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Market peaks
for surplus lines

Surplus lines insurance premiums have surged
166.7% over the past two years, but the recent
boom days for the non-admitted market are com-
ing to an end as newly competitive admitted in-
surers reclaim risks that had been forced into the
surplus lines market, insurers and wholesalers
report in Business Insurance's annual round-up
of the surplus lines marketplace. The report,
which begins on page 3, includes profiles of the
largest non-admitted insurers and insurance
wholesalers, as well as listings of other surplus
lines insurers, brokers, managing general agents
and underwriting managers.

Surplus lines premiums
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Federal court rules

Late notice voids cover

By STEPHEN TARNOFF

NEW YORK-A policyholder must notify its liability

insurer when there is a reasonable possibility that a
claim may be filed against it or risk losing its coverage,
a federal appeals court says.
MA Commercial Union Insurance Co. vs. International
Flavors & Fragrances Inc., the 2nd U.S. Circuit Court
of Appeals ruled 2-1 recently that New York-based
IFF had not filed a timely notice of an "occurrence"
with the insurer of a possible product liability claim.
As a result, IFF cannot recover more than $3 million in
defense, indemnification and interest costs from Bos-
ton-based CU for the claim.

The June 23 decision upholds a U.S. District Court
decision that found CU was not liable for indemnifying
the company and reverses the portion of the ruling that
CU owed IFF a defense in the product liability case.

The product liability claim was filed against IFF by
Plough Inc., now Schering-Plough Corp., which had
purchased an ingredient for suntan lotion from IFF.
The ingredient caused sKkin irritations.

IFF has filed a petition with the 2nd Circuit for a

Appellate ruling reduces reversion
from overfun€led defined benefit plan
Page 2

rehearing.

"The law enunciated by the majority is a major
change from the law as we understood it in New
York," said Wallace Dempsey, IFF's corporate secre-
tary and general counsel. "It is limiting for the insured
and quite a victory for the insurance company."”

According to the decision, which interprets New
York law, the test for determining whether the "notice
of occurrence" provision has been triggered is whether
circumstances known to the policyholder at that time
would have suggested the possibility of a claim to a
reasonable person.

Because IFF was aware of circumstances that would
have suggested to a reasonable person that a product
liability claim would be filed against it, and because it
failed to notify CU until a lawsuit actually was filed, it
was not entitled to coverage, the court ruled.

The court also held that although CU defended IFF
for more than two months against the claim, CU did
not lose its right to eventually deny coverage.

Policyholders and insurers often disagree over
whether notice of claim has been filed in a timely

update

Owens-Corning withdraws
from Asbestos Claims Facility

PRINCETON, N.J.-Asbestos pro-
ducer Owens-Corning Fiberglas
Corp. is withdrawing from the As-
bestos Claims Facility for future
claims.

In a letter to the facility last
week, the company said the facility
will not represent it in asbestos
cases filed against the company
after Oct. 3. However, the facility
will continue to represent it in ap-

Continued on next page

Lloyd's underwriters fight
financial guarantee claims

By CAROLYN ALDRED

RICHMOND, Va.-At least two dozen Lloyd's of London
syndicates are embroiled in a new financial guarantee insur-
ance dispute, this one involving tens of millions of dollars of
losses, despite Lloyd's ban on financial guarantee under-
writing.

Thirty-on-e U.S. financial institutions are suing the syndi-
cates, a London-based insurer, two U.S. insurers and a syn-
dicate on the Insurance Exchange of the Americas for failing
to pay claims for defaulted private mortgage-backed securi-
ties allegedly guaranteed by the insurers in the early 1980s.

A trial is scheduled for Oct. 26 in U.S. District Court for
the Eastern District of Virginia in Richmond.

The last financial guarantee insurance dispute at Lloyd's
involved policies insuring the value of computer leases writ-
ten in the late 1970s, though Lloyd's did not classify the
policies specifically as financial guarantees. The policies
ultimately cost a group of Lloyd's syndicates about $400 mil-
lion in a 1981 settlement with Itel Corp. of San Francisco and
other connpanies.

The leasing losses stemmed from a dramatic drop in the
value of leased computers. When leases were not renewed,
the resale value was far below the anticipated lease revenue,
a loss that was insured by the syndicates.

The new financial guarantee policies in dispute allegedly
guaranteed $157.9 million in mortgages sold by Landbank
Equity Corp. as securities to the financial institutions before
Virginia Beach, VVa.-based Landbank filed for bankruptcy in
September 1985.

Court papers say it is not yet clear how many mortgages are
in default, but lawyers involved in the litigation estimate
that between 30% and 50% of the mortgages eventually may
be defaulted-creating $47 million to $79 million in losses.

Each of the 31 plaintiffs claims to have "suffered signifi-

cant losses on its Landbank investments, through non-pay-
ment, default or delinquency by borrowers, through loss in
the value of their investments or through the costs of Land-
bank-related litigation."”

When the plaintiffs filed their complaint on Aug. 18, 1986,
"hundreds of claims relating to hundreds of specific mort-
gages" had been submitted to the insurers, but no defendant
had "paid a single claim submitted to it,"” the suit al-
leges.

guarantee policies as well as under errors and omissions cov-
erage written for Landbank directors by one of the Lloyd's

syndicates just months before the Landbank entered bank-
ruptcy.

force totaled $3.4 million, the papers say.

cured by Landbank "by fraud and misrepresentation.”

tion.

dants, including the Lloyd's syndicates.

litigation.

1963.

Continued on page 90

Posgate lawsu it

Continued on page 93

they would be.

seeks $1 miillion
from A&A, others

By STACY SHAPIRO

LONDON-Former Lloyd's of London underwriter lan Posgate-
who faces criminal charges for the alleged diversion of funds from
Alexander Howden Group P.L.C.-is suing Alexander & Alexander
Services Inc., Howden's parent, for nearly 700,000 pounds ($1.12
million).

Mr. Posgate claims in a lawsuit filed in Lon-
don's High Court last week he is owed as much as
27,000 pounds ($43,200) under the terms of a

Janpuary |emen
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64, d0, i |
\\ T ?

e entered into Yvith &A.|

s

Mr. Posgate

Mr. Posgate's lawsuit says that during nedotia-
tion of the January settlement, former A&A out-
side director Roderick Hills, who resigned from
the A&A board earlier this year, led him to believe that his A&A

stock would be worth at least $42 per share when, in fact, A&A's
share price has dropped to a current level of about $25 per share.

The difference in the stock's value reduced Mr. Posgate's.ability
to make payments to A&A as required under the January settle-
ment, causing "loss and damage," the lawsuit claims.

Also named in the suit were two A&A British subsidiaries, Alex-

ander Howden Insurance Brokers Ltd. and Alexander Howden

Continued on page 93
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Wellington loses member

Continued from previous page
proximately 53,000 pending claims and Owens-Corning will con-
tinue as an active participant

Owens-Corning is the first company to withdraw from the 51-
member Asbestos Claims Facility, which was established in 1985 to
handle asbestos claims more efficiently

The withdrawal of the Toledo, Ohio-based Owens-Corning is the
second upheaval for the facility m recent weeks William Wall,
the facility's second chief executive officer, resigned after serv-
ing only three months in the lob (BI, July 27)

Owens-Corning's withdrawal, pursuant to facility rules, means
that other facility members' insurance will pay a larger share of the
cost of claims filed after Oct 3 Under the facility's rules, all mem-
bers contribute to defense and indemnification COStS In SUItS filed
against any member

Owens-Corning withdrew for "more claims-handling flexibility
in tailoring our defenses to future cases and their changing pro-
file," according to William Sowinski, director of litigation

"It's not that we're dissatisfied with the facility,"” he added

In addition, Owens-Corning believes it Will not be held liable in
the new wave of asbestos litigation involving plaintiffs such as tire
workers, Mr Sowinski confirmed, because Owens-Corning did not
supply asbestos for such manufacturing operations

"It's not a positive development, but | don't consider it a major
setback," said Lawrence Fitzpatrick, who was named acting CEO
of the facility last week "The facility will continue to go on with or
without Owens-Corning Fiberglas The short-run impact of OCF
leaving will be minimal "

Separately, the facility has settled the first three claims nego-
tiated under ItS alternative dispute resolution program, which was
established in March The cases involved former shipyard, refinery
and pipe insulator workers who died from mesothelioma, a cancer

caused by asbestos exposure The facility did not release the plain-
tiffs’' names or the amounts of the settlements

IEA plans to reopen in October

MIAMI-The Insurance Exchange of the Americas, which has
been closed since huge reinsurance losses were discovered earlier
this year, is delaying its planned reopening one month until Oct 1

The IEA needs the extra time to examine a new constitution the
Florida Insurance Department IS preparing for the facility, ex-
plained exchange President Nicholas Cross The review will take
five to six weeks, he said

The Insurance Department IS "working on a complete rewrite of

the constitution,
draft this week

said Mr Cross, adding that he expects to see a

In addition, the department IS asking the IEA to review how It
might provide additional accounting and clerical services to mem-
bers, which could leave "underwriting managers freer to under-
write," Mr Cross said

Meanwhile, the IEA has agreed to a settlement with Forum Insur-
ance Co concerning part of the treaty reinsurance business the
Schaumburg, lll -based insurer ceded to exchange syndicates

Mr Cross is bound by a confidentiality agreement not to discuss
the settlement, but he did say the IEA is close to an agreement with

Forum regarding the remainder of the treaty business it ceded
Officials at Forum could not be reached for comment

Collateral payments ruling

TOPEKA, Kan -The Kansas Supreme Court struck down as
unconstitutional a statute that allows state courts to hear evidence
of a plaintiffs' payments from collateral sources in medical mal-
practice cases

By a 4-3 decision, the court ruled on July 17 that the statute
violates equal protection guarantees in the state's constitution by
potentially discriminating against a class of tort claimants-those
filing medical malpractice claims In addition, the court said the
law gave preferential protection to health care providers

The statute, enacted in 1986, allowed courts to hear evidence of a
medical malpractice plaintiffs' reimbursements under various in-
surance programs, including workers compensation, military ser-
vice benefits and welfare benefits

The court heard challenges to the law in three cases Two lower
courts ruled the statute unconstitutional and another said it was

constitutional

Florida HMO declared insolvent

TALLAHASSEE, Fla -An insolvent Florida health maintenance
organization with between 9,000 and 10,000 members in the state
was ordered liquidated late last month by Leon County Cir-
cuit Court Judge William Gary

United American HealthCare Inc, which is owned by First
American Bank of Lake Worth, Fla, has approximately $600,000
in assets and $4 5 million in liabilities, according to a spokesman
for the Florida Insurance Department The HMO was placed into
receivership in mid-July (BIl, July 20) Creditors of United Ameri-
can have until Jan 31 to file claims

United American members that do not find coverage elsewhere
may purchase replacement health insurance policies from State
Mutual Life Assurance Co of America in Worcester, Mass

State Mutual, which wrote an insolvency policy for the HMO

Continued on page 94

errors & omissions

- The Wyatt Co's Research & Information Center is located at
1850 MSt NW, Suite 400, Washington, DC 20036, 202-887-4600
The address was incorrectly reported in a story about a survey of
retirement, thrift and profit-sharing plans in the Aug 3 issue

Appellate ruling reduces
pension asset reve rsion

By DEBORAH SHALOWITZ

and beneficiaries when a defined benefit pension plan
is terminated, agreed Frederick Rumack, director of

ATLANTA-Employers that terminate overfunded tax and legal services in the New York office of Buck
defined benefit pension plans must pay plan par- Consultants Inc
ticipants not only accrued benefits, but also benefits Even plaintiffs' attorney James Altman of the At-
they would have earned had they remained in the plans lanta law firm of Richard D Ellenberg P C admitted'-
until retirement, an appellate court has ruled that "the court's opinion is kind of confused "

The decision may mean employers that already have In an ironic twist, by widening the scope of an em-
terminated overfunded pension plans and recovered ployer's liabilities for pension benefits in the event of
excess assets from the plans now could be liable for a plan termination, the real impact of the decision will
additional payments to former plan participants, ac- be "to accelerate the death of defined benefit plans"
cording to benefits observers and the plaintiffs' attor- and reduce chances for their formation in the first
ney involved in the case place, Mr Altman predicted

In George G Blessitt and Wdlze Neal Jr us Dizze However, Mr Tievsky emphasized that until another
Engine Co, the court ruled that Atlanta-based Dixie court hears a similar case and rules authoritatively,
Engine should have paid employees who had not employers outside of the 11th Circuit would not have
reached retirement age both accrued benefits and ben- to follow the court's ruling
efits they would have received if the plan had not been The case hinges on the interpretations of whether
terminated in 1982 "promised" benefits under a defined benefit pension

However, some benefit experts say the decision IS plan are liabilities that must be satisfied before an
confusing and assail its merit employer can recoup excess assets

"I'm not sure the court really understood the law and ERISA lists five categories of "non-forfeitable" ben-
regulations they're interpreting,” said Seth Tievsky, a efits to which defined benefit plan participants are
senior attorney with The Wyatt Co 's Research and In- entitled on the date their plans are terminated Plan
formation Center in Washington, D C participants also are entitled to "all other benefits of

"To say it's totally off the wall IS an understate- the plan” on the termination date, according to
ment,” he said ERISA

The decision is a "strange" and "upsetting" reading These six categories must be satisfied before any ex-
of the Employee Retirement Income Security Act, cess assets can revert to the employer terminating
which sets forth the order of payment to participants Contznued on page 92

ACIC, two others sue Hall

By JUDY GREENWALD D Gabay, a former deputy superintendent of the New

York Insurance Department The suit was filed last
NEW YORK-American Centennial Insurance Co month in New York Supreme Court in New York
and two other insurers are suing Frank B Hall & The suit IS the latest against Hall stemming from
Co Inc for $80 million in connection with reinsurance Union Indemnity's insolvency
they placed with Union Indemnity Insurance Co of In March, the New York department filed a fG-
New York, the former Hall unit in hquidation in New million suit against Hall, various affiliates, directors
York and officers and auditor Touche Ross & Co , chargr»
The three insurers claim Hall and two subsidiaries that the defendants were responsible for Union Ir,
also named as defendants-Frank B Hall Re of New demnity's insolvency The suit attempts to pierce the
York Inc and Frank B Hall Underwriting Managers corporate veil separating Hall and Union Indemnity by
Ltd -are responsible for Union Indemnity's insol- showing that the insurer operated as a department or
vency, which they allege left them with more than division of Hall rather than as a subsidiary (Bl, March
$54 9 million in unreimbursed paid losses and loss ad- 16)
lustment expenses The suit filed by the three insurers last month IS
The suit, which also names as defendants a dozen similar in nature to the New York department's suit,
current and former Hall directors and officers, also Mr Ringel says
seeks $25 million m punitive damages "We are creditors of Union Indemnity seeking to do
Joining with Peapack, N J -based ACIC, a former the same thing," he said
Beneficial Corp subsidiary, in the suit are Newark- A Hall spokesman said last week that Hall "has mer-
based International Fidelity Insurance Co and Hous- itorlous defenses to the action” and plans to "vi-
ton-based Ranger Insurance Co, which was acquired gorously defend" itself
by Hartford, Conn -based Chase Enterprises last year The suit filed by ACIC, Ranger and International Fi-
Attorney Jed Ringel of the New York-based firm of delity centers on reinsurance and retrocessional agree-
Stroock & Stroock & Lavan, which represents the ments placed on behalf of the three insurers by the
three insurers, noted the three separate entities were Hall subsidiaries with Union Indemnity for various

brought together by another Stroock attorney, Donald Contmued on page 93
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Surplus lines hit by market turn

By KATHRYN J. McINTYRE

Suddenly, premiums are slipping away from the
surplus lines insurance marketplace.

Insurance written on a surplus lines basis totaled a
record $6.2 billion in premiums in 1986, fed by huge
rate increases and demand for capacity from commer-
cial insurance buyers shut out of the admitted insur-
ance market.

The $6.2 billion in surplus lines premiums written in
1986, as reported by state insurance departments (see
chart, page 11), is 55.8% more than the nearly $4
billion written in 1985 and 166.7% more than the $2.3
billion written in 1984, the first year since 1980 that
surplus lines insurers reported growth.

But, in just the last few months, the tight market

appeared to peak and surplus lines insurers are feel-
ing the pressures of competition.

Premiums charged by surplus lines insurers are
dropping or just holding steady in many lines. More
important, admitted insurers are reclaiming risks they
had driven to the surplus lines market in the last
few years. Admitted insurers are offering their capac-
ity to these risks, and at rate reductions of up to 50%.

"We thought the market would continue to be very
strong in 1987 and show a drop in 1988," commented
Kenneth F. Goldstein, president of St. Paul Surplus
Lines Insurance Co., the fifth-largest surplus lines in-
surer. "We've seen the market turn a little sooner than
we anticipated.”

The degree of price stability or rate decreases varies
by line and by geographic area of the country.

"l don't think there's a uniformity yet," observes
Kenneth W. Woods, president of California Union In-
surance Co., the ninth-largest surplus lines insurer
based on direct premiums written on a non-admitted
basis in 1986. "We're still getting price increases on
some of the business we're writing, and we're losing
other business for 50% price cuts."

Says P. Kenneth Nitz, senior vp of Swett & Craw-
ford Group, the largest surplus lines broker: "One
thing you can say is that across the board it's down. In
some cases, it's down a little, in others it's down dra-
matically.”

Surplus lines insurers generally concede they are re-
ducing property insurance rates 10% to 20%, but most
often they contend they are holding liability rates

Continued on next page

Ten largest surplus lines insurers

Insurer —Cati . -

(Parent company) . i

Lexington Insurance Co.
(American International Group Inc.)

American Empire Surplus Lines Insurance Co.
(Great American Insurance Co.)

Scottsdale Insurance Co.
(Nationwide Mutual Insurance Co.)
18 General Star Indemnity Co.

(General Reinsurance Corp.)

St. Paul Surplus Lines Insurance Co.
(Atwater McMillian/The St. Paul Cos. Inc.)

Admiral Insurance Co.
(W.R. Berkley Corp.)

First State Insurance Co.
(Hartford Insurance Group/ITT Corp.)

United National Insurance Co.

(American Insurance Service Inc.)

California Union Insurance Co.
(CIGNA Corp.)

International Surplus Lines Insurance Co.
(Crum & Forster/Xerox Corp.)

Ten

, Non-admitted direct premiums (000)

Total gross premiums (000)

.-14 Gross revenu000)+*B

Statutory combined ratio

1986 1985 % change 1986 19854* % Change 1986 1985
$674,671 $361,726 86.5% $725,021 $377,066 92.3% 78.3% 77.0%

332,759 180,129 84.7 333,866 180,266 85.2 92.4 93.2
308,481 150,898 104.4 485,434 263,099 84.5 111.4 98.7
248,234 72,460 242.6 258,306 79,623 224.4 98.1 83.7
194,921 104,152 87.2 219,495 125,759 74.5 110.3 120.5
163,450 89,615 82.4 192,169 108,086 77.8 92.7 91.6
161,439 104,212 54.9 420,811 184,807 127.7 101.3 179.0
157,392 104,434 50.7 178,342 124,781 42.9 97.0 89.9
154,186 192,105 -19.7 301,501 300,791 0.2 105.8 143.8
148,545 144,155, 3.0 156,756 155,084 1.1 200.0
1 Restated

largest insurance wholesalers

Percent *:

'"4.F** 111.-'-84313*3.- Premium volume (000) 9 i

Brokers M- 5 ig:Lars ( ) ,r surplus lines'

(Parent company) - 1985 2% change 1986 1985 ' % change Tosse . 1ossS
s=

Swett & Crawford Group $683,836 $530,517 28.9% $62,515 $50,411 24.0% 40.0% 45.0%
(The St. Paul Cos. Inc.)

Montgomery & Collins Inc. 439,420 343,975 27.7 37,141 30,761 20.7 35.0 30.0

- (CIGNA Corp.)

Stewart Smith Holdings Inc. 401,000 299,000 34.1 24,100 E 20,800 E 15.9 75.0 75.0
(Stewart Wrightson Holdings P.L.C.)

Alexander Howden North America Inc. 365,000 238,800 52.8 24,800 19,500 27.2 40.0 30.0
(Alexander & Alexander Services Inc.)

N e =
_g= *3 * 1) H

MGAs/Underwriting managers tr i _*le’-J.6.i--3.1
(Parent company) 7

Victor O. Schinnerer & Co. Inc. $527,000 $268,000 96.6% $44,795 E $34,840 E 28.6 2.0% 2.0%
(Marsh & McLennan Cos. Inc.)

The London Agency Inc. 466,850 205,600 127.1 NM NM NM 7.0 14.0
(Crum & Forster/Xerox Corp.)

General Star Management Co. 338,979 162,860 108.1 NM NM NM 73.3 52.3
(General Reinsurance Corp.)

Crum & Forster Managers Corp. of lllinois 331,275 357,1632 -7.2 NM NM ~Nn1 o, 44.8 34.4
(Crum & Forster/Xerox Corp.)

Cameron & Colby Co. Inc. 323,3363 211,4833 52.9 NM NM NM 50.0 49.0
(Hartford Insurance Group/ITT Corp.)

Atwater McMiillian Inc. 310,300 214,200 44.9 NM NM NM 56.0 55.02

(The St. Paul Cos. Inc.)

E Estimate based on 6% for Stewart Smith in 1986,7% in 1985; 8.5% for Schinnerer in 1986,13% in 1985

1 Percent placed with non-admitted markets 2 Restated

3 Direct writings only, excludes reinsurance

NM--Not meaningful due to affiliation with markets

Source: 8/ survey. Chart: Amy Palmer
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spotlight report

SU rp| us IineS ability policies this year The only Yuschenkoff, vp and secretary of "If we can't get our price, we're find insuranC_e WO_uld pay it
staunch supporter of claims-made Cal Union "There's a very strong not writing it," said Mr Yuschen- Surplus lines insurers are free
Continued from previous page policies for other than professional push by most of the super-stocks to koff of Cal Union from the rate and form regulation
fairly steady and even raising them liability and directors and officers capture market share " Instead, they say, they will find that restricts admitted insurers’
for difficult risks liability insurance remains Lex- While surplus lines insurers re- new market niches where they can ability to raise rates or change pol-

How much rates will be cut in ington Insurance Co , which writes sponded to market pressures and write risks at adequate rates Ulti- icy forms Therefore, surplus lines
the coming months by the admitted about 75% of its non-transporta- eased their stance on claims-made mately, they say, they will let their insurers can price and underwrite
market is a tough guess tion casualty business on a claims- forms, they vow that they will not premium volumes fall if necessary the risk in a manner they believe

"The market IS not clear on what made form, vs about 95% in 198€ drop their prices to hild renewals to underwrite for a profit will turn a profit
direction it will go," says David N Surplus lines insurers and bro- or to attract new bLsiness from Mr Brooks asserts that he be- The growth in surplus lines pre-
Thompson, president of Interna- kers blame the admitted market other surplus lines insurers lieves the surplus lines un- miums would have been even more
tional Surplus Lines Insurance Co for taking their business away, "There is nothing in our margin derwriters mean what they say dramatic in 1986 if surplus lines
and its underwriting manager, rather than other surplus lines in- that tells us we can cut prices "You will see more integrity out of insurers had not lost significant re-
Crum & Forster Managers Corp surers "Wholesale brokers are across the board," said Kevin P the surplus lines market than ever insurance support in 1986, reduc-
(1) -"I'm optimistic that we won't telling us that the reason they're Brooks, president of General Star before," he predicts ing the limits they could write
see dramatic decreases " not sending us business is that Management Co, a General Rein- Just 12 months ago, price integ- Reinsurers retrenched from the

Policy conditions also are easing they're not getting it-that the surance Corp unit that under- rity was not an issue Surplus lines surplus lines market last year,
None of the insurers writes only stock companies are writing it be- writes on behalf of two Gen Re in- insurers were able to name their afraid of the risks or choosing to
claims-made general and excess 11- fore they can get it," says Nicolas surance subsidiaries price and clients who could not provide their precious capacity to

admitted insurers writing more
conventional business
While many surplus lines insur-
ers now have higher limits to offer
-either with renewed reinsurance
1 " b E 1 9* 1 I k 1 -3 support, higher retentions sup-
,J ported by larger policyhol(lel- sur-
plus or both-it IS unpredictable
- whether the 1987 surplus lines pre-
miums will top the 1986 volume It
depends on how much business the
admitted market takes this year

N 4,.,-P,

Half of the 10 largest surplus
lines insurers still expect their pre-
‘ mium volumes will be higher in
! 1987 than in 1986, while half pre-
‘HH diet their premiums will drop
| These 10 insurers wrote almost
1, [N 40% of the $6 2 billion in surplus
lines premiums in 1986-interest-
ingly the same percentage as the
34 r leaders wrote in 1985 and 1984
o Among the top 10 surplus lines
insurers, premiums are expected to
grow at Lexington, an American
1- International Group unit, Scotts-
dale Insurance Co, a unit of Na-
a1 tionwide Mutual Insurance Co ,
United National Insurance Co ,
First State Insurance Co, a Hart-
ford Insurance Group unit, and In-«f
ternational Surplus Lines Insur-
ance Co , a Crum & Forster unit
Already predicting reduced pre-
miums in 1987 due to renewed
competition are General Star In-
demnity Co, a Gen Re subsidiary,
American Empire Surplus Lines
Insurance Co , the new name of the
Great American Insurance Co sub-
sidiary, St Paul Surplus Lines,
Admiral Insurance Co ,aVVR
Berkley Corp subsidiary, and Cal
Union, a CIGNA Corp unit
The changing market again could
. alter the ranks of the 10 largest
B@686@d] @5@gyg If:aS*E 58™ SUmimmin @C®ord| Bl e el
gyg . g changed dramatically this year
. . Only Lexington, which contin-
gl @GR@58@G6 Ce@608@# @6®mos sjoodl a€660000142uf@68 @H(@Q@IE@. ued 1o dominata the surplus lines
market, held its position

American Empire moved up to
second from third, Scottsdale

Every FASTRAK VS™ group adminis- the business has gone into building automates billing, premium collec-
tration and claims processing system a better system. FASTRAK VS is very tion and other functional support pro-

moved to the third position from

from second, ISLIC fell to 10th
from fifth, and gone from the Top

comes with something no one else cost efficient since itrunsontheWang cesses The modules can even be fourth last year, General Star In-
can offer: FASTRAK VS expertise VS family of minicomputers. The purchased separately. F*'STRAK VS demnity, which didn’t even rank
Some of the most highly-skilled pro- claims module automates all phases increases user productivity and last year, moved into fourth, St
. . . . . . R . T, Paul Surplus Lines leaped to fifth
grammers and insurance profession- of claims adjudication and process- streamlines the entire decision- from ninth, Admiral, which also
als have pooled their talents to create ing while the administration module making process Plus it offers COBRA didn't rank among the 10 largest
this integrated, easy-to- capability and easy-to- last year, moved into sixth place,
use system featuri Nng F———————— - - - - - - - - - 7 read financial, produc- and First State moved up to se-
. le se ore information on Lo _ . venth from eighth
comprehensive yet easy- 1 El FFSTRAK VS Claims | tivity, ad-hoc and claims Howewar, four insurers that i-
to-understand documen- | n FASTRAK VS Administration I experience reports. ther grew little or lost business last f
tation. And anytime you D FASTRAK VS Claims and Administration 1 Our Support Team year fell Cal Union fell to ninth
1

have a question, this same [ Do you currently have Wang VS hardware? [3 Yes E] No

Delivers.

expertstaffisreadytohelf

| Name 1 Of course, it doesn't mat- 10 leaders are Evanston Insurance
Because at Dyer Wells & , o | ter how many capabilities Co, which ranked sixth last year,
Associates, we're in the ite . and Constitution State Insurance
) y - | a system has if you don't
business of solving prob- 1 company y Y Co, a Travelers Corp unit, which
| t ti th 1 , know how to take full ranked 10th in 1985
ems, not creating them. 1 Address , advantage of them. That's All 10 of the largest surplus lines
Our Experience , City State why our service and sup- insurers reported increased policy-
Shows. . Phone f ) port team stands ready to holder surplus at year-end 1986,
We' t ’ 1 help you anytime you call among the 10 leaders, only First
eve spent years . . ’ Stat ffered t1 ,d t.
working for TPAs and | 1in fact, call us right now. additions to lose roserves for bust.
insurance companies And | Dyer Wells & Associates 1 Or mail this coupon. We'd ness written in prior years
everything we knowabout | | like to tell you more Thre:je o:l the Top 10 Ifeade::ii'\rr;l-
H H H proved their ratings from
I The Right Solutions. For 10 Years Running. 1 O o aings o~ .
1 .
1 81-81087 2251 lake Park Drive, Smyrna, GA 30080 (404) 432-5888 proved to an A from a B, Admiral
______________________ J improved to an A-plus from an A,

and ISLIC improved to an A from
an A-Contingent The other seven
all held their ratings from last
year, either A or A-plus

Cont*nued on page 6



For Palm Beach Clothing

VWausau is the common thread.

Every Palm Beach label
signifies a close attention
to styling and to detail.
Their concern for quality is
apparent in every garment

they produce.
AnNnd their concern fortheir

I employees is apparent in
| the close attention they

give to the work environ-
ment. So, when certain
workers began to develop
a debilitating wrist con-
dition, Palm Beach called

VWausau.

From experience, Wausau
suspected carpal tunnel
syndrome, a painful condi-
tion caused by performing
repetitive tasks day after
day, year after year.

"That led Wausau to con-
duct an ergonomics study

at several plant locati6bns
- to see how work stations

could best be fitted to our

workers," says Palm Beach
Treasurer William Beebe.

“As a result, Wausau made
specific recommendations

WAUSAU

on ways we could alleviate
the problem.”

Like thousands of compa-
nies across the country, Palm
Beach relies on Wausau's
special business insurance
expertise. It's knowledge
that comes from 75 years of

concentrating solely on
business insurance.

ANd, ifs the common

thread we can bring to your
business.

WAUSAU WORKS:

IMINNIM15 INSURANCE
COMPANIES

n
5 |(Q - I.. ®wausauwisconsins4401
r— srr 1: 4._.

A Member of the Nationwid/GrouB
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spotlight report

Surplus lines

Continued from page 4

The growth in surplus lines busi-
ness last year also is reflected in
the results of the leading insurance
wholesalers, who hold surplus
lines brokerage licenses or under-
write on behalf of insurers.

Among the 10 largest wholesal-
ers, based on 1986 premium vol-
ume, six placed a larger percentage
of their business with surplus lines
insurers in 1986 than in 1985,,and
all except one of the largest whole-
salers grew in 1986.

Business Insurance ranks whole-
salers based on their total premium
volume, whether the business is
placed with surplus lines insurers
or admitted insurers. This is be-
cause these wholesalers provide
the access to markets that retail
brokers cannot reach without
them, either due to law or the ex-

elusive underwriting agreements
between the wholesalers and their

(@ ] & 3N

Better call

BOSTON
617-426-0615

CHICAGO
312-236-7333

marke:s.

Under states' insurance regula-
tions, surplus lines insurers can
only issue policies to licensed sur-
plus lines brokers. In the case of
admitted insurers, some have con-
tracted with underwriting manag-
ers and managing general agents to
write certain types of business for
them and demand that brokers go
through those wholesalers.

Many wholesalers function as
both brokers and underwriting
managers or MGAs. Recognizing
the di'ferent functions of the bro-
ker compared with the under-
writing manager or MGA, the
wholesalers are further categorized
within the rankings by which
function dominates their business.

As with the 10 largest surplus
lines insurers, there was consider-
able upheaval among the leading
wholesalers in 1986 compared with
1985.

Gone from the list of leaders for

the first time since Business Insur-

a

e e
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e
o oo
— <> o .

DALLAS
214-7424313

EDISON, N.J
201-265-9595

PRESCOTT, AZ
602445-2500

LOS ANGELES
213-382-6201

SACRAMENTO
916-920-8643

ance started ranking these whole-
salers in 1981 is Crump E&S
Group, a unit of Fred S. James &
Co. Reorganization of the group,
which eliminated some premiums
previously reported, and the clos-
ing of one underwriting manage-
ment program and reduced capac-
ity available through another held
Crump's growth in 1986 to only
9.2% (see story, page 38).

Other surplus lines brokers re-
ported growth ranging from 27.7%
to 52 8%.

Also gone is Shand, Morahan &
Co. Inc.,the Alexander & Alex-
ander Services Inc. subsidiary that
underwrites on behalf of Evanston
Insurance Co. Evanston's premi-
ums increased only 2.5% to $134.5
million in 1986.

New among the Top 10 wholesal-
ers is General Star Management
Co., a unit of General Reinsurance
Corp., which underwrites for Gen-
eral Star Indemnity Co. Also join-
ing the leaders is The London

Agency Inc., a unit of Crum & For-
ster Inc., which underwrites for its
affiliated insurers.

Holding their places among the
leading wholesalers was Swett &
Crawford Group, as the largest
surplus lines broker and the largest
of the wholesalers.

Montgomery & Collins Inc., a__
CIGNA Corp. unit, and Stewart
Smith Holdings Inc., also held
their positions this year as the sec-
ond- and third-largest surplus
lines brokers.

However, Alexander Howden
North America Inc. moved up a
notch to the fourth-largest surplus
lines broker.

With the addition of General
Star and The London Agency, six
underwriting managers/MGAs
round out the Top 10 wholesalers
this year.

The underwriting managers all
switched positions. Victor O.
Schinnerer & Co. Inc., a Marsh &
McLennan Cos. Inc. unit, moved

T:EW1

i
B e groker's Broker

NEW YORK
212-964-2929

PHILADELPHIA
215-925-0432

SAV FRANCISCO
415-777-9766

e

PITTSBURGH
412-232-0430

up to the largest underwriting
manager from third-largest; Crum
& Forster Managers Corp., which
underwrites for ISLIC and other
Crum & Forster units, fell from the
largest. underwriting manager to
the fourth-largest; The London
Agency replaced Shand Morahan
as second-largest; General Star
moved into third place; and Ca-
meron & Colby Co. Inc., a Hartford
Insurance Group unit, bumped
ahead of Atwater MeMiillian Inc., a
St. Paul Cos. Inc. unit.

Except for Schinnerer, which
underwrites insurance for unre-
lated insurers, the other under-
writing managers are affiliated
through common ownership with
the insurers for which they under-
write.

And, all but Schinnerer and The
London Agency write almost half
or more of their business for sur-
plus lines insurers. As a result, to
the extent that surplus lines insur-
ers lose business, these under-
writing managers also will lose
business.

The leading surplus lines and
specialty. brokers report reduced
growth in their business due to
changing market conditions. Swett
& Crawford doesn't expect its pre-
miums volume to grow more than
5% this year, compared with a
28.9% gain in 1986. Montgomery
& Collins admits that it is losing
renewals to competition. Stewart
Smith lost 16.7% of its premium
volume in the first six months of
1987 as business moved to admit-
ted markets. And Alexander How-
den is projecting about 10% growth
in premiums this year, compared
with 52.8% in 1986.

Profiles of the 10 largest surplus
lines insurers begin on page 12
(also see box, this page) and of the.
10 largest wholesalers on page 44.
Also, a listing of other surplus lines
insurers begins on page 41 and a
directory of wholesalers begins on
[ — P I — — = _ -

General Star

Indemnity is
late addition

The ranking of Stamford,
Conn.-based General Star
Indemnity Co. as the fourth-
largest surplus lines insurer
was determined during the
production of this special
Issue.

The pages containing the
articles on the leading sur-
plus lines insurers, without
considering General Star In-
demnity, had already been
printed when the omission of
General Star Indemnity was
realized.

The-rankings of the largest
surplus lines insurers as they
appear in the chart on page 3
and in the accompanying
story are correct. However,
the rankings of the fifth-
through 11th-largest surplus

lines insurers are misstated
as one position too high in
the articles profiling these
companies.

There is no separate article
on General Star Indemnity;
its business is described in
the article profiling General
Star Management Co., its
underwriting manager. An
article appears on Evanston
Insurance Co., which is the
11th-largest surplus lines in-
surer.

Business Insurance regrets
any confusion this causes its

, readers and the surplus lines
insurers. To reprint the
pages to correct the rankings
would have entailed a large
printing job and a several-
day delay in the delivery of

this issue.



SO MAYBE SOME PEOPLE DO KNOW
MORE ABOUT RISK THAN WE DO.
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At Montgomery and Collins, we consider ourselves well-established. All over the world. Solving problems

somewhat of an authority on how to handle risks. with common risks. As well as complex risks.
And why shouldn't we? Without incurring an additional risk: Wasted time
In our more than 50 years in the E&S business, we've for you and your clients.

helped place insurance for nearly every risk under So when itcomes tomarketinga risk,why takea risk?

the sun. (As well as a few orbiting around the sun.) Talk to the people who are bound to know more
From mammoth-sized to minuscule. Banal to about it.

bizarre, And since no two risks are created equal, Than almost anyone.

with over 40 different E&S specialty companies. All ’ ]
a CIGNA compcny
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Healthy competition

PHERE IS NO DOUBT remaining: The commer-
1 cial insurance marketplace is heading into a
competitive cycle.

The leaders in the surplus lines insurance market
are beginning to lose business, because the admit-
ted market is writing more business and at lower
rates (see spotlight report, beginning page 3).

But no one should yet decry that the commercial
insurance marketplace is headed into another com-
petitive tailspin, because we are not there yet.
Furthermore, irrational competition-as con-
trasted with healthy competition-could be
averted.

Understandably, the surplus lines market would
have preferred that commmercial insurance market
conditions remain tight longer. After all, a com-
mercial insurance market short of capacity is the
surplus lines insurers' day in the sun. They can
write more premiums, at higher rates and on more
restrictive forms, because the admitted market
can't absorb all the demand.

But, from the consumers' viewpoint, the tight
commercial insurance market is ending none too
soon. It's only fair, from their perspective, that the
tight market ease quickly since it took hold so
quickly and so severely.

The stabilization of rates in the surplus lines
market and the movement of more predictable
risks back to the admitted market at lower pre-
miums is to be applauded. While the capacity of
the surplus lines market to absorb risks rejected by
the admitted market during tight market condi-

letters

tions is welcomed-even by the policyholders that
begrudgingly pay the higher surplus lines rates-it
should be kept in its proper role. That role is
filling a need when capaDity is not available from
admitted insurers.

Likewise, current price trends in the surplus
lines market are proper, considering the run of
rate hikes in the last three years. Property in-
surance rates should fall while casualty rates rise
only moderately or, in most cases, fall. There is
no doubt that price correction is due.

This is not to say that the surplus lines insur-
ers that contend they must hold the line on rate
decreases are wrong. For the types of risky busi-
ness they continue to write. they need high rates to
make a reasonable profit and stay in business. This
time around, they may even practice what they
preach, instead of cutting rates to maintain renew-
als

Another issue remaining is whether admitted
insurers will price their products properly now
that some competition is emerging. Many insur-
ance company executives contend that their new
price monitoring systems will help them control
their underwriting. We hope so, because insurance
buyers would welcome more pricing stability.

Insurance industry executives often complain
that reports of rate cutting fuel the competition
and lead to foolish underwriting. This need not be
true if the current softening of market conditions is
kept in proper perspectiver a necessary correction
in the cyclical pricing of insurance.

Many aided Alexander Howden Group's recove ry

To the editor: We are most appreciative
for the credit given to us in your editorial
concerning the Alexander Howden Group
situation (BI, July 27).

There were, of course, many others-
both British and American-involved in
getting Howden back on its feet. These
include not only employees of Alexander
Howden Group, but also our legal and fi-

Business Insurance welcomes let-
ters from its readers. Please keep
your comments as brief as possible.
We reserve the right to edit letters
for clarity or space. We will not
publish unsigned letters. Send your
comments to Letters to the Editor,
Business Insurance, 740 N. Rush

St.. Chicago, ILL, 60611.

nancial advisers, as well as our families
and friends who also made sacrifices.

In particular, two individuals stand out
in our minds as vital contributors: One is
Albert A. Skwiertz, former general coun-
sel of Alexander Howden and now gen-
eral counsel at Fred S. James & Co. Inc.,
and the other is Ronald A. lles, chairman
of Alexander Howden Reinsurance Bro-
kers and now deputy chairman of the
group. Two more staunch allies have

never existed, and we would like to ac-
knowledge their contributions.

Finallyi' congratulations on a percep-
tive and sound view of a very difficult
situation.

Richard M. Page

Chairman and Chief Executive Officer
Ronald J. Berardi

Executive Vp and Chief Financial Officer
Fred S. James & Co. Inc.

New York

Newfoundland allows contingency fees

To the editor: Regarding your article,
'Canadian Work Comp Act Under At-
tack," in the June 29 issue, may | correct
Guy Robin of Johnson & Higgins Willis
Faber Ltd. on the matter of contingency

fees.

This manner of attorney remuneration

became effective in Newfoundland on
Sept. 1, 1986.

Donald J. Barrett

Direitor and Chapter Representative

Newfoundland and Labrador Chapter

Risk & Insurance Management Society

St. John's, Newfoundland
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You'll Find The Largest Insurer
f Fxtraordinary Risks InACity

Well Known ForTakinglhem.
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As you may have guessed, we're based in Boston. To Eind out more, call(617) 330-1100. Or write The ington
And when you have a risk thatb out of the ordinary; The Insurance Company 200 State St., Boston, Mass. 02109.
Lexington is the extraordinary company to cover it. Remember, if you need protection against extraordinary risks,

As the largest Excess and Surplus insurer in the U.S., we offer The Lexington your cup of tea.

more types of protection than anyone else in the industry Well .
even create a policy if thatk what it takes to handle your business. Lexington Insu ranceCom pany
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Sweet Spot
for Specialty Risks

Get an advantage on risk placement. For primary
and excess liability and excess property coverage,
call the underwriting pros ar General Star today.

Mak GENERAL

STAR

* Market Stability
- Financial Strength
» Underwriting Quality

General Star Management Company, Stamford, CT « Specialty underwriting for primary and excess risks through appointed surplus lines brokers
New York (212) 770-0150 « Chicago (312) 207-5200. Los Angeles (213) 383-7734 « Stamford (203) 328-5700

A member of Gemml Re e Grou,
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Surplus lines premiums surge

The surplus lines insurance market boomed in 1986,
with all but two states and the District of Columbia
reporting increased premium volume, according to the
annual Business Insurance survey of state insurance
departments.

Surplus lines insurers wrote nearly $6.2 billion in
premiums last year, a 55.8% increase from 1985 pre-
mium volume of $4 billion and a whopping 166.7%
leap from $2.3 billion in 1984.

The surge in surplus lines underwriting also boosted
the amount of surplus lines taxes going into state cof-
fers. States collected more than $206 miilion in sur-
plus lines taxes during 1986, a 52.9% climb from

$134.8 million in 1985 and a 168.7% increase from
1984 surplus lines taxes of $76.7 million.

The state that collected the most surplus lines tax
revenue during 1986 was California, which took in
$29.7 million-62.1% more than the $18.3 million it
collected in 1985.

California also generated the most surplus lines
premium volume: $989.5 million in 1986, up 62.1%
from $610.3 million in 1985.

lllinois posted the biggest increase in surplus lines
premium volume, a 347.3% rise to $316.6 million from
$70.8 million in 1985.

Other states with more than $300 million in surplus

lines premiums were: Texas, $689.9 million; Florida,
$407.3 million; New York, $370.4 million; Louisiana,
$330.5 million; and Michigan, $323.4 million.

Vermont experienced the sharpest decline in surplus
lines premium volume: a 12.4% drop to $6 million in
1986 from $6.9 million in 1985. The other two jurisdic-
tions in which premium volume declined in 1986 were
the District of Columbia, down 9. 7%, and Louisiana,
down 3%.

States besides Vermont producing less than $10 mil-
lion in surplus lines premiums during 1986 were: Del-
aware, $7.4 million; North Dakota, $7.6 million; South
Dakota, $8.2 million; and Montana, $9.2 million. |

Surplus lines premiums and taxes by state

Surplus lines premiums

St#l 1986 1985

Alabama $103,684,950 $77,949,900
Alaska 83,289,212 66,714,755
Arizona 75,206,565 41,024,011
Arkansas 46,259,675 30,499,303

California 989,483,000 610,262,000

Surplus lines taxes

New York

370,380,460

Colorado 82,623,127 48,591,925
Connecticut 76,646,775 52,505,631
Delaware 7,430,683 3,218,469
District of Columbia 33,096,650 36,663,343
Florida 407,347,486 285,891,244
"~ Georgia 167,301,180 105,592,977
Hawaii 41,382,585 23,894,285
Idaho 14,516,666 9,220,673
Hlinois 316,576,132 70,780,456
Indiana 85,303,390 60,180,025
lowa 33,363,246 21,558,497
Kansas 47,952,201 43,731,746
Kentucky 33,690,878 27,650,373
Louisiana 330,497,445 340,890,676
Maine 12,784,909 8,362,124
Maryland 74,217,600 34,909,683
passachusetts 136,029,000 98,875,000
Michigan 323,410,768 218,831,866
Minnesota 117,288,830 67,233,800
Mississippi 29,734,784 15,639,718
Missouri 132,337,316 88,709,499
Montana 9,244,769 5,893,457
Nebraska 20,640,786 17,155,472
Nevada 27,000,000' 16,099,758
New Hampshire 20,650,011 14,361,589
New Jersey 242,288,667 133,660,332
New Mexico 22,598,753 9,328,162

174,952,515

North Carolina 72,647,589 47,475,802
North Dakota 7,645,014 4,595,726
Ohio 27,820,212 16,425,811

Oklahoma 70,617,354 56,784,433
Oregon 71,685,988 45,848,836
Pennsylvania 264,000,000 167,500.000
Rhode Island’ 11,573,310 5,317,866
South Carolina 41,020,647 28,123,350
South Dakota 8,155,195 4,464,379
Tennessee 49,305,9006 46,958,0006
Texas 689,919,223 478,860,441

Utah 32,895,619 17,849,759
Vermont 6,011,7238 6,862,698
Virginia 56,801,000 37,308,844
Washington 141,608,035 78,569,164
West Virginia 18,461,154 10,622,886
Wisconsin 100,529,688 58,486,422
Wyoming 12,340,933 5,726,233

Totals/Averages

6,197,297,083

3,978,613,914

8645 86-84 %
1984 % change % change 1986 1985 1984 Tax rate
$42,326,325 310% 145.0% $4,147,398 $3,117,996 $1,693,053 4.00 %
52,227,000 24.8 59.5 2,346,550 1,718,017 1,834,261 4.001
15,204,159 83.3 394.6 2,256,197 1,230,720 456,125 3.00
19,106,260 51.7 142.1 1,873,336 1,219,970 764,255 4.00
263,345,000 62.1 275.7 29,685,000 18,308,000 7,900,000 3.00
25,382,116 70.0 225.5 1,661,227 977,023 507,075 2.00
37,649,883 46.0 103.6 3,065,871 2,100,225 1,505,995 4.00
3,811,446 130.9 95.0 148,614 64,369 76,229 2.00
30,728,710 -9.7 17 661,933 733,266 614,570 2.00
193,447,291 42.5 110.6 11,027,041 7,547,797 4,997,324 3.00
61,525,905 58.4 171.9 6,692,047 4,235,781 2,461,036 4.00
14,291,004 73.2 189.6 1,936,705 1,118,252 668,819 4.68
4,867,328 57.4 198.2 435,500 276,620 126,933 3.00
83,013,033 347.3 281.4 9,497,284 2,123,414 2,490,391 3.00
29,319,865 41.7 190.9 2,049,383 1,511,246 732,996 2.50
14,497,877 54.8 130.1 667,264 431,169 289,957 2.00
21,174,036 9.7 126.5 1,918,088 1,727,682 842,144 4.00
23,522,232 21.8 43.2 1,010,726 829,511 705,666 3.00
250,958,635 4.0 31.7 16,510,439 16,665,372 8,786,778 5.00"
4,678,108 52.9 173.3 383,547 250,864 140,343 3.00
30,303,545 112.6 144.9 2,143,200 1,047,290 897,707 3.00
57,974,350 37.6 134.6 5,441,160 3,955,000 2,318,974 4.00
95,796,867 47.8 237.6 6,827,644 4,695,002 2,108,538 2.003
27,342,167 74.4 329.0 3,518,665 2,017,014 820,265 3.00
17,266,872 90.1 72.2 1,189,391 625,589 690,675 4.00
43,917,960 49.2 201.3 6,616,866 4,434,475 2,195,898 5.00
2,005,419 56.9 352.2 261,286 162,368 51,647 S5wvv
11,837,781 20.3 74.4 625,111 399,904 261,597 2.755
6,861,116 67.7 293.5 810,0006 483,514 186,472 3.00"
5,939,908 43.8 247.6 413,000 287,231 118,798 2.00
84,796,112 81.3 185.7 7,268,660 4,009,810 2,543,883 3.00
4,639,612 142.3 387.1 677,963 279,845 139,188 3.00
95,862,880 111.7 286.4 13,333,697 6,298,291 3,451,064 3.60
26,573,252 53.0 173.4 3,632,380 2,373,787 1,328,663 5.00
2,857,547 66.4 167.5 76,450 45,774 39,294 1.008
12,414,630 69.4 124.1 1,391,011 821,277 620,732 5.00
35,679,566 24.4 97.9 4,237,041 3,407,066 2,140,774 6.00
24,281,436 56.4 195.2 1,612,935 1,031,639 546,332 2.25
90,000,000 57.6 193.3 7,898,716 5,022,935 2,635,000 3.00
24,304,963 117.6 -52.4 347,199 159,536 729,149 3.00
15,761,975 45.9 160.3 1,640,826 1,124,934 630,479 4.00
2,240,283 82.7 264.0 219,027 181,749 90,105 2.5010
28,175,0006 5.0 75.0 1,312,500° 1,250,000° 750,0006 2.50"
278,984,944 44:1 147.3 26,561,890 18,436,127 10,740,920 3.85
10,707,130 84.3 207.2 1,007,054 535,493 356,905 4.2512
3,414,011 -12.4 76.1 180,352 205,881 102,420 3.00
16,093,316 52.2 252.9 1,562,027 1,002,131 443,978 2.75
41,055,892 80.2 244.9 2,832,167 1,764,987 911,517 2.0013
5,959,270 73.8 209.8 1,023,569 660,390 334,563 6.00
24,067,536 71.9 317.7 3,015,891 1,681,226 722,026 3.0014
5,856,500 115.5 110.7 370,228 171,787 175,695 3.00
2,324,048,053 55.8 166.7 206,022,056 134,759,346 76,677,208 3.34

1 15% before Sept. 18, 1984 2 25% before July 1,1984

6 Stlle Insurance Department estimate/preliminary figure

Source: 8/ survey of insurance depa*nents.

33%on fire& marine, 2% onall others
7 2590 in 1985, 2% in 1984
before Jan. 1,1986 11 25% on liability, 3.25% on fire, 4.4% on workers compensation 12 3% before July 1,1986

8 2.5% before April 28, 1984

4 2.75% premium tax, 1.5% firefighters' pension tax, 0.75% fire marshal tax

52% premium tax, 0.75% fire marshal tax

9 Fiscal year ending June 30, '86, '85, '84 10 0.5% on fire, 25% on all others; was 4% on all others
13 225% before Jan. 1,1986 14 0.5% on ocean marine, 3% on all others

Chart: Amy Palmer
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Lexington Insurance Co.

200 State St., Boston, Mass. 02109;
617-330-1100

1986 1985
Gross premiums. $725,021,078 $377,065,662
Non-admitted. $674,670,826 $361,726,333
Net premiums.. . $157,702,610 $81,721,775
Paid-in capital.... S$t,500,000 $1,500,000
Capital & surplus.. $115,549,283 $74,237,445
Employees. 200 200
78.31%
99.7% 929.9%
$32,069,104 $11,369,938
Best's rating. A+ A

Combined ratia. 77.0%

Commercial risks..

Net income.

Lexington Insurance Co.'s gross
written premium volume may hit
$1 billion this year, though Presi-
dent Kevin H. Kelley says his eye is
trained more on the bottom line
than on premium production tar-
gets.

And, it seems Boston-based Lex-
ington, a unit of American Inter-
national Group Inc., is well on its
way to that benchmark.

"The name of the game from
where we sit is to make an under-
writing profit," Mr. Kelley says.
"If we can make a profit and write
$1 billion, so be it."

Gross written premiums for the
first six months of 1987 totaled
$478.6 million, up 53% from $312.8
million during the same period last
year, according to Mr. Kelley.
Gross premiums for 1986 were
$725 million, up 92.3% from $377.1
million in 1985.

And, Lexington wrote $674.7
million in premiums on a direct,
non-admitted basis last year, up
86.5% from $361.7 million in 1985,
making Lexington far and away
the largest U.S. surplus lines in-
surer ranked by Business Insur-

While nearly doubling its gross
premiums last year, Lexington
more than doubled its under-
writing gains, which jumped to
$32.4 million from $13.5 million in
1985.

'The name of the game from where we sit is

to make an underwriting profit,"' observes
Kevin H. Kelley, president of Lexington Insurance
Co. 'lIf we can make a profit and write $1 billion

(in gross premium volume), so be it.’

"We have historically been aggres-
sive, we have historically been op-
portunistic and we n ave historic-
ally had guts. You add those three
things together and 1986 had the
professional environment to create
a good year," Mr. Ke] 1.2y observed.
Mr. Kelley-who assumed con-
trol of Lexington earlier this year
when former President Joseph R.
Wiedemann was narred president
of American Home Assurance Co.
in New York, another AIG unit-
denies that Lexington is cutting

prices on property and casualty
business to increas€ its market

share.

Some surplus lines insurers say
that Lexington has become a stiff
price competitor at a time when
most of the surplus lines market's
competition is coming from admit-
ted insurers.

"It's hard to pinpoint who is
doing what to whom," Mr. Kelley
countered, noting that Lexington
tracks its property and casualty
rates on a monthly basis.

"Those studies show conclusi-
vely that on balance for the first

six months we were able to main-

tain increases in casualty rates.”

Tne best line ofdefense

agmnstrocxanc ro.

Call Swett & Crawford Group.
Nobody covers Property
insurance-including DIC-
the way we do.

©1987 Swett. Crawl )rd Greup

With one call to Swett & Crawford

Group, you can get the expert
ence, creativity and market ac
cess you need for all forms of

Propery, insurange. Qur special-

Property placements specifically
tailored to your requirements.

No other broker knows the

market better. Our 60 years of
experience gives us a unique
understanding of insuror's

; strengths, underwriters' interests,

and where pricing is today
We solve difficult capacity prob-

lems through the imaginative

small, large, or

annual
=t -

Property

. accounts-even the toughest
lines-call on Swett & Crawford

, Group. Fortheofficenearestyou,

r call Shirley Hill at (213) 251-1277.

e

Swett & Crawford Group

Appleton & Cox

John H. Crowther, Inc.

Fort Hill Insurance Agency
1 West Insurance Managers
Montgomery General Agency
Dana Roehrig & Associates

Swett & Crawford

While Lexington may have dis-
counted rates on certain accounts,
it has made up the difference with
increases on other accounts, he

said.

Mr. Kelley also pointed out that

before taking over as president, he

had served as executive vp in

charge of Lexington's casualty di- 1
vision during a period that in-,
cluded the devastating competitive ]

cycle of the early 19801

"If that doesn't teach you respect
for casualty business, believe me,
nothing will," he remarked.

Lexington's property rates, he
conceded, have dropped slightly
during the first six months of 1987.

While the tight market cycle may
have peaked, and while admitted
market competitors are making
themselves felt, 1986 was a boom
year for surplus lines insurers, in-
cluding Lexington, he contends.

The company continued to see
rate increases of 200% to 250% on
casualty risks last year, Mr. Kel-
ley reported.

Meanwhile, Lexington's overall
exposure base increased only 10%
or 15% last year compared to 1985,
he said. "The bulk of our (premium
volume) increase last year came
from rate increases," he observed.

Predictably, the biggest growth
in Lexington's gross writings last
year was in casualty lines: Liabil-
ity business accounted for $548.3
million of the insurer's gross pre-
miums in 1986, up 135.5% from
$232.8 million in 1985.

Property business, by contrast,
produced $176 million in gross
premiums last year, up a relatively
modest 48.4% from $118.6 million
in 1985.

Property and liability combined
lines dropped to $240,823 in 1986
from $3.5 million in 1985. Lexing-
ton stopped writing package busi-
ness in 1984, and the remaining
premiums represent a runoff of
that business, Mr. Kelley ex-
plained.

Gross premiums for all other
lines, meanwhile, dropped to
$437,032 last year from $22 million
in 1985. Business falling into this
category-including stop-loss cov-
erage for self-insured programs-
was not lost last year but was sim-
ply accounted for differently, Mr.
Kelley said.

Overall, liability lines accounted
for 75.6% of Lexington's gross
written premiums last year, up
from 61.8% of 1985 gross premi-
ums. Property business, on the
other hand, accounted for 24.3% of
gross premiums in 1986, down
from 3 1.5% of gross premiums the
previous year.

Direct business produced $676.4
million of Lexington's gross writ-
ten premiums last year, while rein-
surance assumed produced only
about $48.6 million.

All of the direct business was
written on a non-admitted basis
except for $1.7 million written in
Delaware, the only state where
Lexington is admitted. It writes in
all other states.

As it has for many years, Lex-
ington last year ceded a substantial
portion of its premiums to rein-

Lexington's 1986 net written
premiums of $157.7 million
amounted to 21.8% of its gross
writings; in 1985, net writings of
$81.7 million amounted to 21.7% of
gross volunne.

For 1986, net premiums for lia-
bility lines amounted to 24.9% of
gross liability volume, while net
premiums for property lines
equaled about 12% of gross pre-
mium volume.

Mr. Kelley said that the net pre-
mium figures reported in Lexing-
ton’'s annual statement are skewed
downward by fronting programs
written for captive insurance com-
panies, which accounted for 10% to
15% of the insurer's gross written
premiums last year.

Continued on page 16
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stand onyour irectors
iability coverage?

Ifyou wantthe security of astable andreliable 1)&0 policy you're not alone. Lately
the market has been an#ing butstable. And directors are feeling anything but secure.

Ifs time forachange. So kEtna isbringing substantial new 1)&0 capaci to the mar-
ketplace. And standing behind/Etria is ERICReinsurance Company (asubsidiary ofExecutive
RE, Inc.),a creative new reinsurance approach.

ERIC is domestic and committed exdusivelyto providing LEtna with long-telm, stable
capacity mai means aretum to consistent, reasonable premiums. And coverage that won't sud-
denlyslip out from underyou.

The smbility of/Etna extends beyond premium and availabil® Our integrated under-
writing and claim handling, provided through Ena'snew undetwdting manager; ERMA
(Executive Risk Management Associates), is designed specifically to avoid coverage disputes. So
you knowyourD&0 is there when it's needed the most.

We're in this business to beyourpartners, notyour adversaries. And we're proud to
bring stability backto directors liability insurance.

To team more, call orwrite: ERMA, 82 Hopmeadow Street, P.O. Box2002, Simsburx
Cr 06070 (203) 244-8900.

Aitna/Executive Risk Managemen,Associates. Backed by ERIC, a creative new reinsurance api)macb.

71)e,Etna Casualfyand Surety Company,,Elna Excess and Swplus Lines Company



The benefits of

claims made coverage
in professional liability

Claims made insurance is hardly a new
concept. It has been the basic form of
coverage for many professional liability
lines for over 30 years. During this period
it has proven its stability and has served
the professional insureds who have
benefited from its advantages exceed-
ingly well.

Architects & Engineers
Professional Liability

Shand Morahan continues to be

one of the leading sources of qual-
ity liability protection for architects
and engineers.

Since 1970 we have offered
continuity of coverage in this in-
dustry which has been beset by
a decade and a half of escalating
claims and compensatory judg-
ments. We continue to renew
coverage for our present clients,
and we are also writing new busi-
ness in this area. Most favorable

risks include medium-size firms:

architects, HVAC and civil engi-
neers, landscape architects, land
surveyors, and interior designers.

We are particularly interested
in firms with annual gross fees of
$2 million or less; firms with annual
gross fees or billings of up to $7.5
million may be considered. We are
also writing a limited number of
project policies.

Coverage is written on a profes-
sional liability claims made basis
and clients are assured of our highly
respected, prompt claims service
along with the stability, continuity
and expertise that has kept us a
leader in Architects & Engineers
Liability Insurance for the past

seventeen years.

Insurance Agents &
Brokers Professional

Liability

Insurance professionals can look to
Shand Morahan for reliable liability
protection as well. Under our In-
surance Agents & Brokers policy
coverage is provided to the named
insured while acting as an insur-
ance agent, broker, managing
general insurance agent, surplus
line broker, excess line broker and
life insurance agent.

The policy covers acts, errors
or omissions in professional
services, including such related
activities as notarizing, mutual fund
sales, premium financing, insur-
ance consulting and advising, engi-
neering, appraising, incidental
claims adjusting and public rela-
tions activities. Limits of liability up
to $3 million are available. This
coverage requires a minimum pre-
mium of $30,000 and a minimum
deductible of $30,000. Coverage is
on a claims made basis and prior
acts coverage is available.

We are particularly interested in
medium-size firms producing $10
million to $100 million annually in
agency premium volume.

AUVEHI ISEMEN |

Today, liability insurance written on a
claims made basis continues to grow in
Fopularity and use. One reason is :har it
enables both the insurer and the insured
to respond with some control to lie cur-
rent liability and economic climates, and
to periodically make adjustments in the
coverage as required.

Simply defined a claims made policy is
one where the insurer is responsble for
claims first made against the insured dur-
ing the period when the policy is in force.

IAn "occurrence" poky is one where the
insurer is responsible for events that
occurred during the T olicy period, regard-
less of when the claim is made.) The basic
questicn to be answered to determine if
a claims made policy will cover is "When
was the claim first male against the
insured?"

This concept offers several advantages
and benefits to insureds, especially pro-
fessionals, directors and officers and
others who are subject to "long tail"

Shand Morahal

claims. With coverage based on the date
the claim is made, the question of when
the occurrence took place becomes rel-
atively unimportant. The insured knows
that he will be covered on all claims made
during policy period. He does not need to
be concerned with unknown claims that
may te made sometime in the future, or
w.sh the size ofjudgments that may then
prevail. A future claims made policy, with

iroper limits will protect him at that point
In Tim z.



specifu:d in the policy,

y }
ot any assumed risk. Terms and conditions of coverage are as stated in the policy.
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Continued from page 18

Basically, these are small, un-
complicated risks like owners,
landlords and tenants coverage for
small businesses, restaurants and
retail stores, he explained.

About 50 of American Empire's
75 producers have authority to
bind primary liability coverage
with up to $200,000 limits.

In 1986, American Empire's
maximum primary liability capac-
ity was $1.5 million, of which it re-
tained $900,000 and reinsured the
remainder. This year, the company
raised capacity to $2 million, in-
creasing its net line to $1.1 million.

The third-largest segment of
American Empire's business, um-
brella and excess liability insur-
ance, accounted for 19%, or $64
million, of gross premiums in 1986.

Approximately 45 wholesalers
wrote excess liability coverage on
behalf of American Excess in 1986.

Mr. Walsh predicted gross pre-
miums written in 1987 in this cate-
gory will total only $20 million.

Capacity in this line is dropping
dramatically because less "qual-
ity" reinsurance is available, ac-
cording to Mr. Walsh.

Currently, the insurer has excess
liability capacity of $5 million,
down from $7.5 million in 1986 and
$10 million in 1985.

American Empire retains the
first $650,000 of each excess liabil-

'Sometimes you have
to take a step back to
preserve what you
have,' explains
Chet A. Nalepa.

ity risk it writes, and cedes
$350,000 to treaty reinsurers. The
remainder is backed by automatic
facultative reinsurance, Mr. Walsh
explained.

Another reason excess liability
capacity has dropped during the
last couple of years is because
reinsurers have insisted that sur-
plus lines insurers meet certain
minimum requirements for rein-
surance treaties. Mr. Walsh ex-
plains that if the company does not
think it has enough business to
support those treaty requirements,
the company will simply reduce
capacity in that line.

American Empire's smallest
business segment, high-layer prop-
erty insurance, accounted for 10%,
or $35 million, of 1986 gross pre-
miums. Gross premium volume
from these risks will drop to about
$20 miillion in 1987, Mr. Walsh
says.

In 1986, only 25 of American
Empire's brokers produced this
business, which includes excess
property coverage for risks such as
department stores, warehouses and
light manufacturing facilities.

American Empire's property in-
surance capacity is 10 times its net
line, which is at least $25,000.

In the past couple of years,
American Empire has reduced both
the number of reinsurers with
which it does business to nine from
13, Mr. Walsh said.

The reinsurers to which Ameri-
can Empire cedes the most busi-
ness are: General Reinsurance
Corp. of Stamford, Conn.; Hanseco
Insurance Co. of Boston; Travelers
Indemnity Co. of Hartford, Conn.;
Zenith Insurance Co. of Encino,
Calif.; Ranger Insurance Co. of
Wilmington, Del.; and Allendale
Mutual Insurance Co. of Johnston,
R.I.

American Empire writes cover-
age on a non-admitted basis in all
states except Delaware, where it is
licensed. It writes the most busi-
ness in California, followed by llli-
nois, Michigan, New Jersey, Flor-
ida, Massachusetts, New York and
Pennsylvania.

-B Deborah Shatowitz

Scottsdale Insurance Co.

8370 E. Via De Ventura, Scot':sda]3,
Ariz. 85258; 602-9484505

186 1985

Gross premiums_ $485,434,126 &232,093,£62
Non-admitted. $308,480,783 515(,893,£20

Net premiums........ $22,455,496 $7,883,'81
Paid-in capital. $6.000,000 SE,001,S00
Capital & surplus.. $10,897.293 $5,-83,E31

Employees. 299 921
Combined ratio. 111.4% 98.79%

Commercial risks.. 95% 95%
Net income. $3,032,933 $:,183,446
Best's rating. A A

Capitalizing on the financial
muscle of its parent, the Cclumbus,
Ohio-based Nationwide Insurance
Group, Scottsdale Insurance Co.
took full advantage of the f-.cod of
business that swept into th€ sir-
plus lines market in 1986.

Rolland L. Wiegers, president of
the 5-year-old surplus liT.es in-
surer, calls 1986 "a great year”
and expects Scottsdale to ecrtinue

| -eativE Insuraice Spec:lists. Inc.

3-landc

to grow in 1987, even :hough ad-
mitted insurer: now are beginning
to write business they stunned
during the hard market.

"You hear a lot of m=z)ans and
groans. bu: | see 19E 7 coming in as
a pretty good year," he says.

Mr. Wi€gers says there is no
question that commercial insur-
ance rates have fallen, but he € es
rates stabilizing a: current levels
for the remainder of the year.

"Toward the end of 1986, most

companies had caps on " he ex-

Flair.s. "l think eferybody came
back in the mark.t the first six
mon:hs of '87, and that means
more people are fighting for pre-
mium and that tends to push rat.es
down’

But, he says many admitted in-
surers have already reached their
volume goals for the year and will
likely stop writing new business
during the remainder of 1987.

"l think '87 is going to trend cut

Crum>Davis, Icc.

Dalla:. Denvec Oklahoma CRY

Orump-Davis ot HOJsen. In:.

Fous-on

'"You hear a lot of moans and groans, but | see

1987 coming in as a pretty good year,' says

Rolland L. Wiegers, Scottsdale's president. Mr.

Wiegers predicts rates will stabilize at current

levels for the remainder of the year.

just about where we are right
now," he says.

Last year, Scottsdae's direct,
r.on-adm.tted premium volume
rose 104.4% to $308.5 million from
$150.3 million in 1985, to capture
the No. 3 spot in Business !T:sur-
a.?ice's rankings of the 10 largest
surplus lines insurers.

Scottsdale made its first Top 10
apgearance last year, when it O.-
cupied fcurth place following a

635% increase in non-admitted

premiums in 1985. up from $20.5
million in 1934.

Crun-p/HaW insrance Serices
Encir,0, long Beach, Us Anleles. San Diego. San Frarcisco

Crump london Underwriters
Memphis

The insurer's gross premium vol-
ume jumped 84.5% to S4854 mil-
lion in 1986 from $263.1 million in
1985.

Mr. Wiegers says he expects
gross premium volume to jump
about 15% in 1987 to about $570
million and another 10% increase
in 1988 to S620 million, exp. aining
that Scottsdale's growth raie will
slow because of changes in the
market and the fact that ks pre-
mium base is much larger.

About $135.3 million-or

Conti.nued on nect page

Crump London of Ohio. Inc.
Columbus



Continued from previous page
28%-of Scottsdale's gross pre-
mium volume is generated by Na-
tional Casualty Co., an admitted
Nationwide affiliate that cedes
100% of its business to Scottsdale.
That compares with $95.2 million
in premium written by National
Casualty-36% of Scottsdale's
gross volume-in 1985.

Scottsdale is actively moving to
shift more business from National
Casualty to Scottsdale as part of
the insurer's plan to write more
business on a non-admitted basis,
says James R. Kapeller, vp and
treasurer.

"That's more our cup of tea," Mr.
Kapeller says, explaining that the
percentage of total business writ-
ten through National Casualty will
decline further in 1987.

National Casualty is licensed in
every state and writes commercial

auto and low-value dwelling risks.
Scottsdale also writes exclusi-

Crump london of Wisconsin, Inc.
Waukesha

Crump-loveless, Inc.
Atlanta

Crump Mic-Alantic, tnc.
Philad*tia

vely through National Casualty in
New York because Scottsdale is
not an approved surplus lines in-
surer in the state.

Despite the tremendous rise in
Scotisdale's premium volume over
the past five years, Mr. Wiegers
says the insurer is focusing on un-
derwriting profit, not on growth.

"The No. 1 mission of the com-
pany is to continue to underwrite
to a profit. Size has never been a
major factor, ' he says, adding,
"We'11 grow when we think the

market is right and we'11 not grow
as much when we think it's not.”

Based on its own book of busi-
ness, Scottsdale met its goal of an
underwriting profit in 1986.
Scottsdale's combined ratio im-
proved in 1986 to 98.5% from 109%
in 1985, and Mr. Wiegers says he
believes Scottsdale's combined
ratio will fall to perhaps as low as
96% this year.

Scottsdale reported a 111.4%

'The No. 1 mission of

the company is to

underwrite to a
profit," Mr.
Wiegers says.

combined ratio on a statutory basis
in 1986, compared with a 98.7%
combined ratio in 1985. But these
figures do not reflect Scottsdale's
performance, but rather reflect the
performance of the reinsurance
pool in which Scottsdale partici-
pates with five other Nationwide
affiliates, explains Mr. Kapeller.
Scottsdale’'s loss ratio for the
pooled business rose to 87.5% last
year from 83.6% in 1985; while the

expense ratio advanced to 23.9%
from 15.1% in 1985.

Scottsdale's own book of busi-
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ness produced net income of $11.6
million last year, compared with a
$28.8 miillion loss in 1985 created
by start-up expenses.

After pooling, Scottsdale's net
income stood at $3 million in 1986,
compared with $5.2 million the
previous year.

The company's surplus increased
to $10.9 million at year-end 1986
from $9.2 million in 1985.

Net premiums, which reflect the
pooling arrangement, leaped
184.6% to $22.5 miillion in 1986
from $7.8 million the previous
vear.

Mr. Wiegers says that Scotts-
dale's gross premium volume in-
creased so dramatically in 1986
because many admitted markets
were not accepting new business,
forcing many buyers into the non-
admitted market. Scottsdale was
able to take advantage of this situ-
ation because it had the backing of
the Nationwide pool, he explains.

TURN TO
CRUMP ELS.

In the turbulent sea of today's insurance

environment, you may suddenly find yourself in a

"sink orswim"situation But you dont haveto face those

dangerous waters alone We have a skilled crew of specialists

with access to domestic and international insurance markets ready to

come to the rescue. Let one of the nation's largest

E&S brokers steer you to safety. Our wide range of
resources, plus the experience of our people,
could keep you afloat. So turn to Crump E&S.

Cemp-Northeast Risk Managers, .td.
NEN York

C.1.S. Northwest, Inc.
Seattle G&M Surglus Lines, New Odeans

C: 08...

Your E&S Source For Over 30 Years

G&M Marine, Inc.

New Amsterdam Excess of lllinois. Inc.
ChicaGO

"We didn't do anything really
new last year. There was just more
business available. There was a
tightening of capacity in all com-
panies. Scottsdale was fortunate to
be in the pool with Nationwide, so
we had the surplus to take advan-
tage of an ideal market situation,”
he says.

"The rates were there and we
had the surplus to do it and that
was in our long-range plan to grow
when the market was right and not
put any emphasis on it when it
wasn't. 1986 was an ideal time to
do it," he adds.

Mr. Wiegers says Scottsdale has

tried to insulate itself from market

cycles by focusing on the types of
business that admitted insurers

will not pursue, even in a competi-
tive market.

Admitted insurers "don't want
the $5,000, $10,000 or $15,000 (in
premium) account; they want the
$200,000, $300,000 and $400,000 ac-
count,” he ex-
plains.

"We write that p " 1
(jumbo) class of m F -_
business, but ms, L

weveaiways /)

ourselves not to
depend on it be- - *s-

will come anmnd ->* -
go,” Mr. Wiegers Mr. Wiegers
says.

Scottsdale, he says, focuses on the
smaller accounts, writing mostly
primary property policies with
limits of $200,000 to $400,000 for
smaller mercantile risks and pri-
mary casualty risks with a max-
imum $1 million limit.

Scottsdale is not a market for
large property or casualty risks,
heavy medical malpractice, errors
and omissions, directors and offi-
cers or heavy product liability in-
surance. It also does not write ocean
marine business.

But, aside from these areas,
Scottsdale will consider just about
any other type of risk, Mr. Wiegers
says.

For example, in late 1985 and
early 1986, when most insurers
would not write liability coverage
for day-care providers, Scottsdale
aggressively wrote the business, Mr.
Wiegers recalls.

"We felt it was a good risk, It got
some bad publicity on some real
bad claims, but we remained very
aggressive in that and continued
through 1987," he says.

Now, however, the situation has
turned around and many admitted
insurers are looking to write day-
care business. As a result, prices
for this risk have been cut by as
much as 50%, below the level that
Scottsdale thinks is needed to pro-
perly write this type of ri'sk, Mr.
Wiegers says.

"We think the rates are cut too
much on it now. So we're losing a
lot of that business because we've
drawn the line where we think our
break-even is on it."

Two areas in which Scottsdale is
looking to expand its book of busi-
ness are umbrellas and association
business, Mr. Wiegers says.

The insurer stopped writing new
umbrella business in 1986 after it
had substantially exceeded its pre:
mium volume goals for the line. But,
beginning this month, Scottsdale
again will write new umbrella poli-
cles.

"We realize that that's a long-
tail-type business, but we think the
rates are fairly adequate in that line
of business," he says.

Scottsdale, which wrote aboul
$60 million in association liability
risks last year for groups as diverse
as police departments, public offi-
cials, nurses and school boards
plans to expand this line of busi-
ness in 1987.

Scottsdale's association business
is reinsured under a separate treaty
Mr. Wiegers said, explaining that
while claims frequency on

Continued on net page
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Continued from previous page
association risks is high, thereare
very few severe claims.

"It's not the catastrophe-type
payout that you might think it is,"”
ne says.

Scottsdale only writes coverage
for members of public entity asso-
ciations with populations of less
than 50,000. Mr. Wiegers says the
company does not plan to expand
these programs into large metro-
politan areas.

According to Scottsdale's 1986
convention statement, 70.7% of its
direct business was liability, 14.6%
was ccmmercial multiperil, 7% was
property. The remainder was com-
posed of other lines.

Generally, Mr. Wiegers says
Scottsdale's overall loss experience
has been better than average.

"l don't know of any line of busi-
ness we'll get out of in 1987 be-
cause of poor experience," he says,
though he concedes that "we may
get out because the rates are not

Capacity Structuring a program that will provide protection against
today's risks isn't exact_y child's play. Fitting the

parts together precisely demands skill and experience.

When you've got plans...

Call on innovative solutions.

Call on worldwide markes.

Call on specialty coverage where and when you need it.
Call on the E&S professionals with a reputation for
building on a solid founcation.

Call Bowes first.

Houston T.(

(713) 785-2672

Dallas, TX
(214) 233-2202

Nashville, TN
(615) 889-5823

-

New York, NY
(212) 406 1590

Newport Beach, CA San Francisco, CA

(714) 760-9226

(415) 495-0106

e

there.”

Scottsdale offers maximum ca-
pacity of $1 million for casualty
risks, including umbrellas. It now

is attempting to negotiate reinsur-
ance treaties that would allow

Scottsdale to increase this limit
next year, Mr. Wiegers says,
though he adds, "We really don't
need to and we probably won't be
real aggressive on that."

On the property side, Scottsdale
can offer limits of up to $1 million,
but the insurer typically writes po-
1.cies with limits between $200,000
and $400,000.

Scottsdale retains $250,000 on
casualty risks and a minimum of
$100,000 andamaximumof
$200,000 on property risks before
its business is pooled with the
cther Nationwide units.

Scottsdale’'s reinsurance is
placed through three brokers: E.W.
Blanch Co. in Minneapolis, which
handles Scottsdale's property rein-
surance; Reinsurance Agency Inc.
in Chicago, which handles casualty
reinsurance; and Inter Re Co. of
San Francisco, which handles
commercial auto reinsurance.

Scottsdale has been able to im-
prove the terms of its reinsurance
treaties because of its favorable
loss experience, Mr. Wiegers says.

"We've been able to improve
some of our profit-sharing and
gain higher limits (for next year)
based strictly on our good experi-
ence in the last two years,” he
maintains.

Scottsdale is admitted in Ari-
zona, Delaware and Ohio and is an
approved, non-admitted insurer in
every other jurisdiction except
New York, Connecticut and Maine.
The bulk of its direct business is
written in California, Florida, New
Jersey and Texas.

Scottsdale's principal officers, in
addition to Mr. Wiegers and Mr.
Kapeller, are Thomas D. Stamm,
vp-underwriting and marketing;
William D. DeMoss, vp-claims;
Ronald L. Pieper vp-data pro-
cessing; Jack A. King, vp-legal af-
'airs; and Barbara D. Nasworthy,
vp-administration.

-By Robert A. Finlayson
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If you want a reinsurer
who will help keep you on an even keel .*.

ring National Re! You'll enjoy long-tenn stability with National Re because we have a strong
surplus position and are committed to sharing many classes of risks. Our treaties have built-in flexibility, so
your minsurance will keep pace with your progress.

If you want a team of reinsurance professionals who will help you steer around troubled seas in the years
ahead, ring National Re !
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AMERICAN RISK RETENTION

ACT ASSOCIATION

(in formation)
A nationwide trade association dedicated

to the advancement of the goals of the
Risk Retention Act

For membership information correspond with:

American Risk Retention Act Association
12222 Merit Drive, Suite 1660, Dallas, Texas 75251

Attention: Daniel D. Dinur

St. Paul Surplus Lines

Insurance Co.

445 Minnesota St., Suite 900, St.
Paul, Minn. 55101; 612-221-7066
1986 1985

Gross premiums.... $219,494,669 $125,759,165
Non-admitted. $194,921,150 $104,151,645

Net premiums. $24,534,109 $21,607,519
Paid-in capital. $2,000,000 $2,000,000
Capital & surplus.. $9,645,196 $7,280,514
Employees. 205 185
Combined ratio..... 110.336 120.5%
Commercial risks. 100% 100%
Net income............ $2,410,488 -$309,425
Baest'ss ratimg AN AN

If survival of the fittest applies
to non-admitted insurers, St. Paul
Surplus Lines Insurance Co. is

evolving to the top of the surplus
lines market.

The surplus lines insurer's sub-
stantial premium growth in 1986
boosted the St. Paul, Minn.-based
company to the No. 4 spot among
the surplus lines insurers ranked
by Business Insurance from ninth
place in last year's rankings.

And, in addition to reporting a
record premium volume, the sub-
sidiary of St. Paul Fire & Marine
Insurance Co. reduced its com-
bined ratio to 110.3% from 120.5%
in 1985 and reported $2.4 million
in ner income, compared with a
$309,425 net loss in 1985.

"We are very pleased with our
results and anticipate that 1987

Crawford & Company
now offers overnight

updates to your claims
administration datab ase

Claims administration with value added...

overnight information to explore options
and keep track of claims progress.

The choice is yours. . . You can
analyze massive traditional monthly loss
runs using data which is obsolete before
you receive it. Or you step into the future
with PC-based interaction with Crawford's
mainframe with SISDAT+ ™,

Each night the Crawford mainframe
is fed the day's financial and data updates
as submitted by Crawford's nearly 550
claims offices in the U.S., Canada, and
Puerto Rico. Your reports reflect the latest
data available on your claims.

Through your PC, you may order
standard report modules which, for
example, allow you to analyze potential
retention levels or create customer loss
runs with single word commands. Oryou
can customize that report to isolate one
region's performance compared to the

I'd like to see exactly what you mean about
Crawford's "va/ue added" claims administration.
Send me the SISDAT+ booklet showing sample
reports and how they can be used.

Name
Title
Company
Address

City, State, Zip
Phone()

rest of yourorganization, even on a"c/aims
made” pasis if you wish. You can also
choose from other options, too numerous

to mention here.

How can you use the information?
Communicate better with top manage-
ment... analyze the potential cost benefit
for risk control and have the supporting
data right at hand... package yourclaims
experience to allow your broker and/or
underwriters to betterunderstand yourreal

exposures.

Send today for the 64-page booklet
describing the SISDAT+ RMIS,supported
exclusively by the nationwide system of
Crawford & Company claims professionals.

Crawford & Company

5620 Glenridge Dr., N.E.
Atlanta, Georgia 30342

Better ye:, give Barry LaFleura call at
(404) 256-0830. As Crawford's Vice Pres -
ident, Market Production, he'll respond to
qualified inquirers with our SISDAT+

information overnight.

ebD )
Crawford

RISK MANAGEMENT SERVICES

C-AIMS SERVICES

will show continued improve-
ment," said St. Paul Surplus Lines
President Kenneth F. Goldstein.

Although he had predicted last
summer that the insurer might post
another operating loss in 1986, its
bottom line was "better than we
thought because business written
in the last few years has performed
better than we thought.”

Mr. Goldstein added that a more
careful underwriting approach
worked hand-in-hand with rate in-
creases in 1985 and 1986.

"When you combine higher rates
and better underwriting, you're
going to produce better than ex-
pected results.... Rates were
going up because there wasn't as
much capacity and there was a lot
of demand," he explained.

St. Paul Surplus Lines increased
property rates an average of 10% to
20% in 1986 and hiked casualty
rates an average of 100%. While
these increases were not as dra-
matic as rate hikes in 1985, "we
were on a higher base to start
with,"” Mr. Goldstein pointed out.

St. Paul Surplus Lines' gross
premium volume increased 42.7%
to $219.5 miillion in 1986 from
$125.8 million in 1985. Gross pre-
miums written on a direct, non-ad-
mitted basis grew 46.6% to $194.9
million from $104.2 million in
1985. Company executives expect
the insurer to write about $220
million in direct premiums by the
end of 1987.

Net written premium volume
grew 11.9% to over $24.5 million in
1986 from $21.6 miillion in 1985.
Capital and surplus, fueled by the
insurer's profit in 1986, increased
24.5% to more than $9.6 million
from $7.3 million in 1985.

In the first half of 1987, St. Paul
Surplus Lines wrote $108 million
in direct premiums, an increase of
20.4% over the $86 million written
in the first half of 1986.

Mr. Goldstein said that premium
volume is "a little bit off" execu-
tives' original predictions for 1987.
"We thought the market would
continue to be very strong in 1987
and show a drop in 1988. We've
seen the market turn a little sooner
than we anticipated,”" he said.

"Submission activity is up from
all-time highs of last year, but our
hit ratio is down. More shopping is
going on" because more insurers
are willing to quote business in
1987, said Robin G. Critelli, vp of

marketing.
The hard mar- -

ket arrived at the
right time for St.
Paul Surplus
Lines, executives -0
say.

"We geared
ourselves for the
market change o’
and we were 2
fairly well-
poised to take
advantage of it," explained Execu-
tive Vp Arthur B. McHugh.

Senior Vp Janet R. Nelson pointed
out that many of St. Paul Surplus
Lines' competitors were struggling
to obtain reinsurance and maintain

Ms. Critelli

capacity during the hard market,
which "prevented them from really
being able to respond” to market
opportunities. "We couldn't handle
everything submitted-we were at
system overload-but we were bet-
ter prepared to respond than many
people were," Ms. Nelson stressed.
"In 1986, there was a tremendous
concern for security and we would
like to think that the St. Paul name
added quite a bit to the whole equa-
tion," Mr. Goldstein said, noting
that St. Paul Surplus Lines and all
other St. Paul Fire & Marine units
have an A rating from A,M. Best Co.
He added that the insurer's care-
ful selection of its reinsurers was
another advantage. "We as a com-
pany were very concerned about
what reinsurers we used, and like-
wise our brokers and insureds were

concerned.”

Continued on page 28
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At First State, we're taking We'lllook at the unique
on the tough challenges. We're risk when most won't. And you
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up to 7.5 million on higher flexibility and imagination to
valued risks, including excess of meet your needs.
loss placement. In addition to Like the egg, First
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Continued from page 26

Mr. Goldstein characterized the
decision made in 1984 by St. Paul
Surplus Lines to shift its emphasis
from high-frequency primary lia-
bility risks to excess, buffer-layer
and umbrella business as "very
successful.”

"That's one of the reasons we did
better in 1986 than we had origi-
nally planned. A good deal of our
business has shifted to excess ca-
sualty-88% of our total book," he
observed.

At the beginning of 1986, St.
Paul Surplus Lines stopped writ-
ing environmental impairment lia-
bility and political risk coverages.
Prior to pulling out of those mar-
kets, the insurer had offered $1
million in primary EIL limits and
$25 million of excess political risk
limits.

"There was an effort in 1985 and
1986 to really concentrate on those
areas where we could have the big-
gest impact, and there was a tre-

Because risks rise

with position ...
Directors and Officers

Liability

EXCESS
GENERAL
LIABILITY

NCLUDING
BUFFER
LAYER

PR MARY

Tudor Insurance Company

48 South Franklin Turnpike « Ramsey, NJ 07446-0504

Telephone (201) 825-3300 « Telex 130-3224 « FAX 201-825-1052

mendous need for the basic prop-

erty and casualty E/S type

business. We saw that as an oppor-

tunity to realize greater rewards"

than the insurer would have gained

by writing EIL and political risk

coverages, Mr. Goldstein stressed.
Mr. McHugh said the insurer's

decision to withdraw from politi-

cal risk underwriting was spurred

by the fact that -r-- -;r- -

"the people we '

were using as

reinnsurers——

which was basi-

cally the London , a1

marketplace- .
everyone else | i

was using at the #1'

same.fime. ...It"°

sense for us to Mr. McHugh
stay in the politi-
cal risk arena.”

St. Paul Surplus Lines has no spe-
cific plans to re-enter any lines of
business in 1987, but "we are al-
ways looking at new programs," Mr.
Goldstein commented.

Ms. Nelson pointed out that
"there aren't many classes that we
wouldn't entertain on an individ-
ual risk basis. We consider ourselves
E/S individual risk underwriters, so
we would entertain a wide variety
of risks as it stands.”

However, St. Paul Surplus Lines
does not write medical professional
liability insurance, which is written
through St. Paul Fire & Marine.

More than 60% of St. Paul Sur-
plus Lines' premium volume is writ-
ten through its Surplus Lines Divi-
sion, which concentrates on large
accounts, with less than 40% written
through its Athena Division, which
focuses on smaller accounts and
program business.

Last year, 84% of the Surplus
Lines Division's premium volume
was derived from casualty risks,
while 16% was derived from prop-
erty risks.

Ms. Nelson explained that most
of the Surplus Lines Division's busi-
ness is umbrella policies. These are
"predominantly lead umbrellas or
first excess umbrellas typically
within the first $25 million. We
don't consider ourselves a capacity
market,"” she said.

The portion of the division's busi-
ness that is written on a primary
basis is "predominantly product lia-
bility and a big chunk of that is
medical products,” said Ms. Nelson.
Most of this coverage is written on a
claims-made form.

The Surplus Lines Division's eli-
ents are mostly large commercial
accounts. While some are Fortune
500 accounts, "that is not our area
of emphasis," she said, noting that
the average annual client premium
is in the $150,000 to $200,000 range.

However, she stressed that in the
property area, St. Paul Surplus
Lines is "almost entirely a primary
facility writing smaller risks-there
are virtually no Fortune 500 ac-
counts. There we prefer manufac-
turers and processing-type risks."

The major producers for the Sur-
plus Lines Division are: Stewart
Smith Holdings Inc., based in New
York, and Swett & Crawford Group,
another St. Paul Cos. Inc. subsidiary
based in Los Angeles. Business is
also produced through a network of
about 50 wholesale brokerages
around the country. -.

Of the wholesale brokerage net-
work, top producers include: PCM
Excess Inc. in New York; Gerald L.
Sullivan & Associates in Portland,
Ore.; Neal, Lloyd & Co. Inc. and
Travis-Pedersen & Associates Inc.
in Chicago; Anexco Insurance
Agency Inc. in Boston; Sherwood
Insurance Services, based in San
Francisco; Wood & Co. Inc. in At-
lanta; and Tuley/Barnard & Asso-
ciates Inc. in Houston.

About 86% of the Athena Divi-

sion's premiums last year was
derived from casualty business,
while 14% was produced by prop-
erty risks.

Continued on next page
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About 15% of the division's book
is professional liability business,
'‘predominantly directors and offi-
:ers liability and some miscellane-
ous errors and omissions cover-
ages. Some of the business is
primary, but the majority is excess,
with limits of $10 million avail-
able," said Mr. McHugh.

All of the professional liability
business is written on a claims-
made form, he said.

The rest of the business written
through Athena consists of tradi-
tional surplus lines property and
casualty accounts, usually for bu-
sinesses of a smaller size than
those written through the Surplus
Lines Division, Mr. McHugh ex-
plained. He characterized the aver-
age annual premium as "in the
$25,000 to $30,000 range."

The Athena Division writes busi-
ness produced solely by members
of Swett & Crawford Group.

Only about 10% of St. Paul Sur-
plus Lines' non-professional liabil-
ity book of business is written on a
claims-made form, Mr. Goldstein
estimated, primarily long-tail lia-
bility business such as product lia-
bility insurance.

"The claims-made form did not
win as much acceptance as we had
hoped," he commented, adding
that the percentage of business

written on the claims-made form

will probably not change much in
1987.

St. Paul Surplus Lines offers $5
million in capacity for most liabil-
ity risks and retains up to $1 mil-
lion per risk, the same as last year.
In addition, the insurer can write
up to $10 million in capacity for
D&O coverage, with a similar re-
tention.

The insurer can offer up to $7.5
million in limits for property risks,
with a net retention of less than
$500,000.

"During 1985 and 1986, we were
one of the few E&S companies to
maintain our limits,"” Mr. Gold-
stein explained, which helped the
insurer increase its volume over
the past two years.

St. Paul Surplus Lines uses
major domestic reinsurers as well
as London reinsurers. While the
majority of its reinsurance support
is domestic, "We were able to in-
crease our London support in
1986," in contrast with many other
insurers, Ms. Nelson pointed out.

In general, the reinsurance mar-
ket is "more flexible” in 1987 than
it was in 1986, Mr. Goldstein com-
mented. "Reinsurers are more will-
ing to consider casualty business"
in 1987, though it is still difficult
to obtain reinsurance, he stressed.

Mr. Goldstein said that because
of the increase in competition
among insurers, "we don't see a
whole lot of growth in the next
year or two" in the insurer's basic
book of business. And he stressed
that St. Paul Surplus Lines will
decrease its volume in lines of
business where rates are not ade-
quate.

St. Paul Surplus Lines is actively
tracking industry rate levels,
checking for adequacy, the execu-
tives explain.

"We keep information in our
data base on virtually all classes of
business and departments. We
spend a lot of time with our ac-
tuaries analyzing this informa-
tion,” Mr. Goldstein said.

And Mr. McHugh added that
through the data base, "We have
statistical information on every
policy we've ever written."

"We feel the E/S industry is
changing and a lot more emphasis
is being made on bringing in addi-
tional resources--claims, actuarial,
government affairs and legal sup-
port. We feel we will have the edge
up on our competitors if we can use
these things in the future,” Mr.
Goldstein stressed.

Mr. Goldstein and Mr. McHugh
pointed out that because the in-
surer only has one office and does

not have to monitor the activities
of branch offices in other parts of
the country, it can exert better
control of its operations than some
other insurers.

Mr. McHugh predicted that in
the future, surplus lines brokers
and insurers will "find it difficult
to operate without a substantial
organization behind them." St.
Paul Surplus Lines has reduced the
number of producers it works with
over the past two years and care-
fully monitors their financial
strength and capabilities, he said.

"We're also trying to do a better
job of bringing our resources to
the table. We want to do business

with quality brokers and our strat-

egy has been to selectively keep
key wholesalers around the coun-
try," Mr. Goldstein agreed.

The insurer now does business
with "about a fourth of the people
we were doing business with a few
years ago," he said.

St. Paul Surplus Lines writes
only commercial lines business and
writes on a direct, non-admitted
basis in 48 states and the District
of Columbia. It is licensed only in
Delaware, where it wrote $39,410
in premiums in 1986. It does not
write business in New Jersey.

INn addition to Mr. Goldstein, Ms.
Nelson and Mr. McHugh, George Y.
Tsui is a senior vp of the insurer.

-By Linda J. Collins
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RENT-A-CAPTIVES AVAILABLE

FOR

PRODUCTS, D&0, E&O0 AND OTHER LIABILITY

FINANCIAL TECHNOLOGY INC.

Consultants specializing in Captives, Risk Retention Groups,
Cash Flow, Self-Funded, Loss Portfolio Transfer Programs,

Feasibility Studies, Formation and Management

1888 Century Park East, Suite 910, Los Angeles, CA 90067

(213) 879-3991
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InATpical Emhezzler.

Short or tall. Old or

young Male or female.
Try to draw a portrait of
the typical embezzler
and you'll probably draw
ablank Because itcould
be anyone.

And experienced
business people know
that the only thing
harder than spotting an
embezzler is repairing
the damage he's done.

That'swhy theyrely
on Honesty Insurance
from F&lI).

Shouldn't you find
out why F&1)'s Honesty
Insurance is your best
policy? Ask your agent
or broker, or write: F&I),
A Macdonald Rees,
Marketing P.O. Box 1227,
Baltimore, MD 21203.
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just had iIncome

surger3

The operation was minor.
But the effect on her income

was major.

A big chunk of it went to pay
medical bills.

Which meant compromises
in the way Muriel lived.

Too bad Muriel's employer
didn't know about UNUM.

UNUM protects incomes.
With products that range from
health and disability plans to
life insurance and pension
management.

From flexible group benefits
to individual coverage thath cus-
tom-tailored, we're cnzating the
next generation of insurance
ideas.

All to protect income.

Whether you're an employer
or an employee, UNUM's ideas
can benefit you.

¢D UNUM

Income Protection

UNUM Life Insurance Company, Portland, ME 04122. UNUM Life Insurance Company of America, Portland, ME 04122 (All states except New York)
First UNUM Life Insurance Company, Elmsford, NY 10523 (New York State onlyj
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ers like Admiral with whatever increased a disproportionate cause of the softening commercial ten on a claims-made basis, diffi-

' risks are left, Admiral's top offi- 149 7% :0 $114 9 million in 1986 insurance market, gross premium cult manufacturers and contractors
Admlral |nsurance CO cers predict from 49 7% from $46 million in volume will be reduced this year classes, non-standard property in-
"We eat the crumbs that fall off 1985, because of the elimination of by about 14% to about $165 million surance, and professional liability

their tables,"” says Executive Vp a reinsurance treaty, says Mr The proJection was amved at after a insurance for clients like medical

1255 Caldwell Road, Cherry Hill, N J Martin J Calpin Snead meeting last fall with Admiral's line laboratories
08034-3220, 609-429-9200 "We're basically always selected Net income increased a whopping underwriters, Mr Snead explains Today, says Mr Snead, -the list
1086 1085 against,” adds President Michael J 133 3% to S14 million last year from "We polled our underwnters, and wouldn't be different, but in 1986
Gross premiums $192,169,389 $108,086,450 Snead $6 million in then made our best Judgment of the we saw much more standard busl-
Non-admitted $163,450,124 $89,615,358 Still, Admiral can be pleased 1985 Admiral's * marketplace " ness from the admitted cartiers than
Net premiums $114 886, 718 $46 001 059 with its 1986 results Last year, the combined ratio And, he says of 1988, "I think we we're seeing today "
Paid-in capital . . . . args
Capital & surplus $50 086 731 $37 221,727 insurer generated $163 5 million in deteriorated would be coming down again We He also notes Admiral is willing
Employees 116 112 premiums on a direct, non-admit- slightly because,V , 1 expect a continuing softening of the to wlite monoline product liability
Combined ratio o27% o16% ted basis, up 82 4% from $89 6 mil- of reserve in-i marketplace " coverage as well as writing mod-
Commerdial risks 100% roo% lion in 1985 AIll but 1% of that creases to 92 7% . "It's a little premature for us to uct liability risks as part of a com-
St%7& $13,991,1:T $5,964,46f  business is related to commercial in 1986 from \ / , try and put a handle on It," says prehensive general liability policy,
After a boom year in 1986, Admi- risks ©1 6% in 1985 p'Sil 1 Mr Calpin "We are countercycli- whereas most insurers will write it

ral Insurance Co expects the in- The company reported a total Boosted in part, _1.- cal to the licensed carriers We don't only as part of a CGL policy "I
creasingly competitive commercial gross premium volume of $192 3 by a $1 9 million know what they're going to do, so think that's a major difference," he

insurance market to soon have an million, which reflects in part capital contribu- Mr. Sneed we don’'t know what we're going to says

impact on the nation's fifth-largest business generated in Delaware tion from its par- do ™ Admiral writes "what the licensed
surplus lines insurer and New Jersey, Where it is an ad- ent company, Greenwich, Conn - But, in comparing 1987 with 1986, carriers permit us to," says Mr Cal-
As the market softens, admitted mitted insurer That was a 779% based W R Berkley Corp, Admi- "l think our net income will be sig- pin "The (insurance) market can
insurers increasingly will write the increase from the $108 1 million in ral's policyholder surplus mcreased mficantly larger," he adds turn every bit as quickly as the

business that had been written by gross premiums written by Admi- 34 6% to $50 1 million from $37 2 Product lines Admiral wrote last stock market can turn,” he says
surplus line insurers during the ral in 1985 million year include heavy product liabil- "Right at this particular point of
past couple of years, leaving insur- Net premiums written in 1985 Admiral officials predict that, be- tty coverage, which IS usually wnt- time," for instance, Admiral iS Writ-
ing owners, landlords and tenants
f sS1 “p coverage for high-hazard clients

like hotels, though "OL&T risks

4
'_' 44 1 1 ’/,LAI’ 1' seem to be flowing back into the 11-

censed carriers at a very, very fast

rate,"” says Mr Calpin Umbrella
|| ”tL coverages also are flowing back into

the admitted market, he says
E "The only way you can truly de-
fine what a 'classic, surplus lines
7340 4 camer' writes is by defining what

) T> Arr *2 '*J:] * o4 * " the standard carriers are writing,"

he continues "They're starting to

31 1 » =" e 5 F \ ?’ 'f,ln:l "'F'e;t go after larger, six-figure premium

- accounts, even though there might

-u-/"#1I' '# be somewhat touchy products ex-

| o posures "
) '1 1 i 1 1 /111'1111”(3 U« fj_or now, hov‘\./ever, they".re not
going after the "truly tough" prod-
' uct liability risks, Mr Calpin says
f. 1 I 1 1/ |fa] "That's only a matter of time, but
64 3, it's also a matter of geography "
o Underwriting policies can vary
- \ between admitted insurers' offices,
er // +M.'.,41 . 11/,5 ! explain the Admiral officials "It's
11 0Lu - 11 % r2"r very difficult for the senior man-
1 ¥ "IN11 agement of a large, standard com-
pany to communicate countrywide
down to ItS lowest underwriting
point,” says Mr Snead

This is not to say these insurers
have bad management, says Mr
Calpin "You've got so many links
in the chain, you lust can't get that
information down "

As a result says Mr Snead Ad-
miral has found itself competing
with admitted insurers for difficult
product liability risks because the

a4 a4 2 insurers' underwriters have not got-
ten the -right message from their
management at that point in time

AN admitted insurer will write a

, 2 , 7 f 1/ 8 risk at $60,000 that was priced at

) $25,000 during the soft market and

4,940/1 aen think he got a "good Jump," says

' Mr Snead "But we re charging
: .1 1, 4./ .1/<.1{1 'Af h 11 1t 1 $190,000 because that's what the

Insk calls for That's not a crltlcism,

rm 1=71 1 4 that's Just the way it is
C1. T8y T AT _ Zcimire ae no mew products

*% 1 ((ti premium volume to the admitted

tf4 market Niches or classes of busi-

ness not already filled are "very few
and far between, and getting
scarcer," Mr Calpm observes

"So far, we haven't anything on
the drawing board at this point in

FROZEN ASSETS

Lines of business Admiral has

never written include "true" pro-
fessional liability, such as for doc-

Should a nishapput your auctaft on ice, expenenced AAU Clairns Speciallsts can fly directly

tors and attorneys, liquor liability,

to the scene-m one of our own company planes-ready to put you bad< in business widlout directors and officers liability, and
delay Applying expertise they've gained as pllots or mechanics, they'll quickly assess the damage day-care center liability coverage
and Ibllow through with the repair factlity to make sum quallty work (and not necessanly 1986, our policy count dropped

the cheapest) is done Because of AAU's expedited msponse, your valuable alrctaft asset is not L?Ze.ﬁfizg'sf';agigr:;i;f;\7\;:3;
grounded and idle-unproductively hozen-but able to quickly out of certain classes of business
resume its mle as a useful business tool Count on AAU's 50-plus which were more labor-intensive,”
years of expenence to keep your assers flying FIfi?Z FrksfOASS including smaller umbrella pro-

grams Fewer than 40 umbrella pro-
grams remain on the books
Among the programs dropped
were an animal mortality insurance
program and an errors and omis-
sions insurance program for insur-
ance agents from which the com-
ASSOCIATED AVIATION UNDERWRITERS 51 JFK Parkway Short HA N] 07078- ATLAVTA - CHICAGO - DALLAS - DErROIT « KANSAS CITY - LOS ANGELES - NEW YORK - SAN FRANCISCO - SEATLE pany began to withdraw in 1985

Continued on next page
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Admiral's financial guarantee
business also has fallen off dra-
matically because of the Tax Re-
form Act of 1986, which eliminated
limited partnerships as a viable tax
shelter (BI, June 1).

As a result, Admiral went from
writing $10 million of financial
guarantee premiums in 1984 and
1985 to $1.5 million in 1986. And
the company expects to write only
about $300,000 in financial guar-
antee premiums this year.

"The tax law put us out of busi-
ness," says Mr. Snead.

Admiral, which retains $200,000
per risk, will write up to $1 million
in limits on a gross basis. However,
Admiral most commonly offers
$500,000 and $300,000 policy
limits, Mr. Snead says.

It essentially cedes reinsurance
to only three companies: Pruden-
tial Reinsurance Corp; USF&G
Corp. and Constitution Reinsur-
ance Corp.

Almost all of Admiral's property
business, and about 75% of its ca-
sualty policies-making up the
bulk of its business-are written
on a primary basis. Of its remain-
ing casualty business, 20% is writ-
ten over self-insured retentions,
while the remaining 5% is written
on an excess basis, Mr. Calpin
says.

Admiral prefers low deductibles
of up to about $2,500 for its pri-
mary business. If a large deduct-
ible is required, Mr. Calpin says,
Admiral tries to persuade the cli-
ent to become self-insured. In some
cases in which this is not feasible,
Admiral will send the business
elsewhere, then agree to write cov-
erage on an excess basis.

However, Admiral generally pre-
fers to be the first layer of "true”
insurance over a self-insured re-
tention, Mr. Snead says. "We're not
an excess market.

"Because of our A-plus rating,
and good claims-handling ability,
practically every carrier is willing
to write over us,” adds Mr. Snead.

"We deal exclusively with
wholesale brokers,

says Mr. Cal-
pin. "It's a truism, but it's a people
business, and | can know and un-
derstand and depend upon the
people in 100 wholesalers coast to
coast but | won't know people in
10,000 retail agencies coast to
coast.”

In addition, while retail agents
"could be and frequently" are pro-
fessional and skilled practitioners,
most handle only a few surplus
lines risks each year. Admiral
wants assurance its brokers are fa-
miliar with each state's surplus
lines laws and know how to make
the proper filings, he says.

"It's our niche and everybody
knows it," says Mr. Snead of Ad-
miral's wholesaler-only policy. He
notes that sometimes he gets a call
about a piece of business, and asks
the caller if he is a wholesaler.
When the response is "What's a
wholesaler?," says Mr. Snead, "Il

always know" the business is not
for Admiral.

Admiral deals with 165 whole-
salers working from 300 offices, he
says. The top wholesalers with
whom Admiral does business are:
J.J. Francis & Associates in Cherry
Hill, N.J.; Crump E&S Group,
based in Memphis, Tenn.; Mont-
gomery & Collins Inc. in Los An-
geles; Stewart Smith Holdings Inc.
in New York; McAlear Associates
Inc. in Grand Rapids, Mich.; Tri-
City Insurance Brokers' Chicago
office; British-American Associ-
ates in Philadelphia; Swett &
Crawford Group in Los Angeles;
Jame5 Brisson Associates in Jen-
kintown, Pa.; and F&G Markets in
Baltimore.

Admiral prides itself on its un-
derwriters' experience. "Our aver-
age underwriters have at least 10
years' experience," says Mr. Snead,
noting this is more experience than

average underwriters at an admit-
ted insurer have.

The surplus lines business de-
mands more underwriting experi-
ence, because policies cannot be
lumped into homogeneous groups,
Admiral officials contend.

"You really have to have those
gray hairs to do it," he says.

One new Admiral employee who
had worked 30 years at an admit-
ted insurer still needed a year to
learn the surplus lines Inarket, Mr.
Snead says. "That's kind of typi-
cal of what we have to do.”

Mr. Snead notes that throughout
this market cycle, Admiral's staff-
ing has remained near 1986's level
of 116, despite its premium fluc-
tuations. "We have to be staffed at
all times for the flow of business,
because you simply can't tool up
fast enough," Mr. Calpin says.

In addition to Mr. Snead and Mr.
Calpin, principal Admiral officers
include J.J. Duffett, senior vp, and
Kathleen Crawford, vp and trea-

surer.

-By Judy Greenwald

Free:

THE FACTS ABOUT STRUCTURED
SETTLEMENTS TO GIVE YOU AN EDGE.

ALL HUVER AND ASSOCIATES. We pioneered the
use of structured settlements in a wide variety of
claims, such :s wrongful death, personal injury-
worker'scompensation, medical malpractice and products
liability.
Representing the defense, we provide the following ser-
vices cost free:
- Assessment of needs - Conference call consultations
- Same day quotes - Tra'.ning sessions and seminars
« In-house case reviews « Participation in seelement
conferences

For more information and our corporate capabilities bro-
chure on how-youcanadda proven professional structured
settlement specialist to your negotiation team, call Myles
McDonald todayat (2151565-8580. Outside of Pennsylvania
call (800) 344-4041. Call today. Don't delay.

HUVER &
ASSOCIATES, INC.

Structured Settlement Specialists

PHILADELPHIA HOME OFFICE:
610 E. Baltimore Pike, Suite 200
PO. Box 1850, Media, PA 19063
(215) 565-8580

Outside PA: (800) 344-4041

BRANCH OFFICES:
In Boston, New York, Tampa

and Houston

Charter Member

National Structured Settlements Trade Association
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First State Insurance Co.

60 Batterymarch St., Boston, Mass.
02110; 617-357-8400

1986 1985

Gross premiums. $420,811,452 $184,80T,443
Non-admitted. $161,439,180 $104,211,101

Net premiums._. $175,492,860 $20,613,599

Paid-in capital...... $5,000.000 $5,000,000
Surplus. $68,074,473 $66,962,749
Employees......._...... o

Combined ratio..... 101.3% 179.0%
Commercial risks.. 29% 29%
Net income. $-1,429,254 $-689,953

Best's rating. A + pooled A + pooled

Like other surplus lines insurers,
Boston-based First State Insurance
Co. again is feeling the hea: of
competition.

While First State has granted
property insurance rate reductions
of 10% to 20% this yeair, it has been
losing business to other insurers
willing to offer 40% to 50% reduc-
tions, according to Lawrence S.
Doyle, president and chief execu-

tive officer.

"We are losing (property) busi-
ness and have been for six months.
We are not going to meet our
(property) premium objectives for
this year,” Mr. Doyle predicted:
noting that while First State had
planned for its property premium
volume to be flat for 1987, it will
probably decline by about 20%.

Rate reductions on casualty
business have lagged about six
months behind property reduc-
tions, and 1986 still saw -healthy"
rate increases for casualty risks,
Mr. Doyle reported.

During the first half of this year,
however, casualty accounts were
being renewed at expiring rates or
at reductions of about 10%, and the
reductions may accelerate to be-
tween 10% and 20% during the sec-
ond half of this year, he predicted.

First State-a unit of Hartford
Fire Insurance Co.-has begun to
lose market share on casualty busi-
ness in the last three months be-

cause of price competition, and is
seeing some business go to com-
petitors at price reductions of up to
40%, Mr. Doyle said.

With only a couple of exceptions,

most other surplus lines insurers
have been "well-

behaved,.-Mr
; Ay ing :
1. il , unlike’during the

-"* last soft cycle,
7 most of the price

competition is
. coming from ad-
11A mitted markets. _
loss of property
and casualty
business, though, First State ex-
pects its gross premium volume for
1987 to be at last year s level and
possibly up by as much as 20%, re-
flecting new business and an em-
phasis on specialty underwriting,
Mr. Doyle said.
First State's gross direct written

Mr. Doyle

premiums-including both admitted
and non-admitted business-shot
up 49.4% last year to $245.3 million
from $164.2 million in 1985.

Direct premiums written on a
non-admitted basis, meanwhile,
jumped 54.9% last year to $161.4
million from $104.2 million in 1985.

The increase in direct non-admit-
ted business pushes First State to
the No. 6 spot in the Business Insur-
ance rankings of the largest surplus
lines insurers from the No. 8 spot.

After being rocked by disastrous
underwriting losses on business
written during the soft market, First
State completely re-underwrote its
book between 1984 and 1985, and
results continue to improve.

The 1986 results on First State's
own business are difficult to dis-
cern from its statutory financial
statement because First State par-
ticipates in a reinsurance pooling
arrangement with other Hartford
Insurance Group affiliates.

Under the arrangement, First

Theworldb largest valuation
company is also very
independent.

Our independent, third-party valuations

avoid any conflict of interest. This objectivity,
recognized by business and courts, is another
reason why we save our clients millions of
dollars each year. Which is why 85% of the
Fortune 500 companies come to us. We'd

like to show you some of our independent A

spirit, too. Call Margaret Wilson 91
1-800-558-8650 (in Wisconsin,

1-414-271-7240).

Corporate Headquarters: 525 E. Michigan St., Milwaukee, WI 53202

American Appraisal Associates

State cedes all of its direct written

premiums to Hartford Fire and in
turn assumes as reinsurance a share
of the pool's premiums. Losses and
expenses also are pooled, and pro-
portional shares are allocated to
First State.

Last year, First State wrote di-
rect premiums of $245.3 million and
assumed as reinsurance $175.5 mil-
lion in pool premiums, making for
total gross written premiums of
$420.8 million.

Meanwhile, the insurer ceded its
direct written business to Hartford
Fire, leaving it with net written pre-
miums of $175.5 million, repre-
senting the pool business it as-
sumed.

For 1985, gross written premiums
totaled $184.8 million, consisting of
$164.2 million in direct business and
$20.6 million in reinsurance as-
sumed through the pool.

Net written premiums-for 1985,
after ceding of direct business to
Hartford Fire, were $20.6 million.

First State's 1986 earned premi-
ums-again, reflecting pooled busi-
ness-totaled $127.8 million, more
than six times the $20.2 million re-
ported in 1985.

Losses and loss expenses in-
curred, meanwhile, rose to $92.6
million last year from $28.4 million
the previous year. Other under-
writing expenses climbed to $50.6
million from $7.1 million in 1985.

First State thus finished last year
with an underwriting loss of $15.4
million, up slightly from a $15.2
million loss in 1985, but on a much
larger volume of business.

The insurer cut its loss ratio

nearly in half last year to 72.5%
from 140.1% in 1985. First State's

1986 expense ratio was 28.8%, down
from 38.9% in 1985.

The insurer's 1986 combined ratio
totaled 101.3%, down substantially
from the 179.0% reported in 1985.

While these ratios reflected ex-
perience on the pooled business, the
loss ratio on First State's own busi-
ness was roughly the same as that of
the pool, according to Mr. Doyle,
who added that First State's own
expense ratio was lower than the
28.8% allocated from the pool last
year and that the insurer actually
produced an operating profit for
Hartford Fire.

First State reported investment
income of $11.7 million last year, up
34.5% from $8.7 million in 1985.

After other gains and losses, the
insurer finished the year with a net
loss of $1.4 million, more than dou-
ble the 1985 net loss of $689,953.

The 1986 net loss, however, was
more than offset by a $2.5 miillion
net unrealized capital gain, and
First State finished 1986 with poli-
cyholder surplus of $68.1 million,
up 1.7% from $67 million in 1985.

Mr. Doyle noted that First State's
bottom-line performance continued
to be hurt last year by the need to
bolster loss reserves for business
written during the soft market,
when First State was the second-
largest surplus lines insurer.

"We are still paying for the sins
of the past, but | think we will be
in excellent shape for 1988 and
1989," he observed.

"The last thing a company should
do is carry forward a reserve inade-
quacy," he added. "That is a recipe

for disaster.”

First State also made "substan-
tial provisions" last year for unre-
coverable reinsurance, though Mr.
Doyle would not reveal how much
was reserved.

When First State began ceding its
direct business to Hartford Fire
under the pooling arrangement in
1985, it assigned its rights under

numerous reinsurance contracts
with authorized and unauthorized
reinsurers to its parent.

Hartford Fire, however, charges
First State for losses it incurs as

a result of uncollectible reinsurance,

Mr. Doyle explained.
Last year, First State reported
$454.6 million in reinsurance
Continued on next page
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recoverables from Hartford Fire on
unpaid losses, $193 million in pre-
miums in force and $74.7 million in
unearned premiums.

Cameron & Colby Co. Inc.-ex-
elusive underwriting manager of
First State and Boston-based af-
filiates New England Insurance Co.
and New England Reinsurance
Corp.-also manages the reinsur-
ance portfolio supporting Hartford
Fire on the First State business.

Although signs of softening have
returned to the surplus market this
year, the majority of First State's
premium growth last year was due
to rate increases, Mr. Doyle said.

The insurer had about a 10% in-
crease in policy count between
1985 and 1986 that accounted for a
portion of the rise in direct writ-
ings, but rising prices accounted
for the bulk of the increase in gross
direct premiums, he said.

Of First State's 1986 gross direct
premium volume of $245.3 million,
68.7%, or $168.6 million, consisted
of liability lines; 19%, or $46.5 mil-
lion, consisted of fire and allied
lines; 8.2%, or $20.2 million, con-
sisted of inland marine policies;
and 4.1%, or $10 million, consisted
of auto physical damage policies.

Of the insurer's $83.9 miillion in
admitted premiums, $47.1 million
was derived from California, $34.6
million from Massachusetts,
$564,985 from Delaware and $1.6
million from foreign locations.

First State's largest account is a
primary lawyers professional lia-
bility program written on a
claims-made form for the Massa-
chusetts Bar Assn., Mr. Doyle said.

Only about 10% of the insurer's
liability business is written on a
claims-made form, Mr. Doyle
added, noting that First State
writes claims-made excess liability
policies only when primary cover-
age is also on a claims-made basis.

Most of First State's casualty
business continues to consist of
following-form excess coverages,
he said, explaining that roughly
three-quarters of the insurer's ex-
cess policies attach at $5 million or
above, while about one-quarter at-
tach at $2 million.

First State's maximum gross line
on casualty risks is $5 million, un-
changed from last year, while its
maximum net line is $2 miillion,
Mr. Doyle said, noting that the in-
surer prefers to write $5 million
excess of $5 million.

Property business, meanwhile,
continues to consist solely of pri-
mary rather than excess business.

First State's maximum gross line
on property risks is $7.5 million
while its maximum net line is $1.5
million, unchanged from last year.

Since it re-underwrote its book
of business in 1984-85, First State
has concentrated its casualty un-
derwriting on medium-sized com-
mercial accounts, writing owners,
landlords and tenants, manufac-
turers and contractors and product
liability coverages, Mr. Doyle said.

But with competition returning,
particularly fromm admitted mar-
kets, First State is shifting toward
slightly more hazardous risks.

» The business has become a little
bit tougher, but prices for that
kind of business are holding up be-
cause they are not being written by
the stock companies,” he said.

For example, First State now
writes high-rise construction con-
tractors where last year it may
have preferred contractors in-
volved in low-risk construction
like highway paving, he said.

First State also is concentrating
on specialty property and casualty
underwriting including a nursing
home liability program; a liquor li-
ability program; a truck physical
damage program; and a property
program for the entertainment in-
dustry, underwritten through Cali-
fornia managing general agents
that have limited binding au-
thority for First State, he said.

Meanwhile, First State last year

installed an automated policy is-
suance system and on Sept. 1 will
go on line with a new claims man-
agement system, Mr. Doyle noted.

About 80% of First State's busi-
ness is produced by the large
wholesale brokers, while 20% is
produced by retail brokers.

The automation, and the relati-
vely small size of Cameron &
Colby's field offices, will allow
First State greater flexibility in
reacting to market changes, Mr.
Doyle suggested.

"We are well-positioned from an
expense standpoint to back off
when prices are going south be-
cause we do not have a big over-
head," he said.

Executives in addition to Mr.
Doyle, include Richard E. Willey,
chairman; and Ralph J. Palmieri,
Lynford M. Richardson and Wil-
liam Griffiths, executive vps.

First State currently carries a
Best's rating of A-plus pooled.

-By Douglas MclLeod
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United National Insurance Co.

1737 Chestnut St., Philadelphia, Pa.
19103; 215-568-6200

1986 1985
Gross premiums... $178,341,858 $124,780,295
Non-admitted. $157,391,810 $104,434,142

Net premiums..... $54,550,170 $27,029,663

Paid-in capital... $2,542,925 $2,542,925
Capital & surplus. $64,228,568 $44,362,674
Employvees_ .. 91 72
Combined ratio. 97.0% 89.9%
Commercial risks.. 95% 95%
Net income.... $7,668,685 $4,802,167
Best's rating.. A B+

1986 was another banner year
for United National Insurance Co.,
just as Chairman and Chief Execu-
tive Officer Raymond L. Freudberg
predicted a year ago.

But while the Philadelphia-
based surplus lines insurer now
has reported dramatic growth two
years in a row, the 1986 spurt was
not quite as spectacular as in 1985.

United National wrote a record
$178.3 million in gross premiums
in 1986, up 42.9% from 1985's vol-
ume of $124.8 million. In 1985,
gross premium volume grew
134.3% from $53.4 million in 1984.

Gross premiums written on a di-
rect, non-admitted basis grew
50.7% to $157.4 million in 1986
from $104.4 million in 1985, mak-
ing United National the seventh-
largest surplus lines insurer
ranked by Business Insurance. In
1984, the insurer wrote $47.5 mil-
lion in premiums on a direct, non-
admitted basis.

About 95% of United National's
surplus lines premiums were re-
lated to commercial lines business
during 1986, the same as in 1985.

United National also reported
net income of $7.7 million in 1986,
up 59.7% from $4.8 million in 1985.

A $13 million capital infusion
from parent American Insurance
Services Inc. helped boost United
National's policyholder surplus
44.8% to $64.2 million in 1986 from
$44 .4 million in 1985.

American Insurance is owned by
American Manufacturing Corp., a
privately held conglomerate based
in Philadelphia that bought United
National from Mr. Freudberg and
two partners in 1979.

United National's premium vol-
ume is still increasing this year,
but the pace has slowed. Gross pre-
miums in the first quarter of 1987
totaled $44 million, up 4.7% from
$42 million in year-earlier quarter.

The "very dramatic" growth of
1985 and 1986 was produced pri-
marily by rate hikes on renewal
business, explains Mr. Freudberg.

While rate hikes were mostly
across the board, increases were
larger in casualty lines, adds Seth
D. Freudberg, Raymond Freud-
berg's youngest son, who was pro-
moted to president and chief
operating officer from executive vp
in January.

However, growth in 1987 will
come from new business generated
by additional producers, not from
rate increases, Raymond Freud-
berg asserts.

The company's overall goal re-
mains "(turning) an underwriting
profit," says Seth Freudberg, and
it is "never our intention to alter
that position.”

Already, the company has added
14 managing general agents or un-
derwriting managers, bringing
1987's total to 41 from 27 in 1986.

AnNnd, to further support its
growth plan, United National
added 19 employees in 1986, bring-
ing the company's total workforce
to 91 at year-end from 72 in 1985.

As United National's business
has grown, its combined ratio has
deteriorated slightly to 97.0% in
1986 from 89.9% in 1985.

However, the loss ratio improved
to 64.8% in 1986 from 88.3% in
1985, while the expense ratio de-
clined to 32.2% from 1.696.

The rise in the expense ratio was
caused by United National's deci-
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sion to increase its net line, which
reduced ceding commissions paid
by reinsurers.

"We felt that the business was
becoming more profitable and we
wanted to keep more for ourselves,”

explains Raymond Freudberg.
Seth Freud-

berqootes that

< indication that

we are using our

unused capacity

T to &a greater e>xx-—

tent. We really

a. were underuti-

-- lizing our capi-

Mr. R. Freudberg tal, so this is like

catching up.”

United National also is tapping

some of that capital to increase its

net retention level. Last year, the

insurer retained 30.6% of its gross

premium volume, compared with
21.7% in 1985.

The insurer's net written premi-

ums increased 102% to $54.5 million
in 1986 from $27.0 million in 1985.
For the first quarter of this year,
net written premiums :otaled $15.0
million, up 369% from $3.2 million
in the first quarter of 1986.

In another change from previous
years, United National no longer
cedes business to reinsurers with a
rating lower than A from A.M. Best
Co., with one exception for prop-
erty reinsurance from a professional
reinsurer with a B-plus rating,
which neither would identify.

INn addition, United National now
is using an outside consultant to
evaluate its reinsurers.

These policies were implemented
largely in response to Best's deci-
sion in 1984 to lower United Na-
tional's rating to a B-plus from an
A-plus because of its heavy reliance
on reinsurance. United National's
rating has since been raised to an A.

And, Raymond Freudberg pre-
dicts that United National's higher
retenticn levels, along with the com-

pany's continued profitability,
"should lead back to an A-plus rat-
ing” next year.

Raymond Freudberg describes
United National as a "main line”
surplus lines insurer. The company
is not interested in the more "off-

beat"” lines, he

ather, United 1

National concen- ar
trates on excess lll,liizllll

ex|

surance for res- ip2M 1
tauramts— FUJ
taverns, hotels,, / li
shopping cen- i,/IIIMIIIIM
ters, light manu- Mr. S. Freudberg
facturing facili-
ties and condominiums. The insurer
also writes some excess liability in-
surance for small contractors.
United National is "not particu-
larly interested in writing the clean-
est risks," says Seth Freudberg.
Raymond Freudberg adds that

"surplus lines companies should not
be bidding for and competing for
those risks” that can be covered in
the admitted market.

For excess property risks, the in-
surer retains a maximum of
$125,000 on each risk and can offer
limits up to $3 million backed by
treaty and facultative reinsurance.

The insurer writes primary liquor
law liability insurance with $50,000
limits in Pennsylvania, where it is
licensed. United National, which
may raise the limit to $100,000, re-
tains 100% of each liquor liability
risk, notes Seth Freudberg.

United National also writes ex-
cess hospital professional liability
insurance on an occurrence basis,
retaining $100,000 of each risk. The
company can put together up to $25
miillion in facultative reinsurance
for hospital risks, although it
usually writes per-risk limits only
up to $10 million.

The insurer also writes hospital

Continued on next page

THERE MAYBE ONEORTWO
WHO TAKE ON THE BIG RISK

But when it comes to providing large
commercial insurance and related services,

our Special Risks Division has a following

that's legion.

casualty, surplus lines, national and inter-
national accounts, and medium-to-large

property schedules. Plus risk management
services, both bundled and unbundled.

insurance: mechanisms for large national

We're a bold, innovative market f6r excess

Special Risks arranges programs for

both individual accounts and affinity groups.
There's insurance, of course. Or self-

and multinational companies with varied
exposures and complex operations. From cap-
tives to expert risk-ftnancing programs, your

risk is as special to us as it is to you.

There's another advantage to doing
business with our business.

One division for all these services enables
you to round out a risk from one source. So
you can beneftt from Royal's expertise in any
number of areas. And draw upon nearly 150
years experience that has been the founda-
tion of lasting relationships with some of the
world's largest corporations.
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primary general liability insurance with $1 million
limits, retaining $50,000 of each risk.

The insurer also writes excess hospital general lia-
bility coverage with limits of $4 million backed by fa-
cultative reinsurance.

Looking to the future, the insurer is trying to en-
courage development of purchasing groups.

For example, while United National rarely writes
professional liability and drug manufacturers liability
insurance, the company "would consider them in a
purchasing group,” provided "strong, appropriate re-
insurance" can be secured, notes Raymond Freudberg.

United National also is trying to expand its product
liability insurance business, according to Raymond
Freudberg.

United National's product liability program lagged
last year because the program was written on a
claims-made basis, he explains, while the buyers that
United National hoped to attract were able to find
occurrence-based product liability coverage.

Since February, though, United National has been
trying to renegotiate its product liability reinsurance
treaty on an occurrence basis.

United National's main treaty reinsurers are: Em-
ployers Reinsurance Corp. of Overland Park, Kan.,
and Constitution Reinsurance Corp. of New York. Its

facultative reinsurers include: General Reinsurance
Corp. of Stamford, Conn.; Buffalo Reinsurance Co. of
Woodland Hills, Calif.; and Skandia America Reinsur-
ance Corp., American Re-Insurance Co. and Munich
American Reinsurance Co., all of New York.

The wholesalers that produce the most business for
United National are: Doran Excess Underwriters Inc.
in Mechanicsburg, Pa.; Myron F. Steves & Co. in
Houston; Professional Managers Inc. in Atlanta; Sun-
derland Insurance Services in Walnut Creek, Calif.;
Transco Insurance Services, in Solvang, Calif.; and
The IPC Group in Philadelphia.

United National is licensed in Pennsylvania and
writes as a non-admitted insurer in 42 states and
Washington, D.C.

The insurer has two subsidiaries: Diamond State In-
surance Co. and Hallmark Insurance Co. Inc. Dia-
mond State is licensed in Mississippi and Delaware
and operates as an approved, non-admitted insurer
in Pennsylvania and Texas. Hallmark is licensed in
Illinois, Indiana and Wisconsin and operates as an
approved, non-admitted insurer in Oklahoma.

Principal officers, besides Raymond and Seth Freud-_
berg, are Kevin L. Tate, vp/controller; Gerald J. Dur-
Kin, vp-claims; Patricia Rodman, acting vp-under-
writing; and Gilbert A. Wilder, treasurer.

-By Deborah Shalowitz

DIVISIONS OUT THERE
BETTER THAN WE DO.

Special Risks has offices in New York and
Chicago, expanding soon to Los Angeles,
Dallas and Charlotte.

Royal Insurance is rated A+ by Best's and
AAA by Standard & Poor's.

We think you'll rate us highly, too.

After. of course, you give us our marching
orders.

k*** 1
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California Union

Insurance Co.

3700 Wilshire Blvd., Suite 900, Los
Angeles, Calif. 90010; 213-480-4700

1986 1985
Gross premiums. $301,501,432  $300,791,428

Non-admitted. $154,186,409 $192,104,785
Net premiums..... $52,307,484 $44,744,293
Paid-in capital... $1,800,000 $1,800,000
Capital & surplus. $17,691,886 $13,981,862

Employees...,,.. o2 87
Combined ratio..... 105.8% 143.8%
Commercial risks.. 95% 9596
Net income.. $4.490.750 -$7,720,203
Best's ratimg A ~

California Union Insurance Co.
is determined to avoid low-balling
rates in this year's softening com-
mercial insurance market, even if
it means stalling the insurer's
growth.

The CIGNA Corp. unit's execu-
tives, who in the past have charac-
terized their ultimate business ob-

Roya| | Insurance

9300 Arrowpoint Boulevard

V- Charlotte, NC 28217

jective as achieving a pur€

underwriting profit, say changes in

the market won't change that goal.
"If we can't get our price, we're

not writing it," says Vp and Secre-

tary Nicolas Yuschenkoff. "As the

market softens,

we're not going

to grow. We A.ilb-

know that. But 1F

we're not out to E*,-£1
row. -

9 1/ fFri

-We are con- J,24* _, 07
SCiOUsly not YI.*'u
writing under-

priced business,, vw

and we won't, .

echoes Vp Mi- Mr. Yuschenkoff
chael P. Fujii.

"The emphasis is not gross produc-
tion-the emphasis is underwritinE
profitability."”

To maintain its market share
without slashing prices, the eighth-
largest surplus lines insurer in the
Business Insurance rankings plans
to emphasize the strict underwriting
philosophy it implemented during
the hardening market of 1985-'86
and to develop expertise in various
specialty lines of insurance.

While it has not yet selected the
areas into which it will expand, Cal
Union last month invited wholesal-
ers interested in pitching their par-
ticular expertise to a meeting to be
held in conjunction with the up-
coming national convention of the
National Assn. of Professional Sur-

plus Lines Of-
fices in New Or-
leans.

This strategy
marks a return to
past business
practices for Cal
Union, which left

specialty prod-

ucts:like recall

Mr. Fuijii food canners and

general liability

insurance for burglar alarm in-

stallers-during the hard market of
early 1985.

As the market continued to
harden, Cal Union gambled on the
future of claims-made policy forms
and lost. It introduced claims-made
general liability policies on an ex-
elusive basis in January 1986 and, in
the first five months of last year,
watched some 80% of its policyhold-
ers switch insur-
ers at renewals liFIE
because of it.

These defec-

tions are one . .

reason Cal Union

ropped K<

has d
from the N

spot it held in
Bl's rankings
in
Mr. Woods

last year.

Of those poli-
cyholders that
stopped buying coverage from Cal
Union, "a very low percentage" re-
turned when the company intro-
duced a more liberal claims-made
policy and a new occurrence form,
says President Kenneth W. Woods.

"We wrote some new business we
wouldn't otherwise have written,
but a lot of the accounts who left
when we went claims-made stayed
with the people they went with (at
renewals)."

On a statutory basis, in which its
results are consolidated with those
of other CIGNA units, Cal Union
reported 1986 gross premiums writ-
ten on a direct, non-admitted basis
of $154.2 million, down 19.7% from
$192.1 million in 1985.

When reporting independently of
other CIGNA units, however, the
picture changes. Cal Union wrote
$256.7 million in premiums in 1986,
a scant 1% dip from the $259 million
written in 1985, executives say. Stiff
premium increases in the early part
of last year helped the insurer hold
to that level of business despite its
client losses.

Of the $301.5 million in gross pre-
mium volume it reported to state in-
surance departments, 48% was writ-

Continued on next page
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Continued from previous page
ten on a direct, non-admitted
basis.

The insurer writes on an admit-
ted basis in California, home t6
about 15% of its premium volume
independent of other CIGNA units.
Cal Union is an approved, non-ad-
mitted insurer in the District of
Columbia and all other states ex-
cept New Hampshire, where it does
not conduct business.

With the other companies in
CIGNA's internal pooling arrange-
ment, Cal Union enjoys an A rating
from the A.M. Best Co., the same as
last year.

The bulk of Cal Union's business
is written for the heavy manufac-

turing, utility, construction, rail-
road and wholesale/retail trade in-

dustries.

Cal Union does not write profes-
sional liability coverages, includ-
ing medical malpractice and direc-
tors and officers liability

insurance.
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It also does not write environ-
mental impairment liability, taxi
cab liability or pharmaceutical lia-
bility, and writes little municipal
liability coverage.

About 80% of the policies Gal
Union issued in 1986 were on
claims-made forms. By contrast,
only 25% to 30% of the policies it
issues this year will be claims-
made policies.

Today, Cal Union issues three
types of policies: its strict claims-
made policy form; a less-restrictive
claims-made form that resembles
the form developed by the Insur-
ance Services Office; and an occur-
renee-based policy form.

The insurer currently has $ 10
million in heavy property capacity
and $7.5 million in liability capac-
ity, compared with the $8.5 million
that it could mount for each type of
coverage last year. It maintains its
$1.5 million capacity for general-
property risks.

Cal Union has increased its own

retention by about 10%, and now
keeps 12% of its casualty business
and 15% of its property business.

Its lead treaty reinsurers are the
reinsurance division of Allstate In-
surance Co. in Northbrook, Ill_;
American Reinsurance Co. in New
York; Buffalo Reinsurance Co. in
Woodland Hills, Calif.; Munich Re-
insurance Co. in New York; NVWNL
Reinsurance Co. in Minneapolis;
NAC Re Corp. of New York; North
American Reinsurance Corp. in
New York; and St. Paul Fire & Ma-
rine Insurance Co. in St. Paul,
Minn.

Cal Union has about 2,200 poli-
cies in force, about 75% casualty
policies and about 25% property
policies.

At year-end 1987, Mr. Yuschen-
koff expects the average policy to
generate a premium of $60,000.
That compares with policy pre-
mium averages of $65,000 at year-
end 1986 and $56,000 at year-end

1985.

Each month the insurer receives
250 to 300 casualty submissions
and 175 to 250 property submis-
sions, eventually writing 25% to
35% of them.

In deciding which risks to un-
derwrite, the insurer is adhering to
its strict underwriting guidelines:
following its price adequacy stan-
dards; monitoring per-policy price
decreases; monitoring accounts it
loses; and tracking the insurers
that pick up the business.

The company is consolidating its
underwriting practices into
CIGNA Excess & Surplus Insur-
ance Services, a network of three
underwriting offices in Chicago,
Los Angeles and Lawrenceville,
N.J., coordinated by Mr. Fujii.

Cal Union reported a 105.8%
combined statutory ratio in 1986 as
part of the CIGNA pool, a consid-
erable improvement from the
143.8% combined statutory ratio
reported in 1985.

However, when business as-

GroupFacts-The Group Life and Health Administration System

Whenourcustomersawthe figures,
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When a GroupFacts customer
got a report that showed a new
product was losing money, their
first reaction was to question the
figures. Closer scrutiny soon re-
vealed that GroupFacts was right.
The big difference between ex-
perience costs and premium m-
come was unexpected. But thanks
to GroupFacts, the news came in
time to remedy the situation.

It takes complex analyses to
monitor the profitability of a new
product. But they can mean the

difference between success and

failure in the business of group
life and health insurance. And

time is of the essence. Only an
online system as comprehensive
as GroupFacts, from Erisco, can
weigh timely, accurate and mean-
ingful infonnation from many
areas. And then provide vital
reports, just days after themonth's
figures come in. So you can exam-
ine your block of business and
take action to retain your com-
petitive position.

Only GroupFacts addresses
all the basic functions. It calculates
premiums and commissions.
Handles billing and remittances.
Takes care of reinsurance and pro-
vi(les canier reporting. And it fully

supports Administration, Mar-
keting, Actuarial, Underwriting
and Accounting.

GroupFacts was designed to
grow along with your business.
Easily. So that even its extensive
system tables can be modified
online, without reprogramming.
And this new, advanced system is
backed by Erisco's years of main-
frame experience in group
administration.

If you are an insurance
carrier or TPA, we'd like to show
you how GroupFacts can help you
to anticipate and respond to op-
portunities in your fast-changing,

complex and highly competitive
business. Just like we do regularly
for this once skeptical customer.
To learn more about Group-
Facts or other Erisco mainframe
benefits software, call or write the
Sales Department at Erisco,
1700 Broadway, NY, NY 10019,
(212) 765-8500.

GROUPFACTS

Erisco-The ben4its of information

Ensco
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sumed through the pooling agree-
ment is excluded, the insurer's
combined ratio was only 90%-a
steady improvement from the
96.6% reported in 1985 and 128.0%
in 1984.

That respectable figure includes
heavy reserves for incurred-but-
not-reported casualty losses, like a
$20 million gross reserve for a
train derailment in Miamisburg,
Ohio, last summer.

The insurer had an amazingly
loss-free year on its property book,
with no major claims, Cal Union
executives say.

Because the greatest competition
has taken place in the property in-
surance market, which began soft-
ening in April 1986 for large ac-
counts, Cal Union has seen that
business shrink from 40% of its
book to about 25%, Mr. Fujii says.
VWhereas the insurer wrote about
$ 110 million in gross property pre-
miums last year, it may only write
$50 million in all of 1987, Mr. Yus-
chenkoff notes.

If it wants to write a casualty
risk, the insurer often is forced to
take upper excess layers--such as
excess of $15 million-because
competition is becoming stronger
for lower, higher-priced layers.

The competition the insurer is
now experiencing isn't necessarily
from other surplus lines markets.
As the market has softened, admit-
ted insurers have taken more of the
conventional business that had
been driven to the non-admitted
market by lack of capacity.

"Wholesale brokers are telling us
that the reason they're not sending
us business is that they're not get-
ting it-that the stock companies
are writing it before they can get
it," says Mr. Yuschenkoff. -There's
a very strong push by most of the

super-stocks to capture market
share.”

Cal Union works with about 75
producers, all NAPSLO members,
that collectively have about 150
branch offices nationwide.

The wholesalers from which it
received the most business during
the first half of this year, in order
of volume, are: Montgomery &
Collins in Los Angeles, Cal Union's
exclusive broker for California
business and the second-largest
surplus lines broker ranked by
Business Insurance; Railroad In-
surance Brokers Inc., also a
CIGNA unit; Stewart Smith Hold-
ings Inc.; Insurance Brokers Ser-
vice Inc. in Chicago; and Eastern
Risk Managers Ltd. in New York.

To better serve these producers
as well as its own underwriters, the
insurer has invested some $3 mil-
lion in ESTEAM (which stands for
E&S Team), a three-tier automated
system designed to improve the
company's operations.

One segment of the system cap-
tures and stores pricing informa-
tion, which it presents to un-
derwriters by class and coverage
layer, among other criteria. A sec-
ond function, developed to improve
cash flow, sends out premium
statements as soon as policies are
bound. The system has on-line
billing and cash receipt capabili-
ties.

The third level, in implementa-
tion now, is a reporting feature
that will permit Cal Union un-
derwriters to access the under-
writing system without any previ-
ous computer programming
experience.

Coordinated by Mr. Fujii,
ESTEAM is a stand-alone system,
but it can tie into CIGNA's data
centers in Denver and VVorhees,
N.J. Cal Union underwriters,
claims processors and accounting
personnel all were represented on
an internal commiittee that de-
signed the system's functions.

INn addition to Mssrs. Yuschen-
koff, Woods and Fujii, other Cal
Union officers include John P.
Rugee, vp-casualty, and Robert S.
Cernok, vp-property.

-By Steve Taravetta



International Surplus Lines

Insurance Co.

200 S. Wacker Drive, Chicago, ill.,
60606; 312-993-6300

1986 1985
Gross premiums.... $156,755,754 $155,084,489
Non-admitted. $148,545,037  $144,155,000
Nel premiums.... $0O $31,112,729

Paid-in capital. $1,500,000 $1,500,000
Capital & surplus.. $15,411,792 $5,750,975
Employees. 325 261

Combined ratio. None
100%
$12,005,982

Best's rating.... .... A

200%

100%
-$32,443,324
A-contingent

Commercial risks..

Net income

Chicago-based International
Surplus Lines Insurance Co. fell to
ninth place from fifth place among
the 10 largest surplus lines un-
derwriters in 1986, but its bottom
line improved considerably to a
$12 million profit compared with
a $32.4 million loss in 1985.

However, because ISLIC cedes
all its premiums and losses to a
pool operated by Crum & Forster
Inc., its parent company, the sur-
plus lines insurer reports no under-
writing gain or loss on its specialty
property/liability products.

ISLIC's profits were produced by
$8.7 million in capital gains, $1.7
million in investment income and
$1.6 million in commissions.

An unrealized capital loss of $2.6
million and other adjustments re-
duced the addition to surplus to
$9.7 million. But, that nearly tri-
pled policyholder surplus to $15.4
million in 1986 from $5.8 million in
1985. right?

ISLIC entered into a 100% port-
folio indemnity agreement in 1985
with International Insurance Co., a
Chicago-based Crum & Forster
unit, under which it ceded all its
loss reserves to International.

The pooling, which continues on
all business ISLIC writes, goes be-
yond International Insurance to a
pool with four other Crum & For-
ster units. All their direct under-
writing is combined and then
shared proportionally.

While there are no publicly
available reports on the results off
ISLIC's business, which is under-
written by Crum & Forster Manag-
ers Corp. of lllinois (see story, page
64), Senior Vp and Chief Finan-
cial Officer Dennis C. Gibbs said
the 1986 results were generally
better than in 1985.

ISLIC -about broke even on an
accident-year basis," said Presi-
dent David N. Thompson. Mr.
Gibbs said it appears that on an
accident-year basis, ISLIC is pro-
ducing an underwriting profit this
vear.

ISLIC's marginal growth in pre-
mium volume-to $156.8 million in
gross premiums in 1986 compared
with $144.2 million in 1985-re-
flects its reduced capacity in 1986
compared with 1985 as well as
stricter underwriting guidelines.

Capacity in 1986 dropped to $1
million from $3 million for ca-
sualty insurance and to $3 million
from $5 million for professional li-
ability and directors and officers
liability insurance.

Higher rates in 1986 allowed

ISLIC to maintain its volume in
1986.

This year, ISLIC's capacity is
back up to $5 million for profes-
sional liability and D&O liability
insurance and $2.5 million for
other specialty casualty lines.

Property capacity is the same as
in the last several years: $2.5 mil-
lion, which is all ISLIC wants.

The increased liability capacity
is available because ISLIC is re-
taining more risk and it has more
reinsurance support.

ISLIC's net retention has on av-
erage doubled from a year ago, in-
cluding participation with rein-
surers in upper layers of policies,
said Roger A. Quigley, recently ap-
pointed senior vp and chief under-
writing officer.

For some products, ISLIC's re-

tention exceeds $1 million, such as
for a $5 million D&O policy.

In addition to D&O and profes-
sional liability insurance, ISLIC's
specialty liability products include
umbrella, layered excess and
buffer policies, as well as excess
insurance written above a self-in-
sured retention.

Of its $156.8 million in gross pre-
miums written, $120.7 million are
categorized as "other liability," in
ISLIC's annual statement. The
next largest line is fire, with $13.7
million, followed by commercial
multiperil, with $10.9 million.

ISLIC is licensed in lllinois,
where it wrote $8.2 million in pre-
miums on an admitted basis. The
company wrote on a surplus lines
basis in all 6ther states. Premiums
written on a non-admitted basis
totaled $148.5 million.

The employees and officers of
ISLIC are the same as those of
CFMC (lll.).

-By Kathryn J. Mcintyre

Evanston Insurance Co.

Shand Morahan Plaza, Evanston, 111.
60201; 312-866-2800

1986 1985
Gross premiums.... $207,211,820 $185,640,782
Non-admitted. $134,466,052  $129,926,656

Net premiums...... $137,871,367 $62,356,998
Paid-in capital. $24,753,687 $41,256,145
Capital & surplus. $67,059,591 $68,812,756
Employvees....... o ]
Combined ratio. 111.4% 143.0%
Commercial risks.. 100% 100%
Net income.... $409,077 -$8,377,180
Best's rating. B B+

After posting a statutory net loss
in 1985, Evanston Insurance Co.
has bounced back, significantly re-
ducing its combined ratio and
achieving a net profit in 1986.

However, gross premiums writ-
ten on a direct, non-admitted basis
only increased 3.5% at the Evan-
ston, lll.-based insurer, dropping it
to the 10th place from in the Busi-
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ness Insurance rankings of surplus
lines insurers from 10th place last
vear.

Evanston, which specializes in
professional and product liability
insurance, wrote $134.5 million in
gross premiums on a direct, non-
admitted basis in 1986, up from
$129.9 million in 1985. Gross pre-
miums rose to $207.2 miillion in
1986, up 11.6% from $185.6 miillion
in 1985.

The increase in premium volume
last year stemmed primarily from
significant rate increases on re-
newals, explains Joseph J. Pro-
chaska Jr., chairman and chief ex-
ecutive officer of Shand, Morahan
& Co. Inc., an Alexander & Alex-
ander Services Inc. subsidiary that
manages Evanston.

"It's fair to say the increase in
premium volume came as a result
of increased rates, not as a result of
increased exposures and policy
counts," he says. The number of
policies written by Evanston and

the average limit of those policies
were down in 1986, he adds.

Although it did not achieve an
underwriting profit in 1986, Evan-
ston's combined ratio plunged to
111.4% from 143.0% in 1985. And,
Evanston's combined ratio would
have been even lower had it not
been for continued loss deteriora-
tion in business written in past
years, especially lawyers profes-
sional liability business.

"Except for lawyers professional
liability, 1986 was a very good
year,"” Mr. Prochaska says. Evan-
ston is no longer writing many of
the accounts that triggered the loss
deterioration.

"We're not anticipating any sig-
nificant deterioration of prior year
reserves,"” Mr. Prochaska adds.
"We feel comfortable with the
pricing of the current-year busi-
ness, so from that standpoint that
should significantly assist in prof-
itability."

Continued on next page

SPEAAING OF

NORTHIAND

VWhat do we have

that these agents want?

"Service. Northland is

always willing to answer
my questions, discuss my
options. | appreciate their
sound judgment and
underwriting ability.
They're responsive to my
needs, and | think that's
very important.”

-Wes DuesenbergJr.,
Southern Insurance

Underwriters

14

"Northland writes very
carefully. They're not a
company that appears on
the scene, making all types
of promises, then retracting
[hem when times get
rough. That's the kind of
consistency 1 want from a
specialty lines writer." secure.”
-Ron Wartick,
Jobn H. Crowtber, inc.

Northland

® Insurance Companies
St. Paul, MN

know Northland will

"1'm comfortable doing

business with Northland. 1

don't worry about the
markets | need because |

always be there. Their
strong financial ratings

make me even more

-Jobn Graham,

Graham-Rogers, hic
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Continued from previous page officers liability business Evanston cedes reinsurance to Whi_e Evanston's underwriting

Evanston offers limits of $3 mil- between 30 and 40 reinstrers

"l don't think we expect to see
Evanston is writing lawyers pro- results have improved, the insurer any significant changes at Evan-
fessional liability insurance on a lion per risk, though it can write Evanston recently introduced a must cope with a new source of un- ston in premiLm-writing levels for
much more restrictive basis, and up to $5 million in coverage for new directors and officers liabil- certainty In January, Alexander & 1987," he says "We hope to see
policies written in 1986 and this many lines Limits above $5 mil- 1ty coverage for non-profit groups, Alexander announced 11 is consid- some further improvement in the
year should be profitable or at lion are available through faculta- but the insurer has been 'very slow ering selling Shand, Morahan, 20mbined ratio and some addi-
least break even, said Shand Presi- tive reinsurance on a limited basis, and cautious" in entering this which IS the majority stockholder tlonal improkement in bottom-line
dent E L "Mac” Calhoun depending on the risk market, said Mr Prochaska in Evanston Services Inc , Evan- orofitability "
Mr Prochaska predicts these The new coverage, written on a ston Insurance Co 's parent
combined ratio and a 50 4% In- limits will remain fairly stable be- claims-made basis, will offer However, Mr Proch:ska main- inly in lllinois It is no longer an
crease in investment income to cause reinsurers are not yet offer- $500,100 and $1 million annual ag- tains that A&A's announcement admitted insurer in the D_strict of
$18 7 million from $12 4 million in ing more capacity for professional gregate limits A minimum annual will not affect Evanston's business Columbia, reflecting a move to
1985 translated into statutory net liability insurance prem_um of $3,500 has been estab- We don't believe it has any sig- have such business written b 1 In-

The reduction in Evanston’'s Evanston is an admitted insurer

income of $409,077 in 1986, com-

$8 4 million in 1985

"Not yet in our lines," Mr Pro- lished, and minimum deductibles nificant impact,” he said "It's surance Co of Evanston, also a
pared with a statutory net loss of chaska said "We still see reinsur- range from $750 for each claim/ really business as usual for us "
ance capac:ty as somewhat skit- each director or officer to $1,500

subsidiary of Evanston Services

He also declined to make any Evanston reports no employees,

Despite this performance, A M tish,"” but he notes reinsurers are each claim/all directors and offi- specific predictions atout Evan- as Shand Morahan's staff handles
Best Co lowered Evanston's rating expressing more interest in writing cers to $2,500 each claim/organiza- ston s future premium volume or Evanston's operations

to B from B-plus

"We're disappointed, but so far
the support from brokers that we
do business with has been very fa-
vorable," Mr Prochaska said, ad-
ding that Best's ratings have been
much more conservative during the
past several years

Evanston's net written premium
volume rose substantially in 1986
to $137 9 million from $62 3 mil-
lion in 1985, an increase of 121 1%

Evanston increased its net line
in 1985, especially in primary
Layers, due to a combination of re-
msurance capacity restrictions and
a strategy to increase retentions
over time, Mr Prochaska ex-
plained

It currently retains about $1 mil-
lion per risk, the same a'- a year
ago, and up from about $700,000 to
$750,000 in 1985

Evanston began raising prices
and increasing reserves in late
1982 and 1983, when the deteriora-
hon in its book of business became
apparent, and has continued to
raise prices and shore up reserves
ever since However, rate increases
slowed considerably during 1986,
Evanston officials point out

Rate hikes were considerably
smaller during the last three
months of 1986 compared with the
beginning of the year, primarily
because renewals earlier in the
year did not receive significant
rate increases in 1985, explained
Mr Calhoun

During 1986, Evanston's rate in-
creases averaged about 90% over-
all, but varied considerably de-
pending on the line of business

For architects and engineers
professional liability insurance, for
example, rate increases on renew-
als average 4596 in 1986 However,
accounts renewing in January

averaged 150% rate increases,
while rates for accounts that ren-

ewed at the end of the year were ,1, "*>-9RI

increased 9n|y 10% to 15%

.RalsIncieases aygnage
Htf 'mel2ilcscco 5pf
Joforh

e€rages, mor

pi pro?essmna I lia

insurance, 50% for product liabil-
tty insurance, 80% for agents and
brokers errors and omissions in-
surance, and 140% for insurer pro-
fessional liability coverage

During the first six months of
1987, Evanston raised rates an av-
erage of 20% to 30%, but again the

professional liability risks

dmore F, 32Ry. J.f -4 -k - 4211 A MY g antum |, 7
?z)lP .(.-_._ F:" :_qi( 1 19 /grkzlé/v GRIL npropﬁ% and cas@ﬁéﬁ;@ﬁw@

tion reimbursement profitability -B.,4 Stephen Tarnoff
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INTRODUCING AN EFFECTIVE, EFFICIENT INSURANCE
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IN THE BEGINNING. - .- ‘-n'»-, _,

When th6 property and casualty insurance business
began, around 2000 BC, the work wasn't easy There
was all that merchandise on the caravan to keep track of
Recording information was an impossible task Find-

Ing qualified stone cutters was bad enough without
thinking about the information storage problem Com-
munication) Forget it Even Job could've lost patience
waiting for a reply from Babylonia = C=>

M"™/a,j

71)e P& C msurance bumness orca 2000 BC Send *
out the caravan and cross yourjingers

MUCH LATER.

3,870 years later, things weren't much better Paper was a definite improvement
over stone slabs, and the Pony Express was faster than the caravan But, after ill,
pomes can only hold so much paper lypists were easier to find than stone cut-
tel's, too but a page of paper car only hold so many words And m ir.surance,
there almays have been a lot of words There just wasn't any mformation lick, 1 -'
although with enough typewriters

Retymg on !be Pony E*ress for your mformaten link was sometbing less tban reassunng

| ’ CfZZ'>%25 THE TYPEWRITER

1 8t|if'

Insurance

'30 405 es or- LIFE Pictlire Sen,IcE LIFE htagaz ne ¢Time. inc

. age problem didn't just continue it got worse All
< 49 -2 5 6 Z 2 O '_' 1 that paper from all those typewnters had to go.
= - St r# son*place )
- =0 ...C/\ 5-.6-44 And at.hough faithful mailmen trudged
R f<51 '7/7 = 1 - > 'through rain, snow, sleet and daik of night,
- = = ple were Stjll waiting for Infonatj
L= 7= - 746 -1 --S, Would here evelp%e some hng Sink B As

A 97=. ==, 1IV31» i\ 0 5041 and iinsurance companies?

size of the increase varies with the 2-) -A-7 ,* JI

line of business Rates for archi-

tects and engineers professional li-
ability insurance, for example,
have increased only about 10% on
renewal, while rates for miscella-
Nneous errors and omissions cover-
ages have risen 30% to 40%

In addition, rates have been in-
creased about 20% for the first six
months of 1987 for medical mal-
practice coverage for non-physic-

ians and surgeons
Evanston also has raised deduct-

ibles and Included defense costs
within policy limits in all lines

Mr Prochaska says Evanston has
lost some business during the first
six months of 1987 because of in-
creased competition and the in-
surer's unwillingness to reduce
prices below an acceptable level
For instance, the company has lost
insurance company directors and

U re °

=1
JdJr —>J 1 ..

in tbe '408, reams and Teams became rooms and rooms

A HERO ON THE HORIZON.

By 1950, it appeared, somewhat bnefly, that help had amved at
last The computer It coild store all the information Of course
hiring a Ph D was expenswe, but he was the only one who could /
communicate with that giant mass of metal Even with all that hard-
ware, the communication lag continued The computer couldn't talk .
to you and It(In't feel much like talking to anyone else either Except the
Ph D And although one huge Fiece of machine had replaced 50 typewnters,
there was stlfl all that information that had to go on all that paper

Attempts at meaningful conversation untb tbe jirst metal

heroes were somewhat less tban wanning «'n}AS blap.
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Directory of surplus lines insurers

Adriatic Insurance Co.

3420 Severn Ave., Suite 300,
Metairie, La. 70002; 504-455-7235

1986 1985

Gross premiums.... $11,526,392 $5,021,169

Non-admitted.. $10.517,117 $3,481,879
Net premiums........ $10,141,125 $4,176,701
Paid-in capital...... $646,875 $646,875
Capital & surplus.. $2,513,958 $1,823,151
Employees. 9 8
Combined ratio. 95.0% 96.0%
Commercial risks.. 62.9% 66.5%
Net income............ $190,341 $73,728
Best'srating........... Not assigned Not assigned

Year founded: 1979.

Specialties: Commercial auto

physical damage.

Allianz Underwriters Year founded: 1978.

Insurance Co.

6435 Wilshire Blvd., Los Angeles,
Calif. 90048; 213-658-5000

Parent company: Allian=z of

Approved non-admitted in: Ala- America Inc.
b , Calif ia, District of Col . . . . .
ama attornia fstrict © oum Specialties: Property lines includ-

bia, Florida, lllinois, Indiana, Kan- R B . L
ing difference in conditions.

sas, Louisiana, Maryland, New York,

. 1986 1985
Oklahoma, Texas and Virginia.

Approved non-admitted in: Dis-
$64,139,847 $49,872,468

Gross premiums.... trict of Columbia and all states ex-

B - 5 Non-admitted..  $34,318,134 $22,041,942
Ad-rnlt.ted. in: Arizona, Delawa-re, Net premiums... $7.101.657 $2.984.007 cept California, Missouri and New
Mississippi, Nevada, New Mexico Paid-in capital...... $2,000,000 $2.000,000 York.
and Oregon. Capital & surplus.  $18,017,166 $9,485,970 Admitted in: California, Missouri
Principal omeers: Anthony i‘:::z.y::jrano 776,4‘:’2 195,45;, and New York.
Ciervo Jr., president; Joseph Edmond  commercial risks.. 53.4% 44.796 Principal officers: Herbert F.
Taylor, secretary; Kenneth Albert Net income...... 47,587,990 -$150,210 Hansmeyer, president/chairman;

Jurgensen, vp. Best's rating.... - Not assigned  Not assigned Trevor E. Care, senior vp-property;

4000 Years.

INFORMATION MANAGEMENT SYSTEM: DATA LINK.

THE SHRINKING HERO.

By the 1960's, size was conquered and the Ph.D. was gone. As long as you could speak the computer's
language, you could get information in. But getting it out wasn't so easy It had to be in there somewhere,
but where? And what if you wanted just one number that was on page 5? Or information in different
combinatons? No deal. It was all or nothing. Everybody got the same system, too, with all the same
features. There wasn't any customizing, even though everybody's business wasn't the same.

11)e macbine was smaller, but be still wasnY

veg friendly.

FINALIY.

76(lay, Data Link Insurance Information

Management System solves your problems.

Of course Data Link makes recording infor-
mation eaq But more importantly, we let

you retrieve the specific information you're
looking for, in the combination you want,

just when you need it. With features like
customized Rating, Policy Issuance, Policy
Management, Accounting and Claims Admir f

istration, Data Link fits your needs. Individ-
ually. Completely: With nothing left out. b

Our unique combination links you with 2
the very best:

The ULTIMATE PICK operating system
for a powerful retrieval language with
natural, English-like command
syntax.

IBM 9370,4300 and 30xx as
well as Honeywell DPS6 and
DEC VAX computers for ex-
ceptional quality and reliability

Data Solutions revolutionary
software for the most compre-
hensive insurance informa-
tion management system
around for companies and MGAs.

Data Link programming is so easy you'll be
able to use a computer without becoming
bi-lingual.

No more man-eating machines.

No more Ph.D. operators.

No more paper pile-ups.

No more gaps in the communication

chain.

The Data Link Insurance Information
Management System. It may have taken
4,000 years, but irs finally here. It's the
missing link in your information
management.

71* IBM computers areapart oflbemicro

to mini to mainframe Data Link.

Insure-Link Corporation
2666 Riva Road

Annapolis, Maryland 21401

We'd give you a coupon to complete, but if

anypne Widerstands apJpsirance.oa8 e

we're anxious to tell insurance companies
more about Data Link. So don't cut out

this coupon. Call us collect instead, and
ask for our free brochure that fully
explains Data Link.

Call collect 301-266-3060

John W. Keefe, senior vp-claims;
Paul D. Kaduk, senior vp/secretary/
treasurer; Wolfgang Schlink, vp-Ger-

man-linked business.

Columbia Casualty Co.

55 E. Jackson Blvd., Chicago, 111.
60604; 312-822-6826

1986 1985
Gross premiums.... $224,961,712 $157,935,834
Non-admitted.. $101,887,701 $76,896,733

Net premiums.... $98,838,093 $64,174,669
Paid-in capital. $2.000,000 $2,000,000
Capital & surplus.. $48,729,230 $39,455,685
Employees......... 30 30
Combined ratio. 113.5% 122.8%
Commercial risks. 81% 82%
Net income.... $9,126,804 $5,004,442
Best's rating.. A+ A

Year founded: 1974.

Parent company: Continental Ca-
sualty Co.

Approved non-admitted in: Dis-
trict of Columbia and all states ex-

cept lllinois, Louisiana and Maine.

Admitted in: Illlinois.

Principal officers: Edward J.
Noha, chairman; Noel W. Prather,
president; Dennis H. Chookaszian,
William D. Courtney and Thomas R.
Igleski, vps.

Continued on nezt page

How to use

directory

The insurers listed in this
directory, which specialize in
surplus lines insurance, com-
pleted questionnaires to be
listed in this Business Insur-
ance special report on the sur-
plus lines business.

There is no charge to be in-
cluded in the directory; how-
ever, to be listed more than
50% of a company's gross pre-
miums Mmust be written on a
Nnon-admitted basis and re-
lated to commercial risks.

Financial infornnation is

taken from the companies' an-
Nnual statements as filed with
state insurance departments.

Gross premium volume is
the combination of direct
business and reinsurance as-
sumed by a company. The next
entry reflects gross premiums
written on a direct, non-ad-
mitted basis-the definition of
surplus lines.

Net written premium vol-
ume is calculated by subtract-
ing reinsurance ceded from
gross premium volume.

Paid-in capithl is the total
of the value of both common
capital stock and preferred
capital stock of the company;
the next entry reflects surplus
as regards policyholders.

The statutory combined
ratio is arrived at by adding
the company's ratio of losses
and loss expenses incurred to
premiums earned with the
ratio of underwriting expenses
to net premiums written.

Statutory net income is after
dividends to policyholders and
federal income tax.

The Best's rating listed
under each year is the rating
given by A.M. Best Co. follow-
ing the close of each year.

Each listing also includes
the year the insurer was
founded, its parent company
(if any), commercial risks the
company specializes in insur-
ing and names of subsidiaries.

States in which the company
is an approved, non-admitted
insurer; and those in which it
is an admitted insurer follow.

Names and titles of princi-
pal officers complete the list-
ings.
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c@ie Mystery
oftlle
Missingfuel

Both engines quit. The plane
crash-landed, and the pilot was
severely injured. The cause:
fuel exhaustion.

But this was mysterious, because
the plane had been refueled only
an hour earlier. And the fuel caps
were found in place on the tank.

Countrywide discovered the
fuel caps did not belong to the
plane, and had been placed on the
wreckage after the crash. The real
caps were found on the originating

runway. Litigation against the
alrframe manufacturer-our client

-was dismissed.

Investigations are only the

beginning of our services to major
self-insured manufacturers. We

also recommend defense attorneys
and expert withnesses to assist
counsel and support your case.
Computerized claim statistical data
is also provided.

Unlike some insurance
investigators, we're not settlement
oriented. Our concern is to help you
defend the integrity of your product.

Please write down

our phone number.

We'll follow- up every -
clue to solve your most
perplexing mysteries.

Country.wide
Services

Corporation

Specializing in product
liability claims management.

11933 Westline Drive, St. Louis, MO 63141, 314/878-3306
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Continued from prevtous page

Constitution State
Insurance Co.

1 Financial Plaza, Hartford, Conn
06103, 203-277-2778

1986 1985

130 1

Paid-in car,ital

$1,500,000 $1,250,000 public vehicles, general liability, ex-

Capital & surplus $5,743.915 $3,258,759 cess liability

Employees 18 15
Combined ratio 79 7% 265%

100% 100%
$2,084,742 $330,044
Not assigned Not assigned

Commercial nsks
Net income

Best's rating

Year founded: 1980

Gross premiums $93.210,805 $109,361,425 Parent company: Mal-kel Corp
Approved non-admitted in: All Island

Non-admitted $71,108,266 $95,900,517
$40,713,697 $28,44-,449
$2,250,0(to $2,250,000

mployees 62
ratio 106.4%
Commercial risks 95%

$2,423,785 -$568,722

Best's rating A-contingent A-contingent

Year founded: 1979

Parent company: Travelers In-
demnity Co

Specialties: Primary property/ca-
sualty, errors and omissions, restau-
rants, dwellings, directors and offi-
cers liability

states except Alaska, California,

Subsidiaries: Redwood Fire & Ca-

sualty Insurance Co, Pasadena,
Ccalif

Approved non-admitted in. Dis-
trict of Columbia and all states ex-

cept Hawaii, Massachusetts, Ne-
braska, New Jersey and Rhode

Admitted in- Nebraska, New Jer-

Connecticut, Delaware, Maine, Mas- sey

sachusetts, Minnesota, New Hamp-

Admitted in: Delaware

Principal officers: Roland D

129 7% shire, New Jersey New York Penn- Miller, president, William D Lyons
98% sylvania and Rhode Island

and Gary W White, vps, Betty J Pe-
terson, secretary, Robert D O'Con-

Principal officers: Anthony F nell, vp/treasurer

Markel, president, Steven A Markel,
vp/treasurer, Raymond A Johnson,
vp/secretary, Jacquelyn Sweeney Ash
and Albert Ardman, vps

Approved non-admitted in: Dis- Mt. Hawley Insurance Co.
tnct of Columbia an(la.1 states ex- 9025N Lindbergh Dnve, Peoria. Il

cept Connecticut and New Jersey
Admitted in: Connecticut and

New Jersey

61615, 309-692-1000

Nautilus Insurance Co.

7550 E Redfield Road, Scottsdale,
Ariz 85260, 602-951-0905

1986 1985
Gross premiums $37,624,368 $6,887
Non-admitted $36,783,512 NA
Net premiums $21,313,527 $6,887
Paid-in capital $4,200,000 $3,000,000

Prlncrpal officers: Donald L Grrc‘Jgs premiums $41,120, 303 $34 189, 551 Capltal & surplus $10,867, 614 $7,442, 021

Non-admitted $41 096,616 $30 440,831 Employees

Cole, president, Russell D Hend

son, chief operating officer, Philip G Net premiums $20,199,184 $17,983,901 Combined ratio

Smith, chief financial officer, David paid-in capital

N Huit and Stephen A Sutton, as- Capital & surplus $14,364,449 $10,478 8311 Net Income

8 Best's rating

sistant ips

Empire Indemnity
Insurance Co.

809 N W 36th St, Oklahoma City,
Okla , 73118, 402-341-0135

1986 1985

$2,000.000 $2,000,000
Employees 367

Combinec ratio 648%
100%

$10,070,805

84 0%
Commercial nsks 100%
$615,665

Net income

Best's rating

Year founded: 1979

Parent company: RLI Insurance
co

Specialties: 011, contracting,
manufacturing, self-insured reten-

Gmss premiums $13,569,76; $7.,273,914 tions

Non-admitted $9,160,642 $2,905,070
Net premums $€ 0
Paid-in capital $1,500,00< $1,500,000

Capital & surplus $6,816, OO( $6,252, 000
Employees
Combined ratio NA NA

100%
$564,00% $535,000
B Not assigned

Commercial risks
Net Income

Best's rating

Year founded: 1957

Parent company: Empire Fire &
Marine Insurance Co

100% Kan, St Paul,

Subsidiaries: G V Reardon, Los

871% NA
100% 100%
-$429,282 -$52,286
A + Not assigned

Commercial nsks

Year founded: 1985
Parent company: W R Berkley

B+ Not assigned Corp

Approved non-admitted in: Dis-
trict of Columbia and all states ex-
cept Florida and Arizona

Admitted in: Arizona

Principal officers: Michael J
Snead, president, Eugene Keating,
executive vp/chief operating officer,

Kenneth Lewin, vp-marketing,

Angeles, RLI 8eC|aI Risk, Hartford, Douglas Rutherford, vp-under-

Conn Paul Me

Branch offices: Overland Park,
Minn

Approved non-admitted in: Dis-
trict of Columbia and all states ex-
cept Delaware

Admitted in: Delaware

Principal officers: G D Stephens,
president, J E Zogby, treasurer/sec-

Specialties: Beauty and barber retary, J E M|chael R R Leventry

shops, tanning salons, used car
dealers, bowling centers

Approved non-admitted in: All
states except Connecticlt, Delaware,
District of Columbia, Louisiana,
Maine, Massachusetts, Minnesota,
New Hampshire, New Jersey, New
York, Oklahoma and Rhode Island

Admitted in: Oklahoma

Principal officers: Reginald Mac-
Jamieson, chairman, Richard Francis
Williams, president, Francis Joe

and J V Colosimo, vps

National Fire &
Marine Insurance Co.

3024 Hamey St, Omaha, Neb
68131; 402-346-7400

1986 1985

Kratky secretary/treasurer, Charles Gross premiums $177,102,457 $52,387,977
Non-admitted $130,987,017 $30,537,763 surance Co

Bradshaw Ralph and Steven Ray
Sell, vps

Essex Insurance Co.

P O Box 11046, Richmond, Va
23230-9981, 804-273-1400

1986 1985
Gross premiums $35,062,252 $18,196,336

Net premiLms $11,534,487 $5,714,152

Diversity

IS OUR STRENGTH

$107,273,454 $27,132,193
$2,500.000

Net premiums

Paid-in capital

ee Associates, Bos- writing, Kenneth Brundage, vp-

claims, John Runberg, treasurer

Northfield Insurance Co.

Hamm Building, St Paul, Minn
55102, 612-298-0444

1986 1985
Gross premiums $52,441,104 $23,385,927
Non-admitted $52,441,104 $23,385,927

Net premiums $32,282,400 $14,236,721

Paid-in capital $2.500,000 $2,500,000
Capital & surplus $13,818,955 $12,151,265
Employees NA NA
Combined ratio 77 0% 922%
Commercial risks 98 9% 97%
Net income $2,943,841 $1,058,004
Best's rating A+ A

Year founded: 1972

Parent company. Northland In-

Approved non-admitted in: Dis-

$2,500,000 trict of Columbia and all states ex-

Capital & surplus $357 539 566 $363 033,107 cept Connecticut, Hawaii, Maine,

Employees

Combined ratio 837% 93 3%

Commercial nsks 99.9%

$42,683,873 $37,986,395
Best's rating A+ A

29 8%

Net income

Year founded: 1949

Massachusetts, New York and Rhode
Island

Admitted in: Delaware

Principal officers: Gene Gopon,
president, D W Elliott, senior vp,
John lannucci, John McFarland,

Parent company: Berkshire Hath- David Pickard and Daniel J Za-
Non-admitted $32,976,920 $11,551,657 away Inc

Specialties: Commercial vehicles,

Creative solutions to the reinsurance

requirements of insurers and reinsurers

« A full service Reinsurance Intermediary
with resources to handle all classes of

Treaty and Facultative business

« Broad diversity 01 clients

« Technical expertise m negotiation, contract pre-

paration, premium and loss processing, account
and statistical reporting, and claims handling

- Access to markets world-wide

« A Xerox Financial Services Company

borsky, vps
Contznued on facmg page

RE.

Reinsurance Intermed,anes

110 William Street, New York, New York 10038

212-7324360
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Pacific Insurance Co.

4201 Wilshire Blvd., Los Angeles,
Calif. 90010; 213-937-5411

1986 1985
Gross premiums.... $89,889,776 71,384
Non-admitted.. $54,096,594 ,111,181
Net premium: $18,653,049 - ,560
Paid-in capit . $2,000,000 2,000,000
Capital & surpl $26,261,658 ,0
Employees . 197
i 111.3%
Commercial ri X 100%
Net incom . $3425.241 $570,126
Best’s rating. A A

Year founded: 1978.

Parent company: Continental In-
surance Co.

Specialties: Directors and officers
liability, podiatrists and chiroprac-
tors professional liability.

Approved non-admitted in: Dis-
trict of Columbia and all states ex-
cept Hawaii, California and New
York.

Admitted in: California and New
York.

Principal officers: Eugene L.
Allen, president; Nino D. Crisafulli,
Alfred J. Leonard, John Sugita and
H. George Surprenant, senior vps.

Royal Surplus Lines
Insurance Co.

628 Hebron Ave., Glastonbury,
Conn. 06033; 704-522-3250

1986
$4,863,720
$23,498,523
$4,560,063
$2,500,000
$30,304,501
28

$4,354,000
Best's ratin, i A

Year founded: 1983

Parent company: Royal Insurance
Co.

Approved non-admitted in: Ala-
bama, Alaska, Arizona, Arkansas,
California, Colerado, District of Co-
lumbia, Florida, Georgia, Idaho, Ha-
waili, Illinois, Indiana, Kansas, Ken-
tucky, Louisiana, Maryland,

From The Reprint Department Of:

_business
insurance
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and financial executives

Reprints /Permission
If you want copies of articles
appearing in Bl to distribute at
corporate or industry meet-
ings, or for promotional mail-
ings — or permission to pro-
duce your own reprints —
contact the Bl Reprint Dept.
We've expanded to provide
you with fast, low-cost ser-
vice. (Minimum print order is
100 copies.) Call or write:
REPRINT DEPARTMENT
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220 East 42nd Street
New York, NY 10017
(212)2100229.
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If you missed an artficle in Bl
and would like a photocopy
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Issue Sales
For a copy(s) of any back
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Michigan, Minnesota, Mississippi,
Missouri, Montana, Nevada, North
Dakota, Ohio, Oklahoma, Oregon,
Pennsylvania, Rhode Island, South
Carolina, South Dakota, Tennessee,
Texas, Utah, Vermont, Virginia,
Washington, West Virginia, Wiscon-
sin, Wyoming.

Admitted in: Connecticut.

Principal officers: George W.
Ansbro, chairman/president/chief
executive officer; Arthur F. Evans,
executive vp; John E. Amico, senior
vp; Joseph A. Bambury Jr., general
counsel/corporate secretary; Donald
L. Campbell and Arthur D. Pers-
chetz, vps.

United Capitol Insurance Co.

1400 Lake Hearn Drive, Atlanta,
Ga. 30319; 404-843-5599

1986 1985
Gross premiums.... $25,214,502 NA
Non-admitted.. $25,018,471 NA
Net premium .. $17,223,210 NA
Paid-in capit . $1,500,000 NA

Continued on next page
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Hard market or soft market

you can always count on Seaboard
for fast, competitive quotes

Underwritten bansportation Risks:

Truck Physical Damage-Owner Operators, Owned Fleets and Large Owner
Operator Programs. Unlimited fleet size. Including Dumping Operations and
hard to place risks.

Truck Liability-1 to 40 units, excluding dumps and tankers.

Brokered Non.Transportation Risks:
(Primarily NC, SC, VA, TN, WV, MD & DC)

Commercial Umbrella-Minimum premiums $5,000, $1,000,000 primary needed

Specialty Property-DIC, Builders Risk, Cargo, High VValued Jewelry-Primary

and Excess.
Specialty Products Liability-Minimum Premium $40,000.
Architects/Engineers E&O

Directors and Officers Liability

Seaboard Underwriters, Inc.

2732 Anne Elizabeth Drive

RO. Box 659, Burlington, NC 27215
North Carolina Only: 1-800-672-3644
Countrywide: 1-800-732-2673

LAAMGA 9 e

YOU'VE PROTECTED YOUR
CUENTS FROM EVERYTHING

UNDER THE SUN

=

SO WHAT HAPPENS BEFORE DAWN?
Political And Special Risk Coverage From Global

The sun never se-s on the new global business
Sales in the Mid-East, manufacturing facilities in the
Caribbean, purchases from Australia and the Philip-
pines, sales and distr bution offices all over the world 340
Consider your clients new risks Expropriation,
3= Embargos, Wrongful Calling of Guarantees, Terrorism, ,
and wide range of other "Political Risks"

3 At Global Special Risks, we understand Political "
Risk and other specul risks We provide special risk
coverage to mult nationals, and have coverage plans
from your largest-and smallest-clients

With various contract facilities we offer immediate
binding coverage at imits of $80 million per country

Call us today for more information on our full services i
and products You owe it to your clients

GLOBAL SPECIAL RISKS '

Global Special Risks, Inc

Gl 260ensenc <my// 1 \\ Suite 2120 - ebncoln Plaza 1

Melaine, La 70009 Dallas, TX 75201 s N

Telex 587452 - (504) 455 7874 Telex 6829263 - (214) 954 3544 - can-’

. . Global Special Risks
Global Special Risks Insurance Services
Insurance Services San Francisco

3250 Wilshire Bivd Suite 1111
lishire Blvd Suite Merchants Exchange Bldg
Los Angeles, CA 90010 Suite 450 - 465 California St
Telex 6831852 - (213) 387 2099 San Francisco, CA 94104

Telex 989498 - (415) 421 4544

geles, Chicago and Dallas A fifth

Swett & Crawford Group office may spring up soon in At-

L T he division is an intermnal busi-
ness practice available to brokers
3699 Wilshire Blvd, Los Angeles, in S&C offices nationwide, offer-
Calif 90010; 213-251-1200 ing assistance in placing particu-
larly difficult or important ac-
1986 1985 counts National Marketin
Premium volume $683,836,000 $530,571,000 9
Gross revenues $62,515,000 $50,411,000 brokers may have contacts or ex-
Employees 749 675 pertise to speed a placement with
Commercial lines 100% 100% . . B .
X which a local office is struggling
Admitted business 60% 55%
Non-admitted 40% 45% In May, for example, the Na-

tional Marketing Division had ar-

Not many brokers can say they ranged for such diverse coverage
handled $150 million more busi- placements as $300 million in
ness last year than they did the property insurance for a utility,
previous year But then Swett & $100 million in liability coverage
Crawford Group isn't like many for a hotel/casino and $15 million
other brokers in directors and officers liability

The Los Angeles-based whole- coverage for a large financial insti-
saler, a family of seven surplus tution, Mr Nitz explains
lines brokerage and underwriting Placements like that are keeping
management units, pulls in at No 1 Swett's business strong in 1987,
for the fourth year in a row in despite softening market condi-
Busmess Insurance's annual re- tions The company estimates its
view of wholesale marketers-a first-half 1987 premium volume at
feat matched by only one other $338 2 miillion, up about 5% from
company, the defunct Sayre & Toso $320 6 million handled during the
Inc, which held the No 1 spot first six months of 1986
from 1979 to 1984 Other Swett offices have come to

Sayre & Toso, Mission Insurance view the National Marketing Divi-
Group Inc 's once prominent, but sion as more than a last resort
now inactive, underwriting man- Swett producers nationwide "look
agement unit, closed its doors Jan at us as an extension of their office
1 (BIl, Feb 9) marketing team,” Mr Nitz ob-

To put Swett's achievements in serves "They realize what markets
perspective The $62 5 million in we have access to, where we have
gross revenues it reported in 1986 good relationships with markets,
would make It the 11th-largest (and that) even though they might
U S broker of any type, sand- have access to them, we might have
wiched between Fort Worth, a better working relationship with
Texas-based Bayly, Martin & Fay them on a day-to-day basis "
International Inc 's $92 7 miillion To help complete an insurance
in revenues and Boston-based Re- placement, members of the Na-
public Hogg Robinson Inc 's $48 tional Marketing team have been
million BM&F and RHR were known to fly to local offices and
ranked 10th and 11th, respectively, stay as long as needed, perhaps
in Brs annual ranking of the Top even meeting directly with the pol-
20 U S retail brokers (BIl, June icyholder
22) The division crosses all seven

Swett, a unit of The St Paul Cos companies comprising Swett &
Inc, reports handling $6838 mil- Crawford Group, helping improve
lion in premiums last year, 28 9% the effectiveness of each S&C unit
more than the $530 6 million it S&('s subsidiaries are
handled in 1985 and 29 8% more - Swett & Crawford, which bro-
than the $527 million in premium kers a broad spectrum of commer-
volume handled by the next-lar- cial property and casualty cover-
gest wholesaler, Victor O Schin- ages for accounts paying premiums
nerer & Co Inc generally in the six figures

"1986 was the best year in the Among other things, the Los An-
history of the S&C Group,"” pro- geles-based unit that leads the
claims P Kenneth Nitz, 46, senior S&C Group IS known for its ability
vp and head of the group's growing to arrange directors and officers h-
National Marketing Division ability coverage

Among the company's successes - Appleton & Cox, which places
the marketing division, which han- coverage for St Paul's "top brass”
dled $42 million in premiums last agents, a group of independent
year and, having handled almost agents across the country favored
that much in the first six months of by St Paul for either the volume of
1987, expects to produce more than business they generate or for the
$80 million this year loss ratio that business produces

National Marketing, which de- This unit, once a division of the
buted in January 1986, has a staff Swett & Crawford brokerage unit,
of 28, including 15 senior brokers, iS based in Minneapolis
in its offices in New York, Los An- Contznued on next ,,ge

Surplus lines insurers

Continued from prevlous page United Coastal
Insurance Co.

Capital & surplus $27,577,755 NA
Employees 36 NA 100 W Washington St, Phoenix,
Combined ratio 111.3% NA Ariz 85003; 203-560-1670
Commercial nsks 992% NA
Net Income $241,361 NA
. 1986 1985
Best's rating Not assigned NA
Gross premiums $10,610,104 $137,125
Non-admitted $9.383,889 $137,125
Year founded: 1986 Net premiums $10,610,104 $137,125
Paid-in capital $1,500,000 $1,000,000
) ) Capital & surplus $10,855,656 $10,348,901
Parent company: United Capitol Employees a 3
Holding Co Combined ratio 83.7% 13 0%
Commercial nsks 100% 100%

Specialties: Asbestos abatement Sit:,aiNg Not e ot aearag

contractors, specialty contractors

Year founded: 1985

Approved non-admitted in: Dis- Parent company: United Coasts

trict of Columbia and all states ex-
Corp

cept Maine, New Hampshire and
Rhode Island Specialties: Asbestos abatement
contractors
Admitted in: Arizona and Wiscon-
Approved non-admitted in: Dis-
trict of Columbia and all states ex-

sin

cept Alabama, Arizona, Florida,

Principal officers: Bruce A Es- Idaho, Maine, New Hampshire, Ohio,
selborn, president/chief executive of- Rhode Island, Tennessee and Ver-
ficer, John S Gibson, executive vp, mont
Steven S Zeitman, vp-excess ca-
sualty, Gary S Resman, vp-primary Principal officers: Stuart A
casualty, Peggy H Brown vp-prop- Kessler, Henry W Nozko Jr and
erty Roger M Freedman



Continued from previous page
- Dana Roehrig & Associates,
which is known for placing excess

liability and commercial auto in-
surance for small-to-medium ac-

counts.

Roehrig has general liability
binding authority for markets like
American Empire Surplus Lines

Insurance Co. of Cincinnati and
National Fire & Marine Insurance
Co. of Omaha, Neb.

The underwriting/brokerage
composition of this unit, which op-
erates from St. Petersburg, Fla.,
has shifted from about 90%/10% to
about 75%/25%.

- John H. Crowther Inc., which
is known for its commercial auto,
product and financial services lia-
bility business. Based in Minneap-
olis, it also is known for liquor lia-
bility expertise in Minnesota.

- Montgomery General Agency,
which is known for its primary
product liability and general lia-
bility expertise, as well as its large
industrial property placements.

Based in Ardmore, Pa., this unit
also is regarded for its expertise in
fine arts coverages.

= Fort Hill Insurance Agency,
the newest of the group's com-
panies. Based in Boston, Fort Hill
is known for its commercial auto
skills.

Fort Hill writes auto coverage
for Carolina Casualty Insurance
Co. in Jacksonville, Fla., and Canal
Insurance Co. in Greenville, S.C.
The unit boasts a strong errors and
omissions program for a variety of
professions.

Fort Hill recently acquired Mar-
tin Ginden Insurance Agency in
Dedham, Mass., a two-employee
firm whose appeal to S&C was its
strong presence in suburban areas
outside Boston. It handles $9 mil-
lion to $10 million in premium vol-
ume annually.

O IWest Insurance Managers, a
West Coast wholosaler once strong
in municipal business that has seen
much of its public entity business
go the way of pools and joint un-
derwriting authorities.

IWest-based in Stockton, Calif.,
with an underwriting center in
Fresno-still offers public officials
liability coverage in 13 Western
states, and binds commercial um-
brella business on behalf of St.
Paul Surplus Lines Insurance Co.

About 80% of IVWest's revenues
are generated by brokering activ-
ity, and about 20% by under-
writing activity; the two business
segments contributed about equal
amounts in the past.

"We've tried to take the success
of each individ-
ual entity and
push it, where it
fits, into another
entity and try to
grow on that
success," ex-

- plains Mr. Nit=
of shifts in the
1 operations of the
S&C Group
Mr. Nitz units-

About 80% of
the group's premium volume last
year was placed as a broker, and
about 20% was placed in the capac-
ity of either underwriting manager
or managing general agent-

The insurers with which the group
placed the most business last year
are: American Empire; W.R. Berk-
ley Corp. in Greenwich, Conn.; CNA
Insurance Cos. in Chicago; Crum &
Forster; First State Insurance Co. in
Boston; General Star Indemnity Co.
in Stamford, Conn.; Harbor Insur-
ance Co. in Los Angeles; Scottsdale
Insurance Co. in Scottsdale, Ariz.;
Westco Insurance Group in Ramsey,
N.J.; Northland Insurance Group in
St. Paul; St. Paul units; and Lloyd's
of London and other London un-
derwriters.

None of these received more than
15% of S&C's business volume.
About 60% of its premiums were
placed with admitted insurers and
about 40% were placed with non-

'We've tried to take the success of each individual

entity and push it, where it fits, into another

entity and try to grow on that success,' explains

Senior Vp P. Kenneth Nitz, referring to the shifts in

the operations of Swett & Crawford Group units.

admitted insurers.
IWest and Swett, largely because
of their size, contributed the most
to S&('s profit last year. West Coast
offices, which produced about 38%
to the group's premiums, generally
reported the greatest growth in
1986, although Swett's Chicago of-
fice presents a notable exception.
Business volume produced by the
Chicago office nearly doubled last
vear, making that office a "very,
very successful" one, reports Joseph
L. Fox, S&C's president and chief

executive officer.

If S&C adds more units to the

group, they likely would come
aboard through acquisition rather
than start-up, Mr. Fox says. The
company is now seriously negotiat-
ing with two companies and is con-
sidering three or four others as po-
tential acquisitions. These could
either become stand-alone S&C
units, like Fort Hill, or be merged
into an existing S&C unit, the way
the Ginden agency folded into Fort
Hill.

Today, S&C's seven companies
are producing about 5% more vol-
ume than they were at this time
last year, Mr. Fox says. He does not

R

R
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expect year-end 1987 results to ex-
ceed last year's by more than that
amount.

"Most people in the industry are
a bit surprised at how quickly this
whole thing has turned around. We
see no signs that there isn't going
to be a continued softening, cer-
tainly in the property area, where
it's gotten pretty bad,”" he explains.

One blow S&C suffered from the
softening market was NEWS, which
in the end delivered not headlines
but an obituary.

National Excess Wholesale Slip
(NEWS), a new excess liability in-
surance facility announced by Swett
last December at a splashy confer-
ence at the Los Angeles Press Club,
has since gone the way of ELF, Ex-
cess Liability Facility, a similar fa-
cility organized by Alexander &
Alexander Services Inc. of New
York that never got off the gic)und.

Before deciding to shelve the
project temporarily, Swett had
amassed almost $23 million in ca-

pacity from five British companies
and 12 U.S. companies, including
First State Insurance Co. of Bos-
ton, Chubb Custom Insurance Co.
of Warren, N.J., St. Paul Surplus
Lines Insurance Co. of St. Paul,
Minn., and Transamerica Insurance
Co. of Los Angeles.

Nonetheless, its total premium
volume didn't even approach $1
million, a far cry from the $100
million it was projected to write in
1987.

"Basically, we found that the
market shifted faster than we ex-
pected," explains Senior Vp Nancy
Oblinger. By the time NEWS was
up and running, the small and me-
dium-sized employers that the fa-

ci

ty intended to service found
other options in a host of new al-
ternative liability markets, some of
them offshore.

Although NEWS consumed con-
siderable Swett energies, not the
least of which was developing a

Continued on next page
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Continued from previous page
software system for submission
and communication, the company
c oesn't view the venture as a lost
investment.

NEWS likely will be activated in
the future--probably at the onset
cf another hard market, Swett
says. Since its insurers already are
in place, and since policy wording

is complete, NEWS could be reac-
tivated within a week.

As the market softens, Swett &
Crawford is recommitting its en-
ergies to speciality insurance pro-
Grains, like the umbrella and liquor
liability insurance program its

Denver office recently arranged for
the National Club Assn. with retail

broker Fred S. James & Co. Inc. of
New York.

"One of the reasons we're going
b do more of this, very frankly, is
that that's what the markets we
ceal with are looking to do.
They're looking for niches, saying,
' Our premium volume is eroding,
we can't get the price we want, but
there must be niches out there
where we can still make an im-
pact,’ " says Mr. Fox.

Specialty program development
may make up for some business
S&C lost when it closed its politi-
cal risk underwriting division in
Dallas early last year after its mar-
ket-St. Paul affiliate Athena As-
surance Co.-stopped writing
those coverages. Swett continues
to broker political risk coverages,
however.

To deal effectively with such
changes at the insurer level, Swett
& Crawford plans to change some
of its own business practices as
well.

"We're putting a great deal of
emphasis in 1987 on getting our
people back to selling again," Mr.
rox says.

To that end, the company has re-
tained an outside independent
sales instructor to conduct training
sessions for S&C employees. All
S&C offices are scheduled to re-
ceive either a two-day or a three-
day training course, a customized

version of sales motivation courses

offered periodically in many pro-
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fessions. The seminars, which were
first offered to S&C's West Coast
offices, were introduced in Jan-
uary.

Members of the National Mar-
keting team also are conducting
product seminars for Swett offices,
such as a session on D&O insur-
ance issues. These seminars, first
offered in June, are similar to what
Swett has offered in the past to its
retail brokers.

Both types of seminars are de-
signed to rekindle the aggressive
sales skills that went untapped
during the hard market when, as
Mr. Nitz puts it, brokers "weren't
fishing, but watching the fish jump
in the boat.”

Another tool the company is
using to keep its sales force on top
of market changes is Market Line,

an internal news bulletin coordin-

ated by Ms. Oblinger. As S&C bro-
kers learn of various insurance
company changes, they inform Ms.
Oblinger, who dispatches the in-

formation as quickly as necessary
to all offices.

For instance, when an S&C bro-
ker in New York learned in June
that Royal Indemnity Co. of New
York was increasing its D&O
limits, a "late bulletin” was disse-
minated to other offices with the
details.

Increased emphasis on sales isn't
S&C's only response to the soft-
ening market. The group plans to
diversify into areas related to its
core business, especially into the

burgeoning risk management ser-
vices field.

"That's an area we need to be in-
volved in for our rezail base be-
cause that's going to be an area of
great growth in the near future,”
explains Mr. Nitz.

For Instance, S&('s premium-
financing operation-which funds
commercial auto bus.ness in Wis-
consin and liquor liability business
in Minnesota-probably will be ex-
panded into other states, and a

YOURJOBIS-ID
FIND THE BEST

HEALTHCARE VALUE
AVAILABLE
PRINKEE HEAIIHCARE

SYSTEMS MAKES
rTEASY

dormant premium financing opera-
tion in Florida probably will be
reactivated for commercial auto
business.

The group also may expand its
Florida claims-handling business,
in which Roehrig processes mainly
commercial auto claims for insur-
ers. This would provide a flow of
income that is not vulnerable to
market cycles, Mr. Fox reasons.

Significant personnel changes
also occurred at S&C during the
year. Most notably, Executive Vp
James A. Bradley resigned in Jan-
uary:o start both retail and whole-
sale brokerage networks (Bl, April
20). S&C has no immediate plans
to put someone else in that posi-
tion.

"Fortunately, because of our
size, one individual's leaving
doesn't have the impact it would
says

on a smaller organization,
Mr. Fox.

With 50 offices in 29 states, S&C
does business with 20,000 retailers,

ranging from national.alphabet
houses like New York-based Marsh
& MclLennan Cos. Inc. to small in-
dependents like the family-owned
Mahowald Insurance Agency in St.
Cloud, Minn.

S&C currently employs 769 peo-
ple today, up 14% from the 675 it
employed last year.

Robert A. Scott, previously chief
financial officer at VWhittaker
Health Services in Los Angeles, be-
came Swett's chief financial officer
in January.

W. Dana Roehrig retired as pres-
ident of Roehrig and Southeastern
manager of the group at year-end
and has been replaced by Senior
Vp John A. Jolly.

Other principal officers of the
group, all senior vps, are: J.R.
"Skip" Hartman, R. Brian Jarman,
Joseph P. Falcone, Warren Stanley,
Donald J. Tarrence, Ronald D.
Wartick, Peter A. Wilkens and
Thomas S. O'Brien.

-By Steve Taravella

18 of the nation's leading group insurance carriers have
developed Private Healthcare Systems (PHCS) to bring you
the highest quality care at a price your company can afford.

In less than two years PHCS will have established PPOs in forty

markets.We're constantly proving our capacity to make things

happen in health care. And now we offer you this superior new

system to manage your company's health care objectives.

Taken together, these 18 PHCS carriers would be equivalent to
the fourth largest commercial carrier in the nation, representing

aier eleven million subscribers. And we're still growing.

How have we distinguished ourselves so strongly from the

competition?

A joint achierement of Benefit Tr.ist Life Insurance Company, Business Men's Assurance Company of America. CNA insurance Companies.
Great-West Life Assurance empany, The Guardian Life Insurance Company of America, lefferson-Pilot Life Insurance Company, MONY Financial Services,
lime Insuranze Company, Washington National Insurance Company and Western Life Insurance Company



Montgomery & Collins Inc.

3700 Wilshire Blvd., Suite 400, Los
Angeles, Calif. 90010; 213-480-4501

1986 1985
Premium volume... $439,419,954 $343,975,367

Gross revenues... $37,140,672 $30,761,346

Employees. 184 178
Commercial risks.. 100% 100%
Admitted business 65% 70%
Non-admitted. 35% 30%

Montgomery & Collins Inc. Pres-
ident Robert P. Keul takes great
satisfaction in pointing out the Los
Angeles-based wholesale broker's
premium volume has grown to
nearly $440 million from about $80
million in 1980-more than a five-
fold increase in just six years.

As its premium volume in-
creases, so has M&C's clout in the
marketplace, Mr. Keul says, ex-
plaining that M&C has access to
more markets today than ever be-

To begin with, we've brought together a unique combina-

fore.

And, M&C-which Business In-
surance ranks as the nation's sec-
ond-largest wholesale broker-
plans to use that access to shift
away from the heavy use of several
key managing general agency
agreements and toward more bro-
kerage business, Mr. Keul says.

"You do not want to become
known as a marketer of one prod-
uct,"” Mr. Keul says, calling the
change a "step toward the future.”

Mr. Keul says M&C is now work-
ing with more than 40 markets.
"Ultimately, there is more capabil-
ity in the brokerage market," he
says, adding: "They grow and have
innovations going on all the time
that you've got to have access to."

Over the past seven years, Mr.
Keul has successfully charted a
course for M&C that has resulted
in continued premium volume and
revenue growth.

Last year was no exception, even
though the company fell short of

tion of health care professionals. And it was through this

combination of expertise that we developed our own highly
effective, provider evaluation program. We use this program to

evaluate and identify those hospitals, and eventually doctors,
in each area which deliver the best combination of quality care PHCS offers makes your choice easy Our unique combination

and cost efficiency And because providers anticipate signifi-

cant increases in patient volume we are able

to negotiate preferential rates for you.
Cost management is further ensured by a

HEALIHC.

comprehensive health care review program. t
But, while ours was designed to be inclusive

and efficient, it is also flexible enough to

PRIVATE SSI
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its record-smashing 1985 growth-
a fact that Mr. Keul blamed on the
softening commercial insurance
market.

M&C's premium volume for 1986
reached $439.4 million, up 27.7%
from $344 million in 1985. Gross
revenues hit $37.1 million in 1986,

up 20.7% from $30.8 million in
1985.

Mr. Keul notes that while M&C's
1986 premium volume did not rise
more than 100%, as it did in 1985,
the increase was healthy. He also
pointed out that 1985 was an un-
usual year-with rapidly rising
rates and significantly curtailed
capacity in the admitted market.
Comparing 1986 with 1984 gives a
more accurate picture of the
wholesaler's results, he says.

"If you compare revenue with
1984, it went up 21/2 times in 1986,
which is remarkable,” Mr. Keul
says. M&C's 1984 gross revenues
totaled $14.4 million.

"Obviously we're very pleased

been looking for.

UUB6,6666 6766£67UNCe, AUgUM 1% 130(/ Id

with the results for 1986," he adds.

Mr. Keul notes that M&C's pre-
mium volume has jumped dramati-
cally in the past three years, while
the number of employees has
grown only slightly. For example,
the company had 184 employees in
1986, compared with 178 a year
earlier.

Also, revenue per employee was
up significantly during the three-
year period to $201,630 in 1986
from $88,343 in 1984, an increase
of 128%.

Mr. Keul says M&C is able to do
so much more business without
dramatically increasing its staff
because "we are better overall at
what we're doing."

Like most surplus lines brokers,
M&C experienced slower growth in
1986 because of the softening in-
surance market. Mr. Keul says the
market began to change in the sec-
ond quarter of last year.

"Every month thereafter in '86
was not growing at the same rate

recognize that like illnesses should not always be treated alike.
PHCS carriers operate nationwide, but PHCS will also main-

tain a local presence to allow us to continually upgrade our

service and respond to local needs.
In a world of look-alike health care programs, the value

of quality care and managed costs is precisely what you've

Each of our carriers offers an insurance

plan featuring PHCS advantages. Contact
any of the PHCS member carriers below to

learn exactly how we can benefit your people

Quality. In the company we keep. and your company.

Central Life Assurance Company, Confederation Life Insurance Company, Crown Life Insurance Company, General American Life Insurance Company,
Mutual Benefit Life Insurance Company, The New England Phoenix Mutual Life Insurance Company, State Mutual Life Assurance Company of America,
©1987 Private Healthcare Systems Ltd. 20 Maguire Rd. Lexington. MA 02173.

over '85," he observes.

Generally, Mr. Keul says, ca-
sualty rates are holding steady,
rather than rising as they did at th€
beginning of 1986, while propert
rates are becoming much more
competitive.

Mr. Keul says the degree of soft-
ening varies according to both geo-
graphic regions and on the degree
of hazard associated with an ac-
count.

"Certainly without question the
standard market has become more
aggressive," he says. "Whether we€
like it or not, we live in a reactive
posture and that business thal
came to us last year (from the stan-
dard market) is being renewed
elsewhere for very, very competi-
tive terms. So we're not seeinE
those 100% to 200% increases any-
more, specifically on the lower- tc
medium-hazard type business.

Mr. Keul says higher-hazard ac-
counts have seen less severe rate
reductions or, in some cases, Nnc
reduction at all.

"I think the unusual aspect of il
is some of us thought that (the
hard) marketplace would stay with
us longer,"” Mr. Keul remarks. "Nol
only are prices coming down, but
policy form restrictions are eas-
ing.

"For the past two years there
was a lot of emphasis placed on
claims-made vs. occurrence, and a
lot of that has left our vocabularies
these days," he explains.

Mr. Keul says that on the larger,
higher-hazard accounts, if prices
were not reduced, then the form
was broadened or modified to be
more favorable to the buyer.

Mr. Keul also says that, in gen-
eral, business is "being shopped
more.”

"The flow of business to M&C
has not decreased that much, bul
there is now more competition for
it," he adds. As a result, he says,
retention of accounts is eroding.

Mr. Keul says capacity in both
the standard and non-standard
markets is improving.

"We see the standard side of the
business-the admitted side of the
business-putting out improved
capacity, and in some cases the
non-admitted side-the specialty
companies-now have higher
limits available.™

As a result of the softening mar-
ket, Mr. Keul says, M&C is return-
ing to the "standard profile” of a
surplus lines broker, "meaning you
handle the more specialty-oriented
accounts, as opposed to business
that came out of the admitted mar-
kets.”

Mr. Keul says that because of
this, it is important for M&C to
continue to exAnd its markets. He
says M&C is working hard this
year to strengthen its long-term
relationships with the markets it
currently uses and with the bro-
kers that produce business for
M&C.

In 1986, about 48% of M&C's
business was generated by the na-
tional alphabet brokers, about the
same as in 1985. But Mr. Keul says
that M&C is shifting more toward
local and regional brokers in 1987.

The softer market has caused
M&C to become more aggressive,
Mr. Keul says, adding: "We're out
in front of people today more than
ever before.”

About 51% of M&C's premium
volume is brokerage business, 48%
is placed with markets for which
the company acts as managing gen-
eral agent, and 1% is written for
Royale Belge |I.R., a Belgian com-
pany for which M&C is the ex-
elusive U.S. underwriting man-
ager.

But Mr. Keul says these figures
will change significantly in 1987,
with the MGA business dropping
to as low as 40% to 45% of the
M&C's premium volume as the
company moves to emphasize bro-
kerage business.

M&C's shift in emphasis to more

Continued on page 54
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WHAT CAN ALEXANDER HOWDEN’S
NATIONAL NETWORK DO FOR YOU?

EXTEND YOUR REACH FROM COAST TO COAST!

Because each of our offices can provid , not only the most receptive market
for that special risk, but the skill and sa{ of an internal network of profes-
sionals to effectively put the whole p! am together.

... 30 NOW YOu can pinpoint natiqnal i 7: ets and company strengths while

gaining collective brokering expeftise "iv_J- in your own back yard.
National networking from AHNA. '. nother reason why we’re one of the
largest, fastest growing wholesalers in Qle industry. '
Why not find out for yourself. One call to your local office gives you

access to a world of capabilities. 3
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Cargo liability

Why throw the seaworthy Hague-Visby Rules overboard?

By Samuel Tranchina

THE DERATERETVREN the

Hague-Visby Rules has been thrashing
around for so long that every
conceivable argument, both pro and
con, has been microscoped and
fluoroscoped to exhaustion in an effort
to extract the most minute element of
comfort for one's preconceived
position.

Considering that history, it hardly
seems necessary or even justified to

continue the proliferation of words

I 'and yet | pick up the pen to do just
that in response to an article relative
to a June 1 meeting in Geneva,
Switzerland, sponsored by the United
Nations Conference on Trade and
Development and the International
Chamber of Commerce, apparently
held in the hope of resuscitating the
moribund and ailing Hamburg Rules
(BI, June 15).

The Hague Rules, of 1924; depict the
responsibilities and liabilities of ocean
carriers to third parties; in particular,
cargo interests. The Visby
Amendments revised the Hague Rules
somewhat, most notably in the
package liability limitations (from
$500 in 1936 to $840 currently). The
Hamburg Rules; as proposed, reduce
or eliminate some of the ocean vessel
owners' defenses under the theory that
this will ultimately reduce the
transportation expense of cargo
shippers.

At that Geneva meeting, William
Augello, general counsel of the
Shippers National Freight Claims
Council, once again trumpets the
cause of the SNFCC for adoption of
Hamburg.

The position of the SNFCC is well
known to the U.S. Department of
Transportation, the Maritime Law
Assn. of the United States and the
American Institute of Marine
Underwriters, and, under the
circumstances, a chronicle of. that
position would not generate a
response. Unfortunately, however, a
number of misconceptions permeate
the article and these indeed require a
response in the interest of better
understanding the issues involved.

In the first instance, mention is
made of the support for Hamburg by
shippers associations accounting for
sorne 63% of the world's cargo trade. A
minimal understanding of that trade
quickly exposes the presumption of
that statement.

We must consider that the Hamburg
Rules were promulgated in 1978 under
the auspices of UNCTAD and the

United Nations Conference on
International Trade Law at the
instigation of Third World nations.
Given that nine years later, only 11
of the required 20 nations have
ratified or acceded to Hamburg, one
wonders why all of the early Third
World support-and more recently the
support of 63% of world's

i shippers-has produced such dismal
support for the treaty itself.

I hasten to mention that these 11
nations include such maritime giants
as Barbados, Lebanon, Morocco,
Senegal and Tanzania, but not one
Western European nor North
American country. These signatory
nations represent 4.6% of U.S.
seaborne trade.

The likely answer to that dismal
response is that the Hague Rules, as
amended by the Visby Protocol and
again by the Special Drawing Rights
Amendment in 1979, is serving the
commercial interests of the world well

and that these

interests-nave made

known eloquently by

simply supporting Hague/Visby and
ignoring Hamburg. The Visby
Amendments came into force on June
23, 1977, and today 28 countries have
adopted them. They account for some
30.44% of U.S. seaborne trade.

At the heart of the dispute between
Hamburg and Hague/Visby (including
the U.S. Carriage of Goods by Sea Act
of 1936, or COGSA, which is based on

the Hague Rules), is the so-called 17
defenses available to vessel owners

speaking out

cling to this pie-in-the-sky dream as it
simply does not survive closer
scrutiny.

Consider, if you will, a consignee
trying to assimilate the legalities and
nuances of Hamburg and, having done
so, trying to find the agent or his
carrier in a remote port or, worse still,
in an inland location, who would be
authorized to receive and pay claims.
Add to this the chance of a bank
accepting a carrier's Hamburg bill of
lading to secure a letter of credit or
loan and it becomes readily apparent
that the worldwide
underwriting
fraternity that almost
universally rejects
Hamburg does not do so out of fear of
loss of premiums.

Setting the issue of carriers'
defenses aside for a moment, the next
major dissatisfaction registered
against the Hague Rules, especially
since the advent of "containerization,”
is the package limitation. Under U.S.
law (COGSA) this was set at $500,
which-in many instance-has proven
to be totally unrealistic. The Visby
Amendments and the Hamburg Rules

Early Hamburg proponents embraced it as a vehicle for

exacting greater recoveries from carriers at no cost to them.

The more starry-eyed supporters went so far as to envision a

world where cargo insurance was no longer necessary. Few, if

any, still cling to this pie-in4he-sky dream.

when dealing with cargo claims, with
the exoneration for errors in
navigation and management of the
vessel perceived to be the most
onerous. Hamburg would substitute
these defenses with strict liability and
a presumption of negligence unless the
vessel owner can prove that he, his
servants or agents todk all measures
that could reasonably be required to
avoid the occurrence and its
consequences.

The benefits for cargo are more
perceived than real. As early as 1979,
Professor William Tetly of Canada
concluded in his commentary on the
Hamburg Rules that the carrier's
liability is not increased but, rather,
slightly reduced. It would be naive to
assume that substituting Hamburg
negligence for Hague/Visby
contractual obligation would make
vessel owners any more eager to
respond to cargo claims than they are
currently.

The problem is exacerbated by the
financial plight of many carriers,
which has them fighting for their very
existence. | think we can realistically
assume that they will avail themselves
of all legal defenses under Hamburg as
they have and do under Hague/Visby.

Early Hamburg proponents
embraced it as a vehicle for exacting
greater recoveries from carriers at no
cost to them. The more starry-eyed
supporters went so far as to envision a
world where cargo insurance was no

longer necessary. Few, if any, still

address this inequity by converting
this limit to 667 Special Drawing
Rights ($844 at current exchange
rates) and 835 SDRs ($1,056) per
package, respectively.

(SDRs are an "imaginary" unit of
currency based on five actual
currencies-U.S., West German,
British, French and Japanese-used to
avoid adverse fluctuations among
single currencies.)

While the Hamburg limit is
somewhat higher, neither is
spectacular-since even at 835 SDRs,
the limit still hovers around $1,000 per
package.

A more significant increase in
carrier liability limits appears in both
the Visby Amendments and the
Hamburg Rules, and that is the option
available to cargo owners to
enumerate the number of packages
stuffed into a container with each
package thereafter considered a
separate unit for limitation purposes.
This issue has generated considerable
litigation in the United States and the
current legal posture tracks closely
with both the Visby and Hamburg
approach, so that the benefit is mostly
anticlimactic.

Finally, and most importantly, both
regimes permit the cargo owner to
claim on a per-kilo (or pound) basis, at
his option, for damage to
containerized cargo. The limit under
Visby is 2 SDRs ($2.53) per kilo while
under Hamburg it is 21/2 SDRs per

kilo. In essence, both have addressed

the limitation issue along the same
lines, with Hamburg having only a
slight monetary advantage.

What will Hamburg accomplish and
at what cost? It has been described as
a loosely drafted and rambling
compendium of 34 articles, all of
which will serve as grist for legal
mills. Article 31 requires a contracting
state to denounce all previous
conventions effective from the date
Hamburg comes into force.

Assuming, for the sake of argument,
that 20 states ultimately do ratify
Hamburg, that will still leave the
majority of trading nations operating
under two other treaties, the Hague
Rules and the Hague/Visby.

It has long been conceded that
uniformity in rules governing
international trade is of utmost
importance. Adding a third regime
would be destructive to this goal and
would spawn a flurry of forum
shopping by the maritime lawyers of
this world. In contrast to Hamburg,
the Hague Rules are the most widely
ratified treaty in private international
law, with some 80 nations adhering to
them in one form or another. The
Hague Rules were devised to serve the
needs of both vessel owners and cargo
owners and to accomplish that end, it
allocated the risks attending
ocean-going trade between these
parties with freight rates reflecting
this allocation.

Hamburg would substitute
negligence law for well-established
contract law, thereby adding cargo
claims to the over-burdened case load
of negligence litigation.

Contrary to Mr. Augello's suggestion
that the lukewarm reception accorded
Hamburg relates to a Catch-22
scenario, the reality is that the trading
nations of the world clearly
understand the relationship of carrier
and cargo interests, vis-a-vis cost
effectiveness, and have opted to ignore
Hamburg and stay with a regime that
enjoys a 50-year history of
understanding and case law.

In the final analysis, the success of
any commercial regime is efficiency
and cost. Abandoning Hague and
Hague/Visby at this time does violence
to both criteria. Hague/Visby promises
no surprises and addresses most of the
perceived inequities of Hague. It does
so with no disruption to the admiralty
bar. Like all "free lunches," the
greater recoveries promised by the
proponents of Hamburg are illusory at
best and extremely costly at worst.

| see no justification for opening the
Pandora's box that is Hamburg. Like
Pandora's box, it would be best left on

the shelf of time.

Samuel Tranchina is a vp of Great
American Insurance Co. in New York,
in charge of worldwide ocean marine
operations. In addition he is a director
of the American Institute Of Marine
Underwriters and chairman Of its
liability committee, and a member of
the liability committee Of the

International Union Of Marine
Insurers.
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perspective

ASK A RISK MANAGER

Claims handling
can be improved

1 1IN your last column (Bl, June
8), you identified claim
administration management
as a function that you assume
is lacking in most risk
management departments.

- How do you propose risk
management departments
address claims management administration?

"1 was addressing a way risk

managers could seize an
opportunity to gain some
recognition in the loss and risk
control area through an effective
program of claims administration.
- While the focus of my remarks was
on opportunities for the future, the
point also made was that management of the claims
administration function may be the best way to
introduce a program of effective risk control.

| believe that most risk managers would welcome
any help they can get on managing claims
administration vs. the traditional way their
self-insured (or retrospectively insured) claims are
handled.

The subjects of claims service, claims management
reviews or audits, third-party administrators and
claims adjusting policies have all been addressed in
various publications. All of these articles seem to zero
in on how individual claims are being handled. | have
yet to see an article that addresses the need or explains
how to develop a program to manage the
administrative function itself.

For example, a recent newsletter addresses an
ever-present subject-claims management audit or
review: the need to review files, the policy procedures
used to handle these files and the competency and
experience of those individuals adjusting claims files.

All of this is good information that is needed to begin
to control claims costs.

Another article addresses claims services from the
administrator's view. First, it explains the contract
arrangements with the client and/or broker or
developing an in-house claims service. Then, it covers
the history of the organization and its special
references of satisfied customers. Details of claims
handling philosophy are followed with questions on
how a client wanted to have claims settled-in a hurry
or thoroughly over time. Personal practices and
adjuster salary administration, methods of handling

Car accident

In a case of first impression, the
Supreme Judicial Court of

Massachusetts ruled that, under the

claims reviews and claims service costs wrapped up the
subject.

A very good article on third-party claims
administrators outlined the growing number of
"commercial” risks and large self-funded/insured
programs that demanded sound claims administration.
There is no question that as the marketplace has forced
higher retentions on their policyholders, those
policyholders have also become more comfortable in
living with and handling the funding and claims
administration of those retentions.

Those third-party administrators discussed in this
article were major players-their client base and gross
revenues continue to grow-not entirely from their
employees' expertise in claims management, but from a
large degree because of the insurance marketplace.

While several comments were made with respect
to "risk management information systems" and how
the systems permitted processing and tracking of
individual claims, none addresses reports that could
be issued to clients that would address the quality
and efficiency (or lack of it) of the work performed.
Have you ever seen your third-party administrator's
internal audit/quality control procedures, and do they
include a report to their management on the
effectiveness of the work performed?

Actuarial evaluations and studies have now become a
way of life for large self-insurers. The need for an
actuarial evaluation to satisfy outside auditors, state
insurance departments and fronting companies is an
annual exercise. The need to couple this with a claims
"audit" may also be an annual expense. The claims
audit done to satisfy the actuary may be needed to
"enhance the accuracy of projections," so our actuary
says.

Again, we are addressing some individual needs and
not necessarily the soundness of the overall claims
administration policy.

At our company. we began to address our claims
administration function by requesting an outside view
of our:

« Claims manager's job description, job duties and
performance standards. We wanted to define the
expectations of this position-for the manager's benefit
and for those to whom he reports. This was an internal
exercise.

* Claims service company standards. What are the
current standards in place with respect to the services
of the third-party administrator?

+ Claims audit program. Do we have a formalized
program for measuring performance of the service
company? Does it properly cover the areas of claims
investigation, litigation, communication and reserving
practices?

« Claims management program. Is there an ongoing
review and control of the claims administration process

and are periodic reports to our claims manager sent to
senior management?

The results of this study prompted us to look hard

at the true objectives of our claims administration
function.

We obviously needed to put those in writing to show
how it would work with and fit into the risk

management process. We needed to spell out the
separate functions of claims management in our

organization along with a detailed policy on selecting
our third-party administrator.
While the initial results of our "outsiae look™” are

not unfavorable, they do point out the need for closer
management of the processes with respect to reports
from the administrator and formalized review of claims

files. A pleasing and interesting conclusion was that
our program was sound and the quality of claims
administration was above the level produced by the
industry in general.

I don't know if any other risk managers have been

challenged by their umbrella and excess insurers to
have a bona fide claims administration audit

performed before the insurers would consider and
quote on their risk, but we did. This in itself points

up the need for a quality claims administration
program so your risk can qualify for the best insured
program available in the excess insurance marketplace.

Would you like advice from an experienced colleague
on a risk m an ag emen t, ben efits m anagem en t or
actuarial problem? Four features in the Perspective
section Of Business Insurance can give you some

Ask A Risk Manager, Ask A Benefit Manager, Ask A
Benefit Actuary and Ask A Casualty Actuary answer

written questions from readers on risk

and benefits management issues and
advanal proems.

This month's column, on risk
management issues, is written by
Ralph F. Perry Jr; vp and director of
risk management at Amfac Inc. in San

, Francisco. Joseph W. Duva, director of
employee benefits at Allied-Signal

Inc. in Morristown, N.J., answers

benefits management questions.

William J. Miner, an actuary with The

Wyatt Co. in Chicago, answers
actuarial questions on benefits issues. And, Richard E.
Sherman, a principal with Coopers & Lybrand in San

Mr. Perry

Francisco, answers actuarial questions in the casualty
field,

Mr. Duva' sand Mr. Perry's columns appear
alternately on the second Monday Of each month. Mr.
Miner's and Mr. Sherman's columns appear alternately
on the first Monday of each month. Mr. perrij's next
column will appear in October.

Address your questions to ASK Business Insurance,
740 N. Rush St., Chicago, Ill. 60611-2590. Please give us
your name, title and employer; however, Business
Insurance will consider unsigned letters.

covered under work comp

legal briefs

employee's going to a doctor's office
for treatment of a work-related injury
has its genesis in, and is necessitated

"street risks" provision of the workers
compensation code, compensation was
payable to an employee for injuries
suffered in an automobile accident
that occurred while the employee
was en route to a doctor's office
for the treatment of a work-related
injury.

Jesse T. McElroy Jr. sustained a
back injury while working on the

These abstracts were prepared by
Cases Unlimited Inc. Copies of these
decisions are available by sending a
$10 check payable to Cases Unlimited
to Business Insurance, 740 N. Rush St.,
Chicago, lll. 60611-2590. List the
number for each opinion.

assembly line for General Motors
Corp.

He was out of work from April 1978,
until Jan. 16, 1979. and received
weekly benefits.

On Mr. McElroy's return to work, he
was assigned to light duty, but later
was transferred back to his regular
assembly line job.

Soon thereafter, he began
complaining of a recurrence of back
pains. He ceased work on Feb. 15,
1980.

Mr. McElroy was checked
periodically by the doctor at the plant
clinic and was treated by his private
physician.

On March 21, 1980, while driving his

own automobile to keep an
appointment with his physician, Mr.
McElroy was in an automobile
accident.

He sustained catastrophic injuries
including 100% loss of function in his
right arm.

Since March 1980, his medical
problems have related solely to the
injuries arising out of the automobile
accident.

Mr. McElroy brought a claim for
workers compensation. While the
board awarded him compensation, the
trial court found the post-automobile
accident injuries were not
compensable.

The appellate court said that an

by the employment relationship.
Although Mr. McElroy's trip to his
doctor was not expressly authorized
by his employer, the court nonetheless
believed that General Motors'

authorization could be inferred both

from its conduct and from its statutory
duty to pay for the employee's medical
treatment.

Thus, the court concluded that Mr.
McEIlroy's injuries sustained in the
automobile accident while traveling to
obtain medical treatment for a
compensable, work-related injury
were also compensable.

Case of McElrou, Supreme Court of
Massachusetts, June 12, 1986
(B1/04/A.$10)
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DIF FERENCE

"Being independent doesn't mean you're alone. It
just means you're flexible to shop for the company
that will work for you. That's why we use
Northfield. Northfield shows tremendo JS flexibility
and creativity in their underwriting scills. They
underwrite consistently because they choose
carefully. That's how they maintain their strong
financial rating and stability. Their staying power
produces a profit for me, too. | rely on their
professional know-how."

- Art Travis, liavis-Pedersen and Associates, /na

NORFHTfIfLP

INSURANCE

a part ot the Northland Group

0 tiB41IE! suL *#01*61

aul, Minnesota

Continued from page 47

brokerage business and the use of
more markets will mean a decrease
in the amount of business placed
with Pacific Employers Insurance
Co. and California Union Insur-
ance Co., both in Los Angeles,
which traditionally have been
M&C's two largest markets.

In 1986, M&C placed about 55%
of its business with these two in-
surers, which are owned by Phila-
delphia-based CIGNA Corp.,
M&C's parent. But next year, says
Mr. Keul, Pacific Employers and
Cal Union probably will account
for only 35% to 40% of M&C's pre-

mium volume.

"We have this tremendous flow
of business that has come to us-to
the (Pacific Employers) facility-
but we also now have improved
options, if you will, to take that
business elsewhere,” Mr. Keul
says.

Also, Royale Belge Group has
decided to terminate its under-
writing management agreement
with M&C. Mr. Keul says officials
of the Brussels, Belgium-based in-
surer came to M&C several months
ago and said they felt that insur-
ance pricing in North America was
eroding too quickly and that they
wanted to terminate the MGA
agreement effec- __
tive next month. 3

"They had
hoped that pric-
ing levels would
rennainstable for ,
several years,”

Mr. Keul e>x-— 1
plains.

The primary
general liability -
accounts that Mr. Keul
ME&E&C had writ-
ten on behalf of Royale Belge can be
placed in the brokerage market, Mr.
Keul says, stressing that Royal
Belge accounted for only about 1%
of M&C's premium volume.

Pacific Employers is an exclusive
M&C market for excess casualty
and umbrella coverages. Cal Union
writes excess casualty, property and

umbrella coverages for M&C in Cal-
ifornia on an exclusive basis and in

other states on a non-exclusive
basis.

Cal Union is M&C's top mdrket
for heavy construction business, and
Mr. Keul says that is not expected to
change despite the broker's shifting
strategy.

M&C has a separate division
within the Los Angeles office that
specializes in heavy construction
and builder's risk business.

"We've always been actively in-
volved in (construction risk busi-
ness) and that business is still a
tremendous part of what we do.
And, it's a capability that not a lot
of people have because we provide
the engineering service," according
to Mr. Keul.

Major markets to which M&C
brokers business include: Admiral
Insurance Co. in Haddonfield, N.J.;
Allianz Insurance Co. in Los An-
geles; First State Insurance Co. in
Boston; Employers Reinsurance
Corp. in Overland Park, Kan.; Uni-
versal Security Insurance Co. in
Glendale, Calif.; Fireman's Fund In-
surance Cos. in Novato, Calif.; In-
ternational Insurance Co. in Chi-
cago; and Constitution State
Insurance Co. in Hartford, Conn.

Admiral is a market for excess
casualty and umbrella business for
M&C. Mr. Keul notes that M&C is

one of the insurer's leading pro-
ducers.

First State, Industrial Un-

derwriters Insurance Co. of Dallas
and Lloyd's of London underwriters
are M&C markets for excess ca-
sualty, umbrella and property cov-
erage, while Allianz is a major prop-
erty market.

Mr. Keul notes that the market
for directors and officers liability
and errors and omissions coverages,
which has been virtually non-exis-
tent during the past 18 months, is
starting to come back. As a result,

'When the market

gets soft, there's
renewed interest in

program business,'
Mr. Keul says

M&C may do more business this
year with Evanston Insurance Co. in
Evanston, Illl.

Evanston fell out of M&C's group
of top markets in 1986 because of
the insurer's shift away from D&O
and E&O business, Mr. Keul ex-
plains.

New to the list of M&C's largest
markets in 1986 were Fireman's
Fund and Employers Re.

Mr. Keul says that M&C actively
courted Fireman's Fund because of
its reputation as an outstanding
company. "We specifically went out
and developed them," he says, ad-
ding, "They're a first-class opera-
tion.”

M&C places property and excess
liability risks with Fireman's Fund.

Employers Re made the list be-
cause of an increase in excess work-
ers compensation insurance M&C
was asked to place; Employers Re is
a major market for such coverage.

Three regional insurers also made
the list of M&C's top companies in
1986: Universal Security, Constitu-
tion State and International.

M&C places mostly primary ca-
sualty business with Constitution
State and excess casualty accounts
with Universal Security and Inter-
national.

Mr. Keul says M&C is placing
renewed emphasis on Lloyd's un-
derwriters. He says M&C has been
successful in using the London mar-
ket in the past but adds he hopes to
place more business in London this
yvear.

Mr. Keul says that the softening
market may mean that program
business may come back to the sur-
plus lines market.

"When the market gets soft, then
there's renewed interest in program
business," he says, noting that
M&C, like other surplus lines bro-
kers, is looking into potential new
insurance products, although it
currently does not have any
planned.

Generally, Mr. Keul says M&C is
placing some emphasis on property
business.

"We are writing more property
business, but those lines of cover-
age have had as much or more com-
petition than the casualty business,
so it's difficult,” he says.

M&C holds binding authority for
Western World Insurance Co. in
Ramsey, N.J.; 'Guaranty National
Insurance Co. in Englewood, Colo.;
and Scottsdale Insurance Co. in
Scottsdale, Ariz.

M&C has offices in Los Angeles;
Boston; Detroit; New Orleans; Buf-
falo, N.Y.; Hartford, Conn.; New
York; Charlotte, N.C.; Honolulu;
Philadelphia; Chicago; Houston;
Sacramento and San Jose, Calif.;
Columbus, Ohio; Indianapolis; San
Francisco; Dallas; Kansas City, Mo.;
and Denver.

M&C is not planning to open any
new offices this year.

Principal officers in addition to
Mr. Keul are: Michio Nekota, War-
ren Miller and Robert Angle, re-
gional vps, and Robert T. Ricketts,
underwriting vp.

Mr. Ricketts was formerly the
manager of M&C's San Jose branch
and was recently promoted to un-
derwriting vp.

Gus Doering Jr., former opera-
tions vp, is retiring this year. Mr.
Keul says he has not yet found a
replacement for Mr. Doering.

Mr. Keul says Mr. Doering was a
"tremendous asset" to the company
and his departure will be a "huge
loss."”

M&C is a member of both
NAPSLO and AAMGA.

-By Robert A. Finlayson



Stewart Smith Holdings Inc.

123 William St., New York, N.Y.
10038; 212-964-2929

1986 1985
Premium volume... $401.000,000 $299,000,000
Gross revenues...... $24,100,000* $20,800,000
Employees 250 230
Commercial lines.. 100% 100%
Admitted business 25% 25%
Non-admitted. 75% 75%

-Bl estimate

The parent of Stewart Smith
Holdings Inc. may be about to be
acquired by a large British broker,
but the New York-based wholesale
brokerage remains proudly inde-
pendent, its chairman stresses.

Willis Faber P.L.C., the second-
largest British broker, plans to
purchase Stewart Smith's parent
Stewart Wrightson
Holdings P.L.C., for more than
$450 million, giving Willis Faber
its first major U.S. affiliate (BI,
July 6).

However, Stewart Smith does
not have any relationships with
U.S. companies that could be com-

promised by the merger, says
Chairman Patrick J. Osborn.

company,

"We've jealously guarded our in-
dependence from ownership by any
American inter-

ests, because we . . -
felt that any such //&4- t
ownership would ' -

*x

forts to provide -
objectivity with- —-\'

out any conflict,” —1
he says.
11 H
~o Lhere. wilLhe.lL ]
with our existing Mr. Osborn

clients,” adds
Jeremy D. Cooke, president of
Stewart Smith East, one of the four
units that operate under the Stewart
Smith Holdings umbrella.
Mr. Osborn said no decision has
been made as to precisely how two
Willis Faber sur-
plus lines bro-
kerage subsi-
diaries in the
United States-
Global Special
/&, Risks Inc. in San
Francisco and
C McAlear Associ-
ates Inc. of
Grand Rapids,
Mich.-will be
absorbed under
the Stewart Smith umbrella.

But while the two subsidiaries’

Mr. Cooke

operations may not necessarily be
integrated with Stewart Smith's
wholesale operations, the merger is
likely to have at least a "synergis-
tic" impact because they will be
under the group's ownership, says
Mr. Osborn.

"It will obviously increase the
lines of coverage and also the geo-
graphical presence of the combined
group,” he says, noting that Global
Surplus Lines, for example, special-
izes in Southwestern and Western
energy business.

Third-ranked Stewart Smith's
premium volume mcreased 34.1% in
1986 to $401 million from $299 mil-
lion in 1985, making it the third-
largest surplus lines broker.

The increase, however, was at-
tributable to the purchase of two
surplus lines brokers: Major Sur-
plus Holdings of New York, which
had 1986 premium volume of about
$80 miillion, and S.L. Alexander Inc.
of Los Angeles, which reported a
1986 premium volume of about $35
million (BI, Feb. 23).

Although purchased later, both
companies' 1986 premium volume is
reflected in Stewart Smith's results
as of Jan. 1, 1986. Mr. Cooke re-
mains Major Surplus Line's presi-
dent.

Without these acquisitions,
Stewart Smith's premium volume
would actually be about 15% to 20%
less, says Mr. Osborn.

In fact, the company reported a
16.7% drop in premium volume for
the first six months of 1987 to
$172.7 million from $207.3 million.

Stewart Smith does not release
its gross revenues. However, Bl esti-
mates 1986 gross revenues of about
$24.1 million, or about 6% of premi-
ums, compared with $20.8 million,
or 7% of premiums, in 1985.

"It's been a difficult six months
in the sense that the traditional ad-
mitted insurers are again pursuing
lines of coverage and particular ac-
counts for which they had no ap-
petite in the past two years,” Mr.
Cooke says. "We have lost some re-
newals, not to the competitors or
surplus lines markets but to the
standard markets.

"This comes as no surprise to us
and is to be expected, when one
considers that a year ago the sur-
plus lines market was at its most
dominant.”

In particular, more business is
being written by American Inter-

to the regular benefit.

national Group Inc. of New York;
Crum & Forster Insurance Cos. of
Warren, N.J.; The Travelers Corp.
of Hartford, Conn.; and Liberty Mu-
tual Insurance Co. of Boston. This
thrust is particularly significant for
umbrella coverages, he says.

"It would appear they are taking
much larger net lines and are now
offering both $5 million and $10
million limits in the umbrella area,”
says Mr. Cooke.

With high excess liability insur-
ance limits now being offered by
alternative facilities like Cayman
Islands-based A.C.E. Insurance Co.
Ltd. and Barbados-based X.L. In-
surance Co. Ltd., wholesalers are
being forced into the "
window of opportunity,” or the first
$25 million or $50 million layer of
excess liability coverage, he says.

In evaluating Stewart Smith's fi-
nancial results, Mr. Cooke says,
"Frankly, we are pleased in view of
the difficult marketplace and new
competitive era we seem to be en-

narrower
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tering into once again."

As much as 40% of the premium
volume generated by some Stewart
Smith offices are the result of new
business, though these gains are
being somewhat offset by rate de-
creases, says Mr. Cooke.

Despite the greater level of com-
petition, "we're still seeing even
more business" because the retail
broker -wants no stone unturned
in order to canvass the market," he
adds. While two years ago, two in-
surer quotes for any particular risk
would have been sufficient, retail
brokers are now seeking as many
as 10, he says.

The softening market, however,
does present opportunities for new
products, Mr. Cook points out.

Over the past three years, the
marketplace has been "so dis-
tressed" that surplus lines brokers
have had their "hands full" merely
placing their regular lines of busi-
ness, let alone introducing new
products, he says.

Lifeline

It's simple-seat belts save lives! In fact, the CNA Insurance
Companies believe so strongly in seat belts that we're
putting our money on them with our unique Group
Voluntary AD&D policy"Safe Driving Benefit Option:'
Here's how it works. If an enrolled employee or family
member is killed, suffers dismemberment or other
insured loss while wearing a seat belt in a covered
vehicle, CNA will pay the Safe Driving Benefit in addition

An important qualification is that the driver cannot be

Now, as the marketplace becomes
more competitive, brokers must in-
troduce innovative products, he
says. "l think you will see new prod-
ucts being developed over the next
12 months by Stewart Smith."

Stewart Smith already has ar-
ranged an exclusive excess asbestos
removal liability insurance facility
in the London market for both dem-
olition contractors and asbestos
abatement companies. The facility
can provide limits of up to $10 mil-
lion excess of $1 million.

In the errors and omissions area,
one of Stewart Smith's specialties,
the broker also is developing a
product for asbestos abatement in-
dustry consultants and planners,
notes Mr. Cooke.

Another new Stewart Smith prod-
uct is an executive compensation
product, which insures executives'
"golden parachutes"” in the event
they are successfully challenged in

court.

Continued on nezt page

intoxicated or under the influence of drugs at the time

of the accident.

Available now, you can add our Safe Driving Benefit to
your company's CNA Group Voluntary AD&D policy at no

additional premium charge.

This new benefit demonstrates CNAs continuing
commitment to our insureds' health and welfare. We urge
you to take advantage of it for your employees and your
company. Contact your CNA Special Risks representative

for details.

CNA

For All the Commitments You Make®

Coverage is provided by Continental Casualty Company, one of the CNA Insurance Companies.
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The broker has offered limits of up
to $10 million, depending upon the
size of the executive compensation
package.

The controversy over the claims-
made policy form issue has pre-
sented Stewart Smith with oppor-
tunities for new business as well.
Gaps can develop as a result of cli-
ents switching back to an occur-
renee policy from a claims-made
form, says Mr. Cooke, adding that
"we have been successful in pro-
viding coverage to fill some of
these potential gaps.”

While Stewart Smith places all
types of commmercial property/ca-
sualty risks, it specializes in avi-
ation, directors and officers liabil-
ity and E&O coverages.

Aviation insurance alone ac-
counts for about 7.5% of the bro-
ker's business. Stewart Smith is
"still one of the only wholesalers
left of any consequence dealing
with substantial aviation busi-
ness," says Mr. Osborn.

"More domestic markets are
willing to write aviation business
that used to find its way to the
London market,” he says.

While primarily a broker, 7.5% of
Stewart Smith's business comes as
a managing general agent. New
York-based Special Program Man-
agement, a Stewart Smith unit,
acts as an MGA for two units of
Stewart Wrightson Insurance Co.
Holdings Inc., a subsidiary of
Stewart Wrightson Holdings.

Special Program Management
serves as an MGA for Associated
International Insurance Co. of Los
Angeles for directors and officers
liability insurance and for pension
fund managers' liability insurance.
It also acts as an MGA for New
York-based Calvert Insurance Co.
for D&O insurance for non-profit
institutions. Stewart Smith pro-
duces about 20% of the business
accepted by these companies.

Stewart Smith's MGA business
also includes various business
written from its Dallas office on
behalf of Constitution State Insur-
ance Co. of Hartford, Conn., and
railroad protective insurance writ-

ten on behalf of Lloyds syndicates.
About 75% of Stewart Smith's

business is written on a non-ad-
mitted basis, while 25% is admit-
ted, about the same as a year ago.
Markets used on a national basis
by Stewart Smith include First
State Insurance Co. in Boston; un-
derwriters at Lloyds; Columbia
Casualty Co. in Chicago; Califor-
Nnia Union Insurance Co. in Los
Angeles; Admiral Insurance Co. in
Cherry Hill, N.J.; Harbor Insur-
ance Co. in Los Angeles, Lexington
Insurance Co. in Boston; St. Paul
Surplus Lines Insurance Co. in St.
Paul, Minn.; and Crum & Forster
INnc. units, in Morristown, N.J.
"The key to being a successful
surplus lines broker is to target
and market your risk intelligently
because certain insurers have dif-
ferent appetites for different types
of risk," explains Mr. Cooke. A

GENERAL AGENT

(WHOLESALE)
TRUCK PROGRAM
Admitted and non-admitted
markets available to established
GA, MCA and E+S Brokers
with established transportation
book of business.
Richard D. Slautterback
Chairman

Telex: 80-4319

AMenCAN TRUCK
—_— = o=

P.O. Box 105257 Atlanta, GA 30348

© 1987 American Truck Underwriters, Inc. ®
All Rights Reserved

knowledge of where to go with a
particular risk is crucial, he says.

'We do not believe in a shotgur__
approach b marketing business.”

Stewart Smith iid not place any
business Fith insurers that went
out of business last year, notes Mr.
Osborn. . , ,Ne have very strict
guidelines about the security we're
willing to use, and we were not af-
fected by insolvencies in 1986."

Major brokers are accounting for
a somewhal diminishing share of
Stewart Smith's business, says Mr.
Osborn. "When the market goes
soft, the major brokers don't neei
the independent wholesaler so
much,' he explains.

Instead, Stewart Smith is con-
centrating very much on business
produced by smaller brokers th: t
generate about $5 million to $25
million in annual premium volume,
says Mr. Osborn. The company
does business with 2,500 brokers.

'Clearly, whilst we enjoy and
encourage tusiness from the ma-or

alphabet houses, our thrust is
going to be on continuing to do
business with and servicing the
privately owned indepEndent re-
tailers,"” says Mr. Cooke

"We have the products and ex-
pertise they need, and they proba-
bly need it in both a soft and a
tight market cycle,"” he adds.

' As for what stage the market is
in now. Mr. Osborn says, "We're
really in a very, very unique mar-
ket at the moment,” axplaining
that some business i: being ren-
ewed at increased rates, some at
the same price and some at rates
up to 30% lower.

"It's a market that is very diffi-
cult to quantify,” he sa>s.

"l think it's fair to sg.y the mar-
ketplace is still trying :0 find it-
self," agrees Mr. Cooke, stressing it
would be incorrect to describe it as
soft. "We're simply trying to find
out where we're going."

Mr. Osborn and Mr. Cooke say
the market has undergone some

significant changes during this re-
cent hard market. A great many
buyers that either became self-in-
surers or increased their retentions
over the last two years are not
changing their strategy, despite the
more competitive rates offered by
insurers this year. "They've gotten
used to the idea" of larger reten-
tions, they add.

"I think the market will get
softer,"” Mr. Cooke predicts. Insur-
ers' loss ratios will deteriorate and
investment income will not make
up the deficit, he says.

The market will harden in mid-
1989, he adds, though not to the
sarne degree as it did in the mid-
1980s because the "low side" won't
be as severe this time around.

The increased amount of risk re-
tained by insurers is a key reason
why market swings will not be as
severe, says Mr. Osborn. "The rein-
surance market had a tremendous
impact previously, and | think it
will have less of an impact now be-

cause the big insurers are prepared
to take much bigger retentions."

Stewart Smith has no acquisi-
tion plans at the moment, -al-
though we're always open to ac-
quisitions if they're the right fit."
The firm increased its number of
employees by 20 to 250 in 1986.

Besides Stewart Smith East, the
other three corporations operating
under the Stewart Smith umbrella
are Stewart Smith West in Los An-
geles; Stewart Smith Mid-America
in Chicago; and Stewart Smith
Southwest in Dallas.

Stewart Smith also has offices in
San Francisco and Sacramento,
Calif.; Prescott, Ariz.; Boston;
Philadelphia; and Pittsburgh.

Other principal officers include
John R. Rogers, vp-finance. Eugene
Eisenmann heads Stewart Smith
Southwest, while Edward Casey

heads its West Coast operation.
Stewart Smith is a member of
both NAPSLO and AAMGA.

-By Judy Greenwald

ToALot Of Insurance

This V\Is A Stop Sign.

Most insurance companies view heavy construction as a
risky business. And when R.E. Hazard Contracting Company
applied for liability and workers' compensation coverage three
years ago, insurers saw Hazard
the same way Trouble, waiting
to happen.

But Argonaut took a closer

look and saw something more.

in the industry

Hazard ever since.

To provileworkers'comp and liabilit couergefor a cons*uction project
that employs dozens of trades takesfleribili a,.-d Yesourc*Iness. It takes i

company like Argorsut

One ofthe best safety records

And we've been insuring



Alexander Howden

North America Inc.

1705 Commerce Drive, Atlanta, Ga.
30318; 404-351-5880

1986 1985*
$365,000.000 $238,793,516
$24,800,000 $19,456,380

Premium volume...

Gross revenues...

Employees.............. 246 256
Commercial risks.. 100% 100%
Admitted business 60% 70%
Non-admitted. 40% 30%

* 1985 figures are based on results from the

five entities that merged to form Howden
North America.

A teamwork philosophy and sys-

tem of "networking" accounts will
make Alexander Howden North

America Inc. the best wholesale
brokerage in the business, says its
management.

The Atlanta-based subsidiary of

Alexander & Alexander Services

Inc. has a unique approach to ser-

vicing its clients, says the com-
pany's new president, and that was
part of the lure that brought him to
the helm of the fourth-largest

wholesale broker in the Business In-

surance ranking.

-—--.1.whot-es--
/A .-, - dent and chief

n/———- S| operating officer
- M of Dallas whole-

ates Inc. to take
- the same position
with Howden

Mr. Hanna North America
on July 1, said he
joined the company -because of the
combination of people, business
philosophy and direction that the
company is moving."

"This company has the capabil-
ity to be second to nobody in its
ability to place large property/ca-
sualty and energy accounts.”

Howden North America relies on

Companies,

Argonaut looks at the company k] r
not the category The specifics, not

Our loss control plan makes
your project a safety zone.

won't:

the stereotypes.

a system it has labeled "net-
working," which aims to put cli-
ents in the hands of brokerage per-
sonnel best suited to place the
business with underwriters who un-
derstand and are willing to write
the coverage. When business is ac-
cepted in one of 10 offices that make
up the Howden North America net-
work, it is either handled there or
channeled to the location best
equipped to service the account.

As for the success of networking,
"The results speak for themselves.
It works," Mr. Hanna says.

Those results: Howden North
America, which was formed only
last year, generated premiums to-
taling $365 million in 1986, a 52.8%
increase compared with $238.8 mil-
lion in premiums produced in 1985
by the five entities that united to
form the company.

Gross revenues increased to $24.8
million, up 27.2% from the $19.5
million recorded in 1985 by the
companies that came together to

ROAD

CONSTRUCTION

AHEAD

Because every cup ,-* .
tomer is unique. And 1' 1

every situation demands
the responsiveness and , .vyi, « ,

flexibility that a com-
pany ofour size and

not yourcategmy

form Howden North America.
"Last year, we exceeded our ex-

pectations,"” remarked Chairman
Daniel E. Kestenbaum.

Howden North America is hav-
ing another good year in 1987, Mr.
Kestenbaum observed. "We're quite
pleased with our results, given the
significant soft-
ening of the mar- ./
ket.”

Executive VVp '

Robert B. Clay *@*.061.2.'

ticipate exceed- .:9#RMITT - '-
ing $400 million" 34,j,if' 5

m premivmin iviEWA1. T

1987.
The five com- all .11

panies that Mr. Kestenbaum
banded together

to form Howden North America in-
cluded Alexander Howden Insur-
ance Services, a surplus lines broker
and managing general agency spe-
cializing in mid-sized accounts, and
Alexsam Inc., a wholesaler that spe-

14 559*M-j»r>, + »zip .

To get more projects offtheground. welookatyourcompany

resources is ideally equipped to provide.
Call (415) 326-0900 and talk to our president,
Michael Crall. He just might get you what a quick once-over

The high sign.ArgOnaut

cialized in large property/casualty
accounts.

While those two companies no
longer exist, the remaining three
units are still in place as Howden
North America offices. They are II-
linois R.B. Jones, a Chicago-based
MGA and surplus lines broker; Eyl
& Gordon Insurance Brokers in New
York, a wholesaler specializing in
jewelers block, fine arts and pre-
cious metals coverages; and Alex-
ander Howden Ltd. in Toronto,
which specializes in utility and en-
ergy-related accounts.

Along with the Atlanta, Chicago,
New York and Toronto locations,
the brokerage's network encom-
passes offices in Boston; Cleveland;
Dallas; Newport Beach, Calif.;
Cherry Hill, N.J.; and Seattle.

The New Jersey office, which
Howden North America operates as
its mid-Atlantic regional base, was
formerly J.J. Francis & Associates.
The office was acquired last April
and renamed Francis Brokerage
Services.

After deciding to establish the
Cherry Hill operation as a base for
the area, Howden North America
sold its Columbia, Md., office to
Burns & Wilcox Ltd., a Southfield,
Mich.-based underwriting manager.

Howden North America plans to
open a new office in San Francisco,
by year-end, Mr. Kestenbaum said.

The company's growth this year,
despite the softening commercial in-
surance market, is coming from "a
tremendous amount of new busi-
ness," Mr. Kestenbaum said. "And
it's coming from all over the coun-
try; there is no particular region
that we feel is responsible."

He added, "In order to be sue-
cessful in a soft market, you have to
sell your way through it."

Mr. Clay pointed out that How-
den North America has "a very
strong sales effort underway. . . .\We
are employing what we refer to as a
‘critical few' concept in getting our
business.”

He explained that Howden North
Arnerica's "sales effort is directed
toward a core group of agents that
control mid- to large-sized commer-
cial property/casualty accounts.
These are generally the alphabet
houses and large regional

agents. .
we refer to them as our ‘critical few’

. .These are our clients and

agents. We hav.e a very, very strong
sales effort directed towards those
agents."

Mr. Hanna explained that the
brokerage is viewing the more com-
petitive market as an opportunity to
increase its business and is making
sure employees don't develop a bad
attitude during the current cycle.

Continued on next page

Bonds

OUR SERVICE KNOWS
NO BOUNDARIES.

***Dr J
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Whether you are located in Anchorage,
Alaska or Hartford, Connecticut, you will
receive the same outstanding service.
Service only Rucker & Associates can
give you. Our bond professionals are at-
tentive to your bond needs and respond
to them quickly. No matter where you do
business, Rucker & Associates offers the
surety bonds you need.

RUCKER &
ASSOCIATES

Managing General Agents

P. 0. Box 1919
Carrollton, GA 30117
NATL 800-221-1787

GA 800-558-4271
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There are pitfalls in a soft mar-
ket that could cause personnel to
stumble, he pointed out. "We're
trying to condition our people not
to use the soft market as an excuse
for failure, That's what happens.”
Instead, he said, employees are
being coached to look at the cur-

rent soft market as "a fantastic

opportunity,” Mr. Hanna said.
"There are mere accounts in the
market seeking better terms. That
means more opportunities to be
successful. Thus, We have to con-
dition our people to handle those
accounts more efficiently since
there will be less income on each
account.”

Brokers can easily develop nega-
tive attitudes if they are simply
told they must handle twice as
many accounts to produce the same
premium volume as before he said.
"And a lot of people sit back and
take that negative attitude, and

their results show it. We're not

American international Group challenges

going to let that happen.”

Mr. Kestenbaum said Howden
North America is banking on its
past performance to retain clients'
business during the soft market.
No matter what the market condi-
tion, the brokerage has "tried in
our corporate culture from our in-
ception to provide a high level of
service to those who value it."

The softening in the market
began with increased competition
for property accounts earlier this
year and has spread to sorne ca-
sualty risks. On the casualty side,
"the rule of thumb is, the shorter
the tail, the softer it is,"” he noted.

Growth for Howden North
America is coming from both prop-
erty and casualty accounts.

"This may surprise some people,
but we are a very large wholesale
property broker," Mr. Clay re-
marked. "We don't have real good
figures on our competitors, but we
feel we are one of the largest
wholesale property brokers in the

(o]0

country.”

The brokerage expects to gen-
erate $ 100 million in property in-
surance premiums this year, ac-
cording to Mr. Kestenbaum.

On the casualty side, Howden
North America expects a new prod-

uct to sell well in
a recovering en-
ergy economy.
"We have a fa-
cility to handle
excess liability
on construction
wvwrap-—up
projects,"” said
Mr. Hanna, ex-
plaining that the
Mr. Clay program pro-
vides limits of
$45 million excess of $5 million.
"That is available to us through
London." The program is designed
for single-project construction risks
and covers all the contractors in the
job. It can be written on a claims-
made or occurrence form.

AIR IJHALLINSES YOU
m immil ouT Youn HEST
INIL FERS AND TENNIS MAYERS

Mr. Hanna said he is "extremely
optimistic" about the recently or-
ganized facility "because of what
is happening in the economy. There
was a general slowdown of con-
struction projects when the price
of oil dropped. So many of the fa-
cilities that need this are energy-re-
lated: utilities, refineries and petro-
chemical plants."

Mr. Hanna said he expects more
energy-related plants to be built as
the price of oil rises. "And, we're
starting to see nnore activity than
we were a year ago."

Howden North America continues
to offer one of its rnost successful
products: long-haul trucking liabil-
ity coverage through a joint venture
with Home Transportation Agency,

a unit of The Home Insurance Co.

Under the program, Howden
North America acts as an under-
writing manager for The Home,
generally writing liability insurance
up to a limit of $1 million. However,
higher limits can be arranged, Mr.

teams will compete in elimination

tournaments.

all organizations in the insurance industry
to pit their golf foursomes and tennis dou-
bles teams against the best the industry
has to offer during the weekend of Sep-
tember 11-13 at the Mount Mansfield

Resort in Stowe, Vermont.

The weekend will begin with a special AIG
product seminar and talk by top AIG ex-
ecutives on Friday afternoon and continue
on Saturday and Sunday with golf at Mount
Mansfield's Stowe Country Club and ten-
nis at the Mount Mansfield Racquet Club.

The first day's golf competition will be a
best ball scramble, and on Sunday, corpo-
rate foursomes will compete for the Chal-
lenge golf championship. Saturday's
tennis competition will indude a doubles
round robin tournament, and on Sunday,
men's, women's, and mixed doubles

Please mail to:

AIG insurance industry Golf and Tennis Challenge
70 Pine Street; Department A
New York, NY 10270

insurance organizations can enter one golf
foursome and tennis doubles teams in

each division, but hurry. Only a limited
number of teams will be accepted, and
you wouldn't want to be the one who
missed the Challenge.

To find out more about entering golf or

tennis teams, please send in the coupon
below, or call Ron Berenson at (212)

770-3157.

AIR Insumme Industry
Bulf andTennS Blialkinge

NAME
COMPANY
ADDRESS
CITY

STATE ZIP CODE

TELEPHONE NUMBER

Clay noted, and a reinsurance treaty
is being arranged that would allow
buyers to purchase $1 million excess
of $1 million.

Mr. Clay said, "We got it off the
ground in 1986 and we are pleased
with the results.”

In 1986, the trucking risk pro-
gram generated around $25 million
of annualized premiums. This year,
it should produce from $35 million
to $40 million in annualized premi-
ums, according to Mr. Clay. The
business represents 7% of Howden
North America’'s total business.

The brokerage also has re-estab-
lished a liability insurance facility
for railroad contractors that it had
discontinued temporarily when ca-
pacity tightened. Written through
Illinois R.B. Jones, the program pro-
vides per-occurrence liability limits
of $5 million, with a $10 million ag-
gregate limit. The coverage, written
on a claims-made form by Lloyd's of
London syndicates and other Lon-
don companies, requires a minimum
premium of $9,000.

Ilinois R.B. Jones also offers spe-
cialty contracts written in the Lon-
don market that include errors and
omissions coverage for architects
and engineers, seedsman's E&O
coverage and an excess medical
stop-loss insurance program for
self-insured employers.

Howden North America continues
to work closely with its sister com-
pany Alexander Howden Ltd. in
London, Mr. Kestenbaum noted.

"Our integration and synergism
with our sister company in London
provides both sides with a level of
service, responsiveness and team-
work that none of our competitors
possess. For the client's benefit and
the retail broker's benefit, net-
working not only includes-but em-
phasizes-the London connection,”
Mr. Kestenbaum said.

One type of coverage Howden
North America no longer offers is
financial guarantee insurance for
banks to cover personal automobile
loans. The coverage was written
through the brokerage's banking di-
vision in Atlanta, which was dis-
continued last year.

Apart from the 7% of its business
Howden North America places as
an underwriting manager, another
8% is written as a managing gen-
eral agent. Mr. Clay said those per-
centages should remain about the
sarne in 1987.

The 8% MGA business represents
coverage written for Lloyd's syndi-
cates and a small amount of pri-
mary liability and property busi-
ness Howden North America binds
on behalf of Scottsdale Insurance
Co. in Scottsdale, Ariz.

Howden North America places
85% of its business as a brokerage
for insurers, inEluding: Interna-
tional Insurance Co. of Chicago; Ad-
miral Insurance Co. of Cherry Hill,
N.J.; St. Paul Surplus Lines Insur-
ance Co. of St. Paul, Minn.; Na-
tional Union Fire Insurance Co. of
Pittsburgh, Pa.; Lexington Insur-
ance Co. of Boston; First State In-
surance Co. of Boston; California
Union Insurance Co. of Los Angeles;
Fireman's Fund Insurance Co. of
Novato, Calif.; Columbia Casualty
Co. of Chicago; units of Philadel-
phia-based CIGNA Corp.; the llli-
nois Insurance Exchange in Chi-
cago; and RLI Insurance Co. of
Peoria, Ill.

Altogether, 60% of the broker's
business is insured by admitted in-
surers and the remainder is with
non-admitted companies. All the
business produced by Howden
North America is commercial.

There were 246 employees at
Howden North America at the end
of 1986, seven fewer than in 1985.

In addition to Mr. Kestenbaum,
Mr. Hanna and Mr. Clay, principal
officers at Howden North America
are: Dennis Rupp, Richard Ruhe
and Roger Ruppe, executive vps,
and Dave Wolf Jr., vice chairman.

Howden North America is a mem-

ber of AAMGA and NAPSLO.

-By Michaet Bradford



Victor O. Schinnerer

& Co. Inc.

5028 Wisconsin Ave. N.W., Wash-
ington, D.C. 20016; 202-885-9500.
1986 1985

Premium volume... $527,000,000 $268,000,000
Gross revenues..,.. $44,795,000* $34,840,000*

Employees. 292 164
Commercial lines.. 100% 10096
Admitted business 98% 98%
Non-admitted. 2% 2%

*81 estimate

With its best year ever under its
belt, Washington, D.C.-based un-
derwriting manager Victor O.
Schinnerer & Co. Inc. is poised for
further growth.

In 1986, Schinnerer's premium
volume virtually doubled for the
second year in a row.

Schinnerer's 1986 premium vol-
ume of $527 million is a 96.6% leap
from 1985 premium volume of $268
million. In 1984, the underwriting
manager posted $144 million in
premiums.

This tremendous increase in
business has catapulted Schinnerer
to the No. 1 spot in the Business
Insurance ranking of underwriting
managers and managing general
agents, compared with the com-
pany's No. 3 ranking in 1985 and
No. 6 position in 1984.

While premium volume growth
last year was helped considerably
by the purchase of ENCON Insur-
ance Managers Inc., a Canadian
underwriting manager, growth is
shooting ahead this year without
the aid of any acquisitions.

During the first six months of
1987, Schinnerer, a Marsh &
McLennan Cos. Inc. subsidiary,
produced premium volume of $287
million, up 30.3% from $214 mil-
lion during the same period in
1986.

If business continues to increase,
it is possible that Schinnerer's pre-
mium volume this year could ap-
proach or hit the $600 million
mark, company officials say.

Reaching that level would be a
heady achievement for an under-
writing manager whose premium
volume was just $125 miillion four
years ago, and whose growth rate
slowed substantially during the
soft market of the early 1980s.

"1986 was a great year. . .an ex-
citing year that exceeded all ex-

pectations,"”
beams Schin-
»044 nerer Senior vp
Douglas C.

4056° 1 Do

"

EI)86 as "bell-

wether years" in

which Schin-

i ™l nerer reaped the

Mr. Dolan fruits of its his-

torie, consistent
underwriting philosophy.

During the soft market of the
early 1980s, Schinnerer was pre-
pared to lose, and in fact did lose,
business to competitors because it
refused to get on price competition
bandwagon and continued to price
coverage according to risk and loss
experience.

Schinnerer's insurers fully sup-
ported the underwriting manager's
decision not to follow the price-cut-
ting leaders, Mr. Dolan says.

"Our carriers support our posi-
tion of responsible underwriting
and pricing. If that means letting a
significant part of business go, we
would rather do that than follow
the market down," he explains.

To illustrate Schinnerer's under-
writing philosophy, Mr. Dolan
draws a line in which rates closely
follow experience compared with
the underwriting line of competi-
tom that resembles a roller coaster
going up and down as the market
alternately softened and hardened.

Just as Schinnerer eschewed un-
iustified rate cutting during the soft
market, it doesn't raise rates just

because the market tightens.

"We don't raise prices »hen
things are tight) to what the mar-
ket car__ bear or take. On the same
token. during the soft market, we
don't fcl-low prices down. We are
kokir.g for a long-term stable ride
rath€i than the typical roller coa-
ster,' Alr Dolan said.

This long-term and steadiast
commitment to sound underwriting
have been beneficial to both biyers
and insurers, he points out.

"Dzring the soft market we had
not Engaged in ruinous price-cut-
ting and our carriers' capital base
was not eroded," Mr. Dolan saic

"Whiie we suffered somewhat
during the soft market of 1979 to
mid-1984 sticking to our long-:erm
outloik now has paid off," he
added.

While insurers that didn't price
according to risk during the soft
market had to raise prices drasti-
cally or exit various product lines,

Continued on next page
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Schinnerer's insurers were ready
to do business when the market
tightened. "Our carriers were es-
sentially prepared to give us as
much capacity for as much well-
written business as we could pres-
ent," said Mr. Dolan.

Now, as the commercial insur-
ance market again begins to soften,
Schinnerer is not changing its
strategy.

"The market is already begin-
ning to soften again in a lot of
areas," he said, adding that by the
end of 1987 or beginning of 1988
Schinnerer will lose some business
to price-cutting competitors.

For example, Schinnerer expects
premium growth for excess hospi-
tal professional liability business
to be flat because companies will
re-enter that market and charge
lower rates than Schinnerer to gain
market share, Mr. Dolan said.

"But, we are not going to follow
(the price-cutting) leaders,"” he
said.

Business still is booming in
Schinnerer's architects and engi-
neers professional liability pro-
gram offered under an exclusive
arrangement with CNA Insurance
Cos. of Chicago.

During the last year, premium
volume for architects and engi-
neers professional liability cover-
age just about doubled, Mr. Dolan
said. The reason for that growth:
While competitors, burned in the
soft market withdrew, cut back
coverage or raised rates by 200% or
more, Schinnerer raised rates by

11% last year and has planned no
rate hikes for 1987.

And with coverage limits of $15
million, Schinnerer's architects
and engineers professional liability
program offers a higher limit than
any competitor, Mr. Dolan said.

"While $15 million is usually
more than enough coverage, Schin-
nerer has been able to put together
higher limits on big projects,"” he
said.

Schinnerer's architects and engi-
neers professional liability pro-
gram-now in its 31st year-is en-
dorsed by the American Institute
of Architects and the National So-
ciety of Professional Engineers.

Schinnerer holds a commanding
share-about 65%-of the archi-
tects and engineers professionat li-
ability insurance market, but more
competition could be on the hori-
zon: A group of architects and en-
gineers is attempting to organize a
risk retention group to cover pro-
fessional liability exposures (B,
June 8). However, Mr. Dolan ques-
tions the need for such a risk re-
tention group and whether such a
group would be viable.

"The Schinnerer architects/engi-
neers program is based on actuar-
ial, justified rates. So, a risk re:en-
tion group set up at lower rates
would, almost by definition, self-
destruct,” he says.

But, he adds, risk retention
groups can fill a definite need
when the commercial insurance
market does not respond and pro-
vide the coverage that is needed.

For example, Schinnerer is the

Reinsumnce

B Pro essionals

For Professionals

RE

Facultative and Treaty

For the most professional solutions in reinsurance, talk to the

reinsurance professionals. Talk to IOA RE.
With over 30 years' experience as an underwriting manager and

intermediary, we've earned a reputation for innovative, forward-

underwriting manager for United
Educators Insurance Risk Reten-
tion Group Inc., which was re-
cently licensed in Vermont.

The United Ed program was or-
ganized to provide educational in-
stitutions with long-term, stable
excess liability and educators legal
liability coverage.

United Ed is offering $5 million
of excess liability coverage over a
retention of $1 million, with an ad-
ditional $10 million in excess cov-
erage available through American
Home Assurance Co. of New York.
The risk retention group also pro-
vides $5 million of educators legal
liability insurance.

Schinnerer also is the under-
writing manager for a similar pro-
gram-School, College & Univer-
sity Underwriters Ltd., or
SCUUL-that was established last
year in Bermuda (BI, Dec. 8, 1986).

Mr. Dolan notes that both United
Ed and SCUUL offer policy forms

specifically tailored to meet the
needs of educational institutions

and are broader than forms used in
the commercial marketplace.

Already, commercial insurers are
responding to United Ed and
SCUUL by cutting prices and mak-
ing coverage more available.

But Mr. Dolan hopes educational
institutions take a long-term view
and keep in mind that markets that
are now coming back and courting
educational institutions will again
leave the market when the under-
writing cycle hardens once again.

Schinnerer also is talking to var-
ious organizations about forming

thinking approaches to reinsurance challenges. And we've built a
solid record for providing sound professional solutions to any

reinsurance need.

Specializing in all forms of life, accident, and
health Reinsurance.

« Excess Medical « Catastrophe Excess Treaties « Special Risks
« Stop-Loss for Self-Funded Employee Benefit Plans « Stop-Loss for

Aviation Worker's Compensation « Aviation Accident - Admitted

Liability « Group Travel - Life

RE

For more information, contact
John W. Parker, Ir. President

8 Penn Center Plaza Suite 2300
Philadelphia, PA 19103

(215) 569-9595

Other offices in cities around the world.

risk retention groups for profes-
sional liability insurance, includ-
ing a group that would write medi-
cal malpractice insurance.

Premium volume produced by
Schinnerer's hospital excess pro-
fessional liability program in-
creased by about 80% in 1986 as
Schinnerer picked up a substantial
amount of new business when
other insurers left the market, Mr.
Dolan said.

This program, written through
Travelers Corp. of Hartford, Conn.,
provides up to $28 million of cov-
erage over retentions of $1 million
per claim/$3 million aggregate.

Just as Schinnerer dominates the
architects/engineers professional
liability insurance market, it is a
leading market for real estate
agents' errors and omissions cover-
age. Mr. Dolan estimates that
Schinnerer provides E&O coverage
to more than 120,000 real estate
agents, or 75% of the market.

The Travelers-insured program,
introduced in 1983 and endorsed
by the National Assn. of Realtors,
is olfered nationwide, with a $5
million policy limit.

Many real -estate agents, though,
can expect rate hikes as high as
90% this year, due to increased
claims frequency, Mr. Dolan said.
Rates for the coverage have not
been increased since 1985.

"Real estate E&O is a class of
business where rising consumer
expectations have resulted in more
litigation. Real estate agents are
looked upon as a source of com-
pensation for some perceived mis-
representation. A rate hike was
needed," Mr. Dolan said.

But Mr. Dolan hopes that future
rate increases can be moderated
with the start of a new loss preven-
tion program developed with the
Realtors.

Schinnerer also offers an E&O
coverage program for non-profit
organizations and a directors and
officers liability insurance pro-
gram for both for-profit and non-
profit organizations. The programs
are written by Federal Insurance
Co. of Short Hills, N.J., a unit of
Chu-ob Corp.

Limits provided by these pro-
grams range from between $5 mil-
lion and $10 million.

Schinnerer has no current plans
to re-enter the lawyers' profes-

sional liability insurance market.
It left that market in 1984 when

the insurer that wrote the Schin-

nerer program-United States Lia-
bility Insurance Co. of King of
Prussia, Pa.-dropped out.

Schinnerer made one acquisition
-a major one-in 1986 with its
purchase last October of ENCON
Insurance Managers, a Canadian
underwriting manager based :n Ot-
tawa that also has offices in To-
ronto and Dallas.

Established in 1962, ENCON is a
specialist in professional liability
insurance prégrams and maintains
the same underwriting philosophy
as Schinnerer, Mr. Dolan says.

"In essence, they are almost a
Canadian duplicate of us-E per-
feet fit," he says.

The acquisition "gave us an op-
portunity to expand into the Cana-
dian market-where we had not
been before-and gave ENCON a
significant opportunity to eipand
into the U.S.,"” Mr. Dolan said.

Terms of the acquisition were
not disclosed, but Mr. Dolan said
ENCON's premium volume for
1986 was in excess of $100 million.

Mr. Dolan says Schinnerer :s nei-
ther acquisition-hungry or acquisi-
tion-averse, noting that any cppor-
tunity would be judged
individually.

Schinnerer's employee roster has
expanded significantly in the last
year because of both the ENCON
purchase and increased hiring.
Currently, Schinnerer has 325 em-
ployees-the majority in Washing-
ton-up 85.7% from 175 emp_oyees
a year ago.

Schinnerer maintains offices in
New York, Chicago, San Frar cisco,
Dallas, Bermuda, Ottawa and To-
ronto.

Some 98% of Schinnerer's busi-
ness was written by admitted in-
surers in 1986, unchanged from
1985.

In addition, about 95% of Schin-
nerer's premium volume is gen-
erated as an underwriting manager
with less than 5% as a managing
general agent. Brokerage business
amounts to about 1% of E. chin-
nerer's premium volume.

Schinnerer also is a correspon-
dent for underwriters at Lloyd's of
London.

Schinnerer's principal oificers
are: J. Sprigg Duvall, president;
James R. Stevens, executive vp;
Merrill B. Walker, senior vp and
chief financial officer; Marshall A.
Ames, Paul L. Genecki, Thomas F.
Tucker, senior vps.

-By Jerry Geisel
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The London Agency Inc.

1230 W. Peachtree St. N.W., Atlanta,
Ga. 30309; 404-875-9641

1986 1985

Premium volume... $466,850,279 $205,600,000

Gross revenues... $16,853,403 $9,040,000
Employees. 185 174
Commercial lines. 100% 100%
Admitted business 93% 86%
Non-admitted. 7% 14%

The 70-year-old underwriting
box transplanted from Lloyd's of
London to the office of The London
Agency Inc. looks at first glance

like two oak church pews on each
side of a small altar.

AnNd from the looks of The Lon-
don Agency's 1986 results, man-
agement may have bent a knee or
two at the underwriting shrine.

Riding the crest of a hard market
cycle, the Atlanta-based subsidiary
of Crum & Forster Inc. watched its
premium volume and gross reve-
nues head toward the heavens as
it catapulted to the No. 2 spot
among underwriting managers/
managing general agents surveyed
by Business Insurance.

The London Agency recorded
premium volume of $466.9 million
in 1986, a 127% increase compared
with $205.6 million in 1985. Its
gross revenues jumped to $16.9
million, up 86% from $9 million in
1985.

And, in 1985, the agency's premi-
ums increased 85% from $110.9
million in 1984. Gross revenues in
1985 rose only 12% frorn the previ-
ous year's $8.1 million.

The growth in 1986, the agen-
cy's management says, is the re-
sult of a huge increase in the aver-
age premium size of the agency's
principal offering: commercial
umbrella policies written as a
managing general agent for Crum
& Forster units.

The average premium for a com-
mercial umbrella policy increased
to $86,000 in 1986 from $25,000 the

year before, ex-

15 plained James A.
/1Y - "% Dixon, president
C of The London
Agency. At the

same time, the

number:af:

frorn 1985.

¢

This explains
why The London
Agency needed to increase its staff
only 6.3% to 185 at year-end 1986
compared with 174 in 1985.

"We price the same product much
higher during a time when the in-
dustry permitted us to price the

product effectively,"” Mr. Dixon ob-
served.

Mr. Dixon

London Agency Chairman Steven
D. Smith added that the company
doesn't retreat

during a hard 1,6

market 8¥rﬁ’@r£ke 1

might.
"As a specialty

underwriter, we ~ _I - > O 1

poSIHON:<ng-Wellv
noted. "When the Mr. Smith
market is very

hard and there are few places for
producers to go, that's when we
tend to step forward and make our
resources available.”

The umbrella policy, written on
an occurrence form, provides ex-
cess liability limits of $1 million to
$5 million above $1 million of un-
derlying primary coverage. Most is
written on behalf of International
Insurance Co. in Chicago, another
Crum & Forster unit. Other C&F
units also write the coverage, in-
cluding United States Fire Insur-
ance Co., of Morristown, N.J.; North
River Insurance Co. of Mornstown,
N.J.; and Westchester Fire Insur-

ance Co. of Basking Ridge, N.J.

The umbrella coverage is written
on an occurrence form, while most
of the agency's competitors are
writing such business on a claims-
made basis, Mr. Dixon pointed out.

Although The London Agency has
never written the coverage on a
claims-made form, 'in the early
part of 1986, it was a considera-
" "ISO was still

talking about the utilization of
claims-made and a number of com-

tion," said Mr. Dixon.

panies had made the conscious deci-
sion on heavy products classes, mal-
practice, things of that nature, that
they were going to use claims-
made.”

Last year, the coverage generated
80% of the premiums handled by the
agency.

Buyers of the umbrella policy rep-
resent a broad range of commercial
risks, including contractors, mer-
cantile risks, hotels. motels, stores
and manufacturers. "We don't have

any one single classification that we
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'As a specialty underwriter, we often find

ourselves in a contrarian market position,' notes

Chairman Steven D. Smith.

'When the market is

very hard and there are few places for producers
to go, that's when we tend to step forward.’

concentrate on," said Mr. Dixon.

About 15% to 20% of premiums
are produced as "brokerage busi-
ness" for other markets, Mr. Smith
pointed out. Those markets include
Interstate Fire & Casualty Co. in
Chicago, Lexington Insurance Co.
in Boston and First State Insurance
Co. in Boston.

In addition, about 5% of premium
is placed with underwriters at
Lloyd's of London.

All the business handled by The
London Agency is commercial lines.

Last year, 93% of the premiums
were placed with admitted insur-

ers, compared with 86% the previ-
ous year. The amount of business
placed in the non-admitted market
fell to 7% in 1986 from 4% the
year before.

The changes in those figures do
not represent a decision to place
more business with admitted insur-
ers, said Mr. Dixon, but the im-
pact of the increase m premiums
for the umbrella coverage that is
written by admitted companies.

Apart from the umbrella program.
The London Agency also places

some excess property coverages and
inland marine risks.

Property limits available through
the agency vary greatly according to
the risk "We have extensive prop-
erty capacity," said Mr. Smith.

The London Agency specializes in
"medium to large premium-sized
accounts that also reflect medium-
to high-hazard exposures," he said.

But Mr. Dixon pointed out that
there are a few risks the agency is
not interested in handling, such as
"catastrophic” risks involving
chemicals, pharmaceuticals, explo-
sives or malpractice risks.

Mr. Smith explained that "we try
and stay in areas that we are com-
fortable with and try not to get out-
side our capabilities."

In 1986, 60% of the agency's pre-
mium volume came from wholesale
producers while the remainder was
from retailers. A "high percentage"
of the business from retailers was
from national organizations, ac-
cor(ling to Mr. Dixon.

Mr. Smith said The London

Continued on next page
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Agency expects premiun".l volume 'We are particularly Mr D'ixon said "I wou-ldn't say . The am0un-t of uncolle-ctable re'— | General Star Management Co.
generated m 1987's softening mar- there is any one particular class insurance is a "relatively minor i
ketplace "to remain reasonably pleased with the that goes back (to the admitted actor in our business But none- |
stable or decline slightly However, first-quarter pricing," market) Because The London theless, a cost of doing business,
at the same time we expect our in- gency has consistently over the said Mr Smith Financial Centre, P O Bcx
force policy count to rise slightly, says President years written all different types of Despite the significant number 10354 Stamford, Conn 06904,
which means there will be a lower- . classes, we see an erosion in each of insolvencies among non-admit- 203-328-5700
James A. Dixon.
ing of our average premium size " category In other words, some ted markets, more regulation of 1086 1085
In spite of that projection, the - contracting risks go back, some E urplus lines insurers is not nec:es- Premium volume $338,979,000 $162,860,010
agency is "slightly ahead of our mercantile risks go back, some sarily a good solution, according to Gross revenues NM N
plan for the year," he added "And, Mr Smith pointed out the dura- manufacturing risks go back " Mr Smith i:ﬂ'iﬁil. s 1010‘:2 ij
in fact, we are slightly ahead of tion of the market softening IS Mr Smith added, "I think it's The surplus lines industry Admitted business 267% 47 7%
1986 " "hard to prolect " He added, fair to generalize that the more evolved to fill a need not being met Non-admitted 733% 52 3
During the first half of this year, though, that "the insurance indus- Main Street-type exposures and by the standard market, Mr Smith
gross premium volume is up ap- try is much more sophisticated as a the smaller, less hazardous risks pointed out Although General Star Manage-
proximately 20% to about $259 result of the last cycle and has put gravitate back to the admitted "The surplus lines agent assumes ment Co more than doubled ils
million in place some price-monitoring market first " the responsibility along with the premium volume last year, the un-
"We are particularly pleased types of systems that hopefully will Although several surplus lines :lient in assessing the security” of derwriting manager's volume is
with the first-quarter pricing," Mr measure and prevent" prices from insurers have made headlines re- an insurer, he said "You can never slipping this year
Dixon said "Pricing _evels held falling below a "slight-profit or cently because of :heir financial guarantee solvency, but | think as The reason the loss of excess lia-
hard with our Januar> renewals, break-even" point problems, insolver.cies have not long as agents, brokers and cus- bility business to admitted mar-
which was significant " Mr Smith and Mr Dixon ob- greatly affected The London -omers evaluate and buy their pro- ket insurers
Adlustments in price began serve that admitted insurers now Agency, said Mr Smith .ection from financially stable General Star Management-
showing up later in tte year, he are accepting risks that only the "l think the only impact of insol- :ompanies, there shouldn't be a which underwrites for two General
added surplus lines insurers would take vencies on our business IS the ex- oroblem It's only when a finan- Reinsurance Corp units, Genenl
Mr Smith said "The market IS on during the most recent hard tent of uncollectable reinsurance cially unstable company provides Star Indemnity Co and Generkl
ad]usting, with the principal ad- market cycle from past arrangements,” he an extremely low price that the Star National Insurance Co -saw
iustments taking place in the prop- "No question,” Mr Smith de- noted "That will impact not only iroker or customer may find a ItS gross premium volume balloon
erty lines at this poir t in time clared "During the hard market, a us but the industry at an extent problem " 108 1% last year to $339 million

Most casualty lines, | think, are fair percentage of risks gravitated which you simply can't quantify at. Guaranty funds for surplus lines from $162 9 million in 1985

holding reasonably firm " to the E/S or specialty business be- this point in time " nsurers are definitely not a good General Star Management's

Mr Dixon added thar The Lon- cause that was the only market While he would not say specifi- .dea, said Mr Smith gross written premium figures for
don Agency has noticed only in re- that was available cally how much reinsurance The "l believe the insurance industry 1986 and 1985 include various
cent weeks some softening of ca- "As the market has softened and London Agency is unable to collect can do a better job of filling insur- amounts of admitted insurance

sualty rates "On an overall basis, financial results have improved, from troubled reinsurers, Mr ance needs than any government premiums written on behalf of
for the first six months there hasn't standard admitted companies have Smith did add that the agency has bureaucracy,” he remarked "The North Star Reinsurance Co, an-
been any major change in our pric- become more aggressive as their made "what we hope IS adequate . edustry is perfectly capable of po- other General Re unit General
1ng” expectations of improved results provision for those ultimate con- 2 icing itself " Star Management has used Gen-
Guaranty funds have not been eral Star National to write near_y
effective in accomplishing what all admitted business instead of

they are set up to do, said Mr North Star Re
[] I Smith "The words 'guaranty fund' The expansion makes the pre-
- rt imply that there will be no problem viously unranked General Star
4 A#N* Qer-7, -: 1 if a company goes bankrupt That's Management the third-largest un»
- 3 ist not true " derwriting manager/managing
S ecu rltym Pzef The future IS difficult to project, general agent ranked by Business

says Mr Smith, "particularly in Insurance

the specialty business | would However, during the first half of

- I I l d u St ry suggest The London Agency is and 1987, gross written premiums fell

41111 continue to be an aggressive 25 3% to $125 6 million fron

- Wo rke rs player in the specialty insurance $168 1 miillion during the same pe-

market, hopefully resp6nsive to the riod last yoar

= needs of agents, brokers and the "The standard markets have be-

C O l I lfn S a I O n consurner come more aggressive price-wise,
*HAA1_ -7 Apart from Mr Smith and Mr and we have not responded to

NY Dixon, who joined the agency last that," noted General Star Manage-

ro u p rear after leaving Floyd West & ment President Kevin P Brooks

Co in Dallas, principal officers of "Virtually everything we are losing
The London Agency are J Michael in the excess department IS going
Rogers, E G Lassiter and Reuel B to the standard markets" rather

{ Buttram, senior vps than to other surplus lines insul -
veo TN The 28-year-old agency, which ers
has branch offices in Tampa and But General Star Management is
m &:f. New Orleans, is a member of taking steps to attract new busi-
a4 F 'f< 12 " t NAPSLO ness, including recently increasing
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its maximum excess liability limit
to $10 million from $5 million, Mr.
Brooks noted.

The management company is not
reducing rates on a widespread
basis, however, he said. While it
has lost casualty business to other
markets that have offered rate re-
ductions of up to 40%, General
Star Management is renewing the
bulk of its business at last year's
rates, Mr. Brooks said.

"There's nothing in our margin
that tells us we can cut prices
across the board," he explained.

The company does not seem too
disturbed by the decline in pre-
mium volume: Gross premiums for
all of 1987 may amount to only
$275 million, and Mr. Brooks said
that he would not be bothered if
volume fell below this level.

Mr. Brooks also is dubious about
the publicity that is accompanying
the manager's explosive growth
over the last two years.

"There are benefits to having a
low profile," he observed.

One of these, he explained, is the
ability to deal effectively with a
select group of producers. Two
years ago, as property/casualty
markets were tightening, General
Star Management worked with 160
producers; this number has since
been pared to 95, all wholesale
brokers, Mr. Brooks said.

Until 1985, the pace of the com-
pany's growth was leisurely.

"Our growth during the first
seven to eight years was very slow
and deliberate, and we were very
comfortable with it. Our experi-
ence over that period appears to be
strong,”" Mr. Brooks pointed out.

Now, General Star Manage-
ment's growth is tracking the soar-
ing growth of the two insurers for
which it underwrites.

General Star Indemnity, a non-
admitted insurer licensed only in
its home state of Connecticut,
wrote just less than $20 million in
gross premiums in 1984 and sub-
stantially less than that amount in
prior years.

But the insurer received surplus
contributions of $20 million in
1985 and $40 miillion in 1986, and
volume expanded commensurately.
Gross written premiums amounted
to $258.3 miillion in 1986-includ-
ing $10.7 miillion written on an ad-
mitted basis in Connecticut-up
224.4% from $79.6 million in 1985.
Gross premiums in 1985 were up
298.7% from $20 million in 1984.

Net premiums totaled $100 mil-
lion last year, up 76.6% from $56.7
million in 1985.

General Star Indemnity's earned
premiums amounted to $70.2 mil-
lion last year while losses, loss ex-
penses and other underwriting ex-
penses amounted to $70.6 million,
leaving an underwriting loss of
$367,046.

After investment gains of $11.2
million, taxes and other gains and
losses, the insurer ended the year
with net income of $9.3 miillion.
Policyholder surplus as of Dec. 31,
1986, was $74.5 million.

Meanwhile, General Star Na-
tional-formerly known as Mon-
arch Fire Insurance Co.-was ac-
quired by General Re in November
1985 and received a surplus contri-
bution of $26 million that year.

General Star National, operating
as an admitted insurer in all states
except Hawaii, reported gross
written premiums of $82.6 million
last year, up 104% from $40.5 mil-
lion in 1985. Net premiums totaled
$18.4 million, up 114% from $8.6
million in 1985.

General Star National's earned
premiums amounted to about $10.5
million last year, while losses, loss
adjustment expenses and under-
writing expenses totaled $10.4 mil-
lion, leaving an underwriting gain
of $108,258.

After investment income of $3
million, taxes and other gains and
losses, General Star National re-
ported net income of $2.3 million

1 don't think we have withdrawn from a line

in 10 years, but then we haven't added things that

often either. Change comes very slowly around

here. We aren't prone to knee-jerk reactions to

things,' says President Kevin P. Brooks.

for 1986. Policyholder surplus as of
Dec. 31,1986, was $30.5 miillion.

About $248.5 miillion, or 73.3%,
of General Star Management's
1986 gross premiums were written
on a non-admitted basis, while
$90.5 miillion of its gross premi-
ums, or 26.7%, were admitted.

This represents a substantial in-
crease in non-admitted business
from the previous year, when
52.3%, or $85.2 miillion, of the
management company's $162.9
million in gross premiums were
non-admitted and 47.7%, or $77.7

million, were admitted.

And for the first six months of
1987, non-admitted business com-
prised 78.4%, or $98.5 million, of
the management company's $125.6
million in gross premiums, while
admitted business accounted for
21.6%, or $27.1 million.

The bulk of General Star Man-
agement's $339 million in 1986
gross premiums-roughly $259
miillion-is attributable to excess
liability coverages, according to
Mr. Brooks.

About 65% of the management
company's excess liability book
consists of umbrella business,

uUuUB6/6666 6/LAU, U/tve, aUgUSL -LU, 1410 1/ UU

while 35% consists of following-
form excess policies, Mr. Brooks
said, adding that the same pro-
portions apply for business written
through the first six months of this
yvear.

Nearly all of General Star Man-
agement's excess liability business
attaches above a $1 million pri-
mary layer, Mr. Brooks noted.
General Star Management's relati-
vely conservative underwriting
style has not changed in the last
year, he added.

The management company
avoids Fortune 500-or even "For-
tune 2,000"-risks and writes re-
latively little product liability
business, he said.

General Star Management also
does not write any errors and
omissions, directors and officers li-
ability or medical malpractice po-
licies, he said.

"There are lots of things we don't
do," he observed.

While maintaining that no single

type of risk makes up a large share
of General Star Management's ca-
sualty book, Mr. Brooks said that
the manager does write a lot of
owners, landlords and tenants po-
licies and liability coverage for
small to medium-sized contractors.

The management company has
not withdrawn from-or jumped
into--any significant coverage
lines, he added.

"I don't think we have with-
drawn from a line in 10 years, but
then we haven't added things that
often either,” Mr. Brooks said.
"Change comes very slowly around
here. We aren't prone to knee-jerk
reactions to things."

Roughly $75 million of General
Star Management's 1986 gross pre-
mium volume consisted of primary
liability coverages, comprising
mainly OL&T and M&C coverages,
Mr. Brooks said.

Primary liability policyholders
tend to be larger than the

Continued on nezt page
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underwriting manager's excess lia-
bility accounts and typically main-
tain large deductibles or self-in-
sured retentions, he said.

All of the company's primary ac-
counts are written on a non-admit-
ted basis, he added.

In addition, about $5 million of
the company's 1986 gross premi-
ums were derived from property
business, Mr. Brooks reported.

This year, the priniary liability
share of the management com-
pany's overall book will increase as
excess liability business is lost to
admitted insurers, he added.

Since General Star Management
-as a surplus lines underwriting
manager-cannot compete with
admitted markets on the basis of
price, it has increased its available
limit on umbrella and excess risks
to $10 million from $5 million as of
June 1, Mr. Brooks reported.

The new limit-made possible
with the support of a recently ar-
ranged reinsurance treaty-may
attract submissions that the man-
agement company might not other-
wise have seen, given the more
competitive market, he observed.

General Star Management's staff
increased to 140 employees last
year from 98 in 1985. The staff
currently numbers about 146.

The underwriting manager has
steadily increased the size of its
claims department staff in antici-
pation of the "inevitable" flow of
claims that will follow the pre-
mium growth of the past two years,
Mr. Brooks said.

Accounting and data processing
systems also are being improved
to ease the handling of the larger
volumes of business, he noted.

In addition to Mr. Brooks, prin-
cipal officers of General Star Man-
agement include Sam C. Anderson,
John B. Gould and Scott Lockett,
second vps in charge of the excess,
primary and property depart-
ments, respectively; and Richard
D. Gray, vp and manager of the
firm's Chicago office.

General Star Management is a
member of NAPSLO.

-By Douglas MclLeod

Crum & Forster Managers

Corp. of lllinois

200 S. Wacker Drive, Chicago, 111.
60606; 312-993-6300

1986 .985
Premium volume... $331,275,000 $357,153,000
Gross revenues. NM NM
Employees. 325 261

100%
55.2%
44.8%

Commercial lines. 100%
Admitted business

Non-admitted.

65.6%
34.4%

In a "very hectic year" of
change, as described by its presi-
dent of 16 months, David N.
Thompson, the new management of
Crum & Forster Managers Corp. of
lllinois reshaped the company in
the image they envisioned last
yvear.

CFMC (lll.), the renamed L.W.
Biegler Profit Center, increased its
capacity, recruited hordes of new
staff, implemented more restrictive
underwriting and pricing guide-
lines-now all reduced to 21 prod-
uct books--and established making
an underwriting profit as its pri-
mary goal.

"We are all focused on product
expertise and service," Mr.
Thompson said, with the goal to
provide "responsive yet prudent”
products.

CFMC (lll.), a Chicago-based un-
derwriting management subsidiary
of Crum & Forster Inc., now offers
about twice the capacity it did last
year for the specialty commercial
products it writes on behalf of four
Crum & Forster insurance com-
panies.

Capacity offered by CFMC (lll.)
increased substantially Jan. 1, with
the Crum & Forster insurance
units assuming larger net lines on
the business written by CFMC (lll.)
and with more support from rein-

Capacity for professional liabil-
ity and directors and officers lia-
bility risks is now $5 million, up
from $3 million; casualty capacity
is $2.5 million, up from $1 million;
and property capacity is the same
as last year, $2.5 million, which

was "all we asked for,:" Mr.
Thompson said.

CFMC (lll.) uses facultative rein-
surance when needed to provide
additional limits.

And, by year-end 1986, the staff
at CFMC (lll.) was 24.5% larger-
growing to 325 from 261 at year-
end 1985. The company expects to
employ 380 at year-end 1987

The largest staff growth was in
the claims department, the finan-
cial department and the under-
writing staff, said Mr. Thompson.
There was little growth in admin-
istration, reinsurance, brokerage
or marketing staffs.

The additional staff, recruited
primarily in the Chicago area, is
designed to improve service and
improve reporting, analysis and
price monitoring, Mr. Thompson
said.

"Controls, guidelines and pricing
are three areas where we've placed
emphasis,”" commented Dennis
Gibbs, senior vp and chief finan-
cial officer, who joined the com-
pany with Mr. Thompson last year.

Among the additional staff was
another high-level management
change this year.

Roger A. Quigley joined CFMC
(lll.) in March as senior vp and
chief underwriting officer. Mr.
Quigley had been vT-casualty and
excess underwriting for Crum &
Forster Underwriters Group in
Basking Ridge, N.J., the predeces-
sor to Crum & Forster Commercial
Insurance, and is a 22-year veteran
of Crum & Forster.

Mr. Quigley, who formerly had
oversight responsibilities for
CFMC (lll.), assumed the resp6n-
sibilities of Richard Vassallo, who
is now senior vp of product devel-
opment and special areas of re-
search.

"Roger took over where Dick left
off, to implement new approaches
and refinements of old products,”
said Mr. Thompson.

In addition, with the promotion
of the CFMC (lll.) Chairman and
Chief Executive Officer Robert J.
Vairo to president of Crum & For-
ster Inc. in FebruaKY, William E.
Buckley became chairman and

ALLIANCE INSURANCE GROUP
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Property

Excess Automobile

on behalf of:

Alliance Syndicate, Inc.

Alliance General Insurance Company

Alliance Insurance Group

Teppie Schwartzel - Property Manager
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(Colorado & West)
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Dennis Gibbs, left, David Thomspon and Roger Quigley all have
joined CFMC (111.) within the last 18 months.

CEO of the lllinois underwriting
manager. Based in Basking Ridge,
N.J., Mr. Buckley is CEO of Crum
& Forster Commercial Insurance,
which encompasses all Crum &
Forster commercial underwriting
in 40 states east of the Rockies.

Crum & Forster is a subsidiary of
Xerox Corp., which acquired the
company in January 1983.

But, while capacity and staff
grew at CFMC (lll.), premium vol-
ume fell slightly in 1986 compared
with 1985, down 7.2% to $331.3
million from $357.2 million.

The 1985 premium volume is res-
tated to omit premiums produced
by a New York office, which does
not report to CFMC (lll.)

The lower premium volume
dropped CFMC (lll.) to the fourth
spot among the underwriting man-
agers/managing general agents
ranked by Business Insurance,
from the largest last year, even
considering the restatement of pre-
miums, because other companies
grew dramatically.

Reduced capacity last year and
the termination of some MGA rela-
tionships, in keeping with the
CFMC (lll.) plan to be responsible
for all of its underwriting, reduced
the 1986 volume, Mr. Thompson
said.

However, Mr. Gibbs advised:
"Comparing volume one year to
the next can be misleading. There
was a significant reduction in ex-
posure units and a significant in-
creases in premium per risk in
'86," he explained, citing the "mul-

tiple price increases in 1986" and
the large number of small policies
written in 1985.

"We achieved well-priced vol-
ume in 1986," Mr. Thompson said,
which was a goal he cited last year
with the implementation of stricter
risk selection criteria in 1986.

Premiums written this year are
expected to total $365 million, or a
10% increase compared with 1986.

The amount of business written
on a surplus lines basis increased
in 1986 to 44.8% in 1986 from
34.4% in 1985, reflecting the need
for the rate and form flexibility of-
fered by a surplus lines insurer.
The percentage written on a sur-
plus lines basis is expected to re-
main about the same this year.

CFMC (lll.) writes on a surplus
lines basis on behalf of Chicago-
based International Surplus Lines
Insurance Co. and on an admitted
basis on behalf of North River In-
surance Co. of Morristown, N.J._;
United States Fire Insurance Co. of
Morristown, N.J.; and Interna-
tional Insurance Co. of Takoma
Park, Md.

Major reinsurers supporting
business written by CFMC (lll.)
now are Kemper Reinsurance Co,
of Long Grove, lll.; NWNL Rein-
surance Co. of Minneapolis and
F&G Reinsurance Ltd., a Ber-
muda-based unit of USF&G Corp.

The underwriting manager

places a small percentage of busi-
Nness-19-as a broker with other

markets.

Continued on nezt page
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Among the underwriting refine-
ments introduced by Mr. Quigley is
quoting the commercial umbrella
policy offered by CFMC (lll.) with
defense costs outside the limits,
which began June 30. For the last
couple of years, defense costs had
been quoted within limits, but the
product was not selling in a soft-
ening insurance market.

In addition, Mr. Quigley has re-
vised rating techniques.

"We establish an actuarially
supportable rate and determine
our floor rate,” Mr. Quigley ex-
plained. The floor rate is "the point
at which we walk away" if the
buyer wants to pay less, he ex-
plained.

"We think pricing is more defin-
able than judgment pricing” used
in recent years by surplus lines un-
derwriters, Mr. Quigley said.

While allowing that prices are
coming down in some lines, Mr.
Quigley said the underwriting
manager has not yet seen the com-
petition charging prices for its
products below the CFMC (lll.)
floor prices.

The rating structure for some
products also has been changed,
Mr. Thompson noted. For example,
professional liability premiums
now are based mostly on revenues
rather than just the number of
people employed by the policy-
holder.

"We have significantly enhanced
our underwriting capabilities with
Roger and the additional staff,"”
Mr. Thompson said.

A major accomplishment this
year was the completion of the 21
product books, one for each of
CFMC's (lll.) products. The books,
which cover pricing, underwriting
guidelines, claims handling, rein-
surance and marketing, compile
information that had been in vari-
ous files.

"They are very helpful in train-
ing. It's easy to show new employ-
ees our position," Mr. Thompson

said.

CFMC (lll.) products include
errors and omissions insurance for
accountants (through a program
endorsed by the American Institute
of Certified Public Accountants),
architects and engineers, lawyers,
insurance agents, real estate
agents, pension actuaries and ap-
praisers.

Generally, the company does not
write medical professional liability
insurance, except excess policies
for hospitals.

It writes D&O insurance predo-
minantly for not-for-profit organi-
zations, but also for corporations,
which represent about 30% of its
premium volume. It does not, how-
ever, offer D&O to financial insti-
tutions, a product it stopped sell-
ing more than two years ago when
the company determined that the
risk of loss was too high.

In addition to umbrella policies,
casualty insurance products in-
clude a layered excess policy,
buffer policies and excess insur-
ance written excess of a self-in-
sured retention.

The buffer policies still de-
manded in the softening insurance
market are principally for public
entities, Mr. Quigley noted.

Property insurance products in-
clude a package for public entities
as an aggregate for self-funded
programs, a package that involves
a substantial deductible for hard-
to-place business and specialties
such as coverage for stamp and
coin collections.

About 38% of premiums were
generated by E&O policies, 36% by
casualty policies, 14% by property
policies and 12% by D&O policies.

CFMC generally writes excess of
$500,000, although its starting
point is $250,000.

CFMC (lll.) lost two programs in
the last year to alternative facili-
ties. It had provided D&O insur-
ance to members of National Assn.

of Mutual Insurance Cos., which

formed its own insurer this year.
And, CFMC (lll.) had written en-
vironmental impairment liability
insurance through Bowes & Co. in
Chicago for petroleum marketers.
Bowes is forming a risk retention
group to write the coverage, which
CFMC (lll.) had reinsured with the
Pollution Liability Insurance Assn.

CFMC (ll.) is interested in sell-
ing its specialty products to pur-
chasing groups and is negotiating
with one now, Mr. Thompson said.
The purchasing group was brought
to CFMC (lll.) by a wholesaler.

Generally, CFMC (lll.) is a mar-
ket for companies smaller than the
Fortune 500.

While CFMC (lll.) continues to
write professional liability on a
claims-made form, it generally is
offening the occurrence form for
general liability risks. "We have a
small amount of claims-made ex-
cess of the London form,"” Mr.
Quigley said, explaining that Crum

Continued on next page
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& Foster does not consider the
claims-made form appropriate for
conventional general liability in-

A public entity package that had
been written during 1986 on a
claims-made form was returned to
an occurrence form this year, with
1986 policyholders given the op-
tion to purchase an unlimited re-
porting period for the one year of
claims-made coverage.

Commission levels paid pro-
ducers were increased June 30, to
15% from 12.5% for wholesale bro-
kers and to 10% from 7.5% for re-
tail brokers. Other surplus lines
underwriters raised commissions
early in 1987, said Mr. Quigley.

Over the last year, the number of
producers was gradually reduced
to 600 from 1,000, with the 400
"redirected to some through the
existing wholesale network," said
Mr. Thompson. "Some had only
one policy with us."

About 45% of CFMC (lll.) premi-
ums are generated by wholesale
brokers and 55% retail brokers, in-
cluding national retail brokers that
hold surplus lines licenses.

Commenting on current market
conditions, Mr. Quigley observed
that the remaining buffer layer
business and casualty policies
written excess of a self-insured re-
tention generally are renewing at
the same premium, or with prices
down fractionally. In addition,
most professional liability lines
and non-profit D&O0 also fall in
this category.

However, premiums are falling
somewhat-in the 5% to 15% range
-for property insurance while
premiums continue to go up for
corporate D&O insurance and
some E&O products, such as law-
yvers in California, Mr. Quigley
said. But the increases are not dra-
matic, he adds.

However, conventional risks are
returning to standard markets for
significant savings now that ca-
pacity in the admitted market has
increased, he noted. A conven-
tional risk, he noted, would be a
manufacturing company with a
moderate product liability expo-

CFMC (lll.) is committed to seek-
ing an underwriting profit at the
risk of losing premium volume, Mr.
Thompson stressed.

"We are committed to maintain-
ing the appropriate price or losing
the account,” Mr. Thompson
stressed. "We will not play in
cutthroat competition.” The com-
pany also is committed to main-
taining its expanded staff, regard-
less of its premium volume, Mr.
Thompson said.

He added that new specialties
also could be developed if the com-
petition drives the price of current
CFMC (lll.) specialties. down too
low.

CFMC (lll.) does not release
gross revenues; as an underwriting
manager affiliate of its sole mar-
kets, an estimate of its gross reve-
nues would not be meaningful
compared with underwriting man-
agers or managing general agents
that do business with unrelated
companies.

A civil tax dispute with Cana-
dian authorities over loss reserving
involving United States Fire Insur-
ance Co. and Crum & Forster of
Canada, which had once reported
to the Chicago underwriting man-
ager, was settled in the last year
(Bl, March 10, 1986). "The matter
has been resolved in a manner fa-
vorable to United States Fire,” a
C&F spokesperson said, declining
further comment.

CFMC (lll.), which has branch
offices in Los Angeles and Miami,
is a member of NAPSLO.

Other officers of the company
are Gary J. Ferguson, senior vp-
claims; Walter L. Mueller, senior
vp-administration; and Norman R.
Reid, senior vp-reinsurance.

-By Kathryn J. Mcintyre

Dameron & Colby Co. Inc.

60 Batterymarch St., Boston, Mass.
02110; 617-357-8400

1986 1985
Premii m vdums-. $323,336,000 $211,483,100

Gross -evenies. NM NM
Emploiees. 450 400
Ccemmercial lines. 100% 1(0%
Acmit- ed business 50% 1%
Ncn-admitted. 50% 49%

Cameron & Colby Co. Inc. is try-
ing -0 downplay its role as un-
derwriting manager while playing
up the nam.3s of the three Bcstcn-
base i Hartford Insurance Group
Irc. aff: liates it manages. First
Si:te InsurEnce Co., New England
Irsurance Co. and New England
Reinsurance Corp.

' The public at large doesn't
know wnat it is,"” Presiden: and

Chief Executive Officer Lawrence

S. Doyle sad of Boston-based Ca-

Day or night, stopping by -he side of the read

meron & Colby, the fifth-largest
managing general agent/unier-
writing manager. " rhey may think
it's a law f.rm, rict an insurance
cimpany.”

Reg£rdless of possible name rec-
ognition problems Cameron &
Colby exp.rienzed significant
growth in its underwriting opera-
tions .ast year.

Grc: s direct written premiums of
First State and New England In-
surance totaled 11323.3 miillion in
1986, up 52.3% frc,m $211.5 mi-.ion
in 19ES. Fi-st State-which pri-
marily writes direct non -admitted
business-accoun:ed for $215.3
million of the gr):s premiLms,
wh.le New England Insuran=e-
writing str.ctly on an admitted
basis-accounted fc r $78 millie n.

Firs- State's dired premium vol-
ume consists of S.61.4 million
written on a non- admitted basis in
47 states ani $83.9 million written
on an admitted b: s.s in California,

Massehuse-.ts, Delaware and for-

e.gn jurisdictiors.

The direct vclume figures do not
:nclude reinscance as:urred by
-.he insurers through a pcoling ar-
rargement with Hartfori Under

he arrangement, each zompar_y
exes its direct business and as-
6-1.nfs a share o' pooled premiums.
osses and expenses.

Although First State r-epcrted a
315.4 million inderwr.-ing loss
-ast year-up slightly frorn a loss of
SI1.5.2 mil_ion in 14985-the- loss was
on a much larger volume ot busi-
ness and reflec:ed an improement
In the insurer E experier-ce First
State's net loss widened ti $1.4
million from a .c-ss of S689,953 r__

EIf;E-, ant the insurer firished last
y-.ar with surpks of $68. 1 million.

New England- Insurance reported
an underwriting loss of $8.7- mil-
.ion on earned premiums ol $66.1
million last year, compared with
an underwriting loss of $2.7 mil-
ion on €arnec premiums cf $3.6

million in 1985. The insz..er ended

Sitting duck.

could be a deadly mistake.

Your vehicle beccnes an easy target

for anything from careless drivers to

out-of-cor.trol cars. And its open season or.
anyone standing nearby In fact, no matter
how careful you are, you can still be .iable

just because you are :here :0 be hit.

The solution is "don't stop!" But in
emergencies where there's no choice but to
stop, your drivers need to krow what to do

to reduce risk and save lives.

19'86 witt a ne. loss of $2 5 millicn
—-compared with a ga-n of
$435,439 in 1985--ani re zor:ed
surplus of $35 million.

Including the reinsuranze opera-
tic,ns of New England RE, C:Inercn
& Colby reported earned piemiums
jf $365.8 mill.on last year and a
net underwriting loss of $38 mil-
1.c-n. Net income after investment
gains and other gains and losses
amounted to SI1.1 miillion. Polie-
yvholdersurplus of the tnree Ca-
meron & Colby-managad m:urers
to:aled $: 32.5 million.

Richard E. Willey r€ti-ed : 3
chairman of Cameron & Color las.
month, and no successor has been
named. In addition to Mr Doyle,
Cameron & Colby offir: als incluce
Ralph J. Palmieri and Willia m
Griffiths, executive vps.

Camercn & Zolby, a meibEr of
NAPSLO. has offices ir Eo.strts
Chicago, Los Angeles Atknta,
New York and San Francisco.

-By Dough: MelLecd

That's why we vz .ssued a

Transportation Safety Alert™ on

side-of-the-ro Ed safety k h.ghlights actual

accident cases and gives you sound insights

on hcv- to avcid them.

A safety poster is also availaole. And
toth are free for the asking. Write National
Continental Insurance Co, P.O. Box 13182,

Fairlawn, Ohic 44313.

to los..

Ther.'s no obligation. And no time

©rhe Frog essive Corpora:i.in. P-11 Right:. Rescr,'c
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Atwater McMiillian Inc.

445 Mi-nesota St.. Suite 900, St.
Pa.11, Minn. 565101 612-221-7066

1986 1985
Prem urr. m ume... $310,300,000 $214,200,[00

Grass revenes. NM NM
Employees.-. 217 197
Comnercul lines. 100% 10)%
Admitted k Lsiness 44% 43%
Non-admitt-zd........ 56% 53%

A-.water McMillian In:., the

sixth-largest U.S. managing gen-
eral agency/underwriting manager,
is careklly monitoring the ade-
quacy of the rates it and it: com-
petilors are charging for various
lines of business.

The actuarial team of the under-
writing management subsidiary if
St. Paul Fire & Marine Insurance
Co. works closely with un-
derwriters to determine the proper
"pricing of large individual risks

and. . .evaluate (overall) pricing on
different segments of our busi-
ness," explains Janet R. Nelson, se-
nior vp-surplus lines.

While this procedure is time-
consuming this capability is par-
sicularly useful to the company dur-
:ng the current
rapidly shifting
market, she
adds.

If the competi-
rion and price- ,
cutting that
Atwater McMil- , ,2%*T"' ,
.ian now sees in
ae marketplace 1*71-
heats up, the un- - -
derwriting man- Ms. Nelson
ager may decide
:O stop writing specific lines of
business rather than write them
at inadequate price levels, Ms. Nel-
son says.

Since the surplus lines market is
much more volatile than the closely
regulated admitted market, "we

need all the help we can get to try to
understand the turning points in our
business," she explains.

Atwater McMillian is composed
of three divisions. The Surplus
Lines Division writes business sub-
mitted by Los Angeles-based Swett
& Crawford Group Inc.-another
unit of St. Paul Cos. Inc., the hold-
ing company of St. Paul Fire & Ma-
rine-and New York-based Stewart
Smith Holdings Inc., as well as by a
network of approximately 50
wholesale brokerages around the
country.

This business is written for two
St. Paul Fire & Marine subsidiaries:
St. Paul Surplus Lines Insurance
Co. and Ramsey Insurance Co.

This division writes predomin-
antly individual excess/surplus lines
accounts generating premiums in
"the six-digit range,"” Ms. Nelson
explained, describing the clients as
"large businesses."

The Athena Division writes spe-
cialty product lines solely produced
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by Swett & Crawford. Its client base
is mostly smaller commercial ae-
counts that generate premiums in
according to

"the five-digit range,”
Ms. Nelson.

This business is written for St.
Paul Surplus Lines and another S:.
Paul subsidiary,
Athena Assur-

ance Co.
VWwhile ""we
have the capabil-
ity to write Inore

.,my SL. - ena. they are not

Mr. Goldstein Nelson says. "We

continue to study
how we want to use our admitted
capabilities on the E/S side,"” she
adds.

Unlike the Surplus Lines and
Athena divisions, which write only
business produced by wholesalers,
the Specially Risk Division writes

jumbo standard casualty accounts
generating annual premiums of
more than $1 million and produced
by St. Paul Fire & Marine's entire
agency force.

"Specialty Risk is the large na-
tional accounts underwriting facil-
ity for St. Paul Fire & Marine," Ms.
Nelson explained.

The business is written by St.
Paul Fire & Marine and two of its
subsidiaries, St. Paul Mercury In-
surance Co. and St. Paul Guardian
Insurance Co.

The combined premium volume of
Atwater MeMillian's three under-
writing management divisions grew
44.9% in 1986 to $310.3 million from
$214.2 million in 1985.

Of that premium volume, 36.1%
($112 million) was written through
the Specialty Risk Division, while
41% ($127 million) was written
through the Surplus Lines Div-
ision and 22.9% ($71 million) was
written through the Athena Divi-
sion.

While premium growth slowed
somewhat in the first half of 1987
because of an increase in competi-
tion, Atwater MeMiillian still re-
ported a 12.5% increase to $163.8
million from $145.6 million in the
first half of 1986.

"On the casualty side, we dou-
bled our premium volume in 1986
from 1985," Ms. Nelson said, attri-
buting this growth to both new
business and premium rate in-

Kenneth F. Goldstein, Atwater
MeMillian's president and chief
operating officer, explained that
premium growth in 1985 was more
"rate-driven. In 1986, there was
more balance between the two."

He predicts that the Surplus Lines
Division will generate a larger per-
centage of the company's premium
volume in 1987 "because of the
strength in its rates.”

And while rates for most lines of
business are now stabilizing or re-
ducing, "We're continuing to grow
in 1987 and are pleased about that.
We had expected the market to con-
tinue to strengthen throughout
1987, but we still have premium
growth," Ms. Nelson stressed.

Property insurance rate reduc-
tions have been in the 5% to 10%
range in 1987, while casualty in-
surance rate reductions have been
"in the 10% range," Mr. Goldstein
said.

Arthur B. McHugh, senior vp of
the Athena Division, explained:
"There has been good loss experi-
ence on some of our accounts and
we're passing that on to our clients"”
through rate reductions.

According to Ms. Nelson, compe-
tition has been most active from
admitted markets.

"Many of the accounts we wrote
in the past two years were formerly
with standard insurers and we are
now going back to them, in some
cases with dramatic rate reductions
from 1986 rates," she said.

Rates are still increasing between
5% and 10% for some of the more
difficult lines, such as product lia-
bility and liquor liability, Ms. Nel-
son said.

Of its book of business, 44% was
written by admitted insurers in
1986-down one percentage point
from 1985-and 56% by non-admit-
ted insurers. These percentages re-
mained unchanged during the first
half of 1987.

Atwater McMillian introduced no
new products in 1986 and, so far
in 1987, has no plans to do so.

The company reported 217 em-
ployees at the end of 1986, up 10.2%
from 197 in 1985.

By the end of June the staff ex-
panded further, to 225. All employ-
ees are housed in its St. Paul home
office.

Besides Mr. Goldstein, Mr.
McHugh and Ms. Nelson, George Y.
Tsui is senior vp of Atwater McMiil-
lian's Specialty Risk Division.

The company is a member of
NAPSLO.

-By Linda J. Collins
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Crump E&S closely trails top wholesalers

Crump E&S Group IS undergoing months, Crump E&S has been sense for their financial results to have been Increased to $2 million lot of the standard companies are
a period of adjustment "trying to explain what we can to included in the wholesaler's fi- he underwriting management coming back and gett"'ng the busi-
The wholesaler has spent the offer to the James offices " nancials activities of subsidiary Crump Lon- ness t.hat they cut off '
first part of 1987 adjusting to both While only about 5% of Crump _ However, the reinsurance opera- don Underwriters in Memphis also Still, forthe first six months of
a changing commercial insurance E&S's business was generated oy tion "has now grown to be quite were reduced because James' Mem- 1987, Crump E&S's_premium, vels
marketplace and the acquisition of retail business produced by The large and so we have extracted phis-based Southern Amencan In- ume is only 6%
its parent, Memphis-based retail Crump Cos, New Amsterdam pri- those figures from 1985 and 1986 surance Co subsidiary "has ceased J)rOJquqng, Aaccarding to Mr Janes,
broker The Crump Cos Inc, by marily was used to service business resulls It is going to be a pretty writing new bumness and curtailed | . ) ’
London-based Sedgwick Group produced by James, according to substantjal reinsurance operation, wrifing renewals for @ost bugl- Crum8 E&S's premium. voliyme
PLC, the world's third-largest Mr Stewart _and we think It has reached the ness, Stewart said Crump dropped 3 6% to $113 million from
broker, in November 1986 \f/ ile ﬁe noted that James' retail s_ze where we ought to Carry it se- London Underwriters formerly $125 million in the first half of 1986
Memphis-based Crump E&S 15 offices are "under no directive to parately," Mr Stewart explained wrote a substantial amount of Busi- Bl;trl]\/lr Syﬁvg/artfrf)red:)ctsbthat péalrt
now the excess/surplus arm of place their business with Crump Despite the increase in premium ness through Southern American of that will be offset by being able
Sedgwick subsidiary Fred S James E&S, nor is Crump E&S under any vclume, Crump James is attempting to sell the to place higher limits for people
& Co Inc, the fourth-ranked U S directive to handle James busi- E&S's gross rev- surplus lines insurer, V.VhiCh had who (Eouldn't _get them before X
retail broker and It has combined ness," both Crump E&S and James_er _ues dropped been part of Crump prior to the In the first quarter, our offices
its large surplus lines brokerage would like to expand the business ., 82 to $24 1 merger, because It did not fit James' had to adjust" to market conditions
operations with James' much Crump E&S places for James retail million in 1986 strategy (Bl. June 23) _ and the merger "We are picking up
smaller New Amsterdam Excess offices — from $Z2Z262=2 mMmil-— Crump E&S's prémium growth m m the second quarter," he Sal(_j'
Inc, formerl> based in New York Shortly after the acquisition of lion in 1985 _ other areas was "masked" by the Because of market conditions,
At the same time, James has split The Crump Cos, James executives r he major reduction in premiums from those Crump E&S, offered np new prod-
the reinsurance brokerage offices decided to establish Crump E&S's problem in 1986 two areas, Mr Stewart stressed cisn ven Ir the cornparny
of Crump E&S-which formerly facultative reinsurance brokerage was a lack of ca- The premium growth rate for our.had wanted to offer a new program,
were included in the group's an- operations, Crump Re Inc, as a | pacity among in- pure E&S business was up over insurers would not have been in-
nual premium volume-into a free- free-standing unit and report their Mr. Stewart  Surers, Mr  20%"m 1986, said Mr Jones terested m participating, Mr Jones
standing unit results separately, rather than con- Stewart said About 70% of Crump E&S's bust- exelalned
Because of this decision, Crump tinuing to include them in Crump "We could have written a lot more ness in 1986 was placed with ad- They had enough problems
E&S has dropped out of Business E&S's results business" if more capacity was mitted insurers and 30% with non- keeping the capacl:ltx to write the
Insurance's rankings of the na- Crump Re is now based in Hart- available, he pointed out admitted insurers o business that they'd been Writing,
tion's largest surplus lines brokers, ford, Conn, with offices in New Orville D Jones, executive vp of However, in 1986, the majority of he stressed o .
underwriting managers and man- York, Dallas, Atlanta and Minne- Crump E&S, agreed "Last year we Crymp E&S's premium volume was - Crump E&S specializes in plac-
aging general agents apolis _ _ Here just trying to keep_our head attributable to its underwriting ing aviation, flnaq0|gl institution,
And, while Crump E&S still Reflecting this change, Crump above the water by handling the manager/MGA role About 34% of marine, gas and oil field, gas utili-
refers to itself as a surplus lines E&S reported a premium volime business that was coming in and the companrx'srpremlum volume ties, commercial auto, mummgall%
broker, 55% of its business is pro- of $260 million in 1986, a 9 2% gain fin%ﬂifge S le to write came from underwritin sa

n g manage- umbrella and yacht coverages,
duced in its role as either an un- over a restated $238 million in nBw Business submissions ment, 21% was written as an MGA, Mr Jones However, except for um-

derwriting mana%er or managing 1985, which would have ranked grew substantially n 1986, many while 45% was placed with insurers bre3ILal coyerqueé,which represents
general agent, while only 45% of its Crump E&S as the fifth-largest msurers were unwiling to look at m its role as a whol?sale broker /% of its Business, no Specialty

business is brokered to insurers U S wholesale broker last year, it because they were using their ca- In 1985, 54% of the group's busi- represents as much as 25% of Crump
The company spent the first part instead of fourth It previously re- pacit> to renew existing accounts, ness was produced as a broker, 34% E&S's annual premium volume
of 1987 regrouping following the ported a 1985 premium volume of Mr S-ewart explained as an underwriting managel and \ i moos i ol li 9 1586
merger of The Crump Cos with $284 million The limited market capacity also 12% as an MGA ) ) ess business In alllines in
Sedgwick, explained Sidney A New Amsterdam reported $50 hurt :wo of Crump E&S's under- MGA activities picked up in 1986 due to a "lack of markets,"” Mr
Stewart, Crump E&S's chairman million in premium volume in writing management programs, ae- part[y because several Crumg E&S Jon%s saldE&S ionts includ .
and James' vice chairman 1986, which was not included in cording to Mr Stewart ffices now have MGA authority, rump clients include agents
"When the merger took place in Crump E&S's premium volume "Ore piece of the group that was according to Mr Stewart . .and projers of all St=es As a
November, there was a consolida- Mr Stewart explained that when severely hmited because of capac- When you have MGA authority gioup, we can answer virtually all

tion of a 10: of things," he ex- Crump E&S's reinsurance opera- ily" was a municipal msurance pro- and the business fits in with it, it the needs of the agency/brokerage
plained Over the past several tions were relatively small, it made g'gaqn E_roduced by subsidiary S J makes it easier to write business community, but the bulk of our

etrakis Insurance Services Inc, through the MGA agreements than business probably revolves around
Mr Stewart said to do It on a case submission basis," the middle-sized broker" and the
Petrakis, which has offices m San Mr Stewart explained medium-sized account, he added
. - Francisco and Los Angeles, man- However, he noted that in the But, the focus of a particular of-
H oS p |ta| an d N ursin g H OIME  ages the program, which is wntten current marketplace, It 15 easier to flee may vary. Mr Stewart said
by Reliance Insurance Co of Phila- place brokerage business The only acquisition Crump E&S
P rog ra m delphia The program remained in In fact, Mr Stewart expects made in the past 18 months was the
force during 1986, but former cover- Crump E&S's largest growth in May 1986 purchase of H&W Insur-
. . age limits of $5 million excess of a 1987 will be in the wholesale bro- ance Services Inc , a wholesale bro-
_ Capacity to $25,000,000! self-insured retention that varies kerage sector "You are going to see ker with five offices in California
Including Excess Professional, General Liability and Umbrellas. uith the size of the risk were re- less MGA authority coming out A Crump E&S has no plans to make
Claims Made and Occurrence available duced to $1 million excess of an SIR lot of people who have been given further acquisitions, though "if
Call or write James A. Pettipas, CPCU in 1986, he explained that authority have abused it, and something comes up, we would cer-
' That reduced Petrakis' gross rev- many companies are more reluc- tamly look at it,- Mr Jones said
PETCO INSURANCE BROKERS, INC. enues in 1986 by about one-third, tant" to issue authority, he said he broker's Regency Interna-
PO Box 2740 Novato, CA 94948 415/897-4666 axording to Mr Stewart Even if the insurers wanted to tional office in Hamilton, Bermuda,

Telex 171-806 Fax 415-898-2434 In 1987, limits for the program issue managing general agent agree- was combmed with James' office in

ments, they would likely be stopped January 1987 and is now in a
by their reinsurers, added Mr Jones "wind-down situation,” according
He said that "a number of rein- to Mr Jones There may be further
surers over-extended themselves" in office consohdations in 1987

the last soft market, and as a result, Crump E&S reported 270 employ-

"they aren't going to allow as much ees at year-end 1986 and 267 at the
1 O H N SO N MGA business" in their treaties end of June 1987, up from 220 em-

with insurers ployees m 1985

So far m 1987, Crump E&S has In 1986, about 7% of ItS business
44 | G G | N S WI LL | S FAB E R U SA | N C seen increased competition from was placed with American Empire
= . both other wholesalers as well as Insurance Co , formerly Great
the admitted market, Mr Stewart American Surplus Lines Insurance
and Mr Jones pointed out This has Co, and about 6% with American
caused gross revenues for the first International Group Inc units
six months of 1987 to drop 15 4% These were the only two insurers
to $11 million from $13 million in with which Crump E&S placed

Undel"Wl"ltlng Manager on the the first six months of 1986 more than 5% of its business
* INSURANCE But according to Mr Jones, the Other markets with which Crump
NY INSURANCE EXCHANGE for: =1l EXCHANGE E&S market "experienced such tre- E&S placed 4% of ItS business in

. . . . mendous growth in 1985 and 1986" 1986 included First State Insurance
Johnson & ngglns Willis Faber Syndlcate A, Inc. that it is "lust dropping back" to Co and underwnting manager Ca-

) more normal levels meron & Colby Co Inc, units of
J&H, WF Syndicate B, Inc. Roy G Nelson, Jr "Property rates are coming down Hartford Insurance Group, National
. President fast," while casualty prices are Indemnity Cos , and Admiral Insur-
MML Syndlcate’ Inc. Richard E Kane being reduced on a "more selective" ance Co
. Ser.wior Yice Pf’esident basis, he said In addition, Crump E&S placed
IAT Syndlcate’ Inc. Chief Financial Ofucer "1 think the market turned 11% of ItS business with various
Ronald F Moo.e i ' 1
. ) ) ; quicker than almost everyone Lloyd's of London underwriters, ac-
Spear Leeds & Kellogg Re Corporation Yiee President thought It would," Mr Stewart cording to Mr Jones
added In addition to Mr Stewart and
Robert J D Kersbergen Several admitted insurers over- Mr Jones, top officers of Crump
Treaty reacted during the hard market of E&S are Earl L Lanmng, vp and
John T Tobin 1984-1986 and "engaged in a lot of manager of the Specialty Market-
111 Fulton Street, New York, New York, 10038 Vice President class underwriting," Mr Jones ex- ing Group, and Patrick R O'Brien
X _ Treaty plamed "Most E&S organizations vp of finance and administration
12:2)?202291-7232;22::§'17ile1 2?2 732-1657 John M Daly, Jr were writtng business that standard Crump E&S is a member 01

Vice President
Prooerlv Fnn il,nt,v..

companies should have been writ- AAMGA and NAPSLO
ing What's happening now is that a -By Linda J Collim
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Annual directory

of wholesalers LGQ k|ng?

Year founded: 1981
a Type of business: 70% broker, -1

30% managing general agent . . .
Looking for top notch professionals ... oryour next job?

Subsidiaries: Agency Interme- Find top-notch job offerings in risk management-employee benefits
diaries of New Jersey, Dover, NJ,
Agency Intermediaries of Massachu-

ARC Excess & Surplus Inc.
300 Old Country Road, Mineola,

N Y 11501, 516-747-4100 -insurance brokerages and agencies-financial management-

erermitrn volume $75.000 500 19 A Setts, Dedham, Mass claims administration-safety engineering-insurance underwriting
Gross revenues NA NA —and more.
i:iliy:ri?al lines 1001“2 :2 Broker for: Marine Office of - .
Sommeraia inee. o NA America Corp, Hermitage Insurance Or reach 136,500 top-notch. qualified professionals each week.
Nen-admitied toe NA Co,Canadian Universal Insurance Advertise your openings in a clutter free, professional environment.
Co Ltd, Interstate Fire & Casualty
Year founded: 1986 Insurance Co, Michigan Mutual In- For ad rates contact Margaret Hikido, Business Insurance,
Type of business: 100% broker surance Co, United National Insur- . . .
Subsidiaries: ARC Consulting ance Co, Umted Community Insur- 740 Rush Street, Chlcago, Illinois 60611 ...or call (312)649—5340
Group Inc ance Co, Chubb Custom Insurance
Broker for: Primarily National CD, Fireman's Fund Insurance Cos, The Professional Marketplace. Turn to page 90
Union Fire Insurance Co of Pitts- American International Group Inc,
burgh, Pa, The Home Group Inc, Contznued on next page

Tudor Insurance Co, Royal Insur-
ance Co , Old Republic Insurance Co ,
Federal Insurance Co , CNA Insur-
ance Cos, Evanston Insurance Co,
CIGNA Group, Harbor Insurance
Co , RLI Insurance Co

e SVEL]JCREED SEJIRB ES»EX[S

liability
Principal officers: Albert L Sal- . ; . . . . L. .
vatico, Richard A Fierstein and Little Brian never stood a chance service, have proven instrumental tri cerns, keeping negotiations moving
Christopher J Cavallaro The 3,000 Ib automobile crushed his successful settlements SFAs advan- toward successful completion
65 Ib body before he could even tages extend not only to injured per- SFA - Strengthen,ng your pos/tion
scream sons, like Brian, but to you as well
Acadiana Special Risks Inc. If you were asked to settle Brian's Insurers, self-insureds, and attor- Call today for your FREE
1616 Jefferson St , Lafayette, La claim, what would your approach neys repeatedly count on us to Settlement Reference Manual.
70501, 318-237-2000 be? Structured Financial Associates strengthen their positions in difficult 1-800-638-5890
(SFA) helps settle cases like Brian's claims, and that is why SFA Was the
) 1o8e 1988 every day SFAs experience in cre- fastest growing structured settle-
Premium volume $3,350,000 $3,400,000
Gross revenues $255,000 $264,000 ative settlements is a unique ment firm in the industry last year
Employees ol o resource for your use in personal With offices nationwide, an SFA rE-fflf:9 STRUCTURED
Admitted business 2% 25% injury claims Our backgrounds in settlement speclahst can be with you >cli12453 1 FINANCIAL
Non-admitted °8% 75% insurance, law, economics, claims, at your next settlement conference —_=n .
veoar founded: 1976 and financial planning, combined or as close as your phone, to L'1 _7 ASSOCIATES |NC
. o . . . . . OFFICES NATIONWIDE
Type of business: 100% broker with our unwavering commitment to respond immediately to your con-

sualty Insurance Co, Highlands In-
surance Co

op,TTOSPOSNt: Lloyers of Len- GROW WITH THEIR NEEDS

Specialties: Oil and gas
Principal officers: Glenn J He-

bert, president, Kathy Fussell, vp s Ry S
Membership: NAPSLO, Louisiana

Surplus Lines Assn

Accident Underwriters Inc.

5339 Alpha Road, Suite 105, A
Dallas, Texas 75240; 214-233-9787

1986™* 1985
Premium volume $6,500,000 NA
Gross revenues $812,500 NA It
Employees 7 NA
Commercial hnes 95% NA
Admitted bumness 96% NA
Non-admitted 4% NA
*is
* 1987 estimates B*ri
Year founded: 1987
Type of business: 85% under-
writing manager, 15% broker 3
Branch offices: Atlanta, Los An- - . a
geles, New York
Underwriting manager for. -hfuiv. -
United Fidelity Life Insurance Co
Broker for:yState Mutual Life In- R t ; # 1 ka..42
surance Co, The Kemper Group b Iega 'e’ .
Correspondent: Lloyd's of Lon- , tif., 1t41,
don st - P
Specialties: Group travel acci- &
dent, college athletic insurance, acci-
dental death and dismemberment
Principal officers: Philip K Mun- 2.
son, president, Thomas J Lenihan
111, executive vp, Charles E Bell, - -
Southeast regional manager, Chris- "
tine Canosa, New York regional man-
ager, Michael McGonigle, West Coast
regional manager

4,4 81'fr,
7 MEK _ »

a4 7%

, M a4,
Sk,

lirgthir';r'- ti -2#

Agency Intermediaries Inc. 1y L
121 Village Walk, P O Box 451,
Guilford, Conn 06437,
203-457-1463

1986 1985 -
Premium volume $6,300,000 $5,000,000 21 e.4 -
Gross revenues NA NA
Employees 11 7
Commercial lines 99% 99%
Admitted business *0% 40% 7"
Non-admitted 60% 60%
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Homestead Insurance Co.

Correspondent: Lloyd's of Lon-
don.

Specialties: Property/casualty,
inland marine, ocean marine.

Principal officers: Erina P. Con-
nors, president-Connecticut office;
John George, president-New Jersey
office; Robert MacTaggart, presi-
dent-Massachusetts office; Raymond
C. Connors and Barbara Raymond,
vps.

Membership: NAPSLO, Connecti-
cut Excess Surplus Lines Assn., New
Jersey Surplus Lines Assn., New En-
gland Surplus Lines Assn.

Agency Marketing

Services Inc.

1001 C Pasadena Ave. S., St.

Petersburg, Fla. 33707;
813-384-1036

1986 1985
Premium volume. $6,000,000 $4,000,000
Gross revenues. ' $350,000 $220,000
Employees,. ...... S 4
Commercial lines.. 100% 100%
Admitted business 40% 30%
Non-admitted .. ... 60% 70%

Year founded: 1982.

Type of business: 100% broker.

Broker for: Primarily Interstate
Fire & Casualty Insurance Co., Fire-
man's Fund Insurance Cos., Lexing-
ton Insurance Co., Evanston Insur-
ance Co.

Correspondent: Lloyd's cf Lon-
don.

Specialties: Errors and omissions,
aviation, umbrella policies.

Principal officers: Kevin Schuck,
president; Bryon Chenell, vp.

Membership: NAPSLO, Florida
Surplus Lines Assn.

Alexander Howden North
America Inc.

1705 Commerce Drive, Atlanta,
Ga. 30318; 404-351-5880

See profile on page 61.

Alexander Underwriters

General Agency Inc.
P.O. Box 105051, Atlanta, Ga.
30348; 404-981-7100

1986 1985
Premium volume.. $42,767,336 $33,825,704
Gross revenues. $8,125,794 $3,720,827
Employees. 137 113

Commercial lines.. 51% 51%
Admitted business 66% 67%
Non-admitted. 34% 33%

Year founded: 1974.

Parent company: International
Indemnity Group Inc.

Type of business: 89% under-
writing manager, 10% broker, 1%
managing general agent.

Branch offices: Orlando, Fla.;
Baton Rouge, La.

Underwriting manager for: In-
ternational Indemnity Co., Flcrida
International Indemnity Co.

Correspondent: Lloyd's of Lon-
don.

Specialties: Commercial auto,
general liability.

Principal officers: James A. Alex-
ander, president; Farris A. Alex-
ander, vp/secretary; C. Glenn Alex-
ander, vp/treasurer; Benny Byrd Jr.
and Joseph E. Murphy, vps.

Membership: AAMGA, NAPSLO,
Georgia Surplus Lines Assn., Louisi-
ana Surplus Lines Assn.

American Insurance Markets

General Agency Inc.

1914 Pendleton, Garland, Texas
75041; 214-279-3607

1986 1985
Premium volume... $10,087,429 $17,753,654
Gross revenues.. $1,778,000 $2,670,453
Employees._ 28 54
Commercial lines. 40% 64%
Admitted business 86% 89%
Non-admitted........ 14% 11%

Year founded: 1975.

Type of business: 78% under-
writing manager, 13% managing gen-
eral agent, 9% broker.

Underwriting manager for:
Southwest American Lloyds Insur-
ance Co.

MGA for: National Lloyd's Insur-
ance Co., National County Mutual In-
surance Co.

Broker for: Primarily Sheffield
Insurance Co., Royal Excess & Sur-
plus Lines Insurance Co., Lexington
Insurance Co., Fireman's Fund Insur-
ance Cos.

Correspondent: Lloyd's of Lon-
don.

Specialty: Commercial property.

Principal officers: Charles
McDearmon, president; Gage For-
rest, executive vp; Dean Cheatheam,
vp/controller; Mary Carleson, vp-
marketing; Paula McCrea, vp-com-
mercial underwriting.

Membership: Texas Surplus Lines
Agents Assn.

American Overseas
Underwriters Inc.

P.O. Drawer 1968, Socoa, Fla.
32923; 305-452-3360

1986 1985

Premium volume... NA NA
Gross revenues.. NA NA
Employees. 3 NA
Commercial lines. too% NA
Non-admitted. 100% NA

Year founded: 1986.

Type of business: 100% broker.

Correspondent: Lloyd's of Lon-
don.

Specialties: Marine, marinas,
property.

Principal officers: Robert C. Wil-
son, president; Stephen H. York, vp;
Silvia D. Wilson, secretary/treasurer.

Membership: Florida Surplus

Lines Assn.

Anderson & Murison Inc.

800 W. Colorado Bl,d., Los
Angeles, Calif. 900£1;
213-255-2333

1986 1985

Premium volume... NA NA
Gross revenues. $2,737,713 $2,172,815
Employees. 34 33
Commercial lines.. 85% 20%
Admitted business 55% 65%
Non-admitted. 45% 35%

Year founded: 1965.

Type of business: 90% managing
general agent, 10% broker.

Branch offices: Fountain Hills,
Ariz.

MGA for: Jefferson Insurance Co.
of New York, American Empire Sur-
plus Lines Insurance Co., Western
World Insurance Co, Southern In-
surance Co., Topa Insurance Co.

Broker for: Primarily General
Star National Insurance Co., Topa
Insurance Co., First State Insurance
Co., Colonia Insurance Co.

Correspondent: Lloyd's of Lon-
don.

Specialties: General liability,
property.

Principal officers: David F. An-
derson. president; Horst L. Lechler,
senior vp; William V. King, vp/con-
troller.

Membership: A AMGA, NAPSLO,
Surplus Lines Assn. of California.

Anglo-American Ltd.

201 Bloomfield Ave., Verona, N.J.
07044; 201-239-7000

1986 1985

Prem.um volume. $4,250,000 $4,000,000
Gross revenues... NA NA
Ermpbyees ... ........... 7 7
Commercial lines.. 298% 98%
Admitted business 10% 10%
Non-admitted. 90% 90%

Year founded: 1975.

Type of business: 90% managing
gen€ral agent, 10% broker.

MGA for: Sphere Drake Insurance
Co. P.L.C., Terra Nova Insurance Co.
Ltd , Lincoln Insurance Co., Mt.
Hawley Insurance Co., Foremost In-
surance Co., Public Service Mutual
Insurance Co.

Broker for: Lexington Insurance
Co., North American Specialty Insur-
ance Co., Sphere Drake Insurance Co.
P.L.C., Lincoln Insurance Co.

Correspondent: Lloyd's of Lon-
don.

Specialties: Physical damage, ve-
hicles, garage keepers legal liability.

Principal officers: Samuel Ber-
german, president.

Membership: NAPSLO, New Jer-
sey Surplus Lines Assn.

Arlington/Roe & Co. Inc.

5546 Shorewood Drive, P.O. Box
20905; Indianapolis, Ind. 46220;
317-257-9123

1986 1985
Premium volume.. $7,300,000 $5,300,000
Gross revenues.. $870,000 $680,000
Employees.............. 23 18
Commercial lines. 56.3% 55.7%
Admi:ted business 67% 70%
Non-admitted. . 33% 30%

Year founded: 1964. 4

Type of business: 85% managin'g
general agent, 15% broker.

MGA for: Foremost Insurance Co.,
National Indemnity Insurance Co.,
Empire Fire & Marine Insurance Co.,
Midwest Mutual Insurance Co., Nau-
tilus Insurance Co., Northfield Insur-
ance Co., Northland Insurance Co.,
American Modern Home Insurance
Co., American Empire Surplus Lines
Insurance Co., Century Surety Co.

Broker for: Primarily Interna-
tional Surplus Lines Insurance Co.,
Interstate Fire & Casualty Insurance
Co., Employers Reinsurance Corp.,
Imperial Casualty & Indemnity Co.,
Evanston Insurance Co., Fireman's
Fund Insurance Cos., Harbor Insur-
ance Co., Lexington Insurance Co.

Correspondent: Lloyd's of Lon-
don.

Principal officers: Francis L. Roe,
chairman; James A. Roe, president;
Nancy E. Young and Allen J. Grau,
vps.

Membership: A AMGA, NAPSLO,
Indiana Assn. of Professional Spe-
cialty Lines Offices.

Atwater McMiillian Inc.

445 Minnesota St., Suite 900, St.
Paul, Minn. 55101; 612-221-7066

See profile on page 66.

AVRECO Inc.

10 S. LaSalle St., 12th Floor,
Chicago, 111. 60603-1099;
312-346-6161

1986 1985
Premium volume. $99,000,000 $80,200,000
Gross revenues.. $6,039,000 $6,015,000
Employees. 44 az
Commercial lines.. 100% 100%
Admitted business 35% 35%
Non-admitted. 65% 65%

Year founded: 1962.

Parent company: Cameron Gen-
eral Corp.

Type of business: 100% broker.

Branch offices: New York; Ca-
meron Excess, Scottsdale, Ariz.

Broker for: California Union In-
surance Co., Columbia Casualty Co.,
First State Insurance Co., St. Paul
Surplus Lines Insurance Co., Ameri-
can International Group Inc.

Specialties: Hospital malpractice,
professional liability.

Principal officers: Fred H. Pear-
son, president; Ronald J. Moore, ex-
ecutive vp; Kenneth C. Heyman, see-
retary/treasurer.

Membership: NAPSLO, lllinois
Surplus Lines Msn.

b

J.H. Blades & Co. Inc.
P.O. Box 22003, Houston, Texas
77227-2003; 713-780-8770

1986 1985
Premium volume... $176,105,000 $140,536,000

Gross revenues... $11,271,000 $6,238,377
Employees .., ..., ...... o093 96
Commercial lines. 100% 100%

Continued on page 72

AmericanTreaty Management Corporation

Executive Offices: 90 William Street, New York, N.Y. 10038-Tel: (212) 968-7899 Telex: 971825

Knowledge and Security You Can Depend Upon

JAMES R WHITE

President

KENNETH J. RUTKOWSKY

Executiue Vice President

ROBERT | MOBYED

Smior Vice Presidznt

Exclusive Treaty Reinsurance Underwriters For

Old Republic Insurance Company

Greensburg, Pa. 15601

A.M. BEST RATED "A"/CLASS XV
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How to use

directory

The annual Business Insur-

ance directory of wholesale
marketers lists underwriting
managers, managing general
agents and surplus lines bro-

Total Assets
1972-1986
(In Millions)

western world.

kers that responded to a ques-
tionnaire provided by Busi-
ness Insurance.

The directory is published
as an editorial service; there is
no charge for companies to be
included.

Following the company
name, address and telephone
number, listings include the
year the company was
founded and the parent com-
pany, if any. Companies were
asked to provide premium vol-
ume; gross revenues; number
of ennployees; percentage of
premium volume related to
commercial lines; the percent-
age of premium volume placed
with admitted and non-admit-
ted insurers; and the percent-
age of premium volume placed
as an underwriting manager,

managing general agent and
wholesale broker.

Business Insurance defines
an underwriting manager as a
company that handles all the
affairs of the insurance com-
pany, including underwriting,
reinsurance and claims, with
the possible exception of in-
vestments of the company.

A managing general agent is
defined as having under-
writing authority for an in-
surer, which includes the abil-
ity to determine rates on
individual risks; it can bind
and issue policies on behalf of
the insurer. The managing
general agent may or may not
have reinsurance and claims
supervision authority related
to the insurance it has writ-
ten.

A broker places business
with markets but has no un-
derwriting authority or bind-
ing authority without ap-
proval of the insurer.

Companies acting as under-
writing managers were asked
to list companies for which
they have underwriting au-
thority. Managing general
agents gave the names of com-
panies for which they have
binding authority, while bro-
kers supplied names of com-
panies with which they place
the most business. Also noted
is whether a company is a cor-
respondent for Lloyd's of
London, meaning it has bind-
ing authority for a Lloyd's
syndicate.

Locations of branch offices
and subsidiaries, specialties
(any commercial risk placed
that comprises 25% or more of
the company's annual pre-
mium volume) and names and
titles of principal officers are
included.

Companies' membership in
either of the two national pro-
fessional surplus lines organi-
zations-the National Assn. of
Professional Surplus Lines
Offices (NAPSLO) and the
American Assn. of Managing
General Agents (AAMGA)-as
well as state surplus lines or-
ganizations complete the list-
ings.

In addition to this directory
of wholesale marketers, a list-
ing of surplus lines insurers
that responded to a Business
Insurance questionnaire
begins on page 41.

Although we make every ef-
fort to publish complete and
accurate information, Busi-
ness Insurance is unable to
verify all figures supplied by
responding companies.

It's more

than lust
excess and

surplus lines
and specialty

covers.

At Western World we
feel the quality of service
depends entirely on the
quality of the people on
both the general agency
and company levels.

It's expertise,
commitment and
foresight based on
experience and
imagination. And it's
been happening year-in,
year-out, in the good
times and the tough

times.

Western World has had

A.M. Best's highest
rating since 1976.
Wouldn't you agree that
sort of says it all?
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Year founded: 1952.

Parent company: Crum & For-
ster/Xerox Corp.

Branch offices: Tulsa, Okla.

Correspondent: Lloyd's of Lon-
don.

Specialties: Energy-related risks.

Principal officers: S.D. Smith,
president; John Fox, Martin Taylor
and M. Hamilton, senior vps; Dave
Mayer, vp.

Membership: AAMGA, NAPSLO,
Texas Surplus Lines Assn.

Bliss & Glennon Inc.

23868 Hawthorne Blvd., Suite 200,
Torrance, Calif. 90505;
213-772-0214

1986 1985
Premium volume.. $15,240,211 $10,360,484
Gross revenues. NA NA
Employees.............. 22 17
Commercial lines. 70% 70%

Year founded: 1966.

Type of business: Managing gen-
eral agent and broker.

Branch offices: Mission Viejo and
Morgan Hill, Calif.

MGA for: Topa Insurance Co.,
Western World Insurance Co., Penn-
America Insurance Co., Nautilus In-
surance Co.

Broker for: Admiral Insurance
Co., Employers Reinsurance Corp.,
American Universal Insurance Co.,
Harbor Insurance Co., Tudor Insur-
ance Co.

Correspondent: Lloyd's of Lon-
don.

Principal officers: Donald F.
Glennon, president; Robert P.
Abramson, vp/treasurer; Joyce
Warne, secretary.

Membership: AAMGA, NAPSLO.

1987

Bohrer-Croxdale & McAdoo

Inc.

P.O. Box 1035 SAS., Sringfield,
Mo. 65805; 417-869-2550

1986 1985
Premium volume... $8,000,000 $6,500,000
Gross revenues... NA NA,

Ermmplovees 1S 15

Commercial lines . 98% 98%
Admitted business 40% 40%
Non-admitted.... 60% 60%

Year founded: 1977.

Type of business: 80% managing
general agent, 20% broker.

MGA for: Northfield Insurance
Co., Northland Insurance Co.,
Scottsdale Insurance Co., Nautilus
Insurance Co., Empire Insurance Co.,
General Agents Insurance Co., Penn-
American Insurance Co.

Broker for: Primarily Tudor In-
surance Co., Stonewall Surplus Lines
Insurance Co., National Casualty Co.,
General Star Indemnity Co., Interna-
tional Surplus Lines Insurance Co.

Correspondent: Lloyd's of Lon-
don.

Specialties: Commercial vehicles,
long-haul trucking, general liability,
high-risk property.

Principal officers: Yvonne S.
Bohrer, president, Sydney T. Crox-
dale vp; Sidney M. McAdoo, secre-
tary.

Membership: AAMGA, NAPSLO.

Brown & Riding Insurance
Services Inc.

107 S. B St., San Mateo, Calif.
94401; 415-579-0172

1986 1985
Premium volume. $10,640,000 $6,723,805
Gross revenues...... NA NA
Emplovees. ... ........ 10 10

Commercial lines.

Admitted business 80% 70%
Non-admitted. 20% 30%

Year founded: 198).

Type of business: 100% broker.

Branch offices: Los Angeles.

Broker for: Primarily Admiral In-
surance Co., Harbor Insurance Co.,
Transcontinental Insurance Co., RLI
Insurance Co., Associated Interna-
tional Insurance Co., Interstate Fire
& Casualty Insurance Co.

Correspondent: Lloyd's of Lon-

don.
Principal officers: B. Peter
Brown, president; Richard B. Schle-
singer and Ramon C. Howing, vps;
Kaycie L. Palmer and Chris A.
Brown, assistant vps.
Membership: AAMGA, NAPSLO.

Cambridge General Agency
1825 Sacramento St., San
Francisco, Calif. 94109;
415-441-8500

1986 1985
Premium volume. $21,500,000 $18,000,000
Gross revenues. $2,539.000 $2,149,000
Employees.............. 35 31
Commercial lines.. 99% 97%
Admitzed business 19% 33%
Non-admitted. 81% 67%

Year founded: 1966.

Type of business: 77% managing
general agent, 23% broker.

Branch offices: Covina, Calif.

MGA for: Scottsdale Insurance
Co., Penn-America Insurance Co.

Correspondent: Lloyd's of Lon-

don.

WE CAN
MEET

THE

NEED

The current turmoil in the

msurance mdustry

is particularly severe for those in need of
Professional Liability Insurance.

Specializing in professional liability insurance programs designed for groups, companies,
organizations and associations with a minimum premium 01 $2,000,000,
PRMS offers unique solutions, innovative programs and professional expertise.

1

1 Professional Risk Management Services, Inc.

1=1

1444 Eye Street, N.W. « Suite 1100 « Washington, DC 20005

(202) 682-3800

Principal officers: A. Mason
Blodgett, president; James M. Blod-
g€tt, executive vp-southern Califor-
nia office; Wesley H. Luekens, execu-
tive vp/general manager.

Membership: AAMGA, NAPSLO.

Cameron & Colby Co. Inc.

60 Batterymarch St., Boston.
Mass. 02110; 617-357-E400

See profile on page 66.

Centrex Underwriters Inc.

P.O. Box 171176, Memphis, Tenn.
38187; 901-362-7246

1986 1985
Premium volume... NA NA
Gross revenues NA NA

= =

100%

Employeces. ..
100%
100%

Commercial lines.
Ncn-admitted. 100%

Year founded: 1985, tegan man-
aging general agency business in
1986.

Type of business: 100% managing
general agent.

MGA for: Investors Insurance Co.
of America, Homestead Insurance
co.

Specialties: Umbrella, excess lia-
bility.

Principal officers: Joseph Carl-
son, president; Eric Sturn and Ro-
bert Smith, vps.

Century Underwriters Inc.

SLite 1414, Investment Building,
Pittsburgh, Pa. 15222;
412-281-7252

1986 1985
Premium volume.. $7,100,000 $6,200,000
Gross revenues $616,000 S409,000
Errplayees. 10 10

Commercial lines. 90.1%
71.5%

28.5%

85.5%
Admitted business 79.3%

Non-admitted. 20.7%

Year founded: 1965.

Type of business: Un ierwriting
manager, managing general agent
and broker.

Underwriting manager for:
Sphere Drake Insurance Co. P.L.C.

Broker for: Rockwood Insurance
Cc., Westmoreland Casualty Co.,
Home Insurance Co., Mid-Continent
Insurance Co., National [ndemnity
co

Correspondent: Lloyd s of Lon-
don.

Specialties: Commercial auto

physical damage.

Principal officers: Eugene J.
Marsalek, president; Pat Cawley, vp;
Alice J. Marsalek, treasurer.

Membership: NAPSLO, Per-nsyl-
vania Surplus Lines Assn.

Chapin Insurance
Services Inc.

500 Sansome St., Suite 504, San
Francisco, Calif. 94111;
415-391-5790

1986~ 1985*

Premium volume.. $12,000,000 $13,000,000
Gross revenues. $1,000,000 $1,000,000
Employees............. 14 8
Commercial lines.. 100% 100%
Admitted business 30% 30%
Non-admitted... 70% 70%

* Figures for year-end 1986 anc esti-

mated year-end 1987.
Year founded: 1979.

Parent company: PIA of Califor-
nia Inc.

Type of business: 70% broker,
30% managing general agent.

MGA for: Lexington Insurance Co.

Broker for: Professional Indem-
nity Agency, CNA Insurance Cos.,
Cameron & Colby Co. Inc., Employ-
ers Reinsurance Corp., General Rein-
surance Corp.

Specialties: Crane and rigging, fi-
duciary liability, umbrella and excess
liability.

Principal officers: Samuel T.
Chapin, president; Venita M. Cappel,
executive vp.

Membership: AAMGA.

Charter House Inc.

236-D Old Shackle Island Road,
Hendersonville, Tenn. 37075;
615-822-2200

1986 1985
Premium volume... $25,083,780 $19,411,969
Gross revenues. $2.369,121 $1,640,702
Employees.- 16 12
Commercial lines.. 100% 100%
Admitted business 5% 78%
Non-admitted. . 95% 22%

Year founded: 1983.

Type of business: 100% broker.

Branch offices: Atlanta; Biming-
ham, Ala.; Louisville, Ky.; Raleigh,
N.C.

Broker for: Primarily Titan In-
demnity Co.

Specialties: City and county gov-
ernments.

Principal officers: David VVan
Dyke, president; Del F. Powell and
Walter Elliott Jr., senior vps; D.L.
Butts and Travis Shamel, vps.

Continued on facing page

The Intermediary

199 Water Streets New York, NY 10038 I n te re
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Chesapeake
Underwriters Inc.
415 W. Franklin St., P.O. Box 5271,

Richmond, VVa. 23220;
804-649-8446

1986 1985
Premium volume... $6,600,000 NA
Gross revenues... $1,726,000 NA
Employees.............. 25 NA
Commercial lines.. 100% NA
Admitted business 80% NA
Non-admitted........ 20% NA

Year founded: 1986.

Type of business: 100% broker.

Branch offices: Alexandria, VVa.;
Washington, D.C.

Subsidiaries: Chesapeake Audit &
Inspection Co., Richmond, Va.

Specialties: General liability.

Principal officers: Anthony J.
Witczak, president; Parker A. Curlee,
Cathi Setelin and Kathy Ingrao, vps.

Commercial

Brokerage Corp.

230 N. River Ridge Circle,
Burnsville, Minn. 55337;
612-890-9525

1986 1985
Premium volume... $100,000 NA-
Gross revenues. $7.500 NA
Employees. . 2 NA
Commercial lines. 100% NA
Admitted business 5% NA
Non-admitted. 95% NA

Year founded: 1986.
Type of business: 100% broker.
Broker for: Admiral Insurance

Co., International Surplus Lines In-
surance Co., lllinois Emcasco Insur-
ance Co.

Principal officers: Peter J. Shean,
president; Barbara L. Shean, vp.

Commercial Insurance
Brokers Inc.

11285 Elkins Road, Suite K-4,
Roswell, Ga. 30076; 404-442-1915

1986 1985
Premium volume.. $6,000,000 $4,000,000
Gross revenues...... NA NA
Employvees_____._ S <4
Commercial lines.. 100% 100%
Admitted business 60% 50%
Non-admitted. 40% 50%

Year founded: 1984.

Type of business: 100% broker.

Broker for: Fireman's Fund Insur-
ance Cos., INA Employers Insurance
Co., Columbia Insurance Co., Royal
Insurance Co., Constitution State In-
surance Co., Lexington Insurance
Co., Stone Mountain Insurance Co.,
American Specialty Insurance Co.,
American Southern Insurance Co.

Specialties: Motels, apartments,
restaurants.

Principal officers: Kennith B.
Hughes, president.

Membership: NAPSLO.

Commercial Insurance
Underwriters Inc.

1200 E. Woodhurst, M-400,

Springfield, Mo. 65804;
417-883-3277

1986 1985
Premium volume... $7,081,190 $3,984,827
Gross revenues... $769,453 $449,489
Employees....... 10 6
Commercial lines.. 100% 100%
Admitted business 25% 50%
Non-admitted. .. 75% 50%

Year founded: 1984.

Type of business: 60% managing
general agent, 40% broker.

Branch offices: Overland Park,
Kan.

MGA for: Guaranty National In-
surance Co., Scottsdale Insurance
Co., Essex Insurance Co., Acceptance
Insurance Co.

Broker for: Admiral Insurance
Co., General Star Indemnity Co., RLI
Insurance Co., Tudor Insurance Co.

Specialties: Restaurants and tav-
orns.

Principal officers: Davis VWV.
Hinrichs and Robert L. MeGrew.

Membership: NAPSLO, Surplus

Lines Assn. of Missouri.

Compass Insurance Group
of Agencies

805 Fairmont Ave., Glendale, Calif.
91203; 818-507-1980

1986 1985
Premium volume... $8.250,000 $7.800,000
Gross revenues...... $990,000 $805,000

Employvees.______________ 8 38

Commercial lines.. 80% 80%
Admitted business 40% 40%
Non-admitted........ 60% 60%

Year founded: 1971.

Type of business: 100% managing
general agent.

MGA for: Scottsdale Insurance
Co., Topa Insurance Co., American
Home Insurance Co.

Correspondent: Lloyd's of Lon-
don.

Principal officers: Harry VV.
Gorst, president.

Membership: AAMGA, NAPSLO.

Year founded: 1964.
Type of business: Managing gen-

eral agent and broker.
Branch offices: Con Exco Insur-

ance Agency, Lyhnfield, Mass.

Subsidiaries: Professional Insur-
ance Assn. of New York, Rhode Is-
land Underwriters Inc., Professional
Service Associates Inc., Cuinco Pre-
mium Finance, all in Portland, Conn.

MGA for: Western World Insur-

aice Co., American Empire Insurance
Co., Foremost Insurance Co., United

ouslness Znsurance, August lu, 130
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INSURANCE.

Be sure. Take advantage of our extensive
experience with this difficult-to-place business. Designed
specifically for the automobile leasing/rental industry, our

program saves you time, cuts your costs, satisfies yourcus-

States Liability Insurance Co., Mt. .
Y tomers. We do the work, you get the credit!

Vernon Insurance Co., CNA Insur-

ance Cos. - Lessors Excess Liability =« Primary Physical Damage

« Lessors Contingent Liability = Primary Liability Coverages
= Contingent Physical Damage - Interim Car Coverages

Connecticut Broker for: Lexington Insurance

Co., The Home Group Inc., CIGNA
Group, Royal Insurance Co., Colum-
bia Casualty Co.

Correspondent: Lloyd's of Lon-

-
don. M I I

Underwriters Inc. - Residual Value Insurance

329 Main St., Portland, Conn.
06480; 203-342-0713

PA'GE—RUANE, INC. Physical Damage by

1986 1985 INSURANCE *lotors Insurance
Premium volume... $36,251,710 $31,743,000 . . .
’ : . Princi I offi rs: H.J. g} v 1 ildi
Gross revenues... $3,427,000 $3,090,413 inc p.a othicers J. Stone, We invite your The Irwin Building
Employees. ... =4 20 president; M.M. Stone, secretary/ inquiry and your 460 N. Gulph Road
ial li treasurer. business. Write o . .
Commercial lines.. 80% 80%
Admitted business 50% 50% Membership: A AMGA, NAPSLO. call Ron Ruane r Kin9 of PrUSSIa' PA 19406
(215) 265-4170 Ihe Insurance People trorm General 1*tors
Non-admitted..... 50% 50%

Continued on nezt page

EMPLOYEES WITH BENEFIT QUESTIONS CAN NOW
BUZZ THE METLIFE SHOWCASE BENEPNONE.

ARF?

ZFMhRhiINAAET L1 F— Ee

- 5-Nnowcase

MetLife SHOWCASE just got
better. Because now, BenePhone is
here to answer personal benefit
questions. In fact, companies can

choose to offer BenePhone by itself,
or with the MetLife SHOWCASE

Benefit Centers.

People can call MetLife
SHOWCASE BenePhone anytime,
24 hours daily, from any touch-tone
phone. They just punch in their ID
numbers, and they can find out
about their employer-sponsored
financial accounts, retirement bene-
fits, and insurance coverages. Right
over the phone.

To help employees get in touch
with their benefits, benefit managers

should get in touch with us. Call
1-800-847-8285.

GET MEL IT FAYS.
Metropolitan.Life

© 1987 Metropolitan Life insurance Company, NY. NY SNOOPY: ©1958 United Feature Syndicate, Inc.
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LONG HAUL FLEEWS

« Liability - $1,000,000 CSL « Physical Damage * Cargo

— AN,

— - —=s

Our 57 years of expertise will aid you in writing the 10 to 100

POWER UNITS accounts.

We require a full submission including verified loss information.
To discuss, contact your nearest Markel Branch Office.

RICHMOND

RO. Box 6614
Richmond, VA 23230
(804) 289-0690
1-800-368-2095
1-800-552-4006(VA)

ATLANTA

RO. Box 4900
Non:ross, GA 30091
(404) 449-3937
1-800-241-6508
1-800-282-9582 (GA)

MARM smyvia,lic

LMLLAS

Suite 625

275 W Campbell Rd.
Richardson, TX 75080
(214) 680-9822
1-800-527-0973
1-800-492-6848 (TX)

Leaders in transj=tation insurance since 1930.

Continued from previous page

Continental Special
Risks Inc.

200 Hembree Park Drive, Suite K,
Roswell, Ga. 30076; 404-442-8727

1986 1985
Premium volume...  $5,500,000 $5,000,000
Gross revenues . NA NA
Employees. 14 12
Commercial lines. 90% 90%
Admitted business 10% 5%
Non-admitted. 90% 95%

Year founded: 1984.

Type of business: 90% managing
general agent, 10% broker.

Subsidiaries: Continental Pre-
mium Finance Corp.

MGA for: Scottsdale Insurance
Co., National Casualty Co., Essex In-
surance Co., United States Liability
Insurance Co., Mt. Vernon Fire Insur-
ance Co.

Brokerfor: Evanston Insurance
Co., National Union Fire Insurance
Co. of Pittsburgh, Pa., lllinois Insur-
ance Exchange, United National In-
surance Co., Chubb Group.

Principal officers: Robert
Schacher, president; Donna
Schacher, vp.

Membership: NAPSLO.

Corporate Advisors Inc.
910 Skokie Blvd., Suite 204,
Northbrook, lll. 60062;
312-564-5820

1986 1985
Premium volume... $540,000 NA
Gross revenues. B NA NA
Employees. 5 NA
Commercial lines.. 100% NA
Admitted business 50% NA
Non-admitted.. 50% NA

Year founded: 1971, reactivated
in 1986.

Type of business: 100% broker.

Broker for: lllinois Insurance Ex-
change, Transamerica Insurance Co.,
United Capitol Insurance Co., Hart-
ford Insurance Group.

Correspondent: Lloyd's of Lon-
don.

Principal officers: Louis VWV.
Biegler, president; C.M. Murphy,
William L. Biegler and Eugene W.
Bader, vps.

Membership: lllinois Surplus
Lines Assn.

DO YOUR EXCESSES BOTHER YOU?

Have you had trouble qualifying as a self-insurer because you couldn't
find excess insurance? You need Hewitt, Coleman! We have specialized
in self-insurance programs for over 60 years and can provide markets
for excess coverage for general liability, workers' compensation and
health care. We provide turnkey services for captives and risk retention
groups. For more information...call or write our home office.

Calll-800-421-9139 In S.C., calll-242-4350

RO. Box 3665, 2717 Poinsett Highway, Greenville, SC 29608
with Branches and affiliated offices in major cities.

Cox Insurance Group
5170 Commerce Circle,

Indianapolis, Ind. 46237;
317-887-0030

1986 1985
Premium volume. $8,000.000 $10,000,000
Gross revenues... NA NA
Employees. 25 28
Commercial lines.. 99% 99%
Admitted business 5% 5%
Non-admitted... 95% 95%

Year founded: 1981.

Type of business: 95% managing
general agent, 5% broker.

Branch offices: St. Petersburg,
Fla.

Subsidiaries: Cox Enterprises, In-
dianapolis.

Correspondent: Lloyd's of Lon-
don.

Specialties: Medical stop-loss.

Principal officers: Ray Cox, pres-
ident; Bill Krantz, vp-finance/con-
troller.

Membership: NAPSLO.

Cravens, Dargan & Co.,
Pacific Coast

3700 Wilshire Blvd., Suite 740, Los
Angeles, Calif. 90010;
213-480-4440

1986 1985

Premium volume... $95,744,123 $131,975,980

Gross revenues. $9,996,034 $12,930,368
Employees. s 1 =37
Commercial lines.. 100% 100%
Admitted business 95% 95%
Non-admitted. 5% 5%

Year founded: 1903.

Parent company: CIGNA Corp.

Type of business: 95% under-
writing manager, 5% broker.

Branch offices: San Francisco,
Seattle, Chicago, Atlanta.

Underwriting manager for: Cen-
tury Indemnity Insurance Co.

Broker for: California Union In-
surance Co.

Principal officers: Donald
Shorey, president; William E. Rucker
and Art Werden, vps; Jonathan Wal-
lace, assistant vp-finance.

Membership: NAPSLO.

Crum & Forster Managers
Corp. of lllinois

200 S. Wacker Drive, Chicago, 111.
60606; 312-993-6300

See profile on page 64.

Crum & Forster Managers
Corp. of New York
110 William St., New York, N.Y.
10038; 212-306-4900
1986 1985
Premium volume. $33,000,000 $27,000,000

Gross revenues.. NA NA
Employees. =SSO = 1

Commercial lines.. 100% 100%
Admitted business 75% 75%
Non-admitted.. 25% 25%

Year founded: 1967.

Parent company: Crum & For-
ster/Xerox Corp.

Type of business: 99% under-
writing manager, 1% broker.

Subsidiaries: Crum & Forster
Managers Corp. (New Jersey), CFMC
Inc.

Underwriting manager for: The
North River Insurance Co., Interna-
tional Surplus Lines Insurance Co.,
International Insurance Co.

Correspondent: Lloyd's of Lon-
don.

Specialties: Non-profit directors
and officers liability, public official
liability, school board liability, um-
brella liability.

Principal officers: Roger J. Con-
solla, president; Donald McGuire,
vp-financial; George V. Nichols, vp-
professional liability; Richard Ken-
nedy, vp-casualty; Charles Cox, vp-
reinsurance.

Membership: AAMGA, NAPSLO.

Crump E&S Group

5350 Poplar Ave., Memphis, Tenn.
38119; 214-891-5970

1986 1985
Premium volume. $260,000,000 $238,000,000
Gross revenues.. $24,100,000 $26,247,000
Employees. 270 220
Commercial lines.. 99% 99%
Admitted business 70% 70%
Non-admitted. . 30% 30%

Year founded: 1955.

Type of business: Sedgwick
Group P.L.C.

Subsidiaries: C.1.S. Northwest
Inc., Kirkland, Wash.; Creative In-
surance Specialists, Sanford, Fla.;
Crump-Davis Inc., Dallas and Den-
ver; Crump-Davis of Houston Inc.,
Houston; Crump/H&W Insurance
Services Inc., Encino, Long Beach,
Los Angeles, San Diego and San
Francisco, Calif.; Crump London of
lllinois Inc., Chicago; Crump London
of Louisiana Inc., New Orleans;
Crump London of Ohio Inc., Co-
lumbus, Ohio; Curmp London Un-
derwriters, Memphis, Tenn.; Crump-
Loveless Inc., Atlanta; Crump Mid-
Atlantic Inc., Trevose, Pa.; Crump-
Northeast Risk Managers Ltd., New
York; G&M Marine Inc., New Or-
leans;Crump Aviation Underwrriters,
Memphis, Tenn.; S.J. Petrakis Insur-
ance Services Inc., San Francisco and
Los Angeles; Regency International,
Hamilton, Bermuda.

Underwriting manager for: Re-
liance Insurance Co., Planet Insur-
ance Co.

MGA for: Admiral Insurance Co.,
Albany Insurance Co., Allianz Un-
derwriters Insurance Co., American
Empire Surplus Lines Insurance Co.,
Canal Insurance Co., Employers Na-
tional Insurance Corp. of Oklahoma,
First Financial Insurance Co., First
State Insurance Co., Guaranty Na-
tional Insurance Co., Home & Auto-
mobile Insurance Co., Interstate Fire
& Casualty Co., Jefferson Insurance
Co. of New York, Marine Office of
America Corp., National Indemnity
Co., Northland Insurance Co., Planet
Insurance Co., Scottsdale Insurance
Co., Transamerica Corp., Thomas
Jefferson Insurance Co., Western
World Insurance Co., Yasuda Insur-
ance Co.

Broker for: Admiral Insurance
Co., American International Group
Inc., CNA Insurance Cos., Cameron &
Colby Co. Inc., Crum & Forster; Em-
ployers Reinsurance Corp.; Excess
Insurance Managers, Fireman's Fund
Insurance Cos., Genstar Indemnity
Co., Great American Surplus Lines
Insurance Co., Guaranty National In-
surance Co., Harbor Insurance Co.,
Home & Automobile Insurance Co.,
Interstate Fire & Casualty Co., Lex-
ington Insurance Co., Mt. Vernon
Fire Insurance Co., National Fire &
Marine Insurance Co., National In-
demnity Co., National Union Fire In-
surance Co. of Pittsburgh, Pa.,
Northland Insurance Co., Scottsdale
Insurance Co., Shand, Morahan & Co.
Inc., C.V. Starr & Co., Tudor Insur-
ance Co., Western World Insurance
co.

Correspondent: Lloyd's of Lon-
don.

Principal officers: Orville D.
Jones, executive vp/national direc-
tor; Earl R. Lanning, vp; Patrick R.
O'Brien, vp-finance/administration;
Sidney A. Stewart Jr., chairman.

Membership: AAMGA, NAPSLO.

Delta General Agency Corp.

4828 Loop Central Drive, Houston,
Texas 77082; 713-666-2777

1986 1985
Premium volume. $19,600,000 $17,289,000
Gross revenues. $2,646,000 $2,334,000
Employees - 5= so
Commercial lines.. 70% 60%
Admitted business 75% 80%
Non-admitted. 25% 20%

Year founded: 1959.
Parent company: Delta Lloyds In-

surance Co.

Type of business: 75% under-
writing manager, 23% managing gen-
eral agent, 2% broker.

Branch offices: Dallas.

Subsidiaries: Alpha Adjusting,
Houston.

Affiliated companies: Delta Bud-
get Accounting, Houston.

Underwriting manager for:
Delta Lloyds Insurance Co.

MGA for: Scottsdale Insurance
Co., Nautilus Insurance Co., Jeffer-
son Insurance Group, National In-
demnity Co., Interstate Fire & Marine
Insurance Co.

Broker for: Lexington Insurance
Co., New York Insurance Exchange.

Correspondent: Lloyd's of Lon-
don.

Specialties: Surcharged fire, com-
mercial umbrella.

Principal officers: Avrohm |. Wi-
senberg, chairman; Donald A. King,
president; William A. Fink, executive

Continued on facing page
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Membership: A AMGA, NAPSLO,
Texas Surplus Lines Assn.

Doranco Inc.

6240 Carlisle Pike, P.O. Box 1417,

Mechanicsburg, Pa. 17055;
717-697-4626

1986 1985
Premium volume... $39,668,706  $24,540,175
Gross revenues - NA NA
Employees. 22 19
Commercial lines. 10096 100%
Non-admitted...... 100% 100%

Year founded: 1975.

Type of business: 100% under-
writing manager.

Subsidiaries: Doran Excess Un-
derwriters Inc., Dorex Data Services
Inc., Commonwealth Underwriting
Services Inc., all in Mechanicsburg,
Pa.

Underwriting manager for:
United National Group.

Specialties: Excess and umbrella
liability, hospital professional liabil-
ity.

Principal officers: William L.
Doran, chairman; Ronald G. Hihn,
president; Deborah L. Grivens, vp/
general counsel; Elizabeth D. Fire-
stone, treasurer; Yvonne L. Shiner,
secretary.

Membership: NAPSLO.

Aaron B. Dupuy & Sons Inc.

5155 Galaxie Drive, Jackson, Miss.
39206; 601-982-3533

1986 1985
Premium volume... $9,750,000 $11,500,000
Gross revenues $926,250 $1,092,500
Ermployveaes._ =25 30
Commercial lines. 50% 50%
Admitted business 60% 70%
Non-admitted. . 40% 30%

Year founded: 1962.

Type of business: 90% managing
general agent, 10% broker.

MGA for: American Security In-
surance Co., Empire Fire & Marine
Insurance Co., Foremost Insurance
CO.

Broker for: Royal Excess & Sur-
plus Lines Insurance Co., American
International Group Inc.

Correspondent: Lloyd's of Lon-
don.

Specialties: Commercial trucking.

Principal officers: Aaron B.
Dupuy Jr., president; Aaron B.
Dupuy lll, secretary; Jean Pierre
Dupuy, vp; Emmett Krause, certified
public accountant.

Membership: AAMGA, NAPSLO,
Mississippi Surplus Lines Assn.,
Louisiana Surplus Lines Assn., Loui-

siana Managing General Agents
Assn.

EBCO Group
1420 Union Ave., P.O. Box 40048,
Memphis, Tenn.
38174-0048901-725-0966

1986 1985

Premium volume.. $46,793,375 $29,819,721

Gross revenues...... NA NA
Employees .. ........... 8 11
Commercial lines.. 15% 15%
rAdmitted business 88% 85%
Non-admitted.. 12% 15%

Year founded: 1980.

Type of business: 85% managing
general agent, 15% broker.

MGA for: Aegon Insurance Group,
Sphere Drake Insurance Co. P.L.C.

Broker for: lllinois Insurance Ex-
change, Stonewall Insurance Co.

Correspondent: Lloyd's of Lon-
don.

Specialties: Truck physical dam-
age and cargo.

Principal officers: F. Evans Sr.,
F. Evans Jr., Max Benner and A.J.
Hicks.

Membership: A AMGA, NAPSLO.

ECS Inc. (Environmental
Compliance Services Inc.)
721 E. Lancaster Ave.,

Downingtown, Pa. 19335;
215-269-6731

1986 1985
Premium volume.. $34,000,000 $24,000,000

Gross revenues. NA NA
Employees............. 29 26
Commercial lines. 100% 100%
Admitted business 95% 95%
Non-admitted. 5% 5%

Year founded: 1979.

Type of business: 100% managing
general agent.

Subsidiaries: ECS Underwriting,
ECS Brokerage, Consulting Services
Inc., Bailey Meyers & Associates.

MGA for: National Union Fire In-
surance Co. of Pittsburgh, Pa., Co-
lumbia Insurance Co.

Specialties: Hazardous waste gen-
eral liability, auto liability, property,
environmental impairment liability.

Principal officers: William Kron-
enberg Ill, president; David M. Ro-
senberg, senior vp; Susan WV.
Carsrud, vp-underwriting, Stanley |I.
Blaustein, vp-brokerage.

Membership: NAPSLO.

E&S Facilities Inc.

31 Inverness Center Parkway, Suite

280, Birmingham, Ala. 35243;
205-969-1700

1986 1985

Premium volume.. $33,000,000 $35,000,000
Gross revenues. $2,584,605 $3,148,544
Employees .,,. 45 51
Commercial lines.. 100% 100%
Admitted business 40% 40%
Non-admitted... 60% 60%

Continued on nert page
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Insurance Exchanges

International market report
on Insurance Exchanges in-
cluding Lloyd's, lllinois, New
York and Miami.

Added exposure: distribution
at Monte Carlo Rendez-VVous

NEW YORK:

220 EAST 42ND STREET/NY 10017/(212) 210-0133
CHICAGO:

740 RUSH STREET/IL 60611/(312) 649-5276

LOS ANGELES:

6404 WILSHIRE BOULEVARD/CA 90048/(213) 651-3710

de Septembre!

publishing: August 31
ad closing: August 18

That's the New York Insurance

Exchange advantage. The Exchange

provides easy access to insurance and reinsurance markets worldwide.
The New Ybrk Insurance Exchange o#ers a convenient,

low-cost way to enter a built-in market-a market regulated by insurance
professionals. And a market that attracts signijicant new capital.

7b serve its members and its users. the Exchange offers a

skilled staff and state-of-the-art centralized processing systems.

Systems that are responsive, accurate and cost-e#ective.

76 gain access to this active, growing and

projitable insurance marketplace, write to:

New York Insurance Exchange, Inc.
111 Fulton Street, New York, NY 10038

INSURANCE
EXCHANGE
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Year founded: 1975

Type of business: 70% broker,
30% managing generalagent

Branch offices: Atlanta; Char-
lotte, N.C.

MGA for: Employers National In-
surance Co., Carolina Casualty Insur-
ance Co., Guaranty National Insur-
ance Co., Lincoln National Group,
Lexington Insurance Co.

Broker for: Primarily First State
Insurance Co., Fireman's Fund Insur-
ance Cos., The Home Insurance Co.,
Transamerica Insurance Cc., Royal
Insurance Co., Columbia Casualty
Co., Admiral Insurance Co., Tudor
Insurance Co., United States Fire In-
surance Co., Evanston Insurance Co.,
General Reinsurance Corp., Ameri-
can Southern Insurance Co., Great
American Surplus Lines Insurance
Co., RLI Insurance Co.. United Capi-
tol Insurance Co., We:tco Insurance
Group.

Correspondent: Llo>-d's of Lon-
don.

Specialties: Excess casualty in-
surance.

Principal officers: Don J. Pate,

chairman; Charles H. Garrison, pres-
ident; Sondra H. Pate, secretary/

treasurer.
Membership: NAPSLO, Brokers &
Managing Agents.

ESL Inc.

P.O. Box 1458, Harrisburg, Pa.
17104; 717-255=6820

1986 1585
Premium volume. $2,255,571 $1,420,902
Gross revenu.s. 3185,840 $116,544
Employees. ... a =
Commercial lines. 100% :00%
Admitted business 29% 23%
Non-admitted. 71% 7. %

Year founded: 1980.

Parent company: Pennsylvania
National Mutual Casualty Insurance
co.

Type of business: 100% broker.

Broker for: Internattoral Surplus
Lines Insurance Co., Evanston Insur-
ance Co., Lexington Insu ranee Co.,
Nationa] Union Fire Insurance Cc. of
Pittsburgh, Pa., Utica Mutual Insur-

ance Co., Lincoln General Insurance
co.

Specialties: Public officials’
errors and omissions, directors and
officers liability for insurance com-
panies.

Principal officers: D.D. Walters,
president; Robert S. Schade, execu-
tire vp; Donald Walmer, vp; Ken
Shaffer, treasurer; Ken Shutts, secre-
tary/general counselL

Membership: Pennsylvania Sur-
plus Lines Assn.

lan Elliott Ltd.

1253 McGill College Ave., Mon-real,
Quebec HEB 2YS; 514-878-9155

1986 1985
Premium vclume... $47,600,000 $33,410,030
Gross revenues. $4,221,000 $3,3)0,010
Employees. 24 24
Commercial lines.. 100% 100%
Admit:ed business 96% 95%
Nort-admitted. 4% 5%

Year founded: 1966.
Type of business: 100% managing

general agent.
Branch offices: Torcnto.
MC; A for: Scotish & York Insur-

ance Co. Ltd., Victoria Insurance Co.
of Canada.

Principal officers: lan Elliott,
president; David Eastaugh, executive
vp; Andre Doycn and Charles Gal-
lant, senior vps.

Membership: NAPSLO.

Environmental Insurance

Management Inc.
8260 Greensboro Drive, Suite 600,
Mclean, Va. 22102; 703-847-6588

1986 1985
temium volume. NA NA
Gross revenues... NA NA
Employees. NA NA
Commercial lines. NA NA
Aimitted business NA NA
Non-admitted. NA NA

Year founded: 1987.

Type of business: 85% under-
writing manager, 15% managing gen-
eral agent.

Specialties: Environmental im-
pairment liability.

Principal officers: John J. Me-
t€lski, president.

Esprit General Agency
369 N. Post Oak Lane, Houston,
Texas 77024; 713-681-6500

1986 1985
Premium volume. $6,000,000 NA
Gross revenues... $390,000 NA
Employvees.......... = NA
Commercial lines. 100% NA
Non-admitted. 100% NA

Year founded: 1983, activated in
1986.

Type of business: 100% managing
general agent.

MGA for: Adriatic Insurance Co.

Correspondent: Lloyd's of Lon-
don.

Specialties: Commercial truck
physical damage, carnival and circus
excess liability, commercial umbrella
liability.

Principal officers: John E. Boyd

11, owner.

Ex-Plus Agency Inc.

15 Spinning Wheel Road, Suite
326, Hinsdale, 111. 60521;
312-325-7557

1986 1985
Premium volume. $5,035,225 $3,247,080
Gross revenues. $411,853 $228,259
Employees. 7 5
Commercial lines.. 100% 100%
Admitted business 85% 90%
Non-admitted 15% 10%

Year founded: 1983.

Type of business: 80% managing
general agent, 20% broker.

MGA for: Harco National Insur-
ance Co.

Specialties: Long-haul truck lia-
bility, physical damage, cargo.

Principal officers: William J.
Wilson, president; Marilyn J. Wilson,
vp/treasurer.

Excess & Surplus Lines
Insurance Brokers Inc.
13848 Ventura Blvd., Suite A,

Sherman Oaks, Calif. 91423;
818-990-8860

1986 1985
Premium volume. $27,500,000 $24,000,000
Gross revenues $2,612,500 $2,300,000
Emplovees. . 28 26
Commercial lines. 100% 100%
Admitted business 22% 51%
Non-admitted. 78% 49%

Year founded: 1975.

Type of business: 30% managing
general agent, 70% broker.

Branch offices: Costa Mesa, Calif.

MGA for: American Empire Insur-
ance Co., Nautilus Insurance Co.

Broker for: Primarily Topa Insur-
ance Co,, RLI Insurance Co., lllinois
Insurance Exchange.

Correspondent: Lloyd's of Lon-
don.

Specialties: Primary general
product liability, difference in condi-
tions, commercial umbrella and ex-
cess liability.

Principal officers: Douglas De-
Lano, chairman/executive vp/secre-
tary; jerry Boyer, president/trea-

Membership: NAPSLO.

FG Special Risks Inc.

4801 Woodway, Suite 285W,
Houston, Texas 77056;
713-993-9200

1986 1985
Premium volume. $20,000,000 $15,000,000
Gross revenues.. $1,800,000 $1,200,000
Employees..... 20 17
Commercial lines. 100% 100%
Admitted business 10% 10%
Non-admitted. 90% 90%

Year founded: 1975.

Parent company: Financial
Guardian Group Inc.

Type of business: 20% managing
general agent, 80% broker.

Branch offices: New Orleans.

MGA for: General Agents Insur-
ance Co., National County Mutual In-
surance Co.

Broker for: Primarily Albany In-
surance Co., Marine Office of
America Corp., Mt. Hawley Insurance
Co., Sheffield Insurance Co., lllinois
Insurance Exchange, The Home In-
surance Co., Interstate Fire & Ca-
sualty Insurance Co., Fireman's Fund
Insurance Cos.

Correspondent: Lloyd's of Lon-
don.

Principal officers: Robert J.

Continued on facing page
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Kopal, president; Lawrence Mennes,

executive'vp; Janet LaHaye, vp.
Membership: AAMGA, NAPSLO.

Fischer Underwriting Group

P.O. Box 814, Hasbrouck Heights,
N.J. 07604; 201-288-8620

1986 1985
Premium volume... $15,100,000 $16,500,000
Gross revenues... NA NA
Ermployacacae=s_.— = 10O
Commercial lines.. 100% 100%
Admitted business 70% 70%
Non-admitted........ 30% 30%

Year founded: 1981.

Parent company: Nelson Hurst &
Marsh (Holdings) Ltd.

Type of business: 100% under-
writing manager.

Underwriting manager for: RLI
Lr:)surance Co., Mt. Hawley Insurance

Specialties: Directors and officers
liability.

Principal officers: Donald R.
Fischer, president.

Membership: AAMGA, NAPSLO,
New Jersey Surplus Lines Assn.

Donald Gaddis Co. Inc.

150 S. Wacker, Suite 600, Chicago,
111.60005; 312-853-0071

1986 1985
Premium volume.. $12,000,000 $10,000,000
Gross revenues.. NA NA
Ermployaae=s = -
Commercial lines. 100% 100%
Admitted business 25% 25%
Non-admitted. .. 75% 75%

Year founded: 1982.

Type of business: 25% managing
general agent, 75% broker.

MGA for: Scottsdale Insurance
Co., Nautilus Insurance Co., Ameri-
can Empire Surplus Lines Insurance
co.

Broker for: General Star Manage-
ment Co., Admiral Insurance Co., Ca-
meron & Colby Co. Inc., International
Insurance Co., lllinois Insurance Ex-
change, American Empire Surplus
Lines Insurance Co.

Correspondent: Lloyd's of Lon-
don.

Principal officers: Donald
Gaddis, president; John Mette, prop-
erty vp; John Hilligoss, casualty
manager; Eric Gaddis, vp; Chris
Gaddis, financial vp.

Membership: NAPSLO, Assn. of
Lloyd's Brokers.

Gateway Underwriters
Agency Inc.

319 N. Fourth St., St. Louis, Mo.
63102; 314-621-7000

1986 1985
Premium volume. $9,600,000 $6,500,000
Gross revenues . NA NA
Employvees. . ........... 11 11
Commercial lines.. 99% 99%
Admitted business 30% 30%
Non-admitted........ 70% 70%

Year founded: 1954.

Type of business: 99% managing
general agent, 1% broker.

MGA for: National Indemnity Co.,
National Fire & Marine Insurance
Co., Home & Automobile Insurance
Co., Western World Insurance Co.

Correspondent: Lloyd's of Lon-
don.

Principal officers: Alan Marlette,
president; Ray Clines, vp; Patsy Woo-
lem, secretary/treasurer.

Membership: NAPSLO.

Gemblock Associates Inc.

1500 Broadway, New York, N.Y.
10036; 212-302-5599

1986 1985
Premium volume... $669,000 $25,000
Gross revenues. $100,000 $3,750
Ermployeaeaaes. - = =
Commercial lines.. 100% 100%
Admitted business 100% 100%

Year founded: 1985

Type of business: 100% broker.

Broker for: Primarily Chubb
Group.

Correspondent: Lloyd's of Lon-
don.

Specialties: Jewelers block, furri-
ers block, armored car and bankers
blanket bonds.

Principal officers: Peter L. Eyl,
Dresident: Frederick J. Nielson. vn:

Laura A. Smith, secretary; Gina M.
Eyl, assistant secretary.
General Star

Management Co.

Financial Centre, P.O. Box 10354,
Stamford, Conn. 06904-2354;
203-328-5700

See profile on page 63.

Glanvill Special Risk
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Insurance Brokers Inc. Business Insurance gives you total news coverage of loss
90 John St., New York, N.Y. 10038; prevention, risk financing and benefit management. Every e (please print)
212-619-4220 week. Annual subscription (52 issues) in U.S. dollars.
1986 1985 (Check here:) Surface Mail By Air tile telephone
Premium volume. $52,000,000 $47,000,000 USA O $68 m $116
Gross revenues... $3,865,000 $3,572,000 Canada o $84 m$116 company
Employees...........,,, 33 37 Bermuda (air only) os$115
Commercial linos. 100% 1000 British Isles 0 $115 or £82 nature of business
Admitted business a42% 44% Europe/Middle East 01%$115
Non-admitted. 58% 30% All other foreign Rates on request

O business or O home address

0 new subscription. O renewal, 0 payment enclosed.

Year founded: 1980. R .
O bill me. O bill company.

Parent company: J.I.B. Holdings . . . City state/country zip/postal code

Inc. O Please send information on your special 20%-05 group 0 1 prefer not to receive information or advertising by mail
Type of business: 40% managing rate for five or more subscriptions. from companies not affiliated with Crain Communications.
Continued on next page Mail to: Business Insurance, Circulation Dept., 965 E. Jefferson Ave., Detroit, Ml 48207 18cs7

Be more

successful

IN Managing your

Hazardous VWaste clai ms!

IF YOU WRITE CGL OR ARE A
SELF-INSURED GENERATOR,

SITE OWNER/OPERATOR,
OR TRANSPORTER...

You are probably already aware of the
1986 Superfund Amendments as they i
impact on your organization. Associated
Claims Enterprises can provide technical <
assistance in developing responsive claim
procedures and reserving practices.

We invite interested parties to contact
us regarding their specific needs and
requirements.

At Associated Claims Enterprises, we
don't handle claims, we manage them!
This is an important distinction that sets
us apart from our competition.

Our long-term expertise in the claims
I management field has proven invaluable
in identifying and eliminating cash flow,
loss and cost control problems. We offer
a full range of innovative services that
enable claim facilities to operate more
efficiently and profitably with better

results on the bottom line.

We can materially strengthen and
improve your current program. Our
unique capabilities include:
comprehensive program analysis,
establishing an accurate picture of
reserve adequacy, identifying loss
sources, performing in-depth surveys
and audits, providing claim run-off
services, and offering objective advice
on creating, implementing and
administering self-funding programs.

Associated makes

it worthwhile !

ASSOCIATED CLAIMS ENTERPRISES, INC.
A Subsidiary of Cameron General Corporation

10 South LaSalle Street. 12th Floor -

Chicaao IL 80803-1099 0 5119/PAR-1 APn
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spotlight report

Continued from previous page
general agent, 60% broker.

Branch offices: San Francisco.

MGA for: Agricultural Excess &
Surplus Lines Insurance Co., Ameri-
can Alliance Insurance Co., Scotts-
dale Insurance Co.

Broker for: Primarily First State
Insurance Co., Harbor Insurance Co.,
St. Paul Surplus Lines Insurance Co.,
Interstate Fire & Casualty Insurance
Co., Crum & Forster Managers Corp.

Principal officers: Roger S.
Walsh, president; Arthur Forenza Jr.,
executive vp; Joseph Harrington and
Frank Conti, vps.

Membership: NAPSLO, New York
Professional Wholesalers Assn.,
Western States Surplus Lines Assn.

Global Facilities Inc.

200 Sunrise Highway, Rockville
Centre, N.Y. 11570; 516-678-5353

1986 1985
Premium volume. $4,675,000 $4,125,000
Gross revenues. NA NA
Ermaployveaes =4 =4
Commercial lines. 99% 98%
Admitted business 96% 95%
Non-admitted.. 4% 5%

Year founded: 1977.

Type of business: 55% managing
general agent, 45% broker.

MGA for: First Central Insurance
Co., Colonia Insurance Co., Mt. Ver-
non Fire Insurance Co., New York
Merchant Bankers Mutual Fire In-
surance Co.

Broker for: Evanston Insurance
Co., Calvert Insurance Co., Lloyd's
New York, Security Insurance Co. of
Hartford.

Specialties: Multiperil, commer-
cial automobile.

Principal officers: Robert Sha-
piro, president; Sheldon Bagatell vp.

Membership: NAPSLO, Profes-
sional Insurance VWholesalers of New
York.

Good Weather

International Corp.

555 N. Broadway, Jericho, N.Y.
11753; 516-938-7512

1986 1985
Premium volume. $6,500,000 $6,500,000
Gross revenues. NA NA
Employvees - 10 s

100%
100%

Commercial lines. 100%

Admitted business 100%

Subscribe to

The Risk Retention Reporter

today and keep abreast of

risk retention activity being generated

in the U.S. since passage of the
1986 Risk Retention Act!

What the RiBk Retention Reporter does:

Monitors formation of risk retention groups
in "pulse point" states... those jurisdictions

with captive laws where

groups seek to form. Itt

Provides in-depth cover- =
age on purchasing groups.

0ven.requlatory and

Puts information

about risk retention

iva.#m#maan

activity in one place... e»E-*i» -

on the pages of the Risk 52*-=ZESsi#?2131#EfEE

Retention Reporter.

Who should subscribe to the

Risk Retention Reporter?

Insu,unce Companies, Agents and Bwkeys, Su,-plus
Lines Broken, Risk Managens, Reinsumn, Actuarial
Fit=nis, Brokewige Houses, Attorneys, Accountants, Thini
Fbrty Administmtons, Regulators, |,egistato™s, Trade
and Pmfessional Associationa, Businesses Concerned
About Liability Imutrince and Governmental Entities.

INDEPE€ADENT nSUAAACE

1 1 /K AGENTS ARD BAOKERS

Of CALFOARIA

. —

ORDER FORM

PRICE: $225/year (12 issues)
$245/year (12 issues)
outside of US.

NAME

COMPANY

ADDRESS

BUSU(ESS PHONE

Are you a member of an IIAA State Assoc-iation?

Make checks payable to: IIABC

STATE ziP

Ye.HO NOO

Mail to: Independent Insurance Agents & Brokers of California
101 Market Street Suite 702. San Francizu CA 94105
(415) 957-1212 or (800) 772-8998 in California

Year founded: 1961.

Type of business: 100% under-
writing manager.

Specialties: Weather risks.

Principal officers: Henry L. Fox,
president; Harold Mollin, director.

Membership: NAPSLO.

Harry W. Gorst Co. Inc.

805 Fairmont Ave., Glendale, Calif.
91203; 818-507-0900

1986 1985
Premium volume... $28,000,000 $24,000,000
Gross revenues. $2,750,00k} $2,160,000
Employvees_ . 29 27
Commercial lines. 38% 31%
Admitted business 25% 10%
Non-admitted. 75% 90%

Year founded: 1968.

Type of business: 80% managing
general agent, 20% broker.

Broker for: Primarily Scottsdale
Insurance Co, Topa Insurance Co.,
Terra Nova Insurance Co. Ltd., Ex-
cess Insurance Co. Ltd., Chicago In-
surance Co., British National Life
Assurance Co. Ltd., American Bank-
ers Insurance Co., Yasuda Fire & Ma-
rine Insurance Co. of America, Un-
ion American Insurance Co. Ltd.,
Bishopsgate Insurance PLC., River
Thames Insurance Co. Ltd., St. Kath-
erine Insurance Co. PLC., Mutual
Reinsurance Bureau.

Correspondent: Lloyd's of Lon-
don.

Principal officers: Harry VWV.
Gorst, president; Robert C. Black-
well, chief financial officer; Leighton
R. Cairns, Michael F. Heagerty and
William A. Lemon, vps.

Membership: A AMGA, NAPSLO.

Greenwich American
Underwriters Inc.

699 W. Main St., P.C. Box 2557,
Hendersonville, Tenr. 37077-2557

1986 1985
Premium volume. $4,500,900 $4,026,000
Gross revenues. $440,B00 $348,000
Employvees. 7 7
Commercial lines.. 99% 929%
Admitted business 10% 10%
Non-admitted. 90% 90%

Year founded: 1981.

Type of business: Managing gen-
eral agent.

MGA for: Lexington Insurance
Co., lllinois Insurance Exchange.

Correspondent: Lboyd's of Lon-

don.

Specialties: Auto physical dam-

age, liquor liability, garage keepers
legal liability, dealers open lot liabil-
ity.

Principal officers: James W. Ed-
wards, chairman; Benjamin C. Ar-
mistead, president; Frances S. Bird-
well, vp.

Membership: NAPSLO.

H&W Underwriters

Agencylnc.

P.O. Box 10303, Kansas City, Mo.
64111; 913-676-9301

1986 1985
Premium volume. $10,000,000 $5,000,000
Gross revenues $1,334,188 $644,270
Ermployveaes_ . 11 10O
Commercial lines.. 98% 98%
Admitted business 15% 5%
Non-admitted. 85% 95%

Year founded: 1974.

Type of business: 50% managing
general agent, 45% underwriting
manager, 5% broker.

Subsidiaries: Transportation Un-
derwriters Agency Inc., Kansas City,
MO.

Underwriting manager for:
American Excess Insurance Co.,
Paratransit Insurance Co. Ltd.

MGA for: ULICO Casualty Co.

Broker for: General Star Indem-
nity Co.

Correspondent: Lloyd's of Lon-
don.

Specialties: Association profes-
sional liability, labor union errors
and omissions, taxicab excess liabil-
ity.

Principal officers: Neil R. Poup-
pirt, president.

Membership: NAPSLO.

L.E. Harris Agency Inc.
1353 Holton Lane, P.O. Box 3889,

Langley Park, Md. 20787;
301-439-4700

1986 1985
Premium volume. $12,900,000 $10,584,000
Gross revenues. $1,995,546 $1,009,624
Employees.— 17 16
Commercial lines. 99% 99%
Admitted business 23% 25%
Non-admitted. 77% 75%

Year founded: 1922,

Type of business: 80% managing

CONTROL
YOUR DESTINY

If your clients' primary renewal is an unacceptably high

percentage of aggregate insurance provided, or insurance
is unavailable, self-insurance should be considered.

Some advantages are:

a) Client controlled claims management.

b) Certificate holders needs fulfilled.

c) The premium savings accrued from this primary as-
sumption can be applied towards purchasing higher

excess (catastrophe) limits.

d) Investment income earned on monies held.

Once the benefits derived from this structuring are rea-
lized, traditional insurance may never again be sought.

CE# PROGRAM
SPECIALISTS

Reinsurance intermediaries - Underwriting Managers

Insurance Agency

74 Atlantic Avenue
Marblehead, Mass. 01945

TX 940755 Harborlaw
(617) 639-1660

general agent, 20% broker.

MGA for: Jefferson Insurance
Group, North East Insurance Co.,
National Indemnity Co., United
States Liability Insurance Co., Penn-
America Insurance Co., Nautilus In-
surance Co., St. Katherine Insurance
Co. P.L.C., Sphere Drake Insurance
Co. P.L.C., AEGON Insurance Group
N.V.

Broker for: Primarily Lexington
Insurance Co., Colonial Penn Insur-
ance Co.

Correspondent: Lloyd's of Lon-
don.

Principal officers: David A. Rif-
fert, president; Donald A. Miller, vp.

Membership: AAMGA, NAPSLO.

Huycke General Agency

508 W. Sixth Ave., Anchorage,
Alaska 99501; 907-276-5333

1986 1985
Premium volume. $3,962,000 $2,960,000
Gross revenues $608,000 $319,800
Ermaploycaes—. S S
Commercial lines. 90% 79%
Admitted business 10% 26%
Non-admitted. 90% 74%

Year founded: 1976.

Type of business: 100% managing
general agent.

MGA for: Scottsdale Insurance
Co., National Casualty Insurance Co.,
American Family Home Insurance
co.

Specialties: Commercial auto and
contractors liability.

Principal officers: Peter C.
Huycke.

Membership: A AMGA.

Independent Insurance
Wholesalers Inc.
P.O. Box 23781, 7140 S.W. Fir

Loop, Tigard, Ore. 97223;
503-684-1956

1986* 1985~

Premium volume.. $12,000,000 $7,000,000
Gross revenues... $1,021,000 $700,000
Employees............. 12 10
Commercial lines.. 100% 100%
Admitted business 25% 30%
Non-admitted... 75% 70%

Year founded: 1983.

Type of business: 85% broker,
15% managing general agent.

Branch offices: Dublin, Calif.

MGA for: Western World Insur-
ance Co., Nautilus Insurance Co.,

Agricultural Excess & Surplus Insur-
ance Co.

Broker for: Admiral Insurance
Co., Tudor Insurance Co., Navigators
Insurance Co., Interstate Fire & Ca-
sualty Co., Investors Insurance Co. of
America, Harbor Insurance Co.,
Agricultural Excess & Surplus Insur-
ance Co.

Correspondent: Lloyd's of Lon-
don.

Specialties: Excess, umbrella,
product liability.

Principal officers: Robert K.
Stahl, president; Thomas E. Sawyer
and Stacey A. Griffin, vps.

Membership: NAPSLO.

Insurance Facilities Inc.

140 N. Main, Sioux Falls, S.D.
57102; 605-336-0798

1986 1985
Premium volume... $10,259,905 $9,017,511
Gross revenues $984,101 $956,200
Employveces._ o =Oo
Commercial lines.. 40% 50%
Admitted business 80% 70%
Non-admitted........ 20% 30%

Year founded: 1965.

Type of business: 95% managing
general agent, 5% broker.

Branch offices: Bismarck, N.D.;
Minneapolis.

MGA for: Economy Fire & Ca-
sualty Co., Jefferson Insurance
Group, Colonia Insurance Co., Con-
stitution State Insurance Co., Rock-
wood Insurance Co., Canal Insurance
Co., American Modern Home Insur-
ance Co., American Reliable Insur-
ance Co., Monticello Insurance Co.,
Occidental Fire & Casualty Co. of
North Carolina, Riunione Adriatica
di Sicurta S.p.A.

Principal officers: J.T. Schneider,
president; D.J. Dougherty, secretary/
treasurer; R.J. Schneider, executive
VP.

Membership: A AMGA.

Continued on facing page
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66 Route 17, Paramus, N J 07652,
201-368-8040

1986 1085
Premium volume $10,687,687 $10,701,184
Gross revenues $1,994,942 $2,028,621
Employees 18 20
Commercial lines 85% 85%
Admitted business 40% 40%
Non-admitted 60% 60%

Year founded: 1978

Type of business: 50% managing
general agent, 50% broker

Interprofessional
Underwriters Inc.

P O. Box 190, Bridgeport, Pa
19405, 215-275-4300

1986 1985

Premium volume $10,210,425 $13,544,469
Gross revenues NA NA
Employees 10 10

Commercial lines 100%

100%

100%

Admitted business 100%

Year founded: 1982

Type of business: 100% under-
writing manager

Underwriting manager for: Im-
perial Casualty & Indemnity Co

MGA for: United National Insur- Principal officers: Anthony J
ance Co, Jefferson Insurance Co, Witczak, president, Nicholas P
Riunione Adriatica di Sicurta SPA Croce Jr, executive vp, Evangeline

Broker for: Imperial Casualty & Spadaccini, secretary, Michael J
Indemnity Co, Chubb Custom Insur- Doody, vp

ance Co, Lexington Insurance Co,
Calvert Insurance Co, Hartford In-
surance Group, Cambridge Mutual
Fire Insurance Co, Fireman's Fund
Insurance Cos, Home Insurance Co
of lllinois

Correspondent: Lloyd's of Lon-
don

Membership: NAPSLO

Interstate Excess Inc.
1471 Woodward Ave, Suite 104,

P O Box 249, Bloomfield Hills,
Mich 48013, 313-338-3232
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Don R. Jensen & Co.

330 S Wells, Chicago, lll 60606
312-939-5240

Year founded: 1974

Type of business: 92% broker, 8%
managing general agent
Branch offices: Marmora, N J

1986 1985

R Subsidiaries: Johnson Un-
Premium volume $10,000,000 $8,500,000 R
Gross revenues NA NA derwriters Ltd
Employees 12 11 MGA for: United National Insur-
Commercial lines 100% 29% ance Co
Admitted busmess 60% 65% Broker for: National Union Fire
Non-admitted 40% 35%

Insurance Co of Pittsburgh, Pa, llli-

nots Insurance Exchange, United Na-
Year founded: 1931

LMG Services Ltd.

116 John St, New York, N Y
10038, 212-791-1200

1986 1985

tional Insurance Co, Imperial Ca- Premium volume $45,000,000 $35,000,000

Type of business: 80% broker,

209 _ | sualty & Indemnity Co, Lexington Gross revenues $2,600,000 $2,100,000

7 managing general agent Insurance Co, International Surplus Employees 20 20

MGA for: First State Insurance Lines Insurance Co onimercial lines 100% 100%

Co United National Insurance Co . . - . Admitted business 80% 80%
Specialties: Municipal risks N .

on-admitted 20% 20%

Broker for: American Empire In-
surance Co, California Union Insur-
ance Co, Royal Surplus Lines Insur-
ance Co

Membership: NAPSLO

Principal officers: Edward S
Johnson, president/secretary/trea-
surer, Dennis Pellegrino, vp, Carolyn
Johnson, assistant secretary

Membership: NAPSLO, New Jer-
sey Surplus Lines Assn, Pennsylva-
nia Surplus Lines Assn

Jensvold & LeFevre Inc.

P O Box 40998, Houston, Texas
77240-0998; 713-462-6223

1986 1985

Premium volume $6,000,000 $5,000,000
Specialties: Commercial auto 1986 1985 Gross revenues $400,000 $375,000
physical damage Premium volume $7,300,000 $2,100,000 Employees 8 8
Principal officers: Gregory A Gross revenues $201,000 $87,000 Commercial lines 100% 100%
Gross. chief executive officer. Barr Employees 5 2 Admitted business 10% 10%
S - 4 Yy Commercial lines 100% 100% Non-admitted 20% 90%
J Riff, president Admitted business 59% 72%
Membership: NAPLSO, New Jer- Non-admitted 41% 28% vear founded: 1982

sey Surplus Lines Assn

Intercontinental Insurance

Managers Inc.

Year founded: 1974
Type of business: 100% broker

Broker for: United Capitol Insur-
ance Co, lllinois Union Insurance

Gox hexington Insurance Co. Eyan-

stoh Tnsu

600 3 First National Plaza, Chicago, nental Insurance Co, Liberty Na-

11160602, 312-444-1000

tional Fire Insurance Co, National
Union Fire Insurance Co of Pitts-

Premium volume $32,420,156 $28,703,670 burgh, Pa

Gross revenues $6,315,200
Employees 147
100%

100%

$5,808,613

Commercial tmes 100%

Admitted business 100%

Year founded: 1982

Parent company: Intercontinental
Financial Group of North America

Type of business: 100% under-
writing manager

Branch offices: Schaumburg, llI,
Indianapolis, Louisville, Ky , St
Louis, Kansas City, Mo, Oklahoma
City, Milwaukee

Underwriting manager for: In-
tercontinental Insurance Co

Specialties: Workers compensa-
tion

Principal officers: James L Wat-
son, president, Edward Schell, un-
derwriting manager, Elizabeth Fer-

Correspondent: Lloyd's of Lon-

145 don

Specialties: Hospital malpractice,
product liability, property
Principal officers: Charles E

Marlin, president, John F Flaherty, deman; vp

executive vp, Donald C Marlin, vp,
Kay Marlin, secretary/treasurer

Membership: Michigan Surplus
Lines Agents Assn

rans, claims manager, Kevin Marks, Jaeger & Haines Inc.

loss control manager, Carol Hilton,
assistant comptroller

International Placement
Services Inc.

7710 Carondelet, Suite 433, St
Louis, Mo 63105, 314-725-8394

1986 1985
Premium volume NA NA
Gross revenues $1,420,411 $1,123,288
Employees 17

Commercial lines 100% 100%
Admitted business 20%

Non-admitted 80% 80%

Year founded: 1981

Type of business: 70% broker,
30% managing general agent

MGA for: American Empire Insur-
ance Co, Penn-America Insurance
Co, First Financial Insurance Co,
Lincoln Insurance Co

Broker for: American Interna-
tional Group Inc , Chicago Insurance
Co, Consolidated American Insur-

4268 Gabel Drive, P O Box 1623,
Fayetteville, Ark 72702,
501-521-2551

1986 1985
Premium volume $11,800,000 $7,100,000
Gross revenues $1,700,000 $1,100,000
Employees 25 18
Commercial lines _
Admitted business 2=
Non-admitted 75% 50%

Year founded: 1976
Type of business: 90% managing

16 general agent, 10% broker

Correspondent: Lloyd's of Lon-

20% don

Principal officers: Larry Haines,
president, Mike Johnson, Ed Elliott,
Mary Huff and Gloria Taylor, vps

Membership: A AMGA, NAPSLO

Jay Mar Group Ltd.

45 Whitney Road, Mahwah, N J
07430*,201-891-8628

1986 1985

ance Co, Evanston Insurance Co, Premium volume $12,091069000Q’0$15,910959(%9

Employers Reinsurance Corp, Fidel-

Gross revenues

R R . N Employees 10 7
ity & Deposit Co, Fireman's Fund Corimyemial hnos 9596 5%
Insurance Cos , First State Insurance Admitted business 60% 70%
Co, Great Central Insurance Co, Non-admitted 35% 25%

Harbor Insurance Co, Home Insur-

ance Co , lllinois Insurance Ex-

change, Intercontinental Insurance * After Oct 1, address will be 610 Ave
Co, Interstate Fire & Casualty Co, H, Matamoras, Pa 18337

International Surplus Lines Insur-
ance Co, Mt Hawley Insurance Co,

Year founded: 1976
Type of business: 65% managing

Old Republic Insurance Co , RLI In- general agent, 35% broker

surance Co , Republic Western Insur-

Branch offices: Rosemont, Pa ,

ance Co, Royal Surplus Lines In- Newbury, Vt, Middletown, N Y

surance Co, Safety Mutual Casualty

MGA for: Terra Nova Insurance

Kiger Insurance
154 Patchen Drive, Suite 96,
Lexington, Ky 40502,
606-268-0707

Type of business: 60% managing
general agent, 40% broker

MGA for: Sphere Drake Insurance
Co PLC, Homestead Insurance Co

Broker for: Interstate Fire & Ca-

sualty Co, Underwriters Indemnity
Go, Mt Hawley Insurance Co

1986

Year founded: 1969

Type of business: 100% broker

Branch offices: LMG Excess of
New Jersey Inc , East Brunswick,
NJ

Subsidiaries: Mule Associates
Inc, Mule Associates of New Jersey
Inc

Broker for: American Interna-
tional Group Inc, Hartford Insur-
ance Group, General Star Indemnity
Co , New England Insurance Co ,
Lloyd's New York

Specialties: Real estate, hotels,
motels

Principal officers: Alvin B Moss,
president, John Dalton, executive vp,
Fred Berger, senior vp, Stuart Farber
and Philip Cacioppo, vps

Membership: NAPSLO

First Premium volume $8,009.ON.$13.000,000 LUI Management Inc.

nsudran exigton 1 ross revenues
surance Co Employees 200 W Madison St, Suite 1900,
Correspondent: Lloyd's of Lon- Commemal lines o9% 99% Chicago, 111 60606, 312-855-0590
Admitted business 75% 75%
don 1986 1985
) ) ) ; Non-admitted 25% 25%
Specialties: Energy risks, associa- Premium volume HO,000,000 $10,000,000
tion programs Gross revenues $3,549.000 $1,179,000
Principal officers: Marcus D Year founded: 1980 (E:mployees 7 59
) N ommercial lines 100% 100%
Jensvold, president, M Doris Le- Type of business: 75% managing Admitted business 20% 20%
Fevre, executive vp, William D Wur- general agent, 25% broker Non-admitted 80% 80%

MGA for: American Live Stock In-
Membership: NAPSLO, Texas
Surplus Lines Assn

surance Co , General Insurance Co of
Trieste & Venice
Broker for: Pearl Assurance

Year founded: 1978

Type of business: 100% under-

PLC, Generali-Assicurazioni Gen- writing manager

erah SPA
Johnson Excess Ltd.

640 W Street Road, Feasterville,
Pa 19047, 215-355-6200

don
Specialties: Horse farms, horse
mortality and fertility

Underwriting manager for: LUI

Correspondent: Lloyd's of Lon- Insurance Syndicate Inc, CalFed In-

surance Syndicate Inc
Principal officers: Richard E
Foss, Barbara K Marrs, Lonnie L

Membership: NAPSLO, Un-

derwriters & Brokers Assn of Chi-

) 1986 1o8s Principal officers: Syl Kiger, Steffen, Francis P MeGovern and
Z:Z:L::,g:\:r:e $2§22:232 $7$'§22:3?: president, Alan Douglass, vp, Vir- Dennis J Bieda
Employees a ginia Rustay, manager, Cathy Lowe,
Commercial lines 100% 100% Secretary/treasurer
Admitted business 70% 0% Membership: Kentucky Surplus cago, lllinois Surplus Lines Assn
Non-admitted 30% 40% Lines Assn

Continued on next page

S/

ON-TARR

Dynamic, Responsible

Growth!

N ew records continue to be broken by the lllinois Insurance

Exchange as it expands its scope of operation for profes-
sional brokers and serious investors in the world market-

place. We have made significant progress during the past
year. Our accomplishments include:

* A remarkable 285% increase in premium
volume.

* Acorrespon,ling96%.increaseinpolicyhold-
ers' surplus with an excellent premium to
surplus ratio.

* A Guaranty Fund, the security behind

the Exchange, that now exceeds $20
million.

#r A combined loss ratio of

interesting infor- 1
mation and it high- 1 * 1
lights the opportuni-
ties available to li.,.
Investors For your L 17?»l

complimentary copy

YOUR COPY
IS WAITING!

Our Annual Report
tells the whole story of
our solid ability to per-
form and our expanding
role in the marketing of in-

surance. Irs full of

facts and f,gures, -, #L

Z:.of'.-7

contact James M Skelton,
President and CEO, today at

Corp, St Paul Surplus Lines Insur- Co Ltd, Homestead Insurance Co,

ance Co, South Carolina Insurance Frontier Insurance Co , Marine Office

Co, Stonewall Insurance Co, Tran- of America Corp, American Colonial

samerica Insurance Co , United Cam- Insurance Co

tol Insurance Co, United National Broker for: Calvert Insurance Co ,

Insurance Co Sphere Drake Insurance Co PLC,
Correspondent: Lloyd's of Lon- Lexington Insurance Co

don Specialties: Commercial auto and
Principal officers: Richard J truck, liquor liability

Eichhorn, president, Gary G Uhle- Principal officers: Jay Martin,

meyer, executive vp, David E Geb- president, Robert L Wasserman, vp

hardt and Robert C Fagan, vps Membership: NAPSLO, New Jer-
Membership: NAPSLO sey Surplus Lines Assn

93.5%, indicative of
judicious risk
taking.

lllinois Insurance Exchange

175 W JACKSON BLVD, CHICAGO, IL 60604
Toll-Free 1 -800/525-8471 (In lllinois 312/939-2400)
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Contznued from previous page Year founded: 1981 hotels restaurants
Type of business: 100% broker
Branch offices: Chicago verett president, Robert L Smith Ill,
Broker for: Admiral Insurance vp

Co, Allendale Insurance Co , Allianz

Underwriters Insurance Co , Califor- The London Agency Inc.

nia Union Insurance Co, Canad-an 1230 W Peachtree St NW,

Atlanta, Ga 30309, 404-875-9641

Landmark Management
Corp.
601 NW 23rd St ,PO Box 676,

Oklahoma City, Okla 73101,

405-521-9911 Universal Insurance Co , Century In-

demnity Co , Columbia Casualty Co,
Premium volume $17,000,000 $13,367,500 Employers Reinsurance Corp , ChLbb

Gross revenues NA NA Custom Market Inc , Fireman's Find
Employees 26 20
95% 95%
42% 42%
Non-admitted 58% 58%

1986 1985

See profile on page 55

Insurance Cos , First State Insurance

Gommercial lines Co , General Star Indemnity Co, The ) )
Home Insurance Co, Home Insurance London American Risk
Co of Indiana, lllinois Insurance Ex- Specialists Inc.
Yearfounded: 1971 change, CIGNA Excess & Surplus In-

Parent company: Landmark In- surance Services, Imperial Casualty
surance Group & Indemnity Co, International In-

Type of business: 50% managing surance Co, International Surplus

general agent, 50% broker Lines Insurance Co, Lexington In-

Branch offices: Wichita, Kan
MGA for: Northfield Insurance

Admitted business

9301 Southwest Free,vay, Suite
145, Houston, Texas 77074,
713-777-6404

1986 1985

surance Co, National Indemnity In- Gross revenues $1.611,023 $1,201,663
surance Co , National Union Fire In- Employees 18 16
Co, Northland Insurance Co, Canal surance Co of Pittsburgh, Pa , St Commercial lines 100%
Insurance Co, Scottsdale Insurance Paul Surplus Lines Insurance Co, Admitted tusiness 39%
Co, National Fire & Marine Insur- United Capttol Insurance Co , United Non-admitted e1% 83%
ance Co , National Indemnity Co, In- National Insurance Co

terstate Fire & Casualty Co, First
State Insurance Co, Guaranty Na-
tional Insurance Co

100%

37%

Correspondent: Lloyd's of Lon- Year founded: 1984
don Type of business: 98% broker, 2%

Principal officers: James F Lan- manaBging general agent

Broker for: Stonewall Un- gan, president, Arthur E Judson, ex- ranch offices: Dallas

derwriters Inc , Harbor Insurance ecutive vp, David Young, vp-ca-

Co, Marme Office of Amenca Corp, sualt?/, George Stone,.vp—prof;f).erty, anGg,CRe, for: Actna Casualty &

Crum & Forster Managers Corp (llli_ Ken'OF h érn%son'\wp%hlgf%ﬂ.%.lce .

nois), Employer Reinsurance Corp embership: LO,Michigan Surety Co , First State Insurance Co ,
Correspondent: Lloyd's of Lon_ Surplus Lines Assn Intérstate Fire & Casualty Co. Admi-

qon ral Insurance Co , Fireman's Fund In-

MGA for: Western World Insur-

surance Cos
co

R . . , Lexington Insurance
Specialties: Commercial automo-

bile, umbrella
Principal officers: William E

Leverett, Smith & Co. Inc.

875 Old Roswell Road, Building A,
Suite 500, Roswell, Ga 30076,
404-993-0645

Correspondent. Lloyd's of Lon-

don
Thompson, chairman, Charles C

Caldwell, president, Philip C Tolle-
son and Sally A Stursa, vps
Membership: AAMGA, NAPSLO,

Principal officers: Brian L
Brecker, president, Kenneth S
Keathley, James E Cloud, Roy S

1986 1985

Oklahoma Surplus Lines Assn Premium volume $5,000,000 $200 000 Shoul.z and Karl Emery, vps
Gross revenues $500,000 $26 000 Membership: NAPSLO, Texas
Employees 3 1 Surplus Lines Assn
Commercial lines 100% 100%

Langan & Associates Inc. Admitted business 30% 0%

Non-admitted 70% 110%

P O Box 6468,5940 Tahoe Drive
S E, Grand Rapids, Mich
49516-6468, 616-942-8930

LoVullo Associates Inc.

600 Crosby Building, 120 Franklin
St, Buffalo, N Y 14202,
716-856-3065

Year founded: 1985

Type of business: 100% broker

Broker for: Colony Insurance Co ,
United Capitol Insurance Co, Ameri-

1986 1985

Premium volume $42,271,882 $37,577,957

Principal officers: Jerry J Le-

Premium vilume $24,387,000 $20,400,000 Admitted business

liability, general liability, product it- Montgomery & CollinS InC.

ability
Principal officers: W L Rambo,
vp/general manager, J Hyatt Brown,
president, Jamen Henderson, chief fi-
nancial officer, Kenneth Hill, vp
Membership: A AMGA, NAPSLO,
Florida Surplus Lines Assn

Maclean, Oddy

& Associates Inc.

1445 Ross Ave , Suite 3900, Dallas,

Texas 75225, 214-855-7700

1986 1985

Premium volume $86.464,000 $73,026,000
$5,348,000 $4,545,000
Employees a3 40
100% 100%
40% 50%
60% 50%

Gross revenues

Commercial lines

Non-admitted

Year founded: 1983

3700 Wilshire Blvd, Suite 400, Los

Angeles, Calif 90010,
213-480-4501

See profile on page 57

Moore Excess Inc.

Center St ,PO Box 565, Croton
Falls, NY 10519, 914-277-3955

Gross revenues

Premium volume $15,000,000 $9,000 000

Employees 10 10

Commercial lines 98% 29%

Admitted business 60% 60%
Non-admitted 40% 40%

Year founded: 1977
Type of business: 100% broker

Broker for. General Reinsurance

Corp, United States Liability Insur-

Parent company. Sedgwick ance Co

Group PLC
Type of business: 100% broker

Principal officers: R J Moore,
president, John A Buckley, senior

Subsidiaries: Maclean, Oddy & vp, Claire Navin, secretary

Associates of Texas Inc, Maclean,

Membership: NAPSLO, Profes-

Oddy-Reinsurance Intermediaries sional Insurance Wholesalers Assn of
Inc, Maclean, Oddy-Underwriting New York

Management Co, all in Dallas
Broker for: Fireman's Fund Insur-
ance Cos , American International
Group Inc , Continental Corp ,
CIGNA Group, The Home Group Inc
Correspondent: Lloyd's of Lon-
don

Principal officers: R B Oddy,

chairman, Anita Chanpong, presi- Prem(ium volume $2,500.00

dent, John Miller and Jack Souza,
executive vps, Stanley Partridge, se-

nior vp

Membership: NAPSLO, Texas Non-admitted 20%

Surplus Lines Assn

McAlear Associates Inc.

3075 Orchard Vista Drive SE,
Grand Rapids, Mich 49506,
616-942-8000

1986 1985

Gross revenues $2,452,846 $2,211,274 1986 1985 Premium volume $110,203,815 $90,166,634

Employees 20 20 can Specialty Insuran.ce Co, lllinois Premium volume $7,328,893 $6,118,000 Gross revenues $9,869,579 $8,358,302

Commercial lines 100% 100% Insurance Exchange, Fireman's Fund Gross revenues NA NA Employees 62 st

Admitted business 52% 40% Insurance Cos Employees 13 17 Commercial lines 100% 100%

Non-admitted 48% 60% Specialties: Product liability, Commercial lines 7% 60% Admitted business 87% 8s%
Admitted busmess 58% 97 % Non-admitted 13% 15%
Non-admitted 42% 3%

Year founded: 1949

Year founded: 1971
Parent company. Willis Faber

Type of business: 76% managing Europe B VV

general agent, 24% broker

Type of business: Managing gen-

Subsidiaries: Ardent Premium eral agent and broker

Plan

Branch offices: Overland Park,

MGA for: Jefferson Insurance Co, Kan

National Indemnity Co , National

Correspondent: Lloyd's of Lon- Gross revenues

Stan Moore & Associates

7125 W Jefferson Ave , Suite 145,
Lakewood, Colo 80235,
303-969-8200

1986 1985

$300,000
ross revenues NA $30,000
5 a

Employees
Commercial lines 95%

10%

50%
Admitted business 50%

50%

Year founded. 1980

Type of business: 100% broker

Broker for: Illinois Insurance Ex-
change, Mt Hawley Insurance Co

Principal officers: Stan Moore
president, George Yarberry, vp,
Orval MaJors, treasurer, Kathryn
Moore, secretary

NAS Ltd.

100 S Wacker Drive, Chicago, lll

60606, 312-726-2186
1986 1985

Premium volume $24,900,000 $18,000,000

$1,944,000 $1,560,000
Casualtv Insurance Co, Northland don Employees 9 °
Insurance Co, Midwest Mutual In- Principal officers: Charles A Commercial hnes 100% 100%
surance Co, Western World Insur- McAlear, chairman, Thomas S Admitted business 60% e0%

ance Co, American Modern Home In- Bloom, president, Ralph F Leistner,

surance Co

Broker for: Connecticut Indem-
nity Co, Tudor Insurance Co , Fron-
tier Insurance Co

Correspondent: Lloyd's of Lon-
don

Match
Makers

Specialties: Commercial auto
physical damage, primary general li-
ability, motorcycle liability

Principal officers: Leonard S
LoVullo, chairman, Leonard T Lo-
Vullo, president

Membership: AAMGA, NAPSLO, Gross revenues

Professional Insurance VWholesalers
Assn of New York

As a leading insurance wholesaler, our job is
to match the risk with the RIGHT insurer.
Retailers and underwnters of

INDUSTRIAL AND COMMERCIAL RISKS who

MacDuff Underwriters Inc.
place their trust in us know they are

getting more than personalized service.

We provide tactical skill and attention to detail
that assures the best MATCH

P O Box 427,126 Volusia Ave,
Daytona Beach, Fla 32015,
904-252-6454

1986 1985

Gross revenues $1,700,000 $1,500,000

. . 17 23
possible in E. & S. Insurance. Employees

Commercial lines 99% 9296

Admitted business 23% 36%

Non-admitted 77% 64%

Year founded: 1980

Parent company: Brown & Brown

e

executive vp, Beverly K Naedele, se-

mor vp, David D Martin, vp

Membership: NAPSLO

Mid-Western General

Agency
3305 81st St , Suite D, Lubbock,
Texas 79423, 906-792-5183

1986

Premium volume $500,000

$47,500 NA
Employees 2 NA
Commercial lines 100% NA

Admitted busmess 17 5%

Non-admitted 82.5%

Year founded: 1986

Non-admitted 40% 40%

Year founded: 1975

Type of business- 100% broker

Branch offices: Indianapolis

Broker for First State Insurance
Co, Columbia Casualty Co , St Paul
Surplus Lines Insurance Co , Crum &
Forster Corp , American Interna-
tional Group Inc , Admiral Insurance
Co, lllinois Insurance Exchange,
American Empire Insurance Co ,

"*NA General Star Indemnity Co

Correspondent: Lloyd's of Lon-
don

Specialties: Hospital professional

NA liability, truck liability including
NA physical damage

Principal officers: Tom Cath,
Steven Johnson, Elaine Tearney, Ste-

Type of business: 50% managing ven Shirley, John Bogart and John

general agent, 50% broker
MGA for: Intermnational Un-

Cornelius

Membership: NAPSLO, Assn of

derwrtters Insurance Co, Fielding Lloyd's Brokers

Reinsurance Ltd
Broker for: Fielding Reinsurance

Ltd, Lexington Insurance Co, Fire-
man's Fund Insurance Cos

Principal officers: John S
Dersch, owner, Cleva Dennia, office

Premium volume $10,700,000 $8,400,000 manager

Mining Insurance
Markets Inc.

P O. Box 73013, Birmingham, Ala
35253, 205-933-9162

Inc 1986 1985
Type of business: 50% managing Premium volume $2,300,000 $2,000,000
general agent, 50% broker (E;rosls revenues N/Z N/Z
|IBr-rn |Ass©dates |[Inc©rn©rated Supsidlaries: MacDuff Ameriea (00 00, e
Inc, Daytona Beach, Fla Admitted business 100%
MGA for: General Agents Insur- Non-admitted 0%

PO Box 545
Beaver Hill South

jenlantown, PA 19046
215-576-1500

11 I john Street ance Co, Scottish & York Insurance
New York, NY 10038 Co Ltd, Essex Insurance Co

Broker for: Admiral Insurance

212-791-9745
-Co, Hartford Specialty Co, Lexing-

Baltimore Harrisburg

301-467-4448 717-545-2601

Pittsburgh
412-566-1501

Washington Crum & Forster Managers Corp ,
202-371-1057 Safety Mutual Casualty Corp

Year founded: 1985
Type of business: 100% broker

Nason Associates Inc.
Suite 207,6901 W 63rd, Overland
Park, Kan 66202, 913-677-1550

1986 1985

Premium volume $6,736,000 $6,245,000
Gross revenues $420,000 $355,300
Employees 7 €
Commercial lines 20% 20%

Admitted business 65%

35%

65%

Non-admitted 35%

Year founded: 1980

Type of business: 100% broker

Broker for: Associated Aviation
Underwriters, United States Aircraft
Insurance Group, Global Aviation

95% Insurance Services, Aviation Office
s% of America

Correspondent: Lloyd's of Lon-
don

Specialties: Aircraft insurance,

Broker for: Rockwood Insurance including aircraft manufacturers
ton Insurance Co, Harbor Insurance Co, Rockwood Insurance Co of Indi- product liability
Co, Fireman's Fund Insurance Cos, ana

Specialty: Mining risks

Principal officers: Courtney H
Nason, president, Linda Joy, vp,

Principal officers: Chandler F Lorri Shuey, senior underwriter
Specialties: Umbrella and excess Cox Jr , president

Continued on facing page



Continued from facing page

Assn

J.J. Negley Associates

388 Pompton Ave , Cedar Grove,
N J 07009, 201-239-9107

1986 1985

Insurance Co, Canadian Universal Professional Liability

Membership: Aircraft Insurance Insurance Co Ltd, Commonwealth

Insurance Co, The Home Insurance
Co, Interstate Fire & Casualty Co,
lllinois Insurance Exchange, Na-
tional Casualty Co , RLI Insurance
Co, Scottsdale Insurance Co , United
Capitol Insurance Co

Specialties: Ocean marine

Princip,| officers: Douglas R Commercial lines

Premium volume $35.000.000 $26,000,000 Hartman, president, Gary Galeotti,

Ss reve
Employees 40 36
100%
Admitted business 10%

Commercial hnes 100%

Non-admitted 90%

Year founded: 1960

Type of business: 100% under-
writing manager

Underwriting manager for:
Scottsdale Insurance Co, National
Casualty Co

Specialties: Health and social ser-
vice agencies

Principal officers: Joseph J Neg-
ley, chairman, Edward T Negley,
president, Brian J Waters, executive

Membership: AAMGA, NAPSLO

The Norco Agency Inc.
6308 Woodman, Suite 204, Van
Nuys, Calif 91401, 818-782-1912

1986 1985

John R Adams Jr, vps
Membership: NAPSLO, Western

20* States Surplus Lines Conference,
80% Assn of Marine Underwriters, Sur-

plus Lines Assn of Washington

Paige-Ruane Inc.

The Irwin Building, King of Prussia,
Pa 19406-0962; 215-265-4170

Gross revenues

Employees 8

Commercial lines 100% 100%
Admitted business 50% 50%
Non-admitted 50% 50%

Year founded: 1978
Type of business: 100% managing
general agent

Branch offices: St Petersburg,
Fla

Underwriting Services Inc. 1

550 N. Reo, Suite 201, Tampa, Fla
33609, 813-873-5170

1986 1985
Premium volume $15,500,000 $12,500,000
Gross revenues $1,250.000 $1,000,000
Employees s
100% 100%
Admitted business 90% 96%
Non-admitted 10% 4%

Type of business: 90% managing
general agent, 10% broker

RISC Inc.
750 N St Paul St , Suite 990,

Type of business: 85% managing
general agent, 15% broker

MGA for: Northland Insurance
Co, National Indemnity Co, Jeffer-
son Insurance Co, St Katherine In-
surance Co PLC, Acceleration Na-
tional Insurance Co

Broker for: Marine Office of

America Corp, Royal Surplus Lines

Dallas, Texas 75214, 214-922-9898 Insurance Co, Employers Reinsur-

1986 1985
Premium volume $25,000,000 $20,000,000
Gross revenues $2,120,000 $1,600,000
Employees 24 24
Commercial lines 99%

Branch offices: PLUS Excess, Admitted business 50% 50%

Avenel, N J

MGA for: Crum & Forster Manag-
ers Corp

Broker for: Crum & Forster Man-
agers Corp

Specialties: Professional liability

Non-admttted 50% 50%

Year founded: 1966
Parent company: The Rigg Group

Inc

Type of business: 65% broker,

Principal officers: Robert Clu- 20% managing general agent, 15%

Premium volume $16 000,000 $1O 000,000 fredda, president, Mark D Harris, underwrltlng manager

$2,800, 000 $1,614,971 vp, John Gerdts underwriting man-
7 ager, Linda Lent, office manager

Program Underwriters Inc.

8010 N University Drive, Tamarac,
Fla 33321; 305-726-1600

1986 1985

MGA for: Planet Insurance Co, Premium volume $36,000,000 $27,000,000

ard Insurance Co, United Na-

n|
Premium volume $7 200 000 $6 370,395 tlonal Insurance Co , Diamond State

Gross revenues $650, 000
Employees 9
Commercial hnes 35% 35%
Admitted business 90%
Non-admitted 10% 10%

Year founded: 1960

general agent, 10% broker

ance Co, Chicago Insurance Co,

Sutter Insurance Co , Topa Insurance
co

Broker for: Golden Bear Insurance
co
Specialties: Commercial vehicle

material damage, commercial fire,
commercial umbrella

Insurance Co

Specialties: Long-term automo-

90% bile leasing

Principal officers: Ronald R
Ruane Sr, president, Frederick G

Gross revenues $5,000,000 $3,800,000
Employees 65 a7
Commercial tines 100% 100%
Admitted bumness 7% 10%
Non-admitted 93%

Year founded: 1979
Type of business: 85% managing

Paige, secretary/treasurer, Lisa general agent, 15% broker
Type of business: 90% managing Shaffran, resident vp, David B Shel-

Branch offices: Program Un-

don, assistant vp, Ronald R Ruane derwriters Ill Inc , Brandon, Fla ,
MGA for: Century National Insur- Jr, assistant secretary

Membership: NAPSLO

Political & Credit Risk
Management Inc.

540 S Glenhurst, Birmingham,
Mich 48009; 313-540-2615

1986 1985
Principal officers: Norman J Le- Premium volume $900,000 $700,000
vine, president, Adelyne F Levine, Gross revenues NA
vp/secretary/treasurer E’;‘ﬂiﬁi; fnos mogz 1000/2
Membership: AAMGA, NAPSLO Admitted business 65% SOQ/:
Non-admitted 3596

North Island Facilities Ltd.

30 Park Ave , Manhasset, N Y
10030-2444; 516-365-7440

Year founded: 1983
Type of business: 100% broker

Underwriting manager for: In-
ternational Lloyds Insurance Co

Correspondent: Lloyd's of Lon-
don

ance Corp, Delta Lloyds Insurance
co

Specialties: Trucking risks
Principal officers: Richard

99% Harris, Dan Krutilek, Lowry Vaugh,

Ray Knickman Il and Warren Di-
dion

Membership: AAMGA, NAPSLO,
Texas Surplus Lines Assn

Rathbone, King & Seeley

Insurance Services Inc.

P 0 Box 7575, San Francisco,
Calif 94120, 415-421-3900

- . . 1986 1985

Specialties: Trucking, energy .
risks Premium volume $13,000,000 $18,000,000
Gross revenues $900,000 $1,260,000

Principal officers: David L E

- . mployees 19 24
Geary, president, Paul Warmingham, Commemal Imes 100% 100%
Robin Stough and Frances Griffin, Admitted business 60% 60%
vps, Allan Hildebrand, assistant vp Non-admitted 40% 40%

Membership: NAPSLO, Texas
Surplus Lines Assn

gom Ranger Allied Underwriters

P O Box 2807, Houston, Texas

77252-2807, 713-622-6500,
800-392-1970

1986*

Premium volume $7,000,000

Gross revenues $675,000
Program Underwriters IV Inc, Boca 14 17
Raton, Fla, Program Underwriters V CommerC|aI lines 95% 20%
Inc, Longwood Fla, Program Un- Admitted business 20% 5%
derwriters VII Inc , Birmingham, Non-admitted 80% 95%

Ala
Subsidiaries: Program Un-
derwriters Financing Inc, Capacity

Year founded: 1849

Parent company: Classified Fi-
nancial Corp

Type of business: 90% broker,
10% managing general agent

Branch offices: Portland, Ore ,
Burbank and Fresno, Calif

Broker for: American Interns-

1985* tional Group Inc , Shand, Morahan &
NA Co Inc, Admiral Insurance Co , Em-

ployers Reinsurance Corp , Topa In-
surance Co

Correspondent: Lloyd's of Lon-
don

Specialties: Excess and umbrella

" Comparable 1985 figures not avail- liability

able due to change in accounting peri-

Re Insurance Inc, both in Tamarac, ods

Fla

MGA for: Casualty Indemnity Ex-

uo, Latin American Property & Ca-
sualty Insurance Co , English &

40% American Insurance Co, Terra Nova

Insurance Co, Homestead Insurance
co

Broker for: Home Insurance Co of

Broker for: American Interna- Indiana, Michigan Mutual Insurance
tional Group Inc , Fidelity & Deposit Co, American Universal Insurance
Co of Maryland, Foreign Credit In- Co, Crum & Forster Inc, American

[nternational Group Inc, Aetna Life

Correspondent: Lloyd's of Lon- & Casualty Co , Orion Group, Sphere

1986 1985

Premium volume HO,000,000 $21,500,000
surance Assn

Gross revenues NA $1,398,000
Employees 35 35
Commercial lines 95% 95% don
Admitted business 95% 95% Specialties: Political risk, export
Non-admitted 5%

Year founded: 1976

agement Corp

Type of business: 60% broker,
40% managing general agent

Branch offices: New York, Ora-
dell, NJ, Warwick, RI

Subsidiaries: NIF Services of
New York Inc , New York, NIF Ser-
vices of New England Inc , Warwick,
RI, NIF Services of New Jersey
Inc, Oradell, N J

5% credit, domestic credit

Principal officers: D G Keesee,

Drake Insurance Co PLC

Correspondent: Lloyd's of Lon-
don

Principal officers: Lawrence J

president, R R Riesgo, vp, Nancy T Buto, prsident, Edward L Lustig-
Parent company: Orlando Man- Keesee secretary/treasurer

Professional

Liability Brokers

& Consultants Inc.

1011 E Touhy Ave, Suite 321, Des
Plaines, 111 60018; 312-699-4151

1986 1985

MGA for: National Union Fire In- Premium volume $2,700,000 $2,000,000

. Gross revenues $202,500 $150,000

surance Co of Pittsburgh, Pa,US Employees a a
Liability Insurance Co Commercial lines 100% 100%
Broker for: North Star Reinsur- Admitted business 20% 10%
ance, Royal Excess & Surplus Lines Non-admitted 80% 90%

Insurance Co, Hermitage Insurance
Co, The Insurance Co of the State of
Pennsylvania

Specialties: Professional liability

Year founded: 1984

Type of business: 100% broker
Broker for: Admiral Insurance

Principal officers: Michael A Or_ Co, North Atlantic Casualty &
lando, president, John G Orlando, Sureg Co CNA Insurance Co

Dennis Loggie and William Battis-
tim, vps, Euclid F Maggiani, secre__
tary

Membership: NAPSLO

P

Pacific General Agency Inc.
115 Second Ave N,PO Box 368,
Edmonds, Wash 98020,
206-771-5044

1986 1985
Premium volume $10,500,000 $9,200,000
Gross revenues $1,060.000 $930,000
Commercial lines 298% 97%
Admitted business 30% 10%
Non-admitted 70% 90%

Year founded: 1978

peC|aI|tesd Professional liabil-
ity, directors and officers liability,
product liability
Principal officers: Ervin A Kran-
berg, president, C Roy Vince and Ri-
chard J Gundlach, directors

Professional
Liability Underwriting
Managers Inc.

11095 Viking Drive, Fourth Floor,
Eden Prairie, Minn 55344;
612-829-7600

1986 1985
Premium volume $188,000,000 $85,000,000
Gross revenues NA NA
Employees 80 43
Commercial lines NA NA
Admitted business 85% 82%
Non-adrmtted 15% 18%

Type of business: 100% managing

Type of business: 75% broker, general agent

25% managing general agent

Principal officers: Gordon D Al-

MGA for: Scottsdale Insurance ston, president, Paul F Mahaffey, ex-

Co, National Casualty Co

ecutive vp, Kathryn A Feeny and

Broker for: American Universal James S Swearingen, vps

man, Alan Goldfarb, Tony Murro and
Robert L Baum, vps

Membership: AAMGA, Florida
Excess & Surplus Lines Assn

Year founded: 1961

Parent company: Ranger Insur-

NA change, Mt Vernon Fire Insurance ance Managers Inc

Shi

Principal officers: Thomas
Cockrell, Anthony Raia, Ralph A
Jackson and Chris Bernau

Membership: NAPSLO
Continued on next page

me,

SCHIRMER ENGINEERING CORPORATION
OFFERING FULL LOSS CONTROL ENGINEERING SERVICES

4 Underwriting & Loss Control Surveys

4 Fire Protection Engineering

4 Safety & Health Engineering

4 Litigation Support Services

,/ Building & Fire Code Consultation

v/ Sprinkler System Design

,/ Alarm System Design

SCHIRMER ENGINEERING CORPORATION
707 LAKE COOK ROAD -« DEERFIELD, IL 60015 « 312/272-8340

We are proud to announce our

1987 A.M. BEST Rating

B +Class VI

Jefferson Insurance Company

of New York

Montieello Insurance Company

JAe £0*Aun #na#*ance *40,0

Jefferson Insurance Company
Montieello Insurance Company

Riunione Adriatica Di Sieurta' (RAS)
Home Office:'2 Park Avenue - New York. NY 10016
Branch Office: Harbdbide Financial Cintet « Jersey City:- New Jersey 07302

Look to the Jefferson.
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Repath Associates Inc.
4301 Hillsbor) Road, Suite 314,
Nashville, Tenn 37015,

Seaboard Underwriters Inc.

2732 Anre Elizabeth Drive,
Burlington, N C 27215;
919-584-1465

1986 1485
615-297-1739
Premium volune HO,000,000 $32,00),000
1986 1985 Gross revenues NA ~-
Premium volume $25,000,000 $18,000,000 Employees 56 52
Gross revenues $1,600,000 $1,300,000 Commercial lir es 99% 946
Employees e 8 Admitted business 65% 50%
Commercial lines 100% 100% Non-admitted 35% 50%
Admitted business 15% 20%
Non-admitted 85% 80%

Year founded: 1984

Type of business: 95% broker, 5%
managing general agent

MGA for: American Empire Sur-
plus Lines Insurance Co

Broker for: American Empire Sur-

Year founded: 1957

Parent company: Crum & For-
ster/Xerox Corp

Type of business: 50% under-
writing manager, 25% managing gen-
eral agent, 25% broker

Correspondent: Lloyd's of Lon- Admitted busiress 44%

plus Lines Insurance Co, California don

Union Insurance Co, Chubb Group
of Insurance Cos , Colurnbia Casualty
Co, Fireman's Fund Insurance Cos,
First State Insurance Co, Home In-
surance Group, lllinois Insurance
Exchange, Lexington Insurance Co,
Providence Washington Insurance
Co, Tudor Insurance Co

Correspondent: Lloyd's of Lon-
don

Principal officers: Derek J Re-
path, president, Robert A Pugh, vp

Membership: NAPSLO

Richter/Robb Cos.

1900 Grant St , Suite 800, Denver,
Colo 80203, 303-831-1541

1986 1985
Premium volume $6,021,000 $3,496,000
Gross revenues $433.051 $279,680
Employees 21 16
Commercial lines 100% 100%
Admitted business 4% 2%
Non-admitted 96% 98%

Year founded: 1918

Type of business: 63% broker,
27% managing general Agent

Subsidiaries: Richter/Robb Pa-
cific Insurance Services Inc , San
Francisco Richter/Robb Great Lakes
Corp, Rochester Hills, Mich

Broker for: Lexington Insurance
Co, California Union Insurance Co,
Interstate Fire & Casualty Co

Correspondent: Lloyd's of Lon-
don

Specialties: Financial institu-
tions, umbrella and excess, directors
and officers liability, excess medical

Principal officers: Roger A
Richter, chairman, Roger A Richter
Jr, president, Robert D Gaddis, ex-
ecutive vp, John R Spiegel and Ri-
chard A Mims

Membership: NAPSLO

S

W.A. Schickedanz

Agency Inc.
300 W Main St,PO Box 445,
Belleville, Il 62222, 618-233-0644

1986 1985

Premium volume $6,850,000 $4,800,000
Gross revenues $775,000 $550,000
Employees 19 17
Commercial lines 85% 80%
Admitted business 90% 95%
Non-admitted 10% 5%

Year founded: 1933

Type of business: 90% managing
general agent, 10% broker

Subsidiaries: Gateway Premium
Budget Inc

MGA for: AEGON Insurance
Group NV, Nautilus Insurance Co,
First Financial Insurance Co , Sphere
Drake Insurance Co PLC, National
Indemnity Co , Transamerica Premier

In*kner for: Lexington Insurance
Co, Mt Vernon Fire Insurance Co,
RLI Insurance Co , Mt Hawley Insur-
ance Co, Terra Nova Insurance Co
Ltd, Hartford Specialty Insurance
co

Correspondent: Lloyd's of Lon-
don

Specialties: Liquor liability

Principal officers: Carl J Miller,
chairman, C Jack Miller, president/
chief executive officer, Steven C
Miller, executive vp/secretary

Membership: AAMGA

Victor O. Schinnerer
& Co. Inc.

5028 Wisconsin Ave NW/,

Washington, D C 20016,
202-885-9500

See profile on page 47

Specialties: Truckars liability,
truik physical damage

Principal officers: Donald R Alexander Services Inc

Sa-ldgren president, Thomas

F_ekher, Joseph Hutelmyer and An- writing manager

drew Wolff, senior vps
Membership: AAMGA, NAPSLO

Shand, Morahan & Co. Inc.

Shand Morahan Plaza, Evanston,
11 60201, 312-866-2830

1986 1985
Premium molume $257,253,000 $281,623,000
Gross revenues -~ NA
Employees 4n3 432

Commemal lines 10C96

Nor-admitted 5% % 50%
o
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The business insurance climate is

changng.

The way property and casualty
premiums are going up, youll pay dearly for tional National Accounts insurance, Risk
carrying coverage you don't absolutely need. Management and Laboratory Services in one,

On the other hand, you can pay even

toom executive vps, William Wall, execu-
50% tive vp/secretary

Year founded: 1970 Thomas F. Sheehan Inc.

Parent company: Alexander & 801 N Plaza Drive, Schaumburg,

111 60173-4919, 312-490-1400
Type of business: 100% under-

1986 1985
Premium volume $42,125,903 $38,299,002

Underwriting manager for: In- Gross revenues $7,620,708 $6,394,085
suranc e Co of Evanston, Evanston Employees 10020/5 100205
Insurance Co, Utica Mutual Insur- Commereial lines © I

Admitted business 100% 100%

ante Co

Correspondent: Lloyd's of Lon-
don

Year founded: 1978

Type of business: 95% under-
Writing manager, 5% broker

Subsidiaries: Peace Corp , Profes-

Principal officers: Joseph J Pro- sional Risk Management Inc, Plaza
chaska, chairman/chief executive of- Drive Partners
ficer, E L Calhoun, president, Ri- Underwriting manager for: Im-
chard A Adler and Robert H Libby, perial Casualty & Indemnity Co
Specialties: Professional liability
Principal officers: Thomas F

Cont:nued on factng page

Specialties: Professional liability,
product liability

Membership: AAMGA, NAPSLO
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more dearly Br over-exposure.
At Sentry: we've responded to the changes
in the marketplace by putting our tradi-

coordinated unit.
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Sheehan, chairman; Ramkrishna H.
Chandarana, executive vp; James F.
Whitaker, vp/treasurer.
Membership: A AMGA.

Sherwood Insurance

Services

201 California St., San Francisco,
Calif. 94111-5086; 415-956-3236

1986 1985
Premium volume. $124.000,000 $110,000,000
Gross revenues... $9,300,000 $8,900,000
Emplovees 7O &5
Commercial lines.. 100% 100%
Admitted business 80% 85%
Non-admitted. 20% 15%

Year founded: 1978

So we can help you choose the right mix.
Fom full insurance to a combination of

Type of business: 100% broker.

Branch offices: Los Angeles, Chi-
cago.

Broker for: Crum & Forster Man-
agers Corp., Industrial Underwriters
Insurance Co., St. Paul Surplus Lines
Insurance Co., Cameron & Colby Co.
Inc., The Home Insurance Co., Fire-
man's Fund Insurance Cos., Allianz
Underwriters Insurance Co., RLI In-
surance Co., American International
Group Inc.

Specialties: Commercial prop-
erty/casualty, difference-in-condi-
tions.

Principal officers: Donald K.
Sherwood, president; James VV.
Barnes, David R. Hartoch and Ri-
chard T. Nahas, senior vps; John P.
Middleton, vp.

Membership: NAPSLO.

self-insurance and risk retention plans to

no insurance at all.

To find out how well this works, call

715/346-6863.

Leon F. Skinner Agency Inc.

1258 Sibley Tower Building,
Rochester, N.Y. 14604;
716-232-3585

1986 1985
Premium volume.. $2,500,000 $500,000
Gross revenues... NA NA
Employees. 6 a
Commercial lines.. 70% 6096
Admitted business 60% 60%
Non-admitted........ 40% 40%

Year founded: 1959.

Type of business: 100% broker.

Broker for: Connecticut Indem-
nity Co.

Specialties: Trucking, including
bobtail/deadhead, physical damage,
cargo.

Principal officers: Leon F. Skin-
ner, president.

Sobieski & Bradley
P.O. Box 75750,650 E. 4500 S.,

Suite 320, Salt Lake City, Utah
84107; 801-268-9800

1986 1985
Premium volume. NA NA
Gross revenues...... NA NA
Employees.......... NA NA
Commercial lines.. NA NA
Admitted business NA NA
Non-admitted. NA NA

Year founded: 1987.

Type of business: 70% broker,
30% managing general agent.

MGA for: Nautilus Insurance Co.,
American Empire Surplus Lines In-
surance Co., Western World Insur-
ance Co.

Broker for: Admiral Insurance

Co., Interstate National Corp., Fire-
man's Fund Insurance Cos., The

Well help you cover and uncover Br the
climate.

Sentm Insurance

National Accounts Department

Sentry World Headquarters

1800 North Point Drive
® Stevens Point, WI 54481

Home Insurance Co., Transcontinen-
tal Insurance Co., Associated Inter-
national Insurance Co., Tudor Insur-
ance Co.

Specialties: Product liability,
directors and officers liability.

Principal officers: Michael So-
bieski, president; Jim Bradley, chief
executive officer, Joe Cecchini, vp;
Porus Austin, secretary/treasurer.

Southern Insurance

Managers Inc.
95 Whitebridge Road, Cavalier

Building, Suite 101-109, Nashville,
Tenn. 37205; 615-356-2900

1986 1985
Premium volume.. $11,800,000 $9,800,000
Gross revenues.. $1,324,190 $1,012,900
Employvees_ .. 28 30
Commercial lines.. 86.6% 77 1%
Admitted business 25.1% 26%
Non-admitted. . 74.9% 74%

Year founded: 1953.

Type of business: 97.2% managing
general agent, 2.8% broker.

MGA for: National Indemnity In-
surance Co., Home & Automobile In-
surance Co., National Fire & Marine
Insurance Co., Canal Insurance Co.,
Canal Indemnity Co., Nautilus Insur-
ance Co., Scottsdale Insurance Co.,
National Casualty Co., Thomas Jef-
ferson Insurance Co., Foremost In-
surance Co., Transamerica Premier
Insurance Co., AEGON Insurance
Group N.V., Sphere Drake Insurance
Co. P.L.C., Orion Insurance Co., First
Financial Insurance Co., Northland
Insurance Co.

Broker for: Mt. Hawley Insurance
Co., Employers Reinsurance Corp.,
Admiral Insurance Co., RLI Insur-
ance Co.

Correspondent: Lloyd's of Lon-
don.

Specialties: Commercial trucking.

Principal officers: Edward J.
Knish, president; Roy E. Bearden, ex-
ecutive vp/secretary; Pam Evans, vp;
Faye Bain, treasurer; Jan Bessire, as-
sistant vp.

Membership: AAMGA, NAPSLO.

Southern Insurance
Underwriters Inc.

1700 Century Circle N.E., Atlanta,
Ga. 30345; 404-325-1700

1986 1985
Premium volume... $35,425.000 $25,358,000
Gross revenues. $6,780.000 $9,131,000

Employees =

Commercial lines. 46.7% 45.6%
Admitted business 72% 69%

Non-admitted........ 28% 31%

Year founded: 1964.

Type of business: 100% managing
general agent.

Subsidiaries: Siuprem Inc.

MGA for: National Indemnity Co.,
Northland Insurance Co., Indepen-
dent Fire Insurance Co., Audubon In-
surance Co., Aegis Security Insur-
ance Co., Safeway Insurance Co.,
Insurance Co. of Florida, First Finan-
cial Insurance Co., RLI Insurance
Co., Topa Insurance Co., Adriatic In-
surance Co., National Fire & Marine
Insurance Co., Northfield Insurance
Co., Scottsdale Insurance Co., Essex
Insurance Co., First State Insurance
co.

Correspondent: Lloyd's of Lon-
don.

Principal officers: Wesley C
Duesenberg, chairman; Wesley C
Duesenberg Jr., president; W. Kear-
ney Glenn, vp-personal lines; Wey-
man P. Grubbs, vp-commercial lines
Alvin Jones, vp-marketing.

Membership: AAMGA, NAPSLO.

Sovereign Group
International Inc.

P.O. 70,242 Main St., Staten
Island, N.Y. 10307; 718-317-7000
1986 1985

Premium volume... $20,000.000 $14,000,000

Gross revenues.. NA

Commercial lines.. 100% 100%
Admitted business 75% 85%
Non-admitted.. 25% 15%

Year founded: 1976.

Type of business: Underwriting
manager, managing general agent
and broker.

Branch offices: Sovereign Insur-
ance Services Inc, South Amboy, N.J.

Underwriting manager for: Na-
tional Casualty Insurance Co.
Scottsdale Insurance Co.

MGA for: Tudor Insurance Co.
Scottsdale Insurance Co., National

Casualty Insurance Co.
Broker for: International Insur-

ance Co.

Continued on next page
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Specialties: Commercial
brella.

Principal officers: W.J. Lynch,
president; W.F. Lynch, vp; Dan J.
Lynch, secretary; M.T. Lynch, trea-
surer; J. Certo, assistant vp.

Membership: AAMGA, NAPSLO,
New Jersey Surplus Lines Assn.

um-

Special Risks Inc.

Suite 201.4663 Haygood Road,
Virginia Beach, Va. 23455;
804-460-1104

1986 1985
Premium volume... 519,500,000 $15,000,000
Gross revenues...... $1,850,000 $1,225,000
Employees.......... .o 17 15
Commercial lines.. 90% 10%
Admitted business 80% 80%
Non-admitted. 20% 20%

Year founded: 1902.

Type of business: 75% managing
general agent, 25% broker.

MGA for: Imperial Casualty & In-
demnity Co., Northland Insurance
Co., American Bankers Insurance

MULTI-MARKETS
PHYSICAL DAMAGE
CARGO
GROUP

Call:
Richard D. Slautterback

Chairman

Telex: 80-4319

RO. Box 105257 Atlanta, GA 30348

© American Owner Operator Association, Inc. ®
All Rights Reserved

Co., Mid-Continent Casualty Co.

Broker for: lllinois Insurance Ex-
Change, American International
Group Inc., Insurance Co. of Evan-
ston.

Correspondent: Lloyd's of Lon-
don.

Specialties: Law enforcement lia-
bility, municipal liability.

Principal officers: E.J. Nusbaum,
chairman; Robert M. Bryand Jr.,
president; Barbara Roberts, secre-
tary/treasurer.

Membership: NAPSLO, Specialty
Underwriters Assn. of Virginia.

Specialty Insurance
Services Inc.

6624 Merrill Road, Jacksonville, Fla.
32211; 904-743-4314

1986 198E
Premium volume... $2,748,900 $1,875,000
Gross revenues...... $347,600 $188,440
Employees.............. 7 7
Commercial lines. 100% 100%
Admitted business 38% 50%
Non-admitted. 62% 50%

Year founded: 1977.

Type of business: 98% managing
general agent, 2% broker.

MGA for: Empire Fire & Marine
Insurance Co., Empire Indemnity In-
surance Co., English & American In-
surance Co., Agricultural Excess &

Surplus Insurance Co., Lincoln In-
surance Co.

Broker for: Shand, Morahan & Co.
Inc.

Correspondent: Lloyd's of Lon-
don.

Specialties: Commercial auto,
surcharged property coverage.

Principal officers: Harley K. Du-
laney, president/secretary/treasurer;
Joanne S. Dulaney, vp.

Membership: NAPSLO, Florida
Surplus Lines Assn.

C.V. Starr & Co.

3 Embarcadero Center, Suite 570,
San Francisco, Calif. 94111;
415-445-2682

1986 1965
Premium volume. $121,500,000 $150,000,000
Gross revenues.. NA NA

Employees............. 35 43
Commercial lines. 100% 100%
Admitted business 100% 99%
Non-admitted. 0% 1%

Year founded: 1948.

Parent company: C.V Starr & Co.
Inc.

Type of business: 100% managing
general agent.

Branch offices: Los Angeles, Chi-
cago, New York.

Subsidiaries: Pacific- Starr, New
York.

MGA for: Insurance Co. of the
State of Pennsylvania.

Principal officers: William G.
Malone, president; William Wei-
chold, James Pyle and Bill Green,
vps; Mary Whelan, treasurer.

Membership: NAPSLO.

Stewart Smith Holdings Inc.
123 William St., New York, N.Y.
10038; 212-964-2929

See profile on page 59.

Jackson Sumner &

Associates Inc.

P.O. Box 2540, Boone, N.C. 28607;
704-264-2787

1986 1985
Premium volume. $12,500,000 $8,000,000
Gross revenues. NA NA
Employees..........,... 14 1
Commercial lines.. 100% 100%
Admitted business 40% 38%
Non-admitted. 60% 6296

Year founded: 1981.

Type of business: 70% managing
general agent, 30% broker.

MGA for: Nautilus Insurance Co.,
First Financial Insurance Co.

Broker for: Admiral Insurance
Co., Imperial Casualty Co., lllinois
Insurance Exchange.

Specialties: Truck physical dam-
age.

Principal officers: Wayne L.
Sumner, president; Gary G. Ander-
son and Tom Sefton, vps; Dennis
Dodson, senior underwriter.

Membership: NAPSLO, North
Carolina Surplus Lines Assn.

Add A Specialist To

/ wWwith
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Your Staff
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Add RIMSNET, the electronic news and informa-
tion network for risk management, employee
benefits, and property/casualty insurance.

Access (via terminal. telephone and modem) to . . .

. Daily news abstracts from 160 publications
. .. plus gateways to AP and UPI newswires

. Standard & Poor's insurer ratings

- Legislative/regulatory highlights
. Keyword-searchable database

. E-Mail...for on-line communication with

all other users

Risk and

Brochure/information from

bls#ance Brynell Somerville (212) 286-9292
Manage:ylmlt 205 East 42 Street. New York. N.Y. 10017
Societ*Inc.

Swett & Crawford Group

3699 Wilshire Blvd., Los Angeles,
Calif. 90010; 213-251-1200

See profile on page 45.

t

Transco Insurance Services

2029 Village Lane, Solvang, Calif.
93463; 805-688-4995

1986 1985*
Premium volume. $178,000,000 NA
Gross revenues...... $17,511,000 NA
Employees. 150 NA

Commercial lines.. 10096 100%

Non-admitted.. 100% NAY%

* Comparable figures not available
due to change in accounting periods.

Year founded: 1977.

Type of business: 95% under-
writing manager, 5% broker.

Branch offices: Chicago.

Subsidiaries: Camelback Reinsur-
ance Underwriters, Phoenix; Trinity
E&S Insurance Services, Los An-
geles, Solvang, Redwood City and
Palm Desert, Calif.; Transco Syndi-
cate No. 1 Ltd., Chicago.

Underwriting manager for: Illi-
nois Insurance Exchange, United Na-
tional Insurance Co.

Principal officers: Peter
O'Shaughnessy, president; Richard
Shemitis, senior vp-underwriting;
Jerry Hart, senior vp-claims; Michael
Kelley, senior vp-finance; Edward
Konieczny, senior vp-marketing.

Tri-City Insurance
Brokers Inc.

30 CIiff St., New York, N.Y. 10038;
212-766-1800

1986 1985

Premium volume... $127,550,888 $10,000,000
Gross revenues... NA NA
Employees.......,...... 33 15
Commercial lines.. 100% 100%
Admitted business 40% 50%
Non-admitted. 60% 50%

Year founded: 1985.

Type of business: 100% broker.

Branch offices: Chicago, Los An-
geles, San Francisco.

Broker for: Admiral Insurance
Co., American Empire Surplus Lines
Insurance Co., Berkshire Hathaway
Group, First State Insurance Co.,
Harbor Insurance Co., lllinois Insur-
ance Exchange, Industrial Un-
derwriters, Interstate Fire & Ca-
sualty Co., Lexington Insurance Co.,
London Agency Inc.

Specialties: Umbrella liability,
product liability, excess umbrella li-
ability, errors and omissions.

Principal officers: Kieran P.
Burke, president; John G. Hahn,
Alexander M. Kullman, Daniel S.
Real and Edward W. Ulshafer, execu-

tive vps.
Membership: California Surplus
Lines Assn., lllinois Insurance Ex-

change Brokers Assn., New York In-
surance Exchange Brokers Assn.

Tri-State General Insurance
Agencies
P.O. Box 2737, Salisbury, Md.
,21801; 301-546-1255

1986 1985

Premium volume. $10,000,000 $9,750,000
Gross revenues. $1,200,000 $1,170,000
Emplovees =1 34a
Commercial lines. 85% 80%
Admitted business 10% 15%
Non-admitted. 90% 85%

Year founded: 1979.

Type of business: 80% managing
general agent, 20% broker.

Branch offices: Harrisburg and
Westchester, Pa.; Richmond, Va.;
Cherry Hill, N.J.

MGA for: Guaranty National In-
surance Co., Lincoln Insurance Co.,
Sphere Drake Insurance Co. PLC.,
English & American Insurance Co.,
Terra Nova Insurance Co. Ltd., Bi-
shopsgate Insurance Co. P.L.C.

Correspondent: Lloyd's of Lon-
don.

Principal officers: Ed Dickerson,
president; Ed Dickerson Il and
James Dickerson, vps; Nellie Beals,
treasurer.

Membership: NAPSLO, Pennsyl-
vania Surplus Lines Assn.

Truckers Insurance
Associates Inc.

Box 1494, Des Moines, lowa 50306;
515-276-7704

1986 1985

Premium volume. $14,000,000 $9,500,000
Gross revenues. $1,300,000 $860,000
Employees........ .... 16 12

Commercial lines.. 100% 10096

Admitted business 100% 100%

Year founded: 1943.

Type of business: 100% managing
general agent.

MGA for: Northland Insurance
Co., Hartford Insurance Group,
Carolina Casualty Co.

Specialties: Commercial auto.

Principal officers: Doug Wilson,
president; Gary Albaugh, chairman;
Ken Albaugh, senior vp.

Membership: A AMGA.

Tuley/Barnard
& Associates Inc.
13831 Northwest Freeway, Suite

365, Houston, Texas 77040;
713-690-3181

1986 1985

Premium volume... $11,475,849 $12,078,000
Gross revenues. $887,632 $905,850
Employees..... k=] 10
Commercial lines.. 98% 98%
Admitted business 35% 30%
Non-admitted........ 65% 70%

Year founded: 1980.

Type of business: 98% broker, 2%
managing general agent.

Principal officers: John D. Tuley,
president; George R. Barnard, execu-
tive vp; Marilyn D. Svec, senior vp;
Susan L. Trimble, vp.

Membership: AAMGA, NAPSLO,
Texas Surplus Lines Assn.

U.S. & Overseas

Agencies Inc.

1693 Stuyvesant Ave., Union, N.J.
07083; 201-964-5950

1986 1985

Premium volume. $8,213,000 $5,911,000
Gross revenues.. $788,000 $593,000
Employees............. 17 16
Commercial lines.. 20% 90%
Admitted business 7% 10%
Non-admitted. 93% 90%

Year founded: 1933.

Type of business: 74% managing
general agent, 26% broker.

MGA for: Mt. Vernon Fire Insur-
ance co.

Broker for: Canadian Universal
Insurance Co. Ltd., Imperial Casualty
co.

Correspondent: Lloyd's of Lon-
don.

Specialties: General liability, au-
tomobile physical damage.

Principal officers: Jack Neu-
bauer, president; Jeffrey S. Neu-
bauer, vp; Ingrid Neubauer, secre-
tary; Bernice Bender, treasurer.

Membership: NAPSLO.,

U.S. Risk Insurance

Agency Inc.

5910 N. Central Expressway, Suite
1580, Dallas, Texas 75206;
214-891-6440

1986 1985
Premium volume... $3,834,147 $4,885,869
Gross revenues $416,615 $548,164
Employees. 8 12
Commercial lines.. 100% 100%
Admitted business 20% *20%
Non-admitted........ 80% 80%

Year founded: 1976.

Type of business: 80% broker,
15% managing general agent, 5% un-
derwriting manager.

Underwriting manager for: Gen-
eral American Fidelity & Guaranty
Corp.

Correspondent: Lloyd's of Lon-
don.

Specialties: Law enforcement lia-
bility, public officials liability, direc-
tors and officers liability.

Principal officers: Randall G.
Goss, president; James Welch, vp-fi-
nance; Caren P. Roberts, vp-under-
writing; Richard Powell, vp-claims.

Membership: NAPSLO.

Continued on facing page
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Underwriters Management
Associates Inc.
Suite 216, 95 White Bridge Road,

Nashville, Tenn. 37205;
615-356-7272

1986 1985
Premium volume. $12,422,000 $8,150,000
Gross revenues. $1,015.000 $577,000
Employees. 13 12
Commercial lines.. 100% 100%
Admitted business 100% 100%

Year founded: 1983.

Type of business: 100% managing
general agent.

Specialties: Wholesale and retail
petroleum distributors.

Principal officers: Don R. Jordan,
chairman; William M. Sutcliffe, pres-
ident; Frederic VW. Bard, executive
vp; John Scoggin, treasurer; W. Lee
Corbett, secretary.

UNI-Service Excess

Facilities Inc.

180 Genesee St., New Hartford,
N.Y. 13413; 315-735-3321

1986 1985
Premium volume. $4,840,000 $4,230,000
Gross revenues. $414,000 $350,000
Employees. 7 7
Commercial lines.. 95% 95%
Admitted business 92% 96%
Non-admitted. . 8% A%

Year founded: 1979.

Parent company: Utica National
Insurance Group.

Type of business: 64% broker,
27% underwriting manager, 9% man-
aging general agent.

Branch offices: Burlington, Mass.

Subsidiaries: UNI-Service Excess
Facilities Insurance Agency of New
England Inc., Burlington, Mass.

Underwriting manager for: Uti-
ca Mutual Insurance Co.

MGA for: United States Liability

Insurance Co.
Broker for: Crum & Forster.

Correspondent: Lloyd's of Lon-
don.

Principal officers: W Craig Hes-
ton, president; Curtis M. Pearsall, vp;
John R. Lanz, treasurer; John P. Sul-
livan, secretary.

Membership: NAPSLO, Profes-
sional Insurance Wholesalers Assn.
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Variable Protection
Administrators Inc.
7123 Pearl Road, Suite 300,

Cleveland, Ohio 44130;
800-872-7253

1986 1985
Premium volume.. $55,000,000 $60,000,000
Gross revenues... NA $5,555,000
Employees............. 683 87
Commercial lines. 100% 100%
Admitted business 99% 29%
Non-admitted.. 1% 1%

Year founded: 1968.

Type of business: 100% under-
writing manager.

Underwriting manager for: As-
sociates Life Insurance Co., CNA Life
Insurance Co., Dependable Insurance
Group, Boston Mutual Life Insurance
co.

Principal officers: David T. Man-
ley, president; Timothy M. Eisen-
mann, vp-operations; Anthony Man-
ley, vp-claims; Susan Maddock,
vp-underwriting; David Campbell,
vp-marketing.

Weicholz Management Corp.

1750 University Drive, Suite 201,
P.O. Box 754502, Coral Springs,
Fla. 33075-4502; 305-752-1222

1986 1985
Premium volume... $39,200,000 $21,644,000
Gross revenues... $3,528,000 $2,284,282
Employees...... 52 a6
Commercial lines.. 100% 100%
Admitted business 0% 20%
Non-admitted. . 100% 80%

Year founded: 1975.

Type of business: 100% under-
writing manager.

Underwriting manager for: Brit-
amco Underwriters Inc., British &
American Casualty Co.

Specialties: Package policies, re-
tail accounts, liquor law liability,
umbrellas and excess liability.

Principal officers: Stephen Wei-
cholz, president; Myron A. Burdge,
executive vp; lan Walker, vp; Karl
Wilkens and Kenneth Sutter, assis-
tant vps; Albert Solomon, treasurer.
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Western Network Insurance
Services Inc.

4 Embarcadero Center, Suite 1620,
San Francisco, Calif. 94111;
415-397-5731

1986 1985
Premium volume... $18,220,000 $12,870,000
Gross revenues... $950,270 $707,850
Emmplovees. ... .. ... s =
Commercial lines.. 100% 100%
Admitted business 90% 100%
Non-admitted... 10% 0%

Year founded: 1983.

Type of business: 100% broker.

Specialties: Property, difference
in conditions, directors and officers
liability, general liability.

Principal officers: David Pfaff,
chairman/chief executive officer;
Ronald C. Hughes, president; John
Smalley, vp.

Wood & Co. Inc.

2900 Chamblee Tucker Road,
Building 14, Atlanta, Ga. 30341;

404-455-6535 1986 1985
Premium volume. $25,688,103 $15,347,389
Gross revenues... $1,493,515 $995,190
Employees. o ... 13 10
Commercial lines.. 100% 100%
Admitted business 18% 20%
Non-admitted... 82% 80%

The

Independent
Network.

VAPJAC

Now serving over 350 cities nationwide.

With one phone call, you can have access to
the nation's only network of independent
adjusters. In 350 locations coast to coast.
We're the National Panel of Select
Adjusting Companies. NAPSAC. The nation's
only coalition of independent adjusters. Our
76-member network provides investigation,
file supenision and centralized billing
through 350 offices nationwide. And since
each member is established within a given
area, their adjustments reflect an under-

NATIONAL

PANEL OF SELECT

525 W MONROE SI
CHICAGO, IL 60606

ADJUSTING COMPANIES | PHONE 312-207-1239

Year founded: 1984.

Parent company: McGriff, Seibels
& Williams Inc.

Type of business: 100% broker.

Principal officers: Bruce A.
Wood, president/treasurer; Evelyn
W. Wood, vp-secretary; Michael G.
Rimbey, George E. Showalter and
Donald L. Swift, assistant vps.

Membership: NAPSLO.

World Trade Services Ltd.

1 World Trade Center, New York,
N.Y. 10038; 212-466-0600

1986 1985

Premium volume- $12,000,000 $7,600,000
Ermplovees. . .._.._. 7
Commercial lines.. 100% 100%
Admitted business 100% 100%

Year founded: 1984.

Type of business: 100% under-
writing manager.

Subsidiaries: World Trade Ser-
vices of Pennsylvania Inc.

Underwriting manager for:
Lloyds New York, Acceleration Na-
tional Insurance Co.

Principal officers: Patrick Wha-
len, president; Winfried Mohr, vp;
Therese Haughie, assistant vp

standing of such local conditions as settle-
ment values and enforcement procedures.
They provide the smooth efficiency that you'd
expect from a well-run organization.

In short, the NAPSAC network offers
the quality of local adjustment on a national

scale. At over 350 locations.

For fast, effective adjustment coast to
coast, tune in to the independent network.

nine in to NAPSAC.
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Equal Landbank insurers sue broker

Opportunities

. and/or use and occupancy covering only the financial guarantee insurance This IS a kind of
EaCh Weekly Issue Of LONDON-The Lloyd's of London syndicates hazards of fire, extended coverage, vandalism, insurance which Lloyd's underwriters are not
Business Insurance gives being sued by 31 US financial Institutions for malicious mischief, sprinkler leakage and in- permitted to write," according to the Committee
- millions of dollars in disputed financial guaran- land marine business," the papers say of Lloyd's Agreement of Nov 25, 1963, the court

you an equal Oppor'tunlty tee insurance claims are suing the Lloyd's bro- However, in April 1983, Atlas issued to now- papers note
to reach and motivate ker that was their intermediary with the un- bankrupt Landbank Equity Corp of Vwginia During the policy period, "Landbank issued a
' Terwqiter that,bound tre licies ..Beach, Va, a policy to indemnify Landbank for large number, of loans which fell under the terms
Bl's more than 133,000 The 24 Lioyd's syn icates, led’ By syndicate losses it sustained on private mortgage-backed of the said policy It is believed that the total o

purchasing inﬂuentia|s 400 are suing Gibbs Hartley Cooper Ltd in loans, which Landbank packaged and sold as those loans is in the region of $60 million,"” the

By CAROLYN ALDRED buildings and/or contents and/or merchandise In addition, the policy "purported to provide

London's High Court, claiming it and its_ agents securities court papers say
. . .top admini strative were "in breach of contract, negligent and m The policy, which named the Federal National The underwriters say in the court papers that
and financial exeCUtiveS, breach of care" relating to the binding authority Mortgage Assn as an insured, said the un- if Gibbs Hartley Cooper had Informed them of
i granted to Richmond, VVa -based Atlas Under- derwriters would indemnify "any loss sustained the financial guarantee policy Atlas wrote, they
rlSk managers, employee meng Ltd by reason of the default m payments of loans in- would have insisted that the financial guarantee
beneﬁts managers and Syndica.t-e 400 iS manf';lged by Cuthbert Heath sured,” court papers Sa){ ' . . policy.be terminated and V\‘/0ljl|d have termi.nated
Underwriting Ltd, previously known as C E Furthermore, the policy period was defined in or declined to renew Atlas' binding authority, or
the agents and b rokers Heath (Underwriting Agencies) Ltd the contract as "the unexpired term of the indi- both
who serve their needs. According to the lawsuit, the binding au- vidual loan itself,"” court papers say However, because the policy written by Atlas
thority had been in existence for "some 20 In adcition, the contract also stated that "If a was not canceled, the underwriters may be 11-

ars," with Gibbs Hartle&/tCooper acting as an loan is sold, assigned or transferred by the in- able for the defaults by those that borrowed

When you want to reach intermea/i%ry between Atlas and the London Ln- sured, tne coverage shall be assigned to the funds from Landbank, the underwriters point

your prlme audience the derwriters purchaser," court papers say out in the court papers
A ’ The binding authority-also signed by Lon- In issuing the policy, Atlas acted contrary to In addition, the underwriters -have incurred
BUS_]neSS Insurance don-based insurer Excess Insurance Co (U K) its contract with the underwriters and outside substantial costs in investigating and protecting
audience iS unequalled' Ltd, although Excess 15 not a plaintiff in this the scope of ItS authority, the underwriters their position in the United States," the papers
) litigation-allowed Atlas to bind insurance "on claim add -

PUBLISHING CLOSING Pension plan terminations

DATES DATES
Continued from page 2 reached retirement age only up to This means that a plan partici- opinion can be expected to take
Jun 1 Ma 19 the plan the date of the plan's termination pant "should be entitled to bene- accrued benefits away from em-
Y In the Blessitt ruling, the 11th The plaintiffs, contending that fits for service he had not even ployees who have actually earned
Jun 0 -Mav 27__ Circuit Court significantl - the employees were entitled to un- rendered yet," said Mr Tievsky of them tantially increasin
- palgps these Xa%)iiities to mguc% accrued benettits, argued tr;'latg)elxied'l'xe Wyatt Co, adgng tXat in this tEg Ilsa%talsties o?c]gfljned%eneg
Jun 15 Jun the unaccrued benefits that de- _Enﬂine had not satisfied all of the scenario, "one would get a benefit plans on termination b)é addin
fined benefit plan participahts plan's liabilities and therefore on the basis of mere pbtentiality of 'unaccrued benefits' " to a priorit
Jun 22 Jun 9 would have received had the plan should not receive the residual later accruing it category even upon termination of
not been terminated and had they assets In an amicus curiae brief filed in an underfunded plan
Jun 29 Jun 17 remained in the plan until retire- The U S District Court for the support of Dixie Engine's petition "The result of the panel's opin-
ment age Northern District of Georgia in for rehearing, the Pension Benefit ion will be to reduce accrued bene-
Jul S Jun 21 Dixie Engine terminated its de- Atlanta ruled that Dixie Engine Guaranty Corp also assalled the fits earned by older participants
fined benefit pension plan when did use valid formulas to calculate appellate court's decision with long years of service with an
Jul 13 Jun 30 the company was sold in 1982 and employees' benefits, though It said A benefit is not "a 'benefit' at all employer in order that payments
distributed benefits from the plan Mr Blessitt's benefit check was in- unless it Chas) been accrued by a never earned or promised under a
Jul 20 Jul o to employees nine months later deed $592 85 short participant under a plan,” the defined benefit plan can be made
The termination resulted in a re- The District Court also refused PBGC stated to satisfy the wholly speculative
Jul 7 Jul 15 version to the company of more to award attorneys' fees The decision "provides a signifi- 'benefit expectations' of a favored,
than $225,000 The plaintiffs then appealed the cant windfall in the form of un- younger class of participants," the
Aug 3 Jul 22 One employee, Mr B lessitt, lower court ruling tc the 1 Ith Cir- earned benefits to non-retirement agency concluded
thought his check was too small cuit, which overturned the District age participants with minimal ser- However, Mr Altman, the plain-
Aug 10 Jul 20 and notified Dixie Engine The Court decision vice under a terminated plan," the tiffs' attorney, explained that
company recalculated his benefits, Under ERISA, "Congress deter- PBGC said making employers pay defined

Aug 17 Aug 5 which turned out to have been mined that if assets remain, em- Furthermore, it "penalizes em- benefit plan participants' unac-
. $592 85 too low, and offered to pay ployees should be paid benefits ployers that overfund their defined crued benefits would reduce the
Aug 24 Aug 12 the shortfall in exchange for a gen- promised under the plan but not benefit plans as a result of actuar- amount of the reversion to the em-

eral release yet accrued before the employer ial error or conservative funding ployer-not the amount available
Aug 31 Aug 18 Mr Blessitt refused and filed a receives the residual assets in the assumptions The combined effect to pay higher-priority benefits-

five-count class-action complaint fund,” the appellate court ruled of this windfall and penalty, which because it would be paid out of the
Sep 7 Aug 26 against the company in 1984, Citing the 1985 2nd Circuit virtually eliminates asset revers- excess assets

) . charging that Dixie Engine acted Court of Appeals decision, Amato jons under Section 4044(d)( 1) of |, Mr Altman did anticipate ap-

Sep 14 Sep 2 in bad faith and improperly calcu- us Western Union International ERISA, is to discourage the estab- plying the 1 Ith Circuit dedision to

s 21 s lated the employees' benefits The Inc, the 11th Circuit agreed that lishment of defined benefit plans terminations involving under-
ep ep lawsuit also sought attorneys' fees "upon termination of a pension and encourage minimal funding of funded plans

s o8 S 15 Upon termination of the plan, plan, employees are entitled to un- existing plans," the agency stated Attorneys for Dixie Engine de-

ep ep Dixie Engine calculated benefits accrued, forfeitable benefits under In the brief, the PBGC also clined to comment on the court's
due employees who had not yet Section 1344(a)(6)" of ERISA " ' isi

Oct 5 Sep >3 ploy y (a)ye.) stated "Even worse, the panel's decision

Oct 12 Sep 30

ot 15 ot > ondon court strikes Oceanus suit

Oct 26 Oct 13
By ROGER SCOTTON cide what course of action it now wants to pursue,"” he said "Since
Nowv 2 Oct 20 there has been no judgment on the merits of the Via action, it's possi-
LONDON-A Court of Appeal in Britain has dismissed an attempt ble that the committee may want to commence proceedings in another
Nov 9 Oct 28 by liquidators of the insolvent Oceanus Mutual Underwriting Assn (Ber- Jurisdiction against the French group "
muda) Ltd to collect reinsurance from a group of companies Mr Anfossi and the other Joint liquidator, Christopher Morris of
Nov 16 Nowv 3 Oceanus, a Bermuda-based protection and Indemnity cll-b that placed Touche Ross in London, are seeking the creditors' permission to use
itself in liquidation in March, had filed suit in London against a group of funds they already pledged in support of the legal battle against Via
Nov 16 Nov 3 French reinsurers led by Via Assurances for the payment of about $80 for the action against the German reinsurer
million in outstanding claims (Bl, May 18) But they have warned that if the suit against Deutsche Ruckveris-
Nov 23 Nov 11 However, the litigation was dismissed last month because of Oceanus' cherung results in an award of less than $1 8 million, rather than the
failure to post $1 6 million in funds, which the court required as security full amount of alleged unpaid claims, there would be little or no return for
Nov 30 Nov 18 for legal costs, said Oceanus' joint liquidator David Anfossi, a partner the creditors who financed the litigation
with Touche Ross & Co m Bermuda Other possible courses of action to be discussed at today's meetin
Dec 7 Nov 25 The ]101nt liquidators had hoped to raise the funds from Oceanus' include P Y o
Dec 14 Dec = S;erg:?risé:\;h: would receive a portion of any reinsurance proceeds reco- .OEA)\ropp“?g the litigation ' . . .
ppealing the Court of Appeal's ruling in the Via Assurance case to
Dec 21 Dec S "We raised just over $1 million from creditors, but the court re- the House of Lords, Britain's highest court
fused to grant us more time to raise the rest,"” said Mr Anfossi "The - Proceeding only against other underwriters not so far named in
Dec 28 Dec 16 appeal judges felt we had ample time and based their decision to dismiss suits by Oceanus
the action on the fact that creditors did not adequately support the fund- 0 Appealing the order that Oceanus post security in the Deutsche
ing efforts " Ruckverischerung action
b s He said that Oceanus' committee of inspection, which represents the The liquidators have cautioned that completely scrapping the suits
- u SI n eSS bulk of ItS creditors, now must decide whether It wants to proceed against reinsurers will make it difficult for creditors to collect from
- with a second suit against German stop-loss reinsurer Deutsche Ruck- Oceanus They say the best chance of any recovery lies with the Deut-
IiINnNsurance verischerung A G. sche Ruckverischerung suit, even though there 15 little time left to
This action, which is due to go to trial in London In October, is Stint- prepare for trial
New York: (212)210-0133 lar to the Via Assurance case and seeks pa>ment of about $14 million Mr Anfossi said he did not know how many creditors were involved
Chicago: (312)649-5275 in outstanding claims in the collapse of Oceanus, which was managed by John Laing Man-

The court hearing this action also ordered that Oceanus post se- agement (Bermuda) Ltd and wrote coverage for almost 2,000 vessels
curity and gave it until the end of August to put up 250,000 pounds when it filed for liquidation However, he believes creditors could number
($395,000), Mr Anfossi said m the hundreds, including government entities in Argentina, Brazil and

"The committee of inspection is meeting (today) 1n London to de- India -

Los Angeles: (213)651-3710
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Claim notifi cation earli(?r with the po%sibilit){ of-the insurer tional Flavor's Mr Dempsey taining 6-MC, users who were exposed to the
denying coverage if a claim is not made The case stems from a banana-coconut sun suffered skin problems
Continued from page 1 quickly enough fragrance IFF agreed in 1975 to sell to In March 1979, three months after the FDA
manner and the disagreements often lead to Contrary to some risk managers' views of Plough Inc for Plough's newly developed ban, Plough sued IFF, seeking $10 million m
the decision, an attorney for CU contended Tropical Blend suntan lotion, which was damages
Strict application of this decision could that the decision would ultimately benefit marketed under the Coppertone name Plough sought to recover the loss of mil-
create a greater administrative burden for policyholders by helping to drive down the The fragrance contained 6-methyl cou- lions of units of Tropical Blend containing
policyholders, according to attorneys and overall cost of insurance marin (6-MC), a fragrance and flavoring 6-MC, the expenses of research and testing,
risk managers Requiring notification at the possibility of agent that had been widely used without in- the costs of handling and settling consumer
"This decision places the burden on risk a claim will allow insurers to investigate cident in foods, cosmetics, and toiletries claims and lawsuits, lost profits, and other
managers to evaluate any potential claim claims at an early stage and potentially ob- since the 1920s, according to the decision costs associated with problems related to 6-
against them and to determine as early as tam a less expensive settlement and reduce During either 1975 or 1976, however, MC
possible when the insurer should be placed defense costs, said Walter Williamson with Plough began receiving complaints of ad- Upon receiving the complaint, IFF for the
on notice," said Ben Folkman, an attorney the New York firm of Williamson & Wil- verse skin reactions from users of Tropical first time notified CU of the problem
with the Morristown, N J firm of Weiner, liamson The effect would be to reduce the Blend products CU retained a law firm to handle the de-
Ostrager, Fieldman & Zucker Mr Folkman premiums paid by other policyholders, ac- On July 30, 1976, Plough's chief toxicolo- fense of the suit against IFF However, in
also is vice chairman of the Self-insurers & cording to Mr Williamson gist informed IFF's chief toxicologist that May, CU notified IFF that there appeared to
Risk Managers Committee of the American "The court makes clear that notice-of-oc- skin reactions to the suntan lotions had been be no coverage due to late notice and other

Bar Assn currence provisions have important insur- reported but that there was no evidence that policy violations and that it was proceeding

The decision also suggests that risk man- ance and public policy purposes and cannot the fragrance was responsible This informa- to investigate the claim under a reservation
agers improve their methods for gathering be disregarded or treated as mere technicali- tion was also reported to IFF's president of rights

information about potential claims, risk ties,” said Mr Williamson and an IFF vice president IFF then retained another firm to handle
managers agree The court’'s decision on notification is "the Subsequently, IFF's toxicologist met re- the defense CU subsequently withdrew its
And Mr Dempsey of IFF said the decision clearest formulation of the rule to be found peatedly with Plough officials to discuss the defense
creates increased uncertainty for policyhold- in New York," he added skin reaction problems At one point, a In November 1980, 20 months after
ers because of the difficulty in defining when The case involved four comprehensive gen- Plough executive informed IFF it was fac- Plough's suit against IFF, CU filed a de-
an occurrence takes place It also opens the eral liability primary policies CU issued to ing 50 reports of skin reactions claratory ludgment suit against IFF in fed-
door to the reporting of potentially spurious IFF from 1976 to 1979 Limits on the policies By mid-1977, tests by dermatologists eral court in New York asking the court to
complaints to insurers, he said were $500,000 in 1976 and 1977, and showed that the skin reactions were photo- rule it had no duty to defend or 1ndemnify
The decision might create a "U-Haul $300,000 in 1978 and 1979 allergenic in nature and were caused by 6- IFF in the Plough lawsuit because It had not
method of notification," in which policy- In 1978, IFF also had a $200,000 buffer MC IFF executives were informed of this received a timely notice of an occurrence
holders inundate insurers with potential layer policy with Bercanus Insurance Co conclusion by the autumn of 1977 IFF subsequently settled the product lia-
claims, agreed Jon Harkavy, director of gov- Ltd of Bermuda above the $300,000 primary Other tests subsequently confirmed the bility suit filed against it by Plough for
ernmental affairs for the Risk & Insurance CU layer IFF also had excess insurance, in- dermatological studies In December 1978, $750,000 and then filed a counterclaim
Management Society Inc in New York clu(ling $5 million of first-layer excess in- the Food and Drug Administration ordered against CU to recover the costs of defending

In addition, he said, risk managers will surance from Home Insurance Co of New Plough to recall all units of Tropical Blend and settling the Plough case IFF also sought
have to balance the risk of an insurer can- York in 1976, and Fidelity & Casualty Insur- containing 6-MC and also Informed IFF that to recover its attorneys fees in the lawsuit
celing or not renewing coverage or raising ance Co of New York, a Continental Corp 6-MC was banned from use in sun care prod- filed by CU against it
premiums if a policyholder reports claims unit, in 1977, 1978 and 1979, said Interna- ucts Even after washing off the lotion con- Contmued on next page

Posgate lawsuit ACIC sues Hall

Continued from page 1 A&A had no objection to the agency making immediate Continued from page 2
Holdings PLC, Alexander Syndicate Management Ltd, payment to Mr Posgate only, the lawsuit states periods beginning between December 1979 and November 1983
an independent underwriting agency managing Lloyd's However, the suit says Mr Hills' statements were mis- ACIC incurred losses of more than $29 million as a result of

syndicates formerly managed by Howden, and Mr Hills, a leading because Mr Hills intended to resign from A&A Union Indemnity's failure to honor its reinsurance agreements,
former chairman of the Securities and Exchange Commis- prior to payment and because Mr Posgate has so far not the suit says, while Ranger lost more than $18 million and Inter-

sion and an executive with The Manchester Group in been paid, the lawsuit alleges national Fidelity lost more than $7 9 million
Washington, D C Mr Hills' statements were "intended to induce and did Hall was to ensure Union Indemnity was sufficiently capitalized
The suits had not yet been served against A&A or the Induce the plaintiff to enter into the January 1987 settle- and properly managed, the suit says But, instead, the brokerage
other parties last week, but Ronald J Roessler, A&A's ment,"” the suit says "engaged in self-dealing and mismanagement for its sole benefit, to
vp and general counsel New York, said A&A plans to Also during the January settlement negotiations, Mr the detriment and ultimate demise of Union Indemnity "
fight the suit Posgate was given the right to buy the Pissarro painting Specifically, the suit charges that Hall
"We feel the allegations are without merit and we will for $100,000 and was asked by Freshfields, A&A's London = Invested capital and Surplus in Union Indemnity that was
vigorously defend it and we expect to prevail,"” he said law firm, to pay A&A another 200,000 pounds ($316,000) "substantially less" than was necessary to support its premium
Mr Posgate's allegations come three weeks after he and to settle A&A's claims against him, the lawsuit alleges volume and the amount of risk assumed
three other former Alexander Howden Group directors However, according to the suit, Mr Posgate told Mr « Had the insurer write inadequately priced direct business "to

were charged with fraud in Britain in connection with the Hills on Jan 7 that he could not pay the 200,000 pounds provide markets for the problematic risks of Hall's brokerage cli-
purchase of the Banque du Rhone et de la Tamise bank in because of the decline in the value of his A&A shares, ents "

Switzerland with funds allegedly diverted Howden and ItS which Mr Posgate was using to secure the payment Mr « Intermingled business transactions, property, employees, bank
subsidiaries (Bl, July 20) Posgate suggested that the payment be reduced to 100,000 accounts and records "and failed to observe the formalities of sepa-

Also arrested were Colin Hart, former underwriter for pounds, the suit says rate corporate procedures "

Lloyd's syndicates managed by L E Hart Associates Ltd , Mr Hills, though, told Mr Posgate he would be able * Presented Union Indemnity as a part of Hall instead of as a
which acquired Howden in 1976, Alan J Page, formerly to afford the 200,000-pound payment because the price separate corporate entity

chief financial officer at Howden, and Jack H Carpenter, of the A&A shares would rebound before the payment « Forced Union Indemnity to follow policies "dictated by and in
a former Howden director was due, court papers say the interest of Hall rather than of Union Indemnity "

A fifth man, former Howden Chairman Kenneth VvV However, A&A stock never regained its value « Forced Union Indemnity to insure risks it either knew or
Grob, was arrested in France and is expected to be extra- A&A stock traded at about $26 a share on Jan 1 and should have known were detrimental to its "financial well-being "
dited to Britain as soon as possible, where his case will be $2675 a share on Feb 1 It IS currently trading at about "In this manner,"” says the suit, "Hall has improperly dominated,
joined with those of the other four men $25 a share A&A stock reached a 52-week high of about influenced, managed and controlled Union Indemnity for its Own

Mr Posgate, once nicknamed "Goldfinger" for his $42 a share last September, about the time settlement ne- gain, all at the expense of those who dealt with this entity Given
crafty underwriting at syndicates 126 and 127 during the gotiations began between A&A and Mr Posgate the scope of such domination and control, Union Indemnity is an
1970s and early 1980s, and the other defendants arrested In addition, the suit says Mr Hills, as an officer of agent and/or alter ego of Hall "
in Britain were released on 100,000 pounds ($161,000) A&A, owed Mr Posgate-in his role as an A&A share- Hall Re and Hall Underwriting also were "mere alter-egos”
bail A hearing is scheduled for Oct 13 holder-a duty "to be honest and not to mislead the plain- of Hall, the suit says "Adherence to the fiction" of their existence

The criminal charges came almost five years after Mr tiff,"” but "the representation was dishonest and mislead- as separate entities, says the suit, would "sanction inequity and
Posgate and the so-called "Gang of Four"-Messrs Grob, ing " fraud" against the plaintiffs
Page, Carpenter and former Howden director Ronald C Mr Posgate seeks 100,000 pounds in damages, the dif- Furthermore, the suit says, the plaintiffs agreed to the reinsur-

Comery, who has since died-were sued by A&A for alleg- ference between what he has agreed to pay A&A and what ance after Hall stated Union Indemnity had the financial capacity
ed1y misappropriating more than $55 million in funds (BI, he can afford to pay based on the value of his A&A shares to meet these obligations, pledged its financial strength to Union

Sept 27, 1982) A&A demanded the men return assets ac- Alternatively, Mr Posgate seeks remuneration for "loss Indemnity and said it would "stand behind"” its unit

quired with the allegedly diverted funds, including a Pis- and damage" of 671,605 pounds ($1 06 million), the differ- The suit also charges Hall with "willfully and fraudulently mis-

sarro painting given to Mr Posgate by Mr Grob ence between the value of his A&A shares prior to the representing” Union Indemnity's financial condition in the in-
Mr Posgate's 36-page lawsuit revolves around the terms negotiations and following the January settlement surer's 1982 and 1983 annual statements

of the January settlement between Mr Posgate and A&A, In the lawsuit, Mr Posgate also is seeking Similar accusations were made in the New York Insurance De-

which not only settled A&A's lawsuit against Mr Posgate = An account of the money recovered by A&A from partment suit

but also a suit filed by Mr Posgate's against A&A for Messrs Grob, Carpenter, Page and Comery and payment In a related development, an Insurance Department spokesman

unfair dismissal of any such part that is Mr Posgate's property said Hall has filed a motion to dismiss the department's suit, while
A&A dropped its litigation against the other men in A&A had stated in documents filed with the Securi- the department has filed a motion asking that Hall present proof It

1984 ties and Exchange Commission at the end of 1984 that is not liable for the charges the department has made against the
Mr Posgate claims the January settlement entitled him it received $26 million from the four men "We have cer- brokerage

to a portion of the 13 4 million-pound ($19 million) settle- tainly not been hiding that figure," said Mr Roessler A hearing on both motions has been scheduled for Oct 14

ment of a suit against two Howden units by syndicate 126 = An account of the money recovered by Alexander before Superior Court Judge Ira Gammerman

and 127 members, which charged the syndicates were mis- Syndicate Management from A&A and ItS subsidiaries Besides the three insurers’ suits and the New York department's
managed (Bl, Dec 30, 1985) Mr Posgate and six other and an account of the portion of those funds that belong to suit, Hall faces a third suit involving Union Indemnity The $150

syndicate members originally were excluded from the set- Mr Posgate million suit filed by Omaha Indemnity Co -which also names
tlement + A declaration by A&A, its subsidiaries and Alexander Hall Re of New York and Hall Underwriting Managers-involves a

Mr Hills, who negotiated on behalf of A&A with Mr Syndicate Management that the claims against Mr Pos- managing general agency agreement the brokerage arranged be-
Posgate in January, "made it plain” that as part of the gate made in the 1982 lawsuits are "extinguished " tween Kansas City, Mo -based World American Underwriters Inc
overall arrangements, Mr Posgate could "expect" to be Mr Roessler says this declaration was made in the Jan- and Omaha Indemnity (Bl, April 13) Hall Re placed a substantial
paid his share of the 1985 settlement, Mr Posgate's suit uary settlement amount of the reinsurance on this book of business with Union
alleges The suit states Mr Posgate's share IS between Mr Hills could not be reached for comment Indemnity

18,223 pounds ($28,792) and 21,862 pounds ($34,542) plus In another development, Mr Posgate "vehemently Among other things, Omaha Indemnity charges Hall failed to in-
interest, which could increase the sum to 27,000 pounds denies" the criminal charges leveled against him last form it of Union Indemnity's financial problems

($42,660) month, according to a statement made by the law firm of Hall is countersuing, alleging that Omaha Indemnity, World
In a clause in the January settlement with Mr Pos- Fenwick Elliott, which represents Mr Posgate American and its successor MGA, Royal American Managers Inc,
gate, A&A said It would give written confirmation to "At no time in the last five years, since the Alexander were negligent in handling the business ceded to Union Indemnity

Alexander Syndicate Management-which earlier re- Howden matter came to light, have the police made any and that World American and its officials fraudulently misrepre-
ceived 13 4 million pounds from A&A and its subsidiaries approach to Mr Posgate or asked him for any comments sented the business they planned to write and concealed informa-
to distribute to syndicate 126 and 127 members-that on A&A's allegations against him," the statement said | tion about the risks actually bound (Bl, June 22)



v either a defense or indemnification

Claim notification frorm GU
A major issue was

Contznued from prevzous page According to the court, the test

how, under New York for determining whether the notice

Following trial in the coverage
litigation, a Jury found that IFF

was not entitled to any damages
from CU

law. to interpret the provision in the policy had been
’ triggered was whether the circum-

notice of occurrence stances known to the policyholder

However, the district court judge .. at that time would ha e suggested
. provision.
partly overruled the verdict Judge

Milton Pollack found that IFF was

to a reasonable person the possibil-
ity of a claim

According to CU, by September
However, he let stand the portion amount of defense costs that the 1977, 18 months before Plough
of the verdict denying IFF com- jury had awarded IFF in the sec- sued IFF, IFF knew
pensation for the Plough settle- ond trial

entitled to defense costs from CU

- 6-MC was photo-allergenic

nnent A marni issue in the case was = Plough had contracted to pay
Judge Pollack also granted IFF a how, under New York law, to ir.- IFF over $700,000 for a fragrance

new trial to determine its litigation terpret the notice of occurrence containing 6-MC

costs in the Plough action and the provision that required IFF to gike * Plough had spent thousands of

CU lawsuit written notice of an 4'occurrence” dollars to determine the cause of
At a second trial, the lury found to CU "as soon as practicable " the Tropical Blend problem

IFF could recover $834,900 for its CU argued that by September

defense costs in the Plough action 1977, IFF knew enough about the Blend could not be sold and would

and $372,600 for costs it incurred occurrences that It could reason- have to be destroyed

in the CU lawsuit

= Millions of units of Tropical

ably conclude a lawsuit might be * Many individuals had suffered

Both IFF and CU appealed Judge brought by Plough and that at that personal injuries, some of which
Pollack's decisions to the 2nd Cir- time it had a duty to notify CU
Cult IFF argued that it did not have grance

were severe, because of the fra-
CU argued that IFF's breach of reasonable cause at that time to "The fact that this harmful prop-
the notice requirements voided all believe it might be sued and that it erty was unknown prior to Sep-
of the insurer's duties, including had a good faith belief it was not tember 1977 is of no aid to IFF IIt
the duty to defend liable view of its failure to give the re-

IFF argued it was entitled to the However, in its decision, the 2nd quired notice until March 1979,"
$750,000 it paid to settle the Circuit panel found that IFF had the court said
Plough action as well as its cost of not complied with the notice of oc- "A jury might thus easily have
defense currence provision in the policy concluded that a reasonable per-

Both sides also appealed the and therefore was not entitled to son, knowing in September 1977
that IFF's product had caused and
was causing great losses to Plough,
would have realized that there had
been an occurrence possibly giving
rise to a claim covered by the pol-
ley"”

Notice-of-occurrence provisions

Immnee ser#ees Blde

enable Insurers to make a timely

investigation of events and exer-
ENVIRONMENTAL CLAIM AUDITS
&

RISK ASSESSMENTS

cise control of the claim that may

COUECTION TROUBLES??

lead to a settlement before litiga-

tion and enable insurers to take

CHARLES M GILES, P C ACTUARIAL CONSULTING

steps to eliminate the risks of simi-
Financial Evaluation of Environmental Losses

TILLER CONSULTING GROUP INC.
2833 N Geyer Road / St Louis, MO 63131 3320 314/d67 7480

lar occurrences in the future, the
Attorney at Law
court noted

INnsurers also can establish more
Insurance Collection

accurate renewal premiums and
AUDITS, PREMIUMS. SUBROGATIONS maintain adequate reserves when
they are notified of possible claims
CASUALTY ACTUARIES, INC. in a timely manner, the court saia
RobertFLowe FCAS,MAAA,FCA
- Loss Reserve and Rate Evaluations for
Insurance Companies and Self-Insureds
- Statutory letters of opinion on loss and tect the public from further expo-

loss expense reserves sure to 6-MC," the court said

12115 Llacklgnd Rgad, Suite 370 The court also found that Judge
St Louis, Missouri 63146-4012

(314)878-5002

ANYWHERE IN THE
"Had IFF given timely notice,
WEST CU could have taken steps to pro-

(602) 274-2222

cause of an insurer's broad duty to
defend policyholders, CU owed IFF

RISKMASTER

SOFTWARE a defense even if the notice of oc-
WORKERS' currence clause was breached

GENERAL CLAIMS COMPENSATION "IFF's compliance with the no-

tice requirement was a condi-

WORKER'S COMP CLAIMS tion precedent to all of CU's duties

VEHICLE ACCIDENTS SYSTEM under the policy, including the

CHECK WRITING duty to defend," the court said

FOR: PC/MINI/MAINF
(313) 261-4440

FOR IBM PC AT

The court also ruled that in pro-
viding a two-month defense to IFF
in the Plough action CU did not
Walve its rights to Invoke the no-

IDEAL FOR SELF INSUREDS, INSURANCE
COs, AND TPAs SINGLE AND MULTI-USER
VERSIONS AVAILABLE HANDLES UP TO
100,000 ON LINE CLAIMS

tice of occurrence provision, nor
ONSITE TRAINING

ONGOING SUPPORT

was it legally estopped from deny-
ing coverage
CU only could be estopped from

INSTALLATIONS COAST TO COAST

ALL FUNCTIONS AND STATE FORMS . . .
denying coverage if :he period of

time taken by the ins Irer to deter-

INSURANCE SOFTWARE
PACKAGES, INC.

mine compliance were unreason-
able and the defense offered by the
insurer prejudiced the policy-
holder, the court said

A May 31, 1979 letter from CU,
in which it stated It believed IFF's

Tillinghast
5118 NORTH 56m STREET
TAMPA, FLORIDA 33610
(813) 621-6069 (FL)
(800) 237-8133 (U.S.)

INSTALLED IN OVER

Nnotice of an occurrence was late

32 STATES & CANADA and it intended to reserve its right

to deny coverage, was a legally ef-
fective disclaimer of coverage, the
court said

TEMPORARY CLAIMS ADJUSTING SERVICES

"Insurers should therefore be al-

. A ) ) lowed a reasonable period of time
Servicing Claims Nationwide In: to investigate questions of cover-
Workers' Compensation age while they undertake a de-

Longshore and Harbor Workers' Act fense,” the court added
Properly/Casualty

Inside and Field Adjusters

In a dissenting opinion, Judge
Jon Oakes said that CU should be
required to defend and indemnify
IFF because IFF complied with its
obligation to notify CU of the

Clam Net £330 Saranca oy, Sue 20, g, GRZTIA PO o e e

ccurrence" was ambi Iguous in

Claim Net is not an employment agency, so there is NO FEE
FOR PERMANENT HIRING

policy and should be constru

update

Florida HMO declared insolvent

Contznued from page 2

will cover contract providers' claims for services rendered up until
July 31 The policy also covers claims from non-contract providers
filed by Jan 31, 1988, for services that commenced before July 31

Jury clears asbestos makers

BROOKLYN, N Y -Six asbestos companies were dismissed from
a product liability suit last week when aUS District Court
Jury decided there was insufficient evidence to prove the com-
panies made the asbestos products that caused the death in May of
a Brooklyn Navy Yard worker

The worker died from an asbestos-related cancer Plaintiff's at-
torney Steve Phillips said he plans to seek a new trial

Defendants in the case were Armstrong Cork Co , Owens-lllinois
Inc, Owens-Corning Fiberglas Corp, Pittsburgh Corning Corp,
Eagle-Picher Industries Inc, and Raymark Industries Inc

All but Raymark were represented by Arthur Olick, an attorney
for the Asbestos Claims Facility

Panel acts on Price Anderson

WASHINGTON-The Senate Environment and Public Works
Committee approved a version of the Price Anderson Act last
week increasing the nuclear power industry's liability for an acci-
dent to almost $7 billion from its current level of $700 million

The Senate is expected to consider the legislation this fall

Under the bill, each nuclear reactor would be liable for up to a
$60 million retrospective assessment in the event of a nuclear acci-
dent That assessment could not exceed $12 million per year

Under a House bill passed last week, each reactor could be as-
sessed up to $63 million, not to exceed $10 million per year
(BI, Aug 3)

If total claims exceed $7 billion, the Senate bill gives Congress
six months to determine how to handle additional claims If no
solution is determined within that time, claims would be paid by a
Judgment appropriations fund established by the Treasury

Pension terminations opposed

DENVER-Unions representing Kaiser Steel Corp workers are
seeking a hearing on the company's application to terminate four
pension plans as part of its bankruptcy petition

The 7,000 employees enrolled in the plans stand to lose more than
$44 million in promised benefits if the Pension Benefit Guaranty
Corp takes over the plans, which are underfunded by more than
$200 million, says David W Furgason, a Denver attorney tepre-
senting the United Steelworkers of America

In March, the PBGC terminated one of the steelmaker's pension
plans that covered approximately 1,000 employees (Bl, March 9)

Insurer covers Florida doctors

CHICAGO-Continental Casualty Co has begun writing medical

Pollack erred in finding that be- 4 malpractice insurance for Florida physicians that previously pur-

chased coverage from CIGNA Corp

Philadelphia-based CIGNA decided earlier this year to stop writ-
ing the coverage for around 3,000 Florida doctors and devote that
Capatlty to ItS directors and officers hat)ility writings nationwide
(Bl, July 13)

Continental Casualty, a Chicago-based unit of CNA Financial
Corp, expects to write coverage for "a significant portion" of the
physicians who were covered by CIGNA, a spokesman said

Continental Casualty is offering limits of $1 million per occur-
renee with a $3 million aggregate at "competitive rates," accord-
ing to the spokesman

Briefly noted

Commercial and private property damage caused by a tor-
nado that killed 27 people in Edmonton, Alberta, July 31 may ex-
ceed $250 million Canadian ($189 million), said Lorne Delbert,
chairman of the Insurance Bureau of Canada's Edmonton branch
claims committee __ After five false Starts m nine months, the Ca-
nadian Insurance Exchange hopes to name its official opening
day following an Aug 20 meeting with potential ma}or investors,
said Ted Belton, the exchange's chief executive officer The CIE has
registered two syndicates, each with $10 million Canadian ($7 6
million) in capital, nine underwriting managers and 13 bro-
kers. . . .President Reagan nominated David M. Walker to be
promoted to assistant secretary for pension and welfare benefits for
the Labor Department from deputy assistant secretary. . . .A com-
promise omnibus banking bill barnng federal regulators until
March 1, 1988, from granting banks broader authority in the insur-
ance, real estate and securities industries (BIl, April 6) awaits Presi-
dent Reagan's signature _ _ . _ Additional Underwriting Agencies No
6 will run off business for members of syndicates managed by
Lloyd's agency Oakeley Vaughan (Underwriting) Ltd. for under-
writing years 1984, 1985 and 1986 because Oakeley Vaughan made
no attempt to re-register__ _ _lllinois Gov James R Thompson last
week signed legislation that permits the formation of captive insur-
ance companies (BIl, June 29)....The United Steelworkers of
America last week approved a new contract with LTV Corp. that
includes a new pension program restoring most benefits lost when
LTV's pension plans were terminated earlier this year by the Pen-
sion Benefit Guaranty Corp PBGC officials say the new plan vio-
lates federal pension law  ___New York Gov Mario Cuomo last
week signed legislation creating a temporary $3 million fund to

pay laid-off workers' health insurance premiums. The fund,

For advertising informatmn in the INSURANCE SERVICES GUIDE i agamst the insurer He also said activated by layoffs involving at least 90, will pay as much as $500

the dangers of the chemical in the

Contact: Margalet Hikido, 740 N. Rush Street, Chicago. liNnois 60611

Telephone (312) 649-5340 fragrance were not discovered

until after the "occurrence "

four s The law, leffec

Jan 31

hs of premi Aug 31, will expire
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Competition may not hurt
iInsurer stock performance

By MYRON M. PICOULT

Special to Business Insurance

One wonders if the comments from the bro- Proficient managements remain concerned

kers may be somewhat self-serving None- about the "tails" on some of the casualty
theless, we have no doubt there 15 some dis- business The recent reserve strengthening

1 CASEY STENGEL ONCE said, "It's easy tortion of the facts by both the brokerage by Novato, Calif -based Fireman's Fund In-
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Industry stocks continued to rise this week as
the Bus,ness Insurance stock index climbed 4.5
points to 490.5 on Aug. 6 from 486.0 on July 30.
This marks the first time the Business insur-
ance index has been above the 490 level since
April 9, when it was at 500.1. Of 65 industry
stocks monitored, 31 posted increases, 21
showed declines and 13 remain unchanged.
Advancing issues were led by: Frank B. Hall &

Co. Inc., up 12.7%; Zenith National Insurance
Corp. [ up 10.5% ., Alexander & Alexander Se,v-
Ices

Corp., up 9.696; Acceptance Insurance Holdings
Inc., up 5.5%; CIGNA Corp., up 5.2%; and Marsh
& McLennan Co. Inc., up 4.9%. Declining issues
were led by: W.R. Berkley Corp., down 6.5%;
Statesman Group Inc., down 5.6%; Home Group
Inc., down 4.696; American General Corp., down
3.8%; Safeco Corp., down 3.4%; Kemper Corp.,
down 3.3%; and Aon Corp., down 3.2%. The
Business Insurance index climbed 0.97% for
the week, trailing leading market indicators: The
Standard & Poors 500 grew 1.396; the New York

Stock Exchange composite was up 1.2%;
the Dow Jones 30 Industrials rose 1.0.

and

B, H#sh issues

1 Wesk
Aug. 5 P.,lce PIE Div Weld High--4.9
Companies pence pence % pencepence
Commt Union 365 126 178 49 378-360
GenlAccident 1025 11 1 38.3 3.7 1094-1025
Gdn Royal Exch 999 12 5 46.5 4 7 1062-970
554 94 21 2 38 56&-533

Sur:Allance 1050 121 322 31 110-1037

Royal

Brokers
CEHeath 525 15 7 34 5 6.5 545-525
Hogg Robinson 223 12 4 15 7 43 259-218
408 134 129 32 443.-408

325 148 164 51

JH-aet

Sedglp 340-325
Slew-Iglilson 604 216 178 29 635-604
Wims Fat»r

408 143 148 36 a425-a408

Source Philip Olsen/Alan Clifton, Insurance Industry
Specialists Kitcat & Altken Stockbrokers,
London

Bl Industry Stock Report

Brokers

Alexander & Alexander Sves
Baldwin & Lyons Inc
Oorroon & Black Corp
Gallagher Arthur J & Co
Hall Frank B & Co Inc

Marsh & Mclennan Cos Inc

Poe & Assoc Inc otc

AGENTS/BROKERS AVERAGE 5.1

Conglomerates & Holding Cos.

Barkley W R Corp

Berkshire Hathaway Inc Oel
CIGNA Corp

ONA FInl torp (CNA)
General Re Corp

NYSE  55.00

ITT (Hartford Group) NYSE 64.63 2 4 14.1 1.00
Sears Roebuck & Co. (Allstate) NYSE 55.63 5.0 13.5 2.
Transamerlca Corp (Occldental) NYSE 43.25 -1.1

CONGLOMERATES/HOLDING COS AVERAGE

Insurers

Aceeptanoe Ins Hidgs Inc
Aetna life & Cas Co
American General Cor
American Indty Finl Corp oTe
American Intl Group Inc
Amoco Reins Ltd orc

Avemco Corp
Chubb Corp

Aon Corp
Continental Corp
Crown life Ins Co
otc
oTc

Durham Corp
Farmers Group Inc

nc., up 9.796; Business Men's Assurance of coverage doubled and Mr. Picoult

Price % Chg P/E $ Div % YId High Low Vol (000)

NYSE 25.38 9.7 30.2 1 00 3.9 25.38 23.00 1.628.6 Fireman Fd Corp
otc 20.00 0.0 8.0 O.20 1.0
NYSE 30.751.714.30.8427
otc 21.00 -1.2 15.8 0.40 1.9
NYSE 11.13 12 7 0.0 0.00 0.0

NYSE 63.75 4.9 16.6 2.40 3 8 63.75 60.63 1, 707589!—:!,’arleysvllle Group |

11.75 0 0 14.9 0.40 3.4

oOTC 25.25 -6.5 7.1 0.28 1.1 26.00 24.75 232.2 Na: Re Corp
OTC 3940.00 3.1 130 8 0.00 0.0 3940.00*3890.00
NYSE 65.75 5.2 8.4 2.80 4.3 65.75 62.SO 1.329.4 Nobel Ins Ltd
4.0 12.6 0.00 0.0

-NYSE 54.38 4.1 14.6 1.00 1.8 54.38 52.25 3.072.9 Ohio Cas Corp

8.8 1 76

OTC 14.80 5.5 8.1 0.00 0.0 14.50- 13.SO 159.9 Selbels Bruce Group Inc
NYSE 58.38 1.1 8.2 2.76 4.7 Select

NYSE 38.38 -3.8 10.3 1.25 3.3 39.63 38.00 2.298.0 Statesman Group Inc
Amern Heritage life Invt OO0 NYSE 31.50 0.0 15.5 0 96 3.0 32.00 31.SO Klo
13.25 0.0 0 0 0.56 a4 =2

NYSE 73.38 39 16.2 0.25 0 3 73.38 68.25 1.849.2 Travelers Corp
2.94 2.2 0.0 0.00 0.0
NYSE 24.25 3.2 15 3 0.28 1.2

Business Mens Assurn Co Amer OTC 43.00 9.6 0.0 1 10 2.6 43 OO 37 00 706 6 Unlted States FId & Gty Co

NYSE 64.38 2 8 9.1 1.68 2.6

NYSE 26.88 -3.2 9.5 1.20 4.5 27.S0O 26.88 398.2 Uslife Corp
NYSE 46.00 -0.3 10.4 2.60 5.7 46.00 45.00 757.6 Washlngton Natl Corp
OTC 270.00 0.0 93 640 2.4 270.00 270.00

232.50 -2 3 19.1 0.92 2.8
45.256 4.0 13.7 1.20 2.7

to get the players Gettin' em to play to- community and by insurance company man- surance Cos underscores this point One also
gether, that's the hard part " agements wonders whether Fireman's Fund's move

As one listens to comments from the insur- It will be interesting to see lust how well will provide the backbone that some other

- ance brokerage community about how com- managements detail why their premiums insurers need to correct the reserve line on

mercial property/casualty insurance prices were either,up, down or flat as second-quar- their own balance shee

are coming apart at the seams and responses ter comparisons are released The numbers Furthermore, all managements realize that
$0 from insurance company managements, it is are not nearly as important as the explana- the level of profitability in property insur-

obvious that rate increases have been on the tions of the hows, whys and wheres
wane for many months To date there appear to be two camps One catastrophe losses
and that prices are hotly camp is watching its premium writings, The fly in the ointment remains interest
while another appears to be relatively ag- rates-and inflation fears-because the
gressive Managements' explanations in pre- property/casualty sector of the stock market
liminary releases are not particularly articu- IS perceived to be very interest-sensitive A
late rise in interest rates undermines bond values
Many industry gurus argue that although and nips at the adequacy of reserves Con-
top managements are sincere in their articu- versely, a decline in rates would do the op-
lation about not giving away the store, the posite No change is basically a Mexican
problem is that the boys in the executive standoff
suite don't really know what is going on in Simply put, property/casualty stocks are
the field, notwithstanding all of the noise for -value-oriented investors - A relatively
about new sophisticated management sys- sluggish economic environment, coupled
ability insurance soared even more By early tems with an unexciting stock market, might not
1986, rate increases began to moderate It Managements have to begin to prove that be a bad environment for insurer stocks,
would be fallacious not to have expected a they can convince their field underwriters to given their underperformance
deceleration pattern to evolve The meredi- play the same kind of ball that the executive We remain selective buyers of the com-
bly low level of catastrophe losses over the team wants to play panies that we believe will stick to their
past 18 months, combined with the sharp The lackluster performance of the stock knitting
rate increases that had been obtained over property/casualty insurers over the past 15 In any event, more property/casualty in-
the past two years, led to the current reduc- months can be related to the withdrawal of surer managements should be more seriously
tlons in property insurance rates investors uneasy over the prospect of price considering buying back their stock Al-
Some industry observers are of the persua- competition returning to the marketplace though it may seem extreme, some com-
sion that rate-cutting is again a way of life in Current absolute and relative price-to-earn- panies should literally consider going pri-
the business They quickly point to the re- ings ratios imply a prospective downside of vate and then becoming a public entity again
cent trends in the property insurance arena the underwriting cycle that will be even several years down the road when investors
and insurers' increasing willingness to write more devastating than the 1978-'84 debacle once again look to a -cycle play - Manage-
some types of low-hazard casualty business We do not buy that scenario As we have ments that compromise their standards will
as a harbinger of what is to come Some noted in the past, the Tax Reform Act of find the capital market windows closed to
members of the insurance brokerage commu- 1986, relatively low interest rates, problems them in the next go around
nity have even implied that rates are coming with reinsurance recoverables and flex-rat-
down faster now than they did in the last ing.(.:onstrai'nts should all dampen th.e vola- Hllb, Rogal & Hamllton
cycle tility of this current cycle Although it has a
It should be recognized that many brokers hollow ring we believe that the current mul- Hilb, Rogal & Hamilton of Richmond, Va,
have more of a "micro"” perspective of the tiple relationships imply limited downside has completed ItS initial public offering by
marketplace, compared with insurance com- risk in the stocks selling all of the 1 1 million shares The com-
pany management's "macro” point of view The fact that pricing has peaked is no pany raised $12 1 million dollars in the of-
longer relevant given the past 15 months of fering
insurer stock underperformance We suspect
Myron M Picoult ts senior vp and senior that the key variable over the near term wiill
insurance analyst with Oppenhetmer & Co be the stock market's perception of Just
in New York He ts the past president of the where the underwriting cycle is Guaranty National Corp of Englewood,
Assn of Insurance & Financial Analysts and We still expect the stock property/casualty Colo, reported net income for the second
a member of the New York Society of insurance industry's combined ratio to be quarter soared 134% to $5 4 million from
Security Analysts lower in 1988 than in 1987 $2 3 million in the second quarter of 1986
Operating income also rose dramatically in
the second quarter to $5 2 million from $1 4
million in the year-earlier quarter
The results include a $1 7 million "fresh
start" tax benefit Excluding this benefit,
operating income for the second quarter
would have been $3 5 million
For the first half, net income rose 67% to
$10 6 million from $6 3 million in 1986
Operating income, before extraordinary
items, Jumped 117 8% in the first half to $8 6
million from $3 9 million

ance lines is aberrant due to the lack of

competitive for some lines
of coverage

In the latter part of
1984, after a ludicrous
six-year decline, commer-
cial lines prices began to
move up Over a two-year

period, rates for most
standard commercial lines

Guaranty National

August 6,1987 7/31/87 thru 8/6/87

Price % Chg P/E $ Div % YId High Low Vol (000)

ADEx 17.63 0.0 9.9 0.00 O
NYSE 34.SO -2.8 0.0 0.40 1
otc 17.63 0.0 0.0 0.60 3
©oTC 700.00 0.0 14.4 18.00 =2
AMEX 18.00 -4.6 3.9 0.20 1

Falmont Finl Inc 0.00 0.00
35.00 34.00

17.88 17.50

0.0
794.2
20.00 20.00 ast1 e

31.50 30.50

0.5 Fremont Gen Corp
160 3 Great West Life Assurn Co oo

1.197.8

0.00 0.00
18.63 18.00

Sebivo

21.25 20.75
9.88

24.9 Home Group Inc
11.13 664.3

Hanover Ins Co oTc 32.00 -0.8 7.7 O0.36 1.1 32.25 32.00

16.38 2.3 5.1 0.40 =2.a 16.38 15.63

Hartford Steam Boller Insptn OTC 29.63 1.3 12.2 1.00 3.4 29.75 29.25 201.2

oTC 29.75 1.7 1 .4 0.96 3.2 30.00 29.50 19.0
s o

1
otc 290.75 -3.3 o .60 2.0 30.00 29.SO 2.109.6

87.9

ot 85.3

Chubb Corp.

The Chubb Corp of Warren, NJ, reported

11.75 11.75
Kans Cilty life Ins
Kemper Corp

Liberty Corp S © NYSE 45.25 -1.1 16.30.80 1.8  46.75- as.63 ss.0 net income for the second quarter rose 28 7%
lincoln Natl Corp Ind NYSE 53 25 0 O 10 7216 4.1 53.88 52.75  260.5 to $95 4 million from $74 1 million in the
Misslon Ins Group Inc PAC O o.00 oo 438 0.69 25
Monumental Corp otc 55 63 0.0 18.8 0.00 0.0 55.63 55.63 14 second quarter of 1986

oTCc 23.50 -2.1 30.1 0.00 0.0 23.75 23.13 180.4

1.1

Second-quarter operating income bal-
looned 70 7% to $91 5 miillion from $53 6
million in the year-earlier period

The second-quarter results were boosted
by a $72 million tax benefit from the "fresh
start" provision of the Tax Reform Act of
1986
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The property/casualty division also
showed marked improvement The division's
post-tax underwriting income rose to $25 5
million in the second quarter from a $2 5
million loss in the second quarter last year
Chubb's combined ratio improved to 95 1%
in the second quarter of 1986 from 98 0% in
the corresponding period of 1985

For the first half, Chubb's net income rose
37% to $182 7 million from $1333 miillion in
the first half of 1986, while operating income
jumped 724% to $1702 miillion from $98 7

miillion
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The insurer's first-half combined ratio

dipped to 96 5% from 99 5%



We'reNotJustAChip 1 -0
Off Any 01'Block.

In today's uncertain economic dimate,
one of the ways to tell where your insurance
company is headed is to know who is behind it. .

At Northbrook, we enjoy the solid, substantial backing of the Allstate
Insurance Company; a member of the Sears Financial Network.

We'll be here today; and tomorrow, and next year, too. So we can commit
to a package of distinctive services-customized coverage, loss control, claims
handling- that you can depend on. And we can work out a fair pricing plan with

flexibility for the long run.
: \ : NORTH Northbrool<
So if you're looking for a company you BROOK National Accounts

can count on down the line, call your nearest A Member of the Sears Family
Northbrook agent or broker today* Youll find
we come from some very solid stock. South Bartingron. linois 60010 o

*Or call: J. Don Johnson, Assistant Vice President Marketing, 312-551-2990.



