
Program
Highlights

Wednesday, October 19 - 
Friday, October 21, 2011
The Fairmont Royal York Hotel

Toronto, Ontario

Insurance Brokers Association of Ontario

91st ANNUAL CONVENTION

Register Early 
and Save!

The 2011 IBAO Annual Convention is a tweet-friendly 
event and we are encouraging attendees to tweet-away!! 
The hashtag for the event is #IBAOConvention11.
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INTRODUCING

Live Learning Centre!
IBAO’s

Get access to complete education sessions at the 
91st Annual Convention (includes CSR Seminar and 
all Friday sessions). The sessions will contain fully 
synchronized audio to Power Point presentations 
providing you with a true multimedia re-creation 
of the event!

Full Member Package 
Registration includes:
• Full Convention Registration
• Post – Convention access to complete online 

convention recording (CSR Seminar, Friday Education 
Sessions; NOTE: excludes CEO Panel); and Session 
Handouts

At no additional cost and for the fi rst time 
ever, up to 25 hours are being recorded 
and will be accessible ONLY to

Full Member 
Package Registrations!
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SCHEDULE OF EVENTS
Wednesday, October 19, 2011
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Thursday, October 20, 2011

7:30 a.m. - 8:00 p.m.
Registration Desk Open
Entrance to all functions is by name badge identifi cation!

8:00 a.m. - 11:00 a.m.
Breakfast and Affi liate Presidents’ Meeting

11:30 a.m. - 1:30 p.m.
Education Awards Luncheon
Join us as we honour those who have achieved their 
professional designation.

1:30 p.m. - 4:30 p.m.
Members’ General Meeting

5:15 p.m. - 8:00 p.m. 
Exhibitors’ Opening Reception
Kick off  Convention at the Exhibitors’ Opening Reception. 

8:00 p.m. - 12:00 midnight
Opening Night Party
Casino Night and featuring entertainment by 
Dee Dee and the Dirty Martini’s

7:30 a.m. - 8:00 p.m.
Registration Desk Open

7:30 a.m. - 8:30 a.m.
Continental Breakfast
Start your morning off  on the right track.

8:30 a.m. - 9:15 a.m.
Keynote Speaker brought to you by: 

Jason Ryan Dorsey, The Center for Generational Kinetics

Selling Across Generations: 

Specifi c Tactics that Drive Sales 

Whether You Text, Tweet, or 

Actually Talk On Your Mobile 

Phone

Close a deal at Starbucks or 
invite them to your offi  ce? Plastic 
membership cards or Facebook 

Fan Page? Never before have one generation’s selling 
hot buttons been so similar to another generation’s deal 
breakers. To compete and win you must know how to sell 
to all four generations in today’s marketplace – and prepare 
for an emerging fi fth generation. 
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Thursday, October 20, 2011

In Selling Across Generations, best-selling author Jason 
Ryan Dorsey reveals what you need to know about 
Gen Y, Generation X, Baby Boomers, and Traditionalists 
to drive sales results in the marketplace. You will learn each 
generation’s buying mindset, purchasing pathway™, loyalty 
hot buttons, and ideal customer experience. Jason even 
explains why Gen Y will “ink” a deal with a text message 
while Boomers want to actually sign (and with a pen!). 

With a keen understanding of each generation’s buying 
preferences, Jason then shares numerous best practices 
and practical sales strategies collected from his work 
with companies and sales leaders around the world. 
These ready-to-use strategies are designed for fast 
implementation and long-term results. You leave this 
engaging presentation ready to increase your sales with 
each generation of customer– whether they text, tweet, 
or actually talk on their mobile phone.

9:15 a.m. - 11:30 a.m.
Members’ Closed Meeting
Hear important industry news and provide your views 
about the direction IBAO needs to take in the coming year.

11:30 a.m. - 1:30 p.m.
Exhibit Area Buffet Lunch
Enjoy your lunch while networking with peers and meeting 
new contacts.

1:30 p.m. - 4:45 p.m.
CSR Seminar
The Art of Powerful Conversation
Stuart Knight, Stuart Knight Productions
(RIBO CE - 3 Personal Skills Hours)

The conversations we have and the ability to connect with 
our co-workers, customers, service providers, administrators 
and colleagues are key to any organization’s success. 

Every interaction we have with another human being is an 
opportunity to strengthen the relationship with those who 

matter and can dramatically increase the productivity of 
the team as a whole. Although texting, faxing and emailing 
are part of any business, nothing beats the benefi t of 
knowing how to connect face to face. The Art of Powerful 
Conversation brings the human factor back to the offi  ce 
by helping people interact on a deeper level. Whether it’s 
leaving a job or buying a product, people are constantly 
infl uenced by those they can relate to and understand. The 
Art of Powerful Conversation will give your team the skills 
they need to create relationships with those who impact 
your bottom line.

1:30 p.m. - 5:00 p.m.
CEO Panel
(RIBO CE - 3 Management Hours - PENDING)

This year’s CEO Panel will be moderated by Evan 
Solomon - CBC Television Broadcaster, Journalist and 
Author. The Panel will be comprised of fi ve top executives 
from leading property and casualty underwriters. Our 
line-up of industry CEO’s who will be participating in this 
popular event are:

Alister Campbell, President & CEO, Zurich Canada; 
George Cooke, President & CEO, The Dominion; 
Louis Gagnon, President, Intact Insurance; 
Karen Gavan, President & CEO, The Economical Insurance 
Group; and 
Maurice Tulloch, President & CEO, Aviva Canada.

Be sure to join us, as Evan delves into vital questions, 
debates approaches and solutions, and off ers viable 
suggestions to brokers striving to excel in this industry.

5:30 p.m. - 6:00 p.m.
Exhibit Prize Draws
Be there to claim your prize. 

6:30 p.m. - 10:00 pm.
Hospitality Night
A variety of hotel meeting rooms and suites are hosted by 
industry companies.
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to manage your producer force to incent the good 
producers and lose the bad ones through a self-
terminating agreement.

Brokerage owners have always been paid on an 
incentive base – if the brokerage makes money, 
so does the owner. The Incentive Compensation 
Program introduced to you by Agency Consulting 
Group, Inc. will show you how to convert your agency 
from longevity-based compensation to incentive-
based compensation for every employee. It will teach 
you how to change a brokerage’s culture and to hire 
and incent new employees to perform to higher 
productivity levels every year. 

C) Strategic Planning… Your Roadmap 
 to Success

Barry Nelson, Practical Management 
of Canada Inc. 
(RIBO CE - 3 Management Hours)

This workshop focuses on developing your 
appreciation for the components of a strategic plan 
by knowing what your business environment is, 
understanding how to access the factors that aff ect 
your brokerage, and anticipating the forces that drive 
change. 

At the Work Team level, people must understand and 
be able to implement the fi nal details of any Strategic 
Plan. There must be Strategies that are defi ned right 
down to the business level objectives, and these will 
be identifi ed. Frustrating to many, vital leadership 
behaviours are so often missing in planning outcomes 
and we will discuss them.

1:45 p.m. – 5:00 p.m.
EDUCATION SEMINARS (PM)
(only 1 may be selected)

A) How to Deal with Diffi cult People 
 and Resolve Confl ict

Ross McBride, Management 
Performance Centre 
(RIBO CE - 3 Management Hours)

Unmanaged confl icts, disagreements and out of control 
emotions will ruin your work environment and your 
team’s morale. Eff ectively managed confl icts will build 
strong working relationships, eff ective teamwork, and a 
motivated team. The results are increased productivity, 
enthusiasm, loyalty and a better bottom line for your 
organization. This seminar will give you the tools you 
require for resolving confl icts quickly and smoothly. At 
the conclusion of this seminar, you will have new and 
eff ective techniques for dealing with diffi  cult people, 
plus you will develop eff ective strategies for dealing 
with diffi  cult people and situations. In addition you will 
learn the techniques for managing and dealing with 
anger in your offi  ce.

B) Paying for Productivity – Acquiring, 
Compensating and Managing Producers 
in the 21st Century and Incentive 
Compensation for Brokerages
Al Diamond, Agency Consulting 
Group Inc. 
(RIBO CE - 3 Management Hours)

Insurance does not get sold – it gets BOUGHT. 
We don’t need salespeople, we need Relationship 
Managers who can continuously add new customers 
to the broker every year and retain the customers 
they have added. This seminar will teach you how to 
fi nd Relationship Managers instead of salespeople, 
how to pay them to grow new customer relationships 
(and keep the customers they have added) and how 

Friday, October 21, 2011
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9:30 p.m. - 11:30 p.m.
Banquet and Ball 
featuring a performance by: The Caveners
Audiences have been raving about the all Canadian tribute 
to the Beatles known as THE CAVENERS. 

These boys have yet to perform without their crowds 
screaming, stamping their feet and yelling for more. Every 
part of the show is done with the utmost authenticity, right 
down to the Liverpudlian accents.

Every piece of Cavener costume and gear has that 
unmistakable Beatles look, right down to the British Vox 
amplifi ers and the classic Ludwig Ringo drum kit. All the 
great songs are there too, everything from She Loves You 
to Day Tripper, from Help! and A Hard Days Night to Get 
Back and Hey Jude.

See it for yourself, The Caveners will take you back to The 
Ed Sullivan Show in February 1964, then drive your car and 
take you on a yellow submarine to meet nowhere men, 
taxmen, and people named Jude, Lady Madonna and John 
and Yoko. It’s a ride you won’t want to miss.

6:30 p.m. - 9:30 p.m.
Banquet and Ball 
featuring: 4th Annual Award 
of Excellence Gala

This year, don’t question whether 
or not you should stay for our closing 
night. IBAO will be hosting its 
4th Annual Awards of Excellence Gala 
where we will be recognizing brokers 
for their contributions to the industry 
and community. 

Categories are:

• Broker of the Year
• Brokerage of the year
• Young Broker of the Year
• Affi  liate Achievement

This is the only offi  cial function recognizing the merits 
and qualities of general insurance brokers, brokerages 
and affi  liates.

BANQUET AND BALL

IBAO
Awards of
Excellence
2011

Be one of more than 400 guests who will be on 
hand to support the nominees, cheer for the 
winners and celebrate their peers!
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11:30 a.m. - 1:30 p.m.
Education Awards Luncheon
Join us as we honour those who have achieved their 
professional designation.

1:30 p.m. - 4:30 p.m.
Members’ General Meeting

5:15 p.m. - 8:00 p.m. 
Exhibitors’ Opening Reception
Kick off  Convention at the Exhibitors’ Opening Reception. 

8:00 p.m. - 12:00 midnight
Opening Night Party
Casino Night and featuring entertainment 
by Dee Dee and the Dirty Martini’s

SPOUSE PROGRAM
Wednesday, October 19, 2011

Thursday, October 20, 2011

10:00 a.m. – 3:30 p.m.
Tour and Clay Class at the Gardiner Museum 
of Ceramic Art and lunch at Jamie Kennedy’s!

The Gardiner Museum, one of North America’s pre-eminent 
centres for the display and study of ceramics. The museum is 
an inviting destination that inspires and connects people, art 
and ideas through clay, one of the world’s oldest art forms. Year‐
round the Museum mounts special exhibitions, events, lectures 
and clay classes to complement its permanent collection.

Your tour and class will take place in the museum’s state-of-
the-art clay class studios! From beginner to advanced, classes 
will be instructed by professional ceramists. The relaxed studio 
setting and informal instructional style will give you lots of 
time to experiment and produce great take-home pieces. 

A stunning, minimalist space with fl oor-to-ceiling windows, 
Jamie Kennedy at the Gardiner is a spectacular venue for 
this year’s IBAO Spouse Program lunch.

5:30 p.m. - 6:00 p.m.
Exhibit Prize Draws
Be there to claim your prize. 

6:30 p.m. - 10:00 pm.
Hospitality Night
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Are You Under 40? Don’t be left out!
The 91st Annual Convention will enable young brokers to 
network with a wide variety of professionals and gain new 
insights into the future of our increasingly complex industry.

7:30 a.m. - 12:30 p.m.
Registration Desk Open

7:30 a.m. - 8:30 a.m.
Continental Breakfast

7:30 a.m. - 11:30 a.m.
Free Time

11:30 a.m. - 1:30 p.m.
Industry Day Luncheon

SPOUSE PROGRAM
Friday, October 21, 2011

1:30 p.m. - 6:00 p.m.
Free Time

6:30 p.m. - 11:30 p.m.
Banquet and Ball 
featuring:
4th Annual Awards of Excellence Gala Event 
and entertainment performance by The 
Caveners

YOUNG BROKERS

PLATINUM SPONSORS

Join the YBC!

To be eligible, you must be under 40 and working for a 
member offi  ce. That’s all!

Visit the YBC website for more information and to register 
as a YBC member: www.theyoungbrokers.com/
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SPEAKER PROFILES

EVAN SOLOMON – CBC 
Television Broadcaster, 
Journalist and Author
Two-time Gemini award winning 
broadcaster and journalist, Evan 
Solomon is the host of the most 
watched national political aff airs 
TV show in the country, CBC News 

Network’s Power and Politics with Evan Solomon. On the 
daily broadcast, Solomon interviews all the key politicians 
and powerbrokers who aff ect your life.

Solomon was the co-host of the Gemini award winning 
programs CBC News: Sunday and CBC News: Sunday Night, 
the weekly current aff airs news shows. He covered events all 
over the world, from the recent elections in Iran, the navy’s 
battle against piracy in the Persian Gulf to the immediate 
aftermath of the Tsunami in Bandeh Acheh, Indonesia.

Solomon has also hosted the CBC shows Hot Type and 
the Gemini award-winning CBC show Futureworld, which 
explored the latest developments in technology and 
innovation. He produced and hosted a series called The 
Change Makers, and a series for PBS in America, called 
Masters of Technology. He was the co-founder and for eight 
years the editor-in-chief of Shift magazine, an award-winning 
international magazine about technology and culture. 

A published author, Solomon’s books include the best-
selling Fueling the Future: How the Battle Over Energy 
Is Changing Everything, which was nominated for the 
National Business Book Award and the National Science 
Book of the Year, and Feeding the Future: From Fat to 
Famine: How to Solve the World’s Food Crisis. Both books 
were recently re-released as Food and Fuel. He is also the 
author of the best-selling novel Crossing the Distance and 
two children’s books published by Penguin Books.

Solomon has worked as a journalist in North America and 
Asia, giving him a global perspective on the topics he 
addresses, from how technology will shape the way we are 
headed to the role politics plays in shaping our present 
and future.

JASON RYAN DORSEY – 
The Gen Y Guy® 
Jason Ryan Dorsey knows the 
generation gap fi rsthand. His Boomer 
mom keeps checking on him. His Gen 
Y sister won’t be his Facebook Friend. 
His Traditionalist grandfather calls 
him every Sunday – from a landline. 

Most important, his cross-generational sales strategies and 
ready-to-use best practices have created signifi cant results 
for companies and individuals around the world.

Recognized as the thought leader on selling and 
marketing insurance across generations, Jason has been 
featured as a generational expert on 60 Minutes, 20/20, 
The Today Show, in Fortune Magazine and The Wall Street 
Journal. His unique speaking style – combining practical 
insights with real-world comedy – has received standing 
ovations from audiences as large as 13,000. 

Jason’s work studying each generation’s buying mindset 
and purchasing pathway™ contributed to his discovery 
of Generational Kinetics™. These are the predictive 
cross-generational behaviors that sales and marketing 
leaders can leverage to quickly improve lead generation, 
customer experience, social media conversation, and 
create brand champions. 

A bestselling author of four books, Jason newest 
business book is Y-Size Your Business. Jason’s books have 
sold more than 250,000 copies worldwide. He won the 
Austin Under 40 Entrepreneur of the Year Award at age 
25 – one of the youngest winners ever.
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He has also grabbed global attention online with the 
Human Detour Project, as well as with his new book entitled 
You Should Have Asked – The Art of Powerful Conversation.

E. AL DIAMOND – 
President, Agency 
Consulting Group, Inc.
Al Diamond has spent over 40 years 
in the insurance industry working for 
both stock (agency represented) and 
direct writing insurance companies, 
agencies and as an independent 

businessman. He has been Operations Manager for a major 
insurance company and Chief Operating Offi  cer of three 
insurance agencies. He has been President of Agency 
Consulting Group, Inc., a national consulting fi rm for 
insurance agencies since 1985.

He is a qualifi ed instructor for the Best Practices of 
Insurance Agencies programs of the Independent Insurance 
Agents of America. He has been named Business Skills 
Department Head for the Independent Insurance Agents 
of America’s Virtual University. Diamond is an identifi ed 
Expert on business management issues for the AllExperts 
Website. Diamond has been named Key Consultant for 
Merger/Acquisition/Valuation for Insurance Marketing 
and Management Services, a nationwide services business 
providing on-line services to insurance agencies. Diamond 
has created a Masters Program in insurance agency 
management (MAM) certifying agency managers and 
professionally managed insurance agencies (ACE – Agency 
Certifi ed in Excellence). Mr. Diamond has been named an 
advisor on the nuServe Insurance Industry Panel. 

Diamond is currently authoring two books to be published 
by the Independent Insurance Agents and Brokers of 
America (IIABA), INCENTIVE COMPENSATION PROGRAMS 
FOR INSURANCE AGENCIES and DE-MYSTIFYING AGENCY 
VALUATION, MERGER, ACQUISITION AND DIVESTITURE.

STUART KNIGHT – Stuart 
Knight Productions
Stuart Knight is a speaker, author, 
producer and writer extraordinaire. 
After graduating from the School of 
Business and Economics at Wilfrid 
Laurier University in 1996, Knight 
immediately started the company 

Stuart Knight Productions. His fi rst off ering to the 
world was the motivational extravaganza A Whole New 
Perspective, which he wrote and starred in. Three years 
later he launched his follow-up show entitled I DECIDE, 
which has played to sold out crowds in Toronto. 

Today, Knight travels across North America sharing his 
positive message. To date, he has spoken to over one 
million people, and has toured Canada three times in 
his National Discover What’s Inside You Tour with Coca 
Cola. As an award-winning speaker, Stuart’s presence on 
stage is contagious and his ability to move his audience 
is unprecedented. Knight has keynoted numerous 
conferences, and has inspired corporate clients including 
such organizations as Rogers, TD Canada Trust, The Four 
Seasons, Emerson, Canoe, Citi, The Government of Canada 
and Kraft, just to name a few. During that time he has 
shared the stage with such notables as Pamela Wallin, 
Robin Sharma, Stephen Lewis and Jenny McCarthy. 

Stuart Knight continues to bring his entertaining and 
thought-provoking ideas to fruition. One such example can 
be seen in his life-changing presentation called The Art of 
Powerful Conversation where Stuart gives people the tools 
to build relationships and to connect on a deeper level. 
He has also produced the self-titled CD Stuart Knight – It’s 
Been Decided, which is a conglomeration of slam poems, 
songs and sketches that have been played on radio stations 
as far away as China. He also has a weekly video broadcast 
entitled The Madness of My Mind, which is distributed to 
over 6,000 subscribers from around the world. In other 
realms, Stuart has written for Moses Znaimer at MZTV, 
and co-hosted the hit radio show called Guy Talk on CFRB.
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Diamond has authored The Pipeline, a monthly national 
newsletter for the insurance agency industry, since 1987. 
His articles on agency management, compensation, 
planning, perpetuation, valuation and the industry’s 
future have been published in the National Underwriter 
and in national and state publications of the Professional 
Insurance Agents of America and the Independent 
Insurance Agents of America.

ROSS MCBRIDE – 
Founder and President, 
MANAGEMENT 
PERFORMANCE CENTRE
Ross McBride is the Founder and 
President of The Management 
Performance Centre. Eighteen years 
ago, McBride started The Blackrock 

Group, which grew from one employee (Ross McBride) to 
650 full time staff  before he sold the majority of his interest 
in it three years ago. McBride’s seminars are based on real 
world knowledge, experience and skills he acquired and 
used to build the Blackrock Group. He has been Chapter 
Chairman of the Young Presidents Organization-Ontario 
Chapter, is a member of the Canadian Association of 
Professional Speakers (CAPS) and the National Speakers 
Association. McBride is also listed in “Who’s Who in 
Canadian Business”.

McBride has also dealt cross culturally by delivering seminars 
in countries as diverse as Canada, The United Kingdom, 
The United States, Germany, Hong Kong, The Philippines, 
Australia, Malaysia and The United Arab Emirates.

A dynamic businessman and creative thinker, McBride’s 
seminars style has been described as energetic, 
entertaining and real world oriented with highly usable 
eye opening content. World-class companies, General 
Electric and The Royal Bank, as well as medium and small 
enterprises have used McBride as a resource for improving 
the performance of their executives and staff . Areas of focus 
include negotiation, sales, marketing, team leadership and 
management training.

BARRY NELSON – Senior 
Consultant and Part Owner, 
Practical Management of 
Canada Inc. 
Barry Nelson is a Senior Consultant 
and part owner of Practical 
Management of Canada Inc. He 
is a business author who over the 

last 17 years has regularly engaged with F100 company 
management teams in the areas of strategic planning, 
executive performance improvement, process change, 
multi-channel communications, and corporate needs 
assessment. He also teaches many business skills 
workshops and programs in the traditional classroom, as 
well as facilitates eLearning within virtual cross-cultures 
with clients in over 16 countries. 

Nelson has studied Avionics while in the Royal New Zealand 
Air Force, Business at York University, Sciences at the 
University of Toronto, Advanced Programming and Systems 
Concepts at the Herzing Institute, and Advanced Systems 
Programming at IBM’s Princeton Lab. He served eight years 
as an academic advisor to Humber College’s two-year 
Business Administration program. He has a publication 
entitled Growing Vital Skills and a weekly business tips 
series called “The 2:50 Tuesday”.
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LORIE GUTHRIE PHAIR, 
CCIB, CIP – Founder, 
LePhair Associates Ltd.
After 25 years of insurance brokerage 
and business management 
experience, Lorie Guthrie Phair 
founded LePhair Associates Ltd. to 
help other business leaders achieve 

breakthrough results in their company performance. 
Using her previous experience as both a business manager 
and owner combined with her strong organizational and 
strategic thinking skills, she and her team of professionals 
help organizations maximize their people potential and 
drive company performance through implementation of 
sales and operational best practices. 

A disciplined visionary, Phair has held various leadership 
positions both in the property casualty insurance industry 
and in a range of not for profi t sector associations and 
charities including organizations such as Registered 

Insurance Brokers of Ontario (RIBO), Toronto Crime 
Stoppers, Toronto’s Chief of Police Annual Gala, Insurance 
Brokers of Toronto Region, Whitby Mental Health Hospital 
and The Insurance Institute of Canada. She is a member of 
the Advisory Board of the Randolph Academy, Canada’s 
leading musical theatre private college program and is a 
trained Strategic Business Partner with Profi les International, 
the world’s largest global assessment company.

The goal she has established for her team is to create value 
for every organization they partner with through leadership 
(guiding the organization), strong relationships (trusting 
each other) and creativity (developing new ideas for 
growth and improved operations). 
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Registration
Meeting Management Services Inc. (MMS) is the offi  cial IBAO 
convention registration company. All inquiries regarding 
convention registration, please call MMS at 1-800-625-7925, 
905-335-7993 or e-mail info@mmsonline.ca.

Sign Up Early and Save!

You’ll get substantial savings just by registering early! Make 
sure you register before September 16, 2011. 

Sorry, we are not able to accept registrations over the phone.

Register ON-LINE...
Payment by Credit Card and BIPPER BUCKS is quick and 
convenient. Visit www.ibao.org > Log in to the Members 
Section > Enter your IBAO Member Number and your Last 
Name (case sensitive) > Select “Convention Registration”.
If you are bringing a spouse or a guest, please complete a 
separate registration.

On-line registrants will receive an email confi rmation 
for this event.

We only accept... VISA or MasterCard credit cards

Use your BIPPER BUCKS to pre-register online for the 
Annual Convention. NOT redeemable onsite at convention! 
BIPPER Bucks expire on December 31st, 2011, 
Use’em or Lose’em!

or Register by Mail...
Send your registration form with payment to: 

Meeting Management Services Inc.

4380 South Service Road, Unit 25, Burlington, ON L7L 5Y6

Please make cheques payable to IBAO

Refunds 
Full refunds will be granted if a written request is received 
prior to September 16, 2011. If a written request is received 
prior to September 23, 2011, a full refund minus a $75 
administrative charge per registration will be granted. 

NO REFUNDS WILL BE GRANTED AFTER: September 23, 2011

Transferable Registrations
Only registrations in the company’s name are transferable, 
meaning the attendee must be employed at the same 
company.

Special Assistance
Please advise us of any “special needs” (i.e. physical, 
dietary). We will be glad to assist you.

Name Badges
Only registered convention attendees will receive name 
badges. Please wear them to guarantee admittance to 
all functions.

Door and Draw Prizes
All prize winners must be registered member brokers and 
must be present at the time of the draw.

What to Wear
Meetings and Seminars: Business Casual
Banquet and Ball:  Formal, Black Tie Optional

Hotel Accommodations
Your hotel reservation is not included in your Convention 
Registration Package. We have been guaranteed room 
rates (based on availability) for single or double occupancy 
reserved before September 9, 2011.

For reservations made by September 9, 2011:
The Fairmont Royal York Hotel

100 Front Street West, Toronto, ON  M5J 1E3
Tel: (416) 368-2511/1-800-441-1414

Convention Rate: 

$205.00 per night single or double occupancy. 
Tax is not included.

Guest Room Cancellation Policy:
The Fairmont Royal York Hotel at the request of IBAO 
will implement a non-refundable cancellation fee 
equivalent one (1) night’s accommodation and taxes. 
This applies to all guestroom cancelled on or after 
Wednesday, October 4, 2011 (14 days prior).

GENERAL INFORMATION



Insurance Brokers Association of Ontario

92nd ANNUAL CONVENTION

Wednesday, October 17 - Friday, October 19, 2012
The Fairmont Royal York Hotel

Toronto, Ontario

IBAO’s Annual Convention has set the standard for providing the most powerful 
networking opportunity available for member brokers, industry leaders and service 
industry partners!

for 

Insurance Brokers Association of Ontario 
One Eglinton Avenue East, Suite 700, Toronto, Ontario  M4P 3A1 
Tel:  416-488-7422 I 1-800-268-8845 
Web site: www.ibao.org



Please indicate your status

Member Broker

Honourary Member

Past President 

Company Rep. 

YBC Member

Spouse

***ALL FEES INCLUDE HST!***

Insurance Brokers Association of Ontario
c/o Meeting Management Services Inc (MMS)

4380 South Service Road, Unit 25, Burlington, ON L7L 5Y6
Tel: 1-800-625-7925, 905-335-7993 Fax: 905-332-1587 email: info@mmsonline.ca

REGISTRATION FORM
91st ANNUAL CONVENTION  THE FAIRMONT ROYAL YORK HOTEL
TORONTO, ONTARIO    WEDNESDAY, OCTOBER 19 - FRIDAY, OCTOBER 21, 2011

TO ATTEND CONVENTION FUNCTIONS BROKERS MUST BE IBAO MEMBERS

COMPLETE ONE (1) REGISTRATION FORM PER PERSON

 REGISTRATION PAYMENT OPTIONS                 HST #102499340TR0002

 CHEQUE and/or BIPPER BUCKS PAYMENT:  (***ALL REGISTRATION FEES INCLUDE 13% HST***)

 Registration Fee $________________ - BIP BUCKS (if used) $______________  = TOTAL: $__________________

This is a fi llable PDF document. Please complete electonically or print, complete and mail to MMS.  
Attach cheque payment and BIP Bucks request to this completed registration form. Cheque(s) are made payable to IBAO. 

Full Name ______________________________________________ RIBO Number ____________________

Brokerage/Company Name _________________________________________________________________

(ICS) Street Address  ______________________________________________________________________

City _________________________________________  Prov. ________  Postal Code __________________

Telephone: (_____)___________ Fax: (____)____________ E-mail: _________________________________

Preferred NAME for BADGE (i.e. Bill for William, Chris for Christine, etc.)  _____________________________

IF YOUR SPOUSE WANTS TO BE REGISTERED, PLEASE COMPLETE THIS AREA:

Full Name ________________________________________  Preferred Name for Badge __________________________________________

Home Address ________________________________________  City ____________________  Prov. _______  Postal Code  ____________

IS THIS A TRANSFERABLE REGISTRATION? YES           NO     (If YES, name tag will be in company name)

 A.  COMPLETE REGISTRATION PACKAGES          On or Before Sept. 16  After Sept. 16
Includes all group meals and social functions.      Note: CSR Seminar is not included in the complete registration package

  * IBAO Member Broker or Member’s Spouse attending sessions/seminars $587.60       $728.85
  * IBAO Honourary Member  $305.10       $418.10
  * Company Representative  $700.60       $875.75

    Spouse participating in the Spouse Program   $310.75     $423.75
 Is Spouse participating in The Gardiner Museum of Ceramic Art onThursday ? (see program for details)         YES          NO

(* Please complete Section “C” for Friday Education seminars. Entry to seminars is by badge identifi cation.)

 B.  SINGLE DAY AND EVENT REGISTRATION          On or Before Sept. 16  After Sept. 16
Please Check Box(es): (***ALL FEES INCLUDE 13% HST***)   MEMBER     COMPANY REP.      MEMBER    COMPANY REP.

Wednesday, October 19, 2011
 Education Awards Luncheon, Members’ Meeting,  $186.45 $276.85      $322.05     $435.05
 Exhibitors’ Reception, and Opening Night Party
 Education Awards Luncheon Only  $84.75  $96.05      $141.23     $163.85
 Members’ Meeting Only No Charge No Charge    No Charge   No Charge

Thursday, October 20, 2011
 Wednesday Exhibitors’ Reception and Opening Night Party,  $276.85     N/A      $474.60        N/A
 Continental Breakfast, Members’ Closed Meeting,  
 Exhibit Area Luncheon, CEO Panel, and Hospitality Night
 CSR Package:  Exhibit Area Luncheon, CSR Seminar, and $192.10 $231.65      $333.35     $389.85
 Hospitality Night
 CEO Panel Package:  Exhibit Area Luncheon, CEO Panel, and $192.10 $231.65      $333.35     $389.95
 Hospitality Night
 Exhibit Area / Hospitality Night Passes (badges to be picked up after 2 pm)  $84.75  $84.75       $96.05      $96.05

Friday, October 21, 2011
 * OPTION “A”  includes Continental Breakfast, *AM Seminar, $384.20 $485.90      $536.75     $661.05
 Industry Luncheon, *PM Seminar, and Banquet & Ball (featuring 
 Award of Excellence Event)
 * OPTION “B”  includes Continental Breakfast, *AM Seminar, $299.45 $372.90      $485.90     $587.60
 Industry Luncheon, and *PM Seminar
 Banquet & Ball Only (featuring Award of Excellence Event) $209.05 $209.05      $254.25     $254.25
 

*Note: Please complete Section “C” for the Friday Education seminars. Entry to seminars is by badge identifi cation.

 C.  (*)  FRIDAY SEMINARS : CHOOSE ONE SEMINAR FOR AM AND PM SESSIONS 
     See Program Highlights for details on seminars.

 I want to attend the following Friday AM Seminar:   A B C  Friday PM Seminar:   A          B           C
Full refunds will be granted if a written request is received prior to September 16, 2011. If a written request is received before September 23, 2011, 

a full refund minus $75 administrative charge will be granted per registration. NO REFUNDS AFTER SEPTEMBER 23, 2011
Return this completed form with the appropriate Registration Fees to MMS. A confi rmation letter will be returned to you as your receipt.
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