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Disability rates to rise

More California employers likely to offer own plans

By JOANNE WOJCIK
KOCHANIEC

SACRAMENTO, Calif.-The much-
anticipated April 1 increase in Cali-
fornia's State Disability Income insur-
ance fund premiums is expected to
prompt more employers in the state to
offer voluntary plans instead of par-
ticipating in the state-run program.

Or, at the very least, the increase to
0.7% from 0.5% of payroll will enable
the 550 employers that currently offer
self-funded voluntary disability in-
come plans to keep those plans from

going belly up.

In fact, many employers already
were planning to drop their existing
voluntary plans because the premium
that California allowed them to
charge was not enough to keep them
afloat, according to Jack Bredehorn,
president of Calabasas, Calif.-based
VPA Inc., the state's largest voluntary
plan administrator, with approxi-
mately a third of the market.

Under California law, employers
may opt out of the SDI program, but
they cannot charge employees more
than the state contribution rate, and

they must provide benefits that exceed
the state plan.

Just 550 of the state's 900,000 em-
ployers offer voluntary plans, accord-
ing to California's Health and Human
Services Agency in Sacramento.
About 4.8% of people covered by dis-
ability insurance are enrolled in vol-
untary plans, an HHS spokeswoman
said.

"A lot dropped out Jan. 1 because of
the 0.5% rate,”
"It made things really awkward for
many of the employers in the state

See Disability on page 37

said Mr. Bredehorn.
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Tokio Marine, State Farm
to create risk exchange

By GAVIN SOUTER

HAMILTON, Bermuda-An innovative $200 million
earthquake risk exchange between a Japanese insurer and
a U.S. insurer is a prudent way for both to diversify their
portfolios, an analyst said.

By exchanging risks, rather than buying reinsurance, the
insurers achieve a similar effect without paying premiums
and brokerage fees, said Donald Watson, a director at Stan-
dard & Poor's Corp. in New York.

"It's a terrific means to diversify and reduce your concen-
tration of risk,” Mr. Watson said.

But the deal is unique and is unlikely to erode the role of
intermediaries, a reinsurance broker said.
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The deal, announced late last month between Tokio Ma-
rine & Fire Insurance Co. Ltd. of Tokyo and State Farm
Mutual Automobile Insurance Co. in Bloomington, lll.,

See Deal on page 35

RIMS meets on Capitol Hill again

Patients'bill could pass

By MARK A. HOFMANN -

likely, in the coming months, to iron out differences be-

AA tween widely divergent bills passed by the two houses
_WASHIN_GTO_N-Cpmpromise_"patients' biI_I of | last year, s_aid R_ep. I_:’omeroy. He said he believes that
rights" legislation likely will win congressional ap- the final bill will be based on the measure ap-

proval and the president's signature tl'zllﬁlmen%rhhl | —

says one insurance regulator turned lawmaker.

= proved by the House in October. That measure,
commonly known as the Norwood-Dingell bill,

Rep. Earl Pomeroy, D-N.D., who is a former after its two prime sponsors-Reps. Charlie
president of the National Assn. of Insurance Com- Norwood, R-Ga., and John Dingell, D-Mich.,-

missioners, made that and several other predictions has drawn considerable opposition from employer
about specific legislation at the second annual "RIMS groups. Opponents fear that the measure's extension
on the Hill" meeting in Washington last week. The event, 7 of legal liability for coverage decisions to employers, un-

sponsored by the Risk & Insurance Management Society
Inc., involved briefings on issues and visits to congression-
al offices by risk managers seeking to make their views
known on several legislative concerns.

"Political pressure is so intense" for some sort of patients’
rights legislation that House and Senate conferees are very

der certain circumstances, will lead to increased health
care costs. RIMS itself has issued a position paper express-
ing concern that certain provisions of the bill will "drive
up the costs of providing health care for employees and
have the unintended consequence of limiting access to

See Bill on page 38
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Property/casualty industry's
net income for '99 falls 28%

NEW YORK-The property/casualty insurance
industry's aftertax net income dropped 28% in
1999, to $22.2 billion, according to the Insur-

ance Services Office Inc. and the National
Assn. of Independent Insurers.

Major contributors to the decline were a $9.5
billion decrease in the industry's pretax oper-
ating income and a $4.3 billion drop in realized

capital gains to $13.7 billion, according to the
ISO/NAI[ data.

The property/casualty industry's combined
See Updates on neztpage
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The Bank One tower was among several buildings in
Fort Worth severely damaged by last week's tornadoes.

Tornadoes

blast Texas

Damage totals
hundreds of millions

By MICHAEL BRADFORD

FORT WORTH, Texas-As the tornado season in-
tensifies, recent deadly storms have left property
owners with hundreds of millions of dollars in dam-
age.

Two tornadoes roared through Fort Worth last
week, leaving at least four dead and at least 100 in-
jured. The early evening storms tore through the
downtown area, blowing out windows in glass
skyscrapers and scattering debris through streets.

The city of Arlington, Texas, and nearby areas also
were pounded by the tornadoes. Thousands of homes
and businesses suffered damage in the area between
Dallas and Fort Worth. Lt. Gov. Rick Perry last week
declared Tarrant County a disaster area.

The Southwestern Insurance Information Service in
Austin, Texas, has estimated insured losses from the
storms will be more than $400 million.

In Houma, La., property owners are putting parts of
the city back together and totaling their losses after a
tornado struck last month. Repairs to homes and
businesses are under way after the March 15 storm
that left 34 injured. Approximately 200 homes and at
least 10 businesses were damaged when the tornado
touched down around 2 p.m.

While firm damage estimates were not available
last week, they are expected to total several million
dollars. The Property Claims Services unit of the In-
surance Services Office Inc. has not assigned the

See Texas on page 37
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Updates
P/C industry's profit falls 28%

Cont:nued from previous page
ratio also deteriorated to 107 9% last year, compared with 105 6% in
1998 and 101 6% the year before, according to the data

Among other financial results, the U S property/casualty indus-

Measure follows VVermont model

S.C. captive Dill crafted

By JERRY GEISEL South Carolina Department of In- While 13 states now have cap-

surance in Columbia, said H B tive statutes, the Southeast cur-
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Meanwhile, net underwriting losses grew by 39 5%, to $23 4 bil- So
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"The surge in underwriting losses reflects the inevitable outcome la

of the intensely competitive pricing environment over the past few
years," Mr Hartwig wrote in his commentary

"Offsetting mounting underwriting losses with investment gains is
becoming increasingly difficult," according to Mr Hartwig

DOHSA lifted in TWA crash suits

NEW YORK-Families of those killed m the TWA 800 disaster may
sue for non-economic damages, because the crash occurred within
U S territorial waters, a federal appeals court has ruled

In a 2-1 ruling, the 2nd U S Circuit Court of Appeals refused to
apply the Death on the High Seas Act to limit damages to compen-
satory amounts, leaving plaintiffs free to seek damages for pain and
suffering and other non-economic losses

The term "high seas" in the act refers to waters beyond U S tem-
torial boundaries, which President Reagan extended to 12 miles from
three miles in 1988, the court found Parties in the litigation agreed
that the act would have applied had the crash occurred before 1988
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Bargaining bill advances

Employers, insurers wary of increased physician leverage

By MARK A. HOFMANN would increase health care costs laws that bar competitors from
by allowing doctors to engage in negotiating collectively House
WASHINGTON-Legislation cartel-like behavior Supporters Judiciary Chairman Henry Hyde,
that would exempt physicians of the bill, notably the American R-Ill, offered a "sunset" amend-
from federal antitrust laws, al- Medical Assn, have said it is nec- ment that would cause the bill's
lowing them to bargain collective- essary to restore balance to the re- provisions to expire in three
ly with managed care plans and lationship between doctors and years That amendment won the
health insurers, iS headed to the health plans and to allow physi- unanimous approval of the com-
House floor cians to function more effect.vel) mittee, which ultimately voted 26-

The measure, the Quality as patient advocates 2, with one abstention, in favor of
Health-Care Coalition Act, won The measure, introduced by the bill last week

Victims' families are suing Trans World Airlines Inc, The Boeing overwhelming support in the Rep Tom Campbell, R-Calif, Backers on the committee at-
Co, which manufactured the plane, and Hydro-Aire Inc, a Burbank, House Judiciary Committee last would apply to physicians, phar- tempted to craft the bill so that no

Calif -based unit of Crane Co. that manufactured the fuel pumps
used in the ill-fated let

The suit charges that the defendants were negligent in building and
operating the plane, which exploded shortly after takeoff from New
York's John F Kennedy International Airport in July 1996 and
crashed about eight miles off the coast of Long Island All 230 per-
sons aboard were killed

A Hydro-Aire spokesman said the company is reviewing the ruling

and has not decided whether to appeal Spokesmen for Boeing and
TWA could not be reached

Frontier to sell its surety book

ROCK HILL, N'Y -Frontier Insurance Group Inc is planning to
sell its surety operations and a small insurance subsidiary to bolster
its sagging capital base

Frontier announced it has hired Banc of America Securities, a unit
of Charlotte, N C -based Bank of America, to find buyers for the
surety business and its \WWestern Indemni%y Insurance Co unit

e have been working with Banc o

sistance in marketing these operations," Chief Executive Officer
Harry W Rhulen said in a_statemen

Surety accounted for $74t_5 meilliton, or 19 7%, of Frontier's consoli-
dated 1998 net written premiums of $377 8 million, according to fig- should be gauged

ures published by, A M Best Co Western Indemnity, writing
medical malpractice business, generated%2"314 mlmv

FrWHﬁéWé%@"rﬁ ﬁéé‘r%tn‘f{i'g%mssmqll operation, the sale "will cer- Consilting of Boston According to this belief, the
tainly help them (boost) théir capital," said Robert Partridge, a di- bepefit fo 8 compan>'s bottom fine, cannot be mea-

rector of Standard & Poor's Corp in New York

Frontier, though, remains "a company that IS facing financial
strain at this point,” Mr Partridge said

S&P last week suspended its BB+ financial strength rating of Fron-
tier's insurance units, along with the C debt rating of the parent com-
pany because the rating agency was not receiving sufficient informa-
tion about changes at Frontier to maintain the ratings, he said

Best recently downgraded Frontier to B from BB+, citing poor cap-
italization of the insurance units and the holding company's "weak
financial condition"(BI, March 20)

Sageo broadens initial offerings

LINCOLNSHIRE, lll -Responding to employer interest, Hewitt
Associates LLC is speeding up the timetable for Sageo, its e-com-
merge health care venture

Initially, Lincolnshire, lll -based Hewitt said the new venture
would be available this fall only for employers with retiree health
care plans But because of "tremendous interest," Sageo will be
available this fall for the enrollment of both active employees and re-
tirees, said Sageo Chief Executive Officer Tom Schmitz

Sageo has lined up commitments from health plans in about 100
markets to offer standardized benefit packages The program aims to
make it easier for employees and retirees to select plans on the basis
of cost, access to services and quality of care, as well as to cut admin-
istratlve overhead

Participants could use the program to compare benefit plan fea-
tures and to enroll in plans online Sageo would take over many func-
tions currently performed by employers, shifting their role to that of
payers-rather then providers and administrators-of health care
benefit plans (BI, March 20)

See Updates on page 38

en work nc of America closely for several counting, when it comes to work/life programs, ex-
months on capital-raising alternatives and look forward to their as- per\t,?/r? vise

saved Rather, the total impact to the organization

on, orrgii%l,yof Woglé r\4\{ith worklli;‘e Q[qlgr@m%gssqi(gnAﬂ?ﬂele&hWg%

week Its progress came in spite of macists, dentists and other health other committees could claim the
repeated warnings from employ- care providers The bill would ex- right of "sequential referral,"
ers and insurers that the bill empt them from federal antitrust See Doctors on page 35

Gauging value
of work/life

plans complex

By MICHAEL PRINCE

Reinsurers'
combined ratio

soars in 1999

By JUDY GREENWALD

NEW YORK-Measuring is not the same thing as

At least the worst is probably over

Maybe that's the best reinsurers can say
when looking at last year's results

A particularly bad
catastrophe year on top of
the already-competitive

RElNSURE pricing caused the rein-
surance industiy's com-
©RESULT_%— 11 o to soar to

bined rati -
3 4%, according to the

YEAREND| Washington-based Rei

ca's survey of 32 U S
reinsurers, compared to a 1044 10 combined ra-
tio posted by a comparable group in 1998

Assuming a relatively normal catastrophe
year, reinsurers say results should improve this
year, albe-t modestly

But for now, reinsurers and otheis lament

See Reinsurers on page 36

en measuring the impact of work/life pro-
grams, a company shouldn't simply count the money

meén Witshoe(yms%lthat quantification doesn't

or consulta

ecaus consists solely of In

fits, sich as higher morale or greater employee sat-
isfact_on, she said

But measurement of work/life initiatives "can be
done, is being done, and is a powerful tool," Ms
Johnson told attendees at a conference on WOI k/life
programs sponsored by The Conference Board and
the Families & Work Institute

In some attempts, she said, people tally only what

See Measure on page 33

Inside

- Before moving to lower the insurance premiums of the Pen- Departments

sion Benefit Guaranty Corp, let's remember both that the  Advertiser Index °0

agency once had a bic deficit and that the economy can wors- Classifieds 34

en, one of this week's ed,tonals says PAGE 8 Commentary 37
Directory of Risk Management Consultants . ... 16

- In a historic ruling, -he U K High Court ordered the Crown For the Record 39

Prosecution Service to reconsider a decision not to file corpo- Global Briefq 31

rate manslaughter charges against a company and its manag- Insurance Services Guide '

er for the death of an employee PAGE 31 International o
Opinionqg 8
Ticker 39

« In a decision that ts expected to be influential nationwide, a
New York court has ruled that the statute of limitations for | |\ . ... 1sSN 0007 6864) Vol 34, No 14, is published weekly
de'amation claims filed in connection with material posted on by Crain Ccmmunications Inc, 740 N Rush St Chicago, 111 60611 2590
the Internetisthesame asthatformore-traditionally published Periodicals gostage Is paid at Chicago and at additional malling offices

POSTMASTER Send address changes to Business Insurance, Eirculation
matenal PAGE 33 Department. 965 E Jefferson Ave, Detroit, Mich 48207 $4 a copy and $89

ayearin US $1C8 in Canada and Mexico (includes GST) All other coun

* Editor Paul D Winston decides that nothing could be worse tries $2n(l?o% Year (ineludes expe ljtcggcginragginvgg)ibq ) Qr%dsigﬁl Post Inter

X X . caficns s Agreement
than state regulation of i,surance, unless you consider the al-  No 0293512, GST No 136760444 Printed in U SA Copyright 2000 by
temative PAGE 37

Crain Communica,lons Inc



Business Insurance, April 3,2000/ 3

Spotlight report
Risk Management Services

Market firming may signal uptick in consulting activity

By MICHAEL BRADFORD rent that was unleashed in previous "would like a 10% increase but will .
Y hard markets And with theprnarket settle for 5% O?(;oo/o The carriers Top U -S - :ISk 1 ,agen nt Consu ItanIS
he slowly tightening in- hardening limited to a handful of are not willing to walk away from Ranked by risk management consulting revenues
surance market isn't yet lines, some consultants say it may business " 1999 Total Risk mgmt.
squeezing risk managers be a while before many risk man- Consultants are seeing some ac- revenues clients professionals
enough to send them agers become concerned enough to tivity among clients who, while not
running to consultants call overly concerned about current PricewaterhouseCoopers L.L.P. $113,280,000 4,200~ 560
for help "In past market tightenings, conditions, are starting to sense a Deloitte & Touche L.L.P. 71,450,000 1,000 * 455
Traditionally, as insurance costs what | saw was a rapid increase in market turn Arthur Andersen L.L.P. 59,444,750 813 263
have risen in a hardening market, prices," said Richard G Rudolph, "l think what we're beginning to EQE International Inc. 53.500.000 800 200 1
employers have turned to consul- principal consultant with Seaver, see is some of the buyers are think- ’ ’
tants and brokers for advice about Rudolph & Associates Inc in St ing they might have a problem" Ernst & Young L.L.P. 29,590,000 900 125
alternative risk financing options Charles, Il And buyers who were down the road, Mr Rudolph ob- Tillinghast-Towers Perrin 27,916,000 850 55
and about how to better control willing to pay the premiums also served During the hard periods of KPMG LLP. 12.000.000 300 70
losses usually had to agree to tougher re- the 1970s and 1980s, employers ’ ’
In the current environment, con- strictions and exclusions, he said didn't prepare very well for those Mill,man & Robertson Inc 10,000,000 463 96

sultants and brokers say that in Today, Mr Rudolph noted, he is changes, he said "I think that is a J.H. Albert International
some cases, the phones are ringing aware of "selective areas where major difference in what we will

Insurance Advisors Inc. 6,800,000 650 35
a little more frequently, but the de- there is increased attention to un- see in whatever this market turns
mand has a long way to go before it derwriting and a lot of posturing " out to be " Dempsey, Myers & Co. 4,000,000 °0 21
resembles anything close to the tor- whereby insurers are saying they See Market on page 12 *Estimated Source 8/ survey

Hands-on experience  Networking on online risks
hel PS CconNnsu ltants More consultants offering technical help to ensure security

By ROBERTO CENICEROS efforts to lessen their company's system and then provide him

By RODD ZOLKOS management to consulting, he cyber-related risks Instead, they with a report that Mr Pinner

found that though his brokerage na competitive online busi- say, they are buying insurance, could immediately pass on to his

or former risk managers experience benefited him as a risk ness world that is increas- leaning more on their brokers, insurer But he chooses to first

who've made the career manager, the job called for other ingly fraught with peril, and contracting for the technical make any recommended correc-

leap to consulting, while skills as well some companies are turning expertise offered by companies tions and have the auditors per-

hands-on risk manage- "Even though you're doing what to their risk management that specialize in performing form a second inspection, shar-

ment experience is a seems to be the flip side of the consultants for help computer security audits ing the results of that follow-up
valuable asset, there's same industry, it'S not,” he said Minimizing Internet-related Computer security auditing review with his insurer

more to consulting success than One of the most valuable skills exposures should help reduce the companies have become Inter- That way, his insurer sees his

simply having "risk manager"” on Mr Netherton sees himself bring- price of costly specialty insur- net-era risk management consul- computer system security only

one's resume ing from his risk management ex- ance for Internet operations, risk tants, said John G Pinner, assis- "after all the sprinklers are in-

"It's a far more difficult transi- perience to his consulting work is managers and consultants agree tant treasurer for Mattel Inc in stalled,” Mr Pinner said "It's
tion than most people realize, go- an emphasis on communication The full gamut of the risks still EI Segundo, Calif Mr Pinner has lust risk management "

ing from one to another,"” said Discussing his own area of con- remains unknown, experts say, contracted with San Jose, Calif - Insurers that write coverage

George Netherton, chairman of sulting, RMIS, he noted that peo- but the exposures Include em- based Cisco Systems Inc to eval- for Internet risks require such
Marietta, Ga -based Risk Labora- ple in the information technology ployment liability-related law- uate Mattel's Internet security audits, as the insurers tend to

tories LLC business tend to look at issues dif- suits stemming from employee e- risks know very little about the expo-
But, if a consultant can inte- ferently fromm most risk managers mail transmissions, business in- International Business Ma- sures they are underwriting, Mr
grate risk management experience "It's dominated by people who terruption from hacker attacks chines Corp 's global services Pinner said Consequently, they

with the skills that consulting de- are very young and are driven by and the disabling of e-commerce unit and several other companies rely on experts to evaluate the
mands, hands-on experience can logic and the engineering aspect sites, and litigation stemming also conduct security audits of security of the systems

be a tremendous asset, he said of various problems," he said from the use of company-spon- companies' Internet operations, But regardless of insurer re-
Before moving into Consulting, Risk managers also have those sored chat rooms Mr Pinner said quirements, Mr Pinner indepen-
Mr Netherton spent several years characteristics to some extent, Some of the consultants say In a sense, the security auditors dently had Mattel's Internet sys-

as a risk manager, first with Sper- though in risk management, he their business IS booming be- perform services similar to those tem inspected to ensure that the
ry Corp from 1979 through 1983, said, "You have to work with peo- cause of e-ventures, others say that highly protected risk insur- company's Web sites cannot be
then with the Coca-Cola Co, ple You have to build consensus, they are striving to make in- ers have traditionally offered in- easily penetrated, he said The

where he headed the company's you have to build partnerships " roads dusti'ial factory sites inspection also helped him to

worldwide risk management pro- "l think the people aspects, that But several risk managers say In essence, "they are telling us better understand any new risks

gram from 1984 until 1990 is probably the weakest part when they have shied away from con- if our computer systems have and to negotiate better rates with
"l wanted to do something en- you look at technology compa- tracting with traditional risk sprinklers,” Mr Pinner said his insurer

trepreneurial,” he said To that nies,"” Mr Netherton said "And | management consultants in their The auditors can evaluate his See E-risks on page 6

end, he went to work for a con- think bringing those skills from
sulting firm until he felt estab- risk management, that comes
lished as a consultant, and then home all the time for me to be able

ctartoa nia own rier management 1o 0ach ness wenmoicay sve | 1ITE@FNAtIONAl advice in demand

information systems consulting how to work with clients "

business six years ago "l think 'One thing | learned having
my background in risk manage- been a risk manager was that one By GAVIN SOUTER tices, the risk managers and con- national brokers that lack over-
ment was absolutely invaluable to of the most important skills | had sultants say seas offices, he said The U S
the whole thing," he said "I was being able to work with people,” isk managers at U S Risk managers with overseas Olympic Committee, on the other
would say this, though-there are Mr Netherton said He recalled, in companies that ex- exposures need consultants to hand, uses global brokerages that
very different skills involved " particular, expenencing the insurance pand overseas face a provide a whole array of advisory provide both placement and other
He likened the experience to ensis of the mid-19805 as a risk man- broad range of con- services, said David L Mair, risk services, including loss control
that of his early career, which be- ager "If you di(in't have some good cerns that they do not manager for the U S Olympic and other risk management ad-
gan on the brokerage side, first for relationships m the underwntmg | encounter at home, Committee in Colorado Springs, vice, Mr Man- said
his father's agency and later for commumty, you were dead " consultants and risk managers Colo Risk managers often need to call
one of the large brokerage firms Another former risk manager now say "With the world changing as upon a range of consultants when
As with his transition from risk See Consulting on next page Differences in regulations, legal quickly as it is today, risk man- their organizations expand over-
environments, insurance customs agers are always looking for ad- seas, said Andrea Dudek, risk
Inside: and language all serve to make vice and counsel and consul- manager at Lexmark Internation-
risk management significantly tants can play a role in that,” Mr al Inc in Lexington, Ky
D i re CtO r.y more complex overseas, they say Mair said For example, Lexmark uses se-

To address those complexities In particular, a consultant can curity consultants to conduct due

of Risk Management and effectively implement a glob- cast an issue in a wider context diligence studies in areas such as

al risk management strategy, risk when a risk manager IS accus- Central and Eastern Europe,

Consu Ita Nnts page 1 6 managers often turn to consul- tomed to seeing only "snapshots” where there IS often a significant
tants And these consultants must of the company's risks and expo- amount of organized crime and
Spotlight Editor: be sufficiently large in size, have sures, Mr Mair said corruption, Ms Dudek said
. broad expertise and possess ade- Consultants are most useful to "You have to check out the ar-
© Roberto Ceniceros

quate knowledge of local prac- risk managers who use regional or See Overseas on page 14
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Top U.S. risk management specialists

Ranked by risk management consulting revenues representing major*/ of total business
Percent of

total revenue

1999 Total generated by

Company revenues clients risk mgmt.
EQE International Inc. $53,500,000 800 81%
J.H. Albert International

Insurance Advisors Inc. $6,800,000 650 100
Dempsey, Myers & Co. $4,000,000 20 100
McNeary Insurance Consulting Inc. $3,174,000 350 100
Advanced Risk Management

Techniques Inc. $2,840,000 375 92
RMI Consulting Inc. $2,600,000 260 59
Roberl Hughes Associates Inc. $2,148,681 250 95
Alpha Risk Management Inc. $2,100,000 a7 100
Kevin F. Donoghue Insurance

Advisors Inc. $1,950,000 140 100
RECON L.L.C. $1,891,701 40 100

Source: 8/ Survey

Outdrive the competition.

Nothing gets you to the green quicker

than @vantage, Atlantic Mutual's new series
of commercial policies. With custom designed
programs for different and diverse industries,
@vantage gives you exactly what your
clients need, including extensive coverage
and Atlantic Mutual's winning service.

For more info on Atlantic Mutual's

powerful new policies, call
1-877-482-6868.

Atlantic Mutual Insurance Company
100 Wall Street, NY, NY 10005

Consulting

Continued from previous page
working in consulting, Gordon
Prager, senior consultant at Willis
Risk Solutions in New York, also re-
gards recognition of the importance of
good communications as a benefit of
his experience in risk management.

For example, if a risk manager and
treasurer are not "speaking the same
language, lll show you an underper-
forming company,” he said.

Mr. Prager spent two-and-a-half
years as global risk manager for U.K.-
based Lucas Varity PLC. until the
automotive and aerospace company
was acquired last year by TRW Inc.

Prior to entering risk management,
Mr. Prager's career took him through
positions on both the insurance com-

pany and brokering sides

After Cleveland-based TRW

Introducing
comprehensive
commercial
policies that
give you the

Unfair @vantage

@vant

bought Lucas Varity, he knew that he
would exit the company and had time
to "think about what | wanted to do."

"l was looking for what | identified
as certain generic or fundamental
concepts," he said. "One of them was
the ability to make a difference, to
add value.”

Mr. Prager thought that a consult-
ing position at Willis Risk Solutions
offered that opportunity. "There's a
part of me--and thankfully for this-
that's always going to be 'the risk
manager, " he said. "I don't have to
try to look at things through the eyes
of the risk manager. | just do."”

One benefit Mr. Prager derived
from his risk management work is an
awareness that "the choices of how
we manage risk can't be done ab-
stractly." Instead, such choices must
be made within the strategies and ob-
jectives of the company and its units.

And, with today's companies focus-

age

2*AtianticMutual
Companies

VWben it

sm

counts

ing on such approaches as just-in-
time inventory and delivery, "risk
identification and mapping have nev-
er been more important than they are
today," Mr. Prager said.

Also, he said his corporate experi-
ence imparted an emphasis on "con-
tinuous improvement" as weM as his
sense that such an approach must be
applied to consulting relationships.

His experience also has made him
aware that consultants "can't iniply to
customers that we have the answers
before we know the questions."

Lucille A. "Lucky" Gallagher, for-
mer vp-risk management at Monfort
Inc. and ConAgra Red Meat Cos. and
now a Denver-based risk manage-
ment consultant, sees her experience
in dealing with senior management as
a corporate risk manager as benefit-
ingher consulting work.

"l really do believe that the experi-
ence of being a corporate-type risk
manager, especially being a part of
the senior management team, brings a
certain discipline and understanding
in that area," said Ms. Gallagher, who
also began her career in insurance be-
fore moving to risk management.

A big diEference is that "coming
from the corporate side and being
part of senior management and un-
derstanding the needs and goals" of a
company, vs. a broker or consultant
who has never been a risk manager,
"brings a lot of credibility," she said,

Ms. Gallagher, who entered con-
sulting after retiring from her risk
management position, also served as
president of the Risk & Insurance
Management Society Inc. That expe-
rience also has shaped her consulting
work, she said, noting that "One of my
big things when | was president of
RIMS was to try to integrate the risk
management culture in businesses."

"The majority of my consulting is
working with smaller companies and
helping them work through that pro-
cess and try to understand what they
need," she said.

The objective is similar with her
larger clients, however, "which have
been consolidations or roll-up compa-
nies. Risk management has been the
farthest thing from their minds, and
they should be thinking about risk
management from the start," she said.

1Mr. Prager said he thinks that hav-
ing been a risk manager does provide
a certain advantage in the eyes of his
clients, as well. "l think it lends an
aura of credibility,"” he said. "But |
don't overplay the card."

"You may have walked the role, but
you never have stood in the shoes of
another individual," Mr. Prager said.
"You never win business by showing
somebody your resume."

Mr. Netherton offered a similar
view about the credibility afforded a
consultant who once worked as a risk
manager. "l think there is a certain
camaraderie and a certain fraternity
among risk managers," he said. "Risk
managers will listen to another risk
manager."

"l don't care how good a salesman
you are. They'll give more credibility
to another risk manager," Mr, Nether-
ton said. "Having been a risk manag-
er, it's sort of the next best thing."

From a buyer's perspective, Daniel
J. Pliszka, manager of risk manage-
ment for Charlotte/Mecklenburg
County, N.C., sees a definite benefit to
consultants having hands-on risk
management experience. "l think it's
absolutely advantageous if a consul-
tant comes to me and can relate to me
that they can understand some of the
things that I'm up against on my side
of the desk," he said.

But the consultant has to know the
limits of that advantage, he said.

"lI've seen consultants who've been
on my side of the desk who try to hold
themselves up as having surmounted
every problem that's conceivable on
the risk management side, and that's
a little unbelievable," he said. Ell
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Continued from page 3

Mattel insures its Internet opera-
tions through Net Secure, a program
offered by Marsh Inc. He does not use
traditional risk management consul-
lants.

Mr. Pinner is not the only risk man-
ager shying away from consultants in

rhis area.

Karen Banks, director of risk man-
agement for Shaklee Corp. in
Pleasanton, Calif., is chairwoman of a
company crisis management team
rhat evaluates such risks as the com-
pany's Internet use. The household
product and beauty-care manufac-
.urer is not big on using consultants
because of cost considerations, Ms.
Banks said.

Instead of turning to a risk manage-
ment consultant, she will first consid-

Absence Management

When skilled employees are missing from their desks or their stations, you can almost feel produdicn

quotas slipping. Deadlines are missed, and quality control goes out to sea. That's no way to run a tight ship.

Introdudng Matrix Absence Solutions, a better way to manage employee absence. lust one call can

et purchasing Mansh's Net Secure
product, she said.

"They already are my broker, and
it's something | can easily access," Ms.
Banks said.

"l know very few people who deal
with risk management consultants,”
said a risk manager for a high-tech
company who asked not to be identi-
fied. "I think, in this area of cyber
risk, if you are seeing consultants be-
ing used, it's probably the system se-
Curity people who assure your system
is not being hacked into. It's not the
traditional risk management consul-
tant.”

But business is brisk for A. Michael
Smith, manager for enterprise risk
services for Deloitte & Touche L.L.P.
in Los Angeles. His volume of busi-
ness perhaps has something to do
with the proximity of his risk man-
agement consultation practice to Cal-
ifornia's Silicon Valley and Orange

Disability and Life

County's high-tech centers, Mr, Smith

said.

Computer department
managers now attend
more meetings where

insurance coverage is
discussed.

Hacker attacks have driven a grow-
ing use of "boutique" security firms,
he said. The security companies gen-
erally do an outstanding job of man-
aging one specific area of e-business
risk management, he said.

But that is a very limited function,
Mr. Smith said. As companies turn to

e-ventures, they are finding they must
rethink how their new use of technol-

help lower direct benefits costs and help your company reduce the huge cost of lost produdivity due to

employee absence and injury.

Matrix provides comprehensive solutions to your disability and workers' compensation problems by.

integrating consistent, impartial clinical case management of all- lost-time claims with industry-leading

insurance coverages

For more than twenty years, Matrix has helped manage costs and time for companies you know, and

companies like yours. So you save more than iust money. You gain valuable time.

So call 1-800-980-1006 today for more information about Matrix Absence Solutions.

You'll be amazed at how much lost time you'll recover.

www.matrixcos.com

An integrated benefits product from the Oft,m family of companies

ogy fits in with all their business pro-
cesses. In doing so, they are calling in
Mr. Smith's practice to re-evaluate
their risk management efforts acrc,ss
all business functions.

Additionally, many former e-com-
merce startups have grown and ma-
tured significantly, he said. As they do
so, they are hiring Deloitte to look. at
all their corporate risks, beyond just
their technology exposures. Mr.
Smith said.

"l have had probably six people in
the last week talk to me about helpjng
them restructure their whole internal
risk management function to be more
business-aligned," he said.

Other risk management consultants
say they are positioning themselves to
help risk managers reduce their elec-
tronic exposures or obtain more-Ea-
vorable insurance coverage pncing

As risk manager involvement in
computer-related issues increases, tne

Workers Compensation

MATRIX

Absence Solutions-

Time for a change.

Reliance Standard Life Insurance Company 1 Safety National Casualty Corporation | Matrix Absence Management, Inc.

consultants clearly see a potential to
provide more services, said Roger
Wade, senior manager in Chicago for
KPMG L.L.P.'s actuarial services
practice, which includes risk manage-
ment consulting.

After all, the consultants have the
insurance expertise and can help ap-
ply loss prevention techniques or as-
sist in finding the best risk transfer al-
ternatives.

Many of the same principles ap-
plied to traditional risk management
practices are applicable to Internet-
related risks, Mr. Wade said. That is
why risk managers increasingly are
finding themselves involved with In-
ternet issues, he said.

To help clients evaluate their Inter-
net risks, more consultants are ac-
quiring technical expertise, said
William L. Granahan, manager of
Milliman & Robertson Inc.'s risk
management consulting practice in
Wakefield, Mass. They are learning
skills such as how to evaluate what
risks are involved when clients ex-
change information via cyberspace
and how to determine the security of
a client's firewall.

More consultants also are teaming
up on risk management projects with
their companies' information systems
experts, Mr. Granahan said.

Such collaboration is happening
more often at KPMG, noted Mr.
Wade.

KPMG has a consultant group that
evaluates client computer exposures
from a business perspective, rather
than from an insurance perspective,
he said. More frequently, members of
that group are bringing in KPMG's
insurance risk management consul-
tants when the issue of insurable risks
arises. Meanwhile, KPMG's insur-
ance consultants are calling in their
technology counterparts.

Employers' computer department
managers also are attending more
meetings where insurance coverage is
discussed. It's a topic the mformation
systems experts previously shunned,
Mr. Granahan said.

"It's probably comparable to (the
evolution of) employment practices li-
ability, where there was a turf battle,
and there still is, between human re-
sources and risk management,” he ex-
plained. "The same thing is happen-
ing in IS. The IS people are having to
jump out of their box and understand
more risk management, loss control
and safety issues."

One way Mr. Granahan helps his
clients reduce their Internet expo-

sures and their related insurance costs

is by developing employee manuals
for Internet use. The manuals are
somewhat similar to those employers
created to stem sexual harassment li-
ability. Having such a manual shows
an insurer that a company has a solid
Internet risk rnanagement policy in
place.

The manuals contain information
on corporate rules about the use of the
Internet, including what kind of in-
formation can and cannot be ex-
changed. For example, the manuals
can address the sharing of proprietary
data that affects copyright or patent
losses.

Mr. Granahan is also finding work
from risk managers who want to
know whether their general or profes-
sional liability policies provide ade-
quate coverage for Internet expo-
sures. In many cases, he is finding that
the traditional policies are unclear
about the insurance they might pro-
vide for Internet losses.

"The response | give to my clients is,
if they have a large exposure, they
ought to be insuring it with a policy
specifically designed to respond to
those exposures,”" he said. "I'm not
comfortable with an insurance com-
pany that is not sure if they are going
to provide you coverage until a claim
occurs, then they make their deci-

sion." -7
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Customization's downside

ven if a conscious effort had been made, we

doubt it would be possible to create a more in-

efficient and unwieldy health care delivery sys-
tem than what we have today.

Customization, to take one example, is the order of
the day, with perhaps hundreds of variations in plan
design.

While customization has meant employers, especial-
ly larger organizations, can have exactly the types of
plans they want-in terms of benefits and cost-shar-
ing-it also has created huge overhead, because insur-
ers and claims administrators have to train staffs
about how all those plans operate.

At the same time, while improvements have been
made, areas such as communications and plan enroll-
ment remain paper-intensive. Certainly, there has to
be a better way. Perhaps there is.

As we recently reported, benefit consultant Hewitt
Associates L.L.C. has created a new e-commerce ven-
ture called Sageo in an effort to inject greater efficien-
cy into the health care delivery system and more use-
ful information for consumers.

Sageo now has agreements with health maintenance
organizations, preferred provider organizations,
point-of-service plans and traditional indemnity in-
surers in about 100 markets to offer standardized
plans.

These standardized plans all offer the same benefits
and cost-sharing features. This has the potential to
significantly shave overhead costs, because insurers
and other health plans won't have to train their staffs
to learn the nuances of so many different plans.

Just as important, if not more so, greater standard-
ization of plan design will mean employees will be bet-
ter able to compare the plans offered on variables like
breadth of networks and access to providers. These
provisions can mean a lot more to employees than, say,
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a difference in copayment levels among plans.

Part and parcel of Sageo will be vastly expanded use
of the Internet, not just for plan enrollment but alsz, as
a tool for employees and retirees to do online compar-
isons of plan features, an information tool now virtu-
ally lacking.

To get insurers and health plans to cooperate on
standardizing designs is no small feat, and it is a cred-
it to Hewitt that it secured that cooperation.

While Hewitt may be the first to bring e-commerce
in such a big and important way to the employer-Tro-
vided health care system, we are sure others will dol-
low, as logic and common sense demand a new ap-
proach to providing and administering health care
plans.

Safeguarding the PBGC's health

s tdime forthe-Pension-Benelt Guaranty bomet

insurance premiums that employers with de
benefit plans pay the agency?

That's a fair question in light of the $7 billion sur-
plus the agency racked up last year. The surplus now
stands at 40% more than in 1998. That's a stunning
turnaround from the early 1990s, when the PBGC
faced a nearly $3 billion deficit, prompting fears that
a taxpayer bailout would be needed to save the agen-
cy from insolvency.

Just as, looking back, the fears of insolvency were
exaggerated, so should we take care that the PBGC's
health-good as it clearly is-is not overestimated.

Its robust health is due to factors, such as the gen-
eral good health of the economy and high rates of re-
turn on its equity investments, that cannot be expect-
ed to continue indefinitely.

The economy will sour one day, leading again to
more terminations of underfunded plans and lower, if
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not negative, returns on the PBGC's own investmer_ss.

Indeed, even in today's super-strong economy, she
PBGC is potentially exposed to $17 billion to $19 bil-
lion in unfunded liabilities in pension plans ma.n-
tained by employers with below investment gra de
bond ratings. Some of those employers maintaining
those plans will surely fail when the economy wors-
ens, and the PBGC will absorb the liabilities.

The prudent course of action, says PBGC Executive
Director David Strauss, is to maintain a significant
cushion by keeping premium rates at their current
levels so the agency can meet any future increased fi-
nancial obligations without having to turn around
and again raise premiums.

We agree, but with one caveat. Perhaps the premi-
um charged plans that are overfunded by at least
150%-using conservative actuarial assumptions-
should be lowered. Those plans truly represent little
risk to the agency's insurance program, and their
sponsors should be rewarded.
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Market

Continued from page 3

Peter I. Yanev, president of consul-
tant EQE International Inc. in Oak-
land, Calif., said consultants' efforts
and the effects of catastrophes have
encouraged employers to better pre-
pare for market changes.

In the mid-1980s, "people were call-
ing all over the place" for help in man-
aging risks in the hard market, Mr.
Yanev recalled. Today, he said, many
already have taken steps to ensure
they are ready if disaster strikes in the
form of high rates or natural catastro-
phes.

"We have upped the level of aware--
ness and concern with quite a few
people," Mr. Yanev said, by educating
clients and prospects about the risks
they face. An increase in EQE's con-
sulting activity has 'probably had

more to do with raising consciousness
than (insurance) pricing," he ex-
plained, and natural disasters such as
earthquakes in Taiwan and Turkey
and last year's European windstorms
have driven the point home.

Because there currently is so much
more insurer capacity in the market-
place than existed during the 19804
"we don't expect to see the same dras-
tic shrinking of coverage and avail-
ability," said Charles R. Lee, a princi-
pal with Tillinghast-Towers Perrin in
Dallas.

Market hardening in certain areas,
however, is prompting some insur-
ance buyers to ask for help, Mr. Lee
said. "We started seeing the finst indi-
cations in the fourth quarter of last
year, when January renewals were
not going quite as smoothly as they
have for a lot of years."

Existing clients in troubled lines be-
gan looking to Tillinghast for help in

exploring alternatives and managing
risks, Mr. Ike noted, and "we certain-

ly are seeing a lot of new client oppor-
tunities.”

'1 think most people
would agree that we're

probably in the trough
of the soft market,’

says Carl Groth.

Carl Groth, senior vp and alterna-
tive risk transfer director at Willis
Risk Solutions in New York, said the
next hard market flash point could
come this summer. At summer re-
newals, he said, employers will have
an idea as to whether the market's

ligiditys spreading.

WE RE THE

"We're hearing insurance compa-
nies will be tightening their belts" in
some cases, Mr. Groth noted. "That's
going to increase the sophistication
that buyers need to bring to the table
through their brokers."

He explained that brokers are able
to help buyers with loss control proce-
dures and, in some cases, a re-evalua-
tion of retentions-moves that can af-
feet the cost of insurance programs.

As for now, Mr. Groth said, "l think
most people would agree that we're
probably in the trough of the soft
market. If there is any general charac-
terization, it's probably that we're at
the bottom of it"

Mr. Lee pointed out that there are
some "notable" exceptions, though.
For example, "the long-term care in-
dustry is getting hit very hard with
drastic increases in insurance costs,"
he said. "Some of it is driven by the
insurance market and some of it by
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the regulatory environment; a height-
ened duty-of-care responsibility has
translated into a shrinking insurance
market and higher costs."

Mr. Rudolph said brokers have told
him employers with long-haul truck-
ing and some workers compensation
risks are beginning to face coverage
problems.

And employers with catastrophe
property risks also are becoming con-
cerned as rates creep up, Mr. Lee said.

Mr. Groth said he expects that if the
market hardens suddenly, some risk
managers are going to have trouble
facing such a turnaround. If such a
change occurs, "itt should spawn a
bunch of activities in keeping those
costs down," he said, as risk managers
seek out help in restructuring insur-
ance and loss control programs.

Mr. Groth said he believes many
employers are waiting for a market
change before making a move for as-
sistance. "l don't think there will be a
lot of risk managers out there spend-
ing money on the belief that the mar-
ket is going to go up. | think it will
have to go up first."

Hanh Tran, director of risk man-
agement at Consolidated Pkeightways
Corp. in Menlo Park, Calif., said he is-
n't ready to seek out any additional
help. "We continue to try to improve
the safety and loss prevention record.
Other than that, we don't plan to do
anything special."

Mr. Tran said Consolidated is pro-
tected against near-term price in-
creases on its liability coverages under
a two-year policy it negotiated last
October.

He said he will rely partly on his
broker, Marsh Inc., to help with any
loss control problems that arise.
"They are available to assist us, and
we have a very strong internal safety
group as well."

Weyerhaeuser Co. also is using mul-
tiyear policies to protect against cost
increases and doesn't feel pressure to
call on consultants for help, said Gary
A. Baxter, director of insurance at the
Tacoma, Wash.-based manufacturer
of wood products.

Mr. Baxter explained that, in late
1998 and 1999, in part because "we
thought we had to be at the bottom of
the cycle," Weyerhaeuser structured
three-year deals on some of its cover-
ages to protect against potential price
hikes.

Even with that bit of risk manage-
ment, Mr. Baxter said the hard mar-
ket at this point isn't much of a threat
and is "talk, more than anything. |
don't see anything tightening that
drastically."

With financial markets standing by
to provide risk financing and most in-
surers holding ample capacity, Mr.
Baxter said he doesn't foresee any
change in the next three to five years.

Only a financial market change of
opinion about entering the insurance
business is likely to have a significant
tightening influence on the insurance
market, he added.

If risk managers do turn to consul-
tants for help, they likely will be will-
ing to pony up, consultants say.

"The hard market diminishes the
reluctance" to pay for risk manage-
ment consulting services, said Mr.
Lee. "In a hard market, when cover-
age diminishes or costs are increasing,
people are willing to spend money to
make sure what they are doing is the
right thing or to find out if alterna-
tives are available.”

Mr. Rudolph said paying for con-
sulting services usually isn't a prob-
lem for employers that know they
have to spend money to keep costs
down in the long run. "If somebody is
going to use a consultant, they have
already made that leap over the hur-
dle. It's the same as a tax decision or
choosing a lawyer. They've already
made the decision to use an outside
consultant, and they are willing to pay
the premium for it." le,
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So should a claim occur, it

can be handled with less
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Spotlight report

Overseas

Continued from page 3

eas and your own people...you don t
want to be seen to be paying pecphe
off," she said.

And consultants can play a usefil
role in providing loss contrcl serices
by ensuring that a common global
approach is used throughout an or-
ganization, she said.

To provide those services, a consul-
int must have an extensive networ<
of overseas offices and staff members
who are familiar with local laws ami
regulations and who speak the local
language, Ms. Dudek said.

One of the first concepts that con-

sultants must communicate to U.S.

risk managers facing overseas expc-

sures is that insurance and risk mar-

agement practices are frequently dif-
terent outside the United States, said

about it. Leve, -jn,
the in®,et is thi -
to winning custom.
in today's insuranc
marketplace.
4 That's why Zurich
Kemper Life chose

1 Channe/Point-the ;
Imavywei*h!
champie-

in in,surar-__ 1

The ChannelPoint
Commerce Internet
exchange platform
makes e-commerce
happen for carriers
Our platform enables
insurance companies
to create configurable

online marketplaces

that allow them to
conduct e-business

with their distribution

partners.

Russell MeGuire, a consultant at Till-
inghast-Towers Perrin in Dallas.

"The U.S. does not rule, OK?" he
quipped

Regulations and customs overseas
often differ considerably from those
in the United States, Mr. MeGuire
said.

"And the risk managers that really
struggle are the ones that presume
'That's the way we do it in America,
and that is the way well cio it here,
he said.

US. risk managers venturing over-
seas for the first time often encounter
an entirely different environment,
agreed David Hesling:on, executive
vp at International Risk Manage-
ment Americas, a unit of Internation-
al Risk Management Group in Iseln,
NJ

Liability awards, environmental
rules and insurance purchasing con-
ventions are often significantly dif-

ferent in ether countries, he said.

In most countries, liability awards
are significantly smaller than they
are in the United States, iso property
coverage usually is the main insur-
anc:e con=em. Enviromriental laws
are often stringent and are different
from U.S laws, Mr. Heslington said.
As a rule, insurance is used exten-
sively, with few policyhclders mak-
ing use of large deductibles or large
self-insured retentions, he said.

Or-e of the principal problems that
corsultar.ts must help risk managers
tackle is how to cover international
expcsures under a master policy in
the United States and create a global
insurance program, Mr. Heslington
said.

Lccal laws and tariffs often stipu-
late a minimum amount Df coverage
that must be bought locally; consul-
tants can provide the exE ertise need-
ed tc ensure that the programs com-

O afford tc

ply with the local laws, Mr. Heslirg-
ton said. "You have to kruw therues
and regulations," he noted.

And the minimum primary cover-
age required in other countries may
be extensive, creating some redun-
dancies of coverage. In such a case, a
risk manager should seek a premium
reduction from the insurer on its
global program, said Mr. MeGuire of
Tillinghast-Towers Perrin.

In other cases, a risk manager may
have a misunderstanding about the
regulations in an overseas market
and. asa result, may put annecessan'
restrictions on a program, Mr.
MeGuire said.

For example, there is a perception
that recent regulatory changes bar
the use of captives for risks in Mexi-
co. But thz regulations bar only the
use of captives based in,zertain "fis-
cal pamdises," he said.

"If you read the legislasion careful-

Cl -81-400

ly, it lists the specific locations, and
so Vermont is not a problem,” Mr.
McGuire said.

One major difference between for-
eign and U.S. coverage is the wide
variety of wordings available outside
the United States, he said.

"If you look at the forms in the
U.S., they are all the same, But in
other areas, the insurance contract is
a personal contract between the in-
surer and polieyholder, and it may be
very different from the contract is-
sued to a similar factory next door,"
Mr. McGuire said. "So read it, and go
back and read it again, and don't as-
sume anything”

By providing the local information
and services, consultants can help
risk managers bring exposures under
a global program, often in spite of re-
sistance from local managers who
have established relationships with
insurers and want to maintain con-
trol of the coverages, Mr. Heslington
said.

"From a corporate point of view, it
makes sense to reduce costs, but peo-
ple are often reluctant to leave pro-
grams that they are familiar with,"
he said.

A risk manager may also need to
introduce a different approach to loss
control at a foreign subsidiary, Mr.
Heslington said.

"Often, the overseas operations
have very low deductibles, and they
buy insurance for everything," he
said.

By improving loss control at the
overseas units and covering the risks
under a global program, a risk man-
ager can reduce overall costs, Mr.
Heslington said.

Charron, a principal at Deloitte &
Touche L.L.P. in Hartford, Conn

By making the risk management
department a central resource center,
a corporation can help instill a com-
mon risk management approach

ulations and customs, he said.

based risk management tools, Mr.

Chanon said.

said.

sures, Mr. Charronsaid.

- ton said.

For example, in the United States,

drop in the level of water flows, but

in Latin America, he said.

America, but, in some cases, it is,"
Mr. Heslington said.

specific risks, he said.

May, and it plans to conduct a survey
of Europe later this year, Mr.
McGuire said. El
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Annual B/directory of risk management consultants

AIG Consultants Inc.
70 Pine St., 10th Floor,
New York, N.Y. 10270;
888-285-7780; fax: 212-742-1564
www.aig.com
Parent: American International Group Inc.

Consulting since: 1976.
1999 revenues

Consulting revenues . -$32,000,000
Continuous consulting . .80%
Special consulting projects, -:20%

Statl

W ee>t==l_._. __.__ _ ==

Risk management professiorals. 181

Includes: 151 consultants.

Clients

Total. ....4,000
Its 100%

Senlices: most risk manacement services.
Specialties: consulting to 11[ or most industries.
Compensation: by the project; on retainer.

Oflicers: John Carey, president; Duncan Karcher,
Michael Castelli, vps.

A&L Corporate Risk Ltd.
6110 Blue Circle Drive, Suite 235,
Minnetonka, Minn. 55343;
612-933-5560; fax: 612-931-1147

Consulting since: 1986.
1999 revenues

Continuous consulting . 80%
Risk management audits. e 85%
Special consulting projects . -15%
Staff
T >t =—a i _ - - B
Risk management professionals 5
Includes: 2 principal consultants, 2 consultants, 1
analyst.
Clients
u.s 90%
Non-1 1S 10%

Services: broker and vendor services analysis,
risk management organizational studies.

Specialties: technology, global companies, real
estate.

Compensation: by the project; on retainer: per
hour: $135 to $255 for principal consultants, $105

twie22

to $125 for consultants, $85 fir analysts.
Officers: Robert Abrahamsori, executive consul-
tantiCEO.

AMI Risk Consultants Inc.
11410 N. Kendall Drive, Suite 208,
Miami, Fla. 33176-1 C31;
305-273-1589; fax: 305-274-4706
www.amirisk.com

Consulting since: 1992.

1999 revenues

Continuous consulting .
Risk management audits ...
Special consulting projects .

Actiarial/accounting services .
Staff
T >t =—al_ _ _

- - - = -1 <>
Risk management professionals............ccccccccuunnne 7
Includes: 2 principal consultants, 2 actuaries, 1 con-
sultan-,2 analysts.

Clients
Total. 54
u.s.. 100%

Services: alternative risk financing consulting,
consulting on design of risk management informa-
tion systems, actuarial consulting.

Specialties: consulting to all or most industries.

Compensation: by the project; per hcur: $- 80 to
$200 for principal consultants, $130 to $175 for
consultants, $90 to $120 for analysts, $25 b $40
for clerical work.

Officers: Bob Ingco, president/chief actualy, Gail
Flannety, consulting actuary.

Contact: Bob Ingco.

Advanced Risk Management
Techniques Inc.
23701 Birtcher Drive,
Lake Forest, Calif. 92630-1783;
949-472-8324; fax: 949-472-9228
www.armtech.com

Consulting since: 1982.
1999 revenues

Total gross revenues. $3,100,000
Consulting revenues . $2,84],000
Continuous consulting . 45%
Risk management audits ......... ... 10%
Special consulting projects --18%
Actuarial/accounting services .. 30%
Sta ti
19
Risk management professionals. =13

Emi oyers never <now
w iere [tscomingfrom.

Help them Manage their Employment Practices Exposure.

Your clients don't want to take unnecessary

chances with their businesses - especially where

employee risks are concerned.

Employment Practices Insurance Protection with

Comprehensive Risk Management Services from

Professional Risk Co. (PRC) can help your clients

comply with employment law - and protect against

employment claims. The program is designed for

businesses with 10 to 1,000 employees.

Available in 47 states, the PRC program includes:

Employment Practices Insurance Protection

= Limits from $500,000 to $5,000,000

- Deductibles from $2,500 to $50,000

« Broad Form

Comprehensive Risk Management Services

« Unlimited toll-free telephone consultation

« Comprehensive review of current HR practices

and procedures

+ Personalized assistance on such HR issues as

hiring, firing, layoffs, discipline, and promotions

24-hour Fax Quote Service

Insurance is provided through:

Fireman's Fund Insurance Company

PROFESSIONAL

L
PRC

Professional Risk Co.
600 University Street

2501 One Union Square
Seattle WA 98101-1129

PH: (206) 621-8808

RIS K CoO.

FAX: (206) 682-9176

www. professionalriskco.com

Includes: 3 principal consultants, 2 actuaries, 5 con-
sultants, 3 analysts.

Clients
Total. 375
liR _100%

Services: most risk management semices.

Specialties: health care providers, utilities, con-
struction.

Compensation: by the project; per hour: $195 to
$225 for principal consultants, $125 to $175 for
consultants, $60 to $95 for analysts, $25 to $75 for
clerical work.

SRMC member.

Officers: Steve P. Kahn, Michael M. Kaddatz,
Steven A. Glicksman.

Contact: Michael M. Kaddatz

Affiliated Risk Management
Cos. L.L.C.
770 N. Jefferson St.,
Milwaukee, Wis. 53202;
414-271-7333; fax: 414-271-6494

Consulting since: 1997.
1999 revenues

Total gross revenues... . $3,575,000
Consulting revenues . .$330,000
Continuous consulting . -90%
Risk management audits cens85%
Special consulting projects. ...5%
Stam

Risk management professionals. -
Includes: 8 principal consultants, 20 consultants, 10

analysts

Clients

Total. _.315
U S 100%

Services: insurance coverage and limits analysis,
loss prevention consulting, litigation management
consulting.

Specialties: manufacturing, professional ser-
vices.

Compensation: by the project, on retainer; per
hour: $125 for principal consultants, $75 for con-
sultants, $50 for analysts, $25 for clerical work.

Officers: Paul Price, president, David Ginder, vp,
Curt Klade, treasurer.

Contact: Paul Price; pprice@benefitsinc.com.

J.H. Albert International
Insurance Advisors Inc.
72 River Park,
Needham, Mass. 02494-2631;
781-449-2866; fax: 781-449-5340
www.jhalbert.com

Consulting since: 1967.
1999 revenues

Consulting revenues . ...$6,800,000
Continuous consulting ..
Risk management audits .... ... 10%
Special consulting projects . -10%
Statt
.. 40
Risk management professionals.................c..c.... 35

Includes: 9 principal consultants, 26 consultants.
Clients

Total. _650
...98%
Non-U.S. 904

Services: most risk management services.

Specialties: consulting to all or most industries.

Compensation: per hour: $200 to $325 for prin-
cipal consultants, $175 for consultants, $125 for
analysts.

SRMC member.

Officers: Joseph H. Albert, chairman; Alfred H.
Nagelberg, Stuart T. Cowart, presidents.

Contact: Alfred H. Nagelberg

Aldrich & Cox Inc.
3075 Southwestern Blvd.,
Suite 202, Orchard Park,
N.Y. 14127-1287;
716-675-6300; fax: 716-675-2098

www .aldrichandcox.com

Consulting since: 1951.
1999 revenues

Continuous consulting . 75%

Risk management audits .... 20%

Special consulting projects, 5%
Staff

115

Risk management professionals.......... .......... 7.5

Includes: 3.5 principal consultants, 4 consultants.
Clients

Services: most risk management services.

Specialties: consulting to all or most industries.

Compensation: by the project; per hour: $80 to
$165 for consultants.

SRMC member.

Officers: Charles H. Cox, president; James B.
Hood Jr., executive vp; Michael B. Coyle, vp.

Contact: Charles H. Cox; cox@aldrichand

cox.com.

Alert Technology Group
P.O. Box 129,
Acme, Wash. 98220;
360-595-6022; fax: 360-595-6019
www.alertcorp.com

Consulting since: 1995.
1999 revenues

Continuous consulting . 75%
Risk management audits . A7 %
Special consulting projects. 5%
Actuarial/accounting semices . 3%

Continued on next page
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Staff

Total 600

Risk management professionals 540

Clients

Total 2,300
us 75%
Non-U S 25%

Sentices most risk management services

Specialties consulting to all or most industries

Compensation by the project, on retalner

Officers Harry Patz, president/CEO, Jamieson
Allen, vp

Contact Harry Patz, hpatz@alertcorp com

Alexander Forbes Risk
Management Operations
25 Sauer St,
Johannesburg, South Afnca,
27-11-378-3000, fax 27-11-378-3600
www alexanderforbes com
Parent Alexander Forbes Ltd

, Consulting since 1974
1999 revenues

Parent Aon Corp
1999 revenues

Continuous consulting 20%
Risk management audits 25%
Special consulting projects 25%
Actuanal/accounting services 30%
Staff
Total 50,000
Risk management professionals 500
Includes 19 actuanes
Clients
Total 700

Services most risk management services

Specialties consulting toall ormostindustnes

Compensation by the project, on retalner, per
hour

Officers Thomas Rodell, Robert Williams,
Robert Needle, managing directors

Contact Thomas Rodell, tom_rodell@aon com,
Robert Williams, robert_williams@aon com, Rober
Needle, bob_needle@aon com

Applied Risk Control Corp.
15 N Mill St,

Nyack, N Y 10960,

Total gross revenues $5,676,000* 914-365-2444, fax 914-365-2478
Consulting revenues $5,125,600" Consulting since 1985
Continuous consulting 60% 1999 revenues
Risk management audits 35% Total gross revenues $850.000
Special consulting projects 5% Consulting revenues $285,000
Staff Continuous consulting
Total 87 Risk management audits
Risk management professionals 61 Special consulting projects 5%
Includes 15 principal consultants, 41 consultants, SlaN
fanalysts Total 13
Clients Risk management professionals 10
lotal 250 Includes 6 principal consultants, 2 consultants
Non-11q 100% 2 analysts
Services most risk management services Clients
Specialties consulting to all or most Industries Total 130

Compensation by the project, on retainer, per 11 q

holir
°*Officers Frank D Butler, chairman-nsk engineenng,

100%

Services most risk management services
Specialties. consulting to all or most Industries

§Sven Riordan, managing director-nsk eng,neenng, Compensation by the project, on retatner, per

Charles Norlie, managing director-nsk finance

101 *Converted at 0 172 dollars per rand

0o,
Alpha Risk Management Inc.
M £60 Cutter Mill Road,
Great Neck, N Y 11021,
k9 516-829-3500, fax 516-829-6029
www alphanskmanagement com
Consulting since 1973
1999 revenues

Consulting revenues

hour $150 for principal consultants, $100 for con
sultants, $95 for analysts
Officers Harry P Minianlan, president

Applied Risk Solutions Inc.

12200 E Bnarwood Ave, Suite 205,
Englewood, Colo 80112
303-790-1725, fax 303-790-1731
www appliednsksolutions com

Consulting since 1996

$2.100.000 1999 revenues

Continuous consulting 40%
Risk management audits 60%
StaH
Total 9
Risk management professionals 5

Includes 1 principal consultant, 3 consultants,

Clients

sullants, $35 for clencal work

DuUueBe6/6666 1/66U/Unle, Al'lll O, LUUU / id

Special consulting projects 35%

Officers Robert K Nelson, Fres,dent, Judaline D StaN

Nelson, vp

AuditRate Inc.

60 W Supenor St,
Chicago, 111 60610,
312-944-2000, fax 312-944-7000
Parent Alper Services LLC
Consulting since 1966
1999 revenues

Total gross revenues $875,000
Consulting revenues $675,000
Continuous consulting 13%
Risk management audits
Special consulting prolects 10%
Staff
Total 9
Risk management professionals 6

Includes 2 pnnopal consubnts, 2 actuanes, 2 analysts
Clients

Total 100
us 99%
Non-11 q 1%

Services alternative nskfinancing consulting, in-
surance coverage and limits analysts, broker and
vendor services analysis

Specialties manufactunng, health care providers,
technology

Compensation by the project, on retainer, per

75% hour $200 for pnncipal consultants, $150 for con-
20% sultants, $95 for analysts, $35 for clerical work

Olticers Howard C Alper, pres,denUCEO,
Richard A Swoik, vp, Kurt J Murrav, assistant vp
Contact Howard C Alper

Bahr Consultants Inc.
408 N Cedar Bluff Road, Suite 220,
Knoxville, Tenn 37923,
865-694-6098, fax 865-694-6099

Consulting since 1987

1999 revenues Special consulting projects

Continuous consulting 95% Staft

Risk management audits 5% Tow 4
Staff Risk management professionals 3
Tntpl 7 Includes 2 principal consultants, 1 consultant
Includes 1 principal consultant Clients
Clients Total 25 J.
Total A0 liq 100%

us 100% Semces most risk management services

Services most risk management services
Specialties consulting to all or most Industnes

Total 1

Includes 1 principal consultant

Clients
Total 25
lg 100%

Sennces most risk management services

Specialties consulting to all or most Industries

Compensation per hour $225 for principal con-
sultants

Contact Richard S Betteriey, president,

Info@betterley com

77% Blackburn Group Inc.

25 Franklin St, Suite 1110,
Rochester, N Y 14604,
716-232-3550, fax 716-232-7561
www blackburngroup com

Consulting since 1991
1999 revenues

Continuous consulting 75%
Special consulting projects 25%
Stan
Total 12

Risk management professionals

Includes 1 principal consultant, 4 consultants

Clients

Total 2
Services most risk management services
Specialties consulting to allor mostindustnes
Compensation by the project, on retainer, per

hour $125 to $150 for principal consultants, $75 to

$125 for consultants, $50 to $75 for analysts, $30

to $40 tor clerical work

Contact Robert J Blackburn, managing pnncipal

Blades, Macaulay, Crout
& Myers Inc.
2444 Moms Ave , PO Box 188,
Union, N J 07083,
908-687-3735, fax 908-687-2040
Consulting since 1926
1999 revenues
Continuous consulting 40%
Risk management audits 40%

Specialties consulting to all or most industries
Compensation by the project, on retainer, per

Compensation bythe project, on r:Miner perhour hour 1$72000 to $225 for principal consultants, $160

$125 for pnnapal consultants, $25 for dencal work
SRMC member

O1!,cers William H Bahr

Total 30 Becher & Carlson Cos.

Semices most risk manageme,t services
Specialties consulting to all or most industries

Continuous consulting 60%
Risk management audits 20%
Special consulting projects 20%
Statt
Total 16
RTSR management professionals "
Includes 7 pnncipal consultants, 3 consultants, 1 analyst
1*nalyst
Clients
Total a7
us 86%
Non-U S 14%

6 Services most risk management services

Compensation bytheproject, per hour $150 for
principal consultants, $125 for consultants, $125

0,°Specialties financial semces, construction, real for analysts, $35 for clerical work

estate

Isr-Compensabon bythe proiect on retainer, per hour
Officers Herbert H Feldman, presidenVCEO, James

E, Bianlgan, executive vp, Fran Calleton, seniorvp
Contact Herbert H Feldman

*IN

American Actuarial LLC.
15 Cliffs,de Dnve,
Wallingford, Conn 06492,
203-284-3891, fax 203-284-0408

Consulting since 1997

1990 Consulting revenues $59,444,750
revenues Risk management audits 1%
Actuarial/accounting services 100% Special consulting projects 93%
StaH X .
@ ActuanaVaccounting services 6%
Tétal 15 Statf
RifR management professionals 1 Total 72.728
Irfal,des 1 principal consultant Risk management professionals 263
Client: L :
fents Includes 37 principal consultants, 15 actuaries,
Total
ota 20 116 consultants, 95 analysts
;119 100% Clients
-niSennces alternative nskfinancing consulting, Insur- Total 813
ance coverage and limrts analysts, actuanal consulung us 995%™
Specialties consulting to all or most industries Non-It g 5%*

t rCompensation by the project, per hour $210 for
principal consultants

Contact Bruce E Ollodart, presidenUmanaging
member, beo amer actuanal@prodigy net
19q

Ainerican Risk Managers Inc.
330 County Highway, P O Box 789,
Hamilton, Ala 35570,
205-921-7979, fax 205-921-3146
www amensk com

Consulting since 1979
1999 revenues

Consulting revenues $425,000
Continuous consulting 38%
Risk management audits 15%
Special consumng projects
Actuarial/accounting services 20%

StaH

Total 9

Risk management professionals 3

Clients

Total 39
g 100%

Semces most risk management services

SRMC member

Officers James M Graham, president

Arthur Andersen L.L.P.
1601 Market St,
Philadelphia, Pa 19103,
215-241-7626, fax 215-241-7420
www arthurandersen com

1999 revenues

Total gross revenues $7,300,000,000

Senfices most nsk management services
Specialties consulting to all or most industries
Compensation by the project, on retalner, per

21700 Oxnard St, Suite 1800,
Woodland Hills, Calif 91367,
818-715-0800, fax 818-407-5555
www amre com/content/mags
Parent American Re-Insurance Co

Consulting since 1981
1999 revenues

Continuous consulting 50%
Special consulting projects 40%
Actuanal/accounting services 10%
StaH
Totpl 46
Risk management professionals 24

Includes 11 principal consultarts, 1 actual,
10 consultants, 2 analysts

Services alternative risk financing consulting,
consulting on the design of risk management infor-
mation systems, actuanal consulting

Specialties consulting to all or most Industnes

Compensation by the project

Officers Gregory K Myers, president/CEO,
Robert L Glicksteen, senior vp/CFO, Robert W Hes-
sel, sentor vp

Contact Gregory K Myers, gmyers@bc-compa-

nies com

Max Bernstein Co.

650 California St, 23rd Floor,
San Francisco, Calif 94108,
415-981-3510,fax 415-362-7100

Consulting since 1987

hour $325 to $550 for principal consultants, $225 1999 revenues

to $325 for consultants, $100 to $225 for analysts Consulting revenues $269,000
Oilicers Robert G Palm, partner-oroperty and casu- Continuous consulting 75%

alty consulting group (New York), James W Deloach, Risk management audits 20%

partner-business nsk consulting (Houston),Mark C Har- Special consulting projects 5%

gis, partner-environmental semces (Chicago), William T Stall

Keevan, partner-business fraud and Investigation ser- Total a

vices (Vienna, Va)
Contact Steven R Struck, steven r struck@
U S arthurandersen com

*Estimates

27% Associated Consultants Inc.

2539 Ogden Ave,
Downers Grove, 111 60515,
630-353-0182, fax 630-353-0181
Consulting m 1981
1999 revenues

Continuous consulting 90%
Risk management audits 5%
Special consulting projects 5%

Specialties consulting to all or most industries Staft

Compensation by the project on retainer per hour

TO:21 3

Officers Walter Haney, Walter Haney Jr , Marty Risk management professionals 2

Sanderson

Aon Risk Consultants
123 N Wacker Dnve,
Chicago, Il 60606-1700,
312-701-3000, fax 312-701-2195

www aon com

Includes 1 principal consultant, 1 :onsultant

Clients

Total 22

us 100%

Services most risk management services
Specialties consulting to all or most industries
Compensation by the project on retainer, per

hour $135 for principal consultaits, $90 for con-

Risk management professionals

Includes 1 pnnapal consultant, 3 consultants
Clients
Total 12
uqg 100%
Services most nsk management services
Specialties provides consulting toallor most in-
dustnes
Compensation by the project, on retainer, per
hour $200 for principal consultants, $150 for con-
sultants

Contact Max Bernstein, president, maxrm
@flash net

Betterley Risk Consultants Inc.
13 Lonng Way,
Sterling, Mass 01564,
978-422-3366, fax 978-422-3365
www betterley com

Consulting since 1932
1999 revenues

Total gross revenues $295,000
Consulting revenues $265,000
Continuous consulting 50%

Risk management audits 15%

for consultants
SRMC member
01!,cers John J Crout, president, Richard L My-

ers, vp

T.E. Brennan Co.
2025 N Summit Ave, Suite 200,
Milwaukee, Wis 53202-1362,
414-271-2232, fax 414-271-0104
www tebrennan com
Consulting since 1895
1999 revenues
$1,650,707
$1,122,480

Total gross revenues
Consulting revenues
Continuous consulting

Risk management audits 20%
Special consulting prolects 20%
Stall
Tow 18
Risk management professionals 6

Includes 4 principal consultants, 2 consultants
Clients

Ofticers Amd R Tillmar, chairman/CEO, Allan J
Klotsche, vice chairman/COO, Thomas E Gold,
president

Contact Arvid R Tillmar

Larry W. Buck & Associates Inc.
820 Gessner, Suite 1355,
Houston, Texas 77024,
713-278-0200, fax 713-278-0202

Consulting since 1977

1999 revenues

Continuous consulting 80%
Risk management audits 10%
Special consulting prolects 10%
Staff
Total 3
Risk management professionals 2

includes 1 principal consultant, 1 consultant
Clients

Total 50
Services most nsk management services
Specialties consulting to all or most industnes
Compensation per hour $225 for principal con-

sultants, $225 for consultants
SRNIC member
Officers Larry W Buck, president, N Richard

Magel, vp

Ken Buhler Associates Inc.
11 Enta Lane,
Smithtown,NY 11787,
631-360-3770

Consulting since 1976
1999 revenues

Consulting revenues $500,000
Continuous consulting 60%
Risk management audits 10%
Special consulting projects 30%

Stalf

Tow 6

Risk management professionals 5

Includes 2 principal consultants, 3 consultants
Clients
Total 30
us 100%
Sennces nsk management organizational studies,

20% loss prevention consulang, expert witness services

Specialties consulting toall ormostindustnes

Compensation by the project, on retainer

Officers Ken Buhler, president, Randy Buhler,
vp, S Relkin, administrative assistant

D. Byrd & Associates Inc.
7260 Rush River Dnve,
Sacramento, Calif 95831,
916-429-2999, fax 916-427-4743

1999 revenues

Consulting revenues $191,260
Special consulting proiects 100%

Stall

Total 1

Includes 1 consultant

Clients

Total 32
g 100%

Services consulting on design of risk manage-
ment information systems, loss prevention consult-
ing, onsite medical management

Specialties provides consulting to all or most In-
dustnes

Compensation bythe project, on retainer

Contact J Douglas Byrd, presidenUCEO, id-

60% byrdfins@aol com

Total 247 CBIZ Benefits & Insurance

I[e] 100%
Services most nsk management services
Specialties consulting to all or most industnes
Compensation by the project, on retainer, per

hour $200 for principal consultants, $180 for con-

sultants, $150 for analysts, $50 for clencal work
SRMC member

Services Inc.

9302 Lee Highway, Suite 200,
Fairfax, Va 22031,
703-654-6311, fax 703-654-6315

www cbiz com

Explanation of terms in the directory

The Directory of Risk Management Consul- managementconsulting at the company Pro-

tants lists companies that generate at least fessionals are broken down into pnncipal con-

$100,000 of their gross revenues from pure sultar'its, consultants, actuanes and analysts

nsk management consultng

The total number of nsk management consult-

Bus/ness /nsumnce defines pure nsk man- ing clients is listed next, induding a percent-

agement consulting as providing advice, on a age breakdown by U S vs non-U S dients

fee-for-service basis, on the identification and

Listed next Is information on services, with

analysis of an organization's loss exposures companies stating either "most nsk manage-

and on minimizingthe financialimpact of such ment services" or listing up to three specific

nsks This excludes activities such as confer- services Information on specialties follows,

ences, publishing, daims administralion, com- Mvi companies indicating up tothreeindustnes

puter time shanng, consulting for insurers, cap- in which they speciallze Compensation spec-

live management and employee benefits

dies whether the company is paid on a per-pro-

Listings begin with the company address, ject basis, on a retainer basis and/or by the

the name of the parent company, Ff applrable, hour If compensation is charged by the hour,

and the yearlhe company began nsk manage- the ranges of hourly charges are given for pnn-

ment consulting Information about 1999 rev- apal consultants, consultants, analysts and for

enues follows This section indudes gross rev- dencal work If a member of the Society of Risk

enues and revenues generated by nsk man- Management Consultants,s on staff, the lishng

agement consulting, including the break- mil indicate an SRMC member The names

down-in percentages-of business attnbuted and titles of the company's officers and the

to continuous nsk management consulting, Ask name of a contact person end each listing

management audits, special nsk management

The directory ts published as an ed,tonal

projects and actuanal/accounang services All service, there is no charge to included Infor-
companies listed have attested to generating mation reported is based on each company's
nsk management consulting revenues of at response to a B/questonna,re Alhough every

least $100,000 The staff sedon details the to- effort is made to publish complete and accu-

tai number of employees, as wellas the num- rate lisbngs, Bils unable to venfy allinformation

berof professional employees assigned to nsk provided
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Parent Century Business Senlices Inc

Consulting since 1986
1999 revenues

Continuous consulting 9C 70
Special consulting projects 1CA
Staff
Total 5,010
Risk management professiolils -8

Includes 18 principal consu tants, | actuaries 15

consultants, 12 analysts
Clients
lls 10['/0
Services alternative nsk -nancing consulting, in-
surance coverage and limits analys s, loss sel e-
ment assistance
Specialties technology, contruction real estate
Compensation by the proiect
Officers Richard White, ptinclpal/practice leacBr,
Robert Mulr Michael O'Mallei, vps/p mcipals
Contact Lisa Russ, 2600 Grand Blvd, Suite 610,
Kansas City, Mo 64108, Irus,@cbiz com

CGR
455 W St Antoine, Suite 3- 0,
Montreal, Quebec H:2 1 JI ;
514-392-1253, fax 514-392-0559

Consulting since 1987
1999 revenues

Continuous consulting EC3/0
Risk management audits 20%
Special consulting projects 2[%

Risk managemer tprofessionals
llcudes 1 prin:pal consultant, 1 consultant
Clients

Specialties construction

Compensation by the project, per hour $200 br
2 principal consultants, $150 for consultants, $100

for analysts, $50 for clerical work

Specialties consulting to all or mostinjustries

Compensation by the project

Officers G Bryan Thomas, presidell, Rodney
Golden, senior vp/(00, Steven Luebbe r, executive

Officers David L Grenter, president, William tr- vpkhtef marketing officer

Otal 12 gensen, Mark A Larsen, associates

us 10%

Non-U s 90%
Services mc t risk managemert services
Specialties Jonsulting to all or most Industnes

Contact David L Grenter, david grenter©c
risk com

Compensatial per hour $200 -or pnncipal con- Cannon Cochran Management

sul-ants, $15013- onsultants, $45 for clencalwork
Contact: Ard *e Giyette, andregoye-te@sympabco ca

C-Risk Inc.
1582 S Far<er Road, Suite 308,
Denver Coli 80231,
303-873-0800, fax 303-338-1169

Services Inc

2 E Main St,

Danville, 1l 61832,
217-446-1089, fax 217443-0927
wWaww cemst com

Consulting since 1978
1999 revenues

www c-ns com Total gross revenues $23,141,253
Consulting s mca 1999 Consulting revenues $2,545,5£1
- 999 revenues Continuous consulting 9. %
Continuous coisulting 70% Risk management audits e
Fisk manager-ent audits 10% ActuariaUaccounting services E%
Special consul irg projects 20% Staff
Staff Total 296
otal 3 Risk management professionals 13
Risk management professionals 3 Includes 13 principal consultants
Includes 3 p inzpil consultants Clients
C113ntS Total 235
otal 12 us 9E %
Ls 100% Non-U S %

Services 7101 risk managener t seivices

40* ; 4"Mt'01'lim*

OUR TPA ADVANTAGE *1

/ Realistic Reserving

Exceptiongl Stability

i. Direct Communicatio

¢ Accurac how easy it is to

claim (and most adiusters do}. Ik\
How dimcult it is to fulill. 1A . 4

At CJW, high accurac, and
precise teamwoll[ are a way 01 7
life. From in-depth analysis of Ihe 4~
policy m dete,mine Ae limits of
coverage. to daily reviewing of

upzrlarinudi: th.

reserving...CJWs seasoned
TPA Mana,ers will work'round

f
L O

J

the clock, if necessary. to make

sure all data, liles and reports

are as close to the mark

as is liumanly possible.

Established in 1981, CJW is

now 170 strong and a nationally

amliated adjusting firm. A CPA.

and only a CPA manages our

hordereau process. Man, 01 ogr
clients have been with us since

our lirst day. So have many 01

our most experienced personnel.
And our reporting formats are
always tailored to our clients’

needs and requests.

Butthen. isn't that iast
whatvou'd expect from

masters of the crait?

ASSOCIATES

The Arl of Adjusting ™

CORPORATE OFF]CE

1-800-779-4259

WWwWw.Ciw-assoc.com

_ZIZx

Services most risk management services

Contact Sue Brown

Capell Industrial Risk
Management Inc
955 Horsham Road, Suite 205,
P O Box 505,
Horsham, Pa 19044,
215-441-5561, fax 215441-5567

Consulting since 1978
1999 revenues

Total gross revenues i750,000

Consulting revenues $220,000
Continuous consulting 90%
Special consulting projects 10%

Staff

Total 3

Includes 1 principal consultant

Clients

Total a8
us 100%

Services altemabve nsk financing con: Jbng, Insur
ance coverageand limits anabsts, broker aidvendorser-
vices analysis

Specialties manufactunng,transportatcn etail

Compensation by the project, on retinir

Contact James W Capell, president BCO{22-7355

Cardinal Risk Management
Alternatives Inc.
10670 N Central Expressway,
Slide 460, Dallas, Texas 75231,
214-365-0055, fax 214-365-0077

Consulting since 1995
1999 revenues

Continuous consulting 85%
Risk management audits 5%
Special consulting projects 10%
Staff
Total 3
Risk management professionals 2
Includes 1 principal consultant, 1 consultant
Clients
Total 10
us 100%

Services most risk management services

Specialties consulting to all or most industries

Compensation by the project, on retainer, per
hour $188 for principal consultants $180 for con-
sultants

SRMC member

Officers Robert Duty, president, Susan Duty, VA

Casualty Actuarial
Consultants Inc
7101 Executive Center Dnve, Suite 225,
Brentwood, Tenn 37027,
615-371-5339, fax 615-371-5341

Consulting since 1989
1999 revenues

Actuanal/accounting services 106%
Staff

Total 6
Mf u 1 Risk management professionals 8

Includes 8 actuanes

j Clients

\ /7 Total 200
us 9506
Non-U s 5%

dKLL

41

Services alternative risk financing consult'og,
expert witness services, actuanal consulting

Specialties government public sector, associations

Compensation by the project, per hour $225 for
principal consultants, $175 for consultants, $100
for analysts

Officers J Edward Costner, president, Cecilia M
LePere, senior vp, Ellen Pierce, vp

Contact J Edward Costner, 615-371-5339 ext

100, ecostner@cacil com

Charyn Enterprises
1640 E 51 st St ,
Brooklyn, NY 11234-3822,
718-253-2142, fax 718-252-9829

Consulting since 1973
1999 revenues

Continuous consulting 90%
Risk management audits 5°6
Special consulting projects '5%
Staff
Total 1

Includes 1 principal consultant

Clients
Total =
us 100%

Services most risk management services i
Specialties health care providers, professional
services, associations «
Compensation per hour $135 forprincipalcon-
sultants
Contact Jerome | Charyn, president, tcharyn@
aol com .
Clifford-Ferch & Co
450 Grant St ,
Akron, Ohio 44311,
330-375-0923, fax 330-375-0924 ,
Consulting since 1995
1999 revenues t
Continuous consulting 34%

Risk management audits

Special consulting projects 33%
Staff
Total = 5
Risk management professionals 4
Includes 2 principal consultants, 1 consultant, lan-
alyst
Clients
Total L11

Services insurance coverage and limits analysts,
claims consulting, loss settlement assistance '

Specialties consuling to all or most industries

Compensation by the project on retainer, per
hour $155 for pnncipal consultants, $105 for 09R-
sultants, $85 for analysts

Officers Daniel Buser, president, Christine Kin-
cald, vp

Contact Daniel Buser, cferch@ee net

Commercial Risk
Consultants Inc
P O Box 606,
Hampton, Va 23669-0606,
757-723-0254, fax 757-723-7953
www commercialnsk corn

Consulting since 1979
1999 revenues

Continuous consulting 90%
Risk management audits 5%
Special consulting projects 5%
Staff
Total 3
Includes 1 pnnapal consultant, 1 consultant
Clients
Total 33
us 90%
Non-U s 10%

Semces most risk management services
Specialties consulting to all or most Indistnes
Compensation byrne project, on retainer per hour
SRMC member

Officers John W Newby, president
Continued on page 20



How much of your day do you spend managing ans
and the seemingly endle pefw gener ¢ ata
indicates that HR managers spend as much as half their time on such
matters. The fact is, today’s benefit and healthcare systems have left
employers overly burdened and enployees confused about both their
options and how to navigate today’s healthcare systems.

hat's where Healtheon/WebMD can help. We offer BenefitCentral®™

hanadi ployee benefits and related healthcare issues. These
olutions harness the power of the Tnternet and put it to work for you
They help streamline pio 5, reduce costs and create a seamless
connection that delivers communications, information and more,
BenefitCentral offers online benefits enrollment plus data

compare and enroll in any of their benefits

Ith, life or other). They can enter data, anytinie, anywhere —at

work or at home—so you don’t have to. This self-service module
brings all emy e benefits together i one simple application.

At the same time BenefitCentral eliminates the hassles of constant
photecopying, mailing, te f | clg data entry.
What's more, you ha aatall

i it and 1l
information to all your benefit carriers and administra

In addition to BenefitCentral, Healtheon/WebMD also de
superior approach to thanaging employee health by offering WehMD
Health, a highly advanced lnternet resotirce for health content and

elps
and injury

and ine{lécien%%f
Healtheon/WebMD, we think

| Healtheon | WebMD
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CONFIRM Inc
30 Watervilet Ave,
Albany, N Y 12206,
518-459-0296, fax 518-438-4042

www confirm-inc com

Consulting since 1989
1999 revenues

Continuous consulting 60%
Risk management audits 10%
Special consulting projects 20%
Actuanal/accounting selvices 10%
StaM
Totai 2
Risk management professionals 2

Includes 1 principal consultant, 1 consultant
Clients
Total 32

Services most risk management services

Consulting since 1985
1999 revenues

Continuous consulting 854%
Risk management audits 15%
Special consulting projects 131%
Staff
Total 8

Risk management professionals
Includes 2 pnncipal consultants, 3 onsutants
Clients

Includes 1 )nicipal consultant, 1 analyst
Clients

Total 4z
us 53%
Non U S 47%

Services most nsk management services
Spectaltes manufacturing financial services

5 transpolamin

Comjensation by the project, on retainer, pe-
hour $175 to $225 for principal consultants, $1011

Total 30 for anal,sts $60 for clencal work

us 100%
Services most risk managenen- services
Specialties consulting to all or ro,tindustries
Compensation by the proiect, c n re amer, per

hour $192 to $250 for principa con:ltalts, $88 to
$140 for consultants, $42 for ctrica ron
Olficers Michael A Cnstal, Michael R Wed
Contact Michael A Cristal

Specialties health care providers, public sector, Copper Roof Risk Management

associations

Compensation by the project, on retalner, per

hour $125 to $175 for pnncipal consultants, $85 to
$100 for consultants, $35 for clerical work
SRMC member

Contact James P Faughnan Jr, president

Consolidated Risk Management
1717E Ninth St, Suite 1125,
Cleveland, Ohio 44114-2804,
216-623-1777, fax 216-241-8267

CELEBENrE THE -AGE OF RENAISSANCE

1290 Hornby St , Suite 302
Vancouver, Bntish Columba VESZ 2G4,
604-669-0456, fax 6(*-682-5738
Consultingsince 1982
1999 revenues

Continuous consulting

Offic 3rs Erika D Wellen, president

CORE Risk Services
22145 Wasserstrasse, P O Box 206,
Oldeniurg, Ind 47036,
812-933-C656, fax 812-933-0354
w,Aw corenskservices com
Consulting since 1993
1999 revenues

Continuous ccnsulting

Risk nanigement audits 25%
Specia crnsu ting projects 25%
Staff
Total ..

Risk minagement professionals

80% Include. 2 :rini ipal consultants

Risk management audits 8% Serv ces mcst risk management services
Special consulting proiects 10% Specialties consulting to all or most industries
Actuallai/accounting services 2% Comiensation by the project, on retainer, per
Staff hour $135 fo mncipal consultants, $45 for clerl-
Total 3 cal wor=<
Risk management professionals 2

SRMC member

Officers Robert _ Bernens, Mary Ellen Wilson

Corneistone Risk Management
& Insurance Services L.L.C.
17011 Beach Blvd , Suite 560,
Huntngton Eeach Calif 92647,
714-843-66CO fax 714-843-6601

Consulting sincE 99E
1999 revenues

Continums consult ng 809,
Risk managemeni aidlts 20%
Staff
Total 7
Risk management prciessionals 3
Includes 2 pnncipd consitanfs, | analyst
Clients
Total 6
us 100%

Sentices alternetie risk financing consulting, in
surance coverage ard limits analysis, broker and
vendor se -vices ang¥sts

Specialies consulting to all or most industries

Compensation iy the Droject

Officers Charles F Holdren, Damel A Rieden

Contac|[ Charle, f Holdren, choldren@corner
stonensk :om

Corporate Risk Management Inc.
505 Fenton Place

Charotte, N S 28207,
704- 335-01 ES fax 704-377-2973

www crm1978 com

I'T BEGINS AT DAVIDCORECOM

WJNIII@EIES*BIB

1;1411 TFF-IFINEIEB
FITrTTiTBOIliffR{1TI

Register on-line and visit booth 2120 at
RIMS to win a license to use DAVID

Corporation's Renaissance, the next step

in risk management systems. In creating

Renaissance, DAVID's developers have

exploited the power of Microsoft's NT

Server, Windows and SQL to provide faster

processing, increased capabilities and a

flexible system that can grow with your

organization's changing needs It's no

wonder that so many organizarions, from

retailers and manufacturers to healthcare

- - facilities and m Jnicipalities, tum to DAVID

for total risk rranagement solutions,

backed by superior support and service.
Stop by our booth at RIMS 2000 to
preview Renaissance and '---*1

RENAISSANCE (either the General babll,W or the
Workers' Compensation svstem, as selected by the
winner) ts non transferable and non negottable, and
use of the product is subject to all terms and conditions
of DAVID's standard (5 user) software license agreement
This pnze Is limited solely to a license to use the standard
version of RENAISSANCE (5 user) and does not Include
any related sennces, such as installation, implementatmn,
customization, maintenanre or support training, or data
conversion Winner will be billed for all such services at
DAVID's then current billing rate Winner agrees to have
RENAISSANCE installed by RIMS 2001 and to Sdledule
installation directly with DAVID All sales taxes, where
applicable, are the responsib,119 of the winner
Competitors of DAVID and consultants,n the RMIS Z
mdustry are not eligible A'inner ellgibility ts su*QZ
vermcation by DAVID One entry per compa* 2
Drawing to be conducted by an outside se

Monday May 15, 2000

>s.

'=19[1J €

register to win a license , /
. NS = .,
to our risk management ,#

systems masterpiece.
Allpi'- At DAVID. we

1 give gu the tools you

to aceed no matter

what your size

e
- 7T CORPORATION
4 Platinum Equly Holdingz Compi-ny

130 Battely Streei 6th Floor, San Francisco, CA 94111
Telephone 800-55-DAVID

11 1 9111

t.

Consulting since 1978
1999 revenues

Continuous consulting 75%
Risk management audits 15%
Special consulting prolects 10%
Stam
Total 5
Risk management professionals 5

Includes 3 pnncipal consultants, 1 consultant, 1 analyst

Clients

Total 40

us 100%

Services most risk management services
Specialtles consulting to all or most industnes
Compensation by the project, on retainer, per

hour $150 for principal consultants, $125 for con

sultants, $90 for analysts, $55 for clerical work
Officers William B Heeney, president, Mark S

Moss, vp
Contact William B Heene

Corporate Risk Management Inc
350 E Ogden Ave,
Westmont, 111 60559,
630-920-0000, fax 630-920-0157
www erm-ine com

Consulting since 1979
1999 revenues

Continuous consulting 40%
Risk management audits 40%
Special consulting projects 20%
Staff
Total 8
Risk management professionals 6
Includes 3 principal consultants, 1 consultant, 2 an-
alysts
Clients
Total 65
us 95%
Non-U s 5%

Services insurance coverage and limits analysis,
broker and vendor services analysis, risk manage
ment organizational studies

Specialtles consulting to all or most Industnes

Compensation by the project, on reta,ner, per
hour $290 for principal consultants, $600 for con-
sultants, $125 for analysts

Officers Robert A Wilson, president, Robert W
Wilson, executive vp, Scott R Wilson, vp

Contact Robert A Wilson

Crain, Langner & Co.
3728 Wattley Dnve, P O Box 531,
Richfield, Ohio 44286,
330-659-3142, fax 330-659-6241

Consulting since 1939
1999 revenues

Consulting revenues $322,800
Continuous consulting 60%
Risk management audits 30%
Special consulting projects 10%

Staff

Total a

Risk management professionals 2

Includes 2 principal consultants

Clients

Total 100~
us 100%

Services' insurance coverage and limits analysis,
expert witness services, loss settlement assistance

Specialties consulting to all or most industries

Compensation by the project on retajner, per
hour $140 for principal consultants

SRMC member

Officers Thomas E Borror, president, Kenneth
R Butler, vp

Contact Kenneth R Butler

' Estimate

Creative Risk Concepts
International
6114 LaSalle Ave , Suite 355,
Oakland, Calif 94611,
510-531-9150, fax 510-531-2531

Consulting since 1985
1999 revenues

Risk management audits 25% 1
Special consulting projects 75%
Sta ti
Total 1
Includes 1 principal consultant
Clients
Total 3
us 100%

Services most risk management services

Specialties consulting to all or most industries

Compensation per hour $250 for principal con-
sultants

SRMC member

Contact Donn McVeigh managing director

Crisis Management
International Inc.
8 Piedmont Center, Suite 420,
Atlanta, Ga 30305,
404-841-3400, fax 404-841-3404
www cmiatl com

Consulting since 1988
1999 revenues

Continuous consulting 98%
Risk management audits 2%
Staff
Total 6
Risk management professionals 5

Includes 2 principal consultants, 3 consultants
Clients
Total 148
us 100%
Services claims consulting, loss prevention con-
sulting, expert witness services
Specialtles consulting to all or most industries
Compensation by the project, on retamer per
hour $250 to $325 for principal consultants
Officers Bruce T Blythe, CEO, Richard S Wnek,
president
Contact Richard S Wnek, rwnek@cmiall com

Continued on page 22
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Agent/Broker Topics

Insurer service centers free up agents

By LEE HITCHER

nsurer-run customer service
centers can take some work
off the hands of agents, free-
ing the producers to focus on
the business of selling insttr-
ance.

To attain maximum efficiency
and to concentrate on developing
accounts, "an agency needs to cen-
tralize the processing and customer
service" for personal lines and small
commercial business, said Carol

Hammes, president of Pine, Colo.-

based The Middleton Group. "The
more volume that ycu have in one
place, the more the people can spe-
dalize in what they dc best and the
more productive they will be," Ms.
Hammes said.

"Agencies that are looking for larg-
er income-producing business aren't
putting the staff, the expertise" to-
ward customer service for personal
and small commercial lines busi-
ness, said Emily Hding, president of
the agency consulting firm Selling
Strategies Inc., in Terrell, N.C. "So
they feel that the (insuance) com-

Our speed and flexibility often

surprise those who think of us mainly

as expert underwriters backed by

sound financial stability.

Fact is, bonding often requires creative

problem solving. A surety has to know

how to bend, be responsive

Tell us what you need. Watch us move.

CNA SURETY

parres are better positioned to do
that." Ms. Hulingsid.

"Many agents don't have the
money to invest in the technology
to interface with clients at the levels
that the insurance companies
war-t," she said.

Randy R. Farless, vp of property/
casualty marketing at Seattle-based
SAFECO Corp., emphasized the im-
portance of the insurers' customer
service centers to independent
agents.

"As it is becoming more and more
expensive for independent agents to

do business, this is an added value
that SAFECO can prc.vide agents and
their customers-ami not only just
the access point but it allows agents
to focus on providng other things
that they may not normally have
the time to do," Mr. Farless said.

He said that SAFECO's call centers
can handle the less-involved cus-
tomer concerns, sush as claim re-
ports and questions about billing.

"We can do this much more effi-
ciently than an agent can. The
agent, in tum, can Spend their time
and efforts on cr©ss-selling their

3/11+

www.cnasurety. com

CNA 5 a registered service mark and trade
-lame of CNA Financial Corporation.

clients," as well as other activities, he
said.

"The simple fact is that most
agents cannot provide 365-by-24-
by-seven service to their aistomers,
and this gives (customers) the op-
portunity to get to an actual per-
son-not a recording-to help theni
with a question,” Mr. Farless said.

SAFECO, which currently has
nine call centers around the United
States, plans to combine the region-
ally based operations into four na-
tional contact centers by the end of
2001

Ms. Huling noted that some ser-
vice centers provide such customer
services as pre-renewal question-
naires and follow-up phone calls.

One advantage of the centers, she
said, is that they have the clients’
policy information in the system
and can gain access to it quickly,
without the back-and-forth calls that
often take place between a customer
and an agent.

"The benefit to the policyholder is
that the policyholder is going to get
more attention,” Ms. Hammes said.

Another advantage to the service
centers, Ms. Hulling noted, is that
insurance companies often are bet-
ter equipped to provide the neces-
sary training for center employees.

And Ms. Hammes emphasized
that many insurers staff their centers
with college graduates who are artic-

ulate and can discuss insurance is-

sues in a way that customers can un-
derstand.

The quality of customer service
centers' staff is a concern for agen-
des, according to Joseph P. Flana-
gan, president of the Chicago-based
agency J.P, Flanagan Corp.

"We do a lot of screening to be
sure that the people handling our
accounts are people we are comfort-
able interacting with our clients,"”
said Mr. Flanagan, whose agency has
been using customer service centers
for about two years."We went out
and interviewed them, and they ac-
tually passed with Rying colors," he
said.

Carter Flatt, executive vp of opera-
tions and technology for The Hart-
ford Finandal Services Group Inc. in
Hartford, Conn., noted the benefits
of service centers for agents.

Agents retain ownership of the
business, and "they have less ex-
pense; therefore, thefre enhancing

their income from the business and

th«re getting our best product,”
Mr. Platt said.

He also emphasized that a cus-

tomer who calls the service center is

See Service on page 20D
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Service

Continued from page 208
not aware that the person answering
the call is employed by the insurer.

'When we respond to a cus-
tomets call, we respond as a repre-
sentative of the agent, not The Hart-
ford,” Mr. Flatt said.

Ms. Hammes said centers are cost-
effective for agencies because they
eliminate the need for in-house staff.

"If you can have well-trained pe-
ple that somebody else is paying br
taking care of your customers' every-
day needs," allowing agents to work
on expanding accounts, "then ifs
really very beneficial for the agency,"”

she said. Ms. Huling noted that, in
some cases, insurers charge a modest
commission for the service.

If an agency opts to use an insur-
er's customer service center, it is criti-
cal that agents keep in touch with
their customers at some level, Ms.
Huling noted. "It can be in the form
of newsletters or simply calling them
and asking 'How's it going with the

customer service center? she said.

Ms. Hammes also strongly advo-
cated continued communication be-
tween the agent and dient. "Esl»
dally if the independent agent is
using a service center, they need to

call the insured and let them know

they're providing that value-added
service," Ms. Hammes said. Eli

=t e

Web site pairs agents,
surplus lines insurers

By DOUGLAS McLEOD

hile the In-

ternet

holds the

threat of

cutting

agents out
of certain transactions, one
fledgling Web site is aiming to
bring agents, brokers and insur-
ers together.
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Historical Stamps of the United States.

Insurance by AXA Nordstern Art.

Organizers of the Internet
Wholesale Insurance Exchange,
or iwix.net, plan to launch the
site in mid-April as a virtual mar-
ketplace that will let small and
medium-sized agents place spe-
cialty property/casualty cover-
ages with surplus lines insurers.

Independent agents and bro-
kers that typically handle stan- 1
dard coverages may only occa-
sionally encounter a specialty

Damage to, or the loss of, even a single stamp can significantly impact a collection's value,

which explains why more and more collectors are turning to us. As the leading authority in the

protection, preservation and insurance of fine art and collectibles, AXA Nordstern Art

Insurance Corporation insures the world's finest collections. And as a member of the global AXA Group,

with $650 billion* in assets under management, we offer the clout of one of the world's largest E
financial servces companies. The AXA Group includes AXA Financial and its companies: AXA Advisors,

Equitable Life, Alliance Capital and DLJ. For information, please call 1-877-AXA-4-ART.

Nordstern

ART

The AXA Nordstem Art Insurance Corporation is solely responsible for its own obligations.

*As of 12/31/58

lines risk that requires access to
the surplus lines market, ex-
plained Max Carter, a former
Johnson & Higgins vp who is

chief executive officer of

iwix.net.

Such agents generally lack the
volume of specialty business or
the resources to maintain in-
house specialty lines depart-
ments, and the new Web site is
intended to act as a substitute,
offering the agents access to spe-
cialty lines expertise and speedy
quotes from surplus lines insur-

"It will connect agents, brokers
and carriers who typically would
not have the resources or oppor-
tunity to work together in pro-
viding specialty insurance,”" Mr.

Carter said.

It will also give insurers a
more-efficient channel for deal-
ing with their existing agency
forces, said Joel Campanella, vp
with Charlotte, N.C.-based Royal
& SunAlliance USA Inc., one of
iwix.net's insurer participants.

"This supports the agent and
broker and helps them with

their business,” said Mr. Cam-
panella, who is the insurer's
worldwide practice leader for
professional and financial risks.
"This is still a broker- and agent-
driven medium, and that's why
we like it."

Once up and running, iwix.net
will join a widening array of in-
surance-related Internet sites,
ranging from the CATEX catas-
trophe reinsurance exchange to
individual insurers' direct sales

sites.

It also follows the emergence
of proprietary online systems
that directly link the world's
largest insurance brokers to in-
surers around the globe.

The creation of such systems
by Marsh Inc. and others, Mr.
Carter said, was one impetus for
developing iwix.net. Small and
medium-sized brokers that have
lost specialty business to larger,
better-equipped competitors in
the past may be able to hang
onto that business with help
from a service such as iwix.net,
he said.

Under the system, iwix.net
will register retail and wholesale
agents and insurance company
and managing general agency
participants, Mr. Carter ex-
plained.

Once registered, agents will be

able to access the site and submit

See lwix.net on page 20F
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Iwix.net

names 10 save agents from Aite or directly with one dnother

Contnuted flom page 201) needing to re-ke> written sub-

specialty risks-tanging tr,)m di- mission material, the system will
rectors and officers habi ity to allow them to tax paper submis-
kidnap/,ansoin busities-for sions ditedly into the Gite, Mr
quotations by participating in- Carter aid Each agent will have
his or her own  gjling Labine.”
Insurers registering on the site on the ilte to keep transactions
will elt guidelines toi the types confidentia__
ot business they're will ng to The syste-n will e-mall the 17-
considet, allowing iwix let to surers a link to th., cite tor view-

sureis

'We know it Is going to

companies he or <he would like surer can continue with the plir, lines-hiensed inte-mediaries be completely independent,” he
quotes from, choc sing up to 10 transaction, eithei through the registered with the file said

Iwix net will be tree for agents 50 tar, iwix net has signed up
and brokers Insureis will pay d nine inSuiel particil,ants and
flat tee for each submiy,ion quot- about 30 wholesale biokers, ac-
ed and for each risk bound Mr Lording to Mr (.arter and

be successful We don't caiter and paiticipatit,g insulets Michael Teden, vp ot business

know how fast it will be

successful '

- Joel Campanella

would not diszlose the fees, but development in Chailotte

Mr Carter compaied them to the Iwix net aims to piovide
cost of ,a family ot four going to agents and brokers with instant
the movies " accey, to speualty line, insurets

Ihe site 15 not acceping hnan- they might not otherwise con-
ual backing from insurers 01 tact, while 4150 leducing costs by

point agents only to these un- ing the submisficn, and quotes Agents will need to hold sur- agents, nor 1% it elling advertis- chniinating multiple written un-
derwnters able to piovide quota- will be delivered to the agent, plus lines licenses to access sui- ing space, according to Mr delwilting stil}nlissioni Ihe site

tions

through the site, Fia e-mail

plus lines insuiers thi'ough C alter, who funded the start-up ilitends to plopide in,,uiers witth

Atter iwix net identifies the in- The agent may then send d le- iwix net An agent without 5uch through venture (apital in- a dilect channel-without .inv

surers willing to write d particu- quest to bind coverage thiough a license can have his 31 her sub- vestors

mal keting co*-to potentldlly

lar nsk, an agent can selxt the iwix net, and the agent and in- missions referred through sur- "We teel it'J very in portant to hundieds ot independent pro-

14

—a -

0' 800-824-1709 Or on the Web at w,

BIRMINGHAM - BOCA RATON

R f. *32,7

ducers

i he putpose has iedlly been
to mirror, d$ tar as possible, the
wo, Atiow process in the re.11
woild, but with sonic of the dd-
vdlitages ot the Internet,” Mi

Caller said

Insurers that have alreadv
loaned the site hope to see its po-
tenticil redhied

"It'$ a new channel of distribu-

2 lion that is 50 tai unexplored,”
wid Sean h Sweeney, executive
vp dild ditectoi of marketing toi
Philddelphid Insurance Co, a
siliplus line insuiet based in
13.ila Cynwyd, Pa "1 don't think
anybody knows what type of
new busineSS can be gener,lted,
and we want to be flexible and
open to the new oppoitunity "

Royal's Mi Campatiella, me,in-
while, views online ditribution
ds inevitable and sees iwix net as
a convenient ineans of dealing
with Royal's existing agents

"We think itt'% the wave of the
tutine We think it'$ going to
11.lppen,” he said, adding that
llc,y,11 has wt "redsonable" pro-
duction goals toi its paiticipa-
tion and doesn't expect
oveinight silicess

"We know it is going to be suc-
cey,ful We don't know how t,r,t
it will be juciesstul,” lie said

While some might argue that
Royal will be paying iwix net fees
toi business it would be getting
anvwdy, Mi Campanella noted
th.it the system 511(,uld cut costs
toi Royal and its agents

" 1 he bet 15 that the offset will
be greater"” than the costs, he
sdici

"At this point, it"\ only at)(,ilt
doing bit>mess with existing
agents and brokeis in a niore
cost-effective niedium,” Mi
C.unpanella faid

Assuming iwix net takes hold
in the United States, Mr Catter
says he has othei plans for the
system-bv tile first quartei of
next year, he said he hopes to ex-
pand into kujope, where cultuial
and lingilistic barticis ccitild
tii.ike a common Internet mar-
ketplace a w,eful tool

"1 or d 1)drilh conipany to sell
coverage 111 Portitg,11, they prettv
migh need to have a Mandi O1-
flic there," Mi Carter obseived
"[,flectively, we get diound that
toi them

" | he object iS the same-to

ueate d transparent marketplace
111,it'f easv to use," he said Ell
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“Our customers demand a personatized banking experience
every time they contact us. Siebel eBusiness Applications
provided a comprehensive solutior: that helps us exceed
our customers’ expectations.”

Ann Christensen, Executive Vice President, Customer & Sales Managemen: @ Fleet

“At Fleet Bank, providing our customers with a more intimate and personalized
banking experience is key to our competitive advantage. Working with Siebel Systems,
we quickly implemented a fully integrated customer management solution for sur
call center sales representatives. Now, we can sell products tailored to the customer's

needs and ensure the highest quality bank ng experience in eve ry interaction” =

SIEBEL

THE LEADER IN eBUSINESS APPLICATIONS
—a
For more information, visit us at www.siebel.com or call 1-800-273-9913 ext-102067

©2000 Siebel Systems, Inc. All rights reserved. Siebel is a registered trademark of Siebel Systems,
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Insurer marketing online through agents |

By MICHAEL BRADFORD

gents for Harleysville
Insurance Cos. are
sharing in the
wealth of the insur-

er's Internet sales.
The Harleysville,
Pa.-based insurer, which writes per-
sonal and commerdal lines, has
gone online in an effort to market
its products and boost its writings
through its independent agent net-

work.

Its approach is somewhat differ-
ent from most other insurers' at-
tempts to use the Internet to in-
crease sales, according to two
Harleysville executives.

"Like anyone else, we were seeing
all the companies use the Internet
to market insurance; one rhing that
became apparent is that most of
them were marketing direct,"” said
Jeff Duplak, assistant secretary of
business development and market-
ing at Harleysville.

Rather than follow the direct mar-

keting approach, Harleysville decid-
ed to take advantage of the "power
of the Internet and useit to the ad-
vantage of our independent
agents," he explained.

To that end, the insurer created a
pilot program that sends sales leads
to its producers' desktops.

The program, developed in-house
over a year and a half, aims to give
prospective buyers a simple way to
obtain quotes and bind coverage. It
was unveiled in January after a pre-
view by a group of Harleysville
agents.

The process starts when prospec-
tive customers click on the "Get
Quote" button at the top of any
page on Harleysville's Web site,
www.harleysvillegroup.com, or on a
graphic image link on the site's
home page. In the quote-request
section, the user provides some
basic information, induding nanne,
address, phone number and other
details.

The next page asks a prospective
buyer to check off the types of cow
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accounts

covered
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You want to
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the New York metro
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competitive and
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tail, movie theatre, restau-
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200 Madison Ave., New York, NY 10016 212-683-9700 Fax 212-685-0826

erage he or she wants to purchase.
The potential buyer can add other
information that is not mandatory,
induding such details as the date of

expitation on a current policy and
the name of the current insurer.

The data is then transmitted to an
agent in the prospective buyer's
area, and a page pops up providing
the user with information on that
agent. The agent then can contact
the pospective buyer by phone or
e-mail to obtain additional informa-
tion needed to provide a quote.

If the buyer specifies a Harleysville
agent not induded in the current
phase of the program, the lead is e-
mailed to the insurer's customer ser-
vice department to be forwarded to
that agent.

The program currently is available
in 24 states, and plans call for its ex-
pansion elsewhere, said Philip Ja-
cobscn, manager of market research
and planning at Harleysville. No
timetable has been developed for
the expansion, he said.

Mr. Jacobson noted that, because

the pilot program has been in place
fc,r onl> a couple of months, reliable
figures on how well the system.s
performing are not yet available.

The insurer expects that the Inter-
net senice, in addition to providing
leads cn personal lines coverages,
will generate new small tc medium-
sized commercial property/casualty
accounts, which are its specialty.
Smaller accounts don't always need
as much hands-on treatment from
agents as larger accounts require,
Mr. Duplak explained.

He said the development of the

program isn't just about increasing
the insurer's bottom line.

The sales-lead program has three
goals, he explained. Those goals are
4 to give agents additional leads; to
increase the premium income of the
agents and ourselves; and, more im-

portantly, to enhance the franchise

value for the -with

agents
Harleysville."

Mr. Duplak said that c,ffering tne
program is a way for -he insurer to
"reconf_rm that it is, indeed, behind

the independent agency s>stem
100*."
The

also dlows

program
Harleysville to develop a database
for future prospecting efforts.

While the ownership of the busi-
ness generated through the site re-
mains with the agent that binds it,
"we like to understand who is re-
sponding to our Web site and lead
program,” Mr. Jacobson noted.

And Harleysville will use informa-
tion gathered by the program for
"future marketing to support our
agents," he said. ial

Integrated benefits aims misunderstood

SAN FRANCSCG-In a survey
conducted by the Integrated Bene-
fits Institute, more than half of the
700 agent and broker respondents
said that they believe their clients
have a strong interest in integrated
benefits programs.

The survey revealed, however,
that producers are not completely
clear about their dients' objectives
in integrating workers compensa-
tion, disability and group health
benefit programs.

The study found that producers
ranked "simplified benefits admin-
istrarion” and "integrated data" as

TIEARW®O® RK ATE F--0

the key reasons why employers
favor integrated benefits, cited b¥
61% and 33% of the producers, le-
specuvely.

On the other hand, ir. a 1999 IBI
study of 800 employers that paral-
leis the 2000 producer survey, €m-
ployes underscored the impor-
tance of "productivity/return fo
work" and "employee health and
safety" as the key reas(Ins for inte-
gratirg benefits, cited ty 46% and
41%,iespectively.

Employers and producers agree
on the importance of cost savings-

"It' 5 dear from these results that

'there is a disconnect between pro-

ducers and employers," Thomas

r Parr>L president of the San Frandsco-

based IBI, said in a statement "Em-
ployzrs are making a dear distinc-
tic,n between cost savings and price
by looking at benefits costs broadly,
factoring in their goals of prc,ductivi-
ty early return to work and employ-
e health. Producers, on the other
hand, focus on point-of-sale mes-
sages, such as simplified administra-
Eon, integrated data and price. Until
they dose this gap, they cannot
speak the strategic language of their
management customers."

-71-L5
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Online exchange

NASHUA, N.H.-AMS Services
Inc. recently formed an online com-
pany, TowerStreet, in an effort to
create an integrated, Internet-based
insurance exchange for agendes and
iNnsurers.

TowerStreet, which initially will
focus on the insurance sales process,
willlaterbe expanded to support the
entire insurance transaction.

TowerStreet recently unveiled a
prototype of its personal lines point-
of-sale service product, which inte-
grates comparative quoting, rating,

undenvriting report delivery, refer-

ence information

proposals,
ACORD forms and electronic sub-
mission. The product is currently in
beta testing, with plans for a nation-
al rollout later this year. A commer-
dal lines point-of-sale system will be
released this summer.

Because online transactions will
involve multiple trading partners,
TowerStreet is using ACORD stan-
dards for extensible markup lan-
guage, or XML. These standards
allow agencies to connect to insurer
systems without having to deal with
multiple user interfaces and data
repositories.

In a statement, John Ashenhurst,
executive vp of AMS Holding Group
of Nashua, N.H., and business devel-
oper of TowerStreet, said: "Tower-
Street will finally allow agendes and
companies to have the complete in-
tegrated systems they have always
wanted, without having to spend
their tme and money running what
has become an increasingly com-
plex and expensive office data cen-
ter. Access to TowerStreet requires

only a computer running a browser
and connection to the Internet. New
users can be online and at work in

minutes.”

Redman joins SIAA

KEENE, N.H.-Phoenix-based in-
surer The Redman Group recently
became the 400th member of SIAA,
a national insurance agency alliance
based in Keene, N.H.

As an independent satellite mem-
ber of SIAA, Redman will be affiliat-
ed with the INEX Agency Alliance,
an SIAA master agency based in Al-
buquerque, N.M.

In a statement, SIAA Chairman
Jim Masiello said: "As our 400th
member, The Redman Group is an
example of how independent agen-
des can thrive in this competitive
environment, by forging an alliance
that provides access to companies,
programs, profit sharing and en-
hanced compensation opportunities
usually reserved for larger agendes."

KayetopsVWWebpoll

NEW YORK-Kaye Group Inc.
earlier this year announced that the
Web site operated by its largest retail
insurance subsidiary, New York-
based Kaye Insurance Assodates
Inc., received the highest overall rat-
ing of online insurance sites in a cus-

tomer survey.

The poll, conducted by deja.com,
ranked Kaye's site No. 1 among 28
insurance sites in four maior cate-
gories: products, customer service,
ease of use and cost savings.

Kaye's interactive site, www.Ildn-
surancecenter.com, is designed to
help business users learn about im-
portant risk exposures, including
property, general and professional li-
ability, directors and officers liability,
auto liability and workers compen-
sation. Users also can select the types
and amounts of insurance coverage
that they need and apply for cover-
age online.

The site targets the needs of Inter-
net and new media firms, as well as a

wide variety of other small and
medium-sized businesses.

SGPacquires two

DALLAS-Dallas-based broker

Summit Global Partners recently
made acquisitions in Texas and llli-
nois.

American Insurance Agency, an
Arlington, Texas-based property/ca-
sualty agency, will become part of
Summit Global Partners of Texas. Its
president, Kim Brimer, will take on
the title of vp and senior producer.

Meanwhjle, Vista Insurance Part-
ners, a wholesale brokerage division
of SGP, recently acquired AJ. Renner

I e egn ouspess ndosionspeed o

iness with leading insurance agents and contractors

on the East Coast. Our dien6 come to us for our surety expertise,

so we depend on the support of companies like Amwest.

"For years, Amwest has been a reliable market for us. And

because they have had the foresight to strengthen their capacity

base and technical capabilities over the years, they are continu-

ing to service the expanding surety needs of some of our most

active and successful accounts.

Affiliate, National Association of Surety Bond Producers

Member, Surety Association of America

www. amwest.com
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& Associates Inc. of Chicago.

AJ. Renner is a wholesale specialty
broker with a strong emphasis in
health care and the life sdence in-
dustq.

Terms of the transactions were not

disdosed.

Networksmerge

OLEAN N.Y.-The

Iroquois
Group, the oldest network of inde-
pendent insurance agents, recently
expanded in New England through
a merger with New England General
Insurance Agency.

New England Generalis a network

of 22 independent agencies in Mas-

vy

sachusetts. It will continue to pro-
vide centralized underwriting au-
thority to area agents out of its
Woburn, Mass., headquarters.

'New England General agents al-
ready have a strong customer base,"
Twig Branch, president of the Iro-
quois Group, said in a statement.
"Now, through the Iroquois net-
work, they will have vastly im-
proved access to a broad array of
quality insurance companies, plus
better trainjng, technology and ad-
ministrative support,” he said.

The Iroquois network, which is
based in Olean, N.Y., is made up of
nearly 1,000 rural and suburban
agencies in 22 states, representing $2
billion in premium volume. EII

"Today, Amwest is writing multimillion dollar single

jobs and work programs for many of our clients. More

importantly, to both our agency and our customers, we know

from experience that Amwest has a commitment to providing

the expertise, sense of urgency and flexibility to get the job done.

"So, whether we need a single bond for one of our

smaller accounts or an active bond line for a larger account,

we know we can call on Amwest. It gives us the best of both

worlds. That's why we do business with them."

AAMVvest

Amwest Surety Insurance Company
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Industry axioms outmoded in hew century: Analyst

By RODD ZOLKOS

number of long-
held truths about
the property/casu-
alty insurance in-
dustry will be
found false as the
new century progresses, accord-
ing to one industry analyst.
Speaking to Standard & Poor's
Corp.'s Insurance and Banking
Seminar last month in San Anto-
nio, Sean F. Mooney, a senior vp
at Guy Carpenter & Co. Inc. in

New York, outlined seven 20th
century property/casualty ax-
ioms that won't hold true in the
2Ist century.

The first is that branding isn't
important, Mr. Mooney said.

That might have been true in
the 20th century, when a rela-
tionship with an agent provided
all the security many consumers
needed in making an insurance
decision. But the strength of the
insurer's brand will take on new
significance as more and more
insurance purchases are made

online in the 2Ist century.

The second truth Mr. Mooney
expects to fall is the notion that
one-stop combinations of bank-
ing and insurance into "finan-
cial supermarkets" won't work.

“"When we look to the 2ZIst
century, | think we're looking at
a different reality,"” he said. "In
fact, the financial supermarket
may be the major place to buy
property/casualty insurance."

The third 20th century truth
Mr. Mooney sees going by the

boards is that there will be few

strategic alliances in the indus-
try. In fact, he predicts, more
such alliances will be forged,
driven particularly by the emer-
gence of new management con-
cepts.

The belief that banking and in-
surance are fundamentally dif-
ferent businesses also will be
overturned in the coming years,
the Guy Carpenter economist
predicts.

"When you think about the
various businesses that banks

and insurance are in, there are a

HABIT S

Don't let them kKill your next sale.

Okay. You've already got all the markets you need. They know you. You know them. They're
doing the job. But is "doing business as usual" doing4n some new business and renewal opportunities?

It could be. Especially if your prospects include construction, motel or real estate clients. The fact

is, if you're still using your "usual" carriers for their umbrellas, your new business proposal isn't every-

thing it could be. That's because our Umbrella Purchasing Groups give agents buying power youjust

can't get from your everyday markets. Buying power that translates to double or triple the prospect's
coverage for less than they're spending now - all with the security of markets rated A- or better. So
don't let old habits be the death of your next sale. Call Carla Vel today.

D

THE DISTINGUISHED PROGRAMS GROUP

6 E. 43rd St., New York, NY 10017 - 888-355-4626 - email: cvel@distinguished.com

lot of similarities," Mr. Mooney
said. As the two industries grow
closer, each is likely to employ
some of the business techniques
of the other, he suggested.

Yet another notion that will be
dashed is that being "the low-
cost price taker is the key to suc-
cess." In fact, Mr. Mooney sug-
gested, "perhaps one of the
winning strategies will be to start
to think of a premium-price
strategy.”

As an example, he cited Chubb
Corp.'s experience with its
homeowners coverage, whose
customers are willing to pay a
higher price in exchange for bet-
ter service.

The sixth truth soon to disap-
pear in the property/casualty in-
dustry is that there is no "first
mover" advantage, Mr. Mooney

said.

With more and more technol-
ogy being employed in the busi-
ness world, insurers will definite-
ly find it advantageous to be the
first to move in a particular di-
rection, he said, particularly in

terms of new methods of distri-
bution and new services.

Finally, the notion that prop-
erty/casualty insurance is about
physical risks will not hold true
in the 2Ist century. "Informa-
tion infrastructure has become
the central nervous system of
the economy,"” Mr. Mooney said.

As a result, property/casualty
insurers will develop more and
more products to deal with in-
formation-related exposures, he

said. mm
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hen you want to reaca corporate irfluentials who matter most in

W pu-chasing commercizl insurance, risk managemant, employee
benefits and related products and services, vou'll want to reach
for the most comprehensive reference tool frem the publishers of
Business Insurance.

n the Directory of U.S.-Basad Corperate Buyers you'll find nearly
I 15,000 executives from more than 2,600 companies. Listings
include company address, telephone and fax numbers, web
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international employes benefits and/or risk management,
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orders of b or more copies.
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FASB changes should incite

By Joseph D. Teplitz
and Holly D. Overcamp

2K HAS COME
AND GONE. The
elevators worked,
the lights stayed on,
and the bills went

out on time. The

insurance industry now can
move on to new issues--and just
in time.

Proposed Federal Accounting
Standards Board changes in
accounting rules, if approved,
will very likely kick off a new
wave of mergers and acquisitions,
as the industry accelerates its
response to regulatory reform in
an attempt to beat the FASB's
proposed Jan. 1, 2001, trigger
date.

Consequently, there are several
questions that any insurance
business should be asking itself
right now: Do we understand the
issues? What are we doing about
them? What should we be doing
now to prepare?

As a result of the Gramm-
Leach-Bliley Act, signed into law
in November, it is essentially
open season for banks, brokers
and insurers to offer any and all
financial services. Nevertheless,
we have yet to see a new round
of combinations.

One reason for the delay is that
the planned demutualization of
several key insurance industry
players has shifted those
companies' focus temporarily
away from merger and
acquisition strategies.

Other insurers in 1999 took the
opportunity to concentrate on
streamlining operations by
selling off weak or ill-fitting

A/BT Perspect#ive

books of business.

Yet another reason is that a
significant amount of insurance
industry capital continues to flow
toward information technology.

It's also quite possible that
high-level, low-key M&A
discussions already have started,
and it's only a matter of time
until they come to fruition.

Apart from those
developments, the looming FASB
changes will end the period of
quiet. The financial services
realm will see a significant-and
rapid-increase in M&A activity
as banks, asset managers and
insurers get back in the race to
provide one-stop financial
shopping. Mergers between

insurers will continue to focus

primarily on cross-product and
distribution channel
opportunities.

The proposed FASB changes
center on eliminating pooling-of-
interest accounting for mergers
and acquisitions. This is not a
garden variety, arcane change in
the rules of reporting; it could
dramatically change the
economics of large combinations.

In the past, using the pooling-
of-interests approach meant that
companies in a "merger of
equals" would not take a hit to
their profit and loss statements.
They simply began reporting as
one larger company.

The requirements for what
constitutes a merger of equals
have been loosely defined in the
United States. As a result, some

obviously uneven combinations

Need a purchasing

group formed??

Fast & accurate setu p

on a fixed quote basis

Don't staff for occasional needs...

OUTSOURCE IT!

* Preparation & submission of your

purchasing group forms

« No obligation, same day Qwik quote

* No project too large or small

ComeIiance
& Fil

ing Solutions

Call 800-778-8100

have been classified as "mergers
of equals," simply so the
companies could take advantage
of pooling-of-interest accounting.

When you switch from the
pooling method to purchase
accounting-the approach
currently used by most major
countries«leals become more
expensive. Under the purchase
approach, goodwill-the
premium paid by the acquiring
company, generally for the value
of intangibles-must be
accounted for as an expense over
a period of time.

The FASB also is considering
changing the acceptable period
in which goodwill can be
accounted for as an expense to
the profit and loss statements
from the current 40-year
maximum to a maximum of 20
years.

Just to make things even more
interesting, other changes under
consideration would favor cash
deals-in which the purchase
price is apparent-over stock
deals, in which the purchase
value may be more difficult to

estimate.

The final outcome is uncertain.
But the FASB is clearly committed
to bringing U.S. accounting rules
into line with those in most
other major countries, where
purchase accounting is the norm.
So the betting is that U.S. firms
willlikely be held to the same
standards as their global
counterparts.

If the rule changes do go into
effect, it is very probable that we
will see a new rush of
consolidations, as companies
press to complete their deals prior
to the effective dates for the
accounting changes, thereby
saving hundreds of millions of

dollars in direct profit and loss
hits.

This could have even more
powerful implications for
insurance than for banking,
which is still taking a breather
from M&A activity.

Some of the larger insurance

Agent/Broker Topics
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more M&A activity

mergers will likely cross borders,
given that regulatory change is
encouraging a global market.

VWWhat to do?

Although the new rules are still
being debated, a company that
sees consolidation in its future
should begin preparing for it
now. The future has a way of
arriving much faster than it used
to.

We have seen, time and again,
that mergers and acquisitions
that are rushed tend to stumble
early on. Rushing places the focus
on the deal alone, giving short
shrift to the complex task of
blending systems, processes and
culture.

Once these integration efforts
stumble, it can take years to
regain footing and mend
customer and employee
relationships. Preparation is
everything.

There are certain steps
insurance companies can take
right now that will make
integration proceed much more
smoothly-even when the deal is
accelerated.

First, of course, is having a
focused M&A strategy in place.
Lay out your objectives and
strategies now, even if there is
nothing immediate on the radar
screen. Consider implementing a
"merger state" organizational
structure, culture and
governance.

Assess your company's
strengths and weaknesses, and
get your house in order.

Companies tend to bring
unnecessary baggage into a
combination, including
businesses that don't quite fit,
legacy IT systems, employee
levels that are out of line with the
industry and expense ratios that
are too high. It's difficult to fix
businesses in the midst of trying
to combine them.

Get your team in place now.
You can't afford not to assign one
of your most valuable senior
managers to run the
combination. Next, you need to
determine who is going to take
on that individual's previous
responsibilities. It's important to
"build the bench,"” so the
business doesn't suffer while top
talent focuses on making the
combination work.

Firms with successful merger
track records typically had
program management offices
that ensured the use of consistent
integration tools, a common
language and a.defined priority
of merger tasks.

In addition to putting in place
the right structure and tools, a
program management office is a
visible sign that senior
management is committed to the
success of the merger and has a
workable plan.

In order for a firm to go
successfully through a merger, it
must clearly outline the program

management omce's
responsibilities. It knows who
will staff the office. It figures out
who will do what-and why.
When it comes time to begin the
merger integration process, the
program management office is
ready to move based on plans,
already in place, that office staff
can adapt to fit the situation.

As part of this preparation, it is
critical to develop the ability to
quickly spot and deal with risks
in a fast-moving, highly charged
environment.

Be sure there are opportunities
for people to bring to light risks
in an apolitical atmosphere. One
proven approach is to develop a
risk management system that
focuses on key organizational
and operational risks and
provides guidelines for dealing
with the inevitable problems that
arise.

To keep things moving in the
right direction and on schedule,
build in a system of ongoing
measures to review progress and
evaluate performance.

Another important step that
often is overlooked is thinking
through the impact of a
combination to customers’
loyalty and the retention of key
employees. While some short-
term disruption is often the price
of any move toward long-term
gain, attention to these issues
now can keep disarray to a
minimum.

Be prepared to make personnel
decisions as quickly as is
practical, and don't try to
appoint two people to run a
single function-it almost never
works.

One of the most critical aspects
of any combination is simply
good communications-going in,
in the heat of the action, and
coming out.

It's a good idea to make
communications strategies part
of the M&A plan from the outset.
Keep in mind, too, that
communication inside the
companies can be every bit as
important-in some ways more

so--than that outside.

It is important to create an
environment where both leaders

and employees can question
what the combination means to
their areas--and get answers to
those questions.

Will the inevitable
consolidation and convergence
of the financial services industry
be an orderly procession or a mad
dash? Right now, it's a tough call.
But one thing is certain-all
companies should be prepared to
move quickly and efficiently
when the M&A race begins. 1

Joseph D. Teplitz and Holly D.
Overcamp are New York-based
business consu/tants at Arthur An-
dersen L.L.P. who focus on mergers
and integration for the tinancial
services industry.
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Croydon Risk Consultants
198 N Arrowhead Ae,
San Bemardino, Calif 92408,
909-884-8295, fax 909-384-0321
Consulting since 2000
1999 revenues
20%
80%

Risk management audits

Special consulting projects
Stall

Total 1

Includes 1 principal consultant
Clients*

analysts

Clients

Total 90
us 95%
Non-U S 5%

Services claims consulting, expert Nitness ser-
vices, loss settlement assistance

Specialties consulting to all or most industnes

Compensation per hour $150 to $210 forprin-
clpal consultants, $110 to $130 for consultants, $75
to $100 for analysts

Ollicers John D Dempsey, managing partner,
William L Myers, Michael S Skweres, partners

EQE International Inc.

1111 Broadway, 10th Flcor,

Oakland, Calif 94607

510-817-3100, fax 510-663-1050

www ege com

Parent ABS Group of Cos
Consulting since 1981
1999 revenues
Total gross revenues $66,000,000
Consulting revenues $53,500,000
Continuous consulting 10%

Risk management audits 30%
60%

Clients
Total 95

Fowler Risk Management
Consulting
8401 Mayland Dnve,
Richmond, Va 23294,
804-270-9524, fax 804-270-9527

Sennces Insurance coverage and limits anal,sts,
claims consulting, loss prevention consulting
Specialties manufactunng, health care providers,

government
Consulting since 1988

Compensation by the project, on retainer, per
1999 revenues

hour $150 for principal consultants, $ 00 for :on-

Contact John D Dempsey Special consulting projects

Sta ti
Total 8 . Total 550
us 90% Devine & Tweedale Inc. Risk management professionals 300
Non-U s 10% 7633 Ganser Way, Suite 200, Includes 50 principal consultants 250 consultants
Services alternative risk financing consulting, Madison, Wis 53719-1093, Clients
broker and vendor services analysts, risk manage- 608-833-9595, fax 608-833-8088 Total 800
ment organizational studies Consulting since 1981 us 75%
Non-U S 25%

Specialties financial services, government, 1999 revenues

global companies

Continuous consulting 55% Services most nsk managementservices

sultants, $75 for analysts, $25 for clencal work Continuous consulting 50%
Ollicels Edna Vazquez-Bonnet, president Chandns- Risk _managem(_ent aud-its 0%
sa Bonnet vp, Luis Alexandre Bonnel treasurer s(Sa;f)leclal consuilting projects 40%
Total
Includes 1 pnncipal consultant
Clients
Total 15
us 100%

FARA Risk Control Services
204 Winchester Dnve,
Lafayette, La 70506,
337-988-4008, fax 337-988-4121

www fara com

Sennces most risk management services
Specialties consulting to all or most industnes
Compensation by the project, on retainer, per
hour $165 for principal consultants, $100 for con-
sultants, $80 for analysts, $40 for clencal work
Officers Bruce L Fowler, president

Compensation by the pro ect, per hour $200 to Risk management audits 30% Specialties consulting to all or most Industries Parent F A Richard & Associates Inc
$250 for principal consultants Special consulting proiects 15% Compensation by the protect, per hour $270 fer Consulting since. 1979 Leonard R. Friedman Risk
Contact Paul W Pinckney Slatf pnnclpal consultants, $200 for consultants 1999 revenues :
* i X . . . -
Projected for 2000 Total 5 Officers Douglas Frazier, CEO, Peter Yanei, Consulting revenues $1,200,000 Management Inc. - LRF/RM Inc.
Risk management professionals 3 president, James Johnson, COO Continuous consulting 45% 170 Great Neck Road,
Robert M. Currey Includes 2 pnncipal consultants, 1 consultant Risk management audits 40% Great Neck,NY 11021,
2 Associates Inc. Clients Effective Risk Management Special consulting projects 15% 516-466-0750, fax 516-466-0997
75 Park Plaza, T;Tal o7 19200 Von Karman Ave , Suite 500, Stati Consulting since 1974
1009
Boston, Mass 02116, N 00% Irvine, Calif 92612-1540, Total 15 1999 revenues
. . . ! : "
617-695-0900, fax 617-695-0210 SEW|lCE§ most nsk management SeTVICGS. . 949-251-1500, fax 949-251-1715 Risk management professionals 15 Consulting revenues $1,000,000
c X . Specialties construcion, government, associations K . Includes 12 principal consultants, 3 consultants Continuous consulting 85%
ompensation eproject, per hour or Clients Risk management audits 10%
1999onsultlng since 1981 c P ti bytheproject, per h $125 f Consulting since 1993 9
reven L
evenues ) principal consultants, $75 for consultants, $45 for 1999 revenues Total 35 Special consulting projects 5%
Continuous consulting 92% clencal work Continuous consulting 60% Ilq 100% Stall
:isk |.'n|anagen;1:‘ent aud-ilst 2Z° Contact Dennis Tweedale, dtweed@dtrskmgtcom Risk managem?nl auc{its igzﬂ Sennces loss prevention consulting Total 12
S(a‘;ema consulting projects ° StSpeclaI consulting projects ° Specialties manufacturing, construction, public Risk management professionals 8
Total 15 Kevin F Donoghue TC::I . sector Includes 3 principal consultants, 1 consultant, 4 an-
N Compensation by the project, per hour $85 for alysts
Risk management professionals 5 Insurance Advisors Inc. Includes 1 principal consultant - P Y prol P 5 C{ ¢
Includes § pnncipal consultants 200 Lincoln St Servi t risk ¢ . principal consultants, $75 for consultants ients
C pnneip ervices most risk management services Officers M Todd Richard, president/CEO, Reed Total 60
clients Boston, Mass 02111, Speclaltles consulting to all or most industries A Bell, executive vp, Dan Clark, senior vp Services most nsk management services
Total 77 617-482-7015, fax 617-556-4030 ' : ' 9

Services most risk management services
Specialties consulting to all or most Industnes

Compensation by the projecton retainer, per hour
SRMC member

Officers Pauline Thomas

www kfda com

Consulting since 1970

OHlcers Robert M Curre/,president. Kathleen 1999 revenues

M Nickerson, vp
Contact Kathleen M Nickerson, knickerson@

robertmcurrey com

Dann Insurance
1500 S Lai<eside Dnve,
Bannockbum, 111 60015,
847444-1060, fax 847-444-1065
www danninsurance com

Consulting since 1994
1999 revenues

Continuous consulting 100%
Stall
Total 86

Risk management professionals
Includes 3 consultants
Clients
Total
us 100%
Services insurance coverage and limits analysis,
loss prevention consulting
Specialties consulting to all or most Industnes
Compensation on retainer
Officers Russell Dann, chairman, Scott Dann,
president, Julie Dann, executive vp
Contact Scott Dann

Deloitte & Touche L.L.P.
185 Asylum St,
Hartford, Conn 06103,
860-543-7337, fax 203-705-5104

3 manuel Psilakls, Joseph F Boyle, senior vps

30 Dothage Risk Management

Consulting revenues
Continuous consulting

$1 950 OOO Elam Consulting Inc.
15 Northtown Dnve, Box 2,

Risk t audit 12%
'S rnanagem(_en au _I s i Jackson, Miss 39211,
Special consulting projects 18%
Stafl 601-952-0403, fax 601-977-0807
Total 12 Consulting since 1988

Risk management professionals 1999 revenues

Includes 7 pnnclpal consultants, 2 consultants Total gross revenues

Contact David Sturgis, president-FARA Risk
Control, david sturgis@tara com

R.M. Fields International
Public Ledger Building,
620 Chestnut St, Suite 1056,
Philadelphia, Pa 19106,
215-625-9639, fax 215-625-9679

www rmfields com

Consulting since 1987

$220,000 1999 revenues
$200,000 Total gross revenues

$1,000,000

Clients Consulting revenues
Total 140 Continuous consulting 85% Consulting revenues $750,000
us 96% Risk management audits 10% Continuous consulting 100%
Non-U S 4% Special consulting projects 5% Staff
) . ) StaH Total
Services most risk management ser/ices . i
Total 3 Risk management professionals 10

Specialties consulting to all or most industries
Compensation per hour $200 to $250 for pnn- Risk management professionals
cipal consultants, $135 to $175 for consultants, $90 Includes 1 principal consultant, 2 consultants
to $115 for analysts, Clients
SRMC member
Officers Kewn F Donoghue, president, Em. U S
Services most nsk managemeit services
Specialties consulting to all or most industries

Total 130
100%

Contact Emmanuel Psilakis

3 Includes 2 principal consultants, 6 consultan-s, 2

Compensation by the prolect, on retatner, per litigation management consulting

hour $150 for principal consultants, $120 for con-

sultants, $50 for clerical work
Consultants Inc.

7811 Grantwood Oaks Court,
St Louis, Mo 63123,
314-842-5898, fax 314-842-7725

Consulting since 1993
1999 revenues

Elam Luter, vp
Contact Jonathan Eric Elam

Ernst & Young L.L.P.
787 Seventh Ave, 12th Floor,
New York, NY 10019,

Continuous consulting 90%

Risk management audits 5%

Special consulting projects 5% 212-773-5600, fax 212-773-3467
Stall www ey corn/nskmanagement
Total 2

Consulting since 1922

Includes 1 principal consultant 1999 revenues

Officers Jonathan Eric Elam, president, Eileen sultants, $150 for consultants, $75 to $125 for ana-

Specialties consulting to all or most industries

Compensation by the project, on retalner, per
hour $200 for principal consultants, $175 for con-
sultants, $95 for analysts, $50 for clerical work

SRMC member

Officers Alice B Weiss, president, Susan G
Kaufman, executive vp, Rachel L Efrati, vp

Contact Susan G Kaufman

-Emmate

10 Gage-Babcock & Associates Inc.

3975 Fair Ridge Dnve, Suite 310 N,
Fairfax, Va 22033-2924,
703-934-6440, fax 703-385-6749

analysts
Clients www gage-babcock com
Total 150 Consulting since 1952
us 70% 1999 revenues
Non-U S 30% Total gross revenues $7,800,000
Services insurance coverage and limits analysis, Consulting revenues $1,750,000
Continuous consulting 60%
Specialties consulting to all or most Industr es Risk management audits 20%
Compensation per hour $200 for pnncipal con- Special consulting prolects 20%
Staff
lysts, $35 for clencal work Total 75
0,licers Henry R Booth, David R Jones, managing Risk management professionals 45

directors
Contact Henry R Booth, rmfieldsphi@att net

First Risk Management - Legal
Division & Associated Cos.
1250 Greenwood Ave , Suite 12,
Jenkintown, Pa 19046,
215-885-1125, fax 215-885-1161

Parent First Risk Management Co

Clients )
Consulting revenues $29,590,000 Consulting sil
N g since 1988
www dttus com lq 100% Continuous consulting 10% 1999 revenues
Consulting since 1978 Services most risk management services Risk management audits 15% Continuous consultin: 1%
1999 revenues Specialties consulting to all or most industries Special consulting projects 40% Risk management auiits
Total gross revenues $6,000,000,000* Compensallon by the project, on retalner, per Actuanal/accounting services 35% Special consulting projects
Consulting revenues $71,450,000 hour $140 for pnncipal consultants Stalf Sta ti
Continuous consulting 20% Officers Alan Dothage, president Judith Dolhage, vp Total 31,000 Total 5
Risk management audits 20% Contact Alan Dothage, dothagel @aol com Risk management professionals 125 Risk management professionals 2
Special consulting projects 50% Includes 30 principal consultants, 55 actuartes, 55 Includes 2 pnncipal consultants
Actuanal/accounting services 10% consultants, 40 analysts Clients
Stan Clients Total 26
Total 455 Total 900 us 1C0%
i 4 % e L ;
R,sk management Professwnals 55 us 80% Semices insurance coverage and limits analysis, ex-
Includes 80 pnncipal consultants, 85 actuanes, 215 Non-U s 20%

consultants, 75 an*sts

Clients

Total 1,000*
us 70%
Non-uU S 30%

Services most risk management services

Specialties consulting to all or most Industnes

Compensation by the project, on retalner, per
hour $300 to $500 for princtial consultants, $150
to $300 for consultants, $90 to $150 for analysts,
$50 to $70 for clerical work

Officers Mark P Charron, William D O'Connell,
Bradley D Murtick, partners

Contact Mark P Charron, mcharron@dttus com,
Bradley D Murlick, bmurlick@dttus com Branch
office Two Prudential Plaza, 180 N Stetson Ave,
Chicago, 111 60601-6710, 312-946-2865

*Estimate

Dempsey, Myers & Co.
426 Danbury Road,
Wilton, Conn 06897,
203-762-5052, fax 203-762-9826
www dempseymyers com
Consulting since- 1982

ECS Risk Control Inc.
600 Eagleview Blvd,
Exton, Pa 19341,
800-858-0853, fax 610-458-7285

www ecsine com

Services most risk management services
Specialties consulting to all or most Industnes

hour $5 0 for principal consu -ants,
sultants, $150 for analysts
SRMC member

for COI’]-

Parent XL Capital Ltd

1999 revenues Ollicers Onn Linden, national director-property,

casualty and risk management consulting, Will,am

Total gross revenues $13,100,000
Consulting revenues s1.200000  Berglund, national partner-claims consultin
Continuous consulting 80% vices? Jamés Blinn, natibnal director-business risk
luti
Risk management audits 20% selutions
Stall Contact James Blmn, lames ohnn@ey com
Total 88

Risk management professionals
Includes 3 pnncipal consultants, 5 consultants

8 EVAZBO Risk Management

Consulting Service Inc.

Clients
Total 10 Popular Bank Building Ninth Floor,
g 99% Old San Juan, Puerto Rico 00901,
Non-U s 1% 787-723-1950, fax 787-723-8128

. . . " ti
Services claims consulting, loss prevention con- www bonnetinsurance com

sulting, expert witness services Consultingsince 1974
Specialties provides consulting to allor mostin- 1999 revenues

dustnes Total gross revenues
Compensation by the project, on r:talner, per Consulting revenues

hour $110 to $175 for principal consultants, $75 to Continuous consumng

$500,000
80%

1999 revenues $110 for consultants Ask management audits 10%

Consulting revenues $4,000,000 011:cers William Kronenberg, pres,denUCEO, Special consulting projects 10%
Actuanal/accounting services 100% James F Splain, senior vp, Mark Zimmerman, vp Stall

Stall Contact- James F Splain, splainj@escinc com Total

Total 22 Risk management professionals

Risk management professionals 21 The explanation of terms,s on page 17 Includes 1 pnncipalconsultant, 2 consultants, 1 an-

Includes 7 principal consultants, 4 consultants, 10

alyst

pettwmess services, |,t,gatlon management consumng
Speciallies consulting to all or most industries
Compensation per hour $395 to $450 for prin-

Com ensation bg/ the proj ject o retamer per cipal consultants, $90 for clencal work

SRMC member

Officers Leonard J Silver, president Bernard J Total

McGovem, vp, Bonnie Esposito, corporate secretary
Contact Leonard J Silver

g ser- Fortune Risk Management Inc.

9000 W Shendan St , Suite 149,
Pembroke Plnes, Fla 33024,
954-436-7384, fax 954-436-7385
Consulting since 1991
1999 revenues

Continuous consulting

Risk management audits 5%
Special consulting projects 20%
Staff
Total
Risk management professionals 2

Includes 1 pnncipal consultant, 1 consultant
Clients

$525,000 Total 15

Its 100%
Services most nsk management senices
Specialties. consulting to all or most Industries

$110 to $160 for pnncipal consultants, $75 for consul-

8 tants, $30 fordencalwoik
4

SRMC member

Contact David E Fortune, president, for-
tunerm@aol com

Comgensanon bythe prolect on retalner per hour consulting revenues

Includes 10 pnncipal consultants, 35 consultants
Clients

Total 58
us 929%
Non-U S 1%

Services most risk management services

Specialties consulting to all or most industries

Officers Thomas W Jaeger, president, Alfred J
Longh,tano, treasurer, Mano A Antonetti, secretary

Contact Douglas J Rollman, director-business
development

1%
58% GatesM(Donald

3455 Mill Run Dnve,
Hillard, Ohio 43026,
800-336-4733, fax 614-777-3265
www gatesmcdonald com
Parent Nationwide Insurance Co of America

Consulting since 1929
1999 revenues

Total gross revenues $111,100,000

Consulting revenues $200,000
Continuous consumng 2%
Special consulting projects 3%
Actuanal/accounting services 95%

Staff

1,500

Risk management professionals 20

Includes 5 consultants, 15 analysts

Clients
us 100%

Services alternative risk financing consulting,
claims consulting, loss prevention consulting
Specialties consulting to all or most Industnes
Compensation by the project, on retalner
Officers Danny Fullerton, president/COO, Kelly

75% Hamilton vp-finance and pncing, Scot Van Marter,

vp-marketing
Contact Jim Bryant, vp-sales

Global Risk Management

Center Inc.

800 Wilcrest, Suite 110-8,

Houston, Texas 77042,

713-789-0563, fax 713-789-1042

Consulting since 1991

1999 revenues
$408,000
Continuous consulting 85%
Risk management audits 5%
Special consulting projects 10%

Continued on page 24



Recall of “Star” Brand
D-1, RD-1, RE-1, E-1,
and ME-1 “Dry-Type”
Fire Sprinklers
manufactured from
1961 to 1976

In cooperation with the U.S.
Consumer Product Safety
Commission (CPSC), Mealane
Corp. of Philadelphia, PA, is
voluntarily recalling “Star” brand
fire sprinklers manufactured from
1961 through 1976. These
sprinklers could likely fail in a fire,
exposing the public to bodily injury
or death. These sprinklers have
been primarily installed in nursing
homes and hospitals. They may
also be found in schools, loading
docks, warehouses and cold
storage areas in supermarkets
nationwide. The Star sprinklers
being recalled are “dry-type”
models D-1, RD-1, RE-1, E-1,
and ME-1. The name “Star”
appears on the sprinkler, along
with the model number and date
of manufacture. With “dry-type”
sprinklers, portions of the pipe do
not have water in them until the
sprinkler activates.

Mealane Corporation is urging
consumers and property
owners to determine whether
their facilities contain any Star
D-1, RD-1, RE-1, E-1, and ME-1
sprinkler models made from_
1961 to 1976 and to call the
Star Sprinkler Recall Hotline at
1-800-866-7807 or visit the
special web site, www.star-
recall.com, for more
information.

PENDENT AND UPRIGHT

— This shape may vary

Location of model
number. Opposite side
will say STAR.

Location of
2 digit year

VERTICAL SIDEWALL

Location of model =
number. Opposite side
will say STAR.

Date

HORIZONTAL SIDEWALL

There are four styles of sprinklers:
e Pendent
e Upright
¢ Vertical Sidewall
¢ Horizontal Sidewall

The following model numbers may
appear on any recalled sprinkler style:
D-1
RD-1
RE-1
E-1
ME-1
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Continued from page 22

Consulting since 1982

1999 revenues

Stall Total gross revenues $56,250,000
Total 4 Consulting revenues $2,250,000
Risk management professionals 3 Continuous consulting 75%
Includes 2 principal consultants, 1 analyst Risk management audits 25%
Clients Staff

Total 7 Total 18

Services most risk manage-nent services

Risk management professionals

Specialties consulting to a | or most industries Includes 3 pnncipal consultants, 1 actuary, 2 anah,sts

Compensation by the project

Olficers John A Lindquist, president, Diane J Total

Lindquist, vp/treasurer, Shelley H Elliott, vp

HJH Group Inc.
3837 Northdale Blvd , Suite 352,
Tampa, Fla 33624,
888-478-3400, fax 888-478-4478
www hihgroup com
Consulting since 1993
1999 revenues
80%
20%

Risk management audits
Special consulting projects

Staff
Total 6
Risk management professionals 4

Includes 2 principal consultants, 2 consultants
Clients
Total 19
us 100%
Senfices risk management organizational stud-
les. claims consulting
Specialties consulting to al or most industnes
Compensation by the project, on retainer, per
hour $175 to $200 for principal consultants, $150
for consultants, $25 for clerical work
Officers Cathenne K Johnson, principal/prest-
dent, Dennis L Huffman, princ'pal/CEO

Contact Catherine K Johnson

Walter Haner & Associates Inc.
555 Goffle Road, Suite 208,
Ridgewood, N J 07450,
201-445-7020, fax 201-445-0328

Consulting since 1992

1999 revenues

Clients
500
us 95%
Non-11 g 5%

Sennces most risk management services

Specialties consulting to all or mostindustries

Compensation by the project, on retalner, per
hour $250 for principal consultants, $175 for con-
sultants, $125 for analysts, $75 for clerical work

Ollicers Jon Belinkie, president, Eileen Drucker,
vp, Brendan Ryan, senior consultant

Contact Jon Belinkie, jbelinkle@his-Inc com

Helmsman Management
Services Inc.
9 Riverside Road,
Weston, Mass 02193,
781-243-7985, fax 781-736-0256
Parent Liberty Mutual Group

Consulting since 1983
1999 revenues

Continuous consulting 51%
Special consulting projects 26%
Actuarial/accounting services 23%
Stall
Total 23

1999 revenues

Total gross revenues $420,000

Consulting revenues $240,000
Continuous consulting 5%
Rtsk management audits 20%
Special consulting projects 5%

Staft

Total 8

Risk management professionals 4

Indudes 1 pnncipal consultant, 2 ornsultants, 1 analyst
Clients
Total 35
1Te] 100%
Services insurance coveragE an j limits analysts,
broker and vendor services analysts, risk manage-
ment organizational studies
Specialties technology, associations, real estate
Compensation on retainer, per hour $160 for
principal consultants, $120 for consultants, $95 for
analysts, $30 for clencal work
Officers Peter M Hudson, president/senior consul-

Special consulting projects
Staff
Total

Risk management professionals

5%

Officers Adam P Sielicki Jr, president/treasurer,
Frederic W Schultz, chairman/secretary, Thomas J

19 Ktzys, vp

14

Contact Adam P Stelicki Jr, astelick,@con-

Includes 2 principal consultants, 7 consultants, 5 sumbc com

analysts
Clients
Total

165

Services alternative nsk financing consulting, In-
surance coverage and limits analysts, troker and

vendor services

analysis

Specialties consulting to all or most Industries
Compensation by the proiect, on re-ainer, per
hour $225 to $275 for principal consultants, $170

to $190 for

consultants, $80 to $125 for analysts
SRMC member

Officers Robert S Sterling, president, Pat An-

tonacci, executive vp, Les Welch, senior vp

tant, Eugene Dudley, Timothy Chisentall, consunants Information Risk Group Inc.
P O Box 97245,

Robert Hughes Associates Inc.
14180 Dallas Parkway, Suite 400,
Dallas, Texas 75240,
972-980-0088, fax 972-233-1548
www roberthughes com

Consulting since 1979
1999 revenues

Includes 4 pnncipal consultants, 11 actuaries, 8 Stall

consultants
Clients
Total 61
Services most risk management services
Specialties consulting to all or most industries
Compensation by the project
Oflicers Edmund F Kelly, president, Amy J Led-
dy, vp/manager, Scott Murphy, vp
Contact Edith Shearman, 175 Berkeley St,
Boston, Mass 02117-0140, 617-357-9500, ext
43986

Henderson Insurance & Risk

Management Consultants Inc.

Total gross revenues $2,263,041
Consulting revenues $2,148,681
Conunuous consulting 5%
Risk management audits 5°g"
Special consulting prolects 76%
Actuanal/accounting services 14%
Total 21
Risk management professionals 15

Includes 1 principal consultant, 3 a:tuanes, 11 con-
sultants

Clients

Total 250
us 98%
Non-U S 2%

Services most risk management services
Specialties consulting to all or most industries
Compensation by the project, on retatner, per
hour $395 for principal consultan-s, $150 to $300
for consultants, $65 to $85 for clencal work
Ofticers Robert N Hughes, ires,dent, John R

Total gross revenues :zggvggg 3300 Henderson Bivd , Suite 206, Oakley, gxecutive vp, Michele S Martin,
C:ntSUI:‘ItmI;/ revenute's i 160% Tampa, Fla 33609, Oaéleyt’ S?:Ic: VESO kley, loakl berthugh
Staffua al/accounting services 813-287-2986, fax 813-289-0683 ontact John R Oakley, loakley@mberthughes com
Total 2 Consulting since 1970
Includes 1 actuary 1999 revenues
Clients Continuous consulting 40% e
Total 18 Risk management audits 25%
us 80% Special consulting projects 35%
Non-U s 20% Staff IRMC Inc.
Services alternative nsk f nancing consulting, Total . z 2451 McMullen Booth Road, Suite 236,
expert witness services, actuar al consulting Risk management professionals Clearwater, Fla 33759
SCpeciaIties c9nsu|tingr]to all 02r7r?Jost ingl(_l)?)trfies ) CIT'CIUdeS 2 principal consultants 727-799-0844, fax 727-791-0584
_ ompensation per hour $270 to $ or prin- Tlgl]ts o Consulting since 1985
cipal consultants 1009 1999 revenues
Contact Walter Haner, president, whainc@ix net- us 00% . $330,000
com com Services most risk management serv ces Consulting revenues i
Specialties consulting to all or most tndustnes Continuous consulting 50%
. Compensation per hour $125 for pnicipal con- Risk management audits 20%
. . . 0,
Harper Risk Consultants Inc. sultants, $100 for consultants, $90 for analysts Special consulting projects 30%
1705-90 Garry St, SRMC member Staff
Winnipeg, Manitoba R30%J4, Officers Otto Lee Henderson, president, William Total 3
204-942-0071, fax 204-942-0107 Armistead, senior vp, Julia Claire Hencerson, vw Risk management professionals 2

www harpernsk com
Consulting since 1994
1999 revenues
Consulting revenues

Continuous consulting 30%

Risk management audits 40%
Special consulting projects 30%

Staff

Total 1

Includes 1 principal consultan-

Clients

Total 12
us 10%
Non-U s 90%

Services most risk management services

Specialties consulting to all or most Industnes

Compensation by the pro ect, on retainer, per
hour $175 for principal consultants

Officers Peter Harper, president

The Hastings Management Group
P O Box 816,
Kenton, Ohio 43326,
419-675-1443, fax 413-675-1444

Parent Hastings & Hastings

Consulting since 1984
1999 revenues

Continuous consulting 62%
Risk management audits 7%
Special consulting projects 30%
Actuanal/accounting services

Stafl

Total 37

Risk management professionals 13

Includes 10 principal consultants, 2 consultants, 1

analyst

Clients

Total 207
us 86%
Non-U S 14%

Services most risk management services

Specialties consulting to at[ or most Industries

Compensation by the protect, on retalner, per
hour $150 to $200 for principal consultants, $100
to $150 for consultants, $15010 $200 for analysts,
$45 to $65 for clerical work

Omcers Philip Hastings, CEO, Shannon Lenhart CFO

Contact Sara Erwin, hastings@kenton com

Health Insurance Specialists Inc.
30 W Gude Dnve, Suite 220,
Rockville, Md 20850,

301-217-9100, fax 301-217-9111

wum his-inc corn

$170.000

secretary
Contact Otto Lee Henderson

The Hilder Group Inc.
200 N Adington Heights Road, Suite 425,
Arlington Heights, 111 60004,
847-870-8168, fax 847-870-8169

Consulting since 1987

1999 revenues

Continuous consulting
Risk management audits

Special consulting projects 20%
Staff
Total 2
Risk management professionals 2
Includes 2 principal consultants
Clients
Total 20

Sennces most risk management services

Specialties consulting to att or most industries

Compensation by the project, on retainer, per
hour $225 for principal consultants

SRMC member

Officers Daniel E Hilder, president, Thomas P
Donahoe, vp

Contact Daniel E Hilder, hldrgrp@aol com

Hilton Hilliard & Associates L.L.C.
P O Box 842014,
Houston, Texas 77284-2014,
281-646-1728, fax 281-646-1729
Consulting since 1991

1999 revenues

Special consulting projects 100%
Staff
Risk management professionals 3
Includes 1 pnncipal consultant, 2 consultants
Clients
Total 8
118 100%

Services most risk management services

Specialties construction, education

Compensation by the project

Officers J Hilton Hilliard, Mary H Hilliard, Carol-
Wigginton

Contact J Hilton Hilliard, hhasafety@flex net

P.M. Hudson & Associates Inc.
20303 Stedmall Place,
Montgomery Village, Md 20886,
800-355-6946, fax 301-990-0665

Consulting since 1982

Includes 1 principal consultant 1 consultant
Clients
Total 20
Services alternative risk finalcing consulting, In-
surance coverage and limits aralysis, broker and
vendor seivices analysis
Specialties manufactunng, -ltilities. global com-
panies

Compensation by the project, on retainer, per

Raleigh, N C 27624-7245,
919-875-8780, fax 919-875-8706

www goirg com

Parent Pint<erton Consulting & Investigations Irc

Consulting since 1998
1999 revenues

Risk management audits

Special consulting projects
Staff
Total

Risk management professionals

80%
20%

3
25

Includes 2 principal consultants, 0 5 consultants
Clients

Total
us
Non-U s

15
90%
10%

Insurance Consulting Associates
1 International Blvd, Suite 605,
Mahwah, N J 07495-0019,
201-512-9600, fax 201-512-9635

www icansk com

Consulting since 1956
1999 revenues

Continuous consulting 850
Risk management audits 801
Special consulting proiects 7%
Statf
Total 46

Includes 16 principal consultants, 11 consultants,

10 analysts

Clients

Total 330
us 95%
Non-U S 5%

Services most risk management services

Specialties retail, construction, real estate

Compensation by the project, on retalner, per
hour $275 to $375 for principal consultants, $212
to $275 for consultants, $165 to $195 for analysts,
$51 to $60 for dencal work

SRMC member

Contact Barron S Wall, managing associate,
bwall@Ilcansk com

Insurance Review & Management
1820 Water Place, Suite 210,
Atlanta, Ga 30339,
770-955-4474, fax 770-955-4358

Consulting since 1985

Services loss prevention consulting, expert Mt- 1999 revenues

ness services

Continuous consulting 75%

Spectalties consulting to all or most industries Risk management audits 20%
Compensallon bythe project per hour $175 to $200 Special consulting prolects 5%
for pnnapal consultants, $125 to $175 for coisultants Staff
Officers Barry J Wilkins, CEO, John D SFain, Total 2
presidenVCOO, Reginald G Schindler, executive /9- Risk management professionals 2
business development Includes 1 principal consultant, 1 analyst
Contact Reginald G Schindler, 4900 Center- Clients
wood St, Oswego, Ore 97035, 888-316-5217, Total 64
schindler@goirg com us 100%

Alice H INSPRO Risk Management Inc.

P O Box 515039,
Dallas, Texas 75251,
972-235-3030, fax 972-235-3556
Consulting since 1991
1999 revenues
Continuous consumng
Risk management audits

Special consulting projects
Staff

Total
Includes 1 principal consultant
Clients
Total
us
Services most risk management services

80%
5%
15%

15

1 CI0O%

Specialties consulting to all or most lidustr es
Compensation by the prolect, on retainer, oer Includes 1 principal consultant, 2 consultants
hour $100 to $150 for principal consultants, $EO to Clients
$75 for consultants, $25 to $35 for analysts, $25 to Total 180

$35 for clerical work
Contact Gerald P Brunker

Insurance Audit
& Inspection Co. Inc.
6314-G Rucker Road,
Indianapolis, Ind 46220-4892,
317-259-1013, fax 317-465-1 C04

www insuranceaudit corn

Consulting since 1901

hour $150 to $200 for pnncipal consultants, $135 1999 revenues

60% to $165 for consultants, $50 for clerical work
20%

Contact Gene L Weaver, presid:nt, gene weaver
@worldnet att net

IRMG Risk Advisory
Services Division
Metro Park, 99 Wood Ave S,
Iselin, N J 08830,
732-635-7200, fax 732-635-1965
www imig com
Parent IRMG
Consulting since 1958
1999 revenues
70%
10%
10%
10%

Continuous consulting

Risk management audits
Special consulting projects
Actuanal/accounting services

Stall
Total 182
Risk management professionals 7

Includes 32 principal consultants, 3 actuaries, 9
consultants, 27 analysts

Clients

Total 200
us 65%
Non-U S 35%

Services alternative risk financing consulting,
claims consulting

Specialties consulting to all or most industries

Compensation by the project, per hour

Officers James W Hutchur, CEO, John R En-

Continuous consulting
Risk management audits
Special consulting projects
Stall
Total
Risk management professionals
Clients

Total

Semces most risk management services

80%
10%
10%

250

Specialties consulting to all or most industnes
Compensation by the prolect on retainer, per hour

SRMC member

Officers Daniel C Free, pres,dent/general co.in-
sel, Jack G Harms, executive vp, Kenneth Bush, vp

Contact Daniel C Free

Insurance Buyers' Council Inc.

& First Risk ManagemenU

IBC Inc.

9690 Deereco Road, Suite 65(,

Timonium, Md 21093,

410-561-9200, fax 410-561-9351
Parent Insurance Buyers' Council Inc

Consulting since 1945
1999 revenues

Consulting revenues 51,748,075
Continuous consulting 90%
Risk management audits 5%
Special consulting prolects 5%

Staft

Total 12
9

glish, director-global captive operations, Emory M Risk management professionals

Shawver, president-nsk advisory services
Contact Emory M Shawver

Industrial Risk Specialists Inc.
150 Great Neck Road,
Great Neck, N Y 11021,
516-487-1700, fax 516-487-1146
www indnsk com
Consulting since 1980

1999 revenues

Continuous consulting 85%

Risk management audits 10%

Includes 7 principal consultants, 1 consultant, 1 an-

alyst
Clients
Total

us

Non U S

Services most risk management serv ces

135
98%

Sennces most risk management services

Specialties consulting to all or most industries

Compensation by the prolect, on retainer, per
hour $150 for principal consultants, $35 for ana-
lysts, $17 for clerical work

Contact T Joe Byrd

insurance & Risk Management
3811 lllinols Road, P O Box 1705,
Fort Wayne, Ind 46801-1705,
219-436-1616, fax 219-432-4083

Consulting since 1988
1999 revenues

Consulting revenues $200,000
Special consulting projects 100%

Staff

Total 3

Risk management professionals 3

Services loss prevention consulting

Specialties manillctunng, construction, education

Compensation per hour $90 for consultants

Oflicers John Hettwer, Ron Haruff, Dewey Tagt-
meyer

Contact James Krouse

Insurance Services Office Inc.
7 World Trade Center,
New York, N Y 10048,
212-898-6000, fax 212-898-5525

www Iso com

Consulting since 1993
1999 revenues

Special consulting projects 100%
Stafl
Total 2,300
Risk management professionals 16

Includes 2 principal consultants, 6 actuanes, 5 con-
sultants, 3 analysts

Clients
Total 22
us 100%

Services most risk management services

Specialties consulting to all or most Industries

Compensation by the prolect

Omcen Fred R Marcon, chairman/CEO, Frank J
Coyne, presldenVCOO, Carole J Banlield, execubve vp

Contact Robert Klipera, principal-risk manage-
merit consulting, 212-898-6143, rklipera@iso com

e

JMC Risk & Insurance

Management

12003 Bourgeois Forest Dnve,
Houston, Texas 77066,
281-580-2462, fax 281-580-3325

www imcnskmgmt com

Consulting since 1985

1999 revenues

Continuous consulting 75%

Risk management audits 5%
Special consulting profects 20%
Staff
Total 3

2% Includes 1 pnncipal consukant, 1 consumant, 1 analyst

Clients

Speciallies consulting to all or most industnes Total 7
Compensation per hour $130 to $175 for p in-U S 8%
cipal consultants, $110 to $125 for consultants, 590 Non-U S 2%

to $110 for analysts,
SRMC member

Continued on page 26



Managed Care Liability,
Workers Compensation,
Institutional ProSessional
Liability, Physician and Surgeon
Professional  Liabiliry,  Single
and Group Physician Programs,
Professional Liability fE,r Paraprofessionals,
Directons, Officers and Trustees Liability, Liability for
Professional Corporation, Association or Partnership,
Prokssiomi Employee Liability, StafF Privileges, PerNonal
Injury and Property Damage Liability, Excess Professional
Liability, Umbrella Liability. Excess Worken Compensation
Dividend Programs, Deductible Options. Retrcipective
Rating Programs, Wide Variety of
lk-isk Management Publications,
Premium Financing Program,
Customized Claim Audits, Third
Party Administration, Return to
Work Programs, Medical and
Disability Consultants Track High-
Exposure Claims, Creative Joint
Venture Partnerships. Employment
Practices Liability, Audiovisual
Library, Continuing Care Risk
Management, Customized Risk
Management Programs, Office
Practice and Ambulatory Care
Assessments, Excess and Surplus
Lines, ProfBssional Liability for
Hard-to-Place Physicians, Excess
Reinsurance for Captives, Loss
Portfolio Transfers, Online Claims
Status Inquiry, Online Loss Runs,
Rent-A-Captive Sen-ices, Online
Claims Submission, Customized
Risk Management Video Programs,
Credentialing, Physician and Office
Safety Guide. Physicians Guide to
Risk Management, Medical Provider
office Policy, Le.ss Con-rol
Programs, MicroPERTS Computer
Claim Trending Software, Risk
Control Manuals Created Exclusively
for PHICO Policyholders, On-Site
llisk and Safety Assessments, On-
Site In-Service Risk Management
Programs, Physician Litigation
Support Program, Medical Case
Management, Continuing Medical Education Credits,
Long-Term Care Assessments, Risk Control Profiles, Clinical
Risk Assessments. Consolidation of Risk Management
Programs. Research and Development Team to Track
industry Issues. Litigation Support Guide fir Nurses and
Paraprolissionals. ECRI's Healthcare Risk Control System,
Home Care Risk Management, Medical Advisory Team,
More than 200 Available Risk Management Programs

New Matli
tor Healthcare
Providers

: Asone oftlenations leading insurance carriers for the
, healthcare industry, we understand that today's healthcare providers are
under increasing pressures to improve the bottom line. That's why we
like to partner with customers to develop one customized package of
insurance products and services that lowers claim fiequency and severity,

.-, reducing your overall insurance costs.

No matter what your needs, the companies of PHICO Group have the
resources to address the risk management demands of customers ranging from
single physicians to the most complex integrated delivery networks. We back up
our products with financial security and industry expertise that's the result ofmore
than 23 years serving healthcare providers.

Competitive rates. Flexible coverages. Innovative programs. Outstanding service.
It alladds up to a commitment to reduce your insurance costs.

You do the math. One call. One choice. PHICO Group.

PHICO.

Visit us at www.phico. com « 800-382-1378

PHICO Insurance Company 0 PHICO Capital Markets . PHICO Re Ltd 0 Independence Indemnity Insurance Company
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Services most risk manage-nent services
Specialties consulting to all or most industries

Special consulting projects 10%
Staff
Total 3

Risk management professionals

Compensation bythe prolect, per hour $125 for Indudes 1 pnncipal consultant, 1 analyst
principal consultants, $100 for consultants, $85 for Clients

analysts, $45 for clerical work
Contact John Centineo, nskmgmt@onramp net

JM Risk Management Co.
of the Southwest Inc.
305 FM 474,
Boeme, Texas 78006-7809,
830-537-4076, fax 830-537-5023

Consulting since 1987
1999 revenues

Continuous consulting 100%
Staft
Total 3
Includes 1 principal consultant
Clients
Total 46
us 100%

Semices most risk management services

Specialties manufacturing umities, chemical

Compensation on retainer, per hour $125 for
principal consultants

Officers James L Macdonald, president, Jeffrey
B Macdonald, vp

Contact James L Macdonald

e

KPMG L.L.P.
303 E Wacker Dnve,
Chicago, Il 60601,
312-665-2299, fax 312-665-1640
www kpmg com

Consulting since 1987
1999 revenues

Consulting revenues

Continuous consulting 5%
Risk management audits 20%
Special consulting projects 25%
Actuarial/accounting services 50%
Staff
Total 70
Risk management professionals 70

Includes 35 actuaries, 35 consultants
Clients

Clients

Total 350
us 99%
Non-U S 1%

Services most nsk managemeniservices
Specialties consulting to all or most industries

Total 15 Compensation by the project, on retalner, per
us 80% hour $195 to $220 for principal consultants, $175
Non-U S

Services most risk management services
Specialties consulting to all or most industries
Compensation on retainer

Contact Charles L Lorenz, president, lorcorp@ya-
hoo com

M/A Structured Finance Corp.
6 Commerce Dnve, Suite 2000,
Cranford, N J 07016,

20% to $211 for consultants, $95 to $125 for analysts,

$40 to $60 for clerical work

Ofticers William Yaeger, president, Sam L
Booke, executive vp, Al Fuller, senior vp

Contact Sam L Booke, bookes@mcneary com

Meadowbrook Inc.
26600 Telegraph Roac,
Southfield, Mich 48034,
2448-358-1100, fax 2£8-358-1614
www meadowbrook corn
Parent Meadowbrook Insurance Group Inc

Consulting since 1955
1999 revenues

$68,674,226
908-276-1400, fax 908-272-6297 Total gross revenues
. Consulting revenues $5,401,401
www fasit com . . 9
Continuous consulting 74%
Consulting since 1998 Special consulting prolects 20%
1999 revenues Actuanal/accounting services 6%
Special consulting projects 100% Staff
Stafl Total 712
Total 3 Risk management professionals 75
Clients Includes 5 actuanes, 35 consultants, 35 analysts
Total

Services alternative risk financing consulting

Spectames financial services, uttimes, public sector

Compensabon by the project

Contact Paul Alderdice, managing director,
paulalde@fasit com

James R. Mahurin
114 Third Ave,S,
Franklin, Tenn 37064,
615-790-0083, fax 615-791-0370
Consulting since 1984

$12,000,000 1999 revenues

Continuous consulting 60%
Risk management audits 25%
Special consulting projects 15%
Staft
Total 1
Clients
Total a5
us 100%

Semces insurance covenge andlimits anals, bro-

Total 300 kerand vendor services analysts, expert witness services

Semices most risk manacement services

Spectalltes consulting to allor most industnes

Specialties consulting to all or most industries
Compensation per hour $125 for principal con-

Contact Scott Weinstein, senior manager (Atlanta), sultants, $35 for clerical work

404-222-3594, RogerWade, semormanager (Chicago),
George Levine, manager (Hartlotd), 860-297-5527

Keenan & Associates
P O Box 4328,
Torrance, Calif 90510,
310-212-3344, fax 310-212-0354

www keenanassoc com

Consulting since 1978

1999 revenues

Total gross revenues $57,840,000 Continuous consulting 98%
Consulting revenues $2,880,000 Special consulting projects 2%
Continuous consulting 76% Staff
Risk management audits 5% Tntni 1
Special consulting projects 10% Includes 1 princlpal consultant
Actuanal/accounting services 9% Clients
Staff Total 4
us 100%
Eba eenc antasnts 15 Cons |tants Services broker and vendor services analysis,
g p ) u ) claims consulting, expert witness services
3 analysts Specialties consulting to all or most industnes
Clients Compensation by the project, on retainer. per
Total 111 hour $185 for principal consultants

SRMC member
Contact: James R Mahunn, limmahunn@aol com

Manage Comp Consulting
790 E Market St, Suite 235,
West Chester, Pa 19382,
610-719-6008, fax 610-719-6009
www managecompconsulting com

Consulting since 1998

1999 revenues

Clients

Total 102
us 28%
Non-U S 2%

Services most nsk management services

Specialties consulting to all or most Industnes

Compensation by the prole:t, on retainer

Officers Merton J Segal, CEO, Robert S Cubbin,
president, William J Lohmeyer, CFO

Contact Kenn Allen, president-Meadowbrook
Agency, 248-204-8209, Archie Mcintyre, senior vp-
business development, 248-204-8518

Mill,man & Robertson Inc.
1301 Fifth Ave, Suite 3800,
Seattle, Wash 98101-2605,
206-624-7940, fax 206-340-1380
www milhman com

Consulting since 1947

1999 revenues

Total gross revenues

Consulting revenues $10,000,000
Continuous consulting 10%
Risk management audits 25%
Special consulting projects 25%
Actuarial/accounting services 40%

Staff

Total 1,500

Risk management professionals 96

Includes 35 principal consultants, 46 actuaries,
15 consultants

Clients

Total 463
us 88%
Non-U S 12%

Services most risk manag:mentservices

Specialties consulting to all or most industries

Compensation by the project, per hour

Officers Bradley M Smrtr, chairman, Robert L
Collett, pres,denUCEO, John F Clearman, CFO

Contact William L Granahan, 289 Edgewater Dnve,
Wakefield, Mass 018806215,781-213-6200

e

us 100% Contact George W Scherbak, president, mccge- Natlonal Property

Services most nsk management services

Specialties health care providers, construction,
public sector

Compensation by the project, on retainer

Officers John R Keenan, CEO, Sean K Smith,
president, David J De Wenter, executive vp/COO

Contact David J De Wenter

LTC Consultant Group Inc.
12424 Wilshire Blvd, Suite 600,
Los Angeles, Calif 90025,
800-753-4467, fax 310-207-2111
www ltcconsult com

Consulting since 1992

1999 revenues

Special consulting projects 100%
Staff
Total 6

Risk management professionals
Includes 1 pnncipal consultant, 5 consultants
Clients

Total 40
us 92%
Non-U s 8%

Semces alternative risk financing consulting
surance coverage and i
vendor services analysts

Specialties financial services, health care
providers, associations

Compensation by the p oject

Contact Peter B Daerzer, chairman, Itcdaen-

zer@aol com

Lor Consulting Corp.
4620 N 16th, E-113,
Phoenix, Anz 850- 6,
602-604-8694, fax 602-604-8873
Consulting since 1998
1999 revenues
Continuous consulting

Risk management audits

orge@msn com

Marsh Risk Consulting
(U.S. Operations)
500 W Monroe St,
Chicago, Il 60661-2595,
312-627-6085, fax 312-627-6396
www marshweb com
Parent Marsh & Mclennan Cos

Consulting since 1920

1999 revenues

Continuous consulting 20%
Risk management audits 20%
Special consulting prolects 60%
Staff
Total 400
Risk management professionals 338

Includes 174 principal consultants, 130 consul-
tants, 34 analysts

Clients

Total 1,000
us 90%
Non-U q 10%

Services most risk management services
Specialties consulting to all or most industnes
Compensation by the project, on retainer
Officers James M Connolly, managing director
Contact Susan M Sauer, 312-627-6264

Imits analys s&; Broker and McNeary Insurance Consultmg Inc. 1999 revenues

5 MornSon Blvd , Suite 2
Charlotte, N C 28211,
704-365-4150, fax 704-365-4155
Wwww mcneary.com

Consulting since 1956
1999 revenues
Consulting revenues
Continuous consulting 82%
Risk management audits 7%
Special consulting projects
ActuanaVaccounting services

Staff
Total 31
Risk management professionals 25

80% Includes 6 principal consultants, 10 consultants,
10% 9 analysts

Casualty Services
45 Atlantic Ave, Second Floor,
Long Branch, N J 07740,
732-222-6100, fax 732-222-8040
Consulting since 1995

1999 revenues

Continuous consulting 90%
Risk management audits 5%
Special consulting projects 5%
Staff
Total 4
Risk management professiorals 3

Includes 2 principal consultants, 1 consultant
Clients
Total 53
us 100%
Services insurance coverage and limits analysis,
claims consulting, loss prevention consulting
Specialties consulting to all or most Industries
Compensation on retainer
Officers Stephen S Levy president, Steven Sul-
tan, executive vp
Contact Stephen S Levy, npcs22@aol com

National Risk Services Inc.
266 Harnstown Road, Suite 200,
Glen Rock, N J 07452,
201-689-4040, fax 201-689-4044

www nationalnsk com

NetRisk Inc.

$270,300,000 Nugent Risk Management Services

Nelson Bernstein 1999 revenues

& Foorman L.L.C. Total gross revenues $1,200,000

. . Consulting revenues $685,000

650 California St, 23rd Floor, . . 60%

) ) Continuous consulting °

San Francisco, Calif 94108, . . 10%

Risk management audits o

415-981-3040, fax 415-362-7100 . N . 20%

Special consulting projects °

Consulting since 1999 Actuanal/accounting services 10%
1999 revenues Staff

Consulting revenues $137,000 Total 14

Continuous consulting ES% Risk management professionals v

Rtsk management audits

25% Includes 4 principal consultants, 2 consultants,
Special consulting projects

10% 1 analyst

Staff Clients

Total 3 Total 46
Risk management professionals 3 us 100%
Includes 3 pnncipal consultants Services most risk management services
Clients Specialties consulting to all or most industries
Total 7

Compensation by the project, on retainer, per
us 100% hour $200 for principal consultants, $100 for con-

Semces most risk management serv ces sultants, $75 for analysts, $35 for clerical work
Specialties consulting to all or most Industnes Officers Keith C Kakacek, Bill Minick
Compensation by the project, on retainer per Contact Keith C Kakacek

hour $200 for pnncipal consultants
Officers Robert G Nelson, Max Berstein, Rcbm PricewaterhouseCoopers L L.P.

Foorman 1155 Peachtree St , Suite 1100,
Contact Robert G Nelson Atlanta, Ga 30309,

404-870-1396, fax 404-870-1335

www pwcglobal com

1 E Weaver St,

Greenwich, Conn 06831,

203-618-1200, fax 203-618-1255

www netnsk com

Consulting since 1979
1999 revenues
$614,000,000
$113,280,000

Total gross revenues
Consulting revenues

Consulting since 1997 Continuous consulting 10%
1999 revenues Risk management audits 25%
Continuous consumng 20% Special consulting projects 45%
Risk management audits 30% Actuanal/accounting services 20%
Special consulting projects 50% Stafl
- Stafl Total 560
Total 30 Risk management professionals 560
. . li
Risk management professionals 15 Clients
Clients Total 4,200*
Total 19 us 65%
us 75% Non-U S 35%
Non-U S 25% Services most risk management services

Specialties consulting to all or most Industries

Compensation by the project on retalner, per hour

Officers Paul O'Connell, Michael R Vogler,
Cathy McKeon, partners

Contact Michael R Vogler

* Estimated

Services most nsk management services

Specialties financial services, puilic sector.
global companies

Compensation by the prolect, on retainer

Officers Gene Shanks, president/CED, James B
Lockhart, Daniel T Mudge, managing directors

Contact Christopher Lewis, managing directir

Professional Liability Risk
Management Ltd.
214 Bronson Road, Suite 200,
Syracuse, N'Y 13219-1408,
800-323-7475, fax 315-488-3963
Consulting since 1983

1999 revenues

2425 Maple Ave,
Northbrook, 111 60062,
847-412-0410, fax 847-412-0610

Parent Nugent Insurance Group
Consulting since 1993

1999 revenues Total gross revenues $280,773

Consulting revenues $350,000 Consulting revenues $265,523
Continuous consulting 60% Continuous consulting 50%
Risk management audits 20% Risk management audits 20%
Special consulting prolects 20% Special consulting prolects 30%

Staff Staff

Total 2 Total 2

Risk management professionals 2 Includes 1 principal consultant

Includes 1 principal consultant, 1 consutant Clients

Clients Total 25

Total 30 us 100%

us 100% Services most risk management services

Semices alternative nsk financ ng consultilg, In- Specialties manufacturing, construction, pro-
surance coverage and limits analysis, broker and fessional services
vendor services analysis Compensation by the project, on retainer, per

Specialties manufacturing, government, Tublic hour $175 forpnncipal consultants, $75 for con-
sector sultants, $25 for clerical work

Compensation by the project, on retainer, per Contact Eli Marposon 111
hour $175 for principal consultants, $125 k r con-
sultants

Contact Michael 0 Nugent nugentmis@aol co71

®

Professional Risk Management
2101 Webster St, Suite 900,
Oakland, Calif 94612,
510-874-5202, fax 510-238-9437
Www mmicompanies com

Parent MMI Group
Consulting since 1979

1999 revenues

Continuous consulting 55%
Richard Oliver International Inc. Risk management audits 1%
) Special consulting projects 30%
1717 Park St, Suite 200, " o,
Actuanal/accounting semces 5%
Naperville, Il 60563, Stafl
630-637-1717, fax 630-637-5003 Total 250
www nehardoliver com Risk management professionals "
Parent Willis Group Ltd Includes 10 principal consultants, 1 consultant
Consulting since 1972 Clients
1999 revenues Total 25
Consulting revenues $5,061,000 us 100%
Continuous consulting 60°% Services most risk management services
Risk management audits 5% Specialties consulting to all or most Industries
Special consulting projects 35°% Compensation by the project, per hour $185 for
Staff principal consultants, $125 for analysts
Total 27

Officers Jean Bauks, president, Dan Nicholson,
Risk management professionals 20 executive vp
Includes 5 principal consultants, 13 consuitants, Contact Dan Nicholson, dnicholson@mminetcom

2 analysts
Clients s Professional Risk Management Inc.
T‘L’IZ o 9977 Valley View Road, Suite 250A,
” Eden Pralne, Minn 55344-3586,
Non-U s 50%

612-829-8922, fax 612-829-8924
Consulting since 1988

1999 revenues

Services most risk management services
Specialties consulting to all or most industries
Compensation by the project

) . o
Officers Kathy Brody, senior vp, Pobert Beer- Continuous consulting 91%
40% man, principal-risk engineering Risk management audits 2%
Continuous consulting ° ’ y S i i i 7%
Contact Kathy Brod pecial consulting projects
Risk management audits 30% Y Y Staff
Special consumng projects 30% Tnul 1
stall Includes 1 pnncipal consultant
Total 5

Includes 1 principal consultant

$3,174,000 Clients

Total 161
us 100%

Services alternative risk financing consulting, PartnerSOUree |nC.
3% Claims Consulting, expert witness services

Specialties consulting to all or most industries
Contact Montgomery J Gale

Directory terms are expla ned on page 17

Clients
Total 23
us 100%

Services most risk management services

Specialties provides consulting to all or most in-
dustnes

Compensation bythe project, perhour $155 k
$235 for principal consultants

SRMC member

Omcers Carl F Lidstrom

12160 Abrams Road, Suite 100,
Dallas, Texas 75243,
972-680-8909, fax 972-680-8950
www partnersource con

Consulting since 1983
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Specialty Risk Management Inc.
8015 Bronco Lane,
Lago Vista, Texas 78645,
512-328-2545, fax 512-328-2486
www nskybsns com
Consulting since 1991
1999 revenues
Continuous consulting 70%
Risk management audits
Special consulting projects

Staff

Total

Risk management professionals ke

Includes 7 principal consultants

Clients

Total 423
us 90%
Non-U S 10%

Services risk managemeit organizational

Risk management audits

10% Includes 1 actuary

Consulting since 1998

Special consulting projects 10% Clients 1999 revenues
Staff Total 23 Consulting revenues $378,045
Total 2 us 100% Continuous consulting 100%
Risk management professionals 2 Services alternative risk financing consulting, Stafl
Includes 2 principal consultants expert witness selvices, actuartal cinsulting Total 6
Clients Specialties consulting to all or most industries Risk management professionals 4
Total 12 Compensation per hour $350 to 5375 for prin- Includes 1 principal consultant, 3 consultants

us 80% Cipal consultants, $155 to $175 for consultants Clients

Non-U S 20% Contact Margaret Tiller Sherwoid, president Total 2

Services Insurance coverage and limits analysis, us 100%

j g‘;/o broker and vendor services analysts, expert witness

services

Specialties manufacturing, transportation, tech-
10 notom

Compensation by the project, on retainer, per
hour $150 to $250 tor principal consultants, $75 to

$150 for consultants
SRMC member

OHlcers James P Strang, Elizabeth S Strang,
principals

Contact James P Strang, strangrm@ Consulting revenues

studies, claims consulting, loss prevention consult- gateway net

Ing
Specialtles consumng to all cr most industries
Compensation by the project, on retalner, per
hour $125 to $150 for principal consultants, $75 to

$125 for consultants

Contact Pamila J Ritz, president

C. J. Spivey Associates Inc.
6813-8 Fairview Road,
Charlotte, N C 28210,
704-364-6187, fax 704-364-7143
www ncharrp com

Consulting since 1987
1999 revenues

Total gross revenues $615,187

Consulting revenues $304,000
Continuous consulting 60%
Risk management audits 16%
Special consulting prolects 24%

Staff

Total

Risk management professionals

Includes 1 principal consultant, 1 consultant
Clients

Total 8
us 100%

Services most risk management services

Specialties health care providers, government,
education

Compensation by the project, on retainer, per
hour $175 for pnncipal consultants, $125 for con-
sultants, $40 for derical work

Oilicers C J Spivey, president/treasurer, B R
Spivey, vp/secretary

Contact C J Spivey, jimspivey@ncharrp com

Stogniew & Associates
12225 28th St N,
St Petersburg, Fla 33716,
727-572-7400, fax 727-572-8997
Consulting since 1980
1999 revenues
$1,200,000
$600,000
60%

Total gross revenues

Consulting revenues
Continuous consulting
Risk management audits

Special consulting projects 20%

Staff
Total 10
Risk management professionals 8

Includes 5 principal consultan.s, 3 consultants
Clients

Total 50
us 100%
Semices most risk management services
Specialties financial selvices, health care
providers, professional services
Compensation by the prolect
Officers Gerald F Stogniew, Knsten J Stogniew,
W Mac Fleming

Strang & Associates
P O Box 1997,
Lake Arrowhead, Calif 92352,
909-336-7739, fax 909-336-3629

Consulting since 1991
1999 revenues

Continuous consulting 80%

A\
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TEAM WORK IN DISABILITY

MANAGEMENT
This program will provide listeners with
an overview of important concepts
related to organizational development
and successful teamwork In disability
management programs, including how
teams operate in the real world
Presented by Sharon Kaleta, ARM,
CPDM, Chairman, Disability
Management Employer Coalition, Inc
and Robert Hall, Ph D, CRC, COMS,
Assistant Professor, Interwork
Institute, San Diego State University

Tuesday, May 2

2 00-3 00pm EST

O

TLJ Partners Inc.
P O Box 12979,
Jackson, Miss 39236-2979,
601-364-7308, fax 601-366-1815
Consulting since 1997

1999 revenues

Continuous consulting 98%
Risk management audits 1%
Special consulting projects 1%
Stafl
Total 2
Risk management professionals 2

Includes 2 pnnapal consultants

2 Clients

Total 24
lq 100%
Services most risk management services

Specialties provides consulting to all or most in-
dustnes

Compensation on retainer
Officers Thomas L Joyner Jr, Leland H Rogers
Contact Thomas L Joyner Jr

D.L. Tibbals Risk Management
Consulting Inc.
519 Johnson Ferry Road, Suite 450,
Manetta, Ga 30068,
770-565-1200, fax 770-565-12)4
www dltibbalsnskmgt com
Consulting since 1987

Tillinghast-Towers Perrin
12377 Ment Dnve, Suite - 2CO,
Dallas, Texas 75251-3234,
972-701-2610, fax 972-701-2576
www towers com

Parent Towers Pemn

Consulting since 1946
1999 revenues

Total gross revenues $72,246,000
$27,916,000
Continuous consulting 5%
Risk management audits 25%
Special consulting projects 40%
Actuanal/accounting services 30%
Staff
Total 349
Risk management professionals 55

Services insurance coverage and limits analysts,

broker and vendor services analysis, loss irever-
lion consulting,

Specialties construction, government

Compensation by the project, on retainer, per
hour $200 for principal consultants, $155 -or con-
sultants, $89 for

analysts, $28 for clencal work

Contact Christina M Lund, president

The Waddell Organization Inc.
44 W Broadway, Suite 502,
P O Box 7946,
Eugene, Ore 97401,
800-449-7472, fax 541-344-5555

Www wrapupservices com
Consulting since 1986

Includes 10 pnncipal consultants, 7 actuanes. 22 1999 revenues

consultants, 16 analysts

Clients

Total 850
us 85%
Non-U S

Services most risk management services

Consulting revenues
Continuous consulting
Staff

100%

Total 7

15% Risk management professionals

Includes 1 pnncipal consultant, 4 consultants

Specialties provides consultirg to at] or most In- Clients

dustries
Compensation by the project, on retainer, per
hour $325 to $450 for principal corsultants, $175

to $405 for consultants, $145 to $190 for analysts,
$80 for clerical work

Total 7
us 100%
Services most risk management services
Specialties utilities, construction, government
Compensation by the project, on retalner, per

Officers -erence G Clarke, tranaging prnclpal, hour $195 forprincipalconsultants,$17 (forcon-

Charles R Lee, Tom Hermes, pra:tice leaders
Contact Charles R Lee

URS Gre,ner Woodward Clyde
Stanford Place 3,
4582 S Ulster St, Suite 600,
Denve-, Colo 80237,
303-740-2600, fax 303-740-265C
WWW urscorp com
Parent URS Corp
Consulting since 1985
1999 revenues

Special consulting projects 100%

1999 revenues Staff

Consulting revenues $366,431 Total 15,700
Continuous consulting 60% Risk management professionals 35
Risk management audits 10% Includes 15 pnncipal consultants, 20 analysts
Special consulting projects 30% Clients

Staff Total 80

Total 2 us 100%

20% Includes 1 principal consultant

Clients
Total 50
11q 100%

Services alternative nskfinancing consulting, in-

Services claims consulting, loss prevention con-
sumng, expert witness services

Specialties manufacturing, tecinology, chemi-
cal

Compensation per hour $150 to $200 for prin-

surance coverage and limits analysts, broker and cipal consultants, $100 to $150 for consultants, $75

vendor services analysts
Specialties health care providers, tecinology

to $100 for analysts, $25 to $5C for clerical work
Officers Martin M Koffel, ¢c,airman/CEO, Irwin

Compensabon by the project, per hour $200 for L Rosenstein, president-general engineering, Kent

principal consultants, $65 for clencal work

SRMC member

Contact David L Tibbals, president, ditibbal
snskmgt@mindspring com

Tiller Consulting Group Inc.
99 Trent Dnve,
St Louis, Mo 63124,
314-567-7480, fax 314-567-4199

Consulting since 1984
1999 revenues
Actuanal/accounting services 100%
Staff

Total 1

P Ainsworth,

executive vp/CFO/secretary

Contact Dave Emolf, 111 SWColumbia, Suite
900, Portland, Ore 97201, 503-222-7200

®

WRISC of Nevada Inc.
2065 Clark,
Cottage Grove, Ore 97424,
541-767-0421, fax 541-767-0421
Www wrapup-consultants com

TELE-LEARNING SEMINARS - MAY 2000

Dynamic,interactive, up to the minute information from
nationally recognized experts in their specialized fields

MEDICAL CONFIDENTIALITY

The seminar will provide attendees
with the latest information on the

SUPER SUPERVISORS:
How To Turn Supervisors Into

Absence And Disability Managers
During this 2-hour presentation

Proposed Regulations Governing the participants will learn how to increase

Confidentiality of Individually
Identifiable Health Information,

supervisor awareness of the impact
and importance of disability

including comment to the Department management in their department and

of Health and Human Services

the corporate bottom line
Presented by Marcia Carruthers, MBA,

Presented by Kathy Farmer, VP, Wells ARM, CPDM, Executive Director,

Fargo Bank and William Molman,
Esq, General Counsel, Integrated
Benefits Institute

Tuesday, May 23
200-300pm EST

Disability Management Employer
Coallition, Inc and Robert Hall, Ph D,
CRC, CDMS

Thursday, May 11,
200-300pm EST and

Tuesday, May 16, 2 00-3 00pm EST

For complete information click on TELE-LEARNING at www. iea.to or call 800-6554432 ext. 1

Insurance Educational Association, Newport Beach, CA

sultants, $75 for analysts, $30 for clerical work
Contact Donald A Waddell, president

Warren, McVeigh & Giriffin Inc.
1420 Bnstol St N, Suite 220,

Newport Beach, Calif 92660,
949-752-1058, fax 949-955-1929
WwWWwW gnmncom com
Consulting since 1968
1999 revenues
Continuous consulting 50%
Risk management audits 20%
Special consulting projects

Actuanal/accounting services

25%

Staff

Total 8

Risk management professionals 6

Includes 2 principal consultants, 3 consultants, 1

analyst

Clients

Total 85
us 100%

Services most risk management services

Specialties provides consulting to all or mos m-
dustries

Compensation by the proJect, on retainer, per
hour $195 to $250 for principal consultants, $150

s 100%
Semices most risk management services
Specialties government *

Compensation bythe project, perhour $130 for
principal consultants, $120 for consultants, $25 for

clerical work

SRMC member

Officers Al Waters, Hayden Knowiton
*70% of business to government, 30% to busl
ness/industries

R A West Associates inc.

2865 S Eagle Road,
Newtown, Pa 18940,
215-860-5026, fax 215-860-0883
www rawestassociates com
Consulting since 1991
1999 revenues

Special consulting projects 100%

Staff
Total 4
Risk management professionals 2

Includes 1 principal consultant, 1 consultant
Services claims consulting, loss prevention con-
sulting, expert witness services
Specialties consulting to all or most industries
Compensation by the project, on retainer, per
hour $110 to $150 for principal consultants, $72 to

$682,943 $8 for consultants, $45 to $65 for analysts, $32 for

clerical work

Officers Robert A West, Maureen A West
Contact Pamela Eutsler

R. P Wittuck & Associates Inc.
5727 Schultz Road,
Ene, Pa 16509,
814-825-0525, fax 814-825-1598

Consulting since 1991
1999 revenues

Continuous consumng 97%
Risk management audits 2%
Special consulting projects 1%
Staff
Total 5
Risk management professionals s
Includes 1 pnncipal consultant, 2 consultants, 2 an-
alysts
Clients
Total 22

Services most risk management semices

Specialties provides consulting to all or most in-
dustnes

Compensation on retainer

Officers R P Wittuck, president, V A Wittuck,

5% secretary

e

The Zigmund Co. Ltd.
2319 Walnut St,
Harnsburg, Pa 17103,
717-232-7551, fax 717-232-7552
Consulting since 1982

to $190 for consultants, $100 to $145 for analysts, 1999 revenues

$60 for clerical work
SRMC member

Officers C C Gnffin, president, Gary W Giriffin,

Continuous consulting 50%
Risk management audits

Special consulting projects

20%
30%

executive vp, James Bukowsll, Don Huff, senior Stall

consultants

Waters Risk Management
6580 64th Ave N ,
Pinellas Park, Fla 33781-5218,
727-546-5644, fax 727-546-2712
Consulting since 1978
1999 revenues
Continuous consulting 25%
Risk management audits 5%
Special consulting projects 60%
Statf
Total 3
Risk management professionals 2
Includes 1 principal consultant, 1 consultant
Clients

Total 40

Total 4
Risk management professionals 3

Includes 1 principal consultant, 2 consultants
Clients

Total 39
us 100%

Services alternative rlsk financing consulting, In-
surarlce coverage and limits analysis, broker and
vendor services analysis

Specialties provides consulting to all or most in-
dustries

Compensation by the project, on retainer,
per hour $95 to $200 for prtncipal consultants,
$95 to $200 for consultants, $45 for clerical
‘work

Oacers Ruth A Moraski, president

Contact Joseph D Zinobile, zcl@paonline
corn EIll
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Global Briefs

Lloyd's of London has projected a loss of
£725 million ($1.17 billion) for the 1998 un-
derwriting year. This figure is 67% higher
than the prediction it released in November
1999. The market also announced a £176
million ($284.2 million) underwriting loss
for 1997. Lloyd's said that it has now ap-
pointed a chief analyst, Douglas Morton, in
an attempt to improve forecasting. Mr.
Morton, previously an independent insur-
ance analyst, will check the forecasts of
Lloyd's syndicates. Previously, Lloyd's re-
lied on quarterly forecasts from managing
agents to make its predictions for the mar-
ket as a whole. Standard & Poor's Corp. af-
firmed its A+ financial strength rating of
Lloyd's despite the deteriorating results....
SCOR S.A. has been granted a license to
open an Asia-Pacific branch office in
Labuan. The Paris-based reinsurer said it
would now be able to reinforce its services
to Malaysian clients and explore growth
opportunities in the local insurance market.

..AlG Global Trade & Political Risk Insur-
ance Co. and Corporacion Andina de Fo-
mento have agreed to form a joint venture
political risk and investment guarantee
company to insure companies operating in
Latin America and the Caribbean. The new
company, Latin American Investment
Guarantee Company Ltd.,will be based in
Bermuda and will have an initial capital-
ization of $50 million. . . .Mitsui Marine In-
ternational plans thjs month to establish the
largest Japanese-backed syndicate at
Lloyd's. Syndicate 3210 will be managed by
Chaucer Syndicates Ltd. and will write
property, professional liability and direc-
tom and officers liability business....The
proposed merger to form Japan's biggest
non-life insurer will take place six months
sooner than expected, according to the in-
surers. Sumitomo Marine & Fire and Mitsui
Marine & Fire announced that their merger
will now take place in October 2001....
AXA S.A. has entered into talks to acquire
the 43.7% of London-based Sun Life &
Provincial Holdings it does not already
own. SLPH, one the U.K.'s largest multiline
insurers, also owns PPP Healthcare, one of
the largest private health insurers in the
United Kingdom. Analysts estimate the
43.7 Y% stake could be worth £2 billion
($3.19 billion). . . .French mutual insurer
MACIF has become the latest group to an-
nounce property/casualty losses stemming
from the December windstorms in North-
ern Europe. MACIF said its P/C arm would
announce a loss of between 50 million
French francs and 100 million French
francs ($7.3 million to $14.5 rnillion) at the
end of April... .Limit P.L.C. and Welling-
ton Underwriting P.L.C. have confirmed
they are involved in preliminary merger
talks. The combined group would be
Lloyd's largest independent insurance
group, with a market value of about £376
million ($598.9 million). Limit and Welling-
ton's combined syndicates would have a to-
tal premium capacity of about £1.24 billion
($2.00 billion), representing roughly 10% of
Lloyd's market capacity... .Odyssey Amer-
ica Reinsurance Corp., the company formed
last year by the consolidation of Odyssey
Reinsurance Corp. and TIG Reinsurance,
will open branch offices in Paris and Singa-
pore. The company also said it would move
its London underwriting operation to
Lloyd's of London, to be managed by New-
line Syndicate Management... .Leader L,
the Panamanian-registered bulk carrier
that sank near Nova Scotia March 23, was
insured for $6 million at Lloyd's by J.L.
Jones & Others. The vessel, which was car-
rying a cargo of salt from Spain to New
York, had both protection and indemnity
and hull insurance. Eighteen of the ship's
31-member crew died in the accident....
Spanish insurance groups Mapfre Seguros
and Caja Madrid are planning to merge. A
new holding company, Mapfre-Caja
Madrid Seguros, will be 51%-owned by
Mapfre and 49%-owned by Caja Madrid.
The enlarged group would have an estimat-
ed premium volume of 710.50 billion pese-
tas ($4.06 billion) for 2000.

INTERNATIONAL
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Criminal case review ordered

U.K. High Court calls failure to file corporate manslaughter charges'irrational’

By SARAH VEYSEY

LONDON-INn a historic ruling, the High
Court has ordered the Crown Prosecution
Service to reconsider its decision not to pros-
ecute a company manager for the death of an
employee.

Two judges ordered the director of public
prosecutions of the Crown Prosecution Ser-
vice-the state legal body responsible for
bringing criminal proceedings-to revisit the
decision. The ruling marked the first such

ruling on a failure to prosecute directors af-
ter a fatal accident.

The accident at issue in the case involved
Simon Jones, a 24-year-old student who was
killed just two hours after he began working
a temporary job for Dutch-owned shipping
company Euromin at Shoreham Docks, Eng-

Ruling may hike rates

Pain/suffering
awards raised

By SARAH VEYSEY

LONDON-U.K. employers' liability insurance premi-
ums could increase as a result of a change in the level of
some pain and suffering awards, observers say.

land, on April 24, 1998.

The High Court ruled March 23 that the di-
rector of public prosecutions' decision not to
bring manslaughter charges against Euromin
and its U.K. general manager, James Martell,
was"unlawful” and "irrational.”

The judges ruled that the DPP, David
Calvert-Smith, and the CPS had failed
"properly to address the relevant law" when
they decided there was no manslaughter case
to be answered.

Mr. Jones was crushed by an incorrectly
welded crane while unloading cobblestones
from the hold of a Polish ship.

Mr. Jones' family has long been trying to
file a manslaughter case but the CPS has
twice refused to do so, despite a police rec-

ommendation. The CPS claimed there was

insufficient evidence to convince a jury that

Mr. Martell had been guilty of gross negli-
gence. Mr. Jones' family accused both Eu-
romin and Mr. Martell of "sacrificing safety
for profit.”

The two judges, Lord Justice Buxton and
Justice Moses, called on the DPP's queen's
counsel, James Turner, to justify the decision
not to prosecute. Mr. Turner was forced to
concede that Mr. Martell had been negligent
and failed to have a safe system of work in
place. Justice Moses said the dangers work-
ers had been put in by Euromin were -plain
as a pikestaff." The judges called the CPS’
decision "baffling" and said it "beggared be-
lief.”

The two judges ordered that the DPP's de-
cision should be reconsidered. The DPP said
it was studying the High Court ruling as a

See Criminal on nezt page

Bankruptcy order
upheld against names

LONDON-LIloyd's of London

Richard Scott, Lord Justice

has won its appeal of a bankrupt-

cy case against two names.
Geoffrey and Gail Twinn, a

married couple whom Lloyd's

claims owes the market more

The U.K. Court of Appeal ruled late last month for a

moderate increase in

awards for pain and

LLOYD'S

suffering of over

1 £10,000 ($15,880) in

personal injury claims.

7 .Kir : The levels of awards of
QU-370//HF-4=¢-) 1 less than £10,000 wil

rermain unc

1. 11— ——r—-1 - however.

--**"& — :s,T-ril The court ruled to

introduce a sliding-
scale increase for

A.223. M o 4-a&:

———ee_ -7 claims above =10,000.
.———-0-5 g J--.- --..- - The scale begins at 1 %
for a claim of £10,001

and rises to 33% for

the highest level of claim. In effect, this means that the
most severely disabled victims of accidents would be
awarded almost £200,000 ($317,600), instead of the previ-

ous cap of £150,000 ($238,200).

The Court of Appeal's recommendations followed a
study into eight personal-injury test cases and proposals
by the U.K. Law Commission, a government-funded legal
body that examines possible changes in U.K. law.

A 1999 report by the Law Commission, "Damages for

Personal Injury Non-Pecuniary Loss,

levels of damages for non-financial losses, such as
pain and suffering, were too low. The report also conclud-

concluded that

than £1.5 million ($2.4 million),
failed in their attempt to per-
suade a court that a bankruptcy
order against them should be set
aside.

Lloyd's gained two bankruptcy
orders against the Twinns in Jan-
uary 1999 for non-payment of un-
derwriting losses. The Twinns ap-
pealed the order, saying that they
had not accepted the 1996 Recon-
struction and Renewal Plan and
thus did not owe anything for the
losses. In May 1999, Justice Jacob
set aside the bankruptcy order
against the Twinns.

Lloyd's then appealed the Jus-
tice's decision. The Court of Ap-
peal ruled on March 23 that the
Twinns had accepted the R&R
program but had not paid money
they owed to Lloyd's under the

terms of the settlement. Sir

See Awards on nezt page

Groups hit proposed reserve tax

Joint statement from the ABI, Lloyd's and IUA decries'tax on prudence'’

By SARAH VEYSEY

LONDON-The Assn. of British Insurers,
Lloyd's of London and the International
Underwriting Assn. have issued a joint
statement decrying the proposed new tax
on insurance reserves unveiled in the U.K.
budget on March 21.

The plan, proposed by U.K. Chancellor of
the Exchequer Gordon Brown, calls for
taxing both the funds insurers set aside for
paying claims and any investment gains
made on those funds. In announcing the
proposal, Mr. Brown said that he would
consult with industry bodies on the new
taxes.

Mary Francis, the director general of the
ABI; Nick Prettejohn, chief executive of
Lloyd's; and Marie-Louise Rossi, the chief

Chadwick and Lord Justice Bux-
ton ruled that the bankruptcy or-
der could therefore be enforced.

Philip Coldbeck, a lawyer from
Lloyd's financial debt recovery
team, said: "This case is another
step forward in our program of
debt recovery around the world.
Lloyd's will continue to pursue
these debts on behalf of our poli-
cyholders and the thousands of
names who were prepared to pay
and duly settle their liabilities."

Earlier in March, Lloyd's won a
case against a group of Canadian
names who owe the market about
£20 million ($31.8 million).

The Twinns gained notoriety
when they were featured in a
BBC television documentary
about the market that aired in
October 1999. The program,
called "Money, Money, Money,"
focused on Lloyd's attempts to re-
cover debts from names following
the asbestos-related losses of the
late 1980s and early 1990s.

Lloyd's is currently embroiled
in a case brought by more than
100 names who refused to sign on
to the R&R plan. Lloyd's is ex-
pected to call its first witnesses in
the so-called Jaffray trial this

week.

-By Sarah Veysey

executive of the IUA, said that the pro-
posed measure would hit the U.K. industry
hard. "This proposal is designed to take an

V== 13

Nick Prettejohn of Lloyd's, left, and Marie-
Louise Rossi of the IUA are among the indus-
try leaders opposing the proposed reservetax.

extra £250 miillion ($397.2 million) each
year in tax from the insurance industry, ac-
cording to the government's figures. This
will damage the competitiveness of the
U.K. industry, both in the single European
market and worldwide. The insurance in-
dustry is a significant source of invisible
earnings and of employment,"” they said in
the joint statement.

Insurers in the United Kingdom current-
ly get tax relief both on the amount of mon-
ey they reserve to meet future claims and
any investment gains they make on that
money before claims are paid. But Mr.
Brown has said he wants to "claw back the
benefit they get by not discounting their
provision for unpaid claims."”

The statement's authors describe this as a

See Statement on next page
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ployers have dodged " en people died

David Bergman, director of the Corporate
matter of urgeney

Under U K law, a company can ity, described the High Court rul- series of disas-
be prosecuted for corporate ing as "hugely significant, not Just ters in 1987 and
for workplace deaths but also for 1988 These in-

r’SaugmngtAtllq‘éprple\cprgyg% disasters " cluded the Her-

company was guilty of negligence Only five companies in the Unit- ald of Free En-

George Galloway a Labour ed Kingdom have been prosecuted terprise ferry
member of Parliament, sponsored for corporate manslaughter over disaster, el
a debate on the Jones case in Par- the past 20 years which 187 peo-
liament last year He heralded the INn February, the Court of Ap- ple died, the
High Court decision as a "historic peal upheld a decision to acquit Piper Alpha oil
breakthrough in establishing cor- train operator Great Western rig explosion,

porate responsibilith for the fate Trains of corporate manslaughter which killed

duty of care-a duty too many em- Southall train crash in which sev- the same crime

of employees to whom they owe a charges arising from the 1997 Individual also was prosecuted foi are introduced, it could create a

huge uninsured liability exposure,

Meanwhile, Mr Galloway and because criminal fines are not in-

Centre for Corporate Accountabil- charges were never brought for a ability have called for a public in-

The decision was historic in 'establishing
corporate responsibility for the fate of
employees to whom they owe a duty of care,’
says the Labour Party's George Galloway.

manslaughter the Centre for Corporate Account- surable

David Gamble, chief executive
of the U K Assn
of Insurance &
Risk Managers,
has warned risk
managers to pre-
pare themselves
for the introduc-
tion of a corpo-
rate killing of-
fense

"Society ap-
pears to be de-

167, the Kings Cross subway fire, quiry into the CPS' handling of manding greater accountability
in which 31 people died, and the workplace deaths The recent from all those in positions of au-
Clapham rail crash, which killed High Court decision has returned thority, whether it be (members of

35
The U K Home Office is consid-
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gross carelessness on the part of

duced
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the issue to the spotlight

Parliament), civil servants, hospi-

Mr Jones' father, Chris Jones, tal administrators or managing di-
ering recommendations from the said he hoped that the CPS would rectors of companies,” Mr Gam-
Law Commission, a government- prosecute Mr Martell and Eu- ble said "This trend towards ex-

funded entity that examines possi- romin "That IS all we have ever pecting some form of redress when
ble changes in U K law, that an asked-that this case is brought to decision-makers get it wrong
offense of "corporate killing trial for a jury to hear the evi- looks set to become stronger "

broadly comparable to killing by dence,” he said

"Risk managers understand the

Louise Christian, the lawyer concerns being expressed and take
an individual” should be intro- representing Mr Jones' family, this public opinion seriously,” he
claimed that if the CPS had ap- said

In February, the Court of Ap- plied existing law properly, it

° Court of Appeal reiterated that a charge a director as well

company could not be found
ATTENTION LOCAL BROKERS
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tax on prudence

"It is important,” Mr Gamble

peal effectively styrnied efforts to likely could have prosecuted sue- said, "that AIRMIC members ap-
bring a corporate manslaughter cessfully a director of Great Wes:- ply proven and established risk
charge against the rail operators ern Trains for the Southall disas- management principles to address
that owned the trains involved in ter She claimed that the these issues wherever they may
the October 1999 Padd_ngton rail manslaughter charges failed part- impact on their organization and
crash, in which 31 were killed The ly because the DPP decided not to work together with those col-

leagues in risk-related functions

If the Law Commission's recom- to promote good corporate gover-

guilty of manslaughter unless an mendations on corporate killing nance

which will potentially affect sol- their statement says

veney This could also lead to in-

Mr Brown's proposal will be part

creased premiums These changes of a finance bill to be submitted to
would appear to be a penalty for Parhament later this year

"1t wlll hit prudent loss reserving by insurers

Mr Brown intends the changes to

hardest those classes of business and could lessen the effectiveness be effective from Jan 1, 2001, for
where risks are most volatile and of insurance for risk managers "
The ABI, Lloyd's and the IUA come tax year 2001-2002 for

uncertain and where protection IS

5,KlimllebBrokerl61

lilli*"W[§11[WIl Sbat* Tedmologu ladss i

Your Target

Audience

is Here Now. economy," the statement reads

20% discount David Gamble, execitive director

VWHERE IS YOUR AD?
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and consumers

insurance companies and for the m-

most necessary Such protection is characterized Mr Brown's propos- Lloyd's members
essential for a thriving and growing als as unfair to both the Industry

In July 1999, an independent tri-
bunal, the City General Commis-

"The insurance Industry and its sioners, ruled that discounting of

of the Assn of Insurance & Risk customers are being singled out for reserves cannot be imposed on
- Managers in London, also spoke harsh treatment This proposal Lloyd's members under existing

out against the proposed changes would mean that Insurers are taxed law

"AIRMIC shares the concerns of the on a figure in excess of their real

On March 21 the Inland Revenue

insurance industry that these taxa- commercial profits and m conflict department announced that it

Ovin

CLAIMS PROCESSING SOFTWARE SINCE 1979

Awards

EDI, PPO, HMO, RE-INSURANCE, LTD, STD, FLEX, DENTAL, AD-HOC REPORTING, MEDICAL, Cont,nued fromprev:ouspage
24 HOUR COVERAGE, DATA CONVERSIONS, VISION, MANAGED CARE, PRE-CERT, AWP, CLAIMS,
EDITING, AUTO ADJUDICATION, ADA, BILL REVIEW, LIFE, COBRA, PREMIUM BILLING, CAPITATION,

PCP, PRESCRIPTION DRUGS, EFT, UNBUNDLING
awards of between £2,000 ($3,176)
and £3,000 should be increased by

up to 50% (BIl, May 10, 1999)
The Law Commission and

831 NORTH HERCULES AVE., CLEARWATER, FLORIDA 33765
(727)442-9296 FAX: (727) 443-4936
Toll free (877) 807-4730 « www.wilsollware.com

plaintiffs attorneys had aigued
that the current guidelines on

tion changes could be a retrograde with prudent regulatory principles would not overturn the tribunal's
step," he said "Insurers will be This is 1nequitable and an excep- decision for periods before the
forced to reduce their reserves, tion to normal taxing practice,” 2001-2002 income tax year

ment would have "some impact” vances in medical science have led
on insurance premiums, "particu- to longer life expectancies "

larly for motor and employers lia-

Steve Walker, chief executive of

bility policies, but significantly the National Health Service's liti-

ed that awards of £3,000 ($4,764) less than if the Law Commission's gation authority in London, wel-

or more should be increased by proposals had been implemented comed the ruling "We are re-
between 502 and 1002 and in full”

heved the court has taken a prag-

Steven Sklaroff, deputy director matic view We were not trying to

'"The Court of Appeal

sided with the insurance

compensation were too low and industry. It has put the

failed to take into account
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changes in living standards and
life expectancy over the past 30 to
40 years

Tom Jones of the London per-
sonal injury law firm of Thomp-

May 1 - Captives/Risk Manager of the Year, Directory - Captive Managers
Bonus Distribution - Risk & Insurance Management Society
Closes April 25
May 8 - RIMS REPORT: Employee Benefits & Workers Comp
Bonus Distribution - American Association of Managing General Agents
Closes May 2
May 15 - RIMS REPORT/Risk Management
Closes May 9

before justice," he said
Lord Woolf, Master of the Rolls

interests of profit before
justice,' said Tom Jones.

gle-digit increases

deny claimants justice, but the
court has agreed with us that rea-
sonableness should be the order oi
the day," he said

The London-based Assn of Risk
Managers warned ItS members
that the increase in awards high-
lights the need for good risk man-
agement "Organizations, in par-
ticular, should review their risk
management procedures and en-
sure that everything possible is

sons, who represented one of the general of the ABI in Loncon, said being done to prevent accidents
victims in one of the test cases re- that if the Law Commission's pro- from happening,” said David
viewed by the court, criticized the posals had been enacted, employ- Gamble, executive director of
ruling "The Court of Appeal has ers' liability premiums woild AIRMIC "This approach, allied to
sided with the insurance industry have risen by 20% to 30% In- early intervention and appropri-
It has put the interests of profit stead, the ABI has predicted sin- ate rehabilitation in the event of

an injury, is the way forward to

Mary Francis, director general the good health of the employees

and head of the five-member pan- of the ABI said "It iS for society and to the good management of
el of ludges that studied the issue, to iudge what levels of compensa- the organization
said the judgment took into ac- tion for accident victims are fair

The Court of Appeal judgment

count "the impact of the level of But society has to be prepared to will not affect the pain-and-suffer-

Business
Insurance.

CALL NOwV! (312)649-5340
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damages on the level of insurance meet the costs The Court of Ap- ing portion awards of greater than
premiums and on the resources of peal has taken account of this in £1 million ($16 million) where

its judgment and decided that damages are awarded with respect
The Assn of Br-t-sh Insurers damages should be larger for the to the cost of lifetime care and the
said in a statement that the judg- most-serious cases, where ad- loss of future earmngs
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director of work/life diversity for was too low

Bnstol-Myers Squbb Co m New
York

and the gender gap for turnover has tomize its measurement to fit its own
One employer that has done exten- disappeared The number of women needs For example, each employer
sive measuring of its work/]rfe pro- partners had grown to 248 from 88, has its own issues to address with its
Ms Gibson said that, at Bnstol- grams is Deloitte & Touche LLP, and the number of women m semor work/lIfe programs
can be counted and fall to take Into Myers, before an idea willl be consid- the professional services firm based management has also increased In "Each person's measurements have
consideration the intanglble benefits ered, its proponent has to evaluate its in Witon, Conn addition, the feelings of the employ- to be tailored to the particular busi-
But effective measuring requires potential for success by aslang herself Starting in 1993, the firm began a ees toward the firm had dramatically ness," Ms Rodgers said "For us, it
more work and sophistication com- or himself, "How do you know what major initiative to reduce turnover improved among both men and wom- was retention, for others, it will be
pared with simply adding up savmgs you think you know?" among women employees and to lin- en something else'
"We can settle for counting, but we For example, Ms Gibson said that, prove the work/hfe quahty for all These developments have made the But no matter what IS measured
do measunng" she said before Bnstol-Myers opened backup workers, said Mary Ellen Rodgers, a firm an employer of choice, she said and which mdustry being surveyed,
Ms Johnson also said that many child care centers, employees were partner in the Cleveland office and Perhaps most importantly, Ms "make the data meaningful to your
who try to measure the impact of surveyed, leaders were interviewed head of the firm's initiative to retain Rodgers said, the firm has made $224 audience," Ms Gibson said
work/h:fe programs have an "made- and focus groups were conducted and advance women Ms Johnson of WFD Consulting
quacy complex' about their measure- From these, the need for backup cluld To determine whether the program past 3 years from the added business recommended keeping m mind the
ments, because they don't have pre- care was identified But before any was a success, the company em- gamed because turnover has three "Cs" of measurement-commit-
cise scales for every factor But this centers could be opened, a second barked on a large-scale measurement dropped This is in addition to the ment, choice and communication
should not deter anyone from at- survey was conducted to determine program The areas covered included $104 milhon the firm saved in em- For success, a long-term commit-
tempting measurement, because whether employees would use such the turnover gap between men and ployee replacement costs ment to measumng the Impact of a
many studies have reported the eco- centers and, 6 so, how much they women, the percentage of partners The speakers stressed that, when work/lIfe program is needed, a one-
nomic value of the intangible benefits would be willing to pay Smce em- and those in the pipeline to become therr work is apphed to another orga- time survey is insufficient Also, be-
of work/life programs For example, ployees responded with enthusiasm partners who were women, and the nization, that organization must de- cause it is impossible to measure ev-
such studies have shown increased to the idea, the first center was admission rate of women partners velop its own surveys and data to be ery aspect of a program, it is neces-
profits that stem from the greater opened in March 1999 and more In addition, a chmate survey was gathered Although mformation 15 sary to choose a few of the most rele-
| worker commitment after an employ- openmgs are planned for this year conducted that looked at overall em- available from surveys done at other vant aspects to gauge And, finally, it
er implements a work/life program 'The study gave us all the ammuni- ployee satisfaction companies, it lacks the authority of is important to communicate the re-
Not only does measuring help tion we needed to get the money" for Finally, an analysis of the financial an m-house survey, she said sults to top management
quantify the savmgs realized by a the centers, Ms Gibson said return on mvestment was conducted "You can't refute the facts coming "We need the data that speaks the
work/life program that is already in The results of the measurements m- from your own employees," Ms Gib- language and is understood by those
place but it also helps justify starting company avoid the mistake of open- dicated that, between 1993 and 1999, son said in positions to make decisions," Ms
such a program, said Stacey Gibson, ing centers m locations where Interest turnover has dechned for both sexes Also, each orgamzation must cus- Gibson said [al

Measure

Continued from page 2

milhon m additional revenue in the

In addition, the surveys helped the

Keys to successful worldlife programs

Practices worth copying

By MICHAEL PRINCE crease m the use of the company's child care ser-
vice In addition, 80% of the employees who used
NEW YORK-There is no single best way to the telephone resource and consultation service,
mtroduce a successful work/life program, ex- an employee assistance program, said that usmg
perts say the sennce helped some emplo>ees decide to stay
Instead, several best practices can help em- with the company
ployers to estabhsh successful programs, speak- Training supervisors to support the employ-
;ers said last month at a work/lIfe conference in ees' work/llIfe needs is a difficult component of
New York sponsored by The Conference Board implementing such a program, Mr Kleldsen
| and the Famihes & Work Institute said One best practice he used to overcome this
But overall, best practices must address the was having managers meet to discuss work/life
changmg work force and an organization's resis- issues when the company first implemented its
tance to changing its culture, speakers said program This institutionalized the issue, and
The need for work/lIfe programs Is growing as "for the first time, the managers had the green
compames seek to be an employer of choice "to hght to talk about work/lIfe issues " he said
remarn strong and viable," said Chnstian Kleld- In addition, work/hfe programs can some-
sen, vp, community and workplace programs at times prompt backlash from employees without
Johnson & Johnson m New Brunswick, N J famihes, he said One one way to diminish that
Because employees expect more today than in response is to open flexible work arrangements
the past, employers need to adlust their offenngs to all employees, not just those with children, he
accordingly, said Karol Rose, senior consultant said
with DCC Inc in Westport, Conn Following the formal presentations, the audi-
In addition, "a lot of work/llIfe pohcies were ence suggested their own best practices and gen-

N

| family structure is changing, she said future That 11st included

Work/hfe programs cannot east solely to ben- « Developing an office-hotel arrangement
efit employees, though, said Heidi Gomula, dllI- where telecommuters can reserve space when
rector of work/hfe for Bank of Amenca Corp in they come to the office for a day
Charlotte, N C « Creatmg "employee plus one" benefit struc-

"You need to look at them from a business tures, eliminatmg the quandary of who, other
perspective," she said If a program doesn't help than the employee, is ellgible for benehts This
the busmess, senior management might not sup- definition would allow a non-family member to
port the initiative, she said receive benefit coverage

And senior management support is critical to « Providing sabbatical leave without 11nlang
the success of any program, she said Ms Gomu- it to a dependent issue, such as a chtld's birth
la recommends identifylng a semor executive « Using technology for checking on elders,
who supports the program to act as its champi- both at home and in a facility
on, pushmg for its implementation and suppc,rt- « Asking retirees to volunteer as child care
ing the change of culture providers

Support from the top does not ensure success, - Forming a partnership among employers,
however Support and cooperation from middle employees and the government for dependent

i managers--those who directly oversee the work- care

Libel case dismissed

Statute of limitations applied to Internet posting

By JUDY GREENWALD apphcation of the traditional one-year statute

of limitations in the context of an Internet
SARATOGA SPRINGS, N Y -In a deci- publication”
sion that is expected to be influential nation- The decision was appropnate, Mr Gryglel
wide, a New York court has ruled that the said, "because to hold otherwise would ex-
statute of hmitations for defamation claims pose Internet information service providers to
filed in connection with material posted on a virtually unlimited hability time frame "
the Internet is the same as that for more-tra- Kevin W Goermg’ an attorney with Coud-
ditionally published matenal ert Brothers in New York, agreed "Contrary
Attorneys say the decision by New York's results would have meant that any media en-
Court of Claims m Ftrth vs the State Of New tity or Web site operator who placed anything
York is one of the first to address this issue on the Internet could always be sued, no mat-
and is apparently the first to be reported, ter how much time had passed since it first
which means it is a published decision that appeared on the Web, even if there had been
can be cited by attorneys in other cases no substantive change rn the content of the
The suit was filed by George Arth, a former statement," said Mr Goering, who is chair-

director of the state Dept of Emnronmental man of the New York State Bar Assn's Com-
Conservation's Division of Law Enforcement rmttee on Media Law

The focus of his claim was "The Best Bang for This "would have undermined the social
The Buck," a report issued by the Office of purpose of statutes of limitation, which is to
the State Inspector General m 1996 There- bring bnality to matters," he said

port, which was distributed on the Internet, Adam Liptak, semor counsel to the New

was highly critical of Mr Firth's management York Times Co, said, "If the statute of bmita-

designed for a 'traditional family," though that erated a wish list for what should be done in the style and the manner m which the procure- tions ran forever merely because the very

ment of weapons was undertaken, according same article that the New York Ttmes, for in-
to the March 8 decision, which was filed stance, has published m its newspaper is
March 17 posted on the Internet, the whole purpose of

Mr Firth had hled his claim against the the statute of 11rmtatlons would be undone "
state after the expiration of the one-year Mr Liptak said the New York Times cur-
statute of limitations that normally apphes to rently is a defendant m a comparable case,
traditionally pubhshed matenal He argued Van Buskzrk vs New York nmes, that has
that the statute is inapphcable, however, be- been filed in federal court in New York The
cause of the continuous availabillty of the al- nmes has filed a motion seeking dismissal of
legedly libelous matenal on the Internet the case

But Judge Francis T, Colhns, of New York's
Court of Claims, which deals only with civil Media/Professional Insurance In Kansas City,
suits filed against thestate, disagreed anddis- Mo,sad,"Ifyouthink about it, the fact that
missed the case

Gretchen Sayers, senior claims counsel for

an article pubhshed on the Internet continues

"While the act of makrng the document to be accessible each day after it is onginally
available constitutes a publication, in the ab- published does not mean the article is repub-
sence of some alteration or change m form, its hshed every day, any more than a book that
continued availability on the Internet does contmues to be avallable mahbrary s repub-

force-are also crucial, she said, noting that tkns « Creatmg an International strategy for not constitute a republication acting to begin lished every day after it is frrst pubhshed "

sometimes can be more dicult to obtain than work/hfe programs
support from the top To gam ths support, man-
ager trammg 15 needed, she said

= Designing more-creative communication
strategies to help managers understand and use

At Bank of Amenca, all of the managers' flexible work arrangements more effectively
trammg materials are put mto one package,
which she called' training in a box " Such an ap- on-mvestment ftgures
proach makes It easier for managers to learn « Developmg mass customization of employ-
about the programs and to steer an employee to- ee benehts, with employees creating their own
ward the appropnate one benefit prograrn

Also, a company should not implement too « Providmg paia days off for employees wish-
many programs, rather, it should focus only on ing to volunteer their time to the community
those targeted to address key concerns, she said * Telecommuting instruction to help people

Another best practice is to have internal pro- work better from home
cesses that encourage-rather than hinder-use « Providing backup child care if normal ar-
of the programs, Ms Gomula said rangements fall through

But even the best programs won't succeed rf
employees aren't aware of them Thus, a strong * Examining how small and medium-sized
and clear communication program is also need- companies can compete in providing compara-
ed, she said ble benefits

The company's results with the program speak * Subsidmng the purchase of home comput-
for the effectiveness of these practices, Ms Go- ers
mula said, noting that there has been a 200% in-

= Grounding work/life programs in return-

* Building workplace communihes

» Respondmg to work overload

the statute of limitations anew each day," Assistant Attorney General for New York
Denms M Acton, who represented the state

Mr Firth's attorney could not be reached in the case, said he is pleased with the ruling
for comment as to whether he plans to appeal "We think it's a well-reasoned decision," said

Defense attorneys praised the rullng Mr Acton, who is based in Albany

As the first reported decision on this issue, But plamtliffs attorney Jacob Zamansky, of
"this is an extremely signlhcant decision for Zamansky & Associates in New York, criti-
every entity that participates in the Internet cized the decision "When somebody purpose-
pubhcation business," said Michael J Gry- ly puts up a false and defamatory pubhcation
glel, an attorney with MeNamee, Lochner, Ti- on the Internet, it continues to be repubhshed
tus & Wilhams m Albany, NY, who special- every day thereafter," Mr Zamansky said
izes in First Amendment Issues "The legal issue is whether it was foresee-

"l think what was surpnsing was that this able that there would be a repubhcation in
case emerged in the context in which the al- this case | believe it was foreseeable, and that
legedly defamatory speech was issued by the the commissioner who put it up on the Inter-
state of New York, rather than from one of net intended it to be viewed again and again
the major Internet or electronic commumca- on the Internet,” he said
tions service providers," said Mr Gryglel

"Nevertheless," he said, "the pnnciple re- George Fzrth vs The State of New York,
mains the same and it remains important, be- State OfNew York Court Of Claims, Claim No
cause what thils decision really does is endorse 97999

said Judge Collins in his decision
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Your job has to involve risk.
Joining us doesn't.

Risk Managers
Solid Organization

Chances are you recognize the name GE for some
of our well-known, high-quality consumer products
and services. In the insurance field, the name you
should know is GE Financial Assurance (GEFA).
GEFA and our family of companies constitute a
dynamic organization, one that provides an
energizing environment where people have the
opportunity to learn, grow, and lead us to even
greater success. Currently, our locations in
Lynchburg, VA; Philadelphia, PA; Richmond,
VA; San Rafael, CA; Stamford, CT; Denver CO;
Seattle, WA; Tokyo; and London have key
opportunities for insurance professionals to

join us as Risk Managers.

Fxcellent Opportunities

RISK MANAGERS - In order to drive innovative

and creative approaches to risk management, we

Qualifications include a Bachelor's degree in
Finance, Accounting, Math or related field
(MBA preferred); proven leadership, analytical,
and problem-solving skills; knowledge of risk
management disciplines; and 5- years of broad
insurance (or related) experience including at
least 3 years experience in risk management.

Join Us

Need further proof that you should join us?

GE was recently named 'America's Most Admired
Company' for the third straight year in a survey by
FORTUNE® magazine. And we offer competitive
salaries, excellent benefits, and the kind of
advancement opportunities you'd expect from

a worldwide leader. Fpr consid€fition, please ‘- »-
e-mail your resume and salary.requirements to: -»-» -4
opportunities@gecareers.cbom (ASCII text »»»« -,»»
preferred) 6r forward to: GE, Suite 26, POBox- -
549231; Waltham/MA 02454-9231. You MUST refer <

seek individuals who will develop risk management to'code GEFA/220154/AN046 *'the subject line

plans that identify, measure, analyze, mitigate,

0,« 'of your e-mail message or on youf cover letter.

and monitor risks for the wide array of insurance / /Visitour website: wwmgefinancialassurance.com.---.;
products offered by GEFA These leaders will / / An Equal Opportunity, Employerl
implement processes that facilitate meaningful / 7 ' c - -

change for GEFA, denify emerging issues, and

ensure that efficient pre-loss plans that provide'i. T4 , 1// {1//:'{' B

risk solutions are in place.

]

71 3 /7 S

-1 =4 7

\ GE Financial»Assurance 1

', L_We bring good things to life./1

-fi'/
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To place your aid, contact li-ais Ainleslii

Phone: (312) 649-5340
Fax: (312) 649-7937

E-Mail: iamleshi@crain.com
Business Insurance, Classified Department,
74) N. Rush Street, Chicago, IL 60611-259()

Call for details on Blind Box

and Internet Advertising

BUSINESS OPPORTUNITIES BUSINESS OPPORTUNITIES

AGENCY ACQUISTION

We are an Investment Advisory Firm representing a client company in the
f nancial services sector rhat is interested in acquiring or investing in retail
insurance property and casualty brokers with the following credentials:

. A minimum of 5 years in business with an established renewal book of
business generating 9,000,000 plus in annual brokerage commissions.

. A specialty in small to medium sized accounts or in niche market
programs

. Excellent long standing relations with National or Regional Insurance

Carriers

« A streamlined process for conducting business in an automated

environment

. Current Audited Financia Statement and Book of Business
Profitability Analysis from appointed Carriers.

\Ne would prefer an East-Coast presence, but are open to evaluating
parties anywhere in the continental US.

All interested parjes may contact Tom Brown or Samir Dutt at 510
540-6776 for a confidential discussion.

BUSINESS OPPORTUNITIES REQUEST FOR PROPOSALS

FO R SALE INVITATION TO BID

Sealed bids will be received by the
Insurance Coverage Office - State
Personnel, 655 S. Bay Road, Suite 201A
Dover, Delaware 19901, for Excess Prop-
erty Coverage for the State, publi:
schools and property of schools of highe-
education until 2:00 p.m., May 19, 2000.
at which time they will be publid-,
opened.

LIFE INSURANCE CO.
40 State Licenses

Contact: Hugh Alexander
Alexander & Crabtree, P.C.
216 16th St., Suite BOO

Denver, CO 80202 Interested parties may inspect any and a 9

(303) 825-7307 bids after they are opened.

All bids submitted will be at net cost to
e-mail: halexand@alexcrab.com the State of Delaware. Within the Request
for Bid are the property schedules and
other information which can be secured

from the Insurance Coverage Office.
Interested agencies should provide i

Y prioritized list of markets you wish to
pursue by April 21,2000.

Or 9/*88 The | C Office for th
aN(fedfarne Siate of Dataware shail sontace sao |
| Ifxo 'U ésus agent with the approved markets for that

agency to approach. The timing of the
date stamp on the mail of facsimile sha |
determine the right of agent/broker ti
contact selected market/carriers. A, 1

Le al Notlce

IR

Request For
Prodo™ap

GRunlis

agents/brokers shall be notified by phone
within 5 days. Final submissions are due
May 19, 2000.

Three copies of bid proposal should be

submitted in a doubled seated envelope

clearly marked EXCESS PROPERTY
INSURANCE BID. DO NOT OPEN TIU

May 19, 2000.

The Insurance Coverage Office for the
State of Delaware reserves the right b
reject any and all bids. The Insurance will

be awarded or all bids rejected by June ,
2000.

nr-1.150

ti*> -Call
ais+44jt€”i

(31#649215340

881002/L, -

Mailing Address:
Debra Lawhead
Insurance Coverage Office
655 S. Bay Road, Suite 201 A
Dover, DE 19901
Phone: (302) 739-3651
Fax: (302) 739-5345

wWWW . businessinsurance.com

Business
INnNsurance.

For all the latest in Corporate Risk, Employee Benefit and Managed Health Care News
Visit Bl online for a host of in-depth news and services that include Updates, Datebook, Classifieds, Article Archive and more

New York: Tel: 212-210-0134 « Fax: 212-210-0704 « Chicago: Tel: 312-649-5276 « Fax: 312-649-7937 « Los Angeles: Tel: 323-651-3710 « Fax: 323-655-8157



Doctors

Continued from page 2

ployment policy for the National Assn of
Manufacturers m Washmgton

"This bill would hcense physicians and
pharmacists to engage in anti-competi- Contmued from page 1
whereby a bill must pass the muster of tive behavior to the detnment of con- involved the exchange of $200 ums and brokerage fees, said

Deal

Busmess Insurance, Apnl 3,2000 / 35

companies to diversify its book also be seen as a return to a
of business, but this direct more-simplistic approach to
transaction with State Farm risk management, said the
eliminated reinsurance premi- S&P's Mr Watson

"It's almost like going back to

other panels that can claim jurisdiction sumers and businesses It's one of the million of Japanese earthquake Yuichi Takeda, manager of the bartenng," he quipped

over some of its provisions before the full worst bills I've seen in this Congress," risk from TMF for $200 million commercial lines underwriting
House can vote For example, the House said Mr Trautwem, who is the NAM's of New Madrid risk from State department at TMF in Tokyo

Commerce Committee attempted to health care lobbyist

Farm (BIl, March 27)

claim lunsdiction over the bill because "We certainly don't want this to get The coverage is thggered by

one of its provisions required the Federal any traction"

Trade Srammission o reyiew the impact Charles, Kain

Committee's ranlang minority member- America, issued a statement condemning said

John Conyers, D-Mich -offered a the bill after the Judiciary Comrmt

Re
su

essful amerrdmeht that strippe

FIC language from the bill, thus remov- "Let's clear the air Antitrust exemp- by an earthquake of magnitude doing,' says Donald

mg the Commerce Committee's right of tons are mtended to augment providers' 65 or greater along the New Watson.
mcomes Allowmg health care profes- Madrid Fault, located in several

review

the magnitude of an earthquake

A president gf the Wfalsh- rather thF%rrl a moneta% amount gt's a very prudent

nsurance Assn of of loss, a State m spokesm

from TMF would be triggered

If no other committee is granted se- sionals to disrupt one-seventh of the na- Midwestern states The pay-
quential referral, and even if the full tion's economy for their own gain wlll ments would be on a sliding
House votes on the measure later this wreak havoc, even by conservative esti- scale, with 175% of the limit reinsurance contracts, but then reinsurance, Mr Watson said

month, its fate is far from certain No mates, and wll do absolutely nothing to paid for a quake of 6 6 magni- you pay premiums and lose cash

thing for both of these
tee's For State Farm, the payments companies to be

Despite its simplicity, TI\<IF's
program is an effective means

"Normally, we have used for two large companies to off-

set one large catastrophe expo-
sure that they cover extensively
with another that they do not
cover at all, Mr Watson said

"It's a very prudent thing for
both of these companies to be
doing," he said

And, despite the direct nego-
tiation between the two compa-
nies, the deal is unlikely to fore-
shadow the demise of reinsur-

ance brokers or conventional

TMF and State Farm both

companion legislation has been intro- Improve health care quality," Mr Kahn tude, rising to 100% for a quake flow out from the company needed to exchange risks with
of magnitude 7 1 or greater, he Here, we were fortunate to find similar entities, and few insur-

duced m the Senate, and the Clinton ad- said m his statement
ministration has expressed opposition to

has been made

Property/casualty insurance trade said
the measure, though no direct veto threat groups also oppose the measure

a good partner and save premi- ers are as large as themselves,

State Farm would pay out um being paid out,” Mr Takeda he said
"We're concerned about it because of similar amounts for earth- said

Employers and insurers hope that the the potential increase in health care costs quakes of equivalent magni-

A smaller insurer Interested

State Farm Group generally in doing a similar deal would

measure receives closer scrutmy m com- Obviously, anything that mcieases health tudes in Japan, as measured by cedes only 10% of its risks to likely have to search harder to

mg weeks

care costs indirectly mcreases costs for a Japanese system that uses a third-party reinsurers, a find a suitable fit and would
"l think they have some real issues to workers comp and automobile insur- different scale, the spokesman spokesman said
consider that it's pamfully obvious that ance," said Mehssa Shelk, vp-federal af- said

probably find it cheaper to buy

The exchange of risks is an conventional reinsurance in-

the Judiciary Committee did not consid- fairs for the American Insurance Assn in TMF normally buys conven- innovative way to diversify stead, Mr Watson said

er," said Nell Trautwem, director-em- Washington

Professional

lil tional reinsurance from other books of business, but it could

Mcirke,Ple

HELP WANTED HELP WANTED

» Risk Management
**4*¢rd P¥*55*mals . Insurance Brokerage
insure Their C#reers * RMIS Technology
- Safety & Loss Control

- -
+ Claims Management
Executlve » Risk Management Consulting
15 James Street, Main Level,
Recruiters Florham Park, NI 07932
Call 973-765-9000
Fax 973-765-9009
Nationwide Also Ask About Our
Temporary Opportunities
Caaall Won o WS |

RJCHARD MEYERS
82 ASSOCIATES. INC.

irmil

www.mia#ne.com

Your Experience Is About To Pay Off.

PLI Brokerage, a national insurance broker and subsidiary of The Chubb
Corporation, is seeking ambitious, aggressive and expenenced professionals
for various positions nationwide PLI specializes m niche personal insurance
sales and marketing and offers you the advantages of an entrepreneunal
culture with exceptional Fortune 500 benefits

Regional And Office M.Inagerf
Will manage sales and service for one or multiple PLI offices Should have

expenence working with upscale clientele and strategic alhances, including
financial consultants, mortgage lenders, and realtors

Relatio,14hip lianager,

Looking for highly motivated individuals who can foster new client relation-

ships through partnerships with financial consultants, affinity groups and real
estate businesses

Salet k.ecuti, es

If you have a strong entrepreneurial spint and the ability to bond well with
prospects and clients, determine their needs and provide appropnate services,
we have a position for you

All candidates should possess valid P/C License and experience m
similar position For Job opportunities m your area, visit our website at
www phbrokerage com Send resume to Human Resources, PLI Brokerage,
25 Independence Blvd, 4th Floor, Warren, NJ 07059 or fax to 908-903-6501
or e-mail to careers@phbrokerage com

) -«a
Equal Opportunity Employer
Personal insurance Pmfess,onal Solutions PLI Bmker* k

www . businessinsurance.com

HELP WANTED HELP WANTED

Manufacturing Industries
Group Manager

At Zunch US, we're changing the way people think about insurance premium growth The position is resident
and rtsk management serviceproviders It'sarevolutionofideas And at the company's headquarters in Elmira,

it's driven by the passion, the creativity, and the energy of people Just

See Deal on nezt page

70 place imirad, contact 11,116 Anile+,hi

Phone: (312) 649-5340
Fax: (312) 649-7937

E-Mail: iamleshi@crain.com

liuwne liuiance, C lieified Department,
741) \ Ru,h .htlect, Chicago, 11 60611-2590

Call for details on Blind Bor

and Internet Advertising

HELP WANTED HELP WANTED

Sales/Marketing VP Distinguished Programs

Niche Insurance/Reinsurance Company Distinguished Programs ts a rapidly

located in Upstate New York In search of growing entrepreneurial developer and

individual to assume responsibility for the wholesale distributor of propertykasualty

sales/marketing functions of two year old insurance products based m New York

company The opportunity for the right City We are currently looking to expand

candidate Is enormous The company's our team

products are well positioned to capitalize Senior Program Developer

N our customer need for our fdiche ” }

expertise and industry trend to outsource Tt'we successful candidate will be charged
with the development of new programs

set will be offered a robust wage, development through to marketing to

incentive and benefits package along underwriters

with the opportunity to earn an equity

stake in the company commensurate with New ideas will typically be generated by

visiting retail brokers to discuss program
opportunities and product ideas The
position requires you to creatively see
opportunities, identify ways to

New York

like you If you feel you can anticipate the needs of our customers and Allinquiries will be kept confidentialand differentiate the products and select

respond with world-class solutions and services, consider joining us

will be answered Please forward resume appropriate channels of distribution
and letter of introduction to A.1.C. 1120

Located m our national headquarters, ma NW suburb of Chicago, you Magee Street, Elmira, New York Y°U should have the equivalent of 5+

will provide strategic oversight for positioning Zunch U S in the targeted 14901.

Manufactunng industries producing combined lines premium greater
than $100,000 develop & execute business models to increase product
density, and raise the level of awareness within the marketplace This
position will potennally lead to the running of a targeted Manufactunng
Industry strategic business unit To qualify, you must have a minimum
of 12 years expenence in the property/casualty business Strong
preference for an individual with a combination of expenences
including management, marketing (staff and direct), underwriting,
services (t e engineering, claims, etc ) and alternative risk BA/BS
required, MBA or CPCU a plus Property & Casualty Producer
licenses also a plus

At Zunch US, we're focused for the future If you want to see your
future with Zunch US, please e-mail or send a scannable resume
including Ad Code T and salary history to

) careers@zurichus.com
Or Zurich U.S.,

Staffing Center
Ad Code T

e

ZURICH

www zurichus com

1400 American Lane

Schaumburg, IL 60196
FAX: 847/762.7002

An EOE/Smoke Free Environment

BUSINESS INSIRANCE CLASSIFIEDS
INSIJRE TOP (IIJALITY RESULTS

Call(312) 649-5340 for more information

years insurance industry experience
(preferably program development,
marketing or sales) In addition, you must

be a self-starter, flexible, independent,

DIRECTOR N
creative and resourceful

Florida Division of
Product Manager
State Group Insurance
We're also looking for a Product Manager

Seeking experienced candidates to to launch a new (and exclusive) product
Frowde managerial, administrative and ready m early May 2000 The product is
financial oversght of the State's group professional liability for _Commumtg
insurance program which serves 400,000 Association Boards of Directors Th
members Applicants should Fossess product will be marketed nationally to
comprehensive expertise In all aspects of the retail Brokerage Industry. with a
health care program design, procurement direct "retail customer" marketing
and management, including RFP component The responsibilities include
development, contract negotiations and mdentlfymgnspemflc broker segments,
contract performance monitoring and indentifying broker and retail clistomer
measurement Demonstrated experience buying requirements, |mplement|n%
m the field of he?lth care reimbursement strategaes for succ?ssful Bro ram growf
Insurance or selt-Insurance programs. and and"hands on sales to both broker and
the administration of such programs In retail customer segments You will
the public or private sector also desired interface with underwriting. legal/claims,
Salary range $56,490 - $115.223 Excellent and technology units within our offices
benefrts and also with those at the carrier
Closes April 28,2000 Submit resumes to The successful candidate should have the
Bureau of Personnel Management equivalent of 10+ years insurance industry
Services, D%Partment of Management experience, S|8n|f|cant sales experience
, Services, 4050 Esplanade Wax, uite 160, and success D&O experience a plus, and
Tallahassee, Florida 32399-095 (as In all our positions) be a self-starter,
flexible, creative and resourceful This is a
hugh visibility spot with focused resources
in a dynamic and fast growing
organization

Next Issue:

April 10
If you are interested m either position,
Clos|ng - please send a cover letter and resume to -
. Carla Vel, EVP
Aprll 4 Fax 212-297-3132

cvel@distinguished com
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D ea I "If TMF looks for a specific corn- tions, brokers offer expertise de- Re Ltd _ _ _ T™MF _iS ali _eady W_°rki”9_ ona
pany to swap with, the universe is rived from the volume of transac- Tokio Millennium wlll be capital- transaction with Munich Reinsur-
small It would be very much tions they have negotiated for and izedat $125 milhon andwdlbeused ance Co,he said

Contmued fromp, evlous page more difficult for other Japanese m- between many different parties, Mr to wnte other contracts for TMF and The deal wlll involve the exchange
Even if smaller reinsurers persist- surers to identify a partner and ne- Bolland said its Japanese clients, Mr Takeda of securitized Japanese risks with
ed in searching for partners to ex- gotiate a transaction, and if an in- The TMF and State Farm ex- said securitized U S risks, Mr Takeda
change nsks unth, they would likely termediary charges a small fee to do change will be coordinated by the A TMF unit set up in New York, said He said he could give no addi-
want to employ brokers to aid them It, why bother domg it yourself?" he head offices of TWIP' and State Farm called Integrated Solutions Group, tional details except to say that the
in their searches, said Gill & asked and a reinsurer just established in w111 negotiate some additional deals, effect of the deal unll be the same as
Roeser's Mr Bolland As in other reinsurance transac- Bermuda, called Tokio Millennium Mr Takeda said the State Farm exchange
= Berkshire-owned General Re Group cluding American Re, General Re, sation pool and the "regular" losses He said, "I have big concerns that
Re I n S u re rS are Included Swiss Re America Corp and Employ- "l think you'll probably still see 2000 is going to be a very poor year for
Net premiums written by all the ers Reinsurance Group, which he said some pretty high combined ratios rel- most people as well,” and if more pm-
Continued from page 2 reinsurers m the RAA survey rose produced their worst underwriting ative to what you'd expect m the in- mary msurers and reinsurers do not
last year's results "Obviously, 1999 9 1%, to $2121 bill.on The top 20 results since 1992 dustry, at least m the first mr aggressively increase iates, there w111
was a homble year for most relnsur- relnsurers reported a 23 1% increase, Mr Watson predicted theseremsur- months," he said But as the year con- be another year of subpar returns
ers and one that | would hope that we to $21 95 bilhon ers' 1999 underwnting losses wlll lead tinues, if it is a more-normal catastro- Bill O'Donnell, senior up-property
don't see again for quite a while," said "The full-year 1999 results were the to some withdrawal of capacity as the phe year, "l would think that, towards and casualty reinsurance in North

David Robb, president of reinsurance worst in 15 years, In companson to relnsurers revert to profitable pncing the end of the year, you'll see some im- America for Employers Re, who fo-
operations for the Hartford Reinsur- the overall insurance industry," said But "my guess is that 2000 wlll stlll provement m GAAP numbers, and cuses on direct business, said, "We're
ance Group Michael Smith, an analyst with Bear, be a bad year for the remsurance in- then there'll be a noticeable improve- certainly hoping for improved results
"I think the results for the reli'lsur- Stearns & Co in New York Mostly, dustr' " Rising claims inflation, as ment in 2001," said Mr Robb over 1999, and we've been working
ance industry were temble," said a "the reinsurance mdustry has had well as underpncing, willlead to fur- James Duffy, president and CEO of very hard" to ident® where losses are
spokesman for Princeton, N J -based better underwntmg results than the ther reserve strengthening, he said St Paul Re in New York, said, " Cer- taking place
American Re-Insulance Co "They overall msurance industry Notonly "Rate improvement unll beslowtofil- tainly, rates have begun tomove m Meanwhile, the top 20 reinsurers
were, clearly, substantially detenorat- was this year's combined deterlora- ter to the bottom line, given the nse of the nght direction as of Jan 1, and our reflect the mdustry's ongolng consoh-
ed from 1998 and reflect the need for tion worse, it was much worse than multiyear contracts that has locked expectation is that's going to continue dation For instance, a ceal by New

companies m the Industry to work we have seen since 1984," he said some reinsurers mto lower rates for through the year 2000 " York-based Folksamenca Holdmg
hard at re-estabhshing adequate Results reflect "simply the effect of the 2000 renewal penod " Mr Duffy said, "We're seeing im- Co Inc to acquire Greenwich, Conn -
pnces" competition finally getting to the rein- Mr Watson said that, assuming a provements in virtually every line or based Risk Capital Remsurance Co 's

"Hopefully, this is the wake-up call surers " There seems to be "cynical more-normal catastrophe year, S&P class of remsurance that we under- remsurance business was announced
we've been waiting for," said Jerome demand looking forandfinding naive projects an 108% combined ratio for write, some more than others We can earher this year (Bl, Jan 24) Swiss Re
Karter, president and chief executive capacity,” said Mr Smith the reinsurance industry this year Al- expect to see contmued improvement also announced its plan to acquire the
officer of New Yoik-based SCOR U S "When you line up the reinsurers m though that would be a five-point im- for thenext coupleof years " Calabasas, Calrf -based Underwnters
Group "Flnally, the rotten market order of statutory sluplus, top to bot- provement from 1999, "from an his- This year's results will "be some- Re Group late last year (BI, Dec 13,
has inflitrated our buslness so that ev- tom, the bottom half had almost twice toncal perspective, the 108% still what better" said Mr Karter Bu:, 1999) Winterthur Reinsurance Corp
erybody can see what's golng on, and the percentage Increase In premiums places it as one of the poorer showings "I'm not sure they're going to be a lot of America was acquired by New
that, therefore, is great Maybe some as the top half," said Mr Smith, who m the last decade," he said better | thmk there will still be a York-based Partner Reinsurance Co
people wul now feel the pain and start does not include reinsurance afhbates Others also beheve there w111 be at dnft-through” of the same negative of the US in 1998 (BI, Sept 7, 1998)
bemg reasonable about pilting"” or Berkshire Hathaway m his figures least some improvement this year, al- impact into 2000, he said Not appeallng m its traditional

The market's been competitive for He also noted that, of the 28 profes- though it may not be enough to re- "It really takes more than one year, place on the top 2011st is Greenwich,
a long time, and now the overall bad sional reinsurers m the RAA survey, store the industry to financial health and sometimes more than two years, Conn -based NAC Reinsurance Corp,
results are showing," said Steve Trr- 12 posted an operating loss "The "For 2000, | think the race levels before you begm to see the effect of a which was acquired by Bermuda-
ney, president and chief operating of- numbers are remarkable for how bad will start to improve," although they change m pricing," he said Some based XL Cafital Ltd Its net premi-
ficer of Philadelphia-based PMA they have gotten, considering that, wlll stll be lower than they should be companies began reducing their ex- um volume, which dropped to $111 5
Reinsurance Corp 'l think companies just a few years ago, the reinsurance because of overeapacity in the market, posure to this marketplace a year or milhon in 1999 from $481 3 milhon in
don't have many (reserve) redundan- sector was characterized by a very said PMA Re's Mr Tmey mole ago, "but for those who didn't, 1998, placed it below the -op 20
cies left to bring forward, and they re- high degree of pnce leadership," with "I do think that we are beglnxing to the pncing dnft will take longer to Paul Giordano, XL's general coun-
ally have to come to gnps with the a few very large companies exercising see improvements in the rewsurance work out, so, overall, | think this is go- sel, said NAC Re's net premiums wnt-
real results," he said a high degieof dsophne marketplace," said Hartford Re's Mr ing to be another tough year for the ten for 1999 do not reflect the $215

The top 20 reinsurers, based on net "For the better part of 13 or 14 Robb These improvements, he said, industry," said Mr Karter milhon in ceding commissions paid by
premiums wntten, fared somewhat years, you had a very stable reinsur- are dnven largely by 1999 resilts Amencan Re's spokesman said ft XL to NAC Pe for the business the
better than did the overall mdustry ance market that was very predictable Mr Robb satd he beheves tne straw w111 hkely take several years, based on Bermuda company reinsured It "does
They posted a 112 2% combmed ratio that has, all of a sudden, collapsed m that broke the camel's back was prob- individual company action, to restore not fully captt-re the ecoromics of the
for the year, compaied with 1043% aheap,"Mr Smith said ably the wmdstorms in France at the results to where they should be remsurance,” he said
for the yeal-earher period Business Donald Watson, director at the rat- end of December, which followed oth- Wilham J Adamson, CEO of CNA Major U S insurers are lobbying to
Insurance includes the reinsurance re- ing agency Standard & Poor's Corp er catastrophes, mcludmg other wind- Re, a unit of CNA Financial Corp m eliminate the purported tax advan-
sults oi Berkshire Hathaway, which m New York, said, "The big surprise, storms and the Taiwanese earth- Chicago, said, "l think it's the begin- tages held bl Bermuda companies
does not directly participate m the of course, was the underwriting per- quake, as well as the losses associated ning of the transition, but | don't see with U S units, including XI, (Bl,
RAA survey, although the results of formance of the big companies,” in- with the Unicover workers compen- people moving fast enough,, March 13)

Largest U.S. reinsurers' year-end 1999 results

Ranked by net reinsurance premiums written All amounts in thousands of dollars
Net Net
reinsurance reinsurance Policyholders Losses

premiums premiums surplus Net & loss Combined Ccmbined

Reinsurers written written (reinsurers income adjustment Loss Underwriting Expense ratio ratio
1999 1998 only) 1999 oxponses ratio exponsos ratio 1999 1908
1. Employers Re $3,509,319 $2,665,739 $5,382,773 $477,148 $2,719,090 81.2 $1,170,346 33.3 114.5 103.4
E_-2 American Re____ 2,821,261 2,276,153 2,146,112 (182,327) 2,456,943 86 2 819,145 29.0 115.3 103.8
3. General Re* 2,800,684 2,707,368 4,696,886 243,800 2,514,425 88.6 877,554 31.3 119.9 101.0
4. Berkshire Hathaway* 2,410,000 986,000 N/A N/A 2,573,000 108.0 65,000 2.7 1107 102.2
5. Transatlantic/Putnam 1,391,798 1,257,332 1,442,571 129,952 1,077,950 78.9 383,315 27.5 106.4 101.5
6. Everest Re__ 1,108,070 _ _ _1,017,766_____ 1,147,579 149,928 777,133 71.8 348,780 31.5 103.3 _ 103.3 3
7. St. Paul Re 1,056,401 1,056,230 N/A N/A 697,713 69.0 329,869 31.2 100.2 987
8 Swiss Re America _ 1,046,400 728,044_ _ _ 1,243,991 271,959 _ _ 732,848 76.6 344,476 329 109.5 _ 106.2 2
9. Zurich Reins. (N.A.) 967,313 852,503 906,193 107,399 708,468 70.7 356,863 36.9 107.6 113.3
10 Gerling Global Re 800,874 592,390 617,154 (10,332) 592,537 77.6 233,511 29.2 106 8 108.7
11. Hartford Re Co. 702,961 710,593 N/A N/A 507,418 74.5 230,061 32.7 107.2 105.7
12*OR U.S. Group 664,935 709,582 401,392 9,541 518,121 77.5 234,997 35.3 112.8 113.6
13. Odyssey Re 550,255 604,535 855,835 69,402 492,985 86.6 197,516 35.9 122.5 107.9
14. Underwriters Re 429,259 384,223 524,605 _ _ 46,033 _ _ 341,597 76.0 112,578 26 2 102.2 102.0
15. Signet Star Re 399,372 351,026 250,674 4,048 291,124 75.2 132,849 33.3 108.5 106.9
16. Risk Capital Holdings Group 306,726 234,735 290,082 _ _(44,561) _ 305,840 98 2 94,941 310 129.2 _116.4
17. Reliance Re 262,573 219,756 N/A N/A 238,231 92.7 98,414 37.5 130.2 103.1
18. PMA Re 260,095 231,932_ 287,635__ 34,412 _ _ _ 191,918 __ 69.8 82,713 31.6 101.6 104 3 1
19. Partner Re (U.S.) 240,263 82,528 335,828 (29,905) 158,062 83.9 79,757 33.2 117.1 113.2
20 American Agr. Ins. Co. 223,746 168,324 288,543 536 188,568 93.6 45,489 203 113.9 104 4
__ Totals for Top 20 $21,952,305 $17,836,759 $20,817,853 _ $1,277,033 $18,083,969 83.8 $6,238,174 28.4 112.2 104.3 j
Totals tor all companies $21,212,749 $19,439,312 $24,350,564 $1,391,175 $17,116,923 81.5 $6,857,035 32.3 113.8 104.4

* Berkshire Hathaway's worldwide operations and General Re's domestic operations continue to be reported separately
Source Reinsurance Assn of America and Business /nsurance



Commentary

Regulatory reform
options too limited

As editor, there are subjects | tackle on the editonal page that |
would never explore m this column and vice-versa One recent is-
sue, however, offers plenty of matenal for both state regulation of

A Bl editonallast week praised state regulators both for their
recognition of flaws in the current system and for therr bold effort
to ellrmnate those flaws and remvent how they perform their job

A more fundamental issue, however, of whether state regulation
is worth savmg was left untouched untll now

That, | beheve, is a key question that all stakeholders m the m-
surance Industry must answer before tms regulatory remvention
process moves forward Some insurer trade groups are wrestimg
with that question Others have been so hidebound m their sup-
port for state mgulatton that they are unhkely ever to question or
change that position And sbll others have been equally ngldly fo-
cused on a federal alternative to state overmght

For my part, | must admit that years of watehmg state regula-
tom and the National Assn of Insurance Commissioners have bred
in me a sense of cynicism that they can accomphsh even the sim-
plest of tasks without launching several committees, talking an is-
sue to death and amvmg at a conclusion only long after one was
called for (cynicism Is an occupational hazard of Journalism, my
workers comp claim is pendmg) Indeed, m its recent re-engineer-

mg mittative, the NAIC boasted of creating

more than half a dozen new committees to

tackle various issues

State regulators, their staff and the vanous
cogs m the NAIC appear to revel m bureau-
cracy, rather than m the attamment of a so-
lution or conclusion After all the fanfare
over the creation of committees and working
groups, the draftmg of white papers and a
lengthy senes of procedural votes, the actual
passage of a law or regulation typically is
anti-climactic It's not hard to see why, as
anything that comes out of the NAIC sbll

must be adopted by individual states before it truly takes effect

Therem hes the central flaw of state regulation- The inabihty to
assure that any two states are performing the functions of insur-
ance regulation m a conmstent and uniform manner This conms-
tency is crucial if the regulatory process is not to unduly burden
the companies it oversees The current discordant system not only
adds unnecessary costs to insurers that are passed on to buyers but
also impedes the competibveness of U S insurers globally

To be more efftcient and effective, many of the functions of state
regulation need to be handled centally and without deviation |
belleve these could mclude such tasks as hcensmg, rate and form
hhng and fmancial reportmg, to name a few

The NAIC, to its credit, has identthed these and other functions
as potential tasks to be undertaken m a more consistent manner
At the end of the day, however, the NAIC is an association, not a
legtslabve body That leaves the task of attaining a moe central-
ized, uniform regulatory approach m the hands of more than 50
difemnt}unsdictions

So what's the alternative? The federal government certamly
would overcome the problem of multiple lunsdictions not acting
m concert, but is that enough?

In terms of expenence with the insurance mdustry, the feds ob-
viously have far less exposure to the compleaties of personal and
commercial msurance than the states. Federal insurance programs
hke Medicare and the FDIC have httle in common with the poh-
cies purchased by most consumers and busmesses Insurance
would be as new to Uncle Sam as the challenges of regulating the
Internet, and the learning curve could be painful to Insurers

What about the cost of regulationp Each state now assesses van-
ous fees and levies premium taxes to finance its regulatory role.
Don't thmk for a mmute that the federal government would not
have to create a new funding mechanism other than mcome taxes
to fund its new position as insurance regulator

Finally, when it comes to bureaucracy, not even the NAIC can
beat the federal government's excesmve use of red tape, layers of
administrabve compleaty and vast hierarchy of officials and ad-
mmistrators It also is difhcult to conceive of the federal govern-
ment ever undertaking a process to remvent itself and scale back
the ectent of mgulation (despite Al Gore's assertions to the con-
trary), as states are propomng.

| used to think the federal government would be a better alter-
natwe to state regulation, mostly because the choice has always
been hmited to one or the other Now, I'm mterested m seemg
what alternatives the states have to offer It may be better than ei-
ther of the previous choices

Edztor Paut D Winston's commentaly appeats fortnightly. He
can be reached atpwmston@cram.com.
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for business mterruption losses and
relocation expenses

An official with McCrory Corp,
TG&Y's York, Pa -based parent, ad
The Cash Amenca International not return calls

Texas

Continued from page 1 buildmg in Fort Worth, where tenants Mr Deroche said he was told by a

storm a catastrophe number, which mclude federal agencies, sustained representative of TG&Y that damage
means that Insured damages are not heavy structural damage Windows to the store would amount to around
expected to exceed $25 milhon were blown out at the Tandy Center, $2 milhon and plans were to rebuild

In Fort Worth, " there is damage to a downtown office complex The Terrebonne Assn for Retarded
a large number of high-nse office The downtown area was closed off Citizens is rebuilding its facility at a
buildings" In the downtown area, said the day after the storm as crews cost expected to reach around $1 mil-
a spokeswoman for Mayor Kenneth cleaned up del)ns from the streets and hon, accordmg to Valerie Wallace, ex-
Barr There also was substanttal dam- removed window glass that posed a ecutive director of the organization
age to an area west of the city where danger of falhng The city was gradu- Ms Wallace said last week that a
many warehouses are located ally reopenmg parts of the downtown temporary roof had been constructed

The 36-floor office building occu- area last week for the facihty's administration build-
pied by Bank One Corp was among Alistate Corp said last week it had ing, and workers were repalnng a
the most heavily damaged received over 1,500 claims for damage shop that produced wood and metal

"Eighty percent of the glass is to homes and automobiles from the products on the property
gone," said a Bank One spokesman Texas storms Allstate would not pro- Four portable classrooms were
The storm also ripped away the ceil- vide dollar amounts for the claims knocked off their foundations, and a
ings m some offices, causmg spnnkler State Farm Group last week esti- building housing pottery lalns lost
systems to activate, he mud mated that it wlll receive more than part of a wall "Two greenhouses are

Bank One, which leases space on 32,000 auto and homeowners claims, gone completely," she said
several floors, expects to be out of the totahng around $1017 milhon, as a "In five seconds, it was through this
facihty for the several months needed result of the Texas storms place," Ms Wallace recalled "We had
to complete repairs "We have talked Meanwhile, many famihes In about 300 people out here," and with
to the building superintendent, and Houma last week remamed displaced only one injury, to a woman who frac-
there does not appear to be structural by the storm At least 27 famihes lost tured a leg bone, "we were very, very
damage,” the spokesman added all the]r possessions and had no ]nsur- fortunate," she said

He said Bank One has a business ance, according to Michael Deroche, Ms Wallace saidl she expects the as-
continulty plan and is checking to see director of the Terrebonne Pansh Of- sociations' property and business in-
which temporary facilities can pro- flee of Emergency Preparedness terrupbon coverage, written by Lum-
vide space "We're sorting out the The heaviest commercial losses bermen's Mutual Casualty Co, woll
were sustamed by a TG&Y Coast to cover the facility's losses

Because it was a tenant and not the Coast variety store and the Terre- State Farm said last week it had re-
building's owner, Bank One's proper- bonne Assn for Retarded Cltzens ceived 85 claims from personal 1Ines
ty loss is limited to damage to fumi- "The TG&Y was gutted from one policyholders In the Houma area
ture and equipment in its offices The end to the other," said Mr Deroche Those claims, for damage to homes
spokesman said he believes msurance He said much of the store's mventory and automobiles, amounted to around
w111 pay for such damage as well as was sold to a salvage company $200,000

Disability

Continued from page 1

available space in the area"

fund the benefit merease, according to Voluntary plans also streamlime ad-
the agency that operates Callfornia's ministration, Ms Kweller noted
State Disability Income fund "Many employers offer supplemen-
The state's Employment Develop- tal programs that ride on top of SDI
that have voluntary plans " ment Department conducted an actu- benefits," she said By integrating
Santa Cruz, Cahf -based software anal study m December and conclud- both the short-term and long-term
developer SCO Inc was affected by ed that the employee contnbution rate disability programs, "you have lust
the SDI rate suppression The rate has needed to be raised to at least 0 7% to one claim," rather than one with the
been held at 0 5% smce 1997 keep the fund solvent state and another with the employer
"At the lower rate, It'S been less But Gov Gray Davis, who took of- And employees in voluntary pro-
than break-even," said Jack Moyer, flee early last year, hesitated to raise grams usually have shorter disability
semor vp of human resources "The therateoutofconcemthatit mightbe times because these programs are
increase willl allow us to maintain ozir viewed as a tax increase more stnctly managed, she added For
Finally, after repeated warnings example, while the average claim un-
SCO, which has always self-Insured from the EDD and Callfornia's De- der SDI is for 12 7 weeks, the average
disability benefits for its more than partment of Finance, Gov Davis under programs adrmmstered by ICS
500 Callfornia employees, pays more agreed to mcrease the rate beginning is between 6 8 and 7 5 weeks, she said
than statutory levels-about 66 7% of April 1 But because It IS SO late In "The state has a non-managed envi-
salary up to $10,000 per month for the commg, many industry observers ex- ronment They pay whatever the doc-
first 90 days of disability If an em- pect another rate increase w,11 be nec- tor blllS," agreed Mr Bredehorn By
ployee is still disabled after 90 days, essary Jan 1, 2001 contrast, "we can have a dialogue
he or she is covered under SCO's LTD An additional rate hike willl hkely with the doctors and we can do in(ie-
program Both programs are adminis- make it even more attractive for em- pendent mechcal exams "
tered by Matnx Absence Manage- ployers to opt out of the state-run sys- VPA chents' disability claims aver-
ment Inc of San Jose tem and self-fund their own voluntary age 95 weeks, compared with the
As news of the rate hike spreads, disability programs, said ICS' Ms state's 12 7-week average, he said
administrators of voluntary plans are Kweller "If your loss expenence is And voluntary plan claims usually
hoping to generate renewed mterest m less than that of the state pool, you're are processed more quickly than those
self-fundmg better off self-insuring," she said that must wend their way through the
Employers can determine if it'S state bureaucracy, observers say
"It takes three or four weeks for the

benefit levels "

"It's definitely sparked activty,"”
said Rick Bernstein, director of sales worth malang the switch with a little
and marketmg at Matrix "More and math, accordmg to ABD's Mr Brown state to process a claim, but it'S in-
more employers are asking for feasi- Each employer should add up the stantwith a voluntary plan,” Mr Bre-
premium contnbutions that its em- dehom said

"We are gearing up for it We obvi- ployees would make and subtract its The experience of San Jose -based
ously have the hope that Interest w111 actual disability claims expenence KLA-Tencor Inc illustrates what a
increase becauseof thechanges,"con- from that total "M there's a 15% to voluntary plan with aggressive dis-
curred Kim Doyle, disability product 25% surplus sitting there, then It'S ability management can do
development leader at Standard In- worth trying"” to self-msure, Mr
Brown said "In younger populations, 65 per 1,000 employees, KLA-Ten-

"Mostemployers havebecome com- we've seen (surplus) numbers ashigh cor'sislust 35 per 1,000 workers Its
placent,"” said Deborah Kweller, divi- as 50% "
mon president of Integrated Care Ser- Self-insunng also helps employers compared with the average of 12 7
vices Inc, a voluntary plan adminis- attract workers, notes Martm Grable,
trator based in Torrance, Callf "But president of Matrix "In today's tight has to cover everybody-meludmg
thils is an opportumty” employment market, employers have the unemployed,” said Bill Louie,

While broker ABD Insurance & Fi- to look at all available means to keep global benefits manager for the com-
nancial Services of Belmont, Cahf, and retain workers," he said "This is pany, which supphes equipment to
doesn't expect much voluntary plan one more benefit that has a return on the semiconductor mdustry
activity thls year, it Is hoping for a lot mvestment " "But when you seM-fund, you take
Employers that self-msure can use yourself out of the SDI pool So em-
2001, said Dave Brown, senior vp m any surplus funds to provide ncher ployers can essentially cherry-pick
ABD's employee benefits division disability benehts, while those that We have better demographics Our

The hike, which wall take effect participate in SDI cannot, Ms average employee is 35 years old So
Apnl 1, was needed to help fund an Kweller pomted out This can make we're able to providebetter benefits at
increase in benefits implemented Jan self-insunng cost less, she added

baty studies”

Whlle the state claims' frequency is
surance Co m Portland, Ore

"The state has a hard Job because it

of new busmess beginning Jan 1,

the same cost," he said
1 this year Although the legislation
that raised weekly disability benefits tary plan clients have saved over $55 tered by Matrix, KLA-Tencor offers
to $490 from $336 had increased the milhon" collectnvely, Mr Grable said disability benefits to its 2,400 Cahfor-
amount of Income tapped for workers'
contributions to $46,327 from chents save an average of 30% on the salaryup to$2,308 perweekor$10,000
$31,767, that stlll wasn't enough to SDI Contribution rate

"Over the past 12 years, our volun- Under its voluntary plan adminis-

VPA's Mr Bredehorn says his nia employees that pay about 66 7% of

permonth forup toayear



managed care plans Pomeroy offered his assessment, the

Turning to another issue of interest House Judiciary Committee gave its
to RIMS, Rep Pomeroy said he does overwhelniing support to the bill and
not beheve medical records privacy moved It on for a vote by the full
legislation wlll be enacted durmg the House (see story, page 2)

Rep Pomeroy said that he thinks current Congress "We'11 need your On an issue that RIMS vehemently
that managed care has "pulled a lot input as thls goes forward," he said opposes, the Occupational Safety
of the slack-xcess utillzation-out On another health care-related and Health Administration’'s propos-
of the system" but the effectiveness bill-one that has not been a high al to promulgate a national er-
of cost-control measures may have pnonty for risk managers-Rep gonomles standard, Rep Pomeroy
resulted m diminished quahty of care Pomeroy called the Quallty Health- said that while he chdn't know a lot
in some srtuations Care Coalition Act, which would about the details of the proposal,

"I ended up voting for the House grant physicians exemption from some of its provisions dealing with
bill, with some reservations, but | federal antitrust law In thelr negoti- workers compensation sounded
supported it," he said dunng a ques- ations with managed care plans, "a "screwy " He said that while he dis-
tion-and-answer session He also temble idea " agreed with earher congresmonal ef-
"This total broad exemption is an forts to prohibit OSHA from even
supporters of the bill Intended to overreaction," he said He predicted studying ergonomic issues, he as-
subject employers to expanded lia- that the measure would pass the sured his audience that "if OSHA re-
bility through a broad reading of em- House but "stall out" in the Senate ally overreacts, there will be a leg-
ployer "discretion" m providing Fewer than 24 hours after Rep islative response "

Bill

Continued from page 1
health care "

noted that he doesn't belleve that

Washington insiders offer tips

RIMS gets lobbying lessons

By MARK A. HOFMANN LeBoeuf, Lamb, Greene & MeRae three issues He warned that "some-
L L P m Washington Risk managers thing of a poisonous atmosphere"

WASHINGTON-When it comes going to the H11 need to speak with has descended upon Capitol HIll m
to lobbying approaches, ignorance is clarity and honesty as well, she re- recent weeks The looming elections,
not bllss for rtsk managers who want marked the narrow margin by which the Re-
to get their message across on Capi- Ms Alexander also noted that pubhcan majority holds control and
tol Hill some of the issues of interest to risk a bitter controversy over how House

That was one of numerous pieces managers "will be there next year leaders went about choosmg a House
of advice offered by experts-includ- and the next year " She pointed out chaplam all have contributed to that
ing lobbyists, congressional staffers that she began working on financial situation, he said That atmosphere
and a congressman-to those attend- could spill over
ing the second annual "RIMS on the jRep. Earl Pomerox D-N.D., into issues that
Hill" legislative conference held by shouldn’t be parti-
the Risk & Insurance Management o#ered Ear/fs Ru/es'as a san m nature, he
Society Inc in Washington last week noted

Risk management issues are m- guide to Capitol Hill and

creasinglyecoming.to.the forefront," 911

Chubb Corp 's Washington office
These issues Include cyber Secunty,
e-commerce and privacy matters, he
said . i attendees heard

The event Included a day of visits effeCtlvely to Ieglslators.
to congressional offices by RIMS Rep Earl Pom-
members RIMS had already chosen modernization legislation in 1982- eroy, D-N D, and a former president
three issues of mterest to stress dur- an effort that did not come to of the National Assn of Insurance
ing the Capitol 811 visits-the Occu- fruition until last year Commissioners (see story, page 1)
pational Safety and Health Adminis- Mary Beth Carozza, chief of staff Rep Pomeroy offered "Earl's Rules"
tration's proposed ergonomics stan- for Rep David Hobson, R-Ohio, ad- as a guide to understanding how the
dard, managed care reform and vised her hsteners to make clear why All works and how to present a mes-
health care privacy they are visiting the congressional sage effectively

"Know your audience," said Alex office "We need to hear what your * Keep it simple
Sternhell, a top banking staffer for bottom hne is,"” she said She also ad- * Never underestimate congres-
Sen Chnstopher Dodd, D-Conn vised visitors to the Hill to use the sional inertia
Risk managers and others hoping to meeting as an opportunity to express ¢ Perfection can be the enemy of
make their point shouldn't go to a their thanks for somethmg the law- the good
lawmaker's office without knowing maker has done, such as co-sponsor- * Pick your battles carefully
how the member voted on a relevant ing legislation of mterest to risk = Increasing the complexity of a
bill or how the member generally managers bill significantly decreases the
stands on an Issue Joel Wood, semor vp-government chances of passage

"Never walk Into an office without affairs for the Council of Insurance * Never underestimate partisan-
havmg done your homework," said Agents & Brokers in Washington, ship
Donna K Alexander, counsel with urged his audience to stick to the

After hearmmg

from the congres-
sional staff and

to help risk managers the lobbyists who

t thei regularly deal
presen elr message with Congress, the

from a lawmaker,

= Civil war is fatal

= = Union Carbide Corp of Danbury, each dollar thereafter
D O l I l I CI I e Conn, permission to fund group term Also, as in Vermont, a dedicated
hfe insurance benefits through the unit within the insurance depart-

Continued from page 2 U S Virgin Islands branch of its ment would be estabhshed to regu-
domicile "Certainly, this is modeled Bermuda-based captive, Westbridge late captives
after the Vermont law," Mr Csiszar Insurance Ltd Under the plan, the "We would have a knowledgeable
said captive reinsures a portion of hfe in- staff dedicated exclusively to cap-

Like Vermont's law, the South surance policies wntten by tives,”" Mr Csiszar said Other states
Carolina legislation mcludes modest Metropolltan Life Insurance Co also have attractive captive statutes,
capitahzation requirements and low In addition, Columbia Energy but they have not established sepa-
Group of Herndon, Va, is awaiting rate regulatory unlts in their Insur-

Smgle-parent captives could be word from the Labor Department on ance departments for captives
formed with capital and paid-m sur- whether it can use a Vermont branch If the legislation is passed, Mr
plus of $250,000, while association of its Bermuda captive, Columbia In- Csiszar envisions South Carolina
captives estabhshed as stock compa- surance Corp Ltd , to reinsure long- havmg a fleable regulatory climate
nies would need $750,000 in capital term disabillty policies wntten by without preconceived notions on
and paid-m surplus Liberty Mutual Insurance Co unit what capbves can or cannot do

In another provision modeled after Employers Insurance of Wausau In addition to an attractive statute
Vermont's captive statute, the South Under South Carolina's legislation, and regulatory system, South Caroh-
Carolina measure would permit the captive premium taxes would be na also offers a lower-cost operatmg
formation of "branch captives " Un- Identical to those in Vermont Taxes environment, he said
der such an arrangement, a company would be 0 4% on the first $20 mil- If South Carolina passes captive
with an offshore captive could create hon of direct mtten premiums, legislation, it would become the fith
a branch m South Cal'olina 0 3% on the next $20 milhon, 0 2% stateinthe pasttwoyears topass such

Specifically, the branch would be on the next $20 milhon, and 0 75% a measure Mame, New York, Rhode
used to fund employee benefits, a on each dollar thereafter Island and Nevada are the most re-
nsk that, under the Employee Retire- Reinsurance premiums would be cent states to enact captive legislation
ment Income Secunty Act, cannot be 0225% on the first $20 milhon, But, sofar, only a handful of captives
insured m an offshore captive Last 0 15% on the next $20 milhon, 0 05% have been established m the newest
year, the Department of Labor gave on the next $20 milhon, 0025% on domiciles 1ai

premium taxes

Updates

Risk manager pay increases

NEW YORK-Senior risk managers' average annual salary rose
to $110,000 last year, a 7% increase from 1998, a newly released
study reports

Employee benefit managers weren't as fortunate, though, accord-
1ng to the 2000 RIMS Compensation and Benefits Survey Their av-
erage pay has fallen $1,000 over the past two years, to $57,000 in
1999

The survey, produced by the New York-based Risk & Insurance
Management Society Inc , offers compensation data on risk man-
agement departments in the United States and Canada It allows
organizations to compare compensation levels and benefits among
risk managers, employee benefit managers, claims managers, safe-
ty managers, risk management analysts and administrative assis-
tants

The report found that senior risk managers, or the top risk man-
agers in an organization, work an average of 47 hours per week and
supervise 11 employees Those top risk managers have been in their
position for eight years, on average

The average safety manager has been in his or her current posi-
tion for six years and earns $62,000 per year The average claims
manager makes $57,000, having been at his or her current position
for five years, according to RIMS The average benefit manager has
been in his or her present position for six years and supervises four
employees He or she works, on average, 44 hours per week

Copies of the 2000 RIMS Compensation and Benefits Survey are
available for $95 for members of the Risk & Insurance Management
Society Inc Copies are $110 for associate members and $125 for
non-members To order, contact Maria Alfaro at 212-286-9292 ext
230, or visit the Education and Research section of RIMS' Web site,

www rims org

Limit, Wellington may merge

LONDON-Limit PLC and Wellington Underwriting PLC are
in preliminary merger talks but are keeping quiet regarding the de-
tails of their discussions

If the two were to merge, the combined entity would be Lloyd's
biggest independent insurance group, with a market value of about
£376 million ($5989 million) Limit and Wellington's combined
syndicates would have premium capacity of about £1 24 billion
($2 00 billion), representing roughly 10% of the Lloyd's market.

Australian insurer QBE Insurance approached Limit about a
merger last year, but its offer was rejected QBE has said that it has
not been approached by Limit recently and is not involved in talks
with the group

Stephen Searby, associate director of Standard & Poor's in Lon-
don, said that consolidation m the Lloyd's marketplace iS in-
evitable Such activity, he said, is "being driven by the requirement
for Lloyd's market companies to achieve critical mass "

Michigan combines regulators

LANSING, Mich -Michigan has consolidated its regulation of
insurance, financial institutions and secumties into a new office
that will begin operating April 3

The Office of Financial and Insurance Services was authorized
earlier this year, when Gov John Engler signed an executive order
merging the Michigan Insurance Bureau, the state's Financial In-
stitutions Bureau and the Securities Division of the Corporation,
Securities and Land Development Bureau The new office, known
as OFIS, will operate within the state's Department of Consumer
and Industry Services

"We are the first state, m the wake of Gramm-Leach-Bliley (the
federal financial modernization act), to go to a new organizational
structure,” said Commissioner of Insurance Frank M Fitzgerald
Mr Fitzgerald will serve as the first OFIS comnussioner, following
a four-year appointment by the governor earlier this year

"By combining these agencies into one office, we will be able to
improve service and protection for consumers, while allowing
Michigan companies to effectively compete in the national and in-
ternational marketplace,"” he said "Working together, we know
that we willl not only continue to regulate these areas effectively, we
will also be able to use resources more efficiently, streamline pro-
cesses and better serve both the industries we regulate and the pub-
lic at large,"” Mr Fitzgerald said

The consolidation of state regulatory units is not expected to af-
feet the number of staff members needed to oversee the market-
place, Mr Fitzgerald said

Briefly noted

Standard & Poor's Corp has lowered its financial strength rating
of Markel Corp. units to A from A+ following the completion of
Markel's purchase of Terra Nova (Bermuda) Insurance Co Ltd and
its affiliates The downgrade reflects Markel's reduced capital and
increased financial leverage, S&P said . . The Hartford Financial
Services Group Inc. has offered to buy the outstanding shares of
Hartford Life Inc for $114 billion The Hartford already owns
81 5% of Hartford Life Gregory E Murphy, chief executive of-
ficer and president of Selective Insurance Group Inc., has been
named to the additional position of chairman of the insurer He
succeeds James W Entringer, who is retiring Dale Crandall has
been named president of Kaiser Foundation Health Plan Inc. and
Kaiser Foundation Hospitals Inc Mr. Crandall was previously chief
financial and admmistrative officer of Kaiser Standard & Poor's
Corp has affirmed ItS AAA insurer financial strength rating of
Swiss Reinsurance Co. but revised the outlook to negative from sta-
ble S&P cited weakened underwriting performance and uncertain-
ty of Swiss Re's return to historical underwnting levels



Busmess Insurance, April 3,2000 / 39

FTRFOR THE RECORD Excerpts from B/'s Daily Online Updates, March 27-31, 2000

|, LINCOLN NATIONAL ENDS DISPUTES Lmcoin | WISCONSIN BLUES Blue Cross & Blue lung cancer after smoking for 25 years Be-
National Corp. has settled disputes with sev- Shield United of Wis- cause the verdict marks the first time cigarette
eral remsurers over workers compensation consin will convert to makers have been held responsible for the

carve-out a for-profit insurance health of a person who started smoking aftei

LINCOLN business it 1 -4 corporation after the IVA,= the surgeon general began requiring warning

NATIONAL :’;S”"”‘:’ Wisconsin insurance labels on cigarette packages m 1965, the com-

roug commissioner gave panies say they should not be held hable. The

CORPORATION an,11-fated approval last week for the transaction. Under trial judge allowed the jury to base its finding

- Unicover terms of the proposal, the Milwaukee-based of hability on advertising .
Managers Inc. faciity. The dea, lerms of " . Blues will transfer 100% of the new compa- and other events that oc- 8----

; : . ’ “zzo b ny's equity value to a new foundation designed curred before the plaintiff was - - -)J
settles disputes between Lincoln National and .e< -4 to promote public health. Over time, the foun- born, said William S Ohlemeyer, ]
Reliance Insurance Co., which ceded the busi- r c, 251 Z.'. dation will sell its equity stake m the for-profit vp and associate _ __ x = !
ness, and between Lincoln National and its PHOTO NEWSMAKERS Blues to the University of Wisconsin Medical general counsel for 1 lil—>-"1
retrocessionaires The underlying workers School and the Medical College of Wisconsin Philip Morris, in a

comp business, for which Reliance acted as a | BUS. TRAIN COLLIDE Three children were for medical research and education, according statement announcing the company's intent to
fronting reinsurer, was written by Fremont killed and at least three individuals, includ- to Insurance Commissioner Connie L O'Con- appeal. As a result, the companies will argue
Compensation Insurance Group and Bridge- ing two children, sustained critical injuries nell. A value has not yet been determined for m their appeal that the jury's verdict resulted
field Employers Insurance Co. after an early morning collision last week be- the health plan. from the court's decision to allow considera-
tween a Murray County, Ga., school bus tion of novel legal theories not supported by
and a CSX Transportation Inc. train. A h MEATRECIll Sara Lee Corp. unit Ball Park the facts, Mr. Ohlemeyer said Insurance cov-
spokeswoman for the Tennessee Department Brands has announced a 15-state voluntary re- erage information was not Immediately avall-
of Safety said that the school bus was pick- call of 34,SOO pounds of Ball Park franks and able, although California public policy pro-
ing up students of Northwest Elementary beef franks feared hibits msurlng pumtive damage awards.
to contain the po-

6 6_ ;i Q. ::'- |t|, : *|| EeZo'dJ!ZeEf(GuF'eredaenglﬁ Sam fee, tentially deadly INFORMATION IN BRIEF Bermuda-based

bacteria listeria Amencan Safety Insurance Group Ltd. has

w:-, 29)" -—--265', a.m. on March 28, according to the monocytogenes. purchased Oklahoma-based excess and surplus

U Dli stpokeswoman. A CSX spokeswoman con- . ,-FV4X No related illnesses hnes insurer Trafalgar Insurance Co. for $16.3

2EE - -= firmed that the company is insured for any h- have been reported mllhon. ASIG writes msurance and remsurance

ability stemming from the accident, although to date, according for specialty risks, mcluding environmental ila-

she declined to provide details on the cover- to a statement is- bility and employee leasing. . . .Mary Hennessy

TTTTITI111111111111111111111111111 age. sued by the Chica- has been api)omted chief executive officer of
go-based company. Bermuda-based reinsurer Overseas Partners

# HOSPITALS SUE BIG TOBACCO Joining the Greg Sykes, prest- Ltd. She will succeed Scott Davis, who will re-

[, SATELLITELOSS PROBED A software error battle against tobacco companies, 145 New dent and chief executive officer of Ball Park mam on OPL's board of directors. Ms Hen-
on the ground was the likely cause of the York hospitals have filed a suit in state court Brands, said the company is working closely nessy previously was OPL's president and chtei
explosion that destroyed a satellite insured in Mineola, seeking $3.4 billion to recoup with the U.S. Department of Agriculture "to operattng officer. . . .The National Committee
for $235 million last month, according to the costs of treating patients with tobacco-re- take the most responsible actions that best for Quality Assurance has granted full three-
aerospace consortium Sea Launch. Sea lated ilinesses. serve the interests of our consumers." The year accreditation to the Western Region oper-
Launch, which conducted the launch, said The suit charges that the tobacco industry company has said that the recall is not related ations of PacifiCare Behavioral Health, a unit
preliminary investigations indicate that the and their research and advertising agencies to a December 1998 recall of 15 million of PacifiCare Health Systems. . . ,Gerlmg
software error impeded a valve from clos- engaged m a coordinated effort to Sell pounds of meat products. Insurance coverage Group has opened a credit insurance agency m
ing in the rocket's second-stage pneumatic cigarettes, despite knowing that smoking information was not immediately available. Chicago to serve North American chents. Ger-
system The resultant drop in pressure trig- Causes illnesses. The hospitals Claim they ling Credit Insurance Agency Inc. is intended to
gered the automatic flight termination sys- have suffered substantial losses in treating TOBACCOAWARD Tobacco companies Phillp broaden the Insurer's presence m North Amer-
tem, a Sea Launch statement said. The the tobacco-related illnesses of the unmsured Morris Cos. and R.J. Reynolds Tobacco Co. ica. ...Pittsburgh-based tnsurance broker
Ukrainian-built Zenit 3 SL rocket was car- and of Medicaid and Medicare patients, m will appeal a $20 million San Francisco jury HDH Group Inc. has helped form a bank-
rying a telecommunications satellite owned cases m which the hospitals were not fully re- award to a dying smoker and her husband. A owned group captive domictled m the Cayman
by London-based ICO Global Communi- imbursed for their care. Under New York 12-member San Francisco Superior Court jury Islands. The captive, PennBanks, is owned by
cations. The lead insurer on the satellite law, hospitals are required to provide emer- last week ordered the two companies to pay eight Pennsylvania banks. Initially, it wil write
was Lloyd's of London's Marham Space gency and other care, regardless of a pa- $10 million each in punitive damages to Leslie credit life and credit disability coverage and
Consortium. tient's ability to pay. Whiteley, a Callfornia woman who developed plans to add other hnes m the future.

Find daily coverage on Corporate Risk, Employee Benefit and Managed Health Care News at www.businessinsurance.com
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E W Blanch Holdings Ini NYS 2000 3.23 6735 71.75 1831 2316 HCC Insurance Holdings NYS 1325 4.50 0.47 25.13 800 353 XL Capital Ltd NYS 55.38 11.03 6.75 67.19 39.00 3162

Gallagher Arthur J & Co NYS 32.50 6.56 o.39 33.13 22 56 1562 ING Groep N V NYS 5500 -o23 o.84 6394 ae.81 548 Zenith National Ins NYS 22.19 B.56 7.58 26.69 18.75 111
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Brown & Brown NYS s8.69 480 o.08 40.63 2031 120 Lincoln National NYS 3350 4.48 1e25 5750 22.63 s7as Foundation Health Systems Inc NYS soo o7 1950 2006 .25 3304
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Accel International Corp NDO o.88 ©.00 1250 2.88 o.s0 3 MMI Cos Inc NYS oss oea 14.49 1744 331 262 United HealthGroup NYS 5963 381 1224 7000 so38 3612
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Ambac Financial Group NYs sos8 s sar e300 s8.88 2286 Penn America Group Inc NYS 713 1739 8.06 11.44 663 183

American Financial Grouo NYs 28.63 1958 853 ss3s 1838 ss6 PMA Capital Corporaticn ~NDO 1760 44 1195 2113 1600 52
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American Intl Group NYS 10950 174 127 11450 78 56 19370 PXAE Corp NYS 1700 1930 3077 2188 o004 o3

American Safety Insurance NYS s.7s 2.22 11.54 1000 sso 73 Reliance Group Holdings NYS 3.50 175 a717 1088 281 2831

Argonaut Group NBo =0.00 o-e3 o094 27.94 1688 388 RellaStar Financial Corp NYS 33.88 383 13.56 as81 2375 2262

AXA UAP Group NYsS 71.69 0.7 0.97 73.63 53 75 388 RenaissanceRe Ho'digs Ltd NYS 40 88 7.92 0.00 asz.1e 3000 286

Baldw.n & Lyons Inc NDO 1938 o158 1243 2405 1625 1 Ask Capital Holdings ~NDOo 1638 s.65 2070 22.00 1100 207 2.150

Berkley W A Corp NDO 23.08 3039 1048 29.13 1400 1426 RLI Corp NYS 33.50 a.48 147 sss1 2625 64 ' 2707936 -

Berkshire Hathaway Inc NYS 57200 00 a.38 196 78600 00 40800 00 B St Paul Cos NYS sa1a 1ses 130 a7 06 2.1 7oaa 2,100 -

Capitol Transamerica Co p NAS 1213 187 2050 16.00 o.38 68 SCoRrR NYS a7.2s5 131 6.78 s8.56 40 00 10 2,050

Chubb Corp NYs 67.56 13.19 19.98 7638 aszs 77so SAFECO Corp NDO 2656 s.o7 678 4675 18.00 7c08 2.000

CIGNA Corp NYS 7s.78 -o.ee 597 os.63 so7s sisa SCPIE Ho'dings Inc NYS 3063 103 67 36.94 23.69 NA ’

Cincinnati Financial Corp NYS 3763 10.66 18.04 4250 =26.19 1869 Selbels Bruce Group NDO 156 P ror 6os oy ren 1,950

Citigroup NYS 59.31 2.06 651 6238 3830 51113 Selective Ins Group NDO 1706 sa1 0.73 2250 1463 267 1,900

CNA Financial Corp NYS 32.31 s.9 1701 4531 2456 647 Terra Nova Ins Co Ltd NYS 22.75 0.00 24.17 azea 2031 162 1.850

CNA Surety NYS 1394 0.00 721 1556 o7s 274 Tokio Marine & Fire nNoo 5244 5.93 1131 6700  45.00 214 )

EMC Insurance Group Inc NDO 7.75 882 1507 1338 7.63 es Torchmark Corp NYS 2313 514 2043 2800 18.75 2600 1800 n-

£56 R Limied nDo 400 sss  azss 2005 319 577 Tranatiantic Holdings nvs ssso  7a4s  wea  ssso  esrs 11 1,750 A

Enhance Financial Services NYS 14.13 5.04 1308 24.75 10.75 a3 Travelers Property Casially NYS a1 25 0.30 20.44 a1.88 27.69 5262

Fremont General Corp NYs 638 642 1356 217e 469 1380 Unico American Corp NDO 4.75 1739 3214 11.13 4.75 159

Frontier Insurance Group NYS 1.00 -2333 7091 1728 ©-.es8 2801 United Fire & Casualty NDO 1925 132 14.92 3050 1738 30 2/11 218 225 3/3 3IA0O 387 3/24 3/31

Saisco Inc NYs 594 i roar 694 3.94 136 Unitrin NDO 3975 325 s65 az.38 3050 1322

Base=100 on Dec 29, 1978

Top advancing issues. W.R. Berkley Corp, Ohio Casualty Corp, Mutual Risk Management Ltd Leading decliners. Frontier Insurance Group, Meadowbrook Insurance Group, Penn-America Group Inc. Most active issue. Citigroup. The 8/ Index gained 2 5%;
the Dow Jones 30 Industrials decreased 1 7%, the S&P 500 went down 1 9%, and the NYSE Composite fell 0 796. Average P/E- Brokers, 191, Insurers/reinsurers, 190, HMOs, 108.

Source CNET/nvestor (investor cnet com) Boulder, Colo
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U When an employee is disabled on or
off the job, everyone suffers. But that
doesn't mean your bottom line has to.

With LibertyOneSH, | keep disability costs

E from swelling. Fact is, direct and
indirect disability costs can take up to
E , 14% of a company's payroll. That's why we
created LibertyOne, an integrated disability
S

management solution designed to save
you money. By utilizing cross-trained
specialists, consistent return-to-work
practices and integrated outcomes
reporting, LibertyOne saves our customers
an average of 15% on their disability
costs. Why suffer over the swelling costs
of disability insurance? Simply skip the

a aspirin and call me in the morning. //
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