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iPort supports you in providing investment, pension and ARF 
solutions by offering the unique facility to risk profile your clients for 
both pre and post retirement options. It empowers you to provide the 
most appropriate investment advice and enables you to have more 
advice-led conversations with your clients. 

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

To find out more about iPort, talk to your New Ireland Account 
Manager or contact anne.finnegan@newireland.ie 
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Promoting, Supporting and Representing Irish Insurance and Financial Brokers

“GRAVITATION is not responsible for people 
falling in love”. The thing is, business craves 
stability, certainty and predictability, these things 
allow us to make plans. Contrarily business 
people laud leaders who embrace change and 
manage it effectively. It’s one of the great conflicts 
of the human condition. Experience teaches us 
all that it’s never “different this time”, it’s just that 
business is in a constant state of flux. Look at 
the last number of years. COVID, IORPII... who 
remembers the Gender Directive or a time when 
your email was not neatly tailed by XYZ Financial 
is Regulated by the Central Bank of Ireland... or 
for that matter when the Central Bank of Ireland 
was the Financial Regulator and when there was 
no email or no Financial Regulator?

As business people we are constantly managing 
change, with our focus mostly drawn to the 
regulated ecosystem we inhabit. Perhaps on 
occasion it makes sense to step out of our world 
and just think more generally like business 
people. What change can we create to improve 
our business? Step back and question what your 
overall vision for the business is in light of where 
you are now, and where you want to be. Have you 
strategy and plans? More specifically, have you a 
sales and marketing plan? Have you a plan for 
the management and operation of the business 
- this in particular becomes increasingly relevant 

if you are to scale things beyond yourself. Have 
you a clear financial plan, a clear focus on the 
numbers? Finally does your vision consider 
the culture and leadership in your business? 
Eventually culture trumps everything else and it’s 
set from the top. Whether you are by yourself and 
have just opened your doors, or perhaps your 
laptop at the kitchen table, or you are leading 
a long established corporate, how you lead 
and the culture you create will determine what 
your business becomes regardless of external 
factors... such as new regulations, European 
Directives, changes in government policy or the 
societal norms to which we conform. You are the 
master of your business’s destiny and it’s up to 
you to take ownership of that, shape it and make 
it or break it.

It was Albert Einstein by the way - who surmised 
the relationship between gravity and love. He 
knew a thing or two. 

Gravitation is not responsible for 
people falling in love

EDITORIALco
m

m
en

t



 01 Editorial Comment
  Gravitation is not responsible for 
  people falling in love 

 04 Inside Track
  Challenging overregulation and its disproportionate 
  cost to members 
  Diarmuid Kelly

 06 Cover Story
  Noel Freeley, Chief Executive Officer 
  of Royal London Insurance DAC talks to us

 11 Brokers Ireland Excellence Survey 2021
  Award Recipients

 18  The Insurance Practitioner Apprenticeship 
  continues to modernise and future-proof 
  the insurance sector 

 24 Finance Act 2021... The end of the road for AMRFs
   Mike Ainsworth

 27 New Ireland iPort – Supporting Advice in Retirement
  Anne Finnegan

 30 Star performers - Aviva funds deliver strong 
  fund performance in 2021  
  John Deehan

 34 Company investments – A growing market and 
  an opportunity for financial advisers
  Brendan Barr 

 37 80% of survey respondents say DUAL stands out for  
  customer service…how can we get it to 100%?
  Helen Furlong

 38 Interview with Billy Shannon, Managing Director,
  Personal Lines, Aviva Insurance Ireland   

CONTENTSFe
br

ua
ry

18

34

27



 41 Zurich Investment Outlook 2022
  Bumpy road ahead?  
  Jacqueline Hogan  

 42 Tech Bites
  Getting to grips with IORPII
  James Skehan 

 44 Wage Protector - Protection for the unprotected 
  Siocha Costello

 47 Compliance In Focus
  Assessing Financial Soundness, Cyber 
  Security and Data Protection
  Elizabeth Smith Wright

 48 Hot energy markets drive Solar Investment 
  returns skywards!
  Joe Whelan

 50 New and improved Income Protection 
  from Royal London
  Karen Gallagher 

 52 Broker Spotlight
  Samantha Nagle, Aspire Financial Services  

 53 Communication and the use of Emojis 
  - a sign of the times? 
  Dermot McConkey  

 54 Where now for Asia and other Emerging Markets? 
  Graham O’Neill

 55 Oireachtas Digest 
  Frank Lahiffe 

Irish Broker is the monthly journal 
of Brokers Ireland.  The magazine is 
circulated free of charge among all 
Brokers Ireland Members.  Insurance 
Companies, The Financial Regulator, 
The Central Bank, various Government 
Departments and a select list of 
companies and people involved directly 
or indirectly with the Irish Insurance 
Industry. Other companies or people 
who wish to receive the magazine may 
do so on an annual subscription basis of 
€100.  Cheques should be made payable 
to: “Irish Broker” and addressed to: 136 
Baldoyle Industrial Estate, Dublin 13.

Irish Broker reserves the right exclusively 
to edit all copy. Views expressed by 
contributors or correspondents are not 
necessarily those of Brokers Ireland, 
the Editors, the Board Members of 
Brokers Ireland or Irish Broker Magazine 
Limited and neither Brokers Ireland, the 
Editors, the Board Members of Brokers 
Ireland or Irish Broker Magazine Limited 
accepts any responsibility for them.  
Deadlines:  The magazine is published 
during the second week of every 
month.  All items of an editorial nature 
must be to hand at least 15 days prior 
to publication date.  Advertising copy 
is required 10 days prior to publication.

Editorial Board Cathie Shannon
 Rachel McGovern
 Donal Milmo-Penny
 Jarlath Jordan
 Paul Carty
 Paul Gibson
Administration

Accounts: Linda Coldrick
Advertising Sales: Paul Gibson
Graphic Design: Mandy Lawless
Circulation: Linda Coldrick
Printing: Judita Press
Directors: Paul Gibson (M)
 Linda Coldrick 

is published by 
Irish Broker Magazine Limited

Holyrood House
136 Baldoyle Industrial Estate 

Dublin 13
Tel:   01-8395060    Fax: 01-8395062

Editorial and Advertising         
paul@irishbroker.ie

Accounts and Subscriptions
linda@irishbroker.ie

Graphic Design
mandy@irishbroker.ie

IRISH BROKER

MAGAZINE
I
R
I
S
H

B
R
O
K
E
R

The Official Journal of the Irish Brokers Associationwww.irishbroker.ie

38

41

42



04 

TRACK

A key priority for Brokers Ireland in 2022 is continuing to 
focus on the issue of the overregulation of intermediaries 
and the associated costs of compliance with regulatory 
and legislative requirements. Members continue to 
highlight the issue of disproportionate regulation and 
feel they are unfairly impacted by regulation unsuited 
to their risk profile.  Constant regulatory change and 
update means intermediaries changing procedures and 
work practices with members having to allocate ever 
increasing resources both in time and money to ensure 
continued compliance.  These costs combined with 
rising levies and PII premiums are having a significant 
impact.  Indeed, in a poll, at the Central Bank of Ireland 
virtual retail intermediary roadshow which took place in 
November, the cost of doing business was voted as a 
primary concern for intermediaries.   

Brokers Ireland and its members support balanced and 
proportionate regulation, but it should not be applied 
in a manner that negatively impacts the ability of firms 
of different size, scale, and complexity to competitively 
operate in the same market.  Whilst acknowledging that 
all consumers are entitled to the same level of protection 
regardless of what size of firm they deal with, it is vital 
that the low level of systemic and consumer risk posed 
by the broking sector is recognised. This is evident by 
the consistently low level of Intermediary complaints to 
the Financial Services and Pensions Ombudsman.  

Despite the Central Bank of Ireland evaluating the 
insurance intermediary sector as low risk under the 
Probability Risk and Impact System (PRISM), the same 
legislative and regulatory requirements are frequently 
applied to Brokers being Micro/Small to Medium 
Enterprise (MSME), as are applied to credit institutions, 
MiFID firms and insurance companies.  The vast 
majority (95%) of insurance intermediaries in Ireland 
have fewer than twenty employees and though they 
may sell many of the same products as large firms, e.g., 
insurance, investments, pensions; their size and scale 
and therefore systemic impact of their operations are 
negligible compared to say a direct insurer.  It needs to 
be examined whether certain requirements which are 
applied wholesale to the industry actually benefit and 
mitigate risks for the consumer. 

The 2020 Irish Programme for Government outlined 
that the government would seek to cut bureaucracy for 
SMEs and support the SME Test across Government to 
assess the potential for less-stringent requirements and 
simplification of regulatory adherence.  Brokers Ireland 

supports the aims of the SME Task Force and the 
recommendations and actions outlined in its January 
2021 Report, particularly the “think small first principle”, 
the recommendation that regulations should be both 
created and administrated in a way that minimises 
obstacles for SMEs and requires their interests to be 
taken into account at each stage of policymaking. 

Another feature of overregulation is consumer 
documentation overload. Rather than benefitting 
customers, members report that customers complain 
about the quantity of documents received especially 
for straightforward products.  There is genuine 
concern amongst Brokers Ireland members that key 
information is being lost within the vast amount of 
documentation being issued.  The issue of customer 
documentation overload has been acknowledged 
at EU level, with EIOPA outlining that it’s aim is that 
consumer documentation is simplified and addresses 
any overlaps. It is clear a balance must be reached 
whereby regulation is appropriate to the size, nature 
and scale of brokerages and consumer documentation 
is clear and concise and seeks to inform.    

In May 2021, Brokers Ireland produced a Proportionate 
Regulation of Intermediaries policy document 
(available in reference library in Compliance section 
of Brokers Ireland website), which we issued as an 
aid to lobby policymakers and industry stakeholders 
in understanding the impact of regulation on our 
members.  As the intention is for this document to be a 
“living document”, work has commenced on updating 
the document with particular focus on the application 
of the SME test in Ireland, market analysis on the cost 
of regulation on intermediaries and the concept of the 
application of proportionality including comparisons 
with other jurisdictions throughout Europe. 

Brokers Ireland will continue to engage with 
stakeholders such as the Central Bank and Department 
of Finance to highlight the issues affecting our members 
and the upcoming review of the Consumer Protection 
Code will provide us with an opportunity to lobby for 
change.   

Challenging overregulation and its 
disproportionate cost to members
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Diarmuid Kelly, CEO Brokers Ireland

Income Protection 
from Zurich now 
available.

Take the next step – speak to your Zurich 
Broker Consultant or visit ZurichBroker.ie to 
find out more. 

Zurich’s new Income Protection 
plan is designed to help your 
clients cope with the challenges 
of being too ill or injured to work. 
Not only does it provide a regular 
monthly income to help them 
financially but it also has a range 
of benefits to help get them back 
on their feet.

• Comprehensive Personal & 
Executive Plans available

• Early intervention program to 
help clients

• Attractive back to work 
supports available

• Market leading offers on price 
and commission*

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

* For Terms & Conditions please contact your Zurich Broker Consultant. 
Special offers available to 28 February 2022.
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NICE meeting with you Noel! Congratulations on your 
award wins at the Brokers Ireland Excellence Awards 
2021. What’s behind Royal London’s success?
Thank you Diarmuid, we were delighted with the three 
awards, especially as they are based on Financial 
Broker views. We would like to thank brokers again 
for their vote of confidence in us. This recognition is 
appreciated by everyone at Royal London. 
At its core, the strategy behind our success is 
our commitment to superior customer and broker 
outcomes and experience, a compelling proposition 
range that adds real value to customers and a singular 
long-term focus on the broker channel. These award 
wins are testament to us delivering on that. It’s true 
that providing an exceptional service has always been 
a focus for us and this is the fourth consecutive time 
we have taken home the award for service excellence. 
Of course, the successful execution of this strategy 
would not be possible without our dedicated 
colleagues. I’m proud of our committed team who 
have been willing and quick to adapt to changing 
business needs to ensure that superior service levels 
and support for brokers and their clients remains 
constant. I believe it’s the proactive and collaborative 
attitude across our teams that has helped position us 
as an award-winning provider that brokers can always 
be confident recommending to their clients. 
Royal London certainly seems to have made a lot 
of progress in recent years. How’s overall business 
performance been throughout?
Business has been really strong. Ten years ago, we 
had about 4% share of the broker protection market 
and now we’re firmly placed in lead position with our 
highest ever market share of approximately 27%1. 

Last year, Royal London recorded 
its highest ever share of the broker 

individual protection market, following 
growth in new business of 33% in 

2021. This strong performance means 
that the firm, which has established a 
reputation for service excellence with 
Financial Brokers and customers, has 
achieved lead position in the market. 

Alongside this, Royal London was 
awarded 1st for Protection Provider 

Excellence, 1st for Service Excellence 
and 1st for Excellence in Broker 

Support at the recent Brokers Ireland 
Excellence Awards.  

Brokers Ireland CEO, Diarmuid Kelly, 
met with Noel Freeley, Chief Executive 
Officer of Royal London Insurance DAC 

to speak about the strategy behind 
the company’s success. They discuss 

Royal London’s excellent performance, 
its Purpose and mutual mindset and 
its ongoing commitment to provide 

long-term value to customers in Ireland 
through Financial Brokers.

Noel Freeley, CEO, in 
conversation with Diarmuid 
Kelly, CEO, Brokers Ireland

Royal London Ireland goes from strength to strength
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The broker protection market regained some of the 
reduction seen in 2020 due to the Covid-19 pandemic, 
with growth of around 10% in 2021. Meanwhile, 
building on our positive response to the pandemic, we 
outperformed the market, achieving more than 33% in 
new business growth in 2021. This strong performance 
has been driven by demand across all our products, 
but for our Mortgage Protection, Term Assurance and 
Income Protection particularly. 
This positive performance is thanks to our very strong 
relationships with the Financial Broker community.
You mentioned customer outcomes and service being 
important, how does Royal London demonstrate this? 
As a fully supported subsidiary of the UK’s largest 
mutual life, pensions and investment company, that 
mutual mindset is a firm part of our company culture. 
This makes us different from competitors who may 
have some conflict between shareholder interest and 
customer interest. It’s this distinction that really does 
make the difference and means we can focus on 
what’s in the best interests of our customers and take 
that longer-term business view. 
Quite simply, we put customers at the heart of 
everything we do. Integral to this is our Purpose, 
‘Protecting today and investing in tomorrow, together 
we’re mutually responsible’. As part of ‘Protecting 
today’, we offer a great range of protection products 
which we continuously review to make sure they offer 
value, both in terms of the cover they provide and 
price. 
Our market-leading products include our award-
winning Mortgage Protection, our best value Term 
Assurance with 6-month customer cashback option 
and our competitive Specified Serious Illness Cover, 
which has unique benefits and leading definitions 
for the key causes of claims. In addition, the strength 
of propositions, like our Whole of Life cover with our 
Life Changes Option and our Multi-Claim Protection 
Cover, make them a standout choice. We have just 
enhanced our Income Protection cover too; it now 
includes Escalation in Claim and a new Continuation 
Option, amongst other strong features. Building on our 
already popular special offer on IP and launching these 
customer-focused improvements will add further value 
and we know will support brokers’ recommendations.
And that’s another key focus of Royal London. We’re 
firm believers in the value of advice and that it’s 
brokers who help customers optimise their financial 
resilience. We choose to only make our products 
available through Financial Brokers.
And as a broker-only company, we seek out and 
respond to brokers’ feedback to deliver outcomes 
that meet their needs and their clients’ needs. With 
this direction, we have continued to innovate - offering 
strong product and service initiatives that provide 
real value to brokers and customers. For example, 
based on feedback, we introduced the broker-market 
first Instant TLC (Temporary Life Cover), designed to 
get customers on cover at the point of application, 
which was received extremely positively. Our Digital 
Nurse Medical service is another example of how 

we’ve been able to help brokers support their clients’ 
needs, particularly during lockdown times, by offering 
customers the option to complete a nurse medical 
remotely. These developments have been backed up 
by continuous system enhancements to make brokers’ 
lives easier. For example, we introduced a Multi-
application feature and improved our New Business 
Pipeline functionality. This is in addition to our flexible 
broker offers, which include unique features like our 
Broker Price Guarantee.

Our mutual mindset also influences our claims 
philosophy. Naturally given the business we’re in, 
service is crucial, especially when it comes to paying 
claims. We want to pay 100% of all claims and come 
pretty close.2 We believe the payment of claims is 
a key moment of truth. Our claims team regularly 
receives heartfelt feedback from customers and their 
families and I’m proud of the personal and customer-
centric service we provide. Our philosophy is centred 
around paying claims quickly to help ease financial 
worries and allow customers and their families to focus 
on what matters most at a particularly traumatic time. 
If a client makes a claim, we treat them with the same 
care we would show a member of our family. 
It’s also worth mentioning that our Purpose goes 
beyond just providing financial support through 
claims pay-outs. We also offer customers and their 
immediate families practical and emotional support in 
difficult times, at no additional cost to them, through 
our Helping Hand service. This service offers one-
to-one personalised support from a dedicated nurse 
from RedArc, which is an independent company with 
over 20 years’ experience in supporting people and 
their families through serious illness, chronic health 
conditions, disabilities and bereavement. This service 
provides additional value to our customers by offering 
support when they are going through a hard time in 
their life, such as when a loved one dies or on the 
diagnosis of a serious illness.
You mentioned being the subsidiary of the largest 
mutual financial services company in the UK. Is it true 
to say that it is fully committed to the Irish market?
Most definitely. Our Group CEO, Barry O’Dwyer, is a 
Galway native and is particularly supportive and takes 
a keen interest in all that we do here in his homeland. 
As a Mayo supporter I make sure all our conversations 
are on business! But seriously, ever since the beginning 
Royal London Group has been committed to Ireland. 
We’ve continually demonstrated this over the years, 
most notably by investing in setting up a subsidiary 

“

>>> overleaf 

It’s true that providing an 
exceptional service has 
always been a focus for 
us and this is  the fourth 
consecutive time we have 
taken home the award for 
service excellence.

Royal London Ireland goes from strength to strength



here. We have our own Board of Directors in Ireland 
and are regulated here. The Irish business’ growth has 
always been fully supported by the Group Board who 
see it as an integral part of the Royal London family. 
It’s clear Royal London values Financial Brokers. How 
important do you think their role is in the market?
I firmly believe in the value of advice. Brokers really 
are the ‘financial doctors’ who make sure our 
customers have the right plans and policies in place 
to be financially resilient for the future, whether that’s 
planning for retirement, their children’s education or 
ensuring the right safety net is in place should the 
worst happen.
We believe the broker market is robust and are 
confident of its potential into the future. We see our 
business being a true partner and ally to helping 
brokers deliver excellent outcomes to customers. 
Ultimately, we credit our excellent results to our strong 
and growing relationships with brokers across the 
country. We listen to what they say is important to them 
and their clients and act on it.
Can you tell me more about Royal London’s history 
in Ireland? 
We have a long history of protecting policyholders in 
Ireland for over 190 years and we are very proud of 
our heritage. Many of you will have known and worked 
with us as Caledonian Life, which was formed in 1824. 
Many customers of our Royal Liver business, which 
had a home service channel, may fondly remember the 
support they received from their ‘Liver Man’.
We plan to build on our heritage in Ireland and 
enhance our brand visibility, which already has a very 
strong reputation with brokers. Based on research 
with brokers and customers, we have registered the 
business name Royal London Ireland and we will be 
launching this in due course. Brokers expressed that 
using this would be favourable to their clients so we’re 

taking that on-board and I hope you’ll see the roll-out 
of this in the coming months.
Watching The British & Irish Lions rugby last year, 
I saw Royal London named as a sponsor. Can you 
tell me more about this and any other interesting 
activities Royal London may be involved in?
Yes, Royal London was Official Pensions, Investment 
and Life Insurance Partner of the Castle Lager Lions 
Series 2021. As a business that operates in Ireland and 
the UK, it was a perfect opportunity for us to sponsor a 
team that unites Britain and Ireland in a common cause. 
And it was great to see the Royal London logo on the 
try line! We are really pleased with our sponsorship of 
the Lions and some brokers got to enjoy a great virtual 
event with Warren Gatland where we found that the 
Irish lads lead the singing in the camp! It was through 
our partnership with The British & Irish Lions that we 
committed to levelling the playing field with the aim 
of making a positive impact on the continued success 
of women’s rugby. This links to the ‘investing in the 
future’ part of our company’s Purpose. Continuing from 
this partnership, we are involved in a feasibility study 
that will consider whether a women’s Lions team could 
be established, the results of which are due to be 
published later this year and I’m really excited about 
the potential of creating a women’s Lions tour.
Another great initiative that I’m passionate about is 
our Changemakers programme. We launched it last 
year and you’ll see more about it this year. While 
our products and services ensure people have the 
financial resilience to weather life’s ups and downs, we 
wanted to do more. This programme does that. It aims 
to improve financial resilience in Ireland and the UK 
by partnering with and investing in social enterprises 
making a difference. Royal London is committing £1.5 
million (€1.75 million) over three years. Tipperary-based 
Jobs for Family Carers is our first Irish Changemaker 
involved. As part of the programme, Fiona O’Neill, 

“Ultimately,  we credit  our excellent results to our 
strong and growing relationships with brokers across 
the country. We listen to what they say is  important 
to them and their  clients and act on it.
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who created this valuable enterprise, gets support to 
scale up her operation and increase the positive and 
tangible impact it has. Fiona’s organisation provides 
opportunities for family carers to find jobs which 
are geared to being aware that carers need to work 
no more than 18.5 hours per week and so they can 
continue to be involved in the workforce.
From an internal perspective, the business is involved 
in lots of activities to be proud of. In line with our social 
and environmental responsibilities, we’ve achieved 
carbon neutrality in respect of our direct operations. As 
a business, we have clear climate change commitments 
and will be net zero across our Group investments by 
2050 with tangible milestones along the way. We also 
have plans to continue to build upon our Diversity 
& Inclusion (D&I) ambitions. We were delighted to 
successfully achieve Bronze accreditation from 
Investors in Diversity last year. Investors in Diversity 
is Ireland’s only equality, diversity and inclusion mark 
for businesses and provides a framework for success 
over three levels – Bronze, Silver and Gold. Attaining 
the Bronze level and our plans to progress further is 
a testament to our commitment to develop a more 
inclusive workplace and this endorsement by experts 
in this field proves that we are on the right path, 
achieving high standards and seeking to grow from an 
inclusion and equality perspective. 
Overall, it sounds like Royal London has a firm eye 
on the future and continuing its positive momentum. 
Can you share with us some of your future ambition 
for the business?
2022 is going to be a really exciting year and game-
changing for Royal London as we invest and grow further 
in Ireland. We already have an established existing 

business which is excelling. We’ll continue to improve 
and adapt our products and services, keeping brokers 
and customers at the forefront of all our decisions. We 
plan on replicating this successful formula, which Royal 
London is now known for in protection, as we enter 
a new area of the Irish broker market. A lot of work 
has been done in advance of this exciting expansion! 
Over the last number of years, we’ve boosted our 
team with experts while leveraging the strength of 
our colleagues’ experience in our wider Group and 
completed extensive research with brokers to produce 
these new products - so some will already know what 
I’m talking about! During this process, brokers told 
us about the importance of providing consistently 
strong service underpinned by leading technology. 
We wouldn’t have such a strong proposition to launch 
if it wasn’t for the invaluable insight and support from 
brokers. We cannot wait to announce and share more 
about this exciting development with you soon!
Noel it was a pleasure to meet you, we wish you and 
everyone in Royal London continued success.
Royal London Ireland is a registered business name of Royal 
London Insurance DAC. Royal London Insurance DAC is 
regulated by the Central Bank of Ireland.
1Royal London analysis of market data as at mid-year 2021.
299.6% of claims paid - Group protection figures from Royal 
London UK and Ireland Protection business claims paid 
(1 January to 31 December 2020). Exchange rate used as at 
27/04/2021.

“We plan on replicating this successful  formula, which Royal London 
is now known for,  as we enter a new area of the Irish market.
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You’ve put 
a spring in 

our step

From all of us at AXA, thank 
you for your continued trust 
and support. We’re proud to 
be recognised for the products 
and service we offer you and 
your customers. 
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Brokers Ireland Excellence Survey 2021 – Award Recipients
BROKERS Ireland Excellence Survey is the most comprehensive research of Insurers and lenders in the Irish market.  It is 
based on Brokers’ experiences of life and general insurance providers and mortgage lenders across a range of metrics 
including products, pricing, Broker support, and technical cooperation. Its purpose is to benchmark the performance of 
Insurers and lenders over the past 12 months and assess the level of satisfaction amongst Brokers across service offerings. 
The data gathered helps to provide valuable insight into the current market and enables Brokers Ireland to raise important 
service issues and constructive engagement with providers on the Broker channel.  Brokers Ireland would like to congratulate 
all of the 2021 winning companies, pictured below, on their prestigious 2021 awards and achievement.  

GENERAL INSURANCE PROVIDERS

Personal Lines Service Excellence: AXA

Commercial Lines Service Excellence: AXA Personal Lines Best Product Producer: AXA

Ciaran Blackall, Paul Nolan, Retail Partner Director, 
AXA and Diarmuid Kelly.

Ciaran Blackall, Paul Nolan, Retail Partner Director, 
AXA and Diarmuid Kelly.

Ciaran Blackall, President, Diarmuid Kelly, CEO, Brokers 
Ireland, John Caird, Head of Distribution Commercial and 

Brian Thorpe, Commercial Operations Manager, AXA.

The AXA Team

John Caird, Head of Distribution Commercial, Brian Thorpe, 
Commercial Operations Manager, Paul Dwyer, Head of 
Distribution Retail and Paul Nolan, Retail Partner Director, 

all AXA.Commercial Lines Best Product Producer: 
Patrona

Ciaran Blackall, Diarmuid Kelly, Michael Cronin, CEO, 
Patrona and Paul Whelan, Director, Patrona.

The Patrona Team

Paul Whelan, Director, Michael Cronin, CEO and Jack 
Fennell, Broker Sales Manager, all Patrona.

>>> page 13



WINNER OF:  
 Specialist Lines Best Product Producer 2021  
 Specialist Lines Service Excellence 2021

“
Adrienne O’Sullivan, CEO commented  

Winning these awards  is recognition of the huge emphasis the entire ARAG team places on the promotion 
of our products, meeting and exceeding service levels, while also embracing the ARAG Essentials.

“

www.arag.ie

We would like to thank all the Brokers Ireland 
members who took time out to vote for ARAG.
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Ciaran Blackall, Adrienne O’Sullivan, CEO, ARAG 
and Diarmuid Kelly.

Diarmuid Kelly, Tony Hetherton, Branch Manager 
Ireland, Travelers and Ciaran Blackall.

Ciaran Blackall, Adrienne O’Sullivan, CEO, ARAG, Michael 
English, Head of Compliance, ARAG and Diarmuid Kelly.

Olga Pigott, Senior Development Underwriter; Tony 
Hetherton, Branch Manager Ireland,  Fran Kelly, Regional 
Development Manager and Carolyn Conlon, Regional 

Development Manager, all Travelers.

Brendan Little, Head of Sales & Marketing, Adrienne 
O’Sullivan, CEO and Michael English, Head 

of Compliance, all ARAG.

Diarmuid Kelly, Dave Lane MD, John Devitt, Sales Manager, 
Ecclesiastical and Ciaran Blackall.

Specialist Lines Best Product Producer: 
ARAG (three tied winners)

Specialist Lines Best Product Producer: 
Travelers (three tied winners)

Specialist Lines Service Excellence: ARAG The Travelers Team

The ARAG Team

Specialist Lines Best Product Producer: 
Ecclesiastical (three tied winners)

The Ecclesiastical Team

Philip Rowe, Head of Underwriting, Dave Lane MD, John 
Devitt, Sales Manager and Michael Fleming, Head of Claims, 

all Ecclesiastical.

“The purpose of the Brokers Ireland 
Excellence Awards Survey is  to 
benchmark the performance of 
Insurers and lenders over the past 
12 months and assess the level  of 
satisfaction amongst Brokers across 
service offerings.

>>> page 15
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To our Broker Partners who voted us

"Commercial Lines Best Product Producer 2021"

Thank You

From the Management and Staff of Patrona 
Underwriting Ltd.
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FINANCIAL SERVICE PROVIDERS 

Protection Provider Excellence: Royal London

Diarmuid Kelly and Ciaran Blackall with Greg Dyer, Chief 
Operational Officer and Noel Freeley, CEO, Royal London.

Service Excellence: Royal London

Diarmuid Kelly and Ciaran Blackall with Joe Charles, Head of 
Proposition and Noel Freeley, CEO, Royal London.

Excellence in Broker Support: Royal London

Diarmuid Kelly and Ciaran Blackall with Daragh Feely, Head 
of Sales and  Noel Freeley, CEO, Royal London.

The Royal London Team

Greg Dyer, Chief Operational Officer, Daragh Feely, Head 
of Sales, Noel Freeley, CEO and Joe Charles, Head of 

Proposition, all Royal London.

Investment Provider Excellence: Zurich

Diarmuid Kelly, David Warren, Chief Investment Officer, 
Zurich Life and Rachel McGovern, Head of Financial 

Services, Brokers Ireland.

Pensions Provider Excellence: Zurich

Diarmuid Kelly, Colin Leahy, Business Development & 
Retention Director, Zurich Life  and Rachel McGovern.

The Zurich Team

David O’Dowd, MD, Jonathan Daly, Head of Retail Distribution 
& Proposition, Colin Leahy, Business Development & 
Retention Director and David Warren, Chief Investment 

Officer, all Zurich Life.

Overall Excellence winner: Zurich

Rachel McGovern, David O’Dowd, MD, Zurich Life, Diarmuid 
Kelly and Jonathan Daly, Head of Retail Distribution & 

Proposition, Zurich LIfe.

>>> page 17
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Royal London Insurance DAC is regulated by the Central Bank of Ireland. 
Royal London Insurance DAC is registered in Ireland, number 630146, 
at 47–49 St Stephen’s Green, Dublin 2. Royal London Insurance DAC 
is a wholly owned subsidiary of The Royal London Mutual Insurance 
Society Limited which is registered in England, number 99064, at 55 
Gracechurch Street, London, EC3V 0RL.

Win 
Win 
Win
for Royal London

It’s a

Visit royallondon.ie/brokers

Protection 
Provider Excellence

Service 
Excellence 

Excellence in 
Broker Support

We are delighted that our 
dedication to superior 
service and putting 
customers first has been 
endorsed by Financial 
Brokers at the 2021 Brokers 
Ireland Excellence Awards. 

Even during challenging periods, we have 
remained committed to delivering excellent 
product and service outcomes for you and 
your clients.

Thank you for your vote
of confidence in Royal London. Going 
forward we remain committed to 
delivering excellence.
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MORTGAGE LENDERS

Excellence in Mortgage Service: 
The Mortgage Store - Bank of Ireland

Diarmuid Kelly, Donal Atkins, Head of Mortgage 
Intermediaries, The Mortgage Store - Bank of Ireland 

and Ciaran Blackall.

The Mortgage Store - Bank of Ireland

Donal Atkins, Head of Mortgage Intermediaries, Susan 
Grady, Head of Broker Credit, Jeanette Hickey, Broker 
Mortgage Specialist and David Reynolds, Broker Relationship 

Manager, all The Mortgage Store - Bank of Ireland.

Excellence in Mortgage Products: 
Finance Ireland Residential Mortgages

Diarmuid Kelly and Ciaran Blackall with Barry Delaney, Head 
of Sales & Marketing and Jason Woods, Head of Lending 

Operations, Finance Ireland Residential Mortgages.

Finance Ireland Residential Mortgages

Barry Delaney, Head of Sales & Marketing and Jason Woods, 
Head of Lending Operations, Finance Ireland Residential 

Mortgages.

Record Year for Cantor Fitzgerald Global Equity 
Income Fund
CANTOR Fitzgerald Ireland is delighted to announce that 
the Global Equity Income Fund achieved an impressive 
return of 25.4% in 2021 (net of fees). Launched in 2002 
by fund manager Pramit Ghose, this is the highest 
calendar year return achieved by the strategy since 
inception. 

In an environment where deposit rates are negative and 
good quality bonds offer little or no yield, the fund offers 
an attractive dividend yield of about 2.4%, backed by 
the financial strength, cashflow generation and diversity 
of the companies held in the portfolio. Fund holdings 
include well-managed household names and diversified 
companies such as Diageo, CRH, Texas Instruments, 
Nestle and Johnson & Johnson.

Cantor Fitzgerald Ireland Global Strategist Pramit Ghose 
observed, “It is unusual to have achieved this level of 
return in a portfolio of some 30 relatively conservative 
companies all of which are financially strong, attractively 
valued, and that have above average and growing 
dividends. We believe these companies have the 
financial ability and management commitment to grow 
their dividends by 6% to 8% on average over the next 
few years”

The Global Equity Income Fund has achieved an 
attractive annualised return of 7.5% since 2002, despite 
volatile periods such as the dot-com bubble burst of 
2000 – 2003, the financial crisis of 2007 – 2009 and 
the Covid-19 crash of 2020. The fund can be accessed 
directly via Cantor Fitzgerald or the Aviva SDIO platform 
and is also available as a discretionary portfolio.

Commenting on the performance, Ronan Reid, CEO of 
Cantor Fitzgerald Ireland said “We are delighted to see 
another strong performance in our suite of products. 
The Global Equity Income Fund is proving popular 
with investors who are seeking equity exposure with 
a defensive strategy and the potential to deliver a 
rewarding return, particularly in the current interest rate 
and inflationary environment. We are very pleased to 
deliver such strong returns for our clients.”  

Warning: Past performance is not a reliable indicator of future 
performance. The value of your investment may go down as 
well as up. Not all investments are necessarily suitable for all 
investors and specific advice should always be sought prior 
to investment, based on the particular circumstances of the 
investor.
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Jessica Dooley, HR Advisor, AIG 
What factors were behind your decision to take on an 
apprentice?
At AIG, we believe in supporting the next generation 
of global leaders. As we already had a Graduate 
programme in place for General Insurance, we wanted 
to explore areas in which we could increase our Early 
Career programmes. There were several factors behind 
our decision to take on apprentices, firstly we wanted to 
take advantage of the thriving employment market, we 
wanted to increase the volume of new talent coming into 
our organisation, which supports building our internal 
talent pipeline and lastly, we wanted to encourage 
the development of current staff who act as mentors/
supervisors to the apprentices.  

Was the award level (i.e. Level 8 degree) a factor in 
your decision making?
Yes, the award level certainly was a factor in our decision 
– in particular because our sector is regulated. The fact 
that the apprentices gain a third-level qualification, as 
well as professional qualifications, while progressing 
with on-the-job learning is terrific. 
- In year one our apprentices become APA qualified
- Year two CIP qualified and finally in 
- Year three with their BA (Hons) in Insurance Practice. 
How long have you been involved in the programme?
AIG in Ireland has been involved in the Apprenticeship 
Programme for two years.  We’ve hired a total of ten 
apprentices during that time (five in 2020 and five in 
2021). 

The Insurance Practitioner Apprenticeship continues 
to modernise and future-proof the insurance sector 
Generation Apprenticeship Employer of the Year Nominees – AIG and 
Prudent Financial talk about their experience of the programme, the benefits 
and the immense impact the apprentices have had on their businesses.

2022 marks the seventh year of the Insurance Practitioner 
Apprenticeship - since its inception the programme has 
created 286 jobs, it has also led to an influx of new 
talent and in turn has revitalised and modernised the 
insurance industry. The programme has helped to shift 
not only misconceptions of apprenticeships but also of 
the insurance sector in general – there is now growing 
recognition of the opportunities a career in insurance 
present, and it is being recognised for the dynamic and 
innovative industry it is. 
The Insurance Practitioner Apprenticeship provides 
both apprentices and employers with a completely 
unique opportunity – apprentices have the chance 
to gain the CIP or QFA and a BA Hons in Insurance 
Practice, whilst earning a salary and gaining real work 
experience. Employers have the opportunity to recruit a 
highly motivated and career driven employee who they 
can rest assured is at the forefront of their professional 
development. In the fast-paced world of the insurance 
sector having employees with an aptitude to learn is 
essential and the apprenticeship provides employers 
with the chance to find the right candidate to suit their 
business. 
The apprenticeship was developed for the industry by 
the industry – meaning that it was set up to respond 
to the current issues, needs and skills gaps presented 
by the insurance sector. The programme is constantly 

evolving and an Apprenticeship Steering Committee 
(consisting of leaders within the insurance sector, 
apprentices, insurance employers, representatives from 
IT Sligo, LIA, The Insurance Institute, Brokers Ireland and 
Insurance Ireland) regularly reviews the programme, its 
delivery and the syllabus to ensure it is always meeting 
the highest possible standards and that it’s ahead of the 
curve in terms of its content. 
Involvement in the programme guarantees that 
insurance employers are fit for the future and ensures 
that they remain competitive by having a highly skilled 
workforce in place. We caught up with two apprentice 
employers to get more insight into their experience 
of the programme, what appealed to them about the 
apprenticeship and to understand the main advantages 
to their business to date.
We spoke with two employers from across the General 
and Life Insurance market - Jessica Dooley, HR Advisor 
at AIG and Ivor Bowden, Founder and Owner, Prudent 
Financial and Prudent Environmental Investments. Both 
AIG and Prudent Financial were recently shortlisted 
as nominees for The Generation Apprenticeship 
Employer of the Year Awards 2021. The awards, which 
are championed by SOLAS, the Government body with 
responsibility for apprenticeships, aim to showcase and 
recognise the talent and energy of Ireland’s thriving 
apprenticeship employer sector. 
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What supports were available to you from The 
Insurance Institute at the time of recruitment?  
The Insurance Institute has been a brilliant partner 
from the start. The team at the Institute have always 
been available to offer advice on the programme/
guidelines and give support every step of the way, 
including guidance in respect of our application to 
SOLAS. The Insurance Institute also run sessions for 
mentors and supervisors so they can fully understand 
their responsibilities. Once an apprentice joins, there are 
also regular touch points with The Insurance Institute on 
the progress of the programme and on the apprentice’s 
development.
What do you feel are the main three advantages your 
apprentices have brought to your business?
The three main advantages could be summarised as 
follows: 
1.  The apprenticeship enables us to build a strong 

talent pipeline.
2.  It allows us to further diversify our workforce.
3.  Provides us with the opportunity to gain fresh 

perspectives and innovation.
In your opinion, how relevant is the education 
programme (both professional and business modules) 
to day-to-day activities in the business? 
The educational aspect is extremely relevant and 
useful for the day-to-day activities of the apprentices 
in AIG. It allows the apprentices to gain extremely 
relevant knowledge and through their course work, in 

the various insurance modules, they can apply what 
they have learned in real life scenarios, with on-the-job 
learning. The educational side of the programme means 
that apprentices have the opportunity to develop their 
insurance expertise while also improving their written 
and oral communication, presentation skills and of 
course organisational and time management.
Are you considering hiring further apprentices?
Yes, AIG is committed to The Insurance Practitioner 
Apprenticeship. We are aiming to continue hiring in this 
area to further build on this invaluable talent pipeline 
over the coming years.
What advice do you have for anyone considering 
hiring an apprentice?
Deciding to participate in the Apprenticeship 
Programme has been wonderful for us in AIG Ireland. 
It aligns with our desire to support the next generation 
of leaders. The programme lends itself to having access 
to different candidates from various areas and stages 
of life and with that brings a different perspective and 
further strengthens our commitment to diversity, equity 
and inclusion. This diversification, coupled with the 
programme’s academic course work, as well as on-the-
job learning, means that we have a great talent pipeline 
in place to further support our business.  It is also a great 
way of contributing to the personal development of our 
existing team as they have the opportunity to manage 
or mentor an apprentice over the course of the three-
year placement and this allows them to build on their 
leadership and management skillset.

Ivor Bowden, Founder and Owner, 
Prudent Financial and Prudent 
Environmental Investments
What factors were behind your decision to take on an 
apprentice?
I needed a new staff member, and I was looking for a 
candidate who had a willingness to pursue the required 
education standards for the industry, as this is critical to 
interacting with clients.  My business is small and at that 
time it was in, what you might call, a ‘start up’ phase, 
therefore I didn’t have a budget to hire someone with a 
lot of experience.  I was, however, willing to invest time 
in training whoever joined me.  

Was the award level (i.e. Level 8 degree) a factor in 
your decision making?
Yes, it was.  Leanne Salmon (our apprentice) already 
had a degree in journalism, but she was keen to 
change direction.  With minimum education standards a 
regulatory requirement for dealing directly with clients, it 
meant I had to hire someone committed to this process 
to be able to move Prudent forward.  
How long have you been involved in the programme?
Since September 2019 – Leanne is our first apprentice. 
What supports were available to you from LIA at the 
time of recruitment?  
The apprenticeship route was a relatively new offering 
from LIA when I took on Leanne.  They were enthusiastic 
for employers to sign up and were extremely supportive 
to me in preparing and presenting my ad and were 
always there in the background to help me with any 
queries or issues, especially in the early days.
What do you feel are the main advantages your 
apprentice Leanne has brought to your business?
Leanne is very capable at working on her own initiative 
and regularly sees things that need to be actioned, 

>>> page 21



When it 
means more 
than anything
You need a specialist insurer
A different kind of Insurer, with a reputation for expertise, 
stability and service and with all dispersible profits given 
back to the specialist communities we serve. Offering a 
broader range of specialisms than you may have thought, 
it’s time to take another look.

Our specialists make us who we are.
Visit us at ecclesiastical.ie/brokers

Ecclesiastical Insurance Office plc is regulated by the Central Bank of Ireland.

Ecclesiastical Insurance Office plc Reg. No. 24869. Registered in England at Benefact House, 2000 Pioneer Avenue, Gloucester Business Park, Brockworth, Gloucester, 
GL3 4AW, United Kingdom. Registered Branch in Dublin, Ireland. Reg No. 902180. 2nd Floor, Block F2, EastPoint, Dublin 3. Authorised by the Prudential Regulation 
Authority and regulated by the Financial Conduct Authority and the Prudential Regulation Authority in the United Kingdom (Firm Reference Number 113848).



021

The apprenticeship is run by The Insurance Institute 
and LIA in partnership with IT Sligo, with the academic 
element taking place entirely online, via distance 
learning. The remote learning element has been a 
critical aspect of the programme since the beginning, 
and as a result has thankfully been unaffected by 
Covid-19 and Government restrictions. In fact, in 
many ways the pandemic has demonstrated just 
how sustainable and resilient the programme is, as 
during these recent turbulent times it has remained a 
constant for all those involved. 
It’s important to note for employers, that while the 
academic element of the programme begins every 
September, apprentices can begin work with an 
insurance employer at any point throughout the 
year – this can be helpful (although not a necessity) 
as it allows the apprentice to get an insight into 
what their role will entail. Recruitment for the 2022 
apprenticeship has already begun - for any employers 
interested in getting involved in the programme early 
engagement is recommended as it provides more 
opportunity to find the exact right candidate for each 
business. 

Also of interest to employers, is the Government’s 
new scheme (announced in December) which sees 
all apprentice employers receive an annual grant 
of €2,000 per apprentice employed. This is hugely 
encouraging news which is welcomed by both The 
Insurance Institute and LIA, and will no doubt be an 
attractive offer and incentive for many insurance 
employers. 
Lastly, it’s worth reminding employers that the 
education costs of the programme are fully covered 
(this is in addition to the Government grant of €2,000), 
therefore, it is obvious that there are compelling 
advantages to the programme, including significant 
savings that can be made in terms of training and 
development.  
Brokers Ireland will be hosting an information webinar 
for prospective Brokers who might be interested 
in recruiting an apprentice in 2022 on Wednesday 
23rd February at 12:00pm. Any employer interested 
in getting involved should get in touch with The 
Insurance Institute or LIA to learn more. Alternatively, 
there is plenty of information available for employers 
on www.earnandlearn.ie

using her own autonomy to do so, for example writing 
some blogs, screening some new clients and making 
suggestions before I meet them, chasing pipeline and 
more besides. She is enthusiastic and likes to be involved 
in new projects or challenges in the business. Being in her 
twenties, Leanne offers a different perspective to mine 
when considering our approach to certain challenges or 
campaigns which is something I really value. It is important 
for Prudent to continue to build its younger client base; if 
they are all my own age, the business will fizzle out at some 
stage.  Leanne contributes in terms of how we approach a 
younger generation that helps to ensure the age range of 
the client base is well spread.  
In your opinion, how relevant is the education programme 
(both QFA and business modules) to day-to-day activities 
in the business? 
The education programme is extremely relevant and 
current – on more than one occasion Leanne has been 
able to answer something more speedily than me because 
she had covered the topic more recently.  (Although, I’m not 
sure I should admit that!)

Would you recommend the programme to fellow brokers?
Without hesitation, I would recommend the apprenticeship 
route to other brokers. It’s such a fantastic opportunity to 
bring a fresh member of staff into your organisation who will 
naturally bring a new way of looking at things – particularly 
if they haven’t worked in the industry before.  Also, your 
candidate is committed to you for 3 years, assuming you 
both get along well.  This offers the employer quite a bit 
of reassurance that this new staff member will remain with 
the company for a while and learn the ropes within your 
business.
What advice do you have for anyone considering hiring 
an apprentice?
Just do it!  It’s important to carefully consider what role(s) 
you want filled within the business. The more specific you 
can be in terms of the role, the more comfortable that 
candidate will be when they join you. Remember this will 
be a daunting new world for the apprentice! The role will 
change over time no doubt, but if you can encourage the 
apprentice and offer good, constructive feedback, and if 
the apprentice works to take this feedback in the spirit it is 
intended, you will both do very well together.  
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THE Finance Bill 2021 was signed into law 
on 21 December 2021. It included several 
significant pension changes based on some 
of the recommendations detailed in the 
report produced by the Inter-Departmental 
Pensions Reform & Taxation Group (IDPRTG).
Changes to Approved Minimum Retirement Funds 
(AMRFs) 
This article focusses on the significant changes relating 
to Approved Minimum Retirement Funds (AMRFs) as set 
out in the Finance Act 2021 - and the impact on your 
clients who have existing AMRFs with Zurich Life. The 
changes can be summarised as follows:- 
1. The AMRF requirement no longer applies at 

Retirement/Maturity to individuals wishing to avail 
of the Approved Retirement Fund (ARF) option from 
Occupational Pension Schemes, Personal Retirement 
Bonds, Personal Pensions (PP)/ Retirement Annuity 
Contracts (RAC’s) and Personal Retirement Savings 
Accounts (PRSA’s).

2. On 1 January 2022 all existing AMRFs became ARFs 
- and the legislative rules applying to ARFs now 
apply to these former AMRFs.

3. The legislative rules applying to AMRFs and 
conditions relating to AMRFs were repealed with 
effect from 1 January 2022 – and Qualifying Fund 
Managers cannot accept any assets into an AMRF 
after 1 January 2022.

4. The above changes to AMRFs also apply to Vested-
PRSA AMRFs (a Vested-PRSA is a PRSA where 
the Retirement Lump Sum has been paid out and 
the residual fund remains in the PRSA rather than 
transferred to an AMRF). A Vested-PRSA AMRF 
related to the requirement to ring-fence up to 
€63,500 in the Vested-PRSA.

Impact of the AMRF Changes
In general, we welcome these changes – things have 
moved on a lot since the introduction of the AMRF in 
1999 - and the associated restrictions were regarded 
by many as no longer fit for purpose. The changes 

will impact many clients who held AMRF policies – 
for example those who, until now, did not satisfy the 
guaranteed income requirement (€12,700) and/or those 
who due to their age (under 66) meant that they were 
not yet in receipt of state pensions. It will also impact, in 
some cases, those who had reached state pension age 
but did not receive the maximum rate of state pension 
and meet the threshold of €12,700 – for example, due to 
gaps in their Pay Related Social Insurance (PRSI) record. 
In the details to follow, we examine the impact on former 
AMRF policies which are now ARFs - and also the impact 
on retirement options for clients who are due to retire in 
the future.

Existing AMRF Policies
As a result of the changes in the Finance Act, all existing 
AMRF policies with Zurich Life will now be reclassified 
as ARF policies and administered as ARFs. We have 
highlighted some points to consider below:

Withdrawals from ARFs
As the former AMRFs are now regarded as ARFs, this 
gives the clients the same flexibility associated with 
ARFs, for example:

 z Regular withdrawals of between 4% - 10% per annum
 z Partial encashments of greater amounts 
 z Full encashment

This is the case regardless of the age of the policyowner. 
Prior to 1 January 2022, the maximum withdrawal 
that was allowed from an AMRF was 4% per annum. 
Many clients may therefore be tempted to take large 
withdrawals or fully encash those former AMRF policies. 
This may be necessary in circumstances of financial 
hardship or ill-health, but clients should be aware that 
large withdrawals or full encashments may incur early 
surrender penalties and are likely to be taxed at their 
marginal rate of income tax, Universal Social Charge 
(USC) & PRSI (where applicable). In any given year where 
a full encashment is made, this could result in a higher 
taxation on those funds when compared with taxation 
applicable where the funds withdrawn on a gradual/
phased basis over a number of years.

FINANCE ACT 2021 The end of the road for AMRFs

Mike Ainsworth, 
Head of 
Technical 
Services, Zurich
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Regular Withdrawals and Imputed Distribution 
Regime
As the former AMRFs are now ARFs, this also means 
that from 2022 onwards they are now subject to the 
Imputed Distribution regime (previously the Imputed 
Distribution regime did not apply to AMRFs and Vested-
PRSA AMRFs.) For any ARF owners who are 60 years of 
age or over for the whole of 2022 (i.e. who have their 
61st birthday in 2022, or who are already over age 61), 
this means that an Imputed Distribution will now apply 
to those former AMRF funds as they are now regarded 
as ARFs. 

*Note on Imputed Distribution Rates 
Where the ARF owner is 60 years of age or over for the 
whole of that year and where the relevant value is:
(i) Not greater than €2m 
 Rate = 4% or
 Rate = 5% where the individual is aged 70 years or 

over for the whole of the relevant tax year.
(ii)  Greater than €2m, the rate = 6% 

Retirement Options
The requirement to purchase an AMRF for those 
without a guaranteed income of €12,700 has now been 
removed. Therefore, any clients choosing the “ARF 
Option” for their residual fund can now direct all of the 
residual fund (after the Retirement Lump Sum is paid) 
to an ARF - or to a number of separate ARF policies – 
or to a combination of ARF and/or Annuity. They may 

also take the residual fund as a once-off taxable cash 
payment. It is important to note that once-off taxable 
cash payments under this route are taxable at the clients 
marginal rate of Income Tax, USC & PRSI (if applicable) 
and therefore may result in higher taxation if income is 
drawn down in one year rather than over a number of 
years via a regular withdrawal from an ARF.

Independent Financial Advice
The changes from AMRF to ARF bring with it a number 
of new options and possibilities for clients. But, by 
definition, the age profile of these clients is likely to 
be older clients - and may need greater guidance and 
advice in helping to explain the options to them.
If you wish to discuss the impact of the changes in 
the Finance Act 2021, please feel free to contact our 
Technical Services Team. Tel: (01) 209 2020, or Email: 
techsupport@zurich.com
If you wish to discuss the impact AMRF policyowners 
who turn 61 this year, please contact our: 
Pension Payroll Team.Tel: (01) 617 4646, or Email: 
iezpensionclaimspayroll@zurich.com
Please note that this does not constitute tax advice. If they have not 
done so already, we would suggest that clients consider getting 
their own professional tax advice based on their own individual 
circumstances.
The information contained herein is based on Zurich Life’s 
understanding of current Revenue practice as at January 2022 and 
may change in the future.
Zurich Life Assurance plc is regulated by the Central Bank of Ireland.

Quilter Cheviot Europe to establish financial planning 
service following new hire

QUILTER Cheviot Europe (QCE), the 
Irish entity of discretionary wealth 
manager Quilter Cheviot, has recently 
announced it has hired Andrew Fahy 
as Head of Financial Planning, as 
it prepares to establish a financial 
planning proposition in Ireland.

Fahy joins the business from Brewin 
Dolphin Ireland where he was Head of 

Tax & Financial Planning and prior to that he held a similar 
position at Investec Wealth & Investment. Joining with 
immediate effect, Fahy will report into Brian Weber, Chief 
Executive at QCE.

As part of Quilter Cheviot’s growth strategy, it is 
establishing an integrated investment management and 
financial planning offering across its office network to 
complement the work it does with intermediary contacts 
to deliver a wealth management service, tailored to 
clients’ specific needs.  

This latest move will establish the financial planning 
operation out of QCE’s Dublin office to serve European 
clients, where it is seeing, as is the case in the UK, an 
increasing demand from clients for financial planning 
as well as investment management. The move enables 
QCE to deliver holistic financial planning and investment 
management to higher net worth clients, as well as 
continuing to support the external community at the same 
time.

QCE currently manages just over 1,500 clients and 
expects to grow the Dublin office over time to support 
the new financial planning proposition and its growth 
ambitions.

Brian Weber, Chief Executive at Quilter Cheviot Europe, 
said: “For some time now, we have wanted to incorporate 
financial planning into our offering for clients and 
Andrew’s appointment signals the start of the evolution 
of the service we can offer. 

“We have worked with financial advisers and 
intermediaries for over two decades and have a good 
understanding of how the two can be brought together 
for the benefit of the client. Increasingly clients are 
looking for a modern-day wealth management offering, 
and this goes well beyond just investment management. 
Their needs can be incredibly complex, so by combining 
financial advice with wealth management, while also 
nurturing our existing intermediary contacts, we are well 
positioned to be able to offer a best-in-class service for a 
variety of circumstances.”

“We are excited for Andrew to bring his experience and 
talents to Quilter Cheviot Europe.”

Andrew Fahy, Head of Financial Planning at Quilter 
Cheviot Europe, added: “I am delighted to be joining 
Quilter Cheviot Europe, a company that I have known 
and admired for many years, and one that recognises 
the benefits that financial planning and investment 
management can bring for clients when delivered in 
tandem.  Effective longer-term wealth planning often 
necessitates both, and I look forward to working alongside 
our investment managers and financial advisers, both 
in-house and third party, to help to deliver great client 
outcomes.”
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New Ireland iPort – Supporting Advice in Retirement
THE arrival of the IORP II regulations means that major 
pension changes are on the way, so now is the time to 
map out the road ahead and start preparing.  To support 
you in advising clients at this critical point in their financial 
and personal lives, New Ireland has developed iPort 
for Retirement. iPort is designed to support you in the 
giving and sharing of advice.  From your clients’ very first 
investment through to their last income withdrawal from 
their Approved Retirement Fund (ARF), iPort allows you 
to provide investment, pension and ARF solutions by 
offering the unique facility to risk profile your clients for 
both pre and post retirement options.

How iPort can enhance and support your advice process

 z iPort can be used for both investment and retirement 
planning and advice

 z There is a unique attitude to risk questionnaire 
specifically for post-retirement clients

 z You can compare projected ARF income against 
future annuity income

 z ARF projections are forward looking and show a 
range of potential outcomes

 z iPort uses average life expectancy data to help you 
determine an appropriate investment term

 z You can access New Ireland’s full range of 
investment funds through iPort 

 z Increased flexibility allows you to brand and tailor 
client reports

Modelling the Future

At the heart of iPort lies the fund projection tool which 
uses stochastic modelling to forecast the probability 
of various outcomes under different conditions using 
upwards of 20,000 investment scenarios.  Assumptions 
used are forward looking and are based on iPort’s 
independent investment adviser, Wilshire’s view of future 
investment returns. Unlike some projection tools which 
are linear, iPort’s projections take account of the fact 
that markets are unpredictable and returns will vary. For 
each risk category, assumptions are made for expected 
return (how investments are expected to grow over time), 
volatility (how much the return on an investment varies 
over time) and correlations (the relationship between 
expected returns for different investment types).

Projecting income in retirement

iPort’s fund projections’ screen is all about income. You 
can select either imputed distribution, customised income 
(where you choose the income amount), or annuity 
income.  iPort can show projected fund values over time 

and can compare projected ARF income streams against 
future annuity income. By inserting different income 
amounts you can use iPort to determine and illustrate 
when a client’s income (and fund) is likely to run out. 

iPort uses 5 building blocks to support and document 
your accumulation and decumulation advice, culminating 
in a highly professional client report.

The ARF opportunity

As the proportion of Irish people reaching retirement age 
increases and greater numbers choose the ARF option, 
New Ireland estimates that the ARF market will grow 
from being a €2bn opportunity today to one that could 
exceed €20bn over the next 15 years. The ARF market 
presents a significant opportunity for advisors but also 
one that comes with considerable advisory challenges 
and responsibilities. We believe that iPort can support and 
enhance your advice process by helping you to manage 
your clients’ investment and income needs up to, at and 
throughout their retirement. 

To find out more about iPort, talk to your New Ireland 
Account Manager or contact:
anne.finnegan@newireland.ie
Information correct as at 20.01.2022 and subject to change without 
notice.  The content of this article is for information purposes only.  
While great care has been taken in its preparation, this article is of 
a general nature and should not be relied on in relation to a specific 
issue without first taking appropriate financial, insurance, investment 
or other professional advice.   

New Ireland Assurance Company plc is regulated by the Central Bank 
of Ireland. A member of Bank of Ireland Group. 

Anne Finnegan, 
Investment 
Specialist, 
New Ireland

5 Building blocks of iPort
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Merrion Multi-Asset 30 Fund  – 2021 gross 
performance 10.7%1

The Merrion Multi-Asset 30 Fund performed strongly 
in 2021, delivering almost 40% of the return of the 
global equity market even as defensive assets globally 
performed very poorly.  The traditional defensive assets 
such as Eurozone government bonds, US Treasuries, 
corporate bonds, and gold delivered negative returns in 
the -1% to -5% range, and cash rates remain in negative 
territory.  The Merrion Multi-Asset 50 Fund and the 
Merrion Multi-Asset 70 Fund also delivered exceptionally 
strong returns (16.0% and 21.3% gross, respectively)
2021 saw an almost uninterrupted continuation of the 
bull market that began in March 2020, global equities 
rising by just over 27%, driven in large part by the gains 
in technology (+36%).  The drivers of equity markets 
continued to chop and change rapidly throughout the 
year; however, the early part of the year seeing “value” 
outperform “growth” as inflation (and bond yields) rose 
rapidly, followed by a reversal over the summer as the 
delta wave curtailed re-openings.  The year finished 
with the Federal Reserve pivot towards more hawkish 
monetary policy, the market now pricing between three 
and four rate hikes in 2022, coupled with an expectation 
of balance sheet reduction sometime in the second half 
of the year.
The application of and the output from our active 
investment process navigated us very successfully 
through this period when under-the-surface volatility 
within markets enabled our style-agnostic approach 
to shine.  Active management of risks, particularly 
in bonds markets, meant that bonds made a small 

positive contribution to fund absolute return, even 
though bonds suffered a negative year in absolute 
terms.  Our alternative exposure also performed very 
strongly, delivering returns close to the global equity 
market but with average exposure to growth equities 
of approximately 40%.  This further helps to reduce the 
volatility on the fund without sacrificing return.

Concept K – 2021 gross performance 10% 1

Concept K recorded a positive result of 10% gross 
performance in 2021. The key contributor to performance 
was predominantly equities, as the fund benefited from 
the broad economic recovery brought about by the 
vaccination campaign roll-out. Our balanced approach 
across cyclicals, tech, infrastructure, and defensive 
sectors in the equity bucket proved particularly effective 
in riding out the market jitters. We also benefited from 
our higher USD exposure (raised from 10% late 2020 
to 25% in Q1 2021 and standing as of the end of Dec 
at around 30%) as the greenback appreciated against 
the euro with the US economy powering ahead. 
Anticipation of tighter monetary policy by the FED and 
an increasing yield differential should further support 
the USD. Last but not least, we also generated returns 
through our tactical shorts on the long end of the US 
interest rate curve at the turn of the year as well over the 
year. Both inflationary tensions in the US and the FED’s 
announcement to accelerate their tapering of bond 
purchases have definitely impacted yields of late.

High Yield Equity Fund – 2021 gross performance 
33.5%1

Performance in 2021 was mainly driven by the funds focus 

Star performers - Aviva funds deliver strong 
fund performance in 20211,2

THE benefits of active management were clear in 2021. Across the 
spectrum of asset classes, Aviva funds performed strongly.  John Deehan 
asked the managers of the funds who performed strongly versus their 
peer group what drove this strong performance over the year?

John Deehan, 
Investment Sales 
Manager, Aviva 
Life & Pensions 

From left: Peter Smith, Aviva Investors, John Deehan, Aviva, Liam Stack, abrdn, Pearse MacManus, Merrion 
and Stephen Rice, Aviva.
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on income growth, this has been a feature of the fund for 
many years and has enabled it to capture opportunities 
in sectors where the fund finds some interesting growth 
drivers. It was pleasing that in an overall market that 
was driven by a narrow cohort of growth stocks we 
managed to outperform our benchmark, the MSCI ACWI 
Index, this is due to the fund being able to find those 
compelling income paying stocks across sectors such as 
technology.
When we look at the sectors that contributed to the 
fund’s performance in 2021, it was mostly technology 
and industrials that were the two main contributors, 
these also happen to be the two sectors with the largest 
weight in the portfolio. The fund has moved away from 
focussing on what in the past have been viewed as the 
traditional income sectors such as utilities, telecoms and 
consumer staples while preferring sectors where we’re 
able to fully capture the income growth element. 
Technology and Industrials remain the two biggest 
sectors for the fund, this is very much a function of 
where it sees the best opportunities right now on a 3-5 
year view both from a top and bottom line perspective. 
A lot of these companies also offer pricing power which 
we think will be key when it comes to weathering the 
inflationary pressures that many companies are currently 
facing. We still see sectors such as staples as being 
relatively overvalued whilst not offering as attractive top-
line growth so are happy to remain underweight. 
Historically income paying stocks have offered attractive 
long term returns for investors, paying dividends tends 
to mean companies are disciplined in how they spend 
their free cash flow and as a result these businesses can 
offer more resilience and defensive characteristics over 
the economic cycle. A focus on income growth offers 
investors the best combination of capital and income 
as companies that grow their dividends strongly tend to 
also deliver strong capital growth generation over long-
run.
We’ve had a long period now where growth stocks have 
dominated, some of these growth names that don’t pay 
a dividend are trading on quite stretched valuations and 
we think income will come back into investors radars 
given a lot of these names are attractively valued relative 
to the market while also offering good prospects from a 
capital growth perspective. We’re seeing a little bit of 
this playing out right now in terms of the violent rotation 
out of crowded growth stocks and back into value. While 
the Fund does not have a big style tilt, we believe a lot of 
income paying stocks could stand to benefit as investors 
look at this part of the market more favourably.
Despite the Covid pandemic and the large impact it has 
had on the global economy, we’ve had a period of strong 
equity market returns and whilst we still remain positive 
on the outlook overall for equities, we think that the 
leadership in the market could well change away from 
the narrow band of growth companies and into a much 
wider breadth of names. This would be very welcome 
in our view and should offer good opportunities from a 
stock-picking perspective. 

Stewardship Fund – 2021 gross performance 29.1%1 
We are rarely satisfied with the performance, but in the 
case of 2021, there are grounds to be relatively content 
with the resilience of performance. The Strategy largely 
performed as we would have expected, a positive 
outcome in the context of the global investor rotation 
towards value. Sector allocation was a positive, with 
underweights to Communication Services and Consumer 
Staples, coupled with the overweight to Information 
Technology, more than offsetting the drag from our 

zero weight to Energy and overweight to Industrials. 
Geographic allocation was neutral with the overweight 
to Emerging Markets and underweight to the Pacific 
offset by the overweight to Japan and underweight to 
North America. US lighting and controls company, Acuity 
Brands, demonstrated solid execution in a challenging 
supply chain and commodity price environment. At the 
same time, US specialist lender, SVB Financial, saw 
improving revenues throughout the year and benefiting 
from the steepening US yield curve. Detracting from 
the performance was Japanese electrical component 
company Murata Manufacturing, which was hurt by 
worries of an inventory correction and some share loss. 
Not owning the US holding company Alphabet, was a 
drag on performance as was not holding Microsoft Corp., 
which we sold in April 2021 due to a hard breach of our 
fund’s criteria, in place to avoid investment in companies 
with damaging business practices.

Small Companies Fund – 2021 gross performance 
28.4%2

The Global Smaller Companies Fund performed well 
over 2021, returning a gross performance of 28.40% in 
EUR outperforming the benchmark. This performance 
was predominantly provided by our stock selection 
which is overweight with stocks which exhibit quality, 
growth, and momentum characteristics. We believe 
these characteristics add the most value over time; 
a belief backed up by academic research and the 
backtesting of our quant tool. 
2021 was another turbulent year for Global Equity 
Markets. After an initial easing of restrictions caused 
by the Covid pandemic, two new variants, first Delta 
then Omicron, caused countries to close their borders 
and go into lockdown again. Although the 12-month US 
inflation hit 6.8% for November, the highest since 1982, 
it matched expectations. The monthly rise was slightly 
lower than forecast. The US Federal Reserve confirmed 
that it planned to end its bond-buying program by the 
end of March 2022, ahead of the June target, as initially 
indicated. The Bank of England surprised investors 
when it raised interest rates to 0.25% in December on 
inflation concerns and despite the spread of Omicron 
in the UK. Similarly, the European Central Bank said it 
would also start to reduce its buying of bonds, although 
officials indicated that policy rates were unlikely to rise 
before 2023. Elsewhere, China bucked this trend and 
cut its official interest rate.
Despite the rapid spread of the Omicron variant, initial 
studies suggest the need for patient hospitalisation 
is lower- aiding reopening efforts. It is hoped that the 
world can gradually recover and finally emerge from the 
pandemic this year.
Indeed many of the variables impacting 2021 are 
now better understood, and efforts are being made 
to contain these risks: global vaccination rates are 
approaching 50%; supply chain shortages are easing, 
and the direction of Chinese policy has become clearer. 

“Many of the variables impacting 2021 are 
now better understood, and efforts are 
being made to contain these risks: global 
vaccination rates are approaching 50%; 
supply chain shortages are easing, and 
the direction of Chinese policy has become 
clearer. 

>>> overleaf 
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Where markets remain sensitive is in relation to interest 
rates. Changes to policy may provide market flashpoints.  
As always, our focus continues to be our bottom-up, 
process-driven approach.
At a stock level, in 2021, our exposure to Future, a UK 
media business, boosted performance. In 2021, the 
company provided yet another healthy trading update, 
as digital advertising and e-commerce showed solid 
traction. The integration of GoCo is running ahead 
of expectations and is on track to reach £15mn in 
synergy savings. The company announced a further 
acquisition of Dennis Publishing in August. These all 
provided tailwinds, which boosted performance through 
the period. Our exposure to Kornit Digital, a leading 
direct-to-garment, and roll-to-roll printers provider, also 
provided a tailwind to performance. The company’s 
performance was strong in 2021, especially after July 
when the company held an analyst day, during which 
it announced a partnership with Canva, an Australian 
online design platform. The company continues to 
innovate and expand its offering into new areas. Kornit 
reported impressive results in August with adjusted 
revenue +131% y/y. Generac is the leading manufacturer 
of standby generators in the US residential market. Lack 
of investment in power infrastructure and unpredictable 
and severe weather events resulting from climate 
change is causing more frequent power outages. The 
company’s dominant market share reflects Generac’s 
innovation (natural gas-dependent vs diesel-based 
alternatives), competitive price point, and extensive 
dealer network across multiple channels. The company 
recently acquired Pika and Neurio to build clean energy 
storage and maintenance markets. Generac issued 
revised guidance which raised their forecast sales and 
profits. Demand for their products has continued to 
be strong, and the company is looking to expand its 
capacity to increase its penetration into the residential 
market.

To learn more about our funds proposition visit 
www.avivabroker.ie/funds

www.avivabroker.ie\starperformers 
1Source: Longboat Analytics to 01 January 2021 based on calendar 
year returns.  The returns quoted include the reinvestment of net 
income and are net of trading costs, but before deduction of annual 
management charges and other insurance contract charges and 
as such do not represent the returns on insurance contracts linked 
to these funds. Details of all charges for a particular product are 
available on request. 
2Source: Morningstar. net of D share class fees performance in 
EUR, 31 December 2021. Inception date 10 January 2018.  The 
return shown is based on bid-to-bid performance of the Aberdeen 
Standard Investments Global SICAV III – Global Smaller Companies 
Fund in which the Aviva Global Smaller Companies Equity Fund 
invests and as such does not represent the returns on insurance 
contracts linked to the Aviva Global Smaller Companies Equity Fund; 
returns on insurance contracts linked to the Aviva Global Smaller 
Companies Equity Fund would be lower due to additional charges. 
Details of all charges for the Aviva Global Smaller Companies Equity 
Fund are available on request. 
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.

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: These funds may be affected by changes in 
currency exchange rates.

Aviva Life & Pensions Ireland Designated Activity Company, a 
private company limited by shares. Registered in Ireland No. 
165970. Registered office at Building 12, Cherrywood Business Park, 
Loughlinstown, Co Dublin. D18 W2P5. 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.

Apex Group grows Ireland presence with 
appointment of Barry O’Brien

APEX Group Ltd., a global financial 
services provider, recently announced 
that it has appointed Barry O’Brien 
as Senior Director, Business 
Development.

Based in Apex’s Dublin office, 
Barry reports to John Bohan, Co-
Founder and Country Head Business 
Development (Ireland) who he will 

be working with to drive the firm’s continued growth in 
Ireland, a key hub for the Group.

Barry brings over 27 years of experience working in 
fund solutions business development and joins Apex 
from U.S. Bank Global Fund Services where he was most 
recently Director, Business Development. Prior to its 
acquisition by U.S. Bank, Barry was Head of Fund Client 
Relations – Europe for Quintillion and held commercial 
fund services roles at international organisations 
including Bank of America Merrill Lynch (where he acted 
as Executive Director and Board Member), Fortis Prime 
Fund Solutions, and MeesPierson.

Ireland has long been recognised as a destination of 
choice for investment funds, ranking amongst the most 
flexible and advantageous in the onshore world. Apex 
opened its first office in Ireland in 2007 and has since 
grown to four locations, employing over 350 experts.

This strategic appointment is further evidence of Apex’s 
continued commitment to growth, providing clients with 
the broadest range of locally delivered solutions in the 
industry across fund, financial and corporate solutions.

John Bohan, Co-Founder and Country Head Business 
Development (Ireland), Apex Group comments: “Further 
to what was a record year of growth for the Apex Group, 
we are delighted to welcome Barry O’Brien to our 
Ireland Business development team. Domiciled funds 
in Ireland have exceeded over €3.5trillion last year and 
we look forward to capitalizing on the industry success 
as we roll out our single source solution across ManCo 
services, Fund Administration and Depositary & Custody 
services.”

Applied is your technology partner, providing practical innovation that enables you 
to deliver superior customer experiences and grow your business. If you’re ready to 
take bold moves towards new ways of working, we have the solutions for you.

Let’s innovate together. 
appliedsystems.ie 

Cloud-based insurance technology.
Meet today’s needs and transform tomorrow’s expectations.
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MANY businesses have built up 
substantial cash on their balance sheets 
over the last number of years, and 
this has coincided with banks starting 
to impose negative interest rates on 
corporate deposits. This environment 
creates an exciting opportunity for 
financial advisers to enter a new and 
growing market.
With the official ECB interest rate at negative yields for 
several years now, banks are coming under continuing 
pressure to reduce losses on their deposit books. The 
easiest way to recoup losses is to start charging customers 
for keeping money on deposit.  To date, the retail customer 
has been largely unaffected by this. However banks are 
now charging many of their corporate customers for 
keeping cash on deposit, and as the chart below shows, 
this is a sizeable market to target with nearly €80bn of 
company deposits. 
The pandemic has undoubtedly hurt certain industries 
over the last number of years, yet many industries have 
been largely unaffected. Those companies that have 
performed well in recent years have built up substantial 
cash reserves on their balance sheets, surplus to working 
capital requirements. The likes of pharmacists, hardware 
shops, IT companies, and engineering firms, these are 
the sort of successful companies that can be targeted by 
financial advisers.
Whilst many of these companies may have already been 
approached by their bank relationship managers, they will 
be managed by people who value independent financial 

advice, no different to a personal customer. Adding a 
question about corporate funds into the personal fact find 
may be a good starting position to unlock opportunities. It 
might be worthwhile to probe their rationale for hoarding 
cash and if there are some beliefs that can be reasonably 
challenged in today’s climate. 

So what are the considerations for company deposits?
Security: A bank deposit can no longer be described 
as risk free, as risk of capital is now a real concern with 
company money on deposits. Not only will inflation eat into 
the purchasing power, the negative rates being charged 
by banks will erode the actual value of the deposit.
Liquidity: Liquidity is the most important consideration, 
as companies need easy and immediate access to cash. 
But do they need access to 100% of their cash balance at 
all times? Keeping 100% of cash on demand deposit can 
generate significant losses, so other liquid options apart 
from a bank deposit should be considered.
Risk: Can the company consider placing a certain 
percentage of their surplus cash into an investment fund? 
For example, can they place 10% or even 20% into a fund 
that may carry more risk than a deposit, but offer the 
potential of long-term growth opportunity? 

Key benefits of investment funds for companies
Investment funds can satisfy both the diversification 
and liquidity needs of companies. Investment funds 
that are priced on a daily basis will satisfy the liquidity 
needs of a company, and investment funds generally 
offer diversification across a broad range of companies, 
geographical regions and industry sectors. 

Favourable tax position for corporates with gains 
subject to 25% Exit Tax
When companies invest in unit linked funds, the tax 

Company investments – A growing market and an 
opportunity for financial advisers

Brendan Barr,
Head of 
Investment 
Solutions,
Standard Life 
International
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position is quite reasonable. Realised gains for company 
investments are subject to an exit tax of 25%. There is 
a deemed disposal every eight years, where exit tax is 
deducted on unrealised gains on the 8th anniversary of 
the policy. The once off 1% government levy applies to new 
premiums. Gains on unit linked funds are not subject to 
close company surcharge tax, as the returns from a life 
policy are not deemed as income, so the surcharge on 
undistributed investment income does not apply.

How would a combined deposit / investment have 
performed over the last seven years?
Here we set out a company case study to illustrate the 
potential benefits of a combined deposit / investment 
portfolio for a corporate, where the company places 20% 
of its surplus cash into equities. 
ABC Limited has €500,000 surplus cash on deposit in 
January 2015 

 z ABC Ltd is happy to move 20% of money off deposit 
into an investment fund

 z They choose to invest €100,000 into the Standard Life 
Euro Smaller Companies Fund 

 z ABC Ltd retains €400,000 or 80% of their overall 
surplus on deposit, with the deposit rate over the 
period is assumed at 0% AER

 z The company is satisfied with the liquidity risk. 80% of 
the total money on demand deposit and 20% invested 
in a fund which provides daily fund pricing.

So, although 80% of the money was earning no interest on 
deposit, the remaining 20% was invested in the Standard 
Life Euro Smaller Companies Fund, which generated an 
annualised gain of over 16% pa over the last seven years. 
The total gain made on the overall surplus funds over the 
last seven years can be seen in the table above.

The Investment Return Outcome
The overall portfolio achieved a compound return of 
27.56% net of tax, or 3.54% pa. Note that the returns of 
the Euro Smaller Companies Fund are not guaranteed and 
the value of this investment can fall as well as rise. It’s also 
important to point out that the above example assumes 
0% interest rate on deposit over the 7 years, when we’re 
already starting to see banks apply negative rates.  It’s 
very likely that corporate deposits will generate negative 
returns over the next few years, which should encourage 
more companies to consider alternatives to bank deposits 
into the future.
For more information on how Standard Life can help 
with Company Investments, please contact your local 
Business Manager or visit www.brokerzone.ie 
The value of investments within these funds will go down as well as 
up and may also be affected by changes in currency exchange rates. 
If your clients invest in these funds, they may lose some or all of the 
money they invest .

               Initial    7 year 
annual return     

7 year
compound return       

Gross value      Net value

€ % % € €

Bank Deposit 400,000 0% 0% 400,000 400,000

Euro Smaller Cos*    100,000 16.07% 183.73% 283,730 237,797

Total 500,000 637,797

* The illustration is based on 100% net allocation, payment of government levy and 3% adviser initial commission. Case study assumes that the 
policy has been surrendered after seven years and exit tax of 25% of the gain has been applied. 
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all the heavy lifting
is done for you.
Standard Life introduces � ve new Global Index Funds, with all of the underlying 
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BROKERS are connoisseurs of customer service. 
They understand the importance of the overall client 
experience for client retention. Most brokers tend to 
work hard at it. Which means they know great customer 
service when they experience it themselves. 

We are very proud to say that in our latest broker 
satisfaction survey, when we asked “How do you rate 
DUAL’s service levels in comparison to our competitors?” 
80% of our brokers responded by saying we were 
“excellent” or “very good.” 

We’re delighted that so many of you told us that our 
service stands out. We will continue listening to the 
feedback you give us, good and bad, and strive to 
improve further. 

Why do our brokers rate us so highly?

As well as cost effective premiums, broad coverage 
and a prompt claims service, our survey confirmed 
something we already knew: most brokers are in a hurry, 
and many of you are counting the minutes in between a 
submission and a response. 

55% of clients rated our quote turnaround time as 
excellent or very good, with another 35% saying it is 
‘good.’ So in all, 90% of brokers that responded to the 
survey are happy with our turnaround time. 

Part of this is doing our best to respond to requests in 
a timely fashion. Again, we scored very well in this area: 
98% of you rated us as very responsive, or responsive.  

Friendliness counts

We are particularly proud of one area of the survey, 
because it really underpins how we stand out from our 
competition. 8 out of 10 of survey respondents said 
one of the best things about working with DUAL is how 
friendly we are. 

Fortunately for us, a happy working environment is 
something that a company either has or doesn’t have. 
You can’t fake good culture. Throughout the DUAL 
Group, we have a strong ‘People First’ approach that not 
only provides employees with opportunities to grow in 
the business, but also actively promotes a great work-
life balance. This shines through in our service ethic. 
We’re friendly, because we’re happy.  

It’s not all good news. What could we improve on?

This might be surprising, as most brokers rated it as 
a big strength of ours, but the areas where brokers 
suggest more improvement are turnaround time (34%) 
and response time (28%).

We get it. Some clients will always wait until the last 
minute to speak to their broker, which obviously puts 
you under pressure from the get-go. In these instances, 
we understand that speed is of the essence, and can 
sometimes be the difference between retaining or 
losing a client. We always want to do our best to help 
you retain clients or win new ones. In 2022, we’re going 

to be looking at some of our processes, and seeing if we 
can expedite our service even further. 

Something for us all to work together on

It is getting more and more important to be thinking 
ahead on insurance renewals because of the new CICA 
legislation, which abolished the duty of fair disclosure 
that had previously been imposed on the insured. This 
has had the practical impact of requiring all proposal 
forms to be fully completed before a quote can be 
issued. 

People are still getting used to this legislation; every 
third email we’re getting refers to CICA in some way, 
often because a proposal form hasn’t been filled out in 
full, or sometimes, we’re not even offered one, we’re just 
asked to quote from an email with only scant information 
provided.

In the past, we’ve always been very flexible in how 
we accept submissions. But because of the changes 
brought about by CICA, there are strict processes to 
follow. To help you, we’ve created quote forms that 
enable the process to be as slick as possible. If you do 
have an urgent requirement, please fill out the form and 
then call us, so that we understand the urgency and can 
prioritise your quotation. 

The situation reminds me of that old Napoleon Bonaparte 
quote, “Dress me slowly, I’m in a hurry.”

Under the new system, investing a little more time 
upfront will help us get the job done much quicker for 
you, giving you a better chance of securing or retaining 
your important business.  
*Survey analysis conducted from 40 responses to our 2021 DUAL 
Ireland customer satisfaction survey.

Helen Furlong is a Business Development Executive 
at DUAL Underwriting Ireland DAC. DUAL specialise, 
amongst mother areas, in high net worth personal 
insurance in Ireland and are backed by AXA XL, a division 
of AXA, one of the world’s largest insurance groups. 
t: 01 6640001 / e: enquiry@dualgroup.ie
DUAL Underwriting Ireland DAC is regulated by the Central Bank of 
Ireland. Registered No. 633531. Registered office: 98, St. Stephen’s 
Green, Dublin 2 D02 V324. 01/21 4422 Directors: Barry O’Dwyer 
(Managing), Ralph Snedden (British), Richard Clapham (British).

80% of survey respondents say DUAL stands out for 
customer service…how can we get it to 100%?

Customer service is like driving. Everyone thinks they’re above average. Nobody 
deliberately sets out to be bad, and everyone who does it has an opinion on how other 
people do it. 

Helen Furlong, 
Business 
Development 
Executive, DUAL 
Underwriting 
Ireland DAC

“Throughout the DUAL Group, we have 
a strong ‘People First’  approach that 
not only provides employees with 
opportunities to grow in the business, 
but also actively promotes a great 
work-life balance. This shines through 
in our service ethic. 
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MANY thanks Billy for talking to Irish Broker – we 
understand that you were appointed Managing Director 
of Aviva Insurance Ireland’s personal lines business last 
year.  Can you tell us about your career to date?
I’ve been with Aviva on and off for nearly 18 years now since 
joining straight from college where I studied Actuarial & 
Financial Maths at UCD. I started in the general insurance 
pricing team as a trainee pricing actuary helping set prices 
for our Commercial Motor products. Since then, I’ve had 
several roles across our GI, Life and Health businesses, 
covering mainly pricing but also elements of underwriting, 
product, reinsurance, and propositions. I took an 18-month 
career break at one point to do some travelling and learn 
new skills, but they convinced me to return when it ended, 
and more recently I benefited from our improved paternity 
leave terms, so it’s looking like I’m becoming a lifer here at 
this stage! 
The personal lines business in Ireland presents many 
challenges for insurers and customers, what attracted you 
to this role and how do you see the market developing?
Firstly, the timing worked out for me as I had just returned 
from paternity leave when our CEO, Declan O’Rourke 
was restructuring his management team to separate our 
Commercial and Personal Lines businesses. He was looking 
to appoint two MDs to lead these areas, and my pricing 
background and experience in the business meant this was 
a natural move for me.   
Secondly, as we are aware from constant political 
commentary and media coverage, it’s a really challenging 
time for the Personal Lines insurance market at present and 
I like a good challenge. We all know that private motor is 
a cyclical business, and while profitability has been strong 
over recent years, premium rates have been falling steadily 
and this puts pressure on both top-line revenue and bottom-

line profit for all market participants, and not just for insurers 
but brokers as well. When you combine this with the high 
level of uncertainty and change in the market, including 
the potential impact of personal injury reform, new pricing 
regulation, and increasing claims inflation to name just a 
few, there is lots for me to focus on in my new role. 
Do you believe the Government’s action plan to improve 
the cost and availability of insurance cover will work? Is 
Aviva seeing a material reduction in awards and claims 
costs as a result of the new personal injury guidelines?
We are seeing some evidence coming through that 
personal injury claims awards through PIAB have reduced 
since the new award guidelines were introduced last April.  
While this is good news, it’s only a small part of the picture. 
Unfortunately, we are also seeing the acceptance rates of 
the PIAB awards falling substantially, with nearly two-thirds 
of motor awards now being rejected. Many of these cases 
will now go through litigation and we don’t know how much 
these claims will ultimately settle for. 
Furthermore, most injury claims are settled outside of PIAB, 
either directly between insurer and claimant, or via litigation 
through the courts.  It is clearly in the claimant’s interest, 
in the public interest and in the interest of respondents 
that as many claims as possible should be independently 
assessed by PIAB.  If this trend is not reversed the positive 
impact of the new award guidelines will be undermined. 
The government is undertaking a review of PIAB and has 
stated its intention to strengthen their role. We believe PIAB 
needs more power to compel engagement by claimants and 
should report on those who fail to engage with the process, 
and cost penalties should be implemented for failure to 
engage.
There is also a clear responsibility on insurers and the 
judiciary as well to ensure that these settlements and awards 
are in line with the new guidelines. We are committed to 
supporting the guidelines and the claims we are settling 
directly are based on them, but for the cost and availability of 
cover to improve for consumers and businesses, it requires 
all stakeholders in the market to take action, supported by 
reforms implemented to date and those due to come into 
force in 2022.
Aviva distributes personal lines business through its 
own direct channel and through partners in addition to 
brokers. Is Aviva still committed to supporting and helping 
brokers to write personal lines business?
Yes, absolutely. We pride ourselves in offering our products 
to consumers through multiple distribution channels and 
this has been a key strength for us through the years. While 
we have a Direct operation, most of our personal lines’ 
premiums come from our intermediated business and I don’t 
see this changing any time soon. I think the narrative that 
we heard a few years back that consumers will move away 
from intermediated channels has proven to be incorrect.  
Statistics have shown that in fact the proportion using a 
broker or other intermediary has increased in recent years. 
Last year we grew our motor policy count with brokers, 
which is a trend I would like to see continuing this year. 
It’s a key part of our strategy to optimise our performance 
and grow our broker channel.  Since I started my new 
role, I’ve been able to have lots of calls with our brokers 
to understand what we need to do to make this happen. 
While it’s been great to hear the positive attitude towards 
Aviva and the willingness to do business with us, it’s also 

Interview with Billy Shannon, Managing Director,
Personal Lines, Aviva Insurance Ireland
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clear that there is more we can do to ensure that we are 
an easy company to do business with. I’m committed to 
making this happen.  
The media and some politicians have been increasingly 
critical of general insurers over the last two years - what 
is Aviva doing to rebuild trust with its broker customers?
It’s true that the industry gets a lot of criticism, and while 
some of it is understandable, much of it is unfair in my 
view. Working in the industry daily and with our partners 
and brokers I see the commitment to delivering value 
for customers and to being there when they need us if 
something unfortunate happens. I don’t think we are good 
at telling this story in general as an industry.
We believe that the negative criticism and commentary 
on our sector ignores the crucial social and financial role 
insurers and brokers play in the Irish economy and in 
supporting our personal and commercial customers. Aviva 
pays 98% of claims submitted. We have consistently stated 
since 2016 that implementing sustainable reforms to 
fundamentally address the costs of personal injury claims 
is the core issue in resolving the cost and availability of 
insurance. As noted, we have welcomed the reforms 
that are now in place including the new Personal Injury 
guidelines, but others focused on perjury and claims fraud 
need to be implemented along with strengthening the role 
of PIAB. We also need all stakeholders, including insurers, 
the legal profession, and consumers to play their part in 
ensuring these reforms are adhered to. 
Since the outbreak of the pandemic, we put in place a 
range of supports for our customers and front-line health 
workers. As a socially responsible sustainable insurer, we 
have committed to ambitious climate targets to be net zero 
in carbon emissions by 2040 and we want to support our 
brokers and customers on this journey through our covers 
and services. We also support local charities, communities, 
and schools directly through our Aviva Broker Community 
Fund, where we recently donated €120,000 to 30 worthy 
causes nominated by our brokers.
We believe that we need to reach out further to our brokers 
and customers in 2022 on these issues to ensure they are 
more aware of how we are supporting them and how the 
reforms can support more affordable cover for their homes, 
cars, and businesses. We will be using all communications 
channels to communicate more effectively with customers 
and brokers. 
Can you share any details on new products or services 
that you plan to introduce and how they will assist 
brokers and their clients?
We are continually looking at ways to improve our products 
and services to our brokers and customers. Recently we 
commenced writing high net worth personal insurance 
through DUAL Private Clients, who specialise in home 
and possessions insurance for high net worth and ultra-
high net worth individuals, providing worldwide cover for 
contents, art and jewellery and insurance for high value 
and specialist motors. This provides a good strategic fit 
for us alongside our standard home and motor offerings 
for the wider market. We are also investing significantly 
in digitisation to improve service levels, enabling brokers 
and customer to access relevant information about our 
products and services through our online channels. 
The Central Bank of Ireland has recommended the 
ending of price walking for motor and home insurance 
customers.   What impact will this have on brokers and 
customers?
It’s a little too early to say definitively. The regulations have 
not yet been finalised and we are hopeful that our feedback 
will be taken into account when implementing the final 
changes. We support the aims of the Central Bank in trying 
to improve fairness across different customers segments, 

but we are concerned that it may result in unintended 
consequences where those who shop around for cover 
no longer benefit. New regulations banning dual pricing 
have just been introduced in the UK and the industry 
there may see a backlash as there is initial evidence of 
new business prices increasing significantly and people 
who shop around for value annually being adversely 
impacted. Ultimately, market participants will have to take 
their own view when setting prices and the outcome will 
be determined by competition in the marketplace. 

How do you see the personal lines market develop 
over the next 12 months, what sort of changes do you 
foresee?
This year will be crucial for insurance reform and for the 
government to complete the approval and implementation 
of its Insurance Reform Action Plan. The full implementation 
of the plan with the support of the insurance sector and 
other stakeholders will hopefully ensure that the cost 
of claims can fall further.  We are fully supportive of the 
reform process and we will be monitoring developments 
closely and doing what we can to support good outcomes 
for our brokers and customers. 
One area of increasing concern is the impact of rising 
inflation. As anyone who is getting work done on their home 
will tell you, there has been a huge increase in building 
costs around the country over the last year. In many cases 
these increases are not being reflected in the rebuilding 
sum insured that customers have placed on their home. 
While many insurers will automatically index link the sums 
insured, it’s important for brokers and policyholders to be 
aware of the need to review and keep this information up 
to date, to prevent issues with underinsurance should a 
claim occur. 
No matter what happens in the regulatory, claims or 
economic environment, consumers and businesses will 
continue to need insurance and we must be there to 
provide the best products and service that we can.
What are your key priorities for the personal lines 
business this year and do you see it as a growth area 
for Aviva?
Again, I would reiterate that we have ambitious growth 
plans for Aviva and the Personal Lines business will 
contribute to that. I’ve spent the last few months getting 
my team in place and I was delighted to be able to 
promote and recruit from within the company to fill most 
of the roles. We now need to continue to cascade these 
changes down to everybody in the business and work 
together to deliver our goals. 
I’m also looking forward to getting out to meet our brokers 
and partners in person as soon as the current restrictions 
allow. While technology allows us to do a lot virtually, 
there is no substitute for meeting face to face to build 
and continue to develop lasting and mutually beneficial 
relationships.

“I  think the narrative that we 
heard a few years back that 
consumers will  move away from 
intermediated channels has 
proven to be incorrect.   Statistics 
have shown that in fact the 
proportion using a broker or other 
intermediary has increased in 
recent years.
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All motor discounts applied are subject to a minimum annual premium of €310. 
*To qualify for our penalty points discount all drivers on the policy must be capable of incurring penalty points  
for driving offences in the Republic of Ireland and they must provide us with a valid driver number (found on the driving 
licence) for each driver on the policy which can be verified by the National Vehicle Driver File (NVDF). 
All home discounts are subject to a minimum annual premium of €230 on Buildings and Contents and €115  
on Contents only policies. 
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Aviva’s car and home insurance

For more details go to Personal Lines - Aviva Broker 

 Our comprehensive cover comes with: 

•     24 hour Breakdown Rescue cover both at home in 
the driveway and on the road in Ireland and the UK. 

•     Unlimited windscreen damage cover when our 
aligned windscreen repairer is used and any  
payment will not affect the no-claims discount. 

•     Up to 50% no-claims discount (10% discount  
applied for each claim free year driving in the  
policyholder name up to a maximum of 50% for  
5 years claims free). 

•     Up to 20% Penalty Point Free discount when all 
drivers material to the risk are penalty point free.*

•     Help in a Home Emergency cover included as 
standard. (This service is provided by MAPFRE 
ASSISTANCE Agency Ireland). 

•     40% No Claims discount if claims free for  
5 years or more (lesser discounts apply for  
fewer years claims free). Some claims, such as 
jury service claims, will not affect your discount. 

•     25% First Time Buyers discount or for those 
with no previous home insurance. 

•     12.5% alarm discount (alarm must be  
installed and maintained in accordance  
with manufacturers guidelines).  

 

Aviva MotorChoice Aviva HomeChoice

https://www.avivabroker.ie/general-insurance/personal-lines/
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2021 Review
The strong recovery in equity markets witnessed since 
March 2020 continued throughout 2021, with global 
stock markets finishing the year up 32%. 
Geographically, the US and the UK have been the best 
performing regions. There was some sector rotation 
over the course of the last year, as more value-oriented 
companies made up some lost ground on their growth 
counterparts. However, this trend reversed once again 
throughout the second half of the year. 
Overall, energy was the best performing sector (+53%) as 
firms tracked the recovery in oil prices, albeit from record 
lows. Technology (+40%), real estate (+39%), and financials 
(+38%) also outperformed, whilst more ‘bond proxy’ 
sectors such as consumer staples, utilities and telecom 
companies lagged as bond yields ticked upwards. 
Fixed Income instruments, particularly longer dated 
sovereign debt, have been negatively affected by rising 
inflation expectations. Global interest rates remained at 
close to record lows throughout 2021, as the recovery 
continues after the shock of the COVID-19 induced 
recession. 
Most commodities enjoyed a stellar run over the last 
12 months, as the economic rebound saw prices move 
sharply higher. Gold was an outlier across the major 
commodities, experiencing price declines over the last 
year as demand for safe haven assets fell, however this 
was offset for Euro investors as the USD strengthened 
through 2021.

Equities Outlook
We remain positive on equity markets. Equity valuations 
are high versus history but are still attractive on a relative 
basis versus other asset classes. Equities as an asset class 
have benefitted from monetary and fiscal stimulus over 
the last number of years. Therefore, we remain vigilant to 
the effects of the removal of monetary stimulus in 2022. 
However, it is our view that US central bank policy will 
remain supportive of general economic growth and risk 
assets. 
Our bias from a geographical perspective is towards 
Europe, the UK, and Japan, whilst we are more cautious 
of the Asia ex-Japan region currently. Within the US, 
we do have strong conviction on specific sectors in the 
world’s largest market – specifically technology and 
consumer discretionary. On a sectoral basis, we continue 
to see opportunities within the technology and consumer 
discretionary sectors, as short-term prospects combine 
with positive longer term structural shifts in the global 
economy. 
We remain more cautiously positioned in the more ‘bond 
proxy’ sectors such as telecommunications, healthcare, 

consumer staples. Certain subsectors, for example more 
cyclical components within the US technology sector, will 
see divergence throughout 2022 and a focus on both 
sector and stock selection will be imperative across our 
equity portfolios.

Fixed Income Outlook
As the major central banks look to ‘normalise’ policy 
our more cautious outlook on sovereign bonds persists. 
Whilst inflation proved to be higher and more stubborn 
than forecast, it is likely that we are close to the peak 
year-on-year growth levels as supply chain bottlenecks 
ease further and pent-up consumer demand is sated. 
Interest rates are not expected to increase to very high 
or restrictive levels, and rates are expected to top out 
below the perceived neutral interest rate of 2.5%, which 
could lead to a shorter tightening cycle than has been 
experienced in the past. 
The US treasury yield curve could take on a ‘bear 
flattening’ shape from this point, as short-term rates rise 
in expectation of ongoing rate increases from the Federal 
Reserve, while longer dated bond yields rise more slowly 
as investors discount a return to lower inflation and 
moderate interest rates as monetary policy normalises. 
Real yields, which take into account inflation, look set to 
remain negative for the year ahead. We envisage that the 
road ahead to tighter monetary policy conditions could 
well be bumpy. Therefore, our stance is to be underweight 
sovereign bonds across our multi-asset portfolios, with 
the remaining bonds at below average duration.

In conclusion
The title of any publication should either inform or 
intrigue; ideally both. As this year’s suggests we do see a 
bumpy road ahead for the coming year, but we continue 
to remain biased to risk assets with equities likely to do 
better than the major alternatives. Equities still don’t face 
too much competition but in some areas it is growing. 
Of course we should be mindful that the ‘there is no 
alternative’ approach to investing does not preclude the 
most attractive asset class from temporary falls or bouts 
of volatile price action. Both are fully possible at this stage 
of the economic and asset cycle. 
The Zurich Investment Outlook is produced twice yearly 
by the team at Zurich Investments, based in Dublin, 
Ireland. The full publication, available on our website, 
provides an in-depth insight into our current thinking 
and positioning and expands on the reasons behind 
our economic views. For more information talk to your 
Zurich Broker Consultant or visit zurichbroker.ie.
Zurich Life Assurance plc is regulated by the Central Bank of Ireland.

Zurich Investment Outlook 2022
Bumpy road ahead? 

Jacqueline 
Hogan, 
Investment 
Marketing 
Specialist, Zurich

AS we enter 2022, we continue to prefer equities to other asset classes, such 
as eurozone government bonds and cash. This preference is predicated on the 
enduring relative valuation thesis, positive corporate earnings expectations, and the 
positive global growth trajectory. Whilst the latest bout of COVID induced volatility 
should subside in time, markets are finely poised with shifting inflation expectations 
and the potential for a policy misstep contributing to a possible bumpy road ahead.
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2021 saw a plethora of publications, primarily from the 
Pensions Authority as the framework under which pension 
schemes will have to operate became clearer. Following 
the transposition of IORPII into Irish law last April we have 
had the PA issue a summary of the IORP regulations in 
May, draft, and then final codes in November. In addition, a 
guide for employers, when considering a move to a Master 
Trust and a Findings Report following their engagement 
with a range of stand-alone schemes and Master Trusts 
were published in December.

Review and Oversight

The various publications in 2021 have outlined the new 
requirements and 2022 will need action to be taken by 
trustees, employers and their advisors to consider the 
implications of IORPII and to decide what steps need to be 
taken to remain compliant.

One of the main changes between the draft and final 
code of practice for trustees deals with the need to have a 
formal review process in place for both the administration 
and investment performance of the scheme. Monitoring 
(quarterly) and review (annually) of both the administrator 
and the investment manager are still required but the three 
year “critical review” does not now require an automatic 
market review / tender process to be undertaken. This 
critical review still requires an in-depth assessment of 
the performance of the administrator and investment 
manager and will prove difficult for trustees to complete 
satisfactorily if they have close links with the administrator 
/ investment manager, which is the case in a number of the 
Master Trusts.

Employers will need to look to their Financial Broker to 
undertake this monitoring / review process to establish 
whether the administrator / investment manager should be 
retained or whether there is a need to implement a market 
review. 

Initial Requirements

The two initial requirements for trustees were to have a 
remuneration policy in place by the end of 2021 and to 
complete the first Annual Compliance Statement by 31st of 
January. The preparation of these documents by trustees 

has seen the first sign of additional fees being passed on 
to employers with fees of between €500 and €1500 being 
charged.

As other requirements such as the need to appoint a 
secretary to the trustees and Key Function Holders for 
risk management and internal audit are put in place the 
invoices being sent to employers will start to mount up and 
will prompt employers to seek advice on how to best to 
deal with the new requirements.

Master Trusts

Apart from some very large schemes the only viable option 
for employers who want to continue with an occupational 
pension scheme would appear to be to wind up their 
scheme and enrol / join one of the Master Trusts that have 
been / are being established. 

In recognition of this, the Pensions Authority published 
an “Employer Guide to DC Master Trusts” last December 
which listed a number of issues that employers should 
consider before moving to a Master Trust. The issues 
raised by the PA include the qualifications of the Master 
Trust trustees, the capital adequacy of the Master Trust 
and how conflicts of interest have been dealt with. It is 
clear that employers will need support from their Financial 
Broker in considering these issues.

The Guide also highlights the need for value for money 
to be considered and how the different Master Trusts 
compare – highlighting the need for employers to engage 
their Financial Broker to conduct a full market review 
before selecting the most suitable Master Trust and not to 
simply gravitate to the Master Trust offered by the provider 
that administers the existing stand-alone scheme. 

The Guide concluded with the following advice for 
employers -

“It is important that employers with existing schemes 
engage with the trustees and their advisors as soon as 
possible to understand the impact of the recent legislation”

“If a decision is made to move to a Master Trust it is 
important that employers shop around and choose a 
well-run Master Trust that offers value for money for their 
employees.“

Engagement Programme

The end of the year was a busy time for the Pensions 
Authority who also published their “Engagement Findings 
Report” in December. This forms part of their move to a 
forward-looking risk-based approach to supervision of 
pension schemes and the primary objective was to assess 
how schemes were starting to deal with the increased 
governance requirements of IORPII. 

Getting to grips with IORPII

biteste
ch

James Skehan, Trustee and Pension Support Services

“If  a decision is  made to move to a 
Master Trust it  is  important that 
employers shop around and choose 
a well-run Master Trust that offers 
value for money for their  employees.
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One of the key messages from the report is the need for 
trustees to have robust performance review structures 
and that providers should be replaced if warranted, even 
if this will involve some disruption.         

Pension Simplification

While all of the above will make the scenario for group 
pension schemes more complex, the Finance Act has 
begun the start of a welcome move to simplify the range 
of pension products and options that individuals and 
their advisors will have to deal with going forward.

One of the main changes is the removal of the need 
for retirees to invest in an AMRF and the automatic 
conversion of existing AMRFs to ARFs. This change will 
simplify the options that individuals and their advisors 
will have to deal with and will allow those with small 
retirement funds to access more of their money than the 

previous rule which limited the access to 4% of the fund 
value each year until they reached age 75 – or met the 
minimum income requirement.

The removal of the 15 year rule that blocked a transfer 
to a PRSA provides more flexibility to individuals but 
unfortunately the hoped for removal of the need for a 
Certificate of Benefit Comparison to obtained wasn’t 
included in the Act. 

Another welcome change means that where the 
maximum lump sum death benefit has been exceeded 
the excess can now be invested in an ARF rather than 
having to be used to purchase a pension for a dependent 
of the deceased.

It is hoped that further steps will be taken to simplify the 
pension landscape in the not too distant future.

Alan Tierney Partners Ltd marks fourth retail 
acquisition in Ireland for PIB Group
PIB Group Ltd has grown again in Ireland to mark the start 
of 2022. Alan Tierney Partners Ltd earn the title of PIB’s 
fourth retail acquisition in the territory The arrival of the 
insurance broking and financial planning firm (pending 
regulatory approval) to PIB is another reminder for the 
Group’s sights that are set on Ireland as part of its rapid 
international expansion strategy.
Brendan McManus, CEO for PIB Group commented: 
“What a great way to start the new year by giving a very 
warm welcome for everyone at Alan Tierney Partners 
to PIB Group! They join our growing arsenal of leading 
brokerage businesses who will play a significant part in 
our journey in Ireland. For over forty years, Tierneys has 
grown a loyal client base who hold the business in high 
regard which is testament to the team’s excellent service 
and relationships with insurers, I’m delighted that PIB has 
become the new home for this excellent business and 
we look forward to investing in their ongoing success.”
About Alan Tierney Partners

Formed by Alan Tierney in 1979, Alan Tierney Partners 
is a retail commercial insurance broker and a financial 
planning firm. The business boasts a specialism in 
hospitality and leisure industries, in particular the pub 
sector.
Its headquarters in Dublin therefore provide a prime 
location for its niche, providing insurance solutions to 
the pubs in the city and surrounding counties. The team 
is held in high regard and widely accepted as experts 
with over thirty years of experience in this field. Today 
the team of twelve is led by Alan’s son, John Tierney. 
John Tierney, MD for Alan Tierney Partners commented: 

“I am delighted that Alan Tierney Partners has joined 
PIB Group, which is an exciting moment in our forty year 
history. This is a fantastic opportunity to align with an 
established group and we are especially proud to bring 
our expertise to their expansion journey in Ireland. We 
look forward to collaborating with our new colleagues 
across the country as well as the wider PIB family.”
Having enjoyed significant growth over the years, 
Tierney’s has earned a reputation as one of the best 
regarded brokerages in the country. They are authorised 
to place business with a wide range of domestic insurers 
as well as having strong relationships within the London/
Lloyds based markets.
Business as usual
Following regulatory approval it is business as usual for 
clients and staff alike many of whom are longstanding. 
The Tierney management team and their highly qualified 
colleagues will continue to provide expert commercial 
insurance, personal insurance and financial planning 
services to their diverse client base including large 
corporates, SME’s and individuals.
John Tierney commented: “It is an exciting prospect to 
be able to leverage the strength and stability of PIB. Our 
customers and colleagues have been the cornerstone 
of our success over the last forty years and we look 
forward to the opportunity to pass on the benefits of our 
relationship with PIB to them.”
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Wage Protector - Protection for the unprotected 
AS a Financial Adviser, you know good advice 
recommends that individual protection forms the basis 
of every financial plan with Income Protection being the 
cornerstone of that plan. After all, it pays for everything 
else; life assurance premiums, pension contributions not 
to mention all the household expenses that don’t stop 
coming in just because your income has. 
However, you may have a client meeting in your diary 
where you know the client is not an office worker and 
the occupation class is likely to be a 3 or 4.  You think 
the premiums are going to be very high for this client 
and you must then decide whether you recommend 
income protection or not as you know the premium will 
be outside the client’s budget parameters.
That’s where our budget friendly income protection plan 
– Wage Protector comes in.  This has been designed for 
the express reason that Class 3 and 4 occupations were 
virtually being excluded from buying income protection 
due to cost.  
Wage Protector has all the same features of the full 
income protection plan, the difference is that it will 
guarantee to pay out for the first 24 months of the claim. 
After 24 months to continue to qualify for the claim, your 
client must pass our functional assessment test. This is 
a simple, easy-to-understand set of physical and mental 
ability tests.   
Wage Protector is aimed at clients in riskier jobs who are 
generally more expensive to insure, such as construction 
workers, electricians, plumbers, mechanical engineers 
and the self-employed. 
How does Wage Protector work? 
The product is divided into two types of cover.  
Transitional cover: This cover kicks in after the deferred 
period and pays your client a replacement income for 24 
months if they are unable to do their own job. This gives 

them an opportunity to get back on their feet or prepare 
for an alternative job. After this initial period, depending 
on their circumstances, full Disability Cover may apply. 
Disability cover: This cover will apply after 24 months 
if your client is unable to return to any work due to 
significant illness or injury and suffer a loss of earnings 
as a result.  They must pass a Functional Assessment 
Test to qualify for this cover.  This is a simple, easy to 
understand set of physical and mental ability tests. 
Because the product is designed to pay out in this way, 
it provides much cheaper cover for these occupations 
when compared to personal income protection.  
However, if your client is fully incapacitated, they may 
be entitled to disability cover which will pay them until 
they reach retirement age. There is also full tax relief on 
the premiums, unlike some other short-term products in 
the market.   
The simple table below left, shows the main benefits 
between Wage Protector versus full Income Protection.
Our Income Protection Products

Additional Benefits
Aviva Family Care Benefit *
Everyone is facing new challenges and this confidential 
telephone based mental health support service offers 
quick access to tailored mental health advice from 
qualified psychologists.  The HSE Performance Report 
for January-March 2021 published in The Irish Examiner 
on new year’s eve shows that more than 10,800 people, 
including adults, are waiting to see a psychologist – 
with more than half of these waiting for over a year. The 
report shows that more than 2,600 children were on 
waiting lists for mental health services as of last March – 
over 280 of them waiting longer than a year. HSE figures 
show Cork and Kerry have one of the biggest waiting 
lists, with 60 children on it. For no charge with protection 
from Aviva, your clients can access support at any time 
of the day or night, seven days a week. It includes 5 
sessions and can help if your clients are struggling with 
a bereavement, feeling stressed or anxious or need 
help manging the emotional impacts of life events. This 
service is not only limited to your client, it can also be 

Siocha Costello,
Protection 
Senior 
Marketing 
Manager, Aviva 
Life & Pensions 
Ireland

Product Occupation 
Class

Weekly 
benefit

Gross 
Premium

Net 
Premium

Percentage 
cheaper

Wage Protector Class 3 €649 €91.51 €54.91 53%

Income Protection Class 3 €649 €173.02 €103.81

Wage Protector Class 4 €649 €113.38 €68.09 52%

Income Protection Class 4 €649 €235.68 €141.41

Sample Costs of Wage Protector Vs. Personal Income Protection 

Self-employed plumber – Class 4  
Self-employed domestic electrician – Class 3
Dog Groomer – Class 3

Quotes based on: Non smoker – age 37 dob 1/07/1985
Salary €45k, weekly benefit: €649 (75% of salary)
No indexation, no escalation in claim
Personal IP – all reviewable as WP is reviewable
Ceasing age: 65
Deferred period: 13 weeks (logic, self-employed so no state illness benefits when sick)

Product Occupation 
Class

Weekly 
benefit

Gross 
Premium

Net 
Premium

Percentage 
cheaper

Wage Protector Class 3 €518 €73.10 €43.86 40%

Income Protection Class 3 €518 €145.28 €87.17

Quotes based on:  Non smoker - age 37 dob 01/07/1985
Salary €50k.  Entitled to state illness so benefit 75% of salary less €10,556 =€518 per week.
No escalation, no indexation, personal IP reviewable 
Deferred period 13 weeks.
Ceasing age 65

Income Protection Wage Protector

Replaces up to 75% of a 
customer’s earnings up until 
they reach retirement age or 
return to work.

Replaces up to 75% of a 
customer’s earnings for a 
limited period of up to two 
years.

Paid to the end of the policy 
term or return to work.

2 Year payment period - claim 
continues after 24 months if 
the client passes a functional 
assessment test.

 

Evidence of earnings required Evidence of earnings required 

Own Occupation Own Occupation (for first 2 
years of claim)

Waiver of Premium Waiver of Premium 

Hospital Cash Benefit Hospital Cash Benefit

Rehabilitation Benefit Rehabilitation Benefit

Overseas Benefit Overseas Benefit 

Relapse Benefit Relapse Benefit

Guaranteed Increase Option - 
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used by their spouse/partner and children up to age 18 
(23 if in full time education).
Patients under 18 years of age are supported with a 
single assessment session during which they will benefit 
from a formal diagnosis. At the end of the consultation, 
practitioner Psychologists will make recommendations 
and support the patient as well as their carer/guardian/ 
parent, to access specialised services.
Best Doctors Second Medical Opinion* - access to 
50,000 world-renowned specialists
Your clients can get an expert medical opinion from 
one of our world-renowned specialists to double-check 
a diagnosis, investigate alternatives & get additional 
treatment options for any condition affecting your 
client’s quality of life. This service is exclusive to Aviva 
and covers your client, their children, spouse or partner 
as well as their spouse or partner’s parents.
Hospital Cash Benefit 
Your client can receive an income if you are in hospital 
for more than 7 days during the deferred period. This 
income is equal to 1/365th of the annual benefit for each 

complete day you remain in hospital. This benefit will 
cease on the earlier of the 91st day spent in hospital or 
the end of the deferred period.
It is important to note that full income protection is the 
optimal option for any client who can afford it but where 
it’s unaffordable to the client then Wage Protector can be 
a great solution.  Please contact your Account Manager 
to find out more and how best to position this with your 
potential clients.
Aviva Life & Pensions Ireland does not guarantee the on-going 
availability of the Best Doctors - Second Medical Opinion benefit 
to its policyholders or the Aviva Family Care Benefit (Mental Health 
Support) and may, at its sole discretion, withdraw access to the 
service at a month’s notice. If we withdraw it, we’ll write to notify 
policyholders at least 31 days in advance of its removal. Teladoc 
Health (who provide the Best Doctors and Aviva Family Care Benefit) 
is not a regulated financial service. Aviva Life & Pensions Ireland 
Designated Activity Company, a private company limited by shares. 
Registered in Ireland No. 165970. Registered office at Building 12, 
Cherrywood Business Park, Loughlinstown, Co. Dublin, D18 W2P5. 
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

Linked Finance becomes first SME lender to launch 
Open Banking Service to speed up application times
LINKED Finance, Ireland’s leading peer-to-peer (P2P) 
digital lending platform, has launched a new ‘Open 
Banking’ platform service for Irish SMEs who need fast, 
secure and efficient access to finance to drive business 
growth as the economy reopens.

The addition of open banking to the application process 
will allow Irish SMEs to share their bank account 
information and transaction data with Linked Finance in 
a fast, secure and efficient manner. The move reduces 
barriers to finance and allows Linked Finance to carry 
out the necessary credit evaluations to determine the 
eligibility to receive loans.

As part of the EU regulation, Payment Services Directive 
2 (PSD2), open banking was introduced in an effort to 
increase competition and choice for businesses, as well 
as consumers.

Linked Finance has embraced open banking to allow 
Irish SMEs to share financial data for speed and 
efficiency. For Linked Finance, open banking permits 
access to the financial data customers want to share in a 
safe and instantaneous way which results in quick credit 
decisions and responsive service.

Linked Finance’s open banking service is one part of 
the platform’s wider efforts to support homegrown SMEs 
as they continue to trade and recover from the huge 
challenges they have faced through the pandemic.

Commenting on the new Open 
Banking service, Niall O’Grady, CEO 
of Linked Finance (pictured) said: 
“We are delighted to announce the 
introduction of our Open Banking 
capabilities as a means of creating 
an easy application method for 
businesses looking to access finance 
fast and efficiently in a seamless 
online process. Customers no longer 

need to go through the hassle of locating and printing 
bank statements, this allows us to access them safely 
and securely.

Linked Finance is committed to helping Irish SMEs on 
the road to recovery as more and more areas of the 
economy reopen. This new capability is set to make the 
speed of our application process even faster, requiring 
less manual and time-consuming actions from our SME 
businesses. This is just another way that we will continue 
to support the great local businesses that form the 
backbone of our economy as they navigate recovery.”

One Linked Finance borrower who has recently availed 
of a new loan through the open banking service is Kelly 
Rahill Limited, a certified accountancy and registered 
auditors’ business. Kelly Rahill submitted their application 
and received approval within 24-hours utilising the Open 
Banking platform.

Gerard Kelly, Partner at Kelly Rahill & Co Limited said: 
“Linking our bank statements through open banking 
was simple, secure and seamless. It was straightforward 
and reduced the need for cumbersome manual inputs 
and paperwork which saved us much time and effort.”

Since its establishment in 2013 Linked Finance has 
grown rapidly to deliver over €177m+ to over 3,000+ 
ambitious local businesses in every county in the 
country. Companies that have availed of lending through 
Linked Finance include Skingredients, Tara Slevin, The 
Agile Executive and Schoolbooks.ie.

To apply for a loan, interested businesses should visit 
www.linkedfinance.com



It takes Aviva
Aviva Life & Pensions Ireland Designated Activity Company, a private company limited by shares. Registered in Ireland No. 165970. 

Registered office at Building 12, Cherrywood Business Park, Loughlinstown, Co. Dublin, D18 W2P5.  viva 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.

Protection for the unprotected
Introducing Wage Protector 
from Aviva
Wage Protector is designed specifically for workers who meet the criteria for income protection 
but simply can’t afford it. Exclusively from Aviva, it offers all the same great benefits as income 
protection but at a fraction of the price and for a shorter period of time.

Find out more at  www.avivabroker.ie/wage-protector 
or speak to your Aviva Account Manager today

https://www.avivabroker.ie/news/life-and-pensions/protection/wage-protector-protection-for-the-unprotected/
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TOWARDS the end of 2021, a number of new information/
guidance documents and templates were added to the 
Compliance section of the Brokers Ireland website. These 
information/guidance documents related to Assessing 
Financial Soundness, Cyber Security and Data Protection 
and we encourage members to assess and use the 
documents to assist in their firms’ requirements. 

In November 2019 at the Central Bank Intermediary 
Roadshows, the Central Bank advised Brokers of its 
expectations of Brokers regarding the assessing of the 
financial soundness of insurers with which the Broker 
places business. 

To further assist our members, Brokers Ireland 
commissioned Milliman to draft Product Provider reports 
in respect of domestic providers (outlined below) which 
will assist members carrying out due diligence to meet 
the Central Bank’s expectations in relation to assessing 
financial soundness of providers.

 z Life: Zurich Life, Irish Life, New Ireland, Aviva Life and 
Pensions, Standard Life and Royal London. 

 z General: AXA, AIG, Aviva, Allianz, Liberty, RSA, FBD, 
Travelers, Zurich.

The intention is that these reports will be updated on an 
annual basis and set out the following: 

 z Company profile including its ownership structure, 
product types, markets, and risk profile;

 z Experience and expertise of the company covering 
its years in the market, its staff headcount if available 
and any material changes or events noted in the latest 
Solvency and Financial Condition Report;

 z The following information as published in the annual 
Solvency and Financial Condition Report:

 z Premiums written over the last 3 years, gross and net 
of reinsurance

 z Total technical provisions over the last 3 years, gross 
and net of reinsurance

 z Eligible own funds, solvency capital requirement and 
solvency ratios over the last 3 years

 z Own funds split into capital types;
 z Financial rating of the undertaking or its parent at the 

date of the report;
 z Any published regulatory action taken against the 

insurer in the last 5 years.

Members should continue to complete the “Assessing 
soundness” template, which was previously issued to the 
membership, using the provider reports to assist in carrying 
out due diligence on providers with which you place 
business.  

Recent cyber-attacks with their damaging consequences 
highlighted the importance of the need for robust 
cybersecurity measures to be in place, which are 
proportionate to the nature, complexity of firms, and the 
sensitivity of its information and data it holds. 

To assist members in this area, Brokers Ireland has together 
with Saros Consulting* drafted guidance and templates for 
members in respect of:

 z Information Technology and Security Risk 
Management and;
The first part of the guidance introduces how risks should 
be managed in the firm’s context. A practical step-by-
step guide suggests the minimum steps to implement the 
processes to ensure that the risks management is running 
effectively, and any risks identified are successfully 
addressed. The second part of the guidance covers the 
execution of the assessment to evaluate the compliance 
postion of the firm and identify potential gaps.  The 
accompanying templates will assist members to identify 
risks, evaluate the compliance of current IT processes 
and how to build an IT strategy.  

 z IT Incident Management and Business Continuity
The IT incident Management and Business Continuity 
guidance provides a practical approach to help each 
member to evaluate their own ability to govern and 
manage business processes and IT operations and 
propose a possible way to manage the recovery 
operations in case disruptive events occurs: the first part 
covers incident management, and the second part covers 
the continuity of business.   The accompanying templates 
and checklists will assist members to manage incidents 
and operating procedures for backup and restoring 
business continuity.  

Data Protection guidance and templates such as Privacy 
Statement, Data Protection Policy have also been updated.   
We also have a Data Protection Frequently Asked 
Questions document which acts as a quick reference for 
queries which members might have.  

If members have any questions on our guidance documents 
and templates, members can contact our compliance 
department on 01-661 3067, email compliance@
brokersireland.ie or use our chat facility located on the 
Brokers Ireland website.  

*Saros Consulting was established in 2012 and is headquartered in 
Dublin city centre. Saros mission is to empower business by providing 
exceptional IT and Information Security advice. Promoting positive 
change IT is transformed: from a mandatory business component 
into a vital engine powering simplicity and security, connectivity, and 
control, all unified by Saros in-depth understanding.

Assessing Financial Soundness, Cyber 
Security and Data Protection 

Elizabeth Smith Wright, Brokers Ireland
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IN the October 2020 issue I wrote at length about the 
potential for excellent investment returns in the solar 
sector as a consequence of :

 z The drive towards Environmental, Social and 
Governance issues

 z The European ‘Green Deal’ and Climate change
 z The decommissioning of nuclear and fossil fuelled 

utilities
 z The growth in demand for sustainable renewable 

energy

Notwithstanding these  favourable conditions which 
have underpinned investment in renewables, and 
particularly solar, the major story in 2021 has been the 
relentless upward movement of energy prices. In the 
last 7 months our solar business has seen prices per 
kWh (kilowatt hour) increase by 400% resulting in double 
digit investment returns in 2021 for those lucky enough 
to have invested in solar in recent years. 

On the basis of our research these high energy prices 
are likely to remain in situ throughout 2022 with an 
expectation that they will come back toward 12 to 15 
cents per kWh in 2023 and eventually down to 8 to 10 
cents from 2023 onwards when supply and demand  is 
expected to reach more normal levels. 

In any event, a sustainable price of 6 to 10 cents per kWh 
has a dramatic effect on solar investment returns.

Solar Flair plc is currently raising funds for investment 
in solar assets. Based on the cashflows set out in our 
Information Memorandum and assuming an investment 
of €100,000 in Solar Flair plc  in 2022 the rates of return 
are significantly affected by the sale price of electricity 
as follows:

 Base sale price  Internal rate of return 
 (per kWh) per annum

5 cents 6.0%

6 cents 9.4%

7 cents 11.9%

8 cents 14.0% 

9 cents 15.9%

10 cents 17.8%

To illustrate the impact of these increases in the internal 
rate of return, the following sets out the estimated value 
of an investment of €100,000 in 6 years’ time.

 Base average sale Estimated value of €100,000 
 price (per kWh)  in 6 years’ time

5 cents €141,852

6 cents €171,437

7 cents €196,327

8 cents €219,497

9 cents €242,382

10 cents €267,222

With current electricity sale prices at 25 cents+, all solar 
plant assets across Europe are experiencing excellent 
cashflow generation and the potential for very strong 
dividend payments to investors in 2022 and 2023. 
Thereafter one can see from the price table above that 
returns remain in double figures even at 7 cents per 
kWh. 

Hot energy markets drive 
Solar Investment returns skywards!

Joe Whelan, 
CEO Solar Flair 
Plc reviews 
the impact 
of spiralling 
energy prices 
on the solar 
sector and 
investor 
returns!
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With global energy demand increasing by 6% in 2021, 
according to IEA (International Energy Association), 
renewables were not able to fulfil the increased demand 
which resulted in greater usage of gas and coal globally 
to fill the shortfall. 

This was highlighted in the  “NEW YORK, Jan. 5, 2022 /
PRNewswire/ -- After experiencing the worst drop since 
the Great Depression, demand for fossil fuels like coal, 
natural gas, and oil are roaring back to pre-pandemic 
levels”.

This has put further strain on achieving the objective to 
reduce carbon emissions between now and 2030 as set 
out in the European ‘Green Deal’ strategy document. It 
also shows the need for greater expansion of renewable 
energy projects to increase clean energy availability to 
meet growing electricity demand globally.

Solar in Europe is set to grow by an average of 25GW 
per annum between 2022 and 2025 as set out in the 
European ‘Green Deal’ to achieve 30% of energy from 
renewables by 2030. It is expected that the growth 
in solar projects will accelerate as the demand for 
electricity continues to expand strongly over the coming 
years. 

Given the negative  impact of Covid 19 on European 
economies, further increases in electricity demand as 
economies return to normality post Covid will further 
underpin longer term electricity prices. The ongoing  
decommissioning of nuclear, coal and gas utilities will 
also place pressure on supply which will also create 
additional upwards pressure on energy prices. This will 
create the need for greater investment in Wind, Solar 
and other renewable projects to meet demand and 
stave off a reversion to fossil fuels as happened in 2021.

The impact of the current escalation of energy prices 
has seen solar funds achieve double-digit returns in 
2021 with consequent increases in asset values which is 
excellent  news for solar investors.

In looking at energy prices our research showed  some 
co-relation between oil price rises and solar electricity 
price increases which is to be expected. In fact, solar 
electricity price increases have outpaced oil and gas, in 
recent months due to the increased demand and lack of 
supply from wind energy and the absence of sufficient 

gas and oil reserves to meet current energy demands. 
Hence the increase in fossil fuel consumption in 2021, 
the impact of which has nullified the carbon reduction 
targets for 2021.

In addition, current and future uncertainty about gas 
supplies from Russia to Germany have added further 
instability to energy prices. In  particular the future of the 
gas pipeline development project from East to West and 
the political situation in the Ukraine have exacerbated 
the energy price situation further. 

It remains to be seen how long the current energy price 
inflation continues but with energy demands exceeding 
supply in the short to medium term we expect, as 
previously stated, that solar energy prices will remain 
in double digits for the immediate future and thereafter 
may settle circa 8-10 cents per kWh.

Given this background,  Solar Flair Plc is actively pursuing 
the acquisition of solar plants over the next 12 months 
and is currently raising investment funds to underpin 
our acquisition programme. If you have an interest 
in including solar as part of your clients’ investment 
portfolios, please contact Solar Flair Plc today for a 
current Information Memorandum.

For further information contact: Joe Whelan, CEO,  
087-2267646 or Michael Marsh FSAI, Financial 
Director, 086-7787111

Another record-breaking year for 
Irish Life Staff Charities
IT was another record-breaking year of fundraising 
in Irish Life, where the generosity of their staff shone 
through yet again. Despite not being able to run any in-
person events for the second year running, everyone 
really rallied behind with enthusiasm and spirit to 
support all of the virtual fundraisers. Every euro raised 
by the staff was matched by Irish Life.

Declan Bolger, Chief Executive at Irish Life Group said, 
“I‘m thrilled that today, cheques totalling €414,000 were 
donated to our two fantastic charities, Larkin Community 
College and ALONE. Supporting those in need is a huge 
part of our culture at Irish Life and this incredible amount 
will be of huge help to those that need it most.   Once 
again thanks to everyone for donating and to the Staff 
Charities committee for the dedication and effort that 
goes on behind the scenes every year”.

Declan Bolger, Chief Executive, Irish Life Group 
pictured with the Staff Charities cheque which was 
donated to Larkin Community College and ALONE.
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FOLLOWING its Brokers Ireland Excellence Award for 
2021 Protection Provider, Royal London is not resting 
on its laurels. The leading protection specialist recently 
announced the latest enhancements to its Income 
Protection products. 

What’s new – at a glance
 z New Escalation in Claim Option – available 

independently of indexation.
 z New Continuation Option.  
 z 32 improved occupational classes.  
 z Increased maximum benefit to €262,500 per annum.
 z Financial evidence limits removed.

Plus a price-discount offer
These customer-focused improvements are supported 
by Royal London’s popular and recently improved Special 
Offer on Income Protection. Now, until 31 March 2022, you 
can offer your clients a 15% discount off the best broker 
market price-match premium*.

Strong cover backed up by the most competitive pricing 
in the market
Karen Gallagher, Interim Head of Proposition at Royal 
London, commented, “We were delighted to share the 
latest improvements to our already strong proposition, 
and we hope that we’ve made it even easier for Financial 
Brokers to recommend Income Protection from Royal 
London. 
“On top of this, we also offer the most competitive pricing 
in the market: we price-match across all providers and 
our 15% Special Offer discount on Income Protection 
means Financial Brokers can offer even more value to 
their clients. By extending our Special Offer to 31 March 
2022, we hope to ensure that less people will consider 
affordability to be a barrier to the important security and 
peace of mind that Income Protection provides.”

Valuable cover to protect your clients’ livelihoods
These latest enhancements are backed up by the other 
excellent features of Royal London’s Income Protection: 

 z Cover is available up to age 70. 
 z There is a wide range of Deferred Periods available – 

from four to 52 weeks – so customers can make sure 
their policy best suits their circumstances. 

 z Customers can also choose to include two Deferred 
Periods within a single policy – a unique feature^ 
which provides additional flexibility to match sick pay 
schemes and help reduce the overall cost of cover.

 z Royal London also offers a substantial Back to Work 
Benefit for customers who return to work after an 
Income Protection claim lasting for more than one 
year: 75% of monthly benefit paid for first month back 
in full-time work, 50% in month two and 25% in month 
three. 

 z If a customer is diagnosed with a terminal illness, their 
Income Protection payments will begin immediately at 
the date of diagnosis. 

 z Access to Royal London’s Helping Hand service, 
which provides customers with the additional support 
they might need beyond a financial payout.

Personal, accessible and local claims team
Karen continued, “As we’re all aware, the claims 
experience for Income Protection clients is as important 
as the features of the product, and at Royal London, we 
pride ourselves on our bespoke and customer-focused 
claims philosophy.
“We only provide individual protection products, so we are 
not dealing with group arrangements which can lead to 
high volumes of monthly claims. That means our claims 
handlers can focus on the individual claimant’s needs to 
ensure they are supported during their claim and keep 
brokers up to date too.”

Karen concluded, “Our Income Protection offering has 
been revamped to be better than ever, improving the 
quality of cover you can offer your clients. We’re proud 
to have been voted number one protection provider last 
year and are focused on continuing to provide you with 
the best products and service. These latest enhancements 
and Special Offer discount, supported by our excellent 
service, mean you can offer your clients strong and 
reliable Income Protection cover for the most competitive 
price in the market.”

To find out more about the topics covered in this article, 
get in touch with your Broker Consultant. They would be 
delighted to hear from you! Full details are also available 
at www.royallondon.ie/brokers

* Royal London will price-match to the market best premium available 
on Best Advice, Adviser Plus, Money Advice or Clear Choice. 
Price-match terms and conditions apply. In the event that an error 
has been made in the return of the market best premium (generated 
using Best Advice, Adviser Plus, Money Advice or Clear Choice), 
Royal London reserves the right to revise the price-match premium.
^ ClearChoice comparison as at 12/01/2022 

“

New and Improved Income Protection from Royal London

Karen Gallagher, 
Interim Head 
of Proposition, 
Royal London 

These latest enhancements and 
Special  Offer discount,  supported by 
our excellent service, mean you can 
offer your clients strong and reliable 
Income Protection cover for the most 
competitive price in the market.

At Royal London, the claims team 
provide a personal, compassionate 
service to anyone making a claim and 
takes the time to get to know each case 
to offer the best service possible.

The claims team is accessible, with a 
dedicated claims assessor handling 
each claim during the entire process to 
deliver the best possible support and 
outcome for your client. The assessor 
will be on hand to answer any questions 
they have and will keep their Financial 
Broker in the loop throughout the 
claims process too.

As well as this, the Royal London claims 
team has extensive experience and 
local knowledge of the Irish protection 
market. From the moment a customer or 
their family contacts them about making 
a claim, they can be sure they’re in safe 
hands, with all claims being handled by 
the team based here in Ireland.
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Richard Jones appointed Director of Product & 
Distribution at New Ireland Assurance

RICHARD Jones has been appointed 
as Director of Product, Pricing and 
Distribution at New Ireland Assurance. 
Richard moves into the new role from 
Aviva, where he was Head of Product, 
Marketing and Pricing. Prior to this he 
held a number of senior commercial 
roles within the Bancassurance 
Division of the National Australia Bank, 

managing over $100B in AUM.

In his new role Richard will be looking to capitalise on 
the significant business and digital transformation taking 
place in New Ireland, focussing on ensuring New Ireland 
builds on its traditional strengths of people, customer 
relationships, product innovation and investment 
performance to be the first choice for brokers, advisors 
and customers looking to secure their futures.

Discussing his appointment, Michael Murphy, Managing 
Director of New Ireland Wealth & Insurance: “We are 
delighted to appoint Richard to his new role. He brings 
with him a wealth of industry expertise from a career 
in the Life Insurance Sector, and has held senior 
executive roles with a range of Insurers and Banks 

both Internationally (US, UK and Australia), as well as 
in Ireland.

Richard has significant commercial experience covering 
Product, Distribution, Bancassurance, Transformation 
and Strategy. Additionally, he also provides extensive 
experience in Group Defined Contribution Pensions, 
having helped establish NEST (now one of UK’s largest 
auto-enrolment pension schemes), as well as fund 
management having worked with Fidelity Investments 
in Boston.”

Following his appointment, Richard Jones said: “New 
Ireland is a great company, full of exceptional people 
and with an incredible heritage of delivering for both 
advisors and customers. I’m excited to be joining at a 
time when such a significant investment has been made 
in transforming the digital capability of the business to 
create an easy, digital experience for brokers, advisers 
and customers.”

DUAL Underwriting Ireland DAC is regulated by the Central 
Bank of Ireland. Registered No. 633531. Registered office: 
98, St. Stephen’s Green, Dublin 2 D02 V324. 01/21 4422

Contact our local 
underwriters today to 
find out more.

dualgroup.ie
T: 01 664 0001
E: enquiry@dualgroup.ie

Specialist 
motor 
insurance 
for your 
important 
clients
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HOW long have you worked as a Broker - how did you 
come into the industry?  
I had worked in the property industry before becoming 
a mortgage broker. I have always loved dealing with 
people, property and figures so when mortgage brokering 
presented itself as a career option, it just felt like a natural 
fit.
What’s your favourite and least favourite thing about 
being a Broker?
My favourite thing is the satisfaction of a client getting 
their keys to their first home particularly if they have had 
a few hurdles along the way to get there. It’s like Yes!! It 
is one of life’s goals to own your own home so it’s lovely 
to help in their journey. My least favourite thing is lack of 
time to do it all! 
What differentiates your Brokerage and services from 
others?
The kindness, care and support we provide to clients in 
their home buying journey.
Top tip to someone who’s interested in becoming a 
Broker?   
If you love dealing with people from all walks of life and 
can have a bit of a banter with them, genuinely care for 
people, are good with figures and technically minded, 
then it’s a great career for you. There’s a lot of variety in 
it and no two days are the same and of course, you have 
to be good with the paperwork as well so being a broker 
involves a lot of skills. 
Favourite App. or gadget that you use in your day to 
day business?
WhatsApp – it’s so easy and flexible and great for having 
quick conversations.
From your experience, what’s been the biggest industry 
advancement since you started as a Broker?
The move to migrate a lot of the business online in such 
a short space of time and remote working allows greater 
access to a larger market both in terms of clients, and for 
recruitment which is no longer confined to the location 
of your office. The customer’s journey key touchpoints 
have changed and it’s positioning yourself well in the 
customer’s minds along that journey. 
Tell us something that we don’t know about you? 
I do a lot of coastal rowing particularly during the summer 
months with East Coast regattas, long distance rowing and 
the Sunday morning leisurely rows! Some of my favourite 
experiences have been the Celtic Challenge, a row from 
Arklow to Wales, Ocean to City in Cork, The Great Thames 
River Race and the Lambay Island row. It’s a great sport, 

easily accessible with great camaraderie and fun and no 
two rows are ever the same which suits me perfectly! 
How do you switch off in your spare time?
Working for yourself, it is not always easy to switch off! 
There’s always something! But when I do, I love rowing, 
cycling and the odd bit of running now and then. I have 5 
dogs who rule the roost, and they keep me on my toes so 
there is very little time for switching off really!
What’s your best bit of business advice to your younger 
self?
Recruit sooner. Stop being a perfectionist, it delays getting 
things done! I’m getting better as I get older though! 
Wonderful ideas are just that if no action is taken!
What difficulties presented themselves during these 
challenging times and how did you overcome them?
I’m pretty positive so when difficulties present themselves, 
I tend to generally see it as an opportunity to learn 
something new or to think about it in a different way. 
Being social distanced from clients, how have you had 
to reinvent your interaction with customers?
More communication and more phone calls – nothing 
beats a good old fashioned phone call to connect to 
people and to get things done quicker. People appreciate 
the phone calls! Saves endless emails especially when 
working remotely – depending on the person though! And 
WhatsApp, it’s great for quick conversations. Smoother 
work systems and technology in place to speed up the 
processing of business. 
What’s your favourite and most used business mantra?
I don’t really have a mantra so ‘treat others the way you 
would like to be treated’. Also, in the early days of setting 
up my business when looking for new business sales, 
it was a case of the more No’s I got, the closer I was to 
getting to a Yes!
What business leader / world leader / sportsperson do 
you most admire and why?
Well there’s quite a few but I’m guessing it would have to 
be either Michelle Obama or Dolly Parton. They are sharp, 
funny, kind and compassionate and equally savvy and are 
great contributors to their charities, admirable and not 
afraid to speak up! Excellent accessible role models who 
display a passion to help people and help make the world 
a better place. 

 

 

Up close and personal with 
Samantha Nagle, Aspire Financial Services 
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Communication and the use of Emojis 
- a sign of the times 
RECENT research on the latest communication processes 
has brought up a very interesting development from the 
business world. A development that really surprised me. 
With so many options available now in the communication 
space, digital communication has very much become a 
target for psychological studies all over the world. What 
is this development that might raise some eyebrows?  
Well, apparently, progressive businesses are now opting 
to include emojis in their business correspondence. Now, 
who would have considered that? 
Let’s look a bit deeper at the subject. Emojis started 
to find their way into the workplace around 2012, and 
while many initially viewed them as unprofessional, that 
perception has evolved, with nearly everyone using 
them in some capacity during their working week. Many 
assume the word emoji has roots in emotion, but the 
connection is purely coincidental. It actually comes from 
the Japanese for picture. Essentially, the word describes 
a pictograph. Pictographs were used as the earliest 
known form of writing in Egypt and Mesopotamia. We’ve 
all heard the phrase: “A picture’s worth a thousand 
words”. 
The word “emoji” is actually Japanese for two words: “e,” 
meaning picture, and “moji,” meaning character. Emojis 
have become a cultural phenomenon, much more than 
just fun characters and smiley faces we exchange in 
texts, tweets and emails with family and friends. They 
are apparently shaping how we express business ideas 
and emotions in the workplace too. Linguists and data 
scientists are seeking new ways to study language 
and communication in the digital space. This topic 
has emerged as one worthy of consideration. When it 
comes to emails, texts, and other messaging, emotions 
frequently get lost in the mix. The failure to clearly 
convey emotions and the inability to accurately decipher 
underlying emotions could prompt both intrapersonal 
and interpersonal conflict. To avoid perpetuating these 
problems, we must begin to better understand emotions 
in online situations.

Emotion and Emojis
Emojis help communicate emotion, something that words 
cannot portray. They indicate tone that might otherwise 
be misconstrued and can boost connectivity. They are 
a universal language regardless of native speech. This 
presents an opportunity to not just talk about the little 
emojis we send, but also the deeper meaning behind 
what this tells us about emotional intelligence in the 
workplace. Emojis can increase the ability to multitask e.g. 
sending an emoji if you are involved in a busy meeting and 
can’t type out a full response. While this process should 
never be used to give in-depth feedback or guidance, it 
can be a valuable way to promote recognition or show 
excitement in a quick and personalised way. 
Let’s look at what neuroscience tells us about 
personalisation, dynamism, and context having a positive 
impact in emoji communication. It is widely recognized 
that emotional intelligence is absolutely critical to 
success in our life, our work, and our relationships. 
Emotional intelligence being defined as “the ability 
to identify and manage your own emotions and the 
emotions of others”. However, since we are on about 
emojis here, what about emoji intelligence? How can 
we use emojis intelligently, to communicate effectively, 

heighten empathy in relationships, and create better 
responses and understanding? How can we address the 
complexity and nuances of human communication with 
emojis?  I think we all agree that emotions are a critical 
consequence of being human. We all have a need to 
express ourselves every single day in so many ways - 
happy, sad, angry, upset, concerned etc. According to 
the neuroscience of face perception, “Most of us pay 
more attention to faces than we do to anything else. We 
know experimentally that people respond differently to 
faces than they do to other object categories.” Scientists 
have discovered that when we look at an emoji, the same 
very specific parts of the brain are activated as when we 
look at a real human face. For example, consider this 
scenario. You get a message from your boss and it says:

“I want to see you Monday morning in my 
office at 9am”.

Now view the message delivered with attached emojis.
“I want to see you Monday morning in my 

office at 9am.  😀👍 ”
The first statement could cause you to be worried that 
something was wrong and you were in trouble. That’s 
not the case in the second statement because the 
emojis add a feeling of appreciation and positivity. I 
believe embracing the emoji world into your business 
communication will take courage to embrace.  It is 
different. It is unusual but it is also unique and in a world 
of sameness, that could be your USP and separate you 
from the crowd?  We would need to be careful about 
selecting an emoji that may confuse or be misunderstood 
by your audience. There are hundreds and hundreds of 
different emojis and many people will not know what 
they all represent.  That’s a fact at present and poses 
a challenge as a result. But the younger generation do 
recognise many of them…and that’s the point.  They are 
very familiar with this shortened form of communication 
so I believe we will all have to consider adopting the 
emoji as part of our future connectivity strategy with 
our market.  An emoji will have to be used in context, 
knowing the nature of the audience or the person at the 
receiving end of the emoji. A facial wink or smile nuances 
text language, providing a crucial contextualisation cue, 
aiding our understanding of the spoken word.
While all this is not rocket science, it may enhance our 
communication.  The emotive stamp, linked with the 
words, could convey the “inner you” which can build 
relationships.  Why?  It shares the real “you and your 
feelings”, the very basis of trust and care. It inspires 
connection. So if we accept the power of using emojis, 
let’s use emoji intelligence to better our game in digital 
communications. Emotional intelligence in the workplace 
is critical to building a culture of motivation, acceptance, 
productivity and collaboration but there is room for 
emotional intelligence to evolve with technological 
advances. Emojis can help to clarify the missing emotions, 
which otherwise may be left up to interpretation by the 
reader.
As the line between personal and professional 
communication is increasingly blurred and with multiple 
generations in the workplace, we’re seeing a shift in 
both the tools people use to communicate and how they 
communicate on a daily basis.  The future is not what it 
used to be. 👍

Dermot 
McConkey 
Development 
& Training 
Limited
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ASIA as the first region into the pandemic, was the first 
to come out of it and many countries benefitted from the 
strength of demand for manufactured goods in 2021. This 
was especially true of China, although the stock market 
for a number of reasons was a major laggard in 2021. 
The underperformance of this market as a non-recovery 
play might have been expected as China was not seen 
as a reopening beneficiary as it emerged from internal 
lockdowns earlier than most others and was seen as 
one of the world’s leading manufacturers so was a clear 
beneficiary from the increased levels of spending on 
goods rather than services.  The stock market suffered 
from the regulatory crackdown on the large technology 
companies which are important index constituents 
and these increased levels of scrutiny have adversely 
affected the profit outlook in the short term at least. In 
addition, concerns over the slowdown in the residential 
property market has adversely hit sentiment to domestic 
businesses supplying the wider housing sector including 
household goods companies as well as highly indebted 
property names such as Evergrande. 

The ‘Common Prosperity’ agenda is driving a rebalancing 
in the economy and will create both winners and losers 
so there will remain opportunities for active managers 
to deliver positive returns. There does need to be an 
emphasis on businesses which are ESG focussed and 
show responsibility to all stakeholders. The authorities in 
China now explicitly want to see a cooling in property 
prices even if this causes short-term economic pain. They 
are also focussed on reducing emissions which in the 
short term has hit economic activity in certain industries. 
As a laggard market in 2021 contrarian investors will be 
drawn to the lower valuation levels now available in the 
Chinese stock market. 

China is continuing with its ‘Dual Circulation’ strategy 
which is a refinement of the Made in China 2025 agenda, 
and this has an objective for the country of the creation 
of globally competitive domestic champions in key 
strategic sectors, whilst increasing the level of domestic 
consumption in the economy to reduce reliance on 
global macro forces with the aim of China becoming its 

own growth driver. If the economy does slow more than 
expected China remains the one major economy which 
did not resort to QE and has the potential to actually 
cut interest rates from current levels. China will now 
concentrate on quality rather than quantity of economic 
growth which perhaps surprisingly could provide a more 
profitable profit backdrop for many companies.

Funds exposed to Taiwan, which is included in Greater 
China mandates as well as emerging market mandates 
benefitted from the strength in the semiconductor 
industry in 2021 and the ever-growing levels of 
digitalisation and AI augur well for the long-term growth 
prospect for this and related sectors.  South Korea has 
also benefitted from the strength of semiconductors 
and manufacturing in general and any improvements in 
corporate governance could see an upward rerating of 
this market, although it should be borne in mind there 
have been a number of false dawns on this front before. 

India has benefitted from its post delta variant economic 
recovery although the extent of the impact of the Omicron 
variant has yet to be seen. The reform measures enacted 
by the Modi administration such as the nationwide goods 
and services tax and the incentives to manufacturing 
businesses are also helping sentiment towards India, 
where the long-term growth runway remains intact. 
Compared to North Asian neighbours India should 
benefit from the under penetration of many basic 
goods and services such as autos, retail and banking. 
The country’s current account weakness has improved 
significantly aided by the phasing out of expensive and 
wasteful fuel subsidies, so the recent strength in the oil 
price is no longer the concern it once was as long as oil 
does not rise significantly from current levels.  In 2021 
India benefitted from its status as an emerging market 
where ‘rule of law’ prevailed and undoubtedly attracted 
some assets which were switched out of China as 
regulatory uncertainty and fears of political interference 
in that market increased. 

Amongst the other Asian markets the ASEAN region is 
no longer the market darling it once was, so as a result 
valuations no longer trade at premium levels and as the 
effects of covid-19 on their economies passes over time 
it seems safe to assume the long-term positive trend in 
domestic consumption will resume. As a result, there are 
now attractive opportunities for longer term investors. 
Indonesia continues to have favourable demographics 
and is a beneficiary of higher commodity prices. The 
Philippines also has some attractive opportunities with 
this market once among the most highly valued in Asia. 
Both countries continue to have competitively priced 
labour markets which have the potential to attract inward 
investment. Even within Singapore a number of the listed 
banks have exposure to the ASEAN region and should 
benefit from rising US interest rates and bond yields. 

The region trades at close to record discounts in valuation 
terms vs developed markets.

Within Latin America Brazil has been a volatile market 
as rising inflation has resulted in significant increases in 
interest rates slowing the economic recovery. There are 
also concerns about the election due later this year with 
polls suggesting the return of a left-wing government 
under former President Lula. Mexico has taken a different 
approach to Covid than many countries allowing the 
economy to remain broadly open. Whilst this has 
naturally impacted on coronavirus cases and deaths in a 

Where now for Asia and other Emerging Markets?

Graham O’Neill

Hong Kong from Victoria Peak

>>> page 56
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PENSIONS

COMMENTARY:  Pensions are very much being thought 
about in various guises.  It is clear that employed and self-
employed people are giving increased attention to their 
lives in retirement, which is to be encouraged.  Currently, 
4.5 working-age people support each person over 65 but 
this is set to halve to 2.3 working-age people per person 
over 65 by 2051. With the work of the Pensions Commission 
and their Report published last October, along with soon 
to be announced legislation for auto-enrolment and 
discussions around the sustainability of the State Pension 
system, there are still many discussions and decisions to be 
made in the short to medium term - but the clock is ticking. 
In the meantime, the opportunity for paying voluntary 
contributions towards a State Pension is an option for 
people not otherwise covered.

The Government has agreed to a timed amendment to 
the Industrial Relations (Provisions in Respect of Pension 
Entitlements of Retired Workers) Bill 2021. This will allow 
time to examine the issues carefully and to ensure that all 
stakeholders are consulted. This process will commence 
as soon as possible and will involve engagement with 
organisations representing retired workers –  Minister of 
State, Department of Enterprise, Trade and Employment.

I intend to bring a recommended response and 
implementation plan on the Pensions Commission Report to 
Government by the end of March 2022. I think it is important 
that we complete that work before reaching conclusions – 
Minister for Social Protection.

When people come near the end of their working lives, they 
like to know how they are fixed regarding their pensions. 
We need a debate on this matter because people need to 
be able to plan. They need to be able to make informed 
decisions and know what their pension entitlement is 
and look forward to retirement – Senator Seán Kyne (FG, 
Cultural & Educational Panel).

The purpose of the Voluntary Contribution Scheme is to 
provide persons who were, but are no longer, compulsorily 
insured under social insurance with the opportunity to 
pay contributions directly to my Department to ensure 
continuity of social insurance for pension purposes during 
periods where former contributors are no longer insured as 
employed or self-employed contributors or are not in receipt 
of credited employment contributions. An application must 
be made within 60 months (5 years) from the end of the 
contribution year during which the applicant last paid 
a compulsory social insurance contribution or was last 
awarded a credited employment contribution – Minister for 
Social Protection.

We need to move on getting rid of those ages stipulated in 
contracts that are below State Pension age and allow those 
who want to, and are willing and able to, work on to accrue 
PRSI contributions. In some cases, they need to work on 
because they do not have the PRSI for a full State Pension. 
In other cases, they want to work on for social reasons 
because, in some cases, they have nothing else. It is not 
always financial – Clare Kerrane TD (SF, Roscommon/
Galway).

Over the 5-year period of 2016 to 2020, a gradual reduction 
in claims for new Non-Contributory Pensions claims being 
received can be seen, which can be attributed in part to 
year-on-year increases in the numbers of people reaching 
State Pension age who have sufficient social insurance for 
State Pension (Contributory) eligibility – Minister for Social 
Protection.

The Pensions Commission’s range of recommendations 

are designed to make the system fairer, to mitigate cost 
pressures and to increase the funding of the system. In the 
interests of older people and future generations of older 
people, the far-reaching recommendations need to be 
considered very carefully – Tim Duggan, A/Secretary, Dept 
of Social Protection.

The levers available to address the pension challenges 
are fertility and migration. Putting it in the context of the 
total expected population in Ireland in 2050 of 6 million, 
we would need a working population of 7.2 million people 
in order to maintain the dependency ratio. That translates 
to an extra working population in the order of 3.3 million, 
over and above the official CSO figures. While these levers 
help to address the challenge, we found that changing the 
State Pension age had the most significant impact. Notably, 
helping older people to work also has a fairly significant 
impact on addressing the challenge – Roma Burke, Chair 
of Technical Sub-Group, Commission on Pensions.

The 5 key elements of the Pensions Commission Report 
involve increasing funding through a gradual increase in 
PRSI; an increase in PRSI for the self-employed; broadening 
the PRSI base; contributions from the Exchequer; and a 
gradual increase in the Pension age – Josephine Feehily, 
Chair of Commission on Pensions. 

With the recent increase, the State Pension will now reach 
the minimum standard of living, which was listed as €252 
by the Vincentian Partnership for Social Justice. That is 
welcome – Claire Kerrane TD (SF, Roscommon/Galway).

A proposition was put to the Commission by some 
submitters that the Pension age should be linked to life 
expectancy and we said we would not go that far because 
one would need to implement certain things, assess the 
new reality and form another set of proposals. Nothing is 
ever set in stone. We thought about whether to go beyond 
68 as an example and we decided going to 68 was enough 
and we would not link it to life expectancy – Josephine 
Feehily, Chair of Commission on Pensions.

PRIVATE HEALTH INSURANCE

COMMENTARY: Private health insurance is, and has been, 
a lifeline for many people with 46% of people having it, 
compared to just 13% in the UK. There are currently more 
than 380 different health plans on offer, the bulk of them in 
Irish Life, followed by Laya and VHI. 

I am confident that there are thousands of people who, 
if they had a helping hand in buying their private health 
insurance, would save a great deal of money. But we could 
do the State some service if we asked the health insurance 
companies whether they really needed so many plans. 
I believe Irish Life has 180. Why does a health insurance 
company need 180 different plans? – John Lahart TD (FF, 
Dublin South-West).

INSURANCE 

COMMENTARY: Clear evidence exists that the personal 
injury claims environment is adjusting as a consequence of 
the Personal Injuries Guidelines, and it is proving beneficial 
for claimants to use PIAB rather than litigation. In addition, 
the Minister for Justice is bringing forward legislative 
proposals to reform the law with regard to Occupiers’ 
Liability. 

Where a personal injury assessment is made, PIAB have 
historically recorded acceptance rates of just over 50%, 
made up of a respondent (usually an insurer) acceptance 
rate of about 90% and a claimant acceptance rate over 
50%. The NCID Report found that the time taken to resolve 
claims through litigation is 4.2 years, compared to 2.3 years 
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through PIAB. My objective is to amend the PIAB Act to 
facilitate an increase in the number of personal injury claims 
that may be resolved through the PIAB process without 
recourse to litigation and thereby increasing the number of 
claims that are settled in a timely manner –  Minister of 
State, Department of Enterprise, Trade and Employment.

An important CBI Report issued recently showed that for the 
vast majority of businesses, the average cost of insurance 
is under €2,500. Since the Guidelines came in, 2 major 
insurance companies said they have reduced prices by 10% 
so far and another said it reduced them by over 5% – Sean 
Fleming TD, Minister of State.

The principle of risk equalisation works well and makes 
sense in the health realm. It makes no sense whatsoever 
insofar as flood insurance is concerned – Cathal Crowe TD 
(FF, Clare).

I met with a leading international insurance brokerage firm, 
and discussed both the question of supply and the Irish 
market in general. In this regard, I believe that insurance 
brokerage firms have an important role in assisting clients 
in sourcing cover, particularly in niche areas where their 
expertise and underwriting networks can add real value – 
Minister for Finance.

CBI looked at all jurisdictions during the Brexit preparation 
period from 2018 to 2020, and found the number of firms 
writing general liability insurance in Ireland via a freedom 
of service or freedom of establishment basis had not 
decreased, and the overall premium levels written by them 
have remained static – Sean Fleming TD, Minister of State.

LOANS AND INTEREST RATES

COMMENTARY:  The topic of interest rates on loans of 
all descriptions always generates useful discussion.  It 
is clear that the credit risks and capital requirements in 
Ireland are elevated apparently due to historic experience, 
and the level of NPLs is higher in Ireland relative to other 
EU countries, which affects the cost of mortgages.  The 
Credit Review Office was established to assist SMEs that 
have had credit applications of up to €3 million refused, or 
indeed an existing credit facility withdrawn or amended by 
the participating bank. SMEs can apply to Credit Review 
Office after exhausting the internal appeals process in the 
participating institution, which are currently AIB, BOI, Ulster 
Bank and PTSB. Further information is available at www.
creditreview.ie.

Interest rates on new mortgages, excluding renegotiated 
mortgages, have fallen from 4.05% in December 2014 to 
2.73% in October 2021. SME and consumer loans interest 
rates have also declined over the same period.  However, 
despite the 2.73% rate available since October this year, it 
is higher than EU norms – Sean Fleming TD, Minister of 
State.

The average Irish mortgage holder will pay almost €180 a 
month more for every month of their mortgage compared 
to the EU average, so that can total €2,200 a year – Neale 
Richmond TD (FG, Dublin Rathdown).

Mortgages for private individuals in 2021 alone were worth 
€7.2 billion, the highest levels since 2008 – Sean Fleming 
TD, Minister of State.

negative way, it does mean the country is emerging from 
the pandemic with a lower fiscal overhang than most of 
its Latam neighbours. The post pandemic recovery has 
been sluggish and rising inflation has forced its central 
bank to raise interest rates, with the important auto sector 
suffering in 2021 from global chip shortages although this 
should improve as this year progresses with increased 
levels of capacity in the semiconductor industry. There 
remains investor uncertainty over left wing President 
Obrador’s economic policies. Mexico should benefit from 
the strength of the US economy in 2022 and beyond. 

Chile has suffered from political turbulence and the 
election of a left-wing regime in a country which had 
previously shown high levels of political and economic 
stability within the region, although it has not been able to 
shake off the regional problem of high levels of inequality 
which helps explain the election outcome. Despite the 
strength in commodity prices Latin American currencies 
have been weak and detracted from returns. In 2021 the 
Brazilian real vs the US$ suffered its fifth consecutive 
year of devaluation losing nearly 7%. Columbia, Chile 
and Argentina suffered double digit declines. The market 
has perceived that whilst the boom in commodity prices 
has benefitted certain companies in the region this hasn’t 
translated into wider economic prosperity. 

In Russia the economy has benefitted from the recovery 
in the oil price although overall domestic demand 
remains supressed. One area to watch for is the threat 
of further economic sanctions if tension with Ukraine 
worsens further or if there is military action in that region. 
Outside of geopolitics the economy remains placed to 
continue its post Covid recovery.

South Africa epitomises the disappointment of Africa 
as an investment opportunity where 27 years after the 
ending of apartheid it remains amongst the most unequal 
society in the world and much of the population lives in 
abject poverty with high unemployment. Violence and 

corruption have undermined society and only time will 
tell if the continent can ever deliver on its potential. 
Within certain markets such as South Africa and Nigeria 
there are well run companies, but often local currency 
returns have been diminished by currency weakness. 
There are a number of banks in Nigeria delivering strong 
ROE but the returns are in naira not euros or US dollars. 
Amongst the smaller African markets there will always be 
opportunities for strong stock pickers, but these markets 
are not liquid enough for larger well established funds to 
take meaningful positions.

A positive for the emerging market region is the overall 
lower levels of vaccination rates with for example Indian 
and the smaller Asian countries significantly lagging the 
developed world especially looking at the percentage 
of population double vaccinated. This allows scope 
for a further economic reopening and catch up over 
time although it may be into 2023 before this is finally 
seen. The major risk to the region remains faster than 
consensus US monetary tightening, which if combined 
with a very strong US$ generally results in stock market 
and economic weakness. Overall, the region has raised 
interest rates ahead of the developed world in response 
to rising inflation and this was a major factor behind the 
underperformance vs developed markets in 2021. In 
contrast to 2013 when the Fed Taper Tantrum hit this 
asset class, local currencies do not look overvalued, 
current account deficits are more robust and foreign 
exchange reserves improved. The asset class, unless 
US monetary policy upsets the apple cart, should benefit 
from continued economic recovery in 2022/23 allowing 
the region to deliver positive earnings growth. Whilst 
there are some reasons for optimism on the domestic 
front the influence of US monetary conditions on the 
region should never be underestimated by investors. 
Graham O’Neill can be contacted at: 086 8122484.
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