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Brokers Ireland are firmly committed to the 
development of Insurance Broker and ensuring 
that the brand will professionally promote 
Brokers’ identity and raise consumer awareness, 
perception and understanding of their 
value proposition. 

Now more so than ever, it is vitally important to 
endorse and keep the value of Insurance Brokers 
firmly within the mindset of Irish consumers. 
With this in mind we are delighted to outline  
the following plans for Insurance Broker over  
the coming months.
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Promoting, Supporting and Representing Irish Insurance and Financial Brokers

THE housing market and the lack of suitable properties 
for sale are frequently reported on in the media and 
dare we say it, a topic discussed at every BBQ and 
outdoor gathering. 

While such properties are still thin on the ground, new 
figures from Banking and Payments Federation Ireland 
show the number of mortgages approved in May 
2021 rose by 7.4% compared to the previous month 
and were up almost 150% compared to the same time 
last year. This shows the demand for properties and 
mortgages is still on the increase. 

So, what can be done about the shortage of properties 
needed to meet demand? In March 2021 there were 
3,951 property purchases registered with the Revenue 
Commissioners. This was an increase of 9.8% on an 
annual basis and a 23.3% increase compared with the 
3,205 purchases in February 2021. Existing properties 
accounted for 86.3% of those registered in March, with 
new property purchases down 17.5% on March 2020.

In the year to March, 38,378 dwelling purchases by 
households were filed with Revenue. Of these, 12,642 
(32.9%) were purchased by first time buyer owner-
occupiers, while former owner-occupiers purchased 
20,509 (53.4%). The balance of 5,227 (13.6%) were 
acquired by non-occupiers. 

In 2020, new house completions reached 21,000 and 
similar numbers are now forecast for 2021. This is 30% 
down on what was expected to be completed this 
year. The pandemic has impacted what was already 
a retrenched market. Doing a quick calculation on 
Daft and MyHome it would suggest that the estimated 
number of properties on the market at the moment is 
somewhere between 14-15k. 

Some have suggested the Government should be 
building more social housing and not be so reliant on 
private developers. The other issue is how can vacant 
buildings be used to help address the shortfall?

According to the 2020 GeoView directory report 
(which lists addresses in the state using data from An 
Post) there were 92,251 vacant addresses in Ireland, 

representing 4.6% of building stock. Pillar five of the 
2016 Rebuilding Ireland, Action Plan for Housing and 
Homelessness was to remove existing barriers to 
the quick conversion and re-use of vacant or under-
utilised city and town centre commercial premises for 
residential purposes. There was also a commitment to 
support wider urban regeneration, with new measures 
to be brought forward by the end of 2016. This has not 
been progressed to date and in many towns and cities 
across Ireland there is an abundance of properties that 
could be utilised for residential living. 

Recently, ahead of the publication of the ‘Housing 
for All’ plan in August, Taoiseach Micheál Martin 
announced that there will be new incentives for older 
people to downsize and free up homes for families. 
This news has been met with mixed reactions from 
the elderly community, many of whom have expressed 
concern that they are been guilted into leaving their 
homes and communities. 

There is also the question of valuable land in prime 
locations that is going unused for residential purposes. 
The Irish Times recently quoted economist David 
McWilliams as saying if he was Minister for Housing he 
would introduce “a site-value tax in the morning” and 
introduce “a use-it-or-lose-it planning permission.”

The dearth of suitable properties for sale is seriously 
impacting house price inflation. New figures from the 
Central Statistics Office show house prices rose at their 
fastest rate in two years in March of this year. In Dublin, 
the increase was 2.5% while outside Dublin prices rose 
by 4.9%.  The Daft.ie House Price Report for Q2 2021 
published towards the end of June found the average 
house price was 13% higher than a year ago. 

Radical intervention is required by the Government 
to bring the Irish housing market back in the direction 
of equilibrium. There is no one solution, solving the 
housing crisis will require a multiplicity of actions taken 
simultaneously. 

Irish Housing Market
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04 

TRACK

FOR Insurance Brokers, we see a pressing need to 
promote to consumers the value of what Insurance Brokers 
do. Insurance is a financial product, not a commodity and 
the value to consumers of professional advice cannot be 
gainsaid. Particularly for the micro enterprises that make 
up a significant proportion of Brokers Ireland’s Insurance 
Broker members, the Insurance Broker brand we believe 
will be key driver of change, offering Insurance Brokers a 
unified, consumer-facing brand that will work alongside 
your own branding.  Our aim is to establish a strong, 
professional identity to generate awareness amongst 
industry and public of the benefits brought by Insurance 
Brokers and allow Brokers to project and market as a 
group, all benefiting from the strength in numbers. 

Without a doubt, the years ahead will bring challenges to 
the Insurance Broking sector. We have seen the impact on 
numbers due to consolidation in the market (whilst also 
noting that investors clearly see immense value in the 
services offered by insurance brokers). Other impacts will 
be felt from inevitable changes in insurance distribution 
due to technological advancements, as well as the costs 
of simply being in business. 

Since the launch of Insurance Broker, we have been 
working on its development. The success of Insurance 
Broker will be dependent on members’ participation, as 
the funding generated will have a direct impact on the 
extent to which we can market and promote Insurance 
Broker across media channels. 

In the coming months, we will commence the marketing of 
the brand to Irish consumers and offer Insurance Brokers 
some of the exposure that is required to reach the public 
domain. Our aim is to have all Insurance Brokers benefiting 
from what the brand has to offer by Autumn 2021. 

Our belief is that this unified approach will generate 
cohesion and greater opportunities for Insurance Brokers 
through brand exposure, new leads and strengthened 
consumer perception of our value in the marketplace.  

Support of Insurance Broker will facilitate ongoing 
development and marketing of Insurance Broker services. 
These include: 

 z Each Broker’s profile will appear on a central register 
of www.insurancebroker.ie, with all marketing efforts 
directed to the public via the website and in turn local 
Broker 

 z Tracking of individual Broker leads (calls/emails) to 
website 

 z Access to Technical Guides: we are generating 
professionally produced guides on the Insurance 
Broker website, Broker dashboard on a variety of 
industry relevant topics 

 z Access to Consumer Guides: we are generating 
professionally produced, consumer-friendly guides 
for client use on the dashboard area of the Insurance 
Broker website

 z Consumer Posters: a variety of POS materials through 
the Broker dashboard of the site that can be printed 
off or customised with individual Brokers’ branding

 z Insurance Broker Videos – we intend to develop new 
video material and content which can be customised 
with individual Broker’s logo for us on website, digital 
platforms and social media

 z Insurance Broker Conference: annual event in 
November, which participants are invited to attend 
free of charge

 z Branding –guideline manual with a range of branding 
options including internal and external Insurance 
Broker signage for Broker offices 

 z Potential Opportunities - depending on the level of 
support from Insurance Brokers there will numerous 
other opportunities to develop and endorse the brand 
through sponsorship, advertising, research and other 
initiatives 

Broker support is essential to enable us to activate 
a greater marketing presence and ensure that the 
Insurance Broker brand identity is introduced to Irish 
consumers and its growth may commence. As we take 
this step from September 2021, we hope that all Insurance 
Brokers will get behind us, in support of this project.  The 
term Financial Broker has achieved widespread public 
recognition and we want to realise the same benefits for 
Insurance Brokers. The Financial Broker journey started 
with acknowledgment that Financial Brokers had to do 
something better to market themselves to consumers, 
promoting the value of advice. All great journeys start with 
a plan to move forward and taking that first step onto the 
road. We hope that you will be part of our journey as we 
grow the Insurance Broker brand. 

Insurance Broker brand...
strength in numbers

in
si

de

Diarmuid Kelly, CEO Brokers Ireland

* Please see the Policy Document for full details. 
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HAVING previously worked in the financial services 
sector and specifically pensions, how important is 
the role of Brokers in the value of their advice to 
consumers? 
As some of you may know I worked in the Financial 
Services sector and specifically in pensions for nearly 
20 years before politics and part of my role was actually 
engaging with brokers in relation to advice for clients, 
specifically around pensions, executive pensions and 
income protection. The role of professional brokers 
is crucially important in so far as customer advice and 
proper customer advice for consumers, particularly 
when we are trying to ensure that more people do have 
pensions and increase pension coverage. For many 
people pensions are a complex area and that’s why I 
would always advise people to seek professional financial 
advice from independent brokers who I believe have 
served us very well and continue to serve us very well.  

The recent government announcement to tackle 
cuckoo funds on new build residential housing 
developments has come as a welcome relief to 
thousands of hopeful home purchasers, how impactful 
and how soon is this move likely to be on helping 
entrants into the housing market? 
The government is taking firm action to protect traditional 
family homes from bulk purchases while maintaining 
investment where it is needed. This will be done through 
an immediate stamp duty hike which was introduced 
by Minister Paschal Donohoe and longer term planning 
permission changes made by my own Department. We 
have already issued new planning guidelines by way of 
a Departmental circular under Section 28 of the Planning 
& Development Act 2000 to require Local Authorities 
and An Bord Pleanala to prohibit bulk buying of houses 
and duplexes and we will be making an amendment 
to the Affordable Housing Bill to include the “owner 
occupier guarantee” allowing local authorities designate 
a set amount of homes and duplexes (up to 50%) for 
individual buyers into the future. The measures I have 
introduced apply to all future planning permissions and 
I fully acknowledge that they are not a silver bullet. They 
complement other government supports like direct build 
of affordable homes by Local Authorities, the expanded 
Help to Buy scheme and the new shared equity scheme 
to help level the playing field for first time buyers and turn 
generation rent into a generation that can own their home.

Housing affordability and supply is currently the 
biggest and most topical issue on the political agenda, 
is the government’s housing plan radical enough 
given skyrocketing rents, the difficulties facing first-

time buyers and the lack of supply of properties in the 
Irish market?
This Government have put affordability and the chance 
to own your home at the very heart of housing policy. 
With budgets of €3.3 billion for the housing budget and 
€2.5 billion for the Land Development Agency, that is a 
significant financial power being invested by the State to 
deliver affordable homes both to purchase and to rent 
for people on modest incomes who work hard, pay their 
taxes and deserve to have secure affordable homes. The 
upcoming ‘Housing for All’ plan will be a multi-annual 
programme to set us on a path to achieve 33,000 new 
homes per year. It will include real targets for social and 
affordable homes, real time-frames in which to achieve 
them and it will be backed by real Government funding. 
It will centre on activating new supply, on addressing 
unacceptable vacancy rates, on tackling homelessness 
and on social and environmental sustainability. It 
is an ambitious and radical plan which will endure.

There has been commentary in the media around 
government incentivising builders to build more 
affordable homes by eliminating the 13.5% Vat on 
starter homes bought by owner-occupiers, abolishing 
development levies on starter homes, do you think 
it would be feasible for the government to consider 
these suggestions? 
I am very aware of the rising costs involved in developing 
new housing. In terms of drafting the new Housing for All 
plan, all avenues to reduce the cost of housing are being 
explored and we are working with the Department of 
Finance to look at any and all aspects of that Department’s 
policies to assist us in ensuring that we can make housing 
more affordable. The key though is to ensure that any cost 
savings are passed on to the consumer and to ensure 
that we achieve the intended outcome of lower house 
prices. We are actively pursuing other ways to reduce 
cost and make housing more affordable so we will have 
to see what makes the most sense in terms of overall 
benefit to the first time buyer. The range of actions which 
are being supported by the Government will deliver 
increases in housing supply, and affordable housing 
options.  In particular, government actions which include 
the new Affordable Purchase Shared Equity scheme; 
new Cost Rental homes; Rebuilding Ireland Home Loans; 
expanded Help-to-Buy scheme; and delivery through 
the Land Development Agency, will help to address 
any affordability challenges that may arise in the future. 

What are you view’s on the CBI mortgage macro 
prudential lending rules for consumers? Do you 
believe they are an impediment for new lenders 

“This Government have put affordability and the chance 
to own your home at the very heart of housing policy”
Minister for Housing, Darragh O’Brien, in conversation 
with Ciaran Blackall, President, Brokers Ireland
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coming into the market? With the impending exit of 
Ulster Bank and KBC do you see the Irish marketplace 
becoming less competitive? Will the government look 
at encouraging lenders to passport into Ireland for 
mortgages? 
The Central Bank of Ireland have an independent 
mandate to preserve and protect financial stability in 
Ireland. They introduced macroprudential measures for 
residential mortgage lending in February 2015 and I 
believe these rules have served us well. The objective of 
the mortgage measures is to increase the resilience of the 
banking sector and households and to reduce the risk of 
credit-house price spirals from developing. The lending 
rules are designed in such a way which does provide 
allowances acknowledging that higher LTI and LTV 
mortgages can be appropriate in certain circumstances. 
The Central Bank have put in place measures to increase 
mortgage switching which can have a significant impact 
on market forces and mortgage switching has increased 
throughout the pandemic. In the first three months of this 
year, the numbers switching their mortgage increased by 
over 15pc on the same period in 2020. Non-bank lenders 
such as Avant Money and Finance Ireland are shaking 
up the market which is definitely needed. Unfortunately 
with the exit of Ulster Bank and KBC the Irish market 
place will become less competitive in the short-term and 
that’s why I really do believe we need to try to encourage 

lenders to passport their services into Ireland. We’ve 
a shrunken mortgage market now, we’ve a significant 
demand for people to be able to buy and own their own 
home and that is central to what I am doing through the 
Affordable Housing Bill 2021, but obviously we need to 
be able to ensure we have competition in the market 
and the exit of Ulster Bank and KBC is a blow to that.  

Why do you think rates from the lenders based in 
Ireland are so much higher than their European 
counterparts?
The general level of lending interest rates in Ireland 
are higher than is the case in many other European 

“This Government have put affordability and the chance 
to own your home at the very heart of housing policy”
Minister for Housing, Darragh O’Brien, in conversation 
with Ciaran Blackall, President, Brokers Ireland

>>> overleaf 

“Unfortunately with the exit  of  Ulster 
Bank and KBC the Irish market place 
will  become less competitive in the 
short-term and that’s why I  really do 
believe we need to try to encourage 
lenders to passport their  services into 
Ireland.
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countries, though, thankfully,  it should also be noted that 
recent trends indicate that certain mortgage rates have 
been falling in Ireland.  For example, the interest rates 
on new mortgages (excluding renegotiations) have fallen 
from 4.05% in December 2014 to 2.8% at end-April 2021. 
Ultimately, the price lenders charge for their loans is a 
commercial matter for individual lenders.  A number of 
important factors likely influence the interest rates charged 
on Irish mortgages, including operational costs, certain 
structural factors as referenced above (such as incentives 
offered), as well as the fact that pricing will reflect: 

 z credit risk and capital requirements which in Ireland 
are elevated due to historical loss experience;

 z the level of non-performing loans which is higher in 
Ireland relative to other European banks;

 z different cost-to-income ratios among banks;
 z there are lower levels of competition in the Irish 

banking market compared to other jurisdictions 
(however, as noted above a new entrant has recently 
entered the residential mortgage market and is 
offering fixed rate mortgages at competitive interest 
rates which should encourage other lenders to follow 
suit).

With the announcement of new 20 year fixed rates by 
one lender and reduced LTV rates by a new entrant, do 
you think it is likely to drive interest rates down further 
for Irish consumers?
I think it’s certainly a significant development in the Irish 
mortgage market which is likely to create momentum 
that will encourage other lenders to also consider 
their rates and products and that is very welcome. 

From your time spent working in the insurance pension 
sector, what were your best and least favourite aspects 
of the job? 
The best was dealing with clients. Most of my roles 
were client facing and dealing with brokers specifically. 
Attaining target at the end of every year was another 
and I can say with 100% honesty that I never missed an 
annual target with Friends First so it was nice of course to 
reap the rewards of that. My least favourite was reporting, 
and producing monthly update reports. You could ask 
my former boss, who used to get quite exercised when 
they weren’t on time. I think that was certainly my least 
favourite and Tom might still be suffering with the trauma 
of having to chase me every month for his monthly update. 

“The upcoming ‘Housing for All’ 
plan will  be a multi-annual 
programme to set us on a path to 
achieve 33,000 new homes per 
year.  It  will  include real  targets 
for social  and affordable homes, 
real  time-frames in which to 
achieve them and it  will  be backed 
by real  Government funding.

Minister Darragh O’Brien in conversation with Ciaran Blackall, 
President and Diarmuid Kelly, CEO, Brokers Ireland.

Ciaran Blackall and Diarmuid Kelly before meeting 
Minister Darragh O’Brien.
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THE EU’s new SFDR regulation is helping to align the fund 
management industry and remove some of the ‘smoke and 
mirrors’ that have enveloped the sector in recent times. With 
this piece of legislation, fund managers are now obliged to 
set out their stall in respect of ESG targets, making it much 
easier for institutional and retail investors to compare and 
select investments based on ESG criteria.

It has also helped to focus minds around boardroom tables 
on the increasingly important area of ESG, and how fund 
management and investment activities can have a more 
positive impact on the environment and local communities.

For all investment firms, a realistic balance needs to 
be found between the speed at which ESG targets and 
frameworks are implemented and the important and 
ongoing obligation to maximise returns for investors. This 
is no longer an area that can be swept under the carpet 
or addressed with platitudes, and it seems clear that the 
general public, investors, managers and regulators are 
perfectly aligned in their desire to place ESG criteria at the 
heart of the investment process. 

In brief, the rules require that fund managers classify 
investment products into one of three categories; either as 
dark green funds (section 9), that have sustainable goals 
as their objective, light green (section 8), which promote 
environmental or sustainable characteristics but do not 
have them as an objective or article 6 funds, which have no 
ESG credentials.

While this process may seem simple and straight 
forward for a sustainable ‘dark green’ fund, it poses 
a significant challenge for light green funds. How 
do you ensure a fund which invests in assets such 
as property, is sustainable? After all, buildings and 
property more broadly have traditionally been one 
of the biggest carbon emitters. If you are a landlord 
or building manager, how do you influence the 
occupier in such a way that they minimise carbon 
emissions from the building they lease from you?

The scale of the challenge and the size of investment 
needed to meet that challenge is significant from 
both tenants and managers. At Greenman, we 
specialise in the grocery-anchored retail asset class 
with our Greenman OPEN fund being the largest 
food-retail fund in the German market. 

Germany has long been a leader in Europe in 
terms of the promotion of a greener agenda and 
a recent McKinsey survey of grocery CEOs places 
sustainability as the top priority post-COVID. Most 
of the leading grocery retailers have acknowledged 
the magnitude of the climate crisis and are already 
on the front foot with improving the sustainability of 
their supermarkets, supply chains and suppliers.

These factors ensure that we in Greenman are 
pushing an open door when it comes to our plans to 
make the Greenman OPEN fund’s portfolio carbon 
neutral by the year 2040.

A managers’ ability to simultaneously enhance 
the environmental and sustainability credentials 
of the property whilst generating long term value 
and investor returns will be the key factor that will 
differentiate the funds that thrive from those that 
don’t.

We have committed to invest a minimum of 1.21% up to 18.5% 
of the Greenman OPEN fund’s NAV to ESG related activities, 
in order to reach our goal to become carbon neutral by 
2040 and see this investment as being essential in future-
proofing the portfolio which will maintain and increase value 
for investors for the long term.

As a landlord, by working in partnership with our grocery 
tenants, we are in a much better position to design and 
implement significant initiatives that will materially improve 
the ESG performance of our assets, while also creating 
value for investors.

For example, by installing solar panels that generate enough 
power to supply the onsite occupiers as well as to provide 
renewable energy back to the grid, we can significantly 
improve our assets’ carbon footprint, while generating 
income for investors.

By implementing smart technology and aspects of artificial 
intelligence to monitor, map and evaluate and distribute 
data, we will be able to enhance our occupiers’ use of our 
buildings and help them to improve customer experience 
and use of space. 

We can also leverage the proximity of our assets to 
consumers and footfall they attract to create opportunities 
to support sustainable food production techniques such as 
vertical farming, as well as implement measures to reduce 
the carbon footprint of food by localising the supply chain.

By virtue of their location and the activity of the occupiers, 
our stores are deeply rooted in the local communities they 
serve, which means they are well positioned to support 
local initiatives that contribute to the overall well-being of 
the surrounding area.

ESG must make sense for our 
investors so to demonstrate 
the positive impact ESG 
initiatives can have on 
investment performance, we 
have incorporated our ESG 
strategy and the requirements 
of the EU SFDR into our 5by25 
target, which aims to generate 5% of the returns for investors 
in the Greenman OPEN fund from non-rent activity by 2025. 

We firmly believe that we have a plan in place that will help 
us to manage our growing portfolio in a manner that will 
have a more positive impact on the environment and local 
communities whilst also directly benefiting our investors.

The EU’s Sustainable Finance Disclosure Regulation 
(“SFDR”) is a welcome addition that provides much 
needed transparency for investors 

David O’Meara, 
Head of 
Distribution, 
Greenman

“With this piece of legislation, fund 
managers are now obliged to set 
out their  stall  in respect of  ESG 
targets,  making it  much easier for 
institutional and retail  investors 
to compare and select investments 
based on ESG criteria.
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THE number of significant construction projects including 
rail, roads, bridges and other land developments is 
expected to skyrocket in the coming years. While it is 
hoped that this will create the stimulus needed to drive 
economic growth, there is a risk with projects of this type 
of unintended environmental damage. Construction 
is one of the industries seeing the highest levels of 
environmental claims and those associated with large 
infrastructure projects have become increasingly 
complex and expensive to resolve. Given that in 
addition regulation around environmental damage and 
its enforcement have become increasingly rigorous, 
contractors need to tread carefully.

Know the risks
Risks can be presented by the disturbance of pollutants 
or contaminants that are already present at a site, or 
through the introduction of new ones due to leaks, 
accidents or other mistakes, or through a combination 
of both. Losses arising from the transportation and 
disposal of construction waste have also been seen. 
To help manage potential risk, an important first step 
is to conduct a thorough environmental assessment 
report before the project begins to understand the state 
of the area where construction will take place. These 
reports are usually mandatory for larger infrastructure 
projects, which tend to be quite heavily regulated. They 
will identify if a site is already contaminated and any 
chemicals or pollutants that need to be contained in the 
area or safely disposed of elsewhere.

However, depending on the type and size of the 
project, the risks can be varied and difficult to assess. 
For example, a railway line will cover a significant 
distance and may pass over different types of terrain. 
This presents a range of different types of risks. Flora 
and fauna may change with the landscape, as can the 
presence of endangered species and animal populations 
that need to be protected.

It’s worth emphasising that a risk assessment report 
won’t identify future contaminants.  In one example, 
an airport development required the excavation of a 
significant quantity of contaminated soil. This presented 
two problems – where to move it to and how to fill 
the hole that was left behind. Once the first had been 
resolved, the second was addressed by purchasing 
a large quantity of imported soil, from a country with 

relatively lax environmental controls, to replace what 
had been removed. Unfortunately, the new soil itself was 
found to be contaminated, creating a further problem to 
be resolved and a significant additional cost.

Protocols should also be in place to mitigate against fire, 
another huge risk within the construction industry. Any 
fire can lead to an environmental claim and we have 
seen losses where the water run-off from the handling of 
the fire has picked up contaminated substances which 
have been spread across construction sites and onto 
neighbouring land. This has resulted in third party losses 
and also statutory notices of clean-up from the regulator, 
which would not be covered under traditional insurance 
policies.

The importance of local knowledge
Regulatory issues for infrastructure projects need to 
be taken into consideration as these can differ quite 
significantly depending on the location. For example, in 
Europe, there are quite strict rules in place governing 
the response to environmental damage, mandating not 
only the clean-up of any pollution but the recovery of the 
area in which the event took place, a process which can 
be lengthy and expensive.

But in Asia-Pacific, a region that comprises 17 countries, 
the picture is more nuanced. Countries such as Australia 
and New Zealand have developed quite sophisticated 
regulatory frameworks but elsewhere the requirements 
of contractors to mitigate against potential environmental 
exposures, as well as the consequences of them failing 
to do so, are much less clear. A thorough understanding 
of local regulations is vital.

The importance of local knowledge extends to the 
purchase of insurance. Increasingly, large international 
construction companies are involved in infrastructure 
projects overseas in emerging markets. It is highly 
advisable that they take out a local insurance policy to 
sit within a multinational programme. Being able to use 
underwriters with the necessary experience, knowledge 
and insights of the local market is crucial in ensuring 
a complete understanding of the risk environment as 
well as in determining what the appropriate terms and 
conditions and limits might be. Equally, if a claim needs 
to be made, being able to handle it in the local language 
will make its resolution run much more smoothly.

A shifting landscape
Environmental consciousness is building fast. As public 
awareness of environmental issues grows, insurance 
buyers are putting greater focus on environmental 
protection and are looking for a better understanding of 
the details of their policies.

This is a positive development as the shifting regulatory 
landscape, as well as the rising cost of clean-up and 
restoration, has given rise to a trend of more and 
increasingly complex claims for contractors’ activities 
in recent years. Demand for insurance has risen with 
lenders and other investors financing a project more 

AIG explain environmental risks in 
infrastructure projects

Cliona Byrne, 
Environmental 
Underwriter, AIG 
Ireland

“Risks can be presented by the 
disturbance of pollutants or 
contaminants that are already 
present at a site,  or through the 
introduction of new ones due to 
leaks, accidents or other mistakes, 
or through a combination of both.

As governments around the world look to steer their economies towards recovery 
from the worst recession in living memory, infrastructure investment is high on the 
agenda for many.
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likely to request that a policy is in place.  In a trend 
that has emerged in the last three to four years, larger 
contractors have had to take on losses caused by the 
activities of their sub-contractors; so many have moved 
to protect their own insurance placements, premium 
increases and coverage. This means that they are now 
requiring smaller sub-contractors to have an appropriate 
insurance policy in place. Project owners will look 
closely at any claim and look at how it is possible to pass 
it down the chain.

Buyers now have a better knowledge of the coverage 
they are looking for but there is still progress to be 
made in educating brokers and clients of the full extent 
of environmental exposures. In addition, they are 
not always aware of the range of insurance products 
that have been developed which are much more 
sophisticated than those available five to 10 years ago. 
For example, as government bodies continue to take 

environmental issues more seriously and put pressure 
on construction companies to act, insureds can have 
peace of mind that their insurance policies respond to 
changes in law, ensuring continuity of coverage.

There is an onus on construction companies and their 
contractors to take environmental risks seriously. They 
need to ensure they have the proper protocols and 
standards in place and that they communicate better with 
their insurers and regulators about what they are doing. 
Getting it wrong and falling foul of the legislation can 
have serious consequences. Regulators are increasingly 
becoming more active and when they require a polluter 
to remediate, it is to a high standard, which is increasing 
the severity of claims costs. Accountability for protecting 
against environmental damage is only going to intensify.

For more information, please feel free to contact me 
directly at Cliona.Byrne@aig.com or +353 (1) 208 4941.

“In Europe, there are quite strict  rules 
in place governing the response to 
environmental damage, mandating 
not only the clean-up of any pollution 
but the recovery of  the area in which 
the event took place, a process which 
can be lengthy and expensive.

ALLIANZ Ireland are delighted to appoint 
Rhonda Cribben as National Sales 
Manager. With over 24 years of industry 
experience, Rhonda’s previous roles have 
spanned the disciplines of commercial 
underwriting, risk control surveying and 
most recently the position of Customer 
Relationship Executive. In addition she 
has volunteered with Junior Chamber 
International Galway and the Insurance 
Institute of Galway Council, where she 
previously held the role of President.  

Tom Nallen, Head of Customer for 
Corporate & Enterprise Distribution said 
the appointment demonstrates Allianz 
commitment to developing talent. ‘Rhonda 
brings tremendous value given her 
experience in market facing roles’ Tom 

said. ‘Her understanding of the broker 
landscape coupled with the ability to 
communicate our strategy with clarity to 
our brokers will be critical as the broker 
distribution landscape continues to evolve’. 

The new position will see Rhonda take 
responsibility for overseeing Allianz’s 
commercial distribution strategy and 
leading the sales team in engagements 
with our broker network while building 
upon our already well established 
relationships.

“I look forward to the opportunity to 
support our broker network and clients in 
partnership with the Allianz team,” Rhonda 
said. “At Allianz we are very fortunate to 
have a strong leadership group and expert 
staff focused on our customer needs.”

Rhonda Cribben appointed National Enterprise 
Sales Manager with Allianz

Rhonda Cribben, 
National Enterprise 
Sales Manager, 
Allianzreland



NEW INVESTMENT 
SUPPORT SYSTEM 
AVAILABLE TO 
BROKERS NOW!
We are proud to bring you our 
transformational new portfolio creation 
tool MyPortfolio Builder.
This new system allows you to email 
the Attitude to investing questionnaire 
to your client for online completion, 
create bespoke investment portfolios 
from across the Irish Life fund shelf, and 
send personalised branded reports to 
document and illustrate your tailored 
solution to your clients.

KEY FEATURES
• Diversification: Opens up the full breadth of the 

investment proposition.

• Ease: A simple and intuitive guided process to help 
you create unique client solutions.

• Personalisation: Record information in relation to 
your clients attitude to risk, individual circumstances 
and approach to responsible investing which can be 
a key support to you in delivery of your advice.

• Professional: Configurable, brandable reports 
which complement the outputs from our other 
systems to allow you to create a consistent overall 
client pack.

• Efficient: Save Portfolios to your MyQuotes 
personal dashboard and resume later.

• Streamlines your business: Prepopulates to 
MyQuotes and then on to Online submission– 
no rekeying of data and reduction of errors for a 
positive client experience.

Irish Life Assurance plc is regulated by the Central Bank of Ireland.
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WHEN dealing with regulators and policy makers, one 
can sometimes feel that the true value of Financial 
Brokers is misunderstood and not appreciated.

However, how consumers experience the work of 
Financial Brokers and the impact that work has on 
helping them build wealth and financial security into the 
future is what really matters to their lives.

To that end in May 2021, Brokers Ireland commissioned 
iReach to conduct consumer research in relation 
to the value of advice. The research was nationally 
representative by age, gender, region, and 
socioeconomic status. It provides insights into savings/ 
investments, pensions, financial security, and the role of 
financial advisors.

Respondents Demographics
Of the respondents, 49% were male, 51% female and 
57% were aged between 25 and 54. There was a good 
geographical spread with 29% from Munster, 22% from 
Leinster, 10% from Connacht and 7% from Ulster. One 
in three respondents had a household income between 
€40-€80k, with 15% stating their household income 
was over €80k. Forty percent of those surveyed had 
children at home while 60% had no children at home. 
Almost 69% had third level educational qualifications.

Using a Financial Advisor
From those surveyed, 37% had used a financial advisor 
in the past and 33% consult a Financial Advisor at least 
once a year.
A Financial Broker is now the most trusted source for 
financial advice, with 33% of those who had used a 
financial advisor trusting a Financial Broker the most. 
This is a significant increase of 13% from 2016 and 
illustrates how much traction the Financial Broker brand 
has gained in the last five years.
More than half (55%) of respondents felt more in control 
of their finances having used a financial advisor and 
88%, rated “explaining charges and product features 
in simple English” as the most important consideration 
when engaging with a financial advisor.

Financial Security
Twenty-seven percent of respondents rated their feeling 
of financial security at between an 8 and a 10, the top 
rating.  Of those 31% had used a financial advisor, 
compared to 24% who had not.
Thirty-four percent of respondents felt confident or very 
confident about being financially secure in retirement. 
Of these 37% had used a financial advisor and 32% had 
not.

Protection Products
Those who had used a financial advisor have higher 
rates of ownership of Life Assurance, Mortgage 
Protection, Critical Illness Cover and Income Protection, 
whereas 63% of those without a financial advisor had 
none of these policies in place.
Life assurance was the most commonly owned policy 
of those surveyed, with 24% of those without a financial 
advisor and 55% of those who have used a financial 
advisor having the product. The average level of life 

assurance was €131,250 overall; €108,247 for those 
who did not have a financial advisor which increased 
by 34% to €145,645 for those who did use a financial 
advisor.

Pensions
Of those surveyed 49% had a pension, rising to almost 
3 in 4 (73%) among those who had used a financial 
advisor.   Of those without a financial advisor only 34% 
had a pension.
The average pension pot was €110,759. Those who 
used a financial advisor had an average pension pot of 
€128,933, over double the amount of those without a 
financial advisor (€62,600).
The average age at which respondents started saving 
into a pension plan was 30, 29 for those who had used a 
financial advisor and 31 for those who had not.
In terms of the level of security consumers feel, 34% 
were confident or very confident about being financially 
secure in retirement, and of these 37% had used a 
financial advisor and 32% had not.
Twenty-nine percent of those retired (with no financial 
advisor) said their biggest regret was not preparing 
more for retirement.
More than one in five (21%) of those surveyed used 
additional voluntary contributions (AVCs) or pension top 
ups when saving into their pensions. Over 1 in 3 (35%) 
who had used a financial advisor do so versus 12% of 
those who had not.

Saving and Investments
The average amount in total savings and investments 
(excluding pension and property) was €59,464. For 
those who had used a financial advisor, the average 
increased to €81,890, 53% more than those without a 
financial adviser whose average was €53,200.
A good return on money is considered as important 
or very important for 96% of those who have used a 
financial advisor – compared with 83% of those who 
have not.

Conclusion
Consumers value advice and they value Financial 
Brokers as their most trusted source of financial advisor. 
Perhaps it is time that regulators and policy makers look 
at the real and tangible value that Financial Brokers 
provide to consumers and start breaking down the 
barriers and disproportionate impediments to doing 
business
Note: The iReach study involved 1,000 respondents with a confidence 
level of plus or minus 2.5pc. The fieldwork was undertaken from 6th to 
the 13th May, 2021. The full Value of Advice report will be published and 
circulated shortly to Brokers.

Why we as an Industry should shout 
about the Value of Advice

“A Financial  Broker is  now the most 
trusted source for financial  advice, 
with 33% of those who had used a 
financial  advisor trusting a Financial 
Broker the most. 

Rachel McGovern, 
Director Financial 
Services, Brokers 
Ireland Ireland
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WE have now seen the introduction of IORPS II and await the 
next steps following on from the publication of the ITPRTG 
Report of November 2020.  All this means that the Irish 
pension landscape is undergoing a radical transformation.  

With this in mind it is important to be aware that from 
22/03/2022 (PEPP Regulation 2019/1238) we will have a new 
pension product called a Pan European Personal Pension 
(PEPP).  A key driver in the development of PEPP’s is the 
increasing pressure on individuals to make some form of 
personal contributions to state and workplace pensions.  This 
contribution requirement is driven by demographic changes 
whereby Europe and Ireland’s population are ageing.  As 
an example of this ageing, data suggests that in Ireland the 
older dependency ratio (Age 65+)/(Age 15-64) will increase 
from a rate of 23% to 42%-49% in the next 30 years.  This 
is contributing to the risks increasing around the “old age 
pension” as an essential part of an income after retirement.  
PEPP aims to help address these demographic challenges.  
In addition, it also seeks to close the EU ‘pensions gap’.  
Currently, only 27% of Europeans between 25 and 59 years 
old have enrolled themselves in a pension product.

These factors combined suggested that there was a need for 
a pan-European personal pension product offering to address 
the pension saving gap.  Now from March 2022, a range of 
providers will be able to offer a PEPP, which is intended as 
an optional additional retirement savings tool for EU citizens.

What is a PEPP and who is it for?
The PEPP is a voluntary personal pension scheme that will 
complement existing pension schemes.  It is a long-term, 
individual, non-occupational/private personal pension 
product, subscribed to voluntarily by a ‘PEPP saver’.

The PEPP scheme will be available to approximately 240 
million EU retirement savers. PEPP will be in addition to any 
government-based or private investment products and is a 
simple, flexible, modern and cost-effective product.  PEPP can 
be offered in Europe by a broad range of financial companies: 
brokers, insurance companies, banks, occupational pension 
funds, certain investment firms and asset managers.

EIOPA (The European Insurance and Occupational Pensions 
Authority) will maintain a central register of PEPPs. The register 

will be kept up to date by EIOPA and will be publicly available 
in electronic format free of charge.  EIOPA announced in June 
that it expects that 13 PEPP providers will launch a product 
on 22/03/2022 and that there could be approximately 50 
providers within 2 years of launch. PEPP’s are open to all 
individuals wanting to save for retirement e.g. employed, 
unemployed, self-employed, students etc. 

Impact of PEPP for Irish and European savers
PEPP’s will offer all EU citizens an additional opportunity to 
save for their retirement and will help support those without 
access to a workplace pension. 
PEPP will provide the savers more choice with competitive 
products and strong consumer protection. It will assist 
European citizens who have a career in multiple EU countries 
as they will be able to contribute to the same PEPP in another 
EU Member State if they change residence. 
PEPP will be a modern product that can be distributed and 
purchased online, which may well make it more attractive for 
young Irish and European savers. PEPP offers several types 
of out-payments: annuities, lump sum, regular drawdown 
payments or a combination of these. PEPP will provide savers 
with more choice. 
The Regulation prescribes that PEPP savings should be 
invested taking into account ESG (environmental, social and 
governance) factors such as those set out in the Union’s 
climate and sustainability objectives.
All PEPP providers will need to offer an affordable default 
investment option (called the “Basic PEPP”) with costs and 
fees capped at 1% of the accumulated capital per year. 
However, some concerns have been raised about this cap.
The EU’s Delegated Regulation on PEPP becomes 
applicable from 22/03/2022. The EU Commission in a Tax 
Recommendation encouraged Member States to grant 
PEPP the same tax treatment as similar existing national 
pension products, even if they do not match all national 
criteria for tax relief. The Irish Governments response to this 
recommendation is awaited. 

Concluding thoughts
We await further developments in the PEPP arena with 
interest. There is no doubt that it will herald a new era 
of choices for pension savers.  There are many as yet 
unanswered questions including what impact will PEPP’s 
have on the pensions market for consumers, advisors and 
providers. How will PEPP fit in with Auto- Enrolment when it 
comes into existence?  The ITPRTG Report talks of a ‘new’ 
PRSA and again where might the PEPP regime fit in here?  
Whilst it is simply too early to assess the likely impact of 
PEPP’s, it is important that we be aware of their impending 
arrival. The PEPP regime should be considered as part of the 
rapidly evolving pensions landscape. In that context while 
we are currently dealing with changes imposed by IORPS II, 
awaiting potential changes in respect of the ITPRTG report 
we should also be aware of the impending PEPP regime. 

Pan-European Personal Pension 
Product (PEPP) Scheme

 James Caron (left) and Juan Rio Salvador of CompliNet

“The PEPP is a voluntary personal 
pension scheme that will 
complement existing pension 
schemes.  It is a long-term, 
individual, non-occupational/
private personal pension product, 
subscribed to voluntarily by a 
‘PEPP saver’.
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LATE May 2021 saw publication of the highly anticipated 
FCA policy statement outlining the new rules to be 
implemented by the UK regulator in relation to general 
insurance pricing practices. This follows the FCA’s 
thorough 2019 and 2020 Reports, which identified 
significant potential for harm to consumers caused by 
some general insurers, showed that competition in the 
market was not working as it should and made clear 
the FCA’s stance that compliance is not about rules and 
procedures, but about delivering good outcomes for 
consumers. The May 2021 Report provides for a ban 
on price walking, rules around the automatic renewal of 
policies and reporting requirements.

Too often in insurance, the collective gaze is focused 
on the issue of price, passing quickly over the other 
factors that also matter, such as the cover offered by the 
policy and the claims service provided by the insurer. 
However, let us not forget why the focus has been on 
the pricing models, by recollecting the undoubtedly 
dubious practices that have led the FCA to this point. It 
found that some general insurance companies: 

 z Sell policies at a discount to new customers 
and increase premiums when customers renew, 
targeting increases at those less likely to switch

 z Longstanding customers pay more on average, but 
even some people who switch pay higher prices

 z From the FCA’s consumer research, one in three 
consumers who paid high premiums showed at 
least one characteristic of vulnerability, such as 
having lower financial capability 

 z For consumers who bought combined contents and 
building insurance, lower income consumers (below 
£30,000) pay higher margins than those with higher 
incomes

 z People who pay high premiums are less likely to 
understand insurance, or the impact that renewing 
has on their premium

 z Most firms, when setting a price, include their 
expectations of whether a customer will switch or 
pay an increased price. This is not made clear to 
the customer

 z Firms engage in a range of practices to raise barriers 
to switching

Distortion of competition
The UK Regulator’s enquiries have demonstrated that 
there is no doubt that these practices distort competition 
and lead to higher prices overall for consumers. The 
latest limb of this landmark study proposes rules to 
address the harms caused to consumers and to improve 
competition in the market. 

The unattractive picture this paints, suggests that 
some insurance companies have lost sight of the fair 
value they ought to be providing to consumers and 
have damaged the relationship of trust for which the 
industry ought to be known.  The FCA has drawn critical 
attention to the practice whereby insurers identify, 
using complex, opaque techniques, those customers 
more likely not to “shop around”. Little do these loyal 
customers of insurance companies know that they were 
identified as such and targeted, with measures making 
it less likely that they would move insurer, and their 
disinclination to switch is not only not rewarded but is 
punished with “price walking”. 

Consumers not getting good value 
Noteworthy in this investigation has been the early 
acknowledgement by the FCA that consumers, 
particularly loyal consumers, are not getting good value 
– to the tune, the FCA reckons, of £1.8 billion in 2018 
alone. It has established that consumers are being 
harmed by the pricing models of some UK insurers. It 
now reckons that UK consumers will save £4 billion over 
the next ten years, a vast sum.

It was heartening in the latest report to see consideration 
and debunking of some of the arguments commonly 
used in Ireland to support non-intervention in this 
area. In response to those who stated that intervention 
could lead to some price-sensitive customers paying 
more, the FCA has pointed out that current new 
business prices are often unsustainably low, as they are 
designed to attract customers who will pay significantly 
more in the future, or are subsidised by loyal customers 
(and in Ireland one might add that unsustainably low 
prices offered to new customers in the direct channel 
are supported by higher prices paid by Broker channel 
customers). The FCA has acknowledged that this 
does not provide fair value to consumers overall; nor 
are these very low prices always offered to regular 
switchers. 

Delivering fair value for consumers 
Modelling carried out by the FCA has suggested that 
while rates of switching will fall when its rules are 
operational, many consumers by their nature will still 
switch; the key point is that consumers will not need 
to switch every year in order to obtain good value 
insurance. Switching has a cost associated with it, in 
terms of insurer resources and, importantly, consumer 
time*. A reduction in the level of switching will reduce 
costs for insurers and consumers.  The FCA is satisfied 
that in the longer term, its proposed remedies will 

FCA Report on general insurance pricing practices

“The FCA anticipates the 
introduction of its  remedies to 
make the supply of  insurance 
more efficient,  resulting in 
lower costs and therefore 
lower prices overall.

On 28 May 2021, the FCA set out its final rules to address harm in the home and motor 
insurance markets. In this article Cathie Shannon, Director of General Insurance at 
Brokers Ireland, explores a thorough FCA study that attacks the fallacy that dual pricing 
benefits consumers

Cathie Shannon, 
Director of 
General Insurance,
Brokers Ireland
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improve competition and ensure firms deliver fair 
value for customers without the need for consumers 
to invest time and a level of effort that some consider 
disproportionate to the benefit to be gained.  The FCA 
anticipates the introduction of its remedies to make the 
supply of insurance more efficient, resulting in lower 
costs and therefore lower prices overall.

This bold action by the FCA has met with support from 
insurers in the UK. The Association of British Insurers 
Director of Regulation, Charlotte Clark, stated “Insurers 
support these reforms and will continue working closely 
with the FCA to ensure they are delivered effectively. 
While the FCA recognises their interventions could 
lead to price increases for consumers who regularly 
shop around, these remedies should ensure that 
all customers get fair outcomes from competitive 
insurance markets.” 

Bold action required 
Brokers Ireland believes that the FCA is to be 
commended for the way it has conducted its market 
study. In seeking engagement from stakeholders, the 
FCA has recognised and met the need for open debate, 
demonstrated via evidence a need for change, as well 
as showing how pricing practices can provide fair value 
for consumers, whilst maintaining a market attractive 
to insurance companies.  They have debunked the 
oft-trotted out claim that dual pricing in the insurance 
market benefits consumers – it might benefit some 
consumers some of the time, but that is simply not 
enough where the corollary is that most consumers are 
not benefiting most of the time and the overall picture 
is actually much more complex. Financial services 
are particularly complex markets for consumers to 
navigate, because of the risk, value and importance of 
the products involved and the impact of dual pricing 
is not going to be the same across different markets. 
The insurance market cannot be equated with markets 
where the products are not complex, where switching 
is not made difficult and where the product producer is 
not purposely marketing its products to those less likely 
to switch, with the aim of price-walking them each year 
they remain a customer. In the insurance market, the 
overall impact of dual pricing is clearly negative and this 
point needs to be grasped, as it has been by the FCA.

The pricing practices of Irish non-life insurers have 
generated significant negative interest. Legislation 
introduced by Deputy Pearse Doherty, which is 
supported by Brokers Ireland, will be back before the 
Dail in November 2021. The Insurance (Restriction 
on Differential Pricing and Profiling) Bill is aimed at 
preventing insurers from using rating factors that are 
not linked to the risk and ensure that the rating factors 
used for new and renewal business are not calculated 
using different rating factors. In this draft legislation, 
differential pricing unrelated to risk is prohibited across 
channels whether direct from an insurer or provided 
by a Broker and rating factors unrelated to the risk 
would be prohibited.   The CBI is in the midst of its 
own investigation into differential pricing in the home 
and private motor markets. It has already found that 
most insurers in the Irish market use differential pricing, 
defined as practices which charge a different premium 
for the same risk, for reasons other than risk and cost 
of service. What remains to be seen is the action to be 
taken as a result of this finding.

Brokers Ireland has urged the CBI to include within 
the scope of its work the iniquity that is differential 
pricing between Broker and direct channels, due to the 
detriment cause to consumers and the fact that this is a 
limb of the same pricing models now rightly called into 
question. It is our view that all Irish consumers deserve 
the protection of their financial regulator, the CBI.  Bold 
action is required by the regulator and by those who 
legislate, to ensure that Irish consumers do not bear the 
brunt of pricing models that do not meet the standard 
of fairness to which all consumers should have an 
entitlement.  

AS a company who chooses to only distribute 
through Financial Brokers in Ireland, leading 
protection specialist, Royal London, is committed to 
the broker market and to giving you better choices 
and options. Its 2021 Broker Supportive Offer*, which 
has been extended until 30 September 2021, remains 
unchanged and continues to be a great choice for 
you and your clients. Here’s a reminder of the offer 
details: 

Term Assurance 
Six months cashback for your clients and extra 
commission for you OR price discount of 12.5% 
off the price-match premium OR a mixture of extra 
commission for you and price discount for your 
clients.**

Mortgage Protection 
Extra commission OR price discount of 15% off the 
price-match premium OR a mixture of both.
Plus, One Month’s Free Cover is available to all your 
clients taking out Term Assurance and Mortgage 
Protection policies; there is no restriction for 
medically rated cases. And, if you choose the full 
price discount option, this offer is boosted by Royal 
London’s Broker Price Guarantee*, which means you 
can be sure you’re giving the best broker price in the 
market! 
For more details please speak with your Broker 
Consultant or visit royallondon.ie/broker. 
* Full terms and conditions apply. 
**Except for the cashback offer, these options are also available on 
Pension Term Assurance.

Royal London: Broker Supportive Offer Extended
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TELL us a bit about yourself and your career working 
with brokers and their Agri clients.
I am now almost 20 years working in the Insurance 
Industry, most of that time spent in the Agri and broader 
Commercial areas. Prior to that I was an Agricultural 
Consultant for 9 years, specialising in the financial 
aspects of farming. That gave me a real understanding 
of what matters most to farmers and consequently 
what they need to protect. For the last four years with 
AXA, I have been working exclusively with brokers 
which has been great. There is huge passion, energy 
and commitment among farm brokers. They know their 
clients’ business and demand the best for them, which 
in turn drives us to constantly innovate so we can deliver 
tailored solutions built around their needs. 
How has AXA used innovation to help farmers?
Our industry, and indeed farming, is constantly evolving. 
Innovation has become somewhat of a buzzword but, 
put simply, it’s about finding new solutions and that’s 
something we do really well at AXA. For example, 
we have leveraged the strength of the AXA Group 
by partnering with AXA XL to include Environmental 
Impairment Liability as standard in our Farm policies. 
This is a big differentiator between our policy and some 
others in the market. The costs associated with farm 
pollution can be huge and farmers will demand to be 
properly protected so we were delighted to be able to 
work with AXA XL to make that happen. As the industry 
changes, fresh and innovative thinking will continue 
to drive the cover, solutions and service we deliver to 
brokers and their farmers. 

What have been the critical success factors that have 
allowed AXA to gain market share in Agri insurance?
When we launched AXA Smart Farm to brokers in May 
2018, the market needed more competition, and our 
timing was great from that perspective. It’s also true to 
say that there is a big opportunity in a start-up situation 
as you can design the whole service proposition 
correctly from the beginning. We quickly identified key 
broker and farmer needs through detailed research and 
set about building our proposition around those. We did 
this by delivering a top-class, innovative product, sold 
efficiently and backed up by a team of experts who 
can make quick, reasonable underwriting decisions. Of 
course, a strong claims service is a critical element too.
“Easy to Buy, Easy to Sell” was our motto. Expertise 
and a great product are obviously critical, but service 
efficiency was key to our growth. Our online system 
is very slick, and we have a great team of people to 
support our brokers.

It’s been a challenging 12 months for farmers. How has 
AXA supported farmers during the pandemic? 
While there are, unfortunately, plenty of individual cases 
where Covid has had a huge impact, farming has probably 
been one of the least affected industries. Most farmers 
lead a relatively solitary working day, spent outdoors 
so in that regard the impact would have been minimal. 
However, they did experience significant disruption 
to their ability to sell product, particularly in Marts. We 
were really aware of that and sensitive to the fact that 
some farmers had cash flow issues. We understood the 
situation and were accommodating where needed. We 
extended our credit terms and allowed an uplift of up 
to 20% on current farm livestock declared sums insured 
where required.  The unexpected does happen and we 
work to support our brokers and their clients when it 
does. 
What aspects of Farm insurance do you consider 
to be key and how can brokers ensure farmers are 
adequately covered?
In my experience, you need to take care of the big 
issues first and then worry about the smaller exposures. 
For farmers, that means you need to ensure they are 
fully covered on vehicles and for all the Liabilities - 
Public, Employers and Environmental - first. Then ensure 
that personal accident and the house sums insured are 
calculated correctly and are up to date. The potential 
exposure starts to decrease by the time you look at 
the outbuildings, machinery and livestock but these are 
important assets for working farms to protect.
Looking forward, what can brokers expect from the 
AXA Agri team over the coming months?
The next few months will be very exciting for us all in 
AXA. Our Agri Team are moving into a bright, new 
dedicated Agri Centre in Athlone. Our team will also be 
dealing with Agri Commercial risks as well as just Farm 
so that will be a big development for us. We want to tap 
into our in-house expertise and follow the farmer into the 
many commercial areas that they have branched into. 
This will help us complete a bespoke package for the 
many brokers whose clients are both Farmers and have 
an additional business running from the farm.
We are also looking forward to getting out and being 
able to meet brokers again. I know our Agri Business 
Development Managers, Pat Kelly and Sharon Finnerty, 
are itching to get out and about. Even if it’s just to say 
thanks for the business, face to face again. We’ve always 
taken a personal approach to our partnerships so that’s 
something we’ve really missed. Hopefully, we will be 
able to do that again soon.
Do you have a message for brokers and their farm 
clients?
Our message is, as always, that we are here to support 
and help our brokers. While the industry may change, 
our support remains constant and we will endeavour to 
assist however we can. Myself, Pat and Sharon, along 
with our dedicated Agri Team in Athlone, will continue to 
help you support your Agri clients. 
For more information on how AXA can help your Agri 
clients, get in touch with Hugh at hugh.oneill@axa.ie or 
contact your AXA Agri Broker Development Manager.

Hugh O’Neill, Head of Farm Broker, AXA
talks to Irish Broker

Hugh O’Neill, 
Head of Farm 
Broker, AXA

“The costs associated with farm 
pollution can be huge and farmers 
will  demand to be properly 
protected so we were delighted 
to be able to work with AXA XL to 
make that happen.
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SINCE its founding in 1903 as a mutual insurance 
association for organisations in the iron and steel 
industry in Germany, HDI Global has been a constant 
fixture as a provider of global industrial risk and 
insurance solutions. Now, with a new vision and 
changes to its leadership team, HDI has outlined its 
ambitious plans for European growth, with a particular 
focus on the Irish market.  

A new Vision
At HDI, over 3,800 employees from around the world 
share a common vision – to serve as a reliable partner 
with innovative and proven solutions that create real 
value. For HDI’s team in Ireland, the introduction of this 
new vision comes at an important time. 
With the UK and Irish branches now under the same 
leadership team, Stephanie Ogden - Director of 
Distribution and Executive Sponsor for Ireland - has 
identified that an opportunity for real growth exists.
Alongside longstanding lines of business in Property 
and Liability, HDI has recently broadened its suite of 
products in Ireland to include Motor Fleet and Marine 
Cargo cover, as well as Engineering and Construction 
products, including Inherent Defects Insurance.
These new additions to the proposition empower HDI 
in Ireland to better service and advise larger, more 
sophisticated clients on a global scale with the full 
weight of the HDI Group behind it.

The team
A highly respected and experienced team oversee 
HDI’s growing portfolio of clients in Ireland. It is the 
company’s ambition to grow gross written premium 
by 300% over the next 3 years with significant 
investment in new propositions such as Engineering & 
Construction, Motor Fleet and Marine Cargo.

Long-serving Liability Account Manager Frank Hynes 
joined HDI Ireland at its inception in July 2010. Frank 
has always been relied upon, both internally and 
externally, for his breadth of experience. 
A Fellow of the Chartered Insurance Institute, James 
Flynn manages both local and Global Liability clients 
with over 30 years of experience in Ireland. James 
also is responsible for managing several of HDI’s key 
broker relationships. 
HDI’s property portfolio is led by Barry Woods, who 
joined the business in July 2017, and is focused on the 
larger Property risks including Global propositions.
With over 40 years’ experience in liability claims 
handling, Senior Claims Adjuster Gerald McGrane 
brings a significant level of understanding and 
experience to the team.
The team is supported by Conor O’Neill, who works 
across the Liability and Property portfolios. Conor 
holds the Certificate in Insurance Practice and will 
shortly receive the Management Diploma in Insurance 
and has been with HDI since 2014.

Broadening the footprint
As HDI grows globally so does its local footprint, 
with a key focus on building on existing successful 
partnerships. With a suite of new products coming 
to market in the coming months, the opportunity for 
developing more holistic solutions for clients and 
brokers in Ireland will no doubt arise and - hopefully - 
with that an expansion to the local team. 
With renewed focus on opportunities in the Irish 
market, now is the time to speak to a member of the 
HDI team in Dublin. Get in touch through LinkedIn, or 
directly using the contact details overleaf.

HDI Global Ireland
Pioneering value driven insurance solutions globally
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Mobile +353 87 241 1925
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ROYAL London introduced an innovative offer for your 
Term Assurance clients last October: an exclusive 
6-months cashback offer. It is great to see new offers with 
a real customer-focus in the market, and customers have 
now started to get that tangible payment into their bank 
accounts. If you recommended this Cashback Offer for 
your client, then now might be an opportune time to make 
contact to reinforce the great protection they have.
Karen Gallagher, Interim Head of Proposition at Royal 
London commented, “We know when it comes to Term 
Assurance, ideally you want to recommend to your clients 
a competitively priced policy with a range of supportive 
features and optional benefits provided by an established 
company who pays out claims, when they should, as 
they should – just like Royal London! Our flexible Broker 
Supportive Offer on Term Assurance allows Financial 
Brokers to select what they want to offer their clients 
depending on what suits the broker and their clients best. 
With the additional commission option on Term Assurance, 
your client will receive cashback equal to six months of the 
premiums paid (excluding the Government Levy) within the 
first two years of their policy. 
“We introduced our six months Cashback Offer on Term 
Assurance in October 2020 and we are now seeing how 
the offer is benefiting brokers’ clients, with some customers 
already having received their first cashback payment. To 
date, the average first cashback payout is €146.33, and the 
highest first cashback payout is €1,871.28.”
Six Months Cashback for Your Clients
Here’s an example demonstrating how Royal London’s six 
months Cashback Offer on Term Assurance works for your 
clients:

Karen explained, “With our Cashback 
Offer, you are offering your clients 
something extra back from their policy, 
along with the financial protection 
and peace of mind that Life Cover 
can provide. After they have paid their 
seventh monthly premium, they’ll receive 
a cashback amount equal to three 
monthly premiums.*
“Then, a year later, after your client has 
paid their nineteenth monthly premium, 
they’ll receive a second cashback amount 
equal to three monthly premiums.* 
“With three months cashback in both 
the first and second year of their policy, 
they’ll get back 25% of the premiums 
they paid in those years.* So, in the first 
two years of their policy, they will have 
effectively had six months of financial 
protection for free. No one else is offering 
this in the broker market, it’s exclusive to 
Royal London.”

Choice and Flexibility for Brokers and Clients
Royal London recently announced that its Broker Supportive 
Offer has been extended until 30 September 2021. The 
offer, which gives brokers a number of flexible options to 
choose from, includes this great offer on Term Assurance - 
six months cashback for your clients with extra commission 
for you. You can select:

 z Price-match premium** plus six months cashback for 
your clients* and extra commission for you, or

 z A price discount of 12.5% off the price-match premium**, 
or

 z A mixture of price discount for your clients and extra 
commission for you

Except for the Cashback Offer, these options are also 
available on Pension Term Assurance.
If you choose the full price discount option Royal London’s 
Broker Price Guarantee*** is available, which means you can 
be sure you’re giving the best broker price in the market. 
Karen commented by saying, “With our Term Assurance 
offer you can select from our generous extra commission 
options, our price discount option or a mixture of both to 
suit your business needs. And don’t forget about the other 
reasons to recommend Term Assurance from Royal London 
to your clients. You can offer your clients one month of free 
Life Cover, even on rated cases. Plus, with Royal London’s 
market first service, Instant TLC (Temporary Life Cover), you 
can finish your client call or meeting confirming they have 
valuable Life Cover already in place - with no premiums 
being paid.”
Instant TLC from Royal London is available, at no charge, to 
all new applications for Life Cover for customers aged 60 or 
below.^ Once an application is submitted, eligible clients will 
have Life Cover straight away. There is no need to wait for 
forms or medical evidence to be returned.
Karen concluded by saying, “We believe that our Term 
Assurance offer is the best in the market, and with our extra 
commission and six months Cashback Offer, it can provide 
you and your clients with even more great value.”

Full terms and conditions apply. For more details about 
Royal London’s extra commission and Cashback Offer, visit 
royallondon.ie/broker or talk to your Broker Consultant.

* The cashback payments will be calculated based on your clients 
year 1 monthly premium, excluding the Government Levy (currently 
1%, June 2021) and excluding any extra premium for any per mille 
loadings (these are a type of loading applied to the sum assured 
for an increased risk which results in an increased premium). Six 
months cashback is payable as 3 months at the start of month 7 and 
3 months at the start of month 19. Cashback is only payable if the 
extra commission option is selected.
The policy must be in-force with all premiums received and 
premiums being paid at the time each cashback payment is due. 
Reduced cashback payment(s) will apply if the monthly premium 
is reduced prior to the cashback payment(s) being made. Each 
payment is subject to a maximum amount of €3,000. Full terms and 
conditions apply. 
** Royal London will price-match to the market best premium 
available on Best Advice, Adviser Plus, Money Advice or Clear 
Choice. Price-match terms and conditions apply. In the event that 
an error has been made in the return of the market best premium 
(generated using Best Advice, Adviser Plus, Money Advice or Clear 
Choice), Royal London reserves the right to revise the price-match 
premium.
*** Terms and conditions apply
^ For full Instant TLC Terms and Conditions visit royallondon.ie/our-
products/instant-tlc/

“

Royal London’s Customer Cashback Offer

Karen Gallagher, 
Interim Head 
of Proposition, 
Royal London

We believe our Term Assurance is 
the best in the market,  and with our 
Cashback Offer it  can provide even 
more great value. To date, the average 
first  cashback payout is  €146.33, and 
the highest first  cashback payout is 
€1,871.28.

We are proud to announce 
that we have been awarded 
Best Online Learning 
Experience at The 
Education Awards 2021.

www.iii.ie

Your Future, Insured.
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SMALL and medium enterprises (SMEs) form the 
backbone of the Irish economy. They make up over 99 
percent of the total number of Irish companies, they 
employ hundreds of thousands of Irish workers and they 
are instrumental in driving regional development and 
economic growth across Ireland. A strong indigenous 
sector, with SMEs at its core, will play a central role in 
firstly rebuilding the Irish economy post COVID-19, 
and secondly in helping to ensure the longer-term 
sustainability of the Irish economic model. 
The Government is committed to creating a business 
and regulatory environment that allows SMEs to fully 
harness their potential. This requires an approach 
that recognises that SMEs face different challenges to 
larger companies. For instance, a favourable regulatory 
environment is especially important for smaller firms, 
which have less resources at their disposal to deal 
with administrative burdens, red tape and regulatory 
complexities. 

Compliance with national or European legislation will 
often be more burdensome for smaller companies. 
Research conducted on regulatory burdens and 
compliance costs indicates that where a large company 
may spend one euro per employee to comply with a 
regulatory duty, a medium-sized enterprise might have 
to spend four euros, and a small business up to ten 
euros. As 92% of Irish companies are micro-enterprises 
employing less than 10, and a further 6.8% of businesses 
employ between 10 and 49, one-size-fits-all regulatory 
compliance requirements can place these firms at a 
disadvantage to large multinational companies.  

While such regulations are an essential part of modern 
business life, for example in areas such as public and 
workplace health and safety, food safety or environmental 
protection, it is important that small companies do not 
face any unnecessary or disproportionate regulatory 
obstacles to start up, establish and grow. With that 
in mind, the Department of Enterprise, Trade and 
Employment has developed an ‘SME Test’ to assist 
policymakers across Government to think about the 
potential impact of any new legislation or regulation in 
terms of the regulatory burden it places on SMEs. 
The SME Test is designed to invite consideration of 
less stringent  compliance requirements for smaller 
companies, including simplification of regulatory 
adherence through the use of templates, reduced 
regulatory thresholds for SMEs, and the use of 
exemptions where possible. It is essential, of course, that 
any such exemptions or lighter provisions for smaller 
businesses do not undermine overall public policy 
objectives pursued through the relevant regulations 
- the purpose of the SME Test is to minimise any 
disproportionate burden of delivering these objectives. 
Ireland’s SME Test is comprised of a four-step process:

 z Firstly, policymakers should consider if early 
consultation with SME representative bodies, 
sectoral groups or relevant Agencies is required. 

 z Secondly, it is necessary to identify affected 
businesses, based on size and sector. 

 z Thirdly, it is important to establish the extent to 
which the proposal affects SMEs’ competitiveness 
or the business environment in which they operate. 
These will include consideration of compliance and 
administrative costs, such as fees, duties, and costs 
arising from any obligation to adapt a product or 
service to meet economic, social or environmental 
standards. It will also include consideration of 
aspects such as possible impacts on barriers to 
entry, and impacts on innovation. 

 z Finally, upon consideration of these factors, an 
assessment can be made as to whether mitigating 
measures (such as exemptions, deadline variation, 
and simplification) for each regulation should apply 
to all SMEs or, for example, to micro-enterprises only. 

The Government is committed to ensuring that the SME 
Test is utilised by policymakers wherever proposed 
legislation has a potential impact on SMEs. As well as 
forming part of the Programme for Government, this is 
a reform commitment under Ireland’s National Recovery 
and Resilience Plan.
In addition, it is important that Government engage with 
and listen to the needs of the Irish SME community and 
support them in their endeavours to survive and thrive 
once again post pandemic.  
Towards the end of 2020, an SME Taskforce, made 
up of entrepreneurs and other business leaders, was 
convened to develop a report to set out a long-term 
vision for our SMEs and entrepreneurs, as committed to 
in the Programme for Government.  The SME Taskforce’s 
report, the ‘SME and Entrepreneurship Growth Plan’, 
was published in January.  This engagement gave the 

It is important that Government engage with and listen to the 
needs of the Irish SME community and support them in their 
endeavours to survive and thrive once again, post pandemic 

Minister Damien 
English TD, 
Minister of 
State at the 
Department of 
Enterprise, Trade 
and Employment 

“The Government is  committed to 
creating a business and regulatory 
environment that allows SMEs to fully 
harness their  potential.  This requires 
an approach that recognises that SMEs 
face different challenges to larger 
companies

Brokers Ireland’s members are largely 
micro enterprises, with fewer than 10 
employees. The impact of regulation 
and frequent regulatory change can be 
severe. In this article, Minister Damien 
English TD, Minister of State at the 
Department of Enterprise, Trade and 
Employment explains the SME Test, 
intended to assist policymakers across 
Government to consider the impact of 
legislation on small businesses. 
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Department of Enterprise, Trade and Employment, and 
indeed all of Government, an informed view of the 
main challenges currently facing small and medium 
businesses on the ground, and how the SME community 
thinks that the Government should assist it to come back 
stronger from COVID and become more resilient over 
the longer-term.  
The Taskforce has developed a number of 
recommendations, including on ‘Productivity, 
Digitalisation and Competitiveness’ for SME’s in Ireland.  
Included in this set of recommendations was a specific 
ask of Government to ensure that all Departments better 
utilise the SME Test.
The Implementation Group, led by myself and Minister 
Robert Troy, is now examining these recommendations 
in further detail which give us a clear pathway forward 
for the next few years.  Work has already commenced 
on setting out a timeline of actions towards full 
implementation of the SME Test across Government 
and our objective is to work with Departments and 

Agencies to drive delivery of as many recommendations 
as possible for the SME sector.  
By working to cut down on unnecessary and 
disproportionate rules and regulations, we can make 
sure our entrepreneurs and small businesses spend less 
time on red tape, and more on sustaining and growing 
their business. This is an important part of ensuring 
that the SME sector, as an integral part of our country’s 
economy, continues to generate broad-based growth 
and prosperity in every part of the country.

“The Department of  Enterprise, Trade 
and Employment has developed an 
‘SME Test’  to assist  policymakers 
across Government to think about the 
potential  impact of  any new legislation 
or regulation in terms of the regulatory 
burden it  places on SMEs. 

ZURICH is proud to sponsor Wexford GAA’s Senior Men’s 
and Women’s first teams across hurling, football and 
camogie. And earlier this month, Wexford GAA unveiled 
its new away jersey, which will carry both the Zurich logo 
on the front of the jersey, and for the first time the Tackle 
Your Feelings logo on the back.
It is the first GAA jersey to showcase a partnership with 
the TYF positive mental health and wellbeing initiative. 
Launched in 2015, the TYF campaign is funded by the 
Z Zurich Foundation, in partnership with Zurich Ireland, 
and is run by Rugby Players Ireland. It aims to reduce the 
stigma around mental health and provide people with the 
tools and resources to be more proactive in looking after 
their emotional wellbeing. TYF features some of Ireland’s 
Rugby Players, breaking down the stigma of mental 
health and giving encouragement to people to lead a 
more productive lifestyle. These ambassadors create 
awareness and through this platform, remind us to look 
after our mental wellbeing daily. The campaign is a natural 
fit for Zurich Ireland. As a company, we strive to give our 
customers and employees, support in all aspects of their 
lives, and TYF does the same through continued activism 
and creating awareness.
Anthony Brennan, CEO of Zurich Ireland, commented: 
“As a proud supporter of grassroots sports and a long-
standing member of the Wexford community, we have 
great pride in the strength of the relationship that we have 
built with the Wexford GAA community since establishing 
our partnership in 2019. We’re also thrilled to build a 
new dimension to our strong relationship by facilitating 
a hugely exciting partnership between Wexford GAA and 
Tackle Your Feelings, which will hopefully inspire and 
enable more people to take proactive steps in looking 
after their mental wellbeing on a daily basis.”
The TYF partnership with Wexford GAA is the first step 
in a wider plan that will involve expansion of the initiative 
into the high-performing sports community in Ireland. The 
partnership with TYF will also see the Wexford ladies and 
men’s teams participate in wellbeing workshops and gain 
access to TYF’s elite athlete section within its mobile app.

Download the app
The campaign’s key approach is strongly focused on the 
proactive approach to mental wellbeing. Through the 
website and app, the campaign gives users guides and 
advice on;

 z How to handle everyday stressors and pressures 
which come your way.

 z How to savour the good experiences, understanding 
emotions and building resources. 

The app gives people an accessible resource filled with 
the tools needed to improve and maintain their mental 
wellbeing. The app is free to download and available on 
the App Store and Google Play, it’s an incredible way for 
people to gain the skills needed to live a healthier lifestyle 
and supports the fight against the stigma of mental health.
If you would like to find out more, log on to www.
tackleyourfeelings.com or send an email to noelle.
forde@Zurich.com. Noelle Forde is a Senior Underwriter 
at Zurich and is also the Zurich Ireland program lead for 
the Tackle Your Feelings Campaign.

Zurich Life Assurance plc is regulated by the Central Bank of Ireland.
Zurich Insurance plc is regulated by the Central Bank of Ireland.

Wexford GAA unveiled its new away jersey, in association 
with headline sponsor Zurich and featuring, for the first 
time, its new partner Tackle Your Feelings (TYF)

Lee Chin, Wexford hurling star models the new jersey.
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OVER the last decade we’ve seen a growing focus 
across the insurance world of companies developing and 
enhancing their serious illness protection propositions. 
While you’ll often hear the claim that ‘it’s not about the 
number of conditions’, sometimes the evidence goes against 
this. Adding additional illnesses to an existing serious 
illness contract is sometimes seen as a way of helping to 
distinguish one contract from another – 60, 70, 80 illnesses 
covered is no longer unusual. But what’s often overlooked 
is that while a contract may rightly cover lots of different 
conditions, it’s the same 10 or 11 conditions that probably 
account for vast majority of claims. In fact, just three, Cancer, 
Heart Attack, and Stroke, accounted for approximately 80% 
of all Zurich serious illness claims in 2020 – and when you 
add in the next seven illnesses such as Angioplasty, Multiple 
Sclerosis, and other heart related claims, you move to over 
90% of illnesses.** 
Of course, it’s important to have a strong contract in place. 
You want to ensure customers have the very best chance of 
receiving a claim pay-out should they suffer a serious illness 
– so you’ll make sure to recommend a strong provider. At 
Zurich, while we believe that we have the strongest serious 
illness product in the market, we’ve always tried to focus 
customers and Financial Brokers attention on the primary 
illnesses as opposed to the traditional long alphabetic list 
of illnesses. That’s why in our market comparison document 
we split it into three parts: 

 z Part A: Cancer, Heart, Stroke 
 z Part B: The next eight highest claimed illnesses 
 z Part C: All other illnesses covered 

And in our latest customer brochure on serious illness – 
we’ve categorised all the illnesses into the principle parts, 
grouping all the Cancer illnesses together, all the Heart 
illnesses, and so on. We want to make it as easy as possible 
for Financial Brokers to discuss serious illness cover, and to 
make it as easy as possible for customers to get to the crux 
of the product. That’s why we think it’s so important to focus 
primarily on the core illnesses when discussing this cover 
– customers intrinsically understand Cancer, Heart Attack, 
Stroke – so perhaps we should focus on these above all 
others.

Cancer – the single largest reason for claims
“The term ‘cancer’ is used to refer to all types of malignant 
tumours. A malignant tumour usually grows quickly, often 
invades surrounding tissue as it expands, and can spread 
via the bloodstream or lymphatic system to form more 
growths in other parts of the body” - Zurich
A cancer diagnosis can be devasting and statistically is 
likely to affect 1 in 2 people in Ireland during their lifetime 
according to the National Cancer Registry of Ireland (NCRI). 
***
There is a wealth of information available to Financial 
Brokers about Cancer and its implications. One of the best is 
the recently published ‘The Real Cost of Cancer’ by the Irish 
Cancer Society. This makes for very sobering reading and 
highlights the physical, mental, and financial costs of living 
and dealing with a cancer diagnosis. Many of the findings in 
this report focus on the unforeseen financial implications to 
the families of those impacted such as:

 z Changes to employment and reduced income
 z The cost of accessing the best treatment
 z Living at home adjustment costs including specialist 

nutrition, extra utility costs, impact on carers income.
 z Follow up gp/consultant visits, hospitalisation, transport, 

additional therapies, prescription costs, treatment 
abroad among others.

The real cost of Serious Illness – why financial 
cover is so important

By Tracey King, 
Zurich Broker 
Consultant

“When thinking about cancer, people 
tend to focus on the treatment options 
and chances of surviving the disease. 
Not the families right across the country 
crushed by debt, struggling to make 
ends meet and facing an uncertain 
financial future.”* ...Averil Power, Chief 
Executive, Irish Cancer Society
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“Most people are distracted by the 
day-to-day medical, physical and 
emotional impact of their diagnosis”*

The Irish Cancer Society’s report also calculates the average 
extra spend per month for a cancer patient and finds that 
it is approximately €756, even for patients with a medical 
card or private health insurance. In addition, the report finds 
that: “those who cannot work, work less or lose income as 
a result of having cancer, face an income drop averaging 
€1,527 a month, or €18,324 per year”

“Like a bomb went off. It cost a lot 
of money, has left me weak and in 
need of assistance, and destroyed 
my career, earning power and 
employment options”*

This is where serious illness cover can help. By highlighting 
the real financial cost of a cancer diagnosis, you can help 
focus your clients mind on what really matters. Yes, a good 
serious illness contract will cover lots more illnesses but it’s 
cancer, heart attacks/ heart related issues and strokes that 
most people will be aware of – so discuss those. 

Cancer Cover – A second chance you can afford to take?
It is probable to suggest that almost every family in Ireland 
has seen the impact a cancer diagnosis has. You may have 

clients who previously suffered from a non-cancer related 
serious illness and saw the financial burden first-hand. This 
may lead them to believe that they are unable to avail of any 
additional financial protection. That is not always the case 
as Cancer Cover from Zurich may be a viable option.
Cancer Cover differs from a traditional serious illness plan 
in that it focuses solely on cancer. Therefore, Cancer Cover 
not only costs substantially less than a full serious illness 
protection plan, our experience has shown us that many 
people can obtain Cancer Cover having previously suffered 
from a different serious illness. Cancer Cover may well be 
the solution that gives your clients adequate protection and 
peace of mind.
The good news is that despite the claims statistics, a non-
smoking couple, both aged 41 next birthday, can expect to 
pay at least 46% less for Cancer Cover as opposed to a full 
serious illness policy bearing in mind the high percentage 
of claims paid, depending on the amount of cover and the 
term required. See table below
Cancer Cover can be taken as a single standalone benefit 
or can be taken in conjunction with other covers such as Life 
Cover (Lump Sum) and Life Cover (Monthly Income). It is not 
available as an accelerated benefit and it is not available 
with mortgage protection.
For more information on how Serious Illness or Cancer 
Cover could help your customers, just speak to your 
Zurich Life Broker Consultant, or visit zurichbroker.ie.
* Source: The Real Cost of Cancer – Irish Cancer Society, 2019
** Source: Zurich Life Claims Experience, May 2021
*** Source: National Cancer Registry of Ireland
Zurich Life Assurance plc is regulated by the Central Bank of Ireland

MORE than three quarters (77%) of motor insurers need to 
evolve their policies and products to reflect the changes in 
how people are now using their cars. That’s according to new 
research from By Bits, the SaaS technology platform for the 
motor insurance industry in the UK.
The study found that the motor insurance sector is evolving at a 
rapid pace and exposing stark differences between how older 
(over 35 years old) and younger (35 years old and under) drivers 
use their vehicles - and the services and experience they expect 
from their insurers as a result. 
According to the research, drivers under 35 want insurers to 
deliver a more digitally-enabled and inclusive experience, 
with much greater levels of communication and ongoing 
engagement. Almost three quarters (74%) of under 35s would 
prefer to use an app to engage with their motor insurer, 
compared to 54% of older drivers. Indeed, 88% of under 35s 
say they would find a mobile app that stores all their driving 
needs in one place as useful, and more than 70% of younger 
drivers want an ongoing dialogue with their insurer, compared 
with 54% of older drivers. 
As part of their wish for more engagement and dialogue, 
younger drivers are significantly more likely to share feedback 
with their insurers. 37% have engaged with insurers to express 

their views or to state what they would like their insurer to 
provide in terms of products and services, compared to only 
14% of older drivers.
However, it’s not just younger drivers that insurers need to 
be adapting their offerings for. The research found that older 
drivers are also not satisfied with the service they are receiving. 
This is particularly true when it comes to pricing. 90% of drivers 
aged 35 and over want more transparency around pricing from 
motor insurers, 88% want pricing to be based on actual usage or 
mileage, and 91% want more jargon free and easy to understand 
documents. 
The research indicates that drivers of all ages are feeling 
increasingly unhappy about both the products and experience 
that they are receiving from motor insurers. Yet worryingly, 
whilst most insurers are aware of the need to evolve their 
propositions to meet customer needs, very few are currently 
taking meaningful action to do so. Only 11% claim to be actively 
trying to make significant changes to their approach based on 
changing customer needs, and only 20% state that they’ve 
made significant changes to their portfolio in the last 12 months. 
For more information on By Bits or to download a copy of its 
report, ‘A customer-first future for motor insurance’, please 
visit https://www.bybits.co.uk/.

UK Insurers unprepared for new generation of 
drivers and vehicles
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THERE’S an overwhelming amount of ESG-led 
information being thrown at us lately, from messaging 
to new products and services. And because ESG as 
a concept is relatively new to us, trying to filter the 
important detail from the general noise is often difficult 
and time consuming. 

But how can you really distinguish between asset 
managers and products that have a truly integrated 
ESG approach and those with only limited capabilities? 
Particularly when nearly all asset managers are talking 
about ESG and the integration of ESG screens into their 
investment processes. Identifying who is both talking-
the-talk and walking-the-walk is arduous at best. 
Asking three simple questions can help.

Test 1: Does the asset manager have their sights set 
on the long term?
In recent years, an environment of increased market 
volatility arising from the likes of US-China trade 
tensions, Brexit and most recently COVID, has led 
many investors to succumb to the temptation of making 
short-term plays in the hope of a quick profit. Short-
term factors like market sentiment and chatter around 
quarterly profits have swayed investment decisions. 

Aberdeen Standard Investments (ASI) argues that 
short-term considerations do not form part of a fully 
integrated ESG approach. They are not looking for 
growth at any cost and that’s because their focus is 
on sustainable growth that’s not cyclically driven but 
backed by long term structural factors.

A fully integrated ESG approach should, at its heart, 
have a three-to-five-year horizon and it should focus 
squarely on company strategy, which is what ultimately 
drives fundamental value. If an asset manager is more 
interested in what lies just around the corner, it’s 
unlikely that they’re prioritising ESG factors.

You might ask why this is important. It’s important 
because focussing on ESG issues from a company 
perspective is a major driver of long-term sustainability, 
as well as long-term value. Companies that have 
ambitious sustainability goals, whether that’s 
environmental or social or both, tend to be more 
resilient to unforeseen events. This helps to explain 
the outperformance of a number of ESG-related funds 
during the pandemic.

Test 2: How involved is the asset manager in active 
engagement with the companies that they invest in?
Engaging with companies is a cornerstone of a fully 
integrated ESG process. And with ESG investing 
becoming more sophisticated, engaging with 
companies has never been more important. 

Most asset managers worth their salt will have 
supporting departments and teams that will do the 
heavy lifting in terms of engaging with companies. 
But unless the portfolio manager of the fund plays a 

leading role in this engagement, it’s unlikely to inform 
meaningful decision making.

To simply exclude a company for investment based 
solely on a particular business practice, for example, 
is no longer acceptable. Asset managers must gain 
a holistic understanding of the business and identify 
where changes need to take place in a company.

ASI meets companies that they invest in at least twice 
a year to discuss, amongst other things, ESG-related 
issues. They also engage with these companies 
through their ESG specialists. These meetings then 
feed back into company-specific research, as well as 
the broader thematic analysis.

Test 3: How has the research played out into practice?
The final question in assessing an asset managers’ 
ESG integration is how have the insights derived from 
their research played out in driving their investment 
decisions? Tangible examples must be provided here. 
If they cannot demonstrate how their research has 
driven decisions both to select and reject companies 
for potential investment, then chances are that their 
ESG analysis is ultimately failing to drive long-term 
value for investors.

While ESG is very much a topical theme, ASI is one 
of the few asset managers in Europe that can boast 
an almost 30-year track history in the ESG space. 
Their ESG process and capabilities are highly rated 
by the UN PRI. They also have a significant number 
of resources and analysts aligned specifically to ESG 
and, importantly, they can provide vast amounts of 
evidence that they are in fact walking-the-walk and not 
just talking-the-talk when it comes to ESG.

Standard Life has several ESG solutions available for 
investors ranging from Multi-Asset ESG and Global 
Equity Impact funds to our European Ethical and the 
Global Corporate SRI Bond funds. If you need any 
information on these, please visit www.brokerzone.ie 
or give me or your Business Manager a call.

The ESG 1-2-3 test

Ruairi McDonald, 
Investment 
Development 
Manager, 
Standard Life

“A fully integrated ESG approach should, at  its 
heart,  have a three-to-five-year horizon and it 
should focus squarely on company strategy, which 
is  what ultimately drives fundamental value.

Creating a brighter 
future
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LIBERTY is committed to continually investing in 
technology to improve the trading experience for its 
brokers and their customers.
This commitment is driven by two of Liberty’s core 
company values of “Putting People First” and “Making 
things Better” and is underpinned by its recently 
announced €100 million investment in technology.
For its broker network, Liberty is committed to 
constantly adapting and transforming to meet the new 
needs of customers and to ensure ease of trading for 
brokers.

Meeting the new needs of Brokers
Digitalisation 
Liberty Insurance became the first insurer in the 
Irish market to be trading on Full Cycle Electronic 
Data Interchange (EDI) for Home insurance for new 
business, renewals and MTAs.

Local Claims Service
Liberty prides itself on our local claims service which 
is operated by a team of experienced claims handlers. 
This means brokers can trust that any customers 
making a claim will have an excellent experience as 
we ensure claims are settled fairly and efficiently. 

Anticipating and responding to the ever-
changing needs of your customers
Emergency Home Repair
Liberty’s 24/7, 365 days a year Emergency Home 
Repair service comes as standard with all its Buildings 
and Contents policies.  Customers can avail of up to 4 
call outs per policy period and these call outs do not 
impact their no claims bonus. These call outs cover 
the cost of labour and materials up to €260 for certain 
emergency repairs. This provides significant peace of 
mind for customers living and working from home.

Unique Pedal Cycle Cover 
New research conducted by Liberty shows that 
almost 2 in 3 adults in Ireland (65%) intend to cycle 
more in the future, while nearly half (49%) – including 
motorists, cyclists and those who neither drive nor 
cycle – believe that more cyclists on our roads would 
be a positive development. 
All Liberty Home Insurance contents policies cover 
pedal cycles as standard. Uniquely to the Irish market, 
this includes cover outside the home – once the bike 
is locked while unattended.

Liberty Insurance: Responding to the new and emerging 
needs of home insurance customers and brokers alike

LIBERTY HOME INSURANCE
CONTENTS POLICIES COVER
BICYCLES AS STANDARD

50%

SUSTAINABILITY

SEEN AS A KEY

BENEFIT OF

SHARED ROADS

AT LIBERTY, BECAUSE WE PRIDE OURSELVES ON RESPONDING TO THE NEEDS OF

OUR CUSTOMERS, ALL LIBERTY HOME INSURANCE CONTENTS POLICIES COVER

BICYCLES AS STANDARD UP TO €600 PER BIKE. SUBJECT TO EXCESS. THIS

INCLUDES COVER OUTSIDE THE HOME – ONCE THE BIKE IS ATTENDED OR LOCKED.

72%49%

SIX IN TEN IRISH ROAD USERS (61%) SUCH AS MOTORISTS AND CYCLISTS

AGREEING THAT CYCLING IS MORE ENVIRONMENTALLY FRIENDLY

OF ROAD USERS WANT TO SEE MORE

CYCLE LANES, WHICH ARE DISTINCTLY

SEPARATED FROM ROADS

 

NATIONWIDE RESEARCH BY LIBERTY INSURANCE REVEALS NEARLY  

 2 IN 3 ADULTS IN IRELAND PLAN TO CYCLE MORE IN FUTURE 

BELIEVE THAT MORE CYCLISTS ON OUR

ROADS WOULD BE A POSITIVE

DEVELOPMENT

BELIEVE CYCLING

HAS HEALTH

BENEFITS

Liberty Insurance commissioned nationally representative research carried out by Core

Research of 1,000 adults in Ireland from the age of 18 years old in September 2020. 

Bike cover subject to excess. Liberty Seguros, Compania de Seguros Y Reaseguros, S.A, trading

as Liberty Insurance is authorised by the General Directorate of Insurance and Pension Funds in

Spain and is regulated by the Central  Bank of Ireland for conduct of business rules.

WANT GREATER

INVESTMENT IN

FIGHTING BIKE

CRIME

WANT BIKE SAFETY

ON SCHOOL

CURRICULUMS

 

55%

1 IN 4

ADVERTORIAL

“Brokers are a key distribution channel for Liberty and we are committed to working 
with our Broker partners to meet the challenges of the sector and in doing this, 
develop new and innovative mechanisms for Brokers so that they can continue to 
deliver best in class products and service in an ever-changing market.” 

David Coffey, Regional Development Manager at Liberty Insurance
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The survey identified strong support for cycling in 
Ireland, with more than six in ten Irish road users (61%) 
agreeing that cycling is more environmentally friendly, 
while 55% believe that cycling has health benefits for 
society, and 45% agree that more cyclists on Irish roads 
has benefits for motorists by reducing traffic volumes.

More Time at Home
People are spending more time than ever at home 
and this is likely to continue with businesses moving 
to more hybrid working models. Liberty recently 
committed to a new working model for all employees 
in Ireland, Northern Ireland, Spain and Portugal, as part 
of the company’s transformation process to becoming 
a fully digital organisation. 
With more time at home, comes an increased risk of 
accidents or damage. Liberty’s Home policy is written 
on a “New for Old” basis with no deductions being 
applied for wear and tear to contents items. 
Liberty also offer a range of additional benefits to 
customers,  including up to €2,000 for fire brigade 
charges, accidental damage for TV, video, audio, 
computer for up to €2,000 for one item, and up to 
€5,000 for contents of outbuildings.  

The Homes of the Future
Digitalisation brings massive opportunities to the 
insurance sector.  

Another recent survey commissioned by Liberty 
revealed that more than half (54%) of consumers in 
Ireland believe smart homes are the way forward, while 
almost one in three (31%) customers have increased 
the number of smart devices in their homes in the past 
year alone. More than 2 in 5 (41%) would be happy to 
share information from their smart home devices with 
insurers to increase home safety – however there 
remains a degree of mistrust of smart devices among 
Irish consumers, with almost 1 in 4 (23%) reluctant 
to use smart home devices at all due to a distrust of 
technology. 
The pandemic and the trend towards remote working, 
has also changed people’s priorities when it comes to 
their home, with an increased emphasis on safety and 
on outdoor areas over the past year. 
As we change how we live in our homes, this 
represents opportunities and challenges for insurers 
which we at Liberty look forward to embracing to meet 
the developing needs of our brokers and customers. 

*Based on the number of claims closed versus complaints received for claims 
registered and closed as of October 2019.
Liberty Seguros, Compania de Seguros Y Reaseguros, S.A, trading as Liberty 
Insurance is authorised by the General Directorate of Insurance and Pension 
Funds in Spain and is regulated by the Central Bank of Ireland for conduct of 
business rules.

“Liberty have a fantastic claims service that is based locally. They endeavour to 
deal with claims fairly and efficiently and this gives my team and I great comfort 
when selling their home product to our customers.” 

“Liberty’s home contents insurance policies cover bicycles as standard, up to €600 
per bike, subject to our standard excess. Once your bike is not left unattended 
and unlocked, this cover also applies while your bike is outside the home with a 
reduced excess. This offering is unique to the Irish market and underlines Liberty’s 
commitment to putting people first and doing the right thing.” 

Jonathan Ferris, Broker Development Specialist at Liberty Insurance

Barry O’Sullivan, Chief Executive Officer, Acorn Insurance
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A key priority for Brokers Ireland is challenging the issue of 
overregulation of intermediaries.  Our members consistently 
highlight to us how they are unfairly impacted by regulation 
unsuited to their risk profile, drowning in paperwork and 
compliance requirements. 

Brokers Ireland and its members support balanced and 
proportionate regulation.  We believe it is vital in protecting 
consumer interests but should not be applied in a manner 
that negatively impacts the ability of firms of different size, 
scale, and complexity to competitively operate in the same 
market. Implementing balanced, proportionate regulation 
is also essential to ensuring that young financial services 
professionals continue to see our industry as one where 
they can have a viable future, perhaps as business owners. 

Despite the Central Bank of Ireland evaluating the insurance 
intermediary sector as low risk under the Probability Risk 
and Impact System (PRISM), the same legislative and 
regulatory requirements are frequently applied to brokers 
being Micro/Small to Medium Enterprises (MSME), as are 
applied to credit institutions, MiFID firms and insurance 
companies. Brokers Ireland considers this approach to be 
unjustifiable, bearing in mind the low level of systemic and 
consumer risk posed by the broking sector.  Brokers Ireland 
carried out a survey of members in August/September of 
2020 to capture the size of our members, the results of 
which are illustrated below.  

The vast majority (95%) of insurance intermediaries in 
Ireland have fewer than 20 employees and though they 
may sell many of the same products as large firms, e.g., 
insurance, investments, pensions; their size and scale and 
therefore systemic impact of their operations are negligible 
compared to say a direct insurer. We believe that the 
principle of proportionality is key to future development 
of legislative and regulatory requirements and to how 
these are administered. Proportionate regulation need not 
undermine key prudential safeguards once it incorporates 

an appropriate level of supervision and control of entities 
that benefit from simplified regulatory rules. 

The cost of implementing legislative requirements 
disproportionately impacts small firms.  Regulation impacts 
brokers in their day-to-day work, changing work practices 
and ensuring that ever increasing resources (time and 
money) must be spent on compliance, rather than on their 
clients.  In July 2020, Brokers Ireland carried out a member 
survey on the cost of regulation.   Of respondents, 69% 
indicated that their regulatory costs have increased by over 
15% in the last five years, with 58% stating that they use up 
to 20% of their total income to meet regulatory costs.

The 2020 Irish Programme for Government outlined that 
the government would seek to cut bureaucracy for SMEs 
and support the SME Test across Government to assess the 
potential for less-stringent requirements and simplification 
of regulatory adherence.  Brokers Ireland supports the 
aims of the SME Task Force and the recommendations 
and actions outlined in its January 2021 Report, particularly 
the “think small first principle”, the recommendation that 
regulations should be both created and administrated 
in a way that minimises obstacles for SMEs and requires 
their interests to be taken into account at each stage of 
policymaking. 

Another feature of overregulation is consumer 
documentation overload. Rather than benefiting 
customers, members report that customers complain 
about the quantity of documents received especially 
for straightforward products.  There is genuine concern 
amongst Brokers Ireland members that key information is 
being lost within the vast amount of documentation being 
issued.  Customers are being overwhelmed by the amount 
of paper they are required to read associated with each 
product. The issue of customer documentation-overload 
has been acknowledged at EU level, with EIOPA outlining 
that one of its aims is that consumer documentation is 
simplified, and any overlaps are addressed. It is clear a 
balance must be reached whereby regulation is appropriate 
to the size, nature and scale of brokerages, and consumer 
documentation is clear and concise and seeks to inform.    

Brokers Ireland has produced a Proportionate Regulation 
of Intermediaries policy document (available in the 
reference library in the compliance section of the Brokers 
Ireland website), which we have issued as an aid to lobby 
policymakers and industry stakeholders in understanding 
the impact of regulation on our members. Brokers Ireland 
will continue to engage with stakeholders to highlight the 
issues affecting our members and the upcoming review of 
the Consumer Protection Code later this year will provide 
us with an opportunity to lobby for practical changes.   We 
will continue to keep members updated on developments.   

Proportionate Regulation of Intermediaries 

Elizabeth Smith Wright, Brokers Ireland
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IRISH LIFE MAPS funds recently passed their 8th 
anniversary and we are proud and indebted to the many 
financial advisors around the country who have placed their 
trust in us for over 80,000 of their clients invested in MAPS. 
The MAPS fund range are managed by Irish Life Investment 
Managers (ILIM) who is an appointed investment manager 
to Irish Life Assurance plc. 

So far 2021 has been very positive for global stock markets 
as they have risen over 10% into mid-June as optimism 
around vaccines, more stimulus measures in the US and 
economies reopening are all having a positive impact on 
global growth. As the year has progressed, inflation has 
become a key topic of debate following upward revisions 
to global growth, higher inflation expectations and global 
bond markets have been volatile because of this.

Despite these inflation concerns equity markets have 
shrugged them off as inflation has been viewed as a positive 
sign and seen to be rising for the right reasons, due to the 
market expecting a solid recovery in the global economy 
through 2021 and in 2022. 

We are now more than a year on from Covid-19 spreading 
rapidly around the world and markets experiencing their 
quickest and ultimately shortest bear market in history. 
Many markets have since staged incredible recoveries 
including for example, the US S & P 500 returning 76%, the 
best 12 month period in its history after markets bottomed 
in March 2020*.

One thing the last year has definitely taught us is the 
power of staying invested and sticking to our plans despite 
extreme volatility and external events outside our control. 
In fact an investor who invested in global equities along the 
lines of the MSCI World Index just before the collapse in 
2020 would still have made a positive return today*. 

MAPS Continuing Evolution
At our recent annual strategic asset allocation review we 
looked at our current asset and manager allocations to 
ensure they continue to represent the best of our thinking 
and capability with respect to achieving the long-term risk 
and performance objectives of MAPS.

The process takes into account the short, medium and 
long-term expected outlook for investment markets, with a 
view to optimising the strategic fund mix. Typically in these 
reviews, we are looking for opportunities to either enhance 
risk management and/or increase the expected future fund 
returns. 

This process involves reviewing investment opportunities 
such as new managers, asset classes, strategies, 
geographies, developments in quantitative research and 

simulating how best to incorporate any prospective changes 
into the existing funds allowing for the complexity, time, cost 
and benefit of doing so.

After the most recent review we incorporated some changes 
in the MAPS funds including;

 z An allocation to our new Global Sustainable Equity 
strategy

 z An allocation to Core Sustainable Euro Corporate 
Bonds 

 z Additions to the Alternatives allocation
 z Enhancement to the Risk Management strategies

ESG 
Our new Sustainable Equity strategy is designed to increase 
our clients’ exposure to sustainable companies, and is 
better aligned with the vital goal of transitioning to a low-
carbon economy. 

When building our Sustainable Equity strategy we begin 
with a Global Equity Index and then apply a number of 
set criteria to develop our own proprietary index strategy. 
The Sustainable Equity strategy aims to deliver returns 
that are within 1% of global equity market returns but with 
a significantly reduced carbon intensity score that is 31% 
lower than the global equity index.

We have also introduced a Sustainable Corporate Bond 
strategy using a similar approach.

Alternatives
Within our alternatives allocation we are shifting towards 
more yield oriented and more diversifying assets including 
an allocation to a new direct global infrastructure fund. 

This allocation enhances the diversification of the MAPS 
funds adding an uncorrelated asset to the other elements 
of MAPS. Infrastructure can provide attractive returns and 
stable cash flow generation with lower volatility as well as 
potential protection against rising interest rates.

We have also reclassified our Equity Option Strategy to our 
alternatives allocation as we see this as a better fit for this 
type of derivatives strategy.

Irish Life MAPS is 8

“Many markets have since staged 
incredible recoveries including for 
example, the US S&P 500 returning 76%, 
the best 12 month period in its history 
after markets bottomed in March 2020*.

Michael Hayes, 
Investment 
Development 
Manager, Irish 
Life Investment 
Managers

“So far 2021 has been very positive for global stock markets as they have risen over 
10% into mid-June as optimism around vaccines, more stimulus measures in the US and 
economies reopening are all  having a positive impact on global growth.
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Risk Management
We have also made some enhancements to our Dynamic 
Share to Cash (DSC) model with the aim of creating better 
performance outcomes, in particular better performance in 
V-shaped market events. 

The overall objective of the enhancements is to better 
balance absolute downside protection with managing 
market performance while adding components that are 
intuitively sound and demonstrate benefits in historical 
modelling. 

Thank You!
Over the last 12 months the MAPS funds have delivered 
strong returns for investors with returns of between 8% for 
MAPS 2 to 27% from MAPS 2 to MAPS 6**.

While these returns are ahead of what we’d expect over a 
short period we are delighted to say that the MAPS funds 
have also delivered very strong returns for investors over 
the more important longer periods.

We know that we operate in a very competitive marketplace 
and are delighted to say that our MAPS funds feature at the 
top of their respective multi asset rankings over the more 
representative longer periods. 

MAPS objectives remain to manage the customer journey 
giving those customers the confidence to stay invested 
especially when markets are volatile and delivering 
smoother returns within a risk managed framework. 

Thank you for the trust you’ve placed in us for your clients 
investing in MAPS over the last 8 years and we look forward 
to continuing to deliver for them.

To find out more about the Irish Life MAPS funds, talk to 
your Irish Life Account Manager today.

Sources: *Longboat Analytics 2021. **Irish Life 2021. Performance is 
before fees and taxes to 01/06/21.

Warning: If you invest in this fund you may lose some or all of 
the money you invest.
Warning: Past performance is not a reliable guide to future 
performance.
Warning: These figures are estimates only. They are not a 
reliable guide to the future performance of this investment.
Warning: This fund may be affected by changes in currency 
exchange rates.

Irish Life Assurance plc is regulated by the Central Bank of Ireland.
Irish Life Investment Managers Limited is regulated by the Central 
Bank of Ireland.

A recent survey conducted by Galway based company, 
Acorn Insurance has found that 80% of customers 
have checked a quote online before calling a company 
or broker.  
The survey also showed that 73% of customers have 
benefited from a call back request in the past.  
Perhaps surprisingly, over 60% of customers said 
that they purchased their last quote over the phone, 
compared to 18% who purchased it online and 20% 
who used both. 
46% of customers said that having a previous 
relationship with the online broker was the biggest 
factor in deciding which company to use, compared 
to 29% who decided based on a Google search, 18% 
from a friend’s recommendation and 6% from ads. 
When going online for a quote, nearly 40% of 
customers felt that easy navigation of the website is 
the most important factor, compared to 31% who think 
the speed of the quote is the most important. 8% said 
that the opportunity for an online chat on the website 
is the most important. 
The survey was done in conjunction with the launch 
of Acorn Insurance’s new, mobile first, user friendly 
website www.acorninsurance.ie   
Barry O’Sullivan, CEO, Acorn Insurance (pictured 
right) commented: “As a customer focussed financial 
services business, we should constantly be looking to 
create new innovative ways to make our customers’ 
experience with us as beneficial and easy as possible. 
These survey results really show how a slick online 
quote facility is essential with 80% of customers 
checking a quote online before they call a company.” 
He also added “Over the last year especially more 
people have discovered the benefits of using online 
for day to day tasks that they previously would have 
done in person. We are constantly listening to our 
customers and making sure we understand their 

needs. That’s why we are excited about our new 
website launch and for customers to see how simple it 
is now to find what they need.”  
The new Acorn Insurance website now has several 
new features including online quick quotes for car 
and home insurance in less than a minute, live chat 
with a support agent always on hand to help with any 
questions on car, van, home and health insurance, 
a ‘customer care centre’ so customers can access 
information, support and advice on insurance related 
topics quickly and an online customer service portal, 
allowing Acorn Insurance customers to easily view 
or change their policy, upload documents and much 
more online. 
For more insurance advice and tips, you can also 
check out Acorn Insurance on Facebook and 
Instagram.  
Acorn insurance is 100% committed to providing all their clients 
with a consistently high level of client service by providing their 
own in-house customer care and claims team to look after clients 
throughout the year for all queries. 
Acorn Insurance is an Irish owned insurance intermediary regulated 
by The Central Bank of Ireland. The company is a member of Brokers 
Ireland and based in Galway. 

New research shows 80% of customers have checked a 
quote online before calling a company or broker 
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This article is going to discuss the 
topic of Open Finance through the lens 
of Pension products. It will address 
the interplay between ecosystems, 
platforms, open finance, and the role 
to be played by the new legislative 
reforms, PEPP – the Pan-European 
Personal Pension Product legislation. 
It will call upon emerging business 
model types within the Open Finance 
ecosystem and how these can translate 
into pension market transformation.

Should LinkedIn Distribute Insurance Products? 
Putting the user first has always been synonymous with 
the Tech industry and has often been a challenge posed 
by Regulators to large Financial Services Providers. This 
prioritised user-first approach, together with the uptake 
in the adoption of the opening ecosystems across other 
sectors and is leading to the emergence of the use of 
open economy within other facets of Finance.
Connected Open Finance will be the facilitator of much 
transformation in the Financial Services industry over 
the coming years. Building on the movement of Open 
Banking, Connected Open Finance reflects the fusion 
of the Financial Services industry with new technologies 
including Internet of Things (IoT), Machine Learning 
(ML) Artificial Intelligence (AI) and Distributed Ledger 
Technology (DLT).
Facilitated through an open economy and Application 
Programming Interfaces (APIs), it will witness the 
emergence of innovative partnerships and new entrants 
of Non-Financial Services players with personalised and 
tailored financial products shuffling the status quo.

Drivers for Change
To discuss how this will benefit the pensions industry, we 
must first examine the main driver of Open Finance – the 
Customer. It is now a well-recognised fact that changing 
customer behaviour is driving immense evolution of the 
financial services ecosystem. Their expectations are 
higher, they are seeking experiences over products and 
most importantly, they want to be empowered. These 
expectations were often misaligned with the capabilities 
and understanding by the traditional Financial Services 
Providers, which resulted in the key movement in 
Financial Services – the entrance of FinTech and BigTech.
These new players focused their market approach on 
differentiated segments. They provided a new manner of 

customer acquisition, and a way of taking market share in 
financial services. Most importantly for the customer and 
associated outcomes, they concentrated on generating 
value upfront for the user of their products and services. 

Regulatory Change
The rate of harmonised regulatory change emanating 
from the European Commission has not slowed down 
since the implementation of Solvency II for the insurance 
market. Some significant regulatory change initiatives 
have resulted in product design and distribution 
transformation, derived predominantly from GDPR and 
the IDD. While not applicable to the Insurance market, 
the Payment Services Directive 2 (“PSD 2”) which is 
applicable to Banks, Payment Institutions and E-Money 
institutions was the first piece of legislation for an open 
ecosystem and paved the way and laid the foundations 
for the emergence of the open economy to evolve 
safely in the financial services ecosystem. PSD 2 sees 
the introduction of Third Party Providers, who when 
regulated, and with the consent of their users can 
look across a user’s banking data, including insurance 
premium payments, and facilitate easier presentation 
of financial data, more personalised services and 
better insights into transactional data to facilitate sound 
decisions.

Building on this harmonisation trend, the emergence 
of PEPP, a legislative initiative in Europe through the 
Regulation 2019/1238, sees the introduction of rules 
aimed at giving customers more choice and providing 
them with a more competitive personal pension products 
when saving for retirement, while enjoying strong 
consumer protection. PEPPs will be offered across 
the EU by a broad range of financial providers such as 
insurance companies, asset managers, banks, certain 
investment firms and certain occupational pension funds. 
The Regulation itself ensures standardisation of the core 

Open Finance through the lens of Pension products

Hesus Inoma, 
Director - Financial 
Services Advisory,
Grant Thornton 
Ireland

“While these drivers have seen a 
substantial  change in the manner in 
which Financial  Services products are 
being designed and delivered across 
the globe and changing faces being 
added to the landscape of providers 
– it’s fair  to say that one relatively 
untapped financial  services market is 
Pensions – until  now.

>>> overleaf 
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product features, such as: transparency requirements, 
investment rules, switching right and type of investment 
options in the interest of the customer.

Pensions Transformation
In order to see how the open economy will evolve 
within the Insurance sector, it is relevant to look at 
how this played out within the Banking sector to begin 
with. Banking was the first financial services segment 
to experience the “Unbundling Effect”. This involved 
different FinTechs entering the sector with an eye on 
taking different segments of the value chain - from 
payments to lending to foreign exchange. Focusing on 
one segment enabled these smaller, more nimble firms 
to break down the offering in each of those different 
areas and provide immense value. This was referred to 
as “unbundling”.

This also presented opportunities to Banks and other 
FinTech providers. Rather than mimicking what was being 
done by other New Entrants, they looked across the 
ecosystem, created the best API and plugged the various 
providers into their own infrastructure providing a truly 
unparalleled service to the customer. Starling Bank is an 
excellent example of how this ecosystem first approach 
paved the way for an emerging FinTech giant.
As Satya Nadella said, “Every company is a software 
company” in order to compete in a digital age. This is 
essentially a necessary action in order to platformise the 
Insurance sector. One of the primary accelerators of this 
activity will be the emergence of adjacent verticals (Non-
Financial Services players) into the Insurance space. It is 
not believed that these players will build the capabilities 
from scratch but will partner with the right, like-minded 
players in the ecosystem to generate the value that they 
need to tap into the customer’s wealth. 
With this ecosystem drive in mind and with the emergence 
of New Entrants, BigTech and multi-player approaches, 
let’s look at pensions and how this sector could evolve.
We know we are in the middle of a pension time bomb 
and the PEPP legislation is designed to counteract this 
time bomb of an aging population living longer and less 
people contribution towards their pensions. It is likely 
that PEPP will accelerate the Platform as a Service (PaaS) 
delivery model of products, leveraging an ecosystem first 
approach which embeds the customer at its core.
Pension transformation will be accelerated through 
PaaS and ecosystem first operating models adopted 
in other sectors. PaaS is a model used by FinTechs to 
digitalise the distribution of financial services products 
for the masses. This is already emerging in the Pensions 
space. PensionBee and the likes of Nutmeg have already 
platformised pensions and are delivering awesome client 
experiences in pensions.
Applying the ecosystem first approach to Pensions 
is certain to see the emergence of Non-Financial 
Services players (Adjacent industries) enter the space 
and leverage their systems, data insights and market 
positions to play in the Pensions market. Adjacent 
industries which already have excellent platformised HR 
services such as ADP, Sage or Workday, with significant 
numbers of corporate clients with millions of employees, 

who provide B2B and B2B2C services in a customer 
friendly manner with innovative technology, have an 
excellent opportunity to emerge within the distribution 
chain of new pension products.
Other players within the market who are already curating 
individuals lifestyle data, have a good opportunity to 
layer in long term financial wellbeing while leveraging 
insights curated from other offerings. Applying this to 
pensions presents an excellent opportunity to entities 
like Microsoft. No entity knows more about an individual’s 
working history than LinkedIn. So LinkedIn, which is 
owned by Microsoft, is in a perfect position to capitalise 
on a Pan-European Pension Product. Most of the time 
when an individual changes employment, they put those 
changes on LinkedIn. By LinkedIn knowing they moved 
employers, it can also support in moving your pension 
products around, could consolidate your pensions and it 
could promote what PEPP has at its heart, a consolidated 
pension that moves with you everywhere you go in 
Europe. 

In conclusion Partnerships, ecosystem first and user first 
approaches to the design and distribution of Pension 
products is certain to result in more ready adoption of 
alternative pension solutions for the greater good of 
financial wellbeing in the future. While this approach is 
prime for adoption by adjacent verticals and New Entrant 
Tech firms, it is not beyond the realms of achievement by 
existing Financial Services players. 
Curiosity and open mindedness to an open ecosystem is 
a must to grasp the partnership opportunities that have 
been successful to date within the banking ecosystem. 
This will give rise to an emerging following of customers, 
with more stickiness and more measureable value add 
from financial services.

“Every company is a 
software company.

“Many believe that a Pan-European 
Pension Product is  going to emerge 
over the next years in the European 
market,  which will  create a new 
pension ecosystem. Providing Consistent 
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MOST Irish people are concerned about climate change 
and are willing to do more, but are looking for definitive 
guidance from Government in the form of clearer rules – 
those are the principal findings from recently conducted 
research by Aviva Life & Pensions Ireland DAC (Aviva) 
which sought to gain insights into consumers concerns 
on the impact of climate change on our environment. 
The research also examined whether peoples’ views 
have changed since the outbreak of the pandemic and 
what measures need to be taken to accelerate better 
behaviours amongst the general public. 
The research findings revealed that more than three 
in four (79%) of respondents are either very or mildly 
concerned about the impact of climate change on the 
environment, highest amongst 18-24 year-olds.  Some 
11% of people rarely think about it, and 10% don’t think 
about it at all.  The research probed what effects of 
climate change the respondents were most concerned 
about, with extreme weather events in Ireland the 
leading factor at 65%.  Over half (53%) are concerned 
about the broader effect globally, 40% cited rising sea 
levels in Ireland and 39% are worried about the negative 
impact on animals.
Responding to what extent people feel that they are 
making an effort to help combat climate change, almost 
three in four (71%) said they were making a huge effort 
or some effort, the strongest response of which came 
from the 45-54 year-old cohorts.  However, more than 
half (52%) of respondents want to do more but busy lives 
get in the way and 45% of those surveyed said that they 
would like to better understand what they can do to help.
Environment friendly behaviours
The research explored what environment friendly 
activities respondents considered important in their 
own lives at present, with more than three in four (79%) 
saying that they make a conscious and consistent effort 
to recycle paper, plastic, and glass.  Almost two-thirds 
(65%) said they do the same with saving energy at home.  
Some 33% are conscious of eco-friendly fashion, and 
28% recorded both eco-friendly eating and eco-friendly 
travel.
Attitudes to climate change since outbreak of Covid-19 
The outbreak of the pandemic has resulted in almost half 
of respondents (48%) to the survey being either more 
aware or much more aware of the impact of climate 
change on the environment, highest amongst the lower 
age cohort of 18-24 year-olds.  This growth in awareness 
has resulted in almost half (46%) admitting that they feel 

more responsible to help with environmental issues since 
then, with 18-24 year-olds leading the charge once again.
As a consequence of the above, more than two in five 
(42%) said that they are going to recycle more, and more 
than one third (36%) saying that they are likely to be more 
environmentally conscious with purchasing decisions.  
This played out further with 29% who plan to buy fewer 
clothes and a further 29% stating that their next car 
would be electric or hybrid.  Some 17% of respondents 
intend to fly less and 4% plan on becoming single car 
households.  In terms of purchasing decisions, with the 
top priority for more than three in five (62%) saying that 
they are likely to buy from companies that support and 
invest in the local community and, in second place, 50% 
of those surveyed choosing to buy from companies that 
can keep their personal data secure, followed a close 
third at 49% choosing to buy from those companies that 
don’t have a negative impact on the environment.
Government action
Just over seven in 10 (71%) respondents think that 
government needs to introduce regulatory changes to 
force better behaviours in terms of environmental impact, 
highest amongst females and those aged 45 and over. 
However, of those that disagreed with this approach, 
the highest percentage was recorded amongst younger 
respondents (18-24 year-olds).  Finally, the research 
probed respondents to rank, in order of importance, what 
measures are most important to tackle climate change.  
More than three in five (62%) think it is very important 
that the Irish government should take visible action to 
tackle climate change and 59% said that the media has 
a greater role to play in educating the public on climate 
change.  Personal responsibility to take visible action was 
in third place at 57%, with 56% of respondents stating the 
importance for businesses to act.
Commenting Richard Jones, Aviva Life & Pensions 

said: “There are clear messages 
and learnings from this research. 
The support amongst the public for 
coordinated action and their willingness 
to take personal responsibility has risen 
considerably since the outbreak of the 
pandemic.  While the climate crisis is 
one of the greatest and most urgent 
threats facing our planet at present, 

the ‘we’re all in this together’ leadership shown by 
Government since the outbreak of Covid-19 now needs 
to be repeated to successfully deal with the negative 

More than 3 in 4 people in Ireland are concerned about 
the impact of climate change on the environment, 
according to new Aviva research
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impact of global warming. While the Climate Bill is 
welcome, we believe that the public are really looking 
for a clearer and more immediate set of regulatory 
steps and rules to ensure that we meet the long-term 
targets set out in the Bill. 
“Aviva has been carbon neutral since 2006, supported 
by the purchase of instruments known as carbon credits 
to offset usage and we have recently announced a 
plan to become net zero by 2040, a full decade ahead 
of the Paris 2050 deadline, and the first insurance 
company to make this ambitious commitment.  Aviva 
plc is a global life and general insurance group and 
Ireland is one of its core markets, so we must become 
net zero* by 2040, in our general and life insurance 
businesses”, concluded Richard Jones.
*To support the delivery of Aviva’s ambitious climate 
goals, we are actively focused on the following 
activities:

 z Reducing and eradicating carbon emissions in our 
buildings and premises, using renewable sources 
of energy, and ensuring our car fleet is either 
electric or hybrid by 2040.

 z Ensuring our suppliers are aligned to our climate 
goals and can deliver products and services to us 
and our customers while reducing carbon to net 
zero levels.

 z Taking immediate action on the carbon intensive 
assets we insure, including coal, by ceasing to 
provide insurance cover for fossil fuel providers 

unless they commit to meeting scientific based net 
zero carbon targets. 

 z Delivering net zero carbon emissions from our 
shareholder and policyholder investments by 
2040 achieved through a 30% cut by 2025 and 
a 60% cut by 2030.  This includes the assets we 
invest in directly e.g. property and bonds plus the 
full range of investment funds provided by our 
fund managers including ESG and green funds.

 z Increasing active engagement through our fund 
managers, including Aviva Investors into the 
companies and sectors they invest in on our 
behalf. This is to ensure their investments meet 
our carbon reduction goals and applies to all 
investment assets where we or our investment 
managers have decision-making control. Where 
we don’t have this control – for example where it 
rests with trustees of pensions schemes – we will 
engage with the decision-makers to explain our 
approach.

 z Aviva Group will invest over €120m in nature-based 
solutions to remove carbon from the atmosphere.

Learn more
Talk to your Account Manager today, visit www.
avivabroker.ie.
The research was carried out by iReach Insights Limited and was part 
of a nationwide study conducted as part of the iReach Consumer 
Decisions Omnibus Survey with 1,200 respondents. The fieldwork was 
undertaken at the end of April 2021.

AIG are pleased to announce that Ian 
Cleary has been promoted to Head of 
Auto & Personal Property, Ireland. Ian 
joined AIG in 2010 and has held various 
roles in Finance, Business Analytics and 
Underwriting. Ian currently holds a Masters 
Degree in International Business & Finance 
and a Degree in Business Studies from 
Dublin Institute of Technology. He gained 
his professional designation as a Certified 
Insurance Practitioner (CIP) in 2016.

AIG Ireland promote Ian Cleary to Head of 
Auto & Personal Property
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THE word ‘independent’ conjures up strong emotions. 
 z Of the freedom from shackles. 
 z Of the strength to live on your own terms. 
 z Of the limitless potential to chart your own course in 

the world.
Allegiance to the term is no less powerful in the financial 
advice market. The “Independence” about which we write 
in this piece is not about the advice you give because as 
we all know CB rules prohibit us from using the word in our 
description. It is though related to the independence of your 
business and your ability to maintain the independence that 
brought you to the profession in the first place.
Attacks on your Independence
Cultural shifts in the profession are starting to rise up 
against independence. Arguments swirl that the days of the 
standalone Financial Broker are numbered and that they 
would be better to accept their fate with grace and humility. 
It is simply too costly to continue, or even pointless to do so, 
comes the call from critics and those with ulterior motives.
This is not a new cry however. I personally have been 
involved in our industry and been at the coalface of financial 
advice for over 40 years and I have born witness to the 
various speculations over most of that period. The demise 
of the independent Financial Broker has been predicted for 
many a year, even going back to the 1980’s and yet in all that 
time Financial Brokers have remained to the forefront of the 
need to provide good quality professional and independent 
advice to their clients. Financial Brokers continue to be the 
predominant distribution source with no real sign that this is 
changing anytime soon.
Supporting your Independence
Of course the ability to remain independent has become 
more complex and costly. While the increase in regulation 

is to be welcomed and embraced it does put additional 
responsibilities on your businesses. This is why The 
BIS Platform has such a key role to play right now in 
helping progressive Financial Brokers to maintain their 
“Independence”.
Free up time to focus on -----> your business
Managing a business is hard work – but The BIS Platform 
can save you time, money and stress. Whatever the size of 
your firm, The BIS Platform provides a streamlined business 
management system tailor-made for Financial Advisors. 
Accessible from anywhere, our software simplifies office 
management, improves the client experience and allows 
you to focus your efforts on growing the business.
One powerful system to drive your business forward
The financial advice sector is changing. More and more 
consumers are demanding access to products and services 
online, whenever and wherever they need it. So how can 
successful firms evolve to keep step with these changing 
needs?
The Benefits
As well as providing clients with easy online access to your 
services, The BIS Platform lets you streamline the entire 
advice process, giving you more time to focus on your client 
relationships.

 z Reduce your costs and enjoy the convenience of 24/7 
remote access

 z Save time by managing the entire advice process via 
one user-friendly system

 z Key in your client’s data once and use it for many 
different purposes

 z Benefit from the unique process of live data feeds from 
all the key Product Providers

 z Scale to suit the size of your business

The BIS Platform - In Support of Your Independence

Frank Murray, 
CEO of BIS
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Aviva Insurance Ireland Designated Activity Company, trading as Aviva,  
is regulated by the Central Bank of Ireland.

Aviva Insurance Ireland DAC wishes to thank all the brokers for joining our  
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WHEN it comes to the chances of an accident, the all-
important factor, and by far the biggest variable, is the 
driver themselves. So at DUAL, when we’re pricing a 
risk, the driver is where we always start. We put the 
person before the car, which at first might not sound 
ground-breaking but it is quite different from the intrinsic 
underwriting rules of more traditional insurers.
Take, for example, the standard industrywide practice 
where a driver needs to earn a separate no-claims bonus for 
each car they are insured on.
This means that, if a person drives a company car for work, 
but buys an additional car to use at weekends, they may not 
qualify for a full no-claims bonus on the weekend vehicle, 
regardless of how many years they have been driving claims-
free. Without a full no-claims bonus to benefit from, the 
insurance on the weekend car could be significantly higher. 
For motorists who own more than one car, if they changed 
their car, they could transfer their existing no-claims bonus 
onward to the replacement vehicle. But if they added a 
vehicle to their collection, they may have to start from scratch 
and build a standalone no-claims bonus for that vehicle. 
Does owning more than one car make people more reckless 
drivers? When a company director drives a car owned 
through their company and a car they own privately, do they 
drive them so differently? At DUAL, we don’t think so. 
The most influential factor of pricing car insurance is the 
likelihood of the driver being in an accident. The usual rating 
factors reflect this. 
“Age”, for example, is a proxy for “experience and attitude.” 
“Occupation” is an indicator of how much time the driver 
spends on the road. “Driving history” and “Number of years’ 
no-claims bonus” reveal the driver’s capability behind the 
wheel. Questions about the car help us understand if the 
driver has experience to handle a particular vehicle, as well 
as its value and security requirements.
The main causes of car accidents in Ireland are reckless 
driving, speeding or driving while distracted. For example, 
using a phone, talking or even eating at the wheel. 
We take the view that if you’re the type of driver who does 
those things, you’ll be doing them in all of your cars. This 
cuts both ways: we believe safe drivers are safe drivers, and 
the car they are driving is secondary to the driver’s human 
characteristics and personal behaviours.   
Of course, if they drive a powerful, expensive car, their 
insurance premium may cost more, as any damage to the 
vehicle would be more costly to repair. But in terms of no-
claims bonus, we take the position that it is fairer to apply it 
across all vehicles. 
Making no-claims simple
At DUAL, we look at your clients’ driving history in order to 
apply a full bonus to all of their vehicles. If your client and all 
named drivers have a clean driving history, we can offer them 
a full no-claims bonus, a reduction of up to 60%, on every car 
they have insured.

For many drivers in Ireland, the cost of car insurance is not 
cheap. Clients expect their brokers to shop around to find 
them the best value for money. Choosing the lowest premium 
isn’t always the best option as cheap premiums can often 
mean restrictive covers. However, an insurer’s attitude to no-
claims bonuses can actually save your client significant sums, 
while still providing comprehensive cover.
There are many reasons a client might not be earning a full 
no-claims bonus, even though they haven’t made any claims. 
Company directors moving off fleets, expats returning home, 
and those lucky enough to be able to add a new vehicle to 
their collection, to name but a few of them. 
If your client drives a car worth €40k or more (or €30k on 
multi-car policies), you may be able to help them find a better 
solution by speaking to DUAL. 

Kate O’Connor is Head of Business Development at DUAL 
Underwriting Ireland DAC, the world’s largest international 
MGA. DUAL specialise, amongst other areas, in High Net 
Worth personal insurance in Ireland and are backed by AXA 
XL, a division of AXA, one of the world’s largest insurance 
groups. t: 01 6640001 / e:enquiry@dualgroup.ie

DUAL Underwriting Ireland DAC (trading as DUAL Private Client) 
is regulated by the Central Bank of Ireland.  Registered No. 633531.  
Registered office: 11, Fitzwilliam St. Upr., Dublin 2 DO2 YV66. 
Directors: Barry O’Dwyer (Managing), Ralph Snedden (British), Richard 
Clapham (British).

A no-nonsense approach to no claims

“An insurer’s attitude to no-claims 
bonuses can actually save your 
client significant sums, while 
stil l  providing comprehensive 
cover.

The no-claims bonus is one of the biggest factors determining 
the premium paid for car insurance. Depending on which 
insurers you’re working with, it can be all too easy for your client 
to miss out, because insurers take a different view on what 
matters. 

Kate O’Connor, 
Head of Business 
Development, 
DUAL
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Our Certified Insurance Director programme has been 
created specifically for senior level and non-executive

directors operating within the Irish insurance sector. 

The programme will help you better understand, manage 
and shape your organisation in line with the rapidly 
changing business environment you operate in, equipping 
you with the essential skills and knowledge needed to 
become a modern and effective board member.

Developed in partnership with Trinity Business  
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Contact Amanda Dunne, Programme Co-Ordinator, on 01 645 6604 or cid@iii.ie
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AS we emerge from lockdown, everyone is much more 
hopeful about the future. But that unfortunately doesn’t 
automatically translate into new clients queuing at the 
door of every Financial Broker, as many clients are busy 
getting their own businesses back up to full speed again.  

I’ve had a couple of recent conversations with Financial 
Brokers, in which some of you have spoken of finding it a 
little difficult to get clients to re-engage. Some clients are 
just too busy, others are slow to get back to face-to-face 
meetings because of Covid-19 concerns. It’s also now the 
summer, when it can be harder to tie down clients. The 
main thing is though, now is not the time to let your head 
go down.

So instead it’s time for a collective pick-me-up. Here are 
a few thoughts to help get you going again.

Set yourself achievable daily goals
So the previous goal you might have set of seeing two 
clients every day has gone by the board. That’s ok, the 
environment at the moment is just different. But what you 
can do now is re-frame your goals.

If business has not been good, don’t keep looking at how 
far you’re falling short of your turnover / recurring income 
target for 2021. Instead focus your effort and goals on the 
process, rather than the outcome. Set clear daily goals 
for yourself that are based on activity. We all know that 
as sure as night follows day, positive outcomes follow 
increased activity levels. Your goals might be,

 z The number of prospects you will reach out to
 z The number of existing clients you will phone
 z The number of relationship “just checking in” emails 

you will send
 z The blog post / social media activity you will carry out

Celebrate small wins
Don’t beat yourself up because you’re not writing €x,000 
in new business every week. Instead celebrate your 
smaller wins – the number of positive client conversations 
you’ve had, the thank-you responses to your relationship 
emails. While on their own these might not seem to 
account for much, in time as the economy and activity 
gets back to normal, these clients will remember your 
support during the tough days.

Call in favours
Everyone knows that lots of small businesses are finding 
it tough at the moment. As a profession, Financial 
Brokers have always and consistently shown their spirit 
of community and helping nature. You tend to be good 
for an introduction, a referral, a client testimonial for one 
of your suppliers and if you can help someone, you tend 
to do so.

Now it’s your turn. If you need a little help, ask for it. It 
might be for a referral, it might be for a testimonial for 
your website. Ask and you will generally receive.

Kiss the frogs
I learned this one from a friend of mine a few years ago. 
He was out of work for a while just after the financial 
crash and his head never went down, even though the 
economic environment was really tough at the time. 
When meeting him for (yet another) coffee, he told me 
about the number of meetings he had in the diary that 
week, just catching up with contacts. I remember saying 
how impressed I was that he was so active in staying out 
there at such a difficult time. His answer was that if he 
kissed enough frogs, one would eventually turn into a 
princess! A few weeks later, he landed pretty much his 
dream job, thanks to kissing lots of frogs.

Activity leads to better results. Make the calls, meet 
people for socially distanced coffees, even where the 
potential appears low. These are your frogs. It beats 
sitting in the office just thinking about it.

Do something / anything
On that theme of wasted days at the desk, don’t let days 
slip past. Rather than twiddling your thumbs, achieve 
something every day. Review your proposition, your 
website, your marketing messages. Write a blog post. 
Even clean the office or go for a walk / swim/ cycle / 
game of golf. But don’t do nothing.

Remember that this is temporary
Business might be a little quiet at the moment for some 
of you, but this will pass – don’t beat yourself up over 
it! There are better days ahead and you want to give 
yourself the best chance of hitting the ground running 
when they arrive.

If times are tough… kiss frogs

Eamonn 
Twomey, 
StepChange

“His answer was that if  he kissed enough frogs, 
one would eventually turn into a princess!
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AVIVA Life & Pensions Ireland DAC (Aviva) recently 
announced the completion of the refurbishment of the 
Blackrock Village Centre, formerly Blackrock Shopping 
Centre in Co Dublin.  The Centre, which was originally built 
in the early 1980s, spanned over 82,500 sq. ft. of retail 
and office space. The recent upgrade and refurbishment 
program that was completed by Collen Construction has 
increased the overall space to 98,500 sq. ft. of which 
approximately 78,500 sq. ft. is retail and food and beverage 
space, and the remaining 20,000 sq. ft. is office space on 
the upper floors.

Blackrock Village Centre is located at the centre of 
Blackrock Village and is easily accessible by public transport 
with multiple bus routes and Blackrock DART station all 
within five minutes’ walk.  The Centre provides essential 
services as well as other attractive retail outlets including 
SuperValu, Lloyds Pharmacy, Dubray Books, L’Occitane, 
Holland & Barrett, Lisa Perkins, and Vanilla Pod to a wide 
catchment area.  The high tenant retention rate coupled 
with resilient footfall levels throughout the redevelopment 
phase demonstrates the exceptionally strong support 
for the Centre.  In fact, many of the existing tenants have 
recently extended their lease terms, copper-fastening their 
belief in the Centre, the catchment area, and the importance 
of a physical retail presence.

Commenting Patrick Roe, Head of Development & Planning, 
Aviva said: “Our primary objective with this extensive 
refurbishment project was to significantly modernise the 
Centre, both in terms of functionality and appearance.  One 
of the most notable changes is the addition of a new unique 
glazed canopy roof, which protects customers from the Irish 
weather whilst also allowing fresh air to circulate throughout 
the Centre, which is very welcome in the current pandemic 
environment.  The redevelopment team worked closely with 
Dun Laoghaire Rathdown County Council with the aim of 
providing the best possible amenity for the local community 
in Blackrock and its environs.  In addition, a key priority was 
to ensure minimal disruption to both tenants and customers 
throughout the construction period as the Centre remained 
open and operating for the duration of the project.

“We have seen significant demand in recent weeks for the 
new retail spaces from interested tenants, with a number 
of enquiries moving forward to agree lease terms.  Our 
joint letting agents, BNP Paribas and Savills, have indicated 
that the calibre of tenants seeking to take space in the 
Centre is very strong and they expect that this will provide 
complementary offerings to the existing tenant base.  The 
Centre will provide a strong local offering of retail, food and 
beverage and amenity-based providers. 

 “Since the outbreak of Covid-19 last year, many consumers 
have returned to shopping local, a trend that we expect 
is here to stay with more people working from home on a 
regular basis as part of what is likely to be the new hybrid 
working model.  Many of the services provided in Blackrock 
are not suited to online trade, and the physical retail 
presence is essential for tenants and consumers alike.  We 
are also taking this opportunity to provide a second retail 
unit on a short term licence, rent free to a retailer in support 
of Champion Green following the success of our recent rent-
free letting at 5 St. Stephen’s Green to fashion and design 
duo, Jill & Gill.  Champion Green is an initiative to support 
communities and local businesses – a theme which is also 
the focal point of the Blackrock Village Centre’s relaunch 
campaign.

“In addition to the upgraded and extended retail space, two 
storeys of new office space have been created above the 
façade, with impressive views over Dublin Bay and South 
County Dublin.  This follows on from our recent completion 
of the redevelopment of Zurich House in Blackrock, where 
a dated 32,000 sq. ft. office building was demolished and 
rebuilt to over 80,000 sq. ft. of impressive office space, 
to LEED Gold standard and the refurbishment of Trident 
House, also on the same site.  Both offices were pre-let 
prior to completion and the expectation is that the new 
office space will be in high demand due to its quality, size, 
and location.

“Sustainability is at the forefront of all our investment, 
divestment and asset management decisions when it 
comes to refurbishment and redevelopment projects.  
Minimising the impact that our buildings have on the 
environment, both now and into the future is of paramount 
importance to us. Sustainable initiatives at Blackrock Village 
Centre include installing energy efficient LED lighting 
throughout, introducing e-chargers for customers’ cars, as 
well as maintaining airflow between the canopy roof and 
the Centre’s structure to remove the need for air circulation 
systems while also ensuring the wellbeing of the customers.  
In addition, beehives will be installed on the roof over the 
coming months to assist in maintaining and improving this 
critical ecosystem in the area”, concluded Patrick Roe.

Aviva completes refurbishment of Blackrock 
Village Centre, Co Dublin
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AVIVA Insurance Ireland DAC recently conducted research to 
gain insights into the number of people who are either working 
or studying from home.  The research also probed whether our 
attitude to our homes has changed since the outbreak of the 
pandemic and what the key reasons are for these changes.
A staggering 66% of homeowners surveyed said that they 
are currently either studying or working from home.  Of that 
66%, whilst 18% of homeowners surveyed said that they have 
always had an office at home, a further 27% have adapted a 
separate room or space into a home office since the outbreak 
of Covid-19.  However, 27% of respondents admitted to working 
from a table or desk in a room usually used for other purposes 
e.g. dining room or kitchen, while 18% said they worked from a 
table or desk in their bedrooms, with 10% admitting to working 
from the sofa or armchair. 
The research also explored peoples’ attitudes to their homes 
and whether these had changed given how much more time we 
have all spent at home through the various restrictions imposed 
on us since the outbreak of the pandemic.  While almost half of 
all homeowners surveyed (46%) feel the same about their home, 
some 46% admitted to liking and appreciating their homes more 
since the outbreak of Covid-19.  However, 8% of those surveyed 
unfortunately like their homes less having spent much more 
time at home over the course of the last year.
The research further probed the 92% of respondents who either 
liked and appreciated their homes more or who felt the same 
about their homes since the outbreak of the pandemic as to 
the reasons for this.  Having a garden and outdoor space is the 
most important aspect of a home since the outbreak of Covid-19 
according to 74% of homeowners, followed by access to a park 
and nice walks nearby at 59%. Feeling that their homes are safe 

and secure with a low rate of crime in the area also comes in 
at a joint second place with 59% of respondents and 39% of 
those surveyed valued having adequate space and facilities for 
home working, whilst 35% said that their home is near to where 
their parents/other family members or friends live.  Having a 
close community was important to 30% of respondents as there 
is always someone to walk/talk with, and 27% of homeowners 
appreciated saving on the commute time when working from 
home.
The research also explored the reasons behind why 8% of 
homeowners who responded said that they liked their homes 
less since the outbreak of Covid-19.  Not having sufficient 
space for home working and living was attributed as the 
primary reason for 76% of these respondents. Of those 181,300 
homeowners, 19% of them attributed liking their homes less to 
the fact that they either don’t have a garden or, if they did, it was 
too small and 12% claimed that there are not enough amenities 
in the area.  The research also revealed that 22% of them did 
not have family or friends living nearby.  A high crime rate in the 
area negatively impacted on 6% of those who liked their homes 
less since the outbreak of the pandemic, with only 1% revealing 
that their commute is too long.
Commenting, Brian Mahon, Aviva Insurance Ireland DAC said:  
“The outbreak of the pandemic and the various restrictions that 
were implemented over the past year has resulted in most of 
us spending extended periods of time at home as we adapted 
to what has become the new norm.”  Aviva Insurance Ireland 
extended its home insurance cover for its customers who are 
undertaking administrative/office type work from their homes, 
including personal laptops and printers.  However, this cover 
does not extend to office equipment or where there are callers 
to the property in connection with the business.

Some 66% of homeowners are currently working/
studying from home according to new Aviva research

DUAL Underwriting Ireland DAC is regulated by the Central 
Bank of Ireland. Registered No. 633531. Registered office: 
11, Fitzwilliam St. Upr., Dublin 2 D02 YV66. 08/20 4422
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How long have you worked as a Broker - how did you 
come into the industry?   
I came into the industry on 15th January 1991 straight 
from school. I joined PMPA in the Dublin City Branch in 
the house insurance team and I also gained exposure to 
private car, van and taxi insurance dealing directly with 
the customers. After about nine months I was asked to 
move to commercial non-motor underwriting team in 
head office where I remained in underwriting through 
the various entity changes GRE, Guardian PMPA, 
Guardian and then AXA!  I loved my time there both in 
terms of the role and the fantastic people that I worked 
with. 
In 1999 I moved to the Business Partner Underwriting 
team in Allianz. I loved underwriting but I also was 
looking for a more sales orientated role and the 
challenge and opportunity of dealing directly with end-
users, so I made the move to a medium sized insurance 
brokerage based in Dun Laoghaire. I loved the cut and 
thrust of broking from the outset, particularly meeting 
clients and prospective customers and matching their 
needs and problems with the insurance solutions. 
I felt that I had found the ideal role for me as I could 
combine my underwriting technical knowledge with the 
buzz of building up my client contacts and utilise the 
professional contacts and relationships I had built up 
over the years.
Around this time, I met John McGuire who ran a 
successful business and was a Mortgage Broker in a 
business networking group that we both attended. John 
was looking to diversify and so we decided to set up 
an Insurance Broker. As we discussed how to structure 
it, I could see that it would make sense to set up two 
separate entities – a Personal Lines and a Commercial 
Lines brokerage. I had seen that most Brokers at that 
time were losing money on personal insurances and 
subsidising this from the income from the commercial 
insurances. I felt that if the skillsets and disciplines that 
are necessary to make each line profitable were split 
and made to stand on their own it would be a better 
business model. This is how Pembroke Insurances and 
QuoteDevil were born. We officially opened the doors 
of both companies on 1st June 2007 (just before the 
financial world ended!) and the adventure began!

What’s your favourite and least favourite thing about 
being a Broker? 
Favourite – winning business - the fact that it is all 
renewable. I also love the diversity of each day. Least 
favourite – losing business!

From your experience, what’s been the biggest 
industry advancement since you started as a Broker? 
Ease of communication. Ability to use technology 
to speed up daily tasks and get replies quickly. The 
biggest advantage of this progress was when we went 
into lockdown and had to embrace remote working.

What’s your best bit of business advice to your 
younger self? 
Back yourself, build strong business relationships with 
good people. Be clear about what you want to achieve 
and be relentless in the pursuit of those goals.

What difficulties presented themselves during these 
challenging times and how did you overcome them? 
Having started the businesses in 2007 and having to 
deal with the effects of the global financial meltdown 
as a new company the current crisis was much more 
straightforward. We have a team of good people and 
we had the IT infrastructure to allow us to change to 
home working immediately when it was required. If I am 
honest a major challenge was making the leap of faith to 
trusting that everyone would be as dedicated and hard-
working if based 100% at home but we realised quickly 
that everyone was conducting themselves exactly as 
we hoped they would. Once we realised that home 
working was working so well, we seized the opportunity 
of taking three new Commercial Account Executives on 
and are currently looking for another three!

Being socially distanced from clients, how have you 
had to reinvent your interaction with customers? 
Yes to a certain extent we have. Where meetings were 
necessary, allowed and wanted by our customers we 
have facilitated this in as safe a manner as possible and 
other than that we have stayed in touch by email, phone 
and video calls.

What’s your favourite and most used business mantra?
Not one - I have two…. If it walks like a duck and talks 
like a duck ….it is probably a duck.
And, ask the question – they won’t all say no!

“

Graham Weir, Managing Director, 
Pembroke Insurances
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Back yourself,  build 
strong business 
relationships with 
good people. 
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Introduction
Martin Lau, Investment Team Head and fund manager, believes 
along with most others that equities are attractive versus bonds, 
but does not believe that tells investors that much now.  He 
believes that there will be continuing ongoing trade tensions 
between China and the United States, but noted that whilst the 
onset of the trade war had initially hit Chinese manufacturing 
stocks and exporters hard, in general these have recovered 
sales strongly and not had a lasting profit impact.  China is 
now being seen as a reliable manufacturer for the world and 
Tesla has built a factory in Shanghai in record time.  Despite the 
imposition of trade tariffs, Chinese exporters remain profitable 
and successful largely due to their higher levels of innovation.  
Index Domination
Over the past few years’ technology companies have 
dominated both market indices and market returns.  And for 
example MSCI China has now 60%+ of the Index accounted 
for by Internet names. He is concerned by the lack of profits 
at some stocks such as Meituan.  On the other hand Tencent 
is profitable and has been invested in for a good while.  He 
believes the higher levels of regulation of the technology 
companies is positive, in that it now crystallises what he felt 
was always a large risk and something that was going to 
happen.  This has allowed the market to focus on what are the 
realistic risks to these businesses.  
Innovation
The most positive aspect of investing in China is the move by 
many companies up the value chain through high levels of R&D 
and innovation.  Biotech, Internet, and technology companies in 
general have been founded by Chinese emigrants returning to 
develop their careers, and this will continue to drive innovation 
going forward.  Innovation occurs in a wider area than the pure 
Internet space and, for example, in Hong Kong, Techtronic 
which produces power tools, has seen 30-40% of revenues 
every year come from new products. Chinese companies can 
leverage and improve their own manufacturing ability. 
India
This is a market where there are a number of good quality 
companies which can be identified on a bottom up basis, 
particularly in the consumer, IT, and private bank sectors.  
India has always had macro issues and companies have 
had to contend with these, which has resulted in a number 
of well managed businesses emerging over the years who 
are able to deal with difficulties when they arise.  Whilst 
today Covid-19 is hitting India, around one and a half years 
ago there was the housing finance crisis involving non-bank 
financial corporations, and before this in November of 2016 
the issue of de-monetisation. India has always presented 
a more complicated top/down case than China and macro 
statistics show twin deficits looking at both the fiscal and 
current accounts resulting in periods of currency weakness. 
The tougher macro environment has meant companies need 
to be well managed to survive and this provides opportunities 
for stock picking.  
Positioning
The fund takes a balanced approach in terms of sector exposure 
and Martin does not want his approach to be dominated by any 
sector or country and this fund will not become a technology or 
natural resource fund.  There is around 20% invested in banks 
with India, Indonesia, and Singapore considered attractive.  
Singapore banks had de-rated significantly a year ago, trading 
at between only 0.6 – 0.7x price to book on the belief that rates 
would never rise.  These are well managed and well-regulated 
entities and for example OCBC has exposure both to the 
Asean region and owns 20% of Bank of Ningbo in China, which 
is one of only two Chinese banks trading above book value 
and held within the All China strategies.  Credit penetration 
in the Asean region is low.  Within the technology weighting 
it is the hardware name such as TSMC, Advantech, Samsung 
Electronics, and Keyence which are favoured.  Technology is 
a major trend.  

Consumer names in India and South East Asia are Martin’s 
preferred markets with these stocks now having seen a de-
rating to a degree as investors worry that Covid-19 will leave 
permanent economic scarring and that the hit to margins and 
sales growth will prove permanent.  Martin does not take this 
view and is optimistic on the longer term prospects of these 
businesses.  The fund has no energy or commodity exposure 
and the team have been cautious on commodities for a good 
while, believing Chinese growth will be lower than a decade 
ago.  It is also a difficult sector to take a long term view on and 
energy production, together with some resources production, 
has ESG issues. 
Outlook
Martin touched on the long term performance record of the 
strategy which has historically added most value in bear 
markets.  He does not believe the current policies of monetary 
easing will give investors a permanent free lunch and added 
that the positive re-rating story of equities had to end at some 
time.  He is concerned problems are being stored up for the 
future.  Low rates have had a positive impact on valuation 
in terms of the markets willingness to pay up for higher PE 
multiples, but low rates will eventually hit returns.  He also 
mentioned the high level of capital raising by some ecommerce 
businesses and that Chinese biologic companies have been 
forced to cut prices over the last few years.  The highest quality 
Indian companies are not cheap and investors always need 
to be mindful that the currency tends to have periods where 
it can hit investor returns.  On the positive side, the private 
sector banks in India continue to gain market share.  In China, 
banks are 100% State owned, whereas in India the market split 
is around 70% State owned and 30% private, but the private 
sector banks, as they are not constrained by poor balance 
sheets, have been able to gain significant market share each 
year in terms of loan growth, and even today HDFC Bank only 
has a 5-6% market share. Credit penetration in this market 
remains low.  Consumer companies in India are around 10-15 
years behind China and whilst they may not ever fully catch 
up, they have significant potential from here looking at the 
population size and the demographics of the country. 
ESG
The team have always looked at ESG issues to ensure 
companies can grow over the longer term and want businesses 
held to do the right thing for their customers and society just as 
the investment team try and do the right thing for their clients.  
Martin believes businesses taking shortcuts in social and 
environmental areas will also take shortcuts regarding returns 
to shareholders.  Annual reports and meeting management are 
the way to understand through challenge and engagement.  
The team will ask companies why they are not paying tax or not 
looking after their employees, or treating the environment well.  
Martin believes that this area is improving in Asia and noted 
that a decade ago in Japan it was considered very strange to 
ask about board diversity.  He added it was also difficult to find 
the perfect company.  
SUMMARY
The Asian Equity Plus Fund has an outstanding record since 
its launch in 2003 all under the sole stewardship of Martin Lau. 
Martin has a contrarian growth bias to his investment style and 
has been cautious on a number of the new economy names, in 
fact delivering outperformance despite this through excellent 
stock picking in the China ‘A’ share market. The longer term 
record of the fund shows the best value add in more challenging 
market conditions and Martin fears rising inflation will put 
the market under pressure.  Martin believes he has the fund 
positioned for an environment of higher inflation and believes 
the best valuation opportunities are in South Asia consumer 
names including banks.  The fund remains an excellent core 
holding in Asia and has an investment style which usually offers 
protection in difficult markets.
Graham O’Neill can be contacted at: 086 8122484.

FSSA Asian Equity Plus Fund 

Graham O’Neill
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AS I’ve mentioned before in a previous article, the 
world of business is seriously, recognising the power of 
storytelling when communicating with both prospects 
and clients.  When you tell a story in a business setting, 
you’re personalising  facts and features and putting a 
human face to the details you’re presenting. We are all 
hardwired to find stories more memorable than factual 
statements.  Storytelling engages more parts of the brain 
than abstract language does.  The best stories emphasise 
relatability, novelty, tension and fluency. Research shows 
the growth of blogs (stories) and podcasts (stories) has 
people now listening to news, views, opinions and advice  
like never before.  Podcasts provide a wonderful platform 
to educate audiences, be they listened to in a car, when 
commuting, exercising or even when washing the dishes. 
Most people have a mobile device so plugging into the 
sources of information of interest has never been easier.

I’ve heard it said that storytelling is one of the reasons 
Irish people in general are so admired and respected 
around the world.  Our actors, entertainers, musicians 
and poets, to name but a few, have historically profited 
hugely from being powerful storytellers.  We have a way 
when it comes to communicating situations to people via 
a story.   We highlight a character, a detailed intriguing 
plot, soaked with consequences and subsequently end 
with an outcome that, more often than not, triggers an 
emotional response.  It’s known that emotional responses 
cause people to react. Emotional responses also drive 
decision making.  Facts do not do that to the same 
degree.  Stories relax and disarm people.  Why?  They 
are less direct. They bypass suspicion because they 
bring things to life for people.  It’s easy to put yourself 
in the frame of any character in a story and to imagine 
how you’d feel in similar circumstances. Another major 
fact is that stories are remembered by listeners long after 
facts are forgotten.  Its easier to relate a story than to 
recall facts.  When done well, storytelling can do wonders 
for a business: for example, they can turn a brand into 
a legacy, create a robust marketing strategy, generate 
profit and win the loyalty and affection of clients, to name 
just a few.  My suggestion to you is to work at crafting 
interesting stories around your business. Then to discuss 
these stories with those you work with, encouraging them 
to use the best ones in future interactions with prospects 
and clients as best case examples of what you can do.  

A great example of storytelling at work

Here’s a good story I heard about recently. A freight 
company (call it Company X) transports pets to other 
countries for people on the move, regularly dealing with 
concerned customers. These customers are aware that 
transporting their pet could be a traumatic experience 
for both the pet as well as themselves. A staff member in 
Company X had heard a story previously from an unhappy 
prospect which they regularly used with prospects. They 
used this story to promote their differences and why 
people should be using them.  Here’s the story in question. 
Basically, a competitor company had shipped a prospect’s 

pet from here to New Zealand.  The competitor company 
were a cheaper option for the move. The pet had been 
placed in an inferior crate for the transportation.  The 
pet, a big dog,  chewed its way out of the crate and was 
unfortunately, thrown around and injured in the course of 
the flight to the new destination.  Needless to say, the 
dog owner was distraught when they heard what had 
happened. By relaying this emotional story as an example 
of what can happen, Company X reassured prospects 
that, amongst other high standards they have, they only 
used crates that were safe, secure and unbreakable. As a 
result,  they convinced the prospects that they could feel 
confident that their pet would enjoy a safe journey … even 
if it did cost a bit more!  That story, which is true, helped to 
secure sales and is still doing so to this day.  The power of 
that story triggered the emotion and desire to avoid such 
a happening and as a consequence, the urge to buy from 
Company X.

I wonder how many brokerages have a clearly, 
communicated, standard story or stories prepared and 
ready to go that positions their products and services in 
the best possible light? Its not something I’ve ever heard 
discussed with staff, certainly not on a regular basis 
anyway. It should be. Storytelling conveys purpose and 
businesses with purpose are the ones that ultimately 
stand out and capture consumer’s hearts, imaginations… 
and wallets.  My suggestion is to get those who interface 
with prospects and/or clients to meet regularly to share 
what they are hearing or have heard from the market.  
Stories of decisions made that resulted in success or 
failure, and how these eventualities, emotionally effected 
the people concerned.  Pick the best emotional story to 
use for each product or service presentation.  

To help you, here’s a few questions to challenge 
you: 

 z What story (example) would you use to explain 
why you have a brokerage fee? 

 z What best story (example) would you use to 
illustrate the benefits of using a broker versus 
dealing directly with a company?

 z What best story would you use to encourage 
people to increase the cover they currently have 
on the contents insurance?

 z What best story (example) would you use to 
promote the need for income protection? 

 z What best story (example) could you use to 
empathise why starting to save for retirement 
early makes so much sense?

 z What best story (example) would you use 
currently to illustrate market conditions at 
present and the opportunities therein?  

I believe Brokers should invest time in developing clearly 
communicated stories. Restating features of products 
does not do it for many people.  Facts are boring. Stories 
are indirect examples of what could happen. Remember:  
You will be looking for great content ie a lead character 
(the who) , a compelling plot with specific consequences 
(the what happened) and a final outcome that most would 
relate to (why the point you are making is so imporant).  
I challenge you to start the process as a business 
development idea of real value. 

Influencing: It’s the way you tell ‘em!

Dermot 
McConkey 
Development 
& Training 
Limited

“The best stories emphasise 
relatability,  novelty,  tension and 
fluency.
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SEAR LEGISLATION
“SEAR will complement CBIs existing powers, ensuring that 
it has additional powers necessary to provide appropriate 
regulation. The legislation will be the centrepiece of the 
forthcoming Central Bank (Amendment) Bill. Careful 
consideration has been given to the proposals due to the 
need to ensure they are robust and can withstand legal 
challenge.  I intend the Heads of the Bill to be presented 
to Government before the summer recess, subject to the 
AGs advice” – Minister for Finance.

INSOLVENCY
“The purpose of the Insolvency Payments Scheme is to 
protect certain outstanding pay-related entitlements 
due to employees in the event of the insolvency of 
their employer, and operates under the Protection of 
Employees (Employers’ Insolvency) Act 1984. In December 
2018, the Supreme Court found that Ireland must provide 
a mechanism through which a competent authority can 
determine that a state of insolvency arises, without 
requiring a formal wind-up process, and that monies due 
to the employee can be claimed by them from the SIF.  
The judgment and its ramifications are complex. Officials 
are continuing to work with legal counsel and the AGs 
Office to identify potential solutions and address the 
issues involved”  – Minister of State, Dept of Enterprise, 
Trade and Employment.
“Application of negative deposit rates by the ECB has 
resulted in European banks incurring a consequent 
cost on deposit accounts. Irish banks are impacted in 
a similar way. The banks across Europe have looked to 
pass some of the costs associated with negative rates to 
deposit holders with larger balances. The Irish banks are 
no different. and decided that they cannot differentiate 
between customers in different sectors, and for that 
reason, banks have chosen to apply charges based on 
the size of the deposit balance” – Minister for Finance.
“An amendment to the personal insolvency legislation 
in late 2015 introduced a new mechanism for debtors 
whose PIA was rejected by creditors. Such debtors could, 
through their PIP, make an application to court to review 
the decision not to approve the proposal. Of the 2,224 
applications made to date, 481 await a court decision 
on their outcome” – Minister of State, Department of 
Justice. 

PENSIONS
“The complexity of pension products, which currently 
requires a high level of intermediation between the 
consumer and supplementary pension providers, drives 
up costs for some consumers through payments of fees 
and commissions for intermediation and advice services. 
Reducing the number of schemes and rationalising 
pension products will help diminish such complexity, 
enhance market competitiveness, drive product 
efficiencies and in turn should lead to better retirement 
outcomes for pension savers” – Minister for Finance.
“My Department is supportive of the Pan-European 
Personal Pension Product regulation which will introduce 
standardisation and harmonisation of key information 
on costs and fees on such products across the Union” – 
Minister for Finance.
“The rate of supplementary pension coverage in 
Ireland is around 55% of the working population (CSO, 
Pension Coverage Survey 2020) and it is estimated 
that this reduces to less than 35% when the private 

sector is considered in isolation. Although the Roadmap 
for Pensions Reform 2018 to 2023 provided for the 
development and implementation of an Auto Enrolment 
(AE) retirement savings system by 2022, this Government 
recognises the exceptional strain that both employers 
and employees are now under as a result of the Covid-19 
emergency. The development of these policy proposals is 
at an advanced stage and a timeline for the introduction 
of AE will be announced in due course” – Minister for 
Social Protection.

BUSINESS SUPPORTS
“The twin crises of Covid-19 and Brexit have caused 
untold difficulty for businesses but there is some light at 
the end of a very long tunnel. There are opportunities for 
SMEs to expand in domestic operations and with regard 
to trading internationally, especially within the EU. The 
exit of Britain from the EU and the Single Market leaves 
trading opportunities with our European counterparts. I 
have no doubt there is scope for indigenous SMEs and 
agribusinesses to expand and secure some of these 
trading opportunities. The role for the Government and 
for us in the Oireachtas is to help facilitate this” – Louise 
O’Reilly TD (SF, Dublin Fingal).
“Family businesses, which may have gone down through 
generations, have had to close their doors because of 
the pandemic. Many of them may never open up again. 
It is vitally important that we support as many of them as 
possible to ensure they have the opportunity to recover, 
whether it is shops, pubs, restaurants or other retail units” 
- Donnchadh Ó Laoghaire TD (SF, Cork South-Central).

BUSINESS INTERRUPTION INSURANCE
“Since the courts have opined and made certain rulings 
on the issue of business interruption, our key priority is 
to ensure that firms are honouring and meeting our 
expectations. We have a dedicated team across multiple 
different skill sets in CBI that is actively engaging with all 
firms that offer business interruption insurance. If it is clear 
the cover is provided, they should pay and pay promptly. 
If they are awaiting decisions of the court relating to 
quantum, interim payments are made in lieu of, or in 
anticipation of, final authority being provided by the judge 
in the court. I reiterate that any ambiguity errs on the 
side of the customer” – Gráinne McEvoy, CBIs Director 
of Consumer Protection at the Oireachtas Finance 
Committee. 

INTEREST RATES
“Today, the average family home which is mortgaged is 
paying an interest rate almost double that of any other 
country in Europe, yet the money the bank borrowed 
to lend to the person with the average family home is 
borrowed at the same interest rate as in every other 
country in Europe, from the ECB. There is clearly a 
problem here. When we investigate a little, we are told the 
main reason is because of bad debt in the past and the 
level of reserves banks need to have are higher because 
of the misdeeds of the past” – Martin Kenny TD (SF, 
Sligo/Leitrim).

INSURANCE
“Upcoming priorities include: strengthening the laws 
on perjury, expanding the National Claims Information 
Database so that it publishes its first report on E&PL 
insurance, and examining CBIs final report on differential 
pricing so that the Government can respond accordingly” 
– Minister for Finance.

Oireachtas Digest

Frank Lahiffe, 
Lahiffe & 
Associates, 
Public Affairs 
& Political 
Communications


