
This month we talk to Jim Hegarty of Hegarty Financial Management 

and a former President of NIBA. Jim is celebrating 50 years active 

service in the Life Insurance Industry. 
 

For the majority of that time,he has been promoting the value of unbiased financial 

advice and the merits of utilising the services of a Financial  Broker. 
 

for the life broker network. I was never 

afraid of change and see everything as 

a challenge so in1981, I decided it was 

an opportune time to set up a brokerage 

and  also to stay in Dublin  in order to 

capitalise on the bank managers support 

network I had developed. Coincidentally 

that was also the year the National 

Insurance Brokers Association (NIBA) 

was formed. 

What were Broker issues at that time? 

There were many issues for both General 

and Life brokers for example there was 

no regulation or qualifications required in 

order to obtain an agency. Therefore, if 

something went wrong and it often did, 

it was the Broker market and not the 

provider of the agency that was blamed. 

When mortgages and loans were 

approved the provider would insist on 

conditions such as they would arrange 

all insurances, denying the consumer the 

choice of provider regardless of price or 

cover. 

How did you get involved with NIBA 

and what were the early days like? 

I was approached in 1984 to join the 

executive   in   order   to   balance   the 

board    between   Life   and    General. 

This coincided with Paul Carty being 

employed as national director resulting 

in a full-time secretariat working out of
How did you begin your career in 

Financial Services? 

Prior to establishing Hegarty Financial 

Management (HFM) I was employed by 

a leading life company Standard Life for 

over 10 years, first in Cork, Limerick and 

finally in Dublin as an Inspector. Standard 

Life has a very holistic approach to its 

business with a high duty of care to both 

its staff and customers. This  value  of 

care is one that resonated with me and 

something I always look to apply in my 

own dealings with staff and clients. 

How did you first get involved with 

the industry/trade bodies? 

Very simply before leaving Cork in 1977 

I was more than encouraged by the late 

great Michael Sheehan to join the newly 

established Life Insurance Association 

(LIA), he would be more than proud that 

his daughter Clodagh is now its President. 

In Dublin I was invited to a meeting in the 

Shelbourne Hotel where I met people like 

Brendan Glennon from the Broking world 

and many others from the Life Insurance 
Companies. Their regular meetings were 
a great peer learning curve and also a 
great opportunity for industry networking, 
all of which proved invaluable to me in 
later years especially when I set up 
HFM. I became a fellow of the LIA in 
September 1980 and would encourage 
everyone involved in our industry to join. 
 

Why and when did you decide to set 

up your own Brokerage? 

A combination of reasons, you must 

remember there were very few life-only 

brokers in the early 70’s. At that time 

apart from a few very large firms and tied 

agents, Bank Managers were a major 

distribution channel for Life companies. 

Then in 1978 Shield Life was established 

as the first Broker only company, that in 

my opinion, created the environment for 

indigenous Life brokerages, both rural 

and urban to thrive. This also impacted 

on the traditional life companies resulting 

in  them  also  giving   greater  support 

Gerry Kinane’s offices in Abbey Street. 

Committees were formed to address all 

aspects of the industry. On the life side 

we started to develop a relationship with 

the LIA. Our first dual venture was when 

Brendan Glennon and I set up with the 

support of all the life offices, the NIBA/ 

LIA nationwide seminars. Then with Sean 

O’Dwyer and  Brendan  we established 

the LIA as the educational partner of 

NIBA. As an Association we were busy 

lobbying TD’s for changes in legislation 

and building up strong working 

relationships with all the providers both 

life, general and lenders. We also put in 

place a strategy to combat the negative 

press brokers were enduring and 

promote the merits of using brokers for 

unbiased advice. This  culminated  with 

the launch of The Irish Broker magazine 

with Victor Quigley and John Kilmurray as 

its first editors. In later years Joe Flood and 

I took on this task. Then in 1987 I was 

appointed President of NIBA, the first LIA 

member to be honoured. During my year



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
The first official meeting of the National Insurance Brokers Association and the LIA (Dublin Committee) was 

held on Tuesday 12th February, 1985. Jim is pictured front row, third from left with a more youthful looking 

bunch of industry leaders at the time.

and as a result of members hard work, 

I had the pleasure of seeing legislation 

being passed to end conditional lending.  

This created the environment which 

allowed brokers access to and be 

remunerated for Mortgage broking. We 

also established a Compensation Fund 

on a voluntary basis under the 

chairmanship of Con Daly and within a 

few years we used this fund to purchase 

Merrion Square with Denis Nolan to the 

fore. My last official role was as Chairman 

of the IBA Oireachtas Committee. 

Why are you such an advocate for 

technology? 

I   believe   that   being   ahead   of   the 

curve and finding new technologies 

enables one to communicate more 

effectively   which   has   always   been 

central to my modus operandi.  That was 

the main reason as President I set up a 

technology committee securing two 

deals for members, one, can you believe 

for fax machines, in which we invited all 

the industry to participate. Then the 

Cognotec/Clientlink deal which provided 

all NIBA life brokers access to live 

technology for the first time. Later in the 

late nineties towards the end of self-

regulation  with  two  former  Presidents 

of IBA, Jim Cotter and Frank Murray, I 

helped  to establish Broker Information 

Services (BIS), initially allowing 

comparative quotes at the click of a 

button which has now developed into a 

full CRM, research, compliance, practice 

management platform. 

What has been the impact of 

regulation? 

Regulation of Financial Services has 

been a very positive impact on the way 

we transact business and it has endorsed   

many   of   the   issues   that were   

previously   mentioned. It   has   in my 

view put an underlying value on 

brokerages, something self-regulation

also highlighted in my view the need for 

active technology when dealing with 

compliance, such as PEPS, Research 

and Comparison Quotes. 

What do you believe is fundamental 

to a successful business? 

I have always championed change, 

communication, collaboration, innov- 

ation, and emerging technologies, seeing 

them as an integral part of the efficient 

running of the company.  As an advisory 

service we adopt a holistic approach to 

business thereby providing added value 

to our customers and their needs. I find 

technology invaluable when 

communicating with our customers and 

staff alike. Hence, I have encouraged a 

very active social media profile and in 

addition we also publish a monthly E-

magazine addressing customer’s needs. 

As an established business, we have and 

continue to develop a personal 

relationship with all our customers and 

their families. Fundamental to this is 

establishing trust between both HFM 

and our customers by placing   their 

needs as a priority over and above that 

of the business. I believe that customer 

value is not only generated by our 

products or services alone but by the 

results associated with their use. This 

approach has helped us establish a very 

loyal customer base.  Developing the   

customer base is as important as 

developing the services we offer. Also, 

it would be remiss of me not to mention 

our loyal and hardworking staff who have 

toiled in the trenches with me for decades 

now. 

Should Brokers be concerned about 

their future? 

Of course we should. Brokers have been 

concerned about their future for as long 

as I’m in the business, but I believe it is 

healthy to be concerned as it will avoid 

complacency...  and as you will put the 

necessary steps in place to secure your 

future now that we finally have one voice 

with Brokers Ireland augers well for the 

future.

could not achieve. Agencies for example 

are no longer freely available. It has 

Jim appeared on the front covers of our April 1987 issue 

(left) and our September 1987 issue (right). 


