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From September, all Brokers will be subscribed to 
the Insurance Broker programme. Your support 
is essential in enabling us to activate a greater 
marketing presence to ensure that the identity 

of Insurance Brokers is kept profiled with Irish 
consumers. We hope that all Brokers will be part 
of this journey as we increase the relevance and 
profile of Insurance Brokers in the marketplace. 
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Securing your future

Pensions Strong  
   Finish Campaign -  

Our Strong Finish Campaign will help you to build momentum  
to a strong finish for the year.

Until 14 January 2022 you can offer extra allocations or reduced 
annual management charges on single premium pension and  
ARF/AMRF products. 

We’re determined to make everything easier for brokers.  
Because when we make it easier, you do too.

Talk to your New Ireland Account Manager, visit newireland.ie/
broker or click here to find out more about these promotions.

   offering even more  
   benefits for your clients.

https://www.newireland.ie/view-document/303983-1859984_303983_Pensions_Strong_Finish_-_Retail.pdf
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Promoting, Supporting and Representing Irish Insurance and Financial Brokers

RECENT reports of insolvency arrangements 
leading to pensioners paying mortgages into their 
90’s are a stark reminder to us all about the long 
shadow that inappropriate debt can cast. Over a 
decade on from the Celtic Tiger we are still reeling 
from the aftermath driven by a change in appetite of 
new and existing lenders to the market during that 
time. 

While mortgage lending in the 1990’s was seen as 
conservative, the addition of new products such as 
100% Loan to Value (LTV) mortgages, tracker rates 
and more flexible lending criteria in the early 2000’s 
pushed the limits on affordability for the average 
borrower way beyond their means. With 100% LTV 
mortgages, deposits and evidence of repayment 
capacity were no longer an issue. Everyone wanted 
to get on the property ladder to take advantage of 
the market and make a quick profit from escalating 
house prices. 

Figures published by the Central Bank in March 
2021 showed that accounts in arrears over 10 years 
stood at 5,416 and made up 10 per cent of all PDH 
(Private Dwelling House)  accounts in arrears. Those 
in arrears between 5-10 years stood at 10,451, 
another 20% of all PDH accounts in arrears. These 
figures illustrate the long-term impact of debt on 
society. One in four long term mortgage arrears are 
over 60 years of age.

While the Central Bank macro prudential regulations 
are not without their flaws, we are in no doubt that 
some requirements are necessary to maintain a 
functioning lending market. In a submission to the 
Central Bank on its review of the macroprudential 
mortgage rules Brokers Ireland has proposed that 
the current loan to Income ratio be changed from 
the 3.5 multiple of gross salary to a percentage of 

net disposable income. The use of net disposable 
income would be a fairer mechanism and would 
help single applicants in particular borrow more 
while still being affordable.

Reading between the lines it can be anticipated that 
when the review is complete next year there is likely 
to be minimal change. In early October Deputy 
Governor of the Central Bank, Sharon Donnery 
stated that “The cost of rents, for those looking to 
access new tenancies, has undergone significant 
growth, increasing affordability issues in the face of 
a continued imbalance between the demand and 
supply of housing services. These factors provide 
important context for any decisions we make with 
respect to the measures”. 

Given the massive divergence between the cost of 
serving a mortgage and paying rent on the same 
property, with the latter being substantially higher in 
almost every area of the country, this is a welcome 
development by the Central Bank.

Millennials are paying for the sins of the past, with 
the median first-time buyer age increasing since 
2008 from 30 to 35 and the average incomes of 
first-time borrowers increasing since 2015. 

It can be argued that the rules because of their 
severity have had the unintended consequence 
of contributing to elevated rental levels, given the 
difficulty they present for those on average incomes 
achieving home ownership.

What we need is a more equitable solution to this 
issue, where borrowers are protected, and that 
home ownership is achievable for this generation.

Lessons from the past
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TRACK

IRELAND is regularly updated on developments at European 
level in relation to proposed new legislation which will 
impact our members in the future.  Brokers Ireland also has 
the opportunity to contribute to lobbying and submissions 
at an EU level to influence legislative developments at their 
inception.  

At the start of October, the European Insurance and 
Occupational Pensions Authority (EIOPA) outlined its 
strategic priorities for the coming years (2022-2024), under 
the overarching goal of “building a safe and sustainable 
EU for citizens in times of transformation”.  The following 
outlines some key aspects of the EIOPA programme which 
is relevant to members.

IDD Implementation and revision  
EIOPA is expected to publish by the end of this year its report 
on the IDD implementation. EIOPA will actively contribute 
to preparatory work in anticipation of the IDD review.  This 
would indicate, although at the time of writing it has not yet 
been announced publicly by the Commission, that the review 
of the IDD (as a whole) has been postponed until 2024/2025.  
Meanwhile, in the context of the European Commission 
CMU action plan and retail investor protection project, 
EIOPA is due to finalise by the end of April 2022 work on 
the Commission Calls for Advice regarding certain aspects 
relating to retail investor protection such as inducements 
and the suitability assessment. 

PRIIPS
In 2022, EIOPA will together with the other European 
Supervisory Authorities (ESAs), deliver technical advice to the 
Commission regarding the review of the PRIIPs Regulation.   
This will cover: 

 z A general survey on the use of the PRIIPs KID across 
the EU; 

 z The scope of the Regulation; 
 z The effectiveness of measures tackling infringements 

of the Regulation; 
 z The extent to which the Regulation is adapted to digital 

media; 
 z Input to consumer testing carried out by the 

Commission; and
 z Input to Commission market study on use of online 

calculator tools.

Commission’s Digital Package/DORA 
In light of the European Commission’s digital finance 
package, EIOPA will continue the development of an overall 
strategy to support the market and supervisory community 
in its digital transformation.  Currently work is ongoing by 
the ECON Committee (European Parliament’s Committee 
on Economic and Monetary Affairs) on Digital Operational 
Resilience (DORA) and in relation to how insurance 

intermediaries should be within its scope, it is expected that 
the Committee will vote on the package on 1 December. 

Between 2022–2024, EIOPA will assume new tasks and 
resources stemming from DORA: Focus will be on finalising 
the technical work needed for the implementation of the 
new legislative proposal which, pending final decision 
by the co-legislator, will aim to ensure that all participants 
in the financial system have the necessary safeguards in 
place to mitigate cyber-attacks and other risks, and will 
establish an oversight framework of critical ICT third-party 
service providers, including the assessment of third-party 
dependencies. 

Sustainable Finance 
EIOPA will continue to focus on the contribution of insurers 
and pension funds to sustainability – given their role as risk 
managers for the whole economy and important long-term 
investors, as well as on the impact of sustainability risks, 
and particularly climate-change risks, on their assets and 
liabilities.  EIOPA are to investigate whether a dedicated 
prudential treatment of exposures related to assets and 
activities associated substantially with environmental and/or 
social objectives would be justified as part of the Solvency 
II framework. To prevent greenwashing, EIOPA will assign 
significant importance to the promotion of sustainability 
disclosures and a sustainable conduct of business 
framework.

Solvency II
The Commission also published its proposals to review 
the Solvency II Directive at the end of September. It 
outlined targeted changes regarding proportionality (more 
small (re)insurers allowed to be exempted, more suitable 
framework for (re)insurers identified as having a low risk 
profile), in respect of rules on transparency (to better adapt 
disclosures/information required), long-term climate change 
scenario analysis and the supervision in relation to ongoing 
compliance with prudential rules and cross-border (re)
insurance business and (re)insurance groups. 

There was no proposal included regarding the introduction 
of harmonized rules at EU level for insurance guarantee 
schemes (IGS).  Appropriateness and timing for such a 
proposal in the future is being reassessed by the Commission.  

Brokers Ireland, through its membership of BIPAR, will 
continue to lobby on member’s behalf and will update 
members on progress made via our Newsletter.

Euro Zone Developments 
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Diarmuid Kelly, CEO Brokers Ireland
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DARRELL thank you for talking to Irish Broker. Can you 
tell us about your career to date?
It’s hard to believe but this is my 31st year working in the 
insurance sector. During that time, I have only worked for 
two companies - Commercial Union (now part of Aviva) 
and for the last 21 years I have been with AXA.
I have always worked on the Commercial side of the 
business in a variety of roles with Brokers, partnerships, 
and direct customers - taking me from Glasgow to 
Manchester back to Glasgow and on to London. This 
varied experience has ensured that I have a well-rounded 
view of the industry, understanding it from several 
perspectives and not just as an insurance provider.
Two years ago, I was asked to come to Ireland to add 
further impetus to AXA’s already growing Commercial 
business. At the heart of these plans has been to support 
our Brokers and clients with a broader, more compelling 
commercial insurance offering, and to continue to 
enhance the level of service and support we provide, 
focusing on simplification.
Can you tell us about the AXA operation in Ireland?
AXA Ireland is part of the AXA Group which is one of 
the world’s leading insurers with operations across the 
globe. We are the largest general insurance company in 
the Irish market with approximately €900m of premium 
income and over a million customers.  We operate across 
the island of Ireland, and we employ over 1,400 people. 
In fact, we will be celebrating over 300 years in the Irish 
market in 2022. We offer a wide range of insurance 
products including motor insurance, home insurance, 

farm insurance and insurance for businesses. We provide 
those products via intermediaries, partners and through 
a direct channel.
We strongly believe that close alignment with our 
customers and channels brings enhanced focus, agility, 
and efficiency to our business. With this in mind, in 
November 2020 we adapted our business approach 
aligning our focus around three market facing business 
units, Commercial (managed by myself), Retail Broker & 
Partnerships (Paul Nolan) and Direct Retail (Marguerite 
Brosnan).  
I am delighted to say we continue to make significant 
strides, consistently experiencing double digit year on 
year growth, entering new market segments such as 
farming where we have rapidly achieved significant 
market share supporting nearly 25,000 farms, as well as 
extending our offering for businesses, where our market 
penetration continues to grow steadily.
How do Brokers fit in to your Commercial business?
The Broker community is a key part of AXA’s ambition, 
their value has different dimensions that is broader than 
just selling policies.  In a world where risk is becoming 
more prevalent their knowledge of local markets and 
customers is vital. They are a trusted partner for both 
clients and insurers, and they keep us on our toes in terms 
of providing new and relevant solutions and enhancing 
our service and support. 
The key for me is to ensure that we are in regular contact 
with Brokers addressing their immediate needs whilst 
also understanding their long-term plans.  By taking a 
holistic approach we can help each other to achieve our 
collective ambitions.
How has AXA adapted to the post COVID-19 
environment in terms of your service level to Insurance 
Brokers and your staff? How has COVID-19 impacted 
the distribution of insurance?
The Covid-19 pandemic has had a profound impact 
on lives and livelihoods around the world.  Like most 
people I don’t think we will ever return to the way things 
were pre-2020. Over the last 20 months or so we have 
all faced personal and collective challenges and the 
experience has shown how resilient we are, individually, 
as businesses and as communities.
One of the things I am most proud of is the collective 
spirit that was so evident in AXA and the professionalism 
and skill of my colleagues and partners.  It would be too 
easy to just pass over how AXA and our Brokers worked 
together through these challenging times!  Our action 
and proactivity have made a significant difference to 
many customers. AXA provided refunds to over 600,000 

From Glasgow to Manchester to London to Dublin,  
Darrell Sansom was appointed Commercial Director 

of AXA just over two years ago, to add further impetus 
to AXA’s already growing Commercial business

Here he talks to Irish Broker about the journey, 
the impact of COVID-19 and AXA’s plans for the future 

“The Broker community is  a key part of 
AXA’s ambition, their  value has different 
dimensions that is  broader than just selling 
policies.   In a world where risk is  becoming 
more prevalent their  knowledge of local 
markets and customers is  vital.   They are a 
trusted partner for both clients and insurers, 
and they keep us on our toes in terms of 
providing new and relevant solutions and 
enhancing our service and support. 
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of its customers in the Republic of Ireland. €20 million 
in refunds were made, across the motor insurance 
customer base including retail car, motorcycle, van, and 
taxi customers. 
We implemented a range of targeted underwriting 
supports for businesses impacted by COVID-19 with 
flexibility on process or policy requirements including 
extensions of cover for working from home, deliveries, 
or changes in working arrangements which included 
reducing premiums to reflect reduced level of cover. We 
supported over 5,500 customers who found themselves 
in financial difficulty. We were also keen to play our part in 
the wider community supporting volunteering initiatives 
and partnering with Renault to provide free cars and 
insurance for nurses and doctors who returned to Ireland 
to support the HSE.
During Covid Business Interruption cover became a 
pressing issue– how has AXA managed this issue?
AXA acted quickly applying a fair, transparent, and 
proactive approach.  Two core principles underpinned 
our actions: honour all claims within the terms of existing 
policies and provide certainty and consistency to 
customers. 
On that basis, we wrote to customers and Brokers shortly 
after the first lockdown commenced to give them clarity 
and confirmation of cover and we began making claims 
payments in early June of 2020.  To date, 98% of claims 
for our Shop, Office and Surgery policies have been 
settled.
Can we have your views on the Government’s action 
plan to reduce insurance costs.
We welcome the Government commitment to reduce the 
cost of insurance and to ensure a sustainable insurance 
sector at the heart of this economy.  AXA will continue to 
do all we can to support this work. I can confirm that AXA 
has already begun passing on premium reductions to 
customers as a direct result of the decision of the Judicial 
Council in March. 

Can we have your views on consolidation in the 
insurance market?
At the outset I think it is important to say that AXA has 
always prided itself on trying to remain ahead of the 
curve and ensure that our Broker partners, no matter 
how small or large, receive the service and the product 
offerings they need to help them to be successful and 
ensure customer loyalty. 
The sector is experiencing considerable and accelerated 
consolidation.  A drive for operational efficiency is high 
on the agenda of these growing Broker firms, as they 
seek to merge different businesses. AXA’s track record 
in the agile deployment of technology and our focus on 
simplification and defined Broker propositions puts us in 
a good place to help them with these challenges.
While consolidation has gained momentum and we are 
actively working with these partners there is also still a 
significant demand for independent Brokers. AXA has a 
long tradition of working with these brokerages and is 
something that we continue to be passionate about and 
fully committed to.  
Can you comment on how technology is changing your 
business?
Digital developments are one of the main drivers 
of change for our industry, reshaping customers’ 
expectations and redefining how we meet these evolving 
needs. Such changes are no longer purely focused on 
cost control, ecommerce, or efficiency but on how we 
interpret changing client expectations, delivering 

>>> overleaf 

“AXA Ireland has committed to offsetting 
100% of the carbon emissions produced 
by all  new and existing private car 
customers this year,  at  no extra cost to 
those customers. That’s over 800,000 
vehicles!
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personalised offerings and the agility needed to bring 
products to market faster.  As a leader in our industry, 
AXA recognises the key role technological innovations 
are playing in how we work with our partners and 
customers. Being part of a global group allows us to 
leverage solutions from around the world that we adopt 
to benefit Irish Brokers.
A word of caution though, we need to be careful that we 
do not pursue ‘change for change’s sake’ but ensure that 
these developments truly deliver benefit to Brokers and 
our customers. 
Can you tell us a bit about AXA’s recent Carbon 
initiative?
This project really does make me proud to be working 
for such a forward thinking company. It goes to the heart 
of our ambition – ‘Act for Human Progress by protecting 
what matters’. 
AXA Ireland has committed to offsetting 100% of the 
carbon emissions produced by all new and existing 
private car customers this year, at no extra cost to those 
customers. That’s over 800,000 vehicles!
In addition, we are planting 600,000 native Irish trees 
across 11 locations in Ireland as part of our wider bio-

diversity ambition, providing a resource that many 
generations will benefit from.  We are working with some 
amazing partners, such as The Nature Trust and Ecologi, 
and we have some other exciting community initiatives in 
the pipeline that we hope to announce shortly. 
So, what does the future hold for AXA’s Commercial 
Division?
We’re only a couple of years into our five-year Commercial 
strategy, so there’s still a lot for us to achieve. At the heart 
of this strategy is a focused and dedicated Commercial 
business unit where I am supported by John Caird as our 
Distribution Manager, Michael Brennan as our Trading 
Manager, Graeme Baker as our Channel Manager, Brian 
Thorp as our Operations Manager and Christy Doherty as 
our Head of Agriculture. They, alongside our wider team 
of over a 100 people, work tirelessly to engage with our 
Brokers, ensuring that our current plans are deployed 
and that we are best placed to support Brokers in the 
future.
We will continue to release more Commercial products 
to make sure our Brokers have a broad range of AXA 
products to choose from across several business sectors. 
Whilst, we also want to replicate the success we’ve had 
in the agriculture sector by offering Brokers competitive, 
flexible products which have been specifically designed 
for our target sectors of choice, an example being our 
recent launch of new products and propositions for 
the Business & Personal Services sector. We also want 
to continue to develop our Broker relationships by 
delivering valuable trading and training supports that will 
benefit both AXA and our Broker partners. 
In terms of technology, continuing to make things simpler 
is a key element in our future plans.  As time becomes an 
increasingly valuable asset, helping our partners conduct 
their business in a simpler, easier, and faster way will be 
of paramount importance.
To achieve our ambition, you clearly need to have the 
best people supporting our Brokers, and I really believe 
we have the best technical, sales, service and claims 
people in the business. We’ve built up a strong and well 
justified reputation for providing excellent service to our 
Brokers and we’re determined to keep it.

“We will  continue to release more 
Commercial  products to make sure 

our Brokers have a broad range 
of AXA products to choose from 

across several  business sectors. 

“We implemented a range of targeted 
underwriting supports for businesses impacted 
by C OVID-19 with flexibility on process or policy 
requirements including extensions of  cover for 
working from home, deliveries,  or changes in 
working arrangements which included reducing 
premiums to reflect reduced level  of  cover.  We 
supported over 5,500 customers who found 
themselves in financial  difficulty. 
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OVER the years I have been a member of many 
organisations, and I have often found myself asking 
“what are they doing for me?” In many cases the 
organisation such as the LIA, Brokers Ireland, Dublin 
Chamber, Insurance Institute, etc. are working very 
hard behind the scenes. The question is do you ever 
really appreciate the stuff you don’t see, and how 
does it add value to your membership? 

One such example is the work done recently on the 
issue of the inequities that exist between public and 
private sector pensions.  Private Pensions have been 
seen in the past as a soft target for “smash and grab” 
measures such as pension levies and supertaxes.  
It is deeply inequitable that private sector workers 
should be so severely penalised by the taxation 
system in their efforts to try to generate a pension 
even approaching that of a public servant on the 
same salary which is why we recently produced a 
White Paper on the issue in partnership with ISME.

Unfortunately, in the recent Budget, the government 
seems to have ignored our calls and have not 
taken as much as one single step in the direction of 
equalising the treatment of public and private sector 
pensions. 

Looking forward, we may be facing another coalition 
Government at the next election, perhaps containing 
a Sinn Féin footprint for the first time ever. Upon 
reading Sinn Féin’s recent alternative budget, it 
strikes me that of the increases in taxation proposed, 
they are proposing to take another €387 million 
from the pensions industry. It is time that members 
let Fianna Fáil and Fine Gael know that the pensions 
industry will not be treated as a “political slush fund“, 
every time somebody wishes to raise taxes. 15% of 
Sinn Féin’s total tax increases will be levied upon 
one industry only …ours.        

Another issue, which is a key agenda item for 
Brokers Ireland is challenging over regulation. 
Members consistently highlight how they are 
unfairly impacted by regulation unsuited to their risk 
profile and how they are emersed in paperwork and 
compliance requirements. Brokers Ireland produced 
a comprehensive policy document on the area of 

Proportionate Regulation of Intermediaries in May of 
this year.  This document was sent to the Minister 
of Finance, Central Bank of Ireland and other 
policymakers and industry stakeholders to aid their 
understanding of the impact of regulation on our 
members The policy document addressed the unfair 
legislative and regulatory burden on our members 
and highlighted that a “one size fits all” approach 
to financial services regulation to be unjustifiable, 
bearing in mind the low level of systemic and 
consumer risk posed by the broking sector. It also 
illustrated that the fixed costs nature of regulation 
means that the cost of implementing legislative 
requirements disproportionately impacts small 
firms. At EU level, steps should be taken to minimize 
overlapping and conflicting regulatory requirements 
which would have a positive knock-on effect of 
reducing the volume of unnecessary documentation 
currently provided to consumers, which may assist 
in reducing costs for everyone involved.

So, in summary, we are doing all we can to “fight 
the good fight”. Hopefully the powers that be are 
listening, and if you can help by lending your voice 
and contacting your local representatives on these 
issues, I strongly encourage you to do so.

I am looking forward to updating you all in person as 
soon as it is safe to do so. 

Fighting the good fight! 

PRESIDENT’S MESSAGE
Ciaran Blackall, President, Brokers Ireland

Cantor Fitzgerald Ireland Ltd is regulated by the Central Bank of Ireland and is a member firm of Euronext Dublin and the London Stock Exchange.

For further information or to arrange a meeting contact: 
DUBLIN 01 633 3800  |  CORK 021 422 2122  |  LIMERICK 061 436 500        

www.cantorfitzgerald.ie
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Dear Sir,
I am a long-time reader of Irish Broker and generally appreciate your magazine’s diverse range of interviewees.  
It is not often that I feel compelled to put pen to paper to comment on the content of any magazine, but I must 
confess to having been wide-eyed reading the interview with Mr Stuart Gilhooly SC, erstwhile President of the Law 
Society of Ireland, (September Edition, page 10) and a frequent media commentator on matters pertaining to the 
insurance industry. I understand that this interview was carried out remotely and Mr Gilhooly was merely answering 
the questions he was asked; however, Mr Gilhooly’s interview responses absolutely require an answering voice 
from the insurance industry and should not be left unchallenged.  

Mr Gilhooly quite simply fails to recognise what those working in the insurance industry are all too aware of: that in 
the past, in Ireland, insurance was being sold too cheaply. PMPA, Setanta, Quinn – what these companies have in 
common is that they went to the wall because their policies were under-priced. I reckon that right now, about 7% of 
all our motor premiums are paid for the privilege of not being insured with such companies. 

There are many things on which the Insurance Broking community can criticise insurers, whether that be poor 
service to the Insurance Broker channel, differential pricing, price walking and also, at times, claims service to 
clients. In my opinion, the cost of insurance is not something on which insurers can be taken to task.  I saw a home 
insurance renewal in recent days that was one third of what it was twenty years ago!  

Mr Gilhooly states that insurers are making “excessive profits”: excessive in what way, exactly? (And, one might 
add, in comparison to whom? To banks, accountants, the legal profession?) He manifestly does not understand the 
principles of underwriting. When one considers the amount of capital deployed and particularly when the return on 
capital is examined, it may be viewed as modest, when taken alongside the exposure to potentially significant losses 
and the fact that these losses must be covered, as well as making a return on the capital. The bottom line is that the 
profits are not excessive. Let us not forget that in recent memory RSA had to recapitalise its Irish operation to the 
tune of €400m. And now consider the supposedly “excessive profits” of the total Irish motor insurance industry of 
€142m.   And yet Mr Gilhooly wants new entrants to the Irish market, to partake of the “super profits to be made” 
and thinks that, “any insurer holding back needs its head examined”. Frankly, it is Mr Gilhooly who needs his head 
examined. Insurance Brokers and our clients are only too aware that we cannot keep the insurers we have!  We 
have no markets whatsoever for a lot of leisure-related risks. Hostels, childcare, bouncy castles, playcentres, water 
activities …the list is endless! 

I am providing an extract from one of my firm’s more recent motor claims settlement letters (Sept 21):

We refer to the motor accident involving insured on **/**/2017. All the claims have now been settled. Our total 
outlay is €646,280.64.
The break down is-
Insured AD claim €1,116.87
TP front passenger €110,057.16  (€66,775 & costs)
TP driver €497,131.70  (€350,000 & costs)
TP rear passenger €37,548.45  (€34,675 & costs)
Misc. expenses €426.46
You might advise the insured accordingly. If you require any further clarification, please contact the writer.

This claim was four years ago, and liability was not disputed, only quantum. Nice costs, if you can get them and 
almost 30%, or am I being facetious?

We routinely see legal costs constituting a significant portion of the cost of claims, such that comments like, “legal 
costs are a small fraction of the cost of claims….it’s hard to see how litigation costs can be playing any real role”, 
and, “cost of litigation is a tiny component of the cost of premium”, do not stand up to scrutiny. 

Has Mr Gilhooly nothing constructive to say about the impact that the legal profession has on the cost of claims, or 
the length of time it takes to get claims resolved, even in cases where liability is not in dispute? 

To borrow and repurpose a line from his own interview responses, it is Mr Gilhooly’s tiresome narrative about the 
insurance industry that needs to be challenged for the loathsome nonsense it quite clearly is.

Yours faithfully,
Paul Kavanagh, CEO and MD,
McCarthy Insurance Group.

Letter to the EDITOR

retail insurance
Our online SME Retail package is suitable for most types of 
independently owned retail businesses. From restaurants to 
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for your clients today. To access the allianzbroker.com website you need to have a registered username & password linked to your agency 
number. If you don’t have one, please contact your Customer Relationship Representative and they will be happy to provide one for you.
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CAHIR, thank you for talking to Irish Broker, can you tell 
us about your career to date? 
I joined AIG in 2007 as a Senior Professional Indemnity 
Underwriter having previously worked in Marsh for seven 
years specialising in Financial Lines. In 2008, I left AIG 
to join Hiscox where I was responsible for their book in 
Ireland across all lines. I then re-joined AIG in 2010 as 
the Deputy Property & Energy Manager and was later 
promoted to the role of Property & Energy Manager. I have 
been in my current role as Head of Property & Specialty 
Lines since 2016. 

What is AIG’s vision for Commercial Property?
Our vision is for AIG to be the preferred and go to market 
for large corporate clients. We are looking to ensure that 
the portfolio is balanced against pricing quality, volatility 
and occupancy mix in order to continue to be a stable 
Property Insurance partner long into the future. 

Can you tell us about AIG’s Commercial Property 
capabilities & appetite?
We can provide capacity for most Property occupancies 
based on standard underwriting information. We can also 
provide lead and non-lead lines for property clients. 
In terms of our appetite, we are considering all 
occupancies; however, the deployment of our capacity is 
dependent on: 

 z Risk Quality 
 z Loss Experience 
 z Program Conditions and Pricing 
 z Commitment to Risk Management Principles and 

Acceptable Account Pricing 
 z Occupancy Hazard

Are there particular industries where AIG would explore 
lead lines?
We have a track record of providing lead lines on well-
engineered risks with an active risk management 
philosophy in occupancies such as Financial Institutions, 
Multinational, Manufacturing, Retail, Hotels, Real Estate, 
Health & Education and non-lead lines and excess layers 
for clients in occupancies which have traditionally been 
viewed as High Hazard. We can also provide 100% 
fronting options (dependent on underwriting criteria).

How does AIG differentiate from the rest of the market 
in terms of Commercial Property Insurance?
We differentiate from the market across multiple elements 
including:

 z We have the largest multinational network, captive 
and global fronting capabilities & insights into multiple 
industries on a global scale.

 z We have an extensive network of AIG Property Risk 
Engineers worldwide, helping our clients avoid & 
minimize losses. They also help our clients in terms of 
identifying potential vulnerabilities. 

 z Our broad mix of insured occupancy appetite provides 
brokers with a greater opportunity to place business. 
It also enables us to provide risk knowledge across 
multiple industries compared to a specialty carrier. 

 z Our Claims Promise - After coverage for a large 
property loss is confirmed we advance up to 50% of 
the agreed Property loss estimate within 7 days. 

 z We are continuously developing new products 
addressing the evolving risk landscape and providing 
thought leadership expertise on risk mitigation. 

Can you tell us a bit more about your team?
We have a fantastic team working hard to ensure our broker 
partners & clients get the Property coverage they require. 
There are six members on the team including myself, two 
Assistant Managers for Property, a Senior Property and 
Marine Underwriter and two Property Underwriters with 
accumulative property underwriting experience of over 
100 years. We’re here to help so please reach out to your 
AIG Property or Business Development Contact for more 
information. 

Interview with Cahir Doherty, Head of Property 
& Specialty Lines, AIG Ireland

“Our vision is  for AIG to be the 
preferred and go to market for 
large corporate clients.

AIG provide insurance solutions to a wide range of industry segments including 

Financial Institutions, Communications, Healthcare, Infrastructure, Education and 

Terrorism Protection. We stand by our clients when they need us most with 

our property claims promise. After coverage for a large property loss 

is confi rmed we advance up to 50% of the agreed loss estimate 

within 7 days. 

Commercial Property

For more information, please visit www.aig.ie/business

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.
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THIS new TY Literacy Programme sounds like a great 
new Financial Broker initiative, tell us a bit about the 
programme? 

The aim of Future Financial Experts is to help ‘bridge 
the gap’ in communicating prudent financial planning 
to students and create awareness around the basic 
concepts of how good financial skills can help to 
empower young people in managing their finances 
more efficiently and reduce personal debt in the future.  
It has been well documented that fostering good 
personal finance habits and money management when 
young, can result in being better able to handle finances 
as adults. The Future Financial Experts programme will 
be developed as a way of reaching out to a younger 
audience through a structured educational programme 
in secondary schools.  

Corporate Social responsibility (CSR) is also an important 
and meaningful engagement route and being able to 
offer a financial literacy programme for students through 
Financial Brokers is a really positive endorsement for the 
brand in terms of building public perception, goodwill, 
trust and reputational association.  

The programme will be delivered to schools through a 
defined financial literacy programme via four modules 
which have been designed to deliver key learning 
principles and skills to TY students in schools.  It’s a really 
exciting new initiative for the Financial Broker brand 
and Brokers Ireland. Niamh Hayes, Communication’s 
Manager in Brokers Ireland is managing the project and 
we are really excited to get started on educating the 
next generation of Financial Experts. 

How will the programme be managed through 
Financial Broker and Secondary Schools? 

The TY literacy programme will be delivered directly by 
Financial Broker volunteers who will receive full training 
to deliver the required modules and mentor TY students. 
The ‘train the trainer’ aspect of the programme will be 
coordinated by Brokers Ireland and made available to 
Financial Brokers over a prescribed number of module 
sessions.  Once Financial Brokers have successfully 
completed this training, they in turn will deliver the 

programme to local secondary schools within their 
jurisdictions.

The project will be centrally managed and promoted by 
Brokers Ireland to schools, TY coordinators and students.  
Once a school registers their interest in participating 
on the programme, they will have access to download 
various materials like template tutoring guides and 
promotional information for their students.  The school 
will also be provided with contact details of a local 
Financial Broker who has been trained and approved 
as a mentor for the programme. Financial Brokers can 
also directly set up mentoring sessions with their local 
schools once they have completed their training.      

What type of topics will Financial Brokers be expected 
to teach in class?

Given the age profile of our student audiences, we want 
the Literacy Programme to be as engaging and interactive 
as possible to keep this demographic involved.   There 
will be extensive use of relevant imagery, graphics and 
video where appropriate. The goal will be to make the 
sessions as collaborative as possible, through discussion 
points, questions, surveying the room and keeping 
the format light and informal. The course content was 
drafted by Eamonn Twomey with input from Financial 
Brokers and Eamonn will also be giving the training to 
Brokers on the delivery of the modules.  

Financial Brokers who complete the training, will 
be provided with a PowerPoint presentation and 
accompanying script for each module which will include 
a range of visual, video and graphical depictions so that 
each hour-long teaching module, flows easily and is a 
two way communication format.  

The four modules will each be delivered over a series 
of 4 x 40 minute classroom periods and will include 
the following topics: Day-to-day money management; 
Saving and investing; Understanding and managing 
debt; Positive behaviours of financial experts.  Our goal 
is that when each student completes the four modules, 
that they will come away with a sense of understanding 
around the principles of money; investing; debt and 
prudent financial skills which will help to create good 
lifelong financial habits.    

How important is teaching Financial Literacy to 
students? 

The economy of tomorrow is dependent on the financial 
and business skills we pass on to the next generation. 
Students can benefit by starting this education at a young 
age and being aware of the positive consequences of 
healthy financial choices through different life stages. We 
all have a part to play in this training, it’s simply too easy 
to be critical about the younger generation’s fixation with 
digital screens and social media engagement. The Future 

Educational Literacy Initiative for TY Students

“We are really appealing to Financial 
Brokers to get involved with the 
Future Financial  Experts programme. 
Financial  Brokers will  be encouraged 
to reach out to deliver the programme 
to schools in their  locality.

Interview with Rachel McGovern, Financial Services Director, 
Brokers Ireland on the new Financial Broker Future Financial 
Expert, Educational Literacy Initiative for TY students. 
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Financial Experts financial literacy programme provides 
Financial Brokers with a worthwhile opportunity to get 
involved by interacting with students in the classroom 
and converting theory into realistic takeaways through 
best practice methodologies. 

Most sixteen year old’s don’t think too far ahead, 
particularly when it comes to personal finances and 
this programme aims to instil a good grasp and 
understanding around the principals of personal 
finances, managing debt and future financial planning.  
For example, one of the programme’s exercises asks 
students to write up a brief three-year financial plan by 
addressing their financial targets and how they plan to 
achieve personal goals like post leaving holiday; buying 
their first car; paying their mobile phone bills etc.  

We plan to give students numerous real life practical 
activities to managing their money and get them to 
think of ways to reduce unnecessary expenditures.  We 
are very cognisant that the content and delivery of the 
programme needs to be relatable and realistic for a 
student audience.  

What will Financial Broker gain by taking part in the 
programme?

There are so many tangible benefits to this programme 
that it really is an ‘all-round’ good news endorsement for 
the Financial Broker brand. The programme will promote 
the message of practical financial planning through a 
hands-on learning educational initiative; create positive 
PR opportunities through industry, media and younger 
audiences; nurture future ‘Financial Brokers’ – through 
encouraging new, young entrants into the industry and 
generally advocate good financial practice through 
educational awareness aimed at the next generation of 
consumers. 

For individual Financial Brokers who participate and get 
involved in the programme, there are also widespread 
benefits which include: 

 z Financial Brokers actively engage with a new and 
younger demographic through classroom teaching

 z Build trust and confidence with a new cohort of 
consumers in a practical, collaborative way

 z Community based, volunteer activism and 
connectivity for Financial Brokers with local schools 
and students

 z Improve profile, awareness and perception of the 
role of Financial Brokers in the community

NEXT STEPS - What do Financial Brokers need to do to 
participate on the ‘Train the Trainer’ programme?

The initial implementation of the programme in 
classrooms is expected to be made available to schools 
from February 2022. Any Financial Brokers who wish 
to mentor in schools will be required to attend the full 
four week ‘train the trainer’ programme which will be 
delivered online to Brokers from January 2022 and will 
be free for Financial Brokers to participate on. Brokers 
who register and complete the full training programme 
(4 sessions) will be expected to actively commit to 
delivering the project to local schools.  The programme 
will be promoted to schools jointly by Brokers Ireland 
and Financial Brokers who will be encouraged to reach 
out to deliver the programme to schools in their locality.

We are really appealing to Financial Brokers to get 
involved with the Future Financial Experts programme. 
The more Brokers who participate on the programme, 
the greater the reach and value of this worthwhile and 
hugely beneficial financial literacy initiative will be in 
what we are trying to achieve with students.  Helping 
students make better financial decisions and learning 
new skills that will have life-long implications for their 
future finances is hugely motivating for all concerned.   

For Financial Brokers interested in participating on 
programme, either call or email Brokers Ireland on 
info@brokersireland.ie for further information. 
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IN this article, Eamonn Duggan, Regional Sales Manager 
Dublin at Aviva Life & Pensions Ireland, provides insight 
on how Aviva’s Investment Bond may be able to provide 
the potential returns your corporate clients want.
It makes sense for your clients to hold some of the cash 
on their balance sheet to meet short term cash flow 
needs. However, holding all of their surplus cash on 
deposit may be inefficient and have a negative impact 
on their balance sheet as:    

 z Corporate deposit rates are at historic lows: With 
a number of banks now offering negative interest 
rates and the highest five year fixed term deposit 
AER is 0.1% (source: Bonkers.ie 11 October 2021)

 z Inflation is eating into the value of their investments:  
Ireland’s annual inflation rate increased 2.8% in 
August of 2021 (Source: Trading Economics 11 
October 2021).  With interest rates at historic lows, 
returns on deposit  accounts are not keeping pace 
with inflation eating into the real value of your 
client’s balance sheet.

Is there a better solution?
If you want to give your corporate client’s surplus money 
the potential to work harder than deposits, the potential 
to outperform inflation, now may be the right time to 
speak with them about Corporate Investment Bond from 
Aviva.  When your client invests in Investment Bond, 
their money will be invested in a fund to match the risk 
profile they are comfortable to take. This means it will 
have strong growth potential, particularly over the long-
term.  Aviva offers your clients access to a broad range 
of funds across the risk spectrum, asset classes and from 
a range of leading global fund managers. The following 
chart shows how lump sum investors in some of Aviva’s 
more popular funds have posted strong returns over a 
five year period.

Why now is the time to talk to your corporate clients?
With a number of companies having their tax year end at 
31st December, this will create a focus amongst Company 
Directors of the need to put the balance sheet to work 
to generate non-trading income, historically provided by 
deposits. Putting the right investment strategy in place 
now, will start to address these issues ahead of their 
financial year end. 

Why Aviva for Corporate Investments?
Investments tailored to you 
We offer different ways for your clients to invest, each 
with different options and risk levels. So whether they 
want a ready-made multi-asset fund or they want to 
work with you to create and manage a portfolio by 
choosing funds, or they want to mix and match between 
our ranges, we offer the solution. 
A broad range of sustainable investments
We offer funds that are put together with responsible 
investing principles in mind. Helping your client’s 
company’s money do good in the world, with the 
opportunity to be rewarded for their efforts too.
Easy access options available
With Investment Bond Option C, D, and E, there are no 
early exit charges. This means, your corporate clients 
have the peace of mind of knowing that they can bring 
some or all of the cash back onto their company’s 
balance sheet at any time without penalty. 
A trusted provider
Around the world, Aviva provides around 18 million 
customers with insurance, savings and investment 
products in our core markets (UK, Canada, Ireland) in 
2020. We’re one of Ireland’s leading financial services 
companies, employing 1,650 people across our three 
locations in Dublin, Galway and Cork.

Talk to your Account Manager today. 
Visit avivabroker.ie
The information in this article does not constitute investment 
advice. It does not take into account the investment objectives, 
financial position or needs of any particular investor. Before making 
an investment decision, clients consult suitably qualified and 
independent investment, taxation and regulatory advisors to discuss 
their specific situation and investment objectives. The investment 
strategies and risk profiles outlined in this document may not be 
suitable for your specific investment needs. 

Your corporate clients work hard. Their money should too. 

Eamonn 
Duggan, 
Regional Sales 
Manager Dublin 
at Aviva Life 
& Pensions 
Ireland

Source: Longboat Analytics. The returns quoted include the reinvestment of net income, are net of trading costs and net of an annual management 
charges of 1% for the High Yield Equity Fund, Multi-Asset Fund Strategic,  0.5% for the Merrion Multi-Asset 70 Fund, 0.95% for the L&G Multi-Index 
Fund IV and L&G Multi-Index V Fund, 1.13% for the Stewardship Fund, and 0.75% for the Compass Cautious Fund. For details of the charges applicable 
on your fund selection contact your Financial Broker. Other insurance contract charges apply and as such the returns shown do not represent the 
returns on insurance contracts linked to these funds. Details of all charges for a particular product are available on request.

Warning: Past performance is not a reliable guide to future 
performance.
Warning: The value of your investment may go down as well 
as up.
Warning: If you invest in this fund/product you may lose 
some or all of the money you invest.
Warning: These funds/products may be affected by changes 
in currency exchange rates.
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FORMER US President Ronald Reagan 
once commented that ‘inflation is as 
violent as a mugger, as frightening as 
an armed robber and as deadly as a hit 
man’.
In hindsight his perspective (or perhaps hyperbole) was 
understandable, given the market experience of the late 
1970s and then 1980 when US inflation peaked at 15% 
just as he took office. 

Clearly the environment today isn’t comparable to those 
dark days of elevated inflation in the 1970’s and yet it is 
clear that the topic of inflation has dominated investing 
conversations and debate in 2021. With the worst effects 
of the pandemic receding this year, supported by ultra-
accommodative Central Banks and fiscal injections by 
governments – global growth and inflation have moved 
sharply higher. 

US inflation as measured by the consumer price index 
(CPI), the most widely followed indicator of prices, has 
increased significantly in recent months - now hovering 
at a 13-year high. The year-on-year change in CPI has 
now been above 5% for the last 5 months, a notable 
change in trend given the fact that US inflation has 
averaged closer to 2% over the last quarter of a century. 
In effect, inflation has been a silent thief (rather than a 
mugger) over this period, slowly eroding real savings 
and chipping away at investment returns.

Closer to home, the extreme surge in European gas 
prices has forced Irish energy providers to raise prices 
that will result in materially higher energy bills for us all 
this winter, a tangible example of inflation in action. 

How long might this higher inflation trend persist?

The consensus narrative, propagated primarily by 
global Central Banks over the last 12 months, is that 
these inflationary pressures are a ‘transitory’ challenge, 
reflecting pandemic-related forces.  However, this view 
has increasingly come under pressure. While supply 
chain disruptions and bottlenecks are lasting longer 
than initially anticipated, new price pressures, most 
notably within the energy markets (and more recently 
housing) have appeared. 

Investors are now struggling to understand the extent 
to which upward price pressures could transition to 
become more persistent inflation that broadens out 
beyond sectors most impacted by the pandemic and 
more importantly, the timing of Central Banks response 
functions. 

So, what can investors do to manage the risk that 
inflation becomes stickier and more persistent than 
currently forecast? 

In the first instance it is important to highlight that 
forecasting inflation is almost impossible. Near term 
upward pressure will continue to battle the longer-
term deflationary forces of debt, demographics and 
technology. That said, prudent investors can incorporate 
diversification as a tool to navigate differing potential 
outcomes.In the past, investors have primarily addressed 
the threat of inflation via asset allocation (diversifying 
across asset markets). For example, investors concerned 

about higher inflation might overweight asset classes 
such as equities, commodities (including gold) and 
real estate and avoid or underweight bonds and cash. 
According to a recent survey of investors by JP Morgan, 
47% of respondents believe commodities are the most 
effective security against inflation, followed by equities 
(27%). 

Commodity indices have surged in 2021 while equity 
markets also appear to have already discounted the 
changing inflationary environment. Equity leadership 
year to date is heavily tilted toward sectors that benefit 
from a rising inflationary backdrop e.g., Energy and 
Financials. However, it is also apparent that other asset 
classes (bonds in particular) are yet to meaningfully 
incorporate the growing risk of higher (and stickier) 
inflation. 

This is very important because bonds (and cash) are 
often viewed as casualties of rising inflation. The role of 
bonds in multi asset funds, a very popular fund choice 
with investors in recent years, is something that in our 
view warrants increased scrutiny. Typically, the role of 
bonds is to serve as a low-risk, diversifying anchor that 
protects principal and generates return mainly from 
income. In addition, a low correlation between stocks & 
bonds is one of the bedrocks of portfolio diversification. 

Bonds have enjoyed a multi decade bull market 
(supporting the strong returns of multi-asset funds) 
but now face a very different outlook ahead given that 
starting yields are so low (and indeed in many cases 
negative) while the largely fixed nature of their coupons 
is negatively exposed to rising inflation.

Our analysis suggests that the average allocation 
to bonds within ESMA 3 Funds available via the Life 
platforms is around 50%. The average allocation within 
ESMA 4 is 30%. Therefore, the future performance of 
bonds (linked to what happens to inflation) is likely to 
have a significant impact on overall fund performances. 

In contrast, over the long-term equities tend to be a good 
investment even in a rising inflationary environment 
because companies can raise prices for their products 
when their costs increase. Higher prices frequently 
translate into higher earnings, supporting share prices. 

How are the Goodbody Dividend Income Funds (GDI 
3 & GDI 4) positioned to address inflation concerns?

Goodbody Asset Management is an ACTIVE fund 
manager and as such, we endeavour to position our 
multi asset funds to manage risks such as inflation. The 
two main asset classes within the multi asset funds are 
equities and bonds (government and corporate).

Inflation asking questions of Multi Asset Funds

Paul O’Brien 
CFA, Head of 
Investments, 
Goodbody Asset 
Management

“With the worst effects of  the 
pandemic receding this year, 
supported by ultra-accommodative 
Central  Banks and fiscal  injections 
by governments – global growth and 
inflation have moved sharply higher. 
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Within equities, we invest in 35 to 40 dividend paying 
companies. Whilst the dividend yield on our equities is 
not significantly higher than the overall market, we place 
a greater emphasis upon companies that historically 
have grown their dividend payout by double digits each 
year. The potential for robust growth in dividend payouts 
should be an attractive proposition for income seeking 
investors to help off-set the threats of rising inflation.

Within our bond allocations, we actively manage both 
the maturity and the mix between government and 
corporate bonds. We currently have a strong bias 
towards shorter maturity bonds and the prices of these 
bonds are typically less impacted by rising inflation 
concerns.  We have also increased our exposure within 
our bonds towards corporate bonds and more recently 
we have added to our exposure of European bank 
bonds. Banks historically benefit from rising bond yields 
as it helps increase their lending margins.

While the existing debate on inflation is unlikely to be 
settled until at least H1 2022, reviewing current asset 
exposure and understanding positioning is a must for 
investors. After all, while beating the silent thief over 
the long term is important, side stepping the potential 
mugger around the corner is essential. 

For more information about the Goodbody Asset 
Management suite of funds, please talk to your 
New Ireland Account Manager. For the latest fund 
performance information please visit
fundcentre.newireland.ie

While great care has been taken in its preparation, this document is 
of a general nature and should not be relied on in relation to specific 
issues without appropriate financial, insurance, investment or other 
professional advice. The content of this document is for information 
purposes only and does not constitute an offer or recommendation 
to buy or sell any
Investment/Pensions or to subscribe to any investment management 
advisory service.
Goodbody Stockbrokers, trading as Goodbody, is regulated by the 
Central Bank of Ireland
New Ireland Assurance Company plc is regulated by the Central 
Bank of Ireland. A member of Bank of Ireland Group. New Ireland 
may hold units in the fund mentioned on its own account from time 
to time.

Aviva provides free retail unit to SME in 
Blackrock Village Centre
AVIVA Life & Pensions Ireland DAC (Aviva) has announced 
that Ambr Eyewear, run by Sacha Cahill and Dan Nugent, 
has secured a prime retail unit in its newly refurbished 
Blackrock Village Centre in Blackrock, Co Dublin 
following an open competition.  The six-month rent free 
lease has been provided as part of the ‘support local’ 
campaign by Champion Green with a focus on working 
to support small local businesses and start-ups and to 
encourage consumer support for local producers and 
service providers.  Over 50 small business owners across 
Ireland entered the competition to have a rent-free retail 
outlet. 
Last year Aviva provided a short-term lease of a retail unit 
on St Stephen’s Green in Dublin to fashion designers, 
Jill & Gill, as part of the Champion Green scheme. In 
between the lockdowns, the design duo found the 
experience hugely positive, allowing them to understand 
the potential of a retail space for a small brand, but 
without the overheads.  Jill & Gill could focus on building 
brand awareness, showcasing their product to existing 
customers, and developing new customers.  They also 
achieved 100% sales growth, both online and instore, 
over the four weeks in December last year.  
The judging panel for the competition included Carina 
Galavan, Property Fund Specialist at Aviva, Duncan 
Graham, Managing Director of Retail Excellence and, 
Irish retailing legend, Marian O’Gorman, Chairperson of 
Kilkenny Design and Champion Green founder.   Ambr 
Eyewear impressed the judges with their range of 
fashionable glasses, designed to help protect from the 
damage of blue light, for those frequently using screens.  
The excited small business owners are now preparing to 
stock the new retail outlet, which comes rent free for six 
months, including over the important festive shopping 
period.
In congratulating the winners, Carina Galavan said: “We 
are delighted to once again support Champion Green’s 

‘support local’ initiative by providing a six-month lease 
rent and rates-free in our newly refurbished Blackrock 
Village Centre to Ambr Eyewear.  Following the open call 
to small businesses, we were very impressed with this 
entry, especially their business model and enthusiasm to 
expand consumer reach with a bricks and mortar retail 
presence.  Ambr Eyewear will no doubt complement the 
range of retail outlets operating in the Centre, with their 
innovative product, and we would encourage customers 
to visit and to support local when they can”.
Duncan Graham who chaired the judging panel said: 
“Sacha and Dan from Ambr Eyewear have a real passion 
for their product and have already established a solid 
business online.  They are now looking for this opportunity 
to showcase their range in a retail setting.  They are 
located locally, have plenty of excellent product, a good 
supply infrastructure and an infectious desire to succeed”.

Carina Galavan, Property Fund Specialist at Aviva Life and 
Pensions with Sacha Cahill and Dan Nugent, co-founders 
of Ambr Eyewear and Duncan Graham, Managing Director 
of Retail Excellence.



Type Area

Optis Insurance are one of the 
leading suppliers of both wholesale 
and London market placement 
facilities in the Irish market.

Our extensive range of packaged products 
are delivered via our easy-to-use web portal 
which offers end-to-end quote, referral and 
bind options.

As a member company of PIB Group we are 
pleased to have taken transfer of Citynet 
Insurance Brokers’ Irish book of business to 
ensure brokers can continue to place risks 
into Lloyd’s.

We are now a Lloyd’s Broker and have 
opened a UK Branch to continue servicing 
our clients and allow placement of your EEA 
business without disruption.

Optis Insurances Limited t/a Optis Insurance is regulated by the Central 
Bank of Ireland. Unit 1, Knightsbrook Square, Knightsbrook, Trim, Co. 
Meath C15 AN81.  (046) 948 1667 / optisweb.com / info@optis.ie

046 948 1667
  info@optis.ie

Casualty & Property 
Bespoke solutions to unusual 
challenges and hard-to-place risks

Motor Fleet
Long-standing relationship with a 
large range of specialty insurers

Professional Risks
Comprehensive insurance packages 
available

Liability
Excellent service & specialist 
knowledge

Your 
Trusted 
Partner
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STATEMENTS that could have come from any of your 
clients or their family members? 
If so, then now you may have the tools to help them lay 
the foundations for their future.
Building a deposit
Raising a minimum of 10% of the value of a new house 
(first time buyer) is now the minimum requirement for 
getting on the housing ladder. The key to building up 
that deposit is to start saving sooner, rather than later. 
So, whether your client is saving for their own home, 
or looking to set money aside to help their children get 
on the property ladder, they will certainly now need 
the advice of a Financial Broker to help them turn their 
dreams into a financial reality.
Unfortunately, with house prices still rising many 
people feel that owning their own home is beyond their 
immediate reach. However, with adequate planning 
and advice around recognised saving and investment 
principles, the necessary funds can be accumulated to 
secure that vital deposit for a property in the future.
Small actions can have great impact
Starting or maintaining this savings habit has of course 
two real advantages. Small steps can obviously help to 
build up large savings funds but allied to this is that your 
client will also have demonstrated the savings habit to 
any future potential lenders.
With outgoings at a premium, perhaps the only way for 
some clients to achieve their dream is by firstly applying 
simple changes to their spending habits, followed by 
setting aside a contribution to a Regular Savings Plan 
which will meet their own Cash Target of a house deposit 
in 5,7,10 years or longer. 
Zurich have been assisting clients to meet their savings 
needs for the last 30 years, developing a range of 
Regular Savings Plans targeting future cash goals, 
whatever they may be. But we also now have all the 
support tools available to help your clients make that 
journey towards their dream home. 
4 step plan
Step 1 - Budget Calculator
Using the Zurich budget calculator will enable your 
clients work out what their monthly income and expenses 
are and how much they have available to save. It will 
encourage them to consider areas where cost savings 
can be made and consequently provide funds toward 
building their house deposit.

Step 2 - Savings Calculator
The Savings calculator helps your client work out how 
much they need to save each month to meet their goals. 
So whether it’s for your own clients, or their children, 
you can help them estimate the costs of matching an 
estimated future house deposit with the desired cash 
sum.
Step 3 – Client Reports
Zurich’s Online Client Financial Report can provide the 
perfect professional recommendation for your client, 
explaining and demonstrating how they can build the 
foundations for that all important house deposit in the 
future.
Step 4 – Online Apply
Simply use Zurich’s Signature Free Online process and 
you have now set your client on the journey towards 
their dream home. They can also see their funds build 
up through their own client centre access.
The Prisma multi-asset fund range from Zurich
We believe that the funds you are invested in should be 
the bedrock of your client’s savings plan. As an active 
investment manager, we are conscious of the need to 
invest your clients’ funds responsibly. Our responsible 
investment strategy aims to create sustainable value 
with the core objective of doing well and doing good. By 
investing in the Prisma range through a Regular Savings 
plan your clients can benefit from strong investment 
performance, great active management and competitive 
pricing, all backed by the local expertise of Zurich 
Investments and the global strength and security of the 
Zurich Insurance Group.  
The above online tools are just some of the supports 
Zurich can provide to assist your clients on their journey. 
You can find out more information by speaking to your 
Zurich Broker Consultant or visiting zurichbroker.ie

Warning: If you invest in this product you may lose some or all 
of the money you invest. 
Warning: Past performance is not a reliable guide to future 
performance
Warning: The value of your investment may go down as well 
as up. 
Warning: Benefits may be affected by changes in currency 
exchange rates.

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

Helping your clients onto the property ladder

Austin Stack, 
Zurich Area 
Manager“As house prices increase, my savings 

are depleting thanks to negative 
interest rates. How can I  boost my 
savings to match the deposit  required 
to even apply for a mortgage?”

“Our children are stil l  l iving at home, as they 
cannot afford rent and they have insufficient 
savings available to even apply for a mortgage.”

“I’m now in my mid-thirties and don’t  think 
I  will  ever be able to buy my own house.”
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BRIAN, many thanks for talking to Irish Broker. You were 
appointed Managing Director of Commercial Lines with 
Aviva Insurance Ireland in August. Can you tell us about 
your career to date?
Thank you, I am delighted to have the opportunity to lead 
Aviva’s Commercial Lines business in Ireland, particularly 
given the exciting and ambitious plans that we have to 
further develop our footprint in this sector. I have been with 
Aviva for the past 10 years working in various management 
roles across underwriting, product and pricing, as well as a 
brief stint in sales when I headed up the Corporate Partners 
function. Prior to joining Aviva, I was Head of Underwriting 
Services at HSBC’s global customer reinsurance company, 
HSBC Re. However, it was in the first 10 years of my career 
that I really learned about the insurance business and the 
vital role that insurance brokers play as I worked with various 
brokers in Dublin including Glennon’s, Arachas, Alan Tierney 
and Partners, Aston Lark and McGivern Flynn. Working as 
a broker was a great grounding for me in insurance and 
taught me the importance of the broker insurer relationship, 
a relationship I now fully understand from both sides of the 
table and so value greatly.  
Following on from your previous role with Aviva as Chief 
Underwriting Officer, what will be the focus of your new 
role?
I think the clue is in the question, focus. This new role allows 
me to focus 100% on the commercial lines business, including 
brokers, customers, new products and ensuring that our 
service levels are aligned with brokers’ expectations of us. We 
have exciting investment plans that will benefit brokers and 
their clients that will be rolled out from Q1, 2022, including 
a revamped Fast Trade proposition. We also have a number 
of new products in the pipeline for next year including Cyber, 
Latent Defects and Renewables propositions. In essence, 
this new role allows me to focus on supporting our brokers 
win in the commercial lines space while also supporting my 
commercial lines colleagues to deliver the best products and 
service to the Irish market.
We understand that you have been busy recruiting some 
new senior hires into your team, can you update us on 
these?
I have been very fortunate to have some of the best 
underwriting talent working with me over the 10 years I 
have been with Aviva. Many of these Michael Bannon, Mark 
Callaghan, Derek Quilligan, Kieran Mulvey, Michael Connolly 
& Karen O’Regan continue to support me as part of my senior 

leadership team. Anna Byrne leads our Risk Management 
team, Emma Clancy our Reinsurance and Underwriting 
Effectiveness team, Simon Quinn heads up Financial Lines 
and Cora Ciechanowicz, our Commercial Lines Pricing Lead, 
comprise the remainder of the senior leadership team.  We 
have also added some fantastic new talent to our team who 
are well known to brokers. Michelle Boland has joined us in 
Financial Lines to lead our new Cyber proposition coming 
in 2022 and Marcus Shipley has joined our new DUA and 
Schemes team to help us grow our market share in that sector. 
What are the key priorities for Aviva in Commercial Lines 
and can brokers expect any changes or new products?
Aviva has always enjoyed fantastic support from the broker 
market, and this continues as we have seen strong year 
on year growth across all our commercial products. As I 
highlighted, the new year will see new products being made 
available to our brokers such as Cyber, Latent Defects, and 
Renewables. We hope to continue to build our market share 
in the mid and large risks market on both our commercial 
combined product, Trademark, and our Fleet product, where 
our premium sustainability model has been warmly received 
by our large fleet customers. Our construction team led 
by Patrick Dunne Geraghty continues to go from strength 
to strength and we provide ongoing support to brokers 
with local capacity in this area. Our Fast Trade platform is 
undergoing a long overdue refresh in early 2022 and we plan 
on relaunching our existing office product in Q1 2022 with 
Shops and Property owners to follow shortly thereafter. This is 
a complete overhaul to bring the Fast Trade platform to best 
in class, making it more competitive and, more importantly, 
easier to do business on. We also plan to launch a further 
13 products on the platform in 2023/24 so watch this space.  
Government and media have been critical of general 
insurers for not supporting the SME, hospitality, and 
leisure sectors before and during the outbreak of the 
pandemic. What is Aviva’s view, and can you provide the 
key commercial market segment with cost effective cover?
Aviva has always provided solutions to the hospitality sector 
and is one of the largest leisure insurers in the market with our 
connection to sporting organisations such as the IRFU, FAI, 
GAA and athletics. Our proposition has remained relatively 
consistent over the years.  However, what we are seeing 
now is the adverse impact of transient primarily external 
market capacity exiting the market resulting in local insurers 
writing these risks on normalised terms. Aviva is investing in 
solutions to improve our proposition for SME customers and 

Interview with Brian Mahon, Managing Director, 
Commercial Lines, Aviva Insurance Ireland
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our Fast Trade platform will bring much needed choice to 
this segment across the three existing products as well as 
the additional 13 products we are planning to add to support 
the SME segment.
You entered the financial lines market earlier this year 
following the appointment of Simon Quinn – what areas 
of financial lines have you been focusing on and do you 
intend to expand into new segments?
We have received tremendous support from our brokers 
since we launched our Financial Lines proposition in 
January last. We have outperformed our most optimistic 
projections on the Professional Indemnity product and are 
providing some additional capacity to the solicitor’s market 
in December. Our D&O product is going from strength to 
strength, and we are hoping to grow this in line with our 
PI book in 2022. Michelle Boland joined us in October 
and with her expertise we are launching a Cyber product 
and extended Management Liability product in Q1 of next 
year. We also hope to have a Fast Trade Financial Lines 
proposition in 2023.

In terms of Aviva’s digital propositions to assist brokers 
and their commercial clients, what new initiatives can we 
expect to see in the market and in what timeframe?
We are investing significantly into our E-trade solution Fast 
Trade. We plan to start with a refresh of our office and shops 
propositions in H1 2022, and our property owners refresh 
will follow in Q3. Over the following years, we have new 
product launches planned for each quarter ranging from 
Commercial Motor, Speciality Lines and Financial Lines. We 
also plan to move more of our commercial combined risks 
on to Fast Trade over this period. We sought input from our 
broker partners on what improvements they would like to 
see on the platform as part of this process, with our ultimate 
objective to ensure that our Fast Trade proposition will be 
the easiest platform to do business on.
Aviva Ireland is one of the key core businesses in the 
Aviva Group – will this result in ongoing investment in the 
business in Ireland over the coming years and where will 
the investment be targeted?
Aviva Ireland is one of the four core businesses in three 
markets remaining in the Aviva Group. From a general 
insurance perspective, we continue to receive support to 
secure key new senior hires as we develop our presence in 
the commercial lines market which has seen Simon Quinn, 
Derek Smoker, Michelle Boland, Marcus Shipley and John 
Muldoon all join Aviva over the last 12 months. I have already 
highlighted the investment in Fast Trade, and we are also 
investing in a new personal lines platform and commercial 
lines CRM to ensure we are easier to do business with in 
the future.
Most insurers have experienced challenges from a service 
level perspective, what is the current position at Aviva 
and what initiatives have you introduced to manage and 
improve the service to brokers and customers?
This a really important area to get right for me and more 
importantly my colleagues in the trading and support teams. 
Our broker and customer facing staff are all very proud of 
the work they do, and it can be stressful for them if they 

can’t maintain the high service levels that they want to 
deliver to their broker partners. I am working with them to 
ensure our processes become simpler, and we are investing 
in systems to reduce the administration burden on our 
underwriting team. Fast Trade will allow for more business 
to be transacted digitally and will enable our traders to 
focus on improving their service levels with our brokers. 
It is always important to receive brokers feedback on our 
service and where we can improve either directly or via our 
business development managers. 
Have your teams returned to the office since restrictions 
were lifted and what will your working model look like 
going forward?
We have put a significant investment into our new 
Cherrywood office to facilitate smart working practices for 
staff based there. The outbreak of Covid-19 has presented 
many challenges for business and for Aviva, particularly 
while ensuring that we continued to maintain service levels. 
Underwriting/trading is a collegiate discipline and I see 
absolute value in face-to-face interaction. I am operating 
a hybrid approach with my time split with 40% spent in 
the office, 30% in the market visiting our brokers and 30% 
working from home. Our colleagues across Dublin, Cork 
and Galway will adopt similar approaches with sufficient 
time spent in the offices to facilitate face to face trading with 
our brokers. We want to offer appropriate flexibility to our 
staff enabled by developing technologies while ensuring 
we can maintain and develop our service to brokers and 
customers.
As we near the end of what has been a challenging 2021, 
what are you most looking forward to for your business 
next year? 
Since early July, I have been steadily increasing my face-
to-face meetings with brokers, clients, and reinsurance 
partners. We have been behind the screens for too long 
over the past 18 months and I am really looking forward to 
getting out to meet our broker partners. I really want to hear 
their feedback as to how we can improve our propositions, 
our service offering and, most importantly, how we can help 
you grow your business and win together in the commercial 
lines space. 
The focus on supporting climate and environmental 
changes has increased significantly in all aspects of 
society and we are seeing increases in carbon taxes 
alongside other government plans. In the life sector we 
have seen a growth in ESG funds and green. What can 
general insurers do to support customers and brokers and 
what is Aviva doing in this area?
General insurers have a pivotal role to play in supporting 
the reduction in carbon emission in Ireland to help meet 
the Government’s net zero target by 2050. We currently 
insure some carbon intensive assets and sectors including 
manufacturing and agriculture. In Aviva we are seeking to 
work with these sectors to incentivise them to commit to 
meeting carbon reduction targets. We are ceasing to insure 
carbon intensive sectors where that commitment is not 
forthcoming, including fossil fuel extraction. We are a major 
player in the electric vehicle market and will continue to 
grow this business with the increase in ownership. We are 
also interested in increasing our share of climate friendly 
sectors including with the providers of renewable energy. 
We will work with brokers on the further development of 
products that can support their clients in reducing their 
environmental footprint. 

“This new role allows me to focus 
100% on the commercial  l ines 
business, including brokers, 
customers, new products and 
ensuring that our service levels 
are aligned with brokers’ 
expectations of  us



Our Products and Expanded Risk Appetite  
 
Our local decision-making team provides a comprehensive suite of 
products, including Property, Liability/Casualty, Speciality Lines, 
Financial Lines and Motor Fleet, along with supporting general 
insurance covers.
 
We will continue to invest in our I.T. infrastructure to enhance our 
underwriting and pricing capabilities to support our risk appetite.

Our newly expanded and highly skilled technical trading team is 
expert at understanding and managing new and emerging risks. 
The team will work with you to identify new opportunities and 
provide you with our best possible terms, while focusing on the 
key values and behaviours that make doing business with  
Aviva easy:
 
•  Faster turnaround times 
•  Dedicated contact and responsiveness
•  Consistency of approach
•  Innovative insurance solutions 

Here’s a selection of the risks we’ve written   
 
We are already writing business in the mid to large space,  
looking after businesses with highly specialised and complex 
insurance needs and we have a proven track record in delivering 
for our corporate clients. Here are some examples of the types of 
businesses we’ve supported:

Mid to large business has never been 
in better hands 
 
Thinking Big is what our mid to large  
service offering is all about. With a team  
of specialist Property, Liability, Financial 
Lines and Motor class underwriters,  
we have broadened our risk appetite  
and are currently writing a significant  
number of mid to large corporate risks.  
 
Our ambition is to continue to grow  
mid to large commercial business and  
provide unique product solutions for  
our valued brokers. 
 
Our Sales and Commercial Underwriting 
teams work closely together and there  
is a strong partnership between them,  
the brokers, and the end customer.  
 
Our on the ground sales team, combined 
with our strong underwriting expertise, 
innovative products, excellent service  
and speedy claims resolution mean we’re  
perfectly positioned to meet the needs of 
our brokers corporate customers.
 
Here is an insight into this holistic  
proposition, incorporating Sales,  
Underwriting, Risk Management  
Services and Claims.

Our Team  
 
Stephen McGerr, our Sales Director leads our team  
of Business Development Managers alongside our  
National Sales Manager, Greg Dowling who handhold 
the mid to large risks from beginning to end.  
In addition, we have recently appointed  
Catherine O’Toole as Schemes & Deals Manager  
to our Sales Team, to further support our  
service proposition.    
 
Brian Mahon, our MD of Commercial Lines, leads 
our team of trading and product specialists. They are 
supported by a large team of experienced traders, 
with a key focus on providing customer solutions, 
creating new and innovative products and developing 
and maintaining strong broker relationships. 
This central decision-making team also incorporates
Risk Management. 
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Becoming Customer Centric in an age of 
Digital Transformation 
IN my 20 year career, the insurance sector like many 
others has seen a lot of change. But the last two years 
has seen seismic disruption in how our customers 
live and work. 

There is no going back to what we did before. Even 
before the pandemic, our sector was transforming in 
responding to our customer’s evolving needs. 

The tech-driven disruption that has occurred in 
media, retail, transportation, and other sectors is 
now changing our sector. It comes with an enormous 
opportunity to provide innovative products and 
services that match our customer’s growing and 
more sophisticated demands. 

The sector can not only endure, but thrive in the 
coming years - but there are quite a few things to do.

Firstly, we need to address how this sector both 
attracts and retains the talent needed to realise this 
opportunity. In the past, a poorly articulated social 
purpose and an out-of-date image contributed to 
the industry’s struggles to attract and retain the right 
talent, including in-demand data science, analytics 
and data modelling professionals. If we want to 
hire digital-first strategists and build more diverse 
and inclusive workforces, insurers must equip their 
people and teams for remote or hybrid working and 
adapt their cultures to address their own employee’s 
expectations. This will reposition our sector as a 
desirable place to work and open us up to a more 
diverse and talented workforce.

Working with that talent, our sector also needs 
to improve trust with our customers.  It is said that 
insurance can be a grudge purchase, something 
that customers feel compelled to do. We must take 
the opportunity to change that dynamic and reframe 
our relationship to our customer as a trusted partner. 
More fundamentally, we need to adopt a customer 
centric approach – making them the focal point for 
all business decisions on what products, experience 
and services to provide and act on their feedback. 

We must work to eliminate customer friction and pain 
points in the insurance buying and renewal process. 

Customers want more transparency, higher-value 
outcomes and the kinds of streamlined and intuitive 
experiences that are provided by other suppliers 
and sectors.  In Ireland, we have made good strides 
already, but there is still a long way to go. Better 
and more transparent data flow and technology 
integration will also be a critical part of delivering 
better customer experiences and outcomes. 

As an industry, we also need to recognise and reward 
customer loyalty. In our fiercely competitive market, 
we have overly focused on new customer acquisition. 
Insurance is not just a product, but a contract with our 
customers, and we need to better value our existing 
customers as much as we do when trying to attract 
new ones. Creating value for these customers and 
making sure their needs are being met is crucial. 

We also need to evolve our products and services to 
reflect new markets for our customers and brokers 
alike. Today, intangible assets — such as intellectual 
property (IP), patents, brands and reputations, 
networks and virtual operations — generate far more 
business value than tangible assets. This profound 
shift requires insurers to offer new products and 
protections.  In this digital journey our customers’ 
data will be vital in helping us identify, create and 
bring value to their lives, whether they are new or 
have been with us for decades.

As Winston Churchill once said, “never let a good 
crisis go to waste”. However, as opposed to the cost 
cutting that normally follows this quote in business 
terms, once our industry navigates through the 
aftermath of the Covid-19 pandemic, considerable 
opportunity will present itself for us to better respond 
to customers. 

We can use this time to invest in new technology and 
processes to eliminate old inefficient models, act on 
a better understanding of customers and accelerate 
our transformation. We can also reframe the sector 
as an inclusive and exciting place for people to build 
their careers.  Most importantly, we can transform how 
we interact with our customers to offer new products 
that better support their working and private lives.  

Geoff Sparling, 
Chief Customer 
Officer, Allianz 
Ireland

“We must work to eliminate 
customer friction and pain 
points in the insurance 
buying and renewal 
process. 
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New Standard Contractual Clauses to 
be used between Data Controllers and 
Data Processors
BROKERS as Data controllers are responsible for the 
personal data they process; the collection; storage; and 
transfer of the data.  This could be employee or client 
personal data.  Brokers are responsible for this data 
regardless of who is processing it on their behalf.  The 
GDPR requires data controllers, when using a processor, 
to put in place a contract that stipulates the strict terms and 
conditions of the processing (duration of the processing, 
the nature and purpose of the processing, the types of 
personal data being processed, the categories of data 
subjects, and the obligations and rights of the controller). 
Data processors would include CRM providers, IT support, 
pay-roll services, or marketing companies etc.

New Standard Contractual Clauses 
To aid data controllers and data processors to 
appropriately meet their obligations when transferring/
processing data, the European Commission recently 
adopted new Standard Contractual Clauses (SCCs).  Two 
different sets of Clauses have been implemented.  One 
relates to the processing of personal data between data 
controllers and data processors within the EU/EEA, and 
the other set of Clauses governs the transfer of personal 
data to ‘third countries’ which are countries that are 
outside of the EU/EEA. In this article I will cover the first 
set; transfers within the EU/EEA.
The new SCCs must be used for new contracts being 
entered into since 27 September 2021.  As this date has 
passed, it is now illegal to enter into new contracts using 
the old SCCs.    Existing contracts (old SCCs) will remain 
valid until 27 December 2022.  Therefore, members 
have just over a year to transfer existing data processing 
contracts to the new SCCs.  
The new SCCs apply to data processing between the 
controller and processor in Ireland and within the EU/
EEA and to those countries and territories for which the 
European Commission adopted an ‘adequacy decision ’.  
These countries and territories will be treated as if they 
are a member of the EU/EEA in that the adequacy decision 
is an affirmation that the country offers an adequate level 
of protection essentially equivalent to that ensured within 
the EU.
The European Commission adopted an adequacy decision 
for the UK in June 2021, therefore the UK can be treated, 
for the purposes of data transfers, as if it was within the 
EU/EEA and not as a third country, and consequently will 
be subject to the SCCs as referred to within this article.

What should members do?

In order to ensure a smooth and timely transition, members 
that transfer personal data to other entities within Ireland 
or the EU/EEA to process on their behalf should review 
their personal data practices and implement the new 
SCCs as soon as possible.   Members should take the 
following steps:

1. Conduct a mapping exercise. Know your transfers.   
Ask yourself where is the data you collect being 
processed? Is any of it being processed outside the 
firm?

2. If so, identify the outsourced providers.  To whom 
have you outsourced any of your activities?  For 
example, a payroll company, an IT support provider, or 
CRM?  

3. Plan the transition of all transfer arrangements which 
are based on old SCCs to the new SCCs by 27 
December 2022.

4. Ensure that only new SCCs are used for any new 
contracts going forward.

The new SCCs dictate what compulsory Clauses must 
be included in all contracts between data controllers 
and data processors.  These Clauses do not have to be 
within a standalone document.   It can form part of a wider 
contract between the controller and processor.  Additional 
terms can be included, however, the existing terms cannot 
be altered or deleted.  Any changes cannot conflict with 
or contradict the Clauses contained within the SCCs.

To assist members, Brokers Ireland has drafted a brief 
overview of the SCCs between controller and processor 
within the EEA.  This overview explains the Clauses and 
advises on what information is to be included in the 
Annexes.  The contract is made up of ten Clauses, and four 
Annexes.  Each Clause explains the terms under which 
the parties are to perform the contract.  The Annexes are 
to be completed by the parties and are to list the parties 
to the contract; the purpose of the contract; the technical 
and organisation measures in pace to protect the data; 
and the list of sub-processors, if any.

Members should refer to the Compliance Section of 
the Brokers Ireland website.  Also included is the SCC 
Template as drafted by the EU Commission which will form 
the basis of the data controller to data processor contract.  

Next month, I will cover the Standard Contractual Clauses 
that have to be used for transfers of personal data to third 
countries.  

Are you transferring personal data to another 
entity within Ireland or the EU?   

COMPLIANCE
Linda Doyle, Compliance Executive, Brokers Ireland
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WILLIAM, thanking you for talking to Irish Broker. 
Firstly can you give us a little background on the 
business of Aiken Insurances Limited (AIL) and your 
heritage?
Absolutely. Aiken Insurances Limited has a proud 
heritage going back over 30 years when it was founded 
by the late Patrick Aiken in 1989.  The business has 
steadily grown over the years and has built up a 
strong reputation as one of Ireland’s leading and most 
respected insurance broking firms, operating in both 
the retail and wholesale commercial insurance broking 
sectors.  Based out of our offices in Charlotte Quay, 
Dublin 2, we are managing a portfolio of over €22.5m in 
gross written premiums.
Today Aiken is one of only a handful of commercial risks 
experts operating in Ireland, providing specialist cover 
around complex commercial liability and property risks, 
including unoccupied property, as well as providing 
professional indemnity/directors’ and officers’ liability 
insurance.  We also actively operate in the leisure, 
entertainment and construction sectors, acting as a 
broker to almost 220 other brokers in the insurance 
sector, maintaining exclusive facilities as a Wholesale 
Broker and a Lloyds of London coverholder. 

How did the deal with NFP come about and were you 
actively looking to be acquired?
Aiken had not been actively seeking to be acquired. 
However, we are ambitious to continue growing 
and evolving the business and recognised we must 
continue to adapt to the changing dynamics of the 
market. An opportunity arose to engage with some 
exploratory discussions with NFP and we were excited 

and impressed by what was being presented.  The 
decision to be ultimately acquired by the international 
NFP group was hugely influenced by their culture and 
their philosophy of continuing business as usual and 
better.  The opportunity to grow our business and 
offer additional services with the help of NFP was also 
critically important. 

Why is this deal good for Aiken?  
We are already seeing the benefits of being an NFP 
Company, by being able to leverage their experience, 
expertise and offerings available across their 
international network of offices in the US, Canada, 
Ireland and the UK.  NFP’s growth strategy will allow for 
greater investment in talent, technology and additional 
business lines.  The local Irish market and international 
markets are now starting to provide significant growth 
opportunities for us.   

The additional investment and overall support being 
provided by NFP is of huge benefit to the existing 
broking team in Aiken and will be key to our plans to 
grow our business further and to attract new broking 
talent.  All of this is very positive news for our customers, 
introducing brokers and our insurers.  Being part of NFP 
means as a firm we can benefit from having centralised 
and expert dedicated resources around HR, IT, Training, 
Compliance & Legal which frees up significant amounts 
of management and executive time to focus on our 
core revenue-generating activities. The opportunity to 
work with NFP to continue to do what we do already, 
but on a more efficient and greater scale, with the right 
investment and within a culture that is very closely 
aligned to our own, was very compelling. 

What additional lines of business can we expect to see 
by being part of the NFP family in Ireland?

We are working closely with the NFP Ireland 
management team to develop a stronger proposition for 
the local market. NFP aims to be a leader in providing 
corporate and individual solutions to support employee 
engagement, physical and financial wellbeing and 
insurance to safeguard organisations.  The addition 
of Aiken to NFP in Ireland in particular represents the 
business’ first commercial insurance acquisition in 
Ireland.  This rounds out the NFP Ireland offering of 
employee benefits and consultancy, individual wealth 
management and commercial insurance, in line with 
the rest of NFP.  We can expect to see some innovative 
offerings coming to market that allow for this more 
expanded portfolio of services under the one team.  As 
a Company that collectively can now offer a full service 
on both General and Non-General Insurance Services 
it means we can provide a one stop shop which many 
customers prefer. 

What are your plans for the future?
We are very excited for the future of the business, 
building on our growth plans, integrating more closely 
into the NFP group and attracting and retaining the best 
people.  We are really committed to creating the right 
environment and culture for our people to thrive and 

Irish Broker catches up with William Irwin, Managing Director at 
Aiken Insurances Limited (AIL) following its recent acquisition by 
NFP, the international insurance broker and consultant that is 
growing its presence in the Irish market
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succeed.  Being part of the international NFP network is 
also now providing our people with new career, personal 
and professional development opportunities.  We see 
this becoming even more critical in the years to come 
and will be an important differentiator for why people 
will want to work for us.   

As part of the local NFP team in Ireland, are you looking 
to acquire other broker businesses in Ireland and if so, 
what type of business are you looking to invest in?
NFP plans to continue with our Ireland expansion through 
targeted acquisitions by acquiring the right businesses 
at the right time.  Culture and people are very important 
to NFP and there are some great businesses out there 
that have significant opportunities for growth, but it must 
represent value.  We see some excellent opportunities 
to acquire specialist or niche firms that will bolt on to 
NFP Ireland’s existing suite of solutions for our corporate 
and individual clients.  
I will be working closely with others on the NFP Ireland 
team to identify brokers that may be interested in 
doing what we have just done.  The aim with any future 
acquisitions would be to help those brokers continue 
doing what they are doing, only better.  

How important is scale in a brokerage in the current 
climate?
It is evident that the environment for Irish Insurance 
Intermediaries is changing rapidly meaning the profile 
of the firms operating in this industry in future years will 
look very different from the norms of the past. Scale, 
investment and market influence will be key to most 
firm’s success and that will accelerate in this environment 
as more and more deals conclude. 

As Ireland is now the only English-speaking country 
in the EU, will the new platform now afford you a new 
international dimension?
Ireland remains ideally placed to handle EU business 
that needs English speaking expertise. We are already 
seeing the benefit of being part of NFP in this regard 
and we expect our role to become more and more 
important as business that was previously managed 
in the UK comes back to be managed in the EU with 
Ireland playing a leading role in that regard. 

In your view, has the small proprietorial broker still got 
a role to play?
As a General Broker seeking to offer a full suite of 
services to your customers, remaining small in scale 
will be challenging. In my opinion Insurers will seek 
to rationalise their Broker relationship in future years 
with more and more focus on scale and professional 
& administrative standards. Some small brokers will 
have opportunities in certain niche areas where they 
can deliver expert services, but they too are likely to 
encounter challenges as Insurers review how and where 
they employ capacity.

“NFP’s growth strategy will 
allow for greater investment 
in talent,  technology and 
additional business l ines. 
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Established in 2010, Solar 21 has invested in people, process and technology to
build a highly-experienced team of industry experts with a proven track record
in all aspects of planning, developing and commissioning renewable energy
plants. Over the past decade the company has expanded its portfolio from Italian 
solar to include biomass, biogas and energy from waste projects concentrating on 
the UK market.  It has consistently delivered on commitments to investors, paying 
annual returns from its operational solar plants and exiting investors from three
renewable energy projects over the last three years. 

As the world around us makes the transition from fossil fuels to clean energy,
Solar 21 is perfectly positioned to move forward with large scale renewable 
energy infrastructure projects. The company’s plans for a £1Bn Lincolnshire project 
are outlined in the diagram below.Chief Executive Officer,

Solar 21
A visualisation of Solar 21’s plant at North 

Lincolnshire Green Energy Park (NLGEP) 

GLOBAL GREEN FINANCING 
AGENDA DRIVES SURGE IN 
DEMAND FOR GREEN BONDS

SOLAR 21 INTRODUCES PLANS FOR PROJECTS THAT  
WILL INCREASE ITS PIPELINE TO OVER £3.5BN

The green financing agenda that now accounts for 
a significant proportion of institutional investment 
is being driven by government policy and initiatives 
to drive global investment in green and sustainable 
business and infrastructure. Most large institutions now 
have a policy to invest according to ESG (Environment, 
Social and Governance) criteria and this has driven the 
demand for green and sustainable investment products 
including green bonds. 

Green bonds were created to fund projects that 
have positive environmental or climate benefits. The 
first six months of 2021 saw investment in green 
bonds doubling, expected to reach $550 billion 
in 2021.  Issuers of green bonds are struggling to 
meet tremendous investor demand, with reports of 
recently launched green bonds being up to ten times 
oversubscribed. 

In July, German energy from waste plant operator and 
developer EEW successfully placed their €400 million 
green bond which will serve to (re) finance sustainable 
projects stating that the “response was overwhelming”. 
Goldman Sachs sees $16 trillion investment in 
renewables by 2030 with Morgan Stanley estimating 
that the cost of stopping global warming could be at 
least $48 trillion. It is clear that the global demand for 
sustainable investing coupled with robust government 
policy presents significant opportunity for renewable 
energy developers to expand project portfolios and 
fund larger scale projects than previously possible.

Our vision brings together proven 
technologies in an innovative way to 

recover energy from waste and use as 
many of the by-products as possible

MICHAEL BRADLEY

UK GOVERNMENT TARGETS 100%
ELECTRICITY FROM CLEAN 
SOURCES BY 2035

FUTURE FINANCING 
& EXIT STRATEGY
The scale of this project combined with the demand 
for green bonds provides the perfect opportunity for 
Solar 21 to attract institutional investment via green 
bonds. The green bond programme will have  two 
key objectives, firstly, to finance large-scale projects 
and secondly it will enable Solar 21 to optimise and 
refinance its current portfolio of assets. 

Plans for the North Lincolnshire Green Energy Park 
(NLGEP), a 95-megawatt Energy Recovery Facility 
(ERF) estimated to cost up to £1Bn will expand Solar 
21’s project portfolio on a significant scale. Deemed 
a Nationally Significant Infrastructure Project (NSIP) 
because of its scale, the project is subject to a statutory 
planning process where formal public consultation 
is required. The public consultation was successfully 
completed in July 2021, the results of which will inform 
the planning application due to be submitted in the 
coming months. NLGEP will use a combination of 
proven technologies to recover energy from waste 
and use as many of the by-products as possible. NLGEP 
will prevent up to 760,000 tonnes of waste going to 
landfill and will power over 221,000 homes each year.
For more information, visit 
www.northlincolnshiregreenenergypark.co.uk

For more information please contact: 
Tel: +353 (0)1 458 65 99  or Email: enquiries@solar21.ie
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(ERF) estimated to cost up to £1Bn will expand Solar 
21’s project portfolio on a significant scale. Deemed 
a Nationally Significant Infrastructure Project (NSIP) 
because of its scale, the project is subject to a statutory 
planning process where formal public consultation 
is required. The public consultation was successfully 
completed in July 2021, the results of which will inform 
the planning application due to be submitted in the 
coming months. NLGEP will use a combination of 
proven technologies to recover energy from waste 
and use as many of the by-products as possible. NLGEP 
will prevent up to 760,000 tonnes of waste going to 
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AS we begin to return to our new normal it’s important to 
reflect on what the pandemic has clearly portrayed to us 
and that is, no one is invincible, and people can’t afford 
to take a blasé view of their future. The adage of “it won’t 
happen to me” has certainly been debunked and, if the 
pandemic has taught us anything, it’s provided a powerful 
reminder of just how unpredictable life can be.   It has also 
highlighted that the unthinkable can and does happen 
from time to time.

Conversely the same pandemic has given you the 
opportunity to speak to your clients about the importance 
of safeguarding their financial futures and the steps they 
should be taking to protect themselves from a sudden loss 
of income. Ultimately, it is about protecting their biggest 
asset - their income in the event that they cannot work for 
an extended period due to illness or injury. The sudden 
outbreak of Covid-19 should act as a stark reminder to 
everyone that they could become seriously ill at any age.  
It emphasises how important it is to protect their income, 
particularly if they are the main earner in the family. 

Given that Income Protection provides for a certain level 
of financial resilience, we believe it should form the 
cornerstone of not only every protection conversation, 
but every mortgage and wealth conversation with your 
clients. 

The findings from research commissioned by Aviva Life & 
Pensions and undertaken by iReach Insights uncovered 
some stark realities in relation to how unprepared people 
are in the event that they could not work for an extended 
period. 

 z Just over 1 in 3 people (36%) believe they have 
provisions in place to cover monthly expenses should 
they fall ill or be unable to work for an extended 
period due to injury or illness, whilst the majority of 
workers (64%) have none. 

 z It is concerning to note that some 64% of people who 
are working have no provision in place as to how they 
would cover their monthly expenses if they could not 
work for an extended period due to illness or injury.  

 z Our claims statistics show that the average length of 
time that people claim for is five years.  That’s a long 
time to be without an income if no provision has been 
made in advance.  Last year we paid out a total of €45 
million to 2,000 customers claiming on their income 
protection policy with us and, the average age of 
customers claiming was 48 years and the youngest 
claimant was only 23 years old. 

 z The same research found that some 19% of those who 
have not made any provision cited that they would 
depend on the State to support them.  However, it is 
difficult to see how people will pay all their monthly 
expenditure if they are living on the State Disability 
benefit of €203 per week, particularly if they have a 
mortgage to pay, young children and other financial 
outgoings to pay for each month.  This amount 
contrasts with our average weekly pay-out of €700 to 
customers with income protection claims. 

At Aviva we are proud of our claims statistics. Behind 
each number is a person or family that we have supported 
through a critical period in their lives and continue to 
support through a monthly income. That is why each year 
we are happy to publish our claims data. This debunks 

the myth from some clients who say that claims are never 
paid. In 2020 we paid 92% of our income protection 
claims.   The main reason for the decline of a claim was 
non-disclosure at the point of application or not meeting 
the required definition.

We are very aware that when we are unable to pay a claim 
that it can have a significant impact on our customers and 
their families. That is why we continuously seek ways 
in which to improve the underwriting process and the 
questions we ask to make sure we are as transparent 
as possible about the information we need and most 
importantly, why we need it.    

Over the past year, you will have seen Aviva drive 
campaigns to raise awareness with consumers on the 
need for Income Protection. Our recent “Real Protection 
starts with Income Protection” campaign delivered 
over 2 million impressions on social media. In the past 
month, you may have seen our new campaign focusing 
on promoting the need for Executive Income Protection 
with company owners and directors. This is especially 
relevant when putting a company pension plan in place. 
Our campaigns provide you with the tools you need to 
have engaging conversations with your clients either 
digitally or face to face. Our new dual branded interactive 
customer brochure that’s available to you sets the scene 
for your customers in advance of the meeting and lays the 
foundation for the client to recognise the need for income 
protection.

Some of the key benefits of Executive Income Protection 
with Aviva include: -

 z Pension Premium Protection Benefit: You have the 
option to add an extra benefit of up to 33% of your 
client’s salary to a maximum of €50,000 to ensure 
that their pension contributions can be maintained 
whilst claiming on their policy.

 z Maximum Benefit: Our maximum benefit at €262,500 
is the highest allowable in the market.

 z Guaranteed Increase Option: Option to increase 
the benefit by up to 20%, offered every three years 
without additional underwriting.

 z Hospital Cash: Daily replacement income benefit if 
you’re in hospital for more than seven days during the 
deferred period.

Finally, your clients will also have access to these unique 
benefits exclusive to Aviva: -

 z Best Doctors Second Medical Opinion
If faced with a medical problem, your client may need 
guidance on their diagnosis or treatment. This service 
provides a second medical opinion from a choice of 
50,000 world-renowned experts.

 z Aviva Family Care Mental Health Support
Our confidential Mental Health Support service offers 
quick access to tailored mental health advice from 
qualified psychologists.

We are the only company to have dedicated protection 
specialists available to support you and deliver training to 
you and your team as required, so please get in contact 
with us if we can help in any way.

If the pandemic has taught us anything, 
it’s that the ‘unthinkable’ can happen..

Caroline Doory
Individual 
Protection 
Propositions 
Lead, Aviva 
Life & Pensions 
Ireland

 

Your client’s pension is a reflection of 
their hard work. Help them protect it.

With Aviva Executive Income Protection companies can protect up to 75% of an executive’s 
salary as well as their contributions to the company pension.

What’s more, as premiums are paid by the company, it can be classed as a business 
expense. Unique benefits like access to Best Doctors® Second Medical Opinion and Aviva 
Family Care are also included.

Find out more at avivabroker.ie or 
talk to your Account Manager today.

It takes Aviva.

Terms and conditions apply.
Aviva Life & Pensions Ireland Designated Activity Company, a private company limited by shares. Registered in Ireland 
No. 165970. Registered office at One Park Place, Hatch Street, Dublin 2, D02 E651. Aviva Life & Pensions Ireland 
Designated Activity Company, trading as Aviva Life & Pensions Ireland and Friends First, is regulated by the Central 
Bank of Ireland. Tel (01) 898 7950 www.aviva.ie.
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STANDARD Life’s Multi-Asset ESG Fund is now one 
year old. Launched on 12 November 2020, the fund 
was designed to provide investors with access to a 
sustainably managed, globally diversified portfolio 
across equities and bonds, at a low cost. This solution 
has proved popular with advisers and clients alike.

What is the Multi-Asset ESG Fund?

The fund is typically comprised of a 50:50 allocation 
between Standard Life’s Global Equity Impact 
Fund and the Global Corporate Bond SRI Fund. It’s 
rebalanced every month to ensure that it typically 
remains within this allocation. The fund can be 
accessed for as little as 0.50%, depending on the 
level of commission an adviser wishes to take.

Global Equity Impact Fund

The Global Equity Impact Fund has been on Standard 
Life’s platform for a number of years now. It invests 
in global companies that create positive, measurable 
environmental and/or social impacts. This fund 
already has a strong track record, significantly 
outperforming global equities by 15% over the past 
three years1, proving that financial reward does 
not have to be sacrificed by taking a sustainable 
approach to investing.

Global Corporate Bond SRI Fund

The Global Corporate Bond SRI Fund invests 
predominantly in global investment grade corporate 
bonds. The fund invests in companies that have a 
lower carbon footprint than similar companies in 
the same industry, score highly on ESG metrics, and 
avoids companies which don’t comply with any one 
of The 10 Principles of the United Nations Global 
Compact. These principles set out fundamental 
responsibilities for companies and how they operate 
in areas of human rights, labour, environment 
and anti-corruption. The fund continues to deliver 
investment returns in line with its benchmark2.

When looking at some of the key differences between 
the fund versus its benchmark3:

1. It has a 25.2% lower carbon intensity than the 
benchmark

2. It has a 30.1% lower carbon emissions than the 
benchmark

3. 18.3% of the benchmark is excluded as a result 
of the strict criteria that Aberdeen use when 
selecting securities for the fund

The Multi-Asset ESG fund sits under ESMA 4 and has 
generated returns, at the time of writing, of over 7% 
year-to-date and over 10% since launch4.

Who is the fund suitable for?

The fund may suit those:

1. That are interested in sustainable investing, but 
with a particular focus on companies that can 
deliver positive social & environmental impacts 
and have a lower carbon footprint

2. Who are looking for a diversified multi-asset fund 

 3. That want a multi-asset fund that is regularly 
rebalanced to its target asset allocation

4. That don’t want to pay over the odds to access a 
sustainably-driven fund

For further information on our range of ESG solutions, 
please get in touch with your Business Manager or 
visit our ESG section on www.brokerzone.ie
Past performance is not a reliable guide to future performance. 
Benefits may be affected by changes in currency exchange rates. 
If you invest in this fund you may lose some or all of the money 
you invest. The value of an investment in this fund can rise as 
well as fall.

1 Source: Fund Focus & FE Fund Info, 15/10/2021. Performance data 
from 15/10/2018 – 15/10/2021. Fund performance is gross of annual 
management charge. Global equities are represented by the MSCI 
All Country World Index Hedged to EUR.
2 Source: FE Fund Info, 15/10/21. Performance data from 15/10/2020 
– 15/10/2021. Fund performance is gross of annual management 
charge. The benchmark for the Global Corporate Bond Sustainable 
and Responsible Investment Fund is the Bloomberg Barclays Global 
Aggregate – Corporate Hedge EUR.
3 Source: abrdn, ESG & Responsible Investment Report, Aberdeen 
Standard SICAV I – Global Corporate Bond Sust Resp Inv Fund, 
31/12/2020.
4 Source: Standard Life & FE Fund Info, 19/10/21. Performance is 
net of annual management charge. The Multi-Asset ESG Fund was 
launched on 12/11/2020.

Standard Life’s Multi-Asset ESG Fund 
Investing for a more sustainable world

Ruairi McDonald, 
Investment 
Development 
Manager, 
Standard Life

“It  invests in global companies 
that create positive, measurable 
environmental and/or social  impacts. 

Source: Standard Life, 31 August 2021

With our new funds,
all the heavy lifting
is done for you.
Standard Life introduces � ve new Global Index Funds, with all of the underlying 
assets managed by Vanguard.
The mix between equities and bonds will be rebalanced regularly to ensure the 
asset mix remains fairly constant over time. 
And all of these bene� ts come at a lower cost than you might think.

For � nancial advisers only

If your client invests in these � nds they may lose some or all of the money they invest. The value 
of their investment may go down as well as up. This investment may be a  ected by changes in 
currency exchange rates.
Standard Life International dac is regulated by the Central Bank of Ireland. © 2021 Standard Life. All rights reserved.

Learn more at brokerzone.ie
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Brokers Ireland is delighted to invite members to our 2021 Insurance Broker 
Conference which is being held online on Thursday 25th November 2021.

 
This one-day, virtual event will address the real issues and challenges facing Insurance Brokers 
as we re-emerge and continue our recovery from Covid-19.  Titled ‘Hit The Ground Running 
2022,’ the conference will encapsulate new trends and business influences that are affecting 
Insurance Brokers across markets, technology, legislation and consumerism.
 
Conference speakers and panel forums will explore and debate a range of Insurance Broker and 
industry relevant topics and the event is aimed to inform and inspire Insurance Brokers in helping 
steer their businesses forward in a post-pandemic era.
 
The conference is aimed at Insurance Broker Principals/Senior Brokerage Executives and will 
‘run live’ so that members can connect virtually via desktop or mobile devices. Attendance is 
limited to Brokers Ireland members and cost is included in the membership fee.
Conference Topics 

 z Insurance Broker Consolidation in Ireland
 z Managing in a Difficult Market – industry overview; lack of capacity/schemes; 

market issues; future trends
 z Claims against Insurance Brokers – What’s Next?
 z Insurance Broker Technology – Don’t Get Left Behind

Speakers & Panel Discussion
Full agenda timings; speakers & schedule TBC

To register for the event, please click onto 
brokersireland.ie/event/insurance-broker-conference-2021.

This event is kindly being supported by Premium Credit.

Insurance Broker Virtual Conference - 25th November 2021
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Richard Thaler, the American Nobel 
Prize winning economist is quoted as 
saying “For many people, being asked 
to solve their own retirement savings 
problem is like being asked to build 
their own car”.
ANYONE, and I would guess there are many such 
people reading this now, who have read his best 
selling book Nudge know that he is adamant that 
organisations can influence peoples decisions easily 
by virtue of understanding the personal biases that 
we all have. Along with his Nudge co-author, Cass 
Sunstein, he coined the phrase “Choice Architecture” 
which simply means that decision making can be 
influenced by presenting factors such as:

 z the number of choices presented
 z the manner in which attributes are described
 z the presence of a “default” 

As Financial Advisors, we are very aware of this and 
have built careers on our ability to present choices 
to clients, often hard choices, in an empathetic and 
understandable way whilst also explaining (and 
hopefully not confusing) quite complex information. 
For example: when an advisor is having a discussion 
with their clients about Protection needs, it is about 
painting a picture about what life will look like in the 
event of sudden illness and death. It’s very much an 
advisor led conversation but relatively easy to paint a 
picture for a client, it’s very black and white and is at 
the extreme end of a clients emotions. Engaging clients 
around retirement is slightly more complex and where 
the Protection conversation has a defined action point 
whenever the conversation is had i.e. whether the 
client is 21 or 65 they can visualise what effect death 
or serious illness will have on them, with regard to 
retirement it is much harder to convince a 21 year old 
of the benefit of contributing to their pension based on 
what life might look like forty odd years later.

A solution to the challenge of “painting pictures” 
which has developed over the last few years is the 
ability to paint these pictures using a cashflow graph. 
At our Retirement and Pension Conference in June, 
Behavioural Psychologist Paul Davis spoke about 
these human biases which all of our clients have, and 

how at a very basic physiological level the human brain 
responds to Colours, Shapes and Data in that order. 
Hence graphs, charts and communications heavy with 
visuals attract our attention much more so than hard 
numbers and data (for most of us anyway!).

So if we accept that it is now easier to paint pictures, 
that doesn’t help with the issue of getting clients 
to engage in their retirement much earlier in their 
lives. Competing challenges in the early years e.g. 
house, kids etc are a matter of course but as clients 
are approaching their retirement age they “should” 
become more open to at the very least, having a 
conversation. And yet, most surveys you read will say 
that clients know they need to talk to an advisor earlier 
but don’t for a number of reasons. Often these reasons 
are based on them assuming they are too young or too 
old, they can’t afford enough to fund a pension, the 
state will provide etc. What is evident from that is that 
advisors can answer all of these questions quickly if 
they sit down with a client and using the tools available 
to them can visually enhance that experience. 

So what is the missing piece? I think a large factor could 
be brought down to fear. A research paper completed 
by Tali Sharot and Cass R Sunstein last year asked the 
question: Would You Want to Know?

Do you want to know what others think of you? Do you 
want to know the nutritional value of everything you 
eat? Do you want to know whether you have a high risk 
of cancer? How do people decide what they want to 
know? To apply it to our business , there is an inherent 
fear in clients as they get older to seek answers to 
questions which they feel they already know the 
answer to on the assumption that they will have bad 
news confirmed to them. In Retirement planning, the 
media “mood music” doesn’t help us in that much of 
the talk about a pensions timebomb has scared people 
away from taking action rather than seeking the ways 
to mitigate it for themselves.

And this is where “nudging” comes in. If we are meeting 
clients once a year and retirement is not the primary 
focus of that meeting, it is about keeping it on the table, 
reminding clients that it is always there but because it 
is always there a small action today will have a lasting 
effect and the use of cashflow modelling, even in a 
simple and straightforward way, can help them start 
that journey much earlier and in a more meaningful 
manner. A client will never fault you for that.

If you wish to learn more about Irish Life’s My Retirement 
Pathfinder tool which can build a simple easy to follow 
cashflow for your client or wish to receive a recording 
of Paul Davis’s fascinating behavioral science talk at the 
Retirement and Pensions Conference, don’t hesitate to 
talk to your Irish Life Account Manager. You can also 
get access to a wealth of pensions and investments 
supports by logging onto www.bline.ie
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.

The Power of Painting Pictures on the 
Pre Retirement Journey

Maurice Cuffe,
Retirement 
Proposition 
Manager,
Irish Life

“The key consideration is  to ensure 
the expected overall  risk to which 
investors are exposed does not 
significantly vary over time, while 
also aiming to optimise returns at 
each risk level.



Think Performance,
Think Prisma.
At Zurich, our Dublin based investment team have a strong track 
record in delivering long-term consistent fund performance and 
make investment decisions every day that they think will lead to 
better outcomes for your clients.

Prisma Multi-Asset Funds from Zurich

* Source: Zurich Life, October 2021. Figures quoted 11/10/2013 to 30/09/2021 on an offer-to-offer basis. Annual Management 
Charges (AMC) apply. Illustrated returns are based on an investment in the fund and do not represent the return achieved 
by individual policies linked to the fund.

Warning: The value of your investment may go down as well as up. 
Warning: Past performance is not a reliable guide to future performance. 
Warning: This product may be affected by changes in currency exchange rates.
Warning: If you invest in this product you may lose some or all of the money you invest.
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since launch*

Zurich Life as at 30/09/21

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

The Prisma fund range from Zurich is available across Zurich Pensions, Regular Savings and Investment 
Bonds. For more information speak to your Zurich Broker Consultant or visit zurichbroker.ie.

Over €6.4bn invested 
across the 5 funds in 
the Prisma range.

Targeting 5 different  
risk profiles.

Actively Managed by 
Zurich Investments.

Over 70,000 
policyholders.  

Over €2.4bn invested  
in Prisma 4.
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From Carbon Emitters to Carbon Cutters

The influential economist Albert Hirschman 
argued engagement is the most impactful 
way to drive change. Once you walk away, 
you lose your voice. 

Steve Waygood, Chief Responsible Investment 
Officer at Aviva Investors, shares that view, believing 
that while divestment may be a simpler solution to 
ease an investor’s conscience, the real question is 
what is more likely to bring about change?

“Imagine you are an executive at a mining company 
where lax safety standards are leading to fatalities 
among staff. You are coming under heavy criticism 
from the company’s investors and could be voted off 
the board at the next annual general meeting. Would 
your life become easier or harder if those concerned 
investors walked away? I would say it becomes 
considerably easier,” he says.

However, the climate crisis demands companies 
take immediate action. Any climate programme must 
therefore be timebound with a threat of divestment 
for weak responders.

Our recently enhanced climate engagement 
escalation programme includes 30 ‘systemically 
important carbon emitters’ that contribute towards 
30 per cent of global scope 3 emissions. The focus 
is on long-term net-zero targets, clear roadmaps for 
change, strong governance and reporting to enable 
accountability for delivery, and the alignment of 
corporate lobbying with the commitments of the Paris 
Agreement. 

By targeting the largest polluters in global carbon 
emissions,  positive changes should flow through to 
wider industry practices and amplify the impact. But 
for those that fail to meet our climate expectations 
within a fixed timeframe (both in our equities and 
credit investments), we will divest.

Divesting at this point would mean clients no longer 
fund climate laggards. As policy action shapes and 
changes market fundamentals, portfolios will be 
rebalanced towards the winners while avoiding 
companies with stranded assets and climate 
damaging  business models. Market reform and 
sovereign engagement initiatives can complement 
this by influencing climate action policy and market 
fundamentals.

We owe it to ourselves, our clients, and the planet to 
decarbonise the global economy: it is a fiduciary duty. 
Helping the oil and gas, metals and mining and utilities 
sectors correct course is part of that responsibility; 
simply walking away will not necessarily achieve what 
those who divest so dearly want it to. This is why, in 
the face of arguably the greatest market failure in 
history, investors need to find their voice and up the 
ante on climate engagement. 

To learn more about Aviva Investors Climate 
Escalation Programme visit avivabroker.ie
Aviva Life & Pensions Ireland Designated Activity Company, a 
private company limited by shares. Registered in Ireland No. 165970. 
Registered office at One Park Place, Hatch Street, Dublin 2, D02 
E651. Aviva Life & Pensions Ireland Designated Activity Company, 
trading as Aviva Life & Pensions Ireland and Friends First, is 
regulated by the Central Bank of Ireland. Tel (01) 898 7950.

Steve Waygood, 
Chief Investment 
Officer, 
Aviva Investors

How an engagement programme with teeth can drive change where it matters most.
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could change the world?
Where your client’s invest their money doesn’t just affect their pocket, it affects the planet too. 
Research from Aviva found that by simply making your client’s pension green, they can cut their carbon footprint 
21 times more than becoming a vegetarian, giving up flying and switching energy provider combined1.
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Warning: The value of your investment may go down as well as up.
Warning: If you invest in this product you may lose some or all of the money you invest.
Warning: This product may be affected by changes in currency exchange rates.

1. In May 2021, Make My Money Matter, Aviva and Route 2 undertook a piece of research to understand the power of our pensions in tackling the climate crisis. This research 
compared the impacts of switching from a ‘default pension’  to a more sustainable option versus the impacts of making other lifestyle choices. A ‘Green’ pension refers to a 
more sustainable pension, with reduced carbon emissions, aligned to  the Paris Agreement and limiting global warming to 1.5 degrees, including net zero emissions before 
2050 and halving emissions in this decade.
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GLOBALLY, insurance is transforming from “recovery 
after risk” to “prevention of risk”1, as sensors and 
other tech help prevent loss and harm.  This July saw 
the launch of InsTech.ie – which aims to make Ireland 
Europe’s insurtech hub – and media reports of recent 
CCPC findings, Judicial Council guidelines on personal 
injuries and more, all point to an industry being disrupted.  
While these market developments affect premia there is 
also an opportunity for SMEs to directly benefit from this 
changing landscape.  Motor insurance is a case in point 
as it is a mandatory and major cost for many businesses.  
For SMEs, here are three insights worth noting:

 z Insurance companies are for-profit institutions, so it 
helps SMEs to understand that insurers are buying 
their risk. Insurance minimises SME losses. Reducing 
risk does too.  When SMEs make themselves 
attractive to underwriters, they will get better 
offers.

 z HSA research shows that most Irish SMEs are 
not proactive about reducing driving risk2.  Often 
SMEs with under 20 vehicles do not have a fleet 
manager nor a fleet management system.  All of this 
results in knowledge gaps around driving activity 
and associated costs. When it comes to driving at 
work, “what’s not getting measured is not getting 
managed”.

 z As technology transforms insurance, providers will 
increasingly look for evidence of risk management 
and a policy of “no data, no discount” will apply. 
This is because insurance companies run on data. 
So, find underwriters who will recognise, support 
and reward your SME clients’ efforts to prevent 
motor claims.

Of course, these claims can’t be magically wished away.  
So, let’s take a close look at how SMEs can go about 
reducing their claims frequency.
The majority of motor claims are due to crashes.  Recent 
research in Canada found that 84% of respondents who 

drive at-work believe crashes are unavoidable.  In fact, 
most if not all collisions are preventable.
Also, SME’s must by law, have a strategy to minimise 
harm in the workplace – a term which also applies to 
vehicles.  The best approach for SMEs? Prevention and 
cure.
While the goal of less crashes is easily stated, “hope 
is not a strategy”.  SMEs can take a series of practical 
steps to reduce road risk. When an employee is driving 
for work, it’s true that they’re out of sight with no direct 
control from the business.  However, every business 
has a distinctive culture, management practices and the 
opportunity to create a driving environment that allows 
and expects safe driving, rather than making it worse.  
These four pointers will be of use to your SME clients:

 z Assume a €500 per vehicle per annum hidden 
cost to crashes and poor driving. One leading 
underwriter suggests that uninsured losses of at 
least four times the claim cost is a good rule-of-
thumb. Excess fuel-use and vehicle wear and tear 
too can be a source of significant savings. 

 z Did you know? SCL, a Dublin SME cut its insurance 
claims and premium and generated a 900% return 
on investment with mobile telematics.  Meanwhile 
food giant Nestle were compelled to act after 

The path to sustainable, 
low-cost motor insurance for SMEs

Source: Irish Life Assurance 2020

Irish SMEs trust and rely upon their insurance broker to keep them informed of market trends 
and opportunities.  Here Ron McNamara of Dublin-based motor risk management service 
provider, DriverFocus offers key insights and resources to help SMEs get more value from 
their motor insurance, reduce their operating costs and avoid harm.
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calculating it needed to sell an extra 235 million 
bars of Kit Kat just to cover the cost of its fleet risk 
in Europe!

 z Without visibility into who is driving, when, where 
and how, SMEs have to guess what is happening.  
So, to reduce risk, start with a plan that sets direction, 
gets things done and reviews progress.  Fleet risk 
management is like any journey – it helps to have a 
“roadmap”.

 z Seek help – learn from other SMEs and 
organisations which have shared their journey 
to lower claims, losses and harm. Check out 
recommended independent sources on DriverFocus 
blogs.

While these steps all help create a safer driving culture 
in SMEs, success ultimately depends on addressing the 
#1 cause of road crashes, driver behaviour.
According to RSA driver error is the primary factor in 
84.8%3 of fatal road traffic collisions.  
So how exactly can a SME improve driver behaviour?
Clearly the human cost of crashes can’t be counted.  
However, the financial cost can be and it is often a 
multiple of what motor insurance covers.  While the right 
organisation culture, leadership and policies are shown 
to help reduce crash risk, here are four additional tips for 
SMEs to consider:

 z Clear comms – share regular messaging of goals, 
good practices, tips and insights.

 z Analyse crash history – what are the trends across 
the fleet? SMEs should take steps to avoid repeats 
and follow-up with drivers to emphasise intent about 
crash reduction.

 z Use carrots – such as rewards for individuals or 
teams - and sticks – in-house sanctions like paying 
the excess on a claim can deter bad habits.  

 z Technology – while devices can increase distraction 
and risk, the right tech is a powerful ally.  SMEs 
should choose a telematics or dashcam system 
that gives the behavioural insights and privacy 
safeguards they need, not just lots of data.  Driver 
scoring is an effective tool to measure and manage 
performance, while dashcam video is a great aid for 
coaching and can exonerate drivers who have been 
wrongly blamed for an incident. 

A final word of caution: if “driver training”, is seen as 
the “go to” solution, bear in mind the National Office of 
Traffic Medicine4 recently advised that at-work driver 
retraining to improve safety is an “urban myth”.  Rather, 
when it comes to “behaviour modification”, what works 
are “incentive schemes, group-based discussions plus 
goal-setting and feedback programmes”. 
About DriverFocus: Since its establishment in 2007, 
DriverFocus has helped more than 100 leading Irish and 
UK businesses avoid harm and losses through the use 
of IOT and cloud technology coupled with best-practice 
risk management.  
November sees the launch of AVERT (https://www.
driverfocus.ie/avert), a low-cost insurtech offering for 
SMEs with five to 25 cars or vans.  Ask your panel of 
underwriters about their support for AVERT. 
For a FREE Trial or info, please visit www.driverfocus.ie 
or email ron.mcnamara@driverfocus.ie
Sources:
1 From “Megatrends shaping the next decade” – Peter H. Diamandis
2 “59% of workplaces audited did not have driving for work risk 
assessments” - HSA 2018 Work-Related Vehicle Safety Inspections
3 RSA Road Safety Strategy 2013-2020 Pg.15
4 HSA, An Garda Síochána and RSA | Driving for Work 2020 Webinar. 
Medical Fitness and Vocational Driving Slide 22

Allianz Ireland appoints Geoff Sparling as 
Chief Customer Officer

ALLIANZ Ireland has announced 
the appointment of Geoff Sparling 
(pictured) as Chief Customer Officer 
with immediate effect. 
Geoff’s new role will see him 
responsible for Allianz’s future sales 
and distribution channels spanning 
both intermediated and direct 
customers. As part of this role, he 

will deliver for customers and brokers by continuously 
driving change at Allianz.  Geoff  will also focus on 
growing the business through offering more customer 
centric approaches, processes and products for Allianz 
in Ireland.
Prior to this Geoff served as the Head of Customer 
Retail for Allianz, where he led a team of 130 people 
in intermediated and direct distribution programmes 
for the organisation’s retail lines. In that role he was 
responsible for meeting customer and partner needs 
across all distribution channels. He also served as 
Allianz’s Controller for Financial Reporting and Associate 
CFO, where he led the Finance, Actuarial and Risk 
Management teams. 
Geoff has previously served as a board chairman for the 
Motor Insurers Bureau of Ireland (MIBI), and is a fellow of 
Chartered Accountants Ireland (CAI). 

Sean McGrath, Chief Executive Officer at Allianz Ireland 
said: “I am delighted to announce Geoff as our new 
Chief Customer Officer. He has achieved a huge amount 
of success already in Allianz and has been integral 
to driving growth in our retail division in Ireland. I look 
forward to continuing to work with him and focusing on 
profitable growth, while driving further enhancements to 
our commercial and retail brokers and customers.”
Commenting on his appointment, Geoff Sparling said, 
“I am honored to be appointed as the new Chief 
Customer Officer for Allianz Ireland. Having worked in 
Allianz for over 20 years, I have been part of a great 
team responsible for creating positive  experiences 
and winning solutions for customers and brokers alike. 
We have an incredible customer and broker base in 
Ireland, and I look forward to supporting their needs and 
ambition with dynamic and strategic change across our 
retail and enterprise business.”
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IN 2002 the Personal Retirement Savings Account (PRSA) 
was first launched and was expected to be the main pension 
product in the Industry. While a popular pension contract it 
did not reach the numbers the Pensions Authority had hoped. 
However some 20 years later are we now going to see this 
position change?

The Interdepartmental Pensions Reform and Taxation Group 
in its report of November 2020 noted its vision for a single 
personal pension product going forward, this product being 
the PRSA. As long ago as 2002 the Pensions Authority had 
this vision when they first introduced the PRSA product. At 
the time legislation was actually enacted (Section 122 of the 
Pensions (Amendment) Act 2002) which provided for the 
replacement of Personal Retirement Bonds but this section of 
the legislation was never commenced. In recent discussions 
with the Revenue Commissioners they have confirmed that 
the work of the Interdepartmental group continues and 
they would hope to progress the original goals and reshape 
the pensions landscape by making the PRSA the primary 
individual pension contract for both self-employed individuals 
and company employees/directors in the coming years.  

Another major landmark in the pension landscape is the 
IORP II Directive, which was introduced with effect from 
22 April 2021. The exemptions for certain investment and 
borrowing rules, afforded to one member Occupational 
Pension Schemes (OPSs) by Minister Seamus Brennan in 
2005 when the original IORP Directive was implemented 
were not given this time around. The increased regulation 
restricting investment and substantial new requirements for 
Trustees has in the last six months seen a substantial move 
from one member OPSs to PRSAs. We would see this trend 
continuing, increasing substantially the use of PRSAs as the 
pension investment vehicle of choice for financial advisors 
and their clients.    

This year’s Finance Act will bring an end to the “15 year rule” 
for transfers from occupational pension schemes to PRSAs.  
This we believe is the first step in clearing the path for the 
PRSA to replace Personal and Executive pensions along with 
the Personal Retirement Bond. 

The 15 year rule prohibited a transfer from an OPS to a PRSA 
where the individual has more than 15 years active scheme 
service. Active scheme service is only scheme service 
where contributions were being made to the scheme. It’s 
also important to note that the member had to be leaving 
employment or the scheme had to be winding up for the 
transfer to be allowed to proceed. 

Why was the 15 year rule introduced in the first place? The 
Report referred to earlier notes it was understood it was put in 
place to prevent widespread transfers out of schemes which 
could have undermined existing pension provision at the 
time, in particular defined benefit schemes. It would seem this 
is far from an issue in 2021 as the Pensions Authority would 
be more than happy to see one-member OPSs wind up and 

transfer to PRSAs to help reduce the numbers of pension 
scheme trustees in Ireland. 

Does getting rid of the 15 year rule though in isolation resolve 
all the issues? Simply put, no. If an employer contribution is 
made to a PRSA in excess of the specified limits it is deemed 
a BIK liability for the employee meaning you can’t get as 
much money into a PRSA as you can an OPS in a tax efficient 
manner. In addition the retirement options are not the same 
under a PRSA with no option to take a retirement lump sum 
based on service and salary (albeit under an OPS you have 
to purchase an annuity with the remaining funds which is not 
for everyone).

The PRSA will be the pension product of the future. It is a 
very flexible tool in retirement planning and while sometimes 
viewed by advisors as restrictive it can be of huge benefit 
when pension planning for high net worth individuals. Many 
of these high net worth individuals like the option of taking 
control of the self-investment options under their pension and 
they can avail of this option through a PRSA. 

PRSAs offer significant advantages including:
 z Transfers: A PRSA can receive a transfer from an OPS and 

can also transfer to an OPS. This is a huge plus compared 
to personal pensions which are quite restricted from a 
transfer perspective.

 z Transfer Costs: Under legislation there can be no transfer 
costs associated with a transfer of pension assets to or 
from a PRSA.

 z Phased drawdown: You can have any number of PRSAs 
allowing you to draw your retirement benefits from each 
at a time that suits your retirement planning needs and 
helps you best manage the pensions cap (the Standard 
Fund Threshold of €2m). In the case of an OPS all 
benefits for an employment must be drawn at the one 
time and only one tax efficient lump sum can be paid for 
that employment if coming from an OPS. 

 z Post Retirement: A PRSA can be used to both accumulate 
a pension fund and later to distribute the benefits. There 
is no post retirement model for other pension structures.

 z On Death: Both PRSAs (prior to vesting) and Personal 
Pensions offer a payment on death that can go without 
deduction of tax to the estate of the pension holder.

In closing, the removal of the 15 year rule is just one of the 
changes legislated for in the Finance Act. We are also seeing 
the end of the Approved Minimum Retirement Fund (AMRF) 
from 1 January 2022. Finally on death under an OPS there will 
now be the option of investing in an ARF after the payment 
of the lump sum of four times salary (plus a refund of any 
personal contributions) as opposed to compulsory annuity 
purchase as is the case at the moment. These items are in 
the Finance Bill so unless changed for some reason before 
the Finance Act is enacted we can assume progress is being 
made, and it appears simplification is finally afoot!  

Are we seeing the rise of the PRSA?

biteste
ch

Brian Macdonald, Operations Director, Newcourt Pensioneer Trustees Ltd

On behalf of The Insurance Institute, LIA, IT Sligo, Solas 
and the Higher Education Authority, we would like 
to say congratulations to all Insurance Practitioner 

Apprentices who achieved their BA (Hons) in Insurance 
Practice in October.

GENERATION
APPRENTICESHIP

WELL 
  DONE!

If you want to know more about our next intake and the benefits an apprentice can bring to your business 
in 2022, don’t delay! There is limited funding available for 100 places, so head over

 to earnandlearn.ie where you can read more about the initiative and contact one of the team to 
discuss your options.
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AS Financial Brokers, you will be only too aware that 
cover for the primary earner in the family isn’t the only 
consideration when assessing a family’s insurance needs. 
You’ll also understand the importance of including the value 
of a stay-at-home parent’s contribution, even if they aren’t 
earning an income.
In a recent survey from leading protection specialist Royal 
London, findings revealed that 85% of people grossly 
underestimate the monetary value of the stay-at-home 
parent’s role by approximately €20,000. So, it stands to 
reason that when consumers consider life insurance for 
their families, many may either significantly undervalue 
the financial contribution of the stay-at-home mam or dad, 
or potentially overlook this important protection need 
completely. And this is where guidance from a Financial 
Broker can be crucial – by helping families ensure they fully 
consider the protection needs of both parents and not just 
the main breadwinner.

The ‘value’ of a stay-at-home parent
Findings from the survey revealed how multiple lockdowns 
since the pandemic began have changed people’s opinions 
on the role of parents who stay at home, with 42%* of people 
saying that they believe the role is more valuable than they 
had previously thought.
Despite this change in opinion, the findings also revealed 
that most Irish people expect the average salary of a stay-at-
home parent to come in at around €28,000, if they were to 
be paid. This is a significant undervaluation of the estimated 
€49,000 Royal London calculated that it would cost to 
replace the “duties” these mothers and fathers perform on 
a daily basis. 
Royal London’s calculations reveal that the annual cost to 
employ someone to do the household jobs normally done 
by a stay-at-home parent would be an estimated €48,904. 
Included in the calculations were some of the ‘top jobs’ 
parents carry out on a weekly basis such as cooking, 
cleaning, driving children to their various activities and so 
on, and the average work-place costs associated with these 
duties. 

Financial Brokers’ crucial role in advising families

Speaking of the survey findings, Karen Gallagher, Interim 
Head of Proposition at Royal London said, “Despite the 
focus on parenting and family life that has resulted from 

the pandemic over the last year or more, many people are 
a long way off from placing an accurate monetary valuation 
on the jobs and tasks carried out by stay-at-home parents. 
The average expected salary of €28,000 is significantly 
lower than the close to €49,000 we estimate as the 
economic cost in 2021, and lower again than the €48,946 
reported by the CSO** as the average earnings of a person 
in full-time employment during 2019.”

Respondents were asked: Studies have estimated the 
potential “salary” of the stay-at-home parent – how 
much do you believe it would cost to employ someone to 
perform the duties of a stay-at-home parent?

Karen continued, “Our survey highlights that while 
theoretically people might have developed a greater 
understanding and appreciation of the role of stay-at-
home parents, most have not fully reflected on the financial 
costs of this “job” and it illustrates the crucial role Financial 
Brokers play when it comes to providing protection advice 
to families.

“Being armed with an understanding of people’s 
perceptions of the value of the stay-at-home parent’s role, 
supported by data for the potential salary of a stay-at-home 
parent, could help you highlight this important issue and 
position protection more effectively with your clients.”

Karen finished by saying, “As a broker-only company, 
we know that Financial Brokers are well-placed to help 
customers understand the importance of having a financial 
safety net in place should the worst happen to either the 
main breadwinner or the stay-at-home mam or dad; and 
in our press release on this topic which has received a lot 
of coverage, we have encouraged people to make contact 
with their local Financial Broker to discuss their financial 
protection needs.”

To read the press release issued by Royal London, visit 
royallondon.ie/press-releases. 

Sources
* Royal London survey with 1000 adults across Ireland.
** Earnings and Labour Costs Annual, CSO, 2019. https://
www.cso.ie/en/releasesandpublications/er/elca/
earningsandlabourcostsannualdata2019/

“

Royal London survey highlights the importance of including 
stay-at-home parents in protection conversations

Karen Gallagher, 
Interim Head 
of Proposition, 
Royal London 

This is  where guidance from a Financial 
Broker can be crucial  – by helping 
families ensure they fully consider the 
protection needs of both parents and 
not just the main breadwinner.

Job Average cost 
per hour (€)

Estimated 
hours per 
week

Total €

Childcare Provider 11.74 30 352.20

Cleaner 10.57 8 84.56

General Cook 10.48 15 157.20

Teaching Assistant 12.00 5 60.00

Handyman/woman 15.58 4 62.32

Gardener 14.19 1 14.19

Taxi Driver (Estimated 
average fare) 
€21^

(Estimate 
number of trips) 
10 

210.00

Total cost per week 940.47

Total cost per year 
(52 weeks)

48,904.44

Statistics courtesy of https://www.payscale.com/research/IE/Job as of 01/07/2021 
except ^, which provides current average taxi fare courtesy of Lynk Taxi: https://
www.lynk.ie/taxi-drivers/
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ONE of the biggest marketing challenges facing Financial 
Brokers today is standing out amidst all the noise coming 
from blogs, social media posts and other digital activities. 
It’s not easy at all to connect your content with your 
contacts. Instead it takes a lot of effort for you to achieve 
your target audience recognising that you’re talking 
specifically to them, when they read or watch some 
of your content. So what can you do to increase your 
chances of achieving this higher level of engagement?
 
Know who you want to talk to
The first step is to know who your target market actually 
is. While you might be happy to actually do business with 
most people, it’s nigh on impossible to target everyone 
unless you have an insanely large marketing budget. 
Instead you need to be crystal clear about who your 
ideal client is – this may be business owners, people of 
a certain age, people of a certain occupation or maybe 
people of a certain level of wealth.
It’s then useful to work out the general characteristics 
of these people – we call this their persona. This will 
help you to really understand them as a segment of the 
population. This persona might include;
 

 z The demographics of the group
 z Their typical personality and what’s important to them
 z What their goals and challenges are
 z Where the opportunities might be for you to connect 

with them
 z What are the barriers that you might need to 

overcome
 z Where they get their information and where they buy
 z What sort of tone is likely to engage them best

Now you know who you want to reach…
 
Speak to your target market
This is a really critical step. Now that you know who you 
want to reach and the sort of messages that might land 
with them, write or record with these people specifically 
in mind. Make sure that they clearly see from the outset 
that you’re writing with them at the forefront of your 
thinking, that you are really tuned into their world. To help 
you do this, use suitable imagery too. If you want your 
images to really pack a punch, stay away as often as you 
can from stock images. If you can possibly use your own 
bespoke imagery of real people, this is hugely powerful.
Rather than setting out all that you do, speak to your 
target market about themselves. Write about their 
challenges, their specific financial issues and how they 
can make money work for them, as opposed to writing 
about what you do. You want them to read or hear your 
content and be able to quickly relate it to their own 
situation. As you are the person who is “joining the dots” 
for them, you will likely be the first port of call as they 
seek out more information.
 
Become the “go-to guy/gal”
The final step is to try and cement your position as the 
expert in the minds of your target market. In building 
on both of the earlier steps, this one requires another 

attribute – commitment. Nobody becomes a recognised 
expert overnight or as the result of a single brilliant piece 
of content. It takes tenacity and resilience, pushing 
content regularly out in front of your audience and 
demonstrating your value on an ongoing basis.
Very few people will see or hear all of your content, 
they are more likely to pick up snippets over time. So 
you need lots of snippets… all carefully crafted with your 
target audience in mind. These are the hard yards, but 
if carried out well on an ongoing basis, they may be the 
most valuable marketing steps that you take. If you’re not 
going to be able to produce the level of content required, 
get help from someone who can.
 
Know who you want to reach, focus your attention 
on them and go after them relentlessly. These are the 
ways of standing out from the crowd and unlocking your 
access to your ideal clients.

Are you talkin’ to me?

Eamonn 
Twomey, 
StepChange

“Know who you want to reach, 
focus your attention on them and 
go after them relentlessly.  These 
are the ways of standing out from 
the crowd and unlocking your 
access to your ideal clients.
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Zurich joins UNICEF Corporate Vaccine Alliance

ZURICH in Ireland has taken another step 
forward in supporting UNICEF’s call for 
fair and equitable vaccines globally by 
becoming a Lead Member in the UNICEF 
Corporate Vaccine Alliance. 
UNICEF delivers over 2 billion vaccines for children 
each year and is uniquely placed to tackle the 
pandemic by accelerating the global rollout of 
COVID-19 vaccines.

In September, Zurich and six other Lead Members 
of the UNICEF Corporate Vaccine Alliance released 
an Open Letter urging fellow corporate leaders to 
support the global roll out of COVID-19 vaccines.

This initiative builds on the generosity of Zurich 
employees in Ireland. In June 2021 Zurich in Ireland 
launched its UNICEF COVAX appeal, and combined 
with Z Zurich Foundation matching, approximately 
100,000 doses of vaccine will be delivered to people 
in low and middle-income countries.

Largest ever global vaccine procurement 
and supply operation
The UNICEF Corporate Vaccine Alliance initiative 
builds on the success of UNICEF’s Get a Vaccine, 
Give a Vaccine campaign. Both initiatives support 
UNICEF’s role in the world’s largest ever vaccine 
procurement and supply operation as part of the 
global COVAX Facility. 

COVAX has already delivered over 337.70 million 
doses to 141 countries since March this year. 
However, UNICEF says more funding is needed to 
achieve its ambitious goal to deliver over two billion 
COVID-19 vaccines by the end of 2021 through its 
established global vaccine procurement and delivery 
infrastructure.

Anthony Brennan, CEO Zurich 
Ireland said: “UNICEF’s Corporate 
Vaccine Alliance aligns with the 
ongoing work of the Z Zurich 
Foundation and builds on Zurich’s 
public commitment to help the 
most vulnerable access COVID-19 
vaccines. We know that no one 

is safe until we are all safe, and it is a global race 
between vaccines and new variants. It is essential 
that everyone has a fair chance to be protected from 
COVID-19 and we call on businesses in Ireland, of all 
sizes, to join us in protecting our world.” 

Joining the race
Zurich is proud to be represented in the UNICEF 
Corporate Vaccine Alliance, which underlines our 
continued commitment to supporting communities 
and helping to build a more sustainable future for 
everyone on our planet. And we call on businesses in 
Ireland, of all sizes, to join us in protecting our world. 
For more on the Alliance, visit unicef.ie/alliance

If you or your employees would like to make a 
donation, the Zurich UNICEF COVAX appeal remains 
open for donations until the end of the year with 
the Z Zurich Foundation continuing to match new 
donations up to CHF2.5 million. Please visit unicef.ie/
donate/zurich-covid-19-vaccine to donate or share.
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THE pandemic has created significant challenges for the 
insurance industry and has forced changes in how the 
industry operates and the services provided to consumers. 
To stay competitive within this challenging marketplace, 
Insurers will need to significantly transform their operating 
models, product offerings and cost structures. 
With the current focus on mobility moving away from a 
functional need towards an increasingly financial and 
social need, there has been a dynamic shift in cconsumer 
preferences and priorities. 
Cities are responding by re-designing road layouts in 
order to make space for micro-mobility such as bikes and 
scooters. Additionally, new regulations are being rolled out 
to encourage electric mobility. There is an added pressure 
on insurance providers to innovate to cater for multi-modal 
insurance products, which would see a more holistic 
approach to insuring the individual for mobility purposes. 
New and innovative vehicle ownership models and new 
forms of shared transport are being rapidly adopted, 
which have a direct and significant impact on the manner 
in which individuals are insured. Opportunities exist for 
new alliances, partnerships to expand capabilities and 
foster innovation, which will only be achieved through 
collaboration and more customer-centric products 
addressing evolving customer needs. 
This article examines markets insights and emerging 
trends and examines a potential use case for a new multi-
modal mobility product.
Market Insights
Some key considerations and trends discussed below will 
be critical to innovative success in this emerging product: 
IoT - In order for the market to adapt to flexible pricing, it is 
beneficial for higher adoption of IoT to offer more extensive 
coverage across different areas of the customers’ lifestyle. 
The risk would be tied to the customer, rather than the 
mode of mobility used.
Customer Centricity - The defined Customer journey and 
framework needs to have an integrated, consistent and 
seamless implementation, where customers with different 
needs and goals get the same but tailored experience. One 
good way to achieve this is by creating a cohesive omni-
channel which provides customers the complete picture 
of their journey and defines the experience threshold. 
Access to micro-mobility options that are safe, quick and 
connected will become the primary priority for customers. 
Climate and Sustainability objectives - Shared mobility 
has a profound impact on the environment, travel trends 
and development of societies. These important factors 
should come front and center in this product design and 
distribution. Likely impacts of shared mobility include: 
enhanced transportation accessibility, reduced traffic 
congestion, eco-friendly transport options and job creation.

Regulation - Ireland is now one step closer to legislating 
use of e-scooters, including e-bikes. With the Government 
approving the Road Traffic Bill, allowing for the regulation 
of ‘powered transporters’, the proposed legislation will 
allow e-scooters to be used legally in public places.
Multi-Modal Mobility Use Case
The central aspect about Mobility transformation revolves 
around flexibility; on conditions such as situation, 
financial well-being, time and resources. This flexibility is 
implemented through Mobility-as-a-Service (MaaS), which 
enables users to plan, book, and pay for multiple types 
of mobility services through a common digital platform. 
Using this concept, let’s discuss a use case in the design 
of insurance for MaaS. 
The Insurance industry could empower Mobility Service 
Providers to sell diversified insurance products to end-
users, to allow some additional flexibility through term 
policies, in case the user would like to reschedule or 
cancel the trip. Additionally, the product can support an 
ecosystem of multi-modal journeys, using transit systems. 
It’s not uncommon for a journey today to consist of a ride 
with an e-scooter, a tram and a shared ride in a car on the 
commute to work. In this multimodal reality, the status 
of the traveller varies depending on the mode they are 
using and the respective passenger scheme. There is no 
comprehensive framework covering entire trips which 
warrants further consideration. This can be overcome by 
providing a comprehensive personal mobility insurance. 
The purview of the insurance policy could cover the person 
using the service, and the service itself (car/tram/bike). As 
MaaS itself becomes more embedded into our daily lives, 
there will be more demand for widely comprehensive 
insurance products.
Connected, Electric and Shared Mobility have already 
gained momentum in the market, by creating an 
“Innovation ripple effect”. However, the infrastructure 
to build such a vibrant ecosystem leads to a need for a 
comprehensive financial support and insurance system. 
A connected multi-model insurance product consisting 
of coverage across multiple modes of transport, enabling 
timely and cost efficient journeys would address various 
requirements for such a vibrant, eco-friendly, sustainable 
ecosystem. 

The Future of Mobility Insurance

Hesus Inoma, 
Director - Financial 
Services Advisory,
Grant Thornton 
Ireland
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ADVISERS today make a significant monthly 
investment into all sorts of technology to enhance 
their business, from cash-flow planning, CRMs, to 
quote comparison tools, but little is ever invested in 
the most important aspect of business; keeping in 
touch with clients.   

The issue is that there has never been technology 
to provide a simple yet effective solution for year 
round client engagement.   The A-clients are always 
serviced well, with yearly meetings, mid-year updates 
and regular phone calls but the service level and 
frequency of contact quickly falls away as we go 
down the alphabet.  

The traditional client engagement options often fail to 
reach sufficient numbers or else they smack of mass 
marketing when they do.  While website blogs and 
LinkedIn posts can help to build the adviser’s brand, 
they can be more of an exercise in article writing than 
client engagement if web traffic is low.  

Touch-points are gold

No more than the friendly broker consultant needs 
to get continual airtime with the advisers on their 
panel, advisers need to get continual airtime with 
their clients.  We have all seen the client surveys 
showing why clients stop doing business with their 
adviser; not the fees, not the advice but that they felt 
that their business was not valued, they rarely had 
any contact.  Without continual touchpoints the client 
relationship gets diluted and the adviser becomes 
the person they bought the product from and not an 
ongoing source of information or financial guidance.

Many events occur in the client’s finances throughout 
the year and without a strong adviser connection the 
client will often seek guidance elsewhere, tapping 
into the vast array of information sources at their 
fingertips.

Globally, client engagement technology has shifted.   
Client experience trumps everything else the 
adviser offers.  Clients want year round guidance, 
more than one meeting a year, they need thought 
leadership, education and insights, but in their time, 
on their terms.   

Mobile engagement technology, such as Centric’s 
Engage App, provides advisers with an opportunity to 
transform their client value proposition, by providing 
an interface to feed client tailored material directly 
to their mobile device, ready to be consumed when 
the time is right for them.  Clients simply download 
the adviser branded Personal Finance App to their 
smartphone which links directly to the adviser’s 
portal.  

This is where the client engagement meets 
rocket fuel. From the portal the adviser can upload 
documents, alerts and messages to clients depending 
on their product type.  While the SSAP and director 
clients get updates about extracting funds from their 
limited company, self-employed clients get notices 

about 31st October deadline. And when there is 
something really important to tell clients, a simple 
push notification to pop up on their phone, ensures 
they don’t miss a deadline or opportunity.

Mobile engagement transforms the adviser’s value 
proposition.  A pension top up request, where the 
client can sign their phone screen to send the signed 
PDF to their adviser in seconds is the type of client 
experience that really shifts the dial, scaling the 
adviser’s brand and revenue opportunities.

This is fintech for financial advisers.  Creating a 
paradigm shift in what the adviser offers, amplifying 
their brand and their business value.

Engage is Ireland’s only adviser branded Personal 
Finance App and has recently been shortlisted for 
both the Innovation Award & Communication Awards 
in the upcoming Irish Pensions Awards 2021.

For more details contact Founder/Managing 
Director Karl O’Meara, tel: 0872151007, email: 
karl@centric.ie or visit: www.centric.ie  

Adviser Fintech  Transforming client communications

Karl O’Meara,
Managing 
Director, 
Centric
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WHAT does the cybercrime landscape look like?
Cybercrime attacks, always on an upward curve, have 
increased by more than 400% since the beginning of 
the COVID 19 crisis alone. There have been some very 
high-profile attacks, but most intrusions are never widely 
reported. Ransomware, intellectual property theft, supply 
chain attacks, invoice redirect fraud, blackmail and theft 
are commonplace. The focus of the majority of cyber 
crime attacks nowadays is on financial gain, unlike 10 
years ago where a substantial percentage of attacks 
would have been related to hackers attacking and 
damaging websites and networks for political reasons 
(Anonymous, LulzSec and similar hacking groups) or to 
show off their abilities within the hacking communities. 
The advent of cryptocurrencies facilitated the relatively 
safe and anonymous monetisation of cybercrime, and 
criminal groups were very quick to take advantage. The 
lone hacker working from their bedroom is no longer the 
greatest threat, with cybercrime now operating on an 
industrial level – often with the backing and resources of 
nation states.

What type of cybercrime attacks are small firms being 
hit with?
Small firms are particularly attractive to cyber criminals 
as they are often perceived to be an “easy target” for 
cybercrime. This is because the perception exists that 
smaller firms are not equipped with the best security 
systems and are under-prepared to withstand a 
cybercrime attack. The most common attacks such as 
phishing attacks and email account takeover are based 
on social engineering techniques designed to trick 
account owners into divulging their passwords.
What this means is that if an attacker has gained access 
to a business email account, they often create a message 
rule to forward all emails to an account of their own, so 
they can watch for a transaction like a transfer of funds (e.g 
policy purchase, fee payment, pension investment) due to 
happen. Imagine a broker who has been compromised 
is handling a funds transfer related to a policy. When the 
time comes to receive the monies from the payer, that is 
when the criminals strike. The payer will have received an 
email from the “payee” with the bank account details to 
transfer the money to. The payer may not question this 
as everything looks completely normal, coming as it does 
from the genuine email account that they are used to 
dealing with. They then transfer the funds to the criminal’s 
bank account without every realising they have reacted 
to a fake email instruction. Usually a fraud like this is only 
discovered when there is a follow-up query from the 

genuine payee wondering why they have not received 
payment yet, by which time the money may well be long 
gone. Many of these attacks take place on a Friday, often 
of a bank holiday weekend, to allow the criminals more 
time to move the funds before the fraud is discovered.
If the attacker finds that your account isn’t used to organise 
or facilitate financial transactions, they will either sell the 
data they found in it – or use your account to target people 
in your contacts.  Either of the above scenarios also creates 
a GDPR headache for the compromised organisation. A 
more detailed breakdown of how a phishing attack like 
this works is available on our website www.commsec.ie

What can Brokers do to minimise the risk of IT security 
threats?
Every Broker’s firm should look to ensure that their 
staff are trained to be aware of the possible IT security 
threats, this can be done by using end user IT security 
awareness training which is now easy to implement and 
is not expensive. The most common types of attack use 
social engineering methods, and user awareness is highly 
effective in preventing them from succeeding.
Secondly we strongly encourage every business to 
maintain yearly penetration tests and reviews of their 
IT systems, and this can be supplemented by regular 
vulnerability scans that will help with improving the 
security of their IT systems and reduce risk. 
Looking ahead, what are the next steps for firms to take 
to maintain good cyber security?
They should consider the use of a managed IT security 
monitoring service, to help protect themselves from 
phishing and ransomware attacks. Security monitoring 
can be very useful in detecting activity which indicates 
that criminals may be scanning or attacking your systems.
Monitoring services are now available for different sizes 
of organisations and are much more affordable than 
before. In the event of an attack – the service provider 
has the authority and access to take remedial action and 
shut down the cyber-attack quickly.  
What advice would you give to a firm looking to improve 
their IT security? 
They should look to work with an organisation who 
specialises in IT security and governance and has the 
skills and expertise to help them to improve their IT 
security and reduce their risk. Security is much more 
than having a firewall and anti-virus on the user laptops! 
Small firms in particular can benefit from the advice of IT 
Security experts in identifying and prioritising the most 
serious risks to their business. There are also benchmark 
standards that we can help them attain, such as Cyber 
Essentials or ISO 27001.
Is this level of IT security protection available to all 
sizes of brokers, even those with limited resources and 
budgets?
Yes, even relatively small firms and Brokers’ practises 
can now benefit from the latest IT security services as 
these are far more affordable than in the past. Small 
organisations can use the resources of a Managed 
Security Services Provider to protect them to the levels 
previously only available to large organisations, but at a 
fraction of the cost.

David McNamara, CommSec talks to us about Cybercrime, 
Cyber Security, small firms and Broker’s Practices 

David 
McNamara, 
Managing 
Director, 
CommSec
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ESG (Environmental, Social and Governance) investing 
refers to a class of investing that is also known as 
sustainable or responsible investing. ESG investing 
essentially seeks positive returns and long-term impact 
on society, environment and the performance of the 
business.

We are seeing a growing demand amongst pension 
and savings investors for products focused on investing 
responsibly. This demand from investors is coupled with 
a desire to understand the process behind ESG funds 
to ensure they are investing with a manager who has a 
proven and credible track record in this space in terms 
of both financial performance and ESG impact.

We are also seeing that this approach in doing right by 
the planet and people is becoming more directly linked 
to positive returns and market performance. 

Research backs that up.

ESG funds in Europe attracted inflows of €120 billion in 
the first quarter of 2021 – a record and more than 18% 
higher than the previous quarter alone according to 
Morningstar.

On top of all that, new regulations applied from March 10 
is likely to heighten awareness and knowledge further 
in this area. EU Directive, The Sustainable Finance 
Disclosure Regulation (SFDR), requires Financial Market 
Participants and Financial Advisers to provide investors 
with certain ESG-related information about financial 
products in order to enable investors to make informed 
investment decisions based on ESG factors. This first 

of its kind regulation should also make it easier for 
investors to compare ESG products across the market.

The fact deposit rates are at zero, or in some cases 
negative, means that we are also seeing very early signs 
of a move away from cash. This is another factor that 
might play a role in increased investing in ESG, and in 
investing in general – particularly in light of the growing 
amounts being held on deposit in Ireland.

The Irish economy is recovering swiftly post pandemic, 
and economic activity is expected to reach its pre-
pandemic level by the end of the year. Savings levels 
in Ireland have increased sharply since the onset of the 
pandemic. As consumption levels recover, the savings 
ratio (the percentage of gross disposable income saved 
by households) will also be brought back towards pre-
Covid rates, according to the quarterly report from the 
Central Bank of Ireland published in October 2021. 

Furthermore, the report found that since the beginning 
of the pandemic in March 2020, Irish households have 
increased their net household deposits by €21.6bn. 

Perhaps, even more compelling, are recent findings 
from Amundi’s Quantitative Research team that shows 
that over the past two years ESG is becoming financially 
material – in other words a source of outperformance, in 
equity and in bond markets. 

Significantly, the ongoing Covid-19 crisis and the initial 
resulting market turmoil have confirmed the increasing 
relevance of integrating ESG criteria and sustainability 
into the investment decision. 

Shaping the ESG Performers of Tomorrow
Graham Fox, Head of Retail Distribution, Amundi Ireland, explains what 
responsible investing is, why it is becoming one of the hottest topics for Asset 
Managers, Financial Brokers and long-term savers and how doing right by the 
planet and people makes for good financial returns.

“We are also seeing that this approach in 
doing right by the planet and people is 

becoming more directly l inked to positive 
returns and market performance. 
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The global pandemic may even serve to expedite this 
trend for ESG investing, as many have an increased 
value on life, health and the type of planet we want to 
leave behind.

We believe integrating ESG criteria and sustainability 
into the investment decision will add value both in terms 
of seeking to deliver better risk-adjusted return, but 
also in terms of helping to put focus on - and ultimately 
improve - important ESG parameters for companies and 
society.

We believe that it will be key for active investors who look 
to generate excess returns to detect those opportunities 
where the ESG premium is not yet priced in fully.

So, how can one identify those companies that have 
the potential to generate the most positive ESG impact 
on society?

One way to do that, in our view, is moving from a static 
best-in-class approach to a dynamic and forward-looking 
one, seeking tomorrow’s ESG leaders. Amundi recently 
launched ‘ESG Improvers’ seeking to identify companies 
that have the capability to become ESG winners - a 
totally new way of thinking.

This is an actively managed investment strategy, open 
to institutional and retail investors that aims to capture 
ESG-related growth potential at an early stage – and 
is managed from Dublin, the main equities investment 
centre for the Amundi Group.

So what exactly do we consider ESG winners?

In our opinion ESG winners are quality companies with 
attractive valuations and strong ESG ratings, while ESG 
improvers are corporates portraying a solid fundamental 
investment case and an improving ESG trend, but are 
not yet ESG leaders. 

The standard way of ESG investing, which focuses on 
best-in-class companies with higher scores, doesn’t 
make as much sense because it is too valued. Instead, 
you need to look at ‘improvers’ and future leaders – 
those companies that evolve over time, in particular, 
great companies that fall from grace relative to peers 
but are now making progress on restoring their ESG 
credentials, including tangible, credible commitments 
to improve on material ESG risks. It’s important to look 
at the journey of the company, rather than consider its 
available data statistically.

Think about it – everyone already knows who the existing 
ESG leaders are so there is less opportunity to generate 
value. Also, given they have already integrated ESG 
into their DNA, there is less space to create additional 
positive societal impact compared with a company 
which has considerable room for improvement. We 
believe that a careful portfolio combination of quality, 
from ESG winners, and rerating opportunities, linked to 
ESG improvers, can allow investors to achieve a more 
attractive risk-adjusted return. 

In addition, we seek to avoid ESG laggards within sectors 
and by that we mean companies that are not being 
proactive to address ESG risks within their sectors. It is 
important to stress that our analysis not only considers 

environmental impact but also fundamentals such as, 
for example, tax practices, board structure and labour-
related issues.

So, how does this approach work?

This approach marries deep-value fundamental analysis 
with in-depth ESG research. Amundi looks for inflection 
points on concrete, tangible ESG actions (rather than 
commitments/forward looking declarations), which a 
computer cannot do.  

This is all driven by the realisation that valuation 
dispersions are at their most extreme levels ever, with 
cheap ESG stocks being extremely cheap, while tech 
stocks (often with higher ESG ratings) conjuring up Dot 
Com Bubble valuations.

Two examples of ‘improvers’ would be Vonovia*, the 
German residential real estate company, that has a 
strong focus on the affordable segment and when 
regulations came in that were unfavourable to property 
owners, they were better positioned.

Another is Orsted*, the Danish global offshore wind 
leader, which is now considered best-in-class, but in its 
‘improver’ phase, saw its multiple go from 10 to 30. 
*Reference to portfolio holdings should not be considered as a 
recommendation to buy or sell any security and securities are 
subject to risk. 

So, in summary, we believe that if you partner with the 
right Asset Manager you can create alpha and, in doing 
so, make the world a better place. We believe every ESG 
investor has a role to play. 
This document contains information about Amundi Funds European 
Equity ESG Improvers. The management company of the Fund is Amundi 
Luxembourg S.A., 5, allée Scheffer, L-2520 Luxembourg. 
This marketing material is for information purposes only, is not a 
recommendation, financial analysis or advice, and does not constitute 
a solicitation, invitation or offer to purchase or sell the Fund in any 
jurisdiction where such offer, solicitation or invitation would be unlawful. 
This information is not for distribution and does not constitute an offer 
to sell or the solicitation of any offer to buy any securities or services 
in the United States or in any of its territories or possessions subject to 
its jurisdiction to or for the benefit of any U.S. Person (as defined in the 
prospectus of the Funds). The Funds have not been registered in the 
United States under the Investment Company Act of 1940 and units of 
the Funds are not registered in the United States under the Securities Act 
of 1933. Accordingly, this material is for distribution or to be used solely 
in jurisdictions where it is permitted and to persons who may receive 
it without breaching applicable legal or regulatory requirements, or that 
would require the registration of Amundi or its affiliates in these countries.
Investment involves risk. Past performance is not a guarantee or indication 
of future results. Investment return and the principal value of an investment 
in the Fund may go up or down and may result in the loss of the amount 
originally invested. All investors should seek professional advice prior 
to any investment decision, in order to determine the risks associated 
with the investment and its suitability. It is the responsibility of investors 
to read the legal documents in force in particular the current prospectus 
of the Fund. Subscriptions in the Fund will only be accepted on the basis 
of their latest prospectus available in English or in the local language 
of EU registration, and/or the Key Investor Information Document (“KIID” 
available in local language in EU countries of registration) which together 
with the latest annual and semi-annual reports may be obtained, free of 
charge, at the registered office of the management company of the Fund, 
or at www.amundi.lu. A summary of information about investors rights and 
collective redress mechanisms can be found in English on the regulatory 
page at https://about.amundi.com.  
Please note that the management company may de-notify arrangements 
made for marketing as regards units or shares of the Fund in a Member 
State of the EU in respect of which it has made a notification. 
The information in this document is as at 21 October 2021 except where 
otherwise stated. This material is based on sources that Amundi considers 
to be reliable at the time of publication. Data, opinions and analysis may 
be changed without notice. Amundi accepts no liability whatsoever, 
whether direct or indirect, that may arise from the use of information 
contained in this material. Amundi can in no way be held responsible for 
any decision or investment made on the basis of information contained 
in this material. 
Amundi Ireland Limited is authorised and regulated by the Central Bank 
of Ireland.

Warning: If you invest in this product you may lose 
some or all of the money you invest

Warning: The value of your investment may to down as 
well as up.
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HOW long have you worked as a Broker - how did 
you come into the industry?  
I joined the family broking business in 2005 after 
encouragement from my Dad Joe. I had a degree in 
Marketing & a Masters in Ecommerce and had various 
roles in web development, marketing and sales 
before that so I suppose it was excellent background 
knowledge to have. I honestly had no designs on the 
business and my Dad suggested I should buy the 
company from him and my initial reaction was not 
particularly positive and also, “buy it, seriously?” After 
some consideration I joined him and my mum as a 
trainee Broker on the front desk doing personal lines. 
I really loved it and loved the life outside of Dublin. 
After a couple of years, my husband Colm McGrath & 
I bought them out in 2007. I grew in confidence but it 
was a bit lonely, as very soon after I took over, both 
mum and dad passed away and it meant I had no one 
really to bounce business problems off. I joined Young 
IBA, and got involved with as many industry events as 
I could, and with the support of my fledgling network I 
managed to thrive.

Top tip to someone who’s interested in becoming a 
Broker?     
Entering the insurance industry for the first time I would 
absolutely recommend the path of the Insurance 
Apprenticeship. It offers entrants the full scope of 
skills required to meet the demands of our changing 
industry and also is so sensible from a financial point 
of view.

What’s your favourite and least favourite thing about 
being a Broker? 
My favourite thing about being a Broker has always 
been the network and the wonderful people you meet 
through work. I love the characters in our industry 
and the fun of social occasions which I hope we can 
continue to hold into the future. The insurance industry 
survives and thrives on personal relationships, your 
word being your bond etc, and I feel we must all make 
the effort to attend events and develop opportunities 

to meet one another after Covid. My least favourite 
thing is something that unfortunately has become 
more prevalent, the dreaded conversation where you 
can’t find a solution for a client such as an insurer 
declining a risk or a facility exiting the market. 
What differentiates your brokerage and services 
from others? 
Our business is both a specialist in certain areas such 
as Events, Education, Construction and also a general 
Broker with a full suite of products & services. We aim 
to be the best in all aspects of our service, and like 
all Brokers be honest and represent our industry to 
the highest standards. We feel Brady Insurance has a 
modern approach and is always the first to deliver new 
initiatives and products to the market.
Tell us something that we don’t know about you? 
I love to paint and have been a part time artist my 
whole life. Whether I am any good, I’m not sure! 
What’s your best bit of business advice to your 
younger self?  
Be confident and take risks! 
What difficulties presented themselves during these 
challenging times and how did you overcome them? 
We kept our offices open, with a skeleton staff during 
covid in individual offices. The challenge was to 
navigate the changing landscape, keep jobs secure 
in light of very tough circumstances and keep the 
situation calm and secure. I think we achieved stability, 
we communicated well and kept service at the forefront 
of our minds. 
What’s your favourite and most used business 
mantra?
Well I don’t have a mantra really, but I am much better 
at not sweating the small stuff and seeing business 
problems in the context of my overall life, which then 
makes them very insignificant.
What does the future hold for you and the business?
We have recently sold a shareholding in our business 
to Coverys European Holdings who are supportive of 
our continued growth and with them I hope to develop 
new products, introduce new capacity and grow the 
company. Personally I am very hopeful and excited 
about our future! 

“

Up close and personal with 
Jane Brady, Joseph G Brady Insurance Ltd

spotlightbr
ok

er

I  admire lots of  people who 
challenge the status quo or 
strive for equality.  People 
l ike Jacinda Ardern, Marcus 
Rashford, Oprah, Emma Watson. 

 www.theinsurancecharities.ie



 www.theinsurancecharities.ie
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‘It ain’t what you don’t know that gets you into 
trouble. It’s what you know for sure that just 
ain’t so.’ -Mark Twain

INVESTING is an art rather than a science and always 
embraced uncertainty.  Uncertainty, however, does not 
mean an investor cannot prepare a portfolio for the 
future and some degree of weather proofing is prudent 
as exiting a pandemic means there are no historical 
precedents for what will happen next.  While equities 
have certainly performed strongly in recent years the 
earnings yield versus bonds has not really budged and 
looking at the valuations of all asset classes outside of 
equities it is hard to find investment choices which are 
likely to deliver on the aspirations of longer-term savers, 
especially pension fund savers, other than equities.  In 
this environment, for those committed to markets for the 
long run it is usually best to remain more-or-less fully 
invested unless evidence to the contrary is absolutely 
compelling.  

Investors should also think over their attitude to risk.  
Equity markets are inherently volatile from time to time 
and many of the sharp setbacks that have occurred over 
the last 50 years have not been easy for the majority 
of investors’ to predict. Some have occurred at times 
of extreme over valuation by historic norms of equities 
in absolute terms, which has usually occurred at times 
of economic optimism ‘justifying’ the view in the eyes 
of the majority that ‘this time is different’. In the 1970s 
the oil crisis ushered in a period of high inflation which 
proved to be something most economists found hard to 
explain, and therefore the success of Paul Volcker, US 
Federal Reserve Chair, in taming the inflationary tiger 
through raising interest rates dramatically caught most 
investors by surprise.  Similarly, the TMT bubble, the 
GFC, Eurozone Crisis, to name but three have only been 
forecast by a minority of investors, otherwise the bull 
market would have ended before these factors impacted 
on economic fundamentals.  

When setbacks occur at times of expensive valuations, 
there is always the potential for these to be severe and 
fast moving as was the case in 1987, 2000 and 2008 
(where overvaluation was most apparent in credit). 
Covid-19 was a black swan event and completely 
unpredictable.  While equities show periods of volatility 
this can be a very different thing from risk if that is 
defined as the permanent loss of capital.  It is therefore 
worth investors considering how much they are prepared 
to spend to hedge out volatility risks, for example in the 
form of holding lowly yielding government or investment 
grade bonds, if they have a truly long-term time horizon.  
At times of market volatility the safe haven status of 
even investment grade corporate debt has not held up 
as well as investors might expect as was seen during 
both the GFC and Covid-19. In periods of extreme stress 

when investors need investment grade debt to maintain 
its long-term low correlation with equities, this does not 
always occur. 

Martin Wolf, Chief Financial Times Economics 
Commentator, has written that equities have delivered 
long-term outperformance for investors despite World 
Wars, a Depression, a Global Financial Crisis, and now 
a Pandemic.  To deliver security in old age investors not 
only need to save for a pension but save in a manner that 
will give a positive real return, or in other words, provide 
a pot of money that grows in value faster than inflation.  In 
today’s low-rate world where the price of safe assets has 
been distorted by central bank policy, it seems likely the 
only sensible way to achieve this is to invest in risky assets.  
To reduce risk investors should focus and differentiate 
between short term price volatility and the possibility of 
serious impairment to the value of their capital.  Ironically, 
actuarial considerations have forced many pension funds 
to move in the opposite direction, thus not capitalising 
fully on the post Financial Crisis bull market. Empirical 
evidence backs up this approach with, for example, the 
work of Elroy Dimson, Paul Marsh, and Mike Staunton in 
successive Credit Suisse Global Investment Year Books 
demonstrating that for longer than a century a portfolio 
of equities has done staggeringly well, especially if 
diversified globally.  Thus, whilst investors in the UK 
market in the current millennium, and in Japan since the 
post 1990 period have only seen muted returns or worse, 
those with a truly global portfolio have fared far better. In 
contrast, Wall Street which was also hard hit in the TMT 
blow up has seen the S&P 500 reach around three times 
its end ’99 level.  The UK (one of the less well performing 
markets in more recent times) since 1900 has delivered 
an average annual real return of 5.4% compared to 6.6% 
in the United States.  In contrast government bonds have 
given an average real return of 2.0% p.a.  The argument 
for investors holding bonds is that in Wolf’s words, 
wars or revolutions can ruin equities, but he adds very 
importantly, they also destroy the value of bonds (fixed 
interest securities).  For most investors holding a widely 
diversified portfolio of equities, especially if combined 
with the selection of top performing fund managers, 
offers the best long term investment strategy even, or 
perhaps especially in an uncertain world.

Today the world is seeing shorter term cyclical inflationary 
pressures which have led to periods of volatility, especially 
intra-market in terms of style rotation something which is 
masked by overall index levels.  The medium to long-term 
prospects for the global economy suggest that structural 
forces previously discussed of debt, demographics, and 
disruptive technological change will return the world to 
an era of secular stagnation. Whilst inflationary pressures 
are likely to prove transitory the definition of transitory 
will differ amongst market participants.  Supply side 
problems many of which are COVID-19 related look likely 
to persist for much or all of 2022 and the market will 
remain volatile until a clearer picture emerges of the path 
of inflation and interest rates. There is also the question 
of what the appropriate policy response to supply side 
rather than demand driven inflationary pressures should 
be. Whether tightening monetary policy would be the 
correct response is a moot point.   

For investors with a sufficiently long-time horizon, 
prepared to sit through periods of volatility which history 
demonstrates is not the same as the risk of permanent 
loss of capital, there remains the potential to make 
excellent long-term returns. Investment is also about 

World Economic and Market Outlook 

Graham O’Neill

“Martin Wolf,  Chief Financial  Times 
Economics Commentator,  has 
written that equities have delivered 
long-term outperformance for 
investors despite World Wars, a 
Depression, a Global Financial 
Crisis,  and now a Pandemic.
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risk management and extreme over valuation does run 
the risk of permanent impairment of capital especially 
if occurring in narrow areas of the market such as 
technology stocks in 2000 and Japan in 1989/1990. Even 
in the States the ‘nifty-fifty’ period resulted in the US 
seeing the Dow regain its 1969 level only in 1982. Often 
investors are over exposed to the most vulnerable parts 
of the market as these are the most fashionable and 
over owned which is why valuations are high. This again 
emphasises why some weatherproofing of portfolios is 
prudent. In the short-term the biggest threat to markets 
remains an inflation scare, even if it does not actually 
occur. If the US saw 10 Year Treasury yields see upward 
pressure towards the 2% level this could see equities 
suffer a period of volatility, although a major bear market 
looks unlikely.   

Market returns can be augmented by skilled fund 
selection and for investors utilising managers who have 
demonstrated the ability to deliver returns with lower 
than market levels of volatility a portfolio with a high 
weighting to equities remains fully justified. If rising cost 
pressures impact on company margins and disposable 
income in 2022 resulting in a second half slowdown, 
quality equities would likely be the most resilient part 
of the market. The most significant threat to equity 
markets today would be a period of sustained higher 
levels of inflation with cyclical pressures strong enough 
to overturn today’s strong secular disinflationary trends.  
As it is impossible to predict with any certainty that this is 
likely to occur, there seems no reason to significantly alter 
asset allocations in response to a macro scenario which 
may or may not occur when history demonstrates equity 
markets offer the best option for growing the real (post 
inflation) value of investments in most circumstances, a 
view reinforced by the dearth of valuation opportunities 
in what are considered to be ‘safe assets’ and the 
consistently poor returns from most absolute return 
strategies.

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

Commission on Pensions’ recommendations a timely 
reminder of the need for prompt action
THE recent call by the Commission on Pensions for the 
early introduction of an auto-enrolment pension savings 
scheme is an important reminder of the scale of the 
challenge of pension provision in the coming decades 
in Ireland, according to Chartered Accountants Ireland. 
The proposal was part of a series of recommendations 
set out by the Commission on Pensions following their 
examination of the sustainability of the State Pension.

A survey this year of some of Chartered Accountants 
Ireland’s 30,000 members, recorded 93 percent support 
for the introduction of auto enrolment, a scheme under 
which workers would automatically be enrolled in a 
pension scheme, with contributions by employers, 
employees, and the state. In February 2021, the 
Government announced that its introduction would be 
delayed until at least 2023.

Commenting, Cróna Clohisey, 
Public Policy Lead with Chartered 
Accountants Ireland said: “It has 
been our position for years now that 
reforms to enhance the sustainability 
of the State Pension cannot take place 
without parallel reforms to increase 
private pension coverage in Ireland, 
which at the moment is around 60 

percent. The scale of the pension funding problem 
will only grow unless more workers start to save for a 
pension.

“Starting the lengthy process of introducing auto-
enrolment as a matter of urgency is the obvious answer 
to what is already a huge problem. This scheme will 
incentivise people to save and that in turn will reduce 
the reliance on the State Pension and therefore enhance 
its sustainability.”

When it comes to the State Pension age, the Commission 
recommends gradual incremental increases of three 
months each year starting in 2028, reaching 67 in 2031, 

with further increases of three months every second year 
reaching 68 in 2039.

Commenting Ms Clohisey said: “Minister Humphrey has 
stated that the Government will not make a decision 
on these proposals until March 2022, and while we 
understand the widespread impact that these proposals 
would have, the further delay is regrettable. Based on 
the State’s history of addressing pensions policy, by the 
time any changes are implemented, we fear that 2028 
will not be very far away. 

“Workers approaching State Pension age, many of 
whom will have already worked for in excess of 40 years, 
deserve clarity on what age they can become entitled 
to the State Pension so that they can plan for their 
retirement. Therefore, we are urging the Government to 
expediate decision making on the State Pension Age in 
particular.”

The Commission on Pensions’ recommendations also 
contained proposals to abolish mandatory retirement 
and allow workers to continue in employment until they 
reach State Pension Age if that is what they wish to do, 
a proposal welcomed by Chartered Accountants Ireland. 

Commenting Ms Clohisey said: “Increasing the State 
Pension age without also addressing the issue of 
contractual retirement ages will also put pressure on the 
State’s finances as many workers have to bridge the gap 
to the State Pension by availing of the Benefit Payment 
for 65-year-olds. The Commission’s recommendation to 
align retirement ages in employment contracts with the 
State Pension age will help bridge this gap but for those 
who wish to retire at 65 years however, the State Benefit 
Payment for these individuals should continue.”

“Equity markets are inherently 
volatile from time to time and many 
of the sharp setbacks that have 
occurred over the last 50 years have 
not been easy for the majority of 
investors’  to predict.
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THE inaugural Business Risk Index from professional 
services firm, Aon, has revealed the lingering 
uncertainty facing many businesses moving to a hybrid 
working model with 6 in 10 still unclear as to whether 
the complexity of managing a hybrid workforce with 
employees located at home or in the office will restrict 
their organisation’s ability to innovate.

Aon’s Business Risk Index, which surveyed 160 
businesses across Ireland, offers important insights into 
the views of Irish businesses on the main business risks 
facing employers as they plan the return to office and 
develop a new working model for their organisation. 
It comes following the publication of the Work, Travel 
Convene report developed by Aon together with a 
coalition of leading Irish employers and Ibec which 
outlined the challenges associated with the return to 
office. 

The Index reveals that only one in four employers are 
concerned about a possible decline in productivity as 
they move to a hybrid working model. But 60% are still 
uncertain as to whether the challenges of manging 
a hybrid workforce will impact their team’s ability to 
innovate. Only 23% are confident that a hybrid working 
model will not restrict innovation within their business.

To mitigate the new risks associated with a hybrid work 
model, Aon’s Business Risk Index shows that over half 
(52%) of Irish companies will provide greater flexibility for 
employees, while 40% intend to enhance collaboration 
amongst staff through technology or other means.

The survey also points to the growing importance 
placed on company culture by employers to successfully 
manage teams both in-person and remotely. 65% of 
employers agree that company culture is now more 
critical for business success than strategy or business 
model given the changing nature of work. Yet only 
44% have placed more emphasis on developing their 
organisational culture as a result.

Cyber-security remains a principal concern for 
employers navigating the future of work. Almost half 
of all Irish businesses cite ‘phishing’ as the biggest 
current cyber risk to their organisation with 1 in 4 (24%) 
concerned about possible ransomware attacks on their 
business.

Companies are taking steps to enhance their cyber 
resilience and preparedness with 40% having provided 
cyber-security training to employees over the past 18 
months while 40% have enhanced their data recovery 
and back-up systems. 

Commenting on the results of the survey, 
Peter Brady, CEO of Commercial Risk 
& Health Solutions, Aon in Ireland said: 
“With the gradual return to office now 
underway, business leaders are now 
planning how to successfully evolve their 
working model while mitigating the risks 
associated with the future of work. “The 
launch of Aon’s Business Risk Index will 

support business leaders as they look to navigate this 
complex challenge and chart a course to a new better. 
From navigating a changing cybersecurity landscape 

to maintaining productivity, the pandemic is reshaping 
businesses view of risk and has sharpened the 
importance of making better decisions. 

“While some companies in Ireland are optimistic about 
the future and are proactively taking steps to address 
emerging risks, there is lingering uncertainty about the 
ability of hybrid teams to innovate and to do so in a 
secure manner. 

“We would encourage Irish business leaders to review 
whether they have the right technology and cyber 
security strategy as well as a supportive culture in place 
to spark creativity – irrespective of where employees 
are located. Leaders must take action to foster an 
organisational culture that nurtures collaboration and 
prioritises outcomes rather than processes.

“By taking decisions today to address these risks, 
companies can ensure hybrid working becomes a 
business opportunity rather than a business barrier. 
Placing greater focus on company culture, flexibility 
and cyber resilience will ensure that company leaders 
maintain a productive and innovative workforce.   

“At Aon, we’ve been working with industry leaders to 
shape better decisions as they plan the return to office 
and the transition to a post-pandemic environment. 
Through the Aon Work Travel Convene Coalition 
report unveiled earlier this year and the Business Risk 
Index released today, we’re confident that Ireland’s 
business community has the resilience to navigate an 
increasingly volatile world and meet the evolving needs 
of a hybrid workforce.”

The publication of Aon’s Business Risk Index comes 
amidst the publication of new Aon global research 
which highlights that 80% of leaders globally believe the 
pandemic experience has increased their companies’ 
appetite to take on more risk and make investments in 
order to build resilience for the future.

To find out more about the findings of Aon’s Business 
Risk Index, visit: https://www.aon.com/ireland/wtc-
dublin/business-risk-index

Aon’s Business Risk Index reveals business uncertainty 
over impact of hybrid working on innovation 

“With the gradual return to 
office now underway, business 
leaders are now planning how to 
successfully evolve their  working 
model while mitigating the risks 
associated with the future of  work.
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Two Irish charities share £20,000 windfall as part of 
Ecclesiastical’s Movement for Good awards
IRISH based charities have been announced as two of 
the charities to receive a combined £1,000,000, and split 
into amounts of £10,000 (euro equivalent) per charity, as 
part of Ecclesiastical’s Movement for Good awards 2021.

The fund will allow Dublin charity Common Ground, 
which is an arts development organisation, to kick-start 
its new project. The grant will support the rejuvenation of 
a local park, and will provide access to a mix of technical 
and artistic expertise and horticultural materials that will 
support greening initiatives.

Sligo based Kids’ Own will also receive a £10,000 grant. 
The children’s arts organisation and publishing house is 
Ireland’s only dedicated publisher of books by children 
for children. Through its books, exhibitions, and other 
published outputs, the charity strives to ensure that 
children are listened to and heard by society in a variety 
of ways.

Each of the £10,000 awards is designed to help charities 
make a real difference in their communities. Applications 
were assessed against four key areas: impact and 
effectiveness, sustainability, innovation, and care and 
compassion.

Siobhán Geoghegan, Director at Common Ground, said: 
“We were absolutely thrilled to hear we were one of the 
winners of the Movement for Good Awards. Winning this 
£10,000 makes a huge difference to our work locally.

“The grant has come at a perfect time as we move 
gradually out of this difficult period impacted by Covid 
19. These resources will help us support and empower 
local people to create greener neighbourhoods through 
creative greening initiatives.”

Jo Holmwood, Creative Director of Kids’ Own, said: “We 
are delighted to receive £10,000 from the Movement 
for Good Awards. We want to ensure that all children 
and young people have the opportunity to represent 
themselves and their identities in a creative, positive way.

“This grant will enable Kids’ Own to work with St Cecilia’s 
school in Sligo on a new book project to ensure that 
children and young people with learning disabilities have 
a positive means of creative expression.

“We hope this book publication will provide a positive, 
public, and highly visible platform for the voices and 
creative expressions of the students to be heard in our 
community”.

David Lane, Managing Director of Ecclesiastical Ireland, 
said: “At Ecclesiastical we believe business should be 
a force for good. Charitable causes need sustained 
support and a sense of financial stability. Through the 
second phase of our Movement for Good awards, we 
are actively championing innovation, giving charities the 
backing they need to propel their plans forward and turn 
creative ideas into practical solutions that benefit society.

“To be able to help Common Ground progress the 
development of local greening initiative in Dublin 
and also help Kids’ Own complete its book project 
and ensure meaningful creativity is a part of all young 
people’s lives, is simply fantastic for the entire team here 
in Ecclesiastical.”

For the third year running, the awards, set up by specialist 
insurer Ecclesiastical, will see a total of £1million go to 
charities across the UK and Ireland. Earlier this year, 
twenty charities based in Ireland were awarded £1,000 
each as part of the Movement for Good awards during 
its first phase.

Phase two saw over 1,000 project submissions for 
the £10,000 awards. Following a review of all the 
applications, a panel of judges made their final selection 
of the 30 winning projects. The remaining money will be 
awarded at a later date.

For more information about the Movement for Good 
awards and for a full list of the winning charities, visit: 
www.movementforgood.com

Royal London: Protection Offers Extended 
AS a company who chooses to only distribute through 
Financial Brokers in Ireland, leading protection specialist, 
Royal London, is committed to the broker market and to 
giving you better choices and options. 

Its flexible Broker Supportive Offer* has been extended 
until 31 December 2021, and continues to be a great 
choice for you and your clients: 

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

Mortgage Protection 
Extra commission OR a price discount of 15% off the 
price-match premium OR a mixture of both.

Plus, One Month’s Free Cover is available to all your 
clients taking out Term Assurance and Mortgage 
Protection policies; there is no restriction for medically 

rated cases. And, if you choose the full price discount 
option, this offer is boosted by Royal London’s Broker 
Price Guarantee*, which means you can be sure you’re 
giving the best broker price in the market! 

Income Protection Special Offer*
Royal London’s 10% discount off the price-match premium 
has also been extended to 31 December 2021.***

For more details, please speak with your Broker 
Consultant or visit royallondon.ie/broker. 

*Full terms and conditions apply. 
**Except for the six months cashback offer, these options are also 
available on Pension Term Assurance.
***The special offer is available for Personal and Executive Income 
Protection and applies to all occupational classes. 
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WOULD you get your job if you interviewed for 
it today?  
The recruitment industry will tell you today’s in-
demand skills are increasingly technical in nature. 
However, they will also tell you there’s a corresponding 
need for the uniquely human ability to work with and 
through others to accomplish success.  Many of you 
reading this will know that IQ stands for intelligence 
quotient. You will have heard of IQ tests, used by 
recruiters,  to measure jobseekers intellectual abilities 
and potential. The tests are designed to reflect a 
wide range of cognitive skills, such as reasoning, 
logic, and problem-solving. Important skills for sure. 
Emotional intelligence on the other hand (otherwise 
known as emotional quotient or EQ) is the ability to 
understand, use, and manage emotions in positive 
ways to relieve stress, communicate effectively, 
empathize with others, overcome challenges and 
defuse conflict.  EQ is also known to have a major 
influence on the sales process too.  It is a vital cog in 
the customer experience wheel. Since technology is 
now rapidly simplyfying a lot of the intellectual, time-
consuming, processes people have had to embrace 
for years e.g recording, calculating, analysing and 
presenting,  it stands that EQ is now something that 
can seriously differentiate you and your business in a 
world of sameness.  Believe me, it is worth nurturing 
and developing.  In this article I’d like to outline some 
challenging questions that might help you and your 
staff engage more with their EQ skills.  
Emotional intelligence is a set of skills and behaviours 
that can be learned and developed. Here are some 
telltale signs of people with both low EQ and high EQ.

People with low EQ:
 z They often feel misunderstood
 z They easily get upset 
 z They become overwhelmed by emotions
 z They have problems being assertive 

People with high EQ:
 z Understand the links between their emotions and 

how they behave
 z They remain calm and composed during stressful 

situations
 z They are able to influence others toward a 

common goal
 z They handle difficult people with tact and 

diplomacy

So, as you can see, EQ has its merits. Let’s look at it in 
more detail. EQ is made up for 4 components.
1)  Self-awareness
2)  Self-management
3)  Social awareness
4)  Relationship management

Self-Awareness
A Harvard University blog recently stated that self-
awareness is at the very core of high EQ. When 
you are self-aware, you understand your strengths, 
weaknesses, motivations, and how others perceive 
you. You’re also confident in who you are both 
emotionally and physically. There are several 
interview questions employers ask to find out if a 
candidate is self-aware. They are:

 z What are your top three strengths?
 z What are your top three weaknesses?
 z How would your friends describe you?
 z What are your short-term and long-term goals?

If people struggle to answer any of these questions, 
or if they seem unsure of themselves throughout an 
interview, the candidate is not likely to be self-aware. 
If they answer the questions quickly and confidently 
however, they are more often than not, emotionally 
intelligent.  Can you answer these questions quickly 
and confidently?  Could your staff?

Self-Management
According to Daniel Goleman, who wrote several 
best selling books including, Emotional Intelligence, 
self-management refers to “managing ones’ internal 
states, impulses, and resources.” This includes 
effectively controlling one’s emotions, taking the 
initiative to act on opportunities and adapting to 
changes. He stressed maintaining a positive attitude 
and striving to exceed or improve expectations 
are important traits as well. To determine if job 
candidates are self-managing, recruiters often ask 
these questions: 

 z Can you tell me about a time when you felt that 
a manager or co-worker wronged you, and what 
you did about it?

 z Can you give me an example of a time when you 
disagreed with a co-worker’s idea or decision, 
and what you did about it?

 z Can you tell me about a time when you took 
initiative at work?

Learning how job candidates have handled 
emotionally challenging situations in the workplace 
provides interviewers with an insight into how they 
manage their emotions. They also pay attention to 
the candidate’s body language and word selection 
as they answer these questions. If they seem relaxed 
and focused, they are likely to be great self-managers.  
This trait is important in every job.

Would you get your job if you 
interviewed for it today?

Dermot 
McConkey 
Development 
& Training 
Limited

“EQ is known to have a major 
influence on the sales process.  
It  is  a vital  cog in the customer 
experience wheel.
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Social Awareness
Social awareness mainly deals with how aware 
people are of others’ feelings, needs and concerns. 
Empathy is a critical component to being socially 
aware, as empathy allows for a situation where you 
can understand and care about another’s feelings 
and perspectives. The following are some interview 
questions recruiters ask to determine if a candidate 
is socially aware:

 z How would you deal with an upset co-worker or 
customer?

 z How can you tell whether or not your co-workers 
and customers feel supported?

 z What are some ways to determine whether or not 
your co-workers are happy and engaged at work?

If the candidate’s response involves them being 
empathetic, asking questions, being a good 
listener,  pausing regularly, reflecting information 
in other words, summarising and checking-in for 
understanding periodically – basically seeing the 
situation from the other person’s perspective, the 
liklihood is that they are emotionally intelligent. 
Watching how people interact with others, as well as 
observing how attentive they are, can help determine 
their level of social awareness.  How would you 
answer these questions?

Relationship Management
One way to grow relationships is to state from the start 
that you are keen on longterm relationships. Leaders 
with high EQ successfully manage relationships 
by inspiring, guiding, influencing and developing 
others. Leaders like this also superbly manage 
change and negotiate or resolve disagreements to 
maintain respect and synergy. The questions asked 
by recruiters here include: 

 z Can you give me an example of when you helped 
a colleague in the past?

 z Can you tell me about a time when you introduced 
a new idea at work?

 z Can you explain a time when you settled a 
disagreement in the workplace?

Customer service has taken on new meaning in the 
past year and will continue to evolve as organisations 
innovate and re-think business practices post-
pandemic. Customer expectations are still high 
and a bad customer experience can really damage 
a business. In a survey of 15,000 consumers, PwC 
found that 1 in 3 customers will leave a brand they 
love after just one bad experience, while 92% would 
completely abandon a company after two or three 
bad experiences. One way to build a customer’s 
experience is by growing your EQ and that of your 
staff. The underlying reasoning is that, whereas IQ is 
very hard to change, EQ can increase with deliberate 
practice and training. If you have staff, challenge them 
with the questions set out in this article and discuss 
their answers with them. It will help all to develop 
business moving forward for sure.

Key Trends
Each month, Kevin Quinn, Chief Investment 
Strategist, Investment Markets discusses the key 
trends driving markets, what these trends mean 
for fund performance and how it will affect your 
clients. Read these market reviews each month here 
newireland.ie/broker/

For more information on New Ireland’s Investment 
Solutions, please talk to your Account Manager or 
see our Fund Centre.

MGAA confirms first Republic of Ireland member 
THE Managing General Agents’ Association (MGAA) has 
confirmed its first new member from the Republic of Ireland 
following an initiative to extend membership to the country. 
Specialist Irish liability and property MGA Blackrock 
Insurance Solutions has joined as a full member.

Blackrock is owned by insurance intermediary Specialist 
Risk Group (SRG) which acquired the business in May 
this year, adding it to its underwriting arm which includes 
specialist motor MGA, LIME, and UK businesses GB 
Underwriting, and CLS RS, subject to regulatory approval. 
Blackrock is based in Dublin and is a Coverholder at Lloyd’s.

Neil McSherry, Blackrock Managing Director commented: 
“We are delighted to be joining the MGAA and believe 
the Association’s presence in the market will boost 
representation of MGA interests in the Republic of Ireland. 
We are looking forward to networking with other members, 
including MGAs, suppliers and capacity providers and 
benefiting from the insights, knowledge and services the 
MGAA provides.”

Mike Keating, MGAA CEO (pictured) commented: “I am 
delighted to welcome Blackrock as the first member of the 
MGAA in the Republic of Ireland.  The Irish MGA market is 
ripe for growth as is evident from the recent spate of broker 
acquisitions in the country. It is also increasingly attractive 
to insurance capacity following moves to address historical 
personal injury claims inflation. As the Blackrock move 

underlines, the opportunities for MGAs 
are particularly strong in motor. There is 
also potential for MGAs in commercial 
and specialist lines.

“Our ultimate aim is to help the MGA 
sector in the ROI in its push for improved 
standards and regulatory recognition, 
whilst helping to facilitate and encourage 
collaboration and new capacity into the 
country. MGAs, insurers and suppliers based in the ROI 
– and our UK-wide membership – will also benefit from 
networking, events, educational forums, webinars, and 
regulatory support going forward.”

The MGAA extended membership to MGAs, insurers, and 
suppliers based in the Republic of Ireland this summer, 
under a move designed to help MGAs in the country drive 
forward on standards, raise their profile with the regulator 
and attract new underwriting capacity. UK-based MGAA 
members are also able to expand their knowledge of and 
contacts within the ROI as part of the initiative.

The MGAA’s expansion into ROI, which was confirmed 
in July, was welcomed by the country’s professional 
insurance body, the Institute of Ireland, the insurer trade 
body, Insurance Ireland, and broker trade body, Brokers 
Ireland.

https://www.newireland.ie/broker/
https://fundcentre.newireland.ie/
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PENSIONS
Commentary: New regulations for pension funds are to 
commence in Q1 next year as a result of the EU Commission 
proposal for a Pan-European Personal Pension Product 
(PEPP) adopted by Council in 2019. Separately, the Level II 
Regulatory Technical Standards were approved by Council 
and published in March 2021. It is planned that the PEPP 
framework will constitute a complementary voluntary 
scheme alongside national regimes, but it is far too early to 
say what the impact of the PEPP will have on the pensions 
market.  It may introduce greater competition in the pension 
market if European providers offer the PEPP to Irish savers 
on a cross-border basis. This in turn should help lead to 
better retirement outcomes for pension savers.  In addition, 
recommendations from the Pensions Commission are 
expected to be published in the near future.  However, 
the long-term debates about pension sustainability going 
forward continues. Meanwhile, Éamon Ó Cuív TD raised an 
anomaly in the Increase for a Qualified Adult part of the 
State Pension.
Work is ongoing within my Department on the necessary 
transposition work with a view to completing the work 
within the time-frame. Providers and distributors will follow 
the normal approval process through the relevant national 
authorities to ensure they and their products comply with 
the necessary requirements. The objective is to lay the 
foundations for a safer, more cost-efficient and transparent 
market in affordable and voluntary personal pension 
savings that can be managed on a pan-European scale – 
Minister for Finance. 
The Pensions Commission has now concluded its work 
and has submitted its final report to me.  The report itself is 
extremely detailed, running to several hundred pages, and 
covers a range of complex matters in relation to the Pensions 
system which will require very careful consideration. The 
Government is committed to taking action having regard to 
the recommendations of the Commission within 6 months 
– Minister for Social Protection.
Those who will sit their Leaving Certificate next year will 
probably not retire until the late 2060s or early 2070s. 
They will have a life expectancy of 90. The big difference 
between now and 30 years’ time is that at the moment, 
there are 5 people working for every 1 person who has 
retired, but within 30 years, we will be in a situation where, 
on current projections, we will only have 2 workers for 
everybody over 65 – Senator Malcolm Byrne (FF, Cultural 
& Educational Panel).
The rate of supplementary pension coverage in Ireland 
is around 55% of the working population (CSO, Pension 
Coverage Survey 2020) and it is estimated that this reduces 
to less than 35% when the private sector is considered in 
isolation – Minister for Social Protection.

LENDING REGULATIONS
Commentary: Within the regulatory framework of CBI, 
only authorised credit institutions or retail credit firms may 
provide mortgages, PCPs and HP to consumers in Ireland. 
It is important that consumers know that before applying 
for a loan.  CBI is committed to increasing the volume of 
data on the amount of credit and other types of financial 
accommodation provided or serviced by banks, retail 
credit firms and credit servicing firms.  CBI will continue 
collecting information about consumer HP agreements and 
consumer PCPs that relate to cars, and will publish it in the 
coming months.  The missing part of regulation relates to 
moneylenders but that issue will be part of a forthcoming 
Bill.

CBI advised that information on how to check if a lending 
firm is authorised can be found on the Consumer Hub 
section of CBIs website which contains Registers of all 
regulated firms alongside an Explainer for consumers on 
how to check the regulatory status of a particular firm and 
the importance for consumers to only deal with authorised 
firms - Minister for Finance.
The characteristics of PCP and HP agreements and the 
particular issues consumers need to be aware of when 
entering such agreements are important points and by 
bringing the providers of these agreements within the 
regulatory scope of CBI, it will, through its ability and 
flexibility to amend its consumer codes and other regulatory 
measures, be best placed to more quickly amend its codes 
and regulations in order that the framework of consumer 
protection can be updated, as necessary, in line with the 
evolution of the consumer credit market - Minister of State 
at the Department of Finance (Deputy Sean Fleming).
Regulation of moneylenders is being addressed in the 
general scheme of a Consumer Credit (Amendment) 
Bill and has been prepared and sent to the relevant 
Oireachtas Committee for pre-legislative scrutiny. I look 
forward to engaging with the Committee and the House on 
that scheme, and Bill in due course - Minister of State at 
the Department of Finance (Deputy Sean Fleming).

INSURANCE REGULATIONS AND COSTS
Commentary: Insurance regulations and costs continue 
to be the subject of discussion, with differing views on the 
reasons for different cost levels.  The Minister for Justice 
will produce a report on the implementation of the new 
Personal Injury Guidelines at the end of this year.  As there 
is also concern about the effects of Brexit on the insurance 
industry, European and domestic regulatory authorities, 
including CBI, instructed relevant UK/Gibraltar firms to 
make and implement contingency plans to ensure that they 
could continue to provide services to their EU customers 
post-Brexit. CBI understands that a significant majority 
implemented such measures. Therefore, they should 
be able to continue to offer insurance business to Irish 
customers. Insurance Ireland is also unaware of any insurer 
selling life insurance in Ireland that has exited due to Brexit. 
I have met IDA Ireland to encourage new insurance 
businesses to come into Ireland. Most of the actions in the 
Action Plan are already in place. On 2 occasions, I have 
met the CEOs of all the insurance companies to ensure 
that they pass on reductions, and I have also met with 
representatives of Brokers Ireland - Minister of State at 
the Department of Finance (Deputy Sean Fleming).
The survival of an outdoor business in Bray is threatened 
by high insurance costs, as are many community groups, 
sporting groups and businesses – Steven Matthews TD 
(Green Party, Wicklow).

BUSINESS GRANTS
Commentary: There is no dispute that many businesses 
have been seriously impacted by the Pandemic, and but 
for the many schemes put in place to help, they would not 
have been able to plan a resumption of their business.  One 
such scheme is the Covid Restrictions Support Scheme 
which has recently been extended to the end of December, 
a decision welcomed by many business people.
On 15 September, the Dáil approved the draft Statutory 
Instrument to extend the CRSS to 31 December 2021. I can 
confirm that I have since signed the S.I. and the CRSS will 
run to 31 December 2021 – Minister for Finance.

Oireachtas Digest

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


