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Are you experiencing?
Constraints in Meeting your Business Goals?

Escalating Technology Costs?

Reduced Productivity Levels?

There is a better way.
Tritech clients have:

• Advanced Execution of Innovative Business Strategies

• Slashed IT spending up to 50%

• Strengthened Management and Operational Efficiencies

Our Clients have an edge with GIMS,
shouldn’t you?

Visit us at www.trifin.com

Get an Edge 
with GIMS
General Insurance
Management System

TRITECH.indd   1 5/8/09   1:49:38 PM

http://www.trifin.com


PEACEHILLSINSURANCE.COM   OUR POLICY IS WORKING FOR YOU

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

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

All things being equal, 
you have your favourite.

http://www.peacehillsinsurance.com
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IBAM plays major roll in  
2009 national political efforts
The Insurance Brokers Association of Canada organized brokers from all of its member 
provincial associations to converse with over 100 Members of Parliament and Senators 
in a variety of business meetings.

(L-R) Mario Reimer, Huw Williams, Dave Schioler, Wade Garriock & Canada's Minister of National Defence, Hon. Peter MacKay.

Dave Schioler and Hon.Vic Toews, President of the Treasury Board.
Hon. Rob Nicholson, Minister of Justice and Attorney General of 
Canada and Dave Schioler.

IBAC President Peter Fredericks, Hon Peter MacKay (sporting rugby 
injury) and Justin MacGregor, President-Elect, IBAC.
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Larry Watson and Merv Tweed, MP for Brandon-Souris.

Paul Szabo, MP for Mississuaga South, John Morin, Past President, IBAC  
and Katrina Hueging, IBAM's YBC Chair.

Hon. Vic Toews and Dave Schioler with 
Bipper blanket.Peter Fredericks, IBAC President, addresses the crowd.

Dave Schioler, Winnipeg South MP Rod Bruinooge and Wade Garriock.

Wade Garriock and Hon. Anita Neville.

Dave Schioler and Hon. Gurbax Malhi,  
MP for Bramalea-Gore-Malton.
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Speaker of the House the Hon. Peter Milliken, 
Hon. Anita Neville, Winnipeg South Centre MP 
and Dave Schioler.

MP (Lib) Bonnie Crombie, Mississauga, 
Streetsville and Dale Rempel.

The Hon. Vic Toews, Dale Rempel and Brian Gilbert.

MP Hon. Scott Brison and Dave Schioler.

Steve Masnyk, Mgr. Public Affairs, IBAC; with Dean Del Mastro, MP 
for Peterborough; and Judy Wasylycia-Leis, NDP MP Winnipeg North.

Wade Garriock, Liberal MP Hon. Gurbax Malhi and Mario Reimer. IBAC President Peter Fredericks and Hon. Peter MacKay.

Wade Garriock with MP Merv Tweed holding Bipper blanket.
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Dale Rempel, Hon. Vic Toews and Mario Reimer.Senator Steve Green (formerly Executive Director, IBANS) with 
good friend Dave Schioler.

IBAC's Dan Danyluk, Hon. Vic Toews and Wade Garriock. Political action at work.
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CEO’s Remarks

David Schioler, 
IBAM CEO

Help ME … help YOU. 

n the hit movie Jerry Maguire, Rod 
Tidwell’s ambitious, talented and 
somewhat wacked-out sports agent, 

Jerry Maguire, makes a specific pitch 
to Tidwell at a critical point in the 
duo’s relationship. Maguire, Tidwell’s 
quawn (i.e. coin) man – who eventually 
did SHOW THE MONEY to the star 
football player – says to Tidwell; “I am 
out here for you. You don’t know what 
it’s like to be ME out here for YOU. 
It is an up-at-dawn, pride-swallowing 
siege that I will never fully tell you 
about, OK? … Help me … help you – 
help me, help you.” 

In contrast to Maguire, I am 
extremely proud to be out there for you 
in broker land. But strangely enough, 
there is a certain similarity I see with 
regard to both the tremendous capacity 
of, and my within call for brokers 
to help themselves by helping their 
association. In terms of what Maguire’s 
remarks would translate into for IBAM 
and yours truly, it would mean a call 
to those talented individuals in our 
wonderful industry to step forward 
to help the brokers’ association and 
therefore me as your association CEO 
as well, to continue to try to produce 
positive and substantial results for you 
in this  - your business. So I say; “As you 
have done for the last number of years 
- help IBAM … help you – help IBAM, 
help you.”   

Scott Andrew, our current IBAM 
President, is helping you by helping 
the association. IBAM Board Chair 
Wade Garriock, who will complete 
his formal run of service to the 
association in the Spring of 2010, 
followed in the footsteps of his father 
and grandfather in terms of serving 
as IBAM’s President. Current Board 
member, Curtis Wyatt, also succeeds 

I his father in service to the association. 
In this vein, it follows that brokerage 
industry heavyweight Horizon 
Insurance, (featured in this issue with 
respect to both its recent merger with 
Ryan Gateway and its meaningful 
and profound history), should also be 
recognized for its historical depth of 
service to its association, which in turn 
helps YOU in the industry. Michael 
Leipsic previously served as President 
of IBAM; so did Tony Taronno, 
currently Horizon’s Managing Director, 
Commercial Insurance Operations. 
Horizon’s George Miller and 
Brent Gilbert, formerly of Stewart-
Greenslade, also served as Presidents 
of our association. As we speak, 
Horizon’s CFO Keith Jordan and 
manager Pamela Gilroy-Rajotte serve 
on IBAM’s Board of Directors. MIG’s 
Brian Gilbert – IBAM’s national 
political champion, along with now 
MIG’s Larry Watson, have also served 
the association in its highest office. 
Irwin Kumka was another who served 
proudly during my tenure at IBAM. It 
is of note, of course, that many, many 
others have served their association 
well over the years. By doing so, 
they have helped us – and they have 

therefore, helped you. 
Maybe we are a lucky bunch or 

just smart – or both. But we have at 
least recently enjoyed a wealth of skill, 
dedication and experience contributing 
to the success of the association and in 
turn the industry. Last Fall’s successful 
conclusion to strategic work with 
Manitoba Public Insurance was but 
one pure example and show of brokers 
working to help their association 
in order to help themselves. Believe 
me, by any standard, we had a great 
measure of team and individual talent 
serving your interests at that time. And 
as a result of those efforts, we were 
able to SHOW YOU THE MONEY. 
We still have a great team; we are 
fortunate. But we continue to want 
and require your help and support. We 
have much work to do over the next 
couple of years – with MPI and other 
insurers, the Insurance Council, the 
Superintendent and with the various 
levels of government. Again, we need 
your help. 

So I say to you - you, our brokers – 
you are indeed helping your association 
and therefore yourselves in many ways. 
You pay your dues. You contribute to 
and take part in our broker Errors and 
Omissions insurance program, you 
enroll in our education and professional 
development courses and you attend 
our convention and other events in large 
numbers and with terrific involvement 
on an annual basis. You call me or 
visit me or help me on a regular basis 
in regard to issues of importance and 
interest to you and your colleagues. 
YOU TAKE PART. DON’T STOP.  ON 
THE CONTRARY, CONTINUE TO 
HELP IBAM … HELP YOU – HELP ME, 
HELP YOU. Be Rod Tidwell – for this is 
the key to your success. 

 “As you have done 
for the last number 

of years - help IBAM 
… help you – help 
IBAM, help you.”   
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Off the road doesn’t mean out of 
harm’s way. For vehicles in storage, 
fire, theft and vandalism remain real 
risks—even when they’re in a locked 
building or a compound.

Autopac Lay-up protects! It provides  
comprehensive coverage, excluding  
collision and third party liability. No  
deductible applies on glass repair or if  
the vehicle is stolen. A $100 deductible  
applies on any other claims.

Your customers can switch from road  
coverage to Autopac Lay-up, instantly.  
And they can apply any resulting credit 
towards the cost.

So, offer them a friendly reminder  
about Autopac Lay-up today.

Stored doesn’t
 necessarily
mean Safe

Manitoba Broker Storage Ad .indd1   1 10/3/07   11:07:17 AM

Raising our Profile

In the media...
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Raising our Profile
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The 9th Annual

WWW.GIMLIFILM.COM

STARS NORTHERN LIGHTS & MOVIES

JULY
24-28

ONE OF CANADA’S MOST  

UNIQUE FILM EXPERIENCES

FREE NIGHTLY SCREENINGS  

ON SHORE OF GIMLI BEACH!

OVER 80 FILMS AT  

FOUR INDOOR VENUES 

PARTIES & INDUSTRY RECEPTIONS

PANEL DISCUSSIONS WITH FILMMAKERS

SHORT FILM AWARDS

...AND MUCH MORE!

GIMLI, MANITOBA, CANADA
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TMB following
brokerage growth

Activity TMB Issue

Reider Insurance acquires  
Mutual Agencies Ltd.

September 2009

Horizon Insurance and  
Ryan Gateway Insurance Brokers merge

September 2009

Ranger Insurance acquires Watt Insurance June 2009

Andrew Agencies acquires  
Westpark Insurance

September 2008

Lakeview Insurance acquires  
Community Insurance

September 2008

Lakeview Insurance acquires  
Martinsville Insurance (SK)

September 2008

BSI acquires Niverville Insurance March 2008

Reider Insurance  
expands and opens new site
Winnipeg’s Reider Insurance has now opened its newest 
location at 1630 Ness Avenue in Madison Square.  

Shale Reider, Managing Partner of Reider Insurance, 
is pleased to announce that Marvin Pearlman, President 
of Mutual Agencies Ltd., has agreed to join up with Reider 
Insurance to launch the new Madison Square location. Mutual 
Agencies is a family business originally started by Marvin’s 
grandfather over 60 years ago. The new location will provide 
Autopac, home and business insurance.

Reider Insurance is also a family business, started by 
Reider’s father over 40 years ago. The two companies share a 
core dedication to personalized customer service.

Reider Corporate Insurance Solutions along with the Reider 
Insurance head office has also moved to the same building at 
1630 Ness. Reider Corporate Insurance Solutions specializes in 
providing business insurance to small-to-medium businesses 
across Western Canada.

The new location celebrated its Grand Opening the week of 
June 15. Saturday, June 20, was Family Fun Day with a bounce 
castle, giant slide and balloons for the children. 

www.reider.ca

Who did you say you work for??? 
With the current pace of mergers and acquisitions, are you still 
happy to go to work everyday?

Reider Insurance is a family owned brokerage that has been in 
business for over 40 years.  Our successful growth is attributed 
to our belief in “putting the customers first”.

Reider Insurance is currently hiring for the positions of 
Personal Lines Sales Representatives and Senior Commercial 
Lines Sales Representatives. If you believe in putting the 
customer first why not call for a confidential interview.

CONTACT: Shale Reider – 956-7300  jobs@reider.ca
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Following is a schedule of these important meetings that will affect brokers across the country. 

Tuesday, September 15
8:00am – 5:00pm Executive Committee Meeting 

Thursday, September 17
8:00am – 10:15am Chief Staff Executives Meeting 
8:00am – 10:15am Presidents’ Council Meeting 
10:30am – Noon Political Action Committee Meeting 
1:30pm – 4:30pm Board Meeting 
4:30pm – 5:30pm Executive Meeting 

Friday, September 18 
9:00am – Noon Board Meeting 
 
Saturday, September 19
9:00am – 11:00am Annual General Meeting 
11:00am – 11:30am New Board Meeting 
1:00pm – 2:00pm Executive Committee Lunch & Orientation Session

Scott Andrew, 
IBAM President 

IBAM proud to host IBAC meetings
he Insurance Brokers Association of Canada is a federation of 11 provincial and regional associations of 
property and casualty insurance brokers. Through its member associations, IBAC represents approximately 
33,000 plus insurance brokers in virtually every community across the country. Similarly, the Insurance 

Brokers Association of Manitoba is an organization representing approximately 1,800 broker members from all 
communities across our province. Make no mistake about it – we are a meaningful group contributing to Manitoba 
politics and certainly to the Manitoba economy.

This year, IBAM is pleased to be hosting the IBAC Annual General Meeting, associated meetings and social 
calendar in Winnipeg from September 16 to 20. As your President, I am proud to be participating in both our 
national and provincial efforts in order to ensure that insurance brokers remain the primary provider of insurance 
services in Manitoba.

T
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Committee Report

PD forever evolving
PD Committee Chair 
Tara Chammartin

Q - Who sits on the  
PD Committee with you?
A - We have a great team in place 
for this year. Working with me are 
Pamela Gilroy-Rajotte, Keith Jordan 
and Katrina Hueging from Horizon 
Insurance and Curt Wyatt from Wyatt 
Insurance, and of course the  
wonderful IBAM staff.  

Q - What are the  
Committee’s priorities?
A - This year we are trying to focus on 
coming up with a great line up of fresh 
new courses. We are always looking for 
new, creative course ideas – so if you 
have a suggestion, please feel free to 
contact me! Another key focus of ours 
is marketing our education seminars 

TMB sat down with Professional Development Committee Chair  
and IBAM Board Member Tara Chammartin to find out what 
members can look forward to in the way of PD in the coming months.

to our membership; we really want to 
focus on making sure that members 
receive information on seminars that 
are relevant to their positions in their 
brokerages or education goals.  

Q - What’s new in the  
area of Education this year?
A - There are a couple of great new 
courses that IBAC has developed and 
launched recently. The first one, the Best 
Practices Producer School, involves 12 
days of intense sales training split into 
4 groups of 3 days each, which includes 
a mentorship aspect along with an 
accountability factor. To date, the pilot 
course has been going really well and I 
have heard nothing but positive feed-
back from the attendees. The second 

course being offered is the CPSA Profes-
sional Selling Course. This is a national 
program that has been customized by 
brokers for brokers in order to enhance 
sales knowledge and skills within your 
brokerages. Lastly, I am really excited for 
the new Insurance MBA program that 
IBAC is hoping to release late this year 
or early next. All brokers should have 
received a survey regarding the launch 
of this product, and the feedback and 
results of this survey indicated a great 
interest in it. I will let you know when 
the program is in full launch!

Q - Can you comment on  
the progress of the recent PD 
initiative of trying to have a PD 
“champion” in each brokerage?
A - This is still a major focus for us 
this year; we really want to work 
with brokers in determining their PD 
Champion in all offices. This really ties 
back in with the marketing aspect of 
seminars and making sure that members 
receive education information that they 
are interested in and that is relevant.  

Q - Any final words  
to IBAM members re:  
Professional Development?
A - I really look forward to my 
new position as Chairperson of the 
Association’s PD committee. As a long-
time broker, PD committee member and 
facilitator, education and professional 
development is something that has 
always been important to me. I am a 
strong believer in continuing education 
as our industry is constantly changing 
and whether it is insurance knowledge 
you require, technology training, or 
general office skills, we want IBAM to 
be the number one provider of seminars 
for you and your brokerages! Feel 
free to contact me at any time if you 
have suggestions or comments on any 
Professional Development issue (Email: 
tarac@rempelinsurance.com). 

“Education and professional development is 
something that has always been important to me.”
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The two sweetest words 
you can say to a customer? 
“You’re back.”
Is there anything more gratifying than having a satisfied customer? You know the 

answer to that one. So do we. It’s one of the great things we have in common. And 

why we’re so excited about the two simple words that form our customer promise. 

It’s a different kind of promise, but that shouldn’t be surprising, because we’re a 

different kind of insurance company. Instead of talking about us, our size, stability 

and years of history, the words “You’re back” express something more important; 

the benefit your customers expect from the insurance they choose.

Now let’s talk about you. And the benefits you can expect from us. First, you 

need to know we’re going to be there for you. Really be there, heart and soul. Our 

decades of working with brokers like yourself have only deepened our conviction 

that when it comes to protecting a customer with the right insurance, everything 

starts with you. It’s why we’re making you and the critical role you play a vital 

part of all our new advertising messaging. It’s why you have our word we’ll never 

stop thinking of new products and solutions, tools and services to help you grow 

your business in real, tangible ways. In short, we’re excited about building an even 

stronger future together. 

Because when you succeed, we succeed. 

H O M E       

C A R     

B U S I N E S S

The BIP logo is a registered trademark of the Insurance Brokers Association of Canada (IBAC). All other trade-marks are property of Intact Financial Corporation used under license.   
© 2009, Intact Insurance Company.

http://www.intactfc.com


yBN Report

s I start my year as Chair of 
the Young Broker Committee I 
would like to begin by thanking 

Katrina Hueging for her leadership 
as Chair over the past year and to 
Mario Reimer for his guidance in the 
Past-Chair role. These two individuals 
have dedicated a huge amount of 
time to the Young Broker Committee 
and our Network and deserve to be 
commended for it.

I look forward to my upcoming 
year as Chair of the Young Broker 

New leadership, same dedication

Committee. We have just come off 
a planning session at the new IBAM 
office where we have organized our 
activities into categories of Young 
Broker Network Development, 
Community/Industry Involvement 
and Networking. We have an exciting 
year planned on which we will keep 
you updated in upcoming issues of The 
Manitoba Broker.

Through the summer months we 
will be working on our annual budget 
to be presented to the IBAM Board at 

Brett McGregor, 
Guild Insurance, 
Young Broker 
Committee Chair

our Joint YBN/IBAM Board meeting 
on September 24. Katrina and I are also 
looking forward to traveling to New 
Orleans in September to attend the 
Young Agents Leadership Institute as 
part of the American Big “I” Conference 
where we can meet and learn from our 
American counterparts.

At the time of this writing, we 
expect another successful Young Broker 
Golf Tournament, this year being held 
at the beautiful Granite Hills Golf 
Course in Lac du Bonnet. 

YBC planning session at IBAM's new office:

15573 Marine Drive,
White Rock, BC V4B 1C9
Website: www.srib.ca
Email: info@srib.ca

To receive a package with available products & applications, please call!

Only Licensed Insurers Used

CGL, E&O, High-Hazard Property & More!
Call Special Risk for all your wholesale needs!!

Tel: (604) 541-9799   Fax: (604) 541-9769   Toll-Free: (800) 663-9066

A
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Marine Division:
Toll Free 1-888-645-8811

Fax (250)832-3222
Box 370

Salmon Arm, B.C.  V1E 4N5

Property & Liability 
Division:

Toll Free 1-877-532-6864
Fax (604)532-6894

#200-20627 Fraser Hwy
Langley, B.C. V3A 4G4

SPECIAL EVENT LIABILITY 
For short term events Including liquor liability if needed;

HOLE-IN-ONE
HARD TO PLACE HOMEOWNERS

BED & BREAKFAST PROGRAM
HIGH VALUE HOMEOWNERS PROGRAM

COMMERCIAL MARINE 
Rental/Charter/Tours, Boat Dealers 

Marine Property & Liability

ADVENTURE TOURISM LIABILITY 
For Recreation and Eco-Tourism

COMMERCIAL PROPERTY &/OR LIABILITY
VACANT RISKS

MOTOR TRUCK CARGO
BUILDERS RISK

LIABILITY FACILITY - INCLUDING HOST LIQUOR
PLEASURECRAFT 

Pleasurecraft, PWC & Jet Boats

FEATURED PROGRAMS:

www.beacon724.com
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Broker Profile

Century-old Horizon broadens its scope

, which has been growing 
mightily in the last few years, got a whole lot bigger in July 
when it completed a merger with Ryan Gateway Insurance 
Brokers.

The merger adds six locations to the Horizon family, 
bringing the total to 18. It also unites the histories of 
Manitoba’s oldest local brokers, 106-year-old Ryan Gateway 
being the older by just two years.

Horizon president Michael Leipsic cites constant change 
in the marketplace as the main reason for this merger. “The 
Leipsic family has been doing insurance business in Manitoba 
for over 100 years and we recognize the always-changing 

By Michael Stimpson

and ever-increasing demands of the modern-day insurance 
consumer,” he says.

“Customers now expect us to bring a higher level of 
product expertise as well as the ability to present them with 
the greater opportunities that will meet their needs. We want 
to be seen as a trusted adviser, and a merger like this will 
allow us to provide that unprecedented level of personalized 
service.”

Ryan Gateway president Bryan Alsop joins Horizon’s 
board of directors with this merger. He says the deal means 
“exciting opportunities for further growth and expansion,” 
but also carries an assurance of continuity.

(Seated L-R) Keith Jordan, Chief Operating Officer; Michael Leipsic, President; Peter Leipsic, Executive Vice-President.  
(Standing L-R) George Miller, Managing Director, Portage la Prairie; Bryan Alsop, Executive Vice-President; Brent Gilbert, Managing Director, Best Practices.
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Broker Profile

“We will continue to provide our customers with the 
total commitment of our resources, our people, our products 
and our expertise,” Alsop says. “We will continue to provide 
prompt and efficient claims service and we will continue 
to honour our commitment to excellence and to serve their 
needs to their complete satisfaction.”

Ryan Gateway offices will remain at their pre-merger 
locations and continue to operate under that banner. As well, 
Alsop adds, those locations will continue to offer personal 
lines from The Sovereign General Insurance Company.

Horizon’s insurance company partners include Aviva, 
Wawanesa, Manitoba Public Insurance, Portage Mutual, 
Intact and more than a dozen other insurers. 

Horizon now has 18 retail locations, an 11,000 sq. ft. 
head office on Portage Avenue and operations that include 
handling over 75,000 Autopac registrations annually. It now 
will insure more than 25,000 homes, 750 farms and 2,000 
Manitoba businesses.

It began in 1905 as Aronovitch and Leipsic Insurance, 
became Leipsic Insurance in 1980, and was re-branded 
Horizon Insurance in 2004. Horizon now employs over 180 
people, two full-time human resources staff and a full-time 
staff trainer among them.

Michael Leipsic and his management team – which 
includes son Greg Leipsic as director of retail operations – 
have been busily acquiring brokerages in recent years. Last 
year, for instance, saw the two Portage la Prairie offices of 
Stewart-Greenslade join the Horizon fold.

“Each acquisition brings additional experience and 
professionalism to the Horizon team,” remarks chief 
operating officer Keith Jordan. “The Portage merger 
saw local owners Brent Gilbert and George Miller join 
Horizon’s management, while this current merger will see 
Bryan Alsop, Brian Crabbe and Rick McGuff, all former 
shareholders of Ryan Gateway, become partners of Horizon 
Insurance.”

Leipsic has been with the business his grandfather 
co-founded for almost half of its 104 years. He was a lad of 
14 when he began working at its Main Street office as a mail 
clerk in 1954.

In that same year, downtown Winnipeg had one of the 
largest and most spectacular conflagrations in its history. 
The Time Building, at the northwest corner of Portage 
and Hargrave, was destroyed by fire, and nearby buildings 
sustained great damage. 

A photo of the blaze is one of several framed pictures on 

the walls of Horizon’s boardroom. Leipsic says his father 
and grandfather responded to the disaster immediately, 
going directly to the scene that day to help clients with their 
claims. 

“And we do the same today,” adds Jordan.
“Claims time is ‘crunch time,’ when brokers really show 

their stuff,” Leipsic proclaims. “Once that claim occurs, 
clients are looking at us, saying ‘What’ll I do now?’ We’re 
going to be out there at four o’clock in the morning when 
people need help,” he says.

“Sure, you can talk about our locations, and how they’re 
conveniently located. But then Shoppers Drug Mart can 
make the same claim. An insurance broker has to offer more 
than that.”

Horizon’s staff includes two dedicated, full-time claims 
representatives, he points out. “All they do is fight for our 
clients’ claims.”

Asked for insight into his approach to business, Leipsic 
talks of buying an appliance, having lunch and shopping at 
a clothing store. He’s mentioning these things not just to be 
facetious, but to make a point.

“I say these things,” he says, “because the product that we 
sell is unlike them. You can’t see it or taste it or touch it, and 
you hope you never have to use it.

“But if you do, you want to know it will work. And that’s 
were the independent broker shows his mettle.” 

“Customers now expect us to bring 
a higher level of product expertise 
as well as the ability to present 

them with the greater opportunities 
that will meet their needs.”

(L-R) Ginette Arnal-Hofer, Manager, Human Resources; 
Katrina Hueging, Manager, Training and Development.
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Ryan Gateway, one of Winnipeg’s longest serving insurance brokers
and Horizon, Manitoba’s largest, locally-owned insurance broker, are
proud to announce their merger.
Ryan Gateway will continue to o�er its customers a level of service for which it has
become famous, but will now bring an even greater range of insurance options.

Combining Ryan Gateway’s 106 years and Horizon’s 104 years in the industry, Manitobans
will now have access to a level of insurance expertise rarely seen before; all handled
through 17 locations across Southern Manitoba.

Corporate O�ces: 5th Floor - 1661 Portage Avenue Winnipeg 204.988.4800

A new partner on the Horizon

Insurers we proudly represent:
Wawanesa | Intact | Aviva | Portage Mutual | Chubb | Red River Valley Mutual

Sovereign General | Lombard | CNA | MPI | AXA | Economical Mutual | Royal Sun Alliance
Dominion of Canada | GCAN | Peace Hills | Optimum Frontier | Zurich | Trans Canada

Gore Mutual | St. Paul Travelers | SGI Canada

Horizon_RyanGateway_Merger  7/24/09  4:30 PM  Page 1

http://www.horizoninsurance.ca


Business Corner

AIG Life Purchase 
By John Knotek,  
BMO Bank of Montreal®

ast September, AIG Inc. was in the 
news as it experienced heavy financial 
challenges and required massive sup-

port from the US government. Speculation 
was rampant of potential restructuring, 
asset sales and even AIG’s long term viabil-
ity. While many of AIG’s woes reportedly 
stemmed from areas with credit market 
exposure, it’s safe to surmise that the nega-
tive publicity raised concerns from advisors 
and AIG policy holders themselves. This 
came despite the fact that many of AIG’s 
subsidiaries in 130 countries including those 
here in Canada remained financially healthy 
operations.  

Through problems come opportunities, 
and in January 2009, BMO announced 
a definitive agreement to purchase AIG 
Life Insurance Company of Canada. This 
acquisition was highly attractive, as grow-
ing our life insurance business is a strategic 
priority and it brought complementary life 
products to our growing BMO Insurance 
division. Also, the purchase expanded our 
presence in the advisor market, through 
access to 5,000 active life brokers – a channel 
that we did not previously utilize. At the 
same time, the acquisition will strengthen 
BMO’s overall financial planning, wealth 
and retirement offering, giving us the ability 
to expand client relationships. As there are 
substantial synergies with wealth manage-
ment, our BMO Insurance division, which 
now includes the AIG Life purchase, will be 
integrated into our Private Client Group.  

A quick Internet scan suggests the acqui-
sition is viewed positively. Canadian con-
sumers need financially strong players like 
BMO Insurance in the life insurance market. 
With certainty now restored to policyhold-
ers, advisors and employees alike, it will be 
business as usual.   

What will change will be the introduction 
of the BMO Insurance brand to former AIG 
Life advisors, customers (including showing 
up as direct debits for their life premiums) 
and the marketplace at large. Part of this 
includes our rebranding of the Toronto head 
office. While the BMO Insurance brand has 
been around for two years and BMO Life for 
almost 10, this increased presence may give 
you reason to pause. However, rest assured 
that our insurance business does not involve 

any P&C products but is concentrated on 
a comprehensive suite of life insurance 
offerings, including universal life, term life, 
and whole life. Through the combination 
of such life offerings, various distribution 

channels and our industry-leading advisors at 
BMO Nesbitt Burns, we will now be able to 
provide clients with investment and tax-effi-
cient insurance solutions to help them secure 
their lifestyle and retirement needs. 

L
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Education Calendar 2009-2010
Auto Broker
September 1-3 2009  & September  23-25 2009
November  4-6 2009  &  November  25-27 2009
December  1-3 2009  &  December  21-23 2009
January  6-8 2010  &  January  27-29 2010
February  3-5 2010  &  February  24-26 2010
March  3-5 2010  &  March  24-26 2010
May  6-8 2010  & May  27-29 2010
June  1-3 2010 &  June  22-24 2010

Fundamentals of Insurance Immersion
June 14-18, 2010

CAIB 1 - Immersion
September 21-26, 2009
January 18-23, 2010

CAIB 2 - Immersion
October 19-24, 2009
February 8-13, 2010

CAIB 3 - Immersion
September 28, 2009
January 25-30, 2010

CAIB 4 - Immersion
November 16-21, 2009
March 8-13, 2010

CAIB 1 – Discussion Groups
September 15, 2009
February 2, 2010

CAIB 2 – Discussion Groups
September 24, 2009
February 4, 2010

CAIB 3 – Discussion Groups
September 21, 2009
February 1, 2010

CAIB 4 – Discussion Groups
September 23, 2009
February 10, 2010

CAIB/CPIB Exams
September 9, 2009
December 2, 2009
February 10, 2010
May 5, 2010
July 7, 2010

Education
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Choosing the entry level option that’s right for you.
If you are interested in selling Autopac only (this is where 
many brokers get their start), the Auto Broker Technical 
Course will be your choice. This course will provide you 
with detailed information on the Autopac products and 
equip you with the knowledge and skills required to meet 
the needs of your Autopac clients. It qualifies you for an 
Auto Only Broker License. 

As indicated in the Career Path successful completion 
of either Canadian Accredited Insurance Broker (CAIB) 
1 or Fundamentals of Insurance meets the education 
requirements for an unrestricted Level 1 general agent/
broker license. Application for a Level 1 license must be 
submitted to The Insurance Council of Manitoba within 
one year of successful course completion.

CAIB 1 is the next step on the career path, following 

the Auto Broker Technical Course and qualifies a student 
for a Level 1 General License. There are 4 levels to the CAIB 
program and CAIB 1 meets the education requirements for a 
Level 1 license. Successful completion of CAIB 2 & 3 qualifies 
the student for a Level 2 license and CAIB 4 qualifies for Level 
3 license (must have two years as a Level 2 licensee).

The Fundamentals of Insurance course covers the basics of 
general insurance, including auto, personal and commercial 
insurance. Exams are available once a month.

One advantage to taking CAIB 1 as opposed to the 
Fundamentals of Insurance is that if you are planning to 
eventually have the “CAIB” designation after your name, you 
must take all levels of CAIB including CAIB 1. CAIB 1 is also 
viewed as the natural progression in the education process 
following the Auto Broker Technical Course.

To be a general insurance broker in Manitoba you are 
required to hold a general insurance agent/broker license. 
Licenses are issued by the Insurance Council of Manitoba 
(204) 988-6800.

In addition to verifying that applicants’ education, 
experience and errors and omissions insurance requirements 
have been met, the Council also reviews applicants for 
suitability. ICM also requires that criminal records checks 
accompany any first time applications for licensing.

To qualify for a license, you must be employed by a 

licensed brokerage. Any changes to your job status (i.e., 
unemployed or new employer) must be reported to the 
Council. If you are not working for a licensed brokerage, your 
license will be terminated. You can apply to Council to have 
it reinstated within the same licensing year or you can make 
application to Council for a new license within 12 months of 
termination, without having to retake the licensing exam. 

There are four levels of general insurance licenses. The 
Career Path indicates the education requirements and 
authority for each level. www.ibam.mb.ca/education.htm

 EDUCATION CALENDAR 

Disclaimer

CAREER PATh

All information provided in IBAM’s 2009/2010 
Education Calendar was accurate at the time of 
publication but venues, instructors, topics, dates 
and any other statements made herein are subject 
to change without notice. While coffee is served at 
most seminars, no food is provided unless indicated. 
All classes are subject to minimum attendance 
requirements. There is a $20 administration fee 
applicable on all returned cheques.

Getting Started as a General Insurance Broker

Education

VISIT 
www.ibam.mb.ca 

FOR MORE 
INFORMATION
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AUTO BROKER 
Technical Courses
The cost of the course is $472.50 and includes tuition, all course material, 
examinations and graduation certificate. Classes run from 8:30am to 
4:30pm with a one-hour lunch break (lunch at your own expense).  

Course Dates: 
Phase 1    Phase 3
September 1-3 2009  & September  23-25 2009
November  4-6 2009  &  November  25-27 2009
December  1-3 2009  &  December  21-23 2009
January  6-8 2010  &  January  27-29 2010
February  3-5 2010  &  February  24-26 2010
March  3-5 2010  &  March  24-26 2010
May  6-8 2010  & May  27-29 2010
June  1-3 2010 &  June  22-24 2010

Location: Canad Inns – Fort Garry, 1824 Pembina Hwy., Winnipeg. For 
those requiring accommodations guest rooms are available at a rate of 
$89.00 (single or double). For room reservations call 204-478-6421

Time: 8:30am – 4:30pm

Course Cost: $472.50 (includes GST)

Education

Auto Broker Technical Course
With the need to provide excellent 
customer service, brokers require more 
knowledge and expertise than ever before 
in the marketing of Autopac products. 
This Program was developed to provide 
new brokers with the skills required to 
provide a higher level of expertise to their 
auto clients than ever before!  

The Auto Broker Technical Course 
is an approved pre-licensing course, 
and successful completion satisfies the 
education requirement for a Level Auto 
Only Broker License.  

The Auto-Broker Technical Course 
has three phases.

Phase I Three days providing an 
overview of auto insurance (focusing 

on the history, terminology and 
basics of this area of the business), 
information on the Insurance Council 
of Manitoba and a customer service 
component.

An exam will be written on the 
third day of the course and students 
attaining a grade of 70% or higher 
will move on to the next phase of the 
program.

Exam Details:
• 30 multiple choice questions
• 1 hour to complete the exam
• Pass mark 70%
• If required, exam rewrite fee $84.00
Results available on the IBAM  
website: www.ibam.mb.ca

Phase II Two weeks of supervised 
training in the brokerage, which 
includes IWS computer assisted 
instruction (tutorial) and shadowing 
of Key Autopac Person completing 
everyday transactions.

Phase III Three days of MPI 
Introduction to Autopac Training, in 
classroom with instruction through 
IBAM. At completion, students will 
challenge the MPI Introduction to 
Autopac Training test and successful 
completion (pass mark 75%) will meet 
the education requirement for a Level 
Auto Only Broker License.  
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FOI is an approved pre-licensing course, and successful completion satisfies 
the education requirement for a Level 1 license. This level of license authorizes 
the license holder to sell inside but not outside the office of a general insurance 
brokerage and under the supervision of the holder of a Level 2 license, every 
category of insurance including accident and sickness insurance (excluding life 
insurance).

This course is available by homestudy. Fee for homestudy is $215.25 (includes 
GST), which includes the cost of the Fundamentals of Insurance course manual, as 
well as the first exam, which must be written within 6 months of the registration 
date. 
OR

5-Day Immersion Class
June 14-18, 2010
Course Location: Canad Inns – Fort Garry – 1824 Pembina Hwy, Winnipeg 
Guest Room Reservations: 204-261-7450 or 1-888-332-2623
Room Rate: $89.00
Time: 8:30am – 4:30pm Mon-Fri   
Exam: Sat. 9:00am – 12:30pm

• Exams by pre-registration only. Registration deadlines:
• Winnipeg – One week prior to exam date
• Out-of-Winnipeg – Two weeks prior to exam date
• Exam Rewrite Fee: $84 (includes GST)
• Results are posted on the IBAM website www.ibam.mb.ca and will be mailed.

Fundamentals of Insurance

Education

Aurora Underwriting
Services Inc.

570, 10310 Jasper Avenue
Edmonton, AB  T5J 2W4

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

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

Commercial
Wholesale

BROKER
FOR BROKERS

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

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

High Value Homes

Please visit our website at
auroraunderwriting.com
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The Canadian Accredited Insurance Broker Course, developed by the Insurance Brokers Association of Canada, is a nationally 
recognized course for those brokers looking to enhance their professional skills.

CAIB courses will familiarize brokers with the major coverages that generate 90% of premiums. As well as coverages, 
the course also deals with the management of marketing and office operations and prepares the student for ownership or 
management of an insurance brokerage.

Canadian Accredited Insurance Broker (CAIB)

COuRSE CONTENT
CAIB 1
A comprehensive introduction to the general insurance 
industry and an in-depth study of personal lines coverages.
*Current Textbook (2005 Edition):
• Introduction to General Insurance 
• Habitational Insurance 
• Other Habitational Insurance Forms and Endorsements
• Farm Insurance 
• The Basics of Personal Automobile Insurance 
• Building Towards Professionalism

Successful completion qualifies student to apply for a Level 1 
license. 

CAIB 2
A thorough examination of commercial lines coverage, 
including commercial property, crime and business 
interruption insurance.
Current Textbook (2007 Edition):
•  Introduction to Commercial Property Insurance 
•  Underwriting Commercial Property Insurance 
•  Commercial Property Insurance – Policy Forms
• Commercial Property Insurance – Additional Coverage 

Forms
• Commercial Property Insurance – Miscellaneous Property 

Forms
• Crime Insurance 
• Business Interruption Insurance

Successful completion of CAIB 2 and 3 qualifies student to 
apply for a Level 2 License.   

CAIB 3
A comprehensive study of commercial lines coverages, 
including commercial liability, commercial auto, marine, 
aviation, surety and risk management.
Current Textbook (2005 Edition):
• Commercial Liability – A Legal Perspective
• The Commercial General Liability Policy
• The Commercial Automobile Exposure
• Ocean Marine and Aviation Insurance 
• Surety Bonds
• Risk Management 
Successful completion of CAIB 2 and 3 qualifies student to 

apply for a Level 2 license.  

CAIB 4
A sophisticated study of marketing management and office 
operations of a general insurance brokerage.
Current Textbook (2006 Edition) Revisions are underway, a 
new text will be introduced:
• Brokerage Formation and Environment
• Producer – Insurer Relations
• The Job of Management
• Financial Management
• Technology and Broker Operations
• Marketing Management
• Building Long Term Relationships
• Quality of Service Management
• Sales Leadership
• Database Management
• Suggested Readings and Case Studies

Successful completion and two years as a Level 2 licensee 
qualifies student to apply for a Level 3 license.

Education
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Canadian Accredited Insurance Broker (CAIB)

PROGRAM OPTIONS

Option A: 2009/2010 Immersion/5 Day Schedule

CAIB 1 - Immersion
September 21-26, 2009
January 18-23, 2010

CAIB 2 - Immersion
October 19-24, 2009 (Holiday Inn – 1330 Pembina Hwy.)
February 8-13, 2010

CAIB 3 - Immersion
September 28 - Oct 3, 2009
January 25-30, 2010

CAIB 4 - Immersion
November 16-21, 2009
March 8-13, 2010

Time: 8:30am – 4:30pm Mon-Fri; 
Exam: Sat. 9:00am – 12:30pm 
Immersion Course Location: The Canad Inns – 
1824 Pembina Hwy, Winnipeg 
Guest Room Reservations: 204-261-7450 or 
1-888-332-2623
Room Rate: $89
(CAIB 2 – October only) Holiday Inn Winnipeg South – 
1330 Pembina Hwy, Winnipeg   Room Rate: $105.95

Option B – Discussion Group Schedules: 

CAIB 1 – Discussion Groups (Monday Evenings)
September 15, 2009
February 2, 2010

CAIB 2 – Discussion Groups (Thursday Evenings)
September 24, 2009
February 4, 2010

CAIB 3 – Discussion Groups (Tuesday Evenings)
September 21, 2009
February 1, 2010

CAIB 4 – Discussion Groups (Wednesday Evenings)
September 23, 2009
February 10, 2010

Location: IBAM Office – 205, 530 Kenaston Blvd., Winnipeg
Time: 6:30pm – 8:30pm

Option A – Immersion/5 Day Class
Option B – Discussion Group
Option C – Self-Study
Online Tutorial (This is an optional study tool to enhance your method of study). All CAIB levels now available on-line

Education

Committed to serving
Independent Insurance Brokers

in Manitoba.

www.sovereigngeneral.com

Quality
Strategy
Experience

Phone: 204-982-1260  Fax: 204-947-3170

Suite 1009, 201 Portage Avenue, Winnipeg, MB   R3B 3K6
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CAIB Pricing
  Cost Per CAIB Course
Program Option Member **Non-member
A  Immersion/5-Day $761.25      $1,141.88
B Discussion Group $514.50      $   771.75
C Self Study $514.50      $   771.75
Online Study Tool (Course fee plus) $  24.00 (plus GST)             Not Available
• 12 week activation
• All CAIB levels available
• Online re-enrollment  $  38.00      Not Available
E Re-Enrolment – 
 Discussion Group $105.00      $   157.50
R Rewrite $  84.00      $     84.00

** The additional fee for Non-members may be credited to Membership Dues within one year. 
** While membership in the provincial brokers association is not a pre-requisite of this course, membership 

IS required for the use of the CAIB designation.
Course materials are sent once payment has been received.

CAIB & CPIB Examinations
Pass Mark:  60 %
Allotted Time:  3 ½ hours

Exam Result Analysis
Exams may be remarked or reviewed by 
written request submitted within one 
month of receiving your results.  
• A “remark” is a reevaluation of your 

exam score. Cost $52.50 (GST included)
• A “review” is an analysis of your 

exam, which indicates where you 
need improvement.  You will receive 
a written report, but your exam will 
not be returned to you.  

Cost $78.75 (GST included)

CONTINuING EDuCATION CREDITS

ICM 
12  (Note: For CAIB 4 you may elect 
to receive either General or Life 
credits)

Completion of each level of CAIB earns the student the following credits:

RIBO: 
CAIB 1  5 Management, 18 Technical
CAIB 2 & 3 8 Technical each
CAIB 4  15 Management

CAIB Honours Graduates are those who achieve mark of 80% when averaged over all of the CAIB exams, without a rewrite. 
Each calendar year the Manitoba graduate achieving the highest average mark receives an award and acknowledgment at 
the Education Day Awards Luncheon.  

The Canadian Professional 
Insurance Broker is the senior 
designation program developed by 
the Insurance Brokers Association of 
Canada and its Member Associations, 
designed specifically for P&C insurance 
brokers. CPIB is positioned at a 
senior level of study with admission 
prerequisites set as CAIB, CCIB or 
AIIC/CIP designations.   

 This program consists of three 
disciplines: Personal Lines, Commercial 
Lines and Broker Management. To earn 
the CPIB designation, students must 
complete three mandatory and any 

Canadian Professional Insurance Broker (CPIB)
three of the elective courses in that 
stream. The program’s courses may 
also be taken individually for general 
interest or continuing education 
credits. Like all IBAC designations the 
use of the CPIB will be restricted to 
licensed P&C insurance brokers who 
are members or associate members 
of their provincial/regional brokers 
association. Non-members are 
welcome to take the CPIB program 
and will receive a Certificate of 
Completion upon graduation.  

  The mandatory CPIB courses will 
be available through IBAC’s provincial/

Education

regional member associations, and 
may be taken by self-study.

Elective courses can be taken 
through a university or college of 
the student’s choosing; students 
then apply to their local brokers 
association for a transfer credit 
for an elective course successfully 
completed. Similarly, students 
may apply to their local brokers 
association for a transfer credit 
for any elective courses already 
taken at a recognized university or 
community college prior to enrolling 
in the CPIB program. 

2009/2010 CAIB & CPIB Exam Schedule
Exam Date Registration Deadline
September 9, 2009 August 21, 2009
December 2, 2009 November 13, 2009
February 10, 2010 January 22, 2010
May 5, 2010 April 16, 2010
July 7, 2010  June 18, 2010
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CPIB COuRSE OuTLINE
Streams
Personal Lines                                          Commercial Lines      Broker Management
Mandatory Courses:   
Law & Ethics    Law & Ethics    Law & Ethics
Claims Management    Claims Management   Claims Management 
   and Administration      and Administration      and Administration
Advanced Personal Lines   Advanced Commercial Lines  Business Strategy

Elective Courses (choose 3 within stream):   
Accounting /Finance   Accounting /Finance   * Management Accounting
Marketing    Marketing     Marketing
Sales Management   Sales Management   * Human Resources
Communications    Communications     Communications
Business Administration   Business Administration    Organizational Behavior
                * Risk Management     Management Information  
               Systems (MIS)
           Sales Management
Outline Key
Brokers must complete 6 courses (3 mandatory and 3 elective courses) in their stream of specialization in order to obtain 
the designation. The courses marked with an * are strongly recommended due to their relevancy. 

COuRSE OuTLINE
Claims Management & 
Administration
• The Brokerage and Claims Manage-

ment
• The Human experience of Claims 

and Communication
• Rights and Responsibilities of the 

Insured
• Rights and Responsibilities of the 

Insurer
• Rights and Responsibilities of the 

Public
• Claims by Assignees and Third 

Parties, The Claims Process and the 
Legal System

• Bad Faith Claims and Punitive 
Damages

• The Legal Systems and Claims
Alternative Dispute Resolution and 
Claims a Brokers Perspective

Advanced Personal Lines
• Building Self-Confidence
• Selling to Your Prospect Profile
• Beyond the IBC Residential Forms
• Beyond the IBC Residential Liability 

Forms
• Seasonal and Secondary Residences
• A Home Based Business
• Travel Insurance
• Risk Management in Personal Lines
• Underwriting
• Case Studies

Law &  Ethics
• Basic Law / Business Law
• Professional Ethics I – Ethical Prin-

ciples and Issues
• Professional Ethics II – Personal and 

Organizational Ethics
• Insurance Brokers as Professionals at 

Common Law

• Developing a Risk Management 
Strategy For Professional Liability

• Corporate Law
• Brokerage in Business – Insurance 

Brokerages and Business Contracts
• E-Commerce, Privacy Rights, Legis-

lation and Practice
• Employment Contracts – The 

Employment  Relationship
• The Employment Relationship and
• Termination

Advanced Commercial Lines
• Property
• Liability
• Miscellaneous Coverages
• Financial Analysis
• Financial Applications
• Emerging Coverages
• Risk Management
• Proposals & Presentations
• Sales
• Account Management

Business Strategies
• Strategic Leadership
• Financial Management
• Human Resources
• Inside the Brokerage
• Sales & Service
• Marketing Strategies
• Strategic Communication
• Growth, Valuation & Perpetuation

All CPIB courses are available by self-study
Cost: $514.50 

Exam Date   Registration Deadline
September 9, 2009   August 21, 2009
December 2, 2009   November 6, 2009
February 10, 2010   January 22, 2010
May 5, 2010   April 16, 2010
July 7, 2010   June 18, 2010

Education
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The concept behind the Best Practices 
Companion Program is to get principals 
and key personnel away from your 
offices so that you may make strategic 
choices about the future of your 
brokerage, which are essential to your 
success. For maximum benefit to your 
brokerage, we suggest that more than 

Best Practices – Companion Program Workshops

PROGRAM OuTLINE
Module 1 
• Participating in Best Practices Companion Program
• Getting Started - A Company History
• Developing a Strategic Plan
• Introducing Best Practices to your Staff

Module 2 
• Sales & Marketing
• Sales Management
• Producer Development
• Carrier Relations
• Customer Service

Module 3 
• Human Resources Management
• Employment Law Issues
• Employment Challenges
• Building a Team

Module 4 
• Operations Management
• Technology Management
• Financial Management
• Financial Operations

Module 5 
• Bringing Everything Together
• The Planning Process
• Creating a Brokerage Action Plan
• Making Everything Fit    
• The Business Plan

Each module has been accredited for Continuing Education 
Credits (CECs) as follows:
ICM: Modules 1- 4 12   (Life or General)
 Module 5 6  (Life or General)
RIBO: Modules 1- 4 12  (Management)
 Module   6 (Management)

*The Best Practices Workshop program will be arranged if interest arises. 

one person attend. You may choose to 
send different representatives to each 
module depending on their area of 
expertise.

The program consists of five 
modules. Each module is presented in a 
two-day seminar/workshop except for 
the final module, which is completed 

in one day. Module I deals with such 
topics as developing a Strategic Plan and 
Introducing Best Practices to your Staff; 
Module II Sales and Marketing; Module 
III Human Resources; Module IV 
Operations and Financial Management 
and Module V bringing it all together 
and developing a business plan.  

Education
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Available to Members only
Recognizing that delivering outstand-
ing client service is the foundation of 
everything that brokers do, this course 
examines the broker’s role in client 
perceptions of service; and it addresses 
how each individual can add value for 
the client, to the brokerage, and ulti-
mately benefit him/herself. It also delves 
into the workflows and work processes 
with an eye to understanding how every 
action bears a consequence that either 
positively or negatively impacts deliv-
ery of service and exposes or protects 
brokers from E&O liability. Further, it 
introduces participants to a number of 
industry issues and trends and how they 
affect all industry stakeholders.

CUSTOMER SERVICE 
for the Insurance Professional (CSIP)

The program consists of the fol-
lowing four modules. There is no final 
exam.
1. The Role of the CSR

• Client Service
• Communication Skills
• Telephone Skills
• Business Etiquette

2. Adding Value to Your Brokerage
• Selling Skills
• Communication with Insureds
• Negotiating with Clients
• Time Management

3. Brokerage Operations
• Basic Automation
• Basic Office Procedures
• Renewals
• Money Handling

4. Industry Issues
• The Broker and the Law
• Inadequate Coverage
• Coverage Termination
• Areas of Special Concern (i.e. 
Fraud, Claims)

Program Delivery: In Office
•  Each student must have a mentor 

(senior staff person or owner/
manager) guide them through the 
textbook, Mentor Guidelines are 
provided.  

•  Upon completion of each module, 
the student receives 6 CECs and the 
mentor is awarded 4 CECs.  

Cost: $136.50 per module (Includes GST)

The CCIB designation denotes a professional standard of excellence towards which all insurance brokers may strive.  
The CCIB sets a standard of quality to merit public recognition throughout Canada and to ensure that the independent 
broker will continue to flourish.

There is no formal course of study. The program is rather a test of the broker ’s general knowledge and experience. It 
involves completing two prerequisite exams and one final exam, which may be done orally or as a written survey exam.

Please contact the IBAM for an information/registration package, or visit the IBAM website www.ibam.mb.ca.

Canadian Certified Insurance Broker (CCIB)

Education
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Education

In Manitoba, Continuing Education is 
mandatory for all licensed general insur-
ance agents/brokers.  

 
Continuing Education Requirements
The annual continuing education credit 
hour requirements for agents/brokers 
are as follows:
•  30 hours per year for Life Insurance 

Agents 
•  15 hours per year for Accident & Sick-

ness ONLY Insurance Agents 
•  8 hours per year for General Insurance 

Agents/Brokers 
•  8 hours per year for Independent 

Insurance Adjusters 
•  4 hours per year for Auto-Only Bro-

kers
 

The annual continuing education credit 
hour carry forward for agents/brokers is 
as follows:
•  maximum of 10 hours per year for 

Life Insurance Agents 
•  maximum of 5 hours per year for 

Accident & Sickness ONLY Insurance 
Agents 

•  maximum of 4 hours per year for 
General Insurance Agents/Brokers 

•  maximum of 4 hours per year for 
Independent Insurance Adjusters 

•  maximum of 2 hours per year for 
Auto-Only Brokers

IBAM will provide you with an atten-
dance verification form at the end of 
each continuing education seminar 
or course.  These forms act as your 
record of attendance. When renewing 
or reapplying for your license you will 
be required to list the seminars/courses 
that you have attended and the CECs 
earned. The Insurance Council of Mani-
toba will be performing random audits. 
Be sure to keep your attendance verifica-
tion forms for audit purposes.

Continuing 
Education

QuESTIONS AND ANSWERS
What is the next step after I’ve completed the Auto Broker Technical Course?
CAIB 1 is the next logical step in your career path. It will provide you with a 
good introduction to the field of general insurance with the focus on Personal 
Lines products. Successful completion meets the education requirement to have 
your license upgraded to a Level 1 License.  

How do I register for an IBAM online seminar or course?
That depends on which seminar or course you are registering for. If you check 
the Online Education section of this education calendar you will find step-by-
step instructions on how to register for any of our online offerings.

How do I register for other IBAM seminars or courses?
Registration forms are available on our website: www.ibam.mb.ca under Educa-
tion or in this Education Calendar. We have designed a generic registration form, 
which you can use to register for any IBAM, courses or seminars, you will simply 
have to detail the seminar or course that you are registering for and complete the 
relevant sections.

What if I have to cancel my seminar registration?
Simply notify IBAM at least 7 days prior to your seminar date and we will be 
happy to grant a refund for the amount of your registration fee less the non-
refundable administration fee or a seminar credit for the full amount. Credit 
will only be given for substantiated medical emergencies where the cancellation 
request is less than 7 days prior to your seminar date. No refunds or credits will 
be given for a No Show, or for online seminars or courses.

What proof do I receive to verify that I have attended an IBAM seminar?
When you come to one of IBAM’s seminars you must sign the registration sign-
in sheet. At the end of the session an Attendance Verification form is given out to 
each pre-registered attendee. Keep all Attendance Verification forms in a secure 
location as you may be required to produce them for an ICM audit.

How do I get my examination results?
When you write your examination you will be given a card with information on 
how to access your exam results on the IBAM website (www.ibam.mb.ca). The 
results are posted on the website once the marking has been completed.  Results 
are posted by student number only to ensure confidentiality. The results are also 
sent by ICS or Canada Post and all envelopes are stamped “Confidential.”   

Do any IBAM Seminars/Courses qualify for Life Insurance continuing educa-
tion credits?
Many of the online seminars qualify for life credits.  
The Best Practices Companion Program, which has 5 modules, is approved for 12 
Life or General CECs per module (except module 5 which earns 6 CECs).
CAIB 4 also provides the choice of 12 General or 12 Life CECs.
CPIB – Law & Ethics earns 12 General or Life credits
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2009/2010 Seminars

TuESDAY, OCTOBER 6, 2009
Centro Caboto Centre - Winnipeg
8:30am – 4:30pm
ICM 6
Cost: $63.00 (GST included) 
– includes lunch

RESTORATION, PREVENTION 
AND PREPAREDNESS

Evaluating the needs of the Policy 
Holder
• Wants, expectations, and 

considerations
• Communicating the Do's and 

Don'ts
• Floor covering changes, 

Hardwoods, vs. Laminates vs. 
Carpet and Pad

• What the media says!
• Preventative maintenance 

following a loss
 
Pandemic Planning for the insurer, 
broker, and contractor
• Maintaining business operations, 

and overall continuity
• Effects of a Pandemic for areas of: 

information technology,emergency 
services and management planning

• Resources available to ensure 
outbreak remains confined

• Maintaining standard operating 
procedures

• Pandemic Symptoms and 
awareness

 
Mold Mold Everywhere
• Microbial Contamination in the 

home, commercial or institutional 
setting

• Changes in the mold removal 
sectors

 
Hazardous Materials Awareness
• Asbestos in the 21st century
• Regulations and contractor 

requirements

PRESENTER: 
Stephanie Beattie

Stephanie is one of only five women 
teaching for IICRC. She is, in fact, 
the only approved Canadian female 
instructor teaching in restoration 
categories.

Stephanie teaches with a back-
ground of over 15 years in the disaster 
restoration and cleaning restoration 
industry. Her ongoing experiences in 
chemical and equipment distribution, 
client interaction, cleaning, restora-
tion and consultation, allow her to 
relate both practical as well as educa-
tional assistance to contractors.

She has achieved status of Master 
Textile Cleaner, Master Water, Master 
Fire and most currently certified in 
all divisions of IICRC. Stephanie 
currently serves on the certification 
board and is a committee member for 
Odour, Health and Safety, Applied 
Structural Drying, Water Damage 
Restoration. She also serves on the 
task force for revision of the IICRC 
S500 and development of IICRC’s 
Mold Remediation Standards.

Seminar Sponsored by:

Education

Young Broker Hosted 
Education Day
FRIDAY, OCTOBER 16, 2009
Delta Winnipeg
350 St. Mary Avenue
 

PROGRAM AT A GLANCE
 
9:30 am - 10:00 am  Registration
10:00 am - 12:00 pm Seminar:
                                      E & O Loss 
   Prevention 
   (2 CECs) 
    
12:00 pm - 1:30 pm Networking 
   Lunch & Meet  
   Your Company  
   Representa- 
   tives  
   Reception
 
1:30 pm - 4:30 pm   Seminars:
                                      Manitoba 
   Public 
    Insurance 
                            Streamlined  
   Renewal  
   System  
   & DSR – Driver  
   Safety Rating
   (3 CECs)
 
Cost: $99.75 – includes parking
Guest Rooms – $129.00  
                           1-888-311-4990 
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Education

TuESDAY, JANuARY 10, 2010
Centro Caboto Centre, Winnipeg
8:30am – 12:00pm
ICM 3,
Cost: $42.00 (GST included)

BLACKBERRY SEMINAR

This half-day seminar will be for 
those interested in gaining a solid 
foundation of basic and advanced 
blackberry knowledge.  Brad will 
be able to assist you with your 
blackberry questions and help you 
use your blackberry to its maximum 
potential.

This session will cover:
• Benefits of using a blackberry
• How to email, sms, mms and pin
• Blackberry BIS servers
• Blackberry BES servers
• Functions of your blackberry
• Efficiency with your blackberry
• Customization of your blackberry
• Accessories for your blackberry

PRESENTER:
Brad Olinyk

Brad works for Advance Electronics 
as a floor manager at the busiest 
MTS connect store in Manitoba. 
Over the years, he has developed 
a very extensive knowledge about 
blackberries from taking countless 
courses and training sessions as 
well as dealing with many unique 
customer situations and inquiries.  
Brad will be there to help you with 
your every blackberry need and 
question.
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Education

TuESDAY, JANuARY 26, 2010
Centro Caboto Centre, Winnipeg
9:00am – 4:00pm
ICM 6,
Cost: $84.00 (GST included)

BASICS OF BONDING

What is Surety?
• Surety vs. Insurance
• Benefits of Surety
Construction Time Line
• Types of Bonds
Submission Requirements
Underwriting Considerations
• Costs
Commercial Bonds

PRESENTER: 
Blake Christopherson 

Blake Christopherson is a Manager 
in the Contract Surety Department 
of The Guarantee Company 
of North America based out of 
the Edmonton Branch. A U of 
A grad (1971), Blake completed 
the curriculum requirements 
of the Society of Management 
Accountants of Alberta and 
received the designation of 
Certified Management Accountant 
in 1977. Prior to joining GCNA 
Blake worked in various capacities 
of financial management including 
16 years as a Controller in the 
Construction and Real Estate 
Development Industries. Blake 
joined the GCNA in 1995 as 
a contract surety underwriter 
concentrating on business on the 
prairies.  
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TuESDAY, FEBRuARY 23, 2010

PERSONAL LINES BOOT CAMP 
Centro Caboto Centre, Winnipeg

Perils & Pitfalls (8:30am – 12:00pm)
This seminar is designed for all Personal Lines staff as a 
foundation for policy wording interpretation. It will give 
the attendee a base to build on with respect to coverage 
interpretation and wording comparison. You will receive 
handout material for future reference. The instruction 
will be delivered in both lead presentation and workshop 
style to engage the attendee. Policy wordings will be used 
to learn and claims examples will be reviewed.
ICM 3
Cost: $84.00 (GST included)

Condominium Insurance (MB) – Introduction 
(1:00pm – 4:30pm)
This seminar is designed for all insurance professionals. 
The attendee will be introduced to the basics to help 
advise Unit Owners and Boards with respect to the 
unique aspects of insurance as it relates to their needs 
and The Condominium Act of Manitoba. You will receive 
handout material for future reference. The instruction 
will be delivered in lead presentation and if time permits 
claims examples will be reviewed.
ICM 3
Cost: $84.00 (GST included)

PRESENTER: 
Ken DeDecker, CIP, CRM 

Ken began his insurance career in 1982 in Winnipeg. 
He has held positions of increasing responsibility in the 
underwriting departments of major P&C insurers. He 
spent four years with a Commercial Broker in Winnipeg. 
He became a Chartered Insurance Professional with the 
Insurance Institute of Canada in 1991 and obtained his 
certificate in Risk Management in 1994. Ken is active in 
the industry as a presenter of many seminars.

His present position is with Axa Pacific Insurance 
Company as the Director Commercial Lines, Alberta.
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In the Community

Golden Anniversary for Ducharme Agencies

n 1959, Gerry Ducharme undertook a bold move. He went 
from being a student at Winnipeg’s Glenlawn Collegiate to 
a fledgling businessman in a small one-room office across the 

street in a building owned by his contractor father. There, he 
set up a one-man insurance brokerage and called it, appropri-
ately, ‘Ducharme Agencies.’ 

For the first few years, 12-hour days were the norm. During 
the day, Gerry would focus on record-keeping and maintaining 
insurance company contacts. Evenings were devoted to visit-
ing clients. The hard work paid off, though, and the brokerage 
began to grow – as did the office space. 

In 1974, Gerry felt it was time to put something back into 
the community of St. Vital, which had been so good to him 
and his business. He ran for the St. Vital School Board and 
was elected. This was the beginning of a very fruitful political 
career. In 1980, after two terms as a school trustee, Gerry was 
elected to City Council. (When he decided to run for this posi-
tion, his wife Yvonne, a registered nurse, agreed to help out in 
the office on a part-time basis. Of course, this quickly escalated 
into a full-time, six-days-a-week career.) Gerry’s political call-
ing took another giant leap in 1986 when he was elected to the 
Manitoba Legislature, where he sat as a MLA for nine years 
and served in the Cabinet as the minister responsible for a 
variety of different portfolios including Urban Affairs, Housing 
and Government Services.

Michael Ducharme, Gerry and Yvonne’s son, was des-
tined for the insurance industry, obtaining his broker’s license 
in 1984 while still attending university. He would work at 
the brokerage Saturdays, evenings and summers while going 
to school and continued with this schedule while he studied 
Business Administration at Red River College. He joined the 
family business on a full-time basis in 1988, and due to Gerry’s 
political responsibilities, soon took over the brokerage’s day-
to-day operations. Michael’s siblings also helped out. Sister 
Monique worked the counter until moving to BC with her 
young family; while his brother Marc oversaw the installation 
of the company’s initial computer system.

An institution
Fifty years since its birth, Ducharme Agencies is an institution 
in south Winnipeg. Business has grown steadily as customer 
loyalty has been passed on from generation to generation. This 
year, the brokerage is undergoing a management transforma-
tion as ownership is transferring from Gerry and Yvonne (who 
unfortunately passed away two years ago) to Michael and his 
wife Bei, an accountant by profession who takes care of the 
brokerage’s financial books.

Ducharme Agencies focuses on P&C insurance and, of 
course, Autopac. Michael says the bulk of the P&C business 
sees the brokerage marketing products from Portage Mutual 
Insurance, Optimum Insurance and Intact Insurance. Michael 

St. Vital brokerage celebrates 50 years in business

I says the relationship 
with this trio of com-
panies goes back a long 
way: “Loyalty has been 
a two-way street with 
our company partners. 
In the big picture, we 
are a small brokerage 
and the companies have 
supported our brokerage 
and not laid outlandish 
minimum demands on 
us. Meanwhile, both 
Optimum and Intact 
have gone through a 
number of changes, 
including mergers, and 
we continue to market 
their products because, 
though the company 
names may change, the 
people we do business 
with have remained and 
the products continue to 
be top-notch.” 

When it comes to the 
company’s commercial 
portfolio, Ducharme 
Agencies conducts busi-
ness through Manitoba 
Insurance Group Ltd., 
which is set up to handle 
that area of insurance. 
According to Michael, 
“We are proud to be 
associated with MIG. It 
is a pleasure to work with Brian and Susan Gilbert – they are 
great people. It’s no accident that our business relationship has 
lasted 15 years.”

Evolution of an industry
Michael has seen first-hand the evolution of the industry. 
While he wasn’t around in 1959, he recalls many of his father’s 
stories. “I think the industry is much more professional 
now than it was when dad started,” says Michael. “Take, for 
example, the insurance application form. Dad recalls writing 
the gist of policies on the back of cigarette packages and then 
phoning the particulars in to the companies later in the day. 
Then when I started in the ‘80s, the application was one side 
of an 8 ½ X 11 sheet of paper. Today, it’s all done electronically. 
That is quite a change in a relatively brief period of time.” 
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In the Community

He adds, “These days, we spend as much time evaluating a 
property as we do talking insurance with the owners because 
we go into so much more detail than in previous years. As a 
result of low interest rates in recent years, people are purchas-
ing homes of increasing value with lots of expensive add-ons, 
which must be considered when it comes to insuring the prop-
erty. Thanks to technology, we are able to store digital photos 
with the policy to support our assessment, but the process 
takes a lot more time than it once did because it encompasses 
so much more detail.”

When it comes to technology, Ducharme Agencies has 
always been ahead of the curve. It was one of the first broker-
ages to be computerized in the late ‘70s and, in 1984, installed 
its first network.

A ‘chip off the old block,’ Michael is also heavily involved 
in the community outside of the business. For the last few 
years, he has been a trustee with the Louis Riel School Divi-
sion, the new division formed by the merger of the former 
St. Vital and St. Boniface divisions. Michael has also served 
as President of the St. Vital Curling Club (as did Gerry before 
him) and coached the sport provincially. He is also a member 
of the Rotary and the St. Vital Business Exchange. He was also 
an active member of IBAM’s Young Brokers Network.

The right insurance for you:
it all starts with Ducharme Agencies Ltd.

We know that insurance is about protecting the things you 
care about. For 50 years, Ducharme Agencies Ltd. has been 
doing just that for customers in Manitoba. 

Congratulations on being a leader and on a successful 
50 years!

Congratulations  
Ducharme Agencies

on their 
50th Anniversary!
– From the Management & 

 Staff of Portage Mutual
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In the Community

Celebrating in style
The five-member team at Ducharme 
Agencies is celebrating the 50th 
anniversary in style. Advertising is 
prevalent throughout the community, 
including eye-catching bus benches. 
In September, the brokerage will be 
hosting a Wine & Cheese celebration 
of the anniversary, which will include 
a special salute to those who founded 
the business and who are no longer 
involved, like Yvonne Ducharme, the 
family matriarch, who passed away 
in 2007. Gerry will be coming in from 
his retirement home in BC for the 
event. Michael says, “Our predecessors 
– my mom and dad and previous 
employees – built the business. Those 
of us who came after are adding to it 
and enhancing it; but they laid the 
foundation and should be recognized. 
Fifty years in business is quite an 
accomplishment.” 

It certainly is quite an 
accomplishment and Michael and his 
team at Ducharme Agencies, past and 
present, should be saluted!   

"Our predecessors...laid the foundation and should be recognized. 
Fifty years in business is quite an accomplishment."

Congratulations 
to Ducharme Agencies
on its 50th Anniversary.

Solid foundations, the promise of a prosperous future
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In the Community

Lakeview Insurance’s Hello Neighbour Day

n June 6, Lakeview Insurance welcomed customers and the community from around its Pembina Avenue site to Hello 
Neighbour Day. The event was a real “family day” featuring clowns, pony rides, kid cars, face painting, lots of prizes and, 
of course, a BBQ. Well done, Reimer family and the team at Lakeview Insurance!O
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BSI Grand Opening

SI Insurance held the Grand Opening for their new Letellier operation on May 8. Obviously a good time was had by all. 
Congratulations BSI Insurance!B

In the Community

The Manitoba Broker | SEPTEMBER 2009 | 47⬅ Index

http://www.steamaticwinnipeg.com
http://www.saskatchewanmutual.com


02-GRM-1510_BC_Broker_outlines.indd   1 30/03/09   9:52 AM

http://www.guardianrisks.com


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

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

Kris Fillion
Sales Manager
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IBAC hIll DAy 2009

• IBAM Golf Day 

• horizon merges with Ryan Gateway

• Ducharme Agencies celebrates golden anniversary

IBAC hIll DAy 2009
IBAC hIll DAy 2009

Your Best Insurance is        an Insurance Broker

MILLIONS  OF  CANADIANS  RELY  ON  33,000
LOCAL  INSURANCE BROKERS.

In the next Issue of 
The ManiToba broker ...

young broker golf day►
Wyatt-doWlIng Merger►
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golf day 2009

The golf gods smile on IBAM once again

It’s “par for the course” that IBAM’s annual Golf Day would be a roaring success. 
Such was the case again this year on Wednesday, June 10 at St. Boniface Golf & 
Country Club where member brokers and suppliers enjoyed a wonderful day on the 
course.

This year ’s charity of choice, the Heart & Stroke Foundation, received  
a cheque from IBAM.

Thanks to all the organizers and participants for making the day a success. 
 A special salute goes out to the sponsors who allow us to stage such a prestigious 
event. IBAM President Scott Andrew was gracious enough to present the awards 
at the banquet.

Lowest Scramble Team: Andy Hick, Ken Peters, Jon Peters and Richard Cleary
Most Honest Team: Wendy Shrimpton, Nikki Makur,  
Sarah Parent and Pamela Gilroy-Rajotte

IBAM President Scott Andrew presents Heart 
& Stroke Foundation’s Amber Pohl with a 
commemorative blanket. The Putting Contest 
raised $1,060 for the charity.

Winner of Men’s Longest Drive Contest: Jeff Lindsay, 
Union Insurance
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golf day 2009

Closest to Pin (Male): Jon Peters, John Fehr Insurance
Closest to Pin (Female): Jennifer Steel, AVIVA Insurance 
(not shown)

Putting Contest Winner: 
Shelly Davidson, Grain 
Insurance, won a GPS 
System courtesy of 
Advance Electronics

Mace Mazur, Ranger Insurance, won a 
chair donated by Dufresne Furniture 

Best Poker Hand: Katrina Hueging, Rick McGuff, Val Smith and Karl Jaikaransingh with  
Greg “Captain” Kirk of Portage Mutual, sponsor of the Poker Hand Challenge

You can’t golf on an empty stomach
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“We have ... time for you!”

YOU
SHOWING

THE WAY
FROM

COAST TO COAST

Canada’s Leading “SPECIALTY”Insurer

gcna.com

•	Professional	Claims	Services
•	Committed	to	the	Independent	Brokers

•	Commercial	Lines	(Canada	Wide)
– No contract required

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

– Contract required

Canada’s Leading “SPECIALTY”Insurer

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

PRODUCTS	WE	OFFER:
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golf day 2009

MAIN OFFICE

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

BRANCH OFFICE

Gary Pilloud, Manager
7A - 2010 Currie Blvd.
Brandon, MB  R7B 4E7
Phone: (204) 728-6126
Fax: (204) 728-6044
E-mail: jdsbdn@mts.net
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golf day 2009

      Records Storage      Data / Media Vaulting      On-Site Shredding

SERVICING ALL OF MANITOBA

YOUR “ONE STOP”
SECURE DOCUMENT AND

DATA MANAGEMENT SYSTEM

www.allmove.com

WINNIPEG
801 Berry Street, Winnipeg, MB  R3H 0S7

774-8186 (24 hours)  Fax: 774-4890
TOLL FREE 1-877-774-8186

www.belfor.com

• 24 Hour Emergency 
Service

• Fire & Water Damage 
Repair

• Content Removal & 
Cleaning

• Mold Removal 
Specialists 

• Impact & Vandalism 
Damage Repair

• Document Reprocessing

• Carpet Cleaning

• Contents Inventory & 
Repair 

   Specialists

• Residential & 
Commercial

• Single-Source 
Responsibility

• Electronics Cleaning

Restoration Services
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IBAM friend passes away
Randy Shippam passed away in 
Chicago on July 24, 2009 at the 
age of 41 years. He will be forever 
missed by his wife, Roberta and 
sons Max and Sam; his parents 
Brian and Geri; brother Scott, 
wife Nancy and their children 

Emily and Carter; Grandpa Stan and wife Betty. 
He will also be dearly missed by everyone in the 
McLennan and Shippam families and his many, 
many friends. 

Randy was born October 11, 1967 in Winnipeg 
and graduated from Westwood High School. He 
enjoyed his years on air at CJOB and CKDM 
(Dauphin). Randy’s claim to fame in Dauphin. 
It was in Dauphin where he met the love of his 
life, Roberta. They were married in 1997. He left 
the on air gig and moved into sales with CKDM. 
After a brief stint with NCI FM, they moved to 
Winnipeg. He joined Rogers Communications in 
radio sales. Eventually, he convinced his Dad it 
would be a good idea to hire him (again) to join 
the family business, Shippam and Associates. 
The sheer force of Randy’s personality and talent 
helped grow the business to become one of the 
largest promotional firms in Western Canada. 

Randy was truly magic and the funniest 
man in the room every time. He loved golf, the 
Riders and the Bucs. He loved going to the family 
cottage, fishing and quadding. He loved spending 
time with his friends, but his wife and his sons 
were his passion! 

An active member of the Winnipeg business 
community, he had many friends at the 
Winnipeg Executives Association, was an active 
member at Breezy Bend Golf Club, Facilis Group 
Canada, The Winter Club and many more 
business and charitable associations. Randy and 
Shippam & Associates were regular supporters of 
IBAM events.

A trust fund is being created with TD Canada 
Trust for Max and Sam, Randy’s two sons.

IBAM Golf Day 2009
Sponsor List
PLATINUM
BMO Bank of Montreal
First on Site Restoration
Intact Insurance
Manitoba Blue Cross
Manitoba Public Insurance
Red River Valley Mutual Insurance
Trans Canada Insurance Marketing

GOLD
Dufresne Furniture & Appliances
Portage Mutual Insurance
Priority Restoration/Steamatic
Travelers
Davian Construction Ltd.
Grain Insurance & Guarantee Co.

SILVER
AVIVA Insurance Company of Canada
Boiler Inspection & Insurance Company
AAA Alarms
Peace Hills Insurance
Powerland Computers Ltd.
Advance Electronics
Independent Jewellers

SUPPORTERS
Allmove Mobile Shredding
Beaujena’s French Table
Canad Inns Fort Garry
CNA Canada
Encon Group
Fairmont Winnipeg
First General Services
Golf Town
Guarantee Company of North America
RSA
SMI
Travelodge
Wawanesa
Winnipeg Building & Decorating

Thanks to our sponsors, 

Golf Day 2009 was 

a HUGE success!
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www.wawanesa.com

Auto  –  Home  –  Business  –  Farm  –  Life and Group

Insurance for a sound 
mind, body and soul

Salon Select 
Insurance Policy

Salon Select Insurance Policy eligible businesses:
• Barber Shops
• Beauty Parlour/Hair Styling Salons
• Day Spas
• Ear/Body Piercing Studios
• Electrology Offices
• Massage Therapy
• Nail Salons
• Tanning Studios
• Tattoo/Permanent Make Up Parlours

Salon Select Insurance Policy highlights:
• Coverage for Customers’ Property
•  Independent Contractors included as Employees
•  Discounts for Claims Free, Tanning Certification, 

and Standard First Aid Certificates
•  Optional Liability Extension for Day Care Services
•  Optional Professional Liability

An insurance product styled to the needs of 
Salon, Studio and Parlour Owners.

http://www.wawanesa.com


WE DO.

WE DO.

IN FACT IT’S 
everything

With an expert on-site staff  
providing personalized emergency 
assistance, customized underwriting 
services, innovative product 
development, targeted marketing, 
 and prompt claims fulfi llment, we’re 
your travel insurance specialists.

100% Canadian. 100% Travel Insurance.

www.wellchosen.ca      
1-800-465-4279

WHO CARES
about TRAVEL
INSURANCE?

RAMONA WEBSTER Director of Business Development, Western Canada
23 years in the insurance industry.

http://www.wellchosen.ca


New head of SGI

Andrew Cartmell was recently 
appointed President and CEO of 
Saskatchewan Government Insur-
ance (SGI). SGI Minister June 
Draude said, “We are extremely 
pleased Mr. Cartmell accepted 
Saskatchewan’s offer to lead SGI’s 
1,800 employees forward in the 
years ahead.”

Cartmell has over 25 years of 
experience in the industry. He 
takes over from Jon Schubert, 
who resigned in 2008 to become 
President and CEO of the Insurance 
Corporation of British Columbia.

Where credit is due

The last issue of TMB featured a wonderful 
cover photo of new IBAM President Scott 
Andrew. Unfortunately, credit was not given 
to the skilled photographer who captured 
our new ‘prez.’ It’s time to remedy that 
oversight. The talented individual is  
Pam Bond and she can be reached at 
bondto@xplornet.com.

Industry News

SEND  
INDUSTRY NEWS 
ITEMS TO:

Editor: 
Terry Ross 

E-mail: 
terry@kelman.ca

Water damage  
prevention tips from RSA

RSA launched a new tool to help 
consumers mitigate water damage. 
As of May 19, all RSA customers 
were sent a brochure with advice 
from the insurer’s property experts 
on how to protect their homes and 
properties from water damage. Tips 
include where to place downspouts, 
installing window wells, keeping 
drains and toilets free of household 
grease, and how to protect a home 
when it is empty for three days or 
more in the winter.

Meet your 2009/10 Board of Directors

New IBAM President
Scott 
Andrew

P
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Conference revisited

All banks claim to offer financial services for small businesses. 
BMO Bank of Montreal®, however, goes one step further and is the
only financial institution to offer a comprehensive program
developed for IBAM members. Giving value to your client list, we
offer: • Acquisition Financing • Premium Financing • Succession
Financing • Refinancing of Loans from Insurers • Employee Group
Banking Plan.

To learn more about how our pre-arranged financial services program
can meet your specific needs, call Brian  Davis, Account Manager,
Insurance Brokers Services at 204 985-2783, contact us by email at
segment.solutions@bmo.com or visit your local BMO Bank of Montreal
branch.

A member of BMO Financial Group
® Registered trade-mark of Bank of Montreal.

Have you
ever heard
such a
claim? 

All banks claim to offer financial services for small businesses. 
BMO Bank of Montreal®, however, goes one step further and is the
only financial institution to offer a comprehensive program
developed for IBAM members. Giving value to your client list, we
offer: • Acquisition Financing • Premium Financing • Succession
Financing • Refinancing of Loans from Insurers • Employee Group
Banking Plan.

To learn more about how our pre-arranged financial services program
can meet your specific needs, call Brian  Davis, Account Manager,
Insurance Brokers Services at 204 985-2783, contact us by email at
segment.solutions@bmo.com or visit your local BMO Bank of Montreal
branch.

A member of BMO Financial Group
® Registered trade-mark of Bank of Montreal.

Have you
ever heard
such a
claim? 
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Reach our Advertisers

COMPANY PAGE PHONE WEBSITE

Advance Electronics 38 204-786-6541 www.advance.mb.ca

Allmove 54 204-633-6889 www.allmove.com

Aurora Underwriting Services Inc. 29 866-328-1314 www.auroraunderwriting.com

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

Beacon Underwriting 19                888-645-8811 www.beacon724.com

Belfor 54 204-774-8186 www.belfor.com

BSI Insurance Brokers 9 204-758-3408 www.bsimb.com

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

Ducharme Agencies Ltd. 43 204-256-4311 www.ducharmeinsurance.ca

G.Woodward Restoration Services Ltd. 16 204-783-6266

Grain Insurance & Guarantee 23 204-943-0721 www.graininsurance.com

Guarantee Co. Of North America 52 416-223-9580 www.gcna.com

Guardian Risk Managers 48 250-377-7662 www.guardianrisks.com

Horizon Insurance 22 204-988-4789 www.horizoninsurance.ca

Insurance Institute of Canada 59 866-362-8585 www.insuranceinstitute.ca

Intact Financial Corporation 17,43 204-942-8402 www.intactfc.com

James Dube Spraggs Adjusters Ltd. 53 204-985-1200

Kimbley Systems 40 902-544-0951 www.kimbleysystems.com

Manitoba Blue Cross 19 204-775-0161 www.mb.bluecross.ca

Manitoba Public Insurance 11 204-945-8097 www.mpi.mb.ca

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

Milnco Insurance 61 204-949-7000

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

Optimum Insurance Company Inc. 44 204-943-6885 www.optimum-general.com

Paul Davis Systems 39 204-586-1684 www.pds.ca

Peace Hills Insurance 4 800-272-5614 www.peacehillsinsurance.com

Policy Works 24 800-260-3676 www.policyworks.com

Portage Mutual Insurance 13,43 800-567-7721 www.portagemutual.com

Powerland Computers 62 204-237-3800 www.powerlandcomputers.com

Priority Restoration 47 204-786-3344 www.steamaticwinnipeg.com

Red River Valley Mutual Insurance 19 800-370-2888 www.redrivermutual.com

Reider Insurance 14 204-956-7305 www.reider.ca

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

Saskatchewan Mutual Insurance 47 306-653-4232 www.saskatchewanmutual.com

SGI Canada 29 306-751-1200 www.sgicanada.org

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

Special Risk Insurance Brokers Ltd. 18 604-541-9799 www.srib.ca

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

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

Travel Insurance Coordinators 57 416-340-2707 www.travelinsurance.ca

Tritech Financial Systems 3 416-621-2020 www.trifin.com

Winnipeg Furniture Services 55 204-942-3511 www.wpg.bldg.com

Wawanesa Insurance 56 204-824-2132 www.wawanesa.com
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Many years ago, Milnco decided to implement procedures that were later 
adopted by the insurance industry as a whole. They included such simple 
underwriting procedures as:
• Requesting a 5-year loss history
• Requesting current broker, insurer and terms
• Requesting and requiring a completed Liability ‘Survey of Hazards’ form
•  Determining the actual identity of the Insured,  

particularly with respect to numbered companies
• Requiring signatures on residential applications

Reference has been made to Milnco’s method of subscribing risk. This 
occurs on a regular basis but, as Milnco can most often write 100 per 
cent of any account, it is especially helpful on larger risks. The ‘spread of 
risk’ approach adopted years ago by Milnco has helped maintain a stable 
capacity market that is subject to local underwriting.
Milnco offers brokers a variety of specific advantages such as:
•  Milnco’s in-house finance plan, available to broker clients, can be 

implemented on a single line policy, a multi-line account and also on 
subscription policies. Most insurers only want to provide finance plans on 
their own premiums. The Milnco plan fits the brokers’ needs.

•  Milnco representation alone satisfies the two-company requirement to 
maintain an Autopac license

• Milnco does not, and never has imposed a premium volume quota
This keen sense of business and commitment to excellence has provided 
Milnco the opportunity to celebrate this incredible 100 year milestone. 

Celebrating 100 years in the industry.

Milnco Insurance is pleased to celebrate 100 years of Service (1909-
2009). Operating as a traditional retail brokerage, Milnco has a 
substantial portfolio of residential and commercial insurance clients. 
In addition, Milnco, in its role as a Managing General Agent, provides 
a made-in-Manitoba market for over 150 small and medium sized 
brokers. These brokers have access to Milnco’s entire range of markets 
and products. Stability, capacity and on-the-spot decision making have 
been the mainstays of Milnco’s success over the years.

The company dates back to 1909 when Charlie McFadyen founded 
McFadyen & Co. He ran the company until his death in 1949, at 
which time Ed Hammarstrand  and Les Greeniaus acquired it and 
changed the name to ‘Hammarstrand & Greeniaus Ltd.’ After the 
death of Les Greeniaus, Ed Hammarstrand sold controlling interest to 
a firm of Lloyd’s brokers in London, England. With Ed Hammarstrand 
approaching retirement, the new owners commenced a search for 
his successor. Edinburgh-born Dan Milne, managing a large Winnipeg 

insurance agency, appeared to have the credentials required. Moving to 
H&G in 1969, Dan Milne and a number of key employees subsequently 
acquired H&G, changing the name in 1973 to ‘Milnco Insurance.’ 
Today, President Dan Milne, along with his management team, oversees 
a staff of 20, some of whom have been with the firm for over 30 years.

Milnco, acting as a retail broker and also in its capacity as an MGA, 
is involved in a broad spectrum of the Manitoba Insurance Market. 
The companies that Milnco represent on a MGA basis have, over 
the years, come to underwrite Milnco and not the individual brokers. 
Milnco’s results over the years have led to this enviable position. 
Because the Milnco ‘pool’ is profitable, Milnco brokers enjoy the 
benefit of Milnco’s overall ‘pool’ results. Unfortunate results have, 
in the past, caused insurers to terminate broker contracts forcing 
brokers to remarket entire portfolios. Milnco’s overall good record 
coupled with the extensive use of subscription policies helps to blunt 
the impact of such bad luck.

President Dan Milne says “Despite the current heavy reliance on 
technology, Milnco strongly believes the human element is a vital 
component in their relationship amongst the Client, Broker and Insurer.  
Our people are experienced, reliable and technically competent. Try us”

Milnco’s Shareholders
Front row: Louise Scammell, Rosemary Henderson

Back row: Bruce Dyson, Dan Milne, Ted Wald

Milnco Insurance  200-207 Donald Street Winnipeg,  
MB R3C 1M5 | PH: 204-949-7000

www.milnco.ca

http://www.milnco.ca


Blazing Speeds
One-pagers are out in less than 
8.5 seconds. A 200-pager doesn’t 
even take 5 minutes.

Two-Sided Printing
Available automatic duplexing 
makes it easy to do a job using 
only half the paper.

Valuable Expandability
Add a 40 GB hard drive  
or up paper capacity to  
2,100 pages.

Crunch-Time Capacity
Go big with 600-sheet input 
capacity, 250-sheet output  
tray and 512 MB memory.

Network Compatibility
Plug right into your network 
with 10/100 Base-TX Ethernet 
connectivity.

ENERGY STAR
As all other Samsung  
printers, Ml4551  
meets ENERGY STAR  

 imaging specifications.

http://www.powerlandcomputers.com


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

FROM THE EPIC TO THE 
EVERYDAY, WE UNDERWRITE 
PROGRESS. 
In business.  In life.  In everything.

As one of Canada’s leading property and casualty insurers 
customers rely on us to keep them moving forward every day.  

Learn more about us at www.rsagroup.ca.

http://www.rsagroup.ca
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