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Welcome 

Welcome to the New Year edition of Insurance Insight.

At EBM we have a saying “from bad things; good things can come”. 

As we say goodbye to 2015 that saying holds true as we see tragic global events transformed into positive 
movements. Take the social media campaigns arising from the Paris attack that has united nations and 
nationalities and raised awareness of other tragedies like that in Beirut.

It’s that outlook our team at EBM is taking into the New Year and it’s the positive approach we hope to 
share with our clients in 2016. 

So, in this edition of Insurance Insight, we look at both the challenges and opportunities that exist for 
businesses looking to expand into ‘unstable’ business frontiers and provide insurance-related advice.

We also look at the Paraplegic Benefit Fund (PBF) and the support it has given people suffering spinal 
cord injuries since 1984. EBM has worked with PBF for many years and is pleased to work with the 
organisation that supports others in times of need.

To welcome in the New Year, we share some financial tips and marketing advice to get you and your 
business get off to a great start in 2016. 

At EBM we’re excited about the new products, services and activities we have planned for the year ahead, 
and we look forward to sharing those with you.

We hope you enjoy this edition of Insurance Insight and, from all of us here at EBM, we wish you a safe 
and enjoyable festive season.
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The Middle East is becoming a focal point for 
Australian business. 

As more and more companies expand into the region 
and other global political hotspots we throw light on 
insurance risks and cover. 

According to the Australian International Business 
Survey 2015, the United Arab Emirates (UAE) is one 
of the top ten markets for future export growth by 
Australian businesses.

Resource and mining supply companies, in particular, have their eyes set on the Middle East and Africa, 
including emerging opportunities in the MENA block.

Many Middle Eastern nations, like the UAE and Iran are politically stable, but there are others where the 
political landscape can be complex, fickle and risky for companies looking to operate or invest there.  

Governments, other businesses and officials can make or break your operation by:

• seizing equipment or assets 
• failing to pay money owing 
• creating contract loopholes and holdups
• restricting the transfer of foreign currencies abroad 
• discriminating against foreign owned businesses contrary to local or international law
• demanding prohibitive tax hikes aimed at foreign businesses

What does this mean for insurance and what options are available?

Political risk insurance helps companies manage the risks associated with operating in developing 
countries. It is designed to protect a company from financial losses that result from Government actions or 
political unrest overseas. This type of policy can provide protection from losses including equity invested, 
loans, inventory, receivables, plant and equipment and future profits.

If you’re operating in an area prone to terrorism, you should be aware most business insurance policies 
exclude acts of terrorism, and have done since 9/11. Instead, the risks are usually covered by the 
Australian Reinsurance Pool Corporation (ARPC) – an Australian government body established under the 
Terrorism Act (2003). 

In the event of a terrorist incident, the ARPC provides re-insurance for insurance companies ensuring they 
are able to cover customers for commercial property damage, business interruption and public liability. But 
it is important to check that your policy is covered by the ARPC arrangement.

If you’re looking to do business in the Middle East, Austrade has more details about operating in specific 
countries on the Austrade website and there is useful information available on the Australian Export Credit 
Agency (EFIC). 

For advice and support on terrorism or political risk insurance coverage, EBM can help. 

Doing business in political hotspots

http://www.austrade.gov.au/news/economic-analysis/key-publications/australias-international-business-survey-2015
http://www.austrade.gov.au/news/economic-analysis/key-publications/australias-international-business-survey-2015
http://arpc.gov.au/about-arpc/
http://www.austrade.gov.au/Australian/Export/Export-markets/Countries
http://www.efic.gov.au/education-and-tools/sme-information-series/exporting-to-the-middle-east/what-is-the-economic-and-political-environment-for-doing-business-in-the-middle-east/
http://www.efic.gov.au/education-and-tools/sme-information-series/exporting-to-the-middle-east/what-is-the-economic-and-political-environment-for-doing-business-in-the-middle-east/
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Supporting those who support others

Every day, someone in Australia suffers a 
spinal cord injury (SCI). EBM is working 
with the Paraplegic Benefit Fund to look at 
ways to improve the lives of people living with 
quadriplegia and paraplegia.

It’s estimated the cost to Australian taxpayers for 
people living with quadriplegia and paraplegia is 
$2 billion annually.  

Not only does an individual suffering an SCI 
and their family have to cope with the physical 
and emotional impacts, but often are faced with 
immediate and substantial financial costs. That’s where the Paraplegic Benefit Fund (PBF) comes in.

Frustrated by the lack of financial support available for SCI patients, renowned spinal surgeon Sir George 
Bedbrook founded PBF in 1984 to create greater awareness of the risks of SCI and to help those already 
living as a quadriplegic or paraplegic.

PBF Australia is a member-based organisation offering affordable spinal cord injury protection (insurance) 
for individuals, couples, families, corporates and clubs. 

Today the Australia-wide, not-for-profit organisation provides financial support for members suffering an 
SCI and offers peer support programs, lifestyle education and employment opportunities with the goal of 
demonstrating that life can and does go on.  

EBM have been sponsors of PBF over the years and in June 2014 became the not-for-profit’s insurance 
broker.

EBM Executive Account Manager Craig Goodwin has been working closely with the PBF to help them 
develop different avenues for their insurance policies and secure a better deal for the organisation and its 
members. 

“We are working with PBF and their insurer to improve the benefits offered. For example, the policy 
wording has been reviewed to remove certain conditions and exclusions that often limit the cover in 
standard policies,” said Craig.

“EBM negotiated a change in underwriter for PBF policies too. The benefits of which have been two-
fold. PBF has saved on costs and policy-holders have access to better benefits. Members policies now also 
provide an increased $250,000 lump sum payment, up from the $100,000 it was previously.”

EBM are also helping PBF develop additional benefits for members which will help to increase new 
member awareness and give them the potential to increase their membership base.

“An events policy is something we are currently looking to get in place. With this policy, a sports event 
organiser can include temporary membership of PBF in the registration fee. This way the competitor 
would be covered during a particular timeframe, for example for a couple of months prior to the event 
while they were training and during the event itself. It would be a great value-add for the event organiser 
and also an opportunity for PBF to increase its membership base”, Craig explained.     

Another avenue EBM are helping PBF explore is that of policies for professional sportspeople.
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“As you can imagine, a professional athlete, such as a player in the NRL, would need a policy that can 
accommodate the higher risk factor but also offer greater benefits. We’re working to develop a policy 
designed for elite athletes and their clubs. Being able to offer this type of insurance protection would give 
PBF an opportunity to approach the various sporting organisations about membership”, said Craig. 

In the 18 months that EBM has been PBF’s insurance broker a lot a work has been undertaken to improve 
benefits for all – and EBM are looking forward to exploring more ideas and opportunities to make the 
products offered even better in the months and years ahead.

More information about PBF is available at www.pbf.asn.au 

http://www.pbf.asn.au/
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Financial planning corner: For the sake of auld lang syne

As the clock chimes 12 this New Year’s Eve, 
there’ll be a lot of resolutions being made. For 
many of you, ‘save more money’ will be at the top 
of the list.

If you’re ready to start saving more and spending 
less in 2016, here are some tips to help you on 
your way:

1. Know exactly how much you earn and where 
it is being spent: For a fortnight or month, 
note every outgoing, from the large to the 
small (parking, coffees etc.). You might be 
surprised just how much money disappears on ‘incidentals’. 

2. Automate your savings: Open a high-interest online savings account (one where the funds cannot 
be easily accessed) and set up a direct debit to move a set amount from your everyday account to the 
savings account regularly. 

3. Review contracts and plans: Re-visit your mobile phone, internet and pay-for-view services. Look for 
plans that better suit your needs and usage habits, as there are new plans and providers coming online 
all the time. 

4. Scrutinise your credit cards: Speaking of not paying for features you don’t need, review your financial 
products and consider if other products may be better. For example, paying for all the ‘bells and 
whistles’ on a credit card is futile if you don’t use those features.

5. Shop around on loans: Avoid paying the “lazy tax” and view all the options in the marketplace. 
Loyalty to one provider is not always reciprocated, so ask for their best offer (after all, it costs them 
more to attract a new customer than to keep an old one).

6. Streamline your accounts: Inactive bank, super and brokerage accounts all attract fees, so close them 
down and transfer any remaining funds into working accounts.

7. Review your super: Superannuation is one of your key savings for the future, so make sure it works for 
you. Round up all of your super into one or two low-cost funds (find lost super at   
www.findmysuper.com.au) and review the fees you are paying and how your money is invested. Talk 
to a professional about the best ways to make the most of your assets (find out about co-contributions, 
salary-sacrificing, SMSFs and more) and do what is best for you and your family.

And, if you’d like to do some serious, strategic financial planning, feel free to contact us. 

These actions will cost you time and a little effort but could save you in the future.

Make your money work for you in 2016!

EBM Financial Planning Pty Ltd is an Authorised Representative of Financial Wisdom Limited ABN 70 006 646 108, AFSL 231138. The advice 
provided is general in nature. It does not take into account your financial circumstances and objectives. You should consider talking to a financial 
adviser before making a financial decision.

http://www.findmysuper.com.au/
https://ebm.financialwisdom.com.au/home.jsp?ident=HOME
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Tips to tap into the growing Gen Y market

As their Baby Boomer parents greet retirement 
with youthful enthusiasm, Gen Y is growing up 
and buying houses, having children and forging 
their careers. 

The Millennial babies, born somewhere between 
1980 and 2000, are coming into their own. The 
frontrunners are now in their thirties and, while 
their parents are planning a post-work, post-kids 
“gap year”, their children are knuckling down.

Since they first arrived, Gen Y has been tarred 
with a multi-coloured brush – variously typed 
as herd animals because of the time they spent in daycare; chicks reluctant to fly the family coup, digital 
natives with a Darwinian attachment to social media and smart phones.

Today, Gen Ys are really flexing their muscle in the economy, accounting for a staggering $62 billion of 
Australia’s total household expenditure.   

Despite this, they’re a generation ahead when it comes to saving, with 29 per cent regularly putting a little 
away compared to only 19 per cent of Baby Boomers.  Maybe that’s because they are staying at home 
longer in a trend that’s spawned a whole new phrase - Gen Y KIPPERS (Kids In Parents’ Pockets Eroding 
Retirement Savings)?

Whatever the reason, their purchasing power and distinctive buying patterns are both a carrot and a stick 
for companies who are searching for ways to engage millennial customers. 

So, what’s the best way to engage?  Think fast, friends and flexibility.

• Fast: whether it’s a takeaway pizza or insurance at midnight Millennials want things fast and there is 
only one place to go - the Internet – so offer multiple channels and great answers to questions on your 
website.

• Friends: to assess whether something is worth buying, Millennials will go to friends and social 
networks to see what other people think. They use this collective filter and word-of-mouth 
information to make decisions, so provide good clear and concise information that’s easy to share.

• Flexibility: Millennials don’t want to visit a counter or spend time on the phone doing business. They 
prefer to send a text or press submit. Make buying processes easy and keep sales pressure low. Ensure 
your website reflects your business and is fast, easy to use and mobile-friendly. 

Millennials want to be connected more easily and more often. They want to have products delivered faster. 
In short, they want more – and that’s the challenge and opportunity for businesses.

1. http://www.smh.com.au/small-business/trends/im-geny-do-retailers-get-me-20131121-2xy27.html

https://www.rabodirect.com.au/blog/2015/06/03/19/33/baby-boomers-claim-changes-to-super-will-not-make-a-difference/
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Farrah delivers gold-level service 

Kalgoorlie is a tough town and currently a pretty 
tough business market but for EBM’s Farrah 
Skelly, there’s no better place to work.

The mining downturn is impacting heavily on 
businesses right through the town, including 
almost all of EBM’s Goldfields clients.

According to Farrah, a local herself, working with 
Kalgoorlie people and businesses and helping 
them through the current slump is the best part 
of her job.

 “Being based in a resources area, we are very reliant on the mining sector. When it’s doing well it produces 
a lot of opportunities for our clients but when it’s doing badly, times are tough.

“A lot of our clients are really struggling financially and we are currently working with them and doing our 
best to help them save as much money as possible.

“Despite tough times, we’re still doing business. Kalgoorlie clients believe in shopping local and like the 
fact that we have an office in town.

“They’re happy to spend their money with us because they know it feeds back into the community.

“EBM Kalgoorlie hires local people, like me, and plays an active role in the community through the 
sponsorship of local sport and events.”

Farrah has worked for EBM for 10 years, starting as a receptionist the week after finishing Year 12. She 
is now Account Manager in the corporate unit of the Kalgoorlie branch and personal assistant to the 
Regional Director. 

“I didn’t actually choose insurance. I started here straight out of school thinking that I would work here for 
a year and then move to Perth and go to university – but I never left!”

“I love my job. There’s never a typical day. It varies week to week and throughout the year.

“One of the most memorable periods – and it was really traumatic for so many people – was the 
earthquake in 2010 which caused widespread damage through Kalgoorlie and Boulder.

“We dealt with hundreds and hundreds of claims, the worst hit area being historic Burt Street in Boulder 
which was devastated and has only just reopened this year.”

When away from the office, Farrah catches up with friends, watches the football and heads down to the 
beach at Esperance to visit her grandparents.

Married in April last year, Farrah and her husband Shamus are expecting their first child in February.
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News in brief 

2016 regional outlook

Economic growth in Asia is slowing faster than anticipated, with the outlook for the region (particularly 
China) one of the key uncertainties identified by the Reserve Bank in forecasting global growth in 2016. 
The slowdown in Asia is affecting trade volumes and industrial production globally, however the impact on 
Australia’s terms of trade has been minimal in most recent months. Analysts are keeping a close eye on Asia 
to see what’s in store in the New Year. 

ICA advocates for insurance duties to go

Research commissioned by the Insurance Council of Australia (conducted by Deloitte Access Economics) 
has found replacing stamp duties on insurance policies with a commensurate rise in land taxes, such as 
council rates, could boost the national economy by more than half a billion dollars. The modelling found 
both household consumption and government revenue rose when the taxes were changed. 

Unemployment dips

Australia’s unemployment rate decreased unexpectedly in October 2015 to 5.9 per cent, seasonally 
adjusted – the lowest figure since May 2014. The labour force participation rate also nudged up slightly to 
65.0 percent, seasonally adjusted, from 64.9 percent in September 2015. Commentators say it’s great news 
for job-seekers but bad news for homeowners as the Reserve Bank is unlikely to drop interest rates in the 
near future.

Health insurance consultation underway

The Federal Health Minister has started public consultation on the value-for-money of private health 
insurance. The review comes after it was revealed that half a million Australians dropped or downgraded 
their private health insurance in the last financial year. The online survey asks what services should be 
covered by policies and how they can deliver better value-for-money. 

Abuse sparks call for reform

A case of a Perth woman discovering that her abusive ex-partner was still making payments on a life 
insurance policy has led AMP to call for urgent reform. AMP found it was powerless to cancel the policy, 
taken out on the woman’s life by the man when the couple were together and which names the man as the 
sole beneficiary, despite the women leaving the man several years earlier.  

Japanese insurer acquires MLC

Japanese life insurance company Nippon Life has entered into an agreement to acquire 80 per cent of 
the outstanding shares in MLC Limited for $2.4 billion. The remaining 20 per cent of the Australian life 
insurer remains with National Australia Bank (MLC is a subsidiary of NAB), which will seek to expand 
MLC’s business together with Nippon Life.

http://www.rba.gov.au/monetary-policy/rba-board-minutes/2015/2015-11-03.html
http://www.insurancecouncil.com.au/media_release/plain/335
http://www.health.gov.au/internet/main/publishing.nsf/Content/phiconsultations2015-16

