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We’re just getting started!

We haven’t come this far,

to only come this far...
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A note from 
the CEO & 
Founder
I am extremely proud to say that 
CIB is 25 years old and not only 
that, but that we have managed to 
succeed in a space dominated by 100 
year plus corporates, without the 
backing or funding of any external 
organisations.

The Insurance industry as we all know 
has extremely high barriers to entry. It has 
taken years of passion, persistence and 
dedication to our core values that have 
elevated us to where we are today; quality 
in all we do, personalization and service 
excellence. These are the pillars which we 
live by and prove to brokers daily that we 
will go above and beyond to exceed their 
and their clients’ expectations.

CIB has evolved through the years, starting out in 1994 with policy number 1 as a broker, 
evolving over time into underwriting manager. That is exactly why we service our brokers well – 
we understand their needs; their frustrations and we are the best in the industry at superseding 
those expectations.

Relationships are at the heart of what we do, without which we wouldn’t be here today – our 
first brokers who started out with us right in the beginning are still with us today. We learn, we 
evolve and adapt to the ever-changing insurance environment to stay abreast of the industry, 
giving client’s what they need for peace of mind. Our products, premiums and limits are all best 
of breed, always thinking about keeping our reinsurers profitable too.

We are very excited to be celebrating our 25th anniversary and cannot wait to see what the next 
25 years hold… A big thank you, especially to my wife Ashleigh as well as Andrew, Matt, Jonjon, 
Steve and Wil who are incredibly smart guys to work with as well as great friends, they have 
walked this journey with me so far and only they know the blood, sweat and plenty of sleepless 
nights that we have shared together

Douglas Donnelly 
CIB CEO

CIB is 25!
Watch the video

Douglas & Wilhelm comments
Watch the video

https://www.youtube.com/watch?time_continue=5&v=VRM29T8vKys
https://www.youtube.com/watch?v=zi5E3wFJ9GE
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CIB Board of Directors share 
their thoughts on this 25 
year milestone…

“CIB has come a long way: starting out as a broker has aided us in 
being the best at really understanding our brokers and exceeding their 
needs and expectations. CIB offers an unrivalled personalized service 
delivered by passionate staff and aligned service providers, that allow 
us to be the best at what we do. The market is continuously changing, 
and we therefore require the best people who can adapt to any 
situation. It’s with great pleasure that I can say that I am a member of 
this organization and I am excited for the 25 years to come!”

Wilhelm von La Chevallerie, Managing Director

“I have been an independent Non-Executive Director of CIB for 6 
years. During this period CIB has been through some difficult times 
and I was impressed by the manner in which management dealt with 
the situations and overcame all adversity confronting the company. 
Over the years management has instilled a culture at CIB of building 
relationships with the brokers and individual clients and of providing 
excellent services to them.

This formula has been the driving force for the success of CIB. It has 
been a privilege for me to be associated with such a dedicated team 
and I am sure that CIB will continue to grow from strength to strength 
in the coming years.”

Brian Mallinson, Chairman
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“Having been with CIB for 18 years, I am proud to be part of 
such a skillful, passionate and dedicated team. The quality and 
personalization we have instilled in this business throughout 
everything we do, is what sets us apart. Great relationships with like-
minded brokers and treating them with their best interests at heart is 
what makes our brokers partner with us for long mutually beneficial 
relationships. We strive to make our brokers look great in front of their 
clients!”

Jon-Jon Smit, Executive Head: Sales & Marketing

“As the latest edition to the CIB Board, I am proud to be part of a 
team who supports brokers and clients as individuals who really 
matter. Coming from a purely legal background into this thriving 
entrepreneurial business, I have enjoyed every minute being part of a 
company which is large enough to compete with the corporate players 
in this industry. The ethos of the business to “strive for excellence in 
everything we do” is one that I am a huge supporter and driver of – I 
can’t wait for the next 25 years!”

Elsa Jordaan, Executive Head: Claims & Legal 

“Partnerships are crucial to the success and growth story of CIB. 
Partnering with the right people at the right time has the ability to 
amplify your efforts and that is exactly what we have done. CIB has 
grown in leaps and bounds and has an annualized gross premium 
income of around R1 billion, with an ambitious vision for 202 and 
beyond. Working in a team of phenomenal people is what makes CIB a 
family, not only internally but for all our stakeholders.”

Steven Munro, Chief Financial Officer 
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When it comes to insurance, less isn’t always 
more. Or too much cover can be just that – too 
much.

Make sure your commercial cover is the best fit 
for your business, delivered by a single insurer 
that puts your business at the centre of ours.

CIB Commercial is a suite of insurance 
products specifically designed to offer 
organisations protection from the losses they 
might encounter while operating a business. 
This includes theft, property damage, business 
interruption and liabilities.

As increasingly more assets come to reside 
in the digital world, businesses are forced to 
find ways to mitigate the risks created by this 
new and complex digital landscape. Cyber 
criminals are not only growing in terms of 
sophistication, but also organisation.

Tightening information security only goes 
so far, and in the face of an inevitable 
cyberattack, savvy business owners need to 
contain the possible impact on the business.

For organisations seeking to adopt an 
aggressive and pre-emptive approach to 
cyber threats, CIB Cyber insurance can be an 
invaluable addition to your risk management 
arsenal.

Managing complex capital projects 
successfully across multiple vendors, strict 
budgets and tighter timelines is nothing less 
than an artform. So is crafting the kind of 
cover necessary to allow for just about any 
eventuality and liability.

The more complex the cover, the more 
diverse the risk. Engineering insurance must 
incorporate tailored products with skilled 
partners equipped with sound knowledge and 
expertise.

CIB Engineering Insurance delivers on both 
instances and is meticulously drafted by 
experienced practitioners in the field to 
provide the perfect foundation from which to 
build.
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The average forecourt fuels everything from 
petrol tanks to coffee cups and frequently 
offers a number of additional extras including 
convenience foods, banking on the go, and 
valet services. These alternative revenue 
streams are a lucrative means of attracting 
additional patrons. But they also introduce a 
multitude of potential risks and liabilities for 
the Fuel Station Owner.

Without proper cover even the fastest-paced 
operation can come to an expensive stand-still.

Farmers deal with operational challenges 
unlike those of any other commercial 
enterprise. That’s to be expected when your 
closest business partner happens to be Mother 
Nature. Unpredictable livestock, fire hazards, 
highly specialised capital equipment, and 
freak weather patterns are just a few things 
the agricultural sector takes in its stride.

The risks also have far wider implications. 
Farmers don’t just need to put food on their 
own tables, but on the rest of the country’s as 
well. They also contribute significantly to the 
nation’s GDP. This makes keeping work cycles 
consistent and sustainable that much more 
important.

Tried and tested business processes bundled 
tightly with an established brand are a big part 
of what makes a franchise such an attractive 
business opportunity for most entrepreneurs.

There is one thing however, which is often 
excluded from this ‘business-in-a box’ model 
– insurance. Franchisees bear this risk alone. 
Without proper guidance on what can be a 
complex undertaking, they run the risk of 
missing certain crucial covers that could make 
or break a new, or even established business.

CIB Franchise is an all-encompassing product 
tailored for franchise owners. Supported by 
all the expertise of CIB’s Commercial Division, 
it offers smart, seamless cover that leaves 
nothing to chance.
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Any enterprise importing, exporting, 
distributing, or manufacturing goods is 
likely to face the prospect of transporting 
these goods at some point. With this comes 
a certain amount of risk. Marine Insurance 
is an invaluable tool for cargo owners and 
transporters seeking to contain any number 
of financial losses attributed to the loss or 
damage of goods while in transit.

Tapping into a wealth of localised expertise 
and global insights, CIB’s specialist Marine 
Division assists brokers with structuring 
policies tailored to the risks and associated 
protections required by clients. Cover can be 
provided for sendings by sea, air, road, rail, or 
post, to and from most places in the world, for 
goods in which you have an insurable interest.

We’ve put a lot of thought into not only what 
goes into our personal policies, but how we 
can make insurance easier for our brokers and 
their clients. The result is cover that is feature-
rich and readily customisable, policy wordings 
that are simple to understand, and a claims 
process that is easier and faster to navigate.

CIB’s elite offering Vertex, bundles together 
a wealth of unique risk features, including a 
Value at Risk (VAR) on household contents 
and specialised underwriting that caters for 
the high net worth individual. A dedicated 
assistance line, skilled assessors to accurately 
assess luxury assets, and trusted advisors to 
manage cover in a way that allows you to truly 
enjoy the best of what life has to offer all come 
standard. Along with complete peace of mind.

When it comes to insuring buildings, there’s 
always a lot to consider. Commercial use and 
community living increase these complexities 
even more. CIB’s Buildings Insurance makes 
for smooth operating with cover that speaks 
everyone’s language.

Based on decades of experience in working 
with specialised buildings claims, many 
added value and extended covers have been 
incorporated as a standard part of our policies, 
making it one of the top-rated products 
available in South Africa.
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A few words from CIB’s 
long-standing brokers:
Win-Win Relationships

We have been one of CIB’s biggest brokers for the past 12 years.

CIB is a company that strongly believes in long term relationships with their brokers. Their quality and 
integrity is admirable, which is key to being a successful company.

In our experience, CIB always keeps the client’s best interest at heart, since they embrace trust and loyalty 
as well as fairness towards all parties concerned.

They listen to our needs and problems and are always willing to go the extra mile to find a solution.

They strive towards a win-win situation. The foundation of their relationships with brokers is based on 
partnership and mutual trust.

The knowledge, skills and expertise of their staff members are of an outstanding nature, as a result of 
ongoing training and development.

We are extremely proud to be associated with such a company!

Riana Wiese, PSG Meesterplan

A Force to be Reckoned With

“Congratulations as you celebrate this significant milestone in the CIB legacy.

We would like to express our appreciation to the CIB directors and all their staff for their high standard of 
service and support. Always going the extra mile and taking the time to listen to our needs.

We have watched you grow from strength to strength, always adapting to the industry’s many challenges 
always at the forefront of innovation and product development. You are now a force to be reckoned with.

Insurisk Financial Consultants SA, its Director and staff salute you and look forward to the next 25 years.”

Féthon Zapheriou, Insurisk
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Walking the Talk

Congratulations to CIB on their 25th anniversary.

On behalf of Bert Levenson Insurance & Pension Consultant, Digby Levenson and Russell 
Sourgen would like to congratulate all at CIB for achieving a fantastic milestone of 25yrs in the 
industry.

As one of CIB’s longest serving brokers, we have been working with CIB for 18 years now and 
can only say that it has always been a pleasure dealing with such a great team of people.

It is refreshing to see a group still looking for innovative ways to assist their brokers and policy 
holders. As always Doug and his entire team work on the open-door theory and it’s good to 
know they still really do “walk the talk”.

Wishing CIB all the best and we are looking forward to the next 25 yrs together.

Regards
Russell & Digby

FNB Insurance Brokers congratulates 
CIB on their 25th anniversary

The road to success is never without obstacles and keeping a service provider running for a 
quarter of a century is no small feat. We applaud you for consistently providing customers 
with excellent service and looking for ways to better understand their needs while delivering 
personalised, bespoke solutions.

As your trusted business partner, we have seen your business grow through building 
trustworthy relationships with your clients, with the highest standard of professional ethics 
and excellent service.

CIB’s dedication to ensuring a quality offering is a big part of how we at FNB Insurance Brokers 
approach our business, each and every day. Our team of brokers work tirelessly to offer tailored 
short-term insurance solutions, ensuring we protect our clients with cover that changes as and 
when business changes. And like you, we understand how far dedication can take you.

We wish you many years of excellence and FNB Insurance Brokers will stay with you every 
step of the way.

Wickus van der Walt

Proud Association

Congratulations to CIB on their 25 Year Anniversary. We are very proud as one of CIB’s first 
brokers to be associated with a company like them, they are a phenomenal company and we 
wish them many more successful years to come.

Brett Michaelis, Les Michaelis Insurance Consultants
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Any hiring Manager within the Short-Term Insurance industry would agree that finding suitably skilled 
and qualified talent is becoming increasingly challenging. Legislative developments and the need for 
representatives within the industry to comply with applicable FAIS Fit & Proper requirements, the 
current state of the Economy and the personal need for employees to improve their financial position, 
the pressures associated with Employment Equity laws to implement and drive meaningful plans and 
strategies to achieve transformation goals, and the increasing competition for talent amongst hiring 
Employers, are only some of the factors that contribute to today’s recruitment challenges.

Attracting suitably skilled talent is however only half the battle won. Retaining them is whole other 
challenge…

One of the HR and Employment Equity strategies that CIB has implemented with great success, is the 
roll out of Short-Term Insurance Learnership and Internship programs. A partnership with a reputable 
Training Provider, FAISIT, together with the support and financial funding from INSETA has enabled us to 
attract and invest in young, previously disadvantaged unemployed youth.

These appointed learners have never previously considered a career in Insurance, but now have the 
opportunity to obtain the minimum full qualifications and related work experience needed to become a 
Short-Term Insurance professional, all whilst earning a financial stipend to sustain them throughout the 
program. Not only has this opportunity been beneficial to the learners, but we’ve seen great return on the 
program as an Employer. As these learners’ skills and experience develop, their operational contribution 
to business increase. Through clever delegation of responsibility, our hiring needs have decreased as result 
hereof. The career development opportunity and investment in studies have furthermore increased our 
ability to retain the EE talent too.

Seeing the return on the investment in these programs, and the impact it has made on the lives of these 
previously unskilled and unemployed youngsters has been extremely rewarding. These learners have 
become part of the CIB family and are seriously making their mark within business. We will continue 
with these programs of attracting and investing in young talent as part of our recruitment strategies and 
encourage other employers within the industry to do the same.

For any further information or to enquire about 2020 applications, feel free to email NiaB@cib.co.za

Nia Fourie
HR Manager

Bandile Mavuso Refilwe Moreo

Modiehi Miya
Motor Claims

Joseph Jasson
Personal Underwriting

Moleboheng 
Marupeng
Commercial 
Underwriting

Our Learnership program
Our 3 Learners for 2019:

After Learnership move into Internship
Our 2 Interns for 2019:

Short Term Insurance Learnership
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Congratulations to Douglas and the CIB team 
on this incredible 25 year milestone.

Since I first met the team 13 years ago I have 
seen them as guys who do things differently, 
somehow managing to succeed while beating 
their drums to a different tune. It is only 
through perseverance, adaptability and 
innovation that they have managed to not only 
reach this milestone, but to take CIB to great 
heights.

COVER and I look forward to supporting you over the next 25 years of insurance excellence.

Tony and the COVER Team

We are honoured to be a preferred 
supplier to CIB for over 4 years now; their 
people, processes, systems and ability to 
adapt to change is always top priority. CIB 
people are dynamic and accessible, agile in 
adapting to improve processes to meet the 
needs for both CIB and service providers. 
The accessibility to management and ease 
of communication in order to innovate 

and move with the ever-changing industry needs, efficiencies and digitalization of systems.

Congratulations on your 25 year celebration and here’s to many more!

Darryn
DGC Glass

We would like to take this opportunity to 
congratulate CIB on your prestigious

25th Anniversary.

This is a remarkable achievement in the 
industry and being your service provider 
for the last 10 years we are in awe of how 
your business has transformed and has 

grown into the market leader it is.

Credit to Management and staff, all of you should be extremely proud of what you have 
achieved.

Congratulations, wishing you all the best.

Peter Rodgers
Net Assess
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Essential to support SMMEs 
risk challenges

Jon-Jon Smit, Executive Head: Sales & Marketing, CIB, share his thoughts on the 
SMME market with COVER. As can be seen below, the industry has the products and 

advice, we just need to ensure it reaches those who can benefit.

1. WHAT ARE THE MAIN RISKS FACED BY SMMES IN SOUTH AFRICA THAT COULD EASILY BE ADDRESSED BY A 
STANDARD SHORT TERM INSURANCE POLICY?
A standard policy merely covers basic business risks. These include covering assets against fire, storm and 
theft as well as business interruption – either as a result of the abovementioned perils, or due to service 
interruption. Traditional policies also cover cyber risks and money. Fidelity guarantee is usually standard, 
with the option of credit risk extensions. SMMEs tend to be especially vulnerable to credit risk, so we 
would always advise taking out cover in this area. A standard policy would also include Sasria cover.

The biggest risk, however, is for SMMEs either to take out too little insurance, or none at all.

2. IN YOUR EXPERIENCE, ARE BUSINESSES TAKING THESE RISKS SERIOUS ENOUGH?
Due to the current economic climate, certain covers are being overlooked as the SMME business owner 
is feeling the pinch. When times are tough, the first expense to get cut is often the insurance portfolio. 
Business owners are looking to insure only the bare minimum in terms of catastrophic cover, like fire, 
as their budget simply doesn’t allow for the cost of the other offerings. This is why it is critical that 
a business owner engages with a short term accredited broker to understand the risks involved and 
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to ensure he or she gets the maximum in terms of cover at the most reasonable cost in terms of the 
company’s budget. The broker will then highlight all the risks involved and the business owner can make 
an informed decision.

There are also many newly established SMME owners who simply don’t understand the benefits of 
insurance. Even if they could afford it, they may not know how badly they need it.

3. WHEN A BROKER APPROACHES A POTENTIAL NEW SMME CLIENT, WHAT IS THE PROCESS TO FOLLOW TO 
IDENTIFY RISKS THAT NEED TO BE ADDRESSED?
The broker would need to understand the client’s business and the risks involved in the day-to-day 
operation of the organisation. A full risk and needs analysis would need to be compiled with the client. 
Once this is done, the broker can spend time explaining the cover available in the market, which products 
are available that meet the client’s needs, and then request quotes and pricing for the client. Often 
brokers will give the client a comparison of products available and the benefits and differences of each. 
The broker would also highlight the cover available under each section with what is and isn’t covered in 
terms of the policy wording.

4. HOW SHOULD THEY DECIDE, BASED ON THE CLIENT’S BUDGET, WHAT TO LEAVE OUT INITIALLY?
This is determined by the client in conjunction with the broker, based on the business risks that would 
be highlighted by the broker. Often the major risks, like total loss/absolute catastrophe cover, would be 
the first to be insured and any additional cover would be left out. This would all depend on the client’s 
budget and risk appetite. The broker would then need to highlight the risks involved from an insurance 
perspective in terms of what is and isn’t covered in the policy.

The best approach is firstly to insure against events that could force the company out of business. Then 
add insurance against the costly events and, finally, insurance against events that may prevent smooth 
operations and disrupt business flow.

5. WHERE DOES CIB COME IN IN TERMS OF EQUIPPING AND ASSISTING BROKERS IN THE ASSESSMENT, TAKE-ON 
AND SERVICING PROCESS?
CIB is a broker-driven business servicing the short term broker market countrywide by supplying quality 
products at a competitive price. Our differentiator is service excellence in all we do. Apart from our 
SMME based commercial insurance offering, CIB also offers niche products for entities such as fuel 
stations, franchise businesses, commercial property and sectional title. CIB supports the broker in terms 
of analysing the risks, accurate pricing, providing the best fit for the client in terms of product. We also 
provide a risk assessment survey of the client’s premises to assist the broker in highlighting any concerns, 
as well as offering recommendations in terms of mitigating the risk for the client.

At CIB we fully support our broker base by providing full sales and underwriting support. We also fulfil the 
entire claims settlement process to ensure that, on submitting a claim on behalf of the client, the broker 
has confidence that CIB will deliver exceptional service when called upon.

6. ANY RECOMMENDATION REGARDING WHAT BROKERS COULD DO TO TAKE ADVANTAGE OF THE HUGE SMME 
MARKET’S INSURANCE NEEDS?
Firstly, understand the client’s needs and expectations in conjunction with their business risks and 
needs. The broker can then ascertain best fit in terms of product and offer the client a choice in terms of 
products available in the market. In our 25th anniversary year, CIB is proud to offer insurance solutions to 
600 brokers countrywide.

“A full risk and needs 
analysis would need to be 
compiled with the client.”
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Is the SA Construction and 
Engineering space geared 
up for the challenges and 
opportunities 2019 has 
presented?

Tamara Ungerer, CIB, Technical Commercial 
and Specialist Product Development Manager

Archetypal to most sectors, the 
economy presents a challenge to the 
South African construction industry 
more now than ever before.

Larger corporates hit a downward spiral with 
many having to downscale or shut down 
entirely. These vicissitudes have hit down on 
several SME’s who had to close their doors due 
to services not being remunerated.

Despite this ripple effect, many smaller 
contractors are emerging and tendering on 
sites largely dominated by the giants of the 
construction industry. While economic reform 
is sluggish, there is an element of cautious 
optimism. We are finding a greater demand for 
engineering cover within the SME sector and 
we can most certainly harness the opportunity 
by encouraging good practice through driving 
initiatives and conscious awareness around 
calculated risk.

In addition to the economy, other factors of 
relevance in determining the success or failure 
for this industry range from construction 
methods, materials, workmanship, pricing 
and time. These factors all affect the overall 
exposures that need to be considered. 
Innovation and prototype design should also 
be factored in when evaluating the exposure 
to risks. New materials and construction 
methods, may be considered as an economical 
factor, but they are also classified as potential 
additional risks.
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Coupled with the fact that this industry has a massive impact on the environment, a large amount of  
energy consumption,  greenhouse gas emissions add to the waste generation. Therefore, sustainable 
construction methods are critical to climate changes and how these considerations are being taken in 
future construction ventures. 

We are now at a point where change is not only necessary but a reality. 

It’s not all as gloomy as perceived. Combining new generation technology will provide the construction 
industry with new tools and methods for construction execution. These technologies will also become 
enablers for improved efficiencies, thus saving time and capital that is spent.

In order for the insurance industry to be prepared we too need to be consistent in our approach.

The traditional scope of cover for this highly specialised class needs to be relevant and equally focused on 
how all the challenges and opportunities will present themselves in relation to the policy covers available.

Taking the correct stance involves an understanding of all the risks and ensuring that there are no gaps in 
policy covers.

If we look at Annual Contractors’ All Risks cover, although pricing is based on the annual turnover figure 
with a maximum contract value pertaining to any one contract, it cannot be presumed that all contracts 
will be covered when there is a replacement policy. Irrespective of the turnover and contract value being 
declared.

The challenge we face is that generally ongoing projects are assumed to be automatically covered under a 
newly substituted policy – but, due to each insurer having their own underwriting approach and wording, 
the chances are that the cover, extensions and liability for those contracts will be excluded unless run on 
or conversely run off covers are arranged.

This is an existing and very real exposure, one which a contractor cannot afford to be exposed to.

This exposure, coupled with the introduction of new risks presenting themselves through technological 
development also introduces cyber threats above those already present in the construction phase.

As mentioned, many SME’s are now managing larger projects -  with these come larger risks and 
ultimately larger responsibilities.

Digital solutions covering the construction phase with on site planning, progress communication and on 
site follow up communications are already being used in overseas ventures.

To sustain insurance business with the emergence of these new risks means a new approach to 
identifying  not only the risks but also being in a position where we offer cradle to grave engineering and 
construction insurance solutions.

Transposing challenges into opportunity comes with driving initiatives which address the needs of this 
unique target market.

The question is – are we ready?

“We are now at a point 
where change is not only 
necessary but a reality.”
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Changing landscapes and 
High Net Worth Insurance 

Carl Radley, Personal Underwriting Manager at CIB

The world we live in is different to the one that existed 10 years ago. People are making 
different choices - eating differently, living in new estates, traveling to exotic holiday 
destinations and driving the latest model of their favourite car. 

There is no doubt that people from different income groups have different financial and insurance 
needs. Does this mean they have to be managed separately or have products developed specifically for 
them or is that simply a marketing strategy?

In a world where everything gets faster, easier and more exclusive, we can’t sit back and assume that 
insurance will be the same as it was yesterday. Insurance is evolving and changing. The domestic 
insurance market has had to adapt to provide adequate and suitable cover for high net worth 
individuals.

High net worth individuals need an insurance product that matches their lifestyle. Their assets are 
by nature more valuable than those listed on a standard policy and therefore require the necessary 
underwriting and mitigating measures. 

High net worth assets are of high value and in many cases lead to a concentration of risks such 
as jewellery, fine art and sums insured above the norm. CIB Vertex is an asset all risk policy which 
provides cover for loss or damage from any event not specifically excluded or limited under this policy.  
Clients no longer need to specify items within their item limit as the assets based cover provided will 
ensure all items removed from the insured address are protected under this policy. 

These individuals also communicate and deal with their business partners in a certain way and have 
requirements that need to be understood by these suppliers. A dedicated team who have been trained 
accordingly ensures that they receive the best support through the entire life cycle of the policy—From 
supporting broker partners during new business process, offering clients complimentary Value at Risk 
Surveys to establish the replacement value of their assets, right up to a claim. 

High net worth individuals need to be insured by a company that understands their concentration of 
risks and how to insure them. At CIB, we work with a panel of approved service providers that share 
the same values and ethics as us. We endeavour to make every touchpoint during the life cycle of the 
policy an extraordinary and personalised experience.

From a broker’s perspective, the broker must be in the position to offer the high net worth individual 
a full variety of tailor-made insurance solutions. In most instances the business owner’s commercial 
insurance is also insured through the dedicated broker. By providing brokers with this full spectrum of 
products, we can therefore build trust and long-lasting relationships to meet the bespoke needs of the 
client. 

CIB assists our broker partners in being in the position to offer their clients effective risk management 
and understanding our mutual risks – providing them with protection, competitive products, service 
and support. 

CIB Vertex offers policy holders peace of mind that their insurance is bespoke and not having to 
interact with the insurer on every single transaction they make. We built our CIB Vertex product to fit 
into the policy holder’s lifestyle, understanding the client’s needs and ensuring the cover does the job 
it is intended to do – You live, We insure. And for this very reason CIB Vertex has become the high net 
worth insurance solution for our brokers.
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We’re just getting started!

We haven’t come this far,

to only come this far...


