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EDITORIAL

It is my pleasure to introduce you to City Brokers’ 
first bi-annual Newsletter, on the eve of our 34th year 
of existence…

From the days when Insurance Broking services 
were unknown to the local business community, when 
Insurers were not impressed by having to remunerate 
an intermediary who represents the Insureds, in 
an environment without any IT support and limited 
communication tools, we have seen many men and 
women proudly produce hard and consistent efforts 
in growing City Brokers to where it stands today.

We have indeed travelled the rough seas and 
managed to remain focused on our core principles: 
to keep the Customer at the forefront, to remain 
focused, to deliver rapid, accurate and cost-effective 
professional services, and to make the concept of 
insurance easy. This is a tangible value proposition, 
which we aim to improve over the coming years.

Today, City Brokers is a team of 80 client-dedicated 
members, with a majority of client facing advocates 
who possess extended experience in all fields of 
insurances and sectors of the local economy. As I 
step back from operations this year it is this team, 
under the leadership of Vanisha Pursun, which will 
henceforth take credit for the continued successful 
servicing of our clients’ needs, and I have no doubt 
on their ability to deliver beyond expectations. 

Thank You,
Patrick Bouic

Patrick Bouic
Chief Executive Officer

LOOKING BACK AT MOVING FORWARD
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but soon realised the added-value that CBL was bringing 
to their business.  Mauritius being a small place, word 
of mouth did the rest and CBL’s book of clients grew 
consistently from year to year.

Even though the client list was growing, the work was still 
relatively manual, and the team had to put in significant 
effort to service these clients to the standard CBL had 
set for itself.  Jean Clement Harel, who has been with the 
company for several years, often narrates how they used 
to fight to open the office at 7 in the morning and senior 
staff rarely left before 7 at night – on the good days!

The insurance broker’s added value is put to test in times 
of claims.  When Cyclone Hollanda struck Mauritius on 10 
February 1994, the damage caused to public and private 
infrastructure was substantial.  Channels of communication 
had been interrupted and clients could not reach CBL over 
the phone.  Patrick sometimes re-counts how he was 
passing by the office shortly after cyclonic alerts were lifted 
and found a line of CBL clients’ senior executives waiting 
for him to help them submit their claims to insurers!

The CBL team again worked long and arduous hours in 
the aftermath of the cyclone to help in the assessment of 
claims, preparation of claims documents and negotiations 
with reinsurers for claims settlement.  Cyclone Hollanda 
remains, to date, the largest catastrophic event handled by 
us where about 25% of the total insured losses of Rs 800m 
were handled by CBL.

CBL’s success lies in hard work, an innovative and efficient 
way of doing business and the independent professional 
advice we provide to clients.  We work, or at least we put 
our utmost effort to work in the best interests of our clients.

Moving into a new digital era

In 1999 the GML group (today IBL group) became a 
shareholder of CBL when they purchased 50% of the 
shares of the company.  In those days, information 
technology was changing the way of doing business and 
service organisations like CBL jumped the bandwagon to 
take advantage of the efficiency IT was meant to bring to 
organisations. 

The company maintained a healthy growth from year to 
year and the size of the team also grew consistently in 
parallel to maintain the level of service provided to clients.

The shareholding of the company changed again in 
2015 when Chedid Capital Holding bought the remaining 
50% of the company from Patrick in anticipation of his 
retirement from the company.  Chedid Capital Holding is 
headquartered in Beirut, Lebanon with activities spanning 
the middle east.  The holding company is involved in 
insurance and reinsurance broking as well as corporate 
insurance and other solutions.

With these new corporate shareholders, CBL has the 
required financial and technical backing to maintain its 
development both in Mauritius and in the region.  We 
maintain close ties with international underwriters via 

our network partners and pride ourselves at being able 
to provide our clients with developed market expertise to 
address their insurance needs.

CBL has a team of 80 men and women servicing more 
than 4,000 corporate and individual clients. We have 
recently invested in a state-of-the-art IT system which 
should allow us to improve the efficiency of our processes 
and move into the era of digitalisation.  We service 
about half of the brokered insurance market in Mauritius  
and were recently appointed as brokers to Metro 
Express Ltd to set up their insurance programme – we 
are extremely proud to be associated with this national 
project, which we believe is a tribute to our recognised 
expertise and professionalism.

As we embrace our 35th year of existence and say 
‘Happy Retirement’ to Patrick Bouic, we will certainly 
not rest on our laurels.  Insurance remains a complex 
and evolving subject.  With global warming and the new 
era of automation and digitalisation, emerging risks are 
rampant, and it is our duty as professionals and our 
responsibility towards our clients to keep up to date with 
these changes.  At the same time the market is also 
changing with new players disrupting comfort zones.  
We nevertheless remain confident that we have the best 
team to allow CBL to take on these challenges head front 
and move on to the next level.  

Early years

CBL was incorporated in January 1986 to carry out 
insurance broking and consultancy services.  The founder, 
Mr Clement Bouic, was providing consultancy services to 
clients and decided to extend the services to insurance 
broking.  The first offices of the company were located in 
the business centre of the capital, at Labama House on Sir 
William Newton street.

During the first full year of operation the company had 
a turnover of Rs 281,926 and a net profit after tax of 
Rs 35,471.  It had issued for that year 245 placing slips 
(document used to set up a client’s insurance with an 
insurance company) for total premiums of Rs 2,027,111.  
97% of its clients were corporate clients, the largest one 
being General Construction Company Ltd (GCC).  GCC 
is, to this day, one of the valued clients of CBL, which 
shows the strength of the relationship we’ve built over 
time with our clients.

In those early days, computers were still aliens restricted 
to the server rooms of banks and insurance companies 
and business was carried out mostly manually.  The first 
placing slip has been framed and placed in our lobby.  It is 
a tribute to the origins of the company.

The insurance broking segment of the business grew 
rapidly and soon Mr Clement Bouic needed people to 
help him carry out his professional activities.  Mr Patrick 
Bouic joined CBL in October 1989.  He then spent some 
time training with a Lloyd’s broker in London, while 
completing his insurance qualifications and came back to 
CBL in June 1991. 

Sadly, at the end of July 1991, Clement Bouic was taken 
ill and had to stop working.  He passed away one year 
later.  Patrick took the reins of the company and spared 
no effort in growing the business. 

Crafting of today’s CBL

Insurance in those days was considered the realm of a 
favoured few professionals both because of the level of 
technicality and the complexity of insurance policies.  To 
this day in fact, life insurance, general insurance and 
pensions are very technical subjects mastered by few.  
Patrick mastered those complexities and decided to 
take a radically different approach to insurance broking 
– he decided to make the life of the client simple …

Basically, he was extremely knowledgeable of the subject 
of General Insurance and managed to convince clients 
that he could seek out the best and most comprehensive 
cover for them at an affordable price.  Clients did not 
have to check their insurance policy documents to 
ensure clauses and conditions were correct and that 
their assets (and potential liabilities) were adequately 
covered.  CBL did that for them without any increase 
in their insurance premiums, brokerage being paid by 
the insurers.  Clients were somewhat doubtful at first 

First Placing Slip

STORY  
OF CBL

In insurance 
one never 
stops 
learning...
Patrick Bouic - CEO - City Brokers Ltd
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EMBRACING NEW CHALLENGES

After completing her undergraduate degree in Mathematics 
from the University of Delhi in India, the logical choice 
for Vanisha Pursun was to become a teacher. However, 
true to herself and her love of complexity, she decided to 
embrace a completely different career path and to become 
a qualified actuary. 

“In those days there were very few qualified actuaries on 
the island, and it was a daunting task and brazen decision 
to say the least.  However, I was very lucky to get a job 
as Actuarial Trainee with the first independent actuarial 
consulting firm in Mauritius and took the leap.  The fact 
that the company also sponsored the study material and 
exams costs also helped with the decision as actuarial 
exams are extremely costly”  Vanisha tells CBL Times. 

Committed to succeed in her endeavour, she spared no 
effort. Mother of two, she studied by distance learning 
for nine years while working full time and qualified as 
an actuary in 2008. After qualifying, she joined the local 
insurance industry where she held senior positions in the 
actuarial departments.

In August, when the opportunity to become the General 
Manager of City Brokers Ltd popped up, she saw it as a 
new challenge she would enjoy rising to. “In spite of my 
absolute passion for technical actuarial work and a bizarre 
attraction towards complexity, I decided to take the plunge 
and accept the position,” she underlines. 

She is thrilled by this new adventure which entails managing 
the team to achieve the business objectives and growing 
the company in line with shareholders’ expectations.  The 
position also involves a great deal of problem-solving 
and creativity in tackling day to day challenges and in 
managing stakeholders. “As an actuary, I was used to 
work with statistics and complex mathematical modelling. 
Now, as the GM of CBL, I will, instead, be dealing with the 
complexities of human nature,” she smiles.

For Vanisha, there is no doubt that her academic training 
as well as her previous professional experience will help 
in her new duties. Her training as an actuary is based 
on the fundamental model of understanding a problem, 
devising a solution and monitoring the result. In her view, 
this approach is transferable to all areas of life and, in 
particular, to the management of a business and a team.

Her new position also requires the ability to break down 
complex problems into pieces and so that they can be 
understood and tackled more easily by relevant parties. 
“Since insurance is complex by nature, our job at CBL is 
to make sure that our clients do not have to worry about 
the technicalities. Our job is to make our clients’ life easy 
and provide them with the best insurance cover for their 
needs, at the most appropriate price. Our clients trust us 
as professionals, and we do our best to ensure that we 
honour that trust,” she concludes.

Discovering 
our new GM

Since insurance is complex 
by nature, our job at CBL is 
to make sure that our clients 
do not have to worry about 
the technicalities.

Vanisha Pursun
General Manager 
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Guillaume Wiehe - Senior Executive

Years of Service (overall career) : 15 yrs 
Main Areas of Expertise : General Insurance 
Favourite TV Show : Game of thrones

Tristan Lagesse - Senior Executive

Years of Service (overall career) : 19 yrs 
Main Areas of Expertise : General Insurance,  
General Reinsurance
Favourite Movie : Le Diner de cons

Vanisha Pursun - General Manager

Years of Service (overall career) : 22 yrs 
Main Areas of Expertise : Pension and Insurance

The Team

Marika Domain - Head of Operations

Years of Service (overall career) : 26 yrs 
Main Areas of Expertise : General Insurance, Marine Insurance,  
Motor Insurance 
Favourite TV Show : The Voice

Enayat Sohawon - Executive (Marine Insurance)

Years of Service (overall career) : 24 yrs 
Main Areas of Expertise : Marine Insurance, Motor Insurance 
Hobbies : Cooking/Gardening, Quad Biking

Clarel Boodhoo - Finance Manager

Years of Service (overall career) : 24 yrs
Main Areas of Expertise : Finance Manager

Gregory Bouic - Executive

Years of Service (overall career) : 11 yrs 
Main Areas of Expertise : General Insurance,  
Health Insurance, Motor Insurance, Non-Life Insurance 
Favourite Book : Alfred Hitchcock : Une vie d’ombre et de lumière

Denis Ulcoq - Senior Executive

Years of Service (overall career) : 32 yrs 
Main Areas of Expertise : Insurance & Reinsurance 
Broking and Risk Management 
Favourite Movie : Resurrection

Jean Clement Harel - Executive (Motor Insurance)

Years of Service (overall career) : 32 yrs 
Main Areas of Expertise : Motor Insurance 
Hobbies : Reading, Hiking, Swimming

Cynthia Henry - Executive (Personal Lines Insurance)

Years of Service (overall career) : 22 yrs 
Main Areas of Expertise : Motor Insurance, Personal Lines Insurance 
Favourite TV Shows : 50 Minutes Inside / The Voice / Danse avec les stars

Roshnee Maraye - HR & Administration Manager

Years of Service (overall career) : 15 yrs 
Main Areas of Expertise : Human Resources, Administration, 
Facilities Management 
Hobbies : Yoga, Cooking, Drawing, Travelling

Rushaa Purdhan - Executive (Health Insurance)

Years of Service (overall career) : 15 yrs 
Main Areas of Expertise : Health Insurance 
Favourtive Book : Spooksville - Christopher Pike series

Jash Soobarah - Senior Executive

Years of Service (overall career) : 15 yrs 
Main Areas of Expertise : General Insurance, Reinsurance 
Hobbies : Reading, Football, Travelling



The role of the  
Insurance Broker

The role of the Insurance Broker is often misunderstood and through this article, 
we will try to clear these misconceptions and explain the added value that we 
bring to our clients.

Misconception #1 – The Insurance Broker works for the Insurer

Nothing could be further from the truth!  We, at CBL, work exclusively and without any question in the best interest of our clients.

The common misconception arises from the fact that people often confuse an insurance agent with an insurance broker.  
The insurance agent is usually tied to an insurance company and sells products offered by the insurer. The insurance broker,  
on the other hand, understands the client’s needs and then shops around with all insurers to find the best cost-effective 
insurance solution.

Insurance is, by nature, complex.  Insurance policies are complicated legal documents and every comma can become the 
subject of a long debate, specially at the time of a claim.  Our team at CBL masters these complexities and makes sure that our 
clients’ insurance needs are adequately covered.  In fact, our clients often get more comprehensive insurance cover through CBL 
as we negotiate with insurers for extensions or riders which we believe provide better protection to our clients.

Moreover, in the eventuality of a claim, we accompany our clients to ensure that all relevant information is provided to the insurer 
for the prompt settlement of the claim.  If, for any reason, the policy documents are not clear and are subject to interpretation, we 
ensure that any negotiations with the insurer work in the best interests of our clients.  

CBL clients are thus ensured of getting the best insurance cover, at the right price. In addition, in case of claims, we accompany 
our clients from the time the claim event occurs to the final settlement of the claim.  CBL thus definitely works for its clients!

Misconception #2 – My insurance premium will be higher if I use an Insurance Broker

The insurance broker is in fact remunerated by the insurer.  This means that the client pays the same premium irrespective of 
whether he uses a broker or not.  

Our clients thus get better insurance cover, possibility at a better price and close claims follow up without any additional cost to them!

Misconception #3 – Insurance Brokers only deal with complex risks

The insurance broker originated in the London market, in the eighteenth century, with the insurance of ships. As Gibb writes 
in his book Lloyd’s of London, brokers were “the fixed point in a floating market – they were the professionals, the  
full-time men who depended on insurance for their daily work and livelihoods, who kept recognised offices, knew the 
responsible underwriters, and through long experience, were best informed on the nature of risk.”

Misconception #3 therefore seems to be true to a certain extent but not totally…

Insurance broking is indeed imperative for clients involved in complex operations.  In fact, some risks are so complicated and 
specific that only specialised brokers would be able to understand them and design the appropriate insurance cover.  For 
instance, aviation insurance, marine insurance, life insurance (including pensions) and complex industrial risks could require 
specialist brokers to be involved to set up the insurance cover.

However, companies involved in less complex activities and individuals also benefit from using an insurance broker – in addition 
to the reasons set out in Misconception #1 above, CBL’s expertise lies in understanding the risks to which our clients are exposed 
and which could be mitigated through the use of insurance.  This could involve, in some cases, designing insurance policies 
which are tailor made to the needs of our clients or, in other cases, basic and traditional insurance products.  The key is in fact to 
find the adequate insurance products to transfer the risks faced by our clients, which brings us to the 4th misconception.

Misconception #4 – Insurance Broking is about selling insurance

In fact, insurance broking is about risk profiling and finding the most appropriate way to transfer these risks to an insurer, at the 
best price for the client.  CBL can also help the client put in place the right risk management framework to ensure that cost of 
risk transfer (insurance) is minimised.

In addition, at CBL, we monitor market trends and emerging risks and try to anticipate what changes are required to our clients’ 
insurance policies to ensure that they maintain adequate cover despite evolving risks.

Moreover, given the strength of our relationship with most players on the insurance market, we are often able to negotiate terms 
of cover which would perhaps not be available directly to clients.

Insurance brokers evolve in a highly regulated environment, which aims at providing adequate protection to clients.  We are regulated 
and licenced by the Financial Services Commissions and must abide by the Insurance Act 2005 and the Broker Rules 2008.

The Broker Rules impose stringent requirements on insurance brokers and set out guidelines on how we need to do business.  For 
example, we need to be knowledgeable of our clients’ business and risks and maintain detailed information of the insurance products 
available on the market, to be able to advise our clients in the most appropriate way.

At CBL, we have a strong team of experts who can advise clients in various areas of activity and across all classes of insurance.  We 
have dedicated teams looking after specific classes of business such as health, household, marine and motor insurance.  Clients 
requiring other types of insurance are serviced by our client executives and their respective teams. 

In addition to the requirements imposed by the local legal framework, our team members are also seasoned professionals who are 
guided by the code of practice of their own professional bodies.

Regulation and professional guidance
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Oomah : La passion au travail 
Le monde du travail, Oomah le découvre à l’âge de  
13 ans. C’est après avoir travaillé dans des entreprises de 
nettoyage et dans une usine textile qu’elle intègre l’équipe 
de City Brokers. Nous sommes alors en avril 1994 et la 
jeune femme est âgée de 32 ans. Mariée, elle est mère 
de quatre enfants. Rajen, son époux, lui est d’un grand 
soutien et l’aide dans ses tâches. 

Oomah se rappelle de ses journées qui commençaient 
à 6 heures, à la maison, afin qu’elle soit à son poste à  
7 heures au bureau, qui se trouvait alors au C & R Court. 
À l’époque, City Brokers comptait à peine dix employés. 
Elle nous raconte, non sans nostalgie, l’ambiance, la 
bonne entente, la synergie et l’atmosphère de travail. 
Elle nous dévoile même quelques péchés mignons de  
« son patron », notamment ses « Rs 10 de pistaches, ses 
gâteaux piment, dipin frir, channa puri, Twisties rouge, 
dholl puri sec et Coca ». Certains péchés mignons qui 
sont d’ailleurs toujours d’actualité.

Lors de notre petit entretien, elle nous raconte d’ailleurs 
que c’est « Misie Patrick » qui l’aura le plus marquée.  
« Li’nn bien ed mwa, mo’nn gagn boukou soutien e sipor 
avek li. Li ti touletan bien zanti e zenere avek mwa », nous 
confie-t-elle. 

Durant les 25 dernières années, Oomah a été un des témoins 
privilégiés de l’évolution professionnelle de ses collègues 
et de l’agrandissement de leur famille. Elle a assisté aux 
mariages, célébré les naissances et observé l’arrivée de 
différentes générations d’employés au sein de l’entreprise. 
Au bout de toutes ces années, Oomah retient surtout le 
respect que lui ont toujours témoigné ses collègues. À la fin 
de notre rencontre, lorsque nous lui demandons ce qui lui 
manquera le plus lorsqu’elle s’arrêtera de travailler, elle nous 
répond : « Mo patron », visiblement émue…  

Isabelle, une employée polyvalente
C’est l’histoire d’une belle collaboration qui a débuté en 1994. 
En juin de cette année-là, Isabelle rejoignait l’équipe de City 
Brokers Ltd, quelques mois à peine après sa collègue Oomah. 

Ses débuts chez City Brokers n’ont pas été de tout repos, 
ayant eu à rapidement composer avec la réalité opérationnelle 
de l’époque. Véritable employée polyvalente, elle sera à la fois 
téléphoniste, s’occupant tantôt des « debit notes », tantôt du 
classement des dossiers. Elle sera même chargée de former 
les employés à l’utilisation de l’ordinateur.

Isabelle a été témoin de l’agrandissement de City Brokers qui 
s’est opéré entre 1992 et 2000. En effet, durant ces années, 
l’entreprise a effectué des recrutements importants au sein de 
la compagnie. Elle se souvient aussi de l’informatisation du 
système opérationnel (IPM) en 2001. À l’époque, cela avait 
suscité beaucoup d’appréhensions de la part des employés, et 
pour cause, ce changement était une première en son genre. 
Elle se rappelle aussi du déménagement tant attendu du C & R 
Court pour le Harbour Front Building, pour le shopping bien sûr…

Beaucoup ne le savent peut-être pas, mais c’est Isabelle qui 
s’est occupée de toute la gestion et de la coordination avec 
Mauritius Telecom pour la mise en place de la première 
ligne Internet chez City Brokers. Il y a, à ce sujet, une petite 
anecdote qui lui fait toujours rire. En effet, il est déjà 20 heures 
lorsqu’un jour, Patrick Bouic l’appelle chez elle. Au bout du fil, 
ce dernier lui explique : « Je ne suis pas trop sûr de ce que j’ai 
fait mais je n’arrive pas à avoir accès à Internet ! ». Ce jour-là, 
elle n’hésitera pas à se déplacer pour venir au bureau afin de 
résoudre le problème.

Lorsque nous lui demandons de nous raconter son plus joli 
souvenir, son visage s’illumine : « C’est la fête du bureau à 
Rodrigues ». C’est avec un énorme sourire qu’Isabelle nous 
parle de la joie les employés qui s’étaient rassemblés devant 
le bureau, avant de se diriger vers l’aéroport de Plaisance 
à bord de deux minibus. Elle garde, encore aujourd’hui, un 
merveilleux souvenir de l’accueil reçu à l’hôtel Les Cocotiers 
où ils avaient passé un très bon week-end. Mais surtout, 
comment oublier la perruque rose que portait Patrick Bouic 
pendant la fête!

Revenant sur ses années au sein de City Brokers, Isabelle se 
souvient particulièrement de Patrick Bouic comme étant une 
personne stricte et disciplinée au travail. Ce n’est pas sans un 
pincement au cœur qu’elle verra ce dernier partir à la retraite 
dans les semaines à venir. Abordant les nouveaux défis de 
CBL, Isabelle nous parle de l’arrivée du nouveau système 
informatique Oasis et le besoin pour City Brokers d’être plus 
visible. Ce sont, à ses yeux, les deux axes les plus importants 
sur lesquels il faudra travailler durant les années à venir.

Oomah et Isabelle : 25 ans chez City Brokers

Isabelle RahoonathOomah Neheliah

C’est en 1994 qu’elles ont rejoint la belle famille de City Brokers Ltd. 
Oomah Neheliah et Isabelle Rahoonath fêtent cette année leurs 25 
ans de service au sein de l’entreprise. À travers cette première 
édition du CBL Times, nous avons tenu à célébrer ces deux 
anniversaires en racontant leur parcours. Elles ont été, durant 
toutes ces années, les témoins privilégiés de l’évolution 
de l’entreprise, de la clientèle, des nouveaux outils 
informatiques, ou encore de la nouvelle génération  
de collègues. 

Merci à elles pour leur dévouement, leur détermination  
et ces 25 belles années en leur compagnie!
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2nd Floor, Harbour Front Building,
John Kennedy Street,

Port-Louis 11328, Mauritius

Tel: (230) 208 2522
Fax: (230) 208 2786


