
DesjarDins Group’s strateGic orientations

CooPeraTion anD 
invoLveMenT

Capitalize on cooperative values 
and social responsibility to 
differentiate Desjardins and increase 
its brand power

MeMber/CLienT 
exPerienCe

Implement a member- and 
client-based approach throughout 
Desjardins Group

GrowTh anD 
innovaTion

Achieve sustained and profitable 
growth by emphasizing openness, 
innovation and agility

ProFiTabiLiTy anD 
FinanCiaL sTabiLiTy

Optimize overall productivity and 
performance and reinforce the 
financial strength of Desjardins 
Group

LeaDershiP anD 
MobiLizaTion 

Count on the leadership and 
the mobilization of officers and 
employees to maintain and support 
Desjardins Group’s development
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Commit to structuring the business 
practices and actions of the 
caisses in their communities so 
as to address economic, social, 
educational and environmental 
issues

Promote closer collaboration 
between the caisses, particularly at 
the regional level

Consumer market

Develop business among high-potential segments and markets

maintain leadership among our members as well as our competitive 
position in traditional markets 

Review the configuration and use of distribution networks

Increase the ease of doing business with us and make the notion of the 
Desjardins member a reality 

Increase productivity 
by reconfiguring the network, 
optimizing business processes and 
repositioning administrative centres

Tighten internal controls and 
reinforce compliance measures 

Increase capitalization  
and foster increased member 
participation in the capitalization of 
the caisses

Significantly increase workforce 
diversity 

Promote the management, 
engagement and progression of 
individuals as Desjardins employees

Put strong emphasis on a culture of 
business performance that respects 
Desjardins Group’s mission and 
valuesCorporate market

Concentrate efforts on business development in high-potential markets, 
particularly among mid-sized businesses and business owners

maintain our leadership in the small business, agricultural, and institutional 
markets

Review the configuration of the business centre network 

Increase the volume of savings in business centres and strengthen their 
partnership with the caisses 
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Engage in an active dialogue with 
elected officers and socio-economic, 
political and environmental players

Bring our positioning on 
cooperation and social responsibility 
to the forefront in order to 
differentiate us in the eyes of our 
various clienteles 

Integrate this positioning into 
business strategies and practices 
and introduce performance 
monitoring measures

Promote Desjardins Group’s 
contribution to the sustainable 
prosperity of members, clients and 
communities and be recognized as 
a leader in the cooperative world on 
an international scale  

Promote Desjardins Group’s 
contribution to financial and 
economic education 

Develop a strong and distinctive 
brand image by targeting mass 
affluent and wealthy clienteles and 
their families 

Proactively support the caisse 
network through strategies and 
initiatives aimed at increasing the 
investment and insurance portfolio 
with existing clienteles and gaining 
new clienteles

Strengthen our manufacturing 
capabilities and offer a better 
integrated range of products and 
services

Strengthen our position in targeted 
markets in other Canadian provinces 
by increasing brand awareness of 
Desjardins and our distribution 
networks

Achieve the intended synergies of 
the new organizational structure 

Engage in collaboration and in a 
performance dialogue with elected 
officers, managers and employees 
of Desjardins Group, demonstrating 
transparency, solidarity and respect 
for the values of cooperation

Strengthen management principles 
(cohesiveness, performance, 
business culture, cooperative values) 
and apply them rigorously

Align human resource strategies 
(successorship, key competencies, 
performance) with business 
objectives while respecting the 
values of cooperation

Increase diversity among elected 
officers and employees throughout 
Desjardins Group 

Ensure that the required level of 
engagement among officers and 
employees is reached so that we 
can achieve our ambitions
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Recognize members and clients 
throughout Desjardins and, for 
their convenience, allow them to 
conduct transactions at the location 
of their choice, according to their 
client profile, their needs and their 
expectations

Reinforce our leading position in 
Québec in the areas of personal 
financing and AccèsD transactional 
services offered through AccèsD

Significantly increase market 
penetration among newcomer and 
cultural community clienteles and 
reverse the trend of reduced market 
penetration among young people 

Increase operating income for card 
and payment services 

Significantly improve the 
productivity of financing activities 
and of regular and convenience 
transactions 

Assist the caisse network in 
optimizing distribution according to 
market potential, providing support 
for the group caisses and for each 
region

Reduce losses in the user segment 
and increase profitability among 
builders and mixed accumulators 

Bu
si

ne
ss

 a
nd

 
In

st
it

ut
io

na
l 

Se
rv

ic
es

Create sustainable, personable and 
distinctive business relationships 
with our business members and 
clients 

Post the strongest growth in the 
industry in the mid-sized business 
market and intensify development 
among large businesses, all while 
applying sound and prudent risk 
management practices  

Increase performance of business 
services by achieving efficiency 
gains

maintain our leadership in the 
small business segment as well as 
in the agricultural and institutional 
segments 
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Accelerate growth in the property 
and casualty insurance sector in 
Québec, by placing more focus 
on belonging to Desjardins and 
our approach to sustainable 
development to target loyal 
members, and significantly 
increasing market penetration 
among other client segments

Align the organization, culture and 
talents of our resources in order 
to increase our capacity to act and 
innovate in an increasingly complex 
environment

In other Canadian provinces, 
achieve growth for Desjardins 
General Insurance (“major market” 
segment), The Personal (“group 
insurance” segment) and private 
brands

Improve performance in claims 
procedures and regain an 
advantage with respect to bodily 
injury insurance in other provinces

Adapt and transform information 
technologies to support business 
development and operational 
efficiency 
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“the caisses are the Driving force of DesjarDins group”

Desjardins General Insurance Group
Written Submission to the

Alberta Automobile Insurance Rate Board
2010 Review of Automobile Insurance Premium Levels for Basic Coverage 

May 28th, 2010



Desjardins General Insurance Group is pleased to participate in the Alberta Automobile Insurance Board’s Annual Review 
Process. This written submission is indicative of our commitment to work in collaboration with the Alberta Government to 
create and maintain a healthy insurance market that will ultimately benefit Alberta consumers.

This submission discusses the following issues:

· Loss trends
· Impact of economic climate on claims costs
· Estimate of ultimate bodily injury claims costs

Although DGIG has prepared its own submission, we fully support the submission and recommendations made by the 
Insurance Bureau of Canada (IBC). Instead of repeating the IBC arguments, this document presents point of views of particular 
interest to DGIG.

About Desjardins General Insurance Group 

Desjardins General Insurance Group Inc. (DGIG) is a subsidiary of Desjardins Group, the largest financial cooperative group and 
6th largest financial institution in Canada, with overall assets of $157 billion. 

DGIG is one of the 10 largest property and casualty (P&C) insurance groups in Canada, with a portfolio of more than 1.8 
million policies in force, a premium volume exceeding $1.5 billion and assets of $3.1 billion.

Through its subsidiaries, all of which are direct writers, DGIG offers P&C insurance to the general public, businesses and 
members of partner groups. DGIG’s main focus is on personal lines in the individual and group markets. DGIG’s 3,500 
employees work out of our main offices in Levis, Quebec City, Montreal, Ottawa, Mississauga and Calgary. 

DGIG’s mission is to:

“ Provide a range of general insurance products and related complementary services to  
protect our customers’ valuable assets. DGIG focuses on markets with the potential for  

profitable growth, and offers customers the best combination of price and quality.”

In Alberta, DGIG offers direct P&C insurance to the general public under the brand name, Desjardins General Insurance, 
and to members of partner groups through The Personal.  In addition, DGIG is the underwriter for ScotiaLife Home and Auto 
Insurance and Hbc Insurance.

Although DGIG is a relatively small player in the Alberta market, we recognize the growth and dynamism of the market and 
have begun to expand our marketing efforts in the province. 

Loss Trends

DGIG supports the comments and arguments put forth in the IBC submission, particularly as they relate to the level of rate 
making uncertainty from the constitutional challenge and the volatile economic conditions over the past several years. Despite 
this uncertainty, our experience data does suggest the following trends:

· Third Party Liability – Bodily Injury (TPL-BI) costs are continuing to increase.

· Property Damage (PD) costs are also continuing to rise. As a result, this has increased over time the proportion of PD 
          in the overall TPL premium.

· Following the auto reform in 2004, there has been a shift in claim costs from BI to Accident Benefits (AB).  However,
          there has been no formal recognition in the annual review for the need to re-balance premium between TPL & AB.
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Impact of Economic Climate on Claim Costs

The IBC submission effectively outlines why it is not easy to quantify the impact of the uncertain economic climate on auto 
insurance rates. Nonetheless, there are two main interrelated impacts that should be considered:

· Low investment income.
· Reduced market value of assets.

As insurers are largely invested in bonds, the anticipated increases in the interest rates will negatively impact the market value 
of insurance company investment assets. This, in turn, will result in reduced capital available.

If as a result there is a need for additional capital, insurers may need to increase their profit margins – above the 7% limit for 
the Industry Wide Adjustment (IWA).

In addition, the recent volatility in the capital markets could negatively impact investment income.  This, in turn, could 
significantly impact overall profitability.

Estimate of Ultimate Bodily Injury Claim Costs 

With the uncertainty related to the constitutional challenge of the MIR now gone, DGIG and most other insurers have moved 
quickly to release the additional reserves associated with the cap. The natural assumption from these actions would be for 
an immediate and noticeable  improvement in insurance company profitability. However, the reality appears to be somewhat 
different. With the resolution of the court challenge,  DGIG has seen a significant jump in the number of reported claims in 
Alberta. This would suggest that some policyholders were waiting for the court decision before submitting a claim. We have 
yet to see the final affect on profitability.

Nonetheless, while it is difficult to predict with accuracy the short term impact, DGIG does believe that the resolution of the 
court challenge will bring greater stability to the automobile insurance market in Alberta over the longer-term.

As a result, the environment might be ripe for insurers to invest more in the Alberta automobile insurance market, which 
in turn will stimulate competition and innovation, and ultimately benefit the consumer. Accordingly, DGIG supports IBC’s 
argument that the current environment presents an ideal opportunity to begin moving toward a new, more competitive and 
flexible regulatory model as this would further stimulate investment.

This new model should:

· Clarify the role of the AIRB and the Superintendent Office in the approval of changes to risk classification systems.

· Clarify prohibited rating factors.

· Support innovation, especially for rating factors that are proven to be predictive.

DGIG also believes that a more competitive and innovative risk classification system would provide the following benefits:

· More price points which translates into more choices for the consumer
· More opportunities for lower premium
· More control to the consumer
· More transparency 
· More stable street premium 
· Less risks capped by the GRID.
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Conclusion

DGIG agrees with IBC’s recommendation that current rates be maintained for mandatory auto insurance, as this would help 
ensure stability in the industry.

Although industry profitability has improved, the uncertain economy, volatile capital markets, and the expected rise in interest 
rates could undermine the gains that have been made.  For these reasons, DGIG believes that the prudent course of action 
would not include a rate reduction.

That being said, DGIG supports:

· The AIRB stated view that the Industry Wide Adjustment (IWA) be applicable to GRID Rates only. If as expected this
  proves impossible to implement this year, ARIB should use a more conservative estimate based on sound actuarial
  indications. Individual insurers have the option of using a Section 6 filing to further adjust further their rates, if 

          necessary. 

· The implementation of a new regulatory model that encourages competition and innovation, and which will ultimately
  benefit Alberta consumers by offering more choice.

· Continued educational and awareness efforts to help consumers better understand how they can reduce 
          their premiums.

Once again, we would like to thank you for this opportunity to share our views.

	 Sincerely,

	 Sébastien Vachon, ACAS
	 Director of Actuarial, Atlantic & 
             Western Regions Automobile, 
	 Desjardins General Insurance Group
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	 André P. Veilleux, FCAS, FCIA
	 Vice President of Actuarial, Ontario, 
             Atlantic & Western Regions Automobile,
	 Desjardins General Insurance Group


