
Are you joining us in beautiful Victoria BC from 

June 3rd to 5th to celebrate our 20th 

anniversary?  You should be! This event will 

be spectacular both in location and content. 

Make sure you are there on time as the 

conference kicks off with non other than the 

celebrated “Dragon” Michael Hyatt! 

Our keynote speaker MICHAEL HYATT is worth the 

price of admission alone. 

By age 25, Michael Hyatt became a self-made 

millionaire by building two highly successful tech firms 

that he sold for $500 million dollars. Today, Hyatt ranks 

as one of Canada’s top entrepreneurs, and is a mentor 

and investor in several start-ups. Whether speaking on 

leadership, innovation, entrepreneurship, or the future 

of tech, Hyatt shows audiences how to embrace 

change, because, as he says, “change is good” and “our 

future is great”. 

Hyatt currently sits on the board of BlueCat, one of the 

largest private software companies in Canada. Prior to 

this, he led the company since its inception as CEO and 

executive chairman. His leadership philosophy was to 

focus on strategy and empower his employees to 

execute. 

 

 

  
 

Quarterly Update 

2019 Second  
Quarter 

The second quarter of 2019 

seems to be flying by. 

Regulation and compliance 

changes seem to be moving at 

an unprecedented pace. 

CAILBA is working hard to 

keep all of it’s members up to 

date in this rapidly changing 

environment. 
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Hyatt is a weekly commentator for CBC’s The Business 

Panel, was previously a “Dragon” on CBC’s online 

sensation Next Gen Den, and featured on The 

Exchange and On the Money. 

As a Founding Partner at the Rotman School of 

Management’s prestigious Creative Destruction Lab, Hyatt 

acts as a coach for venture founders to set business and 

technical milestones to increase the ventures’ chances of 

success. Hyatt is also on the CEO Board of Advisors at 

Georgian Partners, one of Canada’s leading venture 

capital firms, a mentor with The Founders Institute, and an 

investor on the hit podcast “The Pitch”. 

Hyatt is a recipient of Canada’s Top 40 Under 40 Award, 

and was a finalist for Ernst & Young’s Entrepreneur of the 

Year Award 

Registration for the CAILBA conference is open now so 

reserve your spot today. Information on how to register or 

sponsor this event can be found on our website 

www.cailba.com. 
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Many favour disclosure but G19 faces an 

uphill battle for a variety of reasons. 

CLHIA GUIDELINE 19 

CAILBA and the 
G4 Committee  

 

Th e  G4  Co m mi t te e  

(CA IL B A ,  A D VO CI S ,  I FB  

a n d  CL HIA )  h a ve  b e e n  

h ard  a t  wo rk  o n  yo u r  

b e ha l f .   

 

Th e  G4  Co m mi t te e  i s  

wra p p in g  u p  wo rk  o n  a  

se t  o f  r e co mme n d a t i o n s  

fo r  t h e  Ca n a d i a n  Co u n c i l  

o f  I n su ra n ce  Re g u l a to r s  

o n  i mp ro v i n g  a d v i so r  

o ve rs i g h t .  

 

Th e  f i na l  do cu me n t  i s  

u n de r  r e v i e w w i th  e a ch  

G4  me mb e r ’ s  r e sp e c t i ve  

Bo a rd  an d  th e  G4  p l a n s  

to  p re se n t  t h i s  do cu me n t  

t o  th e  re p re se n ta t i ve s  o f  

C CI R wh o  w i l l  b e  

a t te n d i n g  a n d  sp e a k i n g  a t  

t h e  CA IL B A  An n u a l  

Ge n e ra l  Me e t i n g  i n  

V i c to r i a .    

  

CAILBA Welcomes New Members  

CAILBA is pleased to welcome the following new members: 

The Canadian Life and Health Association’s (CLHIA) Guideline 19 (G19) deals with 

transparency and disclosure with respect to fees paid by plan administrators (consumers) of 

group health and retirement products for the advice they receive. Disclosure as a core 

principle is nothing new and few (if any) would oppose disclosure. Why then is G19 facing a 

dramatic backlash from a variety of organizations (Advocis, TPAAC, IFBC, CBIG, etc.)? The 

opposition to G19 seems to be rooted in the opinion of many that G19 may create an 

imbalanced marketplace with unfair competitive advantages.     

To be clear, CLHIA is not a regulator. That said, adhering to G19 is not optional as CLHIA member 

companies have no choice but to implement the guideline. CLHIA members control virtually the entire 

Group Retirement Services and Group Benefits marketplace in Canada so G19 will affect not only 

CLHIA members but all intermediaries involved (brokers, advisors, Third Party Administrators, 

Managing General Agencies, etc.). CAILBA as a voice of MGA members is concerned with some 

aspects of G19 – mainly the implementation of G19 may lead to an unfair marketplace and a restriction 

of competition which may unduly harm our MGA members. 

In meetings held with CLHIA and industry stakeholders to discuss G19 it was revealed the disclosure 

of commissions will not apply to “captive” agent compensation and the cost of employing “direct to 

consumer” sales teams. G19 will thus create an unlevel playing field. An independent broker will have 

to disclose their compensation to a client to whom they provide Group Benefit services yet a “captive” 

agent would be exempt from disclosing the same information. Given just this one example, it is no 

wonder G19 is facing an uphill battle. 

CAILBA recommends all members review Guideline G19. Will G19 form the blueprint for future 

guidelines on compensation disclosures? That question remains to be answered. For more information 

please go to www.clhia.ca/G19. 

 



 

   

  

Tech Talk  

COMPLIANCE 

UPDATE 

CAILBA’s 
Compliance & 

Regulatory Chair: 

 

• CAIBA, along with IFB 

and Advocis, met in 

March with the 

CCIR/CISRO FTC (Fair 

Treatment of 

Consumers) 

Implementation Working 

Group. This is the first of 

what will be quarterly 

meetings in 2019 to 

discuss issues, barriers 

and recommendations 

on the FTC outcomes. 

 

• CAILBA is collaborating 

with iA Financial, Sun 

Life and Ivari to provide 

feedback on updated 

MGA agreements. 

 
• CAILBA is in 

consultation with New 

Brunswick’s Financial 

and Consumer Services 

Commission on their 

plans to implement a 

licensing regime for 

MGAs. 

 

• Please note in April 

2019 CISRO (the 

Canadian Insurance 

Services Regulatory 

Organizations) released 

their Strategic Plan for 

the period of April 1, 

2019 to March 31, 2022. 

 

 

 

How can technology assist MGA’s in attraction and retention of advisors? 

By living up to its potential! I honestly think its failing the MGA right now. From an attraction standpoint, assuming we 

want young(er) blood into the industry its pretty clear we’ve got to digitise the sales process. Paper just isn’t going to cut 

it for too much longer. The sales cycle, time to settle a policy, issue it and get the advisor paid is still way too long. In a 

time where we can track a pizza from dough to door, we have clients and advisors scrabbling for insights as case 

progresses and it can take 50-90 days. I think MGA’s have a tricky job picking technology and are left with the job of 

trying to piece it together into some coherent shape that genuinely helps their advisors. A compounding issue is that 

MGA’s aren’t famous for being big technology buyers and so they are left dealing with what carriers bring them or 

vendors, who can make a business case to the MGA, can build.  Ideally MGA’s would be able to bring a cohesive suite 

of tools that empowers advisors to be able to graduate from ‘green p’ through to successful practice owners with them 

playing a crucial training and mentorship role along the way. We do have many ‘point’ solutions today, but no integrated, 

straight through way to go through our sales process. 

Roboadvise / direct to consumer models – what would you say is a common myth? 

It’s a myth that either channel (digital or advice based) wins out completely. There’s a place, and will be for along time 

to come, for face to face advice for consumers who need financial guidance. It gets complicated quickly and addressing 

suitability, knowing the client, compliance and setting up the consumer in a way that makes them happy has proven to 

be, thus far the job of a skilled human. But I’d say the notion that insurance will always be ‘sold’ and not ‘bought’ may 

represent a dangerous complacency for our channel. The web plays a role now in over 55% of all purchases of life 

products with consumers now purchasing or attempting to purchase online 32% of the time. The money being poured 

into fintech is going to lead to breakthroughs in the way underwriting is performed meaning we can expect to see more 

‘Kanetix’ / market type models for consumers to contemplate. Our industry is just too rich for technology companies to 

ignore. Our stats show that the vast majority of what is sold is at the commodity end of the market and is therefore 

comparatively simple to issue. Good marketing and technology will (are) making significant inroads into the advisor bread 

and butter. Survival for advisors will likely mean building off of the commodity footing that the simpler direct to consumer 

offerings can deliver, but that also can ‘open’ the protection conversation.  

 

 

 

Q & A with    Simon Tomlinson 
                            (Founder, CEO – Bluesun)  



CAILBA Founding Member Profile 
 

This year marks the 20th Anniversary of CAILBA. Over the next few updates we will feature a brief Q&A with some of the 

founding members of CAILBA. Did you know CAILBA was born out of NAILBA (the National Association of Independent Life 

Brokerage Agencies) and the Duty of Care legislation in Ontario was the catalyst to bring MGA’s together?  

 

Terri Botosan – President HUB Financial Inc. – Founding Member of CAILBA 

 

How has the MGA world changed for the better over the last 20 years? 
 

So much has changed since I joined HUB almost 20 years ago. HUB was the first “consolidator” and we were trying to build a 

value proposition that was very different from our competition. Over the years, the industry has demanded a much higher 

level of professionalism, process and compliance from all MGAs. Carrier contracts and the expectations of the role of the 

MGA have changed dramatically. Although one would argue that the oversight responsibilities were always a contractual 

responsibility, in reality there was very little infrastructure at most MGAs to deliver on that. Today, we use technology muc h 

more efficiently, we view our role very differently and have enhanced responsibilities. Having said that, our “why” is still the 

same…..the independent advice based channel serves Canadians better than any other channel and we should take our role 

in that channel very seriously. 

 

What are 3 main challenges you see facing MGA’s over the next 20 years?  

 

1. The aging demographic of advisors is a challenge. Succession is not taken seriously and I can speak from recent 

experience….when an advisor passes without a solid, documented plan, it adds immense stress to an already 

difficult situation. 

2. MGAs are also seeing competition from our carriers in a way that we never have before. The play ing field is not 

level and that is going to affect many MGAs in a very significant way. 

3. And finally, I think that we need to continue to evolve technology and come up with some *industry* solutions. We 

had a tremendous opportunity to create something that would serve consumers and the industry and we have run 

off in a million different directions creating digital processes that are carrier specific and don’t serve the overall 

goal. 

 

What is the single most important reason you feel MGA’s should belong to CAILBA? 
 

It is nearly impossible to keep up these days. Participation with regulators, industry associations and carriers are a must but 

there are not enough hours in the day. CAILBA’s involvement in these things ensures that the needs of the independent, advice 

based channel will not be forgotten. CAILBA provides MGAs with the ability to have a unified voice and a seat at the table so 

they can influence and provide input on areas which not only impact us today but also tomorrow.  
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