upcoming 
goaltenders that stress 
the proper way to stay 
safe on the ice.

• Insurance Goal of the Game – In our third season, 
brokers continue to sponsor the Insurance Goal of 
the Game in all WHL games in Western Canada. Often 
assuring victory for a team that was in the lead, 
insurance goals scored at WHL games are announced as 
sponsored by “your local insurance broker.”

• Weekly “Goals Of The Game” highlight package 
– The www.whl.ca website features a link to weekly 
goal highlights. The video links are also available for 
distribution to insurance brokers who wish to play the 
same weekly highlight video on their websites or on 
their offi ce monitors.

• Player Safety Initiatives – The WHL has produced 
a series of Equipment Safety Videos available on the 
www.whl.ca  website.  There is also a corresponding 
Equipment Safety Manual available for download there 
as well as association websites.  This initiative helps 
protect kids and aligns well with the broker role as 
advisor in ways to reduce risk.

• Hockey In Your Offi ce – Bring the WHL action into your 
brokerage with exciting point-of-sale items: weekly 
video clips, a WHL jersey contest and grand prize trip 
for two to the 2016 MasterCard Memorial Cup.  Get 
involved by posting the WHL/BIPPER window decal and 
pass out the safety information to interested hockey 
organizations and broker customers.

NEW SEASON UPDATE

PLAYER SAFETY PROGRAM

IBAM
IBAM and its member brokers have 
long been supporters of the Manito-
ba Junior Hockey League (MJHL) and 
Manitoba professional & minor hock-
ey in general. Brokers are involved 
at every level – from coaching their 
kid’s teams to being sponsors of local 
teams, arenas and annual tourna-
ments – MB brokers are ever present 
in their communities.
Olivia Doerksen, P: 204 488 1857
oliviadoerksen@ibam.mb.ca 

IBAS
IBAS is proud to support both the 
WHL and SJHL.  We’ve expanded our 
partnership with the SJHL to sponsor 
the Top Defenseman of the Year 
Trophy, which ties into the concept of 
‘protection’.  Members will have more 
opportunity to get involved locally in 
both campaigns this season. Watch 
for further details.
Lisa Schill, P: 306 525 4080
lisa.schill@ibas.ca  

IBAA
Returning again to sponsor the 
Mac’s AAA Midget’s Tournament, 
IBAA brokers are a proud, visible 
presence at hockey games - from 
the local to the national arenas. 
Before the WHL Insurance Goal 
of the Game, IBAA participated 
in the AJHL Goal of the Game.
IBAA, P: 780 424 3320
ibaa@ibaa.ca  

IBABC
BC brokers have strongly aligned 
themselves with hockey over the 
past decades.  From appearing on 
Stanley Cup Playoffs and gold-medal 
Olympic Games to members’ support of 
amateur teams at their local rinks, BC 
brokers have always been right there.
Gillian Blore, P: 604 606 8011
gblore@ibabc.org  

PROVINCIAL 
INITIATIVES

The partnership also creates an 
opportunity to bring fan loyalty into 
your brokerage and reward your 
customers’  loyalty.  The WHL Jersey 
Contest features a draw for a WHL 
team jersey of your choice.  Then it 
gets exciting as the jersey winner from 
each brokerage will be entered into 
a provincial draw for the grand prize 
trip for two including accommodation 
and expenses to the 2016 MasterCard 
Memorial Cup in Red Deer, Alberta.

Other programs in the works include 
complete player equipment packages 
courtesy of the WHL and Reebok.  
Keep in touch with your provincial 
association offi ce for more.

Insurance Goal Of The Game is an event that 
happens nearly every night in arenas across 
Western Canada.  Weekly goal highlights are 
then uploaded to www.whl.ca.  Use the link to 
bring the highlights from WHL games to display 
on your offi ce monitors. Customers can watch 
the highlight goal-scoring of the week while in 
your waiting area.

CONTESTS

VIDEO HIGHLIGHTS

The western provincial Insurance Goals Program for 2015-16 has received 
another tremendous assist from Wawanesa Insurance. Its support has allowed 

the associations to expand their involvement in the WHL program to include the 
new Player Safety Program as well as more grassroots hockey initiatives in every 

corner of the each province. This collaboration continues to set higher goals to 
promote the broker channel. The support of Wawanesa Insurance and more than 

2000 member broker offi ces is the insurance goal that assures a win for all. 

Thank you, Wawanesa Insurance.

OUR SPONSOR

IBA West Insurance Goals Program insert 2015-2016 -  8.25x10.75.indd   All Pages 10/7/15   12:09 PM
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TECHNOLOGY

Technology partnership for the betterment of all
Jacy Whyte, Vice President Marketing, Custom Software Solutions Inc.

In late September of this year Custom 
Software Solutions Inc. (CSSI) and Keal 
Technology (Keal) announced a new 
partnership (please see below the complete 
press release). The project these two 

companies are partnering on enables their 
respective BMS (Broker Management 
Systems) products to send a web call to 
a participating insurance company’s web 
service to have them underwrite new  

and existing auto and property risks and  
provide an accurate rate back to the BMS. 
Having the insurance company provide 
the underwriting and rates in this manner 
benefits the insurance company, software 
vendor and broker.  

Insurance companies benefit by having 
the ability to change rates as frequently 
as desired with as much complexity as 
required and with the capability to deliver 
them to the market in an accurate and 
timely fashion. The requirement to work 
with the rating vendors to accomplish the 
above is greatly diminished.

Software vendors incur major 
expenses by building and maintaining 
the insurance company rates, which 
get passed along to brokers, insurance 
companies and ultimately the consumer. 
Removing some of these expenses will 
benefit all those in the delivery chain.

Brokers will benefit by having access 
to the most up-to-date rating provided 
by the insurance company with the 
ability of these rates to be guaranteed. 
All of the underwriting and rating 
information can be gathered in the BMS 
and retained by the broker.

Insurance companies providing 
rating in this manner is just one of 
many web services they could provide. 
It is important that all vendors are given 
the opportunity to participate. When 
new technologies can be embraced that 
improve efficiencies companies can 
collaborate and work together for the 
betterment of all.

www.sgicanada.ca

Ask your SGI CANADA Broker Partnership Representative about Prestige home insurance. 

SGI CANADA is bringing our Prestige home 
insurance to Manitoba. Prestige offers 
increased protection limits, 24-hour priority 
claim service and a choice between standard 
and “mix-and-match” lifestyle coverage 
options. It can be tailored to fit each 
customer, so they get everything they need 
and nothing they don’t!

Made to measure
Prestige home insurance fits the needs of 
homeowners
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TORONTO, ON and Virden, MB – Sept 23, 2015 - Keal Technology (Keal) 
and Custom Software Solutions Inc. (CSSI), both leaders in broker 
innovation, are pleased to announce today a partnership to bring automobile, 
property and commercial rates to brokers faster, with greater accuracy and 
more economical using a combination of new and traditional rating services. 

Insurers are increasingly more sophisticated with rating algorithms. 
They have a need to alter rates more frequently and get them to market 
faster. In addition, they need to provide real time rates that are guaranteed 
and accurate, not to mention their desire to keep their rates safe and secure 
behind their firewalls.

Keal and CSSI’s solution allows the ability to do a web call in standard 
HTML format to our participating insurer partners in real time. Using 
100% of the required information from the broker ’s management system 
(BMS), doing this call will bring the result in a comparative screen in SIG 
and TBW, the companies’ respective BMS, eliminating the need for separate 
rating software in Keal’s case.

Pat Durepos, President of Keal, states, “I am encouraged at how rapidly 
insurers are embarking on this initiative. We have commitments from five 
leading insurers and the list constantly grows. We will start testing with 
one insurer in Q4 2015 to deliver before end of year. We are excited by this 
service as it will increase the accuracy of the quote and efficiency of the 
overall rating process, and reduce the cost for brokers.”

President and CEO of CSSI, Scott Andrew, added, “Not all insurers 
are able to provide rates in this manner today; this partnership will enable 
our brokers to compare rates in a transparent manner within their BMS 
whether rates come from traditional rating software or insurer web call. 
These are exciting times!” 

Keal and CSSI clients can look forward to testing this product in Q4 of 
this year. 

ABOUT KEAL TECHNOLOGY  
Keal Technology is the expert in Canadian broker innovation, and a leader in 
the BMS (Broker Management Systems) and CMS (Commercial Management 
Systems) marketplace for insurance and financial services brokers. They offer 
an integrated suite of products designed to increase revenue through efficient 
use of technology. For more information, visit www.keal.com.
 

ABOUT CSSI  
CSSI 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, and I-Biz, MGA product, The Underwriter ’s 
Workstation, 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. For more information, visit our website at www.cssionline.com.

Direct Rating - The Smart Choice 
Canadian 

Cost Estimating 
Guides

These comprehensive 
manuals are a MUST  

for estimating  
replacement costs!

ESTIMATE REPLACEMENT COST 
OF SINGLE FAMILY DWELLINGS
• 1 Storey • 1¾ Storey • Raised Ranch   

       • 2 Storey • Tri-Level • 2½ Storey	  
• High Valued Dwellings

Residential Costing Guide

www.douglascostguide.com

Toll Free: 877-284-0028
Fax: 519-238-6214

www.douglascostguide.com 
karldouglas@hay.net

10341 Pinetree Drive, Grand Bend, ON  N0M 1T0

ESTIMATE REPLACEMENT COST OF 
AGRICULTURAL USE BUILDINGS

✓ Dairy   ✓ Poultry   ✓ Swine   
✓ Produce Storage   ✓ Horses   ✓ Beef   
✓ Feed Storage   ✓ Machinery Storage

Agricultural Costing Guide

BROKERS
ADJUSTERS

UNDERWRITERS!

ONLINE VERSIONS 
AVAILABLE

PLEASE CALL, FAX or EMAIL 
FOR DETAILS

2016
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TECHNOLOGY

Launch of mobile map  
– 62% of brokerages lack a mobile-optimized website
The Centre for Study of Insurance 
Operations (CSIO) is pleased to share 
the results of its research into the 
implementation of mobile-optimized 
websites among CSIO member 
brokerages across Canada. The results 
have been summarized in an interactive 
map that illustrates the mobile 
adoption rates for each province.

According to a recent Nielsen 
study, 40% of the total time customers 
spend viewing insurance content 
is on mobile devices and one-third 
of customers consider mobile to be 
the most important platform for 
researching insurance information. 
CSIO has determined that only 38% 
of brokerages across Canada have a 
mobile-optimized website.

In addition to mobile website 
adoption rates, the map also provides 
an analysis of brokerages that have a 
company website. Surprisingly, CSIO’s 
research shows that approximately 
18% of brokerages nationally have no 
website at all.

“The importance of having a mobile-
optimized web presence cannot be 

This past spring, Royal & Sun 
Alliance (RSA) Insurance Company 
of Canada and Guidewire Software, 
Inc. announced that RSA Canada had 
selected Guidewire ClaimCenter® as its 
claims management system.

RSA Canada selected ClaimCenter 
as a key enabler to support and deliver 
RSA Canada’s business transformation 
focused on delivering an exceptional 
customer and broker experience. RSA 
Canada is investing in tools and digital 
processes that provide simpler, faster 
and more consistent service to their 
customers and brokers. ClaimCenter 
consolidates RSA Canada’s current 
multiple claims systems and will be 
deployed across all of RSA’s core lines 
of business incorporating best practices 
in claim management.

ClaimCenter will enable RSA 
Canada to:

overstated today, as more and more 
customers are using their mobile devices 
to shop for insurance,” notes Catherine 
Smola, President & CEO of CSIO.  
“This map provides compelling evidence 
that there is a significant opportunity 
for brokers to optimize their websites for 
mobile, better servicing the online needs of 
their existing and potential customers.”

•	 Improve customer service through 
proactive claims management resulting 
in higher quality data capture and  
an increased emphasis of express  
(low-touch) adjusting when applicable;

•	 Achieve significant loss control, 
indemnity benefits, and operational 
efficiency through a consistent 
application of best practices, streamlined 
processes and increased agility; and

•	 Create a solid and consistent 
operating platform to leverage  
future technologies.

“ClaimCenter’s functionality, maturity, 
and proven implementation track record, 
(as well as Guidewire’s partner ecosystem) 
were key considerations in our selection 
process. It enables us to deliver faster and 
more effectively in servicing our customers 
and brokers,” said RSA Canada’s Senior 
VP of Information Technology and Chief 
Information Officer, Paula Sinclair. 

CSIO will update the map on a 
yearly basis to track each province’s 
ongoing adoption of mobile-optimized 
websites. Visit CSIO.com/mobile-websites 
to view the interactive map

and for more educational materials 
on implementing a mobile-optimized 
website, including a white paper and 
video featuring broker case studies.

“Implementing Guidewire supports our 
vision to remain a top insurer in Canada 
and provide the best service to our 
customers and brokers.” 

Guidewire ClaimCenter® is a leading 
end-to-end claims management system, 
built from the ground up to meet the 
specific needs of today’s Property/
Casualty insurers. ClaimCenter’s flexible 
business rules enable claims organizations 
to define, enforce, and continually refine 
their preferred claim handling practices 
in order to optimize and monitor their 
claim processes. ClaimCenter is in use by 
insurers of all sizes across all product lines 
to improve speed and accuracy, reduce loss 
adjustment expense, and enable proactive 
management of claims. ClaimCenter is 
available as a standalone system or as part 
of Guidewire InsuranceSuite™, and can be 
integrated to an insurer’s legacy systems 
or third-party applications.

RSA Canada selects Guidewire for claims management system

38%
51% 30%

32%
37%

44%
33%

25%

17%

38%

CSIO Broker Adoption of Mobile Websites
The information provided in this map is representative of the P&C broker community across Canada.

*Mobile Website: % of brokerages that have implemented a mobile optimized website
**Company Website: % of brokerages with a company website
Criteria: CSIO used an analysis tool, Page2Images.com, to assist in its research of mobile website adoption across Canada.

Select:
Mobile Website*
Company Website**

0% 100%

Adoption Rate:

*Mobile Website: % of brokerages that have implemented a mobile optimized website
**Company Website: % of brokerages with a company website
Criteria: CSIO used an analysis tool, Page2Images.com, to assist in its research of mobile website adoption across Canada.

CSIO Broker Adoption of Mobile Websites
The information provided in this map is representative of the P&C broker community across Canada.

Manitoba INSURANCE BROKER | WINTER 2015 | 35Index 



TECHNOLOGY

CSIO launched eDocs in 2012 and brokers 
across the country have widely embraced 
its implementation – and it’s easy to 
see why. When brokers receive personal 
lines policy documents such as dec pages 
directly in their BMS, they save hours of 
sorting, scanning, filing and shredding 
paper while reducing costs and improving 
customer service. It comes as no surprise 
then, that eDocs for commercial lines 
is now growing in popularity among 
brokers as well. In fact, when one 
considers that commercial 
lines policies are typically 
longer and more complex 
than those in personal 
lines, the savings and 
benefits can be even more 
pronounced.

AA Munro Insurance 
Brokers of Nova Scotia 
implemented commercial 
eDocs (policy decs and 
billing statements) with 
Portage in July 2015.  
“Ideally, we’d be using 
commercial eDocs with 
all our companies; it 
would really cut down on 
that mail,” says Rodney 
Munro, VP Operations 
at AA Munro. “With 
commercial eDocs, we’ve 
definitely been saving 
on scanning, sorting and 
destroying paper. The 
policies are also much 
easier to read than a 
scanned copy and easier for the broker to 
email to insureds and lienholders. And 
there’s not really any cost associated 
with it, so it was just a ‘no-brainer’ for 
us to implement eDocs for both personal 
and commercial lines.”

In addition, eDocs files are often 
smaller than scanned versions, reducing 
electronic storage requirements over the 
long term.

THE CUSTOMER EXPERIENCE
While many personal lines customers 
prefer electronic copies, the demand 
is even more pronounced among 
commercial customers – nearly 80% 
strive for a paperless office, according 
to a Computing Technology Industry 
Association study. The cost savings 
for any business are significant, up 
to $25,000 to fill a four-drawer filing 
cabinet plus another $2,000 per year to 
maintain it (Entrepreneur Magazine).

“Most of our commercial clients 
don’t like paper, so it’s much easier  
to service them with eDocs,” says Dean 
Morrissey, Partner at Merit Insurance 
Brokers Inc. in Ontario. “We’re moving 
away from a purely price-driven concept 
to one where we strive to out-service 
our competition and provide real added 
value. For instance, commercial clients 
often need a certificate of insurance 

right away. With commercial eDocs, 
we’re able to prepare that certificate, 
confirmation of coverage and binder 
letter with the stroke of a key and 
send it over to them. We’ve actually 
had contractors tell us that they’ve 
won contracts because of our ability to 
respond to their needs right away.”

As adoption of personal and 
commercial lines eDocs grows, brokers 
and insurers will generate increasingly 
greater savings in time, money and paper 

both for themselves and for 
their commercial clients.

“eDocs means we 
work on an electronic 
basis instead of fumbling 
around with paper, and 
nine times out of ten our 
customers misplace the 
paper and we have to 
re-print it, so eDocs has 
been a big saver that way,” 
adds Morrissey. “Moving 
forward, we see eDocs as 
growing in importance 
as we move into more 
tablet and cellphone 
technology, particularly 
with eSignatures, and 
continue to change the way 
we conduct business with 
our clients.”

EASE OF 
IMPLEMENTATION
While many brokers 
already have personal 

lines eDocs, there is a common 
misconception that they require a 
commercial management system 
(CMS) to receive commercial eDocs. 
This is not the case, however – many 
brokers conduct commercial lines 
business without a CMS, and any 
broker management system (BMS) that 
supports the eDocs standard can receive 
eDocs for commercial lines as well.

FROM CSIO
Catherine Smola, President & CEO,

Centre of Study of Insurance Operations 
(CSIO)

Fast, efficient workflow with eDocs  
– for commercial lines

We’re trying to out-service our competition. 
With commercial eDocs, we’ve actually had 

contractors tell us that they’ve won contracts because 
of our ability to respond to their needs right away.

– Dean Morrissey, Partner, Merit Insurance Brokers Inc.
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For Munro, implementing eDocs was 
just as easy for commercial lines as it 
was for personal. “The commercial auto 
is downloaded with Portage the same as 
personal lines and can be automatically 
invoiced. It’s basically the same policy 
as personal lines coming down, so it was 
very easy to implement in our system,” 
clarifies Munro.

AA Munro has also implemented dual 
monitors in most of its offices to take full 
advantage of the time saving qualities of 
eDocs. “With the BMS on the left screen 
and the dec page on the right using dual 
monitors, it’s very easy to compare what’s 
on the carrier copy to what’s requested 
from our broker,” says Munro. “It’s so 
much more efficient than having just one 
monitor and allows us to maximize the 
benefits offered by eDocs.”

CSIO CERTIFICATION
CSIO promotes the standardized 
implementation and seamless workflow 
of eDocs for brokers and insurers 
across the broker channel through its 
certification program, first introduced in 
2013 for personal lines eDocs. Since then, 
19 insurer and vendor members have 
achieved certified status, and the program 
underwent a recent expansion to include 
commercial eDocs as well. Three insurers 
have already successfully obtained this 
certification and more are on the way, 
setting the stage for commercial eDocs to 
expand throughout the broker channel. 
Visit CSIO.com/certified-solutions for more.

DO YOU USE COMMERCIAL EDOCS?
Let CSIO know, and your brokerage 
could be profiled in an upcoming industry 
article! Testimonials help drive adoption of 
technology, improving the consumer’s ease 
of doing business within the broker channel 
and improving our industry’s competitive 
position.Contact communications@csio.com 
to share your commercial eDocs experience.

CSIO MEMBERSHIP
Remember, IBAM members are 
automatically members of CSIO, and can 
sign up to receive updates on the latest 
broker channel technology initiatives, 
access industry forms, join working groups 
and more at CSIO.com/request-membership. 
As well, consider giving us a follow on 
Twitter (@CSIO) and LinkedIn, and feel 
free to contact us directly with technology 
questions and ideas on future tech 
developments for the broker channel.

Ethics - Excellence - Value - Teamwork | 866-333-0803 | www.specs.ca
2015 ©All rights reserved. Specialized Property Evaluation Control Services Limited

WE ARE THE COMPLEX LOSS EXPERTS
WE SERVE YOU BETTER
WHERE AND HOW YOU NEED US

For over 20 years,
SPECS has provided impartial
and expert consulting services that
provide financial clarity to damaged assets. We assist insur-
ance companies, claims managers, and adjusters with the 
management of complex property and content losses 
through: strategic project management, development of bid 
documents, detailed specifications, and more.

As the industry leader, with 18 offices across Canada, 
we serve you better.

Our NEW Contents Appraisal 
Division now offers the same 
superior level of service.

We have the proven ability to 
respond rapidly to all pre- and 
post-loss property requests.

residential (single and 
high-density)
commercial
institutional facilities
heritage properties
industrial sites
multi-claim CAT losses

•

•
•
•
•
•

on-site identification and 
listing of contents
contents evaluation and 
pricing
impartial product sourcing 
comprehensive reporting

•

•

•
•

Call today and discover how
we will help you close files faster 

and retain customers.
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TECHNOLOGY

In the not too distant past, consumers 
went to independent brokers for all 
of their insurance needs – whether 
simple or complex – because insurance 
was often an elusive concept to the 
man on the street. Over the past few 
years, this paradigm has shifted toward 
consumers being much more willing 
to research, purchase and interact with 
the insurance industry in new ways – 
and increasingly on their own terms. 
Consumers are constantly connected 
and expect instant access to information 
anytime, anywhere.

To meet business objectives and 
the evolving expectations of insurance 
consumers, advanced technology is a 
key element of the brokerage strategy. 
Brokerages are able to become more 
productive with relative ease thanks 
to enhanced data, mobility, better 
communication, and increased adoption 
of third-party apps and other tools.

As a brokerage considers 
their business strategy, three key 
considerations when it comes to the role 
technology solutions can play include:

1. 	STANDARDIZE  
AND DISSECT YOUR DATA

Standardized workflows
Workflow consistency can yield real 
productivity gains and help capture 
comprehensive and better customer risk 
and demographic information a brokerage 

can use to better market, account round 
and engage customers. By leveraging 
standardized workflows, brokerage 
owners are ensuring data entry is 
consistent across a brokerage – regardless 
of location. Additionally, standardized 
workflows reduce the number of 
workarounds conducted by staff – 
increasing productivity at the outset 
and reducing any potential time spent 
rectifying workarounds at the back-end. 

Business intelligence
Over time, brokerages generate an 
immense amount of data – yet it can 
be difficult to access, analyze and 
understand that data and meaningful 
ways. Business intelligence (BI) 
solutions are one way to help turn 
all of that data in to information. 
For example, principles can identify 
which of their producers are using their 
time most efficiently and driving the 
most revenue for the business. While 
traditional reporting can take hours if 
not days, BI solutions present executives 
information in immediate and visual 
ways that drive new insights to enable 
more effective decisions for improved 
productivity and business growth.

2.	THINK EASY ACCESS
Mobile technology
New mobile technology affords 
producers all of the benefits associated 

with management system access within 
an office, without having the producer 
tethered to a desk. This allows them 
to be more productive and to respond 
to clients and prospects more 
quickly and in the manner current 
and prospective customers want 
and expect. For smaller brokerages, 
where employees wear multiple hats 
within the organization, giving your 
employees access to tools when they’re 
away from the office is critical.

3.	TIME IS MONEY
Paper no more
Evaluate ways to become an all-
digital brokerage and eliminate paper. 
Brokerages should leverage electronic 
signature and delivery of client 
documents, which reduces the time and 
expense of mailing paper copies.

Online client self-service
As mentioned earlier, today’s insurance 
consumer increasingly expects 
information anytime, anywhere. 
Brokerages need to provide clients 
the ability to access policy and billing 
information and quote new coverage 
on their terms, which helps strengthen 
relationships, ensures high retention rates 
and drives revenue gains. Self-service 
functionality can increase staff 
productivity and decrease costs in 
commercial and personal lines business. 

Applied Systems:  
3 ways technology can boost brokerage productivity
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appliedsystems.ca

Raise productivity  
to accelerate growth     
TODAY’S COMPETITIVE INSURANCE

MARKETPLACE requires higher productivity  
to accelerate growth. Applied online customer  
self-service and mobile solutions ensure you  
stay connected to your data – anytime,  
anywhere – driving higher productivity  
throughout your business.

Discover how National Truck League raises  
productivity with Applied.    

appliedsystems.ca/accelerategrowth

MICHELE STILLER 
VP Operations 
National Truck League  
Insurance Solutions

http://www.appliedsystems.com


TECHNOLOGY

Opta’s iClarify Valuations – the solution to ITV

iClarify™ is a unique property insurance 
validation tool that provides the 
insurance industry with the knowledge 
they need to assess risk with confidence. 
Developed from the largest nationwide 
repositories of total loss claims from 
ClaimsPro and inspection data from 
SCM Risk Management Services (RMS), 
iClarify™ is the only validation tool that 
provides instant access to precise geo-
coded property intelligence, valuation 
data, and streetscape imagery. Our 
valuations are validated by ongoing 
research that considers and monitors 
economic factors, industry trends, local 
restoration costs, residential inspections, 
and Canadian total loss data. When 
combined, this information provides 
tremendous insight used to ensure that 
our clients receive the most current, 
local, and accurate valuation costs 
through iClarify™.

THE RESEARCH
In support of this validation, Opta 
conducts several studies throughout the 
year which include:
•	 Canadian Total Loss Studies 

iClarify™ valuations are updated 
quarterly based on research into 
total loss records nationwide and 

through other total loss claims across 
Canada’s regions.

•	 Canadian Inspection Reports 
New reports from RMS are updated 
quarterly based on research into 
total loss records nationwide and 
through other total loss claims across 
Canada’s regions.

•	 Canadian Reconstruction 
Cost Studies 
Opta conducts three extensive studies 
each year from 86 cities across Canada 
that have been identified as ‘Centres 
of Influence.’ Data is collected 
from 300 licensed contractors and 
generates over 7750 data points 
annually that are used to validate the 
accuracy and regional relevance of 
iClarify™ replacement costs across 
Canada. These studies gather local 
reconstruction cost data on multiple 
sample homes that vary in size and 
features. Local taxes, overhead and 
profit, productivity, debris removal, 
general conditions and other essential 
costs are completely and accurately 
reflected in the local reconstruction 
values of homes.

As the largest aggregator of property 
data in Canada, iClarify™ has the power 
to generate accurate replacement values 

on ANY residential risk, be it urban, 
suburban or rural. A recent total loss 
study was conducted across Canada 
using 41 losses and showed there is very 
minimal variance between iClarify™ 
Valuation and Contractor Estimate.  
In fact, there was an average variance 
of only -1%. All 41 results were well 
within the industry benchmark of 
+/- 15%.

Supported by 90% of Canadian 
Insurance Companies, iClarify™ is 
the only desktop solution that lets 
you validate property data instantly, 
accurately and efficiently.

For more information, visit 
info@optaintel.ca. 
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125 Fennell Street, Winnipeg, MB  R3T 0M6

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

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

• 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 (A+ Rating)

We’re First General and help has arrived.

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.

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


ROOKIE CORNER

IAN BREZDEN
Love & Persson Group

Q - Where were you born and raised?
A - I was born in Dauphin and raised in Ashville, a little 
community northwest of Dauphin, where my parents farm a 
saskatoon orchard.

Q - What were your career goals as a child?
A - Growing up all I wanted to do was play hockey!

Q - Which high school did you attend? 
A - I graduated from the Dauphin Regional Comprehensive 
Secondary School. After that I worked and managed for 10 
years in sports retail.

Q - When did you start in the insurance industry?
A - In June of 2015 and it’s been great!

Q - Briefly describe your first day of work and early 
impressions of the industry.
A - That first day was quite a whirlwind! But it’s all been as  
I expected it to be.

Q - What has been the most enjoyable part of the 
insurance industry?
A - Knowing you are providing the ‘peace of mind’ to clients who 
come in looking for an explanation on their coverage and ensuring 
them that you are, indeed, doing ‘what’s best for our clients.’

Q - What has been the most challenging part of the 
insurance industry?
A - The most challenging part has been just trying to keep up 
with the industry itself, as there is always something new to learn.

Q - Who have been your mentors in the industry?
A - I’ve been so fortunate to have such a great leadership team 
here at Love & Persson Group. I’ve been mainly working with 
Lorie Yerama and Lorena Taylor.

Q - Have you considered joining the IBAM Young  
Broker Network?
A - Being such a fresh face in the insurance industry, I haven’t 
at this point in time; but possibly down the road I’ll consider it.

Q - Are you planning on pursuing any professional 
development programs in the near future?
A - I’m jumping in headfirst and seeing how far it can take me. 
I have completed my CAIB 1 & 2 and I’m currently enrolled in 
CAIB 3 with a December exam date. I hope to earn my CIP at 
some point.

Q - What are your future career goals?
A - I plan to put my nose to the grindstone and work my way 
up with Love & Persson Group.

Q - When you aren’t working, what do you enjoy doing?
A - Most of my time is spent with my wife and two-year-old 
daughter, but when I do have some free time during the winter 
months, you can find me at the hockey rink. In the summer  
I enjoy golfing. 

•	24/7 emergency response  
for home break-ins

•	We will call your customer within  
10 mins of your call

•	We will attend within 2 hrs

•	Will provide pictures/estimate  
by next day to either the insurance 
broker, insurance company  
or restoration company  
(assigned adjuster)

•	Member of MIAA

•	Provides window, door and  
overhead services to the  
insurance industry since 1997.

24/7 EMERGENCY PHONE: 204-772-9890

24/7 SERVICE AND COMMITMENT  
TO YOUR CUSTOMERS
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Greg & Ameena, 
62 years old

“ We’d move  
to be closer  
to our  
grandkids.”

Actors, not actual customers, appear in the advertisement. Statements are based on several combined testimonials. Certain eligibility requirements, conditions, limitations and exclusions apply. Visit 
intact.ca for more details. Products provided by Intact Insurance Company. Services provided by your Broker. Lifestyle Advantage is a trademark of Intact Insurance Company used under license. Intact 
Insurance Design is a registered trademark of Intact Financial Corporation used under license. © 2015 Intact Insurance Company. All Rights Reserved.  

Introducing Lifestyle AdvantageTM  
from Intact Insurance Company.
If you lost your entire home to something like a fire, get the flexibility  
to rebuild your life, your way. 

Call your broker to see if Lifestyle Advantage is right for you.

http://www.intactfc.com
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This year, MIG Insurance Group is celebrating 20 years in 
business. Starting with a single office in Portage la Prairie, the 
brokerage has grown into an impressive insurance entity with 
10 offices throughout southern Manitoba (five in Winnipeg, 
two in Portage la Prairie, single offices in both Winkler and 
St. Claude, and a corporate headquarters at 620-201 Portage 
Avenue in downtown Winnipeg). Brian Gilbert is President 
and CEO of MIG, while Brian’s wife Susan Gilbert is Vice 
President, Communications. MIG’s two principals sat down 
recently with MIB to reflect on 20 years serving Manitobans 
and their insurance needs.

It seems like yesterday, and then it seems like a century ago
Asked whether it seems like yesterday that they started the 
brokerage, Brian states, “On the one hand it does. We returned 
home to Portage la Prairie from many years in Alberta where 
we’d built up – and subsequently sold – our business there. 
We spent a few months wondering what we were going to 
do next. Our bank account eventually told us that, whatever 
we were about to do, we’d better get started. I remember us 
talking about it like it was, indeed, yesterday.

Then I think of all the changes we’ve seen within our 
business and within the industry – our acquisitions, new 
employees, expansions, changes in technology – and that 
makes it seem like it was a century ago.”

Over the years, MIG has grown both organically and via 
acquisitions. Brian says, “During those years that we were 
acquiring other brokerages, I’m proud that we always kept the 
concept of ‘customer service’ at the forefront. In recent years, 
we’ve basically lost our appetite for acquisitions, although we 
are mindful that, in business, you should never say ‘never.’ 
Our organic growth has been far better than average and we 
are quite satisfied to ‘stay the course’ for the next little while, 
growing and improving what we have. A few years ago, we 
put an emphasis on developing our Commercial book of 
business and today, Doug Fast VP, Commercial Services and 
Rob Suderman, VP Agricultural Services, are a big part of 
that evolution.”

Technology and marketing insurance online
One aspect of the insurance business in which MIG Insurance is 
focusing much of its attention these days is marketing insurance 
online. “We’ve given a lot of thought on how best to be all the 
things we must be for our customers,” says Brian. “One area 
where we want to be leaders rather than followers is technology 
and, subsequently, marketing insurance online. It’s both an 
exciting and a scary proposition.”

Susan continues, “We’ve always been proud of our 
interactive website and our client portal, but now we want to 
take it to the next level, that of online purchasing of insurance 
products. Many view this as disrupting the industry – and 
actually call those of us pursuing this option ‘disruptors.’ 
However, we looked at it from the perspective of our 
customers and asked ourselves: ‘is this how consumers want 
to make their insurance purchases?’ We feel a good portion of 
them do, indeed, want to go in this direction. Nothing replaces 
the face-to-face business transaction, but many customers 
prefer to mail in their renewals – and another segment of 
consumers, members of the ‘plugged in generation’ who opt 
to go online to manage their banking, shop, make travel plans 
and pay bills – prefer to conduct business in this manner and 
should not be ignored.”

MIG has prided itself on being at the forefront of industry 
technology, thanks to the enthusiasm of the executive team 
and to the skills of Dwight Heppner, IT Manager, who has 
led the charge. The final quarter of 2016 will be devoted to 
transitioning MIG’s brokerage management system from TAM® 
to Epic® – both products of Applied System’s Inc. Susan says the 
new system provides more agility, offering MIG more and better 
control, information, reporting, and functionality regarding 
communicating with clients. The new system is set to begin 
operation January 1, 2016.

In support of IBAM and IBAC
From the beginning, MIG has been a fervent supporter of 
the Insurance Brokers Association of Manitoba and brokers’ 
national body, the Insurance Brokers Association of Canada. 

CELEBRATES 

20 YEARS
ATOP THE INDUSTRY
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Cheers to twenty years!
Congratulations MIG Insurance on 

 two decades of success!

Your friends at Peace Hills Insurance

PEACEHILLSINSURANCE.COM
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Brian was President of IBAM in 1998-99 and served as 
President of IBAC in 2002-03. 

He says, “I have very fond memories of my time with both 
organizations and have continued to support them – Susan 
and I are off shortly to attend the IBAC Annual General 
Meeting in Quebec City. Both of us value the personal and 
professional relationships we’ve gained from this involvement. 
We’ve met some outstanding people – and learned and 
shared so much. I also sit on the Advisory Committee of the 
National Insurance Conference of Canada (NICC), and we’ll 
be attending its annual event in Montreal this year. I have so 
much respect for those from our industry who devote their 
time and energy to these industry associations.

“We’ve tried to share with our staff the importance, as 
professionals, of being involved in these industry associations. 
Currently, Doug Fast (VP of Commercial Services) is on the 
IBAM Board of Directors and Brandi White, our Multiline 
Digital Broker, is Young Broker Committee Chair. IT Manager 
Dwight Heppner previously served as YBC Chair. We are very 
proud of all of them. 

Good people trained well equals good business
“We don’t pretend to know it all,” asserts Brian. “We recently 
hired a management consultant to analyze our operation 
and give us some suggestions for improvement. One of the 
questions we were asked was regarding employee turnover. 
We scratched our heads and replied, ‘We’ve hired a couple of 
people, but we haven’t had anyone leave us in the last year.’ 
That surprised our consultant, but it didn’t surprise us. We 
have 60+ employees and many have been with us for a very 
long time.

“When it comes to hiring, we seem to have the ability 
to attract mature, goal-oriented individuals who take pride 
in their job and their career – and who want to make a 
commitment to the industry. Once a new employee has 
signed on, our HR Manager Stephanie Lockhart and other 
principals sit down with that individual to plot out a career 
map, including goals and professional development needs.

“We encourage new hires to pursue industry designations 
such as CAIB and CPIB. We also have an extensive, accredited 
internal education program. For example, this year, our sales team 
and CSRs took specialized training in relationship development 
and how to better connect with the client. Having our own 
training program ensures everyone is on the same page.

Professional development is a constant, ongoing investment. 
Good people trained well equals good business!”

Dragon boat races are excellent training for professionals
For the third consecutive year, MIG entered a team (MIG Force) 
in the 2015 FMG Manitoba Dragon Boat Festival in support of 
the CancerCare Manitoba and Children’s Hospital Foundations, 
held September 11-13 at the Forks in Winnipeg. This year, in 
support of safe boating, MIG teamed up with FMG to help 
replenish the supply of life jackets for the paddlers to wear 
during the festival. 

A statement from the MIG office says, “We’re paddling 
for the kids – Manitoba kids with cancer. We are especially 
excited because all the funds we raise will stay right here in 
our province to help provide research, care and support for our 
littlest Manitobans in their very big battle.”

Susan states, “It’s a wonderful cause and we couldn’t  
be happier being all-in with the event. We’ve also made it a 

Congratulations to 
MIG Insurance 

Celebrating 20 years of success!

At Aviva, we work with brokers like  
MIG Insurance to provide customers  

with the right coverage based on their needs.

We’re proud of our history together  
and look forward to many more years  

of serving the community.

Aviva and the Aviva logo are trademarks used under license by the licensor.

avivapartner.ca  
Insurance | Home | Auto | Leisure & Lifestyle | Business 

CS-15-1039 MIG Insurance Congrat Ad -MB.indd   1 2015-10-08   11:09 AM

A Reason to Celebrate

Best wishes in the future from your 
friends at Manitoba Blue Cross.

Congratulations to Winnipeg’s 
very own MIG Insurance on 
20 years of success! 

www.mb.bluecross.ca

Manitoba INSURANCE BROKER | WINTER 2015 | 47Index 

http://www.mb.bluecross.ca
http://www.avivacanada.com


team-building exercise. Those who haven’t been involved in 
dragon boat racing would be shocked at how much teamwork 
it demands. Stephanie, our HR Manager, observed the obvious 
connection with teamwork in the workplace, and employees 
have a lot of fun learning to ‘pull together in the same direction.’ 

Anniversary celebrations
Brian says anniversary celebrations will be low-key and more 
internal than external. “While we are certainly proud of our 20 
years in business and the mark we have made on the industry, 
there are brokerages throughout the province that have been in 
business a lot longer, so we’ll play it down somewhat,” he adds.

In October, MIG will hold a ‘state-of-the-union’ meeting 
highlighting to team members where the company is at and 
where it’s heading in the future. This event will be held in 
conjunction with a tour of The Manitoba Museum’s exhibit 
‘National Geographic presents: Earth Explorers,’ a hands-on 
exhibit that will take attendees around the world on 3D 
tours. MIG officials hope to tie-in the famed Nonsuch ship of 
discovery with the company’s dragon boat racing experiences 
and the business journey the company has experienced 
over the past 20 years. It is hoped the event will give MIG 
personnel a deeper appreciation for where the brokerage is at 
in today’s competitive business environment. 

Susan concluded our discussion by saying, “MIG has grown 
into a healthy business entity and we are proud of that fact. 
However, even though we are one of the industry’s largest 
brokerages in Manitoba, we pride ourselves in maintaining 
the values that permeate from having roots in ‘mom-and-pop’ 
operations. The relationship we have with our customers – and 
our employees – is a respectful one. We are thankful for that.” 

Congratulations
MIG Insurance  

on your 20th Anniversary!
We look forward to celebrating our  

mutual successes for many years ahead. 

wawanesa.com

Thumbs up
to you,

for 20 years of 
excellence!

From your friends at
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We know your committment to customer service will serve you well  
for the next 20 years. From your friends at Red River Mutual.

Congratulations  
MIG Insurance  
on your 20th year. 

Now, be careful with  
all of those candles.

http://www.redrivermutual.com
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Your agreement with your customer
Bruce H. King, Pitblado Law

Does your brokerage have a 
contract with each of your 
customers establishing your 

relationship with them? The answer 
in all cases is ‘yes, you do.’ When the 
courts have been called upon to decide 
whether an agent has fulfilled the 
agent’s responsibility to a particular 
customer they have decided that there 
is, in fact, a contractual obligation. 
Even though there is usually no written 
contract in existence, the courts 
‘deem’ the relation between the agent 
and the customer to be a contractual 
relationship. Having decided that there 
is a contract, the courts then go on to 
deem or impose the contractual terms 
that the courts believe should exist. 

One example of the contractual 
term that the court imposes on an 
agent is the obligation to obtain the 
coverage requested by the customer. 
If the brokerage fails to procure the 
requested coverage, then the courts 

would consider the agent to be in 
breach of contract and award damages 
for the consequences of the breach.

A potential problem with a deemed 
contract is that you might not know 
what terms the courts have decided 
will apply to your relationship with 
your customer. While you can learn 
about the current state of the law, you 
won’t know about changes to the law 
unless you happen to regularly monitor 
legal literature. Rather than leaving 
your contractual relationship with your 
customers to be decided by the courts, 
you can take control of the situation by 
putting your own written agreements 
in place.

Many other professionals have 
already adopted the practice of 
having written agreements with their 
customers or clients. For example, 
accountants and lawyers regularly 
use ‘retainer agreements’ to establish 
the terms of their relationship with 

their clients. These agreements do 
more than establish the obligation to 
pay the professional fees that will be 
incurred. They also set out the extent 
of the firm’s responsibilities and the 
limitations on their duties to you. Before 
your accountants will perform your 
firm’s audit, they will expect you to sign 
a letter spelling out what services they 
will undertake to complete the audit. 
Similarly, if you retain a lawyer to take 
on a particular project, the lawyer will 
expect you to sign a retainer agreement 
which sets the parameters of the 
representation, included who the clients 
is and who the duty is owed to. 

If you haven’t already done so, you 
should consider adopting a similar 
practice for your brokerage. The 
purpose of the contract would be to set 
out the scope and parameter of your 
obligation to your customer. Topics 
that you might consider including in 
the contract would be:
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•	 The process by which coverage 
may be placed. You might indicate 
that coverage cannot be placed by 
telephone and that only a direct 
conversation with an agent or an 
email or other form of writing 
would be sufficient to place or 
change coverage;

•	 That you are not responsible for 
sending reminder letters to your 
customers if they fail to pay 
installments of premiums when due;

•	 The customer ’s consent to the 
use and retention of personal 
information in a manner which 
complies with applicable privacy 
legislation;

•	 The customer ’s consent to using 
electronic messaging in a manner 
that complies with Canada’s anti-
spam regulations.

These are just a few examples of the 
provisions you might include in your 
written agreement with your customers. 
In each case your contract would be 
adapted to meet your own needs, your 
office practices and your experiences.

Having an express contract where 
both you and your customers know the 
terms that apply to your relationship will 
help you manage and limit your risk.    

Bruce H. King
king@pitblado.com
(204) 956-3541

At Pitblado Law we understand 
the insurance industry and 
the employment relationships 
within that industry. We can 
help you develop appropriate 
policies and contracts to manage 
risk. We develop consultative 
relationships with our clients 
to advise them on day to day 
employment-related issues. 
We represent insurance agents, 
brokers and liability insurers. 
How can we help you?
www.pitblado.com

ABOUT PITBLADO LAW

Readers, please note 
that Pitblado Law has just 
launched its new website 
at www.pitblado.com and 
adopted a new logo.

We know insurance.

 •	Succession,	sale	and	financing

	 •	Tax	planning	to	preserve	wealth

	 •	Lawsuits	and	dispute	resolution

	 •	Employment	issues

PROUD SUPPORTER OF IBAM

pitblado.com
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 Identity theft represents one of the 
most troubling results of privacy 
breaches; this kind of fraud has 

affected thousands of Canadians.
This is of particular concern for 

insurance brokers, with the privacy 
of confidential information becoming 
increasingly important in client – broker 
relationships. In the normal course 

of their business, brokers receive key 
personal and business data that must be 
protected – a privacy breach can cause 
significant and long-term harm to both 
a customer and to the broker given the 
loss of trust.  

Brokers, like any business that 
collects personal information, can 
take the lead in stemming the rise of 

identity theft – helping their clients and 
protecting their own reputation and 
profits at the same time. It’s essential 
for them to develop a comprehensive 
plan to protect their clients’ personal 
information. It’s not just the right thing 
to do – it’s the law. As well, knowing 
what personal information you have in 
your possession, and what you are doing 
with it, is fundamental to protection of 
that information.

Fortunately for brokers, useful 
resources are available to help them 
comply with the law and protect their 
clients’ information. Canada’s Office 
of the Privacy Commissioner suggests 
following a number of measures.

First, limit the amount of 
information you collect. Not only does 

Derek Schroeder, 
Commercial Account Manager, 

Commercial Banking, 
BMO Bank of Montreal, 

Winnipeg 

Be a good gatekeeper

 RESIDENTIAL & COMMERCIAL RESTORATION
 FIRE/SMOKE REMEDIATION
 FLOOD REMEDIATION
 EMERGENCY PLUMBLING & ELECTRICAL

801 BERRY STREET, WINNIPEG, MB R3H 0S7

Phone: 774-8186 (24-hours) • Fax: 774-4890 • 24/7 EMERGENCY HOTLINE 866-366-0493

www.belfor.com

WE’RE ON THE MOVE!

OPENING EARLY 2016

30 PLYMOUTH ST.

 MOULD REMEDIATON
 IICRC CERTIFIED
 VANDALISM
 ELECTRONICS RESTORATION

 CONTENTS PROCESSING
 CRIME SCENE & BIOHAZARD
 WIND/HAIL

24-HOUR EMERGENCY RESPONSE
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collecting less information reduce the 
potential damage from a breach, it also 
lowers the costs from collecting, storing, 
retaining and archiving data. 

Next, limit the amount of time you 
retain the information. There’s no need 
to keep a client’s information beyond 
what’s necessary for your purposes. 
Make sure you have guidelines and 
procedures for retention and destruction 
of personal information.

It’s also important to ensure client 
information is protected against loss  
or theft. This requires brokerages have 
a security policy, prevent unauthorized 
access, disclosure, copying, use or 
modification, lock paper files and 
computers, and maintain areas with 
restricted access and alarm systems. 
Encrypt all computerized records, 
whether they are on computers, networks 
or remote access devices. Educate your 
employees so that they know the 
procedures and how to follow them.

Brokers must also ensure they 
have good authentication processes. 
If someone claims to be a particular 
customer, the broker needs to be able 
to authenticate that the customer 
is who he or she claims to be. In a 

financial business like insurance, where 
a customer may wish to obtain sensitive 
records, such processes are critical. 
This can be a difficult task; the creation 
of an authentication process that’s too 
rigorous or asks unnecessary questions 
can be too intrusive in and of itself. 
Create a process that’s appropriately 
designed given the sensitivity of the 
particular information and the risks 
associated with it.

Despite our best efforts, data 
breaches can still occur. Brokers need to 
have a plan ready to implement if the 
worst happens and a breach takes place.

In particular, you must tell those 
affected as soon as possible. This is 
most important in a situation where 
there’s a risk of identity theft or some 
other kind of harm.

Notification should include the 
following information:
•	 A list of the type of personal 

information disclosed;
•	 An assessment of the risk of identity 

theft as a result of the breach;
•	 A description of the measures taken 

or that will be taken to prevent 
further unauthorized access to 
personal information;

•	 Contact information for affected 
individuals to obtain more 
information and assistance; and

•	 Information and advice on what 
individuals can do to protect 
themselves against identity theft 
and fraud.

What’s more, a broker must be 
prepared to provide assistance to all 
those affected by the breach. This 
assistance can include paying for 
credit monitoring.

Of course, such a breach may  
be the result of a crime. In the case 
of a breach where theft is suspected, 
contact police immediately. As well,  
if there’s a risk of identity fraud,  
you should also contact credit 
reporting agencies.

Finally, be sure you notify the 
Office of the Privacy Commissioner 
of Canada whenever there is any 
kind of breach involving personal 
information. 

Brokers are gatekeepers for the 
privacy of client information. Their 
efforts to safeguard personal data are 
critical to the safety of their clients and 
the reputation of their own businesses 
and the industry at large. 

BUSINESS CORNER

At BMO Bank of Montreal, we’re here to help 
your brokerage succeed. Our comprehensive 
Insurance Broker Program has the tools you 
need to achieve your goals.

•  Specialized lending1

•  Innovative cash management services
•  Tailored deposit solutions, such as BMO  
 DepositEdgeTM cheque scanning technology
•  Financing solutions for succession   
 planning, and more 

To learn how the BMO® Insurance Broker 
Program can help your bottom line,  
contact National Industry Programs at  
1-877-629-6262 or by email at  
National.IndustryPrograms@bmo.com.

1 Subject to meeting Bank of Montreal’s usual credit granting criteria.
TM/® Trademarks of Bank of Montreal.

Your bottom 
line is top  
of mind.
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We offer the widest range of restoration, construction 
and emergency services in the market.

Over 60 Years of 
Quality & Service

Three Generations &

Our regular services include:

• Complete building restorations 
for all sizes and types of buildings, 
homes and businesses

• Design / Build services

• Tenant improvement work

• Specialty construction serving the 
needs of the pharmaceutical, food 
services and health industry

• Project management

• Complete millwork shop

Our 24/7 emergency services include:

• Board up and secure premises

• Emergency electrical

• Emergency plumbing and heating

• Emergency glazing

• Water extraction and dehumidification

• Temporary heat

• Temporary roofs

• Temporary shoring

• Content removal / protection

• Certified mold remediation

1586 Wall Street 
Winnipeg, Manitoba 
R3E 2S4

204.942.6121 
www.wbdwfs.com

Trans Canada Insurance Marketing Inc.  
tcim.ca   

807-177 Lombard Ave  
Winnipeg, Manitoba R3B 0W5
204-925-8276  Fx: 204-925-8279

Cortney Partaker
204-925-8836
cpartaker@tcim.ca

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

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

Randy Buschmann
403-982-0082
rbuschmann@

tcim.ca

Jenny Di Tomaso
204-799-4048
jditomaso@tcim.ca

Donna Morrison
403-982-0082
dmorrison@tcim.ca

Colette Rezansoff
204-925-8262
crezansoff@ 

tcim.ca

Jim Crighton
613-599-5672
jcrighton@tcim.ca

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

Derrick MacLeod
204-390-0991
dmacleod@tcim.ca

Shirley Gauthier
450-629-2227
sgauthier@tcim.ca

Miranda Morden
204-925-8277
mmorden@tcim.ca

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

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

Peter Harper
204-291-2684
pdh@tcim.ca

Gille LeBlanc
514-583-9604
gleblanc@ 

profescau.com

Shelley Tanchak
204-806-8142
stanchak@tcim.ca

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

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

Linda Cyrenne
204-806-8074
lcyrenne@tcim.ca

Cheryl Fortier
604-534-3280
cfortier@tcim.ca

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

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

Carolyn Rempel
204-925-8837
crempel@tcim.ca

Leigh Rhymer
204-925-8273
lrhymer@tcim.ca

Deanna Daigneault
204-925-8834
ddaigneault@tcim.ca

Christie Kumar
604-584-9494
ckumar@tcim.ca

54 | WINTER 2015 | Manitoba INSURANCE BROKER  Index

mailto:dsinclair@tcim.ca
http://www.wbdwfs.com
mailto:cpartaker@tcim.ca
mailto:rpajot@tcim.ca
mailto:mbaluk@tcim.ca
mailto:jditomaso@tcim.ca
mailto:dmorrison@tcim.ca
mailto:jcrighton@tcim.ca
mailto:mali@tcim.ca
mailto:dmacleod@tcim.ca
mailto:sgauthier@tcim.ca
mailto:mmorden@tcim.ca
mailto:bpenner@tcim.ca
mailto:tfontaine@tcim.ca
mailto:pdh@tcim.ca
mailto:stanchak@tcim.ca
mailto:mashewchuk@tcim.ca
mailto:jrobinson@tcim.ca
mailto:lcyrenne@tcim.ca
mailto:cfortier@tcim.ca
mailto:cantonakis@tcim.ca
mailto:crempel@tcim.ca
mailto:lrhymer@tcim.ca
mailto:ddaigneault@tcim.ca
mailto:ckumar@tcim.ca


INDUSTRY NEWS

Intact Insurance extends award-winning 
campaign with ads featuring employees

Intact Insurance’s 2015 national television and online campaign, launched in 
March, focus on the company’s 30 Minute Claims Guarantee in action, while 
informing viewers that its call centres are open after hours and that Intact offers 
insurance for businesses. The campaign also features members of Intact’s own 
Claims department, the people who deliver the exceptional service experience 
that Intact Insurance has built its brand on.

Although the company has roots dating back more than 200 years, the Intact 
Insurance brand is still relatively young. Launched in 2009, Intact Insurance 
set out to become the leading P&C insurance company in Canada by delivering 
outstanding service and support. Today, more than four million customers, coast-
to-coast, count on Intact Insurance for protection. “We are extremely proud of 
what our brand stands for,” said Monika Federau, SVP & Chief Strategy Officer. 
“Our commitment to outstanding service and support is what sets us apart from 
other insurers, and is what customers have come to depend on.”

To help communicate this brand promise, Intact chose to use real employees 
in the TV ads. Although the incidents depicted in the ads are dramatizations, 
the responding employees believe that the calls are from real customers 
who need their assistance. “Our front line claims staff not only embody the 
customer-centric values of the company, they are a fundamental aspect of our 
superior claims service,” added Federau.

The integrated campaign is supported by online ads. The TV ads encourage 
consumers to speak to their insurance brokers for more information. 

Creative for the TV, web and print advertising was produced by Cossette 
Communications. Havas Media was responsible for the media strategy and buy. 
The commercials can be seen at:
•	 www.intact.ca/advertising-campaign (English)
•	 www.intact.ca/campagne-publicitaire (French)

MPI nabs prestigious awards

The American Association of Motor Vehicle Administrators (AAMVA) presented 
Manitoba Public Insurance with a number of awards recently:
•	 Public Affairs and Community Education (PACE) 

Award Category 2E – Indoor or Outdoor Print Advertising  
- “Your Last Words print ad,” advertising Manitoba’s online texting 
and driving simulator.

•	 Public Affairs and Community Education (PACE) 
Award Category 7B – Website, Externally-Produced 
- “Your Last Words texting and driving simulator,” the online resource for users 
to experience how difficult and dangerous texting and driving can be.

•	 Public Affairs and Community Education (PACE) 
Award Category 7C – Interactive Presentation 
- “Your Last Words texting and driving simulator,” allowing users to experience 
the dangers of texting and driving by using a smartphone, computer, and 
Internet access.

•	 Public Affairs and Community Education (PACE) 
Award Division IV for Video 
- “Texting and Driving Simulator Video,” spreading awareness of the  
dangers of distracted driving.

•	 Public Affairs and Community Education (PACE) 
Award Division VI – Graphic Design 
- “Texting and Driving Simulator Display,” bringing attention to their  
online simulator and getting the message out that drivers shouldn’t text 
behind the wheel.

For more information visit www.aamva.org.

www.can-sure.com

Recreational risk 
coverage that takes 

you to the top!

MB Third Page Vertical Rock Climber Ad.indd   1 10/5/2015   4:16:53 PM

Manitoba INSURANCE BROKER | WINTER 2015 | 55Index 

http://www.aamva.org
http://www.intact.ca/advertising-campaign
http://www.intact.ca/campagne-publicitaire
http://www.can-sure.com
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Swiss Re Canada 
gets new CEO 

Swiss Re Canada welcomed a new 
President and CEO earlier in the year. 
Veronica Scotti assumed the leadership 
role effective April 1. Scotti, based in 
Toronto, was formerly a Swiss Re client 
executive based in Armonk, NY.

Swiss Re Canada’s previous president 
and CEO, Sharon Ludlow, left the 
reinsurer last year to become President 
of Aviva Insurance Company of Canada.

Scotti’s previous roles at Swiss Re 
include head, business development 
and key account manager, in Zurich. 
She joined Swiss Re, in London, 
England, with the acquisition in 1999 of 
investment bank Fox Pitt Kelton.

Before joining Swiss Re, Scotti had 
worked for Banque Paribas, Union Bank 
of Switzerland and Banco di Napoli.

As president and CEO of Swiss Re 
Canada, Scotti will report to Eric 
Smith, President and CEO of Swiss 
Re Americas. She will “continue to be 
a member of the company’s Americas 
Management Team,” Swiss Re stated.

Duane Sanders named CEO of Travelers Canada

On Aug. 19, 
Travelers Canada 
announced the 
appointment of 
Duane Sanders 
as Chief Executive 
Officer, effective 
immediately. 
Sanders succeeds 

Brigid Murphy, who retired after 
nearly 20 years at Travelers Canada 

and The Dominion of Canada General 
Insurance Company, which Travelers 
acquired in 2013. Murphy is now Vice 
Chairman of Travelers Canada.

Sanders, who joined Travelers in 
2001, has been Chief Operating Officer 
of Travelers Canada since January 2015. 
Heather Masterson, most recently 
President and CEO of Totten Insurance 
Group, joined Travelers Canada as its 
new COO on Sept. 14.

Sanders said, “I’m excited to 
continue working with the dedicated 
and talented Travelers Canada 
team as we leverage our deep 
competitive advantages to serve 
brokers and customers across the 
country. I am also looking forward 
to working with Heather, who 
brings substantial experience and 
strong relationships in the Canadian 
brokerage community.”

We’ve been a local 
�avour since 1884.

Head Office: 800-567-7721 Brandon: 204-726-0281 
Dauphin: 204-638-5108 Winnipeg: 204-832-1351

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

Supporting the broker 
network with our head 
o�ce and three service 
centres here in Manitoba.
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Report says travel health insurance saved  
Canadians more than $138M

The vast majority (95.3%) of 
Canadians who purchased individual 
travel health insurance policies had 
their claims paid, says a report based 
on a KPMG survey of Canadian 
providers commissioned by the Travel 
Health Insurance Association (THIA). 
Respondents to the survey indicated 
that the amount of claims paid to 
more than 103,000 insured travellers 
exceeded $138 million.  

“We’re delighted that more than 
95% of travellers had their medical 
claims paid but that means that 5% 
saw their claims denied,” said THIA 
President Alex Bittner. “Insurance is 
designed to pay claims. Our goal is to 
see an increase in these high rates of 
successful claims.”

A recent THIA survey1 of Canadians 
revealed that 18% of respondents have 
inadvertently provided inaccurate 
health information on travel health 

insurance forms – something that 
is to be avoided as it can void an 
insurance policy. And 14% have 
deliberately provided inaccurate 
health information on travel 
insurance applications with half of 
those admitting that they did so to 
receive a lower rate. As well, only 33% 
have reviewed medical forms with a 
physician when applying for travel 
health insurance.

“Responding accurately to 
medical forms is the best way to 
have a carefree holiday and ensure 
that unexpected medical expenses 
will be covered by insurance,” said 
Bittner. “Provincial health plans only 
pay for approximately 9% of out-of-
country medical costs. If there is a 
medical questionnaire, it needs to be 
taken seriously.”

The top two reasons for denied 
claims include medical non-disclosure 

James Richardson & Sons  
to acquire Wynward Insurance Group

On June 21, Winnipeg-based James 
Richardson & Sons, Limited (JRSL) 
announced it had entered into a 
definitive agreement with Parrish & 
Heimbecker, Paterson Global Foods 
and Cargill Ltd. to acquire their 
ownership interest in Wynward 
Insurance Group.

The transaction will provide 
JRSL and Richardson International 
with 100% ownership of Wynward. 
Previous to the transaction, 
Richardson International, a wholly 
owned subsidiary of JRSL, owned 55% 
of Wynward and was the company’s 
largest shareholder.

“We are proud of our long history 
and association with P&H, Paterson 
Global and Cargill”, stated Hartley 
Richardson, President and CEO of 
James Richardson & Sons, Limited. 
“Over the past four years, Wynward has 
entered a new phase of growth, with a 

renewed business strategy, a talented and 
energetic leadership team and improved 
operating fundamentals. We believe 
our 100% ownership of Wynward will 
provide increased opportunities in the 
markets Wynward serves across Canada.”

Richardson continued: “Our firm’s 
involvement in the insurance business 
dates back to 1870 through an agency 
contract with the Royal Exchange. 
We were also a charter member of 
the Grain Insurance and Guarantee 
Company, which began in 1920, and 
over the years we have been involved 
in a number of insurance businesses. 
The timing was right to execute a 
transaction that benefits all four 
companies and their shareholders.  
This announcement is a major 
milestone for Wynward, and we 
look forward to our alliance with an 
industry leader in growth, profitability 
and community engagement.”

Darryl Levy, President and 
CEO of Wynward, said: “We are 
excited to become part of the James 
Richardson & Sons organization, 
which is highly regarded as one of 
the most prominent privately held 
companies in Canada. Our two 
companies have had a long and 
successful partnership and Wynward 
has grown into an innovative market 
leader with great momentum.  
The transition to new ownership 
 is seamless for our customers, 
brokers and Wynward employees 
across Canada.”

Levy concluded: “Our new 
ownership structure provides 
us with another opportunity to 
build upon our unique customer 
value proposition, reinforces our 
commitment to the broker channel, 
and enhances our competitive 
position in a very dynamic market.”

and misrepresentation for  
pre-existing conditions that were 
not stable as required by policies.

THiA recommends that 
Canadians do the following to have 
carefree vacations:
•	 Know your health and consult a 

health care provider if you have 
any questions

•	 Know your trip. How long 
will you be gone? Are you a 
snowbird? Will you be travelling 
many times during the year? 
Do you plan to scuba dive 
or undertake any high-risk 
activities?

•	 Understand your travel 
insurance policy. Insurance 
companies have staff to assist 
you and answer any questions 
related to policies.

For more information, visit  
www.thiaonline.com.

[1] National online survey of 1007 Canadians, conducted September 11 - 12, 2014.
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Diane Brickner Invitational raises over $17,000 for charity 

Peace Hills reports that over 120 golfers 
enjoyed a much warmer day for the 
2nd annual Diane Brickner Invitational 
this year. The tournament took place 
on June 15 at the Edmonton Garrison 
Memorial Golf & Country Club. In 
typical Peace Hills fashion, the slushies 
were flowing and all attendees had a 

great time. Participants enjoyed 18 
holes of golf accompanied by food, 
prizes, challenges, raffles, silent 
auctions and more food!

The tournament was once again in 
support of Sport Central, an organization 
that provides new and gently used sports 
equipment to children in need. Sport 

Central has served across Canada and, 
through the generous support of our 
golfers and sponsors, the event was able 
to raise $17,359.25 for the cause.

Special thanks to our volunteers, 
golfers, Peace Hills staff and the 
staff at the Garrison for making this 
event a success!

2015 Aviva Community Fund

On Oct. 6, Aviva Canada announced that 
voting for the 2015 Aviva Community 
Fund competition was officially open. 
After a 20-day submission period, the 
Aviva Community Fund has over  
300 fantastic ideas for positive change  
in communities all across Canada. 
The ideas each fall within at least one 
of the three categories: Community 
Resilience, Community Health, and 
Community Development, as well as 
two funding levels: under $50,000 and 
between $50,000 and $100,000.

“With the overwhelming number 
of submissions we receive each 
year, it’s clear that there is a need  
for this type of funding across 
Canada,” said Debora Hendrickson, 
Aviva Canada’s Senior VP of Customer 
& Marketing. “Now we ask all 
Canadians to help make positive 
change a reality by voting for the 
ideas that resonate most with them.”

Voting for Aviva Community 
Fund ideas ended October 23 at  
4 pm EST. In prior years, ideas went 

through two rounds of voting to 
get into the finals; this year there 
was only one round of voting.  
After the voting round, the top 30 
 vote getters (five from each idea 
category in the two funding levels) 
will be evaluated by a panel of  
judges using criteria including 
impact on the community, 
sustainability, submission quality 
and creativity.

Winners of the Aviva Community 
Fund will be announced on December 2. 

225 McPhillips Street
Winnipeg, Manitoba  R3E 2K3

(204) 786-1198
Manitoba Owned and Operated

mxrestorations.ca

Fire/Flood Restoration  |  Wind/Hail damage  |  Sewer back-up  |  Mould Remediation  |  Asbestos Abatement  |  Document Recovery  |  Content Restoration  |  Reconstruction
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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. ©2015 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.

Economical’s understanding of Canadian manufacturing, contracting, and service industries 
means your business is better protected. EXPERT is specialized for your business with many  
extras like complimentary risk evaluations, thermography consultations for eligible operations, 
and privacy breach expense coverage.

Talk to your broker about what EXPERT can do for you.

Our EXPERT® line exceeds
expectations so you can too.

PROPERTY  |  AUTO  |  BUSINESS

http://www.economicalinsurance.com


REACH OUR ADVERTISERS

The Manitoba Insurance Broker would not be possible without the advertising support of these companies 
and organizations. Please think of them when you require a product or service. We have endeavoured 
to 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.

COMPANY PAGE PHONE WEBSITE

Applied Systems Canada 39 800-387-2028 www.appliedsystems.com

AVIVA Canada 47, 64 204-942-0424 www.avivacanada.com

BELFOR 52 204-774-8186 www.belfor.com

BMO Bank of Montreal 53 416-927-5973    www.bmo.com

Brio Insurance 13 204-326-3870 www.brioinsurance.ca

Can-Sure Underwriting Ltd. 55 877-685-6533 www.can-sure.com

CSSI, Inc. 34 877-281-6944 www.cssionline.com

Davian Construction 17  204-783-7251 www.davianconstruction.com

Detail Services 42 204-772-9890

Douglas Cost Guides Inc. 33 877-284-0028 www.douglascostguide.com

Economical Insurance 59 800-265-9996 www.economicalinsurance.com

First General Services 41 204-477-0560 www.firstgeneral.ca 

HUB International 12 204-988-4789 www.hubinternational.com

Insurance Institute of Manitoba 18 204-956-1702 www.insuranceinstitute.ca

Intact Financial Corporation 43 204-942-8402 www.intactfc.com 

Open minds. 
Understand Risk.
“Delivering innovative solutions for our broker partners and enhancing 
their ability to meet client needs is an important component of Sovereign’s 
vision.  I believe when looking at risks we must be agile and flexible in our 
thinking in order to drive innovative solutions.  In doing so we promote an 
environment where talented people thrive to be proactive, intentional, and 
empowered to make decisions in order to create successful solutions. With 
this winning combination for all stakeholders, why not join us and challenge 
the status quo?” 

Brian  Croitor
Winnipeg Office Manager 

Direct  204-982-1267 
brian.croitor@sovgen.com

sovereigngeneral.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

James Dube Spraggs Adjusters Ltd. 8 204-985-1200 www.jdsadj.ca 

Manitoba Blue Cross 16, 47 204-775-0161 www.mb.bluecross.ca 

Manitoba Public Insurance 17 204-945-8097 www.mpi.mb.ca

Markel 63 800-223-8858 www.markelinternational.ca

MIG Insurance Group 44 204-954-8400 www.miginsurance.ca

Mr. Electric 9 204-949-9299 winnipeg.mrelectric.com

Mutual Fire Insurance Company of BC 2 866-417-2272 www.mutualfirebc.com

MX Restorations Ltd. 58 204-786-1198 www.mxrestorations.ca

Pal Insurance Brokers 62 800-265-8098 www.palcanada.com 

Peace Hills Insurance 46 800-272-5614 www.peacehillsinsurance.com

Pitblado Law 51 204-956-0560 www.pitblado.com

Portage Mutual Insurance 48, 56 800-567-7721 www.portagemutual.com

Priority Restoration 11 204-786-3344 www.priorityrestoration.com

PuroClean 4 204-471-5597 www.puroclean.ca

Red River Mutual 3, 49 800-370-2888 www.redrivermutual.com

SGI Canada 32 306-751-1674 www.sgicanada.ca 

Sovereign General Insurance 60 204-982-1287 www.sovereigngeneral.com

SPECS 37 888-394-4434 www.specs.ca

Trans Canada Insurance Marketing Inc. 54 204-925-8276 www.tcim.ca

TSW Management Services 17 866-904-8146 www.tsw-management.ca

Wawanesa Insurance 30, 48 204-824-2132 www.wawanesa.com

Wellness Institute 10 204-632-3900 www.wellnessinstitute.ca

WINMAR 23 866-494-6627 www.winmar.ca 

Winnipeg Furniture Services Ltd. 54  204-942-6121 www.wpgbldg.com

COMPANY PAGE PHONE WEBSITE
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Hospitality programs
Host Liquor & Special Event Liability
Weddinguard
Server Liability
Performer Liability
Event Planners
Caterer Liability
Exhibitor/Vendor & Kiosk Liability

contingency programs
Event Cancellation/Non-appearance
Prize Indemnity

UniqUe property coverages
Contents in Storage 
ATM, VLT & Vending Machines
Miscellaneous Property

Your
specialty mga

www.palcanada.com

automatic rates and instant policy 
issuance available for most pal 
products online!

PAL thanks our valued Manitoba Brokers!

http://www.palcanada.com


We are 
Markel.

Commercial general liability
Directors and o�  cers liability
Environmental impairment liability
Marine program
Professional liability
Property and inland marine
Security and protection industry
Umbrella and excess liability

Helping brokers with e� ective 
insurance solutions since 1966

Calgary 
Montreal 
Toronto 
Vancouver 

www.markelinternational.ca

CA corp advert MB 8.25x10.75.indd   1 15/07/2015   17:22

http://www.markelinternational.ca


Water is beautiful. 
Until it isn’t.

Heavy rains Spring run-off Overflow from  
lakes and rivers

avivawaterprotection.ca 
Insurance | Home | Auto | Leisure & Lifestyle | Business | Group | Surety

Aviva and the Aviva logo are trademarks used under license by the licensor.

Aviva, proud Canadian partner to over 1700 independent brokers from coast to coast

http://avivawaterprotection.ca



