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ENGAGE - EXCHANGE - CONNECT

Meet The Market Day is a great opportunity for 
Brokers to make real-time business contacts, 
collate useful updates and seek product 
information from specialist suppliers. 

• Insurers – General Insurance Companies
• Lloyd Brokers
• MGA’s
• Wholesalers
• Loss Adjusters
• Software Providers
• Finance and Utility Companies

Brokers Ireland Meet the Market Day will host  
over 80 general insurance suppliers operating  
in the Irish marketplace who will be available  
to answer Broker questions and discuss your  
clients insurance needs.

Meet with insurance providers across general 
insurance companies and specialist suppliers   
who will be on hand to exhibit, distribute  
materials and network with Brokers on the day.

Meet The 
Market Day

#MTMD 2022

Thursday 15 September 2022  | Hall 4, RDS, Dublin
10:00 – 15:00 hrs

We strongly urge that at least one 
representative from each Broker  
company attends.

 Back for 2022

BROKER
INVITATION...

Register now at  www.brokersireland.ie/events

Kindly Supported By

NEXT STEPS 

Once the judging panel has reviewed and shortlisted nomination forms under each 
Broker Expert Award category, the full list of shortlisted companies will be published in 

September 2022 and the overall winners of each product category will be announced 
at the Broker Expert Awards gala ceremony event in November. Winners will also be 

published online and in Irish Broker magazine.
 
The best of luck with your nominations and we look forward to seeing you and 

your colleagues at the Broker Expert Awards gala night in the RDS in November.

Brokers Ireland’s new Broker Expert Awards aim to shine a light on excellence through recognising Insurance  
and Financial Brokers who offer the highest level of professionalism, innovation, performance, and service to  

their clients.  
 

The Broker Expert Awards now seek nominations from Brokers nationwide who fully understand the 
environment in which they operate and, at its core, truly know their customers’ needs and the market. 

Nominations can be submitted online at: https://brokersireland.ie/broker-expert-awards-2022/

For further information 
on the Broker Expert 
Awards 2022, go to 
BrokersIreland.ie/news 
or email 
events@brokersireland.ie

www.brokersireland.ie

BROKER EXPERT 

AWARDS

The seven different categories for the Broker Expert Awards  
will be judged by an independent panel to include:

NEW PRESTIGIOUS 
BROKER EXPERT AWARDS

Celebrating the work, contribution, achievements, 
and success of the Irish Broker community.  

Motor Insurance 
Expert 2022

Broker Expert Awards

Home Insurance 
Expert 2022

Broker Expert Awards Broker Expert Awards

Commercial Insurance 
Expert 2022

Pensions
Expert 2022

Broker Expert Awards

Investments
Expert 2022

Broker Expert Awards

Protection
Expert 2022

Broker Expert Awards

Mortgage  
Expert 2022

Broker Expert Awards

Nominations Now Open! 
Closing Date 30th June
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With Broker Portal 
it’s now easier to make 
time for your clients. 

Now, with Broker Portal, you can process your clients’ individual protection 
business such as Life Choice Home and Life Choice You & Family. This means 
faster processing of all applications and issuing of cases. Enhanced premium 
screens incorporating all of New Ireland’s market leading discounts and additional 
commission offers makes it easier and supports a ‘right first time’ objective. 

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

newireland.ie/broker

PROTECTION   PENSIONS   INVESTMENTS  

From pensions to protection, we’re making business easier. 
Because when we make it easier, you do too.

To find out more about our Broker Portal, talk to your
New Ireland Account Manager or visit:

We’ve been investing in technology, simplifying 
processes, eliminating time-consuming paperwork 
and fine-tuning our products.

https://www.newireland.ie/broker/


Promoting, Supporting and Representing Irish Insurance and Financial Brokers

I’VE yet to meet someone who went for a walk 
planning to step in dog poo yet it happens all the 
time. Humans make errors. In our increasingly 
digital world, most errors are still man-made; one 
wrong click can be both costly and embarrassing 
to explain. 

I spoke to a Broker lately who has grown his 
business over the last decade and a half building 
his client base and staff. He runs a good shop but 
like all of us will freely admit it’s imperfect. What 
was fit for purpose a decade ago may not cut it 
today.  So prompted by a cautionary tale of a clients 
sizable business being effectively shut down for 
a fortnight on foot of a cyber attack, he decided 
to review his own systems and procedures. This 
wasn’t a compliance or box ticking exercise, it 
was a serious and practical look at cyber security. 
I listened intently to his key learnings. What was 
not surprising, but neither immediately obvious 
was that alongside having modern, well set up IT, 
having good practice and well informed staff is 
the key to minimising risk. Having policies about 
email usage that are applied rather than sitting 
in a file for the sake of being seen to be in order 
matters. Simple yet practical things like clearing 
old emails and ensuring that company email is 
kept separate from personal stuff can have a big 
impact on reducing risk. Hands up if you get the 
occasional mail from the kids GAA club or from a 
favourite restaurant or hotel into your business 
inbox?

Once the preserve of large enterprise and tech 
companies, cyber risk and security is nowadays 
something that effects business of all sizes. If you 
use email, CRM or data feeds you have cyber risk 
to consider. If you have key business online, have 
a website or have a mobile phone you have cyber 
risk to consider. Brokers must take protecting 
client data very seriously. Brokers must never be 
arrogant and think “ we have done enough”. This 
area requires constant vigilance.

As a consequence, Brokers Ireland in conjunction 
with The Central Bank of Ireland are running a 
webinar on 22nd of June on the human element 
of cyber security. No CPD will apply but don’t let 
that keep you away. Knowledge is power and 
a little understanding of where the pavement 
may be fouled can only be a good thing. It may 
potentially also save you the embarrassment of 
having to pick up the phone to a list of your best 
clients to explain where you went wrong and 
why their data is now floating around unsavory 
corners of the internet.

Cyber Risk requires constant vigilance
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WEDNESDAY 11 May 2022 saw the first BIBA in-person 
event since 2019, back in a different time where things 
were done differently.  Some will have wondered 
whether the UK insurance industry’s premier event 
could survive the hiatus unaltered, or whether a 
protracted absence would leave an indelible mark. 
Would exhibitors and Insurance Brokers return in 
their thousands, or would adaptation to a virtual, flat-
screened world mean a falling-off in engagement with 
the multi-dimensional, multi-sensorial BIBA? Would 
BIBA work for the industry as it had worked in the past? 

Mingling in the rain at the Manchester Central 
Conference Centre in the queue for registration, the 
Broker hordes answered that question. The insurance 
community’s ravenous desire for in-person events, for 
networking, for putting names to faces and faces to 
names, for meeting fellow professionals, for seeing 
what’s new in the industry, for hearing the latest, is 
untrammelled.  And nobody does these events better 
than BIBA. Some Irish Insurance Brokers will have made 
the trip, as Brokers Ireland did. And they will have been 
amazed, as we were, at the hubbub, as thousands 
crowded the stands, simply happy to be back in a 
conference hall devoted to insurance, surrounded by 
like-minded people. The atmosphere was unmatched, 
with some long-time BIBA attendees claiming it was 
the busiest BIBA ever. What resounded across the 
exhibition hall was crystal clear evidence that Brokers 
are pivotal in insurance, absolutely fundamental in 
many lines of business where other entities cannot fill 
the gap and, of course, to the forefront of engagement 
with the customer. 

Away from the bustle of the exhibition stalls, the 
itinerary put together by the BIBA team was par 
excellence and very far from an afterthought. The 
Keynote Stage saw such luminaries as Huw Edwards, 
Manchester Mayor Andy Burnham, Sheldon Mills of 
the FCA, as well as a trio of remarkable sportspeople, 
Laura Kenny, Nicola Adams and Jonnie Peacock. 
A lucky few in the audience will not easily forget 
the unnerving experience of questioning the BBC’s 
grand inquisitor Andrew Marr at Thursday afternoon’s 
Keynote event. Even the less-publicised events did 

not disappoint, with Sustainability/ESG clearly a topic 
that now resonates for the industry and the nature and 
reasons for the hard market being explored in some 
depth.

Exhibitors and Broker delegates alike lingered at 
the crowded stands, eager to show their fellow 
professionals what they do best, to rekindle old 
relationships and meet post-lockdown connections 
for the first time. The multitudes mingled over coffee 
in the morning and chatted over cocktails shaken to 
order in the afternoon (thank you, Aston Lark!). We 
were fortunate to catch up with some old friends of 
Brokers Ireland, including Chris Croft, CEO of LIIBA 
and Nic De Maesschalck, Director of BIPAR, the 
European Federation of Intermediaries, and we spent 
a very pleasant evening at a drinks reception invited 
by new friends from the MGAA. There was plenty to 
keep us detained throughout two long days. It was with 
regret that we finished up at 4:00 PM on the Thursday, 
thinking only roll on #BIBA2023.  

In the meantime, we at Brokers Ireland are excitedly 
putting together our plan for Meet the Market Day 
2022. Fast forward to 15 September 2022, we will be 
holding Ireland’s first in-person insurance exhibition 
event since 2019, the first since the dark days of the 
pandemic created the “new normal”.  Fresh exhibitors 
as well as a host of household names are expected 
to showcase to 500 insurance brokers, eager to 
catch up with their colleagues, to learn what is new, 
to meet business contacts and to see the best of what 
the industry in Ireland has to offer. Perhaps nothing 
can match the excitement of BIBA, but with Meet the 
Market Day we will do our best to replicate the wide 
range of exhibitors and generally optimistic air. We 
look forward to meeting and greeting you all at the 
RDS on 15 September 2022.

TRACK
BIBA showcases the value of in-person 
events for the insurance industry 
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Diarmuid Kelly, CEO Brokers Ireland

Did you know, in 2021 Zurich paid over 
€53 million in life insurance claims and 
almost €18 million in serious illness 
claims. At Zurich, when it comes to 
making a claim, we want to make it 
easy for you and your clients.*

Speak to your Zurich Broker 
Consultant today about our 
track record for paying claims.

We’re here 
when it counts

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

*Source: Zurich Life, February 2022.
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CONGRATULATIONS on your appointment Anthony, 
can you tell me what it means to you to be President of 
The Insurance Institute? 

Of course – it is a tremendous honour to be appointed 
President of The Insurance Institute and I take it on in the 
hope that I can give something back to the Industry - I’m 
conscious that I’m coming in to the Presidency at a time 
when there has been huge change in the way we work, 
live and learn – not to mention the turmoil and loss that 
many people have experienced during these recent years.  
So many of the face to face contact points between the 
Institute and it’s members have been impacted by Covid. 
The lectures, exams and conferrals have all moved online 
and of course the dinners, charity lunches and other 
social events have been put on hold. As a consequence, 
there is a lot of work to do to retain and nurture the 
strong personal connection between the Institute and it’s 
members.

Did you always want to work in insurance?

I’d say I was always destined to work in insurance. When 
I was in school, I did several aptitude tests and they 
pointed me to the actuarial profession. I didn’t fully know 
what an actuary did and when I was sitting the Leaving, 
unemployment in Ireland was at 20%, so my main priority 
was to get a job that offered good prospects and a secure 
living.  I was close to accepting a university place for 
engineering when I got an offer from Zurich Life – back 
then Zurich was somewhat unknown but had plans to 
grow, now it would be seen as a disruptor and hugely 
progressive for its time. When I went for the job interview, 
I was hugely impressed with the people I met and there 
was no doubt in my mind that I would take the job if I got 
the chance. I’ve been incredibly fortunate to spend my 
entire career working in Zurich – I’ve worked with brilliant 
people and had so much variety and diversity, and there 
have always been new and exciting opportunities to 
develop. In fact, it’s one of the things I enjoy most about 
working in insurance – it is never boring and within your 
career you can have countless different jobs and roles – 
it’s all about being open to every opportunity and grabbing 
them with both hands when they come along. 

What will be your key area of focus as President? 

I am a great believer in the concept of lifelong learning and 
I want to use the Presidency as a platform to encourage 
our members to maximise the value they get from the 

time they spend on Continued Professional Development 
(CPD).  We all spend at least 15 hours a year on it which 
is a significant time commitment, and the priority should 
be about gaining real benefit in terms of learning and 
development rather than just compliance. 

Too often it becomes a box ticking exercise, is crammed 
into the last few weeks of the year, with little real thought 
given to the selection of the material. The Institute have 
done everything possible in recent years to broaden 
the range and scope of the CPD that is available to 
members. They now offer over 50 eLearning courses and 
have introduced the Thursday lunchtime online lectures. 
Members can access the 15 minute microlearning options 
and at the other end of the scale there is a new 4 hour 
refresher programme. There is also a virtual library that 
offers a really broad array of content and is a great 
resource for members.

I want to encourage our members to make sure that 
the time they spend on CPD is maximised and that it 
really contributes to their ongoing learning. We need to 
encourage them to connect their CPD to their individual 
development plans, to carefully select the programmes 
that are most suitable for them and will add real value in 
terms of their career progression. 

The way in which we do business has obviously 
changed dramatically in the past few years – has the 
way the Institute delivers its educational programmes 
also adapted? 

Indeed it has, and it strives to bring its members the 
highest standard of educational programmes available 
and aims to ensure they’re delivering them in a way that 
caters for the needs of students with different learning 
styles and different preferences in terms of how they 
absorb information. 

The Institute is undertaking a digital transformation, many 
aspects of which were fast tracked by the pandemic – this 
has meant an overhaul of all it’s programmes, adapting 
it’s approach to teaching , learning and assessment to 
embrace digital delivery methods.

Examples of these initiatives include the development 
of micro learning – which involves the delivery of 
information in bite sized formats, consisting of everything 
from infographics to explainer videos, and screen 
recordings. The idea of micro learning is that it presents 
the information to the student in a much more digestible 
and easily understood format.

Another similar initiative is the introduction of the 
gamification app, Quitch. The app was recently trialled on 
one of the Institute’s entry level professional qualification 
modules. The students loved it  so they have now made it 
available on all their programmes.

As an industry we are very concerned about attracting 
talent but it’s equally important that we facilitate the 
growth and development of that talent by helping them 
on their learning journey in every way we can. It’s not easy 
to combine work and study and the Institute is constantly 
looking for new ways to support the learner.

Anthony Brennan, CEO of Zurich, was recently appointed 
President of The Insurance Institute. He spoke to Irish 
Broker about his key areas of focus as President

“The Institute is  undertaking a digital 
transformation, many aspects of  which were 
fast tracked by the pandemic – this has 
meant an overhaul of  all  it’s  programmes, 
adapting it’s approach to teaching ,  learning 
and assessment to embrace digital  delivery 
methods.
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The Insurance Practitioner Apprenticeship is now 
entering its seventh year – how do you think it has 
benefited the industry? 

The apprenticeship has benefited the industry enormously 
- it has created new jobs, led to an influx of new talent and 
helped to revitalise and modernise our sector. 

Since it was set up in 2016, the programme has helped to 
shift misconceptions about the insurance industry  – there 
is now growing recognition of the many opportunities a 
career in insurance presents, and it is being recognised 
for the dynamic and innovative industry it is. 

Not only that, but it’s important to remember that the 
apprenticeship was developed for the industry by the 
industry – meaning that it is constantly evolving and 
adapting to meet the current and future needs of the 
sector. At Zurich, we’ve hired apprentices every year 
since the programme was set up and we’ve also been 
actively involved in the Apprenticeship Consortia Steering 
Group (which is made up of industry representatives, 
apprentices, employers, and representatives from LIA, 
The Insurance Institute, Brokers Ireland and Insurance 

Ireland) which seeks to constantly assess the relevance of 
the programme and its delivery. 

In Zurich, I have also had the advantage of seeing how our 
colleagues in Europe embed apprenticeships into their 
business model and so we were extremely aware of the 
benefits and how it provides a structure for developing 
the various skills that are needed for the modern world 
of insurance. 

As the programme enters its seventh year, I’ve no doubt 
we will continue to see apprentices carve out sustainable 
careers for themselves – it’s fantastic to see what’s been 
achieved to date and I look forward to seeing what the 
future holds. 

Tell me about the Time to Read initiative? 

Time to Read is an initiative that I’ve great regard for. It was 
something we undertook at Zurich a few years ago which 
captured the hearts of all employees involved. Therefore, 
when I heard The Insurance Institute, and the Local 
Institutes (in Cork, Dublin, Galway, Limerick and Sligo) 
were running it this year I was delighted to recommend 
and support the programme! 

“I  believe that investing in your 
professional development at every 
stage of your career is  essential  and 
if  you make it  a priority early on 
then it  will  always be something you 
value and make time for.

>>> overleaf 
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At Irish Life we are committed to 
delivering the best range of investment 
choices for brokers. 

We recognise that your clients have 
varied needs and our objective is to 
deliver meaningful choice with a range 
of carefully selected solutions from 
our four market leading investment 
manager partners.

With our investment solutions your 
clients can choose to select their  
own investments from our range of 
over 80 funds or choose diversified 
ready-made portfolios from our 
multi-asset fund ranges across a 
range of different risk profiles.

Exciting New Multi Asset Fund Ranges
We are now delighted to add to our multi-asset options with our new FORUM and 
Setanta Active Multi Asset funds delivered for your clients at a cost-effective price. 

We believe that these new fund options alongside our existing offerings now give 
your clients even more choices to meet all of their investment needs at Irish Life.

Simply scan the QR 
code to find out more.

For more details go to 
Bline.ie or contact your account manager.

Global Asset Manager with over 
75 years investment experience 

 >  Proven track record in
  designing and delivering   

 multi-asset solutions

Ireland’s leading active 
fund manager

>  Dedicated value investors

Global Active Investment 
Manager

>  High conviction with focus 
on bottom-up independent 
research

Europe’s largest fund manager 
and globally in Top 5

>  Heritage in Responsible 
Investing 30 years with €800bn+ 
in client assets in ESG funds

One home for all of your 
investment needs

1

ILA 17233 (NPI 05-22).indd   1ILA 17233 (NPI 05-22).indd   1 16/05/2022   13:4316/05/2022   13:43

Time to Read was developed by Business in the 
Community, and sees volunteers provide one to one 
reading support for young children in DEIS schools on a 
weekly basis – with the aim of helping them become more 
proficient and confident readers. 

I’m hugely enthusiastic about anything that helps to 
promote education, especially in disadvantaged areas. 
Programmes like this are great enablers, when we create 
opportunities for young people to access support, then 
we’re giving them the chance to open many doors that 
might not otherwise be available to them and encourage 
a lifetime love of learning. 

To me this initiative, which is being rolled out across the 
Local Institute network, seems like the perfect fit for the 
Institute – not only does it promote education, but it has 
inclusion at its core, and provides a unique opportunity 
for the Local Institute’s to give back in a meaningful way 
to their communities. 

What advice would you give to those starting their 
careers today and how do you think The Insurance 
Institute can help? 

I believe that investing in your professional development 
at every stage of your career is essential and if you make 
it a priority early on then it will always be something you 
value and make time for. Obviously when working in our 
industry we all must abide by the Central Bank’s Minimum 
Competency Regulations but in my opinion, on it’s own 

this isn’t enough – our sector is constantly changing, 
with new innovations and regulations continually coming 
on stream. We have an obligation both to ourselves, to 
the companies we work for, but most importantly to our 
customers to ensure we are always able to provide the 
best and most informed advice possible. 

I believe the Institute is a great ally for all insurance 
professionals – the organisation provides ample 
opportunities for members to grow their network and 
they are always one step ahead in terms of bringing 
members best-in-class CPD programmes and advanced 
qualifications. A great place to start is to get involved in 
your Local Institute – they are always keen to hear from 
insurance professionals and members in their area and 
would be delighted to help in any way they can. 

“The apprenticeship has benefited 
the industry enormously -  it 
has created new jobs, led to an 
influx of  new talent and helped 
to revitalise and modernise our 
sector. 

CONTINUING its growth acceleration, Claim Management 
Group (CMG) recently announced it has agreed terms to 
acquire Balcombes Claims Management (Balcombes).
Balcombes Claims Management, based in Dublin, offers 
tailored solutions to individuals and businesses, as well as 
a wide range of loss assessing services to those who have 
experienced property damage. In addition, the organisation 
has an excellent staff of talented and highly motivated 
individuals who have been an integral part of driving the 
company forward.
Balcombes Claims Management was founded in 1971, and its 
values have remained the same ever since, with the client at 
the center of every choice the company makes. To this day, 
the team, led by Jim Flannery and Diarmuid McNulty, credits 
its 50-year success in providing great expertise and service 
to all clients.
“Balcombes Claims Management has created an outstanding 
reputation over the years as insurance loss assessors, 
delivering exemplary service and working to put their clients’ 
interests at the center of all they do,” said Niall Donaghy, 
Managing Director of CMG. “We are committed to continuing 
the growth of CMG as we continually strive to deliver on our 

ambition to become Ireland’s leading independent and most 
trusted loss assessors across the island of Ireland.”
“It was evident early on in our discussions with the Balcombes 
team that our businesses have a great cultural fit, and I’m 
very pleased to welcome them into the CMG family.”
Jim Flannery, Director of Balcombes, added: “I would like to 
confirm to all of our clients and brokers that we will continue 
to function as usual, and you will see little difference relating 
to your claim with us. We are committed to providing the 
finest service possible and are excited to share the expanded 
business platform that this transition provides. We’ve joined 
forces with CMG in the hope of doing more and ensuring a 
brighter future for our clients.”
The acquisition of Balcombes is the third such acquisition 
by CMG, following on from the acquisitions of Clearys’s Loss 
Assessors & Insurance Services (Galway), King Loss Assessors 
(Northern Ireland) and Midwest Assessors (Midlands).
These companies have been leaders in the industry, and in 
joining these great forces together will cement CMG’s ability 
to provide each client an exemplary service with a new strong 
foothold in the capital.

CMG announces acquisition of Balcombes Claims Management
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At Irish Life we are committed to 
delivering the best range of investment 
choices for brokers. 

We recognise that your clients have 
varied needs and our objective is to 
deliver meaningful choice with a range 
of carefully selected solutions from 
our four market leading investment 
manager partners.

With our investment solutions your 
clients can choose to select their  
own investments from our range of 
over 80 funds or choose diversified 
ready-made portfolios from our 
multi-asset fund ranges across a 
range of different risk profiles.

Exciting New Multi Asset Fund Ranges
We are now delighted to add to our multi-asset options with our new FORUM and 
Setanta Active Multi Asset funds delivered for your clients at a cost-effective price. 

We believe that these new fund options alongside our existing offerings now give 
your clients even more choices to meet all of their investment needs at Irish Life.

Simply scan the QR 
code to find out more.

For more details go to 
Bline.ie or contact your account manager.

Global Asset Manager with over 
75 years investment experience 

 >  Proven track record in
  designing and delivering   

 multi-asset solutions

Ireland’s leading active 
fund manager

>  Dedicated value investors

Global Active Investment 
Manager

>  High conviction with focus 
on bottom-up independent 
research

Europe’s largest fund manager 
and globally in Top 5

>  Heritage in Responsible 
Investing 30 years with €800bn+ 
in client assets in ESG funds

One home for all of your 
investment needs
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HOT on the heels of IORPII, the government’s long 
awaited Auto Enrolment Scheme is scheduled to launch 
early in 2024. While long overdue – Ireland is the last 
OECD country to have Auto Enrolment, it will at last begin 
the journey to providing pension coverage for the vast 
majority of employees.
There are two distinct issues that need to be considered 
when evaluating the proposed scheme - how it will work 
for participating employees (and employers) but also what 
impact it will have on the existing pension landscape.
Some of the main drawbacks of the scheme are the delay 
that has occurred to date in implementing it, the low initial 
contribution rates and the length of time it will take to 
reach the “full” contribution rate of 14% of earnings. For an 
employee joining the scheme at the outset they will be 34 
before the contributions go to the 14% figure and over that 
10 year period the fund building up will be considerably 
less than if they were included in a typical 5%/5% defined 
contribution scheme.
The low initial contributions and the slow build-up of the 
contribution rates puts the spotlight on a significant flaw in 
the proposed new scheme – there is no facility for either 
single contributions to be paid or for employees to make 
Additional Voluntary Contributions. This gap could be 
an unintended blessing in disguise as it brings Financial 
Brokers and their much needed advice into the equation. 
Individuals included in the AE scheme – and particularly 
those included in the first ten years will need to be aware 
of the need to save more than the AE contribution rates. 
This can only be done with an AVCPRSA or through 
a group AVC scheme which will bring individuals into 
contact with Financial Brokers. 
Pensions for the majority of individuals remain a 
complicated subject and while projection tools and other 
supports have improved over the years, most individuals 
still find the subject difficult to understand and need 
professional advice throughout their pension journey. The 
need for advice changes from desirable to essential as 
individuals head near to retirement.
The proposed AE scheme will offer a low, medium and high 
risk fund choice as well as a lifestyle default strategy. While 
there will be four different investment managers involved 
in the scheme, the fact that investment performance for 
each “risk” fund from each of the managers will be pooled 
is a good idea as it takes the fund manager selection out 
of the hands of the individual. In practice, based on DC 
experience the majority of members will be invested in 
the default strategy – but will this or the fund that they 
select themselves “match” the way that they will take their 
benefits at retirement?
It is crucial that AE members get investment advice – 

particularly from about 5/7 years before they retire to 
ensure that the funds they are invested in are aligned with 
the likely benefits that they will take at retirement.
At retirement it will be business as usual as individuals 
will draw down their retirement fund from the AE scheme 
and purchase existing pension products, with advice from 
Financial Brokers as is the case at present. 
The approach to the government incentive is interesting. 
The AE scheme has gone back to the lessons learnt from 
the SSIA scheme where the addition of a government 
top-up rather than granting tax relief was a big success 
in catching people’s imagination. With a top up of 1/3rd of 
the employee contribution it means a uniform benefit for 
all contributors equal to tax relief of 25%, good for basic 
rate taxpayers but not so good for those on the 40% rate. 
The ESRI have estimated that 75% of employees included 
in the AE scheme will either be 20% taxpayers or outside 
the tax net.
It is strange that having introduced the PRSA product a 
number of years ago – with the aim of increasing pension 
coverage that the government chose to implement an 
entirely new type of scheme rather than utilising the 
existing established PRSA product and distribution 
system.
A significant feature of the proposed scheme is the cap 
on charges at .5% of the funds under management – well 
below the maximum charge allows on standard PRSAS 
and this is likely to have an impact on charges on existing 
pension products and schemes. While the impact of 
IORPII has already begun a move of Stand Alone Schemes 
to Master Trusts, it will be difficult for Master Trusts to 
compete with a total charge of .5%. As the AE contribution 
rates get close to existing scheme contribution rates 
could we see some employers making a change from 
their existing scheme to the AE scheme?      
The Auto Enrolment Scheme may be seen by employers 
as the ultimate “hands- off” pension scheme with virtually 
no responsibility on their shoulders other than making 
deductions and paying them over to the soon to be 
established Central Processing Agency and at a very keen 
price, and a far cry from the obligations being imposed by 
IORPII. 
Auto Enrolment will dramatically increase pension 
coverage but as proposed, it falls short on the other key 
pension objective - adequacy.  Access to professional 
advice on paying additional contributions and investment 
/ benefit matching in the approach to retirement remain 
major challenges that need to be addressed. 
The impact it will have on existing pension schemes 
remains to be seen.

Auto Enrolment

biteste
ch

James Skehan, Trustee and Pension Support Services



We provide a range of cover against legal 
title or ownership challenges, including, but 
not limited to;

Market leading 
title insurance 
solutions to 
facilitate your 
transactions
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Helping you do more

 All risks/title wrapper

   Loan portfolios

The security of knowing that we have one 
of the largest capacities in the asset 
underwriting market with ‘A’ rated insurers

We are part of the DUAL Group, the world’s 
largest international underwriting agency

Our underwriting flexibility and bespoke 
policy wordings to suit client needs

Our experienced team brings a wealth of industry, 
legal and local knowledge. Here are just three 
reasons why our clients value our services:

Contact our specialist underwriters today to find out how DUAL Asset can assist in your deals. 

pmcgennis@dualgroup.com
086 243 8279

 

Sarah Gateaud-Manase 
Underwriter EU

 

www.dualasset.com

Commercial and  
residential specific  
title risks  
e.g. Missing deeds, 
adverse possession,     
third party challenges 

 Title to shares

  Right to light

  Renewable projects

  Probate

  Aviation

sgateaud@dualgroup.com
086 821 0404 

Paul McGennis 
Head of DUAL Asset Ireland

Carla Smyth 
Commercial Underwriter EU

carla.smyth@dualgroup.com
086 417 3249

http://www.dualasset.com/


Introducing our new Multi-Asset ESG Fund Range

Four different solutions, one simple way to grow your client’s savings

SFDR 8

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

Aviva Multi-Asset ESG 
Active Range

(Formerly called Aviva Multi-Asset Funds)

Aviva Multi-Asset ESG 
Passive Plus Range

(New Range replacing Compass Funds)

Aviva ESG 
Fixed Allocation Range

(New Fund Range)

Aviva MyFuture ESG 
Strategies

Multi-Asset ESG Active 3
Multi-Asset ESG Active 4
Multi-Asset ESG Active 5

Multi-Asset ESG Passive Plus 3
Multi-Asset ESG Passive Plus 4
Multi-Asset ESG Passive Plus 5

ESG Fixed 20
ESG Fixed 40
ESG Fixed 60
ESG Fixed 80

ARF Strategy
Annuity Strategy

Cash Strategy

Standard pricing 0.05% AMC Discount 0.10% AMC Discount 0.10% AMC Discount

Active, Passive Plus and Fixed Allocation ranges available at standard annual management 
charge or lower, because  investing responsibly shouldn’t cost the earth.

Talk to your Account Manager or avivabroker.ie/multi-asset

1 2 3 4

For investments that can change your world, it takes Aviva.

https://www.avivabroker.ie/funds//important-enhancements-to-our-multi-asset-esg-range/
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STEPHEN Rice, Pensions and Investment Lead 
at Aviva Life & Pensions Ireland looks at how 
Aviva’s new range of ESG Multi-Asset Funds can 
help customers meet the growing demand and 
changing regulatory environment in relation 
to sustainable investments without having to 
compromise on their core values including risk 
preferences, investment style or costs.
The growth in ESG investing Past, Present & Future

Past - Until recently the global growth in investing 
in Environmental, Social, and Governance (ESG) 
or sustainable funds has primarily been driven by 
an increase in consumer demand. As social and 
environmental issues have made their way to the 
forefront of our newsfeeds and individuals have started 
to realise that the most powerful action they can take 
to make a difference is where they invest their savings 
or pension fund. This has seen flows into ESG funds 
growing exponentially over the last decade. 

Present – The growth in consumer demand continues 
to increase annually and we are now entering a phase 
where regulation such as sustainable finance disclosure 
regulations (SFDR) and upcoming proposed changes 
to the Insurance Distribution Directive (IDD), will ensure 
that consumers are given the relevant protections when 
considering investing in funds claiming to have strong 
ESG credentials. 

Future – As SFDR, which is designed to provide clarity 
on the ESG credentials of a fund is embedded across 
the market and sustainability preferences are included 
as part of customer fact finding, we believe that ESG 
investing will become even more mainstream than it 
currently is today for pension and personal investors. 

Although globally we have seen significant annualised 
growth, there have been two key challenges facing 
advisors and investors which have impacted individuals 
looking to invest in ESG funds:

1. The range of funds available historically, has often 
been limited to specific asset classes, such as pure 
equity funds, limited risk profiles and the funds may 
come with additional costs or charges.

2. The absence of a specific ESG regulatory framework 
has meant it has been difficult for people to satisfy 
themselves on the actual ESG credentials a fund is 
claiming to have.  

Aviva’s Multi-Asset ESG Range

In 2021, our Multi-Asset Funds (MAFs) were designated 
as Article 8 ‘Light Green’ under SFDR.  Today,  in line with 
delivering on our continued commitment to providing a 
leading range and choice to Financial Brokers and their 
customers, we now offer a full suite of Multi-Asset ESG 
Fund ranges,  all of which are designated as Article 8 
investments under SFDR. These ranges have been 
designed to ensure that the traditional considerations 
of customers such as risk profile, investment style, 

Stephen Rice, 
Pensions and 
Investment 
Lead, Aviva 
Life & Pensions 
Ireland 

Reasons to recommend
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asset class diversification, and cost do not have to be 
compromised to invest in a manner that will ensure their 
money also does some good for the world. 

We recognise that the transition to ESG investing is on-
going but is gaining strong consumer traction and being 
driven by recent and up-coming regulatory change.

With a choice of ten ESG Multi-Asset Funds and three ESG 
lifestyle strategies to select from, along with a dedicated 
ESG web hub containing a range of support material 
Aviva will continue to support the broker market and your 
customers on the ESG journey.

To find out more about Aviva’s range of Multi-Asset ESG 
Funds, please contact your Aviva Account Manager or 
visit www.avivabroker.ie/multi-asset.
1. Source: Aviva Investors 31 December 2021. 2. Aviva’s range of Multi-
Asset ESG Funds have been determined to comply with the requirements 
of Article 8 of the Sustainable Finance Disclosure Regulation in that 

they promote environmental and/or social characteristics. For more 
information on the Sustainable Finance Disclosure Regulation (“SFDR”), 
please go to: https://www.aviva.ie/fund-range/responsible-investments/ 
to see Aviva Sustainability Policy. Where funds invest in externally 
managed collective investment vehicles, Aviva Investors will undertake 
an ESG assessment before investing.

Warning: Past performance is not a reliable guide to 
future performance. 
Warning: The value of your investment can go down as 
well as up. 
Warning: If you invest in this fund you could lose some or 
all of the money you invest. 
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.

Summary of our Four Aviva Multi-Asset ESG Solutions

Aviva Multi-Asset ESG 
Active Range

Aviva Multi-Asset ESG 
Passive Plus Range

Aviva ESG Fixed Range Aviva My Future ESG 
Lifestyle Strategies

- Active bias
- 3 funds targeting different 

volatility bands
- Standard AMC
- SFDR 8 

- Passive bias
- 3 funds targeting different 

volatility bands
- 0.05% AMC discount
- SFDR 8

- Automatic quarterly 
rebalanced portfolios with 
no investment intervention

- 4 funds
- 0.10% AMC discount
- SFDR 8

- ARF, Annuity and Cash 
Solution

- Default pension savings 
solution with automatic de-
risking tailored to NRA

- Uses Aviva ESG Fixed 
Funds and other Aviva 
Funds

- 0.10% AMC discount
- SFDR 8

NFP, a leading property and casualty broker, benefits 
consultant, wealth manager and retirement advisor, has 
announced it acquired financial advisory firm, Simon 
Shirley Advisors Limited (SSA). 
Based in Dublin, SSA is a boutique financial advisor 
firm, led by founder and CEO Simon Shirley. It advises 
domestic companies and multinational businesses on 
all aspects of employee benefits and pensions, while 
supporting individuals with personalized solutions to 
meet their retirement, savings, investments and family 
protection needs.
As of December 31, 2021, SSA’s funds under advice 
amounted to over €180m. The entire SSA team will join 
NFP, including their CEO and founder, Simon Shirley, 
who will take the lead role in building NFP’s wealth 
management business in Ireland.
“As the Irish economy continues to flourish, we see the 
employee benefits and wealth management sectors 
providing a large growth opportunity,” commented Matt 
Pawley, managing director, UK and Ireland, for NFP. 
“With this latest acquisition of Simon Shirley Advisors, 
we are building scale, with a terrific base of clients and 
talent from which to continue developing and growing 
our presence in the market. Simon and his team bring 
a breadth and depth of experience in the Irish market, 
particularly around employee benefits and working with 
high net-worth individuals.”

“NFP is the perfect partner for us. This acquisition is based 
around existing symmetries in the businesses where 
growth is the primary driver,” said Shirley. “By integrating 
with NFP, we will have even more resources and support 
to serve clients, grow our business and invest in our 
employees. It is an exciting next step for Simon Shirley 
Advisors and our like-minded partner, NFP.”
In the short term, Simon Shirley Advisors will continue 
to operate under its existing name and there will be no 
immediate change for customers. In time, the business 
will be integrated under the NFP brand, bringing the full 
suite of NFP’s services to its existing and new clients in 
the Irish marketplace.
This is NFP’s fourth acquisition in the Irish market during 
the past two years, having previously acquired HMP 
Insurance and Pensions Advisors, Aiken Insurance 
Limited and more recently, ReSure Corporate Brokers.
NFP has stated its intention to continue building its 
presence in Ireland, both organically and through 
additional acquisitions of top-quality brokers who share 
NFP’s values and have a strong focus on long-term 
customer relationships. 

NFP acquires financial advisory firm 
Simon Shirley Advisors
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BCP Asset Management DAC, trading as BCP, 
is regulated by the Central Bank of Ireland. 
BCP Fund Management DAC is regulated by the 
Central Bank of Ireland.

This is a marketing material. Warning: If you invest in this Fund you will not have any access 
to your money for at least 2 years. Where redemption requests exceed the cash in the Fund, 
or 10% of the NAV of the Fund, the Fund retains the right to freeze redemptions to avoid 
circumstances such as a forced sale of assets. The value of the property assets may fall as 
well as rise and it is possible that you may lose the total amount invested. The risks involved 
in geared property are greater than property without gearing. Your investment in this Fund 
may be affected by changes in currency exchange rates. Warning: Past performance is not a 
reliable guide to future performance. This is a capital at risk product.

 Total return focused fund

5 value add projects

7 year track record of outperformance

Regulated fund

Available to Personal, Corporates, 
Charities, SSAP’s, ARF’s and through 
Aviva SDIO

60 Dawson Street
• One of the five projects that form the 

BCP PVAF
• This new office and retail destination 

borders Grafton Street and the 
world-famous Trinity College Dublin

• Completion is expected in Spring 2023
• It will offer  145,000 sq ft of grade A 

office space and 46,000 sq ft of 
prime retail space

Go to 60dawsonstreet.com for more 
details.

Contact us for further information:
Call: 01 6684688 | Email: invest@bcp.ie

SSAP is Small Self-Administered Pension. ARF is Approved Retirement Fund. SDIO is Self Directed Investment Option. 

136862 BCP PVAF Irish Broker Ad 297x210 V9 ART.indd   1136862 BCP PVAF Irish Broker Ad 297x210 V9 ART.indd   1 13/05/2022   15:0013/05/2022   15:00



017

BROKERS in the Republic of Ireland have faced a 
number of challenges accessing capacity in recent 
years. This lack of choice has been partly driven by 
insurers withdrawing or reducing their presence in the 
market following tough local market conditions, the strict 
regulatory framework under the Central Bank of Ireland 
and high claims inflation as a result of hefty personal 
injury awards. 

Insurance capacity has slowly been returning to the 
country, but the overall lack of choice for Brokers 
remains, a limitation that is particularly acute when it 
comes to specialist businesses, unusual or even high-
risk activities. Mainstream insurers just do not have the 
technical market knowledge or appetite to underwrite 
risks that are often nuanced and complex, that can 
demand quick-fire toing and froing with underwriters,  
and that need flexible solutions rather than off the shelf 
products. 

These challenges are not unique to the ROI of course 
and have driven the rapid development of a thriving 
market for managing general agents in the UK, a fact 
reflected in the MGAA’s own burgeoning membership 
numbers. The recent hard market in most product lines, 
and the complexities and challenges posed by the 
pandemic have also accelerated this trend for insurers 
to hand their pens to real experts, providing benefits to 
capacity providers, Brokers and to end customers.

The secret sauce behind the success of the MGA model 
is however no secret. MGAs are flexible, overflowing 
with specialist knowledge and expertise and, in most 
cases, have embraced and are advanced in their use 
of technology and data. This all adds up to them being 
able to be fleet of foot, to quickly respond to Brokers’ 
enquiries, and in many cases to guide end customers 
through claims processes.

This ability to respond quickly and provide direct access 
to underwriting decision makers means that MGAs are 
able to help Brokers get access to insurance that others 
fail to reach. And in a tough, limited choice market, MGAs 
continuing to deliver and provide the direct access 
to underwriting knowledge, expertise, and decision-
makers that Brokers need, and that can really make a 
difference when sitting in front of, or on the phone or 
screen to a client. And the added choice that MGAs can 
bring is now making strong headway in the ROI.

The MGAA, the UK trade body for MGAs, extended its 
membership to the ROI this time last year, following 
research in the territory through its Broker, insurer, and 
supplier members. Inaugural ROI member, Dublin-based 
specialist Irish liability and property MGA Blackrock 
Insurance Solutions, has now been joined by ten more 
MGAs, suppliers, and capacity providers, all of whom 
are now benefiting from the insights, knowledge, and 
services the MGAA provides.

The association’s decision to move into the ROI is 
ultimately about boosting representation of MGA 
interests in the country, and to that end it has been 

working closely with and developing ongoing dialogue 
with Brokers Ireland along with the professional 
insurance body, the Institute of Ireland, and the insurer 
trade body, Insurance Ireland. Talks have also been 
underway with the regulator, the Central Bank of Ireland.

The MGAA is determined to help MGAs in the country 
drive forward on standards, gain regulatory recognition, 
and to help facilitate and encourage collaboration and 
new capacity into the country. 

After a year of being present in the ROI, it is clear that 
the MGA market has a key role to play in supporting 
Brokers looking to support their clients and that the 
supply of specialist capacity is woefully short. One area 
where this lack of choice has stood out is in the leisure 
market, especially around bouncy castle type cover, 
and the MGAA is working hard behind the scenes to 
facilitate and attract capacity into these areas, either 
to existing MGAs through its established insurance 
company membership or to new players as a result of 
networking with key stakeholders.

The association entered the ROI market with a clear 
declaration of intent to provide support and benefits 
to ROI MGAs and therefore more choice for Brokers, 
particularly in niche and specialist areas and would be 
delighted to hear from any Brokers keen to get involved. 
It will be supporting for example the Brokers’ Ireland 
Meet the Market event on 15th September 2022 and 
other events in the coming months.

A question of choice
The MGA sector is providing welcome relief for Brokers and their clients 
when it comes to specialist cover argues Mike Keating, Chief Executive 
Officer of the Managing General Agents Association. 

On Tuesday 24th May the MGAA hosted a meet and greet event 
in Dublin to raise awareness about the Association and provide 
an update on activities. A combination of existing and prospective 
members, along with stakeholders gathered to hear about MGAA 
membership, market trends and future strategic developments as 
well as the broader plans to support and promote ROI within the 
market.
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AS the sun comes out, so do the classic cars. I have 
noticed several on the roads in recent weeks, most 
memorably an Aston Martin V12 Vanquish on a 
visit to Meath. The petrol heads or 007 fans among 
you may remember the V12 being driven by Pierce 
Brosnan in 2002’s Die Another Day. 
Twenty years later, the V12 Vanquish is considered a 
modern classic, despite being a full decade below the 
government’s 30-year threshold to become a vintage car 
officially, for VRT purposes. At DUAL, we consider vehicles 
aged 20 years upwards to be “classic” for insurance 
purposes, as this definition fits much better with how the 
classic car market works in 2022.   
The resale market for premium classic cars in Ireland is 
not a particularly vibrant, liquid one. Many people do own 
vintage vehicles, but the number of domestic buyers and 
sellers remains relatively low. For the most part, it seems 
that Irish collectors buy their dream car to keep and 
cherish. Due to this, it is common to import classic cars, 
often, right-hand-drives from the UK.  
The pandemic has seen something of a boom in the 
British classic car market, which has knock-on effects for 
the Irish collector. 
According to Statista, the UK classic car market is 
predicted to reach $1billion in 2022, up from $701 million 
in 2020. This rapid growth is expected to continue, 
reaching $1.3bn by 2024. 
This is, in part, due to the rise in specialist online 
auctioneers such as Car and Classic, which has sold 
over £7.5million worth of cars since launching in July 
2020. Another successful platform is Bonhams, which 
in 2021 became the first online auction house in Europe 
to conduct a £1,000,000 transaction, for an “ultra-rare 
metallic blue 1989 Ferrari F40.” 
The other key factor is a rise in disposable wealth during 
the lockdown years. Many people continued to earn 
well. Money that would ordinarily have been spent on 
dinners in upscale restaurants and exotic holidays has 
been available for other purchases. Therefore, many 
have found themselves ready to procure their dream 
car, usually a vehicle that somehow resonates from their 
youth. 
Many of our enquiries involve Irish nationals who are 
chasing specific cars on UK- based online marketplaces. 
We speak to lots of Brokers who have clients coveting 
cars from the 1980s - the Porsche 911 being a perennial 
favourite. We also field many enquiries on cars from the 
1990s and increasingly, the 2000s. 

From an insurance perspective, agreed value is a key 
consideration for anyone bringing a car into Ireland from 
the UK or further afield. 
Brexit has hit importers of classic cars quite hard; the 
Revenue has levied a 21% VAT rate on vehicles imported 
from the UK. Locking in an agreed value within the policy 
terms is a good way to price that initial outlay on VAT 
into the costs of replacing the vehicle should it be lost 
or stolen. 
For vintage cars already in Ireland, it is important to get 
cars revalued. The rising prices in the UK and the VAT levy 
on top of that means that many vehicles already in Ireland 
could now have a significantly higher replacement value, 
thus your client could be underinsured, particularly if they 
have standard market value cover with no agreed value. 
Returning to importation for a moment, another pertinent 
factor is this: how will the vehicle be transported from the 
UK? Often, classic cars are sold in ‘fair condition.’ That is, 
driveable, but in need of a little work. If the plan is to drive 
back, full European cover, including breakdown cover, will 
be a useful ally. Older cars can be unreliable, especially 
if they have not been on the road regularly, or indeed, 
barely driven at all during the last few years. 
An interesting trend that I would love to see take off in 
Ireland is converting classic cars to EVs (electric vehicles). 
In 2020, a specialist factory opened near Silverstone 
race track that is wholly dedicated to electrifying high-
end vehicles. Currently it has a waiting list of two years. 
As a specialist provider of both classic car insurance and 
electric vehicle insurance, please do feel free to contact 
DUAL if any of your clients are commissioning such works. 
DUAL motor polices have very few restrictions around 
classic cars. The vehicle needs to be at least 20 years 
old, running at a low annual mileage and therefore, not 
the insured’s primary vehicle.  As such, we can offer 
competitive insurance on classic cars, provided that we 
are the chosen provider for clients regular vehicle too 
(with a value of €30,000 and upwards for the first vehicle 
when insuring multiple cars).  
Please do get in touch if you have clients buying or using 
classic cars. And if you’re lucky enough to own one, 
happy driving. 
Siobhan Mannion is a Senior Underwriter for DUAL 
Underwriting Ireland DAC. DUAL specialise, amongst 
other areas, in high net worth personal insurance in 
Ireland and are backed by Aviva. 
DUAL Underwriting Ireland DAC (trading as DUAL Private Client) is 
regulated by the Central Bank of Ireland. Registered No. 633531. 
Registered office: 98 St. Stephen’s Green, Dublin 2 D02 V324.

Siobhan Mannion, 
Senior Underwriter, 
DUAL Underwriting 
Ireland DAC

Classic cars are in fashion - are you up to speed?
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FROM the 2nd of August 2022, following amendments 
to the Insurance Distribution Directive at European 
level, Insurance intermediaries distributing Insurance 
Based Investment Products (IBIPs), and investment firms 
providing investment advice will be required to ask 
questions to identify a customer’s individual sustainability 
preferences. The main objective of including these 
sustainability preferences in the advisory process is to 
ensure that it does not lead to mis-selling practices or 
to the misrepresentation of insurance-based investment 
products as fulfilling sustainability preferences where 
they do not.

Intermediaries will be required to first assess a 
customer’s/client’s investment objectives, time horizon 
and individual circumstances, before asking for his/her 
potential sustainability preferences.  In accordance with 
the obligation to act in the best interest of customers, 
recommendations to clients and potential clients should 
reflect both the financial objectives and any sustainability 
preferences expressed by those clients.

Where no IBIP meets the sustainability preferences of 
the customer, and the customer decides to adapt his or 
her sustainability preferences, intermediaries should 
keep records of the customer’s decision along with the 
customer’s explanation supporting the adaptation.

EIOPA recently held a consultation in relation to seven 
guidelines on the integration of customers sustainability 
preferences in the suitability assessment under the IDD.  
The guidelines aim at promoting a better understanding 
of the new provisions, restrict the potential for mis-selling 
of insurance products with regards to the sustainability 
preferences of consumers; and promote a more 
convergent approach by National Competent Authorities 
throughout the EU.  It is intended that the guidelines will 
be finalised in July with implementation in August. 

 z Guideline 1: How to help customers better 
understand the concept of “sustainability 
preferences” and their investment choices; 

Only insurance-based investment products with 
certain sustainability-related features are eligible 
for recommendation to customers who express 
sustainability preferences. Insurance undertakings 
and insurance intermediaries should explain to 
customers these terms in a language that is clear, 
succinct, comprehensible and not misleading.

 z Guidelines 2 & 3: The collection of information on 
sustainability preferences from customers; 

In order to collect information on the minimum 
proportion invested in environmentally sustainable 
investments, insurance intermediaries should ask the 
customer whether the Taxonomy-alignment should 
be based on all the investments of the insurance-
based investment product, or only on the assets that 
are not government bonds. Preference for either 
environmental or social criteria or a combination 
thereof should be also asked.

The minimum proportion of environmentally 
sustainable investments should be expressed in 
percentages or shares (not in ranges).  When the 
customer has not determined a specific minimum 
proportion, the insurance intermediary can help 
the customer to identify the minimum proportion 
by approximating the minimum proportion by 
standardised minimum proportions, such as “minimum 
10%, minimum 20%, minimum 30%, etc.”.

Information on preferences should be updated when 
the information on the customer is being updated 
or at the time of a regular periodic assessment. For 
existing customers, for whom a suitability assessment 
has already been undertaken, intermediaries should 
identify the customer’s individual sustainability 
preferences at the next regular update of the existing 
suitability assessment. Intermediaries are not required 
to conduct the periodic assessment at the date of the 
application of the new requirements.

When the product invested in does not match the 
customer’s updated sustainability preferences, the 
insurance intermediary should inform the customer 
thereof, evaluate the impact of this change and make 
a new recommendation.

 z Guideline 4: How to match customer preferences 
with products, based on the SFDR product 
disclosures; 

Assessing Sustainability Preferences

Elizabeth Smith Wright, Brokers Ireland
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“Intermediaries will  be required to 
first  assess a customer’s/client’s 
investment objectives, time horizon 
and individual circumstances, 
before asking for his/her potential 
sustainability preferences.
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In order to prevent mis-selling and greenwashing, 
insurance intermediaries should not recommend 
IBIPs as meeting individual sustainability preferences 
where those products do not meet those preferences.

Intermediaries will need to obtain information on 
the sustainability features of products, based on the 
SFDR pre-contractual product disclosures, in order to 
assess whether a product matches the sustainability 
preferences of the customer. The disclosed minimum 
share of sustainable investments represents a 
commitment that should be maintained at all times by 
the insurance undertaking.

 z Guideline 5 & 6: When to assess sustainability 
preferences (i.e., only once the suitability of the 
product has been assessed according to the 
customer’s knowledge and experience, financial 
situation and other investment objectives); 

Sustainability preferences should only be assessed 
once the suitability has been assessed in accordance 
with the criteria of knowledge and experience, 
financial situation and other investment objectives of 
the client. Once the range of suitable products has 
been identified following this assessment, in a second 
step, the IBIP that fulfils all the customer’s preferences, 
including the sustainability preferences, should be 
chosen among the ones identified in the first step.

When a product does not meet the sustainability 
preferences of the customer, insurance intermediaries 
should only recommend it once the customer 
has adapted his/her sustainability preferences. 
Furthermore, intermediaries are required to record 

all relevant information about the situations where a 
customer’s sustainability preferences are adapted, 
including a clear explanation of the reasons for such 
adaptation.

 z Guideline 7: The sustainable finance-
related competences expected of insurance 
intermediaries and insurance undertakings who 
provide advice on IBIPs. 

Employees of an insurance intermediary providing 
advice on IBIPs should possess the necessary 
knowledge and competence with regard to the 
criteria of the sustainability preferences and be able 
to explain to customers the different aspects in a 
language that is clear, succinct, comprehensible and 
not misleading.

Insurance intermediaries offering IBIPs that promote 
environmental or social characteristics or that have a 
sustainable investment objective should have more 
detailed knowledge and competence, in accordance 
with the nature of the products they provide advice 
on. It is proposed that this will be completed through 
CPD learning on sustainability, but this is not binding, 
and it will be up to national governments to adopt 
practical implementation. 

Brokers Ireland is currently working with Deloitte on 
guidance for members in relation to climate risk and this 
guide will also assist members to comply with the above 
requirements.
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I’VE recently finished reading ‘The 100-Year Life’ by 
Lynda Gratton and Andrew J. Scott. If you have not 
read it, I would recommend it. I only came across it 
because I work in our industry, but I think everyone 
should read it. In fact, I think it should be on the Leaving 
Cert curriculum.
With life expectancies rising, Gratton and Scott urge 
people to start ‘making longevity a gift rather than a 
curse’ by re-thinking certain approaches to finances, 
education, career and relationships that are no longer 
fit for purpose for a 100-year lifespan.  

Education and Career 
The current linear pathway of education-career-
retirement will become obsolete. It is increasingly 
becoming a series of transitions between work and 
education as we continuously retrain and keep up with 
the skills needed to maintain a 50+ year career. The 
pathway into tomorrow’s retirement is also less likely 
to be marked by a complete end to working life. Our 
research indicates that 52% want to continue to work 
in retirement even if they are financially comfortable. 
People like the mental challenge work offers and they 
don’t want to lose that.
Have your clients considered a level of work in 
retirement? What kind of work might that be? Perhaps a 
passion they’ve never had time to realise or something 
completely new. Have they begun to think about the 
transitions they will need to make through their career 
to maintain relevant skills and live a purposeful life?
Relationships
In the book, the authors illustrate the significance of 
increased longevity and the impact it will have on 
how relationships are formed and maintained. Familial 
relationships will be tested as inter-generational living 
becomes the norm. The demand for care and support 
will increase pressure on the ‘sandwiched generation’; 
those still raising children while caring for parents, 

grandparents and potentially needing to or wanting to 
continue to work. 
The work-place can be hugely undermined in terms of 
the social capital a person might have invested in it. 
According to our research, 40% say they will continue 
to work in retirement because they don’t want to lose 
the social connections that work offers. 
Have your clients begun to think about how they 
will stay connected particularly if they don’t want to 
continue working in some capacity. Are they involved 
in their community, a sports club, a hobby? Meeting 
others going through a similar change of gear will 
establish a new sense of belonging which they may 
miss from their previous employment.
Finances
Underpinning the ability to live a 100-year life of 
possibilities is our finances.  We need to start thinking 
about how we will finance a much longer period with 
reduced or no working hours. How do we build a 
lifetime income while we are working, to ensure we are 
comfortable into our 80’s, 90’s and perhaps beyond? 
Many of your clients will be in an advantageous position 
financially because they have engaged a financial 
adviser. But what good is being financially comfortable 
without a plan to comfortably transition to their second 
life? According to research conducted through our 
Retirement Pulse, 39% of people do not have a plan 
for retirement. 
Once we stop working, we have, on average, an 
extra 2,000 hours to spend each year. Without a 
plan, retirees drift into this stage and often become 
frustrated with the lack of purpose. Beginning to think 
about how these extra hours will be spent will open 
up some interesting conversations and the need to set 
some changes in motion long before that retirement 
date rolls around. I’d recommend using the second 
life questionnaire to prompt this type of thinking and 
discussion. I know many that have used it have found it 
hugely beneficial in the planning journey.
At Standard Life, we believe in building futures 
together with you, the adviser. We have been working 
in partnership helping people plan and enjoy their 
futures for more than 180 years now. We are committed 
to supporting you, so you can focus on helping your 
clients make good choices with their life savings, and 
look forward to retirement on their terms.
We have invested heavily in our Second Life platform 
to support advisers in having meaningful conversations 
with clients about their retirement plans, of which 
finances are just one element. Contact your business 
manager to hear more about how our Second Life 
platform can support you to have conversations with 
clients around their transition planning. Building a 
greater understanding of retirement aspects beyond 
finance will turn a good retirement into a life of 
possibilities.
Happy reading and hopefully you will take away as 
much from ‘The 100-Year Life’ as I did.

Transitions

Tara O’Donoghue, 
Head of Business 
Intelligence 
and Marketing, 
Standard Life
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ACCORDING to the Central Statistics Office (CSO), the 
number of couples co-habiting has been on the increase. 
Of the 1.22 million families in Ireland (Census 2016), over 
152,000 couples are counted as cohabiting which is an 
increase of 6% since 2011. The number of cohabiting 
couples with children in rental accommodation increased 
by 37.6% to almost 40,000 families.  
From the Civil Partnership and Certain Rights and 
Obligations of Cohabitants Act 2010 a co-habiting 
couple is defined as “one of two adults, who can either 
be of the same or opposite sex, who live together as 
a couple in an intimate and committed relationship and 
who are not related to each other.” 
There is a misconception that the Act gave co-habiting 
couples the same tax advantages as those available 
to married couples or Registered Civil Partners, but it 
didn’t. The Act did give co-habiting couples the right to 
claim from a deceased partner’s estate but did not allow 
them to enjoy the same tax advantages that married 
couples enjoy and therefore any transfers of assets may 
be subject to Capital Gains Tax and Capital Acquisitions 
Tax (CAT). The Threshold which applies to them is Group 
C, i.e. €16,250. 
The CSO again tells us that the average man is 36.1 years 
old when getting married, while the average woman is 
34.1 years old but the average age of a first-time buyer 
in Ireland was 34 in 2016. This suggests that younger 
couples first purchase a property together, with a view 
to possibly getting married in the future. 
When co-habiting couples wish to take out policies of 
Life Insurance, care needs to be taken to ensure that 
there is no potential liability to CAT. However, there is 
a differentiation between the types of policies that co-
habiting couples may want to take out. These could be 
listed as follows: 

 z The Mortgage Protection policy 
 z A level term policy to cover assets or loss of income 

Each type of policy may give rise to a CAT liability, on the 
basis that the surviving partner is (a) beneficially entitled 
to the sum insured and (b) the sum insured is in their 
possession. 
These are the two criteria which need to be satisfied 
for CAT liability to arise, from Section 10 of the Capital 
Acquisitions Tax Consolidation Act 2003, (CATCA 2003) 
which sets out that a person becomes chargeable to CAT 
on an inheritance when a person becomes “beneficially 
entitled in possession on a death to any benefit (whether 
or not the person becoming so entitled already has any 
interest in the property in which such person takes such 
benefit), otherwise than for full consideration in money 
or money’s worth paid by such person”.
The Mortgage Protection policy
Couples will often purchase a property, with a view to 
living together before getting married at a later date. The 
lending institution will insist on a mortgage protection 
policy being put in place and assigned to them, prior to 
releasing the cheque for the property. 
When the policy is assigned to the lending institution, 
the relevant sum insured is payable directly to the 
lending institution in the event of a claim. The co-habiting 
couple generally do not receive the sum insured and the 
mortgage is cleared by the policy. 

In this case, the two criteria required for a CAT liability 
do not arise, i.e. the surviving partner does not have 
beneficial entitlement to the sum insured nor is it in 
their possession so it follows that no CAT arises on the 
sum insured, provided the full sum insured pays off the 
mortgage. 
If there is any balance over the mortgage amount and 
the relevant sum insured, this may give rise to a CAT 
liability when repaid to the surviving partner. Where 
the policy has not been assigned to the lender, then a 
CAT liability will arise as the surviving partner will have 
beneficial entitlement to the sum insured and it will be in 
his/her possession. 
Once the mortgage has been cleared, consideration 
should then be given to the other assets that may be 
passed between the couple. Further to this, does the 
Dwelling House Exemption apply on the inheritance of 
the house? 
A level term policy to cover other assets or loss of 
income
The other assets passed between the couple would 
generate a liability to inheritance tax where the value of 
those assets exceed €16,250. In the situation of a young 
couple buying a property together, where the property 
is owned under Joint Tenancy, half of the property 
would be inherited by the survivor, should one die. The 
Dwelling House Exemption may come into play, but if 
the survivor has not lived in the house for three years 
prior to the inheritance, a CAT liability may arise. 
This is an area specifically related to young couples living 
in their first property with plans to get married at some 
date in the future. The conditions for the Dwelling house 
exemption include a need to have lived in the property 
for a least three years prior to the inheritance, to avoid a 
potential inheritance tax liability arising. The conditions 
for the Dwelling House exemption are as follows: 

 z the dwelling house must be the principal private 
residence of the disponer at the date of his or her 
death; 

 z the dwelling house must have been continuously 
occupied by the beneficiary as his or her only or main 
residence for a period of three years immediately 
preceding the date of the inheritance; 

 z the beneficiary must not be entitled to an interest 
in any other dwelling house at the date of the 
inheritance; and 

 z the beneficiary must continue to occupy the dwelling 
house as his or her only or main residence for a 
period of six years after the date of the inheritance. 

Many queries do arise about the fact that, if the three 
year rule cannot be satisfied, a liability to inheritance 
will befall the surviving partner who may only have the 
choice of selling the property to cover the tax. Often 
though, a short term level insurance policy with a term of 
3-4 years is taken out, to cover this potential tax. 
A Level Term Insurance policy can cover that potential 
tax arising on the inheritance of the house, but also for 
other assets that are passed between the co-habiting 
couple. For those couples who are long-term co-
habitants, assets passed between them will equally give 
rise to an inheritance tax liability. 

Co-habiting couples and taxation in Ireland 

Justin Kelly, 
Technical 
Services 
Consultant, 
Zurich
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A common misconception is that long-term cohabitants 
can enjoy tax advantages if they are deemed ‘common law 
spouse’s’. This is correct for some other jurisdictions in the 
world however not in Ireland. The Term ‘common law’ has 
no relevance in Ireland so what assets passing between 
them will give rise to inheritance, considering the threshold 
of €16,250. 
There is a further need for insurance to cover loss of 
income, like any married couple, especially where there 
is one ‘bread-winner’ or main income provider. A death in 
any relationship can result in income loss and deprivation 
and lifestyles can be severely curtailed. So, a solution for 
this would be for the co-habitants to take policies of life 
insurance, on each other’s lives. 
This is typically referred to as ‘Life of Another’. Each partner 
in the co-habiting relationship takes out a policy on their 
partner’s life, that is Partner A takes out a policy with Partner 
B being Life Insured. Partner B takes out a policy on the life 
of Partner A. The key is that each partner pays the premiums 
for the policy they own which will mean no inheritance tax 
arises on the policies.

Conclusion
In conclusion, when advising co-habiting couples on 
protection policies it is necessary for the adviser to clearly 
identify: 

 z The needs of the clients, 
 z Trace whatever tax liability they may face in the event 

of either dying, and 
 z Put a structure in place that will ensure the proceeds of 

policies are paid out in the most tax efficient manner. 
This is an extract from a recent TechTalk issued by Technical 
Services in Zurich. For further information please contact 
your Broker Consultant or Zurich Technical Services on 
01 209 2020.
The information contained herein is based on Zurich Life’s understanding 
of current Revenue practice as at May 2022 and may change in the 
future.
Zurich Life Assurance plc is regulated by the Central Bank of Ireland.

A new digitally-led broking brand has officially launched 
into the Northern Ireland insurance market. Stroll 
Insurance is the latest addition to the Prestige Group 
of companies, heralding a £5 million investment from 
Prestige Insurance Holdings and contributing 60 new 
jobs to the local labour market.
Applying the comprehensive sector knowledge and 
expertise already established by Prestige Insurance 
Holdings, and combining this with pioneering technology, 
Stroll Insurance has embraced the ever-evolving digital 
landscape and delivered a Broker proposition reflective 
of this. 

Brian Allen, Managing Director of Stroll Insurance 
commented: “Digital transformation is certainly not 
limited to consumer behaviour. In the development and 
implementation of Stroll Insurance we have recognised 
the need for insurance companies to stay ahead and 
harness a competitive edge, as well as meet customer 
expectations. 

“Because of significant technological advancements, 
we are now able to confront traditional industry-based 
challenges. Based on user insight, we have listened 
to both insurer and customer challenges and crafted 
a unique user experience rich in both features and 
functionality.
The launch of the new insurance brand is supported by 
a comprehensive and exciting seven-figure marcomms 
campaign which includes TV, radio, press, digital, Out of 
Home, PR and activation.
“We live in a world where everything is just a click away. 
Our customers live busy, fast-paced lives and they strive 
to alleviate stress where they can. They want to stand on 
the train station platform for their daily commute, purchase 
their ticket, listen to a podcast and scroll through last 
minute holiday deals, all simultaneously, on one device. 
They want everything in the palm of their hand, and how 
they purchase their car insurance should be no different.
“The entire ethos of the Stroll Insurance brand is based on 
simplifying what some perceive as a complex and lengthy 
process, ultimately increasing efficiency,  optimising the 
overall customer experience and inspiring advocacy. 
“The accompanying Stroll Insurance app will store all 
relevant documentation, challenging the traditional 
‘bottom drawer’ filing system and becoming accessible – 
any place, any time.
“Our commitment to identifying and utilising emerging 
software solutions, such as AI and Big Data also enables 
the insurer to maximise their efficiency, facilitating a more 
personalised customer experience and whilst improving 
protection against fraudulence. 
“These are changing times for both the customer and 
the insurer, and I am excited that Stroll Insurance is 
walking alongside them both! We are so confident in our 
offering that we are investing in a seven-figure marketing 
campaign to spearhead our growth here in Northern 
Ireland and become the leading digital broker of choice”.

New digital broking brand set to make strides in 
insurance sector

Brian Allen, Managing Director at Stroll Insurance, 
launches the new digitally-led broking brand into the 
Northern Ireland insurance market.
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 Investing involves risk including the risk of loss of principal.
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PRIME is available at standard pricing. For more information, 
please contact your New Ireland Account Manager.
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Passive. Diversified. Risk Managed.
Now, with ESG as a core guiding principle1. PRIME 3, 4, 5 
and Equities are classified as Article 8.2

PRIME Funds,  
meet ESG.

Our same guiding 
principles, evolved  
for today’s world.

1  Exclusionary screens and/or tilting is used on at least 50% of the strategic asset allocation of 
the PRIME funds. State Street Global Advisors’ Asset Stewardship programme is applied to 
the assets held in PRIME.

2  PRIME is classified by New Ireland Assurance Company plc as Article 8 under the 
Sustainable Finance Disclosures Regulation.

New Ireland Assurance Company plc is regulated by the Central Bank of Ireland. A member 
of Bank of Ireland Group. New Ireland may hold units in the funds mentioned on its own 
account. PRIME are New Ireland products for which State Street Global Advisors Europe 
Limited act as investment manager. Source: SSGA, New Ireland, as of 31st May 2022. 
Inception date: 21 April 2016. 

Past performance is not a guarantee of future results. 
This document has been prepared and issued by State Street Global Advisors Europe Limited 
on the basis of publicly available information, internally developed data and other sources 
believed to be reliable. Whilst all reasonable care has been taken in the preparation of this 
document, we do not guarantee the accuracy or completeness of the information contained 

herein. The content of this document is for information purposes only and does not constitute 
an offer or recommendation to buy or sell any investment/ pensions or to subscribe to any 
investment management advisory service.
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Directive (2014/65/EU) and it should not be relied on as such. It does not take into account 
any investor’s or potential investor’s particular investment objectives, strategies, tax status, 
risk appetite or investment horizon. If you require investment advice you should consult your 
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Andy Ivory-Corr: Des, please tell us about the changes that 
are being implemented within PRIME? 

Des Lawrence: Every year we conduct a formal review of the 
PRIME funds. We check that the funds’ investments remain fit 
for purpose, see how the risk estimates have evolved for each 
fund and assess whether the corresponding returns can be 
improved. This year, we wanted to incorporate Environmental, 
Social and Governance (ESG) building blocks where it was 
appropriate and practical to do so. It’s worth emphasizing that 
the key tenets and philosophy for PRIME remain the same. 
The funds use predominantly passive building blocks (cash, 
alternatives and direct property are actively managed), are 
well diversified and have a systematic, robust and proven risk 

management framework in place. All of these characteristics 
have been key to the success of PRIME and all remain in place.

Andy: ESG features more heavily in the PRIME funds now. 
How did you go about this?  

Des: As mentioned, we wanted to increase the ESG 
characteristics of the fund — where appropriate and practical 
to do so. Once we settled on the asset allocation following 
our annual review, we then considered what ESG funds would 
best fit those allocations and exposures. We are delighted 
to advise that due to these changes PRIME Funds are 
now classified as Article 8 Funds as per the Sustainable 
Finance Disclosure Regulation.1

PRIME Funds 
A Continuous Path of Evolution 

As of date 24th May 2022. Source: New Ireland. The allocations are as of the date indicated, are subject to change, and should not be relied upon as current 
thereafter.
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New Ireland’s PRIME funds have been delivering for investors for 6 years. 
And in an ever-changing world we are seeking to enhance PRIME to reflect 
the shifting opportunity set and evolving investment landscape. Andy Ivory-
Corr from New Ireland recently discussed all things PRIME with Desmond 
Lawrence from State Street Global Advisors.  

1  PRIME is classified by New Ireland Assurance Company plc as Article 8 under the Sustainable 
Finance Disclosures Regulation.  
New Ireland Assurance Company plc is regulated by the Central Bank of Ireland. A member of Bank of 
Ireland Group. New Ireland may hold units in the funds mentioned on its own account. PRIME are New 
Ireland products for which State Street Global Advisors Europe Limited  act as investment manager. 
Source: SSGA, New Ireland, as of 17th May 2022. Inception date: 21 April 2016. Past performance 
is not a guarantee of future results. The performance figures contained herein are provided 
on a gross of fees basis and do not reflect the deduction of advisory or other fees which could reduce 
the return. The performance includes the reinvestment of dividends and other corporate earnings 
and is calculated in EUR. Diversification does not ensure a profit or guarantee against loss. The fund 
may be affected by changes in currency exchange rates This document has been prepared and 
issued by State Street Global Advisors Europe Limited on the basis of publicly available information, 
internally developed data and other sources believed to be reliable. Whilst all reasonable care has been 
taken in the preparation of this document, we do not guarantee the accuracy or completeness of the 
information contained herein. The content of this document is for information purposes only and does 
not constitute an offer or recommendation to buy or sell any investment/pensions or to subscribe to 
any investment management advisory service.

Marketing Communication. For Investment Professionals.  
State Street Global Advisors Europe Limited is regulated by the Central Bank of Ireland. 

Registered office address 78 Sir John Rogerson’s Quay, Dublin 2. Registered number 49934.  
T: +353 (0)1 776 3000. F: +353 (0)1 776 3300. The information  is not a research 
recommendation or ‘investment research’ and is classified as a ‘Marketing Communication’ 
in accordance with the Markets in Financial Instruments Directive (2014/65/EU) regulation. 
This means that this marketing communication (a) has not been prepared in accordance with 
legal requirements designed to promote the independence of investment research (b) is not 
subject to any prohibition on dealing ahead of the dissemination of investment research. The 
information is not investment advice as such term is defined under the Markets in Financial 
Instruments Directive (2014/65/EU) and it should not be relied on as such. If you require 
investment advice you should consult your tax and financial or other professional advisor. 
Investing involves risk including the risk of loss of principal. Returns on a portfolio 
of securities which exclude companies that do not meet the portfolio’s specified ESG criteria 
may trail the returns on a portfolio of securities which include such companies. A portfolio’s ESG 
criteria may result in the portfolio investing in industry sectors or securities which underperform 
the market as a whole. Views expressed in this article are views of Desmond Lawrence as of 
20th May 2022 and are subject to change based on market and other conditions.

© 2022 State Street Corporation. All Rights Reserved.  
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Most of the underlying funds employ a strategy of excluding 
investments in certain sectors and/or one that employs ‘tilting’ 
— whereby the allocation to a company is determined by its 
market weight and either increased or decreased based on its 
ESG score. Asset Stewardship, where we use our significant 
holdings and shareholder vote to positively influence how 
companies are addressing ESG challenges, is another 
important tool. State Street Global Advisors is also a member 
of the Net-Zero Asset Managers initiative, pledging to achieve 
net-zero greenhouse gas emissions in our portfolios by 2050 
and have ambitious interim targets for 2030.  

Andy: It’s great to hear that PRIME is now classified as 
Article 8, an increasingly important requirement for 
investors today. Can you also tell us more about the asset 
allocation changes made to the funds? 

Des: In our recent review, we sought to enhance the return 
for each relevant risk budget over the long term, in line with 
a prudent investment horizon. The charts show the updated 
strategic asset class exposures for each PRIME fund.

Some of the more notable changes have taken place in fixed 
income. Our updated return projections pointed to much better 
returns in some of the short-dated bond exposures, especially 
when considered relative to risk exposure. In addition to the 
updated forecasts, the evolving uncertainty surrounding 
inflation outcomes also featured in our review this year. 
 
Property, alternatives and equities can provide a hedge against 
inflation over the long term. This long-term hedge can be 
complemented by explicit inflation protection in the form of 
inflation-linked bonds. That prompted us to propose a switch 
from nominal eurozone government bonds to inflation-linked 
eurozone government bonds. We’ve also reduced the cash 
allocation, one of the asset classes most adversely impacted 
by inflation, by 5%. 

Significantly better return estimates for short-dated euro 
corporate bonds make them a more compelling investment 
for risk-managed funds such as PRIME and we have switched 
from the all-maturity euro corporate bonds to its short-dated 
counterpart in PRIME 3 and PRIME 4. 

Local currency emerging market debt is an interesting addition 
this year. It helps to raise the yield of the bond holdings while 
also offering one of the most attractive risk-return profiles of the 
assets in scope for PRIME.  
 
We have added emerging market equities to PRIME 3 and small 
-cap equities to PRIME 4. These changes are consistent with 
our aim of  enhancing portfolio return and diversification within 
the respective risk constraints using our long-term asset class 
return forecasts, risk estimates and  projected correlations. 

PRIME 3, 4 and 5 use the Target Volatility Trigger (TVT) risk 
management approach, which responds to rising market 
volatility by reducing equity exposure and allocating the 
proceeds to cash. However, there is a minimum equity 
exposure (floor) to ensure that no fund targets less than 
40% of its strategic weight in equities, thereby aiming for an 
acceptable minimum exposure while still providing downside 
protection. The unused risk budget in PRIME 5 means that the 
floor can be increased from 40% to 70%, enabling a greater 
average equity exposure within the risk boundaries. PRIME 
3 and 4 remain unchanged in this regard because we were 
already making full use of their respective risk budgets. 
 

Andy: Finally, performance — how have the funds 
performed in this most recent uncertain environment?

Des: PRIME performed extremely well in 2021 with positive 
returns ranging from 9.3% to 28.5%. Markets have obviously 
been very challenging in the year to date, but PRIME has held 
up relatively well for their respective risk levels. The funds’ 
year-to-date returns range from -4.4% to -9.0% (as at 17th May 
2022). The TVT has helped manage volatility and  limit the 
losses caused by choppy markets this year. From a risk profile 
perspective, since inception the funds have performed very 
well on an absolute basis, and relative to their peers.

For more information about the PRIME Funds range, please 
contact your New Ireland Account Manager or visit New 
Ireland’s Fund Centre.
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Andy Ivory-Corr: Des, please tell us about the changes that 
are being implemented within PRIME? 

Des Lawrence: Every year we conduct a formal review of the 
PRIME funds. We check that the funds’ investments remain fit 
for purpose, see how the risk estimates have evolved for each 
fund and assess whether the corresponding returns can be 
improved. This year, we wanted to incorporate Environmental, 
Social and Governance (ESG) building blocks where it was 
appropriate and practical to do so. It’s worth emphasizing that 
the key tenets and philosophy for PRIME remain the same. 
The funds use predominantly passive building blocks (cash, 
alternatives and direct property are actively managed), are 
well diversified and have a systematic, robust and proven risk 

management framework in place. All of these characteristics 
have been key to the success of PRIME and all remain in place.

Andy: ESG features more heavily in the PRIME funds now. 
How did you go about this?  

Des: As mentioned, we wanted to increase the ESG 
characteristics of the fund — where appropriate and practical 
to do so. Once we settled on the asset allocation following 
our annual review, we then considered what ESG funds would 
best fit those allocations and exposures. We are delighted 
to advise that due to these changes PRIME Funds are 
now classified as Article 8 Funds as per the Sustainable 
Finance Disclosure Regulation.1

PRIME Funds 
A Continuous Path of Evolution 

As of date 24th May 2022. Source: New Ireland. The allocations are as of the date indicated, are subject to change, and should not be relied upon as current 
thereafter.
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New Ireland’s PRIME funds have been delivering for investors for 6 years. 
And in an ever-changing world we are seeking to enhance PRIME to reflect 
the shifting opportunity set and evolving investment landscape. Andy Ivory-
Corr from New Ireland recently discussed all things PRIME with Desmond 
Lawrence from State Street Global Advisors.  

1  PRIME is classified by New Ireland Assurance Company plc as Article 8 under the Sustainable 
Finance Disclosures Regulation.  
New Ireland Assurance Company plc is regulated by the Central Bank of Ireland. A member of Bank of 
Ireland Group. New Ireland may hold units in the funds mentioned on its own account. PRIME are New 
Ireland products for which State Street Global Advisors Europe Limited  act as investment manager. 
Source: SSGA, New Ireland, as of 17th May 2022. Inception date: 21 April 2016. Past performance 
is not a guarantee of future results. The performance figures contained herein are provided 
on a gross of fees basis and do not reflect the deduction of advisory or other fees which could reduce 
the return. The performance includes the reinvestment of dividends and other corporate earnings 
and is calculated in EUR. Diversification does not ensure a profit or guarantee against loss. The fund 
may be affected by changes in currency exchange rates This document has been prepared and 
issued by State Street Global Advisors Europe Limited on the basis of publicly available information, 
internally developed data and other sources believed to be reliable. Whilst all reasonable care has been 
taken in the preparation of this document, we do not guarantee the accuracy or completeness of the 
information contained herein. The content of this document is for information purposes only and does 
not constitute an offer or recommendation to buy or sell any investment/pensions or to subscribe to 
any investment management advisory service.
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Registered office address 78 Sir John Rogerson’s Quay, Dublin 2. Registered number 49934.  
T: +353 (0)1 776 3000. F: +353 (0)1 776 3300. The information  is not a research 
recommendation or ‘investment research’ and is classified as a ‘Marketing Communication’ 
in accordance with the Markets in Financial Instruments Directive (2014/65/EU) regulation. 
This means that this marketing communication (a) has not been prepared in accordance with 
legal requirements designed to promote the independence of investment research (b) is not 
subject to any prohibition on dealing ahead of the dissemination of investment research. The 
information is not investment advice as such term is defined under the Markets in Financial 
Instruments Directive (2014/65/EU) and it should not be relied on as such. If you require 
investment advice you should consult your tax and financial or other professional advisor. 
Investing involves risk including the risk of loss of principal. Returns on a portfolio 
of securities which exclude companies that do not meet the portfolio’s specified ESG criteria 
may trail the returns on a portfolio of securities which include such companies. A portfolio’s ESG 
criteria may result in the portfolio investing in industry sectors or securities which underperform 
the market as a whole. Views expressed in this article are views of Desmond Lawrence as of 
20th May 2022 and are subject to change based on market and other conditions.
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Most of the underlying funds employ a strategy of excluding 
investments in certain sectors and/or one that employs ‘tilting’ 
— whereby the allocation to a company is determined by its 
market weight and either increased or decreased based on its 
ESG score. Asset Stewardship, where we use our significant 
holdings and shareholder vote to positively influence how 
companies are addressing ESG challenges, is another 
important tool. State Street Global Advisors is also a member 
of the Net-Zero Asset Managers initiative, pledging to achieve 
net-zero greenhouse gas emissions in our portfolios by 2050 
and have ambitious interim targets for 2030.  

Andy: It’s great to hear that PRIME is now classified as 
Article 8, an increasingly important requirement for 
investors today. Can you also tell us more about the asset 
allocation changes made to the funds? 

Des: In our recent review, we sought to enhance the return 
for each relevant risk budget over the long term, in line with 
a prudent investment horizon. The charts show the updated 
strategic asset class exposures for each PRIME fund.

Some of the more notable changes have taken place in fixed 
income. Our updated return projections pointed to much better 
returns in some of the short-dated bond exposures, especially 
when considered relative to risk exposure. In addition to the 
updated forecasts, the evolving uncertainty surrounding 
inflation outcomes also featured in our review this year. 
 
Property, alternatives and equities can provide a hedge against 
inflation over the long term. This long-term hedge can be 
complemented by explicit inflation protection in the form of 
inflation-linked bonds. That prompted us to propose a switch 
from nominal eurozone government bonds to inflation-linked 
eurozone government bonds. We’ve also reduced the cash 
allocation, one of the asset classes most adversely impacted 
by inflation, by 5%. 

Significantly better return estimates for short-dated euro 
corporate bonds make them a more compelling investment 
for risk-managed funds such as PRIME and we have switched 
from the all-maturity euro corporate bonds to its short-dated 
counterpart in PRIME 3 and PRIME 4. 

Local currency emerging market debt is an interesting addition 
this year. It helps to raise the yield of the bond holdings while 
also offering one of the most attractive risk-return profiles of the 
assets in scope for PRIME.  
 
We have added emerging market equities to PRIME 3 and small 
-cap equities to PRIME 4. These changes are consistent with 
our aim of  enhancing portfolio return and diversification within 
the respective risk constraints using our long-term asset class 
return forecasts, risk estimates and  projected correlations. 

PRIME 3, 4 and 5 use the Target Volatility Trigger (TVT) risk 
management approach, which responds to rising market 
volatility by reducing equity exposure and allocating the 
proceeds to cash. However, there is a minimum equity 
exposure (floor) to ensure that no fund targets less than 
40% of its strategic weight in equities, thereby aiming for an 
acceptable minimum exposure while still providing downside 
protection. The unused risk budget in PRIME 5 means that the 
floor can be increased from 40% to 70%, enabling a greater 
average equity exposure within the risk boundaries. PRIME 
3 and 4 remain unchanged in this regard because we were 
already making full use of their respective risk budgets. 
 

Andy: Finally, performance — how have the funds 
performed in this most recent uncertain environment?

Des: PRIME performed extremely well in 2021 with positive 
returns ranging from 9.3% to 28.5%. Markets have obviously 
been very challenging in the year to date, but PRIME has held 
up relatively well for their respective risk levels. The funds’ 
year-to-date returns range from -4.4% to -9.0% (as at 17th May 
2022). The TVT has helped manage volatility and  limit the 
losses caused by choppy markets this year. From a risk profile 
perspective, since inception the funds have performed very 
well on an absolute basis, and relative to their peers.

For more information about the PRIME Funds range, please 
contact your New Ireland Account Manager or visit New 
Ireland’s Fund Centre.
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AT Irish Life we are committed to delivering the 
best range of investment choices to Brokers. We 
recognise that your clients have varied needs and 
different preferences when it comes to investing for 
their pensions, investments or savings goals and our 
objective is to match our offerings with your clients’ 
investment needs. 

Investing can seem like a maze sometimes with so many 
funds to choose from and we want to make it easy for 
your clients to invest by delivering meaningful choice 
with a range of carefully selected solutions from our four 
world-class investment manager partners.

With our investment solutions your clients can choose to 
select their own investments from our range of over 80 
funds or choose diversified ready-made portfolios from 
our multi-asset fund ranges across a range of different 
risk profiles.

Our range of options includes, multi asset, equity 
(both indexed and active), fixed income, property, 
commodities, alternatives, cash and other specialist 
funds. We also offer responsible investment options 
throughout our range of funds.

Our funds are managed by four world class multiple 
award-winning fund managers who have dedicated 
teams of experts on hand across the world to uncover 
the best investment opportunities around the world. 

Ready made diversified portfolios

Multi-asset funds are now the most popular choice for 
investors as they give diversified investment exposure 
across different types of assets providing access 
to a range of opportunities in single, professionally 
constructed and managed portfolios.

In 2013 we introduced our flagship multi-asset investment 
offering, MAPS to the Broker market and in early 2020 
launched bespoke multi asset funds built specifically for 
ARF investors with our Retirement Portfolios (REPS), the 
first of their kind in Ireland designed and built around the 
very specific needs of retirees.

Exciting new Multi Asset Fund Options

We are now delighted to add to those options with 
our new FORUM and Setanta Active Multi Asset funds 
delivered for your clients at a cost-effective price

FORUM Funds 
 z From the same multi-asset team at Irish Life 

Investment Managers (ILIM) who manage the MAPS 

and REPS funds we are delighted to introduce our 
new FORUM fund range.  

 z FORUM invests across a range of assets to provide 
diversification, using index strategies for efficiency. 
The new FORUM funds combine ILIM’s globally 
recognised indexation expertise and multi-asset 
skills all managed within a responsible investing 
framework. 

 z Within an increasingly complex investment 
landscape, indexed fund management has emerged 
as one of the most cost-effective and efficient 
methods to achieve broad global exposure to 
different markets.

 z The FORUM fund range will appeal to investors who 
want to maintain a consistent exposure to global 
investment markets by staying invested in different 
market environments. 

Setanta Active Multi Asset Funds 
 z The Setanta Active Multi Asset (SAMA) fund range 

apply Setanta’s renowned active approach of deep 
research and high conviction to a multi asset range 
of funds. The Setanta Active Multi Asset funds are 
managed by a highly experienced, stable and 
award-winning investment team. 

 z The funds are designed to maximise long-term 
capital growth within the appropriate risk parameters 
for each investor. Setanta employ a clear and 
consistent value investment philosophy. 

 z The Setanta Active Multi-Asset Fund Range is made 
up of three actively managed portfolios that hold 
a combination of equities, bonds, property, cash 
and alternatives. The funds are broadly diversified 
across a wide range of growth and defensive assets. 

 z Each of the three Setanta Active Multi-Asset (SAMA) 
Funds have a different risk and return profile based 
on their differing exposures across asset classes 
and offer a high level of diversification.

Proven solutions over your clients’ life cycle
 z We believe that these new fund options alongside 

our existing offerings now give your clients even 
more choices to meet all of their investment needs 
at Irish Life.

For more information about our fund options please 
contact your Irish Life Account Manager or log onto 
bline.ie
Irish Life Assurance plc is regulated by the Central Bank of Ireland.

One Home for all your Investment needs

Michael Hayes, 
Head of 
Investment Sales, 
Irish Life

10 reasons you should choose Aviva 
We are a leading general insurance business in Ireland.

1.  One of Ireland’s largest general insurance 
companies and one of the country’s most 
recognised brands with a financial rating  
of AA- (S&P).1

2.  Strong Irish heritage and trading in  
Ireland since 1780.

3.  A broker focused company, our largest 
distribution channel.

4.  We provide a broad range of covers, including: 
Private Motor, Light Commercial Vehicles, 
Home, Commercial Fleet, SME, Liability, Motor 
Trade, Farm, Commercial Property, Financial 
Lines and Speciality Lines.   

5.  General Insurance policy count is over 800,000. 
We have almost 800 employees in our centres 
based in Dublin, Cork and Galway.2  

6.  Over €235 million paid out in general  
insurance claims in Ireland in 2021.2

7.  The first major financial services group to set 
the ambitious goal to be net zero by 2040. 

8.  Fighting fraud and working to reduce motor 
premiums and costs - Aviva continues to 
campaign for change throughout the industry.

9.  Supporting Irish sport - proud sponsors  
of Aviva Stadium, Irish soccer, rugby  
and our grassroots soccer and mini  
rugby programmes.

10.  Supporting Irish communities -  
through our charity partnerships,  
Aviva Broker Community Fund and  
employee volunteer programme. 

1. Source www.aviva.com
2.  Information correct as at May 2022

Why Aviva?
At a glance

It takes Aviva.
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Aviva Insurance Ireland Designated Activity Company, trading as Aviva, is regulated by the Central Bank of Ireland. 
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VISITING the doctor can be a worrying task. Whether it’s 
for a routine check-up or a more serious matter, there’s 
always a bit of stress involved. Thankfully, most of the 
time those worries are unfounded, but occasionally 
they’re not. Since Covid arrived on our shores, the normal 
workings of doctor’s offices, hospitals, and healthcare in 
general have changed. Restricted times, shortened visits, 
difficulty in getting an appointment. All this heightens that 
sense of worry for patients, especially if they’re unwell. 
With Aviva Best Doctors, you or your clients will get the 
reassurance that there’s someone by your side when you 
need it. Best Doctors gives you access to over 50,000 
leading medical experts and is exclusively available to 
Aviva protection customers at no extra cost. You’ll be 
put in touch with the most suitable expert to answer any 
questions you might have, give you a second opinion and 
provide a comprehensive report to help you and your 
treating doctor select the best course of action. Here 
are some real-life stories from Brokers who’ve used the 
service.

Provide your clients with the right care when they need 
it most with protection from Aviva. In 2021, 13% of those 
who used the service had a change in diagnosis and 38% 
a change in their treatment. Whether you or your clients 
need medical questions answered, a diagnosis double-
checked, help deciding on a treatment plan or guidance 
about a surgery, they can help.  Call the member care 
centre on 1800 882 342 at any time of the day or night, 
seven days a week.

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

Best Doctors 
- a second medical opinion can be life changing

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 30 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

Barry Foley QFA 
Financial Planning Adviser
I had been out of action with a foot injury, as an 
endurance racer of over 5 years the initial diagnosis 
would have ended any further involvement within this 
area completely. As I have a number of protection 
policies with Aviva, I utilised the Best Doctors benefit 
within the policy. 
From start to finish I found Best Doctors to be friendly, 
easy to use & very customer focused, from the initial call 
to the over the phone consultation and contact received 
after the final report. I was very impressed with the final 
report which addressed both the injury, MRI and all 
queries I had for the relevant experts in a plain English 
and transparent way. Thanks to the second opinion from 
Best Doctors the initial diagnosis was changed and I 
have been able to begin the rehabilitation process with 
the intention of returning to racing within the coming 
months. 
As an adviser I highly recommend Best Doctors from 
trivial conditions to a life changing diagnosis, whether 
the second opinion concurs with or changes the initial 
diagnosis, the peace of mind and ease of access to 
worldwide experts in any field at no additional cost is 
something that every household should avail of.

Geradette Walsh APA 
Neiland Financial Services
My husband Jim was fortunate enough to have access 
to Best Doctors Second Medical Opinion through an 
Income Protection Policy our daughter currently holds 
with Aviva. This is his story…
“I have been attending a Neurologist since March 2020, 
as I suffer from severe headaches and pressure in my 
head. I have been on continuous medication for over 2 
years now, and earlier this year I was made aware of a 
benefit available to me through my daughter’s Income 
Protection policy held with Aviva. This unique benefit 
from Best Doctors offers a Second Medical Opinion from 
the world’s leading practitioners. I made contact with 
Best Doctors by phone in January 2022. Within a couple 
of hours, I received a call from a GP who was assigned 
as my case manager. This initial phone call was for 
circa 20 minutes and allowed me to explain my medical 
condition and the background to same. The next day, 
they called me to arrange a suitable time for a further 
consultation with the GP/Case Manager. They called me 
exactly when they said they would and during this call, 
which lasted circa 50 minutes, the GP went through my 
medical history in great detail. Only two days after all 
my medical information was submitted, I received a 26 
Page Report from Mr. Mark Green who is a Professor of 
Neurology at Mt Sinai School of Medicine in New York. 
This report contained his opinion based on the medical 
information I provided. He also supplied an additional 
60 pages of information regarding details outlined in 
my Radiographer’s notes and a technical explanation 
of same. He provided me with some suggestions and 
outlined alternative treatments for discussion with my 
Neurologist.  The following day I received a phone call 
from the GP/Case Manager who offered to go through 
the report with me and answer any queries I may have. 
I have since met with my Neurologist and discussed the 
contents of the report received from Professor Green. 
I have been overwhelmed by my whole experience in 
dealing with Best Doctors from start to finish, and I would 
like to acknowledge their efficiency and professionalism 
throughout. Also, a big thank you to Aviva who provide 
such a valuable unique benefit free of charge as part of 
their Protection policies.”

Contact your Account Manager or avivabroker.ie/best-doctors 

For protection you can trust, It takes Aviva. 

Could your client 
be the one?

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 30 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.

1 in 3 people has their treatment 
changed from using
1 in 10 will have a change in diagnosis.
There’s a number of reasons to choose protection from Aviva, having access to over 50,000 leading 
medical experts exclusively through Best Doctors is just one of them. And with your client’s partner, 
children, parents and partner’s parents also included in one policy, when you sum it up - it’s priceless.
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New Ireland’s latest enhancements 
to Broker Portal 

SPEED and progression go hand in hand. It’s no surprise 
that the Olympic 100 meters events capture the world’s 
imagination. It was only in 1968 that the 10 second mark 
for the men’s 100 meters was broken with Jim Hines of 
the USA posting a time of 9.95 seconds. Today, that time 
may not even get you into an Olympic final, as Usain 
Bolt’s 2009 record time stands at 9.58 seconds.

What does this have to do with Broker Portal from New 
Ireland?
Our Broker Portal system has digitised a wide number of 
administrative processes, which means faster inputs and 
outputs. This allows Brokers to spend less time on admin 
and more time face to face with clients. We’re pleased to 
say that Brokers in our phase 1 rollout have adopted our 
Broker Portal system in growing numbers.

 z 1,842 users from 721 activated Brokerages*
 z 76% of users have continued to re-engage with 

portal over the last 90 days*
 z Over 3,000 New Business applications have been 

submitted via Broker Portal*
 z 1,240 Single Premium top ups into our Personal and 

Executive Pension plans*
 z 699 automated Fund switches across our individual 

product lines*
 z Docusign has been used for 83% of new business 

application forms received in April and 72% of all 
application forms since launch (September 2020)

Protection, Quote and Apply is our latest enhancement
With speed comes progress, so we’re delighted to 
announce that the application journey for individual 
protection products such as Life Choice You & Family 
and Home are now live on Broker Portal. This addition 
will mean reduced touch points to improve processing 
of all applications and more efficient issuing of cases. 
Enhanced premium screens incorporating all New 
Ireland’s market leading discounts and additional 
commission offers eliminates the need to recall the 
discounts and calculate the final premium, supporting a 
“right first time” objective. 
Broker Portal is connected to our underwriting rules 
engine providing market leading volume of upfront 
medical decisions online. With electronic signatures 
now incorporated within the journey, Brokers can 
easily have our system email the customers directly 
for authorisation or download and email forms to their 
customers for signature.

Personal Retirement Bonds join our Pension suite
We’re also pleased to advise that our PRB is now live 
and available on Broker Portal. Our PRB joins Personal 
Pensions, Executive Pensions and PRSAs in our Pension 
suite.

CRM Providers are live and plugged in
Broker Portal links in with the 3 main CRM providers, BIS, 
Wealth Track, and Money Advice allowing a direct flow 
of data from the CRM system. Not only can you top up 
existing pensions, you can even start a new application 
with New Ireland using existing data with a different 
provider. You can start Fund Switch too and go straight 
into Portal without having to log in. This integration will 
lead to a more streamlined connection between your 
business and ours.

Built in automated fund switch capability
Through our Broker Portal, clients are able to Docusign a 
fund switch created by your office. You retain the control 
and the client benefits from an automated fund switch 
journey which realigns their requested funds within 48 
hours. 
With full automation, the fund switch process is truly end 
to end and has significant benefits to how we engage 
with you. Our Portal fund switch function currently 
caters for approximately 70% of New Ireland policies 
fund switches at present with all products being added 
throughout 2022. Please speak with your Account 
Manager for further information.

The future is Broker Portal
Just as the fascination for speed is part of life, doing 
business in a digital way is now the norm. Digital is an 
enabler for sales and business management and we 
firmly believe that Broker Portal is a quantum leap in the 
right direction. Keep an eye out for further development 
announcements and talk to your New Ireland Account 
Manager today about what Broker Portal can do for 
you. 
*Source: New Ireland (Sales Force platform reporting function) as at 
23/05/2022. 
Information correct as at 23.05.2022. 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.

Anthony 
Kavanagh,
Head of Retail 
Sales – East,
New Ireland

For as long as we can remember, we’ve always 
had a fascination with speed. How fast can we 
run, how fast a car will go, and how cool would 

it be to travel on Concorde and break the 
sound barrier?

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

At Allianz we want to support our brokers who are 
working towards the completion of their Advanced 
Diploma in Insurance (ACII) qualification. Our 
specially designed Allianz ACII Scholarship* is an 
interactive scenario-based series of workshops 
hosted online and designed to prepare you for the 
completion of your ACII coursework.

For more information or to apply, contact your Allianz 
Customer Relationship Executive or Representative.

Scholarship
Allianz ACII 

*The Allianz ACII Scholarship does not include registration or exam fees.
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What is Ransomware? 
and how to protect YOUR business

Ilaria Bevilacqua, 
Head of CISO 
Consulting 
Services,
Saros Consulting 

IN this Post-Covid reality, Ransomware attacks 
are on the rise, and it is critical for organizations 
to learn necessary security measures to protect 
against it.
Ransomware has become one of the most prominent 
threats to organizational security - making the cyber 
security landscape more complex and hostile. A 
ransomware attack on your business can result in 
business interruption, data breaches, blackmailing, and 
reputational damage. Since ransomware attacks impact 
almost all businesses without distinction of industry or 
size, knowing and implementing the best practices to 
prevent your business from ransomware is critical. This 
article will share security tips to protect your business 
from ransomware attacks. 

What is Ransomware? How Does it Work? 
The ransomware attack prevents or limits users 
from accessing their system by either locking the 
system’s screen, the user’s files or even deleting the 
user’s data until a ransom is paid. The ransomware 
is a type of software (called “malware”) that works by 
infiltrating the systems and networks of an organization 
and encrypting all of the data present in the target, 
making it extremely hard for victims to recover the 
compromised data. Cybercriminals demand a ransom 
in exchange for a unique key to decrypt or unlock the 
files. The most common tactic hackers use to carry out 
ransomware attacks is distributing malicious links and 
attachments. Email, web browsing and social media 
are the most utilized platforms for attackers. Through 
these platforms, attackers can reach a large number of 
people by distributing malicious links and attachments. 

With a few accidental mouse-clicks or a user mistakenly 
opening an attachment from a strange email, anyone 
could inadvertently install malicious software on their 
computer and all files could be locked, or even worse, 
be deleted forever.

The consequences of Ransomware attacks can include: 
 z Data loss/corruption/theft 
 z Hardware damage 
 z Blackmailing 
 z Revenue loss 
 z Indefinite business interruptions 
 z Cybercriminals misusing the compromised data 
 z Legal complications 
 z Reputational damage

Evolution of ransomware attacks in the past 
decade 
During the last decade, we have witnessed an 
exponential increase in ransomware attacks disrupting 
the operations of private businesses and public/
governmental institutions on a large scale. 

On 14th May 2021, for example, the Health Service 
Executive (HSE) was the target of a substantial 
ransomware attack. The attack resulted in a forced 
shutdown of most of the healthcare IT systems of 
Ireland - leading to delays and cancelled appointments 
of patients along with other severe complications. 
Cybercriminals demanded a ransom of $20 million in 
Bitcoin in exchange for agreeing not to sell or disclose 
the sensitive information of patients. An enormous 
amount (700 gigabytes) of the HSE’s data was allegedly 
exfiltrated by the cybercriminals. The attack was caused 
by security vulnerabilities present in the networks of the 
HSE departments that enabled the attackers to infect 
the critical IT infrastructure with Ransomware. However, 
a decryption tool provided by the same cybercriminals 
allowed HSE to initiate the slow recovery of the impacted 
systems. 

Similarly, the renowned University of Utah paid a 
ransomware gang $500k to prevent the dissemination 
of  sensitive information of students. Attackers used 
ransomware to target the data stored on the servers 
of the university. Luckily, the security parameters of 
the university were only partially breached - allowing 
hackers to encrypt only 0.02% of the data stored on its 
servers. However, the stolen data had enough sensitive 
information pertaining to the students that would have 
caused severe consequences if disclosed or misused 
by the attackers. The university updated its server-side 
vulnerabilities to prevent such cases in the future. 

There is a rapidly growing list of ransomware attacks 
targeting different types of public/private organizations 
and businesses. Experts anticipate that the total costs of 
ransomware attacks will exceed $20 billion by the end 
of 2022. 

Protecting your business from ransomware 
Experts estimate that a ransomware attack occurred 
every 11 seconds in 2022. According to the FBI, there 
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are on average more than 4000 ransomware attempts 
every single day. Experts have also reported an estimated 
€20 billion global impact due to ransomware attacks. 
These are figures that indicate the gravity of the dangers 
that ransomware malware presents. Luckily, like many other 
cybersecurity threats, ransomware is also preventable. 

Here are the top 4 security tips to help you prevent your 
business from ransomware attacks. 

1. Select the appropriate technical and operational 
security strategy 

Designing and implementing solutions including an 
antivirus software, data backup and disaster recovery plans 
(DRP) can help you safeguard your organizational data from 
both internal and external security threats. Data backups 
and disaster recovery plans help in recovering valuable 
data. Additionally, where appropriate, the implementation 
of encryption solutions provides additional defences 
against security intrusions and unauthorized access to 
sensitive data, blocking the unauthorized entities to access 
or misuse the data - providing your critical data/information 
with the highest immunity against cyber threats. 

2. Invest in training your staff first, then in technology 

Employees play a vital role in exposing or defending a 
business from security threats. Reportedly, as high as 95% 
of cybersecurity breaches are caused by human mistakes. 
Employees that lack the required cybersecurity education 
and training are more prone to the security threats and 
scams of cybercriminals, compared to the employees 
who think from a security perspective and follow proper 
security policies and protocols. As a business, you must 
provide your employees essential cybersecurity education 
and training. It will help your employees to make security-
conscious decisions and identify potential threats while 
dealing with personal or organizational data/information. 

3. Use next-generation cybersecurity solutions 

Traditional security solutions are becoming increasingly 
inefficient and incapable of coping with modern 
cybersecurity threats. As a business owner, of any size 
business, it is important that you invest in next-generation 
cybersecurity solutions that include next-gen antivirus, 
firewalls, ransomware malware detection tools, and 
intrusion detection systems equipped with artificial 
intelligence and machine learning. Such next-gen security 
solutions leverage cloud and AI technologies to offer real-
time threat and anomaly detection capabilities - providing 
reliable protection against traditional and modern security 
risks. 

4. Be tactically effective without sacrificing the strategic 
view 

It is easy to become so focused on day-to-day operations 
that you fail to observe the bigger picture. Having a good 
understanding of the project-level health of your security 
program ensures that you avoid process breakdowns that 
often lead to security controls failures. You should plan 
a regular review of your security program governance 
processes and checkpoints.

Ransomware malware is undoubtedly one of the most 
prominent security threats to businesses today. However, 
there are also a host of other cybersecurity threats facing 
businesses that are equally, if not more dangerous when 
compared to ransomware. The key to building an effective 
and efficient cybersecurity strategy is to regularly test 
and update the implemented security capabilities while 
investing in people awareness and new security solutions.

FUNDROCK Management Company, a leading European 
third-party UCITS Management Company (“ManCo”) and 
Alternative Investment Fund Manager (“AIFM”), recently 
announced that it has been appointed by the Board of 
Royal London Asset Management (“RLAM”) Funds plc and 
the Board of the RLAM Funds ICAV to provide Management 
Company Services.
RLAM is one of the UK’s leading fund management 
companies, managing assets on behalf of a wide range 
of clients. FundRock will provide ManCo Services to Royal 
London’s Irish Fund Range and comprehensive Distribution 
Support within the European Union. The Funds’ combined 
assets under management (“AuM”) are over €17bn.
This appointment follows a wider trend of non-European 
Union based managers and the Boards of Irish self-managed 
funds partnering with established institutional third-party 
management companies. With significant substance and 
technology, the right partner can help funds to deliver 
efficiencies and meet their resourcing requirements in a 
post-CP86 and Brexit environment.
FundRock, part of the Apex Group, has a significant Irish 
presence, employing over 65 people in Ireland. As of 
December 31, 2021, FundRock is one of the largest ManCos 
in Europe, overseeing more than 470 funds with a total of 
€134 billion in assets under management. The FundRock 

Group has more than 170 employees in six countries 
including Luxembourg, United Kingdom, Ireland and France.

Paul Spendiff, Managing Director, 
FundRock Management Company 
comments: “We are pleased to be 
supporting Royal London’s Irish funds 
with our leading ManCo and European 
Distribution services. This appointment 
is recognition of our significant scale and 
ability to offer our clients a substantial, 
well-capitalised solution with deep and 
broad expertise, packaged into a robust 

offering with strong local presence.”
Rob Williams, Chief Distribution Officer, Royal London Asset 
Management further adds: “We are delighted to be working 
with FundRock who share our philosophy of providing 
bespoke solutions to meet specific investor objectives. We 
were impressed by FundRock’s comprehensive suite of 
services beyond management company solutions, including 
their European Distribution capabilities.”

Royal London Asset Management 
appoints FundRock for ManCo & Distribution Services



Interested in strong 
performance?

Then you’ll be interested to know that 
New Ireland have the best performing and 
second best performing funds over 1 year 
in both ESMA 3 and ESMA 4 categories.

That’s right – our independent investment 
managers have filled the No.1 and No.2 
spots – in both categories.*

With a strong focus on downside  risk 
management, our market-leading  fund 
offering includes:

*Source: Longboat Analytics, May 2022.

• A mix of active and passive funds;

• A range of investment styles;

• A focus on risk management.

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

To find out more about our fund 
offerings, talk to your New Ireland 
Account Manager or visit:

fundcentre.newireland.ie

When it comes to being 
the best, our only real 
competition is ourselves. 

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.
Warning: If you invest in these funds you could lose some or all of the money you invest.

Terms and conditions apply. Exit tax (up to 41% currently) applies to gains on life assurance investment policies. 
A Government levy (currently 1% of the premium amount) applies to all premiums paid to a life assurance policy.

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

Check out our performance 
for yourself:

ESMA 3: Over 1 year we have the 1st 
and 2nd best performances with 
Goodbody GDI 3 and PRIME 3.*

ESMA 4: Over 1 year we have the 1st and 
2nd best performances with Goodbody 
GDI 4 and PRIME 4.*

https://fundcentre.newireland.ie/
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FOR customers and their families, the moment they need to 
make a claim is when the real value of their protection policy 
is felt. And Financial Brokers need to know that when they 
recommend financial protection, they’re recommending a 
policy from a company that pays out claims when and as 
it should.

In 2021, Royal London as a Group* paid 99.5% of protection 
claims, equalling over €760 million in total claims payouts**. 
This included paying 99.2% of claims, totalling over €43.5 
million, to customers and their families in Ireland.^ 

Matthew Tinney, Head of Underwriting at Royal London 
Ireland commented, “At Royal London Ireland, our 
continuous focus is on providing the best customer 
outcomes, so the payment of claims is the key moment of 
truth. We’re proud of our customer-centric claims philosophy 
and strong claims track record, which are evidenced by the 
claims we paid in 2021.”

Royal London Ireland claims insights 

In 2021, Royal London Ireland paid 99.2% of all protection 
claims. This included paying 100% of all Covid-19-related 
claims.

Covid-19

In total, Royal London Ireland paid over €4.4 million in 
Covid-19 claims. The leading protection provider recently 
announced that it has improved its underwriting philosophy 
in relation to Covid-19, based on its continuous monitoring 
of the disease. 

Matthew explained, “This development is great news for 
Financial Brokers and their clients, as a client’s Covid-19 
diagnosis alone is no longer a reason for application 
postponement. We are now only concerned with 
hospitalisation from Covid-19. Recent, or even current, 
Covid-19 diagnosis (without hospitalisation) isn’t a 
temporary barrier to getting on cover. We were delighted 
to be the first provider in Ireland to announce this Covid-19 
underwriting approach across all our products.”

This update is particularly significant for anyone applying for 
Mortgage Protection. They no longer need to be concerned 
about a Covid-19 diagnosis delaying their Mortgage 
Protection approval at a critical time during their property 
purchasing process.

Personal, Accessible, Local claims philosophy

When it comes to your client making a claim, the claims 
philosophy and claims servicing of the life insurance 

company is vital. Royal London Ireland was ranked by 
Financial Brokers as number one for claims ethos at the 
2021 Brokers Ireland Excellence Awards, as well as being 
recognised for Protection Provider Excellence, Service 
Excellence and Excellence in Broker Support.

Matthew commented,  “We know that claims are made 
during difficult times, so making a claim shouldn’t be 
onerous for customers or their families. Our focus is to make 
sure we pay claims quickly and with minimum paperwork 
to help ease financial worries and allow customers and 
their families to focus on what matters most. Our Personal, 
Accessible, Local claims philosophy underpins our claims 
management, meaning we are there for our customers 
through every step of the process.”

Matthew concluded, “It’s very rewarding to see the good 
that can be achieved through the payment of claims. As 
your client or their loved ones process a life-altering event 
like a death or a serious illness diagnosis, their claim pay-
out can do so much to ease the burden of financial worry at 
such a crucial time.”
For more information on Royal London Ireland’s 2021 
protection claims, visit www.royallondon.ie/claims
Note: Exchange rate used as at 19 April 2022.
* Group protection figures from Royal London UK and Ireland 
Protection business claims paid (1 January to 31 December 2021).
** Figure includes Term Assurance, Whole of Life, Terminal Illness, 
Total Permanent Disability, Specified Serious Illness and Income 
Protection.
^ Figures include Term Assurance, Whole of Life, Terminal Illness, 
Specified Serious Illness and Income Protection.

“

Royal London protection claims 2021

Matthew 
Tinney, Head of 
Underwriting, 
Royal London 
Ireland 

At Royal London Ireland, we’re proud of 
our customer-centric claims philosophy 
and strong claims track record, which 
are evidenced by the claims we paid in 
2021.

At Royal London Ireland, the claims team 
provides 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.

The Royal London Ireland 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.

Life Cover Specified Serious Illness Whole of Life Income Protection

95.3% of claims paid 91.7% of claims paid 99.9% of claims paid 82.4% of claims paid

Over €210 million paid out Over €163 million paid out Over €376 million paid out Over €5 million paid out

Summary of Royal London Group* 2021 protection claims paid

* Royal London UK and Ireland Protection business claims paid  
(1 January to 31 December 2021). 
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To find out more, visit 
www.royallondon.ie/claims

At Royal London,  
we’re in the business  
of paying claims,  
and we have a long  
history of doing so.
2021 protection claims* paid  
by Royal London Group:
   

99.5%  
of claims

Over  

€760m 
in total claims payouts

In 2021, Royal London Ireland paid: 
   

99.2%  
of claims

Over  

€43.5m 
to customers and  
their families

Our Personal, Accessible, Local claims 
philosophy underpins our claims management, 
meaning we are there for our customers 
through every step of the process. 
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Aviva Investors Responsible Investment Annual review
Turning talk into action

Peter Smith, 
Investment 
Director,
Aviva Investors

ECONOMIST John Maynard Keynes famously said there 
are only two certainties in life: death and taxes. Based 
on the last decade, there may a be a third: investing 
sustainably. The volume of funding, column inches, client 
demand, product offerings and regulatory interest have 
grown exponentially. This is good news. But it is not 
without its challenges.
Unfortunately, to the untrained eye, it has become 
increasingly difficult to identify genuine sustainable 
investment providers when everyone seems to have it ‘in 
their DNA’ nowadays. We must focus more on promoting 
our pedigree in responsible investing, which dates back 
to the early 1970s when we cast our first shareholder 
vote; we were also, not just a United Nations Principles 
for Responsible Investment founding signatory, but a key 
player in writing and shaping them. 
Each year we produce a comprehensive report of our 
activity over the past 12 months, covering how we use 
company engagement, voting and investment decisions 
to drive a transition to a sustainable future. We invest, 
stay engaged and partner to improve the sustainability 
of our investments. Making a difference does not stop 
with our investments. We work in partnership with clients, 
policymakers and regulators, sharing knowledge and 
collaborating to build a sustainable future for us all.
Engaging at scale
With over €318 billion in assets under management1, we 
have a duty to act as a trusted agent of our clients’ assets. 
Effective and responsible active ownership has long been 
part of our fundamental approach to investment at Aviva 
Investors. We believe that persistent and constructive 
dialogue with issuers, corporates and sovereign 
representatives is vital to preserve and enhance the value 
of assets on behalf of our beneficiaries and clients.
In 2021 we engaged with 2,9592 companies on 
environmental, social and governance issues, but it’s not 
just about engagement, it’s about defining clear outcomes 
for the companies we engage with. In 2021 we had 
4202 engagement “wins”, a win is determined when the 
company changes in line with our engagement ask.
Taking action on climate change

In 2021, the Global Climate Summit known as COP26 
took place in Glasgow continuing to place climate change 
at the top of the agenda for 197 global nations. In 2021 
Aviva Group announced its ambition to become net zero 
by 2040. We believe it is imperative that this identity is 
carried forward as an ask for the companies and countries 
that we invest in. In 2021 we voted in favour of 91%2 of 
shareholder resolutions on climate and social issues. But 
it’s not just about the companies we invest in, in February 

2021, led by portfolio managers within our sovereign 
bond funds, we wrote to the finance ministers and central 
bank governors of 21 countries2 to raise the importance of 
action on climate change.
In 2021 we launched our Climate Engagement Escalation 
programme, which targets the world’s 30 largest carbon 
emitting companies, we believe that engagement with the 
companies we invest in is the most impactful way to drive 
change, if you walk away, you lose your voice. Therefore, 
we have asked these companies to adopt a long-term 
plan to become net-zero by 2050, alongside other clear 
near-term transition commitments. We conducted over 
120 engagements with these companies during the year, 
as we work with them to achieve these goals. We have 
also confirmed that should they not engage constructively 
with the programme over the next three years, we will take 
action and ultimately divest from these companies within 
our equity and credit portfolios. 
Commitment to voting
Voting is a crucial part of the investment process and we 
have had a formal and considered voting policy since 1994. 
Our voting policy is reviewed annually and signed off by 
the Aviva Investors board. We have explicitly incorporated 
corporate responsibility disclosures and performance 
into our voting since 2001; being one of the first asset 
managers to do so globally. We actively exercise our rights 
as shareholders to promote responsible and sustainable 
practices in companies in which we invest.
In 2021, we voted on 70,956 resolutions at 6,648 
meetings of the votes we made, 27% of them were against 
management resolutions, including 47% against pay/
remuneration proposals2. 
Turning talk into action
We are proud to be a company of action. United by a 
firm-wide commitment to work with and for our clients to 
do what is right for them, society and the world around 
us. Responsibility is embedded across all levels of our 
organisation, in our purpose, people and processes. 
Understanding ESG, the risks and the opportunities, 
helps us to be better investors, delivering the investment 
outcomes our clients expect and making informed 
decisions on people, earth and climate. That is why, in 
June 2022 Aviva will launch a full suite of Multi-Asset 
ESG Funds that take into account ESG considerations 
when investing. Our “Managed for you” multi asset fund 
range covers active, passive and fixed funds and are all 
compliant with Article 8 of SFDR. 
Talk to your Account Manager. 
Visit www.avivabroker.ie/esg. 
1. Source: Aviva Investors 31 December 2021. 2. Source: Aviva 
Investors Responsible Investment Review 2021.  

Warning: If you invest in this product you may lose 
some or all of the money you invest.
Warning: The value of your investment may 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.
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HOW long have you worked as a Broker - how did you 
come into the industry?  
I’ve been working as a Broker for five years and I have 
been in the industry for more than 23 years.  My career 
started in the UK where I worked as a Broker Account 
Manager for seven years with two different life companies 
in Manchester and London. In 2004 I made the move 
across the Irish sea and joined New Ireland Assurance 
as a Broker Account Manager, working in Cork and Kerry. 
Then in 2017, wishing to be more at the forefront of the 
financial advice process and to use my knowledge to 
more directly help people with their finances, I joined a 
Financial Broker company. There I gained invaluable 
experience working with clients and advising them on 
their financial needs. At the same time, I studied for the 
Graduate Diploma in Financial Planning which led to CFP® 
qualification through the Financial Planning Standards 
Board. I went on to complete the MSc in financial services 
and soon afterwards, having made the decision to start 
my own business, I set up SurePlan Financial in 2020.
What’s your favourite and least favourite thing about 
being a Broker? 
My favourite is helping people, especially the satisfaction 
I feel after I have helped clients solve a particular concern 
and they say that ‘a weight has been lifted off their 
shoulder’.  Whether we have put financial protection in 
place for them so that they know they and their family are 
protected, or they have started an investment or pension 
plan so that they are preparing better for the future, it is 
great to see their relief when they know they have a plan 
in place.
My least favourite is probably the amount of paperwork. 
But that is part of the job, and it is just a matter of being 
organised and having good processes and practices 
in place to make sure everything gets done. When I 
started SurePlan Financial, I made the decision to have 
a paperless office from the outset. Using a CRM system 
has streamlined some of the processes and reduced the 
printing of much of the paperwork.
Favourite App or gadget that you use in your day-to-day 
business? 
Probably since completing the CFP®, my financial 
calculator is never too far away from me! But, with the 
fast advancements in technology, there are now so many 
apps and tools that help us with our day-to-day business 
and planning, it will make many parts of our work easier 
in the future.

Tell us something that we don’t know about you?
I am a Manchester United Season Ticket holder and, as 
this year is my 25th season having the ticket, I now have 
my name on the seat at Old Trafford! United haven’t given 
me too much else to smile about this season so getting 
my name on the seat was great!  I am now looking forward 
to next season under a new manager and hopefully 
performances will improve!
What’s your best bit of business advice to your younger 
self?
‘Know your worth’.  That is important whether you are an 
employee or if you are self-employed. Looking back, it is 
not something that I took on board and realised myself at 
times. I think that if you are working hard in your job and 
making a difference, you should always value yourself 
and make sure you know your worth when it comes to 
your career and progressing further. 
Since becoming self-employed it is something I have had 
to take on board in a different way and make sure I value 
myself, my time and the advice I am giving to my clients.
Being socially distanced from clients, how have you had 
to reinvent your interaction with customers? 
In the last two years we would have been lost without 
being able to have virtual meetings with clients and 
both Zoom and Teams have become part of our daily 
lives nowadays. Even though I am back doing in person 
meetings on a regular basis now, many clients are still 
choosing virtual meetings because it saves travel time 
and can be so easily scheduled into their day.
A positive of being able to meet clients virtually is that it 
has meant that our business is nationwide now, and I have 
clients all around the country. The ability to be able to 
email correspondence to clients and for it to be completed 
using digital signatures has also been a massive plus and 
is saving a lot of paperwork and time.
All of that said, it has been nice to be able to meet with 
both clients and industry colleagues in person again in 
recent months, at the end of the day I do feel our industry 
is still a people business. 

Up close and personal with 
Karen Goodliffe, SurePlan Financial
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Members Summer Bootcamp 
CPD Webinar Series

After a two and a half year gap, Brokers Ireland is delighted 
to invite Insurance Broker members to our in-person Meet 
The Market Day which is being held on Thursday 15th 
September from 10:00-15:00 hrs in the RDS, Dublin 4.
The purpose of Meet the Market Day is to enable General 
Insurance Brokers to engage and directly talk with market 
insurance and specialist providers who will be on hand 
to exhibit, distribute materials and network with Brokers 
on the day.

 z Insurers – General Insurance Companies
 z Key Market Representatives
 z Lloyd Cover Holders
 z MGA’s
 z Loss Adjusters
 z Wholesalers
 z Health Specialists
 z Software Providers
 z Finance and Utility Companies

Over 80 suppliers operating in the Irish market will be 
on-hand to answer Broker questions and discuss your 
client’s insurance needs. There is no fee for members to 
attend this event and it’s a great opportunity for Brokers 
to make some valuable real-time business contacts and 
seek product information from specialist suppliers.
We strongly urge as many staff as possible from each 
Broker firm to attend this worthwhile event. This year’s 
Meet the Market Day is being kindly supported by AXA.

Members Annual 
Performance Survey 

As part of Brokers Ireland strategic focus to help improve 
membership engagement so that ideas and issues can 
be openly communicated and elevated to an appropriate 
level, we have again compiled the 2022 Brokers Ireland 
Members Performance Survey across key areas of the 
organisation’s service offerings. This research has been 
devised to provide members with an opportunity to give 
feedback on the services we provide and enable us to 
support Brokers on issues and services that are relevant to 
your operational requirements.
As always, member’s feedback is essential in helping us 
to continuously improve our standard of communication, 
support services, and technical advice to members and we 
appreciate your response to this annual survey which is 
currently in circulation. The survey is available and open to 
members to complete until the 17th June 2022.

JUNE WEBINARS for Board 
Members of a Mortgage 
Credit Intermediary
Under the Minimum Competency Code 2017,  there is a 
requirement for all members of the board of a mortgage 
credit intermediary to complete 6 hours of continuous 
professional development (CPD).  This requirement is for 
all members of the board even if they are not advising. 
If the individual already holds a recognised qualification 
and is completing CPD, there is no additional 
requirement.
To help Brokers facilitate this, Brokers Ireland have 
developed a 6 hour program that will be tailored for non-
executive directors/partners which will be presented 
and run virtually this year from 02-15 June 2022.

Brokers Ireland is delighted to host our members’ Summer 
CPD Bootcamp Webinar series which will take place virtually 
from 14-28 June 2022.  The presentation schedule includes 
an interesting line-up of key industry experts in the areas 
of compliance, ethics, regulation, the economy, and more.

14 June Ethics – Motherway Consulting

15 June Mortgage Update - John Fahy, AIB/
Kimberley Highland, Brokers Ireland 

16 June Compliance Update - Elizabeth 
SmithWright, Brokers Ireland

21 June Update on the Work of the Financial 
Services and Pensions Ombudsman - Mary 
Rose McGovern, Ombudsman (Acting)

22 June Considering Human Risk in Cybersecurity 
- Edel O’Brien, Central Bank,  Information 
Management and Technology

23 June Data Protection - Regsol Compliance

28 June Personal Injuries Assessment Board 
Guidelines - Stephen Watkins, Director of 
Corporate Services, and Peter O’Brien, 
Operations Manager, PIAB

See the Brokers Ireland website for further information. 

02 June Consumer Credit Worthiness

07 June Security Valuation

08 June Credit Products/Ancillary Products

09 June ESG by Clarus

10 June Credit Agreements & Land Registers

14 June Ethics

15 June Mortgage Update

See the Brokers Ireland website for further information. 
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YOU’LL know as a Financial Broker, your client’s needs 
are at the centre of your approach to providing advice 
and support when it comes to personal protection, and 
arguably there is no better support than with an Income 
Protection plan. The sole purpose of this type of policy 
is to protect the insured when they are most financially 
vulnerable, when they are out of work due to illness or 
injury. Lengthy disability can be financially devastating; 
with increased outlays due to significant health care 
or convalescence needs; the need for assistance for 
serious disability; and an increased reliance on extended 
family or friends support network. State Benefit only 
provide a basic level of support and also worrying is 
the low level of emergency savings that people have – 
with the average at only €6,200 per household. And for 
those renting, the average is much lower. 

The peace of mind that comes from an Income Protection 
policy can alleviate additional stresses that illness and 
injury can bring, however no matter what level of cover 
provided there will always be a period of time where 
an individual is exhausting a waiting (deferred) period 
and may have limited financial support. It is during this 
waiting period that Zurich’s additional supports can be 
provided at no extra cost to the customer. 

Early Intervention can make all the difference to a 
claimant

Having worked with employers for a number of years 
on providing absence management assistance, Zurich 
created an Early Intervention Programme to provide 
support at the earliest of stage of absence. With the 
launch of our individual Income Protection plans, this 
established support has been seamlessly transferred to 
the personal income protection policy. Our experience 
has shown that the longer an individual remains away 
from the workplace, the more difficult it becomes to 
return. The individual becomes de-conditioned, loses 
basic skills, loses confidence, all of which can be very 
difficult to overcome, especially with the financial impact 
that being out of work brings. Although most individuals 
want to return to work, in may become increasingly 
difficult to do so the longer they remain absent.

Our Early Intervention programme is designed to 
provide additional support to the insured at the earliest 
stages of commencing a period of sick leave or potential 
absence. We recommend that the insured contact a 
member of the Claims Team in Zurich to advise they are 
absent for work as early as two weeks into a period of 
absence and provide some general information on what 
has occurred. This is an important distinction – we do 

not need to wait for the deferred period to have elapsed 
for our early intervention programme to kick into gear.

We will refer the insured to our independent partner, 
Health Claims Bureau (HCB), who will provide the 
independent support of an accredited case manager 
allocated to their case. Using their unique expertise, 
the case manager can recommend additional supports 
that may aid recovery, and where appropriate, Zurich 
will fund these supports for the individual. Zurich and 
HCB treat all information gathered with the utmost 
sensitivity and confidentiality and are skilled in dealing 
with medical and psychological illnesses including 
work related conditions. Whilst every case is different, 
interventions may include one or more of the following: 

 z Private Physiotherapy
 z Cognitive Behavioural Therapy
 z Cost of private Specialist review 

While the insured is engaged in the programme, their 
case manager will monitor their progress with ‘catch up’ 
calls, providing further support and a listening ear which 
is particularly comforting as they experience a difficult 
time in their lives. Whilst this service does not replace 
the engagement of the insured’s own doctors its main 
objective is to help the insured recover from illness 
or injury and return to work at the earliest possible 
opportunity, thus reducing that financial vulnerability. 

We have seen great success with Employers who have 
engaged in our early intervention programme with many 
of their employees feeling supported, cared for and 
ultimately return to work before the end of the waiting 
period or early into their claim. Most personal Income 
Protection holders don’t have the engagement of an 
‘employer’ and therefore this kind of support and care is 
even more essential. 

Where early intervention is unsuccessful, the fact that 
the insured has notified Zurich at an early opportunity 
of absence from work, it is more likely the claim will be 
finalised before the waiting period is exhausted and the 
insured can commence receiving the financial support 
the policy provides. 

If you would like to know more about Zurich Life’s 
Early Intervention Programme or Zurich Life’s Income 
Protection offering as a whole, please contact your 
broker consultant or email me at kate.mcnamara@
zurich.com.  
Zurich Life Assurance plc is regulated by the Central Bank of Ireland.

Early Intervention on Personal Income Protection 
– a Game Changer 

Kate McNamara, 
Group Risk 
Claims 
Specialist, Zurich

HAVING made it through a pandemic that most of us probably thought was going 
to be an enforced two week stay at home in March 2020, now is the time to take 
notice of what kind of financial protection we hold and should hold. Undoubtedly 
the need for a regular income when significant illness strikes came to the forefront 
of our minds during those very tough times, and I was delighted when Zurich added 
Income Protection as an offering under our suite of protection products. 
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IT was with great sadness that 
we learned of the passing of 
Inez on the 27th November 
last, after a long illness bravely 
borne. Inez was one of life’s 
ladies.  

Inez started her career with Irish National General 
Insurance Company staying with them for six years. 
She enjoyed working with an insurance company, but in 
order to get more experience of the business she moved 
into insurance broking with Harry Gaw & Partners. After 
a number of years there she joined Coyle Hamilton 
(now Willis) as Manager of their Small Commercial Unit. 
She was always trying to further her knowledge and 
competence and during this time she finished her ACII 
and also completed her MBA in Business Management. 
She then left the insurance industry for a year to 
work with a German Company called Bertelsman and 
returned in 1998 to join Gaw Insurances as Managing 
Director. In 2002 she bought the general business of 
Gaw Insurances and set up Connolly Gaw Insurances 
based in Rathfarnham. She built up the company over 
the following years diversifying to also offer her clients 
the full range of financial services, i.e. life, pensions, 
investments and mortgages. She suffered a brain tumour 
in 2010 and, as a result, she merged her business with 
Alan B Kidd & Co Ltd. In her role as Account Executive 
she continued to serve her loyal clients until 2014. 
As a Broker she was always very active with her 
representative body, Irish Brokers Association (IBA), 
having joined the General Insurance Committee in 
2000. After spending four years on this committee, 
she was then appointed to the IBA Council becoming 
Deputy President in 2005. Inez became the first female 
President of the Irish Brokers Association at the AGM 
in 2007. During my time with IBA, I worked closely with 
Inez, especially during her year as President. She was 
a very go ahead and progressive leader, spearheading 
the IBA team in the lengthy merger talks with PIBA in 

2007/8. She firmly believed in the concept of one voice 
representing all Brokers and was very disappointed when 
the merger was ultimately rejected by IBA members at 
an EGM. She was delighted when the merger eventually 
happened in 2017, seeing the fruits of her labours finally 
come to fruition. 
A major initiative during her year was the introduction of 
Young IBA. A brainchild of Inez’s, this was a stand-alone 
committee within IBA which encouraged younger staff 
members of Broker firms to join their own arm of IBA 
where they could discuss issues relevant to them. It also 
helped them to share ideas/concepts and develop their 
skills and competencies to prepare them as the Broker 
firm owners of the future. 
In her early years Inez, with her sisters Rita and Ursula 
formed the folk group – The Connolly Sisters, which 
was very popular and successful. Her love of music 
continued as she was a member of numerous choirs 
over the years…..the Glasnevin, Tallaght and Clane 
Church Choirs. She also performed with the Rathmines 
& Rathgar Musical Society and in the final of Tops of the 
Town with Irish National.
Maya Angelou, an American poet, memoirist and civil 
rights activist is known for the following comment… “My 
mission in life is not merely to survive, but to thrive; and 
to do so with some passion, some compassion, some 
humour and some style”. This could easily have been 
attributed to Inez – I have fond memories of her as a 
very supportive colleague, a mentor and a friend who 
was very generous with her time. Inez is sadly missed 
by her loving husband Aidan and her extended family 
and friends. She is also fondly remembered by all her 
friends that she worked with in the Broker community, 
especially her colleagues on the various committees 
and Council whom she served with in IBA. 
Inez may have gone from our lives but she is certainly 
not gone from our hearts. 
Ar dheis Dé go raibh a hanam dílis. 
Pat O’Sullivan

Inez Connolly RIP fondly remembered

AS it marks fifty years since its foundation in 1972, the 
Society of Actuaries in Ireland has elected Mary Robinson, 
former President of Ireland 1990-97, as an Honorary Fellow.
Mrs Robinson served as President of Ireland for seven years 
and has been credited with transforming the role.
SAI President, Sheelagh Malin, said ‘Mrs Robinson has a long 
and distinguished track record of public service in Ireland 
and elsewhere.  She is a prominent and highly regarded 
figure internationally who has made a huge contribution 
to human rights and world peace, always highlighting the 
concerns of ordinary people.  An area that is of significant 
relevance and importance to the actuarial profession is her 
tireless campaigning on climate change and sustainability.’
She also noted the importance of Mrs Robinson’s work as 
United Nations High Commissioner for Human Rights (1997-
2002), where she integrated human rights into the United 
Nations system and became renowned as an outspoken 
voice dedicated to investigating and exposing human rights 
abuses across the world.

In 2018 Mrs Robinson was appointed as the Chair of The 
Elders, an independent group of global leaders working 
together for peace, justice and human rights.  
‘Mary’s work with the United Nations, Oxfam International, 
the Mo Ibrahim Foundation, the GAVI Alliance, The Mary 
Robinson Foundation - Climate Justice, and others, also 
gives a voice for the vulnerable in our world.’
Sheelagh Malin added, ‘On our 50th Anniversary, it will also 
be my pleasure to host our 2022 President’s Conference on 
the theme “Megatrends: Shaping our Future” with keynote 
speaker James Maher (Partner/Principal, EMEA Insurance, 
Ernst & Young Business Advisory Services).’
The Society of Actuaries in Ireland was founded fifty years 
ago on Wednesday, 3rd May 1972.  At that time there were 
17 actuaries resident in Ireland. Today, the Society has more 
than 2,000 members and the scope of activities carried 
out by the Society and by individual members has widened 
considerably. 

Society of Actuaries in Ireland awards Honorary 
Fellowship to Mary Robinson
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People do business with those they
Know, Like and Trust
“NOTHING happens until a sale is made”. So 
said Thomas Watson Sr., the chairman and 
CEO of International Business Machines (1914 
to 1956). 
Whether you are promoting products, services, ideas, 
concepts or understandings, someone has to be 
convinced to act on any proposal put to them. In essence 
it has to be sold to them. Since most of us negotiate in 
some form or another on a daily basis, it follows most 
of us require sales skills to some degree. In business, 
you either sell yourself or support someone else who 
does. It is as simple as that!  Another way of looking at 
it is, everyone is either selling or unselling. Do a good 
job and you sell the benefit of your offer.  If someone 
behind you does a bad job, they un-do (unsell) all the 
good you’ve done. It’s clear, sales skills play a major role 
in the development of  every business.
A study in the USA recently revealed a number of critical 
factors that frequently cause sales people to fail.  Not 
surprisingly the principal one was that of “bad attitude”.

Having a poor or bad attitude  50%
Poor communication skills 20%
Poor management / implementation skills  15%
Improper training  15%

So, if you wish to drive sales in your organisation, one 
of the biggest factors worth developing is the attitude 
to selling. Techniques and skills are of course vital 
but attitude is the fuel in the tank that drives progress 
forward. Why is attitude considered to be so important? 
One standout reason is the fact that rejection is, more 
often than not, a natural consequence faced by anyone 
promoting the sale of a product or service.  There are 
so many sales messages being fired at us all each day 
via the internet, social media, TV, radio, outdoor posters, 
leaflet drops, podcasts, youtube videos and texts that we 
all develop an automatic rejection to sales pitches.  If we 
didn’t have this resistance, we’d buy everything and be 
broke. Rejection and objection are factors that must be 
embraced by all salespeople as prospective customers 
have a world of product information available to them 
now via, in-the-pocket, mobile technology, 24/7/365.  
Many years ago, at my first sales training course, I learnt 
that the following happens to us all. 

 z Your emotions effect your thoughts, 
 z Your thoughts effect your words, 
 z Your words effect your actions and 
 z Your actions effect your results.

So if you want better sales results, control your emotions 
and thoughts and you are well on the way to success. 
I’ve written many times before in this journal about 
the importance of emotional intelligence ie the power 
of being in control of your own emotions and those of 
others.  Study emotional intelligence and you will see 
how it could help you advance your sales career. The 
belief is you can’t convince someone by telling them 
they are wrong. You convince them by getting them to 
convince you they are right. If they can’t they may buy 
into the need to reassess their belief and may go with 
yours. 

Since emotions effect your thoughts, they are a good 
place to start with if you wish to improve your sales. You 

will have heard that people are keen to buy from those 
they know, like and trust.  There is a lot of emotion in 
those three characteristics. How do you develop the 
“know, like and trust” concepts?  I believe the following 
will help if this is your objective.  
How do they “know” you?
To get someone to “know” you it will help if you get 
to know them first.  Asking lots of relevant, probing 
questions, both logical and emotional about their 
circumstances will impress them that you want to really 
know them and not only that, but you are keen to know 
them at a deep, interpersonal level. By doing this you will 
greatly influence them with your approach and interest, 
thus they will feel they “know” you and your admirable 
motives.
How to get them to “like” you?
We know from psychological studies that people 
like people who are similar to them, pay the sincere 
compliments, share similar interests, outlooks, hobbies 
and belong to the same groups, associations or bodies.  
If you genuinely compliment them, endeavour to find 
similarities with their lives and interests and/or support 
or relate to similar groups they are associated with, you 
are sure to get them to “like” you.
How do you get people to “trust” you?
Getting someone to instantly trust you is a tougher nut 
to crack.  Trust relates to the existence of risk. If the 
outcomes of any particular action are certain, there 
would be no need to trust. Buying anything involves 
an element of risk. It’s a psychological fact that to get 
anyone to trust you they must experience you telling 
them the truth over time.  There is no fast-forward or 
short cut way to do so.  However, following through 
on commitments will help you to install trust in any 
relationship. It displays to your target that your word 
is your bond. If you actively listen to people when you 
ask them questions, you will convince them you are 
curious and want more detailed information and that 
can build trust. Actively listening means repeating what 
they say, reflecting your understanding of what they say 
and summarising regularly. Being transparent about 
charges and fees upfront will help build trust. Another 
option to convince someone that they can trust you is to 
use testimonials from happy customers / clients. Clients 
who are prepared to endorse you and your services 
are social proof that you are trustworthy.  Availability is 
also a conviction factor in building trust. If you give them 
access to you via a mobile phone number or direct line 
number or help desk you can reassure people they can 
trust you if they need access to information, services or 
advice at a moment’s notice. Endorsements by major 
industry bodies or links with same, will help also as will 
details of your experience and qualifications.  
I’m sure these are all traits most of you reading this 
article have to some degree but do you consistently 
capitalise on all of the points I’ve outlined?  I know I need 
to work on all these points regularly. Complacency is any 
professionals enemy. My advice is to conduct an audit 
and see where you could improve your approach and 
you might get more people to know, like and trust you 
….and benefit from more business as a result!  

Dermot 
McConkey 
Development 
& Training 
Limited
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VISITING London in Spring saw the city, like nature, re-
opening from winter torpor as tourism and economic 
activity picked up post the Omicron induced slowdown 
during the winter months.  Office occupancy has picked up 
as workers returned and with Covid testing requirements 
eased, tourists have once again begun to flock back to 
see London’s iconic sights.  
Piccadilly Circus is a road junction and public space at the 
heart of London’s West End in the City of Westminster built 
in 1819 to connect Regent Street with Piccadilly.  The word 
Circus is derived from the Latin word meaning circle and 
is around open space at a street junction.  Centrepiece is 
one of London’s top landmarks the Eros Fountain.  The 
formal name for this is the Shaftesbury Memorial Fountain 
and is surmounted by a winged statue of Anteros and was 
erected in 1892-93 to commemorate the philanthropic 
work of the 7th Earl of Shaftesbury, the Victorian politician 
and philanthropist and his achievement in replacing child 
labour with school education.  It was the first sculpture in 
the world to be cast in aluminium and is set on a bronze 
fountain, and while the statue is generally known as Eros 
it was actually created as an image of that Greek God’s 
brother Anteros and Piccadilly Circus is perhaps London’s 
most famous square.  

I was heading to a meeting with Alex Savvides (see photo)
who manages the JOHCM UK Dynamic Fund, a value 
orientated strategy focused on business transformation 
which looks for underappreciated but inherently good 
quality businesses being managed for sustainable positive 
change.  The process looks to identify companies at low 
points in their life cycle as they move away from a re-
structuring phase to a growth phase.  The fund avoids 
the most highly rated companies in the stock market and 
struggled during the Covid period when investors focused 
on stay at home and technology winners but has seen 
a marked improvement in performance since the first 
vaccine announcements in November 2021.  Alex Savvides 
with this fund has successfully identified companies which 
are at a low point in the stock market cycle but where he 
and his team have some level of certainty of a catalyst for 
positive change and then future reappraisal by the stock 
market as these businesses return to growth.  Some of the 
companies which have seen a strong recovery include 
Pearson which has re-focused its education business into 
an online winner, Essentra and the property company 
Shaftesbury named after the Earl which owns significant 

assets around Piccadilly Circus.  These companies all have 
long-term growth potential but were purchased when they 
were de-rated by the market.  Essentra is an example of a 
company where improving ESG factors are leading to a re-
rating as it has shed its tobacco filter business to focus on 
healthcare packaging and components distribution.  With 
the return of tourists to London Shaftsbury with its West 
End presence is an excellent example of a post Covid 
reopening play.  On the financials side 3i has a significant 
stake in Action, a European value retailer which has gone 
from strength to strength.  
The focus on unloved parts of the market with inherent 
value has seen the fund rewarded with a number of bids 
for its holdings.  These include SDL which was acquired 
by RWS, Urban & Civic which was purchased by the 
Welcome Trust, Elementis which received a number of 
bid approaches and the takeovers of Aggreko and St. 
Modwen Properties.  The fund has a strong focus on 
investing in businesses which understand the importance 
of delivering returns to all stakeholders through improving 
ESG.  The fund now has a record of over 14 years and has 
delivered strong returns over its lifetime to investors with 
its fund management team extremely diligent investors 
always looking to improve both the process they utilise 
and gaining better understanding of the companies held 
within the portfolio.  With the return to favour of the value 
investing style the fund has had favourable tailwinds over 
the past 12 months in contrast to the headwinds it has 
faced over most of the previous five year period. 
Part of the week was spent attending the ‘RSMR in the 
City’ event in Merchant Taylor’s Hall where many leading 
fund management groups presented insights on the major 
trends affecting markets this year and looking further 
ahead.  The Merchant Taylor’s Company was one of the 
great 12 livery companies of the City of London, regulating 
tailoring and its related industries within medieval London.  
The first hall was actually built on the site in the 14th 
Century and there are parts of the building dating back to 
medieval times.  The courtyard provides a striking setting, 
contrasting the old with the modern skyscrapers of the 
City of London.  

London Travel Diary

Graham O’Neill

Piccadilly Circus

Merchant Taylors Hall
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Graham with Ben Leyland JOHCM.

The return to my hotel involved a walk past the Bank 
of England which was established in 1694 to act as the 
English government’s banker and is the world’s 8th oldest 
bank and was only nationalised by the Attlee government 
post the Second World War.  Since 1998 it has been 
independent of the Treasury and solely responsible for 
setting monetary policy in the UK.  The bank’s headquarters 
have been situated in Threadneedle Street at the heart of 
the financial district since 1734. 
Today the interest rate policy it decides upon will be crucial 
for the course of economic growth.
The day after the investment conference I caught up 
with Ben Leyland (see photo) who manages the JOHCM 
Global Opportunities Fund which operates a differentiated 
approach combining value and quality with a thematic 
overlay.  Themes are used to help highlight businesses 
with tailwinds behind them, even when they are often out 
of favour with the broader market.  An example of this is 
companies which are beneficiaries of de-carbonisation 
even if only a second derivative beneficiary which includes 
stocks in the utility space or engineering/construction 
rather than more highly rated opportunities in, for example, 
the electric vehicle manufacturing space such as Tesla.  
For example, Shell in the oil sector has downstream assets 
which in addition to reducing its own carbon imprint can 
help de-carbonise others.  Galp in Portugal has facilities to 
de-carbonise other industries as well as its own and has 
been held in the fund for a number of years. 

The fund is prepared to invest in stocks where the general 
view is negative, but the ESG profile is improving and Phillip 
Morris is held in the tobacco space as its heat-not-burn 
Iqos system is moving towards a more healthy delivery of 
nicotine to customers, something being encouraged by 
regulators.  Thus the fund is not buying the first derivative 
of ESG winners, but businesses able to stand the test 
of time as they are improving their practices.  The fund 
holds a combination of current and future compounders 
with many stocks on more modest valuation ratings than 
the overall market and ones the manager believes will be 
robust in an era of higher inflation.  Another favoured name 
is CRH due to its exposure to US infrastructure spend 
and energy businesses.  The fund also holds European 
defence stocks such as Thales which are now being re-
evaluated in a more positive light post the invasion of 
Ukraine.  Utilities with their regulated inflation plus pricing 
agreements are also a favoured area of investment.  The 
fund has generally shown resilience in down markets 
but its emphasis on valuation meant it struggled in the 
second half of 2020 and the first half of 2021.  This year 
the market has become more focused on valuation and 
the managers have ensured larger holdings have thematic 
tailwinds behind them, there has been a marked step up 
in performance and the strategy has an excellent long-
term record, especially in market environments which are 
challenging.  
Graham O’Neill can be contacted at: 086 8122484.

Bank of England

Graham with Alex Savvides JOHCM.
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WAYSTONE, the leading provider of institutional governance, 
risk, administration and compliance services to the asset 
management industry, recently announced that it is to 
substantially increase its Ireland-based workforce by creating 
up to 100 additional new roles in Cashel, Co. Tipperary, 
following its recent growth. 
The newly created Cashel-based roles will span global 
operations and support functions with services including 
KYC & MLRO, Regulatory Reporting, Tax Reporting, Fund 
Registration, Corporate Secretarial, People & Development, 
Finance, Operational Risk, Compliance Services, Fund 
Administration, Relationship Management, Project 
Management, Client Onboarding and Corporate Solutions. 
The Cashel operation is central to the evolution of the 
Waystone Group and will continue to grow and deliver 
operational scale while continually attracting and developing 
talent from across the region. This announcement reflects 
Waystone’s significant growth over the past year and the 
broadening of its service offering including the launch of 
Waystone Compliance Solutions and its recent agreements 
with KB Associates and Centaur Fund Services, both of whom 
are headquartered in Ireland. This project is supported by the 
Irish Government through IDA Ireland.
Welcoming Waystone’s announcement, Minister for Trade 
Promotion, Digital and Company Regulation, Robert Troy TD, 
said: “I am delighted that Waystone plans to create up to 100 
new roles at its Cashel site over the next 18 months. These 
additional jobs will be a welcome boost to Co. Tipperary and 
will increase the Cashel headcount to nearly 200 employees. 
The successful growth that Waystone has experienced in 
recent years is reflective of the wealth of highly skilled and 
talented people that the Mid-West region and Ireland more 
broadly has to offer. I wish the team every continued success 
in this new chapter.”
Minister of State at the Department of Finance Sean Fleming 
TD said: “I am delighted to welcome this expansion by 
Waystone which is an important endorsement for growing 
regional international financial services operations, which is 
a priority of our Ireland for Finance strategy. I wish the firm 
well in the next stage of their development plans and I hope 
their success in Cashel will encourage further investment in 
the regions by international financial services firms.”
Waystone recently re-opened its operation in Cashel 
following an extensive refurbishment and expansion project 
with the addition of 4,500 sq ft of space, bringing its total 
floor space to 11,000 sq ft. The project included a significant 
upgrade of facilities and branding throughout and is designed 
to accommodate its growing staff numbers with a view to 
the job creation announced today. Over the next 18 months 
the new roles will bring Waystone’s headcount in Cashel to 
approaching 200.
Nick Wheeler, Global Head of Centralisation at Waystone, 
comments, “Ireland has a strong and globally-recognised 
international funds and financial services industry with a 
wealth of highly-skilled professionals and we are delighted 
to be able to continue our expansion in Tipperary with the 
announcement of up to 100 new roles covering a wide array 
of financial services disciplines.  Waystone’s Cashel-based 
operation is central to the Group’s international growth 
strategy and the quality of people we have employed has 
made our commitment and growth in Tipperary a very easy 
decision. Our Cashel operation reopened last month following 
a 4,500 sq ft expansion and refurbishment providing us with 
significant room for future growth.  The facility now provides 
our growing workforce with a high-grade, flexible workspace 
and feedback from staff has been extremely positive.”

Earlier this month, Waystone announced that its Dublin 
headquarters would be moving to a new flagship location 
in Dublin 4 later this year, where it will occupy four floors 
and 52,000 sq ft of space in the prestigious 35 Shelbourne 
Road development.  Waystone now has a presence in three 
locations in Ireland; its headquarters in Dublin, a Centre of 
Excellence in Cashel and more recently, Maynooth, following 
its agreement to come together with Centaur Fund Services. 
CEO of IDA Ireland Martin Shanahan said: “Today’s 
announcement by Waystone for its Cashel expansion – its 
second site in Ireland - is very welcome news.  Cashel is 
an excellent location to scale a financial services company 
and Waystone’s presence strengthens an already well-
established IFS cluster Mid-West.  I wish to congratulate 
Waystone on this terrific announcement and wish them every 
success with this expansion.”

Waystone to create up to 100 new roles 
in Co. Tipperary as its expansion continues

We act on behalf of a client  who 
wishes to acquire/partner with a 
brokerage firm regulated by the 

Central Bank of Ireland
 
The  target firm would ideally require both Mifid 
ll and IDD approval but with IDD as a minimum.  
The target market for this company will include 
advising  ex-pat UK clients  who have retired into 
the EU and can no longer be advised by their UK 

FCA regulated advisers as a result of Brexit.  

Our client has expert tax knowledge of most EU 
jurisdictions and how this impacts upon any 

existing UK pensions and investments.
 
Please reply in confidence to:
Anne Marie James, 
Partner, Kirwan McKeown 
James  Solicitors LLP,
3 Clanwilliam Square, 
Grand Canal Quay, Dublin 2.

Annemarie.james@kmj.ie

K I R W A N
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FOR SALE
General Insurance Brokerage

 z Strong list of existing agencies
 z CBI regulated
 z Modest income levels 

Please reply in strict confidence to:
PO Box No. 11,
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PENSIONS

Recent announcements of progress on the Auto 
Enrolment scheme is a welcome development, and 
while the Taoiseach admitted that it does present 
challenges, everyone would probably agree that it is 
the progressive and right thing to do.

I can confirm, as previously agreed by Government, that 
the Auto Enrolment scheme will be a phased roll-out, 
over a decade, of the contributions made by workers 
and employers; matching contributions will be made by 
both workers and employers, and the State will top up 
those contributions; there will be an opt-out provision 
for those who choose to opt out; workers will have a 
range of retirement savings funds to choose from; and 
there will be a charges cap imposed on fund managers 
–  Minister for Social Protection.

The Auto Enrolment scheme is irrespective and does 
not differentiate between whether a person owns a 
home or does not. Our supplementary pension cover 
has remained static over the past 20 years, hovering 
around 50% of the total working age population. This 
rate reduces to less than 35% when the private sector 
is considered in isolation. The fundamental rationale 
underpinning it is to give pension coverage to workers 
in our society that supplements the State Pension, and 
that will enable them to have a quality of life in their later 
years – An Taoiseach.

People who are self-employed do not have the benefit 
of an employer paying into their pension. There is no 
auto-enrolment for them and yet self-employed people 
are the backbone of employment within this economy. 
Small businesses and people who take the initiative to 
set up businesses and take on the burden of risk, and 
responsibility of being an employer, will apparently not 
benefit from this auto-enrolment scheme – Senator 
Barry Ward (FG, Industrial & Commercial Panel).

The Minister has said participation in the new AE 
scheme will be voluntary and workers will have the 
ability to opt out. The scheme includes a matching 
employer contributions and State top-ups. For every 
€3 saved by a worker, a further €4 will be credited to 
their pension savings account. When fully established, 
a worker earning €35,000 per annum will accumulate a 
fund of €293,000 over his or her working life – Senator 
Seán Kyne (FG, Cultural & Educational Panel).

The current Tax Relief System will continue to apply 
for those making private and occupational pension 
contributions outside the AE system. I do not have any 
plans to change the current arrangements for tax relief 
on pension contributions – Minister for Finance.

There are several UK Auto Enrolment Pension providers, 
including NEST, and they all have different charging 
structures. These include, but are not limited to: annual 
management charges, contribution charges, employer 
service charges, monthly administration charges, flat 
fees and switching charges. None of those additional 
charges will apply in the Irish AE system, which will 
be capped at a straightforward 0.5% of assets under 
management and will cover all administration and 
investment services charges. In establishing the Irish 
AE system, we will conduct an open tendering process 
in a highly competitive market and, therefore, we fully 

expect the final charges in the Irish AE system to be 
considerably less than the ceiling rate of 0.5% and, 
accordingly, considerably less than those typically 
charged in the UK – Minister for Social Protection.

BANKING

The bank atmosphere will dramatically change with 
the 2 banks departing Ireland soon and there are 
reports of long delays in setting up new accounts.  
That will seriously affect individual customers and 
businesses who have a number of direct debits and 
standing orders on their accounts with either KBC 
or Ulster Bank. More than a million customers “face 
chaos” as they try to switch accounts according to 
media reports. Customers applying for an overdraft 
or a card with a new bank will need to have credit 
worthiness assessments. 

On 25 June 2021, CBI issued an industry letter regarding 
its consumer protection expectations in the changing 
retail banking landscape. These expectations reflect 
CBIs assessment of possible risks to consumers 
during periods of change and reinforce previously 
communicated expectations, based on experience of 
prior events. CBI also expects that by clearly outlining its 
expectations, this will inform regulated entities’ actions 
and decisions to ensure that customers’ interests are 
protected and potential risks are mitigated – Minister 
for Finance.

The existing banks should step up to the plate and 
should do everything they possibly can to assist the 
customers of the exiting banks, KBC and Ulster Bank, 
in respect of their needs and to facilitate switching. 
Every effort has to be made that the banks would 
withdraw in an orderly manner. Minister Donohoe and 
his officials are engaging with the banks and with BPFI 
to ensure the remaining banks are prepared to accept 
applications from customers who are switching from 
closing banks. The Department will also be monitoring 
closely the number of accounts that close and switch in 
the coming months. CBIs supervision of any bank that 
withdraws from the market will be focused on ensuring 
its customers are treated fairly and it remains in place to 
support customers when switching current accounts to 
ensure it is easy and straightforward. All banks, payment 
institutions and e-money institutions that offer payment 
accounts in Ireland must comply with the Switching 
Code – An Taoiseach.

There are real concerns about departing banks, 
particularly for people who are used to using their local 
retail bank and are not familiar or comfortable with 
online services – Darren O’Rourke TD (SF, Mayo East).

FLOOD RELIEF

The availability of flood insurance suffered a blow in 
the past few years because of the lack of flood relief 
schemes throughout Ireland, but thankfully, the work 
underway and planned between now and the end of 
the decade should significantly mitigate that problem.

The Government committed €1.3 billion for flood relief 
schemes up to 2030 to protect approximately 23,000 
properties. Since the launch of the FRMPs in 2018, as 
part of a phased approach to scheme delivery, this 
funding has allowed OPW to treble to nearly 90 the 
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number of schemes at design and construction at this 
time – Minister of State, Dept of Public Expenditure 
and Reform.

INSURANCE COVER

Certain levels of insurance availability have caused 
problems over the last few years, particularly regarding 
annual events. Motor insurance still occupies a high 
talking level as well.

Availability of insurance cover is a substantial obstacle 
to various events throughout the country. We need to 
make sure these events take place. The fair at Spancil 
Hill is 400 years on the go and is iconic, but there are 
other community groups organising various festivals 
and events. It will be the first summer back for many of 
them, like Spancil Hill, which has been in abeyance for 
2 years, and they may not be able to get insurance – 
Michael McNamara TD (Independent, Clare).

There are some pinch points in respect of insurance 
throughout the country. These were exacerbated by 
Brexit because many of the insurance policies issued 
here had been done through London. We had a hard 
Brexit on the insurance industry the day that Brexit 
occurred. This has led to difficulties and to insurance 
not being available in many cases now. Overhauling the 
legislation will deal with the cost of insurance and claims. 
In the past year, I have found that if local community 
groups come together and go to a Broker, they can, 
collectively, get a good premium from an insurance 
company. Point-to-point pony clubs and hunts could not 
get insurance last Christmas. We got that matter sorted 
by a large group of hunts, pony clubs and point-to-point 
races coming together. Collectively, through 2 different 
brokers, they increased competition and got insurance. 
On business insurance, 93% of all businesses in Ireland 
have a total annual insurance premium of less than 
€5,000 – Minister of State, Dept of Finance.

The most recent report published in November 2021 
finds that average legal costs associated with settling 
motor claims through litigation were €16,064 compared 
to average legal costs under PIAB of only €841. The time 
taken to resolve claims through litigation is on average 
4.2 years while claims settled through PIAB average 
2.3 years – John Newham, Assistant Secretary, Dept 
of Enterprise, Trade & Employment, at the Oireachtas 
Committee.

‘No-Fault’ Insurance Systems in other jurisdictions, 
where the State pays compensation and/or the cost 
of rehabilitation while the public pays for this system 
through taxes, has previously been examined by the 
Cost of Insurance Working Group. This concluded 
that the introduction of such a model into the State 
would have impacts not only on insurance premiums, 
but also potentially on taxation and social security, as 
well as having Constitutional, national and European 
ramifications, such as on EU Insurance Directives. It is 
therefore difficult to envisage a no-fault system as it 
exists in New Zealand being applied in Ireland in view 
of our current legal and constitutional framework – 
Minister for Finance.

Given the increasing priority and pace of insurance 
reform, it is necessary for the industry to pass on the 
benefits to its consumers. The Minister and I have 
been clear on these points and have been holding the 
insurance sector to account on commitments made, in 
addition to having regular engagement with it. I have 
met individually with the CEOs of the 8 main insurers 

in the Irish market, twice since the adoption of the 
Personal Injuries Guidelines. I note that motor insurance 
premiums are approximately 40% lower than they 
were about 6 years ago, which must be welcomed. 
They have decreased by between 12% and 14% since 
the Government came to office. However, it is very 
important to point out that while the Judicial Guidelines 
are giving reductions of 40% in claims for soft tissue 
injuries and the most common injuries, no one, who 
understood the system, ever believed that would lead to 
a 40% reduction in premiums because the cost of those 
claims was the biggest cost to the insurance industry - 
but it was not its only cost. That 40% will apply to the 
proportion of their costs that related to the cost of claims 
– Minister of State, Dept of Finance.

We have seen reductions particularly in motor 
insurance. People have experienced them. There has 
been good feedback from younger drivers in particular. 
The Personal Injuries Guidelines are clearly having 
impacts on the size of awards. Some 20% of awards are 
now under €5,000 and 29% are between €5,000 and 
€10,000, which means nearly half the awards are under 
€10,000. That compares with just 12% in 2020 – Cormac 
Devlin TD (FF, Dun Laoghaire).

Motor insurance is the one insurance product that is 
mandatory, in that every person intending to use a 
vehicle on a public road must have third-party cover 
at a minimum. Therefore, it is important that motor 
insurance is affordable. The most recent NCID data 
indicates that the average earned premium per policy 
peaked at €708 in Q4 2017 and declined 16% to €595 in 
Q4 2020. I expect that the next NCID report on private 
motor insurance, due later this year, will show continued 
decrease in insurance prices – Minister of State, Dept 
of Finance.  

The insurance sector has indicated that it is taking a 
pragmatic approach to Ukrainians seeking car insurance. 
When accompanied by a valid green card, will be 
recognised. However, the issue of whether a company 
will insure a particular driver is a matter between those 
parties, in which I have no function. Ukrainian drivers 
should engage directly with insurance companies or 
Brokers when they are seeking motor insurance – 
Minister of State, Dept of Transport.

The existing banks should step up to the plate and 
should do everything they possibly can to assist the 
customers of the exiting banks, KBC and Ulster Bank, 
in respect of their needs and to facilitate switching. 
Every effort has to be made that the banks would 
withdraw in an orderly manner. Minister Donohoe and 
his officials are engaging with the banks and with BPFI 
to ensure the remaining banks are prepared to accept 
applications from customers who are switching from 
closing banks. The Department will also be monitoring 
closely the number of accounts that close and switch in 
the coming months. CBIs supervision of any bank that 
withdraws from the market will be focused on ensuring 
its customers are treated fairly and it remains in place to 
support customers when switching current accounts to 
ensure it is easy and straightforward. All banks, payment 
institutions and e-money institutions that offer payment 
accounts in Ireland must comply with the Switching 
Code – An Taoiseach.

There are real concerns about departing banks, 
particularly for people who are used to using their local 
retail bank and are not familiar or comfortable with 
online services – Darren O’Rourke TD (SF, Mayo East).


