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Consolidated Edison crews attempt to repair the underground damage that caused the chaos.

Restored power sheds little light
on N.Y. blackout losses, liability

NEW YORK-The lights are back on in New
York's Garment District, but manufacturers and re-
tailers affected by the blackout earlier this month
are still in the dark about the extent of their busi-
ness interruption losses.

Equally shrouded is the question of who will be
liable for the potential losses.

The garment industry says its too early to tell if

manufacturers
— ~,~~a 1 e — = k> | = L =g
make up the mo-

This story was reported mentum lost when

in New York by Bureau
Chief Bill Densmore and
Donna Gordon and in
Chicago by Associate
Editor Carol Cain.

an underground
fire caused a
three-day power
outage that
brought selling to
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peak market week.

But, late last week most were swamped, catering
to buyers that had returned to the district to resume
placing orders for spring clothing.

Less likely to make up their business interruption
losses are Macy's and Gimbels, the two giant depart-
ment stores affected by the blackout, and the Penta
Hotel, the former New York Statler. It could be
months before their losses are totaled, they say.

Meanwhile, both the city of New York and Con-
solidated Edison Co. say they do not believe they are

INSIDE:

liable for any of the losses resulting from the Aug.
10-13 blackout in the 12-block area of Midtown be-

tween 30th and 42nd streets. The blackout was
caused by the flooding of an underground trans-
former compartment, which Con Ed leased in the
sub-basement of an office building.

The flooding was triggered by the rupture of an
aging, 12-inch city water main. The water short-cir-
cuited the electrical equipment causing a fire.

"I don't think the city even will be sued," said
Frederick A.O. Schwarz Jr., the city's corporation
counsel, who researched case law on similar situa-
tions. "As | read the cases, the doctrine is that you
don't have to anticipate things like a pipe bursting."

Mr. Schwarz discounted earlier statements by a
deputy in his department, who said the city might
be hit with million of dollars in claims. He said the
deputy might not have been familiar with case law.

"With pending investigations and possible litiga-
tion, we're not commenting on much of anything,"
said a Con Ed spokesman. "We feel we are not li-
able. Our actions did not precipitate the blackout.
Even if there were judgments against us, we believe
we are adequately insured." Con Ed, however,
would not comment on its liability insurance.

The utility formerly had liability coverage
through Associated Electric Gas Insurance Services

Ltd., an industry-owned captive in Bermuda, but
Continued on page 76
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California doctors' reciprocal

placed into conservatorship

LOS ANGELES-The California
Insurance Department has placed the
state's third-largest doctor-owned

medical malpractice insurance com-
pany and its Pasadena, Calif., man-
agement company into conservator-

ship because of a management dispute
between the two entities.

Physicians & Surgeons Insurance
Exchange of California, a doctor-

owned reciprocal, and Physicians &

Continued on nezt page

Kennedy wants
employers to offer
quicker vesting

By JERRY GEISEL

WASHINGTON-Employers
with pension plans would have to
offer dramatically faster vesting
schedules under legislation to be

introduced in Congress next
month.

Under the new
bill sponsored by
Sen. Edward
Kennedy, D-
Mass., employees
would have to
vest in a pension
plan after only

five years of ser-
vice.

T hat would
slice in half the
time most em-
ployees have to
stay on the job to
be entitled to a
pension. Cur-
rently, most em-
ployer-provided
pension plans re-
quire 10 years of service before an
employee can vest.

In addition, the legislation would
permit employees who leave their
jobs to roll over their vested bene-
fits into an Individual Retirement
Account.

Furthermore, the bill would
force pension plans to provide a
minimum benefit that could not be
integrated or reduced by the Social
Security benefit that an employee
is entitled to, though final details of
that provision have not yet been
ironed out.

Members of Sen. Kennedy's staff
say faster vesting is needed because
the standard 10-year vesting sched-
ule offered by most employers no
longer meets the needs of a mobile
workforce.

"The workforce has changed, but
pensions haven't kept up,"” says
Ranny Cooper, an aide to Sen.
Kennedy.

"It wasn't uncommon once for
people to work 20 or 30 years on the
same job. Today, there is much

'Some firms
administrative
expenses would
double because of
the need to maintain
records for people
with negligible
benefits,' says

Kwasha Lipton's
Len Mactas.

more job mobility with employees
often changing jobs every few
years," Ms. Cooper says.

Without more rapid vesting
schedules, those that change jobs
frequently will never vest. "This
bill takes into account changing
work habits," Ms. Cooper adds.

Although the

bill won't be in-
troduced until
September, it al-
ready is contro-
versial. Critics say
faster vesting
would cause enor-
mous administra-
tive problems for
employers with-
out significantly
increasing bene-
fits for employees.

Virtually every
one of the nation's
600,000 pension
plans would have
to be overhauled
to. incorporate the
faster vesting schedule.

In addition, employers would
have to keep track of workers who
left the firm after accruing a small
benefit or "cash out" the benefit, a
task that consultants say is a nui-
sance. Under law, employers can

give vested employees a lump sum
if the cash value of the benefit is

less than $1,750.

"Some firms' administrative ex-
penses would double because of the
need to maintain records for people
with negligible benefits," said Len
Mactas, a partner with Kwasha
Lipton, a benefit consulting firm in
Fort Lee, N.J.

And critics say the small amount
of benefits that an employee would
earn after five years doesn't justify
those administrative expenses.

Some employers say that the
cash value of the vested benefit
earned by young, low-paid employ-
ees would be less than $300.

"It wouldn't be a meaningful
benefit," said Fred Hamacher,

Continued on page 77

Firestone, Budd will appeal
$4 .29 million tire rim award

Page 2



2 /business insurance, August 22, 1983

update

Doctors' reciprocal dispute

Continued frompremouspage

Surgeons Underwriters Corp, its attorney-in-fact that acts as ad-
ministrator for the insurer, were ordered into conservatorship on
Aug 10 by a Los Angeles County Superior Court

Insurance Department officials stressed that its action was not
prompted by concern for the insurer's solvency, but rather to pro-
tect policyholders' interests and to assure continued operation of the
exchange pending resolution of the management dispute.

New applications are being submitted to the same peer review
committee and claims are being adjusted and paid by management
company employees under the Insurance Department's supervision

The department acted after it learned that the exchange had ter-
minated its management agreement with its attorney-in-fact, leav-
ing the company without a manager It was also left without a certif-
icate of authority, which is issued to the attorney-in-fact

The Insurance Department expects its conservatorship to be tem-
porary until a viable attorney-in-fact is once again functioning
However, that process could be delayed by litigation involving the
exchange and the management company

Fremont General Corp, an insurance holding company, is the
majority shareholder in Physicians & Surgeons Underwriters Corp
Physicians & Surgeons Insurance Exchange of California, founded
in 1976, wrote nearly $23 million in medical malpractice coverage in
1982 in California only

Triple-trigger theory applied

PHILADELPHIA-AIl of Crown Cork & Seal Co Inc's liability
insurers are liable for defense and payment of claims by victims of
asbestos-related diseases, a state court Judge has ruled.

Philadelphia Court of Common Pleas Judge Lawrence Prattis
ruled in favor of the triple-trigger theory, which says all Crown
insurers from the time of a victim's exposure to asbestos through
manifestation of an asbestos-related disease are liable

Crown filed suit against its insurers in 1978 to determine which
must defend and indemnify the company Defendants include
Aetna Casualty & Surety Co, Insurance Co of North America, Em-
ployers Mutual Liability Insurance Co of Wisconsin, Continental
Insurance Co and Lumbermens Mutual Casualty Co

Crown, a defendant in thousands of asbestos cases, reportedly
purchased at least $89 million in liability coverage since 1960 Sev-
eral defendants have filed motions for reconsideration

Pension chief to resign

WASHINGTON-The government's top pension regulator is
leaving the Labor Department to Join a Salt Lake City law firm

Jeffrey Clayton, who has been the administrator of the Office of
Pension and Welfare Benefit Programs for two years, will resign
Sept 14 to become a partner at Greene, Callister & Nebeker

Unit Handling Systems to appeal

DETROIT-The manufacturer of an automatic storage and re-
trieval system will appeal a $10 million Judgment to the family of a
Ford Motor Co worker who died after being struck by a moving
part (Bl, Aug 15)

"The verdict was excessive We'11 appeal When | file a motion
for a new trial, we'11 ask for a reduction of the $10 million," said
Richard Tonkin, an attorney for Unit Handling Systems of
Florence, Ky, a unit of Litton Industries Inc Mr Tonkin is with the
Detroit law firm of Vandedeer, Garzia, Tonkin, Kerr & Heaphy

A subsequent lawsuit filed against Ford by UHS IS still pending
Ford officials could not be reached for comment

Though the lawsuit against Unit Handling referred to the auto-
matic system as a robot, leading U S robotic manufacturers and the
Robot Institute of America say this particular system doesn't meet
the definition of a robot

So far, there's been only one employee death-in Japan-that has

been recorded as the result of an accident involving an industrial
robot (Bl, March 28)

Experts differ on jet fire's cause

FORT MITCHELL, Ky -Outside experts hired by McDonnell-
Douglas Corp and Air Canada gave conflicting testimony last week
about the origin of a fire aboard an airliner that killed 23 people

The Air Canada DC-9, manufactured by McDonnell-Douglas,
made an emergency landing June 2 at the Greater Cincinnati A.r-
port when acrid smoke filed the cabin (BI, June 13)

Serge Clayton, a retired McDonnell-Douglas official and now a
consultant, said a lavatory pump motor had been X-rayed following
the crash and showed no evidence of any electrical malfunction

Testifying for Air Canada, Canadian electrid-mechanical expert
Max Vermil said his analysis showed the fire originated with the
motor for the lavatory

Six suits have been filed in U S District Court in Dallas against
the two firms by survivors and families of victims
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Michigan service stations
may need pollution cover

By DONNA GORDON But Rep Cherry says he's introducing the legislation
to make sure that service stations have enough insur-
LANSING, Mich -Service stations in Michigan ance to stay in business should their tanks leak
would have to buy pollution liability insurance if the The bill's supporters also say the bill will guarantee
state Legislature enacts a draft bill now being reviewed that parties responsible for pollution accidents will
by a special House committee have the ability to pay
If the proposal becomes law, Michigan would become "As the (state) Department of Natural Resources has
the first state to mandate that service stations with un- identified contamination sites throughout the state, it
derground gasoline storage tanks purchase pollution has become apparent that many contaminations have
coverage, according to state Rep John Cherry, D- resulted from the operations of businesses whose assets
Mount Morris are insufficient to cover the cost of cleanup," says a
Other states require service stations to buy permits preliminary report on the proposal by the ad hoc com-
for such tanks, but none requires that a station pur- mittee
chase insurance before being granted a permit, says Ron Wilson, a ground water quality official with the
Rep Cherry, chairman of the House Ad Hoc Commit- Michigan Department of Natural Resources, says that
tee on Environmental Impairment Liability Insurance hazardous wastes are seeping at about 450 underground
and one of the authors of the bill sites in the state, according to a 1982 study About 40%
The bill also would mandate higher coverage re- of these cases involve underground petroleum tanks,
quirements for landfills and treatment, storage and dis- "by far the lead category,” Mr Wilson said
posal facilities (TSDFs) than currently required by fed- The proposed requirements would go into effect no
eral laws later than Jan 1, 1985, for landfills and TSDFs, and
Federal laws do not require gasoline stations to pur- Jan 1, 1986, for all other businesses that store petro-
chase environmental impairment liability coverage leum products in underground tanks, including service
Representatives of gasoline wholesalers and retailers stations
have not yet taken a position on the bill, though some To obtain a state permit for underground petroleum
point out that they do not think an insurance mandate storage tanks, service stations and other parties would
is needed and others say high premium costs could have to purchase environmental impairment liability
cause some service stations to go out of business Continued on page 75

EEOC suit
Insurer took the nibble
sparks debate

and will pay the price
By STEVE TARAVELLA
SEATTLE-A manuscript sporting events policy saved the 84

organizers of a fishing contest here from losing a cool $1 mil-
lion-hook, line and sinker

Schuck's Auto Supply promised to divide $1 million
equally among the fishermen who could catch any of the
five tagged salmon set free in ItS third annual fishing

over coverage

By JIM DAVIS

ANNAPOLIS, Md -The Mary-
land State Insurance Division will
hear arguments Aug 29 on its pre-
liminary finding that Continental
Casualty Co improperly denied

coverage to a state college facing a
sex discrimination suit

derb
eO%Iy a few days before the Aug 15 competition, the -

The dispute was triggered by a auto supplier purchased a policy fromm Guaranty National

lawsii fled with e fegeral Eaual Insuranoe, Co in.Denyer,to, insureagainst anyone catching ® 1

Two retirees walked away from the event $500,000 richer
because they each snagged one of the tagged fish in the 700-
square-mile contest area

The policy, placed through wholesale broker Cochrane, Grif-

mission against Anne Arundel
Community College of Arnold,
Md, in 1977 by a former female
professor

Although the suit has not been
settled, the college notified Conti-
nental Casualty, a subsidiary of
CNA Financial Corp of Chicago,
about the potential loss

The suit, which charges that
AACC discriminated against
women in pay and other benefits,
gained class-action status last Octo-
ber Sixty-two current and former
AACC female faculty members are
represented

The suit seeks $500,000 in back

pay the women claim they should
have received from 1975 to the

about $50,000, confirms L D Wertz, Cochrane vp and office man-
ager

"We really didn't th.nk that they'd catch It," Mr Wertz
explains "The area was quite large and when you look at
those little fish, you'd think nobody's going to catch them

"The first fish (caught) was a shock-the second one Just
about took our breath away," he says

Last year, the contest sponsors only put one tagged fish in
the water Mr Wertz says the insurers realized that five
marked fish "increase the odds substantially of one getting caught,
but it's all chance "

A spokeswoman for Guaranty National says the insurer was "very
surprised" that any of the fish had been hooked It believed chances
of that happening "were very slim "

Mr Wertz says the competition's outcome will not chase Guaranty
National away from the coverage in the future The insurer has
underwritten similar policies for about three years, but had not pre-
viously insured this contest

But, he adds, next year the premium on the policy probably will be
higher

It appears to be a good year for catching tagged fish This summer

Continued on page 76

present, according to Thomas J
Wohlgemuth, an attorney with the
Annapohs, Md, firm of Smith &
Wohlgemuth P A that is repre-

senting the college
A hearing date has not been set
on the discrimination suit filed in
the U S District Court of Mary-
Continued on page 77

Firms to appeal tire rim award

By JERRY GEISEL with 80%, or $3 12 million, of the punitive award, while

Budd, which made a disk that connected the rim to the
KANSAS CITY, Mo -Firestone Tire & Rubber Co wheel hub, was told to pay $780,000, or 20%
and Budd Co will appeal a $4 29 million award to the Firestone and Budd also must pay $198,000 in com-
owner of a small trucking company who was injured by pensatory damages to Missouri trucker Larry Hale,
an exploding multipiece truck tire rim who suffered severe facial injuries in the 1977 accident
The Aug 5 award by a federal Jury m Kansas City is Both Firestone and Budd are appealing the award
believed to be the largest ever awarded among the Firestone, based in Akron, Ohio, says the Jury verdict
dozens of suits filed against Firestone and other truck is not Justified by the facts Budd, a Troy, Mich ,-based
tire rim manufacturers subsidiary of Thysen AG,a West German corporation,
The previous record judgment in a tire rim case was says the disk it manufactured is not defective and that
the $18 million awarded last year by a Montana court it never was proved that the rim entered as evidence at
to a man injured when he attempted to put a tire the trial was the rim involved in Mr Hale's accident
mounted on a Goodyear Tire & Rubber Co rim on a "We certainly should win on appeal,” said Frank
truck (Bl, Feb 22, 1982) That case is now before the Perkin, assistant general counsel for Budd
Montana Supreme Court The two companies, though, declined to identify
In the Kansas City case, the Jury awarded a total of their product liability insurers However, Firestone and
$3 9 million in punitive damages Firestone was slapped Continued on page 75
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Requiem for surplus lines insurance

By LEN STRAZEWSKI

Funeral bells toll for the surplus lines insurance business,
say some of the nation's largest surplus lines brokers and non-
admitted insurers.

But the capacity and creativity of the specialty market lives
on in new insurance products offered by admitted insurers.

And someday, when mainstream licensed insurers are no
longer hungry for the premium dollars generated by risky
coverages traditionally written in the non-admitted market,
the surplus lines business will awake to regather its forces and
rise again to leadership.

But for now, when admitted insurers provide an abundance
of capacity at rock-bottom rates for virtually any risk, there's
simply little need for the surplus market's heroics, wholesale
brokers and surplus lines underwriters say.

To survive, these marketers are turning away from high-
premium coverages like umbrella liability insurance and in-
stead specializing in smaller-premium products and often
placing them in the admitted market.

Among the Top 10 wholesale brokers, underwriting manag-
ers and managing general agencies ranked by Business Insur-
ance, four firms reported drops in gross premium volume
ranging from about 3% to 12.5%, an indicator that premiums
on individual policies are continuing to shrink.

Five of the wholesalers also reported drops in their gross

Ten leading underwriting managers & wholesalers

revenues ranging from about 1% to more than 11%.

Only underwriting manager Baccala & Shoop Insurance
Services, a Corroon & Black Corp. subsidiary, reported dou-
ble-digit gains in both areas.

Baccala & Shoop's premium volume grew 23.7% to $121.9
million in 1982 from about $98.5 million in 1981. Gross reve-
nues increased 28.7% to about $13.6 million from about $10.5
million.

Baccala & Shoop's explanation for its success is simple. The
underwriting manager took its premium and revenue losses
in 1981 when it lost one of its major markets for part of the
year and was forced to rebuild its volume from the ground
uUP.

It's succeeding, but not within the surplus lines market.
More than half of Baccala & Shoop's business is placed with
admitted insurers. A similar trend is found at the other sur-
plus lines marketers that posted small volume increases:
Shand, Morahan & Co. Inc.; E.H. Crump Cos. Inc.; Victor O.
Schinnerer & Co. Inc.; Swett & Crawford; and Montgomery &
Collins Inc.

With more business moving to admitted insurers, tradi-
tional surplus lines insurers are also feeling the pinch. Many
of them are abandoning the competitive race for such high-
premium items as umbrella liability coverage and beginning
to emphasize smaller-premium speciality products and excess
property insurance, which they believe can be underwritten

MGAs/Underwriting Managers

(Parent company)

Sayre & Toso Inc.
(Mission Insurance Group)

Shand, Morahan & Co. Inc.
(Alexander & Alexander Services Inc.)

L.W. Biegler Profit Center
(Crum & Forster/Xerox)

E.H. Crump Cos. Inc.
(E/S offices only)

Cravens, Dargan & Co., Pacific Coast
(CIGNA Corp.)

Baccala & Shoop Insurance Services
(Corroon & Black Corp.)

Victor O. Schinnerer & Co. Inc.
(Marsh & McLennan Cos.)
Brokers

(Parent company)

Stewart Smith Holdings Inc.
(Stewart Wrightson Group P.L.C.)

Swett & Crawford

(Foremark Continental Corp.)

Montgomery & Collins Inc.
(CIGNA Corp.)

—-
Premium volume (000)

1082 1o=1 =% change 1082

$245,357 $280,421 -12.5% $36,592
220,000 210,000 4.8 28,600E
207,123 213,700 -3.1 26,910E

151,000 138,000 9.4 14,325

140,100 154,900 -9.6 39,320

121,869 98,501 23.7 13,567
115,000 114,000 0.9 14,950
210,000E 217,000E -3.2 28,000E

165,022 164,591 0.3 14,400

105,700 94,1001 12.3 10,400

_—

to a profit.

Other insurers are investing in state licenses and becoming
part of the admitted market.

Two of the top five surplus lines insurers ranked by Busi-
ness Insurance reported drops in gross premium volume in
1982.

California Union Insurance Co., a division of CIGNA Corp.,
watched its premium volume drop 10.9% to $74.4 million in
1982 as the Los Angeles-based insurer worked to reduce its
combined ratio to a profitable 97.4% from a bit less profitable
100.2% in 1981.

Selective underwriting was the goal, says California Union,
which was ranked fifth among surplus lines insurers. For
some big-premium, high-risk coverages, the insurer now
quotes on only about one of every four submissions.

However, the insurer continues to emphasize its specialties
-professional liability coverages from which it generally
turns an underwriting profit.

Northbrook Excess & Surplus Insurance Co., which is the
third-largest surplus lines insurer, reported an even more se-
rious drop in income as gross premium volume fell 33.9% to
$104.4 million from $157.9 million in 1981.

NESCO, which is part of the Allstate Insurance Group, also
reported the highest combined ratio among the top five insur-
ers-157.5%, up dramatically from 118.5% in 1981.

Continued on nezt page

Percent

Gross revenues (000) surplus lines2

1981 =% change 1982 1981
$41,296 -11.4% 17.5% 15.0%
27,300E 4.8 40.0 60.0
27,781E -3.1 37.0 35.0
13,200 8.5 20.0 20.0
39,688 -0.9 10.0 10.0
10,545 28.7 15.0 22.0
14,8206 14.3 10.0 10.0
24,500E -1.1 NA NA
14,558 -1.1 30.0 30.0
9,7001 7.2 25.0 30.0

Five leading surplus lines insurers

INnsurer

(Parent company)

Lexington Insurance Co.
(American International Group)

First State Insurance Co.3

(Hartford Insurance Group/ITT)

Northbrook Excess & Surplus Insurance Co.
(Allstate Insurance/Sears)

Guaranty National Insurance Co.
(Guaranty National Insurance Corp.)

California Union Insurance Co.
(CIGNA Corp.)

E Estimate based on 13% of premium volume for MGA/underwriting manager; 11.4% for Stewart Smith.

Gross premium volume (000)

1982 1983 1 <o change 1982

$279,998 $268,824 4.2% $10,026
209,898 207,968 0.9 22,573
104,434 157,911 -33.9 14,840
85,876 78,654 9.2 62,179
74,364 83,495 -10.9 12,679

1 Restated.

—1 1 ==_-/

Net written premiums (000)

2 Percent placed with non-admitted markets.

Combined ratio

19©=1 <o change 1982 1981

$10,804 7.2% -33.2% -38.2%
23,973 -5.8 100.3 98.7
20,197 -26.5 157.5 118.5
58,680 6.0 136.9 96.1
17,419 -27.2 97.4 100.2

3Managed by Cameron & Colby. See directory.
Source: Bl Survey
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Surplus insurers concentrate on specialties

Continued from previous pege

Known as an aggressive surplus
lines insurer specializing in um-
brella liability insurance, North-
brook is changing fast.

NESCO will be a specialty cover-
age insurer from now cn, says
President Robert Agnew, and acme
specialty products will nov- be un-
derwritten by an Allstate :dmi:ted
insurer, Northbrook Indemnity
Co., which has been relatively un-
used for the past three years.

Other insurers are look.ng out-
side the surplus lines market, -0.

Guaranty National Insurance
Co., another rapid mover in recent
years, ranked fourth amc ng sur-
plus lines insurers and continued -8
gain volume. It reported gross pre-
miums up 9.2%, the best gain
among the top five insurers. How-

ever, its cimbined zatio skyrcck-
eted to 236.9% in 1982 from 96.1% in
1981.

Guaranty National Corp., :he in-
surer s holding conpany, which
also operates Landmark Insurance
Co., had an even wcrse year over-
all, posting a combined ratio of
nore than 140% and reporting a r-et
liss for the last four quarters

But shortly after i: s president re-
dgned earlier ttis mmth, the hild-
ing ecmpany annour.ced that its in-
surers wot_Id be withdrawing from
surElus lines campeition and wil
now be enphasizing non-standard
private p: ssenger 2 utomobile in-
surance in the aimit:ed market-at
12as. intil commercial casualty in-
surance razes increase.

"l don't think there is a surplus
lines business anymore,"” explains

John N. Molbeck Jr., president of
J.H. Blades & Co. Inc. of Houston.
"We don': consider ourselves 2 sur-
plus lines broker. We are an er-ergy
insurance specialist and place a
good portion of our business with
admitted insurers insurers r.ow."

Blades, a Crum & Fcrster subsid-
iary, was one of the great white
knights of the insurance capacity
crunch cf the mid-19?0s, devel-
oping an international reputaticn
for finding and uniting worldwide
capacity for such high-limit needs
as oil and gas drilling risks and
major corporate umbrella liab:lity
progranns.

Now, amassing cafacity is not
much of a problem.

"lean place a $500 million risk _n
a week without a priblem,"” Mr.
Molbeck says "l just placed a 350)

YOUR/

millic n umbrella policy for a major
corporation in 48 hours. $200 mil-
lion domestically and $300 million
in London.

"E-erybody is gezing into :he
act. If you lose ALlianz or North-
brook this week, soneone wiill fill
in the vacuum next v-eek."

Blades reported premium vol-
ume up 3.6% to 3101.3 mill.on in
1982 and gross revenues up 7.7% to
about $6.9 million in 1982.

Mr Molbeck does i't promise as
strong a return in 19E3. ' We are not
expeeting the energy business to
reboind much until 1935 and Jur
future is now linked to the energy
industry's future'

Blades slipped from :he Top 10
whol.salers list this year as B'd-
ness Isurance ranked Stewart

Smith Holdings Inc and Craver.s

dependenT

|nsurance AGENT

SERVES YOU FIRST

Dargan & Co., Pacific Coast for the
first time.

"We are all becoming specialists
these days," says Tony Markel, Ex-
ecutive vp of Markel Services Inc.
of Richmond, Va., and the current
president of the National Assn. of
Surplus Lines Offices.

"We're turning more and more to
speciality products. | hear it at
NAPSLO meetings and | hear it on
the street. To make money, you
have got to get the pen for five or
six insurers who are willing to take
on the coverage that you know
best. Then you have to get from
them a bigger piece of the income
pie."

Markel Services is nationally
known as a trucking and transpor-
tation specialist. Its premium vol-
ume shrank a bit in 1982, but reve-
nues were up almost 7% to $6.2
million in 1982 only because it was
able to improve efficiency and
compensation by offering more un-
derwriting services to insurers.

Markel has practically aban-
doned brokering umbrella liability
for big risks and now limits its non-
trucking interests to surcharged li-
ability and property insurance.

Oklahoma General Agency of
Oklahoma City, which also han-
dled big-premium items in the past
as a managing general agency, is
also changing its focus, according to
President Marie Welch.

Ms. Welch, president of the
American Assn. of Managing Gen-
eral Agents, says her company is
doing fine because it is selling
small-package property/liability
coverages for high-risk businesses
and miscellaneous medical mal-
practice coverages under an exclu-
sive territorial agreement with sev-
eral insurers, most of which are ad-
mitted.

Because of the exclusive arrange-
ments, Oklahoma General draws
much of its business from big bro-
kers like Marsh & McLennan Inc.
and Alexander & Alexander Inc.,
but Ms. Welch says this is the ex-
ception rather than the rule.

The large brokers now handle
much of their specialty coverages
with their in-house excess/surplus
brokerages, which frequently hold
their own managing general
agency agreements with insurers.

"l think our firm is doing better
than the pack. | know many
AAMGA members who just can't
keep up," she says.

Some wholesalers are adding to
already abundant underwriting ca-
pacity by taking some of the risk
themselves.

Parkington Associates Ltd., a
New York-based surplus bro-
kerage, has formed its own captive
reinsurer, Parkington Insurance
Co., to get a bigger income from the
risks it knows-miscellaneous
medical malpractice, including cov-
erage for podiatrists, physical
therapists, radiologists and others
in related medical professions.

Once viewed as small, unimpor-
tant coverages, these products are
keeping Parkington profitable, says
President Gerard Nolan, but much
of the business is now underwritten
by admitted insurers, both at the
request of buyers and because of
New York's infamous Regulation
41 that requires what many brokers
feel is burdensome paperwork (see
story, page 12).

Capacity, of course, continues to
grow and new insurers enter the
market every day from within and
without the United States, all look-
ing for some market niche. Most
recently, Insurance Corp. of Ire-
land opened its first U.S. office in
Chicago, underwriting primarily
public entity liability risks and
generating $2 million in premium
volume in its first six months of op-

eration.

Continued on page 6
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Exchanges writing few surplus lines risks

Continued from page 4

The three U.S. insurance exchangesi wt. ich wee
supposed to be the surplus lines underwriting vehi-
c.es of the 1980s, appear only infrequently in tie
fading surplus lines market.

Although all three exchanges survived gestati=,n
and appear healthy, their sustentance has not been
big-ticket, unusual surplus lines risks but reinsur-
ance and occasional special products like satellite in-

The New York Insurance Exchange, oldest of the
three, is solidly in business, reporting gross written
premiums of $156.4 million in 1982, up 115% from a
year earlier. For the six months of 1983, gross writ-
ten premiums were up 90% to $120.1 milion.

As of mid-August, the exchange tallied 40 under-
writing syndicates, 62 broker memben and 29 asso-
ciate brokers. The number of indiviEual investors
now exceeds 130 organizations in 26 coun:ries. The
NYIE Security Fund Inc. totals more than S20 m-1-
1.on.

However, more than 99% of the New York Insur-

ance Exchange's business is reinsurance: ard less
than 1% is direct excess/surplus lines coverage.

Tne lllinois Insurance Exchange in Chicagc,
which wrote its first risk in late 1981, now tas 40
broker members and seven ciperating syndicates.
One other syndicate is capitalized but not yEwri>
ing ousiness, according to Executive Director James
M. Skelton.

Gross written premium figures for 1982 show he
Illinois exchange's business was about one-third E/S
coverage and two-thirds reinsurance.

Exchange syndicates earned $50,000 of about
$800,000 in direct premiums in 1982. They earned
$869,487 of $ 1.6 million in reinsurance written.

Syndicates on the Insurance Exchange cf Che
Americas in Miami began underwriting April 4 and
expect to be underwriting about 75% re:nsurance
and 25% direct surplus lines.

IEA's Executive Director Alan Teale says six syn-
dicates are now operating and receiving submissions
from 51 broker members. He expects IEA 20 have 4C
syndicates and 75 broker members by year-end.

Ex-Swett executives challenge

depressed wholesale market

By RHONDAL RUNDLE

DALLAS-MelLean, Oddy &
Associa:es. a new wnolesale opera-
tion started t=> three prominent
specialty lines mcketers, is testing

the maxim that seasoned profes-
sionals can succeed even in hard

times.

Roy 3. Oddy res:gred as presi-
dent of wholesale troker Swett &
Crawford last Mar to head the new
Dallas-based ;enture, which he
predicts will r: r.k among the top 10
specialty insuranze marketers five
years from now

"l tend o0 be conservative-some

of my associates plan to be in the
top five by thai time," ne adds.
Among those associates are John

W. Hanna and Anita Chanpong,

WEPICK=UPTRUCKS.

New Unigard excess and surplus line coverage picks up where standard
insurance leaves off. Written through Unigard Specialty Associates (USA), it
provides tremendous growth poter.tial for your business. Because it allows
you to write extended coverage.

Forexample, throughUSA, youcould insure the loadonatruck, (andany
potential damage itcould cause). Youcouldprovide anumbrellapolicyon an
office tower or excess property coverage on an apartment complex.

USA will even write specialty insurance, such as a hole-in-one tourna-
ment or basketball hoop shoot.

If you're ready to pick up business where others
leave off, consider the potentialin excess and SUIplUS

hnes Llc a USA wholesaler to provide quotes

for you, or call the

nearest Umgard branch

UNIGARD SPECIALTY ASSOCIATEEL INC.

1600 Promenade'lbwer,Suite 72£, Richardson,'|AJras 75080

Pohcies through Umgard Indemn,4

two other high-ranking Swett &
Crawford alumni who have cast
their lots with Mr. Oddy and Sedg-
wick Group P.L.C. Sedgwick is
Britain's largest brokerage com-
pany and the parent of MacLean,
Oddy & Associates.

Mr. Oddy is optimistic about the
new company's prospects despite
current conditions in the commer-
cial insurance marketplace that are
leading more people out of the
wholesale marketing business than
into it. Many firms are struggling to
keep premium volume and reve-

nue levels even with past years as
their commissions dwindle and

their business is drawn into stan-

dard markets.

MacLean, Oddy & Associates ex-
pects to specialize in placement of
large risks by capitalizing on its
principals' expertise in both the
U.S. and London markets. In addi-
tion to Sedgwick, the company will

rely upon three or four other Lon-
don brokers as its "windows on the

London market.”

Using its knowledge of how busi-
ness is conducted on both sides of

the Atlantic, the firm plans to mesh
markets to offer its customers a
quick route to secure placement of
their jumbo risks.

International risks brought to
Sedgwick and other London bro-
kers also may be channeled
through the Dallas wholesaler for
placement in the U.S. market.

To insure first-rate service, the
new firm plans to do business with
a limited number of customers. No
hard-and-fast rules have been or
will be drawn, but Mr. Oddy de-
scribes this pool of select customers
as mostly alphabet and major re-
gional brokers.

"We want our motto to be: 'Ser-
vice starts when the order is
given," he explains.

Besides wholesale brokerage,
MaclLean, Oddy & Associates will
act as a reinsurance interrnediary
and an underwriting manager for
both U.S. and London insurers.

"Pure surplus lines brokers are at
a disadvantage in today's market,"
believes Mr. Oddy. "The successful
wholesale marketer needs strong
in-house facilities.”

Using its U.S. and London links,
its underwriting pen and its ability
to place reinsurance behind various
facilities, MacLean, Oddy & Associ-
ates expects to be able to construct
enormous capacity for jumbo risks.

At first, the new company will
concentrate on specialty programs
for energy and utility risks. And
Mr. Oddy expects the firm to han-
dle corporate asset protection plans,
which combine physical damage,
liability, marine, aviation, directors
and officers, fiduciary liability and
other risks into a single package.

The new firm's three principals
are anxious to avoid any action that
would adversely affect their previ-
ous employer, "which we all spent
a lot of time building up," Mr. Oddy
explains. The company has agreed
not to solicit any Swett & Crawford
accounts for a 12-month period.

However, the company will not
turn away such business if it is
brought to it. "If agents or risk
managers come to us and ask us to
service their business, we will do
so," Mr. Oddy says.

The MacLean in the new firm's
name establishes a historical link to
Alexander MaclLean, a deceased
principal in one of Sedgwick's
predecessor companies.

Mr. MaclLean founded a British
brokerage business in 1830 that was
acquired by the partnership of
Bland & Welch, which merged
with E.W. Payne & Co. in 1974. The
Bland Payne Group joined with
Sedgwick Forbes in 1979 to form

what is now Sedgwick Group
PLC.



How innovative is your
reinsurance”?’
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North American Re has been a professional
reinsurer since the turn of the century.

And yet some of the newest, most innovative
reinsurance programs being designed today are
originating with us.

So if your reinsurance program hasn't been
reviewed to keep up with your changing risk

environment, call us.

We're the company that's carving out whole
new areas of reinsurance you should know about.

NOXTH AMEECAN

In these uncertain times, §

it doesn't pay to be uncertain about your reinsurer.

NORTH AMERICAN REINSURANCE CORPORATION 100 EAST 46TH STREET NEW YORK, NEW YORK 10017 TELEPHONE 212-907-8000
ATLANTA, BOSTON, CHICAGO, DALLAS, DENVER: HOUSTON, KANSAS CITY, LOS ANGELES, NEW YORK, PHILADELPHIA, SAN FRANCISCO, SEATTLE
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A little unnecessary passing

AS QNR.gelves nto g seecial worldof wholgsale
writing managers, a nagging question always arises: Do
these companies earn their keep?

Generally, based on our findings on this marketplace
as reported this week, we answer a qualified yes.

The wholesale broker that can help the smaller local
agent place a tough risk for a valued client certainly
earns its keep-in the eyes of the local agent and the
policyholder. The managing general agent or under-
writing manager that underwrites risks, processes
claims and places reinsurance for the insurance com-
pany more efficiently than the insurer can is reducing
the underwriting expense factor and leaving more
money to pay claims and provide service.

But, there is some validity to criticism of this mar-
ketplace as a sometimes superfluous link in the daisy
chain of companies through which premiums flow.

There are business relationships between retail and
wholesale brokers that have outlived their usefulness.
Unless the retail broker lacks a surplus lines license-
and few do in the states where they conduct most of
their business-or doesn't know the marketplace-and
most say they do-the retail broker doesn't need and
shouldn't use the the wholesale broker. The retail bro-
ker with the in-house facilities can go directly to the
insurance company or the MGA or underwriting man-
ager that has authority to issue the insurance policy.

Yet, some business relationships survive these new
realities because of tradition and personal relationships
between the retail and wholesale broker. They've done
business together for years, go to football games to-

letters

gether in the fall and baseball in the summer. For the
few percentage points of commission income involved,
one could say this isn't worth criticizing.

We are surprised, however, that the management of
the large public brokers hasn't called a halt to doling
out business to unaffiliated wholesalers when they can
do the same job for the client themselves. Can it be
soley a reluctance to break with tradition or could it be
that the top retail brokers' management doubts the
strength of their own contacts with the marketplace?

It is worth noting, however, that competition is tak-
ing its toll on the wholesale broker. More and more are
finding they need the competitive edge of under-
writing authority to hold premium volume. Just look at
the chart of the 10 leading underwriting managers and
brokers-seven of the 10 conduct more than half of
their business as managing general agents or under-
writing managers. Only three do more than half their
business as brokers.

We predict there will be a day when our Top 10 chart
will not include a single company that is predomin-
antly a wholesale broker. As more and more retail bro-
kers consolidate and develop expertise in the market-
place, there will be fewer retail brokers needing the
services of a wholesale broker. To the extent that re-
duces the commission charge to the insurance buyer-
or if need be provides more dollars to pay losses or
improve service-we say that's a good development.

Only those wholesale brokers/managing general
agents/underwriting managers who are earning their

keep will survive in this industry that is being forced to
become more efficient.

Having some doubts on the source of information

To the editor: We take exception to
your article, "Mercer leads benefit bro-
kers: Study," outlining broker activity
(IN, July 25). We do not question the accu-

racy of the reporting; we are suspect of
this source of information.

The use of 5500A forms from the De-
partment of Labor for data accumulation
and analysis is a poor technique for many
reasons, including (but not limited to):

* Inaccurate filing of the plan infor-
mation.

« Omission of fees paid to consultants
not reported as commission.

- Consolidation of life, health and dis-
ability policies as one contract.

* Incomplete statistical base. .
and on.

.and on

According to "Source Book of Health
Insurance Data 1982-1983," by the Health
Insurance Assn. of America, total health

premiums for 1981 (life insurance ex-

cluded) of all private insuring organiza-
tions were $84.9 billion. Your analysis
cites $7.5 billion as the basis of determin-
ing market penetration by major bro-
kerage operations. This is less than 10% of
the placement of premium, and we sug-
gest that this is too small a sample on
which to base any conclusion.
Kenneth F. Clarke
Vp, Manager-Employee Benefits

Rollins Burdick Hunter of Illinois Inc.

Chicago

+« Judy Diamond, publisher of the "Group
Insurance Standard Directory"” compiled
by ERISA Benefit Funds Inc., responds:
"Although it may be Mr. Clarke's opin-
ion that the form 5500A is not an accu,ate
source of data, it is the only source of data
available on group insurance plans.
Furthermore, we made it clear, and
Business Insurance made it clear, that our

analysis was based on data from approzi-
mately 30,000 contracts, and thus repre-
sented only this universe. Since only those
companies with more than 100 plan par-
ticipants are required to report, our uni-
verse could include only those plans. All
conclusions and comparisons are based
solely on this universe; we do not profess
the data to Tepresent group insurance for
the entire United States.

Finally, in response to Mr. Clarke's sec-
ond point, employers are required to re-
port fees paid to consultants. There are
separate Zines for fees and commissions."

Business Insurance welcomes letters from
its readers. Please keep your comments as
brief as possible. We reserve the right to
edit letters for clarity or space. Send your
comments to Letters to the Editor, Busi-

ness Insu,-ance, 740 N, Rush St., Chicago,
1. 60611.
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WERE STARTING
- TOPLAY
SO

And it's a strong hand we're holding. Five of the
nation’s strongest, most experienced surplus lines
insurance wholesalers have now been integrated
into a single powerful team to solve virtually all of
your surplus lines insurance needs—from coast
to coast. We call it The Network. And as strong and
experienced as we are today, you'll find that it's just
the beginning of what, we believe, soon will be
the most significant integrated network of excess
and surplus lines insurance offices in the United
States.
So call on us today for professional and
effective solutions to all of your surplus lines
needs...and watch us tomorrow as The Network
grows into an important new force in the insur-
ance industry. .
For a brochure describing our growing
group of Network companies, write National
Insurance Wholesalers, 400 N. Robert St., Suite

802, St. Paul, MN 55101.
NIw RiIEelN ol

National Insurance Wholesalers VouEmatenalinkElONUnUSUANC OVEIATes:




\YINSURANC.XCHANGE

Offerin the world
a better way to roker in America

Our underwriters. The risk takers. They stand at the very
core of the Exchange. Each shown here represents an active
underwriting syndicate on the Exchange-syndicates owned by
some of the leading carriers in the United States and overseas.
Convened to underwrite and bind on the trading floor of the

Exchange. our syndicates draw on the experience of these and
our 99 other underwriters.

Collectively, our syndicates are the Exchange market. A
market of more than thirty-five financially sound underwriting
entities all in the same place at the same time. A market of
international scope where brokers gain all the advantages-
ease, speed and efficiency of placement-to be found in
such a centralized operation. A market of continual growth
and vitality.

If you're a broker who has not yet joined the Exchange, our
broker members can serve as your immediate access to our
trading floor. At your request, a list of their names will be
sent to you.
The New York Insurance Exchange. It's face-to-face brokering
in an arena of capital, capacity and convenience. Is there really
any better way to do business?

NYINSURANC-XCHANGE

New York Insurance Exchange, Inc.

Communications Department
59 John Street

New York, New York 10038

Please send me the facts. | am interested in:

_-Alist of your broker members who can serve as my access to the
tradmg floor.

___An application kit to become a broker member.
An application kit to become a syndicate member.
-Written information about the Exchange.

Name-

Title-
Company’
Street Adrire<q-

City/State/7.ip-

Country' BT
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Surplus premiums plunge for second year

Surplus lines regulation, competition from licensed insurers
and more rate cutting took a big bite out of surplus lines in-
surers' business in 1982.

The bite was indeed large: more than $81.2 million in pre-
miums, or 3.6% of the 1981 premium surplus lines volume.
And more than half of the decline, $48.3 million, was lost in
New York, a state with one of the toughest surplus lines laws.

Surplus lines insurers wrote just $2.148 billion in premiums
in 1982, according to figures obtained from state insurance
departments.

It's the second year in a row that surplus lines insurers saw
their premiums dwindle, although in 1981 it was by much less.
In 1981, surplus lines insurers' premium volume fell only 0.2%

-$3.8 million nationwide-to $2.229 billion, despite a $70 mil-
lion premium loss in New York.

Throughout the late 1970s until 1981, surplus lines insurers
had enjoyed growth as they picked up risks that the admitted
insurance market had abandoned. According to Business In-
surance's survey of state insurance departments, surplus lines
premium volume peaked in 1980 at $2.233 billion.

The third annual Business Insurance survey of the 50 state
insurance departments confirms what every broker, manag-
ing general agent and underwriting manager says: Admitted
insurers are taking business away from surplus lines insurers.

Admitted insurers have state regulation on their side. State
insurance laws prohibit placing insurance with a surplus lines

insurer when an admitted insurer will write the policy.

"The pressure is to place business in the admitted market-
it's just less of a hassle," sums up Irvin Saltzman, president of
Delaware Valley Underwriting Agency Inc. in Hatboro, Pa., a
wholesaler that generated $48.2 million in premium in 1982.
Other wholesalers agree.

The effect of the strict enforcement of these laws is most
graphic in New York, where Regulation 41 requires surplus
lines brokers to document rejections from five independent
admitted insurers before placing the risk with a surplus in-
surer. Brokers also must maintain these rejection records for
five years.

Continued on next page

Surplus lines premiums and taxes by state

Surplus lines premiums

State

Alabama
Alaska
Arizona
Arkansas

California

Colorado
Connecticut
Delaware

Dist. of Columbia
Florida

Georgia
Hawaii
Idaho
Hlinois

Indiana

lowa
Kansas

Kentucky
Louisiana

Maine

Maryland
Massachusetts
Michigan
Minnesota

Mississippi

Missouri
Montana
Nebraska

Nevada

New Hampshire

New Jersey

New Mexico
New York
North Carolina

North Dakota

Ohio
Oklahoma
Oregon

Pennsylvania
Rhode Island

South Carolina
South Dakota
Tennessee
Texas

Utah

Verrnont
Virginia
Washington
West Virginia
Wisconsin

Wyoming

Totals/Averages

1 Includes ocean marine.
6 2% Jan. 1 thru July 1; 4% after July 1.
10 2% on liability; 2.5 % on fire.

1982

$27,206,350
52,449,0351
14,343,860
11,912,424
244,625,960

26,735,321
30,000,0003
6,607,965
15,725,138
140,944,5864

54,663,787
13,415,809

5,665,455
87,220,266
32,221,670

14,218,926
14,943,4003

18,036,098

243,969,396
3,988,3084

29,990,242
55,285,520
83,192,333
18,014,9004
15,441,3504

35,716,662
2,250,788
8,187,790
7,048,628
7,873,475

91,447,438

6,140,049
100,000,0003
26,097,0003
2,472,4233

12,556,799
46,694,937
25,571,747
97,500,000

5,607,233

15,616,486
2,322,293
23,337,0004
265,614,819
6,881,733

3,212,104
14,561,420
49,210,688
6,506,044
20,439,598
4,433,757

2,148,119,010

1981

$33,452,210
55,820,947
18,582,578
11,425,260
271,711,750

28,628,728
39,473,706
4,415,206
14,110,000
136,283,7393

51,842,904
13,738,465
6,970,627
115,491,400
40,027,782

13,096,184

25,005,630

17,409,746
218,265,031
4,166,331

29,068,735
51,102,500
73,941,912
16,858,4514
8,497,3254

39,542,765
2,479,518
9,883,726
5,000,0003
6,034,452

98,200,880
5,870,173
148,320,000
23,724,907
2.354,689

15,552,166
32,589,666
31,250,457
91,000,000
20,144,967

14,362,190
2,282,274
28,791,4034
231,078,109
5,951,882

3,496,061
20,388,532
55,860,368

8,607,693
22,253,229

4,858,133

2,229,274,083

20.75 for ocean marine; 0.5% filing fee.

114% on liability; 1% on fire.

7 3% on fire; 2% all other.

Surplus lines taxes

82-81 82-80 o6
1980 % change % change 1982 1981 1980 Tax rate
$28,191,149 -18.7% -3.5% $1,088,254 $1,338,088 $1,127,645 4.00
52,509,386 -6.1 -0.2 1,192,8622 1,336,345 1,330,871 3.00
21,144,310 -22.9 -32.2 430,316 557,477 634,329 3.00
14,077,259 4.3 -15.4 476,497 457,014 563,090 4.00
268,788,778 -10.0 -9.0 7,338,779 8,151,353 8,063,663 3.00
27,964,378 -6.7 -4.4 534,670 572,576 559,286 2.00
26,918,377 -24.1 -11.5 1,200,0003 1,678,948 1,076,735 4.00
2,946,669 49.7 24.3 132,159 88,304 58,933 2.00
12,831,000 11.5 22.6 314,503 282,201 256,636 2.00
117,455,882 3.5 20.0 3,399,6044 3,506,2963 2,945,387 3.00
42,703,581 5.4 28.1 2,186,551 2,073,716 1,708,143 4.00
12,366,434 -2.4 8.5 627,859 642,960 578,749 4.68
7,680,596 -18.8 -26.3 169,945 209,121 230,418 3.00
114,164,600 -24.5 -23.7 2,616,608 3,464,742 3,424,938 3.00
37,171,026 -19.6 -13.4 805,542 1,000,695 929,276 2.50
13,274,902 8.6 7.2 265,925 261,924 265,498 2.00
22,903,352 -40.3 -34.8 448,3024 474,689 437,060 2.006
16,057,008 3.6 12.3 541,083 522,292 481,710 3.00
200,898,991 11.8 21.5 6,098,585 5,480,425 5,054,683 2.50
5.131,033 -4.3 -22.3 119,677 124,990 153,931 3.00
29,804,575 3.2 0.7 464,105 858,109 886,202 3.00
48,497,900 8.2 14.0 2,211,411 2,044,101 1,939,919 4.00
91,071,780 12.6 -8.7 1,861,346 1,647,933 1,954,038 2.007
22,017,5924 6.9 -18.2 540,447 505,754 660,528 3.00
14,801,3004 81.8 4.4 617,654 339,893 592,052 4.00
39,496,230 -9.7 -9.6 1,783,935 1,977,138 1,974,417 5.00
2,405,926 -9.3 -6.5 64,366 74,104 73,538 5.008
10,968,018 -17.2 -25.4 182,432 212,621 229,104 2.759
7,718,809 41.0 -8.6 135,224 100,0003 143,494 2.006
7,760,048 30.5 1.5 161,509 119,693 155,181 2.00
100,450,400 -6.9 -9.0 2,743,423 2,946,029 3,013,512 3.00
5,440,619 4.6 12.9 149,741 146,754 137,918 2.50
218,656,407 -32.6 -54.3 2,000,000 5,339,520 7,870,129 3.60
22,112,060 10.0 18.1 1,304,8503 1,186,248 1,107,186 5.00
3,143,246 5.0 -21.4 61,8113 59,327 78,603 2.50
13,618,471 -19.3 -7.8 627,841 777,790 680,927 5.00
25,947,896 43.3 80.0 2,801,669 1,955,380 1,656,873 6.00
34,303,215 -18.2 -25.5 575,364 703,135 771,882 2.2510
100,000,000 7.2 -2.5 2,900,000 2,700,000 2,950,000 3.00
10,020,300 -72.2 -44.1 168,217 604,349 300,609 3.00
13,718,224 8.8 13.9 624,659 574,488 548,729 4.00
2,684,182 1.8 -13.5 93,600 92,574 110,671 4.0011
27,000,0004 -19.0 -13.6 507,5454 575,8284 600,0004 2.0012
208,731,810 15.0 27.3 10,226,171 8,901,659 8,036,221 3.85
6,840,261 15.7 0.7 206,452 178,556 205,208 3.00
3,677,541 -8.2 -12.7 96,363 104,881 110,326 3.00
17,854,198 -28.6 -18.5 400,455 560,617 491,038 2.75
59,337,444 -12.0 -17.1 1,056,845 1,114,118 1,195,364 2.00
7,660,894 -24.5 -15.1 344,559 155,417 133,801 6.00
28,168,100 -8.2 -27.5 597,73213 667,597 845,043 3.00
3,988,333 -8.8 11.2 137,126 145,744 121,288 3.00
2,233,074,490 -3.6 -3.8 65,634,573 69,493,513 69,354,782 3.30

3 State Insurance Department estimate/preliminary figure.

130.5% for ocean marine.

4 Blestimate.

8 2.75% premium tax; 1.5% firemen's pension tax; 0.75% fire marshal tax.

12 2% on liability; 2.5% on fire.

—p =

5 3% for out-of-state companies.
9 2% on liability tax; 0.75% fire marshal tax.

Chart: Bl survey of insurance departments.
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Premiums decline

Continued from previous page

In 1981, the first full year Regu-
lation 41 was in effect, surplus lines
premium volume in New York fell
$70.3 million, or 32%, to $148.3 mil-

lion.
More than half that volume de-
cline, $46.9 million, was picked up

by insurers specially licensed to op-
erate in the so-called New York

Free Trade Zone. Free Trade Zone
insurers are free from rate and
form regulation to write certain

risks, but compete on equal footing
with admitted insurers.

Overall, Free Trade Zone insur-
ers wrote $82.8 million in premium
in 1982, up 76% from 1981.

In 1982, according to a Business
Insurance estimate based on inter-
views with brokers. surplus lines
premium volume in New York fell
another 32%. (The New York In-
surance Department has yet to tally
the figures for 1982.)

Insuranze buyers generally pre-
fer insuring with admitted insurers
because these insurers' policy com-
mitments are protected by state
guaranty funds. If an admitted in-
surer goes. broke and can't pay its
ciaims, the gLaranty fund, sup-
ported by other admitted insurers,
-Will.

There is no such protection be-
hind a pclicy .ssued by a surplus
1.nes insurer, which by definition is
rot licensed in the state where it is
writing insurance.

Admitted insurers, hungry for
Fremiums, are writing all sorts of
risks they formerly didn't want.
Whether it's product liability, ex-
cess property,casualty, directors
and officers liability or professional
1.ability insurance, the admitted
market wants to write the business.

AnNnd the business left in the sur-
Elus lines market is written much
more cheaply than it once was, Mr.
Saltzman comments. "Our volume
is not indicative of what we are

doing. (It) represents twice the
amount of business we were nan-
dling two years ago."

His statement applies to many
other wholesalers as well.

In all, surplus lines premium vol-
ume declined in 27 states and rose
in 23.

The drop was 10% or less in 11
states, between 10% and 21% in
eight states, between 20% and 30%
in five states and more than 3[% in
three states-New York, Rhode Is-
land and Kansas.

Rhode Island reported the largest
percentage drop in premium vol-
ume: off 72.2%, or $14.5 million to
$5.6 million, based on affidavits
filed with the state Tax Division
for the fiscal year ending June 30.

An offic_al in the state Insurance
Department said, "We have no idea
what happened,”" and indicated
there might be a review of records
to be sure all premium taxes were
recorded in the proper accounts.

In Kansas, where premiums fell

40.35, or $10 milton to $14.9 mil-
lion, Deputy Cornmissioner Ron
'lodd said one factor contributing
=o the decrease is the willingness of
:he admitted market to write prod-
uct 1.ability insurance that had pre-
viously been left to surplus lines in-

In the 23 states where surplus
.ines volume increased, the in-
crease was 10% or less in 15 states,
oetween 10% and 20% in three
:zates :nd more than 30% in five
zates.

In Mississippi, where surplus
Lines premiums increased 81.8%
over the 1981 volume, 1982 premi-
cms were up only 4.4% compared
with 1980,

The big drop in 1981, from $14.8
million to $8.5 million, was due to
the slack econcmy, said Nancy
Cross, secretary O the deputy co-
missioner.

One risk contributing to the in-
creased surplus lines premium vol-
ume in 1982, Ms. Cross noted, was

the Grand Gulf Nuclear Station,
owned by Middle South Energy
Inc., which is insured in the surplus
lines market. Construction on one
of the twin plants began in 1974
and should be completed next year,
while the other is only 30% com-
pleted.

In Delaware, where surplus lines
premiums increased 49.7%, to $6.6
million from $4.4 million, Insur-
ance Commissioner David Elliott
said several new companies have
started underwriting.

In Oklahoma, where premiums
increased 43.3% in 1982 to $46.7
million, Deputy Commissioner J.
Angela Ables said the insurance

business is up in general in both the
admitted and non-admitted mar-

kets.

In Nevada, where surplus lines
premiums increased 41%, Surplus
Lines Examiner Alice Graham said

half of the $2 million increase to $7
million was attributed to volume

not reported in 1979 and 1980. .
Some states

tighten rules

Some states are tightening regu-
lation of the surplus lines market a
notch or two, but no major legisla-
tion is coming down.

"There hasn't been any really
dramatic regulation or legislation
affecting the surplus lines indus-
try," says Richard M. Bouhan, gov-

ernment relations director of the
National Assn. of Professional Sur-
plus Lines Offices Ltd., a trade as-
sociation of surplus lines insurers
and marketers.

"It's been somewhat of a quiet
year."

Still, in late 1982 the National
Assn. of Insurance Commissioners
approved a Model Surplus Lines
Insurance Act recommended to the
50 states. So far, Alaska is the only
state to introduce the bill for pas-
sage, Mr. Bouhan said.

However, Virginia is attempting
to more stringently enforce the
good faith, diligent search require-
ment for brokers in the surplus
lines market.

Deputy Insurance Commissioner
Peter Synnott said that brokers are
required by state law to get three
rejections from the admitted mar-
ket before going to the non-admit-
ted market, but that rule has been
abused.

The thrust of the regulation is to
"flesh out" what brokers can and
cannot do, Mr. Synnott says, and it
clarifies what the department has
already been doing for several
years. A hearing on the proposed
changes is set for Sept. 29.

Pennsylvania also wants greater
scrutiny of the affidavits that bro-
kers must file with the state Insur-
ance Department and is working
with the state surplus lines associa-
tions to achieve this.

A spokesman for a surplus lines
insurer said that the greater en-
forcement may cause a decrease in
the number of retail brokers going
to the non-admitted market in
Pennsylvania.

But it could also have a positive
effect on the surplus lines market,
he says. Some retail brokers with
surplus lines licenses may decide
instead to use surplus line brokers
that are more familiar with filing
the affidavits.

Some states-including New
York, Georgia, New Mexico and
Maine-are now asking for statisti-
cal information from surplus line
insurers and brokers to make sure
all premium taxes are being col-
lected, Mr. Bouhan says.

North Dakota, Louisiana, Mis-
souri, lllinois, Oklahoma and
Alaska also have introduced or
passed legislation raising capital
and surplus or trust fund require-
ments for surplus lines insurers. .



Naturally,
we're proud.

Earning your first "letter" signifies an
achievement about which one can be
indeed proud. Especially when it
stands for the high standards of finan-
cial performance symbolized by an
"A" rating from A.M. Best Company.
Evanston Insurance Company is
proud of its recently earned Best's
"A:XII", particularly in today's
insurance climate. Now more than
ever before, the financial stability and
sound business practices of the insur-

ers you choose to do business with are
a most crucial consideration.

In this era of"cash flow" under-
writing and pinched investment
profits, an insurer's financial
resources, reinsurance capacity and
underwriting experience can mean

11" 1+

not only profit or loss-but survival Insurance Company of Evanston and
itself-in today's business climate. Evanston Reinsurance Company.
Benefiting from the outstanding These subsidiaries also carry the par-
underwriting and management ent company's rating.
resources of Shand, Morahan & We invite you to learn about the
Company, one of the nation's foremost latest of these coverages, as well as
underwriting managers, EIC has EIC's sound business philosophy and
grown to become a major source for high standards of service and cooper-
professional liability and other spe- ation, by contacting

cialty insurance lines for producers Shand, Morahan Evanston

4 Insurance
 EvanstorL60201

121866-280

Eusive

insurance and reinsurance capacities manager.
and underwriting and claims track

record. And you have enthusiastically
welcomed and sold the many exciting

products we continue to bring to the

insurance marketplace through EIC

and its wholly-owned subsidiaries:
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Top 10 underwriting managers, wholesalers

Sayre & Toso Inc.

Sayre & Toso Inc.

2600 Wilshire Blvd., Los Angeles,
Calif. 90057; 213-381-6811

1982 1981
Premium volume. $245.357.000 $280,421,CO0
Gross rev. $36,592,000 $41,296,000
Employees. 670 603

Commercial lines. 100% 100%

Sayre & Toso Inc.'s performance
in 1982 offers a clear picture of the
effect of current surplus market
conditions on the industry.

The Los-Angeles-based company
that topped Business Insurance's
list of brokers, managing general
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agents and underwriting managers
in 1982 has since lost 13% in pre-
mium volume and 11% in gross rev-
enues, yet still is the leading MGA
in the marketplace.

Premium volume of Mission In-
surance Group Inc.'s agency divi-
sion, led by Sayre & Toso, dropped
to $245.4 million from $280 million
in 1981. Last year's figure falls even
below 1980's $251.4 million.

AnNnd gross revenues for the
agency division dropped to $36.6
million in 1982 from $41.3 million
in 1981.

Sayre & Toso produces about 80%
of the business generated by Mis-
sion's agency division, or approxi-
mately $196.3 million. About 12% of
the volume, or $29.4 million, comes
from George S. Kausler Ltd., and
about 8%, an estimated $19.6 mil-

1 6/13/6

NSURANCE

lion, is contributed by a third Mis-
sion MGA, SFO Inc. Operations at
the division's Carillon Managers
International have been temporar-
ily suspended.

Sayre & Toso last year achieved
a balance between property and
casualty business, and Geoffrey A.
Nicholls, senior vp-external opera-
tions, predicts the ratio "will stay
the way it is for :he foreseeable fu-

ture until there is a change in the
market.”

He attributes Sayre & Toso's
premium drop to competition, eas-
ing of rates and the company's new
attitude toward risk assumption.

"Last year, we embarked on the
first stages of re-underwriting pro-
grams, where we would strive to
improve terms and conditions from
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1 rice, service, reputation, security
and quality are all primary consider-
ations. However, today's fiercely com-
petitive business climate has forced
producers to demand more meaningful
and measurable results from their spe-
cial risk broker-and rightfully so.
That's why wisdom rests in selecting a
firm that consistently gives you your
money's worth-AVRECO to be exact!

As one of America's largest and most
successful special risk marketing firms,
we have enjoyed long and rewarding

AVRECO

relationships with our agents and
brokers. We excel in providing pro-
fessional producers with the finest
service and facilities for their business.
We also offer innovative programs with
the underwriting talent and creativity
necessary to solve the most difficult
and complex coverage problems.

And, AVRECO comes highly recom-
mended. We place coverage for more
than 100 of "Fortune's 500" companies
-some of the largest industrial
operations in the country.

Why settle for less when AVRECO
can give you more? Call us today.

an underwriting point of view." he
says. "And we've done that, by and
large but, of course, it's meant that
we've lost busi-

“"He expects

premium vol- 4 o/5 121.:mill
ume to continue lags, *©*==

overall" in 1983, u

largely because II I l 1
the market n

caused the corn- Mr. Nicholls

pany to become
increasingly selective in its accep-
tance of risks.

Its selective underwriting cri-
teria has forced it to direct more of

its energy into brokerage opera-

tions.
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AVRECO, Inc.

PROFESSIONALS IN SPECIAL RISK MARKETING

200 West Monroe Street « Chicago, 111. 60606
1-312/663-1500 - Telex 02-53553 - Cable CAMGEN

Mr. Nicholls explains that Sayre
& Toso frequently looks to broker a
risk that its own underwriting cri-
teria prohibit it from accepting.

Broker functions produced
about $6.5 million for Sayre & Toso
last year, and Mr. Nicholls expects
that figure to grow this year.

The unaffiliated companies with
which Sayre & Toso placed the

most business as a broker were As-
sociated International Insurance
Co. in Los Angeles; Shand, Mora-
han & Co. Inc. in Evanston, Ill.; and
Interstate National Corp. in Chi-
cago.

Sayre & Toso specializes in ar-
ranging large commercial umbrella
and excess liability coverage and
also underwrites excess workers
compensation and some product li-
ability and builders risks. Excess
insurance above self-funded reten-
tions is assuming a more prominent
role in the company's business.

Sayre & Toso offers an in-house
binding capacity of $20 million on
casualty risks, and about $13 mil-
lion on property risks.

In its property department, the
MGA will consider underwriting
risks of all types. "We're willing to
look at any commercial property
where we can get our rates and
conditions," says Mr. Nicholls.

Indeed, Sayre & Toso under-
writes a diversity of commercial
risks-property and casualty.

Sayre & Toso last year arranged
excess liability coverages for the
1982 World's Fair in Knoxville,
Tenn., and umbrella and property
coverages on the Seattle Space
Needle.

All-risk coverage for the Los An-
geles County Museum of Art's fine
arts collection was arranged by
Sayre & Toso last year, as was all-
risk property insurance for the his-
torie Governor's Mansion in Dover,
Mass.

The MGA had to work hard last
year to generate new business, Mr.
Nicholls says, and even harder to
retain some of its old business.
"Everything is being shopped very
aggressively," he notes.

Although he can't estimate how
much, he says new business "was
quite a substantial portion of our
volume in 1982."

The company relies on strong
marketing practices to guarantee a
constant flow of business. "We ex-
pect of our branches that they will
conduct a lot of marketing activity
all of the time. Some of them have
people who do nothing but market-
ing, but even in those branches, the
underwriters also market,” Mr. Ni-
cholls says.

"There is a great deal of market-
ing emphasis at Sayre & Toso-
there always has been," he notes.

The monthly sales reports he re-
ceives from the various branch of-

fices itemize the calls a salesman
has made and even report what
was discussed.

Probably the company's least
successful marketing strategy has
been its attendance at industry
conventions and trade shows, Mr.
Nicholls says. Sayre & Toso is plae-
ing less emphasis on hitting the
show-booth circuit and more on in-
dividual producer calls.

"Some of the local conventions
are not proving to produce the way
that they used to,"” Mr. Nicholls re-
ports. "The agents and producers
are busy, they're anxious about
their business and they want to see
people in their offices who will be
effective in one-on-one relation-
ships and calls.

"We will continue to attend the
conventions and agents' meetings
and so on because we want to be
seen there. But in terms of sheer ef-
fectiveness, | think the one-on-one
producer call is a much more effec-
tive way of doing business in the

Continued on page 16



Everyone claims

they have .
the key
to your

problems.

Ours comes with teeth.
It’s no mystery why more and more brokers are glvmg us the nod when they're
faced with a hard-to-place risk.

We have more to give in return.

For instance, we use top-rated (and only top-rated) markets. We also have the
capacity to deliver virtually any limits you need. We're first and foremost—as in 47 hours
or less—with the most competitive quotes. We pay some of the industry’s highest com-
missions. We’ll handle the risks other brokers won’t even touch. And we’ll handle the
risks other brokers don’t even know exist.

We, in a word, deliver. We have the experience and responsiveness to produce
amazing results, not amazing excuses.

So if you're tired of brokers who come up with a blank when you have to come up
with the coverage, call on The Power Brokers to handle the risk. The chances are good
we’ll come back with the key to your problems.

Because after all, we know how to cut it.

A0 BGURBEUS

3325 Wilshire Boulevard 100 South Wacker Drive 3412 One Union Square 127 John Street

Los Angeles, California 90010 Suite 1110 Seattle, Washington 98101 17th Floor

Telephone: (213) 386-1200 Chicago, Illinois 60606 Telephone: (206) 624-9880 New York, New York 10038
Outside Calif.: 800-421-9544  Telephone: (312) 332-1313 Telex: 32-1138 GLOBL INS SEA  Telephone: (212) 509-6700

Telex: 67-3521 GSIS LSA Telex: Via RCA 210-108 GSIS SUR

The Power Brokers is a trademark and service mark of Hallways Advertising, Inc. Copyright © Hallways Advertising, Inc., 1983. All rights reserved.
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Continued from page 14
current market," he says.

The major national alphabet pro-
ducers provide Sayre & Toso with
about 40% of its business, Mr. Ni-
cholls estimates. But the bulk of the
company's business is provided by
medium-sized agents and brokers
nationwide. Sayre & Toso uses no
volume or loss ratio requirements
of its suppliers and will consider
accepting a risk from a source of
any size, Mr. Nicholls explains.

The company holds the under-
writing pen for the Mission group's
three insurance subsidiaries-Mis-
sion National Insurance Co., Hol-
land-America Insurance Co. and
Mission Insurance Co.-and for one
unaffiliated insurer, General Insur-
ance Co. of Trieste & Venice, ltaly
(U.S. branch).

More than 90% of the MGA's
business is placed with Mission's
own insurers. About 2.5%, a pro-
jected $6 million for 1983, is fronted
through General's New York of-

fice, and the remainder is brokered
through unaffiliated insurers.

Sayre & Toso no longer issues di-
rect policies through New Zealand
Insurance Co. Ltd. because of the
insurer's decision earlier this year
to concentrate its efforts in this
country on reinsurance. New Zea-
land, however, continues to func-
tion as a reinsurer for Mission.

Sayre & Toso uses more than 200
reinsurers throughout the world,
but Mr. Nicholls does not reveal
their identities. The company re-
quires about $30 million in capital
and surplus of the reinsurers that
assume layers of its risks.

Sayre & Toso is answering a
tough market with some new prod-
ucts it hopes will improve its busi-
ness volume.

It now offers organizers of ath-
letic competitions four types of
sporting events coverage, all writ-
ten by Mission insurers.

One policy would cover the
amount of a cash prize in a compe-

tition. For example, a fishing con-
test might offer a $5,000 prize to the
entrant who could catch a tagged
fish set free in a large lake. The
chances of that fish being hooked
are slim, the organizer insures
against it, and one of Sayre &
Toso's issuing companies supplies
the prize if the fish is caught.

The coverage is tailored to the
specific needs of the event, Mr. Ni-
cholls says. "The computations are
endless."” The policy could protect
organizers of bowling and basket-
ball tournaments or golf tourna-
ments with hole-in-one prizes.

A second program would com-
pensate the policyholder if it were
forced to cancel an event because
of rain.

The other two programs protect
the organizer if a scheduled celeb-
rity does not show up, or if the
event must be canceled for other
reasons.

Another product now available
through Sayre & Toso is a package

in Workers'Comp,
the difference isservice

The source is EBI.

EBI specializes in workers' comp. Nothing else.
We use our expertise to help growth oriented
producers put new comp business on their
books. And to service that business very well.
The EBI product features competitive
pricing plans. Plus sophisticated loss control and
loss analysis techniques, and responsive
claims management. With services like rapid
turnaround on quotes and on-line policy issuance,
designed to give our producers the competitive
edge in both new workers' compensation

business and renewals.

And, EBI brings you the greater resources
of the Orion Group companies' insurance
specialties, all working to make a difference in

your business.

Specialists in Workers' Compensation

EBI COMPANIES

ORIQIN

Farmington, CT 06032

program designed for supermar-
kets, grocery warehouses, shopping
centers and restaurants, previously
written by Mission's SFO agency.

This shift in operations "will
market the SFO product much
more effectively,” Mr. Nicholls
predicts.

"SFO was very aggressive in
marketing, but they just couldn't
cover the whole country the way
Sayre & Toso can with its 26 of-
fices."

Writing coverage for plants that
convert refuse into energy is a ven-
ture that Sayre & Toso is interested
in, although it did not win any of
those risks it quoted last year It's a
complicated coverage to under-
write, Mr. Nicholls says, adding
that the plants must meet high
standards before Sayre & Toso will
accept the risk.

The MGA is working on a joint
venture with Travel Air Insurance

Co. (Kansas) to develop a program
to cover aircraft of Beech Aircraft

o~Ess.o.

Corp. against liability and property
dannage.

Sayre & Toso pulled away from
writing satellite risks last year. "It
requires a great deal of capacity,
and while we have enormous ca-
pacity for standard lines, on that
kind of business you've got to go
into the facultative market to a
great degree, and a lot of it's al-
ready committed when you get into
it," he explains.

"The state of the market has
made us, particularly on the casu-
alty side, look at some more sophis-
ticated kinds of business," he says.
"But we're being extremely careful
and professional about that. We're
only working with certain pro-

ducers who have expertise in these
certain classes.”

Mr. Nicholls would not reveal
what lines of business Sayre & Toso
is studying, nor the producers that
have brought the business to the
company's attention.

"Sayre & Toso is prepared to con-
sider unusual risks, as it always has
been," he maintains, "but with full
information and a proper track rec-
ord of the producer's expertise.

"A producer with a history in a
certain class of specialized business
will come to us and demonstrate his
expertise, and discuss certain risks,
and if we feel that he has knowl-
edge and has a track record and see
that the risk is a reasonable propo-
sition for us, then we'll quote and
may write it," he says.

"We do not want to be in a posi-
tion in the market where we are
limited to the Sayre & Toso/ Mis-
sion underwriting programs. We
want as much as possible, although
| hate the expression, to be a 'one-
stop shop: We'd like to be able to
do something with every piece of
good, reasonable business that
comes through the door," he says.
"But obviously you can't do all that

in-house.”

The losses Sayre & Toso faced in
1982 were not as severe as those ex-

perienced in 1981.

IIn 1981, Mission insurers shared
in such large losses as the Las
Vegas Hilton and MGM Grand
Hotel fires, and the Kansas City
Hyatt Regency Hotel skywalk col-
lapse. "This year (1982) we've been
more fortunate,” Mr. Nicholls says.
"We've had a more normal under-
writing year, and our property re-
sults have improved considerably."

The largest loss Sayre & Toso ex-
perienced last year was on a $20
million umbrella it arranged for
the operator of an oil well that
went out of control. "But the risk,
of course, has been well spread
throughout the (reinsurance) mar-
ket, so nobody's going to be particu-
larly hurt by it," he says.

VWhat does the future hold for
Mission's largest MGA?

Mr. Nicholls does not foresee any
major change in the company's di-
rection or approach toward the
market. "l see us as a very major
factor in the marketplace. | can see
us carrying on into 1984 on the
same basis, continuing to cover the
market in terms of marketing the
way we have."

Sayre & Toso's 16 full-service of-
fices are in Los Angeles, San Fran-
cisco and Orange, Calif.; Dallas;
Houston; Seattle; Portland, Ore.;
Denver; Chicago; New York; New
Orleans; Atlanta; Boston; St. Louis;
Philadelphia; and Minneapolis. Ten
field offices are in Sacramento, San
Jose and Fresno, Calif.; Phoenix,
Ariz; Tampa, Fla.; Tulsa, Okla; De-
troit; Milwaukee; Cleveland; and
Charlotte, N.C.

Principal officers besides Mr. Ni-
cholls include VWestley M.
Heyward, president; Walter A.
Greenup, executive vp; Charles M.
Floyd, senior vp-operations; Rich-
ard S. Chance, vp-property under-
writing; and John Brough, vp-casu-
alty underwriting.

Sayre & Toso is a member of
both NAPSLO and AAMGA.

-By Steve Taravella
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We understand the risks, because we understand the business.

Everything works better when an company to know the insurance
insurance company knows your business. Call our National Accounts office

business. ~ We've taken the time to learn the  at 715/346-6863.
You get expert help with loss food processing business.

your business, give our business a call.

control. Claims are processed more As one of the nation’s largest

efficiently. And, most important, insurers, we can design programs for Sentry, Insurance

- Flvh . : . National Accounts Department
you get imaginative rating techniques  all of your casualty, property, life Sentry World Headquarters
that effectively match your premiums ~ and health insurance needs. W 1800 NoFEth Po\want E?H&

to exposures. If you'd like to see the benefits of Stevens Point,

You'd expect an insurance working with people who understand
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come to them, and they will men- from $210 million in 1981, premi- Shand, a subsidiary of Alexander of 1976 and 1977 when un-

Shand, Morahan
& Co. Inc.

don't mention price. which could Jeopardize its standing Chairman and
The Evanston, Illl, underwriting as the second-largest underwriting Chief Executive
manager raised rates last October manager/managing general agent Officer Joseph J.
through a "corrective action plan,” surveyed by Business Insurance. Prochaska Jr, in
Shand, Morahan & Co. Inc. and it now admits that it's having a Last October, Shand raised rates explaining the '
One American Plaza, Evanston, 111. tough time competing in certain 10% to 30% for most lines including rationale behind
60201; 312-866-2800 lines against other marketers and professional liability coverages for the rate hikes
1o82 1981 insurers (BI, Oct 18, 1982) lawyers, architects and engineers, "We could see
Premium volume $22$(;§‘;‘;§‘;‘;§?;2;%%[C’6‘;°? Shand, Morahan has lost a large Realtors and insurance agents and that there was '
Employees T aas 2°t°%05 amount of business in professional brokers, multiline coverage for fi- Just a continual i

Commercial lines 100% 100% liability lines for lawyers, archi- nancial institutions, and general erosion of the L ='lia

tion service, continuity, expertise ums will probably decline to be- & Alexander Services Inc, is con- derwriters instituted huge rate in-
and claims-handling ability tween $185 and $195 million in stantly evaluating and re-evaluat- creases to make up for prior losses,
But, these days, they usually 1983, company officials predict, ing its books of business, says he adds

"We've taken (the rate hikes) to
the point where we have not been
afraid to lose business if we don't
get our terms," Mr Prochaska says.

"On the associations, especially in
the lawyers' areas, we have lost a
number of our sponsorships "

Some state bar associations that
had previously recommended that
members buy their professional lia-
bility insurance from Shand have

tects and engineers, and it is geared medical malpractice and hospital underwriting Mr. Prochaska withdrawn their sponsorship. In

*Bl estimate

for losing even more in the future medical malpractice The hikes profitability of

Ask officials of Shand, Morahan Although Shand's 1982 premium were an effort to stem under- our books of business," he says.

fact, Shand has lost about one-half

the premium volume it had for-

& Co Inc why brokers should volume grew 48% to $220 million writing losses Shand wanted to avoid a repeat merly generated from association-
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To top off the insurance structure:
“one-call marketing for umbrella liability.

You're carefully designing a complex insurance pro- give you access to competitive quotes for umbrella habit.
gram for your client and it's almost completed. But tty, professional liability, primary and excess casualty
there's one hitch: umbrella liability coverage is needed and property, as well as excess workers' compensation.

and must be in place, before the week is out. One call to We put years of experience to work for you-on the
Montgomery & Collins puts you in touch with the spot-with direct access to more than 40 domestic and
insurance markets of the world. overseas carriers, including the important London mar-

As one of the nation's leading excess M ket. When the risk calls for an excess/
) ontgomer .
and surplus lines brokers, we have the g y surplus lines placement, one call to

expertise-in each ofour local offices-to and Collins, Inc. Montgomery & Collins does it all.

3807 Wilshire Blvd. Los Aniteles. CA 90010 (213) 38+2101 Or contac- our nearest branch office Atlanta, Boston, Buffalo, Charlotte Chicago, Columbus, Dallas, Denver, Detroit,
Hartford, Honolulu, Houstc n, Indianapolis, Kansas Ca-y, Los Angeles, New Or eans, New York City, Philadelphia, Portland, Sacramento, San Francisco, San Jose, Seattle, Tampa

sponsored lawyers professional lia-
bility coverages, Mr Prochaska
says

In addition, the rate hikes trig-
gered the loss of 10 large architects
and engineering professional habil-
ity accounts that produced close to
$3 miillion in premium volume

"It's not that we are withdrawing
from any line of business because
we aren't," adds Mr Prochaska
"All we're doing is putting our
prices up to where we think they
have to be to provide a viable mar-
ket ™

Even with the price Increases,
Shand officials say they are seeing
increased business in some lines in-
cluding financial institutions, med-
ical malpractice, particularly for
hospitals, miscellaneous errors and
omissions and environmental im-
pairment liability coverages

Shand points out that many poli-
cyholders have remained despite
the price increases,

"It is not the situation on many of
the Individual risks where they
have Just left for a lower pnce; Mr
Prochaska says "On some cases,
even if there are lower prices,
they've stayed with us from a con-
tinuity standpoint

“In some cases, (and) some people
in the business would be quite sur-
prised, we have been successful in
selling rate increases by being able
to go out and meet with the buyer,
or in some cases with an insurance
committee of an association, and be
able to explain the statistics to them
ourselves," adds Shand President
E L "Mac” Calhoun

MIn several cases we've been sue-
cessful entertaining very substan-
tial rate increases in that manner "

Shand officials generally say that
the company, as well as the rest of
the industry, must work harder to
keep generating the same amount
of business

"IN our business as with any
other aspect of the insurance bum-
ness today, you've got to work
harder to stay where you are," Mr

Calhoun says "There's no doubt
about it

"We have tried to work harder
also at being a little bit smarter, we
hope, than our competition "

While Shand expects premium
volume to decline considerably in
1983, ItS 1982 results were better
than anticipated, company man-
agement admits

"Overall, we Just outperformed
our expectations a little bit," says
Mr Prochaska

He points to two reasons behind
the increase in premium volume

- The company wrote more
errors and omissions coverage for
insurance agents than it had antici-
pated

= Shand increased its hospital
medical malpractice business,
mostly because of high assessments
levied by the state-chartered Flor-
ida Patients Compensation Fund
(Bl, July 26, 1982)

However, the company's loss
ratio rose with premium volume in
1982, and Shand expects its loss
ratio to rise again in 1983 despite
the rate hikes

Shand's loss ratio should be
lower next year, Mr Prochaska
says, though the company will not
disclose specifics about loss ratios

Continued on page 20
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(Helpful)

InsuranceCorporationof Ireland. Aprominent international

insurance group and the largest all-lines insurer in the
Republic of Ireland.

In the United States, we are a leader in under- Primary commercial property, property and lia-
writing excess and commercial lines for a variety bility (not automobile nor statutory W.C.) pack-
of industries. ages, and even *'unusual" coverages are areas

. . . . . where our experience can help.
We can provide immediate assistance to quali- P P

fied brokers on risks and costs for surplus and
excess lines as well as reinsurance questions.

G) INSURANCE ORpORATON of |RE|ANd

200 South Wacker Drive
(312) 5659-0509

Cabhrash. In Gaelic, it means "helpful" But you
don't have to be Irish. Call us.

Chicago, lllinois 60606
Telex 210184 via RCA

Continued from page 18

Shand is currently underwriting
manager for six insurers, down
from seven last year, and has au-
thority to bind reinsurance for
these companies with 99 reinsurers,
down from 107.

It no longer underwrites-by
mutual agreement-for American
Bankers Insurance Co. of Florida.
American Bankers had under-
written professional liability cover-
ages for title abstractors, lawyers,
accountants and real estate agents.
These risks were transferred to
other companies for which Shand
underwrites, says Shand Vice
Chairman Max W. Beam.

Among Shand's major markets is
Evanston Insurance Group, which
is 52% owned by Shand and re-
ceives about 30% to 35% of its busi-
ness. The group includes Evanston
Insurance Co. and Insurance Co. of
Evanston.

Shand also underwrites for Mu-

tual Fire, Marine & Inland Insur-

The Complete

Underwriters.
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all together WTBEV R R = A
for you." 248* 0. 1/al

Today, more than ever. your specialty cover

requirements demand professional underwriting analysis
at all levels. Isn t it logical-and profitable, too-that you

talk with a -complete underwriter?

When you're building a total program for your client,

CMI is with you every step of the way as your complete

property and casualty intermediary.

CMI combines substantial capacity and a team of
experienced underwriters with the know-how. the

markets and the special approaches you always need in

today's market place.
That s effective. It's different- and so are the solutions

we'll put together for you.

Member
Ashford
Holding
Corporation

.. CAPACITY MANAGERS INTERNATIONAL, INC.

Managing General Agents
Excess and Surplus Lines Brokers
Dealing Exclusively with Agents and Brokers

CA+U

160 Water Street. New York. NY 10038 (212) 344-5300

10 S Riverside Plaza. Chicago IL 60606 (312) 641-3377
485 Route 1 South. Iselin. NJ 08830 (201) 750-0300

ance Co.; Utica Mutual Insurance
Co.; General Accident Insurance
Co. of America; and AGC Insur-
ance of Australia.

INn addition, Shand has limited
underwriting authority for lawyers
professional liability coverages
written by syndicates at Lloyd's of
London.

Shand now deals with fewer
reinsurers, Mr. Beam says, because
of mergers between some foreign
reinsurers and some foreign rein-
surers have decided to drop out of
the U.S. market.

But, Mr. Prochaska says Shand's
reinsurers have been enthusiastic
about the rate hikes.

In-house capacity is $30 million
per risk on all major classes of busi-
ness except medical malpractice,
which has a $20 million limit.
Shand is considering adding capac-
ity for lawyers professional liability
insurance, officials say.

Professional liability coverages
for a wide variety of occupations
make up about 80% of Shand's busi-
ness. The other 20% includes mis-
cellaneous casualty, product liabil-
ity, excess general liability,
umbrella liability and hospital
medical malpractice.

Specifically, architects and engi-
neers and lawyers professional lia-
bility coverage represented a little
more than one-half of the under-
writing manager's business in 1982,
a percentage that will probably be
reduced slightly in 1983.

Shand does business with more
than 2,500 brokers nationwide, but
approximately 75% of its business is
generated from approximately 100
producers.

Among its top 20 sources of busi-
ness are alphabet brokers, retail
brokers that specialize in a narrow
area of insurance and wholesalers.

Shand placed 60% of its business
with admitted insurers last year, up
from 40% in 1981.

"In more of our lines of business,
we have had competitors on an ad-
mitted basis and, as our programs
have matured, we're required to

compete on an admitted basis," said
Mr. Prochaska.

"We're still convinced that on
many lines of business we have to
be able to respond to pricing

quickly, which means the surplus
lines market is the better vehicle.

"But at the same time the com-
pany has to be realistic in today's
market. We don't determine the
market. We are a player in the
market and therefore the market
dictates that some of its more estab-
lished lines of business now are
written on an admitted basis."”

But, he adds, more emphasis will
be again placed on the non-admit-
ted market as new products are de-
veloped and offered. Shand offi-
cials note the company is devel-
oping new product areas, though
they are still months away from
coming onto the market.

Among the coverages that Shand
has pioneered in recent years are
environmental impairment liabil-
ity and coverage protecting against
losses from unauthorized computer
access.

Among the new coverage areas
that Shand is investigating is finan-
cial guarantees, which could in-
clude insuring the financial value
of leased items or perhaps guaran-
tee an investment in a limited part-
nership (Bl, May 9).

Shand officials also say they are
interested in developing another
insurance product concerning com-
puters, though they would not be
specific about their plans.

The company notes that intro-
ducing a new line of coverage re-
quires substantial development
time and an effort to educate risk
managers and retail brokers. For
example, the environmental im-
pairment liability coverage devel-
oped in 1981 is now picking up
steam.

"This year, that (policy) has
begun to pick up more and more

Continued on page 22
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Price and coverage are usually the consideration when
buying a Kidnap/Ransom policy. However, in the event of an

extortion or kidnap, service becomes the most important
factor.

If your policy forces you to rely upon your local law
enforcement agency, you should consider this carefully: law
enforcement is often unable to adequately respond to all the
sensitive complications of Kidnap/Extortion. Call them and
ask about the services they render; you may discover they
can only explain the options open to you. At no time will they
advise you on what course of action to take.

Extortionists and kidnappers are basically mentally
unstable. An inexperienced response to such mentalities can
lead to complications that create a life-threatening situation.

FACTS

According to the FBI statistics, in 1981 there were over
200 domestic kidnappings. This record may be incomplete
because all kidnapping acts are not a violation of Federal law.

There were in excess of 4,700 extortion attempts in the U.S.
and over 235 violations of the Hobbs Act.

SERVICE IS PRIMARY

When that critical phone call comes, it must be handled
by experts who have experience in dealing with extortionists
and kidnappers. Most underwriters of K/R policies do not
have the resources to supply you with this specialized
domestic assistance. This renders their "broad coverage
policy" inadequate when you need this specialized service.

Question your insurer and broker now, as to the qualifications
of their negotiaters and ask for details regarding their
domestic response capabilities. The answer you get may be
very enlightening.

PIA does not deal directly with insureds. For further information,
please have your broker contact Albert Van Wagenen, V.P., at PIA
for our complete kit with detailed information regarding
Kidnap/Ransom/Extortion insurance.

THE PIA ADVVANTAGE

PIA Kidnap/Ransom/Extortion Insurance offers the
services of the Paul Chamberlain Agency for domestic
assistance and Lawnwest Ltd. for international assistance.
The Paul Chamberlain Agency, composed of highly com-
mended former FBI agents now specializing in the sensitive
needs of industry, will arrive promptly and conduct the
negotiations that bring a victim safely home (or neutralize
a terrorist's intent). You, your family, your employees,
colleagues and their families can be spared the anguish and
possible severe mental and physical damage that could
otherwise result. And similar response will come from our
international team, Lawnwest Ltd.

There simply is no indemnification high enough to
cover such losses. Price and broad coverage are of no
consequence without a specialized negotiating service. Only
PIA Kidnap/Ransom/Extortion insurance can adequately

protect you from the rapidly rising wave of Kidnap/Extortion
incidents.

Regardless of whether you consider price, coverage
or service as the single most important factor in determining
where you purchase your Kidnap/Ransom/Extortion
coverage, PIA is ranked Number 1 in a// categories by those
who understand the various values of a Kidnap/Ransom/
Extortion policy.

Re-read your policy. Then call your agent or broker
and have him contact PIA.

The Broker's Broker.

Professional Indemnity Agency, Inc.
409 Manville Road

P.O. Box 130

Pleasantville, N.Y. 10570

(914) 747-1818

Telex: 646929

TWX: 7105722197
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Continued from page 20

with better recognition of risks and
exposures by companies and the
public. We're seeing much more ac-
tivity," Mr. Prochaska says.

The unauthorized computer ac-
cess coverage "is developing very
slowly, but it is developing,” he
adds. "It's the kind of thing that
people have to hear about and get
adjusted to."

First, Mr. Calhoun points out, top
management must be made aware
of the exposure. In some cases, he
notes, computer security staffs are
reluctant to say the insurance is
needed because that would admit to
problems in the design of the sys-
tem.

"There's also the matter of bud-
gets,"” Mr. Calhoun adds. "We've
been in a recession and risk manag-
ers are working with tight budgets.
Even if the risk manager is con-
vinced that the computer coverage
is needed, it is not cheap."

The minimum annual premium

for the computer coverage is $5,000,
Mr. Beam says, with the average
quoted premium ranging from
$20,000 to $30,000.

Although Shand officials point
out the buyer needs to be made
aware of new coverages, the com-
pany does not conduct business
directly with the policyholder.
However, it often will meet with a
risk manager and his broker to dis-
cuss coverage, terms or what they
hope to accomplish.

"We all bring strengths to the
table,” Mr. Prochaska says. "Many
times, especially in the complex
coverages we deal with, by getting
all three parties together you get a
much more effective program.”

Although Mr. Prochaska has re-
placed former Chairman Joseph E.
Morahan Jr., who has joined the
parent company, the new chairman
says there will not be any change in
direction at Shand.

"It's not really that Joe Morahan
left Shand, Morahan, he's just di-

recting Shand, Morahan from a dif-
ferent level," Mr. Prochaska says.

Mr. Morahan is still actively in-
volved in the business and has kept
his office in Evanston, he notes.

"We feel that by Joe Morahan
now being a part of A&A corporate,
and by our reporting to Mr. Mora-
han, that it assures us a continuity
of our being able to operate in the
autonomous manner we have in
the past.”

Shand officials also say that the
financial problems that Shand's
parent, Alexander & Alexander,
has encountered during the past
year have not had any impact on
Shand's business.

"I'd be lying if | said it didn't
raise some questions-it has," Mr.
Prochaska says, adding that bro-
kers, policyholders and reinsurers
asked what happened at A&A and
what impact its problems will have
on Shand.

The answer, according to Mr.
Prochaska, is that it really hasn't
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The Dale Philosophy.

livo Heads are

Most insurance brokers offer local specialists to

their clients.

An excellent idea.

At Dale & Company we've made that idea even better.
We offer our clients the experience and knowledge
of two specialists. One local. The other from head office.

Our local specialist is obviously familiar with
regional needs and conditions.

Our head office specialist offers a view of insurance

opportunities from a national perspective.

Dde & Companyl Imited*

Beaer than One.

had a substantial effect at all.

Also, unlike A&A, Shand is not
planning any layoffs.

The company had 449 employees
at the end of 1982, up from 405 in
1981, but Mr. Prochaska anticipates
that head count will be down 10 to
20 people by the end of this year.
The reduction will be accomplished
through normal attrition.

Although Shand does plan to
trim its workforce in the next sev,-
eral months, the company expects
to expand in the coming years. It
points out that the new $23 million
to $26 million headquarters now
being built in Evanston has room
for 650 employees, about 200 more
than are currently on staff.

The building is scheduled for oc-
cupancy in the fall of 1984.

The company's principal officers
include Mr. Prochaska, Mr. Beam
and Mr. Calhoun.

Shand, Morahan, founded in
1970, is a member of NAPSLO.

-By Stephen Tarnoff

The combination of the two provides a Dale
& Company client with more insurance options
and better service, plus the opportunity to save

money on premiums.

Backing them up is the know-how of the largest

Canadian owned insurance broker in the business.

So, before you talk to anyone about insurance,

talk to Dale & Company.

You'll discover why two heads are considerably

better than one.

Insumnce Bmkers

Offices at: St. John's-Corner Brook-Grand Falls- Halifax- Montreal -Ottawa -Toronto
Hamilton-London-Windsor-Winnipeg-Calgary-Edmonton-Vancouver
Head Office: Box 18, Toronto-Dominion Certre, Toronto, Ontario MSK 182. Telephone: (416) 366-4645
MEMBER OF THE SODARCAN GROUP

L.W. Biegler Profit Center

Sears Tower, 100th Floor, 233 S.

Wacker Drive, Chicago, 111. 60606;
312-876-3100

1982 1981

Premium volume. $207,123.000 $213,700,000
Grossrev...... $26.910.000* $27,780,000%
Employees. 190 185
Commercial lines. 100% 100%

*Bl estimate.

When the elevator door opens on
the 100th floor of the Sears Tower
in Chicago, a visitor reads a large
plague on the wall:

L.W. Biegler Inc.
Home Office
of International Surplus Lines
International Insurance Co.

The sign begins to explain the in-
surance market that is accessed
every day beyond the glass doors to
the visitor's left.

It's both an admitted market-
place and a surplus lines market.

What the sign doesn't reveal is
that all three companies are owned
by Crum & Forster, which this
year was purchased by Xerox
Corp.

The sign also doesn't advertise
the $25 million in capacity for
directors and officers liability in-
surance, professional liability in-
surance, excess casualty insurance
and primary and excess property
nNnsurance.

The capacity is offered by the
Crum & Forster nsurance com-
panies for which L.W. Biegler un-
derwrites or manages and the 80

reinsurers lined up behind them.
But the retail and wholesale bro-

kers-60% retail and 40% wholesale
-that walk into these offices atop
the tallest building in the world
know what's behind the sign. And
they brought this Crum & Forster
profit center $207 million in gross
premiums in 1982 in Chicago, San
Francisco, Los Angeles, Toronto,
and New York.

In the competitive marketplace
of 1982, Biegler lost 3.1% of premi-
ums compared with 1981, even
though it is writing 30% more poli-
cies and bigger limits.

"All of what we call the large-
ticket items have been a target of
competition. Even if we renew, we
renew at less premium," says Lou
Biegler, chairman and chief execu-
tive officer of L.W. Biegler Inc. and
International Surplus Lines Insur-
ance Co.

But, Mr. Biegler added, "We
don't chase risks down to the bot-
tom dollar. We will give them up.”

To maintain volume, Biegler is
writing larger limits and focusing
on smaller risks. But, it takes more
smaller risks to generate the vol-

Biegler's 1982 premium volume
makes this profit center the third-
largest among the underwriting
managers ranked by Business In-

surance.

L.W. Biegler Inc. underwrites
for three admitted Crum & Forster
insurance companies: International
Insurance Co., North River Insur-
ance Co. and U.S. Fire Insurance
co.

The L.W. Biegler Profit Center
also manages the business of Crum
& Forster subsidiary International
Surplus Lines Insurance Co., ac-
cepting risks on behalf of the non-
admitted insurer when a surplus
lines market is needed. The officers
of L. W. Biegler Inc. and ISLIC are
identical and ISLIC has no employ-

And, although conducting almost
all business as an underwriting
manager, L.W. Biegler also on oc-
casion makes placements as a bro-
ker, including placements with
syndicates at Lloyd's of London if
that market is needed.

Continued on facing page
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Mr. Biegler doesn't make distine-
tions between business conducted
as L.W. Biegler Inc. and ISLIC. "l
look at our shop as one profit cen-
ter," he says. "It doesn't matter to
me if its L.W. Biegler or Interna-
tional Surplus Lines that writes the
business-as long as we write it."

L.W. Biegler's access to admitted
markets-was one factor that helped
the profit center's volume in 1982.
Premiums written for the surplus
lines insurance company were
down 15% to $66.5 million while
LWB's business as underwriting
manager for other Crum & Forster
insurers was up 8% to $140.5 mil-
lion from $131 million in 1981.

"We're constantly switching
business from the surplus lines
company to admitted companies,"
Mr. Biegler explains.

As admitted insurers start filing
forms for products previously writ-
ten only by surplus insurers,
Biegler must move business from
ISLIC to Crum & Forster's admit-
ted companies to remain competi-
tive-and under insurance laws,
legal.

Professional liability insurance
for real estate agents and accoun-
tants is being switched to admitted
insurers in some states, as are many
directors and officers liability in-
surance policies. Liability insur-
ance for school board members, for
example, is being switched to ad-
mitted markets.

Yet, the percent of its business

laced with non-admitted insurers
in 1982 crept up
a tad to 37% Lf

from 35% in A/
1981. "We've , J
been placingI a *'VE F
bit more bro-

kerage with -lk/7L.A
other people, -04. 3
and some direct AW
placements Wlth
Lloyd's, so the IvO&
percent of sur- Mr. Biegler
plus lines is up a

little," Mr. Biegler said.

Still written as surplus lines are
some classes of professional liabil-
ity insurance and some directors
and officers liability insurance.

The type of professional liability
risks still written as surplus lines
varies with the state. In some states,
architects and engineers, insurance
agents and real estate agents are
still surplus lines risks, he noted.

"Really tough D&0 business" is
still written on a surplus basis, he
added. Companies with two or
three losses or new companies are
considered really tough risks.

The composition of risks under-
written by the profit center in 1982
changed little from 1981, Mr.
Biegler said. It was about 37% casu-
alty risks, 25% professional liability
risks, 25% directors and officers lia-
bility insurance and 13% property
and railroad risks. In 1981 it was
30% casualty, 30% directors and of-
ficers liability risks, 22% profes-
sional liability and 18% property
and railroads.

Among the casualty risks written
are product liability, excess insur-
ance over a self-insured retention
and specific excess for self-funded
workers compensation programs.

One change in underwriting phi-
losophy has occurred at Biegler in
the last year: There is less interest
in writing primary-layer environ-
mental impairment liability insur-
ance than there was a year ago.
"We're still writing excess, and
we've renewed policies," Mr.
Biegler says.

The circumstances surrounding
one very large loss, which Mr.
Biegler declined to describe, led
Mr. Biegler to conclude that prob-
lems in underwriting EIL expo-
sures have not been solved. "We're
not happy with the basic (policy)
form and the inspection system to

know what we are underwriting,"

he said. "And, people are not buy-
ing it.”
Lacking widespread purchases

by companies, underwriters of EIL
could be stuck with what insurers
call "adverse selection"-only peo-
ple with a higher potential for loss
buying the insurance, he agreed.

Another relatively new product,
bankers professional liability insur-
ance, which covers all bank oper-
tions including trust work, is a
"growing business," Mr. Biegler
says.

The Biegler profit center this
year started with one fewer office
and $25 million less in premiums
than in 1982 because, effective Jan.
1, the New York office of L.W.
Biegler Inc. became part of a newly
organized Crum & Forster division
in a corporate reorganization.

"Crum & Forster reorganized
and took the U.S. Insurance Group
and split into three pieces.

"Crum & Forster Underwriters
Group, an insurance company,
serves all of Canada and all the
Eastern Seaboard to Maryland, and
also Pennsylvania and Ohio. To
strengthen its position, | spun off
L.W. Biegler of New York. It's now
part of CFU Underwriters."

Although the New York office
technically is no longer part of the
Biegler profit center, it uses the re-
insurance treaties Mr. Biegler has
established and the Biegler ground
rules for underwriting speciality
covers, like directors and officers
liability insurance.

When comparing the first six
months' results of 1983 with 1982
exclusive of the New York office,
the profit center's business is 1.5%
ahead of last year. L.W. Biegler it-
self is ahead 14%, while ISLIC is
down 25% as the switch to admitted
markets from ISLIC continues.

The Biegler Profit Center added
only about five people, for a total
1982 year-end staff of 190, to han-
dle the additional 30% in the
number of policies written, thanks
to new automation.

When Biegler is asked to quote
on a D&O0 or a professional liability
risk, the quotation is sent out on a
computer-printed form. The form
includes information about the in-
sured, the broker and the various
terms and quotations offered.

The quote is sent in duplicate and
the broker is asked to return a copy
with the final order, circling the
requested limits and deductibles
and indicating the effective dates.

When the order comes in, the
original quote is retrieved from the
computer, the requested limit and
deductible are noted and the effec-
tive date inserted. Endorsements to
the policy can be added. Then, a
printer connected to the computer
prints the insurance policy in the
required number of duplicates.

"The only manual work is to tear
apart the copies-and the fifth is as
good as the original," Mr. Biegler
says.

The branch offices have
terminals and their own printers.

The computer even automati-
cally assigns the premium to each
layer of reinsurance on the policy.
"So at the end of the month, the
computer runs for each reinsur-
ance company show the amount of
premium to be paid," he says.

Biegler is now adapting casualty
insurance to the system.

"We haven't been able to adopt it
to property," Mr. Biegler says. "The
policies are big but there are not as
many and there are scads of facul-
tative reinsurance," he explains.

Another computer tallies loss in-
formation for Biegler accounts.

Although developing the auto-
mated policy system required "a lot
of time, money and frustration,”
Mr. Biegler says, 'it works beauti-
fully." Biegler turns around a quote
in seven days, he says, and policies
are issued in 48 hours with an in-

"We see very few complaints

bout service," Mr. Biegler says.

That's one of the reasons we're
holding our own."

This year, Mr. Biegler expects to

Continued on next page
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acquire a managing general agent
specializing in financial institu-
tions. The acquisition, which could
be announced soon, will add a new
office and expand Biegler's finan-
cial institutions' business.

Mr. Biegler noted that with so
many financial problems facing
banks and savings and loans, others
may not be interested in financial
institutions. "We think we can
wade through the mess," he said.

ISLIC's combined ratio doubled
to 80.7% in 1982 from 39.1% in 1981,
but these financial results continue
to look envious in a marketplace
where insurers are routinely re-
porting combined ratios in excess
of 100%.

The incrase in ISLIC's combined
ratio is due to several factors, in-
cluding reduced gross premium
volume, a change in a quota-share
reinsurance treaty and more losses.

Although ISLIC wrote less in
gross premiums in 1982 than 1981

($69.2 million compared with $82.8
million), ISLIC retained more net
premiums: $13.9 million compared
with $12.4 million in 1981.

The decrease in gross premium
volume reduced the amount of pre-
miums paid to reinsurers and so re-
duced income generated by over-
riding commissions.

The increase in net premiums
was due to another increase in
ISLIC's retention under a quota-
share treaty with an affiliated
Crum & Forster insurance com-
pany. In 1981, ISLIC ceded 40% of
its business to a Crum & Forster af-
filiate. In 1982, it was decreased to
30% and this year it was decreased
to 20%.

The increase in retention under
the treaty both decreased ISLIC's
ceding commission income and left
ISLIC with a bigger share of 1982
losses and loss adjustment ex-
penses.

And, "case activity increased
during 1982," said Vp and Treaurer

Lonnie L. Steffwen.

In 1981, ISLIC reported a pure
loss ratio of 64.5%. In 1982, it was
87%.

In 1981, commissions on reinsur-
ance ceded far exceeded operating
expenses, resulting in a negative
expense ratio of 25.4%, which re-
duced the loss ratio of 64.5% to a
combined ratio of 39.1%.

In 1982, the negative expense
ratio was just 6.3%, reducing the
pure loss ratio of 87% to a combined
ratio of 80.7%.

In 1982, ISLIC paid a $5 million
dividend to Crum & Forster.

ISLIC is an approved, non-ad-
mitted insurer in the the District of
Columbia, Puerto Rico and all
states except lllinois, where it is ad-
mitted. It is rated A+, Class Xll by
A.M. Best's and passed all the tests
applied by the National Assn. of In-
surance Commissioners to test the
financial strength of an insurer.

Meanwhile, the L. V. Biegler
Syndicate on the lllinois Insurance

Exchange, a subsidiary of 1SLIC,
"has grown nicely," Mr. Eiegler
says. It has written $2.5 million in
premiums for the first six months
of 1983 and expects annualized pre-
miums of $4 million to $4.5 million.

In 1982, the syndicate's first full
year of operation, it underwrote
$1.6 million in premiums.

"The lllinois Insurance Exchange
is progressing satisfactorily, in a
conservative fashion, which is an
intelligent approach in this day of
" says Mr.
Biegler, who is chairman of the ex-

extreme competition,

change.

Other officers of L.VW. Biegler
and ISLIC are: S. Richard Vassallo,
president and chief operating offi-
cer; C.M. Murphy, senior vp 'secre-
tary; Norman R. Reid. H. James
Cantwell and John A. Dore, senior
vps; and Lonnie L. Steffen,
vp/treaurer.

L.W. Biegler is a member of
NAPSLO.

-BY Kathryn J. Mcintyre
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Ironically, a company's decision
to manage its own risks does not elimi-
nate the need for risk management

experts. It intensifies thatneed. And that's
where we come in.

We're Parker Services, Inc., a
member of the Sentry Insurance family
of companies. Our experts can help you
choose the right services and tailor a
program that's best for your company.We
offer a complete line of risk management
services induding daims administration,
loss control, industrial hygiene and loss
experience reports.

We can also help establish and
administer captives and optional segre-
gated accounts.
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So call us collect for our brochure

And if you ever need one of our services,
call us again. Because without the help
of experts, risk management can be a

risky proposition.

Call collect (715) 346-7357.
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Risk Management Services

E.H. Crump Cos. Inc.

E.H. Crump Cos. Inc.

5350 Poplar Ave., Memphis, Tenn.
38117; 901-761-1550

1982 1981
Premium volume. $151,000,000 $138,000,000
Gross rev.. . $14,325,000 $13,200,000
Employees. . . 222 264
Commercial lines. 96% 96%

Fierce competition continued to
erode E.H. Crump Cos. Inc.'s ex-
cess/surplus lines business in 1982,
but cost-containment moves, reor-
ganization and a few successful
lines helped keep the operation
profitable.

"1982 was a tough year," reports
Earl R. Lanning, vp in charge of
surplus lines.

Premium volume handled by
Crump's affiliated surplus lines
companies grew by 9.4% last year,
reaching $151 million from $138

million in 1981.

This was a decline from the
growth rate of the previous year
and the latest in a series of such de-
clines. In 1981, volume was up
18.5% over 1980's figure of $116.5
million, and the 1980 volume rose
20%.

Gross revenues rose 8.5% in 1982
to $14.3 million from $13.2 million
in 1981. Revenues had increased
14.8% in 1981 and 26% in 1980.

Crump is ranked fourth in the
Business Insurance ranking of
managing general agents and un-
derwriting managers.

Mr. Lanning had anticipated that
competition in the property/casu-
alty market would slacken by the
third quarter of _ _ . -,,==,——
1982, anmnd the i
continuing soft |1
market was onmne I’
of his biggest =
disappointments

=Sast yve=ar . —
"(Umbrella li-
ability) is being
written at 10% or

S les= thxh=ar [ =
was just a year
ago. Ididn't
think it would go down any more,
but it did,"” he said.

On the property side, Crump bid
on a three-year, non-cancellable

Mr. Lanning

insurance program sponsored by
the federal Department of Housing
and Urban Development to cover
several billion dollars’ worth of
property at Indian reservations
across the country. After examin-
ing the property involved, Crump
determined it couldn’t write the
business for less than $18 miillion.
The program went to another bro-
ker who had returned a $9 million
bid, Mr. Lanning says.

"We evidently relied too heavily
on the fact that (the market) was
going to (turn). We've learned not
to rely on that and to go after the
business and be more aggressive.
The fact that we weren't as aggres-
sive as we should have been in 1982
is disappointing when | look at it in
hindsight,” he said.

Even so, Mr. Lanning thinks that
a 9.4% growth rate in a year like
1982 isn't bad.

"l wouldn't accept that as accept-
able growth for this year or for fu-
ture years, but in view of the prices
on many of the large accounts
going down dramatically still, | was
satisfied with that growth for last
year."

Crump is shooting for a 15%
growth rate in 1983, and expects
that new business will have to ac-
count for 40% to 50% of its volume,
as it did last year, for the company
to meet its goals.

Mr. Lanning adds that there may
be light at the end of the competi-
tive market tunnel. While rates in
most lines are still sliding, they
aren't going down as fast as they
have in recent years, he says.

Continued on page 26
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"Percentage-wise, the prices
aren't going down so much ncw as
just not going up. (We) renew as is
or renew at 10% less than last year
instead of 509% like we've been
doing the last few years," he said.

There is a simple reason for
prices not continuing diwr.ward,
he notes,

"Prices on some classes are so

low now. there’'s not much more

CV»

down' to it. They'd be zero if they
went down much more.”

Crump has taken a number of
steps since last year to shore up
revenues and increase volume.

For one thing, Crump is raising
its commissions from underwriters,
which now average about 8%, by
another 1%, Mr. Lanning says.

"Interest (rates are) coming
down, so where we did have fairly
good interest income for a couple of

IS

1 1

years, we are having to rely more
on getting a little higher average
retention on our premiums. Con-
tingent (commissions) are going
down likew.se as loss ratios go up, '
he explained.

The company is also continuing
its prac-ice of taking a hard look :t
offices whose expenses exceed 80%
of pretax income. This prompted

Crump last year to sell off its per-
sonal lines business and reduce

staff _n several offices, including
Seattle and Conway, Ark. These
offices retain their commercial
lines business.

Crump reduced overall E/5 staff
to 222 employees in 1982 frcm 264
in 1981. A good part of the reduc-
tien came from the elimination of
personal lines, Mr. Lanning said.

"There's where you have a lot of

paper flow. It takes a lot of people,”
he exolained.

Last month, Crump also sold
E.H. Crump of California Inc.,
which wrote mainly aviation busi-
ness, to St. Paul Surplus Lines In-
surance Co.

To further reduce costs, the com-
pany is also moving away from
maintaining full-service field of-
fices. Branches in Conway, Ark.,
and Springfield, Mo., have been cut
back to one-person production op-
erations, with other functions such
as underwriting, policy issuing and
claims handling centralized in
Memphis.

Crump also opened a new one-
person office in Charlotte, N.C., last
year to cover North and South
Carolina, and is looking to open
other such offices in Mississippi,
Alabama and Georgia this year,
Mr. Lanning says.

He added that Crump used to op-
erate this way before developing
full-service offices, but that the soft
market has forced it to reverse its
full-service philosophy.

Another such change in corpo-
rate thinking was Crump's decision
last year to deal with fewer agents
and write more big accounts, Mr.
Lanning reports.

About 75% of the company's vol-
ume is produced by independent
agents, with only about 25%-
usually specialty risks like aviation
-produced by the large alphabet
brokers, he said. About 5% of
Crump's E/S business comes from
its own retail brokerage affiliates.

-Instead of dealing with hun-
dreds of agents in a given state like
we did in the past, we're trying to
concentrate on anywhere between
35 and 50 agents scattered through-
out the state where we can go after
large commercial and industrial ac-
counts rather than business across
the board,” he said. "We've got to
get a higher average premium per
account.”

This change in the character of
Crump's book is already under
way, Mr. Lanning reports.

"We used to write small, substan-
dard property accounts. We now
are going after the large sched-
ules,” he said. "One of the areas of
concentration the last few yoars
has been gas utilities. We at one
time wrote the small-town gas util-
ity-and we still do-but we're
going more and more after the big
utilities.”

Another area of concentration
has been the company's excess
medical malpractice/loss-control
program for self-insured hospitals
developed with Galen Systems
Corp. of Dallas, which handles the
loss-control program.

The program includes excess
hospital general liability and pro-
fessional liability over self-insured
retentions that may range from
$200,000 per occurrence/$600,000
annual aggregate to $1 million per
occurrence/$3 million aggregate.

A Crump subsidiary, Southern
American Insurance Co., is front-
ing the package, and all but a small
net line will be reinsured with
Lloyd's, Mr. Lanning says.

Some details of the reinsurance
are still being ironed out, and
Crump's first submission for the
coverage is in London now, he re-
ports.

"We're going after classes that
are subject to catastrophic losses but
have no loss frequency,"” he said.
"When you get (a loss), you get a
good one, but you don't have the
constant claims-handling expense."

Crump also expects growth from
an increased concentration on what
Mr. Lanning calls "specialty" lines.

With the onset of the competitive
market, more and more admitted
insurers have broken into lines that
had previously been left to ex-
cess/surplus markets. As a result of
the competition, Crump has found
itself "squeezed out" in such lines
as gap layer excess insurance and
owners, landlords and tenants lia-
bility coverage, he explained.

To compensate for the loss of the

Continued on page 28



Holdups are still a danger. But
nowadays there are many more
things to worry about. Every step
of progress—computers, automated
tellers, shared ATM networks, Elec-
tronic Fund Transfer systems—
creates new exposures.
You can depend on MGIC to

cover your casualty and fidelity risks

..both old and new. To supplement
our Blanket Bond program, we offer

Today, you can’t do without
a comprehensive bond program and personalized D&O coverage.

many optional coverages that
extend far beyond the ordinary.

Our D&O policy deserves special
mention. Its broad coverages and
flexible options have made it the
most widely accepted policy in the
financial world. It is recommended
by many state bankers associations
and S&L leagues.

We also offer Pension Trust
Liability, Mortgage Interest, IRA/

Keogh E&O, and Trust Department
E&O.

For more than 25 years, MGIC
has specialized in financial insti-
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pendent insurance agent or broker.

MGIC




28 / business insurance, August 22, 1983

spotlight report

Continued from page 26

large-capacity and non-standard
risks that were the staple of the
E/S market, Crump has focused its

attention on a number of specialty
lines.

One such line is the excess medi-
cal malpractice program for hospi-
tals, he noted. Another is a compre-
hensive package of coverages
Crump developed for financial in-
stitutions.

The package, underwritten by
Crum & Forster insurers, includes
primary and excess coverage for all
property risks, including inland
marine; workers compensation;
bond; directors and officers liabil-
ity; and more than a dozen separate
errors and omissions exposures, in-
cluding fiduciary liability.

The directors and officers liabil-
ity portion also includes a "personal
umbrella” to cover bank executives
who serve on the boards of outside
companies and to cover situations
where an action not taken in a

director's official capacity at the
bank leads to some liability.

Crum & Forster's capacity on the
package is $25 million. None has
been bound yet, but two banks sub-
mitted applications earlier this
month, Mr. Lanning says.

While general E&O exposures in
banks are nothing new, he con-
ceded, recent developments in the
banking field have given rise to
new exposures that may open the
door to Crump.

Admitted insurers haven't pulled
the rug completely out from under
the E/S market, though, and in
some areas such as aviation, Crump
is seeing business return to it from
admitted companies.

"Fifteen years or so ago, we were
the largest writer of eropdusters in
the United States. Then several
others got into it and drove the
price down to where for all practi-
cal purposes we were out of that
business for quite a number of
years. We got back into it in 1982
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hoping that maybe we could pick
up a million-dollar premium, and
we wrote $2 million premium in
the class. So (the market) had hard-
ened more than we thought it had,"”
he said.

Crump expects aviation business
to be even more brisk this year, de-
spite the sale of Crump of Califor-
nia. The company's major market
for the coverage is Monarch Insur-
ance Co. of Ohio, for which it has
binding authority.

Another such area is smaller
commercial auto/long-haul truck
risks, generating annual premiums
of between $10,000 and $30.000
apiece, he added.

"Quite a number of the markets
in the long-haul truck business
have gotten out or are increasing
their prices even if it means they
lose the business. So as a result,
we're getting orders now."

But Crump hasn't heard from
any of the larger auto/truck risks,
which standard markets are still

writing "way too cheap" to provide
E/S companies with an opening, he
added.

The company's major market for
auto/truck business is Integrity In-
surance Co. of Paramus, N.J., for
which it has binding authority.

Still, one indication of the mar-
ket's softness is the fact that 80% of
Crump's business is placed with ad-
mitted markets and only 20% with
non-admitted companies. This ratio
has not changed since 1981, but rose
from 60% admitted and 40% non-
admitted between 1980 and 1981.

The non-admitted companies
won't pick up a larger share of
Crump's placements this year, ei-
ther, Mr. Lanning says.

Even when the market does
begin to tighten, Mr. Lanning says
he doesn't expect the E/S industry
to return to the prominent role it
played in the mid-19705.

"The standard markets are get-
ting a freer hand to write things
that they couldn't do in the past
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when the (rate and form) filings
were very restricted. More states
are going to a 'use-and-file' law
now, where they can do pretty
much what they want to and make
the filing later,"” he explained.

The number of markets writing
traditional E/S coverages such as
umbrella liability has skyrocketed,
he added.

"Today, many of the major car-
riers have a non-admitted company
that they are using. There's getting

to be less distinction between the
admitted and the non-admitted
than there was in the past.”

Crump has made no acquisitions
in the excess/surplus area since
1981. Though it was looking to buy
Montgomery General Agency Inc.
in Philadelphia last year, it was
beaten out by St. Paul, Mr. Lanning
says. He added that Crump is look-
ing for an acquisition in the North-
east, but probably will not move
before 1984.

Crump does about 65% of its
business as a managing general
agent or an underwriting manager,
underwriting and issuing policies
on an insurer's behalf and in some
cases handling reinsurance and
claims. With the remaining 35% of
its business, it acts only as a,broker.

Insurers for which Crump has
binding authority include: Admiral
Allian=z Un-
derwriters Inc.; American Family
Home Insurance Co.; American

INnsurance Co.;

Modern Home Insurance Co.; Caro-
lina Casualty Insurance Co.; Chero-
kee Insurance Co.; Employers Mu-

j tual Casualty Co.; First State Insur-

ance Co.; Foremost Insurance Co.
of Grand Rapids, Mich.; Great
American Surplus Lines Insurance
Co.; Guaranty National Insurance
Co.; lllinois EMCASCO Insurance
Co.; Integrity Insurance Co. of
Paramus, N.J.; The Monarch Insur-
ance Co. of Ohio; National Indem-
nity Co.; Northland Insurance Co.;
Occidental Fire & Casualty Co. of
North Carolina; Planet Insurance
Co.; Southern American Insurance
Co.; Thomas Jefferson Insurance
Co.; Transit Casualty Co.; Western
World Insurance Co. Inc.; and vari-
ous underwriters at Lloyd's.

Crump is an underwriting man-
ager for Employers Mutual Casu-
alty, Integrity, Monarch, Planet,
Reliance Insurance Co., Southern
American and various markets on
Crump's marine slip.

Crump's wholly owned offices
include: Crump London Un-
derwriters in Memphis, Tenn.;
Crump Aviation Underwriters in
Memphis; Arkansas Insurance Ser-
vice Inc. in Conway, Ark.; Crump
London Underwriters (Florida) in
Sanford, Fla.; Crump London llli-
nois, Inc. in Chicago; Crump Lon-
don Underwriters Inc. in Spring-
field, Mo.; Crump London of Wis-
consin Inc. in Waukesha; Crump
London Northwest in Kirkland,
Wash.; G&M Marine Inc./G&M
Surplus Lines Insurance in New
Orleans; S.J. Petrakis Insurance
Services Inc. in Los Angeles and
San Francisco; CrumpRe Interme-
diaries Inc. in New York; and
Crump London Underwriting
Management in Memphis.

Jointly owned offices include:
Crump-Davis Inc. in Dallas;
Crump-Davis of Colorado Inc. in
Denver; Crump-Davis of Houston
Inc.; Crump London of Ohio Inc. in
Columbus; Crump-Northeast Risk
Managers Ltd. in New York; Re-
gency International Ltd. and Re-
gency Reinsurance Brokers Ltd. in
Hamilton, Bermuda; Professional
Reinsurance Office Inc. and Pro Re
Treaty of America Inc. in Dallas;
and Pro Re Inc. of Atlanta, Dallas,
and New York.

Principal officers in addition to
Mr. Lanning are Sidney A. Stewart
Jr., president and chief executive
officer; James M. Power, vice
chairman; Donald A. Thomas, ex-
ecutive vp.

Crump, féunded in 1921, is a
member of NAPSLO and AAMGA.

-By Douglas McLeod
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"Hey, Al. | think Ike found an insurer who won't
pu// the mg out when the market hardens again."

If the handwriting on the wall tells you there's formation, write Hartford Specialty Company,
another insurance squeeze coming, Hartford Hartford Plaza, Hartford, Conn. 06115.
Specialty has reassuring news. Our Special Don't make a decision on any specialty busi-
Accounts Insurance Department (SAID) will ness without a quote from Hartford Specialty.

still be a responsive market when some of our
competitors-caught between the rock of

increasing underwriting losses and the hard HA RT F O R D

place of declining investment income-will be

scrambling to repair poor books of business. SPECIALTY #AIW-

Find out how SAID can give you the insur-
ance protection and stability you need. For in- Performance is our specialty.

Hartford Specialty Company An affiliate of The Hartford Insurance Group, Hartford, Conn. 06115. Products and services:
underwriting and risk financing programs. Claim, loss control and captive services. Global marketing and worldwide coverages.
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HIGH LIMIT DISABILITY INSURANCE

Disability Income

Designed to protect the high income of in-
dividuals who need disabilib benefits in
excess of what is normally available
through Group LTD or other individual

contracts.

- Up to $25,000.00 Per Month
» 30 to 365 Day Waiting Periods
« Up to 5 Years Benefit Period
< Annual or M ulti Year Policies

Call Ted Dipple, Polly O'Leary
or Candy Hallett

617-938-9010

]
=

Permanent Total Disability

ideally suited to fund disability buyout
agreements for partnerships, closely held
corporations and other employment or

performance contract situations.

= Multi Million Dollar Limits Available

* Lump Sum Payments

* 12-Month Qualification Period

* Own Occupation Definition

1*«fZ)*k (Pgrn

llim*omted

300 Unicom Park Drive

Wobunt, Massachusetts 01801

KANSA GROUP

P.O.Box 78

SF-00501 HELSINKI 50
Finland

Phone: (358-0) 731 61
Telex: 12-2209 kansa sf
Subsidiaries, associates

and representatives:
Bermuda, Canada,

Hong Kong, London,
Mexico, Panama, USA
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Cravens, Dargan & Co.
Pacific Coast

350 California St., Suit€ 1600, San
Francisco, Calif. 94104
415-622-7600

1982 1982
Premium volume. $140,100»0 $154,900,000
Gross rev... $39.319.858 $39,688,440
Employees. 290 3ca
Commercial lines. 98% 98:%

Cravens, Dargan & Co. Pacific
Coast is building an _nventory of
unusual specialty coverages to take
up the slack left by retrenchment
in its lumber and casualty under-
writing departments.

The 80-year-old underwriting
management company in San
Francisco, formerly a unit of Con-
necticut General Investment Corp.

9.4/816.19*VAI

o) o

\\

. 444.

and now part of CIGNA Corp., has
suffered from the housing con-
struction slump that has driven the
wood products industry into deep
depression.

By virtue of its age, Cravens,
Dargan also is feeling the whip of
long-tail casualty business written
at a time before newer markets ar-
rived on the scene. The company
has not spotted any one single
source of casualty claims-such as
asbestos or DES-just a potpourri
of losses that were slow to develop.

One of the company's offices also

put a considerable volume of busi-
ness on the books with rock-bottom

self-insured retentions. While
other markets were selling compa-
rable coverage above $100,000 to
$200,000 retentions, underwriters
in this one office offered virtually
first-dollar coverage that resulted
in heavy losses.

A combination of depressed con-
ditions in the construction industry
and fierce rate competition and un-
derwriting cautiousness took its toll
on Cravens, Dargan's premium
volume last year. It dropped 9.6% to
$140.1 million from $154.9 million
in 1981, making it the fifth-largest
managing general agent/under-
writing manager in the Business
Insurance ranking.

Gross reve-
nues dipped just ,«, *a*"*+.-
slightly during 410.0=Aljw
the same period ZF
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T _ - 41 1
1

o N1

"Casualty has ..

burt the most
in the past few ,
vears," observes - - *2-
Hal C. Dauern- Mr. Dauernheim
heim, Cravens,
Dargan president. Besides the rate
competition, which he terms "al-
most unconscionable," Cravens,
Dargan's results have been eroded
by management's decision to boost
reserves for expected claims.

Also, Cravens, Dargan's long-
term contracts with the insurance
companies it manages were based
on the brighter market conditions
of several years ago.

"The contingencies and commis-
sions we received were fine during
normal cycles," explains Mr.
Dauernheim. "But now, we've gone
through five or six years on the
down cycle and those contracts are
no longer profitable."

That is a situation the company
started to remedy last year with
renegotiations of existing contracts.

Cravens, Dargan also embarked
on a "re-underwriting program"
last year to put its casualty business
on a more profitable basis. When
accounts came up for renewal, they
were scrutinized closely on a case-
by-case basis. In some cases the
coverages were changed or the
price was increased.

The result was an overall drop in
Cravens, Dargan casualty premium
volume.

"Sometimes if you just quote the
same price as last year you lose the
account,"” observes Robert W.
Haney, vp-marketing/operations.
But, he stresses that the re-under-
writing program is a selective pro-
gram. Cravens, Dargan has not
withdrawn from any class of busi-

Over the past couple of years,
Cravens, Dargan has restricted its
premium volume in the lumber in-
dustry, which includes risks from
sawmills to furniture factories.
"We probably only write half as
much lumber business as we used
to," observes Mr. Dauernheim.

Loss ratios in the industry have
been a disaster, he points out.
When a plant's economic situation
deteriorates, sometimes its loss pre-
vention programs erode, too. "We
voluntarily decided not to renew
some accounts because we weren't
sure they would be able to continue
the same fire safety programs."

Continued on page 32



In today’s world of high risk; your corporate insurance program should be absolutely
“inspirational.” That calls for Frank B. Hall, The Protection Connection'” We bring 21st Century
insurance and risk management technology to significant corporations, both large and small,
throughout the global business community. Put the power of The Protection Connection™
behind you now, before things start to crumble. We're the creative

force in our industry, thine own link to financial security.

Ih tection

FRANK B. HALL & CO. & “""

The Protection Gonnection is a trademark and service mark of Hallways Advertising, Inc. Copyright © Hallways Advertising, Inc., 1983. All rights reserved.
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ANDREWS LITIGATION REPORTERS

CONCERNING:

Asbestos - Automotive - Aviation -DE S
Hazardous Waste-lranian Assets-OB/GYN

-Toxic Chemicals

We publish twice-monthly highly authoritative, often cited, Litigation Reporters in each of

these specialized litigation areas. These national journals of record carry the latest significant
opinions, orders, rulings, pleadir.gs and filings. We publish texts within days.

Subscribers include plaintiff and defense attorneys, insurers, federal judges, magistrates,

government agencies and corporate counsel. The subscription renewal rate for our journals is
constantly near 10098. Call or write to subscribe. or for more information.

ANDREWS LIBLICATIONS, INC.
P.O. Box 200, Edgemont, PA 19028 (215) 353-2565

The Pioneer in Litigation Journals

*42-

Atl- (404) 266-0004, Boston (617) 7

New York C|

&212) 742-9730, Newport Beach (714
San

emnando Valley/Tarzana (213) 881-2
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Continued from page 30

Economic difficulties also can
lead to labor problems, whieh in-
crease the prospects for accidents
and workers compensation losses,
he added.

Despite these conditions, how-
ever, Cravens, Dargan has main-
tained its lead market positon in
Canada's lumber industry. The
company has been able to maintain
better rate levels there than in the
United States.

Some of the overall decline in
Cravens, Dargan's lumber and cas-
ualty business has been cffset by
growth in its largest department-
property-and its newest depart-
ment-special accounts.

The company anticipates a
growth to $9 million this year from
$3 million last year in premium
volume placed in the special ac-
counts department.

One new program in tha. depart-
ment that is still under review is a

bank trust coverage, which simpli-

When your clients do business overseas
the rules of the game can be as foreign as

the language.

fies a bank's placement of var-
ious insurance coverages in its
trust department. The bank
submits its portfolio of proper-
ties held in trust on behalf of
its clients, and Cravens, Dar-
gan provides property and cas-
ualty coverages rolled into a
single package.

So far, there are a few banks
in the pilot program, which is
currently being offered in Cal-
ifornia only.

Four or five other specialty
programs also are in develop-
ment, but Cravens, Dargan is
reluctant to discuss them be-
cause some of them will never
go beyond the drawing board.
"These things take time to de-
velop soundly and we don't
like to announce them until
they're ready,"” says Mr.
Haney.

However, financial guaran-
tee-type coverages are under
consideration, he acknowl-

edges.

Cravens, Dargan manage-
ment is satisfied with its un-
derwriting performance in a
wide range of property lines,
although bad weather last year
blew the black ink out of the
business. Without these losses,
Cravens, Dargan's property
department would have been

To make sure they're always on the
winning side, protect your clients with Swett
& Crawford's expanded Political Risk cover-
ages that provide up to $75 million limits on
any one loss.

Through our private, domestic facility
you can write a package of Confiscation,
Expropriation, 100% Nationalization, Depriva-
tion, Broad Form Terrorist and, for mobile
marine operations, War Risks.

In addition, we can often provide Contract
Frustration Coverages incorporating Contract
Repudiation, Import/Export Embargo and
Currency Inconvertibility.

And you can offer this security even if
a contract's already been signed or an invest-
ment has been made.

o before your client's business

s to"takgaamane«eh GalkOdF Pearest

Swett & Crawford

YOU LOSE

1965
51, Phlladel hia (215

Chica (3312% 346- 7576 Columbus
Demer &303)320 1263. Greensboro (919) 852-7882, Houston%

85101
01, San Francisco (415) 576-8600, Sea ttle (206

(261 64833 Dallas (214) 742-8131,

Los An ees ew Orleans

les (213} 937-5730, New Orleans (504) 831-4

) 592-83 ortl 503 222 67, San Die 0%619 0183
) 623-6312, Tampa (813) 876-578

very profitable, reports Mr.
Dauernheim.

The company sustained at
least a $25 million loss-per-
haps the largest in its history-
from Hurricane lwa in the Ha-
waiian Islands (BI, Dec. 6,
1982). Cravens, Dargan was
harder hit than other markets,
partly due to hotel damage and
other losses claimed by Hono-
lulu-based Amfac Inc., a large,
long-time Cravens, Dargan
policyholder. —

A freak tornado in down-
town Los Angeles last year
added another several million

dollars in losses.

Besides its general property,
casualty and lumber facilities,
Cravens, Dargan provides a
market for excess workers
compensation, unusual avia-
tion risks, helicopter fleets,
difference-in-conditions, auto-
mobile warranty and ocean
marine risks on the West
Coast. The company has devel-
oped some direct-mail market-
ing programs with retail bro-

kers.for.homeoqwners differ-

Cravens, Dargan's custom-
ers tend to be national alpha-
bet houses and large regional
brokers that need a market for
medium-sized to jumbo risks
that are complex in nature.
Smaller agents and brokers
may come to Cravens, Dargan
to place an occasional aviation
or other specialty risk.

Accounts range from $5,000
to $14 million in premium size,
with a medium-sized account
defined by the company as
roughly $35,000 with the pric-r
ing in today's market. "Much
below the $5,000 premium
level the account don't make
any money, given what we do
with engineering and claims
services,"” remarks Mr.
Dauernheim.

But, "we think most of our 1
brokers and agents look at us
as the kind of organization
that will look at almost any-"'
thing, analyze it and see if we
can't find a market,” he
stresses. Cravens, Dargan also
says it is willing to work with
retail brokers on new product
development if the broker is
prepared to invest time in the
project to assure proper han-
dling.

Cravens, Dargan under-
writes a homeowners' differ-

ence-in-conditions policy that
Continued on facing page
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is marketed through broker
Emett & Chandler in Los An-
geles and various financial in-
stitutions, for example. The
program now boasts more than
20,000 participants. Similar
programs are available to
other agents and brokers.

Thanks to last year's rough
weather, the results in 1982
and the first half of 1983 were
not the best, but they were not
terribly bad, sums up Mr.
Dauernheim. "We think we're
through the worst part of the
storms, so we can still recoup

e second half of the year."

Another product developed

meet a need in the market-

ace insures commercial air-
,nes' deductibles for ingestion
:isks on their hull policies.

Several years ago, the Lon-
ion market led the way in
-aising deductibles against me-

nical damage caused to air-

: motors by ingestion of
's or other objects. Cravens,
,n put together a domes-
insurance treaty that en-
i it to offer coverage that
in a $100,000 to $1 million
ctible.
/Ve understood why Lon-
took the approach it did,
we determined we could
r the program to careful
ie operators and make a
t," says Mr. Dauernheim.
- program has been highly
cessful, he adds.

Ninety percent of Cravens,

,rgan's premium volume is

aced with four companies

or whom it acts as under-
vriting manager and others
or which it is a managing gen-
*ral agent. The remainder of
its business is brokered to
other CIGNA and unaffiliated
markets, including Lloyd's of
London.

Cravens, Dargan tap admit-
ted insurers for 90% of the
business it handles.

The four insurers for which
Cravens, Dargan acts as un-
derwriting manager and their
approximate share of the man-
ager's premium placements
last year are: Century Indem-
nity Insurance Co., a CIGNA
Corp. affiliate in Hartford,
Conn., 25%; Central National
Insurance Co. of Omaha in Ne-
braska, 60%; Motor VVehicle
Casualty Co. in EImhurst, lil.,
10%; and Elite Insurance Co. in
Vancouver, British Columbia,
5%.

During the next year, Cra-
vens, Dargan expects to place
more business with Century

Indemnity and less with Cen-
tral National.

The main reason is that Cra-
vens, Dargan obtained exclu-
sive rights to Century-a sister
CIGNA company-last year. It
is a very broad market that
can be used in every state ex-
cept Hawaii. (Cravens, Dargan
is in the process of obtaining a
license for the company in Ha-
waii.) Cravens, Dargan can use
Century for new programs
that might compete with what
its other insurers are offering
through other marketers.

"But, | would not read into
this that we would be pushing
other companies out and only
keeping our own companies,"
stressed Mr. Dauernheim. "We
would always want to have
four or five different issuing
companies. One or two would
hamper our style."

Cravens, Dargan has ex-
tremely broad underwriting
authority on behalf of its four
markets, which can be used in

any of its departments. As a

general rule, all of the insurers i

participate in property, casu-
alty, aviation, lumber and
other risks, explains Mr.
Haney.

Occasionally, Cravens, Dargan
may arrange for one of its insurers
to issue policies that are fully rein-
sured to a facility that specializes in
a risk that Cravens, Dargan prefers
not to underwrite itself. And, Cra-
vens, Dargan offers its manage-
ment services on a fee basis to in-
surance companies that want to
purchase them on an unbundled
basis.

It also offers its management ser-
vices to insurance companies-in-
cluding captives-that need help
managing their way out of a prob-
lem class of business.

"Usually, when a company closes
its doors to a particular type of
business, the good people leave,"
explains Mr. Dauernheim. "The
company may want us to settle the
claims and manage the runoff."”

Cravens, Dargan sees opportuni-
ties for itself in the difficulties
some captive insurers are encoun-
tering as they mature and start to
feel the heat from heavy losses.

GILLIS, ELLIS
& BAKER, INC.

135 St. Charles Avenue
Suite 70C
New Orleans, LA 70130

KINNEY, PIKE,
BELL & CONNER,
INC.

98 Merchants Row
Rutland, VT 05701

"We're looking at it,"” says Mr.
Dauernheim. But so far he feels
that most of the captives Cravens,
Dargan has talked to are looking
for the kind of help that could ac-
celerate rather than solve their
problems. Cra-
vens, Dargan
wants to be part

p )
explains.
Cravens, Dar-

gan & Co. was

founded in ,//
Texas in 1903 .

and operated as
a managing gen-
eral agency in the Southwest. In
1930, the company opened a West
Coast office in San Francisco,

which was independently run by
one of the Cravens brothers named

Mr. Haney

Malcolm.

The West Coast operation grew
quickly as an underwriting man-
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ager and surplus lines broker spe-

cializing in large industrial and,
commercial accounts. During the

1960s it split off as a separate Cali-

fornia corporation bearing the Pa-

cific Coast name.

The ownership of both the Cali-
fornia and Texas companies re-
mained somewhat the same until
1974, when the San Francisco com-
pany was sold to Connecticut Gen-
eral Investment Corp. Cravens,
Dargan assumed underwriting
management in the Western states
for Aetna Insurance Co., a CG affil-
iate.

By 1980, both Cravens, Dargan
and Aetna had grown so quickly
that a decision was reached to as-
sign separate management to the
two companies, explains Mr.
Dauernheim. This realignment,
which involved splitting personnel
into two separate teams, was com-
pleted in 1981.

And then, Connecticut General

and INA Corp. merged to form the

ASSUREX. . . EVERYWHERE

Well, almost everywhere. The dots, 59 of them,

show where our current partners are headquartered.
In the coming months we'll add partners in areas
represented by the squares.

In addition, 64 branch offices (not shown) mean

wherever your company has exposure, there's an
independently-owned Assurex partner nearby. . .
including affiliates in 14 foreign countries. . . ready
to work for you.

Over 4,000 professionals. . . experts in reducing

H. C. KNIGHT
& CO.

320 Walnut Street

Philadelphia, PA 19106

your insurance and risk management costs. . . like
the ones below:

LaMAIR-MULOCK-
CONDON CO.

907 Walnut Street
Des Moines, IA 50309

& NOYES

A Assurex _
INTERNATIONAL 6480 Busch Blvd. Columbus, Ohio 43229 (614) 888-4869

130 Middle Street
Portland, ME 04112

CIGNA Corp. Today, Cravens,
Dargan is a part of CIGNA's whole-
sale brokerage operations, which
also include California Union In-
surance Co. and broker Montgom-
ery & Collins, both in Los Angeles.

Besides San Francisco, Cravens,
Dargan, Pacific Coast offices are
located in Los Angeles; Chicago;
Atlanta; Seattle and Spokane,
Wash.; Portland, Ore.; New York;
Phoenix, Ariz.; St. Louis; and
Honolulu.

Principal officers in addition to
Mr. Dauernheim and Mr. Haney
are: Gilbert T. Martin, vp-special
risk property; Joseph B. Rosicker,
vp-casualty/excess and surplus;
Peter T. Politi, vp-aviation and ma-
rine; Frank A. Tiacente, vp-admin-
istration/financial.

Cravens, Dargan & Co., Pacific
Coast, is a member of A AMGA,
NAPSLO, and the surplus lines as-
sociations of California, Arizona, II-
linois and Washington.

-Bv Rhonda L. Rundle

MORSE, PAYSON PICTON-

CAVANAU

Fort Industry
Toledo, OH 4."
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Baccala & Shoop
Insurance Services

4400 MacArthur Blvd., Suite 900,

Newport Beach, Calif. 92660;
714-851-2374

1982 1981
Premium volume. $121,869,056 $98,500,762
Gross rev.. $13,567,275 $10,545,000
Employees. 201 198
Commercial lines. 100% 100%

Baccala & Shoop Insurance Ser-
vices' premium volume increased
23.7% in 1982, by far the largest
gain reported by any of the mar-
keters profiled by Business Inst,T-
ance, but Chairman William P.
Baccala doesn't seem too impressed
by the gain.

Volume at the Corroon & Black
Corp. subsidiary jumped to
$121.9 million from $98.5 miillion in

1981 because two of its main mar-

kets increased their risk-bearing

appetite and it stepped up efforts to
handle more property risks.

Gross revenues likewise jumped
28.7% to $13.6 million from $10.5
million in 1981.

But Mr. Baccala explains that the
large premium volume jump was
partially because the underwriting
manager's 1981 results were se-
verely depressed when it lost one
of its key markets for several

rnonths.

Baccala & Shoop formally
ended its underwriting manage-
ment agreement with that market,
Old Republic Insurance Co., in Jan-
uary 1982, and has since increased
its use of Twin City Fire Insurance
Co. and Nutmeg Insurance Co.,
both Hartford Insurance Group af-
filiates.

The company's 1982 growth is
also a result of devoting more en-
ergy in 1982 to writing property in-
surance, Mr. Baccala says. And he
credits a portion of its increased

volume to the company's efforts to
retain those risks that had been his-
torically profitable.

"We did nothing extraordinary
last year," Mr. Baccala adds. "The
type of environment (is not suited)
for new and different things right
now."

Baccala & Shoop's business is
now about 60% casualty and 40%
property, though Mr. Baccala pre-
dicts that the ratio may even out to
a 50-50 balance next year because
the company expects to lose addi-
tional umbrella and excess workers
compensation accounts.

Commercial umbrellas and ex-
cess liability policies make up the
bulk of the company's casualty
business, although price competi-
tion last year forced Baccala &
Shoop to surrender more of its um-
brella business than it had in previ-
ous tough cycles.

Excess workers compensation
coverage, once a Baccala & Shoop
staple, has moved out of the com-

pany's spotlight and now stands rn
the shadows. "The competition for
that is too fierce for us," Mr. Bac-
cala admits. He estimates tha: the
company lost about $3.5 million to
$4 million in premium volume in
this line last year.

It still tries to underwrite new
workers compensation accounts, he
notes, but with little success.

Primary and excess insurance on
all-risk and difference-in-condi-
tions policies, as well as inland ma-
rine and builders risks, make up
Baccala & Shoop's growing prop-
erty business.

About 70% of the company's
casualty business last year was gen-
erated by retail brokers and about
30% by wholesale brokers. How-
ever, the ratio is just about the re-

verse on the property side of the
business: about 70% from wholesal-

ers and 30% from retail brokers.
Mr. Baccala expects that ra-io to
hold constant throughout this year.

Over 20 years inreinsurance
has taughtmed®*innovation

withoutstabilityis risky business.

Carol A. Rennie, President, HANSECO Re.

Why does HANSECO Re offer so much
stabilityl "First, we have the backing and support of the

John Hancock which has over 120 years of experience in
insurance. Second, a commitment has been made to our

clients to provide stable reinsurance; we have structured
HANSECO Re to have proper surplus and reserves to meet

our commitments.”

What?s innovative about HANSECO Re's
approach? "We offer innovation in the form of creative prob-
lem solving by a select team of reinsurance professionals. While
we don't underwrite by committee, we make available to

brokers the minds and expertise of the entire HANSECO Re
team as a resource that can be used to brainstorm client needs.

+9O*

"We are interested in being a 'lead reinsurer' and in doing the extra work that this entails.

Presently, we write a US. domestic property and casualty treaty book of business."

Who are HANSECO Re's clients? «Reinsurance intermediaries. Particularly those brokers
who are looking for excellent service as well as problem solving done in a timely fashion."

How does the HANSECO Re philosophy benefit brokerst "We're structured from
top to bottom to provide quality reinsurance service. Our survival depends upon our responsiveness,

accessibility and timeliness in working with brokers. In a nutshell, we are committed to achieving success
by making sure our clients are successful."

HANSECORe

companies

We canhelpyouhere and now.

Hanseco Reinsurance Company, John Hancock Mutual Life Insurance Company. both of Boston. MA 02117.

"The predominance of our busi- ,#
ness comes from the major, publicly ,
held brokers and a few large, inde- "

pendent brokers," he notes.
Among the large retailers from

which Baccala & Shoop receives <
business are Marsh & McLennan 4

Inc., Alexander & Alexander Inc.,

Fred S. James & Co. Inc. and Frank r
B. Hall & Co. Inc. Its parent com- /
pany, Corroon & Black, provides

only about 5% of its business.

Wholesale brokers from which
frequently accepts business incli
Sherwood Insurance Services )
and Lawrence A. Krause & Ass
ates Inc., both in San Franqi
and NBA Excess & Surplus /
Inc., a Marsh & McLennan'
ate.

The company did not shS
from any of its major provide,
year, and Mr. Baccala reports
it increased the number of brc
it deals with "because we weq
and solicited business.”

But Baccala & Shoop h.-
neled most of its business
two underwriters: Twin C
Nutmeg. Together, the
about 85% of the undk
manager's business, or at
million in premium. 5,

Twin City, an admittec
probably underwrote a lai
ume than Nutmeg, a non-:
market, but the firm wc
break down the amount ha
each.

About 10% of Baccala 6
volume, or $12.9 million, w,
through Centaur Insuran
and about 5%, or $6.4 millio
ri)laced through B

NSCO Ltd. in - «

Bermuda. Mr.

assmed the

same percentage i

in 1981, and he ,lp-

doesn't predict 1
any change in
the future. Mr. Baccala 1

AN rmaiesric=ar -1

Centennial Insurance Co., another f
insurer for which Baccala & Shoop O.-

served as underwriting manager,
decided to manage its own opera-
tions starting last September, but its

absence has had no noticeable ef- ,

feet on its operations, Mr. Baccala

asserts, because strong markets, ,

like Nutmeg and Twin City, were
ready and willing to fill the void.

Each of the insurers for which
the firm has binding authority
agree to share a certain percentage
of each risk the underwriting man-
ager accepts. The percentage of the
coverage they assume is constant,
not changing from risk to risk.

In addition, Baccala & Shoop is i

also underwriting manager for Na-
tional Excess Insurance Co., a rein-
surance subsidiary of Corroon &
Black. NATEX currently reinsures
only a small portion of Baccala &

Shoop's risks, largely auto physical '

damage coverages.
Last year at this time, NATEX
was licensed to operate in 19 states;

today, it operates in 28 states, with '
application pending in 15 others. 4

Eventually the company is ex-
pected to become a direct insurer.

Baccala & Shoop offers a prop- 1

erty capacity of $35 million ($50 C

million on builders risks), and a

casualty capacity of $25 million.

It turned to admitted markets
more often last year than in 1981.
Admitted insurers handled 85% of
the underwriting manager's busi-
ness in 1982, compared with 68%
during the prior year.

"In today's highly competitve
market, brokers are not as enthusi-
astic about taking non-admitted

companies as they are admitted .

companies,” he notes. "And since
we have both, and that's known to
the brokerage community, we find
ourselves increasingly using the
admitted paper."

He adds that he expects this
trend to continue.

Continued on facing page
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As part of its function as an un-
derwriting manager, Baccala &
Shoop administers claims and
places all the reinsurance for its in-
surers. For facultative reinsurance,
the company turns to about 10 mar-
kets, while it places treaty reinsur-
ance with about 20.

The firm's retention level varies
from risk to risk, Mr. Baccala re-
ports. "It depends on the exposure
of the risk. On some of them, we
keep the entire amount, on some
we buy reinsurance."

He explains that the company
might keep the entire risk on a
high excess layer if the chances of a
catastrophe were remote, like the
coverage it wrote for the Kansas
City Hyatt Regency Hotel, "where
your judgment would have led you
to believe it was a very fine risk."

"Your judgment would tell you
again to write that same risk again
because in 100 years, they haven't
had that kind of loss and they
won't have another one for another
100 years. It's just being in there
that one year that's so awful."

Indeed, Baccala & Shoop re-
bounded last year from a period
marked by several major losses, in-
cluding the 1981 skywalks collapse
at the Kansas City Hyatt and the
1980 fire at the MGM Grand Hotel
in Las Vegas, Nev.

"We had the unfortunate luck to
be involved in some of the larger,
more publicized catastrophic losses,
such as the Hyatt Hotel and the
MGM." Mr. Baccala recalls. "Those
are all risks, certainly, that when
I'm making decisions we would
write again. .but we just happened
to be in at a most inopportune time,
to say the least.”

Practically all the claims from
both the Hyatt and the MGM disas-
ters have now been settled, he says,
though he expects the company
will be involved in litigation for
several years.

He estimates that Baccala &
Shoop has paid $35 million between
the two disasters.

WWhile the firm worked harder
than before last year to generate
new business, it watched some of its
old accounts go to other markets.

"They all shop around,"” Mr. Bac-
cala says. "Loyalty is a word that is
anathema to the insurance business
as far as the relationship between
companies and brokers."

Although Baccala & Shoop is
competing for new business just
like everyone else, he says it won't
succumb to cut-rate pricing to hold
onto its place in the industry.

"We have attempted to obtain
their business-to stretch ourselves
price-wise as much as possible-but
if we feel at a certain point that we
can no longer meet the competi-
tion, then we unfortunately have to
let the risk go," he says.

"We're planning to attempt to
underwrite on a very restrictive
basis and hopefully retain the
major business we have on our
books," he says. "But if we have to
lose it. we'll lose it and at prices we
think are totally impossible to
make a profit at."

Mr. Baccala does not foresee any
major changes in the company's op-
eration, nor does he expect to offer
any new products in the near fu-
ture, unlike many of the other top
wholesalers that are counting on
new products to restore their de-
pressed premium growth.

For instance, the underwriting
manager's plans to market a pack-
age product for community banks
with deposits of $250 million or less
now sit by the wayside. The project
has been virtually abandoned "be-
cause of a lack of a market,"” Mr.
Baccala says.

"We only hope that some sanity
will return to this business some
time in the foreseeable future," he
says. "In the meantime, we're going
to attempt to (retain) on our books
those risks we think have been his-
torically profitable and (that pres-
ent) an opportunity to underwrite

at a profit even in today's depressed
rate levels.

"On risks we feel are profitatle
or we feel we can extend a lot of
capacity, we provide excellent ser-
vice. When they have a claim,
they'll be handled better (by us)
than anyone else in the industry."

Besides its hime office in New-
port Beach, :he firm has offices in
Atlanta; Dallas. Los Angeles; Min-
neapolis; Memphis, Tenn.; New
York; Chicago Philadelphia; San
Francisco; Houston; Seattle and Co-
lumbus, Ohio. It also maintains a
field office in Tulsa, Okla.

Besides Mr. Baccala, other prin-
cipal officers include Noel Higgitt,
president; Thomas Allen, senior
vp-finance; Stanley Sheldon, senior
vp-casualty; Rich McAdam, senior
vp-property; John Broderick, se-
nior vp-claims; and William Spar-
gur, senior vp-production.

Baccala & Shoop is a member of
NAPSLO.

-By Steve Taravelia
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Victor O. Schinnerer

& Co. Inc.

5028 Wisconsin Ave. N.W.,

Washington, D.C. 20016;
202-686-2850

1982 1981

Premium volume. $115.000,000 $114,000,000
Gross rev $14.950,000- $14,820,000+
Employees. 123 118
Commercial lines, . 100% 100%

*Bl estimate

Several years ago, Victor O.
Schinnerer & Co. Inc. hammered
out its long-term goal.

"We wanted to expand our prod-
uets so we could be a one-stop facil-
ity for our producers, particularly
in the area of professional errors
and omissions coverage," recalled
Douglas Dolan, Schinnerer's vp of

technical services.

During the last year, Schinnerer

moved closer to its ultimate goal:
having a liability insurance product
for every profession.

New programs include errors
and omissions coverage for real es-
tate agents as well as liability insur-
ance for non-profit organizations.

In addition, Schinnerer, a subsid-
:ary of Marsh & MelLennan Cos.
Inc.,began to offer directors and
officers liability insurance, prod-
ucts protection and recall insurance
and a new policy that indemnifies
an individual taxpayer for extra
-axes that must be paid after an In-
:ernal Revenue Service audit.

Schinnerer's expansion into new
product lines will continue.

"We'11 continue to expand the
kinds of products we offer. It is in
our interest to have as diverse a
portfolio of products as possible,”
Mr. Dolan said.

That expansion already is paying
off. At a time when other special
lines organizations experienced de-
clines in premium volume, Schin-

nerer stayed on an even keel.

Schinnerer's premium volume
increased slightly in 1982 to $115
million from $114 million in 1981,
but that growth was down from the
3.6% increase reported in 1981. The
company is the seventh-largest
managing general agentiunder-
writing manager in the Business
Insurance survey.

Schinnerer officials believe their
decision tc offer more products will
lead to more positive results.

"Time was devoted to developing
new products that won't show up as
revenue lor a number of years,"
said Lezlie Brincefield, Schin-
nerer's advertising director.

The new errors and omissions

coverage for real estate agents
could be one of those winners.

"Fewer than a half of the roughly
125,000 real estate firms in the mar-
ket now carry some version of this
type of coverage," Mr. Dolan said.

Real estate agents' vulnerability

to errors and omissions suits has in-
creased because buying and selling
residential property has become
more complex. For example, in-
stead of arranging a simple mort-
gage, selling a house now may de-
pend on an agent's ability to set up
a creative financing arrangement
for the buyer.

Schinnerer's E&O policy, offered
for the first time late last year, is
written by The Travelers Indem-
nity Co. with a $10 million limit
and deductibles as low as $500

Schinnerer's target is medium-
sized real estate firms-agenzies
with 75 to 100 sales agents and $2
million to $3 miillion in annual
commissions-but coverages can be
arranged for agencies with just one
or two agents.

Given its Washington base,
Schinnerer was a naturual to cffer
a liability insurance policy for non-
profit organizations that covers
errors and omissions, personal in-
jury and publishers' liability.

...SINCE 1887

A STABLE OCEAN MARINE, INLAND MARINE

AND MULTI-PERIL MARKET

Four World Trade Denter, New York, N.Y. 10048

212-775-1300

Atlanta - Baltimo-e - Boston - Ch cago - Clifton. N.J. - Columbus - Dallas - Detroit
Hamilton, Bercruda- Houstor - Los Angeles - New Orleans- New York Regional
Philadelphia- Pittsburgh- San rancisco Seattle- Syracuse- Toronto- Vancouver

Correspondents throughout the World

"There are more associations in
Washington than any other city
and we already had a fair number
of contacts with associations be-
cause of our other products," Mr.
Dolan points out.

Its non-profit organizations lia-
bility program, written by Chubb
Group, offers limits up to $35 mil-
lion. Deductibles start at $500.

Chubb also is now supplying
Schinnerer with a directors and of-
ficers liability policy to fill a gap in
the underwriter manager's portfo-
lio of products.

"We had been getting a number
of D&O submissions from pro-
ducers because they look at us as a
speciality market. Instead of turn-
ing away submissions, we wanted
to have a facility," he said.

The Chubb D&O policy, which
has a $35 million limit, has been
doing well since it was introduced
last fall, Mr. Dolan said.

Chubb also is writing a products
protection and recall insurance pol-
icy marketed by Schinnerer that
has a $25 million limit.

The Chubb policy covers, among
other things, the cost of additional
advertising expense a company
may incur when the reputation of
one of its products is damaged and
the cost of a voluntary or govern-
ment-mandated product recall.

While Schinnerer has received
inquiries about the coverage, Mr.
Dolan said it is too early to tell if
the policy will become a major
product.

Of all of Schinnerer's new prod-
ucts, the one that probably has cap-
tured the most public attention is
its tax audit insurance policy.

The coverage, written by Central
National Insurance Co. of Omaha,
Neb., pays additional taxes assessed
by the Internal Revenue Service as a
result of a personal tax audit.

The policy is designed to pay up
to $100,000 in cases where the IRS
rejects the taxpayer's or accoun-
tant's interpretation of tax rules. It
does not cover mathematical or
clerical errors, omissions of gross
income, fraud or negligence.

In addition, the policy reim-
burses the taxpayer for up to $1,000
in professional fees-accountants’
and attorneys' charges-that are
incurred during the initial stages of
an IRS audit.

To buy the policy, a taxpayers'
return must be prepared and signed
by a certfied public accountant or a
tax attorney.

It is too soon to say if the policy
will be a winner-approval by
most state insurance departments is
not expected before early 1984-
but the company says the influen-
tial accounting profession already
is enthusiastic about the coverage,
known as TAXRIGHT Tax Audit
Insurance.

Schinnerer officials say annual
premiums for the policy will start
at $100, while most taxpayers can
be insured for less than $600,

It's possible that some employers
may buy the policy for their work-
ers and include it in their employee
benefit program, Schinnerer offi-
cials say.

Aside from introducing new poli-
cies, Schinnerer streamlined some
existing ones. For example, the pri-
mary and excess portions of Schin-
nerer's professional liability insur-
ance policy for hospitals, which
had been written by different in-
surers, now is written only by The
Travelers.

"It isn't a good situation when
different insurers are writing dif-
ferent portions of the risk,” Mr.
Dolan explained.

In fact, Schinnerer's biggest
growth during the last year was in
the health care professional liabil-
ity field, where it can supply up to
$35.5 million in primary and excess
coverages.

Much of that growth came from
Florida hospitals that fled the state-
chartered Patients Compensation

Continued on facing page
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Fund to avoid special assessments
to make up for years of artificially
low rates (BI, July 26, 1982).

So far this year, Schinnerer has

| picked up 55 Florida hospitals, gar-

nering 25% of the state's hospital
professional liability insurance
market, according to Jim Willging,
a vp in the Washington office.

Besides its new offerings, the 45-
year-old company is continuing to
improve the product that made it a
name in the speciality lines market:
architects and engineers profes-
sional liability insurance.

"Architects and engineers cover-
ages are still our bread-and-butter
product,"” Mr. Dolan said. Schin-
nerer's experience in architects and
engineers professional liability
problems is the reason that it so to-
tally dominates the market for the
coverage, Mr. Dolan said.

"We have more experience in the
specialized area of A/E than any-
one else, having done it for 26
years. We have worked closely
with the same insurer-CNA-and
the architects and engineers pro-
fessional trade associations to pro-
vide a stable, solid market during
all those years," Mr. Dolan said.

Schinnerer isn't resting on its
laurels in the architects/engineers
market. For example, it recently
expanded its successful project in-
surance by adding an owners' mul-
tiproject policy.

Under the standard policy, all
the design professionals working
on a single project are covered dur-
ing the construction of the project
and several years after the project
is completed.

The standard limit on project in-
surance is $25 million, but Schin-
nerer can put together $75 million
or more. "We can respond in a mat-
ter of a couple of days to higher
limits," Mr. Dolan said.

The owners' multiproject policy
adds a new twist by allowing
owners involved in the simultane-
ous development of multiple
projects to purchase one policy pro-
viding coverage for the design
teams on every project undertaken
during the policy period.

While project insurance is a pop-
ular coverage for mass-transit
projects, skyscrapers and sewer
projects, Schinnerer last year sup-
plied coverage for a most unusual
project: the construction of two
major operation bases and 38 out-
posts for the 3,000-man multina-
tional peacekeeping force estab-
lished by the Camp David accords
to patrol the Sinai Desert.

Schinnerer will deal directly
with risk managers, with the retail

55t actpirua;Cl%MZ

cause he may not want to be in the
middle of a technical issue,” Mr.

Dolan said.

The majority of Schinnerer's

1 business is placed with CNA Insur-

ance Cos. and it is an underwriting
manager for Columbia Casualty
Co., a CNA subsidiary; Federal In-
surance Co.; Northbrook Excess &

SurplusJosuwance-Cosdnited

Mount Vernon Fire Insurance Co.;
and Central National Insurance Co.

It also does busihess with about
70 other insurers and reinsurers.

The company places 90% of its
business with admitted insurers.
More than 90% of its business is
handled as an underwriting man-
ager.

Schinnerer has about 7,000 to
11,000 commercial accounts. About

. 6,500 agents and brokers that place

business with the company.

, Full-service offices are located in

Washington, New York, Chicago
and San Francisco.

Principal officers of Victor O.
Schinnerer include: J. Sprigg Du-
vall, president; James R. Stevens,
executive vp; and Merrill B.
Walker, Paul L. Genecki and
Thomas Tucker, senior vps.

-By Jerry Geisel

Stewart Smith

Holdings Inc.

123 William St., New York, N.Y.
10038; 212-964-2929

1982 1981

Premium volume. $210.000.000* $217,000,000*
$28.000,000* $24,500,000*
Employees....... 228" 228"

Gross rev.

Commercial lines. NA NA

*Bl estimate.

Stewart Smith Holdings Inc. isn't
waiting for a return to the good old
days of high commercial insurance
rates and tight capacity, says Presi-
dent Martin E. McConnell.

The surplus lines brokerage and
underwriting manager, owned by
Lloyd's of London broker Stewart
Wrightson Group P.L.C., is plan-
ning to grow by offering a variety
of specialty insurance products to
retail brokers and several under-

writing and reinsurance services to

insurers.

New products and coverage re-
finements should be the true goals
of a good excess/surplus company,
because the surplus marketplace is
defined by-but not dependent
upon-the retail commercial insur-
ance cycle, Mr. McConnell
explains.

Although the insurance industry
may generally define "surplus
lines" as coverage underwritten by
non-admitted insurers, Mr. McCon-
nell believes that definition is old-
fashioned and inaccurate. Surplus
lines products can be marketed by
licensed or unlicensed insurers as
the marketplace or state regula-
tions allow.

The key, he says, is the product
and its design.

Insurance coverages for pre-
viously difficult-to-place risks, like
product liability, are now available
from admitted insurers through re-

66Insurors have

sustained a $14 billion

loss on underwriting
last year that's a 110%

ratio for 1982"

If=L -
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tail brokers. Although risks like
these made up the surplus lines
marketplace of the past, they may
never again fit that category, Mr.
McConnell says.

But new exposures, liabilities and
insurance concepts are being disco-
vered every day, and these become
the contemporary surplus lines
market, he explains.

Environmental impairment li-
ability, public entity liability, aero-
space coverages and residual value
guarantee insurance are the sur-
plus lines of the present, according
to Mr. McConnell, established by
the needs of the corporate buyer
and the attitudes of the retail mar-
ket.

"The surplus lines business is a
floating marketplace," he says. "It
must be constantly changing, de-
fining new risks and coverage
needs, designing coverage and

finding capacity for exposures that
need it.

"I'm sure there are some brokers
out there who are waiting for the
market to change, but | think that
this is the market and it's our job to
adapt.”

However, even Stewart Smith,
the largest predominantly E/S bro-
ker in the nation, has not comple-
tely been able to resist the competi-
tive pressure and falling rates. The
firm's 1982 premium volumel
which according to Mr. McConnell
s "in excess of $200 million but less
than $250 million," is a few per-
centage points less than in 1981, a
testimony to shrinking premiums.

Business Insurance estimates
Stewart Smith's 1982 premium vol-
ume at $210 million, based on inter-
views with U.S. and London indus-
try observers. That's 3.2% less than
the company's estimated volume of
$217 million in 1981.

But the fact that the company's
1982 volume is only slightly below

Continued on next page

66Ahemm ...We had an

underwriting profit for
the 19th consecutive

"wik

year.

* Has this become a habit at VWestern World?!17?!

Apparently so, considering that 19

years brings us back to our formation
year of 1964. And with the hope of not
boring you with even more statistics,

here's a few other interesting

comparisons.

Assets

*

Aggregate average for the industry ...103.1%
Western World ...l 132.4%

Policyholders' Surplus *

Aggregate average for the industry...102.3%
Western World............oooiii 291.2%

Loss Reserves *

Aggregate average for the industry...123.9%
Western World...............oo. L 186.5%

L:*-52/47%

*

Net Investment Gain

Aggregate average for the industry...219.4%

Western World....... ...

*Forthe 5-yearperiod December31,1977 to
December31,1982.

435.6%

We have a feeling we've been doing
something tight over the years and the
figures seem to confirm it. If you would
like to know more about us and our

specialty lines programs just drop us a
line. You'll find we even have a pretty

good response performance.

WESTERN WORLD

INSURANCE COMPANY, INC.

48 South Franklin Turnpike
Ramsey, New Jersey 07446-0504
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1981's is a testimony to the new
products the brokerage has devel-
oped, Mr. McConnell says.

"It's certainly true that most
kinds of insurance cost less, but
corporations are also buying more
insurance,” Mr. McConnell re-
marks. "We are trying to cultivate
rather than buy growth by doing
something better with our products

and offering more of them to meet
current needs.”

Stewart Smith was founded in
the late 1940s as a Midwest regional
excess/surplus lines brokerage and
merged with Matthews Wrightson
Ltd., a British company in 1973.
The U.S. company, executives say,
kept the Stewart Smith name for
domestic recognition, but the com-
pany actually functions as the U.S.
counterpart of Stewart Wrightson,
marketing U.S. risks domestically
and abroad and serving as a U.S.
link for foreign clients.

The excess/surplus lines bro-

ANNOUNCING

THE END

OFTHEWAITINGGAME

IN PROFESSIONAL

LIABILITY INSURANCE.

You know how it works: The

long wait for a response from a

professional liability market.
Sometimes as long as four or
five weeks.

And all the while. your
client keeps phoning to find
out what's taking so long.

It's a great way: to lose
business.

We have a better idea:

faster turnaround times. Usu-

ally in just four or five days.
We can do it because we

have some of the best one-

track minds in the business.

People who specialize in
specific areas. like Lawyers
Professional Liability Or
Accountants. Or Architects
and Engineers. And

many others.

When you're dealing with

someone who really knows

the territory. you can expect
faster answers and better

service.

What's more, you'll find
we re always ready to assist
you-before and a*r the sale.
And we offer you top quality
coverage at competitive rates.

So why put up with the
waiting game? For fast, knowl-
edgeable service in profes-
sional liability give us a call.

PROFESSIONAL MANAGERS
INCORPORATED 2 No. Riverside Plaza, Suite 1460,Chicago, IL 60606

PHONE 312-559-0101 TELEX: 27-0625

kerage operation, which now
makes up about 60% of Stewart
Smith's business, is internationally
known for expertise with aviation
risks and for selling controversial
executive kidnap and ransom in-
surance.

However, executives note that
the bread and butter of Stewart
Smith's brokerage business are
more mundane —--/
liability cover- » /.-T»<\

ages.

urhbefg Itasitad:cu ]

ity insurance, a,p. .

directors.and of- 9

insurance, board

of education lia-

bility insurance,

law enforcement Mr. McConnell
officers liability

coverage, professional errors and
omissions insurance, bankers' and
trust company errors and omissions
and specialty accident and health
coverage for key corporate execu-
tives, performers and professional
athletes.

Recent additions to the Stewart
Smith portfolio include environ-
mental impairment liability cover-
age, residual value guarantee in-
surance and a line of aerospace in-
surance products covering the
launch and operations of satellites.

Stewart Smith's environmental
impairment liability coverage, an-
nounced earlier this year, is under-
written by Great American Surplus
Lines Insurance Co. for up to $25
million per occurrence and $50
million aggregate.

Residual value guarantee insur-
ance, policies that insure against a
reduction of value of leased equip-
ment, also available, is under-
written by Lloyd's and other do-
mestic and international insurers
{Bl, May 9).

Satellite insurance, also under-
written primarily by Lloyd's, is
available for almost any limit re-
quired, but the brokerage has in-
house underwriting authority for
$10 million to $15 million depend-
ing upon the risk.

However, most of Stewart
Smith's "new" products are old
products that have been updated
and improved with broader cover-
ages and more precise wordings,
executives note. Some of the cover-
ages are brokered and others are
underwritten directly through its
underwriting management subsidi-
ary, Wrightson & Co.

"Our strength, we believe, is our
continuing interest in refining and
improving our products, devel-
oping new policy wordings to
match developing exposures.

"For example, we think we were
one of the pioneers of directors and
officers coverage years ago, but we
didn't stop by just developing the
coverage and selling the product.
The D&O policy has undergone
continual rewriting and designing
to keep up with the times and the

competition."
Mr. McConnell believes that

Stewart Smith is one of the most
copied brokers in the business.

"We deliberately put some mis-
takes in early sample copies of our
D&O0 policies," Mr. McConnell re-
marks. "We later discovered that
our competitors had copied our
forms exactly, complete with mis-
takes. It's a compliment in a way."

Stewart Smith has also continued
to expand and refine its public en-
tity insurance products, pioneering
third-party liability coverage for
school boards and law enforcement
official liability coverage.

Another competitive edge, Mr.
McConnell believes, is Stewart
Smith's "unaligned" status. While
many major competitors are either
owned or dominated by large na-
tional U.S. retail brokers or insur-
ers, Stewart Smith remains rela-
tively independent in the United
States, a fact appreciated by re-
gional retail brokers, independent

Continued on facing page
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agents and risk managers.

Although Stewart Smith is an ex-
cess broker for financial institution
risks brokered by Rollins Wright-
son Co., a joint venture between
Rollins Burdick Hunter Co. in the
United States and Stewart Wright-
son in Britain, it has no standing al-
liance with any of the major U.S.
brokers. Rather, it continues to
work with almost all of the major
brokers on specific risk assign-
ments. Frequently, those assign-
ments are made at the request of
the risk manager.

"The retail brokerage client has a
lot to do with our working on their
risks. Risk managers seem to be
aware of our reputation in certain
fields, such as aviation, public enti-
ties and other liability areas,” Mr
McConnell explains.

Stewart Smith's international
connections with Stewart Wright-
son also help, he adds.

"We market coverages domesti-
cally and internationally simultan-
eously through Stewart Wrightson
while many of our competitors
switch back and forth from their
domestic operations to their Lon-
don brokers. In some cases, we can
respond faster with a broader
spread of markets."

The brokerage, however, is a
wholesaler and will not do business
directly with corporate risk manag-
ers, Mr. McConnell says, though he
is aware that some risk managers
want to deal more directly with un-
derwriters. Stewart Smith execu-
tives believe that retail brokers are
an essential part of the team de-
signing and marketing corporate
insurance programs.

"Organized correctly, all mem-
bers of a risk-handling team pro-
vide something important to the
design of proper coverage. The re-
tail broker should be present in ne-
gotiations because it's the retail
broker who is most aware of the
service provided the client and the
extent of the program.

"Though we say that brokers
should know as much about their
client's business as the client itself,
that can never be true, so the client,
too, is essential to discussions, pro-
viding information about the risks
and the company's philosophy."

The firm provides a specialized
product knowledge and experience
with worldwide markets, he says,
and at the request of the risk man-
ager and the retail broker, Stewart
Smith will set up a meeting with
overseas underwriters.

The goal of such a meeting is to
facilitate communication about
complex risks, not cut out a step in
the brokerage process.

Stewart Smith's specialized prod-
ucts and market knowledge is also
what attracts regional brokers "and
an awful lot of independent
agents,"” who come to Stewart
Smith with coverage problems, ac-
cording to Mr. McConnell.

"We are a national organization
and we do not ignore any part of
the country or any type of retail
agent or broker. We are not just a
house for alphabet brokers, nor are
we just interested in some regional
firms. And we do not want to ig-
nore the needs of independent
agents,"” he says.

Agents are particularly good cli-
ents for Stewart Smith, industry
sources note, because many small
agents control the insurance pro-
grams of public entities, which are
a prime market for Stewart Smith's
portfolio of third-party liability
coverages.

Moreover, Mr. McConnell be-
lieves that independent agents
serve a very important role in the
commercial insurance market and
deserve the support of the whole
insurance industry.

"The agents are the ones in the
trenches fighting our battles
against banks who desperately
want into the insurance business,"
he explains. "Banks are beginning
their efforts with personal insur-

ance and small commercial risks,
but if the agency system falls,
banks will be breathing down the
commercial .nsurance industry's
necks in no time."

If banks do gain a foothold in in-
surance, Mr. McConnell adds, the
additional capacity they would
bring would be bad for the market-
place as a whole, but would benefit
the surplus lines broker.

"If banks become underwriters,
they will write what they want and
what they understand, pressuring
the retail insurance market and
driving capacity away from the re-
tail business and back into the sur-
plus lines market, which banks are
not likely to understand immedi-

ately. This would benefit the sur-
plus lines market, which is always
looking for capacity for big risks,"
he says.

About 40% of Stewart Smith's
volume is generated by its under-
writing management for a small
stable of both admitted and non-
admitted insurers including the
Calvert Insurance Co., a Stewart
Smith subsidiary. The under-
writing management activities
were concentrated in subsidiary
Wrightson & Co. in July 1982, Mr.
McConnell says, to provide a clear
separation between brokerage and
underwriting functions.

However, Wrightson & Co.,
which was founded as the first U.S.

subsidiary of Stewart Wrightson in
1924 and reactivated in 1980, un-
derwrites many of the surplus lines

products marketed by Stewart
Smith.

Mr. McConnell declined to reveal
all the insurers for which Wright-
son & Co. underwrites and their
loss ratios, but noted that "overall
our book is profitable for the insur-
ers we represent.”

Stewart Smith also brokers rein-
surance for client insurers through
its Stewart Smith Intermediaries
Inc. subsidiary and occasionally
provides casualty claims auditing

services.

Stewart Smith Holdings Inc. sub-

sidiaries include: Stewart Smith

East Inc.; Stewart Smith Mid
America Inc.; Stewart Smith West
Inc.; Stewart Smith Southwest Inc.;
Stewart Smith Intermediaries Inc.;
and Calvert Insurance Co.

The company currently has 225
employees working in 12 cities:
New York; Chicago; Los Angeles;
Dallas; San Francisco; Detroit; Bos-
ton; Washington; Pittsburgh; Phila-
delphia; Atlanta; and Edison, N.J.

Principal officers in addition to
Mr. McConnell include George
Gibbs Jr. and Paul W. Sult, senior
vps; J. Howard Payne, vp; and
John R. Rogers, vp-finance.

Stewart Smith is a member of
NAPSLO,

-By Len Strazewski
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Swett & Crawford

Swett & Crawford

4201 Wilshire Blvd., Los Angeles,
Calif. 90010; 213-937-5411

1982 1981
Premium volume. $165,021,850 $164,591,000
Gross rev.. $14,400,000 $14,558,000
Employees. 192 212
Commercial lines. 100% 100%

It would be hard to imagine a
year of greater change than 1983
has been for Swett & Crawford, the
nation's second-largest wholesale
broker.

In May, President Roy B. Oddy
announced his resignation to start
up a new brokerage in Dallas
under the wing of Sedgwick Group
P.L.C., the largest Lloyd's of Lon-
don brokei-age (see story, page 6).

Two other senior Swett staffers
left to join Mr. Oddy in the Texas
venture. John W. Hanna and Anita
Chanpong were major producers
for Swett & Crawford whose de-
parture could impact new business
activity.

Adding to the management
drain, Swett & Crawford suffered
another personnel loss when San
Francisco Regional Manager and
Senior Vp Russell D. Durkee died.

But, the biggest change came
after Continental Corp. decided to
divest itself of Swett & Crawford,
which it has owned since 1976. The
partnership had never really
achieved the kind of synergism
with the insurer's retail agents that
Continental had wanted.

Continental found a buyer in
The St. Paul Cos. Inc., which last
year embarked on a major cam-
paign to create National Insurance
Wholesalers Inc., a network of
wholesale brokers.

NIW has doubled its size through

internal growth
-WFI and a string of

, 1"1' majerand-minor

—— ing the first six

-. s TNSIT his

glFIEIll undoubtedly ap-
pear among the

Allmt : top 10 specialty
- Lilli'i'r”: marketers in the

Mr. Henderson Business Insur-
ance rankings
next year.

St. Paul will reportedly pay Con-
tinental $30 million to $40 million.
for Swett & Crawford. St. Paul ex-
pects to finalize the acquisition by
Sept. 1 or soon thereafter (Bl, July
18).

For the time being, at least, Swett
& Crawford will retain its name,
separate identity and management.
It will be run as a separate unit
parallel to NIW.

Continental will retain the risk-
bearing companies that were part
of the Swett & Crawford Group,
including Harbor Insurance Co.,
Pacific Insurance Co. and its affili-
ate Continental Insurance Co. (Eu-
rope) Ltd. Continental also is keep-
ing Appleton & Cox, a San Fran-
cisco-based wholesaler that
specializes in small, difficult-to-
place commercial and personal
lines risks.

There are a lot of unanswered
questions about how Swett &
Crawford will fit into the St. Paul
family and how the brokerage wiill
do business in the future without
corporate ties to Harbor, its most
important market.

For example, Swett & Crawford
Management Ltd. in New York, a
separate entity that was also pur-
chased by the St. Paul, could lose its
staff to Harbor since it functioned
as underwriting manager for the
insurer on the East Coast. The
management company underwrote
and designed many of Swett's spe-
cialty programs.

Despite the many uncertainties,

however, Swett executives and re-
gional managers feel good about
the change, reports Mac W. Hen-
derson, who assumed the presi-
dency after Mr. Oddy's departure.
Mr. Henderson also is chairman of
Foremark Corp., a Continental
holding company that may be dis-
solved once the sale is complete.

"Now we will be owned by a
company dedicated to being a fae-
tor in the surplus lines business,"
explains Mr. Henderson. "The Con-
tinental was never dedicated to
that. They were more interested in
seeing how Swett & Crawford
could fit in with their other opera-
tions.”

Although Swett & Crawford was
never directly barred by Continen-
tal from exploring independent
business opportunities, the broker's
energies were siphoned off into ex-
perimental projects using Conti-
nental's ideas to achieve greater

synergies with its own retail agents,
said Mr. Henderson.

'Now we will be owned by a company dedicated

to being a factor in the surplus
lines business. The Continental was

never dedicated to that,' says Swett &
Crawford President Mac Henderson.

For these and other reasons-no-
tably conditions in the commercial
insurance market-Swett & Craw-
ford has been struggling in recent
years to hold its premier position in
the wholesale brokerage business.

Last year, the broker finally
managed to end a four-year slide in
premium volume from a high of
$203 million in 1977. During 1982,
S&C generated premium volume of
$165 million, about $430,000 more
than the year before.

Gross revenues of $14.4 million
were slightly lower than in 1982.

Mr. Henderson reports that the
company this year is holding quite
close to its 1982 performance. "Con-
sidering the management upheav-
als and the turmoil that's gone on
here related to the sale, | think
we've performed damn well," he
says.

'We've lost some outstanding
people, but we've got a lot of out-
standing people left."

Swett continues to specialize in
very large, sophisticated risks that
require the participation of a
number of markets, including
Lloyd's of London. Forty percent

of Swett's business is generated by
the alphabet brokers and the re-
mainder comes from large regional
and local retail brokers.

"There's a tendency for less of it
to come from the alphabet houses
because they have their own in-
house facilities,” concedes Mr. Hen-
derson. "Still, we have built an out-
standing reputation and so they
continue to seek us out.”

The broker occasionally meets
directly with the risk manager as
long as the retail broker has no ob-
jection, says Mr. Henderson. Occa-
sionally, Swett takes both the retail
broker and the risk manager to
London. Sometimes this happens
because the risk manager wants to
meet the London underwriter, or it
may be because the underwriter
wants to get a feel for the risk.

Swett's key London brokers are
Sedgwick Group and Lloyd
Thompson (Insurance Brokers)
Ltd. It also places risks through

Continued on facing page

AMERICAN
IN REINS

Natural catastrophe management
delayed claimscanblow youaway

There's no gas. no electricity no water.
no phone. Sometimes, as with the couple in
this news photo. there'S no house. Just an
empty place where their home used to be.

Six hours after the hurricane, you're
making your way through the debris, look-
ing foryour policyholders. You're wearing
your Catastrophe Tbam hat with your com-
pany's name on it. Your policyholders will re-
member that name with
gratitude as long as
they live.

They're lucky,
because you have a
Catastrophe Plan.

Your Cat'lbarn moved

in right after the storm,

bringing loss notices,

proof-of-loss forms, drafts,

pads. pencils, flashlights. food,

clothes -even special Cat kam hats to
facilitate passage through military and po-
lice blockades.

Your Cat Dam is among the ftrston the
scene. Ybu've got to inspect losses at several
hundredhouseholdsandbusinesses.Bypre-
arrangement with reliable local contractors

AMERICAN REDEFI

youareabletoprovide immediaterepairwork

Ifyou can't get to the scene right away;
competition for contractors and suppliers
becomes intense. Prices escalate. Cases
stretch out. Additionalliving expense in-
creases. Policyholdens. in deep trouble.
become irate. That's when people indespera-
tion turn to legal help, the State Insurance
Commissioner and the news media. As a
result your claim costs Will escalate and
your company's reputation will suffer.

With a Catastrophe Plan, your company
completes thejob and gets out while others
are still getting organized.

Consider a business interruption loss.

Ifyou can get a company back in business
even partially or under temporary shel-
ter-you help them keep their customers.
Your prompt action will reduce the cost
of your business interruption claims sub-
stantially

Y6u've helped your policyholders.
You've saved money. But even more impor-
tant you've enhanced your company's rep-
utation. In fact. yoU could gain many new
policyholders because ofyour fast and
efficient claim handling.



Continued from facing page
Fenchurch Group Brokers Ltd.,
Willis Faber P.L.C. and Hogg Ro-
binson Group P.L.C.

Swett is especially strong as a
marketer of insurance programs
for directors and officers liability,
political risks, environmental im-
pairment liability, builders’' risks,
operators extra-expense for large
oil and gas companies and oil patch
excess liability.

About $50 million of the broker's
premium volume is generated
through miscellaneous hard-to-

place excess property and casualty
risks.

Cost of well control, seepage
and pollution and cost of redrilling

4 insurance are combined into a sin-

gle policy in the broker's extra-ex-
pense program for oil and gas oper-

ators.

The oil patch program enables

- large oil companies to buy excess li-

ability insurance for combined ma-

rine and non-marine risks.

Nearly 40% of Swett's premium
volume last year was placed with
its sister companies-Harbor, Pa-
cific and Swett & Crawford Man-
agement. Other major markets and
their percentage of Swett's business
were: Lloyd's of London 15%; Bac-
cala & Shoop Insurance Services of
Newport Beach, Calif., 11%; Allianz
Insurance Co. in Los Angeles, 5%;
and Cameron & Colby Co. Inc. in
Boston, 3%.

St. Paul Surplus Lines Insurance
Co. has been a minor market for
Swett up until now, underwriting
slightly more than $1 million in
business submitted by the broker
last year. Mr. Henderson doesn't
expect Swett's new parent to make
big demands on its premium vol-
ume, although he says a target level
has been set.

"We might be doing something in
the vicinity of $10 million with the
St. Paul in a couple of years from
now," he speculates. But, St. Paul

has to gear up for this new busi-
ness, he says. "They have to tell us
what kind of business they want;
we don't know yet."

Swett's first responsibility will
continue to be to the retail broker
that needs help in marketing a
piece of business, he emphasizes.
"We can never become a captive of

an insurance company, and the St.
Paul understands this."”

Therefore, he explains, Swett &
Crawford's ability to place business
with its new parent will depend
upon the extent to which the in-
surer offers facilities compatible
with the needs of Swett's custom-
ers.

Swett will continue to enjoy the
exclusive use of Harbor and Pacific
for its D&O, operators extra-ex-
pense and environmental impair-
ment liability progfams through
1984, with protection of its renew-
als extended through 1985, Mr.
Henderson says.
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'We've lost some

outstanding people,
but we've got
a lot left; Mr. ,
Henderson says.

This guarantee, contained in the
letter of intent that St. Paul signed
with the Continental, gives Swett
time to substitute St. Paul or other
insurers behind its key programs.

"l would anticipate that, if the
Harbor remains as a surplus lines
market, we will continue to do a
substantial volume of business with
the company," he adds.

Although Mr. Henderson says he
does not know what plans Conti-
nental may have for the Harbor, he
points out that it takes time to

change a company's underwriting
direction.

FRONTIERS
URANCE

Ifyou're heavily exposed to hurricane,
tornado. wind. hail. flood or earthquake, a

well-designed Cat Plan can saveyou
of thousands, or

hundreds

——a

millions. Promptness is critical. As days go by
claim costs mount rapidly.

American Re can help you develop a
Catastrophe Plan. We are

involved with most natural

catastrophes that occur in the
United States. We have been

sharing this specialized

knowledge with individual
clients. Ifyou am interested
in catastrophe planning, we
invite you to contact Frank
Lichtenbdrger American Re's
specialist in Natural Catas-

trophe Management at

(212) 618-7000.

AMerican

Re-Insurance

Company

One Liberty Plaza
91 Liberty Street

NewYork NY - 10006

NES REINSURANCE

During the past several years,
Swett has suffered from the reluc-
tance of its major market to aggres-
sively compete in the price-cutting
battles waged throughout the in-
dustry. Swett ideally would have
liked to place about 50% of its busi-
ness with Harbor.

There is some possibility down
the line that Swett & Crawford
Management Ltd. may be licensed
as an insurance company and be-
come an underwriting facility for
the brokerage company. And,
Swett may scout out other markets
willing to let it underwrite for their

account in certain geographical or
class areas.

This would mark a definite de-
parture from Swett's past operating
style as a "pure" surplus lines bro-
ker without binding authority for
any markets.

It also would be consistent with
the trend in the specialty and
wholesale marketing bu-siness for
brokers to acquire in-house under-
writing facilities. In fact, Swett is
the only major wholesaler left that
does not wield the pen for at least
one of its markets.

During the next few years Swett
must rethink many of its specialty
programs to decide whether certain
functions will continue to be per-
formed by Continental affiliates.
The broker's environmental pro-
tection liability program illustrates
the complexities of this process.

The coverage has been under-
written by Swett & Crawford Man-
agement Co. Ltd., whose future is
uncertain. It has been insured
through Pacific Insurance Co., a
wholly owned subsidiary of Har-
bor, which is not part of the sale.
AnNnd, Continental Technical Ser-
vices, never a parr of Swett &
Crawford, has been performing the
risk assessment surveys required
by the underwriters.

In the shorter run, St. Paul, Con-
tinental and Swett & Crawford
must allocate the resources of the
large marble building on Wilshire
Boulevard that has served as corpo-
rate headquarters for Foremark
and Swett & Crawford. The broker
will soon be looking for new space
in Los Angeles to relocate its corpo-

rate and Los Angeles branch of-
fices.

"l would like to be set to move
into new offices by the first of the
year," says Mr. Henderson.

"We will be moving people from
Foremark into Swett & Crawford,
so that we will probably increase to
about 220 from our present 192,"
says Mr. Henderson. Sixty employ-
ees will be based in Los Angeles.

There are areas of potential inte-
gration with St. Paul that could re-
duce expenses for Swett. For ex-

ample, there are about seven U.S.
cities where both NIVW and Swett &

Crawford maintain offices.

"l would think there is some pos-
sibility of doing some combining,”
said Mr. Henderson.

"Bearing in mind that the cost of
business keeps going up, you have
to constantly keep your eyes open
for ways to increase production and
at the same time to cut expenses,”
he says.

Last year, Swett opened new of-
fices in Philadelphia and Tarzana,
Calif., located in the San Fernando
Valley north of Los Angeles.

Swett & Crawford's 17 other of-
fices are in Los Angeles; Atlanta;
Boston, Chicago, Columbus, Ohio;
Dallas; Denver; Greensboro, N.C_;
Hartford, Conn.; Houston; New Or-
leans; New York; Newport Beach,
Calif.; Portland, Ore.; San Diego;
San Francisco; and Seattle.

Besides Mr. Henderson, principal
officers include P. Kenneth Nit=z,
Donald Tarrance and Peter A. Wil-
kens, senior vps and regional man-
agers; and John Muldoon, vp and
regional manager.

Swett & Crawford, founded in
1926, is a member of NAPSLO.

-By Rhonda L. Rundle



There is neither East norl*st,

Border mr Breed,nor Birth H/hen Mo strong
men stand facetoface, thoudithey come
from the ends of the earth?"

Ridyard K:-plir.g

Today's economy is a world economy, demanding sophisticated, multinational
experience. For over a quarter century, the people of Cameron and Colby have
underwritten Special Purpose and Reinsurance Risks on a world-ide basis. In London.
In Europe. The Far East. And even behind the Iron Curtain. Experts working with
experts. Rising to the challenge of change. 0 Leaden in Special Puipose Couerages through
First State Insurance Co. and Professional Reinsurmice

throu# Nezo England Re. AIA 1 Cameron and Colby
Rising to the Challenge of Change

60 Batterymarcr St.. Boston/Wall St. Plaza, New York/
Tower Place. At anta/Har'fo-d Plaza Bldg., Chicago/
Hibernia Bank Bldg..Sa 7 Frarcisco/

Wilshire Sq. Il. Los Angeles
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TRACING SURPLUS LINES

How two markets are starting to intertwine

By Richard E. Stewart

HE QU-ESTION OF how to
regulate unlicensed,
non-admitted surplus lines
insurers is as old as
insurance regulation itself.
It is very much alive today
in many forums.

In the United States, business and
regulatory forces are drawing the
admitted and non-admitted markets
together. Some of the forces changing
these markets are cyclical but others are
structural and lasting.

There is concern about the
solidity of the large number of
unlicensed insurers that have
been attracted into insurance

markets around the world.

In Europe, the communities are taking
up the questions of freedom of service
and freedom of establishment in one

member country for insurers domiciled
in another.

Everywhere there is concern about the
solidity of the large number of
unlicensed insurers that has been
attracted into insurance markets around
the world by the high returns obtainable
in recent years.

The non-admitted market has a long
history in the United States and is
significant in the primary market, the
subject of this article, as well as in
reinsurance. Unlicensed insurers write
some $2.1 billion of annual direct
premiums here, according to statistics
gathered by Business Insurance (see
chart, page 11). American companies,
often licensed only in their state of
domicile, are important participants, as
are Lloyd's and insurers domiciled in
other countries.

This is an opportune time to look at the
American experience with non-admitted
insurers, at the origin and development
of the state rules on the subject and at the
prospects for both the non-admitted
market and the rules governing it.

In the early part of the 19th century,
before there was any regulation of
insurance here, several large cities
(including Boston and New York) were
devastated by fire. With the local
concentrations of insured property values
and the rudimentary reinsurance typical
of that era, the fires took many insurance
companies with them.

, Just after the Civil War, states began to
i enact laws requiring licensure, after

proof of satisfactory financial shape, as a
condition to letting an insurance
impany do business within their

borders. Under those laws, the usual way

of doing business in a state was to have a

license from the state and either an office

or a managing general agent there.

The underlying idea was that requiring
an insurer to obtain a license from the
state, subject to annual renewal, gave the
state the opportunity to review the
insurer's financial condition and general
fitness on a continuing basis. It also gave
the state all the regulatory leverage
implicit in the power to refuse to issue a
license, to refuse to renew it or to cancel
it during its term.

Throughout the history of American

insurance regulation,

- licensure has been easy,
particularly compared to
the rules governing entry
to other regulated
businesses in this
country. The legal steps
are simple; no test of
public necessity has to be
met; existing competitors
have no standing to
object; and initial capital
requirements are modest.
Yet from the beginning,

insurance has also been written in every

state by insurers not licensed to do
business there.

At the very time the licensure
requirement developed, the United States
was building its physical capital more
rapidly than the financial capital
available to insure it. Owners were often
unable to buy enough insurance to fully
cover their properties.

So owners had to turn elsewhere for
the remainder of their insurance needs,
for the excess or surplus coverage.

In those situations, licensed insurers
had all of an owner's business they could
handle and yet the owner wanted more.
Hence, licensed insures were unlikely to
object if the owner got additional
coverage from an agent not licensed in
the state.

The owner presumably had made the
arrangement with eyes open and could
hardly complain if the non-admitted
insurer refused or was financially unable
to pay the losses. The state was not in a
position to help, either with financial
surveillance or with judicial process, but
the owner had not made arrangements
relying on help from the state.

The key seems to have been that no
one, such as a competitor, broker or
insured, was disposed to complain or was
in any equitable position to do so.

That did not remain the case for long.
Shortly after the imposition of licensing
requirements and the first use of
unlicensed insurers to fill out capacity
needs, another kind of non-admitted
insurer turned up. It was the company
that sold to people who were unable to
get insurance at all in the voluntary,
admitted market.

Upon the presentation of claims, some
of those companies refused to pay, while

staying safely out of the state's
jurisdiction, or else turned out to be
insolvent. Their behavior was early
recognized as an appropriate subject of
regulatory concern.

By 1890, New York had a statute,
which became a model for other states,
setting two prerequisites for placing a
risk situated in the state with an
unlicensed insurer. First, the risk had to
be placed by a local agent or broker who
had a special surplus lines license.
Second, the risk had to be incapable of
placement in the admitted market, as

evidenced by written rejections by
licensed insurers.

In an era when the rationale for
allowing the unlicensed provision of
insurance was the shortage of admitted
capacity, those two rules were intended
to confirm that, in each case, admitted
capacity was indeed not available.

Subsequently, a third prerequisite
developed in New York and other states:
That the unlicensed insurer not have
been specifically debarred by the
insurance department or, alternatively,
that it had been specifically approved.
The rule was an attempt to keep out of
the state's market, regardless of the
capacity situation, insurers with bad
behavior records.

While those three requirements have

been supplemented over the years, they
remain the main rules for the

non-admitted market.

The American regulatory system relies
heavily on licensure and physical
presence, for reasons of orderliness,
disclosure and regulatory leverage. But it
also acknowledges the desirability of
making insurance available, even where
the admitted market cannot or will not

provide it.

HE PRESENT SYSTEM is
a compromise. The states
could have left their
marketplaces wide open, as
they were in the early 19th
century. Or they could
have closed them entirely
to unlicensed insurers, as many have
done with primary automobile insurance
and workers compensation. They did
neither.

The states went to the compromise
position because they were pulled in
opposite directions by two powerful
forces-the need for regulation based on
licensure in order to protect the public
and the need for outside capital to insure
the developing country. If those forces
were not enough to make a compromise
inevitable, they were reinforced by the
central role and by the needs and
limitations of the fire insurance cartel.

At the time the surplus lines rules were
developing, a far more serious debate was
going on about the most desirable system
of setting insurance prices. In that debate

the alternatives were antitrust and the

regulated cartel.

Different states went different ways
for different lines of insurance, but the
regulated cartel was the wider choice.
The largest line at the time was fire, and
the memory of the effect of devastating
fires on insurer solvency had just been
refreshed by the San Francisco
earthquake and fire. Price competition
was generally regarded as a drain on
surplus and hence on the ability to
respond to disasters and survive.

Having a single set of prices in a
market requires a single effective pricing
point, standardized products, market
participation restricted to those who obey
the rules and effective enforcement. In
insurance, that meant a rating bureau to
make rates and forms, subject to state
approval, controlled admission to the
market and policing of the market by
both the rating bureau and the state. It
meant, in short, a lot of standardization
by the state.

After the widespread affirmations of
the cartel, starting about 1910, the
American economy continued to outrun

the accumulation of finance capital to
insure it.

There still seemed no reason not to let
people, who wanted more or different
insurance than the admitted market
offered, go to unlicensed insurers.
Indeed, the uniformity and rigidity of the
admitted marketplace probably increased
the need for a resource outside the
system if the demand for insurance were
to be fully met.

About that time one first encounters a
new rationale for the non-admitted
market besides capacity-flexibility of
rates and forms. Thereafter, whenever
the cartel system was strengthened, the
call for free access to the more flexible
surplus lines market was not far behind.

In 1944, in the Southeastern
Underwriters case, the Supreme Court
held insurance, for the first time, to be
subject to the federal antitrust laws. The
following year, Congress passed the
M¢Carran-Ferguson Act granting the
insurance business an antitrust
exemption conditioned on its being
regulated by the states.

The condition was widely interpreted
as requiring "affirmative" state
regulation, especially of rates and policy
forms. To preserve their jurisdiction,
most states enacted laws requiring prior
state approval of changes in rates and
forms. The effect, ironic in the aftermath
of a price conspiracy case, was to put the
power of the state more squarely than
ever behind the cartel.

Predictably, one consequence of the
Southeastern Underwriters episode was
increased use of the surplus lines for the
capacity and flexibility unavailable in
the admitted market cartel.

Starting in the 1940s, the insurance
marketplace began to feel the presence of
companies that processed and distributed
personal automobile insurance at a lower

Continued on nezt page
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Two insurance markets begin to intertwine
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cost than the average company. A lower
cost does not have to be passed along as a
lower price. But the lower-cost
companies were relative newcomers to
the market and outsiders to the cartel
world and mentality, and the coverage
involved was rather routine. Passing the
savings along in price was only
competitive behavior.

After years of fighting in the courts in
the 1950s, the insurance departments of
some large states succeeded in allowing
those savings to be passed along. The
attack of the direct writers, first on the
personal automobile market and later on
the personal lines market, really began.

That development made rating bureaus
less effective for price maintenance, an
erosion of their cartel role continued up
to now through enactment of open
competition laws. The change is not yet
fully accomplished, and the American
insurance business has been fortunate in
the gradualness of so great a change, but
each year there is some movement.

Rating bureaus remain important in
their statistical and actuarial role in
analyzing losses and developing rates
but, except in a very few states, they no
longer have a role in enforcing
adherence to rates. That change has
made it easier for the admitted markets
to respond to the need for capacity and
flexibility in coverage and price. The
original reasons that gave rise to the
surplus lines market are declining in
importance.

From its earliest days, the surplus lines
market has also served risks that were
not acceptable in the admitted market for
reasons other than financial capacity or
flexibility of rate and form. Today this
insurance world of beauty parlors,
truckers, window washers, guard
services, motorcycles and demolition
contractors-the specialty market-is a
very important part of the world of
surplus lines.

Its characteristic is not that the
standard companies do not have the
financial capacity or legal latitude to
write the risks. It is that the standard
companies do not want to write them or
are not able to reach them on an

economical scale.

At first, the specialty market was
synonymous with the non-admitted
market, for only on that legal basis could
an insurer charge the rates and impose

the conditions that made the risks
insurable at all. But as the cartel has
declined and rate and form freedom has
increased, it has become possible, though
not yet always as economical or
convenient, to write them on an admitted
as well as a non-admitted basis. More and
more specialty organizations seem to be
doing business both ways.

In the early days of scarce capital and
rigid price control, a distinct market for
extra capacity and flexibility had, almost
by definition, to have a distinct legal

status. That is not as true of a market that

Richard E. Stewart is
chairman of Stewart
Economics Inc., a New
York consulting firm
specializing in Prop-
erty/casualty insur-

ance.

is identified by its willingness to insure. It
becomes possible to push that market
toward admitted status without
destroying it.

The shift in rationale is one key to the
market's changing fortunes. There are
others, both cyclical and structural.

Over the years, the business and
regulatory fortunes of the unlicensed or
surplus lines market in the United States
have varied with changes in admitted
capacity.

When markets are tight, admitted
insurers have all the business they want

and needs are still unmet. For the last

hundred years, that has been a situation
in which recourse to the non-admitted
market has not posed problems for
admitted insurers or for regulatory
officials.

When, as today, markets are
competitive and insurers want all the

business they can get, admitted insurers

When markets are

admitted

for efficient access to the fiercely
competitive world reinsurance markets.
To the extent it is so used, the surplus
lines market is doing something that

could be done as well on an admitted
basis.

Similarly, the specialty market,
lacking the logical necessity of separate
legal status, is being assimilated to the
admitted or standard market both in
what it writes and in how it is organized.

More and more standard companies,
seeing the superior profitability of the
specialty writers, are moving into the
business directly and through new
affiliations. The 10-largest specialty
market intermediaries and managers are
now affiliated with major insurance
companies or brokers (see chart, page 3).

The regulatory effect of the structural
changes in the market is the same as the
effect of the changes in its rationale from
capacity and flexibility to specialty risks.

competitive and

insurers want all the business

they can get, they see the non-admitted

competition as unfair because it is not

subject to equal regulatory burdens.

see the non-admitted competition as
unfair because it is not subject to equal
legal and regulatory burdens. Regulators
see it as unnecessary because the
non-admitted market is not supplying
anything admitted insurers would not
supply.

Those shifts in attitude have occurred
repeatedly in the past.

Around the turn of the century, when
markets were tight and pure capacity
was the usual reason for going to the
non-admitted market, the system seems

to have worked without incident. That is
also true of its role as a flexible
supplement to the rigid fire insurance
market.

In the 1920s, however, insurance
markets were highly competitive and
sometimes irresponsible, and state
regulators and legislators called for a
crackdown on "wildcat" insurance.

And so on. Most recently, the capacity
crunch in the standard markets in the
mid-1970s led to several years of
remarkable growth and profit for the
surplus lines, with scarcely a complaint
from admitted insurers or regulators.
Only at the end of the decade, with
capacity abundant, did the non-admitted
market stop growing and concerns begin
to be heard from all sides.

In short, concern over the surplus lines
market has been cyclical. The more
willing the admitted market to provide
capacity and to write theretofore
unattractive specialty risks, the more
concern about the unregulated provider.
But neither the competitive nor the
regulatory behavior is simply cyclical.

In a competitive market like the
present one, the use of the non-admitted
market for capacity and flexibility
becomes almost impossible to distinguish
from using it for price competition and

It is the same as the effect of the
current competitive cycle. It is the same,
for that matter, as the eventual
regulatory effect of the postwar loosening
of regulatory control over commercial
lines rates, forms and underwriting. The
effect is to push the admitted and
non-admitted markets closer together.

The coming together of the standard
and the surplus lines markets, for legal
and regulatory purposes, is evident from
the way public officials are treating three
currentissues.

First, in today's highly competitive
commercial insurance markets, many
people are complaining that the
prerequisites for access to non-admitted
markets, chiefly the requirement of prior
refusal by licensed insurers, are met
more in form than in substance.

Some regulators have taken the
position that unlicensed insurers are,
therefore, unfairly free to compete for
desirable business with licensed insurers
that are subject to heavier regulatory
obligations.

So they are trying to force through the
admitted market transactions that used to
go straight to the non-admitted market
and to take jurisdiction of someone in
every insurance chain.

The second current development is
that several states have set up new
facilities with some admitted, some
non-admitted and some novel
characteristics. New York, lllinois and
Florida have set up exchanges. Colorado,
Tennessee and Vermont have created
captive havens. Other states have created
filing exemptions and other facilities.

They are all attractions to keep
business in the state and country that

would otherwise have moved into

non-admitted markets here and abroad.

The new institutions symbolize the

coming together of the two markets
because they are now occupying positions
somewhere between them.

The third development is that
American regulators are wrestling with
the significance of public policy on the
rapid growth of captive insurers and
other methods of funding risk outside the
established insurance mechanism. Many
times they involve unlicensed insurers.

Regulation of admitted markets in the
United States is far more open, with far
more scope for diversity and far more
reliance on competition as an instrument
of social control, than it was 30 or 40
years ago. The specialty and surplus lines
markets are functioning far more like the
admitted market than they once did and
are structurally more integrated with it.

So as the markets come together, it is
easy to predict the legal basis on which
they will generally do so.

More regulators more times will make
more of an effort to get at the
non-admitted market, to make it less
accessible, to hold some admitted entity
responsible for the non-admitted
insurance transaction and, most
important, to get business into admitted
markets.

Every regulator knows that an
admitted market is easier to regulate
than a non-admitted or a mixed one.
Every regulator knows that as among
states and countries, the content and
quality of regulation are most uneven.
The regulator knows that the insurance
department of another state or another
country cannot always be counted on to
protect policyholders against the
depredations of an insurer domiciled
there.

Every regulator also knows that
getting licensed by your state is pretty
easy, and it is in the nature of the
regulatory perspective to believe that
one's own regulations are rather
reasonable.

Our system is a practical compromise,
quite lacking in conceptual elegance.
Practical considerations now create a
tendency both to liberalize admitted
market regulation for commercial lines
and to bring specialty and surplus market
activities more onto the same footing as
the admitted market.

Circumstances permitting, and now
they do more than before, the natural
regulatory direction is to close a market,
any market, in order to regulate it better.

The admitted and non-admitted
markets are being drawn together. Their
insuring appetites overlap. Their
organizations are integrating with one
another. Their legal positions are being
assimilated into one another.

As the two markets become more alike,
regulators will tend to treat them more
alike. They will loosen the rules for the
licensed market and will tighten the
rules for the unlicensed market. The
distinctive legal status of being
unlicensed will matter, in law and
business practice, less in the future than
in the past.

The Perspective section, which is a
forum for readers' opinions, is
compiled and edited by Assistant

Copy Editor Claudette Dampier. She
can be reached at 312-649-5282.



Montgomery & Collins Inc.

3700 Wilshire Blvd., Suite 400, Los
Angeles, Calif. 90010; 213-384-2101

1982 1981
Premium volume. $105,700,000 $94,100,010
Gross rev.. $10.400,000 $9,700,000
Employees. 160 156
Commercial lines. 100% loc%

Montgomery & Collins Inc. still
sees itself as a small company de-
spite steady growth since 1978 that
pushed it over the $100-million
mark in premium volume last year.

This perception of smallness by a

-4 company that ranks as the nation's

No. 3 wholesale broker hints at
how far the Los Angeles-based unit
of CIGNA Corp. still has to go to
get to where it wants to be.

) M&C President Robert P. Keul

has made no secret of his goal to
pilot M&C to the top of the nation's
wholesale brokerage business. He
thinks he can get there with broad
in-house underwriting facilities,
aggressive producers and CIGNA's
financial muscle behind him.

This combination last year gen-
erated premium volume of $105.7
million, a 12.3% increase over 1981.
Gross revenues rose at a slower
rate of 7.2% to $10.4 million from
$9.7 million a year ago. And M&C's
expenses rose more slowly than its

"Overall, | am really impressed
with the results," says Mr. Keul. "l
have a lot of very enthusiastic peo-
ple working here-who deliver."”

Mr. Keul believes that when it

- comes to win-

ning new cus-
tomers, there is
no substitute for

laa 1AQ-./71
my 11" - Al' getting out of the

office and meet-

i f-== iNng the retail

Lid/- trick is to juggle
M VM. calls on potential
El - customers with

Mr. Keul prompt, quality
service to exist-
ing accounts.

M&C has traditionally looked for
its customers among the medium-
sized regional and local brokers in
the markets where it does business.
However, as the company has
grown and its presence has spread
to more major U.S. commercial
centers, so has its business with the
national retailers.

"When a medium-sized (retail)
broker takes a big account away
from a national broker (because of
a wholesaler's marketing efforts),
your facilities really get known,"
observes Mr. Keul. "Then you'll
find the alphabet broker at your

door."”

The retail broker wants to use
the wholesaler that can protect his
or her relationship with the insur-

3 ance buyer. The alphabet broker

The

will use an unaffiliated wholesaler
-rather than the retailer's own in-
house wholesaler-if it's in the best
interests of the client relationship,
says Mr. Keul.

retailer's penalty for ignor-
ing this consideration will ulti-
mately be loss of the account to a
competing broker.

Occasionally, on a very sophisti-
cated account, M&C producers
meet with both the retail broker
and the corporate risk manager.
This happens most often in M&C's
international division, where there
is a heavier emphasis placed on ob-
taining engineering information.

M&C also has worked hard in re-
cent years to develop a professional
staff with an ability to handle al-
most any kind of problem risk.
This means that a M&C producer
may be able to increase placements
for a retail broker that previously
had shown M&C only certain
classes of business.

Since its founding in 1935, M&C

has earned a strong reputation as a
market for excess casualty and um-
brella coverages, for example. But
now, retail brokers that bring M&C
their tough casualty risks are urged
tc let the wholesaler make a bid on
property placements as well.

"It's not an easy thing to accom-
plish because you need true special-
is:s to handle the business prop-
erly," points out Mr. Keul. "You
can't take someone who spent a ca-
r€er on the casualty sidd of the
business and ask him as of next
Monday to start bringing you prop-
erly business."

During the course of the past
three years, however, Montgomery
& Collins has upped its percentage
of property business to about 45%
from less than 15% Barring a
change in the insurance markets
that might return wider profit
margins to casualty placements,
M&C expects its book to be about
evenly divided between property

and casualty this year.

"We're generalists by nature,”
sums up Mr. Xeul.

The typical. M&C branch office is
set up to handle a broad specirum
of property/casualty risks al-
though som€ locations have pro-
ducers who have carved out areas
of expertise. There also are pockets
of specializalion within the corn-
pany, including M&C Interna-
tional, which focus on h€avy cver-
seas construction risks.

A substantial portion of M&C's
premium volume is placed for hos-
pitals, municipalities, short-line
railroads and general construction
contractors. During the past couple
of years, M&C has been withdraw-
ing gradually from the trucking
business and expects to completely
curtail its placements of those risks
this year.

"Our results were poor, and
we've lost some of our expertise in
that class of business,” says Mr.

Coutinued on facing page

FALCPN

INSURANCE CQAANY
Excellence in Surplus Lines Property Insurance
Specializing in:
Fire - DIC - Inland Marine - Builder's Risk
Vacant Properties (Commercial) - Restaurants

Greenhouse Property
Seasonal Property (Commercial)

Serving select wholesale brokers countrywide.

600 Atlartic Avenue, Federal Reserve Plaza, Boston. Mass. 02208
Affiliate of Ccmmercial Union Insurance Companies

Who cares about the health and welfare
of ten million or more catfish?
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Jcmes Cravens, Pesident

Founded, 1913

Times change and so do the cove-ages >cu need.
Our product line has expanded tomeet the -world of
today and to anticipa-e the world of to norlow.
One thing that never changes is our ded cation to
providing personal service, strong markets, a,d
flexibility. Talk to us about all =f your property and
casualty insurance -teeds.

INNOVATIVE INSURANCE FOR 80 YEARS

GFl)Cravens, Dargan
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P.O. BOX 1660 / HOUS-CN, TX 77251 ' (713) 523-6100
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Continsei from preceaing page
Keul. He also blames the U.S. eco-
nomic recession for a drcp-off :n
available premium volume Yrom
trucking, which is very costly for
insurers to handle.

Containing expenses has been a
priority at M&C ever since Mr.
Keul assumed the top pcst three
years ago. The company's gr)wth
last year was achieved with only a
very slight increase in staff. And,
the drive for efficiency is forcing
M&C to reduce the number of mar-
kets its uses to place business.

Last year, the broker started
concen-xating its volume in 20 to 25
markets instead of '-shotgurning
the business all over the piace." re-
ports Mr. K€ul. Ninety percent of
its premium volume was placed ir__
20 companies. Besides being effi-
cient, the approach Great.es more
leverage and buying power with
the broker's key markets.

About 58% of M&C's premicm
volume is brokered, 41% is placed
with markets for which le com-
pany acts as managing general
agent and 1% is written with
Royale Belge |I.R; a Belgian com-
pany for which M&C acts as U.S
underwriting manager.

Roughly 37% of M&('s premium
volume is placed with Pazific Em.
ployers Insurance Co. and 13% Witt
California Union Insurance Co.
two other CIGNA units ir. Lcs An-
geles.

Other major markets for 4;hict.
M&C brokers business include Ad-
miral Insurance Co. in Eaddon-
field, N.J.; Allianz Insurance Co. in
Los Angeles; L.W. Biegler Inc. in
Chicago; Cameron & Coloy Co. izi
New Ycrk; Shand, Morahan & Co.
Inc. in Evanston, lll.; Transport In. -
demnity Co. in Los Angeles; and
Lloyd's of London.

M&C holds binding author.ty fc r
Western World Insurance Co. Inc.

It can't be avoided. But it caa be analyzed and provided for,

We know the risks associated with the oil and

maritime industries. We can provide immediate. high-limit
binding coverage for your clients. And we can settle

claims locally.
n y

If you're a licensed insurance bmker or agent.

Call us.

'1 have a lot of very
enthusiastic people

working here-who
deliver," Mr. Keul

explains.

in Ramsey, N.J.; Great Southwest
Fire |nsurance Co. in Scottsdale,
Ariz.; and Guaranty National In-
surance Co. in Englewood, Colo.

AnNnd, the company's under-
writing arrangement with Pacific
Indemnity (which Mr. Keul de-
scribes as less restrictive than bind-
ing authority) permits it to take a
small participation by the insurer
into the facultative reinsurance
market and build up very high
limits in the issuing policy.

This capability makes M&C a
very attractive market to retail
brokers because "risk managers are
demanding very high limits-in
one policy," explains Mr. Keul.

An account that required $15
million in casualty coverage a few
years ago might have been placed
with five insurers. The same ac-
count today may be buying limits
of $50 miillion-or $100 million-
and demanding a single policy.

M&C's ability to shop the facul-
tative reinsurance markets for cov-
erage to place behind a Pacific Em-
ployer's policy has been a key ele-
ment in M&C's growth. Mr. Keul
describes the insurer as a "360-de-
gree market,"” which accepts a
broad spectrum of property/casu-
alty, professional liability and other
risks.

Pacific Employers is an exclusive
M&C market for both umbrella
and excess casualty coverage.

"Pacific Employers has a lot of
capacity both domestically and in-
ternationally and is very eager to
write business and, therefore, can

give us competitive terms," notes

Mr. Keul.

Cal Union handles excess casu-
alty and property risks on an ex-
elusive basis to M&C in California
only. In other states, M&C is just
another source of business to the
insurer. Cal Union accepts property
risks that run the gamut from Main
Street-type commercial buildings
to really tough civil-engineered
bridges, tunnels and dams.

Admiral is an excess casualty
umbrella and specialty errors and
omissions facility that is receptive
to handling unusual new expo-
sures, says Mr. Keul.

M&C uses Allianz primarily for
property risks and Lloyd's of Lon-
don for excess casualty and prop-
erty coverages. A significant por-
tion of M&C's increased property
business has found its way to Lon-
don, helping to create a $500,000 in-
crease in non-admitted business
written by the broker in California.

L.W. Biegler is used by M&C for
general liability, errors and omis-
sions and other professional liabil-
ity placements. "They are very
good on small accounts-very re-

sponsive," notes Mr. Keul.

Shand, Morahan, as under-
writing manager for Evanston In-
surance Co., is used by M&C for
both professional liability and ex-
cess casualty risks.

The combined loss and expense
ratios on business bound by M&C is
"very, very good-less than 100%
-for all companies," reports Mr.
Keul. "But, some of it is long-tail
business,"” he points out. For the
brokerage business it generates,
M&C doesn't get regular reports.

Good underwriting begins with
the caliber of business, notes Mr.
Keul. But, it also begins with the
submission itself and what's in it.
VWhen an underwriter reviews a
professionally prepared submis-
sion, it is a lot easier to spot the risk
that "could ultimately come around
the corner and bite it."

So, one of the emphases at M&C
last year was implementing revised

brokerage procedures at each
branch to insure professional han-
dling of the business from the mo-
ment it comes through the door.
The procedures outline proper

handling of policy issuance and
maintenance of files. '

"The idea was not to make ev-
eryone march in the same batallion
but to eliminate any aspect of ac-
count handling that is less than
truly professional,” explains Mr.
Keul.

All in all, last year was not a pe-
riod of tremendous change for
M&C. Rates continued to deterio-
rate, putting pressure on each pro-
ducer to bring in new business just
to equal 1981 performances.

During the next three to five -
years, Mr. Keul expects M&C to »

grow at a 10% annual rate, a slight
slowdown from 1982. He expects
most of this growth to come
through increased penetration in

existing markets rather than r

through additional offices. "We are
still very, very small and there's so
much we are not getting near yet."
Besides growth in its property
placements, M&C is planning more
activity in the professional liability
area. Also, the company is devel-
oping in-house facilities for en-
vironmental impairment risks.
Although M&C's non-admitted
business grew slightly in California
last year, the broker's trend toward
placement of risks with admitted
markets continues. For each of the
past three years, M&C's percentage
of premium volume written
through non-admitted markets has
slipped about 5% to just 25% in 1982.
This trend will continue until the
standard markets, which have been
writing specialty and excess lines
in recent years, react to their scary
combined loss and expense ratios,
says Mr. Keul. When that happens,
they will retract their under-
writing tentacles and leave more
business for the non-admitted mar-
kets, he adds.
Lack of business-not just for

M&C but for wholesalers as a

group-caused the company to

close its doors in Portland, Ore.,

and Seattle last year, says Mr. Keul.
M&('s office in Atlanta also was

shut down.

"After five years of considerable
effort in those areas, we did not see
enough potential there,”
Keul.

In Seattle and Portland, the risk

base is very narrow-lumbering,

says Mr.

aerospace and a little ocean marine,
he adds. The wood products indus-
try that is so vital to the entire
Northwest has been hit hard by the
economic recession. And M&C is
not strong in the ocean marine
market.

"If the market changes, we may
reappear in some of these places.
Nothing is forever," observes Mr.
Keul.

Before the end of the year, M&C
expects to add an office in San
Diego that would handle accounts
north into Orange County. The of-
fice will open with a manager/pro-
ducer and an assistant and will
grow with the business.

Next month M&C expects to
move its Los Angeles offices one
block east to 3700 Wilshire Boule-
vard. Other offices are located in
Boston; Buffalo, N.Y.; Charlotte,
N.C.; Chicago; Columbus, Ohio;
Dallas; Denver; Detroit; Hartford,
Conn.; Honolulu; Houston; India-
napolis; Kansas City, Mo.; New Or-
leans; New York City; Philadel-
phia; Sacramento, Calif; San Fran-
cisco; San Jose, Calif; and Tampa,
Fla.

In addition, Montgomery & Col-
lins International is located in Los
Angeles.

Principal officers of M&C be-
sides Mr. Keul are: Gus Doering
Jr., Robert B. Angle and Warren D.
Miller, regional vps; and William
D. Long, underwriting vp.

Montgomery & Collins is a memi
ber of NAPSLO and AAMGA.

-By Rhonda L. Rundle



Top 5 surplus insurers

Lexington Insurance Co.

Lexington Insurance Co.

100 Summer St., Boston, Mass.
02110; 617-9564200

1982 1981
Gross premiums. $279,997,605 $268,824,000
Net premiums. $10,025,606 $10,804,000
Paid-in capital. $U00.000 $1,500,000
Capital & surplus. $35,994,000 $30,839,155
Employees. 199 184
Combined ratio. -33.2% -38.2%

Lexington Insurance Co. man-
aged a modest 4.2% growth in gross
premium volume in 1982, thanks
mainly to a near-doubling of its as-
sumed reinsurance.

While direct written premiums
rose by just under 1% to $259.4 mil-
lion from $257.4 million in 1981, re-
insurance assumed jumped 80% to
$20.6 million from $11.5 million the
previous year.

The combination was enough to
boost gross premiums for the larg-
est U.S. surplus lines insurer in the
Business Insurance rankings to
$280 million in 1982 from $268.8
million the year before.

Executives of Lexington, a sub-
sidiary of American International
Group Inc., refused to be inter-
viewed for this profile, but did an-
swer a few questions from an ex-

tensive written list submitted by
Business Insurance.

Much of the information in-
cluded in this profile is taken from
the company's 1982 annual state-
ment filed with the Delaware In-
surance Department, which offers
some insights into its performance.

Despite Lexington's large jump
in reinsurance assumed in 1982, the
key to Lexington's success last year
and in the past has not been as-
sumed reinsurance but ceded rein-

Huge ceding commissions picked
up as the company reduces its net
line have once again made Lexing-
ton profitable where incurred
losses and adjustment expenses
might otherwise have left it awash
in red ink.

Lexington's net written premi-
ums amounted to only $10 million
in 1982, a decline from 1981's net
line of $10.8 million. This means
that the company reinsured all but
3.9% of its direct written business, a
further decline from 1981, when it
kept 4.2%.

That ceded reinsurance produced
a whopping $64.3 million in ceding
commissions for Lexington, which
more than offset the insurer's un-
derwriting expenses and resulted
in an expense ratio of -167%.

This was an improvement over
the -139.8% expense ratio chalked
up in 1981.

The gains on the expense side
were needed to make up for de-
teriorating loss experience, though.

While Lexington suffered in-
curred losses and loss adjustment
expenses of $10.5 million in 1981,
these swelled to about $13.9 million
last year.

On earned premiums of $10.4
million, this translated to a pure
loss ratio of 133.9% in 1982, up from
101.6% the previous year.

Although loss ratios of that mag-
nitude might make some un-
derwriters cringe, Lexington didn't
manage too badly, ending the year
with a -33.2% combined ratio, up
slightly from 1981's -38.2%.

Lexington says its casualty, in-
ternational, special accident and
program departments showed good
loss ratios. In the property area,
Lexington officials said they are
-esponding to the soft market by

nproving their products and let-

T "others write the property ac-

-Ets that have historical poor loss

i or are written at unaccept-
te lev-Is.”

Underwriting income declined
12.1% to $13.1 million from $14.9
million in 1981, and net investment
income plummeted 27% to $4.2 mil-
lion from $5.7 million.

Along with ceding commissions,
Lexington draws some of its profits
from investing the premiums it col-
lects before passing them on to
reinsurers. One indication of the
results of this practice is that Lex-
ington's 1982 investment income
amounted to 45% of its net written
premiums, compared with an aver-
age 12% among other property/cas-
ualty stock companies, according to
Robert Brokaw, an analyst with the
New York firm of Miller, Tabak,
Hirsch & Co.

"They make a good deal of
money on the float," Mr. Brokaw

observed.

Continued on next page

REINSURANCE ANAGEMENT ERVICES, INC.

UNDERWRITING MANAGERS ON BEHALF OF

PINEHURST ACCIDENT REINSURANCE GROUP (PARG)

PARG provides all forms of Accident & Health Special Risk reinsurance throu%h ao%roup of 17 Life and Property-
/Casualty companies on both a facultative and treaty basis. Current capoacity is $10,000,000 per occurence.

CREDIT REINSURANCE GROUP (CRG)

CRG is a Pool composed ofLife Insurance companies active in the Credit Life and A&H field. The facility accepts Credit
life and Disability Reinsurance on both a facultative and treaty basis.

CROWN MEDICAL REINSURANCE FACILITY (CMRF)

CMREF is a market for all forms of Medical Expense Reinsurance with emphasis on the areas of self-funded and fully in-
sured per person excess and aggregate stop loss covers.

RMS

RMS Provides professional reinsurance management and underwiting services in the A & H/Special Risk field. RMS ac-
cepts business on both a direct basis and from intermediaries on accounts for which they have the authority to act.
We welcome your inquiries.
REINSURANCE MANAGEMENT SERVICES, INC.
14 COMMERCE DRIVE
CRANFORD, NEW JERSEY 07016
TELEPHONE: (201) 272-2240 TELEX: 467822

Maybe we didn't just arrange your

latest coverage.

Atlanta
7 Piedmont Center

Atlanta. Ga. 30305
1404) 2688555

Iks Angeles
3200 Wilshire Blvd.

Boston Chicago Dallas Detroit
1 Liberty Square

Boston. Mass. 02109 Chicago. 111.60€06
(617) 426-0615

New York
123 William Street

Maybe we invented it.

At Stewart Smith, our clients are

insurance agents and brokers. Probably
including the ones you do business with.

Sometimes they come to us just because
we're one of the largest intermediaries

around.

Other times because a problem is
practically impossible. That's when they
call on us for our creativity

We work with them to develop special
programs. Like the way we created
programs for Directors and Officers
Liability; Boards of Education, Public
Officials. Space equipment and satellites
and Environmental Impairment Liability

to name a few:

Our offices in 14 cities across the nation
and 28 countries around the world are

ready to help wherever, whenever our
clients need us.

Which is good to know Especially when
your insurance needs call for a bit of

invention.

Stedrt Smitll

Member Stewart Wrightson Group

Edison. N.J.
629 Amboy Avenue
Edison. N.J. 08817
4201 }265-9595

Landover. Md.

8201 Corporate Drive
Landover, Md. 20785
(301) 459-9122

125 South Wacker Drive 1430 Empire Central
Dallas. Tx. 75247

1214)688-1051

1066 Penobscot Bldg.
Detroit. Mich. 48226

(312) 236-7333 (313) 963-7084
Philadelphia
Public Ledger Bldg.

San Francisco Montreal

Sun Life Bld

Toronto

8 Kin,

Mttsburgh

Grant Bldg. Mission Street

Lo Ageles,Caf, 0010 ey Yor, L 10038 Pz, Po. 191063480 Pitshugh, P, 16210 Sam Francisc, Calf, 4108 Wored, i, 98 246 ronS Bt S 28

1215, 0432 {415) 777-9766 1514)878-281 1 (416) 366-6561
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Richard E. O'Hara is pleased to announce the formation of

O-HARA

SASSOCIATES

A consulting agency to the Excess & Surplus Lines Industry
Serving

Insurers, Reinsurers, Managing General Agents, Surplus Line
Brokers, Adjusters and Defense Attorneys

Services

Underwriting Audits

Program Analysis

Reinsurance Studies

System & Procedure Audits

Contract Review and/or Assistance in Negotiation

Arbitration/General Problem Solving

Coverage Opinions (General Insurance usage and probable
intent of underwriters vs. pure legal interpretation)

Expert Court Room Testimony

Reconciliation of Accounts

Special Assistance to Foreign Markets doing business
in the U.S. Market

Warner Medical & Financial Plaza

6355 Topanga Canyon Blvd., Suite 309 + Woodland Hills, CA 91367
(213) 716-1212 - Telex #662-732

Continued from previous page

As might be expected, the list of
Lexington's reinsurers is extensive,
though the company relies more on
domestic than on foreign rein-
surers, and more on AIG affiliates
than on outside companies.

According to Lexington's 1982
Schedule F filed with its annual
statement, the company ceded busi-
ness to 254 domestic and foreign re-
insurance companies and syndi-
cates last year.

Fifteen AIG affiliates took the
lion's share of the business, ac-
counting for $131.6 million, or 53%,
of the total $248.1 million of rein-
surance premiums in force as of
Dec. 31,1982.

The affiliates also account for
49%, or $82.9 miillion, of the total
$167.5 million in reinsurance re-
coverable on paid and unpaid losses
as of the end of the year.

Among the most significant affi-
liated reisurers are American In-
ternational Underwriters Assn.
($8.5 million recoverable on paid
and unpaid losses); Insurance Co. of
the State of Pennsylvania ($12.3
million); Transatlantic Reinsurance
Co. ($21.1 million); and American
International Reinsurance Co.
($34.2 million).

The remaining ceded reinsur-
ance is divided among 115 domestic
companies and syndicates, from
which $60 million was recoverable
at the end of the year, and 124 for-
eign companies, from which $24.6
million was recoverable.

Significant non-affiliated domes-
tic reinsurers include American

HOWTOCUT
MEDICAL INSURANCE
COSTS. AND

POCKET

THIS KNIFE.

We've just come up with a way to help you cut your clients' employee benefit plan
costs-and still provide quality coverage.lt's Croup Benefit Services' New Medical Cost
Control Program. The plan includes computerized claims-processing and monitoring.
Advanced technology and the most efEicient administrative services. And

the personal attention of an expert service representative. Well even design

a complete communications program to help motivate employees to use

benefits wisely and accept reasonable cost-sharing.

To help make our point, we're offering this Swiss Army Knife to quali-
fied brokers. Free* Just send your business card to Edward D. Lord,

Group Benefit Services, Life of Georgia Tower, Atlanta, Georgia

30365. A group representative will give you this gift-and show

you how to cut employee medical insurance costs.

*Thjs offerisavailable m the follou'ing statesonly: Alabama, Arkansas, Flonda, Georgia,
Kentucky. Louisiana, Mississippi, Notth Caiolina, South Catolina,Tennessee and Vi®nia.

+4+ GROUP BENEFIT SERVICES

=* Life of Georgia

Life Insurance Company of Georgia, Life of Georgia Tower, Atlanta, Georgia 30365

Reinsurance Co. ($2.8 million re-
coverable); Gerling Global Rein-
surance Corp. ($3.7 million); Mun-
ich Reinsurance ($3.7 million); and
Skandia American Reinsurance
Corp. ($5.2 million). Excess & Casu-
alty Reinsurance Corp. of New
York, the largest of the four pools,
associations and syndicates Lex ing-
ton cedes to, accounted for $4.4 mil-
lion in reinsurance recoverabie at
the end of the year.

The more notable non-affiliated
foreign reinsurers include Abeille
Paix Reassurances of Paris ($1.3
million recoverable); Safe Step Re-
insurance Ltd. of Hamilton, Ber-
muda ($709,361); underwriters at
Lloyd's ($3.1 million); and Vic.oria
Ruckversicherungs AG of Dussel-
dorf, West Germany ($627,879)

Lexington assumes reinsurance
from 16 AIG affiliates and 14 non-
affiliates. The company's Schedule
F shows reinsurance payabla on
unpaid losses totaling $4.1 million
for the affiliates and $2.2 million
for the non-affiliates.

While Lexington's habit of rein-
suring most of its business did not
change in 1982, the composition of
its book did.

The biggest change was ir the
ocean marine class, where direct
written premiums fell 61% to $6.9
million from $17.7 million in 1981.
Industry experts have pointed out
that blue-water hull and cargo un-
derwriting slowed last year with
declines in international shipping.

Although writing less ocean ma-
rine business, Lexington is keeping
a larger share of what it does write.
Net written premiums declined
only 16% from 1981 to 1982, and the
company retained 3.7% of direct
writings last year as opposed to
only 1.7% in 1981.

Ocean marine remains Lexing-
ton's fourth-largest class.

One of the company's growth
areas was miscellaneous liability,
its second-largest class, where di-
rect premiums rose 26% to $74.4
million from $59.2 million in 1 381.

Lexington underwrites a number
of liability coverages, including
errors and omissions, specialty cov-
erages for contractors and various
product liability lines.

One line that received special at-
tention, particularly after the Octo-
ber 1982 Tylenol poisonings was
Lexington's product integritp im-
pairment coverage. Although first
written in 1981, the coverage was
refined last year into four basic pol-
icies (BI, April 11, 1983).

The forms range in scope from
one covering only the expenses of
recalling a product that threatens
bodily injury due to "error or inad-
vertant omission" by the manufac-
turer to a broader form that covers
recall expenses and lost profits re-
sulting from actual bodily injury,
the discovery by the insured of the
threat of injury or the fear of injury
on the part of the general public,
regardless of whether the product
has actually been tampered w: th.

Lexington can write an aggre-
gate limit of $10 million to $15 mil-
lion over retentions ranging from
zero to $10 million.

Competitors in the line report
declining interest in the coverage
and continued difficulty in arrang-
ing reinsurance of high limits. Lex-
ington, though, has said that while
reinsurance is limited, it has been
able to find backing for its policies.

While declining to elaborate,
Lexington says it will be making
"further enhancements”™ o its
product integrity coverage.

While Lexington's direct writ-
ings in the liability area increased
26%, its net writings rose only 16%
last year, meaning that the com-
pany retained only 3.8% of its lia-
bility business rather than the 4.1%
it kept in 1981.

Other classes showing growth in-
cluded group accident and health
insurance, where direct writings
rose 24% to $6.6 million from $5.3
million in 1981, and other accident
and health lines, where direc: busi-

ness rose 30% to $3.3 million from
$2.5 million.

In the group area, Lexington
offers experience-rated and man-
ually rated stop-loss insurance pro-
grams for self-insurers of employee
accident and health benefits.

Lexington's net declined as a
percentage of direct writings in
both classes, to 15.2% from 18.1% in
1981 for group accident and health,
and to 9.9% from 10.3% in 1981 for
other accident and health.

Inland marine, the company's
biggest class, grew by a modest 1.5%
last year, with direct writings ris-
ing to $124.9 million from $123.1
million in 1981. The net line,
though, dropped 12% to $4.3 million
from $4.9 million in 1981. Trans-
lated, this means that the company
kept only 3.4% of its writings in the

class last year, compared with 4% in
1981.

Inland marine includes the satel-
lite insurance line, where Lexing-
ton is an established market.

Lexington's specialties include
insurance programs for municipal
transit systems and railroads,
where competitors say the com-
pany is especially interested in
short-line carriers.

Property risks underwritten in-
clude physical damage, business in-
terruption and extra expenses for
industry groups such as oil and gas
drilling. (Lexington's biggest losses
as a reinsurer involve AIG Oil Rig,
Inc., an affiliated managing general
agent specializing in the oil and gas
business. Lexington's Schedule F
shows $2.4 million in reinsurance
payable on unpaid losses to AIG Oil
Rig as of last Dec. 31, by far the
largest amount payable to any ced-
ing company.)

In response to inquiries about
new products, Lexington officials

wrote back to Business Insurance

that the company continues "to
commit more resources to research
and development. We continue to
see good activity within the new
products ofered through out space
technology, special accident, inter-
national and casualty departments.
The casualty department will be
offering two new products aimed at
the emerging high-tech market
during the second half of 1983.

"In addition we will be making
further enhancements to our prod-
ucts integrity/recall and compre-
hensive umbrella products. Our
SMP department will be introduc-
ing a combined asset protection
program for medium-sized ac-
counts during the second half of
1983 and we are introducing a fi-
nancial guarantee product geared
to the municipal leasing market"

Early this year, Lexington res-
tructured its property division "to
improve performance,”

Walter Mooney has been ap-
pointed senior vp of property un-
derwriting. He formerly worked
for INA Special Risk, Crum & For-
ster and American Insurance Co., a

it said.

subsidiary of Fireman's Fund In-
surance Cos.

Several changes in Lexington's
top management occurred in 1982,
including the departure of John f
Gibson, president, to become presi-
dent and chief executive officer of
Allianz Underwriters Inc. of Los
Angeles. Other departures included
Senior Vp Vaughan C. Gerrish and
Senior Vp Thomas J. Seippel, who
has been named vp and deputy
comptroller for foreign general in-
surance for AIG.

Top officers include Francis S.
Oleskiewicz, president and chair-
man; Edward E. Matthews and
Walter Mooney, senior vps; Gerd
Haeberer and Robert V. Jeal, vps-
property; and Kevin H. Kelley, se-
nior vp-casualty.

Lexington is licensed in Dela-
ware only and operates in Great
Britain and as an excess/surpli
lines insurer in 49 states and t}
District of Columbia.

Founded in 1965, it carr;
Best's rating of A+, Class XII.

-By Douglas Y



First State Insurance Co.

First State insurance Co.

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

1982 1981

Gross premiums. . $209.898,000 $207,968,000
Net premiums. . . . $22.573.000 $23,973,000
Paid-in capital.... $5.000,000 $5.000,000
Capital & surplus.. $81,908.000 $79.323,057
Employees 207 200

Combined ratio. . . 100.3% 98.7%

Starting this year, First State In-
surance Co. will retain more of its
property premiums than it has in
the past.

2 The reason, says Chairman Rich-

ard E. Willey, is that the insurer
foresees a turn in the property un-
derwriting cycle that may bring the
latest round of price wars to an
end.

As prices firm, First State plans
to take a larger piece of the pre-
mium pie for property risks, which
generate about 35% of its gross pre-
miums.

"We're anticipating that we will
be coming into the period of time
when rate increases will start to
take hold," he explained.

First State is already tightening
its own book in some ways, com-
pany executives report. Last year,
it discontinued writing jewelers
block business, which generated
about $2 million a year in premi-
ums and at least double that in
losses.

"It was our Vietnam," said
Graves D. Hewitt, chief executive
officer of First State and its under-
writing manager, Cameron &
Colby Co. Inc., which also manages
New England Reinsurance Co. All
are subsidiaries of Hartford Insur-
ance Group.

First State is also raising rates on
a narrow range of property busi-
ness, including coverage for grain
elevators, poultry farms and super-
markets, according to Executive
Vp Ralph J. Palmieri.

Having taken these preliminary
steps, the company hopes that by
1984 it will be able to stiffen its un-
derwriting standards and raise pre-
miums in a broader range of prop-
erty/casualty lines.

The soft market, Mr. Hewitt in-
dicates, has tested the limits of First
State's endurance in competitive
pricing, and the insurer is prepar-
ing to draw some lines.

"The house rule is that you can't
do business with people you can't
do business with. The second rule is
that there is no price at which you
can do business with those people,”
Mr. Hewitt observed.

"If the people aren't people that
you ought to do business with-if
they can't pass that test-then
there is no price that overrides that
question, because they will ulti-
mately beat you," he explained.

"But we're like everybody else.
We have more trouble living with
the first rule than the second one. If
they make the price tag big enough,
your good judgment goes right out
the window with the price tag.

"l would say in the last year
we've become wiser in many
ways," Mr. Hewitt said. "We have
grown tremendously in our ability
to determine what the price that
we are charging today will mean to
us at the end of the road when all
the losses are in."

VWhat has led to this new wis-
dom?

"Adversity is one of the great
trainers of life," Mr. Hewitt notes.

Adversity continued to be the
story of 1982, a year in which the
insurer managed only a modest 1%
increase in gross premiums while
suffering its worst combined ratio
in at least five years.

First State saw its gross premi-
ums climb last year to $209.9 mil-
lion from $207.9 million in 1981.
Gross premiums had fallen 5% in
1981 from $219.7 million in 1980.

Meanwhile, the company's com-
bined ratio hit 100.3%, up from
98.7% in 1981 and 74% in 1980. First
State's pure loss ratio actually de-
clined to 75.5% last year from 77.5%
in 1981, but its expense ratio grew
to 24.8% from 21.2% in 1981.

It was the first time in at least six
years that First State's combined
ratio has passed the 100% mark,
and the company doesn't expect to
see it drop below 100% until the
market turns, according to Chester
A. Abbey, senior executive vp.

"l don't think you'll see it below
the current level,” Mr. Abbey said.
"It's not going to go down until
some sense is made of the rating sit-
uation.”

Underwriting income plum-
meted 90% to $83,000 in 1982 from
$834,000 in 1981. Investment in'-
come rose 4.8% to $12.5 million
from $11.9 million.

First State's direct written pre-
miums in 1982 rose 9% to $154 .4
million from 5141.6 million in 198,

while assumed reinsurance
dropped 16% to $55.5 million from
$66.4 million.

In 1981, a 40% jump in assumed
reinsurance from $47.4 million was
the major factor in containing the
erosion of direct premiums. No
such containment effort was re-
quired last year, and executives
give credit for __ .

—
the slight gain in - 1
direct premiums
to First State’'s

Los A ngeles of-
fice. opened in
19981 after the <«
company was li-
censed by Cali-

fornia as an ad-
mitted insurer.

Before 1981,
First State was

Mr. Willey

an admitted market in only two
states: Delaware and Massachu-
setts. The addition of California has
boosted the amount of business it

writes as an admitted insurer from
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only 5% of direct premiums to
about 20%.

First State's decision to become
licensed in California was
prompted by the fact that many of
its competitors were licensed, as
well as by the relatively relaxed
rate and form regulation in that
state.

"If the other 49 states operated as
California did, we would be li-
censed everywhere," Mr. Hewitt
said.

He adds that the company has
greater control over details that are
closely watched by regulators, such
as premium taxes.

"The structure of the licensed op-
eration is more satisfying to us be-
cause the reporting requirements
are all the responsibility of the in-
surance company,"” he explained.

"In states where we are not li-
censed, the responsibility for the
premium tax falls upon the surplus

lines producer, over whom we have
no real control. We can't force him

to do the premium tax as we might
do it. We end up having discussions
with various state insurance de-
partments as to why this policy or
that policy was written and the
premium tax not paid.”

Part of the increased business in

the Los Angeles office is attribut-
able to a transfer to First State of
risks that had previously been
written by New England Re, which
has been licensed in California for
some time.
Another part of the new business
has come out of a newly formed
ransportation unit, which now un-
terwrites primary and excess prop-
» Tty and liability insurance for rail-
roads and metropolitan transit
systems. First State's capacity on
railroad risks can range up to $10
million, of which $5 million can be
kept in-house, according to Mr.
Hewitt.
Although direct premiums rose
in 1982, net premiums fell to $22.6
Continued on nezt page

The Backer are

Spreading Out In

New Directions.

Builders' Risk

You'lllike the Backers' capacity, broad coverage, and competitive ap.

proach to builders' risks on apartment complexes, condominiums,

shopping centers, warehouses, schools, and other non-technical pro-

jects. Completed value, reporting, and contractors' automatic forms

are available.

Contractors' Equipment

From asphalt plants-through bulldozers, cranes, draglines,

geological survey equipment, loaders, rollers, shovels-to zircon

mining, the Backers have the capacity, rates and coverages to handle

your contractors' equipment business. Rental reimbursement and

other time element coverages can be considered for those accounts

on which we write the physical damage.

Motor Truck Cargo

From Natchez to Mobile, from Memphis to St. Joe, the Backers will

keep on trucking with your cargo accounts-from the smallest to the

largest. Large capacity and competitive rates, plus fast service on fil-

ings and 24 hour claims service, make the Backers a good market for
your cargo business. Facilities are available to write terminals, loca-

tion coverage, refrigeration breakdown, riggers' liability, excess of

primary cargo and deductible buy-back arrangements.

Jewelers' Block

The Backers are ready to stand behind you with their Jewelers' Block
program targeted at suburban retail jewelers. Broad all risk coverage

protecting stock and property away from premises, can be broad-

ened to include furniture and fixtures, patterns and molds, tenants’

improvements and betterments, and money stolen by safe burglary.

EIEICE

Interstate Insurance Group

Chicago Insurance Company ¢ Interstate Fire & Casualty Company ¢ Interstate Indemnity Company

55 EAST MONROE STREET, CHICAGO, ILLINOIS 60603 - PHONE: 312/346-6400

OFFICES ACROSS THE UNITED STATES

Member Companies of Interstate National Corporation,

One of the Fireman's Fund Insurance Companies.
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J H. Ferguson 6Assoc
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Special Risk Field

where it counts
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J H FERGUSON & ASSOCIATES. INC

P.O. Box 3016 - Evanston, lllinois 60204
Telex 206-585

Continued from previous pige
million from about $24 million in
1981.

First State thus kept only 15% of
its direct premiums last year, com-
pared with 17% in 1981. In 1980. the
company's net line was $37.4 mil-
lion, or 22% of direct premiums.

The reason for the decline this
year is the same as it was last year,
Mr. Hewitt says: First State's prop-
erty business grew slightly while
its casualty business, representing
65% of its book, continued to
weaken. Since First State retains a
smaller portion of property risk
premiums than it does on casualty
risks, the growth of property busi-

ness and decline of casualty results
in a smaller net line.

"The competition on the casu-
alty side was much greater last year
and we just didn't follow al the
others in trying to compete,” Mr.
W:lley said.

"And on the property s.de |
th:nk the response time and the
ability of our underwriter. enabled
us to be creative and perform for
these people," he added

The gradual decline in First
State's net line will reverse .n 1983
as the company increases Es reten-
tion on property risks, and :he ratio
of net to direct premiums may go
up "a few percentage points," Mr.
Willey added. First State doesn't
plan to change its net line on the
casualty :ide, he said.

Most of the property insurance
underwritten by First State is pri-
mary coverage, Mr. Willey said,

UNLOCK THE PROFIT POTENTIAL
DIAL THE CONSOLIDATED COMBINATION

Finding the right combination to

meet your insured’'s needs can be a
continual search. .

CONSOLIDATED UNDERWRITERS

thru innovative market planning
and underwriting will keep your
agency group a step ahead of the
ever changing marketplace.
Consolidated will save time,

money &' confusion in providing
tailor-made programs.

Working with Agents W Brokers
Our group of professional
insurance people, representing
A+ rated companies, provide a
solid base of expertise from which
to consolidate your commercial
coverages to effect cost savings in
a wide range of plans.

guarantee cost plans

- deductible plans

retro W retention plans

» self-insurance retention plans

offshore equity plans

captive @' rent-a-captive plans

- excess cover plans

TO UNLOCK YOUR
PROFIT POTENTIAL

DIAL THE CONSOLIDATED

COMBINATION

1-713-999-2846

Consolidated Undetwriters, Inc.

e Managing General Agency

650 E. North Belt, Houston, Texos 77060

and about half of the book consists
of all-risk insurance on real and
personal property, including differ-
ence-in-conditions coverage.

About 20% of the book is straight
fire insurance, 10% is all-risk build-
ers' risk insurance and another 20%
is inland marine and various spe-
cialty lines including cancellation,
rainout and kidnap/ransom insur-

First State's maximum capacity
on individual property risks is
about $34 million, including rein-
surance, according to Mr. Palmieri.

On the casualty side, where First
State has a capacity of $25 million
per risk, the bulk of the company's
book-about 85%-comprises vari-
ous excess liability products, in-
cluding primary and excess um-
brellas and straight, form-follow-
ing excess liability insurance, Mr.
Willey said.

First State also offers such prod-
ucts as buffer liability/gap pro-
grams and excess of self-insured
retention programs.

Another 10% of the casualty book
consists of various primary and ex-
cess professional liability products
ranging from actuaries', pension
consultants'’ and administrators’ li-
ability to public officials' errors and
omissions insurance.

First State offers directors and
officers liability insurance to cor-
porations, financial institutions and
insurance companies on both a pri-
mary and excess basis.

The final 5% of First State's casu-
alty book is composed of primary
general liability insurance, Mr.
Willey said.

In addition to the railroad prop-
erty and liability programs devel-
oped by First State's transportation
unit, the insurer offered two new
insurance products in 1982 and
formed a new division to handle
high-technology risks.

The new division, which has
been dubbed FIRSTECH, was
organized early this year to under-
write traditional property/casualty
coverages for such develop.ng in-
dustries as microelectronics satel-
lite components and robotics man-
ufacture, hydroelectric power gen-
eration and oil and gas drilling op-
erations.

While the insurance coverages
offered through FIRSTECH are not
new, the exposures themselves are,
and many re- , , -
quire a technical
knowledge on j

the part of the
underwriter not 1

required by ,
more traditional i
risks, Mr. Hewitt
points out.

Underwriters 1 ». 3
today must eval-
uate entirely
new types of ex-
posure and in many cases, such as
the complex and expensive microe-
lectronics area, "There is a concen-

Mr. Hewitt

tration of exposure beyond any-
thing we have known before," he
said.

"Every risk is a prototype." Mr.
Hewitt explained, adding that
many of FIRSTECH's underwriters
have extensive engineering back-
grounds.

New products added to First
State's list last year included:

= Product integrity impairment
coverage designed to reimburse
policyholders for lost net profits
and continuing extra expenses in-
curred because of actual or threat-
ened malicious contamination of a
product.

First State has written cnly a
small amount of this business so far
on a primary or pro rata basis,
mainly for food processing com-
panies, Mr. Palmieri said.

The insurer's maximum capacity
on such a risk is $5 million, he said.

- Lawyers errors and omissions

coverage written for bar associa-
tions rather than individual law

firms. Limits ranging between $1
million and $5 million are available
depending on the requirements of
the given state association, Mr.
Willey said.

First State has written lawyers
errors & omission coverage for sin-
gle firms for some time, but finds it
has a better spread of risk and
greater ability to implement loss-
control and education programs
when dealing with an association,
Mr. Abbey points out.

In Mid-1982, First State also
started using a newly formed New
York Insurance Exchange facility,
First State Syndicate Inc. The syn-
dicate is actually a subsidiary of
New England Re, Mr. Abbey says,
but First State uses it as a market
for direct insurance (principally
excess) and for treaty and faculta-
tive reinsurance.

First State hasn't pulled out of
any lines other than jewelers block,
preferring to make other adjust-
ments in lines where loss experi-
ence is bad, according to Mr.
Abbey. For example, instead of
providing coverage in excess of
$500,000, the
company might A&
decide to pro- mE- o _ow—
vide it in excess -- 1.9,
of $1 million on IL ** .0
a troublesome " S S
line, he ex-
Prlaimed. =~

He added that
he couldn’'t
think of any
lines in which Mr. Palmieri
First State made
such a move last year.

"We tend not to pull out of busi-
ness or stop writing business as a
general practice, but rather find
ways of correcting the situation
and writing it," Mr. Willey said.

First State's goals for growth in
the current year are "modest," ac-
cording to Mr. Willey, who says the
company is hoping only for a 5%
increase in gross premiums for
1983.

Much of any increase in business
is expected to come from the pene-
tration of new markets with new
products, such as the railroad cov-
erages offered through First State's
Los Angeles office, Mr. Willey
pointed out.

In established classes, the com-
pany doesn't plan to try to achieve
growth by writing more new busi-
ness at lower rates, he added.

Instead, First State hopes to im-
prove its results by selecting risks
more carefully and by raising pre-
miums.

Another concern prompted by
the highly competitive prop-
erty/casualty insurance market is
the financial health of reinsurers,
and Mr. Hewitt reports that First
State formed a security review
committee late last year to keep an
eye on the quality of the company's
reinsurance. The committee looks
not only at a reinsurer's ability to
pay losses when called upon, but
also its willingness to pay and its
speed in paying, based on past per-
fornnance.

First State has dropped some
reinsurers as a result of this review,
but none of significance, according
to Mr. Willey, who would not name
any of the reinsurers.

Mr. Hewitt added that many of
First State's policyholders have
also begun to ask about the com-
pany's reinsurance. In answering
them, Mr. Hewitt says, he always
points out that when First State ac-
cepts a risk, it takes on the obliga-
tion to pay out the policy limits if
need be, regardless of its ability to
collect on its own reinsurance.

Along with Messrs. Hewitt, Wil-
ley, Abbey and Palmieri, the top
management of First State and Ca-
meron & Colby includes Richard E.
Stone, president of both companies.

First State carries a Best's rating
of A+, Class XIV.

-By Douglas Mel eod



Northbrook Excess
& Surplus Insurance Co.

100 Allstate Plaza S., Northbrook, 111.
60062; 312-291-6100

1982 1981

Gross premiums. . $104.433.712 $157,910,898
Net premiums. . 514,840.268 $20,197,219
Paid-in capital. $36.000.000 $36,000,000
Capital & surplus. $77,435,000 $74,260,891
Employees...... 154 148
Combined ratio. 151.5% 118.5%

Northbrook Excess & Surplus In-
surance Co. is changing.

Responding to a poor year in
1982, the third-largest U.S. surplus
lines insurer plans to reduce its em-
phasis on umbrella liability and ex-
cess property insurance-its tradi-
tional bread-and-butter business-
and move more into other specialty
lines.

The Northbrook, lll.,-based in-
surer also has reduced its capacity
per casualty risk to $15 million
from $25 million and restructured
its reinsurance treaties.

Part of this transformation will
include the underwriting of some
specialty risks in the admitted mar-
ket by sister company Northbrook
Indemnity Co. Northbrook Indem-
nity, which is an admitted insurer
in 45 states, has the same un-
derwriters and staff as NESCO and
NESCO premium volume will also
reflect the experience of North-
brook Indemnity.

Both companies are subsidiaries

of Allstate Insurance Co.

NESCO's President Robert L.
Agnew is confident that these
changes-and better underwriting
-will help the company rebound.

For the immediate future, how-
ever, things won't be looking up.
"1982 was not good and 1983 will
not be any better for our company,”
Mr. Agnew says, blaming declining
umbrella insurance prices and cut-
throat competition.

Financial results from 1982 illus-
trate just how bad a year it was for
NESCO. Gross premiums plunged
to $104 million from $158 million in
1981 and net premiums dropped to
$14 million from $20 million.

The company's combined ratio,
meanwhile, zoomed to 157.5%, com-
pared with 118.5% in 1981.

"It's really a factor of the tail on
the business written prior to 1978,"
says Mr. Agnew of the high com-

bined ratio.

In addition, he says, some case
losses for those years are being re-
ported today because the aggregate
limits of underlying policies have
been exhausted and claims are not
reaching into the Northbrook
layers. "It's hard to time when the
underlying breaches will occur,"” he
says.

But this won't be the company's
experience in the future because
NESCO has made the necessary re-
serves for prior years and is select-
ing better risks and rating them
better now, Mr. Agnew empha-

sizes.

Some of the losses that have hurt
NESCO most severely have sprung
from asbestos litigation, Mr. Agnew

says.

He declined to say how much li-
ability NESCO has in the asbestos
area, but indicated NESCO has
written a significant amount of in-

surance for some major asbestos de-
fendants.

Because new asbestos manufac-
turers or users are continually
being added to the long list of de-
fendants named in asbestos law-
suits, proper reserving for losses is
a difficult task, Mr. Agnew says.

"It's kind of difficult to specifi-
cally identify those that have an in-
volvement,” he says. "We think
from our assureds that we have
identified known or possible (as-
bestos companies) that would be in-

volved and have reserved accord-

ingly."

While some have predicted that
toxic tort litigation could lead to the
bankruptcy of some insurance
companies, Mr. Agnew says
NESCO is not in danger.

"We have analyzed our involve-
ment and made very serious
projections and we have reserved
for that. We're not vulnerable at
this point."

Despite the significant increase
in NESCO's combined ratio, Mr.
Agnew also says that there will not
be a change in the company's Best's
rating of A+. Rating is based on
several factors, not only on loss
ratio, Mr. Agnew points out.

And, NESCO management now
thinks it is writing better business.

"We're thoroughly confident that
business we are putting on at the
moment is going to be profitable,"
he says. "We know that because we
have in the past two years up-
graded our whole underwriting

and claims staff. VWe know we're

Continued on next page
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MONYPRESENTS
GROUPPENEON

WITHOUT

Sometimes the hardest part about offering
your clients a pension plan isnt the selling. Its the

servicing.

So at MONY, we make things a little easier. You do

the selling, we do the rest.

We can offer the comprehensive investment and
administrative services for defined contribution plans that

your clients need. Including record maintenance, annual plan
reviews, employee communications, and handling of benefits.

It's that simple.
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How to get faster
placements.

American Marketing Center offers a free brochure
that can save you time completing a placement.

For starters, you have to go to a wholesale that is fast
on its feet. One that is highly motivated to take on your
business, and that can improve on the turn-around time
you're used to. A company that is well-estab-ished and that
has enjoyed a healthy growth rate in z. soft market.

The firm that fits this description is none other than the
American Marketing Center.

To receive your free copy of the brochure that explains
how the American Marketing Center can help you get those
faster placements, clip and send the coupon below. Or call
(212) 285-2160.

1 Mail to: American Marketing Center
111 John Street, New York, N.Y. 10038

| Please send me your free brochure regarding faster p-acements.
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(please print)
Company
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We do the legwork for you.
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with marked improvement coming
in the third and fourth quarter.

"To ha:ten this improvement, we
have re-underwritten a large por-
tion of the business and we have
also canceled business in states
with the most adverse experience
and the most severe rate competi-
tion."

Rak changes were not the only
steps the corporation took to begin
its return to profitability. The cor-
poration began to switch under-
writing authority back to the Colo-
rado home office, limiting the abil-
ity of branch offices and .ts 98
general agencies to accept big risks.

Guaranty National Corp. is
represented by several of the larg-
est managing general agencies, in-
clud.ng Montgomery & Collins
Inc., American National General
Agencies, John H. Crowther Inc,
and MeAlear & Associates. It oegan
terminating and rehabilitating
smaller general agencies that had
been underwriting unprofitable
business for the corporaticn.

"We isolated the fact that 29% of
the premium volume generated by
general agencies was giving Ls 50%
of our losses," Mr. Dick explains.
"And that premium volume was
generated by abcut 50 general
agencies. It was clear to us that we
had to start cutting out some lines
and restricting some authority."

Claims Problem s?

- Speak up!

And make sure your claims
receive special attention.

What is the bottom-line cost of your insurance program?

Look no further than your insurance com-
pany's Claims Department for that answer

If the Claims staff
« communicates with you

pays close attention to valid claims

* investigates bogus claims

it can be the most valuable cost sauings

reseures your company has. With American
Excess Underwriters, you can be sure of
claims that make sense (and save dollars)

It's the American advantage

Worker's Compensation « USLH < Maritime
General Liability = Retention & Cash Flow Plans

AEU works exclusively through

Agents or Brokers.

AMERICAN EXCESS UNDERWRITERS, INC

820 Howard Avenue

New Orleans, Louisiana 70113

504/524-4141

"If the agencies are sick, we give
them chicken soup. If their busi-
ness is sick, we will have to elimi-
nate their business,” Mr. Beren-
beim said.

"Since the end of 1982, we have
terminated 15 general agencies and
17 territorial agreements and cut
out a number of lines.

"IN some areas, we have rein-
stated underwriting authorities
with a new set of instructions to

our agencies."

One of the new instructions in-

volves promoting private passenger
automobile insurance, a coverage
area that contributed about 18% of

Guaranty National's premium vol-
ume in 1982.

Recently put on a computerized
direct-bill system and sold by about
3,000 independent agents, the pri-
vate passenger auto business
jumped 94.6% in the first quarter of
1983, generating $5.3 milllion in
gross written premium.

According to executives, the
business was profitable, generating
a pure loss ratio of only 57.6%.

Guaranty National's new philos-
ophy is survival and slow growth,
executives say, and the key to sur-
vival will be finding products that
can be underwritten for a profit
while eliminating unprofitable
risks. Since the non-standard pri-
vate passenger insurance fits that
criteria, it will continue to be pro-
moted.

As the commercial marketplace
cools, the corporation expects to re-
turn to serious surplus lines under-
writing.

"The secret of the surplus lines
business is when it gets hot, get off,
and that's what we are doing," Mr.
Berenbeim says. "We may not grow
as fast, but we will have solid,
directed growth. We would like to
operate at a combined ratio of 125%
for the rest of the year and return
to solid profitability in 1984."

Guaranty National would also
like to find a new president and
chief executive officer to replace
Mr. Schallert and help lead the cor-
poration through these tough times,
Mr. Berenbeim says.

"We have gone to the best execu-
tive search firm we know and
given it carte blanche. We want the
best man or woman in the field,
someone with financial manage-
ment expertise and a solid under-
standing of surplus lines claims
handling. If we can get the kind of
person we are seeking, our return
to profitability will be greatly has-

tened.”

Mr. Berenbeim also believes
that a shift in commercial insur-
ance pricing will be coming soon,
following the termination of agents
by some of the large insurance
groups.

"One good sign is that there have
been some terrific terminations by
the large insurers and much more
attention being paid to the bottom
line. Many of our competitors are
running at combined ratios of 135%
to 145% and can't sustain the pace.
Something will have to change
soon," he says.

Guaranty National Insurance Co.
is an admitted insurer in 19 states
and territories, including Arkansas,
Arizona, Colorado, Idaho, lowa,
Kansas, Kentucky, Minnesota,
Montana, Nebraska, New Mexico,
New York, North Dakota, Ohio,
Utah, Washington and Wyoming
and the U.S. Virgin Islands. Itis a
non-admitted insurer in the re-
mainder of the 50 states and the
District of Columbia.

Landmark Insurance Co. is an
admitted insurer in Alaska, Indi-
ana, Oklahoma, Tennessee and
Texas. It is non-admitted in Ari-
zona, Kansas, Nebraska, New
York, Ohio, Washington and Wyo-
ming.

Principal officers in addition to
Messrs. Berenbeim and Dick in-
clude Vp Richard D. Rock.

-By Len Strazewski

California Union
Insurance Co.

3807 Wilshire Blvd., Los Angeles,
Calif. 90010; 213-480-4700

1982 1981
$74.364,000 $83,495,000
Net premiums., $12.679,481 $17,419,000
Paid-in capital.... $1,800,000 $1,800,000

Gross premiums.

Capital & surplus. $21.680,000 $20,287,000
Employees ... 65 &=
Combined ratio. 97.4% 100.2%

California Union Insurance Co. is
determined to remain a strong
force in a cutthroat underwriting
cycle by writing new types of busi-
ness and modifying internal opera-
tions.

"It's a tough time to write new
business in any area, but we are
continuing with the philosophy
that we can do a better job on writ-
ing the larger, more complicated
accounts," says Cal Union Presi-
dent Kenneth W. Woods.

And, despite the competition, the
company will remain committed to
underwriting for a profit. Surplus
lines brokers "know we're consis-
tent in what we do, and not to come
to us if they need a really cheap
price," he says.

Cal Union's commitment to un-
derwriting at a profit "puts us in a
different class than many of our
competitors,"” agrees Nicolas Yus-
chenkoff, vp and secretary. An un-
derwriting profit "is a sign of integ-
rity and stability. They (brokers)
know we'll be around in 10 years."

The philosophy held by the
CIGNA Corp.
affiliate is re-
flected in last
year's results.

Gross premium
volume declined 4,
about f 1% t4

ear to $74.
ynillion from
$83.5 miillion in A & 1
1981. But the se-

lective under- Mr. Woods

writing strategy

allowed the fifth-largest specialty
lines insurer to lower its combined

ratio to 97.4% from 100.2%.

"We just wrote a lot less business
and didn't chase the premiums,"”
Mr. Woods sums up.

He attributes the improvement
in combined ratio to selective un-
derwriting, conservative reserving
and perhaps most importantly the
company's policy of accepting busi-
ness only from a select, limited
number of brokers.

Cal Union accepts risks from a
carefully chosen group of providers
that are all licensed surplus lines
brokers and members of the Na-
tional Assn. of Professional Surplus
Lines Offices.

Brokers are reviewed at least

once, often twice, a year to assure
that the company is using only the
most professional producers possi-
ble, Mr. Yuschenkoff says.

The insurer wrote more sur-
charged property risks last year
than any other line, and serves as a
lead underwriter for many major
heavy construction projects. Rail-
road risks, oil and gas risks and
municipality risks constitute a
major portion of the company's
business.

Specialty coverages available
through Cal Union include recall
insurance for food canners, insur-
ance for private dam owners and
protection for alarm manufacturers
and installers.

New products offered by the Los
Angeles-based insurer include sur-
charged habitational property pro-
tection and warranty-related cov-
erages.

Cal Union has offered the habi-
tational coverage for more than a
year and has so far produced about
$1 million in premium volume on
about 1,000 risks. The insurer de-
scribes the venture as "very sue-

Continued on facing page
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cessful."

Savings and loan institutions
often purchase this coverage for re-
possessed single-family dwellings
that are uninsured. Cal Union pro-
vides extended property coverage,
including coverage for fire and
vandalism.

Vacant homes make up about
90% of the risks, while about 10%
comes from occupied property. Fi-
nancial institutions buy insurance
for occupied homes on which it
carries mortgages until the home-
owner can provide proof that he
has purchased his own coverage.

Coverage for vacant dwellings
costs about $3 annually per $100 of
insured value, though most institu-
tion only purchase the coverage for
three or six months, as long as the
home remains unoccupied. Rates
for occupied dwellings run about 70
cents per 3100 of insured value.

These risks are produced by
Crown Valley Insurance Agency
through an exclusive contract with
Cal Union. The broker has offices
in Orange, Calif., and Miami, so
most of the insured structures are
in California and Florida, although
the product is available nation-
wide.

The insurer's biggest competitor
in this line is Insurance Co. of
North America, another CIGNA
affiliate.

The warranty-related coverages
Cal Union underwrites are gen-
erally designed for the construction
industry, covering the contractor
or property owner in case a com-
pleted project doesn't meet quanti-
tative or qualitative performance
standards.

"In the old days, it was consid-
ered a business risk, non-insur-
able," Mr. Woods says of warranty-
related coverages. "Today it's con-
sidered an insurable risk, and a lot
of people are writing it at very
cheap prices."

Last year, the company saw one
or two requests for this coverage a
month, he estimates, and wrote
only about one of every 10 it saw.
This year, Cal Union sees approxi-
mately one every week and quotes
about one out of four.

"There's not enough of them to
get a good spread, so every one of
them that you write is pretty much
going to have to stand on its own.
And it's very difficult to lower your
pricing too much (because) it's a
pretty intuitive rating situation

anyway-there's
no (pricing) basis
for it.

"l think we
haveto look at
any class of busi-
write, so we're

oing to kee

44 Iookgfng gat it," hg

says of the war-

Mr. Yuschenkoff ranty risks,

though he ack-

nowledges that this line will never

become a major source of business
for the company.

The advantage of underwriting
these risks, he notes, is that they
usually carry large premiums.

"l don't think I've seen any less
than $100,000. We wouldn't even
quote if they were less than
$250,000. We couldn't take the time
to research it," he explains.

Mr. Woods says that although Cal
Union used to be primarily a liabil-
ity insurer, property lines are being
written more frequently. In two or
three years, the percentage of casu-
alty risks the company writes has
dropped from 65% to about 50%
"and what we wrote, we wrote for
a cheaper price, unfortunately,” he
says.

The decline in casualty business
was not unexpected, he adds. "We
just can't get any business there be-
cause we're not cheap enough.”

Mr. Yuschenkoff attributes the
decline in casualty business to
"pricing by the standard carriers.
They're coming into the regular

casualty umbrellas, writing it for
nothing.”

The insurer's casualty pricing in
the past year has decreased about
5% to 10%, Mr. Yuschenkoff adds,
while its property rates have been
stable.

Extremely high loss ratios expe-
rienced by other insurers have kept
Cal Union away from specialty lia-
bility coverages, like errors and
omissions and professional liability
mnsurance.

The insurer has had a tough time
during the past several years keep-
ing its gas and electric utility liabil-
ity business, and because of tre-
mendous competition, has lost
much of it to Aegis Insurance Co.
Ltd., a Bermuda captive of Interna-
tional Nickel Co.

But regular casualty business,
generally umbrellas and excess pol-
icies, were the accounts the com-
pany had the most difficult time
retaining last year.

Continued on nezt page
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J CRAVENS, DARGAN & COMPANY
19/4 PACIFIC COAST

MARKETS FOR:
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EXCESS & SURPLUS, OIL, OCEAN MARINE

HOME OFFICE

350 CALIFORNIA STREET, SUITE 1600
SAN FRANCISCO, CA 94104
(415) 622-7700

BRANCH OFFICES
SAN FRANCISCO
555 California Street, Suite 2940
(415) 622-7600
LOS ANGELES
3580 Wilshire Blvd., 14th Fir.
(213) 739-0555

PHOENIX
5251 N. 16th, Suite 400

(602) 264-9785

SEATTLE
Peoples Nat'| Bank Bldg., Suite 810

(206) 223-9383

SPOKANE
Washington Trust Building, Suite 1020

W. 717 Sprague Street
(509) 838-4450

PORTLAND

200 Market Building, Suite 750
(503) 295-2537
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Local Cu ency
PensionPlans.

Made Simple.

Local currency pension plans aren't simple.
Plans must conform with local government re-
quirements and your employee benefit objectives
and philosophies. And for multinational com-
panies, large or small, all this can get very

confusing.

GMD Simplifies

Through the Group Management Division

(GMD) you can gain access to our unique organi-
zation which operates in over 130 countries and
territories through our network ofwholly-owned
or wholly-managed worldwide companies. All of
them staffed by local professionals in the coun-
tries in which they work. Professionals who
know their country's changing requirements
and customs. All of them report directly to our
headquarters in NewYork, we report toyou.

By working closely with you and our own
international facilities, we're able to simplify your
involvement with each ofyour pension plans.

With a professional staff in about any country
in which you'd be likely to establish a pension
plan, we can help you overcome tangled legal and
language obstacles by putting our local expertise

to work for you.

GMD can assist in preparingyour local plan to
conform with local laws. And we'11 wade through
complex legislation, facilitating the establishment
of pension plans foryour local employees.

We've been doing it successfully for companies

like yours foryears.

In fact, we're proud of the many people around
the world now receiving benefits from us in

GMD Benefits the World

drachmas, francs, marks, dollars, pesos and
virtually every other currency you can name.

GMD. Your Convenient Single Source.

Our organization underwrites local currency
pension plans in more areas of the world than
any other insurance organization. So, whether
you've ten employees in some remote Far Eastern
location or thousands around the world, you can
bring them all together through your convenient

single source-GMD.

Find out more. Call Mr, C. C. Gamwell Ill, Vice
President, at (212) 770-5060 or 770-7407. Or mail

the coupon below.

GMD is a division ofAlLIFE,
a member company of the
American International Group

Group Management Division
American International Group

70 Pine Street; New York, NY 10270
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KM INSURANCE COMPANY

57201-BJ FREEWAY, SUITE 500
DALLAS. TEXS 75240

2-4/991-1515

Call or write: Diane N. Sandlin, Marketing Managet

A Member o' the K mart insurance Group

Self-Insurance

Propertiy and (COUShI*y ¢
Suretiy Bonding |

Claims Administration

Captive Management

Association/Group Plans
Cash Flow Management 2- 1
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Contact the Crump office
m your area, or call us
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5350 Poplar Avenue »

Memphis, Tennessee 38117 :. S
901 /761-1550 <o "A-Atf

o Property/Casualty Agencies .
- Excess/Surplus/Specialty Offices i ininT.59
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Low rates have also deterred Cal
Union from offering product im-
pairment liability coverage, Mr.
Yuschenkoff says.

"After the Tylenol case there
was a big demand for that type of
coverage," he notes, "but the pric-
ing has deteriorated so fast over the
past few months that there are
very few accounts to write at a de-
cent price, so we haven't written
any.

"We've looked at many, many
new products, but by the time
you're ready to charge the correct
price, there are so many new en-
trants in it that they depress the
price and so you start writing very
little. Competition is very severe,”
Mr. Yuschenkoff says.

Cal Union hopes to reduce the
time it spends quoting a price by
computerization. It's now installing
a system to allow for more efficient
operations and lower business costs.
"Hopefully, we'11 have a faster re-
sponse to our producer clients," Mr.
Yuschenkoff suggests.

"l think the management infor-
mation (provided by the new sys-
tem) may give us a better handle on
our book,” Mr. Woods adds. "It
gives a better analysis on our book
of business, and better timing on
our reinsurance recoverables.”

The company's business philos-
ophy includes giving consideration
to "anything that comes along that
clients express a need for," Mr.
Woods says.

"We also try to coordinate with
other entities in the CIGNA group,
within the regulations of the vari-
ous states, so that if there are cer-
tain products that they cannot han-
dle or choose not to handle, we can
pursue them," he says.

For example, Cravens, Dargan &
Co., Pacific Coast, a CIGNA whole-
sale brokerage unit (see story, page
30), frequently asks Cal Union to
underwrite excess capacity, and
sometimes receives primary layers
of marine and aviation risks back
from Cal Union for placement.

"Sometimes we refer business to
(Cravens, Dargan), sometimes we
refer it to INA and sometimes we
refer it to both of them and let
them work it out; Mr. Woods says.

"Once a week, | get a call from an
agent at INA, asking if we write (a
particular kind of risk),"” Mr. Yus-

chenkoff adds. "In many cases, if
we don't write it, we'll refer it to
one of our sister company's bro-
kerage operations."

Probably the biggest clue to Cal
Union's reduced combined ratio
lies in the relationship it shares
with the brokers that provide the
bulk of the company's business vol-
ume.

"We try to keep a limited
number of producers we feel we
can give good service to," Mr. Yus-
chenkoff says.

"If at some point, we feel that
we're not one of the top five (insur-
ers) they offer business to, we will
pull out,"” he says. "If we are not
given a look at their new business,
and they only come to us as a last
resort, then we don't need them.”

"Generally speaking,” Mr.
Woods says, "we try to judge the
volume of the flow of submissions,
the quality of the submissions, the
loss ratids and how quickly they
pay their bills. That really makes a
difference.

"We've cut producers off for
slow pay-absolutely and unequi-
vocally. And we don't use some
reinsurers because they don't pay
quickly,” he adds.

Cal Union reports an annual 10%
to 12% turnover rate among its bro-
kers. Although the makeup of the
group changes slightly each year,
its size remains consistent: about
100. In 1981, for instance, the in-
surer received business from 91
producers with 191 locations; last
year, accounts were generated
from 92 producers with 204 loca-
tions.

The company also requires cer-
tain premium quotas of its brokers.
"We're asking the non-metropoli-
tan producers to give us $50,000 a
year or more," Mr. Woods explains.
"One hundred (thousand dollars)
was our target, but we were happy
when they got to 50. It depends on
the loss ratios, too. If a guy is giving
us $40,000 a year with no losses, we
tend to bend our rules.”

For brokers in metropolitan
areas, Cal Union asks for an annual
premium volume of at least
$250,000. "But again, when we
weed them out,” Mr. Woods adds,
"it's as much a function of the loss
ratio as it is the premium."

These figures sharply reflect the
degree to which excess insurers
have been affected by poor market

conditions: last year, Cal Union re-
quired at least $100,000 in premium
from non-metropolitan brokers
and $500,000 from metropolitan
providers.

"We don't just do business with
anybody in a major city who gives
us a quarter of a million dollars or
so, because we'd lose our exclusive
posture with them as a market. If
you do business with the six biggest
surplus lines brokers in the city,
then you're not really a good mar-
ket for any of the six, because any
of their competitors can get to you,"
Mr. Woods explains.

Montgomery & Collins line.,
also a CIGNA unit, provides Cal
Union with more premium volume
than any other wholesaler. Last
year, M&C produced $13.9 million
in premium or about 15% of Cal
Union's book of business.

AVRECO Inc. gave the company
its second largest amount of busi-
ness, $4.9 million. Swett & Craw-
ford and Stewart Smith Holdings
Inc. provided $4.5 million and $4.3
million, respectively.

Cal Union is licensed as an ad-
mitted insurer in California and as
an approved non-admitted insurer
in all other states.

The insurer retains between 15%
to 17% of each premium dollar,
marketing the remaining 83% to
85%, in relatively equal portions to
facultative and treaty reinsurers.

Its major reinsurers include
North American Reinsurance Co.,
Kemper Reinsurance Co., Allstate
Insurance Co., and Munich Ameri-
can Reinsurance Co.

The company has a casualty ca-
pacity of $20 miillion, with $14.5
million in property capacity.

On liability risks where Cal
Union does not act as the primary
underwriter, it normally writes ex-
cess layers between $10 million or
$20 million and $100 million, Mr.
Woods says. "We'11 come in on
some a little lower and will go
higher up on some others, but the
bulk of the business on the casualty
side is in there.”

Cal Union has a Best's rating of
A, Class XV.

Principal officers besides Mr.
VWoods and Mr. Yuchenkoff in-
clude Michael P. Fujii, vp-finance;
John P. Rugee, vp-casualty; and
Robert S. Cernok, vp-property.

-By Steve Taravetta

Directory lists marketers, insurers

Counting the 15 companies profiled on the previ-
ous pages, more than 160 surplus and specialty lines
underwriting managers, managing general agents,
brokers and insurers are profiled in the 1983 Busi-
ness Insurance directory of the surplus and specialty
lines market.

Executives from these companies supplied the in-
formation listed in the directory by filling out a
questionnaire from Business Insurance.

The first portion of the alphabetical listing, begin-
ning on page 57, contains underwriting managers,
managing general agents and brokers. The surplus
lines insurer section follows.

In some cases where gross revenues are not sup-
plied, Business Insurance estimates figures for those
companies. The estimates are identified in individ-
ual company listings.

The method for estimating gross revenues is based
on the category and amount of business a company
produces. For instance, the gross revenues of com-
panies that are solely managing general agents or
underwriting managers are calculated at 13% of pre-
mium volume. Revenues of companies that serve
solely as wholesale brokers are estimated at 10% of
premium volume, while revenues for companies
that perform a variety of functions are estimated at
between 10% and 13% of volume.

The Business Insurance questionnaire defined an
underwriting manager as handling all affairs of the
insurance company including underwriting, rein-
surance and claims, with the possible exception of
investment income.

A managing general agent is defined as having
underwriting authority for an insurer, which in-
cludes the ability to determine rates on individual
risks. It can bind and issue policies on behalf of the
insurer. The MGA may or may not have reinsur-

ance and claims supervision authority.

A broker's duties include placing business with
markets without having underwriting authority or
binding authority.

Each listing contains the company's premium vol-
ume, along with gross revenues, number of employ-
ees, the year it was founded, parent company, subsi-
diaries, branch offices and top officers. When a com-
pany has multiple functions, the percentage of
business conducted in each category is noted.

Those companies acting as underwriting manag-
ers were asked to list companies for which they
have underwriting authority.

Those functioning as MGAs supplied information
on companies for which they have binding au-
thority, and those listed as brokers supplied names
of companies with which they place the most busi-
ness.

All companies were asked to list their specialties-
any type of commmercial risk they place that com-
prises 25% or more of their annual premium volume.

Membership in either of the two professional sur-
plus lines organizations also is noted. NAPSLO is
the National Assn. of Professional Surplus Lines Of-
fices and AAMGA is the American Assn. of Manag-
ing General Agents. Each organization maintains
membership standards that ensure the professional
status of members.

The surplus lines insurers responding to the Bl
questionnaire reported their gross premium volume,
net written premium volume, paid-in capital, capital
and surplus, number of employees and statutory
combined loss and expense ratios.

The insurers also gave details on special commer-
cial risks they insure, the number of states in which
they are approved/non-admitted and the states in
which they are admitted.
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Alexander Underwriters
General Agency Inc.

Box 105051, Atlanta, Ga. 30348;
404-981-7100

1982 1981
Premium volume. $22,500,960 $25,500,960
Gross rev.. . 55,700,NO $6,705,194
Employees. . 100 111
Commercial lines. 5690 50%

Year founded: 1974.

Type of business: 80% under-
writing management, 12% manag-
ing general agent, 8% brokerage.

Type of markets: 80% admitted,
20% non-admitted in 1982, same as
1981.

Underwriting manager for. In-
ternational Indemnity Co., Florida
International Indemnity Co., Pro-

tective Indemnity Insurance Co. of
Florida Inc.

MGA for: Morrison Assurance
Co; Lloyd's; Excess Insurance Co.

Broker for: Primarily Chubb
Custom Insurance Co., Crum &
Forster, Employers Reinsurance
Corp., First State Insurance Co.,
Gulf Insurance Co., Ranger Insur-
ance Co., Cherokee Insurance Co.

Principal officers: James A.
Alexander, president; Farris A.
Alexander, vp/secretary; C. Glenn
Alexander, vp/treasurer; Joseph E.
Murphy, vp-marketing; Benny
Byrd Jr., vp-underwriting.

Branch offices: Orlando, Fla.;
Baton Rouge, La.; Columbia. Tenn.

Subsidiaries: International In-
demnity Co., Florida International
Indemnity Co. (affiliates).

Membership: NAPSLO,
AAMGA.

All Risks Ltd.

1001 Cromwell Bridge Road, Suite
302, Baltimore, Md. 20204;
301-828-5810

1982 1981
Premium volume. $5.300,000 $5,100,000
Gross rev. $610.000* NA
Employees. . . . 18 18
Commercial lines. 85% 80%

*Bl estimate.

Year founded: 1964.

Type of business: 45% bro-
kerage, 30% underwriting man-
ager, 25% managing general agent.

Type of markets: 20% admitted,
80% non-admitted in 1982, same as
1981.

Underwriting manager for:
Western World Insurance Co. Inc.

MGA for: Northland Insurance
Co., Occidental Fire & Casualty
Co., Carolina Casualty Insurance
Co., California Union Insurance
Co., First State Insurance Co., INA
Corp., S&H Insurance Co.

Broker for: First State Insur-
ance Co. and Tudor Insurance Co.

Principal officers: W.J. Salla-
din, president; Doug Dumont, vp.

Membership: NAPSLO.

Allied General Agency Inc.
5670 S. Syracuse Circle. Suite 320,

Englewood, Colo. 80111;
303-694-9748

1982 1981
Premium volume. $22,996.000 $19,303,000
Gross rev. $2.666,000 $2,415,000
Employees....... 7= 86
Commercial lines. 62.196 61.8%

Parent company: McM Corp.

Year founded: 1979.

Type of business: 91% managing
general agent, 5.1% brokerage, 3.9%
underwriting manager.

Type of markets: 88.4% admit-
ted, 11.6% non-admitted in 1982. In
1981 80.2% admitted, 19.8% non-ad-
mitted.

Underwriting manager for:
Lloyd's.

MGA for: Ambassador Insur-
ance Co. Inc., American Modern
Home Insurance Co., American Re-
liable Insurance Co., Canadian
Universal Insurance Co. Inc., Great
Southwest Fire Insurance Co., Jef-
ferson Insurance Co. of New York,
Leader National Insurance Co., Na-
tional Indemnity Co., Occidental
Fire & Casualty Co., Peninsular
Fire Insurance Co., Summit Home
Insurance Co., Universal Un-
derwriters Insurance Co., Wilshire
Insurance Co.

Broker for: Admiral Insurance
Co., Shand, Morahan & Co., L.W.
Biegler Inc., Lloyd's, New York In-
surance Exchange, J.P. Daley, J.H.
Ferguson & Associates Inc.

Principal officers: Huck A.
Tompkins, president; Ron Howard,
vp/treasurer; James Reddish, sec-
retary; Andy Wood, Mike Hoff-
man, Tom Davis, vps; Merian
MelLaughlin, president-Texas Al-
lied General Agency.

Subsidiaries: Kenneth |. Tobey,
Seattle and Portland, Ore.; Black-
burn, Nickels & Smith Inc., Minne-
apolis; Allied General Agency Inc.,
Dallas; Allied General Agency Inc.,
Phoenix, Ariz.

Membership: AAMGA,
NAPSLO.

Allied Programs Corp.
1133 Ave. of the Americas, New
York, N.Y. 10036; 212-921-7600

1982 1981
Premium volume $27,000,000 $31,200,000
Gross rev... $2,500,000 $3,432,000
Employveces. . =27 =1
Commercial lines. 100% 1001

Year founded: 1975.

Type of business: 40% under-
writing manager, 30% managing
general agent, 30% brokerage.

Type of markets: 95% admitted,
5% non-admitted in 1982, same as
1981.

Broker for: Primarily Puritan
Insurance Co., American Druggists
Insurance Co., Ambassador Insur-
ance Co., Great Atlantic Insurance
Co., First State Insurance Co., Cen-
taur Insurance Co., New England
Reinsurance Corp., Fireman's
Fund Insurance Cos.

Principal officers: David
Lawrence, president; Jay Leipzig,
executive vp; William Foy, vp.

Branch offices: Union City, N.J.

Membership: NAPSLO.

Anderson & Murison Inc.

201 S. Lake Ave., Pasadena, Calif.
91101; 213-684-3114

1982 1981
Premium volume. NA NA
Gross rev... $1,815,799 $1.605,415
Employees __ . 30 23
Commercial lines. 95% 95%

Year founded: 1965.

Type of business: 70% managing
general agent, 15% underwriting
manager, 5% brokerage.

Type of markets: 75% admitted,

25% non-admitted in 1982, same as
1981.

MGA for: American Home As-
surance Co., Ambassador Insurance
Co. Inc., Bellefonte Underwriters
Insurance Co., Canal Insurance Co.,
Coastal Casualty Co., Compass In-
surance Co., Great American Sur-
plus Lines Insurance Co., Great
Falls Insurance Co., Jefferson In-
surance Co. of New York, National
Union Fire Insurance Co., North-
land Insurance Co., Northfield In-
surance Co., London contract

holders, Carolina Casualty Insur-
ance Co.

Brokers for: All the above.

Specialties: Commercial auto-
mobile, commercial casualty and
property.

Principal officers: David F.
Anderson, president; Horst

Lechler, senior vp.
Membership: AAMGA,
NAPSLO.

Anexco Insurance
Agency Inc.

60 State St., Boston, Mass. 02109;
617-227-6722

1982 1981
Premium volume. ..000,000 $4,500,000
Gross rev..... $629.744 $503,267
Employees....... 10 7
Commercial lines. 99% 99%

Parent company: Aneco Rein-
surance Co.

Year founded: 1979.

Type of business: Small per-
centage as underwriting manager,
nearly 50% brokerage, nearly 50%
managing general agent.

Type of markets: 5% admitted,
95% non-admitted in 1982, same as
1981.

Underwriting manager for:

Imperial Casualty and Indemnity
co.

MGA for: Great Southwest Fire
Insurance Co.; First State Insur-
ance Co.; lllinois Employers Insur-
ance Co. of Wausau; Lloyd's; Union
Indemnity Insurance Co. of New
York; Mutual Fire, Marine & In-
land Insurance Co.

Principal officers: Kenneth L.
Cook, president; Patrick Ciano, ex-
ecutive vp.

Branch offices: Anexco Bro-
kerage of Connecticut Inc., Plain-
ville, Conn.; Anexco Brokerage of
Rhode Island Inc., Providence, R.I.

Membership: NAPSLO.

Anglo.American Ltd.

201 Bloomfield Ave., Verona, N.J.
07044; 201-239-7000

1982 1981
Premium volume. $1.700.000 $1,450,000
Gross rev. $170,000- NA
Employeces. ... & S

Commercial lines. a5 2e SO

*Bl estimate.

Year founded: 1975.

Type of business: Not reported.

Type of markets: 15% admitted,
85% non-admitted in 1982. In 1981
2% admitted, 98% non-admitted.

MGA for: Lloyd's, Excess Insur-
ance Co., United National Insur-
ance Co., Ambassador Insurance
Co. Inc., Union Indemnity Insur-
ance Co. of New York, Public Ser-
vice Mutual Insurance Co., Fore-
most Insurance Co.

Broker for: Lloyd's, Excess In-
surance Co., United National Insur-
ance Co., Ambassador Insurance
Co. Inc., Union Indemnity Insur-
ance Co. of New York.

Specialties: Physical damage,
SMP, restaurants and taverns,
OL&T.

Principal officers: Samuel Ber-
german, president.

Membership: NAPSLO.

Atwater McMillian Inc.

445 Minnesota St.. St. Paul, Minn.
55101; 612-221-7066

1982 1981
Premium volume. $44,000.000 $14,500,000
Gross rev.. 55.720,000- NA

Employees....... amo =o

Commercial lines. 10096 100%

*Bl estimate.

Parent company: St. Paul Fire
& Marine Insurance Co.

Year founded: 1981.

Type of business: 100% under-
writing manager.

Type of markets: 20% admitted,
80% non-admitted in 1982. In 1981
100% non-admitted.

Underwriting manager for: St.
Paul Surplus Lines Insurance Co.,
Ramsey Insurance Co.

Principal officers: James F.
Duffy, president; Jon A. Roeder,

Continued on next page

There's no such thing as
an'Gimpossible risk."

If you're facing one,
call us.

'

Geo. E Brown & Sons, Inc.
The Placement Specialists @4

ATLANTA - 404/396-7620
BOSTON - 617/367-8260
CHICAGO - 312/977-9400
HOUSTON - 713/578-7222
KANSAS CITY - 816/474-7327
LOS ANGELES - 213/383-7501
NORTH NEW JERSEY - 201/263-8770
PHILADELPHIA - 215/592-0560
SAN FRANCISCO - 415/n7-3278

A subsidiary ol Interstate National Corporation,
one of the Fireman's Fund Insurance Companies
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HUDSON SPECIAL RISK BROKERS

Hudson Special Risk insurance Brokers of California. Inc.
366() Wilshire Boulevard, Los Angeles. CA 90<)10
1-el (213) 384 7770 7-elex: 194210

Hudson Special Risk Insurance Brokers of California, inc.

4 Embarcader<, Center. Saii 1--rancisco. CA 94111

1-el: (415) 3621211 Telex. 176149

Hudson Special Risk Brokers of Georgia, inc.
211 Perimeter (‘cnter Parkw,iv. Ailant,1. CA 3(134(7
1-91: 1404) 39(, 1270 Telex 7()050)

Hudson Special Risk Brokers of lllinois. Inc.

Hudson Special Risk Brokers of New York, Inc.
127 John Street, New York, NY 10(].18
Fet (212) 668 0370 Telex: 64(820

Take Charge

of Your
Career

Continued from previous page
James D. Steeves, senior vps.

Subsidiaries: S:. Paul Surplus
Lines Insurance Co., St. Paul Risk
Services Inc., Ramsey Insurance
co.

Membership: NAPSLO

B

J.H. Blades & Co. Inc.

2640 Fountain View, Suite 40£
Houston, Texas 77057;
713-780-8770

1982 19E1
Premium volume.  $101,2 12,000 $1,703000
Gross rev.. $6,667,000 $6,376 000
Employees . 119 120
Commerial lines. 100% j09£

Parent company: Crum & For-
ster.

Year founded: 1952.

Type of business: 70T bro-
kerage; 30% managinE general
agent.

Type of markets: 30% admitted,
70% non-admitted in 1982. In 1{81
25% admitted, 75% non-admitted.

MGA for: U.S. Fire In:urarce
Co., International Insurance Co..
International Surplus Lines Insur-
ance Co., Yasuda F-re & Mar.ne In-
suranDe Co. of America Admiral
Insurance Co., G.eat Sou:hwest
Fire Insurance Co., Lloyd's.

Br©ker for: Lloyd's, First State
Insurance Co., CIGNA Ccro and
other managing general agents.

Specialties: Oil and gas package
policies, umbrella 1:ability.

Principal officers: Rcbert P
Quinn, chairman: John N. Molbeck
Jr., president; Benjamin D. W.lcox,
executive vp; John E. Fox, senior
vp; Fred Munsen, vp-production

Branch offices: Dallas; Denver;
New Orleans; Tulsa, Okla

Membership: NAPSLO.

Bohrer, Croxdale &
McAdoo Inc.

430 South Ave., Suite 400,
Springfield, Mo. 65806;
417-869-2550

1982 1941
Premium voll-me. $3.200.000 52 904000
Gross rev. $288.000 $254100
Employees... 11 8
Commercial lines. 95% 95%

Year founded: 1977.

Type of business: 856% manag. ng
general agent.

Type of markets: 50% admitted,

in EmMployee
Benefits

bre(.me a

Certified Employee Benefit Specialist

In today's highly competitivejob market, the successful candidate is
one who sets himself apart from the rest of the field. Fn employee

benefits, the best way to distjnguish yourself is through attajnment of
the Certjfied Employee Benefit Specialist ICEBS) desjgnation. More and
more employers with openings in benefits are looking for individuals
with CEBS credentials. Why? Because it says a lot about a candidate's
knowledge, professionalism and commitment to excellence.

For more information contact:

CESS Department
international Foundatiol of

Name

Employee Benefit Plans
PO. Box 69

Company

Adrfr.<
Brookfield, WI 53005

1414) 786-6700 City/State/7 p

Please send me :he CEBS Catalog of Information.

81-8/83

The CEBS program is cosponsored by the International Foundation of Employee Benefit Plans and the

Wharton School of the University of Pennsylvania,

50% non-admitted in 1982, same as
1981.

MGA for: Empire Insurance
Cos., Ennia Insurance Co., Great
Southwest Fire Insurance Co.,
Lloyd's, Pan American Insurance
Co., Transit Casualty Co., Midwest
Mutual Insurance Co.

Specialties: Trucking insurance.

Principal officers: Yvonne S.
Bohrer, president; Sydney T. Crox-
dale, vp; Sidney M. MeAdoo, secre-
tary/treasurer.

Membership: NAPSLO,
AAMGA.

Brokers' Marketplace Inc.

First Insurance Plaza, 180 Oak St.,
Buffalo, N.Y. 14203; 716-842-0502

1982 1981
Premium volume. $2.500.000 $2.300,000
Gross rev. $700,000 5675,000
Ermplovees 1= 10O
Commercial lines. 60% 55%

Year founded: 1975.

Type of business: 60% managing
general agent; 30% underwriting
manager; 10% brokerage.

Type of markets: 90% admitted,
10% non-admitted in 1982. In 1981
75% admitted, 25% non-admitted.

Underwriting manager for:
Public Service Mutual Insurance
Co., Union Indemnity Insurance
Co., Dairyland Insurance Co., First
Security Insurance Corp. Co-
lumbus Insurance Co., Great
Global Insurance Co.

MGA for: All of the above.

Broker for: Saex Group; Rhulen
Agency Inc.; Shand, Morahan &
co.

Principal officers: Norman F.
Ernst Jr., president.

Membership: NAPSLO.

Brown & Riding Insurance
Services Inc.

500 Airport Blvd., Burlingame, Calif.
94010; 415-579-0172

1982 1981
Premium volume. $3.500.000 $:,500,000
Gross rev... $325.000 $250,000
Ermaploycacaes. . 7 S
Commercial lines. 99% 95%

Year founded: 1980.
Type of business: 60% managing
general agent, 40% brokerage.

Type of markets: 75% admitted,
25% non-admitted in 1982. In 1981

50% admitted, 50% non-admitted.

MGA for: Alliance Insurance
Co., Admiral Insurance Co., Zurich
American Insurance Co. of lllinois.

Broker for: Primarily Zurich
American Insurance Co., Alliance
Insurance Co.

Specialties: Electronics, medi-
cal.

Principal officers: B. Peter
Brown, president; David F. Riding,
executive vp; Richard B. Schle-
singer, vp; Ramon C. Howing, as-
sistant vp.

Membership: NAPSLO.

Geo. F. Brown & Sons Inc.

55 E. Monroe St., Chicago, 111.
60606; 312-346-6400

1982 1981
Premium volume. $47.420,000 $3',169,700
Gross rev... $4,502.900 $3,646,400
Employees. NA NA
Commercial lines. 95% 95%

Parent company: Interstate Na-
tional Corp.

Year founded: 1912.

Type of business: 80% bro-
kerage; 12% underwriting man-
ager; 8% managing general agent.

Type of markets: 40% admitted,
60% non-admitted, same as in 1981.

Underwriting manager for:
CNA Insurance Cos., lllinois Li-
quor Liability, Lawyers Profes-
sional Liability of the lllinois Bar
Assn.

MGA for: Lloyd's, Zurich
American Insurance Co. of lllinois,
Northbrook Excess & Surplus In-
surance Co., Great Southwest Fire
Insurance Co., Foremost Insurance
Co., lllinois Employers Insurance
Co. of Wausau.

Broker for: First State Insur-

ance Co., International Surplus

Lines Insurance Co., Transport In-
demnity Co., American Interna-
tional Group Inc., lllinois Employ-
ers Insurance Co.of Wausau, North
Star Reinsurance Corp.

Principal officers: Donald E.
Jeffers, president; John G. Graff,
senior vp.

Branch offices: Atlanta; Boston;
Chicago; Houston; Kansas City,
Mo.; Los Angeles; Parsippany, N.J.;
Philadelphia; San Francisco.

Membership: NAPSLO,
AAMGA.

C

Cambridge General
Agency
1825 Sacramento St., San

Francisco, Calif. 94109;
415-441-8500

1982 1981

Premium volume. $17.000,000 $17,154,000
Gross rev.. $1,900.000 $1,900,000
Emplovees ...._... 38 39
Commercial lines. 50% 55%

Year founded: 1967.

Type of business: 80% managing
general agent, 15% underwriting
manager, 5% brokerage.

Type of markets: 70% admitted,
30% non-admitted in 1982. In 1981
67 % admitted, 33% non-admitted.

Underwriting manager for:
Ennia Insurance Co., Terra Nova
Insurance Co., Excess Insurance
co.

MGA for: Great Southwest Fire
Insurance Co., Empire Fire & Ma-
rine Insurance Co., Penn-America
Insurance Co., Lloyd's, United Na-
tional Insurance Co., Classified In-
surance Corp., Scottsdale Insurance
Co., Centaur Insurance Co., Dairy-
land Insurance Co.

Broker for: Primarily Great
Southwest Fire Insurance Co.,
Mead Reinsurance Corp., Lloyd's,
Classified Insurance Corp.

Specialties: Commercial auto, fi-
nancial institutions, public entities,
boats, difference-in-conditions pol-
icies.

Principal officers: A. Mason
Blodgett, president; Wesley Lue-
kens, secretary/treasurer; Ray
Stocker, general manager.

Branch offices: Covina, Calif.

Membership: NAPSLO,
AAMGA.

Cameron & Colby Co. Inc.

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

1982 1981
Premium volume. $209,800,000 $207,900,000

Gross rev... $27,274,000% NA
Employees. 282 263
Commercial lines. 98% 98%

*Bl estimate.

Parent company: Hartford In-
surance Group.

Year founded: 1948.

Type of business: 99% under-
writing manager, 1% brokerage.

Type of markets: 20% admitted,
80% non-admitted in 1982. In 1981
19% admitted, 81% non-admitted.

Underwriting manager for:
First State Insurance Co., New En-
gland Reinsurance Corp.

Principal officers: Graves D.
Hewitt, chief executive officer;
Richard E. Wiley, chairman; Rich-
ard E. Stone, president; Chester A.
Abbey, senior executive vp; Ralph
J. Palmieri, executive vp.

Branch offices: Atlanta; Boston;
Chicago; Los Angeles; New York;

San Francisco.

Membership: NAPSLO.

Capacity Managers
International Inc.

160 Water St., New York, N.Y.
10038; 212-344-5300

1982 1981
Premium volume.  $55.200,000 $52,700,000
Gross rev. $4.200,000 $4,100.000
Employees.... 96 O
Commercial lines. 10096 100%

Continued onfacing page
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Continued fromfaang page writing manager, 47% managing Type of business: 100% manag- 2 1...4a
. o, .
Parent company: Ashford general agent, 3% brokerage ing general agent
Holding Corp - Type of markets: 95% admitted, Type of markets: 100% admitted -y 3
Year founde_d‘ 1975 ) 5% non-admitted in 1982, same as in 1982, same as 1981 t
Type of busm%ss: 70% managing 1981 MGA for: American Modern T - e - E
general agent, 30% brokerage Underwriting manager for: Home Insurance Co, American 4 > 49 -~

Type of markets: 80% admitted, Various companie Fami
. . amily Home Insurance Co, Fore-
20% non-gdp;}ted m 198% In 1981 MGA for: American Interna- mog% |¥|surance &uo, iﬁomas Je?— 0
/5% admitied, 25% non-admitte tional Group, Inc, Great American ferson Insurance Co, Balboa Insur- -
MGA for: Midland Insurance Insurance Co, Ahmanson Group ance Co , National American Insur- 2
Co, Great Southwest Insurance Broker for: Various companies ance Co of New York, Bankers &

£Q.Rardand Insurance Go. apaeialies’ Risk management, ShopersInsurance, Go,otNew ) ‘ 161

ers Insurance Co
Broker for: Primarily First Principal officers: Marvin Principal officers: Theo Cor- c -~ 9
State Insurance Co, Northbrook Lessmann, president, Don Robison, vette, president, Lois F Phillips,

Excess & Surplus Insurance Co, vp-finance, Steve Rubin, vp-under- Robert L Kohrman, pps
Lexington Insurance Co, Transit writing, Don Cook, marketing Membership: AAMGA

Casualty Co
Principal officers: Lee A Ora-
bona, president, George P Dunn

director

John Sheeran, Samuel R Salvo Continental

Barry C Yorston, vps

Branch offices: Iselin, NJ, Chi-
cago, Boston

Subsidiaries: MEGA Insurance

Underwriters Ltd.

419 Decatur St , Suite 301, New
Orleans, La 70130, 504-581-7493

1982 1981

Agency Inc and Coverage Innova- Premium volume [N NA
tors Ltd Gross rev $104.269 $1,009,380
Employees 7 6
Commercial lines NA NA

Cochrane, Griffin
& Co. Inc.

Year founded: 1971
Type of business: Underwriting

2663 Bel Red Road, Bellevue, Wash manager, managing general agent,

98007, 206-881-6616

1982 1981

broker

Underwriting manager for:

Premium volume §5,700.000 $5,900,000 American Fidelity Insurance Co

roSs rev

Employees 14 14
Commerciallines 40%

Year founded: 1959

MGA for: American Fidelity In-
Surance Co, Lloyd's

Broker for: American Fidelity
Insurance Co , Lloyd's

Cox Insurance Group Inc.
3711 E Southport Road,

Indianapolis, Ind 46142,
317-887-0030

1982 1981
$6.000,000 $2,000,000
$600,000* NA
Employees 14 10
Commercial hnes 10(90 100%

Premium volume

Gross rev

=Bl estimate

Year founded: 1981

Type of business: 100% bro-
kerage

Type of markets: 2% admitted,
98% non-admitted in 1982 In 1981
100% admitted

Underwriting manager for:
Lloyd's

Broker for: Lloyd's

Principal officers: Raybon E

Type of business: 98% managing Principal officers: H Elder Cox, president

general agent, 2% brokerage

Brown, president, H Elder Brown

Type of markets: 30% admitted, Jr, vp

70% non-admitted in 1982, same as
in 1981

MGA for: Early American In- Coplen General Insurance

surance Co, Wesfern Preferred

Agency Inc.

Cravens, Dargan & Co. of
Houston

P O Box 1660, Houston, Texas
77251, 713-525-6100

Casualty Co , Great Southwest Fire 100 N Winchester Blvd, San Jose, » 1982 1081
Insurance Co, Jefferson Insurance Calif 95128, 408-248-0925 Premium volume $70.000,000 $68,000,000
Co of New York, Monticello Insur- Gross rev $5.600,000- $5,440,000"

. . 1982 1981 Employees | 141 155
ance Co, Bankers & Shippers In- Premium volume $2,300,000 $2,456,000 Commercial lines 00% 00%

surance Co, Puritan Insurance Co, Gross rev

Elite Insurance Co , Unigard Insur-
ance Co, Canal Insurance Co

Broker for: Shand, Morahan &
Co Inc, Hudson Insurance Co,

Skandia Insurance Co, Scor Rein-
surance Co

Principal officers: Evan E 15%1%%;1Y§§m|tte

Cochrane, Tom Cochrane, L D
Wertz, Marie Sherk, John C Grif-

fin

Branch offices: Spokane, Wash

Compass Insurance Group
of Agencies

305 s rmaupt v, Glendale, Cal{ cheman, Curs Spradiey, xgou

$370,000 $376,000
Employees 8 8
Commercial lines 60% 50%

Year founded: 1964
Type of business: 100% manag-
ing general agent

of markets: 85% admitted,
in 1982, same as

MGA for: Great Falls Insurance
Co, Classified Insurance Co, Sut-
ter Insurance Co, Newport Insur-
ance Co, Great Southwest Fire In-
surance Co

Principal officers: Robert Co-
plen, president, Louis T Mastos,

) 1982 1981 1ng vp, Susan Kane, assistant vp,
Premium volume %2200,000 $1,800,000 Andre Beels, secretary/treasurer
ross rev 410,000 $240,000
;

Employees 4
Commercial lines 60% 60%

Year founded: 1973

Membership: NAPLSO,
AAMGA

*-Bi estimate
Year founded: 1930
Type of business: 80% managing
general agent, 20% brokerage
Type of markets: 80% admitted,
20% non-admitted in 1982 same as
1981
MGA and broker for: Repre-
senting Republic Insurance Group
of Dallas, leading admitted and
non-admited companies, as well as
underwriters at Lloyd's
Specialties: Oil marine, um-
brella professional, aviation
Principal officers: Malcolm
jravens, hajrman, James Cravens
- president, J A HoWSS, execu-
tive vp
Branch offices: Atlanta, Den-
ver, Dallas, San Antonio, Lubbock,
El Paso, Texas
Subsidiaries: Planned Premium
Services, Cravens, Dargan, Ber-
n Interna-

oT¥Re.9f Rusiness; 80% managing Corsow Special Risks Inc. tiondl, CRavens; Dargai Thslrance

ouston, Texas

Type of markets: 80% admitted, 77205, 713-931-7660

20% non-admitted in 1982, same as
1981

MGA for: Great Southwest Fire Gross rev
Insurance Co , Dairyland Insurance Emg!’%ees

Co, Scottsdale Insurance Co, Fre-
mont Indemnity Co
Broker for: Great Southwest

Fire Insurance Co, Dairyland In-

1982 1981
Premium volume $4,100,000 $4,000,030
$471,000- NA
8 8
ercial hnes 90% 9C%

*Bl estimate

Year founded: 1974
Type of business: 60% managing

surance Co, Scottsdale Insurance general agent, 40% brokerage

Co, Fremont Indemnity Co

Type of markets: 10% admitted,

Principal officers: Harry W 90% non-admitted in 1982, same as
Gorst, president, Donald J Pen- 1981

mall, executive vp, Phillip Rath-

MGA for: NATESCO General

bun, vp, Robert C Blackwell, sec- Agency, Northbrook Excess & Sur-

retary/treasurer
Membership: NAPSLO

Consolidated
Underwriters Inc.

650 E North Belt, Suite 200,
Houston, Texas 77060,
713-999-2846

1982 1981
Premium volume $15.000,000 $10,500,000
Gross rev $1,875,000* NA
Employees 18 a

Commercial hr es 100% 100%

-Bl estimate

Year founded: 1980

plus Insurance Co, American Risk Commerciall,nes

Assurance Co, Lloyd's
Principal officers: L M Cor-

sow, president, J Oscar Penez, vp
Membership: NAPSLO

Corvette General

Agency Inc.
70 Fourth St NW, Atlanta, Ga
30308, 404-881-0911

1982 1981

Co (Bermuda)

D

Will Darrah &
Associates Inc.

48th Ave Executive Park, Myrtle
Beach, S C 29577, 803-449-0411
1982 1981
Premium volume $33,000,000 $22,250,000
53.087,000 $1,700,000

Employees 80 60
10090 100%

G ross rev

Year founded: 1976

Type of business: 85% under-
writing manager, 10% managing
general agent, 5% brokerage

Type of markets: 67% admitted,
33% non-admitted in 1982 In 1981

20% admitted, 80% non-admitted
Underwriting manager for:

Forum Insurance Co , Lloyd's
MGA for: North Star Reinsur-

Premium volume $2,322.696 $2,337,716 ante COrp

Gross rev $301,000* NA
Employees 10

Commercial lines NA

Type of business: 50% under- *m est,mate

Broker for: Primarily American

NA Centennial Insurance Co, First

State Insurance Co

Continued on next page

12* Case
ofthe

Collapsing
Cornpicker

The lawsuit was unusually
complex. A self-propelled threshing
machine had collapsed while its corn
header was being bolted on. The
injuries were fatal.

Why did the machine collapse?
Was the product misused? Did the
manufacturer use reasonable foresight
in designing the machine? Were
warnings posted properly? Countrywide
investigators amassed facts, secured
expert testimony, and researched
competitive products. They discovered
all warnings and safety features had
been bypassed and that the product
reflected the latest technology. The

Details have been disguised to
protect the confidentiality of our client.
But this case typifies our claims
management work for major self-
insured manufacturers throughout
America and abroad. Unlike insurance
investigators, we are not settlement
oriented. Our primary concern is to help
you defend the integrity of
your product.

Please write down
our phone number.

We'll manage your most
sensitive cases.

Countrywide
Services

Corporation

Specializing in product
liability claims management
11933 Westline Dnve, St Louis, MO 63141, 314/878-3306
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Use the cutting edge«

Trenwick hasn t cut the old school tie
approach because we dislike the traditional
More to the point we ie cutting out ideas
that don t solve problems for our captives and
self insured clients In doing so we have started

some.exciting new traditions ourselves
Get to know Trenwick Call O1 write me for

more information

Ansus Robinson Jr /Senior Vice President

7 *Nnwick

Exclusive

- Garage

Continued from previous page

Specialties: Commercial trans-
portation, truck insurance.

Principal officers: W.H. Dar-
rah, chairman/president; Carmine
Fiore, executive vp; Tim Darrah,
VP.

Branch offices: Phoenix, Ariz;
New York; Fort Dodge, lowa;
Charleston, S.C.

Subsidiaries: Gulf Stream Un-

derwriters Inc.

Membership: NAPSLO.

Delaware Valley
Underwriting Agency
Ltd.

420 S. York Road, Hatboro, Pa.
19040; 215-443-3500

1982 981
Premium volume. $48,200,000 $49,900,000
Gross rev.. $1,460,000 $4,600,000
Employees. 104 18
Commercial lines. 98% 96%

Parent company: Penn Inde-
pendent Associates Inc.

Year founded: 1947

Type of business: 56% managing
general agent, 44% brokerage.

Type of markets: 66% admitted,
34% non-admitted in 1982, same as
1981.

MGA for: National Indemnity
Co., Western World Insurance Co.,
Penn American Insurance Co., In-
tegrity Insurance Co. and Lloyd's.

Broker for: More than 60 com-
panies.

Specialties: Umbrella, general
liability, products, long-haul truck-
ing, major property and casualry
risks.

Principal officers: Irvin Salt=z-
man, president; Charles Ellman,
Robert Cohen, Charles Conway, se-
nior vps; Leroy S. Ellman, corpo-
rate secretary/senior vp; Wade L.
Hoffman, treasurer.

Branch offices: Pittsburgh; New
York; West Orange, N.J.; Cleve-
land; Charleston, W.Va.

Subsidiaries: DVVUA of New
York Inc., DVUA of New Jersey
Inc., DVUA of Ohio Inc., DVUA of
West Virginia Inc.

Membership: NAPSLO,
AAMGA.

Doran Excess
Underwriters Inc.

P.O. Box 317, Mechanicsburg, Pa
17055; 717-697-4626

1982 1981

Premium volume. $4.145,000 $3.643000
Gross rev. $539.000* NA
Employees. ... ... S a1 <>
Commercial lines. 100% 190%

*Bl estimate.

Parent company: Doranco Inc.
Year founded: 1975.

Type of business: Underwriting

manager.

Special Risk Programs

Liability - High-Value Automobile

- Taxis & Limousines - Hole-In-One & Other

* Transportation Risk

- Associations

Hunter Group

Jack D. Hunter & Associates
RQ Box 5703

2415 Avenue J, Suite 100
Arlington, TX 76011

D/FW Metro (817) 640-9901
Texas Wats 1-800-772-5360
Nadonal Wats 1-800-433-5050
Telex 794-977

Special Events

Southern Underwriting Managers. Inc.
Arlington, TX (817) 640-9901

Hunter & Associates of Louisiana
Harahan, LA (504) 733-4141

Hunter & Associates of Oklahoma

Oklahoma City. OK (405) 236-1432

Southern Underwriting Managers

of Florida. Inc.

Texas Production Offices:
Abilene, El Paso and San Antonio

Southern Surplus Agency
San Augustine. TX 1-800-392-6499

Boca Raton, FL 1-800-432-0843

Cleanvater, FL (813) 535-0338

Northeast Risk [nsurors, [nc.
Mariton, NJ (609) 596-2108

Type of markets: 100% non-ad-
mitted in 1982 same as 1981.

Underwriting manager for:
United National Insurance Co.,
American Continental Insurance
co.

Specialties: Umbrella and ex-
cess liability.

Principal officers: William L.
Doran, president; Donna DiGiro-
lamo, president-Doranco West;
Ronald Gitlittn, vp-Dorex Data
Services Inc.; Yvonne Baughman,
corporate secretary.

Branch offices: Oakland, Calif.

Subsidiaries: Dorex Data Ser-
vices Inc.

Membership: NAPSLO.

Dryden & Co. Inc.
P.O. Box 999, 1 Main St., Chatham,
N.J. 07928; 201-635-1200

1982 1981
Premium volume. $28.500,000 $25,000,000
Gross rev. $3,000,000 $2,500,000
Emplovees., . . 65 55
Commercial lines. 100% 100%

Parent company: Prudential
Reinsurance Co.

Year founded: 1978.

Type of business: 100% under-
writing manager.

Type of markets: 5% admitted,
95% non-admitted in 1982. In 1981
2% admitted, 98% non-admitted.

Underwriting manager for:
Gibraltar Casualty Co.

Principal officers: Paul B. In-
grey, president; Roger J. Consolla,
vp; Freeman H. Bowers, Andy J.
Szulc, assistant vps.

Branch offices: Walnut C. eek,
Calif.; Dallas.

Membership: NAPSLO.

E

E & S Agency of

Florida Inc.

1035 S. Florida Ave., P.O. Box 2441,
Lakeland, Fla. 33803; 813-688-3048

1982 1981
Premium volume. $1,200.000 1850,000
Gross rev.. $130,000 $95,000
Errmaplcoycae=_ —1 =1L
Commercial lines. 100% 100%

Year founded: 1979.

Type of business: Managing
general agent.

Type of markets: 60% admitted,
40% non-admitted in 1982, same as
1981.

Underwriting manager for: Al-
liance Insurance Co., Lloyd's. Lin-
coln Insurance Co.

MGA for: Alliance Insurance
Co., Lloyd's, Lincoln Insurance Co.,
Excalibur Insurance Co., Fireman's
Fund Insurance Cos.

Specialties: Commercial land,
aviation, sea transportation.

Principal officer: Clyde J Hol-
liday Ill, president.

Membership: NAPSLO.

E & S Facilities Inc.

Building 10, Suite 102, Office Park
Circle, Birmingham, Ala. 35223;
205-879-9340

1982 1981

Premium volume. $17,500,000 $1.,500,000
Gross rev.. $1.600,000 $648,542
Employees... ... 25 12
Commercial lines. 100% too%

Year founded: 1975.

Type of business: 65% bro-
kerage, 35% managing general
agent.

Type of markets: 48% admitted,
52% non-admitted in 1982. In 1981
45% admitted, 55% non-admit:ed.

MGA for: Employers National
Insurance Co., Admiral Insirance
Co., Unigard Indemnity Co.,
American Special Risks Insurance
Co., Canal Insurance Co., Safety
Mutual Casualty Co., Balboa Insur-
ance Co., Home Insurance Co.

Broker for: Primarily First
State Insurance Co., Unigard Insur-
ance Co., Safety Mutual Casualty
Corp., Bellefonte Re Insurance Co.,
Central National Insurance Co., In-

surance Co. of North America,
Fireman's Fund Insurance Cos.,
Ranger Insurance Co., Chubb Cus-
tom Insurance Co., Integrity Insur-
ance Co.

Specialties: Excess casualty and
property coverage.

Principal officers: Don J. Pate,
president; Charles Garrison, execu-
tive vp

Membership: NAPSLO.

Excess & Surplus Lines
Insurance Brokers Inc.
13848 Ventura Blvd., Suite A,

Sherman Oaks, Calif. 91423;
213-872-3800

1982 1981
Premium volume. $6,000,000 $5,000,000
Gross rev. $480.HO $398,000
Employees . . . . . .. 10 10
Commercial lines. 100% 100%

Year founded: 1975.

Type of business: 90% bro-
kerage, 10% managing general
agent.

Type of markets: 88% admitted,
22% non-admitted in 1982. In 1981,
80% admitted, 20% non-admitted.

MGA for: Great American Sur-
plus Lines Insurance Co., Zurich-
American Insurance Co. of lllinois.

Broker for: Primarily Hudson
Insurance Co., Transport Indem-
nity Co., Lincoln Insurance Co.,
Associated International Insurance
co.

Specialties: Difference-in-con-
ditions including earthquake and
flood.

Principal officers: Douglas De-
Lano, chairman/vp/secretary;
jerry C Boyer, president/trea-

Membership: NAPSLO.

T

J.H. Ferguson &

Associates Inc.

500 Davis St., Evanston, Ill. 60201;
312-866-0260

1982 1981
Premium volume. $31.900,000 $22,000,000
Gross rev.. $3.IN)0,000 $2,860,000*
Employees ..... 50 35
Commercial lines. 75% 75%

*Bl estimate

Year founded: 1979.

Type of business: 100% under-
writing manager.

Type of markets: 45% admitted,
55% non-admitted in 1982, same as
1981.

Underwriting manager for:
Northbrook Excess & Surplus In-
surance Co., Northbrook Indem-
nity Co.

Principal officers: James H.
Ferguson, president; Jack Cessna,
senior vp; Thomas Clark, market-
ing vp; William Scherr, financial
VP.

Membership: NAPSLO.

Firemark International
Surplus Lines Brokers

330 Washington St., Marina Del Rey,
Calif. 90291; 213-822-3330

1982 1981
Premium volume. $1.009,000 $992,000
Gross rev. Mi.000 $82,500
Employeces ... . . 3 =
Commercial lines. 100% 100%

Year founded: 1981.

Type of business: 65% bro-
kerage, 35% managing general
agent.

Type of markets: 65% admitted,
35% non-admitted in 1982. In 1981,
50% admitted, 50% non-admitted.

MGA for: Unigard Indemnity
Co., Comstock Insurance Co.,
Lloyd's.

Broker for: Primarily Lloyd's;
First State Insurance Co.; Chubb
Custom Insurance Co.; Covenant
Mutual Insurance Co.; RLI Insur-
ance Co.; Associated International
Insurance Co.; Midland Insurance
Co.; Mutual Fire, Marine & Inland

Insurance Co.

Continued on facing page
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Specialties: Umbrellas, profes-
sional liability, directors and offi-
cers liability, property, products,
packages.

Principal officers: Charles M.
Wright, president; Debra C. New-
mark, vp; Preston Zillgitt, secre-
tary/treasurer.

First National Insurance &

Reinsurance Agency

118 W. Fulton St., Celina, Ohio
45822; 419-586-1694

1982 1981
Premium volume. 57.200,000 $6,800,00D
Gross rev.... $455.000 $316,000
Employvees ... S 7
Commercial lines. 40% 20%

Parent company: First Ohio Fi-
nancial Corp.

Year founded: 1965.

Type of business: 70% under-
writing manager, 20% managing
general agent, 10% brokerage.

Type of markets: 60% admitted,
40% non-admitted in 1982. In 1981
40% admitted, 60% non-admitted.

Underwriting manager for:
Republic Mutual Insurance Co.

MGA for: Great American Sur-
plus Lines Insurance Co., St. Paul
Surplus Lines Insurance Co., Mt.
Hawley Insurance Co., Lloyd's.

Broker for: Northwestern Na-
tional Insurance Co., Royal Insur-
ance Co. of America.

Principal officers: Theodore K.
Knott, president.

Branch offices: Clarksburg,
W.Va.; Grand Rapids, Mich.; India-
napolis; Peoria, lll.

Membership: NAPSLO.

First Ohio Financial Corp.

118 W. Fulton St., Celina, Ohio
45822; 419-586-5181

1982 1981
Premium volume. $6,800.000 $6,200,000
Gross rev.. $816,000- $806,000+
Employceces_ ... s 7
Commercial lines. 40% NA

*Bl estimate

Parent company: Celina Finan-
cial Corp.

Year founded: 1978.

Type of business: 80% managing
general agent, 15% brokerage, 5%
underwriting manager.

Type of markets: In 1982 40%
admitted, 60% non-admitted, same
as 1981.

Underwriting manager for:
Great American Surplus Lines In-
surance Co., Republic Mutual In-
surance Co., Mt. Hawley Insurance
Co., St. Paul Surplus Lines Insur-
ance Co., American Modern Home
Insurance Co.

MGA for: Great American Sur-
plus Lines Insurance Co., Republic
Mutual Insurance Co., Mt. Hawley
Insurance Co., St. Paul Surplus
Lines Insurance Co., American
Modern Home Insurance Co.

Broker for: Primarily Republic
Mutual Insurance Co., Lloyd's.

Specialties: Non-standard auto,
high-value property.

Principal officers: D.W. Mont-
gomery, chairman; Theodore K.
Knott, president; Larry Wagner,
vp-finance/treasurer; Leon Hanni,
secretary.

Branch offices: Grand Rapids,
Mich.; Clarksburg, W.Va.; India-
napolis; Peoria, lll.; Celina, Ohio.

Membership: NAPSLO.

Arnold J.
Flegenheimer Inc.

125 Mineola Ave., Box 1367, Roslyn
Heights, N.Y. 11577; 516-6214115

1982 1981
Premium volume. $1.750,000 $2,000,000
Grossrev.. $200,000 $240,000
Employees_.... a4 4
Commerciallines. . 90% 90%

Year founded: 1947

Type of business: 75% bro-
kerage, 25% managing general
agent.

Type of markets: 85% admitted,
15% non-admitted in 1982. In 1981
70% admitted, 30% non-admitted.

Underwriting manager for:

United States Liability Insurance
co.

Broker for: Employers Reinsur-
ance Corp., American Centennial
Insurance Co., Mutual Fire, Marine
& Inland Insurance Co.

Principal officers: Arnold J.
Flegenheimer, president; Amalie
M. Flegenheimer, secretary/trea-

surer.

Florida Risk Managers

1900 Biscayne Blvd., Miami, Fla.
33132; 305-573-1311

1982 1981
Premium volume. $1,473.000 $1.274,000
Gross rev... $115,000 $83,000
Employees... “4 2
Commercial lines. 82% 76%

Year founded: 1977.

Type of business: 72% bro-
kerage, 28% managing general
agent.

Type of markets: 29% admitted,
71% non-admitted in 1982. In 1981

17 % admitted, 83% non-admitted.

MGA for: Lloyd's, Uniona-
merica, Terra Nova Insurance Co.,
Penn-America Insurance Co., Chi-
cago Insurahce Co., Interstate Fire
& Casualty Co.

Broker for: Primarily Insurance
Co. of North America; First State
Insurance Co.; International Sur-
plus Lines Insurance Co.; New En-
gland Reinsurance Corp.; South
Carolina Insurance Co.; Fire & Cas-
ualty Insurance Co. of Conn.;
Lloyd's; Shand, Morahan & Co.

Specialties: Architects & engi-
neers professional liability, truck-
ers coverage.

Principal officers: George
Bahm, president; Lorraine Kerri-
gan, assistant secretary/un-
derwriter.

Membership: NAPSLO.

G

Elton George & Co.

P.O. Box 28296, San Antonio, Texas
78228; 512-734-7751

1982 1981
Premium volume. $10.400,000 $7,500,000
Gross rev... $1.300,000* NA
Employees.... S7 =
Commercial lines. 40% 49%

*BJ estimate.

Year founded: 1973.

Type of business: 79% managing
general agent, 16% underwriting
manager, 5% brokerage.

Type of markets: 74% admitted,
26% non-admitted in 1982. In 1981
65% admitted, 35% non-admitted.

Underwriting manager for:
Western Fire & Casualty Insurance
Co. Ltd.

MGA for: Empire Fire & Marine
Insurance Co., Penn-America In-
surance Co., Lloyd's, Terra Nova
Insurance Co., Ennia Reinsurance
Co. of America, MOAC, Comstock
Insurance Co., Credit General In-
surance Co.

Broker for: Interstate Insurance
Co., Chicago Insurance Co., First
State Insurance Co., Evanston In-
surance Co., International Surplus
Lines Insurance Co., American
Bankers Insurance Co. of Florida,
Delta Lloyd's Insurance Co., llli-
nois Union Insurance Co.

Principal officers: Elton
George, managing partner; Mike
Ashner, underwriting manager;
Bill Drawert, marketing manager;
Linda Gray, personal lines man-
ager; Rose Elizonda, commercial
auto manager; Flora Sistos, com-
mercial property/casualty man-
ager; Gary Smith, claims manager.

Subsidiaries: AAMGA,
NAPSLO.

Global Facilities Inc.

200 Sunrise Highway, Rockville
Centre, N.Y. 11570; 516-678-5353

1982 1981
Premium volume. $2,650,000 $2,200,000
Gross rev.. $318.000* NA
Employees... . ... a4 4
Commercial lines. 98% 98%

*Bl estimate.
Year founded: 1977

Type of business: 80% managing

general agent, 20% brokerage.

Type of markets: 95% admitted,
5% non-admitted in 1982. In 1981
85% admitted, 15% non-admitted.

MGA for: Western World Insur-
ance Co Inc., Union Indemnity In-
surance Co. of New York, New
York Merchant Bakers Mutual Fire
Insurance Co., National Union Fire
Insurance Co., Investors Insurance
Co. of America, Massachusetts
Plate Glass Insurance Co., Central
State Insurance Co., Nassau Insur-
ance Co.

Broker for: Interstate National
Insurance Co., Mission Insurance
Co., Fireman's Fund Insurance
Cos., Home Insurance Co., Land-
mark Insurance Co., Chubb Cus-
tom Insurance Co., New England
Reinsurance Corp., International
Insurance Co.

Principal officers: Robert Sha-
piro, president; Sheldon Bagatell,
vp/underwriting manager.

Global Surplus Insurance
Services Inc.
3325 Wilshire Blvd., Suite 602, Los
Angeles, Calif. 90010; 213-386-1200

1982 1981
Premium volume. $42.000, $30,000,000
Gross rev... $5250,000- NA
Employveaes.. 40O 1=
Commercial lines. 100% 100%

-Bl estimate.

Continued on net page

Business Insurance
is available in Microform

University Microfilms International

Please send additional information
for
(name 01'pubticatiin)

Name
Inctinitinn
Strret
City

7ip

300 North Zeeb Road. Dept. P. R.. Ann Arbor, Mi. 48106

When it comes to agreements,
we stand by our word.

RFC

In the business of reinsurance, where a promise is still
binding, you can trust RFC to speak clearly and accu-
rately on your behalf. We'll back you up with maxi-

INTERMEDIARIES, INC. mum protection spelled out in black and white.

2029 Century Park East
Los Angeles, CA 90067
Phone. (213) 277-3753
Telex: 696184 RFCHQ LSA

Because we understand the capabilities of the mar-
ketplace, we can extend your access to secure markets
worldwide. And with our solid history of presenting,

placing, negotiating, documenting and supporting
sound programs, you can rely on us to cover both your
facultative and treaty requirements.

So call one of RFC's nationwide offices. When it
comes to reinsurance, our words will always carry

weight.

Atlanta Boston Chicago Columbus Dallas Hartford Houston
Los Angeles New York Philadelphia San Francisco
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MGA for: English & American eign Marine & General Insurance surance Co, Admiral Insurance

Type of business: 90% under- Insurance Co Ltd, Excess Insur- Co, English & American Insurance Co, Paxton National Insurance Co,

writing manager, 10% brokerage
Type of markets: 95% admitted ance Co, Bishopsgate Insurance Co

ance Co Ltd, Terra Nova Insur- Co Ltd, Lloyd's

MGA for: Integrity Insurance

Alliance Insurance Co, Lloyd's
Specialties: All types of prop-

5% non-admitted in 1982 In 1981 Ltd, Yasuda InsLrance Co, Do- Co, Alhance Insurance Co, Early erty, commercial auto, miscellane-

Gordon Hoyt
Associates Inc.

4 Landmark Square, Stamford,
Conn 06901, 203-348-8555

90% admitted, 10% non-admitted minion Insurance Co Ltd, Uniona- American Insurance Co, Integon ous E&0 and D&0 1082 1081
MGA for: Protective National merica Insurance Co, Stronghold General Insurance Corp Principal officers: David A Premium volume $5,400,000 $4,600,000

Insurance Co of Omaha, Safet> Insurance Co , Brit.sh National Life Broker for: First State Insur- Riffert, E)resqdent Gerard M Ro- Empf6yees sroz.000- ~

Mutual Insurance Co, American Inst_rance Socie: y Ltc, St Kath- ance Co, Lexington Insurance Co, ventin underwrltlng vp Gommercial lines 100% 0%

Special Risk Insurance Co

erine Insurance Co, R-ver Thames Stonewall Insurance Co, Reliance

Membership: NAPSLO,

Broker for: Primarily Protec- Insurance Co, Sumitomo Insurance Insurance Co, Crum & Forster, In- AAMGA

tive National Insurance Co of Co
Omaha
Branch offices: Seattle, Chi- American Insurance Co Ltd, Ex-

cago

surance Co of North America,

Broker for: Primarily English & Aetna Insurance Co

Principal officers: James W

cess Insurance Co Ltd , Terra Edwards, president, Fran Birdwell, Horan, Goldman Cos. Inc.

Principal officers; Henry J Nou, Bishopsgate Insurance Co vp/operations manager, May Bell, 2 Bryn Mawr Ave Bryn Mawr, Pa

Assad, president, James’F MeFar- Ltd., Yasuda Insurarce Co,
land, executive vp, David R Har- minion Insurance Co Ltd, Uniona-
toch, senior vp, Cris Rebullida, merica Insurance Co Stronghold
Donald R Jacobsen, vps, Beatrice Insurance Co, British National Life
R Best, secretary/treasurer Insurance Society Ltd, St Kath-
Membership: NAPSLO erine Insurance Co., River Thames
Insurance Co , Sumitomo Insurance
CcoO

Harry W. Gorst Co. Inc.
805 Fairmont Ave, Glendale, Calif
90048, 213-507-0900 William A Lemon, Leighton R
1982 1981 Cairns, vps, Robert C Blackwell,

Premium volume $11.000,000 $8,500,0CO secretary/treasurer

Gross rev $750,000 $600,0(0 Membership: NAPSLO
Employees 21 17
Commercial lines 20% 20"

Year founded: 1968 Greenwich American

Type of business: 70% under-
writing manager, 20% managing Box 1463, Hendersomille, Tenn
general agent, 10% brokerage 37075, 615-824-5063

Type of markets: 15% admitted, 1082 1981

85% non-admitted in 1982, same as Premum volume $2,BO0,000 $800,000
1981 $280,000

Underwrite,s Inc.

Gross rev

Employees 10 4
Commercial lines 92% 95%

Underwriting manager for:
English & American Insurance Co
Ltd, Excess Insurance Co Ltd,
Terra Nova Insurance Co, Bishops- Parent company: I-tgram Corp
gate Insurance Co Ltd, Yasuda In- Type of business: €0% managing
surance Co, Dominion Insurance general agent, 20% brokerage, 20%
Co Ltd, Unionamerica Insurance underwriting manager
Co, Stronghold Insurance Cc , Type of markets: 60% admitted,
British National Life Insurance So- 40% non-admitted in 1982, same as
ciety Ltd, St Katherine Insurance 1981
Co, River Thames Insurance Co, Underwriting manager for:
Sumitomo Insurance Co Terra Nova Insurance Co, Sover-

Year founded: 1981

No oncs more

LEXI e LIS

JERERNATIONAL

/ GROUP

ADMIRAL INSURANCE COMPANY

Surplus Lines Division of the W R Berkley Corporation

$80,000

Do- vp

Membership: NAPSLO

H

Canoga Park, Calif 91307,
213-716-9300

1982 1981
Premium volume $25.261.496 $30,423 759
$5.231,726 $5,886,097

Employees 59
Commercial lines 98% 99%

~Parent gompany: The Conti-

Year founded: 1975

Type of business: 80% bro-
kerage, 20% managing general
agent

Type of markets: 40% admitted,
60% non-admitted in 1982 In 1981

25% admitted, 75% non-admitted
MGA for: Ambassador Insur-

Gross rev

19010, 215- 527 4400

1982 1981

*-Bl estimate

Year founded: 1978

Type of business: Underwriting
manager

Type of markets: 35% admitted,
65% non-admitted in 1982 In 1981

30% admitted, 70% non-admitted
Underwriting manager for:

Premium volume $17.275,000 $14,100.000 Mutual Fire, Marine & Inland In-

Gross rev $2.138,000 $1,763,000
Employees 49 40
Commercial lines 80% 85%

Year founded: 1964

underwriting manager
Type of markets: 70% admitted,

surance Co
Principal officers: Gordon J
Hoyt, president, Joseph E Phelan,
vp-underwriting, Raymond C
mark

siness: 60% managin onnors, v
Principal officers: Harry W. Ha VIf Insurance Services general agent Li’)% brokerage, 10% <I.Saranch offices: eIEg:oston West
Gorst, president, Michael Heagerty, 6700 Fallbrook Ave , Suite 221,

Hartford, Conn
Subsidiaries: Yankee General

30% non-admitted in 1982 In 1981 Insurance Agency, Smith-Hoyt &

60% admitted, 40% non-admitted
Underwriting manager for:

65 Jefferson Insurance Co

MGA for: Admiral Insurance
California Union Insurance

Insurance Co, Jefferson Insurance
Co of New York, Monticello Insur-
ance Co, US Liability Insurance
Co,US Underwriters Insurance
Co, National Indemnity Co, Na-

Associates Inc

Membership: NAPSLO

Co " Great American Surplus Lines Jack D. Hunter &

Associates

2415 Ave J, Suite 100, Box 5703,
Arlinaton, Texas 76011,
817-640-9901

tional Fire & Marine Insurance Co , 1982 1981
Rockwood Insurance Co, St Paul Premium volume $7,750,000 $5,600,000
. Gross rev $930,000- NA
Surplus Lines Insurance Co , Employees 22 18
L loyd's, Mt Vernon Fire Insurance Commermal hnes 95% 20%

ance Co, Western Employers In- Co

surance Co

Broker for: Admiral Insurance
Co, Ambassador Insurance Co,
First State Insurance Co , Interstate
National Insurance Co

Principal officers: Joseph F
Weckerle, president/chairman,
John J Francis, Paul E McCarthy,
executive vps, Donald M Morgan,
VP

Branch offices: Encino, Santa

Broker for: Various companies
Principal officers: William
Goldman, president, Christina M

*-Bl estimate
Year founded: 1980
Type of business: 85% managing

Madden, secretary, Mary Marines, general agent, 15% brokerage

Stanley Pustilnick, John W

Type of markets: 75% admitted,

McCabe, Sally McCosker, Harry J 25% non-admitted in 1982 In 1981

Landers, Mark Smith, vps
Branch offices: Bryn Mawr, Pa,
Cherry Hill,
Concord, NH, New York
bsidiaries

50% admitted, 50% non-admitted
MGA for: Balboa Insurance Co,

NJ, Columbia, Md, Newport Insurance Co, General

Agents Insurance Co of America

nagers Inc, Acceptance Insurance Co,

Aq@ San. Francisgp, Galif, Gh erry Inc RC Blumberg Inc BIumberg North East Insurance Co, Ennia

arsippany,

Membership: NAPSLO

H & VW Underwriters
(Agency) Inc.

8900 State Line Road, Suite 250,
Leawood, Kan 66206,
913-642-8280

1982 1981
$3,100.000 $2,900,000
$550,000
Employees 8 e
100% 100%

Premium volume

Gross rev

Commercial lines

Parent company: Nell R Poup-
pirt Inc

Year founded: 1958

Type of business: 90% managing
general agent, 10% brokerage

Type of markets: 40% admitted,
60% non-admitted in 1982 In 1981
30% admitted, 70% non-admitted

MGA for: Lloyd's

Specialties: Association profes-
sional liability, E&O coverage,
labor union E&O, taxicab liability
and physical damage

P-% Gllckman Inc

Reinsurance Co of Amerlca

Membership: A AMGA, American Colonial Insurance Co,

NAPSLO

Alexander Howden
Insurance Services Inc.

1705 Commerce Dnve NW, Atlanta,
Ga 30318, 404-351-5880

1982

Gross rev

Employees

Commercial lines 100%

*-Bl estimate

Lloyd's, Southern Insurance Co
Broker for: Ambassador Insur-

ance Co, Angelina Casualty Co,
Mentor Insurance Co Ltd, Fire-
man's Fund Insurance Cos, Insur-
ance Co of North America, Lex-
ington Insurance Co, American In-
ternational Group Inc
Specialties: Garage liability,

$510,000 Premium volume $79.200,000 $1OO 000,000 directors and officers, taxicab &
$9, 108,000~ $10,000,000 leasing, hole in one, general liablity
NSA for welders, truck liability and

physical damage
Principal officers: Jack D

Parent company: Alexander Hunter, owner, Ken King, under-

Howden Group U S
Year founded: 1981

writing manager, Wendy Wilson,
brokerage manager, Jay Baggett,

Type of business: 60% managing property manager

general agent, 40% brokerage

Branch offices: San Antonio,

Type of markets: 60% admitted, Abilene, El Paso, Texas, Oklahoma

40% non-admitted in 1982

MGA for: Integrity Insurance
Co, Atlanta International Insur-
ance Co, Dependable Insurance
Co, International Surplus Lines In-

Principal officers: Neil R surance Co, First State Insurance

Pouppirt, president
Membership: NAPSLO

LE. Harris Agency Inc.
1353 Holton Lane, P O Box 3889,
Langley Park, Md., 301-439-4700

Co, Great Southwest Fire Insur-
ance Co

Broker for: Admiral Insurance

City, Okla, Harahan, La

Huycke General Agency

508 W Sixth Ave, Anchorage,
Alaska 99501,907-276-5333

Co,J H Ferguson & Associates Premium volume $1.332. 000 $1 289, 000

Inc,Interstate Insurance Co Chi-

$118,500
Employees 4

cago Insurance Co, lllinois Em- Commercial imes 50% 33%

ployers of Wausau Insurance Co,

1982 1981 Shand, Morahan &Co,LWwW
Premium volume $6 445 000 $6,144.120 Blegler Inc , Covenant Insurance
$479.458 Co

Employees
Commercial lines 99% 99%

Year founded: 1922

general agent, 20% brokerage, 10%
underwriting manager

65% non-admitted m 1982 In 1981
30% admitted, 70% non-admitted

nity Insurance Co, US Liability

Specialties: Long-haul trucking,

Year founded: 1976

Type of business: 98% managing
general agent, 2% brokerage

Type of markets: 83% admitted,

umbrella liability, environmental 17% non-admitted in 1982 In 1981
impairment, vendors single interest 75% admitted, 25% non-admitted
Type of business: 70% managing and mortgage impairment
Principal officers: Dave Wolf Home Insurance Co, Continental
Jr, president, Robert B Clay, exec- Insurance Co, Great Southwest
Type of markets: 35% admitted, utive vp
Branch offices: Atlanta; Boston, ance Co. of America, Excess Insur-
Columbia, Md, Cranford, Living- ance Co Ltd, Jefferson Insurance
Underwriting manager for: ston, NJ, Dallas, Independence, Co of New York, National Indem-
North East Insurance Co., Lloyd's Ohio, Newport Beach, Calif ; Port- nity Co, Lloyd's
MGA for: Jefferson Insurance land, Ore, Seattle, King of Prussia,
Co of New York, National Indem- Pa

Membership: NAPSLO,

Insurance Co, Penn America In- A AMGA

MGA for: American Family

Fire Insurance Co, Ennia Reinsur-

Principal officer: Peter C
Huycke, owner
Membership: AAMGA
Continued on facing page



1.S.C. Special Risks Inc.

Suite 201, 4663 Haygood Road,
Virginia Beach, Va. 23455;
804-460-1104

1982 1981
Premium volume. $3.434,000 $2,139,223
Gross rev... $905.000 $257,188
Employees.... 5 6
Commercial lines. 30% 3036

Year founded: 1971.

Type of business: 80% managing
general agent, 20% brokerage.

Type of markets: 70% admitted,
30% non-admitted in 1982. In 1981
40% admitted, 60% non-admitted.

MGA for: United National In-
surance Co., Penn-America Insur-
ance Co., Imperial Casualty & In-
demnity Co., Bankers & Shippers
Insurance Co., Windsor/Mt. Joy
Mutual Insurance Co., Puritan In-

' surance Co., Northland Insurance

Co., American Bankers Insurance
co.

, Broker for: Employers Reinsur-

ance Co., Paxton National Insur-

ance Co., Eastern Shore of Virginia
Fire Insurance Co.

Specialties: Law enforcement

professional liability, personal

lines.
' Principal officers: E. Joseph

Nusbaum, president; Robert Bryan,
vp; Barbara M. Roberts, secretary.
Membership: NAPSLO.

151 Corp.

676 St. Clair St., Chicago, 111. 60611;
312-787-4821

1982 1981
Premium volume. $11,000,000 $9,000,000
Gross rev... $1.265.000- NA
Emplovees... 23 20
Commercial lines. 100% 100%

“-B; estimate.

Year founded: 1977.

Type of business: 60% bro-
kerage, 40% managing general
agent.

Type of markets: 60% admitted,
40% non-admitted in 1982. In 1981
50% admitted, 50% non-admitted.

MGA for: Integrity Insurance
Co., Lloyd's, Jefferson Insurance
Co. of New York.

Broker for: Fifty U.S. com-
panies.

Principal officers: J.S Perry,
president/ treasurer; C.W. Schoen-
neman, vp; R.F. Anderson, vp/sec-
retary.

Illinois Surplus Lines
Underwriting Agency

Inc.

20 N. Clark St., Chicago, 111. 60602;
312-781-0950

1982 1981
Premium volume. $24.404,000 520,935,000
Gross rev... ... $3,173,000- NA
Employees .... 48 52
Commercial lines. 100% 100%

*-BJ estimate

Parent company: Bowes Hold-
ing Inc.

Year founded: 1974.

Type of business: 100% under-
writing manager.

Type of markets: 17% admitted,
83% non-admitted in 1982. In 1981
13% admitted, 87% non-admitted.

Underwriting manager for: Il-
linois Employers Insurance of
Wausau Insurance Co., Worldwide
Underwriters Insurance Co., Re-
placement Lens Insurance Co.,
Covenant Mutual Insurance Co.

Principal officers: Raymond J.
White, president; James M.
O'Brien, executive vp; Terry J.
Dowty, vp-underwriting; John
Kuhn, vp-claims; Larry Bush, as-
sistant vp-finance.

Subsidiaries: Dallas Surplus

Lines Underwriting Agency Inc.,
Petco Insurance Brokers Inc.

Insurance Facilities Inc.

140 N. Main Ave., Sioux Falls, S.D.
57102; 605-336-0798

1982 1981
Premium volume. $6,000.000 NA
Gross rev... $720,000 NA
Employees ... 23 INA
Commercial lines. 60% NA

Year founded: 1965.

Type of business: Managing
general agent.

Type of markets: 80% admitted,
20% non-admitted in 1982.

Specialties: Standard and spe-
cialty excess surplus.

Principal officers: J.T.
Schneider, president; Bob
Schneider, vp.

Branch offices: Bismarck, N.D.;
Minneapolis.

Insurance Service

Underwriters Inc.

Box 10345, Atlanta, Ga. 30319;
404-261-5150

1982 1981
Premium volume. $10.100,000 $4,600,000
Gross rev.. 51,657,000 $1,400,000
Employees....... 59 NA
Commercial lines. 90% 90%

Year founded: 1976.

Type of business: 50% under-
writing manager, 50% managing
general agent.

Type of markets: 85% admitted,
15% non-admitted in 1982, same as
1981.

Underwriting manager for:
American International Group
Inc., Chicago Insurance Co.,
American Life & Casualty Co.

MGA for: Insurance Co. of the
State of Pennsylvania.

Broker for: Primarily Insurance
Co. of the State of Pennsylvania,
American Modern Home Insurance
Co., American Life & Casualty Co.,
Thomas Jefferson Insurance Co.,
Lafayette Insurance Co., American
Special Risk Insurance Co.

Principal officers: Jack T.
Sampson, president; George S. Nib-
lack, vp/chief executive officer.

Branch offices: Memphis, Tenn.

Subsidiaries: Brookhaven In-
surance Associates.

Membership: NAPSLO,
AAMGA.

International Excess

Agency Inc.
2111 S. Green Road, P.O. Box

21170, Cleveland, Ohio 44121;
216-291-1818

1982 1981
Premium volume. $1,600.000 $1,500,000
Gross rev.... $200.000 $200,000
Employees.... 4 7
Commercial lines. NA NA

Year founded: 1958.

Type of business: Managing
general agent.

Type of markets: 50% admitted,
50% non-admitted in 1982. In 1981
25% admitted, 75% non-admitted.

MGA for: Great Southwest Fire
Insurance Co., Western World In-
surance Co. Inc.

Principal officers: Thomas H.
Paterson, president.

Membership: NAPSLO.

International Placement
Services Inc.

7710 Carondelet, St. Louis, Mo.
63105; 314-725-8394

1982 1981
Premium volume. $4.483,000 $1,282,423
Gross rev.. $292,000 $91,052
Employees....... e =
Commercial lines. 100% 100%

Year founded: 1981.

Type of business: 80% bro-
kerage, 20% managing general
agent.

Type of markets: 80% admitted,
20% non-admitted in 1982. In 1981
90% admitted, 10% non-admitted.

MGA for: Seibels-Bruce Cos.,
Northbrook Excess & Surplus In-
surance Co., Safety Mutual Insur-
ance Co., Great Atlantic Insurance
CO.

Brokers for: North-West Insur-
ance Co., Great Central Insurance
Co., First State Insurance Co., In-
surance Co. of the State of Pennsyl-
vania; Eagle Star Insurance Co.

Principal officers: Richard J.
Eichhorn, president; Gary Dell,
Nancy Royer, Richard L.
McCleery, vps; Linda M. Gochen-
auer, secretary/treasurer.

Membership: Pending applica-
tion with NAPSLO.

Interstate Insurance

Underwriters Inc.
520 Spring St., Box 4506,

Shreveport, La. 71104;
318-221-4758

1982 1981
Premium volume. $4.300,000 $4,300,000
Gross rev... $510.000 $507,000
Employees.... 10 11
Commercial lines. 85% 74%

Year founded: 1961.

Type of business: 90% managing
general agent, 10% brokerage.

Type of markets: 8% admitted,
92% non-admitted in 1982, same as
1981.

MGA for: Wilshire Insurance
Co., Alliance General Agents In-
surance Co., National Fire & Ma-
rine Insurance Co., Lloyd's, Morri-
son Assurance Co.

Broker for: Primarily Baccala &
Shoop; Shand, Morahan & Co.; Tal-
bot Bird.

Principal officers: Fielder Cal-
houn, president; Harry Saunders,
VP.

Membership: NAPSLO.

a

J.G. Special Risk Brokers

90 John St., New York, N.Y. 10038;
212-619-4220

1982 1981
Premium volume 513,140,739 $9,886,123
Gross rev... $1.130,302 $907,617
Employees.... 19 12
Commercial lines. 99% 99%

Parent company: J.1.B. Hold-
ings Ltd.

Year founded: 1980.

Type of business: 40% managing
general agent, 33% brokerage, 27%
underwriting manager.

Type of markets: 64% admitted,
36% non-admitted in 1982. In 1981
43% admitted, 57% non-admitted.

Underwriting manager for:
American Alliance Insurance Co.

MGA for: Ambassador Insur-
ance Group, Agricultural Excess &
Surplus Insurance Co.

Broker for: Primarily American
Alliance Insurance Co., Agricul-
tural Insurance Co., Ambassador
Insurance Group, Northbrook Ex-
cess & Surplus Insurance Co., First
State Insurance Co., New England
Reinsurance Corp., Ambassador
Group, CNA Insurance Cos.

Specialties: Seedmen's errors
and omissions, first-loss and
layered property, umbrella prod-
ucts and municipal liability, prop-
erty coverage-electric transmis-

Principal officers: Roger S.
Walsh, president; Donald F. Pri-
vett, vp-property; Carol S. Vance,
Frank Bagnasco, Maureen Thomas,

assistant vps.
Branch offices: San Francisco.

Membership: NAPSLO.

Jaeger & Haines Inc.

P.d Box 1623, Favetteville, Ark.
72702; 501-521-2651

1982 1981
Premium volume. $3.713,000 $3,584,000
Gross rev. $544.700 $463,512
Employees. . . . 15 18
Commercial lines. 75% 70%

Year founded: 1976.

Type of business: 90% managing
general agent, 10% brokerage.

Type of markets: 80% admitted,
20% non-admitted in 1982. In 1981
75% admitted, 25% non-admitted.

MGA for: Guaranty National In-
surance Co., Admiral Insurance
Co., Jefferson Insurance Co. of
New York, Alliance Insurance Co.,
Paxton National Insurance Co.,
American Modern Home Insurance
Co., Puritan Insurance Co., Na-
tional American Insurance Co.,
American Bankers Insurance Co.

Continued on next page

SELF-FUNDING

ANOTHER SELLING TOOL FOR THE BROKER

A self-funded employee benefit plan allows
your client another choice, another direction,
another option in financial management. With
it, the broker has another opportunity to close

the sale.

Under self-funding, an employer can reduce
his operating costs. He can maintain control
of reserves. In short, he can reduce the over-

all costs of employee benefits.

You, the broker, can sell your client on the
basis of those lower costs, then turn the case

over to a Third Party Adminis-

trator.

Enter IBA, the experienced Third
Party Administrator. IBA adminis-
ters the entire benefit plan com-

time.

claims. The broker never has to spend time
servicing the details of the account. Instead,
he is free to devote himself to productive sales

IBA has been administering plans for over a

decade now, and our experienced insurance
executives and staff provide your client with
the expertise and understanding to assist him

with all his benefit decisions.

We can help you help your client decide on
self-funding by providing an analysis of his
present costs and a projection of

self-funded costs.

IBA

pletely, even to the payment of

Give us a call at (312) 246-4900 or
write for more information on self-
funding. It could be that extra sell-
ing tool you've been looking for.

VWHOLESALE BROKERS - THIRD PARTY ADMINISTRATORS
INSURANCE BENEFIT ADMINISTRATORS, INC + 5600 SOUTH WOLF ROAD - WESTERN SPRINGS, IL 60558
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Broker for: Primarily Lexing-
ton Insurance Co., Wm. H. McGee
& Co. Inc., International Surplus
Lines Insurance Co., St. Paul Sur-
plus Lines Insurance Co.

Specialties: Commercial auto,
public liability.

Principal officers: Larry
Haines, president; Mike Johnson,
vp; Mary Huff, Gloria Taylor, assis-
tant vps.

Membership: NAPSLO,
AAMGA.

Jaquin Excess Inc.

210 E. Lafayette St., Syracuse, N.Y.
13202; 315-471-8329

1982 198
Premium volume. $389,000 $562,00(,
Gross rev.. $34.516 $46,85
Employees. . . . . 1
Commercial lines. 98% 98%

Parent company: Jaquin & Co.

Inc.

Year founded: 1955.

Type of business: 100% bro-
kerage.

Type of markets: 67% admitted,
37% non-admitted in 1982. In 1981
45% admitted, 55% non-admitted.

Broker for: Primarily Lloyd's,
General Accident Insurance Co. of
America, Western World Insurance

Co. Inc., U.S. Liability Insurance
CcoO.

Principal officers: Robert F.

Jaquin Jr., president/treasurer.
Membership: NAPSLO.

R.L. Jarrett Sr. Inc.

7557 Rambler Road, Suite 650,
Dallas, Texas 75231; 214-696-6969

1982 1981
Premium volume. $20,000,000 $14,000,000
Gross rev... $1.280,000 $1,100,000
Ermployceaces == 1=t
Commercial lines. 100% 10(%

Parent company: London
United Investments.

Year founded: 1968.

Type of business: 55% bro-
kerage, 45% managing general
agent.

Type of markets: 25% admitted,
75% non-admitted in 1982. In 1981
10% admitted, 90% non-admitted.

MGA for: Employers Casual:y
Co. of Texas, First State Insurance
CO.

Broker for: Lloyd's, First State
Insurance Co., Employers Casualty
Co. of Texas.

Specialties: Operators extra ex-
pense, umbrella excess liability.

Principal officers: Keith R.
Rutledge, executive vp; W.R.
Brickey, F.H. Haynes, R.S. Shultz,

vps.

Membership: NAPSLO.

Don R. Jensen & Co.

330 S. Wells St., Chicago, lIl. 60606;
312-939-5240

1982 1981
Premium volume. $5,800,000 $5,800,00
Gross rev.. $754,000 $754,000
Employvees ...... rd 7
Commercial lines. 90% 920%

Year founded: 1931.

Type of business: 100% manag-
ing general agent.

Type of markets: 75% admitted,
25% non-admitted in 1982, same as
1981.

MGA for: Admiral Insurance
Co., California Union Insurance
Co., First State Insurance Co.,
Great American Surplus Lines In-
surance Co., lllinois Employers In-
surance of Wausau, Northbrook
Excess & Surplus Insurance Co.

Principal officers: Don R. Jen-
sen, Charles B. Frazier, Robert L.
Richards, Theodore R. Maleeki,
partners.

Membership: NAPSLO

Jensvold & LeFevre of
Illinois Inc.

600 W. Jackson, Chicago, 11. 60606;
312-559-1260

1982 1981
Premium volume. NA* NA
Gross rev.... , NA NA
Employees..... 4 NA
Commercial lines. 99% NA

*-New company.

Year founded: 1983.

Type of business: 50% managing
general agent; 50% brokerage.

Type of markets: 80% admitted,
20% non-adm.tted estimate for
1983.

MGA for: Millers Na:ional In-
surance Co., CIS Insurance Co.

Broker for: Centaur Insurance
Co.; Mutual Fire, Marine & Inland
Insurance Co.; Fire & Casualty In-
surance Co. of Connecticut.

Specialties: Truckmen's, sand
and gravel trucks.

Principal officers: Ronald J.

Guzy, president; Alan C. Reid, vp.
Branch offices: Jensvold & Le-

Fevre Inc., Houston, an associated
office.

Jersey/International
Group Inc.
1255 Caldwell Road, P.O. Box 5725,

Cherrv Hill, A.J. 08034;
609-429-9200

1982 1981
Premium volume. $44,175.882 $40,229,430
Gross rev. $4,510,000 $5.230,000
Employees. 110 o8
Commercial lines 100% 100%

Parent company: W.R Berkley
Corp.

Year founded: 1973.

Type of business: 100% under-
writing manager.

Type of markets: 10% admitted,
90% non-admitted in 1982. In 1981

100% non-admitted.

Underwriting manager for:
Admiral Insurance Co., Union
Standard [nsurance Co., Tri-State
Insurance Co. of Minnesota.

Specialties: Real estate, limited
partnership, surety.

Principal officers: F.H. Brown,
president; L.M. Oberg, executive
vp/secretary; M.J. Calpin, J.J. Duf-
fett, senior vps; S.G. Franks,
W.J.Kearney, vps; Kathleen
Hagan, treasurer; A.P. Gutman,
controller; John J. Murphy Jr.,
Kevin Pittanaon, assistant vps.

Membership: NAPSLO,
AAMGA.

E.A. Kelley Co.

245 Waterman St., Providence, R. I|.
02906; 401-421-2299

1982 1981
Premium vo.unne. $4.10tt,000 NA
Gross rev.. $331,000 NA
Employees... . . .. 9 NA
Commercial lines. 8396 NA

Year founded: 1957.

Type of business: 42% under-
writing manager, 31% brokerage,
27% manag:ng general agent.

Type of markets: 18% admitted,
82% non-admitted in 1982. Not re-
ported for 1981.

Underwriting manager for:

Lloyd's, Terra Nova Insurance Co.
MGA for: Puritan Insurance

Co., Great Southwest Insurance
Co.; Western Surety Insurance Co.;
Security Insurance Co.; Mutual
Fire, Marine & Inland Insurance
co.

Broker for: Admiral Insurance
Co., Lexington Insurance Co.

Specialties: Long-haul trucking
aircraft.

Responsible claim management,
auditing and adjustment for
todays industry leaders.

O General Liability

O Professional Liability

O Excess & Surplus Unes
O Products Liability

O Reinsurance

334 Madison Avenue « CN 1922 « Morristown, N.J. 07960 - (201) 539-0787

Principal officers: Edgar A.
Kelley, president.
Branch offices: Braintree, Mass.

Membership: NAPSLO.

George Knight &

Associates Inc.

P.O. Box 55295, Tulsa, Okla. 74155;
918-664-0253

1982 1981
Premium volume. $8.000.000 $7.300,000
Gross rev... $144.00 $736,000
Employees. 19 17
Commercial lines. 99% 99%

Year founded: 1976.

Type of business: 90% managing
general agent, 10% brokerage.

Type of markets: 80% admitted,
20% non-admitted in 1982. In 1981
60% admitted, 40% non-admitted.

MGA for: Rockwood Insurance
Co., Alliance Insurance Co., Cen-
taur Insurance Co., Canal Insur-
ance Co., First State Insurance Co.

Specialties: Umbrella liability.

Principal officers: George
Knight Jr., president; Greg C. Pa-
lazzo, Gary Peterson, vps; Willa R.

Cazzell, secretary/treasurer.
Branch offices: Shawnee Mis-

sion, Kan.
Membership: NAPSLO.

LMG Excess Ltd.

116 John St., New York, N.Y. 10038;
212-791-1200

1982 1981
Premium volume. $24,530,000 $22,000,000
Gross rev. $3,086.875 $2,-50,000
Employees . . . . 17 16
Commercial lines. 100% 100%

Year founded: 1968.

Type of business: 80% bro-
kerage, 20% underwriting man-
ager.

Type of markets: 98% admitted,
2% non-admitted in 1982. In 1981
90% admitted, 10% non-admitted.

Underwriting manager for:
Horizon Insurance Co., Union In-
demnity Insurance Co.

Broker for: Primarily Horizon
Insurance Co.; First State Insur-
ance Co.; New England Reinsur-
ance Corp.; North Star Reinsurance
Corp.; Northbrook Excess & Sur-
plus Insurance Co.; American In-
ternational Group Inc.; Mutual
Fire, Marine & Inland Insurance
Co.; BWI Underwriters.

Specialties: Hospital malprac-
tice; trucking, container, transpor-
tation; inland marine; product and
retroactive liability; excess cover-
ages.

Principal officers: Alvin Moss,
president; John S. Dalton, execu-
tive vp; William A. Olson, Fred
Berger, Charles Mule, vps; Edward
McAndrews, marketing consultant;
Harold Colton, Dan Sullivan, John
Fererri, underwriters.

Subsidiaries: LMG Excess Ltd.
of New Jersey.

Membership: NAPSLO.

Langan, Damon &
Spink Ltd.
P.O. Box 6468,5460 Cascade Road

S.E.,Grand Rapids, Mich. 49506;
616-942-8930

1982 1981
Premium volume. $9,346,000 16,374,000
Gross rev.. $711.000 $438,000
Employees. 10 8
Commercial lines. 100% 100%

Year founded: 1981

Type of business: 100% bro-
kerage.

Type of markets: 51% admitted,
49% non-admitted in 1982. In 1981
40% admitted, 60% non-admi:ted.

Broker for: First State Insur-
ance Co., Royal Indemnity Insur-
ance Co., Protective National In-
surance Co., Transit Casualty Co.,

Columbia Casualty Co., Twin City
Fire Insurance Co.

Specialties: Municipal liability;
large, complex property/marine
accounts; self-insured large casu-
alty accounts; captives; reinsur-

Principal officers: James F.
Langan Jr., president/chief execu-
tive officer; Peter S. Damon,
vp/secretary; Donald W. Spink,
vp/treasurer.

Membership: NAPSLO.

Bernard W. Levmore
Co. Inc.

2 W. 46th St., New York, N.Y. 10036;
212-840-2280

1982 1981
Premium volume. $1.000.000 $1,000,000
Gross rev. $110.000* NA
Employees. 7 7
Commercial lines. 95% 95%

*-Bl estimate.

Year founded: 1949.

Type of business: 80% bro-
kerage, 20% managing general
agent.

Type of markets: 15% admitted,
85% non-admitted in 1982. In 1981
15% admitted, 85% non-admitted.

MGA for: Lloyd's.

Broker for: Lloyd's, St. Paul
Fire & Marine Insurance Co., Hart-

ford Casualty Insurance Co., Chubb
Custom Insurance Co.

Specialties: Jewelers block and
related highly technical forms.

Principal officers: Bernard W.
Levmore, president.

The London Agency Inc.

1230 W. Peachtree St. N.W.,
Atlanta, Ga., 30309; 404-875-9641

1982 1981
Premium volume. $88,712,000 $87,055,000
Gross rev. $5.966.000 $6,302,000
Employees. 178 173
Commercial lines. 100% 100%

Parent company: Xerox Corp.

Year founded: 1960.

Type of business: 55% bro-
kerage; 45% underwriting man-
ager.

Type of markets: 60% admitted,
40% non-admitted in 1982, same as
1981.

Underwriting manager for:
Crum & Forster.

Broker for: Various companies.

Specialties: Excess and umbrella
liability, all types of property, ma-
rine and inland marine coverages

Principal officers: Frank Kin-
nett, chairman/chief executive of-
ficer; David E. Boyd, president; R.
James Andrews, John A. Jolley,
Vincent J. Delaney, senior vps.

Branch offices: Charlotte, N.C_;
Tampa, Fla.; Kansas City, Mo.; New
Orleans.

Membership: NAPSLO.

Lyon Underwriters Inc.

3751 Maguire Blvd., Suite 135,
Orlando, Fla. 32803; 305-894-8797

1982 1981
Premium volume, $2,000,000 $1,200,000
Gross rev.. $200,000 $120,000
Employees. 6 5
Commercial lines. 100% 100%

Year founded: 1980.

Type of business: 80% managing
general agent; 20% brokerage.

Type of markets: 50% admitted,
50% non-admitted in 1982, same as
1981.

MGA for: Alliance Insurance
Co. of Kansas, Zurich-American
Insurance Co. of lllinois, Chicago
Insurance Co., Zale Indemnity Co.

Broker for: Primarily Safety
Mutual Casualty Corp., Nutmeg In-
surance Co., First State Insurance
co.

Specialties: Commercial um-
brella and property liability.

Principal officers: Robert R.
Lyon Sr., president; John George,
vp; Carolyn Lyon, secretary.

Membership: NAPSLO.

Continued on facing page



MBC Colby
Associates Ltd.

P.O. Box 5009,200 Garden City
Plaza, Garden City, N.Y. 11530;
516-248-1188; 212-343-1188

1982 1981

Premium volume. $5.000.000 $3,000,000
Gross rev. $400.000 $335,000
Employees. ... e B B |

Commercial lines. 929%

Year founded: 1967.

Type of business: 60% managing
general agent, 40% brokerage.

Type of markets: 92% admitted,
8% non-admitted in 1982. In 1981
75% admitted, 25% non-admitted.

MGA for: American Colonial In-
surance Co., Union Indemnity In-
surance Co., First Rehabilitation
Insurance Co.

Broker for: Primarily Ambassa-
dor Insurance Co.; North East In-
surance Co.; Chubb Custom Insur-
ance Co.; Employers Reinsurance
Co.; National Union Insurance Co.;
New England Reinsurance Corp.;
Forum Insurance Co.; Executive
Insurance Co.; Centaur Insurance
Co.; Mutual Fire, Marine & Inland
Insurance Co.

Principal officers: Bernard
Cohen, president; Jane A. Weber,
vp; Bea Cohen, secretary/trea-

surer.

Major Surplus Inc.

99 John St., New York, N.Y. 10038;
212-285-1109

1982
Premium volume. $13.500.000 $12,500,000
$800.000 $750,000
a1 12
100%

1981

Gross rev..

Employvees. ...

Commercial lines. 100%

Year founded: 1975.

Type of business: 80% managing
general agent, 20% underwriting
manager.

Type of markets: 50% admitted,
50% non-admitted in 1982, same as
1981.

MGA for: First State Insurance
Co., Lloyd's.

Broker for: Primarily First
State Insurance Co., Lloyd's, North
Star Insurance Co., Chubb Group,
International Insurance Co., Cali-
fornia Union Insurance Co., North-
brook Excess & Surplus Insurance
Co., Mead Reinsurance Co.

Specialties: Primarily product
liability, umbrella liability, com-
mercial physical damage, directors
and officers, errors and omissions,
buses and limos.

Principal officers: Jeremy D.
Cooke, president; Alexander M.
Kullman, vp; Howard W. Kupfer-
berg, assistant vp.

Branch offices: Cedar Knolls,
N.J.

Membership: NAPSLO.

Markel Service Inc.

P.O. Box 6614, Richmond, Va.
23230; 804-282-5423

1982
Premium volume. $40,600,000 $43,300,000
$6.200,000 $5,800,000

Employees....... 122 120
95% 95%

1981
Gross rev..

Commercial lines.

Parent company: Markel Corp.

Year founded: 1930.

Type of business: 62% managing
general agent, 38% brokerage.

Type of markets: 60% admitted,
40% non-admitted in 1982, same as
1981.

MGA for: Western World Insur-
ance Co., Lloyd's, Great Southwest
Fire Insurance Co., Northfield In-
surance Co., Scottsdale Insurance
Co., St. Paul Surplus Lines Insur-
ance Co., Essex Insurance Co.,
Fireman's Fund Insurance Cos.

Broker for: Primarily First
State Insurance Co., Admiral Insur-
ance Co., Lloyd's, North Star Mu-

tual Insurance Co.

Specialties: Transportation,
governmental and associations

Principal officers: Alan
Kirshner, president; Anthony F.
Markel, executive vp; Gary Mar-
kel, Steve Markel, vps.

Branch offices: Belmont, Mass.;
Atlanta; Dallas.

Membership: NAPSLO.

Market Finders

Insurance Corp.

9117 Leesgate, Louisville, Ky.
40222; 502-423-1800

1982
$17.500.000 $14,0C0,000
53,893.773 $2,882,554
Employees....... ao 43
90% 90%

1981
Premium volume.

Gross rev..

Commercial lines.

Year founded: 1972.

Type of business: 60% managing
general agent, 30% underwriting
manager, 10% brokerage.

Type of markets: 50% admitted,
50% non-admitted in 1982. In 1981
30% admitted, 70% non-admitted.

Underwriting manager for:
Lloyd's.

MGA for: Empire Insurance Co.,
Paxton National Insurance Co., Pu-
ritan Insurance Co., Unigard Insur-
ance Co., California Union Insur-
ance Co., Western World Insurance
Co. Inc.

Broker for: Media/Professional
Insurance Inc., Shand, Morahan &
Co., L.W. Biegler Inc., Will Darrah
& Associates Inc.

Specialties: Aviation, hull and
excess; commercial property; com-
mercial trucks; primary and excess
products.

Principal officers: James Ryan,
president; Jerome H. Boyett, secre-
tary/treasurer.

Branch offices: Cincinnati;
Hudson, Ohio; Lafayette, Ind.;
Pittsburgh; Nashville, Tenn.

Subsidiaries: Aviation General
Ltd., Denver.

Membership: NAPSLO
AAMGA.

McAlear Associates Inc.

4450 Cascade Road S.E., Grand
Rapids, Mich. 49506; 616-942-8000

1982 1981

Premium volume. $29,515,000 $26,817,CO0
Gross rev. $2,590,100 $2,464,100
Emplovees. 48 48

Commercial lines. 100% 100%

Parent company: Harleysville
Group Inc.

Year founded: 1970.

Type of business: 88% bro-
kerage, 12% managing general
agent.

Type of markets: 42% admitted,
58% non-admitted in 1982. In 1981
35% admitted, 65% non-admitted.

MGA for: Admiral Insurance
Co., First State Insurance Co.,
Lloyd's, Great American Surplus
Lines Insurance Co., Northbrook
Excess & Surplus Insurance Co.,
Guaranty National Insurance Co.,
Western World Insurance Co., St.
Paul Surplus Insurance Co., RLI
Insurance Co.

Broker for: Primarily Guaranty
National Insurance Co., Great
American Surplus Lines Insurance
Co., American Universal Insurance
Co., Admiral Insurance Co., First
State Insurance Co., Integrity In-
surance Co., Lexington Insurance
co.

Specialties: General liability.
products, umbrellas, municipalities.
recreational areas and equipment:
automotive products, special E&O:
retroactive covers, capacity prop-
erty.

Principal officers: Charles A.
McAlear, chairman; Thomas S.
Bloom, president; Ralph F. Leis-
tiner, Derek Repath, senior vps.

Subsidiaries: MeAlear Nason
Associates Inc., Overland Park,

Kan.

Membership: NAPSLO.

John R. McDonald Co. Inc.

3600 Wilshire Blvd., Los Angeles,
Calif. 90010; 213-380-9650

1982 1981

Premium volume. $7,460,032 $7,170,130
Gross rev.. $703.485 $785,730
Employvees. . . . . . . 14a 14a
Commercial lines. 90% 90%

Year founded: 1968.

Type of business: 50% managing
general agent, 30% brokerage, 20%
underwriting manager.

Type of markets: 70% admitted,
30% non-admitted in 1982. In 1981
71% admitted, 29% non-admitted.

Underwriting manager for:
Universal Security Insurance Co.

MGA for: INA Underwriters In-
surance Co., Comstock Insurance
Co., Fremont Indemnity Co., Great
Falls Insurance Co.. lllinois Em-
ployers of Wausau, Universal Secu-
rity Insurance Co., Northbrook Ex-
cess & Surplus Insurance Co.

Broker for: Primarily lllinois
Union Insurance Co., California
Union Insurance Co., Glacier Gen-
eral Insurance Co., Admiral Insur-
ance Co., Transport Indemnity Co.,
Lloyd's.

Specialties: Aviation, malprac-
tice.

Principal officers: John R.
McDonald, president.

Subsidiaries: Pacific Aviation
Managers Inc.

Membership: NAPSLO,
AAMGA.

Continued on next page
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the K station

caught fiL....

Then, the fireman drove the hook-and-ladder over the hy-
drant outside, flooding the dry cleaning store on the corner.
The owner, naturally upset, ran screaming into the street and
narrowly escaped being run over by the chief's car. The chief
swerved, avoiding the irate dry cleaner, and drove through
the front porch of the church across the street. The police-
man directing traffic got a little too excited and charged an
innocent bystander with arson. Meanwhile, the paramedic
accidently dropped the stretcher carrying the lady who lived
in the house next to the fire station and who thought she was
having a heart attack. It was indigestion, but she broke her
arm in the fall. And, when the smoke finally cleared...
PENCoO covered it all.
Guaranteed-cost programs, broad-form comprehensive li-
ability, errors and omissions and other tailor-made risk cov-
erages for public entities all through A-rated stable carriers.

For more information, contact: Dan Lee, CPCU

f---, PO. Box 1280

|| Nashville, TN 37202

(615) 361-4065

Great Workers'’

Compensation
Group Programs

\<

-1,4.

6

1. RECREATIONAL MARINE INDUSTRY GROUP...

for marinas, boat dealerships and all allied segments of the industry;

program includes U.S. L. & H.

2. TRUCKMENS' INDUSTRY GROUP...
for long, short or intermediate haul fleets and owner operators.

3

. SECURITY INDUSTRY GROUP...

for security guard, detective and patrol agencies, burglar & fire alarm

monitoring, sales & installation.

CoverX has long advocated the use of mass purchasing power to reduce insurance costs.

All three of these fine Worker:

s' Compensation Group Dividend Plans acknowledge that principle...

and all are underwritten by CoverX on behalf of major insurance carriers

and are available in most states.

Be the competition... Come to CoverX.

For further information or applications call or write ...

COVER CORPORATION

P. O.

Box 5096, Southfield, Michigan 48086

Telephone: (313) 358-4010 - Telex: 23-5635
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Continued from previous page
Media/Professional

Insurance Inc.

8900 State Line Road, Suite 250.
Leawood, Kan 66206,
913-642-7195

for workers compensation, auto Year founded: 1978

and general liabil.tb Type of business: 100% under-
Principal officers: Dorothy S writing manager

Hirsch, president, Daniel A Mayer, Type of markets: 95% admitted,

Year founded: 1973

Type of business: 88% managmg
general agent, 12% brokerage

Type of markets: 20% admitted,

treasurer/admin.stative assistant, 5% non-admitted in 1982, same as 80% non-admitted in 1982 In 1981

Sal J Graziano Jr, seentary, Irvan 1981

15% admitted, 85% non-admitted

RISC inc.
750 N St Paul, Suite 990, Dallas,

19082 1981 A Andignac, vp-claims Charles W Underwriting manager for: MGA for: Ambassador Insur-
Premium volume $8 400 000 $6,134,000 Attaway, vp-underwrit ng Transit Casualty Co, Consumers ance Co, American Consumer In- Texas 75201, 214-922-9898
ross re $906,000
Employees 20 1 Membershlp AAMGA, Insurance Co, Consumers Indem- surance Co Greater New York 1982 1981
c NAPSLO Premium volume $30.000.000 $24,000,000
CGommereial lines 100% 100% nity Co Mutual Insurance Co , Great Gross rev $2.200,000 1,900,000
MGA for: Admiral Insurance Southwest Fire Insurance Co, Employees 34 35
Year founded: 1979 co Commercial lines 8% o8

Type of business: 100% under- Moore Excess Inc.

writing manager

Type of markets: 100% admitted Falls,NY10512 914-277-2955

in 1982, same as 1981

Underwriting manager for: Premium olume

CNA Insurance Cos, Hartford Spe-

cialty Co, SAFECO Insurance Co
Principal officers: Larry Wor-

rall, president, William Bauer, ex-

ecutive vA Jim Wallace, president-
E&O Professionals

Subsidiaries: E&O Professionals

Inc

Mid.Continent
Underwriters Inc.

228 St Charles Ave , New Orleans,
La 70130, 504-581-5597

1982 1981

Premium volume $21,000,000 $23,000,003 sional liability

Gross rev $3,000,000 $4,000,000
Employees 75 72
Commercial lines 100% 1009

Parent company: The North-
West Insurance Co
Year founded: 1969

Type of business: Underwrlbng

manager

Type of markets: 11% admitted,
89% non-admitted in 1982 In 1981

9% admitted, 91% non-admitted
Underwriting manager for:
The North-West Insurance Co,
Southeast Indemnity Co
MGA for: The North-West In-

surance Co, Southeast Indemnity
Cco

Specialties: Cash flow programs Corimerelal hnes

The Best of

Both Worlds

The famous Water Tower
went through the Chicago
Fire In 1871 and stands
today alongside modern
landmarks as the best of
the old and the new

Since we began in Chicago
1111905 weve given
producers a successful
combination of traditional
service and pacesetting
marketing

Today we continue to bring
agents and brokers the
finest domestic and overseas
markets for excess

and surplus lines

For the best of both worlds
call lllinois R B Jones

Center Street, Bcx 565, Croton

1982 1981

Gross rev $175,00) $125,000 Meyer, assistant vp, claims

Employees

Commercial hnes 10093 NA

Membership: NAPSLO
Year founded 1977.
Type of business: 10)% bro-
kerage O

Type of markets: 95% admitted,

5% non-admitted .n 1982 In 1981 Oklahoma General Agency
80% admitted, 20% non-admitted

Broker for: Primanly Horizon 0k|38})§’1'\4§\/ i%g % gl%am a City.

Insurance Co, North Star Insur-

Great Southwest Surplus Insurance

Principal officers: R E Foss, Co, Union Indemnity Insurance
president, D W Emmench, senior Co, Transit Casualty Insurance
vp, B A Granado, vp, Barbara K Co, Republic Insurance Co, Mid-
Marrs, senior vp/corporate secre- Continent Insurance Co, North-
NA $2,000,000 tary/underwriting manager, K East Insurance Co, National Casu-

alty Insurance Co, Scottsdale In-

Branch offices: Portland, Ore surance Co, Pennsylvania LLm-

bermens Mutual Insurance Co,
Rockwood Insurance Co, United
National Insurance Co, Western
Surety Insurance Co

Principal officers: Milton L
Goldberg president, Joseph C
Staerk, vp Bernard Rosenfeld, sec-
retary

Branch offices: Baltimore, Fre-

ance Co, New England Reinsur- premium volume $17, 858 670 $16, 175 43C derica, Del, Atlantic City, N J

ance Cc , Massachusetts Plate Glass Gross rev $1.685,366 $1,408,510
Insurance Co Employees 28 24
Commercial lines 4290 44%

Specialties: Hospital profes-
Parent company: Oklahoma
Principal officer: Robert J General United Corp
Moore, president Year founded: 1949
Membership: NAPSLO
genéeral agent, 4% brokerage
Type of markets: 93% admitted,

Membership: NAPSLO

Professional Coverage
Managers

Type of business: 96% managing 130 William St, New York, N Y

10038, 212-619-4900

7% non-admitted In 1982 In 1981 Premiumvolume $22,666, 936 $22, 922 879

N 92% admitted, 8% non-admitted
MGA for: Leader National In-

National Unde riting surance Co, Empire Insurance Co,

Agency Inc. & NUA
(lllinois) Inc.
150 S Wacker Drive, Chicago, Il

Insurance Co of New York, Great
Southwest Fire Insurance Co, Pu-
ritan Insurance Co , National
60606, 312-236-1868 American Insurance Co, Imple-

1982 1981 ment Dealers Mutual Insurance

Premium volume,$34,000,M $22, 512 030 CO, North Star Mutual Insurance
8 Co , Morrison Insurance Co, St
100% Paul Surplus Lines Insurance Co,
First American Insurance Co ,
Comco Insurance Co, Midwest Mu-
tual Insurance Co, National Fire &
Marine Insurance Co, National
Casualty Insurance Co, Penn-
America Insurance Co, Jardine-
Glanville, Dependable Insurance
co
Broker for: Primarily Empire
Insurance Co, Puritan Insurance
Co, Jefferson Insurance Co of
New York, National American In-
surance Co, National Indemnity
Insurance Co, North Star Insur-
ance Co, Leader National Insur-
ance Co , Implement Dealers Insur-
ance Co
Principal officers: Marie E
Welch, president, Gary Westpha-
len, secretary/treasurer
Membership: NAPSLO

Emoloyees 46
100%

Organ & Co. Ltd.

P O Box 8761, Metairie, La 70011,
504-831-0825

1982 198_
Premium volume $6.615,088 $1 400,000
Gross rev $988,159 $252,000
Employees 21 v

Commercial lines 100% 100%

Year founded: 1980
Type of business: 96% under-
writing manager, 4% brokerage

Type of markets: 2% admitted,
98% non-admitted in 1982 In 1981

4% admitted, 96% non-admitted

Underwriting manager for:
South State Insurance Co, First
Horizon Insurance Co

= x14a23

4mw - <o

" " Specialties: Commercial CGL

and workers compensation
Principal officers: Donald VV

Organ, president, E Calvin Trussel, Co

vp-underwriting, S M Devincent,
vp-claims

the best of both worlds

/hsties
meciea 11
L'o, as
Loncon
5 Ice '90.

175 W Jackson Blvd Chicago Il 60604 - Phone (312) 435-8200

ILLINOIS 59"5
R.B. JONES

rowal /oo

Pennock Insurance
Agency Inc.

Pa 19082, 215-352-31

Gross rev $2.947,000- NA

Employees 20 20

Commercial 1 nes 100% 100%

National Indemnity Co, Jefferson *Bl estimate

Year founded: 1969

Year founded: 1975

Type of business: 50% bro-
kerage, 40% managing general
agent, 10% underwriting manager

Type of markets: 20% admitted,
80% non-admitted in 1982 In 1981
15% admitted, 85% non-admitted

Underwriting manager for: In-
ternational Lloyd's Insurance Co

MGA for: California Union In-
surance Co, St Paul Surplus Lines
Insurance Co, Carolina Casualty
Insurance Co, Western World In-
surance Co Inc, Interstate Insur-
ance Co

Specialties: Commercial prop-
erty, energy related risks

Principal officers: David L
Geary, president, Ron Fuos,
Frances Griffin, Paula McCrea,
Milton Fletcher, Jim Graves, Dale
Crawford, vps

Branch offices: Houston

Subsidiaries: Ensure, an energy
insurance facility

Membership: NAPSLO

RTC Underwriting

Services Inc.

Heights Plaza, 777 Terrace Ave ,

Type of business: 55% managing Hasbrouck Heights, N J 07604,

general agent, 45% brokerage

Type of markets: 90% admi:ted,
10% non-admitted m 1982 In 1981
85% admitted, 15% non-admitted

MGA for:
ance Co, Government Employees
Insurance Co, Atlanta Interna-
tional Insurance Co

Broker for: New York Insur-

ance Exchange, Employers of

. Y .
International Insur- commercial lines

201-288-8620

1982 1981
$2,500,000 $400,000
$325,000+ NA

Premium volume
Gross rev

Employees 4 2
100% 100%
*Bl estimate

Parent company: RTC Ltd
Year founded: 1981

Type of business: Underwriting

Wausau Insurance Co, American manager

International Group Inc
Specialties: Professional non-
medical liability
Principal officers: Richard C
Marx, president, Alfred J Amend,
executive vp Anthony F Martini

Type of markets: 99% admitted,
1% non-admitted in 1982, same as
1981

Underwriting manager for:
RLI Insurance Co

Specialties: Professional liabil-

Donald H Marshall, Leslie | Ross, ' tty, D&O liability

vps
Subsidiaries: RCM Interme-

diaries Ltd, PCM Excess Ltd, Spe-

cial Risk Portfolio Services Inc

Membership: NAPSLO

Program Underwriters Inc.

8010 University Drive, Tamarac, Fla
33321,305-752-9610

1982 1981
Premium volume $11,000,000 $4 950,000
Gross rev $1,481.000 $581,000
Employees 25 13
Commercial lines 99% 97%

Year founded: 1979

Type of business: 49% under-
writing manager, 42% managing
general agent, 9% brokerage

Type of markets: 35% admitted,

Principal officers: Donald R
Fischer, president

Membership: NAPSLO,
AAMGA

Ranger-Allied

Underwriters

P O Box 2807, Houston, Texas
77001,713-622-6500

1982 1981
Premium volume $8.340,667 $7,218,855
Gross rev $977,385 $889,100
Employees 24 24
Commercial lines 95% 95%

Parent company: Ranger Insur-
ance Managers

Year founded: 1966

Type of business: 77% managing
general agent, 23% brokerage

Type of markets: 24% admitted,

65% non-admitted in 1982 In 1981 76% non-admitted m 1982 In 1981

25% admitted, 75% non-admitted
Underwriting manager for:
Casualty Indemnity Exchage

36% admitted, 64% non-admitted
MGA for: Lloyd's, Sovereign

Marine & General Insurance Co,

7055 Termial Square Upper Darby, Raton, Orlando, Fla

MGA for: Excess Insurance Co Northland Insurance Co, Ameri-
Ltd, Terra Nova Insurance Co can Modern Home Insurance Co,
Ltd , Chicago Insurance Co , Puritan Insurance Co, Ranger
Lloyd's, Mt Vernon Fire InsL.rance County Mutual Insurance Co, Jef-
ferson Insurance Co, Monticello
Broker for: Hudson Insurance Insurance Co, National Indemnity
co Insurance Co, National Fire & Ma-

Specialties: Excess malpractice rine Insurance Co

Principal officers: Lawrence J Broker for: CIGNA Corp, Lex-
Buto, president, Dennis M Green- ington Insurance Co, Aviation Of-
berg, Anthony D Murro, Robert L fice of America Inc, Puritan Ex-
Baum, vps, Frances T Buto, secre- cess & Surplus Lines Co
tary/treasurer Specialties: Trucking

Branch offices: Tampa, Boca Principal officers: Leland K
Merwin, vp/general manager

Subsidiaries: Program Un- Branch offices: San Antonio,

rermiurm volume $316159:§00 . 200905%1 delwriters Three Inc, Program Texas, Oklahoma City

Gross rev $550.000 $500.000 Underwriters IV Inc , Program Membership: NAPSLO,
Employees 16 18 Underwriters V Inc, Program Un- A AMGA

Commerecial lines 20% 10% derwriters Financing Inc Cont:nued on factng page



Thomas F. Sheehan Inc.

. 810 N Plaza Drive, Schaumbur , 111
Rocky Mountain 60195, 312-490-140 ’

General Agency o8z

Cont:nued from facing page

Year founded: 1962

1981 general agent, 5% brokerage

Box 3006, Great Falls, Mont 59403, Premium volume $24 845.568 $25,166,969
406-727-2500 Gross rev %D
Employees 53,196.398 $3.316. 844 %
1982 1981 Commercial lines ) 00% 100% % admitted, 8% non-admitted
Premium volume $9,300.000 $8,600.000
Gross rev $1.011,000 $997,CO0 - A
Employees 24 27 Year founded: 1978 Champion Insur:
Commercial lines 6% 6% Type of business: 98% under- MGA for: Carolina Casualt

Writing manager, 2% brokerage
Year founded: 1960

Tuns fusiness; 9% managing 124 Roradhl

Type of markets: 99% admitted, Unde
1% non-admitted in 1982, same as Im er|
ine Top Insurance Co

MGA for: New Hampshire In-

surance Co , AlU Insurance Co, neers, lawyers, accountants liabil-
Granite State Insurance Co., Na- ity

tional Union Insurance Co, Jeffer-
incipal ofgce sR;rrnq_'n}ﬂ?aI; I]:_\,Igrlf]]gan Rf%%tr%'g/ treasurer, J G

son Insurance Co, Paxton National Sheelhan presiden
Insurance Co, Rockwood Insur- darana, executive vp, James F

selga St

ritin nager for: surance Co, National A e|
8 &"?ﬁ/ ﬁndemn?y surance Co, Ban ersrg éhlp
SpeC|aItles Architects and engi- suraH(E%rEe CO Transit Casualty In-

ance Co, Early American Insur- Whitaker, vp/treasurer

ance Co, Empire Fire & Marine In-
surance Co

Subsidiaries: Peace Corp, Pro-
fessional Risk Management Inc

Broker for: Geo F Brown & (related companies).

Sons Inc, Shand, Morahan & Co
Principal officers: Ed Judge,
president

Branch offices: Casper, Wyo .
Bismarck, ND, Boise, Idaho

Membership: NAPSLO,
AAMGA

S

W.A. Schickedanz
Agency Inc.

110 W Main St, Belleville, 111 62222,
618-233-0644

1982 1981

$4,000,000 $3,700,000
$700.000
3

Premium volume
Gross rev

Employees
Commercial lines 60%

Year founded: 1931

Type of business: Managing
general agent, brokerage

Type of markets: 95% admitted,
5% non-admitted in 1981. In 1980
90% admitted, 10% non-admitted

MGA for: National Indemnity
Insurance Co, National Fire & Ma-
rine Insurance Co, Foremost In-
surance Co,- First Financial Insur-
ance Co., Lloyd's, American Home
Assurance Co

Broker for: Primarily Hudson

Shelly, Middlebrooks &
O'Leary Inc.

725 Peninsula Place Jacksonville,
Fla 32204, 904-354-7711

1982 1981
Premium volume $9.588,419 $9,990,805
Gross rev $1.352.574 $1.304,141
Employees 32 30
Commercial lines 95% 924%

Year founded: 1952

Type of business: 100% manag-
ing general agent

Type of markets: 86% admitted, 1

14% non-admitted in 1982 In 1981 1 = 4

80% admitted, 20% non-admitted

MGA for: Canal Insurance Co, t" "' + . e
Canal Indemnity Co, Carolina Cas-j
$650,000 ualty CO , Chicago Insurance Co
20 First FlnanC|aI Insurance Co, In-
terstate Fire & Casualty Co, Jef- 1

ferson Insurance Co of New York,
First State Insurance Co, Puritan
Insurance Co, Western World In-
surance Co, Kent Insurance Co,
Lloyd's, Monticello Insurance Co,
National Fire & Marine Insurance
co

Specialties: Commercial auto h-
ability and physical damage, gen-
eral and professional liability,
workers compensation

Principal officers: Daniel C
O Leary, president, Michael S

Insurance Co, Centaur Insurance O'Leary, first vp. Roger Gobler, ex-

CcoO

Principal officers: Carl D
Miller Sr, president, Steven C
Miller, secretary/treasurer, C Jack

ecutive vp

Membership: NAPSLO

Miller, executive vp, Raymond J Sherwood Insurance

Juenger, assistant treasurer/special

agent

Membership: AAMGA

Seaboard Underwriters
Inc.

Box 659, Burlington, N C 27215,
919-583-3711

Services

201 California St, San Francisco,
Calif 94111, 415-956-3236
1982 1981
Premum volume $29.258,000 $23,321,000
$2.800.000 $2,265,000

Employees 26 23
Commercial lines 100% 100%

Gross rev

Year founded: 1978
Type of business: 100% bro-

Type of markets: 90% admitted, z
54 10% non-admitted in 1982 In 1981 -

1982 1981 kerage
Premium volume $15.000,000 $20,000,000
Gross rev 51.800,000+ $2,000,000'
Employees 48
Commercial lines 94%

*81 estimate

Year founded: 1951

ooh P& busingss, &

manager 159 brokerage

Underwriting manager for:
Lloyd's, First State Insurance Co,
Fireman's Fund Insurance Cos

MGA for: Bankers & Shippers
Insurance Co of New York

Broker for: Primarily Bankers
& Shippers Insurance Co of New
York, Lloyd's, First State Insur-
ance Co

Specialties: Physical damage,
transportation

Principal officers: Donald R
Sandgren, president, William K
O'Brien, senior vp

Branch offices: Chicago. Hous-
ton, Boynton Beach. Fla

Membership: NAPSLO

Ba
Surpﬁus ines Insurance

"%nrés"% %‘r’% o

& and fl0od on large '8,4..

ée rwri ﬂg I n g
e hagi T

98% 85% admitted, 15% non-admitted
Broker for: Primarily Allianz =

Underwriters Inc, Sayre & Toso,
cala,& Shoop, Lon&
0. Integ-

rity Insurance Co

mercial risk
Principal officers: Donald K
Sherwood, president, Floyd W
Booth, senior vp, James W Barnes,

VP

Membership: NAPSLO

South East Underwriting
Service Inc.

228 W Valley Ave, Box 6067,

Birmingham, Ala 35259,
205-942-1114

1982 1981
Primium volume $8.021,000 $8 003,000
i v $1.159.000 $1 015 000
Linpli,vil" 34 33
C.immin lal him 50% 55%

a Inde
asu
anona

ua y Insurance Co, Ea Star In-

Principal officers: John M
Eicher Jr, president, Naaman W

ﬁcmd tal L nes I
egaro
eCUI'I as- surance

Broker or rimarily atlo
In- ndemnltg aro n
ers Insuranc
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1.4% nonradmitted in 1982 In ing general agent
Type of business: 60% under- 1981 64% admitted, 36% non-ad-
writing manager, 35% managing m|tted

Type of markets: 80% admitted,
20% non-admitted in 1982 In 1981

GA for: Natlonal Indemnity 85% admitted, 15% non-admitted

e of markets: 93% admitted, Co Carolina asualglllnsurance

non-admitted in 1982 In 1981 Co, Western Worl

nsurance Co, National Indemnity Go,

ce Co

arolina

Lloyd's, Foremost Insurance Co, Casualty Insurance Co, Northland
Underwrltlngnmanagerfor Puntan’Insurance Co, First Fman- Insurance Co, Guaranty National

urance C
|ona %)

uaran ona

cial Ir surance Co, Allied Fidelity Insurance Co, Dependable Insur-
Insurance Co St Paul Surplus ance Co Californja Unlon Insur-
ar?{r g Na- ance o Lloyd'
COlS

mlraﬂnsurance &e lmsﬂpacr?ce 0S. %#" maha grﬁ

ork, Paxton National Insurance
o and others

ritan Insur-

Specialties: Commercial truck-

Insurance Co Chlcago Insurance ing, garage liability

Co, Admiral Insurance Co
Specialties: Umbrellas
Principal officers: Preston H

ough Jr, pres:dent, Diane Petty,

Joseph Horsamn, vps, Ford Petty,

Mem bershlp AAMGA secretary/treasurer

NAP

Southern Cross
Underwriters Inc.

Box 5108, Jackson. Miss 39216:
601-981-5172

1982 1@81
$3,162,550 $2,E-5,000
5284,400 $2,6,000
Employees 12 2
Commercial lines 781% 36~

Premium volume

Gross rev

Year founded: 1976

Type of business: 83 7% man-ag-
ing general agent. 16 3% brokerage.

Type of markets: 68 6% admit

—=_Li "1
r''e':11"7

-1 D

Membership: A AMGA,
NAPSLO

Southern Insurance
Managers

95 Whitebridge Road, Cavalter
Buildina, Nashville, Tenn 27205,
615-356-2900

1982 1981
Premium uolume $5.000.000 $5,100,000
Gross rev $139.000 , $146,000
Employees 18 19
Commercial lines 76%

Year founded: 1953
Type of business: 100% manag-

Principal officers: Edward J
Knish, J Stuart Jones, partners

AAI}OI%Rbership: NAPSLO,

Southern Insurance
Underwriters Inc.

146 Nassau St N.W, Atlanta, Ga
30303,404-524-8671

1982 1981
Premium volume $20.000,000 $11,990,819
Gross rev $4.000.000 $1,558,806
Employees 80 51
Commercial lines 40% 4096

Year founded: 1966

Type of business: 100% under-
Writing manager

Type of markets: 90% admitted,
10% non-admitted in 1982

Continued on net page

We Specialize In

-~ MARINE
~ INSURAIICE

€,1/64*f.

t Paul ,e

et = - IrIfIf -5--

And in The Reliable Underwriting of a
Wide Variety of Risks. We're not the largest
marine insurance company, but big doesn't
necessarily mean best And as the service
record shows, our reputation for reliability
and innovation is unr,valled Our clients Include
small fishing boat operators as well as large
multi-national corporations Whoever they

are, whatever their risks, all receive the same
personalized attention and share the benefits
of fair, competitive rates and comprehensive
protection If you are in a business requiring

i underwriting of marine related risks, please
give us a call You won't be sorry

We offer onshore as well as offshore

coverage to the 0,1 and natural gas drilling
industries for rig physical damage, cost of

== control, loss of earnings, seepage and

pollution, drilling and re-drilling and
comprehensive general liability

Call or write for a copy of our brochure-
Continental Underwriters, Ltd, "Who We Are,
What We Can Do For You"

Continental

Underwriters, Ltd.

419 Decatur St

New Orleans, LA- 70130
Telephone (504) 581-7493
Telex 58-318 - 266052 CULTD

Correspondents at Lloyds of London
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Continued frompremouspage Krenson, senior vp & Casualty Insurance Co , National surance Co, Atlanta International Type of markets: 95% admitted,
MGA for: National Indemnity Subsidiaries: Siuprem Inc Fire & Marine Insurance Co , Insurance Co 5% non-admitted in 1982, same as
Co, Leader National Insurance Co, Membership: AAMGA. Scottsdale Insurance Co Broker for: Primarily Integrny 1981
Independent Fire Insurance Co., NAPSLO Broker for: Primarily Shand, Insurance Co, International Sur- MGA for: Northland Insurance
Early American Insurance Co, Morahan & Co, Baccala & Shoop, plus Lines Insurance Co Co, American Excess Insurance
Northland Insurance Co, Paxton Lexington Insurance Co Specialties: Package (SMP), fire, Co, Carolina Casualty Insurance
National Insurance Co, National Sovereign Group Specialties: Hospital profes- inland marine, umbrella Co, Hartford Accident & Indem-
Fire & Marine Insurance Co, Great International Inc. sional liability Principal officers: Barry L nity Co, Home Insurance Co
Southwest Fire Insurance Co, 156 Will,am St., New York, N Y Principal officers: Myron F Guest, president, Zonn C Wor-g, Principal officers: Kenneth Al-
Carolina Casualty Insurance Co, 10038, 212-349-5580 Steves, Myron (Buddy) Ste es Jr, vp baugh, president; Doug Wilson, vp
Jefferson Insurance Co of New 1082 1081 Bill Davis, Fred Steves Membership: NAPSLO Membership: A AMGA
York, Columbus Insurance Co, Premium volume $7,200,000 $4,000,000 Membership: NAPSLO,
Sovereign Marine & General In- Gross rev $864,000* NA AAMGA
surance Co, Lloyd's i:z';iiifal s 10012 10010/20 Dwight Tope State
Broker for: Primarily Leader Agency Inc. Tuley/Barnard &
National Ineurance OO ey P! ST e o7 Superior Underwriters P 0 Bor 8580, Abuaueraue. N M, pssociates ine.
’ 2027 152ndAve NE,C-24, 87108, 505-255-8773 13831 Northwest Freeway, Suite
Indemnity Co., Independent Fire Type of business: 90% managing Redmond, Wash 98052, 1082 1081 365, Houston, Texas 77040,
Insurance Co, Lloyd's general agent, 10% brokerage 206-643-5200 Premium volume $12,000,000 $11,700,000 713-960-3181
Principal officers: Wesley C. Type of markets: 97% admitted, Gross rev $1,440,000 NA 1982 1981
Duesenberg Sr, president, Wesley 3% non-admitted in 1982 In 1981 premumvolume $8,815. 591 $7,484, 624 Employees 28 25 Premium volume $7,200.000 $5,600,000
Gross rev $1.383,500 $1,229,175 Commercial lines 60% 60% Gross rev $540,000 $420,000
C Duesenberg Jr, executive vp, 50% admitted, 50% non-admitted Employeos 14 -
Weyman P Grubbs, vp-commer- MGA for: National Union Fire  S1oovees some son Bt estimate Commarral s 100% 100%
cial lines, W Kerney Glenn, vp- Insurance Co of Pittsburgh, Pa, Year founded: 1938
personal lines, Edward L Parker Dairyland Insurance Co, Mutual Parent company: Groninger & Type of business: 80% managing Year founded: 1980
Jr, vp-marketing, Virginia E Due- Fire, Marine & Inland Insurance Co Inc general agent, 20% brokerage. Type of business: 60% bro-
senberg, secretary, W George Co, Western World Insurance Co Year founded: 1928 Type of markets: 90% admitted, kerage, 40% managing general
Inc, Jefferson Insurance Co of Type of business: 95% managing 10% non-admitted in 1982 agent
New York, Great Atlantic Insur- general agent, 5% brokerage MGA for: New Hampshire In- Type of markets: 15% admitted,
ance Co, Union Indemnity Insur- Type of markets: 69 3% admit- surance Co, Ranger Insurance Co, 85% non-admitted in 1982 In 1981
ance Co ted, 30 7% non-admitted in 1982 In Rockwood Insurance Co, Ameri- 20% admitted, 80% non-admitted
Principal officers: W J Lynch, 1981 55 3% admitted, 44 7% non-ad- can Reliable Insurance Co, Fore- MGA for: First State Insurance
president, W F Lynch, vp, Daniel mitted most Insurance Co, Puritan Insur- Co, Zurich-American Insurance
J Lynch, secretary MGA for: California Union In- ance Co, National Indemnity In- Co of lllinois, Early American In-
Branch offices: Avenel, N J surance Co, Employers Reinsur- surance Co, Centaur Insurance surance Co, Canal Insurance Co,
Subsidiaries: Sovereign Facili- ance Co, Lloyd's, Great American Co, Great Southwest Fire Insur. St Paul Surplus Lines Insurance
- ties Inc, Sovereign Insurance Ser- Surplus Lines Insurance Co, Mon- ance Co Co, Jersey/International Insur-
vices Inc, Syndicate Agency ticello Insurance Co, Jefferson In- Broker for: Delta Insurance Co, ance Co , various London com-

Membership: NAPSLO surance Co, National Fire & Ma- Lloyd's, Lexington Insurance Co panies

I I I I p rove rine Insurance Co, National In- Principal officers: Dwigh: H Broker for: Primarily First

demnity Co, Western World Insur- Tope, president, Raymond Pero- State Insurance Co, Hudson Insur-

Special Risks Inc. ance Co Inc, Foremost Insurance vich, vp/treasurer ance Co , St Paul Surplus Lines In-
yo u r Suite 201, 4663 Haygood Road, Co, Yosemite Insurance Co, Great Membership: AAMGA surance Co, California Union In-
Virginia Beach, Va 23455, Falls Insurance Co, Midwest Mu- surance Co, Zurich-American
804-460-1104 tual Insurance Co, Dependable In- Insurance Co of lllinois, North-
B Otto m 1982 1981 surance Co, Sovereign General In- Tri.State General brook Excess & Surplus Insurance
Premium volume $2.059,000 $3.434,430 surance Co Co, Jersey/International Insur-
| A Ltd. i Y
- Gross rev $246,322 $398.129 Broker for: Shand, Morahan & nsurance . gency ance Co, Firemen's Fund Insur-
' Employees 5 5 P.O Box 1882, Salisburg, Md c
L I I . e L Commercial lines 80% 80% co 21801, 301-546-1255 ance Cos
Principal officers: Guy N He- Principal officers: John D
Year founded: 1909 dreen, president, Johanis Sinon, Premium volume $2,550, 000 $1, 350 000 Tuley, president, Bob Barnard, se-
. Type of business: 80% managing executive vp, Ormand Keller, vp, Gross rev $280,500 $.48,500 nior vp, Ted Blundell, Diana Rob-
Manag | ng general agent, 15% underwriting Eugene Caruso, secretary/trea. Employees = 3512 855 bins, W D (Bill) Wurdeman, Ed-
manager, 5% brokerage surer * ward A McCaffety, Marilyn D
Cla i ms Type of markets: 45% admitted, Branch offices: Beaverton, Ore Year founded: 1979 Svec, vps
55% non-admitted in 1982 In 1981 Membership: AAMGA Type of business: Underwriting Branch offices: San Antonio,
30% admitted, 70% non-admitted . ) Texas
vsS o . manager, managing general agent, o
- Underwriting manager for: brokerage Subsidiaries: J D Tuley & Asso-
. Puritan Insurance Co, Imperial In- Surplus Insurance Brokers Type of markets: 15% admitted, <@
Hand I I ng surance Co, United Natlonal Insur- of North America 85% non-admitted in 1982, same as Membership: NAPSLO
ance Co, Northland Insurance Co, 3807 Wilshire Blvd, Suite 800, Los 1981
Claims Bankers & Shlppers Insurance Co, Angeles, Calif 90010, 213-480-4772 Underwriting manager for:
Windsor-Mt Joy Insurance Co, 1982 Excess Insurance Co Ltd, Terra
Paxton National Insurance Co and premlum volume $15,400,000 $13 800 000 Nova Insurance Co, Bryanstcn In- U
. Gross rev $2.000, 000*
There is a MGA for: Puritan Insurance Employess el s surance Co, Bishopsgate Insurance
Commeracial lines 100% 100% Co, English & American Insurance
. Co, Imperial Insurance Co, Unitea Co Ltd U.S. & Overseas
d |ffe rence. National Insurance Co, Nortt'ﬂand Bl estimate MGA for: Guaranty National In- Agencies Inc.
Instfrance Co, Bankers & Shippers Parent Comp_any: CIGNA Corp surance Co, Homestead Insurance 1693 Stuvvesant Ave, Union, N J
- Imsurance Co, Windsor-Mt Joy In- Year founded: 1979. Co, Rockwood Insurance Co, Ex- 07083, 261-964-5950
surance Co, Paxton National In- Type of business: 100% under- cess Insurance Co Ltd, Terra Nova
Write or call for our new S“rBance Cof a”dl others. . Twrltlng manakger 1000 | Insucr:anCE_Cﬁ, Bryanstoln Insur- Premium volume $3,000,000 $3,000,000
. . ﬂ( r for: Imperial Insuran g arkets: 99/ on-acl- ance Co, Bishopsgate Insurance = orossre $430,000 $380,000
booklet on the subject. It Co, United Ritional Ingurance%J mittedth8 Eq sams as 1981 Co, English & American Insirance =P o o
provides information on: and others Underwriting manager for: II- Co
. Cost Comparisons Specialties:. M.u.nicipalities, law linois Union Insurance Co Brokers for Guaranty National Year founded: 1933
P enforcement liability Principal officers: Robert H Insurance Co, Homestead -nsur- e of business: 70% managing
- Case Reserves Pnnmergl officers: E Josegh Hutchins, senior vp, N Yuschen- ance Co, Rockwood Insurance Co , general agent 30% brokerage
« Claims Audits Nusbau president, Barbara M koff, president Excess Insurance Co Ltd, Terra pe of markets: 30% admitted,
_ Racalr)ner:[rgaggrcretary, Joan L Nus- Branch offices: Los Angeles, Nova Insurance Co, Bryanston In- 70% non -admitted in 1982 In 1981
* Claims Expense Controls i Chicago, Princeton, N J, Atlanta, surance Co, B|shopsgate Insurance 25% admitted, 75% non-admitted
Membership: NAPSLO Co, English & American Insurance MGA for: Canadian Universal

- Attorney/Adjuster

Selection

Membership: NAPSLO Co Ltd Insurance Co, Mt Vernon Fire In-

Principal officers: Edward A surance Co, United States Fidelity

Myron F. Steves & Co. Dickerson, president, Mary Kath- & Guaranty Co , Lloyd's

« Claim Negotiation

and Settlement P O Box 20787, Houston, Texas I erine Gray, executive vp, William Broker for: Primarily North-
o . 77025, 713-790-1511 G Schock Jr, vp/manager cf West brook Excess & Surplus Insurance
« Statistical Analysis 1982 1981 Chester, Pa, office co
of Claims reserves Z::;':;T volume $24£76‘:"61832? $;: 2;;';2 Tennessee Branch offices: West C -iester, Specialties: General and excess
Employees T 133 Underwriters Inc. Harrisburg, Pa, Neptune, NJ, umbrella liability
Commercial lines 93% 90% 140 Fourth Ave S, Franklin, Tenn New YOTK- ) ) Principal off_icers: Jack Neu-
37064, 615-791-1400 Subsidiaries: Tri-State General bauer, president, Robert G
Year founded: 1955 ’ .
; o . 1082 181 Insurance Agency of New Jersey MclLeer, vp, Bernice Bender, trea-
Type of business: 50% managing Eromiumm volume $2.800.000 s1.800000 'MC surer
general agent, 40% underwriting Gross rev $336,000 NA Membership: NAPSLO Membership: NAPSLO
Westco Claims manager, 10% brokerage - Employees 6 4
. Type of markets: 66% admitted, commereial lines o8% 9%
Management Services, Inc. 34% non-admitted in 1982 In 1981 N Truckers Insurance
48 South Franklin Turnpike 58% admitted, 42% non-admitted Associates Inc. Underwriters Marine
Ramsey, NJ 07446, USA Underwriting manager for: Year founded: 1980 Box 1494, Des Moines, lowa 50306, Services Inc.
Telephone: (201) 825-3300 Guaranty National Insurance Co, Type of business: 40% under- 515-276-7704 Suite 1516, One Shell Square, New
Tel 130-324 Surplus Underwriters Casualty In- writing manager, 40% managing 1982 1981 Orleans, La 70139, 504-522-0803
elex: - -
surance Co general agent, 20% brokerage Premium volume 54.200,000 $4,500,000 1982 1981
MGA for: Guaranty National In- Type of markets: 20% admitted, Gross rev $6‘4'°°2 $63“-°°Z Premium volume $7,500,000 $8,500,000
surance Co, Insurance Co of North 80% non-admitted in 1982, same as Commardiallines 99% 9% poeorens §1:000000  $1.100.000
America, American Special Risk 1981 Commercial lines 100% 100%
Insurance Co, Lloyd's, Morrison Underwriting manager for: Year founded: 1943
Assurance Co Inc, Rockwood In- Lloyd's Type of business: Managing Year founded: 1978

surance Co, National Security Fire MGA for: United National In- general agent Continued on facing page
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Type of business: 50% under-
writing manager, 45% managing
general agent, 5% brokerage.

Type of markets: 100% admitted
in 1982, same as 1981.

Underwriting manager for:
Pacific Employers Insurance Co.

MGA for: Lloyd's.

Broker for: Lloyd's.

Specialties: Marine hull, P&,
cargo, miscellaneous marine liabili-
ties, marine excess and umbrellas,
pollution.

Principal officers: Gregory L.
Sterck, president; Barbara A.
Meche, vp.

Branch offices: Los Angeles.

Subsidiaries: Affiliate company
in Brussels, Belgium.

Underwriting
Management Inc.

P.O. Box 6614, White Bear Lake,
Minn. 55110; 612-777-4445

1982 1981
Premium vclume. $2,300,000 $375,000
Gross rev... $299.000 NA
Employvees.... S 3
100% 100%

ji#%M*llines.
Parent company: Markel Corp.
Year founded: 1980.
Type of business: Underwriting
manager.

Type of markets: 20% admitted,
80% non-admitted in 1982. In 1981

15% admitted, 85% non-admitted.

Underwriting manager for:
Essex Insurance Co., Imperial Cas-
ualty & Indemnity Insurance Co.,
Meritplan Insurance Co.

Specialties: Primary and excess
property and casualty.

Principal officers: Richard L.
Smith, president; P.A. Levernier,
Steven A. Markel, vps; R.A. John-
son, vp/secretary.

Membership: NAPSLO, pend-
ing AAMGA.

Unigard Specialty

Associates Inc.

12221 Merit Drive, Suite 940, Dallas,
Texas 75251; 214-991-1666

1982 1981
Premium volume. 58.700.000 $5,200,000
Gross rev.. $1,131.000 $300,000
Employvees . - 1= s
Commercial lines. 10090 NA

*Bl estimate.

Type of business: 100% under-
writing manager.

Type of markets: 95% admitted,
5% non-admitted in 1982, no figures
for 1981.

Underwriting manager for:
Unigard Indemnity Co.

Principal officers: Orville D.
Jones, president; Stephen Conner,
VP.

Membership: NAPSLO.

Uni-Service Excess
Facilities
180 Genesee St., New Hartford, N.Y.
13413; 315-735-3321

1982 1981
Premium volume. $1.157.000 $794.000
Gross rev... $133,000 NA
Employvceaes... .. =+ =%
Commercial lines. 9596 95%

*Bl estimate.

Parent company: Uni-Service
Operations Corp.

Year founded: 1979.

Type of business: 52% bro-
kerage, 48% managing general
agent.

Type of markets: 95% admitted,
5% non-admitted in 1982. In 1981
53% admitted, 47% non-admitted.

Broker for: Primarily L.VWV.
Biegler Inc., United States Liability
Insurance Co.

Principal officers: Victor T.
Ehre Jr., president; William R. En-
glish, vp.

Membership: NAPSLO.

\V4

Valle Excess Inc.

One High St., Morristown, N.J.
07960; 201-538-8200

1982 1981
Premium volume. $800,000 $700,000
Gross rev......... $O6.r NA
Employees....... 5 a4
Commercial lines. 9890 98%

*Bi estimate.

Year founded: 1980.

Type of business: 70% managing
general agent, 30% brokerage.

Type of markets: 50% admitted,
50% non-admitted in 1982. In 1981
30% admitted, 70% non-admitted.

MGA for: Altanta International
Insurance Co., Great Atlantic In-
surance Co., Lloyd's.

Principal officers: Marie Valle,
president; Deborah Cruder, execu-
tive vp.

Membership: NAPSLO.

Vermont Specialty
Underwriters

102 S. Winooskv Ave., Burlington,
Vt. 05401; 802-658-4600

1982 1981
Premium volume, $250,000 NA*
Gross rev.. $30,000 NA
Employees . 2 NA
Commercial lines. 5% NA

.Company started in 1982.

Year founded: 1982.

Type of business: 100% manag-
ing general agent.

Type of markets: 95% admitted,
5% non-admitted in 1982.

MGA for: Insurance Co. of

Pennsylvania; Chicago Insurance
CoO.

Principal officers: Warren L.
Thompson, president; Roger D.
Teese, vp.

V4

Derek Ware Insurance
Brokers Inc.

1970 Broadway, Suite 550, Oakland,
Calif. 94612; 415-839-3070

1982 1981
Premium volume. $3,300,000 $3,400,000
Gross rev... $330,000 $330,000
Ermplovees._. . _.._.. 2 =
Commercial lines. 9690 95%

Parent company: Rathbone,
King & Seeley Inc.

Year founded: 1976.

Type of business: 65% bro-
kerage, 35% managing general
agent.

Type of markets: 70% admitted,
30% non-admitted in 1982. In 1981
65% admitted, 35% non-admitted.

MGA for: Western World Insur-
ance Co. Inc., Great Falls Insurance
Co., Zurich-American Insurance
Co. of lllinois, Chicago Insurance
co.

Specialties: Commercial um-
brella.

Principal officers: Derek Ware,
president.

Branch offices: Sacramento,
Fresno, Calif.

Membership: NAPSLO.

Western Brokers
Insurance Services
3325 Wilshire Blvd., Suite 301, Los
Angeles, Calif. 90010; 213-487-7171

1982 1981
Premium volume. $7,000,000 $7,000,000
Gross rev. $700.000* NA
Employees. _— _—
Commercial lines. 100% 100%

=Bl estimate.

Year founded: 1971.

Type of business: 100% bro-
kerage.

Type of markets: 90% admitted,
10% non-admitted in 1982, same as
1981.

Broker for: Primarily Employ-
ers Reinsurance Corp., Comstock
Insurance Co., Appalachian Insur-
ance Co., First State Insurance Co.,
Transcontinental Insurance Co.,
Covenant Mutual Insurance Co.,
Chicago Insurance Co.

Principal officers: M.B. Buett-
nerm, president; D.W. Grant, exec-
utive vp; Bruce C. McKay, casualty
manager.

Membership: NAPSLO.

Western Re/Managers
3325 Wilshire Blvd., Suite 302, Los
Angeles, Calif. 90010; 213-487-7161

1982 1981
Premium volume. $9.500.eGo $9,500.000
Gross rev. $1.235.000 NA
Employvees._._...._. 13 1

Commercial lines.

Year founded: 1971.

Type of business: 80% under-
writing manager, 20% managing
general agent.

Type of markets: 95% admitted,
5% non-admitted in 1982, same as
1981.

Underwriting manager for:
Covenant Mutual Insurance Co.,
Imperial Insurance Co., United
Fire & Casualty Insurance Co., Im-
perial Casualty & Indemnity Co.,
Integrity Indemnity Co.

Broker for: Excess Insurance
Co., Terra Nova Insurance Co. Ltd.

Principal officers: M. E.
Buettner, chairman; D.W. Grant,
president; Lon Varnadore, execu-
tive vp; Clay Braatz, vp; Ed Dziad-
kowicz, assistant vp.

Subsidiaries: Affiliated with
Western Brokers Insurance Ser-
vices.

Membership: A AMGA.

Worldwide Insurance
Brokers Inc.

9522 Brookline Ave., Suite 100,

Baton Rouge, La. 70809;
504-928-2602

1982 1981
Premium volume. $3,600.000 32,800,000
Gross rev.. .. . . $360.000 $290,000
Employees....... 14 8
Commercial lines. 40% 40%

Year founded: 1980.

Type of business: 70% managing
general agent, 30% brokerage.

Type of markets: 40% admitted,

Surplus li

A

Admiral Insurance Co.

P.O. Box 5725, Cherry Hill, N.J.
08034; 609-429-9200

1982 1981
Gross premiums.. $39,559,000 $35,620,000
Net premiums. $15.441.000 512,511,000
Paid-in capital.... $2.000.000 $2,000,000
Capital & surplus. . $13.280,968 311,243,541
Employees...... 10 10

Combined ratio. 105.8% 108.6%

Parent company: W.R. Berkley
Corp.
Year founded: 1952.

Subsidiaries: O1ympus Insur-
ance Co.
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60% non-admitted in 1982. In 1981
30% admitted, 70% non-admitted.

MGA for: American Risk Assur-
ance Co., Excess Insurance Co.,
Terra Nova Insurance Co. Ltd.,
General Agents Insurance Co. of
America Inc., North East Insurance
Co., Northbrook Excess & Surplus
Insurance Co., Union Indemnity
Insurance Co.

Broker for: lllinois Employers
Insurance Co. of Wausau, Interstate
Fire & Casualty Insurance Co.,
Lexington Insurance Co., Lloyd's,
National Union Insurance Co.,
American Home Insurance Co.,
North Star Insurance Co., Nutmeg
Insurance Co., Puritan Excess &
Surplus Lines Insurance Co.

Specialties: Commercial auto-
mobile, oilfield general liability,
oilfield professional, large commer-
cial property/casualty accounts.

Principal officers: Robert B.
Politzer, president/chief executive

officer.

Membership: NAPSLO.

(Illinois R.B. Jones Inc.'s
questionnaire arrived too late to
be inserted in alphabetical order
in the marketers' directory.)

Ilinois R.B. Jones Inc.

175 W. Jackson Blvd; Chicago, IIl.
60604; 312-435-8200

1982 1981
Premium volume. $29,000,000 532,000,000
Gross rev... $2.250.000 $2,500,000

Employees.. S8 a0

Approved non-admitted in: 46

states.

Admitted in: Delaware, Texas,

New Jersey; not approved in Mas-
sachusetts.

Specialties: Product liability,
errors and omissions, public enti-
ties, maritime employers liability,
animal mortality.

Principal officers: F.H. Brown,
president; L.M. Oberg, executive
vp/secretary; M.J. Calpin, J.J. Duf-
fett, senior vps; K.C. Hagan, trea-

surer.

Allianz Underwriters Inc.

5900 Wilshire Blvd., P.O. Box 36910,

Los Angeles, Calif. 90036;
213-937-5530

llll Silen

Year founded: 1932.

Type of business: 60% bro-
kerage, 40% managing general
agent.

Type of markets: 50% admitted,
50% non-admitted in 1982.

MGA for: Lloyd's, St. Paul Sur-
plus Lines Insurance Co. First
State Insurance Co.

Broker for: First State [nsur-
ance Co., International Surplus
Lines Insurance Co., Admiral In-
surance Co., Northbrook Exiess &
Surplus Lines Co., Lloyd's, Colum-
bia Casualty Co., Employers of
Wausau Insurance Co; St Panl Fire
& Marine Insurance Co., St Paul
Surplus Insurance Co., Trans.: Cas-
ualty Insurance Co., Gibraltar In-
surance Co., MOAC, Great South-

west Insurance Co. Inc., Integrity
Insurance Co.

Specialties: Architects and engi-
neers errors and omissions, seed-
man's errors and omissions. rail-
road protective liability, group
medical stop-loss, jewelers and fur-
riers block, umbrella liability,
products liability, primary and ex-
cess property, bowling center pack-
age.

Principal officers: R.J. Ruhe,
president; R.A. Oldani, P.J. Bjttolo,
executive vps; H.E. Legel, J. Krok,
vps; R. Zielinski, vp, administra-

tion.

Membership: NAPSLO. -

Nnes insurers listed

1982 1981

Gross premiums. $90.461,908 $88,333,662
Net premiums. $59,565.448 $57,407,639
Paid-in capital.... $10.000.000 $10,0)00,000
Capital & surplus. $29,274,503 $33,946,498
Ennployees..... 460 498

Combined ratio. 121.08% 119 97%

Parent company: Allianz Insur-
ance Co.

Year founded: 1978.

Approved non-admitted in: No
states.

Admitted in: All 50 states.

Specialties: Workers compensa-
tion, general liability, technical,
German-linked business.

Principal officers: Herbert
Hansmeyer, president; Frank
Raab, chairman; William Shep-
pard, executive vp; Paul Kaduk,
treasurer; Roland Reed, Albert
Nassar, vps.

Continued on next page
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Continued from previous page
Ambassador

Insurance Co.

8400 River Road, North Bergen, N.J.
07047; 201-861-0400

1982 1981
Gross premiums.. $48.063.987 $48,372,140
Net premiums. . $54,477,274 $34,477,376

Paid-in capital. $2,000,000 $2,000,000
Capital & surplus.. $19.966.556 $28,633,904
Employees 173 109
Combined ratio. 129% 108%

Parent company: Ambassador

Group Inc.
Year founded: 1965.

Subsidiaries: Horizon Insurance
co.

Approved non-admitted in: 42
states. Not approved in lllinois,
Minnesota, Rhode Island.

Admitted in: Arizona, Maine,
Nevada, New Hampshire, VVer-
mont.

Specialties: Institutional medi-
cal malpractice, product liability,
amusement and recreational parks,
package policies for commercial
risks, resort hotels.

Associated International
INnsurance Co.

3450 Wilshire Blvd., Los Angeles,
Calif. 90010; 213-739-8840

1982 1981
Gross premiums. . $24.385.617 $13,467,747
Net premiums. . $3.047,121 $1,812,335
Paid-in capital. $1,300.000 $1.300,000
Capital & surplus. $10,115,654 $9,757,329

Employees. 32 27
95.9% 123.1%

Combined ratio.

Parent company: Stewart
Wrightson Holdings Inc.

Year founded: 1972.

Approved non-admitted in:
District of Columbia and 41 states
excluding Connecticut, Maine,
Massachusetts, New Hampshire,
New Jersey, North Carolina, Rhode
Island, South Carolina, Tennessee.

Admitted in: California.

Principal officers: D. Michael
Polizzi, president; George O.
Thayer, vp/secretary/treasurer;
Clayton Dukette, A. Kent Kuster,

vps.
C

Consumers Indemnity Co.

West 921 Sprague Ave., Spokane,
Wash. 99210; 669-838-6475

1982 1981
Gross premiums. $106,333 $44,144
Net premiums.. $106.333 $20,271
Paid-in capital. $676.090 $676,090
Capital & surplus. $1.476,103 $1,512,492
Employees. NA NA
Combined ratio. 106.3% 79.1%

Parent company: Consumers
Insurance Co.

Year founded: 1980.

Approved non-admitted in: Or-
egon.

Admitted in: Washington.

Principal officers: William R.
Bunker, president; Reuel C. Swan-
son, secretary/treasurer; Joyce A.
Ritz, vp/comptroller; Leslie D.
Jones vp-claims; Franklin H.
Hunter, vp-underwriting.

Consumers Insurance Co.

West 921 Sprague Ave., Spokane,
Wash. 99210; 6-09-838-6475

1982 1981
Gross premiums. $678,411 $2.87,076
Net premiums.. $540.730 $1,526,520
Paid-in capital. $1.000,000 $1,000,000
Capital & surplus. $4,323,428 $4,884,970
Employvees._. ... SO SsSC
Combined ratio. 113.296 97.29E

Subsidiaries: Consumers In-
demnity Co. and Western United
Life Assurance Co.

Year founded: 1972.

Approved non-admitted in:
Alaska, Hawaii, Texas, Utah.

Admitted in: Washington, Ore-
gon, ldaho, Arizona and Nevada.

SA

REINSURANCE

UNDERWRITING MANAGERS FOR DOMESTIC
AND FOREIGN INSURANCE COMPANIES

©ar Allen geinsurance Agency, 7nc.

Casualty Facuttative/Administrative Headquarters

©ar Allen Treaty Agency, Lic.

Treaty/Casualty and Property

Suite 1200, State Bank Center
Freeport. 111. 61032 - 815/235-1047
Telex 257-476 - Cable DAR/ALLEN/FRPT

©ar A#en geinsurance Agency
oj Chicago, ftj.

Property Facultatiue Couerages

Suite 1160,101 N. Wacker Drive
Chicago, 111. 60606 - 312/853-3501
Telex 25-3232 - Cable DAR/ALLEN/CGO

Principal officers: William R.
Bunker, president; Reuel C. Swan-
son, secretary/treasurer; Joyce A.
Ritz, vp/comptroller; Leslie D.
Jones vp-claims; Franklin H.
Hunter, vp-underwriting.

E

Essex Insurance Co.

P.O. Box 8560, White Bear Lake,
Minn. 55110; 612-777-4445

1982 1981
Gross premiums... $1.491.014 $368,770
Net premiums.. $452.517 $32,286
Paid-in capital. $1.000,000 $1,000,000
Capital & surplus. $3.291,713 $2,804,810
Ermployveaes. .. ... s =
Combined ratio. NA NA

Parent company: Markel Corp.
Year founded: 1980.

Approved non-admitted in: 26
states.

Admitted in: Delaware.

Principal officers: Richard L.
Smith, president; P.A. Levernier,
Steven A. Markel, vps; R.A. John-
son, vp/secretary.

Evanston Insurance Co.

One American Plaza, Evanston, 111.
60201; 312-866-2800

1982 1981
Gross premiums.. $90.0il.000 $67,931,000
Net premiums.. $6.543,085 $5,827,853
Paid-in capital. $20.712,485 $20,712,485
Capital & surplus. $35,615,069 $31,801,285

Employees..... NA NA

Combined ratio. 99.2% 87.6%

Parent company: Evanston Ser-
vices Inc.

Year founded: 1977.

Subsidiaries: Insurance Co. of
Evanston, Evanston Reinsurance
co.

Approved non-admitted in: 49
states.

Admitted in: lllinois, District of
Columbia.

Specialties: Financial institu-
tions, environmental impairment
liability, computer risks, most pro-
fessional liability, hospital/medical
professional liability and um-
brellas.

Principal officers: Joseph J.
Prochaska Jr., chairman/chief ex-
ecutive officer; Max VW. Beam, vice
chairman; E.L. "Mac" Calhoun,

president.

T

Falcon Insurance Co.

One Beacon St., Boston, Mass.
02108; 617-725-6000

1982 1981
Gross premiums. $6.072,297 $11,334,268
Net premiums. $1,824,181 $3,761,646
Paid-in capital. $2,307,600 $2,307,600
Capital & surplus. $23,841,364 $21,459,732

e O =27
133.2%

Employvees.
Combined ratio. 171.5%

Parent company: American
Employers Insurance Co.

Year founded: 1957.

Approved non-admitted in: 48
states.

Admitted in: California, Dela-

Specialties: Property and inland
marine lines.

Principal officers: Albert H.
Jackson, president; Malcolm H.
Leggett, senior vp; Raymond M.
Defossez, secretary; George P.
Reedy, treasurer; William H. Rob-
ert, vp.

G

Gibraltar Casualty Co.

213 Washinaton St., Newark, N.J.
07101; 201-577-8000

1982 1981

Gross premiums. $27,000.000 $24,900,000
Net premiums. . $17,000,000 $13,000,000
Paid-in capital. $10.000.000 $10,000,000
Capital & surplus. $15,250,HO $14,000,000
Employees...... NA NA
Combined ratio. NA NA

Parent company: Prudential
Reinsurance Co.

Year founded: 1978.

Approved non-admitted in: 47
states.

Admitted in: Delaware, Califor-
nia.

Specialties: Product liability,
umbrella liability, retroactive lia-
bility, specialty errors and omis-
sions and industrial property risks.

Principal officers: Paul B. In-
grey, president; Roger J. Consolla,
vp; Freeman H. Bowers, Andy J.
Szulc, assistant vps.

Great American Surplus
Lines Insurance Co.
10495 Montgomery Road,

Cincinnati, Ohio 46242;
513-793-6510

1982 1981

Gross premiums. .. $22,884,386 $23,111,000
Net premiums.. $3.987,421 $5,080,000
Paid-in capital. $10.999.995 $10,999,995
Capital & surplus.. $19.378,384 $16,728,433
Employees. . 28 27
Combined ratio. 86.396 88.1%

Parent company: American Fi-
nancial Corp.

Year founded: 1977.

Subsidiaries: American Empire
Insurance Co.

Approved non-admitted in:
District of Columbia and all states
except Delaware.

Admitted in: Delaware.

Principal officers: Joseph M.
Walsh, president; Walter E.
Snyder, underwriting vp; Chester
A. Nalepa, vp-claims; John G.
Buening, assistant treasurer.

Great Atlantic
Insurance Co.

160 Pearl St., New York, N.Y. 10005;
212-208-6900

1982 1981
Gross premiums. $11.526.480 $20,191,070
Net premiums.. $8,507,149 $10,162,799
Paid-in capital. $2,145.900 $1,876,400
Capital & surplus. $6.049,051 $7,287,945
Employees. a4 56
Combined ratio. 109.5% 104.4%

Parent company: Atlantica Boa-
vista Group.

Year founded: 1962.

Approved non-admitted in: 22
states: Alabama, Alaska, California,
Colorado, Georgia, Idaho, lllinois,
Kentucky, Louisiana, Maryland,
Mississippi, New Jersey, North
Carolina, North Dakota, Ohio,
Oklahoma, Oregon, Pennsylvania,
Tennessee, Utah, Vermont, Vir-
ginia and Puerto Rico.

Admitted in: Arizona, Dela-
ware, Florida, Georgia, Montana,
Nevada, New York, Utah, Texas,
Washington.

Principal officers: Milton Big-
man, chairman; Frank T. Buziak,
president; Michael C. McFadden,
executive vp/secretary; William J.
Ackerman, vp.

Great Southwest Fire
Insurance Co.

9501 E. Shea Blvd., Scottsdale, Ariz.
85258; 602-860-7777

1982 1981

Gross premiums. . . $51.774.530 $57,079,993
Net premiums.. $49,524,650 $47,900,77;
Paid-in capital.. $6.000.000 $6,000,000
Capital & surplus. $16.876.422 $15,539,791
Employees. 132 135
Combined ratio. le.8% 99.4%

Parent company: Sentry Insur-
ance Co.

Year founded: 1953.

Subsidiaries: Great Southwest
Surplus Lines Insurance Co.

Approved non-admitted in:
District of Columbia, Puerto Rico,
U.S. Virgin Islands and 35 states.

Admitted in: Arizona, Colorado,
Florida, Idaho, lllinois, Indiana,
lowa, Minnesota, Montana, Ne-
vada, New Mexico, North Dakota,
Ohio, Oregon, Pennsylvania, South
Dakota, Utah, Washington.

Specialties: Monoline fire and
SMP for residual property risks,
vacant property, short-term events,
single-line casualty and light com-
mercial, umbrellas.

Principal officers: Joseph
Olson, president/chief operating
officer; Jack A. King, vp/general

counsel; John M. Runberg, trea-
surer; Thomas J. Maney, secretary.

H

Harbor Insurance Co.

4201 Wilshire Blvd., Los Angeles,
Calif. 90010; 213-937-5411

1982 1981

Gross premiums. $64,864,392 $64,516,307
Net premiums.. $22.786,446 $25,196,452
Paid-in capital. $51,423.282 $51,423,282
Capital & surplus. $91,225,095 $104,286,467

Employees. NA NA
104.3% 98.9%

Combined ratio.
Parent company: The Conti-
nental Corp.
Year founded: 1946.

Subsidiaries: Pacific Insurance
co.

Approved non-admitted in:
Kansas, Maine, Massachusetts, New
York, South Dakota, Vermont.

Admitted in: 44 states.

Specialties: D&O liability, cast
insurance, automobile residual
value, environmental impairment
liability, operators extra expense.

Principal officers: Edwin V.
Hughes, Eugene L. Allen, Hall Wil-
son, Mark Burke, Harry D. Boyd.

International Surplus Lines
Insurance Co.

100th Floor, Sears Tower, 233 S.

Wacker Drive, Chicago, 111. 60606;
312-876-3100

1982 1981
Gross premiums. . $69.233.802 $82,778,087
Net premiums. $13,910,733 $12,403,553
Paid-in capital. $1.500,000 $1,500,000

Capital & surplus.. $44,067,033* $45,569,207
Employees. 190 185

Combined ratio.. 80.7% 39.1%

-Paid $5 million dividend to parent in 1982.

Parent company: Crum & For-
ster.

Year founded: 1971.

Approved non-admitted in: All
states except lllinois, includes Dis-
trict of Columbia and Puerto Rico.

Admitted in: lllinois.

Specialties: D&O liability, ex-
cess casualty, professional liability,
primary/excess property.

Principal officers: Louis VW.
Biegler, chairman/chief executive
officer; S. Richard Vassallo, presi-
dent/chief operating officer; C.M.
Murphy, senior vp/secretary; Nor-
man R. Reid, H. James Cantwell,
John Dore, senior vps.

interstate Fire &

Casualty Co.

55 E. Monroe St., Chicago, 111.
60603; 312-346-6400

1982 1981
Gross premiums $54,663,000 $55,753,000
Net premiums. $34,759,000 $31,963,000
Paid-in capital.. $5,917.000 $5,917,000
Capital & surplus. $26.046,000 $25,494.000
Employees..... NA NA
Combined ratio. 113% 11096

Parent company: Interstate Na-
tional Corp.

Year founded: 1950.

Subsidiaries: Chicago Insurance
Co., Interstate Indemnity Co.

Approved non-admitted in: 48
states.

Admitted in: lllinois, Michigan
and U.S. Virgin Islands.

Specialties: Tow trucks, long-
haul trucking, security guards,
nursing homes, municipalities.

Principal officers: Donald E.
Jeffers, Eldred M. Koenig, John A.
Dunbar, James T. MeGill, Charles
M. Wetterling.

Investors Insurance Co. of
America

145 N. Franklin Turnpike, Ramsey,
N.J.; 201-327-8116

1982 1981
Gross premiums. $15,639.000 $16,334,000
Net premiums. $11,347.000 $12,529,000
Paid-in capital. . . . $2,000.000 $2,000,000
Capital & surplus. $13.608.000 $10,192,000
Employees. 85 90
Combined ratio. 121.6% 107.396

Continued on facing page



Continued from facing page

Parent company: Investors In-
surance Holding Corp.

Year founded: 1961.

Subsidiaries: Chesapeake Casu-
alty Co.

Approved non-admitted in: Ar-
kansas, California, Indiana, Louisi-
ana, Maryland, Minnesota, Missis-
sippi, Missouri, North Dakota, Ore-
gon, Rhode Island, South Dakota,
Tennessee, Texas, Wisconsin.

Admitted in: Florida, Georgia,
New Jersey, New York.

Specialties: Small mercantile,
manufacturing and contractors.

Principal officers: William G.
Hensler, chairman; Daniel J. Lo-
venthal, president; Robert Nudo,
secretary; Hyman Weiner, trea-
surer; Richard Scheer, vp.

Leader National
Insurance Co.
4807 Rockside Road,

Independence, Ohio 44131;
216-447-1660

1982 1981
Gross premiums. $41.423,398 $25,130,184
Net premiums.. $31.364.729 $24,692,467
Paid-in capital. $2.752,400 $2,752,400
Capital & surplus. . $8.886.773
Employees 93 75
Combined ratio. 96.996 98.0%

Parent company: Leader Na-
tional Corp.

Year founded: 1963.

Approved non-admitted in:
Louisiana.

Admitted in: All states except
Connecticut, Delaware, Hawaii, IlI-
linois, Louisiana, Maine, Maryland,
Massachusetts, Michigan, Minne-
sota, New Jersey, New York, North
Carolina, Pennsylvania, Rhode Is-
land, South Carolina, Texas, Ver-
mont, West Virginia.

Principal officers: S.M. Casca-
lenda, T.F. Preston, D.J. Morris,
J.J. Barko, D.M. Romis.

Lincoln Insurance Co

P.O. Box 681, Princeton, N.J. 08540;
609-452-7900

1982 1981
Gross premiums. $15.894,120 $39,051,302
Net premiums... 59,417.332 $27,902,128
Paid-in capital. $2.400.000 $2,400,000
Capital & surplus.. $5,508,061 $6,758,781
Employees* . NA NA
Combined ratio. . 214% 96%

*Managed by Scottish & York Management Corp.

Parent company: Scottish &
York International Insurance
Group.

Year founded: 1962.

Approved non-admitted in: 45
states; not approved in Connecticut,
lllinois, Maine, New Hampshire,
Virginia.

Admitted in: Delaware.

Specialties: Municipalities, pub-
lie entities, tax interruption protec-
tion for public entities, construction
industry, miscellaneous specialized
programs, excess workers compen-
sation.

Principal officers: William C.
Wren, president; Robert W. Hartje,
vp-production operations; Marty
Smith, James Shurr, vps; Peter
Johnson, assistant vp-claims.

Mt. Hawley Insurance Co.

9025 N. Lindbergh Drive, Peoria, 111.
61615; 309-692-1000

1982 1981
Gross premiums. . $7,504,302 $6,686,211
Net premiums.. $5.686.525 $5.694,613
Paid-in capital.. $2,000.000 $2,000.000
- Capital & surplus. $6,074,821 $5,301.423
Employees...... NA NA
Combined ratio. 105.5% 84.8%

Parent company: RLI Insurance
CoO.

Year founded: 1979.

Approved non-admitted in:
District of Columbia, Puerto Rico
and 40 states excluding Connecti-
cut, lowa, Maine, Massachusetts,
Rhode Island, Nevada, New Hamp-

shire, New Jersey, South Carolina,
Tennessee.

Admitted in: Delaware.

Specialties: Errors and omis-
sions, directors and officers, differ-
ence in conditions, substandard
fire, oil and gas.

Principal officers: Gerald D.
Stephens, president; R.R. Leventry,
vp-underwriting; Kim J. Dozier,
secretary; Loyde W. Alvis, trea-

surer.

N

National Fire & Marine
Insurance Co.

3024 Harney St., Omaha, Neb.
68131; 402-346-7400

1982 1981
Gross premiums. . . $19.093,318 $22,193,634
Net premiums. . $10.305.400 $11.811',949
Paid-in capital... $2,500,000 $2,500,000

Capital & surplus.. $203.375,229 $129,116,781
Employveces. ... e s=
Combined ratio.. 107.4% 88.1%

Parent company: Berkshire-
Hathaway Inc.

Year founded: 1949.

Approved non-admitted in: 43
states; not approved in Hawaii,
lowa, Massachusetts, Nebraska,
New Jersey, Rhode Island.

Admitted in: Nebraska.

Specialties: Special hazard gen-
eral liability, excess liability, um-
brella liabilty, commercial and
public auto physical damage, pro-
fessional liability for ambulance
drivers and attendants, barbers,
beauticians and nurses.

National Indemnity Co.

3024 Harney St., Omaha. Neb.
68131; 402-346-7400

1982 1981
Gross premiums. $53,933.124 $57,945,286
Net premiums. $80.402.083 $78,141,803

Paid-in capital. $5,500.000 $5,500,000
Capital & surplus.. $509,578.998 $347,408,384
Employees..... 300 372
Combined ratio. 113.8% 101.1%

Parent company: Berkshire
Hathaway Inc.

Year founded: 1940.

Approved non-admitted in:
Massachusetts, New Jersey, New
York.

Admitted in: All states except
Hawaii, Massachusetts, New Jer-
sey, New York.

Specialties: Special hazard gen-
eral liability, excess liablity, um-
brella liabilty, commercial and
public auto liability and physical
damage, professional liability for
ambulance drivers and attendants,
barbers, beauticians and nurses.

Principal officers: Roland D.
Miller, president; William D.
Lyons, Gary W. White, vps; Quen-
tin M. Breunig, treasurer; Erna D.
Vogt, secretary.

The North.West
Insurance Co.

350 Morgan Building, Portland, Ore.
97205; 503-222-1041

1982 1981
Gross premiums. . $34.367,000 $35,951,000
Net premiums. . $23.785.000 $26,123,000
Paid-in capital. . $1,250,000 $1.250,000
Capital & surplus. $13.908,000 $12,165,000
Employees. 85 92
Combined ratio. . 106.5% 108.9%

Parent company: Surplus Un-

derwriters Inc.

Year founded: 1960.

Subsidiaries: Mid-Continent
Underwriters Inc., Southwest In-
demnity Co.

Approved non-admitted in: 19
states.

Admitted in: Arkansas, Ari-
zona, Colorado, Idaho, lowa, Missis-
sippi, Missouri, Nevada, New Mex-
ico, Oregon, Utah, Washington.

Specialties: Workers compensa-
tion, general liability, commercial
auto, commercial property, includ-

ing builders risk and jewelers
block, inland marine.

Principal officers: Herbert R.
Howell, president; Edward H. At-
torfer, Darrel N. Matton, vps;

Harry Hirsch Ill, secretary; Remi-
gio E. Abuan, treasurer.

Nutmeg Insurance Co.

Hartford Plaza, Hartford, Conn.
06115; 203-547-5497

1982 1981
Gross premiums. . $34,922,570 $27,235,807
Net premiums. $17.036,299 $25,718,789
Paid-in capital. $3.000.000 $3,000,000
Capital & surplus. $11,538.225 $10,900,251
Employees..... NA NA
Combined ratio. 109.6% 105.6%

Parent company: Hartford Fire
Insurance Co.

Year founded: 1980.

Approved non-admitted in: All
states except lowa, Kentucky,
Maine, New Hampshire, New
York, North Carolina, Rhode Is-
land.

Admitted in: Connecticut.

Specialties: Retroactive liability,
known loss and IBNR, excess liabil-
ity, primary general liability, prop-
erty excess, unique and unusual
risks.

Principal officers: D.C.
Thomas, chairman; D.R. Frahm,
president; R.H. Deck, W.M. Griffin,
D.R. Comey, executive vps.

Pacific Insurance Co.

4201 Wilshire Blvd., Los Angeles,
Calif. 90010; 213-937-5411

1982 1981
Gross premiums. $17,666,127 $11,094,745
Net premiums. $2.531,683 $2,795,651
Paid-in capital.... $10.000,000 $10,000,000
Capital & surplus.. $15.934,942 $12,982,609
Employees..... - NA NA
Combined ratio. 104.3% 98.9%

Parent company: Harbor Insur-
ance Co.

Year founded: 1978.

Approved non-admitted in:
District of Columbia and 44 states
excluding California, Hawaii, New
York, North Carolina, Tennessee.

Admitted in: California, New
York.

Specialties: Environmental im-
pairment liability, directors and of-

Continued to net page
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RESOURCE INSURANCE SERVICES, INC.

UNDERWRITING AGENTS

Excess/Surplus Lines and Reinsurance

" Specializing in all forms of
Excess and Surplus Lines Insurance

for the Petroleum Industry.”

* Physical Damage (Land & Offshore)
» Control of Well Coverages
* Political Risk Coverages
« Comprehensive General Liability

- Umbrellas and Excess Liabilities

" Dealing through

Agents & Brokers only"

11 Greenway Plaza, Suite-2216. Houston, Texas 77046
(713) 960-8395 Telex: 792116

NEVV MEDICAL
STOP LOSS FACILITY

Medical Stop Loss

ARAS Program (25+ Participants)
Specific & Aggregate

CIlO

Group Life & AD&D
Disability Income (WI & LTD)

Medical Conversion

High Limit Disability
PTD & TTD (Monthly and/or Lump Sum)

COX INSURANCE GROUP, INC.

P.O. BOX 27766

3711 E. SOUTHPORT RD.

INDIANAPOLIS, INDIANA 46227
(317) 887-0030 Telex 276252

Correspondent with Lloyds of London
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Continued from previous page
ficers liability, operators extra ex-
pense, cast insurance.

Principal officers: Edwin V.
Hughes, Eugene L. Alle, Hall Wil-
son, Mark Burke, Harry D. Boyd.

Paxton National
Insurance Co.

6700 Allentown Blvd., Harrisburg,
Pa. 17112; 717-233-7172

1982 1981
Gross premiums. $9.569,000 $7,858,000
Net premiums. $10.156,000 $8,511,000
Paid-in capital. $2.350.000 $2,350,000
Capital & surplus. $4.489,000 $4,228,000

Employees. 45 a5
Combined ratio. 103.9% 97.6%

Parent company: Dauphin
Management Corp.
Year founded: 1960.

Subsidiaries: Remco Insurance
co.

Approved non-admitted in:
California (Paxton National), Ala-
bama, Florida, Georgia, Louisiana,
Maryland, Mississippi, Oklahoma,
Pennsylvania, Texas, West Vir-

ginia (Remco). Paxton is admitted
in 32 states and the District of Co-

lumbia.

Specialties: Commercial auto,
general liability and products lia-
bility.

Principal officers: Richard E.
Moore, president; John H. Hines,
vp; Richard L. Keesey, secre-
tary/treasurer.

S

Safety Mutual
Casualty Co,p.

1034 S. Brentwood Blvd., St. Louis,
Mo. 63117

INTERMEDIARY
MARKET

Keith E. Sweat

President

1982 1981
Gross premiums. $23.000,000 $21,000,000
Net premiums. . $11,000,000 $9,700,000
Paid-in capital. $1,250,000 $1,250,000
Capital & surplus. $10.600,000 $7,250,000

Employees. . . ... 40 40
Combined ratio. . 80.3% 90.2%

Year founded: 1942.

Approved non-admitted in: Al-
abama, Alaska, Arizona, Arkansas,
California, Colorado, Connecticut,
Delaware, Florida, Georgia, Idaho,
Indiana, lowa, Kansas, Kentucky,
Louisiana, Maryland, Massachu-
setts, Michigan, New Mexico, New
York, Oklahoma, Oregon, Pennsyl-
vania, South Carolina, Tennessee,
Texas, Utah, Vermont, Virginia.

Admitted in: lllinois, Missis-
sippi, Missouri, Nevada, New Jer-
sey, Ohio, Washington.

Specialties: Excess workers
compensation, commercial um-
brella, excess unemployment com-
pensation, excess general and auto
liability.

Principal officers: B.K.
Werner, president; E.L. Werner
Jr., executive vp; E.A.B. Garesche
Il, vp; Harold F. llg, treasurer; Ter-

renee T. Schoeninger, general
counsel.

U

United National
Insurance Co.

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

1982 1981
Gross premiums. . $20.370.288 $11,781,231
Net premiums. . $3,428,222 $4,769,386
Paid-in capital. $4,468,650 $1,468,650
Capital & surplus.. $14,269,675 $9,188,187

Employees. 30 28

Combined ratio. 88.8% 89.8%

CAU 800/257-77851

TELEX 83-4766

1255 Caldwell Road, P.O. Box 5725
Cherry Hill/NJ 08034 - 609/429-2766

A MEMBER COMPANYOF W.R. BERKLEY CORPORANON

CONSOUDATED STATUTORY SURPLUS OVER $47,000,000

Parent company: American In-
surance Service Inc.

Year founded: 1960.

Subsidiaries: Diamond State In-
surance Co.

Approved non-admitted in:
Alaska, Alabama, California, Colo-
rado, District of Columbia, Dela-
ware, Florida, Georgia, Idaho, llli-
nois, Indiana, Kansas, Kentucky,
Louisiana, Maryland, Massachu-
setts, Michigan, Mississippi, Mis-
souri, Nebraska, Nevada, New Jer-
sey, New York, North Carolina,
Ohio, South Carolina, Tennessee,
Texas, Utah, Vermont, Virginia,
Washington, West Virginia, Wis-

consin.

Admitted in: Pennsylvania.

Specialties: Police professional
liability, umbrella, special muilti-
peril, substandard fire, ocean ma-

rine.

Principal officers: R.L. Freud-
berg, president; A. Brodsky, exeeu-
tive vp; R.S. March assistant secre-
tary/vp; N.M. Berger, secretary;
G.A. Wilder, treasurer.

Western World Insurance
Co. Inc.

48 S. Franklin Turnpike, Ramsey.
N.J. 07446; 201-825-3300

1982 1981
Gross premiums. . . $33,560,026 $32,389,641
Net premiums. $14,545,272 $15,125,162
Paid-in capital. $1.251,480 $1,251,480
Capital & surplus. $18,019,841 $14,302,582

Employees.... 76 72
Combined ratio. 98.9% 95.5%

Parent company: Westco Hold-
ing Corp.

Year founded: 1964.

Approved non-admitted in: 48
states and District of Columbia.

Admitted in: New Hampshire,
New York.

Principal officers: Derek
Hughes, president; M.J. Snead, ee-
cutive vp; Claude M. Signore, se-
nior vp/treasurer; Andres W. Fra-
zier, senior vp-finance.

Specialties: Law enforcement,
demolition, contractors, restau-
rants, public officials, directors and
e = _ -

Marketers, insurers listed by state

Alabama

Birmingham
E & S Facilities Inc.
South East Underwriting

Service Inc.
Alaska

Anchorage
Huycke General Agency

Arizona

Phoenix
Cravens, Dargan & Co., Pacific Coast
Will Darrah & Associates Inc.

Sayre & Toso Inc.

Scottsdale
Great Southwest Fire Insurance Co.
NIW Inc.

Arkansas

Conway

Arkansas Insurance Service Inc.
Fayetteville

Jaeger & Haines Inc.

California

Burlingame
Brown & Riding Insurance
Services Inc.
Canoga Park
H & W Insurance Services
Covina
Cambridge General Agency
Encino
H & W Insurance Services
NIW Inc.
Fresno
NIW Inc.
Sayre & Toso Inc.
Derek Ware Insurance Brokers Inc.
Glendale
Compass Insurance Group of Agencies
Harry W. Gorst Co. Inc.
Los Angeles
Allianz Underwriters Inc.
Associated International Insurance Co.
Baccala & Shoop Insurance Services

L.W. Biegler Profit Center
Geo. F. Brown & Sons Inc.

Callifornia Union Insurance Co.
Cameron & Colby Co. Inc.
Cravens, Dargan & Co., Pacific Coast
Excess & Surplus Lines
Insurance Brokers Inc.
Global Surplus Insurance Services Inc.
Harbor Insurance Co.
John R. McDonald Co. Inc
Montgomery & Collins Inc.
The Norco Agency Inc.
Pacific Insurance Co.
S.J. Petrakis Insurance Services Inc.
Sayre & Toso Inc.
Surplus Insurance Brokers of N.A.
Stewart Smith Holdings Inc.
Swett & Crawford
Underwriters Marine Services Inc.
Western Brokers Insurance Services
Western Re/Managers
Marina Del Rey
Firemark International
Surplus Lines Brokers
Newport Beach
Baccala & Shoop Insurance Services
Alexander Howden Insurance
Services Inc.
NIW Inc.
Swett & Crawford
Oakland
Doranco West Insurance Brokers Inc.
Derek Ware Insurance Brokers Inc.
Orange
Sayre & Toso Inc.

Pasadena
Anderson & Murison Inc.
Sacramento
Sayre & Toso Inc,
Derek Ware Insurance Brokers Inc.
San Diego
NIW Inc.
Swett & Crawford
San Francisco
Baccala & Shoop Insurance Services
L.W. Biegler Profit Center
Geo. F. Brown & Sons Inc.
Cambridge General Agency
Cameron & Colby Co. Inc.
Cravens, Dargan & Co., Pacific Coast
H & W Insurance Services
J G Special Risk Insurance Broken
NIW Inc.
New Amsterdam Excess Inc.
S.J. Petrakis Insurance Services Inc.
Sayre & Toso Inc.
Victor 0. Schinnerer & Co. Inc.
Sherwood Insurance Services
Stewart Smith Holdings Inc.
Swett & Crawford
San Jose
Coplen General Insurance
Agency Inc.
NIW Inc.
Sayre & Toso Inc.
Santa Ana
H & W Insurance Services
Santa Monica
NAS Ltd.
Sherman Oaks
Excess & Surplus Lines
Insurance Brokers Inc.
Stockton
NIW Inc.
Tarzana
Swett & Crawford
Walnut Creek

Dryden & Co. Inc.
Colorado

Denver
Allied General Agency Inc.

Cravens, Dargan & Co.
of Houston Inc.

ISI Corp.
Montgomery & Collins Inc.
NIW Inc.

Sayre & Toso Inc.
Swett & Crawford

Englewood
Guaranty National Insurance Co.

Connecticut

Hartford
Montgomery & Collins Inc.

Nutmeg Insurance Co.
Plainville

Anexco Brokerage of Connecticut Inc.
Stamford

Gordon Hoyt Associates Inc.
West Hartford

Gordon Hoyt Associates Inc.

Delaware

Frederica

Pennock Insurance Agency Inc.
Wilmington
Lexington Insurance Co.

District of Columbia

Victor O. Schinnerer
&Co. Inc.

Stewart Smith Holdings Inc.

Florida

Boca Raton

Program Underwriters Inc.

Boynton Beach
Seaboard Underwriters Inc.
Jacksonville

NIW Inc.
Shelly, Middlebrooks &
O'Leary Inc.
Lakeland
E&S Agency of Florida Inc.
Miami

Florida Risk Managers Inc.

NIW Inc.
Orlando

Alexander Underwriters

General Agency Inc.

Lyon Underwriters Inc.

NIW Inc.

Program Underwriters Inc.
Sanford

Crump London Underwriters (Florida)
St. Petersburg

NIW Inc.
Tamarae

Program Underwriters Inc.
Tampa

Corvette General Agency Ine.

The London Agency Inc.

Program Underwriters Inc.

Sayre & Toso Inc.

Swett & Crawford

Georgia

Atlanta
Alexander Underwriters
General Agency Inc.
American Special Risk
Insurance Co.
Baccala & Shoop Insurance Services
Geo. F. Brown & Sons Inc.
Cameron & Colby Co. Inc.
Corvette General Agency Inc.
Cravens, Dargan & Co.
of Houston Inc.
Cravens, Dargan & Co., Pacific Coast
E & S Facilities Inc.
Alexander Howden Insurance
Services Inc.
Insurance Service Underwriters Inc.
The London Agency Inc.
Markel Service Inc.
Montgomery & Collins Inc.
New Amsterdam Excess Inc.
Sayre & Toso Inc.
Southern Insurance Underwriters Inc.
Stewart Smith Holdings Inc.
Surplus Insurance Brokers of N.A.
Swett & Crawford
Marietta
H & W Insurance Services
Norcross
New South Insurance Broker

of Georgia Inc.

Hawaii

Honolulu

Cravens, Dargan & Co.,
Pacific Coast

Idaho

Boise
NIW Inc.

Rocky Mountain General Agency
IHlinois

Belleville
W.A. Schickedanz Agency Inc.
Chicago
L.W. Biegler Profit Center
Geo. F. Brown & Sons Inc.
Cameron & Colby Co. Inc.
Capacity Managers International Inc.
Cravens, Dargan & Co., Pacific Coast
Crump London of lllinois Inc.
Global Surplus Insurance Services Inc.
ISI Corp.

Continued on facing page
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lllinois Surplus Lines Underwriting
Agency Inc.
International Surplus Lines
Insurance Co.
Interstate Fire & Casualty Co.
Don R. Jensen & Co.
Jensvold & LeFevre of lllinois Inc.
Montgomery & Collins Inc.
NAS Ltd.
National Underwriting Agency/NUA
(Illinois)Inc.
New Amsterdam Excess Inc.
Victor 0. Schinnerer & Co. Inc.
Sayre & Toso Inc.
Seaboard Underwriters Inc.
Stewart Smith Holdings Inc.
Surplus Insurance Brokers of N.A.
Swett & Crawford
Evanston
Evanston Insurance Co.
J.H. Ferguson & Associates Inc.
Shand, Morahan & Co. Inc.

First State Insurance Co.

Alexander Howden Insurance
Services Inc.

Gordon Hoyt Associates Inc.

Lexington Insurance Co.

Montgomery & Collins Inc.

Sayre & Toso Inc.

Stewart Smith Holdings Inc.
Swett & Crawford

Braintree

E.A. Kelley Co.

Michigan

Detroit
Montgomery & Collins Inc.
Sayre & Toso Inc.

Stewart Smith Holdings Inc.

Grand Rapids
First National Insurance &

Reinsurance Agency
Langan, Damon & Spink Inc.

NIW Ine.

Sayre & Toso Inc.
st. Paul

NIW Inc.

St. Paul Surplus Lines
Insurance Co.
White Bear Lake

Essex Insurance Co.

Underwriting Management Inc.

Mississippi

Jackson

Insurance Exchange Ltd.
Southern Cross Underwriters Inc.

Missouri

Kansas City
Geo. F. Brown & Sons Inc.

The London Agency Inc.

Safety Mutual Casualty Corp.
Sayre & Toso Inc.
Springfield
Crump London Underwriters Inc.
of Missouri

Montana

Billings
NIW Inc.
Great Falls

Rocky Mountain General Agency

Nebraska

Omaha
NIW Inc.
National Fire & Marine

Insurance Co.

UuU*Gnt=aa- 67,6UTUNCe, AUgUM 44 1300 / OO

New Hampshire

Concord

Horan, Goldman Cos. Inc.

New Jersey

Atlantic City

Pennock Insurance Agency Inc.
Avenel

Sovereign Group International Inc.
Cedar Knolls

Major Surplus Inc.
Chatham

Dryden & Co. Inc.
Cherry Hill

Admiral Insurance Co.

H & W Insurance Services

Horan, Goldman Cos. Inc.

Itasea R
McAlear Associates Inc. ! ) ; .
NIW Inc. Midwestern General Agency Inc. National Indemnity Co. Jersey/International Group
N NIW Inc.
Northbrook Springfield
Cranford

Bohrer, Croxdale & MeAdoo Inc.

Northbrook Excess & Surplus
NIW Inc.

Insurance Co.

Minnesota Alexander Howden Insurance

Nevada

Services Inc.

Edison

Peoria St. Louis

Minneapolis

Baecala & Shoop Insurance Services
Insurance Facilities Inc.

Cravens, Dargan & Co., Pacific Coast
International Placement Services Inc.
NIW Inc.

IMMEDIATE ACCESS
TO INDUSTRY INFLUENTIALS

First National Insurance &

Reno Stewart Smith Holdings Inc.

Reinsurance Agency R
Continued on next page

Mt. Hawley Insurance Co.
Schaumburg
Thomas F. Sheehan Inc.

NIW Inc.

Indiana

Indianapolis
Cox Insurance Group Inc.
First National Insurance &
Reinsurance Agency
Lafayette
Market Finders Insurance Corp.

' —-24<SB-ff, 2tel= v rzoveane

lowa

Des Moines
NIW Inc.

UPCOMING ISSUES .1

ISSUE DATE AD CLOSING

Truckers Insurance Associates Inc.
Ft.Dodge
Will Darrah & Associates Inc.

Distribution at Monte-Carlo Rendez-vous AUG 29 Aug 17
Kansas EMPLOYEE BENEFITS: HUMAN RESOURCES SEP S5 Aug 23
Leawood SEP 12 Aug 30
H & W Underwriters (Agency) Ltd.
Media/Professional
MARINE/AVIATION
Insurance Inc. SEP 19 Sep 7
Shawnee Mission
. . --11117 . ,
George Knight & Associates Inc. 11AA Convention/Employee Benefits Board Survey SEP 28 Sep 14
Topeka
NIW Inc.
OoOCT 3 21
1rf Sep N
Kentucky REINSURANCE REPORT/NAII Conference ocT 10 Sep 27
Louisville oCcT 17 Oct 3. 1/'..
Market Finders Insurance Corp. <
NIW Inc.
OCT 24 Oct 12
Louisiana
CALIFORNIA MARKET REPORT oCcT 31 Oct 18
Baton Rouge
Alexander Underwriters General Risk Management Board Survey NOY\N 7 Oct 26
Agency Inc.
L ororiawide Insurance Brokers Ine. INTERNATIONAL RISK MANAGEMENT/INSURANCE NOV 14 Nov 1
Jack D. Hunter & Associates
Metairie NOVv 21

Organ & Co. Ltd.
New Orleans

Continental Underwriters Ltd.
G & M Marine Inc./G & M Surplus
Lines

The London Agency Inc. = 1
Mid-Continent Underwriters Inc.

| e

Underwriters Marine Services Ine.

Sayre & Toso Inc. / 1
Swett & Crawford

Trs,= «-,4-*

Shreveport
Interstate Insurance Underwriters Inc. These issues of Bl will reach more than 115,000 readers, including pass-along, every week-
a prominent audience of corporate financial and top executives, risk and employee benefits managers,
as well as leading agents and brokers, consultants, and commercial insurance underwriters.

Maryland 81 is there first. reporting all the vital news and trends in this dynamic. multi-billion dollar marketplace.

Baltimore Plug into Bl with your fall advertising program. Your ad, placed in this exciting editorial environment.
will position your products and services squarely in the minds of the decision makers you need to reach.
Be where the action is this week and every week. Call or write for your reservations.

All Risks Ltd.
Pennock Insurance Agency Inc.
Columbia
Horan, Goldman Cos. Inc.
Alexander Howden Insurance -—2113*382-*
Services Inc.
Langley Park
L.E. Harris Agency Inc.
Salisbury
Tri-State General Insurance

Agency Ltd.

Massachusetts

Belmont
Markel Service Inc. a publication of Crain Communications Inc
Boston
Anexco InsuranceAgency Inc. t»E6TL ZET..wW
Geo. F. Brown & Sons Inc. 1
Cameron & Colby Co. Inc.
Capacity Managers International Inc.
Falcon Insurance Co.

New York: 220 Eaxt -*2nd >It.. NY 11)01 -(212)21(1/(H ii  Chicago: --*0 Rush St. 11.(*)61 1 (.ill) 649-52"5

Los Ange;es: 64()-1 Wilshire lili-d. ( A 9(M)-48(213)69 1 -rio
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Haddonfield
Jersey/International Group Inc
Hasbrouck Heights
RTC Underwriting Services Inc
Iselin
Capacity Managers International Inc
Livingston
Alexander Howden
Insurance Services Inc
Morristown
Valle Excess Inc
Nepture
Tri-State General Insurance
Agency Ltd
Newark
Gibraltar Casualty Co
North Bergen
Ambassador Insurance Co
Paramus
NIA Excess Lines Inc
Parsippany
Geo F Brown & Sons Inc
H & W Insurance Services
Princeton
Lincoln Insurance Co
Surplus Insurance Brokers of N A
Ramsey
Investors Insurance Co of America
Western World Insurance Co Inc
Union
U S & Overseas Agencies Inc
Umon City
Allied Programs Corp
Verona
Anglo-American Ltd
Wayne
NIW Inc
West Orange
Delaware Valley Underwriting
Agency Inc

New Mexico

Albuquerque
Dwight Tope State Agency Inc

New York

Buffalo
Russell Bond & Co Inc

Brokers Marketplace Inc

Croton Falls

Moore Excess Inc
Garden City

MBC Colby Associates Inc
Manhasset

North Island Facilities Ltd
New Hartford

Uni-Service Excess Fac
NewYork

Allied Programs Corp
American Excess Insurance Co
Baccala & Shoop Insurance Services
Cameron & Colby Co Inc
Capacity Managers International Inc
Cravens, Dargan & Co, Pacific Coast
Will Darrah & Associates Inc
Delaware Valley Underwriting
Agency Inc
Global Surplus Insurance Services Inc
Great Atlantic Insurance Co
Horan, Goldman Cos Inc
Alexander Howden Insurance
Services Inc
J G Special Risk Brokers Inc
LMG Excess Ltd
Bernard W Levmore Co Inc
Major Surplus Inc
New Amsterdam Excess Inc
North Island Facdities Ltd
Professional Coverage Managers
Sayre & Toso Inc
Victor O Schinnerer & Co Inc
Sovereign Group International Inc
Stewart Smith Holdings Inc
Swett & Crawford
Tri-State General Insurance
Agency Ltd
Rockville Centre
Global Facilities Inc
Roslyn Heights
Arnold J Flegenheimer Inc
Syracuse
Jaquin Excess Inc

North Carolina

Burlington
Seaboard Underwriters Inc
Charlotte
The London Agency Inc
Montgomery & Collins Inc

Sayre & Toso Inc
Greensboro

Swett & Crawford

Murphy
Corvette General Agency Inc

North Dakota

Bismarck
Insurance Facilities Inc
NIW Inc

Rocky Mountain General Agency
Ohio

Celina
First National Insurance &
Reinsurance Agency
First Ohio Financial Corp
Cincinnati
Great American Surplus
Lines Insurance Co
Market Finders Insurance Corp
Cleveland
Delaware Valley Underwriting
Agency Inc
International Excess Agency Inc
Sayre & Toso Inc
Columbus
Baccala & Shoop Insurance Services
Montgomery & Collins Inc
Swett & Crawford
Hudson
Market Finders Insurance Corp
Independence
Alexander Howden Insurance
Services Inc
Leader National Insurance Co
Springfield
Credit General Insurance Co

Oklahoma

Oklahoma City
Jack D Hunter & Associates
Oklahoma General Agency Inc

Ranger-Allied Underwriters
Tulsa

J H Blades & Co Inc
George Knight & Associates Inc
Sayre & Toso Inc

Oregon

Beaverton

Portland
Cravens, Dargan & Co, Pacific Coast
Alexander Howden Services Inc
National Underwriting Agency/NUA
(llinois) Inc
NIW Inc
The North-West Insurance Co

Sayre & Toso Inc
Swett & Crawford

Pennsylvania

Ardmore
NIW Inc
Bryn Mawr
H G Managers Inc
Horan, Goldman Cos Inc
Harrisburg
Paxton National Insurance Co
Tri-State General Insurance
Agency Ltd
Hatboro
Delaware Valley Underwriting
Agency Inc
King of Prussia
Alexander Howden Insurance
Services Inc
Mechanicsburg
Doran Ekeess Underwriters Inc
Philadelphia
Baccala & Shoop Insurance Services
Geo F Brown & Sons Inc
Sayre & Toso Inc
Stewart Smith Holdings Inc
Swett & Crawford
United National Insurance Co
Pittsburgh
Delaware Valley Underwriting
Agency Inc
Market Finders Insurance Corp
Stewart Smith Holdings Inc
Upper Darby
Pennock Insurance Agency Inc
West Chester

Tri-State General Insurance

Agency Ltd

Rhode Island

Providence

Anexco Brokerage of Rhode Island Inc

E A Kelley Co
Warwick

South Carolina

Charleston

Will Darrah & Associates Inc
Langley

Corvette General Agency Inc
Myrtle Beach

Will Darrah & Associates Inc

South Dakota

Sioux Falls
Insurance Facilities Inc

NIW Inc

Tennessee

Columbia
Alexander Underwriters General
Agency Inc
Franklin
Tennessee Underwriters Inc
Hendersonville
Greenwich American
Underwriters Inc
Memphis
Baccala & Shoop Insurance Services
Crump Aviation Underwriters
E H Crump Cos Inc
Crump London Underwriters
Insurance Service Underwriters Inc
Nashville
Market Finders Insurance Corp
Southern Insurance Managers

Texas

Abilene
Jack D Hunter & Associates
Arlington
Jack D Hunter & Associates
Austin
Jersey/International Group
Dallas
Baccala & Shoop Insurance Services
J H Blades & Co Inc
Cravens, Dargan & Co of Houston Inc

Dryden & Co Inc
Alexander Howden Insurance

Services Inc

R L Jarrett Sr Inc

Montgomery & Collins Inc

Superior Underwriters

North Island Factlities Ltd Continued onfacing page

classified advertising

RATES AND CLOSING TIME:
Rates: Display classified ts $60.00 per column inch, minimum of one inch
Straight classifzed ts $5.50 per hne, minimum of 5 lines. Count 34 characters
per line (include each space and punctuation as a character). Additional
$11.00 charge for blind box ads. Responses to bhnd box ads must flt into

Closing: Published every Monday. Copy must be in written form by noon
Tuesday, 6 days preceding publishing date. No verbal phone copv accepted.
Prepayment required. Mad ads to Beverly Klurdal, Classified Advertising,
740 N. Rush St., Chicago, IL 60611. For more mformation call 312-649-5340

bustness size envelope. Responses areforwarded daily.

Business Insurance

Circulation
Breakdown™

ATLANTA EMPLOYEE BENEFITS
BROKER-CONSULTANT-TPA

need Senior Sales Executive to manage
and direct growing business Sales expen-
ence required Salary and Incentives
Send resume in confidence to
Gene Oberdorfer
OBERDORFER BENEFITS
MANAGEMENT SERVICES
PO Box 720677
Atlanta, GA 30358

For a

Concise

Logical
Approach

COMMERCIAL LINES AGENCIES

National Brokerage House specializ-
ing in A/E Professional Liability seek-
Ing exclusive agents/brokers In FLA,
GA, IL, KS, KY, MO, NY, OH, PA, TX A
and A+ markets, excellent service, top
commissions available Outstanding

Smaller town agency seeks
proven commercial pro-
ducer Willberesponsiblefor
production along with ser-
vicing existing accounts We
offer lots of hard work, plenty

INSURANCE

PRODUCERS
FINANCIAL GUARDIAN GROUP
Ideal Opportunity for proven pro-
ducers of Property & Casualty

business to join National Broker-
age Houseat theirmidtown Man-

of room to grow and the po- hattan or Stamford, Connecticut

Commercial Consumers

Administrative Management
owners, presidents,
vps, etc 6.483
Financial Management
chief financial officers
vps of finance, secre-
tarles, treasurers, etc 10138
Insurance Management
vps directors,
managers of insurance
risk benefits,
compensation, safety

security etc 5299

Government, Associations,
Unions. Educational

Institutions 1,034

Commercial Consumers

Sub-total 22,954
Insurance Agents

& Brokers 9,774
Insurance Cos 5.217
Financial Institutions 352
Actuaries, Attorneys

Adlusters. Appraisers

& Consultants 2603

TOTAL

*Source Business/Occupational
breakdown of qualified circula-
tion, November 1, 1982 issue. as
submitted to BPA for December
1982, BPA Publisher'S Statement

OCCUPATIONAL HEALTH
PROGRAM COORDINATOR

Excellent opportunity for qualified per-
son to work with progressive S F Bay
Area hospital in developing an occupa-
tional health program Position involves
research and development of existing
and new services, locations. clients re-
ferral and payment methods Successful
applicant needs to be a mature and expe-
nenced professional with previous pro-
gram development experience In the or-
ganization delivery or management of
occupational health services BA/BS de-
gree required Excellent salary and em-
ployer provided benefits Please submit
resume with salary requirements to 01-
rector of Personnel, Herrick Hospital &
Health Center, 2001 Dwight Way, Berke-
ley CA 94704 EOE

Risk opportunity

Manadernent 740N Rush St,Chicago,|L60611

Recruiting

1.(61C

Associates, Inc

170 Broadway

New York, NY 10038
'212) 227-8000

FIGGIE
INTERNATIONAL

Figgie International, a Fortune 500
company is seeking the following pro-
fessionals for its Casualty-Property In-
surance Group

Our client, with multi-national loca- Division Controller-Tms key position

tions, is seeking a GENERAL MAN-
AGER/VP to head their entire E&S
operations Based in TEXAS, you will

iS best suited to an insurance Industry
trained individual with a minimum of
ten years experience in finance relat-
ingtotheindustry Adegreeinfinance

be reporting direct to the president or accounting,s required EDP exper,-
and will be responsible for total P&L ence helpful Must be familiar with

picture of this organization Superb statutory reporting

Others allied to the field 937 growth situation for key E&S execu- Marketing Director-The ideal candi-
e who has "hands on" experience date for this position would have at

tion, and management techniques
Must be"take charge” type with solid
track record and who is results or,-
ented Excellent compensation plan
to include a starting salary range,
DOE, of $75,000 +/- plus manage-
ment bonus and equity incentives
Contact INSURANCE RECRUITERS,
INC 3707 Rawlins, #416, Dallas, Tx
75219 AC214/528-0090

41,834 In mévrketlng underwriting, produc- least five years experience with work- Zation

Ing knowledge of claim safety and un-
derwriting functions Responsibilmes
Include market analysis, sales promo-
hon and sales coordination
An equal opportunity employer
Please submit Resume
and Salary History to
Bruce Fowler
Figgie International
1000 Virginia Center Parkway
Richmond, VA 23295

tential of ownership Salary offices Flexible and attractive
commensurate with expert- terms negotiable for an existing
ence Reply to Box 859, Busi. book, if des,red, or sub-producer
ness insurance, 740 N Rush relationship, tf preferred Con-
St , Chicago, ill 60611 ;aQ(;tOCharles Warne, (212) 949-

Box 858, BUSINESS INSURANCE

SALES MANAGER

VICE PRESIDENT
SALES AND MARKETING

Our client, a leading International insurance
company, located in the midwest, Is seeking an
experienced Vice President of Sales and Mar-
keting

Can You Manage A
Winning Team?

A dynamic major insurance
company needs an aggressive,
experienced Sales Manager for
one of its newer Chicago inde-
pendent subsidiaries Applicants
should have experience M
casualty claims administration.
casualty loss prevention and sys-
tems Authority commensurate

Extensive sales/marketing experience In Prop-
ertyand Casualty insurance, including success-

th il o
with responsibility to manage a ful work with independent agents and brokers,

multi-state operation which re-
quires development of new busi-

isrequired Life and Groupexperience would be

ness

a plus
This is an unusual opportunity A : ) )
High level compensation, consisting of base

salary and bonus, plus automobile and excel-
lent perquisites

for good starting earnings incen-
tive rewards for sales and profit
growth, and a start toward future
advancement in our diverse, mui-

ti-billion dollar insurance organ,- .
9 Please send resume and compensation Infor-

mation, in complete confidence, to us We will
not discuss you with the client prior to discus-
sing the position with you, and all inquiries will
be acknowledged.

A person with proven sales
achievement who can relate well
to employees as well as custom-
ers Is preferred If you think you
qualify to be on this winning
team, send a detailed resume to

Box 864, BUSINESS INSURANCE
740 Rush St., Chicago, 111. 60611

Box 860, BUSINESS INSURANCE
740 N Rush St, Chicago, Il 60611

equal opportunity employer m/f
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Jensvold & Le Fevre Inc

Markel Service Inc

Montgomery & Collins Inc

RISC Inc

Southwest Surplus Insurance
Agency Inc

Sayre & Toso Inc

Stewart Smith Holdings Inc

Swett & Crawford

Unigard Specialty Associates Inc
El Paso

Cravens, Dargan & Co of Houston Inc
Jack D Hunter & Associates
Southwest Surplus Insurance

Agency Inc

Houston

Baccala & Shoop Insurance Services
J H Blades & Co Inc
Geo F Brown & Sons Inc
Consolidated Underwriters Inc
Corsow Special Risks Inc

Cravens, Dargan & Co of Houston Inc
R L Jarrett Sr Inc

RISC Inc

Ranger-Allied Underwriters

Myron F Steves & Co

Sayre & Toso Inc

Seaboard Underwriters Inc

Surplus Insurance Brokers of N A

Swett & Crawford

Terramar Insurance Managers Inc

Tuley/Barnard & Associates Inc
Lubbock

Cravens, Dargan & Co of Houston Inc
Richardson

Unigard Specialty Associates Inc

San Antonio
Cravens, Dargan & Co of Houston Inc
Elton George & Co
Jack D Hunter & Associates
Ranger-Allied Underwriters
Tuley/Barnard & Associates Inc

Utah
Salt Lake City
NIW Inc
Virginia
Fairfax
NIW inc

Richmond
Markel Service Inc
Virginia Beach
IS C Special Risks Inc
Special Risks Inc

Washington

Bellevue

Gas stations may need pollution cover

Continued from page 2 tion owners sa)()s that stations claims arising from the leak, since can charge cheaper rates if service
insurance for both sudden and should not have to buy coverage such claims are no longer consid- stations buy coverage in a group
non-sudden pollution with mini- Tom Cordell, executive director ered accidental, he said because it spreads the chance of
mum limits of $1 million per occur- of the Michigan Petroleum Assn, In addition, it will not cover one station filing a large claim
renee and $3 million aggregate says members of his group are al- leaks that the owner knows about, An EIL policy with the required
However, the coverage for sud- ready covered for both sudden and since those are not accidental annual limits of $1 million per oc-
den and non-sudden pO”utiOn need non-sudden pO”UtiOn IIabIIIty The Service Station Dealers currence and $3 million aggregate
not be supplied by the same policy, Mr Cordell's group represents Assn of Michigan, a group of 1,200 and a $5,000 retention would cost
meaning a business could tap ItS 350 wholesale petroleum distribu- gasoline retailers, most of which an individual station about $1,000,
comprehensive general liability tors in the state Most of the com- operate franchises of the major 011 Mr Wayne points out
policy for sudden pollution cover- panies also own retail service sta- companies, also has been watching Both the individual and group
age Most CGL forms cover sudden tions, which are leased to individu- legislative proceedings carefully Stewart Smith coverages would
pollution accidents, but exclude als "We do not deny that something only cover gradual pollution expo-
gradual pollution exposure Members of the association are has to be done," said Charles E sures, though most comprehensive
In addition, landfills and TSDFs covered by a group comprehensive Shipley, executive director of the general liability policies will cover
would have to buy EIL coverage general liability insurance program association "I'm just hoping that sudden pollution incidents

with minimum limits of $4 million underwritten by Federated Mutual something can be done that will The Pollution Liability Insur-
per occurrence and $10 million ag- Insurance Co that includes cover- protect small businessmen " ance Assn , a EIL insurance pool,
gregate Federal law will require age for tank leaks, according to Mr Shipley fears that high pre- would charge service stations an-
these sites to buy $3 million per oc- James C Leighty, Federated's re- miums charged by EIL insurers nual premiums ranging between
currence and $6 million aggregate gional marketing manager could drive some small stations out $200 to $3,300 depending upon
by the bill's effective date Mr Leighty said that Federated of the retail gasoline business limits, and the age and condition of
As an alternative to insurance, considers the first reported leakage EIL underwriters surveyed by the tank, according to Dudley B
service stations and others covered from a petroleum tank-whether it Business Insurance said the re- Morrison, the pool's manager
by the bill could obtain a surety be sudden or gradual-to be "acci- quired coverage could cost stations For coverage that would fit the

bond or letter of credit or set up a dental" and thus covers any dam- as little as $200 annually, if they requirements of the proposed
secured trust fund to demonstate fi- age caused by the leak until the banded into large groups, or as Michigan law, an individual gas
nancial responsibility claim is made However, the com- much at $5,000 per year station with four metal or fiber-
One spokesman for service sta- pany will not cover any further Stewart Smith Mid America Inc glass tanks that are less than five
. in Chicago, an excess/surplus bro- years old would pay $422 a year
RI m awa rd to be a p pea I ed kerage subsidiary of Stewart Smith An individual gas station with
Holdings Inc, says that it could four metal tanks that are more
Continued from page 2 of repose " offer gasoline stations coverage than 20 years old would pay $3,300,
Budd say they have substantial Mr Risjord agrees that "a manu- that would comply with the pro- he said Coverage for fiberglass
self-insured retentions for product facturer can't be held responsible posed law for as little as $200 an- tanks remains $422 a year through
liability exposures, with many dif- forever for his products,” but any nually, if the stations banded to- the life of the tank

ferent layers of excess liability cov- time hmitations on lawsuits should gether in groups of 1,000 or more But, Chuck A North, an un-
erages be decided on a case-by-case basis No gasoline company has that derwriter for special risks at under-
The case goes back to Oct 4, 1977, by courts rather than through legis- many stations in the state, admits writing manager Shand, Morahan
when Mr Hale noticed that a tire lation Alexander J Wayne, senior vp-un- & Co Inc of Evanston, lll, says his
on his 1968 Ford truck was low on A statute of repose fails to make derwriting for Wrightson & Co, an company cannot compete with the
air He borrowed a portable air distinctions among the different underwriting manager affiliate of bargain pollution insurance rates

compressor to reinflate the tire life expectancies of different prod- Stewart Smith other companies are offering
ucts, Mr Risjord explained However, he says, trade groups The minimum premium Shand,
The multipiece rim blew out The shelf life of a can of tuna is could band together to form a Morahan could offer for a policy
from the tire, hitting Mr Hale in not the same as an industrial part, group large enough to obtain the covering only gradual exposures
the face Mr Hale's injuries in- he added - low rates Underwriters say they with a $10,000 deductible is $5,000.

cluded a severed nose, which was
later reattached, broken teeth, da-
maged tear ducts and fractured fa-
cial bones, according to his attorney

John Risjord of Risjord & Curt.s in When you need to identify the influentials,

Kansas City
Mr Hale later filed suit against 1
Firestone and Budd and sought $6 tu m to the B I DI reCtO ry'
milhon in punitive damages and
$600,000 in compensatory damages The brand new BUSINESS INSURANCE DIRECTORY OF
Multiplece rim explosions can CORPORATE BUYERS OF INSURANCE. BENEFIT
occur if the components become PLANS AND RISK MANAGEMENT SERVICES gives you
misaligned, reducing support for the most comprehensive compilation of vital contacts,

Red?:g:;ane' Griffin & Co Inc the air pressure in th(.e tir.e- ) ) compan-y facts an.d figures Nowhere else will you find all MLE-Q-F-C%%Om ,NUSA-_WE .
Superior Underwriters Mr Hale's product liability suit this valuable information in a single volume' 01'..glogf<. 7 SRE:
Seattle was one of dozens that have been You'll find alphabetical listings on 1,200 of the oo p—
Baccala & Shoop Insurance Services filed against the major rim manu- largest U S corporations listings that include sales on Peno-
Cravens, Dargan & Co, Pacific Coast facturers Firestone, Goodyear and volume, employee population, company address and phone 11:<F%T7Ea2f.*01..... et
Global Surplus Insurance Services Inc Fruehauf Corp 's Kelsey-Hayes Co number 14,411,117,/ o e
Alexander Howden Insurance unit Those suits have been consoh- And you'll find the names and titles of the chief financial O- F.../=. _ S -74
Services Inc dated before the U S District Court officers and the executives m charge of risk management, ’ o
Jersey,'International Group in Kansas City under multidistrict employee benefits, personnel and pension/ retirement rziir«.
NIV ine rules plans “NAME OF CORPORATION 1111+ ——irm
New Amsterdam Excess Inc
Sayre & Toso Inc To further help you pinpoint the Information you need, a CheF-WNO=
Swett & Crawford Mr. Risjord, who has represen- special index will list corporations by size, based on number = e e
Spokane ted accident victims in about 20 of employees
Cochrane, Griffin & Co Inc multipieee rim cases, labeled the Whether you're on the buying or selling end of this OIN'Pes
Consumers Indemnity Co Firestone rim a "widow maker," exciting business, the Bl Directory will make your job
Consumer Insurance Co and said it was defectively easter
Cravens, Dargan & Co, Pacific Coast designed As a "buyer," you'll use this reference tool to identify This easy to use 81/2-x II" volume sells for Just $40,
However, Firestone says acci- your professional counterparts to compare notes on how with a reduced price of $35 per copy for quantities of ten or
dents have been caused by 1nade- to handle the responsibilities that come with your position more
West Virginia qua'te prec'aUtionS rather than a de- As a "seller," you'll find the Bl Directory to be the most Fill out the coupon now, and send for the new BI
fective design convenient way to find out who the buyers are and how to DIRECTORY a truly unique and Indispensable source
Firestone points to a 1981 studY reach them book
Charleston by Failure Analysis, a California-
Delaware Valley Underwriting based research firm, that found - - ———— -~
Clarkanrg, that 76% of fatal injuries and 71% of _ _ Business Insurance Directory ore22
First National Insurance injuries could have been avoided if d#l Single Copy Sales

& Reinsurance Agency

Wisconsin

Madison
NIW Inc

\ilaayToso Inc

Crump London of Wisconsin Inc

Wyoming

Casper

an Occupational Safety and Health 740 Rush Street

Administration regulation on ser-

vicing the rims had been followed Please send me copies of the BUSINESS INSURANCE
Mr Hale's suit would have been DIRECTORY OF CORPORATE BUYERS OF INSURANCE. BENEFIT
PLANS AMD RISK MANAGEMENT SERVICES

- 540 each, $35 each for quantity of 10 or more.

, Chicago, IL 60611

thrown out if the Missouri Legisla-
ture had passed a measure, intro-

. Foreign postage Is additional
duced several times, that would

. . T O Bill Me 0 Bill Compan 0 Payment Enclosed
have barred personal injury suits pany Y
. N El Visa Mastercard
involving products more than 10
Account # EXp Date

years old The Firestone rim that
was introduced as evidence at Mr Signature

Hale's trial was 21 years old at the

" Name Title

time of the accident
business ' Gompany
Mr. Perkin. Budd's assistant -

" Address
general counsel, says there should Insurance
be some time limits on filing prod- BI Directory. Single Copy Sales City State ZIP
uct liability suits "There is some- 740 Rush St, Chicago, IL 60611 " Phone

Rocky Mcuntain General Agency | thing to be said for a 10-year statute (312) 6495415
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Businesses still in dark about blackout losses

Continued from page 1 the Federation of Apparel Manu- higher the price line, the more you to have coverage for that sort of tors to supply power

since last year has placed it with facturers, which has 5,500 manu- were hurt," he says thing," agreed Frank Gutman, a Macy's officials would not com-
Y S underwriters ) _ facturing companies as members Another industry source said property ela.ms official at The ment on its expected loss and Gim-

While many are saying there will "But there still will be many mil- even if sales losses are made up, the Home Insurance Co bels is still assessing its damages

be lawsuits over the business inter- lions of dollars in sales and profits delay caused by the blackout will The garment manufacturers "Yes, we had losses, and yes, we
ruption losses, most agree it would lost,” he added cause manufacturing problems that agreed that they were not counting have business interruption insur-
be hard to itemize actual damages The actual extent of losses will could affect the filling of orders on insurance reimbursement for ance, we have a variety of insur-
yet and there's a good chance many depend on what happens in the A company has to be able to pre- their losses ances, but we're still assessing the
of the losses will be made up next few weeks Will the buyers diet what kind of fabrics and colors Glenora, which has three show- situation," said Robert Pittman, vp

"Economic damage is Just some- that went home empty-handed will be popular for the next season rooms in New York, has business of public affairs with BATUS Inc
thing you can't estimate," says when the lights went out come and what patterns to start cutting, interruption insurance, but Mr Sa- in Louisville, Ky, the holding and
Mark A Willis, an assistant to Dep- back or were they able to place the source noted These predictions porta wasn't hopeful that it covered management company for Gim-
uty Mayor Kenneth Lipper who their orders elsewhere'> And will are based on early orders, which the blackout losses "I'm calling my be.s

handles finance and economic de- the delay in placing orders have were cut short by the blackout insurance agent," he said "And | expect we'll still be as-
velopment "It Just requires you to any ripple effect on production "Now manufacturers will have to John Woods Fashion Ltd also sessing our losses for the next cou-
wait schedules? gamble on what the orders will be," has business interruption insur- ple of months,"” he added

There are going to be a lot of Jack Rubin, vp of Glenora Jrs, he said ance, "but it doesn't cover utilities, ' Gimbels is self-insured for some
lawsuits and, to be candid, there IS believes that the blackout knocked Matthew Love of Matthew Love a spokeswoman said losses, Mr Pittman said
no way anybody wants to throw the momentum out of market week Petites estimates he lost $100,000 in Barclay Square Inc doesn't have New York Telephone, which has
any numbers on the table right and many of the buyers went else- sales because of the blackout business interruption insurance "Jf its headquarters in the Garment
new where to spend their budgets "The losses in bookings com- | did, how would | make a claimp District, also brought in generators

My previous experience with "I doubt if they will come back- pared to last year are substantial," asked Controller Richard Williams to keep its 41-story building open
blackouts is most of the business is only if they need goods," he said Mr Love said, explaining he com- "It's hard to assess the loss " and operating during the blackout
eventually made up,"” said Mr Glenora President Sam Saporta pared sales of this year's market “1 don't believe we will make “We had emergency generators
Willis, who coordinated the city's estimates his company lost $500,000 week with the sales rung up during any claims because | think it is very to keep our switching machines
request for state and federal disas- in sales during the market week the same week last year difficult to determine at this time working and one or two elevators
ter loans for affected businesses "The loss factor will be maybe "But I'm fortunate | have a road whether we lost anything," said and for some light," said a spokes-

"Many of them (the businesses $150,000 " force, so | wasn't hurt as much," he Bernard Linder, comptroller for man
affected by the blackout) aren't But the big retail chains, like said, explaining that his salespeople Crazy Horse Inc, a division of Russ The company has emergency
calling us What they are probably Sears, Roebuck & Co and K mart contacted the buyers in their Togs Inc, which makes Junior generators that began to operate
doing is trying to make up the busi- Corp, will have to come back to hometowns sportswear when commercial power went out,
ness New York to buy if they are going "We were hurt, but It'S hard to To cut down on their losses, sev- but it brought in additional genera-

That's exactly what the district's to fill their stores, explains Robert come up with a n umber," said eral firms set up shop on the street tors to maintain service to its Cus-
3,800 garment manufacturers were | Parsly, vp of Parmell Industries Stewart Wolf, controller of the or used pay phones outside the gar-  tonners

doing last week Inc, a manufacturer of popular- Great American Sweater Co , ment district to service customers To deal with the blackout inter-
"The blackout has me six weeks priced Junior sportswear which has a showroom at 1811 Parmell's Mr Parsly conducted nally, the phone company closed
behind on my work and | don't "Whether they buy this week or Broadway business at home using his persor al the top 18 floors and confined ser-
have a minute to talk to you," ex- last week, they have to fill their phone vices to the lower 23
plained one harmed manufacturer stores,” he said Last week, the sweater manu- Meanwhile, officials at Gimbel's "But by Saturday, things were
who had buyers in his showroom But, he explains, the buyers that facturer was trying to "regroup " and the Penta Hotel were certain back to normal,” the spokesman
"We certainly expect to recover were looking for smaller quantities "Buyers are making appoint- they lost money because of the said
the lion's share of what seems to of more expensive clothing proba- ments and coming back," Mr Wolf blackout However, nothing was normal
have been lost last week," said bly could tap a regional mark“et and said Management of the Penta says its for the company last week because
Kurt Barnard, executive director of not return to New York "The However, the manufacturers losses will be "very substantial " of the nationwide phone workers'
may not be able to claim any losses The 1,700-room Penta, pre- strike Supervisory personnel and
* on business interruption insurance viously known as the New York others were filling in for the union

. . . policies because many exclude Statler, was acquired Aug 5 by workers
I n S u ra n Ce Se rVI Ces g u Id e losses caused by power failures Ascot Associates, a partnership In fact, the phone company's in-
A property claims executive at owned by Penta Hotels Ltd and surance personnel were unable to
Commercial Union Insurance Co Abelco, a company formed by New answer questions on the company's
said he had received one claim but York real-estate interests Penta is losses due to the power outage be-

+ Fire Protection Engineering CASUALTY ACTUARIES, INC. ' had not yet decided whether an in turn owned by a consortium of cause they had been reassigned to
'?E’L”dk:;/ﬁtyi:;egeizjg” RobertFLowe FCAS,MAAA,FCA off-premises power failure would three airlines and three banks, all field jobs
+ Fire and Security Alarm System Design : Lc,’::ﬁ:ziz%i’::pzar:?eg‘::fggf_lf:_r be a covered loss under the policy in Europe City and state officials notified
+ Building and Fire Code Consultation sureds At Royal Insurance Co, Under- Barry S Mann, the Penta vp the federal Small Business Admin-
+ OSHA-Satety Engi i L T . . . . . . .
chiynrf:er'"g * Statutory letters of opinion on loss and writing Controller D V Suri said charged with running the hctel, istration of the power loss, seeking
- OSS expense reserves . . . .
i D o rovard direct damage to property might be said it would be up to Wausau In- approval of emergency loans for
SCHIRMER ENGINEERING CORPORATION St Louis MO 63141 required for business-interruption surance Cos, the firm's business in- businesses suffering cash-flow
101 Lake Cook Road Oeerheld Il 60015-312 212 8340 (314) 878-5002 . . N
endorsements to afford coverage terruption insurer, to decide shortages
Benefits News Analysis unless the pohcyholder had pur- whether tt would sue anyone to "We estimated $509,000 in physi-
The maaazine for bensfits Managers chased a standard endorsement make up losses cal losses due mostly to food spoil-
CHAPIN Associates Analystsgof corporate benefit pracgces under the basic property policy for "We think we may have to, but | age at restaurants in the affected
compensation insurance Floxible Benefits Cost Gontainment a "purchased power cutoff think that would be up to our in- area,” said Mario G Rampolla,
consultants to California buyers Savings/401 (k) Communication Otherwise, said Mr Suri, only a surance company," said Mr. Mann planning and operations coordina-
Captive studies Dividends Systems/Admin International policy with "contingent business The hotel was emptied after it lost tor for the city's Office of Civil
Associations Xmod audits Free copy-203/393-2272 interruption" coverage would be power and Mr Mann says confer- Preparedness He said the losses
Claims Self-ins studies Box 4033 New Haven, CT 08525 likely to respond to the power loss ences and other advanced bookings were talhed by 73 out of 110 restau-
Sox 1444415;2:36;25"% 04540 ALtoL abe At Associated Commercial Prop-  would be affected by the power loss rants operating in the afflicted
’ vete: A ve Enai ina G | erty Insurers, claims executive Vi- through Aug 20 He said he would area
utomotive Engineering Consultants vian Sackel said she thought conse- tally up the hotel's lost profits for He said the city estimated its eco-
_'g“"fel"ére?c’“S‘fuc“SC;”d_ quential losses would only apply to the 10-day period and submit the nomic losses at $100 million, but
ATWOOD & CO. . Ti‘:ch':"urgg;:jf;'s?g udies losses to garments themselves in- figures to Wausau "some of that is recoverable, but
Consulting Actuaries - Highway Safety Design sured under a manufactured goods Gimbels and Macy's were closed nobody really has a good handle on
Claim Reviews - Fire investigation policy Aug 10 and 11 and reopenea the what is recoverable and what
Reinsurance and Reserve Analysts I Mechanical tosting "Most people would probably not afternoon of Aug 12, using genera- isn't " .
for Captives and Self Insurers
Division of 212-994-9400
5000 Ambrose Ave Allen Dahle & Co Inc 914-694-1222 - - -
=wammonime e [ISUCrEr tookK nibble and will pay the price
2191 661-9260 White Plains NY 10604 203-869-5566
Continued from page 2 policy will pay each of the two fish- But paying on an annuity plan
N Availabl the lllinois Insurance Exchange ermen $25,000 a year for 20 jears will mean that the two winners
ow Avaliable . paid $100,000 to a television station through an annuity, Mr Wertz will not actually receive $500,000 in

in Minot,ND, after an angler says Had only one fish oeen present-dollar value Because the

a Manual That Outlines Demolition Methods i . . .
there caught a tagged fish in a sta- caught, the lucky sportsman would payments will be disbursed over a

Commended by OSHA tion promotional contest to win the have been paid $50,000 a year for 20 20-year period, the men may even-
$100,000 prize (Bl, Aug 8) In that years tually reel in as little as $245,000 in
- \ 200 pages of illustrated safety contest, the odds of the fish pt_eing . present-dollar value
l ) ) k caught were better than a million- Under the terms of the insur- The reduction in value is a result
rules, regulations and guidelines to-one . e .
ance policy, the payments are made of annuity interest rates and infla-
An outline of safe and effective In the Puget Sound contest, the directly to the winners tion R
demolition methods
Send $30 00 check d ate bOOk Blvd, Jersey City, N J 07307, 201-795-3773
or money order to SEPT 22-23 Introduction to Communications
e National Association of . . . . Security workshop m San Diegq, sponsored by
. SEPT 21-22 Labor/Management workshop m SEPT 21-24 International Benefits seminar in the Computer Security Institute, $4§5 for mem-
Demolition Contractors San Francisco, sponsored bg the Health Research San Franc sco, sponsored by the International bers, $525 for non-members, group discounts
4415 W Harrison St Institute, $395 Also Oct 27-28 in Los Angeles, Foundat,on of Employee Benefit Plans, $470 for available Computer Security Institute Eduea-
Nov 1748 m New York, Dee. 8-9m Chlca%o HRI, members, $545 for non-members IFEBP Box 69, tional Resource Center, Department ERC, 43 Bos-
Hillside, IL 60162 49 Quail Court, Suite 200, Walnut Creek. Tal:f 18700 W Bluemound Road, Brookfield, Wis ton Post Road, Northborough, Mass 01532, 617-
94596.415-676-2320 53005,414-786-6700 845-5050 ’ ’ '
SEPT 21-23 Reinsurance Concepts conference SEPT 23 Health Improvement/Prevention
For advertising information In the INSURANCE SERVICES GUIDE in Chicago, sponsored by the Risk & Insurgnce SEPT 22 Health Care Facilities and,OCCl,J\Pa- workshop in San Francisco sgonsored by the
Contact Beverly Kluxdal, 740 Rush Street, Chicago, lllinois 60611 Management Society, $445 for members, $545 for tional Health Symposium in Garfield, NJ, Health Research Institute, $195 Also Oct 28 m

non-members Editorial Departmelt, RIMS, 205 E sponsored by O H Consultants Inc , 5175, dis- Los Angeles, Nov 18 m New York, Dee 9 m Chi
Telephone (312) 649-5340 42nd St, New York, N Yp10017, 212-286- coun‘?s availablg for additional registrarts Paula cago I-?RI, 49 Quail Court, Suite 200, Walnu

Evans, O H Consultants, Inc, 3363 Cennedy Creek, Calif 94596, 415-676-2320 R



Kennedy proposes faster pension vesting

Continued from page 1 likely than men to leave a job after However, most employers opted Tf(we penl?ji%n bepef af% a Mr Mactas

. . . ? it th
qlrseggolg)g@ ggmpﬁjngatlorbaor;g prgg%-o a ; W years because of family re- for another ERISA vesting sched- worker would be entitied to atter In addition, faster vesting might

Minneapolis =on . . ule-10-year cliff vesting-in five years would pe sma#j For ex- stunt the r?corqlgrowtt}_ln new n]e-
While there is sharo di Vlrtuall}ﬁ allhof the mOaJor whlcQ an emgfoget?t ecomes irst ample, if a plan’s benefit formula tirement plans "Some tirms would
ment Ioen w%rgt Itshz }%ge]nlesdagrbeille-s?lggr]iqsesqjgsg;;Ompas'orﬁveprr?grite 9?\'/?& and tully vested atter 10 years provided $12 a month per year of be reluctant to offer new plans,
would accomplish pressur)és for Ferguson says jority Y Some experts warn that faster service, an employee who left the said Kenneth Keene, senior VE at
enactment are building. experts _ .. vesting, as Sen. Kennedy proposes, firm after five years would be e|I?I— Johnson & Higgins in New Yor!
g, exp * The desire of both Republi- will change the nature of pension ble for a benefit of $60 a month a Furthermore, faster vesting
sayl-hose pressures include- ::haen(?ezrinnai(ljjseg;(\)/\%ﬂesnt'(s) grsosupp(;nadsto plans age 65 would increase the liabilities of the
. : ; ; "Private pension plans are part Rather than keep the former em- Pension Benefit Guaranty Corp,
fOCUTSZ§ ;?%i?}ofgﬁsﬁgﬂégh\,'vchhothe 1?3:‘:::%“0”8 draw near ofa s¥stem that allow the accumu- ployee in the pension plan all those the federal agency that guarantees

) ster vesting i solcf s a lation, taF-free fLin sto rovifje a \kllee\?, the ﬁmﬁlor)&er probab] v?ﬁted benefits for workers when
ere errn]anentl |aid off before women's rlgE]ts ISS 1co Igﬁ)e Ir- 'SQ?]' |c{ap a (Wn mgo e? re- wou r%lve the wo rai ermlﬁ/a- ?Ilr companies or pension plans
nhg Veggngerg Jpension plan's mini- resistibl ',thstarn]yswic ar ! ayl, atir (Ia\/rl] , sal A a?] ||ng 8% atf?r-fnon a lump su[[n equgsto hetva ug{e Tcr? algg% Cs liabilit ¥
, : ner S 0 Mt , who_helped draft, pensjon at age oints o e 's liabilities would rise
e recession made even execij}afgm ofyﬁeed gmlt%rgﬂgwré E\%Ig%n 15?1 as a Senate comml?- &%lﬁeﬁolloway, gvp at LFowers, ecause the agency woul\g e guar-
tives realize tha -yedr vesting Is McClay tee staff member Perrin, Forster & Crosby in New anteeing more benefits because
an anachronism,” said Karen Fer- "If it is perceived as a women's But if employees can vest after a York y more W%rkers would be vested
uson, director of the Pension rights issue, than it could %o few years with asmall accumulated For example, the cash value of a Employers wit nsion plans
ights Center, a Washington-based through Congress e Sierman benefi, then pension plans have $60 a month benefit to a 30-year old pay for trhe“ﬁdB@‘@'s frabilifies
,g%% It groHR.fhatLepresents pen- went through Georgia,” Mr een turned into a severance plans, employee with five years of sérvice through a mandatory insurance
. . Mr Fa)z/ anr? og1er expe tressefj is ]{HS 3ﬁ0. "It is a nuisance bene- program The cost of that PBGC in-
* The feeling among some In fact, the Reagan administra- Other e {_)e s disagree "Faster tit,” Mr Holloway says surance is $260 per ici-
mempers of Con r%ss that é)nvate tion, in a move cl?arl aimed at at- ves mg |sr};t the m%of thlnﬂ that Some experts s Xthat fa terga@ Oyear, gut tﬁeﬁﬁ@rhas
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enefits pecause the financial %roups, alre S ug;e C%nc%ress he\l})asgpl icant number of inch- backers are ignoring For example, mium, % 6 Decause of an increase

strapprd Resialaecudty program to pass legislation, S. 19, that would viduals,” said Buck Consultants”some firms faced With higher bene- in liabilities it has had to assume
lower thé’minimum age at which Mr Grubbs fit costs might lay off workers, said during the past several years

"More congressmen are focusing an employer must allow employees

bension plans because they know from 86 oo e 221 Diserimination lawsuit suit sparks debate over coverage

Social Security cannot provide any "The administration believes Cont:nued from page 2 market conduct examinations Discrimination dama
" . L . ges have
n'lto\;\?_,”_saldl\l/ilcl\)z/d Kayle, a.prmc;lpaltlhthat worpten_fh(t)uld nr(t)'t pe ?er_ned land After the Aug 29 hearing, State usually not been found to be cov-
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. \ ans rl e years re (ne comprenensive nerai liablli un) wi cide | e prelimi- because e € daamages) are

In fact, last year in a possible m%st |keVy ogbe e}fnaoyecfy ﬁssw- po IC)P it wrote forgt%e colllege n%\r%/_'}[l],nglng IS .?us?l?labﬁe P ) not sudden 3/ non_imentiogna.
precedent-settl?g[ 'mO\t/t? tonl ress tant Treasury Secrtehtaré Johtn %ha- WO%,Hd not c%vgr a back-t ay sclalttle- I # is s0 deter(rjnm%d, tthe hg{alrlpg " "Some intelnt ay invo_la/e'(i‘iTvH/ith

roved jegisiaton taat will re- poton Ny 10 epate - ment or awara pecause the college ortricer can order Lontinental 10 setting pay scales,” ne said. €
gBPe smgll Q)%—%eavy %6”3'9'(? nBREe C!gﬁﬁnmég lgl Rug Q? _was unJustifiably enriched by pgy— provide coverage for whatever (collegepoxicials) intended to makZ
plans to offer much faster vesting Sen Kennedy's proposal, which ing women lower salaries damages the college must pay in that differential "

schedules (BI, Aug. 23, 1982) will be introduced in the House by Continental has written CGL the sex discrimination case It also If Continenta]!oi? ég()q(ui iggr%?nmg-

( ws a decade-0 liber- palicy's limit was raised this year to against the insurante company tion damages, then the college
employees, will have to adopt one of alization of vesting requirements, $2 million from $1 million and the should be able to reach a settlement
i [ m- observes Danald Grubbs, a consplf- premium increased to $10,000 from This decision can be appealed with the women quickly, Mr
E’%Oyégg RSB LH@"SV%.Steé.)B‘Q ac uary%%e%agwbmg%n o HOBB 510, by either party to the State i Wohlgemuth said quey
after three years or pe offgred a six- fice of Buck Consu!tants Inc AACC officials brought the cov- Court for Baltimore City The funding of back pay is the
year graded Plan in which an em- For %xamrﬁle, prior to the passage eracge dispute before the State In- "I'm surprised," said Stuart P major roaLc'ib?oc m the settlement
ployeg is 207 vested after two years of the Employee Retirement In-'surance Division after Continental Ross, a Iawe/er representln? Conti- of the discrimination case, said Mr
n o vested after six years - come Security. many employers re- told them in July that it would not nental with the Washington, D.C, Wohlgemuth
Curre tlryf many sqna(ljl pepsion quired 20 years of service for vest- provide coverage, although the in- firm of Hogan & Hartson. ™| guess Besides seeking back pay, the
plans offer the sg-called 4-20 vest-ing _ _ surer did say it would pay the col- we'll Just have to go up and con- plaintiffs also say the college discri-
mg schedule in which an employee ERISA, which passed in 1974 lege’s legal fees vince the hearing officer that Con- minated in the level of health ben-
i_lso(‘)"o?% Vtegteﬁd aﬁer four years and after nine years of debate, out- On Aug 11, the insurance divi- tinental acted correctly " efits provided women, committee
crestecarer Tiyears lawed 20-year vesting schedules mon made a preliminary ruling that Also surprised by the division's assignments and promotion oppor-
* The attention women's rl%hts InsteE[c_J{, the_slowe%t ve%t %% allowed Continental may have violated the finding is William S Sirola, Chi- tunities In the benefits area, the
groups are now focusing on the under ERISA is a 5-15 schedule in state insurance code by unreason- cago regional manager of the Insur- women say AACC discriminated
pension system They Say long which an emPon_ee must be 50% ably denying protection to AACC ance Information Institute, a na- against them by not rowdln%; re-
vesting requirements pose a special é/g%g@grqft)eyr “five years and 100% without Just cause, said J Frank tional clearinghouse of insurance imbursement for birth control de-

u omen, who are more ves Mayden, the division's chief of information ~ L.

in%"vﬁgw% ()J%no; bté)féﬁt%agg %I %?, &%) Geraldine Feq(rjatrr%,nla-.cl)\% Y, coverage for AACC since 1972 The can assess a Ig)enalt of u%to $50,000 vide coverage
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If you were reconditioning this 1932
Auburn,youU go to an expert.

Why buyWorkers' Comp. anydifferently?

Location courtesy of Heritage Plantation, Sandwich, Massachusetts.

You don't have to go far to find a Workers'
Compensation program for your business.
But finding the expertise to make it work for
you is another matter.

At American Mutual, nearly 70% of our
business is in Workers' Comp. So we know
more about it than almost anybody. And we
apply what we know to what you need. Wirh

programs as individual as you are. AI I l e rl Ca n

/ And we can also tailor general liability and

commercial auto insurance plans for you.
With the same know-how we're known for. u u a
So if you value your business, shouldn't
yOU be talklng Wlth the eXpertS? INSURANCE COMPANIES, WAKEFIELD. MASS. 01880



