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Business By Design
Tips and Strategies to Help Your Firm Succeed

We love this time of year because it
gives us an opportunity to reconnect
with you, our valued clients, at
various association
conferences across
Canada and beyond.
The OAA, CSLA, CSC
and RAIC conferences
were huge successes
and Mumby was
proud to sponsor each event.
On another note, thanks for the
overwhelming support for our newly
published book, Insurance Exposed!
We’re glad to hear you’ve found it
so informative and useful.
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Professional Liability	
  	
  
Directors & Officers Liability	
  	
  
Professional Offices
Health & Dental	
  	
  
Life Insurance	
  	
  
Disability 	
  
Critical Illness
Mortgage Protection	
  	
  
Cyber Liability	
  	
  
Executor Liability
Home Insurance	
  
Farm Insurance	
  
Tenant Insurance
Condo Insurance	
  	
  
Seasonal Property	
  
Builders Risk
Special Event Liability	
  	
  
Automobile 	
  
Commercial Auto	
   	
  
Antique Vehicles
Snowmobile, ATV, Watercraft
Apartment Buildings	
  	
  
Condominium Buildings	
  	
  
Townhouses

When it comes to a business’ liability, customer safety can be a
muddled area. If someone enters a place of business and is
injured, who is at fault?
In court, it can be tricky for a business to prove that its
establishment had no part in an accident, and an injured
plaintiff may be able to point out certain circumstances that
show negligence on an owner’s part. The following are
guidelines for how you can ensure your customers’ safety.
While you probably already keep your business premises clean
and orderly, it’s a good idea to document what you do. The
physical condition of your building should also be taken into
account.
Is the floor missing tiles? Are there unseen protruding edges?
Any defect can be used against you, no matter how small or
insignificant you think it is.
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(Continued)
Have an employee walk through your building
and make sure he or she records any risks,
what actions were taken to resolve them and
the time at which they took place. Having this
documentation, if your company is taken to
court for an incident, will show your honest
attempt to mitigate safety risks.
If you know something is likely to cause harm
or problems, get ahead of it. For example, this
could mean putting “Caution” signs on wet
floors or banning food and drinks to avoid
spills.
Also, monitor areas where customers have
access, including merchandise displays they
may interact with. For example, if you have
heavy boxes stacked high or large items on a
top shelf, consider how you could readjust
these items to lessen the risk of customers
injuring themselves. If you cannot rearrange
your merchandise, make sure a sign is clearly
displayed that advises customers to seek help
from an employee.
Even if you have taken every precaution to
ensure safety, it is a good idea to have a
professional examine your property for any
problems you might not have noticed. Most
importantly, contact us learn more about
what you can do to prevent injuries—and
lawsuits.

Insurance Exposed! Get Your
Copy of Our New Book
We’ve written this book
because we have seen
far too many examples of
people being sold the
wrong insurance with
poor customer service
and dangerous gaps in
their protection.
We decided it was time
to expose some of the
problems with insurance
protection that many
people face.
You’ll find we have stripped away the confusing
insurance jargon to easily reveal how you can
get more from your insurance dollar.
Bottom line, the naked truth is that our passion is
to help people sleep at night knowing their
insurance will be there when they need it most.

You can download a
complimentary digital copy of
Insurance Exposed by visiting
www.mumby.com/books
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Succession Planning
What Will Happen To Your Business?
As Douglas Pinnell talked about in his recent highly rated
presentation at the OAA Conference in Hamilton, succession
planning requires careful thought and consideration.
Here are just a few key points and questions from his
presentation that you may wish to consider.
What Is the True Value of Your Business?
The value of your business is based on 3 factors:

Establishing a
Buy/Sell Agreement

1. Does someone want to buy it?
2. What are they willing to pay for it?
3. Are they financially able to pay for it?
There are different valuation formulas that can be applied
based on a multiple of your earnings + a value for fixed assets
+ a value for the “Good Will” of your business. However, the
true value comes down to what someone is willing and able
to pay for your business.
Who Should You Sell Your Business To?
When you are ready to leave your business there are 3
succession options:
1. Close the business
2. Sell to an external buyer
3. Sell internally
A merger may be considered a forth option, although it is
really a variation of the second and third options depending
on the parties involved.
Selling externally usually offers the benefit of an up front cash
payment, but often includes a requirement of several years of
service during the transition period. Do you want to continue
working for several years? And can you handle being
assimilated into the new owner’s way of doing business?
On the other hand, an internal sale involves identifying the
right candidate to take over your leadership role. Do you
have a STAR within you business who would be an
appropriate choice?
A S.T.A.R. is an internal candidate who may seem Scary,
and/or Threatening, but whom is also Amazing for your
business and is likely the Right choice.
Have you groomed a STAR? Do they know that they are part
of your succession plan?

If your business is structured as a
partnership or corporation, it is
very important that you have
an agreement outlining the
rights of owners or shareholders.
There are 4 dimensions of a
buy/sell agreement that should
be included (The 4 D’s):
1. Disagreement / Departure
2. Debt / Divorce
3. Death
4. Disability / Disease
The specifics of the 4 D’s will
vary depending on
the structure of
your business and
the needs or
desires of the
owners.
Have you
created your
buy/sell
agreement?
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Anthea’s Book of the Month
Offering compelling and eyeopening stories much like its
predecessors in the Freakonomics
series, Think Like a Freak goes a
step further by offering practical
tools for readers to implement in
their own lives.
Levitt and Dubner admit that they “are probably
not the kind of people you’d typically want to
ask for help,” so instead of being a self-help
book, they’ve written one that challenges
readers to attempt to solve their own problems
using new strategies.
One of their main objectives with the book is to

illustrate why most problems do not
have binary solutions. There are more
than a simple “right” and “wrong”
answer when it comes to making
difficult decisions in life.
One example from the book details the
ill-fated launch of the space shuttle
Challenger in 1986. I remember this story
so clearly and was fascinated by the
intricate decision-making that ultimately
led to the shuttle’s crash.
If your career calls for constant decision-making
then this book will be especially applicable to
you. It’s entertaining and actionable which is
why I really enjoyed reading it.

For Design Professionals Only:
! Business Premises Liability – what
you need to know

Mumby Insurance Brokers Ltd.
572 Weber Street N. Suite 2
Waterloo, On N2L 5C6
Local: (519) 885-5956
Toll-Free: (800) 446-5745

! Insurance Exposed! Get your
copy of our brand new book!
! WIN a Mustang – We’re giving
one away in June!
! Why it’s never too early to
consider Succession Planning

An Amazing OAA Conference
At Mumby we are always
proud to be a sponsor of the
annual OAA Conference, as
it provides us with a chance
to give back and support
many of our long-term,
valued clients.
This year’s event, held in
Hamilton, had a special focus on urban renewal. It
was great to see so many of you, and to be
inspired by the work you have accomplished.

We look forward to
seeing you next year!

Anthea and Douglas are pictured above
with keynote speaker and renowned
Canadian artist, Edward Burtynsky.
You can see some of his amazing artwork
at www.edwardburtynsky.com

