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When it comes to protecting your reputation,
you may find us surprisingly fierce.

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 firms across North America have discovered, we're fiercely committed to protecting what matters
most — your business, your financial assets and your reputation. At Swiss Re, risk is the raw material with which we work;
what we create for you is opportunity.

See for yourself at www.swissre.com/eo

Corporate Solutions ~ Swiss Re

©2012 Swiss Re

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

T+1 902 876 0526 T+1506 450 2898

——— www.ibans.com - Oweau'br“”swm www.nbinsurancebrokers.ca
Eer— 380 Bedford Highway Suite 201, 590 Brunswick Street
Halifax, Nova Scotia P.O. Box 1523, Fredericton
B3M 214 New Brunswick E3B 5G2

Insurance Brokers Association of Nova Scatia F+1 902 876 0527 :ﬁvé arrtian;%cek / F+1 506 450 1494
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Insurance products underwritten by Westport Insurance Corporation, Overland Park, Kansas, United States, a member of Swiss Re Corporate Solutions.
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Message from the President

Geordie Lamb, CAIB
President IBANB

As I sit down to pen my first article as
the newly elected president of IBANB,
I have to pause for a second to gather
my thoughts. It will definitely take
some adjustment getting used to being
the president of our great association.

I think back to our recent Annual
General Meeting, when I stated that one
of my focuses this year was to have
everyone in our broker community
stand up, be proud and focus on us the
“INSURANCE BROKER”. It is time to
stand and be proud of who we are and
what we do. We are “Consumer
Advocates”, we are “Advisors”, and we
are “Small Businesses”, in nearly every
community.

We need to show everyone how differ-
ent we are from the direct writers and
the banks. We are in the community and
we are there for our clients when they
need us the most. So, please give your-
self a pat on the back for a job well
done.

This will not be an easy task, but with
all the caring, dedicated and passionate
people working “together”, we can do
it. We can maintain our channel.

IBANB

“WE ARE
INSURANCE BROKERS”

One more thing to remember is behind
each great leader is a great team, and
we are in good hands at IBANB with
our current board members, of whom
without their passion, dedication and
drive I would not be able to do my job.

“BE A BROKER BE INVOLVED”

One final thought in closing is that we
are under threat from the directs and the
banks, so keep in mind that, “individu-
ally we will fail”, but “together” we
will beat the directs and banks and
maintain our channel. [l

Geordie may be reached at
(506) 634-1177 or via email at,
geordie@carnaghantaylor.com.

Au moment d’écrire mon premier arti-
cle a titre de président fraichement élu
de ’ACANB, j’ai besoin d’un instant
pour rassembler mes idées et pour me
faire a I’idée de présider notre belle
association. J’admets qu’il me faudra
un peu de temps pour m’habituer & mon
nouveau role.

Je repense a notre récente assemblée
générale annuelle et & ce que j’ai dit.
Entre autres, que je tenais cette année a
faire en sorte que tout le monde dans
notre communauté des courtiers puisse
s’affirmer et montrer sa fierté d’étre
une « courtiere d’assurances » ou un
« courtier d’assurances ». Il est temps
d’étre fiers de ce nous faisons et de qui
nous sommes. Nous sommes des
« défenseurs des consommateurs » et
des « conseillers » et nos « petites
entreprises » ont pignon sur rue presque
partout dans la province.

Il faut que nous montrions a tout le
monde & quel point nous sommes dif-
férents des assureurs directs et des ban-
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ques. Nous sommes présents dans la
communauté, nous sommes la quand
nos clients ont le plus besoin de nous.
Alors, n’hésitons pas a nous féliciter
pour notre excellent travail.

La tache ne sera pas facile, mais en tant
que gens attentionnés, dévoués et pas-
sionnés qui travaillent « ensemble »,
nous pouvons y arriver et garder intact
notre réseau.

« NOUS SOMMES DES
COURTIERS D’ASSURANCES. »

Et n’oublions pas que derriére chaque
bon leader, il y a une bonne équipe.
N’oublions pas non plus que nous
sommes entre bonnes mains a
I’ACANB avec les membres actuels de
notre conseil d’administration. Sans la
passion, le dévouement et I’enthousi-
asme qui les animent, je serais inca-
pable de faire mon travail.

« COURTIERS ET COURTIERES,
ENGAGEZ-VOUS! »

Permettez-moi d’ajouter en terminant

que, sous la menace que représentent
les assureurs directs et les banques,
nous devons prendre conscience que, si
nous agissons individuellement nous
échouerons, mais que si nous prenons
I’engagement d’agir « ensemble » nous
I’emporterons sur les assureurs directs
et les banques et nous réussirons a
garder intact notre réseau. i

Geordie peut étre joint au
506-634-1177 ou a
geordie@carnaghantaylor.com

of th

It is with regret that we announce the
closure of the Lobster Pond Chapter of
the Order of the Purple Duck.

The Purple Duck is an organization in
North America that is made up of the
past presidents of the various state and
provincial insurance brokers associa-
tions and the Lobster Pond Chapter
was established in Atlantic Canada on
October 5, 1988.

The first gala was held in St. John’s,
NL and that particular evening there
were 21 past presidents inducted into
the Order, as well as, inducting three

Purple Duck Closes

out of town guests from
Ontario and Manitoba.
Historically, this event has
been held in conjunction
with the “Atlantic
Alliance” conventions so
as to have as many induct-
ed members and “to be
inducted” members in
attendance from all four
provinces.

The evening was held
with the assistance of con-
tributions from our indus-
try partners, as well as the
four provincial associations combined
with a fee for the evening from each
attendee. It was a ‘black tie’ affair and
always well attended.

Over the many years the evening was
arranged by volunteers such as Bill
MacEachern and Gordon Full, along
with Sarah Raine, Phyllis Veiniot,
Nancy Thorne, Paulette Holder and
Millie Pettigrew. As a result of these
events, we had built up a bit of a war
chest which Sarah Raine had invested
to be used for future gala evenings.
Unfortunately, after many years of ded-
ication, Sarah Raine is retiring from her

position as “keeper” of the funds and
we had to make arrangements with the
investment.

As a result of this, we had IBANB
CEO, Andrew McNair send out a letter
to his counterparts in the Atlantic
Provinces. We wanted to see if any of
the past presidents would volunteer to
take over the duty as keeper of the war
chest and assist in arranging for this
special evening every few years — there
was no response.

As a result of this, it was decided that
the Lobster Pond Chapter of the Order
of the Purple Duck would be closed
and the remaining funds that totaled
$3,897.80 would be donated to WICC.
Sarah Raine, Nancy Thorne and
Paulette Holder met in Saint John
recently and the funds were turned over
to Nancy Thorne, Chairman of WICC
on behalf of the Lobster Pond Chapter.

We felt it was important to mark this
event and to let everyone know that this
does not have to be the end of this won-
derful tradition — if anyone wants to
start the Chapter up again, it would be
welcomed.
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Message from the President

Sarah Amirault, CAIB
President IBANS

Charting a New Course

Recently I was speaking with a fellow
broker about the Association and I was
asked a very important question: “How
is the consolidation of brokerages
impacting IBANS”? This question is a
timely one, and one which has been
front and center in Board conversations
for the last couple of years.

As brokers and members of the
Association we are all painfully aware
times are changing. The way we did
business five or 10 years ago is no
longer adequate to maintain and grow
our businesses. The time has come to
reinvent our business models so brokers
can meet the consumer where they are
and provide customer service when

they expect to receive it.

The Association is in the same position.
We need to adapt to our changing envi-
ronment and be proactive by anticipat-
ing what the future will hold in the next
10 years. This is easier said than done
as none of us have a crystal ball, but

what we do have is years of experience
and knowledge within our membership;
these strengths will be what we draw
upon to chart our new course.

As we move forward it is imperative
that we remain informed and aware of
what is occurring in our industry both
with regards to ownership of broker-
ages and the consolidation of markets.
There are important conversations to be
had regarding these issues, such as:
Who can be a member in IBANS, and
in what capacity?

This could involve change or keeping
the status quo, but the choice must be
made by this Association as a whole.
We also need to know what we mean by
the word “broker”.

broker evolved or has it remained the

Has the role of a

same? Should a brokerage be defined
by ownership or should it be defined by
operations?

I believe every member of IBANS has
an opinion on these issues and we
MUST engage in conversations to
ensure all points of view are heard. The
reality is 70% of broker principals are
These
demographics are staggering and high-

between the ages of 50-69.

light the serious issue of ownership and
perpetuation of the broker channel and
what their impact will be on the
Association. We must address these

issues sooner rather than late.

So what are we going to do about these
issues and our current reality? We are
going to engage and have these difficult
conversations with the goal of making
our Association stronger. We need to

work together on all levels and make a
commitment to the future. The IBANS
board has already been looking to the
future.

In July of this year, the Board of
Directors participated in a strategic
planning session to begin the work of
creating our positive future. We have
identified four main thrusts: First we
need to ensure IBANS is, and remains,
the face and voice of brokers within the
industry as well as to the public sector.
Second, we must grow the number of
IBANS members who are actively
engaged with the Association. Third,
we must enhance recognition of and
pride in the broker community. Finally,
we must ensure that IBANS is a viable
and relevant organization. This work is
not only achievable but necessary to
ensure the broker voice remains one of
influence with its stakeholders.

On November 21st, IBANS will have
held a Town Hall Meeting to begin
these important discussions. I look for-
ward to working with the IBANS mem-
bership to chart our new course and
also sharing with our stakeholders our
future direction. |l

Sarah may be contacted at
(902) 245-4741 or via email
s.amirault@fairway.ca.

e rwce Enkes mcaime! v s
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IBANS Annual General Meeting & President Dinner 2012

IBANS Board of Directors from I to r: Gina
McFetridge, Director; Karen Slaunwhite, Sarah Amirault, IBANS President pres-

presents Joe Davidson, Davidson Executive Director; ~Sarah  Amirault,  op¢s Tomas Stryncl, Aon Reed Stenhouse
Lenimtifms L Clramive, Wieemy Grms Inc. with the 2012 C.D. Fraser Memorial

gllsurancz Ltg' with the W. Ritchie James, Treasurer; Cathie Robski, Director; Scholarship
acCoy Award. Glenna Boudreau, Vice President. Missing — '
Richard Bishop, Chairperson.

Carolyn James, IBANS Chair, proudly
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Message from the President

IBAPEI

Dan Mclnnis, BBA, CIP, CAIB
President IBAPEI

The Changing of the Guards

On October 30, 2012, IBAPEI held
their AGM and elected a new slate of
officers. The following is a list of the
2012 - 2014 executive:

President
Dan Mclnnis, BBA, CIP, CAIB

Past President
Darke Carr, BBA

Ist Vice President
Mark Hickey, CIP, CAIB

2nd Vice President
Karen Doiron, FIIC, CCIB

Treasurer
Darke Carr, BBA

Secretary
Stephanie Cooke-Landry, BA, CIP

Directors:

Skip Beairsto
Blake Craig
Helen Hyndman
Sally MacDonald

Worth noting is that this is Dan
Mclnnis’ second time at the helm, he
was also president in 2004 — 2006. We
appreciate Dan’s commitment to take
us forward for the next two years!

In the photo: Dan Mclnnis, IBAPEI
President and Darke Carr, IBAPEI
Past President

Absent from the new executive is Fred
Hyndman. For the first time in over
22 years he will not be the secretary for
IBAPEI nor will he be on the execu-
tive. IBAC records show that F. E.
Hyndman represented PEI in 1973 in
Saskatoon, Saskatchewan at, what was
then called, the Canadian Federation of
Insurance Agents and Brokers
Association. This would mean that
Fred has served an impressive 39
years!

An excerpt from his 1973 report states:
“The Insurance Agents Association of
PEI report will, we hope, be the
briefest you will hear. Our association
exists only nominally — and continues
in a state of semi-consciousness. For
all practical purposes, no association
exists, though an executive committee
does hold regular-quarterly meetings
and an Annual Meeting will again be
held this fall.”

Fred Hyndman was president of the
Association in 1977-78 and attended

IBAC’s AGM in Quebec City. An
excerpt from his 1977 report states: “I
will not supply you with a detailed
report and I remind you that our
province generates less than 1% of the
premium income of Canada and I think
that we will endeavor to take less than
1% of the time of this meeting. ... It
is with gratitude that our association
acknowledges the research, consulta-
tion and educational support provided
on our behalf by Federation officers
and staff. It is probable that no provin-
cial association so depends on the lead-
ership and assistance of Federation.”

u

In the photo: Fred Hyndman,
Hyndman & Company Ltd. attending
his last “official” IBAPEI AGM
where he gave up the coveted title of
IBAPEI Secretary after 22 years.

They say that history repeats itself, but
in this case we have been singing the
same tune for almost forty years - not
much has changed except the actors.
We will miss Fred Hyndman’s wealth
of knowledge, depth of experience and
steady guidance as we navigate the
coming years. [l

Dan may be contacted at
(902) 566-5534 or via email at,
danmcinnis@peake-mcinnis.com
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2012 IBAPEI Annual Awards Banquet

The Insurance Brokers Association of PEI would like to congratulate the graduating class of 2012!! Your accomplishments are some-

thing to be proud of — education is an important part of what makes you a true insurance professional and a knowledgeable advisor for
your clients.

Kristen MacKay, CIP — Hyndman & Company Ltd.
Kathy Dingle, CIP — Hickey & Hyndman Insurance Ltd.
Darren Baglole, CIP — PEI Mutual
Mark Willson, CIP — Hyndman & Company Ltd.
Mark MacDonald, CIP — PEI Mutual
Eddie Trail, CIP — PEI Mutual
Rosalee MacPherson, CIP — ICPEI
Pamela Gordon (GIE) — Hyndman & Company Ltd.
Crystal Gallant (GIE) — PEI Mutual

Top CIP Student

IBAPEI is proud to sponsor an education award for the Top PEI Mutual Insurance Company sponsored the award for the
Graduate. The recipient of this year’s award is Mark Top CIP Student. The award went to Karen Bernard of
Willson, CIP of Hyndman & Company Ltd. Crawford & Company (Canada) Inc. Congratulations
Congratulations Mark! In the photo: Dan Mclnnis, BBA, Karen!! In the photo: Terry Shea, BBA, CGA, FCIP,
CIP, CAIB, President of IBAPEI presenting the award for President and CEO of PEI Mutual Insurance presenting the
Top Graduate to Mark Willson, CIP, Hyndman & Company award for Top CIP Student to Karen Bernard, Crawford &
Ltd. Company (Canada) Inc.

Atlantic Insurance Brokers ~]~ Winter 2012



Message from the President

IBAN

Basil Crosbie, B.Comm (Hons.), CAIB
President IBAN

Greetings from Newfoundland! As I write
this article, the weather has turned and we
are starting to experience winter. We had a
nice fall, but old man winter appears to be
making his presence known.

We recently held our AGM on October
30th and our working board looks to be
much the same. We have shuffled the deck
a little as CJ Nolan moves into the role as
vice president, while Jason Sharpe comes
on as our YBN representative. Kent Rowe
has agreed to stay on the working board as
a director having completed his term as
YBN president.

Political Action

e There has been little action on the politi-
cal action front. I was lucky enough to
speak with our Senator Beth Marshall and
we had a lovely chat. We hope to engage
our MPs in the near future.

¢ Locally, we have seen a shuffling of the
deck as we now have a new Minister in
charge of our portfolio. Minister Nick
McGrath is now the Minister of Service
NL. We hope to meet with the minister in
the early new year as he gets more com-
fortable in his new position.

BIP

* Kelly Hickman still continues to do a
stellar job with BIP. It really is her baby.

* Kelly has arranged for us to run the Goal
of the Game promotion again with the St.
John’s Ice Caps. We feel this is great expo-
sure for the BIP brand. We have signed on
for 10 dates, with the right to run the pro-
motion once in each round of the playoffs.

* We were involved with Skate NL at Sport
Fest and got the Bipper out there on a num-
ber of giveaways.

e Kelly has just issued a Request for
Proposal to run a social media campaign to
draw attention to the BIP brand and
increase our profile in the community. We
will keep you all appraised of how this
turns out.

« Kelly unveiled the new BIP commercials
at the AGM.

Technology

e Bill Simms continues to work as our
CSIO director for Atlantic Canada. He
presented a number of IBAC papers at the
AGM. We are looking forward to Bill’s
input and insights.

¢ Bill continues to work on our website and
is learning about the editing functions on
the website.

Membership

* Our out reach efforts continue to bear
fruition as we have brought on two new
members, Action Insurance and Sealand
Insurance. We are looking forward to
working with both firms. We hope they
take avail of using the BIP, our education
programs, and participate where ever pos-
sible.

* Our members were recently treated to our
annual E&O seminar. It was well received
by our members.

Education

* We recently held our joint convocation
with the Insurance Institute. We had 8
CAIB, one CPIB, and one Best Practices -
Elite Force Producer Academy graduate(s).
Congratulations to all graduates!

e Our current registration for fall programs
is strong with over forty registrants
between all programs.

YBN

* Jason Sharpe takes over from Kent Rowe
as president and assumes the YBN role on
the working board. I look forward to
Jason’s insights and look forward to work-
ing with him in the upcoming year.

e The YBN have a few irons in the fire for
the 2013 year and I am sure we are all
eagerly anticipating seeing them come to
fruition.

Miscellaneous

* I recently attended the IBAC AGM in
Niagara on the Lake. It was a wonderful
event and hosted fabulously by IBAO and
TIC. St. John’s will see the 2013 event.
Preparations are underway as we speak.
The hotels are booked and our local com-
mittee is working diligently with Felicity
Alexander and the IBAC staff to make next
year’s event a memorable one!

* Congratulations to IBANB on hosting a
successful Atlantic Insurance Brokers
Convention in October. It was a fabulous
event and I am sure that all who attended
will agree that it will be hard to beat! |l

Basil may be reached at

(709) 758-8270 or via email at,
basilcrosbie@crosbiejob.com
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IBAN Graduates of 2012

Elite Force - Producer Academy Graduate IBAN Scholarship Recipient

-

Grant Rose

Paul Vokey
South Coast Insurance

CPIB Grad & TOP CPIB Award CAIB Honours Graduate & TOP CAIB Award

Kelly Hickman Sebrina Davis
South Coast Insurance Johnson Inc. Insurance

CAIB Graduates

i
Michelle Ellard
Johnson Insurance

Kelly North Megan Lane

Annette Sullivan
Johnson Insurance Munn Insurance

Munn Insurance

Stephanie Bennett
Munn Insurance
David A. Woolley Award Recipient

Vanessa Tucker

Renee Waddleton
Steers Insurance

Munn Insurance
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Minimize Your Marketing Risk

Doug Daley
Kiers Marketing Group

Most brokers have a yearly advertis-
ing/marketing budget and try to spend
it where they will get the maximum
return on their investment. This can be
risky. If it gets spent in the wrong
place, it could hurt the bottom line.

For years, marketing experts have been
asked where the best place to spend
advertising/marketing dollars is. Of
course, there is no standard answer
because every insurance office has dif-
ferent factors affecting their market.
However, there is a proven formula
that has worked for many brokers, and
when you think about it, it makes a lot
of sense.

It is called the 60-30-10 Marketing
Rule. If you are not using it, you might
want to give it a try. To get started, just
break down your target market into
these three groups.

1. Existing and previous customers

2. Prospective and interested customers

3. Everybody else

Existing and Previous Customers

I would venture to guess that this group
accounts for up to 80% of your sales in
the next year or more. It’s not really a
guess because businesses in most mar-
ket sectors experience the same thing —
customers that have bought from you
are far more likely to buy from you
again.

It is good practice to devote 60% of
your marketing efforts to this group.
Why invest your time and money in
clients you already have? To keep
them, that’s why. Think of the lifetime
value of a customer that keeps coming
back year after year.

This group represents your largest
profit centre and should be nurtured,
not ignored and is also considered the
path of least resistance. The sales
process is considerably shortened
because they have already bought from
you, know who you are and how you
work. Actively marketing to this group
also increases the probability that they
will renew their policies and refer you
to new customers.

Prospective and Interested
Customers

There is a group of people that, at one
time or another, have contacted your
company looking for information or a
quote, opted in to your email list or met
you at a trade show or networking
function. These people have not done
business with you, but have showed
some interest in what you have to offer.
30% of your marketing efforts should
be spent on this group to get them off
the fence to buy from you.

Although only 30% of your budget is
spent on these prospects, more of your

time and effort should be spent on get-
ting these people to buy. This group
represents the future growth of your
company.

Everybody Else

The 60-30-10 Marketing Rule says to
spend 10% of your efforts on untarget-
ed marketing to everyone not repre-
sented in the first two groups. The
actual budget you spend on this group
may be more but because mass media
can be pricy, only 10% of your overall
focus should be put to this group. Your
ads should be aimed at everyone. Plus,
there will be spillover into the first two
groups. The idea is to do a broad sweep
across the public to find a few people
who will become interested prospects.
Some people call it the shotgun
approach.

The 60-30-10 percentages may not
work for all of you, but it is a formula
to consider when putting together your
next advertising/marketing budget.
You may have to tweak the numbers to
fit your market, but the concept is
sound and has worked for many suc-
cessful brokers. i

Doug Daley is the Vice President of
Sales and Marketing with Kiers
Marketing Group in Fredericton. Doug
can be reached at ddaley@kiers.com
or by visiting www.kiers.com.

IBANB Recruitment Video

Please check out IBANB’s
YouTube channel
(www.youtube.com/nbbrokersTV)

to watch our recruitment
video designed to

attract young, new talent
into the industry!
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Are the legal costs associated with
the operation of commercial vehicles
taking your clients for a ride?

i e i
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| =5 | YOUR ACCESS TO JUSTICE

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

every day your clients are axposed to potential legal issuas arising from the oparation
af their business vehicles, which are not coverad by a traditional insurance policy.
DASrransport closes some of the gaps by providing coverage for legal costs faced by yvour
[ g clisnts when pursuing or defending their rights. It g things like traffic ticket defence,
- drivar’'s licanse protection, auto contract disputes, and commercial safety violations
defence. Things a regular CGL policy doesn’t.

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

Contact DAS today to find out how your business clients, whether they have a single
vahicle or a fleet, can benafit from this new pr

Call 1-BBE-582-55B6 today or visit das.ca
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IBANB CEO Report

Andrew McNair, CAIB
IBANB Chief Executive Officer

Well, now that we have the busy fall season
behind us we can now concentrate on get-
ting through winter. As I write this article,
I can hear the rain from hurricane Sandy hit
the windows. Just maybe by the time
you’re reading this, that rain will be
snow...let’s hope so because nobody likes
a green Christmas.

Since my last article, IBANB held its
Annual General Meeting which saw
Geordie Lamb of Carnaghan Taylor Fowler
Insurance step into the role as president. |
would like to take this opportunity to thank
Geordie for his continuing commitment to
IBANB and I look forward to working
with him during his term as president.
Congratulations Geordie! I would also like
to recognize and thank Lisa MacDonald of
Solutions Insurance for joining us as a
director on the board. Welcome Lisa! The
new board photo is in this issue and I
encourage all IBANB member brokers to
take a minute to see who your board mem-
bers are and to thank them for their com-
mitment to IBANB and the broker distribu-
tion channel in New Brunswick.

During the morning session of our AGM
we were fortunate to have George Cooke,
CEO of The Dominion speak to us on the
topic of broker perpetuation and the impor-
tance of keeping the broker distribution
channel strong. Thank you again to Mr.
Cooke for taking the time out of his busy
schedule to make a stop in Fredericton to
share his insights with our membership.

Also in attendance for the day’s meetings
was Stephen Halsall, local Saint John bro-
ker and President of the Insurance Brokers
Association of Canada. One of Stephen’s
main focus’ this coming year during his
term as IBAC president is broker perpetu-
ation. Thank you Stephen for your words
on this important issue as we move for-
ward into 2013 and beyond.

Wow, 2013 and beyond! Yes, the new year
will be upon us before we know it and we
will be preparing for what is always a busy
spring while continuing to work on exist-
ing and ongoing issues and projects. One
exciting new initiative we will be launch-
ing in early 2013 will be our renewed spon-
sorship program for insurers to support our
provincial marketing efforts. The new
‘Corporate Partnership Programme’ will
provide insurers the opportunity to partner
with IBANB at various levels of sponsor-
ship which will provide them with expo-
sure at many of our events over the entire
year rather than on an ‘event by event’
basis. I look forward to rolling out this
program and working with our insurer
partners as we ensure the longevity of the
broker distribution channel in New
Brunswick.

Another initiative that IBANB is excited to
be part of, and is very anxious to offer to
our members, is the mobile app recently
developed and launched by IBAO in con-
junction with MylInsuranceShopper. This
mobile app, available on all three platforms
(iPhone, Blackberry, and Android), can be
customized with your brokerages logo and
colours to make it look like your own app.
Once signed up for it you can offer it to
your clients to download so that they can
have your contact info, claims assistance,
etc. right at their fingertips at all times. We
look forward to having this available to our
members as we continue our work on bro-
ker perpetuation into the future.

Speaking of perpetuation and the
future...by the time you are reading this,
many of you will have already seen the
recruitment video that we launched at our
Convocation on November 8th. This two
and a half minute, upbeat video featuring
five IBANB Young Brokers speaks candid-
ly on the many reasons to become a broker.

The video was designed to speak to today’s
potential new brokers. This video will be
used online, at job fairs, trade shows, and
wherever we can get the message out that
we work in an awesome industry. If you
can’t find it online, let us know and we’ll
make sure you see it.

To all brokers and industry partners - may
your New Year’s resolution be to do what-
ever you can to help ensure the longevity
of the broker distribution channel.

As I close this article, I do so while still
running on Halloween candy...as you read
it, it will likely be on Christmas candy. I
wish you all Happy Holidays and trust you
all have opportunity to spend time with
friends and family during one of the best
times of the year.

Thank you as always for reading. Don’t
hesitate to call, tweet, email, Facebook
message or even snail mail me. [l

Andrew may be reached at
(506) 450-2898 or via email at
amcnair@nbinsurancebrokers.ca

IBANB Past President, Marc Leger
makes a presentation to George
Cooke, CEO of The Dominion for his
commitment to the broker distribution
channel.
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SHOWING
YOUu
THE WAY

PRODUCTS WE OFFER.:
SURETY

« Contract Surety « Commercial Surety « Developer Surety

CORPORATE INSURANCE

« Crime — 30/ Financial Institution Bonds + Credit Insurance + Directors’ and Officers’ Liability

PERSONAL INSURANCE
* Guarantee GOLDY (High Value Home and Automabie Protection) * Guarantee SUPERIOR (Ontanic arty)

GUARANTEE

The Guarantes Conspans of Norih America

Excellence, Expertise, Experience ... Every time ECTIR.COMmM
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IBANS Young Broker Network

Sean Murray, BBA, CAIB, AIPC
Chair, Nova Scotia YBN

One of the hardest things to do as a
young broker is to pick up that phone,
call a stranger and ask for their business.
How many pages into the business direc-
tory will you get to before your confi-
dence is completely shot? At this point
the old method of having your boss hand
you a business directory and say “Go”
may not be the best approach to sales.
First of all, sales is a numbers game and
regardless of what sales strategy you
employ, the more contacts you make, the
greater the opportunity to make a sale.
Without a strategy, the likelihood of your
success is significantly diminished. Well
rounded sales strategies include target
marketing, which essential splits up an
industry into smaller segments allowing
you to focus attention on a couple busi-
ness types rather than an entire industry.
For example if you want to write con-
tractors maybe focus on plumbers, elec-
tricians and carpenters rather than
prospecting contractors as a whole.
Specialize or become an expert in your
segment. Know the exposures and prod-
ucts available for your customers.
Finally creating centers of influence by
getting involved in industry associations
and volunteering in your community are
helpful ways to help develop centers of
influence and get your name out there.

Our aim is to bring attention to the
importance of continued education and
professional development within our
industry. Developing best practices early
in your career will dictate your success
later on. The Brokers Association offers
a range of programs for new and experi-
enced brokers. The Elite Force Best
Practices Producer Academy which is
put on by IBAC is essential for a new
broker to help establish best practices.
Professional sales courses and Executive
MBA programs are also offered which
are aimed at promoting continued educa-
tion. These programs are available to all
members. As a graduate of the Elite
Force Best Practices Producer Academy
program I can personally speak to the
effectiveness of this. The skills I've
learned will follow me throughout my
career.

The bottom line is we need to better edu-
cate our workforce so we can truly dif-
ferentiate ourselves from our competi-
tion and continue to develop our intrinsic
competitive advantage of choice and
advocacy.

SERVICING

As for news....the recipient of our YBN
Bursary this year is Lauren Sampson
from Louisdale, Nova Scotia. Lauren is a
Business Administration student at the
Nova Scotia Community College - Port
Hawkesbury campus. Lauren spent the
past summer working for Bluenose
Insurance in St. Peters. We were quite
excited to see an applicant who has
insurance related work experience. The
bursary program is a great way for us to
encourage people like Lauren to research
job opportunities in the industry. Another
point I’d like to quickly mention is sum-
mer internships. As a brokerage, if you
have the opportunity to hire a student,
give it a shot, it will pay dividends down
the road. [}

You may contact Sean at (902) 835-1262
or via email at smurray@wclbaud.com.

I g Ay s i Mo S

ATLANTIC CANADA

« Stone chip repairs
« Prompt professional service
« Nationwide warranty

We make it easy for you:

Call Speedy Glass NOW!
1-888-773-3398

Book online at speedyglass.ca

« Windshield replacement
« Expert installation
- Over 75 years of service

Speedy Giass.
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Chutter

UNDERWRITING SERVIGES EST. 1996

CHUTTER PERSONAL LINES UNDERWRITING SERVICES

-

15 years and going strong. Over $400,000,000 in written premium

PERSONAL LINES PRODUCTS

Contact Dave Lyons at 604-522-8870 * Excellent service
or 1-866-683-8870 +commissions
www.chutterplus.com * No policy fees
* No contract required
Recreational Vehicles « Motorcycles * All facilities
Manufactured Homes Canadian licensed

CASUALTY PRODUCTS

KEITH STEAD keith@chutteruw.com BRYAN KINNEY bryan@chutteruw.com
KEVIN WILLIAMS kevin@chutteruw.com MORGAN CHUTTER morgan@chutteruw.com

Casualty limits $25,000,000. We consider ALL ACCOUNTS including:

Contractors Electronic Products Miscellaneous
Millwrights Food Products Recycling Operations
Roofers Pet Food Garbage Collection
Welders Lumber Brokers Equipment Rentals
Plumbing, Heating, A/C Industrial Products Automobile Dealerships
Electrical [ Building Supply Centres
Snow Ren_loval ::sstz;‘ra;:‘g No_n-Profit Organizations
Landscaping Hotels / Motels Unions

Crane Operators Bowling Alleys Excess Commercial
Manufacturers Theatres Automobile Liability
Furniture Resorts Commercial

Industrial Equipment Premises Short Haul Fleets

lE:uil_dinlg Pr?guc?s Apartment Complexes We can consider both
gricultural Equipment Malls/ Shopping Centres 100% USA and Foreign

Glothing Community Centres Products Exposures

Trailer_s Arenas, Parking Lots
Sawmills

Bingo Halls
Distributors Casinos
Automobile Parts Marinas
Chemical Products

Tel: 604-984-0285 « Toll-free: 1-888-382-6697 « Fax: 604-984-6140 ~
314-255 W 1st St, North Vancouver BC V7M 3G8 www.chutteruw.com




Viewpoint

Stephen Halsall, BBA, CRM, FCIP, CCIB, CPIB
President, IBAC

Broker Campaign Builds

The Broker Identity Program (BIP), head-
ing towards its 25th anniversary, is a won-
derful demonstration of what brokers can
accomplish when we all pull together.
More and more members are benefiting
from the investment that has been made in
this program over the years, building
awareness and image for the profession
and helping to uphold broker reputation at
a time of increasing competitiveness with-
in the industry.

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

IBAC, on behalf of all brokers, will be
launching new television commercials and
expanding our online advertising presence
in 2013 with a campaign designed to dis-
seminate the broker value proposition fur-
ther than ever before. Brokers have the
opportunity to leverage this national brand-
building efforts and put them to good use

to boost their own marketing efforts.

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

The new TV commercials are an evolution
of our signature magenta blanket cam-
paign, extending the highly effective
“Sleep Easy” campaign theme. Consumer
research has proven over and over that the
imagery and customer service message in
our advertising is both distinctive and
appreciated by insurance buyers of all
stripes. The new creative represents
another large stake in the ground for the
profession’s claim of working on the cus-
tomer’s behalf, summed up in our ongoing
campaign slogan “Your best insurance is
an insurance broker”.

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

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

Research shows that customers continue to
find insurance, and their various options
for purchasing it, confusing. We have
therefore also produced a four and a half
minute informational video that explains,
in an entertaining way, exactly why a cus-

tomer’s best insurance is indeed their
insurance broker. Like the advertising, this
video can be tailor-made for associations
or individual brokers to place on their own
websites.

All of our online advertising will contain
links that when clicked will take visitors
through to this video (and others) on the
IBAC website.

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

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

Stephen may be contacted at
(506) 648-0505 or via email at,
shalsall@halsallinsurance.com.

IBANB
YBN 8th
Annual
Curling
Bonspiel

=

-
February 8, 2013

Beaver Curling Club,
Moncton, NB

Expect to see an email
with registration link
in early January!
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INSURANCE AWARDS

Entering its sixth year the Insurance Awards Program
recognizes significant peer achievements and promares
best practlces by those In the MNova Scotia bro
community, With several sward categories desig
recognize both the work of individuals &rd brokerages, it is
truly an evening of celebration. It you know someone who

deserves to be nomimated, be sure to watch for

nomination information at wensribans.com in 2013,

el il Wednesday, April 3, 2013
Prince George Hotel
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IBANS Professional Development Report

Keri Foley, BTHM
IBANS PD Coordinator

Integrating Education Styles to Fit
the Needs of Your Staff

It is well known that teaching adults is
much different than teaching youth. Adult
learners have greater needs, and these
needs are generally more specific. As
opposed to being subject-oriented, and
future-oriented, adult learners tend to be
more problem-centered, and results-orient-
ed. They are taking insurance courses
because they actually want to! Some stu-
dents would argue this by saying they are
following continuing education require-
ments, such as upgrading from a Level 1 to
Level 2 license, but they themselves have
chosen a profession in the insurance indus-
try and are aware of the need to be current
with licensing and training. Insurance is an
ever-changing industry, therefore we need
to know the best ways to educate brokers,
and fit both their needs and the needs of the
brokerage.

Understanding the ways adult students
learn is crucial for success in this industry.
Just as important is the approach taken by
individual students to learning. Not every
student (adult, or youth) will learn using
the same methods. Some students find self
study to be effective, while others require
in-class instruction. To assist, and respect
prospective students and their varied learn-
ing styles, IBANS offers a variety of study
methods for students.

Adult learners need to understand the
“why” behind what they are learning.
Adults learn most effectively when they
have an inner motivation to develop a new
skill or gain new knowledge. They resist
learning if the only reason given is that the
material will, in some vague way, be "good
for them to know." Students need to know
why they are being asked to learn some-
thing; they want to know what the benefits
will be before they begin learning.

Students should be able to directly experi-
ence what they are learning. Experience
can take many forms; any activity that gets
the students involved and can make the
learning practical will be of benefit. If a
broker who normally works in personal
lines is studying CAIB 3, let them shadow
a commercial lines broker so they can see
how what they are studying directly
applies to commercial clients. This will
show the practical side of the material, and

build confidence in the learning process.
The other aspect is honoring the life expe-
rience your student brings to your organi-
zation. Although a student may be new to
working in the insurance field, chances are
they have purchased some form of insur-
ance in the past. Use this knowledge as a
benefit, to not only the student, but for your
brokerage as well. Did the student receive
above average customer service when pur-
chasing their personal insurance? If not,
how could this be improved? This will give
the student a much needed boost to their
confidence to know you want to hear about
their experience and value their opinion on
how to improve the brokerage operations.
|

You may contact Keri at
(902) 876-0526 or via email at,
keri@ibans.com.
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'WE RESTORE
“"CONFIDENCE
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EMERGENCY RESPONSE SERVICES - . \ .
4 '
L]

—-_— —
- I i
S s
.M' K .!"'

| FREE LOSS ASSESSMENTS
=
RESIDENTIAL AND COMMERCIAL PROPERTY MITIGATION AND REPAIR
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PROFESSIONAL PROJECT MANAGEMENT
: allll

COMMITMENT TO CUSTOMER SERVICE

When things go wrong, we have the right approach to restoration. It begins with a company wide commitment
to customer service to our broker partners and their policyholders. We've built a solid reputation through
our efficient handling of claims mitigation and restoration that result in lower loss ratios. With the expertise,
experience and equipment available, and national coverage, we can get any job done — anywhere. Our
emergency response, 24/7 365 days a year, has us always available. Contact Paul Davis Systems today and
ask us about our free loss assessments. We're ready to make things right.

1 800-661-5975
EiFEE EMERGENCY
*;%'EL RESPONSE
I

PAUL DAVIS SYSTEMS

Restoration Specialists www.pds.ca
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Relationship Matters

Tony Ngo
BMO Bank of Montreal®
Manager, Industry Programs

This past October, many of you gathered in
Moncton for the Insurance Brokers
Atlantic Convention. While no doubt the
ever improving line up of speakers, educa-
tion and entertainment are significant
draws for many, there is another perhaps
even stronger and unifying draw for all -
relationships. The convention presents an
ideal venue to reaffirm existing relation-
ships and establish new ones. Be it with
markets or other suppliers, these relation-
ships are ones that are all important to your
ongoing success.

One such important relationship for bro-
kerages is the one with your banker, one
that you should regularly take the time to
nurture. However traditionally the “rela-
tionship scenario” is quite simple: business
borrows money-business succeeds—busi-
ness pays back the loan. That’s it until
another financing need arises. It is unfor-
tunate that during this interim period, busi-
ness owners often miss a significant oppor-
tunity to establish the cornerstone for an
ongoing working rapport with their banker.
They overlook the fact that this initial
transaction can and should be the catalyst
to building a mutually rewarding relation-
ship, extending well beyond simply being a
name or number to each other. If this
describes your situation, it is never too late
to change. Choosing and developing a
banking relationship can be accomplished

with several simple steps.

First, find out which financial institutions
have demonstrated a long term understand-
ing and commitment to your industry.
Second, talk to your lawyer, accountant or
colleagues as to whom they would recom-
mend. Third, whether seeking financing or
daily banking requirements make sure you
are in a position to present a profile of your
brokerage, its needs and future plans.

Once you have successfully obtained the
necessary financing and/ or established
your banking requirements, the relation-
ship should not end there. It is important to
maintain ongoing regular contact with your
banker so he/she gets to understand your
brokerage.

Some suggestions in this regards are:

» Keep your banker up to date on your
business plan and goals.

* Have your banker out to your premises.

* Use your banker as an introduction to
other sources of assistance.

* Report any bad news before your banker
hears from others so that they are in a bet-
ter position to offer assistance.

When Disaster Strikes...

We Can Help!

WATER © FIRE ® WIND

* To help ensure consistency in your bank-
ing relationship, keep your banker up to
date so that their eventual successor will
have an ongoing record. Additionally, con-
sider meeting your banker’s manager who
may have a longer tenure in their position
and assist in times of transition.

* Keep your own personal finances in
order. You do not have to use the same
bank, but it sometimes helps to cement a
stronger relationship.

* Look to the bank to provide your business
with other services that can help you man-
age your business and personal affairs
more effectively, including cash manage-
ment, investments and estate planning.

So how will you know if you have a solid
banking relationship? When your banker
presents ideas, suggestions and/or service
offerings that addresses your business
needs (both present and future), you will
then know you can count on your banker as
an integral part of your business operation.
|

® Registered trade-mark of Bank of
Montreal

You may contact Tony at
(416)927-5348
or via email at tony.ngo@bmo.com.

Complete Disaster Restoration
24 Hour Emergency Service

Sgstem
Care

FCLEMNING B RESTORATION -

[

Lecalion: Acrais Meva Scalic

1-800-335-CARE (2273}
www. SystemCare.ca
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Two words a broker should hear more.

Thank You.

Thank you for making sure your customers
get the coverage they really need.

Thank you for doing whatever it takes
to get your customers back on track.

Thank you for supporting
the community where you live.

Thank you for pushing us and asking
what’s next.

Thank you for recommending
a Canadian company.

lintact | =

INSURANCE

AUTO « HOME « BUSINESS

Certain conditions, exclusions and restrictions may apply. The BIP logo is a registered trademark of the Insurance Brokers Association
of Canada (IBAC) used with permission. All other trademarks are properties of Intact Financial Corporation used under license.
© 2011 Intact Insurance Company. All rights reserved.
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We offer unique programs to meet the needs of our valued Atlantic Brokers.

If you are looking for short term coverage, think about PAL.
We now have the ability to serve you better in English or French from 9:00am Atlantic time.

We offer competitive prices and excellent coverages while keeping our friendly approach.

www.palcanada.com

Call us! 1-800-265-8098



SPECIAL EVENTS LIABILITY

« General liability for all iypes of special evenis, liguor liabifity extsnsions availabla
» §1 to 85 million limits available

* [Inline forms with quotes and certificate issuance

EXHIBITOR LIABILITY

» Kigsks, booths or display tabkes &t fairs, festvals, malls, markets, consumer shows and morg

» Liability premium from $60.00 tor 1 day / $250 far a vear

» Liahility including Al Risk Property coverage available online from $30.00. Automatic quotes
and policy issuance on the spot!

* Available in Ganada and LS

WEDDINGUARD

» Coverage availabla for three 24 hour dates: rehearsal dinner. ceremony and reception, gift opening
* Pramiums starting from 3200.00 with onling pricing

® |iability with HLL extension, ingluding cancellation and much mors

* Available Worldwide (some restricions appiy)

CONTENTS IN STORAGE

* All-risk replacement cost coverage for tems stored in reputable storage facilities
* 2500 approved facilities across Ganada

# Apply and bind onling in 1 fransaction

EVENT CANCELLATION AND NOMN-APPEARANCE

* Protection against loss of revenue or expenses whan the event has to be cancelled, postponed,
relocated or more...

* Palicy incluces weather/ natural catastrophe coverage and non appearance of key indavidual(s)

* (nline application offers same day turn-around guotes

PRIZE INDEMNITY (PRIZE INSURANCE])

» To create excidement at events with special promotions’ contests while transferring the risk

* Hola in one, hockey scorg, weather promaotions, envalope draw, dice tosses, basketball shots....
* Great marketing oppertunity for your clients! Expand your services with this great product

ATM INSURANCE, VENDING MACHIMES

* All-risk protection for Automatad Teller Machines and coin sorters, Vending Machines Coverage
for machine, cash and liability

= (ff Premises Cash coverage also available

« 1 maching or large schedules

MISCELLANEOUS PROPERTY AND LIABILITY
» Short or long term property program nov available
* Film equipmeant, vendor stock, theatre props, wedding tents, equipmant and more
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Roll Out The Barrel!

By: Karen Doiron

What is green, slimy, likes water, is good for
the garden and is invading the Town of
Stratford?!  Rain barrels! The Insurance
Bureau of Canada have partnered with the
Town of Stratford, PEL to study the impact of
collective rain barrel use. In September 2012,
Stratford’s utility customers who wished to
participate were given a free rain barrel. One
thousand new rain barrels, in total, were hand-
ed out for the project. The pilot project is to
see what impact the 200-litre rain barrels will
have on the amount of water that ends up in
the town’s storm sewers.

IBC’s rain barrel study is a good fit with
Stratford whose focus has been on sustainabil-
ity and adaptability to climate change. Mayor
David Dunphy says that “as part of our efforts
at building a better community, Stratford is
committed to adapting to the changing cli-
mate.” He referred to a survey which showed
that 99% of the respondents want some of the
Town’s resources to be used for environmen-
tal protection and sustainability — so it is obvi-
ously high on their list of priorities. Dunphy
thanked the residents who are participating in
the project, calling them “adaptation pio-
neers,” stating that “the project will help our
community to better deal with the increased
frequency and intensity of rain events caused
by the changing climate.”

Another added benefit to the Rain Barrel proj-
ect, besides relieving stress on the town’s
storm sewers, is water conservation. A quote
from the Town of Stratford’s water sustainabil-
ity brochure states: “If we are to continue to
benefit from a reliable source of clean water,
we all have to change the way we think about
and use our water.” The rain barrels will help
keep water from seeping into basements and
will also provide free water for watering lawns
and gardens, as well as, other uses like wash-
ing the dog.

All too often the insurance industry is seen in
a negative light, so it was nice to participate in
a positive, feel-good event! [l

Bill Adams, Regional Vice- Bill Adams, Regional Vice-
President for IBC and Coun. President for IBC showing
Steve  Ogden, Chair of support of the rain barrel
Stratford's Utility Corporation project.

Mayor David Dunphy Robert Tremblay,
IBC's Director of Research
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<% Contingency **  Golf Courses **  Life Insurance — Medical Declines

** Kidnap & Ransom ** Curling Clubs +¢ Disability Insurance — Medical Declines
%+ Aviation General Liability <% Boutique Hotels *%* Transition - LTD

+* Management Liability ** Resorts +* Specialty Life — Unique Cases

% Legal Expense +* Bed & Breakfast Accommodations +* Specialty Disability — Unique Cases

<% Surgical Centres ** Destination Spas

** Medical Clinics

** Regulated Health Professions

SUITE 1100, 480 UNIVERSITY AVE.
TORONTO, ONTARIO
M5G 1V2
TEL. 416.865.1881

TOLL FREE 1.800.218.9331
FAX 416.865.0834

www.simmlands.com
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IBANS Executive Director’s Report

Karen Slaunwhite, BA, BPR, MEd, CAIB
(Hons) Executive Director, IBANS

Brokers Night Out

It was a great night! The turnout was phe-
nomenal; the food was varied. We had
everything from individual fish and chips
to mini lamb chops. DJ Harv played an
excellent selection of tunes throughout the
evening. By all accounts, IBANS 3rd
Networking Night was a smashing success.
We had the pleasure of hosting over 150
insurance professionals who came out to
enjoy an evening of fun and networking.

What amazed me most about the event
were our guests for the evening. The day
before the event I was reviewing the regis-
tration list to see who would be attending,
and what was really nice to see was the bal-
ance between the number of brokers and
insurers. Not only were there an equal
number of brokers to insurers but the num-
ber of brokers were equally distributed
between young brokers and brokers over
40. This means IBANS is reaching a wider
audience and supports the fact that insur-
ance professionals truly value networking
opportunities and will take advantage of
these occasions to get together when they
are available.

Some highlights from the evening were:
greetings from our sponsor Intact
Insurance were given by Moira Murphy,
Regional Branch Manager. The staged
photography station was well received

again this year and anyone
who had a photo taken and
would like to receive a copy,
please contact Debbie at the
IBANS office and she will
send you an electronic copy
of your photo. I have seen
some of the photos and peo-
ple had a lot of fun posing
with their colleagues. There
were also some great door
prizes and happy winners. A
special thank you to the
Young Brokers for holding a
50/50 draw with proceeds
going to a bursary they spon-
sor at the Nova Scotia
Community College. Our
Young Brokers are in their
2nd year of the bursary pro-
gram and have made a com-
mitment to its ongoing suc-
cess.

I want to thank our
Networking Night sponsor,
Intact Insurance, for support-
ing this evening and making
this great occasion possible.
The feedback we have
received from those in atten-
dance has been extremely
positive. With the turnout we
experienced 1 would say,
“Insurance  Professionals
mark your calendars for
October 2013, get your dance
shoes ready and we will
announce the date as soon as
possible”.

For those of you who were unable to join
us this year I encourage you to attend the
4th Annual Networking Night. If you do,
you can expect to spend an enjoyable
evening with colleagues, sample a wide
selection of appetizers and dance the night
away with DJ Harv. I would also like to
ask you to mark your calendars for IBANS
Insurance Awards and CAIB Graduation
on April 3, 2013. It is hard to believe we
are entering the 6th year for our Awards
Program and I anticipate we will see an

increase in attendance and nominations for

all award categories. It is a wonderful
evening and a great way to celebrate our
industry and profession. I look forward to
seeing you there.

Have a safe and Happy Holiday Season. 1
wish you all the best for 2013! |

Karen may be contacted at
(902) 876-0526 or via email at
Karen@ibans.com
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You’re Fired! — Social Media and Job Security

By: Jennifer Campbell

Recently there have been a number of
stories in the news regarding employ-
ees who have been fired over social
media postings. A clothing store clerk
was fired for negative comments post-
ed to a social media page in memory of
a teenager who committed suicide after
enduring years of bullying. A football
referee was relieved of his assignment
after posting comments on his own
social media page regarding his
favourite team. These situations raise
the obvious question of what rights an
employer has to terminate an employee
on the basis of the employee’s social
media presence.

Very generally, in a non-unionized con-
text and subject to the terms of any
contract that may govern the employ-
ment relationship, an employer has
wide latitude to terminate their rela-
tionship with an employee. The major
issues are whether reasonable notice
was provided and whether the termina-
tion violates the employee’s human
rights. In the non-unionized environ-
ment and assuming that reasonable
notice was provided and a human
rights complaint is not an issue, an
employer may fire an employee for any
number of reasons that are irrelevant or
distinct from the employee’s ability to
perform the job.

Even if the termination occurs for what
may be viewed as frivolous reasons
(the employer and employee could fall
on opposite sides of the Pepsi/Coca-
Cola battle lines), the employer does
not have to justify the termination. It
does not matter that the reason for the

termination has nothing to do with the
employee’s ability to do the job or
occurs after-hours. Further, it does not
matter that the employee’s actions will
have no impact on the employer’s busi-
ness or economic success. The employ-
ment relationship may be terminated
for a simple difference in opinions on
issues irrelevant to the employer’s
business and image.

As noted, it is important that the
employee is given reasonable notice
(which will depend upon a number of
factors, including the employee’s age,
the length of the employment relation-
ship, the nature of the position, etc.). If
the employee is not provided appropri-
ate notice, then the employer may be
required to compensate the employee
for its failure to do so. It is also impor-
tant that the employee’s human rights
are not violated. For example, the
employee cannot be fired because the
employer disagrees with the employ-
ee’s religious beliefs.

The employer may also need to consid-
er another factor in the context of ter-
minations resulting from social media
posts: privacy. If the employee posts
his or her opinions on a private social
media page and the employer sees it or
finds out about it, what grounds does
the employee have to challenge the ter-
mination? A number of factors will be
considered, including whether the
employee had a reasonable expectation
of privacy when making the online
post. In this regard, it may be relevant
whether the employee’s comments
were publicly available or only avail-
able to a select group of people (and
whether the select group included the

employer or other employees). The
importance of privacy was recently
highlighted in the Tsige v. Jones deci-
sion from the Ontario Court of Appeal.
This case recognized a tort for “intru-
sion upon seclusion”, which raises
potential liability issues for employers
who invade their employees’ privacy.

As a result of the potential privacy
issues that could arise in a case where
an employee is fired for social media
postings, employers may want to pro-
with these
Employers may consider implementing

actively deal issues.
policies that govern the employer’s
right to access and investigate the
employee’s online presence, and also
the employee’s expectations. It may
also be worthwhile to include provi-
sions regarding social media and the
impact it may have on the employment
relationship in the employment con-
tract. Finally, information sessions
where employees are educated on the
impact their social media presence may
have on their employment may help to
ensure that everyone has similar expec-
tations.

Jennifer Campbell is an associate at
Patterson Law with offices in Halifax
and Truro. Her practice focuses on
taxation and estate planning for
owner-managers.

E-mail: jecampbell@pattersonlaw.ca

| LAW

Patterson

DETERMIMATIDH.
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Like you, Rlsk
we’re all about
Management

Secure document destruction
is critical in today’s brokerage sector, And strip
cutting doesn't cut it

Shired Guard is your insurance against
documents [alling into the wrong hards, loss of
sensitivie information or potential lawsuits
arising from identity thefl,

™ Locally owned and nationally certified, Shred
GQuard guarantees secure, on-site destruction of
aper documnents and microdata such as discs
Security is our Pape ! ! ! '
and hard drives.
husinesse
Contact us today and see how aur flexible
1 B66 70-SHRED {T07-4733) service and bonded technicians can take the risk
infogshredguard.com  wiweashredguardoom aut of your information destruction,

Try us FREE for 30 days. Call 709 753-0005 or T D-SHRED (707-4733) y

Have you ever heard
such a claim?

All banks dlaim ta affer financial services for businesses BMOD Bank of Mantreal®, however,
gies ane step further and is the only finandlal institutien to offer a comprehensive pragram
dhwatlaped For atlantic Insurance Bmkers Giving value o gour disnt list, we offer:

= Acquisition Financing

= Pretnbudn Firand g

= Smecession Fimanding

= Refinancing of Loans from Insuners
* Employee Group Banking Flan

To leamn moere about how our pre-arranged financlal services program cam meet your
specific necds, call Tany Moo, Manager Insurarde Brokers Scrvices at 1-877-602
contact us by email at industrysibmo.com or wisit your local EMD Bank of Montreal I:-r:lru.h

BMO M Bank of Montreal

Making moncy make sense”

& mzmber of BAYD Finzncial Giowp. "Regisieizd radz-mark: af Bark o Montezal
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Financial Literacy and Consumer Protection

Bill Adams, VP Atlantic
Insurance Bureau of Canada

"It's not what we know that gets us
in trouble. It's what we know that
just ain't so." Mark Twain

In a recent survey by RBC sixty-nine
per cent of Atlantic Canadians rated
their level of financial knowledge as
being “excellent/good,” while believ-
ing only one-in-three (34 per cent)
“average Canadians” had the same
level of financial knowledge.

The report added that Atlantic
Canadians believe financial literacy is
a serious issue and more needs to be
done now to address it. “Individually,
they have taken matters into their own
hands to improve their financial
knowledge by: getting advice from
financially savvy friends and family
(33 per cent); discussing finances with
a financial advisor (30 per cent); read-
ing daily newspapers or listening to the
business report on TV and radio (27
per cent); gathering information from
bank and investment firm websites (19
per cent)

The report also noted that east coast
Canadians are the least likely (56 per
cent) to use a disciplined approach to
financial decision making, considering
all options and incomes sources, com-

pared to 61 per cent of Canadians.
The Insurance Perspective

Where does insurance fit in all this? In
a 2011 national survey conducted by
IBC, most Canadians surveyed want to
be knowledgeable about how home,
car and business insurance fits their
financial plans (Pollara 2011).
Canadians clearly want protection
through education and they want more
knowledge about their insurance poli-
cies.

The survey also probed into what
respondents thought they knew and
what they actually knew and found a
large discrepancy: many think they
know more than they do (as Twain sug-
gests). And if Maritimers are getting
their information from sources that are
not completely expert, there are poten-
tially dangerous repercussions. Having
an undisciplined approach also clearly
presents a serious risk.

The Financial Climate
and Need for Literacy

Maritimers are familiar with tides. And
so it should come as no shock to insur-
ance brokers that a wave, and a power-
ful one, has been sweeping the finan-
cial world since the global recession of
2008. It is a tide calling for enhanced
regulation that is affecting the industry
and has one key message: protect con-
sumers.

At a lecture in London earlier this year,
the head of insurance and pensions for
the European Commission, Karel van
Hulle, said: “There is a very close link-
age between insurance products and
the prudential rules today...Consumer
protection is important because con-
sumers have suffered in the financial
crisis because they didn’t always
understand the products they were buy-

ER]

ing.

As part of financial regulation, there is
also increased emphasis, globally and
here in Canada, on financial literacy of
consumers. Naturally, an educated con-
sumer is an empowered consumer. And
one less vulnerable to mistreatment.

Insurers are taking note. IBC was
recently asked to work with the
Financial Consumer Agency of Canada
in advancing its financial literacy ini-
tiatives. The federal government is
behind financial literacy and has a
long-term commitment to it, one that is
only likely to grow in volatile financial
markets.

The Importance of Insurance
in Financial Planning

It is clear that no financial plan can be
complete without the full menu of
insurance required to  protect
Canadians from potentially devastating
risks. Without an understanding of
their insurance products, Canadians are
vulnerable to losses that can seriously
affect their financial security.

Education about P&C insurance is also
important for businesses. This is espe-
cially true at a time of global econom-
ic volatility and relentless competition.
It is also critical in a time when many
Canadians are striking out in business
on their own. Without sufficient
knowledge of insurance issues, entre-
preneurs can be faced with financial
ruin if they suffer a fire, lawsuit,
weather-related catastrophe, or a major
theft.

What Can Brokers Do

The May 2011 Pollara survey indicated
that the majority of Canadians want
their information from the industry.
Thus, brokers, insurers, and associa-
tions like IBC share an important role
in encouraging insurance literacy.
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Consumers have questions. As front-
line contacts for Maritime customers,
brokers can leverage a host of industry
resources to help clients learn more
(see below).

Encouraging financial literacy of
clients can be seen as developing a
competitive advantage. After all, a bro-
ker who can help clients learn more
about their policies, about how to
ensure full protection, how to ask the
right questions, is likely a broker who
will get referrals.

IBC’s role

IBC has been involved with education-
al outreach for almost 50 years, much
of that outreach developing literacy
about policies and promoting choices.
Such outreach is strategic, including
regular polls of consumer expectations
and award-winning ([ABC, Brain
Injury Association, etc.) proactive ini-
tiatives.

IBC works with local, provincial and
national stakeholders from the public,
private and non-profit sectors to target
education programs that are effective
and efficient in Canada’s communities.
Some insurance literacy initiatives, ini-
tiated by IBC:

You Wanted to Know. This web-
based campaign clears up common
misconceptions and clarifies complex
insurance issues. This is one of the
most popular features on IBC’s web-
site.

Outreach to small business and the
not-for-profit sectors. By meeting
with groups such as the Canadian
Federation of Independent Business
and Imagine Canada, IBC demystifies
insurance products for these key sec-
tors.

Workshops on insurance to small
business. On its website, IBC offers
workshops that feature risk manage-
ment information for businesses and
non-profits.

“Insurance 101” presentations.
Throughout the year, IBC makes
numerous presentations to local
groups, such as service clubs, new
immigrant programs, university stu-
dent groups, and Habitat for Humanity
chapters, to educate Canadians about
P&C insurance and the role it plays in
their lives.

Get in the Know. This social media
campaign is raising awareness of
injury prevention, disaster mitigation
and insurance crime.

'ML :

lestiranae
r

The Dry House. Educates consumers
on ways to avoid home water damage

Brokers can add value to their clients
by encouraging financial literacy and
directing them to reputable sources of
information. This will not only add
value to the relationships brokers culti-
vate, especially in a volatile economic
time, but enhance the competitive posi-
tion of brokers, both individually and
as an industry. |l

Bill may be reached at (902) 429-2730
or via email at wadams@ibc.ca.

Tnsuraneeivith

Since 1584

INDUSTRY SPECIFIC COMMERCIAL PACKAGES
WITH BUILT-IN FLEXIBILITY

www.portagemutual.com

Marames -8Rk - 1000
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Underwriting Contract Administrators Inc.

Since 1995 UCAI has helped brokers place their difficult Personal and Commercial property accounts and managed
the Woodchuck Insurance Program For the Forestry and Logging Indusiries. In addition, we've developed several
mini=-pragrams to fit specific neads that brokers have told us are not adeguately met by other insurance markets. We
are best known for our spead of service, which for 16 years running is un-met by any whelesaler or MGA, and For the
coansistency inwhat we can write and what we charge. [Fyouwant Fasl service, easy te understand policy documents
and statements, and consistency in underwriting critera and pricing — UCAIL s the whaolesaler for you!

Hard-To-Place Homeowners
Package Program

& Homeawnars Package
Program that mare closely
resembles those packags
palicies youw receive in
regular markels,

Hard-To-Place: Substandard
Fire Insurance Placement

Coverzape is available im owr
Substandard Fire Insurance

Pmogram for all types of
commencial and sersonal
piaparlies,

Storage Program

UCH offers 2 program for
goods stored in elthera ‘

storage facility or gamage.
!

Woodchuck Insurance Program

Twn sets of Insurance

[ -
praducts covering both . -
partable Savemills and 5
small logging operatians

ai Foreslng con Lractors.

WOLDLHUCK
e

11 Thornhill Dr. Soite 125
Irarimonith, ™S
'M_ BIE 1TRY

phl-877 3438224
Jax 1-877-432-9822

WWW, I a1.ca
accountsiucai.ca

Day Liability

Deslgned far temparary
tenant leases and prowiding
affordabile coverags For mall

displays and short tern and
lernparany kiosk displays.

independent Carriers

Thizs packape [s designed
far mast tyoes of =
independent deliveny =

CONraciors.

UCAL
Since 1995 /J

v Check oul owr
new website!

[ = FI



WE'RE BIG ON TAKING THE WHEEL

After spotting & problem with a client’s fleet safety record, our Risk Consultant knew he could
da more 19 halp, For both his client and femsell, downlime wasnt an oplicn, Neither was
putting the fleets divvers in danger Withoutl a moment o spare, they put an action plan in
place to improve the company's safety program. keeping their products, and their business,
clear of orouble and moving farward.

With over 300 vears of experience, R3A is an established 'A+' rated insurer offering &

complete sute of insurance solutions from smal businesses 1o multi-nationzl organizations
thraugh 2 network of independent brokers,

IFYOU'RE BIG ON MANAGING RISK, PARTNER WITH RSA.

LARGE COMMERCIAL & SPECIALITY INSURANCE | rsabroker.ca

ELAE IR FSA i respranired i narve of Rogal B See Alkands: e eance Company ol Conede *EEA" and dhe 854 logs are aradeniarbs pad ireder o enss: frgee BRA raarance Group phe
i raed by Smacard & Poge i A rmsed by Moasdy ard &M Baat
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- IBANB Board of Directors 2012-2013

Back row from [ to r: Suzanne Pomeroy, Kari MacDonald, Brian Schryer and Lisa MacDonald.
Front Row from [ to r: Andrew McNair, Kirby Curtis, Theresa Kimball, Geordie Lamb, Terry Gaudet and
Paulette Holder. Missing from. photo: Jay Kimball.

At our Annual General Meeting in Fredericton, members of the Insurance Brokers Association
of New Brunswick chose the following members as their 2012-2013 Board of Directors.

Executive:

Chairman Terry Gaudet, CAIB
President Geordie Lamb, CAIB
President Elect Theresa Kimball, CIP
‘Vice President Kirby Curtis, CAIB
Governor Paulette Holder, CAIB
CEO Andrew McNair, CAIB

Committee Chairs:

Political Action

Industry Matters

Member Communication
Marketing

Professional Development
Young Broker Network

Mike Weston

Jay Kimball
Suzanne Pomeroy
Brian Schryer
Kari MacDonald
Brian Schryer

Directors:

Jay Kimball, FCIP, CAIB

Kari MacDonald, CIP, CAIB

Lisa MacDonald, BBA, CIP

Suzanne Pomeroy, B.Comm, CIP, CAIB
Brian Schryer, CAIB

Insurance Brokers Association of NB
wishes you, your staff and your families much

happiness for a safe and joyous holiday
and all the best in 2013!
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RESTORATION SERVIGES: =
s Flood » Odours
» Mould * Cleaning
s Fire = Canfenfs
» Windsferms handling
« OH] Spills

o lead & asbeslos removal

EMERGENCY RESPONSE
« 2471365

aralice salested
er Choice Awoed
5. Mewroundlond®

W, DOWERTY D

r-. EI

Most people would never

commit insurance fraud.
So why is everyone paying for it?

Cinly & small number of people Engage init, butinsurance frald costs
gvaryone. Avive's investigation teams fight fraud at the fraat end,
heading of f potential problems before they take foot Through 2arly
detection, inwestigation and detarrence, we've axpandsd our ant- . .
fraud manzgemant program o adcress this sericus and costly iszus

Together with ‘our broker partners, Aviva is s:2pgng up tha fight
goainst fravd 1o ultimately keep insurance costs down

AvivaPartnerca B} 13
Hame | Sute | Leisurs B Lifsstde | Buginess | Group | Surety AFIVA
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In 2012, our links with our partners
continued to gain strength.

Thank you all.

Every year,
the links with

our insurer partners
continue to build as we

gain strength from each other,

Link by link, initiative by initiative,
we are together forging a relationship

with that most important audience of all:

‘;-' k
. the Canadian consumer.

/ At the very core of the broker profession is trust,

and gaining the trust of consumers is the single mest
impartant thing we can do, since our strength in the
rmarketplace and in Canadian society depends on it

The most significant consumer-oriented tool we have is the
Broker ldentity Program, designed to raise the profile and enhance
the professicnal reputation of insurance brokers, and thereby reinforce,
and assure the perpetuation of the broker distribution channel in Canada,

This ongoing quest for customer satisfaction and loyalty is important to us all,
which makes it equally important that we, as brokers across Canada, express our
hearlfell Lhanks lo you as our valued associales in the induslry, and pay Lribule
te the partnerships we mutually enjoy.



2012 IBAC Full Partners

Proud Supparter of Brokers
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IBANB 2012 Graduates

Canadian Accredited Insurance Broker (CAIB) Graduates

CAIB Honours Graduates

Left to Right: Andrew Jones, Melanie Maunder,
Kerry Galloway, Amanda Clarke, Nancy Walker-
Deponte, Dawn Ellis, Brenda Pacitto, Rachel
Roussel, Christine Bourque and Andrew Pettipas.

CAIB Graduates Unable to Attend:

Nick Chandler  Luc Cyr
Penny Clancy  Jackie Dugas

Back row from 1 to r: Megan Craig, Vicky Ogilvie,
Sharon MacDonald, Muriel Blizzard, Amanda
DeLong, Sean Burnett, Jennifer Huestis, Joanne
McArthur, Jennie Brown, Lisa Yeomans and Joanne
Dancause.

Front row from 1 to r: Sandra MacDonald, Amanda
Bordage, Corrine McDermott, Brittany Folkins,
Angela Logan, Lori White, Stephanie Austin,
Monica LeBouthillier and Kelly Jones. Missing from
photo: Nick Chandler, Penny Clancy, Luc Cyr and
Jackie Dugas.

Associate in Insurance Production Top CAIB Graduate
Canada (AIPC) Graduate Recipient: Dawn Ellis, CAIB

Jordan Manzer, Cooke Insurance Group, Fredericton, NB Dawn Ellis, Huestis & Harbour City Insurance, Saint
is presented the AIPC Graduate by IBANB President, John, NB is presented the IBANB Award for Top CAIB
Geordie Lamb and IBAC President, Stephen Halsall. Graduate by IBANB President, Geordie Lamb and IBAC

President, Stephen Halsall.
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IBANB 2012 Graduates

IBANB President Award of Merit

CAIB Certificate of Completion Recipient: Jean-Claude Leger

Left to Right: Linda Beaulieu, Kathleen Landry and Lucie Duguay Terry Gaudet (right) presents Jean-Claude Leger, with the Award of Merit.

Scholarship Recipients

IBANB Bursary IBANB Bursary
2012 Recipient: Jenna Dunfield-Wilband, Riverview, NB 2012 Recipient: Becca Jamieson, Bathurst, NB

Jenna Dunfield-Wilband, daughter of Nancy Dunfield, Jones Insurance Service, Becca Jami daughter of Anne Jami Kent & White Insurance, Bathurst, NB,
Moncton, NB, is presented the IBANB Bursary by IBANB President, Geordie is presented the IBANB Bursary by IBANB President, Geordie Lamb.
Lamb and IBAC President, Stephen Halsall
GTI Group Bursary Rus Rice Bursary
2012 Recipient: Amanda Schriver, Fredericton, NB 2012 Recipient: Lindsey Gavin, Saint John, NB
Amanda Schriver (center), daughter of Pam Schriver, Wilson Insurance Ltd., Lindsey Gavin, daughter of Marilyn Gavin, Harrigan Insurance Agency, Grand Bay-
Fredericton, NB is presented the GTI Group Bursary by two of the partners of Westfield, NB, was presented the 2012 Rus Rice Bursary
G.T. I. Broker Group Inc., Marc Leger (left) and Stephen Halsall (right).
CAIB Honours Graduates CAIB Graduates
Christine Bourque Mitchell McConnell Insurance Ltd. Saint John NB Stephanie Austin Huestis Commercial Insurance Ltd. Fredericton NB
Amanda Clarke Capital Morrison Insurance Services Fredericton NB Muriel Blizzard Harrigan Insurance Agency Grand Bay-Westfield NB
Dawn Ellis Huestis & Harbour City Insurance Ltd. Saint John NB Amanda Bordage J.B. Elliot Insurance Ltd. Saint John NB
Kerry Galloway R.V. Thompson Insurance Ltd. Woodstock NB Jennifer Brown Wilson Insurance Ltd. Fredericton NB
Andrew Jones Jones Insurance Service Ltd. Moncton NB Sean Burnett Macdonald Chisholm Trask Insurance Moncton NB
Melanie Maunder Cain Insurance Services Ltd. Fredericton NB Nick Chandler Coast Insurance Ltd. Moncton NB
Brenda Pacitto Huestis & Harbour City Insurance Ltd. Saint John NB Penny Clancy ACP Insurance Ltd. Moncton NB
Andrew Pettipas J.M. & C.W. Hope Grant Ltd. Saint John NB Megan Craig Anderson-McTague Insurance Saint John NB
Rachel Roussel Fairway Insurance Services Inc. Shippagan NB Luc Cyr Shaw Insurance Agency Ltd. Grand Falls NB
Nancy Walker-Deponte Wilson Insurance Ltd. Fredericton NB Joanne Dancause Imperial / Langham & West Insurance Moncton NB
Amanda DeLong Cain Insurance Services Ltd. Fredericton NB
. . . Jackie Dugas Assurance Mourant Ltee Caraquet NB
CAIB Certificati f C let
e D Brittany Folkins Huestis Commercial Insurance Ltd. Saint John NB
Linda Beaulieu Alliance Assurance Inc. Edmundston NB Jennifer Huestis Hue.sus & Ha..rbour City Insuranc.c Litd. Saint J.nhn NB
X . B Kelly Jones Capital Morrison Insurance Services Fredericton NB
Lucie Duguay Acadie Generale Insurance Shippagan NB " 1 F
Kathleen Landry Acadie Generale Insurance Caraquet NB Monica LeBouthillier Marshall & Associates Insurance Ltd. Moncton NB
Angela Logan Huestis Commercial Insurance Ltd. Saint John NB
Sandra MacDonald Jones Insurance Service Ltd. Moncton NB
Sharon MacDonald Higgins General Insurance Ltd. Rothesay NB
Joanne McArthur The Huestis Insurance Group Saint John NB
Corrine McDermott McKnight Insurance Limited Upper Queensbury NB
Vicky Ogilvie Munro's Insurance Ltd. Petitcodiac NB
Lori White Huestis Commercial Insurance Ltd. Saint John NB
Lisa Yeomans Hovey Insurance & Financial Services Hampton NB

Atlantic Insurance Brokers ~39~ Winter 2012



The best way to be the
best you can be is to
learn from the best.

S0 youre a broker. Congratulations — you are a member of a
fulfilling and highly regarded profession, with no doubt a leng
and successful career ahead of you.

experience — will always be zeeking to improve themselves,
1o hone their skills, to serve their customers and their
brokerages ever more efficiently and effectively.

After all, the only good time to rest on your laurels i2 when you've retired from the biusiness.

Which is why the Professional Development programs availakle from your local insurance brokers
association are designad {o provide ongoing qualily education as a key o builkding successful carears

This unrivallec path of continuous tearning has been developed by the best brokers for brokers
wiho want to be their best. Building from the Fundamaentals of Insurance, through core courses
such as CAIB, through to univerzity level programs Like CPIE and the Online Broker MBA
and H.B.Com, with many specialist courses - such as Professional Selling, Praducer
Academy and more - available in parallel, each step is a step in the right direction: up.

So, consider your options. Stay where you are and get left bahind.
Or slep up Lo the plate and ba the besl you can be. The best sducators
are waiting for you,

For more infermation, contact your local insurance brokers
association.

Smart brokers - of whatever age, and na matter their vears af



“CIAA is dedicated to fair practice and

integrity on all claims-related services”

To contact the member firms below go to www.ciaa-adjusters.ca/find.asp

NOVA SCOTIA NEW BRUNSWICK PRINCE EDWARD ISLAND
Action Investigations Incorporated AMG Glaims Inc. CHS Holdings Inc.
Dartmouth Fredericton Charlottetown

AMG Claims Inc.
Halilax

ASAP Claims Adjusting Limrted

sydnay Grand Falls Charlottetown

Grawford & Company (Canada) Inc. Maonctar Summerside

Halifax/Dartrouth Saint John Granite Claims Solutions

Kentville Granite Claims Solutions SUMMmMErsiie

Stellarton Moncion Prince Edward Glaims Services Inc.
Sydney Greater Moncton Adjustment Bureay  Lhariotietinm

YaArTGULH Ing.

Fundy Adjustment Bureau Lid. Monctan NEWFOUNDLAND

Yarmouth C. Landry Adjustment Ltd. Best Elliott Consulting

Granite Glaims Solutions Caraguet ot John's

Halifax Lawrence & Associates Lid. Colonial Adjusting & Appraisal
Sydnay Fredericlon Services

Kernaghan Adjusters Limited Marsh Adjustment Limited at. John's

Halifax Bathurst Crawford & Company (Canada) Inc.
Sydney Moncton Mount Pearl

Marsh Adjustment Limited Plant Hope Adjusters Lid. Penninsula Adjusting Services Lid.
Antigonish Bathurst Marystowem

Bridgewater Campbeliton Pike and Associates Adjusting Lid.
Halifax Edmundstan Halyrood

Kentville Hedencion

Lawrancatown Grand Falls

Sydnay Miramichi

Truro Maoncton

Yarmouth Saint John

G.E. Morgan Adjusters Limited Robichaud Claims Services

Halifax Locagne

N.5. TASKS Ltd. Young's Claim Service

Truro Manelan

Crawford & Company (Canada) Inc.
Balhursl
Fredericton

Crawford & Company (Canada) Inc.
Charlottetown
DeLong & Associates Inc.,

For more information about membership in CIAA, our professional standards or our
goals and objectives, please call one of our Regional Officers....

NS President - Grant King = 902-468-7787T or Grant.King@crawco.ca
NEB/PEI President = Luc Aucocin = 506-853-8500 or laucoin@planthope.com
ML President - Marcel Pitcher » 709-753-6351 or Marcel.Pitcher&crawco.ca

Canadian Indepandant Adjusters’ Association

5401 Eglinton Avenue West, Suite 100

Etobicoke, OM MSC SKE

Phone: (416) 621-6222 Fax: (416) 621-T776

E-mail: info@ciaa-adjustars.ca Weabsite: www.ciaa-adjustars.ca

GAA
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Massive support, yes.
Adapting to your needs, always.

At Northbridge Insurance” you
get big company capabilities
with the flexibility vou'd expect
from a small company.

The power of together®

www.nbins.com @J Northbridge

Insurance




—

Markel International company

Commercial generzl Lability Helping brokers with effective
Directors and offioors Labdlity insurance solutions since 1966,
Emviranmental Impairment Uability
Mannpe program

Prafoszional Lalbility

Praperty and inland maring
SpCUFity and protection industry
Umbrella and cxcoss Lability www.elliottsr.com

Montread
loronto
Calgary
Wancouvwer

STRATEGIC
UNDERWRITING
MANACERS INC

dMonfreal: 1-855-845-7851

Toronlo: 1-877-G03-7064

» Comrnercial Ceneral Lability

wmhﬂm% @Iﬂmﬂt@ﬂ Environmental Liabiliy

< g e Sl W Procluct Recall
WAL ELIMIINELITaNCE.Ca
Marine and Logistics
U'mbwrella & Dxcess Liahilisy

rofessional Liability

L fe Sciences and

Chmcal Trial Lialiby

* Directors and Officers Liahilily




CALENDAR OF EVENTS
2012-2013

DECEMBER 2012

5
11

APRIL
Various Locations 3
Fredericton

National CAIB/CPIB Exams
IBANB Board Meeting
]

JANUARY 2013 13

27-29

IBAC Board Meeting Toronto

MAY

FEBRUARY 1

6

8
21-22
28

MARCH

25-2
11-16

National CAIB/CPIB Exams
IBANB YBN Curling Bonpiel
IBAC PD Conference

IBANS YBN Curling Funspiel

Various Locations TBD
Moncton
Toronto JULY
Lower Sackville,NS 10

IBANS CAIB 2 Immersion
IBANS CAIB 3 Immersion

Halifax 11
Halifax

4

IBANS Insurance Awards
& CAIB Graduation
IBANS MLA Reception
IBAC BIP Meeting

National CAIB/CPIB exams
IBANB Broker Awareness Day

National CAIB/CPIB exams

SEPTEMBER

National CAIB/CPIB exams

DECEMBER

National CAIB/CPIB exams

Halifax
Halifax
Toronto

Various Locations
Fredericton

Various Locations

Various Locations

Various Locations

Commercial
Insurance

Chur-commercial insurance products are designed Lo
meel the needs of small and medium businesses
across 4 multitude of industries, including:

* Manufacturing * Retail & Services
* Wholesale * Traces

Contact your Wawanesa representative for all your
commercial property, liability and automobile needs.

Wawanesa

Earzring ¥our Trost Since 1604

WAWL WaWanesa.com

Aute - Home Buiiness - Farm Life and Group

Atlantic Insurance Brokers

Winter 2012




An Atlantic Company

serving Atlaneic Conada for more than 20 vears

Eliminate

your Premium Colleetions

*  Annual - Six month and Metorcycle
Policies Financed

o (Competitive Rates
*  Fast Cheque Release
*  Various Payment Plans

o [riendly, Flexible and Efficient Service

Keep it local - Where your business is appreciated

Premium Finance

154 Prince William Street SerViCES L[d

Saint John, NB EZL 4K3
1-800-561-1930  Fax: 506-632-5044




Risk relief. Fast.

< /

Extra Strength Underwriting

NB/NL 1.800.222.9777
g Andergon NS/PEI 1.800.561.9052
<S> McCTague  meaeandersonmcTague.com
DY) &ASSOCIATES  www.AndersonMcTague.com



