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Peeling 
the layers 
to get to 
the core 
of your 

story 

Want to tell your 
story with 

MarketAPeel?

Direct Mail Magazine

APeeling is a magazine designed 
to be appealing to readers and tell 

appealing brand messages.

A quality magazine with local 
information, offers, and interesting 

articles delivered by Canada Post to 
homes and businesses. 

It will have longer staying power in 
a home and business so...

You Will be 
Seen!

http://marketapeel.agency


A Direct Mail Magazine

of people say they remember 
seeing or reading mail sent to 

them in the last 4 weeks
days on average is how long 

advertising mail is kept

of people say really good 
advertising mail helped keep 

the sender’s brand top-of-mind
of people who receive 

catalogues keep them for at 
least a month 20% for 4 months

of people say they will open 
mail if it looks interesting

of people keep mail they 
consider useful

80% 17

60% 40%

85% 66%

According to Research

Direct Mail gives brands the chance 
to get noticed in the real world by 
being where it is less competitive.

By creating a product with local 
interest and interesting articles, 

APeeling will appeal to your market.



Choosing 
insurance 
as a career

By Barzin  Assadi

   A common question peo-
ple ask me is how I ended up 
working in Insurance, and the 
answer is because I fell into it, 
which is how most people start 
as a Commercial Insurance 
Broker because the property 
and casualty insurance side 
of the business is not as well 
known as life Insurance. 
   My journey started when I 
finished my undergrad at SFU 
and the only thing I knew was, 
I didn’t want to be an accoun-
tant. 
   I graduated with a degree in 
economics and wanted to work 
in the financial business, but 
not banking or accounting. The 
University’s career advisors 
send out an email saying ING 
insurance was having an open 
house. All I knew about ING 
was ING Direct, I had no idea 
there was an insurance com-
pany, which it turns out is the 
major part of the ING business. 
I went to the open house at 
their new office on Renfrew, 

in a beautiful building, which I 
liked, where they told us about 
a two year rotational desk 
trainee program that is very 
tough to get into. They inter-
view 70 - 80 people and only 
pick 2 or 3 for the program. 
Right there, I knew I had to be 
one of the ones they picked.
   After four or five interviews, I 
was accepted into the program 
as one of the three people 
from the west. 
   We completed two years of 
training in Vancouver, Calgary, 
and Toronto, working on every-
thing from farming, to mining to 
real estate. Six months before 
the end of the program, I was 
a level 2 underwriter. Level 1 is 
junior, level 2 is intermediate, 
level 3 is senior. As part of the 
program, I sought to get my 
designation as a CIP, which I 
completed within a year and a 
half. 
   When I started in the pro-
gram, I liked to work on new 
business, so I would get to 

work early in the morning to 
grab all the good stuff before 
anybody else could. I consis-
tently worked on all the difficult 
stuff, and rapidly became good 
at what I was doing. 
   Once the program was done, 
I started looking to see what 
else there was to do in the 
insurance industry and I found 
out there’s a set of companies 
called MGAs or Managing 
Agents. They are like insur-
ance companies, but don’t put 
up their own capital and have 
special knowledge, like marine 
or aviation or cannabis, for 
example. So, I moved over to a 
MGA as their Lloyds underwrit-
er and marketing manager. 
   After a year, I wanted to see 
what else I could do and found 
out about the brokerage side of 
the industry. I went to work for 
Pemberton Insurance because 
they were initially an insurance 
brokerage, mortgage company 
and trust. 

Then RBC bought the trust, the 
mortgage spun off on its own, 
and Pemberton remained the 
Insurance broker company.
   When I started with them, 
I knew I was going to do my 
MBA so I knew I was only 
going to be there for a year 
before I left to focus on school. 
I got a year of experience in 
corporate insurance before I 
moved to Toronto in 2012 to 
complete my MBA. 
   One of the reasons I took the 
MBA program was to figure out 
if I wanted to sell insurance or 
find a new career path. After 
learning about investment 
banking, consulting, and insur-
ance, I realized insurance was 
the best option for me. 
   When I finished my MBA in 
2014, I returned to Pemberton. 
I am now a VP of production 
for BFL Canada. 
   That is how I fell into insur-

ance as a career and where is 
has taken me so far.
   Right now, my team is in the 
growth phase and we’re look-
ing for two new people to come 
on board in different capacities. 
People who will support the 
team as junior brokers wanting 
to learn and grow into a pro-
duction role.

 I really enjoyed the broker 
side of the business because 
it is entrepreneurial and you 

build relationships 
with clients. 

   They need the personality 
traits to become salespeople 
and are willing to commit to the 
necessary industry training. 
Since my part of the industry 
is not well known, there aren’t 
enough brokers or staff avail-
able, which is good and bad. It 
means I have less competition 

and a harder time growing my 
team.  
   To succeed as a broker on 
the property and casualty 
commercial side of the Insur-
ance business, you must love 
talking to people and it is better 
if you are an extrovert because 
being with people is a big part 
of what we do. You have to be 
persistent and be able to take 
rejection on a regular basis 
because you’re going to hear 
no 90% of the time. If you can’t 
take rejection, this is not going 
to be the business for you, ac-
tually, any career in sales will 
be difficult for you.

Barzin Assadi is commercial
 insurance professional with 
BFL in the Vancouver area 

Your Ad Here

Click the link to connect 
with Barzin Assadi

http://123formbuilder.com/form-5035779
http://123formbuilder.com/form-5035779


I have been thinking a lot 
about connections recent-
ly.
   In today’s world, we have 
the tools to connect on 
a scale that was consid-
ered science fiction when 
I was born, forty some odd 
years ago. Generation X 
started their journey in the 
dark ages and grew with 
a world that became more 
digitally connected and 
more isolating. I remember 
watching a news broad-
cast, years ago, about 
Faith Popcorn and her 
theory on how our culture 
was going to disconnect 
through cocooning. It 
sounded like an odd idea 
at the time. How could we, 
as individuals, isolate our-
selves from each other?

Well We Did

   Video arcades, a teen 
social hang out, no longer 
exist because we bought 
our own game consoles. 
Cinemas used to be a 
weekly treat, but they 
made way for video stores 
and ticket costs sky rock-
eted. Gone are the dinner 
and movie dates, they’ve 
been replaced with Netflix 
and chill. Drive through 
options have extended 
our isolation into our cars 
where we pick up food, 
coffee, and groceries. Am-
azon and Online Shopping  
keeps us out of stores and 
malls so we can shop from 
the comfort of our homes 
without ever chatting with 
a salesperson.

We have slowly been re-
moving social hang outs 
for teenagers and they in 
turn, have no where to go. 
Most helicopter parents 
won’t let their kids ‘hang 
out’ anywhere because 
they might get into trouble. 
So, our children are learn-
ing how to stay home.

We Are Home Alone

   My bank account dic-
tates whether or not I can 
hang out in coffee shops. 
With the skyrocketing cost 
of living in the city, my time 
in these establishments 
has started to dwindle. 
Even when I am in these 
places for long periods of 
time, I hardly meet anyone 
new. Everyone, includ-

Do we really need 
to feel connected?The Life is 

Good Project  Excerpt From the Life is Good Project

Through story people can be inspired to push on when life is hitting hard and they 
have no idea where to turn. In stories they can find ideas to help them make the 
choices they need to make. With story they can feel they are not alone and others 
understand what they are going through. Stories can help people to change their 
attitudes and find the strength to change their narrative.

Real People. Real Stories. Real Solutions.
Discover more about the Life is Good Project 

Shoes available for purchase at

www.lifeisgoodproject.com



Connection is really im-
portant and I have so 
many questions around 
it. Like, what is it, and 
not the dictionary defini-
tion, but what is it really? 
Sometimes you really 
click with someone, and 
other times you just don’t 
even if you want to. Too 
often what we thought 
was a deep connection 
turns out to be the least 
reliable. As we grow, con-
nections change and we 
can struggle to catch up 
or accept that we’ve been 
left behind. Join me as I 
examine connection.
   Why do we need con-
nection? Why can’t we 
just be happy to be home 
alone all the time?
I’m a loner, an indepen-
dent person, and I’ve 
spent a lot time alone 
over the last five to seven 
years. I have learned that 
even though I like to be 
alone, I need connection 

in order to survive in order 
to be happy, and I wish it 
wasn’t so.
   How can we get more of 
it and better at Connecting 
and build deeper connec-
tions, not only with other 
people, but also with our-
selves?
I struggle with the dis-
connection between my 
emotions, and my rational 
mind. My brain says one 
thing and my heart says 
another. It’s disconnected. 
I am working on trying to 
find out how I can connect 
the two together to feel 
more whole. (Update - I’ve 
found more connection 
between the two after 
working hard at under-
standing the disconnec-
tion.)
   There’s also connec-
tions with families. 
Have you ever wondered 
if your connections are 
as strong as you think 
they are? That your kids 

and parents value you as 
much as you value them? 
Have people let you down 
because they weren’t who 
you hope they would be? 
    We all have bad days. 
We all have times when 
the powers that be in the 
Universe, love to give us 
that good old right hook, 
and sometimes, that right 
hook comes with an up-
percut, that’s when you 
really need help. Howev-
er, when you turn around 
those friends whom you 
thought were going to be 
there aren’t and those 
connections you thought 
were so valuable, turned 
out to be fools gold.
   Why are we so fooled 
by the good feeling of 
connection? And why do 
we ignore those people 
who have our backs and 
are there for us? Why do 
we want those who do not 
value us?

Content Topics
1. Neighbourhood Interest Information

2. School PAC fundraisers & news
3. Local business information
4. Local events and highlights

5. Business and Self Improvement
6. Lifestyle and Books

ing myself, is behind a 
laptop or looking at their 
phone, the two items that 
tell those around you - I’m 
busy, buzz off.
   Not to mention I live in 
a city known for it’s isola-
tion.  Dating in this city is 
near impossible, let alone 
finding people willing to 
invest in a friendship. Ev-
eryone is busy, they mean 
to get together with peo-
ple in the real world, then 
when they look up the 
year is gone, then two.
   Work has even become 
more isolating as many 
people, like me, work 
from home. To save mon-
ey, companies are opting 
for more remote arrange-
ments for their employ-
ees. Making it even hard-
er for people to connect. 
We drive into our garages 
and build higher fences to 
avoid having to talk to the 
neighbours.
   Connected Online
Social media and Online 
tools have grown over the 
last ten years to improve 
personal connections, to 
keep in touch, share our 
experiences with those 
we know and love. Are we 

really connecting though?
   I spend a lot of time On-
line. Taking Online cours-
es, writing, posting on so-
cial media, tweaking my 
website, watching Netflix, 
dating and applying for 
work. I am chatting with 
people, virtually meet-
ing new people, learning 
about people and telling 
people about myself.

Does this mean I’m 
connected though? 

What are your thoughts? 
Which generation do you 
think was more connect-
ed to friends and family 
in their forties, us or our 
parents? 

What to do?

Getting out into the real 
world and saying “hello” 
to people on transit and 
coffee shops, is a start, 
which risks the one thing 
people fear - Rejection.
   Volunteer for a charity 
or cause.
   Text friends to see if 
they want to do some-
thing.
   Go out into the world for 
a mini staycation adven-
ture with your kids to build 
stronger connections with 
them. The bonus is get-
ting acquainted with the 
city you live in.
   Use Online Tools
Attend events advertised 
on Facebook.
   Go to free seminars 
promoted on LinkedIn.
   Attend meet-ups to get 
out of the house, and 
more importantly, out of 
your comfort zone. Learn 
something new while 
meeting new people.
   Use dating sites to 
make real world meet and 
greets in a public place, 
not text endlessly and 
have a  relationship with 
your phone.
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Have APeeling 

Delivered to Your 
InBox Monthly

Subscribe Today!

Plus Monthly Digital Magazine 

Features of the Digital Magazine

Digital Only Content:

Interactive with links, videos, and audio features
Articles and Columns only in the Digital Edition

Promoted on Social Media and in print
Delivered to subscriber’s inboxes

Links to Free Downloads

Digital Only Advertising Rates:

Full Page with Video: $1500
Premium Full Page: $1500

Full page: $1000
1/2 Page: $600
1/4 Page: $300

See the current Magazine:

Marketapeel.agency/magazine

http://www.marketapeel.agency/magazine
http://Marketapeel.agency/magazine


Each Month

Delivered to approx 10 000 homes and businesses

Each address receives the magazine 
once every 3 months
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Proposed Distribution Schedule 
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Why only 10 000 homes & Businesses?

1. Reduced price point 
2. Tailor to the neighbourhoods
3. Targeting for advertisers



Proposed Distribution Schedule 

2020 WR-1 WR-2 WR-3 SW-1 SW-2 SW-3 SE-1 SE-2 SE-3

January
@ A

February
B C

March
D E

April
F G H

May
I J K

June
L M N

July
O P Q

August
R S T

September
U V W

October
X Y Z

November
[ \ ]

December
^ _ `

White Rock and Surrey

WR



Premium Full Pages:

Back Outside Cover
Full Page & Full Colour ad

$9 000 / month

Inside Front Cover
Full Page & Full Colour

$7 000 / month

Inside Back Cover
Full Page & Full Colour

$5 000 / month

Inside Center Spread
2 Full Pages & Full Cover

$10 000 / month

Non Premium
Full Page & Full Colour 

$4 000

1/2 Page ad Full Colour
$2 500 / month

1/4 Page ad 
Full Colour

$900 / month

1/8 Page ad 
Full Colour

$500 / month

Book Your Ad Before 
November 30, 2019 for Deep Discounts

$4 800

$2 800 each

$1 100

$500

PLUS You will get...

$1 900 each

$1 600 each

$5 600



Full Page Package
Buy before November 30th, 2019 Reserve Your Ad Space

Before November 30th, 2019

To discuss your ad 
contact 

Shannon Peel

778 839 0521
shannon@shannonpeel.com

Click the link
www.marketapeel.agency/ 

Design of a full page ad in the Print Magazine  

Full page ad in the digital magazine for 4 months 
       $1 000 per month value

A Future Podcast interview

One feature article in the Digital Magazine 

Design of a 1/2 page ad in the Print Magazine 

1/2 page ad in the digital magazine for 3 months 
      $500 per month value

A Future Podcast interview

1/2 Page Package
Buy before November 30th, 2019

http://www.marketapeel.agency/apeeling-advertising-form

