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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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largest investment managers. We aim to provide you with up-to-date information 
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this is impacting investment decisions and portfolios today.    

We’re determined to make everything easier for you and your customers.  
Because when we make it easier, you do too. To find out more about  
our sustainable investment offering, talk to your New Ireland  
Account Manager or visit:

ESG is driving  
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Promoting, Supporting and Representing Irish Insurance and Financial Brokers

THIS month’s Irish Broker sees some focus on 
Insurance Reform, with the 6 July 2021 publication 
of the first Implementation Report addressing 
progress on the Action Plan for Insurance Reform, 
intended by the Government to bring down the 
cost and increase the availability of insurance for 
consumers and businesses alike. 

The need for a multifactorial approach is well- 
reflected in the Plan and Implementation Report 
and this is to be welcomed. But this comes at a 
time of burgeoning recognition that the problems 
for Brokers and their customers are entrenched, 
with inability to obtain insurance either at all, or 
at an affordable cost, impacting businesses and 
voluntary groups countrywide.

It must be gratifying for Government that the new 
Personal Injuries Guidelines are taking effect, 
so soon after implementation, with preliminary 
data from PIAB indicating the average award 
to have decreased by approximately 50%. 
Notwithstanding this, the most recent report of 
the National Claims Information Database, on 
EL and PL claims, reveals a market unlikely to 
be deemed immediately attractive, due to the 
number of personal injuries claims not disposed 
of at PIAB, the level of legal costs expended on 
claims that proceed to litigation and the length of 
time it takes for a claim to be disposed of via that 
route. These issues have to be tackled urgently 
to enhance the Government’s case for premium 
reductions and to render more straightforward 
the complex task of the new Office to Promote 
Competition in the Insurance Market.

A barrier to market entry unmentioned in either 
the Plan or the Implementation Report, but 
nonetheless key, is the Central Bank’s processing 
of applications for entities seeking authorisation 
in Ireland, a process much longer and more 
incommodious than it should be. Brokers Ireland 
receives regular reports of the regulator drip-
feeding questions, often questions that have 
been answered previously, over a period of nine 
months, rather than the 90 business days it ought 
to take.  This is out of kilter with EU norms, with 
data from our European counterparts indicating 
that authorisation timeframes range in practice 
from a few days in Austria and Italy, to three 
months in Germany, Sweden, Lithuania, Belgium 
and Spain. Our UK counterparts suggest the 
current authorisation process in Ireland to be a 
significant barrier to entry to the Irish market, with 
insurers and Brokers having chosen, post-Brexit, 
to seek authorisation elsewhere in the EU. This 
clearly puts Ireland at a competitive disadvantage. 
Brokers Ireland would welcome a commitment 
from the Central Bank to streamlining the process 
of authorisation, to make it quicker, more efficient, 
proportionate to the level of risk posed and 
therefore more attractive for regulated entities 
seeking to do business in Ireland.

Insurance Reform... much done, more to do
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TRACK

THE Financial Broker brand has provided the industry with 
a recognised, professional identity which resonates with 
consumers and has shaped opinion in associating Financial 
Brokers with integrity, trust and professionalism.  In keeping 
with our mission to ensure that Financial Broker is kept 
refreshed, Brokers Ireland have invested considerably in its 
evolution and this year marks the start of a new era for the 
brand in further endorsing its value proposition with consumers 
as well as increasing Broker participation in the programme.  

The term ‘Financial Broker’ emanated from research carried 
out in 2010 into how Brokers could use a common brand and 
symbolism to promote themselves and the industry through a 
more cohesive, consumer facing interface.  At the time, there 
was a range of terms used to describe Brokers in Financial 
services and the work they undertook.  Even more revealing 
were customers’ perceptions and levels of understanding into 
the role of Financial Brokers and it quickly became apparent 
that there was a requirement to advocate Brokers as a 
professional, unified group. 

Brokers Ireland launched the Financial Broker brand in 2013 
amid some scepticism in establishing a brand around “Life 
Brokers” which was one of the many names used to refer to 
intermediaries in the life, pensions, investment and mortgage 
space at the time.   The term was quickly adapted by Brokers 
and Life Companies and now a decade into the initiative, 
Financial Broker has become engrained as an established 
term and identity which is commonplace with media, industry 
and most importantly, consumers.  

The brand has helped to revitalise the customer offering of 
Brokers and has generated a positive public perception in 
endorsing the value of advice through Financial Brokers.  
Brokers Ireland recently published the 2021 Value of Advice 
report which is testament to this and is an unequivocal 
endorsement of the benefits and value that Financial Brokers 
provide in enabling their clients make smart financial decisions 
in achieving their financial goals.  The development of the 
brand has undoubtedly played its part in helping to formulate 
a more positive and broader public awareness in recognising 
the attributes of Financial Brokers.

Getting on Board 
From September 2021, we plan to automatically include all 
Financial Brokers onto the programme.  Currently over 310 
Financial Brokers subscribe to the Financial Broker project 
and our aim is to have all 920 Brokers participating in the 
programme from this Autumn.  We believe that this unified 
approach will ultimately generate greater cohesion and 
opportunities for Financial Brokers through increased brand 
exposure, new leads and strengthened consumers perception 
of our value in the marketplace.  
Financial Brokers’ contribution will facilitate the continuous 
development and marketing of Financial Broker services 
which includes exclusive access to the following resources 
and activities:  

	z Each Broker’s profile on www.financialbroker.ie 
with 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 National advertising radio campaign across RTE 
stations 

	z Year-round digital pay per click campaigns 
	z Access to Technical Guides on a variety of industry 

relevant topics 
	z Access to a range of consumer-friendly Consumer 

Guides for client use 
	z Consumer Posters -  which can be customised with 

individual Broker’s branding
	z Financial Broker Videos - a bank of video for use on 

website , digital platforms and social media
	z Research Projects - various industry and consumer 

research projects 
	z Financial Broker Conference: annual event 
	z Other Initiatives - charitable and educational 

projects; webinars; blogs and consumers articles 
	z Branding Opportunities - guideline manual with a 

range of branding options 
To date the experience and success of Financial Brokers 
who have subscribed to the programme has been extremely 
positive with Brokers often commenting how one lead from the 
website will pay for their annual Financial Broker subscription 
and that the marketing exposure has provided them with many 
new client engagement opportunities.  
Increased Broker support will enable us to activate even 
greater marketing presence and ensure that Financial 
Broker is kept firmly within the mindset of Irish consumers 
through campaigns and brand development.  From research 
conducted last year with Financial Brokers, there was a 
strong appetite to create a more aspirational brand and build 
an image to make Financial Broker more appealing to new 
and younger audiences. This has led to a repositioning of 
Financial Broker as a ‘Client Centric’ brand which places the 
customer at the centre of everything we do. Around this, we 
have developed new key brand drivers which will create the 
guiding principles that will help to transform the relationships 
we build with customers. 
As we make this shift from September, we hope that all 
Financial Brokers will get behind us in supporting this project. 
The term Financial Broker is now widely recognised and has 
significantly grown in momentum which we plan to capitalise 
on with your backing.  By constantly improving the value 
proposition offered by Financial Broker and ensuring that the 
brand’s relevance is kept endorsed, it will generate greater 
consumer engagement going forward which is a win-win for 
all concerned.  

BUILDING ON THE BRAND MOMENTUM
Financial Broker – The Journey So Far
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Diarmuid Kelly, CEO Brokers Ireland
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ROSALIND, since coming into your role as CEO of PIAB in 
March 2020, what has been the single biggest challenge 
for your organisation? 
The biggest challenge for PIAB, similar to many 
organisations, has been the effects of the Covid pandemic.  
On a personal and professional level, just as I was taking 
up my role, Ireland went into the first Covid lockdown.  In a 
normal year, I would have been able to meet our customers 
and stakeholders and staff in person, but that of course 
had to be altered in the context of the pandemic and 
the measures we all had to take.  While online meetings 
and our webinar earlier this year were very useful,  I look 
forward to actually meeting people to collaborate, and 
share opinions and ideas.  
The public health measures also had significant impact 
on our operations. We organise many thousands of 
independent medical assessments every year and had to 
cancel and re-schedule many of these, whilst also rapidly 
adapting our processes to cope with business disruptions 
throughout the country.  We accelerated our move to 
electronic methods of receiving and dealing with claims. 
The proportion of claims processed using our Solicitors’ 
Portal and online application system rose to its highest 
ever by the end of the year, with 70% of all claims coming 
through those channels.  I am also proud to say that 
despite all of the challenges the average time to assess 
a claim increased only slightly from 8 to 9 months.  There 
are still other challenges for the organisation, we are a fully 
self-funded organisation, and Covid like for many other 
businesses has had an impact on our finances. However, 
I think one of the positive impacts from Covid  is that it 

has shown how agile we can be, and that change can be 
delivered much quicker than we think.
From a strategic perspective, the biggest challenge for 
PIAB is how do we resolve more claims, and how can we 
ensure that less cases end up in costly litigation adding 
unnecessarily to the cost of insurance in Ireland affecting 
our society and economy.  This is my main focus and 
priority, and we have been working with Government and 
stakeholders to see how we can enhance and reform our 
services to  enable real change in this area for the benefit 
of consumers and of society.

Since the onset of Covid-19, we all know there have 
been fewer cars on the road, fewer people on streets, 
or in offices, bars and restaurants. That should equate 
to fewer accidents and claims. How has it affected and 
changed PIAB’s response to and handling of personal 
injury claims?
While the pandemic brought challenges, it undoubtedly 
had the effect of reducing traffic and people attending 
workplaces and public places, resulting in less accidents 
and less claims made to PIAB across the Motor Liability, 
Public Liability and Employers’ Liability sectors.   We 
had a 16% reduction in claims during 2020.  However, it 
is important to note that on average a claim takes 11-12 
months from date of accident to reaching PIAB.  What that 
means is that the full impact of the reduction in accidents 
has not been seen fully yet.  
These reductions are welcome and should have a positive 
impact on the insurance environment.  It’s not clear how 
- as we emerge from the pandemic - how much traffic 

Rosalind Carroll 
was appointed Chief 

Executive, PIAB 
in March 2020, 

co-inciding with the 
pandemic and the 

first Covid lockdown.
Here she talks to Irish Broker about 
the challenges the Board has faced, 

the long-awaited Personal Injuries 
Guidelines and how new reforms 
will reduce the cost of claims and 

insurance in the long run.
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will return or if we will see new claim types emerge over 
time. However,  there should be some long term positive 
impacts, and this combined with the recent introduction 
of the Personal Injuries Guidelines should have a positive 
impact on claims.  
In  terms of delivery of services in PIAB, we’ve shown 
how flexible we can be in the delivery of services and 
have adapted and made changes in our service centre, 
introduced additional capacity and new ways of working 
with our medical panel in order to be able to deal with 
the significant disruptions to medical assessments during 
the year. Notwithstanding pandemic constraints, we 
successfully processed very substantial volumes whilst 
also delivering a service that was fair to all, non-adversarial 
and removed unnecessary costs and time delays.

The long-awaited Personal Injuries Guidelines, which 
came into effect on 24 April 2021, will be used by both 
PIAB and the courts to assess compensation in such 
claims. What are the most significant changes and 
benefits that the guidelines provide?   
The introduction of the new Personal Injuries Guidelines 
is the most significant reform to the personal injuries area 
since PIAB was established in 2004.  The Guidelines, 
which were adopted by the Judicial Council which is a 
body composed of all judges in Ireland, were brought 
into law with effect from 24th April this year and set new 
guideline levels for personal injury compensation awards 
in Ireland.
They make substantial changes to the level of 
compensation awarded, bringing compensation in Ireland, 
particularly for minor injuries more in line with other 
jurisdictions. The Personal Injuries Commission had found 
that awards in Ireland in respect of soft tissue injuries or 
whiplash injuries were 4.4 times higher than in England 
and Wales. The report from the Judicial Council also found 
that Ireland awards were out of kilter with many other 
European jurisdictions, so the new guidelines re-calibrate 
awards levels while still ensuring awards are fair and 
proportionate to the injury. The most significant changes 
are for minor injuries such as soft tissue injuries, and 
simple fractures. To put this in context in terms of overall 
impact,  over 80% of injuries assessed by PIAB for motor 
cases are for soft-tissue injuries.
But the Guidelines do not just re-calibrate awards levels, 
they are also aimed at bringing greater consistency in the 
level of damages awarded and will be used by both PIAB 
and the Courts in determining awards. This should also 
have a systemic effect on the personal injuries environment 
whereby over time we should see less litigation in this 
area. Central Bank Reports on both motor, and public and 
employer liability have shown that the amount a claimant 
receives in a PIAB award is broadly the same as that in 
litigation, but it takes far longer (years) for them to receive 
their award, with  considerably higher costs, yet large 
numbers of cases still enter the litigation stream. The new 
Guidelines bring a level of transparency to the process, that 
should allow parties (be they Claimants or Respondents) to 
trust more that the awards they are offered through PIAB 
are in line with those they would get in court.   This week’s 
report from the Central Bank on public and employers’ 
liability showed that legal costs in PIAB are just €1,000,  
whereas the legal/litigation route involves add-on legal 
costs of €21,000 and  significantly more time of up to 
4.5 years. This is despite the fact that for awards under 
€150K there was very little difference between the level 
of damages awarded and only 4% of cases were settled 
through the courts. Therefore, if the Guidelines combined 
with other reforms such as the commitment to enhance 
and reform PIAB , have the potential to not just reduce 

actual awards costs but also a lot of the associated costs.
One additional point to make on this: while PIAB and 
the courts are implementing the Guidelines, it is up to 
everyone across the sector to play their part  in making 
them successful – by encouraging  customers  and parties 
to utilise the PIAB service fully to resolve claims.    That 
means far lower costs than litigation,  which is better for  all  
– whether they are claimants or small businesses seeking 
cover.  

It has been reported that since the introduction of the 
new Guidelines, reductions in award levels were around 
50%. Is that correct?  Are Irish award levels projected 
to be in line with European norms and if not, are other 
measures merited to achieve such norms? Under the 
new Guidelines, what is the overall reduction likely to be 
after a twelve-month period?  
We provided a preliminary report to the Cabinet Sub-
Committee on Insurance Reform.  The figures do show our 
implementation and the initial impact of the Guidelines.  
While these are early findings, and we need to wait until 
we have more substantive numbers of cases before we 
give a more comprehensive report on this, the early data 
is showing nearly 50% reduction on the average award 
in 2020 of €24,000.  This is very significant change and 
is in line with our analysis of the guidelines when they 
were first published.  While the new guidelines have 
yet to be tested in the courts, they are of a much more 
granular nature than the previous Book of Quantum, and 
therefore the awards bands are quite narrow so you can 
assume broad adherence to those, and one would then 
expect a meaningful reduction in the costs of awards.  This 
moves us much more towards European norms and should 
have positive impacts for individuals, for society and for 
economic competitiveness in terms of reduced premiums.    
It is not clear yet what the overall reduction will be over a 
12 month period, but we will be publishing regular reports 
on the award levels and I expect we’ll be able to provide 
an update in September.

Do you believe that there will be reductions in premiums 
resulting from the changes to awards as a result of the 
new Personal Injuries Guidelines?
Yes, the reports from the Central Banks National Claims 
database show the significant impact the cost of claims 
has, particularly in the employers’ and public liability areas. 
Therefore, if we address the cost of claims, it should have 
an impact. However, as I said, it’s really important that we 
don’t just focus on the award value, but the all-in costs 
including the costs of litigation. Therefore, we need more 
cases to be settled either with insurers or PIAB as well, to 
reduce the costs further. 
As brokers are aware from their clients, insurance is 
something that affects all of us –  whether it is through the 
individual policies we pay for, or in ensuring we 

>>> overleaf 

“The Guidelines, which were adopted 
by the Judicial  Council  which is  a body 
composed of all  judges in Ireland, 
were brought into law with effect 
from 24th April  this year and set new 
guideline levels for personal injury 
compensation awards in Ireland.
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have the childcare, sports and community facilities and 
businesses that we require as a society.  The ultimate 
impact that we should all expect to see from the new 
guidelines is a reduction in the cost of insurance, and in 
time the consistency and transparency gained from the 
guidelines’ usage should attract more competition into the 
Irish Insurance market.  Both reduced insurance costs in 
terms of premiums and increased availability of cover in 
all sectors are vital benefits for all consumer and business 
sectors and are key areas of the insurance reform process.

The Government’s first report on its Action Plan for 
Insurance Reform shows positive, encouraging results 
for the first six months, including reduction in award 
levels of 50%.  What is your view on calls for immediate 
reductions and when do you believe that consumers of 
insurance will fully realise the benefits that have been 
brought about by these changes?
Firstly, before dealing with the impact of the Guidelines, it 
is important to remember that there has been a significant 
decrease in accidents and resulting claims as a result of 
Covid and therefore we should be seeing the impacts from 
this also.  In respect of the Guidelines, it is still early days, 
and we have not seen cases tested in the courts yet, but 
notwithstanding that it may take time for the full effect, 
there are still very immediate and substantial reductions 
occurring.  This is why PIAB is committed to publishing 
data on this on a regular basis.   It is clear that reductions 
in claims costs should substantially reduce costs for 
insurers.  There will be a real and legitimate expectation 
by consumers that  insurers will pass on the benefits of 
these reductions in the form of lower premiums.  Initial 
soundings from the industry are encouraging and that is 
to be welcomed.  

Fraud is widely reckoned by Irish insurers to be an issue 
with the Irish personal injuries claims culture. What 
impact do you expect the new rules on perjury to have 
on less meritorious claimants and awards generally?
Like your members, we in PIAB totally condemn any 
fraud or exaggeration in personal injury claims.  These 
practices are wrong and add to claims costs, and they are 
harmful to everyone, including the overwhelming majority 
of legitimate claimants, and society overall.  In PIAB we 
regularly co-operate with An Garda Síochána and provide 
information to support its investigations into fraud.
We support all reform measures including the changes to 
perjury legislation – these issues though will not be solved 
with one measure, it is about having a suite of measures in 
place to deal with fraud, including systemic approaches to 
identifying patterns of fraud, making it easier to challenge 
liability in these cases.

Do you believe that The Action Plan for Insurance 
Reform goes far enough to address and reduce the 
costs and hopefully increase the availability of insurance 

for motorists, homeowners and businesses, while also 
ensuring fair compensation for injured parties? 
The  availability and cost of cover in Ireland is a serious 
issue, especially in some SME, community, and leisure 
sectors, and the Action Plan gives a roadmap for addressing 
this.   There has been  significant work done by both the 
Cost of Insurance Working Group and the Personal Injuries 
Commission on looking at other jurisdictions and exploring 
what needs to be done. It is now time to put this into 
action. The introduction of the Guidelines, and the greater 
transparency which has been introduced by the National 
Claims Information Database reports of the Central Bank, 
are two very important reforms that have been delivered.
A key action within the Reform Plan is to enhance and 
reform PIAB’s remit.  The key element of this action is to 
develop options so that PIAB can contribute more, and 
ensure less cases enter lengthy and costly litigation.  
Potential areas of reform include increasing the powers 
and methods which PIAB can use; enhancing our services 
so that we can provide mediation services, giving PIAB 
stronger powers in relation to data sharing; expanding 
the remit of PIAB to deal with more categories of claims; 
reducing the number of cases which PIAB releases back to 
litigation/the courts; and making better use of data. 
PIAB is committed to playing an active role in the ongoing 
process of reform and improvement in the personal 
injuries sphere and it has the potential to contribute much 
more widely as originally intended.  We have a unique 
ability to view the entire sector in an independent way 
and to provide a fair and independent service that ensures 
fair resolution for all parties including, of course, people 
suffering injuries.

A greater use of mediation is part of new proposals for 
PIAB, particularly for liability and damages – how do you 
envisage this part of PIAB’s remit evolving?  
Alternative dispute resolution methods, such as mediation 
are now widely regarded as a best-practice precursor 
to litigation or adversarial means of settling disputes or 
claims. Ireland has lots of State Bodies who now provide 
mediation services.  In PIAB at present we are restricted 
only to dealing with cases where liability is not an issue 
and we only provide an assessment service whereby we 
assess the value to compensation payable. This is largely 
a desk-based process with minimal interaction with the 
parties, and there is huge potential that by providing a 
mediation service we can prevent many cases going 
to litigation, be that about the award levels, liability, 
complexity of injury issues and so on.   
We are working closely with the Department of Enterprise, 
Trade and Employment  and Minister Troy on the specifics 
of how this might work and hope that this potential 
measure can be progressed. It is absolutely aligned with 
the non-adversarial nature of our process, with our focus 
on efficient resolution of claims, and our commitment to 
mitigating the stress, costs and delays associated with 
litigation. 

In June 2020, the government opened a public 
consultation on setting the personal injuries discount 
rate. What outcome do you hope for on the discount 
rate, bearing in mind the government reforms and the 
impact that the discount rate can have on the quantum 
of large claims?
The discount rate is an area which mainly affects awards 
for the most serious injuries where there are future loss 
of earnings and or future medical care as is often found 
in complex medical negligence claims.  In terms of PIAB’s 
own awards, more than half are less than €38,000 in value 

“This week’s report from the Central  Bank on public 
and employers’ l iability showed that legal costs in 
PIAB are just €1,000,  whereas the legal/l itigation 
route involves add-on legal costs of  €21,000 and  
significantly more time of up to 4.5 years. This is 
despite the fact that for awards under €150K there 
was very l ittle difference between the level  of 
damages awarded and only 4% of cases were settled 
through the courts.
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and only approximately 100 per year relate to awards 
valued at over €100,000 .  Nonetheless, we will of course 
monitor the output of the consultation.

We have seen from the most recent report by the 
Central Bank that injuries claims which go through the 
courts system on average take longer than four years to 
conclude. What steps do you think should be taken to 
make this system more efficient?
You are right that the time taken in litigation was identified 
as far longer than the PIAB process in the National Claims 
Information Database (NCID) reports, both in 2020 and 
2019.  It is important to stress however that the NCID 
reports were referring to litigation as opposed to court 
determinations specifically – and in accordance with 
the data, less than 2% of Motor cases are being settled 
in court, and only 4% of Public Liability and Employers’ 
liability claims are settled in court. This questions whether 
there is any need for these cases to be going into litigation 
at all. The big potential from the new Personal Injuries 
Guidelines combined with the enhancements proposed 
for PIAB (including potential mediation) is to ensure that 
litigation is not needed in most cases.  If claimants, and 
those a claim is made against, see that the same awards 
are made by PIAB and the Courts, then there will be a 
real incentive to fully utilise PIAB. If there are other issues, 
potentially these could be dealt with through mediation.
It is very costly and time-consuming to engage in litigation, 
which is why PIAB service is better for all.  For instance, 
a case handled by PIAB, according to the Central Bank, 
delivers broadly the same award for the claimant, but with 
far lower add on costs.  An average motor claim resulting 
in compensation around €23,000 resolved by PIAB 
involved legal costs of just €791.  Whereas a similar claim 
for the same broad amount of compensation resolved by 
litigation involved far higher add-on legal costs of €15,891, 
the NCID found.  
Therefore, if the new guidelines are applied by everyone 
resolving and settling claims, and if awards become even 
more aligned, then there is no rationale for incurring all the 
additional cost and stress associated with litigation, other 
than for the tiny portion of cases that make it through the 
Courts system.

In Ireland, legal costs typically make up a significant 
proportion of the cost of personal injuries claims to 
insurance companies. What steps do you think should 
be taken to ensure that expenditure on legal costs is 
reduced? 
Reducing litigation volumes, further enhancing the PIAB 
process and broadening the types of PI claims we can 
deal with, should have a significant impact on overall costs 
of settling claims.  Current data indicates that legal costs 
under PIAB as a percentage of the compensation amount 
are far lower than the litigation for substantially the same 
award as PIAB.  In terms of other methods of reducing 
legal costs in Ireland, that is outside our area, but we know 
that it is being looked at by policy makers.

In May, Minister Robert Troy announced new reforms 
and plans to enhance PIAB’s role. When and how 
are these changes likely to come into effect? What is 
PIAB’s strategic plan in terms of next steps and new 
developments? 
PIAB has warmly welcomed the support of Minister Troy 
for measures to enhance our role.  We are working with the 
Minister and his department to support and implement the 
measures in detail.  As has been seen over the years, PIAB 
is an agile and flexible organisation and the reform process 
is very much part of our strategy and a key focus for me.  
Some of the steps will need legislation but anything we 
can do ourselves will be progressed without delay.

Can you tell us about the organisational structure of 
the Board. How many staff are employed  in total ? Has 
that number grown in recent years? Does it include any 
industry personnel or intermediaries? 
PIAB have approximately 80 staff and are also supported 
by an external service delivery partner for some of our 
administration. PIAB’s staff include people with extensive 
experience in the insurance and legal sectors and in 
particular the claims area, as well as a wide range of other 
specialists needed to support the business.  All personal 
injuries claims, unless settled early, are required to go 
to PIAB, so we have a really comprehensive knowledge 
of trends and developments in the sector, and a unique 
overall view of the personal injuries sector.  

An average motor 
claim resulting in 

compensation around 
€23,000 resolved by 

PIAB involved legal costs 
of  just €791.  Whereas 
a similar claim for the 
same broad amount of 

compensation resolved 
by l it igation involved far 

higher add-on legal costs 
of  €15,891, the NCID 

found.  

“
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EMER, congratulations on your new role with FPSB 
Ireland. Can you tell us a bit about yourself and your 
journey in financial services to date?
Thank you, I’m very excited for this new challenge to begin. 
When I joined this profession, I worked with Zurich briefly 
before joining Independent Trustee company in 2004. I 
worked closely with brokers and accountants who were 
advising their clients, mainly on self-administered pensions 
and the retirement planning that went with it. 
I joined Harvest Financial Services in 2012 to work 
directly with clients and became their Head of Business 
Development and Marketing in 2015. In this role I mostly 
worked with new clients joining Harvest and over the 
course of time it has become more evident that clients 
are now looking for more holistic advice when creating 
and reviewing their financial and retirement plans, which 
is great to see. 
What made you decide to pursue CFP certification in 
2010?
I jumped at the chance when CFP certification first became 
available in Ireland and was among the very first group 
to begin the Graduate Diploma in Financial Planning! I 
qualified as an Associate of the Tax Institute in 2009 and 
while it and the QFA gave me a good grounding for advising 
clients, this was the first step towards professionalising 
financial planning in Ireland and our first opportunity to 
bring our knowledge and qualifications to the next level. 
We now have a choice of courses and designations that 
surpass minimum competency and allow us to specialise 
within financial services, but there was nothing like that at 
the time, so it was a no-brainer. And it continues to be a no-
brainer in my opinion. The two courses leading to the CFP 
exam contain such industry-specific content and are so 
relevant to what we are all trying to achieve with our clients.
The CFP has grown from strength to strength since then…
Absolutely. It was exciting at the time for those of us in 
the profession who were familiar with the CFP mark from 
colleagues returning from the UK, US, Australia, and 
other regions where it is very prevalent. It was a great 
turning point to see it being introduced here with the 
establishment of FPSB Ireland. Now with over 192,000 
CFP professionals globally and 815 here in Ireland, Irish 
consumers are becoming more and more familiar with 
it too and trust that it brings a certain level of quality and 
professionalism, meaning it has now become exciting for 
new CFP professionals to join this established community 
of high achievers who specialise in financial planning.
How did your study towards CFP certification benefit you 
in your practice?
I had never studied a course so relevant to my day-to-
day work! There are now two courses leading to the CFP 
certification exam – IOB’s Graduate Diploma in Financial 
Planning and LIA’s new Postgraduate Diploma in Business 
in Financial Planning. The content of both courses covers 

all the technical aspects that one might need when advising 
clients, such as investments, pensions, tax and estate 
planning. But moreover, it develops the analytical, problem 
solving and decision-making skills that are required to 
produce comprehensive financial planning solutions. 
What do you see as FPSB Ireland’s role in Irish financial 
services, and what is your vision for your own role as 
CEO?
As the world recovers from the pandemic, many people 
have taken stock and want to make changes in their lives. 
Whether that’s the desire to work less, retire earlier or 
travel more, an individual’s finances are central to whether 
these life goals can be achieved. Clients who work with a 
CFP professional through the six-step financial planning 
process can be confident that they will fully understand 
their financial position and what they need to do to achieve 
their goals. FPSB will support this by continuing to promote 
the value of financial planning and the financial planning 
profession.  
We will also keep a watchful eye on our colleagues around 
the world and learn from the trends emerging elsewhere. 
For example, as fintech gains traction we can look to the 
international CFP community for best practice as we try to 
integrate more digital solutions for clients that support the 
role of the adviser. I don’t believe that digital will replace 
the adviser, but these advancements can be utilised to 
enhance and support the advice given to clients in a more 
digestible format for them. A prime yet simple example 
is the necessity to hold virtual client meetings since the 
pandemic – it may not be everyone’s preference but it is 
one small way in which financial advice has become more 
accessible to clients through technology.
Personally, I hope to build on the great work that has 
been done to date by the board of FPSB Ireland and of 
course Paul Grimes and his team. I hope we can continue 
to establish, uphold and promote professional standards 
for financial planning to foster public confidence in the 
financial planning profession.   
What advice would you give to anyone thinking about 
striving for CFP certification?
If you are already considering it, jump straight in as now is 
the time to enrol! Anyone else who is interested in providing 
their clients with holistic financial planning, or have chosen 
financial planning as a profession, should seriously consider 
it. There is no denying the time commitment involved to 
get there, but with online lectures now available it is much 
more accessible for advisers around the country. 
What you learn in each class, you can put into practice 
in work the next day, such is the relevancy of the course 
content. Becoming part of the CFP community opens up 
opportunities to hear from international advisers who have 
built successful financial planning businesses. I am always 
amazed at how generous and open they are with their 
time, sharing their experiences, good and bad, to help CFP 
professionals in Ireland develop and grow their businesses. 

Emer Kirk CFP® was recently appointed CEO of FPSB Ireland, the 
organisation in Ireland that licences CERTIFIED FINANCIAL PLANNER™ 
(CFP®) professionals on behalf of FPSB Limited. We caught up with Emer 
as she takes over the role from Paul Grimes CFP®, who has recently been 
appointed to the role of Chief Professionalism Officer with the global 
organisation FPSB Ltd. 

To learn more about studying towards CFP certification 
go to www.lia.ie or www.iob.ie
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RECOGNISING the necessity for swift progress, 95 per 
cent of these actions are front-loaded for completion 
before the end of 2021.  Further reinforcing the 
Government’s determination to deliver, implementation 
of the Action Plan is driven by a Cabinet sub-committee 
on insurance reform, which is chaired by the Tánaiste 
comprising the key Government Ministers and 
Ministers of State. The publication of the Action Plan, 
and its implementation by the Cabinet sub-committee, 
ensures a targeted, coordinated, Whole-of-Government 
approach carefully geared towards achieving insurance 
reform.

Having just helped deliver the six-monthly update to 
the sub-committee, I can report that very significant 
progress has already been made. One of the most 
noteworthy achievements has been the introduction 
of the new Personal Injury Guidelines, which replace 
the Book of Quantum. The Guidelines adopted by the 
Judicial Council came into operation in late April, six 
months ahead of schedule. These represent a shift in 
the way general damages are awarded by both the 
Personal Injury Assessment Board (PIAB) and the courts 
system, and are also ensuring a major reduction in the 
level of those awards. 

The level of reduction varies from about 30 to 70 
per cent depending on the severity of injury. Early 
indications from assessments made in PIAB have seen 
an average reduction in award value in-line with this. 
About 80 per cent of PIAB awards are now for €15,000 
or less, whereas in 2020 the figure was 30 per cent. 
Another important consequence of the Guidelines is 
that the majority of awards move from the jurisdiction 
of the Circuit Court to the District Court. In practice, 
this means that in cases where the PIAB assessment 
is rejected, a large proportion will move into the lower 
courts, where award levels are significantly less. 
While it is too soon yet to gauge their impact on the 
wider insurance sector, these early developments are 

welcome and the Department of Justice is collaborating 
with other Departments and State agencies on how 
best to measure their effects in a wider context.

Another signature achievement is the creation of 
the Office to Promote Competition in the Insurance 
Market in the Department of Finance, and supported by 
the Department of Enterprise, Trade and Employment. 
The Office, which I chair, takes a strategic approach to 
the issue of insurance reform, and engages with a wide 
array of stakeholders across the sector in order to better 
understand, and then address, the issues that prevail 
in the market. The central objectives of the Office are 
to assist in reducing insurance costs and increase the 
availability of cover by promoting competition in the Irish 
insurance market. In order to achieve this, the Office 
has been working closely with the Central Bank and the 
IDA to develop initiatives which will help facilitate new 
entrants to the Irish insurance sector. 

In addition, I have met with the Chief Executives of 
the major insurance providers to impress upon them 
the necessity to pass on savings that will accrue to 
insurance providers from the newly introduced Personal 
Injury Guidelines in the form of premium reductions for 
customers. In the second half of the year, I intend to 
have further bilateral meetings with them to ensure 
they deliver on the commitments they have made. We 
are already seeing some evidence that the insurance 
industry is beginning to respond positively to our reform 
agenda.  These are welcome developments, which 
may in turn prompt other firms to expand their product 
offerings, particularly in other niche segments.

Highlighting the collaborative Whole-of-Government 
approach to insurance reform, the Department of Justice 
has brought forward new legislation to strengthen the 
laws on perjury. The Criminal Justice (Perjury and 
Related Offences) Act 2021 was signed into law just 
last month and places perjury on a statutory footing for 
the first time, making the offence easier to prosecute. It 
will also provide clear direction to the Courts in respect 
of penalties to be applied by consolidating other 
relevant legislation in the area of perjury and knowingly 
making false statements in formal legal proceedings. 
This represents a key element of the Government’s 
work to address the issue of exaggerated claims and 
insurance fraud, again with the intention of positively 
contributing to reducing insurance costs.

Notwithstanding our progress to date, the Government 
recognises that there are still problems to be resolved, 
and that some customers still struggle with issues 
around the cost and availability of insurance. 

Insurance Reform, The Action Plan, Programme for 
Government, PIAB, CCPC... and the Minister

Sean Fleming, 
TD, Minister 
of State at the 
Department of 
Finance

“The publication of the Action Plan, 
and its implementation by the 
Cabinet sub-committee, ensures 
a targeted, coordinated, Whole-
of-Government approach carefully 
geared towards achieving insurance 
reform.

Brokers know more than anyone that the key to a healthy economy is a dynamic and 
competitive insurance market. The Government has placed a high priority on insurance 
reform in recognition of the issues in the sector. The Action Plan on Insurance 
Reform, published in December 2020, set out 66 actions designed to deliver on the 
commitments set out in the Programme for Government all aimed at bringing down the 

costs of insurance for drivers, home owners, businesses and community groups. 
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To address these, we have committed to an ambitious 
ongoing programme of reform of both PIAB and the 
powers of the Competition and Consumer Protection 
Commission (CCPC). We are also enhancing the 
National Claims Information Database (NCID) and 
developing measures to tackle fraud and proposing 
changes to enhance the occupiers liability legislation. 

In addition, the Central Bank has now released their 
report on the practice of differential pricing; the 
Government will study this closely and will take action 
as appropriate. In order to maintain the momentum 
achieved to date, I will consider bringing forward 
legislation in the autumn to tackle a number of issues, 
including giving further transparency to consumers on 
insurance premiums. 

I regularly correspond with members of the public, 
businesses and community groups who contact me 
in relation to their experience in sourcing insurance. 
One of the things I advise is to shop around in order to 
ensure that they are receiving the best deal possible 
on their insurance quote. Brokers play a very important 
role in this by assisting consumers to access as full a 
range of providers as possible, understand their service 
options and guaranteeing that they have a wide variety 
of quotes to choose from. 

I therefore welcome the level of positive engagement 
that Brokers Ireland has had with both the Office to 
Promote Competition and myself directly. Continuing 
these dialogues is extremely important to assist the 
Government to continue delivering on its insurance 
reform agenda, and I look forward to ongoing close 
collaboration in the future. An improved, competitive 
and well-functioning insurance industry with the public 
interest at the centre is to the benefit of all stakeholders. 
Accordingly, the membership of Brokers Ireland have 
an important role to play in delivering on this key policy 
objective.      

“We have committed to an 
ambitious ongoing programme 
of reform of both PIAB and the 
powers of  the Competition and 
Consumer Protection Commission 
(C CPC). 

ARACHAS, the Irish Insurance broker, recently 
announced that it had reached agreement to acquire 
Hooper Dolan Limited, in a move that will significantly 
extend its nationwide presence and help drive the 
company’s ambitious business expansion. Hooper 
Dolan will be integrated into the Arachas business over 
the coming months.

Hooper Dolan is one of the country’s most respected 
Insurance brokers with 12 offices nationwide, employing 
over 120 people. It specialises in the provision of 
insurance products for both business and consumers. 
Hooper Dolan was established in 1978 and has its 
headquarters in Waterford.

Commenting on the acquisition, 
Conor Brennan, CEO, Arachas said, 
“Arachas is interested in investing 
in great businesses, backing their 
management teams to grow and 
develop and to create something 
which is sustainable for their 
people, their customers and for 

the communities they operate in. This acquisition is 
consistent with our strategic vision to expand our 
business and be the leading experts in our field and it 
represents a significant opportunity to complement our 
existing business.  

“Despite a hugely competitive Irish M&A market, this 
transaction illustrates that with resolute commitment to 
clear strategic direction, there are still accretive deals 
to be found. As the principal dealmaker in this country, 
we will concentrate now on our integration and growth 
plans with our soon to be new colleagues. Our timing in 

shaking hands with Hooper Dolan could not have been 
better.

“It was very clear to us from our earliest conversations 
with directors Cathal Lowe, Paul Dolan and Charlie 
Cavanagh that our businesses were aligned culturally, 
and they stressed the importance of protecting the great 
legacy and tradition established by founder Ronnie 
Dolan. We are fully intent on continuing this legacy by 
providing great career opportunities for the people and 
an even greater choice of products and capacity for 
existing Hooper Dolan customers. This is an acquisition 
for growth, and we look forward to welcoming all Hooper 
Dolan employees and are excited for the future.”

Cathal Lowe, CEO of Hooper Dolan, added: “Having 
been approached for our business a number of times 
over the last few years we were confident that Arachas 
was the only credible acquirer.  Our businesses share 
a strong vision, a mirrored culture and with the scale of 
the group we are certain they are the right owners for 
the next stage of our journey.  

“Combining our respective expertise will result in a 
nationwide network of insurance experts that will deliver 
enhanced customer service to our existing and potential 
clients along with the provision of superior products 
tailored for clients’ needs.  It will also mean greater 
opportunities for our 122 staff in the new national and 
international network.  We look forward to joining the 
Arachas family and building on our success.”

Arachas announces intention to acquire Hooper Dolan to 
significantly increase nationwide presence and increase 
staff number to over 450
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RESPONDING to the recent Central Bank of Ireland final 
report, ‘Review of Differential Pricing in the Private Car 
and Home Insurance Markets’, Brokers Ireland said 
it was disappointed that the CBI has stopped short of 
recommending a ban on ‘differential’ or ‘dual’ pricing.

Cathie Shannon, Director of General 
Insurance at Brokers Ireland, which 
represents 1,225 Broker firms, said: “The 
Interim Report published last December 
found renewing customers were paying 
significantly more than the expected 
cost of the policy, while new business 
customers were paying marginally less. 
We expect the CBI to take robust action 
in this area, due to its consumer protection mandate.

“The Financial Conduct Authority in the UK was unequivocal 
in its recent finding that the practice of dual pricing in home 
and motor insurance markets harms more consumers than 
it benefits.”

She said the FCA also took the view that consumers ought 
not to have to switch provider in order to receive fair value.  
“Whilst we are still digesting the CBI’s most recent Report 
and its implications, it contains no detailed consideration of 
why the CBI is currently minded not to introduce an outright 
ban on allowing insurance companies to treat consumers 
differently for reasons unrelated to risk or cost of service.”   

She said the CBI’s proposed ban on “price walking” for 
personal consumers on their second or subsequent 
renewal should serve to limit the harm caused to a cohort of 

consumers.  “However, we take the view that all consumers 
are equally deserving of the protection of our financial 
regulator.

“Insurance companies should never lose sight of the fair 
value they ought to be providing to consumers and the fact 
is that differential pricing damages the relationship of trust 
for which the industry ought to be known. “

Ms Shannon said Brokers Ireland would very much welcome 
new consumer consent and disclosure requirements to 
ensure the automatic renewal process is more transparent.

She said it is notable too that the Central Bank acknowledged 
the need to avoid information overload for consumers. 

“This is a major issue creating a very opaque environment 
for customers and impeding rather than aiding their 
understanding of what they are being offered by insurers,” 
she said. 

“It has been coming in ton loads from the EU and the CBI, 
both of which have now acknowledged it as a problem 
issue.  It is time for action.”

In terms of requiring providers of motor and home insurance 
to review their pricing policies and processes annually 
Ms Shannon said: “While also welcome, it will be a far 
more difficult area in which to measure success from the 
consumer perspective.”

Brokers Ireland said it would be studying the report in detail 
and responding to the consultation announced.

Brokers Ireland express disappointment at CBI failure to 
recommend differential pricing ban but welcome partial 
ban on price walking

	z Insurance Ireland welcomes the Central Bank’s report, 
which is balanced and proportionate.

	z The report finds that differential pricing benefits some 
consumers who are engaged and shop around for 
their insurance to obtain the best price for their needs. 
However, for other consumers, who do not engage in 
shopping around, the practice can bring costs. 

	z The Central Bank has issued proposals aimed at 
limiting the costs to these consumers.

	z Overall, the Review underlines the importance for 
consumers of engaging with insurance providers 
and intermediaries to get the best deal and shopping 
around regularly, as consumers would with utilities 
such as telecoms/broadband or gas and electricity 
services.

	z Insurance is a competitive marketplace so we would 
strongly encourage consumers to actively seek out 
the best price and product that meets their individual 
needs.

	z Insurance Ireland will evaluate the CBI’s proposals and 
will engage constructively with the public consultation 
process and the CBI.

INSURANCE Ireland welcomes the publication of the 
Central Bank of Ireland’s final report on the Review of 
Differential Pricing in the Private Car and Home Insurance 
Markets, which is balanced and proportionate. The findings 
highlight the importance of active consumer engagement 
and competition in the market which benefits consumers. 

The report acknowledges good practice which already 
exists in the market and outlines proposals to address the 
aspects which the CBI identified as a source for potential 
challenge for some consumers. 

Moyagh Murdock, CEO of Insurance 
Ireland, said “The report finds that 
differential pricing benefits some 
consumers who are engaged and shop 
around for their insurance to obtain the 
best price for their needs. However, for 
other consumers, who do not actively 
engage in shopping around, the practice 
can bring costs.  Our members remain 
fully committed to working with the 
Central Bank of Ireland, and Insurance Ireland will engage 
constructively in the public consultation process to ensure 
measures being put in place will work to the benefit of all 
consumers.

Our members recognise the importance of providing 
documentation and information that is meaningful and 
transparent for consumers engaging with their insurance 
providers, and this report underlines the importance of 
consumers shopping around regularly to ensure they get 
the best value, as consumers would with utilities such 
as telecoms/broadband or gas and electricity services. 
Insurance Ireland believes that it has an important role to 
play in this regard and we have recently launched a public 
awareness campaign designed to encourage consumers to 
shop around to get the best deal”

Insurance Ireland welcomes Central Bank’s report on 
differential pricing
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JUDGE Mills Lane may be a feisty, no-nonsense boxing 
referee and reality tv judge but he does have a point. 
The stark reality is unfortunate events do often lead to 
claims, particularly where professionals and insurers 
are concerned. However, not every unfortunate event 
equates to negligence or a breach of the professional’s 
standard duty of care. This is why expert evidence is an 
important consideration in professional indemnity claims 
and equally so for all parties to such a claim. 
As solicitors acting on the defence side of such claims 
on behalf of insured professionals and their brokers 
and insurers, it is all too common we receive a letter 
before claim or summons alleging negligence against 
a professional with no reference whatsoever to an 
expert report having been obtained to substantiate 
the allegations, which allegations can often be vague 
and unparticularised. The consequence of this is such 
that the professional and their professional indemnity 
insurers often have to incur substantial legal costs in 
trying to investigate such claims, which often have just 
arisen due to unfortunate events rather than any real 
wrongdoing on the part of the professional. 

Case Law 
To counteract unreasonable claims against professionals, 
case law has made it clear that expert evidence is almost 
invariably required in order to institute and maintain 
professional negligence cases. It is settled law that 
there must be a reasonable basis for bringing an action 
in professional negligence, and that the most common 
“reasonable ground” is an expert report from a suitably 
qualified professional. It is accepted that some limited 
exceptions to this may arise and this is generally where 
there is clear and glaring evidence available to support 
and particularise a claim or if timing is of the essence 
when issuing a summons (but you wouldn’t delay 
thereafter in getting expert evidence). 
There have been a few recent welcome judgments, 
which have cemented this principle.  The purpose of this 
article is to carry out a whistle-stop tour of the key cases 
in this area, with a view to refocusing our mindset on the 
importance and rationale as to why expert evidence is 
an important pre-requisite to bringing and maintaining 
a claim for professional negligence. From the insurer’s 
perspective, it is important to insist upon this when faced 
with an insured claim.  If there is no expert report and 
allegations are vague, the defence may have grounds 
to strike out the claim on the basis that it is otherwise an 
abuse of process and/or discloses no reasonable cause 
of action. 

The 90s
The first notable reference to the requirement for expert 
reports was in Reidy v National Maternity Hospital1.
Mr Justice Barr stated that in order to institute 
professional negligence proceedings there must be 
“reasonable grounds” and that such proceedings 

“necessarily required appropriate expert advice to 
support it” (para. 45). Justice Barr held:

“It is irresponsible and an abuse of the process of 
the court to launch a professional negligence action 
against institutions such as hospitals and professional 
personnel without first ascertaining that there are 
reasonable grounds for so doing. Initiation and 
prosecution of an action in negligence on behalf of 
the plaintiff against the hospital necessarily required 
appropriate expert advice to support it”. [Emphasis 
added]

This Judgment made it clear that it is an abuse of 
process not only to initiate a professional negligence 
claim without a substantiating report but also to continue 
to pursue a claim without obtaining supportive expert 
evidence.
This decision was then endorsed by Justice Kelly in the 
High Court in Connolly v Casey2. That was an action 
where the defendants, who were solicitors, were sued 
for damages for professional negligence and brought a 
motion to join the barrister as a third party who in turn 
applied to have the third party order struck out for delay. 
Justice Kelly stated:

“the commencement of proceedings alleging 
professional negligence is irresponsible and an 
abuse of the process of the Court unless the persons 
advising such proceedings have reasonable grounds 
for so doing.”

On appeal to the Supreme Court the following year, 
Justice Denham stated that “It is important in professional 
negligence cases to act reasonably. Proceedings must 
have an appropriate basis. Counsel have a duty of 
care. Reference has already been made to the need to 
develop modern case management in cases relating to 
professional negligence; Cooke v Cronin”.
Justice Denham had actually referenced her own earlier 
judgment in the Supreme Court in Cooke v Cronin3. This 
was a case where the plaintiff’s only medical evidence 
was that of her solicitor’s GP whom she had met for the 
first time a few days before the hearing and who had 
examined her on just one occasion some eight years 
after the events. It was held that the GP did not have the 
necessary expertise to satisfy the reasonable grounds 
test. In the Supreme Court, Denham J held that in the 
absence of expert evidence establishing reasonable 
grounds for such a claim, professional negligence claims 
are an abuse of process. Justice Denham stated that: 

“To issue proceedings alleging professional 
negligence puts an individual in a situation where 
for professional or practice reasons to have the case 
proceed in open Court may be perceived and feared 
by that professional as being unprofessional conduct.” 

In that same Judgment, Justice Keane referred to “the 
serious responsibility which rests on both branches 
of the legal profession in the institution and conduct 
of proceedings for negligence against professional 
persons.”
It is clear from these cases that the legal team (both 
solicitor and barrister) acting for a plaintiff, have a 
responsibility to advise their client of the need to 
obtain expert evidence, where appropriate, before a 
professional negligence claim is brought and at least 
before service. In practice, our experience is that this is 
not strictly followed, and it is often the case that experts 

The importance of expert evidence in 
professional negligence claims

Mary Smith, 
Partner,
Caytons 

““Every unfortunate event does not 
give rise to a lawsuit”.

Judge Mills  Lane
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are not retained in advance of a letter of claim or service 
of proceedings. Indeed, the Code of Conduct for the 
Bar of Ireland, Rule 5.9 expressly acknowledges and 
references this responsibility:

“Barristers shall not settle a pleading claiming 
professional negligence without express instructions. 
Save in a case of alleged professional negligence on 
the part of a Barrister or solicitor, Barristers ought not 
to settle a pleading claiming professional negligence 
unless they have satisfied themselves that expert 
evidence is or will be available to support such 
claim. In certain circumstances, such as when the 
time for issuing proceedings is in danger of expiring, 
Barristers may settle pleadings without such expert 
evidence, but should advise that proceedings should 
issue without being served until the required expert 
evidence is available.”  

The Noughties

In 2005, this issue came before the Supreme Court 
yet again in the case of Sugg v O’Keeffe & Anor4. 
It was held that a plaintiff’s personal belief, in itself, is 
insufficient to ground proceedings alleging professional 
negligence. The Court noted that the plaintiff in that case 
was “absolutely sincere” in his belief that negligence in 
the care of his late wife had led to her death and, he, 
as a lay litigant, had prosecuted his claim in a perfectly 
courteous manner. Notwithstanding the sincerity of his 
belief, however, the Supreme Court upheld the trial 
court’s dismissal of his action on the basis that he had 
adduced no expert evidence of any kind to support his 
case. Justice Geoghegan made a very strong statement 
when he stated that: 

“A court will never hold a professional person guilty 
of negligence without professional evidence from 
another professional supporting the assertion of the 
claim of negligence and that is wholly absent here. 
“[Emphasis added]

Three years later in Green v Triangle Developments 
Limited & Another5  there was an application to set 
aside the third party notice on grounds of delay. In the 
High Court, Justice Clarke (as he was then) stated: 

“It is, of course, the case that no party should 
issue proceedings (or join a third party to existing 
proceedings) without having a credible basis for so 
doing. That situation applies with particular force 
in cases where it may be considered appropriate 
to maintain a claim for professional negligence. It 
would be most inappropriate for any party to issue 
proceedings alleging professional negligence or join 
a third party against whom professional negligence 
was to be alleged, without having a sufficient expert 
opinion available that would allow an assessment 
to be made to the effect that there was a stateable 
case for the professional negligence intended to be 
asserted. In some types of litigation it may well be 
possible for solicitors or counsel to form a judgment 
as to the existence of a stateable case on the basis 
of evidence without the benefit of expert reports. 
However, it seems unlikely, at least in most cases, that 
any such judgment could responsibly be formed in 
relation to a claim in professional negligence without 
having an appropriate expert report which addressed 
the alleged failings on the part of the professional 
person concerned.” [Emphasis added]

While the High Court order was set aside on appeal, 
the Court of Appeal6  agreed that an expert report was 
required before any third party notice was served, which 
in this case concerned a firm of professional engineers. 

In Gallagher v Letterkenny General Hospital & others7, 

Justice Baker adopted the views of Clarke J (in the 
above case) concerning the importance of having expert 
evidence in advance of commencing proceedings in 
professional negligence. In that case the plaintiff did not 
even have an informal view from a suitable expert as to 
liability some ten years after the plenary summons issued 
and in the face of a motion to strike out the proceedings 
for delay and abuse of process. Ultimately in that case, 
Justice Baker adjourned this motion for a period of 
three months to allow the plaintiff to assemble expert 
evidence and reports. The claim was then dismissed 
for want of prosecution in July 2017 following the three 
month adjournment and the Court of Appeal8  affirmed 
the decision of the High Court in 2019.

In 2019, in Maxwell v Lysaght p/a Francis J. O’Mahony 
& Co. & Ors9  the High Court dismissed a plaintiff’s 
action for professional negligence against two separate 
law firms on the grounds of inordinate and inexcusable 
delay. In his judgment, Barrett J. approved the above 
dicta of Clarke J., in Greene v Triangle Developments 
and added that the principle applies equally to the 
legal profession, as solicitors also have a professional 
reputation which forms part of their “stock-in-trade”.

2020
In Thomas Loomes & Company Solicitors v Rippington10  
a counterclaim was made that legal services provided 
by the plaintiff solicitors failed to meet a professional 
standard on the basis of allegations of professional 
negligence, which were not supported by expert 
evidence. The defendant had made a very general 
allegation of professional negligence against the plaintiff 
asserting that the legal services provided by the plaintiff 
were “not up to a professional standard”. 
The High Court in this case held that the defendant’s 
failure to provide any expert evidence to support her 
claim of professional negligence was detrimental to her 
(counter) claim.
In Whearty v Michael Lanigan practising under the 
style and title of Poe Kiely Hogan Lanigan Solicitors11   
the High Court struck out the professional negligence 
claim against a defendant solicitor, in circumstances 
where the plaintiff failed to obtain expert evidence in 
support of his claim. Notably Meenan J. held that it must 
also be an abuse of process to continue to prosecute 
professional negligence proceedings “without such 
advice or report”. The Court made it clear that although 
the plaintiff has a constitutional right of access to the 
court, “the defendant also enjoys a constitutional right 
to his good name, all the more so when faced with a 
professional negligence action such as this”.
It wasn’t long before it was before the High Court again 
in the case of Kelly –v- Professor Duncan Sleeman, 
University College Cork, National University of Ireland 
and the Southern Health Board12. Barr J referred to the 
judgment of the Supreme Court in Sugg v O’Keeffe and 
dismissed the plaintiff’s claim, which was then upheld by 
the Court of Appeal13. 
The Court of Appeal confirmed that a plaintiff is obliged 
to adduce expert evidence to support his/her claim and 
further, to prosecute a medical negligence claim in the 
absence of the requisite evidence, amounts to an abuse 
of process. While this case involved clinical negligence, 
it was stated in very strong terms that: 

“With a view to guarding against unsustainable legal 
claims, the law in this jurisdiction requires that if a 
plaintiff makes damaging allegations of negligent 
treatment against a professional skilled in a particular 
branch of medicine, then that plaintiff must have 

>>> overleaf 
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the evidence of another professional, of equivalent 
skill and standing, who has formed the opinion that 
the treatment administered fell below the necessary 
standard required of such a professional and that it 
did, in fact, constitute negligence and/or a breach of 
professional duty. Such a high threshold has been set 
by the courts because of the ‘serious consequences’ 
that an unfounded allegation of medical negligence 
may have for clinical practitioners. Without 
‘professional evidence from another professional’ 
supporting a claim of medical negligence, a court 
could never make a finding of negligence (per Sugg).” 
[Emphasis added]

Not absolute (but nearly there!)

The matter came before the Supreme Court last autumn 
in Mangan -v- Dockeray & Ors14. This case was an 
appeal to the Supreme Court by a plaintiff who had her 
claim dismissed in the High Court in 2018 when Binchy J 
concluded that the plaintiff’s claim could not succeed as 
it failed to disclose any reasonable cause of action and 
dismissed the proceedings. This order was upheld in the 
Court of Appeal.
The Supreme Court looked specifically at the question 
as to whether an expert report is a pre-requisite to 
the institution of proceedings. The Supreme Court 
considered that:

“Reputation is a crucial component of one’s right to 
earn a livelihood at a personal level, as it is for public 
confidence in the profession of which that person is a 
member, at an institutional level. By instituting practice 
related proceedings against such a person or body, 
is to put their reputational integrity in issue, at least 
to some extent, and thus should only be undertaken 
if there is justifiable reason for so doing”. [Emphasis 
added]

The Supreme Court held that in the vast majority of 
cases a report will be required, but further added 
that there will be circumstances where such is not an 
essential precondition in all situations, such as the issue 
of a holding writ to avoid the claim being statute barred. 

Key takeaways 
From the above cases, the following is evident: 

	z That plaintiff clients should be advised by their acting 
solicitors and counsel to obtain expert evidence 
to ascertain whether they have a reasonable 
cause of action prior to serving proceedings on a 
professional. 

	z In the event, that the circumstances are such that 
could fall within the narrow exceptions to this rule, 
such as to avoid the claim becoming time barred, 
then expert evidence should be obtained shortly 
thereafter. 

	z The expert should be a professional of equivalent 
skill and standing, who has formed the independent 
and unbiased professional opinion that the service 
or treatment fell below the necessary standard 
required of such a professional and constituted 
negligence and/or a breach of professional duty. 
If this view is not held by the expert, then a claim 
should not be brought against a professional. 

	z A solicitor and counsel advising a potential plaintiff 
would be well advised to advise them of the need 
for expert evidence failing which they possibly run 
the risk of a professional negligence claim against 
themselves in the event that a client’s case is struck 
out on account of no expert evidence.

Conclusion
The current professional indemnity insurance market 
is extremely challenging for all sectors and this market 
is continuing to harden. Many professionals have 
already seen a significant increase in their insurance 
costs and greater cover restrictions, as the insurance 
market capacity continues to reduce, and more 
insurance companies announce their withdrawal from 
the professional indemnity market. Covid-19 and the 
recession have added to the insurance market’s concern 
as a wave of new insurance claims are anticipated. As 
we emerge from the current crisis, we are probably 
going to see claims arising from what were originally 
‘unfortunate events’, which do not constitute negligence 
in many cases. 
Therefore, it is important now more than ever that 
professionals and their insurers and/or brokers, when 
facing a claim for professional negligence, should always 
insist on confirmation as to whether expert evidence has 
been properly obtained by a plaintiff. In the absence of 
such confirmation, it would be best to refer the plaintiff to 
the consequences for failure to do so, i.e., the absence 
of expert evidence can be sufficient grounds for a court 
to find that the plaintiff has not established reasonable 
grounds for bringing such a claim (or counterclaim) 
alleging professional negligence.

Further Information
Given the generality of the note it should not be treated 
as specific advice in relation to a particular matter as 
other considerations may apply.  Therefore, no liability 
is accepted for reliance on this note.  If specific advice is 
required, please contact one of the Partners at Caytons 
who will be happy to help.
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2.	   unreported, High Court, Kelly J, 12 June, 1998 and [1999] IESC 76
3.	   [1999] IESC 54
4.	   [2005] IESC 92
5.	   [2008] IEHC 52
6.	   [2015] IECA 249
7.	   [2017] IEHC 212
8.	   Gallagher v Letterkenny General Hospital ([2019] IECA 156
9.	   [2019] IEHC 551 (17 July 2019)
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“It  is  settled law that there 
must be a reasonable basis 
for bringing an action in 
professional negligence, 
and that the most common 
“reasonable ground” is an 
expert report from a suitably 
qualified professional. 

Mary Smith is a Partner in the Dublin office of Caytons. 
Based in the City of London and Dublin, Caytons 
provide legal and claims management services to 
the insurance industry and to professional practices. 
Should you have any queries in relation to the issues 
raised in this article, Mary may be contacted at smith@

caytonslaw.com
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Whilst there have been numerous delays, 
redrafts and U-turns, the changes we will 
see in the pension industry in the next 18 
months will shape the landscape for the 
next generation.
THE list of acronyms across our industry continues 
to grow: IORP II, SRD II, SFDR amongst others have 
entered the vocabulary in recent years. On the other 
hand, there are growing plans to remove some (EPPs, 
AMRFs, ARFs?) as the Irish pension industry is set to 
undergo seismic shifts in the years to come. The details 
of all these changes have been given ample airtime 
at the IIPM’s own Webinars over the last year, along 
with plenty of articles from various industry players. 
Therefore, although they are beyond the scope of 
this article, please do get in touch if you would like to 
discuss further. 

The plans for many of these changes are not yet 
finalised. Disappointingly we see the roadmap for 
auto-enrolment once again gathering dust, whilst the 
increase in the state pension age didn’t manage to 
survive the negotiations for the current Programme 
for Government. The next implementation date for the 
Sustainable Financial Disclosure Regulation (SFDR) 
looks set to be delayed six months until mid-2022. 
However, a series of IORP II consultations over the 
course of the rest of the year should provide some 
further details to the principle based releases so far. 
The Interdepartmental Pensions Reform & Taxation 
Group (suitable acronym pending!) will also hopefully 
begin to gather further pace. 

Developments in governance
Proficient oversight and governance of pension 
schemes is of course to be welcomed, and the IIPM 
as an Institute with the primary remit of education, 
certainly believes that further education of trustees and 
intermediaries is never a bad thing. Whatever people’s 
personal opinions are on some of the proposals it is 
undeniable that the requirements to operate at the 
higher end of our industry will be raised in the years to 
come. However, this also represents an explicit threat 
to those who don’t evolve with these changes, and 
many could be simply left behind. This is not only an 
important issue for ‘larger’ operators within the industry, 
as the incoming changes (from the alphabet soup of 
acronyms) will have wide ranging and far reaching 

impacts on areas such as Group DC arrangements, 
Executive Pensions, Small Self-Administered Schemes, 
intermediaries and brokers as ‘Financial Market 
Participants’, and any current or future providers of 
Master Trusts in the Irish market. 

There is simply a huge amount of information to keep 
up to date with across the industry, and following 
recent announcements at an EU level, companies 
and pensions schemes in Ireland are likely to face 
even further disclosures requirements under incoming 
climate change legislation. As mentioned above, 
there is plenty of information available on intricacies 
of the bundle of changes that are coming. However, 
no matter how information notes are written, webinars 
held (including our own!), or consultations published, 
there is a depth to the current issues that requires a 
much deeper understanding and focus. 

Training requirements
Overall, there is much clarity needed across a myriad 
of ultimately interconnected issues. However, we 
do know that formal qualifications may become a 
requirement, trustee training already is, there are now 
wider supervisory powers, and a greater definition of 
the roles and requirements in a pension scheme. There 
an undeniable change occurring not only in what our 
industry looks like, but also what will be required in the 
future to operate in it. Formal qualifications and training 
will be an explicit requirement from the regulator going 
forward and are referred to on numerous occasions in 
text from the Pensions Authority.

Advisors, consultants, trustees, and pension 
administrators who act now to gain formal education 
qualifications, which are focused on the latest thinking 
across the industry, will leave themselves well placed 
to benefit from the opportunities that change always 
brings. Ultimately, it is now more important than ever 
that pension practitioners are not only professional but 
have the formal qualifications to support their role.

The Certificate in Pensions, Insurance, and Investment 
(MIIPM), and the Higher Diploma in Pensions 
Management (AIIPM) through Griffith College are now 
enrolling for a September 2021 start date. For more 
information please contact me at ian.slattery@zurich.
com, go to www.iipm.ie, or reach out to one of our 
many Members, Associates, or Fellows from across the 
industry. 

The Pensions Landscape
Change isn’t coming – it’s already here

Ian Slattery, 
President, 
Irish Institute 
of Pensions 
Management

“Proficient 
oversight and 

governance of 
pension schemes 
is of  course to be 

welcomed.
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BROKERS Ireland welcomes this latest research report 
on the value of professional financial advice. The report 
results clearly demonstrate that such advice benefits 
consumers in terms of better financial protection; 
higher return in savings/ investments; improved pension 
provision and a more self-assured financial confidence 
and well-being. These findings are broadly similar to 
comparable studies on the value of advice in other global 
jurisdictions including the UK, Australia and Canada. 

The report provides insights into perceptions around 
financial security now and in retirement and evaluates 
those who use financial advice compared to those who 
do not in the areas of savings/investments, pensions and 
the advisory role of Financial Brokers. 

For consumers, it validates the reason for consulting a 
Financial Broker who can help articulate financial goals in 
a coherent and user-friendly manner. In a highly digitalised 
world, we cannot underestimate the value of professional 
advice and experience, and this study illustrates the 
role of Financial Brokers in helping consumers to keep 
their personal finances on track and proactively identify 
financial opportunities and risks as they arise. The study 
is an unequivocal endorsement of the benefits and value 
that Financial Brokers provide in supporting clients and 
in enabling them to make smart financial decisions in 
achieving their long-term lifestyle and financial goals.

The research was conducted as part of a nationwide 
omnibus survey by iReach Insights using a sample size of 
1,000 responses. The fieldwork was undertaken from the 
6th to the 13th of May 2021 and the conducted research 
is nationally representative by age, gender, region, SES.

Executive Summary  
	z The average pension pot is valued at €128,933 for 

those who use financial advice and €62,600 for those 
who do not -  + 105% difference for those who have 
used financial advice 

	z Up to 55% of respondents who use financial advice 
own a life assurance policy by comparison to 24% 
who do not use one 

	z 37% of all adults in Ireland have used financial advice 
with 33% of this group citing a Financial Broker as 
those they would trust most for financial advice 

	z 55% feel more in control of their finances having used 
financial advice 

	z More than half (55%) feel more in control of their 
finances having used financial advice 

	z The amount in saving/investments for those who have 
used financial advice is €81,890 by comparison to 
€53,200 for those who have not - 53% higher in value 

	z 96% of those with financial advice see a good return 
on money as important when considering investment

      

The benefits of engaging with a Financial Broker are clear 
for consumers.  Receiving regular financial advice and 
check-ups will help to realise financial needs today and 
in retirement while protecting against the unexpected 
‘bumps’ along the way to ensure a more seamless and 
holistic journey to future financial freedom and security.
The 2021 Value of Advice report is now available to 
Brokers Ireland members to use in their marketing 
communication to clients – see the full report on 
www.brokersireland.ie

2021 VALUE OF FINANCIAL ADVICE REPORT
Laying the Foundations for Personal Financial Stability
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list of trades. Cover is now available for larger and more 
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AIG’s Package and Combined insurance products 
are available online through Rapidcover (www.
rapidcover.ie). The products are designed to meet 
the insurance needs of small and medium sized 
enterprises. Through AIG Rapidcover, we deliver all 
you’d expect from Package and Combined policies 
and more. 

	z Innovative and targeted products to help grow 
your business

	z Easy to use online system, www.rapidcover.ie 
providing instant quotations and documentation 
delivered online

	z Easy access to local underwriting expertise and 
local decision-making

	z Proactive claims expertise, commitment to 
service excellence and speedy accurate 
documentation

	z One of the world’s leading international 
insurance organisations

	z Expert underwriting culture, market leading 
solutions & financial stability 

Our Products
Office Package: This comprehensive single location 
policy covers an extensive list of trades. There are 
nine cover options targeting small office risks where 
wage roll and turnover are small and are not required 
for rating purposes. 

Office Combined: Is a comprehensive multi-location 
policy also covering an extensive list of trades. 
Cover is now available for larger and more complex 
office risks where wage roll and turnover is required 
for rating purposes. This solution differs from our 
package product as you can tailor the coverage to suit 
your clients’ specific needs. To access this product 
just simply tick yes when asked if the contents sums 
insured exceeds €350,000 on the Office Package 
quote page. You will then have a seamless transition 
to the Office Combined Product where your contents 
sums insured per location can be less than €350,000. 

Property Owners: We cover a range of property 
types for sums insured of up to €5 million for 
commercial, manufacturing, offices, shops, surgeries 
and warehouses. We offer optional multiple premises 

cover under the one policy. Discounts are available 
for additional features such as linked fire and burglar 
alarms.

Public Liability: Clients can choose from three Public 
Liability cover options; €1.3 million, €2.6 million and 
€6.5 million. Our policies are designed to cover 
clubs, associations and white-collar professionals, 
offering competitive premiums and cover for “one off 
events”.

Commercial Combined: Offers a range of Property, 
Business Interruption and Liability insurance 
covers. With its broad range of covers, whether 
that’s core, optional or included services, we think 
it represents outstanding value. Our Commercial 
Combined solution is suitable for wholesale and light 
manufacturing risks with a total Material Damage 
and Business Interruption sums insured of up to €10 
million. Our bespoke combined product offering 
includes Material Damage All Risks (Building contents, 
stock and all other contents), Business Interruption, 
Employers Liability, Public Liability, Accident and 
Health, Directors and Officers, and Fidelity. 

Shops Package: Our Retail package policy is 
a comprehensive product with, again, multiple 
premises options. We pride ourselves on our market 
leading solutions, so our standard wording includes 
a number of enhancements such as Engineering 
Breakdown, Management Protector – Fidelity and 
Computer Fraud and Personal Accident.  

Our Differentiators
We offer an end to end e-trading process with our 
AIG Rapidcover system where a broker can obtain a 
quote and bind business in a matter of minutes. Our 
local underwriting and claims teams are dedicated 
to helping our broker partners and are on hand to 
answer any questions you may have. We are happy 
to offer bespoke cover selection with multi-locations 
and primary and secondary trades. This makes AIG 
a very strong partner to have as we can tailor our 
policies to suit your clients’ needs.

For more information, log on to  www.rapidcover.ie 
or  feel free to contact me directly at Paul.Winters@
aig.com / +353 1 208 4961

“

AIG’s Solutions for your SME Clients 

Paul Winters, 
Commercial 
Combined 
Underwriting 
Manager at AIG 
Ireland

We offer an end to end e-trading process with our AIG Rapidcover system where 
a broker can obtain a quote and bind business in a matter of  minutes. Our local 
underwriting and claims teams are dedicated to helping our broker partners 
and are on hand to answer any questions you may have.

AIG Office Combined

AIG Europe S.A. is authorised by the Luxembourg Ministère des Finances and supervised by the Commissariat 
aux Assurances, and is regulated by the Central Bank of Ireland for conduct of business rules

A comprehensive multi-location policy covering an extensive 
list of trades. Cover is now available for larger and more 
complex office risks. With this product, we can tailor the 
coverage to suit your clients’ specific needs. 

For more information, please visit www.rapidcover.ie
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ROYAL LONDON is committed to Financial Brokers in 
Ireland and the customers they help to protect. The products 
and services it provides help customers to build financial 
resilience. By offering its products only through Financial 
Brokers, Royal London knows its customers are provided 
with personalised advice tailored to their circumstances. 
Delivering excellent value is another company focus. The 
protection expert recently announced it was extending its 
Special Offer on Income Protection.

Strong protection at even better value
Karen Gallagher, Interim Head of Proposition at Royal 
London commented, “We launched our Special Offer 
on Income Protection, which allows brokers to offer their 
clients 10% off the price-match premium*, back in April and 
since then it has been very well received by brokers and 
customers alike. We were delighted to confirm that we’ve 
extended our Special Offer until 30 September 2021, which 
helps us to ensure that affordability is less of a barrier for 
people considering Income Protection.”
Karen continued, “A person’s income is a very valuable 
resource and should be protected as such. For example, a 
35-year-old earning €50,000 a year until they retire at age 
65 has an earning potential of €1.5 million. By extending our 
Special Offer on Income Protection, we hope to continue to 
bring great value protection to even more customers.”
The Importance of Income, and Income Protection 
Karen went on to say, “We all know how important a 
protection product Income Protection is. Sometimes it can 
be overlooked, perhaps due to perceived affordability or 
just a lack of awareness on the part of consumers. Some 
key points I find useful to ask people to consider are:

	z If illness or injury stops them from being able to work, 
what will ensure they are able to continue to pay the 
bills?

	z What sick pay arrangements are available to them 
and will they be enough to cover typical day-to-day 
expenses until they’ve recovered? There is currently 
no statutory sick pay in Ireland so providing sick pay is 
up to the discretion of employers.

	z What government supports are available for people 
who are not well enough to work?”

The State Illness benefit is currently payable up to a 
maximum of €203 a week. For many people, this would 
not be enough to cover their financial commitments such 
as rent or mortgage repayments, bills and other costs for 
themselves and their families, without having to dip into 
hard-earned savings. People who are self-employed are 
not eligible for the State Illness benefit; they may qualify for 
the Invalidity Pension which is payable after a year and is 
subject to strict criteria.**
Karen continued, “If someone cannot support themself 
and their family on social welfare and wants to protect 
their savings if they aren’t able to work due to an illness 
or injury, then an Income Protection policy is the answer. 
Income Protection can cover up to 75% of their income, 
less any state benefit entitlements, and ensures that they 
receive regular payments while they can’t work, for as long 
as they’re unable to.”

The Cost of Illness
While modern medicine means that many illnesses can be 
detected and treated more effectively, the fact still remains 
that:

	z one in two people in Ireland will develop cancer during 
their lifetime^ 

	z approximately 7,500 people suffer a stroke every 
year^^ 

	z almost one in five suffer from a mental health illness 
such as anxiety, bipolar disorder or depression†. 

As well as this, the Irish Cancer Society’s Real Cost of 
Cancer report†† found that the average drop in the income 
of cancer patients was €1,527 per month or €18,323 per 
annum, and one in three cancer patients changed their 
employment status. As unsettling as these statistics are, 
Income Protection can provide a solution to some of the 
financial difficulties that a health issue can cause.
Karen explained,  “I like to think about our income like a 
ball on the summit of a hill. When we’re able to work and 
therefore earn, we can keep the ball at the top spot. Our 
earnings act as the brakes to stop the ball rolling down. If 
we stop working and our income reduces, the brakes are 
no longer effective, and the ball will roll down the hill. In this 
analogy, I think of Income Protection like a peg that can be 
wedged underneath the ball to stop it from rolling down. So, 
if the brakes are damaged, the peg is the safety net to keep 
the ball in place, or, in other words, to stop our income from 
reducing if we’re not able to work. A customer’s regular 
Income Protection policy proceeds ensure their income 
won’t reduce completely if they couldn’t work because of 
an illness or injury.”

Royal London’s Income Protection
Income Protection from Royal London offers customers 
attractive features and benefits such as:

	z Longest cover up to age 70. 
	z The widest range of Deferred Periods, from four to 52 

weeks. 
	z The option to have two Deferred Periods within a 

single policy for additional flexibility.  
	z A substantial Back to Work Benefit for customers who 

have been claiming on their policy for more than one 
year: 75% of the monthly benefit is paid for the first 
month back in full-time work, 50% in month 2 and 25% 
in month 3. 

	z Terminal Illness benefit, with payments starting 
immediately at date of diagnosis.

Karen concluded, “Our Income Protection product is an 
excellent choice for anyone who wants to financially 
protect themselves and their family. Our decision to extend 
our popular Special Offer on Income Protection to 30 
September 2021 means that brokers can continue to offer 
their clients even more value, along with the security and 
peace of mind that Income Protection provides.
“Please feel free to get in touch with your Royal London 
Broker Consultant for more information on our Income 
Protection product or Special Offer.”

* Full terms and conditions apply. Visit royallondon.ie/broker for 
more information. 
** Gov.ie – Department of Social Protection
^ National Cancer Registry of Ireland (2020) Cancer in Ireland 1994-
2018 with Estimates for 2018-2020
^^ HSE (2020) National Stroke Strategy 2020-2025
† OECD (2018) Health at a Glance Report
†† Irish Cancer Society (2019) Real Cost of Cancer Report

“
Income Protection: The need it serves

Karen Gallagher, 
Interim Head 
of Proposition, 
Royal London

We were delighted to confirm that 
we’ve extended our Special  Offer until 
30 September 2021.



025

THE thieves’ eyes must have lit up when they discovered 
the safe wasn’t properly anchored to anything. It just sat in 
a wardrobe and light enough to pick up and carry away. I 
bet they couldn’t believe their luck when they cracked the 
safe open – I’m guessing in a private, safe space, under 
no time pressure with no burglar alarm ringing in their 
ears - and they found it to be impressively stocked with 
jewellery.  
Jewellery is one of the biggest issues with home insurance 
claims, amounting to around 1/3 of the aggregate value 
of annual theft claims on contents insurance. It is also 
one of the most common ways to end up with a claim 
being underinsured, usually because of missteps around 
valuations, policy limits, or covenants around security. 
Let’s start with safes, because the wrong safe is arguably 
worse than no safe.  The Europe-wide, Eurograde system 
rates safes for their ability to withstand attacks, on a scale 
of 0-6. The scale is derived from the safe’s ‘cash rating,’ a 
simple measure that uses a nominal money amount as a 
proxy for comfort and confidence. 
Safes with high ‘cash ratings’ have thick walls and doors, 
complex locking mechanisms, and covert locations. They 
are generally hard to find, tough to crack and difficult 
to physically carry away. Because of this, insurers are 
comfortable insuring 10x the value of the cash rating.
With a Eurograde 1 €15,000-rated safe, as well as €15,000 
cash, you can secure €150,000 worth of valuables in 
there.  If the valuables in the safe totalled more than 
€150,000, you may have an issue claiming the full amount 
from your insurer. 
Where people go wrong
It is really important that the security arrangements and 
Eurograde level of the safe are sufficient for the value of 
the jewellery. 
There are two common ways that the value of the collection 
can outgrow the safe and the limits of the insurance. Many 
clients regularly add to their collection. It might only take a 
few anniversaries, birthdays and Christmases until they’re 
over the safe’s insurable allowance, and they need to 
upgrade or install an additional safe.  
It also bears mentioning that jewellery pieces can often 
be valued higher than a client may think. Not in a lucky-
windfall-Antiques-Roadshow kind of way, but much more 
simply, through the basic economics of investing. 
As with art, most people buy and collect jewellery for 
aesthetic and sentimental reasons. But jewellery and art 
can be quite similar from a purely financial perspective. 
Each are considered asset classes in their own right; both 
are commonly bought and sold on the resale market, so 
there is scope for them to appreciate (if you buy the right 
things).   
Stanford University research based on 38 years of auction 
data found that as an asset class, fine art generally 
performs at around 6.5% APR. This means that over a ten-
year period, your art could have almost doubled in value 
(just for example, compound interest on €1,000 at 6.5% 

over ten years, nets out at €1,912.18). 
That could result in your art’s sums insured being woefully 
insufficient. Regular valuations are essential and not just 
for art, either. 
The price of gold, a core factor in calculating replacement 
values of jewellery, is high currently. In July 2015, a kilo of 
gold - which at 5.1 cubic centimetres is roughly the size 
of an Oxo cube - cost €33,863. In June 2021, it sat at 
€50,030 after peaking at around €55,585 in 2020.
Such profound increases in gold prices have a knock-on 
effect on replacement value calculations and can leave 
clients significantly underinsured when losses occur. 
Jewellery can also appreciate for other reasons. High-
end pieces derive most of their market value from the 
creativity and craftsmanship that’s gone into them; pieces 
by respected designers can appreciate year on year, 
regardless of movements in precious metal prices. 
Cartier, Rolex and Tiffany & Co are widely considered 
investment level brands. But in reality, lots of different 
designers and styles can appreciate, so it is worth 
obtaining regular valuations to ensure the insurance and 
security arrangements continue to meet your client’s 
needs.   
We recommend that jewellery be revalued every three 
years by a professional valuer. Without a recent valuation, 
most insurers will only pay the lower of the value noted 
on the schedule or the market value - so your client could 
be missing out.   We also recommend that clients keep 
their safe in a covert, secure location. This will vary from 
home to home. At DUAL, we work with one of Ireland’s 
leading safe installation companies. As well as providing 
a safe that meets insurer requirements, they can conduct 
a property survey to find the optimal place to conceal it. 
Clients don’t tend to seek out valuations and undertake 
security reviews under their own steam, so a little 
encouragement to do so can save a lot of disappointment 
later.

Kate O’Connor is Head of Business Development at DUAL 
Underwriting Ireland DAC. 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).

Safe or false sense of security? 

We saw a claim recently where a 
family had their home broken into. The 
burglars naturally gravitated to the place 
household safes usually are, the master 
bedroom wardrobe. 

Kate O’Connor, 
Head of Business 
Development, 
DUAL

“Jewellery is  one of the biggest 
issues with home insurance 
claims, amounting to around 
1/3 of  the aggregate value of 
annual theft  claims on contents 
insurance.
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DESPITE the awful pandemic which has destroyed 
lives and livelihoods, it is welcome news that certain 
sectors of the economy are thriving and enjoying 
unpreceded profits. The Government’s economic 
stimulus package announced in early June this 
year will help other sectors to recover. Savings and 
deposits are also at unprecedented levels estimated 
at €128 billion (Source: Central Bank of Ireland) as we 
emerge from the pandemic.

As many companies have December year ends, we at 
Irish Life are bracing ourselves for very busy Quarters 
3 and 4 2021.  Yes, we’ve just had the biggest 
regulatory change in a generation for pensions in 
the guise of Institutions for Occupational Retirement 
Provision II (IORPS II). We will continue to review 
and update you on any future impacts or changes, 
however as we stand here today, one member 
schemes continue to offer generous tax benefits and 
maximum funding rules for your key business clients. 

It’s not unusual these days for some company 
directors to target the pension fund cap itself at 
normal retirement age which currently stands at 
€2 million and is referred to as the Standard Fund 
Threshold (SFT). Others choose to target €2.15 
million recognising that they can go there without 
any chargeable excess tax applying due to the 
tax offset allowed by Revenue from the tax on the 
maximum lump sum of €500,000. (€200,000 tax 
free, €300,000 @20%) However, it’s important to be 
aware that the SFT is secondary limit and the primary 
limit for funding remains the maximum funding rules 
which are based on salary, service, marital status and 
pension fund values accumulated to date.

I’m often asked about what salary levels are required 
to target the Standard Fund threshold, and of course 
that depends on the Normal Retirement Age (NRA), 
whether the client is male or female (capitalisation 
factors have not been modernised to be unisex rates 
yet) and whether the client is married or single.

In the table below I have calculated the following 
salaries would be required to target the Standard 
fund Threshold at NRA, assuming the client has a 
minimum of 10 years potential service to NRA and 
assuming they are married.  

As we enter the second half of the year, there is a 
lot to be positive about, such as the end of the 
pandemic (hopefully), the re-opening of society and 
the continued re-build of our economy.

It is never too early to prepare your company director 
clients for their year-end decisions. The main areas of 
preparation we would suggest are as follows:

1.	 Max funding quotations - We have recently 
introduced a new feature on MyQuotes. 
MyQuotes automatically runs a background 
maximum funding check.  If the stated contributed 
level fails the Rev max check, the pop up will show 
the maximum allowable contribution. From here 
you can go back into your quote and update the 
contribution accordingly. Once within Revenue 
limits, you can bring it through to submission or 
generate a report for your client. It is important 
to have up to date values on all pensions for 
the client to get accurate quotes. It will also be 
possible to request an actual maximum funding 
quote from MyQuotes, a feature we will add in the 
near future.

2.	 The Standard Fund Threshold - Make sure this 
cap isn’t exceeded in terms of projections to 
NRA so that the client avoids the imposition of a 
Chargeable Excess Tax. In this regard maximum 
funding contributions may need to be scaled 
back to provide the appropriate ‘glide path’ for 
the client.

3.	 The tax treatment of Annual Premiums and 
Single Premiums for the company - Irish Life has 
produced a useful Q & A document on this to help 
navigate the tax relief rules (available from Irish 
Life Pensions Advisory Services).

4.	 Proof of income - Required for all pension top 
ups (current payslip or employee summary detail 
from My Account from the Revenue’s website).

We, at Irish Life look forward to supporting you on 
the ground with our account managers, our suite of 
digital tools and our pension’s technical team. Enjoy 
the rest of the summer and best of luck in the 2021 
pension’s season.
Irish Life Assurance plc is regulated by the Central Bank of Ireland
Irish Life Financial Services ltd is regulated by the Central Bank of 
Ireland

Preparation is key for the year end 
Company Director Pension market

Kevin Fitzsimons, 
Pension Product 
Manager, Irish 
Life

Normal Retirement 
Age

Male or Female Approximate Final Salary  
(Averaged over 3 or more 
consecutive years)

Capitalisation Factor Revenue Max Fund 
allowed at Normal 
Retirement Age

60 Male €93,000 32.4 €2 million

65 Male €106,000 28.4 €2 million

60 Female €101,000 30 €2million

65 Female €116,000 25.9 €2 million



At Allianz we can provide customised products to meet the needs  
of your customers in the beverage manufacturing industry.  
From distilleries to fruit juice and bottled water suppliers  
we have a broad knowledge of the industry and the cover  
these customers require for their business. 

Contact us for more information: 
allianzcommercialquotes@allianz.ie 
or your Customer Relationship Executive. 

Allianz p.l.c. is regulated by the Central Bank of Ireland. 
Registered in Ireland, No. 143108. 
Registered Office: Allianz House, Elm Park, Merrion Road, Dublin 4, D04 Y6Y6. 

WE COVER  
BEVERAGE 
MANUFACTURING 
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PERSONAL Pension Term Insurance is available to those 
who are self-employed and taxed under Schedule D (Case 
I or II) or those in non-pensionable employment which is 
an employment that is not linked to an occupational or 
statutory scheme and taxed under Schedule E.
These plans are an additional benefit that can be provided 
for clients, giving them the security that should they die 
whilst covered under the plan a lump sum will be payable 
to their estates. The plans are also very cost effective 
especially when compared to traditional Guaranteed 
Term Protection plans as contributions towards personal 
pension term insurance can qualify for tax relief which can 
reduce the net cost to the client by as much as 40% of the 
premium. 

Eligibility
A client must be aged between 18 and 70, to take out a 
Zurich Life Personal Pension Term Insurance contract. 
The maximum age of expiry is 75, so the minimum term 
on the contract is 5 years. The maximum term that can be 
covered is 40 years. 
In order to be eligible for Personal Pension Term Insurance, 
the client must satisfy the same criteria as they would 
for a Personal Pension or Retirement Annuity Contract. 
Therefore, they must have a source of income which is 
taxed under Schedule D (Case I or II) for the self-employed 
or Schedule E for those in non-pensionable employment. 
The questions posed on the Zurich Life Personal Pension 
Term Insurance proposal ask the client to confirm one of 
the following: 

	z Are you engaged on your own account or as a 
partner personally acting in some trade, profession 
or occupation? (Yes/No) 
This refers to those self-employed or those in firms, 
where the employment income is taxed under 
Schedule D. They may also be contributing to a 
Personal Pension or a PRSA. 

	z Are you an employed person (or the holder of an 
office or employment) with one or more of your 
occupations non-pensionable? (Yes/No)
This refers to those working in a company who have 
not joined an occupational pension scheme and may 
be contributing to a personal pension or a PRSA. Their 
employment income would be taxed under Schedule 
E. 

Once the client has answered ‘Yes’ to one of the above 
questions, eligibility has been established and a Personal 
Pension Term Insurance policy may be taken out.

Tax relief
Once the policy has been set up, the client may be entitled 
to tax relief on the premiums payable for the Personal 
Pension Term Insurance. 
Tax relief is based on the clients age and the relevant 
percentage of “net relevant earnings” allowable for 
tax relief purposes, the same as those which apply for 
Personal Pensions and PRSAs. 
Premiums payable in excess of this limit may be made 
but will not qualify for tax relief in the current year of 
assessment. Any amount of premium which is not allowed 
for tax relief in one year may be carried forward and relief 
allowed in subsequent years. If a premium is paid after the 
end of the year of assessment, but before the following 
31 October or the extended ROS deadline for online 

submissions, relief may be allowed in the earlier year. This 
conforms with the income tax return filing date. 
An overall monetary maximum of €115,000 salary applies 
for tax relief purposes. 

Assume a client who is 45 years old next birthday 
and a non-smoker. €200,000 life cover is taken out 
with a normal retirement age of 65, with the added 
benefit of Protection Continuation option included. 
The premiums with and without tax relief would be as 
follows, assuming the tax rate is either 20% or 40%
To receive tax relief, the self-employed will allow for 
the premiums when filing their annual tax returns. PAYE 
workers can register the payments on Revenue’s My 
Account section of www.revenue.ie. 

It should be noted that the premiums payable for Personal 
Pension Term Insurance are aggregated with those payable 
for Personal Pensions and/or PRSAs for the purpose of 
calculating the maximum tax-relieved contributions. For 
example, if a 34 year old client is contributing the full 20% 
of earnings into a personal pension policy, no tax relief 
will be available on any Personal Pension Term Insurance 
premiums.

Maximum lump sums 
The full value of the Personal Pension Term Insurance 
approved under Section 785 is payable to the estate of 
the life insured. However, another option for the Personal 
Pension fund is the purchase of an annuity with the value 
of that Personal Pension. There are no maximum lump 
sums applicable on these contracts. 

Potential tax for your client’s estate
Any potential tax is determined by the relationship of the 
deceased to the beneficiaries of the estate. If the estate is 
fully inherited by a spouse or registered civil partner, then 
no inheritance tax applies due to the exemption to CAT for 
spouses/RCPs. 
However, there may be a liability to inheritance tax if the 
estate’s beneficiaries are children of the deceased or 
nephews/nieces to the estate. The current threshold for 
Children is €335,000 so if the value of the estate exceeds 
this amount, tax will apply at 33%. The current threshold 
for nephews/nieces (or any other lineal descendant) is 
€32,500 so if the value of the estate exceeds this amount, 
tax will apply at 33%.

In conclusion 
It is a very tax efficient method for those who are eligible 
for Personal Pension Term Insurance to have life cover in 
place, to ensure a lump sum is payable to their estates in 
the event of death. While some clients may be inclined to 
take out a standard term protection policy for life cover 
only, they may find it more tax efficient to purchase a 
Personal Pension Term Insurance policy where tax relief 
is available to them on the premiums payable. For more 
information visit zurichbroker.ie or speak to your Zurich 
Broker Consultant.
Zurich Life Assurance plc is regulated by the Central Bank of Ireland.

Providing tax efficient cover for those in non-pensionable 
employment with Personal Pension Term Insurance 

Justin Kelly, 
Technical 
Services, Zurich
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IT now seems likely that the AMRF will be finally abolished 
in this year’s Budget. What impact will this have on existing 
AMRF holders and on those retiring in the future?

The current AMRF requirement
It has been a requirement of the ARF option in pension 
arrangements that before being allowed to invest the 
balance of a maturing fund, after taking a lump sum, in an 
ARF or take as a taxable lump sum, the individual had to 
show either:

	z that he or she was at that time in receipt of pension 
income of at least €12,700 pa; or

	z he or she had already invested €63,500 in an AMRF 
or annuities.

In recent years the maximum rate of State Pension 
(Contributory) has moved above €12,700. The result is 
that:

	z there are clients, primarily those under the State 
Pension Age of 66, who hold an AMRF from which 
they can only withdraw a max of 4% pa. For most of 
these, their AMRF will turn into an ARF and become 
fully assessable when they reach 66 and start to claim 
the State Pension (Contributory); and

	z new retirees under the State Pension Age are forced 
to invest €63,500 in an AMRF.

Abolition of the AMRF requirement
If the AMRF requirement is, as expected, abolished in the 
2021 Budget at the year end, the outcome is likely to be:

	z existing AMRFs will immediately turn automatically 
into an ARF, which can then be accessed in full, 
subject to PAYE.

	z If the abolition of the AMRF happens before 30th 
November 2021, the ARF created from the AMRF will 
become subject to the forced minimum withdrawal of 
4% (under 70) or 5% (over 70), as the case may be, 
for 2021.

	z The ARF option for new retirees will be simplified to:
o	 25% tax free lump sum (within €200k limit); and
o	 Balance can be:

-	 Transferred to ARF
-	 Taken as a lump sum subject to PAYE; 
-	 Used to purchase an annuity; or
-	 A combination of the above three options.

Clients who only hold AMRFs
There are many clients who had small retirement funds 
when they retired, which they took under the ARF option, 
leading to them currently holding only an AMRF and no 
ARF.
If at the end of the year, as expected, the AMRF is 

abolished and it turns into an ARF immediately, some of 
these people if over age 65 may be able to withdraw the 
ARF in instalments tax free over a number of years. 
They may be able to do this by availing of the Income Tax 
Exemption limit. This provides an exemption from income 
tax if the individual’s taxable income (including the Sate 
Pension) is less than €18,000 (single) or €36,000 (married 
couple).
Take for example, a married couple over age 66 with one 
claiming the max State Pension (Contributory) of €12,956 
and the other claiming the maximum qualified adult 
increase on their spouse’s State Pension of €11,610 pa. 
This couple can have another €11,434 of taxable income 
in a year and still not be liable to income tax.
If one of them had an AMRF, which now turns into an ARF, 

they could withdraw say €11,000 pa from their new ARF 
tax free, if they had no other taxable income other than 
the State Pension. Such a level of withdrawal would also 
be exempt from USC if they had no other taxable income 
other than the State Pension, as income under €13,000 is 
exempt from USC.
As PRSI ceases at 66, they may therefore be able to 
‘empty’ their ARF entirely tax free over a few years, by 
withdrawing annually the amount which will be tax free 
under the Income Tax Exemption limit.
The figures will vary from person to person, but some over 
65’s with only an AMRF currently will have the opportunity 
to draw down their new ARF, created from the old AMRF, 
tax free over a period of time.

Future retirees
Future retirees from 2022 will not be required to invest 
€63,500 in an AMRF. After taking their 25% lump sum 
they will be able to take some of their fund as a lump sum 
subject to PAYE instead of transferring to an ARF.
The taxable lump sum option may suit some who may 
have unused tax deductible allowances and credits, 
etc. Again the figures will vary from client to client, but 
automatic transfer of full balance to an ARF may no longer 
be the only option for some.

Timing
At this stage the timing of the abolishment of the AMRF is 
not known, but a mid October 2021 date may be likely, i.e., 
the date Finance Bill 2021 is likely to be published.

The end of the AMRF

Tony Gilhawley FSAI

“
After taking their 25% lump sum future 
retirees will be able to take some of 
their fund as a lump sum subject to PAYE 
instead of transferring to an ARF.

biteste
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TRY any dictionary at your disposal, online or otherwise, 
and I’ll hazard a guess that the definition won’t be far 
removed as that found in the Cambridge dictionary. 

Retirement: ‘The period of someone’s life after they 
have stopped working having reached a certain age’ 

This definition certainly does not take into account the 
many retirees who are continuing to work, retraining, 
or even establishing new careers for themselves after 
reaching their Normal Retirement Age. 

According to the recent Standard Life Retirement 
Pulse, many people view retirement, not as an end to 
working life but rather an opportunity to create their 
own pace. In fact more than half (52%) of Irish adults 
say they want to continue to work in retirement even if 
they’re financially comfortable. 

That might appear surprising particularly when we 
consider that for most of us ‘bringing work to the dinner 
table’ moved beyond a figure of speech in 2020. Why 
are we not dreaming of an exit strategy?  The evidence 
suggests we’ve very clear reasons for not doing so.

We value our mind 
A fear of boredom (41%) and keeping the mind active 
(37%) both ranked above needing money as reasons 
for choosing to continue working. 

We want to feel connected
This becomes of particular importance as we age. 
3 in 5 of those aged 55-64 say they enjoy the social 
connection that work brings to their lives and don’t 
want to lose that. 

We’re passionate about what we do
It seems that our identity becomes more intertwined 
with our work as we age. Whilst just under a quarter 
of millennials would agree that work is a huge part of 
their identity, this increases to 41% for those aged 55-
64 who love what they do and it forms a huge part of 
their identity. 

It’s clear that the lens through which we’ve viewed 
retirement needs to change. In fact more than a quarter 
(28%) of those of retirement age, aged 65+, say they 
feel that retirement is an outdated concept. 

Some might want to draw that line at the office door. 
Others will want to redefine the blueprint of what work-
life looks like going forward. The research suggests 
that for either goal, having a pension will improve the 
likelihood of a person feeling confident and positive 
towards this period of their life. Pension owners 
are almost three times more likely to feel financially 
prepared (53% vs 19%), are more likely to feel socially 
prepared (58%) than their counterparts without 
a pension (41%) and are more mentally prepared 
(64%) than those without a pension (48%). They are 
significantly more likely to look forward to retirement 
(54%) than non-pension owners (36%) and more 
likely to see retirement as an opportunity to fulfil their 
potential (76% versus 67%).

One retiree, who is exemplifying this or perhaps you 
could say, is taking it to the extreme depending on your 
personal risk preferences, is Arthur Muir. In May, Arthur 
became the oldest American to summit Mount Everest 
at 75; a feat made more remarkable when he reveals 
that he only started mountaineering as a hobby at the 
age of 68. When asked to comment on his record-
breaking achievement, Muir answered that “the real 
story here isn’t about me. It’s how you can do really 
amazing things even when you’re old. You can do a 
bunch of things if you have a dream, set out with a plan 
and work towards it.”

One retiree’s Everest can be another’s new-found 
hobby or another’s professional career pivot. Whatever 
the desire, it’s clear that there’s no one way to enjoy 
modern retirement and binary thinking doesn’t cut it for 
the retirees of today and certainly of tomorrow. 

Does retirement need a rebrand? 
Lisa Tobin,
Marketing 
and Insight 
Specialist, 
Standard Life.

“At Standard Life, 
we’re on a mission 
to give retirement 
a new meaning. 
We understand 
that retirement is 
changing and look 
forward to working 
with advisers to 
help people plan for 
their  retirement, 
whatever that looks 
l ike for them. 



Join us on our mission to 
give retirement a new meaning.

The old definition of 
retirement doesn’t 
work for us.

Standard Life International dac is regulated by the Central Bank of Ireland. © 2021 Standard Life. All rights reserved.

Brian Mooney
End of Career Guidance Counsellor
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THE remaining sections of the Consumer Insurance 
Contract Act (CICA) (Sections 8, 9, 12, 14 (subsections 
1-5)) come into effect on 1 September 2021. These 
sections deal with the areas of Utmost Good Faith, Duty 
of Disclosure, Misrepresentations and Renewals and 
are applicable to both financial and insurance brokers. 
The changes are significant and puts new obligations 
on brokers in their dealings with their consumer clients 
whether in respect of new business, renewals or MTAs.  

A key change relates to the definition of consumer 
used within the Act which is taken from the Financial 
Services and Pension Ombudsman Act 2017. It is 
important to note that this definition expands on that 
used in the Consumer Protection Code.  Commercial 
customers who fall outside the definition will continue 
to be subject to previously in place legislation.  For 
example, the principle of Utmost Good Faith would still 
apply. 

Brokers Ireland recommends that members undertake 
a review of the firm’s existing clients to establish 
which clients fall within the definition of consumer and 
which clients should be treated as a non-consumer. 
Going forward for new clients or at renewal/mid-term 
adjustments, it would be important to establish whether 
at the date of instruction the client was a consumer, or 
not a consumer.  It is suggested that the firm should 
obtain third party certification of the client’s turnover 
e.g., Auditor’s Report.   

The duties in Section 8, Pre-Contractual Duties of 
Consumer and Insurer, replace at the pre-contractual 
stage of a contract of insurance, the principle of Utmost 
Good Faith (Uberrima Fides) and any duty of disclosure 

of a consumer (including any duty on the consumer to 
volunteer information).

The pre-contractual duty of disclosure of a consumer is 
confined to providing responses to questions asked by 
the insurer (vis a vis the Broker), and the consumer shall 
not be under any duty to volunteer any information 
over and above that required by such questions.

Every insurer shall, before a contract of insurance is 
entered into, or renewed, inform the consumer on 
paper or on another durable medium of the general 
nature and effect of the pre-contractual duty of 
disclosure. An insurer shall be deemed to have waived 
any further duty of disclosure of the consumer where it 
fails to investigate an absent or obviously incomplete 
answer to a question.

Brokers should note, in determining whether the 
consumer has complied with this duty, amongst 
other matters, the following will be considered: the 
type of insurance contract in question and its target 
market; any relevant explanatory material; how clear 
and specific are the insurer’s questions; that some 
consumers can be expected to be in possession of 
more information than others, and most importantly, 
whether the consumer is represented by an agent and 
the circumstances of that representation.

Section 9 provides for proportionate remedies for 
misrepresentation by a consumer.  The applicable 
remedy will depend on whether the misrepresentation 
was:

(a)	 innocent (one that was neither negligent 
nor fraudulent) in which case the insurer is 
required to pay the claim.

(b)	 negligent, (the insurer must do what it 
would have done had it been aware of the 
full facts) or

(c) 	fraudulent (the insurer may void the 
contract) 

In instances where the insurer becomes aware of a 
misrepresentation and no claim has been made, the 
insurer will have to give notice of the three remedies 
and if it is a non-life contract, it can be terminated with 
reasonable notice.

Section 12, renewal of contract of insurance is 
applicable to non-life only and requires that the 
insurer, when issuing a renewal notice to a consumer, 

Consumer Insurance Contract Act

Elizabeth Smith Wright, Brokers Ireland
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“The changes are significant 
and puts new obligations on 
brokers in their  dealings with 
their  consumer clients whether 
in respect of  new business, 
renewals or MTAs.  
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provide the consumer with a schedule detailing their 
premiums paid and claims (other than claims under a 
health insurance contract) made over the previous five 
years. Where there have been mid-term adjustments, 
the results of these adjustments must also be taken 
into account (annualised premium provided).  The 
section refers to premiums received, and claims paid 
by the current insurer.  This requirement does not 
mean that the broker must seek this information from 
previous insurers if the client changed insurers within 
the five years.  

Section 14 (1) – (5) relates to duties of the consumer 
and insurer at renewal. Consumers are no longer 
under an obligation to provide the insurer with any 
additional information in relation to changes unless the 
insurer (vis a vis the Broker) asks specific questions on 
paper or on another durable medium or request the 
consumer to update information previously provided.  
Consumers are under a duty to respond honestly and 
with reasonable care.  The renewal by the insurer of 
a contract of insurance shall not in itself be taken to 
remedy any previous breach of duty of disclosure.  

Changes need to be made internally to processes 
and procedures to reflect the changes caused by 
CICA and it is important that these changes are made 
in advance of the 1st of September deadline. All 
references to Utmost Good faith on the firm’s websites 
and documents e.g., Terms of Business/Cover Letters/
email signoff etc must be amended to only apply to 
non-consumers. The firm’s Terms of Business must be 
updated to include a section on Duty of Disclosure 
and also to outline to the consumer the importance 
of reviewing the completed proposal form/statement 
of fact.  Quote/renewal template letters should also 
be updated for consumers in relation to Duty of 
Disclosure and remove any wording where onus is put 
on consumer to inform of additional information.

Sales procedures/processes (e.g., face to face/phone/
online) will also need to be updated to include the 
specific questions posed by the insurer which must 
all be answered before submitting to the insurer.  

Procedures/processes for Renewals/Mid Term 
Adjustments (MTA) should also be updated to reflect 
that the consumer no longer has to provide additional 
information unless specifically asked by the insurer (vis 
a vis the broker).

Where the firm completes the proposal form on behalf 
of the consumer, a process should be put in place to 
ensure that a copy of the proposal form is issued to 
the consumer without delay asking them to confirm 
the details are correct. If your firm inputs information 
over the phone, or the consumer completes a quote 
system on-line, a process should be put in place that 
the consumer is issued with the Statement of Facts 
as soon as the transaction is concluded, or after the 
quote has been issued asking them to confirm the 
details are correct.

Providers have indicated that they will be updating 
their documentation so members need to ensure that 
they are using the most up-to-date versions.   Staff 
should have received or should receive training in 
relation to the provisions of the Act and the updated 
procedures to ensure they are fully aware of the new 
requirements.  Further guidance in relation to CICA 
and updated template Terms of Business are available 
in the compliance support section of the Brokers 
Ireland website.  

“Brokers Ireland recommends that 
members undertake a review 
of the firm’s existing clients to 
establish what clients fall  within 
the definition of consumer and 
what clients should be treated as a 
non-consumer. 



034 

EQUITIES and corporate bonds continue to be our 
preferred asset classes versus government bonds and 
cash. Policymakers globally, from both a fiscal and monetary 
perspective, remain supportive. Central Banks are generally 
committed to a low interest rate environment and asset 
purchase programmes continue. Fiscal policy in the US is 
expansionary and agreement on an infrastructure package 
is inching towards completion. The European Recovery fund 
is a helpful fiscal push for Europe. Global growth appears 
to have bottomed out in the second quarter of 2020 and 
has recovered since then. Overall, this policy backdrop is 
contributing to a positive outlook for risk assets, especially 
equities. A pattern in recent decades of central bank support 
in times of extreme market volatility has emerged - the so-
called ‘fatal embrace’ - and there is no reason to believe 
that this backdrop will not persist. Our outlook in relation 
to sovereign bonds is more cautious as there are signs that 
we are transitioning away from the multi-decade trend of 
lowering interest rates, towards a new era for fixed income 
investing. Shifting inflation expectations and the ensuing 
impact on monetary policy, coupled with the possibility of 
global growth failing to meet current expectations for the 
rest of the year, are two of the main risks present currently 
for investors.

Equities 
Pent up demand, as a result of COVID related restrictions, 
should be released into the economy as lockdowns 
continue to be eased as the vaccine rollout gains further 
pace globally. This should help the services sector, which 
has lagged manufacturing so far in the recovery, and 
provide the potential for further ‘catch up’ for the hardest 
hit sectors of the economy. Whilst COVID certainly remains 
on the agenda for equity markets, it no longer dominates 
the narrative. Whilst pockets of over-exuberance have been 
evident in recent months we maintain a constructive view 
and are of the belief that the secular bull market remains 
intact. Given the strong and relatively steady positive 
returns seen so far this year, it would not be surprising to 
see pullbacks at times throughout the remainder of the 
year. Markets are expensive on an absolute basis and we 
have to be alert to the risks that such markets give rise to. 
Nonetheless our current stance is that potential instances 
of volatility could provide opportunities to add equities on a 
tactical basis, as the global economy continues to transition 
from the COVID induced recession to a period of above 
average economic growth. Growth expectations in Europe 
and Japan should continue on an upwards trajectory and 
converge towards the level seen currently in the US. Our 
geographical preferences continue to be a function of 
our views on localised growth prospects, valuations, and 
the sectoral makeup of the stock market. We favour the 
eurozone, UK, and Asia Pacific (ex-Japan) regions currently. 
Our U.S. equity exposure is underweight on an overall 
basis; however, we have strong conviction across specific 
sub sectors within the U.S market, including software and 
internet/media companies. Sector rotation is evident in the 

market, but we don’t conform to a particular style bias, and 
are style agnostic. We are looking to invest, in both the 
debt and equity, of quality companies that can perform well, 
irrespective of style or sector.

Fixed Income 
Sovereign fixed income markets in both Europe and the US 
have seen negative returns so far in 2021. Transitory inflation 
expectations, renewed optimism regarding economic 
growth, and enduring expansionary fiscal policy have all 
contributed to pushing yields higher, and therefore prices 
lower. Whilst bond yields have moved higher, it is worth 
noting that real yields (which take into account inflation) 
remain anchored in negative territory. This reduces the 
attractiveness of holding fixed income securities. Therefore, 
in terms of positioning, we are towards the lower end of 
ranges within multi-asset funds and the remaining bonds we 
own are of a shorter duration. The shape of the US yield 
curve has garnered much attention in 2021, particularly 
as inflation expectations have been evolving. We believe 
that the yield curve could steepen again from its current 
position, and this will also impact sector positioning in the 
equity market. Much of the recent focus has been on the 
actions and commentary of the US Federal Reserve. In our 
opinion, their actions in the last 18 months support the view 
that they will continue to help support risk assets. Having 
maximum employment as an objective, whilst allowing 
more flexibility in respect to inflation, points towards a 
very supportive policy backdrop. Overall, we believe that 
the Federal Reserve’s core viewpoint remains unchanged, 
and that they believe higher inflation is, on balance, more 
transitory than structural. Given the ongoing negotiations in 
the US, how fiscal policy evolves into 2022 may also start 
to inform monetary policy. This is of course an evolving 
situation, which we will monitor closely. In relation to credit 
markets, we remain broadly constructive especially for 
short to medium dated exposures. There has been some 
widening of spreads in more riskier offerings, but overall 
spreads have been well behaved. We maintain our view that 
the corporate bond market contains a more attractive risk 
reward profile than eurozone sovereign bonds.

Currencies & Commodities 
The US looks set to add further debt to fund the Biden 
Administration’s fiscal stimulus plans, which could see 
demand for US treasuries fail to keep up with rising supply. 
The US dollar could also weaken due to the return of 
robust economic growth which has seen a positive shift 
in sentiment towards the global economy. Therefore, we 
continue to have a hedge on a portion of our US Dollar 
assets. Industrial metals look set to continue their uptrend 
given the supportive global economic backdrop. Some 
metals, including copper, have fallen back recently as 
questions have been raised about the sustainability of 
Chinese demand for raw materials. Oil has also rebounded 
strongly, but the longer term structural trends towards clean 
energy and ESG investing should be considered as part of 
any investment. Gold continues to perform a role as part of 
a well-diversified portfolio but the transition of inflationary 
pressures, and their potential impact on interest rate and 
currency pairs, could play a key role in the performance of 
gold for the rest of 2021.

For more information
The Zurich Investment Outlook is produced twice yearly 
by the team at Zurich Investments, based in Dublin, 
Ireland. This publication provides an in-depth insight into 
our current thinking and positioning, and expands on the 
reasons behind our economic views to our clients and 
customers. For more information speak to your Zurich 
Broker Consultant or visit zurichbroker.ie

Zurich’s mid-year Investment Outlook

Ian Slattery, 
Investment 
Consultant 
Zurich
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2020 was a year when it became 
apparent how difficult short term 
forecasting is and despite the 
consensus view being fulfilled of a 
strengthening economic recovery and 
continued stimulative monetary policy, 
markets in 2021 have seen some of 
the strongest levels of style rotation in 
the post crisis period demonstrating 
how easy it is for investors to be 
whipsawed and therefore suffer 
relative underperformance. After many 
growth orientated strategies had a 
torrid first quarter, it was funds utilising 
this style which topped the leader 
board in the second quarter. This 
market volatility is not readily apparent 
at the index level and perhaps a lesson 
to take from this is the necessity of 
taking a longer term view in today’s 
world as few investors would be able 
to successfully anticipate these moves 
and rotate portfolios in a pre-emptive 
rather than reactive manner. 

ONE of the important lessons for experienced investors 
is that they are undertaking a risk management 
exercise and therefore at times of uncertainty 
making strong market bets can be foolish rather than 
a demonstration of conviction.  Successful active 
investment management is not always about having 
a strong view, but rather knowing when to and when 
not to exercise this.  As a result, a policy of stepping 
back and thinking about longer term thematic change, 
combined with economic fundamentals, the valuation 
opportunities or lack of the same and market sentiment 
remain as pertinent today as before.  

Markets have continued to front run the global 
economic recovery and have been prepared to look 
through second or third waves of Covid-19 lockdowns 
due to the belief that vaccine efficacy will result in 
eventual economic recovery. This is especially true 
of the developed versus the emerging world where, 
with the exception of North Asia, growth rates are 
now below those of advanced economies.  Markets 
continue to focus on the prospects for recovery in 
the second half of this year and out into 2022 and 
beyond, encouraged by the step change in economic 
policy making combining fiscal supports with monetary 
stimulus.  

The world is undoubtedly seeing the most dramatic 
policy shift that has occurred in the last 30-40 years 
with, for example, in the States Joe Biden increasing 
government’s share of GDP to 25% versus the 20% 

pre-pandemic level.  With the adoption of Keynesian 
policies there is a belief in a trickle up rather than 
trickle down (stimulus via tax cuts) response.  Markets 
have even been unperturbed by potential shifts in 
taxation and by US standards the Biden administration 
is advocating a significant re-distribution of wealth 
from companies and high earners favouring those with 
the greatest propensity to spend.  Developed country 
governments and central banks now all favour higher 
wages for the lower paid.  Thus, there has been a sea 
change in attitudes to fiscal policy away from the belief 
that government debt levels matter which ushered in 
a period of austerity post the Financial Crisis. Whilst a 
full adoption of modern monetary theory (MMT) has not 
been as yet fully adopted, central banks have altered 
their thinking towards ‘outcome based’ policies rather 
than being outlook focused, which is very different to 
what has occurred in the past 30 years.  

Markets have remained relatively relaxed after a 
period of turbulence in February and March, due to the 
belief that inflationary pressures will be transitory and 
there are clearly strong arguments both in favour and 
against this view.  For inflationary pressures to persist 
it will be necessary for wages to increase in line with 
price rises, as this would result in seemingly one-off 
increases in prices to cascade through the system 
and permanently raise inflationary expectations.  This 
remains the chief threat to financial market stability 
today.  Unfortunately, as much of current economic 
policy can be best described as experimental the 
precise outcomes must have a significantly lower 
level of certainty than the continuation of more tried 
and tested macroeconomic policies.  As discussed, 
forecasting has always been uncertain and the distinct 
events of the past two quarters, when the driver of 
equity market outperformance has arguably been 
solely down to movements in government bond yields, 
suggests the most prudent course for investors is to 
adopt a balanced approach to portfolio construction.  
Historically, investors would expect value orientated 
strategies to perform well when economic growth 
was accelerating, and whilst this proved true in the 
latter two months of 2020 post positive vaccine 
announcements and the first quarter of 2021, cannot 
explain the underperformance of value in the second 
quarter of this year.  Value has underperformed even 
as economic growth rates and forecasts of economic 
profitability have improved.  

The importance of stimulatory monetary policy on 
equity markets is well demonstrated by the two largest 
markets in the Asia Pacific region.  China, despite 
a strong bounce back in growth and avoidance of a 
further Coronavirus induced lockdown, has seen its 
equity market underperform India, where despite a 
humanitarian tragedy investors this year have been 
rewarded with strong gains.  

The January Outlook piece was titled 2021 A Year of 
Living Dangerously and for investors depending on 
relative performance this has been demonstrated 
by the strong style rotations this year. After value 
was in the ascendancy in the first quarter there was 
an abrupt reversal in the outperformance of value 

WORLD OUTLOOK

‘The First Shall be Last and The Last Shall be First’ 
Matthew 20:16

Graham O’Neill
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during the second quarter.  Hence, the title of this 
Outlook ‘The Last Will be First and The First Will be 
Last’.  This intermarket volatility suggests for most 
investors extreme style views could be costly and the 
chances of successfully exploiting style rotation in a 
portfolio unlikely.  Overall, to date in 2021 economic 
fundamentals have improved, and even in areas 
such as South Asia where Coronavirus numbers 
have remained persistently high, arguably valuation 
opportunities and the more favourable demographics 
suggest exposure to the consumer story for long term 
investors will be profitable.  

Whilst market valuations remain above long-term 
averages, a combination of a lasting economic 
recovery and historically low interest rates, gives 
support to equities especially when no other asset 
classes offer strong long-term value.  June and July 
have seen a significant pick up in investor confidence, 
and when market sentiment is elevated there is always 
the potential for sharp setbacks on any adverse 
news.  The influence of the retail investor cannot be 
discounted and having been on a declining trend in 
the post WWII period, investment in the post pandemic 
era has shown that rising levels of private client 
market participation can alter the drivers of market 

performance.  Whilst this has been much commented 
upon in the States with younger investors favouring 
stocks showing price momentum and secular growth 
characteristics, it has also been seen in a number 
of Asian markets including India and has helped the 
outperformance of small caps in that country.  This may 
well be a factor limiting the ability of value stocks to 
deliver sustained outperformance with these strategies 
seemingly dependent on a return to more traditional 
economic cycles which could yet emerge as a result of 
the dramatic policy shift now occurring.  Whilst many 
professional investors like to argue that future returns 
will depend on stock picking, this has not been the 
case to date in 2021 where the chief driver of returns 
has been the ongoing battle between structural 
disinflationary pressures and a cyclical upturn in the 
inflation rate.  The growth versus value debate will 
continue to depend on whether the era of secular 
stagnation highlighted by Laurence Summers has 
ended or not.  Overall, equity markets seem likely to 
be supported by the continued economic recovery and 
pro-growth measures, but market leadership is likely to 
continue to rotate in a volatile manner.

Graham O’Neill can be contacted at: 086 8122484.

THE Personal Injuries Assessment Board (PIAB) has 
welcomed the publication of the first National Claims 
Information Database report on Public Liability (PL) and 
Employers Liability (EL) Insurance.

The report by the Central Bank of Ireland covers personal 
injuries claims relating to injuries in public places and 
workplaces.  These claims are the ones which most 
directly affect businesses in sectors such as leisure, 
hospitality and childcare, as well as community and 
sporting organisations.

The report shows that in recent years in terms of this area 
insurers have had an operating loss, and some 63% of 
total income received has been used to cover claims and 
expenses related to claims.

This means the benefits and savings provided through 
the PIAB service are critical to improving costs in this 
area.  The report shows:

	z In the combined PL and EL category that for the 
vast majority of claims the average legal costs for 
claims resolved by PIAB were €1,000 as opposed 
to legal costs in litigated claims of €21,000, driving 
up significantly the overall cost of claims, despite 
average compensation awards being similar.

	z From the time an accident was reported, a claim 
resolved through PIAB took 1.8 years, while a claim 
resolved through litigation took 4.5 years.

	z The Average compensation award for claims less 
than €150k in PIAB for Employer Liability Claims was  
€31,250, while in Litigation it was €35,642. In respect 
of Public Liability claims, the average PIAB award was 
€26,760, while in litigation it was €25,088.

PIAB’s Chief Executive, Rosalind 
Carroll, commented:  “This is the first 
report of its kind on employer and 
public liability insurance and is critical 
to us understanding how to address 
some of the issues in this area, it shows 
like with motor claims, the significant 
cost difference between the different 
channels used to resolve injury claims.”

“Small businesses, especially those involved in childcare, 
leisure or hospitality along with community and sports 
organisations,  are facing major problems with the price 
and availability of insurance cover.  This report shows that 
many of the costs of litigation as well as the time delays 
could be avoided.”

“In the area of both public liability and employer liability 
PIAB has seen respondents far less likely to consent 
to PIAB assessing a claim.  Typically, when consent is 
not provided it is because the issue of liability may be 
in question, yet today’s valuable data provided by the 
Central Bank shows only 4% of cases are actually being 
heard in court and the large majority are being settled for 
similar values to PIAB, but with much higher associated 
costs. This data is important in terms of supporting both 
claimants and respondents to make informed decisions, 
that ensures fair awards but with lesser costs, so that the 
services we need as a society are not impacted.”

“PIAB will be using this data to improve our services and 
is working with Minister Troy and Department officials to 
enhance the services we offer to reduce further the need 
for unnecessary litigation.” 

Latest Central Bank report shows that only 4% of employer 
and public liability claims are settled through the courts 
despite over 60% of these claims entering litigation 
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HOW long have you worked as a Broker - how did you 
come into the industry?  
SparksWealth was officially a year old in May 2021. I 
was an Associate Director for Quilter Cheviot in Dublin 
servicing Brokers for the previous eight years and I felt 
there was opportunity in the Broker market so I started 
looking into setting up as a Broker in detail a couple 
of years ago. The more I explored the idea, the more I 
wanted to make the jump to the ‘other side’. 
After college, I started my career on the Davy graduate 
programme and then had a great time working for 
Dolmen Stockbrokers (now Cantor Fitzgerald). I really 
learned so much working in Cantor, it opened my eyes 
to the business behind the industry and how to build 
revenue.  

What’s your favourite and least favourite thing about 
being a Broker?
I love the creativity that comes with being self-employed,  
every aspect of the business requires your personal 
touch. I have really enjoyed marketing the business and 
creating the systems that have become the backbone 
of my company.   There are definitely stressful moments 
and periods, but this is pretty standard for any new 
business.  I had read the small print, so knew that this 
was part of the journey.  The challenge for me is to take 
time to pause and refresh.  I took a nice week off in July 
which was great.  
 
Favourite App. or gadget that you use in your day to 
day business?
Undoubtedly DocuSign- not having to deal with paper 
has been a great development of the last 18 months.  
My pet peeve is when it is not accepted by certain 
providers! 

Tell us something that we don’t know about you? 
I am a massive professional wrestling fan (that wasn’t a 
typo!), which is essentially pretend fighting on the telly. I 
have always loved it and I never outgrew it like everyone 
else when they turned 10.  It’s  great mindless escapism 
and I love attending live events.  My dream is to go 
to Wrestlemania in the US at some stage.  Incredibly, 
Jennie, my wife, doesn’t share the same passion! 

How do you switch off in your spare time?
My wife Jennie and I have two young children; Chloe 
(5) and Billy (3).  My maturity and sense of humour is 
at about at that level, so we have great craic at the 
weekends.  I also love cooking for the family.  We all 

love rugby and sport so there would always be a match 
on most weekends. 

What’s your best bit of business advice to your younger 
self?
You are the sum of your habits.  Focus on working hard 
and do the right thing every day and this adds up over 
time. Don’t do shots at the Christmas party!

Moving forward, what direction do you see your 
brokerage developing over the next five years? 
Luckily, the last year has seen our business move 
forward nicely.  We now have a great team in Lizanne 
Lillis and Aonghus Farrell.  They have been a massive 
addition to our business and I really enjoy having team 
mates now.  We’d like to keep on growing and see what 
happens. 

What’s your favourite and most used business mantra?
Focus on your own game.  Don’t worry what everyone 
else is doing.  

Who do you most admire and why?
I am a big fan of Jim Henson, the creator of the 
Muppets.  His story is amazing.  He had a vision and 
fought countless rejections to finally fulfil his dream.  
He empowered all around him and had an infectious 
enthusiasm for his craft. He died way too young but his 
unique legacy remains. The Muppets would frequently 
be on the TV in our house (for the kids of course).
Closer to home, I love the value of investing in community 
and the followers of Warren Buffet.  Specifically, 
value investors Guy Spier and Mohnish Pabrai.  Their 
approach to investment and life is inspiring and worth 
replicating where possible.  I had the pleasure of 
meeting them both before Covid and I would definitely 
also recommend their respective books.  

“

Up close and personal with 
Will Sparks, SparksWealth

spotlightbr
ok

er

Focus on your own game.  Don’t 
worry what everyone else is  doing.  
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THE Managing General Agents’ Association (MGAA) has 
recently expanded its membership proposition into the 
Republic of Ireland following an initiative driven by Chief 
Executive Mike Keating. 
The move to enable MGAs, insurers, and suppliers to join the 
Association is designed to help MGAs in the country drive 
forward on standards, raise their profile with the regulator 
and attract new underwriting capacity. It also provides an 
opportunity for UK-based MGAA members to expand their 
knowledge of and contacts within the ROI.
The MGAA’s initiative has been welcomed by the ROI’s 
professional body, the Insurance Institute, the insurer trade 
body, Insurance Ireland, and broker trade body, Brokers 
Ireland.

Mike Keating, MGAA CEO commented: 
“The Irish MGA market has been 
challenging in recent years due to a lack 
of underwriting capacity in the wake of 
personal injury claims inflation, broker 
consolidation and a restrictive regulatory 
environment under the Central Bank of 
Ireland in the wake of the 2008 financial 
crash.

“We believe that opening up our membership to MGAs in 
the ROI will help the MGA sector in its drive for improved 
standards and regulatory recognition, whilst helping to 
facilitate and encourage collaboration and new capacity 
into the country. The move will also enable MGAs, 
insurers and suppliers based in the ROI – and our UK-
wide membership - to benefit from networking, events, 
educational forums, webinars, and regulatory support.”

Cathie Shannon, Director of General Insurance, Brokers 
Ireland commented: “We welcome the MGAA into the ROI, 
which comes at an important time for our market. The 
MGAA’s drive to improve standards, combined with the 
opportunities for networking and dialogue its membership 
brings, can only support our own members’ initiatives aimed 
at attracting more capacity and specialist underwriters into 
the country, encouraging the establishment of new brokers, 
and providing more customer choice”.
Moyagh Murdock, CEO of Insurance Ireland added: 
“We welcome and support the MGAA’s move into Ireland 
as MGAs play a key role in bringing capacity to the Irish 
insurance market at a critical time.  The timing could not 
be better as it coincides with the recent changes to the 
personal injury claims landscape in Ireland. 
“The introduction of the new injury awards guidelines on 
24th April this year is playing its part in making Ireland a 
more attractive place for insurance providers and although 
it is still early days, we look forward to the new guidelines 
being applied consistently across the board. We believe 
that the continued implementation of the Government’s 
Action Plan for Insurance Reform will result in a more stable 
sector and will reduce market volatility and bring more 
certainty for customers and insurers alike. We look forward 
to working with the MGAA and (Michael Keating) their team 
in the future.”
Paula Hodson, Director of Development Services, the 
Insurance Institute commented: “We look forward to 
working together with the MGAA in the drive for increased 
professional standards across the insurance sector.”

MGAA expands into the Republic of Ireland
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TWO-FIFTHS (38%) of all Irish adults admit that they 
do not currently have any home security despite 1 in 
3 working from home, according to new research by 
Allianz Insurance.
The national survey of 1,000 people, conducted by 
Coyne Research, found that 13% of those working from 
home have not taken any steps to protect their work 
devices when not in use, leaving them open to major 
risk. The new research comes as Allianz hopes to shed 
light on confusion for renters and homeowners.

Remote Confusion
According to Allianz’s research, 14% of all respondents 
admit that they do not have home or renter’s insurance 
and of those who do have insurance, there is 
uncertainty if their insurance covers their home working 
equipment. There is clear confusion when it comes to 
insuring remote working devices, as over a quarter of 
those polled believe it’s their employer’s responsibility 
to insure devices, while nearly one-fifth believe it’s a 
shared responsibility between themselves and their 
employer. 

Simply Secure
With a fifth of all remote workers having no dedicated 
workspace in the home, security at home appears to 
have fallen flat as a result of the pandemic. While nearly 
half of all remote workers (47%) lock their devices with a 
password before clocking off, younger generations are 
less inclined to be security conscious with just 36% of 
Gen Z’s admitting to doing this every day.
When it comes to their home security, over half of all 
Irish adults claim that they have a standard alarm or 

home monitored alarm system in their households. 
Millennials (40%) and Gen X’s (44%) are the least vigilant 
generations as they admit they have no form of home 
security.
While the majority (59%) of all adults working from home 
have not taken any additional steps to increase home 
protection since the lockdown, two-fifths of the group 
have looked into new measures to keep their homes 
safe and secure. Security cameras (52%), keeping 
valuables out of sight (44%) and new home alarm 
systems (34%) were polled as the leading additional 
protection measures, with just 2% of the remote workers 
looking to new locks for extra security.

 Ensure You’re Insured
As just over a quarter (29%) of adults working from 
home reported that they added their equipment and 
additional belongings on their home insurance policy.
Allianz offers a range of flexible home insurance and 
renter’s insurance products which allows customers 
to combine different covers and select from a range 
of optional extras, to suit bespoke and specific needs. 
Within both products when contents cover is selected, 
Allianz offers customers cover of up to €4,000 for home 
office equipment such as computers, printers, scanners, 
and monitors, to ensure remote workers always have 
peace of mind.  
For more information about Allianz’s home and 
renter’s insurance, please visit - https://www.allianz.
ie/
Allianz p.l.c. is regulated by the Central Bank of Ireland

Security risks surge as a result of remote working 

AXA has a desire to replicate its success in the Personal 
Lines and Commercial Motor markets by focusing on 
growth within the property and casualty market. They 
will achieve their Commercial Lines ambitions through 
maintaining high service standards, launching new 
Commercial products and propositions and creating 
dedicated Commercial teams to support brokers.  

AXA completes Commercial Lines management team 
with new appointment

One such dedicated team is Commercial Distribution 
where AXA has appointed John Caird as its new 
Head of Commercial Distribution. John has significant 
experience in the general insurance industry having 
previously held Relationship Management and Business 
Development roles with a large Commercial insurer. John 
is looking forward to working closely with Commercial 
brokers, leading a team of dedicated and experienced 
Broker Development Managers and supporting AXA’s 
Commercial Lines growth ambitions.  

John’s recent appointment completes the new 
Commercial Management team under Darrell Sansom, 
AXA’s Commercial Director in Ireland. It includes Michael 
Brennan (Trading Underwriter Manager), Christy Doherty 
(Head of Agriculture), Brian Thorp (Operations Manager) 
and Graeme Baker (Channel Manager).

Premier Partner – a new benefits package for 
Commercial Lines brokers

As well as recruiting new people and implementing 
new team structures to align more closely with broker 
businesses, AXA has also created a new proposition to 
strengthen their overall Commercial offering to brokers. 

‘Premier Partner’ is a new benefits package which goes 
beyond the typical “one size fits all” insurance offering 
to brokers. Working with key commercial brokers, AXA 
provides a range of tailored supports that are designed 
to benefit the broker as well as their clients’ businesses. 
Premier Partner was launched earlier this year and has 
received strong support from Commercial brokers.

Further investment in AXA’s Commercial insurance 
business planned

Following the successful launch of AXA’s online Property 
Owners’ Insurance product late last year, new and 
enhanced products targeting the Services sector are 
planned for release in September. 

With further investment in new property and casualty 
products, an enhanced online trading experience for 
auto-rated Commercial products and new tools and 
resources for commercial brokers, it’s clear that AXA is 
serious about their growth ambitions in the property and 
casualty insurance market in Ireland. 

For more information on AXA’s Commercial products 
and propositions, get in touch with your Commercial 
Broker Development Manager.

AXA focuses in on growth in the Property and Casualty market
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	z Haven’s first Green Mortgage offers 
customers real value with low cost rate

	z Customers can now save over €1,800 per 
annum by going Green

	z Rate available to new and existing 
customers

HAVEN has launched its first Green Four Year Fixed Rate 
Mortgage at a rate of 2.15%, which will be effective July 
8th.  The rate is available to new and existing Haven Private 
Dwelling Home mortgage customers whose property 
has a Building Energy Rating (BER) of between A1 and B3 
and a valid BER cert that’s no more than ten years old. 
Existing customers can qualify by having four years or more 
remaining on their mortgage. 
Haven is AIB’s wholly owned subsidiary, focused exclusively 
on mortgage distribution through the mortgage intermediary 
market. 
The new rate represents a monthly saving of €155.11, and 

an annual saving of €1861.32 for a 25 year, €305,000 
mortgage compared to a variable rate mortgage for the 
same amount and term.  
Customers who switch their mortgage to Haven and avail 
of the Haven Green Four Year Fixed Rate Mortgage will 
receive €2,000 towards legal costs (subject to criteria).
Haven Managing Director Kieran Tansey said “Haven’s 
new Green Mortgage offers customers substantial savings 
on their monthly mortgage repayments compared with 
variable rates .  We’re making this new Green Mortgage rate 
available to new and existing customers who will see the 
benefit of their green homes in their wallets. Haven’s Green 
Four Year Fixed Rate Mortgage will also provide customers 
with greater repayment certainty and the opportunity to 
fight climate change by reducing their personal carbon 
footprint.’’
The Haven Green Mortgage is only available to customers 
who apply through their Haven appointed mortgage 
intermediary. 

Haven launches first Green Mortgage with low 
cost rate of 2.15%

INSURANCE Ireland has commented on the publication of 
the Central Bank’s first report on the employers’ liability 
(EL), public liability (PL) and commercial property (CP) 
markets.

Moyagh Murdock, CEO of Insurance 
Ireland said: “We welcome this new 
report, which is useful and informative 
for all stakeholders. The report reiterates 
the importance of implementing the 
measures in the Government’s Action 
Plan for Insurance Reform as quickly 
as possible. We have called for these 
measures for many years and believe 

that they will be the key driver in ensuring that affordable 
and sustainable cover is available to SMEs and consumers 
into the future.”

The data shows that:
	z The average cost of an EL claim increased by 31%, 

and the average cost of a PL claim increased by 16% 
between 2009 & 2019.

	z In contrast, the average earned premium for all 
packaged policies (or the majority of policies; 86%) 
increased by 4% from €2,188 in 2009 to €2,269 in 
2019.

	z Insurers’ net insurance-related result as a proportion 
of total income was a 2% loss across 2009 -2019.

	z Legal costs for injury claims settled through litigation 
average at 56% of compensation costs; this compares 
with 14% for direct settlements and 5% for PIAB 
settlements.

Moyagh Murdock continued: “As the figures show, the 
employers’ liability, public liability and commercial property 
insurance markets have been and remain very challenging 
markets for insurers in the last decade.

“We also note that the report contains data from 
undertakings still active in the market, which means it does 
not include data from insurers that exited the market, or 
entered and left the market rapidly, or where insolvencies 

have occurred, which would provide starker evidence of 
the challenge facing these markets.

“The main driver of this challenge is the volatility 
and unpredictability of the personal injuries claims 
environment up to now, which in turn leads to volatility and 
unpredictability in insurance premiums for SMEs.”

Moyagh Murdock reiterated Insurance Ireland’s support 
of the Government’s Action Plan for Insurance Reform 
and once again underlined the importance of speedy 
implementation of the relevant measures in this context, 
including the Office for Promoting Competition in the 
Insurance Market at the Department of Finance, the 
Personal Injuries Guidelines, strengthening the powers of 
PIAB and rebalancing the duty of care laws. 

“Our members wish to operate in an environment that 
is less volatile delivering more consistent outcomes for 
customers. The new Office for Promoting Competition in the 
Insurance Market at the Department of Finance, combined 
with measures to tackle the high and inconsistent cost 
of claims such as the new Personal Injuries Guidelines, 
strengthening the powers of PIAB and rebalancing the 
duty of care laws, will be crucial in this regard.

“Duty of care laws should be rebalanced in a way that 
is reasonable, practical and proportionate for claimants, 
businesses, sporting clubs and community groups alike. 
As things stand, there is far too much responsibility put on 
the business when it comes to commonplace injuries like 
slips, trips and falls.

“In relation to the new Guidelines, we are starting to see 
positive results through the latest PIAB data but, given 
the small proportion of claimants that have used the PIAB 
system up to now, it will be important to see similar data 
from the Courts system as quickly as possible.

“Results in these areas will be central to attracting new 
players into the market. That is why we strongly support 
the Government’s work in this space. This in our view will 
deliver better value for businesses and consumers in the 
long run.”

Insurance Ireland statement on Central Bank’s 
first report on EL, PL & CP markets
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RECENTLY we have seen a number of mergers & 
acquisitions (M&A) take place in the Irish broker market. 
Given the current climate around the pandemic and global 
market conditions, mergers and acquisitions are on the rise. 
They are a sign of the times we live in. The world’s “service 
industry” in general is changing how it serves customers. 
Providing a self-service option for customers is very much 
on the agenda for many companies. All this is now possible 
due to the rapid growth of mobile, digital communication. 
When two brokerages (or more) merge it creates a number 
of challenges. While it can be a very progressive step for 
many staff in those merged brokerages, it can also be a 
very unsettling and worrying time for others. Historically, 
mergers and acquisitions have often  resulted in job losses. 
One of the consequences of a M&A is that it can create 
a perception of a Noah’s Ark scenario i.e. many staff may 
believe we now have two of everything and everyone! If 
that’s the case they may think…

While this may not happen following a merger, those in 
charge of human resources are invariably tasked with 
producing an internal communication strategy for the 
newly combined team. They usually impress on the 
management team, the need to understand the impact 
the merger is likely to have on the morale and wellbeing 
of all employees. If management fail to acknowledge the 
challenges the changes will bring, it could end up being 
difficult for them to align, engage and motivate employees 
to perform plus they run the risk of perhaps, losing quality 
members of their new team, unsettled by the change now 
being forced upon them.  Management teams who appear 
divided and unaligned foster unhealthy and disengaged 
cultures. Mergers represent an enormous operational and 
cultural change for employees. They create serious anxiety 
about the present and the future. Think about it. If you are 
a manager, put yourself into the shoes of your employees: 
learning that your brokerage is being acquired by another 
can raise a lot of serious questions and concerns. So, what 
are the biggest issues that need to be addressed when 
informing staff about the new set-up. Here’s what research 
shows matters to staff and what needs to be addressed 
quickly and sensitively.  (Table below)
If “no” is the answer to these questions, tell them as soon 
as possible. To help ease employee fears and doubts, it is 
important that you understand their feelings and quickly 

answer these concerns as best you can. While most M&A’s 
are about the bottom line, it is not the case where most staff 
are concerned. For employees, the M&A is not immediately 
about growing the business and profits. To them, it’s about 
wondering what the new change will mean specifically? It is 
normal for employees to feel apprehensive about a merger 
and acquisition. Fear of the unknown is stressful and can 
derail productivity. By understanding how employees feel 
and by answering their concerns competently, you will 
quickly foster trust and consequently, a basis for good 
interaction. If you can do this you’ll be able to cope with 
most issues that arise. 
One option I’d recommend is to develop an organisational 
chart asap to show how the two companies will merge 
together. A chart like this is helpful because it provides 
an easy-to-read overview of who people are, what their 
role is, who they report to, which team they belong to, 
and where they are located. This information can be a big 
help, clarifying where each staff member fits into the new 
framework and where overlaps will and will not occur. 
Invite all staff to ask questions (no matter how trivial they 
may be) and answer the questions honestly. Create and 
share a timeline that includes each major milestone of the 
M&A process. You may not be able to share everything, 
but the information you can share can be of some 
comfort to your employees. It is not always enough to just 
communicate what is happening. You will also need to 
explain why the M&A is happening. People are more driven 
by the “why” rather than the “what”. If you can explain how 
the merger is beneficial in an overall context e.g. achieving 
economies of scale, reducing overheads, maximizing 
resources, generating efficiencies, developing market 
access, the potential of combining client bases while also 
improving profitability, employees can be more receptive to 
the changes. Why? They can see the merger actually makes 
economic sense plus it makes their jobs more secure in the 
longer term.
Look at creating a transition plan
A transition plan is key to helping employees from both 
sides integrate and feel like they are all part of the same 
organisation. The transition plan can address practical items 
such as introducing the new company name, employee 
email addresses, changes to the brand, system changes, 
changes in documentation, a workflow to ensure its as close 
to business as usual for all. Remember: knowledge is power 
so the more employees know about the transition, the less 
anxious and concerned they will feel.
In next month’s article I will cover other challenges 
presented by a M&A.

How to help staff through a Merger & Acquisition  

Dermot 
McConkey 
Development 
& Training 
Limited

“Am I  l ikely to be surplus to 
requirements and be thrown 
overboard?
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A big well done to Andy Ivory-Corr, New Ireland Assurance 
& James Forbes of Goodbody Asset Management, two 
well-known cycling enthusiasts and investment gurus 
of our industry, who undertook an epic Mizen 2 Malin 
24 hour challenge on the 19th June. Taking just four 10 
min and one 20 min food stops, they completed the 589 
kilometre journey in 23hrs and 7 min, while smashing their 
fund raising target by achieving a staggering €52,600. 
Andy said that their reasons for doing this challenge was 
that “lockdown and COVID has had a terrible impact 
on the mental health of so many young people across 
Ireland, we really wanted to take the opportunity to try 
to give something back.  The charity works with every 
secondary school in the country and the funds raised 
will support and expand further their youth welfare 
programme for the 2021/2022 academic year.   On behalf 
of James and myself, I’d like to thank everyone for their 
incredible financial support and encouragement”.

Mizen 2 Malin 24 hr cycle 
challenge raises €52,600 
for Cycle Against Suicide WHETHER you are new to pensions or an experienced 

industry practitioner, why not take the next step up 
the ladder on your professional development and 
education journey? Students with an interest in our 
profession, pension administrators, consultants, 
trustees, or members of HR, compensation and 
benefits, payroll and accountancy functions are all 
welcome and will gain the most from our programmes. 

Education and best practice are the core remits of the 
IIPM and the need for formal education in pensions has 
increased significantly in recent years, with growing 
complexity in the subject matter, intervention from the 
European Union, a more proactive regulator and an 
increased overall interest in retirement planning from 
the public.

The Higher Diploma in Pensions Management in 
association with Griffith College in Dublin is now 
enrolling for a September start date. For further 
information please visit www.iipm.ie or google 
‘pension diploma’.
Benefits to employees include:

	z Develop your knowledge, skills and confidence
	z A pathway to further promotion, better pay, 

career development opportunities
	z The prestige of holding a highly regarded 

qualification
Benefits to employers include:

	z Better informed staff on whom you can rely for 
sound accurate technical knowledge

	z Minimum Competency for Central Bank 
purposes

	z Ability to market your organisation as 
acknowledged experts.

IIPM 2021 Courses Now 
Open for Enrolment

Insurance Brokerage
Midlands Area

Commercial  	 50%
Personal Lines 	 30%
Life & Pensions 	 20%

Please contact: 
Liam McGailey

CMF Accountants & Auditors

lmcgailey@cmf.ie

NFP Acquires Aiken 
Insurances Ltd
NFP, a leading insurance broker and consultant that 
provides general insurance, corporate benefits, 
retirement, and individual solutions, announced it has 
acquired Aiken Insurances Limited (AIL). Dublin-based 
AIL is a retail and commercial insurance broker who 
has successfully operated in specialist sectors including 
professional indemnity/directors’ and officers’ liability 
insurance, complex commercial liability and property 
risks, including unoccupied property, as well as the leisure 
and entertainment and construction sectors.
In acquiring AIL, NFP will add depth to its current general 
insurance offering in addition to adding new expertise 
in specialized insurance lines. As wholesale brokers in 
Ireland for complex risks, Aiken is respected by a network 
of brokers throughout Ireland and maintains exclusive 
facilities as a Lloyds of London coverholder.  
“The addition of Aiken to NFP is our first commercial 
insurance acquisition in Ireland and rounds out the NFP 
Ireland offering of employee benefits and consultancy, 
individual wealth management and commercial 
insurance,” said Colm Power, director, NFP Ireland.
“We look forward to managing all aspects of our clients’ 
businesses as part of the enlarged NFP family,” said 
William Irwin, managing director at Aiken.
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BUSINESS SUPPORTS
“In November 2020, in recognition of the success of this vital 
resource for businesses, the role of the Business Support 
Call Centre was expanded and renamed the Enterprise 
Information Centre.  It provides a central point of contact 
within my Department for businesses to be provided with 
information about, and signposted to, the range of services 
and assistance available from my Department, its Offices 
and Agencies. It advises callers on where to find relevant 
information on the Gov.ie website and provides up-to-
date information on the enhanced financial measures that 
Government have put in place as the country emerges from 
the current pandemic” – Tánaiste & Minister for Enterprise, 
Trade & Employment. 
“Consumers that engage with an unauthorised mortgage 
provider may lose the protections of regulation and the 
consumer protection framework” – Minister for Finance.

INSURANCE
“The availability of insurance is crucial for businesses, in 
particular as we emerge from the pandemic and begin 
rebuilding the economy. The Government has provided 
unprecedented support to those businesses over the past 
year and we expect insurers to play their role as society 
starts to reopen. There has been substantial engagement 
with insurers in recent months. The Tánaiste and a range 
of Ministers from all Government parties were actively 
involved. The key stakeholders have been met and 
Minister of State Fleming recently concluded a series of 
engagements with the main firms” – Minister of State, Dept 
of Public Expenditure & Reform.
“The Consumer Insurance Contracts Act 2019, whereby 
people will be able to see their claims and premiums over 
the last 5 years, will come into force in September” – Pearse 
Doherty TD (SF, Donegal).
“Minister of State Fleming, in his capacity as the Chair of 
the Office to Promote Competition in the Insurance Market, 
engaged with sectoral stakeholders to understand gaps 
in the insurance market with a view to expanding the risk 
appetite of existing insurers. The Office is also involved 
in exploring opportunities for new entrants in order to 
increase the availability of insurance, including specialised 
cover in areas such as Professional Indemnity insurance. 
While the various structural factors that have contributed 
to the hardening of the Professional Indemnity Insurance 
market are primarily international in origin, implementation 
of the Action Plan should nonetheless assist in attracting 
such insurers into the Irish insurance market when it begins 
to soften again, including in the construction sector” – 
Minister for Finance.
“The 2% Insurance Compensation Fund (ICF) Levy is the 
only pure “Levy” charged on insurance premiums. This is 
charged to fund the ICF which covers the cost of claims 
in this State where an insurer goes into liquidation. This 
Levy was in place from 1984 to 1992 and was reintroduced 
in January 2012. It currently applies at a rate of 2% of 
premiums received on all non-life insurance policies and 
its purpose is primarily to repay the Exchequer for funding 
the administration of Quinn Insurance. As there is still a 
significant amount owing to the State, the Levy is likely to 
be applied for the remainder of this decade” – Minister for 
Finance.
“CBI recently announced it will conduct a deeper review of 
its mortgage measures framework over 2021 and 2022, and 
the first step will be a consultation process with individuals 
and households who experience the effect of the mortgage 
measures first hand” – Minister for Housing.
“The Motor Insurers Insolvency Compensation Fund (MIIC 
Fund) is a contribution equivalent to 2% of gross motor 

premiums which is provided by motor insurers. This is not 
considered a Levy as the decision rests with the insurance 
companies as to how this is financed, i.e., either through 
absorbing it or passing it onto consumers. This ensures 
the compensation levels payable from the ICF for third 
party motor insurance claims as a result of a motor insurer 
insolvency is aligned with that where a motorist is in a 
collision with an unidentified or uninsured driver. The rate is 
subject to an annual review and it is expected to continue 
for a number of years” – Minister for Finance.
“The number of sectors that cannot get insurance cover 
gives an indication of the scale and urgency of the supply 
issue” – Michael Lowry TD (Independent, Tipperary).
“My officials engaged about mortgage protection insurance 
with BPFI who indicated that only 0.05% of mortgage 
applications approved by its members did not proceed to 
draw-down due to a lack of mortgage protection insurance. 
It is my understanding that under Section 126 of the 
Consumer Credit Act 1995, lenders can provide a mortgage 
where a borrower may be unable to obtain MPI, or where 
such insurance is unduly costly compared to that payable 
by borrowers generally” – Minister for Finance. 
“The Personal Injury Guidelines significantly reduce award 
levels for many categories of common injuries, particularly 
those of soft tissue. Of note is that a number of common 
injuries will now move to the jurisdiction of the District Court 
rather than the Circuit Court, thus reducing associated legal 
fees. The Guidelines also provide guidance in relation to 
injuries previously not included in the Book of Quantum 
and will be used by both PIAB and the judiciary. Therefore, 
they should help to bring more certainty to claimants and 
insurers” – Minister for Finance.

PENSIONS
“The Department considered how a requirement could be 
placed on pension schemes to disclose investment in fossil 
fuels in the context of facilitating meaningful environmental 
disclosure rather than a strict requirement on pension 
scheme trustees. The adoption of additional disclosure 
requirements is being kept under review as key milestones 
in the wider regulatory framework are reached over the 
coming months and years”– Minister for Social Protection.
“Workers should have the right to retire at 65 with their 
State Pension or the freedom to remain in work if they so 
decide” - Chris Andrews TD (SF, Dublin Bay South).
“In any discussion on pensions, we need to look at one 
simple, inescapable fact, namely, people are living longer. 
We have to accept that, plan for that and budget for that, 
and make sure the resources are in place for the lifetime of 
the pension” – Minister of State, Dept of Social Protection.
“Older people in Ireland have the lowest rates of poverty of 
any age group. The State Pension is solely responsible for 
this. At any one time, approximately 85% of older people 
in Ireland would live below the poverty line if it were not 
for the State Pension. Instead, that number is generally 
between 9% and 11% and has been so for the last decade” 
– Gary Gannon TD (Soc Dems, Dublin Central).
“The Government has committed to take action on the 
recommendations from the Pensions Commission within 6 
months of receiving them” – Minister for Social Protection.

FINANCIAL REGULATION
“My local credit union is now offering mortgages, and if I am 
going to look for a mortgage or mortgage finance, there is 
only one place I will look for it. I would view it as an honour 
to owe money locally and see the profit made on my loan 
going to help other local people” – Thomas Pringle TD 
(Independent, Donegal).
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