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EDITORIAL
Working Life

We know we are on the road to 
success if we do our job, not only 
be paid a salary for doing less than 
our duty.

Working is a major influence 
on who we are as people and 
who we will become in life. 
Understanding the importance 
of the job we do is the first step 
towards appreciating the gift of 
work and learning how to use it 
to our advantage. Rather than 
seeing our work as just being 
something that we begrudgingly 
do each week day from 9 to 5, 
we have to see it as something 
more meaningful. 

The commitment involved in 
getting up and going to work 
each day to dedicate many hours 
to a particular job is a major 
accomplishment especially when 
you are in business on your own. 
The employee or business man has 
the freedom to decide whether 
to see people or not, whether to 
make the call or not. Yet the self-
discipline to do all of the above day 
after day is impressive. 

You may be working to keep 
food on the table for your family 
or providing valuable products 
or services to society. Whatever 
the reason may be, you are 
contributing to the society as a 
whole. Moreover, dealing with 
clients or coworkers on a daily 
basis encourages social interaction 
which in turn educates us on how 
to deal with people from a variety 
of backgrounds _an absolute must 
in any sales business.

For the persons who have little 
motivation or ambition to do 
better in life, their conditions are 
improved by working because 
they can provide for their family 
and perhaps take an occasional 
holiday. But for those seeking 
more out of life, with big hopes 
and dreams, work is the key to 
change. It may start with a job 
that merely feeds and clothes you, 
which later leads to creating the 
change necessary to rise above 
your current circumstances. 

We can let work use us and become 
just another number clocking on 
and off each day, or we can use 
work to create the person we wish 
to become in life. By choosing to 
learn from the work we have to do, 
we can eventually do the work we 
really want to do. 
 

Ricardo M. Sleiman
Chairman

حياتنا وعملنا

نحن نعلم باأننا على طريق النجاح اإذا كنا نقوم بواجباتنا في العمل، ولي�ض اأن نقب�ض راتبًا 

دون القيام بعمل يكون اأقل من واجبنا.

اإن العمل هو من اأهم موؤثرات حياتنا والتي تحّدد ما �سن�سبح عليه في الم�ستقبل. اإن اإدراكنا 

توظيفه  كيفية  ومعرفة  العمل  هبة  لتقدير  الأولى  الخطوة  هو  به  نقوم  الذي  العمل  لأهمية 

لم�سلحتنا. عو�سًا اأن ننظر اإلى عملنا كمجرد مهمة يومية ق�سرية من التا�سعة اإلى الخام�سة، 

يجب اأن ننظر اإليه كمهمة ذات معنى. 

اإن اللتزام بالنهو�ض والذهاب يوميًا اإلى العمل لتكري�ض �ساعات عديدة لن�ساط معين هو اإنجاز 

مهم بحد ذاته، خ�سو�سًا عندما تقوم بالعمل لح�سابك. فالموظفون اأو الذين يعملون لح�سابهم 

لديهم الحرية �سواء في تقرير مقابلة النا�ض اأم ل اأو القيام بات�سال هاتفي اأم ل. في النهاية، 

فاإن الن�سباط الذاتي للقيام بالعمل يومًا بعد يوم كما �سبق وذكرنا هو اأمر مثير للإعجاب.

يمكنك اأن تعمل من اأجل تاأمين الحاجات الغذائية لعائلتك اأو تاأمين اإنتاج نوعي اأو خدمات 

ب�سكل  المجتمع  لم�سلحة  تعمل  فاأنت  للعمل  يدفعك  الذي  ال�سبب  كان  ومهما  للمجتمع.  مة 
ّ
قي

اأو الزملء ي�سجع التفاعل الجتماعي  عام. ف�سًل عن ذلك، فاإن التعامل اليومي مع الزبائن 

اإذا كنا في  �ستى. وهذا �سروري  اأ�سخا�ض من خلفيات  نتعامل مع  يعلمنا كيف  بدوره  الذي 

مجال الت�سويق على مختلف اأنواعه.

اأما في ما يخ�ض الأفراد القليلي الحما�ض اأو الذين لديهم طموح محدود للو�سول اإلى م�ستويات 

اأف�سل في الحياة، فاإن اأو�ساعهم المهنية تتح�سن حتى ي�ستطيعوا اإعالة عائلتهم وال�ستفادة 

اأحيانًا من عطلة مو�سمية. اأما الأ�سخا�ض الذين لديهم اآماًل واأحلمًا كبيرة فاإن العمل الجاد 

هو مفتاح التغيير في حياتهم. يمكن اأن تبداأ بعمل يوؤمن بالكاد الغذاء والملب�ض، لكي يف�سي 

م اأنت عليه اليوم.
ّ
بك لحقًا اإلى الرتقاء لم�ستويات اأعلى م

، اأو يمكن اأن 
ً
يمكن للعمل اأن يجعلنا مجرد رقم في موؤ�س�سة ندخلها �سباحًا ونخرج منها م�ساء

نخلق من خلل عملنا ال�سخ�ض الذي نتمنى اأن نكونه في الحياة. عندما نتعلم من العمل الذي 

نقوم به، يمكننا اأن نتو�سل اإلى المهنة اأو العمل الذي نطمح اإليه .

 

ريكاردو م. �سليمان

 رئي�س مجل�س الإدارة
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PAID CLAIMS NON-LIFE AND NON-MEDICAL

LINE OF BUSINESS
As of March 2009

No. Amount Paid in USD

Motor 4,555 1,539,989.67

Workmen Compensation 959 226,730.96

Fire and Burglary 17 66,681.00

Public Liability 465 71,049.67

Marine 28 29,398.94

Expatriates 53 29,002.67

Personal Accident 86 12,528.19

Engineering 8 17,246.22
Fidele 111 117,239.85

TOTAL 6,282 2,109,867.17

�سب حريق هائل بتاريخ 2009/1/14 في اإحدى اأق�سام مجمع �سياحي مما اأدى 

اإلى اإلحاق �سرر كبير بالق�سم ومحتوياته.

ومعاينة  المكان  على  للك�سف  قبلها  من  خبير  فيدلتي  اأر�سلت  الحادث،  اأثر  على 

الأ�سرار وتحديد قيمتها. وتم التعوي�ض عن الخ�سائر التي نتجت عن الحريق.

التاأمين �ضّد حوادث الحريق

TOP 10 PRODUCERS AS OF MARCH 28, 2009
1 Mona Baasiri

2 Nabih Hanna

3 Hyam Yaacoub

4 Houssam Farah

5 Georges Diab

6 Fadi Shalhoub

7 Ghassan Hamade

8 Carla Baliss

9 Tony Fazaa

10 Rushdi Deek

1 2 3

4 5 6

7 8 9

10

NETWORK NEWS NETWORK NEWS
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FIDELE NEW PRODUCTS

PRODUCT NEWS

March 09 saw the launching of 
two new Fidele Products: The 
Laundry and the Optician.

Some may say: “What is the use of 
such sub-products in the presence 
of the Fidele Shop?” The answer is 
quite simple; in a market where 
we are being attacked on all sides 
by the competition, our products 
are being copied in substance and 
improved in rates.

The agent or client rarely notices 
that deductibles have been added 
here and there, or that limitations 
in cover and conditions have been 
introduced. Price is the most 
important thing in a client’s mind 
when it comes to mass products.

In order to deal with this situation, 
we regularly conduct full product 
analysis to determine what risks 
we are not able to market and ask 
– are they worth going after?
Are they profitable business? Can we find them the adequate program?

If the answer is yes to these questions, we remove one or two specialized shops from the lot, improve their 
rates and conditions, add additional features to the schedule of their benefits and launch them with a contest. 
In this case, it was the laundry and the optician.

The laundry that was previously quoted under Shop “B” will now be sold at a rate approximately 32% cheaper 
than current rates, while the optician, previously sold under Shop “A”, is now 20% cheaper.

Our prime concern is still our client protection. No new deductibles have been added, no disguised provisions 
or limitations entered. The product is still as comprehensive and as useful to your public as ever - so get out 
there and keep giving your clients this outstanding service!

Georges Ayoub
VP - Property, Casualty and Marine

NETWORK NEWS
NEW BRANCHES

To better serve our customers and maintain our promise to be 
“Your Easy Way Out”, Fidelity opened two new branches in
the first quarter of year 2009, one in Nabatieh and one in Tripoli.

To find out more about our products, please contact us by telephone or 
visit us at the addresses below:

Nabatieh Branch:

Staff: 
Branch Manager: Gaby Haddad
Officer – Production: Sahar El Hajj
Officer – Claims: Mohamad Chami
Address: Mahmoud Fakih street, Assad Jaber bldg., 2nd floor
Tel: 07-766232

Tripoli Branch:

Staff:
Branch Manager: Elie Karam
Officer – Production: Nadine Deeb
Officer – Claims: Khaled Ali
Address: Boulevard street, Fattal 
Bldg., 1st floor
Tel: 06-412688 / 06-412689
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THINK IN INK THINK IN INK

The life insurance industry is 
currently facing major challenges, 
which leads us to ask ourselves: 
What will be the best 
management practices to help 
us succeed in the coming years? 
What will be the right strategic 
choices for life insurers to make? 

Without a doubt, the best practice 
will be identified by measuring 
the economic efficiency and 
profitability of life insurers. 
Improvement in these areas will 
be the result of a new approach 
in: managing human resources, 
identifying good risks, information 
technology, cost containing, strong 
collection options, pricing policies, 
product features differentiation, 
investment and financial 
strategies, sales management, 
marketing strategy, customer 
focus, distribution systems, and 
finally mergers and acquisitions.

LIFE INSURANCE INDUSTRY LIFE INSURANCE INDUSTRY

Abdallah Harfouche
Vice President Life & P.A.

Reviewing management practices and strategic choices is becoming vital for life insurers, who need to improve 
profitability by adopting an optimal combination of all the key success factors.

With this in mind, we have identified 4 major pillars for the life insurance industry - People, Processes, 
Products and Promotion. 

Together, these pillars represent the key success factors, necessary for the foundation and the prosperity of 
the life insurance business.

These 4 pillars should be supported by strong asset management, good company reputation, credibility 
and long-term commitment.

Each key success factor should be subject to continuous development, an invitation to brain storming is 
essential, new strategies and methodologies should be  welcomed and new knowledge is required. 

The truth is to recognize that the Lebanese market will be in strong need of professional Life insurance 
consultants and professional ethics; the salesperson can make it or break it.

Strong underwriting strategy• 
Streamlined operations (issuing, renewal, • 
follow-up, alterations, surrenders, loans..)
Adequate IT system• 
Reporting & statistics• 
Information technology• 
Adequate reinsurance treaties• 
Enough provisions• 
Fair claim settlement• 
Clear communication• 
Efficient cost structure control• 
Strong collection capability• 
Structured organization…• 

Know how & training• 
Skills & competencies• 
Clear job description• 
Well defined responsibilities & • 
authorities
Replacement capabilities• 
Tasks workload management• 
People empowerment• 
Clear career path• 
Dedicated management & qualified • 
human resources
Vision, creativity and transparency…• 

Sales recruiting & training• 
Capable and qualified sales force• 
Sales force assistance & support• 
Adequate distribution channels• 
Targets & competitions• 
Convenient customer service • 
Ability to select clients with quality • 
profiles and to retain them
Right commission scale strategy• 
Continuous promotions• 
Understanding market trends• 
Customer relations management• 
Direct Marketing...• 

Market studies• 
Product development capability• 
Outstanding product specifications• 
Strong reinsurance support• 
Solid actuarial support• 
Profit testing• 
Adequate investment & financing platform• 
Comprehensive contract wording• 
Available support documents• 
Adequate IT System…• 

PROCESSES PRODUCTS

PROMOTIONSPEOPLE
(Management &

Human Resources)
(Marketing

& Sales)
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الحـــاجة لبرامج جديدة

جورج أيوب
نأئب الرئيس -  التأمينات العامة

لطالما كانت  �سركة فيدلتي من ال�سركات 

الناجحة في تدريب واإطلق عملء 

يتمتعون بالديناميكية والحتراف.

اإن عملية قولبة الأ�سخا�ض لتتنا�سب مع 

ثقافة وروؤية فيدلتي هي عملية طويلة 

وم�سنية اإذ تتطلب التدريب والتوجيه 

المتوا�سلين. الوكيل هو �سخ�ض يحتاج اإلى 

عتبر من نواٍح عدة 
ُ
عناية متوا�سلة وي

“ابن ال�سركة” الذي يواجه �سعوباته 
الخا�سة ونجاحاته واإخفاقاته...

وفي بع�ض الأحيان، تجد اأّنه عندما يكبر 

ويزدهر، يزول بع�ض ال�سيء وفاءه اأو 

تعّلقه ب�سركته. وهنا يطرح ال�سوؤال التالي 

نف�سه: هل �ستغريه العرو�سات البراقة التي 

تقدمها له �سركات اأخرى اأم �سوف يبقى 

رغم كل �سيء “في بيته”؟

 

في �سركة فيدلتي، نعتبر اأنه من واجبنا 

ًل اأن نبقى اإلى جانبه، اأن ل 
ّ
وم�سوؤوليتنا اأو

نتخلى عنه اأبداً، اأن ن�ستجيب اإلى حاجاته، 

اأن ن�سانده في �سعيه اليومي ونرافقه في 

جولته الميدانية، والأهم من هذا كّله اأن 

ن�سع بين يديه اأدوات البيع الملئمة.

اقتحم موؤخراً �سوق تاأمين الممتلكات برنامج جديد تحت ا�سمLondon Market No: 7) LM7( والذي يحّدد ال�سروط العامة للوثيقة 

ال�ساملة للممتلكات. بات كل زبون يطلبه من كل و�سيط تاأمين واأيًا منهما لم يقراأ محتوياته اأو يفهم تغطيته بالتحديد.

اأتوقع العديد من المنازعات و�سوء التفاهم في الم�ستقبل القريب عندما تبداأ المطالبات بالهطول على تلك ال�سركات.

منا  حاجة العملء الملحة
ّ
عندما اأطلقت �سركتنا حملة فيدال خلل �سنة 2001، كنا نعلم تمامًا احتياجات ال�سوق اللبنانية. تفه

ف مع الواقع اللبناني المالي والجتماعي.
ّ
ال يتكي

ّ
اإلى منتج جديد فع

وقد كوفئنا بالنتائج اإذ اأ�سدرنا 2.355 بولي�سة تاأمين خلل عام 2008 كما حققنا مجموع اأق�ساط قدره  935.000 دولر 

اأميركي ونمو يتراوح ما بين 20 و %25.

ة، لكنه لم يفاجئنا فعًل اإذ كنا مدركين اأن �سبب نجاحنا الأول والأهم 
ّ
انه لإنجاز حقيقي قّلما ترونه في �سوق التاأمينات اللبناني

لة لتخدم م�سلحة زبائننا بالإ�سافة 
ّ

ة معينة، مف�س
ّ
هو حر�سنا الدائم في كل الأوقات على اإيجاد برامج جديدة ذات اأهداف تاأميني

اإلى كونها اأداة بيع �سهلة بين اأيدي عملئنا وو�سطاء التاأمين.

MEDICAL INFORMATION RECORDSباأقالمهم

THINK IN INK

The medical records are created 
when someone receives treatment 
from a health professional, such 
as a physician, nurse, dentist or 
psychiatrist. Records may include 
the medical history of individuals, 
details of their lifestyle (such as 
smoking or involvement in high-
risk sports) and family medical 
history.

In addition the medical records 
contain laboratory test results, 
medications prescribed, and 
reports that indicate the results 
of operations and other medical 
procedures. Someone’s records 
could also indicate the results of 
genetic testing used to predict his 
future health.

Like the United States, several 
countries in Europe have 
created centers that collect and 
disseminate information on 
consumers to a large number of 
insurance companies for use in the 
insurance underwriting process. 
In addition to an individual’s credit 
history, data collected may include 
medical conditions, driving records, 
criminal activity and participation 
in hazardous sports. Recently 
the Kingdom of Saudi Arabia 
also created a central bureau of 
database of medical information 
for both citizens and residents.

Why don’t we do so in Lebanon? 

Charles M. Saker
Deputy Managing 
Director.Technical

In order to purchase an individual health care insurance policy, people 
have to submit a written individual application where they state 
accurately to the insurance company when the contract will be concluded 
and detail all the issues that will help the company understand what 
risks it is taking.

By law the contract is null and void ab initio in the case of concealment 
or intentional false declaration that impedes the insurer’s judgment of 
the risk. It is up to the insurance company to prove the intentional false 
declaration or the omission.

Most application forms do authorize physicians, medical 
practitioners, hospitals, clinics, previous insurance companies and 
others that have knowledge of a person or of their health to give the 
company such information.

The question is: “In case of fraud is it easy to establish the ill faith in 
Lebanon?” The answer is: “It is difficult because we don’t have a 
central data base of medical information.” The remedy is: “To create an 
organization similar to the Medical Information Bureau - MIB of the 
United States”. 

There are over 15 million Americans and Canadians on file in the MIB’s 
computer data base and over 750 insurance firms use the services of MIB. 
MIB is a non-profit membership organization owned by approximately 
470 American member insurance companies. MIB has been in continuous 
operation since it was founded in 1902 in Massachusetts.

MIB is pursuing its primary mission of detecting and deterring fraud 
that may occur in the course of obtaining life, health, disability 
income, critical illness and long-term care insurance. MIB’s fraud 
detection and deterrence saves its companies billions of dollars by 
allowing them to avoid fraudulent insurance applications and early 
claims. These savings may be passed on to customers purchasing in 
the form of lower premiums.
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KEEP IN MIND (Tips and Advice)

7 DON’TS AFTER A MEAL

1. Don’t smoke 
Research has proved that 
smoking a cigarette after a meal 
can be comparable to smoking 
10 cigarettes.

2. Don’t eat fruit immediately
Eating fruit straight after 
meals will cause your stomach 
to become bloated with air. 
Therefore eat fruit 1-2 hours after 
or 1 hour before the meal.  
                                        
3. Don’t drink tea
Tea leaves contain a high level of 
acid. This substance will cause 
the protein content in the food 
we consume to harden, making it 
difficult to digest.

                                              

4. Don’t loosen your belt
Loosening your belt after a meal could cause your intestine to become 
twisted and blocked. 

5. Don’t bathe
Bathing will cause an increase of blood flow to the hands, legs & body, 
meaning the amount of blood around the stomach will decrease. This 
will weaken your digestive system.   
                                                                                                                  
6. Don’t walk about
People always say that if you walk a hundred steps after a meal you 
will live till 99. In actual fact this is not true. Walking will weaken the 
digestive system’s ability to absorb the nutrition from the food we eat.                          
                                                                                      
7. Don’t sleep immediately
The food we consume will not be digested properly, leading to gastric 
and intestine problems. 

BLOOD TYPE

BLOOD TYPE How many people have it?

O + 40%

O - 7%

A + 34%

A - 6%

B + 8%

B - 1%

AB + 3%

AB - 1%

BLOOD TYPE Personality

TYPE O

You want to be a leader, and when you see something you want you 
keep striving until you achieve your goal. You are a trend-setter, loyal, 
passionate, and self-confident. Your weaknesses include vanity and 
jealousy and a tendency to be too competitive. 

TYPE A
You like harmony, peace and organization. You work well with others 
and are sensitive, patient and affectionate. Among your weaknesses 
are stubbornness and an inability to relax. 

TYPE B

You’re a rugged individualist, who’s straightforward and likes to do 
things your own way. Creative and flexible, you adapt easily to any 
situation. But your insistence on being independent can sometimes go 
too far and become a weakness. 

TYPE AB
Cool and in control, you’re generally well liked and always put people 
at ease. You’re a natural entertainer who’s got tact and fair. But you can 
be cold and have difficulty making decisions. 

According to a Japanese institute, there are some personality traits that seem to match up with certain 
blood types. Match your personality traits with your blood type below:

KEEP IN MIND (Tips and Advice)

* نورد هذه المقتطفات على �سبيل المعلومات اإذ اأنها م�ستقاة من م�سادر متعددة قد ل تكون موثوقة اأو مثبتة من الناحية العلمية.
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ر )ن�ضائح واإر�ضادات(ّ  تذّكَّ

ماذا تفعل عند ح�صول حادث حريق؟ CONTESTS
من؟اأين؟ماذا؟

 Tiida Hatchback S ني�ضان  �ضيارة 

Type موديل 2008:
ال�سيد ح�سين علي زين.

  :LG من   32“ دي  �ضي  األ  �ضا�ضة 

وزاهر  �سعد  اأبي  دارك  جان  ال�سادة 

م�سطفى دند�سلي.

دوالر   100 بقيمة  �ضرائية  ق�ضيمة 

بوال�ص  ل�ضراء  مخ�ض�ضة  اأميركي 

لغير حوادث ال�ضيارات:

وهيب  �سلوى  اإخوان،  فريجك  ال�سادة 

مزيادي، جوزيف اإميل �سنتيري، يو�سف 

فوزي  حجازي،  وهناء  �سهاب  اأ�سعد 

خداج  حليم  ابراهيم  �سركي�ض،  جرج�ض 

اأ�سعد  �سامي  خداج،  ابراهيم  واأريج 

�سهاب، هدى �سمير �سويري، محمد عبد 

�سربل  اإده،  اليا�ض  وفاء  عيد،  الرزاق 

علي  الدين،  �سم�ض  نجات  رفول،  رفول 

ممين رميتي و�سحر عبا�ض نجم، �سربل 

اأنطونيو�ض زوين، مدر�سة الر�سل.

تجديد تغطية بولي�ضة تاأمين �ضيارة 

�ضد االأ�ضرار الج�ضدية لحاملها ل�ضنة 

كاملة دون مقابل:

فرا�ض  غنام،  اأبو  رامز  فوزي  ال�سادة 

ليليان  حمد،  لو  ريمون  رحال،  كامل 

نادين  جردي،  اأني�ض  ح�سان  كركماز، 

عكاوي،  �سليم  هاجر  نحا�ض،  موري�ض 

محمد  ال�سيداني،  م�سطفى  اأحمد 

الكويري، منار محمد �سلمان.

مبروك للرابحين معنا بالـ 2008.

�سمن اإطار حملة اأمن ربحك، »مع كل تاأمين الزامي �سحب اإجباري« التي اأطلقتها فيدلتي في اأوائل �سنة 2008، تم ت�سليم جوائز 

ال�سحب الثالث الذي جرى بتاريخ 2008/12/30 في مركز ال�سركة الرئي�سي في جل الديب. 

الرابحون هم:

�سيء  اأي  لم�ض  دون  فوراً  بالدرك  ات�سل  1 .

من  مندوب  باإر�سال  لتقوم  ال�سركة  واأبلغ 

قبلها للوقوف على حجم ال�سرر الناتج عن 

المنا�سب. الخبير  الحادث ولتعيين 

والفواتير  الأوراق  جميع  اإبراز  يجب  2 .

بالحريق. المتعلقة 

كا�سفًا  ال�سركة  اإلى  تقريره  الخبير  يقدم  3 .

تفا�سيل الحادث وظروفه وتكاليفه.

بما  والقيام  التقرير  بدرا�سة  ال�سركة  تقوم  4 .

هو متوجب للتعوي�ض.
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WHO? WHERE? WHAT? WHO? WHERE? WHAT?
NEW STAFFQUALITY PRIzES & CELEBRATION

Mr. Joseph Doueihy
Manager – Direct Business,  joined 
our Direct Business Department 
in the Head Office on November 
11th, 2008. He holds a Masters 
degree in Business Administration 
coupled with around 18 years of 
experience in the commercial 
and insurance fields.  

Mr. Ghadi Bakhos
Officer – Production, joined our 
Property, Casualty & Marine 
Department on December 1st, 
2008 in the Head Office. He holds 
a BS in Marketing, along with 
three years of experience in the 
marketing field.

Ms. Rita Tarabay
Officer - Production, joined our 
Property, Casualty & Marine 
Department in the Head Office on 
December 12th, 2008. She holds a 
BA in Translation coupled with the 
years of work experience.

Ms. Tania Khayrallah
Officer - Dispatching, joined our 
Motor Department in the Head 
Office on January 2nd, 2009.   

Ms. Nadine Deeb
Officer - Production, joined our 
Tripoli branch on January 7th, 
2009. She holds a BA in Business 
Administration as well as 2 years 
experience in the insurance field.

Mr. Elie Bou Abboud
Officer - Accounting, joined our 
Accounting Department in the 
Head Office on March 2nd, 2009. 
He is currently obtaining his BS in 
Accounting and has three years of 
experience in the field.

 

New staff members joined Fidelity team during the last several months.

Mr. Khaled Ali  
Officer – Claims, joined our 
Tripoli Branch on March 2nd, 
2009. He holds a BA in Business 
Administration along with two 
and a half years of experience.

Mr. Jad Chalhoub
Officer – IT,  joined our IT
Department in the Head Office 
on March 16th, 2009. He holds a 
Masters in Computer Science and 
4 years of experience in the IT field.

Mr. Georges Rizk
Officer - IT/Support, joined our IT 
Department in the Head Office 
on March 16th, 2009. He is a fresh 
graduate holding a BS in the 
Computer Science.

Mr. George Araman 
Officer – Loss Adjusting, joined our 
Claims Department at our Hamra 
Branch on March 30th, 2009. 

Let’s wish them a 
successful career at 

Fidelity with hard work 
and perseverance.

Three winners received the top 
prize of an iPod Shuffle. They are:

Ms. Ghinwa Haydar
Ms. Pascale Lawandos
Ms. Rita Kaii

Congratulations to all!

In the interests of sharing knowledge, motivation, exchange of ideas 
and quality awareness, the Quality Department decided to publish three 
quality newsletters in 2008.

A quiz based on all the information contained in the Quality Newsletters 
followed each issue. All employees, including middle management and 
vice-presidents, were invited to participate.

Entrants who scored 100% on all tests were qualified for a draw that 
took place on February 6th 2009 in the head office, in the presence of all 
Fidelity staff. We celebrated the success of the ISO 9001:2008 together 
at the same time.



17

PARODY PAGE

Some say that when it comes to claiming accidents with insurance companies, 
they have to prepare themselves for a long struggle. Well, that's not the case

with Fidelity. A long legacy in the insurance industry, and a well trained,
geographically spread sales force provide you with everything you need for a

more comfortable round. So put those gloves away, we're your easy way out.

fidelity@fidelity.com.lb    www.fidelity.com.lb
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CROSSWORD

QUOTE
The following incident occurred at 
one of Japan’s biggest companies, 
and offers an important lesson:

The company received a complaint 
that a consumer had bought a 
soap box that was empty.   The 
authorities immediately located 
the problem in the assembly 
line, which transported all the 
packaged boxes of soap to the 
delivery department. For some 
reason, one soap box went 
through the assembly line empty.  
Management asked its engineers 
to solve the problem.

The engineers worked hard to 
devise an X-ray machine with 

high-resolution monitors manned 
by two people to watch all the 
soap boxes that passed through 
the line to make sure they were 
not empty. No doubt, they worked 
hard and they worked fast, but 
they spent a large amount of 
money to fix the problem. 

When a rank-and-file employee in 
a small company was posed with 
the same problem, he came up 
with another solution. He bought 
a strong industrial electric fan 
and pointed it at the assembly 
line. He switched the fan on, and 
as each soap box passed the fan, 
it simply blew the empty boxes 
out of the line. 

“Devise the simplest possible 
solution that solves the problem.  
Learn to focus on solutions not on 
problems. Be simple, solve simply.”

Solution

Item of
Footwear Furnishing

Layout

Flightless
Bird

Beauty
Shop

Corrupt
Payment

More or
Less

Nothing
more than
Specified

Australian
State,

Initially

Enclosure

Poison

Pouch

Belonging
To Him

Japanese
Currency

Small
Recess

Large
Flatfish

Matured

Reckless Fit Repair

DepressionSpoil

Stroll

HandwearSylphlike

Astute

Unwell

Puntuation
Mark

Examine
Carefully

Hollow
Grass

Dairy
Product

Diplomat
Mother of

Pearl

Domain

Sang�Froid

Be nosey

Momentary

Treat
Carefully
Impulse

Armed
Conflict

The Night
Before

Effrontery
Cogwheel

Pig Pen

Secret

Monkey
or Ape
Marine

Mammal

E�ery or
all

Molecule
Element

Drink
Slowly

Long Poem
Lowest 

Point



Jal El Dib: Jal El Dib Highway, Midtown Center, 2nd Floor - Tel: + 961 4 719300 Fax: + 961 4 719306 
Hamra: Hamra Street, Toufic Abou Assaf Bldg., Ground Floor - Tel: + 961 1 350100 Fax: + 961 1 353359

Nabatieh: Mahmoud Fakih Street, Assad Jaber Bldg., 2nd floor - Tel: + 961 7 766232
Saida: Jezzine street, Golden Tower Center, 2nd Floor - Tel / Fax: + 961 7 728555/ + 961 7 728556  

Sour: Jal El Bahr, AK 2000 Bldg., 4th floor - Tel / Fax: + 961 7 349112 / + 961 7 347 979
Tripoli: Boulevard Street, Fattal Bldg., 1st floor - Tel: + 961 6 412688 / + 961 6 412689

Zahleh: Boulevard Zahleh, Lebanon and Gulf Bank Bldg., 2nd Floor - Tel / Fax: + 961 8 808300 
Zouk: Zouk Highway, St. Elie Center, 3rd Floor - Tel / Fax: + 961 9 224040 / +961 9 225050

To find out more about the company and our products, visit our website on 
www.fidelity.com.lb or contact us on fidelity@fidelity.com.lb


