See
takeout
section

inside

i -

I A

o :
THI {
T LLETLE:

"FELLLLELELLLLE
Sm===s=ss=s=ks:

Summmmmmsa:
e m D S 8

T0 SUBSCRIBE CALL

1-800-678-9595




Together.... We Can Make A World Of Difference.

a

- Y#HF

ij)
J In Gaelic, Aon connotes "unity:
A . S

lo us, Aon h more tban d name.,. it is our culture.

Recently, lue u,elcoined Alexander 6 Alexander Services Inc.

and Bain Hogg Group PLC to our family of companies.

Our union exemplifies a commitment to offer clients it,Irivaled
resources and zilliquely skilled, interdependent teams specializing

in risk management, risk transfer and consulting serrices.

For creative solittions anytime, anyu,here,

Aon is tbe only name you need to know.

AON Aon Group



Business
Snsurgmece

Entire contents copyright 1997 by
Crain Communications Inc. Al rights re: erved

Reporting Weekly on Corporate Risk, Employee Benefit and Managed Health Care News / $4

APRIL 7, 1997

Employers get a break
on portability compliance

By JERRY GEISEL

WASHINGTON-Regulatory ag-
encies are easing employers' bur-
den of complying with a federal
law that curbs their ability to
deny coverage to employees with
pre-existing medical conditions.

That federal law will force tens
of thousands of employers to
modify their health care plans to
meet the new requirements, which
are aimed at making it easier for
workers to change jobs without
fear they will lose coverage for
pre-existing conditions.

In general, employers can deny
coverage for up to 12 months for
new employees' pre-existing con-
ditions. But that exclusionary pe-
riod must be offset by employees'’
prior coverage. For example, if a
new employee had coverage for
six months from a prior employer,
his or her new employer could
deny coverage for a pre-existing
condition for a maximum of six
months.

The key to implementing these
new requirements-which for

many employers will kick in on
Jan. 1-is a certification state-

ment indicating how long employ-
ees had coverage. Employers will
have to provide these certification
statements to employees when
they lose coverage, such as when
they terminate employment.

This certification requirement
begins June 1. And many employ-
ers are not aware of this deadline.

"You don': have a lot of time to
react and get things in order,”
said Frank McArdle, a consultant
with Hewitt Associates L.L.C. in
Washington.

But the federal agencies-the

See Conditions on page 30

Partner Re diversifies

through SAFR acquisition

By GAVIN SOUTER

HAMILTON, Bermuda-In an apparent about face,
Partner Re Ltd., which has championed the need for
Bermuda property catastrophe reinsurers to focus
exclusively on that business, is about to become one
of Bermuda's most diverse reinsurers through the
purchase of Paris-based Societe Anonyme Francaise

de Reassurances.

New partners

of SAFR wil| heIP Partner Re diversify its bUsiness ,«§
bution bylinesof business. -." ..i t'*-

The acquisition )
1996 premium distri
Partner Re
Property 97%
> Automobile O
Other casualty f ——
f Ute _ o
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S Credit and surety O 's
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VM $206 million

Gross premiums
written 1996

Source: Partner Re Ltd

While the two companies will maintain separate

operations, Partner Re's $950 million acquisition will

tise.

expose it to risks outside property catastrophe lines
for the first time.

Previously, Partner Re President and Chief Execu-
tive Officer Herbert N. Haag has forcefully argued
that reinsurers should stick to their areas of exper-

However, SAFR management has the expertise
necessary to justify the diversification, Mr. Haag

said. Conversely, the non-proportional reinsurance
expertise at Partner Re will help SAFR grow, he said.

SAFR-
lysts say.
45%

But any post-acquisition growth by Partner Re or
SAFR will likely not match the stellar growth Part-
ner Re managed to attain in its first few years, ana-

The deal has an unusual structure and centers

_—

around the minority shareholding Swiss Reinsurance

7 Co. in Zurich has in both Partner Re and SAFR.

— = a4
$700 million

Swiss Re had previously announced it would in-
crease its stake in SAFR to 78.4% from 21.56% by
buying up the 46.8% owned by Paris-based Assur-

ances Generales de France and the 10.04% owned by
Athena Assurances, an affiliate of Paris-based

GRAPHIC BYADAM 001

See Partner Re on page 17

Soft market forces facility
its book to CNA

to shift

By MARK A. HOFMANN
INDIANAPOLIS--Soft com-—
mercial insurance market condi-
tions have claimed a risk reten-
tion group formed to help mem-

bers cope with now-distant hard
market conditions.

American Justice Insurance Re-
Retention

ciprocal (A Risk

Group), which is sponsored by the

National Sheriffs’ Assn. of

Alexandria, Va., has agreed in
principle to move its existing
book of business to Chicago-based
CNA Insurance Cos.

The move reflects competitive
market conditions, Tom Dickman,

vp of JWF Specialty Co. in Indi-
anapolis, said last week.

JWF Specialty administers the
Indianapolis-based group. AJIR
was formed in 1990 to succeed the
troubled Star Pool, an NSA-spon-
sored, lllinois-domiciled self-in-
surance pool that was the target
of a half-dozen cease-and-desist
orders during its brief existence
(Bl, Feb. 5, 1990).

The continuing soft liability
market may force other risk re-
tention groups to reconsider
whether their current underwrit-
ing practices best meet their
members' needs, observers say.

AJIR's decision is "fairly self-

explanatory,"” said Mr. Dickman
Even successful alternative risk

vehicles find the current market-
place "difficult" to operate in, he
said.

In a March 20 letter announcing
the plan to 140 AJIR subscribers,
mostly sheriffs' departments and
agents, the risk retention group
reported that it had posted
"mixed results" last year. Al-
though premium volume grew
12% to $4.25 miillion, surplus
dropped 13.4% co $1.44 million.
"This decrease is primarily at-
tributable to an increase in claim
losses incurred during 1996, re-

See RRG on page 20

Updates

KAL to appeal record verdict

for pre-crash pain and suffering

UNIONDALE, N.Y.-Korean Air Lines has
filed a motion to set aside a $2.1 million ver-

diet to the father of a college student killed
by the downing of Korean Air Lines Flight

007 in 1983.

The verdict was based on the claim that the

plaintiff, Alice Ephraimson-Abt, experienced

pain and suffering while the plane plummet-
ed toward the sea after a Soviet missile

struck it off Sakhalin Island. VVerdicts based

on pre-death pain and suffering in airline
crashes are rare, lawyers say.

See Updates on nert page

Employment
liability risks
grab attention
of managers

By SALLY ROBERTS

Employment practices liabil-
ity suits are no longer a back-
burner risk exposure.

In fact, 74% of risk managers
responding to a recent survey
said their companies faced em-
ployment practices lawsuits in
the past year.

Discrimination and sexual
harassment allegations and
employment practice liability
lawsuits-particularly in the
wake of the headline-grabbing
cases against Texaco Inc. and
Mitsubishi Motor Manufactur-
ing Co. of America-are com-
manding increased attention
among risk managers.

The survey of 247 risk man-
agers conducted by Chicago-
based Aon Risk Services Cos.
Inc. offers a barometer of risk
managers' concerns and atti-
tudes on a range of topics, in-
cluding: their profession, bro-
ker consolidation, government
and public policy and use of
the Internet. The study will be
released next week at the Risk
& Insurance Management So-

ciety Inc. conference in At-
lanta.

For the past nine years, New
York-based

Alexander Services Inc. has

Alexander &

conducted the survey.

A&A was acquired in De-
cember by Aon, a prime exam-
ple of the hot trends addressed
in the study.

Another trend

closely
tracked by risk managers is
employment practices liability.

Of the risk managers who
said cases against their compa-
nies were litigated, 47% of the
risk managers said their com-
panies won, another 47% said
their companies settled while
the remaining 6% report los-
ing, the survey said.

Despite these statistics, 61%
of the surveyed respondents
said they do not carry ennploy-
ment practice liability insur-

"There's a general feeling
that management does not do
as good a job" enforcing poli-
cies and procedures aimed at
mitigating potential discrimi-
nation problems if they know
they are insured, said Rick
Broderick, director of risk
management for VF Corp., a
Wyomissing, Pa.-based appar-

Hot topics

Aon surveyed risk managers on a variety of
current topics and issues.

Employment
discrimination litigation
74% faced employment practices

litigation in the past year

Industry consolidation

66% say recent brokerage
consolidation has not

affected them

Internet

77% have access to the Internet,
and 67% have e-mail links to their *li.li.-
brokers or consultants

/9 Integrated benefits

| ¥ 70% are not integrating any combination
of workers compensation with group medical,

A long- or short4erm disability and sick pay

Source: Aon Risk Services Cos. Inc.

GRAPHIC BY JOHN HALL
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Updates

Airline wants verdict set aside

Continued from previous page

Generally, awards to the surviving family of plane crash victims are
based on the deceased's future earnings. But because Ms. Ephraimson-
Abt was in college, that was inapplicable. '

Of the verdict, $2 million was for Ms. Ephraimson's pre-death pain and
suffering, while $135,000 was for her father's loss.

Previous awards in airline crashes that have been based on pain and
suffering prior to the crash have not been this large, said Lee Kreindler of
Kreindler & Kreindler in New York. He frequently represents crash vic-
tims but did not represent the plaintiff in this case.

The attorney for the airline, George Tompkins Jr. of Tompkins Harakas
Elsasser & Tompkins in White Plains, N.Y., said this verdict is the largest
from Flight 007 for pre-death pain and suffering, surpassing the previous
high of $1.3 million.

CNA faces suit over ADA

CHICAGO-The Equal Employment Opportunity Commission is su-
ing CNA Financial Corp. for allegedly discriminating against people with
disabilities.

According to a lawsuit filed by the federal agency's Chicago office last
week, CNA and subsidiary Continental Casualty Co. allegedly refused to
reasonably accommodate and ultimately fired a former computer pro-
gammer who suffered from a herniated cervical disk.

In a statement, the EEOC aJso alleges the insurer discriminated against
disabled individuals as a class because the company"adheres to a policy
that requires a penson returning to work to be able to immediately resume
what CNA describes as all 'normal’ work activities without regard to
whether the employee needs a reasonable accommodation."

The claims against CNA were brought under Title | of the Americans
with Disabilities Act of 1990.

A spokesman for CNA said, "We strongly believe we have fully com-
plied with the law."

This is an important case because "It asserts rights of employees to
work even though they may need accommodations," said Jean P. Kamp,
an EEOC supervisory trial attorney.

The agency said it will seek injunctive relief, back wages, reinstatement
and compensatory and punitive damages for the individual and the class
of persons affected by the policy.

$675 million in cat damage

RAHWAY, N.J.-Catastrophes caused an estimated $675 million in in-
sured property damage during the first three months of this year, accord-
ing to the Property Claim Services division of the American Insurance
Services Group.

Nearly 40% of the total-$265 million-stemmmed from a series of
storms that devastated portions of the South and Ohio River Valley dur-
ing the end of February and early March, according to PCS (BI, March
10). PCS also reports that catastrophe-related claims for the first quarter
of this year reached an estimated 364,000. a relatively low volume.

This year's first quarter ranks as the seventh-costliest on record in
terms of total damage. The costliest first quarter was in 1994, when the
Northridge Earthquake in California played a key role in pushing insured
property damage to $14.5 billion.

Much of tobacco suit dismissed

MIAMI-A Florida state court judge dismissed most of a class-action
suit seeking billions of dollars in damages against the tobacco industry.

The judge threw out claims seekjng money for smoking-related iliness.
Those claims concerned allegations that the tobacco industry failed to
warn about the risks of smoking, concealed its addictiveness and used ad-
vertising to hide the risks.

Circuit Court Judge Alan Postman determined, based on U.S. Supreme
Court precedent, that these claims were pre-empted by the federal law
that mandates warnings on tobacco labels.

The decision lets stand claims for design defect, fraud and those against
the Council for Tobacco Research, an industry research group.

Robert Heim, an attorney with Dechert Price & Rhoads in Philadelphia,
who represents Philip Morris Cos., said the decision "is a victory, but not
one that will end the lawsuit." He added that numerous federal courts
have arrived at the same decision.

A trial on the remaining claims is scheduled to start in September.

Meanwhile, Circuit Court Judge Irene Berger in West Virginia has al-
lowed the remaining two claims in the state's suit against the tobacco in-
dustry to proceed. Those two claims are for breach of West Virginia's con-
sumer protection and antitrust laws. In February, she had dismissed most
of the state's claims seeking reimbursement for health care costs (BI, Feb.
24). The state will appeal that ruling.

Also, Liggett Group Inc.'s settlement with 22 state attorneys general has
been extended to include California, San Francisco and 10 California
counties. Although California has not sued any tobacco companies, it will
participate on the same terms as the other states in the settlement reached
last month and will receive documen-s and assistance from Liggett em-
ployees if the state pursues litigation against other tobacco manufactur-
ers, as well as receiving part of any settlement fund. San Francisco and
the counties will obtain the same assistance with their suits but will not

participate in the monetary fund.

Kroll to continue AIG role

NEW YORK-Security consultant Kroll Associates will continue to
serve as a consultant to American International Group Inc. after its ex-
pected sale to Atlanta-based Equifax Insurance Services Group.

Equifax plans to spin off its insurance services group this summer, af-
ter which the spinoff company will acquire New York-based Kroll. The
newly emated company will be called ChoicePoint.

See Updates on page 30

Predictions for 1994 results on target

Lloydt profit over £1 billion

By STACY SHAPIRO

LONDON-LIoyd's of London's
preliminary 1994 profit of £1.01
billion ($1.73 billion) is in line
with forecasted predictions.

The results are not as good as
Lloyd's 1993 global profit of £1.08
billion ($1.68 billion), but they re-
fleet a good year when rates were
high and there were few catas-
trophie losses, underwriting
agents note.

Lloyd's preliminary results, an-
nounced last week, are -pure" re-

sults before tax and after mem-

bers' personal expenses, such as

members' agents fees. The results
are based on an initial review of
syndicate returns representing
94% of the market's 1994 capaci-
ty of £10.9 billion ($16.13 billion)
and projections for the remaining
syndicates. There were 179 syndi-
cates underwriting in 1994, which
closed at year-end 1996 under
Lloyd's three-year accounting
system.

Lloyd's predicted last year that
it would report a profit equal to
9.3% of the market's 1994 capaci-
ty, or £1.01 billion (BI, March 31).

The market's final tally will be
announced when Lloyd's global

results are published in early
June.

However, syndicate analysts
Syndicate Underwriting Research
Ltd. said it expects Lloyd's final
1994 profits will exceed the pre-
liminary results. SURL estimates
the market's global profit is closer
to £1.17 billion ($2 billion)-
slightly larger than 1993-before
members' agency fees. Lloyd's
preliminary results also exclude
adjustments on syndicate reserves
that could be released to mem-
bers, SURL states.

Neither Lloyd's nor SURL's

See Lloyd's on page 6

Judge dismisses lawsuits
filed by EMLICO reinsurers

By DOUGLAS McLEOD

BOSTON-Reinsurers have no

standing to challenge Electric
Mutual Liability Insurance Co.'s
controversial 1995 move to Ber-
muda, a Massachusetts judge has
ruled.

Suffolk County Superior Court
Judge Patrick J. King last week
dismissed lawsuits filed by sever-
al EMLICO reinsurers against the

Massachusetts Insurance Division
contesting the division's approval
of the redomestication.

The lawsuits-originally filed in
late 1995 by General Reinsurance
Corp. units, Kemper Reinsurance
Co. and Lloyd's of London under-
writers-touched off an interna-
tional legal battle that has raged
for more than a year over the
hugely insolvent EMLICO (B,
Dec. 11, 1995).

In a statement, EMLICO's
Bermuda liquidators said the rul-
ing clears a potential roadblock to
approval of a settlement between
the Massachusetts division, EM-
LICO and sole EMLICO policy-
holder General Electric Co. over
the redomestication.

A lawyer for one of the reinsur-
ers, meanwhile, said the case was
"wrongly decided" and that rein-

See EMLICO on page 30

Improved prognosis

Pricing should bring better year for HMOs: Analysts

By JUDY GREENWALD

The financial outlook for HMOs
is improving after the squeeze
that intense competition and ris-
ing pharmaceutical and outpa-
tient costs put on 1996 profits.

With the industry's move to-
ward rate hikes that are averaging
3% to 5%, most HMOs and ana-
lysts anticipate this year is likely
to be a better year for HMOs than
1996, and next year will be even

stronger.

For 1997, "the outlook is for
much more stable, perhaps im-
proving, margins,"” said Mark
Jamilkowski, an HMO analyst
with Conning & Co. in Hartford,
Conn.

In particular, "The large, more
well-established and perhaps bet-
ter managed companies appear to
have an improving outlook for
1997, as their pricing is ahead of
anticipated medical trends, and

Cleanup costs ruled

JEFFERSON CITY, Mo.-The
costs of a government-ordered
cleanup of a polluted site are
"damages" and are covered by
general liability insurance poli-
cies, the Missouri Supreme Court
has ruled.

In the ruling, the court rejected
an insurer's argument that insur-
ance policies do not cover equi-
table relief such as ordered
cleanups.

In another pollution ruling,
New York's highest court ruled
that a Long Island-based policy-

Inside

» A recent court decision points up the fact that Superfund
reform requires legislative, not judicial, action, one of this
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holder could not redeem cleanup
and defense costs under its liabil-
ity policy.

The New York Court of Appeals
ruled that the word "sudden” in
the pollution exclusion included a
temporal element.

This is the first ruling by the
Missouri Supreme Court on insur-
ance coverage for mandated
cleanups.

The New York high court's rul-
ing that the word "sudden" in the
pollution exclusion included a
temporal element had been held

they seem to have a firmer grasp
on the cost drivers both from the

medical and administrative side,’
Mr. Jamilkowski said.

"The pricing trends are much
better,” said Todd Richter, an an-
alyst with Dean Witter Reynolds
in New York.

Much depends on the im-
pact of cost trends when first-
quarter results are released,
Mr. Richter said. "The early

See HMO on page 32

damages'’

before. However, it is the first
time that the state's highest court
has ruled there is no duty to de-

fend if the pollution was not sud-
den.

In Farmland Industries Inc. us.
Republic Insurance Co., the Mis-
souri Supreme Court overturned a
lower court's decision to exclude
coverage for compulsory cleanup
under Superfund.

The insurers argued that the
term "damages" means legal dam-
ages and does not cover equitable

See Pollution on page 24
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Quackenbush fined $50,000
in flap over cam paign funds

By JOANNE WOJCIK

SACRAMENTO-California In-

surance Commissioner Chuck

Quackenbush has agreed to pay a
$50,000 fine for violating state

campaign. disclosiys.laws by un- .

contributions from insurance in-

dustry donors.

Meanwhile, the
Names Assn. Inc., a group of U.S.
investors in Lloyd's of London,
charges that the commissioner is
siding with Lloyd's in its securi-
ties fraud suit because the market
was a major contributor to his
1994 campaign.

Mr. Quackenbush filed an ami-
cus curiae, or "friend of the
court,” brief March 20 in the 9th
U.S. Circuit Court of Appeals in
Los Angeles seeking reconsidera-

AMmerican vi—

tion of its March 6 decision to al-
low U.S. names' suit against
Lloyd's to
go forward
" federal

court.

The oth

Circuit had
-

4 _I agreed with
9 a San Di-

ego trial

1 -",1 court's
1995 deci-

sion to dis-

cruited U.S. investors for the mar-
ket.

Mr. Quackenbush's amicus brief
supports Lloyd's assertion that
the entire suit should be dismissed
because the names gave up their
right to sue the market in U.S.
courts when they signed their in-
vestment contracts.

The contracts included a "forum
selection"” clause that required all
litigation against Lloyd's to be
filed in the United Kingdom, ex-
plained attorney Dean Hansell, a

miss the partner in the Los Angeles office

Mr. Quackenbush portion of

the suit ad-

dressing state securities laws (B,
Sept. 18, 1995).

But the appellate court ordered

the trial court to hear arguments

over whether Lloyd's violated fed-

eral securities laws when it re-

of law firm LeBoeuf, Lamb,
Greene & MacRae, which repre-
sents Lloyd's.

In his brief, Mr. Quackenbush
asserts that if LIloyd's were put on
trial for federal securities laws, it
would subject the business of

See Fine on page 16

Alternative market bias

dwindling, regulator says

By RODD ZOLKOS

CHICAGO-The alternative

risk financing market has grown
to the point that both traditional
insurers and state regulators seem
to be accepting the need to work
with it rather than against it, a

state regulator says.
"Both the conventional insur-

ance market and
regulators have

corne to accept
the alternative
insurance
ket,"

Michael J. Mori-

INnar-

said

arty, supervising examiner in the
financial condition property/ca-
sualty bureau of the New York
Department of Insurance. "Per-
haps it's an 'if you can't beat
them, join them' mentality.”

"We have to adapt to the alter-
Nnative insurance market in the
regulatory community,” Mr. Mo-
riarty said as part of a panel on
regulatory relationships at the

NRRB

National Risk Retention Assn.'s
annual conference last month in
Chicago. "It's not the govern-
ment's job to tell the insurance

market which way it should go,”
he said.

"The alternative insurance mar-
ket is here to stay, and that's
what's changing the attitudes of
insurance regulators,"” Mr. Mori-
arty said.

Another pan-
elist said Mr. Mo-
riarty's words
bode well for the
future of the rela-
tionship between
risk retention groups and other
alternative risk financing vehicles
and state regulators.

"l think we're seeing as we lis-
ten to Mike Moriarty an end to the
antagonism between the alterna-
tive markets and regulatory agen-
cies," said Philip C. O1sson, prin-
cipal with the O1sson, Frank and

Weeda P.C. law firm in Washing-
ton and counsel to the NRRA.

Another panelist, Jeffrey P.
Johnson of the Primmer & Piper
law firm in Montpelier, Vt., cau-
tioned, though, that some state in-
surance regulators either don't
understand or are wary of the
Risk Retention Act, the federal
law that allows risk retention
groups to operate nationwide af-
ter meeting the licensing require-
ments of one state.

"The basic point is the beat goes
on, and while we found many
state regulators who understand
the Risk Retention Act, we found
many others who still don't like
it," Mr. Johnson said.

Mr. Moriarty agreed that many
regulators don't like the law. "I
think states still generally oppose
the Risk Retention Act, but only
because it was forced on us by the
federal government,”" he said.

While he said he thinks many
viewed the Liability Risk Reten-
tion Act of 1986 as "an act of con-
venience by Congress-it was a

See RRGs on page 12

Coalition teams with HMOs
In the name of quality care

By JOANNE WOJCIK

KANSAS CITY, Mo.-A
Kansas City employer coalition
is hoping it can improve health
care quality and standardize
outcomes data reporting by
working side-by-side with area
health maintenance organiza-
tions in crafting health plan ob-
jectives.

The coalition has established
guidelines to help employers and
HMOs contract on the basis of
performance rather than other
measures such as cost. The
coalition anticipates that cost
savings will be a byproduct of
the program.

The objectives integrate well-
ness and preventive health, oc-
cupational health, high-risk
pregnancy prevention, behav-
ioral health and traditional
medical care. They rely heavily
on performance measures estab-

lished by the Washington-based
National Committee for Quality
Assurance and the Portland,
Ore.-based Foundation for Ac-
countability. The objectives also
focus specifically on how health
care is being delivered locally-
something existing measures
such as the NCQA "report
cards" have yet to do.

Some health care industry ex-
perts say that the coalition's
data collection goals are a fairly
tall order, given that HMOs cur-
rently have limited data collec-
tion technology.

Still, the coalition is offering
up "Model Performance Objec-
tives for Employer-HMO Con-
tracting" as a starting point for
standardizing HMO perfor-
mance measures, explained
Robert L. Brown, president of
the 100-member Mid-America
Coalition on Health Care, which
over the years has worked to de-

velop a model voluntary private
sector health reform initiative.

After the conclusion of a nine-
to 12-month pilot project sched-
uled to begin this summer, the
objectives will be implemented
over a three- to five-year period,
according to Mr. Brown. It took
the coalition nearly two years to
develop the guides.

"The coalition believes strong-
ly that collaboration among em-
ployers and health plans is the
most productive path for reform
of the health system, improve-
ment in the delivery of care and

containment of health costs for

employers and employees," he
said.

"Wouldn't it be great for the
Fortune 500 companies, includ-
ing the five or six that are here,
to agree on something like per-
formance contracting? That way
the health plans would say,

See Coalition on page 31
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PBGC premium
cuts sought

Agency surplus cited by employer group

By JERRY GEISEL

WASHINGTON-WIith the
Pension Benefit Guaranty
Corp. reporting its first sur-
plus ever, employer groups are
calling on Congress to pass
legislation to lower the insur-
ance premiums employers with
defined benefit plans pay the
agency.

As expected, the PBGC last
week reported an $869 miillion
surplus in its single-employer
insurance program for fiscal
1996. The program pays bene-
fits to workers and retirees in
underfunded corporate pen-
sion plans that the agency has
taken over. Typically, the
PBGC terminates underfunded
pension plans and assumes
their benefit obligations when
companies are in such finan-
cial difficulty that they no

longer can afford to make con-
tributions to the plans or when
companies go broke and are
liquidated.

The PBGC's surplus was an-
nounced by President Clinton,
the first time the nation's chief
executive has reported on the
agency's financial results.

President Clinton said the
PBGC has made a "remarkable
recovery." He noted that it was
only a few years ago that the
agency's financial future was
so bleak that some people be-
lieved a federal bailout-along
the lines that was implemented
in the 1980s for the belea-
guered savings and loan indus-
try-was in the offing.

Indeed, in 1993, the PBGC
touched bottom with a $2.9
billion deficit, the difference
between assets and guaranteed

See PBGC on page 16
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High court to rule
on expert testimony

By MARK A. HOFMANN

WASHINGTON-The u.s.
Supreme Court has agreed to re-
view a Georgia case involving
how much discretion a district
judge can exercise in determining
whether expert testimony is ad-
missible.

The case, General Electric Co.
vs. Robert K. Joiner, arose when
Mr. Joiner claimed his exposure to
polychlorinated biphenyls-better
known as PCBs-had caused him
to develop lung cancer. Mr. Join-
er, a chief electrician for the city
of Thomasville, Ga., sued General
Electric and other manufacturers
of electrical equipment, claiming
they should be held liable for his

condition.
The case went before the U.S.
District Court for the Northern

District of Georgia, where a judge
in 1994 cited the 1993 U.S.

Supreme Court ruling in Daubert
us. Merrell Dow Pharmaceuticals
Inc. to disallow Mr. Joiner's use of
certain expert witnesses. The
Daubert ruling, which involved
birth defects allegedly caused by a
woman's ingestion of the antinau-
sea drug Bendectin during preg-
nancy, sets criteria for federal
court judges charged with decid-
ing whether an expert's testimony
is sufficiently grounded in science

to be admissible.

The district court judge said the
testimony of two experts in the
Joiner case did not meet the crite-
ria.

"Evidence of causation in hu-
man beings was lacking and. . .al-
though in certain instances scien-
tists may use some kinds of ani-
mal studies as an indication of
causation of a particular human
disease, in this case such support
was absent because there were
only two studies, they used mas-
sive doses and their findings were
only preliminary,” wrote the

court.

Mr. Joiner appealed to the 11th
U.S. Circuit Court of Appeals in
Atlanta. In a 1996 ruling. two of
the three judges hearing the case
said the district court had gone
too far in its interpretation of the
Daubert decision; a third sided
with the district court. General

Electric appealed to the Supreme
Court.

In its petition for review, GE
said "one more circuit here has
taken a position on the unavoid-

able question left unanswered by
this court's decision in Daubert

vs. Merrelt Dow Pharmaceuticals
Inc. That question is what is the
standard of review to be applied

See Supreme on page 16
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"Risk managers have to have slalls, "The question was posed right at more for me ance mdustry itself does not want to
S u rvey knowledge and Information they've the time our merger was being under- While mdustry consohdation may do it"
not had to have before," added Rick taken," said Mr Voss, refemng to the be of greater concern today, mtegrat- When it comes to items higher on
Contmuedfompagel Voss, chairman of Aon Worldwide A&A deal A lot of rlsk managers have ing workers compensation programs rlsk managers' priority 11sts, the sur-
However, Mr Broderick said the Resources in Chicago thought about the effects of brokerage with disability, group medical and vey shows they may be finding help as
biggest reason for employers not pur- In fact, 76% of respondents said consohdation "more in the last three other benefit programs hasn't climbed close as the click of a mouse
chasing EPL insurance is that it has- their function IS expected to con- weeks than m the last three orfour to thetopof their agendas More and more nsk managers are
n't adequately met coverage needs in tnbute tothe company bottom Ime months," he said The survey dehnes benefit mtegra- surfing the Internet, according to the
the past, "and it's been fairly pncey” As they focus on meeting the chal- "Particularly with the Marsh and tion as the "coordinated approach to survey

VF Corp does not carry EPL cover- lenges of their own role, survey re- J&H deal, a lot of risk managers that administration, management infor- In last year's survey, only 25% of
age, but "we're loolfing at it," Mr spondents are not yet expressing gen- think m terms of the two-broker con- mation, benefit dellvery payment and the risk managers said they regularly
Broderick said "It's a much better eral concern that mergers and acqui- cept now are pondering if they want communications involving any com- surfed the net This year, 77% said
policy today " sitions among brokers are going to be two brokers or if they want to change bination of workers comp with group they have access to the Internet, and

Another major issue facmg problematic for nsk managers the philosophy," said Mr Kiesshng medical, long-or short-term disability 92% said technology is making their
rtsk managers is within their own de- Despite rapid consohdation in the David Strode, assistant treasurer and sick pay " jobs easier
partments The most important ca- brokerage mdustry, 66% of the risk anddirectorofbanking, capitalmar- Seventy percent of the surveyed In addition, 67% of the risk man-
reer-related issue over the next five managers surveyed said their compa- kets and nsk management for rlsk managers said their companies agers reported having e-mall hnks to
years, accordingto 67% of therespon- mes havenotbeen adversely affected Northrop Grumman Corp in Los An- are not currently integrating any of their brokers and/or insurance con-
dents, is Increasing the value of the Since the survey was conducted, geles and a longtime client of A&A these benefits, and 59% said they are sultant
rtsk nianagement function however, Marsh & McLennan Cos and J&H, does not think the consoh- not even considenng the issue The growth of computer use comes

"It's an evolving situation where Inc acquired Johnson & Higgins dation wall affect his company "I "l think there really is an interest" down to two things "the ever-incneas-
corporations demand more out of the That latest and largest deal may have don't think the services they provide m benefit integration, but "it's not ing sophisttcation of risk managers
risk management function and risk provided the critical mass of consoll- me are golng to be enhanced because quite as easy as it seems," Mr Broder- and the demand and thirst for infor-
managers are rising to it," said Ed dations necessary to prompt more risk they are bigger They had enough ick said Not only do companies face mation among those professionals,'
Kiesshng, managing director of Aon managers to critically analyze the po- clout before to get the Job done," he "protectionism" from each of the dif- said John Lumelleau, executive vp
Risk Services m New York tential impact on their companies said "They can't do a heck of a lot ferent departments, but the "Misur- and managing director-business de-

velopment for Aon Risk Services in
New York
3 While risk managers say havmg an
electronic link to their broker is lIn-
portant, the single most vital service a
broker can provide is Innovative nsk
O N E NAM E bl management solutions, survey re»
spondents said
Marketmg expertise, responsive-
ness, information and global servicing
are also on the list of services that nsk
. msmcaa. - managers need brokers to provide
In terms of public pohcy, a major*
of risk managers do not place much
confidence m the 105th Congress to
make progress on such issues as Su-
perfund tort reform and product ha-
bility
Congress wlll not succeed m chang-
mgthe Superfund hability system, ac-
cording to 71 % of the nsk managers
surveyed, Congress will not make any
significant changes m product habill-
a ty laws, according to 80% of the re-
spondents, and Congress w111 not
et f make any headway in tort reform ini-
A COM PLETE S PECTRU M 447 tiatives, according to 77% of the re-
spondents
For the nmth consecutive year, a
 \V | maionty-60%-f the nsk managers
rank caps on non-economic and puni-
%. w7 tive damages as the most Important
HEALTHCARE INDUSTRY. 4% - o civillustice reform 1ssue
And despite the Liggett Group

Inc 's recent settlement of tobacco lia-

et FOR THE 1S -6 |

bility suits with more than 23 states
" -'44014 and its admission that tobacco is ad-
dictive and causes cancer, 62% of risk
managers surveyed said they do nct
believe there w111 be a legislative solu-
tion to the tobacco controversy
One step risk managers hoTe
ft Congress won't take is expansion of
the Farmly and Medical Leave Act,
with 43% of the surveyed risk man-
agers saying that move would have a
. negative impact on corporate Amen-
Risk managers cite the effects of
downsizmg on their companies, say-
ing that an extended loss of employees
under FIVILA would create additionall
costs, lowered productivity and
heightened stress on the remaining
workers
The survey also found
- Seventy percent of the respon-
dents said they use alternative risk fi-
nancmg as part of their risk manage-
ment strategy, winle 30% do not
« Fifty-nine percent of the surveyed
o R risk managers said their workers
comp costs are improving, while 33%
said costs are stabdizing and 6% said
—_— - - costs are Increasing
About 75% said they have workers
comp managed care programs in
place
« Ftfty-five percent of the rtsk man-
agers report Increased worker com-
plamts of repetitive motion injunes

N . For a free copy Of the survey, contact
- - Paul Cnsttano at Aon Rtsk Servures,
914-742-3093 Free comes also wzlt be
dtstnbuted at Aon's booth at the Rtsk
& Insurance Management Soctetr Inc
conference m Atlanta Apnt 13-18
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Provident acquires

CHATTANOOGA, Tenn.-Life
and accident insurer Provident Cos.
Inc. has acquired GENEX Services
Inc. and GENEX Services of Canada
Inc.

1 Terms of the transaction were not
disclosed.

Wayne, Pa.-based GENEX, a sub-
sidiary of First Data Corp., provides
case management, vocational reha-
bilitation and related services to cor-
porations, third-party administra-
tors and insurance companies in the
management of disability and work-
ers compensation claims.

GENEX will operate as an inde-
pendent subsidiary of Chattanooga.
Tenn.-based Prevident. GENEX's
current management team, headed
by Peter C. Madeja, president and
chief executive officer, will remain
in place. Mr. Madeja also will be-

come an executive vp of Provident.

Consultants acquired

ITASCA, llI-Arthur J. Gallagher
& Co. has acquired insurance bene-
fit consulting companies Arnold &
Co. of Troy. Mich., and Byerly & Co.

of Denver.

Terms were not disclosed.

Arnold & Co., which offers retire-
ment planning and actuarial ser-
vices, will merge with the Itasca, Ill.-
based broker's Gallagher ABOW Inc.
unit.

Byerly & Co., which offers group
benefit consulting services and ad-
ministers health purchasing cooper-
atives, association group medical,
life and disability programs and Sec-
tion 125 plans, will operate under its
own name as a Gallagher unit.

s PROVIDENT AND GENEX..

comp case manager GENEX

Markets

HCC, AVEMCO merge

HOUSTON-HCC Insurance

Holdings Inc. and AVEMCO Corp.
are combining in a merger that will
offer an expanded market to buyers
of commercial aviation insurance,
property, energy and other cover-

ages.
A stock-for-stock transaction val-

ued at about $230 million rneans
Frederick, Md.-based AVEMCO wiill
operate as a wholly owned sub-
sidiary of Houston-bbsed HCC.

HCC is the parent of surplus lines
subsidiaries Houston Casualty Co.
and Trafalgar Insurance Co., both of
Houston. The surplus lines insurers

When Provident purchased GENEX Services, Inc., one of North
America's leading providers of worker's comp and claims manage-
ment services, we took a giant leap and opened the door to lots of
possibilities - especially in managed disability. No other insurance
carrier can offer as many proven case management, rehabilitation
and cost containment services as our combined companies:

* A single LTD/STD claims payment system

* Paperless claims submission process

- Early telephone intervention by medical professionals

« Medical information gathering protocols

- Benefit duration guidelines
» On-site case management

* Financial models to substantiate program success

So when you're thinking managed disability...think ofthe possibili-
ties. Think Provident-GENEX.

PROVIDENT

Provident Life and Accident Insurance Company, 1 Fountain Square, Chattanooga, TN 37402

GENEX Services, Inc., 440 East Swedesford Road, Suite 3050, Wayne, PA 19087

specialize in general aviation, large
property and blue water marine
risks. These companies wrote about
$225 million in 1996 gross premi-

HCC also owns LDG Management
Co., a managing general agency in
Wakefield, Mass., that specializes in
accident and health business. IMG
Insurance Co. in Amman, Jordan, is
an HCC subsidiary that writes non-
U.S. marine and energy business.

AVEMCO Corp., which will con-
tinue to operate as a subsidiary, is
the parent of AVEMCO Insurance
Co. and U.S. Specialty Insurance Co.
of Frederick, Md.

Those companies, both admitted
insurers, wrote gross premiums of
about $105 million last year, mostly

for commercial aviation and person-
al aircraft risks.

In a statement announcing the
merger, which is subject to regulato
ry approval, HCC executives said the
"synergism between the two compa-
nies would result in increased under-
writing capabilities and expansion
opportunities, particularly in the
aviation field.™

HCC projects the new company
will write more than $250 million in
gross premiums on commercial and
personal aviation risks in 1997.

For more information, call 713-
690-7300.

Hilb acquires Gow

GLEN ALLEN, Va.-Hilb, Rogal
& Hamilton Co. has acquired Gow
Management Services and the oper-
ating assets of S.H. Gow & Co. Inc.
The Gow operations offer insurance
agency and risk management ser-
vices in Buffalo, Rochester and Syra-
cuse, N.Y. Terms of the transaction

were not disclosed. [al

Lloyd's
Continued from page 2
forecasts include syndicates that
have a 1993 or prior year open,
though most of these open years
have been closed into Equitas Ltd.

SURL predicts Lloyd's 1995 re-
sults will be about 9.4% of its capac-
ity of £10.17 billion ($15.91 billion),
or about £957 million ($1.5 billion).

Lloyd's best-performing syndicate
in 1994 was nuclear syndicate 1176,
managed by Cox Newton & Harman
Ltd. The syndicate produced a 44%
return on capacity of £29.4 million
($43.5 million),or £12.9 million
($22.1 million).

Cox Insurance Holdings P.L.C.,
the parent of Cox Newton, managed
six syndicates in 1994 with total ca-
pacity of £388.9 million ($575.4 mil-
lion).Cox states that its syndicates
produced total preliminary profits
of £76 million ($130.2 million).

Other top performing syndicates
include two managed by Bankside
Syndicates Ltd. Syndicate 45, one of
the most popular syndicates in the
market because of its consistent re-
sults, produced a profit of 31.4% on
its capacity of £25.6 million ($37.9
million). And syndicate 561 pro-
duced a profit on 34.8% of its capac-
ity of £45.3 million ($67 million)

Results do not always tell the
whole story, however. Syndicate
952, managed by Archer Managing
Agents Ltd., also was one of the best
performing syndicates in 1994, pro-
ducing a 33.8% return on a capacity
of just £1.2 million ($1.8 millicn).
However, the excess-of-loss syndi-
cate produced large losses in the
previous two years and has since
shut down.

The worst-performing syndicate
was syndicate 657, also managed by
Archer, which produced a 41.4%
loss on its capacity of £42.9 million
($63.5 million). This syndicate and
syndicate 240, also managed by
Archer with a small loss in 1994,
have been left open.

Separately, Equitas Ltd. today
will unveil details of its balance
sheet as of Sept. 4, 1996, the day it
began to reinsure Lloyd's syndi-
cates' liabilities up to 1992. The fig-
ures should reveal how much Equi-
tas received from Lloyd's, the extent
of claims paid off by syndicates last
year, the reinsurer's outstanding lia-
bilities, and how much it received in
reinsurance premiums.

The last figure given by Lloyi's, at
the end of 1995, indicated that rein-
surance premiums were forecast to
be about £14.7 billion ($22.83 bil-
lion), though some claims were paid
after that date. ial



He's in the kind of pain that doesn't show up on an x-ray.
We provide a range of services that can help.

Money worries. Eldely parents. Everyday stress. Optum® goes beyond traditional health
programs to help Deople cope with all that life hands them.

Optum Care24 uniquey focuses on an individual's total health and well-being by offering
integrated services for healt,7, emotional, child and elder care as well as Tinancial, legal and family
problems. What's more, Opturr Care24 is the on y health care service -0 offer this comprehensive
help from both registered nurses and master's level counselors.
Optum Assistance, created to help address personal problems before they become
health ones, provides toll-free, rcund-the-clock telephone access to master's level counselors
who are trained to E-elp ind viduals sort out issues. create ar action plan, then find the
right resources.
Optum NurseLine is a toll-free, 24-hour health and medical i,formation service designed
to help callers become prcaztive medical consumers. Here nu -ses answer everyday health
questions or provide infc-mation that helps individuals determine whether self-care, a
doctor's visit or emergencO care 's appropriate.
The results? In a recent na-ionwide survey of Optum users, 89% reported reduced stress, 71%
felt more productive, 73% nad an increased sense of physical we 1-being. And overall, Optum
received a 99.4% satisfad on rating.
To find out more about Opturn, call 1-800-662- 1264 or visit our-/Ve, site at www. optumcare.com.
When you conside- the medicai costs that can result from not having health information and

having to deal with life's problems, Optum is, ultimately, th. most affordable and effective
management choice.

Optu M

Because health is more than medic ne.
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Opinions

Don't bank PBGC savings yet

THE LATESLEINGNGIAL results Jrom thg Fension

The PBGC reports that its main insurance fund now
enjoys an $869 million surplus, a stunning improve-
ment from three years ago, when the agency's deficit
had mushroomed to about $2.9 billion.

Indeed, the agency's financial situation once was so
bleak that some members of Congress feared that the
only thing preventing the PBGC from defaulting on its
obligations to pay benefits to workers and retirees in
failed pension plans the agency took over was a taxpay-
er-supported bailout.

The reasons for the PBGC turnaround are straight-
forward. A generally robust economy has meant that
fewer big companies with hugely underfunded pension
plans are going down the tubes. Indeed, it has been four
years since the PBGC has taken over pension plans
with anything close to jumbo-size unfunded liabili-
ties-that is, more than $200 million.

The boorning equities market also has been a key fae-
tor in the PBGC's new-found financial strength. Sim-
ply put, the agency has been racking up high rates of
return on the assets it holds, such as shares of stock.

In addition, premium income has increased substan-
tially because of changes mandated by legislation en-
acted several years ago that raised termination insur-
ance premiums for employers with the most severely
underfunded plans.

In the wake of the PBGC's financial recovery, some
business groups, as we report on page 3, are saying it is
time to reduce PBGC premiums.

Premiums, to be sure, have soared during the agen-
cy's 22 years of operation. Congress initially-and un-
realistically-set the annual premium at $ 1 per plan
participant when the PBGC was established in 1974. As
Losses proved higher than forecast, the premium has
been raised several times and now is $19 per partici-
pant for employers with fully funded plans and is sub-
stantially higher for those with underfunded plans.

While we would like to see the premium cut, such ac

tion is premature.

Time to mobi
ELIEE FROM SURERFYNR:s refraactive liability

That has been made clear time and again, most recent-
ly by the 1Ith U.S. Circuit Court of Appeal's reversal of
a district judge's 1996 finding that Congress had never
meant for Superfund to apply liability retroactively.

That decision comes as a disappointment to some Su-
perfund reformers who followed the case, hoping it sig-
naled an erosion of the retroactive liability scheme. But
the original decision in United States vs. Olin was mere-
Ly an anomaly; courts have uniformly upheld the retroac-
tive liability provisions of Superfund.

With that spark of false hope extinguished, it is time
for Superfund reformers to focus and redouble their ef-
forts where it counts and where it belongs: in Congress.

Lawmakers have dragged out the debate over Super-
fund for far too long. The Comprehensive Environmental
Response, Compensation and Liability Act that created
Superfund was scheduled to be reauthorized in 1994 but
still remains in limbo.

Indeed, this is the third Congress that has had the op-
portunity to reform the program. The 103rd and 104th

Letters to the editor

Business Insurance welcomes letten to the editor. 7he section
is intended to be aforumfor readers’ opinions and comments. We
reserve the right to edit Letters for clarity or space. We witt not
publish unsigned letten. Please send your letters to Letters to the
Editor, Business Insurance, 740 N. Rush St., Chicago, Ill 60611;
fan: 312-280-3174; e-mail:pwinston*Tain.com
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Much of the PBGC's financial improvement is due to
the good economy and a booming stock market. But the
economy will not stay strong forever and, as the past
two weeks have shown, the stock market's upward mo-
mentum is not assured.

Inevitably, the economy will weaken and companies
will collapse. That will result in the transfer of their un-
derfunded pension plans to the PBGC. And, if the equi-
ties markets slip, the PBGC will not earn the high rates
of return it recently has enjoyed.

When that happens, the PBGC will need its current
surplus of premium income to assure it doesn't once
again get into such a deep financial hole.

Eventually-perhaps five or six years from now-
when legislation enacted in 1994 that imposes stiffer
funding rules goes fully into effect, the PBGC will be
relatively well-insulated from big losses. By then, if the
funding reforms work as well as intended. a premium

decrease would be welcome and in order.

ize for reform

Congresses failed to do so; it is now up to the lawmakers
of the 105th.

With agreement among legislators and businesses that
the current system is flawed, it is imperative that reform-
ers take that sentiment and build on it. Even the Clinton
administration agrees that some reform is needed,
though it has failed to embrace any suggestions for doing
SO.

There is one reform bill before Congress, and it is inad-
equate. S. 8, proposed by Senate Republicans, would get
rid of much of the imposition of joint and several liabili-
ty and would inject a needed dose of good sense into rem-
edy selection. But it also would leave retroactive liability
largely intact.

Better legislation is needed, but it isn't going to happen
without pressure on lawmakers and the administration
from the business and insurance communities.

While the reversal of the Olin decision came as a dis-

appointment to some, it still can do somegood as a call to
arm-twisting for Superflmd reformers.

This is a legislative problem and demands a legislative
rather than judicial solution.

Business insurancds Online Forum

Businesslnsurance's World Wide Web siteprovides a forum for
readen and other interested in risk management, employee bene-
fits and insumnce-retated issues to engage in an unmoderated ex-
change ofideas and infonnation. We encourage enyone with ques-
tions or observations about these topics t6 participate. Visit
http://wwio.businessinsufance com,Torums/ : f ... f
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CRAWLEY WARREN

A broker of international repute
recognised by clients and underwriters for its expertise
in the placement of specialist risks

Aerospace, Political & Financial Risks, Bloodstock, Marine,
Re insurance, Accident & Health, Property & Casualty

London, European, Asian and North American markets available

Crawley Warren Group
8 Lloyds Avenue, London EC3N 3HD

and offices throughout the world

Telephone (+44) 171 488 1414. Fax (+44) 171 265 1453

An innovative broker, blending modern technology with old-fashioned integrity
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RRGS

Continued from page 3

response without a responsibili-
ty,"” Mr. Moriarty added that "In
any event, | think what many reg-

ulators have failed to recognize is
that it's a law."”

Stressing that "Litigation

should be a remedy of last resort,"”
Mr. O1sson suggested it's a lack of
that understanding that's behind
the legal wrangling over risk re-
tention group regulation in
Louisiana.

Litigation "is necessary when a
state interprets the Risk Retention
Act differently from the NRRA
and differently from the other
members of the NAIC, and that's
the kind of situation that's led to
the litigation in Louisiana,” Mr.
Olsson said.

The NRRA challenged a Loui-
siana law that imposed capitaliza-

zion and other requirements on

risk retention groups licensed in
other states and that want to do
businass in Louisiana.

10, 1996), Louisiana appealed his
verdict. Oral arguments on the ap-

peal are scheduled to begin April
28.

'By and large, | think if you look at the risk
retention experience, it has been a wild
success,’' says Jeffrey P. Johnson of the
Primmer & Piper law firm.

While saying he thinks federal
Judge John V. Parker's June 1996
ruling will be upheld in the case of
NRRA 'us. Brown, Mr. 01sson said,
‘N<e have to be ready for a whole
variety of questions from the ap-
peals court in New Orleans."

After Judge Parker ruled in the
AREA's favor last year (BIl, June

RiskMan

SEN

Introducing the next generation in

auto safety devices

SENS-O-LOCK,

a breath alcohol analyzer with the
power to help protect your drivers,
your assets...and your profits!

SENS-O-LOCK is a state-of4he-art auto
safety device that helps prevent alcohol-
related claims. With SENS-O-LOCK, a
breath sample must be given before the
car can be driven. If an impaired level

of alcohol is detected, the vehicle will

not start.

ELIMINATE RISK

Each year $90 billion is lost in
third party liability and workers
compensation claims that are
directly related to impaired driving.

The unforeseen risk of DWI is growing
and has been uncontrollable, until now.

Mr. Johnson said he thinks the
experience with risk retention
groups shows that much of what
Congress hoped to accomplish
with enac:ment of the Risk Reten-
tion Act has, in fact, been
achieved.

Risk retention groups have
proved a good source of needed

Benefit

coverages for their members, sta-
bilized prices in the market and
have given consumers options to
the traditional market, he said.
And, Mr. Johnson added,
they've had a very good track
record, "particularly given that
right from the start they are pro-

viding coverage that was not
available in the traditional mar-

ket.”

"By and large, | think if you
look at the risk retention experi-
ence, it has been a wild success,"
Mr. Johnson said.

On other regulatory fronts, Mr.
Moriarty suggested that changes
in the National Assn. of Insurance
Commissioners accreditation pro-
cess fit the goals of NAIC accredi-
tation.

Those changes emerged with the
resolution of a long-running ac-
creditation dispute with Vermont
over that state's approach to risk
retention group regulation.

From

=Protedion!
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SENS-0-LOCK actually

helps prevent alcohol-related
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accidents before they happen. That's
not just great news for your drivers -
it's great news for your business!

Call right now for more information.

1-888-STOP-DUI

SENS-A.LOCK™

Alcohol Sensors International, Ltd. « 11 Oval Drive, Islandia, New York 11722

I'L Phone: 1:516-342:15.1%:F4

. 1:516-342: 1550 htp: www s com

"The goal of accreditation is to
achieve a consistent high standard
of regulation among all the
states," Mr. Moriarty said.

Under what's become a more
"streamlined" accreditation pro-
cess, only portions of the NAIC's
model law that are "absolutely
critical” will be considered in ac-
creditation decisions, Mr. Moriar-
ty said.

The New York examiner sug-
gested that in today's climate in
which commercial liability cover-
age is widely available, there is no
threat of a federal takeover of in-
surance regulation and there is a
viable alternative market, regula-
tors "can probably take more time
to deliberate when we do make
big policy decisions."

In New York, "We have a repu-
tation as a heavy-handed regula-
tor,” Mr. Moriarty conceded.
"That's something that we're try-
ing to change."

He added that he expects a bill
to allow the formation of captives
in New York to be reintroduced
this year.

The convergence of financial
and insurance markets raises the
question of potential shifts in reg-
ulatory responsibilities, and there
are questions about who will reg-
ulate the insurance subsidiaries of
banks, Mr. Moriarty noted.

While officials in the federal Of-
fice of the Comptroller of Curren-
cy have indicated they don't want
to regulate insurance, "l think it's
a little naive for the states to take
that to mean the feds want no part
of regulating these activities," Mr.
Moriarty said.

Gregory S. Katz, a senior associ-
ate with the Wilson, Elser.
Moskowitz, Edelman & Dicker
law firm in New York, moderated
the session. 1ai

Meeting

draws
34 RRGs

CHICAGO-The 9th Annual
Conference of the National
Risk Retention Assn. held
March 23-25 in Chicago at-
tracted 170 attendees.

The 34 risk retention groups
represented at this year's con-
ference was a record for the

NRRA gathering. The confer-

ence also drew 14 exhibitors.

NRRA™

Speaking as guest of honor at
this year's conference, Dennis
Chookaszian, chief executive
officer of Chicago-based CNA
Insurance Cos., told attendees
that in the insurance market's
current climate the nature of
relationships can change from
day to day as companies look
for opportunities to do busi-
ness with one another.

"What we are seeing today
with other insurance compa-
nies and risk retention groups
is that you are a partner one
day and a competitor the next
day," Mr. Chookaszian said.

Discussions are underway to
hold the 1998 NRRA confer-
ence in conjunction with next
year's Captive Insurance Com-
panies Assn. annual conference
scheduled for March 15-18 at
the Hyatt Grand Champions
Resort in Indian Wells, Calif.
For more information cal. the
NRRA at 800-999-4505.
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Risk groups told to expand services pfNIRRA*
to survive the competitive

By RODD ZOLKOS

CHICAGO-Faced with a con-

tinuing soft insurance market,
many risk retention groups wiill
face tough competition unless
they expand their services to poli-
cyholders, a panel of experts sug-
gests.

"If you're going to stay in to-
day's marketplace and be stag-
nant and use the Risk Retention
Act and just be a carrier, you're
going to face tremendous compe-
tition," said William T. McPher-
son, an assistant vp at Common-
wealth Risk Services in Philadel-
phia, which assists agents in de-
signing insurance programs for
clients.

"You all are flexible enough to
say, 'Let's go out there and form a
product,' " urged Mr.
McPherson, who spoke as part of

a panel on Creating Global
Growth in the Alternative Market

new

at the National Risk Retention
Assn.'s annual conference in

Chicago last month.
"Growth for risk retention

Ihe global market'is an
opportunity for a risk
retention group to expand
beyond its horizons,' says
William McPherson.

groups involves expanding the
product line for members," said
Patrick Sheehy, an associate with
DP Mann Underwriting Agency in
London. Mr. Sheehy added that
the European markets are eager to
provide reinsurance for risk re-
tention groups.

Steven J. Nunn, a director at
Ballantyne, McKean & Sullivan
Ltd., a London-based reinsurance
broker, said there are several rea-
sons the London market views al-
ternative markets as preferred
risk categories.

Among other things, alternative
markets tend to offer focused un-
derwriting with a high level of
professionalism, he said. Alterna-
tive market entities also are typi-
cally highly dependent on reinsur-
ance, he said, which is seen as a
plus in London because that leads
to stable and long-term relation-
ships.

Those relationships are viewed
positively, Mr. Nunn said, usually
involving the formation of person-
al bonds that last over several
vears.

While five to 10 years ago rein-
surance support for risk retention
groups was almost exclusively by
U.S.-based reinsurers, today it's
much more widely available from
international markets, Mr.
MePherson said.

Richard P. Marshall, a vp with
Frontier Insurance Group in Rock
Hill, N.Y ., said that while a soft
market has slowed the formation
of new risk retention groups, that
doesn't mean existing ones can't
continue to grow.

If a risk retention group ex-
pands its product lines, it has
more control over its members' in-
surance programs.

And continued consolidation
among insurance companies and
brokers will give policyholders
fewer and fewer choices, accord-
ing to Mr. Marshall.

Many policyholders will be
scared by that decrease in choice,

he predicted, driving them to risk
retention groups.

Risk retention groups should
look at providing workers com-
pensation and property coverages
to members, Mr. Marshall said,
while Mr. McPherson said they
could also look into providing life
and health coverages.

While the federal Liability Risk
Retention Act limits the groups to

underwriting liability coverages
for members, there are ways to
expand beyond liability lines, the
panelists suggested.

Mr. Marshall suggested a risk
retention group could partner
with a fully licensed insurer, pur-
chase a licensed insurer or create
its own agency to sell additional
coverage lines.

The latter option, offering a

market

source of fee-based income, could
help provide a financial cushion
when there is a "hiccup" in the
risk retention group's financial
performance, according to Mr.
Marshall.

Mr. McPherson suggested that
risk retention groups also could
look to offshore captives to pro-

vide to members some of the cov-

erages that risk retention groups

are prohibited from offering by
federal law.

"We are in a global market, and
it is an opportunity for a risk re-
tention group to expand beyond
its horizons," Mr. McPherson
pointed out.

The session was moderated by
Gregory S. Katz, a senior associ-
ate with the law firm of Wilson,
Elser, Moskowitz, Edelman &
Dicker in New York. [al
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PBGC

Continued from page 3
benefits promised to participants
in plans the agency has taken
Since then, though, the PBGC's
financial condition has markedly
improved with the deficit shrink-
ing to $1.2 billion in 1994 and
$315 million in 1995. That im-
provement is the result of several
factors including the lack of any
major underfunded terminations
and robust investment income on
assets the agency holds. In addi-
tion, legislation passed in 1994
has forced companies with under-
funded plans to accelerate contri-
butions to their pension programs.
In fact, the PBGC's financial
condition has so improved that it
sets the stage for premium redue-
tions, according to the ERISA In-
dustry Committee, a Washington-

based benefits lobbying group.

"Lowering premiums would be
an extraordinary way of reducing
taxes and increasing the attrac-
tiveness of defined benefit plans,”
said ERISA Industry Committee
President Mark Ugoretz.

But PBGC Deputy Executive
Director and Chief Financial Offi-
cer Anthony Calhoun said action
to reduce premiums is premature.

"The surplus follows a good
economic period. PBGC needs to
build a reserve that will be suffi-
cient to protect the insurance dur-
ing economic downturns," Mr.
Calhoun said.

The current annual PBGC pre-
milim-paid by employers with
fully funded defined benefit
plans-is $19 per plan partiei-
pant, up from $1 in 1974. Employ-
ers with underfunded plans pay a
variable rate premium in which
premiums are linked to their
plans' funding levels. ini

Supreme

Continued from page 3

reviewing a district court's exclu-
sion of proffered expert testimo-
ny?"

The petition noted that 10 courts
have accorded trial courts wide dis-
cretion, while two-including the
11th Circuit-have held the oppo-
site.

Mr. Joiner's attorney responded
that it is not the province of the dis-
trict court :o0 decide whether it
agrees with the expert's conclusion.
Instead, the district court should
confine itself to determining
whether the methodology used to
reach the conclusion is scientifical-
ly sound.

No date has been set for oral ar-
guments.

In another case involving expert

witnesses, the court agreed late last
month to review a Missouri case in

We get some pretty impressive letters

which a jury heard testimony from
a former General Motors Corp. em-
ployee who had agreed not to testi-
fy against his former employer
without written permission. Ronald
Elwell had agreed to the restriction

The Bakers' mother had died in a
fiery crash while she was riding in
a GM Blazer, and a jury awarded
the Bakers $11.3 million in dam-
ages. The 8th U.S. Circuit Court of
Appeals ordered a new trial, hold-

Ten appellate courts have accorded trial
courts wide discretion in ruling on expert
testimony, while two courts-including the
11 th Circuit-have held the opposite.

as part of his settlement of an em-
ployment suit with GM approved

by a Michigan court.
But the U.S. District Court for

the Western District of Missouri al-
lowed Mr. Elwell to testify about

GM fuel systems in Kenneth Baker
and Steven Baker vs. GMC.

from the agencies that rate insurance companies.

A+

AA+ | Aa 2

But the letters we get from our clients

are even more impressive.

"Minnesota-Mutual provides the best

service of any of our benefit vendors."

"We really think of you as a partner.”

3. Ni989»5*** 2" §5**5725%*U.- W

"It's refreshing to work with an insurance company that has people you can talk to
and work with when you're in a tough situation. Thanks for being there."

Ifyou want an empt«yee bene/it pmvider with unquestioned jinancial st,mgm, pxible plans
and impeccable customer seruice, giue us a call at (612) 298.7870 orfax us: (612) 298-7898.

11ZBE** Individual Solutions to Gwup Needs

MINNESOTA MUTUAL

GROUP INSURANCE DIVISION

ing that Mr. Elwell was bound by
the Michigan court settlement,
though Mr. Elwell claimed that GM
itself had broken the agreement be-
fore he testified in district court.
The Supreme Court will review

whether the testimony should have
been allowed. [al

Fine

Continued from page 3
insurance to inherently incom-
patible dual regulation, which
would seriously disrupt, if not
entirely halt, the business of
insurance in this country."

"The commissioner is clear-
ly fulfilling his duties as the
chief insurance regulator to
protect the policyholders of
California by enforcing the
names' contract obligations,"
LeBoeuf Lamb's Mr. Hansell
said.

However, American Names
Assn. President Howard John-
son claims Mr. Quackenbush is
intervening in the lawsuit as a
payback for Lloyd's campaign
contributions.

One of the complaints
against the commissioner tha:
led to the $50,000 fine is his al-
leged "incestuous" relation-
ships with the companies he
regulates, Mr. Johnson said.

"His judgment. . .appears
suspect and should be consid-
ered by the state in its investi-
gation of the department,” Mr.
Johnson said.

Mr. Quackenbush negotiated
the fine, which will be paid
with personal funds, with staff
of the Fair Political Practices
Commission, a state agency
that enforces campaign disclo-
sure laws. The five-member
commission will vote April 9

on whether to approve the
fine.

This fine is unrelated to an
investigation launched last
year by the state attorney gen-
eral's office, which is examin-
ing, among other things, po-
tential conflicts of interest
that department personnel
may have in dealing with the
insurance industry (BIl, Aug.
19, 1996).

"This was just another drum
that they wanted to beat,” said
Chuck Bell, a partner with
Bell, McAndrews & Hiltachk
in Sacramento who represents
Mr. Quackenbush on eam-
paign-related issues. "But
there's no relation between the
two," he added, referring to
the fine and the amicus brief.

Mr. Bell explained that the
underreporting occurred be-
cause the contributions were
added manually rather than
with an electronic calculator,
which resulted in an error in
the cumulative totals. He said
that entries of individual con-
tributions were accurate, but
there were errors in adding the

totals.
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Agent/Broker Topics

Mergers involve more than meets balance sheet

By TODD J. BEHME

he subjective issues
surrounding broker-
age mergers and ac-
quisitions are impor-
tant enough that
they can scuttle a
deal that otherwise looks good.

A lack of trust or comfort with a
potential partner can prompt buy-
ers to walk away even from deals
that might have been profitable.
Bad chemistry, personalities that
don't fit and clashing corporate cul-
tures all are possible deal-breakers.

\D

81

If there are problems in these
areas, "even if their numbers are
good-| don't think that would be
a good acquisition at all,” said
Bernard H. Mizel, chairman and

chief executive officer of USI Insur-

ance Services Corp. in San Frands-
20.
USI, a little less than three years

old, has made about 50 acquisi-
tions in that time and had 1996

annualized revenues of about $160
miillion.

Mr. Mizel and two other broker
executives said they look for strong
potential partners that fit USI's

4 3\ VATAI 2 1

strategic and geographical needs.
They do not look to scoop up oper-
ations in need of open-brokerage
surgery.

"We do not believe you can turn
bad deals around,” Mr. Mizel said.

Brokerages that acquire other
firms also need to determine how
much influence they will exert on
new holdings.

Timothy J. Cunningham em-
phasizes the importance of the
"qualitative piece" to clients look-
ing for agencies to acquire. That
non-financial piece of a deal is "ab-
solutely critical,"” said Mr. Cun-

ningham, principal at Insight
Management Consulting Group in
Westchester, lll., who as part of his
business works with insurance bro-
kerages looking to make acquisi-
tions.

"The quality is as important as
the numbers," he said.

If his clients don't like or trust
the other side, Mr. Cunningham
recommends they quash the
prospective deal.

Detennining whether there is
cultural and value fit is critical, Mr.
Cunningham said. For example,
perhaps one party has a reputation

tt T can think of three great reasons why Amwest is an important market for my agency and our bonding djents. First,

1 Amwest has been a leader in their commitment to work with minority and eme®ng business prospects both here in
St. Louis and across the nation.

"Second, Amwest's underwriting team works hard for us. They're innovative in finding ways to write both miscella-
neous and contract bonds that don't meet conventional underwriting requirements.

"Finally, Amwest has quality people. They are sensitive to the iesponse time and semice commitments that are
essential for doing business in the standard underwriting market. For both our large and small contractors, Amwest

doesn't just underwrite bonds-they create opportunities!"

Affiliate, National Association of Surety Bond Producers

Member, Surety Association of America

- Dennis Lutz

A Amwest

Amwest Surety Insurance Company

Mergers
&

Acquisltigns
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for hard work, while in the other,
principals golf three times a week,
he said.

"You may just find that the
value system is out of sync."

Mr. Cunningham said his job as
a consultant is to identify such im-
passes and tell clients if he's con-
cerned about the parties' ability to
integrate.

"l think the only way you get
there is through dialogue," he said,
adding that "open, direct and
forthright communication is a 350-
lutely essential” in all issues related
to the transaction.

Mr. Cunningham tries to battle
what he says is a tendency to put
off negotiating the stickiest points.
"l always urge my people to deal
with the deal-breakers first,"” he
said.

If the target has got real prob-
lems, financial or otherwise, tin-
kering with the terms will not
change the facts.

"A bad deal or a poor firm will al-
ways be a bad deal or a bad firm,"
he said. "There are certain things
you can't overcome."

Producer compensation can be a
sticking point, he said; sometimes
it's a deal-breaker, and sometimes a
difference can be overcome.

Some issues may best be dealt
with gradually, Mr. Cunningham
said, because employees have been
taken out of their "comfort zone.”
For example, he said, he would not
recommend a buyer cut salaries
immediately after compleing an
acquisition.

Many firms fall down because
they have "deal fever" but don't
have a strategy, he said.

That's not a problem at Arthur J.
Gallagher & Co., which over the
past dozen years has built mergers
and acquisitions into what an ex-
ecutive said is one of the broker-
age's core competencies.

Gallagher wants strategic part-
ners who can grow with Gallagher,
said Warren G. VVan Der VVoort, cor-
porate vp and director of mergers
and acquisitions for the publicly
held, Itasca, lll.-based company.

The broker is not looking to get
into new businesses but wants to
build by acquiring firms that help
it grow in already established key
areas, he said. He also wants to
build Gallagher's franchise opera-
tion, he said, noting that geo-
graphically, "We're not every-
where we'd like to be." Gallagher
would like to expand existing
branch operations, for example, in

cities including Dallas, Detroit |
See Issues on page 21D j
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Philadelphia and Phoenix.
Gallagher now makes eight to
10 acquisitions a year and over
the past 12 years has made more
than 40. It had 1996 U.S. rev-
enues of almost $457 million, he
said, and about 45% of That
comes from merger partners.
Gallagher looks for young, en-
trepreneurial firms that are seek-
ing to capitalize their invest-
ment. A merger with Gallagher
provides the target firm instant
liquidity and opportunities for

the acquired firm to grow, Mr.
Van Der VVoort said.

"We're not interested in just
buying some revenue and earn-
ings," he said.

Mr. Van Der VVoort also said he

does not look to make deals

quickly. He said Gallagher acqui-
sttions in general take five to six
months, but they can happen in
as short as three months or take
as long as a year or two.

The potential partner sets the
pace, he said, noting that some-
times Gallagher and another
firm will partner on something
but never actually merge.

Mr. Van Der VVoort has been
involved in mergers and acquisi-
tions since 1985, when then-
President and CEO Robert E.

Gallagher wanted someone with

sales and operating experience
to help the company build
through acquisitions, said Mr.
Van Der Voort, who has been

'We're not looking to

change their organization
appreciably,' says Wamm
G. Van Der VVoort of Arlhur

J. Gallagher & Co.

with Gallagher since 1967 and
was area president of Chicago
metro branch operations before
transitioning into the full-time
merger role. Mr. Gallagher now

is the broker's chairman.

The broker has a highly devel-
oped process that focuses on
building relationships. That
makes those tougher issues easi-
er to handle, Mr. Van Der VVoort
said. In some situations, where
Gallagher or someone with the
potential partner has voiced a
concern, the parties may back
off, and Gallagher may take a
fresh look down the road, he
said.

He did note that "people don't
like change," and problems that
have been associated with merg-
ers and acquisitions can make
potential partners uneasy.

"l have to overcome that,” he
said, adding he sometimes en-
lists other Gallagher merger part-
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ners as spokesmen.

James Riedman does some-
thing similar. Mr. Riedman, pres-
ident of Rochester, N.Y.-based
Riedman Corp., encourages po-
tential partners to call branch
managers.

Riedman Corp. focuses on
middle markets-smaller than
the big cities-and emphasizes
networks, Mr. Riedman said.

The company makes eight or
10 acquisitions a year, he said. It
produced slightly less than $290
million in premium volume in
1996 (BIl, March 17).

"We certainly take a tradition-
al approach to the financial end
of the business," he said, noting
that aspect clearly is "going to
work or not going to work."

But he, too, has walked away
from deals in which he felt "un-
easy" with the cultural fit or
when a potential partner's key
player or line of business was not
consistent with Mr. Riedman's
company's values or positions.

"We clearly will back aviay
from transactions" as will sellers,
he said.

Mr. Riedman noted that it's
the success of the combined op-
erations, not merely in negotiat-
ing, that will indicate whether a
merger is successful. "The real
challenge to anybody" is the
post-acquisition management,
he said.

Brokerages simply looking to
make deals can find plenty of
"junk" to buy and probably can
make the deals work all right, he
said. But that's not for him. "We
would much rather find an orga-
nization that's well-regarded,”

he said.

Mr. Riedman also said broker-
ages looking to acquire should
"try to remain disciplined about
it

He said a lot of deals going on
today aren't sensible. And some-
times brokerages looking to be
acquired are letting good deals
pass them as they hold out for

something unrealistic from a
bidder.

Messrs. Riedman and VVan Der
Voort said their companies allow
their partners autonomy in con-
ducting business after the deal is
completed.

"We're not looking to change
their organization appreciably,”
Mr. Van Der Voort said, noting
that too much imposition can
hurt the new partner's growth.
"We don't want to be sending
edicts from the ivory tower."

However, some things will
need to be combined, he said,
such as benefits and pension
plans.

Partners will have the chance
to adapt gradually to Gallagher
approaches, and Gallagher will
want to ensure consistency, he
said.

And, while Riedman Corp. al-
lows freedom in conducting in-
surance business, it expects part-

ners to come on board in areas

such as data processing, benefits 1
and compensation.

"With regards to those iss-

ues, we're pretty dogmatic," he

STANDARD INSURANCE COY[PANY
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Profitability is a buyer's best friend

Sellers also should examine suitors carefully

By MICHAEL PRINCE

ers will come.
1
| R
i ! s% s
looking to sell'will receive

plenty of interest from buyers-
and get the best price-if the agen-
cy is successful, consultants and
agents agree.

"A good, well-rounded agency
that is well run will never have a

problem selling,"” said Larry Marsh,
president of Marsh, Berry & Co., a
Concord, Ohio-based agent/broker
management consulting firm.

The best approach for a seller is
to "look at their agency as an in-
vestment and assess what kind of
return they are getting as owners,"
Mr. Marsh said. "This gives an in-
dication of what the buyer will
seo.”

The key factor in attracting a
buyer is the agency's profits.

"Value and ability to maximize

value is totally dependent on one's
ability to deliver sustainable earn-
ings," said Timothy Cunningham,
principal with Insight Manage-
ment Consulting Group in
Westchester, Ill. "If you run a good
business, you will get the maxi-
mum value. If it's a dog, you will
get dog-like value."

Mr. Cunningham said that earn-
ings averaging in the 12% to 15%
range for five years demonstrate to
prospective buyers the success of
the agency.

Also important is showing a con-
stant stream of profit that will con-

tinue. This can be done by avoid-
ing a heavy reliance on one pro-
gram or account that, if lost, would
cripple the agency. Therefore, a
good product mix with distribu-
tion among personal lines, group
programs and benefits, but with-
out reliance on one program or ac-
count, is essential.

A seller also should strive to en-
sure that top producers' compensa-
tion not exceed 30% of their book
of business, Mr. Cunningham said.
If the producer's pay is higher than
those at the acquiring company, it
might mean a pay cut after the

We all appreciate a relationship that can be

counted on through the years Which is why
so many brokers rely on Affiliated

FM Insurance They aporeciate the
fierible, cost effective pioperty risk
maragement recommendations we give
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they can rely on over the yeats, you shouldn t
underestimate the value of one more thing
©Qur toll free telephone number, 1 800 323 4077
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deal to bring :he pay in line with
tne other producers, creating an
unhappy key employee. "That

could sometinies be a deal- break-
er,"” he said.

It is also crital to make sure the
key producers and employees are
ileased with -he deal.

"You're buying relationships,”
Mr. Cunningham said, and these
need to be firmly in place for the
deal to succeed. This can be accom-
plished by institutionalizing the
business so "the relationship is
with the producer and agency and
not just with *he producer.”

Bernard Mizel, chairman and
chief executve officer of USI Insur-
ance Services Corp. in San Francis-
co, has significantly grown his
company through acquisitions
and could become one of the 10
argest brokrs of U.S. business fol-

recent consolidation

among larger brokers. He said he
looks for targets that combine
strong financial performance,
quality leacership and an excellent
reputation.

A seller should carefully scruti-
nize a buyer as the seller frequently
becomes an equity holder in the
merged company or receives
money frcm the sale over a num-
ber of years, Mr. Mizel added.
"Don't eE-er consider a sale to
someone mithout a strong balance
sheet and substantial cash re-
serves," he said. He also warned
against seling to a company with
substantial debt, as they might go
bankrupt.

A seller Mr. Mizel said, should
look five years past the sale when
evaluating the prospects of the
buyer. Tne buyer must have a
"commitnent to the futuie and
there is 2 clear plan the buyer has
to grow the company.”

Banks row represent a growing
pool of tiyers because of the liber-
alization of laws restricting banks'
sale of insurance. Typically, banks
look beycnd value and inccme fig-
ures of :he insurance agency and
seek to buy expertise, said Bobby
Reagan, president and CEO of Rea-
gan & Associates in Atlanta.
"Banks are really looking to buy
experience that will allow rhem to
generate insurance revenues on ex-
isting customers," he said.

A seller should therefore "pre-
sent clzarly the opportunity the
buyer can realize through their ex-
pertise," he said. If this is done
well, it may lead to a better offer
from a bank than from another
agency.

See Semng on page 21H
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Don't let clients get lost in the process

Many risk managers realize producers

may not always be aware of moves

By MICHAEL BRADFORD

gents and brokers
playing the merger
and acquisition
ganne would be

wise not to keep
their clients on the
sidelines.

Risk managers want to know
what's going on with their agent
or broker when the intermediary
is involved in a merger or acqui-
sition, and they would prefer to
hear it from the horse's mouth.

"The key element is openness
from the broker to the risk man-
ager," said Donald R. Weber, a
former broker who now is presi-
dent of Shoemaker-Weber Inc., a
Pismo Beach, Calif.-based insur-
ance agency consulting firm.
Shoemaker-Weber is a division
of IR Group in Sacramento,
Calif. "Without it, the trust fac-
tor becomes a problem."

AnNnd trust usually is the No. 1
quality risk managers seek when
selecting an intermediary, Mr.
Weber stressed.

"IN one word: communica-

tion," agreed P. Richard Hacken-

Selling

Continued from page 21F

In addition, what will interest a
bank is a demonstration "that the
agency can understand the cul-
ture of the bank and integrate the
agency into the culture of the
bank," said Ken Crerar, president
of the Council of Insurance
Agents & Brokers in Washington.

Although taking a long-term ap-
proach to building the business is
preferred, Mr. Reagan said that fer
those wanting to sell on short no-
tice some things can be done to
maximize value. "These don't
necessarily change the substance
of the operation but will make it
more attractive to the buyer," he
said.

These include investing money
to improve the balance sheet,
cleaning up the accounts receiv-
able, upgrading the technology
and eliminating unnecessary em-
ployees.

Also, Mr. Reagan recommended
that sellers emphasize their streng
points and openly provide infor-
mation to eliminate uncertainties
the buyer might have about the
agency. A buyer's uncertainties
about the insurance agency lowers
the value, he said. Openness in-
cludes bringing forward any nega-
tive aspects. "If you are open with
these issues, you can effectively
minimize them," he said.

Despite the success that some
quick fixes might provide, all
agree buyers look for a profitable
business.

"Run it like a business, ' Mr. Cun-
ningham advises potential sellers.
"Be profitable and grow." ElI

burg, chief executive officer of
Willis Corroon Corp.'s Risk Man-
agement Services national prac-
tice group in Nashville, Tenn.
Risk managers "want and ex-
pect candor, honesty and prag-
matic communication" regard-
ing a merger or acquisition
involving their broker, he said.
In recent months, plenty of
risk managers have looked to

brokers for such candor and

honesty about how they as buy-
ers will be affected by a merger
or acquisition. Headline-grab-
bing acquisitions have included
Marsh & McLennan Cos. Inc.'s
acquisition of Johnson & Hig-
gins (BIl, March 17) and Aon
Group Inc.'s purchase of Alexan-
der & Alexander Services Inc. (Bl,
Dec. 16, 1996). Aon earlier ac-
quired Bain Hogg Group P.L.C.
(BI, Oct. 21, 1996).

Brian D. Casey, director of risk
management and loss preven-
tion at Corning Inc. in Corning,
N.Y., made it smoothly through

both those transactions involv-
ing the mega-brokers.

Corning has coverages placed
by Aon and J&H. Mr. Casey said
the acquisitions "for me were a
non-event in both cases.”

He agrees that risk managers
should be in the loop about
what is taking place-to an ex-
tent. Brokers in an acquisition
should "provide the risk manag-
er early on with as much infor-
mation as possible," Mr. Casey
explained.

"Having said that, most people

that we deal with in the trenches
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Continued from previous page
public knowledge anyway," he
remarked. "And | don't think we
as risk managers deserve to know
anything before the main people
at the brokerage know."

"It is nice to feel that as a risk
manager you are plugged in and
know how the acquisition will
affect you," said Millicent W.
risk

Workman, manager at

Mueller Industries Inc. in Mem-
phis, Tenn.

"There obviously was a great
deal of assurance that things
would continue to work well,”
she said of the period when her
broker, Aon, completed its acqui-
sition of A&A. "The important
thing is communicating with the

51%

% of Employees Who

risk manager, letting them know
what's going on."

Ms. Workman knows well the
challenge in keeping everyone
informed about the details of a
merger or acquisition. "We are
working on our fourth acquisi-
tion," she said of Mueller Indus-
tries. "So | can certainly be sym-
pathetic to the process."

Ms. Workman agreed with Mr.
Casey that not every producer
knows a merger or acquisition is
coming and therefore isn't able
to tell the risk manager but, if
possible, it's better to hear the

news from the intermediary than

the television.

"The broker needs to have a

plan to communicate with the

» prefer.tg buy insurance 4

cts at worl

~

. ager

client quickly,” Ms. Workman
said.

Mr. Weber agreed the risk man-
"would be extremely
pleased to hear the news before it
gets into the press." He is aware,
however, "that most account ex-
ecutives are not at the level to
know what's going on," particu-
larly at large brokers.

Most risk managers understand
that some of the details of a
merger or acquisition have to be
kept under wraps to avoid violat-
ing securities laws, Mr. Hacken-
burg noted.

"But once the gong rings," he
said, "what the risk manager

wants to know is: what are the

basic reasons for the merger,
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what does it mean to me, what

will happen to my team, etc.”

Risk know that

managers
"these companies are in a busi-

ness, that business is becoming

difficult and there are business

reasons for the mergers," Mr.
Hackenburg stated. "Risk man-
agers understand the reasons;
what they want to know is how
it will impact them."

Mr. Weber pointed out that a
broker can take advantage of an
upcoming acquisition to solidify
relationships with risk managers.
"It can be a very good thing for a
broker to be proactive and say,
'Why don't we sit down and look
at your program to see what
changes there could be as a result

NEARIY THREE-(12 ARTERS Of
the working population doll't
have a personal insurance
agent. Which helps explain
why so many employees
prefer to purchase voluntary
insurance coverages at. their
workplace. And why agents
and brokers who sell them
are in such a strong position
to sell even more. Because
from our universal and
portable terni life insurance
to dental and 401(10 products,
we offerthe voluntary benefits
employees want most. For
more information about our
benefits that can actually help
reduce worry lines. please

call us at 1-800-967-5805.

RELIASTAR

Mergers
&

Acquisitigns

of the merger?

That approach could be espe
cially helpful when a smaller bro-
ker is involved, tecause in those
cases it is more 1,kely that "re la-
tionships affect the business," hi
added. Brokers should use the
opportunity to show the risk
manager what services will bc
gained Dy dealing with a differ-
ent, larger organization, Mr.
Weber said.

"Everv situation is so unique in
rhis area," he said of risk manag-
er/broker relations. "Obviously,
ihe smaller the aicount, the less
the risk manager) cares about a
merger as long as the principal
will be there. They want to kno
Ihat there is going to be the same
service if not better.”

While there have been some

negative comments among some
who think mergers and acquisi-
-ions might lead to subpar ser-
vice, Mr. Hackenburg said: "1
don't think too many people are
n knee-jerk reactions at this
time. Most view these mergers as
good for the industry and good

for themselves.” El]
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Regional brokers continue to thrive, grow
while big brokers grapple with consolidation

By SUSAN BARD HALL

he alphabet houses
are growing larger,
but the regional in-
surance brokers are
gaining ground, too,
by concentrating on

their strengths, which include a

culture that is both en-

trepreneurial and service-orient-
ed.

In addition to having a distinc-

tive business culture, there are
several other areas that distin-
guish the privately held regionals
from the larger, publicly held
brokers. Among these are how
they attract and service their
clients; how they grow their book
of business; how they recruit and
retain quality producers; and
how they thrive, rather than
merely survive, in a business en-
vironment that is growing in-

creasingly more international.
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Agency culture

Regional agencies and brokerage
firms differentiate themselves from
the alphabet houses by their "solid,
strong entrepreneurial environ-
ment," as opposed to a corporate
structure, explained Ken Crelar,
president of the Washington-based
Council of Insurance Agents & Bro-
kers. In addition, regionals typically
have "stronger roots and longer ties
to their community," he said.

This entrepreneurial environment
enables the regionals to move more
quickly and to take advantage of
new market opportunities, accord-
ing to Mr. Crerar.

"The regionals can go after new
niches or specialties more swiftly,"
he said.

Frederick England Jr., chairman of
Hastings-Tapley Insurance Agency
Inc. of Cambridge, Mass., agreed.
"It's the battleship vs. the destroyer
mentality, in that one can turn in
the water more quickly than the
other," he said.

Attracting clients

Businesses can grow by attract-
ing new clients and by selling
more products and services to
their existing customer base. New
clients can be obtained by taking
business away from the competi-
tion as well as by writing business
for first-time clients-those who
are totally new to the market-
place.

Tom Harvey, president of As-
surex International of Columbus,
Ohio, which is a network of small
and midsize brokers, noted that
Assurex members have enjoyed
an annual premium growth of

more than 20% for the past sever-
al years.

"We grow by selling new busi-
ness-taking business away from
our competitors as well as by pro-
viding more products and services
for our current customers,” Mr.
Harvey said. "We do more for the
clients we have by reaching be-
yond insurance with sophisticat-
ed options such as helping cus-
tomers to manage risk."

Mr. Harvey added that main-
taining lines of communication is
another way they service their
clientele.

"We ask questions and we lis-
ten,"” Mr. Harvey said.

Mr. England concurred that sell-
ing more to existing customers is
one way that regionals grow their
book of business. For Hastings-Ta-
pley, sales opportunities exist in
personal lines as well as life insur-
ance and employee benefits, and
third-party administration, to
name a few, Mr. England said.

Middle-market accounts, de-
fined as those that generate
$250,000 or less in premium, are
one category that regionals feel
they are particularly adept at ser-
vicing, Mr. England explained. He
said he has found that the princi-
pals of the larger firms have nei-

ther the interest nor the time to

devote to this type of account.
"We are less bureaucratic and
we give immense attention to an
account of $250,000 or less," Mr.
England said.
Assurex members also focus

their attention and resources on

the mid-market, Mr. Harvey said.
"The strength of the U.S. econo-
my lies in the mid-market. The
mid-market is flourishing and
that's the market we're going
after,"” Mr. Harvey said. "When
we sell to the mid-market ac-
count, they get our 'first team.’
It's our 'varsity' vs. the larger bro-

ker's 'junior varsity.

SecuriW Guard Insurance,
aim sennce is what counts

Nobody handles daims

as well as Brownyard!

Brownyard Claims Management

(BCM) is an exclusive loss prevention and claim facility of The Brownyard Group which
pioneered insurance for Security Guard firms 40 years ago.

No matter how often we improve coverage or how comprehensive the protedion-

and we offer the best in the business-what really matters is when there's a loss, there's

a fast, fair settlement! The same day a claim is received, an investigator is assigned. The
insured is defended by attorneys specializing in the security industry

Other Brownyard

Exclusives

is appropriate, a check is often issued within

COUNTRY CLUBS

PEST CONTROL
OPERATORS

3RD PARTY FIDELITY

EMPLOYMENT
PRACTICES LIABILITY

72 hours. That makes Brownyard insureds,

their dients-and their agents-very happy!

proteding the interests of our insureds and their dients. When settlement

Talk to the

Brownyar{is!

THE BRVNYARD GROUP 22hEeeventt-31.5

FAX: (516) 666-5723 - http://www.brownyard.com
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Getting top producers

Another way for the regionals to
grow is by attracting top producers
from other firms. Of late, the consol-
idation among the alphabet houses
has been a boon for the regionals.

"Unrest among larger brokers has
worked in our favor," Mr. England
said.

Bruce Dunbar Jr., chairman and
chief executive officer of McGiff,
Seibels & Williams Inc. in Birming-
ham, Ala., agreed that "the turmoil
taldng place in the larger brokerages
has given regionals another avenue
to recruit.”

"Qurs is not a capital-intensive
business, sc we grow by acquiring
people,"” MI. Dunbar said. "This tur-
moil has proven to be another way
to get skilled players that can pro-
duce business.”

Mr. Harvey added that the recent
mergers and acquisitions among the
alphabet houses has created uncer-
tainty in the marketplace, which in
turn has caused producers to rethink
their future career paths.

"This uncertainty in the market-
place causes good people to think
about their futures,” Mr. Harvey
said.

The ability to attract quality pro-
ducers is one sure sign of a regional
broker's success. But for the regional
firm to continue to thrive, it must
ensure it remains positioned to re-
tain these star perfonners.

To attrac and retain quality pro-
ducers, agendes or brokerages must
make a commitment to be a sales or-
ganization as well as demonstrate a
willingness to invest in high-quality,
non-production staff that will sup-
port the sales side, said John M. We-
pler, senior consultant with Marsh,
Berry & Co. of Concord, Ohio.

"In this type of environment, pro-
ducers have the time to concentrate
on new business production because
they can delegate to their support
staff, knowing full well that they can
handle these duties," Mr. Wepler
said.

Another strategy that successful
agendes employ to keep their top
producers is using ownership in the
agency as a way to reward perfor-
mance and loyalty.

"The best producers are attracted
to those pnvately held brokers who
have displayed a willingness to share
ownership with those who have
been key to the success of the agen-
cy," Mr. Wel)ler said.

Mr. Harvey agreed that the
prospect cf agency ownership as
well as -he commitment that

Continued on next page
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locally owned and managed region-
als like Assurex have made to re-
main independent should serve as
inducements for those producers
who are growing weary of explain-
ing yet another name change to
their clientele.

Indeed, employee ownership
helps drive business for McGriff,
Seibels & Williams, Mr. Dunbar

said.

"We are employee-owned here,

The larger brokers 'are
not always as cohesive
as they'd like their
clients to believe,' says
Frederick England.

so all of our employees have a per-
sonal stake in the company and
help to drive business," he said.

still another commonality
among successful agencies and bro-
kerage films is their emphasis on fis-
cal responsibility and keeping busi-
ness on a stable footing. According
to Mr. Wepler, the key components
of fiscal responsibility indude out-
growing overhead costs; servicing
debt; adding to retained earnings;
supplementing working capital;
and funding the perpetuation of
the business.

To satisfy their firm's needs,
agents and brokers must have a
well-defined sales and marketing
plan. Also, producers' goals are
quantified and formalized in writ-
ing and their progress toward these
goals is reviewed frequently, Mr.
Wepler said.

Competing
internationally

As business becomes increasingly
more international, the question
arises as to whether regionals can
compete with the larger brokers.

The Council's Mr. Crerar said that
technology makes that possible for
regional companies.

"With technology, a broker can

do business anywhere in the
world," he said.

Mr. Crerar added that rather than
initiating international business
themselves, regionals have been the
beneficiaries of business that exist-
ing clients have cultivated overseas.

"Regionals can follow their
clients without bricks and mortar,”
Mr. Crerar said.

Networks are another way that re-
gionals can compete with larger
firms.

For example, Hastings-Tapl«s
Mr. England explained that his
agency is part of Intersure Ltd., a
network of about 40 small to mid-
size agendes. The network enables
member agendes to exchange busi-
ness information if it is deemed
necessary to service a large ac-
count-be it international or do-
mestic.

He said he doesn't feel regionals
are at a competitive disadvantage
vis-a-vis the larger brokers in the in-

temational arena.

"The larger brokers can put on a
wonderful show about assistance

from other offices, but they are not

always as cohesive as th«d like
their clients to believe," Mr. Eng-
land said.

Larger brokers enjoy name recog-
nition and dout that some larger
clients seek out, which might put
the regionals at a disadvantage if
they decide to pursue this business,
he said.

"If a client is large, sometimes
they want to use a large firm be-
cause they may feel it is more presti-
gious," Mr. England said.

But he said that when it comes to
underwriting, the bottom line is
that regionals have access to the
same insurance companies as the
alphabet houses.

"It's the protection you are sell-
ing," Mr. England said. Ell

A/ST Briefs

Bank ventures

WASHINGTON-Agents and
brokers should consider partner-
ships with banks rather than
waiting for laws on unresolved
issues, a trade group says in a
white paper.

Agents can effectively partner
with banks, which do not have
experience in all insurance areas,
especially non-commodity prod-
ucts such as commercial lines,
the Washington-based Council
of Insurance Agents & Brokers
said in a release announcing the
white paper.
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To benefit from this potential-
ly lucrative market, agents and
brokers should look into the po-
tential of a partnership with a
bank or financial institution,
which could range from selling
an agency to a bank to creating a
joint venture, the Council said
in its release.

A joint venture is preferred,
the Council said, because each
party would be able to retain au-
tonomy and could emphasize its
strengths.

Expectations of each party also
must be clear, according to the
white paper, which was au-
thored by Timothy J. Cunning-
ham, principal of Insight Man-
agement Consulting Group in

Westchester, IlI.

Council members can obtain
the report, "Banking On The Fu-
ture: How Insurance Brokers and
Banks Can Profit,"” for free by
calling Karen Seidman at 202-
783-4400.

Copies of the report are avail-
able to non-members for $25

each.

Consumer report

WASHINGTON-A report re-
leased recently by the National
Assn. of Professional Insurance
Agents discusses how insurance
companies and agencies can
benefit from the opportunities

See A/BT Briefs on next page
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posed by demographic changes in
U.S. society.

"Doing Business with the New
Insurance Consumer" provides an
extensive report on all of the sem-
inars, speeches and presentations
that were part of the National
Assn. of Professional Insurance
Agents' 1996 Company Confer-
ence in Dearborn, Mich.

A panel of industry representa-
tives looked at how companies
and agencies can reach out to
women and minorities as con-
sumers and potential industry
professionals, the Washington-

RISK MANAGER OF THE YEAR AND RISK MANAGEMENT HONOR ROLL AWARDS

based PIA said.

The report, which was financed
in part by the Multicultural Busi-
ness Group at the St. Paul Fire &
Marine Insurance Cos., is free to
PIA members and $25 for non-
members. Call Lenora Cox at 703-
836-9340 to request an order
form. Order forms also may be ob-
tained by calling PIA's fax-on-de-
mand service at 703-518-1390 and
asking for document #1184.

An executive summary, which
also is included in the print re-
port, may be found on the World
Wide Web at www.pi-anet.com.

Crop cooperation
MINNFAPOLIS-The National

Assn. of Crop Insurance Agents

has formed an alliance with the

Independent Insurance Agents of
America to "ensure the future of
the federal crop insurance pro-
gram for the farming community
by increasing NACIA's presence"
in Washington, the NACIA says.

Deanna Orwig, NACIA's presi-
dent, said in a statement that it is
important for her organization to
take part in the crop insurance de-
bate.

"Over 25,000 crop insurance
agents nationwide will be affected
by the negotiations that are cur-
rently taking place regarding
funding for the 1998 federal crop
insurance year. So, it's critically
important for NACIA to be an ad-

vocate for crop insurance agents

and farmers alike," Ms. Orwig said
in the statement.

The "very tactical move" com-
bines NACIA's thousands of crop
insurance agents with technical
expertise and the lobbying power
of the IIAA and will maximize the
efforts of both groups, Harlan
Rise, the Minnesota Independent
Insurance Agents' state national

director for IMA, said in the
NACIA release.

Electronic system

ROLLING MEADOWS, Ill.-A
business partnership has been es-
tablished to provide the insurance
industry with an electronic com-

munications system designed to

handle commercial lines risks.

These awards reccgnize individual accomplishments in the field of risk management. For nominating forms and rules,
phone: 312/649-5319 - fax: 312/280-3174

call or fax:

EMPLOYEE BENEFITS COMMUNICATION AWARDS

The EBC awards honor employers for excellence in communicating benefits programs to their employees. Insurance
companies and consulting firms also are recognized for their participation in the preparation of award-winning
communication programs. For entry forms and rules, call or fax: phone: 212/210-0299 - fax: 212/210-0704

WORKERS COMPENSATION CONFERENCE

Presented in conjunction with IBF Conferences, this event addresses the specific concerns of corporate executives
managing workers compensation programs and rehabilitation services. Sessions cover this rapidly changing environment
and creative and innovative strategies to curb costs. For details on registration or exhibition, call or fax:

phone: 212/210-0299 - fax: 212/210-0704

WORLD CAPTIVE RUM

Presented in conjunction with Skandia/Sincer and Tillinghast-Towers Pen'in, this event addresses alternative risk
financing and the captives market. For details on registration or exhibition, call or fax:
phone: 212/210-0299 - fax: 212/210-0704

ON-LINE SERVICES

Now you can find Busmess insurance on the World Wide Web. B/'s home page includes many important departments,
including ... UPDATES for late breaking news posted each Friday ... INTERNET ARTICLES from past issues ... a
DATEBOOK of searchable industry-wide meetings and events ... WEB LINKS listing sites on the web of interest to risk
and benefits managers . ONLINE FORUMS for users to exchange information and ideas ... and much more.
http:#www.businessinsurance.com

REPRINT SERVICES

8/'s Reprint Department can provide reprints, in quantities of 100 or more, of any article appearing in the weekly
newsmagazine. Legal permission, complying with U.S. copyright laws, also can be provided to companies wishing to
reprint, on their own, material appearing in the newsmagazine. For information, call or write:

phone: 312/649-5319 - fax: 312/280-3174

ARTICLE FAX SERVICE
For article photocopies sent by fax on the same day, call us with your credit card information, specify B/ issue date and
article headline. The charge is $7.50 per copy/per article. In-publication directories are not available by fax.

phone: 312/649-5398 - fax: 312/280-3174
SINGLE COPY SALES

To ordera currentorback issue of Business Insurance, call the single copy sales division of B!'S Circulation Department:
800/678-9595

DIRECTORY OF BUYERS

' The 1996/97 Business Insurance Directory of U.S.-Based Corporate Buyers of Insurance, Benefit Plans and Risk

Management Services contains alphabetical listings of nearly 3,100 U.S. corporations. You'll find names and titles of
over 17,000 executives responsible for risk management, employee benefits and more-plus vital statistics on type of

business, revenue or assets, and number of employees. To order your copy, available in print or on disk for the PC, call:
313/446-1623

8/'s 1996/97 International Directory of Corporate Buyers Based Outside the U.S., lists nearly 3,800 executives in more
than 700 companies from 27 countries. Listings include address and phone and fax numbers, type of business, currency
ofthe country, revenue or sales, and the names and titles oftop-level executivesresponsible forriskmanagement, security,
health care and finance. To order your copy, available in print or on disk for the PC, call: 313/446-1623

| DIRECTORY OF MANAGED CARE PROVIDERS

The 1996/97 Business /nsurance Directory of Managed Care Providers is published as a special extra edition of Bl. The
directory contains profiles of HMOs, PPOs and POS plans across the country. To order, call: 313/446-1623

IN-PUBLICATION DIRECTORIES

Business Insurance publishes more than 20 comprehensive in-publication directories during the year, making access to
services and suppliers easy. Providing detailed listings of firms in specialized areas, W's directories give readers a direct
route to better management techniques and eliminate frustrating hours researching services and suppliers available in the
marketplace. For a listing of B/'s in-publication directories, call: 312/649-5398

Business
InNnsurance®

http://www.businessinsurance.com

For more information, call one of the numbers listed below:
Advertising Information: 212/210-0228
Subscription Information: 800/678-9595

Rolling Meadows, lll.-based Del-
phi Information Systems Inc. and
Greenwich, Conn-based IVANS
Inc. signed a letter of understand-
ing earlier this year.

Combining cd.connect from
Delphi and MailConnect from
IVANS will create a service allow-
ing users to compile, manage and
communicate commercial lines
risk information between agents
and brokers and companies, Del-
phi said in a release.

According to Delphi, cd.con-
nect addresses the challenges of
applying electronic data inter-
change to commercial risks. It also
uses agency-established workflows
in combination with collaborative
messaging for true single-entry
multiple company interface for
commercial An option for cd.con-
nect, a Lotus Notes-based product,
can be purchased to facilitate the
attachment of various files.

Once gathered by cd.connect,
IVANS' MailConnect will handle
information exchange. MailCon-
nect allows the seamless, secure
and economical exchange of mes-
sages, documents and forms
among insurance industry part-
ners' different e-mail systems, Del-
P,rhhil safid. S

"Today, commercial risks are
handled with a hodgepodge of in-
formation-some e-mail, some
fax and some paper-based," Rita
Waters, IVANS senior vp, said in a
Delphi statement. "Together,
cd.connect and MailConnect will
allow the consistent gathering
and exchange of this information
electronically." 1a]

Pension

program
benefiting
P/C brokers

By REGIS COCCIA

have

played an important

role in distributing

property/casualty in-

surance, and now a

major insurer is hop-

ing to use brokers' existing relation-

ships with midsize connpanies to
sell pension products as well.

Philadelphia-based CIGNA Corp;
one of the nation's largest commer-
dal insurers, is turning to those
same brokers to market its defined
benefit pension services.

It's a partnership that benefits
both the insurer and the broker, ac-
cording to Mark Lynch, senior vp
and consulting actuary in Hartford,
Conn., at the insurets CIGNA Re-
tirement & Investment Services di-
N~ = ETc>r e _ —1

"Brokers would be able to deliver
more value and cement relations
with their customer,”" he said. In ad-
dition, "Brokers can increase the
amount of pension business they
do through their pension consult-
ing practice."

As the soft property/casualty mar-

See CIGNA on next page
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Continued from previous page

ket continues, brokers and insurers
are looking for additional sources of
revenue, he noted.

So far, several brokers have ex-
pressed an interest in CIGNA's pro-
gram, and one already is seeing its
business grow as a result.

"Ws going to be a major source of
revenues for us," said Ken Spencer,
chairman of the consulting division
of Meeker Sharkey Financial Group
Inc. in Cranford, NJ. "We're look-
ing for 15% growth a year" in all
areas, induding pensions.

Meeker Sharkey derives about
25% of its income from benefit

business, which indudes retirement
consulting, Mr. Spencer said. The
broker had 1995 gross revenues of
about $23.5 million.

In the two years since Meeker
Sharkey formed an alliance with
CIGNA, the broker has attracted
clients with a total of more than $27
million in defined benefit pension

plan assets, he said.

CIGNA "invested a lot of time

and resources" in finding new de-
fined benefit clients, Mr. Lynch
said. "We determined that we have
good products and services but not
access to contacts. We thought it
was a natural" to seek brokers' help.

He said the insurer is looking to
form a partnership with at least one
broker in every metropolitan area of
the country and will pay brokers a
commission for "networking and
opening up doors" that lead to sales.

The market segment CIGNA is

Errors

& omissions

* Due to a production error, a
photograph misidentified the
authors of two articles that ap-
peared in the March 3 Agen*Bro-
ker Topics section.
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targeting is midsize companies with
pension plan assets of $5 mijllion to
$50 million, or about 250 to 5,000
employees, Mr. Lynch said.
"Property/casualty
firms have relationships with and

brokerage

have the ability to influence" these
kinds of midsize companies, he said.

CIGNA not only can manage
those pension funds, but it also can
counsel employees and provide ac-
tuarial consulting, said Mr. Lynch.
"We pay about 265,000 retirees
every month, so that's something
we've figured out how to do," he
said.

That capacity and experience was
one of the reasons Meeker Sharkey
decided to work with CIGNA on

pension benefits, Mr. Spencer said.

r.-

Most regional brokerage firms
lack the resources and can't afford
to invest in the technology needed
to administer pension programs, he
pointed out. For example, Meeker
Sharkey has actuaries on staff, but it
doesn't have the personnel or com-
puter systems to administer large
plans. As a result, CIGNA's services
were very attractive.

"This was a great deal for us," Mr.
Spencer said. CIGNA's pension ser-
vices provide Meeker Sharkey access
to the insurer's considerable re-
sources, he added.

In addition, the program is help-
ing the broker's benefit division
keep pace with its property/casualty

side.

"We're trying to mirror the prop-
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erty/casualty operation,”

cer said.

Mr. Spen-

Because many of Meeker
Sharkey's property/casualty clients
have more than 200 employees, a
size of employer that commonly of-
fers defined benefit pension plans, it
made sense for the broker to go after
that business as well, he explained.

So far, the response from dients
has been positive.

"Human resource people are very,
very happy" with CIGNA's defined
benefit program, Mr. Spencer said.
"CIGNA has been at it a long time.
They put a big investment into their
systems, and they remained com-
mitted to the defined benefit mar-
ket at a time when others were get-
ting out of it."

Mr. Lynch said: "We have a lot of
flexibility. Our primary focus is to
gain access to new business situa-

going to one place" for property/ca-
sualty and pension products.

"We tell customers, fYou're get-
ting an organization that knows

needs.

he said.

tact Mark Lynch at CIGNA Re-

860-725-2186.

When your clients' risks are unique,

S 1

- ||||||"Sij

—s

*-3- -2:fli-L]j{:«St>--3*;t«(jiff. I»- W= --J
|

——F . FI-A-©S©-

9"

-

2%62.- 1

fEjg.rs=]"

Satirto=a

_3--

f. .5, =#

you nee[1 a strong, flexible an[1 experienced partner behind you.

Chicago

(312) 822.6825
New York

(212) 440.3150

CNA Excess & Select has the resources to find

innovative underwriting solutions for your excess

and surplus clients - no matter how unique their

business may be. To see how partnering with us

can give your business a lift. just call.

CNA EXCESS & SELECT

CNA EXCESS & SELECT PROGRAMS ARE UNDERWRITTEN BY ONE OR MORE OF THE PROPERTY-CASUALTY COMPANIES OF THE CNA INSURANCE COMPANIES CNA G A REGISTERED SERVICE MARK OF THE CNA ANANCIAL CORPORATION/CNA PLAZUCHICAGO. IL 60685
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Zurich unit targeting
smaller global risks

BV REGIS COCCIA

VYWhen it comes to

Workers' Compensation ...
ber of U.S. compa-
nies are doing busi-
ness abroad, and a
program created by

Zurich-American In-

surance Group is offering coverage
tailored to small to midsize intema-

tional exposures.
G reater ew York Zurich Global Express in Schaum-
burg, lll., a unit Zurich-American,
has the solid underwriting provides a variety of coverages, in-
duding property, general liability,

inland marine and foreign volun-

and claims expertise
you're looking for.

tary workers compensation.

"It' s like a shopping list of cover-
ages," said Elaine Rothbauer, Zurich
Global Express' vp and director.

Call JelT
alt (212) 683=9700

rrisi "It's a package you can tailor to
meet the needs of the customer
going or'erseas," she said.

While Zurich is one of the biggest
writers of international property/ca-
sualty business-it ranked second in

a 1996 Business Insurance list of the

Best's Policyholders Rating: A+ « Financial Size: Class VIl
Serving Independen: Agents and Brokers for 80 years

GREATER NEW YORK MUTUAL INSURANCE COMPANY

INSURANCE COMPANY OF GREATER NEW YORK
A Stock Company

10 largest, based on 1995 foreign
premium volume of $14.6 billion
(BI, Nov. 18>-the insurer found
that clients with small international
exposures lacked coverage scaled to
their needs, Ms. Rothbauer said.

"Market research indicated more
U.S. companies were starting to do
business overseas," she said, adding
that Zurich's domestic units also
found that clients were beginning
to operate abroad.

Most of the foreign exposures are
minimal, such as employees travel-
ing abroad, low-volume exporting
or companies with only a few office
operations internationally, she said.

"That type of business wasn't
within the strategic plan" of Zurich

International, the unit that handles

LEE AND /IASON HAS BEEN HELPING BROKERS
WITH THEIR AUTOMOBILE LEASING INSURANCE
OPPORTUNITIES FOR OVER 15 YEARS ...
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. Residual VValue Insurance

- Contingent and Excess Liability

- GAP Insurance

. Vendors Single Interest

Combining our industry expertise and highly-rated resources to
provide customized programs, together with prompt and efficient

servicing of all policies, we make you look good to your client.

LEE AND MASON OF MARYLAND, INC.

a member of the

BSCRmerica

financial services group

20 Park Avenue

Baltimore, MD 21201
410-752-8700

410-752-0175 (fax)

large international risks, Ms. Roth-
bauer explained.

As a result, the insurer created
Zurich Global Fxpress as a separate
unit designed to cover smaller inter-
national risks. Zurich Global Express
began underwriting March 1, 1996,
and so far has written more than
200 accounts, according to Ms.
Rothbauer.

Zurich's network of brokers and
agents distributes the coverage.

"Seventy-five percent of the busi-
ness we're writing, we're writing
with a sister organization (at
Zurich). They're writing the domes-
tic, while we're writing the foreign
package," she said.

Zurich Global Express customers
come from both the manufacturing
and service industries, induding
law, consulting and accounting
firms. For example, the program
can cover a plastics maker with a
plant in the United Kingdom and a
consulting firm that has opened of-
fices in a few countries.

Other property and casualty risks
Zurich Global Express will cover in-
dude U.S. companies attending
product exhibitions abroad and ex-
porters using warehouse facilities,
Ms. Rothbauer said.

Coverage is based on property
and general liability forms devel-
oped by the Insurance Services Of-

fice Inc. "We've tailored an ISO-

based product and enhanced it to
meet the needs of international ex-
posures," she said.

Limits are flexible, though typical-
ly $1 million to $2 million for gen-
eral liability, and various coverage
extensions are automatically indud-
ed, Ms. Rothbauer said. For exam-
ple, Zurich Global Express extends
$250,000 of coverage for up to 180
days for a newly acquired building.

"You need to offer some exten-
sions of coverage, so if they (the cus-
tomer's operations) grow you don't
need to endorse the policy," she

said."We can increase the limits to
fit the client's needs.”

Although the average Zurich
Global Express customer generates
an annual premium of $7,500, the
program doesn't limit its clients by
size. "The U.S. company can be any
size. The key is the size of the inter-
national" exposure, Ms. Rothbauer
said.

However, "once the risk gets over
$100,000 in premium and needs
local polides in more than five
countries, they probably want a tai-
lored insurance program" available
from Zurich International, she said.

Ms. Rothbauer said she expects to
see much more international insur-
ance business in the future.

"l see this as a market thaCs

changing a lot. A few years ago,
there were companies endorsing
the domestic (policy). Now, more
and more companies have intema-
tional packages."

For more information on Zurich

Global Fxpress, contact Elaine Roth-
bauer at 847-605-7648. ial

Esales attitude' key
to agency success

By MICHAEL BRADFORD

want to be at the top of the

competitive heap will hire

the best producers they can

find, train them well and

never deviate from a com-
mitment to be the best in their
business, according to a study by
the Independent Insurance Agents
of America.

The study identified what "the
very best sales organizations in the
country were doing" to consistent-
ly keep themselves on top, accord-
ing to Shirley Lukens, vp-agency
management and technology for
the Alexandria, Va.-based IIAA.

The I[AA teamed up with Emory

Bdim

lanta-based consulting firm Rea-

sity in
Atlanta
and At-

gan & Assodates and canvassed
' those top-notch insurance agen-

des as well as other businesses to
determine the characteristics of
their sales success.
The survey grew out of the IIAA's
annual Best Practices study, which
' is conducted to help agents bench-
mark their company's business.
That study tipped the IIAA that
many agents considered their

greatest weakness to be sales.

Speaking at the AMS Users'
Group's national conference in
New Orleans earlier this year, Ms.
Lukens said the study identified
several characteristics that agents
could incorporate to improve their
operations.

"The No. 1 thing that we found
is that sales is an attitude, not a de-
partment,” she said. "It starts at the
top with the leadership. Everyone
in these companies thinks sales,"

and how their contributions will
affect sales.

Successful insurance sales organi-
zations engage in thorough plan-
ning throughout the company on
a regular basis to "determine where
they want to go, what theywant to
be, who they want their customers
to be," Ms. Lukens pointed out.

The one thing those organiza-

tions did not deviate from was a

commitment to be"the best of the

best. That was part of their compet-
itive advantage," said Vernell H.

Hogan, agency management con-
sultant at the IIAA.

"IN order for their culture to
work, they had to have everyone
in the organization have the same
type of attitude," she added.

That meant spending a lot of
time selecung the right employees,

SeeSales onpage 21P
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Sales

Continued from page 21N
Ms. Hogan pointed out, "and they
were really were very picky about
who they let come into the agency."

Ms. Lukens pointed out that the
survey found the most successful
companies were "very, very good
about finding what qualifications
they wanted in their sales people
and then not compromising. They
didn't hire someone because they
could walk and breathe. They had to
have certain qualifications," she
said.

Because these successful sales crga-

nizations were so meticulous about

who they hired, they invested heavi-
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ly in their employees once they were
on board, Ms. Lukens noted.

Training was a priority and was
continuous, she said. "Personal de-
vzlopment training, sales training
and technical training was very well
established and disciplined.”

Companies that hire well have a
few techniques in common when
interviewing candidates, Ms. Hogan
said. "We found that for the most
Fart there was a structure, a list of
questions that they asked.”

Some of the questions were asked
to detennine if the candidate could
finction as part of a team both with-
in the agency and with a customer
or prospect, Ms. Hogan explained.

"I'hney would ask questions like,
'Tell me about a time when you

were on a team or a committee and

everything worked really well, it
clicked, you didn't have any major
blowups or personality conflicts.

After being asked why the candi-
date thought the process worked
well, the question was reversed to
uncover a time when the team ap-
proach failed and why.

Ms. Hogan said, "The kinds of
questions they are asking are de-
signed not only to find out if a per-
son is team-oriented, but also to start
uncovering attitudes."”

As Ms. Lukens pointed out, "all
these organizations felt that attitude
was the key" to success, Ms. Hogan
noted. And while employees "have
to have a certain amount of aptitude
and be able to learn and grow...they

It's clear. Your best resource is ere !

Are you 10012in for a Ist of

agent» and broizers, TPAs,

Issue Date

felt that they could train the people.
That would be the easy part. They
had to have the right attitude to fit
with the culture of the organization
and be successful."

Successful sales organizations also
used role-playing in the interview
process.

"In some instances they would
present case studies,” said Ms.
Hogan, asldng how the candidate
would handle a sales situation that
had actually occurred.

"lhey also used peer inteniews
very effectively,” she said. "If they
made it through the first couple of
interviews, then they would have
lunch with one or two of the pro-
ducers in the agency" to help find
out if they fit in with other workers.
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Producers shared their work expe-
riences and gave the candidate an
idea of what it would be like to work
at the company. Candidates also vis-
ited with other employees like cus-
tomer service representatives or
workers they would be dealing with
if hired.

Successful companies also consid-
ered the ethics of a candidate, Ms.
Hogan said.

Ms. Lukens noted that one ques-
tion used by a company in the sur-
vey asked candidates how far they
would go to protect the reputation
of the agency. "They looked for can-
didates that would say, 'l would not
lie." Period. If they don't say those

words exactly, they're not a candi-
date.” rm

Conference ;
draws 2,000

ourbon Street jazz, ;
sunny skies and a|
host of educational;

lured:
scores of technical] |

sessions

minded insurance |

agents to New Orleans for ther
AMS Users' Group's 21st Nation-'
al Conference earlier this year. i
The conference, held Feb. 271
to March 1, registered 2,000 at

the New Orleans Marriott for

sessions on topics ranging from

/ - =t,Fi=l ing J i
L2 *I1_1_uiprac-
tices

td

, technical applications of agency,
systems.

The AMS Users' Group is aR
Irving, Texas-based non-profit
organization that provides comf
puter education and training. Its
more than 8,500 members are
independent insurance agents
who use information systems
provided by vendor Agency
Management Services Inc. of
Windsor, Conn.

Next year's conference is
scheduled for April 23-26 in San

' Antonio, Texas. Information ii
available from AMS Users'
Group, 433 E. Las Colinas Blvd.f
Suite 630, Irving Texas 75039-
5532; 214-869-1355. :
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Partner Re

Continued from page 1
bank Worms et Cie (BIl, March 3,
1997).

Once the purchase is completed,
Swiss Re will make an offer for the
remaining publicly held shares of
SAFR. Partner Re will then buy all of
the SAFR stock from Swiss Re for
about $800 miillion in cash and 6.45
million in Partner Re common shares.
Ilhe value of the Partner Re shares,
some of which are being sold at a pre-
viously agreed option price, is about
$150 million.

As a result of the transaction, Swiss
Re will increase its stake in Partner
Re to 21.8% from 11.1%. As part of
the deal, Swiss Re has agreed to own
no more than 30% of Partner Re.

Swiss Re will make a capital gain
of about 100 million Swiss francs
($69.3 million) on the deal.

Circumstances dictated the struc-
ture of the deal, Mr. Haag said.

AGF and Athena had indicated
they wanted to sell their shares in
SAFR, so Swiss Re offered to buy
them rather than let SAFR fall into
the hands of a rival, such as Munich
Reinsurance Co., he said.

Swiss Re considered keeping SAFR
and integrating it with its existing
operations, a Swiss Re spokesman
said.

"But we already have a presence in
France, and we share many of the
same clients with SAFR, so there was
not much synergy. For Partner Re it
represents a real diversification," he
said.

The SAFR book of business in-
cludes property, casualty, marine and
aviation, life, and credit and surety
business (see chart, page 1).

SAFR also will bring geographic
diversification to Partner Re. More
than 70% of SAFR's premiums are
derived from Europe and only 12%
from North America. More than half
of Partner Re's premiums are derived
from North America and less than
20% are derived from Europe.

The SAFR purchase will allow
Partner Re to diversify without
adding new capacity to an already
competitive reinsurance market, Mr.
Haag said. By retaining the manage-
ment of SAFR, Partner Re will gain
the expertise necessary for diversifi-
cation, he said. And Partner Re has
the expertise necessary to help SAFR
develop its non-proportional reinsur-
ance business.

"It was a unique opportunity that
we were able to take advantage of
through our relationship with Swiss
Re," Mr. Haag said.

The need to diversify has been ac-
knowledged by all the Bermuda
catastrophe reinsurers who enjoyed
huge rates when they set up in 1992
and 1993 but have watched the rates,
and premiums, fall in the past two
years.

For example, Partner Re wrote
gross premiums of $206 miillion in
1996, down 10.8% from $230.9 mil-
lion in 1995.

Several of the Bermuda companies
entered new areas, such as marine
and aviation and property excess in-

SAFR will significantly boost Part-
ner Re's premium volume. SAFR
wrote $700 million in gross premiums
in 1996. Net premiums were about
$610 million because SAFR bought
substantial retrocessional reinsur-
ance. Much of that retrocessional
business will now remain in the
group, Mr. Haag said.

Partner Re/SAFR will have a com-
bined equity of about $1.8 billion, Mr.
Haag said.

Partner Re is paying a reasonable
price for SAFR, compared with some
of the high-priced reinsurance acqui-
sitions last year, but SAFR will not
bring huge return-on-equity growth
potential to the new group, said We-
ston Hicks, senior research analyst at

Sanford C. Bernstein & Co. Inc. in
New York.

"In its core business of property
catastrophe reinsurance, Partner Re
was a very high return company, and
now it is taking a substantial part of
its capital and investing it in a main-
stream reinsurer, which is unlikely to
generate anything like the returns of
its core business," Mr. Hicks said.

But with the falling rates in the
property catastrophe market, Partner
Re was left with little alternative to
diversifying other than returning
capital to shareholders, he said.

The deal also illustrates the grow-
ing strength of Bermuda companies
in the worldwide reinsurance market,
said Susan Spivak, vp in the insur-
ance group research department at
Donaldson, Lufkin & Jenrette Secu-
r:ities Corp. in New York.

"It's further evidence of the Bermu-
da reinsurance companies increasing
their presence in the global market-
place," she said. igl
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Risk Advisory Services, Inc. Liz
Winter Park, FL
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Westport, CT
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E-Mail: info@rasl.com
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Perspective

ASK A

How can risk managers improve the
use of actuarial work and leverage

their relationships with actuaries?

Risk management deals with a wide
variety of specialty functions, and risk
managers must know them all well or
have someone reliable he or she can
depend on to cover on the ones they
don't. Risk managers also must know
all key aspects of their companies and
their industries in order to fulfill their

responsibilities.

Thus our plates are pretty full, and knowing something
well stnl doesn't necessarily translate into being a subject
matter expert. Consequently, actuarial science is likely to be
one of those accountability areas in which we may not be as
deep as we are expected to be.

If you manage a large company retaining sizable risk,
you're probably well-versed in reading actuarial report:s, if
only because you have a captive -where actuarial
evaluations are required by the domicile-or as a result of
y,)ur own internal and/or ecternal accounting rules.

Midsize to small companies, being more frequent users of
traditional risk transfer arrangements, may never even have
thought they had a need in this area.

But, regardless of your company size or program design,
leveraging actuarial data and the relationship w=>ith an
independent actuary or your insurer's act:uary can lead to
improvements in your program and your abijlity to design
more efficient risk financing arrangements and sell risk in
the marketplace, whether insurance or capital markets.

First, let me assure you that you don't need to be a
mathematician to understand or effectively use actuarial
reports. At first glance, the typical report may appear
overwhelming and complicated. In fact, if done wellit
should be neither, though it should be comprehensive. A
good actuary can make his work both readily
understandable to the average risk manager and useful to
accountants, auditors and our friends in tax, all of whom
have some vested interest in actuarial outcomes.

While actuaries perform many tasks to meet a number of
risk management objectives, risk managers most frequently
rely on actuaries to:

- Forecast their future losses.

« Evaluate or measure the development of losses already
incurred.

Risk managers should be aware of many other services
actuaries provide and selectively use them to their

advantage. Some of these include:
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« Budgeting and accruing for retained loss.

« Designing and evaluating cost allocation and claim
charge-back programs.

« Assessing liabilities associated with mergers,
acquisitions and divestitures.

- Identifying loss trends that require special attention.

« Contributing to captive and other alternative risk
financing feasibility studies.

It's important to understand that the accounting
organization will have much to say about and take great
interest in the actuarial process, especiallly as it relates to
substantialliabilities, both already incurred and likely to be
incurred in the future.

In fact, you can expect that the actuarial approach of
your finnmay in large part be driven by two thjngs:
generally accepted accounting principles and the risk-
bearing philosophy, be it liberal or conservative or
something in between, of the senior team. Thus, in order to
team with your actuary to work toward your organjzation's
goals, you should develop a solid working relationship and a
meeting of the minds about objectives and strategy with
both your accountant and your chief financial officer, as
well as key members of their teams.

You'll need at least a fundamental understanding of
GAAP standards as they relate to casualty risks. Next,
you'll need to understand what size unplanned liability is
"significant" to your accountant and chief financial officer.
Don't assume annual revenues, profits or net worth are
necessarily the measures used to define risk-bearing
capacity or philosophy.

In fact, earnings per share, or EPS, may be a much more
important measure for a publicly traded company. In that
case, a more conservative philosophy would suggest little or
no tolerance for variance in EPS results against stated
targets; therefore, management may want to assume little or
no risk of an unplanned loss. This would tell you and your
actuaries that risk retention per loss and in the aggregate
would be small relative to the size of the company.

Similarly, this would dictate a very conservative
forecasting and evaluation approach that will mean
selecting actuarial methodologies that support these tactics
and, for example, might mean forecasting to a much higher
probability level that the actual values will not exceed the
forecast values.

Clearly in order to accomplish these goals and put in
place the necessary tactics to do so, it is critical to develop a
sohd relationship with your lead or supervising actuary. He
or she must have as accurate and detailed an understanding
of management's financial goals, objectives and risk
tolerance as the risk manager. This means the risk manager
must include the company's actuary in much of the strategic
risk management planning discussions as would allow him
or her to support these goals and objectives.

Integral to the actuary's effectiveness will be the accurate,
timely and comprehensive communication of:

- Key operating priorities.

- Key strategic growth objectives.

- Historical loss experience.

- Historical and projected exposures (e.g. sales, payroll,
transactions, man-hours, etc.)

= Any shifting in risk-bearing philosophy.

+ Key loss prevention and control programs, both current
and planned.

« Any significant change in the key financial targets.

With this information, the actuary will be able to deliver
services that will generally align with the company's
objectives and hopefully minimize unplanned liabilities that
would hurt the balance sheet or jncome statement.

Finally, much the same information as mentioned above
is necessary to design a risk financing program that meets
the needs of your company and its shareholders. The
accurate forecast and evaluation of your losses and
exposures is a key tool in your arsenal only to the extent
that you develop the actuarial, accounting and chief
financial officer relationships, making you better able to
design and implement effective risk financing programs. 55!1

Would you like advice from an experienced colleague on a
risk management, benefits management or actuariat problem?
Four quarterly features in the Perspective section Of Business
Insurance can give you some answers.

Ask A Risk Manager, Ask A Benefits Manager, Ask A Bene-
fit Actuanj and Ask A Casualty Actuary answer written ques-
tions from readers on risk and benefits management issues
and actuarial problems.

This month's cotumn on risk management issues is written
by Christopher E. Mandel, director Of risk management at
PepsiCo Restaurant Services Group in Louisville, Ky. Dennis

J. Nirtaut, managing director of com-
pensation and benefits for Andersen
Worldwide S.C. in Chicago, answers
questions on employee benefit plans.
William J. Miner, an actuary with
Watson Wyatt Worldwide in Chicago,
answers actuarial questions on bene-
fits issues. And, Richard E. Sherman,
president Of Richard E. Sherman &
Associates Inc. in Ashland, Ore., an-
swers actuarial questions in the casu-
alty field.

Mr. Mandel Address yourquestionsto ASK,
Business Insurance, 740 N. Rush St.,
Chicago, IN. 60611. Piease give us your name, title and em-
ployer; however, Business Insurance wilU consider unsigned

letters.

Heavy lifting against orders does not preclude comp

An employee who violated his employer's instructions to
avoid heavy lifting on the job and subsequently injured his
back could sEll receive workers compensation benefits,
according to the Supreme Court of Oregon.

Brian Andrews was employed as a plumber's helper. He
advised his supervisor about his prior back problems and
was told that he should not engage in heavy lifting on the
job in the future. While on the job, Mr. Andrews injured his
baek while helping to carry a 200-pound espresso machine.
He filed for workers comp. A referee awarded him benefits,
the Compensation Board reversed, finding that his violation
of his employer's instructions placed his injury outside the
counse and scope of his employment. The Court of Appeals
Affirmed the board decision.

The state supreme court said "it is inescapable that a
general rule denying compensation for injuries sustained as
the result of a worker's failure to follow an employer's
instructions is not compatible with the Worker's
Compensation Act." The court was of the opinion that the
simple fact of disobedience to an employer's orders is not of

Legal Briefs

such overarching significance that it, alone, can render an
ensuing injury non-compensable. The court said the board
should have decided the question of compensability by

deciding whether Mr. Andrews was engaged in an activity
within the boundaries of his ultimate work. The case was

returned to the board for further determjnation of this issue.
Andrews vs. Tektronix Inc., Supreme Court of Oregon,
May 9, 1996 (B1/04/J.-$10).

ERISA funds sukiect to attachment

Funds disbursed from an Employee Retirement Income
Security Act plan by cashier's check are subject to
attachment, according to a Minnesota appellate court.

Steven C. Noble pleaded guilty to embezzling funds from
his employer, Community Bank Henderson. He was ordered

to pay restitution. When Noble later requested disbursement
of his interest in the bank's ERISA plan, the bank petitioned
for an attachment of his benefits. The trial court granted the
petition. The bank then issued a cashier's check to Mr. Noble
in the amount of $15,972.42, his vested interest less income
tax withholding. Upon delivery of the check to Mr. Noble's
attorney, a deputy sheriff seized the check and attached it
pursuant to the trial court's order.

Mr. Noble appealed, arguing that Minnesota law
prohibited the attachment of benefits distributed under
ERISA. The court said, however, that ERISA supersedes
state law insofar as they may relate to any qualified
employee benefit plan.

Community Bank Henderson vs. Noble, Court of Appeals
of Minnesota, July 23, 1996 (BI/05/F .- $10) [al

These abstracts were prepared by Mayo H. Stiegler. For
copies Of these decisions, send a $10 check payable to Mayo
H Stiegler to Bwiness Insurance, 740 N. Rwh St., Chicago,
m 60611-2590. List the numberfor each opinion.



20 / Business Insurance, April 7, 1997

R RG our members to move to the CNA Indiana Department of Insurance," ceptable reinsurance arrangement on ability, emergency medical techmcian
program," said Mr Dickman CNA he said behalf of its subsembers Once these hablhty and employment practices.1-
willl not, however, be assurmng AJIR's "AJIR w111 continue to honor all its obllgations are fulhlled, any remain- ability It wlll offer hmits of up to $5

Continued from page 1 casting habilities, he said Ing assets wWAIl be dispersed equitably milhon, with higher hmits possible m
sulting m an overall net loss of In the March 20 letter, AJIR noted per AJIR's Subscriber's Agreement,"” certain circumstances through rem-
$489,757 National competition for that "subject to final approval from  The soft marketplace is accordmg to the March 20 letter surance There wtll be no coverage
AJIR contmues to be mtense, making ATIR's subscribers and the Indian A was Interested in the business, gaps dunng the transfer
it increasingly difficult to maintain Department of Insurance, AJIR has a 'very serious threat to and JWF SpeC|a|ty was looking for a Two program managers wlll handle
market share and still increase sub- agreed in principle to move its exist-  rigsk retention groups new partner, said a spokeswoman for the business for CNA Berkeley Risk
scriber surplus,” according to the let- ing book of business to CNA dunng . , CNA Services Inc of Minneapolis w11 han-
ter 1997 " right now,' says Watson Thelnsurer munderwnting the en- dle everything but county business,
"We still exceed thenlimmurn sur- "We're in the process of determin- yatt's Jane Rastallis. tire program via its Columbia Casual- while JWF Sgecialty willl retain coun-
plus requirement of Indiana," ing what those procedures w111 be,’ Co subsichary, which isa non-ad- ly busine _ ]
stressed Mr Dickman, who added said Mr Dickman mltted insurer The program is bemg "JWF unll continue to service all
that there was no particular reason "We're not dissolving the reciprocal offered nationwide, through CNA's existing reported AJIR claims to their
for last year's merease in losses until such a time as a proper reinsur- existmg contractual obllgations until mdependent agent system conclusion as well,” said the letter an-

"OLA wall be wntmg new business, ance agreement is put in place that is such time as they are closed and cease The CNA program willl offer publle nouncing the shift

and we're going to be encouraging acceptable to the members and the to east, or transferred through an ac- officials hability, law enforcement h- Consultants with no ties to AJIR
agree that soft market conditions are
puttmg new pressures on risk reten-

tion groups
"It's part of the maturatton process
for risk retention groups As they con-
tinue to look at their financial out-
46 4> come§ and position. in the marl.<et-
place, it may be sensible to occasion-
~ o ally look at alternatives to maintain-
' ing nsk retention underwnbng," said
Paul W Pinckney, a prmcipal with

Tllhnghast-Towers Perrin in Irvme,

e - c-z2sor &492-- 1 laa / < Callf

“Heri o - Mr Pinckney said he is aware of"a
7. -O

N N o couple of instances" where alterna-

= _ tlives have been considered, mcluding
. the merging of a major Insk retention
=TT lin group with an offshore captive un-

«i--3 - . IRl A derwnting similar business

<rl = 1 "But we know of no specific in-
4f -1 ° stance where thensk retention group
leadership has chosen the commercial
market although it's not tremendous-
A-9 ly remarkable since one of the driving
; . | *0 " ' factors with Insk retention groups IS
\ = 4 "ie, a4,* 471 4 9 2 f J 1 2 A) ||t|{1 1 1 > lookmg out for members best inter-
' _ % ' ) ' ' n ests over time " Mr Pinckney said

y- 47 '"1-fl=«*h ALK The soft marketplace is a "very se-

4-25. 5% 4,4 144» 'O e

nous threat to risk retention groups

% .Nxfx o ! H] l) nght now " said Jane Rastallts senior
&84>9¢%SRS=- - m Fl e 7 -» | « consultant in the risk and insurance
L} 1 1

4-14"*14*13*- practice 11 Watson Wyatt World-

P wide's Boston office
Reconsideration of the risk reten-
- - tion approach may be expected to
- - e =2_. . — — — 4+
445 o _ear — contnue because many of the groups
- have formed based on one or the oth-
7 1 ¥
er of two confheting philosophies,
said Ms Rastalhs
7 At one extreme is the risk retention

group formed by a "very sohd" group
that is committed to the rtsk retention

4.1 <1111 0 Pg 11,1 04 - 9P group Participants in tins type of nsk
retention group maintain a close rela-
* R
— «<.— Z9/<i Af\ bf/4 1 # CA I_— 14.5. tionship with the group and share the
wg N rs= e view that "If they re doing things

nght, they 11 always be doing things

— ? better than the commercial insurance

?) <4 4 2 1 . marketplace," according to Ms
Rastaills

In other nsk retention groups, par-

r . 1 'm:fszo O%) 8 081] Betapo G|00t£2 ' ticipants regard the risk retention

2690795._21,27,aMAR:Modgo 0*000 09°0 8 45,4,
11 -O[590310 90(3 06(3006-fiA coese dcomnrs . e

Meanwhile, m an unrelated devel-
opment, the Colorado Department of
Insurance continues to hold a risk re-

tention group formed by dentists un-

. . . . . L . . der a confidential order of supervt-
to trend One minute, therie going all out to ,, 1 Ite Leitarn knic14 01 blivile+1. tlic ne,t minute. mon The ,\'lation'al Dental Mul:Eal n-

You kirn#, the guy, ,e mean. They tall They hackti,ILk Ther 5,Hop unpiediitably tiom trend

tlic¥'i e 011 ch.,+Ing :1 completely cl ille, ent m<11 ket surance Co, A Risk Retention Group,
was placed under supervision earher
— . . e .. this year
It”*criouglito make inti te.,ch tor the .lit,i,k bag. Or. ,t couhe. tti inake 0,)1, re.tch tot the phone Alan Schmitz, an attorney with the
o Denver law firm Hall & Evans, which
and i.ill \Al-

represents the nsk retention group,
said that National Dental continues

1-or 65 321 10. 4)11 1 :lpp i o.,ch ti) 11,1,1tt<)11 1 11*,11 1.illic h.,0 hee,i viiiple .md *ti .1 ightlot ,..ird He'ie to pay claims and was put under su-

cot,im Ittecl t<, 1,r,vicling coici .14( th;it '4 coit,14[ent hom 4,ile vtuatic,n 14) the lic,t Not lilt lia.ed pervision because its surplus was
"skating close" to the $15 milhon
mi ,'hicli ,:10 the u Ind 14 1,10,ung that cl,n Imi”im”m required under Colorado
aw
. . . \ . . The risk retention group was
in dioit, not (,111¥ do ue undeht,incl the go,110 ,,u'l e 11 ping to t e,ilh AL ] 1 formed in 1986 In 1995, it had about
3 ) L 400 members and premium volume of
We .114(, kitow thi + 1111plest ,:10 to help voii ie.,ili them $587.219

The department refused to com-

ment on the group's status, saying
ASSOCIATED A VIATION UNDERVYWRI _I_E RS that such Information was confiden-

ST T bal

Joanne WOJok contnbuted to this re-
port
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Myers risk management head at Caliber Systems

Thomas P. Myers has joined
Caliber Systems Inc. in Akron,
Ohio, as director of risk manage-
ment for the transportation com-

Before arriving at Caliber Sys-

tems, Mr. Myers was director of
insurance at U.S. Home Inc. in

Houston and director of risk man-
agement at TECO Energy Inc. in
rampa, Fla.

He replaces Lyle Paradise, who
accepted a position as senior di-
rector of risk management at
Loews Cos. Inc. in North Wilkes-
boro, N.C.

Mr. Myers is responsible for de-
sign, implementation and evalua-
tion of Caliber Systems' risk man-
agement program. Caliber Sys-
tems is the parent of freight trans-
portation companies and other
subsidiaries.

He reports to Don Brown, vp of
human resources.

Mr. Myers attended the Univer-
sity of lllinois and holds the Char-
tered Property & Casualty Under-
writer, Associate in Risk Manage-
ment, Associate in Loss Control
Management and the Associate in
Marine Insurance Management
designations.

James L. Lipari, 53, has joined
USLIFE Corp. as senior vp-hu-
man resources.

Mr. Lipari, who works from the
insurer's operations center in
Neptune, N.J., is responsible for
all human resources activities at
the New York-based life insur-
ance company and its 11 sub-
sidiaries. He succeeds John G.
Kelly, who retired.

Prior to joining USLIFE, Mr.
Lipari was principal of an organi-
zation providing human resources
services to small and medium-
sized companies.

He reports to Michael LeFante,
executive vp-administration.

Mr. Lipari earned a master of
business administration degree
from Fairleigh Dickinson Univer-
sity in Rutherford, N.J., and a
bachelor of science degree in eco-
nomics from St. Peter's College in
Jersey City, N.J. He is a member
of the Vice Presidents Chapter of
the Society of Human Resources

Managers and a member of the
board of directors of the Meadow-

lands Chamber of Commerce.

Tom Saltonstall, 48, has been

Business
Insurance ®

- DIRECTORIES -

IN-PUBLICATION
DIRECTORIES
Business Insurance publishes more
than 20 comprehensive in-publica-
tion directories during the year,
making access to services and sup-
pliers easy. Providing detailed list-
ings of firms in specialized areas,
Bl's directories give readers a direct
route to better management teCh-
niques and eliminate frustrating
hours researching services and sup-
pliers available in the marketplace.
For a listing of Bl's in-publication
directories, call:
Directory Information:
312/649-5398
For more information, call one
of the numbers listed below:
Advertising Information:
212/210-0228
Subscription Information:
800/678-9595

Comings & Going: Buyers

named vp-human resources at
HPR Inc., a Cambridge, Mass.-
based vendor of medical manage-
ment and physician profiling soft-
ware systenns.

Mr. Saltonstall comes to the
newly created position after
working as vp for human re-
sources at National Medical Care
Inc. in Waltham, Mass.

Mr. Saltonstall is responsible

for the human resources group
and facilities and office services

functions at HPR. His duties in-
clude recruiting new employees
for the company.

Mr. Saltonstall reports to Mar-
cia J. Radosevich, chief executive

officer.

He earned a bachelor of arts de-
gree in American government and
a masters of public administration
degree from Harvard University.

John Mayers, 42, has been pro-
moted to vp-risk management and
insurance at Textron Inc. in Prov-
idence, R.I.

Prior to his promotion, Mr.
Mayers held the post of director of
risk management and insurance at
Textron since 1993. He joined the
company in 1986 as a senior fi-
nancial analyst.

In his new role, Mr. Mayers will

assume the new responsibility of
overseeing the company's envi-
ronmental, health and safety
functions while continuing to di-
rect the risk management and in-
surance departments.

He reports to Wayne VW.
Juchatz, executive vp and general
counsel.

Mr. Mayers earned a bachelor of
political science degree and a
master of business administration
and public policy administration
from Purdue University.

Kristopher Disbrow has been
named risk manager, safety coor-
dinator and purchasing officer for
Fond du Lac County, Wis.

Before taking the job, Mr. Dis-
brow, 40, was an independent

consultant in Waupun, Wis. In his
new position, he reports to Allen
Buechel, the Fond du Lac county

executive.

Mr. Dist)row earned a bachelor
of business administratio degree
in finance and accounting from
the University of Wisconsin at
Oshkosh and is working on a mas-
ter of business administra:ion de-
gree at the same school.

He is a certified public accoun-
tant and certified management
accountant.

As a member of the state com-
mittee of the Wisconsin Institute
of Certified Public Accountants,
Mr. Disbrow makes presentations

to high school groups on non-tra-
ditional financial careers.

He is a member of the Institute
of Management Accountants and
is on the speakers bureau of the
University of Wisconsin-Oshkosh
School of Business Administra-
tion. Ell

GERLING AMERICA

INSURANCE COMPANY

YOUR PARTNER

FOR INDUSTRIAL AND COMMERCIAL INSURANCE

IN EUROPE AND THE UNITED STATES

Gerling America is part of the Gerling Group, an international

insurance and reinsurance group headquartered in Cologne,

Germany. Founded in 1904, the Group operates in niore than

29 countries with a premium volume of U.S. $10 billion,
invested assets of U.S. $28 billion and a total of 10,000

employees.

Gerling America Insurance Company (GAIC) writes industrial

and commercial property, caslialty and ocean niarine insurance.
GAIC is rated '9\" by A.M. Best and its Financial Rating is Class
VI, with capital surplus of over U.S. $100 million.

GERLING AMERICA INSURANCE COMPANY

Telephone: (212) 756-2600 « Facsimile: (212) 319-5626

717 Fifth Avenue - New York. New York 10022
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6'As manager of TIAC,

our Vermont-based risk

retention group,
SB&T Captive

0* , Management

has been a maj or
contributor to

our success."

"The people at SB&T deal, on our dienth behalf, with over forty state
insurance departments. Financial reporting, regulatory requirements
and deadlines vary with every state - and SB&T keeps on top of all
these variables for T[AC.

"SB&T staff members are very personable, and their attention to
detailis remarkable. They once uncovered a mistake made long ago by
other people. Their diligence resulted in T[AC recovering a sum of
money in the six figures.

"We actually compete with SB&T on some other pmgram business,
but they are so professional that we can also have a great working

relationship with them as partners. We have a eat deal of mspect for
each other."”

SB&T Captive Management is *rmontkfbremost independent captive
management company Our acco'unt list inct-udes risk retention

gmups, industrialinsured g,vups,

associations and pure parent captives.
CARFPTINE

For more information call.-
MANAGEMENT

(802) 863=5774  vanacement

Am Aljiliate 4 Smilli, Bell & Thomtson k

©1997 58&T CAPTIVE MANAGEMENT COMPANY, 102 SOUTH WINOOSKI AVENUE.
PO, Box 730. BURLINGTON, VERMONT 05402-0730, HTTP/WWW.SBTINSURANCE COM/HOME

Datebook

APRIL

APRIL 13-15. Intro to Financial Analysis-
Life/Health Insurance seminar in Chicago,
sponsored by A.M. Best Co. and The Col-
lege of Insurance; $950. AlsoApril 13-15 in
San Francisco. The College of Insurance,
101 Murray St., New York, N.Y. 10007-
2132;212-962-4111.

APRIL 13-18. The 33th Annual RIMS
Conference & Exhibition in Atlanta, spon-
sored by the Risk & Insurance Manage-
ment Society Inc.; $845 for members,
$1,043 for non-membens. RIMS, 655 Third

Ave., New York, N.Y.10017-5637; 212~
286-9292.

APRIL 14-15. Plicing and Rate Making in
Plain English seminar in Chicago, spon-
sored by Dorman Consulting Associates;
$895. Also May 1-2 in Boston. Dorman
Consulting Associates, 1 Haverhill Court,
Beachwood, Ohio 44122; 216-464-5678.

APRIL 14-16. Fundamentals of Compen-
sation counse in Brookfield, Wis., spon-
sored by International Foundation of Em-
ployee Benefit Plans; $825 for members,
$975 for non-membens. IFEBS, 18700 W.
Bluemond Road, P.O. Box 69, Brookfield,
Wis. 53008-0069; 414-786-6700.

APRIL 14-17. The National Managed
Health Care Congress in Washington,
sponsored by NMHCC; $1,595. NMHCC,
P.O. Box 360034; Boston, Mass. 02241-
0634; 888-446-6422.

APRIL 14-18. Beyond the Basics of Health
Care Cost Management conference in Los
Angeles, sponsored by International Foun-
dation of Employee Benefit Plans; $1,375.
IFEBS, P.O. Box 69, Brookfield, Wis.
53008-0069; 414-786-6710, ext. 8257.

APRIL 15-16. Spring Legislative Confer-
ence: Employee Benefits Issues in the
105th Congress in Washington, sponsored
by the National Employee Benefits Insti-
tute Foundation Inc.; $125 for membens,
$275 for non-members. National Employ-
ee Benefits Institute, 601 Pennsylvania
Ave., N.W., Suite 750, North Washington,
D.C. 20004-2601; 800-558-7258.

APRIL 17-18. Increase Revenue through
Broker & Agent Management Programs
forum in Orlando, Fla., sponsomd by Info-

Reinsurance Intermediary

INDEPENDENCE

INTEGRITY

SERVICE

CONSISTENT PHILOSOPHY & PERFORMANCE

SINCE 1977

Atlanta Bermuda

Chicago

London

Stamford

line; $1,295. IBC USA Conferences Inc.,
225 Turnpike Road, Southborough, Mass.
01772-1749;508-481-6400.

APRIL 17-18. Ergonomic Guidelines for
Computer Use course in Boston, sponsomd
by the Harvard School of Public Health;
$395. Harvard School of Public Health,
677 Huntington Ave. LL-23, Boston, Mass.
02115-6023; 617-432-1171.

APRIL 17-18. National Lead Litigation
Conference 1997 in Boston, sponsored by
Mealey Publications Inc, $695. Mealey
Publications, P.O. Box 446, Wayne, Pa.
19087-0446; 800-MEALEYS or 610-688-
6566.

APRIL 20-23. 1997 Insurance Fraud Man-
agement Conference in Nashville, Tenn.,
sponsored by American Insurance Ser-
vices Group Inc.; $550. AISG, 85 John St.,
New York, N.Y. 10038; 212-669-0400.

APRIL 21. Pension Simplification and DC
Plan Workshop m Kansas City, Mo., spon-
sored by Corbel; $305. Also May 6 in
Phoenix and May 8 in Bellevue, Wash.
Attn.: Client Service Center, Corbel, P.O.
Box 47720, Jacksonville, Fla. 32247; 800-
326-7235.

APRIL 21-22. Disability Income Insurance
Workshop in Hartford, sponsored by
LOMA; $175 for LOMA members, $340
for non-members. Merna Beacham or
Cherie Mosley, LOMA 2300 Windy Ridge

Pkwy., Suite 600, Atlanta, Ga. 30339-8443;
770-951-1770.

APRIL 22-24.50th Consecutive Reinsur-
ance Seminar in Dallas, sponsored by
Reinsurance Management Institute; $675.
Professor Bruce Evans, Graduate School
of 1Vlanagement, University of Dallas Sta-
tion, 1845 E. Northgate Drive, Irving,
Texas 75062-4799; 214-721-5360.

APRIL 22-24. Pension Basics Seminar in
Indianapolis, sponsored by Corbel,$695.
Also May 13-15 in Baltimore. Attn.: Client
Service Center, Corbel, P.O. Box 47720,
Jacksonville, Fla. 32247; 800-326-7235.

APRIL 23. The Fundamentals of Health
and Welfare Plans conference in New
York, sponsored by the New York
Metropolitan Area Chapter of IS-CEBS;
$150. Kathy Kogut, International Society
for Certified Employee Benefit Specialists,
P.O. Box 307, Grand Central Station, N.Y.
10017;212-564-4433.

APRIL 23. Fundamentals of Risk Manage-
ment and Advanced Risk Financing Tech-
niques workshop in Pittsburgh, sponsored
by the CPCU Society; $125 for members,
$135 for non-members. The CPCU Soci-
ety, 720 Providence Road, P.O. Box 3009,
Malvern, Pa.; 610-251-CPCU.

APRIL 23-25. 1997 PIA of Kentucky An-
nual Convention in lkxington, Ken.,spon-
sored by Kentucky Professional Insurance
Agents; $250 for membens and $310 for
non-members. PIA of Kentucky, P.O. Box

4205, Franicfort, Ky. 406044205; 502-277-
0839.

APRIL 24. Connecticut Insurance Day in
Cromwell, Conn., $65 before April 9, $70
after. Gertrude M. Sweeney, 141 Porter
St., Manchester, Conn. 06040; 860-643-
5367.

APRIL 24. Fundamentals of Risk Manage-
ment and/or Advanced Risk Financing
Techniques seminar in Cleveland, spon-
sored by the CPCU Society; $125 for mem-
bers, $135 for non-membem. The CPCU
Society, 720 Providence Road, P.O. Box
3009, Malvem, Pa.; 800-932-CPCU

APRIL 24-25. Asbestos Litigation 1997:
Evolving Issues, Emerging Issues confer-
ence in New Orleans, La., sponsored by
Andrews Publications; $800. Dave Cassa-
da, Andrews Continuing Education Insti-
tute, 175 Strafford Ave., Bldg. 4, Suite 140,
Wayne, Pa. 19087; 800-345-1101.

APRIL 27-29.8th Annual Managed Care
Law Conference in San Diego, sponsored
by American Assn. of Health Plans; $795
for membens, $1,045 for non-members.
AAHP, Conference Office, 1129 20th St.,

NW, Suite 600, Washington, D.C. 20036;
202-778-3269.

APRIL 28-29. Strategies to Profit from
Specialty Niche Insurance Programs in
Property & Casualty Insurance seminar m
Los Angeles, sponsored by International
Quality & Productivity Center, Insurance
Adyvisory Council, and Insurance and

Reinsurance Trends; $895. IQPC, 150
Clove Road, P.O. Box 401, Little Falls, N.J.
07424-0401; 800-882-8684.

APRIL 28-29. Financial Analysis: Proper-
ty/Casualty Insurance in Chicago, spon-
sored by Fells Road Group Inc./Michael
Conn Associates Inc., $1,050. Fells Road
Group Inc./Michael Conn Associates Inc.,
271 Route 46 West, Suite D-207, Fairfield,
N.J. 07004; 201-227-5955.

APRIL 28-29. Tobacco Litigation 1997:
Going Beyond the PleadingN confelence in
New Orleans, La, sponsored by Andrews
Publications; $800. Dave Cassada, An-
drews Continuing Education Institute, 175
Strafford Ave., Bldg. 4, Suite 140, Wayne,
Pa. 19087;800-345-1101.

APRIL 29. Assn. of Professional Insurance
Women Inc.'s Luncheon in Chicago, spon-
sored by APIW; $30 for members, $35 for
non-members. Karen Tucker, Business In-
surance, 740 N. Rush St., Chicago, lll.
60611-2590;312-649-5319.

APRIL 29. An Introduction to Daily Valu-
ation and Recordkeeping seminar in Nat-
ick, Mass., sponsored by Corbel,$295. Also
May 1 in New York. Client Service Center,
Corbel, P.O. Box 47720, Jacksonville, Fla.
32247; 800-326-7235, ext. 1139.

APRIL 29. The CGL Policy: Important
Changes workshop in Princeton, N.J.,
sponsored by the CPCU Society; $125 for
CPCU members, $135 for non-membens.
The CPCU Society, 720 Providence Road,
P.O. Box 3009, Malvern, Pa.; 610-251-
cPcCuU.

APRIL 29.Insurance Insolvency Breakfast
Seminar in London, sponsored by Clifford
Chance; no charge. Pam Marsh, Clifford
Chance, 200 Aldersgate St., London,

ECIA 4JJ, United Kingdom; 44-171-600-
1000.

APRIL 30. Spring Symposium of the llli-
nois Assn. of HMOs: Managing the Health
of Managed Care in Rosemont, lll., spon-
sored by IAHMO; $200 for members, $285
for non-members. IAHMO, 500 N. Dear-
born, Suite 1128, Chicago, lll. 60610; 312-
321-0341.

APRIL 30-MAY 1. Adminixtering an Em-
ployer's Workers' Compensation Program
seminar in Dearborn, Mich., sponsored by
Michigan State University; $695. Human
Resources Education and Training Center,
Michigan State Univemity, 422 S. Kedzie

Hall, East Lansing Mich. 48824-1023;
517-355-9591.

APRIL 30-MAY 1. Flexible Benefits
Course in Brookfield, Wis., sponsored by
International Foundation of Employee
Benefit Plans; $550 for members, $650 for
non-members. IFEBS, 18700 W. Blue-
mond Road, P.O. Box 69, Brookfield, Wis.
53008-0069; 414-786-6700.

MAY

MAY 1. TXANS' Annual Nonsubscriber
and Workers' Compensation and Alterna-
tives Conference and Exhibition seminar
in Austin, Texas, sponsored by The Texas
Assn. of Responsible Nonsubscribers (TX-
ANS); $225 for members, $255 for non-
members. TXANS, 206 West 13th, Austin,
Texas 78701; 512-477-7357.

MAY 1-3. The Third Annual Public/Pri-
vate Behavioral Healthcare Summit in
Washington, sponsored by CentraLink;
$795 before April 18, $995 after. Cen-
traLink-P, 4370 Alpine Road, Suite 108,
Portola Valley, Calif. 94028-7927; 415-
851-8411.

MAY 3-6. The 21st Annual Educational
Conference & Membership Meeting of the
Aviation Insurance Assn. in Tampa, Fla.
sponsored by AIA; $350 formembers, $575
for non-members. John P. Donica, ALA
P.O. Box 2966, Redmond, Wash. 98073
800-354-7918.

MAY 4-6. 29th Annual Midwest Claim
Conference in Arlington Heights, IlI..
sponsored by the Chicago Claim Assn.,
$205. David Loveless, Midwest Claim
Conference, P.O. Box 401, Mcfarland,
Wis. 563558-0401; 630-859-1100, ext 5625.

MAY 4-7. The Financial Inforum confer-
ence in Jacksonville, Fla, sponsorad by
LOMA; $795 for members, $1,590 for non-
membens. Angie Norman, LOMA, 2300
Windy Ridge Pkwy., Suite 600, Atlanta,
Ga. 30339-8443; 770-984-6438.

Continued on next page
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MAY 5-7. PCS Catastrophe Conference in
San Antonio, sponsored by Property
Claims Services; $345 for members, $445
Eor non-members. PCS, 85 John St., New
York, NY., 10038; 908-388-5700.

MAY 5-7. Product Management Skills and
rechniques seminar in Boston, sponsored
by Dorman Consulting Associates; $995.
Dorrnan Consulting Associates, 1 Haver-
hill Court, Beachwood, Ohio 44122; 216-
464-5678.

MAY 5-9. Fundamentals of Employee
Benefits Management course in Brook-
field, Wis. sponsored by The International
Foundation of Employee Benefit Plans;
$1,375 for members, $1,625 for non-mem-
bers. Also July 14-18, August 18-22 and
September 22-26. Registrations Depart-
ment, IFEBP, P.O. Box 69, Brookfield,
Wis. 53008-0069; 414-786-6710, ext. 8257.

MAY 6. Harold H. Hines Jr. Memorial
Symposium: The Use and Abuse of Class
Action Lawsuits in Chicago, sponsored by
the Chicago and Northeast lllinois Chap-
ters of the Risk & Insurance Management
Society Inc., Insurance School of Chicago
and Business Insu,ance; no charge for in-
vited guests. Insurance School of Chicago,
175 W. Jackson Blvd., Suite 2200, Chicago,
1ll. 80604; 312-427-2550.

MAY 8. D&O, Fiducialy Liability, and
Employment Practices Liability. Coverage
Aspects and Marketing Strategy work-
shop in Uniondale, N.Y., sponsored by The
CPCU Society; $85 for members, $95 for
non-members. CPCU, 720 Providence
Road, P.O. Box 3009, Malvern, Pa. 19355-
0709; 610-251-CPCU.

MAY 8-9. Employers' Managed Health
Care Assn.'s 16th National Conference in
Washington, sponsored by MHCA; $450
[or members, $550 for non-members.
Sheila Reilly, Employens' Managed Health
Care Assn., 1401 Eye St. NW, Suite 900,
Washington, D.C. 20005; 202-218-4121.

MAY 8-9. Drug and Medical Device Liti-
gation Seminar in Chicago, sponsored by
Defense Research Institute Inc.; $545 for
members, $595 for non-members. DRI,
750 N. Lake Shore Drive, Suite 500,
Chicago, Ill. 60611; 312-944-0575.

MAY 12. Fundamentals of lllinois Envi-

ronmental Law Compliance Course in
Chicago, sponsored by Government Insti-
tutes; $399. GI, Suite 200, 4 Research
Place, Rockville, Md. 20850; 301-921-2345.

MAY 12. Mergers & Acquisitions: A Risk
Management Approach to Identifying and
rreating the IAss Exposures workshop in
Overland Park, Kan., sponsored by The
CPCU Society; $85 for membens, $95 for
non-membens. CPCU, 720 Providence
Road, P.O. Box 3009, Malvern, Pa. 19355-
0709; 610-251-CPCU.

MAY 12-14.

Financial Analysis:

Life/Health Insurance seminar in
Philadelphia, sponsored by Fells Road
Group Inc./Michael Conn Associates Inc.;
$1,250. Also Sept. 10-12, and Oct. 15-17.
Fells Road Group Inc./Michael Conn As-
sociates Inc., 271 Route 46 West, Suite D-
207, Fairfield, N.J. 07004; 201-227-5955.

MAY 15. Southern Employee Benefits
Conference Spring Fly-In in Atlanta,
sponsomdby Southern Employee Benefits
Conference; $175 for members, $300 for
non-members. Southern Employee Bene-
fits Conference, P.O. Drawer 47309, At-
Lanta, Ga. 30362; 770-458-6233.

MAY 15. Society of Insurance Financial
Management quarterly meeting and lun-
cheon in New York, sponsored by SIFM;
$50 for members, $90 for non-members;
Kelly A. McCabe, Executive Risk Inc., 82
Hopmeadow St., P.O. Box 2002, Simsbury,
Conn. 06070-7683; 518-851-9780.

MAY 15-16. 7th Annual Imtitute: Con-
temporaiy Reinsurance and Excess Insur-
ance Issues in New York, sponsored by
Glasser IkgalWorks; $895. Also June 5-6
in Chicago. Glasser LegalWorks, 150

Clove Road, Little Falls, N.J. 07424; 800-
308-1700.

MAY 15-16. Life, Health and
Disability/ERISA Litigation seminar in
Chicago, sponsored by Defense Research
Institute Inc, $500 for members, $550 for
non-members. DRI, 750 N. Lake Shore
Drive, Suite 500, Chicago, lIl. 60611; 312-

944-0575.

MAY 19-20. Insurance Law: What Every
Lawyer and Businessperson Needs to
Know seminar in New York, sponsored by
the Practising Law Institute; $795.
Michelle Schwartz, PLI, 810 Seventh Ave.,
New York, N.Y. 10019; 800-2604PLL

MAY 19-21. Utilizing and Operating
Group Owned and Rent-A-Captives to
Cover Workers' Compensation, Employee
Benefits, Property & Casualty, Profession-
al, Product and Geneml Liabilities confer-
ence in Bermuda, sponsored by Interna-
tional Business Communications; $1,495.
IBC USA Conferences Inc., 225 Turnpike
Road, Southborough, Mass. 01772-1749;
508-481-6400.

MAY 28. Catastrophes and Insurance
workshop in Deerfield Beach, Fla., spon-
sored by The CPCU Society, $85 for mem-
bers, $95 for non-members. CPCU, 720
Providence Road, P.O. Box 3009, Malvern,
Pa. 19355-0709; 610-251-CPCU.

JUNE

JUNE 3. Reviewing Boiler and Machineiy
Coverages workshop in Dallas, sponsored
by The CPCU Society; $75 for members,
$85 for non-members. CPCU, 720 Provi-
dence Road, P.O. Box 3009, Malvern, Pa.
19355-0709; 610-251-CPCU.

JUNE 5-6. Financial Analysis:
Property/Casualty Insurance in Philadel-
phia, sponsored by Fells Road Group
Inc./Michael Conn Associates Inc.; $1,050.
Also Sept. 25-26 and Oct. 30-31. Fells
Road Group Inc./Michael Conn Associates
Inc.,271 Route 46 West, Suite D-207, Fair-
field, N.J. 07004; 201-227-5955.

JUNE 9. Excel Basic for Risk Management
workshop in Atlanta, sponsored by Shel-
terlsland Risk Services; $395. Also June |l
in Chicago, June 12 in New York, Sept. 22
in Roswell, Ga. and Dec. 4 in New York.
Shelter Island Risk Services, P.O. Box 568,
14 Tarkette Road, Shelter Island, N.Y.
11964;800-749-1535.

JUNE 10. Excel Advanced for Risk Man-
agement workshop in Atlanta, sponsored
by Shelter Island Risk Services; $445. Also

June 13 in New York, Dec. 3 in Chicago
and Dec. 5 in New York. Shelter Island

Risk Services, P.O. Box 568, 14 Tarkette

Road, Shelter Island, N.Y. 11964; 800-749-
1535.

JUNE 12-13. Risk Management and Risk
Financing in Europe conference in

Cologne, Germany, sponsored by Risk &
Insurance Reseamh Group Ltd., 1,750 DM.
Risk & Insurance Research Group Ltd., 44
Maiden Lane, Covent Garden, London
WC2E 7LJ; 44-0171-836-0614.

JUNE 15-17. The Expense Management
Exrhnnge confemnce in San Diego, Calif.,
sponsored by LOMA; $595 for members,
$1,190 for non-members. Greg Storey,
LOMA, 2300 Windy Ridge Pkwy; Suite
600, Atlanta, Ga. 30339-8443; 770-984-
6453,

JUNE 16-17. Corporate l.egislative Bene-
fits Forum in Washington, D.C., sponsored
by the Corporate Benefits Institute of the
International Foundation of Employee
Benefit Plans and the International Soci-
ety of Certified Employee Benefit Special-
ists; BeforeMay 6: $510 formembers, $610
for non-members; after May 6: $560 for
members, $660 for non-members. IFEBS,
18700 W. Bluemound Road, P.O. Box 69,

Brookfield, Wis. 53008-0069; 888-33-
IFEBP.

JUNE 16-19. The Disease Manngement
Congress in New York, sponsored by The
National Managed Health Care Congress
Inc.; $995 for members, For non-members:
$1,495 before April 14, $1,595 after.
NMHCC Inc., P.O. Box 360034, Boston,
Mass. 02241-0634; 617-505-8000.

JUNE 18-19. Third Annual Environmen-
tai Sampling, Onsite Analysis and Sample
Preparation Conference in Pittsburgh,
sponsored by PACS Inc.; $420 before April
30, $495 after. PACS Inc., 409 Meade

Drive, Coraopolis, Pa. 15108; 412-457-
6576 or 800-367-2587.

JUNE 22-25. The Trustees and Admink.
trators Institute in Lake Tahoe, Nev.,
sponsored by the International Founda-
tion of Employee Benefit Plans; $675 for
membens, $750 for non-members. IFEBS,

P.O. Box 69, Brookfield, Wis. 53008-0069;
414-786-6700.

JUNE 22-25. American Society of Ap-
praisers International Appraisal Confer-
ence in Houston, sponsored by ASA; $395
for members, $445 for non-membens be-
fore May 23; $495 for membens, $545 for
non-members after May 23. ASA Head-
quarters, P.O. Box 17285, Washington,
D.C. 20041; 800-272-8258.

JUNE 23-24. Health Care Stop Loss: Inno-
vative Strategies for Risk Contracting and
Carve-Out Negotiation conference in

Focused Exclus ively

on Serving
the ARI Market.

If you' re tired of dealing with part-time ART experts,”
call the ART specialists at CORE. CORE offers, in

one place, a full range of risk transfer products, including

excess insurance and treaty reinsurance. And CORE

underwrites those products on behalf of several affiliated

and unaffiliated companies.

CORE, a GE Capital Services Company, has the

resources, reliability, and professionalism to deliver on its

ART market commitment. Put the CORE advantage to

work for you.

CORE

Center of the ART Worlds"

CORE Group
1010 Washington Boulevard
Stamford, CT 06901

203.406.1900

CORE Group

Citicorp Center

One Sansome Street, Suite 1900
San Francisco, California 94104

415.951.1086

CORE Insurance Company is rated A++ (XV) by A. M. Best Company.
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Chicago, sponsored by Infoline; $1,295.
IBC USA Conferences Inc., 225 Turnpike

Road, Southborough, Mass. 01772-1749;
508-481-6400.

JUNE 23-27. Fundamentals of Industrial
Hygiene conference in Atlanta, sponsored
by American Industrial Hygiene Assn.;
$955 for members, $1,095 for non-mem-
bers. Also Oct 6-10 in Seattle. AIHA, Con-
tinuing Education Department, 2700
Prosperity Ave., Suite 250, Fairfax, Va.
22031; 703-849-8888.

JUNE 26-27. Global Rigk Mnmgement
Solutions: Advanced Risk Financing
Strategies for Canadian and US. Compa-
nies conference in Toronto, Ontario, spon-
sored by International Business Commu-
nications; $1813.65 Canadian. IBC USA
Conferences Inc., 225 Turnpike Road,
Southborough, Mass. 01772-1749; 508-
481-6400.

JuULY

JULY 13-17. Strategies for Growth semi-
nar in Mexico City, sponsored by Interna-
tional Insurance Society Inc.; $1,450 for
membens, $1,750 for non-members; $600
for academic or government. International
Insurance Society Inc., Box 870223,

Tuscaloosa, Ala. 35487-0223; 205-348-
8974.

JULY 20-23. National Symposium on
Workers' Compensation in New
Bnmswick, N.J., sponsored by the Center
forManagement Development of Rutgers
University; $595. Center for Management
Development, Rutgers, P.O. Box 5062,
New Brunswick, N.J. 08903-5062; 908-

445-5639.

JULY 22-24. Ihe 17th Annual National
Workers' Compenwtion and Occupational
Medicine Seminar in Cape Cod, Mass.,
sponsomd by S.E.A.K Inc,, $525. Steve
Babitsky, S.EAK Inc., P.O. Box 729, Fal-
mouth, Mass. 02541; 508-540-8304.

The Datebook is compiled,from notices
sent to Business Insurance. Notices should
be sent at least eight weeks in advance to
Datebook, Business Insurance, 740 N.
Rush St., Chicago, m. 60611-2590. Please
include the cost, if any, to attend the meet-
ing and infonnation on regist,ation for in-
terested readers. Business Insurance re-
serves the right to select meetings of most
interest to its readers and cannot guaran-
tee notices will beplinted.
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Pollution

Continued *on, page 2
relief. But, the Missouri Supreme
Court ruled that a reasonable under-
standing of "damages" by a layperson
would include a compulsory cleanup.
"Because the ordinary meaning of
'‘damages’ includes legal and equi-
table relief, use of the term'damages’
is sufficient," said Chief Justice Ann

K Covington.
In Northuitte Industries vs. Nation-

Year 2000

NEW YORK-Insurance to pro-
tect companies against damage
due to the so-called "Year 2000"
computer crisis is available from

the Minet Group and AIG Global
Risks.

The Millennium Insurance Poli-
cy, with limits of up to $100 mil-
lion, protects against disrupted
business or third-party lawsuits
relating to computer system fail-
ure.

Computer experts warn that
many companies' computers are
vulnerable to serious or total dis-
ruptions as the year 2000 ap-
proaches. Without reprogram-
ming, many computers cannot
distinguish the year 2000 from the
year 1900. That could create mis-
takes in everything from customer

a! Union, the New York Court of Ap-
peals in Albany rejected a policyhold-
er's pollution claim when it ruled that
the term "sudden"” in an insurance
policy pollution exclusion includes a
temporal element

In upholding an appellate division
ruling, the court also ruled that the in-
surers did not have a duty to defend
the policyholder against claims from
third parties.

The dispute arose from a claim filed
by Northville for the cleanup of near-
ly 2 million gallons of gasoline that

leaked from storage tanks at facilities
in Holtsville and East Setauket, N.Y .,
in 1986 and 1987.

Northville claimed more than $100
million In cleanup and defense costs.
"Eliminating the temporal aspect
from the meaning of sudden in the ex-
ception to the pollution coverage ex-
clusion would render the sudden and
accidental contingencies of the excep-
tion unavoidably redundant for unin-
tended pollutant discharges," said
Judge Howard Levine.

-By Gavin Souter

coverage now available

Products & Services

bills to insurance to bank ac-
counts.

The policy covers business in-
terruption, contingent business
interruption and third-party lia-
bility such as directors and offi-
cers and errors and omissions.

The policy term is from incep-
tion until Jan. 1, 2001, covering
any losses occurring in the policy
period. There will be a pre-under-
writing audit by data experts, and
premiums will be set according to
risk.

For information, contact Wendy
Baker at Minet Inc., 212-782-
6000.

Services Guide

FOR 1997 SERVICES GUIDE
ADVERTISING INFORMATION
CALL 312-649-5340
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CPCUL lutes

1 guarantee you mil learn more in less tirne With
The Burnham System - or your money back

Ray Burnham. CPCU, CLU ARM
19 Everett Street, Southbridge. MA 01550

Call 1-800-GET-CPCU Now!
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SYSTEMS

Medical- Dental *Vision- Disability - Life

Self-Administrated Companies « TPA's

Managed Care Organizations < Insurance Companies

Eligibility, Billing, Agent Commissions and Claims

1-800-444-1189

10777 Westheimer, Suite 125 - Houston, TX 77042 - FAX 713-974-3544

TRUCKERS

Complete facilities for each of the following:

* Primary Auto liability « Physical Damage

» Bobtail/Deadhead « Workers Compensation

» Occupational Accident « Motor Truck Cargo

« Umbrella/Excess

Minimum 20 Power Units/All States Except TX, LA, MA

17 STATE STREET, 17th FLOOR
NEVWW YORK, NY 10004-1501

-1 --=+ 1

212-742-0300 - FAX 212-742-1413

For advertising information contact: Cheryl Butler-Adeszko,
Classified & Services Guide Advertising, 740 North Rush Street, Chicago, lllinois 60611.
Telephone (312) 649-5340 - Fax (312) 649-7799

Spare parts service

PHILADELPHIA-A new ser-
vice that locates spare parts for
large industrial machinery that
has failed or been damaged is
available to customers of CIGNA
International.

CIGNA International Technical
Lines' parts locating service uses
a database to keep track of spare
parts at original equipment man-
ufacturers, parts suppliers, dis-
tributors and plants operated by
other CIGNA customers.

The service may be especially
valuable for large machinery,
such as boilers, turbines and com-
pressors, when spare parts are
difficult to obtain and down time
may be very costly to a company.

Data is updated continuously
and uses a computerized search
engine.

The service is free to CIGNA
customers. For information, con-

tact Bill Tichansky, assistant vp,
215-761-6665.

Appraiser directory

HERNDON,
listings of accredited appraisers

Va.-Complete

for every specialty can be found in
a new directory published by the
American Society of Appraisers.

The directory, with more than
3,100 society-credentialed ap-
praisers listed, includes such spe-
cialties as machinery; antiques
and collectibles; gems and jewel-
ry; and technical specialties such
as cost surveys.

Appraisers must have two years
of full-time experience to be list-
ed as accredited members or five
years of full-time experience to be
accredited senior appraisers.

The directory may be purchased
for $12. Contact ASA Publication
Sales, 800-272-8258. Ell

Insider bading

Aetna Inc.: Joseph T. Sebastianelli,
officer, exercised an option for 2,811
shares of common at $35.56 each on
Feb. 26, and now directly and indi-
rectly holds 32,892 common.

Aetna stock closed at $87.38 a share
on March 27.

Chubb Corp.: Gail E. Devlin, vp,
exercised an option for 1,857 shares of
common between $14.31 and $17.50
each on Feb. 11. To coverexpenses of
the transaction Mr. Devlin turned in
523 of them for $56.56 each on Feb.
11, and now directly and indirectly
holds 26,895 common.

Donn H. Norton, vp, exercised an
option for 6,228 shares of common at
$36.03 each on Feb. 14, and now holds
18,463 common.

Chubb stock closed at $55.50 a
share on March 27.

CIGNA Corp.: Donald M. Levinson,
vp, exercised an option for 31,785
shares of common between $72.31
and $119.50 each from Feb. 14 to Feb.
24. To cover expenses of the transac-
tion Mr. Levinson turned in 16,800 of
them between $157.25 and $160.69
each from Feb. 14 to Feb. 24, and now
directly holds 48,993 common.

Byron D. Oliver, divisional officer,
exercised an option for 8,894 shares of
common between $75.06 and $106.31
each on Feb. 26. To cover expenses of
the transaction Mr. Oliver turned in
5,071 of them for $155.69 each on Feb.
26, and now directly holds 24,007

Gary A. Swords, vp, exercised an
option for 1,997 shares of common be-
tween $75.06 and $120.38 each from
Feb. 24 to Feb. 28. To cover expenses
of the transaction Mr. Swords turned
in 1,180 of thembetween $154.13 and
$157.25 each from Feb. 24 to Feb. 28,
and now directly holds 3,784 com-

CIGNA stock closed at $151.00 a
share on March 27.

Fremont General Corp.: Wayne
Robert Bailey, vp, exercised an option
for 124,371 shares of common be-
tween $5.05 and $15.00 each from
Feb. 3 to Feb. 21, and sold 94,671
shares between $29.88 and $30.13
each from Feb. 3 to Feb. 21, and now
directly and indirectly holds 271,756

Alan William Faigin, officer, sold
2,125 shares of common between
$29.50 and $29.63 each on Feb. 25,
and now directly and indirectly holds
51,054 common.

James Everest Little, officer of sub-
sidiary, exercised an option for
181,283 shares of common between
$5.05 and $15.00 each from Feb. 20 to
Feb. 21, and sold 144,733 shares be-
tween $29.88 and $30.00 each from
Feb. 20 to Feb. 21, and now directly

and indirectly holds 271,760 common.

James Albert Mcintyre, chairman,
exercised an option for 541,329 shares
of common between $5.05 and $15.00
each on Feb. 21, and sold 296,329
shares at $29.88 each on Feb. 21, and
now directly and indirectly holds
3,756,490 common.

Raymond George Meyers, vp, exer-
cised an option for 86,668 shares of
common between $5.05 and $15.00
each from Feb. 20 to Feb. 21, and sold
67,468 shares between $29.88 and
$30.00 each from Feb. 20 to Feb. 21,
and now directly and indirectly holds
207,640 common.

Louis Joseph Rampino, president,
exercised an option for 226,833 shares
of common between $5.05 and $15.00
each on Feb. 21, and sold 161,833
shares at $29.88 each on Feb. 21, and
now directly and indirectly holds
501,713 common.

Fremont General stock closed at
$28.38 a share on March 27.

General Re Corp. Charles Barr, vp,
exercised an option for 600 shares of
common at $120.94 each on Feb. 4,
and sold them at $163.00 each on Feb.
4, and now directly and indirectly
holds 1,518 common.

William P. Barr, vp, exercised an
option for 20,000 shares of common at
$30.81 each on Feb. 25, and sold them
at $48.00 each on Feb. 25, and now di-
rectly holds 3,029 common.

Ronald E. Ferguson, chairman, ex-
ercised an option for 6,800 shares of
common between $90.44 and $113.00
each on Feb. 4. To cover expenses of
the transaction Mr. Ferguson turned
in 5,092 of them for $164.00 each on
Feb. 4, and sold 261 shares in the open
market at $165.75 each on Feb. 4, and
now directly and indirectly holds
77,885 common.

Christopher Garand, vp, sold 1,844
shares of common between $165.25
and $165.38 each on Feb. 7, and now
directly holds 4,748 common.

Tom N. Kellogg, vp, sold 2,000
shares of cornmon between $162.75
and $163.00 each on Feb. 7, and now ,
directly and indirectly holds 21,834

John P. Kent, officer, exercised an
option for 1,071 shares of common be-
tween $32.44 and $35.06 each on Feb.
13. To cover expenses of the transac-
tion Mr. Kent turned in 1,061 of them
for $48.63 each on Feb. 13, and now
directly holds 6,574 common. i

General 52@31097(_ closed at $161.00

a share on

Insider Trading, compiled by In-
vest/Net Trading Group Inc. of Fort
Lauderdale, Pla., .from reports filed 1
with the Securities and Exchange
Commission, tracks stock sates and '
purchases by insurance industry di-
rectors and oficers. The column is ,
distributed by ibune Media Ser-

vices Inc.
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Global Briefs

Holocaust survivors and heirs filed
suit last week in U.S. District Court for
the Southern District of New York
against seven European insurers that
they allege refused to honor World War
Il life insurance policies taken out by
Jews and other victims of Nazi persecu-
tion. They are seeking class-action status
on behalf of more than 10,000 individu-
als they say are owed billions of dollars.
The insurers named in the suit are: Assi-
curazioni Generali S.p.A.; Allianz Hold-
ings A.G. and two of its subsidiaries,
Wiener Allianz A.G. and Riunione Adri-
atica Di Sicurta S.p.A.; Assurances Gen-
erales de France Vie; Der Anker Allege-
meine Versicherungs A.G.; and Bavarian
Reinsurance Co....A London under-
writing agency that wrote an alien ab-
duction policy for the members of the
Heaven's Gate cult is reserving £39 mil-
lion ($64.5 million) that could be used to
pay claims related to the cult members’
suicides last month in California. Good-
fellow Rebecca Ingrams Pearson Ltd.
wrote a policy that would have paid if
members of the group were abducted by
aliens. Although no abduction occurred,
"You never know with American juries,"
said Simon Burgess, director of the
agency. Mr. Burgess said the mass sui-
cide was a "dreadful shock" to the agen-
cy, which no longer will offer the alien
abduction coverage. . . .Norway's lead-
ing insurer, Storebrand ASA, and the
country's second biggest bank, Christia-
nia Bank, will merge following regulato-
ry approval. They say their financial ser-
vice operations complement one another
and that the merger will increase the
range and diversity of financial services
offered. It will also create a "larger and
stronger" group to compete with the for-
eign institutions expanding into Nor-
way, they said. . . .U.K. supermarket
group J. Sainsbury PLC. will tell pri-
vate pension providers within seven
days how much it would cost to reinstate
its employees to its pension plan. More
than 600 of its employees fell victim to
Britain's personal pension selling fiasco
of the past decade, which saw thousands
of individuals persuaded by agents of
personal pension providers to leave com-
pany pension plans in favor of personal
pensions that provided less protection.
Although J. Sainsbury has no responsi-
bility in the matter, Sainsbury said
it would expedite the return of its em-
ployees to its plans from those that have
fallen behind in meeting govern-
ment timetables for compensating vic-
tims....U.K. insurance broker Lambert
Fenchurch Group P.L.C. and German
broker Pantaenius GmbH & Co. of Ham-
burg have agreed to form a general in-
surance broker joint venture in Ger-
many. Lambert will acquire 40% of Pan-
taenius for£1.67 million cash ($2.76 mil-
lion) plus the share capital of Lowndes
Lambert Deutschland A.G... .Lloyd's
broker Manning Beard Ltd. changed its
name to Manning Williams Ltd. at the
start of April after the appointment of
Andy Williams as joint managing direc-
tor with Geoffrey Latham. Mr. Williams,
who has been an underwriter and broker
for more than 30 years, will bring expe-
rience in catastrophe and finite business
to the company's established book of
personal accident, health, kidnap and
ransom and aviation business. . . . ACE
London Underwriting Ltd. will assume
the management of Methuen Underwrit-
ing Ltd. marine and non-marine syndi-
cates. ALU also will merge Lloyd's syn-
dicate 322 with syndicate 47 and syndi-
cate 204 with syndicate 219. . . .Swiss in-
surer Zurich Group has launched a new
corporate identity to reflect its refocused
role as a provider of financial protection
and asset and investment management
services. The changes in corporate iden-
tity include a modified trademark elimi-
nating the word "Insurance."

INTERNATIONAL

vVoman

premier

a firstim Bermuda

HAMILTON, Bermuda-For the first time,
Bermuda has a woman premier.

Late last month, Pamela Gordon was
sworn in as the island's premier, succeeding
David Saul, who resigned earlier in the
month after polls showed he could be an
election liability for the ruling United
Bernluda Party.

Ms. Gordon, who at 41 also is Bermuda's
youngest-ever premier, previously was
minister for the Environment, Planning and
Natural Resources, appointed in 1995 by
then-Premier Saul.

She was encouraged to enter politics by
former Premier Sir John Swan, who ap-
pointed her to the Bermuda Senate in 1990.
She was appointed in 1992 minister of

Youth, Sports and Recreation by then-Pre-
mier Swan. In 1993 she was elected as a
Member of Parliament. Then-Premier Saul
reappointed her as Minister of Youth, and
later to her most recent post.

Ms. Gordon is the daughter of late labor
activist E.F. Gordon, whose "fight and hope
for equality, opportunity, fairness and de-
cency" she cited in "A Special Message to
Bermuda" distributed by the UBP.

The UBP has been traditionally viewed as
pro-business, and Ms. Gordon's message
also stressed that the party will continue
to support "across-the-board economic

growth," including international business.
Ms. Gordon will attend the Risk & Insur-
ance Management Society Inc. conference
in Atlanta next week along

with Finance Minister E.
Grant Gibbons.

Outside of politics, she is
the mother of two children
and was a senior manager at
a time-share resort in Ber-
muda.

The unopposed election of
Ms. Gordon by the UBP is
expected to put the govern-
ment in a better position to
win the next election, which
must be held by October
1998, where she will face
Jennifer Smith, the leader
of the opposition Progres-

Pamela Gordon is the first woman and the youngest-ever sive Labor Party.

premier in Bermuda. She will attend the RIMS conference.

-By Gavin Souter

Australia claims spot
at reinsurance table

By KATE TILLEY

GOLD COAST, Australia-Australia's
answer to Monte Carlo's annual reinsur-
ance Rendez-VVous, which debuted last
month on Queensland's Gold Coast, re-
inforces Australia's position as a major
player in the international reinsurance
market, organizers say.

Australia, where reinsurers now un-
derwrite annual gross reinsurance pre-
miums of about $2 billion Australian
($1.57 billion), is rapidly developing as a
major reinsurance center, said Roger
Burn, deputy chairman of Sydney, Aus-

tralia-based Reinsurance Australia
Corp. Ltd. (BIl, Sept. 2) and head of the
Reinsurance Forum organizing commit-
tee.
The Reinsurance Forum should help
"put Australia on the map,"” he added.
Mr. Burn predicts the Australian rein-

surance market's gross premium volume

could "easily double in five years"

The conference drew 212 delegates, in-
cluding 115 from overseas, according to
Mr. Burn. Nineteen delegates came from
North America and 71 from the United
Kingdom.

Some participants noted that more
Asian delegates might have come if the
conference had not coinci(led with the
peak renewal season of March 31 in
Japan, Korea and India. In Australia,
60% of business renews June 30.

Organizers hope the forum will be-
come a complement to Monte Carlo's
Rendez-Vous de Septembre.

Like Monte Carlo, the Reinsurance
Forum had few formal presentations,
with delegates arranging their own
meetings and discussion groups. "It's a
relaxed atmosphere, so you can achieve
a lot more in a short period of time,"” Mr.

Burn said.

See Forum on net page
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Picture

of risk,
business

changing

By SARAH GODDARD

NOTTINGHAM, England-A new
industrial revolution is taking place,
and risk managers, insurers and bro-
kers must prepare to meet the chal-
lenges such change is bringing.

Businesses are entering the third
industrial revolution, a revolution
driven by technology, markets, en-
trepreneurship, demographics, glob-
alism and environmental change-

airnmic

and risk management is in the center,
explained Tom Cannon, chief execu-
tive of the Management Charter Ini-
tiative and visiting professor of busi-
ness at Kingston University in the
United Kingdom.

As this revolution brings market
and social turbulence and new oppor-
tunities, organizational structures
and management
changes will result in new risks.

The professor was one of several
speakers who addressed the Assn. of
Insurance & Risk Managers' 1997 an-
nual conference, entitled "Leader-

systerns, the

ship-New Frontiers for Risk Man-
agement,"” held last month at the East
Midlands Conference Center at the
University of Nottingham.

AIRMIC Chairman Derek Brighton
told attendees that insurers must
move from a "neat package" ap-
proach to risks and policies and
adapt to changing organizations.

Also, as layers of management have
been reduced, it is more important
than ever for risk managers to truly
understand their organizations, he
said.

Mr. Brighton, head of the group in-
surance and risk department at Reed
Elsevier (UK) Ltd., warned risk man-
agers and insurers that their future is
bleak if they do not address the chal-
lenges they face.

"For a risk manager, proactivity
and planning for the future has to be
at the forefront,” he said. "l believe
risk management is at a watershed.

See AIRMIC on page 29

Coverage in place for Spain wrecks

MADRID, Spain-The Spanish
government has liability coverage

been given, and no more insurance
information was available.

for two fatal train crashes in Spain
last week.

The state-owned Spanish rail net-
work Red Nacional de Ferrocarriles,
or RENFE, has liability coverage for
injured passengers written by Span-
ish insurer Mapfre Seguros Gen-
erales S.A.

Ticketed passengers will be com-
pensated for injuries and hospital-
ization costs, a RENFE spokeswom-
an in Madrid said.

She would not give any details of
how families of those passengers

Killed in the accidents would be

compensated. No estimate of total
financial losses from the crashes has

RENFE is investigating the acci-
dents and will give the results to an
investigative judge.

The first derailment occurred
near Pamplona in Navarre prov-
ince. At least 18 people were killed,
and 94 were injured.

The causes of the derailment
have not been made official, but 10-
cal press reports have suggested the
train was speeding.

The second derailment occurred

on the same day about 19 miles
northeast of Madrid. There were

two deaths and 22 injuries in that
accident.

@9

-By Maria Kielmas This March 31 train wreck in northern Spain killed at least 18.
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Australia Corp, launched 1 1993, tal maikets Creative underwriting

has enjoyed strong growth
"Timing's everything,"

"ReAC's market entry was terrific for Australia, New York-based Mr ance center

Andrew Chua, reinsurance under- timing GIO came Into the market at Ghose said

writer for Sydney-based insurer a very hard period, they were pay-
MMI Ltd, said the forum provides ing a lot of money for their own experienced underwriters already "A lot of what we wnte is non-stan-

Mr Williams said the company's trahan underwriters

Mr Williams agrees the forum spite occasional rain squalls due to

and "a willingness to do more un- wlll serve to increase the worldwide Cyclone Justin, about 1,240 miles to
he said usual things" are the keys to success awareness of Austialla as a reinsur- the north

MBR's Mr Alhson said it would
An attraction for cedents is Aus- take far more than a single cyclone
creativity " to Increase remsurance rates

"One $20 bill.on catastrophe's not

an opportunity to "cement relation- reinsurance and thought, 'Why have strong market relationships, dard, not what you would loosely gomg to make the market go hard, it
don't we start writing remsurance?' which allowed It to write $1136 call commodity busmess," he noted might need to be a $100 billion
Paul Allison, executive directol- It was a clear management strategy, million since November 1996

ships "

international with the Sydney office and it grew rapidly "

Mr Williams said New Cap Re catastrophe or a series of $20 bilhon

Eighteen months ago North would focus on "structured deals catastrophes It could be a big

of reinsurance broker Mmet Burn & The latest company to enter the American insurers did not consider much more than commodity bum- Japanese quake followed by anoth-

Roche Pty Ltd and a member of the
forum's orgamzing committee, said
that although not a lot of cedents ar-
tended, the forum holds promise of
providing cedents with greater ac-
cess to the Australian market

"People have been trying to get
into this market by facsimile, with-
Mr Alhson said

Mr Alhson said the forum was an

out success,"”

opportunity to . post-mortem the
last renewals with underwnters,"

'One $20 billion catastrophe's not going to

rnake the market go hard; it might need t ness New Cap Rehad written sofar noted

be a $100 billion catastrophe or a series of
$20 billion catastrophes,' says Paul Allison.

ness, particularly as the market er California quake and a bad hur-
stays soft " ricane, or just one maJor hurncane

He does not view GIO Re as a hittmg West Palm Beach and going
competitor, saying 95% of the bum- up into the Florida panhandle," he

Adam Hedley, a director of Syd-
need for new capacity, it's new ney-based remsurance broker Aus-
transactions, we're not eating out of trahan Independent Remsurance
the same pie," he said, noting GIO is Services Pty Ltd, which entered
a shareholder in New Cap Re the market 18 months ago, said that
There were other similarities be- m a soft market, reinsurance under-

tween the Rendez-Vous and the wnters must be innovative to gel

and that many preferred to do that Australian market, New Cap Rein- Australia a place to buy remsur- Australlan Reinsurance Forum business, and Austraha "has alway.
surance Corp Ltd in Sydney, ance, even though there were "ex- During last year's Rendez-Vous, sold itself on that "

“face to face”

"We're trying to optimize business bnefed the mdustry on its plans

coming into this market People

may not realize, for example, that ness in November 1996, and Paul L' market already was writing
GIO has 15 (rewsurance) uncerwnt- Williams, deputy managing direc- lion Australlan ($9437 milhon) of Cyclone Justin, which was later Wicks, Swayn owns AIRS, Mr Hed-
ers This market's not belng used to ton said the company plans to wnte business, they had a different atti- downgraded to a rain depression, ley said it is independent "We do
the extent it should yet,"” said Mr $225 milhon Australlan ($176 9 mil- tude

Alhson

GIO Reinsurance, a unit of Syd- year

ney-based GIO Holdings Ltd, has

surer for more than a decade

lion) in gross premiums m its first
out of them," Mr Willams said
Udayan D Ghose, New Cap Re

pense efficiencies," he said Howev- delegates kept watchful eyes on

New Cap Re started writing busi- er, once those insurers reallzed éhe humcanes Fran and Hortense (B, pared to be flexible

12 bil- Sept 23,1996) During the forum, While Lloyd's broker Harman,

New Cap Re cedes 65% of ItS the most recent renewal season
been the dominant Australian rein- chairman, said Australia is the only business to its Bermuca sister com-

Australian underwnters are pre-
he noted

hovered off the north Queensland business with 15 to 20 Lloyd's bro-

reinsurance rates that epitomized for the owners, he noted
Next year's forum will be held
Growth in the Australlan market March 6-10, again at the Gold

market where new capacity is re- pany, New Cap Reinsurance Corp and the soft rates were primary con- Coast's Sheraton Abrage Hotel For

Mr Allison predicts exponential quired to meet the demands of m- (Bermuda) Ltd New Cap Reinsur- versation topics poolside at the fo- more mformation, contact Paul Al-
growth for Australia's reinsurance surers, and that capacity has devel- ance Corp Holdings Ltd m Bermu- rum Few were prepared to predict hson at Minet, Burn, Roche Pty Ltd
market, noting that Reinsurance oped independent of the U S capi- da owns both

VWVWorld Insurance Network's

benefits Down UnNnder touted

By KATE TILLEY

up to use it, Mr Mahoney said be passed on to the clients,” he
WIN allows electronic transfer noted, but he added it would not

GOLD COAST, Australia- of documents globally to any replace personal communica-
Founders of the World Insurance participant's computer Docu- tions

Network hope the system will ments can be modified and re-
help bring more business to bro- turned

kers around the world, and Aus-

He agreed "disintermediation”
is a future trend for the whole

Although Mr Mahoney would insurance industry and that the

tralia's insurance industry will not disclose how much the sys- number of players in the process
share in those opportunities af- tem cost, he said savings of 30% wiill drop

ter receiving access to WIN laser to 40% in transaction costs are

this year
Dennis Mahoney, WIN chair-

"Yes, for commod-ty-like bum-
expected it will be-

Outlining WIN's plans, Mr come a principal-to-principal

ness that will happen,

man and deputy chairman/chief Mahoney reassured those at- transaction,” he said "But, for

executive officer of Aon Group
Ltd in London, told the Aus-

us, because of the kind of deals
that we do, brokers are very im-

when the market might turn, de- at 61-2-9251-2200

U.K. ruling defines
fire brigade liability

By CAROLYN ALDRED

[al

authorities throughout the land,”

said Council Chief Executive Peter
LONDON-U K firefighters can Robertson, who fears the judgment

be sued for negligence if they take could lead to "defensive firefighting"

action that worsens a situation while and "legal battles "

hghting a fire, according to the U K

Court of Appeal

*Recychng company John Munroe
(Acryhes) Ltd 's claim against the

However, in a landmark judgment London Fire Brigade and Civil De-
consohdating three separate cases, fence Authority was dismissed The
the Appeal Court judges also ruled ludges held that the fire brigade,
that fire bngades cannot be sued for which failed to find smoldenng de-
faillng to respond to an emergency brls that subsequently flared up, had
call, responding too late or making a no legal duty to respond to the fire or
mistake even to perform competently at the

By consohdating the appeals of scene

tralian Reinsurance Forum lasT -The WIN concept will portant They almost perform a three diferent cases brought against « A claim by the Church of Jesus

month that WIN is the o

dependent global network in not have as big an
which the world's then six impact in Australia as

largest brokers, now four, are
takmg part (BI, Jan 27)

The network, formed by says Paul Williams.

Alexander & Alexander Services

backroom-type function for us,
and lit's on a variable rate cost,
rather than a fixed rate cost "

. Mr Williams predicted bro-
in the London market" kers' business will spht between
those doing standard transac-

tions and those who may even

Inc, Aon Group Inc , Johnson & begin to put capital at risk in
Higgins, Marsh & MeLennan

Cos Inc, Sedgwick Group tending the forum that the sys-
P L C and Willis Corroon Group tem will not become obsolete as only placed 90% overnight or
PLC, allows electronic ex- technology advances "We're not over the holidays the broker
change of underwriting and heading into a technological cul may use his balance sheet to
claims information worldwide de sac,” he said hold It until he can off-load It,

But not all Australian reinsur- similar to an investment bank

specialty transactions
"Maybe if a reinsurance slip is

He said insurers and brokers

are losing market share to alter- ers are praising the network The big houses will use their bal-
native markets and that using While they see its advantages for ance sheets to differentiate”
WIN to cut costs and compete is standard transactions-particu- themselves from other brokers,
a way to secure the 17dustry's larly for non-lead reinsurers on he noted
future a slip, they say face-to-face ne-
"There's nothing new about 1:, gotiations still are necessary, of Sydney-based Reinsurance
we must give more for.ess,” Mr particularly for specialized Australia Corp Ltd. and head of
Mahoney said "If we can lower risks

the price, we ought to be able to
sell more "

Roger Burn, deputy chairman

the Reinsurance Forum organiz-
"The WIN concept will not ing Committee, said ReAC IS
have as big an impact here as in "very much driven by face-to-
Remsurance brokers are losing the London market" because the face negotiations because we
market share through "disinter- London market is much bigger lead so much business "
mediation,” the trend to use in- and writes more coverage suit- "WIN will have some impact,
termediaries less Reinsurers are able to the network, said Paul L especially among younger bro-
"endeavoring to move closer to Williams, deputy managing di- kers who are more computer-

fire authorities, the ruling broadly Christ of Latter-Day Samts foi £1 8
defines the extent of hability of fire milhon ($2 9 million) in compensa-
bngades m England and Wales tion for the destruction of a Mormon

The judgment means that fire chapel at Huddersfield m 1992 was
bngades are no longer immune from dismissed The fire brigade had
habillty for negligence in fighting a failed to extinguish the fire after be-
fire ing unable to locate the nearest fire

The decision "is of considerable hydrants
significance and w11 be welcomed
with mixed blessings by fire and 10- mon duty to answer a call for help

A fire brigade is not under a com-

cal authonties who have responsibll- and is not under any duty of care tc
ity for firefighting operations," ac- do so, the judges ruled
cording to a statement from defense "If they fall to turn up or fall k
law firm Davies Arnold Cooper turn up on tune because they have
Under the consohdated ludgment carelessly misunderstood the mes-
* Hampshire County Council lost sage, got lost on the way or run intc
its appeal of a June ruling that it a tree, they are not hable,"” according
must pay £16 million ($26 3 milhon) to the rullng
m compensation as a result of negh- The court also concluded that the
gence in fighting a 1990 fire at the "fire brigadedid not enter into a suf-
U K headquarters of Digital Equip- ficiently proximate relationship with
ment Co Ltd in Basmgstoke, about the owner or occupier of premises tc-
40 miles southwest of London come under a duty of care merely by
The judges found the fire officer attending at the site and fighting the
on the scene negligent in turning off
the sprinklers and therefore held the However, as in the Hampshire
Councllhable to Digttal and Capital case, "there was no question that a
& Counties PLC, the building's fire officer,
owner, for the subsequent damage hable m tort to a person who is in-

Hampshire Council, which is Jured as a direct result of his actions

like anyone else, may be

the original insureds" and to rector of Sydney-baseddNew Cap oriented It will deliver business uninsured for the loss, will seek per- or omissions," the judgment stated

"bring the ultimate risk-taker Reinsurance Corp L
"It will clearly reduce the

m greater quantltles
into a more direct relationship He said WIN is "a long-term
with the risk buyer "

Six U S and U K insurers are brokers and, unquestionably, the the mdustry but will not become

testing WIN, and 12 have signed savings associated with that will the dominant method of trans-

nlission to appeal to the House of In finding the fire ofheer neghgent 1
Lords, the senior court of England m turmng off the spnnklers, the

overhead load of reinsurance tool" to improve efficiencies in and Wales, said a Council judges found that no reasonably
well-mformed and competent fire- 4

spokesman
The Council is defending the ac- fighter could have made such a deci- 1
tion vigorously "for the sake of fire mon

B

"That figure surprises the heck coast as delegates pondered the soft kers, this is purely an Investment” ,
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Costs not overshadowing
value of U.K. health plans

U.K. employers increasingly view
health care as an important employee
benefit, though companies are anx-
ious about rising costs, according to a
recently published survey.

Of 337 companies of various sizes
that responded to a Hogg Robinson
Financial Services Ltd. survey, 90%
provide private health care benefits to
their employees.

While 43% of respondents said they
offer health care benefits to maintain
a healthy workforce and 41% provide
the benefits to get employees back to
work more quickly, 32% also cited
providing health care benefits as im-
portant in retaining employees.

Although "14% of employers
would discontinue the employer-
sponsored health care provision if
they had the choice...it seems reason-
able to conclude that the value at-
tached to private health care by em-
ployees has served to deter employers

from abandoning" their health care
plans, the report stated.

While appreciating the value at-
tached to the plans by employees,

The chief concern of
companies is rising
costs, with some seeing
11% to 15% increases in

the past year.

companies have several concerns
about providing health care. The
chief concern, which 78.5% of re-
spondents cited as their major con-
cern, is rising costs. Thirteen percent
of companies complained that costs
had risen 11% to 15% during the past

year.
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The second major concern of em-
ployers was reduced coverage by in-
surers, followed by increased usage
by plan members; increased insur-
ance premium tax; and the adminis-
trative burden on employers.

Meanwhile, employers are adopt-
ing a variety of approaches to cap the
cost of providing health care benefits,
Hogg Robinson found.

According to the survey:

* 31% of employer respondents
have increased employees' contribu-
tions, introduced a deductible in an
attempt to reduce claims and shift
some cost to employees.

* 20% have a managed care pro-
gram.

= 11% have psychiatric coverage
exclusions.

* 9% use hospital networks.

= 3% use coinsurance.

Free copies of the survey are avail-
able from Hogg Robinson Healthcare,
Hogg Robinson House, 42/62
Greyfrars Road, Reading, Berkshire,
England RG1 1NN: 0118-939-5328;
fax: 0118-957-5488; http:www.hogg-

robinsonfs.co.uk.

-BY Carolyn Aldred

UNITED STATES BANKRUPTCY COURT
SOUTHERN DISTRICT OF NEW YORK

Inre

Petition of Colin Graham Bird and Paul Anthony
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COFACE, Brazilian bank
form export credit insurer

PARIS-Brazil will soon have its ports by $500 million per year.
first export credit insurer. In France, COFACE provides

French export credit insurer CO- short-term export credit insurance
FACE Group is entering into a joint on a private basis and also acts as
venture with Rio de Janeiro-based agent for the French government in
Banco de Brasil, the largest Brazil- writing medium- and long-term ex-
ian bank, and four other localinsur- port credit and political risks.
ers, to create a Brazilian credit in- According to its year-end 1996
surer, COFACE said in a statement. figures, credit insurance managed

The other insurer partners are: by COFACE on behalf of the French
Bradesco Seguros, Sul America Se- gpvernment in 1996 generated a
guros, Bamerindus Seguros and Mi- 9..hurplus of 5.1 mjllion French francs
nas Brasil Seguros. AnnouncemenkK(49,98,820), having been almost bal-
of the new company coincided with®41*heedin 1995. Gross written premi-
the March visit of French President. ums exceeded claims for the first
Jacques Chirac to Brazil. time in 15 years.

The new private credit insurer «The improvement is not due to
will operate in a similar way to CO- the French government withdraw-
FACE itself. It will write coveage ing from active support of exporters,
both on its own behalf and as an ncr offering less support to major
agent for the Brazilian government. exporting companies. On the con-
Brazilian companies will be able to trary, the credit policy adopted in
insure their political and cornmer- 1996 and the one announced for
cial export risks with the new com- 1997 are more flexible than in previ-
pany. ous years. The surplus is the result of

According to Francisco Domelles, both the improved financial situa-
Minister of Brazilian Industry, tion of debtor countries, and a more
Commerce and Tourism, the avail- active management” of debt, which
ability of a local source of export is covered by consolidation agree-
credit insurance is expected to in- ments, the COP'ACE statement said.

crease the volume of Brazilian ex- -By Maria Kielmas

Case No. 97B-41602 (TLB)

Brereton Evans, as Joint Provisional Liquidators

of NORTH ATLANTIC INSURANCE

COMPANY LIMITED, Ck/a BRITISH NATIONAL

Proceeding under 11 US.C.§304

LIFE INSURANCE SOCIETY LIMITED AND
BRITISH NATIONAL INSURANCE COMPANY

LIMITED,

a Debtor in a Foreign Proceeding.

NOTICE OF HEARING ON REQUEST

FOR A TEMPORARY RESTRAINING ORDER

YOU ARE HEREBY NOTIFIEDTHATON OR ABOUT MARCH 12,1997, A PETITION WAS FIELD PURSUANT TO SECTION 304 OF THE UNITED STATES
BANKRUPTCY CODE BY THE JOINT PROVISIONAL LIQUIDATORS OF NORTH ATLANTIC INSURANCE COMPANY LIMITED ("NORTH ATLANTIC"
(978-41602 (TLB)) IN THE UNITED STATES BANKRUPTCY COURT FOR THE SOUTHERN DISTRICT OF NEW YORK ("BANKRUPTCY COURT").

YOU ARE HEREBY FURTHER NOTIFIED THATTHE BANKRUNCY COURT HAS ISSUED A TEMPORARY RESTRAINING ORDER

(1) ENJOINING THE HOLDERS OF ANY PROPERTY OF NORTH ATLANTIC IN THE UNITED STATES FROM TRANSFERRING, REL[NQUISHING OR
DISPOSING OF THAT PROPERTY, OR ITS PROCEEDS, TO THIRD PARTIES;

(2) INSOFAR AS IT RELATES TO NORTH ATLANTIC. ENJOINING THE COMMENCEMENT OR CONTINUATION OF ANY JUDICIAL, QUASI-JUDI-
CIAL, ADMINISTRATIVE OR REGULATORY ACTION OR ANY ARBITRATION PROCEEDING OR PROCESS WHATSOEVER (INCLUDING ANY DIS-
COVERY IN CONNECTION THEREWITH) INVOLVING NORTH ATLANTIC OR ANY OF ITS PROPERTY OR ANY PROCEEDS THEREOF IN THE UNIT-
ED STATES;

(3) ENJOINING THE ENFORCEMENT OF ANY JUDICIAL, QUASI-JUDICIAL, ADMINISTRATIVE. ARBITRATION OR REGULATORY JUDGMENT,
ASSESSMENT, AWARD OR ORDER AND THE COMMENCEMENT OR CONTINUATION OF ANY ACT, ANY ARBITRATION OR ANY JUDICIAL, QUASI-
JUDICIAL, ADMINISTRATIVE OR REGULATORY PROCEEDING TO CREATE, PERFECT OR ENFORCE ANY LIEN, SET-OFF OR OTHER CLAIM
AGAINST NORTH ATLANTIC OR ANY OF ITS ASSETS OR THE PROCEEDS THEREOF IN THE UNITED STATES;

(4) DIRECTING ANY ENTITY IN POSSESSION, CUSTODY OR CONTROL OF PROPERTY OR THE PROCEEDS THEREOF OF NORTH ATLANTIC IN
THE UNITED STATES TO TURN OVER AND ACCOUNT FOR SUCH PROPERTY OR ITS PROCEEDS TO THE PET[TIONERS;

(5) ENJOINING DRAWS UNDER ANY LATER OF CREDIT ESTABLISHED BY, ON BEHALF OR AT THE REQUEST OF, NORTH ATLANTIC, OR THE
WITHDRAWAL FROM,SET-OFF AGAINST OR OTHER APPLICATION OF PROPERTY THAT IS SUBJECT OF ANY ESCROW, TRUST OR SIMILAR
AGREEMENT OR ARRANGEMENT IN WHICH NORTH ATLANTIC HAS AN INTEREST, IN EXCESS OF WHAT IS EXPRESSLY AUTHORIZED BY THE
TERMS OF THE CONTRACTS AND ANY RELATED TRUST OR OTHER AGREEMENT PURSUANT TO WHICH SUCH LETTER OF CREDIT, ESCROW,
TRUST OR OTHER SIMILAR AGREEMENT OR ARRANGEMENT HAS BEEN ESTABLISHED;

(6) PROVIDING THAT PETITIONERS AND THEIR UNITED STATES' COUNSEL ARE ENTITLED TO (1) NOTICE OF AND OTHER INFORMATION
REGARDING ANY DRAW ON ANY SUCH LETTER OF CREDIT OR THE WITHDRAWAL, SET-OFF OR (YrHER APPLICATION OF PROPERTY IN WHICH
NORTH ATLANTIC HAS AN INTEREST TOGETHER WITH INFORMATION SUFFICIENT TO PERMIT PETITIONERS TO ASSESS THE PROPRIETY OF
SUCH ACTION, INCLUDING COPIES OF ANY AGREEMENTS PURSUANT TO WHICH SUCH DRAW, WITHDRAWAL SET-OFF OR OTHER APPLICA-
TION WAS MADE AND REQUIRING THAT SUCH NOTICE AND OTHER INFORMATION BE FURNISHED CONTEMPORANEOUSLY THEREWITH AND
(11) A TURNOVER OF FUNDS RESULTING ROM THE DRAW OF ANY LETIER OF CREDIT OR THE APPLICATION OF FUNDS SUBJECT TO ANY
TRUST, ESCROW OR SIMILAR ARRANGEMENT IN EXCESS OF THE AMOUNT THAT IS EXPRESSLY AUTHORIZED BY THE TERMS OF THE CON-
TRACT, TRUST OR OTHER AGREEMENT TO WHICH SUCH LETrER OF CREDIT, TRUST, ESCROW OR SIMILAR ARRANGEMENT WAS ESTAB-
LISHED; AND

(7) REQUIRING ANY ENTITY THAT HAS A CLAIM OF ANY NATURE OR SOURCE AGAINST NORTH ATLANTIC AND WHICH ISA PARTY OF ANY
ACTION OR PROCEEDING IN WHICH NORTH ATLANTIC IS OR WAS A PARTY OR IN WHICH A LIABILITY OF NORTH ATLANTIC MAY BE ESTAB-
LISHED, TO PLACE PETITIONERS AND THEIR UNITED STATES COUNSEL ON THE MASTER SERVICE LIST OF ANY SUCH ACTION OR OTHER
LEGAL PROCEEDING AND TO TAKE SUCH OTHER STEPS AS MAY BE NECESSARY TO ENSURE THAT SUCH COUNSEL RECEIVES (1) COPIES OF
ALL DOCUMENTS SERVED BY PARTIES TO SUCH ACTION OR PROCEEDING OR ISSUED BY THE COURT, ARBITRATOR, ADMINISTRATOR, REG-
ULATOR OR OTHER OFFICIAL HAVING JURISDICTION OVER SUCH ACTION OR PROCEEDING AND (ll) ANY AND ALL CORRESPONDENCE OR
OTHER DOCUMENTS CIRCULATED TO PARTIES NAMED ON ANY SERVICE LIST.

ALL PARTIES IN INTEREST DESIRING A COPY OF THE DOCUMENTS FILED WITH THE COURT MUST DELIVER A WRINEN REQUEST TO DAVID
B. STRATTON, PEPPER. HAMILTON & SCHEETZ, 1201 MARKET STREET, SUITE 1600, WILMINGTON, DELAWARE 19801, (302) 656-8865 (FAX).
COPIES WILL BE PROVIDED, UPON REQUEST. TO INTERESTED PARTIES BY OVERNIGHT MAIL.
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RATES AND CLOSING TIME:

Rates: Display classified is $163.00 per column inch, minimum Of one inch. Straight classied Closing: Published every Monday. Copy must be in typezyritten form by 5:00 Tuesday, 6 days
is $14.00 per line, minimum Of 5 lines. Count 34 characters per line (include each space and preceding publishing date. No verbal phone copy accepted. Most major credit cards accepted.
punctuation as a character). Additional $22.00 charge for all blind box ads. Only those responses Mail ads to, Cheryl Adeszko, Classified Advertising, 740 N. Rush St., Chicago, IL 60611.

which fit into a business size envelope will be forwarded. Responses are forwarded daily,

HELP WANTED HELP WANTED

Exceptional Candidates

KMITil
THNLEN:

ASSOCIATES, INC.

for your Sta# and
Exceptional Opportunities

1 1 9971 for Your Career

EXECUTIVE RECRUITERS RISK MANAGEMENT

HELP WANTED

INSURANCE CAREER CENTER

http://insjobs. com

IheRmierE*eFnentSmice anlhel*met.
Employers! over 2,000 insurance professionals
search our employment ads everyday. Are your
positions listed? Call 410-266-3970 for ad
placement or visit our website today.

For more information call 312-649-5340, FAX 312-649-7799, or e-mail cadeszko@crain.com

HELP WANTED

HARVARD AIMES GROUP
Executive Search
Corporate Risk Management
Exclusively
6 Holcomb Street PO Box 16006
West Haven, CT 06516
(203) 933-1976 Fax: (203) 933-0281

BUSINESS OPPORTUNITY

Investors looking to purchase a small TPA
in the Southeastern US. Please cont3Ct:
Lawrence R. Diamond, Esq.
18002nd Street, Suite 777
Sarasota, Florida 34236

(941) 954 - 8555

HELP WANTED

UNDERWRITERS/AGENTS

A+rated Insurance Company seeks
specialty underwriters/agents for
growth and profit-sharing.
EWCI-SEARCH
800-566-4578
Fax: 201-666-2642

email: gmcgee@ix.netcom.com

\TLA\TAI
RIMS

1 1 CO\FERE\(1

newport pbA.daphia

g==

AND
INSURANCE

ANDREW 0. DAVIS HELP WANTED HELP WANTED HELP WANTED HELP WANTED

Panner

KAREN McCORKINDALE
71 Arch Street, 3rd Ftcor

Greenwich. CT 06830
Tel: 203.869-6660

Senior Associate

"Where Professionals Insure Their Careers"

EXEGUTIVE REGRUITERS NATIGNWIDE

RISK FINANCING CONSULTANTS. $100 - 125,000 + Bonus

Our client, a world leader in risk management consulting, seeks to expand their

"HIGH COMMISSIONS PAID" EDUCATORS WANTED

SEAN deGROOT
psociat Expanding educational and consulting
firm seeking experts/instructors to deliver
life/health, propertykasualty, and reinsur-

ance seminars. Semi-retired executives,

Motivated Producer wanted for growth
minded John Street Insurance Brokerage.
Execellent markets and support services.
Fax resume in confidence to: G. Weitz at:
(212)619-4161.

insurance

MANAGER
MEMBER SERVICES

independent contractors and consultants

welcome. Attractive compensation and
potential equity opportunities for success-
ful candidates. Send resume and video, if
available, to FRG, P.O. Box 1347, West
Caldwell, NJ 07007-1347.

PRODUCERSWANTED! presence in 4 key geographic locations: Chicago, Atlanta, NY and Boston. The ideal

Growing West L.A. Agency, est. 1946 candidate will have 7-10 years of progressive experience providing cutting edge risk

seeks experienced Commercial P&C Pro-
ducers. Complete confidentiality. Speare &
Company. Call Maxine 1310) 914 - 9300.

This position is responsible for the effective management of day-to-
day operations of a comprehensive "start-up" service unit that re-
solves inquiries from Plan participants and health care providers.
The manager will assume planning and budget responsibility. staff
development. and will ensure effective operations are established
and consistently maintained in order to support resolution and co-
ordination for all telephone inquiries concerning enroliment and/
or eligibility. claims. and health care services.

financing solutions for Fortune 500 clientele, with excellent interpersonal, technical &
writing skills. MBA in Finance or Risk Management, along with additional insurance
accreditations and prior consul:ing experience strongly preferred. Please respond in
confidence with current salary 8 bonus and desired city.

RISK MANAGER. $65-75,000 + Bonus

Multi-billion dollar corporation: based in a suburb of Boston, seeks a degreed risk
management pro with solid claims management experience in Worker's
Compensation, Auto & General Liability, and excellent interpersonal & presentation

skills. Prior managerial/supervisory experience strongly preferred. Relocation
assistance available.

FROPU:CERS] F

Ale,sis Inc., 01,ding am* TPA, cum* hos sev-
eml employment opportunities orailable for highly
molivated Producets. Idwl condidates will possess Ae

INTERNAL AUDITOR
Risk Management
copobility and ddve to make significantionmbulions
to on aggressive gmwth company. Requitements
include a Bachelor's Degree or equalent, 3-5 yeois
of imvioussoles expedee and spild Imining in the
sales of ing=e related woduds and cove,oge; abik
ity to identifypotenlial dients and initiate contad;
mllingness to trove|; excE||entvhl and wmlen skills

und skong wesenuon and o,gonotional skills
We offet a compeliti,e sololy and bene package.

Performs financial & operational audits of
the Commonwealth of Virginia's risk man-
agement program. Analyzes self insured &
purchased programs ind workers com-
pensation, property, automobile, liability,
local law enforcement officials, water-
craft, aircraft, boiler, & related claims pro-
cessing. Requires progressively responsible
exp. in audit ng or analytical review,
demonstrated knowledge of GAAP, audit-
ing standards & techniques, ability to com-
municate & to use a PC. refer knowledge
of risk management (ins., self-ins., W/C,
claims proc., or loss prevention). 8.5. in
acctg or auditing or related field. CPA,

The successful candidate must possess 5 years experience in the
health insurance industry, and/or in a managed environment with
an in-depth understanding of claims adjudication, competence in
benefit plan provision interpretation, and at least 2-3 years manage-
ment experience with demonstrated leadership skills. Additionally,
this "start-up" operation requires an enthusiastic individual who
can function in a fast-paced environment and effectively perform
multiple tasks simultaneously.

For prompt consideration, please call Rich Meyers or Mike Tannenhaurn at 1-888-RMA-SEARCH,
faito 201-765-9009, or fonvard to 15 James St., Florham Park, IU 07932.

We Look Forward To Seeing You At The RIMS Conference In Atlanta, Booth#1315.

RICIIARD MEYERS

- ) ) S ASSOCIATEa IMC
In return. we offera competitive salary commensurate with experi-
ence and a benefit package. including 401<k) & stock purchase plans,
and convenient access to 1-88 & 1-355. For confidential consider-

Intetested parties should mail/fax cover lemi, re-
suite, and glaly mquimments to:

Foula Skmbalger, HR Dimdw

ation. interested candidates should send a

WHICH MUST INCLUDE SALARY
resume _ Hea/thCare CIA, or CISA helpful. Selected candidate Almak For a 1997 hm'ness
HISTORY to: Human Resources, Dept COMPARE must pass criminal background check. 17187 1. Imnl lotk Dr., 91434 k ronce
PG/MMS, H'ealthCare COMPARE Department of General Services, HR, 805 1.*.E 48152 Classified Rate Card wwu
Corp.,3200 HighlandAvenue,Downers E. Broad St., Rm 117, Richmond, VA FAX (313) 953-4500

Grove, IL 60515-1223. 23219, by 5:00 PM, 04/25/97. For assistance Circulation Breakdown
call: DGS JOBLINE (804) 786 - 3055 or e-mail

<DBROWN@DGS.STATE.VA.US> EONAA

. A raGow  Noss OMme Call: (3n) 649-5340

Commercial Consumers

Administrative:

HELP WANTED HELP WANTED HELP WANTED

CEO's, Pmsidents, and Ownets, . 2200
Vice Presidents, Genetal Managers and

OtherAdministmlive Peisonnel . 5,129

Financial:

Chief Rnancial Omrets and Vice Presidents

MANAGEMENT 7/ SENIOR ACCOUNT

Business Insurance Onlinel offinance -3.166
EXE C U T I V E O P PO RTU N ITI ES www.businessinsurance.com Secretades, Treasurem, controllers and
other Rnancial Pelsonnel . 2,973

HPR PROPERTY
Ri*/Employee Benefits:

Vice Pmsidea, Directos, Managem, and other

To place your classified ad online call 312-649-5340
Protection Mutual Insurance Company. a parent company of the Factory Mutual System, is internationally recog- related depamnent personnel of insuence, risk
nized as a leader in the field of highly protected risk industrial and commercial property insurance. Our clients
rank among the most influential companies in the world. Due to recent growth and expansion we seek to add
to staff a number of experienced HPR professionals in our offices throughout North America.

employee benet, pemonnel, compendon,

INTERNET DIRECTORY

pension, saf*, secutity, industial relaions,

human resourres and employee
Opportunities at the management level are available for entrepreneurial-minded individuals with a proven track

labor relaions . 17,043
record as a large account property insurance producer.
P&1 ONLINE: MODERN HEALTHCARE'S ONLINE! Sub-lotal 30.511
Your primary responsibility as a Senior Account Executive will be to develop new business, both direct and in P . P " ts. the leadi The busi v for health u otal......coevvivvnnnns N
. . s X . L . ensions nvestments, the leadin e business newswee or healthcare iati
conjunction with brokerage firms, as well as service existing accounts. As a team leader, you will have the 9 . X y ) Associations........... -290
. . T e . . . newspaper of money management, management is Online! Visit ou- Web site .
support of an underwriter and account engineer on each existing and prospective account. This will allow you K . Government, Unions and
to maximize your time doing what you do best - produce new business presents daily news from the world for a full range of industry news, sub- X .
’ of corporate and institutional in- scriber assistance and advertiser informa- Educional In*uions ..... 946
Selected candidates will have HPR or targe property experience with a brokerage firm or insurance company, vesting, money manager perfor- tion. Send news tips...letters to the edi- Commercial Consumers
and possess excellent selling and negotiaticn skills. mance data, lists of top pension tor...retrieve information from a full
i ibuti _ ‘o i i Sub-total..........c..c..c.e. 31,747
We offer a substantial base salary, incentive compensation based on production, company car, a superior flt'nds antd defined COI’\(I"IbIJtIOI’\l ser yead"s issue of ’_\I/loslem H(::/alltlc‘:ca—e;_'All Ehr:S ’
benefits package, and an environment that offers challenge and decision-making authority. For confidential vice providers, and much more! Up- and more available on Modern Health- Insulance Agents and Brokers. 8,588
i 's Wi ite. . .
consideration, please fax or mail your resume, including salary history to: dated daily. care's Web site Imulance Companies 7 Ni

http://www. pionline.com http://www. modernhealthcare.com Accounkts, Actuaties,

Attorneys & Consult* . 2,831
Adjuste,s, Appmisets, TPA's, Capave Managers

Terrence Mclaughlin - Personnel Department
PROTECTION MUTUAL INSURANCE COMPANY

300 S. North t High , Park Ridge, IL 60068 H
© Wizx: 224\’7\,)2;25_3;403' 9e B usiness I nsurance & Health Care Providers . 1,624
Equal Opportunity Employer Othes Allied to the Reid . 966
Online at:www.businessinsurance.com .
Total Qualified............. 53,083
. B . — - 9
- You'lAnd:late breaking news items Blstall profiles « Edilorial calendar Non-qualmed.
t_ O Single Copy Sales . 16
* Special Bls and suces * Subs®lion inlomlation * Ddebook * Onling Fiums TOTAL CIRCULATION ... 53.108
Vi.11, . f ... 53,

* Web links * Plusso much mom! * Soume Busines*Occupabonal

bmakdown of qualitd dmulaum,
Noveniber25,1996 issue, as
submitted to BPA for Decembel 1996

Nolth American Offices Located In:

Atlanta. Boston, Chicago, Cleveland, Dallas, Detroit, Houston. Indianapo'is, Kansas City, Los Angeles, Milwaukee,

Minneapolis, Montreal, New Jersey, New York City, Philadelphia, San Francisco, Seattle, St. Louis, Toronto, Vancouver E-MAIL ADDRESS: CADESZKO@CRAIN.COM BPA Publishefs Nmed



AIRMIC

Continued from page 25

VWe can create for ourselves a
wonderful opportunity-or risk
seeing our role become marginal-
ized by failing to grasp the initia-
tive.™

Risk managers in the United
Kingdom already are seeing new
risks from the changing corporate
governance requirements, pointed
out Mr. Brighton.

And U.K. companies in general
still have "spectacular failings in
this crucial area of risk identifica-
tion and risk control,” Mr.
Brighton added.

The impact of changing man-
agement structures, highlighted
by Mr. Cannon, also concerns risk
managers.

"Organizations may be leaner
and meaner, but this often means
greater exposure" to risk control
failure, he said. With fewer staff

doing more work, some risks may

not be receiving sufficient atten-
tion.

But is the insurance community
keeping pace? The recent frenzy of
mergers and acquisitions may
have shifted the focus away from
the customer, and the long-term
impact has yet to
be identified.

"Will they have
a negative impact
on the availabili-
ty of capacity
and levels of ser-
vice?" Mr.
Brighton asked.

Mr. Brighton
criticized the in-
surance indus-
try's short-term approach and its
thinking "in terms of neat pack-
ages of risks."

INn particular, the industry
should address the problem of the
insurance cycle and outdated
products and instead think of
long-term relationships and inno-

vation.

INTERNATIONAL

"Our message is simple,"” he
said. "Change your mind-set. Be
innovative, be bold-and dare to
be different. Above all, please lis-
ten to us.”

Another speaker at the AIRMIC
conference, Ron Forrest, chair-

'Our message is simple,’' says AIRMIC's
Derek Brighton. Insurers should 'be
innovative, be bold-and dare to be
different. Above all, please listen to us.’

man of Aon Risk Services, talked
about other trends facing the risk
management and insurance in-
dustries.

He called the growing securiti-
zation of risk a trend that will
continue into the 21st century and
cited insurers such as ACE Ltd.

and Mid Ocean Ltd., both based in
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Bermuda, as a reflection of the
convergence of insurance and
capital markets.

Every day, the capital markets
conduct about $3 trillion in trans-
actions, compared with total in-
surance industry capacity of $25
billion to $50
billion.

Certain risks
are just too big
for the insur-
ance nnarket to
bear currently,
and the capital
markets are
able to accom-
modate them,
Mr. Forrest
said.

Another trend Mr. Forrest iden-
tified was shorter distribution
chains.

"The market will not tolerate
inefficiencies,” he warned, and
capital sources fluctuate.

Finally, the electronic age is "a
very, very powerful factor going

forward," said Mr. Forrest. At
some point, brokers will be able to
place businessfronn their desks
with insurance companies around
the world, but the client also will
be able to do so, leaving a ques-
tion mark hanging over the future
of brokers.

And the increasing move toward
self-insurance must also be a pre-
occupation with brokers and in-
surers.

In order to face this and other
challenges, the insurance industry
must unite, Mr. Forrest said.

"It is very difficult when con-
sidering major issues to see how it
can be done in a fragmented mar-
ket. . . .Somebody has to speak on
behalf of the whole industry,” he
said.

But risk managers also need to
play their part, advocating risk
management within their busi-
nesses. It will be a future role and
challenge "to increase acceptance
and the authority of risk manage-
ment,"” he concluded. igi

Risk managers' association gets new look

Redesigned logo
emphasizes group's
primary focus

By SARAH GODDARD

NOTTINGHAM, England-A new identi-
ty and strategy to carry it into the 21st cen-
tury was unveiled by the Assn. of Insurance
& Risk Managers as the finale to its annual
conference, held March 24-27 at the East
Midlands Conference Center at the Univer-
sity of Nottingham.

A little more than a year before, AIRMIC
put together a strategic group to prepare a
plan to take the organization into the next
millennium, explained Derek Brighton,
chairman of AIRMIC and a member of the
six-person group.

AIRMIC members and other entities, in-
cluding the Confederation of British Indus-

try, Msn. of British Insurers, Institute of
Directors and the London International In-

surance & Reinsurance Assn., all were can-

vassed for their views on the risk managers'
organization's effectiveness and its future
direction.

"The process involved analyzing AIR-
MIC's strengths as well as its weaknesses,
clarifying any confusion over its central
messages, and determining how we could
become more focused to provide better val-
ue to members," Mr. Brighton explained.

As a result, it became clear that
the organization

ves and .,

{meeded to reposl

Ion ourse

revisit our mis-

sion and aims,"”

he said. AIRMIC

Having con-

sidered AlIR-

MIC's direction and intentions, the strategy
group decided that the organization's mis-
sion distilled into "anything which raises
the profile and the standards of risk man-
agement.”

That will be achieved through several
means, including: widening industry's un-
derstanding of risk management; lobbying

ailirrnmic

in the international arena; and supporting
members through exchanging risk manage-
ment information through seminars, work-
shops and conferences.

But in order for AIRMIC's new strategy to
be a success, it needs to be supported by "a
set of core values that we can all subscribe
to," said Mr. Brighton, "because in our mis-
sion to be seen as a serious player and risk
manag-
er, our
actions
need to
tell the
world
that we

> are  re—

spon-
sive. forward-looking and stable.”

Actions taken by the organization's mem-
bers will be the most convincing demon-
stration of these core values, but AIRMIC
also is addressing the issue by revamping
its visual identity.

Its logo, as "the most succinct visual ex-
pression of our values,"” has been re-

The new logo brackets the "R" and "M"
in the center of the text, symbolizing that
risk management is "at the heart of AIR-
MIC," explained Mr. Brighton. The brack-
ets "emphasize protection, stability yet
with movement, for responsiveness,” he
said.

Stability is denoted by retaining AIR-
MIC's shield, a symbol of the association's
history, "and by building on our past we
can deliver responsive, imaginative and re-
sponsible strategies for the future,” he
added.

Nevertheless, it takes more than a change
of corporate identity to bring about such
change-it takes people. Mr. Brighton not-
ed.

"If people do not identify with AIRMIC,
then all the visualizations in the world will
not help us deliver our mission,” Mr.
Brighton said.

"We have reached the end of the begin-
ning. We have laid down the foundations
for the future. Over the next 12 months, we
will all have an opportunity to help shape
the organization the way we want it,"” he

key decision-makers; playing an active role

AnNnnual conference

draws nearly 400

NOTI'INGHAM, England-Almost 400 delegates attended this year's
Assn. of Insurance & Risk Managers annual conference, which was held
at the East Midlands Conference Center at the University of Notting-

ham March 24-27.

Attendees included risk managers, lawyers, brokers, insurers, loss ad-
justers, captive managers, trade association representatives, students,

academics and consultants.

Although the majority came from the United Kingdom, others trav-
eled from Ireland, Guernsey, Gibraltar, Germany, Bermuda, Barbados,
the Isle of Man and the United States of America to attend. Particular-

ly welcomed by AIRMIC Chairman Derek Brighton were Louis J. Dra-
peau, president of the New York-based Risk & Insurance Management

ailirrmic

Society Inc.; Brian
Crews, president of
the Australian Risk &
Insurance Manage-
ment Assn.; and Des
Vernon, president of

i the South African

Risk & Insurance

Management Assn.

More than 60 organizations participated in the conference exhibition,
drawing attendees to their booths with a variety of attractions, from
virtual skiing and grand prix driving competitions to jugglers and cari-
caturists. One exhibitor, taking account of the Easter holiday immedi-
ately following the conference, handed out hundreds of chocolate rab-

bits.

Next year's conference will be at the same location March 30-April 2.
For more information, contact AIRMIC, 6 Lloyd's Ave., London

EC)N 3AX; 171-480-7610; fax: 171-702-3752.

-By Sarah Goddard

designed.
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Lloyd's chairman reveals
lessons in leadership

By SARAH GODDARD

NOTTINGHAM, England-Lis-
tening to others is an important
leadership lesson, Lloyd's of Lon-
don Chairman Sir David Rowland
told a group of risk managers re-
cently.

"Most certainly, one of my early
conclusions was that borrowing
other people's acquired experi-
ence must be a better way of
equipping oneself less painfully
than stumbling untutored along
the path of learning only by one's
own mistakes,” Sir David ex-
plained.

Sir David spoke at the Assn. of
Risk & Insurance Managers' 1997
annual conference, held last
month at the East Midlands Con-
ference Center at the University
of Nottingham.

He said that he learned many
other leadership lessons in his al-
most 40 years as a Lloyd's broker
before he took the helm of
Lloyd's, just as the 308-year-old
market was reaching the height of
its troubles.

One of the most important
lessons was that "a strong team
working together in harmony to-

wards a shared goal outperforms
the most brilliant group of indi-
viduals.”

Sir David used this principle in
1990 when putting together a
group of market practitioners and
consultants that studied Lloyd's
position and its future.

In selecting the task force mem-
bers, he relied on another belief:

alrrnic

"l had learned by then that the
only sensible way to run anything
was always to endeavor to hire
people brighter than | was myself,
to use their ideas and to acknowl-
edge them with gratitude,” he
said.

Do not be afraid of hiring and
working with people more intelli-
gent than yourself, he said. "Just
be grateful that you can be
dragged along in the wake of their
ability."”

Sir David pointed out that in-

surance companies now attract
the "top-class, second-class peo-
ple,"” but to go a step higher,
salaries must increase to compete
with other professions. The top
graduates want to feel like they
are "part of the best team," he
said.

Because of its roots in a collec-
tion of family businesses, Lloyd's
had attracted the best and
worst talent, said Sir
David.

The market attracted
the best because it was a
place that "could get you
seriously rich,” and the
worst because it was a
haven for the lazy who
could reside in the family busi-
ness.

Over the recent turbulent times,
the worst have been weeded out,
and Lloyd's has been nurturing
new talent through its graduate
training program, he said.

A key task of any leader is "to
secure good succession," said Sir
David. But most of all, a good
leader needs a sense of commit-
ment, passion and purpose, to-

gether with good communication
skills. mm
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cate "mandates that the comrmssion- sioner," Judge King wrote

EMLICO

Continued from page 2 surers "are not pohcyholders of EM- case,” he concluded
surers likely wlll appeal EN[LICO hquidators hailed the rul-
EIVILICO, a longtime GE general h- tial creditors of EMLICO Since (they) ing as clearing a "potential impedi-
ability insurer, moved to Bermuda m are not pollcyholders of EMLICO, ment" to their proposed settlement,
July 1995 after spinning off its non- they are not within that class of per- which would make the Massachusetts
GE hability business into a former sons protected by the statute "
subsidiary, Electric Insurance Co
Within months, it declared itself dlas- person aggneved" by a decision to Judicial Court Justice John M Gre-
tically underreserved for GE pollutlon seek Judicial review, the remsurers aney, who must approve the settle-
and asbestos claims and insolvent by failed to show they are aggneved m a ment, questioned what would happen
more than $500 million 'legal sense" or that "substantial if he OK'd it and Judge King later
Reinsurers didn't find out about the rights have been prejudiced," Judge ruled the redomestication illegal
move until after the liquidation filing King found A hearing on the settlement is
They quickly filed suit against the m-
surance division to reverse the redo- harm and possible future conse-
mestication, chargtng they had not re- quences of the commissioner's deci- judge has ordered that EN<ILICO doc-
ceived adequate notice of EMLICO's mon fail to satisfy these prerequisites uments subpoenaed by the Insurance
reorgantzation and that state law for standing," he ruled The remmirers Division should not be altered, de-
doesn't allow redomestication to a "have no contractual or statutory stroyed or shipped out of state until
foreign country nght to condition EMLICO's reorga- further notice Lloyd's had sought the
Reinsurers also charge that EMLI- mzation" on obtaming their ap- order after noting the settlement re-
CO misled regulators about itssolven- proval "
cy as part of a plot with GE to take The judge also cited a Pennsylvania of all EMLICO material to the
advantage of Bermuda hquidation court's ruling that reinsurers could Bermuda hquidators
laws that allow accelerated recoveries not challenge CIGNA Corp 's reorga- In addition, a Massachusetts state
from reinsurers nization because they were neither legislator has mtroduced a bill that

er consider the best rnterests of pohcy- "It is not for this court to expand

holders," the iudge wrote The rem- those definitions to fit the facts of this

LICO Rather, they are merely poten-

division ancillary receiver of EMLI-
While state law also allows "any CO In a heanng last month, Supreme

Remsurers' "allegations of possible scheduled May 6
Meanwhile, another Massachusetts

quires the division to turn over control

The Massachusetts chvision filed creditors nor pohcyholders (Bl, March would require the insurance commis-
motions to dismiss the reinsurers' 10) sioner to hold a publicheanng m any
complaints, arguing among other Judge King also turned aside rein- case where there are grounds to be-
things that remsurers have no stand- surers' arguments that he should ex- heve a company has made "deliberate
1ng to question the decision pand the definition of "standing" be- misrepresentations" to gain a regula-

In a ruhng last week, Judge Kmg cause "the entire msurance regulatory tory approval The Legislature's Joint
agreed The statute under which In- scheme may be affected if the defen- Committee on Insurance may vote on
surance Commissioner Linda Ruth- dants are allowed to escape unscathed the bill, thggered by the EN\,ILICO
ardt allowed EMLICO to redomesti- after their fraud upon the commls- case, dunng the week of Apnl 14 Ell

from whom they can get the certihca- While these transition rules-

tion statement At the bottom of the scheduled to be published in the April
model notice is a sectlon m which em- 8 Federal Reglster-are welcomed,

Conditions

Continued from page 1 ployees can make a request for a cer- other pronsions m the 1ntemm rules
Departments of Health and Human tflcate of coverage for themselves and are troublesome, benefit experts say
Services, Labor and Treasury-in- for their dependents
volved in implementing the health Benefit experts welcome this model ment that employers give notice to
care portability law, are easmg some notice "This is a good transition rule employees within 60 days of any ma-
comphance burdens for a transition Employers can use a form that has tenal reduction in benefits or services
penod been blessed by the federal govern- An example of such a reduction in
In mterirn regulations released last ment," noted Chip Kerby, a principal services would be a health mainte-
week, the agencies said that in the with Wilham M Mercer Inc m Wash- nance organization that IS reducing
case of employees who lost coverage ington the size of its network in a certain ge-
between July 1, 1996, and Sept 30, Another break Involves dependents ographic area, a change that some
1996, employers only have to provide of employees who request or receive employers might not even be aware of
certification statements to those em- certification statements Until June immediately, noted John Piro, a He-
ployees who specifically ask for me 30,1998, an employer does not have to witt consultant m Rowayton, Conn
statements provide names of dependents, but
In addition, for those employees only the type of coverage-single, em- provide any guidance on whether cor-
who lost coverage between Oct 1, ployee plus spouse or family cover- porate wellness plans that charge
1996, and June 1, 1997, employers age--on the certrfication statement higher premiums for individuals who
only have to provide a simple not-ce That flexibillty is important because engage in certain behavior, such as
This one-page notice, which is print- some employers may not have have smokmg, violates a provision of the
ed in the Interim regulations, bneily names of dependents, noted Mary health care portability law that bars
explains the health care portabihty Case, a pnncipal with The Kwasha discrimination on the basis of health
law The notice must tell employees Lipton Group m Fort Lee, N J status ial

One chief trouble spot a require-

In addition, the agencies failed to

Delivering plan data via e-mail

WASHINGTON-The Labor belleving relatively few employees al reports and Individual benefit
Department is recognizing that pa- read them, the Labor Department is statements
per isn't the only way for employers at least malnng the burden a httle Benefit consultants welcome the
to give employees information hghter
about their benefit plans Under the interim regulations, beit a limited one-of new technol-
Tucked 1nto the health care health care plan SPDs and moddi- ogy to communicate benefit plan

Labor Department'. embrace-al-

Updates

Kroll to continue AIG role

Continued from page 2

The terms of the transachon were not made pubhc

Kroll is a 25-year-old secunty consultant that provides services to AIG
pohcyholders and others.

Ruling threatens Blues merger

NEWARK, N J -Blue Cross & Blue Shield of New Jersey will appeal a
court ruling that cmates a serious snag m its effort to merge with Anthem
Inc, a large for-proht health Insurer based in Indianapohs

New Jersey Supenor Court Judge Alvm Wess declamd last month that
the New Jersey Blues, under state statute, is a char* The plan therefore
would most hkely have to form a large chantable foundation to be per-
mitted to convert to a for-profit mutual company The Blues plan brought
the case to court, seelong a declaratory judgment

Consumer groups have estimated the New Jersey plan might be re-
quired to set aside as much as $1 bilhon for chanty, though Bankmg and
Insurance Commissioner Ehzabeth Randall has not yet ruled on the mat-
ter Ms Randall has been reviewing the matter at the same time it has
been in the courts

"The company was disappomted with the court ruling but didn't con-
sider it a surpnse," a spokesman for the Blues plan said, addmg that tkus
rullng is "the first round "

"Blue Cross & Blue Shield of New Jersey is not a charity, and it's never
been one," he said

The plan may, if necessary, ask the state Legilslature to specify that it is
not a chanty, he said

In other Blue developments, Owings Mlls, Md -based Blue Cross &
Blue Shield of Maryland last month signed a definitive agreement with
Washmgton-based Blue Cross & Blue Shield of the National Capital
Area The two not-for-proht plans intend to combme under a newly cre-
ated not-for-profit holdmg company

Company to terminate pension

WEST ALLIS, Wis -Alhs-Chalmers Corp has notified the Pension
Benefit Guaranty Corp that the company intends to termmate its under-
funded pension plan, which has about 9,800 partlcipants

Alhs-Chalmers, which in the 19605 was one of the largest pnvate em-
ployers m Wisconsin, now has just two employees, while a subsidiary,
which repairs equipment Alhs-Chalmers once made, has only several
dozen workers

Estimates of its pension plan's unfunded hability range from $15 rml-
honto $30 million In 1985, the PBGC tookover another Alhs-Chalmers
plan, which had $170 milhon m unfunded habilities and at the time was
the biggest loss the PBGC had incurred

Sodarcan to sell division

MONTREAL,-Sodarcan Inc is selhng its brokerage division that han-
dles small commercial accounts and personallines bumness

Current management of the Dale-Panzeau division of Dale-Pameau
International Inc. is buying the division for an undisclosed amount The
division's busmess represents 30% of the total volume of Dale-Parizeau
International and 17% of Montreal-based Sodarcan's busmess. The bro-
kerage has not released 1996 revenues, but based on 1995 revenues, the
division generated about $12 5 milhon

Dale-Par:tzeau International wlll continue to handle large, complex
commercialhnes brokerage accounts

The sale is part of a strategic review of Sodarcan's brokerage opera-
ttons, said Demse Chabot, vp-finance and treasurer at Sodarcan

Briefly noted

Aon Group Inc and Centre Reinsurance (IT S.) have sealed a $100 mil-
hon catastrophe equity put program with Horace Mann Educators Corp
that wlll help recapitallze the Spnngheld, Il -based Insurer m the event
of a large catastrophic loss. A similar program was sold to RLI Corp of
Peona, 111, last year (Bl, Oct 14,1996) lloyd's of London reinsurer Eq-
uitas Holdings Ltd has appointed Scott P Moser as its claims director ef-
fective May | Mr Moser, currently president of Envision Claims Man-
agement Corp of New Jersey, succeeds Jim Teff, who is remgnmg because
of his wife's poor health Mr Teff wall become a full-time consultant to

portabillty regulations is a Labor cations can be delivered to employ- information to employees
Department proposal that gives ees electronically
employers the green hght, effective

Equitas, concentratmg on major claims Mr Moser, who also willl lom the ¢
board of Equitas, is a lawyer with an extenmve background m environ-

mental, pollution and asbestos-related claims, which are the bulk of the i
liabilities Equitas isreinsuring for l.loyd's syndicates Bayer Corp wall '
appeal the $2 million verdict awarded m Indianapohs last month to a cou-'

"The Labor Department is set-
But the Labor Department does t:Ing the stage for a new era m bene-
June 1, to use electronic commum- attach conditions for using elec- fit plan commumcation Electronic
cation systems, such as Internal e- tronic dellvery systems Employers delivery systems are a much faster

mall, to distribute to employees or plan administrators must ensure and more environmentally friendly
summary plan descriptions and that employees receive the informa- system of provmg information to
modifications to the SPDs tion That could be accomphshed employees," said Henry Saveth, a
Under the Employee Retirement through the use of a return-receipt principal with A Foster Higgins &
Income Seeunty Act, SPDs, which feature common m many corporate Co Inc m New York
describe an employer's benefit e-mail systems or surveys of partic- While the Labor Department
plans, must be distributed to em- ipants by the plan administrator, proposal is hmited lust to health
ployees withm 90 days of their join- the Labor Department says care SPDs, experts say it may be
ing a plan or within 120 days of an Employers also must give em- only a matter of tinle before the de-
employer starting a plan ployees the nght to obtain SPDs partment broadens its proposal
Employees also must receive a and updated information in paper

summary of matenal moddications form at no charge upon request

"This is important because the
SPD is the heart and soul of disclo-

made to a plan within 210 days af- Currently, the Labor Department sure If the department is permit-
ter the end of the plan year m which electrome dehvery proposal apphes ting the use of electronic dellvery
the change or changes occur Up- only to health care SPDs But the systems for SPDs, It follows that
dated SPDs must be provided every department IS asking for pubbc one day it wlll allow these systems
five years, and new SPDs have to be comment on whether electronic de- to be used" to communicate other
Issued every 10 years hvery systems should be extended types of benefit plan information,
While many employers dishke to other employee benefit plans and Mr Saveth added

preparing and distributing SPDs, disclosures, such as summary annu- -By Jerry Gemel

ple whose son died of AIDS from HIV-tainted blood clotting products for
hemophihacs Also, in Houston, two other manufacturers of the blood
products, Alpha Therapeubc Corp and The Armour Pharmaceutical Co,
were found not hablein separate trials over the products Foundation
Health Systems Inc., the company created Just last week with the merger
of Foundatton Health Corp and Health Systems International Inc, said

it has acquired Advantage Health, a Pittsburgh-based group of managed
health care compames, for $12 5 milhon in cash The combined ratio '
for workers compensation climbed to 101 % m 1996, up from 97% in 1995,
according to prehmmary estimates from the National Council of Com-
pensation Insurance in Boca Raton, Fla However, premium volume
dropped 5% to $24 9 billion m 1996, as employers continue to self-insure
or use large-deductible plans United Air Lines Inc. is appealing a $3
milhon wrongful termination verdict awarded to a former Oakland,
Callf, worker who claimed he was discmminated againstt because of his
Musllm faith and disrnissed after complaining about fellow workers' antt-
Muslim comments Kohlberg Kravis Roberts & Co. is giving financial ,
baclang to James R Fisher, the former chief financial officer of American
Reinsurance Co, to set up Fisher Capital Corp in Princeton, N J Mr'
Fisher will advise KKR on msurance mdustry Investments



can do so many things m the workplace,"
such as offering incentives to encourage em-

C o a I iti o n out each employer's expenence individually

"Employers have no interest 1n national
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ployee participation m periodic health exams, databases,” Mr Brown said "They're more 1320

Continued from page 3
'Wow, we know what you're coming m for,
Mr Brown suggested

health nsk appraisals, screenings and tests, he curious about their own workforce "
said For example, rather than receiving infor-
As part of its wellness objective, the guide- mation on the rate of an HMO's Caesarean-

Instead, "If you look at what employers are book also offers suggestions for improving oc- section deliveries or mammograms nation-
asking for m the country, and also locally, cupational health and safety, drawing from wide, an employer is more interested in find-
they're all frequently asking for different recommendations made by the Centers for mg out what percentage of its employees have

things or they don't ask for anythmg," Mr Disease Control and Prevention m Atlanta
Brown said

undergone such procedures, he explamed
This was an effort to get the health plans This objective will be difficult to achieve-
While few industry experts are familiar more Involved with wellness and injury pre- few, if any, HMOs have the technology neces-
with the coalltion guidebook, as it was just re- vention programs usually provided to em- sary to do such individualized reporting,
leased, those that reviewed it were impressed ployers by unrelated outside vendors, Mr health care Industry experts warn Because
"It's mce to see they took a multi-employer Brown explamed

approach," said Tim Beck, Buck Consultant

HMO physicians receive a capitated fee,
"This approach is an effort to bnng the par- there's no need for the HMO to track individ-
Inc 's Southern Callfornia health and welfare ties together to talk about a plan,” he said ual procedures
practice leader in Los Angeles '

"It's a very tall order," said

"If we can all get on the same Buck's Mr Beck "A very ex-
page, then we can share the

cost "

pensive order One of the big
'It's nice to see they took a multi-employer  problems we face is data collec-

In fact, it was this quest for
standardization that enabled the

lion They (health plans) simply
approach. If we can all get on the

same page, then we can share the cost,’
consultant Tim Beck says of the guidebook.

aren't set up to do this kind of
coalition to win the support of data tracking "
several Kansas City-area health "Plans have been good about
plans, he said cooperating with requests for
So far, three of the plans have data, but if every employer
agreed to participate in a pilot started asking for specrhc data,
it would be overwhelming,”
said Dr Christopher H Coul-
groups beginning this summer, according to "You need a game plan that takes you along a ter, executive director of UltraLink, a Costa
Mr Brown, who dechned to identify the par- track that you both are monitoring” Mesa, Cahf -based subsidiary of Allianz Life
ticipants until the contracts have been final- The coalltion thinks such coordination wlll Insurance Co that provides network manage-
med

prolect implementing the oblec-
tives with five separate employer

not only improve employees' overall health ment, consulting and administrative services
The objectives, outlined in a 90-page, two- quality, but reduce workers compensation to malor employers
part guidebook, also may serve as an alterna- claims as well In fact, most HMOs today are pretty much
tive to state and federal proposals to mandate "The focus is truly on the employee and rec- on the "honor system" when they report their
similar health care quality measurements leg- ognizes that the employee doesn't just punch HEDIS measures to the NCQA, as they don't
islatively, Mr Brown suggested out at 5 o'clock," observed Mr Beck of Buck have ready access to patient records, he said
"There's no need for 50 different systems,” Consultants Because "much of the health care mforma-
he said, pointing to such moves as a recent "This is the beginning of a truly integrated non iS still sitting in physicians offices," the
proposal by the Missoun Legislature to re- approach,” he said HMOs must accept each doctor's estimation
quire health plans to participate m a Ultimately, the coalition hopes such cool'di- of how many patients received procedures
statewide data reporting program similar to nation will cut health care costs across the measured by HEDIS, Dr Coulter explained
the NCQA's HEDIS prolect Besides, "We've only had data from HMOs
That proposal, dubbed "MOHIS" for Mis- "The employer could expect that HMO m the last 12 to 18 months,"” points out Ar-
soun Health Information Set, died in commit- management would be prepared to reduce its mando Baez, a pnncipal with UltraLink
tee last month

board

rate to the employer if lower utilization rates "We're at the beginning stages At some
Besides attemptmg to standardize HMO occur and the employer makes greater use of point in the future, everything will be com-

data reporting, the coahtion's guidebook di- wellness promotion and iliness prevention puterized But for now, HMO resources are

rects employers and health plans to work to- programs in the worksite to slow cost levels focused on other areas," he said

gether on developing preventive health down and improve outcomes," the guldebook

strategies and programs, many of which the states

NCQA has ldentified as worthwhile

But even though such data collection sys-
tems may not be in place yet, "the point is to
"Savings to the HMO should be passed on set some goals, to give some direction,"” Mr

In fact, it was the HEDIS project that to employers under agreed-upon terms In ef- Brown msisted
helped the coalition prioritize preventive feet, a modified expenence-rated HMO prod- The coalition's data collection guidelines
health areas that produce the greatest benefit uct w111 evolve serving as an mcentive to ma- "provide a rmmrnum level of mformation, and
in terms of total cost, improved outcomes of joi purchasers to establish preventive health we can build on it," agreed Buck's Mr Beck
care and higher employee satisfaction and and early treatment strategies in health bene- "You've got to start someplace,” observed J

productivity in the workplace, according to fits management," the document suggests
Mr Brown

Robert Dinneen, a coalition board member
Mr Brown acknowledged it will be difficult and assistant vp of corporate benefits for
"The employers, when they get that focus, to implement the objective that HMOs break Sprint in Westwood, Kan [al

1,280

1 . 200

1 180

2n4 221 2/28 3/7 3n4 3/21 3/27 4/4

Base=100 on Dec 29,1978

Source Nordby International Inc

Index

PCS catastrophe options

As of April 4

call Pnce

spread bid/ask

Eastern September 1997
40/60 31/39
60/80 /3 3

80/100 /23

National Annual 1997
80/100 4/6 5

120/140 /E

June Midwestern 1997

10/20 1 0/1 6

Call Pnce

spread bid/ask

California Annual 1997
40/60 /32

80/100 /=2

Western Annual 1997
40/60 15/32

80/100 -1z

Total volume O Total open interest 11,507

For information In PCS cat options, call the Chicago Board of

Trade at 312-435 3674

Source Chicago Eoard of Trade

British Issues

April 4

Price P/E Div Yield 52 week

Companies pence pence % high-low

Comml Union

653 122 303 55 759-550

Genl Accident 808 78 343 53 876-613

Gdn Royal Exch 273 60 100 43 301-218

Independent
Royal & Sun

Brokers
Brad stock
CE Heath

JIB Group

Lmbrt Fenchuich 105 136 84 20

76 106 57 110

681 87 133 24 710-373

438 139 190 49 515-349

81--54
99 127 a5 54 115-74a
156 114 98 64 161-101

150--101

Lloyd Thmpson 197 NA 1C O 64 206-167

Nelson Hurst

128 NA 86 88 206-123

Sedgwick Grp 121 10 9 80 63 152-115

Steel Brl Jones

22 65 38 170

as--22

Willis Corroon 147 13 2 66 53 169-—-117

Source Nordby International Inc

Bi Ind ustry Stock Report MARCH 31, 1997, THROUGH APRIL 4, 1997

Weekly Yearto date ‘Yeartodate Weekly Year to date Year to date

BROKERS Price % change % change High Low Vol(000) Price % change % change High Low VolI(000)

Acordia Inc NYS 31.88 102 991 sars 2725 se Everest Reinsurance NYS 27.50 678 a3 az7s 2138 615 St Paul Companies

£ W Blanch Holdings Inc NYS 22.38 ose 1118 2325 1775 25 Executive Risk Inc NYS 44 00 761 1802 4s00  zozs 113 SAFECO Corp

Gallagher Arthur J & Co NYs 3188 2.67 282 3625 2013 26 EXEL Ltd NYS az2s 146 1185 4513 =175 636 Seibels Bruce Group

Hilb Rogal & Hamilton NYS 1388 183 a7z 14.00 1138 20 Fremont General Corp NYS 2800 1s2 oes 3zes 2150 218 Selective Ins Group

Kaye Group Inc NDO 4.38 541 16.67 7.50 4.38 18 Frontier Insurance Group NYS 4a.38 441 1601 44 63 30.13 272 Sphere Drake Holdings

Marsh & McLennan NYS 11963 213 1502 12963 88 00 2336 Gansco lic NYS ©.00 a7 c.a0 1175 875 77 TIG Holdings

Poe & Brown ~NDo 26.13 105 142 2750 2275 61 GCR Holding Itd NDO 22.44 2.8 o.84 27.2s 2150  s8s Titan Holdings Inc
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Berkshire Hathaway Inc NYS 36600 00 188 7.33 37900 00 30000.00 ' Orion Capital Corp NYsS e1.88 o.z0 123 e7.75  az63 140 Oxford Health Plans
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Top advancing Issues Nobel Insurance Ltd ;EMC Insurance Group Inc , Frontier Insurance Group Leading decliners Safeguard Health Enter, Vesta Insurance Co , Penn-America Group Inc Most active issue Travelers Corp'The 81 Index fell 1 6%, the
System design Nordby Internationa[4nc'

Dow Jones 30 Industrials decredd 3 2%,the S&P 500 decreased 21% and the NYSE Composite decreased 2 3% Average P/E Brokers, 17 0, Insurers/reinsurers, 17 1, HMOs, 28 4



32 /Business Insurance, April 7 1997

H M O shakes out " charges These included been going down " The HMO, whose merger with

It may take more than a year to * Miami-based Physicians Corp While pharmaceutical costs CIGNA Corp IS expected to be

recover from 1996, say some ob- of America, which reported a net were a problem, "Most of it had to completed this summer, reported

Continued from page 2 servers loss of $277 7 million for the year, do with the underwriting cycle a 1996 loss of $3 9 million vs a
indications are cost trends will be "I think It'11 be a rebuilding vs a $24 6 million loss in 1995 and a very competitive market- $56 2 million profit in 1995

about the same as last year," he year," Michael LeConey, an ana- - Los Angeles-based Maxicare place for premiums" that began in CIGNA Corp subsidiary CHC

said Because HMOs have raised lyst with National Securities Inc Health Plans Inc , which reported 1995 and continued into 1996, she Acquisition Corp last week ex-

their prices, though, this means in New York said of 1997 $19 4 miillion in net income, down said tended its tender offer for Health-

they are better prepared " "l think ICS taking a while for 29 8% from $27 7 million in 1995 With a few exceptions, the HMO source stock from April 2 to April

"This year looks good because them to get everything into place, * Rockville, Md -based Mid At- mdustry "did not have a very 30 because certain required state

the major companies have been to get higher prices up and sort of lantic Medical Services Inc , good year in 1996, and that was and federal regulatory approvals
able to get the price increases that get things going at the rate they'd which reported a $2 8 million net primarily due to companies trying have not yet been obtained, but
they need to cover medical infla- like," including gaining control of loss for the year vs a $61 | million to maintain market share or grow this is not expected to have an im-

and that's very encolLrag- their costs, he said profit in 1995 their business in certain geo- pact on the merger, said a

" said Ellie Kearns, an analyst "I don't think it'11 be just a dy- - Louisville, Ky -based Humana graphic markets," said A M spokeswoman
with Alex Brown & Sons in namite year They have a lot of Inc, which reported $12 million Best's Mr Nowacki "As a result Observers expect additional
Boston work to do, and they know it," in net income, down from $190 there were a significant amount of merger and acquisition activity

"We're very bullish about the said Mr LeConey, who added that million in 1995 HMOs chasing business, which "It's probably going to slow
outlook for our own prospects,” a lot of people drove premiums down" though, said Best's Mr
said Greg Baird, senior vp of have finally down, and that Nowacki
group sales for Woodland Hills, concluded that had a negative "Most of the lar h

. ge ones have
Calif -based Blue Cross of Calt- every day is not ' | he problem was that HMOs, | think, impact on over- been acquired, and in California,
fornia, a subsidiary of WellPoint New Year's Eve . . all fi e i
profitabili- where a lot of the M&A activity 15
Health Networks Inc, which re- in this industry, underestimated their cost trends and’ as a ty " taking place, it's being severely
ported $202 million in net income which seemed to result, they didn't price the product Last year "in scrutinized because of antitrust
in 1996, up 12 2% from 1995 be the mind-set . general was a concerns "

"l don't think we'll see deterio- for a while properlya' Says TOdd RIChter' disappointing But Ms Kearns of Alex Brown
ration,". said a spokesman for They realize_ year,” agreed disagreed "Consolidation IS like-
Foundation Health Systems Inc tTh»at i Ff yyou are — Conning's Mr ly to continue in the field | don't
The merger between Rancho Cor- "patient and Jamilkowski see any reason to think it will
dova, Calif -based Foundation stick to your knitting, you'll get - St Louis-based RightCHOICE "Virtually every HMO, except for slow down The interest in aequl-
Health Corp and Woodland Hills, there,” said Mr LeConey Managed Care Inc , which report- perhaps Oxford, had troubles sition, | think, is high and will
Calif -based Health Systems In- While 1997 will be better than ed a $2 million net loss vs $25 8 with decreasing margins as a re- continue "
ternational Inc, which led to 1996, it could be 1998 before the million in net income for 1995 sult of escalating pharmacy and She noted that there are many
Foundation Health Systems s cre- HMO Industry returns to good There were no surprises in outpatient costs, which were com- potential acquisition candidates
ation, was comeIeted last week profits, said Manfred Nowacki, vp fourth-quarter results, say ob- pounded by aggressive pricing in still left among private compa-
(BIl, Sept 23, 1996) with A M Best Co in Oldwick, servers 1995 - hics

Instead, the spokesman said N J "I think the fourth-quarter Results were "generally lousy," At the same time, in essence
there will be a more stable envi- This year "could end up being a resuits were as expected, weak- said National Securities' Mr "We are now seeing both a consol-

ronment for HMO earnings tough year in terms of net mar- er than you might have hoped LeConey "l think in most cases idation as well as a spreading out
because the industry has been gms," with 1998 perhaps becom- at the beginning of the year, the companies used the opportu- of the market" as providers per-
able to get at least some rate in- ing the first time in a while that but stronger than you might nity to write off everything in form functions traditionally done
creases the industry "maybe gets back to have feared at the middle of the sight" with the "obiective of sort by health insurers and HMOs,
The "ultimate question" for the some margin expansion," said year," said Dean Witter's Mr of cleaning house at the end of the said George Karahalis, a consul-
industry, though, IS whether the Gary Frazier, managing director Richter year " tant with Towers Perrin in At-
rate hikes will be adequate in at Bear, Stearns & Co m New "The problem was that HMOs, | The stocks have been doing lanta
light of health care cost increases York think, underestimated their cost poorly, "and they'd decided it Just Blue Cross of California's Mr
in some areas, said the Founda- Renewal pricings were starting trends and, as a result, they didn't made sense to get everything Baird agreed competition is com-
tion spokesman, who noted :he to improve even during the last price the product properly,” Mr cleaned up at year end," said Mr ing from additional sources be-

HMO industry has Just gone couple of quarters of 1996, Mr Richter said LeConey sides other HMOs, including
through three years of generally Frazier noted "I don't think anybody had any For example, he pointed to providers attempting to get into
flat or declining rates Observers say particularly out- kind of high hopes for the fourth Hooksett, N H -based Health- the business by dealing directly

"People are looking at this and standing results were reported by quarter,” said Mary O'Connell, an source Inc, which reported pre- with employers, brokers trying to
just wondering whether the price Norwalk, Conn -based Oxford HMO analyst with Louis Nicaud tax, non-recurring 1996 charges create their own programs, and
increases will cover the cost in- Health Plans Inc, which posted & Associates in San Francisco of $534 million in connection employers who are forming their
creases, and | think that's an open net income of $99 6 million, up "Management and investors with enhanced provider arrange- own purchasing alliances
ilfr?::[/:/oer:l ';?ar: :)0;’(‘;6 r:‘i::'fﬁst! 90 1% from 1995 pretty much acknowledged '96 ments and for costs related to a "It's a pretty interesting mar-

Many other companies posted was a terrible year way before the restructuring of operations, in- ketplace, and | don't see any
quarter earnings reports and sec- more disappointing earnings, fourth quarter,” Ms O'Connell cluding a $40 4 million charge in change in this trend," Mr Baird
ond-quarter earnings how th_s some of which were due to special said "Basically premiums had the fourth quarter alone said Ell

HMO stocks generally strong: Analysts

Larger plans looking at acquisitions have performed better than smaller plans with less capital

By JUDY GREENWALD very strong," said Todd Richter, For instance, companies such gregate " dates
an analyst with Dean Witter as PacifiCare, United Health Their 1996 performance, Mr "l think the ones | would buy
Larger, well-established health Reynolds m New York "Stocks Care, Aetna and Oxford, "clearly Jamilkowski added, was "more would tend to be ones that would
maintenance organizations as are not all the way back to the outperformed and continue to an indication of how well the be taken over," he added "I
well as those thai are likely high set in the middle part of last outperform” companies like market performed in 1996 than think many companies have sinl-

takeover candidates are expected year, but they're pretty close" Coventry Corp, Mid Atlantic the HMOs " ply decided there's a lot more
and TAnNIl continue to do well, said Medical Services Inc and Physi- As for 1997, if the rest of the work here to do than meets the

Mr Richter, whose favorite stock cians Health Services Inc Mr year follows the pattern estab- eye and if you could sell the com-

is PacifiCare Jamilkowski said lished in the first three months, pany at a decent price go ahead

I would say in general the "The stratification between the the HMOs are likely to outper- and do It " Mr LeConey said

SEoO HMOs have done relatively these companies Include Physi-
Vie"’" deSp't‘E that health Eare cian Corp of American, Coven-

rvices stocks as a group have ici -

been out of favor on Wall street, '1 would say in general the HMOs have done Uy and Physicians Healin Ser

said Ellie Kearns, a Boston- : ' : If margins are flat this year, It
based analyst with Alex Brown relatively well,’ despite that health care doos mot "augur for & massive

to be the best stock picks among & Sons who recommends United sen.ices stocks as a group have been out of outperformance relative to the
HMOs, accordmg to analysts HealthCare and Oxford Health ’ market,” said Gary Frazier,

Year-to-date, HMO stocks ad- Plans favor on Walll Street, says Ellie Kearns. managing director at Bear,
vanced 11 68%, according to an But, "there's definitely a tier" Stearns & Co in New York
index of eight HMO stocks system, said Mark Jamilkowski, However, if, as he believes, the
tracked by Business Insurance an analyst with Hartford, Conn - HMOSs could do better next year,
This compares to a 649% in- based Conning & Co, discussing two groups is obvious and re- form the market, said Mr some sort of a sustainable Wall
crease for insurance industry HMO stock performance "You flected in their stock market per- Jamilkowski Street rally three to six months
stocks overall and a 1 26% hike have the larger plans commonly formance," Mr Jamilkowski Not everyone agrees in advance can be expected
in the S&P 500 associated with acquisition strat- said "The stronger companies "l think the stocks will only do This means the stocks could

Stock analysts include among egy They have performed better have performed in Ime with the OK with the exception of begin to get traded up in the fall
their favorites PacifiCare Health than the small plans, which have market or perhaps better takeovers," said Michael Le- or winter as people start to place

Systems Inc , United HealthCare languished with their more re- whereas these other compa- Coney, an analyst with National their bets on margin improve-
Corp and Oxford Health Plans strictive market expanse, hmited mes have not Securities Corp in New York "I ments in 1998, said Mr Frazier,
fne geographic areas and perhaps "And all in all, the returns on think people have their eye on a who recommends Umted Health-

The HMO's stocK market per- less sophisticated systems and HMOs, | think, have been at mar- couple of them that are clearly Care and WellPoint Health Net-
formance this year "has been lower capital base " ket or slightly below market ag- vulnerable" as takeover candi- works Inc



YOU WOULDN'T

ENTRUST THE CUTTING

OF A DIAMOND TO ANYONE
BUT A SPECIALIST.

THE SAME SHOULD BE TRUE
| FOR MANAGING YOUR
‘ WORKERS' COMPENSATION
CLAIMS.

Our specialized approach to claims
management can reduce the cost
per claim to as much as 40% below
the industry average.

A trained specialist can see what the less experienced
eye sometimes cannot...and can be trusted to make
the right decisions at the right time in critical situations.

This is why, unlike companies that use generalist
adjusters to review all claims, AlG Claim Services, Inc.
(AIGCS) breaks down claims management into specific
disciplines—employing specialists who focus

on their individual areas of expertise.

Specialization means greater efficiency, which
ultimately helps your employees return to work faster
and drives down your overall claims costs.

In addition, our specialized approach is multi-
faceted...offering proven investigation services,
managed care, early-return-to-work programs, and
IntelliRisk}™ our real-time, Windows®-based risk
management information system.

To find out how AIGCS' team of specialists, in concert
with you and your broker, can build a workers’ comp
program with bottom-line results, call (212) 770-6393.

WORLD LEADERS IN INSURANCE AND FINANCIAL SERVICES

American International Group, Inc., 70 Pine Street, New York, NY 10270
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- Louisa has never taken a spill on the job because of the safety precautions her -
- employer learned from Liberty -Mutual. At our research center we study the connection o
_ between shoes, floor surfaces and slippery hazards like water and grease. By investigating
e your safety ccneerns we can recommend a plan that can help lower your workers 8
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