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What is the IBAA?  
The Insurance Brokers Association of Alberta (IBAA) is a 
volunteer business association.  Our members are insurance 
brokerages whose primary business is selling home, automobile 
and business insurance to Albertans. 

The IBAA has represented the interests of brokerages and 
consumers for more than 87 years. Currently, our association has 
345 corporate brokerage members, with 582 offices located in 
167 communities across Alberta. More than 4,850 people work in 
these brokerages. 
 

Government’s Stated Objective: “The Trade, 
Investment, Labour Mobility Agreement 
(TILMA) will ensure equal access, across 
borders” 
The IBAA’s Position with respect to TILMA 
 

The IBAA does not believe that TILMA ensures equal access 
across borders.  Why not?  Because equal access does not exist 
for insurance companies and brokers to go into BC.  

General insurance companies are not able to compete from “first 
dollar” for auto insurance in BC.  (There are no barriers to any 
BC-based insurer entering the Alberta market.) 
 

Alberta insurance brokers are not able to sell ICBC insurance, due 
to an ICBC “moratorium” on issuing new contracts.  Alberta 
brokers would have to buy existing ICBC contracts - if they could 
find BC brokerages willing to sell (the approximate current price 
for an ICBC contract in Vancouver is $500,000).  Without this, 
Alberta brokers will not be able to sell automobile insurance in 
BC “from the first dollar.”  A BC-based brokerage entering 
Alberta would not have to incur a similar cost in order to sell auto 
insurance - the most common and basic type of policy in the P&C 
industry. 
 

Consultation 
 
The IBAA’s first priority regarding TILMA: That insurance 
brokerages and insurance companies be brought into the 
discussion and form part of the ongoing consultative process 
specifically for the financial services portion of TILMA. 
 
The IBAA’s position with respect to credit 
unions, deposit guarantees & insurance 
 

Alberta citizens currently enjoy peace of mind, knowing that the 
Alberta government provides a 100% guarantee for their funds on 
deposit with credit unions.  This is not the case in BC. 
 

1)  If the Government of Alberta decides that credit unions must 
maintain their 100% deposit guarantee, then under no 
circumstance should Alberta taxpayers be subjected to increased 
exposure for investment decisions of credit unions from BC in 
Alberta under TILMA.  

 
 

2)  If credit unions are allowed to market insurance products: 

 They must do so from separate premises relative to their existing 
credit union and with a separate corporate structure to further limit 
liability, identical to the provisions that apply to federally-licensed 
banks.   

 They should be required to establish a security deposit of 50% of 
the value of gross premiums written as a form of equity or bond to 
ensure that taxpayers are protected from a draw upon the deposit 
guarantee in the event of the failure of their brokerage.   

These measures would be consistent with federal regulations and 
avoid the temptation to change the restrictions under the Bank Act. 

Maintain the current legislative framework:  

If the Credit Union Act is changed to allow credit unions to sell 
insurance at their branches, or to own brokerages outright, credit 
unions will have a clear and unfair competitive advantage over 
brokerages and other financial institutions.  

Maintaining today’s legislative framework ensures that credit 
unions do not gain an unfair advantage or marketplace dominance 
when competing against small businesses.  

Consider: 

 Brokers must provide information about their clients to credit 
unions if the client has a loan with the credit union. Credit unions 
therefore have information about our customers - we do not enjoy 
the same competitive advantage. 
 Applicants for loans often assume that they will be denied the 

loan unless they also purchase insurance from the financial 
institution. This would put the credit union into an unfair position of 
influence (whether real or perceived). 
 Information developed for banking purposes (i.e., credit rating) 

could be used against applicants and policyholders for insurance 
purposes. 
 Credit unions would have the ability to “hide” the real cost of 

insurance in mortgage and financing payments by “including” it as 
part of the loan. 
 Credit unions’ clients are their “members” and receive a share of 

the credit union’s profits, in direct proportion to their purchases. 
 In the past, credit unions have operated and maintained financial 

viability only because they received government funding and 
government financial guarantees.  How can independent businesses 
be expected to compete with institutions that have been propped up 
with their own tax dollars? 
 

In Ontario, when MLAs were asked to make the same decision. 
They chose to ensure the long term future of their brokers by NOT 
allowing Credit Unions to own and operate brokerages. We ask 
Alberta MLAs to make the same fair, responsible and reasonable 
decision for Alberta brokerages.  

Questions?  Call Harold Baker or Ginny Bannerman at the IBAA. 


