A SPECIAL PROMOTIONAL SUPPLEMENT TO BUSINESS IN VANCOUVER

MARCH 10-16, 2009

A Career in Insurance is
a Rewarding Experience
Insurance Institute

W

Graham Haigh,
BA, FCIP, CAIB
President,
Insurance Institute of BC

A career in insurance may not
come with a job title such as Chief
Yahoo! Officer, but it offers a wide
range of diversity and there is
always a need for insurance, even
during tough economic times.

ithout the insurance industry, life as we
know it today would be very different.
Few vehicle owners, business owners or
homeowners could afford the end result
of a fire or a lawsuit that follows an injury or the dozens of
other manmade or natural disasters that could befall any
one of us. Banks would be even more reluctant to lend
money were it not for the protection of insurance.
Risk is all around us – from the simple act of stepping off
a curb to jetting away on a business trip or family vacation.
Our material possessions, too, are at risk – the houses we
live in, our furniture, even the clothing we wear as well as
cars, bikes, boats and more! Insurance protects us from
the risk of losing things around us, protects and allows us
to grow our businesses and gives us the peace of mind
to build our lives, without even thinking about it.
But luckily for us all there are people who make it their
business to think about insurance and they have formed an
industry that helps take the burden of loss off your shoulders.
The property and casualty insurance industry in Canada
employs more than 110,000 people and offers a wide
variety of dynamic careers. We hope that through this insert
you’ll learn a bit about our business and the pivotal role
it plays in commerce. We also hope that you’ll come away
with a greater appreciation of the career opportunities
available to those who choose to work in our industry.
A career in insurance may not come with a job title such
as Chief Yahoo! Officer, but it offers a wide range of diversity
and there is always a need for insurance, even during
tough economic times. What we do and sell not only lets
the insurance consumer sleep better at night, it also lets
our employees sleep well as demand for what we do is
not as elastic as that of other products and services.
The impressive array of position titles includes broker,
claims adjuster, or actuary. You can also be an underwriter,
work in HR, risk management or countless other roles all of
which make our business a uniquely vertical one
where movement amongst the different areas is encouraged
as it produces a rounded skill set ideal for leadership positions.
Why else should an individual choose insurance as a
career? To that my answer is – because you get to work
with wonderful people. In the coming pages, you will
meet several such people as they talk about their careers.
We look forward to introducing you, your family, and
your friends to all that a career in insurance can offer.
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Growing today’s—and
tomorrow’s—insurance
industry professionals
Carla Smith, BBA, CIP, Regional
Vice-President, Intact Insurance
Company (formerly ING Insurance
Company of Canada)

W

hen Carla Smith was taking
her four-year undergraduate commerce degree, she
learned much about typical
job streams, such as HR consultant, marketing research, stock broker or accountant,
but she heard nothing about career opportunities in insurance.
“You can’t choose a career you don’t
even know exists,” says Smith. “I’d like to see
insurance on that list in the future, and I’ve
been lucky enough to be put in a position
here at Intact Insurance that affords me the
opportunity to do something about it.”
Smith says with the impending exit of
experienced baby boomers, replacing talent needs to be a strategic priority. This
coming dearth of qualified people is compounded by the fact that careers in insurance aren’t well-known.
“It has been my experience that insurance is very much under-sold to young
people who are in the midst of deciding

We create opportunities
for students to visit us
so they can learn more
about insurance during
a critical period in their
career planning process.
what they want to be when they grow
up.”
Intact and Smith started the reputation
and recruitment team, consisting of six talented insurance professionals from Intact’s
Vancouver office.
“They are all university grads who have
had the same experience as me and nearly
missed this terrific career. Together we have
taken on the task of spreading the word
that insurance is a great career opportunity
and then, of course, that Intact is the place
to be in insurance,” says Smith.

The team keeps in touch with their former university professors and attends university events.
“We create opportunities for students to
visit us so they can learn more about insurance during a critical period in their career
planning process,” she says.
Closer to home, Intact has its own training school for staff and brokers. Called the
Orange Grove, it was launched in response
to feedback from staff and broker partners
that they wanted support with training and
development.
“We offer a number of soft skills and
technical skills. We have Orange Grove
Training centres at all our regional offices,
and also travel around the province so more
people can attend,” Smith says.
She still makes time for community
work, including WICC, the Women in Insurance Cancer Crusade which raises funds for
the Canadian Cancer Society.
In 2007, Smith received the Rising Star
Award for her contributions to both the industry and her community.
“As I sat down to write my acceptance
speech, I reflected on the past winners of
the more established Insurance Person of
the Year Award. It was a humbling experience. It also drove home for me that with
my acceptance of the award comes great
responsibility. The industry expressed optimism about my future contributions by
making me the Rising Star, and now it is my
job to deliver.”
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Taking a differ ent road
in the industry
Jason Wubs, MBA, BA, Senior VicePresident, Westland Insurance

T

hings are a little different at Westland Insurance. Like many others,
the firm is an insurance broker
first—the public face of the insurance agency.
But 11 years ago, Westland formed its
own insurance company to underwrite
business for a portion of its insurance portfolio.
“We write personal lines—home owner
insurance. We price the products, underwrite the individual risks (policies), and service the claims,” says Wubs. “There’s not
another independent broker in Western
Canada who does this. Regionally, we operate as an insurance company in the province of B.C.”
Offering its own Westland-tailored
products provides the company with tremendous flexibility with both pricing and
coverage. All decisions regarding claims
and pricing are made locally.
“From a service standpoint, we wanted to control the entire service cycle, from
point-of-sale to guiding our clients through
the claims process. It gives us tremendous
independence.”
The challenge of going this route, he
says, is that most people don’t know the

Westland story or how his father started the
company in 1980. As a family-owned business with 250 employees, the two brothers
and one sister, first and foremost, consider
themselves employees with responsibilities
and accountabilities like any other team
member employed at Westland. The financial aspects of the succession plan are firmly
in place but the focus is clearly on the entire
team growing the business to be a leader
in the industry.
But still being small, comparatively,
means the opportunities for advancement,
while not as plentiful, are far broader than
elsewhere
“Our vice-president of claims was hired
five years ago and came to the interview
out of curiosity. After three interviews, she
learned how she could turn the job into a
real opportunity,” he says. “We’re not as big
but she can be part of the creative team. We
empower people who are go-getters. You
can be part of building, creating and growing something.”
Ambitious, talented people don’t look
back once they hear the Westland story,
says Wubs.
“Our environment is more entrepreneurial,” he says.
Yet some things remain the same, like
a dedication to staff development, and
a commitment to higher learning. Wubs

says the company develops its workforce
through its in-house training facility, Westland College. The college offers a broad
range of insurance and leadership courses for front-line staff and management. To
complement these educational offerings,
Westland also encourages all its employees to register in industry courses, which
it pays for.
“With higher education comes more
knowledge,” he says. “That’s where we
focus our energy at Westland—developing and training staff and providing counsel to clients on a daily basis.”

From a service standpoint,
we wanted to control the
entire service cycle, from
point-of-sale to guiding
our clients through the
claims process. It gives us
tremendous independence.

It takes a professional to manage risk

I

nsurance can be a complex and ever
changing business. It takes educated,
experienced and ethical professionals
to help consumers manage their home,
car and business risks.
Chartered Insurance Professionals
(CIPs) are the dedicated experts you want
managing your risks. Like other designations (Chartered Accountants, for example), CIPs have completed a rigorous

qualification requiring several years of
study, strict adherence to a code of conduct and years of insurance experience in
addition to writing and passing national
exams.
The Insurance Institute has been educating all sectors of the property and casualty industry since 1899. It is the industry’s premier source for professional development. Its mandate is to help people

employed in the property and casualty
insurance industry stay current with an
evolving world and to stay connected with
their employer’s business and their client’s
needs. The Insurance Institute offers distance learning and in-class programs and
is known for its internationally recognized
Chartered Insurance Professional (CIP) and
Fellows Chartered Insurance Professional
(FCIP) designation programs.

CNS – MARKET LEADING INSURER IN BC
On January 1, 2008, CNS joined the RSA Canada group of companies. Together CNS and RSA are leveraging the strengths
of both companies to develop the best and broadest range of product offerings. We have more branch offices than any
other insurance company in B.C. We’re based in Vancouver with full service underwriting and claims offices in Victoria,
Nanaimo and Kelowna.
We offer an environment that fosters personal and professional achievement. We reward talent
and support employees to help reach their career goals through an internal training and
mentoring program. Other programs available to continually develop our people include
International assignments, Technical Academy and our Global Graduate program to name a
few. We also offer an attractive benefits package and a generous pension plan.
Please visit our website www.cns.ca for further information or send your resume to
careers@cns.ca for consideration.
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Providing opportunity makes
the corporation better
Jon Schubert, CMA
CEO, ICBC

B

eing the new kid on the block
doesn’t mean he is a stranger to
either the insurance industry nor
to ICBC, the largest automobile
insurer in the country. Schubert’s arrival at
the helm of the corporation on November
15, 2008 marked the culmination of 30 years
in the insurance industry.
Schubert had been consulting for different insurance companies in Canada and
Europe. He worked with the World Health
Organization’s research project into neck
pain and brain injury, and previously owned
part of a rehabilitation clinic.
“I had always admired Vancouver as a
great place to live, filled with nice people,”
he says. The invitation to head ICBC “was
a huge opportunity. I’ve always admired
ICBC.”
The insurer’s scope is strictly auto insurance, with a twist. ICBC is also responsible
for driver licensing and contributes to road
safety initiatives.
“It’s a very good fit. It makes sense to
have those things together. Most insurance
companies in Canada don’t have such responsibilities.”
ICBC sells two types of insurance: basic
coverage, which is the mandatory insurance in British Columbia that provides in-

“We recruit and retain some
of the best talent. To do that,
you have to understand what
people are looking for—a
great career and an interesting
environment,” he says.
jury benefits and third party liability; and
optional coverage, which ICBC competes
for with private insurers.
“It’s very, very good for us,” he says of
that competition. “I think if any insurance
company is responsive to customers’ needs,
it helps us to focus on that. One of the most
important things about insurance companies is to be run in a financially responsible
way. To be a good corporate citizen, you
really need to be customer focused.”
Insurance, he says, is really selling a
promise since there is no tangible product
traded, until there is a claim.

“What you’re selling is really trust. There
needs to be a customer focus to do that.”
For the 5,000 workers at ICBC, career
and professional development are vital
components of the employment package.
Schubert says many people don’t think of
careers in the insurance industry but instead stumble into it, find it fascinating
and then stay a long time. He lists underwriting, call centre work, claims assessing,
finance and IT as just some of the career
paths in ICBC.
“We recruit and retain some of the best
talent. To do that, you have to understand
what people are looking for—a great career
and an interesting environment,” he says.
“The challenge is to provide people with
opportunities to better understand what
the industry is all about.”
Continuing education is an important
part of the strategy. It makes good sense,
he says, to invest in the people who work
at ICBC.
“There’s an annual performance plan—a
development plan for their own development in their current job and future movement. In-house training is very technical
and specific. External education we pay
for, specifically insurance knowledge offered through the Insurance Institute. It’s
a very good way to help people with their
careers,” says Schubert. “It’s good for ICBC
and good for our customers.”

“Professional Insurance Solutions”

One of BC’s largest independently owned an operated
insurance brokers serving the community for over 65
years and counting! Shaw Sabey & Associates provides
insurance products to businesses operating locally,
across Canada and world wide as a partner with
Assurex Global
“At Shaw Sabey, we want to be your broker, and will
work hard to justify your trust.”
Contact us today to speak to one of our 50 licensed
insurance professionals:
Shaw Sabey & Associates Ltd.
1710-1066 West Hastings Street
Vancouver, BC
V6E 3X1
Phone: 604-689-2441
Toll Free: 800-684-1911

LEARNING
TEIG® proudly supports Insurance Institute
courses and encourages continuing education.

www.economicalinsurance.com
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Communicating professional
to professional
Rick Parent, CIP, CRM, President, Coast
Capital Insurance Services Ltd.

I

t’s been a long journey from employee
number six, in 1978, to being named
B.C.’s Insurance Person of the Year, but
the journey has been filled with learning and developing lasting relationships;
both things that Rick Parent holds dear.
When the provincial government first
allowed credit unions to get into the insurance business, Parent had been looking
for work with Coast Capital on the banking
side. Instead, Coast Capital expanded into
the insurance field and Parent found the
job of a lifetime.
“They bought a small agency in South
Vancouver Island that was consistent with
Coast Capital’s member goals. It helped
them diversify their revenue stream,” says
Parent. “I thought I would be a lender. I
joined the new division at Coast Capital
Insurance and thought I would switch to
lending when the opportunity arose.”
He is still in Victoria, but the insurance
side has expanded to 16 offices on the
Island and 16 on the mainland. It’s now the
largest insurer in the credit union system,
doing more than 200,000 ICBC transactions
this past year.
“I got hooked into it,” he says. “Recruiting is more difficult in the credit union environment. Historically, I think, if you think

credit union, you think the main body of
deposits and lending. Seventeen per cent
of our revenue is insurance but many don’t
see us as their main career path.”
The biggest challenge in the business
is educating customers and delivering a
value-based insurance product, which is
relevant to their needs. Today, the process
is more evolved, he says, and industry workers need to engage clients and develop customer solutions.

The biggest challenge in
the business is educating
customers and delivering
a value-based insurance
product, which is
relevant to their needs.
“We look at the policies and listen to
various sources about their challenges. Customers today fear identity theft. We’ve listened to the clients and developed contract wording to provide comfort, coverage
and a solution. We approach the insurance

company and ask for them to enhance our
program,” says Parent. “This was unheard
of in 1978.”
In order to engage at this level, insurance
industry workers must be better educated
and trained.
“If there was no educational base, it
would be more difficult to encourage an
insurance company to make changes. We
are now able to communicate professional
to professional.”
With advanced training and technology, people in the insurance industry are far
more knowledgeable today than before. It’s
a whole new day, says Parent.
“Now, products are developed through
the eyes of the customer. I come from the
days of the seven-part business form. Technology today enables us to be much more
customer-centric.”
He is humbled and honoured at his recent recognition as Insurance Person of the
Year, a designation that comes from crosssector input throughout the industry.
“The highest form of recognition is from
your peers,” says Parent. “This award is reflective of the good work the industry does
and that we are there for policy holders in
their time of need.”
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Varied opportunities
throughout the industry
Harry Kloosterhuis, BA, CMA, President,
Family Insurance

T

here are some challenges in the
insurance industry but like most
challenges, they are accompanied by opportunities. Hiring is one
of those challenges. There are not enough
people coming into the insurance industry,
mainly because the breadth of the opportunities in the industry isn’t well-known.
“I think that people looking at property
and casualty insurance as a career think it
isn’t as flashy as a many other industries.
There’s not enough glitter in the organization,” says Harry Kloosterhuis. “The property
and casualty insurance community is trying
to improve that with new billboard and TV
ads, for example. We need to get people in
so they can understand how important and
vibrant this industry is.”
Opportunities include jobs in insurance
companies such as underwriting, finance,
claims, IT, HR, rating/actuarial and administration. In an insurance broker or credit
union office, there are sales and service positions, finance, claims and administration.
Building relationships with clients is key,
whether it is individual brokers forming relationships with the general public, who
are clients, or insurance companies, on
the other hand, forge strong relationships
with brokers.

Opportunities include jobs
in insurance companies
such as underwriting,
finance, claims, IT, HR,
rating/actuarial
and administration.

“It’s a true partnership and we see each
other as partners working toward the goal
of satisfying the end client,” says Kloosterhuis. “You need a good insurance company to support you when you have a claim
especially a catastrophic one. That’s when
it counts; that’s when people understand
why they have insurance. It is inconvenient
to say the least and people won’t be exactly the same at the end. But what the insurance companies do is their best to make you
whole again.”
Family Insurance is a small company,
owned by Economical Insurance. The advantage of its smaller size is the speed at
which it can make decisions.

“We can be nimble. If I want something, I
can get it almost immediately. The reaction
time is quicker in a smaller company. If your
head office is in Ontario, quite often the decisions are made there.”
That includes decisions about hiring,
salary and benefits. It helps with retention
when people see you making decisions
locally. Smaller companies have other advantages too over the larger marketplace,
which is grappling with the same hiring and
retention issues?
“People want to work where they feel
good about their job,” he says, adding that
people on the adjusting side have to have
great listening skills and be empathetic.
People on the underwriting side are likely
more conservative and need to be creative
to find solutions to cover particular risks.
“People are working with the salary side but
it’s the environment that keeps people here.
We try to listen to people.’
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Giving back is the key to education
David Porter, FCIP, CRM, President,
Advance Claims Service

A

driving commitment to continuing education is just one
of the things that keeps David
Porter at the top of his game.
Recently named Instructor of the Year by
the Insurance Institute, Porter is someone
who practices what he preaches.
“When a person takes the time to enhance their education, it shows they care
about themselves and that they want to
do a better job. It shows you feel more accountable for your performance, which
speaks very well for the industry,” says
Porter.
Advance Claims Service provides independent adjusters who investigate, negotiate and settle claims on behalf of insurance companies. Oftentimes, an independent adjuster will have a level of experience
in a specialized area, such as directors and
officers’ liability, host liquor licenses or large
commercial property losses.
Education, he says, ultimately equips a
person to offer a better product to the consumer, enhancing their level of protection.
An educated insurance industry professional will handle the contract and claims
process better, and will bring innovation
to their jobs.
Online courses offer more informal
learning opportunities whereas insurance
industry-sponsored courses provide both
technical and management skills and lead
to designations such as the Chartered In-

surance Professional (CIP) designation. Onthe-job training cannot be underestimated,
however.
“Everyday insurance professionals are
learning something, especially adjusters
and brokers. You see new things every single day and learn every day. It keeps you
vibrant,” he says.
The flip side of that coin, says Porter, is
that he teaches every day, informally onthe-job, and formally at the Insurance Institute of B.C.’s 11-week course, teaching Insurance Against Liability.
On winning the Instructor of the Year
Award, Porter says, “It’s more a credit to my
students. They like the format and style of
instruction. We have a lot of fun in my class
and work hard. Insurance against liability is
traditionally the hardest of the CIP courses to get through and I think that if you’re
enjoying yourself it is much easier to be absorbing information.”
Teaching, he says, is invigorating and
gratifying.
“Folks come out, have a good time, learn
something. It gives them confidence to be
successful in their exams and speak about a
topic in layman’s terms down the road, and
have a better understanding when working
with it in their occupations.”
More than that, he says, it raises the bar
and produces a more qualified professional.
“For people in the industry, education
encourages or forces them to be stronger,
more confident and take pride in achieving something. They improve themselves

BECAUSE WE UNDERSTAND WHAT’S IMPORTANT
Getting the job done. Delivering on time. Letting you get on with your business.
Small businesses can rely on insurance from their broker and CNS because we’re there
when you need us, standing by when you don’t, and always doing the right thing. Plus you
can also earn one AIR MILES® reward mile for every $20 in premium, to a maximum of 15
AIR MILES reward miles, every month per policy.

Find a broker and learn more at www.cns.ca

© 2009. CNS is a registered trade name of Canadian Northern Shield Insurance Company. “CNS” and the CNS logo are trademarks
used under licence from RSA Insurance Group plc. ® TM trademarks of AIR MILES International Trading B.V. Used under license by
LoyaltyOne, Inc. and Roins Financial Services Limited.

and, at a certain level, it makes them more
marketable.”
Porter is living proof. He is currently attending law school.
“A lot of instructors put their money
where their mouth is; a lot of them continue on as well with their own education. I
believe in it and do it.”

Everyday insurance
professionals are learning
something, especially
adjusters and brokers.
You see new things
every single day and
learn every day. It keeps
you vibrant,” he says.
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Preparing the next generation
of insurance professionals
Tim Edwards, Dipl. T., MBA, CMA, Associate Dean,
Financial Management Technology, BCIT

B

ritish Columbia Institute of Technology (BCIT) is
providing a welcome contribution to the insurance industry while providing excellent job readiness skills for folks wanting to enter the insurance industry. Started in September 2008, BCIT developed
and offers a two-year diploma program in general insurance and risk management.
“The insurance industry came to a number of institutions looking to mount a general insurance and risk management program. Many folks in the industry are set to retire, with almost half expected to leave in the next five-toten years. They were looking for upgraded individuals to

Archibald Clarke & Deﬁeux Insurance
Services would like to thank the
Insurance Institute of B.C. for their
ongoing commitment to insurance
education & professionalism.
company highlights:
■ We represent every major

We have the backing of
the industry helping us
with development and
offering scholarships.
Part of the attraction...,
is timing, as the
industry is faced with
a labour shortage.

insurance company in B.C.
■ We have an experienced and

knowledgeable team to serve you
■ We offer innovative programs to help

lower the costs for our customers

Celebrating our
40th anniversary
serving businesses
in B.C.

“They want young people. A lot are changing careers.
Insurance is a viable career. They want younger people,
sooner. Insurance is a $75-to-$80 billion industry.”
The diploma program offers one year of general business skills, such as accounting, marketing, organizational
behaviour and management skills; and one year of training specific to the insurance industry and risk management.
Those courses include insurance broker and agent roles,
property and automobile insurance, marketing and computer applications, security analysis, loss adjusting, principles of underwriting and risk assessment.
The program, says Edwards, will prepare students for
work as insurance sales representatives, agents or brokers, adjusters, claims examiners, underwriting service representatives, or property, marine, insurance and commercial underwriters.
The first grads are expected in 2010 and the insurance
industry will be offering summer internships.
“It’s a nice bridge between textbook learning and the
practical aspects,” says Edwards.
Upon graduation, eight-tenths of the Chartered Insurance Professional (CIP) Program course content and five
industry exams will have been completed, as they are embedded in the diploma program. Students will be able to
write three more industry exams upon graduation. Two
more courses will need to be taken through the Insurance
Institute to complete the CIP designation.
“They will be qualified to go to work immediately. There
are a couple of levels of licensing they will be eligible for
instantly. Basically, they can walk into an entry level insurance job and within six months of working, they’ll be ready
to blossom,” says Edwards. “With the internships, they’ll
be able to do more for the insurance industry. We haven’t
traditionally done internships. After three months of summer experience, they may find they will move faster when
they get out of here.”

come into the business,” says Tim Edwards.
Because most of those interested in the industry had
no prior experience, BCIT set about to develop an attractive program to train people in the necessities of business,
complemented with a good understanding of the insurance industry.
“It’s never been formalized in the province. We have the
backing of the industry helping us with development and
offering scholarships.”
Part of the attraction, he says, is timing, as the industry
is faced with a labour shortage.

Contact us today for a
review of your insurance
visit our website:

www.acdinsurance.com
phone: 604-985-0581
email: acd@acdinsurance.com

Harper Grey proudly supports the
Insurance Institute of BC.
Our insurance law group presents in-house and industry seminars on a wide
range of legal issues. We also publish the popular Insurance Law Netletter,
providing subscribers with relevant, succinct case law updates.
Insurers rely on Harper Grey for help resolving disputes. Our services include
coverage opinions, arbitrations and litigation management — all delivered
proactively in a way that minimizes risk and saves time.
Contact any of our lawyers with your questions. We’re here to help.

Harper Grey LLP’s Insurance Law Group:
Nigel Trevethan, Chair
Bryan Baynham QC, Partner
Guy P. Brown, Partner
Sandra L. Kovacs, Associate
Scott Marcinkow, Associate
Jonathan D. Meadows, Partner
David W. Pilley, Partner
Terrence Robertson QC, Partner

Bena Stock, Associate
Allan Thackray QC, Associate Counsel
Michael Thomas, Partner
Abigail Turner, Partner
Peter Willcock, Partner
Jennifer Woznesensky, Associate
Kim Yee, Associate

Proud supporters of

604 687 0411

harpergrey.com
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Changing the perception of
the insurance industry
Jennifer Perry, CHRP, CPM, Human
Resources Manager, HUB International
Insurance Brokers

W

hen Jennifer Perry added
the title Ambassador to her
portfolio, an exciting new
world opened up to her. The
human resources professional could work
in any industry but chose insurance because of opportunities for variety and advancement, new challenges and relationship building.
“I love my career as an HR professional.
I could take my career anywhere, to any industry, but I stay in insurance,” she says.
It’s an industry that offers incredible
growth opportunities and rewards those
who are proactive thinkers.
“It doesn’t attract enough of anyone,”
she says. “Most insurance professionals will
tell you that they fell into it. We’re really trying to educate people on the career opportunities available in our industry. One of the
benefits of our industry is that it is relatively
stable throughout our economic times. Another benefit is that there’s lots of education out there for those choosing insurance
as their first career. In many cases, employers are happy to support the cost of their
employees pursuing this education.”
In 2006, Jennifer first volunteered to be
an Ambassador with the Insurance Institute

of Canada’s Career Connections program.
[She chairs the committee now, and says
HUB is fully supportive of the time and effort she devotes to Career Connections.]
It’s an education strategy for high school
students designed to heighten awareness
about the multitude of career opportunities, and improve the understanding of
the role of insurance in society.
“I truly believe each of us has to become
an educator, educating people about how
truly exciting and challenging our industry
is. It’s all of our jobs to change perceptions
out there that we are boring, old, stodgy,
pushy, door-to-door sales-nerds,” says Jennifer. “We are well-educated professionals that provide a service to every single
person who drives a car, owns a boat or
lives in a home. Businesses wouldn’t open
and continue to run without our services.

It’s an industry that
offers incredible growth
opportunities and
rewards those who are
proactive thinkers.

Planes wouldn’t be built let alone fly without our industry. Insurance touches just
about everything you can think of.”
In addition to a good, solid income, she
says the industry offers an opportunity for
people to apply themselves every single
day. There’s constant change and people
are encouraged to stay one step ahead.
Industry professionals have a strong sense
of integrity and want to do the right thing
each and every time, she says.
“Every industry is struggling to find
talent but we have the added challenge
of a poor or non-existent reputation with
most job seekers. It’s up to us working in
and loving the industry to let people know
how great insurance is—and it really is
great. We need to pull together as an industry to build our reputation as an industry of choice.”

CONSTRUCTION

PUBLIC SECTOR

Your Experts in Commercial
Insurance and Risk Management
MANUFACTURING

Madison Centre
700 - 1901 Rosser Avenue
Burnaby, BC V5C 6R6

REAL ESTATE

Telephone: 604-294-3301
Toll Free: 1-800-263-3313

www.cmwinsurance.com

INSURE A SUCCESSFUL CAREER
Apply now for BCIT’S
Insurance and Risk Management program
Complete this two-year diploma program and launch a lucrative career.
Continue your studies to earn your degree and the Chartered Insurance
Professional designation.
APPLY NOW FOR SEPTEMBER
Visit bcit.ca, search ‘general insurance’
TECHNOLOGY
CHANGES
EVERYTHING
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The insurance industry
gives back
Andrew Janzen,
BComm, FCIP, FRM,
CAIB, President and
Managing Partner,
Mardon & Campbell
Insurance Brokers
(White Rock)

A

s past-president of the
Insurance Institute of British Columbia, Andrew
Janzen knows a thing or
two about giving back to
the community. He spent
ten years volunteering
with the Institute, which is a professional association for
everyone in the property and casualty insurance industry.
“It’s not just for brokers; it includes adjusters and insurance companies. Our professional association educates and
raises the professional bar,” he says. There are more than
3,600 members in B.C. and ten times that across Canada.
The CIP (Chartered Insurance Professional) designation is
the public’s assurance that they are dealing with people
trained at a professional level.
“Insurance professionals get to know their customers.
They understand their business and exposure. They customize programs to save them money and to cover their
exposure. They provide value. We put their needs above
ours as brokers. It’s a reality in my office.”
Success, he explains, only comes as a result of the community giving first. It’s the support received from their communities that allows insurance professionals to achieve success, so you naturally want to give back that level of support
and commitment.
“We show community appreciation and are involved
in the local community with the White Rock South Surrey
Community Foundation and Rotary, as well as through my
church,” he says.
But his volunteer efforts extend far beyond the borders
of either community or country. In fact, Janzen and his 17year-old son were recently in Mexico helping build a home
for a disadvantaged family.

Insurance professionals get to
know their customers. They
understand their business
and exposure. They customize
programs to save them money
and to cover their exposure.
They provide value. We put
their needs above ours as
brokers. It’s a reality in my office.

“It helps give the kids an opportunity to see how others
live,” he says. “It opened my eyes and my son’s eyes to how
good we have it.”
It’s also why Janzen’s family is heading to Zambia to volunteer with the Seeds of Hope Children’s Ministry organization, where previously, children with AIDS could die with
love and dignity but now, with antiretroviral therapy, they
can live and become the future leaders of Zambia.
“We’re building a playground. We raised the money as
a family and are going there to install it.”
And it isn’t just his family that is giving back, he says.

Others in his office are equally caring, as they are throughout the insurance industry.
Connecting with youth at every level is important and
Janzen makes the time to promote career opportunities in
insurance to mostly grade 10 students. More than 100 such
presentations have been made throughout the province.
“When you ask a kid in grade ten what he wants to be
when he grows up, he certainly doesn’t say an insurance
broker. But I love what I do. It’s given me a good quality of
life because the industry has been good to me. There is a
whole gamut of opportunities in the industry.”

We’re most satisfied to hear
you’re most satisfied.

J.D. Power and Associates has ranked BCAA Home Insurance the
“Highest In Customer Satisfaction Among Home Insurance Providers”
in Canada. We’re happy that we’re making our customers so happy.
To learn more, visit bcaa.com/insurance

BCAA received the highest numerical score among private full-coverage home insurance providers in the proprietary J.D. Power and
Associates 2008 Canadian Home and Auto Insurance Customer Satisfaction StudySM. Study based on responses from 5,687 consumers
measuring 25 providers and measures consumer satisfaction with home insurance providers. Proprietary study results are based on
experiences and perceptions of consumers surveyed in August 2008. Your experiences may vary. Visit jdpower.com
Insurance is sold through BCAA Insurance Agency and underwritten by BCAA Insurance Corporation.
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