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A very good year

Revenues of the 20 largest U.S. brokers grew

faster in 1977 than at any time in the past five
years. An overall look at the financial perfor-
mance ofthe top U.S. brokers opens this spe-
cial Business Insurance report. Page 13.

A new Avis

Aggressive, acquisition-minded Alexander &
Alexander is now the second largest broker in
the U.S., supplanting long-time rival Johnson
& Higgins. But Marsh & McLennan holds its
enormous lead as the largest U.S. insurance
broker. Extended profiles of the 20 largest
American firms are on pages 18 to 54.

368 other brokers

Information on gross revenues and other vital

| information is contained in profiles of 368

[ele =13
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A difficult relationship

Risk managers and brokers face a difficult as-
signment in creating an effective relationship.
Esmark's Gary Bausom and SGL's Barbara
Fisher explain what risk managers can do to
create better working links with their broker
in the Perspective section, page 83. Our Edito-
rial Advisory Panel tackles the question:
"How much should you tell your broker?"

Page 84.

Special reports

What annoys risk managers the most about
their brokers? What is the biggest complaint
brokers have about their clients? And what do
consultants believe is the most common way
brokers lose accounts? Three stories on pages
112 to 144 provide the answers. Meanwhile,
Business Insurance reporters visited two
small brokers-one in New York City and one

in Wichita-to see how a firm holds its own

against the national houses. See pages 109 to
111.

Additional copies

Additional copies of this special report, the
largest issue ever published in the 10-year his-
tory of Business Insurance, can be ordered for
$2 a copy. Requests should be sent to: Circula-
tion Department. Business Insurance, 740 N.
Rush St., Chicago, lll. 60611. Further informa-
tion on additional copies may also be obtained
by calling 312-649-5221.

ther agents and brokers, pages 55 to 103.
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Javits comp plan
'close’': Carter aide

By KATHRYN J. McINTYRE

CHICAGO-A Carter Adminis-
tration proposal for federal
minimum workers compensation
standards, though not assured,
would look a lot like the current
Senate bill, a high ranking Labor
Department official says.

Assistant secretary of Labor
Donald E. Elisburg told Business
Insurance the latest legislative at-
tempt at federal minimum stan-
dards, proposed by Senators Jacob
Javits (R-N.Y.) and Harrison Wil-
1:ams (D-N.J.), is "in the ball park"
c f Labor Department sentiment.
Lacking in their bill (S. 3060), how-
ever, is any "tax incentive" to en-
c ourage state compliance, a feature
tne Labor Department is in-
terested in, he said.

Whether or not the Administra-
ton will support the Javits-
Williams bill or any minimum fed-
€ral standards hasn't been decided
>et, Mr. Elisburg said. "The Ad-
ninistration is not that far along in
izs consideration,” he explained.
Broader issues are being explored,
hesaid, suchashowthesystemcan
provide full coverage for occupa-

tional disease without a national

health insurance program and how

to make workers compensation the
sole remedy for workplace acci-
dents to ease the product liability
problem.

Though it has been suggested
the Labor Department is circulat-
ing a proposal for minimum stan-
dards with a tax incentive to en-
courage state compliance, Mr. Elis-
burg denied there is any bill "lurk-
ing in somebody's file folder" or
that there is "an Administration

proposal waiting to be an-
nounced.”

Instead, he maintained, "we're
questioning everything." Every-
thing, he suggested, includes the
full range of topics discussed ear-
lier in the day by a six-man panel
during the Business Insurance
National Conference on Workers
Compensation held here late last
month.

The panelists hotly debated if
any federal action is necessary to
spur improvement in state pro-
grams. Their arguments ranged
from the suggestion that the fed-
eral government should get com-
pletely out ofthe workers compen-
sation arena with the repeal of ex-
isting federal workers compensa-

Continued on page 119
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Business diagnoses Carter
health plan: Okay, but ...

By JERRY GEISEL

WASHINGTON-The Admin-
istration’'s outline for a Nmna-
tional health insurance plan re-
ceived a yejlow caution sign of ap-
proval from business, insurance
and health groups.

The Administration draws praise
for its decision to reserve "a sig-
nificant role” for the private insur-
ance industry in a national health
plan, as well as for deciding that a
plan should be phased in gradually
and that the costs should be shared
by the government, employers and
employes.

"We are whole heartedly behind
this cautious approach to national
health insurance," said Jan Peter
Ozga, director ofhealth care for the
Chamber of Commerce. "The
White House has been responsive
to the suggestions from the busi-
ness community in shaping its
plan.”

The American Hospital Assn.
characterized the plan as a "realis-
tic approach to this complex issue,
while Robert Froehkle, president
of the Health Insurance Assn., said
the Administration's blueprint for
national health insurance was a
"good start.”

However, the principal support-
ers of national health insurance,
Sen. Edward Kennedy (D-Mass.)
and the United Auto Workers,
broke sharply with PresidentCarter.

Sen. Kennedy labeled as unac-
ceptable the Administration's plan
to phase in national health insur-
ance 6nly if certain economic and

other conditions are met. UAVWW
president Douglas Fraser said he
was deeply disappointed with the
Administration's plan because it is
"vague and timid."”

Sen. Kennedy also had expected
President Carter to unveil a de-
tailed plan so that congressional
hearings on national health insur-
arce could begin after Labor Day.
Instead, the Administration only
released a very general and often
vague set of principles that will be
used as a guide in developing a
comprehensive bill.

According to these principles,
the Administration will support a
national health insurance plan

that:

. Assures that all Americans
have comprehensive health care
coverage, including protection
against catastrophic medical ex-
penses.

. Assures that everyone will
have freedom of choice in the
selection of physicians, hospitals
and health delivery systems.

. Will be phased in gradually. As
the plan moves from phase to
phase, consideration will be given
to economic and administrative
eigperience of prior phases before
continuing with scheduled im-
provennents.

Continued on page 123

Lloyd's to probe Sasse,
broker on U.S. fire risks

By JOHN H. MILLER

LONDON-Lloyd's is planning a
major probe into the placement of
substantial U.S. fire risks which
have led to a $8.5 million lawsuit
between the Sasse syndicate and
the Brazilian reinsurance group
I.R.B. in the U.K. courts.

Lloyd's will hold an inquiry
through the Committee of Lloyd's
into the role of Brentnall Beard, an
important U.K. Lloyd's brokerage
firm, in the controversial affair.

Details of the investigation have
not yet been announced, but will

be formerly communicated to
Brentnall Beard in the near future.
The inquiry will be independent
of the British lawsuit, due for trial
early next year, in which the sus-
pended Sasse syndicate is seeking
reinsurance payments on more
than 1,300 fire claims in New York

paid during the past two years.
Many of the risks were placed
with Sasse by Den-Har Underwrit-
ers ofFlorida, an insurance agency
run by Londoner Dennis Harrison,
in which Brentnall Beard had a
20% interest through its Canadian
Continued on page 123
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List of free zone risks key point

as N.Y. leaders draft regulations

NEW YORK-The New York in-
surance department and constitu-
tion drafting committee are en-
gaged in the business of imple-
menting the free trade zone and
reinsurance exchange.

specially licensed insurers to write
$100,000 premium and unusual or
hard to place risks without prior
approval on rates and forms. The
free zone goes into effect Sept. 1.
A key point currently being con-

Gov. Hugh Carey signed the bill sidered is the list of unusual and
last month at a luncheon for New hard to place risks eligible for free

York insurance leaders at the

trade

zone status. INnsurance

United Nations. Mr. Carey called superintendent Albert Lewis said
its passage a "milestone,"” taking he expects the list to be "substan-

particular note ofits economic im-

pact. The exchange and free zone
could create from 2,000 to 8,000
new jobs.

Ual.”

However, one broker cautioned

that unless a large list is im-

new insurance superintendent in
1979.
Meanwhile, the 13-member
panel that will draft the constitu-
tion and by-laws for the New York
Insurance Exchange held its first

meeting shortly after the bill sign-

for your information ...

House, Senate conferees deadlocked
on abortion part of pregnancy bill

WASHINGTON-A House-Senate conference committee has been
deadlocked since late July trying to resolve differences in legislation
passed by each house that would require employers to provide equitable
medical and disability benefits to pregnant employes.

The House conferees are insisting that employers not be required to pay

ing. At that time it organized itself benefits to a pregnant employe who elects to have an abortion. The

into subcommittees on member-
ship, finance and administration,
legal issues and establishment o f a
guaranty fund.

The subcommittees are chaired
by: L. Patton Kline, chairman of
Marsh & McLennan Inc. and Edith

At present, state insurance de- plemented quickly, free zone in- Lichota, assistant treasurer of
partment officials are working surers could have relatively few Carborundum Corp., membership;

with industry leaders to finalize de-
tails for the operation of the free
trade zone, which would permit
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lines to work with if a future insur-
ance superintendent changes the
department's policy toward eligi-
bility o f risks in the free trade zone.

Maurice R. Greenberg, president
of AIG, and John Cox, president of
INA, finance and administration;
Joseph Murphy, executive vp,

Rapid turnover of insurance Continental Group, and former

superintendents during the past

New York sanitation commis-

few years has led to department sioner Jercmme Kretchmer, legal,
policy changes in some areas, he and Donald L. Kramer, president
noted. In addition, failure of of Kramer Capital Consultants,
Gov. Carey to win reelection in and Richard Shinn, president of

November would increase the Metropolitan Life Insurance Co.,

likelihood of New York having a guaranty fund.

Holton named

A. Lindwood Holton Jr., former
Republican governor ofVirginia, is
the new vp and general counsel for
the American Council of Life In-
surance. Mr. Holton has been a
member of the Washington law

Other appointees to the 12-

member panel are: Thomas
Bonaros, associate general counsel
of Utica Mutual Insurance Co_;
Harold A. Eckmann, chairman of
the Atlantic Companies; Charles
Havens Ill, president of the Rein-
surance Assn. of America, and Wil-

liam Pollard, chief executive of-

firm of Hogan & Hartson since ficer of the Reliance Insurance

1975.
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Senate is opposed to such a restriction.

House and Senate committee staffers, however, believe a compromise
can be worked out before the current session of Congress ends in De-
cember. "The bill is very much alive," said a sta ff member of the House
Employment Opportunities Committee.

House panel kills no-fault bill

WASHINGTON-The House Interstate and Foreign Commerce Com-
mittee killed the federal no-fault bill on a 22-19 vote this month. The
committee's action means no-fault legislation is dead in Congress this
yvear.

The Alliance ofAmerican Insurers said the vote signifies that "no-fault
is a matter best left up to the states.”

The defeat ofthe measure marks the fourth time Congress has failed to
pass a no-fault bill. Rep. Bob Eckhardt (D-Texas), who sponsored the
legislation, said he would introduce a new no-fault bill next year.

Texas court narrows product suits

AUSTIN-The Texas supreme court has ruled out product liability
suits where a defect causes damage only to the product itself.

The ruling came in a case where a New Mexico-based crop dusting firm
sued the Missouri-based rebuilder of an airplane forced to make an
emergency landing while spraying a Texas field. No injuries resulted, but
a trial jury awarded plaintiff Curry County Spraying Service Inc. $9,300
for property damage and loss of use from Mid Continent Aircraft Corp.
and an independent contractor hired by Mid Continent.

An investigation revealed that the independent contractor failed to
install a bolt locking device, causing the engine failure that resulted in the
forced landing.

In its ruling, the court said the cause of action was not product liability,
but breach of warranty as provided by the Uniform Commercial Code.
However, Curry agreed to purchase the aircraft "as is" and as such the
court ruled that it assumed the entire risk for the quality of the aircraft.

Insurance won't cover truck suits

NEW YORK-ARN official for Consolidated Mutual Insurance Inc. of
Brooklyn, N.Y ., has termed the insurance coverage of the Soft Fresh
Freeze Ice Cream Corp. as "limited,"” Business Insurance learned.

Fresh Freeze, the Brooklyn-based owner of the ice cream truck that
exploded in Manhattan's Wall Street section June 30, has been cited in a
number of lawsuits totaling at least $75 million. Lee Balter, the
23-year-old driver of the truck, was also named in the suits.

New York City police are still investigating the blast, which injured at
least 130 people, to determine whether it was caused by an illegally kept
gasoline storage can or a bomb. No one was killed as a result of a blast, but
it is reported that one woman may remain hospitalized for as long as nine
months as a result of severe head wounds.

Specifics of Fresh Freeze's insurance were unavailable, but the official
for Consolidated Mutual claimed the policy is "limited" and "minuscule”
in comparison to the claims filed thus far.

WV. VVa. tower builder files suit

BOUND BROOK, N.J.-Research-Cottrell Inc., denying that it is to
blame for a recent scaffolding collapse in West Virginia that killed 51
workers, has filed a claim againstits concrete supplierand concretetester
in the construction of a cooling tower for a power plant.

Defendants are Criss Concrete Co. of Parkersburg, W.Va., and
Pittsburgh Testing Lab of Pittsburgh. Research-Cottrell claims that the
concrete used in the construction "collapsed under normal load and
working conditions" and that the concrete wasn't tested adequately.

Both Criss Concrete and Pittsburgh Testing deny that the concrete or
testing methods were faulty.

Earlier, the Occupational Safety and Health Administration cited Re-
search-Cottrell with "10 willful violations" and "10 serious violations."”
OSHA has proposed to fine the builder of the cooling towers $105,100.

OSHA also cited United Engineers & Constructors Inc., the general
contractor, and Pittsburgh Testing with two violations each, proposing to
fine them $1,600 separately.

San Diego self-insures liability

SAN DIEGO--:San Diego county is beginning to completely self-insure
for generalliability, according to Gordon Sigafoose, accounting tech-risk
manager for the county.

The county will be completely "bare" in general liability in the future,
he said, a change from last year when it self-insured up to $1 million with
$9 miillion in excess coverage from Central National Insurance Group of
Omaha, Neb.

The county has set aside a $1 million reserve for generalliability cover-
age, Mr. Sigafoose said. In addition, the county plans to put aside $100,000
each year until $2 million is reached. These funds also are to be used for
paying general liability claims.

San Diego county is self-insured for workers compensation and for
property except for fire and extended coverage. Automobiles are self-
insured except for fire and theft.
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Few fired as outlook 1

brightens following
Proposition 13 okay

By JOANNE GAMLIN ently Realizing in May that if the

proposition passed his one-man

LOS ANGELES-Despite grisly department would suffer debihtat-
predictions of countless layoffs of ing economies, Mr Carlisle said he
public employes, only three risk quit on May 5 after failing to re-
management positions have been ceive reassurance that his tiny op-
abohshed and only a handful of eration would ever get the funds it 4
safety officials fired since the pas- needed to make it effective
sage of tax-cutting Proposition 13 Mr Carlisle is now living m

Local governments, hardest hit Orange County and looking for ' -
by the cutback in property taxes, another public risk management
have been greatly helped by the position A spokesman for the
infusion of funds from the state county, meanwhile, said that his
budget surplus However, that position, which had been in exis-
money will not be available next tence for only six months, has been

year, which could lead to addi- abohshed on account of budget re-
tional cutbacks

14&1

3 Kkilled in amusement park accident

ductions reg uired by Proposition
Nevertheless, public risk man- 13

agers in Callfornia are now hearing

of new Job openings

Photo nde World

A third risk manager, James E
The two public risk managers Miller, who is now working for the Fire department snorkels safely evacuated almost spokesman for Six Flags Inc saidlbough no suits have
who have thus far lost their Jobs Joint powers authority (JPA) for 100 passengers stranded in cable cars at heights of up been filed yet the company expects legal action to be
because of the measure did so in the Alameda County School Dis- to 200 feet at the Six Flags amusement park in St Louis brought against It The company Is Fartially self-insured
different ways trict, said he left a Job as workers The ride was halted after one car slipped its cable and but the "vast majority" of its liability exposure ts covered
Jack Kelly, rtsk manager for the compensation officer for the city of plunged 75 feet to the ground killing three of,-s occu- by blanket excess insurance pu-criased for its five
ty of Oceansjde for the last four Richmond in teglr(l;(léJgne after de- pants, two girls and a man A fourth nder In the car, a amusement parks and two wax mieums

ci
ye ustness Insurance that veloping w to be a oun irl, was critically injured in the July 26 tragedy A
he received a letter of termination curate fear that the tax-cutting Y gt i Y gedy

setting theend of September as his measure meant the end ofthat job
last working date Mr Kelly said Besides the safety officer m the good news ofnew public sector ' contract" cities in Los Angeles Proposition 13 dontgetin theway
that his new safety officer will also Oceanside, two other safety execu- Jobs created by-or despite--the county, which have formed a Joint Salary freezes are commonplace
have to go in six months tives have fallen victim to the initiative powers authority (JPA), also have throughout the public sector of
"The city council was faced with proposition Ed Jenkins was fired As of early August, there are at openings for risk managers al- Cahfornia and risk managers
makmg budget cuts of$2 5 million as safety officer for the city of least four public risk management though they expect to fill these caught in a city o" county or school
and they Justwentdown the line of Riverside and Carl Beyrer, safety Job openings in California The spots by late August district that have accepted a no-
city employes to our names," he officer for the Oakland Unified highest paying is that for the city raises policy ray be eager to
said, noting that the city plans to School District, will have his last of San Francisco that will pay a Madera County in Northern suitet to an entity that doesn't
divide up the risk management day on the Job on Aug 21 if new tempting $41,000 Currentb Californlahasbegunto scout fonts have such a pror,ibition
and safety responsibillties among a funds for the district are not un- launching a national recruiting ef- first risk manager and the Me- A risk manager with a city that
number of departments fort. the city expects to have ItS trapolltan Water District of South- has imposed a freeze on managers'
For James W Cairlisle, former However, this small stream of first risk manager on board by mid ern California are mulling over Ine salaries said he is inspecting the
Marin County risk manager, the bad news stemming from the October idea of setting up a risk manage- new job openings, with rising
experience occurred quite differ- proposition has been eclipsed by San Diego county and the 32 ment department if obstacles from expectations

covered before that date

- —=the benefit beat -

Armco offers thrift plan to- reduce long vacations

p ARMCO INC. is instituting a thrift plan on Jan 1 for ance plan will cost only $15 a month more than the Kaiser deductible for dental care was raised to S] DO per family
hourly workers to lure them from an extended vacation plan Fremont employes have $77 36 a month of their from $50 per individual The maximum benefit for physi-
plan that costs the company an additional 10 weeks of health care premiums paid by the city, said Mr Tonda cian fees was increased to $10 from $6 for Calls m the
vacation time every five years for experienced workers This means that over the next 12 months workers covered hospital For calls at home, tne benefit w as raised to S 12
and three weeks foryounger workers To participatein the by Kaiser willhave to pay out only $3 a month oftheirown from $7 50
new thrift plan, the employe will have to give up his ex- money while those protected by Prudential will have to The new contract raises wages 14% over :hree years and
tended vacation benefit Hewillbeabletocontributeup to spend $8 06 a month Kindler & Laucci of San Francisco calls for a cost-of-living increase of 38 cents an hour for
12% of his earnings to the plan with the company adding helped guide the change in insurers 1978 The railroad workers also Non a reduction in the

another 50% to his sawngsupto 8% of earnings for work- qualification for vacation, allowing three Aeeks time off

ers with 15 years of service and 5% for workers with less
service In addition, an employe may give up part of his
regular vacation and have the compensation contributed
to the thrift plan
All company contributions will be invested in Armco
stock, said employe benefits manager David Wineland,
who knows of few other thrift plans for hourly workers
fhe employe can invest his money m Armco stock or a
guaranteed fixed investment or equity fund, or he may
split his account between any two The employe may
change his contnbutionlevel once a year and the invest-
ment of his money twice a year The plan provides for full
and immediate vesting and the employe can withdraw his
money anytime, but in doing so he waives his right to
i participate in the plan for three months after withdrawing
hiS own contributions and up to 12 months if he depletes
' the account
At retirement, the employe may take all the money in
cash or stock, defer payment in a lump sum to age 65, take
it in installments over five years, convert the funds to one
of 10 different annuities or take the money to estabhsh an

FEDERAL REGULATIONS raising the mandatory re-
tirement age to 70 for most workers may hold some sur-
prises for benefits, says attorney John S Welch The noted
benefits expert told the Western Pension conference that
the upcoming rules may prohibit emplo> ers from reduc-
ing welfare plan benefits for workers who stay on the Job
past age 65 unless the employers can prove that they have
offered the wo,ker a benefit which is equivalent in cost tc
the benefits being offered to employes under age 65 Mr
Welch predicted that the upcoming regulations may as-
sert that a retirement plan is not a bona fide retiremeni
plan if it provides only a lump sum benefit at retirement
In coping with the different state laws governing retire-
ment and with the new federal law, he said national firms
may have to tailor an employe benefitplan foreach state in
which they operate or design a single plan around the
"worst features" in the states in which they have opera-
tions Mr Welch noted that there | S already a mounting
number of lawsuits being filed under the federal law

after nine years of service rather than the foinner 10 years

HEW-SECRETARY Joseph Cahfano IS taken to task in
the Mercer Bulletin for his call for federal takeover ofthe
private pension system The William M Mercer Inc
publication calls statements that the pri.ate pension
system covers only half the nation s workfrce "mislead-
ing - noting that 65% of workers who reet minimum
ERISA participation requirements are coverEd by private
pensions Further, it refutes the argument that private
plans do notadjust for increased cost oflivin@, noting that
many firms provide ad hoc adjustments wh- e Social Se-
curity can only provide such benefit improvements
through higher taxation Mercer took note of the private
pension system's role as a source of cap.tai suggesting
that it would be "unfortunate for the economy and harm-
ful :0 our society as a whole if tte private system were
destroyed " In his call for federal takeover, Mr Cahfano
cltec the private system's unfunded habili- iss However,
Mercer quotes a study showingths only 5% r f firms haje
potential pension habihties of 30% of net womh This con-

IRA Armco IS communicating the new benefit to nearly FOUR UNIONS representing more than 140,000 workers tras:s with $3 tridioe in Lnfunded Social Security
10,000 eligible employes through a booklet developed in- have negotiated a 39-month contract with most US rail- liab.lities which,ifit wereaprivateplan, would be amer-
house and an audio-visual presentation and posters de- roads calling for benefit improvements in maJor medical tized atthe rate of$225 billion per year or mole than three
veloped by Kwasha Lipton A hot Ime is also staffed at coverage, surgery schedule, payment for miscellaneous times the total annual employer-eniploye ccr.-nbutions to
each plant'to answer employe questions hospital expenses and dental care The new contract es- the priva-e pension s>stern, Mercer argues

tablishes major medical coverage for early retirement Re-
GROUP HEALTH coverage for Fremont, Cahf, employes tired employes between 61 and 65 will receive major med-
is being moved this month to the Prudential Insurance Co ical payments up to a limit of $50,000, the same benefits
from Blue Cross ofNorthern Caltfornia Risk manager Joe provided to active employes Payment for surgery has
Tonda said city workers have been given a choice be- been increased to $1,000 from $650 while reimtursement Bene-St Beat keeps T:sk managen and e-rolove bene-
tween the Blue Cross plan and the Kaiser prepaid health for hospital miscellaneous expenses has Jumped from At managers abreast ofchanges m plans arou-nd the cour -
maintenance organization But Blue Cross premiums in $1,000 to $2,000 In addition, gagment for anes:hesia has Try c: well as other rmisortant deve,opment: We'd like to
recent years increased to as much as $83 a month more been increased to $250 from $162 50 knob- ifyou've made any changes o; know ofany agn:ji-
than the Kaiser plan, forcing a migration of workers mto Changes m dental care benefits include an Increase in cant developments Write Greg Dautd,BustnESE Insurance,
the Kaiser plan With the move to Prudential, the insur- the maximum benefit to $700 from $500 per year The 740 6 Rush St,, Chicago, lI., or cat: (312) 649-5279
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Benefit execs aren't worried by privacy rules

By RICHARD MARINI

NEW YORK-Privacy rights
laws, designed to set guidelines on
exactly what a company can and
cannot do with information con-
cerning their employes, are com-
ing. But, employe benefit mana-
gers aren't worried a bit.

Most benefit managers don't be-
lieve that such laws will make their
jobs any tougher than they already

Constance D'Agosta, adminis-
trator of employe benefits at the
Puritan Fashion Corp., is like most
benefit managers queried by
Business Insurance in that she says
shereallyhasn'tgiventhequestion
much thought. "Such legislation is
probably down the road a bit, so for
now, I'm nottoo worried," shesaid.

Victor Zink, manager ofemploye
benefits with General Motors in

Detroit, also hasn't lost any sleep.
"We're not anticipating any diffi-
culty if these laws are enacted," he
said. "Sure, these 'secrecy laws'’
could be overly restrictive, but |
doubt they will be.”

Mr. Zink continued, "As long as
we're given reasonable laws, prac-
tices and regulations, there
shouldn't be any problems. And
it's a good thing too. Right now,
there's a lot of negative thinking
about 'big brother' in government,
in business and even in insurance.
People don't like the idea of per-
sonal 'information about them-
selves being used without their
knowledge or consent. So, some
form o f privacy legislation is prob-
ably inevitable.”

Speaking to a recent Society of
Actuaries Convention, Robert S.
Seiler, vp and general counsel of

'As long as we're given reasonable laws, prac-
tices and regulations, there shouldn't be any

problems... People don't like the idea of per-
sonal information about themselves used with-

out their knowledge or consent.'
-Victor Zink, General Motors

the Allstate Life Insurance Co.,
termed the privacy movement as a
"hot" item, claiming it has "strong
political appeal because...it is

perceived by the politician as a
program that doesn't cost
anything-at least not in the sense
of a subsidy or tax."

Mr. Seiler also told Business In-
surance that privacy is a "con-
sumer issue" and predicted that

there will eventually be some form

of privacy legislation passed,
either on the state or federal level.

On the federal level there are cur-
rently no prop6sals being consid-
ered in Congress. On the state level
Virginia is the only state to thus far
pass what can truly be termed an
actual privacy law. Although nar-
row in scope, the Virginia bill does
deal specifically with, the insur-
ance industry.

There has been no shortage of

studies on the matter, however, the
most extensive being the
President's Privacy Protection
Study Commission. In July 1977,
the commission reported its find-
ings, which.'included a list df 17
recommeNdhtions dealing spek;ifi-
cally witli the insurance- indristzy

and privacy.

The commission's objective was
to outline a set of procedures and
restrictions for the collection, use,
and dissemination of information
collected'from and about clients.

Some of the more important
recommendations made by the
commission include the estab-
lishment of a government bureau
through which individuals could
challenge the propriety o finforma-
tion collected, forcing companies to
notify individuals about methods
used in obtaining information
from third parties and the use of
authorization forms for the release
ofinformation that are clearly writ-
ten, dated and thoroughly specific
as to their intent.

Although most of the recom-
mendations either can be enacted
orl,it,1\e state level, or call for

. ainendment of the alreaidy existing

Federal Fair Credit R*Jrting Act,
two of the recommendations sug-
gest the establishment of totally
new federal laws. One suggestion
calls for a law prohibiting the dis-
closure by a company of medical
information obtained from a lay
person, such as alcoholism or drug
abuse. Another recommends a
federal law prohibiting the dis-
closure ofindividually identifiable
information without authorization
from the individual. The commis-
sion cited a number of situations
where exceptions could be made.

The commission's report met
with varying degrees of en-
thusiasift in tkie industry and soon
after th'e Natibptil Assn. of Insur-
ance 'Comissioners (NAIC)
formed a tatili' force of its own to
study 'the issue. In June, the first
draft of a ihodel privacy bill was
presented to'the NAIC by the task
force. The draft is very similar to
the report of the privacy commis-
sion in that it institutes 15 ofthe 17
original recommendations as its

foundation.

The draft is now being consid-
ered by an NAIC advisory commit-
tee from which will come modifi-
cations. At the next scheduled
NAIC meeting in December, the
bill will be considered for adoption
by the NAIC's market conductand
trade practices subcommittee.

LaVerne W. Cain, senior vp ofthe
Massachusetts Mutual Life Insur-
ance Co. in Springfield said that he
expects the NAIC process to result
in good feedback and a"unanimity
of opjinipn" among the members.
"Originally | figured it would take
from.one to two years to develop a
worltable model bill, but I'm be-
ginning to think that we might get
one.even sooner,",Mr. Cain said.

"Things are very loose right
now," explained Mr. Seiler. "We're
in what you might call a 'working
position," waiting for a few things
to happen before we see any defi-
nite progress in the privacy rights
field.”

2 N.Y. brokers

plan merger

WHITE PLAINS, N.Y.-George
Klavans & Co. of New York will
become a division of the Leonard

Newman Agency Inc. as part of a

. merger between the two insurance

brokers. Leonard Newman, presi-
dent of the Newman Agency of
White Plains, N.Y., said the merger
was effective July 1.

The Klavans division will now

operate from the Newman offices
im Wwhite FPlaimns._ .



We know
the course.

But it takes
hard working
partners to
win the race.

BUSINESS INSURANCE
IS A PARTNERSHIP. And
that means it’s not a one
man job. It works best with
the counseling of an experi-
enced insurance company.
Plus the alertness and energy
of a willing policyholder.

We can’t promise you a
safe harbor from all problems.
But when both partners
work together to prevent
losses, you have your best
chance to control your
ultimate insurance costs.
That'’s the goal of our kind
of partnership.

Too many other business
costs are beyond control. But
you can still have an influ-
ence on how much your
company pays for business
insurance. For smooth sailing,
work with the people who
know business insurance like
nobody else in the business.

Employers Insurance of Wausau
Wausau, Wisconsin
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Aetna ads on rising insurance costs

may tamper with iuries, says court

Crain News Service

NEVWVW YORK-A New York su-
preme court preliminary hearing
has found that two Aetna Life &
Casualty ads may tamper with
prospective jurors and the plain-
tiffs' right to a fair trial under the
6th Amendment.

The three plaintiffs in Quinn v.
Aetna Life & Casualty Co. cur-
rently are engaged in automobile
accident litigation and are seeking
to bar Aetna ads castigating "ex-
cessive" personal injury awards.

In a double hearing, which ex-
amined a request from the plain-
tiffs for a preliminary injunction
and a motion by Aetna to dismiss
the charges, judge Angelo Graci

fJ

the self i

ruled Aetna's ads were "false and
misleading"” as well as an obstacle
to a fair trial. The "false and
misleading" decision invalidates
Aetna’'s 1st Amendment defense
because "commercial speech"” is
held less legally sacred than "non-

commercial speech," the judge'
held.

Though he refused to dismiss
the charges, Mr. Graci exonerated
New York and Newsweek, code-
fendants in the suit. As the vehi-
cle for the advertiser's message,
he said, the media should n6t be
held accountable under the same
standardsof'commercialspeech.”

Judge Graci also refused to grant
the plaintiffs a preliminary injunc-

Ga

If you have thought of self insurance as being essen-

tially restricted to workmen's compensation,then you'll

be pleased to know that we go far beyond that. Galla-

gher offers coverage for all additional exposures:

property, automobile, general liability, products liabil-

ity, and dishonesty.

Further, ourservices are provided with simplicky be-

cause we've cut through the morass of

insurance company red tape and

bureaucracy. Our innovative reporting

systems are quick and efficient, and
all details are taken care of for you.

tion, "an extremely drastic legal
move, especially where constitu-

tional issues are involved," accord-
ing to Martin L. Baron, counsel for
the plaintiffs in both the Aetna and
personal injury suits. The judge's
ruling, however, clears the way for
a trial concerning a permanent in-
junction scheduled for Sep-
tember.

Meanwhile, Aetna has no plans
to restructure its ad campaign. The
two ads in question stopped run-
ning last spring and the company
will probably not treat the con-
troversial topic of tort liability in
remaining ads scheduled for this
year. Future ads will discuss high

health care costs and no-fault auto

insurance, said Douglas J. Al-

spaugh, Aetna's advertising direc-
tor.

"We tried to stimulate public
awareness and debate on the issue
of high awards, which drive up
premiums for everybody. We're
very pleased with the result. Cer-
tainly we received some com-
plaints but we also got about twice
as many favorable responses," Mr.
Alspaugh said. “We
changed our position at all, but
when you're being challenged,
you're careful. We're being care-
ful,” he added.

The two Aetna ads in question
appealed to and therefore tam-
pered with prospective jurors,
judge Graci ruled. "Too bad
judges can't read this to a jury."”
reads the tag line on one of the ads.

The "false and misleading”
charge involved Aetna's failure to
mention that excessive awards can

haven't

be overturned on appeal, implying
that the jury's initial award-ex-
cessive or otherwise-is

IrnNfeversipblle. -

gher breaks t

urance mold.

Our clients, corporate and institutional self insur-

ers, are profiting every day by keeping their premiums

in their own working capital. During 1971, our 44th year,

our Gallagher-Bassett Division handled more than
19,000 osses and claims, and administered funds ex-
ceeding $9,000,000 in behalf of these clients. In addi-
tion, ourcomplete nationwide professional on-the-spot

services can give you enormous savings at
no risk. We will be glad to provide a de-

tailed competitive comparison of your

present program at no cost or

obligation. Simply contact us.

ARTHUR J. GALLAGHER & CO.

Gould Center, Golf Road, Rolling Meadows, lllinois 60008 - Phone 312/640-8500

« An International Organization Providing Excess Coverages and All Related Services for Self Insurers

* Brokers for Commercial, Industrial and Institutional Insurance Programs

Scaffold firms

begin captive
for insurance

SHERMAN OAKS, Calif.-The

50-member Scaffold

Industry
Assn. has formed a Bermuda in-
surance subsidiary called SIA In-
surance Co. Ltd. to provide com-
prehensive general liability insur-
ance.

The coverage will be offered in
limits of up to $1 million in com-
bined single limits, according to D.
Victor Saleeby, executive vp of the
association.

SIA Insurance will be managed
by Association Insurance Consul-
tants Ltd. of Bermuda, which is af-
filiated with Insurance Manage-
ment of Washington Inc. Reinsur-
ance has been arranged by Risk

Treatment Services (Bermuda)
Ltd.

Mr. Saleeby said that the limits
offered by SIA are far superior to
what association members could
obtain on their own.

"The insurance industry does
not know how to rate scaffolding,”
he said, "and rates are varying all

over the ballpark.”
He said some association mem-

bers were paying as much as $22
per $100 of gross receipts while the
association considers a rate of $5 to
$6 per $100 of gross receipts to be a
fair price, depending on various
factors.

The Scaffold Industry Assn. has
members in 38 states who are in the
business of erecting and leasing
scaffolds.

The Risk Treatment Services
Ltd. is 100% owned by Sperry &
Hutchinson Co. It was formed in
1973 and has about 20 clients. .

A&A acquires
S.C. broker

CHARLESTON-Alexander &

Alexander Inc. has acquired the
Bernard J. Olasov Agency here.
The 13 members of the Olasov

firm will become members of the
new Charleston office of A&A. .

Safety exam

The Board of Certified Safety
Professionals announces that the
spring 1979 examinations for the
designation as a safety profes-
sional will be held May 19, 1979.
Completed applications must be
received by Feb. 1, 1979. More in-
formation is available from the
Board at 501 S. 6th St., Suite 101,
Champaign, lll. 61820.

The people with

know-whoin

HARTFORD

are

ALLEN, RUSSELL & ALLEN,
INC.

799 Main Street
522-3245
SEE OUR AD ON PAGE 4



Deductibles abroad haven't

been wonh mentioning ...
Until now.

The patch-_quilt of |aWS; ulations. It examines the tariffs.
regulations, tariffs and tradi-
tions overseas, has made multi- coverages-the locations
national insureds And it m-akes
and brokers sophis- deductibles on a
ticated about what worldwide basis
to expect from de- worth mentioning
ductibles:abroad. o
Little | If you think it's
' time to take a new
| In many coun- look at what can be
tries, _compensa’gow done about your
premium reductions deductibles world-
for deductibles wide. talk to the
lt t H . ’
ran be Obd?'nfd P AFIA office nearest
n some, adjust- you. Doing things
ment is minimal. Idwide is onl
wor
But now, AFIA has natural to us. g
developed programs for multi- It's one reason why 90 of
national risks based on global the top 100 U.S. companies
requirements. |t takes into ac- with operations abroad insure
count the existing laws and reg- with AFIA.

COME TO AFIA.
THE WORLD'S INSURANCE COUNTRY.

AFIA

WORLDWIDE INSURANCE Worid Headquarters: 1700 Valley Road « Wayne, N.J. 07470
U. S. branch omces: New York - Chicago - Cleveland - Dallas - Houston - Los Angeles + Miami - San Francisco - Seattle - Wash., D.C.
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editorial opinions

Innovative industry

TAT HAT A RELIEF to have met our deadlines and
¥ v completed the production cycle for this annual
Agent/Broker Profiles issue.

You may have noticed that it's the largest issue of
Business Insurance there's ever been in more than 10
years of our existence. That indicates the innovative-
ness of the industry that supplies you with insurance
and services and the new blood continually coming into
the industry, resulting in new companies, new brokers,
new services and healthy competition.

Acquisition of many leading regional and local agents
and brokers by the large national brokerage houses con-
tributed to a gradual decline over the past four or five
years in the number of agents and brokers submitting
profiles. But this year, the upturn was clear.

Business obviously was good for agents and brokers
during 1977, making more firms eligible for a listing in
our issue, using a requisite $150,000 gross revenues as
the cutoff point. This year's issue lists more than 390
North American agents and brokers, including the 20
largest national brokers and the three leading Canadian
firms, up from 373 in 1977 and 340 in 1976.

We revamped our system of mailing the question-
naries this year to agents and brokers, aiming to stream-
line the time-consuming process of compiling this data.
But, laughably, Murphy's Law was at work against us.
In proofreading the questionnaire before it was mailed
oilt, we failed-to catch a typographical error requesting
1978 information rather than 1976 figures and ended up
having our jobs become doubly difficult. The tiny error
resulted in about one hundred extra phone calls to
clarify gross revenue figures for 1976, but you can rest
assured you're getting the straight story in this issue.

The big shakeup in our Top 20 rankings has also
caused a good deal of conversation here and within the
industry. It must be hard for Johnson & Higgins to grin
and bear the fact it's been dethroned by A&A as the
second largest broker in the U.S., but A&A has done an
unbelievable job sustaining its aggressive growth pos-
ture and deserves to be congratulated on its achieve-

ments.

N.Y. exchange

r HE BEHIND-THE-SCENES jockeying that's going
i on among people involved with the new New York
Insurance Exchange is making this innovative idea all
the more fascinating. Now it turns out that not only are
competitors John Cox of INA and Hank Greenberg of
AIG serving together on the committee that'11 draw up
rules for the exchange, but they're also co-chairmen of
the finance and administration subcommittee, deciding
how the exchange will dovetail with the free trade zone
and types of coverage and premium volume to be writ-
ten.

All in all, we'd have to conclude that the insurance

business insurance

the national newsmagazine of toss prevention, risk financing and
emplove benefit management
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exchange is an exciting idea. Our excitement, however,
is tempered by a healthy dose of skepticism about
whether the so-called "U.S. Lloyd's" will ever get offthe
ground and how well it'11 be received.

It's no secret that insurance industry chieftains have a
hard time agreeing on anything, much less rules for the
operation ofthe exchange. Moreover, there are so many
vested interests represented in the fray-risk managers,
regulators, brokers, reinsurers. insurers, intermediaries,
underwriters, excess/surplus brokers and insurers and
London bigwhigs-that the negotiations are likely to get
livelier as time goes on.

We're sure everyone who's watching this develop-
ment has as many questions as we have, including: Who
will form the syndicates? What incentive, if any. is there
for insurance companies to compete with themselves by
forming syndicates, investing inthem or funneling busi-
ness to the exchange? Where will all the underwriting
talent come from to staffthe syndicate operations? How
involved will captive insurance companies become in
syndicate ventures? Which brokers willinvest in syndi-
cates? What's the incentive, if any, for brokers to funnel
business into the exchange, rather than to the tradi-
tional markets? What kind of advice are the Lloyd's of
London experts providing to those who are devising
operational rules?

Work comp ideas

TAT ORKERS COMPENSATION commanded the at-
V V tentionofabout 140 corporate executives fromthe
risk management,- industrial relations, personnel and
other fields for two and a half days several weeks ago
when Business Insurance sponsored its first annual con-
ference on the subject.

It was an impressive gathering oftop-notch corporate
managers, insurance industry chieftains and brokerage
executives from around the nation who came together
to hear 3C leading experts discuss almost every conceiv-
able aspect of workers compensation.

The objective of the conference was to provide regis-
trants with information about future risks, future regu-
lation and legislation and emerging liabilities, coupled
with nuts-and-bolts assistance in handling their day-
to-day problems with claims, insurance, rehabilitation
and self-insurance programs.

Judging from the response of those who attended the
conference here in Chicago July 23 through the 26, we
succeeded at providing speakers who shared worth-
while management ideas for those with rising costs and
a growing work comp problem. Thus, we've made the
decision to hold the conference annually.

One way we judge the success o f such a meeting is to
look at whether the speakers generated newsworthy
stories; using that criterion also led us to conclude the
meeting was worthwhile. Nearly every speaker gener-
ated a news story or spawned future Perspective articles
that'11 appear in coming months in our special section
for contributed articles.

For those who couldn't be with us, we hope we'll see
you here next year. For those who joined us, we're glad
you picked up good information to take home with you.

letters

Business Insurance welcomes

letters,from its readers. Please keep
voter comments as brief as possible
and lue reserve the right to edit or
shorten letters for clarity or space.
Please send your comments to Let-
ters to the Editor, Business Insur-
ance Magazine, 740 N. Rush St.,
Chicago, lll. 60611.

Disaster work

To the editor: In your May 29th
issue ("Holiday in the trenches,
just another adjustment,") you
quote a UAC "spokesman” to the
effect that "we have 4,000 of our
own employes that we utilize in
catastrophic situations.”

To set the record straight, UAC
has approximately 4,000 employes.
Obviously, all of these are not en-
gaged in catastrophe work. How-
ever, a substantial number of
trained adjusters are available to
be sent into a given area. In addi-
tion, we have a number of contract
adjusters that we utilize during the
storrn season.

A. C. Avitabile

Executive vp, Underwriters Ad-

justing Co., New York, N.Y.

Consultants

To:he editor: Re May 29 story on
risk management consultants.

I would like to bring to your at-
tention our firm of international
insurance advisors. We are a firm
of seven professional consultants
representing a wide clientele
throughout the United States,
Canada and overseas.

Prior to starting this firm in 1967,
I was an executive with another
consulting firm, John Liner As-
sociates of Wellesley, Mass. | also
originated and wrote the John
Liner Letter.

Joseph H. Albert
Principal, J.H. Albert Advisors,
Needham Heights, Mass.

Proper settlements

To the editor: | have just a small
comment to make about your
editorial "Awards That Disap-
pear” (July 10).

One simply wonders what, ifany,
offer was made to the poor widow
in the case described, before she
felt the need or was persuaded to
contact a plaintiff's attorney!

One wonders whether possibly
an offer of the $10,000 per child
trust funds, plus another $100,000
tothewidow, mightnothavemade
it possible to avoid the rest of the
$370,000 allegedly expended in the
settlement of this matter!

While, of course, one does not
pretend to know the "facts" of the
case (i.e. whether the claimant had
reasonable grounds for her claim)
it seems to me that if more concern
were shown by insurance com-
panies (in this case Kemper) that
legitimate claims be paid promptly

Continued on page 85
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DAVIS, BORLAND & CO.
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TEL: (212) 791-2100

T oerr

Kaiser settles claim

by purchasing annuity

OAKLAND,
Foundation Hospitals settled a
malpractice claim which attorneys
involved said could hav,e resulted
in a multi-million dollar liability
loss by purchasing an annuity pol-
icy at a cost of less than $1 million.

Calif.-Kaiser

The annuity pohcy, written by
Employer's Reinsurance Co. of
Kansas City through its subsidiary
National Fidelity Life Insurance
Co., provides a seven-year-old
brain damaged girl with a living al-
lowance of $36,000 compounded
annually at 4% for a minimum of
12.5 years. At that time the annual
amount will reach $50,000.

If she lives a normal lifespan,
statistically 78 years, the victim
could receive as much as $14 mil-

IS not only human,

Even though you rave used all your professional skill in
protecting your corporation's assets, a simple clerical mistake
could prove to be disastro-IS. Let's face it, even the best people
make mistakes. After all they're only human. However, the fact
remains that their mistakes can cost your corporation big dollars.

The type of error possibilities we are talking about are
failure to pay premiums on a timely basis, reporting of losses and
filing of c aims, reporting of values or locations, compliance with
warranty provisions and policy conditions. You can use your own
imagination to add to the list.

Until now this exposure to loss was not insurable. CMI
has changed this by offering a new and exclisive policy called
Policyholders E and O. For complete details write or phone Abe
Snyder at (212) 825-0218.

Managing General Agents |
Excess and

Dealing Exclusively with Agents and Brokers WiI

urplus Lines Brokers |

Irs expensive !

Capacity Managers International, Inc.
160 Water Street, New York, New York 10038

lion.

In addition to the living allow-
ance, Kaiser agreed to pay the par-
ents of the girl $750,000.

The settlement was covered by
Kaiser's liability underwriter, The
Insurance Co. o f the State of Penn-
sylvania, one of the American In-
ternational Group of companies.
C.V. Starr is the managing under-
writer for the companies.

The settlement resulted from a
lawsuit filed by the parents of the
girl who suffered brain damage
during a breech birth. The parents
claimed the birth, which occurred
during Labor Day weekend in
1971, should have been by
Caesarian section, but the hospital
did not have adequate surgical
staff on hand to perform the
surgery because of the holiday.

Kaiser denied negligence and
did not admit liability.

Kaiser has since adopted a bind-
ing arbitration policy, requiring
malpractice claims to be heard be-
fore a panel ofobjective experts. If
that policy had been applied dur-
ing this settlement, according to
Kaiser's attorney, Eugene J. Ma-
jeski, "we definitely would have
fought.” '

Mr. Majeski termed the agree-
ment reached in the malpractice
case "a good settlement for
everyone involved.™ .

letters

L

Continued from page 8
and fairly, a tremendous amount of

the excess expense on both sides
could be avoided.

Somehow, it just does not seem
possible that all of this trouble and
expense was caused by the
claimant's right to a settlement.
One wonders how much of the ex-
pense was a result of. the various
insurance companies fighting
among themselves as to who was to
pay what amount, while the poor
widow starved in the background!

| do not propose to try to lay the
blame on either side. But it is this
type of "horrible example" which
leads the general public to get the
impression that they are being
gouged one way or the other.

Corwin E. Mahle
President, Califaco Insurance As-
sociates Inc., Watsonville, Calif.

The people with

know-whoin
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SEE OUR AD ON PAGE 4
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HOVWVVW DO YOU KNOWV IF

YOU HAVE THE RIGHT

FIDUCIARY LIABILITY POLICY 7?7

THE INSURANCE BUYER'S ERISA QUIZ

[3 Does your policy limit coverage to persons defined as fiduciaries?

0 Does your policy limit coverage to wrongful acts of insureds only?
E] Does your policy provide defense costs within the limits of liability?

[3 Does your policy limit loss to damages by definition, and exclude non-pecuniary

claims?

0 Does your policy by definition exclude employee benefits liability losses?

[J Does your policy include outside persons as insured fiduciaries?

[3 Does your policy contain a limited retroactive acts exclusion?

[3 Has your policy been purchased without the advice of competent legal counsel who
has rendered an opinion in writing as to which contract he felt- offered the broadest

coverage?

If the answer to any of the above questions is
"Yes" the chances are you have probably pur-
chased the wrong policy. And the real problem

is that you will probably never know until you
have an uninsured loss.

How do you know you have the right fiduciary
liability policy? There's only one way - to com-
Dare. Remember-aU policies are not created
equal. While all contracts may appear to be
similar, there can be substantial differences in
their terms and conditions -differences which
can be very significant - and costly. And, un-
fortunately, it's impossible to compare policies
without a thorough understanding of the law.
(ERISA)

The Professional Indemnity Agency, direct
Lloyd's correspondents, is one of the very few
insurance underwriters qualified to make sound

recommendations. Fiduciary liability coverage
is our business -our only business. We under-

stand this is a difficult business -and we re-
fuse to take the easy way out. Combining a
Fiduciary Liability and a Directors and Offi-

cers Policy may serve.the best interests of the
insurance carrier and the broker, but it may
not serve your best interest because it may not
give your people the complete protection as
provided by the RI.A. form. The responsibil-
ities of persons covered under each policy are
quite different; in fact the law (ERISA) man-
dates this conflict. PIA. does not deal directly
with insureds, but we will be happy to make
our facilities available to your agent or broker.

Before the enactment of ERISA, your sole re-
sponsibility was the guarding of corporate as-
sets. But now, because of this law, (ERISA)
you are faced with the tremendous additional
responsibility of protecting the personal as-
sets of your directors, officers and other em-
ployees. You've got to be sure. You'Ve got to

compare. You've got to talk to the experts...
NOW!

Professional Indemnity Agency

3901 North Meridian Street
Indianapolis, Indiana 45298
Tel. (317) 924-5311 (212) 421-2033
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Most brokers leap In '77,;
some surpass maior rivals

By SUSAN ALT

CHICAGO-Commission and

- fee revenues as well- as employe
rolls grew- faster in 1977 for the
nation's 20 largest insurance bro-
kers than during any of the last five
years, Business Insurance found in
its annual survey of agents and
brokers.

Though some industry-watchers
.may have wondered a few years
ago whether the 10%to 15% annual
growth rates of the early 1970s
could be sustained, brokers cashed
in on tight markets and soaring
premium rates during 1977 to come
up with an average growth in rev-

| twcestoe ave2agYgrttthmoof the

largest brokers in 1973, a sizeable .

jump from the average 15.9% in-
crease turned in for 1974 and still

on the rise from near-19% average
increases turned in for both 1975
and 1976.

It goes without saying that mar-
ket conditions helped, along with
the higher property and liability
insurance limits demanded by
many corporate buyers, offsetting

1 a -continuing decline in average
, commisson rates to a level of about
, 8% to 10% on commercial property

and liability lines. Commissions
generally remain higher on prop-
erty business, it's said, but are slid-
ing down toward the 5% to 8%
that's common for casualty lines.

1977 Broker Performance: The Leaders

Johnson & Higgins chairman
Richard Purnell is unruffied at the

loss of second place, saying J&H
remains tops -in service compared
to its two larger competitors.

Johnson & Higgins chalked up a
22.8% increase in- revenues to an
estimated $215 million, but that
wasn't enough to keep Alexander
& Alexander in its place as the
third-ranked U.S.-basedbrokerage
firm. A&A's unbeatable acquisi-
tion pace and aggressive stance as
a service company boosted it into
the coveted number two spot with
revenue growth of nearly 29% last

yvear.
Richard |. Purnell, chairman and
chiefexecutive officer ofJ&H, was -
seemingly unruffled when in-
formed that his firm slid down the
ladder into third place, telling
Business Insurance that he.was
sure J&H was tops in quality of
services rendered when compared '--
to his two competitors.
Nonetheless, this is the first time
in many years that one of the six
giants of the industry has sur-

1 passed another to climb to a higher

rung on the ladder. J&H musthave
felt some disappointment at relin-
quishing its long-held position as
the second largest brokerage firm
in the nation, particularly since the
firm is so vocal about extolling the
virtues ofbeing a private company.
- Now it remains to -be seen
whether A&A car. overtake giant
Marsh & MelLennan, as some ob-
servers think it-can and will, in
time. The matter of time raises
a substantial question, because
A&A is only slightly more than half
as big as M&M in annual revenues.
This gap between the leader and -
the second largest broker has

hardly changed since 1971, when
J&H's revenues were estimated for

the first time in the first annual
Agent/Broker Profiles issue of

Business Insurance in July 1972:
"l think A&A will overtake
M&M in tive or 10 years," ventured
Continued on page 16
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How our report is organized

Business Insurance's annual Agent/Broker Pro-
files issue is organized into four sections for easy ac-
cess to the information we've compiled in the most
complete liBting of agents and brokers who specialize

in commercial insurance.

The top 20. The 20 largest brokers in the U.S. exp-
lain last year's -results:and reveal their plans for the
future in extended profiles, ranked in order of size, on
pages -18 to 51. Reports on the three largest Cana-
dian firms begin on page 51.

Other brokers. We've compiled extensive informa-
tion on 368 other insurance brokers specializing in
commercial accounts. These profiles, which include
premium volume, gross revenues, number of emp-
loyes, principal officers and branch locations, appear
in alphabetical order on.pages.55 to 103.

- - Regional directory. A handy guide to the agents
and brokers in this special report listed by geographic

location of their headquarters appears on pages 104
to 108.

Special reports. What annoys risk managers the
most about their brokers? What is the brokers' biggest
complaint about their clients? And what do consul-
tants believe is the most common way brokers lose
clients? Three stories on pages 112 to 114 examine
the strains in the risk manager-broker relationship.

Meanwhile, Business Insurance reporters visited
two small brokers-one in New York City and one in
Witchita-that are able to hold their own against the
giant national firms. Pages 109 to 111.

M&M tops veiled world

of reinsurance brokers

By ELLIS SIMON

rarely have direct contact with
these intermediaries.

NEVVW YORK-A good reinsur-

ance broker could be crucial to the

Reinsurance is an unregulated
field and the professional integrity
siccess of a corporate insurance of the reinsurance broker is cru-
program, but most risk managers cial, said Edward Mallozzi, execu-
, tive vp -and tr.easurer of Andrew
Edwards & Co. "In reinsurance,
you're working with utmost good
faith and dealing with the wrong

. reinsurance broker is asking for
trouble.”

Ranklng Gross revenuesl Employes ReV/employe . The reinsurance broker's stock-
Company 1977 1976 1977 1976 <% chg. 1977 1976 % chg. 1977 -1976 .in-trade.is his knowledge of the
reinsurance markets, not only for
Maah& MELennan - = 1--r -415.2 345.7* 20.1 9,564 8340 1<7 -43,415 41;454 price but for financial soundness.
' Alexander & Alexander * =2 3 219.4 170" 29.1 5,100 4,200 21.4 43,020 40,473 Ceding reinsurance to an unsound
Johnson & Higgins 3 2 215** 175 22.8 4,700 ** 4,200- 11.9 45,745 41,670 market could spell disaster for a
Frank B. Hall &-Co. 4 a _149.2 124.8* 19.6 3,200 2,900 10.3 46,629 43,050 . primary insurer in the event of a
catastrophic loss.
Fred S.- James 5 5 113.5 88.7 28 2,554 2,252 13.4 44,435 39,380
Corroon-&'Black 6 6 90 66~ 36 1,983 1,531 29.5 45,392 43,093 However, with the exception of
Rollins.Burdi*k Hunter v 7 471 38.9 211 o585 906 5.4 49,360 42,968 captive operators seeking excess
Bayly, Martiri' & Fay 8 8 45.5 25.6 77.7 -1,200 750 70.3 45,250 34,131 coverage, risk managers rarely
deal with the reinsurance markets
-'R: B:Jones S o 25.7 219 17.4 648 695 (6.8-- 739,647 31;502 and the intermediaries who place
Penn General 10 10 19.0 17.4 9.2 525 a76 10.3 36,181 36,518 business in them. Treaty business,
Arthur J. Gallagher 11 16 18.4 12.1 52.1 445 324 37 41,274 37,268 coverage on part or all of an insur-
E. H. Crump 12 12 16.1 13.5 19.2 551 481 14.5 29,220 28,067 ance company's book of business,
accounts for the largest part o f the
Nordstrom Larpenteur, 13 11 14 14 375 395 (5) 37,333 35,443 reinsurer's premium and the
Insurance Management 14 17 13.8 12.04 14.6 385 346 11.3 35,830 34,809 intermediary's commission.
Cook, Treadwell & Harry 15 13 13.8 13.3 3.6 300 305 (1.6) 46,666 43,605 Even on facultative placements,
James S. Kemper 16 15 12.8 12.1 6.3 381 383 (05) 33,711 31,543 reinsurance on specific risks, it is
rare for the risk manager to have
S6hiff T*"Phune-intl. 17 =20 12.4 8.7---43.2 310 260 19.2 40,000 33462 direct contact with the reinsurance
Emett & Chandler 1as 1s 11.7 9.2 272 362 301 20.3 32,398 30,697 broker. However, risk managers
Ryan Agency Group a1s — 11.64 s.81 19 289 276 4.7 40,280 35,529 do, on occasion have a voice in
Financial Guardian 20 _ 11.2 8.2 37 305 265 15.1 36,790 30,879 selection of a reinsurance broker
where the ceding insurer has a spe-
TOTALS/AVERAGES 1,475.4 1,187.0 24.3 34,209 29,586 15.6 40,479 36,780 cial relationship with the client,
noted Mr. Mallozzi.
Insurance markets that are more
Canada-based brokerage firms involved with risk management
are more likely to support a rela-
Reed Stenhouse Cos. - -1 135.3 111.6 21 4,385 4,300 2 ' tionship between the'risk manager
Tomenson Saunders and the reinsurance broker, said
& Whitehead 2 2 27.3 22.9 19.2 820 747 9.8 T Joseph Fayhs, Marsh & MelLennan
Dale & Co. 3 3 14.4 13.6 5.2 515 530 (2.8. T senior vp. Prior to joining M&M,
Mr. Fayhs was a senior executive in
TOTALS/AVERAGES 177.0 148.1 19.5 6,035 5,577 8.2 2 General Re's facultative depart-

Restated for poolings of interest . *Business /nsurance estimate.

5-*" .1"*No revs. per employe computed, because firms don't think operations are comparable to U.S. brokers.

ment.

While the future might see more
lin millions risk managers participate in pur-

chase o f reinsurance, he said tradi-
m,1.4911.,0,1 nt, finiinli,.In Nnmng
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Reinsurance brokers . ..

Continued from preceding page
tion in the reinsurance field "takes
a long time to fall.”

Traditionally, the reinsurance
brokers have maintained a low
profile. Forthemostpart, thefirms
are privately held and financial in-
formation is guarded. The best one
can do is take"wild guesses" at the
size of his competitors, said the

president of one of the leading
firms.

Only the number one spot in the
rankings of the reinsurance bro-
kers is undisputed. It belongs to
Guy Carpenter & Co., a subsidiary
ofMarsh & McLennan Cos., having
a lead that even the Boston Red
Sox would envy. Carpenter's 1977
revenues were approximately $51
million or 12.4% of M&M's $419
million total.

Towers, Perrin Forster & Crosby

30% and 33% for 1977. Willcox
Baringer said its 1977 growth rate
was in excess of 20%. But, the pres-
ident of one firm predicted growth

probably holds the number two should stabilize as the casualty

position, with reinsurance rev-
enues estimated to be $15 million.
However, several

doubted this figure and some
sources mentioned Johnson &

competitors

Higgins subsidiary
Baringer and independent E.VWV.
Blanch as other possible number
two's.

Other leading firms often men-
tioned were G.L. Hodson & Son, a
Corroon & Black subsidiary, and
John F. Sullivan Co., a Fred S.

Jannes Unit. caB

reported
Hodson's 1977 revenues at $8.1
million. James's annual report lists
reinsurancerevenuesat$8 million,
but a James spokesman would say
only that Sullivan represents a
"substantial” part of that volume.

The three publicly held firms,
Carpenter, Hodson and Sullivan

enjoyed growth rates of between

markets ease.

INnsurance companies purchase
reinsurance when there is limited
capital available to finance their
growth or when underwriting

Willeox losses are high, he explained.

Reinsurance brokers see their
principal competition as the large
direct writng reinsurers: General
Re, American Re and Employers
Re. However, there is strong com-
petition among the reinsurance
brokers themselves.

Kemper Reinsurance president
C. Frank Aldrich said he is con-
fronted fairly often with changes in
brokers on accounts and it is not
unusual to be asked for quotes by
two brokers competing for the
same account.

One major reinsurance inter-
mediary reportedly worked 10

Ifwedidntown ourse],es,
nbewewouldntsend

somag people throudhthe
Collegeoflnsurance

Competition among reinsurance brokers
is usually based on service rather than
price since reinsurance is bought on faith
and long-term relationships.

-John Bing

President, Bleichroeder Bing & Co.

years to gain a major portion of the
Factory Mutual reinsurance ac-
count. Competition among rein-
surance brokers is based mostly on
service rather than price, since
reinsurance is bought on faith and
long-term relationships, said John
Bing, president of Bleichroeder
Bing & Co., an Alexander & Alex-
ander subsidiary doing less than $1
miillion in business.

The brokers provide strong
competition, to the direct writing

- Johnson & Higgins has always been a
4 privately-held company The only one among

4 the major insurance brokers.

premium on talented people.

Randy Roppelt, Linda Blanco and Alan Levine are

in work-study programs under J&H sponsorship.

So iCs not surprising that we look
at our clients and our business in a highly
personal way Or that J&H puts a hefty

The insurance industry is going

As corporate responsibilities increase, risk
managers will be looking for the counsel of people
who are conceptually and technically ahead of the pack.
At J&H we'd like to think we're helping to
attract the best and the brightest to the field
through our sponsorship of young people
in work-study, graduate study, and
self-improvement programs at the
College of Insurance. More people B
than any other broker.
These young -
talents are important

at J&H. Because they're ,

leaders.With ideas. The

c Gary Rirmlenr

S s P B | h
Very 7deas you 100k fon
The kind that have made us

Oeris>< o

at Arizona State.

to need all the talent it can find and develop.

Class offF 7 1.,
is finishing his master's Estudies in finance

the leading private insurance broker in the world.

JohnsonGHiggins

The private insurance broker

Rufus Williams of J&H Houston,
Class of '72, received his law

degree in December 1976.

We answer only toyou

RISK AND INSURANCE MANAGEMENT SERVICES; EMPLOYEE BENEFIT AND ACTUARIALCONSULTING THROUGHOUT THE WORLD

reinsurance companies controlling
probably 65% to 75% ofthe approx-
imately $6 billion in premium writ-
ten in the U.S. Their competitive
strength is why they have such a
large part of the business, said
General Re vp James Billett.

However, he said the brokers’
share of the U.S. reinsurance mar-
ket has probably shrunk from a
high of 90% 20 to 25 years ago. But,
he added, the reinsurance "pot" is
much greater today than it was 25
years ago.

Even knowing that reinsurance
brokers control almost three-
fourths of the $6 billion U.S. rein-
surance premium, one could not
determine the total revenues of
U.S. reinsurance brokers since
much of their business is placed
overseas and commissions vary
with different lines.

Treaty reinsurance agreements
providing pro-rata or share of first
dollar loss coverage have commis-
sions ranging from 1% to 2.5%
said Mr. Mallozzi. Commission on
working excess treaty coverage,
which spreads anticipated losses
over a period of time, runs from 5%
to 10% and straight per occurrence
excess of loss treaty coverage earns
a 10% commiission.

On facultative placements, pro-
rata policies have 2.5% to 5% com-

mission and excess of loss cover-

age carries a 5% to 10% commis-

sion.

Although it probably varies from
company to company, treaty busi-
ness accounts for the largest share
for most brokers and there are a
greater number of excess of loss
policies written as opposed to pro-
rata, according to General Re's Mr.
Billett.

However, there are many com-
panies that specialize in facultative

or treaty business only, said Mr.
Mallozzi.

Thus, it is difficult to determine
how large the reinsurance broker-
age field is, either collectively or by
individual company. And, as one
company official said, it won't be
known until everybody "writes
their nuMmbers dowvwn.™ .
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know-who in

CHICAGO

are
MACK & PARKER, INC.
209 South LaSalle Street

346-1221
SEE OUR AD ON PAGE 4



Welook,
butdowe see?

In properly interpreting any unkrnown
it's always good to have an authorita-
tive explanation. For instance, when
we tell you this patchwork pattern is
really a photo of agricultural fields,

that will surely influence how you'll
see it from now on.

By the same token, if you're responsi-
ble for property insurance at your
company, you're the authority that

the rest of management relies on in
this area.

At Allendale Insurance, we try to
understand the role of the risk man-

ager and how we can best back you up.

We'll help implement and maintain
an effective loss control program.
We'll provide insurance protection
geared specifically to your needs.
And, if a loss occurs, we'll aid your
recovery with equitable and practical
adjustments.

Explaining the many nuances of
property insurance is a lot more com-
plicated than interpreting this optical
puzzle. Look to Allendale Insurance
for an experienced viewpoint. It can
make your job that much easier.

FUS../$77.irl

Allendale Insurance

Allendale Park. Johnston. Rhode Island 02919
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How the brokers did . . .

Continued from page 13
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of the revenues that accrued to the
20 leaders. In 1975, the top 10 held
90% ofthe revenues fora1120, while
in 1974 their share was 87%.

Although the 10 largest firms
generated enough commissions
and fees to increase their rate of
growth for 1977 from 1976. quite
the opposite occurred with the
second tier of firms, who slowed to
a 17% rate from 1976's 23.5%
average growth rate.

The best growth record was
turned in for 1977 by Bayly, Martin

& Fay at 77.7% growth resulting
from a merger with Harlan. Much
of the increase was due to BM&F's
decision not to restate its 1976 re-
venues for a pooling of interest
Harlan added $12.25 million to
BM&F's figures, equal to 62% of
Bayly's growth in 1977. Moreover,
BM&F also had the fastest growth
in number of employes for the
same reason and Harlan's 385 em-
ployes at yearend 1976 accounted
for at least 75% of BM&F's person-

nel increase.

Arthur Gallagher & Co. had the
second fastest growth in 1977, re-
porting revenues up 52.1%; it also
was second in rate of personnel
growth with headcount increasing
by 37%. Schiff-Terhune turned in
the third best increase at 43.2%,
almost double the 21.7% revenue
rise last year, and pushing Schiff
from number 20 on last year's ros-
ter to number 17 this year.

Financial Guardian gi-ew by 37%.
Corroon & Black, in sixth place
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again this year, was also one of the
growth leaders with a creditable
36% behind its name. C&B's em-
ploye ranks grew 29.5%, putting it
in third place in that category as
well.

Neither Emett & Chandler nor
Cook, Treadwell & Harry, who
were two growth leaders last year,
led the pack this year, although
Emett & Chandler did turn in a
performance that was better than
average. Cook, Treadwell on the
other hand turned in a disappoint-

ing 3.6% revenue growth record,
putting it with Nordstrom Agency
(no-growth) at the bottom of the
growth ladder.

Another growth leader from last
year, John L. Wortham & Son with
26% revenue increase for 1976,
failed to turn in similar results this
year. Wortham was on the top 20
list for the first time last year, but
came in at only $9.1 million this
year, a 5.5% increase, dropping off
the list entirely, displaced by a new
the list entirely, displaced by a new
entrant, Ryan Insurance Group.

Productivity increased substan-
tially for all but one firm on the top
20 list, that being Penn General,
whose revenues per employe
dropped for the year despite a 9%
gain in revenues. Biggest increases
in productivity per employe were
chalked up ty R. B. Jones, Bayly,
Martin & Fay, Schiff Terhune and
Financial Guardian, in that order.

Ryan Agency, on the top 20 list
for the first time, is part ofthe Ryan
Group, an insurance holding com-
]JOany that owns several insurance
companies and bought out this
year the entire combined broker-
age operation of Esmark Inc.

Financial Guardian returned to
our top 20 list after one year's ab-

Nordstrom Larpenteur, moved
down on the list to 13th place from
the number 11 spotlast year, after a
second year with virtually no
growth in revenues. .

Reed Shaw leads

Canadian firms

Reed Stenhouse Cos. Ltd. conti-
nued to be the Canadian leader
among the three largest brokerage
firms based there, with a 21%
growth to $135.3 million world-
wide revenues. Reed Stenhouse
disclosed forthe firsttimethis year
that about 15% of its revenues, or
$20.3 million, came from the U.S.,
while almost one-half the firm's
revenues arose offshore.

Thus, if Reed Shaw Stenhouse
were included in the list of U.S.
brokers, it would rank as the
eleventh largest broker, if only
U.S. volume were considered. Ifto-
tal volume were used, Reed
Stenhouse would be fifth largest
on the list of 20 brokers.

Dale & Co. had a disappointing
year with only 5.2% growth in reve-
nues, not keeping pace with the
19.5% average growth for the three
Canadian firms or with the overall
23.8% average growth fora1123 bro-
kerage firms. Dale's personnel
ranks thinned during 1977 by 2.8%.
While Tomenson Saunders &
Whitehead increased employment
by more than 9% and Reed
Stenhouse ranks grew by 2%. .

The people with

know-whoin

RUTLAND, VT.

KINNEY, PIKE, BELL
& CONNER

Mead Building
775-2311

SEE OUR AD ON PAGE 4
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M&M leads 20 largest U.S. brokers as A&A gains

1 Marsh & McLennan

1221 Ave. of the Americas, New
York, N.Y. 10020; 212-997-2000

1977 1976
Premium vol. NA NA
$415,219,000 $345,725,000*
Employes.... 9,564 8,340

Rev./employe $ a43.415 $ 41.454
Offices...... 148 143

Gross rev.

*Restated

Boosted by an aggressive push
for new client business, the
nation's largest insurance broker-
age firm, Marsh & MelLennan Inc.,
increased its revenues in 1977 by
22% to $206.9 million. The broker-
age subsidiaries' growth rate was
faster than the 20% growth rate
achieved overall by the parent
company, Marsh & MelLennan

Cos. Inc.

The company's growth rate of

approximately 20% has been gen-
erally consistent for the last two
years. During the past five years,
the firm's revenues have increased
by rnore than 15% every year.

But such rapid growth as 20% a
year isn't likely to be sustained
over the long-term, according to L.
Patton Kline, chairman and chief
executive officer of Marsh &
McLennan Inc. Rapid growth
caused by insurance rate increases
will begin to subside and growth
will come more from increasing
market share, Mr. Kline said.

Marsh & MeLennan is seeking
new business from companies of
all sizes and is gaining market
share particularly in medium-sized
accounts, Mr. Kline said. High-
lighting the emphasis on maintain-
ing M&M's growth was a February
national management meeting de-
signed to challenge employes to

ag€nt/brok€p
plufil€s

acquire and keep clients, to con-
tinue creative insurance marketing
and risk management, to expand
use of technical services, to recog-
nize and respond to vital signs of
financial progress or problems and
to develop people through perfor-
mance improvement.

A large emphasis has been
placed on expanding technical
services, Mr. Kline said. "We're
proportionately concentrating on
expanding into new types of ser-
vices more than expanding our
brokerage services through ac-
quisitions," he added. The push for
new technical services is part ofthe

company's five-year plan to meet a

more competitive marketplace for
brokers, Mr. Kline said.

For the brokerage operations,
casualty insurance brokerage, in-
cluding workers compensation,
produced the greatest share of the
firm's revenues at 40%. Property
insurance contributed 25% while
marine and aviation brought in
15%. Other income, including
technical services, made up the
remaining 20%.

During the year, M&M con-
tinued its pattern of acquisitions
and of opening offices. In January
1977, the Marsh & McLennan Inc.
subsidiary acquired The Furman
Agency of Greenville and Colum-
bia, S.C., and Greensboro, N.C., to
expand its southeastern opera-
tions. In San Bernadino, Calif., the
company acquired The Warren
Freeman Agency Inc. in October

CR€AIK

SPECIAL RISK MARKETING

In Aur*mee for large industrial and commercial risks including but not limited to the following classes:

Properly

- Difference In Conditions

- Fire and All Risks deductible programme4
for completed properties and Builder*

Risk.

Casualty

= Umbrella Liability - Excess General and

Automobile Liability = Buffer Layer Excess
Liability = Directors and Offiren Liability

« Self Insurance programmem for Product,
and General Liability = Lawyen' Profes-
Mional Liability = Securities Act Liahility

NEAL, LLC)1#, INCORPORATED

SUITE 6101 « SEARS TOWER 233 SOUTH WACKER DRIVE « CHICAGO, ILLINOIS 60606 + (312) 876-0700 « TELEX: 25-4713 CABLE ADDRESS: NEALOYD

Marsh & McLennan is placing a
major emphasis on expanding
technical services, says L. Patton

Kline.

1977. In addition, offices were
opened in Stamford, Conn., Balti-
more, Salt Lake City and Toledo,
Ohio. In June 1978, M&Macquired
Gariner, Clarke, Lampton &

Feighny Inc. in Oklahoma City,
Okla.

Marsh & McLennan Interna-
tional, subsidiary for the foreign
insurance brokerage operations,
established a new subsidiary
called Dahl-301-gensen in Den-
mark. In addition, the broker is
attempting to strengthen its posi-
tion in Brazil, Mexico, Argentina
and the Andean Pact countries as
well as in Japan, Australia and the
Philippines.

"We're placing a particular effort
into increasing the access of our
clients to financially stable insur-
ance operations outside the U.S.,
notably in Europe, but the Far East
as well," Mr. Kline noted.

"It might possibly mean the
opening of new offices, possibly
also in London, although the situa-
tior. here is still very fluid," he
added, referring to Lloyd's restric-
tions on U.S. brokers.

William M. Mercer Inc., the em-
ploye benefit consulting sub-
sidiary, also completed a merger
during the year. The S.M. Hyman
Co. theleading pension consulting
firm in Baltimore, merged with
Mercer late in the year. Mercer

plans to develop a network of

full-service offices

consulting

throughout the U.S. and Canada.
Tne reinsurance subsidiary, Guy

Continued on page 20

The people with

know-whoin

JACKSON, MISS.

FOX-EVERETT, INC.
1300 Deposit Guaranty Plaza
969-2000
SEE OUR AD ON PAGE 4



Bill Carter. chairman, tells how A&A works from a client's point of view:

Theone constant in the ever-changing risk management environment
is a partnership relationship:’

"The wnole business atmos-
phere in which an insurance broker
and his corporate clients relate
today is charged with change -
impacting from every social, eco-
nomic, technological and legal
aspect. It's almost a new ball game
every day. It requires a high degree
of professional sophistication never
imagined just a few years ago. But
the one factor that hasn't changed -
at least at A&A - is the old-fashioned

concept of partnership, of in-depth

involvement we pursue with our
clients to protect their assets and
enhance their bottom line.

Working from a client's point of
view is our way. From our top man-
agement to the men and women
in over 110 cities here and overseas.
That means working as allies, solv-
ing business problems together. It's
why you can be sure that the pro-

grams we recommend - whether
insurance-oriented or not-have

been chosen as the most effective

way to meet your overall needs.

We think our dedication to act-
ing as an ally of the clients we repre-
sent is a big reason why A&A has
become a worldwide leader in the

insurance brokerage and financial
services business. We have the facili-

ties, expertise and strength to act
as effective allies. We work from a
client's point of

view, whether the Alexander

Slexander

T ha Alliae

corporation is
large or smaill.
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185 GREAT NECK ROAD, GREAT NECKr NY? 11022 (516),487-3800
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Continued from page 19
Carpenter & Co., opened a new of-
fice in Dallas and expanded in
Latin America by acquiring a 20%
interest in two leading reinsurance
brokerage firms, Cover C.A. of
Venezuela hnd Cover International
NV of Curacao. In 'addition, The
Carpenter Management C6rpt, ac-
quired a 17.5% interest ..
Reaseguradora Delta ofVenezuela
in November.

Marsh & MelLennan Cos. has in-
creased its number ofinternational
offices from 57 to 62 offices. The
U.S. number of offices remains at
86.

During 1976, the heads ofthe five
operating companies were eletted

senior vps of the parent company
to reflect their involvement in the

overall management together with
their primary operational respon-

Is there an insurance expert in the house?

The Wohlireich & Anderson Home Office is located at new and modern
Corporate Headquarters in Cranford, New Jersey. This consolidation of all
members of The Howden Group gives each and every W&A Branct- immediate
access to the total expertise and markets of the entire Howden Swann

operation.

The staff in Cranford is organized on a departmental basis so there is
always a pool of specialized knowledge available on .any given class. W&A's
size, reputation and track record has enabled us to mesh our own in-house
facilities with others on a world-wide basis. In many cases, this has resulted
in a complete delegation of authority from Underwriters in the U.S. and abroad
-allowing us to provide prompt action in quoting, placing and claims handling.
W&A deals only through Agents & Brokers and involves itself excl-,sively with

Excess & Surplus Lines placements.

For further information, contact your local W&A Branch Office.

4 , ¢ Wohireich &Anderson Group Ltd.

6 Commerce Drive, Cranford, N.J. 07016 - (201) 272-2500

Branches:
Boston, Mass. (617) 426-9556
Chicago, 111. (312) 454-0696
Cleveland, Ohio (216) 241-2917
Columbia, Md. (301) 997-1272.
Garden City, N.Y. (516) 22240801

Hartford, Conn. (203) 236-0851
Indianapolis, Ind. {317) 846-7023
King of Prussia, Pa. (215) 688-3532
Livingston, N.J. 4201) 994-0896
Los Angeles, Calif. (213) 383-0436

CORRESPONDENTS WALL STATES -EXCLUSIVELY THROUGH AGENTS ANO BROKERS -

New York, N.Y. (212) 349-3020
Portland, Cr. (503) 226-6525

San Francisco, Calif. (415) 981-7190
Seattle, WEsh. (206) 624-6080
Southfield, Mich. (313) 569-3188

-in-,

sibilities. Elected senior vps were

L. Pattah Kline, chairman of M&M

Inc.; Alessandro C. tliMontezemo-

10, - president of M&M Interna-

tional; George G. Nichols Jr.,

chairman of Guy Carpenter &.Co.; .
Robert E. Riley, president ofM&M -
ManagementCo.,and A.J.C. Smith,
president of William M. Mercer.

In addition, Messrs. Smith and
diMontezemolo were elected di-
rectors to replace William V. Platt
and John Brodhead Jr., who did

» notstand,for reflection.

1 - Principal- officers of the parent, .
company include john M. Regan
Jr., chairman, and, Robert J. New-
house -Jr.; president. Within 'the
brokerage operations, principal of-
ficers are,L. Patton-Klinet chair--.
man- andachief_exeeutive-offifer:
Kennedy EL Galpin, vice chairman;-
Hareldz, H. -Hines Jr., president;
Robert Clements, executive vp of
- national services, and Phillip J.

Brown Jr., executive vp of techni-
cal services.

Salary Cash

incenitve

award

John M.-Regan Jr. $268,114 $125,000
Robert J. Newhouse Jr. $200,820 $95,000
L. Patton Kline $132,257 $68,750
Kennedy R Galpin $110,492 $50,000
A.J.C. Smith $104.598 $50,000

Salaries for 28 directors and, of-
ficers as a group amounts to
$1,859,127 plus cash incentive of
$651,700

2 Alexander & Alexander

1211 Ave. of the Americas, New
York, N.Y. 10036; 212-840-5500

1977
NA
$219,402,000 $169,986,000
5,100 4,200
$ 43,020 40,473
132 120

1976

Premium vol. NA

Gross rev.
Employes.
Rev./employe
Offices

Alexander & Alexander Services
Inc. reported the finest year in its
history, increasing revenues 29.1%
over 1976 to $219.4 million, moving
it to the coveted number two spot
on the Business Insurance top 20
list.

A&A's growth rate was "slightly
faster" than most other brokers,
according to president and chief

operating officer John- A. Bogar-
dus Jr.

Corporate expansion was
achieved through record growth of
new business development, which
totaled more than $24 million in
1977. Also contributing to the

broker's growth were 16 mergers
completed in 1977. To date.in 1978,

A&A has merged with 13 firms.
Mr. Bogardus said A&A consid-
ers a firm's geographic location
and a broker's specialty areas
when deciding whether to merge.
He cited a merger with Albert G.
Ruben & Co. Inc. in Los Angeles
Continued on page 22

Our sources
of information

The information con-

tained in the agent/broker
profiles published in this
special report was supplied
by the brokers themselves.
Although the information is
accurate to our knowledge,
Business Insurance cannot
guarantee the accuracy of
the information.

Special care has been
taken with the figures and
names contained in the pro-
files, but errors can happen.
We'd like to know about any
important errors so that we
may correct mistakes. If
something went wrong, just
drop a note to Greg David,
Managing Editor, 740 N.
Rush St., Chicago, Ill. 60611
and we'll publish corrected
figures.



Don't ride alone

The Cavalry can help the corporate risk manager
get the jump on self-insurance problems.

Whether or not your company is currently insured by Kemper, the
Cavalry can still help to reduce the size, frequency and costs of
handling your claims.

For example, Kemper already has the troops needed to administer
your plan. That can keep your set-up and running costs down,
because our oultfit is one of the best at keeping a tight rein on

business insurance costs.

Our nationwide network of claims specialists, along with several
regional offices, offers years of valuable experience.

And Kemper rides hard with experts on Workers' Comp,
an engineering facility to help develop safety programs,

and professionals who scout out claims problems
before they occur.

Self-insurance can be difficult territory. But the
Cavalry knows the way. For more information contact
your nearby Kemper agent or broker.

InsuRance
companies

We're riding hard
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as fruitful because A&A needed
greater exposure to the entertain-
ment accounts that the Ruben
agency specializes in. Two mergers
made for geographic considera-
tions were with Incentive Indus-
tries Inc. in Newport Beach, Calif.,
and Pitt & Pauley Inc. in Green-
wich, Conn.

The most consequential merger,
according to Mr, Bogardus, was
with Property Tax Service Co., a
consulting firm in Dallas. This ex-
panded A&A's property tax ser-
vices to nine offices, making it the
only firm to offer these services
nationwide, according to A&A.

Another key merger was with
Riscom Organization Ltd. of Great
Neck, N.Y ., a leader in self-

insurance administration.

Two mergers in New York sig-

nificantly expanded A&A's ser-
vices in the state. The firm merged
with F.E. Seymour Inc. in Buffalo,
one of the largest insurance agen-
cies in western New York, and with
The Holahan Agency, a leading
firm in Rochester, N.Y.

An initial entry in central Ohio
was achieved with the merger with
Turner & Shepard Inc. in Co-
lumbus. This move was made to
provide additional strength in em-
ploye benefits.

Operations were also expanded
in Alaska, by merging with Ken C.
Johnson Inc. of Anchorage. Else-
where, A&A merged with a Puerto
Rican firm, Barros & Carrion Inc.,
the broker's initial venture in that

area.

Additional mergers were with
Michaels Agency Inc. in Chicago;
Winger Insurance Inc. in Green
Bay; Townsend R. Morey Agency
Inc. in Albany; Jules Radow Inc. of
Long Island, N.Y_.; Campbell &
Jamison Inc. of San Francisco, and

Wilson & Allen in New York City.
A&A also expanded by opening
14 offices during 1977 and 1978 by
mergers and office openings.
Three offices were closed: Kinston
and Charlotte, N.C., and Newark,
N.J., which was relocated to
Bloomfield, N.J. In addition, A&A
operates in 36 foreign countries.
In a reorganization of the eastern
division, the 'former east central
region was split into a New York
metropolitan region and a New
York suburban-Puerto Rico re-
gion. The Southeastregion became
part of the expanded network
along the entire Eastern seaboard.
To continue increasing internal
growth, A&A plans to concentrate
on gaining accounts of all sizes.
The small companies need a
strong broker as well as large firms,
said chairman and chief executive
officer William L. Carter Jr. He
added that small business ac-
counts are very profitable and are
less competitive.
Of the various financial and in-

surance services that the broker o f-
fers, the fastest growing service,
based on percentage growth, is

human resource management, said
Mr. Bogardus.

During the past year human re-
sources has created a research and
technical services group to update
weekly the latest technical and
political developments for HMR
personnel. For its clients, the ser-
vice provides periodic mailings
concerning news in human re-
sources.

Two other developments occur-
red in human resources during the
past y.ear. The department created
an HMR seminar program, an
audio visual presentation to up-
date management in all employe
benefits and compensation. An
ERISA compliance guide de-
veloped by HMR is updated quar-
terly and covers pension and web
fare plans for clients.

International services is the fast-

est growing service based on vol-

Are your customers going overseas
without you?

Over 23,000 American companies have fanilities overseas. And more
and more companies are going international each week.

A new plant in Hong Kong. A warehouse in Korea. A sales office in
Paris. A construction crew in Saudi Arabia. Whatever the case, these
exposures need insurance protection. Ybur customers will have to
get coverage from someone. Why not you? Ybu're already handling
their domestic risks. So you've got the inside track.

With Continental to help you international coverages are
as easy to write as domestic. Maybe easien

The Continental network extends to
over 70 countries. With Continental

international specialists located in
over 30 offices across the U.S.

readly to assist you

Why pass up this rich source of
additional premium volume?
Make international insur-

ance your business.

The Continental Insurance Companies
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Small business acco Jnts are very
p-oitable and are less competitive,
says A&A chairman W lliam L. Car-
ter, and they need good brokers as
much as large companies.

ume, Mr. Bogardus noted. The in-
ternational division operates in 36
foreign countries.

A&A is "spending a lot of time
and capital” to further develop its
r. sk analysis and management
group, Mr. Bogardus said. He
noted that the firm plans to de-
velop more sophisticated applica-
tons of the services it already of-
fprsS.

Included within the RAMG divi-
mon are three specialized divi-
sions: Anistics or analy:ical statis-
Les, Alexis or Alexander self-
insurance services and Alexander

International Ltd.

During the past year, Anistics
developed a retrospectively rated
liability plan. Alexis
expanded

strengthened its risk administra-
lion serf ces. Better access to the

excess

and

geographically

Landon third-party reinsurance
market was gained with the forma-
—-ion of a -oint venture in Bermuda
with Alexander-Howden of Lon-
ion. Alexander Underwriting
Agencies was created by this de-
/elopment to underwrite interna-
sicnal re.nsurance for its captive
.Nnsurance companies.
Significant
=hanges were made during the
year. Elections of three mgjor of-
fic ers were made efeetive at the

management

annual shareholders meeting. Wil-
liam L. Carter Jr. became chairman
and chief executive o F cer, John

A. Bogardus Jr. was elected presi-

- dent and chief operating officer

and Kenneth W.S. Soubry, who
had served as chief cperating or
executive officer for 14 years, be-
came chairman of -he executive

Continued on page 26
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LOS ANGELES

are
KINDLER & LAUCCI
15£.5 Wilshire 3culevard
484-022C

SEE OUR AD ON PAGE 4
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Protecting

theRetallers

Diversification, innovation and change - its qualities like these
which have made retailing one of our most unique and chal-
lenging industries.

American retailers now employ over 14 mijlion people;
operate nearly lwo million outlets, and ring up almost $800
billion in annual sales. Moreover. many of these retailers have
also expanded into such dierse activities as real estate, financ-
ing, construction, distribution, and more.

Providing this dynamic industry with the insurance services so
vital for growth has been a Corroon & Black trademark for over
50 years.

In addition to arranging insurance plans for thousands of small

and medium size operators, we are continually developing
highly sophisticated risk management programs for some of the
industry's giants.

One such program helped a client slash insurance costs by im-
plementing comprehensive loss control procedures developed
by our safety engineering specialists.

Another maximized properly and casualty coverage for a lead-
ing supermarket chain. Still another provided expert insurance
and safety services for planning and building a mammoth ware-
housing and distribution center.

At Corroon & Black, our inventory of retai.ing insurance ser-
vices is as dynamic as the industry we serve.

CORROON&BLACK

150 William Street, NewYork, N.Y. 10038 212-732-4900



- Whatwould you call
anew policy that
covers your buildin
and caninclude
inland marine exposures,
business interruption
~andglass
inone sim[;le
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Better.

Introducing COMPACT the new

simplified, property- only policy.

fror% The pSt. FI):’aall. It'sy esigyned <

specifically for businesses which,

for one reason or another, are

unable to combine property and

liability coverages in a regular

package policy
COMPACT makes commercial

property insurance easierthan ever to

m.anagie. Because COMPACT is one

simple, flexible portfolio of coverages , :

with one premium and one expiration "

date from one company No more piles |\ - «-

of policy paperwork, expiration dates and

several different insurance companies to keep track of.
COMPACT can be tailored to fit 8our needs. Buildings

only or contents only can be insured. Or, you can cover both

thLether. Basic coverage can include named peril or all

S

on real and personal property You can expand your
COMPACT coverages to include time element, inland
marine and ?Iass.

An optjonal single occurrence account deductible
from $250 to §75,000 is available for all perils covered.
And $1:000 transit and $1,000 extra expense are included

automatically . . . .
Want more information? Get in touch with your

Independent Insurance Agent representing The St. Paul
He's listed in the Yellow Pages.
Here's more business insurance we've

i

U F'HST

made better:
Plain English
Package A variety
of property/liability
business coverages
in one policy,
without all the

gobbledygook

-* EDP. All-risk

" computer
jnsurance from
the company that orjgjnated
data processing insurance.
MOB Covers your company's property exposures
in transit, in storage or in-plant, all in one policy.
Umbretki Excess Lkibili One million dollars
excess liability coverage on small businesses for as: little

as $200 per year Can also handle larger accounts with
limits up to $20 million.

Commercial Auto. The St. Paul has the expertise,

people, resources and stability to back you strong in
this coverage.

Inland jlmrine. We're one of the largest across
the board writers. We've built expertise since 1853.

We kepp

mabng

"rnmmcCce

better. &sRul
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NORTH STAR
REINSURANCE CORPORATION

NORIH,IaRRIINEN"I

A Truly Flexible Market for Treaty Reinsurance,
Casualty Facultative Reinsurance and Excess Covers.

CALL [212]248.2400

Wall Street Plaza, 88 Pine Street, New York, N.Y. 10005

Real estate agents
professional liability.

Selling property is a complex
business subject to errors,
omissions-and law suits. That's
why real estate professionals and
firms need the best, modern liability
protection they can get. And that's

claims-made coverage from
Shand Morahan-the claims-made

professionals.

Shand, Morahan offers this
coverage with limits to $5 million at
competitive rates, And with the very
same experience and high level of
service that are attracting an ever-
growing number of professional
firms to us for their liability needs.

Real Estate Agents and
Brokers Professional Liability It's a
coverage that requires special
care. That's why you need
someone who is right at home
when it comes to writing it. And
helping you sell it.

Not available in Massachusetts and New Hampsh re.

Shand, Morahan & Company, Inc.

ag€nt/broker
Profil€s

Continued from page 22
committee.

Another principal officer of the
firm, Tinsley H. Irvin, was pro-
moted to executive'vp. Mr. Irvin
has been a member of the board of
directors since 1970 and the execu-
tive committee since 1975. He is di-
rector of the human resource man-
agement group.

Salaries ofprincipal officers are:
William L. Carter Jr. $247,333
Kenneth W.S. Soubry $213,208
John A. Bogardus Jr. $207,673
Tinsley H. Irvin $149,042
Paul Gregory Chigrinsky $246,667

The salaries consist of base sal-
ary plus incentive remuneration,
which pays executive and key
management personnel specific
awards for attaining company or
individual goals. Salaries and
bonuses for 21 directors and offic-

Irs the sign
of the times.

One American Plaza Evanston, IL 60201 312/866-2800 Cable Shanmer Telex 72-4328

ers total $2,467,720.

3 Johnson & Higgins

95 Wall St., New York, N.Y. 10005;
212-482-2000

1977 1976

Premium vol. NA NA
Gross rev. $215,000,000* $175.000.000*
Ems)loyes ... 4,700% 4,200
Rev.'t-inploye $ 45,745 $ 41,670

Offices. -

S 7 INAS

“Business Insyrance estimate.

Johnson & Higgins last year
quietly slipped into a new position
as the third largest insurance
broker in the U.S., behind fast-
growing Alexander & Alexander.
J&H's estimated 22.8% growth for
1977 didn't keep pace with A&A's
29.1% expansion, but results
nonetheless "exceeded our projec-
tions," said chairman and chief ex-
ecutive Richard I. Purnell.

Mr. Purnell didn't want to re-
spond specifically to the news that
A&A with its unbeatable acquisi-
tion pace passed up J&H and
moved into the second spot. He
steadfastly maintains that J&H's
profit margins are better than
A&A's, though he won't disclose
exactly what they are, and he be-
lieves the quality of J&H's service
to clients puts it at the top of the
list.

Compared with J&H's growth
over the past four years, 1977
looked pretty good. Revenues
grew "close to 20%" in 1974, "about
20%" in 1975 and "about 23%" in
1976, Mr.

(Business

Purnell confirmed.

Insurance estimated
J&H's revenue increases for 1975
and 1976 at 19% and 23% respec-
tively.)

Mr. Purnell was pleased with the
development of existing accounts
last year, along with "our greatest
increase ever" in the acquisition of
new business.

For this year, J&H is projecting a
16.5% rise in gross revenues, an
18% to 20% increase in operating
profit and a 22.2% hike in net profit,
Mr. Purnell disclosed. He at-
tributes the lower goals to current
softening of premiums, charac-
terizing the property market as
"pretty soft" already and the casu-
ally market as"not quite as hard as
it was a year ago."

J&H's revenues per employe
rose last year to a healthy (esti-
mated) $45,745,with all indications
that this is just about where Mr.
Purnell likes it. "When this figure
is at$40,000 to $50,000 peremploye,
it means you're healthy. Anything
over that, and you're under-
staffed,"” he told
Insurance.

In July 1977 J&H acquired
Butler, Maveety & Meldrum Ltd.
in Edmonton, Alberta, increasing
the number of offices in Canada to
eight. J&H has 33 offices outside
the U.S. and Canada, including
facilities in Teheran and Hong
Kong opened in early 1977 and

which were mentioned in last

Business

year's profile ofthe company. J&H
owns and manages 26 offices in the
u.s.

Of J&H's estimated 4,700 em-
ployes worldwide, 450 are in
Canada and "over-800" are in other
foreign operations, Mr. Purnell re-
vealed. International business has
doubled in the last four years in
terms of gross revenues generated,
accounting for about 25% of the
total, said Mr. Purnell.

Subsidiaries include Willcox,
Barringer & Co. with three offices
and U.S. Facultative Management
Corp., a wholly-owned division of
Willcox, Barringer. J&H is pres-
ently forming a Bermuda-based
reinsurance operation that will be a
subsidiary of Willcox, Barringer. It
should be operational by early
September, said Mr. Purnell.

Another new venture for J&H
during 1977 was the formation of a
Brazilian joint venture reinsurance
company based in the U.K. but
operating in Brazil as a reinsurance

Continued on page 28
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Take us for instance Not long ago sortle very sulance Cimpallie#, anc uinte up with a bre:ik-

attraﬁtive rates for archi}ects
showed up on the pro
So attractive, we didn't see hoT, such rafes

throtigh in liability coi erage. lii thal tinle,

d epgineers . . . : ; .
essm,qqﬂ?ﬂgoﬂﬁ scelle. Tre'E e een insuralice companies come and go, 111 (12,ably watching theniturn brown now. Oin-
making plenty of mistakes along the Twiy. It

could provide adequate coverage and service. is just as true now as then -there just aren't
Nevertheless. those rates lured a lot of design many corners to be cilt in this business.

pndessionals-Enne even away from us.

Sure enough, the new rates turned out to program rather than jusi a series of policies.

beloolow tonieet the coms of even tile

Froni the most coniprehensi, e loss prevention

sketchiest coverage. Architects and engineers service in the industi v to the inily coast-to-
whothought they eregettingadeal are be- coast leam of ext)ert defense attorneys, we
ginning to see heft> incrense, while our rates give your client his moner's worth. That's

have only increased modestly.
We're not surprised. It's been 21 vears
since z,e sat dcmn with AL-\, NSPE.imd

b Ontmental Casu,ill> Ct)..,neof the CrA in-

why Te've got il record of (:or<4('111 leader.
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broker. "We hope it will be an im-
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portant reinsurance broker in
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Underwriters

Brazil and will expand it into other
Latin American countries,” Mr.
Purnell noted.

In the U.S., J&H is looking to
expand into a number of growing
financial centers, including possi-
bly such areas as Tulsa, Memphis,
and Kansas City, as well as parts of
Alabama, Mr. Purnell said. He
plans to expand J&H's excess/
surplus lines business and has the
reinsurance operations "under
constant review.” Reinsurance
presently accounts for about 5% of
J&H's total business, he said.

J&H's revenues break down by
line in this way: casualty generates
25% to 40% of the total, property

25%, benefits and group insurance
20% and marine/aviation 20%

TY_
( I @BMTY

Only one companyoers a
comprehensive risk management
services program as a matter of policy.

OQOuarterly engineerimg <

publication.
"The Locomotive"

Flood recovery
action plan

Boiler log
programs and
start-up checklists

Quick reference guide
to ASME boiler and

pressure vessel code

There's a big difference between
the policies offered by Hartford Steam
Boiler and cmy other boiler and ma-

\4

chinery insurance company.

That difference is our exclusive risk
management services program de-
signed to meet the varying require-
ments of larger risks.

The objective of the program is to
increase plant reliability, especially
where boiler, pressure vessel, pump,
compressor, turbine motor, air condi-
tioning, or other mechanical or electri-
cal equipment is concerned. It has

machinery exposures
we haven't identified and dealt witn.

Fourth, our inspectors are better / Salesmem will call. =
equipned than, any others, For ex-

vast bank of boiler and machinery risk

Pre-emergency plcm £md
recovery, PREPARE

— 10
A, F & L+ T

Air conditioning and
refrigeration logs and
start-up checklists

Boiler and machinery
cold-weather freeze-up
prevention plan

£ir- Energy conservation

checklist
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energy controls, developr+nt of emer-
gency prccedures, and p-emergency

. 5* planning and recoveryograms.
T'-- Ai ilently applieg, this program

f--—--- 1- tz" pncy and

experienre Is

continuously pooled, thuscreating a Name

1 Title

proven to be most successful because
we're uniquely qualified to help you
manage your boiler and machinery
exposures better.

First, we specialize exclusively in
boiler and machinery insurance. Of
course other companies are in the field,
but none as a specialist.

Second, we have nearly 1000 highly
trained and experienced inspectors
and engineers. This is far more than
any other company. With this number,
you can be sure we're where you are;
wherever that may be.

Third, ourinspectors check overmore
different types of equipment in a week
than most companies inspect in a year!

i VWhich means there are few boiler and

experience. This data is analyzed and / emipcmv i
updated to help you uncover anc |AddreSS

“Fifth, We 6bviously identify and _n-- / City- -

spect risks for our own benefit So yow / State

can be sure we do it well, because - 4- -22-2712222Zip_ -/
keeping your business operating proflf—— -
ably also protects our bottom line.
Finally, our exclusive program of HARTFORD E
risk management services can assist
you in developing meaningful plans m STEAM BOI LER
the following areas: risk analysis cnE
exposure evaluations, development of I N S P ECTI O N AN D
tabulations and 5. sp INSURANCE
|nsp§ct|on sgrwce, operating hlst(?ry Hartford, Connecticut 06102
and inspection reports, operator c:nd

supervisory training prcgrams, quality We help more risk managers
assurance- expediting service, pre- manace risks better.

equipment inventories, loss expel--ence
tabulations and projections, spe=inl

Risk management services are
receiving increasing attention at
J&H, which now has a data proc-
essing library containing 30 com-
puter programs developed over
several years.

More important than some of
these developments, Mr. Purnell
believes, is J&H's commitment to
community and education. He is
proud of the firm's expenditure of
$355,000 during 1977 on tuition for
J&H staffers, and the pledge of two
scholarships in Bermuda that are
claimed to be worth $100,000 over
the next five years to help educate
Bermudians in the insurance field.

Other key officers of Johnson &
Higgins include Robert /.
Hatcher, president; David H. Win-
ton, senior vp; Richard A. Mitt-
nacht, senior vp, and John H.
McEown, senior vp. Two new di-
rectors were elected last year to
J&H's board of 30, including W/.
Mitchell LaMotte Jr. in Chicago
and George F. B. Owens in
Pittsburgh.

Frank B. Hall & Co. Inc.

547 Pleasantville Road, Briarcliff
Manor, N.Y. 10510; 914-769-9200

1977 1976
Premium vol NA NA
$149,214,000 $124,845,000
3,200 2,900
Rev./employe $ 46,629 $ 43,050
(Offices . 122 NA

Gross rev.

Employes

Coming off a year in which its
growth rate was almost 20%, Frank
B. Hall & Co. Inc., the nation’'s
fourth largest broker, expects to
equal or better that performance in
1978, accordingto vp Peter J. Ripp.

The first quarter of 1978 was the
"best quarter we've had since
going public,” he said. The year
should see record growth, possibly
exceeding last year's rate. Hall's
growth rate has risen for every year
since 1973.

However, insurance markets are
softening and it is "difficult to dis-
cern” how that will affect the
brokerage business, Mr. Ripp said.
A soft market could mean lower
premiums and reduced commis-
sions, but it would also mean extra
capacity, the ability to place more
risks and to place them at lower
marketing costs, he explained.

Thus, Hall is gearing up inter-
nally to "offset" any external slow-
down. The firm has been aggres-
sively adding to its staff, particu-
larly in employe benefits, reinsur-
ance and international insurance,
areas that are enjoying faster
growth.

In addition, Hall is developing an
internal education facility aimed at
upgrading the skills of its work-
force. A vp-education has been ap-
pointed to develop the internal
program and to counsel personnel
on how to take advantage of educa-
tional opportunities outside the
company.

"That skill quality will result in
our people getting the business,"
said Mr. Ripp.

The fields being emphasized re-
fleet corporate priorities, markets
that present growth opportunities
and Hall expertise, said Mr. Ripp.

Employe benefits represents 9%

of Hall's volume, compared with
10% to 15% for the other national

firms. While the firm offers the
same services as the other national
brokers, it can offer these services
to a larger number of clients by in-
creasing its staff, he added.
Growing reinsurance needs re-
fleet an opportunity for expertise
that has been developed serving
present clients. Similarly, present
multinational clients represent
opportunities on the international
level since often 50% or more of
their total business is done over-
seas and it is "logical” for us to
serve them from overseas facilities,
Mr. Ripp said.
A proposed acquisition that
could have major significance in
Continued on page 30
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Hall's overseas expansion plans is
the takeover of Leslie & Godwin
of London. Hall has offered the
equivalent of $45 million for the
brokerage firm.

An earlier bid by Hall to acquire
Leslie & Godwin was rebuffed by
the Committee of Lloyd's when it
ruled that a foreign company could
control no more than 20% of a
Lloyd's broker. However, Lloyd's
consented to a divestiture by Hall
of all but 25% interest in Leslie &
Godwin's Lloyd's broking busi

The Lloyd's business represents
about 10% of Leslie & Godwin's
volume and Hall's main interest in
acquiring the British firm was to
strengthen its overall position in
that country, Mr. Ripp said.

In other international develop
ments, Hall has entered into joint
ventures with Malatier in France
and M.W. Jast of Hamburg, West
Germany. In addition, the com
pany has a 50% interest in Gardner
Symons Ltd. of Toronto.

Domestically, Hall made the fol
lowing acquisitions: Flagler Insur
ance Agency, Miami, Jan. 1977
Motors Agency Inc., Houston and
Dallas, Aug. 1977; Welch & Smith
Inc., Seattle, Aug. 1977; Intercon
tinental Re Inc. Los Angeles, Sept
1977; Mariette Insurance Agency,
Stockton, Calif., Sept. 1977; Union
Indemnity Insurance Co., Nov
1977, and Kopeck Insurance As
sociates, Chicago, Dec. 1977.

Depending upon the nature of
the acquisition, the newly acquired
firms were either integrated into
existing Hall operations or con
tinued operating as separate en
tities, said Mr. Ripp Hallintends to
continue growing through acquisi
tions of offices in new locations
specialty operations and facilities
that will strengthen Hall opera

tions in a particular community, he
added.

The firm presently maintains 66
domestic offices in 27 states and
the District of Columbia. There are
56 foreign offices in 38 nations, 32

in which Hall has an equity in
terest.

Self-insurance administration
and captive management are the
fastest growing areas for Hall, Mr
Ripp said. This area has enjoyed
strong growth over the past three
years as a result ofthe tightening of
insurance markets and currently
represents between 10%and 15% of
total revenues, he said.

Property/casualty lines repre
sent the lion's share of Hall's
revenues with 64%. The company
breaks down the balance as avia

6%; marine 9%; employe ben
efits 9%, other lines 13%.

The firm's outlook on insurance
markets in the near future calls for
a lowering of casualty rates, prop
erty rates remaining competitive
and aviation and marine markets
which are currently soft, starting to
level off.

However, Mr. Ripp added that
while casualty rates could drop,

insurance and employee benefits
complete analysis

we do not sell or
place insurance

A i

CORPORATE
POLICYHOLDERS
COUNSEL. inc.

20 North Wacker Drive
Chicago, illinois 60606
Phone: 312-372-8225

capacity will remain a problem and
it is likely that the decline in rates
will not be as sharp as the one that
occurred several years ago.
Principal officers include Albert
J. Tahmoush, chairman, president
and chief executive officer; Wil-
liam C. Bartholomay, vice chair-
man; Melvin A. Holmes, vice
chairman; Henry E. Froebel, ex-
ecutive vp; Colby Hewitt Jr., ex-
ecutive vp; James Stewart, chair-
man of the company's executive

committee.

Salaries of principal officers are:

Albert Tahmoush
Melvin A. Holmes
Henry E. Froebel
Colby Hewitt Jr.
James Stewart

$236,847
5121,895
5112,109

Employes ....... 2,554
44,435 $

2,252
39,380
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Fred S. James & Co. Inc. held its

position as the fifth largest U.S.

iness Insurance

5 Fred S. James & Co. Inc. top 207ist with 1577 gross revenues

230 W. Monroe St., Chicago, Ill.
60606; 312-726-4080

1977 1976
Premium vol. NA NA

$113,487,000 $88,684,316

Gross rev.

of $113 million.

It was"a banner year for James,"
said president William E. Burch.
"Revenues moved over $100 mil-
lion for the first time, going from
$88 miillion to $113 million, an in-

crease of 28%." He attributed 60%
of the revenue growth to new busi-
ness, including new lines from ex-
isting clients, which was due in
part to management's emphasis on
securing new clients. The balance
of growth was spurrd by increases
in contingent commissions, in-
vestment income and insurance
rate adjustments. The publicly
held broker has showed revenue
increases for the past 16 years,

most recently 24% in 1976, 14% in
1975 and 13% in 1974.



The areas of accelerated growth
in 1977 included workers compen-
sation and employe benefits self-
insurance and rehabilitation ser-
vices, said the president. "Our
revenues from self-insurance ser-
vices have increased 200% over the
last three years. We expect this
trend to continue.” Reinsurance
services, provided through the
James subsidiary John F. Sullivan
Co., "reported a vigorous revenue
increase of 36%," Mr. Burch said.
Walker, Sullivan Co., the broker's

surplus lines operation, produced
revenues 30%higherthanlastyear.

Jannes serves rnore than 300,000
clients, primarily commercial ac-
counts of medium-sized busi-
nesses. "No single customer ac-
counts for as much as 1% of re-
venues. The 10 largest customers
constitute less than 6%," the com-

pany points out.

Casualty business brought in $48
million in 1977, or 43% of James's
revenues, followed by property at

$22 million or 19% of gross rev-
enues. That represents a small shift
toward more casualty business in
1977 compared with 1976, which
the company said was influenced
by substantial casualty rate in-
creases during the past two years.
Employe benefits and life insur-
ance sales generated 9% of James's
revenues in 1977, the same propor-
tion as in 1976. Marine insurance
also accounted for 9% of revenues
in 1977, followed by reinsurance at
7% and bonds at 4%, generally the

business insurance, August 7, 1978 / 31

same proportions as in 1976.

During 1977, James continued to
expand its domestic facilities. It
acquired five new firms, including
Rathmell Cos. with offices in
Houston, Washington, D.C., and
Bermuda; W,W. Rice Co. with of-
fices in Chicago and Wichita; War-
ren F. Kimball & Co. Inc. of Hart-
ford; DeVoto-Lewis & Co. of San
Francisco, and Richard J. O'Brien
Co. Inc. in Omaha.

In addition to these acquisitions,
the broker opened new branch of-

Bang=up service

At UAC Drive-in Claims Centers, auto claims

AR

44 So more of your customers can enjoy bang-up

Prompt service like this helps keep policy-
holders happy. The result: more renewals,

more referrals, more business foryou.

service, we're adding new drive-in claims

O centers each year. Now there area total of 66

UAC centers from coast to coast.

For a free copy of our Revised 1978 Directory

can be settled on the spot. No delay. No lengthy listing current UAC Drive-in Claims Centers,

4 correspondence. Often the insured drives in
\ 4 with a claim and drives out with a check.

UAC's Drive-in Claims Centers. One more

example of how UAC is making claims handling asubsidiary ot The Continental Corporation

simpler, faster, and more efficient.

contact: J. A. McLain, Jr., National Marketing

Manager, Underwriters Adjusting Company,
80 Maiden Lane, New York, New York 10038.
(Tel: 212 374-3874).

We are where you need us.

99

fices to serve the expanding client
demand for self-insurance services
for workers compensation and
employe benefit programs and re-
habilitation services.

Internationally, James also
branched out during 1977. New of-
fices of Minet James International
Ltd., a company jointly owned
with Minet Holdings Ltd. of Lon-
don, were opened in Iran, Thailand
and Chile. MJl employes 870 per-
sons in 46 offices throughout the
world. The staff of James (Ber-
muda) Ltd. was also "substantially
increased to provide additional
support to our captive and offshore
reinsurance company manage-
ment services," said Mr. Burch.
Underwriting capabilities are
being developed to augment the
management services.

"The interrelation of the domes-
tic and international activities has
ever-increasing significance to the
future growth of James,” Mr.
Burch continued. "It is a natural
by-product of increased levels of
overseas business activity and in-
vestment by companies through-

out the world.”

Assessing accomplishments in
the last year, the firm is particu-
larly proud of the development of a
policyholder errors & omissions
policy by board vice chairman Leo
C. Havey. "This totally new con-
cept protects clients against their
errors and omissions in maintain-
ing their own insurance policies,"
Mr. Burch explained. "The rate of
sales has been very good," he
noted.

Considering the state of the in-
surance business, Mr. Burch ob-
served, "It is generally accepted
that the 'boom’ will gradually
abate, due to the easing of insur-
ance rate increases in certain
classes ofinsurance, increased use
of self-insurance or large deducti-
bles and a generally intensified
competition among the firms in
our industry.” Still, the James
president predicts "a steady grow-
ing need for our expanding field of
service.

"The increasing complexity of
our industrialized society has
brought with it a corresponding
need for greater capabilities and
more sophistication in the market-
ing, servicing and funding of the
commercial insurance risk,” Mr.
Burch explained. "This service is
necessary and not just limited to
the very large commercial insur-
ance purchaser, but to the medium
and small purchaser as well."

At this year's annual meeting,
the James board formalized the
manner in which the company has
been operating for the past three
years by creating the office of chief

Continued on following page
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Those who- just missed

Below the top U.S. firms and the three Canada-based
leaders are several fast-growing regional brokerage firms
who may be contenders to jump onto the top 201istin future
years. The up-and-corners include Albert M. Bender Co. Inc.
in San Francisco, with 1977 revenues of $9 million on a
premium volume of$60 million. Bender's revenues jumped
42.2% on a 30% growth in premiums. At the same time,
Bender's employe roster grew 13.5% to 210 during the year.
Part of this growth was due to theaoquisition of two agen-
cies during 1977.

Barely below Bender is Poe & Associates in Tampa, who
came in with revenues of $8.9 million, up almost 50% from ,
1976 revenues of $6 million, Close behind Poe's $8.9 million .
is Lawton-Byrne-Bruner Insurance Agency in St. Louis,
with $8.5 million in revenues and 207 employes. Lawtons
fortunes improved by 14.8% last year.

A new addition to the list this year,'and-a-comer, is Calco
Insurance Brokers- & Agents with 230 employes pulling in
$7.25 million revenues, in the booming community of San
Mateo, Calif. Calco grew 30.5% during 1977.

ag€Ent/broke€r
profilEs

Continued from preceding page

executive. The responsibilities of

the office are shared by president .

William E. Burch, chairman of the
executive committee Charles A.
O'Malley and chairman of the
board James H. Vaughn.

The five highest paid executives
of the firm in 1977, considering
base compensation and bonuses
were: (Mr. Sullivan is a director

' and executive vp of the subsidiary
John F. Sullivan Co. and Mr.
Weatherford is executive vp and a
regional director.)

Base
i compensation. Bonus —
J.F. Sullivan S 83,853 $188,177
$166,178 $ 97,500
$157,057 S 91,000
$145,536 S 91,000
$123,393 S 74,750

As a group, the 28 James direc-
tors and officers earned $1,973,416

T William E. Burch
James H. Vaughn
Charles A. O'Malley
William E. Weatherford

The Dramatic Increase

in Law Suits Makes

Public Officials a

Financially Endangered

Species...

111

Stewart Smith's Broad

Liability Program

Preserves Their

Security!

Prevailing public mistrust of government officials
makes them vulnerable to alleged wrongful acts
and legal action. Since any public official, elected or
appointed, can be held personally liable, a law

suit can mean financial disaster.

There's no reason for any public official to run
such a risk. STEWART SMITH provided the

broadest Public Official Liability coverage availab
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STEWART SMITH office, We will send your

f broker or agenmnt our
Program kit giving detailed information.
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Boston, MA 02110
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Los Angeles, CA 90010
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Broker/Agent Name
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-
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Wacker Drive

Chicago, IL 60606

116 John Street
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Ledger Building

Philadelphia, PA 19106
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Pittsburgh, PA 15219

Firm

222 Cedar Lane

Address

City State

Teaneck, NJ 07666

1835 K Street, N.W.

Washington. DC 20006

3 I

in base compensation and an addi-
tion $1,256,523 in bonuses, for a
total of $3,229,939.

6 Corroon & Black Corp.

150 William St., New York, N.Y.
10038; 212-732-4900

1977 1976

..$1,030,000,000 $800,000,000
Gross rev. $ 90,012,000 $ 65,975,000
1,983 1,531
45,392 $ 43,093
_— T So

Premium vol.

Employes ...

Rev ./employe $
o> FfFicce = _

A "combination of circum-
stances" led to a 36.4% growth in
revenues for Corroon & Black in
1977, said chairman Robert F. Cor-
roon. The growth rate exceeds the
five-year growth rate of 24% and
1977's growth exceeded already
high expectations.

Mr. Corroon,cited new business
from existing and new clients as
well as inflation in the form of
higher property values, replace-
ment costs and liability settle-

-
<

ments as responsible for the
company's "exceptional financial
results.”

The firm had considerable sue-
cess with some of its specialty
lines, including contractors in the
western states and coverages for
public entities. New business was
attracted from a liability program
developed for school districts that
included a self-insured retention,
loss control and excess coverage
negotiated on an attractive basis,
Mr. Corroon said.

The program has attracted busi-
ness from smaller cities primarily
in the Southeast and Southwest, he
added.

During 1977, Corroon & Black
acquired Atkinson-Dauksch Inc.
of Columbus, Ohio, in March;
Dawson & Co.,of Seattle, Wash.,
and Anchorage, Fairbanks, Juneau
and Sitka, Alaska, in August, and
James Burpo Insurance Inc. of
Sacramento, Calif., in October.

So far this year, the company has
acquired G&M Associates Inc. and
Volin & Associates Inc., two
Chicago firms that have been
merged into existing operations in
that city. In addition, the company
announced an agreement in prin-
ciple to acquire the insurance bus-
iness of The Caine Co. of Green-
ville, S.C.

Corroon & Black is continually
reviewing acquisition oppor-
tunities, both insurance and non-
insurance related, said Mr. Cor-
roon. "As we grow we're ap-
proached more and more by peo-
ple who want to sell us something.
But, we'll stick to our niche-the
insurance business.”

The company divested itself in
1977 of a non-insurance related
computer subsidiary, Data Service
Corp.

Also last year, the firm organized
an offshore captive management
subsidiary, Corroon & Black - Cock-
burn Ltd. of Bermuda. Mr. Corroon
predicted excellent prospects for
this venture, adding that it for-
malizes operations that had been
going on on an informal basis.

Casualty lines represent the fast-
est growing area of the business,
according to Mr. Corroon. He sees
rates at a plateau, adding that while
they are not dropping, risks such as
product liability can now be placed
whereas a few years ago a market
could not have been found.

Casualty lines account for 44% of
Corroon & Black's revenues. Other
major areas are property 22%; em-
ploye benefits and life 15%; rein-
surance 10%; fidelity and surety 6%
and marine 3%.

Mr. Corroon said the firm is
also considering expanding its
benefit communications division

Continued on page 34
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- governmental, environmental and contributed 41% to gross revenues Sales of services, however, inde- ance do not contribute signifi-

ag I nt/b ro ke r other pressures in 1977, down from 43% in 1976 pendently represent only a small cantly to the commercial broker's
. President and recently named "We've always been strong in the percentage ofincome at RBH since income, he added

pI"OfI |€S chief executive officer Charles H property business,"” Mr. Mather the broker doesn't sell services RBH, which takes pride in a

Mather said, "We were pleased observed, "while 1976 reflects the separately from client-related ser- reputation for being able to handle

Continued from page 32 with last year but we always like to casualty market,"” which was ex- vices, said Mr Mather "We do pro- the difficult-to-place risk, con-

-Frmgefacts While currently a do better " In the first quarter of periencing large price increases vide a number of services which tinues ItS emphasis on serving
small part of the overall operation, 1978, total revenues had increased that year Employe benefit pro- may not be directly related to a malor accounts, noting that the
Fnngefacts represents growth op- 19% over the same period last year grams accounted for 8% of income specific insurance package, but we definition of "major” is relative to
portunities, he said in 1977, down from 9% in 1976, do not independently as a normal the opportunities in a given area
At present, Corroon & Black Property insurance contrib ition while marine and reinsurance course of business sell, for exam- The broker highlights its service to
serves approximately 50,000 com- to gross revenues increased grew to maintain a steady con- ple, engineering services to some- the industrial, utility, transporta-
mercial chents of all sizes Rather shghtly m 1977 to 38% compared to tribution to revenues of 4% each as one who is not a chent,” he ex- tion and financial sectors of busi-
than concentrate on one size firm, 35% in 1976 Casualty insurance in 1976 plained Personal lines of insur- ness
the company prefers to market In
areas where it has expertise, such
as contracting and public entities,

and pursue organ|zat|ons of all AdICK#74*PKMAIJA 4:'tjz" A.-1 7 2- -51J1

sizes, Mr Corroon explained 11/1 411 0

"Th I | 1 d b -
o fnore ste oniy = wrea oo B BAM9:143.444- 4847 4, A=d oMV .
there are thousands of smaller i e =

firms that are excellent prospects T B
for our company,” he said ’ .4
Principal officers of Corroon & ,,11 +

Black Include Robert F Corroon, - —

hairman and chief executlve of th7d 2sfA Lot T, _
: i §4

icer, Frank agan, president 2 -, L .
and chairman of the executive ’7 5 T
committee, Richard M Miller, ex- %91201 11860 *e '%6 |_
ecutive vp and chief operating of- N1«

ficer, Joseph V Ambrose Jr, vp M#*54€VwFO L-iT

and secretary, Robert H Kaiser

vp-finance ' £514 1.11gr X.r- 45.4r," B
Salaries and incentive for the top »/<71=-r-

execu Ives in
Robert F Corroon $229,700

Frank M Hagan 206,200 *Ep i'+
Richard M Miller 182.389

11,4.-:

Rollins Burdick L

7

Hunter Co. - 6* rof

10 South Riverside Plaza,
Chicago, lll. 60606; 312-454-1400

1977 1976 Ir..a1=

o e $47,138 4 $38,929,305*

Employes 955 206

Rev /employe $ 49,360 $ 42,968 . t - S b J )

Offices 37 35 -+11L - - s - "

*Restated to reflect acquisitions — " ,
L'13-1

Rollins Burdick Hunter Co - 1T

maintained its position as the 4,
seventh largest broker on the
Business Insurance top 20 list with S
a 21% increase in gross revenues in E t15 s it
1977 over 1976 The growth is - 17" -
slightly ahead of the previous two
years which each produced a 19% =
increase in gross revenues, but k,
1977 produced in a substantial
Jump in revenues per employe

The Chicago-based broker,
which considers itself very com- et” A’ 'L/ |Fr
petitive, attributes its continued
growth to four factors the addition <
of 150 substantial new clients, in- gzL,-IY* 71,

creased business from existing H

- MY

‘44
i "
19.All 1 = Let
*S>-f 4*<t /244" D
‘ 'f2r - 4 Hie
= &644.*er#t* 1
3" ] O- . .
. R
L n.Aa - 08 1o -

Photo Kathryn J Mclins'ze
Sales of services at RBH repre
sent only a small percentage of In-
come since the broker doesn't sell
services separately, says the

broker's president, Charles H
Mather

clients, larger premium volume
due to increased property values
and protection against potentially
larger casualty losses, both caused
by inflation, and demand for new
types of insurance arising from



Last year the firm increased the
number and geographical spread of
its offices with four acquisitions.
Strong & Co. of San Francisco be-
came part of Rollins Burdick
Hunter of Northern California and
D.P. Scharff& Co., formerly in San
Francisco, is part of the RBH Palo
Alto office. James T. Phelps & Co.
in Boston is now Rollins Burdick
Hunter of Massachusetts and
Ramey-Mannan & Co. of In-
dianapolis is now Rollins Burdick
Hunter of Indiana. So far in 1978,

RBH has acquired George V. Kane
& Co. of Houston to form Rollins
Burdick Hunter of Texas, which
gives the broker additional entry to
oil-related accounts. The firm now
operates 24 domestic offices, up
from 19 in 1976.

In 1977, the broker consolidated
its international operations under
central coordination and direction
in the name of Rollins Burdick

Hunter International Inc. Mr.

Mather said the reorganization was

intended to improve coordination
with domestic activities, improve
communications and concentrate
efforts. More staff has been added
to further foreign insurance busi-
ness, said vp of finance and ad-
ministration Michael J. Starshak.
The firm is engaged in two joint
ventures with C.E. Heath & Co. of
London. Rollins Heath operates of-
fices in Latin America, Japan and
Korea and Heath Langeveldt Rob
lins operates offices in Southeast
Asia. Foreign offices now number

business inmirance, August 7, 1978 / 35

13, down from 16 in 1976 due to
consolidation of facilities and the
closing of the Lima, Peru office.
RBH also maintains correspon-
dent relationships with brokers in
other major cities around the

world.

Also consolidated in 1977 were
the broker's services related to
captive or subsidiary insurance
companies underthe name Rollins
Burdick Hunter Management Inc.
The executives noted that RBH

TheAmerican
Alternativve

Imaginative underwriting. Fast claims

settlements. Proven capability.
That's the American alternative.

Now serving many major oil and contracting companies,
the All American Marine Slip is a reliable alternative mar-
ket for your high-value, high-risk marine exposures.

Combining the financial strength and stability of 24 Amer-
ican insurancecompanies, AAMS ismanaged by MOAC
(Marine Office of America Corporation) and is entering

its fifth year of successful operations.

Considering all the complexities of today's offshore
exploration and drilling, you need a strong insurer

— close =&t haarhhd o

For your high-value, high-risk marine exposures,
look to AAMS: The reliable, proven alternative.

Have your agent or broker contact the

Manager, All American Marine Slip,
80 Maiden Lane, New York, N.Y. 10038.
Phone: (212) 374-2667.

The American alternative

All American li:d

Marine Slip 411,

isn't just involved in captives but
can also take a client into the insur-
ance business. Its Bermuda man-
agement company, Rollins Bur-
dick Hunter of Bermuda Ltd.,
shares staff with Armco Insurance
Management Ltd.

Last year Rollins Burdick
Hunter further developed its loss
forecasting services to give clients
"a better measuring device to pre-
diet probable future loss to make
decisions on how to fund risks,"
Mr. Mather said. The improved fi-
nancial analysis computer pro-
grams provide rapid projection
and analysis of anticipated results
for each of the risk funding alterna-
tives under study.

Mr. Mather reported some soft-
ening of -markets now that por-
tends a trend toward insurance
companies returning to a more
competitive posture in casualty as
well as property insurance, though
the latter exhibited earlier signs of
competition, he said. "But expos-

ure and loss records make a lot of

difference,” the president stressed.

Chairman Adrian B. Palmer said
at the company's annual meeting
this year that improved market
conditions will allow RBH to "ac-
commodate more fully our clients’
needs for insurance coverage and
apply more creative thinking in the
design of new products and tech-
niques in risk management.” Mr.
Mather observed that the broker's
challenge remains "to grow with
our clients and continue to provide
the range and quality of service
they require and attempt to antici-
pate their needs.”

Mr. Mather was named chief ex-
ecutive officer on July 1, succeed-
ing Mr. Palmer who remains
chairman of the board. William C.
Snyder was named chief operating
officer to succeed Mr. Mather.
Other principal officers include A.
Norman Freeman, vice chairman;
George S. Burrows, executive vp;
Michael J. Starshak, vp of finance
and administration, and Raymond
J. Kenny, secretary/treasurer.

RBH's five highest paid execu-
tives and their salaries in 1977, as
reported to the Securities & Ex-
change Commission, are: (Mr. Cole
is vp and chairman of Rollins Bur-
dick Hunter of Oregon Inc.)

Adrian B. Palmer $165,000
A. Norman Freeman $150,000
Charles H. Mather $150,000
George S. Burrows $122,500
Richard M. Cole $116,245

O Bayly, Martin & Fay

U International Inc.

3200 Wilshire Blvd., Los Angeles,
Calif. 90010; 213-381-5371

Continued on following page

The people with

know-whoin

TOLEDO

are

PICTON-CAVANAUGH, INC.

Libbey-Owens-Ford Building
241-8211

SEE OUR AD ON PAGE 4
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IE@" FLASH.

Top Industry Panel to Discuss

The New York Insurance Exchange

and

Free Trade Zone

at NATIONAL CONFERENCE ON RISK & INSURANCE MANAGEMENT
September 11-13, Hyatt on Union Square, San Francisco

Hear top authorities analyze the impact of the New York Insurance Exchange on the entire

Commercial

PANEL MODERATOR

Edward P. Lalley
President

Ideal Mutual Insurance Co.

Property and Casualty industry.

PANEL MEMBERS

Elmer N. Dickinson
President

Robert Clements

American Home
Assurance Co.

Executive.Vice President
Marsh & McLennan, Inc.

W. Dana Roehrig

President
National Association of
Prcfessionals

Surplus Lines Offices Ltd.

TO RESERVE YOUR PLACE, call American Management Association's Registrar (212) 246-0800

SPECIAL NOTE: To attend panel on/y (1-3 p.m. on September 12th) call Registrar at 246-0800. $100 fee for panel only

includes luncheon.

The industry's only

bogibngnonnk

Surplus Line Broker

With our exclusive "Localnational”
approach to serving independent agents
and brokers, you get all the advantages
of quick, local contact and service. Each
local office is autonomous. And, a local
company President calls the shots.

He's his own top decision maker. He can
give your accounts immediate attention.
And, he does.

Today's excess and surplus business
requires careful planning and the right
markets. Only a firm with national buying
power can deliver the markets neces-

—U-

ag€nt/broker
profil€s

Continued from preceding page
1977 1976

$543,000,000 $306,000,000
Gross rev. $ 45,500,000 $ 25,600,000

Premium vol.

Employes .... 1,200 750
Rev./employe . $ 45,250 $ 34,133
<o FfFice= __._____ = ==

Bayly, Martin & Fay, the eighth
largest insurance broker in the
Business Insurance list of the top
20 brokers, reports that 1977 mea-
sured up to the firm's expectations.

"We exceeded our growth goals
on continuing operations inde-
pendent of our gains by acquisi-
tions," said national vp Samuel Al-
corn. Property/casualty revenues
totaled 78% of BMF's gross rev-
enues while employe benefits and
group insurance contracts pro-
vided about 22% ofgross revenues.

Mr. Alcorn explained that reduc-
tions in income as large clients

sary to do the job. On those occasions
when your account requires extra effort
to obtain the results you need, there's

strong, national, cooperative support
from the Presidents of all five locations.

You can bet one of them has a solution

to your problem.

It's easier to do business with the "Local-
national” company. Immediate local
response from a top decision maker

with substantial national support. When
you need us, we respond with solutions,

Nnot excuses.

H & W INSURANCE SERVICES

EXCESS/SURPLUS LINE BROKERS

AL

LOS ANGELES: 16255 Ventura Boulevard - Encino, California 91436

(213) 990-3040

Bayly, Martin & Fay continues to
try to balance its 50,000 commer-
cial clients among large, medium
and small accounts, reports na-
tional vp Samuel Alcorn.

moved into higher levels of self-
assumption of risk were offset by
generally higher premium levels
on all business, by management
and consulting fees onloss funding
programs and captives and by a
continued expansion of clients.
Property insurance rate levels
were competitive in 1977, he said,
while all other line.s increased.

Growth rates for last o5, exclu-
sive of acquisitions were higher
than "our average growth rate over
the preceding five years,"” he said.

BMF now has offices in 41 U.S.
cities or double the number the
firm had laSt year. Behind the
growth is the acquisition ofHarlan,
Inc. on Dec. 13. This move alone
gave BMF 18 more cities. So far
this year BMF has acquired Wease
& Co. of Portland; Mid Continent
Insurers of Lincoln, Neb., and
Brady & Associates of Anchorage,
Alaska. The firm, which acquired
The Clary Agency in Anchorage
several years ago, is planning
further expansion into additional
cities in this country in 1979.

BMF has foreign divisions in
London, Paris and Oslo, the same
as in 1977.

At the same time, it closed its
Stamford, Conn., office a few
months ago and moved to incorpo-
rate its BMF-Philadelphia office

into Harlan's larger Philadelphia
division.

Not surprisingly, the greatest
growth for the company last year
took place in the Sun Belt, specifi-
cally in Atlanta, North Palm Beach
and Dallas. The acquisition of Har-
lan greatly increased the firm's
penetration in that part of the na-
tion, adding another office in
Georgia, two additional offices in
Florida, six offices in Louisiana, a
major base in Houston and two of-
fices in Oklahoma.

Petroleum and oil contractor
clients were markedly increased
by the Harlan acquisition while the
number of aviation clients was
boosted for a number of reasons.
These include the work done by
the Clary agency in Anchorage,
start-up aviation operations in
Seattle and Los Angeles, Brady &
Associates in Anchorage, the
Philadelphia division's aviation
unit and Harlan.

BMF has 50,000 commercial
clients, a boost from 1977 caused
by growth in existing operations
and the acquisition of Harlan Inc.

Mr. Alcorn said that BMF busi-
ness continues to be balanced
among large, medium and small
accounts. He attributed the growth
in smaller clients to association or
trade group programs and growth
in jumbo sized clients to the ex-

pansion of loss funding programs
and their administration.

New services added in 1977 in-
clude diversification of aviation

Continued on page 38



the world rs truly
iNnternational broker”?

...reed shaw stenhouse,

of course !

With 135 wholly-owned Reed Shaw offices staffed by
more than 4000 Reed Shaw people on 6 continents,
we're obviously fully committed to being truly interna-

tional and to solving the multifarious insurance prob-

lems of our international clients.

An internationally oriented Reed Shaw professional is
likely to be close at hand wherever your business in-
terests may take you. He'll be an active member of
the local business community. knowledgeable of all
its regional peculiarities yet involved with your insur-

ance needs internationally as well as locally.

., T'=mrn rr

And. he'll be there when you need him with all the
expertise and resources of Reed Shaw's worldwide

organization to back him up.

For you. the result is the best of all possible insurance
worlds...a broker who is knowledgeable, friendly
and responsive to your own very special insurance
needs, and who has all the vast reserves of the
world's greatest insurance brokerage company at his
fingertips.

So, when you think about international insurance ser-

vices, call the nearest Reed Shaw office. It's your key

to the best insurance organization in the world.

REED SHAVW STENHOUSE

INTERNATIONAL INSURANCE BROKERS

With offices in Boca Raton, Boston, Chicago, Denver. Ft. Lauder-
dale, Honolulu, Houston. Kansas Cily. Los Angeles. New York,
Orlando. Pittsburgh. Portland, St. Louis. San Francisco. Seattle.
Washington and one-hundred six other cities around the world.
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HERBERT L. JAMISON & CO.

90 Park Avenue New York, New York 10016 Area Code 212-490-7600

INSURANCE BROKERS

Offering professional services to business
and industry since 1938

ag€nt/brokeEr
Profil€s

Continued from page 36
capabilities through the firm's new
specialists in Philadelphia, Los
Angeles, Seattle and Anchorage.
According to Mr. Alcorn, the
broadened aviation operations
have significantly improved
BMF's position with aviation un-
derwriters and have made the
company a major competitive fac-
tor in the commercial aviation
field.

BMF instituted numerous major
personnel changes during 1977.
Andrew Potash, CPCU, was ele-
vated to president and general
manager of BMF, New York, while
William Baxter, formerly execu-
tive vp of Frank B. Hall & Co. Inc.,
was hired to be president of the
northwestern division of BMF In-
ternational. Mr. Baxter also coor-

dinates BMF's new aviation cen-

A Risk Management
Program Without AL *

Recovery Conti , is

Incomplete.

Loss Recovery by professional
salvors is a proven way insurance com-
panies minimize their losses on claims.
It is a contingency they depend on to
avoid unnecessary drains on their cash
flow when losses occur.

If your risk management program
doesn't include a loss recovery con-
tingency, it is incomplete.

USCC can complete your risk man-
agement program. We've been serving
the insurance industry over 80 years. We
professionally take what is left and make

Contact USCC now. Sure, you hope

you never need is. But if you do, we'll
be ready to serve you anywhere with
full serv ce loss recovery offices located
througfout the ccuntry.

Write for oul corporate services
brochure, "The USCC way to increased
cash flow protection and asset con-
servation.” Or call our 24 hour service
number (312) 437-8181 anytime. But
preferably immediately. So that you
and USCC will be prepared. Com-
pletely prepared.

the most of it to minimize losses. Our ———--.=.=_,
years of experience and expertise are 1

just a phone call away.

But please call before you need us \23

Familiarize us with your product.

capabilities and restrictions. Then,
should you have a loss, we can respond
knowledgeably and quickly That means

its 5*

more recovery dollars returned to your National Executlve Offi.es, Risk Management Services

company's cash flow.

Loss Recovery by USCC is a front
line defense against rising self-insured
losses. It's a vital element in your com-

plete risk management program.

400 Busse Road, Elk Grove Village; lllinois 60007

(Dhicago)

Copyright 1978. USCC

ters throughout the country. Ed-
ward Fitch, president of BMF's
Los Angeles division, became
president of the southwestern re-
gion of BMF International.

In addition, with the acquisition
of Harlan Inc., BMF International
created three regional presidents
to coordinate the BMF/Harlan di-
visions. Joseph N. Tate, CPCU,
president of Harlan Inc., became
president of the eastern division of
BMF International.

The regional presidents co-
ordinate with the corporate staffto
BMF International, which remains
unchanged.

The state of the insurance busi-
ness right now? Mr. Alcorn be-
lieves that it is in transition, mov-
ing into a period of competitive
pricing on uncontrolled lines.
Workers compensation rates con-
tinue to go up, reflecting higher
benefit and loss trends. Rates on
personal auto in some states still
lag behind losses creating severe
problems of shortage of market
and extensive reliance on assigned
risk plans, he said.

Because of consumer pressure,
Mr. Alcorn noted that insurance
departments are generally resist-
ing rate increases in states where
rate approvals are required.

Commercial lines generally are
more competitive with prices
leveling or reducing, he said. "We
foresee acceleration of rate com-
petition which will level brokers’
income during the last half of 1978
and will reduce brokers' income
during the first half of 1978.

Recruiting qualified people to
keep pace with BMF growth is the
biggest challenge the firm faces,
according to Mr. Alcorn.

The principal officers of Bayly,
Martin & Fay Internationalinclude
Charles R. Warde, president;
Samuel Alcorn, CPCU, Jack H.
Seiter and Benjamin C. Neff, all
senior s Eric Dahlberg,
president-finance; Joseph N. Tate,
CPCU, president-eastern region;
William Baxter, CPCU, presi-
dent-northwestern region; Edward
M. Fitch, president-southwestern
region.

9 R.B. Jones Corp.

Commerce Tower, 911 Main St.,
Kansas City, Mo. 64199;
816-391-1000

1977 1976
Premium vol. NA NA
Gross rev. $25,691,000* $21,894,000*
Employes . 648 695
Rev./employe . $ 39,647 $ 31.502
Offices_____._____._ 17 =1

*Fiscal year ending October 31

R.B. Jones Corp., the nation's 9th
largest broker, recorded a 17.3%
increase in gross revenues in its
last fiscal year. "We had an excel-
lent growth year," said chairman of
the board James P. Metzler. The
firm's gross revenues and net in-
come set all time highs.

Mr. Metzler attributed the record
earnings to inflationary factors
that boosted premiums from exist-
ing accounts, attracting new
clients and the development of a
more "sophisticated, professional
sales force throughout the nation.”

In a major development, the
Kansas City-based firm is forming
a new insurance brokerage com-
pany in Bermuda which will func-
tion principally as a captive broker.

"It is a whole new horizon of

brokering," is the way Mr. Metzler

describes the Bermuda venture.
The Internal Revenue Service
ruling of August 1977 appears to
have made it necessary for a cap-
tive to accept outside business so
its parent can receive tax deduc-
tions for premiums paid into the
captive. As a result there is a need
for a captive broker to place insur-
ance business from one captive to

another, Mr. Metzler explained.
Examples of R.B. Jones's Ber-
muda insurance brokerage's oper-
Continued on page 40



NVVNL thinks the world
is iffy enough.

So, we've eliminated
the risks from qualified group
retirement plan funding-
while still offering one of the
highest new money interest
rates available- through
our new Group Annuity Invest-
ment Contract.

The security comes
with guaranteed principal,
guaranteed annuity rates and
optional guaranteed inter-
est, backed by our solid
corporate history and more
than a billion dollars in assets.

And the high rate of
return comes through our
smart investments in direct
private placements, tax-
exempt obligations and com-
mercial mortgages.

Our new money rate
declared for calendar year
1977 is 9.03% - substantially
higher than the industry

average.

Up to now, when you've
arranged a funding contract
for a client's retirement plan,
you probably had to buy a
whole package of services.
But not anymore.
Because NVWNL has
developed a contract for quali-
fied group retirement plans
that combines our investment
expertise with guaranteed
principal, guaranteed annuity
rates and live options that
can be purchased separately

as "add-ons-

These options are:
Guaranteed Interest Rate,

Guaranteed Contract Expenses,
Guaranteed Retirement
Benefits, Actuarial Services
with or without ERISA Serv-
ices, and Employee Record-
Keeping Services.

Of course, your client
can buy all these guarantees
and services. But he doesn't
have to. NWNL will provide as

many or as few options as
he wants. And no more.

So if you're looking
for a funding vehicle that
combines high yield and
contract flexibility with the
sweet security of guaranteed

principal, place your bet
on NVVNL.

Some things just
shouldn't be leit to the throw

of the dice.

81 8/78

TO: Al Benson, NWNL, Box 20, Minneapolis,

Minnesota 55440. Please send more

information about your new Group Annuity
Investment Contract for IRC 401 tax-

qualified corporate plans. Financial and
additional information available on request.

Name

Tillf

Company

AddreRs

City State Zip
Phonf Area Cnrie

NORTHHYESTERNNATEMAL

BOX 20 - MINNEAPOLIS. MINNESOTA 55440
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ations include placement ofpart of single office named Penn General he said that Donald Benyas has

Jones Bermuda Ltd

In the last year, R B Jones (UK) Ltd , located in London, owns
beefed up its risk management 20% of Bryant and Shaw Ltd, a Also significant, said Mr Schaef-
services, particularly its fire pro- British corporation and a Lloyd's fer, is the appointment of Vern
Dockendorf as head of California

last year was the same as that of the

In maJdor personnel moves, last said By "good business,” Mr

With a 52% increase in gross

last five years, Mr Schaeffer year saw a reorganization at the Schaeffer said he means internal revenues m 1977 over 1976, Arthur

added

local agenc:, level "involving in organization and operation, keep- J Gallagher & CO Jumped five

Penn General has 16 offices in some cases major changes in top ing ahead of market trends and de- spots to become the 11th largest
this country In Flonda, three of- management,” according to Mr. veloping an aggressive and effec- broker on the Business Insurance
fices have been merged into a Schaeffer At the corporate level, tive marketing organization
Principal officers include Alfred revenues Gallagher Just cracked
a corporate risk with a captive and Agencies of Florida, in a move been appointed executive vp and B Schaeffer, president, Donald A the top 20 list in 1976 with its 1975
placing one piece of a captive's aimed at reducing costs and in- given specrfic responsibillties m Benyas, executive vp, Arnold results and president Robert E
business with another captive In creasing efficiency In addition, addition to his continuing to over- Bergson, senior vp, David C Cole- Gallagher is already shooting to
addition, R B Jones formed a offices in Fort Lauderdale and see the Michigan operations and man Jr, vp, Wilham J Nietsch- break Into the top 10, maybe next
wholly owned management com- Hollywood have been closed PGA Penn General Service Corp,anen- mann, vp marketing, Sanford year with 1978 gross revenues ap-
pany in Bermuda known as R B of Florida is located in Miami

Outside of this country, PGA and related services

tection, loss prevention and tech- broker.

nical insurance services

Backin this country, the states of operations, including San Fran-
The company's Kansas City, St Michigan and North Carolina gave cisco and Newport Beach as well as

Louis, Atlanta, Tulsa and Houston PGA its best growth last year Em- Los Angeles

offices all turned in solid perfor- phasis on large, medium or small
mances, but Mr Metzler singled accounts did not change last year, ing of the insurance market, a

out the firm's excess and surplus said Mr Schaeffer
PGA 15, however, moving into through 1979

wholesale brokerage operation, II-

linois R B Jones |"1C’ fOI‘ a "Super, the self-insurance area, although

fantastic” year

In addition, Mr Metzler reported last year

that growth in property and casu-
alty coverages was good, while
growth in the marme business was
excellent

In its fiscal year, 50% of R B
Jones's revenue came from casu-
alty insurance, 19% from property,
10% excess and surplus lines, 10%
marine and 8% from employe
benefits In the last five years,
the percentage of revenues from
casualty and excess surplus lines
has risen steadily while the pei -
centage of revenue from propert,
coverages has declined

Mr. Metzler said the marketplace
is becoming more competitive
again as insurance companies re-
port profits from underwriting op-
erations "As capacity opens up we
are going to see better competitive
pricing than we have seen for the
last three years," he said

"l see nothing but good for the
insurance broker in the U S foi
1978 and 1979 provided that the
broker IS willing to get out on the
street and make his calls to solicit
new business," Mr Metzler said

The biggest challenge brokets
will face in the next five years | S
how to cope with the trend towai d
group purchase of Insurance in-
stead of the traditional individual
corporate purchase

Principal officers of R B Jones
include James P Metzler, chall -
man of the board, John VWV Less,
vice chairman of the board, John
W Tucker, president and chief ex-
ecutive officer, H Gerald Bishop,
executive vp, Joseph M Crahan,
executive vp, Louis Lange Jr,
senior vp, Robert H Lange, senior
vp, J Phihp Starr, senior vp, Ken-
neth E Hawkins, senior vp, and
Charles R Morrell, senior vp

Salaries of top corporate officers

Salary Other
income
$ 78,333 $10,000
$107.500 $31,667
$ 85,833 $35,845
$ 63,667 $15,000
$ 64,167 $15,000
$ 59,000 $28,831

James P Metzler
John W Less
John W Tucker
H Gerald Bishop
Joseph M Crahan
Louis Lange

10

11620 Wilshire Blvd., West Los

Angeles, Calif. 90025; 213-820-
7070

Penn General

Agencies

1977 1976
Premium vol NA NA
Gross rev $18,995,233 $17,382,754
Employes 525 a7e
Rev jemploye $ 36,181 $ 36,518
Offices 16 18

Property/casualty revenues con-
stitute 76% of total gross revenues
at Penn General Agencies of Los
Angeles, the 10th largest broker in
the nation. Employe benefits pro-
videonly 5%ofthefirm'srevenues,
said president Alfred B Schaeffer

Last year lived up to Penn
General's expectations, in part be-
cause operating efficiency lin-
proved and earnings levels came
up to projections The growth rate

/A —

(7

Mr Schaeffer perceives a soften-
trend which he sees extending
The most significant challenge

- . R Employes 445 324 S
there were no new services added confronting brokers remains the Revkmploves $ 41,274 $ 37,268 ated recently with an average an-
job of running a good business, he omces a7
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secretary, and Gary R Ginsberg,

treasurer

Arthur J. Gallagher
& CO.

Gould Center, Golf Road, Rolling
Meadows, lll. 60008; 312-640-8500

1977 1976
Premium vol NA NA

Gross rev $18,367,000 $12,074,833
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top 20 list based on 1977 gross

tity that provides self-insurance Smith, vp, Stephen A Silverman, proximated at $25 milhon

"Our growth attests to our
superior professional people and
chent satisfaction,” Mr Gallagher
explained simply, adding that for
the most part growth has been in-
ternal and across the board in new
accounts and the sale of risk man-
agement services "We have more
to offer the client in marketing, en-
glneering and computer sciences,”
the president maintained

Mr Gallagher proudly points out
that the firm's growth has acceler-

44 nual growth rate over the last 15

MEMO FROM
MARSH & McLENNAN

How your
company may be
able to obtain

'more insurance,’
without

necessarily buying
more insurance.

What's insurance all about

anyway9 Just one thing
shielding your assets from
unexpected losses For this
protection and peace of mind,
you are willing to plan for and
pay a specified sum that you
consider a fair price for this
removal of risk.

Errors are made when you lose
sight of the fact that protection
is the goal while insurance is
merely one means to attain
that goal. It follows then that

"more insurance" is not neces-

sarily the most advantageous
way to achieve a higher
level ofprotection

The risk management
concept

The idea is to start thinking in

terms of managing the muilti-
tude of risk situations. search-
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Tne sale of risk management ser-
vices as a percentage of gross rev-
eiues is decreasing at Arthur Gal-

years of 29.5%, increasing to 36.3%
when figured on the past 10 years
and reaching 38.7% over the last
five years. The suburban Chicago
based broker is the second largest
privately held broker in the coun-
behind Johnson & Higgins, the
son of the founder boasts.

Over a third of the firm's rev-
enues are garnered by the sale of
risk management services, princi-
pally through the firm's self-
insurance service division, Gal-
lagher Bassett Insurance Service.
The division's staff of 240 serves
117 self-insured clients, up from
100 a year ago. Self-insured work-
ers compensation, property and
casualty programs are serviced
and group insurance programs
were actively sought last year after
field testing.

Gallagher Bassett's staff in-
cludes 16 safety engineers, 11 of
whom are certified safety profes-
sionals. Though fully-insured Gal-

lagher & Co., says president Robert lagher clients generally receive

Gallagher.

ing always for the most efficient
method of attaining the
necessary protection. The
concept of risk management in
today's complex business and
legal environment requires
more than conventional insur-
ance responses.

Insimplest terms, risk man-
agement entails identifying
risks, assigning value to them,
anticipating losses and making
objective decisions about what
steps to take before losses
, occur, so that they have the
least impact on the operation of
your business.

Linked to this. of course, is the
need to implement a meaning-
ful loss control program which
will help to prevent or reduce
the incidence and severity of

losses.

Two principal options

are open

First of all, risks may be trans-
ferred in the conventional
insurance manner. The impor-
tant thing to remember here is
that this decision is made only
after a thorough review and

examination when it is
concluded that this is the
correct response in the particu-
lai- case under consideration. Ic

should not be a reflex action.

Secondly, risks may be
assumed by your company,
zitt.er in whole or in parL A
higher deductible is an obvious
way for a company to assume a
porrion of the risk and thereby
reduce the cost of purchased
nsurance-yet still retain ade-
quate insurance protection
against catastrophic loss. An

Marsh&

their risk management services .

from their insurers, Gallagher Bas-
sett personnel may be tapped, for
example, to do an in-depth under-
writing survey on an extremely dif-
ficult product problem to assist in
the insurance placement. The
division's services are also avail-
able on a fee basis to insured
clients who want more service than
the insurer is providing.

The sale of risk management
services by Gallagher, however, is
decreasing as a percentage of gross
revenues compared to a few years
ago when risk management service
sales brought in 45% of the firm's
revenues. "It seems to have leveled
off," Mr. Gallagher observed. "Gal-
lagher Bassett will always be an
importantpart of the company,"” he
continued, ":but we're not just in
self-insurance.”

Indeed, nearly two-thirds of the
firm's $18.4 million in revenues in
1977 was generated by insurance
brokering for commercial property
and casualty risks. The employe

benefit group contributes between
5% and 10% of the company's
profits.

In line with a philosophy of in-
ternal growth, Gallagher made
only one acquisition in 1977, that of
the Ruel Insurance Corp. and Em-
ployers Insurance Management
Corp. Now Arthur J. Gallagher &
Co. (Florida), the subsidiary is
primarily selling risk management
services though insurance is also
brokered through the Miami office.

The firm is "very selective" in
acquisitions, Mr. Gallagher noted,
and will start offices from scratch
as it has this year with new sales
offices in Sacramento, New York
City and Milwaukee. Gallagher
now operates 56 domestic offices.
10 of which are staffed to broker
insurance and 54 of which are ser-
vice offices.

Internationally, Gallagher has
incorporated a captive manage-
ment company in Bermuda and is
engaged in a joint venture with
Hinton, Hill & Coles Ltd. of Lon-

established self-insurance pro-
gram is another way for a com-
pany to assume its own risks,
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A PROPERTY Y

INSURANCE PROGRAM
for Protection of $26.250.000 in Assets

Quota Share participation

25% 25% 20% 20%

'nsurance Compar

4BIC/ Crior

Excess cover Share
7. $25,000,00

Primary
Insurance Insured Layer
cos. $1,000,000

Client
Self-Insured
Retention

$250,000

while divetting the money ear-
marked for premiums into a
separate fund to cover
projected losses.

The optimum plan may very
well contain elements of
both(see chart) but only with
expert analysis can one

approach the optimum with
confidence.

Which direction foryou?

We stand ready to advise and
assist you in any way we can.
Every Marsh & MelLennan
account is assigned a profes-
sional account manager. who in
turn can call on all of the con-

sulting and specific technical
services which set Marsh &

MelLennan apart in terms of

competence. What is upper-
most in our minds, as well as
yours, is making certain you
receive the protection you need
at the most reasonable cost.
The fact is, nobody in the
industry is better equipped to
counsel you on the best course
to follow and to assist you, at
every step along the way.
toward a risk management
plan which makes sense for
your operations.

Fora more complete examt-
nation ofthis and related

subjects. simply sendfor your

copy of) 'The Risk Management
Concept-lnsurance Plus." Write

to Dept. 100-BI, . Marsh &
McLennan, Incorporated, 1221
Avenue of theAmericas, New
York, N.Y. 10020

Eueny clientisassured of professional risk and

insurance management seruices-in depth.

== -

don, affording Gallagher access to
Lloyd's and British marketplaces
through Gallagher, Hinton & Ver-
eker (U.K.) Ltd. Gallagher also
maintains correspondent relation-
ships with other brokers around
the world.

Gallagher doesn't concentrate its
marketing efforts on any particular
sized account, preferring to cover
the field of small, medium and
large accounts. The firm also seeks
a broad spectrum of clients,
though it is heavy in institutional
and governmental clients, ac-
counts some brokers shy away
from.

The average age of Gallagher
producersis 31. Theyoungageis"a
tremendous advantage," Mr. Gal-
lagher said, providing the firm
with "great vigor, new ideas and
innovations." Many ofthe produc-
ers are home grown, in that for the
past decade Gallagher has run its
own training program, hiring col-
lege sophomores through seniors
for the summers to train them in all
phases of the business for possible
future employment.

Mr. Gallagher noted that Gal-
lagher has its own inhouse
excess/surplus lines department
but that producers market their
risks. "Other large houses have
marketing departments; we feel
the producer knows the risk best."
In addition, there is no corporate
staff per se at the fast growing firm.
"We came from rather far back in
the pack, so we are all totally in-
volved in the various processes.
We're all in the trenches.”

Mr. Gallagher said growth of the
51-year-old firm has made it "infi-
nitely more professional now, with
more resources, such as Computer
science. We feel we are a few years
ahead of our peer group in com-
puter sciences. We run hundreds o f
tailor-made programs. It's not
what do we want to give the client
but what does the client need.”

The broker wants to expand its
spectrum of brokering services,
moving into new marketing areas
and areas of the industry. "We are
interested in reinsurance broker-
ing," Mr. Gallagher divulged.

Over the past six months Mr.
Gallagher has detected a trend
toward lower insurance costs. "In-
surance companies are bringing
down their prices and brokers are
trying to take advantage of it for
their clients.” He expressed con-
cern that this trend could lead to
"some difficulties we've just come
out of.”

But the toughest challenge Mr.
Gallagher sees ahead "isn't in the
markets. We can deal with that. It's
in manpower development and all
that connotes in terms of TLC of

Continued on following page
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PORTLAND, ORE.

JEWETT, BARTON,
LEAVY & KERN

720 S.W. Washington St.
-222-1831
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Attention! Consultants - Administrators - Agents- Bfokers

STOP LOSS PROTECTION

for
CORPORATIONS AND TRUSTEED HEALTH & WELFARE.FUNDS

THAT HAVE OR ARE CONSIDERING A

SELF INSURED GROUP HEALTH PLAN

AGGREGATE AND SPECIFIC EXCESS COVERAGE AVAILABLE FOR .QUALIFIED
GROUPS WITH AS FEW-'AS 150 .EMPLOYEES

CONTACT STEVEN-P. STUCKY, C.L.U.
GROUP VICE PRESIDENT
THE, LAFAYETTE LIFE INSURANCE COMPANY
LAFAYETTE, IN. 47902 (317) 474-3416

Risk management assistance

around the world

ag€nt/broke€r
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Continued from preceding page
the people." With 500 employes the
firm is still"paternalistic” about its
employes, Mr. Gallagher said, but
he is somewhat anxious about-how
that will be maintained when the
company grows to 1,000; 1,500-and
2,000 employes. "We will change,’
but hopefully we will still be a
close, turned-on organization,” he
said. "We have to follow what got
us-to our. present position" .

One contributor to success at
Gallagher has been a- policy- of.
nepotism, Mr. Gallagher said. "We
' believe in nepotism. It works for
us. We'have,third-generation Gal-
laghers here. I've counted 38 rela«
tives. Of course, the nepotism is

selective; the process is scrupu- -
lous.™

Subsidiaries of Arthur J. Gal-
lagher & Co. include Mochel In-

ROLLINS Bull)ID<

HUNTER

Multinational Insurance. Brokers

World Headquarters

10 South R;verside Plaza

Chicago, lllinois 60606

surance Agency, The Wightman
Agency Inc., J. Frank Holt & Co.
Inc., Arthur J. Gallagher Manage-
ment Ltd., Arthur j. Gallagher &
Co. (Florida). Gallagher BaBsett In-
surance Service and Enrollment
Service Center are divisions and
Gallagher, Hinton & VVereker Ltd.
is a joint venture with Hinton, Hill
& Coles-Ltd.

Principal officers are Robert E.
Gallagher, president; John P. Gal-
lagher, executive vp; Warren G.
Van der 'VVoort, vp; Daniel P.
Wachs, vp, and Sterling L. Bassett,
VP.

E.H. Crump

Cos. Inc.

12

5330 Poplar,Ave., Memphis, Tenn.,
38117; 901-761-1550

1977 1976
$135,000,000 $110,000,000
$ 16,100,000 $ 13,500,000
Employes 551 481
$ 29,220 $ 28,067

= 1 &

Prernium vol

Gross rev.

Rev./employe
Offices.

E.H. Crump Cos. Inc., the 12th
largest brokerage firm in the U.S_,
boosted its total premium volume
22.7% and its gross revenues 19.2%
in 1977 over 1976.

"We were very pleased with last
year's results," said president Sid-
ney A. Stewart Jr. He attributed
the growth to continued expansion
into new markets and locations, a
beefing up ofprofessional services
and "bread and butter basic hard
work."”

Business for Crump was gener-
ally very good last year all across
the country with especially strong
performances by the Memphis,
Kn6xville, Dallas and New Orleans

offices.

Mr. Stewart last year.told a meet-

ing of Memphis security analysts .

that Crump was out to become
the South's dominant insurance
broker. In moving toward the ob-
jective, Crump acquired two major
agencies in the South: Ahderson,
Fisher, Johnston & VVaughan Inc.
of Memphis and Spencer, Mur-
phree Inc. of Jackson, Miss., now
known as Crump-Spencer Mur-
phree Inc.

Crump further expanded its re-
tail base when its Memphis flag-
ship insurance office, E.H. Crump
& Co., established a national ac-
counts division, a move aimed at
winning and servicing major
commercial insurance accounts.
The national accounts division also
has a separate branch that is active
with construction industry insur-
ance and surety bonds.

Keeping pace with the retail
growth has been the emergence of
a nationwide network of excess
and surplus lines specialty offices.
In 1977, Crump formed . three
jointly owned excess and surplus
lines operatibns: Crump-Kientz
Co. of Columbus, Ohio; Crump In-
ternational Co. of San Francisco
and New York, and Western Com-
mercial Aviation Insurance Inc. of
Los Angeles. Earlier this year,
Crump-Davis Inc. of Dallas was
formed to givethe company entry
to the big Texas excess/surplus
market.

Commercial accounts

repre-
sented 84% of Crump's business in
1977, up from 82% a year earlier.
The revenue pie was divided 23%
property; 49% casualty; 12% trans-
portation, 10% surety, and 6% life
and employe benefits.

A major goal of the Memphis-

based firm is to get more active in
the facultative reinsurance busi-

ness. It also would like to use its
Bermuda subsidiary, E.H. Crump
(Bermuda) Ltd., to handle more as-
sociation captive business.

Mr. Stewart described the mar-
ketplace as being very soft in the
property area and much softer in
certain casualty lines. He expects
the current competitive pressures
to continue through next year.

The major challenge facing
brokers today is to develop new

Continued on page 44



“AMERICA THE BEAUTIFUL” IS MORE THAN BEAUTIFUL

“...above the fruited plain”

America is a rich country indeed. We're rich in our people and
rich in the variety and quality of foods that come from our farms and
orchards and ranches to our local markets.

Protection Mutual is helping keep food costs down through its fire
protection engineering of farm machinery plants, meatpacking plants,
warehousing of foodstuffs and retail food markets. The prevention
of loss is a saving to industry which is also a saving to each of
us as consumers.

Protection Mutual has only one business—the conservation of
industrial and commercial property through creative loss prevention
engineering.

PROTECTION MUTUAL
Insurance Company

300 South Northwest Highway, Park Ridge, lllinois 60068
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products and services to meet the
changing needs of clients, Mr.
Stewart said. "Brokers that offer
true professional services will con-
tinue to grow and we plan to be one
of them," he said.

Acquisitions in the last year in-
clude: Anderson, Fisher, Johnston
& Vaughan Inc. of Memphis, Sep-
tember 1977 and Spencer Mur-
phree Inc. of Jackson, Miss., July
1977. Joint ventures formed in-
clude: Crump Davis, Inc. of Dallas,
April 1978; Crump-Kientz Co. of
Columbus, Ohio, January 1977,
and Western Commercial Aviation
Services Inc. of Los Angeles, Oc-
tober 1977. In addition, Crump In-
ternational Co. Ltd. opened offices
in San Francisco, May 1977 and in
New York, March 1978.

Principal officers are E.H.

Crump Jr., chairman of the board;
Sidney A. Stewart, president;
James M. Power, executive vp;
Frank C. Pidgeon Jr., executive vp,
and E.B. Morrow Jr. senior vp.

Name Salary &

incentive

compensation

E.H. Crump $90,182
Sidney A. Stewart Jr. $89,662
Frank C. Pidgeon Jr. $44,162
E.B. Morrow Jr. $52,162

Nordstrom-

Larpenteur
Agency Inc.

7900 Xerxes Ave. South, Suite

1300, Minneapolis, Minn. 55431;
612-830-3000

1977 .o76

Premium vo'. $98,000,000 $95.000,000
Gross rev. ... $14,000,000 $14,000,000
Employes .. 375 395

5 37.333 B 35,443
—_—_— ==

Rev./employs
Offices

Maintaining the same gross rev-
enues of $14 miillion in 1977 as

in 1976, Nordstrom-Larpenteur
Agency fell two slots to 13th this
year on the Business Insurance list
of the top 20 agents and brokers.
It's the second year in a row that
the Minneapolis-based broker has
failed to keep up with its peers, but
the privately held firm intends to
change the pattern this year.
"Last year, and the year before,
our three-year prepaid business
dropped off to annual business,”
explained president John D. Nord-
strom. "We didn't lose any ac-
counts and | would guess we added
about 1,200 new accounts," he
stressed. Reports that his firm had
placed substantial property busi-
ness with the Florida agent Den-
Har are "exaggerated,” Mr. Nord-
strom said. The cancellation of
Den-Har's policies by the Lloyd's
Sasse Syndicate due to heavy los-
ses and resuting reinsurance prob-
lems will not affect Nordstrom-
Larpenteur'E premium volume or
gross revenues, he maintained.
But further thwarting growth of

the agency's gross revenues was
the failure of self-insurance and
captive related business to develop
as quickly as Mr. Nordstrom had
anticipated. "We expected an ex-
plosion in captives and self-
insurance," he said.

The explosion wasn't defused,
just delayed, Mr. Nordstrom prom-
ises. "In the next year or two, | ex-
pect 30% to 40% of our business
will be in risk management, self-
insurance and captives," the presi-
dent predicted. The medium-sized
account, a company with sales of
anywhere from $5 million to $200
million, is the target for these al-
ternative program services as it has
been the agency's market in the
past.

This year the firm is reorganizing
"to better service customer needs,"
Mr. Nordstrom said, particularly
aligning facilities to serve the
needs of clients pursuing self-
insured or captive programs.
Overall, on Sept. 1, the parent
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Our System.

Some insurance companies rely on

computers to handle their group dental , ..*,
claims. Others pin their hopes -A -ii

mainly on human effort.

The Travel-
ers has its own

unique sys-
tem. Our

group dental

program combines --/-"-
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the speed and efficiencies - ¥i-/

of the computer with the insight -, /
and understanding of our profes-

sional people.

Our computer network helps cut
the cost of claims administra-

tion. And our claim forms carry the
names and phone numbers of our
claim representatives, so your em-
ployees can deal with people-not
machines. You'll appreciate the
savings. Your employees will ap-
precicrte the ease, convenience and
human touch in receiving their den-
tal benefit payments.

The Travelers Insurance Company

Perhaps our system is the reason last
year we were the number one group dental
insurance company-both in number of cases
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In either case, if you want to put some bite

in your group dental program, our system can
help. Contact your Independent agent

or broker or The Travelers Group Field

Office nearest you.

The Travelers

Group Department-

offering professional products,

services... and the people

to support them. ,,,,-

THE TRAVELERS

and its Affiliated Companies. Hartford, Conn. 06115

company will be named The Nord-
strom Group, essentially a holding
company, with the current agency
as one of its subsidiaries under the
Nnew name of The Nordstrom
Agency. The executives of the cur-
rent firm will serve as the execu-
tives of the holding company.

Already two new corporations
have been formed. Nordstrom
Risk Management Inc. was created
in June to offer risk management
services to clients and to serve as a
consultant and risk manager for
captives and self-insurance pro-
grams, Mr. Nordstrom said. The
president is Louis A. Golinvaux,
also senior vp of the Nordstrom-
Larpenteur Agency. In July,
Placements Facilities Inc. was also
incorporated as a managing gen-
eral agency. Under Roger Walsh,
also senior vp of the agency, the
company will open a home office in
New York and initially will act
principally for The Nordstrom
Group, specializing in excess in-
surance, reinsurance. and foreign
insurance..Later, the company will
seek to act as a true managing gen-
eral agency on a wholesale basis,
1VIr. Nordstrom said.

Also coming out o f the reorgani-
zation will be the formation of
Nordstrom-Worth Inc. to handle
employe benefits for the Nord-
strom Group under the direction of
Peter Worth as president.

"We are looking forward to 1979
with high expectations,” Mr.
Nordstrom said. "Our entry into
the captive market will show sub-
stantial increases during the next
12 months," he predicted, with the
formation of 10 new captives.
Looking at 1978, the president said
he is "conservatively" estimating
gross revenues at $17 million, a $3
million or 21% increase over gross
revenues of the last two years of
$14 million.

Currently the agency's 98%
commercial business from 15,000
clients is about 65% in prop.-
erty/liability, heavily package
policies, 20% in workers compen-
sation, 5% in marine and 8% in em-
ploye benefits.

The firm is serving business with
three fewer offices and 20 fewer
employes than it had in 1976. In
1977, the Omaha office was closed,
the Fairfield, Conn., office's busi,
ness was moved to New York and
the Nashville office was folded
into the Memphis office leaving
Nordstrom-Larpenteur with 30
branch offices throughout the U.S.
The cut in employes isn't just a re-
sult of closing offices but also re-
flects "better management,” Mr.
Nordstrom suggested, giving the
firm higher revenues per employe.

The firm did not make any ac-
quisitions in 1977, but Mr. Nord-
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strom said he is very interested in
opening a new officein Milwaukee.
In addition, the firm is considering
a new office in Washington, D.C.,
which would assume the business
generated by clients in the nation’s
capital that is now handled by the
Columbia, Md., office. Without
foreign offices, the firm will handle
its business with London and other
foreign insurers through its New
York branch, Placement Facilities.
Taking the insurance industry's
temperature, Mr. Nordstrom pro-
nounced insurance companies as
“again becoming well.” But he
added a note of caution. “Let’s
hope they're taking a long term
look out.” As a broker, Mr. Nord-
strom sees his toughest challenge
as “complimenting” the problems
of insurers and customers. For in-
stance he said, “the products prob-
lemisnotyet being handled right.”
Principal officers of the Nord-
strom-Larpenteur Agency in addi-
tion to president John D. Nord-
strom are Steven C. Nordstrom,
executive vp, and senior vps Louis
A. Golinvaux, Peter H. Lindsay,
Roger S. Walsh, Gerald E. Coscia,
William F. Comiskey, Glenn A.
Pearson and Robert C. Stibor.

1 4 Insurance

Management Corp.

PO Box 27424, 6600 W. Broad St.,
Richmond, Va. 23230; 804-281-6336

1977 1976
Premium vol. ... NA NA
Gross rev. . . 513,794,342 $12,043,904
Employes . - 385 346
Rev/employe .... § 35830 § 34809
Offices ... cuuise 24 20

Insurance Management Corp.'s
growth rate slowed to 15% for 1977,
following a 20% year in 1976.
“While we always would have liked
to have done better,” revenue
forecasts were ‘“‘pretty much
achieved,” said vp Marvin Blum.

The company had a couple of off
years in 1974 and 1975 and while a
five-year average growth rate was
not available, Mr. Blum said the
15% increase in revenues for 1977
probably exceeded the five-year
average.

In June of this year, Insurance
Management acquired Hewitt-
Coleman & Associates Inc., a
Greenville, S.C., based firm
specializing in self-insurance ad-
ministration for workers compen-
sation. Self-insurance administra-
tion represents a new area for In-
surance Management and it should
be the fastest growing area for the
company during the coming year,
said Mr. Blum.

While Insurance Management's
other subsidiary firms will have
access to Hewitt-Coleman’s exper-
tise, the facility will remain intact
and headquartered in Greenville.
Hewitt-Coleman will not become a
full service agency since that
would duplicate personnel now
serving the same geographic ter-
ritory, Mr. Blum added.

Mr. Blum also forecast employe
benefits as an area where growth
will be faster than for the company
as a whole. Currently employe
benefits account for 6% of Insur-
ance Management's revenues
compared with 80% for
property/casualty lines.

Much of this growth will come as
a result of continued industrializa-
tion in the Southeast and expand-
ing recognition by employers there
of the value of a good employe
benefits program, Mr. Blum said.
All but three of Insurance
Management’s subsidiaries are lo-
cated in the Confederacy.

These are also areas where the
big life insurance companies aren’t
marketing heavily, Mr. Blum
added.

Insurance Management sees the
brokerage business becoming
more competitive as a result of
softening of insurance markets.
“The client will be shopping more,
You just can't treat a renewal com-

Continued on following page
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placently,” Mr. Blum said. "You
have to run it by more markets and
that takes time and money."”

He added that lower premiums
will mean less commission for
brokers at a time when fixed costs
are rising due to inflation.

"In reality there is no new busi-
ness, it's someone else's."

Thus, to maintain its competitive
position, Insurance Management
is stressing education and training
for its staff, good service and good
management, Mr. Blum said. The
company will commit existing
space and personnel to the em-
ploye benefit area as it develops
this business.

Regional accounts with pre-
miums of between $5,000 and
$100,000 are Insurance Man-
agement's "bread and butter."” The
company looks to serve commer-
cial accounts of any size within its
area, providing any or all services
offered. However, Mr. Blum said
the firm is not set up to serve na-
tional or international accounts.

Hewitt-Coleman was the only
mAjor acquisition made during
1977-78. However, Mr. Blum said it
was probable that another acquisi-
tion will be made in thenear future.

Insurance Management is a sub-
sidiary of Richmond Co., which it-
self is a division of The Continental
(Can) Group Inc. Principal officers
of the firm are William B. Graham,
president, and Mr. Blum, vp.

1 W HerlyTRgdwell &

855 Ridge Lake Blvd., Memphis,
Tenn. 38117; 901-767-8950

1977 1976
Premium vol. $76,000,000 $68,000,000
Gross rev. $13,788,000  $13,300,000
Employes 300 305
Rev.employe $ 46.666 $ 43,605
= 1=

Offices

Cook Treadwell & Harry's gross
revenues for 1977 eased ahead a
modest 3.6%, down sharply from a
year earlier when gross revenues
surged ahead 29%. The firm ranks
15th on the Business Insurance top
20, down two spots from last year.

Although the company's num-
ber of commmercial clients grew by
about 15%, revenues were ad-
versely affected when Cook
Treadwell & Harry's parent, Cook
Industries, reduced its operations
in the grain and cotton business.
As a result, premium volume
from the Cook Industries account
dropped off sharply.

During the year, Cook Treadwell
beefed up its life and employe
benefit division. The firnm em-
barked on a nationwide talent hunt
to bring benefit experts to the
company's Memphis office, said
chairman ofthe board Timmons L.
Treadwell. "We're trying to stay
four to five years ahead of the com-
petition,” he said.

The best growth came in the
aviation business, followed by
strong growth in marine coverages
and employe benefits, Mr. Tread-
well said.

The firm has not made any ac-
quisitions during the last two
years. However, Cook-Treadwell
has gotten the green light to slowly
begin acquisitions as the oppor-
tunities arise. Acquiisitions prob-
ably would be limited to the south-
ern sections of the U.S.

Cook Treadwell is concentrated
in the South and Southwest with
14 offices in Memphis; Mobile,
Ala.; Jackson, Miss.; Rockville,
Md.; Knoxville, Tenn.; Portland,
Ore.; Tulsa; Houston, and Dallas.

Currently, about 94% of its busi-
ness comes from property/casualty
revenues, up from 90% a year ear-
lier. Ninety percent of Cook
Treadwell's gross revenues come

from commercial accounts.

Company officials said Cook
Treadwell will continue to place
maj or emphasis on medium-sized
accounts generating between
$50,000 and $100,000 in premiums.

Mr. Treadwell said a mgjor prob-
lem in the insurance business
today is the wild fluctuation in
rates. The buyer wants stability,
Nnot a situation in which rates soar
incredibly followed by price wars,
he said.

The challenge facing brokers is
"maintaining the reputation of

being the most professional agents

wherever we are . . . If clients don't
think they are getting the service
they need, they are going to be

looking elsewhere.”

Principal officers are: Timmons
Treadwell I, chairman of the
board; George H. Treadwell Sr.,
honorary chairman of the board;
James L. Barksdale, president;
Charles H. Gray lll, vp-finance;
Louis M. Firbringer, senior vp,
and John E. Barger, vp-life and
employe benefits.

Top officer salary

Timmons L Tr€adwell

5119,166

4 2 James S. Kemper
Il U & Co.

20 N. Wacker Drive, Chicago, ill.
60606; 312-321-3500

1977 1976
$110,000,000 $. 14,000,000
$ 12,844,000 $ 12,081,000

Employes, 381 383

Premium volL .

Gross rev.

Rev./employe $33,711 $31,543
Offices . 31 31

James S. Kemper & Co., with
only a 6.3% increase in gross rev-
enues in 1977 over 19786, fell a slot
this year to number 16 on the
Business Insurance list of the 20
largest U.S. agents and brokers.

Though revenues of direct
agency operations were ahead of
budget at an increase of 15.5% over
the previous year, 1977 income
growth at the Chicago-based
brokerage firm was slashed when
its subsidiary Excess Underwrit-
ers Inc. was forced to stop under-
writing professional liability in-
surance. The elimination of $15
million in premiums cost the com-
pany an estimated $1 million in

revenues in 1977.

Loss of the lucrative business
was triggered by the California in-
surance department's enforce-
ment of a requirement that unau-
thorized reinsurers furnish two-
year letters of credit, said James S.
Kemper president Richard S.
Winzer. Excess Underwriters had
used Sequoia Insurance Co., a
Kemper Corp. subsidiary, as its
underwriting facility for profes-
sional liability insurance. The bus-
iness was entirely reinsured
through treaties, a third of which
were with Japanese companies.
Excess Underwriters was unable
to secure two-year letters of credit
from the Japanese companies and
Sequoia elected to discontinue

Introducing the
ALL-CLI« R 360

Clearly written in everyday English.

Clearly broadened all-around coverage.

That's the revolutionary approach USAIG
has taken with our all-new, ALL-CLEAR

360° aircraft insurance policy. it spells

out-in plain English-exactly what

coverage you have and gives you more

coverage than ever before.

Here is an actual example, taken intact

from our printed policy:

Your Aircraft Physical Damage Coverage
"if you have this coverage, we'll cover

N you against risk of physical loss or

damage to your aircraft both while it's on
the ground and while it's in flight. A fixed
wing aircraft is in flight from the time it

moves forward for takeoff and until it

i. completes its landing run. A rotorcraft is

ly-*6}440" |
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-[IATI#

in flight while its rotors are in motion as

a result of engine power or autorotation.”

What we'll pay

"if your aircraft is a total loss we'll pay
you the amount shown on the Coverage
Summary page for your Aircraft Physical
Damage Limit, less any deductible

that applies."

Your Liability Coverage

"Combined coverage for bodily injury
and property damage. if you have this

coverage we'll pay claims for bodily
injury, mental anguish and damage to

someone else's property resulting from
the ownership, maintenance or use

of the aircraft.”
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serving as a facility for the broker-
age firm's professional liability
underwriting.

Two other facilities were lined
up for the business, but "the
stigma of a Kemper insurance
company (Sequoia) cutting off Ex-
cess Underwriters, a subsidiary of
the James S. Kemper agencies,
Killed us with the reinsurers,”
lamented Mr. Winzer. Unable to fill
20% of the needed reinsurance,
James S. Kemper had to shut off

Excess Underwriters on April 1,
1977.

The broker tried until March of
this year to reestablish its profes-

sional liability underwriting busi-
ness, but it couldn't win over the

reinsurers, loosing a battle in its

age-old war to establish James S.
Kemper & Co. as a broker that is
independent of the giant corpofa-
tion of insurance companies of the
same heritage. As a result, Excess
Underwriters staff has been re-
duced. "We hope -to rebuild it in
general excess/surplus lines busi-
ness," Mr. Winzer said. The sub-

sidiary is just now "up and run-
ning,"” with a premium volume in
the first six months of 1978 running

$1.5 million.

If one excludes Excess Under-

writers, earnings for 1977 were up
24% over 1976, Mr. Winzer said.
Commercial business generates
88% of the firm's revenues, up
from 85% in 1976. Less than 10% of

USAIG

9 u.bee, every word is easily understood.

\ 1 Every sentence comes across clearly and
E"™ simply with no hidden meanings or

ts.,- confusing /anguage.

6 »4:But we didn't stop with language alone.
-9*s also added more coverage to give
' knore value for every insurance dollar.

A brochure describing our ALL-CLEAR
policy in m6re detail is free for the
asking. Simply complete this coupon and
send it to: USAIG, Advertising Dept.,

110 William Street, New York,

New York 10038.
Name

Address ..

CitylStatelZip

Usn,G

UnITED STmES HIRCH,IFT mSURIInNCE GROUP

that business is generated by em-
ploye benefit or group insurance
accounts.

So far in 1978, the brokerage
firm's gross revenues are up about
20% and earnings from commis-
sions and fees are up 35%, Mr.
Winzer smiled, promising to re-
coup from the Excess Underwrit-
ers fiasco.

However, the president is also
watching the"dramatic changes in
the business," such as premiums
going down on renewals with the
softening of the markets. "There
will be a definite leveling of pre-
mium income for companies,"” Mr.
Winzer predicted. "We hope ours
won't; we hope we're better sales-
men than the next guy.” The com-

NEW YORK « ATLANTA « BOSTON - CHICAGO « DALLAS - DENVER
HOUSTON « LOS ANGELES - SAN FRANCISCO « TOLEDO - WICHITA

pany is continuing its emphasis on
the medium-sized account, $50,000
to $1 million in premiums, though
it does go after the large accounts
once in a while, Mr. Winzer noted.

Considering the ramifications of
softening markets, Mr. Winzer
suggested that "the good, profes-
sionalbrokerfeelshedoesbetterin
a hard market."” In soft markets,
price cutting can occur with agents
placing business with insurers just
coming into a market.

Still, accounts are retained in
such a climate. Mr. Winzer recalled
"as a classic example" a $750,000
premium property account that
was up for renewal and "someone
came in at $250,000. We pointed out
the quality of that market and the

34401¥4- ., . A4l--S-14

phenomenal loss prevention ser-
vices we were providing. That in-
surance manager stuck his neck
out a mile when he recommended
they stay with us (which the com-
pany did). But a year later, when
the other insurance company was
out of the market, he was a hero."

James S. Kemper did not make
any acquisitions in 1977, the sec-
ond yearinarow, butithad "made
a pass at a few agencies,"” Mr.
Winzer said. "We're stilllooking, in
Texas, Ohio and the , Pacific
Northwest."

The president noted that the
company is operating"much more
efficiently than we used to," with
only a few more employes than it
had in 1974 when its premium vol-
ume was $81 million. From a
loosely knit group of agencies 15
years ago, "we've developed into
an organization run with a definite

1 1 I |

Photo: Kathryn J. Mcintyre
The Kemper Agency hopes- to re-
build Excess Underwriters into a
general excess/surplus business,
says brokerage president Richard
S. Winzer. The subsidiary is now
just "up and running.”

plan. We callit profit planning, but
it'sjust amanagement by objective
plan. We take the corporation apart
every October and put it back to-
gether again,”" he said.

James S. Kemper has 31 offices,
the same as last year, though it
closed its Buffalo office and
opened one in Saginaw, Mich., and
moved its eastern office from
Springfield, N.J., to Millburn, N.J.
The largest growth was shown by
its Denver office, followed by
Chicago and the eastern operation.
Its one foreign office is in Toronto,
Ontario.

The broker started to promote
James S. Kemper & Co. (Interna-
tional) Ltd., a captive management
company incorporated in Ber-
muda in December 1976, in the
spring. Five seminars were held
last year on captives for Kemper
clients and prospects. One captive

Continued on following page
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feasibility study has been com-
pleted and three more are under-

way. The management company
will contract with J.H. Blades for

Bermuda services.

"We don't look to make a lot of
money in captive management,”
Mr. Winzer admitted, "except that
indoingagoodjobforaclientwe’ll
handle the reinsurance and the
bulk of the account that is not in
the captive.”

Kemper is also expanding its
risk management services for cor-
porate clients with the addition ofa
claims manager. "We monitor
safety and claims now, but we will
beef it up,” Mr. Winzer said.

A two-year-old venture was

shelved Dec. 31 when Kemper's
contractto market Telecredit Inc.'s

insured check service was termi-

nated because Telecredit wanted
control over its sales operation.
The sales staff, which was never
included in the brokerage firm's
employment statistics, was hired
by Telecredit. Kemper sold 30,000

accounts for Telecredit and will
realize residual income on the con-
tract for three years.

James S. Kemper & Co. sub-
sidiaries include Associated Mutu-
als Inc., Dominion Mutual Insur-
ance Agency Ltd., Excess Under-
writers Inc., James S. Kemper
Agency Inc., James S. Kemper &
Co. Inc., James S. Kemper & Co.
(International) Ltd., James S.
Kemper & Co. of Arizona Inc.,
James S. Kemper & Co. of Califor-
nia Inc., James S. Kemper & Co. of
Texas Inc. and Risk Management
& Insurance Inc.

Principal officers are Richard S.
Winzer, president; John W. Roblee,
vp and controller; Bernard J. Sul-
livan, vp; Peter Van Cleave, secre-
tary, and Maurice F. Thunack,

treasurer.

Schiff, Terhune
International Inc.

17

100 William St., New York, N.Y.
10038; 212-425-3010

1977 1976

Premium vol. NA NA
Gross rev. $12,400,000 $8,700,000
Employes.... 310 260
Rev./employe $ 40,000 $ 33,462
Offices. 9 NA

With a 43.2% increase in gross
revenues, Schiff Terhune Interna-
tional Inc. is well on target towards
its goal of becoming a $25 million
company by 1980. The growth at
the nation's 17th largest broker re-
flected new business and im-
proved market conditions, accord-
ing to vp James M. Christie.

INn addition, four acquisitions
were completed during the year:
Leedom, O'Connor & Noyes of
Milwaukee, Roblin Agency of Bos-
ton, Brenner Associates of Los
Angeles and Swimmer/Wolf Corp.
of Philadelphia. With the excep-

tion of Leedom, O'Connor, the ac-
quisitions were integrated into ex-
isting Schiff, Terhune operations
in those cities, said chairman
Frank Schiff.

By 1980, Schiff Terhune antici-
pates having gross revenues in ex-
cess of $25 million with between 15
and 16 offices, said executive vp
Bert Linder. Currently the firm has
six domestic offices, two branches
in Israel and one in Bermuda.

Mr. Schiff said the company an-
ticipates adding at least three addi-
tional offices during 1978. "Our in-
tent is to be in the key industrial
cities throughout this country.”

The objective is to grow to a
specific size as part of a three-year
expansion program, Mr. Linder
explained. "It won't make us a
jumbo, but it will develop us to the
size needed to maintain our com-
petitive position."”

In May, the firm entered into a
joint venture with SIACI (Societe
Intercontinentale d’Assurance

Using This Insurance
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[3 We feel that we have to do a better-than-usual job.
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about professionalism.

m You enjoy the benefits of all that extra effort.

And apparently a lotof
companies seem to agree

Major corporations, governmental agencies, and a host of firms
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good sense to work with a unique group of insurance professionals.

May we show you why they think so?

g BOWMAN CO., INC.

1360 FULION STREET BROOKLYN, N.Y. 11216 - (212) 636-6015

Pour le Commerce et L'industrie)
to pursue business from French
companies operating in the United
States.

INn addition, negotiations- are
nearing completion for Schiff
Terhune to become U.S. managing
agents for three foreign insurance
companies seeking entry as New
York admitted companies. This
type of work would be performed
as a separate operating unit within
the Schiff Terhune organization,
Mr. Schiff said.

Other plans call for acquisition of
a reinsurance broker. Schiff
Terhune currently places reinsur-
ance on a facultative basis, but
plans to expand into thetreatybus-
iness this year, Mr. Schiff added.

WWhile the first

vear of
Schiff-Terhune's growth program
has measured up to expectations, it
is still too early to say whether final
goals will be achieved or whether
they will be altered, said Mr. Lin-

der.

Some of the ventures entered
into by the firm were not part ofthe
original plan, he said, explaining
that such opportunities have led
Schiff Terhune to grow vertically
as well as horizontally.

Gréwth is necessary to Schiff
Terhune's survival, Mr. Schiffsaid.
"If you stay still, you'11 die." He
added that his company can ac-
quire a merger partner and allow
that firm's management to become
part of Schiff Terhune's senior

management.

Such was the case when Allen
Swimmer, formerly of Swimmer/
Wolf, became president of Schiff
Terhune of Pennsylvania after
Herbert Segall was kKilled in an
auto accident in July 1977.

"Our purpose in acquisitions is
to strengthen us nationally and de-
velop a good book of business, but,
most important, to pick up the
right people,"” said president Hill-
iard Feldman. Mr. Swimmer filled
a gap created by Mr. Segall's tragic
death.

To further strengthen the firm's
managerial talent, the New York
office was reorganized into Schiff,
Terhune Inc. and several younger
executives were put in charge.
These included Mr. Linder as pres-
ident and Messrs. Christie and An-
drew Marks as executive vps.

"These are the fellows who'11 be
running Schiff Terhune Interna-
tional in the future," said Mr. Lin-
der.

Although the firm's largest client
is an $8 billion company, Schiff

Terhune is positioning itself to
serve medium-size firms with sales

of up to $200 miillion. The broker-
age firm is small enough to be able
to devote top management to serv-
ing these type of clients, Mr. Schiff
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said son International, a reinsurance The four agencies were ongl- : : Financial Guardian

"With a giant brokerage house brokerage company, and Laverack nally acquired by Esmark, the , Insurance Group Our sources
you're likely to get lost You don't & Haines of Buffalo, N Y It pro- Chicago conglomerate that in- ; ;
get to meet with the chairman and vides self-insurance and insurance cludes Swift & Co Esmark de- 3100 Broadway, Kansas City, Mo. of information
president,"” he said brokerage services These acquisi- cided to get out ofthe financial ser- 64111; 816-561-8630

The firm is continuing to ellmi- tions helped Emett & Chandler to vices field and divested those op- 1976 The information con—
nate accounts in the $2,000 to grow about a 16% rate in commer- erations in late 1976 The agencies Premium vol $120,000, OOO $82,000,000

$5,000 premium range from its cial accounts in 1977 for a total of then operated as part of GSI, the Gross rev $ 11,220,936 $ 5,152,864 tained in the agent/broker
books While the firm is not seek- 870 accounts former financial services division Employes 308 265 profiles published in this
ing such business, it plans to retain However, the client emphasis of Esmark, until being acquired by zi:;;esmploye ® 36'792(8) ® 30'37292 special report was supplied
accounts in this size that it feels has not changed, said Mr Smith, Ryan by the brokers themselves
represent growth opportunities, remaining on large and medium Ryan, a specialist in credit hfe in- Financial Guardian Insurance Although the information is
Mr Linder said size accounts surance sold through automobile Group scored a 37% increase in accurate to our knowledge,

Schiff Terhune sees property dealers, is composed of six life in- revenues in 1977 due to internal Business Insurance cannot

markets remaining stable and Mr While no new services were surance companies and one growth and acquisitions The in- guarantee the accuracy of
Feldman added that while liability added in 1977, the company is property/casualty insurance com- crease in profits and revenues was

premiums may have peaked, he plannmg to work far more closely pany Ryan had purchased Globe m line with the firm's target for the
does not foresee the typical shift- with the reinsurance underwriting Life Insurance Co at the time of year, according to chairman of the taken with the figures and
ing of the pendulum toward the companies associated with the Esmark divestiture, a move board and chief executive officer
other direction "Everyone will Pinehurst in the future, he said that apparently led to the group's Lee Beets names contained in the pro-
hold their bieath," he said In major personnel moves, purchase of the insurance broker- Internationally, the Kansas Cry, files, but errors can happen.
In the meantime, the brokerage Thomas J Peterson was named age operations Mo, firm moved into the European We'd like to know about any
has aggressively tried to pursue president of Emett & Chandler of theater for the first time, estabhsh- important errors so that we
product liability accounts from the New York, while L Charles Mag- The four agencies have different ing a foreign holding company in may correct mistakes If
medium-size firms it views as its nant moved to chairman of the specialties or geographic concen- The Hague named Financial Guar- something went wrong, Just
target market With knowledge of brokerage house trations, e glalned agency grouP dian International BV,an oPerat drop a note to Greg David,
the markets and creative under- Offering a forecast of the future, chairman J C Brogan,‘aF ing office in Paris called Finan Managing Editor, 740 N
writing and analysis the firm has Mr Smith said that while premium though they are managed overall Guardian France S A and a regis-

the information

Special care has been

saved considerable sums for many rates should stabilize during 1978, bythe Ryan executives in Chicago tered office in London Rush St , Chicago, Il 60611
chents, according to Mr Feldman they may deteriorate during the The group hopes to match last The creation of the overseas and we'll publish corrected
early part of 1979 when a situation year's 19% growth rate in 1978. said network of offices is primarily to figures

Casualty lines represent about- of overcapacity developes Mr Brogan, despite the general serve U S firms with operations
47 5% of Schiff Terhune's volume "As a result of this, the under- softness in insurance rates that outside this country In addition,
with property coverages account- wl'lting companies are becoming worries other brokers the European offices will be used 1977, Symmers Insurance Services
ing for 37 5% and the balance in competitive and aggressive and Although not ruling out acquisi- to obtain coverage for foreign firms Inc of Ford Lauderdale, Fla, Dec
employe benefits most carriers are now beginning to tions, the game plan for agency ex- that invest in the U S 1977, Professional Liability

The firm is a licensed excess/sur- emphasize growth and retention of pansion is geared to a piggyback "In time, we feel that there will Agency Inc ofHouston, Dec 1977,
plus broker in New York, New Jer- their existing accounts," he said effort with the Ryan insurance be only a limited number of U S Allen-Kernan-McKown Inc of
sey, Pennsylvania, Wisconsin, Consequently, the new chal- companies Ryan now has offices brokerage firms doing truly inter- New York City, Dec 1977, Sills-
Massachusetts and California but lenges confronting the brokerage in 44 cities and the brokerage firms national business and we expect to Neder Insurance of Houston, May
acts m this capacity only on behalf industry will be to provide its cus- will open offices in conjunction be one ofthose organizations," Mr 1978
of its regular clients tomers with competitive premium with existing Ryan offices as op- Beets said Principal officers of Financial

The firms principal officers are rates while remaining sensitive to portunitles arise Financial Guardian also is set- Guardian are Lee Beets, chairman
chairman, Frank Schiff, president, retaining relationships with rell- Youngberg-Cal Ison is the major ting up two subsidiaries in Ber- and chief executive officer, Jack
Hilliard Feldman, executive vp, able carriers who will be loyal revenue contributor to the broker- muda Financial Guardian Interna- Murna, president and chief operat-
Bert Linder, vps, James M Chris- when another tight market age group's revenues Young- tional Ltd will act as a broker for ing officer, Donald R Weber, ex-
tie, Andrew H Marks, Lawrence P materiallzes berg-Carlson president John H international companies while ecutive vp, Norbert F Koehs, vp
MeGaitland, Joseph A Lombardo, "In parallel with our customer O'Brien said the firm posted a 10% RAS International Ltd will pro- Doran R Oneale, vp, Dean A
Edward C Healy, Joseph A concerns will be the challenge for Increase in clients last year The vide adrninistrative and manage. Stone, vp, Richard H Turner, vp.
Lorenzo, John T Ross, H Curtiss us to maintain our own growth rate firm still has the Esmaik account, ment services for Bermuda cap. and Lewis A Dysart, secretary and

Dietriech, William Reilly, Richard and profit margins as premiums go he said which at one time ac- tives general counsel
Friese, Allen Swimmer, secretary, down,"” Mr Smith asserted counted for 19% of the agency's
Constance Conrad Principal officers include Oren business, a percentage which has Financial Guardian now can set
E Lane, chairman, Emett & declined The broker could not up a captive fora client, administer -
1 8 Chandler, Los Angeles, Leonard P break down revenues by line ofin- It, provide professional engineer- Canad ian
Emett & Chandler Lawrence, president, Emett & surance ing services and help the captive
Chandler, Los Angeles Jimmie Fifteen percent of the broker's obtain the insurance coverage that
1800 Ave. of the Stars Swte 400, Bussio, executive vp, Emett & revenues now comes from ser- is required, Mr Beets said t th
Los Angeles, Calif > Chandler, Los Angeles, L Charles vices, an area where the Ryan ex- Mr Beets said the company has Op ree
213-553-2711
Magnant, chairman, Emett & ecutives have major plans The placed increased emphasis on the
1977+ 1976* Chandler, New York, Thomas J firm has a safety and loss preven- development of employe benefits

Premium vol NA

NA Peterson, president, Emett & tion department, but usually ar- During 1977, the employe benefit

v Reed Stenhouse Cos. Ltd.
Gross re Si1.692,000 $9.240,000  chandler, New York, Eugene A ranges the purchase of risk man- division was establlshed as a profit

Employes 301 ..

Rev /employe $ 32, 398 $ 30,697 Connell, president, PRI, Inc, Clif- agement services for clients from center and operated indepen- p.o. Box 250 Toronto Dominion

Offices 14 9 ton A Klenzing, .treasurer and outside SupplielS Eventually, dently of property and casualty Centre, Toronto, Ontario; 416-

chief financial officer Youngberg-Carlson will be provid- To assist companies that self- 368-5500
*Statisties include Emett & Chandler, R L ) . A _ A ) A .
Kautz & Co, PRI Inc, a reinsurance brokerage ing the services itself, possibly insure employe benefits, Financial
4 ’ A . R . 1977

firm, and Risk Management Inc, a captive in- Ryan Insurance using some ofthe facilities already Guardian became the malority s ___ $1.070.000.000 $876 ;2:36000

surance management firm, all units of the 1 9 in existence at American Benefit owner of Benefit Payments Inc , a Gross rev $ 135,300,000 $111,600.000

Pinehurst Corp Agency Group . . . =R R

Corp corporation that provides claims Employes 4,385 4,300
) ) . - - - — Offices 147 143
Last year's 27% gain in gross 222 North Dearborn St., Chicago, administration for employe ben
revenues measured up well to lll. 60601 312-346-9300 The firm claims Scarborough & efits
Emett & Chandler's expectations Co. provides bankers blanket bond Financial Guardian's wholesale In a particularly good year result-
’ 1977 1976 . . . . . . . .

said Charles F Smith, president of Premium vol NA NA for 25% ofthe commercial banks in insurance brokerage operation, ing from an increase in multina-

the broker's parent Pinehurst Gross rev $11,641,000 $9,806,000 the country However, an invest-  Worldsurance Inc , acquired oper- bonal accounts and acquisitions,

Corp However, Emett & Chandler Employes 289 276 mentreport on the Ryan Insurance ations in Portland, Ore., Houston Reed Stenhouse boosted 1ts gross

only held 1S 18th spot on the o oPlove $ a0 280 $35529  Group by William Blair & Co says and Phoenix Offices were opened revenues by 21% during 1977,

Business Insurance list of the top Scarborough has been losing mar- in Chicago and New York City slightly more than the average

20 brokers Now that they are in an "all in. ket share The Houston office added truck- growth rate during the past five

Commercial business comprises surance atmosphere," the four The Investment report raises an ing and errors and omissions years
99% of Emett & Chandler's total units that make up the Ryan Insur_ eyebrow at the acquisition of the coverages while additional wet Reed Stenhouse's international
business, Mr Smith said ance Agency Group are poised to agencies by Ryan rather than one marine expertise was added in network of offices and indigen-
Property/casualty accounts for ap- become a ma]lor national force of the acquisition-minded national New Orleans ously owned insurance and rein-
proximately two-thirds of the rev- The group released its gross rev- brokers The most hkely reasons While Financial Guardian tradi- Eurance operations enable the
enue while the remaining third is enues for the ftrst time this year for the current setup are that Ryan tionally has gone after medium- broker to obtain and retain the
provided by services and fees re- after being acquired by the pub. was willing to pay a higher price size accounts, it is moving more large, complex accounts in a com-
lated to self-insurance programs licly held Ryan Insurance Group in and that the brokerage executives aggressively to attract large firms petitive environment, according

and employe benefits April The group ranks 19th on the preferred to work with a smaller as chents Its Risk Administration to John M Riley, a director of
Mr Smith noted that corporate Bustness Insurance list of the 20 parent company, the report sug- Services Inc subsidiary was set up Reed Shaw Stenhouse & Partners
business accounts continued to in- largest brokers m the U S gests But Blair also wonders if last year to solicit big companies Ltd

crease at a 16% rate and "we con- "Ourgoalis for each ofthe agen- other brokers detected problems by offering such services as risk During the year, the Canadian
tinued to expand the coverages cies to be a maJor factor nation. in the group that Ryan was not consulting, retention programs broker opened a reinsurance office

provided for a large percentage of ally," says Patrick G Ryan, the aware of and self-insurance and captive de- in Madrid, Spain, along with of-
our existing customers " He said 41-year-old chief of the parent The investment report says that sign fices in VWhitehorse m the Yukon
the growth rate was higher in 1977 Ryan Insurance Group Inc Ryan conducted an analysis of the Property/casualty business ac- Terntory, Canada, Athens, Greece,

than mall but one of the last five The group is compi ised of major account relationships at counted for 88% of the gross rev- Liexico and Fiji Islands, bringing
years and considerably higher than Youngberg-Carlson, a general Youngberg-Carlson to forestall enues fortheyear, while life, health the total offices to 147 in 29 coun-
the average growth rate over the commercial hnes broker based in any madJor loss of chents The find- and employe benefits brought in tries

last five years Chicago, Scarborough & Co, a ings of that study have not been another 7% In 1978, two major developments
Emett & Chandler has eight of- specialist in bank insurance also released however Acquisitions include Bennett, occurred The parent company
fices in the United States, an in- headquartered in Chicago, Yar- Principal officers of the broker- Graham, Green & Peacock Inc of Reed Shaw Osler Ltd changed its

crease of three over 1977 Outside chin & Co, a commercial lines age group include J C Brogan, Detroit, Jan 1977, Independent corporate name to Reed Stenhouse
of the country, it has a branch of- broker and general agency for chairman of the Ryan Insurance Insurors Inc of Des Moines, Aug Cos Ltd to mark a 1973 merger
fice in Bermuda No offices were motorcyles based in Boston, and Agency Group, J J O'Brien, presi- 1977, A F. Arnold & Co Ltd of Los with A R Stenhouse Reed Shaw &
closed during 1977 American Benefit Corp, a third- dent of Youngberg-Carlson Co, Angeles, Sept 1977; A F Arnold & Partners Ltd The company said

Parts ofthe nation that dehvered party administrator of employe E N Murray, president of Scar- Co /Northwest of Portland, Ore, the merger produced an effective
the most robust growth for the benefit claims in Huntington, W borough & Co, F Marcus, presi- Sept 1977, Rex B West & Co of worldwidepartnershipthat should
company were Los Angeles and Va J H Lea & Co, a reinsurance dent of Yarchm & Co, J Neale, Phoenix, Dec 1977, L Richard be acknowledged in a more mean-
New York Two acquisitions were intelmediary, is part of the president of American Benefit Larkin of Des Moines, Dec 1977, ingful, formal and permanent

made in the Empire state Peter- Youngberg-Carlson operation Corp Roland H. Reaver of Detroit, Dec Continued on following page



52 / business insurance, August 7, 1978

It's 4 pm Friday... now what?

Call us.. . if you've been trying all week to place

- $1,000,000 AD&D on someone 75 years old
$10,000,000 AD&D on an aircraft
Stop Loss Medical without Life Insurance

- $10,000 a month disability on a professional

Akheood.'Dipple*(pren

im oilummi

131 State Street

Correspondent at Uoyd's London

Offices in Boston and London
Bosron,.Wassarhusens 02109

617-367-3234 Te/s8 92/712
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Continued from preceding page
Also in 1978, Reed Shaw
Stenhouse Inc. acquired Standart
& Main of Denver, Colo. Further
plans to expand in the U.S. are in
the making, Mr. Riley said, adding

that Reed Shaw is in contact with
several conceivable candidates to
develop a much larger base in the
u.s.

Approximately 15% of Reed
Stenhouse's gross revenues are
U.S. based.

While the brokerage firm lost
some business due to the Quebec
government's takeover of au-
tomobile bodily injury liability,
Mr. Riley said this amount was
minimal compared to the overall
operations of the company.

The fastest growing part of the
brokerage firm in terms of percen-

We are

good

ood listeners are hard to find in the special risks field

because problems are frequently complicated, confusing or even

downright baffling. Certainly, there are more inquiries than
ever before. But AVRECO lends an ear. Try us!

A trade publication recently described the general tenor
of the market place for excess/surplus line coverages as
"one of frenzied enthusiasm." It is no secret that sources like
AVRECO are deluged with risks these days and markets have
frequently become clogged. The vast number of classes,
capacity requirements, reinsurance all add to the problem.
Incomplete submissions and inadequate preparation of
paperwork account for untimely delays.

t |s--eners!

=\

We'll be happy to send you
our brand new -Fact Book™
if you will drop us a line. it
will give you important an-

swers about our extra margin

Perhaps agents and brokers in the future will have to work of service.
a little harder to accomplish what seems like only

yesterday they could do by a simple letter or phone call.

AVRECO believes that a tight market brings out our
professional know-how. In fact, we like to think this challenge
puts us far ahead of just about anyone else around. In times
like these, AVRECO accepts the responsibility of providing
quality insurance with a deep sense of personal pride.

Arreco

INc .

SPECIAL RISK MARKETING

Yes, we listen and listen well. But we try to do more than
that because we believe that in the end action speaks
louder than words. Don't get caught in the crunch.

Call us before expiration time!

200 WEST MONROE STREET - CHICAGO 60606
(312) 653-1500 - CABLE: AVRECO - TELEX: 02-53553

tage growth comes from reinsur-
ance brokerage, Mr. Riley noted.
Risk management services are also
becoming more important within
the company, he added.

Reed Shaw, however, didn't add
any new services. It offers a wide
range of risk management ser-
vices, including captive feasibility
studies and measures of past loss
experience and exposures to de-
termine deductibles.

One change occurred in princi-
pal officers. Herbert Houghton be-
came the new managing director
and chief executive officer for A.R.
Stenhouse Reed Shaw & Partners
Ltd., replacing John Young, who
resigned. Other principal officers
are James V. Whittall, president
and chief executive officer for
Reed Stenhouse Cos. Ltd.; Jack M.
Moon, executive vp for Reed
Stenhouse Companies Ltd.; Cedric
G.E. Gyles, president of Reed
Shaw Stenhouse Ltd., the Cana-
dian.companies, and Anthony F.
Salvatore, president of Reed Shaw
Stenhouse Inc., the U.S. sub-
sidiary.

Tomenson Saunders
Whitehead Ltd.
PO Box 439; Toronto-Dominion

Centre, Toronto, Ont. MSKIM3;
416-361-6700

1977 1976
Premium vol. NA NA
Gross rev. $27,262,000 $22,900,000
Employes. 820 747
Offices . s 1=

Tomenson Saunders Whitehead
marked 1977 with an aggressive
plan to win large and international
accounts and to move into the U.S.
heavily, said vp of finance, J.S.
Cameron.

The Canadian broker also has
targeted expansion in utilization of
world insurance markets, interna-
tional risk management and cap-
tive management services, Mr.
Cameron said.

With a 19% gain in revenues dur-
ing 1977, Tomenson Saunders has
maintained consistent growth but
has failed to measure up to the
25% compounded growth rate it
achieved over the last five c,rs.

While the broker has placed in-
creasing emphasis on gaining the
larger accounts, Mr. Cameron said
Tomenson Saunders will continue
its "major sales thrust across all
levels"” of accounts.

The growth of the firm's services
in international risk management
and captive management services
has been enhanced by the broker's
foreign offices in London and in

Hamilton, Bermuda, according to
Mr. Cameron.

Specific plans for expansion in-
the U.S. are underway and a
number of options are being con-
sidered. The Canadian broker,
with its U.S. subsidiary Aries Inc.,
has five offices, including Long
Beach, Calif.; Fort Worth, Tex.; At-
lanta, and Paoli, Pa. An office in
Chicago was opened in 1977.

In Canada, the broker has 15 of-
fices and has opened three Cana-
dian offices during 1977. They are
in Halifax, Nova Scotia, and two
offices in Ontario, Ottawa and
London. Theremainingtwooffices
are in Bermuda and London.

Growth of Tomenson Saunders
resulted more from internal busi-
ness development rather than ac-
quisitions, although the firm ac-
quired five companies during 1977,
Mr. Cameron noted.

The acquisitions were made for
geographic reasons, he said.
Among those acquired were Tor-
can General Insurance Agency in
Toronto; Pulver-Snyder Agencies
in Hamilton, Ont.; B.N. Campbell
Insurance Agencies in London,
Ont.; Lionel E. Lalonge Agency in
Montreal, and England Agencies in
Calgary, Alberta.

The firm's growth is focused on
commercial accounts rather than
personal.lines. The mixture of ac-

Continued on page 54



Rig 6z isnt
just anc©er

we. -wisner

for our specialists-on-the- spot,
the uncommon is commonplace

It takes exceptional equipment to bring new
reserves of oil and gaJ to a fuel-hungry world.
If anyone knows that Kerr-McGee does. That's
why its wholly-ownec subsidiary, Transworld
Drilling Co. relies on'new generation" mobile
offshore units. Rig 64, for one. can drill to
20,000 foot depths-een during a hurricane.
As a top-ranked contender in the
international energy weepstakes, Kerr-Mc(Gee
knows from experience that second best isn't
;oS .
good enough. Second best isn' %ood enough in
worldwjde risk manaement, either. That's
why swett a Crawford Group plays a key role
in helping Kerr-McGe Corporation and its
broker meet this ener'gy company's
international insuran2e needs-from umbrella
liability placements in the London market to
claims supervision lusl about everywhere.

With more than 40 years of experience,
Swett & Crawford Group is renowned for its
ability to sell, service, insure and reinsure large
and unusual commercial risks-in the fields of
energy, transportation, construction and
manufacturing. Swett & Crawford Group: a
unique combination of capabilities and
organizations working together to serve the
domestic and international insurance and
reinsurance fields.

Swett & Crawford Group

a subsidiary of The Continerta lorporation

For more information abouT 5-4€tr & Crawford Group *rite our President.
Mr. W. F. W. Fellows. 4201 Wishire Boulevard. Los Angeles. California 90010.
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counts is 90% commercial and 10%
personal.

Property/casualty revenues for
the Canadian broker amount to
90% of gross revenues while em-
ploye benefit or group insurance
sales contribute 10%.

Tomenson Saunders Whitehead,
whose parent company is Tosa
Ltd., encompasses four sub-
sidiaries. The life and actuarial arm
is Tomenson Alexander Associates
in Toronto. Foreign subsidiaries

are the U.S. unit Aries Inc. head-

quartered in Paoli, Pa.; the London
office, Tomenson Saunders
Whitehead (U.K. Ltd.), and the
Bermuda subsidiary, Tomenson
Saunders Whitehead Int. Ltd.
William E. Toyne, president, has
assumed the responsibilities of

Walter S. Tomenson, former

chairman of the board who died
February 1977. Other principal of-
ficers include J.S. Cameron, vp, fi-
nance; Kenneth M. Elliot, vp, cen-
tral region; Douglas M. Lindsay,
vp, eastern region, and Robert A.
MacFarlane, vp, western region.

Dale & Co. Ltd.

PO Box 18, Toronto-Dominion

Centre, Toronto, Ont. M5K1B2;
416-366-4645

1977 1976
$95,771,000 $87,950,000
$14,362,000 $13,647,000
Employes 515 536
1 = 1 =

Premium vol.

Gross rev,
Offices

A sluggish business economy, an
overly competitive insurance mar-
ketplace and the Quebec gov-
ernment's takeover of insurance
for automobile bodily injury liabil-
ity in Canada slowed the growth
rate of Canadian broker Dale & Co.
Ltd.

Growth in gross revenues
dropped dramatically from a 20%

increase in 1976 to 5.2% in 1977.

Lastyear's growth rate was also lower
than the 23% growth rate achieved
during the last three years.

"The business activity to which
the premium is geared has just
dropped off," said Kenneth M. Gil-
bert, president and chief executive
officer of Dale & Co. Ltd. "The
economy is very poor here and
plants aren't expanding.”

The slowdown has been particu-
larly noticeable in Quebec, where
the election of the separatist and
socialist Parti Quebecois has
brought about a changing politi-
cal and business environment.
Perhaps most worrisome to the
business community is the party's
decision to make the French lan-
guage mandatory in Quebec.

Another decision by the new
Quebec government to institute
government takeover of insurance
for automobile bodily injury has
adversely affected the Canadian
insurance marketplace, according

Say

**Ah )

Lee

to Mr. Gilbert.

Because insurance companies
have lost this business to the gov-
ernment, the companies are com-
peting by cutting insurance rates
dramatically to recoup their losses,
Mr. Gilbert said, noting that rates
on. some of Dale's renewals have
dropped 30% to 40%.

"While the reduced rates may be
good forthepublic in the shortrun,
| don't like to see the insurance in-
dustry overreacting so much,” he
added.

Other Canadian brokerage firms
such as Tomenson Saunders

Whitehead have not experienced
the same crunch that Dale has with
its slow growth rate. Mr. Gilbert
said his firm has been squeezed
more because ofits greater share of
business in Quebec.

Future growth of the Canadian
broker will come from more con-
sulting work on a fee basis in the
areas of self-insurance and cap-
tives. Other growth areas targeted,
according to Mr. Gilbert, are addi-

rarrarrm
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tional actuarial services in pen-
sions and group insurance.

Dale's past efforts to increase its
volume of commercial business
began to bear fruit during 1977,
said treasurer J.M. Lewis. The per-
centage of business from commer-
cial accounts increased from its
19761evel of85% to 92.39% in 1977.

Dale plans to continue increas-
ing its share of medium to large ac-
counts, Mr. Lewis said. The Cana-
dian firm doesn't plan to solicit
personal lines accounts.

Gross revenues at Dale are com-
posed of 71.4% property/casualty,
2% employe benefits, 8.2% marine
and 26.6% for fees and investment

income.

Dale & Co. Ltd. opened no of-
fices and made no acquisitions or
mergers in 1977. In 1978, however,
Dale acquired Morand Insurance
Agencies Ltd. in Windsor, Ont.,
and Hayes Insurance Agency in
Halifax, Nova Scotia, in July 1978.

The parent company, Dale-Ross
Holdings Ltd., has two sub-
sidiaries: Boyd, Phillips & Co.
Ltd., average adjusters and sur-
veyers, and Dale Management
Ltd., which encompasses the
agency division, Dale Consultants

Ltd. and Steers Insurance Agen-
cies Ltd.

Principal officers for the Cana-
dian broker remained unchanged
from 1976. Officers are Kenneth M.
Gilbert, president and chief execu-
tive officer of Dale & Co. Ltd., LA.
Ballantyne, secretary; J.M. Lewis,
treasurer; J.F. Wright, senior vp;
F.J. Flanagan, senior vp, and W.J.
Brant, senior vp.

Get Your
Name Off

The Routing
Slip!

Get Your
Own Persona l
Copy Of
BUSINESS
INSURANCE
For Just
$15. A Fuli
Year.

business insurance

740 N. Rush St.

Chicago, 111. 60611
312-649-5221

Allianz. The company everybody
knows... but can't pronounce. The
people at Allianz give you the best in
coverage and services. Every
department is built on experienced
personnel, and backed by a worldwide
network of insurance expertise. The
next time you need help on your
preferred commercial accounts, call us.
We're the experts you should know

(Even ifyou can't pronounce our name.)

Allianz ®

Allianz Insurance Company

A Center of Excellence

The people with

know-who in

LOUISVILLE

are NAHM, TURNER,
VAUGHAN & LANDRUM

6435 Wilshire Blvd., Los Angeles, CA 90048
(213) 658-5000

29th Floor, First National Tower
589-6070

SEE OUR AD ON PAGE 4



Here's key information on more than 360 brokers

Abramson-Meltzer Agency

929 Fee Fee Road, Suite 204, St.
Louis, Mo. 63043; 314-434-7373

1977 1976

- Premium vaol. ... $2.086,000 $1,621,000
Gross rev. $ 296,200 $ 215,600
Employes .... 7 5

Commercial bus. 85% 85%
Principal officers: M.M. Abram-
son, R.F. Meltzer, W.J. Rose.
Compensation: commissions
and fees.

Jay Adams & Associates Inc.

PO.Box 70,121 Ridgewood Drive,
Daytona Beach, Fla. 32015;

*- 90*252,3701

1977 1976

Premium vol. $3,750,000 $3,600,000
Gross rev. $ 567,000 $ 561,000
Employes . 21 20

Commercial bus. 67% 65%

Principal officers: Jay Adams,
president; Charles Bultman, vp;
Jerry White, treasurer; Lois Kim-
ball, secretary.

Compensation: commissions.

Licensed excess/surplus broker
in: Florida.

Adams, Scott & Conway Inc.

127 John St., New York, N.Y.
10038; 212-248-1570

1977 1976

Premium vol. ... NA NA
Gross rev. $1,411,000 $1.300,000
Employves ... 48 as

Commercial bus. 90% 95%

Principal 6fficers: Asher Sha-
piro, Peter Hjelm, Men Levi, Roy
Hjelm, James Coonan.

Compensation: commissions
and fees.

Branch offices: New York, Los
Angeles, Chicago, Philadelphia,

ag€111/brok€p
profil€s

Miami, Baltimore.
Subsidiaries: Group VIl Ser-

vices Inc.

Licensed excess/surplus broker
in: New York, New Jersey, Florida,
California, Pennsylvania, lllinois.

Admiral Insurance Agency

Inc.

26 State - St., Lynn; Mass. 01901;
617-599-2000

- 1977 11976
Premium vol. -$1,923,165 $1,519,869
Gross rev. . .. $ 256,897 $ 237,333
Employes ...... t=] 7

Commercial bus. 70%

Principal officers: Samuel B.

WE STRESS
PREVEMTIVECARE

BECAUSE ITS
GOOD DENTISTRY.

1,1 ALSO HELPS KEEP
COSTS IN LINE.

Tassel, CLU, president and treas-
Compensation: commissions.
Acquisitions: Sisson & Sons,

April 1977; Revere Insurance

Agency, Oct. 1977.

Branch offices: Revere, Mass.
Licensed excess/surplus broker
in: Massachusetts.

Affiliated Agencies Inc.

2506 Willowbrook Parkway, In-
dianapolis, Ind. 46205; 317-259-
1441

1977 1976

Premium vol. $8,193,750 $7,374,375
Gross rev. $1,311,000 $1,216,771
Employes . 36 36

Commercial bus. 75% 75%

Principal officers: John E.
Thurston, president; Alvin L.
Cohen, vp; Ronald J. Newmark,

Keeping health care
costs in line is every-
bodyk iresponsibility
-the patient, the
carrier, the program
purchaser and the
health professional.
The Delta Dental

Plan system makes
its contribution in

With Delta...

many ways: design-
ing benefit programs
that offer easy patient
access to preventive
care services, thus
minimizing the need
for more expensive
future procedures:
and professional
supervision and dis-

ciplines in claims
administration that

Everybody Benefits!

result in quality care
and cost efficiencies.
This emphasis is
important to the
group purchaser. . .
and to the patient.
Preventive services
help prevent severe
tooth destruction and
loss. These mea-

sures reduce the

need for extensive
restoration and re-
placement services
that can drive up the
cost of a prepaid
dental prograrn.

in dentistry, pre-
vention pays off.
We've known that for

nearly 25 years.

Delta Dental Plans Association
211.East Chicago Avenue/Chicago, lllinois 60611

312/337-4707

Write or call for our informational booklet

secretary/treasurer; James H. Lit-
tle, vp-operations; . Martin J. Ber-
kowitz, assistant vp.

Compensation:.commissions.

Licensed excess/surplus broker

in: Indiana.

Agins Agency Inc.

24361 Greenfield Road, South-
field, Mich. 48075; 313-557-8822

1977 1976
Premium vol. $4v400'000 $3'800v000
Gross rev. . ..... $ 705,000 $ 610,000
Employes ....... 16 16

Commercial bus. 85%

Principal officers: Eugene N.
Agins, president; Jack B. Sirotkin,
CLU, vp; Rose S. Agins, secretary-

treasurer.
Compensation: commissions.

Subsidiaries: Agins Estate &
Corporate Planners.

Continued on following page

For information on Oelta
Program. in your area... Call
Alabama

Delta Dental Plan of Alabama.
Montgomery. 205/265-1277
Alaska

Delta Dental Plan of Alaska,
Anchorage. 907/274-4828

D% e

SEWf,tt;!1a’AS#9800

Colorado
Colorado Dental Service,
Denver. 303/832-1111
Delaware

W,U,SI ('s&)*Loo
Washington, D.C.
Dental Health Service Corporation

*she.%1BY'tf[:5%;;E)&.1980
Florida

Deita Dental Plan of Florida
South Miami. 305/667-1106
Georgia

Delta Dental Plan ot Georgia
Atlanta. 404/231-8762

Hawaii

tt":f,Ite"fot'U{N31
£25¢k8flda”

tIt:%9«" 7255555

lowa
Delta Dental Plan of lowa
Des Moines. 515/245-4535
Kansas

tlAta"g'lAM; %1"sas

Kentucky
'uck

[tt,f.»tal 4yK'ucky
Louisiana Dental Care Corporation
Baton Rouge. 504/926-4738
aen
Maine Dental Service Corporation
Maryland
Maryland Dental Service Corporation -
Missachusetts Dental Service
Michigan
5Ylsa. fr't; 711°{Zf"lgan

. )
Delta Dental Plan of Minnesota
Minneap61is. 612/831-3525
Mississippi
Mississipp, Dental Services. Inc.

Y.t:ryg:gfn

Montana, Nevada, Utah

C'trsyly'na-'MM*df
Nebraska

Nebraska Dental Service Corporation

York. 402/362-3311

New Hampshire

New Hampshire Dental Service Corporation
Concord. 603.'228-0531

New Jersey

New Jersey Dental Service Plan

East Orange. 201/674-6500

New Mexico
imt:2n.Ziplar:sutm4:CO
New vork p

New York Dental Service Corporation
Maspeth. 212/898-1400

North Carolina

Delta Dental Plan of North Carolina
Raleigh. 919/787-8243

Ohio

Oela Dental Plan o# Ohio

Columbus. 614/268-3561

Oklahoma

Ze,2%8&1,7'26598&6#i

Oregon
=M::P=rm>*54
Pennsylvania

Delta Dental 01 Pennsylvania
New Cumberland 717/774-4610
Rhode Istand

Delta Dental 01 Rhode Island
Providence. 401/272-8500 x 239
South Carolina

South Carolina Dental Health. Inc.
Greenville. 803/268-4378

South Dakota

Delta Dental Plan of South Dakota
Pierre. 605/224-7345
Tennessee

ZAPT»"YfA Yfessee

Vermont
Vermont Dental Service
Burlington. 802/862-7900
Virginia

Virginia Dental Service Plan, Inc.
Roanoke. 703/343-8009
Washington

Washington Dental Service
Seattle. 206/367-1100

West Virginia

R«22' p:65:SLwiroY"g"*
Rtz poo. g
Wisconsin Dental Service
Stevens Point. 715/344-6087
Wyoming

Wyoming Dental Service
Cheyenne. 307/632-6463
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Licensed excess/surplus broker
in: Michigan.

Akin-Akin Inc.

2418 E. Great River, Howell, Mich.
48843; 517-546-4810

1977 1976
Premium vol. $1,979,205 $1,505,000
Gross rev. $ 282,197 $ 199,191
Employes.... 8
Commercial bus. 70% 70%

Principal officers: Edward H.
Akin, CPCU, president; Robert C.
Peal, vp.

Compensation: commissions.

Licensed excess/surplus broker
in: Michigan.

All Coverage Agency Inc.

108 S. Franklin Ave., VValley
Stream, N.Y. 11580; 516-561-1500

1977 1976
Premium vol. $1,200,000 $1,100,000
Gross rev. $ 205000 $ 240,000
Emploves ...,... = 8
Commercial bus. 60% 55%

Principal officers: Edward
Levine, president; Harold Harris,
VP.

Compensation: commissions
and fees.

Acquisitions: Business of
Charles Mandel.

Allman & Co. Inc.

York & Church Roads, Elkins
Park, Pa. 19117; 215-927-6300

1977 1976~
Premium vol. $4.3300,0U11 $7,000.000
Sross reswv. 5 580,000 $ 685,000
Employvee ... =21 31
Commercial bus. 20% 80%

*From 1977 81 listing

Principal officers: Richard All
man Sr., president; John Fiorillo,
Garth Miller, Richard P. Allman
Jr., all vps; John Marron, control
ler.

Compensation: commissions
and fees.

Acquisitions: Daniel Zamaran &
Co. Inc., Jan. 1977.

Subsidiaries: Yorktown Finan

cial Services.

Alper Services Inc.

1 N. Wacker Drive, Chicago, lll
60606; 312-236-9600

1977 1976
Premium vol. $ 4,850,000 $ 3,300,000

Sross rev. 5 810,000% 650,000
Employes ... 19 15
Commercial bus. 05% 95%

Principal officers: Howard C
Alper, president; RobertA. Wilson,
Vp.

Compensation: commissions
and fees.

Subsidiaries: Alper Agency,
Audit Rate, Safety Awareness.

Seymour Alper & Co. Ltd.

5165 Queen Mary Road, Suite 300,
Montreal, Quebec, Canada H3W
1XS; 514-489-8601

1977 1976
Premium vol. $ 7,512,000 $ 6,013,000
Sross rev. $5 1,300,000 $ 1,050,000
Employves ......, 30 29
Commercial bus. 75% 755

Principal officers: Seymouz=
Alper, president; Michel Labelle,
vp and general manager.

Compensation: commissions
and fees.

Alpha | Insurance Brokers
Inc.

564 S. Murphy Ave., Sunnyvale,
Calif. 94086; 408-739-4011

1977 1976
Premium vol. $ 1,701,515 % 1613.410
Gross rev. $  236,085$% 196,522
Errmaployas . S =
Commercial bus. 62% 60%

Principal officers: W.J. Connor,

president.

Compensation: commissions.

American Coverage Corp.

185 Great Neck Road, Great Neck,
N.Y. 11022; 516-487-3800

1977 1976
Premium vol. $10,050.000 S 9.000.000
Gross rev. $ 1,685,500 $ 1,224,000
Employes ...... == 31
Commercial bus. 94% 93%

Principal officers. Robert L.
Dubofsky, president; Willian' B.
Krug, executive vp; Jesse Gottlieb,
CLU, president, American Cover-
age Life Planners-Inc.; Frank A.
Marino, vp-claims; Sharon Colon,
secretary.

Compensation: commissions
and fees.

Subsidiaries: American Cover-

age Life Planners Inc.; J.M. Mar-
shall Co. Inc.; Wolkenberg & War-
shaw Inc., Nat Dubofsky Co. Inc.
Parent company: American
Coverage Associates.
Licensed excess/surplus broker
in: New York.

American Insurance

Associates Inc.

8011st Ave. NE,POBox 606, Cedar
Rapids, lowa 52406; 319-366-8621

1977 1976
Premium vol. $ 1,100,566 $ 869.528
Gross rev. 150,106
Employes ... s
Commercial bus. 65% 60%

Principal officers: Richard K.
Cooper, CPCU president.

Compensation: commissions
and fees.

America's Insurance Center

562 Boulevard, Kenilworth, N.J.
07033; 201-272-6300

1977 1976
Premium vol. $ 4,217,604 $ 3,348,321
Gross rev. $ 1,107,102 $ 623,978
Employes -...... =23 16
Commercial bus. 60% 82%

Principal officers: Raymond R.
Kravetz, president; Marko Popin,
vp; Arthur F. Kravetz, secretary;

Sylvia Kravetz, treasurer.
Compensation: commissions.
Branch offices: Flushing, N.Y.

Licensed excess/surplus broker
in: New York and New Jersey.

ANCO/The Anderson Co.

$ 136.17 6300 Westpark, Houston, Tex.

77057; 713.781-8800

1977 1976
Premium vol. $17,500,000 $16,000,000
Gross rev. . $ 2,800,000 $ 2,500,000
Employes ..... o4 72
Commercial bus. 90% 90%

Principal officers: Joe E. Vin-
cent, CPCU, chairman; M.L. Cash-
ion, CPCU, vice chairman; Dick B.
Haddox, CPCU, president; John
Van Osdall, CPCU, Jack Gardner,
CLU, J.O. Alexander, CLU and J.
Van Ballard, all senior vps.

Compensation: commissions
and fees.

Branch offices: Bryan, Tex.

Parent company: ANCO Corp.

Licensed excess/surplus broker
in: Texas.

Anderson & Anderson Inc.

333 Bayside Drive, Newport
Beach, Calif., 92660; 714-675-9900

1977 1976
Premium vol. $ 8,900,000 $ 5,300,000
Gross rev. $ 1,200,000$ 749,000
Employves == 1
Commercial bus 95% 95%

Principal officers: Robert M.
Anderson, CPCU, president;
Donald D. Anderson, chairman of
the board; Brian Sincock, Ed Grif-
fith, both vps.

Compensation: commissions
and fees.

Branch offices: Orange, Calif.

Dwight W. Andrus Insurance
Agency Inc.

PO Box 51749, Lafayette, La.
70505; 318-232-6242

1977 1976
$ 8.500,000 $ 6,450,000
$ 1,100,000 $ 712,000

1= 1=

Premium vol.
Gross rev.
Employes .
Commercial bus. 75% B06¥r

The Hartford helped a
growolder



Principal officers: Mike Hoag-
land, vp and general manager;
Larry Marcus, John Scopes, David
Strassel, Al Nugent, all vps.

Compensation: commissions
and fees.

Acquisitions in the past year:
J.Y. Foreman Insurance Agency,
Lafayette, La., Aug. 1977.

The Associated Agencies Inc.

223 W. Jackson Blvd., Chicago, lll.
60606; 312-322-4800

1977 1976
$21,160,000 $15,000,000
Gross rev. $ 2,350,000 $ 2,200,000
s e

87%

Premium vol.

Employes - ...
Commercial I bus. 90%

Principal officers: Max R.
Schrayer, chairman; Robert L.
Adler, president; Harry T. Helton,
executive vp; Peter M. Wolff, T.R.
Loeb, both senior vps.

Compensation: commissions
and fees.

Licensed excess/surplus broker
in: lllinois.

Associated Insurance

Managers Inc.

5987 E. 71st St., Lakewood 7100,

Suite 205, Indianapolis, Ind.
46220; 317-842-1402

1977 1976

Premium vol. $ 2,962,692 $ 2,689,704
G ross rev. $ 482,198 $ 470,782
Employves ... 22 2<%
Commercial bus. 50% 40%

Principal officers: William J.
Garrity, president; Ralph E. Lecky,
senior vp; Nicholas Johantgen,
treasurer; Jan Zimmerman, vp.

Compensation: commissions
and fees.

Acquisitions in the past year:
Dardeen-Johnson Agency Inc.,
Jan. 1978; Joe Huff Agency Inc.,
March 1978.

Branch offices: Anderson, Fort-
ville, Muncie, Dunkirk, New Cas-
tle, Hagerstown, Richmond, all in

Indiana.

Parent company: Management
Advisors Inc.

Association Program
Managers Inc.

Lakewood 7100, 5987 E. 7Ist St.,

Suite 205, Indianapolis, Ind.
46220; 317-842-1402

1977 1976

Premium vol. . $ 2,980,000 $ 1,954,000

Gross rev. $ 368,900 $ 275,000
Emploves __,.. 1= 11
Commercial bus. 99% 90%

Principal officers: William J.
Garrity, president; Melvin J.
Mathews, executive vp; Annabelle
Robbin5, secretary; John Hester,
VP.

Compensation: commissions.

Branch offices: Evansville,
Syracuse, both Indiana.

Subsidiaries: Agency Premium
Finance, Lifeway Inc.

Parent company: Management

Adyvisors Inc.

Licensed excess/surplus broker
in: Indiana.

Athens Insurance Co. Inc.

retirement home

gracefull¥

- Retirement homes, nursing

homes and health-related facilities

.all share one thing in common:
an awesome responsibility.

They must take numerous and special
precautions to protect the safety of their
residents. And their residents are not only
more vulnerable to iliness, they're also more
vulnerable to injury, accidents and fires.

To help one of these facilities meet all

of its responsibilities as effectively as pos-
sible, The Hartford recommended it start a
loss prevention program.

Loss prevention is added security.

Working closely with our independent
agent, The Hartford was able to help design
a program to help prevent fires, injuries, and
accidents. And to help prevent a disaster

ifafiredidstrike.

The results? Besides increasing the resi-
dents' safety and turning this facility into a
model home, The Hartford's loss prevention

program helped lead to a 29% reduction
in the home% insurance rate.

Health care is just one of our specialties.

When losses go down,
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PO Box 809, Athens, Tenn. 37303;
615-745-3062

1977 1976

Premium vol. $ 5,300,000 $ 4,300,000
Gross rev. $ 858000 $ 723,000
Emploves ....... =2s 24

Commercial bus. 75% 75%

Principal officers: Sam L.
Feezell, president; Robert E. Cook,
John R. O'Donnell, both vps; Guy
Baker, assistant vp; Brody Ellis,
treasurer.

Compensation: commissions
and fees.

Branch offices: Sweetwater,
Knoxville, Etowah, all in Tennes-

Licensed excess/surplus broker
in: Tennessee.

Athens Insurers Inc.

PO Box 626, Athens, Ga. 30603;
404-353.2111

1977
Premium vol. $ 2,199,000 $ 1,506,00C
257,215 $ 200,351
Employves 1A= 1=
Commercial bus. 65% 65%

1976

Sross rev. $

improve your drivers' safety records.

If you're a contractor, we'll help you get
jobs done on time. With fewer accidents.

And as part of your program, we may
recommend that you use LARS, our unique
Loss Analysis Reporting System. At a glance,
this computerized summary of losses helps
spotlight loss trends and accident areas in
your business. So corrective action can be
started as quickly as possible.

rates don't have to go up.

The Hartford wants to help your busi-

ness prevent fires, injuries, accidents and
thefts for a very simple reason: to make
your insurance more affordable. Because
experience has shown that when losses go
down, rates don't have to go up.

That% why more and more businesses

Just about any business can benefit from

The Hartford% loss prevention counseling.

If you're a manufacturer, our product
safety specialists can help you avoid prod-

uct liability lawsuits.

. If you own a truck fleet, our transporta-

tion specialists can help improve security.
And our 3-D Driver Training Program can

The Hartford Incurans

are turning to The Hartford for loss pre-
vention help. Help that comes with every
commercial policy we sell. Free.

See how it can help make your busi-
ness better. Just check the Yellow Pages for
the independent agent who represents
The Hartford,

Do it today. And help your
business grow to a ripe old age. *

\YOUR/1114,*01 1
hum,(*0O*AGENT /
Ll SUaRST

The best protection is prevention.

THE HARTFORJ[1*L

iin Hartfnr,1 r,—:

Principal officers: L.L. Scruggs
Sr., president and treasurer; Lewis
L. Scruggs Jr., Michael S. Gaut-
reaux, both vps; Barbara P. Steele,
assistant secretary; Nancy B.
Scruggs, secretary.

Compensation: commissions
and fees.

Subsidiaries: Cornelia Insurance

Agency.

Atkins Insurance Corp.

1400 Worthen Bank Building, Lit-
tle Rock, Ark. 72201; 501-372-2222

1977 1976
$21,000,000 $16,000,000
Gross rev. ..... $ 2,200,000 $ 1,800,000
SO &<+

90%

Premium vol.

Ermaployves

Principal officers: James H. At-
kins, president and chiefexecutive
officer; Richard P. Herget Jr., vp
and secretary; Arthur Ranney, vp
and controller; Jerry M. Dollins,
vp-risk management.

Compensation: commissions
and fees.

Branch offices: Hot Springs,
Ark.

Subsidiaries: Arkansas All Risks
Inc.

Licensed excess/surplus broker
in: Arkansas.

Austin & Co. Inc.

102 State St., Albany, N.Y. 12201;
518-465-3591

1977 1976

Premium vol. $ 2,445,000
Gross rev. . . $ 444,317 ¢ 385,254
Employes . 15 13

Commercial bus. , 80% 75%

Principal officers: Charles M.
Liddle Ill, president; James P.
Faughnan Jr., executive vp; Her-
bert L. Trance, CPCU, vp; George
Weber, CPCU, sales manager;
Robert M. Cantwell, associate.

Compensation: commissions
and fees.

B

B.R.1. Coverage Corp.

156 William St., New York, N.Y.
10038; 212-233-7171

1977 1976

Premium vol. ... $45,000,000 $40,000,000
Gross rev... .. $ 5,100,000 $ 4,500,000
Emmployes ... 7% 70
Commercia | bus. 90% 90%

Principal officers: Donald P.
Ferrarini, president; Howard Mil-
ler, Arthur Ostrow, Bruno Rumig-
nani, Gred Ghawi, senior vps;
James R. Sweitzer, Herbert
Kramer, John Kelly, James J.

Continued on following page

"Hey! Need primary or excess pro-
ducts liability insurance? I'm in the

business !

Specializing in
Hospital Malpractice
Product Liability

Municipal Public Liability

Kidnap-Ransom

Captive Insurance Program:
600 Watergate Suite 960
Washington, D.C, 20037

I I . S Telephone 202 965 2052
Telex 248362

DAMA COMPAHY

INCORPORATED
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Jeffrey Hess * ag€nt/b roker
Profil€s

Continued from preceding page
O'Donnell, all vps.
Jay Lebenson Compensation: commissions
and fees.
Subsidiaries: B.R.Il. Silver Inc.
Parent company: B.R.l. Holding
Corp.
Licensed excess/surplus broker
in: New York, New Jersey.

Babb Inc.
1 H H 850 Ridge Ave., Pittsburgh, Pa.
lingo momlia lionon,0
Ing"BPOR"688 1977 1976
Premium vol. $33,698,000 $30,898,000

Gross rev. $ 4,227,000 $ 3,832,000

I I w Employes . 137 142
ngulang ST o
Principal officers: William M.

Waugh Jr.,chairman; William M.
1015 Nof thern Rxj:evarci, Monhosset New '‘©rk 11030 516-627-7330 212-631-2112 Steele, vice chairman and secret-

ary; Ronald B. Livingston, presi-

Who Cares What Happens...

. . . after your group insurance contract
is delivered? You do, and so do we!

/F

Provident

dent; John C. McCutchen, vp and
treasurer; R. Mark Hainsfurther,
VP.

Compensation: commissions
and fees.

Branch offices: Wayne, Pa.;
Cleveland.

Subsidiaries: Babb-Matthes
Inc.; Babb Computers Systems
Inc., Higham-Whitridge Inc., Babb
Insurance Agency Inc., Higham-
Whitridge Securities Inc., Babb-
Ohio Inc., Higham-Neilson, Whit-
ridge & Reid Inc. of N.J., National
Management Services.

Licensed excess/surplus broker.
in: Pennsylvania.

Bailey, Engelhardt & Vega
Insurance Agency Inc.

213 Baronne St., Suite 300, New
Orleans, La. 70112; 504-581-2584

1977 1976
Premium vol. $ 5,200,000 $ 3,950,000
Gross rev. $ 670,000 $ 594,495
Employes -1 = -1 =
Commercial bus. 77% 78%

Principal officers: August C. En-
gelhardt, president; Curtis H.
Bailey, vp; Delery P. VVega,
secretary/treasurer.

Compensation: commissions.

Bailey H. Patterson Inc.

4001 11th St.,, PO Box 391, River-
side, Calif. 92502; 714-683-3300

1977 1976

Premium vol. $ 3,900,000 $ 3,400,000
Gross rev. $ 594,400 $ 431,000
Employes . 16 16
Commercial bus. 80% 80%

Principal officers: James K.
Milam, president and treasurer;
James R. Cavanaugh Sr., executive
vp and secretary; Gene L. LaHu-
sen, Rodney L. Roche, David R.
Doig, all vps.

Compensation: commissions.

Subsidiaries: Patterson Finan-
cial and Insurance Services Inc.

Baldwin, Simons & Campbell

Inc.

1900 Valley Bank Tower, Spring-
field, Mass. 01115; 413-785-1575

1977 1976
Premium vol. $ 4,300,000 $ 3,500,000
Gross rev. $ 690,000 $ 669,986
Employes = a=
Commercial bus. 64% 69%

Principal officers: E.R. Jenks,
president; H.T. Jensen Jr., CPCU,
VP.

Compensation: commissions.

Subsidiaries: B.S.&C. Financial
Services Inc.

Licensed excess/surplus broker
in: Massachusetts.

The Barger Agency Inc.

81 Queenwood Road, PO Box 414,
Morton, Ill. 61550; 309-267-7411

1977 1976
Premium vol. $ 4,264,000 $ 3,300,000
Gross rev. ..... $ 410,000 $ 305,000
Employes ...... s 7
Commercial bus. 96% 94%

Principal officers: Glenn W.
Barger Jr., president; Terry J.
Petersen, executive vp; Ernest L.
Rosecrans, vp.

Compensation: commissions.

Licensed excess/surplus broker

in: lllinois.

Barker-Phillips Inc.

1500 E. Sunshine, Springfield, Mo.
65804; 417-887-3550

1977 1976
Premium vol. $ 5,613,223 $ 3,990,937
Gross rev. $ 754,065 $ 543,878
Employes ... as 1s
Commercial bus. 89% 875

Principal officers: Paul O.
Barker, president; Milton S. Phil-
lips, vp; Larry W. Giboney, secret-
ary.

Compensation: commissions.

Licensed excess/surplus broker

in: Missouri.
L.T. Barton Insurance

PO Box 9320, 607 Bailey St., Ft.



Worth, Tex. 76107; 817-332-1313

1977
Premium vol. $ 2,509,636 $ 2,119,989
Gross rev. . . .. ,. $ 420,830 $ 357,532
Ermaployvess T1TO 10

Commercial bus. 70% 70%

1976

Principalofficers: HayesTucker,
CPCU, CLU, Troy Barton, David
Cooper, all partners.

Compensation: commissions.

Beal & Associates Insurance

Counselors Inc.

4350 East Camelback Road, Suite

205-A, Phoenix, Ariz. 85018;
602-957-1111

1977

Premium vol. $ 2,954,000 $ 2,300,000
498,000 $ 394,000
as a7
90%

1976

Sross rev. .. $
Employes
Commercial bus.

85%

Principal officers: William A.
Beal, president; Norma J. Beal,
secretary/treasurer.

Compensation: commissions
and fees.

Nndustrial
O isk

Nnsurers

REGIONAL OFFICES
Eastern Region
85 Woodland Street, Hartford, CT. 06102
C.C. George, Manager (203) 525-260
Western Region
175 W. jackson Blvd., Chicago, lllinois 60604
H.S. Robinson, Manager
Pacific Region
One Embarcadero Ctr., San Fran., CA. 94111
A.J. Wert, Manager
FIELD OFFICES
Atlanta, Georgia 30341

3300 Northeast Expressway (404) 451-8446

Baltimore, Maryland 21204

305 W. Chesapeake Avenue (301) 825-6676

Boston (Wellesley), Massachusetts 02181
20 William Street
Buffalo (Williamsville), New York 14221
5820 Main Street
Charlotte, North Carolina 28202
200 South College Street
Chicago, lllinois 60604

175 West Jackson Boulevard (312) 663-4050

Cincinnati, Ohio 45202
309 Vine Street
Cleveland, Ohio 44113

312) 663-4050

14151434-3356

(617)237-4506
(716) 634-5900

(704) 333-1108

(513) 241-8040

Subsidiaries: Dealer Services.

Licensed excess/surplus broker
in: Arizona.

Max Behm & Associates Inc.

16633 VVentura Blvd., Suite 1100,
Encino, Calif. 91436; 213-981-0600

1977
Premium vol. $ 4,725,000 $ 2,876,000
Gross rev. .... $ 627,000 $ 425,000
Employes =1 1S

Commercial bus. 75%

1976

Principal officers: Max Behm,
president; Gerald P. Baron, CPCU,
executive vp; Robert M. Bryar, vp;
Virginia Bennett, office manager.

Compensation: commissions.

Acquisitions in the past year:
Ben Wohlstadter, Dec. 1976.

Albert M. Bender Co. Inc.

50 Francisco St., San Francisco,
Calif. 94133; 415-391-2600
1977 1976

$60,000,000 $45,000,000
$ 9,000,000 $ 5,200,000

Premium vol.

Gross rev.

Employes....... 210 185
Commercial bus. 20% 85%

Principal officers: Lewis B.
Levin, chairman; Bernard H.
Mizel, president and chief execu-
tive officer; Richard Metcalfe, ex-
ecutive vp-underwriting; Robert
L. Rossi, executive vp-branch and
field operations; John W. Kabaker,
senior vp-sales; E. Paul Hansen,
vp-finance; Edward Greenberg,
senior vp-SOCAL region; Robert
L. Clark, senior vp-NORCAL reg-
ion; Earnest Gray, senior vp-
Warren, Starkey & Gray division;
William Goulet, vp-life and finan-
cial services.

Compensation: commissions
and fees.

Acquisitions in the past year:
Walter J. Warren Agency, Jan.
1977; William F. Mallory As-
sociates Inc., Sept. 1977.

Branch offices: Arcata, Los
Angeles, Marin County, Mt.
Shasta, Petaluma, Sacramento,
San Francisco, Santa Rosa, Walnut
Creek, all California; New York.
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Subsidiaries: Insurance Market-
ing Associates, Norman Lawrence
& Associates Inc., Warren, Starkey
& Gray Insurance Agency.

Parent company: Bender was
acquired by the Bache Group Inc.
of New York in January 1978.

Licensed excess/surplus broker
in: California.

Bennett Wallace Welch &
Green Insurance Inc.

641 1st St. South, PO Box 3842,

St. Petersburg, Fla. 33731;
813-822-4616

1977 1976

Premium vol. $ 3,785,000 $ 3,481,000
Gross rev. $ 661210  $ 590,870
Employes ....... 23 23
Commercial bus. 60% 60%

Principal officers: William P.
Wallace, president; John |I. Welch,
Stanley C. Shaver Jr., J. Hayden
Knowlton, Jack Fessler, all vps.

Compensation: commissions.

Branch offices: Clearwater.

Licensed excess/surplus broker
in: Florida.

Blumencranz, Klepper &
Wilkins Ltd.

3000 Marcus Ave., Lake Success,
N.Y. 11040; 212-445-2300

1977

Premium vol. $ 8,000,000 $ 7,000,000
950,000 $ 810,000
=25 =233
85%

1976

Sross rev. $

Emploves
Commercial bus.

85%

Principal officers: Roger A.
Blumencranz, CLU, president;
Aaron A. Wilkins, Frank Ali, Jules
A. Birnbaum, CLU, all vps; Stuart
Wilkins, treasurer.

Compensation: commissions
and fees.

Subsidiaries: B.B.K.&VV.
Agency Inc.

Licensed excess/surplus broker
in: New York.

Bogart & Brownell

4829 Fairmont Ave., Bethesda,
Continued on following page

Piro8tftotection:
1R

When an IRI inspector scales a height, he ma be protecting
a bottom line. The insurance recommendations t at result

can affect everything from production through marketing

1 At Industrial Risk Insurers, knowledgeable underwriting
and loss prevention engineenng help protect both property
and profits. Here's how: an IRI engineer pointed out in a

loss prevention report that three maJor production units

"...are located side by side If an incident occurred to one,

there is the strong likelihood that it would involve the

other two. Replacement of this machinery is estimated
at one year." This risk involved hundreds of thousands

of sales dollars each day. If an incident occurred, the
interruption could mean a loss of market share as

customers shifted to other available brands And lost

market share could affect profits for years to come
Immediate steps were taken to alleviate the risk

Since 1890, IRI's underwnting and engineering
staff, working with leadin agents and brokers, has

encouraged customers an prospects to carry
appropriate business interruption coverage and to

follow good fire protection and loss prevention

614 Superior Avenue, West 1216) 621-9088
Columbus, Ohio 43215

394 Oak Street
Dallas, Texas 75206

8350 N. Central Expressway (214) 692-7631
Detroit ISouthfield), Michigan 48075

16900 West Eight Mile Road (313) 275-5296
Grand Rapids, Michigan 49506

1331 Lake Drive, South East (616) 459-0277
Hartford, Connecticut 06102

85 Woodland Street
Houston, Texas 77024

974 Campbell Road
Indianapolis, Indiana 46204

320 North Meridian Street
Kansas City, Missouri 64111

406 West 34th Street (816) 931-5995
Los Angeles CAnaheim), California 92805

300 South Harbor Blvd. (714) 778-4580
Milwaukee, Wisconsin 53226

2401 North Mayfair Road
Minneapolis, Minnesota 55402

12 South Sixth Street
Nashville, Tennessee 37204

2934 Sidco Drive
Newark, New Jersey 07102

Gateway 1
New York, New York 10038

85 John Street 1212) 233-2495
Philadelphia, Pennsylvania 19106

Fifth and Market Streets (215) 925-5050
Pittsburgh, Pennsylvania 15220

875 Greentree Road
Richmond, Virginia 23230

4906 Fitzhugh Avenue
St. Louis, Missouri 63137

9021 Riverview Drive
San Francisco, California 94111

One Embarcadero Center
Seattle, Washington 98119

200 First Avenue, West
Syracuse, New York 13202

677 South Salina Street

practices. It's not just thorough risk manage

(614) 224-4278 ment, it's also farsighted general management

An association of 45 leading insurance
companies, Industrial Risk Insurers under
writes domestic and foreign property liability
in excess of $400,000,000,000 We offer
enlarged capacity, engineenng in depth,
and a commitment to productivity
and profits which our customers (and
their stockholders) welcome

(203) 525-2601
17131461-1363
(317) 634-2583
For more information concerning
IRI's underwriting and engineenng
services, contact your agent or
broker, or one of our offices listed

(414} 475-1775 . .
adjacent to this message.

(612) 339-0474

(615) 254-1658

Nndustrial

O isk

(201)643-1005

1412) 922-6440
(804) 353-8958 nsurers
(3141869-7800
1415) 434-3356
(206) 282-4141

(315) 472-7511
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Where is the Real Madison Avenue?

The real Madison Avenue is where actuaries, data processors, claims administra-
tors, attorneys, and others are ,buying their professiorial liability insurance.

1n this era when providers of services are being held increasingly liable for
accuracy and Iegality of their services, professional liability insurance can no

longer be viewed as a luxury. On the contrary, E&O coverage is becoming an
absolute necessity.

If you are interested in competitive rates for any line of E&QO coverage, please
allow the Brougher Agency, Inc. to provide you a no cost quote.

IncidentaII%/, Madison Avenue is the main thoroughfare of Greenwood, the city
that recently put Indianapolis on the Map.

Brougher Agency, Inc.

188 S. Madison Avenue

Greenwood, Indiana

Telephone 317 888 3531
Telex/TWX 810 260 2230

ag€nt/broker
profil€s

Continued from preceding page
Md. 20014; 301-654-2277

1977 1976
Premium vol. $ 7,000,000 $ 5,600,000
Gross rev. $ 860,000 $ 723,000
Employes ..... 22 21
Commercial bus. 80% 80%

Principal officers: Ralph M.
Bogart, Robert W. Brownell, Carl
W. Hurlebause, Ben C. Bridgers,
William C. Bogart.

Compensation: commissions

and fees.

Branch offices: Boca Raton, Fla.

Bone, Robertson & McBride

Inc.

1043 Stuart St., Suite 8, Lafayette,
Calif. 94549; 415-376-3502

1977 1976

Premium vol. $ 1,250,039 $ 857,420

EAn) P SCRP

Wehaventchanged ....

but theret a lot more behind us.

You still get prescription drug program  Joined with CSC, weshare

in theexper-

administration but with a difference.

Over 6,000,000 people are covered by
our card. They're the employees of
businesses, unions, and government
agencies that include PAID Prescrip-
tions in their health benefit programs.

They understand and appreciate the
val ue of PAI D Prescri ptions; because
they use it regularly to take care of
many small charges that can add. up to
a lot. Their sponsors appreciate .us,
too, because we keep waste and abuse
out of the health benefits budget.

Now we're backed by the world leader
in computer problem-solving and infor-
mation systems development. We're
part of Computer Sciences Corporation.

PAID PRESCRIPTIONS

A Division of Computer Sciences Corporation
235 Frisch Court

Paramus, N.J. 07652
(201) 845-9000

tise of a worldwide staff of 10,000
technical problem solvers and support
personnel. We draw on the resources of
the leading independent firm in the
information sciences... managers of a
half billion dollars in computerfacilities

and equipment ... bui Ider and operator
of the worldwide INFONET remote

computi,g network... serving NASA's

spacecraft tracking - and data systems
needs.

The PAID Prescri ptions card still looks
the same .'. . butour resources just got
bigger.

Yes, I'd like to learn more about
PAID Prescriptions .

El Please have a salesman call
O Serd me your brochure

Name

Company

Address
CCithy S tate Zip

Telephone

Gross rev. . $ 187,506 $ 126,439
Ermapployves ... red =
Commercial bus. 86% 78%

Principal officers: Thomas M.
Bone, president; Donald L. Bone,

vp; C. Dudley Robertson, treas-

urer.
Compensation: commissions

and fees.

Licensed excess/surplus broker
in: California.

Boockford & Co.

2021 Spring Road, Suite 230, Oak
Brook, Ill. 60521; 312-654-8282

1977 1976
Premium vol. $10,299,000 $ 7,411,000
Gross rev. $ 949278 $ 712,000
Emploves ..... 1a 12
Commercial bus. 97% 96%

Principal officers: William- B.
Boockford, president and treas-
urer; Louis F. Chiodo, vp and sec-
retary.

Compensation: commissions
and fees.

Bosworth-West & Co.

1818 West S.W. Loop 323, PO Bo,x
6620, Tyler, Tex. 75711; 214-561-
2621

1977 1976
$ 3.871,823 $ 3,685,948

$ 388,479 $ 328,368
-1 & 1 &

Premium vol.

Gross rev.

Employes .
Commercial bus. 65% 65%

Principal officers: Fred E. Bos-
worth, senior partner;
Shelton, L. Glenn Taylor, partners.

Compensation: commissions.

3erry R.

Bottari, Holland & Sweetman™

2150 Franklin St., Oakland, Calif.
94612; 415-835-4600

1977 1976

Premium vol. $ 2,000,000 $ 1,550,000
Gross rev. $  324,000% 255,000
Eerwvagpolcooyre = - - =

Commercial bus. 70% 70%

Principal officers: Victor Bottari
Jr., president; John P. Holland Jr.,
CPCU, Robert G. Sweetman, both
vps.

Compensation: commissions
and fees.

Acquisitions in the past year:
DeVilbiss, Sweetman, Wentworth
& Associates, Jan. 1978.

*Formerly Bottari, Holland &
Zarley.

Bowers, Schumann & Welch

21 W. Washington Ave., Washing.
ton, N.J. 07882; 201-689-1092

1977 1976
Premium vol. $ 4,400,000 $ 3,400,000
764,596 $ 639,361
Employes - ...... == =s
Commercial bus. 50% 45%

*From 1977 Bl listing

Sross rev. $

Principal officers: Leonard R.
Schumann, president; Ralph S.
Bowers, vp; Scott F. Welch,
secretary-treasurer.

Compensation: commissions
and fees.

Acquisitions in the past year: W.
Russell Hamlen Agency, Jan. 1977;
Gerstner Insurance Agency, May
1977.

Branch offices: Blairstown,
Hackettstown; Phillipsburg, all in
New Jersey.

Boyer Agency

Savings Bank Building, Manis--
tee, Mich. 49660; 616-723-6283

1977 1976
$ 5,200,000 $ 4,600,000
$ 613,000 $ 575,000

1 =2 1 =3

Premium vol.

Gross rev.

Employes .....
Commercial bus. 60% 60%

Principal officers: Theodore K.
Knott, president; Harold L. Lloyd,
vp and treasurer.

Compensation: commissions
and fees.

Branchoffices: Bear Lake, Mich.

Licensed excess/surplus broker
in: Michigan.

Bradenton Insurance Inc.

PO Box 70, Bradenton, Fla. 33506;



813-748-0511

1977 1976
Premium vol. $ 2,200,000 $ 1.700 BOO
Gross rev. $ 350,000 $ 310,000

Employves _...._.._.._ 1= 15
Commercial bus. 50% 65%

Principal officers: John A.
Weichel, CPCU, CLU, president
and chiefexecutive officer; VW. Bert
Varnadore, vp-group sales; R. H.
Russell, CPCU, vp-commercial
sales.

Compensation: commissions.

Branch offices: Clearwater, Fla.

Licensed excess/surplus broker
in: Florida.

Braun & Braun Inc.

7th Floor, Sill Building, Flint,
Mich. 48502; 313-767-6180

1977 1976
Premium vol. $ 6,054,834 $ 5,122,341
895,194 $ 742,916
Ermployes =20 20O
Commercial bus. 81% 809;

Gross rev. .. $

Principal officers: Philip J
Braun, president; Robert E. Ben-
son, Anthony Abaid, both vps;
John J. Byder, secretary; Michael
J. Charboneau, treasurer.

Compensation: commissions
and fees.

Brendler Insurance Agency

Inc.

6011 Executive Boulevard, Suite

205, Rockville, Md. 20852;
301-468-2200

1977 1976*
$ 2,000,000 $ 2,000,000
$ 200,000 $ 200,000

Premium vol.
Gross rev.

Employes ..... Ee Ee

Commercial bus 90% 90%

*From 1977 Bl listing.

Principal officers: Ivan B.
Brendler, president; Robert D.
Brendler, vp; Dossie B. Brendler,
secretary-treasurer.

Compensation: commissions.

Licensed excess/surplus broker
in: District of Columbia, Mary-
land.

Brown & Holloway Inc.

PO Box 708, Commerce Court,

Madisonville, Ky. 42431; 502-821-
3033

1977 1976
Premium vol. $ 1,725,000* $ 1,700,000
Gross rev. .... $ 310,000 $ 276,583

Ermaployvess =
Commercial bus. 85% 85%

Principal officers: Starling Hol-
loway, president; Stephen Palmer,
vp; William E. Rudd, secretary-
treasurer.

Compensation: commissions.

*Premiums and commissions
depressed due to difficulties in
workers compensation in Ken-
tucky. Large blocks of business
were placed in assigned risk pool.

Buckley & Co. Inc.

PO Box 1809,111 W. Short St., Lex-
ington, Ky. 40593; 606-254-8002

1977 1976
Premium vol. $ 2,400,000 $ 2,160,000
Gross rev. . . $ 300,000% 270,000
Employes ... 14 13
Commercial bus. 75% 75%

Principal officers: Ben F. Buck-
ley, CPCU, president; B.X. Buck-
ley, secretary-treasurer; John F.
Moore, Bill Shecky, Biff Buckley,
all vps.

Compensation: commissions.

Business Coverage Corp.

2124 Highway 35 at Laurel Ave.,
Holmdel, N.J. 07733; 201-671-5111

1977 1976

$ 2,250,000 $ 1,800,000
$ 250,000 $ 220,000
= 1=

Premium vol.
Gross rev.
Employes .

Commercial bus. 85% 85%

Principal officers: Alan N. Curry,
president; John F. Baldwin, vp and
secretary; Margaret F. Curry, vp.

Compensation: commissions.

Subsidiaries: Business Coverage

T.ifc A Cenrinteg¢

Byerly & Co. Inc.

1300 Logan St., Suite 200, Denver,
Colo. 80203; 303-831-0070

1977 1976
Premium vol. $91,000,000 $58,000,000
Gross rev. $ 613,185 $ 399,160

Employves
Commercial bus.

______ =27 17
100%

Principal officers: Robert
Byerly, president; Robert N.
Morehead, executive vp; Richard
F. Helm, Jack E. Kennedy, both
senior vps; Alfred A. Gimbel, vp;
Warren J. Tasset, president Wyo-

ming office.

Compensation: commissions
and fees.
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Principal officers: David

Bynum, president; Hilda Hines,

Subsidiaries: Byerly & Co. of secretary.

Wyoming.

David Bynum Insurance Inc.

1798 Transco Tower, 2700 S. Post

Oak, Houston, Tex. 77056; 713-627-
3230

1977 1976
.. $ 4,392,340 $ 4,393,000
4 487,850 $ 487,921
Erramployves _._._.__._

Commercial bus. 92% 90%

Premium vol.

Gross rev. ...

Compensation: commissions
and fees.

Calco Insurance Brokers &
Agents

1900 Alameda de Las Pulgas, San
Mateo, Calif. 94503; 415-574-0773

O 10 1977 1976
$45,487,000 $34,399,000

Premium vol.

Gross rev. $ 7,249,500 $ 5,555,000
Employes . . 230 220
Commercial bus. 99% 99%

Principal officers: Robert E.
Tuthill, first vp; Paul J. Warner, vp;
Franklin L. Knapp, asst. vp.

Compensation: commissions
and fees.

Branch offices: San Francisco,

Los Angeles, Fresno, all in Califor-
nia.

Cal-Surance Associates

3475 Torrance Boulevard, Torr-
Continued on page 64

TheFrankRHallofFame
thaworldof impressive clients.

Today - indeed, since 1862 - corporations around the globe have been secure in
the arms of the world's most inventive insurance broker. The one that devised

the first airline protection ever. Created the first international benefits program
covering employees in 87 countries. Was a pioneer in marine insurance. Led in
original solutions for property.casualty risk protection. And now embraces the
worldly needs of its 190,000 clients through 122 offices around the glebe.
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Of crucial importance to the
] Mmultinational firm: the

g selection of an underwriter

with worldwide claims service

capabilities.

Securing uniform coverage in every nation where
1 Your firm does business represents only one facet of a
multinational's insurance requirements. Of equal impor-

tance is the selection of an underwriter with worldwide

claims service capabilities.

U
1 4 INA International, with 62 fuIIP/ staffed service offices

and an even larger network of claims facilities, is uniquely

| equipped to provide fast, accurate claims service. Very

. often this will include on-the-scene investigations, claims

lld evaluation and working with local banks.

The INA International team is made up of nearly

2,000 people, dealing in over 80 currencies daily, and

- serving your needs in every language from Arabic to Swa-

hili. All our overseas facilities are linked to eight domestic

"international" offices listed below. This assures you of

direct control over the disposition of claims settlements -

whether paid in dollars, blocked currencies, or currency
fluctuating against the dollar.

For details and a brochure write to INA Inter-

national, 1600 Arch Street, Philadelphia, PA 19101. Or

call: Philadelphia (215) 241-2460; Houston (713)

626-5060; Los Angeles (213) 480-4270; New York (212)

233-5010; San Francisco (415) 391-9310; Atlanta (404) 688-

3228; Dallas (214) 688-0362; Chicago (312) 648-7509.

INA International, whose network of worldwide facilities
1 P is the laTgest of any single U. S. based insurance company, has
developedanumberofoperatingstandards that should prove of

- interest and benejit to agents and brokers.
Cy p O I Cy This is the fourth in a series.
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agcnt/brok€p
profil€s

Continued from page 61
ance, Calif. 90503; 213-542-7301

1977 1976
$16,168,000 $10,432,319

Premium vol.

Gross rev. $ 2,657,000 $ 2,466,254
Employes ... 95 94
Commercial bus. 99% 99%

Principal officers: Donald E.
Martin, CPCU, president; Warren
J. Kwedar, executive vp; Terry
Martin, Myron Bogen, both vps.

Compensation: commissions
and fees.

Branch offices: San Jose,
Fresno.

«fgdt'ey

Subsidiaries: MGA Insurance
Marketing.

Parent company: Chartered Fi-
nancial.

Licensed excess/surplus broker
in: California.

John Campbell Insurance
Agency Inc.

209 N. Walnut, Harrison, Ark.
72601; 501-741-5423

1977 1976
Premium vol. $ 1,309,300 $ 1,032,356
Gross rev. $ 209,000 $ 164,797
Employes 8 8
Commercial bus. 60% 51%

Principal officers: John O.
Campbell, president; D.J. Camp-
bell, secretary-treasurer.

Compensation: commissions.

Cantor & Co. Inc.

174 Central St., Lowell, Mass.
01852; 617-458-3381

1977 ‘976
$ 3,500,000 $ 4,500,000

- $ 525,000 $ 650,000
= 1=

Premium vol
Gross rev.

Employes .....
Commercial bus. 85% 85%

*From 1977 Bl tisting

Principal officers: James Cantor,
chairman; Harold Swartz, presi-
dent; Neil M. Blume, treasurer;
William Abrcmson, executive vp;
Robert R. Miller, vp.

Compensation: commissions.

Branch offices: Boston. West

Brook, Maine.

*1

* GRAIn DEALERS mUTUAL

insurance company

Subsidiaries: Cantor Insurance

Agency Inc.

Cape Insurance Center Inc.

303 New Jersey Ave., N. Wild-
wood, N.J. 08260; 609-522-1004

1977 1976
$ 3,624,823 $ 2,721,041
$ 652,000 $ 599,000

a1 1=

Premium vol.
Gross rev.

Employes .
Commercial bus. 62% 59%

Principal officers: James E.
VWheaton, president; Ernest L.
Yarborough Jr., CPCU, vp; Harry
N. Hand, secretary-treasurer.

Compensation: commissions.

Branch offices: Avalon, Cape
May Court House, Wildwood Crest,
all in New Jersey.

%3

Carlin Insurance

209 West Central St., Natick,
Mass. 01760; 617-655-0522

1977 1976

$ 3,250,000 $ 2,750,000

$ 438,000 $ 376,000
1= 1 =

Premium vol.
Gross rev.
Employes .
Commercial bus. 70% 65%

Principal officers: James A. Cot-
ter, CPCU, president.

Compensation: commissions
and fees.

Subsidiaries: Consolidated Fi-
nance Corp.

Parent company: Consolidated
Resources Corp.

Licensed excess/surplus broker
in: Massachusetts.

The Carpezzi Agency Inc.

120 N. Main St., New City, N.Y.
10956; 914-634-8716

1977 1976

Premium vol. $ 2,100,000 $ 1,475,000

Gross rev. $ 280,000 $ 210,000
Employes . - -
Commercial bus. 80% 75%

Principal officers: Leonard J.
Carpezzi, president; Virginia Pel-
loccatta, general manager.

Compensation: commissions.

Catalano Insurance Agency

Inc.

251 Broadway, Methuen, Mass.
01845; 617-688-4667

1977 1976
$ 2,000,000 $ 1,500,000

Premium vol.

Gross rev. $ 340,000 $ 255,000
Employes ...... 1 ML)
Commercial bus. 70% 70%

Principal officers: G. Thomas
Catalano, president; William F.
Corcoran, Anthony J. Grillo, both
vps.

Compensation: commissions.

Subsidiaries: Salem Insurance
Salem, N.H.;
Georgetown Insurance Agency,
Georgetown, Mass.; Brewster
Brothers, Newburyport, Mass.

Agency , Inc.,

Century Insurance Services

840 Oak Grove Road, Birming-
ham, Ala. 35209; 205-942-9685

1977 1976
Premium vol. $ 1,450,000 $ 810,000
Gross rev. $ 266,000 $ 134,000

Employes ... L

Commercial bus. 90% 85%

Principal officers: M. Glen Jack-
son, president; Maxie R. Jackson,
R.B. Moore, both vps.

Compensation: commissions
and fees.

Acquisitions: Formed Century
Insurance Services of Tennessee,
June 1978.

Branch offices: Chattanooga,
Tenn.

Subsidiaries: Century Insurance

Services of Tenn.

Licensed excess/surplus broker
in: Alabama.

Charles & Laubach Inc.

255 East Osborn Road, Phoenix,
Ariz. 85012; 602-264-1634

1977 1976
Premium vol. $3,700,000 $3,200,000
Gross rev. $ 560,000 $ 450,000
Employes ..... 12 11
Commercial bus. 85% 85%

Principal officers: Robert M.
Charles, CPCU, president; Robert
A. Laubach, CPCU, CLU, vp;
Donald G. Alexander, CPCU,
secretary-treasurer.

Compensation: commissions.

Licensed excess/surplus broker
in: Arizona.

City & County Insurance
Agency Inc.

PO Box 10348; Knoxville, Tenn.
37919; 615-637-4519

1977 1976
$ 4,288,229 $ 2,986,665

Premium vol

Gross rev.

$ 529,557 $ 425,759
Employes ..... L R — e B —
Commercial bus. 85% 85%

Principal officers: C.H. Butcher
Jr., chairman; L.S. Moran, presi-



dent; Harold Trapp, Frank Maples,
both vps: Howard Moody,
secretary-treasurer.

Branch offices: Maynardville,
Clinton, both in Tennessee.

Parent company: Inter-Agency
Risk Managers.

Licensed excess/surplus broker
in: Kentucky.

Clair Insurance Agency Inc.

717 Bethlehem Pike, Erdenheim,
Pa. 19118; 215-CH-2-5555

1977 1976
Premium vol. $ 7,904,329 $ 5,627,271
Gross rev. $ 1,058,806 % 827,381
Ermmployves (... 858 35S
Commercial bus. 80% 78%

Principal officers: Robert A.
Clair, president and treasurer;
Herbert D. Clair, executive vp; Wil-
liam P. Mohr, first vp; Milton B.
Kohn, vp and secretary; David A.
Collins, vp.

Compensation: Commissions
and fees.

Subsidiaries: Morgan Insurance
Agency.

Clark Associates™
307 Cumberland Ave., PO Box

3543, Portland, Maine, 04104;
207-774-6257

1977 1976

Premium vol. $ 3,708,000 $ 2,900,000
Gross rev. ... $ 586,000% 505,000
Employves ....... =29 20
Commercial bus. 55% 54%

Principal officers: Richard W.
Clark, president and treasurer;
Philip F. Chadbourne, Richard R.
Carmichael, both vps.

Compensation: commissions.

Acquisitions: Goodrich Agency,
March 1978.

Branch offices: North Windham,
Maine.

Licensed excess/surplus broker
in: Maine.

*Formerly Woodworth & Clark.
E.T. Clauss & Co. Inc.

735 Delaware Ave., Buffalo, N.Y.
14209; 716-886-6600

1977 1976
Premium vol. $ 7,000,000 $ 5,600,000
Gross rev. $ 1,200,000 $ 1,050,000
Employes....... SO .= a0
Commercial bus. 65% 60%

Principal officers: James T.
Clauss, president; David F. Clauss,
Robert L. Pauly, CPCU, Robert S.
DiMatteo, CPCU, all vps; Philip W.
Cowan, CPCU, secretary.

Compensation: commissions.

Branch offices: Syracuse, N.Y.

Subsidiaries: Affiliated with As-

sociated Risk Managers of New
York State.

Columbia Insurance Agency

Inc.

45 Sutton St., Lynn, Mass. 01901;
617-598-5000

1977 1976*
Premium vol. $ 3,092,000 $ 2,600,000
Gross rev. ..... $ 475,000 $ 445,000
Employves _......_ 11 1=
Commercial bus. 50% 50%
*Figures from 1977 Bl listing

Principal officers: Normand A.
Dion, CPCU, president; Paul F.
Duffy, vp.

Compensation: commissions.

Licensed excess/surplus broker
in: Massaehusetts.

Columbus Interstate
Insurance Agency

PO Box 2488, 421 12th St., Colum-
bus, Ga. 31902; 404-324-6634

1977 1976
Premium vol. $ 6,508,000 $ 5,619,000
Gross rev. $ 150,000$% 150,000
Employes .... 33 35

Commercial bus. 75% 75%

Principal officers: Paul F. Morri-
son, president; Gus D. Hinson, ex-
ecutive vp; Richard B. Jones, vp
and secretary; E.T.. Jones, vp and
treasurer.

Compensation: commissions.

Branch offices: Atlanta.

Subsidiaries: Interstate Insurors

Inc.

Parent company: Insurance
Management Corp.

Colwell James & Hart Inc.

1611 Peach St., PO Box 6365, Erie,
Pa., 16501; 814-455-0987

1977 1976
Premium vol. $ 1,200,000 $ 1,500,000-
Gross rev. .. $ 210,000 $ 202,000
Ermaployes - ... -
Commercial bus. 70% 70%

Principal officers: H.L. James
Jr., president; Donald J. Hart, vp
and treasurer.

Compensation: commissions.

Licensed excess/surplus broker
in: Ohio, Texas, Florida.

Comiskey Insurance Agency

Inc.

3915 Essex Lane, PO Box 22751,
Houston Tex. 77027; 713-627-7810

Continued on following page
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SARASOHN & Company

NATION'S LEADING PUBLIC ADJUSTERS
0 CONMEMIENT

(HOME OFFICE) EAST ORANGE, NEW JERSEY (201) 675-1400

0,DGEPORT, CONN. BOCA RATON, FLA.
DENVER, COLO. KANSAS CITY, MO.
MEMPHIS, TENN. SAN JUAN, PUERTO RICO
MINNEAPOLIS, MINN. LONDON, ENGLAND

NEW YORK, NEW YORK (212) 962-0900

Before they ask youabout

dental care programs, ask us. Last year
4,114 benefit managers did.

Last year thousands of employee benefit

managers contacted the American Dental
Association for information on dental benefit

plans. Why?

send the coupon to: James Y. Marshall, Council
on Dental Care Programs, American Dental

Association, 211 East Chicago Avenue, Chicago,
Ilinois 60611.

Dental care plans are a rapidly growing

employee benefit-from two million people
covered in 1965 to an estimated 48 million today.
Employers and union officials recognize dental
plans as a worthwhile employee benefit.

Further, the American Dental Association has.
experience gained from longstanding cooperation

For your information kit send this coupon to: 2 &7/7&

James Y. Marshall

Council on Dental Care Programs
American Dental Association

211 East Chicago Avenue
Chicago, lllinois 60611

with the nation's largest carriers and purchasers

of dental insurance. Name
We can help you better understand dental care e .
and make the right decisions for your company
and your employees. Company
Return this coupon, and we'll send you a Address
package of useful background information on
City State Zip

dental prepayment.

If you are considering a dental plan for your
company, or presently have coverage, we believe

Number of employees

Presently have a dental plan? Yes No

you will find this information important. Please
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1977 1976
$5,250,000 $5,500,000
Gross rev. $ 450,000 $ 550,000
As 1=

Commercial bus. 75% 65%

Premium vol.

Ermployves

Principal officers: Frank H.
Comiskey, CPCU, president;
Charles E. Comiskey, CPCU, ex-
ecutive vp.

Compensation: commissions.

Concord Insurance Agencies

6044 Gateway East, El Paso, Tex.,
79905; 915-778-9911

1977 1976
Premium vol. $10,000,000 $8,000,000
Gross rev. $ 2,500,000 $2,000,000
Employes 125 126
Commercial bus. 60% 60%

Principal officers: R.A. Lowen-

field, president; Rex Glimp, C.F.
Saunders, both vps; David Etzold,
secretary; R.H. Palm, chairman.

Compensation: commissions
and fees.

Branch offices: Albuquerque,
Anthony, both in New Mexico.

Licensed excess/surplus broker
in: Texas, New Mexico.

Consolidated Insurance

Center Inc.

6707 Whitestone Road, Baltimore,
Md. 21207; 301-944-9550

1977 1976
Premium vol. $3,775,590 $3,000,000
Gross rev. $ 712,527 $ 576,098
Employes . 20 19
Commercial bus. 70% 65%

Principal officers: Charles P.
Bundy Jr., CPCU, chairman; John
F. Doetzer, CPCU, president;
Thomas F. Campion, CPCU, vp-
treasurer; Robert G. Urch, CPCU,
vp-secretary; W. Ronald Galloway,
CPCU, vp.

Compensation:, commissions

and fees.

Subsidiaries: Consolidated In-
surance Consultants.

Licensed excess/surplus broker
in: Maryland.

Cook & Knight Associates

1172 E. Ridgewood Ave.;
Ridgewood, N.J., 07450; 201-

445-5100

1977 1976
Premium vol. $1,890,000 $1,400,000
Sross res. S5 225000 $ 175,000
Employves ....... kg 5
Commercial bus. 55% 50%

Principal officers: Warren B.
Cook, president; John J. Knight,
vp; John F. Giegerich, assistant vp.

Compensa:ion: commissions.

Acquisitions in the past year:
two, May 197; and March 1978.

The Corinth Co.

975 S. Fair Oaks Ave., Pasadena,
Calif. 91105; 213-682-3336

1977 1976
Premium vol. $2,000,000 $1,600,000
Gross rev. $ 337,000 $ 230,000
Employes . 10 7
Commercial bus. 80% 85%

Principal officers: William L.
Hoyt Jr., president; Joseph M.
Green, executive vp; Owen C.
Burgess, office manager.

Compensation: commissions.

Branch offices: Beverly Hills,
Calif.

Coulter & Groner Inc.

125 Parkway Road, Bronxville,
N.Y. 10708; 914-337-9200

1977 1976
Premium vol. $4,500,000 $3,500,000
Gross rev. $ 525,000 $ 350,000
Employes ... 10 8
Commercial bus. 80% 75%

Principal officers: Elliott H.
Coulter, president; Edward H.
Grower, vp.

Compensation: commissions.

Subsidiaries: The Life Agency of

America Inc.

Looking for capacity in 1st layer umbrella®?

Look to Baccala & Shoop. We've got in-house binding authority
for $5,000,000 umbrella coverage and facilities for more are available.

In addition to the capacity you need, we offer the fast,

professional service you need, too. When you're looking for capacity

Specialists

umbrella from the professionals, look to Baccala & Shoop.

Baccala & Shoop

Underwriting Managers

Property: Primary, Quota Share and/or Excess cn All Risks, D.I.C. and Builders Risk.

Casualty: Commercial gmbrella, Excess Liability, Gap Layer, Excess Workers' Compensation.
Home Office: 2 Century Plaza Towers, 2049 Century Park East, Los Angeles, CA 90067 (213) 553-1333
Southern California: 3345 Wilshire Blvd., Los Angeles, CA 90010 (213) 385-6266

San Francisco: 1 Market Plaza, San Francisco, CA 94105 (415) 777-4300
Houston: 9100 Southwest Freeway, Houston, TX 77074 (713) 777-4530

New York: 88 Pine Street, New York, MY 10005 (212) 943-2070

Seattle: Bank of California Center, Seattle, WA 98164 (206) 624-8711

Dallas: Park Central 11,7540 L.B.J. Freeway, Dallas, TX 75251 (214) 233-0201

Couper-Ackerman-Sampson

Inc.

2 Court St., PO Box 1970, Bing-
hamton, N.Y. 13902; 607-772-1444

1977 1976
Premium vol. $3,250,000 $3,000,000
Gross rev. $661,000 $601,000
Employes .... 24 24
Commercial bus. 67% 67%

Principal officers: John F. Rus-
sell, CPCU, president; John A.
Foley, vp and treasurer; William J.
MePhail, secretary; Robert H.
White, assistant secretary.

Compensation: commissions.

Cox & Associates Inc.

Drawer 448, Troy, Ala. 36081;
205-566-1477

1977 1976
Premium vol. $3,678,432 $2,297,351
Gross rev. $ 454,000 $391,000
Employes 13 14
Commercial bus. 93% 95%

Principal officers: Ken Cox,
president; Dot Howard, John
Witherington, Bob Graf, all vps.

Compensation: commissions
and fees.

Subsidiaries: Monk Wright
Agency, sold May 1978.

Licensed excess/surplus broker

in: Alabama.

Crowe Insurance Agency Inc.

169 Washington St., E. Strouds-
burg, Pa. 18301; 717-421-3535

1977 1976
Premium vol. $3,675,000 $3,120,000
Gross rev. $561,944 $422,078
Employes .... 18 16
Commercial bus. 60% 60%

Principal officers: Walter R.
McClelland, president; Richard C.
MccClelland, vp.

Compensation: commissions.

Frank Crystal & Co. Inc.

61 Broadway, New York, N.Y.
10006; 212-344-2444 or 800-221-5830

1977 1976
Premium vol. NA NA

$2,051,000 $1,100,000
i B

Gross rev.

Employes ....
Commercial bus. 85% 86%

Principal officers: James VV.
Crystal, president and chief execu-
tive officer; |I. Frank Crystal,
chairman; Jerome D. Lubin, vp;
Steven L. Grossberg, vp and
comptroller.

Compensation: commissions
and fees.

Subsidiaries: Frank Crystal &

Associates Inc.

Licensed excess/surplus broker

in: New York.

The people with

know-whoin

MIAMI

are

D. R. MEAD & COMPANY

1900 Biscayne Boulevard
576-1101

SEE OUR AD ON PAGE 4
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agent/broke€r
profil€s

Continued from preceding page
Principal officers: L. Robert De-

Sanctis, president and treasurer;

Gregory D. Juwa, vp and clerk.
Compensation: commissions.

The John DeVries Agency
Inc.

414 State St., St. Joseph, Mich.
49085; 616-983-0581

1977 1976
Premium vol. $3,181,428 $2,611,255
Gross rev. $ 493,761 $ 457,359
Employes ...., 12 10
Commercial bus. 80% 76%

Principal officers: James B. De-
Vries, president; Betty M. Wis-
neski, administrative vp; Dennis
A. Stowers, Alford H. Mack, David
H. Mack, all vps.

Compensation: commissions

and fees.

Parent AARCO

company:
American Agency Inc.
Dixon Insurance Inc.

1304 13th Ave. S., Fargo, N.D.
58102; 701-237-6651

1977 1976
Premium vol. $1,328.444 $1,312,000
Gross rev. $ 193,728 $ 190,876
Employes 6 s
Commercial bus. 807 76%

Principal officers: James E.
Dixon, CPCU, president; Darrell J.
Buethner, vp; Joseph R. Smith,
marketing director.

Compensation: commissions.

Branch offices: Bismarck, N.D.

Licensed excess/surplus broker
in: North Dakota.

Dohrmann-King Co. Inc.

1045 N. El Dorado St., Stockton,
Calif. 95208; 209-944-5540

1977 1976
Premium vol. $2,350,000 $2,400,000
Gross rev. $ 385,000 $ 308.104
Employes ° 8
Commercial bus. 85<" 85%

Principal officers: Harold C.
King, president;
Skyhawk, Robert E. Lee, both vps;
Dorothy H. Thomas, treasurer.

Compensation: commissions.

Lewis D.

Walter P. Dolle Inc.

424 Dixie Terminal Building,
Cincinnati, Ohio 45202;

513-421-6515

1977 1976
$22,809,000 $17,130,000
Gross rev. $ 2,509.000 $ 1,976.000
Employes..._,... 50 46
Commercial bus. 90% 90,9

Premium vol.

Principal officers: Jack Trainer,
president; H. Russell Reigart,
Charles W. Dehne, both vps.

Compensation: commissions

and fees.

Licensed excess/surplus broker
in: all states.
Dowis Agency Inc.

214 S. Third St., Sterling, Colo.
80751; 303-522-6260

1977 1976
Premium vol. $3,819,254 $3.188,056
Gross rev. $ 667,404 $ 585,352
Employes .... 21 20
Commercial bus. 8761 86%

Principal officers: Richard W.
Dowis, president; Hiram M. Dick-
son, vp; Lyle D. Graham,
secretary-treasurer; Richard A.
Warren, assistant secretary.

Compensation: commissions.

Subsidiaries: Dowis Manage-
ment Corp.; Dowis Systems Inc.

Robert F. Driver Co. Inc.

400 Cedar St., San Diego, Calif.
92112; 714-238-1828

1977 1976
Premium vol. $15,000,000  $10,000,000
Gross rev. $ 2,258,565 $ 1,786,769

Employes . 74 72

Commercial bus. 80% 80%

Principal officers: Robert F.
Driver, president; Richard M.
Bowen, senior vp and treasurer;
Irwin B. Sklar, seniorvp; RobertH.
Herring, secretary and comptrol-
ler.

Compensation: commissions
and fees.

Branch offices: LaJolla, New-
port Beach, both in California.

Subsidiaries: Premium Advance

CoO.

The Ducey Agency Inc.

Route 9-VvV, Haverstraw, N.Y.
10927

1977 1976
$2.700,000 $2.450,000
$ 375,000 $ 347,000

Premium vol.

Gross rev.

Employes . 8 8
Commercial bus. 70% 655

Principal officers: Thomas VWV.
Torpey, president; Edward C.
Smith, vp.

Compensa.ion: commissions.

Dwight-Naylor Insurance
Agency

PO Box 666, Burlington, lowa,
52601; 319-752-4504

1977 1976
Premium vol. $1,232,072 $922,850
Gross rev. . $ 281,121 $189,478
Employes ....... 7
Commercial bus. 5252 545

Principal officers: Jack Naylor,
president and treasurer; David

Carlson, secretary.
Compensation: commissions.
Acquisitions: one agency in
March 1977.

Branch offices: Burlington,

lowa.

E

Eastman & Co. Insurance

Brokers

4444 Riverside Drive, Burbank,
Calif. 91505; 213-849-2406

1977* 1971,
Premium vol. $1,200,000 $1,800,000
Gross rev. $ 157,842 $ 188,075
Employes .... 3 6
Commercial bus. 97 % 99%

"4.0..ll

*Sale of Honolulu office decreased revenue

Principal officers: Robert East-
man, president; Linda Davidson,
secretary-treasurer.

Compensation: commissions.

Edwards & Longwello
Insurance Brokers

871 Coleman Ave., San Jose, Calif.
95110; 408-288-8000

1977 1976
Premium vol. $6,400,000 $4,775,000
Gross rev. $ 900,000 $ 633,300
Employes . 28 20
Commercial bus. 855- 82%

Principal officers: Robert E.
Edwards, chairman; Charles J.
Longwello, president; Darrell D.

1 =



Prater, executive vp; Doris M.
Wayrynen, secretary-treasurer.
Compensation: commissions.

Emery-Richardson Inc.

4390 N. Federal Highway, Fort

Lauderdale, Fla. 33308; 305-
772-1440

1977 1976
Premium vol. 54,300,000 $3,500,000
Gross rev. $ 720,000 $ 614,000
Employes . 32 33
Commercial bus. 67% 65%

Principal officers: J.F. Gassie,
president; W.A. MeGowan, W.J.
Eisenhower, both vps; E.VV.
Lersch, commercial manager.

Evans, Conger, Broussard &
McCrea

301 City Line Ave., Bala Cynwyd,
Pa. 19004; 215-839-4210

1977 1976
$13,029,785 $10,287,154
$ 1,410,288 $ 1,168,498
Employes _._..... =SS5 33

Commercial bus. 99% 99%

Premium vol.

Sross rev. ..

Principal officers: Oliver C. Con-
ger Jr; chairman; James J. Brous-
sard, CPCU, president; Thomas F.
McCrea, CPCU, executive vp and
secretary; Peter C. Arthmire,
CPCU, senior vp; Thomas J. Gal-
len, CPCU, vp.

Compensation: commissions

Subsidiaries: Frank E. Mahoney
Associates.

Licensed excess/surplus broker
in: Pennsylvania.

Everett & Associates Inc.

9636 NE 2nd Ave., Miami Shores,
Fla. 33138; 305-757-5556

1977 1976
Premium vol. $ 3,800,000 $ 3,200,000
Sross rev. 5 367,500 $ 360,000
Employves _..... 10 9

Commercial bus. 85% 90%

Principal officers: Frances B.
Everett: president; Henry A.
Everett, chairman of the board;
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Executive Motivation Inc.

#309, One Crossroads, Rolling
Meadows, Ill. 60008; 312-398-7500

1977 1976
Premium vol. .. $2,500,000 $2,400,000
Gross rev. $ 210,000 $ 208,500
Employves ........ e a
Commercial bus. 90% 20%

Principal officers: Gary L. Kar-
lin, president; William T. Wallace,
vp; Edna S. Nutter, secretary/

treasurer.

Compensation: commissions.

F

Compensation: commissions

and fees.

Branch offices: Ft. Lauderdale.

William A. Allman, vp.
Compensation: commissions

and fees.

Onyour next turn
your business worries

mayend.

In just minutes you
could lose the business it

took years to build.

Even if your business went up
like lightning, at any moment it could
come down by lightning. Or go up in
smoke. Or be destroyed by some other
hazard over which you have no con-
trol. And all your worries about
whether it's going to be a good year or
a bad year will be gone. Because you
won't have any year at all.

It sounds so risky because it is.
Going into business is always a gam-
ble. But once your business is going
why take some unnecessary gamble
that may stop it?

Utica National makes it pos-
sible, in one single policy, to cover your
business againsta varietyofexposures.
Risks that can either shake or break

your business.

Our Commercial Multi-Peril
policy, for businessowners, combines
protection formerly available only as
special policy additions.

Protection for your building.

W Utica National

Forever.

And for business property -like in-
ventory, furniture, your boiler and
your machinery For loss of income.
For business liability For employee
dishonesty For depositor's forgery.
And more.

Oh sure, you may have covered
yourself for the hazards that most
often happen. But at the same time,
you may have left yourself open for
those that happen only once in a blue
moon. But they happen. Andthey hurt.

Commercial Multi-Peril covers
many of them.

And the total cost for all this
protection is much less than the sum
of the parts.

To find out how you can protect
your business from a multiple oi perils,
contact your Utica National agent.
You'll find him in the,Yellow Pages.
Or write to us c/o Utica National,
Utica, New York 13503.

Commercial Multi-Peril may
not eliminate all yourordinarybusiness
worries. But now you need not worry
about your business being eliminated
by the extraordinary.

Insurance Group

Insurance that starts with you.
Utica Mutual Insurance Company/Graphic Arts Mutual Insurance Company. Principal Office: Utica, New York.
Regional Offices: Atlanta, Boston, Dallas, Los Angeles, NewYork, Richmond, Utica.

Fairlane Associates Inc.

15350 Commerce Drive N., Dear-
born, Mich. 48120; 313-271-8200

1977 1976
Premium vol. $6,321,191 $4,666,012
Gross rev. $ 931,800 $ 741,827
Employes .... 28 27
Commercial bus. 63% 58%

Principal officers: Robert G.
Maldegen, president and treasurer;
Michael J. Maldegen, vp and sec-
retary.

Compensation: commissions
and fees.

Acquisitions in the past year:
Jamie JohnsonAgency,April 1978.

Fanwick & Rubin

170 Hamilton Ave., White Plains,
N.Y. 10601; 914-761-5555

1977 1976~
Premium vol. $5,725,000 $5,071,000
Gross rev. $$ 750,000 $ 663,000
Ermployes - ... . v S
Commercial bus. 95% 95%

*From 1977 Bl listing

Principal officer: Aaron Rubin.

Compensation: commissions.

First American Systems Inc.

PO Box 8210, 627 Mt. Rushmore

Road, Rapid City, S.D. 57701;
605-343-2489

1977 1976
Premium vol. $18,998,000 $16,759,000
Gross rev. ...... $ 3,334,800 $ 2,696,600
Employes ..... o999 95
Commercial bus. 71% 72.7%

Principal officers: Tom Lane,
chairman; Howard Kluthe, vice
chairman; Ralph Rosene, presi-
dent; Greg Cummings, Ron John-
son, senior vps.

Compensation: commissions.

Branch offices: Rapid City.
Mitchell, Belle Fourche, Aberdeen,
Sturgis, all S.D., Baker, Billings,
Great Falls, all Mont.; Denver,
Colo.

Licensed excess/surplus broker
in: South Dakota.
First Associated Insurance
Agencies Inc.

12465 Burleigh Rd., Brookfield,
Wis. 53005; 414-786-2540

1977 1976
Premium vol. $5,000,000 $4,300,000
Gross rev. $ 800,000 $ 685,000
Ernployes ... 25 29
Commercial bus. 75% 75%

Principal officers: Howard
McKee, chairman; Ted Schmidt,
president; Charles Werling, execu-
tive vp; Art Lintott, secretary;
Robert N. Cayze, vp.

Compensation: commissions.

First Insurance Agency Corp.

371 West First St., Dayton, Ohio
45402; 513-224-0891

Continued on following page

Share in the

$39:2 million
savings in
workers' comp
Texas coverage.

Here's how. Just separate your
Texas coverage from your
national workers' compensation
coverage. And place the Texas
portion with us, Texas
Employers'. Even though the

state of Texas sets rates for all
carriers in the state, we're
allowed to pass savings from
operational efficiencies and loss
reduction back to our
policyholders. Thus, the $39.2
million reward in 1977. Learn
how you may get your share of

the reward by calling our
National Accounts Division at

214/653-8100.
Texas ErmPLoverns.

iINSURTANEE

Dallas, Texas 75221

N

Employers insurance of Texas:

Texas Employers' Insurance Assn.
Employers National Insurance Co.
Employers Casualty Co.

Employers National Life Insurance Co.
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For complete insurance planning & protection from coast to coast in Canada

Vancouver Edmonton - Calgary Winnipeg - Toronto Hamilton . London . Ottawa - Montreal . Halifax

St. John's . Corner Brook-Grand Falls

ag€nt/broker
profil€s

Continued from preceding page

1977 1976*
Premium vol. $5,250,000 $4,500,000
Gross rev. $ 900,000 $ 750,000
Employes 21 21
Commercial bus. 80% 80%

*For fiscal years ending Aug. 31,
1978; Aug. 31, 1977; largest account

.lost to national broker March 1,

1978

Principal officers: Richard G.

Shaman, president; Manny
Tabackman, Julius Kottler, both
vps; Joseph M. Callahan, CPCU,
treasurer; Robert H. Droz, CLU,
secretary.

Compensation: commissions.

Subsidiaries: Lange Insurance
Agency Inc., , Independence Na-
tional Casualty Agency Inc.

Licensed excess/surplus broker
in: Ohio.

Isyour client covered ?

Even if your client has only a 10%
interest, he's looking at a big loss. if
he's going to survive it, he'd betterhave
good insurance coverage.

At J.H. Blades, we've been

A platform like this, standing in 50 to

100 feet of water, may have as many
as 36 wells producing, shut-in or drill-
ing. If one or more of them blows out,
the losses are going to mount up fast.

you get him the kind and the amount
of insurance he should have.

$100,000,000! No one has that
kind of money to burn.

$20 million plus for the platform
itself. Millions of dollars to control the
well. Perhaps, several million dollars
more for seepage and pollution. And
you haven't even begun to redrill the
wells yet!

In the Baltimore Canyon or North
Sea, the figures would be consider-
ably higher.

writing control of well insurance
with all the related coverages for
many years. As specialists in
large oil andgas risks, we have
contracts enabling us to provide
coverages up to $500 million in
one placement.

If you have a client in the oil
and gasbusiness, we can help

J.H. Blades & Co., Inc.

R O. Box 22003

Houston, Texas 77027
713/526-6551

Cable: "BLACOINS"
Telex: 775-426

Other offices in San Antonio,

Tulsa and Bermuda.

J.H. BLADES & CO., INC.

Fitzgerald, Clayton, Noyes &

Kasten Inc.

757 North Broadway, Milwaukee,
,Wis. 63202; 414-271-3717

1977 1976

Premium vol. $2,949,812 $3,400,000
Gross rev. $ 602,739 $ 554,612
Employes .... 7 17
Commercial bus. 76% 70%

Principal officers: Robert T.
Clayton, CPCU, president; William
D. Hoppenjan, vp and secretary;
Frederick C. Kasten, vp and treas-

C'ompensation: commissions
and fees.

Acquisitions in the past year:
Harry G. Packee -Agency Inc., Mil-
waukee, 1977.

Licensed excess/surplus broker
in: Wisconsin.

Fitzpatrick, Danahy Inc.

Suite 2525, One Marine Midland

Center, Buffalo, N.Y. 14203;
716-856-1607

1977 1976
$3,000,000 $2,800,000
$ 400,000 $ 380,000

= a1 =

Premium vol.
Gross rev.
Employes .

Commercial bus. 80'Fe ' 80%

Principal officers: Edward T.
Danahy Jr., president; Joseph J.
Hartnett, vp; George J. Onions Jr.,
secretary; E. Timothy Danahy llI,
treasurer.

Compensation: commissions

and fees.

Flenniken Financial Services

Inc.

PO Box 468, 515 Market St., Knox-
ville, Tenn. 37902: 615-524-9811

1977 1976
Premium vol. $6,140,224 $4,362,000
Gross rev. $ 943,258 $ 728,623
Employes . 27 24
Commercial bus. 73% 58%

Principal officers: Robert R.
Scott, CPCU, chairman; Jerry D.
Clements, CPCU, president and
chief executive officer; Raymond
L. Oakes, CPCU, executive vp; Joe
Ben Turner, senior vp; Jerry S.
Pressly, CPCU, treasurer.

Compensation: commissions
and fees.

Foa & Son Corp.

One World Trade Center, New
York, N.Y. 10048; 212-432-1234

1977* 1976
$8,000.000 $15,000,000
Gross rev. . $ 756,400 $ 800,000
Emploves _._.... =29 26
Commercial bus. 98% 99%

*Three mAjor producers formed their own
corporation in June 1976.

Premium vol.

Principal officers: Conrad Foa,
president; Dick Impastato, vp;
Patricia Shanley, assistant control-
ler; Gerald Lind, Stanley Apicella,
assistant vps.

Compensation: commissions
and fees.

Frenkel & Co. Inc.

156 William St., New York, N.Y.
10038; 212-267-2200

1977 1976
Premium vol. NA NA
Gross rev. .9 $4,400,000 $3,848,000
Employes ....... 147 137
Commercial bus. 80% 80%

Principal officers: Leo S. Fren-
kel, chairman; George P. Frenkel,
vice chairman and treasurer;
Charles W. Pachner, president;
James J. Costa, executive vp; Alan
Samuels, Robert Shunk, senior
vps.

Compensation: commissions
and fees.

Branch.offices: Los Angeles.

Sidney |. Friedlander Inc.

325.Genesee St., Utica, N.Y. 13501;
315-724-3173

1977 1976
Premium vol. $1,840,000 $1,727,000
SGross rev. 5 288,500 $ 277,650
Employes _._..... 1= 1=

Commercial bus. 90% 89%
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Principal officers: Sidney I.
Friedlander, president; Naomi W.
Friedlander, vp and secretary;
Barbara A. Montero, vp and treas-
urer.

Compensation: commissions.

Friedman & Friedman Agency
Inc.

Box 1368, 125 Willis Ave., Roslyn
Heights, N.Y. 11577; 516-484-4100

1977 1976
Premium vol, ... $6,000,000 $5.,500,000
Gross rev. ....... $ 650,000 $ 570,000
Employes 19
Commercial bus. 85%

Principal officers: Maurice
Friedman, president; Harry D.
Friedman, vp and secretary; Mark
Ficelman, treasurer. i -
Compensation: commissions ety :
and fees. : e e

Fritz International Insurance
Brokers

350 Sansome St., San Francisco,
Calif. 94104; 415-981-3434

1977 1976
Premium vol. ... $10,000,000  $9,200,000
Grossrev. ....... §$ 1,120,000 $1,030,000
Employes 38
Commercial bus. 80%

Principal officers: Robert L.
Knox, chairman; Arthur J. Fritz
Jr., president; Bruce D. Baker,
chief executive officer.

Compensation: commissions.

Acquisitions: Robert L. Knox &
Co., Oct. 1976; Pacific Coast Hold-

ings Insurance, Jan. 1978. {
Parent company: Fritz Cos. Inc. |
Licensed excess/surplus broker

in: California.

G-A Insurance Agency Inc.

54 Main St., Danbury, Conn. 06810;
203-744-7000

1977 1976
Premium vol. ... $2,058,000 $1,675,144

Gross rev. $ 335000 §$ 304,752 a n d

Employes

o sny: voee o [N QUIET, EFFECTIVE ANSWERS

Ashmore, president; Robert R.
Goodfellow, vp and treasurer;
Mary Lambert, secretary.
Compensation: commissions.
Branch offices: New Milford,
Conn.
Licensed excess/surplus broker
in: Connecticut.

Gallagher-Cole Associates

4700 Biscayne Blvd., Miami, Fla.
33137; 305-576-4100

1977 1976
Premium vol. ... $2,381,149  $2,237,000

Continued on following page

A+ :CLASSXII- A.M. Best Co.

MULTINATIONAL, PROPERTY and LIABILITY,
MULTILINE THROUGH AGENTS AND BROKERS

The people with
know-who in

GREENVILLE, S.C.

CAINE COMPANY
111 Williams Street

242-6840
SEE OUR AD ON PAGE 4
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algcnt/brok€p
profil€s

Continued from preceding page

SGross rev. $ 417,532 % 313,000
Employes 1= 11
Commercial bus. 85%

Principal officers: Phil C. Gal-
lagher, Samuel T. Cole, both part-
ners; Lenore N. Francis, CPCU,
Raymond O. Boon, CLU, both as-
sociates.

Compensation: commissions

and fees.

Licensed excess/surplus broker
in: Florida.

Gans & Smith Insurance

Agency Inc.

PO Box 2869, 1109 Judson Road,

Longview, Tex. 75601; 214-
757-4601

1977 1976
$2,100,000 $1,750,000
$ 415,000 $ 350,000

Premium vol.

Gross rev. .

Atlanta - Baltimore - Boston -
Houston - Los Angeles -

Employes . ...... 16 15
Commercial bus. 60% 45%

Principal officers: Robert Henry
Smith, president; Hermes Edward
Payne Jr., vp; Lester Newsom
Pruett, secretary-treasurer; Jarnes
Clinton Pruett, asst. secretary-

treasurer.

Compensation: commissions.

Andre Gauthier & Associes
Inc.

50 Place Cremazie West, Suite 508,

Montreal, Quebec H2P 2T2;
514-384-5050

1977 1976

Premium vol $1,157,223 $794,854
Gross rev. $ 166,329 $115,000
Employes 7 4

Commercial bus. 80% 80%
Principal officers: Andre Gauth-
ier, president; H. Gauthier. vp;
Chtistine Dalbec Gauthier,
secretary-treasurer.
Compensation: commissions.

1311

Gernold Agency Inc.

6666 E. Quaker St., Orchard Park,
N.Y. 14127; 716-662-6666

1977 1976

Premium vo. $1,562,164 $1,206,681
Gross rev. ..... $ 261,242 $ 214,461
Employves . ..... s 7

Commercial bus. 45%

Princigal officers: Richard L.
Gernold, CPCU, president; Peter
C. Gernold, vp; Gilbert P. Evans.

Compensation: commissions.

Gersten-Hillman Agency Inc.

Anawana Lake Road, PO Box 209,

Montice]10, N.Y. 12701; 914-
794-5544

1977 1976

Premium vo.. $3,000,000 $2,000,000
Sross rev. $ 500,000 $ 350,000
Employves ... =20 15

Commercial bus. 65% 65%

Principal officers: Julius Cohen,
presiden:; Joyce A. Salimeno,
CPCU, secretary-treasurer.

Compensation: commissions.

For World Wide Expertise and Service

PRgma BO= 053*e® a ©©, Ens©

Marine Underwriters

111 John Street - New York, N.Y. 10038

Chicago - Colimbus
Montreal - Newark « New Orleans -

- Dallas - Detroit

Acquisitions: Levine & Gilman
Inc., Jan. 1978; Morris Rattner,
March 1978.

Branch offices: South Fallsburg,
Middletown, both New York.

Subsidiaries; C. Fred Ritter As-
sociates Inc.

Gilbert-Magill Co.

Commerce Tower, Box 13265,

Kansas City, Mo. 64199; 816-
474-3535

1977 1976

Premium vol. $3,353,000 $2,600,000 -
Gross rev. $ 641,000 $ 535,000
Employes ....1. 22 19

Commercial bus. 74% 71%

Principal officers: Edward G.
Gilbert, CPCU, CLU, president;
Laurus W. Magill, executive vp; A.
Fred Stratemeier, vp and secre-
tary; R. Stephen Myers, vp.

Compensation: commissions
and fees.

Licensed excess/surplus broker
in: 1Vlissouri, Kansas.

137 «7

New York Regional

Philudelphia - Pittsburgh - San Francisco - Seattle - Toronto - Vancouver

Correspondents Throughoutthe World

The Gleason Agency Inc.

200 Fisher Building, 607 Main St.,

Johnstown, Pa. 15901; 814-
535-1586

1977 1976

Premium vol. $2,095,899 $1,902,000
Gross rev. $ 283,056 $ 282,000
Employes ..... 9 o

Commercial bus. 90% 90%

Principal officers: Robert A.
Gleason Jr., president; Chris-
topher K. Gleason, vp; Carolyn M.
Zierer, secretary.

Compensation: commissions
and fees.

Richard N. Goldman & Co.

One Maritime Plaza, San Fran-
cisco, Calif. 94111; 415-981-1141

1977 1976
$28,000,000 $27,000,000
$ 1,500,000 $ 1,300,000
= ==
90% 90%

Premium vol.
Gross rev.
Employes .
Commercial bus.

Principal officers: Richard N.
Goldman, presidentandchairman;
Stuart W. Seiler, executive vp and
treasurer; Helen A. Castro, vp and
assistant treasurer; Gerald J. Fitz=z-
gerald, vp and secretary; Keith G.
Avery, vp.

Compensation: commissions
and fees.

Licensed excess/surplus broker
in: California.

Yale Goldman Insurance
Agency Inc.

1191 Washington St., Newton,
Mass. 02165; 617-332-6360

1977 1976

Premium vol. $902,332 $940,888
Gross rev. $186,042 $152,260
Employes . 7 6

Commercial bus. 60% 50%

Principal officers: Yale Gold-
man, president.

Compensation: commissions
and fees.

Subsidiaries: Yale Goldman In-
vestment Co.

Licensed excess/surplus broker
in: Massachusetts.

Gollusch, Klotsche & Hiller

912 East Wells St., Milwaukee,
Wis. 53202; 414-276-1142

1977 1976

Premium vol. $4,000,000 $3,500,000
Gross revw. $5 490,000 $ 431,271
Employes ....... 17 17

Commercial bus. 60% 50%

Principal officers: Allan J.
Klotsche, president; R. Burt Hiller,
chairman; Walter A. Hanson,
Thomas Moeller, both vps; John A.
Loppnow, treasurer.

Compensation: commissions.

Acquisitions in the past year:
Moeller Insurance Agency Inc.,
April 1978.

The people with

know-who in

TORONTO

are TOMENSON SAUNDERS
WHITEHEAD LIMITED

Toronto-Dominion Center
Ontario, Canada MSK- 1 M3
361-6700

SEE OUR AD ON PAGE 4



Branch offices: Milwaukee.
Licensed excess/surplus broker

in: Wisconsin.

Gomez & Cia. Inc.
Condominio Profesional, 6th
Floor, Mendez Vigo 70, West, PO
Box 3450, Mayaguez, Puerto Rico
00708; 809-832-1020

1977 1976
$16,000,000 $14,000,000
Gross rev. ....... $ 3,000,000 $ 2,500,000

220 219
8096 83%

Premium vol.

Employes .
Commercial bus.

Principal officers: Luis A.
Gomez, chairman; Luis.A. Gomez
Jr., president; Enrique Gomez-
Monagas, executive vp; Dennis
Hanftwurzel, executive vp.

Compensation: commissions
and fees.

Branch offices: San Juan, Puerto
Rico.

Subsidiaries> Aseguradora Pa-
tria; Intercontinental Life Insur-
ance Co.

Licensed excess/surplus broker

in: Puerto Rico.

Goode & Webster Inc.

The Marketplace, Cazenovia

Road, Manlius, New York 13104;
315-682-9141

1977 1976*
$1,935,000 $2,070,000
Sross rev. 5 360,000 $ 371,000
15 16

40%

Premium vol.

Emploves
Commercial bus.

*From 1977 Bl listing

Principal officers: Robert C.
Webster, secretary-treasurer;
Donald W. Goode, president;
Maxwell L. Griffith Ill, vp.

Compensation: commissions.

Branch offices: Morrisville,
Waterville, both New York.

Joseph G. Gray & Co. Inc.

111 John St., Room 2705; New
York, N.Y. 10038; 212-349-3280

1977 1976

Premium vol. $5,000,000 $3,500,000
SGross rewv. $ 500,000 $ 400,000
Emploves -...... 1= 9

Commercial bus. 90% 80%

Principal officers: Jules |I. Ep-
stein, president; Edward T. Ken-
nedy, executive vp; Diane A. Vig-
nola, secretary.

Compensation: commissions
and fees.

Licensed excess/surplus broker

in: New York.

Group Services

Administrators Inc.

42 Broadway, New York, N.Y.
10004; 212-425-1744

1977 1976

Premium vol. NA NA
Gross rev. $471.385 $414,097
Employes . 18 14

Commercial bus. 100% 100%

Principal officers: Edward F.
Comerford, president; Robert C.
Gerald, vp.

Compensation: commissions
and fees.

Subsidiaries: Comerald As-
sociates Inc., Gerac Brokerage
Corp.

Gulf Coast Insurance Agency

2150 N. 11th St., PO Box 7750,
Beaumont, Tex. 77706; 713-
898-4444

1977 1976

Premium vol. $2,535,447 52,088,790
Gross rev. $ 456,680 $ 367,413
Employes ...... 12 6
Commercial bus. 70% 60%

Principal officers: Robert L
Cain, general manager; W.M. Cal-
laway Jr., Larry W. Smith, both
partners; George M. Haynes, sales
manager.

Compensation: commissions.

Haas & Wilkerson Inc.

3101 Broadway, Kansas City, Mo.

64111; 816-756-1600

1977 1976

$22,000,000 $17,516,253
Gross rev. ..... $ 3,608,018 $ 2,790,929
Emploves 7O 66

Commercial bus. 80%

Premium vol. . .

Principal officers: Albert E.
Haas,.chairman; W. Ralph Wilker-
son Jr., president; Neil R. Poup-
pirt, executive vp; C.J. Jordan, vp
and treasurer; Howard F. Walter,
secretary.

Compensation: commissions
and fees.

Branch offices: St. Petersburg,
St. Louis, Chicago.

Subsidiaries: Haas-Wilkerson-
Wohlberg Inc., Landspeed In-
surors Inc., H&VV Underwriters
Agency Inc., American. Services
Inc.

Licensed excess/surplus broker
in: Missouri, Kansas.

Hackett, VValine & MacDonald
Inc.

Continued on following page

Innovation
And so
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RAVENS

PACIFIC COAST

Some different approaches to surplus lines.

Is themarkof acompetitive design.
it is at The Atlantic Companies.

ENTERPRISE...1977 AMERICA'S CUP CONTENDER/PHOTO BY STANLEY ROSENFELD

At the Atlantic Companies we take pride in our innovative insurance plans, well-harbored
resources, quick and thorough service, and prompt and ungrudging claims settlements. That's
the seafaring tradition in which we provide the very adaptable Atlantic Mutual or Centennial
"Safeguard" package for covering businesses large and small. Our "Safeguard"” is tailored for
your business by selected independent agents and brokers.

Take advantage of our skilled crew We've been running a taut ship for 135 years.

i'Sm-2/AGINT /

gh£ oldmnlic 1 07*Uni£6

Atlantic Mutual Insurance Company « Centennial Insurance Company
Insurance in the seafaring tradition since 1842.
Home Office: The Atlantic Building. 45 Wall Street, New'fbrk, N.Y. 10005
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agcnt/brok€p
profil€s

Continued from preceding page

198 College St., Burlington, Vit.
05401; 802-658-1100

1977 1976
Premium vol. $5,550,981 $4,150,502
Gross rev. $ 799,550 $ 674,980
Employes 19 18
Commercial bus. 82% 75%

Principal officers: Luther F.
Hackett, president; Duane A. Va-
line, Donald R. MacDonald, both
vps.

Compensation: commissions.

Subsidiaries: Hackett & Co.

Parent Company: HVM Corp.

Licensed excess/surplus broker
in: Vermont.

J.H. Hale Insurance Agency

Inc.

401 Graham, West Memphis, Ark.

HANSTAR:

72301; 501-732-1060

1977 1976
Premium vol. $1.052,000 $665,000
Gross rev. $ 173,000 $139,354
Employes 3.5 3
Commercial bus. 75% 70%

Principal officers: Merritt Hale.
Compensation: commissions.

Harbord Insurance Ltd.

1220 Broad St., Victoria, B.C. VSW
2A7; 604-388-5533

1977 1976
Premium vol. $6,500,000 $5,200,000
Gross rev. . $1,358,948 $1,091,260
Employes .... s0 56
Commercial bus. 90% 90%

Principal officers: J.W. Harbord,
president; A.K. Tollstam, senior
vp; K.W. Kehler, N.R. Pope, both
vps.

Compensation: commissions
and fees.

Branch offices: Vancouver, Ed-
monton, Calgary.

Hardin & Wilson Inc. -

831 Donaghey Building, Little
Rock, Ark. 72201; 501-376-4707

1977 1976
Premium vol. $1,201,897 5989,785
Gross rev. .. $ 170,669 $140,549
Employves.,..... 7 6
Commercial bus. 70% 67%

Principal officers: Howard E.
Hardin, president; Larry L. Wilson,
VP.

Compensation: commissions.

Harding-Conley-Drawert-
Tinch Insurance Agency Inc.

4606 Centerview, Suite 201, San
Antonio, Tex. 78228; 512-732-9601

1977 1976
Premium vol. $1,900,000 $1,168,261
Gross rev. $ 352,000 $ 222,424
Employes..,. 8 8
Commercial bus. 90% 85%

Principal officers: Homer M.

Conley; Thomas A. Drawert, A.C.
Tinch Jr.

Compensation: commissions.

Acquisitions: San Antonio office
of Borden Insurance.

Harris, Hall, Blanton &

Dunham

1111 N. Travis St., Sherman, Tex.
75090; 214-893-6363

1977 1976
Premium vol. $1,729,634 $1,304,514
GSGross rev.  $5 308,609 $ 225,042
Emploves _...,,. s 8
Commercial bus. 70% 70%

Principal officers: Frank Harris
Jr., CPCU, president; Jack Hall,
secretary; Bob Blanton, treasurer;
Melvin Dunham, vp.

Compensation: commissions.

Hatch-Leonard Inc.

650 Sibley Tower, Rochester, N.Y.
14604; 716-546-3747

1977 1976
$5,400,000 $4,900,000
$ 900,000 $ 850,000

Premium vol.

Gross rev.

SEEING IS BELIEVING.

HANSTAR is John Hancock's computerized group accident and health claim payment system. A proven
system that's so advanced, you need to see it in action to understand all it can do for you.

First, you'll see how HANSTAR saves your company time. With our national on-line system, we can
answer policy and claim questions immediately, even if your company has regional divisions. Second,
HANSTAR is accurate. It has built-in controls that reject invalid information and claims duplication. And
it automatically calculates benefits, including reasonable and customary charges, and assures uniformity
of contract application with maximum claim cost containment effectiveness.

Popularity with employees is another key HANSTAR feature. Employees appreciate the fast response
and the complete Explanation of Benefits, or HANSTAR-generated letter, clearly detailing the disposition

of the claim.

Reports on claim frequency, utilization and plan

adequacy are available to assist you in considering

appropriate plan revisions.

HANSTAR's flexibility in claim administration extends
to the full spectrum of fully insured, MPA and ASO plans.
See what HANSTAR can do for you. Call Paul H. Gregg,

Vice President, at (617) 421-6205 and ask fora HANSTAR
demonstration. Seeing is believing.

( Mutual

Life Insurance

Company

Boston, Mass.

Ennployes .... 24 23
Commercial bus. 65% 64%

Principal officers: Lester H.
Leonard, CPCU, chairman; R.
Bruce Davey,. CPCU, president;
John A. McAlIlpin Jr., CPCU, Roger
F. Woods, .William T. Lilly, all vps.

Compensation: commissions

and fees.

Subsidiaries: Monroe Compen-
sation Services Inc.

Jacob Hauck & Son Inc.

141 Buffalo St., '"Hamburg, N.Y.
14075; 716-649-4174

1977 1976
Premium vol. $6,600,000 $6,000,000
Gross rev. $5 993,682 $ 981,400
Employes ....... 53 59
Commercial bus. 65% 65%

Principal officers: Richard W.
Michaels, president; Paul H. Peter-
son, secretary.

Compensation: commissions.

Branch offices: Orchard Park,
N.Y.

Subsidiaries: R.VV. Michaels

Agency Inc.
Parent company: FOREGUARD
Agencies.

Al Hays & Associates

685 Carondelet St., Los Angeles,
Calif. 90057; 213-487-1880

1977 1976~
Premium vol. $2,500,000 $2,500,000
Gross rev. $ 300,000 $ 280.000
Employes .... — ——
Commercial bus. 99% 99%

*From 1977 81 listing

Principal officers: Al Hays, pres-
ident; Pauline Kuwahara, secre-
tary.

Compensation: commissions.

Martin Hayes & Co. Inc.

PO Box 2545, 500 Insurance Ex-
change Building, Nashville, Tenn.
37219; 615-244-8820

1977 1976
Premium vol. $20,100,000 NA
Gross rev, $ 2,400,000
Employes . 40
Commercial bus. 98%

Principal officers: Rogers C.
Buntin, chairman; Ira J. Heckman,
president; Don Williams, Joe
White, Craig Smith, all vps.

Compensation: commissions
and fees.

Licensed excess/surplus broker
in: Tennessee.

Joseph Held Co. Inc.

116 John St., Suite 1600, New
York, N.Y. 10038; 212-962-3122

1977 1976
Premium vol $1,500,000 $1,250.000
Gross rev. $ 200.000 $ 185,000
Employes . 8 8
Commercial bus. 80% 80%

Principal officers: Kenneth S.
Held, president; Arnold Held, vp;
Lynne Marshall, account execu-
tive; Jean Greenwald, office man-
ager; Renee Held, service office
manager.

Compensation: commissions
and fees.

Branch offices: Long Island.

Heritage Insurance Service

Inc.

1400 N. Harbor Blvd., Suite 100,

Fullerton, Calif. 92635; 714-
879-5760 or 213-694-3736

1977 1976
Premium vol. $5,539,400 $4,336,600
Gross rev. $ 664,728 $ 659,600
Employes 15 14
Commercial bus. 92% 95%

Principal officers: John D.
Cwieka, president; Donald E.
Kueny, vp; Margaret M. Gleason,
treasurer; Jacqueline Jernigan,
secretary.

Compensation: commissions.

Herndon, lies & Scott Inc.

PO Box 2307, 400 E. Church st.,
Orlando, Fla. 32802; 305-841-2250

1977 1976
$3,753,125 $4,235,538

Premium vol.



Gross rev

$ 679,063 $ 751,000
Employes 20 21
Commercial bus 65% 65%

Principal officers James W
Clement, premdent, Bernard B.
Landeis, executive vp, Norman F

Principal officers A B Herndon Tyler, Richard W Osgood, both
Jr, president and chairman, Wil- vps
liam A lles, senior vp, William Compensation commissions
Schaffner, executive vp and secre-
tary-treasurer

Compensation commissions Inc
and fees Licensed excess/surplus broker

Parent company Insurance in Alaska
Management Corp

.. Licensed excess/surplus broker Horizon Agency Inc.

8401 Wayzata Boulevard, Suite
Paul Hertel & Co. Inc.
612-545-2866

3rd and Chestnut St., Philadel-

phia, Pa. 19106; 215-925-7656

1977
$4,5659,142

1976
Premium vol

1977 Gross rev

$8,000,000 $6,000,000
$1,125,000 $ 700,000
Employes 41 37

1976
Employes 15
87%

Premium vol

o
Gross rev Commercial bus 83%

Gross rev

Employes

Commercial bis 67% 68%

Principal officers James A High premium vol
Jr, president, Oneil Tate, vp, Gross rev

David Megginson, secretary-

Branch offices Wasilla, Alaska treasurer, Charles Johnston, bust-

sales rnanager

Compensation commissions

Parent company Insurance &
Financial Managers Inc

Licensed excess/surplus broker
in Mssissippi

318, Minneapolis, Minn. 55426; Independent Insurance

Center Inc.

NA 11800 Sunrise Valley Drive, Suite
$ 804,175 $471,822 811, Reston, Va. 22091; 703-
13 860-8300

1977 1976

Commercial bus 65% 70% Principal officers Paul T Premium vol $1,561,100 NA
L i Studebaker, president, James R Sross rev $212'981§
Principal officers Paul R Hertel Bma, secretary, Lawrence L Kitts, Comfigftfal bus

Jr, president; Robert T Antosh, treasurer, William P Homeyer,

1977 1976

$1,048,213 $320,338
$ 176,419 $ 67,736
Employes 6

Commend hu. 100%

Wilkie, president, Dolores | Wil-
kie, secretary

Compensation commamons Gross rev

and fees

Insurance Center of

Owensboro Inc.

$ 536,000 $ 443,000 tin, Calif. 92680; 714-832-7900 or 1977
17 16 800-432-7314

Insurance Marketing
Agencies Inc.

3
1009 1200 Mechanics Bank Tower,

Worcester, Mass. 01608; 617-

Submdiarles Premium Services ness manager, Richard Johnson, Principal officers Thoinas J 753-7233

1977 1976

$6,250,000 $4,500,000
$ 925,000 $ 675,000
Employes 26 22
Commercial bus 80% 80%

Premium vol

Principal officers Sumner W
Herman, president Arnold J
Horowitz, vp and clerk, Stanley M

111 Frederica St., PO Box 660, Friedman, treasurer, John J Kelly,
Owensboro, Ky. 42301; 502- vp

926-1030

1977
$1,655,000 NA

1976*
Premium vol
Gross rev

Employes

7
Commercial bus 70% 75%

*From 1977 81 listing

Principal officers Sherman A

Compensation commissions
and fees

Subsidiaries Harold Fielding

$ 253,000 $227,046 Insurance Agency, Harry Corbin

Insurance Agency, C Nelson
Mintz, Louis G Payne, Chase-
Worcester Insurance Agency

icensed exct?ss/surplus broker
S

h A . . . . . . . 1C
executive vp, James McLaughlin, Daniel J Scattarella, John How- Principal officers Lawrence N Wilson, CPCU, president, Robert in 1VIassachuse
Grant, CLU, president, Richard F E Neely, vp and treasurer, Ora J

CPCU, Jeremiah A Caron, CPCU, ard, Charles Dart, all vps

Robert H. Bradford, all vps
Compensation. commissions and fees

and fees
Branch offices Media, Fort in Minnesota

Washington, Roxborough, all

Pennsylvania

Subsidiaries Maus Insurance Houston Mutual AgenCy Inc.

Agency, J Howard Brown Inc.

Licensed excess/surplus broker Tex. 77024; 713-680-1400

in Pennsylvania
1977

$2,050,000 $1,900,000
$ 347,575 $ 311,463

1976

Premium vol
Hess Morris Lebenson Inc. Gross rev
Employes .12
1615 Northern Blvd., Manhasset, Commercial bus 60%
N.Y. 11030; 516-627-7330 or

212-631-2112

60%

Principal officers Jack J Thur-

mon, CPCU, president, Jerry E Premium vol

1977 1976

$3,900,000 $3,800,000
$ 724,000 $ 744,000
Employes 15 18
Commercial bus 88% 83%

Harvey, Wilham H Brune Jr, both
vps
Compensation commissions

Premium vol

Gross rev

Principal officers Jeffrey Hess,
president and treasurer, Jay
Lebenson, vp and secretary,

Inc.

Trina istant vp, Harold
Singer, comptroller

605-339-3874

1977

$3,500,000 $3,000,000
" . Gross rev $ 530,000 $ 450,000
Branch offices Washington Employes 12

Depot, Conn. 80%

Subsidiaries. Henry A Sahm
Associates, Baum Brokerages
Corp, Hess Morris Lebenson of
Connecticut Inc

Compensation commissions 1976

and fees

Premium vol

Commere ial bus 80%

Principal officers L W Schers-
chhgt, CPCU, president and treas-
urer, G R Farmer, CPCU, vp, J E
Jencks, secretary

The Hirshorn Co. Compensatlon commissions

neth L. Adams, vp-life sales;

Licensed excess/surplus broker Gladys V Curtis, agency manager

Compensation commissions Downer, secretary-treasurer, Ken- Edge, secretary

Compensation commissions

Compensation commissions Insurance Center of Southern

and fees

Branch offices Leesburg, Va.

Connecticut Inc.

*Agency formed in November 2307 Main St., Bridgeport, Conn.

730 N. Post Oak Road, Houston, 1976

Independent Insurance
Service Corp.

12 100 Cleve-Tuse Building, Canton,

Ohio 44702; 216-453-7721

1977 1976

Gross rev

Employes
Commercial bus 80% 80%

06606; 203-333-6555

1977 1976
Premium vol
Gross rev $ 479,733 $ 288,826
Employes 15 °
Commercial bus 58% 50%

Principal officers- Arnold Kap-
lan, CLU, CPCU, president, James

$7,000,000 $6,000,000 D'Agostino, Burton Bauchner,
$ 997,000 $ 908,000 both vps
43 a4z

Compensation commissions
Acquisitions Singer Nabel

Principal officers Thomas A Agency, Feb 1977, Elhs Edwards
Howalt-McDowell Insurance Schauer, CPCU, CLU, president, & Greene, May 1977.

John M Gabl, CPCU, CLU, George

B Crawford, CPCU, CLU, Arthur The Insurance House of
0.S. Minpneso P M Schneller, CPCU, Donald E Baton Rouge Inc.
GeorggIV\éaSgner, vp, Leonard 9 6°’ S?ouxI alls, E.Ifl)_\.vgﬂ O?; l?%oore, QPvps ug

Compensation commissions 1171 North Donmoor, Baton

and fees.

Branch offices Akron

Subsidiaries Kitzmiller, Tudor Premium vol
9 & Schauer, Schauer & Reed Gross rev

Agency, Webb-Broda & Co, Fog-
lesong Insurance Agency

Rouge, La. 70806; 504-926-4701

1977
$1,029,365
$ 197,852

6

1976
$827,361

$159,737

5

70%

Employes

Commercial bus 70%

Licensed excess/surplus broker Principal officers J Pat Smith,

in Ohio

Industrial Insurance Agency

Licensed excess/surplus broker InC.

8333 Germantown Ave., Philadel. in South Dakota
phia, Pa. 19118; 215-CHZ-8200
J.L. Hubbard Co.-Decatur

1977 1976

$2,250,000 $1,500,000
$ 380,000 $ 240,000
9 2205, Decatur, lll. 62526; 217-

80%  877-3344

Premium vol
Gross rev
Employes 9
Commercial bus 80%
1977 1976
$3,811,640 $3,424,131

Principal officers Ralph S Hir-
shorn, president, B Graeme
Francis M

Premium vol

Gross rev

Fra=zier 111,
Grochowski, both vps.

Compensation: commissions
and fees

Employes 30

Commercial bus 90% 85%

Principal officers Richard D

Overheul, senior vp; James L

Hubbard, secretary-treasurer
Compensation commissions
Branch offices' St Louis, Mo,

m Pennsylvania

Holland Insurance Agency

Inc.

19 W 8th St., Holland, Mich., 49423; ™Merten, both lllinois

616-396-4611 Parent company J L Hubbard
CcO

1977
Premium vol %3,957 044 $3,1

Grans rav 600,632

70%

1976

65,536
496,166 Hunter, Rowell & Co. Ltd.

67%

Employes
Commercial bus

481 University Ave., Toronto,
Canada MSG 1XL; 416-597-0008
Principal officers- Dale E VVan-

Lente, CPCU, president, John A

1977 1976

Heyboer, CPCU, vp, Dale R. Van- Zremmm ve! NA NA
. ross rev $1,000,000

Dort, secretary, David L Lake, Employes 25

treasurer, Robert J Yonker, assis- Commercial bus 87%

tant vp

Compensation commissions Principal officers B Prepall

Hunter, president Bryce M

Homestate Insurance Hunter, Eric G Winn, both vps

Brokers of Alaska Inc. 1

610 East 5th Ave., Anchorage,
Alaska, 99501; 907-277-7517

IFM Insurance Inc.

1977 1976 600 Main Building, Tupelo, Miss.
$4.502.317 $3,398.573 38801; 601-842-1321

$ 815,440 $ 668,267

Premium vol
Gross rev

15 1977
51%

Employes 17 1976

Commercial bus 62% Premium vol

333 East Pershing Road, PO Box Premium vol

CPCU, CLU
Compensation-commissions

Licensed excess/surplus broker
in Louisiana.

600 Woodfield Drive, Schaum- Insurance Management

burg, Ill. 60195; 312-884-6100

1977 1976
Gross rev
Employes
Commercial bus

94% 89%

Principal officers Melvin E Gross rev
$ 526.672 $ 587,409 Rodney Sr, president, Melvin E.
21 Rodney Jr, secretary, Richard A

Rodney, treasurer

Associates Inc.

$5,425,000 $4,560,000 714 Union Center, Wichita, Kan.
$ 784,000 $ 712,000 67202; 316-267-9221

1977 1976

Premium vol
$ 1,890,000 $ 1,450,000
Employes a8 41
Commercial bus 20% 20%

Compensation commissions key Jr, chairman; William C
Licensed excess/surplus broker Hughes, president; Richard L and fees

Branch offices Milwaukee

Licensed excess/surplus broker

m lllinois

Denver, Colo, South Holland, Insurance Agents Inc.

360 Midlands Mall, 35 N. Main St.,
PO Box 958, Council Bluffs, lowa
51501; 712-325-1010

1977 1976

$8,053,108 $6,323,455
$1,178,242 $ 922,850
Employes 37 29
Commercial bus 84% 82%

Premium vol

Gross rev

Principal officers. H H. Nelson,
chairman, John P Nelson, presi-
dent, Stephen H. Nelson, secre-

$2,775,445 $1,676,444 Commercial bus 98%

Insurance Planning
Consultants Inc.

3301 Douglas Ave., PO Box 1768,
Racine, Wis. 53401; 414-639-5400

1977 1976
$6,007,860 $5,771,612
$1,240,051 $1,213,595
Employes 36 35

98%

Premium vol

Gross rev

Principal officers L A Grouhk,
president, F VW Reich, R E
Schwartz, both senior vps, R A
Sindorf, secretary, G D Simanek,
treasurer

Compensation commissions.

Branch offices Detroit, In-
dianapolis, Des Moines, Mil-
waukee, Springfield, Chicago

Company specializes exclu-
sively in long-term health care pro.

fession

Insurance Professionals Inc.

PO Box 292,93 N. Fairview Ave.,
Paramus, N.J. 07652; 201-265-7110

1977 1976

$3,480,000 $3,200,000
$ 487,000 $ 486,400
Employes 10 95
Commercial bus 76% 76%

Premium vol

Gross rev

Principal officers James L
Irwin, president, John A Jones,
VP

Compensation commissions
and fees

Subsidiaries S &l Life As-

sociates

International Risks Inc.

1701 Pennsylvania Ave., N.W_,
Washington, D.C. 20006; 202-

$16,970,000 $11,200,000 452-6660

1977 1976
$8,300,000 $8,000,000

$ 829,816 $ 794,355

Premium vol

Gross rev

Principal officers Paul C Yan. Employes 27 31
Commercial bus 95% 95%
Cohen Jr, president, Joe E Mod- Principal officers Thomas C

gggrlrl],JSrégl)gercvupt;iW %pc@h%rll\/@}?s- Breen Jr, president, William A

Harvell, senior vp, Robert E

Joseph C Lukens I, Daniel E Swain, Benjamin F. Conrad, Von
Nyberg, all vps, Paul G Starr, E Wright, all vps

secretary-treasurer

Compensation commissions
and fees

Compensation commissions
Subsidiaries Industrial Agency
c, MelLean, VVa , Industrial

In
Licensed excess/surplus broker Broker Inc , Washington

in Kansas

Insurance Management

Services Inc.

1510Euclid Ave., Cleveland,Ohio,
44115; 216-241-4344

1977 1976*

tary, Henry Lane, vp-enginering; Fremium vol $11,700,000 NA
Gross rev $ 1,800,000
Gary Hurley, vp-sales, G A, Bartel, Employes a5

vp-employe benefits, wWH
Boehner, vp-commercial market-
ing
Compensation commissions.
Branch offices Sioux City, lowa,
Omaha, Bellevue, both Nebraska

Licensed excess/surplus broker
in Nebraska and lowa

Insurance Benefits Inc.

$2,900,000 $2,300,000 202 Fashion Lane, Suite 112, Tus-

Commercial bus 80%

Principal officers W D Gorton,
CPCU, chairman, E J Sealy,
CPCU, president and chief execu-
tive officer, E D Yost, CPCU, vp-
chent services, W J Schlandecker,
CPCU, vp-operations, W R Gor-
ton, CPCU, vp-finance

Compensation commissions
and fees

*Firmm began busmess Jan 1,

Parent company International
Bank

Licensed excess/surplus broker
1 District of Columbia, Virginia,
Maryland

J

J.P. & Associates Inc.

330 N. 121st St., Milwaukee, Wis.
53226; 414-475-0066

1977 1976

Premium vol $1,080,000 $850,000
Gross rev $ 151,200 $127,500
Employes 8 6
Commercial bus 74% 55%

Principal officers John M Pro-

tlva, president-treasurer, William

J Hoffman, vp-secretary

Continued on follow:ng page
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Continued from preceding page

Commercial bus. 70% 70%

Principal officers: Robert C.
Kinney, president; Edward C.
"Ned" Pike, executive vp; Warren
Eastwick, vp; Robert K. Coyle, as-
sistant vp; Roger M. Pike, treas-

, urer.

Compensation: commissions.

Branch offices: Brattleboro,
Hartford, both in Vermont.

Subsidiaries: Kinney, Pike, Bell
& Conner of Brattieboro; KPB&C
Life Corp.; Kinney-Pike of White
River Junction.

Licensed excess/surplus broker
in: Vermont.

Klindt Agency

PO Box 337, Los Gatos, Calif.
95030; 408-354-6111

1977 1976

Premium vol. $2,515.000 $2,100,000
Gross rev. $ 441,200 $ 375,000
Employes ..... 16 15
Commercial bus. 61% 58%

Principal officers: Ralph Klindt,
president; Ken Steffen, vp;
Richard Winegar, treasurer; Mari-
lyn Hylander, Robert Barnes sec-
retary.

Compensation: commissions.

Licensed excess/surplus broker

in: California.

H.C. Knight & Co.

320 Walnut St., Philadelphia, Pa.
19106; 215-923-5440

1977 1976
Premium vol. $10,786,922 $7.895,742
Sross rev. 5 835,017 $ 684,327
Employves _..... =28 27
Commercial bus. 80% 80%

Principal officers: Richard N.

Knight Jr., John A. Philbrick lIl,
Charles B. Achuff.

Compensation: commissions
and fees.

Licensed excess/surplus broker

in: Pennsylvania.
LFC Insurance

8701 Wilshire Blvd. Beverly Hills,
Calif. 90211; 213-655-6363

1977 1976
Premium vol. $6,500,000 NA
Gross rev. $1,000,000 NA
Employes . 14 NA
Commercial bus. 920% NA

Principal officers: Donald B.
Chalker, Roger Weiss Fox, Mary
Anne Chalker, Ray Prince.

Compensation: commissions
and fees.

Subsidiaries:

LFC Financial

Services.

Licensed excess/surplus broker
in: California.

Lachance, Bertrand, Benoit &

Lavigne Ltd.

7000 Park Ave., Montreal, Quebec,
Canada X3N1X3; 514-279-7281

1977- 1976
Premium vol. $4,800,000 $4,100,000
Gross rev. $ 940,000 $ 850,000
Employes ...... 28 29
Commercial bus. 52% 50%

Principal officers: Robert
Lachance, president; Andre Ber-
trand, C. Lavigne, both vps; J.L.
Benoit, secretary,-M.R. Lachance,
treasurer.

Compensation: commissions
and fees.

W.C. Ladd & Sons Inc.

PO Box 509, 14 School St, Rock-
land, Maine 04841; 207-594-2111

1977 1976

Premium vol. $4.131.875 $4,760,382
Gross rev. $ 790,344 $ 907,940
Employes .- 31 31
Comniercial bus. 50% 55%

Principal officers: Frank E.
Mace, president; David E. Cole
Jr., treasurer; Richard H. Lovejoy,
secretary; Austin S. Childs Jr.,
Robert E. Jordan, both vps.

Compensation: commissions.

Gay& Taylor will still be giving
fast, full, fair adjusting service

when cars are solar, streets are
silica, andtrains are zeppelins.

Of course, we can only guess what changes the
next 50 years will bring. Like when we started in
business, back in 1928, few could have predicted
today's electronic, atomic, automated age. But
now, as then, we will concentrate on responding

quickly and with quality service to your

adjustment, appraisal, and claim administration
needs, with on-the-spot adjusters foraillosses for
any risk, including self-insureds. We are part of the

Equi fax team your one source for insurance data
and services. For round-the-clock claims service.

use our AnyTime Line: 919/768-9520. Contact our
Marketing Dept. for a free directory of our more
than 130 offices serving 30 states: Highland Plaza,

Winston-Salem, NC 27104.

gartaylon

i=all Quick response. Quality service.

An Equifax Company

Branch offices: Waldoboro, Vin-
alhaven, New Harbor, Belfast, all
Maine.

Parent company: Rockland.

Licensed excess/surplus broker

in: Maine.
Lamb, Little & Co.

20 North Wacker Drive, Chicago,
11l. 60606; 312-332-5541

1977, 1976
Premium vol. $12,000,000 $8,000,000
Gross rev. $ 1,800,000 $1,500,000
Employes .... 31 29
Commercial bus. 91% 85%

Principal officers: Raymond J.
Clancy, president; David B. Peck,
senior vp; Frank L. Hoffeller, ex-
ecutive vp-treasurer; Dale Somers,
vp-secretary; Roy Holle, vp.

Compensation: commissions
and fees.

John G. Lambros Co. inc.

455 Central Park Ave., Scarsdale,
N.Y. 10583; 914-723-0088

1977 1976
Premium vol. $1,300,456 $1,183,500
Gross rev. $ 188,246 $ 161,469
Employes 6 6
Commercial bus. 80% 79%

Principal officers: John G. Lam-
bros, president.
Compensation: commissions

and fees.
Lamse Agency Inc.

176 Walnut Ave., Holland, Mich.
49423; 616-392-6946

1977 1976
Premium vol. $1,500,000 $1,500,000
Gross rev. $ 260,000 $ 225,000
Employes 9 7
Commercial bus. 65% 70%

Principal officers: Edward G.
Lamse, president and general
manager; Noel Bisel, CPCU, vp
and commercial lines manager;
David Mulken, treasurer; Richard
Eming, assistant vp and commer-
cial accounts representative.

Compensation: commissions

and fees.

M.E. "Micky" Lane Inc.

6750 France Ave. S., Edina, Minn.
55435; 612-920-8850

1977 1976
Premium vol. $2,197,553 $1,522,743
Gross rev. $ 286,464 $ 198,806
Employes 7 7
Commercial bus. 70% 70%

Principal officers: M.E. .Micky"
Lane, chairman;M.E."Skip " Lane,
president.

Compensation: commissions.

Langan, Haeger, Vincent &

Born Inc.

211 E. lllinois St., Wheaton, IIl.

The people with

know-who in

MINNEAPOLIS

are

BRANDOW HOWARD KOHLER

& ROSENBLOOM
3601 Park Center Boulevard
929-5551
SEE OUR AD ON PAGE 4



60187; 312-668-6644

1977 1976
$4,950,000 $3,800,000
Gross rev. ... $ 673,678 $ 597,660
Employves ..... 17 15

Premium vol. ...

Commercial bus. 68% 66%

Principal officers: Robert E. An-
derson, president and treasurer;
James R. Gates, vp and secretary.

Compensation: commissions.

Lasher-Cowie Agency Inc.

1807 N. Central Ave., Phoenix,
Ariz. 85004; 602-258-3421

1977 1976
$7,500,000 $4,900,000
$1,215,000 $ 865,000
Employaes ... a=s ==
Commercial bus. 78% 75%

Premium vol.

Gross rev.

Principal officers: Robert P.
Cowie, president; Donald F.
Lasher, secretary-treasurer;
George E. Reed, Richard J.
Seminoff, Kenneth D. Whitley, all
vps.

Compensation: commissions
and fees.

Acquisitions: Insurance Con-
cepts, Jan. 1977; Metzger Agency,
Dec. 1977; Robert Mueller, May
1978; Bestrate Agency, May 1978.

Branch offices: Tucson, Flag-
staff, both Arizona.

Subsidiaries: Auto Insurance
Mart.

Licensed excess/surplus broker
in: Arizona.

Henry A. Latimer & Son

6400 Goldsboro Road, Bethesda,
Md. 20034; 301-229-1500

1977 1976
Premium vol. ... $1,070,000 $1,300,000
Gross rev. .... $ 187,000 $ 217,062
Employes ....".. 4
Commercial bus. 35% 40%

Principal officers: Richard L.
Latimer, owner.
Compensation: commissions.

Laub Group Inc.

324 E. Wisconsin Ave., Mil-
waukee, Wis. 53202; 414-271-4292

1977 1976
Premium vol. NA NA
Gross rev. $1,425,000 $1,425,000
Employves ....... s5= 52
Commercial bus. 85% 85%

Principal officers: Ray Laub,
president; George Stevoff, execu-
tive vp; Robert Stewart, executive
vp-risk management.

Compensation: commissions
and fees.

Branch offices: Racine, Janes-
ville, Madison, Wausau, Appleton,
all Wisconsin.

Subsidiaries: T/N & Associates

Inc.

Licensed excess/surplus broker
in: Wisconsin.

Lawrence & VVan VVoast Inc.

108 Union St.. Schenectady, N.Y.
12305; 518-370-1720

1977 1976
$18,500,000 $12,150,000
$ 1,373,275 $ 1,208,665
Employes . = ——u |
Commercial bus. 60% 60%

Premium vol.

Gross rev. ...

Principal officers: Albert W.
Lawrence, president; Harry Bick-
ford, vp and treasurer; William
Davenport, Warren Evans, 'Gary
Keehfus, William Mather, Horace
S. Van Voast lll, all vps; Barbara C.
Lawrence, secretary.

Compensation: commissions
and fees.

Branch offices: Albany, Buffalo,
Forest Hills, Syracuse, Troy,
Waterford, all in New York; Louis-
ville, Ky.; Connersville, Ind.; War-
ren, Ohio.

Subsidiaries: Fitts-Lawrence
Inc.; Lawrence Management Inc.

Licensed excess/surplus broker
in: New York.

Lawton-Byrne-Bruner
Insurance Agency Co.

10 Broadway, St. Louis, Mo. 63102;
314-621-5540

1977 1976
$82,698,000 $74,105,000
Gross rev. $ 8,548,700 $ 7,443,000
Employes . 207 209
Commercial bus . 94.8% 92.4%

Premium vol. ..

Principal officers: W.W. Fetner,
chairman; H.R. Larkin, president;
C.P. Skwiot, executive vp; M.J.
Todorovich, senior vp and secre-
tary; J.0. Felker, senior vp and
treasurer.

Compensation: commissions
and fees.

Subsidiaries: Parcel Insurance
Plan Inc.; John O. Felker, Ad-
ministrators.

Thomas E. Leeds Co. Inc.

680 Fifth Ave., New York, N.Y.
11545; 212-975-1960

1977 1976
Premium vol. NA NA
Gross rev. $1,050,000 $950,000
Employes . 18 18
Commercial bus. 95% 95%

Principal officers: Thomas E.
Continued on page 87
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Try mir Skimmepertlu'll love it.

Our Skimmepert is really great. It has the unique ability to remove the cream from the top of
EMPLOYEE HEALTH BENEFITS PREMIUMS without sacrificing the benefits. We have the experience

and complete facility to help you with a Feasibility Study and Plan Design

=E HEALTH

for your clients' consideration of SELF-FUNDED
INSURANCE.

« Complete claims administration
« Elimination of about 2/3rds of the paperwork

« Prompt claim payment

« Monthly computer claim report

= Computer claims analysis

PS. The employees love the prompt. courteous

claim handling. The controller loves the direct

. savings and "cash flow"” advantages.

Call Sam Hartman

Beech Street Insurance Services
BEECH STREET AT 6TH AVENUE, SAN DIEGO, CA 92101

TELEPHONE: 800-854-2234 OR 800-854-2294

CALIFORNIA: 800-522-1533

TheROYAL
protection-

Our tradition of

innovative property

insurance reaches back

165 years.

During the last few years,
the business property market
has undergone basic
conceptual changes.

To meet these challenges,
we have established the
Designated Property
Department, within our
Commercial Lines Division,
to help service substantial
premium and unique
property accounts. For
example: highly protected
risks, manufacturers' output
and manuscript forms.

Our specialists and
nationwide offices are
always available to helpyou
write, service and customize

coverage precisely to your
customer's needs.

Royal-Globe today offers
you an unusual opportunity
to improve the quality and
profitability of your business.

Ask some of the
independent agencies who
have been with us over a
century. Or our new ones.

For complete information
on the range of this new
market, write or phone
Arthur E S. Evans, Vice
President, Royal-Globe
Insurance Companies,

150 William Street, New York,
N.Y. 10038. (212) 732-8400.

BISU/NU//AGENT /

Royal-Globe Insurance Companies, for unrivaled service here and abroad.



“Self insurance has reduced our workers’
comp costs 20% here at Ryder”

“About two years ago we convinced
management that one way to cutb our
increasing worsers compensation costs
was self-insurance. That decision has
certainly paid oft — we estimate that it
has saved the corporation a good 20%
cormpared to what commercial cover-
age would have cost.

“One of our biggest concerns is er-
fective loss contrcl, and ESIS has as-
sisted us greatly in this effort. Thevve
designed a computerized loss control
program which will enable us ro berter
analyze and reduce cur losses. Ard be-
cause ESIS has service offices through-
out the country, our more than 2C0
widely scartered locations get efficient

claims handling service.

“Self insurance imposes its own
kind of pesitive discipline on a corpora-
tion. For Ryde- System, the results have
been well worth the effort.” |

More and more risk mzanagers like
Al Degé are turning to ESIS. Why?
ESIS is ths leading administrator of
self-insurance programs ir. the U.S.
ESIS provides all the administrative,
claims handling, loss control and statis-
tical reporting functions normally per-
formed by an :insurance carrier. To find
out how ESIS can help your company’s
self-insurence program, write to us or
cor.tact your insurance agent or broker.

ESIS Profiles:

Risk management’s
new breed.

Albert G. Dege
Corporate Insurance Manager
Ryder System, Inc.

An INA Corporation Company
4050 Wilshire Blvd., Los Angeles, CA 90010
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Risk managers and brokers
face a difficult assignment in
creating the type of relation-
ship both need -to be effec-
tive. As part .of the annual
Agent/Broker Profiles issue
1 Esmark's Gary Bausom and
SGL's Barbara - Fischer ex-

plain what risk managers
can do to create better work-
ing links with their brokers.
And our Editorial Advisory
Panel and a survey of other
risk managers tackles the

question: "How much should
you tell your broker?" on the
next page.

Risk manager should cover these steps
O insure loss-free broker relationship

By Gary J. Bausom

Director of risk management
Esmark Inc.

Chicago

1 ROYARIRKGNANBRER S MIEW:

be very controversial, therefore emotional.
The risk manager must function in an objec-
tive manner. From the broker's viewpoint,
this article may provide some insight to
some ofthe concerns and desires of the risk
manager.

Risk managers' attitudes towards brokers
vary from "using brokers like they use
poison" to "sleeping in the same bed with
them." However extreme these viewpoints,
hopefully most broker-risk manager rela-
tionships are somewhere between these ex-
trennes.

The first step in examining the relation-
ship between a broker and its client's risk
manager should include a review of the
client's goals. Even though a broker and the

risk manager have been through this step on
numerous occasions, they may not have a
common understanding of these goals. If
the organizational goals are not understood,
it will be even more difficult to arrive at a
game plan or strategy for the. risk manage-
ment program.

After a common understanding of the
organization's goals is achieved, the next
step is to go through a similar process in
obtaining an understanding of the goals of
the risk management function. What does
the risk manager want to accomplish? It is
important to relate these goals to a time
frame. Can or should these goals be accom-
plished in one year or are the objectives the
type which require two, three, or more
years?

In order to accurately establish time
frames, it is necessary to review the at-
titudes of management to determine if they
are prepared to move now or if they need
more time. It is also important to review the

climate of the insurance and reinsurance
markets. Are the markets interested in ac-
cepting additional business, or has the
capacity been used up or temporarily re-
stricted ?

Once the goals of the organization and the
risk management function are understood,
it is necessary to review the alternatives
available in order to determine the best
method to achieve them.

To help assure an understanding of the
risk management goals, it is always a good
idea to establish them in writing. After they
have been clearly defined in writing, they
should be shared with the management of
the risk manager's organization for concur-
renee and support. When this has been ac-
complished, the risk manager is ready to go
to work. This is the point where a risk man-
ager has to decide if the broker has the
proper people to get the job done.

Not only is it necessary in today's envi-
ronment for risk managers to "get their acts
together," but brokers must also do some

careful planning. In some cases, clients have
been asking brokers to expand their respon-
sibilities far beyond marketing an insurance
contract. As aresult, someof theprogressive
brokers have undertaken a careful intro-
spective review of their talents and
capabilities.

Brokers today are being asked to provide
services which are independent from insur-
ance contracts. These include: fire protec-
tion, safety and loss-control programs,
claims functions, data processing and statis-
tical information, etc. The independent ser-
vices are being requested, because some
risk managers have determined that the
quality offered by the insurance industry is
not acceptable to achieve desired results.
Therefore, brokers and others who are cap-
able of providing quality services have a real
opportunity to satisfy an existing need.
However, the management of a brokerage
house has a tough job of critically reviewing

Continued on page 85

How to find a broker and what to expect

By Barbara J. FiSher

Corporate insurance administrater
SGL Industries Inc.

Haddonfield, N.J.

ECANRE Y QU.ARR TR BROKER®

the insurance companies, its services and
expertise are available to you (mostly) at no
dollar cost. For starters anyway, the price is
right! The adage "you get what you pay for"
definitely does not apply to the broker-
client relationship as it does to the consul-
tant client relationships. The broker can
ease the busy executive's burden of provid-
ing the protection needed at a reasonable
cost.

It used to be that insurance protection was
a mere overhead item. Now it is a significant
expense that demands skillful manage-
ment. You need a thorough understanding
of past exposures, present risks, and at least
a realization of future hazards if you are to
avoid the terrible consequences of ignor-
ance. Insurance can't possibly protect your
company from an unaffordable loss if you

haven't analyzed your company's risk
parameters. Your precision in choosing an
insurance broker is a quantum leap toward a
comprehensive, cost-effective asset protec-
tion program.

How do you find the right broker for you?
Just like other companies, brokers vary in
size from the one-man efforts to the huge
alphabet houses. Unfortunately, there is an
equal variance in their overall performance

and | cannot stress enough the importance
of initial scrutiny of:

. Financial stability.

. Client service goals.

. Methodologies.

. Geographical compatibility.

. Commitment of continued stewardship.

The first step a broker takes with a new
client is to help the client choose an account
representative who will service the client
company's account. Make sure you and your
account representative communicate easily
and have compatible general philosophies.
You need communication and combined
confidence to make your company attrac-
tive in the marketplace.

Now that your broker is on board, you can

and have every right to expect:

. An attitude of commitment, respon-
siveness, enthusiasm and professionalism,

. Quotes from insurance carriers who are
in excellent financial condition and employ
the highest technological standards in loss
prevention engineering backed by ongoing
research and testing.

. A program offering expert counsel, in-
novative products and flexible services tail-
ored to your company's needs.

. Credibility.

. Genuineness.

To achieve the maximum value from your
broker relationship, however, you must be
willing to:

. Commit the time necessary to furnish
information, discuss problem areas and
maintain the risk management standards
established through your team efforts.

. Furnish past company history and tig-
ture planning (especially in the areas of new
products and possible acquisitions).

. Allow an open line of communication so
that the broker always knows what you ex-
pect and when you expect it.

. Establish your own credibility.

. Be genuine.

The broker's first task is to analyze all ex-
posures to insurable loss, review the ade-
quacy of the client's present insurance
coverage, determine the competitiveness of
its premium cost and the effectiveness ofits
overallloss prevention, control and assump-
tion. The result of this initial effort will be
the discerning of current needs and rough
future considerations. The broker's overall
concern will be property and people conser-
vation with maximum opportunity for unin-

terrupted production and profitability when
the inevitable loss does occur.

You, however, are the key determinant in
making your broker's contribution a mean-
ingful and valuable one. Interact with your
broker, provide parameters, share your con-
cerns and join forces with your account rep-
resentative during insurance company
negotiations. Also, keep yourself informed
about the insurance industry enough to be
knowledgeable about new dimensions.

In summary, let an insurance broker join
with you and the insurance company to
form a "protection partnership" which vi-
cariously guards your company's assets. .
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Advisory

how much

Many agree

with Greene

1\TO ONE WOULD ARGUE with the pre-
1N cept that honesty is the best policy and
that the best relationship between an insur-
ance broker and client is based on mutual
trust and respect. Those are ideals to which
nearly everyone would subscribe.

Few would argue, either, with the neces-
sity of telling your broker all material infor-
mation about a risk, volunteering data with-
out putting the brokerin the position offorc-
ing out the-facts, so that he or she can go
knowledgeably into the insurance market-
place. The last person to argue with this
would be Al Greene of Warren, MeVeigh &
Griffin (see comments in box), whose recent
comments before a San Francisco meeting
of RIMS have caused what can fairly be
called a furor over whether to tell your
broker absolutely everything, including the
price you're willing to pay for coverage.

Business Insurance asked members of its
Editorial Advisory Panel for their reactions,
drawing 46 responses.

Of the 46 responses, 18 agreed with Mr.
Greene's comments and advice, 18 dis-
agreed, six were neither positive nor nega-
tive but commented on other parts of the
story on Mr. Greene's remarks and another
four risk managers said they couldn't
generalize because the broker-client rela-
tionship is "a very personal business."

But, as Peter Law of U.S. Industries
pointed out, Mr. Greene's comments really
had more to do with negotiating strategy
than trust for a broker. "Frequently a
negotiator will give in too soon if he knows
he has (achieved) an acceptable deal,” he
said, referring to the lack of incentive for a
broker to look further or negotiate harder if
he knows he's already obtained a price
and/or coverage that's in the ballpark.

Another risk manager noted a company's
risk aversion levels calculated carefully for
internal purposes needn't be shared with a
broker. "l don't consider it necessary for a
broker to know what | will take before he
goes to the marketplace to find out what he
can get,"” added this manager.

Perspectives

Emmet F. Monaghan of Kaiser Aluminum
& Chemical emphasized the difference in
perspectives of the broker and the client,
"particularly if the broker is working on a
commission basis."” This point was brought
up a number of times in discussions of
whether brokers will sincerely seek the best
price- deal for clients if they are told be-
forehand the most the clients are willing to
Pay.

"Pricing decisions are best left to the two
parties of the contract-the insurer and the
insured," added Mr. Monaghan.

Barbara J. Fisher of SGL Industries ex-
pects SGL's broker"to do his absolute best"
when he goes out to obtain insurance. Max-
imum acceptable premium, she argues,
should be left unsaid, "otherwise, anything
he elicits under my 'maximum’ he'll con-
sider acceptable.” But she disagrees that
minimum acceptable coverage shouldn't be
revealed to the broker. "The broker needs all
the specs to deal in the marketplace."

Bob Bieber with Westchester County, N.J.,
doesn't tell his broker the top price he'll pay
so that the broker will feel the need to de-
velop "unique and comprehensive forms of
coverage." As another risk manager added,
"l believe the uncertainty spurs him to
greater efforts on my behalf,” and therefore
the "price | will pay ...is between me, my
conscience and my boss."

If you tell your brokers the maximum
price and the minimum coverage you'll ac-
cept, "the reply is always that they secured

panel, risk managers tackle

you should tell your broker

Tell everything,

i but final price

Consultant Greene expands

comments on info for brokers

Alton Greene provides further comments on his views on the broker-risk

manager relationship.

Since publication | have received a number of responses regarding the
content of the speech. Obviously it would be impossible to publish the
speech in its entirety, but some individuals misinterpreted the content from
certain statements quoted in the article.

The key points which were made in the speech were:

1. Ultimate responsibility for the risk management function rests with the

risk manager.

2. Risk managers mus: communicate openly on their program in all areas
except (a) maximum price they are willing to pay and (b,minimum coverage

they are willing to acceNt.

3. Risk managers must allow the broker to control meetings with under-

writers.

4. Risk managers should disclose all material risks to underwriters even if
not asked about them. However. they should reach agreement with the
broker abouttheextentcrdepth to which exposures need to be discussed so
as not to raise needless concerns on the part of the underwriter.

| have long been a proponent of complete disclosure ofrisks to underwrit-
ers and abhor the philosophy held in some quarters that you only give the
underwriter information specifically requested.

Risk managers should deal with the underwriter in the same manner that
they wish to be dealt with and that requires integrity and disclosure of

pertinent items.

what you asked for, clearly demonstrating
they did not press the underwiter for addi-
tional consideration,” says cne member.

And Bob Spencer of Fuqua Industries ex-
pects his broker to be a confidentin so many
ways that minimum coverage/maximum
premium may not even be important. The
partnership of broker and client involves
sharing everything about the risk, the ex-
posure, the company. "It is a day-to-day
partnership, too, not just prior to renewal,"”
he says. "A good broker is a super sounding
board for far-out innovations. | demand that
he use me for a sounding board, also-and
level with me. | also demand to be involved
with the underwriter at marketing time
though | will assume a low profile if he can
convince me it is the thing to do.”

Moreover, adds Mr. Spencer. "l th.nkyou
will find that if the partnerstip is what it
should be, the broker knows the risk
manager's mind well enough to readize
where those limits (minimum coverage/
maximum premiu m ) are."

British analogy

Peter Downes of American Trading &
Production Corp. offers this reaction: "The
British are brought up on the doctrine of
uberima fides-utmost good faith. Insur-

ance contracts are based on this, meaning

that all material information concerning a
risk must be discussed without waitingto be
asked. O:her infcrmation need not be dis-
closed.

"IN a competitive situation,” continues
Mr. Downes "l do not disclose my thoughts
on price. In a single market situation such as
Lloyd's, the best results are obtained by,
making an offer. As always, circumstances

make cases.’

The direct option

Douglas |I. Craven of Wometco Enter-
prises Inc., like Mr. Greene himself, has
beer. both a buyer and a seller of insurance
during his working life and believes
strongly in complete disclosure of risk and
market-related information but not the ac-
ceptable premium, "as this could lead to
possible further problems."

There's one risk manager who doesn't
think insurance brokers are worth their salt
at all, because it costs 5% to 15% less to go
direct, as this manager does on nearly all of
his coverage. In his view, abroker"is fine for
a small company whose insurance expense
will not justify : risk manager position.”
But, this manager adds, "l never reveal ac-
tual premium to Frospective insurers nor do
| telF them a range that would be acceptable.

Continued on page 86

By Margaret LeRoux

'ELL YQUR BROKEREVYERY:

except how much you're willing to pay for
the insurance coverage, is the consensus of

risk managers recently surveyed by
Business Insurince.

Asked their reaction to consultant Allon
Greene's advice to keep price out of discus-
sions with brokers before they approach the
market (Bl, June 12), a random sampling of
risk managers throughout the U.S. agreed
with Mr. Greene.

"Full disclosure, everything on the table,”
said Arch T. Sparrowe, assistant treasurer
and insurance manager for DiGiorgio Corp.
in San Franciszo, "except for the maximum
limits on a premium-that's when the fight
starts.”

"We have our ideas on price, the broker
has his and the market has its own ideas,"
said the manager of insurance for a West
Coast-based petroleum company. "We don't
tell a broker what the expiring price is if he
hasn't worked on the account before.™

"If | were to set a price, what would | need
a broker for?" said Dave Miller, risk man-
ager for Harrah's in Reno.

"My styleisto price it myselfand I've gota
reputation for being cheap," quipped Wil-
liam Cain, risk manager for the Dayton
Hudson Corp. in Minneapolis.

Alan Pearce assistant treasurer and direc-
tor of risk and insurance management at
Foremost McKesson in San Francisco, who
got his training from Al Greene, echoed the
consultant's opinion. "l give the broker a
target,” Mr. Pearce said, "but | don't let him
know my parameters."”

Market constraints

For some r_sk managers, the ability to
self-insure gives them the strength to keep
price out of discussions with their broker.

Robert Bowman, risk manager for the
East Bay Municipal Utilities District in Oak-
land, said. "For us, if the price the market is

quoting is too high, then we'll self-insure.”
"A substant.al deductible” affects discus-

sions between brokers and American Build-
ing Maintenance Corp. "We'11 discuss any
proposals they have and tell the brokers
why we like them or dislike them," said Wil-
liam B. Petre€, risk manager. "We're trying
to build long lasting relationships.,” he
added, "so we divulge everything.”
Sometimes the type of risk being mar-
keted automatically cancels out arguments
over price. "When | go to the market, it's a
matter ofwhat's there, not how much doesit
cost,"” a risk manager for a San Francisco
Bay Area consumer products company said.
"There's very little we can hide," observed
Lorraine Bryant, manager of insurance for
Hughes Air Corp. "So much of the informa-
tion on our risks is available-air route, hull
values-the trokers know the exposures
and they can estimate as well as anyone.”
If you're looking at the excess market,
there's all the more reason to keep price out

of the conversations, several risk managers
commented.

"There are times when we have both a
broker and a direct writer looking at a risk,"
said W. B. Anderson, corporate risk man-
ager at Fibreboard Corp. in San Francisco.
"The broker has to have an incentive to de-
liver a price he feels is competitive."

"AN underwriter in the excess market
should not have to have a price in order to
rate a risk,"” Charles Revie, director of risk
management for Bucyrus Erie in Mil-
waukee, said. 'Just because the underlying

Continued on page 86
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PE SPECTIVE

Brokers have their secrets too, some risk

Bausom...  SFUSHSVENESoueake Tell all but ... s s

withholding price and othei Information

To determine a fairlevelofcompensation, "l can't beheve there is not a certain
Continued from page 83 risk managers can review the financial state- Continued from page 84 amount of give and take in a broker's book
its people to decide who can help provide ments of the publicly held brokerage firms underwriter'srateistoo highortoo lowls no of business," Fibreboard's Mr Anderson
quallty services to determine their rates of return before reason the others should be tied to it " said "If he knows client X will pay so much

Brokers go through the same planning taxes After a representative sample ot these "The whole practice of marketingby price and client Y will pay so much,it works more
process as any other business to determine brokerage houses has been reviewed, one is anachronistic," believes Gordon Hanau of to your advantage if he doesn't know how
their place in the market, the level of busl- benchmark can be established for broker- Consolidated Natural Gas Corp in much you'll pay "
ness they hope to achieve and an analysis of age houses, including the ones that do not Pittsburgh "We don't buy anything that Whether or not they tell brékers every-

what is required to get the Job done Cur- make financial data available way If we need the coverage, we'll buy it, thing, most of the risk managers surveyed
rently, because of the shifting of respon- price is not a factor " said they trust their brokers

sibilities from a combined service-insur- Annual reports Because it's not a factor, Mr Hanau con- "If you don't trust your broker enough to
ance package provided by insurance com- tinued, "l want everything on the table be- tell him everything he needs to know about

Panles to an "unbundled" insurance con- Risk managers should request and obtain forehand | want all the problems that may your risk, you should get rid of him,"
tract with Independent services, a broker written mdividualized annual reports frorn exist solved before a loss or claim occurs " EBMUD's Mr Bowman said

should pay more attention to these new op- their brokers, as well as from other firms John Murphy, risk manager, Avis Corp,
portunities which provide services These annual re- agreed "l don't play games with brokers Firing brokers
In the futu re, brokers who have not al- ports should restate the client's goals estab- That's the only way to survive "
ready done so will be forced to ask them- lished for the particular year in question Besides price, risk managers mentioned a "I've had brokers | had no confidence

selves such questions as What types of ser- The previously agreed roles of the servicing few other things brokers don't have to know in--and I've gotten new brokers," said
vices are we best qualified to provideo organization should be restated The broker about the lisks they are marketing for a Emily M Schmitz, corporate risk manager

Should our resources be directed at obtain- or service company should include the tasks chent for Koracorp Industries Inc of San Fran-
ing new business, or should more resources or roles performed for the client, as well as "It's most important that a broker under- CiSCo

be directed to providing quahty service for the costs of providing the services stand his chent's business, but there's no Besides trust, there are a number of other
existing business? Do we have adequate In addition to the statement of the past need for him to know the long range plans," ways risk managers evaluate performance
cost-accounting systems to determine year's activities, the risk manager shoulc in- contends Al Friday at Colonial Stores in At- of brokers Knowledge of markets and tech-
equitable pricing of quality services to make sist upon some prioritized recommenda- lanta nical expertise were chief among the criteria
a profit9 Of all the needed services, which tions or a statement of future direction for they use

ones can we provide the best talent relative the upcoming year The future direction wiill wWhat to withhold "A good price is worthless if there's some-
to our competition? Do we have people to take some time and thought on the broker's thing in the coverage that doesn't work,"
get the Job done9 If not, how do we obtain part in order to make a meaningful contribu- Foremost McKesson's Mr Pearce noted Dayton's Mr Cain said "The broker should
the right people9 tion The risk manager is paying for the that he "won't divulge the nicks in the pro- know all the httle details like extension of

The senior executives of a brokerage fit m Judgment and experience of the broker and gram that no one but myself would know coverage at no extra cost "

may not have a "handle" on their company's should make sure it is obtained about | don't talk about the negative as- "Brokers should be honest, forthnght and
capabillties to accurately determine the Annual reports can be very helpful to both pects of the program unless it's something realistic in knowing they are in competition
answers to these and other questions To the broker and the rlsk manager as a plan- the underwriter should know about " to keep your business,” Colonial Stores's

assure the continued success of their firms, ning tool for the coming year It will aid all For others, it's more a matter of accentuat- Mr Friday said "There's no reason a broker
perhaps they should select a few people in- concerned m discerning where Inore effort ing the positive than deemphasizing the should be sitting on your lap as a member of

ternally, or externally, to assist them is needed to accomplish the goals negative your department He should remember he's
Perhaps one of the most sobering view- "We recognize the need to tell our story to an outsider, a service hired by the risk man-

. ! . . . " "

Setting the stage points which can be taken of profes. underwriters on important risks," Consoll- ager . L
sionalism is to look at one's own personal dated Natural Gas Corp's Mr Hanau said Perhaps the ultimate criterion IS the
In most cases, a risk manager sets the career Subtract your current age from the "There are too many significant details that checkbook, however
stage 01 defines the type of broker relation- age of 65 or 70-that is what remains' Din't could be lost in the translation " "Because we pay on a fee basis, not on
"

ship desired Sometimes this is done overtly worry about answering to anyone else but 'l use brokers as tools,"” Avis's Mr Mur- commission,” said Dick Porrett, risk man-

and other times this is done inadvertently, yourself such questions as What have | ac- phy said "l don't let them speak for me | ager for the Great Atlantic & Pacific Tea Co
merely through the risk manager's action In complished, right or wrong, in my career9 make sure my message gets through to the (A&P), "we trust that the broker is doing a

any event, if the risk manager does not like And, more importantly, how do | want to underwriters " good Job-if not, he doesn't get paid
the current working relationship, it must be conduct myself in the remaining tinne,
redefined Changing an existing relation- In a professional sense, a difficultthing for

ship is much mote difficult than properly any broker to do is to determine the g :als ed itorial advisor’y panel

establishing a new one at the beginning In ofa client and evaluate the brokerage firm's
order to change a relationship, a risk man- own capabillties of filling that need ]t is
ager must not only clarify a different set of even more difficult to recommend that tneir Conttnued from page 84 manager should be an observer' m the mar-
rules in writing, but must support it by ac- fli m is not the best qualified (if it is not the To do so almost guarantees that your quote keting area "He forgets that if the broker(s)
tions and future dealings with the broker best quallfied) to provide the specific ser- will be in the upper limit of that range The comes up dry, the risk managers company
The scales of sound and professional con- vice requested by the client In the long run, underwriter, not the broker, is the key to the is not covered The risk manager has a duty
duet by both parties should be kept in bal- being objective from the client's point' of best pricing Underwritersale-contrary to to his company (especially on complicated
ance The risk manager should not be placed view will produce more business Brokers popular belief-human They expect bro- risks) to approach the direct writers with his
in a position of always owing the broker a looking to the future will probably be em- kers to paint rosy pictures and then discount company This way, the risk manager is not
favor, a lunch, etc Risk managers should phasizing quality services, because it costs their comments to some extent My advice competing with his broker, he is joining the
always remember that most brokers are them less to provide quallty services to tneir to any large insured is to deal direct and get effort "

sales-oriented and they are going to try to existing clients than continually finding to know your underwriter Gain his confi- About five risk managers agreed strongly
please their clients Shock your brokers' new ones dence and you'll have a properly pnced ac- that brokers should provide annual reports
Buy their lunch to either thank them for a count " of services supplied, detailed marketing
Job well done or to discuss some matters Broker of record Of :he 18 risk managers who wrote to strategy for the year, and other information
which need to be modified Business Insurance disagreeing with Mr But, as Joe Gullo of Richardson-Merrell

In the ftnal analysis, the actual working Another factor which relates to profes- Greene's comments, some apparently mis- Inc, asked, "Do you know any that do It

relationship has to be determined by the sionalism is the different ways in which a read his remarks or misinterpreted their voluntarily 9"
risk manager There should be an environ- broker-of-record letter is interpretec A meaning, ending up with the idea that Mr

ment which will produce results for the cli- healthy attitude is that this letter is a revoc- Greene was advising risk managers to with- A low profile

ent relative to the established goals The able privilege and it does not carry wi-h it hold material information from a broker

most important element is honesty-"being title of ownership This is not a matter of about a risk, which was far from the case R B Burns of the ONB Corp in Spokane
up front" on thepart oftherisk managerand concern to either party unless an adequate But other risk managers interpreted his heartily disagrees that the risk manager
the broker If this does not exist, then inevi. Job is not being done If a broker cannot remarks correctly, and still strongly dis- should keep a "low profile" while staying
tably, the result will be trouble for all "make it happen"” on a particular acccunt, agreed with his position "There are no se- involved in the risk-marketing process

A chent is in the business of making a perhaps a very thorough internal review of crets in business," states one rtsk manager "Any broker who beheves I've delegated my
product or providing services either for a their people and activities is needed If a emphalcally "Discretions yes," he con- responsibility andam Just an observer in the
profit or for the benefit o f society A broker proper Job was done, but not adequately cedes, but no secrets marketing process will soon be replaced by
is in the business of providing a service for a communicated, that still results in failure "Would withhold NOTHING from bro- one who sees the client as an active partlci-
profit The process ofidentifyingthe chent's which could signal larger problems ker," says another, "but emphasize expecta- pant | resent being viewed as just a
goals, the levels of services desired and the Brokers can be either friend or foe de- tions from services " premium-paying, claim-filing chent too ig-
timing of such goals should be well estab- pending on how the risk manager defines Robert Marginot, who's insurance man- norant to really understand insurance "
lished Given this situation, the broker's re- the brokerage relationship It is also unpor- ager forthe state ofMaryland, beheves keep- There were a few risk managers who dlls-
sponsibillties are to provide a proposal or a tant to constantly assess the quality of ser- Ing secrets from the broker could be "a very agreed with Mr Greene's basic premise that

written statement specifying its capabillties vices being provided by the broker relative perilous course of action " parameters for minimum/adequate cover-
of assisting the client in accomplishing to the stated goals If thmgs are not going age and optimum/acceptable price should
these goals The risk manager may want the according to the plan, make sure that y)u- Doctor analogy be established at all Joe Gullo at Richard-
broker to assist in marketing an insurance the risk manager-ommunicate this to the ) ) ~ son-Merrell stressed that It IS the "wrong
contract and/or providing or helping Iden- senior management of the brokerage hcuse Several risk managers likened the thinking” to put "so much stress on estab-
tify suppliers of particular services which Discuss the annual reports prepared for you broker-client relationship to the relation- lishing price The price, no matter what it is,
are needed by the brokers In short, communicate with ship a person would have with a family doc- should be viewed as a standard by which

A risk manager should remember that a them and "tell it hke it is " tor, attorney or accountant W E Stratton of you make your risk management decisions
broker is in the business of making a profit Most importan:ly, always remember it 15 McKenzie Tank Lines thinks that a broker If It'S low, you insure-too high, you self-

and is entitled to it It does not matter people within a brokerage house that make "may feel mhibited in his performance on assume a greater portion So why estabhsh
whether a broker's compensation is a fee or things happen If you are fortunate to have your behalf' if he finds you haven't been parameters beforehandlp"

a commission What does matter is that the an accounts person who is domg a good job, "completely frank " Gamesmanship will be the death of us
client is entitled to an accounting of the ser- make sure that the broker's top manage- A half-dozen risk managers preferred yet," declares another risk manager, asking
vices provided and the costs incurred to ment is aware of it This will provide the comment on other sections of Al Greene's "how could a risk manager expect a broker
provide the required services, including a individual in the brokerage firm support remarks than the don't-tell-what- to do an adequate Job on his company's be-
reasonable profit When looking for quality and a positivemotivationfromtheriskman- you're-willing-to-pay portion Barbara half if the broker were not prlvy to the best
services and people, the last item a risk ager, which is all part of obtaining the ex- Fisher of SGL Industries declared "a loud information the risk manager could give
manager should be tight with is the pected results NO to Mr Greene's statement that a risk him 9- .
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Leeds Jr., president; Walter Schi-
menty, executive vp; Thomas V.
Leeds, senior vp.

Compensation: commissions
and fees.

Levinson Brothers

235 Montgomery St., San Fran-
cisco, Calif. 94104; 415-434-3200

1977 1976
$11,785,218 $10,042,752
$ 1,247,311 $ 1,094,726

== =

Premium vol.
Gross rev.
Employes .

Commercial bus. 93% 91%

Principal officers: Fred Levin-
son, president; Morton |. Levinson,
Bernard S. Greendorfer, both vps;
David J. Levinson, vp and secre-

Compensation: commissions.
Licensed excess/surplus broker
in: California.

Don Liebert INnc.

172 S. Middletown Road, Nanuet,
N.Y. 10954; 914-623-3434

1977 1976
Premium vol. $5,099,167 $4,200,000
Gross rev. $ 765,115 $ 693,532
Employes .... 20 20
Commercial bus. 60% 57%

Principal officers: Donald F.
Liebert, president; Richard Hiller,
VP.

Compensation: commissions.

Ligon, Gump & Ligon Inc.

4230 L.B.J. Suite 508, Dallas, Tex.
75234; 214-661-5050

1977 1976
Premium vol. $4,400,000 $3,500,000
Gross rev. $ 725,000 $ 625,000
Employes ....... 17 15
Commercial bus. 70% 70%

Principal officers: Max D. Ligon,
president; Harry A. Gump, CPCU,
vp and secretary; Fred F. Ligon,
CPCU, vp and treasurer; Richard
T. Gump, vp.

Compensation: commissions.

Limric Brothers Insurance

Agency Inc.

869 Worcester Road, Route 9, Wel-
lesley, Mass. 02181; 617-237-6000

1977 1976
Premium vol. $1,600,000 $1,500,000
Gross rev. ....... $ 308,000 $ 289,000
Emploves ... 12 12
Commercial bus. 60% 60%

Principal officers: David Limric,
CPCU, president; Paul .
McDonald, treasurer.

Compensation: commissions.

Branch offices: Foxboro, Mass.

Litchfield County Agency Inc.

175 Prospect St., Torrington,
Conn. 06790; 201482-6566

1977 1976
Premium vol. $3,250,000 $2,849,000
Gross rev. .. $ 597,000 $ 520,000
Employves ... 20 21
Commercial bus. A42% 36%

Principal officers: Robert Venn
Carr Jr., president and treasurer;
Daniel H. Kraut, vp; John L.
Donovan, secretary.

Compensation: commissions.

Acquisitions: Paul Richmond
Agency, 1976.

Branch offices: Litchfield, New
Milford, Thomaston, West Haven,
Winsted, all in Connecticut.

Subsidiaries: Travel House,
Agents Budget Co.

Clarence Lofberg Inc.

363 Cedar Lane, Teaneck, N.J.
07666; 201-836-2100

1977 1976

$4,066,650 $3,300,000
Sross rev. $ 805,000 $ 654,012
Employes ....... =os 24

Premium vol.

Commercial bus. 60% 60%

Principal officers: Richard C.
Lofberg, CPCU, chairman and

chief executive officer; Paul W.
Lofberg, CPCU, president; Frank-
lin D. Lutz, executive vp; John H.
Letz, senior vp; F.X. MeGrath,
CPCU, Ronald Snider, both vps.

Compensation: commissions
and fees.

Subsidiaries: VIP Agency Inc.,
Let=z-Lofberg Associates, Van
Houten-Lofberg Agency.

L.G. Loomis & Co. Inc.

1 Tobey Village Office Park,
Pittsford, N.Y. 14534; 716-385-2900

1977 1976
Premium vol. $5,500,000 $4,766,210
Gross rev. $ 940,818 $ 837,493
Employes ....... 32 36
Commercial bus. 75% 85%

Principal officers: Leslie G.
Loomis lll, president and treas-
urer; Barbara B. Walker, secretary;
Edward VVander Horst, Paul M.
Starr, both vps.

Compensation: commissions
and fees.

Continued on following page
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It's no secret, many firms these days are
electing to insure themselves. At least for
primary limits. Instead of looking at these
accounts as the proverbial glass that's
become half-empty, smart agents and
brokers see them as a glass ready to be
refi | led. Ready prospects for Excess of
Self-Insured Retention (SIR) coverage.
Interstate National has a department of
underwriters who specifically handlethis

Dont think
ofthemas
business lost.

In the fast changing world
of business insurance,
iINnNnovation isn't impossible.

Just harder.

HS*

B-trl- Coverage Corporation
156 William Street New York, N.Y 10038 212-233-7171

Thinkof them as
Excess of S.I.R.

customers gained.

INC's.financial stability and strength
allows us to reliably write the necessary
high limits forthis coverage. Upto $5 or
$10 million overa SIRof $100,000 ormore.
Our policy offers a selection of broad
coverage provisions with programs for
comprehensive liability protection.
Nationwide availability.

For more information, contact the INC
office nearest you.

complex insurance. They are backed by

INC's 65-plus years of special risk know-
how. And our claims department knows

|[ Intemntate

Grporation

how to handle Excess of SIR claims

quickly and efficiently. We also work

Chicago Insurance Company
Interstate Fire & Casualty Company

closely with administrators of corporate

SIR programs.

Atlanta 404/633-0484
Boston 617/482-0888

Chicago 312/346-6400 Los Angeles 213/385-8441

Dallas 214/742-3638
Houston 713/780-1100

Minneapolis 612/831-0465 Philadelphia 215/629-0490
New Orleans 504/586-1744 San Francisco 415/391-0242

New York 212/227-1366
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Continued frem preceding page
Subsidiaries: E:C. Cooper Inc.,
Watkins Glen, N.Y.

Ludwig, Nussbaum &

Associates Inc.

100 Merrick Road, Rockville
Centre, N.Y. 11570; 516-766-6611 or
212-895-6800

1977 1976
Premiu m vol. $1,450,000 $1,200,000
Gross rev. $ 203,000 $ 155,000
Employes . 7 7
Commercial bus. 65% 55%

Principal officers: Alfred Nuss-
baum, president.
Compensation: commissions.

209 S. LaSalle St., Chicago, lll.
60614; 312-346-1221

1977 1976
Premium vol. NA NA
Gross rev. $1,699,388 $1,469,486
Employes 5= =1 -
Commercial bus. 93% 93%

Principal officers: Edward E.
Mack Jr., CLU, CPCU, chairman
and president; Edward E. Mack IlIlI,
executive vp; Charles S. Mack,
CLU, CPCU, vp and secretary;
John P. Mack, CLU, CPCU, vp and
treasurer; William J. O'Keefe,
Lance R. Sanberg, Kenneth T.
Krispin, all vps; C. Jean Underhill,
assistant secretary.

Compensation: commissions
and fees.

Acquisitions: Sanders Inc., Jan.
1978.

Subsidiaries: MICA Inc.

Licensed excess/surplus broker
in: Illinois.

One Wells Ave., Newton, Mass.
02159; 617-332-5100

1977 1976
$11,800,000  $12,993,000
. $ 2,100,000 $ 1,812,000
Employes ... ... ss ss

Commercial bus. 65% 79%

Premium vol.

SGross rev. ..

Principal officers: Joseph J. Fay,
chairman. Richard E. Eagan, pres-
ident.

Compensation: commissions
and fees.

Acquisitions: VW. R. Neelon
Agency, 1977.

Subsidiaries: Surplus Services
Insurance Agency Inc. "’

Guy A. Main & Co.

2041 Rosecrans Ave., El Segundo,
Calif. 90245; 213-640-2121

1977 1976
Premium vol, $3,224,970 $3,030,000
Gross rev. $ 425,005 $ 304,000
Employes . 7 7
Commercial bus. 99% 99%

Mack & Parker Inc.

Maclintyre, Fay & Thayer
Insurance Agency Inc.

Principal officers: Guy A. Main,

president; Les H. Amoy, senior vp;
Mel D. Vinyard, vp; Jane Tippin,

treasurer.

Compensation: commissions
and fees.

Branch offices: Marrero, La.

Licensed excess/surplus broker
in: California.

Phillip Margolis & Co.

26311 Woodward, Huntington
Woods, Mich. 48070; 313-398-1700

1977 1976

Premium vol. $2,100,000 $1,700,000
Gross rev. .. $ 290,777 $ 203,718
Employes ....... 10 10
Commercial bus. 88% 86%

Principal officers: Phillip Mar-
golis, CPCU, president; Jill A.
Margolis, vp; Catherine Koday,
treasurer; Estelle B. Smith, secre-
tary.

Compensation: commissions.

Subsidiaries: North Central Un-
derwriters.

Parent

company: Central

Agency Corp.

WANT MORE FROM YOUR BROKER?

OR PERHAPS YOU'RE LOOKING FOR A
MORE CHALLENGING CAREER?

VWHY NOT BE A PART OF OUR WINNING
TEAM EITHER AS A CLIENT OR AS AN

McCord & Holdren, Inc. was
established in 1965 knowing that
most insurance brokers do little
more than "buy" insurance
policies for their insureds.

We wanted to do much more
than that!

And what are the results of our
efforts? The results are truly
significant!

Today, we are generally con-
sidered to be one of the largest
and probably the fastest growing
independent brokerage in the
West, with 135 dedicated
employees. All our business has
been internally produced: no
controlled business, no acquisi
tions, no mergers...and people
throughout our industry are tak-

ing notice of McCord &
Holdren!

Why have we been able to ac-
complish so much in such a
short time span?

It's really simple--we staff with

competent people--we challenge
them to excel: we demand ex-

cellence, extra effort and com-
mitment. We provide direction
because we are plan oriented.
We encourage our staff to be

. really involved:' to help us be in-
novative, dynamic and ag-
gressive. We practice par-
ticipative management:

x knowledgeable, dedicated,
motivated- people plus plans,
direction and control will equal
success in this business if you
maintain quality markets.

EMPLOYEE™?

William W. Holdren, Exec VP

Much of our success is directly
related to a close working rela-
tionship with our insurers.

In fact, the insurers we utilized
in our beginning are important
markets for-us today. We
believe the best way to serve our
consumer is to protect his in-
surer. We want placements that

are long term and mutually pro-
fitable.

And, of course, we have
developed many insurers: both

primary and specialty markets,
U. S. and International.

We have developed a production
and service network of offices to

fill the needs of our insureds.
We are truly account service
oriented with in house depart-
ments for employee benefits,
corporate and estate planning,
loss control, claims, surety,
finance, accounting, word pro-
cessing units and in house com-
puter complex.

Training is a key ingredient in
our success.

We believe strongly in education
and have numerous in house
training programs as well as
significant involvement with out-
side schools, workshops and
seminars. We are probably the
most educationally oriented
brokerage in the West.

Yes, we are different in our ap-
proach; we know it and we're
proud of it.

We plan on a 35% income
growth in 1978. Perhaps your
company would like to have a
more aggressive, innovative in-
surance representative. Call us,
let us prove we're different.

Or perhaps you're looking for a

more exciting career opportunity.

If you feel frustrated With your
present position, if you're really
goal/career oriented and want to
be challenged to excel and be
part of a "driven team" please
call Jerry McCord or me, (213)
877-9934 or:

Northern California,

Ken Schaadt (408) 289-1500

Washington,

Rich Fitzgerald (206)

624-3651
Call one of us now, we would

like to hear from you.

Bl

McCORD & HOLDREN, INC.

Insurance

Home Office: North Hollywood.-California

Branches: Fresno - San Jose - Seattle

Sacramento - Tustin,

Licensed excess/surplus broker
in: Michigan.

Marketing Management Inc.

2052 Oak Mountain Drive, Pel-
ham, Ala. 35124; 205-663-4000

1977 1976

Premium vol. $21,000,000 $18,100,000

Sross rev. $ 1,200,000 $ 950,000
Employes ...... 31 34
Commercial bus. 95% 96%

Principal officers: Ken Li Wil-
liams, president; Joe Gosa, senior
vp; Robert Cleveland, vp; Lomax
Johnson, secretary; Steve- Wil-
liams, resident vp.

Compensation: commissions
and fees.

Branch offices: San Mateo,
Callif.; Toronto, Canada.

Subsidiaries: M. M. Adminis-
trators Inc.; Management Safety
Inc.; The MR([lI Agency Inc.

Licensed excess/surplus broker
in: Alabama.

Marshall Paris Insurance Inc.

18041 Bothell Way NE, Bothell,
Wash. 98011; 206-486-1227

1977 1976
Premium vol. $1,800,000 $1,904,046
Gross rev. $ 392,000 $ 317,341
Employes .... 13 18
Commercial bus. 56% 55%

Principal officers: George Mar-
shall Paris Sr., CPCU, CLU/presi-
dent; Gary Galeotti, Mary C.
Stanley-Paris, Ray Westfall, CLU,
all vps.

Compensation: commissions.

' Licensed excess/surplus broker
in: Washington state.

Maury, Donnelly & Parr Inc.

Commerce & Waters Sts., Balti-
more, Md. 21202; 301-685-4625

1977 1976
Premium vol. NA NA
Gross rev. $690,000 $572,000
Employes .... 32 25
Commercial bus. 82% 83%

Principal officers: Thomas D. R.
Parr, CPCU, president; David
W. B. Willse, Henry A. Parr IV,both
senior vps; Ros H. Crosier Jr., vp.

Compensation: commissions
and fees.

Licensed excess/surplus broker
in: Maryland.

May-Davis Inc.

PO Box 11558, Suite 202, E. 5111

Trent, Spokane, Wash. 99211;
509-535-8783

1977 1976*
.$2,100,000 - $1,400,000
Sross rev. ) $§ 410,000 $ 200,000
EErrmarprlcay ae= s =

Premium vol.

Commercial bus. S=ses . 99%

*From 1977 Bl listing

Principal officers: Laurel E. May,
president; William *. Davis, 'ex-
ecutive vp; Patrick J. Lynch, vp;

The people with

know-whoin

OMAHA

are
THE HARRY A, KOCH CO.
2121 South 44th Street

558-7000

-SEE OUR AD ON PAGE 4



Lorraine M. May, secretary-

treasurer.

Mayerstein-Burnell Co. Inc.

2150 Market Square, Lafayette,
Ind. 47902; 317-447-0566

1977 1976

Premium vol. $5,098,000 $4,031,000
Gross rev. $ 646,000 $ 527,000
Employes ...... 17 17
Commercial bus. 87% 85%

Principal officers: G. W. Burnell,
pnesident; R. R. "Buffy" Mayer-
stein, secretary.

Compensation: commissions.

Licensed excess/surplus broker
in: Indiana.

Raymond G. McCarthy & Co.

Inc.
502 Bloomfield Ave., Verona, N.J.
07044; 201-239-9404

1977 1976

Premium vol. $1,800,000 $1,670,000
Gross rev. $ 294,000 $ 290,000
Employes .... ° °
Commercial bus. 67% 65%

Principal officers: Raymond G.
McCarthy, president; John E.
Popowich, CPCU, Thomas J.
Stokes, both vps; C. A. Grohe,
secretary-treasurer.

Compensation: commissions
and fees.

McDowell Insurance Inc.
338 Lincoln Way East, Chambers-
burg, Pa. 17201; 717-263-8401

1977 1976

Premium vol. $3,311,432 $2,536,094
Gross rev. ..... $ 702,306 $ 559,449
Employves ......, =23 21

Commercial bus. 68%

Principal officers: Edward C.
Zimmerman, president; Karl A.
Shreiner, CPCU, executive vp; C.
Daniel Baughman, senior vp.
Robert C. Reymer Jr., vp; Josef F.
Kliment, assistant vp.

Compensation: commissions.

Branch offices: Greencastle,
Waynesboro, Mercersburg, all
Pennsylvania.

The McElroy-Minister Co.

141 East Town St., Columbus,
Ohio 43215; 614-228-5565

1977 1976
$18,400,000  $17,400,000
Gross rev. $ 2,602,454 $ 2,239,442
Employves r—-—d
68%

Premium vol. ...

Commercial bus.

Principal officers: H. Thorp
Minister Jr., chairman; John C.
Glandon, president; Richard P.
Banks, Hugh M. Hadley, Hall B.
Liles Jr., all vps.

Compensation: commissions
and fees.

*$4 million in premium lost due
to departure of a principal.

James F. McGovern Inc.

1291 5th Ave., Belmont, Calif.
94002; 415-593-8216

1977 1976

Premium vol. $3,500,000 $3,000,000
Gross rev. ..... $ 503,000 $ 421,000
Employes . 7 6

Commercial bus. 95% 95%

Principal officers: James E.
MeGovern, president; Alfred J.
Dunne, vp.

Compensation: commissions.

Firm specializes in contractors

bonds and insurance.

McGriff & Seibels Inc.

2217 7th Avenue S., PO Box 10265,

Birmingham, Ala. 35202; 205-252-
29871

1977 1976
$17,274.836 $12,5679,729
% 2,178.100 5 1.63;.648
s =
80%

Premium vol.
Sross resv.

Ermployes

Commercial bus.

Principal officers: Lee MeGriff,
chairman and chief executive of-
ficer; H. G. Seibels Jr., vice chair-
man and secretary; R. M. Womack,
president; C. 0. Holladay, vp-sales;
C. E. Wanninger, vp-finance.

Compensation: commissions
and fees.

Branch offices: Florence, Fair-
hope, both Alabama.

Subsidiaries: Insurers Services
Inc., Associated Insurance Brok-
ers Inc., General Aviation Under-
writers Inc.

Licensed excess/surplus broker
in: Alabama.

McManus & Pellouchoud Inc.

141 W. Jackson Blvd., Chicago, lll.
60067; 312-427-1961

1977 1976
$25,000,000 $20,000,000
SGross rev. $ 2,450,000 $ 1,900,000
Ermaploves . 33 330
90% 90%

Premium vol.

Commercial bus.

Principal officers: R. B.
McManus Sr., president; V. J. Pel-
louchoud, vp and secretary.

Compensation: commissions.

Meadowbrook Inc.

24370 Northwestern Highway,
Southfield, Mich. 48037; 313-358-
Continued on following page
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AS AN EMPLOYER YOU PROVIDE GROUP MEDICAL, DENTAL AND LIFE BENEFITS
VWHATABOUTAVISION BENEFIT?

When an employee does not see properly his production as well as the quality of work is reduced. What

about the days lost due

to eye related problems? Vision benefits are the least expensive benefit you

can provide and the benefit most important to you - the employer.

FEATURES OF THE VISION SERVICE PLAN

- Eye examination each 12 months

- Lenses each 12 months
= Frames each 24 months
- Frames and lenses furnished at laboratory cost

+ Available nationwide except North & South

Carolina

- Broker inquires invited

N.J. VISION SERVICE ASSOCIATES
525 US Route # 1 Edison N.J. 08817

YES | would like to know more about a Vision Service Plan

O Please have a representative call me for an appoint-

ment

« Self funded or insured plans available

= N.J. Vision Service Associates is a non-profit

corporation

Looking for
ways t© conserve +
working capital?

[Don't ovedook

piremignm financing.

[Premuum financing.

lIt'§ good for
yeanir business.

NAMF
COMPANY
ANNRFRR
oy ~TATE 71P
TELEPHONF
—_ ——x

Today, with insurance costs becominga major cash outlay,
more and more companies are finding it makes sense to finance
theirpremiums.

This way they pay for insurance as they use it. They conserve
their workingcapital. Open upan additional lineof credit. And
improve their cash flow.

How about your company? Can you find better uses foryour cash
than pre-payingyour insurance? AFCO premium financing can
be arranged quickly and easily-with payment plans tailored to
your special cash flow needs.

Youragent or brokercan show you how to consolidate the
financing of all your risks with premium payments handled
through onecentral office. Orhow toarrange individual
financing foreach of your locations. Arrangements can be made
for foreign locations, too.

Talk over the benefits of premium financing with your agent or
broker. Or contact us for an explanatory booklet with an
example of how premium financing may help your cash flow.

Paul M. Holland, Vice President-Marketing, AFCO,
108 John Street, New York, New York 10038.

_/432/4
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PRODUCT
LIABILITY

SERVICES

Commercial Union Risk Management has
an approach (not a solution) to the critical
problem of product liability. It is logical and
innovative and may prove beneficial
should you have a problem in this area.

For additional information on this CURM

program or our other services, contact
Jack Kennedy at CU Risk Management,
1 Beacon Street, Boston, Mass. 02108.
Tel. (617) 725-6013.

ag€Ent/brokeEr
profil€s

Continued from preceding page
1100

1977 1976
$16,300,000 $20,000,000
Gross rev. . $ 2,800,000 $ 2,800,000
Ermployes ... 7O O5s

Premium vo.

Commercial bus. 83% 92%

Principal officers: Merton J.
Segal, president; Lee F. Kelly, vp
and treasurer; Joy A. Maurer, vp-
internal operations; Robert A.
Engle, Richard Sauer, both vps.

Compensation: commissions
and fees.

Branch offices: Livonia, Mich.

Subsidiaries: Nolta-Quai-Sauer
Associates Inc., Birmingham,
Mich.; Meadowbrook Insurance
Agency, Dedham, Mass.;
Meadowbroik Insurance Agency,
Arlington Heights, Ill.

Licensed excess/surplus broker
in: Michigan.

Meeker-Magner Co.

222 South Prospect Ave., Park
Ridge, Ill. 60068

1977 1976
Premium vol. NA NA
Gross rev. $2,334,149 $2,116,282
Employes .... 58 54
Commercial bus. 78% 73%

Principal officers: T. Gerald
Magner, chairman; T. Gerald
Magner Jr., president; V. J. Bondi,
executive vp; A. G. Perkins, trea-
surer; S. DeSerto, vp.

Compensation: commissions
and fees.

Acquisiticns: Cosmopolitan Re-
alty Co.; American Security Insur-
ance Agency; DeSerto Insurance
Agency.

Licensed excess/surplus broker
in: Illinois.

Merriam, Ellis & Benton

1300 N. 78th St., Kansas City, Kan-
sas 66112; 913-334-2100

1977 1976
$1,112,000 $ 850,000
$ 244,350 $ 186,400

Employes R B B |

Premium vol.

Gross rev.

Commercial bus. 65% 60%

Principal officers: Don A. Ellis,
CPCU, owner-manager; John C.
Gann, life department manager;

Frank W. Simonich, commercial
lines.

Compensation: commissions.

Merritt & McKenzie Insurance
Agency

1128 Life of Georgia Tower, At-
lanta, Ga. 30308; 404-881-0538

1977 1976
Premium vol. $3,900,000 $3,200,000
Gross rev. $ 700,000 $ 594,067
Employes ... _. 1T 17
Commercial bus. 66% 75%

Principal officers: James VV.
McKenzie, Edward F. Merritt Jr.,
Ralph A. MeKnight, Harold R.
Turner, CPCU, all partners; James
P. Warren Jr., life department.

Compensation: commissions.

Metz, Lecy, Barnes & Thias
Insurance Agency Inc.

6035 Executive Drive, Lansing,
Mich. 48910; 517-394-3880

1977 1976

Premium vol. $1,778,613 $1,248,878
Gross rev. $ 246,891 $ 157,398
Employes .... 6 5
Commercial bus. 70% 61%

Principal officers: Clayton J.
Metz, president; Cloyd W. Barnes,
vp; Robert C. Lecy, treasurer;
George A. Thias, secretary.

Compensation. commissions.

Charles E. Mills Co.
PO Box 949, 5480 Katella Ave.,

Suite 201, Los Alamitos, Calif.
90720: 213-775-8521 or 714-893-0586

1977 1976

Premium vol. $1,940,000 $1,500,000
Gross rev. $ 291,000 $ 230,000
Employes . 9 6
Commercial bus. 68% 55%

Principal officers: Charles E.
Mills, president; Charles W. Mills,
CLU, Thomas N. Braly, both vps.

Compensation: commissions.

Acquisitions: William Hankins
Insurance, March 1977.

Brown Brcthers Adjusters... the problem solving specialists.

Knotty claims problems??

We offer solutions

24 hours a day.

Brown Brothers Adjusters untarigles

your claims problems 24 hours a da

*

7 days a week. Our professionals are
experienced in multiple and surplus
lines, special risks and self-insureds.
And they have the seven Wiestern
states all tied up. If claims problems
are stringing you along, call Brown
Brothers Adjusters, anytime.

HiR Brown Brothers Adjusters i

Home Office: 545 Sansome Street, San Francisco, CA 94111 - (415) 392-2825

License 8-137

TELEX: San Francisc-34-472 - Honolulu-63-4266 - Los Angeles-67-234

Molton, Allen & Williams Inc.

2008 Third Ave. N., Birmingham,
Ala. 35203; 205-251-6000

1977 1976
$22,700,000 $17,200,000
Sross rev. $ 2,474,000 $ 2,077,000

Premium vol.

Ennployves ....... as a1
Commercial bus. 95% 95%

Principal officers: Thomas C.
Ritter, president; H. Lee Ohlman,
executive vp; Donald E. Ludlow,
senior vp.

Compensation: commissions
and fees.

Branch offices: Mobile, Hamil-
ton, both Alabama.

Subsidiaries: M. A.W. Commer-
cial & Marine Underwriters;
M.A.W. Insurance Center.

Licensed excess/surplus broker
in: Alabama.

Montana International
Insurance Inc.

1200 North Montana Ave., PO Box

1164, Helena, Mont. 59601; 406-
442-5360

1977 1976
Premium vol. $2,800,000 $2,100,000
Gross rev. $ 513,000 $ 368,000
Employes . 13 11
Commercial bus. 70% 70%

Principal officers: David R.
Bruck, president; Patrick S.
McCutcheon,
Thomas J. Downey, Donald R. Fer-
ron, both vps; Audrey L. Fiske,
secretary-treasurer.

Compensation: commissions.

Branch offices: Bozeman, Mont.

Licensed excess/surplus broker
in: Montana.

executive vP;

Montgomery & Montgomery

nc.

111 Fulton St., New York, N.Y.
10038; 212-285-0600

1977 1976

Premium vol. NA NA
Gross rev $1,207,744 $1,199,599
Employes .... = =
Commercial bus. 80% 80%

Principal officers: David B.
Montgomery, president; Lawrence
E. Brown, Robert A. Nolan, How-
ard E. Smith, all vps and directors;
Ruthwin Samuels Jr., Luis C. Val-
des, both assistant vps.

Compensation: commissions
and fees.

Branch offices: Los Angeles.

Licensed excess/surplus broker
in: New York.

James R. Moore Insurance

Agency Inc.

PO Box 168, 103 W. Third St.,

Caruthersville, Mo. 63830; 314-
333-4555

1977 1976
Premium vol. $1,887,964 $1,595,700
Gross rev. $ 285,719 $ 241.038
Employes . ° 8
Commercial bus. 705 65%

Principal officers: Charles B.
Southern Jr., president; Frank T.
Stegbauer, vp; Linda Storey,
marine manager; Morris Williams,
commercial manager; Jack Thorn-
hill, marine safety engineer.

Compensation: commissions

and fees.
Morency & Associates Inc.

Two Salt Creek Lane, PO Box 160,
Hinsdale, Ill. 60521; 312,887-0910

1977 1976
Premium vol. $3,686,000 $2,800.000
Gross rev. $ 610,000 $ 450,000
Employes . & 4
Commercial bus. 98% 98%

Principal officers: G. A. Morency
Jr., president; Glenn P. Sapa,
CPCU, executive vp; Richard T.
Morency, vp.

Compensation: commissions
and fees.

Licensed excess/surplus broker
in: lllinois.

Fred A. Moreton & Co.

645 East South Temple, Salt Lake
City, Utah 84102; 801-531-1234



1977
$9,500,000
$1,474,000

1976
$8,000,000
$1,326,000

=27 25

Commercial bus. 95% 94%

Premium vol.
SGross rev. .

Empjioyves

Principal officers: Edward B.
Moreton, president; Edward F.
Folland, Roland D. Cornell, both
vps; L. Kent Bills, assistant vp.

Compensation: commissions
and fees.

Subsidiaries: Moreton General
Agency; Moreton Insurance Credit
Plan.

Licensed excess/surplus broker
in: Utah.

The Morris Agency Inc.

177 Valley St., South Orange, N.J.
07050; 201-763-5200

1977 1976

Premium vol. $1,470,000 $1,263,000
Gross rev. $ 158,128 $ 138,286
Employes .... 12 1

Commercial bus. 81% 76%

Principal officers: Eugene |I.
Morris, president; Jocelyn N. Mor-
ris, secretary-treasurer.

Compensation: commissions
and fees.

Subsidiaries: Survey & Analysis
Corp.

Morris & MacKenzie Ltd.

Suite 400, 4141 Sherbrooke St. W.,

Montreal, Quebec H3Z 101;
514-937-5755

1977 1976
$27,000,000 $25,000,000
Gross rev. $ 4,909,323 $ 4,553,000
169 " 165

81%

Premium vol.

Employes .....
Commercial bus. 80%

Principal officers: Albert V.
Robinson, chairman; Alistair L.
Gordon, president; Frank Dougan,
executive vp and general manager;
Alan L. Drumm, William M. Mal-
colm, James R. Paterson, all vps.

Compensation: commissions
and fees.

Branch offices: Toronto, Ont.;

Vancouver, B. C.; Calgary, Alberta.
Subsidiaries: 0. LeBlanc & Fils
Ltd.

Parent company: Mackmor, Ltd.

Mossler Insurance Agency

Inc.

1815 No. Meridian St., In-

dianapolis, Ind. 46202; 317-924-
4881

1977 1976

Premium vol. $3,835,000 $2,710,000
Gross rev. $ 505,800 $ 397,400
Employes . 10.6 9.8

Commercial bus. 90% 89%
Principal officers: James J.
Mossler, CPCU, president; L. I.
"Bud" Mossler, chairman.
Compensation: commissions
and fees.
Licensed excess/surplus broker
in: Indiana.

Kenneth Murchison Co.

200 Exchange Park, PO Box 45567,
Dallas, Tex. 75245; 214-350-8771

1977 1976
$16,181,924 $15,134,917
$ 2,350,765 $ 1,359,081
Employves a5 a4=

Commercial bus. 95%

Premium vol.

Sross rev. ...

Principal officers: Kenneth J.
Tapley, president; Paul S. Al-
bright, executive vp; F. Lamar
Sauls Jr., Don Winn, both vps.

Compensation: commissions.

Branch offices: Covina, Calif.;
Seattle.

Subsidiaries: Kenneth Murchi-
son Insurance Services (Califor-
nia); Kenneth Murchison Insur-
ance Services (Washington).

Parent company: Km General
Agency Inc.

Licensed excess/surplus broker

in: Texas.

The Mutual Insurance Agency

Inc.

5010 Wisconsin Ave. NW, Wash-

ington, D.C. 20016; 202-362-
29840

1977 1976

Premium vol. $6,250,000 $4,600,000
Gross rev. $ 941,000 $ 738,000
Employes . 29 27
Rev./employes 70% 70%

Offices .

Principal officers: Henry A.
Kroll, president; Morris W. Wells,
executive vp; W.G. McHenry, John
A. Effer, both vps; Harry D. Fegley.

Compensation: commisions and
fees.

N

Nahm, Turner, Vaughan &

Landrum Inc.

29th Floor, First National Tower,
Louisville, Ky. 40202; 502-589-6070

1977 1976
$28,000,000 $21,000,000
$ 3,600,000 $ 2,800,000
Ermaplaosy a=s SO0 =—
Commercial bus. 90% 88%

*Fiscal year ending Feb. 28, 1978

Premium vol.

Sross rev. ...

Principal officers: Charles S.
Nahm, chairman executive com-

mittee; George L. Turner, chair-
man of the board; Baylor Landrum
Jr., president and treasurer; Clyde
K. Hensley, vp and secretary.

Compensation: commissions
and fees.

Subsidiaries: Benefit Actuaries
& Consultants Inc.; Excess and
Surplus Ensurance Lines Inc.,
Self-Insurance Service Co. Inc.

Licensed excess/surplus broker
in: Kentucky.

National Coverage Corp.

333 North Broadway, Jericho,
N.Y. 11753; 516-822-4500

1977 1976

Premium vol. S5,766,696 $5,019,077"
Gross rev. ...... $ 860,874 $ 707,110
Employves ... 23 22

Commercial bus 92% 90%

Principal officers: Francis C.
Metzner Jr., chairman; William A.
Kulesh, president; Douglas A. Rip-
ley, vp.

Compensation: commissions
and fees.

Fire Protection

Engineering
Is to business

as a parachute
IS to skydiving.

business insurance, August 7, 1978 / 91

Subsidiaries: National Coverage
Capital Service Corp.

National Insurance

Associates

66 Route 17, Paramus, N.J. 07652;
201-845-6600

1977 1976
$12,000,000 $7,400,000
Gross rev. $ 1.800,000$ 960,000
Employves ss s

Commercial bus. 77%

Premium vol.

Principal officers: Paul L. Gross,
president; William F. Meade, Jerry
G. Katzman, CLU, both vps.

Compensation: commissions
and fees.

Acquisitions: Robert Spencer &
Associates, Jan. 1977; Red Bank
Agency, March 1977; Fred D.
Spreen Inc., Feb. 1977; Richard B.
Marshall Inc., Oct. 1977.

Branch offices: LongValley, Red
Bank, both New Jersey; Pearl
River, N.Y.

Subsidiaries: NIA Inc., North-

american Investment Advisors.

« . f« Sji:. €11 -

Parent company: NIA Ltd. T/A
National Insurance Associates.

Licensed excess/surplus broker
in: New Jersey.

National Preferred Risks Inc.

45 North Station Plaza, Great
Neck, N.Y. 11022; 516-482-6215

1977 1976
$12,650,000 $10,891,465
SGross rev. $ 1,702,000 $ 1,499,000
Employvess FC X = ¥ =1
Commercial bus. 95%

Premium vol.

Principal officers: Arnold M.
Cohn, president; Ronald F.
Friedenthal, executive vp; William
Spaar Jr., senior vp; Leonard R.
Cohn, vp.

Compensation: commissions.

Branch offices: New York City,
New Rochelle, N.Y_; Lincoln Park,
N.J.; Boca Raton, Fla.

Subsidiaries: International Risk
Managers Ltd.; Newtown Pro-
gramming Corp.; Raymond
Schlessel Associates Inc.

Continued on following page
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Some things are best left to the experts

We're also experts in...

» Accredited Industrial Hygiene
Laboratory Analysis

- Air and Water Pollution

Claims Management
Industrial Hygiene

 Noise and Vibration

NATLSCO

National Loss Control Service Corporation

Occupational Health

Long Grove, lllinois60049-3121540-2400

Product Safety
Safety

Ventilation Design

Trainingand Education

Call NATLSCO TOLL-FREE:

800-323-9585

Consultants to management.

a subsidiary of

IrempeR CORPORaTION
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Parent company: Cohn Enter-
prises Inc.
Licensed excess/surplus broker
in: New York.

Near North Insurance Agency

Inc.

150 East Huron St., Room 900,
Chicago, lll. 60611; 312-943-2500

1977 1976

$16,213,000 $11,500,000

$ 2,431,000 $ 1,725,000
o =

Premium vol.
Gross rev.
Employes

Commercial bus. 95% 95%

Principal officers: George WV.
Dunne; Michael Segal; David
Green; John Kustak; Claude
LoPiccolo.

Compensation: commissions.

Licensed excess/surplus broker
in: lllinois and New York.

New England Security
Insurance Agency Inc.
PO Box 260,

Mansfield,
339-8991

100 North Main St.,
Mass. 02048; 617-

1977 1976

Premium vol $2,100,000 $1,837,250
Gross rev. $ 368,000 $ 333,028
Employes .... 14 14
Commercial bus. 60% 60%

Principal officers: Ralph H.
Seifert, president; James A. Wills,
vp and treasurer; Kevin J. Murphy,
vp-clerk.

Compensation: commissions.

Branch offices: Hyannis, Mass.

Parent company: Financial Se-
curity Corp.

North American Insurance
Agency Inc.

2000 Classen, Oklahoma City,
Okla. 73125; 405-523-2100

1977 1976
$14,000,000 $10.800,000

Premium vol.

Gross rev. $ 1,896,000 $ 1,725,000
Ermiployves . 635 &35

Commercial bus. 819> 80%

Principal officers: Gene
McCrory, president; Don Glaspey,
senior vp; J. Barry, R. Gale, J.
Mackey, all vps.

Compensation: commissions
and fees.

Branch offices: Tulsa, Denver,
New Orleans, Dallas, Wichita, Ed-
mond.

Subsidiaries: North American
Insurance Agency of Tulsa, North
American Insurance Agency of
Texas, North American Insurance
Agency of Louisiana.

Licensed excess/surplus broker
in: Oklahoma, Kansas, Louisiana.

Northridge Insurance Agency
Inc.

8521 Reseda Blvd., Northridge,
Calif. 91324; 213-349-5200

1977 1976
Premium vol. $1,5675,010 $1,225,000
Gross rev. $ 237,266 S 196,523

We're not far
fromwherever you are.

We're James S. Kemper & Company, an international insurance
agency. Through more than thirty offices in the United States and
Canada, we serve your business insurance needs -locally, on a

Employes ....... e

Commercial bus. 52% 56%

Principal officers: Jack W. John
Sr., president; Jack H. Curtis, vp,
Patricia D. Cosentino, secretary;
Stanley E. Bryant Jr., treasurer.

Compensation: commissions.

O

Oberdorfer Insurance

Associates Inc.

4370 Georgetown Square, Suite

903, Dunwoody, Ga. 30338;
404-455-1511

1977 1976
Premium vol. $6,500,000 $5,400,000
Gross rev. ... $1,100,000 $ 800,000
Employes ....... =7 25
Commercial bus. 85% 83%

Principal officers: Donald Ober-
dorfer, chairman, Eugene Ober-
dorfer II, CPCU, president; Ed-
ward L. Webster Jr., CPCU, senior
vp; Merton C. DeMerchant, CPCU,
senior vp; Kenneth L. Mountz, vp.

personalized basis. We work with numerous insurance companies
in order to provide you with the best protection at the lowest
possible rates. Call and ask for a free analysis of your business

insurance program. We're not far from wherever you are.
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we're the business insurance brokers

James S: Kemper & Company
20 North Wacker Drive - Chicago, lllinois 60606
(312) 321-3500

Atlanta - Baltimore - Boston - Chicago - Davenport - Denver -

Grand Rapids - Houston -

Indianapolis -

Kansas City = Los Angeles - Millburn (N.J.) - Milwaukee - Montgomery - Omaha - Orlando - Peoria

- Philadelphia - Phoenix -
- Santa Barbara « South Bend - Syracuse - Wilmington « Toronto

Pittsburgh - Rockford - St. Louis - Saginaw - San Antonio - San Mateo

9 Compensation: commissions

and fees.

Licensed excess/surplus broker
in: Georgia.

O'Connor-McLaughlin Co.

683 W. Market, Lima, Ohio 45802;
419-227-3421

1977 1976

Premium vol. $1,250,000 $1,350,000
Gross rev. $ 224,000 $ 235,000
Employes .... 8 8
Commercial bus. 60% 60%

Principal officers: W.R.

Shanahan, president: J.J. Hagood,
vp and secretary.
Compensation: commissions.

Olliver/Pilcher & Associates

6150 N. 16th St., Phoenix, Ariz.
85016; 602-277-5703

1977 1976
$19,878,600  $15,868,400
Sross rev. $ 2,485,000 $ 1,993,903
Employes . 105 101
68% 66%

Premium vol.

Commercial bus.

Principal officers: W.VW. Pilcher,
CPCU, chairman; Donald L. Risk,
CPCU, president; F. Rockne Ar-
nett, secretary and senior vp; Dick
L. Jones, CPCU, senior vp.

Compensation: commissions
and fees.

Branch offices: Cottonwood,
Glendale, Globe, Prescott,
Scottsdale and Show Low, all
Arizona; Aspen, Colo.

Licensed excess/surplus broker
in: Alaska, Arkansas, California,
Florida, Georgia, Hawaii, Idaho, II-
linois, Michigan, Mississippi, Mis-
souri, Nebraska, Nevada, New
Mexico, North Carolina, North
Dakota, Oregon, South Dakota,
Texas, Utah, Wisconsin.

Ordway Saunders Co.

PO Box 1149, Amairrillo, Tex.
79118; 806-376-4761

1977 1976*
$10,085,707 $ 6,950,228
Gross rev.. $ 1,323,085 % 1,102,000
Employes ... 16 3O
Commercial bus. 89% 83%

*From 1977 Bl listing

Principal officers: Guyon H.
Saunders, Ed A. Fancher, Dan B.
Flemming, S.L. Napier Jr., William

L. Hamilton Jr.

Premium vol.

Compensation: commissions.

Osborn & Lange Ltd.

759 Victoria Square, Montreal,

Quebec, P.Q. HZY 2KS;
514-849-4161

1977 1976
Premium vol. $15,000,000 $14,000,000

Gross rev. $ 1,400,000 $ 1,300,000
Employas g a1
Commercial bus. 90% 90%

*From 1977 Bl listing

Principal officers: A.N. Francis,
chairman; H. Bennett, president
and chief executive officer; J.A.
Cantello, H.R. Churchill, both vps;
T.G. Cleary, secretary-treasurer.

Compensation: commissions
and fees.

Acquisitions in the past year:
Vlieck, Webber & Whyte Insurance
Ltd., Jan. 1978.

Branch offices: Toronto, Win-
nipeg, Edmonton, Vancouver,
Chicago, New York.

Subsidiaries: Osborn & Lange
(Western) Ltd.; Osborn & Lange

Inc.

Osterloh & Durham Insurance

Brokers of North America Inc.

6930 N. Valjean Ave., Van Nuys,
Calif. 91409; 213-988-6520

1977 1976~
$2,477,000 $3,500,000
SGross rev. 5 340,513 $ 528,577
Errmaploy e = - =

Commercial bus. 98% 99%

Premium vol.

*From 1977 81 listing

Principal officers: A.F. Osterloh
11, president; T.W. Mitchell, vp.
Compensation: commissions

and fees.

Overland 111 Insurance

Services



17418 S. Studebaker Road, Cer-
ritos, Calif. 90701; 213-924-8353

1977 1976*

$4,447,000 $4,00{).000

Gross rev. $ 533,233 $ 500,000

Employes ....... 13 15

Commercial bus. o8s o959
*From 1977 Bl listing

Premium vol.

Principal officers: Donald L.
Jenkins, president; Henry H. Es-
calante, vp, Pat W. Mazztta,
secretary-treasurer.

Compensation: commissions.

Acquisitions: Gateway Insur-
ance Services, Nov. 1977.

Branch offices: Oakland, Calif.

Parent company: Overland Fi-

nancial Services Inc.

Licensed excess/surplus broker
in: California.

Arthur L. Owen Co. Inc.

1712 Mercantile Commerce Build-

ing, Dallas, Tex. 75201; 214-741-

5921

1977 1976
Premium vol. $12,000,000 $8,000,000
Gross rev. $1,568,000 $1,190,000
Employves _.._. 31 30
Commercial bus. 95% 95.;

Principal officers: Arthur L.
Owen, president; Henry Bell,
Bruce Mackey, Mike Cook, all vps;
Don Murray, assistant secretary.

Compensation: commissions
and fees.

Licensed excess/surplus broker
in: Texas.

P

Palley Simon Associates

Suite 319, Noble Plaza, Jenkin-
town, Pa. 19046; 215-884-2100

1977 1976
Premium vol. $2,500,000 $1.800,000
Gross rev. $ 400,000 $ 320.000
Employves _._..__._. L= I S
Commercial bus. 809 709

Principal officers: Mahlon B.
Simon Jr., president; Samuel M.
Palley, vp.

Compensation: commissions
and fees.

Licensed excess/surplus broker
in: Pennsylvania.

Paris-O'Day & Reed Inc.

1040 Lake St., Oak Park, lll. 60301,
312-379-7676

1977 1976*
$17,000,000 $12,000,000
Gross rev. $ 1,319.229% 978,000
Employves ..... =21 =1
Commercial bus. 95% 985

*From 1977 Bl listing.

Premium vol.

Principal officers: Fredrick L.
Reed, president; Frank M. Paris,
secretary-treasurer.

Compensation: commissions
and fees.

Subsidiaries: H. Dalmar & Co.

The people with

know-whoin

DENVER

are

WARREN & SOMMER

3955 East Exposition Avenue
744-3711

SEE OUR AD ON PAGE 4

Licensed excess/surplus broker
in: lllinois and other states.

Payan-Stitt Corp.

12222 S. Harlem Ave., Palos
Heights, lll. 60463; 312-448-5900

1977 1976
$2,500,000 $2,000,000

Gross rev. $ 450,000 $ 360,000
1= -1

Premium vol.

Employes .......
Commercial bus. 70'; 65%

Principal officers: Jack Payan,
CPCU, president; Malcolm Stitt,
CLU, vp and secretary-treasurer.

Compensation: commissions
and fees.

Frank Perfetti Inc.

1544 Union St., Schenectady, N.Y.
12309; 518-393-2124

1977 1976
Premium vol. S1,450,000 $875,000
Gross rev. $ 253,000 $180,000
Employes _...... rd 4
Commercial bus. 100% NA

Principal officers: Frank Per-
fetti, president.

Compensation: commissions.

Branch offices: Troy, Syracuse,
both New York.

Licensed excess/surplus broker
in: New York.

Jim Perkins & Associates

2901 Georgia, P.O. Box 9336,
Amairillo, Tex. 79105; 806-353-2108

1977 1976
Premium vol. 81,100,000 $1,036,002
Gross rev. S 172,000 $ 172,000
Employes ... 6 5
Commercial bus. 855 859

Principal officer: Jim H. Per-
kins, owner.

Compensation commissions.

Perry & Swartwood Inc.

350 W. Church St., P.O. Box 345,
Elmira, N.Y. 14902; 607-734-4291

1977 1976
$2,800.000

Continued on following page

Premium vol. $3.389.897
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Companies love to say, "We're No. 1 I"
Washington National is different; we're

in the people business so that makes
YOU number one.

For over 55 years our Group
Department has worked hard providing
the best possible service to agents,
brokers, and - most importantly - to
our group insureds.

Our objectives are clear; we strive

to. ..

provide satisfying group life and
health protection.

provide superior administrative and
claims service.

encourage agents and brokers to
bring their group prospects to-us by
providing superior marketing and
sales assistance through our Group
marketing organization.

WE DO IT THE RIGHT.WAY ..
WHICH IS THE ONLY WAY'!

THAT'S A NICE FEELING,
MAKING YOU NUMBER ONE.

. For meresnfermation0n-how

contact your nearest 4.5
Washington National -.. , .,

representative.

GROUP

DEPARTMENT

r washington

Nnationmnal

Jb =J INSURANCE COMPANY

Evanston. lllinoi, 60201 « A Washington National Corporation Financial Service Company



94 / business insurance, August 7, 1978

ag€nt/brok€p
profil€s

Continued from preceding page

Gross rev. $5 740,044 $ 620,791
Employves 16 15
Commercial bus. 72% 71%

Principal officers: George F.
Murphy, president; Harry J.
Buehler, William A. Tryon, J. Peter
Fennell, all vps; Matthew C. Perry,
secretary-treasurer.

Compensation: commissions.

The Pettiner Agency Inc.

Camden State Bank Building,
Camden, Ind. 46917; 219-686-2613

1977 1976
Premium vol. $1,730,688 $1,661,421
Gross rev. $ 349,896 $ 344,069
Employes ..... 14 12
Commercial bus. 65% 57%

Principal officers: Robert L. Pet-
tiner, president; D. Dale Pettiner,
treasurer and president of Pettiner
Life Corp.; George F. Melton, pres-
ident of The Melton Agency Inc.

Compensation: commissions.

Branch offices: Delphi, Ind.

Subsidiaries: The Melton
Agency Inc., Salem, Ind.; The Pet-
tiner Life Corp., Camden, Ind.

Licensed excess/surplus broker

Frelinghuysen livestock insurance
keeps YOU and YOUR customers

Disaster-proof!

With the costs of livestock what they are these days,
customers can't afford to take chances on anything
less than Frelinghuysen livestock insurance. And
neither can a broker! Frelinghuysen keeps you both

disaster-proof.

You want to deal with a livestock insurance company,
a company who specializes in livestock insurance.
Frelinghuysen just about invented it. Livestock in-
surance is all we write, so we handle it better than -

anyone else.

And we're fast! We get out policies within 48 hours
after we're notified. Settle claims fast too. That's be-
cause we back our know-how with the best in service.

Which is why, we suppose, that in livestock circles
the name for insurance is Frelinghuysen.

The Frelinghuysen Livestock Managers,Inc.

PO.Box 185, U.S.Route 22, Whitehouse Station, N.J. 08889
Telephone: (201) 534-4027

Over 30 years

DVUA

in: Indiana

Pickett & Adams Insurance

Inc.

2655-A Old Shell Road, P.O. Box

6375, Mobile, Ala. 36606;
205-471-5487

1977 1976
Premium vol. $1,455,641 $1,024,841
Gross rev. S5 239,789 $ 187,443
Employves ... s 6
Commercial bus. 60% NA

Principal officers: C. King Pick-
ett, president; Spencer M. Adams
111, vp -and secretary-treasurer;
lerry P. Edwards, vp.

Compensation: commissions.

Licensed excess/surplus broker
in: Alabama.

Pinson-Calhoun

520 Spring St., Shreveport, La.
71101; 318-221-7881

1977 1976~
Premium vol. $1,678,485 $1,641,932
Gross rev. $ 248,431 S 250,712
Employes .... 10 10
Commercial bus. 70% 77%

*From 1977 Bl .isting.

Principal officers: F. H. Pinson,
president; Fielder Calhoun, vp.
Compensation: commissions.
Licensed excess/surplus broker
in: Louisiana.
Plan Services *
3709 Jetton Ave., Tampa, Fla.
33609; 813-233-2761

1977 1976

$20,000,000 $18,200,000

$ 5,530,241 $ 4,185,785
== 1 1=

Premium vol.
Gross rev.
Employes .

Commercial bus. 98% 100%

Principal officers: C.H. Guy Jr.,
chairman; J.K. Murray Jr., presi-
dent; T.G. Smith, executive vp;
T.G. Stephens, senior N
marketing; F.M. Taylor Jr., trea-

Compensation: commissions
and fees.

Branch offices: Miami, Ft.
Lauderdale.

*Formerly Guy, Murray &
Smith; renamed Plan Services
when acquired on April 4,1978 by
Dun & Bradstreet.

ewvern Nnow

15

In spite of market conditions we have:

markets for liability insurance
umbrella, excess buffer, primary,

products

companies for property insurance
capacity, layers. D. I.C. builders risk,

inland marine

insurers for commercial auto and

recreational risks

physical damage-primary and excess

liability

outlets for specialty lines

errors and omissions, directors and

officers, professional liability aid

municipality

Delaware Valley

Corporate Headquarters, Wyncote, Pa. (215) 572-3800

Pittsburgh Office:

470 Center City Tower, 650 Smithfield Road

(412) 281-3920

Haddonfield, New Jersey Office:

89 Haddon Ave; Haddonfield (215) 572-380

Poe & Associates Inc.

102 W. Whiting St., Suite 600,
Tampa, Fla. 33601; 813-228-7361

1977 1976
$75,000,000 $50,000,000
$ 8,873 BOO $ 6,033,000
Employes .... 285 210
Commercial bus 95% 95%

Premium vol.

Gross rev. ...

Principal officers: J. E. Brown,
president; C.W. Poe, vp; L.R. Wil-
lette, secretary; Bruce G. Geer,
treasurer.

Compensation: commissions
and fees.

Acquisitions in the past year:
Howden Reinsurance Co. of New
York, April 1977; Associated

Agents of Winter Haven, Fla., Sept.
1977.

Branch offices: Ft. Lauderdale,
Jackson.ille, Lakeland, Miami, Or-

lando, Northport, Venice, Winter

Haven.

Subsidiaries: W.F. Poe & As-
sociates, Premium Budget Co.,
Whiting National Insurance Co.,
Whiting National Management,
Whiting National Services.

Parent company: Poe & As-
sociates Inc.

Licensed excess/surplus broker
in: Florida.

Polar International Brokerage
Corp.

200 E. 42nd St., New York, N.Y.
10017;-212-867-7575

1977 1976
Premium vol. $3,500,000 $2,750,000
Gross rev. ... $ 500,000 $ 400,000
Employes . 11 9
Commercial bus. 60% 55%

Principal officers: Stanley
Kleckner, president; Lee Gertner,
senior vp; Matthew Taubin, execu-
tive administrator.

Compensation: commissions
and fees.

Acquisitions in the past year:
Leonard Goldstein, April 1, 1977;
Philip Amin Associates Inc., April
1, 1978.

Parent company: PIB Corp.

Popkin Lei,son Bergstein Inc.

155 N. Dean St., Englewood, N.J.
07631; 201-569-80900r 212-928-2473

1977 1976
Premium vol. $3,500,000 $3,000,000
Gross rev. ...... $ 645,000 $ 557,000
Employes .... 20 20
Commercial bus. 63% 65%

Principal officers: Leo J. Popkin,
president; Michael Bergstein,
CLU, vp; Martin A. Lebson, vp and
treasurer; Bruce A. Bergstein, vp
and secretary; Ted Kadison, vp of
P.L.B. Life Agency

Compensation: commissions
and fees.

Subsidiaries: P.L.B. Life Agency

Inc.

The Porter-Allen Co.

513 Southard St., Key West, Fla.
33040; 305-29*2542

1977 1976
Premium vol. $3,000,000 $2,200,000
Gross rev. $ 405,000 $ 350,000
Employes .... 17 17
Commercial bus. 65% 40%

Principal officers: William A.
Freeman Jr., president; William A.
Freeman lll, vp; David VV.
Freeman, CPCU, general manager
and secretary-treasurer.

Compensation: commissions.

Branch offices: Marathon, Fla.

Porter-Spaulding Inc.

1831 Tongass Ave., Ketchikan,
Alaska 99901; 907-225-3164

1977 1976

Premium vol. $2,197,000 $1,900,000
Gross rev. $ 341,664  $ 300,000
Employes 7 v
Commercial bus. 50% 50%

Principal officers: Carl H. Porter,
president; Dale Simpson, secre-
tary; Arne lversen, treasurer.

Compensation: commissions.

Acquisitions in the past year:
Taylor Insurance, Petersburg,
Alaska, Jan. 1, 1978.

Branch offices: Petersburg,
Alaska.

Cecil VW. Powell & Co.

P.O. Box 41490, Jacksonville, Fla.
32203; 904-353-3181

1977 1976
Premium vol. $4,500 BOO $4,000,000
Gross rev. $ 750,000 $ 690,000
Employes . 18 18
Commercial bus. 90% 90%

Principal officers: Fitzhugh K.
Powell, president; John A. Middle-
ton, Lon Bryan, Frizhugh Powell
Jr., all vps; James Rhodes, vp-
surety.

Compensation: commissions.

Licensed excess/surplus broker
in: Florida.

Poyle Associates Inc.
21700 Northwestern Highway,

Suite 800, Southfield, Mich. 48075;
313-559-9150

1977 1976
Premium vol. $3,000,000 $2,999,980
Gross rev. $ 540,000 $ 539,980
Employes . 16 14
Commercial bus. 95% 95%

Principal officers: Philip Poyle,
chairman; Richard Poyle, presi-
dent; Robert A. Correa, vp; Judith
Burch, assistant vp.

Compensation: commissions
and fees.

Licensed excess/surplus broker
in: Michigan.

Producer's Exchange Inc.

1310 Texas American Bank Build-

ing, Dallas, Tex. 75235; 214-
357-6504

1977 1976
Premium vol. $6,700,000 $4,200,000
Gross rev. $ 845,000 $ 845,000
Employes ...... 25 =20
Commercial bus. 99% 96%

Principal officers: Max McCrary
Jr., president; Bill M. Morrison,
executive vp; T. Dale Roberts and
Ernie A. Tucker, both vps.

Compensation: commissions
and fees.

Branch offices: Houston and
Lubbock, Tex.

Parent company: PEMCO.

Licensed excess/surplus broker
in: Texas.

Pro-Tec Management Corp.

101-06 Queens Blvd., Forest Hills,
N.Y. 11375; 212-897-5983

1977 1976
Premium vol. $4,000,000 $3,250,000
Gross rev. . $ 300,000 $ 245,000
Employes . 4 4
Commercial bus. 90% 920%

Principal officers: Marc S. Sab-
shon, president; Cynthia H. Reiss,
VP.

Compensation: commissions
and fees.

R

Raleigh, Mann & Powell,
Schwarz, Shera & Associates

Inc.

Puget Sound Bank Building, 1119
Pacific Ave., Tacoma, Wash.
98402; 206-572-6010

1977 1976
$32,000,000 $25,185,678

$ 2,880,899 $ 2,450,038
=¥ _Sx— 8

Premium vol.

Gross rev.

Employes .....
Commercial bus. 94% 93%

Principal officers: J.D. Powell,
chairman; V.A. Schwarz, CLU,
president; R.S. DeVine, E.C.
Shera, CLU, R.A. DelLorenzo, all
vps.

Compensation: commissions
and fees.

Branch offices: Seattle, Wash.;
St. Paul, Minn.

Subsidiaries: Trusteed Plans
Service Corp.; Schwarz, Strom-
men & Associates Inc.

Licensed excess/surplus broker
in: Washington.

Leslie S. Ray Insurance



Agency Inc.

129 Dodge St., Beverly, Mass.
81915; 617-927-2600

1977 1976

$1,500,000 $1,250,000
Gross rev. $ 240,000 $ 200.000
Empl oyesoso/ = 7

. 45%
Commercial bus.

Premium vol.

Principal officers: Leslie S. Ray,
president and treasurer.
Compensation: commissions.

RBS Insurance

P.O. Box 280, 1510 W. Second St.,
Roswell, N.M. 88201; 505-623-1510

1977 1976

$1,654,000 $1,327,000

Gross rev. $ 232,188 $ 227458
= =

Employes .......

Commercial bus. 66%

Premium vol.

71%

Principal officers: Brad Pretti,
president; King Redd, vp; Alan
Berryman, CPCU, CLU, secre-
tary-treasurer.

Compensation: commissions.

Branch offices: Dexter, N.M.

Licensed excess/surplus broker
in: New Mexico.

Allen M. Reager Co.

310 W. Liberty, Louisville, Ky.
40202; 502-584-4241

1977 1976
Premium vol. $4,800,000 $4,200,000
Gross rev. $ 688,000 % 600,000
Employes o0 18 17

oyes .....- e
Commercial bus.

Principal officers: John L. Shea,
CPCU, president; Richard L. Mar-
tin, executive vp and treasurer;
Allan P. Ware, CLU, vp; Mary V
Troutman, secretary.

Compensation: commissions.

Reiss-Pleasant Insurance
Agency Inc.

2425 Norfolk, Houston, Tex. 77098;
713-526-1723

1977 1976
$2,400,000 $2,500,000
Gross rev. $ 356,000 $ 385,948
Employes .... 11 16;l%

Commercial bus.

Premium vol.

60%

Principal officers: Neal E. Pleas-
ant, CLU, president; Joe J. Reiss,
Elaine A. Kelly, CPCU, both vps.

Compensation: commissions.

Republic Insurance Brokers

Inc.

1971 E. 4th St., Santa Ana, Calif.
92705; 714-558-1821

1977 1976
$14,883,600 $12,500,000
¢ 2,207,800 $ 1.711.800

: S0 as

Premium vol.
Gross rev. .
Employes .
Commercial bus.

Principal officers: Al L. Leather-
by, chairman and president;
Robert A. Rieden, executive vp;
Kent R. Briggs, senior vp; Edward
J. Kenz, vp.

Compensation: commissions

and fees.

Branch offices: San Diego.

Rhodes-Gallagher-Schock

nc.

One South Hancock, Madison,
Wis. 53703; 608-257-0636

1977 1976

Premium vol. $2,569,790 $2gggggg
Gross rev. ...... $385,468 % 2
Employes .

Commercial bus. 8a% 0%
Principal officers: Floyd E.
Schock, president; J.W.S. Gal-

lagher, vp. | L
Compensation: commissions.

Rhuten Agency Inc.

217 Broadway, Monticello, N.Y.
12701; 914-794-8000

1977
Premium vol. ... $24,000,000 $19,000,000
3,477,204
Gross rev. $ 4.861,9548 3477
Vs O
Employes . —
Commercial bus. NA

1976

Principal officers: Max H. Rhu-
len, chairman; Walter A. Rhulen,
president; Meyer M. Duchin,
senior vp and treasurer; Jesse M

Rhulen, vp and secretary; Kenneth
H. Garn, Richard P. Van Etten,
both vps.

Compensation: commissions
and fees.

Branch offices: Portland, Ore.;
Phoenix, Ariz.; Dallas, Tex.; Greer,

S.C.

Subsidiaries: Rhulen Life &
Pensions Inc.; Rhulen Agency
(West) Inc.

Licensed excess/surplus broker
in: New York and Arizona.

Richardson Corp.-
Insurance Division

P.O. Box W-1, 201 N. EIm St.,

Greensboro, N.C. 27402; 919-
275-0911

1977 1976
$3,050,000 $2,850.000
Gross rev. ....... $ 571,000 $ 492,000

=2 ==
Employes . =
Commercial bus. 70%

Premium vpl.

Principal officers: Charles W.
Cheek, president; Stephen P. Dar-
nell, vp insurance division; George

Feild Jr., manager (Greensboro);
Carter S. Haas, manager (Wilming-

ton).

Compensation: commissions

and fees.

Branch offices: Wilmington,
N.C.

Parent company: Richardson
Corp. of Greensboro.

Licensed excess/surplus broker
in: North Carolina.

Richardson, Hagerman
Agency Inc.

22 E. Main St., Clifton Springs,
N.Y. 14432; 315-462-7474

1977
52,250,000  $1.850,000
5249,000 $ 204,000

13
Employes .... i
Commercial bus. 35%

1976
Premium vol.
Gross rev.

30%

Principal officers: John S.
Richardson, president; Alan L.
Hagerman, CPCU, vp; Robert
Branch, CPCU, vp of Branch-

Continued on following page
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RISK DESIGN

.. 4 yt\ ., INCORPORATED

%" OVER ®MIUION CAPACM

Full Coverage - Self-Insurance - Captives
Fast Quotations...Admitted/Non-Admitted

Companies...Insurance/Reinsurance

CALL 212-432-9480
RISK DESIGN

INCORPORATED

Four World Trade Center, New York, N.Y. 10048

"=y

n*It, par Tor-1#4.

t,ecourse isnt g®denoug,t

‘These days, the course of business is lined with
financial traps. Staying out of them consistently is
the only way for a company to break par and stay
ahead of today's tough competitive field. That's
where Ebasco comes in. Strong.

Ebasco maintains the world's largest staff of top-
qualified risk management specialists engaged
solely in consulting-and advisory services for-busi-
ness. They will give you an objéctive analysis of
every shot in your company's bag-and provide
proféssional independent guidance on how to keep
those shots on the fairway. ,

Ebasco Risk Management Consultants, Inc., iden
tifies your objectives...designs and implements

our employee benefits program... investigates
otal insurance programs for large corporations and
works on programs of outside carriers, as well as
those of inside corporation funding. . .gives long-

> L

-A ki oo

term program guidance in loss prevention, funding,
and administration. ..and assists in many other
areas of asset protection for your company.
Ebasco is prepared to perform a comprehensive
Insurance Audit to give you an objective view
(we do not sell insurance%of your present risk
management program. Then, we'll show you how
to shave a lot of strokes (and dollars) from your
company's financial scorecard. To win in thé market-
place today, you can't afford to settle for just par.

EBASCO

RISK MANAGEMENT WNINANTS. ING
A Subsidiary of Ebasco Services Incorporated
New York; (1) OOSChltJrc\r/\VStrEet. New Y((;)rr]k, NY 1800768(%': 'ﬁ 23217853-%%0?9 3
cogo; 100 South Wac e 0 el -
it ég?gﬂqi) l@zgaﬁ(& N\év&ponl'f i%n’[er rive. ew&)og each.%)A 92660,
Baifhlds: Ailie House. P.0. Box 1617, Hamilton 5-24, Bermuda: Tel:(809) 2920124
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Continited from preceding page
Thompson Agency Inc.; Jerry
Thompson, president of Branch-
Thompson Agency Inc.; Richard
Van Horne, manager.

Compensation: commissions
and fees.

Branch offices: Phelps, Man-
chester, East Rochester, all New
York.

Richard-Thomas Agency

1 Linden Place, Great Neck, N.Y.

11021; 516-487-6584

1977 1976

Premium vol. $3,000,000 53,500,000
Gross rev. $ 270,000 $ 275,000
Employes . 4 4
Commercial bus. 90% 90%

Principal officers: Richard T.
Sklover, president.

Compensation: commissions
and fees.

Branch offices: New York City.

Subsidiaries: Maramax Agency.

John M. Riehle & Co. Inc.

757 Third Ave., New York, N.Y.
10017; 212-888-4400

Specializing in claims control f6r insured

and self-insured health plans.

Utilizing CRT terminals the AIA system vali-

dates entries, calculates the claims and pro-

vides current and meaningful records on

the exact status of the plan.

If you want to reduce

ministration and still

the cost of Claims Ad-

have your claims pro-

cessed timely and correctly with built-in

quality controls, contact AIA for complete

details.

american insurance administrators, inc.

6420 WILSHIRE BOULEVARD, SUITE 340

LOS ANGELES, CALIFORNIA 90048

(213) 658-5125
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1977 1976
$29,000,000 $20,000,000
Gross rev. $ 3,500,000 $ 2,400,000
Ermployvess 98 7

Commercial bus. 90%

Premium vol.

90%

Principal officers: Joseph D.
Tooker Jr., president; Edgar
Braun, Peter Emmons, both vps;
Salvo Basirico, treasurer.

Compensation: commissions
and fees.

Branch offices: Bedford, White
Plains, Westbury, all New York;
New Canaan, Conn., Wayne, N.J.

Parent company: Harcourt
Brace Jovanovich Inc.

Licensed excess/surplus broker

in: New York.

RL&G Agency Inc.

88 Palmer St., Norwich, Conn.
06360; 203-889-2686

1977 1976

Premium vol. $1,900,000 $1,700,000
Sross resv. 5 228,000 5 180,000
Ermaployves ... ._. = =1

Commercial bus. 48%

*From 1977 Bl listing

Principal officers: Leslie H.
Young, president; Ernest E. Poore,
vp; R. Gary Young, secretary-
treasurer.

Compensation: commissions
and fees.

Subsidiaries: Forest Products
Agency Co. Inc.

Licensed excess/surplus broker
in: Connecticut.

Robertson Commercial
Agency

7709 Quarterfield Road. Glen
Burnie, Md. 21061; 301-761-4646

1977 1976

Premium vol. $3,000,000 $2,225,000
Gross rev. $ 250,000 $ 200,000
Employes .... 3 2
Commercial bus. 80% 75%

Principal officers: John C.

Robertson.

Compensation: commissions.

Robertson Ryan &

Associates
660 E. Mason St., Milwaukee, Wis.
53202; 414-271-3575

1977 1976

Premium vol. $7.821,000 $7,000,000
Gross rev. $1,087,000 $ 890,000
Employes ..... 38 33

Commercial bus. 80% 75%

Principal officers: J.T. Ryan,

307
2146

<4
18-<(466

Fastest brain in the West. Our new computerized claims management
and reporting system spits out numbers and facts faster than you can ask for

them. Claims information.

. injury data.

. financial analysis figures.

. statistical

reports. It's also flexible...easily customized to report what you want. Call
Geoffrey Brown for a demonstration. R. L. KAUTZ & CO.

CORPORATE HEADQUARTERS, 1800 AVENUE OF THE STARS, LOS ANGELES, CALIFORNIA 90067, (213) 556-1111

chairman; A.D. Robertson, presi-
dent; E.E. Juckem, executive vp;
J.R. Kuhnmuench, vp; Allan
Robertson, secretary.
Compensation: commissions.
Branch offices: Port Washington
and Sheboygan, both Wisconsin.
Licensed excess/surplus broker

in: Wisconsin.

Robson, Cavignac & Fletcher

110 W. "A" St., San Diego, Calif.
92101; 714-235-6301

1977 1976

Premium vol. $7,000,000 $5,000,000
Gross rev. $ 900,000 $ 750,000
Employes .... 19 18

Commercial bus. 9396 92%

Principal officers: Jon R. Rob-
son, president; Frank G. Cavignac,
Kenneth Bohlander, both vps;
James 0. Reynolds, president of
RCS Life Agency Corp.

Compensation: commissions
and fees.

Subsidiaries: RCS Life Agency
Corp.

Wellington F. Roemer

Insurance Inc.

1450 Secor Road, Toledo, Ohio
43607; 419-531-4661

1977 1976
$14,513,496  $11,600,000
Gross rev. $ 1,524,974 $ 1,300,000
Ermployves 5= 51
90% 90%

Premium vol.

Commercial bus.

Principal officers: W.F. Roemer
Il, president; R.L. Weaver, vp
transportation; D.N. Millar, vp
commercial lines; T.L. Halm, vp
administration; G.D. Mortemore,
vp Ft. Lauderdale.

Compensation: commissions
and fees.

Branch offices: Ft. Lauderdale,
Fla.; Nashville, Tenn.

Licensed excess/surplus broker
in: Ohio

Root & Boyd Inc.

101 S. Main St., Waterbury, Conn.
06702; 203-756-7251

1977 1976

Premium vol. $10,200,000 $7,200,000
Gross rev. $ 1,703,000 $1,100,000
Employes ....... ss 64
Commercial bus. 71% 59%

Principal officers: William R.
Moody, president; Robert D.
Summit, secretary-treasurer;
Roger K. Tillson, executive vp;
Dominic J. Minicucci, senior vp;
Peter C. Moody, vp.

Compensation: commissions
and fees.

Branch offices: Waterbury,
Naugatuck, Watertown, Wood-
bury, Southbury, Bethlehem, Che-

shire, Wallingford.

Rust Insurance Agency Inc.

P.O. Box 1678, 405 S. 7th St. Fargo,
N.D. 58102; 701-293-9540

1977 1976

Premium vol. $1,200,000 $1,200,000
Gross rev. ... $ 210,000 $ 189,000
Employves ....... = 7

Commercial bus. 70%

Principal officers: Robert C.
Rust, president; Chris Lander,
agent; Betty R. Rust, vp.

Compensation: commissions.

Subsidiaries: Rust Real Estate
Inc.

Licensed excess/surplus broker
in: North Dakota.

S

Sacramento Valley Insurance

1520 River Park Drive, Sac-

ramento, calif. 95815;
916-920-3400

1977 1976
Premium vol. $6,000,000 $4,750,000
Gross rev. $ 930,000 $ 820,000
Employes ....... 26 24
Comrnercial bus. 80% 809

Principal officers: James C.
Chenu, president; Thomas D.
Hobday, executive vp; Thomas W.
Hobday, senior vp; John A.
Kemmler, Charles J. Sigerseth,
both vps.

Compensation: commissions
and fees.

The Sadler Insurance Agency

Inc.

24 Railroad Square, Nashua, N.H.
03060; 603-883-0511

1977 1976

Premium vol. $3,400,000 $2,900,000
Gross rev. $ 568,000 $ 485,000
Employes....... 23 22

Commercial bus. 75% 70%

Principal officers: George J.T.
Sadler, president; Bertrand R.
Lanciault, John F. Dudziak, John
M. Caldwell, all vps; Robert K.
Lamb. branch manager.

Compensation: comrnissions and
fees.

Branch offices: Bedford, Han-
cock, N.H.

Licenced excess/surplus broker
in: New Hampshire.

R.J. Saex Insurance Agency

Inc.

474 Appleton St., Holyoke, Mass.
01040; 413-538-8261

1977 1976

Premiumvol..... $18,500,000 NA
Gross rev.. $ 2,100,000 NAa
Employes. 55 NA

Commercialbus.. 100% NA

Principal officers: Robert J.
Saex, president; Maurice B. Weis-
man, treasurer; Herbert Siegel,
Robert Gilbert, Irving Hirshfield,
all vps.

Compensation: commissions
and fees.

Branch offices: Hartford, Conn.;
Providence, R.I.

Subsidiaries: Cowles & Connell
Inc.; Special Risk Covers of R.I.
Inc.

Licenced excess/surplus broker
in: all Northeastern states.

Saginaw Underwriters Inc.

PO Box 1928, Saginaw, Mich.
48605; 517-752-8600

1977 1976

Premium vol. $5,300,000 $4,348,000
Gross rev. $ 895,000 $ 814;000
Employes . 16 14

Commercial bus. 82% 82%

Principal officers: A.J. Marx-
hausen, chairman; F.M. Johnson,
president and treasurer; L. E.
Hanisko, vp and secretary; K.

Continued on page 98
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COLUMBUS, OHIO

THE McELROY-MINISTER COMPANY
141 East Town Street

228-5565

SEE OUR AD ON PAGE 4



Excess

Surplus

Special Risks Insurance

On September 18th, Business Insurance will publish a special emphasis issue dealing

with Excess, Surplus and Special Risks Insurance.

In a fashion so characteristic of Business Insurance, the editors will probe and analyze

this important segment of the insurance marketing spectrum. They will review

conditions in this field for the benefit of our information-hungry riskAnsurance/

employe benefit management readers and the agents, brokers and consultants who

help them put together the right protection packages.

In these times, when underwriters are still looking askance at many risks, and some

coverages are hard to come by, excess and surplus insurance is the viable alternative.

Any company, facility and underwriting intermediary who wants to tap this important

market should place a dominant advertising message in the September 18 issue

of Business Insurance (advertising closing is September 6).

No other specialized, buyer-oriented newsmagazine reaches as many executives

concerned with the protection of corporate assets. Business Insurance continues to give

these risk/insurance/employe benefit influentials-and their agents, brokers and

consultants--the up-to-date information which enables them to make the right buying

decisions. Your advertising message in this September 18 Excess, Surplus and Special

Risks Insurance issue will be important to them. And that's a very valid reason

to advertise.

For further information about rates and to place your advertising reservations call Don

Walsh, advertising sales director, at (212) 986-5050 or write to one of the

Business Insurance sales offices listed below.

NEVW YORK

708 Third Avenue
New York 10017
(212) 986-5050

.business
iNsurance

the newsmagazine that just had to be.

CHICAGO
740 Rush Street
Illinois 60611

(312) 649-5275

LOS ANGELES

6404 Wilshire Boulevard
California 90048

(213) 651-3710
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Ewend, J. MeLennan, both vps.
Compensation: commissions

and fees.

Licensed excess/ surplus broker
in: Michigan.

Sanders & Sullivan Insurance

Brokers

978

1530 The Alameda, Suite 100, PO

Box 797, San Jose, Calif.; 95106;
408-286-5151

1977 1976
$10,000,000 $ 6,200,000
GSGross rev. $ 1,350,000 $ 1,025,000
Ermployes =1 =7
Commercial bus. 85% 82%

Premium vol.

Principal officers: James C.
Sanders, president; Louis B. Sulli-
van, secretary-treasurer; Joel R.
Justin, executive vp; Jan Pass-
more, Steven P. Shirley, both vps.

Compensation: commissions

and fees.

aonve,

t/msmance

commenting on
captivesworldwide

If you need to know about captive insurance companies,

you need Captive Insurance
by Risk Planning Group, Ca

Company Reports. Published
ptive Insurance Company

Repods contains comprehensive coverage of new cap-
tives, legal and tax news, domiciles, money market rates,
captive 'service" organizations and detailed practical
information about the day-to-day operations of individual
parent- and group-owned captive insurance companies.

Annual Subscription US $100

Published 6 times a year

To enter your subscription or receive additional information and a
FREE sample issue, please contact:

Circulation Director: Captive Insurance Company Reports
24 Old King's Highway South, Darien, Connecticut 06820

(203) 655-9791 Telex 966358

If you need

Branch offices: Salinas, Calif.

Schneider-Fleming
Insurance Inc.

PO Box 9267, 576 Azalea Road,
Mobile, Ala. 36609; 205-666-5472

1977 1976

Premium vel $842,000 NA'
Gross rev. $188,766 NA
Employes . 5 NA
Commercial bus. 60% NA

Principal officers: Robert T.
Schneider, president; John L.
Fleming, vp; Cleo Y. Gaines,
secretary-treasurer.

Compensation: commissions.

Subsidiaries: Corporate Benefits

Inc.

Licensed excess/surplus broker
in: Alabama.

C.A. Schutze Agency

PO Box 3547, Austin, Tex. 78764,
512-447-5507

1977 1976

Premium vol. $1,750,000  $1.500.000
SGross rev. $5 150,000 $ 270,000
Errmapelayaca=s - 2 S

Commercial bus.
*From 1977 Bl listing
Principal officers: C.A. Schutze

Jr., CLU; Sam Lucchese, Steve

Schutze.

85% 85%

Compensation: commissions.

Schwartz, Hirtenstein & Co.

Inc.
310 Madison Ave., New York, N.Y.
10017; 212-697-2615

1977 1976

Premium voL ... $2,500,000 $2,000,000
Gross rev ...... $ 380,000 $ 335,000
Employves ....... 10 °

Commercial tus. 80% 86%

Principal officers: Daniel Hir-
tenstein, president; Arthur A.
Schwartz, CPCU, secretary-trea-

surer.

Compensation: commissions.

Securance Services Inc.

120 W. Stevenson, Gibsonburg,

Railroad Protective

Call Richard Selmonsk¥
(516) 482-6215 (212) 895-7240

Out of town Call (800) 645-6286

Ouotes Within 24 Hours

efrom

INTERNATIONAL RISK MANAGERS,LTD.

Over 30 years of service to contractors business and industry.

INTERNATIONAL

45 North Station Plaza
P.O. Box 689
Great Neck, New York 11022

HEADQUARTERS

Telex: #960273
Cable: NAPRE, GREATNECKNY

BRANCH OFFICES:
New York City

Lincoln Park, NJ

New Rochelle, NY

Ft Lauderdale. FL

Ohio 43431; 419-637-2196

1977 1976*

Premium vol. ... $1,710,000 $1,300,000
Sross rev. B 265,300 $ 205,000
Employes - ...... 1 1s
Commercial bus. 61% 55%

*From 1977 Bl listing

Principal officers: Jonathon S.
Younker, CLU, president.

Compensation: commissions.

Branch offices: Oak Harbor,
Woodville, both in Ohio.

Hollis D. Segur Inc.

PO Box 631, Waterbury, Conn.
06720; 203-756-7933

1977 1976

Premium vol. .. $3,330,000 $2,700,000
Gross rev. ....... $ 560,000 $ 465,000
Employes .... 16 15
Commercial bus. 8096 78%

Principal officers: John F. Bur-
bank, president; James B. Mullen
Jr., Joseph H. Cunningham, both
vps.

Compensation: commissions.

Licensed excess/surplus broker
in: Connecticut.

Seitlin & Co.

990 S.W. 1st St., Miami, Fla. 33130;
305-545-8311

1977 1976

Premium vol. ... $12,092,000 $8,580,000
Gross rev. $ 1,800,000 $1,300,000
Employes ....... Ss3 a1

Commercial bus. 85% 85%

Principal officers: Sam Seitlin,
president; M. Stephen Jackman,
executive vp; R. Louis Seitlin,
secretary-treasurer.

Compensation: commissions.

Acquisitions: Ackerman Insur-
ance Agency, Nov. 1977.

Seymour Insurance Agency

Inc.

1609 Stubbs Ave., Monroe, La.
71201; 318-388-2400

1977 1976

Premium vol. $3,734,788 $3,099,280
Gross rev. .... $ 549,755 $ 462,067
Employes ....... 16 14

Commercial bus. 20%

Principal officers: Edward J.
Seymour, chairman; Edward J.
Seymour Jr., president.

Compensation: commissions.

Branch offices: Shreveport, La.

Licensed excess/surplus broker

in: Louisiana.
A.J. Sfingi & Associates Inc.

82-451 Highway lll, Indio, Calif.
92201; 714-347-0737 or 346-1169

1977 1976

Premium vol. $4,606,000 $3,800,000
Gross rev. $ 612,960 $ 488,000
Employves ... 15 13

Commercial bus. 88% 89%

Principal officers: Andrew J.
Sfingi, president; Medley L. Jean-
sonne, Charles |. Crouch, both vps.

Compensation: commissions
and fees.

Branch offices: Los Angeles,
Palm Desert, both Calif.

Shelton-National Insurance
Agency

PO Box 6750, 1227 Third Ave.,

Corpus Christi, Tex. 78404;
512-884-3901

1977 1976

Premium vol. $3,448,888 $2,757,250
Gross rev. $ 624,918 $ 470,855
Employes . 13 1

Commercial bus. 75% 75%

Principal officers: W. J. Shelton,
Robert E. Harris, Dick Mlinar,
Louis E. Wells, partners.

Compensation: commissions.

Licensed excess/surplus broker
in: Texas.

J.H. Silversmith Inc.

831 14th St., Suite 200, Denver,
Colo. 80202

1977 1976

Premium vol. $5,700,000 $4,100,000
Grossrev. . $ 840,000 $ 710,000
Employes ...... 36 30

Commercial bus. 81%

Principal officers: J.H. Silver-

smith Jr., president; John K.
Munn, J. Darrell White, both vps;
Irene G. Falbo, secretary; Joyce L.
Goodfellow, treasurer.

Compensation: commissions
and fees.

Subsidiaries: Aviation Insur-
ance Management Co.; Profes-
sional Insurance Management Co.

Licensed excess/surplus broker
in: Colorado.

The Simkiss Cos.

76 Rittenhouse Place, Ardmore,
Pa. 19003; 215-649-6610

1977 1976

$4,000,000 $3,100,000
Gross rev. $ 700,000 $ 570,000
Emploves 15 13
Commercial bus. 85%

Premium vol.

Principal officers: John A. Sim-
kiss, president; William F. O'Brien,
vp; Richard J. Decker, secretary;
William F. Simkiss, treasurer; Ar-
lene Ostroff, assistant secretary.

Compensation: commissions
and fees.

Subsidiaries: Frankenfield & Co.

Sindell &0'Keefe -Inc.

66 Court St., Brooklyn, N.Y. 11201;

212-237-0960

1977 1976

Premium vol. $1,250,000 $1,400,000
Gross rev. $ 175,000 $ 288,286
Employes .... 6 8

Commercial bus. 50% 65%

Principal officers: Myron Sin-
dell, president; Harold M. O'Keefe,
secretary-treasurer.

Compensation: commissions.

Skipper Insurance Agencies

PO Box 606, 111 College Ave.,
Jackson, Ala. 36545; 205-246-2487

1977 1976

Premium vol, $1,850,000 $1,409,527
Gross rev. .. $ 350,000 $ 268,182
Employes . 12 "

Commercial bus. 65% 65%

Principal o fficers: George W.
Skipper, president; George W.
Skipper lll, vp; Elizabeth C. Skip-
per, secretary; Joe C. Skipper,
Judy Skipper Slayton, both direc-

tors.

Compensation: commissions.

Slawsby Insurance

80 Main St., PO Box 487, Nashua,
N.H. 03061; 603-883-1776

1977 1976

Premium vol. $7,155,900 $6,803,000
Gross rev. $1,166,415 $1,113,733
Employes . 48 41
Commercial bus. 63% 65%

Principal officers: Archie M.
Slawsby, chairman; Walter C.
Cogswell, CPCU, president; Fran-
eis J. O'Gara, executive vp.

Compensation: commissions
and fees.

Subsidiaries: Surplus Line Man-

agers Inc., E-Z Budget Plan Inc.

Parent Archie

company:
Slawsby Agency Inc.
Licensed excess/surplus broker

in: New Hampshire.

J.D. Smith & Associates

211 N. Wisconsin, PO Box 586,
Hobart, Ind. 46342; 219-942-1334

1977 1976

Premium vol. $2,400,000 $1,795,000
Gross rev. $ 181,000 $ 151,000
Employes . 6 6

Commercial bus. 96% 96%

Principal officers: M. Behnke,
president; J. Smith, vp.

Compensation: commissions.

Branch offices: Fort Wayne, In-
dianapolis, both Indiana.

Robert L. Smith & Associates

Inc.
1776 Independence Court, Bir-
mingham, Ala. 35216; 205-879-2400

1977 1976

Premium vol. $1,275,000 $1,012,000
Gross rev. $ 217,000 $ 172,000
Emploves. ... .. £=1 8

Commercial bus. 80%

Principal officers: Robert L.



Smith, chairman; Frank F. Potter,
president; Chalmers H. Moore, vp i
rerry Weber, treasurer; Wanda A.
Smith, secretary.

Compensation:' commissions
and fees.

Branch offices: Anniston,
Huntsville, both.Alabama.

Licensed excess/surplus broker
in: Alabama.

Smith Bell & Thampson Inc. .

LO2 S. Winooski Ave., Burlington
Vt. 05401; 802-658-4600

1977 1976

Premium vol. $4,100,000 $3,500,000
Gross rev. $ 782,000 653,000
Employes 26 26

Jommercial bus. 70% 65%

Principal officers: Warren L.
rhompson, president; W. Ray
Cooper, vp and general manager;.
K. Grabowski, treasurer.

Compensation: commissions

Branch offices: Rutland, Vt.

Licensed excess/surplus. broker
in: Vermont.

Lee Smith & Co. Inc.

1840 E. 17th St., Santa Ana,-Calif.
92702; 714-558-0101

1977 1976

Premium vol. $8,406,489 $6,952,136
Gross rev. $1,356,373 $1;199,277
Employes 34 34

Commercial bus. 85% 88%

Principal officers: James Gil-
more, chairman; Lee Smith, presi-
dent; Charles Terry, executive vp;
Ralph Wackerbarth, vp;' John
Tweedie, chief financial officer.

Compensation:-commissions.

Licensed excess/surplus broker
in: California

Smith Watson Parker

Insurance

3500 Hollywood Blvd., Hol-
iywood, Fla. 33021; 305-962990

1977 1976

$5,165,850 $3,833,130
$H 698,400 $ 560,267
Employes 10 1S
Commercial bus. 50%

Premium vol.
Sross rev.

Principal officers: Charles W.
Watson, president; B.W. Parker,
vp-secretary; F.M. Smith, Larry
Vaught, Thomas Cotter, all vps.

Compensation: commissions.

South Continental Insurance
Agency Inc.

252 Tetuan St., PO Box 2992, Old

San Juan, Puerto Rico 00903;
809-723-1279

1977 1976
$14,834,970  $12,000,000
$ 1,500,000 $1,250,000
Employves se= s7
85%

Premium vol.
Sross rev. ...

Commercial bus. 85%

The. people with

know-who-in

KANSAS CITY, MO.

THE GILBERT-MAGILL COMPANY
Coftimerce Tower

221-5540.

SEE OUR«<AD ON.PAGE 4

Principal officers: Virgilio Four-
nier, .chairman; Walter F6urnier,
assistabt of the chairman; Frank
Fournier, president; Charles C.
CCa=aJrr, o - -

Compensation: commissions.

Group.'"members: Corporacion
Insular De Seguros; .Market- Ad-
justment Co., Financiadora Primas
Inc.

Parent company: Empresas

Fournier.

Licenced excess/surplus- broker
in: Puerto Rico.-

Southwest Insurance Assn.

of Austin Inc.

Timberline Office.Park, Suite.101,
2525 Wallingwood Drive, Austin,
Tex. 78746; 512-327-3400

1977 1976

Premium vol. $1,500,000 $1,400,000
Gross rev. ,$ 225.000 $ 200,000
FEErormazgpeolcoy e = LS =

Commercial bus. 70% 709-

Hoffm'an, president; Ross Blumen-
tritt, CPCU, CLU, executive vp; J.
David Bell, vp; Evelyn Stiles,
treasurer; Merel Smith, secretary.

Compensation: commissions.. -
Subsidiaries: County Govern-

ment Insurance Consultants.

Carl S. Stecker &:Associates .

Inc.

855 Avenue of the Americas, New

York, N.Y. 10001; 212-736-5650

1977 1976

Premium vol. $3,500,000 $3,000,000
Gross rev. $ 500,000 $ 450,006
Employes .... 10 10

Commercial bus. 65% 60%

Principal: iofficers:- Carl S..
Steeker, president; Howard Man-
dresh, vp-treasurer; Allan- Stecker,
vp-secretary.

Compensation: commissions.

Acquisitions in the past year:
Sidney Klausner, Jan. 1,1977.

Principal officers: Jack W. St. Joseph Valley Bank,

TR 1 s

11/17-/ d .1..

I'+4 4'*44>*w li
—

1 a

1 11'11%
__-st,+-"'

"-- Gross' rev.

Insurance Division & SJV

Insurance Inc.

2nd at Franklin Streets, PO Box.

1686, Elkhart, Ind. 46515; 219-
2934565

1977
$14,500,925 - $10,31-1,000
"$ 1,969.628- $ 1,412,000
=29 2o
85%

1976
Premium vol-.

Ermployves

Commercial bus. 90%

Principal officers: Ward .J. Mer-
chant, president; William J. Mil-
liner, executive vp; Farrel J. Zehr,
underwriting manager; Gaylord L.
Russell, administrative officer.

CompensationT commissions
and fees.

Branch offices: Goshen, Ind. . -

Parent company: SJV Corp.
Licensed Excess/surplus broker
Continued on fottoloing page
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George Wallace and Yvon Menard of the International Department of Tomenson
Saunders Whitehead, together with Alan Routledge ofTomenson Saunders
Whitehead (U.K.) Ltd. cbnfer with John McCarter of Massey-Ferguson.

Reaping new harvests
for Massey-Ferguson.

Tomenson Saunders Whitehead have been

Insurance Brokers

and Risk Management

Consultants to Massey-Farguson Limited for
almost twenty years, years which have seen

important changes in the companys world-

wide operations and in their approach to

Risk Management.

Massey-Ferguson is one of the world's
largest manufacturers of agricultural
and construction machinery and diesel
engines, with 50.plants in 12. countries.
Through its International Department, and
with offices.in strategic centres, TSW is

TELEX: TWX 810-460-8322

'4

well equipped to provide the Risk Manage-
ment services and integrated Global
Insurance Programs required by giant multi-
national corporations. The TSW approach

is to work closelywith Massey-Ferguson in
identifying all areas of risk and in evalu-
ating how best to deal with the risk, either
through elimination, self-assumption, or

risk transfer

For innovative ideas in world-wide. Risk

Management and insurance problems.
contact your nearest Tomenson Saunders

Whitehead office.

Tomenson Saunders Whitehead Limited
Offices across Canada, and internationally. "- '.,-
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Stephens Ryder Wenger

211 W. Third, Grand Island, Neb.
68801; 308-382-2330

1977 1976*

Premium vol. $3,100,000 $2,100,000
Gross rev . $ 519,000 $ 367,500
Employes ... 11 10O

Commercial bus. 71% 68%

*From 81 1977 listing.

Principal officers: Del W. Ryder,
president; James E. Wenger, vp;
R.E. Stephens, secretary-treasurer.

Compensation: commissions.

Licensed excess/surplus broker
in: Nebraska.

Edmund D. Stevens Inc.

1503 Genesee Building, Buffalo,
N.Y. 14202; 716-856-3387

1977 1976
Premium vol. $1,500,000 $1.750,000
Gross rev. $ 265,000 $ 232,000
Employes ..... ] 10
Commercial bus. 65% 60%

Principal officers: Edmund D.
Stevens, chairman; Edmund D.
Stevens Jr., president-treasurer,

PROPERTY INSURANCE

ON WOODWORKING OPERATIONS

INCLUDING

AUTOMATED SAWMILLS

- All Risk coverage available

» Possible savings of up to 50% over your
present fire insurance cost

» Working with people knowledgeable in
the wood products industry

CONTACT US DIRECT OR ASK YOUR

BROKER TO WRITE US.

BROKER INQUIRIES
INVITED

Available in: most states.

Forest Products Agency Company, Inc

88 Palmer Street

Norwich, Connecticut 06360
Phone 203-889-2686

Telex 96-6438

You won'thave to

look anywhere else . ; a3: 1

Inter-Cas Ltd. is a new facility
offering limits in excess of $500,000
for all your liability special risks.

Since Inter-Cas Ltd. writes Qnly excess limits, we are t\, - UU*-,

uniquely qualified to handle your special risks.

Demolition, municipalities, guard services, hotels,

supermarkets, restaurants, fireworks disfelays,
housing projects...we o

Il ilaca =aSarmMayMwwihheres =1l s - —_

er excess limits, either direct

Peter V.R. Lapey, vp; Thomas C.
Luescher, secretary.

Compensation: commissions
and fees.

Stolly Insurance Inc.

973 W. North St., PO Box 1666,
Lima, Ohio 45807; 419-227-2370

1977 1976
Premium vol. $1,450,000 $1,150,000
Gross rev. $ 27.5,000 $ 225,000
Employes ...... 10 10
Commercial tus. 50% 50%

Principal officers: Richard J.
Stolly, CPCU, president; Thomas
A. Stolly, vp

Compensa.ion: commissions.

Stone & Michaud Inc.

44 Bridge St., Manchester, N.H.
03105; 603-668-5500

1977 1976
Premium vol. $3,100,000 $2,106,728
Gross rev. $ 460,000 $ 405,000
Employes . 15 13
Commercial bus 78% 75%

Principal officers: William P.
Stone, CPCU, president; David M.
Stone, Paul L. Michaud, CPCU,
both vps.

Compensation: commissions
and fees.

Acquisitions in the past year:
S.J. Nicholson Agency, May 1,
1977; Lachance Insurance, Oct. 1,
1977; Fremeau Agency, Jan. 1,
1978.

Branch offices: Raymond. N.H.

Subsidiaries: Stone & Landre,
gan Inc.

Licensed excess/surplu s broker
in: New Hampshire.

Stouffer-Herzog-Otto

Insurance Agency Inc.

PO Box 400,4230 Lake Ave., Ash-
tabula, Ohio 44004; 216-998-4444

1977 1976
Premium vol. $1,733,745 $1,674,293
Gross rev. $ 309,593 $ 284,933
Employes . 8 8
Commercial bus. 52% 51%

Principal officers: Francis A.
Herzog, president; George E.
Stouffer Jr., vp; Jay A. Otto,
secretary-treasurer; William R.
Herzog, assistant vp.

Compensation: commissions.

Licensed excess/surplus broker
in: Ohio.

Strasco Insurance Agency

Inc.

A6*f STAL/:

A<, 409"Ff'17\ L--I -4 YHi/lli

4, 11'-11-

INTER-CAS LTD. - _ Mim# I€*Ezy: 4
Burton W Krouner. president

oad < P.O. Box 442 - Great Neck, New York 11022 « (516) 466-5060 /

98 Cutter Mill

527 St. Paul St., Baltimore, Md.
21202; 301-539-2020

1977 1976
Premium vol. $1,328,610 $1,151,676
Gross rev. .... $ 217,522 $ 188,978
Emplovei -...... s 6
Commercial bus. 67% 65%

Principal officers: Jerome B.
Rosenberg, president; Leonard H.
Rosenberg, senior vp; Stephen F.
Rosenberg, CLU, CPCU, vp;
Esther N. Rosenberg, secretary-

treasurer.

Compensation: commissions.

Stratton & Stebbins Inc.

503 Michigan National Tower,
Lansing, Mich. 48901; 517-485-7286

1977 1976
Premium vol. $1,011,752 $947,822.
Gross rev. $ 151,432 $132,000

Errmarolcaay e= = =

Commercial bus. 70% 72%

Principal officers: S.J. Stebbins,
president-treasurer; Carol - Mc-
Glaughlin, vp; Phillis Montgom-
ery, secretary.

Compensation: commissions.

T

Taylor/Cohen/Rudolph &

Giaconia Co. Inc.

791 Passaic Ave., Clifton, N.J.
07012; 201-471-4400

1977 1976
$5,762,014 $4,660,085

$581,881* $ 504,428
-1 I —

Premium vol.

Gross rev. . ...

Employes ....
Commercial bus. 70% 68%

*Does not inclucie life subsidiary.

Principal officers: Sidney
Rudolph, cPCU, president;
Shelby Cohen, vp; Ronald
Giaconia, secretary-treasurer.

Compensation: commissions.

Subsidiaries: Giaconia Life As-

sociates.

Ter Bush & Powell Inc.

148 Clinton St., Schenectady, N.Y.
12301; 518-370-8600

1977 1976
$67,000,000 $61,000,000
$ 7,600,000 $ 6,800,000
Employes ...... 193 187
Commercial bus. 80% 75%

Premium vol.

Gross rev.

Principal officers: J.W. Campo,
chairman; R.J. O'Rourke, presi-
dent; W.P. Conboy, executive vp;
T.E. Devine, executive vp-
treasurer; J.F. McGrane, senior vp.

. Compensation: commissions
and fees.

Branch offices: New York, Syra-
cuse, Hoosick Falls, Forest Hills,
all New York; Boston.

Subsidiaries: Campo & Rob-
erts-Ter Bush & Powell Inc.; Ter
Bush & Putnam Inc.

Licensed excess/surplus broket
in: New York.

Titan Agencies Inc.

E. 81 State Highway 4, Paramus,
N.J. 07652; 201-843-0040

1977 1976
Premium vol. NA NA
Gross rev. $1,000,000 $1,000,000
Employed . 39 37
Commercial bus. 85% 86%

Principal officers: Suzanne W.
Alexander, vp; Earl B. Gross, divi-
sional president.

Compensation: commissions
and fees.

Branch offices: Los Angeles.

Parent company: Titan Group
Inc.

Thoits Insurance Service Inc.

140 University Ave., Palo Alto,
Calif. 94302; 415-324-0606

1977 1976
Premium vol. NA NA
Gross rev. $300,000 $225,000
Employes . 8 o
Commercial bus. 50% 45%

Principal officers: Donald A.
Way, CPCU, president; Robert A.
Manger, vp; Linda J. Stewart, sec-

retary.
Compensation: commissions.

Trans World Insurance
Brokers

130 ElI Camino Drive, Beverly
Hills, Calif. 90212; 213-878-1100

1977 1976
Premium vol. $5,200.000 $4,600,000
Gross rev. $ 500,000 $ 400.000
Employes 19 16
Commercial bus. 99% 99%

Principal o fficers: Fred C. Wil-
son, president; Ronald B. Merz,
executive vp; Gould Morrison;
David Bartlett, Harry Wasson, all
vps.

Compensation: commissions
and fees.

Branch offices: Newport Beach,
Calif.

Subsidiaries: Trans Union In-

surance Brokers, Newport Beach.
Alvin S. Trenk Associates

26 Columbia Turnpike, Florham
Park, N.J. 07932; 201-377-4600

1977 1976
Premium vol. $5,000,000 $2,200,000
Gross rev. $ 550,000 $ 250,000
Employes .... 14 12
Commercial bus. 80% 80%

Principal officers: Alvin S. Trek,
president; Jeffrey M. Trenk.

Compensation: commissions
and fees.

Acquisitions in the past year:
Frank H. Taylor, May 1978.

Triangle Insurance Inc.

14011 Ventura Blvd., Sherman
Oaks, Calif. 91413; 213-872-2400

1977 1976

Premium vol. $5,400,000 $4,100,000
Gross rev. $ 745,000 $ 639,000
Employes ..... 19 19
Commercial bus. 78% 75%

Principal officers: Sy Maxwell,
president; Maurice Jones, secre-
tary-treasurer.

Compensation: commissions.

Trimble-Batjer-Cobb

Insurance

PO Box 248, 519 W. Beauregard
Ave., San Angelo, Tex. 76902;
915-655-5651

1977 1976
$2,615,000 $2,421,893

Premium vol.

Gross rev. $ 442,000 $ 322,868
Employves ....... 13 12
Commercial bus. 55% 60%

Principal officers: Henry H. Bat-
jer Jr., R. Bernard Trimble, James
H. Cobb, Randall Saverance, Wil-
liam B. Thomas.

Compensation: commissions.
Licensed excess/surplus broker
in: Texas.

Truman Van Dyke Co.

The people with

know-whoin

BUFFALO

are
LAVERACK & HAINES
238 Main Street

852-3065

SEE OUR AD ON PAGE 4



6290 Sunset Boulevard, Suite
1800, Hollywood, Calif. 90028;
213-466-8351

1977 1976
$2,500,000 $1,300,000

Gross rev. $ 350,000 $ 185,000
- = =

87%*

Premium vol.

Employes ....

Commercialbus. 75%*

*All but 10% of commercial business is enter-
tainment risk insurance.

Principal officers: Truman Van
Dyke Jr., president; Rose Van
Dyke, secretary-treasurer.

Compensation: commissions.

U

Ulrich, Voorhees, Warner

Associates

255 Old New Brunswick Road, PO

Box 999, Piscataway, N.J. 08854;
201-752-1000

1977*% 1976
Premium vol. $6,200,000 $4,800,000
Gross rev. $1,072,000 $ 810,000
Employes ...... 19 18
Commercial bus. 81% 78%

Principal officers: John N.
Voorhees IlIl, CPCU, president;
Stephen A. Warner, executive vp;
Elliott Rothman, vp.

Compensation: commissions
and fees.

Branch offices: Washington,
D.C.

Licensed excess/surplus broker
in: New Jersey.

*Figures do Nnot include
Washington, D.C. office with a
premium volume of $3.2 million
and gross revenues of $528,000.

Underwood Insurance
Agency Inc.

900 Haddon Ave., Collingswood,
N.J. 08108; 609-854-2600 or
609-428-4175

1977 1976

Premium vol. $870,000 $900,000
Gross rev. $152,257 $158,694
Employes . 5 5
Commercial bus. 80% 80%

Principal officers: William J.
Underwood Jr., president; Nancy
M. Underwood, secretary.

Compensation: commissions.

Underwriters Corp. of Ann
Arbor

5305 Plymouth Road, Ann Arbor,
Mich. 48105; 313-761-4616

1977 1976
Premium vol. ... $1,400,000 $1,480,000
Gross rev. $ 272440 $ 251,600
Employes .... 5 s
Commercial bus. 84% 83%

Principal officers: Andre A. Bar-
roso, president; Elaine R. Barroso,
treasurer; Carolyn Nyrkkanen, vp.

Compensation: commissions.

Licensed excess/surplus broker
in: Michigan.

United Coverage Consultants
Inc.

124 E. 39th St., New York, N.Y.
10016; 212-725-0505

1977 1976

Premium vol. $5,500,000 $3,500,000
Gross rev. ... $ 700,000 $ 450,000
Emploves ... 15 14
Commercial bus. 85% 78%

Principal officers: Philip M.
Sehlussel, CcLuU,

chairman; Alan M. Mack, execu-

president-

tive vp.

Compensation: commissions
and fees.

Branch offices: Los Angeles, San
Francisco.

Subsidiaries: Robert Mack
United Inc., Physicians Insurance
Agency, N&T Rosenthal Co.

Parent company: United Cover-
age Group.

Licensed excess/surplus broker
in: New York.

\YAY4

Waber-Odell Co.

300 E. Lancaster Ave., Wynne-

wood, Pa. 19096; 215-878-9610

1977 1976
$5,000,000 $4,100,000
Gross rev. . .. $ 775,000 $ 680,000
Employves (... =25 ==
Commercial bus. 90% 88%

Premium vol.

Principal officers: Jerry A. Odell,
president; Leon Kattelman, senior
vp; Michael Studner, Louis A.
Brooks, both vps.

Compensation: commissions.

Subsidiaries: Personal Insur-
ance Services Inc.

Parent company: Trio Manage-
ment Inc.

Wagner Taylor Co.

Ludlow St. at Copley Road, Upper

Darby, Pa. 19082; 215-528-5360 or
352-4300

1977 1976
Premium vol. $2,350,000 $2,287,000
Gross rev. $ 365,489 % 343,051
Employves -...._.._.._ 1s 15
Commercial bus. 60% 60%

Principal officers: Eugene L.
Fidell, president; Harvey K. Par-
tridge Jr., James J. McAleer, both

vps; Helen Di Julio, secretary.
Compensation: commissions.

Walke-Parks Insurance Corp.

241 W. York St., Norfolk, Va.
23510; 804-622-4361

1977 1976
Premium vol. $1,552,000 $1,362,000
Gross rev. ... $ 266,000 $ 227,000
Employes ....... 1= 12
Commercial bus. 62% 59%

Principal officers: Littleton W.
Parks, president; Peter R. |. Pine,
R.E.B. Stewart Ill, both vps; Jac-
quelyn B. Dennis, secretary.

Compensation: commissions
and fees.

Licensed excess/surplus broker
in: Virginia.

Francis M. Walley Insurance
Agency Inc.

475 High St., Dedham, Mass.
02026; 617-326-8383

business insurance, August 7, 1978/ 101

1977 1976
Premium vol. $1,291,310 $1,189,325
Gross rev. ... $ 226,636 $ 237,812
Employes 8 10
Commercial bus. 50% 50%

Principal officers: Francis M.
Walley Jr., president; Roberta L.
Zdankowski, Harold L. Baker Jr.,
both vps.

Compensation: commissions.

Branch offices: Falmouth, Mass.

Walsh, Gray, Moore & Albert

Inc.

410 Guaranty Bank Building,
Denver, Colo. 80202; 303-623-7245

1977 1976*
$5,600,000 $5,100,000
Gross rev. $5 825,000 % 732,125
Employves _...._.._.._ =2 2=
Commercial bus. 80% 809k

*From 1976 Bl listing

Premium vol.

Principal officers: Peter J.
Walsh, president; Peter T. Gray,
vp-secretary; Donald P. Moore,
vp-treasurer.

Compensation: commissions

Agents and Brokers
producing premiums of
$5 million ormore per year:

VvVrenow

backing you

tothetuneoftenmillionbucks.

E&O forinsurance professionals
from the E&Oleader.

Not available for firms headquartered in Massachusetts, New Hampshire, New York

Shand, Morahan & Company, Inc.

Ohe American Plaza Evanston, IL 60201 312/866-2800 Cable Shanmor Telex 72-4328

and fees.

Licensed excess/surplus broker
in: Colorado.
Warren-Hoffman &
Associates Inc.
401 Buffalo Ave., Niagara Falls,

N.Y. 14174; 716-284-9983 or
716-773-1202

1977 1976
Premiumvol. $2,750,000 $2,300,000
Gross rev. $5 430,000 $ 392,000
Employes _._._... 10O 1=
Commercial bus. 79% 84%

Principal officers: John D.
Hoffman, president; Leonard R.
Cancillo, William E. Warren,
George McGrath, all vps.

Compensation: commissions
and fees.

Warren & Welsh Co.

Irwin Building, King of Prussia,
Pa. 19406; 215-337-0330

1977 1976
$19,000,000 $16,250,000
S 1.900.000 $ 1.600,000

Premiumvol.....

Gross rev..

Continued on following page
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Employes....... 39 41
Commercial bus. 95% 95%

Principal officers: Stanley A.
Welsh Jr., James F. Warren Jr.,
Peter J. Piacentino, Montgomery
Harris, John G. Daniel, John J.
Joyce.

Compensation: commissions
and fees.

Branch offices: Independence,
Mo.; Atlanta, Ga., both Rental In-
dustry Services.

Subsidiaries: Rental Industry
Services (RISE).

Licensed excess/surplus broker
in: Pennsylvania.

Watlington & Cooper Inc.

3734 Germantown Ave., Philadel-
phia, Pa. 19140; 215-223-2201

1977 1976

Premium v31. $1,084,975 $ 854,549
Gross rev.. $5 183,150 S 154,000
Employes _.... E=1 9
Commercial bus. 60% 60%

Principal officers: Frederick D.
Cooper, Joseph Watlington Jr.
Compensation: commissions.

You become a PRO

when you join the
PROs at LONE STAR LIFE.

you can

Then you enjoy all the

Bet YO U r Penefits we offerin our

Life and Disability Income

: Insurance programs.
Life

Start a good future by

giving me a call on our
WATS line at 800/527-4527

vuo M®]

33>Mea, IbBLIM«rf
flimew]EY'I]S(*

and let's talk. If you're

in Texas, just dial 800/
492-4816.

| ONE STAR |aL

LIFE INSURANCE COM

17804

200 Treadway Plaza Exchange Park
P. O. Box 35C47 Dallas, Texas 75235

A Subsidiary of K mart Corporation

0.9. (*81£) SA4

DIRECTOR OF SPECIAL MARKETING

Wayland Hancock Insurance
Agency

1925 Lexington, Houston, Tex.
77098; 713-528-5383

1977 1976
Premium vol. . $3,400,000 $2,800,000
Sross resv. $ 557,000 $ 472,000
Emploves _..... =Ye) 18
Commercial bus. 57% 56%

Principal officers: Wayland
"Buddy" Hancock, R. J. "Hollis"
Waldt, partners.

Compensation: commissions.

Acquisitions in the past year:
Wilbur D. Scott, new partner, May
1978.

Subsidiaries: Wayland Hancock
Co., Realtors.

Licensed excess/surplus broker
in: Texas.

Irving Weber Associates Inc.

373 Park Ave. S., New York, N.Y.
10016; 212-689-9780

1977 1976
$7,100,000 $6,300,00:

Premium vol.

Commercial bus. 80% 80%

Principal officers: Milton L.
Weissman, president; Daniel D.
Haber, executive vp; Stephen B.
Weissman, William Bell, both vps.

Compensation: commissions

and fees.

Wellington Agencies Inc.

3460 Wilshire Blvd, Suite 401, Los
Angeles, Calif. 90010; 213-380-3050

1977 1976
Premium vol. $6,720,000  $5,300,000
Gross rev. $1,100,000  $ 900,000
Employes ....... =31 31
Commercial bus. 79% 80%

Principal officers; Wilbert V.
Stein, president; John N. Antignas,
vp-secretary; Gerald Richbook,
vp-treasurer.

Compensation: commissions

and fees.

Welsh-Ross-McClenathen

Insurance Services

Sross rev. s 960,000 $ 820,0000 13400 Riverside Drive, Sherman
Employes ....... 23 20 Oaks, Calif. 91423; 213-872-

Commercial bus. 80% 80%

Principal officers: Irving Weber,
president; Martin P. Carter, trea-
surer; Dennis M. Weber, Shaby
Shemtob, both vps; Philip Barth,
secretary.

Compensation: commissions

and fees.

Subsidiaries: Webcar Agency

Inc.
I.R. Weinraub & Co. inc.

10 Fairview Ave., Westwood, N.J.
07675; 201-666-4900 or 212-564-3070

1977 1976

Premium vol. $4,100,000 $2,800,000
Gross rev. $ 420,000 $ 300,000
Employes .... 13 °
Commercial bus. 90% 90%

Principal officers: Irving R.
Weinraub, president; Mark B.
Weinraub, executive vp; Larry E.
May, vp; Norman Feld, assistant
VP,

Compensation: commissions
and fees.

Subsidiaries: Weinraut & May.

Licensed excess/surplus broker
in: New Jersey.

Weissman & Weissman Inc.

55 John St., New York, N.Y. 10038;
212-233-7600

1977 1976
Premium vol. $4,100,000 $3,600,000
Gross rev. $ 730,000 $ 627,000

Employes 1" 11

The borderline between

high underwriting standards
and an unrealistic underwriting
approach is very thin.

At C.1.U., underwriting is the science of
assuming risk combined with the art of making
you and your client happy.

If your present carrier is more often than not on the
wrong side of the line, call us.

Underwriters of International Risks.

TELEPHONE: 212-943-8100 - TELEX: WU 126586 - RCA 235466
127 John Street, New York, N.Y. 10038

1201

1977 1976

Premium vol. $4,200,000 $3,100,000
Gross rev. $ 620,000 $ 430,000
Employes 16 13
Commercial bus. 759 70%

Principal officers: Richard E.
Welsh Jr., president; Robert G.
Chisolm, vp-treasurer; Elizabeth
A. Welsh, secretary; Patrick C.
Ross, sales manager, Hugh L. Ross,
senior account advisor.

Compensation: commissions.

Wharton/Lyon & Lyon

101 S. Livingston Ave., Living-
ston, N.J. 07039; 201-992-5775

1977 1976

Premium vol. $8,139,000 $7,000,000
Gross rev. $1,234,000 $1.050,000
Employes . 40 38
Commercial bus. 75% 75%

Principal officers: Albert L.
Klein, CLU, president, chief ex-
ecutive officer; Thomas Rowe,
senior vp, chief operating officer.

Compensation: commissions
and fees.

Branch offices: Newark, N.J.

C.D. Whitney Agency Inc.

112 Elm St., Millbury, Mass 01527;
617-865-4433

1977 1976

Premium vol. $2,006,400 $1,577,000
Gross rev.. $ 289,500 $ 241,090
Employes ....... " o
Commercial bus. 56% 56%

Principal officers: Karl L. Briel,
president; Stephen V. Walinsky
Jr., executive vp; Richard W. Taft,
vp-sales; Paul M. Metzger, vp.

Compensation: commissions

and fees.
Whitsitt Ralston & Stiff
Agency Inc.

801 N. Main, PO Box 1028, McAI-
len, Tex. 78501; 512-682-2841

1977 1976

Premium vol. 52,554,000 $2,300,000
Gross rev. S 387.000 $ 391,000
Employves ...... 17 18
Commercial bus. 68% 68%

Principal officers: W. E. Whitsitt,
president; Robert E. Stiff, vp; Neal
King, secretary-treasurer.

Compensation: commissions.

Williams Insurance Agency

Inc.
116 E. Third St., Crowley, La.
70526; 318-783-6346

1977 1976

Premium vol. $1,670,000 $1,355,000
Gross rev. $ 235,000 $ 203.000
Employes .... 8 7
Commercial bus. 65% 70%

Principal officers: Sims C. Wil-
liams, president; Donnaud B. Wil-
liams, secretary-treasurer; Sims C.
Williams Jr., assistant secretary-
treasurer.

Compensation: commissions
and fees.

John J. Williams Insurance
Agency Inc.

141 Milk St., Boston, Mass. 02109;
617-426-4087

1977 1976
Premium vol. $1,600,000 $1.200,000
Gross rev. $ 241,000 $ 175,000
Employes ....... 7 5
Commercial bus. 85% 83%

Principal officers: John J. Wil-
liams, president-treasurer.

Compensation: commissions
and fees.

Branch offices: Hyannis, Mass.

Licensed excess/surplus broker
in: Massachusetts.

Mark V. Williamson Co. Inc.

255 Pulaski Center, 5800 "R" St.,
PO Box 7463, Little Rock, Ark.
72217; 501-664-7728

1977 1976

Premium vol. $1,135,800 $950,000
Gross rev. $ 200,000 $183,000
Employes 4 4
Commercial bus. 80% 75%

Principal officers: Mark V, Wil-
liamson, president.
Compensation: commissions.

W.K.P. Wilson & Son Inc.

51 St. Joseph St., PO Box 2407,
Mobile, Ala. 36601; 205-433-0441

1977 1976

$17,000,000 $15,000,000

$ 2,150,000 $ 1.850,000
= <

Premium vol.
Gross rev.
Employes ......

Commercial bus. 90% 90%

Principal officers: B,R. Wilson
Jr., chairman of the board; Clifton
C. Inge, president; Walter E. Roney
Jr.,3. Schley Rutherford, both vps.

Compensation: commissions

and fees.

Licensed excess/surplus broker
in: Alabama.

Winchester Insurance
Agency Inc.

PO Box 6471, San Jose, Calif.
95150; 408-247-8336

1977 1976
Premium vol. $2,550.000 $2,100,000
Gross rev. $ 425,000 $ 300,000
Employes .... " "
Commercial bus. 65% 60%

Principal officers: Terrance
Espeland, Daniel McDonald,
Michael Mitchell (Fremont),
Daniel Olmstead (Sacramento).

Compensation: commissions.

Acquiisitions in the. past year:
Lewis-Lewis Agency, Fremont.

Branch offices: Fremont, Sac-
ramento, both California.

Winn Insurance

321 5th St., Hollister, Calif. 95023,
408-637-9241

1977 1976

Premium vol. $10,250,000 $7,660,000
Gross rev. $ 1,498,000 $ 920,000
Employes ..... as 38
Commercial bus. 85% 80%

Principal officers: John R. Winn,
president; Ronald G. Pray, execu-
tive vp; Sandra L. Rose, secretary-
treasurer.

Compensation: commissions.

Branch offices: Gilroy, Calif.

Sol L. Wisenberg Insurance

Suite 100 East, 4801 Woodway,
Houston, Tex. 77056; 713-622-5200

1977 1976

Premium vol. $10,132,073 $7,794,641
Gross rev. $ 1,501,261 $1,138,372
Employes ..... a422 34
Commercial bus. 87% 84%

Principal officers: Avrohm
Wisenberg, chairman; Irving Poz-
mantier, president; Joe Williams,
CPCU, vp.

Compensation: commissions.

Wolbrink Agency Inc.

86 W. 8th St., Holland, Mich. 49423;
616-396-5207

1977 1976
Premium vol. $5,526,189 $4,399,850
Gross rev. $ 806,716 $ 688,749
Emploves ....... == 21
Commercial bus. 4590 NA

Principal officers: Robert Wol-
brink, president; John A. Marble,
treasurer; Drew Miles, secretary.



Compensation: commissions
and fees.

Acquisitions: Den Herder
Agency Inc., Feb. 1978.
Branch offices: Grand Rapids,

East Lansing, Flint.

Wolff-Zackin & Associates

Inc.

PO Box 2220, Vernon, Conn. 06066;
203-875-2591

1977 1976
Premium vol. NA NA
Gross rev. .. $762,000 $668,000
Employes . 23 22
Commercial bus. 72% 68%

Principal officers: Thomas J.
Wolff, CLU, chairman; Arnold S.
Zackin, CPCU, president; Ronald
R. Hrubala, executive vp; John J.
Smith Jr., vp; Kenneth Rabin-
owitz, assistant vp.

Compensation: commissions.

Licensed excess/surplus broker
in: Connecticut.

Woodruff-Robinson Co.

PO Box 7608, Columbus, Ga.
31908; 404-324-6671

1977 1976
Premium vol. $7,700,000 $6,000,000
Gross rev. $1,184,000 $ 900,000
Employes ...... 56 53
Commercial bus. 80% 800

Principal officers: George C
Woodruff Jr., chairman; Charles E
Isom Jr., president; C.J. Dykes Il
executive vp and agency manager
in Columbus; Troy F. Woodall, ex
ecutive vp and agency manager in
Albany; Gordy Roy, executive vp
and agency manager in Atlanta.

Compensation: commissions.

Branch offices: Columbus, Al
bany, Atlanta, all in Georgia.

Woodsmall, Frick & Innis Inc.

2480 Pershing Road, Kansas City,
Mo. 64108; 816-421-7788

1977 1976
Premium vol. ... $5,448,356 $3,671,854
SGSross rev. $B 752,682 $ 522,199
Employves __..__._ 31 23
Commercial bus. 83% 78%

Principal officers: Warren O
Woodsmall, chairman; Peter L
Woodsmall, president and treasurer;
William L. Frick, vp; Thomas
E. Klug, secretary and vp; Ralph B
Innis Jr., vice chairman.

Compensation: commissions
and fees.

Acquisitions: Group Plans
Agency, Jan. 1978.

Subsidiaries: Crown Services
Inc., Kansas City, Mo.

Licensed excess/surplus broker
in: Kansas and Missouri.

Worgess Agency Inc.

55 N. MeCamly, Battle Creek,
Mich. 49014; 616-965-3221

1977 1976
Premium vol. $3,300,000 $2,600,000
Gross rev. $ 598,172 $ 504,580
Employes ....... 20 19
Commercial bus. 65% 53'L

Principal officers: Russell
Worgess, president: Donald
Worgess, vp; Douglas Worgess, as
sistant vp; Robert Worgess, trea-

surer.
Compensation: commissions.
Branch offices: Marshall, Mich.

John L. Wortham & Son

3727 Allen Parkway, Houston,
Tex. 77019; 713-526-3366

1977 1976
Premium vol. $76,521,000  $75,819.000
Sross rev. $ 9,106,000  $ 9,050,361
Employes . 221 164
Commercial bus. 91% NA

Principal officers: Allen H. Car
ruth, managing partner.

Compensation: commissions
and fees.

Branch offices: Dallas.

Subsidiaries: John L. Wortham
& Son Inc.; John L. Wortham &
Son Investments Inc.; Services for

Risk Handling Inc.; John L
Wortham & Son Bermuda Ltd.

1001 Connecticut Ave., NW,

Washington, D.C. 20036; 202-
331-1550

1977 1976
Premium vol. NA NA
Gross rev. $950,000 $800,000
Employes . 19 16
Commercial bus. 9855 98%

Principal officers: Frank L.
Wright, president; Betty R. Wright,
vp and treasurer; Michael R. Ward,
vp; Peter F. Love, vp-property/
casualty; Robert M. Beckman, sec-
retary.

Compensation: commissions
and fees.

Branch offices: London, En-
gland.

Licensed excess/surplus broker
in: District of Columbia, Virginia.

Zillgitt & Wright Insurance
Agents and Brokers

330 Washington St., Marina Del
Rey, Calif. 90291; 213-822-1221

1977 1976

$6,780 BOO $4,245,000
$ 941,000 $ 594.000

Premium vol.

Gross rev. . .

Geographic listing

of the brokers in

this directory begins
on page 104.

Employes . 29 25
Commercial bus. 64% 64%

Principal officers: Preston B.
Zillgitt, chairman; Charles M.
Wright, president; Kenneth D.
Smith, Robert Gerughty, both vps.

Compensation: commissions.

Branch offices: Newport Beach,
Calif.

Zimmerman Insurance
Associates Inc.

820 N. Parton St., Santa Ana,
Calif. 92701; 714-973-1333

1977 1976

Premium vol. $2.100.000

54.000.000
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Gross rev. $ 315.000 $ 600,000

Employes....... ;S 1 <>

Commercial bus. 80% 75%

Principal officers: D. C. Zim-
merman Jr., chairman; Jerome J.
Sweeney, president.

Compensation: commissions.

Branch offices: Los Angeles

*Decrease of gross revenues due
to closing of foreign offices.

Licensed excess/surplus broker
in: California.

The Zinman Group

309 York Road, Jenkintown, Pa.
19046; 215-224-7500

1977 1976
$19,000,000 $15,000,000
Gross rev. $ 2,200,000 $ 1,700,00(
Employves s s

Commercial bus. 90% 80%

Premium vol.

Principal officers: Morrie H. Zin-
man; Jacques S. Zinman, CPCU.

Compensation: commissions
and fees.

Licensed excess/surplus broker
in: Pennsylvania.

Our sources

The information con-

tained in the agent/broker
profiles published in this
special report was supplied
by the brokers themselves.
Although the information is
accurate to our knowledge,
Business Insurance cannot
guarantee the accuracy of
the information.

Special care has been
taken with the figures and
names contained in the pro-
files, but errors can happen.
We'd like to know about any
important errors so that we
may correct mistakes. If
something went wrong, just
drop a note to Greg David,
740 N. Rush St., Chicago, lll.
60611 and we'll publish cor-
rected figures.

Prudentials Group Insurance

comes with a"learn Benefit:'

The Team Benefit. It's a

Prudential Group Insurance

Team. Experts who will work

with you and your broker or

consultanttocreate a program
that precisely fulfills your

company's needs.

The Team Benefit. It's

innovative services. Things like our

fast. computerized claim service,

flexible premium plans. periodic claims

analysis, and "Group Focus-

Prudential's periodical about new laws

affecting your benefit programs.
TheTeam Benefit. It'sspecial,sts

who can advise you in intricate fields
like ERISA, HMO's and cost

containment.

For more information

about "The Team Benefit,"”

write: Director, Group

Insurance, The Prudential

Insurance Company of
America,3 Prudential Plaza.

Newark. NJ O7101.

At Prudential.

Group Insurance is a group effort.

- IM Prudential

Grouplnsurance
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Our geographic directory lists brokers by location

ALABAMA

Birmingham

Century Insurance Services

Jackson Insurance Agency
MeGriff & Siebels Inc.

Molton, Allen & Williams Inc.
Robert L. Smith & Associates Inc.

Jackson

Skipper Insurance Agencies

Mobile

FOL MANAGO4 0l

Pickert & Adams Insurance Inc.

Schneider-Fleming Insurance Inc.
W.K.P. Wilson & Son

Pelham
Marketing Management Inc,

Troy
Cox & Associates Inc.

ALASKA

Anchorage

UNIQUE

3 STUDY PROGRAM

EIINATOKIN
LOSS CONTROL MANAGEMENT

The Loss Control Management College, a nonprofit educational
institute organized by an international group of safety and
loss control leaders, offers an Associate in Loss Control Man-
agement diploma for completion of a seven-course study pro-

gram. Courses include:

The Fundamentals of Management

Accident Control

Risk Management
Fire Protection
Environmental Health

Security

Elective Area (Independent study project of participant's

own design)

Completion of the courses can be accomplished in one of three
ways: Attendance in recognized courses, self-study at home,
and participation in informal study groups with other partici-
pants. Final examinations are taken by arrangement on a local
college or university campus. Costs are minimal. Write for

further information from:

Richard G. Morrison
Chairman of Loss Control Studies

Loss Control Management College
Highway 78, P.O. Box 345
Loganville, Georgia 30249

BTL

foIDED 1013

Homestate Insurance Brokers of

Alaska Inc.
Ketchikan

Porter-Spaulding Inc.

ARIZONA

Phoenix

Beal & Associates Insurance
Counselors Inc.
Charles & Laubach Inc.

Lasher-Cowie Agency Inc.

Olliver/Pilcher & Associates

ARKANSAS

Harrison

John Campbell Insurance Agency
Inc.

Little Rock

Atkins Insurance Corp
Hardin & Wilson

Mark V. Williams Co. Inc

West Memphis

J.H. Hale Insurance Agency Inc

CALIFORNIA

Belmont
James E. MeGovern Inc.

Beverly Hills

LFC Insurance

Trans World Insurance Brokers
Burbank
Eastman & Co.
Cerritos
Overland Il Insurance Services
Encino
Max Behm & Associates
El Segundo

Guy A. Main & Co.

SOME TIME SOON YOUMAY CONSIDER’
A NEWOR REVISED GROUP LONG

TERM DISABILITY PLAN.

WHEN YOU ARE,THINKING

ABOUT WHICH COMPANY YOU
MIGHT BEST SELECT-

BENEFIT TRUST LIFE

CAN PROVIDE YOU

WITH THE

COMPETITIVE EDGE

REMEMBER THAT IT MAY

NOT BE THE INSURANCE
COMPANY WITH THE
LARGEST VOLUME OF
GROUP'LTD BUSINESS,
BUT..
IT MAY BE THE
COMPNY THAT
HAS BEEN A BETTER
UNDERWRITEROF
TRE BUSINESS IT,
HA$ ALREADY"
ACQUIRED.

Fullerton

Heritage Insurance Service Inc.
Hollister

Winn Insurance

Hollywood
Truman Van Dyke Co.
Indio
A. J. Sfingi & Associates Inc.
Lafayette
Bone, Robertson & MeBride Inc.
Los Alamitos

Charles E. Mills Co.

Los Angeles

Bayly, Martin & Fay Inc.
Emmett & Chandler Inc.

Al Hays & Associates
Kindler & Laucci

Wellington Agencies Inc.
Los Gatos
Klindt Agency
Marina del Rey

Zillgitt & Wright Insurance
Agents & Brokers

Newport Beach
Anderson & Anderson Inc.

Jay & Renfro
Northridge
Northridge Insurance Agency Inc.

Oakland

Bottari, Holland & Sweetman
Palo Alto

Thoits Insurance Service Inc.
Pasadena

The Corinth Co.
Riverside

Bailey H. Patterson Inc.

Sacramento

Sacramento Valley Insurance

San Diego

Robert F. Driver Co. Inc.
Robson, Cavignac & Fletcher

San Francisco

Albert M. Bender Co, Inc.

Fritz International Insurance
Brokers

Richard N. Goldman & Co.

Levinson Bros. Inc.
San Maeto
Calco Insurance Brokers & Agbnts
San Jose

Edwards & Longwello Insurance
Brokers

Sanders & Sullivan Insurance
Brokerage
Winchester Insurance Agency Inc.

Santa Ana

Republic Insurance Brokers Inc.
Lee Smith & Co. Inc.

Zimmerman Insurance Associates

Inc.
Santa Fe Springs
Dain Insurance Agency
Santa Monica
Penn General Agencies Inc.
Sherman Oaks

Triangle Insurance Inc.
Welsh-Ross-McClenathen Insur-

ance Services
Stockton
Dohrmann-King Co. Inc.
Sunnyvale
Alpha | Insurance Brokers Inc.
Torrance

Cal-Surance Associates

Keenan & Associates
Tustin

Insurance Benefits Inc.

Van Nuys

Osterloh & Durham Insurance
WWhittier

Davidson, Pierson & Roth

COLORADO

Denver

Byerly & Co. Inc.
Day, Webb & Taylor Inc.

J.H. Silversmith Inc.

Walsh, Gray, Moore & Albert Inc.
Sterling

Dowis Agency Inc.

CONNECTICUT

Bridgeport

Insurance Center of Southern

Connecticut Inc.
Danbury
G-A Insurance Agency Inc.
Fairfield
Keator Smith Inc.
Norwich
RI&G Agency Inc.
Torrington
Litchfield County Agency Inc.
Vernon
Wolff-Zakin & Associates
Waterbury

Root & Boyd Inc.
Hollis D. Segur Inc.

DISTRICT OF COLUMBIA

Washington

International Risks Inc.
The Mutual Insurance Agency Inc.
Wright & Co.

FLORIDA

Bradenton
Bradenton Insurance Inc.
Daytona Beach
Jay Adams & Associates Inc.
Fort Lauderdale
Emery-Richardson Ine.

Hollywood

Smith Watson Parker Inc.

The people with

know-whoin

PHILADELPHIA

are
H. C. KNIGHT & COMPANY
320 Walnut Street
923-5440

SEE OUR AD ON PAGE 4



Jacksonville
Cecil W. Powell & Co.
Key West
The Porter Allen Co.
Miami

Gallagher-Cole A5sociates
Seitlin & Co.

Miami Shores
Everett & Associates Inc.
Orlando
Herndon, lles & Scott Inc.

St. Petersburg

Bennett Wallace Welch & Green

Insurance Inc.

Tampa

Plan Services

Poe & Associates Inc.

GEORGIA

Athens
Athens Insurance Inc.

Atlanta

Merritt & McKenzie Insurance

Agency
Columbus

Columbus Interstate Insurance
Agency
VWoodruff-Robinson Co.

Dunwoody
Oberdorfer Insurance Associates
Lithonia

Cameron & Roberts Insurance

Agency

HAWAII

Honolulu

King & Neel Inc.

ILLINOIS

Arlington Heights
Kehe, Foy & Snelten Inc.
Chicago

Alper Services Inc.
The Associated Agencies Inc.
Fred S. James & Co. Inc.

James S. Kemper & Co.
Lamb, Little & Co.

Mack & Parker Inc.
MeManus & Pellouchoud Inc.

Near North Insurance Agency Inc.
Rollins Burdick Hunter Co.

Ryan Insurance Group
Decatur
J.L. Hubbard Co.
Elmhurst
Davis-Grosse Inc.
Hinsdale
Morency & Associates Inc.
Morton
The Barger Agency Inc.
Oak Brook
Boockford & Co.
Oak Park
Paris-O'Day & Reed Inc.
Palos Heights
Payan-Stitt Corp.
Park Ridge
Meeker-Magner Co.

Rolling Meadows

Executive Motivation Inc.

Arthur J. Gallagher & Co.
Schaumburg
Industrial Insurance Agency Inc.
Wheaton

Langan, Haeger, Vincent & Born
Inc.

INDIANA

Camden
The Pettiner Agency Inc.

Elkhart
SJV Insurance Inc:

Hobart

J.D. Smith & Associates
Indianapolis

Affiliated Agencies Inc.

Associated Insurance Managers
Inc.

Associated Program Managers Inc.

Mossler Insurance Agency Inc.

Johnson-Hoffman

Lafayette

Mayerstein-Burnell Co. Inc.

Marion

Insurance

Agency Inc.

Continued on following page

Ihtefnational -training and education: we've
taken the-difficulff out of placing
coverage for this special market.

Whether it's a U.S. company sending employees overseas for
" ¥training or foreign participants-coming here;special coveTage
is %vailable' .on a group or -individual basis. Coverage like
repatriation, basic acciddnt and.,sickness, major medical,
limited dental, and accidental death and dismemberment.

We've provided coverage for over 100,000 participants in the U.S. and abroad over
the last 15 years. The insurance company has the highest Best's rating. and »a great
' deal of experience,Pleaheecontact us for more information on individual or tailor--
made group plans. Broker:inquiries-invited. BROKERS&.cot.

INTERNATIONAL UNDERWRITERS, INC. 1 <{> J.
uJ

INSURANCE"' BROKERS & CONSULTANTS

INVESTMENT BUILDING WASHINGTON, D.C. 20005 703-790-5665

Karen Buhr, R.N.used tohave more to
worry about than little April Lin.

Here's how Benefacts helped
Bryan Memorial Hospital create
and produce benefit reports and
pension plan descriptions to
show their employees they care.

Frorn newborns to

the elderly, a hospital
employee's job is caring for
people. That's why Bryan
Memorial wanted to show

Karen Buhr and their other

employees that caring isn't a
one-way street.

Bryan Memorial chose
Benefacts to create and
produce personalized bene-
fit reports and pension plan
descriptions that effectively
communicate what the
hospital is doing for each of
their 1,285 employees. A
follow-up employee survey
showed. enthusiastic appre-
ciation for the Benefacts
reports. Said E. G. Edwards,
President of Bryan
Memorial,"Wewerelooking
for results, and Benefacts. is
results-oriented.”

Benefacts, a subsidiary
of Alexander & Alexander
and part of the Human
Resource Management
Group, can solve more than
just your benefits commu-
nication problems. We'd like-
to tell you more about our

total capabilities. Write or
call us at Benefacts,

Hampton Plaza, 300

East Joppa Rd., Dept. E, =- 1 .
Baltimore, Maryland 21204.

(301) 296-5500.

®

A Subsidiary of Alexander & Alexander Inc.

Beneicts, the single source

for employee informatlon sxstems
and communleation- services.
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Continlted from preceding page

IOWA

Burlington
Dwight-Naylor Insurance Agency
Council Bluffs

Insurance Agents Inc.

Cedar Rapids

American Insurance Associates

Inc.

KANSAS

Kansas City
Merriam, Ellis & Benton
Wichita

Insurance Management Associates
Inc.

KENTUCKY

Lexington
Buckley & Co. Inc.

Louisville

Nahm, Turner, Vaughan & Land-

rum Inc.

ARE CAPTIVES STILL FEASIBLE?

Although recent |.R.S. rulings may hinder the
development of many captives, limitless

opportunities still abound for the captive
concept, including those corporate or

association

clients

with substantial

workmen's compensation or group life/health

premiums.

Let Landmark help you or your client (agents

or brokers are fully protected) by giving you

full information, performing a feasibility

study if necessary, and generally advising
whether a captive is a possibility.

With our new Bermuda office Landmark can

perform all startup and management
functions for its captive insuror clients.

FOR AN INFORMATIVE BROCHURE, CONTACT

Mr. William E. Thompson, President
LANDMARK MANAGEMENT CORPORATION

1515 Classen Boulevard - Oklahoma City, OK 73106

C LL) WND/MARK

GROUP

INSURANCE SERVICES OF THE \Ur'

Allen A[. Reager Co.
Madisonville
Brown & Holloway Inc.
Owensboro

Insurance Center of Owensboro

Inc.

LOUISIANA

Baton Rouge

The Insurance House of Baton

Rouge Inc.
Crowley
Williams Insurance Agency Inc.
Lafayette

Dwigh W. Andrus Insurance
Agen Dy Inc.

Monroe
Seymour Insurance Agency Inc.

New Orleans

Bailey, Engelhardt & VVega Insur-

ance Agency Inc.
Kessler-Bodenheimer

Shreveport

Pinson Calhoun Insurance Agency
Inc.

MAINE

Portland
Clark Associates
Rockland

W.C. Ladd & Sons Inc.

MARYLAND

Baltimore

Conso.ida-ed Insurance Center
Inc.
Maury. Donnelly & Parr Inc.

Strasco Insurance Agency Inc.

Bethesda

Bogart & Brownell
Harry A. Latimer & Son

Glen Burnie

Robertson Commercial Agency

Rockville

Brend.er Insurance Agency Inc.

ADUNCANSON & HOLT GROUP COMPANY

DUNCANSON & HOLI INC.

Underwriting managers and administrators for the

American Accident Reinsurance Group (AARG),

the largest accident and health facility in the world.

99 JOHN STREET NEW YORK, N.Y. 10038 / (212) 233-2016

TELEX 423966 / WU: 12-8149 / CABLE ADDRESS: DUNCANHOLT New York

OFFICES IN SAN FRANCISCO | NEWARK | RIO DE JANEIRO

MASSACHUSETTS

Beverly

Leslie S. Ray Insurance Agency
Inc.

Boston

John J. Williams Insurance

Agency Inc.

Dedham

Francis M. Walley Insurance
Agency Inc.

Holyoke
R.J. Saex Insurance Agency Inc.
Lowell
Cantor & Co.
Lynn

Admiral Insurance Agency Inc.
Columbia Insurance Agency Inc.

Mansfield

New England Security Insurance
Agency Inc.

Methuen
Catalano Insurance Agency Inc.
Millbury
C.D. Whitney Agency Inc.
Natick
Carlin Insurance
Newton

Yale Goldman Insurance Agency

Inc.

Macintyre, Fay & Thayer In-
surance Agency Inc.

Springfield
Baldwin, Simons & Campbell Inc.
Wellesley

Limric Brothers Insurance Agency

VWoburn
L. Robert DeSanctis Insurance
Agency Inc.

VWorcester

Insurance Marketing Agencies

Inc.

MICHIGAN

ANN Arbor
Underwriters Corp. of Ann Arbor
Battle Creek

Worgess Agency Inc.
Dearborn
Fairlane Associates Inc.
Flint
Braun & Braun Inc.
Holland

Holland Insurance Agency Inc.
Lamse Agency Inc.
Wolbrink Agency Inc.

Howell
AKin-Akin Inc.
Huntington Woods
Phillip Margolis & Co.
Lansing

Metz, Lecy, Barnes & Thias Insur-

ance Agency Inc.
Stratton & Stebbins Inc.

Manister
Boyer Agency

Saginaw
Saginaw Underwriters Inc.

Southfield

Agins Agency Inc.
Meadowbrook Inc.

Poyle Associates Inc.
St. Joseph

The John De Vries Agency Inc.

MINNESOTA

Edina

M.E. "Micky" Lane Inc.
Minneapolis

Horizon Agency Inc.
Nordstrom-Larpenteur Agency

Inc.

MissIsSIPPI

Tupelo

IFM Insurance Inc.

MISSOURI

Caruthersville

James R. Moore Insurance Agency
Inc.

Kansas City

Financial Guardian Insurance
Agency Inc.
The Gilbert-Magill Co.

Haas & Wilkerson Inc.

R.B. Jones Corp.
Woodsmall, Frick & Innis Inc.

St. Louis

Abramson-Meltzer Agency

Lawton-Bryne-Burner Insurance
Agency Co.

Springfield

Barker-Phillips Inc.

MONTANA

Helena

Montana International Insurance

Inc.

NEBRASKA

Grand Island

Stephens Ryder Wenger

NEVW HAMPSHIRE

Manchester
Stone & Michaud Inc.
Nashua

The Sadler Insurance Agency Inc.
Slawsby Insurance

Rochester

Kendall Insurance Inc.

NEW JERSEY

Clifton

Taylor/Cohen/Rudolph & Gia-

conia Co. Inc.
Collingswood

Underwood Insurance Agency
Inc.

Englewood
Popkin Lebson Bergstein Inc.
Florham Park
Alvin S. Trenk Associates
Holmdel
Business Coverage Corp.
Kenilworth
America's Insurance Center
Livingston
Wharton/Lyon & Lyon
North Wildwood
Cape Insurance Center Inc.
Parannus

Insurance Professionals Inc.
National Insurance Associates

Titan Agencies Inc.
Piscataway

Ulrich, Voorhees, Warner As-
sociates

Ridgewood



Cook & Knight Associates
South Orange
The Morris Agency Inc.
Teaneck

G. Lofberg Inc.

Verona

Raymond G. McCarthy & Co. Inc.

Washington
Bowers, Schumann & Welsh
Westwood

I.R. Weinraub & Co. Inc.

NEW MEXICO

Roswell

RBS Insurance

NEW YORK

Albany

Austin & Co. Inc.

Armouk

Leonard C. Ketchum & Son Inc.

Binghampton

Couper-Ackerman-Sampson Inc.

Briarcliff Manor
Frank B. Hall & Co. Inc.
Bronxville
Coulter & Groner Inc.
Brooklyn
Sindell & O'Keefe Inc.

Buffalo
E.T. Clauss & Co. Inc.

Fitzpatrick, Danahy Inc.
Edmund D. Stevens Inc.

Clifton Springs

Richardson, Hagerman' Agency

Inc.
Elmira
Perry & Swartwood Inc.
Forest Hills
Pro-Tec Management Corp.
Great Neck

American Coverage Corp.
National Preferred Risk Inc.

Richard Thomas Agency

Hamburg

Jacob Hauck & Son Inc.
Haverstraw
The Ducey Agency Inc.

Jericho

National Coverage Corp.

Lake Success

Blumencranz, Klepper & Wilkins

Ltd.

Manahasset

Hess Morris Lebenson Inc.

Manlius

Goode & Webster Inc.

Monticello

Gersten-Hillman Agency Inc.

Rhulen Agency Inc.
Nanuet
Don Liebert Inc.

New City
The Corpezzi Agency Inc.

New York City

Adams, Scott & Conway Inc.

Alexander & Alexander Inc.

B.R.l. Coverage Corp.

Corroon & Black
Frank Crystal & Co. Inc.

Foa & Son Corp.
Frenkel & Co. Inc.

Joseph G. Gray Inc,

Group Services Administrators

Inc.

Joseph Held Co. Inc.

Johnson & Higgins
Thos. E. Leeds Co. Inc.

Marsh & McLennan Cos. Inc. Rockville Center

Montgomery & Montgomery Inc. ) i
P . Ludwig Nussbaum & Associates
olar International

John M. Riehle & Co. Inc. .

Roslyn Heights
Schiff Terhune International Inc.
Schwartz, Hirtenstein & Co. Inc. Friedman & Friedman
Carl S. Stecker & Associates

United Coverage Consultants Inc. Scarsdale
Irving Weber Associates Inc.

9 John G. Lambros Co. Inc.
Weissman & Weissman Inc.

Niagara Falls Schenectady

Lawrence-Van Voast Inc.
Frank Pertetti Inc.
Ter Bush & Powell Inc.

Warren-Hoffnman & Associates Inc.
Orchard Park

Gernold Agency Inc.
Staten Island

Pittsford
D.M.A.S. Inc.

L. G. Loomis & Co.

Utica
Plainview

Sidney I. Friedlander Inc.
The Redwood Agency Inc.

Pleasantville Valley Stream

Dayton, Corey & Dubben Inc. All Coverage Agency Inc.

Rochester White Plains

Hatch-Leonard Inc. Fanwick & Rubin

Iitibank

NORTH CAROLINA

Greensboro

Richardson Corp.

NORTH DAKOTA

Fargo

Dixon Insurance Inc.

Rust Insurance Agency Inc.

OHIO

Ashtabula

Stouffer-Herzog-Otto Insurance

Agency Inc.

Canton
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Cleveland

Insurance Management Services

Inc.

Columbus

The McElroy-Minister Co.
Dayton
First Insurance Agency Corp.

Gibsonburg

Securance Services Inc.
Lima

0O' Connor-MelLaughlin Co.
Stolly Insurance Inc.

Toledo
Wellington F. Roemer Insurance

Inc.

OKLAHOMA

Independent Insurance Service

Corp.
Cincinnati

Walter P. Dolle Inc.

participant
recordkeeping

Accurate, fast,
flexible reporting

Oklahoma

North American Insurance

Continued on following page

Citibank offers you a new and in-
novative recordkeeping system,
designed to be of maximum use in
the administration of your profit-
sharing, savings, thrift, or employee
stock-ownership plan-or of your
Tax Reduction Act stock-ownership
plan (TRASOP), if your company has
adopted or is considering one.

Accuracy: the first and foremost
factor. To be effective, your record-
keeping system must be right. Not
just most of the time, but all of the
time. This new Citibank system is
structured and staffed to achieve
unvarying standards of accuracy -
through programming confirmation,
continuous audits, and specific con-
trols covering such "risk areas" as
data input, reconcilement of trust
asset statements, and authorization
of benefit payments.

Todays reports today. Your em-
ployees get their statements of cur-
rent benefits and their tax data on
time-right when they need them.

That's the way you get your corporate

reports, too -in some thirty catego-
ries, in all, ranging from reports on
the current status of all participants
to the determination of withdrawal

and termination values.

Flexibility is built-in. Your benefit
plan is not engraved in stone. From
time to time, changes in such factors
as legal requirements and limitations,
your company's benefit plan objec-
tives, inflationary pressures, etc.

will suggest certain modifications.
Citibank's new system is designed
with the flexibility to accommodate
such changes, whenever appropriate,
without undue disruption or cost.

Citibank's full line of employee
benefit fund services. Citibank

has wide experience in all aspects of
benefit programs-and is responsible
for $11 billion of employee benefit

Citibank, N.A.

Investment Management Group

Employee Benefit Funds Dept.

One Citicorp Center, New York, N.Y. 10043

0 Please send me a copy of your brochure
'The Citibank Recordkeepers:'

0 I'd like to talk directly with a Citibank

fund assets. We are equipped not
only to act for you as recordkeeper-
but also as directed or master trustee,
as investment manager, in virtually
any capacity that will serve you. We'd
welcome the opportunity to discuss
such a relationship with you.

Our booklet "The Citibank Record-
keepers" gives an informed overview
(and some criteria that may not have
occurred to you) on this subject. The
coupon will bring you a copy, without
obligation. Or, if you prefer, call
Kenneth J. Hunt, Vice President, at
(212) 559-9895.

recordkeeping specialist. Please have one call me.

Nprn' Tit B Bl
Company

Arlrirpqg” City

Ct.te 7 +— PPhonmne

CITIBAN<O
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Continued from preceding page
Agency Inc.

PENNSYLVANIA

Ardmore

The Simkiss Cos.

Bala Cynwyd

Evans, Conger, Broussard &

McCrea

Chambersburg

McDowell Insurance Inc.

East Stroudsburg
Crowe Insurance Agency
Elkins Park
Allman & Co. Inc.
Erdenheim
Clair Insurance Agency Inc.
Erie
Colwell James & Hart Inc.
Jenkintown

Palley Simon Associates
The Zimman Group

Johnstown

TIME FOR A VALUATION!

Do you need to know the Fair Market Value of your firm

for:

O Your estate plans

O Sale to junior partners

Legal disputes
ESOTS

Divorce

Merger

Call: (213) 413-4080
(415) 956-7474

Establishing bank credit

Purchasing another agency

Setting a formula for buy-sell agreements

Russell R. Miller & Co., Inc.

Specialists for the insurance industry

Corporate Headquarters:
300 Montgomery Street
San Francisco, California 94104

(415) 956-7474

*CPCU

Los Angeles (213) 413-4080
New York (212) 964-7373
Chicago (312) 878-4477
London ( 01)588-3908

THE ......Of CHARTEREO PROPERTV
G CASUALT¥ UNDERWRITERS

Inter-Regional Seminar

LOOK 14%'Ci IFOR

THE RIGHT

CO'""'BIX'TION

IN RISK

RETENTION

e

SELF-INSURANCE

The Gleason Agency Inc.
King of Prussia
Warren & Welsch Co.
Newtown
Johnscn, Kendall & Johnson Inc.

Philadelphia

The Hirshorn Co.

Paul He-tel & Co. Inc.

H. C. Knight & Co.
Watlington & Cooper Inc.

Pittsburgh
Babb Inc.
Upper Darby
Wagner Taylor Co.

Wynnewood

Waber-Odell Co.

RHODEISLAND

Woonsocket

Keough-Kirby Associates Inc.

SOUTH DAKOTA

Rapid City
1st American Systems Inc.
Sioux Falls

Howa.t-McDowell Insurance Inc.

TENNESSEE

Athens
Athens Insurance Co. Inc.
Knoxville

City and County Insurance Agency
Inc.

Flenn.ken Financial Services Inc.
Memphis

Cook, Tradwell & Harry Inc.
E.H. Crump Cos. Inc.

DEVELOPING THE TOOL OF RISK
RETENTION & SELF-INSURANCE

a practical semirar

with emphasis on implementation!
August 27-29, Boston, Mass.

FIND OUT HOW TO:

- establish and operate a self insurance pro-

gram through examination of a model risk

- create a captive

- analyse all exposures

- insure a portion of the risk and present

reinsurance portions to underwriter

* obtain proposals - excess, surplus, reinsur-

ance, etc.

- understand tax implications

* maintain loss control and cost effective pro-

cedures

Limited Enrollment -

send check for $175

payable tc
Society of CPCU, or

For More In formation write:

ROBERT M. FINAN, CPCU

Director Of Continuing Education
KAHLER HALL, PROVIDENCE RD.

(CB NO. 9)

MALVERN, PA 19355

Or Call (215) 648-0440

Nashville

Martin Hayes & Co. Inc.

TEXAS

Amarillo

DeGrassi-Bates Co.
Ordway-Saunders Co.

Jim Perkins & Associates
Austin

C.A. Schutze Agency

Southwest Insurance Assn. of

Austin Inc.
Beaumont
Gulf Coast Insurance Agency

Corpus Christi

Shelton-National Insurance

Agency
Dallas

Lignon, Grump & Lignon
Kenneth Murchinson Co.

Arthur L. Owen Co. Inc.

Producers Exchange Inc.
El Paso
Concord Insurance Agencies
Ft. Worth
L.T. Baton Insurance
Houston

ANCO/rhe Anderson Co.

David Bynum Insurance Inc.
Comiskey Insurance Agency Inc.
Houston Mutual Agency Inc.

Reiss-Pleasant Insurance Agency

Inc.

Wayland Hancock Insurance
Agency

Sol L. Wisenberg Insurance
Agency

John L. Wortham & Sons Agency

Longview

Gans & Smith Insurance Agency
Inc.

McAllen

Whittsitt Ralston & Stiff Agency

Inc.
San Angelo
Trimble-Batjer-Cobb Insurance
San Antonio

Harding-Conley-Drawert-Tinch
Insurance Agency

Sherman
Harris, Hall, Blanton & Dunham

Tyler

Bosworth-West & Co.

UTAH

Salt Lake City

Fred E. Moreton & Co.

VERMONT

Burlington

Hackett, Valine & MacDonald Inc.
Smith Bell & Thompson Inc.

Rutland

Kinney, Pike, Bell & Conner Inc.

VIRGINIA

Norfolk
Walker-Parks Insurance Corp.
Reston

Independent Insurance Center
Inc. Agency

Richmond

Insurance Management Inc.

WASHINGTON

Bothell

Marshall Paris Insurance Inc.

Spokane
May-Davis Inc.
Tacoma

Raleigh, Mann & Powell, Schwartz,
Shera & Associates Inc.

WISCONSIN

Brookfield

First Associated Insurance Agen-
cies Inc.

Delavan
Johannesen-Farrar Inc.

Madison
Rhodes-Gallagher-Schock Inc.

Milwaukee

Fitzgerald, Clayton, Noyes & Kas-

ten Inc.

Gollusch, Klotsche & Hiller

J. P. & Associates Inc.

Laub Group Inc.
Robertson-Ryan & Associates Inc.

Racine

Insurance Planning Consultants
Inc.

CANADA

Montreal

Seymour Alper & Co. Ltd.

Andre Gauthier & Associas Inc.

Lechance, Bertrand Benoit &
Lavigne Ltd.

Morris & MacKenzie Ltd.

Osborn & Lange Ltd.
St. Johns

Johnson Insurance Ltd.
Toronto

Dale & Co. Ltd.

Hunter, Rowell & Co. Ltd.

Reed Shaw Osler Ltd.

Tomenson Saunders VWhitehead
Ltd.

Victoria, B.C.

Harbord Insurance Inc.

PUERTO RICO

Mayaguez
Gomez & Cia Inc.
San Juan

South Continental INnsurance

Agency

The people with

know-who in

CINCINNATI

KREIDLER-SHELL, INC.
250 Central Trust Building
381-0500
SEE OUR AD ON PAGE 4
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In Wichita, sons thrive in changing marketplace

By KATHRYN J. McINTYRE

WICHITA-Executives at Insur-
ance Management Associates Inc.
here claim the performance o ftheir
52-person agency proves you don't
have to represent a multi-million
account to an agency or be the
client of a national broker to get
sophisticated risk management
services and insurance marketing.

With the spotlight invariably fo-
cused on the largest U.S. brokers,
the work of a well staffed, aggres-
sive, independent, regional broker
is easily overlooked, except by na-
tional houses scouring for acquisi-
tions.

IMA insists it does a better job
for its 2,000 clients on its Kansas
turf than the national brokers will
or even could through their
facilities in the area. It prides itself
on the computer and safety en-
gineering services it delivers not
just to its largest clients, but also to
its bread-and-butter accounts in
the $25,000 to $75,000 premium
volume range.

"We're the poor man's risk man-
ager,” chairman Paul C. Yankey
Jr., 59, likes to say. His assistant,
Sandy Broadstreet, explained,
"We work with one-man shops,
risk managers and controllers and
entire insurance departments. We
take our professional services
-in-house engineering and com-
puter services-to the local area
and also give them to small in-
sureds on a no fee basis.” Execu-
tive vp Joe E. Moddrell Jr., 50, said.
"On claims and safety services,
we're stronger staffed for our vol-
ume than anyone I've looked at.”

If proof can be found in growth
figures that reflect client confi-
dence, then IMA has the evidence
to support its claims of superiority.
Its 1977 premium volume of $16
million was more than four times
the combined premium volume of
the three agencies that merged in
1973 to form Insurance Manage-
ment Associates the next yecar.
Gross revenues have increased
steadily and are on target to more
than double in 1978 the $1 million
earned in 1974. IMA's client roster,
which includes such notables as
MBPXL Corp. and The Coleman
Co. Inc. won from larger brokers,
further supports its claims.

But IMA didn't just fall into
dominating the Kansas market.
Three second-generation insur-
ance agents-Mr. Yankey, Mr.
Moddrell and William C. Cohen
Jr.-merged their fathers' com-
panies with the clear intention of
improving their service capabili-
ties in the fast changing commer-
cial insurance marketplace.

"We were all commercial agents
with similar sized accounts, the
largest around $150,000 to $200,000
in premiums," recalled Mr. Cohen,
41, IMA's president. "Separately,
we knew we couldn't do it,” Mr.
Moddrell continued, "so we agreed
to invest in the future together.”

Their pooled resources were
funneled into developing comput-
er programs for reporting losses to
clients, programs based on a
claims and loss recording system
developed 20 years ago by Mr.
Cohen after he graduated from the
Wharton School. They hired a
safety engineer who now directs a
four-man department. And they
hired young, excited, talented
people and paid them well, a fact
the staff will attest to without their
bosses around.

It' s worked to set IMA apart from
other brokers in the area, the ex-
ecutives maintain. "We developed
the systems,” Mr. Cohen said, "and
we all knew people so we got in the
doors. Then we started to secure
the business.” Now their largest
account tops $5 million a year in
premiums.

Mr. Cohen sold MBPXL Corp. on

his agency in 1974, for example,
with a 41-page report on insurance
versus non-insurance and by con-
vincing the corporation his agency
could service a self-insured ac-
count. Mr. Cohen had been the
agent for Kansas Beef Industries
Inc., which merged with Missouri
BeefPackers Inc. to form MBPXL.
Ordway-Saunders Co. was MBP's
broker. Today, IMA administers a
trust fund for MBPXL to pay
medical-only workers compensa-
tion claims and IMA engineers de-
veloped safety programs which
have cut the company's workers
compensation modifier nearly in
half.

IMA won the Coleman account
in January. competing with Marsh

& McLennan, Johnson & Higgins,

and R.B. Jones. Coleman

risk/insurance manager Thelma

McCreery said, "IMA came up with
the innovative plan for our product
liability,” replacing a retro plan
with substantial self-assumption
of risk. Now IMA has the Coleman
casualty account.

"We're not just insurance agents
selling policies. We're risk man-
agers," Mr. Cohen asserts, explain-
ingwhyhisagencywasabletoland
the MBPXL and Coleman ac-
counts when he sees comparable
business in other areas is going to
the national brokers.

Detailed computer printed loss
reports combined with the exper
tise of insurance company trained
safety engineers produce an effec-
tive loss control effort for clients,
the agency says. Mr. Yankey ob-
served, "Insurance companies give
you losses in dollars. Period. Hope-
fully it's your customer's and the
right year. But we need reports to

give to management.”

IMA loss reports detail workers
compensation losses, for example,
by plant, department, shift, cost,
type of accident and even the
employe’'s length of employment.
IMA has found it's the five and
six-year employe who is most ac-
cident prone. While the new or old
employe is more careful out of
inexperience or experience, Mr.
Yankey suggests the five and six-
vyear employe is afflicted with a
case of "familiarity breeds con-
tempt.”

For top management, losses are
detailed by plant. department
shift, frequency per man hour and
cost per man hour. The latter is
especially effective, Mr. Yankey
observed, "because when work
comp costs exceed profit of a de-
partment, something happens real

-~PROPERTY LOSS REPORT

quick."”

Safety service manager Francis
L. Ludvicek agreed, noting that
losses are keyed to the production
or profit standards of an individual
company. Losses reported to an oil
drilling company, for example, are
keyed to the number of holes
drilled. "The concept of safety has
to be on a dollar basis. You can't
argue humanitarian reasons."”

Detailed loss reports may con-
vince management that safety pro-
cedures must be adopted, but then
a program has to be available. A
testimony to the quality of work
IMA engineers do are repeated re-
guests from insurance companies
for permission to implement for
their clients the program Mr. Lud-
vicek had developed for meat proc-
essing plants.

Still. losses occur and they are

Continued on following page
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WWichita broker...

Continued from preceding page

keeping claims manager Kay Bar-
rett and her eight-person depart-
ment buzzing. The first and for a
time the only claims representative
IMA had, Ms. Barrett concedes her
department may now appear over-
staffed compared with other agen-
cies processing, for example, 967
new claims jn May. "But we do it
differently here," she explains.
When a loss is reported, the claims
representative for the account ver-
ifies the coverage, types a complete
loss report for the insurance com-
pany and a loss report for the
agency's records for computer

entry. Then the insurer is pres-
sured to close the claim.

The agency's in-house records,
in addition to providing the statis-
ties for loss control, keep tabs on
the insurers, keep the broker
abreast of any developing problem

888 - -

Seyenth Aven
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accounts and provide quickly loss
reports needed for renewal negoti-
ations, Ms. Barrett detailed,
While the Wichita broker is
proud of the advanced technology
it employs, it also holds on to a bit
of past underwriting practice that
has generally been discarded by
others. "On property underwrit-
ing, we still draw fire maps" Mr.
Yankey gloats. "l feel good when |

have the map and it's better for my
client,”

Mr. Yankey also proudly notes
the firm employs a fire protection
engineer who is HPR qualified and
an appraisal engineer, along with
two casualty engineers. Mr. Mod-
drell observes, "A property un-
derwriter can in a moment under-
write a risk with our reports.”

Maintaining IMA has the edge on

other brokers in Kansas with the

= —1.2%6— 1
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services it offers, the IMA execu-
tives also refuse to concede that na-
tional brokers may have an insur-
ance marketing edge. "We find
more often that carriers are more
willing to work with us than the
nationals,” Mr. Cohen quipped.

Mr. Cohen does confess "we
haven't found the key to working
properly with Lloyd's. We're get-
ting better results with the domes-
tic carriers.”

Though technically insurance
agents are prohibited in Kansas
from charging fees rather than
commissions, Mr. Cohen counters,
"I'm selling a service. So we de-
termine the fee we want and adjust
the commission." Generally the
charge is based on expenses with a
15% profit margin.

IMA has basically defined its turf
as Kansas, "though if we felt we
could handle an account that is
elsewhere, we would entertain it,"
Mr. Cohen said. The agency is now
looking for more producers and to
embark on a more aggressive
prospecting program. Unable to
follow-up on all the referred busi-
ness, IMA became somewhat
con'tplacen: about hustling new
accounts, Mr. Moddrell confessed.
The agency also wants to beef up
its employe benefits business
which now accounts for 79 of

revenues.

Asked if there's a limit to how
large the principals want IIVIA to
grow, Mr. Moddrelllaughed, "Yes.
It was about two years ago.” More
Mr. Cohen added,

"That's pretty accurate, But really,
it's what we can service.” That's

seriously,

constrained right now, he con-
tinued, by the limited office space

Photo Kathryn J. Mcintyre

Wichita IMA executives, left to right, senior vp Richard Matassarin, ex-
ecutive p Joe ll/oddrell and president William Cohen.

for new staff. Though the firm has
leased more sp:ce in its current
location, everyone is anxiously
watching the lot across the street
from the present quarters for signs
of the new building that IMA is

erectins there.

Though the c:,mmercial insur-
ance buyer may cnly notice an
agency': employe morale as it's re-
flected by the pesonality of the ac-
count executive cr claims rep-
resentative, IMA executives credit
their agency's s.ccess to the vital-
ity, enthusiasm and profession-
alism of their young staff-the av-
erage age is 33.3ut as with IMA's
development, tte esprit de corps
didn't appear by nance. It's fos-
tered by manLgement through
such gestures as popping a bottle

INn The Market For

of champagne at 11 a.m. to cele-
brate the birth of a son to an agency
employe to conducting CPCU
classes for interested employes
National

brokers have

ap-
proached Insurance Management

Associates about

rmerger
sibilities, but so far the overtures

pos-

have fallen on deaf ears. "We like
our autonomy.,” Mr. Cohen says,
and the prcspect of spreading
ownership of the firm among em-
ployes. There are 10 voting stock-
holders now with more to come.
"We're so competitive,” Mr.
Moddrell observed, "why join
them when you can fight them?"”
And, he might have added, "so
successfully," since the agency has
never lost an account to a national
house but has already taken away a
Fx=al¥f cdAdco—c=r_ -
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You Need Improved Risk Mutuals

We are a specialized large lines insur-

ance facility for our Member Colipanies,

writing property insurance (incliding In-

land Marine and Excess) on commercial,

Industrial and institutional properties. In

addition to our broad experience and

prevention advice

- One Inspection Service - fire loss

Individual Risk Underwriting - com-

petitive rates, individual attention

One Claim Service - expelenced in

expertise in shopping centers ard mails,

we offer these valuable benefits

handling large losses

Financial Strength - backed by Mem-
ber Company combined total assets
of over $3.000,000.000.

A Single Property Policy - large ca-
pacity from $150,000 up

SAN FRANCISCO
415/986-2960

DALLAS
214/630-2144

LOS ANGELES
213/843-8400

DETROIT
313/357-5253

iIRmM

INSURANCE

Emergency Preparedness - represen-

tatives in key cities coast-to-coast

Contact a Member Company beliw for

details on how you can benefit wit, IRM.

CHICAGO
312/782-5965

NEW ENGLAWD
914/946-35(0

ATLANTA
, 404/451-7091

GREENSBOR]
919/274-2952

IMPROVED ASK MUTUALS
914/946-3300
15 NORTH BROADWAY, WH,TE PLAINS, N Y 10601

AMERICAN MANUFACTURERS
CENTRAL MUTUAL

EMPLOYERS MUTUAL CASUALTY
GRAIN DEALERS

INDIANA LUMBERMENS

IOWA NATIONAL

LUMBERMENS MUTUAL CASUALTf
THE LUMBERMENS MUTUAL

MERCHANTS MUTUAL
MICHIGAN MILLERS

MICHIGAN MUTUALINSURANCE
MILLERS MUTUAL
PENNSYLVANIA LUMBERMENS
PENNSYLVANIA MILLERS
UNIGARD MUTUAL

UTICA MUTUAL



In N.Y., 3 partners

By ELLIS SIMON

NEW YORK-Conventional wis-
dom says one does not start an in-
surance brokerage business when
the markets are tight. Yet, Richard
Nausch, Matthew Hogan and Wil-
liam Murray did just that in 1976
and apparently have succeeded
despite the odds.

In less than two years their firm,
Nausch, Hogan & Murray, has
grown from a staff of four to 15 and
currently places approximately
$10 million in premium.

The three partners went out on
their own after their previous em-
ployer, Underwriters Service Inc.,
was acquired by Reed Shaw
Stenhouse Inc. With 50 years com-
bined experience, said executive
vp Matthew Hogan, "there were
many people willing to support us
who liked the idea of somebody
starting something new."

The property and casualty com-
panies were coming off the
greatest underwriting losses in
their history when the firm began
operations in August 1976, recalled
president Richard Nausch. Not
only were companies reluctant to
accept many types of risks, but
they were unwilling to deal with
new brokers, he explained.

In New York, the insurance
companies were able to reach their
allotted capacities quickly just by
accepting business from brokers
and agents with whom they had
long-standing relationships, he
added.

However, it was not necessary
to have accounts with every
property/casualty company, Mr.
Nausch said. When Nausch, Hogan
& Murray began operations, it was
admitted at about six or eight "top
name markets" he said. That
number has since risen to about a
dozen.

With the property/casualty mar-
kets as restrictive as they were, the
three principals chose to develop
their company by going where
they had experience and the mar-
kets were somewhat softer.

As a result, almost two-thirds of
the firm's volume is in marine
lines. Both Mr. Hogan and Mr.
Murray had considerable marine
expertise before starting the firm
and marine markets were more ac-
cessible than the property/casualty
insurers. "In marine we had no less
than 20 to 25 markets available to
us," said executive vp Matthew
Hogan.

Another significant part of the
overall business is placing satellite
coverage. Mr. Nausch gained ex-
pertise in this field 12 years ago
when as a broker in Washington he
placed coverage on the early Com-
sat satellites. Other than Marsh &
MelLennan, Nausch, Hogan &
Murray is believed to be the only
American brokerage firm actively
involved in placing such risks.

This business should expand
significantly once the Space Shut-
tle begins regular operations,
added Mr. Nausch.

Cargo insurance accounts for the
largest part-about three-fourths-
of the firm's marine book, accord-
ing to Mr. Hogan. It is an attractive
business in that cash comes in
right away, unlike property cover-
age that may have annual pre-
miums, he added.

Cargo rejection insurance, a spe-
cialty of the firm, accounts for 10%
of the overall volume, according to
Mr. Nausch. The coverage, pur-
chased mostly for perishables, pro-
tects importers against losses in-
curred when their goods are not
permitted to enter the United
States, explained senior vp Wil-
liam Murray.

For the most part, Nausch,
Hogan & Murray services medium
size accounts that average about
$250,000 in annual premium. "We

Pho.c: ELs Simon

Nausch, Hogan & Murray partners began operation in August 1976' They
are (from left) William Murray, Richard Nausch, Matthew Hogan.

don't go after Fortune 500 ac-
counts,"” said Mr. Hogan.
In addition many of the firm's

placements are for large premium
coverages, meaning less paper-
work is involved comoared with

31—

similar-volume firms and that
means fewer people required to
process that paperwork, he said.
With accounts of that size often
"we service them as their insur-
ance department,” said Mr. Mur-
ray. Trading companies don't
normally have risk managers and
they don't have big concentrations

of values and employes, added Mr.
Nausch.

While marine insurance ac-
counted for the lion's share of the
business during its first two years,
"we don't know what the next two
years will be like," said Mr. Hogan.
He added, however, that the firm
writes all lines and hopes- to ex-
pand greatly in the casualty area as
those markets loosen up.

Mr. Nausch looks for continuous
growth ofthe firm both through in-
ternal growth and a possible ac-

parlay marine experience

quisition. An acquisition would
provide the firm with geographic
spread, new people and greater
market identity, he explained.

That would be particularly help-
ful as the firm tries to expand into a
full service property/casulty brok-
erage organization as well as a
marine operation. "Another com-
pany would add access to the
(property/casualty) markets," said
Mr. Nausch. He added that the firm
is currently looking at several
prospective partners of equal or
smaller size.

But, rather than try to anticipate
what the firm will be like in the
future, "l like to think of what we
don't want to become," said Mr.
Nausch.

"l wouldn't want to be in a posi-
tion where people could capitalize
on our deficiencies in service and
responsiveness." .

SOME PEOPLE'S QUICK PAYMENT POLICIES
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when you're insured with As-
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Failure to

By RICHARD MARINI

NEVW YORK-"I get bugged
when clients failto notify me about
new devel16pments and acquisi-
tions concerning their compa-

The people with

know-who in

ST. LOUIS

THE DANIEL AND HENRY CO.
10 Broadway
421-1525
SEE OUR AD ON PAGE 4

communicate bugs brokers the most...

nies," says Phil C. Gallagher, a
partner of Gallagher-Cole As-
sociates.

The client Mr. Gallagher men-
tioned had decided to build a new
paper products distribution plant
and to purchase his builder's risk
insurance from the contractor's
broker instead of Gallagher-Cole,
his usual broker.

-Unforturrately ,for the client, a
routine inspection after the build-
ing was completed discovered that
the installed sprinkler system
didn't meet the requirements for
coverage under the already exist-
ing policy held by Gallagher-Cole.
So until the system was upgraded,
the client didn't receive credit for
the sprinkler on his policy and his
insurance costs were greater.

"If only the client had let us
know what he was doing from the
beginning, this all could have been
avoided," Mr. Gallagher added.

As- almost every broker ques-
tioned in a Business Insurance sur-
vey was able to cite similar types of
examples, it became clear that
communication, or rather the lack
of communication, is the majorde-
terrent to a productive broker-
client relationship.

"As a broker, | know that | can't
manage the risks of loss if | don't
know what those risks are,”

tended Herman Kuhlmann. Mr.

con-

Kuhlmann, a partner with John L.
Wortham & Sons of Houston,

ag€Ent/broke€r
profil€s

claimed that establishing-and
keeping-open lines of communi-

cation with a client is one of a.

-broker's most important jobs.

Seth Faison, vp of Johnson &
Higgins, used the marriage anal-
ogy to aptly describe the need for
good broker-client communica-
tions.

"Marriage problems start with a
breakdown in communications,”
he said. "As time goes by, and ifthe
situation isn't remedied, these
problems can only multiply and
pile up, leading, if they get bad
enough, to a divorce. Or, as in the
case of insurance, to the client sim-
ply taking his business elsewhere.
Like that of the husband and
wife, the broker-client relationship
must be or.e based on trust.”

Mr. Gallagher echoed that senti-
ment: "There has to be a feeling of
mutual respect between the broker
and his client. Without that trust,
the relationship won't be profit-
able for either.”

Clients that don't give their bro-
kers sufficient time to market a
piece of coverage aren'tvery popu-
lar either. Robert Hiatt, marketing
manager of Pritchard & Jerden
Inc. in Atlanta, tells ofa client who
called to tell him that he had just
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Fourteen Sure-Fire Ways To Tick

Off Your Insurance Broker

in order of popularity

1. Make communication between yourself and your bro- -

ker as difficult as possible.

2. Let it be known to your broker that you lack confi-

dence in him.

3. Fail to insure yourself or your business properly.
4. Have a weak knowledge of your company, its opera-
tions, insurance or all of the above.

5. Pay your bills late.

6. Lose or delay information vital to your broker in set-

tling a claim.

7. Decide to handle your own insurance and then com-

plain when things go wrong.

8. Fail to take advice and then argue when it,is given.

9. Don't tell your broker of new developments oracquisi-
tions made by your company.

10. Fail to respond to reasonable engineering recommen-
dations made by your broker or company engineer.

11. Avoid company engineers like the plague and if one
should show up, treat him with the utmost disrespect.

12. Expect miracles from your broker and complain
1cudly when they are not forthcoming.-

13. Allow no more than two business days for your bro-
ker to market a new piece of insurance coverage.

14. Be disloyal to your broker and his company.

purchased a new plant and needed
E certificate of coverage for the
closing which was at 3 p.m. that
very same afternoon.

"So obviously we had to drop ev-
erything we were doing, cancel all
plans for the day and really hustle
to get that certificate to the client in
time," said Mr. Hiatt. "It was a ma-
jor inconvenience.”

"Then,"” said 3erry Richbook, vp
at Wellington Agencies Inc. in Los
Angeles, "there're clients who don't
get back to me when there's some
vital information | need. This is es-
pecially true right before renewal
time when we'll need projections
and figures in a hurry. Prudent re-
sponse time is a courtesy that is
expected of a broker and it should
likewise be expected of a client.”

Still another big headache suf-
fered by many of the brokers
comes from trying to convince a
cliem of the need to adequately in-
sure himself and his business.
Linda Bruns, an underwriter with
Day, Webb and Taylor in Denver,
said, "Clients don't understand
that -inflation has increased the
cost of their liabilities. They-only
look at the premium amount on the
policy and don't realize that they
won't be fully reimbursed for the
leplacement cost 'should,a claim
arise.”

Clients with a weak knowledge

dates for buyers

SEPT. 18-21. Fundamentals of
Reinsurance seminar to be held at
the University of Dallas. From the
ceding company side, guidelines
will be offered to benefit insurance
company managements on the
grocessing, decision-making and
reasoning approach. Pointers on
captive companies and specialty
insurers will be specified. The
reinsurer's side will be illustrated
by investigating behind-the-
scenes activities of second-risk as-
sumers. Portions of the seminar
will be concerned with legal as-
pects and reinsurance pools. Cost:
$375 includes luncheons. Contact
Professor Bruce Evans, Risk Man-
agement Institute, University of
Dallas, Irving Tex. 75061; phone
:14-438-1123, ext. 330 or 360.

SEPT. 18-21: The American Soci-
ety for Industrial Security will hold
its annual seminar and exHibits at
the Bonaventure Hotel. in Los

Angeles. Registration fee is $125

s

of insurance. are also a source of
trouble for many brokers. Aaron
Rubin ofFanwick & Rubin in New
York has had clients who, after de-
ciding to handle their insurance
needs themselves, cannot under-
stand what went wrong when
problems arise. "And then they get
mad when the broker they callin to
fix the mess has difficulty setting
things straight,” he says.

Joseph Hartnett, executive vp
with Fitzpatrick, Danahy Inc. in
Buffalo, N.Y., cannot understand
why a client will treat a visiting
company engineer poorly.

"They act as i f the engineer is an
outsider,” Mr. Hartnett explains.
"or as if he's from the government.
But he's there to help the client.
The engineer is very likely to have
direct contact with the underwrit-
er and if the client is uncoopera-
tive, you can be sure the underwrit-
er will find out. And this, in turn,

may hurt the client.”
Mr. Rubin of Fanwick & Rubin
offered this advice: "Most broker-
client problems could be easily
avoided, or at least diminished, if
the client would just be willing to
' ask. If there's a question, he should
come to me, his broker, ratherthan
'goout and make an unadvised de-
. cision. After all, he'd call his attor-
ney if he had a legal problem, so
whyisn'thejust as readyto call his
- o rcolaa ¥ "= "7 - -

for ASIS members, $160 for /1011-
members and $60 for guests. Con-
tact ASIS Education and Seminar
Programs, 2000 K St. NW, Wash-
ington, D.C. 20006; 202-331-7887.

SEPT. 21-22. Self-insurance and

Risk Management Services is a
seminar to be presented by Practi-
. cal Risk Management in Philadel-
phia. Emphasis will be placed on
the practicalities of implementing,
controlling and monitoring an
effective. ppoperty, liability and
workers compensation self-insur-
ance program. Moderators and
panel members will be drawn from
the professional staff of Warren,
MeVeigh & Griffin, risk manage-
ment consultants. The seminar will
be repeated in the following cities:
San Francisco, Oct. 9-10; Dallas,
Oct. 26-27 and Los Angeles, Nov.
9-10. Contact Practical Risk Man-
agement, Suite 205, 1700 Mont-
gomery St., San Francisco,. Calif.
94111; phone Susie, 415-433-6979.



By JOANNE GAMLIN

LOS ANGELES-How many
times has a broker arrived out of
breath at a risk manager's office,
grasping a renewal policy only
hours before the formerpolicy is to
expire?

Ralph Gentry, insurance man-
ager for the Times-Mirror Co. in
Los Angeles, summed up the re-
sponse for more than one-third of
the 30 risk managers asked what
annoys them most about brokers
when he said, "The most annoying
thing a broker can do is deliver
premium quotes at the 11th hour.
And the worst thing about late
quotes is that they make the risk
manager look very bad in the eyes
of his superiors.”

A West Coast aerospace industry
risk manager, who like more than
half ofthe risk managers contacted
asked not to be identified, said the
main hazard of a lastminute policy
delivery is that the risk manager is
often presented with only two pre-
mium quotes and no real choice.

"The two figures are often close
together and one of them is often
from the former underwriter," he
explained. To have any real op-
tions the corporate insurance head
needs to receive the new quotes 30
days before expiration of the old
policy.

Just the agonizing process of
waiting and waiting for a quote can
be maddening, said TheRiley Co.'s
director of risk management,
Lorne W. Miller.

"Who wants to wait?" added the
Park Ridge, lll., executive.

Similarly, William B. White Ill,
insurance/claims manager for Brit-
ish Steel Corp. Inc. of Houston,
emphasized that the last minute
crisis in the rebinding process is
his number one gripe concerning
brokers. The situation makes a
captive out of the risk manager, as-
serted Mr. White, because it is al-
ways too late to make any altera-
tions in the renewal policy.

Ronald F. Muno, assistant insur-
ance manager for the $629 million
Outboard MarineCorp. inWaukeg-
an, lll., said that cliffhanger situa-
tions appear to be occurring more
frequentlynowthantheydidinthe
past. Noting that he relies on bro-
kers for a number of services, par-
ticularly fire prevention, Mr. Muno
indicated that brokers could han-
dle the renewal process more com-
petently.

Jack Delaney, head of the corpo-
rate insurance department for the
Olin Corp. in Stamford, Conn., said
brokers could virtually abolish
eli ffhanger situations if they would
plan more intelligently. Agreeing
that the casualty insurance busi-
ness has become very tight in the
last two years, Mr. Delaney said
that brokers "will have to work
harder.”

However, Alan Pearce, risk man-
ager for Foremost-McKesson Inc.
in San Francisco, said the respon-
sibility for controlling these crises
belongs to the risk manager and
not to the broker.

The second most irritating thing
about brokers might be summed
up as'sloppy work.' While he rates
his experiences with brokers as
pretty good, Philip H. Babcock,
manager of risk and insurance for
the Smithsonian Institution in
Washington, D.C., did fault bro-
kers for at times doing a less than
adequate job of researching the
market. Ryder Truck Lines' direc-
tor of insurance, Harold L. Flax,
said that what annoys him most
about brokers is what they fail to
do.

"Before they make an initial pre-
sentation, brokers should arm
themselves with detailed informa-
tion about a company they want to
sign up as a client," said the Jack-
sonville, Fla., executive.

Brokers would make a better im-
pression if they would school
themselves in the language spoken
by a particular industry, he said.
"For example, when | ask a pros-
pective broker about who will han-
dle the filings (with the Interstate
Commerce Commission), the reply

is often 'what is a filing?' " he illus-
trated.

The fact that new policies must
be examined microscopically for
errors is the most irritating aspect
of dealing with brokerage houses,
according to H. Joseph Plack, as-
sistant vp for administrative affairs
for The Art Institute of Chicago.
Pointing out that the museum has
to have coverage for assaulu
battery liability because museum
guards must be able to fend off
vandals, Mr. Plack said that such
liability is usually excluded in gen-

ag€nt/broke€r
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eral liability policies.

"Therefore, we must ask the bro-
ker to obtain a deleting endorse-
ment, giving us coverage for
assault/battery," said Mr. Plack.
Then if that endorsement is acci-
dentally omitted, the insured must
write a letter documenting the
needed coverage and rush that to
the broker before the effective date
of the new policy, he said.

Errors and omissions in new pol-
icies occur with relative frequency,
he added, noting that brokers have
a tendency to agree to make policy
alterations without checking out
with the underwriters whether
such changes are possible.

A San Francisco area risk man-

Als* Banagers
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.. . While last minute quotes annoy clients most

ager said that broker failure to see
that correct information is in a new

policy sometimes borders on gross
negligence.

Two other risk managers com-
plained that brokers often fail to
follow through on projec.s and
have to be continually prodded by.
corporate insurance staff mem-
bers. A risk manager must be con-
stantly on the telephone, demand-
ing to know the status of certain
projects, said a West Coast risk
manager.

"You are always asking, 'what
happened?' and 'what are you do-
ing on that project?' " he elaborat-
ed.

Chuck Lorenz, corporate risk
manager for Talley Industries in
Phoenix, said that it is essential
that a broker keep a risk manager
advised of every development that

How to keep up.to.date
with the complexities
of risk management.

Finally, an easy way to understand and keep up-to-date in the complex, ever-changing word of sophis-
ticated risk management. Read Practical Risk Management, the most comprehensive guide available
for daily management and long-range planning. This two-volume reference is indexed with over 450
individual subject classifications. Topics apply to all aspects of property, liability, workers' compensa-
tion and self-insurance. Widely respected by insurance authorities, the valuable information discussed
in Practical Risk Management represents the best efforts of the top experts in the field of corporate

risk management.

Here's what you get

in this essential reference:

« A two-volume, loose-leaf guide,
including a complete reference

levels

Determine self-insurance

could adversely impact the latter's
superiors.

"It is our job to prevent ourman-
agement from being surprised,” he
pointed out.

Leonard Friedman, risk man-
ager for six companies in New
York city, named as the most an-
noying characteristic of a broker
the "substantial” gap between
what is promised and what is de-
livered.

Another complaint revolved
around the pretensions of superi-
ority by the broker and his court-
ing of therisk manager's bosses. At
least two risk managers said it is
extremely upsetting to have a bro-
ker establish his prime relation-
ship with the risk manager's supe-
riors. When this occurs, they said,
the risk manager is in danger of
being reduced to an insurance

—-——— l — w B —

Practical Risk Management shows you how to:
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authoritative source today for risk information. You can't afford to do without it!
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Why do brokers get fired? Like marriage,

it's not one mistake, but many oversights

By REBECCA A. FANNIN

NEVV YORK-Ask risk man-
agement consultants to describe
the ways brokers lose corporate
accounts and listen to the groans
and sighs that follow.

Consultants agonize about the
task because they have seen bro-
kers lose business in such a wide
variety of circumstances that it is
difficult to recite them in less than
a half hour.

But, in general brokers lose ac-
counts in much the same way as a
partner in a marriage falls out of
favorwithhisorhermate. It'soften
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RYAN AGENCY LIMITED
100-55 Donald Street

942-5484

SEE OUR AD ON PAGE 4

There are

not one mistake that sparks dis-
content but a series of oversights
which, left to ferment, lead to di-
vorce between the two partners.
"The only reason risk managers
change brokers is because they've
become disenchanted. It might be
because of several minor things,"
said David Langner, president of
Crain, Langner & Co. in suburban

Cleveland.

But the motivation to switch
brokers can be difficult to muster
uUP.

"Buyers of insurance torment
about changing their broker be-
cause it's very hard to cut off pro-
fessional services," said George
Betterley, president of his Bos-
ton-based Consulting Group. "That's
why it's often not one thing but a
combination of reasons that a broker
loses an account.”

While Warren Brockmeier of
Chicago-based Wyatt Co. said ac-
counts are changing hands more
frequently than in the past, he
added that "the great mass of
buyers don't make a change unless
there's an abrupt cost increase or a
startling lack of service.”

Clients fall out o f love with their
producers for any number of
reasons, some of which are clearly
the broker's fault and others ‘'that
are beyond their control, such as
mergers, acquisitions, nepotism or
other corporate political reasons.

From a tally of reasons cited by
consultants, separation results
most commonly from poor servic-
ing. Comparative higher cost for
coverage was listed as the second
strongest motivator for changing
brokers. Also listed as sore points
were dishonesty and conflicts of
interest. Consultants said such
conflicts result from a broker's
dual function of service and sales

that can lead some brokers to be-

UmbrellasJdand
thereareUmbrellas

Primary or Excess, Complex or Simple,

Land or Water
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come prejudiced against captive
insurance companies or self-in-
surance programs.

A wide variety of complaints
about brokers fall within the broad
service category. But as in any rela-
tionship, what irks clients most are
the more personal aspects of ser-
vice rather than the purely func-
tional.

Frequently, the delicate threads
of the broker-client relationship
begin to unwind because the
broker starts to take the account
for granted, believing that the ac-
count will never leave his firm.

Mr. Betterley said this compla-

cency brings about the split most
often.

"The brokers too often rest on
their laurels and don't keep pace
with new needs or new faces at the
client company. One day the client
wakes up and makes a switch," Mr.
Betterley said, stressing that it is
important for the broker to know
the "buyer's business, own people
and philosophy."”

Special attention to the account
is crucial, said Warren Brockmeier
of Wyatt Co., but "it is too often
only the client who squeaks the
wheel that gets the attention.”

Larry W. Buck of his Houston-
based firm rated this lack of per-
sonal responsiveness to the client
as the most common method oflos-
ing an account.

When complacency sets in, it can
trigger a chain reaction of careless
mistakes, perhaps most dramati-
cally a decline in communications
between the broker and client, ac-

cording to consultants.

"One of our biggest bones of
contention are brokers who fail to
communicate because they think
the client's not smart enough or
cares enough to be able to make a
better decision with more facts,”
said William S. Mcintyre, presi-
dent of RIMCO in Dallas.

"The broker should always act as
a support person, giving the pros
and cons so that the buyer can
make better decisions,” Mr. Mcln-
tyre added.

Risk management consultants
strongly scolded brokers for failing
to communicate openly with the
client when policies are up for re-
newal .

"If there is going to be an in-
crease in cost, then the client
should have reasonable advance
warning o f the increase,” Mr. Bet-
terley said. "But some wait until
the 11th hour. You don't stand a
good chance of staying on an ac-
count that way."”

Wyatt's Mr. Brockmeier com-
plained that brokers have the
"tendency to keep things under-
cover because they don't want
clients to go out and shop around
instead of taking what's offered at
the last m inute.

"But it's important to keep the
client abreast of what's happening
so there's no adverse reaction later
on," Mr. Brockmeier said.

Complacency and poor servicing
can manifest themselves in care-
less mistakes that upset the insur-
ance buyer. 66nsultants blame
brokers for errors ranging from
overcharges to including policy

Reinsurance offices

G.L. Hodson & Son Inc., the
reinsurance brokerage subsidiary
of Corroon & Black, has opened
West Coast offices in Los Angeles

and San Francisco.

exclusions without telling the
buyer.

One Florida municipality was
left with no coverage for negli-
gence when the broker did notread
the policy after it was renewed, re-
lated James Marshall Jr., a vp with

Siver & Associates in St. Peters-

burg, Fla.

In a similar case, Bernard A.
Salwen, principal of S. B. Acker-
man Associates in New York, told
of a broker who told his client that
he was covered for a loss but after
reading the policy found out the
client wasn't covered because ofan
exclusion.

Just as failure to keep up with
the insured’'s needs can create dis-
content, servicing an account too
aggressively can result in slipshod
work.

Brokers who give clients quota-
tions without lining up the under-
writers beforehand is one such ex-
ample. "It's a dangerous way to live
but all the big brokers do it. They
get burned this way," said Dave
Warren, president of Warren,
MeVeigh & Griffin in San Fran-
Ccisco.

Mr. Warren also noted that the
over-aggressive broker can breed
trouble by telling a buyer that he
will obtain coverage at a certain
cost. If this cost cannot be met,
then an exposure is often left un-
covered and the client finds out
about it after he suffers a loss.

Such mistakes are often the re-
sult of a broker becoming too
sales-oriented and less service-
minded. At their worst, com-
mission-conscious brokers can
advise their clients poorly.

Mr. Warren said one large broker
selfishly recommended that the
client use the broker's captive in-
surance company. Later, the client
found out that he could have saved
more money without using the
captive. The buyer consequently
found another broker.

"Brokers are often prejudiced
toward certain insurance markets
and certain kinds of solutions,"”
Mr. Betterley said. "For instance,
they're often not geared toward
self-insurance.”

Another offshoot of the too
sales-oriented producer is failure
to maintain technical expertise
and failure to keep up with the new
trends through continuing educa-
tion courses, noted RIMCO's Mr.
NAciIirmmty = -

George Betterley says brokers are

often prejudiced toward certain
ma-kets.

Wi, liam Mcintyre says some brc-
kers dcn't think their clients are ver¥

smart.

Warren Brockme er says some
brokers have a tendency to keep
things undercover.

MOVING WEST?
CALL IVWEST.

If plans for your company include expanding nto the growing Vms. call Mest

Insurance Managers, Inc.

IWest operates offices in 8 vital Westerr regions to supplb tne eficient,

personal service required by the 2,200 independent brokers who 77 've currently

And whenit comes to financial stability, we'lllet oiraudifed finarcia statement

speak for us. Just ask for it.

So call or write to Bob Stahl. President of HWest. We would lke to help you

expand.

Robert A. Stahl, President

RO. Box 4648
Portland, OR 9720
(503) 641-1976

INSURANCE MANAGERS
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Claims would soar if workers knew system: Experts

CHICAGO-Workers wvill in-
creasingly tap the workers com-
pensation system claiming they
suffer industry induced illnesses,
but probably not to the extent they
could if they better understood the
hazards in their workplaces.

That's the opinion of three ex-
perts in occupational disease who
addressed the Business Insurance
National Conference on Workers
Compensation. Representing the
fields of medicine, economics and
labor, the experts took employers
to task for failing to control toxic
substances in the workplace and
thenrefusingtocompensatetheaf-
fected workers.

In the most stinging attack, la-
bor leader Anthony Mazzocchi
charged, "Corporations let people
know as little as possible" about
their workplace hazards becauseit
"would affect profits.” The only
time the Oil, Chemicals & Atomic
Workers International Union has
discovered a hazardous condition
has been when "either someone
stole a document or a manager told
a tale out of school,” the union vp
said.

Even when workers discover
they are afflicted with occupa-
tional diseases, "rarely do you see
a person compensated,” Mr. Maz-
zocchi continued, "because it is
very difficult to prove the cause
and effect relationship.”

The workers compensation in-
surance system "won't let the
claims in," he argued. "The system
serves to obfuscate and the few
number of claims is proof that the

system works."”

The labor leader called for re-
form of the system, including that
as a condition of insurance, "em-
ployes be told everything about
their working environment.” In-
surers, he said, should release the
information they have on morbid-
ity patterns and should alter their
claim forms to better identify the
cause of illnesses. "We could rev-
olutionize the system if the claim
form asked for a worker's occupa-
tion," he said, charging it's inten-
tional that the question isn't asked

In addition, Mr. Mazzocchi de-
manded the-termination of corpo-
rate medicine -because corporate
medicine is for the health of the
corporation rather than for em-
ployes.

Research professor Dr. Thomas
F. Mancuso of the University of
Pittsburgh laid the occupational
disease problem and its solution on
the corporation's doorstep. He too
charged that industry doesn't in-
form its workers, or their physi-
cians, about toxic substances in
the work place, therefore hamper-
ing diagnoses.

"No one really knows the car-
cinogenic potential ofthe complex
occupational environment in the
United States,” Dr. Mancuso
warned. "Only now are we begin-
ning to uncover some occupational
cancer problems which have ex-
isted but were not recognized. The
most recent observations with as-
bestos, vinyl chloride and arsenic
are only a few illustrations.”

These illness-causing agents are
adrift in the work place not only
because testing of chemicals be-
fore their introduction has been in-
adequate to determine their effect
in the myriad settings in which
they are used, he said, but also be-
cause there has been a "lack ofen-
vironmental monitoring.

"Industrial managers and execu-
tives have not been prepared
concerning occupational health
hazards,” he continued, "and
therefore are without proper back-
ground to understand fully the
magnitude of what is required of
industry in the evaluation and con-
trol of work hazards.”

It is industry, he said, "that must

control the hazards in the work
place and it is industry that must
develop the resources to carry out
their own responsibilities.” To do
so, he recommended that industry
operate "an adequate industrial
medical program with proper staff
and consultants" of physicians,
nurses, toxicologists, and indus-
trial hygienists.

In the meantime, Dr. Mancuso
predicted there will be "a tre-
mendous increase in occupational
disease claims, but whether they
will be properly adjudicated re-
mains to be seen.”

Economist Peter S. Barth of the
University of Connecticut accused
industry of "immorally fighting
occupational disease claims.”
Conceding there is no good esti-
mate of the occupational disease

problem, Mr. Barth maintained
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there is "an extraordinary problem
in the U.S."

The former executive director of
the National Commission on State
Workmen's Compensation Laws
attacked the compensation system
for inadequately providing for
occupational disease claims. He
especially criticized "time limits
on claims, exposure rules that may
have no relation to the reality of
disease and the special treatment
of occupational disease claims."

Mr. Barth said that in an industry

where one expects to find 1,000
cases of cancer and instead finds
1,200, "hopefully all 1,200 will be
compensated."” He argued that
since there is no way to decide
which 200 should be compensated,
"there is no alternative”™ to com-
pensating them all.

Still, he maintained that occupa-
tional disease -needn't swamp the
system,"” citing other countries
such as Germany and Denmark
where "they have managed." Mr.
Barth predicted that in the U.S. the
number of claims will grow, "but
not explode. Hopefully workers
will be compensated and the sys-
tem will work.™

But Mr. Mazzocchi suggested
that while the workers compensa-
tion system in this country "will
maintain, we may need to find a
new system to deal with occupa-
R |

tiomal disease .

'If this is the loss prevention
program at your plant. your -
insurance company isn't

doi h tjipb." : ,
oing Sueh A o' Moore, President Ii *¢k

Photo: Kathryn J. Mcintyre

Dr. Thomas Mancuso: "No one

really knows the carcinogenic po-
tential of the complex occupational
environment in the U.S."

You see, it's our feeling that an insurance policy is not the best way to protect /

ineasseisatacompany: neurance ndermicaionfeer covers Al the costs of a va

As part of the Factory Mutual System, the world's largest insurers of industrial.

property, our policyholders have at their disposal the most
advanced loss prevention services available anywhere.

Best of all, With PMMI you'll receive the kind of

, personal attention, competitive prices and creative
underwriting that only a flexible. aggressive insurance

company can give.

We have a booklet that outlines our loss prevention

philosophy Please send for it. Or you can call me direct if you
haveany questions about our company or our services.
Get in touch today. Wejust may be able to keep your
business from going up in smoke.
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philadelphia
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MUTUAL INSURANCE COMPANY

Box 824 8 Executive Mall
Valley Forge, Pa. 19482
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from the BUSINESS INSURANCE

81781

Cassette tapes available

National Conference On

Workers Compensation

Price Quantity Total

Occupational Disease-Technology's
Growing Nightmare
Dr. Peter S. Barth

Anthony Manocchi $15.00

81782 Cumulative Trauma-The California Experience

Robert J. Benjamin

$15.00

Alan Tebb

81783 Wage-Loss Reimbursement-Is it a Better Idea?

Ron Conley
Clarence G. Johnson

Joseph E. Markey $15.00

81784 The Longshoremen's Act-Has the Government

Gone Too Far or Not Far Enough?
Ralph M. Hartman
Dennis J. Lindsay

John J. Runzer

$15.00

81785 Loss Prevention-Shape Up and Save

Harold V. Hodnick

Walter Pfeiffer $15.00

81786 Rehabilitation-Paving the Way Back

Linda Abernathy
Paul Ashton

George T. Welch $15.00

81787 Health Screening-Filtering Out Risks

Dr Joseph LaDou

Dr. David M. Lipscomb $15.00

81788 Faceoff: Federal vs. State Regulation

of Workers Compensation
J. Howard Bunn, Jr.

Robert B Collyer

Harry W. Dahl

Donald E. Elisburg

John H. Lewis

Norman A. Weintraub $15.00

Total Amount of Order $
Plus Postage ($1.00 U.S. or Canada;
$3.00 outside U.S. per every 1 -5 tapes ordered) $

Please make check payable to Crain Educational Division, 740 Rush Street, Chicago, lllinois

Amount Enclosed $

60611 (3121649-5245).

Name Title
Company Phone
Street
City State or Province

Zip Catintry

Shirt-Sleeve Forum -

What's The Best Answer To

Contractors' Insurance Problems?

- By Dinner Levison
(Asked in the linancial district J

Robert G. Nelson, Partner
220 Bush St., San Francisco

A broker who really understands 3
the construction business, As a new 4-7
partner at Dinner Levison, I'm en-
thusiastic about the practical experi- ,
ence and solid expertise our recently
expanded construction insurance
staff now offers to contractors look- L,1
ing for more effective, cost-conscious ¥
insurance coverage. We understand
the problems and can help find the

best answers for your company. Give
us a call.

eARAL INSURANCE « LIFE INSURANC>

& DINNER i
i LEVI SON i

COMPANY m

Insurance Brokers since 1915 +S"

220 Bush St., San Francisco, CA. 94104. (415) 391-5422

A Regional Insurance Broker Serving Business
Around the World. Now More Than 100 Strong

Want to avoid uniustified claims?
Document your employes' health

CHICAGO-If the workers com-
pensation system must absorb the
cost of all iliness, as it appears it
will, then it must operate in an ad-
versary setting where the percen-
tage o f a disease that can be attri-
buted to the work setting can be
determined, says Dr. Joseph
LaDou.

The only way an employer can
protect himself in such a setting is
to have documented an employe's
health when hired with a "pre-
placement” physical examination.
The amount of illness that will be
detected by such an exam is
"startling," the director of the
Peninsula Medical Clinic in San
Francisco suggests.

The degree of hearing impair-
ment in young adults is especially
surprising, adds Dr. David M.
Lipscomb of the University of
Tennessee. Hearing loss is one of
the leading injuKies citied in claims
for workers compensation, though
not the most costly>Dr. Lipscomb
noted.

The two specialists advised at-
tendees of the Business Insurance
National Conference on Workers
Compensation on the extent of ill
health workers bring to their jobs
and how employers can avoid
being saddled with the cost of it in
their workers compensation pro-

grams.

Dr. LaDou observed that with
California's recognition of the
theory of cumulative injury on the
job there "essentially is no disease
in California that isn't compensa-
ble under workers compensation.”
But studies have shown that a
workforce is atflicted with enough
pre-existing or non-work related
illness for E2% of the cases to qual-
ify for workers compensation
benefits under the theory of
cumulative injury, he charged.

To contain this liability, Dr.
LaDou recommends a program
that includes pre-placement ex-
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aminations and health hazard ap-
praisals and counseling.

It's important that industry label
examinations "pre-placement”
rather than "pre-employment” so
that it is not charged with dis-
criminatory hiring practices, he
advised. By defining an exam as
pre-placement, the company is
merely determining the best job
for an employe based on his health,
not whether to hire him. If, how-
ever, there is no opening in a suit-
able job, the employer is justified
in not hiring the applicant, Dr. La-
Dou explained.

A more extensive examination
than has generally been conducted
will uncover more health prob-
lems, Dr. LaDou observed. In one
group studied, the standard physi-
cal examination identified 77.5% of
the group as employable, 20% em-
ployable with some medical atten-
tion such as glasses, hearing pro-
tection or medication for blood
pressure and 2% employable with
some restriction.

However, adding more tests to
the exam changed the percentages
substantially. Only 49% of the
group was identified as employ-
able with the number employable
but needing medical attention
jumping to 48% from 20% under
the standard examination. The
percent of the group that could be
employed with restrictions on
their activity increased to 2.5%
from 2% while the percent unem-
ployable was the same under both
types of examinations at 0.5%.

The cost of the two types of

California expert urges
benefits for actual loss

CHICAGO-A workers compen-
sation system should "provide
benefits for the actual disruption of
an injured worker's hfe rather than
remuneration based on an arbi-
trary assumption of what the dis-
ruption might be," suggests
Joseph E. Markey, legislative ad-
vocate for the California Self-
INnsurers Assn.

He presented his association's
proposal for reform o f the Califor-
nia workers compensation system
while discussing the wage-loss
concept at the Business Insurance
National Conference on Workers
Compensasion.

The proposal was outlined for
the California legislature in
January 1977 but no one rushed to
sponsor the legislation, Mr. Mar-
key lamented. He is more optimis-
tic now about reform of Califor-
nia's workers compensation sys-
tem since the tax-limiting "Propo-
sition 13" was passed by the state's
voters. "Proposition 13 has raised
awareness of workers compensa-
tion costs in California,"” Mr. Mar-
key observed.

The California Self-Insurers
Assn. proposes that an employe
who suffers a compensable injury
receive as a benefit two-thirds of
actual earnings, up to the statutory
maximum. He would receive this
benefit during the period of total

- disability, for life if necessary.

But as soon as possible, the em-
ployer would return the worker to

his previous job or one within his
capability. If that is not possible,
the employer would provide re-
training for the employe and would
assist in placing him in a new job.

If the employe were forced to ac-
cept a lower paying job as a result
of his work incurred disability, the
system provides that he be paid
two-thirds ofhis lostearnings, sub-
ject to the statutory maximum,
during the period of lower earn-
ings.

In the case ofamputation ortotal
loss of a body part, impairment
benefits of two-thirds of actual
earnings would be paid for an
amount of time as specified in a
schedule of impairments. This be-
nefit would be paid in addition to
wages but in lieu of wage-
replacement benefits.

To avoid benefits from piling up
to the point the employe lacks any
incentive to return to work, the
proposal calls for the employer to
receive credits against the workers
compensation liability for income
received by the employe from
wage continuation plans, Social
Security disability benefits or
other disability retirement plans.

The advantages of this system,
Mr. Markey suggested, are that it is
simple, it provides benefits with-
out litigation, it relates to the needs
of injured worker and it motivates
employes to return to work or ac-
cept vocational rehabilitation. .

exams is about $20 for the standard
exam and $50 for the more exten-
sive one, Dr. LaDou said.

INn addition to the physical pre-
placement exam, Dr. LaDou advo-
cates health hazard appraisal and
counseling. Health hazard ap-
praisal includes a series of ques-
tions that when answered by the
applicant can be analyzed to de-
termine the leading causes o fdeath
for the particular applicant and his
death risk age. The health hazard
counseling entails communicating
these risks and outlining what
changes in life style will lower the
risks.

"Most willlose weight, some will
quit smoking but no one will quit
drinking,” Dr. LaDou observed.

Hearing loss, as other medical
problems, isn't just the result of
work place conditions, noted Dr.
Lipscomb. Based on tests he has
conducted, Dr. Lipscomb said two
out of three incoming college
freshmen have a hearing impair-
ment. Of those with hearing im-
pairments, 14%had the hearing ofa
65-year-old.

"That behooves you not to as-
sume that young, virile men have
good ears or they'll collect later.”
The awards, Dr. Lipscomb said,
range from nothing in one state to
$10,000 in another for the same
condition. While he suggested em-
ployers "won't go broke" paying
hearing loss awards, he warned
that awards for damage to hearing

cells, which is irreversible damage,
"have not crested.”

In addition to determining the
level of noise in the work place and
lowering it where ever posssible,
Dr. Lipscomb recommended that
employers maintain a hearing con-
servation program that can reduce
costs to the point it pays for itself.
The program should include hear-
ing testing, the use of protective
devices and education of the
worker so that he will protect his
hearing at home as well as at work.

Dr. Lipscomb implored em-
ployers not to wati for the Occupa-
tional Safety & Health Administra-
tion guidelines on noise exposure.
"They're four years late now. Wait-
ing for them won't keep people
from losing their hearing and suing
YOu."

Dr. LaDou counseled employers
that the workers compensation
system of the future will be "100%
adversary and your only friend will
be your medical records.” .
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Longshoreman's act: Model system or a disaster?

CHICAGO-The Longshore-
men's and Harbor Workers' Com-
pensation Act mandates a set ofun-
insurable benefits, argue attorneys
who represent employers chal-
lenging claims brought under the
act.

But, thefederallawisconsidered
by some to be a model piece of
legislation since it substantially
meets the recommendations ofthe
National Commission on State
Workmen's Compensation Laws,
counters Ralph M. Hartman of the
U.S. Department of Labor.

The opposing
clashed during an analysis of the
act's mandates at the first annual

viewpoints

Business Insurance National Con-
ference on Workers Compensa-
tion.

Citing compensation cost in-
creases for employers of 10 to 16
times since liberalizing amend-
ments to the act were passed in
1972, attorney John J. Runzer con-
cluded in a tone of understatement
that the act "has gone as far as it
can go."”

But Mr. Hartman, a 34-year vete-
ran of Bethlehem Steel Corp., de-
fended benefits provided under
the act by challenging employers
not under the law to justify the low
benefits they pay to injured work-
ers under some state laws.

"How can you, in good con-
science, pay workers compensa-
tion benefits with an annual rate
that is less than the poverty level?"
demanded Mr. Hartman. "It is
morally wrong.”

"If industry is going to pay the
wages it pays today," the former
claims manager continued, "it
can't in good conscience drop an
employe down to 20% or 30% ofhis
earnings when injured.” The
longshoremen's act provides an in-
jured worker with two-thirds ofhis
average weekly wage to a max-
imum of 200% ofthe national aver-
age weekly wage. That puts the
maximum weekly benefit now at
$367, which everyone agreed is not
being paid to anyone.

Rather than conceding the ben-
efits are costing too much, Mr.
Hartman suggested that "insur-
ance rates have grown dispropor-
tionately to the liability incurred.”
He granted that the 1972 amend-
ments, which changed benefits
significantly, "were and continue
to be of concern and are clearly
controversial.”

The attorneys especially criti-
cized the broadening of benefits
that included adding an escalation
feature, deleting the limit on be-
nefits, moving the act's jurisdic-
tion shoreward and allowing al-
Inost free choice of physician by
the claimant. "With the high be-
nefits and no maximums, the act is
just too expensive," complained
Dennis J. Lindsay. That the age of
workers in the maritime industry is
increasing is compounding the
cost problem, he added.

But the lawyers specifically
zeroed in on interpretations of the
Law that they have encountered in
their experience and consider in-

"Theactisunfairtoemployers. It
minimizes their ability to defend
claims,"” protested Mr. Runzer. It
too easily sweeps employes under
its purview, the chance of winning
a claim under the statute of limita-
tions is small and even if an em-
ployer finally wins against a claim
he doesn't recover the money he
was forced to pay in benefits dur-
ing the appeal, complained Mr.
Runzer. It also takes too long to set-

tle a disputed claim, the attorney
said.

That a permanently partially dis-
abled worker can receive benefits
forlife-evenwheninjail, onstrike
or when he is earning the same

O....irt AF Mm.rmmnow 90 i=il. A r AU

was injured-was also criticized by
Mr. Runzer.

He defended the insurance in-
dustry, which is turning its back on
longshoremen's risks, sympathiz-
ing with the problem ofhandling a
risk that has escalated in cost by an
average of 6.8% a year since the
early 1960s. "Ifyou miscalculate by
1% or 1.5% over the life ofan award
paid for 20 to 60 years, you could be
off by as much as $2 million. So you
can see the di fficulty there is in set-
ting reserves,” Mr. Runzer ex-
plained.

Washed by these problems, em-
ployers are "screaming their
bloody heads off,"” reported Mr.
Lindsay. "They want the act
amended.”

Though he considers the chance
of benefits being reduced small,
Mr. Lindsay expressed hope for
the development of federal
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minimum standards for workers
compensation that are less liberal
than the longshoremen's act. Em-
ployers subject to the long-

shoremen's act then "may go after
coming under the federal
minimum standards act,” he said.

They will have good arguments
for such a change, he suggested,
including that no one should be
treated differently under workers
compensation laws and that the
federal government should be

freed of the administrative burden

of the longshoremen's act.

Principally, he noted, employers
suffering an insurance crunch
under the longshoremen's act will
be able to plead for access to the
insurance market since ifeveryone
is in the same boat everyone
should be able to get insurance.

Those under the longshoremen's
act aren't suffering insurance prob-
lems because their industry is pro-
ducing more accidents either, Mr.
Runzer maintained. He suggested,
though, that in addition to the cost
of providing the liberal benefits, "I
think some ofit (increased costs) is
more litigation."”

While Mr. Runzer left employers
with the advice, "Stay out of the
jurisdiction ofthe longshoremen's
act,"” Mr. Hartman asked them, in
their consideration of all workers
compensation issues, "to prayer-
fully consider what is right.” .

Photo: Kathryn J. Mcintyre
Ralph Hartman, director of federal
workers compensation programs,
says employers should "do what is
right" for injured workers.

A Bodinsurance broker is
never really satisfied.

And if he's your insurance broker, you don't want

him to be.

Your company's assets may be valued in
millions of dollars, all exposed in varying degrees
to risk of loss or damage. You want the broadest
possible protection against these risks at the least

possible cost.

That means the best program possible today.

To get it, you need a broker who is constantly
searching, asking questions keeping abreast of
changing marketplace trends.

What are the newest state and federal
regulations? Are there new ways to cope with
products liability? What's the latest on
self-insurance ? Are there better ways to reduce
possibility of fire loss?

No company today can afford a complacent

insurance broker.

Where do you go?

Try us.

R. B. Jones is a national broker. We've been

providing major corporations with solid,
up-to-date recommendations in all areas of risk
management since 1889. Property. Casualty.
Marine. Surety. Employee benefits. You don't

have to be a client to call.

When it comes to insurance and risk
management, we believe you can never ask too
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Our experienced staff will be happy to supply

the answers.

We have offices in Atlanta, Boston,
Chattanooga Chicago, Dallas, Ft. Worth,
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ity, Kansas City, Los

Angeles, New Orleans, New York, St. Louis,

Tulsa, Waterloo, and Wichita.

Or call our corporate headquarters in Kansas
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HAVE YOU EVER HIRED A MYCOUSAC?

More than 50 companies have!

A 'MYCOUSAC' is the modern claim handling instrumentality, con-
structed of thousands of independen+ human parts, held together by
millions of wire footage. Although i+ has several hundred heads, it
follows instructions implicitly, and it moves in 360 directions at the same
time, quickly and inexpensively.

A 'MYCOUSAC' activates when an insured self-desfructs. It iudiciously

operates con+inuously around the clock in +he continental U.S., (Alaska)
and Canada.

For 011 the focti, pr;nted of oral, write w call Collect

1114 ADJUSTING SERVICE

Another service of the

NATIONAL ASSOCIATION OF INDEPENDENT INSURANCE ADJUSTERS "......-,
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info for buyers

. For a Better Environmentis the
title of a newsletter from Clayton
Environmental Consultants Inc., a
technical service of Marsh &
McLennan. Among the topics dis-
cussed are chemical carcinogens
found in urban environments and
foods, prevention of significant de-
terioration of rules charged by
EPA, update of the toxic sub-
stances control act, utilization of a
portable gas chromatograph with
flame photometric detector. For a
free copy write Richard J. Powals,
coordinator of business develop-
ment, Clayton
Consultants, 25711
Road, Southfield, Mich. 48075.

Environmental
Southfield

. A detailed brochure describing
the analytical services of Clayton
Environmental Consultants Inc., a
technical service of Marsh &
McLennan, is available free. Some
oftheanalysesthattheconsultants
offer are gas chromatography,
atomic absorption and emission
spectrophotometry, x-ray diffrac-
tometry, microscopic analysis and
method development. Write Rich-
ard 3. Powals, coordinator of busi-
ness development, Clayton Envi-
Consultants, 25711
Southfield Road, Southfield, Mich.
48075.

ronmental

. Unionmutual is making avail-
able their recommendation for a
Key Man Medical Reimburse-
ment Plan in the form of a promo-
tional brochure. For a free copy
write Unionmutual Life Insurance

Co., Portland, Maine.

. An Insurance Buyer's Checklist
for Hospitals from RIMCO Inc.
provides guidelines for hospital
administrators who are seeking
the best insurance program for
their institution. Copies are $5
Gebhardt,
RIMCO Inc., 10300 N. Central Ex-
pressway, Suite 180, Dallas, Tex.
75231.

each. Write Klaus
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LA CONMERCIAL

THE LARGEST GROUP OF INSURANCE COMPANIES IN MEXICO

"LA COMERCIAL" IS THE FIRST AND ONLY MEXICAN INSURANCE COMPANY WITH A

LIAISON OFFICE IN THE U.S.A. ALSO, ONE OF THE OLDEST AND MOST EXPERIENCED.

NATIONWIDE INSURANCE AND RISK MANAGEMENT SERVICES

'INSURANCE

- Property and Casualty
- Life, Accident and Health
- Liability and Worker's Compensation
- Auto, Technical and Sundry Lines

- Inland and Ocean Marine

RISK MANAGEMENT SERVICES

- Evaluation of Current Protection
- Financial Counseling
- Risk Management Counseling
- Loss Prevention Engineering
- Property Conservation Programs

- Group Insurance and Employee Benefits

-riskVWatch

By ELLIS SIMON

AlG detects a new environment,

finds innovative way to exploit it

About 1,000 brokers and agents from as far away as
Vancouver converged on New York recently for two day-
long producers' conferences held by American Interna-
tional Group. For the most part, they left dazzled.

In any other industry, such a national sales meeting
would rate little attention, except as an indicator of the
state of the industry and the outlook for a particular firm's
business. But in the insurance industry, sales meetings of
this sort are unheard-of.

Moreover, AIG is known for
its trend-setting management
methods. It is indicative of Hank
Greenberg's quality of manage-
ment and close attention to prac-
tices in other sectors that he
would be so ingenious as to adopt
a practice that's almost an institu-
tionintheconsumergoodsindus-
tries, for example, for the insur-
ance distribution system. Con-
sidering that it hadn't been done
before, AIG clearly hoped to
make a big splash.

And make a splash, it did.

Brokers who attended described the presentations in
superlatives usually reserved for hit movies and plays.

Ellis Simon

Many reported they were particularly impressed with the
audio-visual and production work that went into the con-
ference.

As senior AIG executives spoke on their respective
specialties, slides flashed on three screens behind them in
the main ballroom of the New York Hilton. Professional
announcers introduced AIG personnel as they were called
upon to make their presentations.

Specially produced films explained the company's his-
tory and featured some of its newer subsidiaries. At one
session, a troupe of actors performed a skit illustrating
hijack insurance, a new product being developed by AIG.

The Creative Establishment Inc., a Chicago-based
audio-visual consultant, produced the program, although
AIG executives developed their own presentations, ac-
cording to AIG senior vp Michael Morrison. The firm has
done similar work for Marsh & MelLennan in the past,
though not as part o f a national sales meeting nor on this
grand a scale.

Although the brokers and agents paid for their travel to
New York and lodging, they were wined and dined in style
by AIG. Based on New York Hilton banquet department
prices, the tab for three meals, two cocktail parties and two
coffee breaks for over a thousand people probably ran
close to $100,000.

Mr. Morrison said he did not know what the total cost of
the program was, but said he would not be surprised if it
exceeded $200,000, excluding the time o f 22 senior execu-
tives and their staffs.

The idea for the conferences germinated with AIG pres-
ident Mr. Greenberg's feeling that with the insur-
ance market going through changes, AIG should establish
stronger ties with its producers.

Brokers and independent agents are AIG's lifeblood.
With the exception of its New'Hampshire Insurance Co.
subsidiary, all of its premium is derived from these pro-
ducers, said Mr. Morrison, claiming "we're the United
States's number one 'brokerage' company.”

Yet, the company is "continually surprised at how little
brokers know about the breadth of what we do," Mr. Mor-
rison continued. The conferences were an opportunity for
AIG to "display our wares." While the company is basi-
cally known for writing exotic risks, it wants to broaden its
book of regular business as well.

"We know darn well that the good, $200,000-premium
risks go to the independent agent's normal company, but
we hope to get it from the brokers,” Mr. Morrison said.

HOME OFFICE U.S. LIAISON OFFICE During the tough years, many agency companies allo-

i cated their surplus to their agency force and limited their
Seguros La Comercial, S.A.

Av. Insurgentes Sur #3900
Mexico, 22, D.F. - Mexico

Seguros La Comercial
20 North Wacker Drive

brokerage operations, forcing brokers-to come to com-
panies like AIG, he added.

Suite 1650 "Now that things are loosening, we ask them (brokers) to

Chicago, 111. 60606

Phone (312) 236-0002
Telex No. 283575

remember that we were with them in the tough times,” Mr.
Morrison said. It is a concept that his boss, Mr. Greenberg,
refers to as the proverbial "two-way street.”

While AIG recognizes that underwriting cycles will con-

tinue to revolve around supply and demand, the cycles
could be less severe if insureds would remain with their

PLEASE ADDRESS ALL INQUIRIES TO EDMUNDO J. RALPH, VICE PRESIDENT

AND MANAGER OF U.S. LIAISON OFFICE. present carriers, Mr. Morrison added. "Loyalty to the car-

rier is what we're trying to develop.”
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tion statutes to the recommenda-
tion that if minimum standards
aren't viable the system should be
federalized to insure equitable
benefits for all workers.

Those supporting federal action,
either through minimum federal
standards or federal take over of
the system, cited the conclusion of
the National Commission on State
Workmen's Compensation Laws in
1972 that unless the states adopted
its 19 essential recommendations
the federal government should
issue Mminimum standards. The
states have not all adopted the en-
tire list of recommended -changes,
but no bill mandating minimum
standards has made it past the sub-
committee level of either house of
Congress.

Those opposing federal action,
such as former lowa industrial
commissioner Harry W. Dahl,
gued that the state systems have a
better track record than the federal

ar-

government's own efforts at ad-
ministering workers compensa-
tion programs.

Mr. Dahl recommended that
Congress abolish the Long-
shoremen's and Harbor Workers'
Act, the Federal Employes Com-
pensation Act and the Black Lung
Act, giving states jurisdiction over
all job injuries.

The federal acts are redundant to
the state systems, he reasoned.
"The waste, fraud and high costs of
the federal systems are unneces-
sary and unfair to the taxpayers,”
he argued, while the system itselfis
"unfair to employes."

The attorney, now in private
practice and handling compensa-
tion claims for federal workers,
charged that the federal programs
are so poorly administered that an
inordinate number of fraudulent
claims are paid at the same time
that valid claims go unpaid.

States praised

State operations, conversely,
"provide local responsibility, suf-
ficient staff for claims handling
and adjudication, competent staff,
speed up claims handling and
would make available to federal
employes the sophistication of
state court and commission deci-
sions which have clarified the
law."

Robert Collyer, executive assis-
tant of UBA Inc., agreed the state-
by-state system is "darn good and
we ought to keep it." The Washing-
ton lobbyist representing business
challenged any more federal action
on workers compensation by list-
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ing known abuses in the federal
systems. For instance, 82% of the
retired policemen in Washington,
D.C., are receiving total disability
payments as are 83% of the fire-
men, giving them a much higher
tax free income than they would
receive if they weren't on disabil-
ity.

The business community's ad-
vocate particularly rejected any
tax incentive for state compliance
with federal minimum standards.
He said a Labor Department pro-
posal is reportedly circulating in
the executive branch that lays out
five categories for state com-
pliance with a number of standards
in each category. The plan, he has
heard, is to tax employers 1% of
payroll for each category of stan-
dards that a state does not fulfill.

Assuming that each state in the
country failed to meet just one

standard in one category and that
the national payroll is $800 billion,
the tax penalty would be $8 billion,
Mr. Collyer estimated.

Mr. Elisburg admitted the de-
partment is considering a tax in-
centive in a workers compensation
bill similar to the one that induces
states to meet unemployment
benefit standards. That kind of
program, Mr. Collyer suggested,
"would cause states to say,'Forget
it. Federalize the system.’' They
might just repeal their work comp

laws.”

States criticized

Mr. Elisburg, who is responsible
for the administration of workers
compensation benefit programs
for federal workers, longshoremen
and harbor workers and coal min-
ers, countered arguments against
minimum federal workers com-
pensation standards without really
advocating adoption of the stan-
dards.
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The assistant secretary of labor
for employment standards admit-
ted that current federal programs
have been fraught with problems.
But true to the stance of newly ap-
pointed administrator, Mr. Elis-
burg claimed to be attacking the
problems handed down to him.
"Our programs are back on the
right track, on their way to becom-
ing the model work comp pro-
grams they should be."

Countering suggestions that
states should be allowed to work at
their own pace toward reform
without a shove from the federal
government, Mr. Elisburg com-
plained that states have slowed
miserably in such efforts during
the last couple of years. On the av-
erage, states were in compliance
with 7.2 of the 19 essential recom-
mendations of the national com-
mission when they were released
in 1972. By 1976 that average had
surged to 11.3, but in 1978 it had
crawled up to only 11.8.

Continued on fotiowing page
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Donald Elisburg: "Substantial
benefit improvements could be af-

forded if we would cut administra-

tive and litigation costs..

The most up-to-date "how to do it" working tool for financial officers,
risk and insurance managers of corporations and others involved in
the field of risk and insurance management.
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The editor of Risk Management Reports
is H. Felix Kloman, president of his own
consulting firm, Risk Planning Group. He
is assisted by Myrna S. Briskin, assist-
ant editor and an editorial advisory

board including Jean-Paul Decottig-
nies, Risk Factoring, S.a.r.L.; Peter

Downes, American Trading & Produc-
tion Corporation; Paul B.
dential Reinsurance Company; Peter
Industries; Stanley R. Tarr,
Rutgers University; Stefan J. Valovic,
Stone & Webster Engineering Corpora-
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als, rethinking. You'll find it, too, in the Current Comment sec-
tion with its wide-ranging reports on all facets of risk man-
agement. Here in many cases, you'll be alerted to developing
exposures...

Risk Management Reports comprise an invaluable library of in-
formation you need and you'll use. For this reason, a sturdy
vinyl binder accompanies your first report and a cumulative in-
dex is part of the service.

c/o Business Insurance 740 Rush Street, Chicago, lllinois 60611

0 YES, enroll me as a satisfaction guaranteed subscriber to Risk
Management Reports for $75-6 bimonthly issues.

0 Payment enclosed (Make check payable to Risk Management Reports)

7ip

578 A



120/business insurance, August 7, 1978

Carter aide....

Continued from preceding page

Waiting for states to enact reform
is at the expense of the injured
worker, he charged, who in eight
states still receives less than $100 a
week when totally disabled.

Mr. Elisburg flatly denied that
the introduction of federal mini-
mum standards would pave the
way for total federalization of the
system. He did concede, however,
that "comprehensive benefits,
adequate coverage, full rights to
rehabilitation and full coverage for
occupational disease will be
costly.”

But he suggested, "the longer we
wait, the more costly it will become
and the longer employers will wait
to clean up the workplace." He
maintained that "substantial bene-
fit improvements could be af-
forded if we would cut administra-
tive and litigation costs."

Not to turn everyone off, Mr.
Elisburg stressed that the Depart-
ment of Labor is not interested
solely in pushing federal minimum
standards but is also providing
technical assistance to states now
trying to reform their laws.

Former chief counsel and as-
sociate executive director of the
Nnational commission Johnm H
Lewis advocated the adoption of
federal minimum standards, but
only in such areas as"we all agree
we need." He sees agreement on
coverage for farm workers, remov-
ing all numerical exemptions, set-
ting maximums for benefits that
relate to the state's average weekly
wage, indexing benefits for the
permanently and totally disabled
and elimination of waivers.

Federal overkill

Still, the proponent of federal
standards admitted "federal legis-
lation suffers from overkill.” He
complained that "recent proposals
include other standards | don't
think are universally accepted or
understood,"” including coverage
for domestic workers, free choice
by workers of physicians, escala-
tion of death benefits for the li fe of
the survivor and removing all re-
strictions on benefits for occupa-
tional diseases. The last require-
ment, he cautioned, could have na-
tional and international economic
consequences.

These issues have to be resolved,
Mr. Lewis continued, because the
constant controversy over them is
diverting attention from other cru-
cialareas, such as"systems that are
flabby, inefficient and unsound.”
The attorney, who continues to
contribute his thoughts on work-
ers compensation issues in Florida,
warned, "We can't graft these big-
ger and better benefits on a worn
out system. We have to develop
better ways of delivering benefits
to the people who need them and
keeping them away from those

who don't."
Economist Norman A. Wein-

traub of the International Brother-
hood of Teamsters and also an
advocate of federal minimum
standards, noted that doubts are

developing that an "effective, con-

stitutional, efficient and fair

method of enforcing federal
minimum standards"” can be de-
veloped. Barring that, he sug-

gested, there are only two alterna-
Home establishes

Nnew risk unit

NEVWW YORK-The Home Insur
ance Co. has established a new
profit center, Home Insurance
Risk Management Inc., to provide
services and reinsurance for large
commercial accounts.

The new unit will be headed by
lan R. Heap, senior vp, Scott Wet-
Home

zel Services, another

unit.

tives: working exclusively within
each state to reform each state's

law, or federalization-a complete
takeover ofthe workers compens:
tion system.

More concerns

"The outlook for state action, ai
this time, isn't good,"” he said.
"Some states have retrogressed
and some states have a completely

.business
mMmsurance

NATIONAL CONFERENCE

ou

T 1. TSSe

inadeqglLate workers compensation
law." Thile admitting "more fed-
eral government regulation and
bureaucracy is certainly not a fash-
ionable or popular recommenda-
tion in this day and age.,” he

warned, "fashions and opinions do
change."

J. Howard Bunn Jr., former di-
rector of the Interdepartmental
Compensation Task
Force that succeeded the national

Workers

commission, noted that the na-
tional commission did not foresee
how improved benefits would at-
tract claimants "and the legal pro-
fession.”

Mr. Bunn suggested there are
serious issues to be further con-
sidered, such as how to strike a
balance between a concern for a

reasonable benefit level and the

concern for maintaining an incen-
tive for a worker to return to work,
how to compensate a worker par-
tially though permanently dis-
abled, how to improve program
administration and how to com-
pensate for occupational disease.
Mr. predicted

wouldn't be federal minimum

. Bunn there
standards adopted for at least a
couple of years. But Mr. Collyer o f
the UBA later warned that unless
the business community stays in-
formed and raises its voice, it's
possible anything can get through
CConNnagqQres=ss=s_ -
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continued from page 122
human resources director.

John W. (Bill) Schweitzer, 41, is
the new risk and property manager
for H.E. Butt Grocery Co. in Cor-
pus Christi, Tex., reporting to sec-
retary Wesley Nelson. His new po-
sition was open for more than a
year following the move of Tom
R. Ainsworth, 39, to director ofrisk

management at Service Merchan-
dise Co. in Nashville, Tenn. Mr.
Schweitzer previously was an in-
surance manager at Top Value En-
terprises in Dayton, Ohio, where
they have no plans to fill the posi-

tion.

Ray Niemans, 42, has been
named manager of employe ben-
efits for the Donaldson Co. of

Minneapolis. Previously, Mr.
Niemans logged 16 years as man-
ager of human resources with
Minnesota Mutual Life Insurance
Co. of St. Paul. Mr. Niemans re-
placed Fred Moen, who left
Donaldson to go into private con-
sulting. He reports to Vern Gun-
derson, vp of personnel. Taking
over Mr. Niemans' duties with
employe benefits at Minnesota
Mutualis Gary Porter, 23, who has
been methods analyst with the
company for two years. Mr. Porter
reports to Cindy Gilpin, who has
taken the title of manager of

Self-insured”?’

Or planning to be”?

Getthenatiodsleading
Independentserviceorganization
to standbehindyou.
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human resources.

Patrick Cahill, 33, has been
promoted to assistant director of
risk management at American
Standard Inc. in New York. He
gained additional duties for inter-
national insurance with the pro-
motion. Mr. Cahill, who has been
with the company since 1975, re-
ports to Norman B. Chanzis, direc-
tor of risk management.

In a newly created risk manage-
ment position, William H. Fischer,
30, has been hired as the director of

Whether you're small or large. Industrial, or commercial. A government agency or
union. Local, national or multi-national. We have the answer.

We can help you save time and money in handling all the details of claims
investigations, settlement, and administration in any or all of the following areas:

O Workers' Compensation

Il Automobile Property and Liability

O General Liability
O Products Liability

O Property and Catastrophe

O Transportation and Ocean Marine

O Professional Liability

O Safety and Loss Control

D Employee Benefits

O Recovery Administration

Well act as an extension of your own claims handling operations, or handle the
whole job for you. We draw on over 90 years of experience in claims handling. And we
can tailor programs to the requirements of each risk manager, broker or agent.

When you need us, we're there...everywhere! With 5,000 employees in 650
locations. In a1150 states, Puerto Rico and the Virgin Islands. In the United Kingdom,

Belgium and Spain.

Send the coupon for GAB's "Comprehensive Guide to Self-Insured Services".
Or ask for a GAB representative to call.

--- We have the answer.

123 William Street New York, N.Y. 10038

[——-i.....//1]

Attn: Mr. Joseph J. Nigro, Secretary, Marketing and Sales Division

Gentlemen: ( ) Please have a GAB representative call on me.
() Please send me a copy of "Comprehensive Guide to Self-Insured Services".
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patient care at the University of
Cincinnati's Medical Center. Mr.

Fischer is developing a risk man-
agement program for the hospital.

In addition, he is responsible for a
$10 million self-insurance fund as
well as design and review of pro-
fessional and general liability,
property, casualty, and analysis of
patient care liability information.
Mr. Fischer holds a law degree and
previously worked at Union Hos-
pital in Lynn, Mass. There, as di-
rectorofpatientservices, hewas an
in-house attorney, risk manager
and administrative division direc-
tor. Union Hospital hasn't filled his
position.

Sun Electric Corp. in Crystal
Lake, lll., has hired its first full-
time risk manager to place new
emphasis on self-insurance and
safety programs. Peter A
Steinbach, 41, joined the company
as risk and insurance manager. He
reports to director of financial ser-
vices Byron N. Cohen, who previ-
ously handled insurance on a part-
time basis. Mr. Steinbach’'s new
position follows 13 years as super-
visor of property and safety at
Chemetron Corp. in Chicago.
Chemetron recently sold out to Al-
Iegheny Ludlum Steel in
Pittsburgh and risk management
duties were absorbed by employes
of the steel company.

The employe benefits depart-
ment of Warner-Lambert Co. in
Morris Plains, N.J., has been ex-
panded following the retirement of
Joseph Kochunas as employe ben-
efits administrator. J. Pat Gibson
has joined the staff as manager of
benefit development and control.
He previously worked for Becker
Co., an employe benefits consult-
ing firm in East Orange, N.J. Also

added in the department was
Robert Buchman as administrator

of benefit communication and
compliance. He moved from Wal-
lace Murray Corp. in New York
where he was assistant manager of
benefits. Succeeding Mr. Buch-
man is Joanne M. Wolff, 28, as ad-
ministrator of pension services.
Ms. Wolff previously was a actuar-
ial assistant for George B. Buck
Consulting in New York.

In another change at Warner-
Lambert, Edward McKenna has
been promoted to manager of
benefit administration, in Charge
of retirement, savings and long-
term disability.

We'd like to report on staff
changes in vour risk management
or emplove benefits department.
Jitst drop a note to Rebecca A. Fan-
nin, Business Insurance, 708 Third
Ave.,New York, N.Y. 10017 or call
212-986-5050.
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Chemical firm

names Scott

risk manager

William M. Scott, 43, has Joined

Terra Chemicals International Inc
in Sioux City, lowa, as risk man-
ager He is responsible for the

CLAIMS/SAFETY

classified advertising

RATES AND CLOSINC TIME: $3.00 per line, min:mum charge $15.00. Cash
with order. Figure all cap lineg (manmum-two) 30 letters and spaces

REPRESENTATIVE

Northern California based heavy
construction contractor has imme

per hne, upper & Zower case 40 per Zine Add two lines for box number. diate entry level position for aggres

Rephes are forwarded dailv Closing deadhne' Copy in wntten form in sive, hright.individual with same

Chicago office not later thalz noon, Monday, 7 days pretedtng pubhea- math ability and claims experience

tion date. Published every other Monday, Displiv Classified takes card heIpféj(lerlgdxcr:eesll‘fzrgtecaonrgpsgpeyr}penef_its

rate of $33 25 per column inch, and dard discounts on stz€ and fre-
quency. Mail ads to Business Insurance, classlified advertising dept.,

740 N. Rush St, Chicago, lllinois 60611.

HELP WANTED

Commercial Insurance Producers sought

company's property and casualty but large and growing agency in S W

insurance program and reports to

Connecticut Excellent market, strong
support staff, good accessible location,

treasurer James H Anderl Before soon in brand new offices with ample

Joining Terra, Mr Scott served as a

parking. progressive, flexible manage-
ment Our only problem too many good,

consultant with Corporate Policy- open markets Offer career opportunity,

holders Counsel Inc in Chicago,
responsible for risk management

open compensation package

Box 158, BUSINESS INSURANCE
740 Rush St , Chicago, Il 60611

INSURANCE

CLAIMS

National company needs a
person experienced in work-
ers compensation and casu-

of chent companies He has also New North Shore Agency seeking Sales alty claims, Good salary and

worked as a senior risk analyst

Insurance manager with Universal
Products Co At Terra, Mr Scott

replaces R. K. Dreher, who was a
financial administrator

At Ingersoll-Rand Co in Wood-
cliff Lake, N J, Andrea M.
Schmidt, 26, has been promoted to
insurance administrator from ad-
ministrative assistant She reports
to Jack W Lyon, director of risk
management

With the corporate move of Great
Western United Corp from Denver
to Dallas, the company has lost two
employes in the risk management
department Raymond VW. Ste-
phens Il, 41, formerly Great
Western's risk manager, has Joined
Dilhngham Corp in Walnut Creek,
Calif, as risk manager, reporting to
vp of finance Gregg Robertson At
Dillingham, he replaces James B.
Runyan, who joined Fireman's
Fund Insurance Co in San Fran-
cisco to create a risk management
department

Dale Gray, who was assistant
risk manager for Great Western,
Joined Timpte Inc in Denver in a
newly created position as risk
manager Great Western, which
has changed ItS name to Hunt In-
ternational Resources Corp , plans
to handle risk management func-
tions through ItS Denver broker,

Warren & Sommer

Representative exp:

erienced in Casualt
area Starting salary to $20,006 plus benefits now plus opportu-
with Abbott Laboratories and as commission Send resume

Box 168, BUSINESS INSURANCE
740 Rush St. Chicago, Il 60611

Risk Mgr Florida 30M

Risk Mgr Midwest 45M

Producer's Prop/ Cas Bkge $$$$$$$
Cas Excess Lines AE 37M

Bkge AE's NYC & Suburbs to 35M
Prop/ HPR Specialist to 34M

Cas AE Jumbo Lines 38M

Cas Attorney Bkge SOM

Prop/Cas Claims Bkge to 24M

Ass t AE und Exp OK to 23M

Re Ins broker Prop or Cas 25M
Pers lines Mgr NYC Bkge to 21M
Bond Mgr Bkge Prod'n + und. 50M
Int'l Analyst Midwest 45M

Ass't Ins. Mgrs NYC, NJ 18/25M
Cas Admin Billion $Co NYC area 23M
Safety + Loss Engineers

Chicago, NYC, NJ 25-30M

Call John Huttner, Richard Di Gioia,
212-732-3110

david J hollinger
associates inc

150 broadway, NYC 10038

nity to grow with company.
Send resume to:

Box 170, BUSINESS INSURANCE

740 Rush St., Chicago, 111. 60611

An equal opportunity employer m/f

LOOKING FOR AN
OPPORTUNITY

We are looking for special talents.
Persons with extensive independent
insurance agency background m of-
flee management Also, need to
have kncwledge of agency auto
mated accounting Positiors to be
filled wi | involve sales and/or

training insurance agency person
net for the installation of in-house

information processing services We
are will,rg to train qualified indl-
viduals m the operation of our
system Some travel

Send resume a nd references to
AID, P O Box 99343, San Fran-
cisco. CA 94109 Attn- Marketing
Dept

Alexander & Alexander offices at Pickwick Flaza, Greenwich. Connecticut

Spencer J. Traver, 49, has been

promoted to assistant treasurer to
become one of 28 officers at B F
Goodnch in Akron He retains his
former duties as director of risk

ports to the treasurer of the com-
pany, plans to hire four additional
risk management employes by the
end of the year

In a newly created insurance
position at Emhart Corp in Farm-
ington, Conn, Robert G. Moody,
29, has been hired as insurance as-
sistant with property and casualty
insurance duties The position was
created, according to Paul C
Black, manager of property and
casualty insurance, because the
firm recently merged with USM
Corp in Boston, creating a need for
an expanded Insurance staff Mr
Moody was previously an account
executive for Corporate Systems
Corp in Amarillo, Tex

Effective Aug 14, Robert J.
Becsell, 34, will become the new
employe relations administrator at
Wisconsin Power & Light Co m
Madison, Wis Reporting to James
W Bindl, compensation and ben-
efits supervisor, he handles com-
munication of benefits, develop-
ment of long-range benefit plans,
pre-retirement counsehng, health
prevention, ERISA reporting and
general administration o f benefits
Mr Becsell moves from St
Ellzabeth Community Health in
Lincoln, Neb, where he was

Continued on page 121
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Opportunity for Topnotch

Account Executives / Producers

If you relish the challenge that yourtopspot with an upperechelon
New York insurance brokerage firm offers, but are disenchanted
with commuting, consider an exciting change

Alexander & Alexander has great opportunities for creative and

knowledgeable account executives and producers in each of our
New York suburban offices and in San Juan, Puerto Rico

A comprehensive grasp of risk management and other sophisti-
cated areas of large industrial risk exposures is essential And, of
course, so is a proven track record of sales accomplishments

Applicants should know the area of the office of his choice and
like it as much as the people who work there do Openings are
available in the offices listed below Let's hear from youl

Mr. Peter S. Pauley, Vice President, Alexander & Alexander, P O
Box 1409, One Pickwick, Plaza, Greenwich, Connecticut 06830

Mr. Bernard Mollod, Vice President, Alexander & Alexander, One
Huntington Quadrangle, Melville, Long Island, New York 11746

Mr. Thomas Laffey, Vice President, Alexander & Alexander,
200 Broad Acres Drive, Bloomfield, New Jersey 07003

Mr. J. B. Carrion, Jr., President, Barros & Carrion, Inc,
P O Box 1229, Hato Rey Station, San Juan, Puerto Rico 00919

Alexander
8Alexander

Insurance Brokers, Agents and Consultants

require
ments to

Gordon H. Ball, Inc.
P O. Box 278
Danville, California 94526

Phone: AC (415) 837-3000

(An Equal Opportunity Employer)

DISTRIBUTORSHIPS OR JOINT
VENTURES, ARE OPEN FOR MAR
KETING TURNKEY COMPUTER IN
SURANCE AGENCY MANAGEMENT
AND AUTOMATION SYSTEMS BA-
SIC REQUIREMENTS ARE AN UN
DERSTANDING OF THE AMERICAN
INDEPENDENT INSURANCE AGENT
DISTRIBUTION SYSTEM, AND A
STRONG DESIRE TO PARTICIPATE
IN AN EXPANDING MARKET PLACE
AS AN ENTREPENEUR. INTERESTED
PARTIES SHOULD CONTACT J R
STEVENS. A I D. AT P O BOX
99343, SAN FRANCISCO, CALIFOR
NIA 94109, (415) 441-4422

Account Executives
Commercial Underwriters

Producers

We specialize in Agency & Brokerage
personnel recruitment and placement
nationwide Numerous openings exist
Please write or call us for further
information about opportunities Your
Nname would not be released to clients
without your approval All our fees
are paid by client companies

Contact.

Jim Williams

INSURANCE PERSONNEL RESOURCES
M IS O ==
“"I Geogia 30305 14041 262 2972

ACCIDENT
INSURANCE

SPECIALIST

Boston firm with complete inter-
national Accident Insurance Fa-
cilities has extraordinary oppor-
tunity for experienced person to
sell and develop accident insur-
ance accounts and programs on
a nationwide basis. Compensa-
tion package generously com-
mensurate with ability and per-

formance. Reply with resume to:
Box 167, BUSINESS INSURANCE
740 Rush St., Chicago, lll. 60611

SAFETY/LOSS
PREVENTION
MANAGER

Our heavy construction and gravel mining firm, located in
Chicago's Northwest suburbs, enjoys a fine reputation for
good employee relations, quality work and customer service.
Top management IS currently seeking a "hands on" manager
to develop, install and supervise a comprehensive corporate
loss prevention program directed at bottom line financial results.
Initial emphasis will be on worker safety. Job objectives
include: design and execution of safety policies and procedures;
OSHA and MESA reporting and compl,ance; ,nsurance/work-
men's compensation claims administration and control; and
insurance broker/carrier relations.

You will receive an excellent salary commensurate with your
responsibilities and contributions to our success. This position
also provides an opportunity to assume further responsibilities
In our firm's growth activities, freedom to achieve positive
results and good working conditions in our conveniently located

Fox River Valley headquarters.

To arrange a confidential interview, send your detailed resume
with salary history and .requirements to:

Box 169, BUSINESS INSURANCE

740 Rush St., Chicago, 111. 60611
An Equal Opportunity Employer M/F

DIRECTOR

Of

SAFETY

Ryder Truck Rental, Inc., the largest and most complete
lease and rental operation in the world has need of a
safety professional to direct its companrwide safety pro-

gram.

Responsibilities will include establishing, implementing, and
enforcing safety and security policies and procedures sys-
temwide, working in coordination with, and supervision of,

the area safety managers

The prime candidate will have a sound knowledge of safety
with emphasis on truck and fleet activity. The position
requires excellent administrative talents, and the ability to
train and develop field safety personnel Organizational and
human relations skills are critical A Bachelors degree,
preferably in Engineering, and a minimum of 5 years' safety
and security administrative experience are necessary.

For consideration, send resume including salary HISTORY

to:

g

RYDER

K. L. Greig

Personnel Services

RYDER TRUCK RENTAL, INC.
P.O. Box 816

Miami, Florida 33152

W are an
Equal OpM"unty
Employer M/F
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Lloyd's probe @

Continued from page 1 sured with IRB (Instituto de 16 ,' S,* -
insurance subsidiary, the Folwell Reaseguros do Brazil) through , ;,
Organization Intra Global Reinsurance

Lloyd's wants to explore the Facilities of Houston, Texas
situation to discover if there are Recently, sworn testimony was ‘61 322
any matters that ought to have dellvered by IRB to the Bl'ltish ;/1 =-. R
been brought to light before the High Court in which it was alleged i/~ O
htigation began this year that Lloyd's U S attorneys became

It will have the rightto look more worried in May 1976 about this
closely into the activities of bro- type of business There were fears
kers Brentnall Beard, a $5 million that some of it was being produced
public company, in case there has by a US operator named John
been any conflict with the strict Goepfert, who ran Resources
principles which Lloyd's estab- Facihties in New Jersey at that . 14*
lishes for both broking and under- time Later the operation was
writing operations in the U K moved to Florida
market

The inquiry comes on the heels Goepfert probed
of announcements that U S brok-
ing firms cannot normally hold Mr Goepfert, Resources
more than 20% interest m Lloyd's Facihties Inc of New Jersey and
brokers because this would RF Agency Inc , a New York sub-
Jeopardize the effective working of sidiary of Resources, are under in- 04* -7+
its self-regulatory powers on which vestigation by the New Jersey and
Lloyd's takes such a firm stand New York insurance departments

It is the second time this year in connection with the Den-Har af-
that Lloyd's has been publicly fair and other matters However, 43 esca pe death
forced to hold an mternal inquiry department officials were unwill-
'nto_ 2 t_’mkers activities, as it is still ing to reveal further de_ta'ls : No one was killed Ir tlis crash larding of a propeller- Farently was causec by a Icss of power to one of the
reviewing a broker's quarrel over Mr Goepfert has filed third- . - ) L . .
$1 million in Fiat auto claims party suit against officials of both driven North Central Airlines plane In a cornfield stortly Elaie's engines The pilot was able to set down and

which were suspected to be departments as part of a response after takeoff from Ka amazoo Mich, on July 25 Only slice to a stop In trie cornfield Marsh & McLennan's
fraudulent to a suit filed in February 1976 two of the 43 Fassengers ard .rewmen -,adto be hos- Minneapolis office b okers t,e airline's insurance, re-

A Lloyd's spokesman told against Mr Goepfert by Argonaut ptalized from indJunes sufferec in -he mishap which ap- Fortedl, pr,mar ly tc Lloyd's
Busmess Insurance in connection Insurance Co That suit charges

with the Brentnall Beard move Mr Goepfert with diverting $7 roups as it becomes more specific

"Whenever there i S a problem at million in premiums due Ar- N ati O n a I h e a Ith .- n its proposals "The principle:

1-&e.

Photo Wide Woild

Lloyd's, the committee has a duty gonaut Mr Goepfert and Re- ran be interpreted in various ways
to Investigate it, not only with re- sources Facihties were defendants and we hipe the Administration is
gard to the past, but with a view to in earlier suits brought by North Cont:nued j¥071 page : nterpreting the principles the
the future, to see whether any American Co for Property and . Will be financec by :he go-- same way we are,” said Paul Haw-
loopholes need to be closed " Casualty Insurance (NACPAC) ernment, employers and e-r - f kns, vpand Washington counsel
and All-Star Insurance Corp though .t isr 't clear -wht for the Health Insurance Assn

Broker unruffled Brentnall Beard has done busi- percentage o:" cost each group S_Ut it the'AdminiStr_ation puts a

ness with Den-Har for some sub- u ould be expected to pay I. ifferent interpretation on them,

But he refused to elaborate on stantial period of time and s4y - Will include a significant r,).e then we'll have to walt and see "

the grounds for the inquiry until they "had no qualms about taking for the private tr-surance 17dust--r, ,*' “We may have a problem with
they are communicated to Brent- business from him,"” so later gave - now these principles are inter-
nall Beard, or to say why it had him a binder authority on their be- regulasion " pretec,” said Mr Ozga of the
been found necessary at this stage half to accept business T he mne _ a4 stage im the | Y FF-— Chamber of Commerce The
of the affair to look into the con- But, according to the affidavit, Admir.istratior-'s timetable for n:- Chamber as well as Blue
duet of transactions which might Den-Har had not received full ap- tionalhealth in:Lrance isa detailed Cross/Blue Shield already are con-
have taken place as long ago as proval under Lloyd's tribunal pro- tentative plan which wil- be re- eerned about what the Adminisia-
1976-77 on U S insurance cover- cedures to take such busmess leased by the end of tte >ear, un means by "appropriate gov-
age Later Intra Global, run by Edward Health Education and Welfare sec- ernment regulation” for pnvate in-

Brentnall Beard says it wel- T (Ted) Smith, another former retary Joseph Callfano sad Tie | /illl surers participatmg in the plan
comes the inquiry Derek Grave- U K insurance man, came on the final proposal would oe subm-tted

stock, one of its directors, told scene for the purpose ofreinsuring to Congress r. 1979, Mr Califan) Little reaction

88" Why It 1S helessary {6 have ain Féars ' Wars1atervoiced that The prineigles released last The release of the principies

inquiry, but we will be happy to many of the pohcy certificates month generaly closely resemt le tr ggered httle reaction on Capitol

place all the facts before (the com. were being issued from Mr what Administration offic.a:s had Hill with the exception of Sen

mittee) We have kept the commit- Goepfert's offices and the quallty previously smE woild be the e.e- Kennedy who may introduce his
tee of Lloyd's fully informed of ofthe business became the subject ments of a naticnal health insur- HEW secretary Josepn Califanc ¢ wn national health insurance bill

matters concerning Sasse and of concern ance p_an says problems such as h gh infla- *'Nationalhealth insurance is not
IRB since late 1976 Everything But Stanley Elsbury, chairman However, for the first time tne tion could d€lay the Carter nationa the priority issue it once was," said
we know has been passed on to ofBrentnall Beard, which has been Administration firmly conmi-ted healtl Instrar'lce program Willls Geldbeck, director of the
Lloyd's already " a public group with Canadian itself to a coniglex phase-in ap- Washingtin Busmess Group on

Sources in London beheve the insurance interests since 1969, proach to national healtt inm-r- Health

inquiry has been prompted by new stressed at its recent annual corpo- ance trrily kiL tne program * Secretary Cahfano said the Ad-
revelations about the placing of rate meeting in London "We do Mr Califano did not g.ve any es- n.nistration would hke to have na-
New York fire risks that were not belleve the Sasse problems will Phased approach timates as k what a national health t_c,nal health insurance legislation
brought to Sasse by Den-Har Un- have any serious effect on our msirancep.an would cost He said K :ssed in 1980, but Mr Gold Deck
derwriters and were later rein- group " - As Mr Callfao described it the much of the expected cost of the ard other health care observers be-

plan would move gradual.y frow plan wot-ld be absorbed by "ag- Leve that goal is not reallstic .
one phase to the next How ever, if gressive" health care cost controls,

[} = economic problems such as higt but he dd not describe how such
I ond S to I I IS u re inflation cropped up, the plar cor trols would work

would not move -0 the next phase Some health experts questioned It. A B
until the cu. rent prcbterrs wer€ Prisident CErter's Dommilment to S Ig
N B C f [ ] 80 O I - solved national nealth insurance despite Bargain i
O r yl I l p I CS Similarly, if adm. inistrati € the ir.trodLe:ion of fhe principles
snafus arose or if huge cost over The Aiminisiat-on really 26 Issues
NEW YORK-The political over- However, an NBC spokesman runs resulted the plan coulc be out dc,csr-'t havE any enthusiasm for
tones ofholding the 1980 Olympics noted "there are endless 'what in a temporarr holding pattern nat onal health insurarce,’' said an Full Of
in Moscow might have influenced ifs™ in an event with as many "The experience of o:her govern- attorney for an insurance trade
National Broadcasting Co 's deci- pohtical overtones Networks typ- ment programs in which exTenci- gro.KR -immy Carter released the Vita | News
sion to purchase insurance against ically are indemnified by program tures far exceeded initial pr<eD- pnnc_ples to try x sansfy Sen
cancellation of the games from packagers or suppliers, "but since tic,ns, must no: be repeated " the Kennedy and Doug Frase (of the About Your
Lloyd's of London this is on a much larger scale Admin.stration explained UAW),not b.cause he's committed Business.
NBC, which paid the Soviet gov- we're taking prudent financial 'The phase-in period iS exceD to E plan
ernment $85 million for exclusive steps against the remote possibil- tional," said William Hopekell
rights to coverage of the event, re- 1ty that the event might be cancel- Risk & Insurance Managemer t Pragmatic Carter BUSINESS
portedly took out a $40 million pol- led.” the spokesman said Society vp for government and in- INSURANCE
icy from Lloyd's with a premium NBC insurance department offi- dustry relations "It is the first t.-ne Eut a government affairs direc-
estimated to be $2 million cials declined further comment | ever have seen Washingtor try ng tor for a ma. or suppher of group JUST $1 5
The coverage insures NBC and the spokesman did not know to phase m somethmg rather than medical and health 17Surance sad
against cancellation of the 1980 which Lloyd's syndicate was lead trying to figure out what to do witn President Carter has prcven to be A YEAR.
Olympics due to pohtical disagree- underwriter a program (such as Medicaic and Ver.Jy pragma:ic on -te is:Le of na-
ments among participating nations AnN official of the American Medicare) after t is too tate " tioral health insurance "He's for husiness insurance
or against United States with- Broadcasting Co insurance de- 3ut Sen Kennedy chargec nat it, buthe realizes thebottom lineis
drawal from the games At the time partment said he did not beheve the phase-in approach could al_ow whether the econo-ry can handle 740 N Rush St

of gaining rights to the games, that company took out a cancella- health insurance opponen-s to sun a program That's why he's
NBC said it would get a refund tion pohcy when it covered both sabotage the plan He also was op- taking a go-s ow approach " 312-649-5221
from the Soviets in the event of summer and winter Olympic posed to an aitc matic kigger, SLCh The Admnistraticn coild lose |

rgnrellAhnn

Chicago, Ill. 60611

Bvenk im r.revinmnila venmnra ashigh inflAtor thAt —--61]lc a-h,- giin-nrt Nnfhi ginpgqq snri,n:iirance 1
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If poor loss experience

keeps repeating itself,
that's un-American.

American Mutual helps you analyze your work
accidents to eliminate their causes. Without double talk.

Then we help you to blueprint an accident prevention
program that in practice will give you better value for your
insurance prernium dollar.

That'sthe Amer-can way, the American Mutual way.

American

AAutual

INSURANCE COMPANIES, WAKEFIELD, MASS. 01880

We want to keep you safe, and sound.



