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Q: How do you retain and grow share in a dynamic 
and highly regulated market?

A: Growing our share of the mortgage insurance 
premiums market requires creating and maintaining 
close relationships with our customers. We strive to 
understand their business goals and objectives in order 
to deliver a value-added sales and service experience 
that helps customers grow their business, reduce costs 
and fund higher-quality loans. Our customers view 
Genworth Canada as an essential resource and rely on 
the business for support beyond the mortgage insurance 
transaction. We provide continuing education, market 
research and data, business development resources 
and a variety of customized solutions to support their 
business needs. In 2015 we delivered more than 6,000 
training sessions to more than 47,000 mortgage and 
real estate industry professionals across Canada; we 
consulted with customers to identify market research 
needs and conducted a first-time homeownership study 
that provided valuable insights into current homebuyer 
trends and behaviours; and we continued to nurture each 
and every relationship to achieve customer satisfaction 
and solidify our position as the mortgage insurer of 
choice. 

Q: What is your top priority in 2016 and how do you 
protect your Company against competitive threats?

A: Our focus is to make sure that our customers are 
at the centre of everything we do and that our people 
continue to deliver brand-defining customer experiences 
at every point of interaction. Competition is healthy. It 
drives companies to work harder, smarter and faster to 
deliver outstanding customer experiences. Genworth 
Canada’s reputation as the leading private residential 
mortgage insurer was not achieved by default but by 
design. We intend to maintain that reputation through 
continued investments in talent, technology and thought 
leadership. A priority is making sure that our people 
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have a deep understanding of the economic and competitive 
climate we operate in and that they are equipped with the 
right information and tools to deliver the best customer 
experience. Genworth Canada’s holistic and common-sense 
underwriting approach, personalized and accessible services 
and knowledgeable and dedicated team will continue to 
differentiate Genworth Canada as the mortgage insurer 
of choice.
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