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Introducing Home Equipment 
Breakdown Coverage. 
Affordable new coverage that provides the homeowner 
with an additional level of peace-of-mind that standard 
home policies don’t provide.

Media Systems

PCs & Laptops

Refrigerators

Ranges / Ovens

Dishwashers

Washer / Dryer

Pool Filtration

Lawn Tractors

Water Heater

Heating Systems

Vacuum Systems

AC System

Deep Well Pumps

Quickly quote your own commercial package 

right from your offi ce in minutes using the 

inForm calculator at redrivermutual.com/loginarea.

http://www.redrivermutual.com
http://www.redrivermutual.com/loginarea


The largest insurance brokerage in Western Canada 
is continuing to acquire to its network of brokerages

...because we live here.

Thinking about succession?
Looking to add value for your customers?

Maybe it’s time to contact us.
1-866-THE WEST    I    tom.dutton@westernfg.ca    I    www.westernfinancialgroup.ca

Auto    |    Home   |    Business    |    Farm    |    Life    |    Travel    |    Pet    |   Financial Services

helping our communities with all their insurance needs

http://www.westernfinancialgroup.ca
mailto:tom.dutton@westernfg.ca
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President's Message

Brokers must persist  
in promoting our industry

A s your President of IBAM I 
have the opportunity to write 
an article for each issue of 

Manitoba Insurance Broker. This can be 
seen as either a gift or a curse! What 
should I write about, what would I 
have to share that my fellow brokers 
would find interesting?

As a student of our industry I feel 
strongly about the importance of 
education and continuing to challenge 
ourselves. Upon completion of the FOI 
course (Fundamentals of Insurance), 
moving into the CAIB (Canadian 
Accredited Insurance Broker) courses 
is often the next step. Once a CAIB 
designation is obtained there is still 
a whole host of other education 
available to strengthen brokers’ skills 

as sales people, managers and just all 
around learning in order to become a 
better person. Our industry is great as 
it is constantly evolving and this also 
allows us to always be learning.

So how does one come into an 
industry like this? For many of us it’s 
come by personal referral or by chance. 
This has been a standard for new 
entrants into our industry for the last 
100 years. In most Canadian cities you 
will not find insurance classes taught 
at universities or colleges. For this 
reason we need to continually work 
at introducing our industry to those 
individuals who have finished school or 
are looking for a career change. These 
introductions, for the most part, come 
from individuals like yourselves and 

other brokers. Our association tries to 
help by hosting events like the Young 
Brokers Introduction Dinner and also 
by providing a myriad of different 
classes one can take to become licensed. 
For the most part though, it is brokers 
who need to persist in promoting our 
industry.

As IBAM President, I will do my 
best to engage our association to 
be available to accept new entrants 
and give them the tools they need to 
succeed in their new careers. I challenge 
all of you to continue to promote our 
great industry to those around you and 
encourage them to join the brokerage 
force in Manitoba. Good luck and 
all the best to you in your efforts to 
showcase your industry. 

Curtis Wyatt 
IBAM President

*Aviva and the Aviva logo are trademarks of Aviva plc and used under license by Aviva Canada Inc. and its subsidiary companies.

Aviva believes brokers can see further – beyond policies and transactions 
to the people seeking insurance expertise and advice. We recognize it takes 
a special kind of person to be a broker, to always put your customers’ needs 
above all else. With that kind of attention to customer service, you deserve 
nothing less from us. 

Experience how we put people before policies. Contact us today.

AvivaPartner.ca 
Home | Auto | Leisure & Lifestyle | Business | Group | Surety

...we see people
Where others see a policy...

M-1136 Aug Man Broker-June12.indd   1 7/23/12   1:55 PM
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A Full Line of 
Products to Help 

Grow Your Business

As one of the largest property and casualty 

insurers in Canada, Wawanesa Insurance 

has the breadth of products to meet your 

customers’ diverse and ever-changing needs. 

With our outstanding claims service, 

policyholders become customers for life.

www.wawanesa.com

Auto  –  Home  –  Business  –  Farm  –  Life and Group

http://www.wawanesa.com
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Ensuring the independent  
broker channel survives and thrives

CEO’s Remarks

David Schioler, IBAM CEO

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

 In his 1992 inaugural address, then 
President William Jefferson Clinton boldly 
stated, “There is nothing wrong with 

America that cannot be cured by what is 
right with America.” 

If you just take the time to think about 
it, these wise words are applicable to various 
situations in many different contexts. In the 
universe of insurance brokers (sometimes I 
describe it as the “alternate universe”), you 
can easily say there is nothing wrong with 
the broker distributional channel that cannot 
be fixed by what is good, mighty and right 
about the broker distribution channel. 

So we first have to ask ourselves, ‘Just 
what then is wrong with the broker chan-
nel of distribution?’ Well, initially I would 
say not much. But upon further reflection, 
there must be some weakness revealed when 
considering that broker market share in many 
jurisdictions has been reduced over the last 
10 years. Is it pricing? Is it the impacting 

advertising utilized by the direct writers? Is it 
that an older generation of brokers is gradu-
ally retiring without the succession necessary 
to properly retain the channel as a force? 

Whatever the reason, brokers can ‘cure’ 
the malaise. They can cure it by what is ‘right’ 
with the broker channel of distribution. One 
only needs to heed the redundant & strong 
message of now retiring Dominion President 
& CEO, George Cooke, who notes, “As the 
product changes, brokers become essential. If 
we look at the optional packages introduced 
in Ontario, the take up of those options is 
negligible in the direct channel. But brokers 
are able to sell them because they understand 
them and their value to the customer. And 
in the future there is only going to be more 
choice as the government unbundles these 
products. That requires an informed profes-
sional instead of an order-taker sitting in a call 
centre. The demise of the broker was supposed 
be occasioned by the captive agent. Never hap-

pened. Then the demise of the broker was to 
happen because of the multi-channel compa-
nies. That didn’t happen either. So my view is 
that the brokers that want to embrace change 
will likely have an advantage. The brokers that 
don’t will fall behind.” (Thompson’s Insurance News Sept. 10/12)

Wow – that ladies and gentlemen is a 
powerful endorsement. And for sure it’s an 
accurate message. When brokers focus on 
their professionalism and indeed on the level 
of service that they can and do provide (and 
as George notes if they adapt to change) no 
one will be able to compete. The channel will 
survive and thrive if brokers focus – and if they 
continue to do what is right in the channel – 
in order to prevent what can be wrong with 
the channel. Brokers only need to look at their 
history to know this – and with that in mind 
– brokers and their clients can also look to the 
future to ensure that things remain right in 
their ‘alternate’ world – and of course in the 
‘other’ universe – where the rest of us reside. 
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Windows & Doors You Can TrustWindows & Doors You Can Trust

Residential • Commercial • Industrial

•	 All Your Window 
and Door Needs

•	 Factory Direct 
Windows, Doors, 
Sealed Units and 
Custom Glass

•	 Sunroom Specialists

Ph: 832-5586 • Toll Free: 877-832-5580 • Fax: 888-6263
344 Saulteaux Crescent, Winnipeg, MB

www.pioneerwindow.com

www.pioneerwindowanddoor.com	T oll Free: 877-832-5580

24 Hour 
Emergency 

Service  
291-5310

(Board-up Service)

http://www.pioneerwindowanddoor.com
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Trans Canada Insurance Marketing Inc.
www.tcim.ca                                                              Business Unusual with Integrity in what we do

Man, Sask, Quebec, NT, Nunavut
807-177 Lombard Ave, Winnipeg, Manitoba R3B 0W5

Ph: 204-925-8276             Fx:  204-925-8279

Alberta
82 Tucker Circle, Okotoks, Alberta, T1S 2J7
Ph: 403-982-0200             Fx:  403-982-0201

Jean Fontaine
204-925-8271

jfontaine@tcim.ca

Remi Pajot
204-925-8274

rpajot@tcim.ca

Sherri Scheer
204-925-8265

sscheer@tcim.ca

Jim Robinson
204-925-8260

jrobinson@tcim.ca

Marli Baluk
204-925-8275

mbaluk@tcim.ca

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

George James
403-982-0200

gjames@tcim.ca

Bob Gardecky
905-727-2042

bgardecky@tcim.ca

Judith Cole
778-372-8246
jcole@tcim.ca

Bonnie Penner
204-925-8270

bpenner@tcim.ca

Darla Sinclair
204-925-8261

dsinclair@tcim.ca

Marie-Anne Shewchuk
204-925-8272

mashewchuk@tcim.ca

Colette Rezansoff
204-925-8262

crezansoff@tcim.ca

Tammy Fontaine
204-925-8278

tfontaine@tcim.ca

Karen Fontaine
204-925-8277

kfontaine@tcim.ca

Delilah McGinnis
204-925-8273

dmcginnis@tcim.ca

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

Ontario and Maritimes
26 Kemano Road,  Aurora, Ontario  L4G 2Y3
Ph: 905-727-2042             Fx:  905-727-7154

British Columbia
305-3602 Gilmore Way, Burnaby, BC  V5G 4W9

Ph: 778-372-8246             Fx:  778-372-8247

Resourceful KnowledgeableCapable
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Making an Impact

In the Community
BSI and partners donate  
$90,000 to Blue Sky Opportunities

Community-minded BSI Insurance 
Brokers Ltd. and a generous team of 
partners will donate $90,000 over three 
years to Blue Sky Opportunities for 
the construction cost and maintenance 
of a new supported living home at 73 
Westwood Crescent in Altona. Red 
River Mutual and Portage Mutual have 
committed to donating $15,000 each 

over a three-year term, while the 
Thomas Sill Foundation donated 
$15,000 in a lump sum. BSI has 
agreed to match these contributions 
of $45,000 for a total contribution 
of $90,000. This donation was 
organized as part of BSI’s Because  
We Care program.

Richard Barnabe, President of 
BSI Insurance Brokers Ltd., presented 
an initial $50,000 cheque to Richard 

Richard Neufeld and BSI’s Richard Barnabe Supported living home at 73 Westwood Drive in Altona

Back Row (L-R): Phil Minnick, Ab McDonald, Brian Munz, Rick Ralph (hidden), Lee Major and David 
McDonald; Front Row: Leslie Wilson, Raunora Westcott, Mike McEwen, Breanne Meakin, Wayne Ewasko, 
“Raccoon” Carney, Reid Carruthers, Grant Nordman, Cathy Overton-Clapham and Don Percy.

IBAM supports Pinawa Celebrity Golf Tournament
IBAM was a major sponsor at the recent (June 18) 3rd annual Pinawa Celebrity 

Golf Tournament that raised $20,000 for the local Orville Acres Arena. Celebrities 
from the fields of politics, sports and media raised the profile and fun-level of 
the event.

Celebrities included former Jets Joe Daley and Ab McDonald; ex-New 
England Whaler David McDonald; past Bomber Phil Minnick; famed curlers 
Reid Carruthers, Mike McEwen, Leslie Wilson, Cathy Overton-Clapham, 
Raunora Westcott and Breanne Meakin; radio & television personalities 
Shadoe Davis, Rick Ralph, Ralph “Raccoon” Carney, Don Percy, Laurie 
Mustard and Lee Major; and politicians Wayne Ewasko (MLA for Lac du 
Bonnet) and Grant Nordman (Winnipeg City Councillor).

Congratulations participants, personalities and sponsors on a fine job!

BSI and Red River Mutual  
assist Winkler Skatelot

BSI Insur-
ance Brokers 
with Red River 
Mutual donated 
a $5,000 cheque 
to the Winkler 
Skatelot for the 
construction of 
a new concrete 
skate park near 
the corner of 
15th Street and 
Grandeur Avenue 
in Winkler. This 
donation was done in part of BSI Insur-
ance’s Because We Care program.

Paul Wiebe, Team Leader at BSI Insur-
ance Brokers - Winkler Branch, presented 
a $5,000 cheque to Eric Dueck, Fundrais-
ing Committee Chair at Winkler Skatelot.

In 2012, BSI Insurance Brokers is 
expanding the Because We Care program 
aimed at supporting local community ini-
tiatives. This program will see donations 
distributed between the communities and 
surrounding areas of its 15 branches. 

Neufeld, General Manager at Blue Sky 
Opportunities.  

In 2012, BSI is expanding its Because 
We Care program aimed at supporting 
local community initiatives. This 
program will see donations distributed 
between the communities and 
surrounding areas of BSI’s 15 branches. 
For more information about the Because 
We Care program visit www.bsimb.com/
community.

(L-R) Paul Wiebe, Team 
Leader at BSI Insurance 
Brokers presents a $5,000 
cheque to Eric Dueck, 
Fundraising Committee 
Chair at Winkler Skatelot.

Manitoba Insurance Broker | SEPTEMBER 2012 | 11
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It’s clear that insurance brokers play a 
crucial role in the socio-economic fabric 
of Manitoba. The Insurance Brokers 
Association of Manitoba has long been 
proud of the fact that its member brokers 
have been involved with and have con-
tinuously supported their communities 
and charitable activities for decades.

Whether it is taking care of their 
clients by providing them with the insur-
ance that best fits their needs, supporting 
clients by giving them money for their 
children’s various annual fundraisers, 
prizes for wedding socials or contribut-
ing to build the new local recreation 
centre, insurance brokers play a crucial 
role in not only the sustainability of their 
communities, but in the strength in the 
Manitoba economy. From Emerson to 
Churchill, from Virden to West Hawk, 
Manitoba’s brokers have been putting 
upwards of $10 million annually back 
into their communities. Brokers lead by 
example, below are a few samples. 

A/C Insurance Agency is located in 
the town of Winnipegosis, Manitoba, 
population 800 and serving 2,000 in 
the surrounding area. The brokerage 
has supported any and all events, 
small or large in its community for 
the past 22 years and continues to 
do so because they fully believe in 
supporting locally. For example, in the 
2011 school year, A/C Insurance and 
another local business donated enough 
money for the elementary school sport 
program to purchase new uniforms 
for students. This was the first time in 
30 YEARS that the uniforms had been 
replaced. What a great day that would 
have been for the children! 

A/C Insurance’s annual 
contributions primarily include 
local hockey and curling clubs and 
the local Ukrainian Dance Group. 
“Local support as a business, I firmly 
believe in!” Cindy Bileski – Owner A/C 
Insurance Agency.

Ficek Insurance Agency Ltd., 
located in and serving the town of 
Brandon, Manitoba, supports various 
local charities and organizations. 
Ficek’s annual involvement includes 
the following: Brandon University, 
City Council, WFC Westman, Teen 
Challenge, Lion’s Club, Toastmaster 
International, local churches and 
a local personal care home, just to 
name a few. 

Four Corners Associates has three 
locations serving Southwestern 
Manitoba, located in Virden, Reston 
and Oak Lake. The office makes 
multiple annual contributions locally, 
primarily to events, charities and 
organizations that support local fire 
departments and students in the area. 
Four Corners Associates has recently 
contributed to the construction of 
the new Virden Regional Multi-
purpose Recreation Facility. 

Making an Impact

Brokers play a crucial role

12 | SEPTEMBER 2012 | Manitoba Insurance Broker
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Griffith Agencies, located in and serv-
ing the village of Waskada, Manitoba, 
donates to “local needs and betterment 
of the community as the need arises.” – 
Gary Williams, Owner. Griffith Agencies is 
continually involved with – for example 
- Waskada Lions, Waskada Chamber of 
Commerce, Virden Credit Union, local 
sports, Southwest Horizon School Divi-
sion, Waskada Neighborhood Watch and 
the list goes on. 

Guild Insurance Brokers, located in 
Brandon, Manitoba, believes that vol-
unteering manpower and time is just 
as important as a monetary donation. 
The people at Guild encourage and 
support staff to get out and volunteer 
or participate in these events. Each year 
Guild develops a Community Action 
Plan which places money aside for local 
non-profit organizations, community 
events and charitable activities. Some of 
Guild’s annual contributions include Kids 
Sport, Big Brothers and Sisters, Brandon 
Minor Hockey, YMCA – Y Kids program, 
Brandon Youth Soccer, Brandon Humane 
Society, Brandon Regional Health 
Authority, Alzheimer Society, Brandon 
Crime Stoppers and Food for Thought. 

Harvest Insurance, located in and 
serving the city of Steinbach, Manitoba, 
makes donations to many local commu-
nity events and causes. Harvest annually 
supports the following: Bethesda Hospi-
tal Foundation, Steinbach Arts Council, 
MS Society, Minor Hockey, Steinbach 
Ringette, Scouts Canada, Happy Feet 
Early Learning Centre, many local 
churches, Southcast Helping Hands (local 
food bank), South-Eastern Sno-Riders 
and more.  

Hatfield Financial and Insurance 
Services Inc., located in and serving 
the community and surrounding area of 
Hamiota, Manitoba, supports various 
local projects annually. Including the 
following: Hamiota Collegiate Scholar-
ship, Virden Collegiate Scholarship, Oak 
Lake Community School Citizenship 
Award, Manitoba Barrel Racing Asso-

ciation, Royal Manitoba Winter Fair, 
Hamiota Minor Hockey League, Kenton 
Curling Club, Oak Lake Curling Club, 
Hamiota Curling Club, Griswold Curl-
ing Club, Thunder & Ice Snowmobile 
Club, Hamiota Agricultural Society, Oak 
Lake Agricultural Society, Decker Coun-
try Riders, McConnell 4H Beef Club, 
Oak Lake 4H Beef Club, Oak Lake High 
School Rodeo and Strathclair Theater – 
yes that’s right - just to name a few. 

Hyska’s Insurance Agency, located in 
and serving Churchill, Manitoba since 
inception in 1968 and has continually 
been involved in community affairs, 
events and fundraising. From curling 
and hockey, to the town sponsored 
events, Hyska has always provided 
support. “Having raised our family 
here and now have grandchildren, 
fundraising has been an integral part 
of our business, life and continues to 
this present day for the children of 
Churchill.” - Elsie Hyska, Part Owner.  
Hyska’s annual contributions include 
and are not limited to the following: 
Ducks Unlimited, local school division’s 
Sports/Music Trips, School Christmas 
Party, School Graduation Awards, 
CancerCare Manitoba, Heart & 
Stroke Fund, Royal Canadian Legion – 
Churchill Branch, Churchill Christmas 
Cheer Board, Churchill Health Centre, 
Churchill Northern Studies Centre, 
Churchill Economic Advisory Board and 
Churchill Chamber of Commerce.

Lakeview Insurance Brokers Ltd.  
is located in and serves the city of 
Winnipeg as well as rural Manitoba and 
Saskatchewan. Lakeview has recently 
contributed to the expansion of the Inner 
City Youth Alive’s building. ICYA is an 
organization that works with youth in 
the north end and core area of Winnipeg. 
Lakeview supports Hasting School 
Division, Siloam Mission, Landmark 
Elementary, Mitchell Secondary School – 
Playground, Briercrest College, Steinbach 
Bible College, Cancercare Manitoba, 
Various Missionaries in Winnipeg, Harry 
Lehotsky Foundation, Zihuatanejo 

Mexico Project – Building a shelter for 
homeless seniors, Canadian Mennonite 
University (CMU) and Royal Canadian 
Legion in Steinbach - just to name a few. 

Lowey Insurance Agency Inc.is 
located in Winnipeg, Manitoba and has 
served the community of Charleswood 
for the past 16 years. Lowey’s annual 
contributions include the following: 
Charleswood Junior Hockey Club, PAWS 
Spring Cleaning, Charleswood Commu-
nity Fair, Assiniboine Forest & Dog Park 
and Literacy Partners Aboriginal Literacy 
Symposium and more. 

Plezia Insurance is a family owned 
brokerage, located in Winnipeg, Mani-
toba and serves the Northeast side of the 
city. Plezia’s annual contributions include 
Gateway Recreation Centre, Rainbow 
Society, Cancercare Manitoba, Winnipeg 
Police Association, Elmwood Curling 
Club, Rossmere Golf & Country Club 
and Children’s Hospital Foundation and 
many more.  

Wyatt Dowling Insurance, with 
head office in the heart of downtown 
Transcona and an additional 10 locations 
serving the city of Winnipeg. Commu-
nity involvement is an integral part of 
the organization’s business. For example, 
Transcona is celebrating its 100th birthday 
this year. To commemorate this special 
occasion, the community is building 
“Transcona Centennial Square”, a meeting 
area for citizens - and a cooling off spot for 
youngsters thanks to a water spray com-
ponent. The Square will be located right 
across the street from the Wyatt Dowling 
head office. Wyatt Dowling contributed 
to construction of the Square’s “Wall of 
Fame”, where community leaders will be 
saluted on the wall and local school drama 
groups and entertainers can perform.  
Curtis Wyatt says, “It will be great!” 

Wyatt Dowling’s annual contribu-
tions include Kids Help Phone, Buhler 
Recreational Park, Rotary International, 
United Way, Christmas Cheer Board, 
CNIB, various local community clubs 
and Minor Hockey. 

“The Insurance Brokers Association of Manitoba has long been proud of the 
fact that its member brokers have been involved with and have continuously 
supported their communities and charitable activities for decades.”

Making an Impact

Manitoba Insurance Broker | SEPTEMBER 2012 | 13
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IBAM Evening with the Premier 
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w w w . p o r t a g e m u t u a l . c o m

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

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

Alberta / British Columbia: 1-800-661-3625
Manitoba / Saskatchewan: 1-800-567-7721
Ontario: 1-800-263-7262
Maritimes: 1-800-565-1000
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We are here and  
 looking forward to it.

Looking to ACQUIRE brokerages

Looking to HIRE great producers and staff

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

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

A growing part of a leading North American insurance brokerage, we 
provide a broad array of property and casualty, reinsurance, life and 
health, employee benefits, investment and risk management products 
and services across Canada and the U.S.

Title: HUB International and Horizon Insurance Ad
Publication: Manitoba Insurance Broker
Image Size: 8.25” x 10.75”
Submission Date: February 23, 2012
Designed by: Blindside Creative - 204.296.8657 - rob@blindsidecreative.com

For more information about the opportunities with  
HUB International Horizon Insurance email us at: 

ACQUISITIONS   
Keith Jordan, CEO  
keith.jordan@hubinternational.com   
204-988-4791

HIRING
Robin Steel 
robin.steel@hubinternational.com
204-988-1195

Insurance Brokers 
and Consultants

www.hubhorizon.ca

We are here and 
 looking forward to it.

Looking to ACQUIRE brokerages

Looking to HIRE great producers and staff

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

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

A growing part of a leading North American insurance brokerage, we A growing part of a leading North American insurance brokerage, we A growing part of a leading North American insurance brokerage, we 
provide a broad array of property and casualty, reinsurance, life and provide a broad array of property and casualty, reinsurance, life and 
health, employee benefits, investment and risk management products health, employee benefits, investment and risk management products 
and services across Canada and the U.S.and services across Canada and the U.S.and services across Canada and the U.S.and services across Canada and the U.S.and services across Canada and the U.S.and services across Canada and the U.S.
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Making an Impact

Meet scholarship winner Dylan Heide

Those who attended the recent 
President’s Banquet saw IBAM 
President Curtis Wyatt present 

the inaugural IBAM-MJHL Scholarship 
to a pair of individuals who appeared 
to be past college age. The pair were 
father Paul Heide and Selkirk Steeler 
hockey coach Ryan Smith, filling in 
for recipient Dylan Heide, who was 
in Toronto scouting out his destination 
for the fall – the University of Toronto.

MIB managed to catch up with 
Dylan during a hectic summer and 
learned more about this deserving 
individual. 

Q – Can you tell readers about your 
hockey background?
A – I started playing hockey at the age 
of 5 for the West Kildonan Cougars, 
moved on to play North West Stars 
at age 11 and 12, and again at 15. I 
then played for the Winnipeg Hawks 
at 13, 14 and 16. At 17 I started with 
the Selkirk Steelers and played until 
I was 20; I was lucky enough to have 

played my whole junior career with a 
great organization like Selkirk. (Editor’s 
note: Last season, Dylan served as an 
assistant captain for the Steelers and, 
as a defenceman, notched 20 goals and 
41 assists for 61 points in 62 games.)

Q – What about your high school 
experience?
A – I attended West Kildonan 
Collegiate for high school where I 
was able to maintain an average in 
the mid-80s. This was difficult to do 
while playing hockey, but my parents 
have always stressed the importance 
of school, so that was a focus of mine. 
I played high school field lacrosse and 
my favourite subjects were Math  
and French.

Q – Why did you select the University 
of Toronto?
A – I chose the University of Toronto 
because it proved to be a great 
opportunity both academically and 
athletically, I’m really excited.

Q – What can you tell us about the  
U of T hockey program?
A – The Varsity Blues have a long 
history of success, and are looking to 
improve on their 4th place finish in the 

President Curtis Wyatt presents the inaugural IBAM-MJHL Scholarship  
to Dylan Heide's Selkirk Steeler coach Ryan Smith and Dylan's father 
Paul Heide.
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very competitive OUA division last 
year. I’m looking forward to being 
able to contribute in their future 
success.

Q – Do you know anyone at the  
U of T?
A – My good friend Lane Werbowski, 
my teammate the last two seasons, 
is also headed to U of T, and we are 
looking forward to helping each other 
with the transition to university 
hockey. There are currently six 
Manitobans on the roster, including 
Lane and myself.

Q – What do your Selkirk teammates 
think of your opportunity?
A – My teammates are very excited 
for me, and it shows them with hard 
work and diligence, they can move 
on to the next level as well.

Q – What are your career goals?
A – I hope to continue pursuing 
a business degree I started at the 
University of Manitoba. As for a 
major, I am undecided at this point.

As far as a future career is 
concerned, at this point it is still up 
in the air. I plan to continue a degree 
in business. My dad works in the 
aerospace industry, so there is some 
interest in following in his footsteps, 
or maybe even getting into the 
insurance industry.

Q – How has the summer been 
treating you?
A – It’s been a busy summer thus 
far, working for the City of Winnipeg 
and keeping up with my training 
program; while I also try to work a 
few kinks out of my golf swing.

Q – When do you leave for Toronto?
A – I’m not 100% sure at this point, 
but it will be early September so I 
can get settled in and continue to 
familiarize myself with the campus.

Q – You are the inaugural recipient 
of the IBAM-MJHL Scholarship. 
What does this mean to you?
A - Being named the inaugural 
winner was very exciting and quite 
an honour. I was especially honoured 
because it was in recognition for 
community involvement as well as 
my on-ice performance.  

“Being named the inaugural winner was very 
exciting and quite an honour. I was especially 
honoured because it was in recognition for 
community involvement as well as my on-ice 
performance.”

Restoring 
your life and 
property is  
our priority.

The unexpected happens. Get your life back, fast.
24-hour emergency service for your property,  

contents and document restoration.  

204.786.3344     priorityrestoration.com
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Hill
Parliament

Day
2012

IBAM was  
front-and-centre at  

Hill Day 2012, where 
brokers met with  
federal politicians  

in Ottawa.

Federal NDP Leader Thomas Mulcair speaks to IBAC contingent in 
Parliamentary Dining Room

Pamela Gilroy-Rajotte, MP Steven Fletcher, Lindsey Jordan  
and Dave Schioler

(L-R) IBAM Past President & Chair Peter Tessier; Dwight Heppner, YBC; Pamela Gilroy-Rajotte, IBAC Director; MP Hon. Jim Flaherty; Lindsey Jordan, 
YBC; David Schioler; and Brian Gilbert, National Political Champion

IBAM CEO David Schioler with Senator Stephen Greene, former 
Executive Director of the Insurance Brokers Association of Nova Scotia

Meeting with MP Steven Fletcher
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Peter Tessier, MP Mark Adler, Brian Gilbert and Dwight Heppner

Former Senator Con Di Nino and Dave Schioler

MP Joyce Bateman and Brian Gilbert

Lindsey Jordan, Pamela Gilroy-Rajotte, MP Joyce Bateman, Peter Tessier, Dwight Heppner, Brian Gilbert and Dave Schioler

Meeting with MP Mark Adler

Dwight Heppner and MP Dave MacKenzie

MP Peter Stoffer with Dave Schioler
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Dave Schioler, MP James Bezan and Peter Tessier

Peter Tessier and MP Hedy Fry Pamela Gilroy-Rajotte and MP James Bezan Dave Schioler and MP Peter Van Loan

IBAC Board Chair Fraser Lyle, IBAC Director Peter Burns and MP Ed Holder

MP Joyce Bateman, Pamela Gilroy-Rajotte and MP Garry Breitkreuz

Peter Tessier and MP Jose Nunez-Melo Dave Schioler, MP Nina Grewal and guest

IBAC CEO Dan Danyluk and MP Terrence Young
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Dave Schioler, MP Hon. Bal Gosal and Peter Tessier
IBAO President Rick Orr, Former Senator Con Di Nino and  
IBAO CEO Randy Carroll

IBAA CEO George Hodgson, MP Massimo Pacetti and 
John Rigby of IBAA

IBANB CEO Andrew McNair, MP Hon. Keith Ashfield and  
IBAC President-Elect Stephen Halsall

The CEO and the PM
IBAM’s CEO Dave Schioler and former Prime Minister Brian Mulroney  
at the Big Pharma Dinner held in Mulroney’s honour on June 4 in Ottawa.
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Blaine Parnell recently purchased 
Gemstar Insurance, located at 
3034 Portage Avenue in Winnipeg. 

Around the time the purchase was being 
made official, Blaine received the ‘Top 
CAIB Student in Manitoba’ award at 
the IBAM Awards Luncheon on April 
27. He took time from his hectic schedule 
to chat with MIB about his new venture 
and PD achievement. 

– The Editor

Gemstar rules IBAM education awards

Q - Can you describe your business? 
A - Gemstar Insurance has been  
in the general insurance business for 
over 30 years serving Winnipeg and 
surrounding areas. It has been at its 
current location for 24 years. We offer 
a variety of general insurance services 
including Autopac, home insurance, 
commercial insurance, E&O, travel 
and health insurance. There are eight 
employees including myself.

Q - When did you purchase Gemstar?  
Is there a management team? 
A - After an extended period of 
negotiations, we took over on May 1, 
2012. I run the day-to-day operations 
and I have two silent partners that 
are also owners that helped me with 
the financial commitment.

Q - Did the former owner retire? 
A - The former owner is staying on 
for a six-month transition period and 
has plans to retire in the fall.

CAIB Award Winner, Blaine Parnell, Gemstar Insurance 'Top Student in Manitoba' with presenters Dale 
Rempel, IBAC President and Curtis Wyatt, IBAM President

“At Gemstar, we 
blend ‘old school’  
customer service 

with high-tech 
solutions  

to ensure our 
customers’ needs  
are being met.”

marine division

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

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

prairie division

P. 780.391.2115   F. 780.391.2097
sskett@beacon724.com

www.beacon724.com

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

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

underwriting
company, insuring

more than
just boats.
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Q - Can customers expect to see 
changes with new ownership or will it 
be ‘business as usual?’ 
A - For now, it’s business as usual. We 
have some future ideas to expand the 
business while maintaining the same 
level of service our customers have 
always received.

Q - How long have you been in the 
insurance industry and how did you get 
into it? 
A - I’ve been in the industry just over 
three years. After spending 10 years 
in a large corporate environment, I 
decided that I wanted to shift focus 
in my career and move to a more 
entrepreneurial environment. After 
doing some research on different 
industries, my partners and I decided 
that general insurance was a great 
industry to get into. 

“Although there are many challenges ahead, I am very excited to be 
an owner in the industry and look forward to growing the business.”

CAIB Award Winner Karen Lewicki, Gemstar Insurance (Top Student – Canada 2010-2011) with 
Peter Tessier and Fraser Lyle

GemStarInsurance
Our policy is serving you! • Autopac  

• Homeowners Insurance
• Tenant Insurance  

• Commercial Insurance   
• Travel Insurance

Gemstar Insurance
3034 Portage Avenue, Winnipeg, MB R3K 0X9

204.889.1880     www.gemstarinsurance.com      info@gemstarinsurance.com
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Q - What is the best thing about being in 
insurance? 
A - It’s definitely the people I get to meet 
and working with my co-workers. 

Q - What are the challenges?
A - In this ever-changing environment, 
it’s always a challenge to keep up to 
customers’ expectations and demands. At 
Gemstar, we blend ‘old school’ customer 
service with high-tech solutions to ensure 
our customers’ needs are being met.

Q - Congratulations on your ‘Top CAIB 
Student in Manitoba’ award. How did you 
obtain your accreditation? 
A - I obtained my accreditation doing 
self-study for all of my courses. It was 
a lot of hard work, but my previous 
education at university along with 
continuing education in my previous job 
definitely helped me. 

Q - Do you plan to pursue any further 
courses of study?
A - At this time, my main focus is the 
business; however, I feel that continuing 
education will always be part of my career.

Q - Last year, Gemstar’s Karen Lewicki took 
home honours for the highest CAIB mark 
across Canada. Describe Karen as a broker. 
A - Karen is a very talented person and 
has a tremendous amount of knowledge 
of the insurance industry. She’s an 
extremely hard worker and an integral 
part of the Gemstar team. 

Q - Was she an inspiration for you and 
others this year?
A - She definitely set the bar high. 
The rest of the staff and I have set that 
award as a goal to work towards. 

Q - How do you explain back-to-back 
awards for Gemstar brokers? 
A - The previous owner instilled 
very high standards in the office and 
encouraged the employees to achieve 
their best, whether servicing customers 
or continuing education. Professional 
development will always be a big part of 
the Gemstar culture. We will continue to 
encourage education and development 
with all our employees.

Q - What does the future hold for Gemstar? 
A - Although there are many challenges 
ahead, I am very excited to be an owner 
in the industry and look forward to 
growing the business. 

“The previous owner instilled very high 
standards in the office and encouraged 
the employees to achieve their best...

Professional development will always be a 
big part of the Gemstar culture.”

Are you looking for  

Part-Time
employment

as a licensed

Insurance
Broker? 

Essex Insurance is a team-oriented brokerage looking for a (minimum) Level 1 ICM 
insurance broker who is available to work evenings and weekends. Open seven days 
a week, with extended hours for convenience - Essex offers flexible shifts. We offer 
a positive, friendly work-environment, competitive wages, group benefits, a bonus 
plan, company-paid education courses, and excellent advancement opportunities. 
Please email your resume to info@essexinsurance.ca.

Looking for Premium  
Service you can count on?
Essex Insurance & Travel has 
what you’re looking for.

Leave it to ESSEX to provide you 
with the coverages you need

Call 66-ESSEX for your FREE QUOTE today!

Check out our website at www.essexinsurance.ca
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2012 IBAM 
Annual Golf Tournament

The Presidents meet: (L-R) IBAM President 
Curtis Wyatt and IBAC President Dale Rempel

Longest Drive (Female)  
– Gail Routh, Peace Hills (Edmonton)

Lowest Scoring Team: President Wyatt with James Foster, 
Denise Van Den Bosche, Sheila Smart and Breanne Davey

Lowest Scoring Team: President Wyatt with Darren Plett, Kris Plett, 
Jonny Plett and Mario Reimer

IBAM’s CEO Dave Schioler shows how it’s 
done, but wins nothing.
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INSURANCE TOOLS FOR ALL YOUR NEEDS

NATIONAL BROKERAGE SERVICES:
•	 Dedicated team of experienced  
underwriting specialists

•	 On-Line applications and prompt  
Electronic policy issuance

•	 Advice and assistance on Large Account placement
•	 Extensive Product Access:
•	 Conventional and Hard-to-Place Liability
•	 Excess Liability
• Property capacity $5M+
•	 Forestry, Mining
•	 E&O, D&O
•	 Large Commercial Risks
•	 International Accounts

Let us help you achieve the next level!

1-877-732-4607   info@scn-nbs.com   www.scn-nbs.com
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Aviva
BMO Bank of Montreal
CanAm Insurance
First General Services
Grain Insurance & Guarantee
Intact Insurance

Manitoba Blue Cross
Manitoba Public Insurance
Optimum Insurance
Peace Hills
Pinnacle
Portage Mutual Insurance

Priority Restoration
Red River Mutual
Royal & Sun Alliance
Insurance Institute of Manitoba
SGI CANADA
Wawanesa

Thank-You to all our Sponsors

 

 
279 3rd Avenue N 

Saskatoon, SK 
www.saskmutual.com 

Auto       Commercial          Habitational         Farm Auto       Commercial          Habitational         Farm Auto       Commercial          Habitational         Farm Auto       Commercial          Habitational         Farm 

SMI offers automobile extension insurance that can be tailored to fit each 
customer’s needs. Rates are competitive, coverages are flexible, claim     
settlements are prompt and payment plans are available. SMI provides your 
customers an affordable option, so offer them SMI as their auto extension 
insurance provider today. 

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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Your customers having the right protection at the right time is important. 
Umbrella insurance is designed to give your customers exactly that. With 
additional liability protection over and above the limits on their current 
policy, keeping their assets and reputation fully covered.

Umbrella liability protection benefits:
•	 Individuals who may be a target for lawsuits,
•	 Active community members,
•	 Volunteers participating in field trips or outings with children,
•	 Those who car-pool,
•	 Travelers (even on short business trips),
•	 Directors and / or volunteers of non-profit organizations.

To learn how Intact Insurance can help you and your customers, talk to 
your Intact Insurance representative or visit us at www.intactinsurance.ca.

The right protection 
at the 

HOME   •   CAR   •   BUSINESS

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.

H O M E    •    C A R      •     B U S I N E S S

TravelWell®

When you can

Why travel?

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

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

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

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

Talk to your Intact Insurance representative about TravelWell® today. 

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

right time

Umbrella_Ad_V2.indd   1 12-05-09   7:52 PM

http://www.intactinsurance.ca
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PD Committee Report

We are constantly evolving
Tara Chammartin 
PD Committee Chair 

Since this issue of MIB 
contains the annual Education 
Calendar, we felt it was 

fitting to interview Professional 

Development Committee Chair 
Tara Chammartin to find out what 
is happening in the all-important 
area of PD.

Q - Who sits on the PD Committee?
A - Tara Chammartin – Chair, La 
Salle Insurance; Katrina Hueging, 
HUB Insurance; Curtis Wyatt, Wyatt 
Dowling Insurance; and of course the 
wonderful IBAM Staff

Q - What are the Committee’s priorities 
for 2012-13?
A - As always, we are committed to 
providing quality education seminars 
to our members. We are promoting 
the Core Educations courses, such as 
Fundamentals, the revised Auto Broker, 
CAIB, CPIB and the newer courses 
such as the Producer Academy.

Q - What’s new in the Education 
Calendar this year?
A - We are focusing really hard on 
determining what education seminars 
are important to brokers of all levels. We 
have come up with some unique semi-
nars that should interest everyone from 
new brokers, to experienced brokers!

Q - What can you tell readers about 
the merger of the FOI course with IWS 
certification?
A - It came about after much 
consideration about the length of 
time it takes to hire new staff, train 
and have them licenced. Our PD team 
worked on developing an improved 
process in reducing the time it 
takes for brokers to hire new staff, 
implement a proper training process, 
while at the same time producing a 
high quality licenced staff person in 
a shorter time frame. This was a very 
large concern voiced by several brokers.  

Q - Do you have any final words for 
members re: Professional Development?
A - We really value the input and 
suggestions that our members provide. 
We encourage everyone to provide any 
ideas that they may find relevant to 
education courses that they may find 
useful for their staff or brokerages.  
You can contact me at any time at 
tara@lasalleinsurance.com 
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WE’RE BIG ON takING thE WhEEl

After spotting a problem with a client’s fleet safety record, our Risk Consultant knew he could 
do more to help. For both his client and himself, downtime wasn’t an option. Neither was 
putting the fleet’s drivers in danger. Without a moment to spare, they put an action plan in 
place to improve the company’s safety program, keeping their products, and their business, 
clear of trouble and moving forward.

With over 300 years of experience, RSA is an established ‘A+’ rated insurer offering a 
complete suite of insurance solutions from small businesses to multi-national organizations 
through a network of independent brokers.

If yOu’RE BIG ON maNaGING RIsk, paRtNER WIth Rsa.

©2012. Rsa is a registered trade name of Royal & sun alliance Insurance Company of Canada. “Rsa” and the Rsa logo are trademarks used under license from Rsa Insurance Group plc.  
‘a+’ rated by standard & poor’s. ‘a’ rated by moody’s and am Best.

laRGE COmmERCIal & spECIalIty INsuRaNCE | rsabroker.ca

http://www.rsagroup.ca


Learn and Earn at Wyatt Dowling

Some of the smartest people in Winnipeg’s insurance 
industry work at Wyatt Dowling.
 
That’s because we think continuing education 
and industry training is extremely important. Our 
clients benefit from our team’s ongoing professional 
development and ever-improving knowledge base.
 
Education is so important to us that we absorb the 
cost for all approved courses.
 
It’s how we confidently say we have knowledgeable 
staff. Come join us and see how you can learn and 
earn at Wyatt Dowling Insurance.

Leave your worries 
at our door.

www.wyattdowling.ca  •  204.949.2600

2336 WD IBAM New Ad.indd   1 12-08-09   11:27 AM

http://www.wyattdowling.ca
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2012-2013 Education Calendar

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, 
www.icm.mb.ca.

In addition to verifying that 
applicants’ education, experience 
and errors and omissions insurance 
requirements have been met, the 
Council also reviews applicants for 

FOI with IWS Certification is a 
complete licensing and training solution 
for Manitoba Brokers. While our 
distinguished CAIB designation upon 
completion provides the opportunity to 
secure a level 3 license, the FOI course 
quickly provides the opportunity to gain 
a level 1 license with IWS certification. 
In this move we are combining our FOI 
course with the Auto Broker course.

A hybrid of the Autobroker, Funda-
mentals of Insurance as well as Mani-
toba Public Insurance’s Introduction to 
Autopac/Drivers licenses and the Insur-
ance Work Station Training, this course 
is specifically designed to better fit what 
today’s brokerage needs.

Phase 1 – Fundamentals of Insurance
This session will include training from 
a qualified facilitator to assist a new 
employee in passing the FOI exam as 
well as notes and quizzes to help pre-
pare students for the exam. Courses are 
held on a Monday to Friday basis with 
the exam being conducted by IBAM on 
the Friday afternoon.  

Upon Completion: Once a broker has 
successfully completed this part of the 
course, they are now able to apply to 
ICM for their level 1 insurance license. 
A Level 1 license allows brokers to sell 
all types of insurance (excluding Life) 
under supervision of a Level 2 broker.

Getting Started As A General Insurance Broker

Fundamentals of Insurance with IWS Certification

suitability. ICM also requires that 
criminal record 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 

Phase 2 – IWS Tutorial
Any brokers who wish to sell 
Autopac products on behalf of 
MPI must be qualified to do so by 
MPI. Before training can be taken 
on the business rules and policies 
of the Autopac program, brokers 
must complete online training of 
the Insurance Work Station. This 
training can be done wherever a 
person has Internet access once their 
employing brokerage has signed 
them up for access to the IWS 
system. This Internet training can 
take anywhere from 6 to 12 hours 
depending on the person’s previous 
knowledge of insurance.

Upon Completion: Once the 
tutorial is completed and a pass is 
obtained in all modules, the broker is 
able to move on to the MPI Training.

If a student is not with a brokerage 
they will be responsible for finding their 
own placement to complete Phase 2 prior 
to registering for this course.

Phase 3 – MPI Training
Through 3 days of classroom 
instruction, brokers will finalize 
the training required by MPI to sell 
the Autopac product. Attendance 
in this training is based on students 
completing the mandatory Phase 1 
and Phase 2 training. Students who 

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.

do not complete the IWS tutorials 
will not be allowed to take the  
final exam.

Upon Completion: Students 
successfully completing and passing 
the open book MPI Autopac 
exam will now be a certified 
Autopac agent. As long as all ICM 
requirements are fulfilled and the 
employee has an insurance license, 
they are now able to begin assisting 
customers in an Autopac capacity.

FOI/IWS Course Dates 
Phase 1:	 September 10-14, 2012
Phase 3:	 September 26-28, 2012

Phase 1:	 October 1-5, 2012
Phase 3:	 October 29-31, 2012

Phase 1:	 January 7-11, 2013
Phase 3:	 January 28-30, 2013

Phase 1:	 February 11-15, 2013
Phase 3:	 February 25 -27, 2013

Phase 1:	 March 11-15, 2013
Phase 3:	 April 3-5, 2013

Phase 1:	 May 6-10, 2013
Phase 3:	 May 22-24, 2013

Phase 1:	 June 10-14, 2013
Phase 3:	 June 26-28, 2013

Career Path – Choosing the entry-level option that’s right for you.
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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 home-
study. Fee for homestudy is $262.50 
(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. 

Fundamentals of Insurance

or

5-Day Immersion Class

June 17-22, 2013
Course Location: Canad Inns – Polo Park, 1405 St. Matthews Ave. 
Guest Room Reservations: (204) 775-8791
Room Rate: $102.00
Time: 8:30am – 4:30pm Mon-Fri  
Exam: Sat. 9:00am – 12:30pm

Exams by pre-registration only. 

Exam Registration deadline for FOI Homestudy:

•	 Winnipeg – One week prior to exam date
•	 Out-of-Winnipeg – Two weeks prior to exam date
•	 Exam Rewrite Fee: $109.00 (includes GST)
•	 Results are posted on the IBAM website www.ibam.mb.ca and will be mailed.

Education Calendar Disclaimer
All information provided in the Insurance Brokers Association of Manitoba’s 2012/2013 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 $20.00 administration fee applicable on all 
returned cheques.
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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 (2011 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 3
A comprehensive study of commercial lines coverages, 
including commercial liability, commercial auto, marine, 
aviation, surety and risk management.

Current Textbook (2005 Edition): 
Revisions are underway - a new edition will be 
introduced in 2013.
•	 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 (2012 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.

CAIB 2
A thorough examination of commercial lines coverage, 
including commercial property, crime and business 
interruption insurance.

Current Textbook (2010 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.
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Program Options

CAIB Pricing

Option A – Immersion/5 Day Class
Option B – Discussion Group
Option C – Self-Study

Option A

Option B

2012/2013 Immersion/5 Day Schedule

Discussion Group Schedules

CAIB 1 - Immersion
September 17-22, 2012
January 14-19, 2013

CAIB 2 - Immersion
October 22-27, 2012
February 4-9, 2013

CAIB 3 - Immersion
September 24-29, 2012
January 21-26, 2013

CAIB 4 - Immersion
November 19-24, 2012
March 4-9, 2013

CAIB 1  
– Discussion Groups
(Tuesday Evenings)
September 18, 2012
February 19, 2013

CAIB 2 
 – Discussion Groups 
(Thursday Evenings)
September 13, 2012
February 11, 2013

CAIB 3  
– Discussion Groups 
(Monday Evenings)
September 17, 2012
February 21, 2013

CAIB 4  
– Discussion Groups 
(Wednesday Evenings)
September 19, 2012
February 13, 2013

Time: 8:30am – 4:30pm Mon-Fri  Exam: Sat. 9:00am – 12:30pm 

Immersion Course Locations
Canad Inns – Polo Park, 1405 St. Matthews Ave., Winnipeg 
Guest Room Reservations: (204) 775-8791. Room rate: $102.00 

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

Cost Per CAIB Course

Program Option Member **Non-member

A Immersion/5-Day $820.10 $1230.00

B Discussion Group $560.75 $840.00

C Self Study $560.75 $840.00

D Re-Enrolment – Discussion Group $130.25 $195.00

R Rewrite $109.00 $109.00

**	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.
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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 $60.00 (incl. GST)
•	 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 $75.00

2012/2013 CAIB & CPIB Exam Schedule

Exam Date Registration Deadline
December 5, 2012 November 2, 2012
February 6, 2013 January 4, 2013
May 8, 2013 April 5, 2013
July 10, 2013 June 7, 2013
September 11, 2013 August 9, 2013
December 4, 2013 November 1, 2013

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

Continuing Education Credits

Completion of each level of CAIB earns the student the following credits:
•	IC M 

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

•	 RIBO: 
CAIB 1	 5 Management, 18 Technical 
CAIB 2 & 3	 18 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.  
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Outline Key
Brokers must complete 6 courses (3 mandatory and 3 elective courses) in their stream of specialization in order to obtain 
the designation. 

Visit www.cpib.ca

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 property and 
casualty 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 
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 property and casualty 
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/
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.

Canadian Professional Insurance Broker (CPIB)

CPIB Course Outline

Streams

Personal Lines Commercial Lines Broker Management

Mandatory Courses: 

•	 Law & Ethics

•	 Claims Management and 
Administration

•	 Advanced Personal Lines

•	 Law & Ethics

•	 Claims Management and 
Administration

•	 Advanced Commercial Lines

•	 Law & Ethics

•	 Claims Management and 
Administration

•	 Business Strategy

Elective Courses (choose 3 within stream): 

•	 Accounting /Finance

•	 Marketing

•	 Sales Management

•	 Communications

•	 Business Administration

•	 Organizational Behaviour

•	 Accounting /Finance

•	 Marketing

•	 Sales Management

•	 Communications

•	 Business Administration

•	 Risk Management

•	 Organizational Behaviour

•	 Management Accounting

•	 Marketing

•	 Human Resources

•	 Communications

•	 Organizational Behaviour

•	 Business Finance

•	 Management Information Systems 
(MIS)

•	 Sales Management
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COURSE OUTLINE

Claims Management  
& Administration
•	 The Brokerage and Claims Management

•	 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

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

Law &  Ethics
•	 Basic Law / Business Law

•	 Professional Ethics I  
Ethical Principles 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, Legislation and Practice

•	 Employment Contracts – The Employment Relationship

•	 The Employment Relationship and Termination

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

Exam Date	Reg istration Deadline
December 5, 2012	 November 2, 2012
February 6, 2013	 January 4, 2013
May 8, 2013	 April 5, 2013
July 10, 2013	 June 7, 2013
September 11, 2013	 August 9, 2013
December 4, 2013	 November 1, 2013
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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 

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 
things 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. 

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 (Cec’s) as follows:
•	 ICM: 

Modules 1- 4	 12	(Life or General) 
Module 5	 6	 (Life or General)

•	 RIBO: 
Modules 1–4	 12	(Management) 
Module 5	 6	 (Management)

*The Best Practices Workshop program will be arranged if interest arises. 
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Recognizing that delivering 
outstanding client service is the 
foundation of all 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 ultimately 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 
delivery 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.

The program consists of the following 
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)

Customer Service For The Insurance Professional (CSIP)
(Available to Members only)

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)
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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 
Education 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.

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

Agents 
•	 15 hours per year for Accident & 

Sickness 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 

Brokers

The annual continuing education 
credit hour carry forward for agents/
brokers is as follows:
•	 No carry forward 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 
attendance 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 Manitoba will be performing 
random audits. Be sure to keep your 
attendance verification forms for 
audit purposes.

Continuing Education
In Manitoba Continuing Education is mandatory for all licensed general insurance agents/brokers. 

Questions and Answers

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 of your 
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 
education 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 
continuing education credits per 
module (except module 5 which earns 
6 CECs).

CAIB 4 also provides the choice of 12 
General or 12 Life continuing educa-
tion credits.

CPIB – Law & Ethics earns 12 General 
or Life credits
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Understanding 
Directors & Officers 
Liability: The Duties 
and Responsibilities of 
Officers & Directors
Thursday, October 18, 2012
8:30am – 12:00pm

Location Centro Caboto Centre

Presenter Mario Fiorino

CECs 3 General

Cost $94.50 (GST included)

Where does responsible oversight of 
corporations begin? What are the recent 
developments in Directors’ Liability? 
This seminar will address the critical 
issues facing officers and directors 

2012-2013 SEMINARS

today and provide participants with 
the tools necessary to provide steady 
prudent insurance counsel and advice 
in a difficult and demanding legal 
environment.

Who should attend?
•	 Senior, mid-level and junior 

producers
•	 CSRs interested in Commercial 

insurance
•	 Broker management

PRESENTER:
Mario Fiorino is Senior Counsel for 
the Insurance Bureau of Canada. As an 
author, educator, lawyer and former 
education manager for the Insurance 
Brokers Association of Ontario, he 
brings a unique perspective to the 
current challenges facing all insurance 
professionals.

Commercial General 
Liability (CGL): Fusing 
Growth and Retention 
Strategies
Thursday, October 18, 2012
1:00pm – 4:30pm

Location Centro Caboto Centre

Presenter Mario Fiorino

CECs 3 General

Cost $94.50 (GST included)

Commercial lines clients must navigate 
daily the muddy waters of numerous 
potential liability exposures. It’s your 
responsibility as a solution focused 
broker to ensure that your clients do 
not hit the sharp and costly liability 
shoals and gaps, and that they have safe 
passage to a secure harbor.
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Seminar particpants will:
•	 Be introduced to a systematic risk 

management process;
•	 Undertake an advanced review of 

commercial liability exposures and 
the CGL; and

•	 Analyze GCL coverages and their 
limitations.

PRESENTER:
Mario Fiorino is Senior Counsel 
for the Insurance Bureau of Canada. 
As an author, educator, lawyer 
and former education manager for 
the Insurance Brokers Association 
of Ontario, he brings a unique 
perspective to the current challenges 
facing all insurance professionals.

Financial Analysis
Tuesday, October 23, 2012
9:30am – 12:00pm

Location Centro Caboto Centre

Presenter Greg Forsythe

CECs 2 General, 2 Life

Cost $94.50 (GST included)

The Financial Analysis seminar is 
designed for non-financial people 
and the objective is to provide a 
basic understanding of the various 
standards under which financial 
statements are prepared, an introduc-
tion to how a basic surety under-
writer views financial statements. 
Through the presentation we will 
take a sample financial statement 
and walk through the key areas and 
provide some insight and discussion 
their interpretation.

PRESENTER:
Greg Forsyth graduated from 
Douglas College in Coquitlam,BC 
with a Diploma in Business 
Management. From 2003-2007 he 
served with Canadian Armed Forces 
as a member of Princess Patricia’s 
Canadian Light Infantry, including 
a seven-month tour of duty in 
Kandahar, Afghanistan. In 2007 

he joined the Surety industry as a 
Contract Surety Underwriter and has 
been employed in that capacity by The 
Guarantee Company of North America 
since 2009, conducting business in 
Alberta and Manitoba. He is an active 
member of the Surety Association of 
Canada and pursuing an associateship 
in Canadian Surety Bonding through 
the University of Toronto.

Surety 101
Tuesday, October 23, 2012
1:00pm – 4:30pm

Location Centro Caboto Centre

Presenter Greg Forsythe

CECs 3 General

Cost $94.50 (GST included)

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

Underwriting Considerations
•	 Costs
•	 Commercial Bonds

PRESENTER:
Greg Forsyth graduated from Douglas 
College in Coquitlam,BC with a 
Diploma in Business Management. 
From 2003-2007 he served with 
Canadian Armed Forces as a member 
of Princess Patricia’s Canadian Light 
Infantry, including a seven-month tour 
of duty in Kandahar, Afghanistan. In 
2007 he joined the Surety industry as a 
Contract Surety Underwriter and has 
been employed in that capacity by The 
Guarantee Company of North America 
since 2009, conducting business in 
Alberta and Manitoba. He is an active 
member of the Surety Association of 
Canada and pursuing an associateship 
in Canadian Surety Bonding through 
the University of Toronto.

CONFLICT RESOLUTION 
SEMINAR
Wednesday, November 14, 2012
8:30am – 12:00pm
1:00pm – 4:30pm 
(Attendees responsible for their own lunch)

Location TBA

Presenter Rick Schmidt

CECs 6 General

Cost $159.00 (GST included)

This highly interactive seminar 
will present models and methods 
of Conflict Resolution (CR) along 
with practical exercises and group 
discussion. The goal is to turn 
theory into useful practice – and 
have fun doing it. Seminar segments 
include Conflict Response Styles, 
Unmet Expectations, Defensiveness, 
Confronting Issues, Effective Listening, 
and How ‘Mole Hills’ turn into 
‘Mountains.’

PRESENTER:
Rick Schmidt has been mediating 
since 1991 and opened his own 
private mediation practice in 1995. 
In addition to his work as a mediator 
and facilitator in private practice, Rick 
teaches conflict resolution (CR) studies 
at the University of Winnipeg and is 
an associate of Winnipeg’s Resolution 
Skills Centre. He says his 18 years as 
a partner in a thriving family-owned 
business have provided the experience 
that helps connect theory to practice.

Rick is a member of Family 
Mediation Manitoba and the Conflict 
Resolution Network of Canada. He 
holds a M.A. in CR from Ohio’s 
Antioch University (1999); a Diploma 
in Mediation (1999) and a Certificate 
in Conflict Resolution (1998) from 
Mediation Services, Winnipeg; an 
Associateship with the Insurance 
Institute of Canada (1986); and a B.Sc. 
in Agriculture from the University of 
Manitoba (1978).
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More Seminars  
will be announced  
in the coming  
weeks.

E & O loss  
Prevention Seminar
Friday, November 30, 2012
8:30am – 12:00pm

Location Centro Caboto Centre

Presenter Bill Gange

CECs 3 General ICM

Cost $94.50 (GST included)

This seminar is for anyone wishing 
to minimize their exposure to Errors 
& Omissions incidents. Members 
who are insured through IBAM’s 
E&O program, and who meet the 
requirements for representation, 
will earn a 10% credit on their total 
annual premium after they attend 
this seminar and remain loss free.  
The credit will apply to the three 
renewal dates following the seminar.

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

Brokerage
Staff Size

Number
Required

Position in  
Brokerage

1 - 7 1
*3

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

8 –20 2
*4

Any two of the fol-
lowing: Owner, office 
manager, producer 
or*four customer 
service representative.

21  
or more

3
*8

Any three of the fol-
lowing: Owner, office 
manager, producer 
or*eight customer 
service representative.

PRESENTER:
William S. Gange is a graduate of the 
University of Manitoba, Faculty of Law 
class of 1979. Since his call to the bar 
in 1980, he has practiced in Manitoba, 
primarily in the fields of civil litigation 
and administrative law. A significant 
portion of his practice has been devoted 
to the field of professional liability and 
errors and omissions insurance. He is a 
partner in Gange Goodman and French, 
a law firm specializing in civil litigation, 
administrative law and labour law.

HOME/COMMERCIAL 
BUILDING CONSTRUCTION 
SEMINAR
Tuesday, January 15, 2013
9:30am – 12:00pm

Location TBA

Presenter Ari Marantz

CECs 2 General

Cost $94.50 (GST included)

This seminar will look at the history of 
building construction in the province, 
focusing on the pros and cons of older 
building construction issues and the 
potential ramifications if you have them 
in your home or building. Issues to be 
discussed include single-pole knob and 
tube wiring/fuses, 30-amp service, origi-
nal plumbing, and building materials 
that are/were specific to Manitoba.   

PRESENTER:
Ari Marantz, President and Chief 
Inspector of Trained Eye Home Inspec-
tion Ltd., is a Registered Home Inspec-
tor (RHI) and author of the Winnipeg 
Free Press “Ask the inspector” column. 
He was National Vice-President of the 
Canadian Association of Home & Prop-
erty Inspectors (2003-07), President of 
CAHPI’s Manitoba chapter (2005-Pres-
ent) and served on numerous CAHPI 
committees. He has conducted over 
2,000 building inspections since 1999. 
Ari has a B. Sc. from the University of 
Manitoba (1984). 
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A s I enthusiastically jump into 
my term as Chair for the Young 
Broker Committee, I would like 

to thank Lindsey Jordan for her term 
as Chair and Dwight Heppner for his 
term as Past Chair. Both have done a 
wonderful job on the Executive and I 
look forward to working with them as 
they continue on to support the Young 
Broker Committee.

I would also like to welcome 
Katrina Hueging as Co-Chair for the 
upcoming term, this will be Katrina’s 
second go around on the Executive 
committee (Co-Chair 2007, Chair 2008, 
Past Chair 2009).

On June 4-6, Lindsey Jordan (Past 
Chair 2012-2013) and Dwight Heppner 
(Past Chair 2011-2012) attended IBAC’s 
Hill Day & National Young Broker 
Meeting in Ottawa, ON. Below is a 
message from Lindsey regarding that 
event: 

“In June, Dwight and I had the 
opportunity to travel to Ottawa to 
participate in IBAC’s Hill Day as well 
as the National Young Broker Meeting. 
It was a great experience for us to 
participate in Hill Day, where we got 
the chance to bring the Association’s 
message of consumer protection 
forward with our politicians and helped 
to ensure the strength of our industry.

“It was also great to meet with 
other provincial Young Broker 
representatives to share ideas on what 
is working in the different provinces 
and the challenges they face in regards 
to Young Broker issues.

“More tidbits:
•	 The Honourable Jim Flaherty, 

Finance Minister, made a special 
appearance at the group dinner on 
June 5.

•	 Elizabeth May, Leader of the Green 
Party and MP for Saanich – Gulf 
Islands, was the guest speaker at the 
National Young Broker Meeting.

•	 Young Brokers received an unexpected 
invite to visit The Honourable 

Andrew Scheer, Speaker of the 
House of Commons in his office at the 
Parliament Buildings. Unfortunately, 
Dwight and I were unable to attend 
due to our flight time.”

By the time this issue of MIB is out, 
we will have had our 13th Annual YBN 
Golf Day, which was held on Thursday, 
August 30, 2012 at the Winkler 
Centennial Golf Course, Winkler, MB. 
Thank you for all those who attended 
this event. Please note all proceeds were 
sent to the Cancer Society of Manitoba.

Upcoming events include Professional 
Development Day, Charity Events, and, 
of course, Conference. Please keep watch 
for the dates of these exciting events.

I joined the Young Broker 
Committee with the desire to reach 
out to other young brokers and share 

their pains and joys of being just 
that, a young broker. I have found the 
committee/network a very rewarding 
and educational network to become 
involved in. I would like to take this 
opportunity to invite new Committee 
members to join. If you are interested 
in becoming a member please send 
your bio to Maggie Matsalla at 
Maggie.Matsalla@hubinternational.com.

I also wanted to clarify that you 
do not need to be a young broker 
to attend our events. Everyone is 
welcome to attend. The only age 
restriction is to join the committee 
itself, you must be 37 or younger. 

If you would like to receive details 
on upcoming young broker events 
please send your contact information to 
Maggie.Matsalla@hubinternational.com or 
follow us on Facebook, or Twitter. 

Active Young Brokers  
looking for new members

Maggie Matsalla, HUB International Horizon Insurance 
Young Broker Committee Chair

YBN Report
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Viewpoint

Open dialogue at  
Council of the Federation meetings

Stephen Halsall,  
IBAC President-Elect

T his summer I had the opportunity 
as incoming President of the 
Insurance Brokers Association of 

Canada (IBAC), to attend certain events 
related to the Council of the Federation 
meetings held in Halifax. The Council 
of the Federation is a group formed 
about a decade ago comprising of all 
the Canadian Premiers and Territorial 
leaders who decided that it was 
worthwhile for them to meet regularly 
and discuss common national issues 
that affect all regions of the country; 
in other words, fundamental issues 
touching the Canadian federation.

About five years ago, IBAC initiated 
sponsoring the summer meetings 
in order to help defray some of the 
cost associated with putting on this 
meeting. The reason why IBAC decided 
to do this was that it seems crucial in a 
federation for all members to have open 
and honest dialogue on common issues 
and challenges. These discussions in 
turn produce a common approach in 
dealing with the federal government 
on shared jurisdictional responsibilities, 

such as health spending, energy policy 
and economic issues. 

The sponsorship allows IBAC 
to have representatives from all 
member associations at two social/
casual events associated with the 
actual working meetings. This gives 
delegates an opportunity to meet 
and build relationships with not only 
the Premier of their own province, 
but with other Premiers and their 
delegations. One of the anecdotal 
lessons we have witnessed is that the 
Premiers are very impressed to see 
that brokers from other provinces 
have similar relationships with their 
own Premiers. It also allows IBAC’s 
delegates to meet in an informal way 
and discuss provincial insurance issues 
with their first ministers.

The first ministers have shared 
with us the fact that they enjoy having 
IBAC sponsor the meeting because 
the association does not represent a 
company or any other specific entity; 
it represents a profession that advises 
and represents Canadian consumers in 

virtually every corner of the country. 
They are all aware that this is a truly 
pan-Canadian profession with roots 
and presence from coast to coast. 

I was honoured to have met nearly 
all the first ministers during my two 
days at the meetings as well as many 
of their delegations. I left the meetings 
realizing what kind of perception they 
all had of our profession; one of trust, 
value, and customer focused. They 
were all aware that the main driver of 
what we do every day is working on 
behalf of our customers, the Canadian 
insurance consumer. 

As an association, and as brokers, 
we all have a responsibility to build 
relationships with politicians and 
governments; whether it is at the 
federal level or the provincial one. 
IBAC’s sponsorship of the Council of 
the Federation provides our profession 
an unmatched opportunity to 
continue building our relationships 
with provincial governments in 
order to advance the interests of all 
Canadian insurance consumers. 

“I was honoured to have met  
nearly all the first ministers during my 
two days at the meetings as well as 

many of their delegations. 
I left the meetings realizing what 

kind of perception they all had of our 
profession; one of trust,  

value, and customer focused.” Open Dialogue
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In the next issue:

•	Special Report: 
TECHNOLOGY

•	Young Broker 
Golf Tournament 
highlights

... and more

Restoring Peace of Mind for Over 30 Years.

 

Whether it’s damage from water, fire, mould, wind or ice, FirstOnSite is dedicated to providing 
rapid, courteous and superior disaster restoration services to communities across Manitoba.  
Visit us at www.firstonsite.ca or call 1.877.778.6731.
Brandon
713 – 17th Street, Brandon, Manitoba  R7A 5A1
|  P  |  1.204.728.8971  |  F  |  1.204.728.4314

Winnipeg
1510 Wall Street, Winnipeg, Manitoba  R3E 2S4
|  P  |  1.204.783.9086  |  F  |  1.204.783.8384

Restoring Homes and Businesses for Over 30 Years.
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Whether it’s health, dental or travel coverage, as 
Manitoba’s only not-for-profit supplemental health care 
provider we are committed to designing a benefit plan 
to fit your clients’ needs. 

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

Visit us online at mb.bluecross.ca

Plans designed for your clientsPlans designed for your clientsPlans designed for your clientsPlans designed for your clientsPlans designed for your clientsPlans designed for your clientsPlans designed for your clientsPlans designed for your clientsPlans designed for your clients

• HLL & Special Events Liability

• Exhibitor Liability

• Contents in Storage 

(Personal and Commercial)

• Weddinguard

• Server Liability

• Event Cancellation

• ATM, VLT & Vending Machines

• Prize Indemnity 

• Miscellaneous Property

(short & long term)

For more information
give us a call.

Calgary, Alberta
Head Office

Toll Free: 1-800-661-1608
Fax: 403-261-3903

Simcoe, Ontario

Branch Office

Toll Free: 1-800-265-8098

Fax: 519-428-5661

Service en français
disponible!

Visit our website: 

www.palcanada.com
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Mark Woodall and Sports-Can enjoy the  
freedom to give back

Sports-Can Insurance Consultants Ltd. is a broker-
friendly, Langley-based managing general agent (MGA). 
While offering all lines of insurance, it specializes in 

sports, leisure, recreation and tourism insurance.
The company’s Saskatchewan-born President and owner, 

Mark Woodall, is an engaging individual who obviously 
loves what he does. “I’ve been so fortunate,” he says. “I started 
my own adjusting firm in 1994 and managed to grow it to a 
decent size. In 2006, I sold the business and purchased Sports-
Can. The sale put me in an advantageous financial position 
and gave me the freedom to do a lot of different things.”

Woodall is well known within the BC insurance industry. 
He has been an Insurance Institute instructor for 20 years 
and, in 1999, was named BC Instructor of the Year. In 2009, he 
was honoured by being named Insurance Person of the Year in 
the province.

Sports-Can requires no minimums from its broker 
partners. According to Woodall, “We aren’t controlled by 
any large insurance company. As these big entities ‘put the 
squeeze’ on brokers, we are there to fill the niche and work 
with brokers to write regular or specialty insurance products 
to suit their individual clients.”

One area of insurance in which Woodall and his team possess 
unique expertise is participant coverage. Woodall says this is 
one of the industry’s most misunderstood areas of insurance. 
“Most brokers and industry people simply don’t understand it. 

There are probably only 10 companies in Canada that market 
it, Sports-Can being one. It can be very complicated. I have 
25 years experience in participant insurance and really enjoy 
training brokers in its various nuances so they write the proper 
coverage and avoid E&O claims.”

He adds, “We are still small enough that our broker 
partners can contact me with questions. I really enjoy 
meeting brokers and helping them tailor insurance programs 
to their specific needs.”

Giving back
Being free to basically ‘call his own shots,’ Woodall has 
engendered an eagerness to give back within Sports-Can’s 
corporate culture. While contributing to community-
wide initiatives such as ‘Coats for Kids,’ Woodall and his 
team have initiated numerous programs to help those less 
fortunate. 

These programs include purchasing backpacks and filling 
them with school supplies for students who are returning 
to school in the fall. The company also hosts a Christmas 
dinner for 500 every year. 

In the area of sports, Sports-Can purchases 500 tickets to 
BC Lions games throughout a CFL season and gives them to 
youth who normally wouldn’t be able to attend. Woodall’s 
team has also donated sports equipment and custom-made 
uniforms to inner-city schools. 

Specialty Insurance

Mark Woodall, President and owner of Sports-Can 
Insurance Consultants Ltd.

Sports-Can participates in the annual Coats for Kids program
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Specialty Insurance

Within the company itself, employees have a pension 
plan, which is unique for a small company. They also enjoy 
profit sharing.

Ever-growing
While Sports-Can is still a small, hands-on company, it is 
growing. It recently opened an Ontario office in Whitby. 
The next region of Canada in which it will focus its 
attention is Manitoba and Saskatchewan. “I’m a prairie boy 
at heart,” states Woodall. “I’m very much looking forward 

Sports-Can donated custom-made jerseys to this inner city school Sports-Can provides sports equipment to  
inner-city schools on the Lower Mainland in BC

to increasing Sports-Can’s presence in these two provinces. 
Both Manitoba and Saskatchewan are doing extremely 
well economically these days – the construction that is 
taking place as you drive through these provinces is exciting 
to behold. We are currently looking to set up an office in 
Winnipeg to handle our Man-Sask business.”

If you are a broker and would like to talk insurance with 
Mark Woodall, he encourages you to call him directly at 
1-800-993-6388. For further background information on 
Sports-Can, visit www.sports-can.ca. 

At TSW, we have what it takes to make it happen.  
We’re a team of highly skilled, creative and motivated 
insurance wholesalers, with strong and supportive 

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

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

that will generate the best possible results. 

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

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

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

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

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

International Insurance Wholesaler

ATTENTION BROKERS!
TSW WANTS YOU TO SUCCEED. 
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Does your client have Participant Liability 
coverage for Sports and Recreational 
Risks? Sports-Can is your provider to 

ensure your client has the right coverage.

Know the difference. Go with the best.

I

1-800-993-6388
help@sports-can.ca
www.sports-can.ca

1-800-663-9066
info@srib.ca
www.srib.ca

participant liability
I
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 Over the last few months there has been a resurgence  
of articles on interest rates and where they might  
be headed. Easy to write about, but much harder  

to predict.  
In looking at the history of prime rates for the past 40 

years, my bet would be very few, if any, prognosticators 
would have been dead accurate on when and how much 
rates would move. The high point came in August 1981 
with the prime interest rate at 22.75% – for those of a 
more mature age, the mere memory of this likely invokes 
a headache. The low point of 2.25% came in April 2009. 
At the time of writing the prime rate is at 3% being much 
closer to a historical low than a high.

If you have only nominal debts, a change in interest rates 
is not likely to be of great concern. But for a brokerage that 
has recently taken on substantial debts, at least planning 
now for potentially higher rates is a valuable exercise with 
the following considerations:

Stress testing your cash flow: 
Take the loan you have now and apply a higher interest rate. 
Consider a brokerage that has borrowed $500,000 for 10 years. 
If floating rates increased 1%, that would translate into a 
difference of $4,750 in the first year. While this is not pocket 
change, neither is it likely to materially impact a brokerage. 
However it is interesting to note that if prime did increase to 
the five year high of 6.25%, that would translate into about an 
extra $15,000 per year for the brokerage. Ultimately this is not 
about predicting the rate, but understanding how much of an 
increase the brokerage could afford.

Fixing interest rates:  
Fixing your rate provides certainty around payments for 
a defined time period. However, for loans that would still 
have principal outstanding at the end of a fixed term, 
consideration of how increased rates could impact cash 
flow at that point is prudent. The immediate downside of 
choosing fixed rates is that most often fixed rates will be 
higher than current floating rates. As an alternative to fixing 
rates on all loans, depending on your stress testing above, you 
could choose to fix rates on a portion only. 

Managing floating rate interest risk:  
Even with the potential variability in rates, you can reduce 
your risk by establishing higher principal payments to 
reduce the loan faster. Alternatively, loans may have the 
ability to prepay some amount without penalty. So when 
the brokerage does build up excess cash, potentially through 
receiving higher than expected CPCs, plan to prepay some 
portion of the principal. In either case, if rates go up, you 
will have reduced the loan amount that would be subject to 
the higher interest rates.

What goes down …
By Tony Ngo,   
BMO Bank of Montreal®

Business Corner

Ultimately, in going through such an exercise you may 
find that in fact no action is necessary. What is important is 
to know where you stand, consult with your advisors and 
understand your risk appetite – much in the same way you 
would advise your own customers on their insurance. 

®Registered trade-mark of Bank of Montreal.
Disclaimer: The views and opinions expressed in this article are those 
of the author and do not necessarily reflect those of Bank of Montreal.
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This is a question that 
is being asked with 
increased frequency. 
Unfortunately there is 
no easy answer. 
Many regulators mandate insurance 
brokers carry E&O insurance in order 
to comply with the insurance license 
requirements. Depending on the prov-
ince, the E&O mandate also stipulates 
a minimum limit of liability protection 
be purchased. The limits range between 
$500,000 and $1,000,000 per claim, with 
an aggregate limit going up to as high as 
$5,000,000. 

Compare this to the third party 
liability insurance requirements of a 
registered owner of an automobile. 
Regulations require the vehicle owner 
to purchase as a minimum, a stipulated 
limit of insurance. P&C brokers do a 
good job recommending higher automo-
bile limits to their clients. It is relatively 
easy for those of us in the industry to 
point to examples of serious automobile 
accidents where the resultant damages 

exceed the minimum liability limit 
required. Generally speaking, we have 
not seen a lot of Broker E&O claims 
stemming from inadequate automobile 
third party liability limits. 

Similar to automobile insurance 
limits, the following broker E&O claim 
examples illustrate the need to purchase 
adequate E&O limits: 

Exceeding binding authority 
An insurance broker sold a commercial 
vehicle liability policy to an insured. 
A truck driven by one of the insured’s 
employees ran a stop sign and broadsided 
another car. The driver of the other car 
suffered severe permanent injuries. 

The automobile insurer for our bro-
ker’s client rescinded the policy based on 
misrepresentation by the broker’s client. 
The policyholder listed only himself as 
the driver and did not disclose that he 
sometimes had an employee drive the 
vehicle. The employee involved in the 
accident had a very poor driving record 
and had this driver been disclosed, the 
automobile insurer would not have 
accepted the risk. 

The automobile insurer also took 
the position that our insured broker 

exceeded its binding authority with 
respect to this commercial risk.  
At time of binding, the broker had 
binding authority for light commercial 
vehicles. For heavy commercial vehicles, 
the broker had to get prior approval. 
While our Insured stated they obtained 
prior approval, unfortunately there was 
no supporting documentation. 

This case settled for a significant 
seven-figure award against the broker. 

Application error – misrepresentation 
The Insurer denied a homeowner’s claim 
following a total fire loss based on alleged 
misrepresentations on the application 
regarding prior loss history and existence 
of a central station monitored security 
system. The policyholder contended the 
broker was aware of the prior claims 
history and the temporarily inoperative 
security system. The case was settled 
with a payment of $1.05 million.

Inadequate limit 
The Plaintiff purchased a large building 
and requested coverage with a limit equal 
to the purchase price. The broker advised 
the plaintiff that the requested limit was 
insufficient given the size of the building. 

E&O Insurance

Is your limit 
adequate?

By Stephen Ritter SVP Swiss Re Corporate Solutions
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The Plaintiff eventually purchased limits 
much higher than that initially requested. 
The insurer subsequently obtained an 
inspection that put the replacement cost 
of the building at nearly double the limit 
purchased. The broker received the report 
but did not forward it to the policyholder. 
Three months later the building was 
destroyed by fire. The policyholder is 
seeking significant seven-figure damages 
from the broker for the difference between 
the insured value and the building replace-
ment cost. 

A number of factors should be taken 
into consideration when determining an 
appropriate limit for your E&O insurance 
including:
•	 The composition of your portfolio 

(personal lines / commercial lines);
•	 The policy limits you currently 

provide;
•	 The complexity of the accounts you 

have in your portfolio. Do you have 
risks that are prone to large limit losses 
(i.e., trucking, professional liability, 
surety, aviation, hazardous products 
and pollution liability)?; and 

•	 The size of your brokerage (‘deep 
pocket’ syndrome).

Our Statistics clearly show that the 
severity of Broker E&O claims continues 
to increase. They also show that one in 
eight brokers can expect to be confronted 
with a new E&O claim in 2012. One last 
statistic; 45% of brokerages in our port-
folio have purchased liability limits of $2 
million or less! 

The above claim examples and statis-
tics point to a need for brokers to take a 
hard look at their current E&O liability 
limit and increase it as appropriate. 
Remember, what you may consider to 
be an adequate limit for an E&O loss can 
prove to be inadequate should a major 
loss event occur.  

This article is intended for general infor-
mational purposes only and is not to be 
relied upon or used for any particular pur-
pose. Swiss Re shall not be held responsible 
in any way for, and specifically disclaims 
any liability arising out of or in any way 
connected to, reliance on or use of any of 
the information contained or referenced 
in this article. The information contained 
or referenced in this article is not intended 
to constitute and should not be considered 
legal, accounting or professional advice, 
nor shall it serve as a substitute for the 
recipient obtaining such advice. Insurance 
products underwritten by Westport Insur-
ance Corporation, Overland Park, Kansas, a 
member of Swiss Re Corporate Solutions.

Work WitH people 
you trust.

We have been all about TRUST since 1920.  

GRAIN INSURANCE  
& GUARANTEE

graininsurance.com

Commercial Business, Retail 

Industry, Hospitality Industry, 

Commercial Real Estate, 

Agricultural Industry, Grain 

Handling Facilities, Churches, 

Optometrists/Opticians, 

Amusement Industry, Concerts, 

Special Events, Rodeos, Custom 

Designed Programs

Corporate Office
1240 One Lombard Place
Winnipeg, Manitoba  R3B 0V9
1-800-665-3351 
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Frank Cowan introduces Elder Care
Frank Cowan Company is pleased to reveal a new insurance program called Elder Care.  The Elder Care program is designed 
specifically for organizations and staff providing care and services to mature individuals located in nursing homes, retirement 
homes and long-term care facilities. 

A recent Statistics Canada press release previewing 2011 Census information says, “The number of seniors 65 and over has 
been catching up with the number of children 14 and less in the last 40 years. As a share of the Canadian population, seniors 
represented 13.7% according to data from the 2006 Census. Population projections indicate that this share could increase 
to 22.8% by 2031, when the last cohort of baby boomers, born in 1965, will reach age 65. As a result, population aging will 
present many challenges for Canada in the coming decades.” 

“We recognize the need and demand for a specialized insurance program for this growing demographic. Frank Cowan 
Company set out to offer a robust product that offers coverage combinations not currently found in the market. We address 
the intrinsic needs of elder care facilities and the professionals who work in this industry”, states Michael Lough, the 
company’s VP, Programs. 

The Elder Care program distinguishes itself from others in the market by offering: 
•	 No General Liability Annual Aggregate   •	 Computer Violation (Data Breach Insurance)
•	 Abuse Coverage   •	 Legal Expense including the Criminal Code
•	 Medical Malpractice Coverage   •	 Multi-Line Package Policy 

“The addition of the Elder Care program to our product line up demonstrates our commitment to insurance solutions 
for niche segments. Our dedicated team of professionals consists of experts in these lines of business. Their experience 
and knowledge is what sets us apart, in addition to our superior risk and claims value-added services,” notes Larry Ryan, 
President, Frank Cowan Company. 

Organizations choosing the Frank Cowan Company Elder Care program also benefit from their superior risk management 
expertise. This service allows clients to minimize their risk exposures, prevent incidents and reduce costs. The client receives 
better care and the organization knows they are doing all they can to mitigate risk. 

Frank Cowan Company distributes the Elder Care program and all of their products through insurance brokers across Canada. 
Because Frank Cowan Company is a MGA, broker contracts are not always required to write business with the company. 

Industry News

We care about what you care about.   

75 Main Street North
Princeton, ON N0J 1V0

Phone: 519-458-4331
Toll Free: 1-800-265-4000
www.frankcowan.com

No Broker Contract Required

Frank Cowan Company is a Canadian Managing 
General Agent and a leader in providing specialized 
insurance solutions through independent insurance 
brokers. You don’t need a contract to write business 
with us. 

Our product features for youth, school, healthcare and 
community service organizations can include:

• No General Liability Annual Aggregate
• Abuse Coverage
• Malpractice Coverage
• Workplace Disruption Coverage

• Computer Violation
• Legal Expense
• Multi-Line Package Policy
• Much more!
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Industry News

Westaim Board approves sale of JEVCO to Intact Financial
The Westaim Corporation announced that it has filed its management proxy circular with the Canadian securities commission 
ahead of its June 28 special shareholder meeting.

The proxy circular announces the unanimous recommendation from Westaim’s Board of Directors that the insurer’s 
shareholders approve the sale of all of the shares of JEVCO Insurance Company to Intact Financial Corporation for $530 million.

The transaction, subject to certain closing conditions including the approval of at least 66 2/3% of shareholder votes, is 
expected to close no later than August 30, 2012.

Westaim said following the completion of the transaction, the company is proposing to distribute substantially all of the net 
proceeds received from the sale to holders of the Common Shares by way of a return of capital and a corresponding reduction of 
the stated capital of the Common Shares.

On May 2, Westaim announced it was selling its specialty and niche insurance business JEVO to Intact Financial 
Corporation. In 2011, JEVCO had about $350 million in direct premiums written.

RSA agrees to purchase 
L’Union Canadienne
RSA Canada has agreed to acquire 
L’Union Canadienne, a Quebec-
based intermediated 
P&C insurer, from its parent 
company Co-operators General 
Insurance Company (CGIC) 
for $150 million, pending 
regulatory approval, and other 
standard closing adjustments and 
conditions.

“This is an exciting day for 
RSA and L’Union Canadienne,” 
said Rowan Saunders, President 
& CEO of RSA Canada. “Quebec 
is very important  
to us – a province in which 
we have a long history, dating 
back to 1845. This acquisition 
positions RSA as a top 5 insurer 
in Quebec and solidifies us as 
the third largest P&C insurer in 
Canada.”

“Following a series of recent 
acquisitions, RSA is now 
positioned as the insurer with the 
broadest national personal and 
commercial proposition, offering 
end to end solutions from coast 
to coast.”

L’Union Canadienne 
is Quebec’s third largest 
intermediated Personal Lines 
insurer, employing over 300 
people across offices in Quebec 
City and Montreal, and 
distributing through a network of 
more than 150 brokers across the 
province.

RSA currently operates 
three offices in Quebec, with 
approximately 200 employees.

1-877-907-7327
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MPI road safety efforts specifically aimed at active 
transportation options 
As a leader in road safety, Manitoba Public Insurance fully supports Manitobans’ 
efforts to pursue sustainable transportation options such as cycling and walking.

 MPI’s road safety efforts are designed to complement the province’s recently 
announced Active Transportation Plan – a three-year plan focused on safety for 
cyclists and pedestrians, in addition to raising the awareness of drivers.

In alignment with road safety awareness, MPI is launching its ‘Cycling Cham-
pion’ program that will enhance existing cycling safety awareness campaigns, 
educational materials available through the corporation’s website, and bike rodeos 
already being delivered to pre-school and early elementary aged children through-
out the province.

“By reaching out to the grassroots level of cycling, our goal is to build a solid, 
road safety foundation to ensure the close association between active transporta-
tion and road safety,” said Ward Keith, Executive Director, Driver Safety & Regula-
tory Control, MPI. “The objective is to educate both motorists and cyclists about 
road safety and the obligation to share the road safely. Road safety is very much a 
team effort.”

The ‘Cycling Champion’ program encourages people to learn about cycling safety 
and then share that information by delivering safety presentations in their schools, 
workplaces or communities. In partnership with cycling stakeholder groups, MPI has 
developed a ready-made presentation kit that contains a facilitator’s guide with speak-
ing notes and PowerPoint presentations geared towards both children and adults. 

All materials required to deliver a cycling presentation are provided at no charge. 
As a value-added option, a hands-on training program delivered by certified Can-BIKE 
instructors is also available at no charge to those who want to take up this challenge. 

For more information or to register for a workshop, people can call Manitoba 
Public Insurance Road Safety at 204-985-8737.

Industry News

Applied Systems  
acquires Compu-Quote 
Applied Systems, Inc., a 
leading software provider, 
has acquired Compu-Quote 
Inc., Canada’s leader in 
comparative insurance rating 
solutions.

The transaction combines 
one of the insurance 
industry’s leading broker 
management software 
providers with Canada’s 
leader in comparative rating 
services, business rules 
automation and analysis 
tools. The combination of 
Compu-Quote and Applied 
Systems establishes Canada’s 
leading insurance software 
provider.

“All of us at Compu-
Quote are pleased to join 
Applied Systems. We 
believe the significant 
resources and technologies 
of Applied Systems will 
allow us to further invest 
in our customers, software 
solutions, people and future,” 
said James Nickelo, Senior 
VP, Compu-Quote.

“The acquisition 
establishes Applied Systems 
as the leading provider of 
software to the Canadian 
insurance market,” said 
Reid French, CEO, Applied 
Systems. “We believe 
the transaction provides 
excellent growth prospects 
and synergies for Applied 
Systems and our customers, 
and is fundamental to our 
company’s growth strategy.”

Compu-Quote will 
become part of Applied 
Systems Canada, increasing 
the company’s ability to 
better serve and support 
its Canadian customer 
base, while also providing 
significant value to its 
customers through tighter 
integration between the 
company’s software 
platforms.

YOU
SHOWING

THE WAY
FROM

COAST TO COAST

gcna.com

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

THE GUARANTEE COMPANY OF NORTH AMERICA

SURETY CORPORATE INSURANCE PERSONAL INSURANCE

• Contract Surety
• Commercial Surety
• Developer Surety

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

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

• Guarantee SUPERIOR (Ontario only)
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Industry News

iClarify launches to 
Manitoba brokers 
SCM Risk Management Services 
(RMS) is pleased to announce the 
launch of iClarify Services to Mani-
toba Brokers using the Compu-
Quote quoting platform and 
PowerHouse evaluation platform. 
The initial launch is focused within 
the Greater Winnipeg area along 
with the most heavily populated 
city centres across the province. 
Enhanced data and imagery services 
will continue to go live across Mani-
toba throughout 2012. 

“iClarify’s residential data valida-
tion platform continues to expand 
its offering to brokers throughout 
Canada. We are extremely pleased 
to offer this service to Winnipeg 
based brokers and look forward to 
offering the service to additional 
brokers throughout Manitoba in the 
weeks and months ahead,” stated 
Jeff Sutton, National Director, 
iClarify 

“Through our exclusive part-
nerships with Compu-Quote and 
PowerSoft, iClarify is now acces-
sible to 90% of brokers directly on 
their desktops.” 

iClarify, the recent 2012 winner 
of the Insurance Canada Technol-
ogy Award combines unique, pro-
prietary data derived from the larg-
est nation-wide repositories of total 
loss claims and inspection data to 
create an aggregate predictive data 
model. iClarify generates 14 critical 
construction data elements while 
also providing accurate, geo-coded 
streetscape and satellite imagery. In 
effect, brokers are able to now ‘see 
the risk,’ driving accuracy, transpar-
ency and a solid understanding of 
the risk at point of sale. The service 
has allowed brokers to experience a 
new level of innovation and sophis-
tication through a streamlined 
approach to risk selection, while 
also driving efficiencies such as 
reduced average quote times. 

“Compu-Quote is very pleased 
to continue to work with RMS to 
provide this exciting and valuable 
functionality to Canadian brokers. 
It’s now our pleasure to participate 
in the launch of iClarify to Mani-
toba brokers” said James Nickelo, 
Compu-Quotes Senior VP. 

Please send Industry News items to  
Managing Editor, Terry Ross.

Email: terry@kelman.ca

MAIN OFFICE

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

BRANCH OFFICE

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

www.jdsadj.ca

I

Canada’s top General & Specialty MGA
Is coming to central Canada 

We are seeking experienced senior property/ 
casualty underwriting personnel in both the Calgary 

and Winnipeg areas. Extraordinary compensation, 
profit sharing, & benefits.

Please send your resume in confidence 
to: resume@sports-can.ca

Suite 103, 8411 - 200th Street
Langley, BC, Canada V2Y 0E7

Toll Free: 1-800-993-6388
Fax: (604) 888-1008

SPORTS CAN & SPECIAL RISK  
ARE EXPANDING!
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Reach our Advertisers

The Manitoba Insurance Broker would not be possible without the advertising support of these companies and 
organizations. Please think of them when you require a product or service. We have endeavoured the make it 
easier for you to contact these suppliers by including their telephone number and, where applicable, their websites. 
You can also go to the electronic version of the Manitoba Insurance Broker at www.broker.ca and access direct links to 
any of these companies.

Company PAGE Phone Website

ALLMOVE 55 204-633-6889 www.allmove.com 

Aurora Underwriting Services Inc.       30 866-328-1314           www.auroraunderwriting.com

Aviva Canada 6 204-942-0424 www.avivacanada.com 

Bank of Montreal                                    14 416-927-5973    www.bmo.com

Beacon Underwriting 24  888-645-8811           www.beacon724.com

Belfor 53 204-774-8186 www.belfor.com

CAA Manitoba 52 204-987-6222 www.caamanitoba.com

DAS Canada 67 416-342-5400 www.das.ca

Elliott Special Risks 27 800-223-8858 www.elliottsr.com 

Essex Insurance 26 204-633-4005 www.essexinsurance.com

Firstonsite Restoration 52 204-783-9086 www.firstonsite.ca

Frank Cowan Company 60 800-265-4000 www.frankcowan.com 

Gemstar Insurance 25 204-889-1880 www.gemstarinsurance.com

G.Woodward Restoration Services Ltd. 57 204-783-6266

Grain Insurance & Guarantee 59 204-943-0721 www.graininsurance.com

Guarantee Co. Of North America 62 416-223-9580 www.gcna.com

HUB International Horizon Insurance 17 204-988-4789 www.hubhorizon.ca
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Reach our Advertisers

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

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

Company PAGE Phone Website

Insurance Institute of Canada 66 866-362-8585 www.insuranceinstitute.ca

Intact Financial Corporation 31 204-942-8402 www.intactfc.com 

James Dube Spraggs Adjusters Ltd. 63 204-985-1200 www.jdsadj.ca 

Manitoba Blue Cross 53 204-775-0161 www.mb.bluecross.ca 

Manitoba Public Insurance 8 204-945-8097 www.mpi.mb.ca

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

National Brokerage Services Inc. 29 877-732-4607 www.scn-nbs.com

Pal Insurance Brokers 53 800-265-8098 www.palcanada.com 

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

Pioneer Window & Door Manufacturing Ltd. 9 877-832-5580 www.pioneerwindowanddoor.com

Policy Works 51 800-260-3676 www.policyworks.com 

Portage Mutual Insurance 16 800-567-7721 www.portagemutual.com

Priority Restoration 19 204-786-3344 www.priorityrestoration.com

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

Royal & Sun Alliance Ins. Co. of Canada 33 416-366-7511 www.rsagroup.ca

Sarbit Insurance 32 204-943-0581 www.sarbitinsurance.com

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

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

SPECS 61 888-394-4434 www.specs.ca

Sports-Can Insurance Consultants Ltd. 56, 63 800-993-6388 www.sports-can.ca

Swiss RE 68 416-217-5550 www.swissre.com

Trans Canada Insurance Marketing Inc. 10 204-925-8276 www.tcim.ca

TSW Management Services 55 866-904-8146 www.tsw-management.ca

Wawanesa Insurance 7 204-824-2132 www.wawanesa.com

Western Financial Group 4 866-843-9378 www.westernfinancialgroup.ca

WINMAR 10 866-494-6627 www.winmar.ca 

Wyatt Dowling Insurance Brokers 34 204-949-2600 www.wyattdowling.ca
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New to Canada, this product covers
costs faced by your clients in the course
of pursuing or defending legal actions.

Costs like lawyers’ fees, charges for disbursements, medical reports,
expert witnesses or even the opponent’s legal costs. It covers things
like employment and contract disputes, debt recovery, legal defence,
property protection and tax issues.

Things a regular business CGL policy doesn’t.

It also gives your clients unlimited use of a telephone Legal Advice Helpline.

Make sure your clients have access to justice. Contact Katherine McLeod
today at 1.888.686.4244, kmcleod@das.ca or visit us at www.das.ca.

This small
business
owner
needs a
lawyer.

His broker should
have told him about
DASbusiness™ Legal

Expense Insurance.

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

See for yourself at www.swissre.com/eo

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

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

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

© 2012 Swiss Re 
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