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D&O costs up,
claims frequency
Increasing: Study

By MARK A. HOFMANN

CHICAGO-Risk managers can expect the average cost of closing
a directors and officers liability claim filed this year to skyrocket
past $3 million, according to a study released today by The Wyatt
CO.

In addition, risk managers-especially those at companies in-
volved in mergers or that have recently reported an aftertax loss-
increasingly are being socked with D&O claims, the survey says.

However, despite deteriorating D&O claims experience, most risk
managers can obtain larger D&O liability insurance limits for only
slightly higher premiums, the survey says.

And, when Wyatt's D&0O premium index is plotted against its
loss index, which is an actuarial estimate of the ultimate resolution
of claims made in the year in which a survey is conducted, it ap-
pears that D&O coverage is being priced fairly, said Ronald R.
Boggs, a consultant with Wyatt in Chicago.

However, the survey suggests that slightly fewer corporations
are buying D&O0 coverage.

The "1988 Wyatt Directors and Officers Liability Survey" also
found that "significant capacity"” has returned to the excess D&O
insurance market and that primary markets are niche underwriting
by account size and industry much more than in past years (see
story, page 65).

"Assuming claims trends continue and premiums are able to
track changes in claims experience, we would expect the market
to remain relatively stable. | think we're at a point of relative sta-
bility now," Mr. Boggs said.

The 1988 Wyatt survey, which polled 1,708 U.S. for-profit cor-
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Panel seeks criminal probe

into Mission, Integrity failures

VWASHINGTON-A House subcom-
mittee has asked U.S. Attorney General
Richard L. Thornburgh to investigate
possible criminal wrongdoing in the
failures of Mission Insurance Co. and In-
tegrity Insurance Co.

In a Dec. 12 letter, members of the
House Energy and Commerce Commit-
tee's Subcommittee on Oversight and
Investigations noted that an inquiry into
the insurers' demise found "common
business dealings, practices and persons

Continued on nezt page

IRS offers extension

for pension changes

By JERRY GEISEL

WASHINGTON-Employers, much to their relief,
will be given more time to amend their pension plans
to comply with the Internal Revenue Service's massive
pension integration rules.

An employer could wait until the end of 1989 to
make the changes needed to bring its pension plan in
compliance with the IRS' integration rules if the com-
pany adopts one of several stopgap plan amendments
proposed by the IRS last week.

The integration rules, which implement provisions of
the Tax Reform Act of 1986, will force tens of thou-
sands of employers nationwide to scrap decades-old
pension integration formulas-which are used to cal-
culate how companies may coordinate or integrate
their pension plans wifh Social Security-and adopt
new formulas to calculate retirement benefits earned
after Jan. 1 (BI, Dec. 5).

Under one of the IRS' stopgap amendments, which
would have to be adopted by March 31 or May 31
depending upon the type of pension plan an employer
offers, an employer could wait until as long as Dec. 31,
1989, to make permanent plan design changes. Those
changes could then be made retroactive for benefits
accrued from Jan. 1, 1989.

Even if the new, permanent integration formula pro-
duced smaller benefits than the formula currently
used by the plan, the employer would not be deemed to
have violated a federal law that bars cutbacks in ac-
crued pension benefits.

In addition, an employer could adopt the stopgap
amendment without having to provide the normal 15-
day advance notice to pension plan participants that

usually is required when the employer seeks to reduce
future benefits, the IRS said in Notice 88-131, released
last week.

Benefit experts are welcoming-up to a point-the
relief offered by the IRS.

"This notice provides genuine relief. It gives com-
panies more time so they can redesign their pension
plans carefully and intelligently," said Larry Sher, a
partner with benefit consultant Kwasha Lipton in Fort
Lee, N.J.

"The IRS notice gives employers the flexibility that
they were looking for," said John Feldtmose, president
of benefit consultant A. Foster Higgins & Co. Inc. in
New York.

While the IRS action won praise from benefit experts
last week, they add that any relief employers receive
may prove to be fleeting if the IRS fails to publish
additional, reasonable regulations that companies say
they need to redesign their pension plans.

"Yes, this is temporary good news. But the IRS still
has a lot of work to do. The sharks will be back circling
unless the IRS acts soon," observed Dick Raskin, a
consultant with The Wyatt Co. in New York.

"It will be incumbent on the IRS to issue timely reg-
added John Hoos, a consultant with Hewitt
Associates in Lincolnshire, lll.

Indeed, if the IRS fails to quickly publish certain
other regulations, like those governing the general
pension non-discrimination rules in the 1986 tax law,
employers next year will face the same problem of
trying to redesign a plan to meet changing federal re-
quirements without enough information to make the
necessary changes.

ulations,

Continued on page 68

Toy makers prepare for ultimate test

By MICHAEL BRADFORD

The risk management and quality control
practices employed by Santa's elves are
about to be put to the test.

Toy manufacturers, whose products must
meet federally mandated safety require-
ments and-in many cases-a list of self-im-
posed standards, continually test their prod-
ucts to make sure they do not injure young

In one joyous thrashing on Christmas
morning, bright-eyed children across the
country will see just how well all that re-
search and testing holds up.

But, toy makers are confident that Santa is

delivering a sleigh load full of safe play-
things this holiday season.
"We are the most regulated industry in the
nation," said Douglas Thomson, president of
the Toy Manufacturers of America, a 250-
member trade association.

"Federal regulations are quite specific for
children's products,"” Mr. Thomson said.
"And then we have voluntary standards" to
which association members adhere when de-

signing and testing toys, he pointed out.
The Federal Hazardous Substances Act

Spotlight

and the Consumer Product Safety Act are
the federal laws that govern toy safety.
Those laws call for manufacturers to:

« Eliminate small parts on toys intended
for children younger than age 3.

- Make sure there are no sharp edges on
toys made for children under 8.

» Meet specifications that eliminate the
possibility of burns and shock from electri-
cal toys.

- Design rattles so they are too large to
become lodged in an infant's throat. Rattles
also must be constructed so that they will
not separate into small pieces.

* Limit the amount of lead in paint used
in toys to less than 0.06%.

* Restrict the use of potentially harmful
chemicals to chemistry sets, model rocket
sets, model airplane fuel and other products
designed for older children.

Apart from the federal requirements, most
toy manufacturers also adhere to a set of vol-
untary standards that are detailed in a
booklet published by the American Society
for Testing & Materials.

The voluntary standards, known as ASTM
F963, were developed by the TMA in 1971.

Continued on page 62
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Fisher-Price puts toys on a treadmill to simulate how a child will use a product.
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Update

Panel seeks criminal probe

Continued.from previous page
linking the failure of Mission to the failuie of Integrity "

The subcommittee's investigation-which included public hearings m
September-"has revealed substantial evidence of reckless and incom-
petent management, intentional under-reserving for losses, unwar-
ranted price-cutting and excessive reliance on remsurance," the letter
says The inquiry "also found evidence of Intentional deception, con-
flicts of interest and unfair personal gam by persons closely involved
with the operations and ultimate failures of these companies

The letter-signed by Subcommittee Chairman John D Dingell,
D-Mich, and Rep Thomas J Bliley Jr, R-Va, the panel's ranking
minority member-says that "some or all" of these activities may
involve violations of federal mail and wire fraud statutes and pos-
sibly other federal cilminal laws

Separately, the subcommittee has sent letters to several state insur-
ance departments requesting additional information on matters arising
from the Mission and Integrity failures

California-domiciled Mission was ordered liquidated in February
1987 and is estimated to be insolvent by $1 5 billion New Jersey-based
Integnty, ordered into liquidation a month later, IS estimated to be
insolvent by $300 million

In Dec 12 letters to the California and New Jersey departments,
the subcommittee noted that its inquiry raised questions about "poten-
tial conflicts" among the various duties of state-appointed liquidators
These include the duties to maximize recovery of assets-such as rein-
surance-while pursuing possible criminal and civil violations

The letters ask the insurance departments to provide information on
several points, including whether they have investigated possible crimi-
nal and civil actions agamst former directors, officers and agents of
Mission and Integrity, how the liquidators of the two insurers were
chosen, and what law, accounting and other professional firms have
been hired by the insurers' estates

Separate Dec 12 letters to several insurance departments point
out that two former Mission officers-Louis F Marioni, former Mission
president, and Michael Mulholland, former Mission chief financial offi-
cer-have assumed control of another California Insurer, Superior Na-
tional Insurance Co of Woodland Hills

These letters note that the subcommittee's inquiry raised "serious
questions regarding the apparent ease by which persons responsi-
ble for operating an insurance company which falls are able to imme-
diately begin operatmg a new company "

The departments are asked in the letters about their findings regard-
ing the fitness of Mr Marioni and Mr Mulholland to run an insurer and
are asked to provide copies of licensing documents filed by Supenor
National The letters also ask for general information about licensing
criteria and background checks required of directors and officers, the
size and qualifications of insurance department staffs handling hcense
applications, and regulations governing managing general agents, bro-
kers and mtermediaries

The letter was sent to insurance departments m Callfornia, Alaska,
Arkansas, the District of Columbia, Utah and Nevada, where Superior
National is licensed or has applied for a license

A spokesman for Superior National said the California depart-
ment fully investigated the insurer's prmcipals before hcensing and
examined the company after one year of operation under 1ts current
management "We Invite any other necessaly examination," he said

Mr Marioni and Mr Mulholland also appeared before the sub-
committee, whose members "seemed satisfied when they learned that
Superior National's busmess was concentrated in specialty non-remsur-
ance areas," the spokesman added

CGL agreement reached

NEW ORLEANS-The Risk & Insurance Management Society and
the Insurance Services Office Inc said they are willmg to accept a
compromise worked out by a subgroup of the National Assn of Insur-
ance Commissioners involvmg ISO's proposed changes to commercial
general liability insurance forms (Bl, Nov 14)

The agreement, endorsed by the NAIC at its winter meeting in New
Orleans last week, allows ISO to offer as options two new pollution
exclusions that delete pollution coverage from products and completed
operations coverage and allow a buy-back of limited pollution coverage
with a separate coverage limit

The agreement also allows ISO to clarify language m the pollu-
tion coverage exclusion in the basic CGL form

1ISO also will withdraw proposed amendments in three other areas
and offer new optional endorsements As a result

« Coverage for some employment-related practices, like evaluation
and termination, will remain the same, unless an optional endorsement
excluding those practices is used

= The definition of a "social host" will remain the same m the basic
form's liquor liability coverage, unless two new definitions contained m
separate endorsements are used One would require a business to sched-
ule social events, while the other is designed for social clubs

« Additional insure(is on a policy may buy tall coverage

ISO expects to change its filings by mid-Jdanuary

Antitrust case dismissal sought

SAN FRANCISCO--Property/casualty Insurance mdustry defendants
in the antitrust htigation mUS District Court in San Francisco filed a
motion Friday seelang the dismissal of the suit, contending they did not
violate federal antitrust laws

Continued on page 67

Errors & omissions

Omaha Indemnity Co 's 1986 lawsuit against Royal American
Managers Inc and others did not allege violations of the federal
Racketeer Influenced and Corrupt Organmations act, as was re-
ported in the Dec 12 issue The suit charges RAM with fraudulent
misrepresentation, civil conspiracy, negligence, breach of contract
and breach of fiduciary duty

Proposition 103

lowa regulator seeks California legislators
to protect insurers pressure Gillespie

By MEG FLETCHER By GLENN HUNTLEY

NEW ORLEANS-In the wake of California's Propo- LOS ANGELES-California legislators are pressing
sition 103, lowa's top insurance regulator is proposing Insurance Commissioner Roxani Gillespie to step up
to prohibit lowa-domiciled insurers from selling prop- enforcement of Proposition 103 provisions
erty/casualty insurance in any state where the insurers At legislators' urging, Ms Gillespie says she will ex-
expect to lose money consistently pedite issuing a cease-and-desist order against Hart-

"lowans en]oy the lowest auto premiums in the na- ford, Conn -based Travelers Corp , which has an-
tion and | don't intend to stand by while lowans nounced it will withdraw from the California auto
are forced to subsidize rate rollbacks in another state," insurance market

said lowa Insurance A provision of Proposition 103 bars insurers from
Commissioner William D canceling or falling to renew auto insurance policies
Hager except under certain circumstances, like non-payment

Mr Hager made his re- of premium, fraud or misrepresentation by the policy-
marks in an interview at holder, or a substantial increase in the risk insured
the National Assn of In- However, Ms Gillespie balked when asked whether
surance Commissioners' she would support Proposition 103's rate rollback pro-
Winter Meeting in New visions Ms Gillespie is one of the named defendants in
Orleans last week a lawsuit filed by the insurance Industry charging that

The NAIC is expected the voter-approved law ts unconstitutional (Bl, Nov
to accept a subgroup's recommendation that the orga- 14)
nization step up its review of automobile insurance Ms Gillespie said it was "premature" to commit to a
problems nationwide legal position on the rate rollbacks and that she would

If legislative or regulatory climates elsewhere force consult Gov George Deukmellan concerning the ad-
any lowa-based insurer to consistently operate at a ministration's opinion before taking a stand
loss, that will have the effect of confiscating some of The California Supreme Court has given the admin-
that insurer's surplus, Mr Hager explained istration and proponents of Proposition 103 until Jan

As a result, "rates in other states, including lowa, 12 to file briefs in the case Insurers have until today to
would have to be raised to an extent not justified by file their briefs
experience to counterbalance the losses in other The briefing schedule was part of a Dec 7 court
states,” he said order that lifted a stay on all but two provisions of
Continued on page 67
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European reinsurers to get
asbestos claims information

claims

By CAROLYN ALDRED
The decision to hand over information relating to
LONDON-Representatives of the London insurance 4 'basic claims matters of all asbestos bodily injury
market are allowing European reinsurers access to losses paid by London underwriting organizations'44
confidential documents and information relating to comes after two top-level meetings between London
asbestos bodily injury claims to obtain reinsurance underwnters and senior executives of six leading rein-
payments the London insurers claim they are owed surance companies, according to a letter sent by for-
In a test program, legal and coverage information mer Lloyd's of London underwriter Robin A G Jack-
relating to the settlement of claims filed against To- son to London market insurers at the end of October
ledo, Ohio-based Owens-Corning Fiberglas Corp will In addition, lawyers acting for the Asbestos Working
be presented to six European reinsurers this week Party have advised that reinsurers "have a right to this
By initially furnishing this information, London un- information and, if this was the main stumbling block,
derwriters hope to find a formula for the presenta- It should be made available," said Mr Jackson, who 15
tion of claims information that is acceptable to their chairman of the Asbestos Working Party
reinsurers, ending the deadlock in asbestos claims "Following the signing of the Wellington Agreement,
reinsurance collection all coverage litigation ceased so the question of the
London underwriters contend they are facing criti- need to preserve privilege has been removed from most
cal cash-flow problems because European, US, Japa- documents,"” Mr Jackson said in his letter
nese and other overseas reinsurers still have not paid The new initiative follows a proposal made by the
asbestos claims submitted by the London market un- reinsurers in March to set up a claims clearinghouse to
derwriters as long as four years ago gather and process asbestos claims Information (BI,
The London market already has paid asbestos claims March 21)
totaling some $500 mdlion, according to the London Although the proposed clearinghouse-which was
Asbestos Working Party (Bl, Jan 25, Nov 16, 1987) dubbed the International Reinsurance Advisory Sys-
However, reinsurers and retrocessionaires, particu- tem-was welcomed by reinsurers from around the
larly those in continental Europe, argue that so far world, It was sharply criticized by the London market
they have not received adequate information and doc- as an attempt by reinsurers to further stall claims pay-
umentation to assess the claims ments
Until recently London underwriters alleged that In a letter sent to reinsurers and retrocessionaires
reinsurers and retrocessionaires were asking unneces- last month, Wilhelm Zeller, a director of Cologne
sary questions regarding individual asbestos claims Reinsurance Co , and Cologne Re Claims Manager
and the wording of specific policies to avoid paying the Continued on page 66
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Benefits marketplace

Rising health costs dampen holiday cheer

By DONNA DiBLASE and MICHAEL SCHACHNER

Santa is snubbing employee benefit managers this year.

Benefit managers have behaved all year. They have ap-
plied managed care strategies to their health care programs.
increased employee cost sharing to make employees better
health care consumers and communicated the health care
cost problem to employees.

But, even though they haven't been naughty, benefit man-
agers still are finding coal in their Christmas stockings in
the form of premium increases ranging from 20% to 50% for
indemnity plans and 15% to 30% for health maintenance
organizations.

Insurers and HMOs attribute the increases to the same
factors that increased health care costs in previous years:

* Increased utilization of outpatient health care services,
which usually are not subject to strict utilization review.

» The aging of the population.

« Cost shifting against the private sector as a result of
reduced Medicare reimbursements to health care providers.

« Advances in health care technology.

However, some employee benefits experts note that the
greater than usual rate of increase in HMO premiums also
may be an attempt by some HMOs to make up for competi-
tive underpricing practices in recent years. HMO premium
increases ranged from 12% to 15% in 1988 (BIl, Dec. 21,
1987).

But, regardless of the reasons for the HMO premium in-
creases, HMO executives and consultants note that HMO
premiums still will be more moderate than indemnity plan
increases. They also point out that this provides a good op-
portunity for HMOs to raise their prices without suffering
large enrollment declines.

Some experts predict that more employers will require
employees to share in a greater portion of health care costs,
especially under indemnity plans, as a means of coping with
health care inflation.

And, they also foresee more employers adopting "open-
ended HMOs" as their principal benefit plans. Under these
plans, all employees are enrolled in an HMO-like plan that
includes strict utilization controls and capitated provider
fees. However, employees have the option of receiving care
from non-network providers, but usually for a higher out-
of-pocket cost.

Allied-Signal Inc. of Morristown, N.J., contracted with
CIGNA Healthplans Inc. to launch such a program earlier
this year (BIl, April 25).

As in previous years, the health care inflation rate has

Continued on next page
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Top consultants' revenues leap by 20%

Benefit consulting'

Name

(Parent company) 1988

Gross revenues

1S5 7 <o change

William M. Mercer Inc. $460 million $394 million' 16.8%
(Marsh & McLennan Cos-tnc.) _

TPF&C 336 million 256 millioni 31.3
(Towers, Perrin, Forster & Crosby Inc.)

The Wyatt Co. 290 million 242 million 19.8

(Independent)

Hewitt Associates 155 million

125 million

24.0

(Independent)
A. Foster Higgins & Co. Inc. 151 million2 136 million2 11.0
_(Johnson & Higgins)
The Alexander Consulting Group Inc. 131 million 106 million 23.6

(Alexander & Alexander Services Inc.)

Buck Consultants Inc. 109 million

(Independent)

Coopers & Lybrand-Actuarial, 68 million
Benefits & Compensation Group

(Coopers & Lybrand)

Godwins International Holdings Inc. 54 million

Frank B. Hall & Co. Inc.)
Martin E. Segal Co. 53 millioni

(Independent)

' Excludes revenues from daims administration, compensation consulting. insurance commissions (where no consulting is involved) and other non-benefit consulting

2 81 estimate 3 Restated

95 million

53 million

54 millions

47.5 million2

28.3

Total operations

Gross revenues

1988

$517 million

580 million

330 million

182 million

177 million

176 million

109 million

68 million

60 million

55 million

Chart, page design: Amy Palmer

Offices

(U.S./total)

49/100

27/48

29/63

24/43

52/80

18/51

16/24

23/31

27/59

14/16

Employees

5,982

4,500

2,800

2,220

1,400

1,692

1,120

828

900

By JERRY GEISEL

The 10 largest U.S. employee
benefit consultants next year
could producennore than $2
billion in revenues.

Consulting revenues among
the Top 10 jumped 20% this
year to $1.8 billion, up from
$1.5 billion in 1987, according
to information supplied by the
consultants and estimates by
Business Insurance (see chart).

If growth continues at that
pace, revenues will top the $2
billion mark in 1989. That
would be quite an achieve-
ment, considering the top 10
consultants crossed the $1
billion revenue milestone just
three years ago.

Indeed, the combined reve-
nues produced this year by the
three biggest benefit consul-
tants William M. Mercer Inc.,
TPF&C and The Wyatt Co.
exceed the total revenues
earned by the entire Top 10 in

1985.

Next year, Mercer alone

could produce $500 million in
benefit consulting revenues
about half of what was gen-
erated by the Top 10 in 1985.

Benefit-related legislation
and regulation emanating from
Washington has been the en-
gine powering much of the
consultants' growth in recent
years. And, that engine contin-
ued to roar this year.

For example, new 401 (k)
plan regulations released in
August by the Internal Reve-
nue Service forced employers
to turn to their consultants for
a needed hand in plan redesign
(BI, Aug. 29; Aug. 8).

At the same time, the sweep-
ing Medicare legislation en-
acted by Congress this summer
led employers to tap their con-
sultants for help in overhauling
their retiree health care plans
so they would mesh with the
expanded Medicare (BI, June
6)

And, consultants were
swamped with Section 89-re-

Continued on page 10
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Benefits market

Continued from previous page
consistently outpaced the overall
inflation rate during 1988.

For example, the medical care

component of the Consumer Price
Index rose at an annual rate of

7 .2% for the first 10 months of

1988, according to the Bureau of
Labor Statistics. By contrast, the
overall CPIl rose at an annual rate
of 4.6% for the same period.

In 1987, the medical care compo-
nent of the CPI increased 6.1%, a
low after increases of 7.7% in 1986
and 6.2% in 1985. Meanwhile, the
overall inflation rate jumped to
4.5% in 1987 from 1.4% in 1986 and
3.6% in 1985.

The health care inflation rate
forced health insurers to increase
premiums for traditional group in-
demnity plans an average of 15% to
20% in 1988, with some groups re-

ceiving rate increases as high as
35% to 40%.

et

13, 1300

However, in 1989, employers will
face indemnity plan premium in-
creases of 20% to 50% on the aver-
age, insurers and employee benefit
consultants say.

For example, CIGNA Corp. will
increase indemnity plan premiums
between 30% and 50%, said Chip
Sharkey, CIGNA's vp-employee
benefits marketing in Hartford,
Conn.

There was "a rapid spike in rate
increases between August 1987 and
February 1988. Increases jumped
from 13% to 22% and have basi-
cally held at this level," he ex-
plained.

But, premium increases in 1989
also will be steep so that insurers
can re-establish adequate rates, he
said, explaining that premiums
were too low to cover health care
costs prior to 1988.

"We are looking for increases in
1989 equal to or more than" the
20% to 22% increases in 1988, said
Kenneth Grubbs, employee bene-

fits manager for Armstrong Tire
Co. of New Haven, Conn. Arm-
strong's indemnity plan is under-
written by CIGNA.

And, at least in the near future,
"there is no indication to show any
lowering in rates. No self-disci-
pline is going to stop the rising cost
of health care," he predicted.

Prudential Insurance Co. of
America increased indemnity plan
premiums between 20% and 40% in
1988, depending on the degree of
cost-containment measures imple-
mented by the employer, said Jo-
seph Maginnis, vp-group market-
ing for the Newark, N.J.-based
insurer. He would not estimate
how much the insurer will increase
premiums in 1989.

A significant contributor to the
steep premium increases in the last
year and for the next year is the
ballooning medical malpractice
costs that providers have been
forced to pay, Mr. Maginnis said.

"Providers are more careful," he

said. He estimated that 10% to 12%
of health insurance costs are a re-
flection of defensive medicine
practiced by physicians trying to
protect themselves from malprac-
tice suits.

"You are seeing patients coming
back for extra exams. Doctors say,
'Maybe if | see a patient twice I'll
be less susceptible to a malpractice
Suit, , " Mr. Maginnis added, ex-
plaining how defensive medicine
increases utilization and, in turn,
drives up health insurance premi-

Employers can expect indemnity
plan premium increases of 20% to
25% from Travelers Corp., pre-
dicted Jim Gutterman, an em-
ployee benefits actuary with the
Hartford-based insurer. Travelers’
premiums leaped 25% to 35% in
1988.

The increases are directly related
to cost shifting against private
payers from providers receiving
lower Medicare reimbursements,

Cure YourRising Healthcare Costs
WithOur Easy Home RemedB

With Kimberly

Quality Care Home
Health Care, you can
provide your clients
and employees top-
quality health
services and still
save your company

money.

Home health care

means hospital
stays are shortened

or eliminated

altogether. Patients
are treated at home
where they're more
likely to recover and
be back on the job

more quickly.

That'show we've

been helping reduce

healthcare costs

for more than a decade.

\, At Kimberly Quality Care you'll find:
« Highly skilled R.N.'s, L.P.N.'s, high
tech specialists, home health aides,

and many other trained healthcare

personnel.

1 1 » Over 300 offices nationwide

providing the widest possible
variety of services-for patients
recovering from acute illnesses,

, accidents, operations or chronic

-- diseases.

* Specially trained R.N.'s ready
to provide prompt, on-site case

assessment. Dependable

recommendations and cost

projections for all feasible

alternatives ensure cost

ef ective treatment.

ether you're a self-insured

company, TPA or insurance carrier,

find out how much Kimberly Quality

Care can help you save.

Call us today: 800 645-3633

KIMBERIY

QITALTrY CIRE

695 Atlantic Avenue, Boston, MA 02111

increased utilization of outpatient
services, advanced medical tech-
nology and the cost of treating
people with acquired immune defi-
ciency syndrome, Mr. Gutterman
said.

Some possible employer reme-
dies to the escalating premiums are
wellness programs, where employ-
ees are made more aware of how to
stay out of the hospital; a shift to
managed care; and working with
hospitals and doctors to keep large
claims to a minimum, he sug-
gested.

Aetna Life & Casualty Co. also
will increase its group indemnity
premiums about 20% to 25% in
1989, said a spokeswoman for
Aetna in Hartford. Aetna raised
rates 20% to 30% in 1988, she said.

And, New York-based Metropol-
itan Life Insurance Co. will in-
crease indemnity plan rates an av-
erage of 22% to 24%, said John D.
Moynahan, executive vp for the in-
surer's Group Insurance Depart-

ment. However, some groups could
see increases of 30% to 40%.

A lot of the 30% to 40% in-

creases in the last year contained
some catch-up" as insurers tried to
bring premiums up to cover health
care costs, he explained, noting
that this could continue in 1989.

Caterpillar Inc., whose indem-
nity plan is underwritten by Met-
ropolitan, expects premiums to in-
crease about 15%, said Richard
Wright, group insurance manager
for the Peoria, lll.-based ma-
chinery manufacturer.

Good hospital utilization review
and internal health care bill audits
helped keep 1988 premium in-
creases at about 10%, he added.

Group indemnity premiums
charged by Woodland Hills, Calif.-
based Blue Cross of California will
increase about 20% in 1989, said
Alice Rosenblatt, senior vp-HMO
and group services.

The insurer raised its indemnity
premiums an average of 30% to
50% in 1988, she said.

However, employers that have
implemented good managed care
controls on their indemnity plans
may experience rates as much as
10% below plans with no controls,
Ms. Rosenblatt said.

She also suggested that rate in-
creases in California may be less
drastic than in other states because
California is traditionally ahead 01
national trends.

For Blue Cross & Blue Shield
plans nationwide, "looking ahead
to 1989, it looks like increases will
be in the range of 15% to 20%,"
said Doug Peters, vp-representa-
tion and public affairs for the Chi-
cago-based Blue Cross & Blue
Shield Assn.

The 77BC/BS plans nationwide
lost a total of almost $2 billion in
1987. Premium increases, along
with an emphasis on managed care,
is a major strategy for recouping
those losses for the non-profit or-
ganizations (BIl, Aug. 15).

BC/BS plans reported rate in-
creases of 20% to 30% in 1988, Mr.
Peters said.

Fifty of the 77 BC/BS plans have
improved their financial results so
far in 1988, he said.

"In 1987, we thought '88 would
be better, which it was. But, we're
not out of the down underwriting
cycle. Hopefully, we're on our way
out," he said.

Ron Colby, vp and director-
group product services for Lincoln
National Insurance Cos. of Fort
Wayne, Ind., concurs that 1989 will
be characterized by a continued
increase in premiums.

"Many employers will receive
30% increases or more," said Mr.
Colby. Lincoln National has hiked
indemnity plan premiums by about
20% in 1988 and by 25% in recent
months, he said.

While employers that purchase
group indemnity plans from com-
mercial insurers will see continued
higher costs, self-insured employ-

Continued on page 6



WHEN TIMES ARE TIGHT,
IT'S THE BENEFITS MANAGER

THAT FEELS THE SQUEEZE.

You know the feeling.

Management wants you to hold
down rising employee benefits costs.
But since cutting benefits isn't the
answer, you try to offer alternatives.
Like shared costs and flexible benefits.

In doing so, you get squeezed
by employees, because changing bene-
fits creates confusion, dissatisfaction
and lots of questions.

NWNL Group can help relieve
the pressure.

You see, we look at your com-
pany's insurance needs differently, so
we find solutions others may not see.

Take our Appropriate Care and
Treatment program (ACT) for catas-
trophic medical claims, for example.

With ACT we're able to find
ways to provide coverage for more
cost effective treatment by recom-
mending alternatives to employees
and their physicians. Like outpatient
care, using specialized non-hospital
facilities and home health care.

The way we see it, cost efficiency
doesn't mean reduced benefits, it sim-
ply means finding ways to increase
the efficiency of the care.

If you're feeling the squeeze, let
us send our booklet ' 10 Ways to Cut
Benefit Costs!' Call or write Rick
Naymark/NWNL Group, P.O. Box
20, Minneapolis, Minnesota 55440,
(612) 372-5784.

M NWNLGROUP
We look at things differentlf

A division of Northwiestern National Lite Insurance Companz Minneapolis, MN (not admitted in the State of New York). The North Atlantic Life Insumnce Company of America, Jeriche NY (a member of the NWNLCompanies).
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Spotlight report

Health care costs

Continued from page 4
ers note that health care inflation
hits them hard as well.

For example, "by self-insuring,
we can lower premiums in a good
year. But we pay more in a bad
year," said Ginny Russell, em-
ployee benefits manager for Lufkin
Industries Inc. of Lufkin, Texas.

And, "1988 was a bad year. We
saw some very expensive proce-
dures, like open-heart surgeries
and a heart transplant. The trans-
plant alone cost $69,000," she ex-
plained.

As a result, Lufkin's per-em-
ployee health care costs increased
25% in the fourth quarter of 1988
for salaried employees and retirees
and 15% for hourly employees.

Health care costs will increase
7% to 10% this year for Oklahoma
City-based Kerr-MeGee Corp.,
which also self-insures its indem-
nity plan, predicts Keith Wills,

—.ecenluer 1:1, 1-300

For example/byself-insu-ring; we can lower

premiums in agood year/But.we pay more in a
bad year," idy*Gith# Fludsell,

employee benefits manager for Lufkin

Industries Inc. of Lufkin, Texas.

compensation and benefits man-
ager. Contributing to the increase
are 1988 claims experience and
health care inflation.

Inflation, as well as the financial
condition of some HMOs, also will
cause sharp HMO premium hikes.

For example, financially ailing
Los Angeles-based Maxicare
Health Plans Inc. will increase its
premiums an average of 30% in
1989, a company spokeswoman
said.

And, Blue Bell, Pa.-based U. S.
Healthcare Inc. will increase its

premiums about 15%, said Presi-

Ovduu-04

»LL. PLHY

, AMERICAN CLAIMS EVALUATION, INC.

1 PLEASE SEND ME MORE INFORMATION ABOUT

375 North Broadway
Jericho, N.Y. 11753

YOUR HOSPITAL BILL AUDIT SERVICE

1 Name

Company Name
Address

1lephone (

Title

St Ate lip

den-. Leonard Abramson.

Hiwever, he noted that while
"you:re going to see some in-
creases, HMOs still are going to be
dramatically lower than indemnity
plan in.reases."

Emp.oyers can expect premium
increases of about 13% from

Health Insurance Plan of Greater
New York, said Stephen Lewis, se-
nior vp-corporate affairs.
However, Kaiser Foundation
Health Plans, the oldest HMO in
the country, will increase premi-
ums only about 11%. Health care
inflatic n is a major reason for the

6,255 !

40".
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increase, said a spokesman for the
Oakland, Calif.-based HMO.

HMO USA, the national HMO
network offered by the BC/BS
Assn., expects the 71 HMOs in its
network to increase rates an aver-
age of 15% to 25%, according to
Judy Wilson, director of HMO USA
in Chicago.

Health care inflation, along with
making up for rates that were too
low in previous years, are the
rnajor reasons for the steep in-
creases, she said.

Metropolitan's MetLife Health-
care Network HMOs will increase
premiums about 12% in 1989, said
Mr. Moynahan.

Rates for CIGNA Healthplans
Inc. HMOs will rise 25% to 35%
in early 1989, but increases on re-
newals in late 1989 should be in
the 15% to 30% range, said Mr.
Sharkey.

The fact that indemnity premi-
ums will increase at a steeper rate
"gives HMOs a chance to raise pre-

li//i
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a \ AMERICAN CLAIMS EVALUATION, INC.
375 North Broadway, Jericho, N.Y. 11753

1 516-938-8000

miums so that they can recover
from losses and inflation," said Pat
Richter, a consultant in the Lin-
colnshire, lll., office of Hewitt As-
sociates.

"A lot of these rate increases are
an effort to catch up. But, now it's
an opportunity for HMOs, espe-
cially because indemnity rates are
jumping so much," observed Jo-
seph Martingale, a consultant in
the New York office of TPF&C, a
unit of Towers, Perrin, Forster &
Crosby Inc.

But, even these increases "may
be too little too late™ for some
HMOs, noted Gerald W. Phillips, a
vp in the health care department of
Alexander & Alexander Services
Inc. in Nashville, Tenn.

As a result of increases in both
HMO and indemnity plan premi-
ums, employers will increase the
level of employee cost-sharing,
some consultants say.

"There's no question that in-
creasing cost-sharing will continue
to be a trend," predicted Laird
Post, a consultant with The Wyatt
Co. in Sherman Oaks, Calif.

But, employers will look for
creative ways to increase employ-
ees' share of the costs, he said.

"A lot of clients are interested in
flexible benefitplans as a cost
management strategy. With flex
plans, employers can shift costs in
a way that's more palatable to em-
ployees. The plans permit some tax
advantages and offer employees
incentives to opt for lower-cost
health care plans, like HMOs" or
less-rich indemnity plans, he said.

In addition, "the real issue for
employers is the idea of triple risk-
sharing," said Stephen Caulfield, a
principal in the Washington office
of William M. Mercer-Meidinger-
Hansen Inc.

"The objective now is that a big
piece of the risk for health care
costs has to be borne by the indi-
vidual. The next biggest piece has
to be assumed by the health care
provider. Then, the employer's part
of the risk should really be only for
providing the insurance portion,"”
he explained.

Along with increased cost shar-
ing by employees, some experts say
employers must work at moving
more employees into managed care
programs, like HMOs or open-
ended or point-of-service HMOs.

"The main message we are giving
out to our clients about the escala-
tion in rates is to redesign their
plan,” said CIGNA's Mr. Sharkey.
"ldeally, it would be nice to put
100% of the people into 100% man-
aged care operations."

And, Blue Cross of California's
Ms. Rosenblatt sees managed care
as the best means to keep costs
down. In fact, many smaller Cali-
fornia companies have mandated
managed care, she said.

"Blue Cross has made a major

effort to move insureds from fee-

for-service plans to managed
care," she said.

In addition, even unions, which
have in the past looked at managed
care as a takeaway, are changing
their minds, she observed.

Some experts predict that as em-
ployers strive to consolidate the
number of HMO options they offer,
as well as try to control the costs of
their indemnity plans, more em-
ployers may turn to stricter man-
aged care plans. These plans will
include enrolling all employees in
an HMO-type program in which
they can choose to receive care
from non-network providers but
for reduced benefits.

"The mainstream-about 80% of
employers-will be using multiple
option and point of service prod-
ucts. Employers will realize that
real managed care means purchas-
ing good quality, efficient care at
reasonable prices. Mainstream
America hasn't fully tried this
yet," said Mr. Moynahan.

"The problem of health care in-
flation is a huge problem and it
won't go away easily," he added.
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Every producer wants smooth sailing for his clients.
That's why so many are turning to Home Insurance and our Ocean
Marine Department.

Its specialties are goods in transit, marine liabilities and
commercial vessels. It also offers preferred rates on high-valued
pleasurecraft.

Our underwriters are particularly adept at evaluating complex

The Home Insurance Company is a member of The Home Group, Inc.
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ocean marine exposures.They know how to find solutions that
might leave other companies out at sea.

That's the wayHome has operated since we started business,
back in 1853. Reliablg Professionally. Promptlg

So when you're insuring ocean marine clients, don't settle for
any port in a storm. Head straight forHome. For more information,
call RogerAblett, AssistantVice President,(212) 530-667'Z

Home Insurance
There's no place like it.
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Rebalancing the scales

employee benefit and financial executives
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able that the justices will reject the entire concept
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it was excessive In addition, the justices should Mark A Hofmann (Assoc,ate Ed,tor)
issue guidelines that lower courts can apply to en- Karen Huelsman (Copy Ed,tor)
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Joanne Woicik (Copy Desk Ch,eO

Christine Woolsey (Ed,tonal Assistant)

Amy Palmer (Graphic Artist)

sessed And, in the states that do have such stan-

dards or that have adopted tort reform statutes j ,
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"clear and convincing evidence" or "beyond area- in the early 1980s increased by 800% compared Colin Nash (Editorial Assistant)

In addition, we wish the court goes a step farther According to a study released last year by the
and rules that plaintiffs seeking punitive damages Rand Corp 's Institute for Civil Justice, the amount
must shoulder an increased burden of proof-like of punitive damages awarded m Cook County, lll,
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but it could
be expensive

Learning from a bad experience can be a
nightmare and its devastating results can linger
long after the lesson has been taught.

At Reliance National, our expertise can prevent
you and your clients from having a bad experience.
With our tried and tested underwriting ‘know
how’, we can help you effectively meet the needs
of your specialized insureds. |

Our TECHNICAL RISK DIVISION offers
specially designed comprehensive coverage to
handle on-shore property and time element
coverages on: Petroleum, Gas, Petro-Chemical,
Chemical, Coal, Electric Utilities, and a variety of
other related classes.

Our in-house capacity allows us to write 100% of
many risks and to participate on a quota share
basis on larger risks. All this, plus our excellent
support facilities in loss control and claims makes
Reliance National, THE CHOICE for Technical
Risk Insurance.

Yes, experience is the best teacher but there are
some experiences that no one should have to learn
from.

Let our TECHNICAL RISK DIVISION keep you
and your chents from having. . .a bad experience.

THE CHOICE
Reliance National

a unit of
Reliance Group Holdings, Inc.

For Further Information
Please Call 212 858-3675
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Spotlight report

Top consultants

Continued from page 3

lated assignments from employers.
Section 89, one of the most comfli-
cated benefit statutes ever enacted by
Congress, lays down a series of ncn-
discrimination tests for employer-
provided welfare-type programs (31,
Aug. 1; June 6).

Consultants, among other things,
assisted employers in analyzing the
mountain of plan enrollment and
participation information to deter-

mine if corporate plans passed Sec-
tion 89's non-discrimination tests.

The workload from Section 89 was
so great that even the largest consul-
tants said that Section 89-related
work was straining their resources.

While Section 89 kept welfare plan
consultants burning the midnight oil,
long-delayed IRS rules issued in No-
vember on how coml:anies can inte-
grate their pension plans with Social
Security meant new assignments for
pension consultants to assist thou-

sands of companies in redesigning
their defined benefit and defined
contribution plans (BL Dec. 5).

AnNnd, there is no sign that the
Washington benefit engine will run
out of gas anytime soon.

"There is no end to the demands
of Washington. Benefits have become
a wkpping boy as legislators look for
revenue,” said A.M. D'Alessandr),
chief executive officer of The Ale=-
ander Consulting Group Inc. in
Lyndhurst, N.J.

Indeed, with President-elect
George Bush promising no increases
in basic tax rates, legislators will
likely renew their revenue-hunting
assaults on benefit programs, sa_d
William E. Giegerich, president ar.d
chief executive officer of Buck Con-
sultants Inc. in New York.

"Activity out of Washington has
increased and in all likelihood w--11
continue to increase," said V. Clark
Beaird, president and chief executive
officer of The Wyatt Co. in Dallas.

"Washington has been a major in-

EMPLOYEE BENEFITS BULLETIN:

fluence on what we do,' said Ro-
bert Brochu, executive vp with
Mercer in New York.

With Washington playing such an
important role, benefit consultants
have looked for new talent to keep
them and their cliants up to date on
the latest developments coming out
of Congress and the regulatory agen-
cies affeeting benefit plans.

For example, Hewitt Associates
hired Frank McArdle, the highly re-
garded dire:tor of educational pro-
grams and communiia:i,ins at the
Employee Benefit Research Institute,
to establish its new Washington of-
fice.

At the salne time, Mercer recruited
Helen Darling, a brmer aide to Sen.
David Durenberger, R-Minn., who
has been involved in drafting of
major health care .egislasion over the
last several years, while Dennis
DeWitt, the former executive director
of the Health Care Financing Admin-
istration's task force on long-term
health care. joined A. Foster Higgins

& Co Inc.

Recruiting new Washington talent
already has proved to be a boon for
some of the consultants.

For example, Hewitt's Mr. McArdle
was among the first of the benefit
consultants to spot an obscure provi-
sion in a huge welfare reform law
that next year will reduce federal tax
credi:s for employees who use flexi-
ble tenett plan reimbursement ac-
coun:s to fund dkpendent care ex-
penses (Bi, Oct. 1[)

With benefits-related legislation
often going into effect almost im-
medi ately after enactment-the pro-
vision in :he welfare reform law af-
fecting reimbursement accounts was
passed just as emgloyees were about
to make :heir flexible benefit plan
elections jor 1989-keeping on top of
legislation can give a consultant a big
edge over its competitors.

While Washington cannot be un-
derestimated as a force propelling
consultanss' development, other fae-
:ors also enter into the equation.

ontrolling costs
ISnowashnhap.

You've done a lot to contain employee benefits costs.

But now there's more-a group AD&D policy from
the CNA Insurance Companies that offers auniquz
and free"Safe Driving Benefit Option:’

Here's how it works. If an enrolled employee or

family member suffers an insured loss while wearing

a seat belt in a vehicle, CNA will pay the regular
benefit plus a Safe Driving Benefit. Of course, the
driver cannot be intoxicated or under the influence

ofdrugs.

CNAs"Safe Driving Benefit Option" gives you a tool

to entourage employees to drive safely. We'll even
help you to develop an on-going safe driving cam-

paign with posters, payroll stuffers and other educa-
tional mater.als to keep your employees aware of
the program. And you'll find that continuing educa-
tion can help control the cost of your group life and
health, workers comp and disability policies by re-
ducing absenteeism and improving the experience

ofyourgrouo.

The Safe Driving Benefit Option from the CNA
Insurance Companies. It can help keep employees

healthy and save your company money.
Call Peter Green at 312-822-2005 and ask about

cther ways CNA can help you control your group

insurance ccsts.

CNA

For All the Commitments You Make®

Group Benefits fromm CNA: Life & Health -« AD&D - Vision - Denta. - LID - Flegible Benefits Programs+ Pensions

Coverage is underwritten by Continental Casualty Company. one of the CNA Insurance Companies.

Consultants also have played an
increased role in helping clients de-
velop new strategies for battling con-
tinued double-digit increases in
health care inflation.

For example, TPF&C assisted cor-
porate giant Allied-Signal Inc. of
Morristown, N.J., in completely rede-
signing the company's $355 million
health care program to encourage
employees to use the most cost-effi-
cient health care providers and ulti-
mately keep future cost increases
under control (Bl, Feb. 22).

At the same time, the wave of
mergers and buyouts sweeping cor-
porate America have, at least in the
short term and possibly in the long
term, boosted the demand for benefit
consulting services.

Mergers and buyouts often mean
consultants' advice is needed to de-
sign severance packages for employ-
ees who will be let go. At the same
time, a buyout may mean that a com-
pany taking on new debt may sell off
units that-if they become new, inde-
pendent companies-will establish
new benefit programs.

International benefit consulting,
once a small piece of the benefit con-
sulting pie, now comprises a big
chunk of revenues.

For example, Mercer estimates that
35% of its total worldwide revenues
now are generated from outside the
United States.

Accompanying this revenue in-
crease has been a change in the type
of clients seeking services.

Internationally, U.S. consultants
are winning more business of local
companies and non-U.S. multina-
tionals, while becoming less depen-
dent on business produced by the
overseas subsidiaries of U.S. com-
panies, observed Charles Peartree,
TPF&C executive vp in New York.

With business booming at home
and abroad, benefit consulting would
appear to be a field bulging with new
players eager to cash in on what ap-
pears to be a revenue bonanza.

But that hasn't happened. In fact,
some players have moved out, con-
sultants said, noting that several
Midwestern banks recently left the
pension record-keeping business
after they were unable to build the
large client base needed to offset
hefty administration costs.

"This is a kind of business where
it is hard to become a major player
from scratch,” said Buck's Mr. Gie-
gerich.

The biggest challenge to the lar-
gest consultants, which traditionally
have either been independent firms
or units of insurance brokers, is likely
to come from the Big Eight account-
ing firms, consultant executives say.

The accounting firms have the fi-
nancial capabilities as well as big
client bases to enter the ranks of
the largest consultants.

Indeed, propelled by an almost 30%
increase in revenues-the second big-
gest increase among the Top 10 con-
sultants-the Actuarial Benefits &
Compensation Group of Big Eight
accountant Coopers & Lybrand
moved up in the rankings to become
the eighth-largest consultant, one slot
higher than in 1987.

And, competition among the lead-
ing benefit consulting firms for busi-
ness is intense.

"The competition is as fierce and
sophisticated as | ever have seen,"
said Mercer President Peter Coster.

While there were no mega-merg-
ers this year among the top benefit
consultants, more mergers and ac-
quisitions appear almost certain.

Mergers, along with increased re-
cruiting from colleges and graduate
schools, will help meet what the top
officers of the consulting firms say is
their biggest immediate problem:
having sufficient staff to meet the de-
mands for services.

"The challenge all of us face is to
find the talent needed to sustain the
growth," said TPF&C's Mr. Peartree.

In that search for talent, employ-
ment rolls at the 10 largest benefit
consultants grew by 2,400, or 12.2%,
to 22,055 from 19,655 in 1987.

Continued on page 12



Ifyouwantto
findoutwhere

healthbenefits
should be headed,

talk toa
divorced father
withthreekids.

A flexible approach for a
changing workforce.

Americans no longer fit neatstereotypes.
Ozzie and Harriet both work. The

Cleavers are divorced. And now mother
knows best because she went out and got
her MBA.

The fact is, for better or worse, two
income families, working mothers and sin-
gle parents have complicated the benefits
picture. Andlifejustisn'tthesame anymore.

Which is why employers should take a
close, hard look at John Hancock's flexible
benefits program. Called Flex Solution,"
it's a cafeteria plan in which employers
set dollar limits, and employees choose
how to ' spend' them.

The advantages for both groups
are clear. By fixing contribution levels,
business can manage escalating benefit
costs. And by choosing their own benefits,
employees get a package which best suits
their particular needs.

The concept is straightforward, but
it can get complicated. Which is why at
Hancock, we help you direct the process
from start to finish. We've put a great deal
of thought into how to implement and man-
age Flex Solution. First, we evaluate your
current benefits program. Next, we help
you identify specific, attainable objectives.
And finally we develop a plan to meet them.

Flex Solution is smart management.

Particularly in light of skyrocketing ben-
efit costs and a workforce that's all over

the lot.

The point is, times are changing and
business has the choice of either leading
or following these changes.

Once you've taken a look at Flex
Solution, your choice should be clear.

Fbr more information contact
Mr. William Quirk, Product Manager,
Flex Solution, John Hancock T-33,

RO. Box 111, Boston, MA 02117.

Real life, real answers.®

Financial Services

John Hancock Mutual Life Insurance Company and affiliated companies,
Boston, MA 02117
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Total employment could approach
25,000 if consultant projections of
10% to 15% staff increases prove to
be on the mark.

Profiles of the 10 largest benefit

consultants follow:
William M. Mercer Inc.

The word global aptly describes
the direction of employee benefit
consulting as well as the growth of
the nation's largest benefit consul-
tant, William M. Mercer Inc.

New York-based Mercer now has
100 offices, including 51 in 19 coun-
tries outside the United States. In the
United Kingdom alone, Mercer has
more than 1,000 employees, a staff
larger than some major consultants'
workforces.

Mercer's revenues put it in a sep-
arate world as well. Estimated 1988
consulting revenues for Mercer in-
creased 16.8% to $460 million from a

restated $394 million in 1987.

If Mercer can maintain this level
of growth, revenues next year should
exceed $500 million.

Such growth is no accident, Mercer
executives say.

"We made the decision in the early
1980s to be a global company," said
Peter Coster, who took over last year
as president of both William M.
Mercer Inc., the worldwide consult-
ing company, and William M.
Mercer-Meidinger-Hansen Inc., its
U.S. operating affiliate.

In the mid-1980s, Mercer acquired
two major British benefit consul-
tants, Duncan C. Fraser & Co. and
MPA (Holdings) Ltd., as well as two
major Australian actuarial consulting
firms, Campbell & Cook Consulting
Actuaries and E.S. Knight & Co.

And, in the United States, Mercer's
1984 merger with Louisville, Ky.-
based Meidinger Inc., and last year's
merger with Deerfield, lll.-based A.S.
Hansen Inc., added, at the time of the
acquisitions, close to $100 million to
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Mercer's revenue base and a vastly
expanded geographic presence in the
South and Southeast.

Now, the company is reaping the
fruits of those acquisitions and merg-
ers: Mercer has become the largest
— bemnefit conmnsul-—

tant in both the

El United Kingdom
and Australia.
And, revenues

consulting have
reached levels
that dwarf fig-
ures of just a few
years ago.
Mr. Coster For example,
revenues gen-
erated outside North America this
year total about $115 million, up
from just $7 million in 1983.

"Some firms may say they are in-
ternational, but in reality they may
have just six or seven people in a for-
eign office. We have major opera-
tions. These are substantial offices,"

Mr. Coster said.

In the United States, the mergers
with Meidinger and Hansen not only
increased Mercer's strength in such
areas as asset planning and compen-
sation consulting, but have brought
in what Mercer Vice Chairman
Douglas Stegner describes as a "criti-
cal mass of talent.”

By bringing together talent from
separate smaller offices that existed
before the mergers into substantially
larger offices, a much greater breadth
of consulting resources can be pro-
vided to clients, Mr. Stegner said.

Mergers also have injected new tal-
ent in Mercer's upper ranks. For ex-
ample, eight former Hansen employ-
ees now are Mercer managing
directors, while Steven Fargason,
Hansen's former chairman and chief
executive officer, is now a Mercer
vice chairman.

"In many ways, mergers mean a
rebirth of the firm," said Mr. Stegner,
who was Meidinger's chairnan and
chief executive officer prior to the

WE CAN HELP YOU CONTROL
THE UPWARD SPIRAL

OF HEALIH CARE COSTS.

Everyday you face startling statistics and grim
predictions about the spiraling costs of health
care Some companies settle for "quick fixes,"
such as reduced benefits and increased

premiums, leaving management and employees

dissatisfied with the results.

Uplohn HealthCare Services® offers you proactive
cost containment, which means containing costs

without compromising quality. Here's how:

Home Health Care - proven case after case to be a
medically effective cost-efficient alternative to

institutionalization. Our special programs are tailored

to meet individual needs.

Case Management Support - to determine the most

appropriate course of action relative to home care,

including projected costs for equipment and ser- <
vices. Our home care assessment experts can help

manage catastrophic cases before they become

financial calamities.

On-Site Health Care Staffing - a flexible resource
for employee health exams, first-aid stations,

employee health education, safety programs, and

other services.

Let our experience work for you:

slkenty years' experience as the nation's leader in
home health care and staffing servicea
« A nationally implemented Quality Assurance

Program.

« National coverage through a network of 250
service offices throughout the U.S. and Canada.
* One toll-free phone call will provide you with

rapid response to your questions - just call

1-800345-UHCS.

Now that you know a little about us. wed like to

know about you. We're confident we can meet your

specific needs - and help you control health care

costs. For more information. please call us or write:
Upjohn HealthCare Services, Dept. MS-26,
2605 E. Kilgore Road, Kalamazoo, M| 49002.

MOHN
HEALTHCARE
SERVICES®

HM-7971 ©1988 Upiohn HealthCare Services. Inc.

1984 merger.

Mergers aside, Mr. Coster describes
1988 as a year of across-the-board
growth. Health care consulting
though, enjoyed especially strong
growth, he said, noting that more
companies are turning to Mercer for
help in establishing medical care uti-
lization review programs.

"l see tremendous growth in the
utilization area," Mr. Coster said.

Mercer was among the first con-
sultants to help clients cope with the
Internal Revenue Code's Section 89,
producing a loose-leaf binder called
"On the Road to Compliance," which
offers periodic updates on Section
89-related developments.

Mercer this year also established
an information network, updated
daily and accessible via computer,

can stay abreast of the latest develop-
ments in Washmgton that affect ben-
efits. The computer information net-
work is managed by Gerald

Uslander, a principal in Mercer's
Louisville office.

fice in Copenhagen, Denmark. That
office operates as William M. Mercer
Schmidt Worziger A/S.

In addition, Mercer merged its
MPA GmbH operations in West Ger-
many with the benefit consulting
business of Gradmann & Holler, a
West German insurance broker. The
new company operates under the
name Gradmann & Holler-William
M. Mercer GmbH with offices in
Erankfurt and Stuttgart.

Also, late last year, Mercer opened
an office in Singapore.

Organizationally, Executive Vp
Robert Brochu was given responsi-
bility for U.S. operations, a newly
created position. In addition, Peter
Felton, currently in charge of
Mercer's European operations, also
was given top responsibility for the
company's operations in the Pacific
Rim (except Japan) and Australia.

Mercer added more than 600 em-
ployees to its staff this year, boost-
ing its employee roster to 5,982. Mr.
Coster expects the staff to increase by
about 10% next year to meet in-
creased demands for services.

Regardless of how much Mercer
grows in the future, its operating
style will not change, Mr. Coster says.
"At Mercer, we strive to be both
well-coordinated and decentralized-

that's a delicate balance and one of
the things | spend a lot of time trying
to maintain,” he said.

TPF&C

TPF&C retained its position as the
nation's second-largest benefit con-
sultant, but its 1988 revenue growth
was second to none of the largest
consultants.

Consulting revenues at TPF&C, the
benefit consulting division of Towers,
Penin, Forster & Crosby Inc., shot up
31.3% to an estimated $336 miillion
from a restated $256 million in 1987.

"This was an exceptionally good
year with success spread through-
out the organization," said Charles
Peartree, executive vp with TPF&C
in New York.

Among practice areas, revenues
from health care and flexible ben-
efit plan consulting leaped 70% from
1987 results. "There was tremendous
growth in the managed care area,"
Mr. Peartree said.

Business surged ahead in the
health care area as more companies
turned to TPF&C to help them get a
better handle on their retiree health
care liabilities as well as develop
compliance strategies to meet Section
89 non-discrimination tests.

"Companies want to know the
magnitude of their retiree health care
liabilities now that the Financial Ac-
counting Standards Board will re-
quire them in the future to recognize
those liabilities on their books," Mr.
Peartree said.

During the year, the firm created
a new unit, Towers Perrin Health
Care Practice, to coordinate its health
care marketing and consulting activi-
ties. The new unit is directed by Dr.

Continued on page 14



Fast incoming information about claims is a big
reason why multinational companies need GMD,*
The Group Management Division ofthe American
International Group of insurance companies. And

fast information is what you get with GMIYs
TOGAS:

TOGAS MOBILIZES INFORMATION IN
ONE COMPREHENSIVE REPORT

TOGAS™ is GMIYs computerized system for
administering, processing and paying daims, and
for providing worldwide loss data on a timely basis.

It provides you with the latest usage reports,
classified by type of benefit, employee, location of
loss, provider and other criteria, facilitating effective
loss analysis at both corporate and local levels.

And TOGAS™ delivers 90-day turnaround on
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ment plan statements, daims and rate analyses,
and renewal recommendations.

GMD HELPS YOU STAY ON TOP OF
WORLDWIDE BENEFITS COSTS

Ofcourse, TOGAS™ isjust part ofour worldwide
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efficient management control. GMD also provides
you with local -language benefit booklets, marketing
and consulting support, and personalized on-site and
home office attention.

For more information, write The Group Manage-
ment Division, American International Group,
Department A, 70 Pine Street, New York, NY 10270.
Or call (212) 770-5060.

And get on top ofemployee benefits costs. Fast.

Group Management Division

Insurance Companies That Don A Trz
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Continued from page 12
Michael Goran, who works in the
San Francisco office.

Other areas that produced large
gains in revenue include communi-
cations consulting, where revenues
climbed 30%, and international bene-
fit consulting, where revenues in-
creased 43%.

For years, TPF&C has been an in-
ternational benefit consulting power-
house with a stronghold on providing
consulting services to the overseas
subsidiaries of U.S. corporations.

VVhile that
business remains
strong, Mr. Pear-
tree Nnoted
TPF&C is making
strong inroads in

/ winning consult-
iS, ing projects in the
-=> home countries of
non-U.S. com-

panies.

Mr. Peartree "It has taken a

long time to build
up that business, one accomplished
through the reputation we've deve-
loped and by having our own of-
fices outside the U.S.," he said.

TPF&C now has offices in Austra-
lia, Belgium, Brazil, Canada, En-
gland, France, Hong Kong, Japan,
Italy, Mexico, The Netherlands, Swe-
den, Switzerland, Venezuela and
West Germany.

Operating full service offices out-
side the United States and winning
business from local firms is produc-
ing new consulting opportunities, Mr.
Peartree noted.

For example, several foreign com-
panies that TPF&C first worked with
in their home countries retained
TPF&C as their U.S. benefit consul-
tant when those firms opened up
American operations.

And, TPF&C is preparing for more
growth abroad.

For instance, it anticipates open-
ing an office in Spain later next year.
Mr. Peartree describes Spain as rich
in opportunities, noting that it has
one of the fastest-growing economies
in Western Europe.

In the Pacific Rim, TPF&( is pre-
paring to open an office in Singapore
next year, another country with ex-
cellent growth potential, he said.

"There will be great growth in the
Pacific Rim,"” Mr. Peartree said.
"We're convinced we can attract a
good base of business there."

Meanwhile, TPF&C developed a
number of new PC-based software
packages during 1988.

For example, the consultant intro-
duced new defined benefit pension
plan recordkeeping and defined ben-
efit plan administration programs
that can be run from personal com-
puters rather than mainframes.

"The market is demanding more
and more computerization with more
interest in harnessing the increased
power of the PC to bring recordkeep-
ing in house," Mr. Peartree said.

Revenues from retirement plan
consulting moved ahead by between
18% and 19%, a healthy increase, but
well below the percentage increases
racked up by such areas as health
care consulting.

On the pension side, asset consult-
ing has become a fast growing
TPF&C business. Among other
things, TPF&C can help clients in
the selection of investment manag-
ers and in developing asset alloca-
tion strategies.

"We've spent so much time on the
liability side of the ledger. Clients
now see more has to be done on the
asset side," Mr. Peartree said.

While TPF&C did not make any
major acquisitions in 1988, dividends
now are being reaped from the 1986
merger between consultant Tillingh-
ast, Nelson & Warren Inc. and
TPF&C's parent, Towers, Perrin,
Forster & Crosby.

"A very valuable resource was ac-
quired which made us much
stronger,"” Mr. Peartree said, noting
the skills Tillinghast's health care ac-
tuaries have brought to TPF&C.

Durmg the year, TPF&C's employee
roster swelled by about 500; the ben-
efit consultant now has 4,500
employees with a significant in-
crease in staff size expected next
vear.

While future growth will depend,
in part, on whether Washington con-
tinues to play such a heavy hand in
benefits legislation and regulation,
Mr. Peartree believes that by the
early 19905 the consultant could
be almost twice as large as
today.

TPF&C reported that 58% of its
revenues in 1988 came from em-
ployee benefit consulting, including:
retirement and savings plan consult-
ing, 35%; welfare plan consulting,

9%; international consulting, 8%; and
employee communications consult-
ing, 6%.

The remaining gross revenues come
from compensation consulting, 12%;
general management consulting,
12%; while 17% is not specified.

The Wyatt Co.

The Wyatt Co., the nation's third-
largest benefit consultant, enjoyed
another strong year with consulting
revenues rising 19.8% in 1988 to an
estimated $290 million, up from a
restated $242 million last year.

"All in all, it was a vee/ satisfac-
tory year," said Wyatt President and
Chief Executive Officer V. Clark

Beaird, who works in Wyatt's Dallas

office.

Among consulting areas, interna-
tional benefit consulting showed
especially strong growth, with rev-
enues climbing 35%.

This increase was due to several
acquisitions as well as a surge in
business in the United Kingdom, Mr.
Beaird said.

During the year, Wyatt further ex-
panded its already large interna-
tional benefit consulting network,
with acquisitions in the following
countries:

« In France, Wyatt completed its
acquisition of benefit consultant
HRC International S.A. The firm now
operates as The Wyatt Co. SARL.

- In ltaly, Wyatt completed its ac-

Yourbestfriend? Oryourworstnightmare?

Onething's forcertain.AfterdJanuary 1,groupbenefits
willbecomean entirelydifferentanimal. Thafswhen
Congress unleashes Internal Revenue Code, Section 89.

Designed to eliminate discrimination in
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dure is so complex, and so fearsome that few employers

will attemptit on their own.

CPA Or anyone who can manage the beast

They'lllook to their insurance broker. Ortheir

With Confed's help,youll be ready. Confed

Admin Services is the benefits management subsidiary
of Confederation Life, a $12 billion international carrier.
And we've spent overa yeargetting ready for Section 89.

We've mastered the law. We've organized the

redtape. And nowwe're available to helpyou serve your

corporate clients, with expert Section 89 Testing.
Section 89 puts everyone atrisk Employerand

employee alike. They all risk losing their benefit tax
exemptions.

But the insurance broker is also at risk.Yourisk

losing control to the tax specialists, unless you're pre-
pared for Section 89Testing.

Confed leavesyou in control. You gatherthe

data.You deliverthe results.You advise yourclients. And
you take all the credit

We merely provide you with the most extensive

and reliable Section 89Testing available. Ws a simple

solution to acomplex problem. At a mostagreeable cost
Takethe bite outofSedion 89. With Confed's

qualitycompliance services, you have an opportunityto

fill a vital need. And build stronger customer loyalty.
Formore information, callyournearest Confed

representative today. Ordial404/859-3365.

Section 89 Testing V'

(Eii]3> CONFED ADMIN SERVICES, INC.

A Subsidiaty of Confederation Life Insurance Company

260 Interstate North, Atlanta, Georgia 30339

Atlanta 404/321-3585, Boston 617/423-0330, Chicago 312/993-9650,
Detroit 313/872-5585, Houston 713/622-1396, Los Angeles 213/380-5800,
Newport Beach 714/476-2500, Philadelphia 215/564-2667,

San Francisco 415/781-2515, Puerto Rico 809/758-7340.

quisition of benefit consultant HRC
Italia S.r.1. in Milan. The unit now
Dperates as The Wyatt Co. S.r.1.

* In Switzerland, Wyatt opened an
iffice in Geneva to serve, among
other things, the growing number of
multinational companies with offices
in that city. The Geneva office oper-
ates as The Wyatt Co. S.A.

« In Norway, Wyatt opened an of-
fice in Oslo. That office operates as
The Wyatt Co. A.S.

* In Spain, Wyatt opened offices
in Barcelona and Vitoria, which now
operate under the name The Wyatt
Co. de Espana S.A.

Mr. Beaird is especially bullish on
benefit consulting opportunities in

Continued on next page
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Spain, noting that pension consulting
work in that nation should increase
substantially in the months ahead,
due to the booming economy.

* And, in Buenos Aires, Argentina,
Woyatt acquired the actuarial consult-
ing practice of Hector Gonzalez Gale,
where Wyatt will operate as The
Woyatt Co. de Argentina S.A.

And, international expansion will
continue next year, according to Mr.
Beaird.

For example, Wyatt anticipates
opening a benefit consulting office in
Taiwan sometime in 1989.

This overseas expansion, which has
boosted the number of its foreign of-
fices to 34, is part of Wyatt's long-

term strategy to have offices in major

economic centers around the world.
"It is a global

economy with St* ' : - "' "

worldwide con- /

sulting opportun- f .

ities,"” Mr. Beaird 8r f {

said.
In the United ... ,
States, where it @™ «

currently has 29 01 6*/A_

offices, Wyatt

next month will

open an office in Mr. Beaird
Santa Clara,

Calif., to add to the company s
strength in serving clients in the
high-tech Silicon Valley regicn c f

California.

While some 65% of Wyatt's con-
sulting revenues in 1988 came from
retirement and savings plan consult-
ing, employee communications-
which comprised 9% of revenues-
and welfare plan consulting-which
equaled 8% of revenues-are coming
on strong, Mr. Beaird said.

Welfare plan consulting proved to
be a major growth area in 1988, with
more consultants hired with back-
grounds in cost containment and
health maintenance organizations.

Mr. Beaird noted that flexible ben-
efit plan consulting work has picked
up steam.

Software improvement, among
other things, has eased flexible com-
pensation administration, making the

plans more attractive to smaller com-
panies, he said.

On the pension side, Mr. Beaird
said business conducted by Wyatt's
asset consulting services doubled
during the year. Among other things,
Woyatt helps plan sponsors evaluate
the performance of their pension
asset managers.

In a related development, Wyatt
this month announced the creation

of a new worldwide asset consult-
ing committee, whjch will coordinate
asset consulting services.

"We expect demand for asset con-
sulting services around the world to
increase as the globalization of pen-
sion investing accelerates. U.S. pen-
sion funds are already investing in

Europe, partly in anticipation of the
(European Community's) elimination
of financial barriers in 1992," Mr.
Beaird said.

Next year, Wyatt plans to intro-
duce a new consulting program,
known as Wyatt Compare, which will
enable an employer to put a precise
value on its non-retirement benefits
and allow a company to measure its
benefit programs with those offered
by other employers.

Mr. Beaird, who will retire in July,
will be succeeded by Michael H.
Davis, currently Wyatt's chief finan-
cial officer and treasurer in Boston.
Lee Parks, now manager of Wyatt's
Cleveland office, will succeed Mr.
Davis as CFO and treasurer.

In Washington, Paul Jackson, one
of the best known consultants in the
nation's capital and manager of the
Washington, D.C., office, will retire
next June- Terry Simmonds, senior
actuary and vp, will replace Mr.
Jackson.

Mr. Simmonds, along with Michael
Evans, manager of the London office,
were elected last month to Wyatt' s
executive committee.

Hewitt Associates

With yet another banner year
under its belt, Lincolnshire, lll.-based
Hewitt Associates jumped ahead one
spotthis year to become the nation's
fourth-largest benefit consultant.

"We exceeded the financial goals
we set for ourselves," said Stanley
Rosow, a partner in Hewitt's Chi-
cago office.

Hewitf's esti- ,10¢ - "Ik

mated consulting

creased 24% to 4 1+
$155 million from 653 .

$125 million.

Hewitt's wel-
fare plan consult-
ing business grew
40%, while on the
pension side, rev-
enues from actuarial consulting in-
creased 19% and revenues from de-
fined contribution plan
administrative services climbed 30%.

Next year, the consultant expects a
20% increase in overall revenues.

Over the last three years, Hewitt's
growth has averaged 27.4%, which is
especially impressive because the
consultant's growth has been
achieved without major acquisitions.

One reason that Hewitt's revenues
have climbed so fast has been the
company's dominance in the flexible
benefit consulting field.

Hewitt estimates that revenues
from flexible benefit plan adminis-
tration and personalized communica-
tions consulting climbed about 50%.

Hewitt currently is working with
185 employers in designing and im-
plementing flexible benefit plans.
Through Sept. 30, Hewitt had as-
sisted in designing and implementing
403 flex plans, or about half of all the
full-fledged flex plans that have been
established nationwide.

Hewitt, which has helped design
more flexible benefit programs than
any other benefit consultant, began
to devote considerable resources to
flexible benefit plan consulting years
ago after anticipating that an in-
creasingly diverse workforce would
need more benefit options from
which to choose.

Mr. Rosow

"Our vision focused on the best
ways employers could meet their
benefit obligations," Mr. Rosow said.

And, Hewitt believes that flexible
benefit plans will continue to grow.

"With medical care inflation of
15% to 25%, employers see flexible
benefit plans as a way of making
employees better consumers of health
care services, because they have a di-
rect economic stake in controlling
costs," he said.

In 1988, Hewitt expanded domesti-
cally and internationally.

In the United States, Hewitt this
month opened an office in Wash-
ington, D.C. The office will be vital
to keeping track of the plethora of
legislative and regulatory activities

Continued on ncrt page
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affecting benefits, Mr. Rosow said.

"Unless you are there (in Wash-
ington), you are going to miss
things," Mr. Rosow said.

The new Washington office also
will allow Hewitt to expand bene-
fit ccnsulting in the District of Co-
lumbia and the adjacent Maryland
anc Virginia suburbs, an area of ex-
plosive economic growth.

The office will be managed by
Frank MeArdle, the former directcr
of educatonal programs and commu-
nications at the Employee Benefit
Research Institute, a Washington-
based benefits think tank.

Elsewhere in the United States,
Hewitt is scheduled to open offices
early next year in Charlotte, N.C.,
and Pittsburgh, while a new office
is planned for sometime next year
in central New Jersey.

In addition, Hewitt is expanding
its Boston-area office so that Heweit

can better serve clients in Rhode Is-
land, Maine, New Hampshire and
Vermont.

Hewist now has offices in 24 U.S.
cities.

Hewitt also has expanded its in-
ternaticnal benefit consulting capa-
bilities over the last three years.
Hewit: now has 19 foreign offices,

up from only three foreign offices in
1985.

"The need for international con-
sulting has increased tremendously,"
said Bill Pulliam, who is responsible
for Hewitt's consulting operations
outside North America.

For example, late last year, Hewitt
began a joint venture in Tokyo with
Cambridge Corp., a Japanese benefit
consultant. That joint venture oper-

ates under the name Cambridge
Hewitt International.

In March, Hewitt opened offices
in the Australian cities of Melbourne
and Sydney and in the New Zealand
cities of Auckland, Christchurch and
Wellington.

And, this month, Hewitt opened
an office in Perth, Australia.

These offices, Hewitt's first in Aus-
tralia and New Zealand, are part of a
joint venture with Jacques Martin
Pty. Ltd., a consulting firm that oper-
ates in those two countries. The joint
venture will operate under the name
Jacques Martin Hewitt International
Pty. Ltd.

Mr. Pulliam describes both Aus-
tralia and New Zealand as interest-
ing and energetic benefit markets.

"They are markets you need to be
in if you want to operate internation-
ally,"” he said.

Hewitt also anticipates opening an
office in the Philippines next year.

Elsewhere, Hewitt opened an of-
fice in April in Juarez, Mexico, under
the name Hewitt Intergamma Inter-
Nnational. The Juarez=z office is a
branch facility of Intergamma de
Mexico S.A., a Hewitt subsidiary in
Mexico City.

The Juarez area is booming be-
cause of special tax breaks avail-

able to import/export firms based
there. "There is a big need for ben-
efit consulting there,"” Mr. Pulliam
said.

In July, Hewitt opened its first of-
fice in Buenos Aires, Argentina, as
part of a joint venture with five Ar-
gentine nationals. The office operates
under the name Organizacion Inter-
gamma Argentina S.A.

Hewitt expects much more growth
both in the United States and
abroad.

Indeed, some Hewitt executives en-
vision the day when the company has
more than 4,000 employees.

Hewitt currently has a staff of
2,220, up 17.8% from 1,885 a year
ago. Hewitt anticipates increasing
staff by about 400, or 18%, next year.

Also during the year, Hewitt in-
troduced a new software package
that can be run on either a per-
sonal computer or a mainframe to
simplify computation of maximum
pension plan benefits.

The software, known as 415Cale,
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allows an employer to calculate early,
normal or late retirement benefit
limits and actual or projected limits.

Benefit consulting produces about
85% of Hewitt revenues: 50% from
retirement and savings plan consult-
ing; 20% from welfare plans; 10%
from employee communications; and
5% from international benefit con-
sulting.

Of non-benefit consulting, com-
pensation consulting accounts for
12% and health care and other types

of claims administration account for

3%.

A. Foster Higgins & Co. Inc.

The top officens of A. Foster Hig-
gins & Co. Inc. are pleased with the
company's operating results in the
first year following a sweeping reor-
ganization, including a name change.

"Overall, we reached our corpo-
rate performance target," said John
Feldtmose, president of Foster Hig-
gins in New York.

In 1988, consulting revenues in-
creased 11% to an estimated $151
million, up from an estimated $136
million in 1987.

For Foster Higgins, far more than a
name changed last year. As part of a
reorganization, the old Johnson &
Higgins benefit unit, which derived
revenues from fees and commissions
from brokering insurance, was ren-
amed and restructured as a fee-based

consultant and separate J&H unit.

based consultant has been estab-
lished. That is what clients de-
manded,"”
Davey, a principal in New York.
"Employers

explained Edward J.

may have thought
of us as a bro-
kerage, which
hurt our ability to
penetrate the
market. Now they
think of us as
pure consultant.
There is no ques- 4

tion we have

much more visi- Mr. Feldtmose
bility," Mr. Feldt-

mose said.

The first half of 1988 was a time
of building and organization for the
new company. Twelve new principals
and practice leaders came on board
and specialized talent was success-
fully recruited.

For example, Dennis DeWitt, a for-
mer executive director of the federal
Health Care Financing Administra-
tion's long-term care task force, was
hired to boost Foster Higgins' capa-
bilities in the fast-growing retiree
health care area.

And, Dick Schreitmueller, a for-
mer actuary with the Social Secu-
rity Administration, joined the com-
pany to give it more expertise in
pension actuarial consulting.

Near the top level of the company,
Robert C. Phillips, a former chief ac-
tuary with Towers, Perrin, Forster &
Crosby Inc., joined Foster Higgins as
executive vp in the Los Angeles of-
fice, a newly created position. Mr.
Phillips will be responsible for Foster
Higgins' 10 domestic consulting re-
gions as well as developing the com-
pany's international benefit consult-
ing capabilities.

The chance to work for a reor-
ganized benefit consultant has
proved attractive for staff at other
firms; Mr. Feldtmose estimates that
60% of new hires came from the
ranks of competitors. The remaining
40% include former benefit manag-
ers, leaders of health care coalitions
and attorneys.

Not surprisingly, while some con-
sulting momentum was lost during
the initial months of reorganization
and recruitment, the tide turned dur-
ing the last few months of the year,
according to Mr. Feldtmose.

"Since May, the leading indicators
are up. More clients have come
through the doors, while billing
hours are up. There is a lot more
momentum,” he said.

And, Mr. Feldtmose expects that
momentum to carry over to 1989,

Continued on page 18
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when growth could climb into the
20% range that the benefit consulting
industry averaged this year.

During this time of reorganization
and building a new company, Foster
Higgins unveiled several new prod-
ucts.

For example, it developed a new
flexible benefit plan pricing module
to help employers decfde what to
charge employees for different bene-
fit options.

In addition, Foster Higgins intro-
duced a new, faster and more sophis-
ticated recordkeeping system for de-
fined contribution plan
administration.

At the same time, the consultant
plowed more resources into its survey
research unit in Princeton, N.J. That
unit, headed by Principal David P.
Rahill, produced several major sur-
veys during the year, including sur-
veys on exactly how much employers
are spending on their health care
programs as well as how companies
believe they will fare when they run
the Section 89 non-discrimination
tests on their welfare plans.

The health care survey has become
the largest of its kind and demon-
strates to clients the depth of re-
sources Foster Higgins can bring to a
project, Mr. Davey noted.

Mr. Davey, as a former executive
director of the Assn. of Private Pen-
sion & Welfare Plans, has a special
insight into Washington, D.C.-based
developments, which have shaped so
much of the consulting business.

Indeed, under Mr. Davey, who
heads Foster Higgins' 16-person legal
and research unit, the company was
among the first to identify how Medi-
care expansion legislation, as it first
began to roll through Congress last
year, would force employers to give
back savings to retirees when they
cut back their post-employment
health care programs.

And, as of late, Foster Higgins has
become much more aggressive in
speaking out on benefit issues.

For example, immediately after the
Internal Revenue Service last month
issued sweeping, but tardy pension
integration rules, Mr. Feldtmose
dashed off a letter to Treasury Secre-
tary Nicholas Brady urging more
time to comply with the rules.

The IRS, under pressure from em-
ployers and consultants, agreed to
give employers more time to make
the needed changes to their plans (see
story, page 1.)

Looking back on the year, Mr.
Feldtmose says 1988 was a time for
building for the future. "We put the
pieces in place, in terms of practice
area and staff. That will lead to a
strong 1989," he predicted.

Benefit consulting accounts for
85% of Foster Higgins' revenues. Of
those revenues, 32% are derived from
retirement and savings plan consult-
ing, 39% from welfare plan consult-
ing, 7% from employee communica-
tions consulting and 7% from
international benefit consulting.

Some 15% of revenues comes from
non-benefit consulting: 9% from
compensation consulting--conducted
through Sibson & Co., another J&H

unit-and 6% from brokering from
J&H's Middle Market Benefits unit.

The Alexander

Consulting Group Inc.

The Alexander Consulting Group
Inc. enjoyed one of its best years
ever in 1988, with consulting reve-
nues surging 23.6% to an estimated
$131 million, up from a restated $106
million in 1987.

"We had an outstanding year-ur
best year ever in terms of revenues
and profits," said President and Chief
Executive Officer A.M. D'Alessandro

Several practice areas produced
hefty revenue gains for the sixth4ar-
gest benefit consultant, a subsidiary
of Alexander & Alexander Services
Inc.

For example, flexible benefit con-
sulting grew by about 50% during the
year. "Virtually every week we get a

1 3, 1300

call from a client interested in setting
up a flexible benefit program. Flex is
a way of giving employees more
choice in a cost-effective way to the
employer," Mr. D'Alessandro said.

While flexible benefit programs
once were primarily offered only by
very large employers, the concept has
spread to the middle market-com-
panies with between 300 and 3,000
employees-a particular strength of
the Lyndhurst, N.J.-based consul-
tant Indeed, some 76% of Alexander
Consulting Group's 20,200 clients
have fewer than 500 employees.

In the health and welfare plan con-
sulting area, revenues increased by
between 20% and 30%, Mr. D'Ales-

sandro said.

Mr. D'Alessandro attributes much
of this growth to the success of its
Health Strategy Group, which ana-
lyzes employers' entire health care
programs to find ways to better con-
trol costs.

For example, the unit can audit
an employer's hospital bills to de-

termine whether proper amou: ts
were charged as well as examine
length of stays to determine if they
are excessive.

"We feel we are the leading com-
pany in the health care consulting
field,"Mr. D'Alessandro said.

INn addition,
revenues from the lllillilli
licens.Nng of vari-
ous ,software =5. "'=I1
packages, such as 1*Bill'li.,/1/8/
flexible benefit 5,--
plan administra- 16*1lil-vwW
ticormm. COBE =R.A.
compliance and
401(k) planad- 11'h7".'
minir.ration pro- 1 |
gramB, have been Mr. D'Alessandro
climbing at the
rate af 50% a year, Mr. D'Alessandro
said.

And, Alexander Consulting Group
expects to do a lot more work with
employers in establishing interactive
beneht communications networks.

In such a network, an employee

uses a video display terminal to get
instant answers to such questions as
projected pension benefits and accu-
mulated balances in 401(k) plans.

"Interactive video communications
is just now starting to take off," Mr.
D'Alessandro said. He noted that
Alexander Consulting Group has in-
stalled four interactive programs for
Fortune 500 companies, and the con-
sultant expects to help employens in-
stall many more programs next year.

In a move that significantly ex-
pands its survey capability, Alex-
ander Consulting Group earlier this
year launched a joint venture with
The Gallup Organization of Prince-
ton, N.J.

Gallup's polling techniques will be
tapped to help employers on a wide
variety of employee benefit issues,
according to Mr. D'Alessandro.

For example, the new research unit
could assist employers in surveying
workers to determine whether or not
they are interested in a flexible bene-
fit plan.

Mr. D'Alessandro said employee
benefits is one area in which em-
ployers do not do enough research
before making decisions. While em-
ployers may spend a year to decide
whether to open a new plant, they do
not take the time to examine the pros
and cons of an expensive new benefit
program, he said.

And, Alexander Consulting Group
itself is doing more surveys of benefit
issues.

For example, the consultant re-
leased a widely quoted, comprehen-
sive survey earlier this year on how
much employers were spending to
cover claims for employees who con-
tracted acquired immune deficiency
syndrome.

To further improve its operations,
Alexander Consulting Group is plan-
ning a reorganization next year, Mr.
D'Alessandro said.

The entire company will be run
as one profit center, replacing the
current system in which each office

Continued on next page
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is run as a profit center.

"This will be a way of being a
more unified, cohesive force,"” Mr.
D'Alessandro said.

In addition, the company will cre-
ate six regional resource centers to
better concentrate consulting talent.
Alexander Consulting Group now is
deciding where the resource centers
will be located.

Alexander Consulting Group re-
ported that its benefit consulting ac-
tivity accounted for 74% of 1988 rev-
enues, with 31% attributable to the
retirement and savings plans practice
area; 26% attributable to welfare
plan consulting; 13% attributable to
employee communications; and 4%
attributable to international benefit
consulting.

Practice areas accounting for non-
benefit consulting revenues were in-
surance brokering, 18%; compensa-
tion consulting, 5%; health care and
other claims administration, 2%; and

general management consulting, 1%.

)erties By Planting

Buck Consultants Inc.

Estimated consulting revenues for
New York-based Buck Consultants

Inc. in 1988 crossed the $100 million
mark for the first time.

The consultant estimates it will
generate $109 million of consulting
revenue this year, up 14.7% from $95
million in 1987. Employee benefit
consulting accounts for all of Buck's
revenue.

"We were quite pleased with the
year," said Buck President and Chief
Executive Officer William Giegerich.

Buck continued to expand both in-
ternationally and in the United
States during 1988.

For example, in Europe, Buck es-
tablished an affiliation with Herbert
Hoefer, a major benefit consultant
based in Mulheirn, West Germany.

Mr. Giegerich describes the Buck-
Hoefer relationship as a close one.
For example, Hoefer can assist Buck
clients with West German operations
in pension valuation work.

Tapping consulting expertise in
West Germany comes on the heels
of a major Buck overseas expansion
last year that Mr. Giegerich says
made Buck a true international bene-
fit consultant.

In 1987, Buck merged with Mi-
chael Dunhill International Consult-
ing Actuaries of Brussels, Belgium.
The merged operation, Buck Consul-
tants S.A., has offices in Brussels and
Antwerp, Belgium; and Paris.

And later that year, Buck com-
bined with Martin Paterson Associ-
ates Ltd., a London-based benefit
consultant. The operation, Buck Pat-
erson Consultants Ltd., has offices in
London and Leeds, England; Dublin,
Ireland; and Edinburgh, Scotland.

This overseas expansion has made
Buck a much stronger player in the
international benefit consulting
arena, according to Mr. Giegerich.

"The expansion has broadened our
horizons," he said, noting that Buck
plans to continue expanding abroad.

Buck now has eight offices out-
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In the United States, the number of
Buck offices grew by three to a total
of 16, with consulting offices opening
in Boston, Detroit and Columbia,
Md., which is primarily involved in
flexible benefit plan administration.

Mr. Giegerich describes Boston and
Detroit as significant markets where
Buck wants to build up the book of
business it has developed there.

Among practice areas, business
"exploded" in the health care con-
sulting area, Mr. Giegerich said.

Corporate America is very con-
cerned about upcoming proposals
from the Financial Accounting Stan-
dards Board that will require com-
panies, for financial reporting pur-
poses, to recognize their retiree
health care liabilities, he noted.

As a result, companies are turn-
ing to Buck for help in identifying
those obligations as well as consid-
ering plan design changes to reduce
those liabilities. "The knowledge
level of clients on retiree health care
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problems has gone up tremendously,"
Mr. Giegerich said.

In the pension and savings plan
field, growth has been somewhat
slower, with defined contribution
plan consulting growing somewhat
faster than defined benefit plan con-
sulting, a reflection of the maturation
of those markets.

Mr. Giegerich agrees with other
benefit consultants that Washington
has boosted the amount of consulting
that must be done.

"There is no question that Wash-
ington generates a lot of business
for aLl the consulting firms," he said.

Buck has had a tradition of stay-
ing on top of Washington issues and
analyzing the implications of benefits
legislation.

For example, back in 1980, when
the withdrawal liability provisions of
the recently-passed Multiemployer
Pension Plan Amendments Act was
just an arcane concept to many, Buck
warned that withdrawal liability
could bankrupt companies leaving
underfunded multiemployer pension
plans.

That tradition of keeping a keen
eye on Washington continues. For
example, Buck completed a compre-
hensive analysis of the new Internal
Revenue Service pension integration
rules only a week after the complex
rules were published.

"We have an incredibly dedicated
research unit," Mr. Giegerich said.

Mr. Giegerich believes that Buck's
ownership by employees as well as its
relatively centralized operating
structure is a boon to clients.

"Having the opportunity to own
stock is a key to attracting top tal-
ent. At the same time, more cen-
tralization assures a high level of
consistency from office to office," he
said, noting that some consulting
firms run their offices like indepen-
dent franchises.

Stock in the company, which began
operations in 1916, is currently held
by 160 of the firm's 1,120 employees.

Coopers & Lybrand-
Actuarial, Benefits &
Compensation Group

Coopers & Lybrand-Actuarial,
Benefits & Compensation Group is
climbing in the Business Insurance
ranking of the nation's largest benefit
consultants.

Last year, Coopers & Lybrand en-
tered the Top 10 by tying Martin
E. Segal Co. for the No. 9 position
based on consulting revenues.

And this year, on the strength of
a 28.3% revenue increase, Coopers
& Lybrand jumped one place to be-
come the eighth-largest consultant
with revenues of $68 million.

"We had an excellent year," said
Jerry Halperin, vice chairman of
Coopers & Lybrand-Actuarial, Bene-
fits & Compensation Group in De-
troit.

Being part of a major financial
consulting firm with expertise in ac-
counting, actuarial science and com-
puter science helps explain Coopers
& Lybrand's growth in employee
benefit consulting, Mr. Halperin said.

"More and more employee bene-
fit decisions are financially oriented.
For example, a company may be try-
ing to decide whether to terminate a
defined benefit plan and establish a
401(k) plan. That is a financial deci-
sion and an employee benefits deci-
sion. We can bring to the table ex-
pertise in both areas," he said.

This financial expertise has made
Coopers & Lybrand a leader in the
retiree health care area. For example,
as part of a project with the Wash-
ington, D.C.-based Financial Execu-
tives Institute, Coopers & Lybrand is
working with 25 major companies to
help measure potential balance sheet
liabilities arising from upcoming Fi-
nancial Accounting Standards Board
rules on recognizing retiree health
care benefit obligations.

The company already has deve-
loped software to help companies
measure retiree health care liabili-
ties, while it also has developed a
software package to help companies

Continued on next page
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cope with the Section 85 non-discrimination tests for wel-
fare plans.

Business also has beer- brisk in the health care cost-con-
tainment area, Mr. Halperin said, noting the growth in
health care claims auditzng.

Coopers & Lybrand has begun to market a new inter-
active telephone system, known as Benefit Information
Line, that enables employees to get instant answers-via
telephone-to their benefit cuestions.

For example, an employe, using the information line,
could find out his or her projected Social Security and
pensic,n benefits. "It is a phenomenal program, yet simple
and easy to use," Mr. Halperin said.

Mr. Halperin describes Dompetiton in the benefit con-
sulting field as intense. TD succeed, firms have to be
willing to spend a lot of money on research and technol-
Ogy

Coopers & Lybrand has made that commitment: It has a
national support staff of 58.

Cocpers & Lybrand added about 150 employees this
year, bringing its employee roster past the 800-mark. It
expects to hire about ZOO additional staffers during the
next year to meet expecred increases in business.

Cocpers & Lybrand expects continued growth next year,
projecting 1989 revenues cf $83 million.

Godwins International Holdings Inc.

Of:he nation's 10-largest benefit consultants, Godwins
International Holdings Inc. was the only one whose reve-
nues remained flat in 1988.

This year, estimated consulting revenues at Briarcliff
Manor, N.Y.-based Godwins, the nation's ninth-largest
consultant, were $54 million, unchanged from restated
1987 figures, when the subsidiary of broker Frank B. Hall
& Co Inc. operated under the name Frank B. Hall Con-
sulting Co.

Godwins' executives candidly acknowledge that the var-
ious problems plaguing the parent company also hurt the
consulting unit's results.

"We lost staff and clients " said Godwins Chairman and
Chief Executive Officer David J.D. McLeish.

But with a major worldwide reorganization under its
belt, Godwins is poised for recover,r.

"We are back in the recowery moie. We are ready for the
future," Mr. McLeish said.

As part of that prefaration, benefit consulting opera-
tions were completely revamped.

Previously, Hall had developed independent benefit
consulting units in the United States and abroad. For
example, in the United States, consulting was provided by

Frank B. Hall Consulting Co., while Godwins Ltd. pro-
vided benefit consulting in the United Kingdom. And,
Hall-Godwins (Overseas) Consulting Co. offered benefit
consulting services to multinational companies.

These separate units were formally combined this year
into one company, Godwins International Holdings Inc.

U.S. consulting is done under the name of Godwins Inc.

This merging of consulting resources will lead to a
stronger, more efficiently run company that will be better
able to serve clients, Mr. MelLeish said.

One advantage of merging consulting operations is what
Mr. Mcl«eish describes as the "cross-fertilization" of ideas.

For example, the considerable pension expertise God-
wins has developed in its U.K. offices now can be readily
tapped by the company's U.S. consultants.

Similarly, as private health care coverage expands in the
United Kingdom, Godwins' U.S. consultants will be able
to offer their experience to their British counterparts.

With the merging of resources accomplished, Godwins
has additional objectives in mind.

Mr. McLeish said the company is in the market for
"strategic acquisitions-something that closes a gap in a
particular geographic region or consulting area."

For example, Mr. MelLeish would like to see Godwins
increase its consulting resources in pension actuarial work
in the United States.

Mr. MelLeish said there is a total commitment to make
Godwins a major benefit consultant around the world.
"We want to be a name on the international map that
companies automatically think of," he said.

Currently, Godwins has 27 U.S. benefit consulting of-
fices and 11 U.K. consulting offices. Consulting also is
done through 21 other international offices.

Godwins derives 90% of its revenues from benefit con-
sulting, with consulting on retirement and savings plans
accounting for 50% of revenues; welfare plans accounting
for 33%; employee communications accounting for 4%;
and international benefit consulting accounting for.3%.

Non-benefit consulting revenues include insurance bro-

kering, 5%, and investment and tax planning advice for
individuals, also 5%.

Martin E. Segal Co.

Consistent is the best way to describe the growth at New
York-based Martin E. Segal Co.

Revenues from benefit consulting in 1988 increased
11.6% to an estimated $53 million from an estimated
$47.5 million in 1987. Last year, Segal was tied with Coo-
pers & Lybrand as the nation's ninth-largest benefits con-
sultant. This year, Segal slips to the No. 10 position.

Continued on page 22
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Seaboard Underwriters would like to thank all our producers
for your support during 1988 and during the last 31 years.

We look forward to your continued support and wish
for you a prosperous 1989.

In North Carolina Countrywide

1.800.672.3644 1.800.732.2673
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2732 Anne Elizabeth Drive -« P.O. Box 659 - Burlington, NO 27215 - Phone 919-584-1465 - Telex 57-4498



Where we come from, you learn to see things from different angles.

From coast to coast, we're the leader in group Long Term Disability insurance *and a top provider of
Individual Disability protection.

But we never forget we're from Maine.

You see, finding more than one solution to a problem is a way of life here. By having a different perspective,
we're able to introduce income protection plans which are truly innovative and responsive.

And by doing this, we enable you to offer your employees disability, group life, retirement and flexible
benefit programs which meet their needs better.

We're UNUM. Ask your insurance professional about all the different ways we can solve your problems.
Or call us directly at 1-800-634-8026 (in Maine 1-800-356-8111). And then ¢ B UNUIM

youlll see why our name means number one in income protection.
Our name means number one.

UNUM Lif6 Insurance Company, Portland, ME 04122 (Pension products available only through this company). UNUM Life Insurance Company of America, Portland,
ME 04122 (Al states except NY) First UNUM Life Insurance Company, 'thrrytown, NY 10591 (New York State only) *Employee Bendit Plan Review, April 1988
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"Some of the piice-cutting w,15
twice in 1987, but the compelition
on pilce 15 lescning, ' 5.iici Dave
Pc,ttei, wcond vp pioduits/m.,1-
ket. foi UNUM Lile Insul.ince Co
in POItl,ind, Maine

' Thele isa little mote emphavs

1 1 1 l 1 1 v on using moic sophisticated under-
J writ ing ,*ppro,]Che; and doint d

1 1 | 7 1 ] bellet m,irketilit lob to Ell the
rI I ec,vci age, he added
L ' What ue ,-,aw ulth letlaid to
pining 1% the detriicitation peaked
about a yedi .igo Sinic' then, thric
h.15 been zorne st,lbiliz,ition of
pricing, Uid Paul ImPIne pind-
uct manger loi mai},iswd 4Ne life
! O011 O and LTD at the Haitioid Fiic hi-
Sinance Co in li,lilioid, Conn
A vedi ago LTI) late'- w<,1 e
alound 12% to 139 undrunn-('d
said Mi LaPine "Now, they W
wound 8% to 10’4 below what we
ieallv think they should be
Flank Chmelv sonic,1 group un-
deiwiitei with Piucic,ntial Inqui-
1 ’ 1 O 1 O ance Co 01 Arneiic,1 iii Roseland
N J, said that while thel r h.14 been
o - O oo - 'a lot (31 ,ictivity in the LTD nial-
ketplace, he h.1. not noticed d
marked incleav in competition
during the pa'-,1 ieai As ,1 lesult,
1 the idtrs Pludential i haigri for the
Lovei age have }emained stable, he
said
J,inies Sokol m.indgint; Vp dt
Alcundri & Alek.indei Benefit
SeivicK Inc m Chi(,tgo *ureed
th<11 prier competition appe,its to
i. 40 have stal)1117ed, saving, |l i .in t Bre
how it could h.ive 1)(come mote
- 1,0 . ) Competitive It B been the soltest of
al] prnplopee benefit maiket,5 101
the last live yed 1 3 -

- = The LTD mal ket h.15 bern corn-
petitive m lucent yedi bec,juse the
coveiage has been profitable In-
suiris and consultants point out

'1'hat piolitability Lan be pdi-
tially attilbuted to the oveidll
economi, according to Ml Chmely
VWhen economic conditions die
pooi, some woikeis with bordet-
line ' discibilities may be laid off,
A which encouiage,- then to file L1 D

cldims he explained 'When busi-
nes doesn't do well LTD doesn’l
do well *

But the U S economy in recent
yve,Hs ha, been diong whih has,
helped make LTD insuiance a
money-maker, Mi Chmely wicl

While Mr |l.aPine agieed that
LTD business has been piofitable
for insuiers in lecent yedis and
that "in pom donomic times, we
have incieased claims," he also
pointed out that some tvpes el
claims inctease when the economy
8 strong

Stress claims, foi instance, aie
likely to show up more often when
two wage earnels in a familv hold
jobs in a strong economy, he ex-
plained "One may get stressed out
and say, 'I'm going on disability for
a couple of yeais ' " Howevel, such
workers must first be declaied dis-
abled by a doctor

Those claims die higher in areas
like California's high-tech Silicon

Contznued on page 24



SIT DOVN.
WE'VE GOT SOME BIG NEWS

We've just completed our national network
of dental providers.

It's big-over 4500 dentists and specialists in
more than 100 major metropolitan areas. And
it's good news for the more than half million
members in our managed care dental
program.

We believe they're getting the finest care,
anywhere. In fact, we recruit our dentists with
a unique 5-stage quality assessment process
we developed solely to ensure our own high
standards. In other words, we give our dentists
a complete check-up before they ever per-
form one of their own.

And that's not all. For the past 14 years
we've improved the quality of our managed
care program by monitoring each office visit,
each transaction, and every procedure.

Nationwide. After all, we're not only commit-
ted to setting the standard of excellence-
we're committed to raising it.

Which brings us to you, the employer. Our
combination of managed care and indem-
nity coverages can result in a 5-10% savings
the first year alone. And you'll be able to
offer choices in dental coverage to your
employees. As well as minimize your paper-
work and administrative hassles.

We'd like to tell you more. Please contact
Janet L. Duchaine, Assistant Vice President,
8-247, CIGNA Companies, Hartford, CT 06152.

If there's one thing we've learned in over
20 years in the dental business, it's that you
don't get to be an industry
leader by sitting down on
the job.

CIGNA
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Spotlight report

Consultants Enc.

We m*fed to our name.-
because we've added to our service!
Specializing in Rent-a-Captives, Cash FIm, Self-Funded and
Alternate Risk Funding Programs.,,and now...

a major breakthrough in the Rent-a-aptive market.

4x Funding Available!
For qualified organizations, the face value or this new
policy can be up to 4x greater than actual funding

Please Call (213) 937-3091 for complete details
5455 Wilshire Blvd . Suite 1610. Lcs Angeles, CA 90036 FAX (213) 9374463

Th<racouoa
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Long4erm care

Continued from page 22
Valley, said Mr LaPine.

But even Ihough price competi-
tion among LTD insurers has
slackaned, there still is plenty of
scrambling for tnat business, ob-
servers say.

Frank Eri:,son, director of long-
term disabili:y ai Aetna Life & Ca-
sualty Co. in Hartford, Conn., said
he continu€ s to see a hotly compet-
itive LTD marker.

Aelna has reduced most of its
LTD rates :n the past year, but in-
creased prices for some of the
"mon hazardous jobs," he said.

"Part of the problem with many
of us was that ws had a one-price-
fits all,” he said. However, "that
doesr-'t work. Scme jobs are much
more expensive to insure.:'

Emplcy€es in low-risk jobs like
accounting anc insurance pay
among the bwest premiums, ac-
cording to Mr Ericson, while

ALEASE ZIJ.LL

Listen.

LTD'was competitive years ago. Then sometime

in the '70$, most companies had bad experiences,'

says Mr. Ericson. When the loss experience of

LTD insurance began climbing, the marketplace

'seemed to go to hell. It lost any kind of glamour.'

workers in energy industry jobs
such as coal mining can expect to
pay the highest rates for LTD cov-
erage.

Rates have nosedived in the pas:
year for employees in some occu-
pations from 40 cents to 50 een:s
per $100 of covered payroll to
prices of just more than 35 een Ls
per $100 of covered payroll, said
Jay Catlin, benefit consultant wifh
Buck Consultants Inc. in Sea2acus,
N.J.

"As a percentage, it's been 1436
to 15%, and sometimes as high
20%," he said, referring rc the

It's what an employee benefits man-
ager does. You listen to employees asking for
a health plan with lower co-payments and
better benefits You listen to management
asking for cost control. Then you try and

please everybody

That's when you need to start talking-
to EQUICOR. EQUICOR offers a complete
range of employee benefit options-all we
need to formulate your benefit plan is to hear

from you

211 us the numbers you're working with,
your priorities, management's budgetary goals,
and every other important factor to be con
sidered. Then let EQUICOR design a unique
customized benefit package for your com
pany based on good hard listening

Next time someone gives you an earful,
think of EQUICOR. And remember: when
ever you need to talk about a benefits plan,

you ve got our ear

The Good Listener.

magnitude of price cuts in the last
12 months.

While LTD prices have fallen
over the years, ma ximum rei m-
bursement levels have risen.

"Monthly maximums are a lot
higher,” said Buck's Mr. Catlin.
"There has been a loosening of un-
derwriting in that area.”

LTD insurers currently are of-
fering 70% reimbursement levels in
some cases, up from 60% in pre-
vious years, according to Peter
O'Brien, partner in charge of the
nationwide welfare benefits prac-
tice of Price Waterhouse in New
York.

But some occupations that once
saw cheap rates are now paying
more, Mr. O'Brien pointed out.

"Since the Oct. 19 debacle,” said
Mr. O'Brien, referring to the 1987
stock market crash, "many bro-
kerage firms have experienced a
high number of new claims.”

He explained that the stock mar-
ket crash led to a number of layoffs
among stockbrokerages and work-
ers who may have been considered
disabled, but had taken less stren-
uous jobs in the securities indus-
try, filed claims after losing their
jobs.

As a result, insurers that once
saw brokerage firms as a "favor-
able underwriting target” are now
more cautious about writing the
coverage for those businesses, said
Mr. O'Brien.

While LTD coverage rates for se-
curities firms are higher, he noted,
it's "hard to be specific" with re-
gard to how much those prices
have risen.

The LTD insurance marketplace,
which was born when the coverage
was first written in the late 1950s,
has seen hard and soft cycles like
other lines of insurance.

"It was competitive years ago,”
Mr. Ericson explained. "Then
sometime in the '70s, most com-
panies had bad experiences."”

When the loss experience of LTD
insurance began climbing, the
marketplace "seemed to go to
hell," said Mr. Ericson. "It lost any
kind of glamour.”

But underwriters have gained
the benefit of increasing actuarial
data over the years since the cover-
age was introduced and morbidity

rates have become more predict-
able.

Because claims have become ea-
sier to predict, insurers have rea-
lized that by carefully selecting the
business to underwrite, "there is
more money to be made,” Mr. Eric-
son said. "There is a lot of fertile
market out there,” he added. "I can
see all of us increasing our book of
business in LTD."”

Aetna, one of the more estab-
lished LTD underwriters with
around 1 million covered employ-
ees, expects that number to in-
crease about 15% in 1988, Mr.
Ericson said. "We have become
much more aggressive in the past
year."”

He pointed out that "a lot O1
people do not have LTD coverage'
because "not everybody is choos-
ing it.”

"Does the average person feel
like he will ever be totally disa-
bled? Even think about it? | don't
think so,"” Mr. Ericson said.

"But they are beginning to more
and more,” he remarked. "In thi.
economy, we need all the income
we can get. . \We live on debt and
if you're disabled, it all comes
down around you."

Estimates from Hartford show
that there are 110 million peopl€

Continued on nert page



Continued from previous page
working in the United States and
that about half of them-55 mil-
lion-have some LTD coverage.

The recognized leader in the
LTD insurance field, UNUM, con-
tinues to develop new products.
Mr. Potter said UNUM expects to
write $60 million to $80 miillion in
new LTD premiums this year.

Mr. Potter said insurers are re-
cognizing that "growth opportuni-
ties have to come outside of white-
collar industries” where most LTD
coverage is written.

In a 1986 study of employee ben-
efits, the U.S. Department of
Labor's Bureau of Labor Statistics
found that white-collar workers at
medium- to large-sized firms were
twice as likely as blue-collar work-
ers to have LTD insurance.

As an example of how UNUM is
expanding into new growth areas,
Mr. Potter referred to the insurer's
Voluntary LTD program, a product
introduced last August.

Voluntary LTD is paid for by the
employee through a payroll deduc-
tion plan and can be offered at
group rates because it is available
through an employer, he said.

"It's an opportunity for people
whose employers were previously
unwilling to fund this coverage."

The cost of the coverage varies
by geographic location and indus-
try, said Mr. Potter, but workers
younger than 45 can generally buy
coverage for less than $10 per

month. Older workers pay a higher
rate.

Hartford also realizes the market
potential of blue-collar jobs, ac-
cording to Mr. LaPine. He rea-
soned that it's no riskier to insure
blue-collar workers who did not
previously meet underwriting
guidelines than it is to write
white-collar business at rates that
are 8% to 10% underprked.

Like UNUM, Hartford offers a
voluntary LTD plan. The program
is aimed at "stable working
groups" like municipalities and
state government employees who
have long years of service, said Mr.
LaPine.

The success of that program led
to a similar product offered to
teacher groups, he added.

Apart from the voluntary plan,
Hartford offers what Mr. LaPine
called "flex LTD."

Under that program, employers
can select how much they want to
contribute toward LTD coverage.
The Hartford program then builds
the LTD insurance around that
amount.

"We allow the employee a buy-
up option," said Mr. LaPine, ex-
plaining that if the employer's
contribution was enough to finance
coverage that would replace 20% of
the worker's salary, the employee
could purchase additional cover-
age-up to a 50% to 60% reim-
bursement level-that would re-
place a larger percentage of salary
lost in the event of disability.

Mr. LaPine said Hartford ex-
pects to write $20 million in LTD
insurance premiums this year, up
from around $12 million to $14
million in previous years.

Metropolitan Life Insurance Co.
in New York is increasing the
amount of LTD business it writes
after earlier this month acquiring
the group life and health brokerage
operations of Northbrook, Ill.-
based Allstate Insurance Co. (BI,
Dec. 5).

While he could not provide spe-
cific figures, a Metropolitan Life
spokesman confirmed that LTD
business accounted for part of the
$416 million in revenue the All-
state brokerage operation gen-
erated last year.

Insurers and consultants agree
that corporate buyers must keep in
mind several features when shop-
ping for long-term disability cov-
erage. Those features include:

- Service. Buyers should make
sure the insurer is financially sta-
ble, has been in the LTD market

for a number of years and is com-
mitted to remaining in the market.
The insurer should be able to
"keep up with claims," Mr. Ericson
stressed. "If you don't keep on top
of (LTD claims), somebody will
forget about it" and wasted claim
payments could result, he warned.

- Rehabilitation services. If LTD
coverage provides for rehabilita-
tion of a disabled worker, it can
save "tons of money," said Mr.
Catlin, and return a worker to the
job sooner.

- The ability of the insurer to
obtain offsets in claims payments
from other sources, such as Social
Security and workers compensa-
tion. "Social Security is the biggest

'AIDS is a little less of

an issue (for LTD
insurers) than it is
for life insurers,’

Mr. Potter says.

of them," said Mr. Ericson.
Insurers and consultants say
they are keeping a close eye on the
development of some diseases that
could affect the rating and profit-
ability of future LTD insurance.
For example, Lyme disease,
which is transmitted by the deer

The bes
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tick and leads to serious symptoms
like high fevers and dementia, is a
new ailment that LTD insurers are
watching, said Peat Marwick's Mr.
O'Brien.

"It originated in Lyme, Conn.,"

Mr. O'Brien explained, "and now it
is nationwide.”

The disease can disable its vic-
tims and, in some cases, "lead to
death,” Mr. O'Brien pointed out.

While the number of cases of Ly-
me disease is not now significant,
it has begun to increase, he said.

UNUM's Mr. Potter said there is
some concern among insurers
about the increasing number and
cost of acquired immune deficiency
syndrome cases, but life insurers

are being hit harder than disability

insurers by claims associated with
that disease.

"AIDS is a little less of an issue
(for LTD insurers) than it is to life
insurers because the life span is
not too long," he said.

But Mr. O'Brien predicts, "We're
going to see a lot more with AIDS
LTD claims. The drug AZT, which
costs $750 to $1,000 per month, is
now stabilizing many of the AIDS
patients, so claimants are tapping
into LTD."

Mr. Ericson of Aetna said, "We
don't see any particular disease
process that is a major concern. It
is something we are always watch-
ing."”
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Group universal life called winner for all

By KARI BERMAN

Group universal life insurance
will continue to grow in popularity
among employers because it bene-
fits them as well as employees,
predict insurers and employee
benefits consultants.

Employers like the product be-
cause it is typically employee-paid,
there is little administrative work
involved and employees like the
product, which therefore improves
the employers' image.

GULs, which employees often
use as retirement savings plans, are
popular among employees because
there are fewer restrictions on
these plans than on other types of
retirement savings plans and be-
cause GULs are portable, insurers
and consultants say.

"With group universal life plans,
employers are taking advantage of
winning twice: first, by offering an
additional benefit selection-
maintaining a positive image with
employees-and secondly, by mak-
ing the benefit one that is funded
on an employee-pay-all basis," ex-
plained Phillip Primm, senior vp of
Johnson & Higgins, Kirke-VVan
Orsdel Inc. in Dallas, a unit of New
York-based Johnson & Higgins.

"Overall, the GUL has been posi-
tive for both the employer and the
employee. It is cost containing and
administratively easy for us while
beneficial for our employees," said
Thomas M. Jadlos, manager of
health care administration for To-
ledo, Ohio-based Owens-Corning
Fiberglas Corp., which began of-
fering GULs last year.

GULs will thrive in the coming
year partially because employers
don't have to foot the bill, pre-
dicted Jim Barnes, a director in the
employee benefit marketing divi-
sion of CIGNA Life Insurance Co.
of Hartford, Conn., a subsidiary of
CIGNA Corp.

"As companies struggle to con-
trol health care benefit Costs,
GULs will be strong. We think
1989 will be our best year," Mr.
Barnes said.

An estimated 45,000 individuals
are covered by GULs underwritten
by CIGNA Life, which has been of-
fering the plans for three years, ac-
cording to Mr. Barnes. "Although
we are a little below our predic-
tions for enrollment, we still think
GULs will remain a hot product in
the coming year, as business is al-
ready picking up," he said.

lan Duncan, associate actuary
and product manager for Aetna
Life Insurance Co. of Hartford,
Conn., a subsidiary of Aetna Life &
Casualty Co., also said the in-
surer's GUL sales are below expec-
tations. However, he predicted that
GULs "should continue to be pop-
ular for the employer because it
doesn't require any out-of-pocket
funding.”

Meanwhile, at New York-based
Metropolitan Life Insurance Co.,
GUL sales "are well beyond”
goals, according to Cynthia Mal-
lett, national GUL marketing
director. Ms. Mallett reports that
the insurer's GUL sales have qua-
drupled this year, but she would
not disclose how many individuals
are covered under GUL policies
underwritten by the insurer.

However, some employee benefit
experts believe that despite the
popularity of GULs, insurer profits
from the products have not
climbed as steadily as anticipated
because insurers have underpriced
rates for the term portion of the
GuUL.

GULs include a term life benefit
and a cash accumulation fund, to
which employees can contribute,
that earns tax-deferred interest at
competitive market rates.

GUL experts estimate current
GUL interest rates at 8%, about the

same as last year's rates but still
lower than in previous years, when
interest rates for GUL cash accu-
mulation funds ranged between
10% and 11%.

Although the growth of GULs
got off to a slow start in the early
1980s, the plans gained speed fol-
lowing the restrictions on 401 (k)
salary reduction plans-a popular
retirement saving plan-imposed
under the Tax Refcrm Act of 1986.
iNnsurers and consultants ex-
plained.

Under the new =ax law, allow-
able employee pretax contribu-
tions to 401 (k) salary reduction
plans were cut from $30,000 to
$7,000 annually, plus a yearly ad-
justment equal to the increase in

the U.S. Consumer Price Index.

The current cap on 401(k) plan

contributions is $7,313.

"After tax reform, GULs became
more appealing because employees
liked the idea of being able to plan
for retirement without 401 (k) ae-
cumilation limits, while continu-
ing to receive tax benefits," SEid
Mr. Primm of J&H Kirke.

GUL experts concur that err:-
ployees are attracted to GULs be-
cause of the potential investment
return and because the interest
earned by the accumulation fund is
not taxed until employees with-
draw the funds.

Employees who opt for GULs
can typically purchase life insur-
ance for one to five times their an-
nual salary at rates-based on age
and smoking habits-that range
between 7 cents and 95 cents per
$1,000 in coverage, according to

Tim Borchert, a consultant at
Hewitt Associates of Lincolnshire,
n

"Another aspect cf GUL highly
valued by employees is their ability
to withdraw funds from the side
account easily and without the
penalties that other preretirement
funding vehicles impose,” ex-
plained Ms. Mallett of Metropcli-
tan Life.

GUL participants may withdraw
or borrow from the accumulation
-or side fund-as d.=sired without
a penalty. But, 401(k) plan partici-
pants, for example, are subject to a
10% penalty for making early, non-
emergency withdrawals.

"Employees like GULs because
they have immediate access to 1.9-

uid cash and can use it for either

an emergency or a vacation, with-

out having to answer any ques-
tions or pay any charges. They
often dislike 401 (k)s because they
feel isolated from their money and
are bothered by having to justify a
need for their own cash if they

want to withdraw," said William
Comette, assistant director and
group life product manager in the
employee benefit department of
Travelers Life Insurance Co. of
Hartford, Conn., a subsidiary of
Travelers Corp.

Employees also like GULs be-
cause they can take their life insur-
ance benefit along if they change
jobs, unlike traditional group term
life insurance that terminates
when employment ends.

"If you are part of a GUL and
you change jobs, you can remain

Continued on next page
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in the GUL and simply make pay-
ments directly to the carrier,” Mr.
Comette said.

International Business Ma-
chinery United States in Purchase,
N.Y., last year began offering a
GUL program underwritten by
Metropolitan Life and placed by
Johnson & Higgins, according to
Fernando Fleites, IBM's program
manager, capital accumulation.

"l think the program is great for
everybody involved. The employees
get a good benefit, and we don't get
involved at all because everything
is administered by the providers,"
Mr. Fleites said.

Although only 5% to 6% of IBM
employees have opted for the GUL,
Mr. Fleites is optimistic that inter-
est will grow among employees of
the International Business Ma-
chines Corp. unit.

"l feel that in time as employ-
ees become more familiar with the

program, participation will in-

crease," he said.

IBM also offers its employees a
group term life product, also un-
derwritten by Metropolitan Life.

After initial enrollment in the
GUL, Metropolitan Life performs
all GUL -related administrative
tasks for employers, including rec-
ord keeping and handling em-

ployee withdrawals from their cash
accumulation funds.

The insurer communicates its
GUL plan to employees through
mailings, group meetings, video-
tape presentations and a toll-free
information service for employees.

Mr. Jadlos of Owens-Corning
said the employer is pleased with
the results of CIGNA Life's GUL
plan, which the employer imple-
mented last year.

To promote the program, Owens-
Corning and CIGNA Life launched
an extensive communication pro-
gram that included slide and video
presentations, question and answer
forums and distribution of pam-

phlets explaining the product.

"We think we have done a good
job communicating the GUL plan,
and, as of May 1988, half of our
5,000 salaried employees opted to
join," Mr. Jadlos said.

Consultants and insurers stress
the importance of proper commu-
nication of the product.

"There are misconceptions about
GULs that become obstacles if not
clarified,” J&H's Mr. Primm
pointed out.

"Employers often unnecessarily
fear immense administration costs
in GULs that don't exist, and they
have to be brought to understand
the facts. Employees also have to
be educated about the workings of
a GUL program, reducing confu-
sion," Mr. Primm added.

"Employees who don't have ex-
tensive business knowledge are
confused and intimidated by the
intricacies of various plans and opt
not to get involved,”
Lawrence Leisure, a principal at

said
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Towers, Perrin, Forster & Crosby
Inc. of New York.

CIGNA Life's Mr. Barnes agrees
that employee understanding of
GULs is imperative.

"We do a personal profile of all
employees, explaining their eligi-
bility and options individually to
avoid confusion,” Mr. Barnes said.

One change in GULs that em-
ployers will have to communicate
to employees next year is premium
rate increases.

"Many insurers have been disap-
pointed because they offered low
term rates thinking that they
would make up the financial dif-
ference through employee contri-
butions to the side funds,” ex-
plained Mr. Leisure.

This cash-flow underwriting tac-
tic "backfired on shortsighted in-
surers when individuals didn't put
large amounts of money in the side
account,” Mr. Leisure said.

Ms. Mallett of Metropolitan Life
said insurers who jumped on the

Yo 'lilli surpriseallow responsive will can lie.
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GUL bandwagon too quickly paid
the price.

"It has been a tough learning
curve for those who originally mis-
priced the term rates,"” according
to Ms. Mallett. "But for those of us
who were dedicated to creating
solid GUL programs, it has been
successful," she added.

"We have had a very good report
card this year and we expect more
of the same,"” Ms. Mallett said.

At Newark, N.J.-based Pruden-
tial Insurance Co. of America,
profits from its GUL product have
remained level compared with last
year's figures, according to Joseph
Maginnis, vp of group marketing.

"Our GUL hasn't been hot for us
this year, possibly because of in-
terest rates,"” Mr. Maginnis said.

GULs make up a small part of
the overall life insurance policies
Prudential is currently under-
writing, he added. "We cover about
50,000 lives under GUL," he said.

Meanwhile, another form of
GULs called group variable uni-
versal life (GVVUL) is on the em-
ployee benefit horizon, according
to sonne insurers.

GVUL, like GUL, packages term
insurance with an accumulation
account. But instead of earning
fixed interest at market rates as in
GULs, GVVULs offer several invest-
ment options for the cash value
portion of the policy.

The options typically include
growth fund investments in either
common stocks or securities, AAA-
rated government guaranteed se-
curities funds and cash manage-
ment funds.

All brokers that place this prod-
uct must be licensed as investment
advisers.

"There is no doubt in my mind
that GVVUL will be a leader in the
next generation of popular bene-
fits," said Craig Nordyke, second
vp and chief actuary at St. Louis,
Mo.-based Paragon Life Insurance
Co.,

American Life Insurance Co.

a subsidiary of General

"We have tried to model the

GVUL after our GUL product that
successfully covers 13,000 individ-
uals, adding the additional invest-
ment options," he said.

Although Paragon has not issued
any GVUL policies, Mr. Nordyke is
optimistic.

"We just began marketing the
product last May, and we have al-
ready had a substantial amount of
interest and it sh6uld take off
soon," Mr. Nordyke said.

However, some major life insur-
ers are wary of jumping on the
GVUL bandwagon.

"We have done research on
GVUL and are ready to move on it
if necessary, but we are holding on
it because of its complexities," said
CIGNA Life's Mr. Barnes.

"It is a more of a 'rich man ben-
efit,’ usable to about 10% of the
population who understand invest-
ment concepts and want to get in-
volved in a complicated benefit,"”
he explained.

Like CIGNA Life, Metropolitan
Life also is cautious about GVVULs.

"We are looking at GVVUL, and if
it becomes something that we need
to implement, then we will be pre-
pared to offér the product. How-
ever we do not have any immediate
plans,"” Ms. Mallett said.

And, further hampering GVVUL
enthusiasm among insurers and
employee benefit experts is fear of
liability exposure should an em-
ployee lose money in a risky in-
vestment.

"l think that with a G\VVUL you
cross the line of insurer to investor,
and this concept is not appealing
to either insurers or employee ben-
efit advisers, who don't want to
held responsible for a bad invest-
ment decision that jeopardizes an
employees' savings," Mr. Barnes
explained.

"GULs should remain hot in
1989, but the popularity of GVULs

is yet to come if it comes at all,”

NMr. Barmnes said. 1
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By KARI BERMAN

Managed group dental care pro-
grams are becoming more popular
as dental care inflation rages on.

"Dental care costs, although be-
hind medical care, are running paral-
lel historically," said Tim Borchert, a
consultant with Hewitt Associates of
Lincolnshire, lll. "Like in medical,
employers are responding to increas-
ing costs by using more managed
dental care programs."

Domenick Ciarniello, a principal
at William M. Mercer-Meidinger-
Hansen Inc. in New York, similarly
believes that "managed dental care
will remain the popular trend of the
future.”

Ronald Fontanetta, a consultant at
the New York office of Towers, Per-
rin, Forster & Crosby Inc., adds that

"although companies will continue to
offer ennployees dental coverage,
managed care will become more pop-
ular and eventually phase out indem-
nity" dental coverage.

Dental care costs have doubled
since 1980, increasing at an annual
average rate of 7.8% from 1980 to
1987, according the Consumer Price
Index statistics.

"Where total dental care expen-
ditures were $15.4 billion in 1980,
in 1987 costs for the same care in-
creased to $32.8 billion,"” said a
spokesman for the American Den-
tal Assn. m Chicago.

Neither the U.S. Department of
Commerce nor the ADA had statis-
ties on dental cost inflation so far
in 1988.

And, employee benefit experts
agree that as more companies offer

group dental coverage, employers
will feel the effects of dental cost
increases nationwide.

According to a 1988 study of Sal-
aried Employee Benefits Provided by
Major U.S. Employers in 1982-87,
Hewitt Associates found that 96% of
the 240 companies surveyed provided
employees with dental care coverage.
A 1987 study by Mercer showed that
85% of employers offered group den-
tal benefits.

Typically, an insurer charges
monthly premiums of about $40 to
$45 per family for indemnity group
dental coverage, employee benefit
experts concur. This compares with
monthly premiums of as low as $18 to
$20 per family under a managed den-
tal care program.

In addition, cost increases for man-
aged dental care plans are trailing

that of dental indemnity plans.

Mr. Fontanetta estimated annual
increases in managed care dental
programs at 4% to 5%, compared
with annual increases in dental in-
demnity plans at 9% to 11%.

"When you're talking about that
significant of a difference, it is not
surprising that managed dental care
is becoming the obvious choice
among employers," he said.

Peter Boland, president of Boland
Healthcare Consultants in Berkeley,
Calif., predicts that employers will
try to cut benefit costs by offering
only managed dental care programs.

"I think employers will be taking
the meat-axe approach to their bene-
fit packages, cutting rather than ad-
ding and using more managed care
for both medical and dental cover-

ages," he said.
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Although managed dental care ap-
pears to be successful in controlling
costs, it is troubled by the same
problems that affect medical man-
aged care programs, dental benefit
experts say: overutilization, billing
problems and inadequate quality
control.

"There are a number of managed
dental care providers that are bot-
tom of the barrel. There is not enough
prescreening of dentists and you end
up with those who are not concerned

enough with proper care," Mr. Bo-
land said.

TPF&C's Mr. Fontanetta is more
optimistic: "You can't generalize
about different dental HMOs because
there are good and bad and, overall,
they have improved and are pretty
far along in maintaining quality
care.”

Dental managed care typically
comes in two forms: capitated den-
tal programs, which operate similarly
to medical health maintenance orga-
nizations in that employees are res-
tricted to choosing network provid-
ers; and discounted fee-for-service
arrangements similar to medical pre-
ferred provider organizations.

At EQUICOR Inc., a joint venture
between The Equitable Life Assur-
ance Society of the United States and
Hospital Corp. of America, indemnity
plan premiums for group dental cov-
erage average about $19 per month
for individuals and $40 per month for
family coverage, according to Dan
Wood, director of dental programs at
EQUICOR'S New York office.

"Of the 5 million individuals we
cover, 75% opt for our indemnity
plan, which usually covers 100% of
preventive, 80% of restorative and
50% of major services," Mr. Wood
said.

However, employers using strict
managed care programs pay substan-
tially less.

For example, EQUICOR charges
$10 per individual and $19 per family
per month for its prepaid dental care
program.

And, Chicago-based Delta Dental
Plans charges between $25 and $35
per month for its PPO-like plan, ac-
cording to Jerry Holcombe, vp of
public and professional services at
Delta's San Francisco office.

Delta Dental is a non-profit ser-
vice benefit organization, maintain-
ing a nationwide network of 97,000
participating dentists.

As the oldest and largest prepaid
dental insurer in the country, Delta
Dental has a total enrollment of 17.5
million individuals, representing
21,000 employer groups, according to
Mr. Holcombe.

Delta Dental offers three program
options to employers: Delta Premier,
a fee-for-service plan; Delta Pre-
ferred Option, a PPO-like product;
and an HMO-like capitation plan.

Availability and cost of each plan
varies among the states.

Delta Dental introduced its PPO
plan last year and it currently covers
260,000 individuals nationwide.

The Delta Preferred Option plan
operates like a PPO within an HMO.
While employees are still restricted to
using providers within the Delta
Dental network, they receive addi-
tional coverage for using preferred
providers.

"We carve out a smaller section
of about 1,800 dentists who are will-
ing to accept lower fees and then
allow patients to pick from that
group," Mr. Holcombe said.

Cost-concerned employers are sa-
tisfied with the PPO program, ac-
cording to Mr. Holcombe. Employers
in Delta Dental's HMOs that contract
with the DPO pay premiums averag-
ing 20% lower than other employers
in Delta Dental's HMOs.

Delta's capitation program, cover-
ing an estimated 500,000 individuals
nationwide, is marketed and sold
through PMI Inc., a wholly owned

Continued on page 31
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subsidiary of Delta California,
the California-based Delta Den-
tal plan.

The capitated plan operates
similarly to a medical HMO.
Dentists are paid a fixed
monthly fee per employee fam-
ily, and the employee must
choose to receive treatment from
a specific dentist in the Delta
network.

Premiums vary demographic-
ally, but the typical monthly
premium is usually around $20
per family, according to Mr.
Holcombe.

"Employers and employees
are happy with the capitation
plan because the employer saves
and the employee continues to
get quality care at a lower rate,”
Mr. Holcombe said.

Although the majority of
CIGNA Corp.'s group dental
business is still written as in-
demnity programs, "managed
dental care is taking off and
CIGNA has seen a marked in-
crease in employer interest in
DMOs during 1988," said Janet
Dushaine, assistant vp of dental
marketing and product develop-
ment at CIGNA's Hartford,
Conn., office.

CIGNA offers employers three
group dental care plan alterna-
tives: indemnity, an HMO-type
managed care program and a
combination of the two.

"We believe that the DMO
(dental maintenance organiza-
tion) is the best cost-contain-
ing product and can reduce em-
ployer costs by 15% to 20%," Ms.
Dushaine said.

CIGNA's managed dental care
plan, which began in 1984, pro-
vides coverage for 600,000 indi-
viduals nationwide and includes
a network of 3,300 dentists.

Ms. Dushaine attributes part
of the plan's success to strict
quality control standards and
in-depth claim reviews.

"We control quality by regu-
larly reviewing dentists in the
CIGNA network, and on-site
visits to the various facilities are
common," said Ms. Dushaine.

"We are very pleased with
how the managed care program
is doing. In both 1987 and 1988,
we doubled our business," Ms
Dushaine said.

While Ms. Dushame declined
to predict by how much premi-
ums would climb in 1989, she
expects the managed care pro-
gram increases to be kept to a
mmimum.

Managed dental care popular-
ity is similarly increasing at
Prudential Life Insurance Co. in
Roseland, N.J., according to Jo-
seph Maginnis, a vp in group
marketing.

Prudential's traditional in-
demnity plan covers 5.5 million
individuals, while 3 million peo-
ple are covered by Prudential's
managed dental care plan,
which operates through a net-
work of 4,000 dentists.

"Our total premium intake for
group managed dental care
plans this year is at $326 mil-
lion-triple that of last year,”
Mr. Maginnis said.

Typically, the capitation fee
for Prudential's dental HMO-
type plan is about $16 per
month per family, according to
Mr. Maginnis.

However, he predicts that
1989 could bring dental care
program increases as high as
10% as two- and three-year con-
tracts expire and renewal pre-
miums reflect utilization in-

The Travelers Insurance Co.
of Hartford, Conn., which has
been a major player in the group
dental market since 1969, also is
showing increases in dental
managed care participation, ac-
cording to Glenn Terwilliger,
director of the employee benefit

department and product manage-
ment division in Travelers' Hartford
office.

"Our dental PPO now covers about
500 000 or one-sixth of our total
group dental book: which is 3 mil-
lion,” Mr. Terwilliger pointed

- out.

Travelers uses its own internal data
system and dental consultants to geo-
graphically determine the proper
charges for treatments.

"Each dentist in the PPO network
agrees to charge the predetermined
rate for the service. The dentists' fees
are lower and, in turn, it is less out-
of-pocket money for the employer,"
Mr. Terwilliger explained.

The Travelers keeps a close watch
on utilization costs by periodically
screening the dentists' charges, mak-
ing sure that their dentistry is at an
acceptable level.

"If a dentist is slipping and not liv-
ing up to the contract, then he is sim-
ply kicked out c,f the network," Mr.
Terwilliger said.
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Spotlibht report

Irectory of employee benefit consultants

A

Aldrich & Cox Inc.

1900 Ridge Road, Buffalo, N.Y.
14224; 716-675-6300

Year founded: 1951.

Services provided: 30% of gross
revenues from benefit consulting,
70% of gross revenues from activities
other than benefit consulting.

Welfare plan consulting: 28.5%
of business. Includes plan design
consulting, insurer/broker selection
consulting, evaluation of other ser-
vice providers, loss review and con-
trol, annual plan review.

Employee benefit communica-
tions consulting: 1.5% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation.

Other services: 70% of business.

Staff: 16 total staff members; four
professionals, including two MBAs,
one CEBS, five CPCUs, two attor-
neys, three ARMs, one ALCM.

Clients: 60 total clients; 30% with
more than 500 employees, 70% with
fewer than 500 employees; 95% cor-
porations, 5% individuals; no mini-
mum size client.

Compensation: By the project; on
retainer; by the hour, consultant,
FSO-—-F 100 -~

1988 gross revenues: Not re-
ported.

Principal officers: Herbert Cox,
chairman; Charles H. Cox, president,
James B. Hood Jr., executive vp; Mi-
chad B. Coyle, vp.

The Alexander Consulting
Group Inc.

125 Chubb Ave., Lyndhurst, N.J.
07071; 201 -460-6600

Year founded: 1898.

Parent company: Alexander &
Alexander Services Inc.

Services provided: 74% of gross
revenues from benefit consulting,
26% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 31% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration
consulting, consulting on selection of
investment managers, asset accumu-
lation/investment consulting, em-
ployee research consulting.

Welfare plan consulting: 26% of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers, health stra-
tegies.

Employee benefit communica-
tions consulting: 13% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation.

International benefit consult-
ing: 4% of business. Includes con-
sulting via overseas branch offices,
consulting via overseas correspon-
dents, consulting from the United
States.

Other services: 26% of business.
Includes compensation consulting,
brokering, general management con-

sulting, health care and other types
of claims administration.

Locations: 82 offices worldwide.

Staff: 1,692 total staff members;
1,070 professionals, including 65
FSAs, 61 ASAs, 24 MBAs, 19 CEBSs,
40 CLUs, one CPCU, eight Ph.D.s,
eight CPAs, 15 attorneys, one M.D.,
two RHUSs, three ISCEBSs, two
ChFCs.

Clients: 20,200 total clients; 24%
with more than 500 employees, 76%
with fewer than 500 employees; 97%
corporations, 2% multiemployer
plans, one association; no minimum
size client.

1988 gross revenues: $ 176 million
total, $131 million from benefit con-
sulting.

Principal officers: A.M. D'Ales-
sandro-chief executive officer-
Worldwide; Donald Cleveland, chief
executive officer-U.S.; C. Douglas

Preston, chief operating officer-U.S_;
H. Michael Kirkman, chief financial
officer; Brian Kennedy, chief execu-
tive officer-Canada; R. Allan Dur-
ward, chief executive officer-U.K./
Europe.

B

Barbanell Associates

3629 Sacramento St., San
Francisco, Calif. 94118;
415-929-1155

Year founded: 1962.

Parent company: California Corp.

Services provided: 92.3% of gross
revenues from benefit consulting,
7.7% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: Includes plan design

consulting, plan/trust legal document
drafting, consulting on selection of
investment managers.

Welfare plan consulting: In-
cludes plan design consulting, con-
sulting on selection of investment
managers, insurer/broker selection
consulting, evaluation cf other ser-
vice providers.

Employee benefit communica-
tions consulting: Includes general
consulting on communications pro-
grams, benefit statement prepara-
tion, booklet preparation.

Other services: 7.7% of business.
Includes brokering.

Locations: Los Angeles and New-
port Beach, Calif.

Staff: Nine total staff members;
four professionals, including one
MBA.

Clients: 36 total clients; 67 % with
more than 500 employees, 33% with
fewer than 500 employees; 31% cor-

porations, 69% multiemployer plans.

Compensation: By the project;
commissions for insurance placed
with underwriters; on retainer; by
the hour, senior consultant, $175-
$200; consultant, $150-$165, clerical,
$17.

1988 gross revenues: $751,000
total, $660,000 from benefit consult-
ing.

Principal officers: Clifford Bar-
banell, president; Jerry L. Levey, vp;
Harriet Barbanell, secretary/trea-
surer; Stephen Harris and Mike
Diener, senior consultants.

Edward R. Bell
Associates Inc.

6 E. 45th St., New York, N.Y.
10017; 212-697-2740

Year founded: 1974.
Services provided: 19% of gross
revenues from benefit consulting,

81% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 19% of business.\In-
cludes consulting on selection of in-
vestment managers.

Other services: 81% of business.
Includes brokering.

Locations: Beil/Matthews Co.,
New York.

Staff: Six total staff members;

three professionals, including two
CEBSs.

Clients: 30% with more than 500
employees, 70% with fewer than 500
employees; 98% corporations, 2% in-
dividuals; no minimum size client.

Compensation: Commissions for
insurance placed with underwriters,
on retainer.

1988 gross revenues: $2.6 million
total*, $500,000 total from benefit
consulting.

Continued on facing page



The annual directory of benefit consultants
is compiled from responses to questionnaires
sent to companies by Business Insurance.

The directory is published as an editorial
service; there is no charge to be listed. But to
be included, companies must generate at least
30% or $500,000 of their gross revenues from
benefit consulting. Bl defines benefit consult-
ing as providing advice on benefit issues on a
fee-for-service basis, excluding brokering in-
surance, health care and other types of claims
administration, compensation consulting and
other non-benefit related consulting.

Each listing includes the year the company
was founded and its parent company, if any. If
you are concerned about using consultants af-
filiated with brokers or insurers, you will
want to check this section.

The services provided heading lists the per-
centage of gross revenues a company derives
from benefit consulting and from other ser-
vices it provides. In the paragraphs that fol-
low, these percentages are broken down into
the amount of gross revenues generated from
retirement and savings plan consulting, wel-

Guide to directory

fare plan consulting, employee benefit com-
munication consultirig, international benefit
consulting and any non-benefit related ser-
vices the company may provide.

Also listed are locations 6f branch offices
and subsidiaries conducting benefit consult-
ing, total number of staff members, number of
professional staff members assigned to benefit
consulting and professional designations they
hold. Also included is the number of current
clients and their size and type.

Methods of billing for services are provided
under the compensation heading.

When reported by the company, total esti-
mated 1988 gross revenues are provided, as
well as the amount of estimated 1988 revenues
generated from benefit consulting only.

If you wish to be put on the mailing list to
receive a questionnaire for next year's di-
rectory, write Christine Woolsey, Editorial
Assistant, Business Insurance, 740 N. Rush
St., Chicago, Ill. 60611.

NOTH
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Although every effort is made to publish
complete and accurate listings, Bl is unable to
verify all information.

The following are staff abbreviations:

ACA is Associate, Conference of Actuaries in Pub-
lic Practice; ACAS is Associate, Casualty/Actuarial So-
ciety; ACLM is Associate in Loss Control Management;
AEP is Accredited Executive in Personnel; AlA is Asso-
ciate in Insurance Accounting; ARM is Associate in Risk
Management; ASA is Associate, Society of Actuaries;
CCP is Certified Compensation Professional; CEBS is
Certified Employee Benefit Specialist; CFS is Chartered
Financial Analyst; CFP is Certified Financial Planner;
ChFC is Chartered Financial Planner; CLU is Chartered
Life Underwriter; CMC is Certified Management Con-
sultant; CPA is Certified Public Accountant; CPCU is
Chartered Property Casualty Underwriter; EA is En-
rolled Actuary; FCA is Fellow, Conference of Acluaries
in Public Practice; FCAS is Fellow, Casualty/Actuarial
Society; FCIA is Fellow, Canadian Institute of Ac-
tuaries; FLMI is Fellow, Life Management Institute;
FSA is Fellow, Society of Actuaries; FSPA is Fellow,
Society of Pension Actuaries; ISCEBS is Fellow, Inter-
national Society of Certified Employee Benefit Special-
isis; MAAA is Member,, American Academy of Ac-
tuaries; MCA is Member, Conference of Actuaries; MD
is Medical Doctor; MSPA is Member, Society of Pension
Actuaries; Ph.D. is Doctor of Philosophy; RGHU is Re-
gistered Group Health Underwriter; RHU is Registered
Health Underwriters RN is Registered Nurse.

SM

Arkwright has one pu,pose. To help its customers throughout the world minimize their
long-term cost of risk. To do this, we provide a wide range of risk management services,
which we apply in a disciplined and straightforward way. First, working with our custom-
ers to identify, evaluate and,educe,isk through enginee,ing. Then, tailoring a program
to protect exposu,es that cannot be eliminated. With all that's at stake, everyone at
Arkwright must be accountable to the customer. Always. At Arkwright, we try to avoid
surprises. In fact, we're dedicated to preventing them.

¥RIGHT
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Principal officers: Edward R.
Beil, president; William P. Matthews,
John P. Indelli, Frank L. Joyce.

* Bl estimate.

Benefit Consultants Inc.

14500 S. 40 Outer Road, Suite
502, Chesterfield, Mo. 63017;
314-434-4620

Year founded: 1982.

Services provided: 60% of gross
revenues from benefit consulting,
40% of gross revenues from activities
other than benefit consulting.

Welfare plan consulting: 55% of
business. Includes plan design con-
sulting, insurer/broker selection con-
sulting, evaluation of other service
providers, claim administration
audits, legal and regulatory compli-
ance consulting.

Employee benefit communica-
tions consulting: 5% of business.
Includes general consulting on com-
munications programs, booklet prep-
aration.

Other services: 40% of business.
Includes brokering, health care and
other types of claims administration.

Staff: Five total staff members;
three professionals, including one
CEBS, one CLU.

Clients: 40% with more than 500
employees, 60% with fewer than 500
employees; 70% corporations, 30%
multiemployer plans; minimum size
client, 10 employees.

Compensation: By the project;
commissions for insurance placed
with underwriters; on retainer; by
the hour, senior consultant, $120;
consultant, $65; clerical, $27.50; ad-
ministrative, $50.

1988 gross revenues: Not re-
ported.

Principal officers: Alan N. Lem-
ley, president.

Benefit Plans Northeast

22 Waterville Road, P.O. Box 629,
Avon, Conn. 06001; 800-445-1931;
800-822-7627 in Conn.

Year founded: 1972.

Services provided: 30% of gross
revenues from benefit consulting,
70% of gross revenues from activities
other than benefit consulting.

Welfare plan consulting: 30% of
business. Includes plan design con-
sulting, insurer/broker selection con-
sulting, evaluation of other service
providers, claim processing and rec-
ord keeping.

Other services: 70% of business.
Includes health care and other types
of claims administration.

Locations: Cranston, R.I.

Staff: 17 total staff members.

Clients: 75 total clients; 25% with
more than 500 employees, 75% with
fewer than 500 employees; 100% cor-
porations; minimum size client, 100
ernployees.

1988 gross revenues: $2.7 million
total*, $800,000 from benefit con-
sulting.

Principal officers: Leonard
Cutler, president/treasurer.

* Bl estimate.

Benefits Planning &
Insurance Agency Inc.
300 Drakes Landing Road, Suite

170, Greenbrae, Calif. 94904;
415-461-8383

Year founded: 1978.

Services provided: 32% of gross
revenues from benefit consulting,
68% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 5% of business. Includes
plan design consulting, plan admin-
istration consulting, consulting on
selection of investment managers.

Welfare plan consulting: 22% of
business. Includes plan design con-
sulting, insurer/broker selection con-
sulting, evaluation of other service
providers, health promotion.

Employee benefit communica-
tions consulting: 5% of business
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion.

Other services: 68% of business.
Includes brokering.

Staff: Nine total staff members;
four professionals, including one
MBA, one CLU, one attorney.

Clients: 125 total clients; 30% with
more than 500 employees, 70% with
fewer than 500 employees; 80% cor-
porations, 5% individuals; 15% insti-
tutions and hospitals; minimum 50

Continued on next page
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Continued from preuious page
employees.

Compensation: By the project;
commissions for insurance placed
with underwriters; on relainer.

1988 gross revenues: $875,000
total, $280,000 from benefit consult-
ing.

Principal officers: Gary W. High,
president; Robert J. Christadore, ex-
ecutive vp; Victor A. Deksnys, senior
vp/chief financial officer.

BenePlus Inc., a division of
The Friedman Group

1510 Walnut St., Philadelphia, Pa.
19102; 21 5-875-8686;
800-523-9935

Year founded: 1972

Ve O Yd V- U I e g N |

Services provided: 100% of gross
revenues from benefit consulting.

Employee benefit communica-
tions consulting: 100% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prep:ra-
lion, employee seminars.

Staff: 40 total staff members: 30
professionals, including one MBA,
one CEBS, one CLU, one CPA, one
attorney.

Clients: 100% corporations; mini-
mum size client, 10 employees.

Compensation: By the project by
the hour: senior consultant, $150;
consultant, $100; clerical, $50.

1988 gross revenues: $630,000
from benefit consulting.

Principal officers: Sidney A.
Friedman, chairman-The Friedman

S AAFEET v

Group; Carmen LaVerghetta, presi-
dent; Jeffrey St. Amour: director-
marketing.

R.N. Blomquist & Co.

122 W. 22nd St., Suite 100, Oak
Brook, 111. 60521; 312-574-7436

Year founded: 1970

Services provided: 10C% of gross
revenues from benefit consulting.

Retirement and savings p[an
consulting: 5% of business. Includes
plan administration consulting, plan
docurnents.

Welfare plan consulting: 80% of
business. Includes plan design con-

sulting, insurer/broker selection con-'

sulting, evaluation of other service
proiders, Section 89 consulting,

S ERI1EeEs=s

health care cost c:)ntainment, alter-
native delivery systems, plan docu-
ments.

Employee benefit communica-
tions consulting: 15% of business.
Includes booklet preparation.

Staff: 10 total staff members; six

professionals, including one'MBA,
one CLU.

Clients: 50 tota2 clients; 90% with
more than 500 emplcyees, 10% with
Sewer than 500 employees; 10% cor-
porations, 90% multiemployer plans;
minimum size client, 100 employees.

Compensation: On retainer; by
the hour: senior consultant, $135;
consultant, $100.

1988 gross revenues: Not re-
ported.

Principal officers: Jack Diem,
president; Kurt Starbuck, vp
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IN ACOCKPrrAI-41,000 FEET.AN ANTIHISTAMINE
MAY DO MOREHARMTHAN GOOD.

You PROBABLY KNOW THAT

/ ANTIHISTAMINES CAUSE DROWSI-

NESS. BUT ARE YOU AWARE THAT

THEY ALSO MAY AFFECT VISION, COOR-

DINATION, AND ORIENTATION-AND THAT

THE EFFECT IS WORSE AT HIGH ALTITUDE?

MANY FATAL ACCIDENTS INVOLVING AIRCRAFT HAVE

OCCURRED AS A RESULT OF PILOTS' UNKNOWING MISUSE

OF SEEMINGLY SAFE NONPRESCRIPTION OR "OVER-THE-

COUNTER" DRUGS. THE FACT IS THAT IN THE COCKPIT,

ALL SELF-MEDICATION IS POTENTIALLY UNSAFE AND

CAN UNPREDICTABLY COMPROMISE YOUR PERFORMANCE.

SO IF YOU'RE NOT FEELING UP TO PAR, SEEK THE

ADVICE OF AN EXPERT-YOUR PERSONAL FLIGHT SURGEON.

HE OR SHE CAN HELP YOU

AVOID A MISTAKE

YOU CAN'T AFFORD

TO MAKE.

their efficiency and safety.

At Associated Aviation Unde,writers, we don't stop at
protecting our clients against unexpected financial loss.
We've taken on the toligher assig,iment i loss preven-
tion. For instance, throu£b ouT skillflitand thorough

Flight Opmtions Surveys we help our clients improve

Another way AAU is uorking tc prevent loss is

pegrams are im-

portant elements

in maintaining

safe o?erations.
So important, . .:f/,:

in fact, that |’

we ar helping

through our NBAA Manbership Contribution plan.
We feel that adherence to National Business Aircraft
Association safety standards and access to their member

-7<?SV -9.4

o*r irs*red clients pay fa«t of the cost of joining

the NBAA. For more d.tails, ccntact Ed Williams at

Raising Your
4, Expectations

Associated *viation Unerwritets. 51 JFK Parkway,
Short Hills,New Jersey 67078. (201) 379-0800.

Booke & Co.

310 W. Fourth St., P.O. Box 66,
Winston-Salem, N.C. 27102;
919-748-1120

Year founded: 1941.

Services provided: 95% of gross
revenues from benefit consulting, 5%
of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 77.9% of business. In-
cludes plan design consulting, aclu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, plan/
trust legal document drafting, plan
administration consulting, asset ac-
cumulation/investment consulting,
executive benefits consulting, on-line
administration systems.

Welfare plan consulting: 9.5% of
business. Includes plan design con-
sulting, insurer/broker selection con-
sulting, evaluation of other service
providers, flexible benefits consult-
ing and administration.

Employee benefit communica-
tions consulting: 7.6% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation.

International benefit consult-
ing: Less than 1% of business.

Other services: 5% of business.
Includes health care and other types
of claims administration.

Locations: Columbus, Ohio, and
Birmingham, Alabama.

Staff: 325 total staff members; in-
cluding 12 FSAs, four ASAs, 16
MBAs, 18 CEBSs, four CLUs, seven
CPCUs, 11 CPAs, 10 attorneys, one
CFA.

Clients: 1,000 total clients.

Compensation: By the project, by
the hour.

1988 gross revenues: Not re-
ported.

Principal officers: Sam L Booke
Jr., chairman; Henry M. Booke, vice
chairman; Donald C. Ingram, presi-
dent; Roger L. Vaughn, executive vp/
chief actuary; Joseph H. Ely, senior
vp; Robert M. Carlisle Jr., senior vp.

Buck Consultants Inc.

2 Pennsylvania Plaza, New York,
N.Y. 10121; 212-330-1000

Year founded: 1916.

Services provided: 100% of gross
revenues from benefit consulting.

Retirement and savings plan
consulting: Includes plan design
consulting, actuarial work for de-
fined benefit plans, record keeping
for defined benefit and defined con-
tribution plans, record keeping and
administration systems consulting,
plan/trust legal document drafting,
plan administration consulting, con-
sulting on selection of investment
managers, asset accumulation/in-
vestment consulting.

Welfare plan consulting: In-
cludes plan design consulting, con-
sulting on selection of investment
managers, insurer/broker selection
consulting, evaluation of other ser-
vice providers, evaluation of post-re-
tirement medical disabilities, Section
89 discrimination testing, flexible
benefits consulting, group actuarial
consulting, dependent care consult-
ing, employee focus groups.

Employee benefit communica-
tions consulting: Includes general
consulting on communications pro-
grams, benefit statement prepara-
tion, booklet preparation, audiovi-
sual program preparation.

International benefit consult-
ing: Includes consulting via overseas
branch offices, consulting via over-
seas correspondents, consulting from
the United States, special assign-
ments involving travel to other coun-
ties.

Locations: Atlanta, Boston; Chi-
cago; Columbia, Md.; Dallas; Denver;
Detroit; Fort Wayne, Ind.; Honolulu,
Houston; Los Angeles; San Fran-
cisco; Secaucus, N.J.; Pittsburgh,
Washington; Toronto; Antwerp and
Brussels, Belgium; Paris; Dublin
Ireland; Edinburgh, Scotland; Leeds
and London, England.

Staff: 1,120 total staff members
862 professionals, including 47 FSAs
50 ASAs, 36 MBASs, six CEBSSs, six
CLUSs, six Ph.D.s, six CPAs, 29 attor-
neys, 89 EAs, 35 professional desig-
nations assigned in England and
Scotland.

Clients: 1,000 total clients; 809%
with more than 500 employees, 209%
with fewer than 500 employees; 809

Continued on facing pagi
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Compenution Bv the pic)Joel b'> Welfare plan consulting 70':f of 1988 gross revenues 116 million
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$312 ic,nfull.int $48-%132 Other service 20'6 of business

1988 groM revenues 4109 million Indude brokerink

total, $1 3 million horn benefit con-
sulting
Principal officers Joseph E

total, dll ficm benefit consulting Locations Aslieville drid Hickay, Young-chairm<in, William A Gantt

Gig, Init plicirdent/Shifeelutive NS-taft 14 total v.afl menbels nine frichardsA Gan}1115;naldEIW2di,P'
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Patehon Coniultant Ltd (London) Clients 189 101,-1 chents 30'6 with
Michwl Dianhill, managing dileolor- nioie th,in 500 emplow,e4 709 with Byerly & Co. Inc
Buck Consultdnts S A (lirussi,10), fewer th.in 500 employres, 80% nr- 7600 E Orchard Road, Suite 250
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& Associates Inc

2000 N Racine Ave , Suite 4700,
Chicago, Il 60614, 312-871-5110

Year founded 1979

bernie, provided 100"Y of
in», lovenues hom bendit con- L il
sulling

Welfare plan consulting 85'4
of businm Includes pldn desitin
conulting ¢ onulting on selection
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broker sc,lIrc lion consulting evalu-
ation oi (,thi-1 901 Vke provideis

Employee benefit communica-
tion con,ulting 1 Og 01 busin( 56
Includes Vt'net.11 consulting on
ec}mmunic .ilions pic,grams benefit
statement prepal.ltion, booklet

preparation
International benefit consult-

panies
ICATE MANAGEMENT, LTD.

U.S. REPRESENTATIVE OFFICE
26 BROADWAY, SUITE 400. NEWYORK NY 10004
TELEPHONE (212) 837-n43 FAX (212) 837-7923

ing 39, of busIni,45 Includes con- Con.solidated Statetogy Finaucial Information

sulling from the United States
Staff Thiee total staff members,

two professionals RLI Nnsurance Company and"'

Clients 17 lotal chents, 75%
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1988 gross revenues %275,000 1 983 - $1 2,233
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Principal officers Richard J
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Bushnell, Ducham & Co

34 Roosevelt Highway, Colchester, 1 987 - $47,242
Vt 05446, 802-655-3906 .
e 1935 - *04

Year founded 1970

Services provided 1009 of grc,H
revenues from benefit conulting

Retirement and savings plan
consulting 50( of business In-
cludes plan design ionsulling, aclu-
arial work for defined benefit plans
lecoid keeping for defined bendit
and defined contribution plans, rec- ASS ET*
ord keeping,mci administiation sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration
convulting, consulting on selection of -
investment m.inagets, plan fermin.1- 3

hon consulting 1434 - 6 48 71 9

Welfare plan consulting 40% of

business Includes plan dAign con- |985 - 5305.09))
sulting, insurei/brokei selection con- 1056 _ 61 -59 565
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rnvi1sispl,in document,, drafting, 1ZAT - dig fS hz 1

Employee benefit communica-

tions consulting 1 Drk of businesf ]988 - $1 76-851

Includes general consulting on corn-
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ment pieparation, booklet prepard-
tion, audiovisual program
prep.nation personalized employee
communicatic,.ns
Staff 13 total st,iii members, wx
proffional, including one ASA
one CEBS, one CLU
Clients 175 total clients, 25% with
more than 5()() employees, 75% with
fewer than 500 employees, 85% cm-
porations, 59 multiomplover plans,
10% government and non-profit or- D
ganizations, minimum size client, 150 -
emplciyees
Compensation By the project, by

the hour .

consultant,%—%ﬁm}ran!ta|1$!1]51

$40 .
1988 gross revenues $660,000

total all from benefit consulting

Principal officers James Bush- -

nell, piesident/treasurer, |),ivid Du-
cham, vp, Brent O'Donnell, secto-
tary

Business-Estate
Underwriters Inc.
910 E Washington St, Greenville,
S C 29601, 803-242-9441
Year founded 1966

Services provided 809. of gioss ‘
revenues horn benefit con,ulting,
20'6 of groH tevenues from activities
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Home knows all there is to know about insuring fine arts,
fine jewelry, fine collectibles—like the precious Fabergé egg
pictured above. That’s why, when they need coverage for upscale
clients, more and more agents are calling Home.

Many companies provide floater coverage—but onlv for
items that aren't too valuable or unusual. At Home,we welcome
the most extraordinary items. And have the capacity and

know-how to write them.

The Home Insurance Company is a member of The Home Group, Inc.

Why your clients nest egg is Safer at Home.

%
%

Along with our underwriting expertise, Home also offers
more flexibility of handling. So you can provide your clients
with scheduled or blanket coverage on a “valued at” basis,
customized to fit their specific needs.

When your clients’ most valuable possessions are safe
at Home, they know peace of mind. And so do you. For more
information, call David Ladd, Executive Vice President,
Personal Lines, (212) 530-7335.

Home Insurance

Theres no place like 1t.
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RMIS aids property loss control

LAIMS MANAGEMENTIS just

information systems. As such, vendors
continue to broaden and diversify
systems to include analytical features,
modeling and simulation loss
development, forecasting and basic
insurance management functions.
Such developments are essential to the
risk management professional and
especially to those whose companies
are not purely claims driven.

In that spirit, | want to bring the
reader's attention to non-claims RMIS
developments. This month, | will
discuss another key risk management
element and a system totally devoted
to that: loss prevention and loss
control for property loss exposures.

In fact, not only is the system
devoted toward property instead of
claims, but it also represents advanced
computer technology commonly
referred to today as "artificial
intelligence" or "expert systems." This
technology involves software used for
repetitive, complex, judgmental
decision-making that helps document
the reasoning that leads to a specific
decision.

In effect, it is an advanced decision
support system that assists the risk
manager and/or safety loss prevention
engineer in making informed,
quantitative decisions on exposure
management.

The system is called "Risk MATE"
and has been developed by Hartford
Steam Boiler Inspection & Insurance
Co. of Hartford, Conn. This column
is not intended to advocate Risk MATE
or Hartford Steam Boiler but, rather,
to offer an example of a coming
technology in the RMIS industry. In
fact, RiskMATE is only available on a
bundled basis to select policyholders.

This particular system has been
designed to be used on a
microcomputer with a 40-megabyte
hard disk. Its objective is to provide
the risk management professional with
a quantitative tool for assessing
property exposures. To date,
RiskMATE has only been developed
to monitor fire and explosion perils.
Hartford Steam Boiler is working on
adding capabilities for other property
exposures such as flood, wind,
earthquake and collapse.

As an expert system, it is designed
to facilitate decision-making. It has

six modules designed to guide that
decision-making process.

The first module, and very
important and foundational to the
system, involves the client information
that has been gathered over the years
by the insurer.

This basic information contains
policy data, location information,
engineering activity and account
recommendations by Hartford Steam
Boiler engineers. Together, this
information provides a picture of the
clients' ongoing loss control and loss
prevention program. The
recommendations made by the
engineers are then ranked in order of
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priority and severity, which points out
key problems or exposures facing the
risk manager.

The next module in this expert
system is the insurance diagram. These
diagrams are detailed graphics
representing cross sectional blueprints
of plants and facilities. Here,
sophisticated graphics capabilities are
applied to produce these detailed
drawings quickly and easily. The
graphics package is called
computer-aided design, or CAD.
Through CAD, any location or part
of a risk facility can be obtained in
seconds; an impressive detail.

This third module, hazard modeling,
utilizes the insurance diagram module
in the performance of simulation or
modeling. At present, this module can
model fuel-spill and vapor cloud
explosions in the CAD-produced
insurance diagram in a very
sophisticated "what if* game. For
example, if a fire broke out in the
area of a power transformer, these

models will provide specific and
objective answers on what parts of the
facility will be destroyed by fire and
what nearby systems or equipment
could be impaired by the event. The
point is that subjectivity is reduced
and objectivity is increased through
the use of this modeling technique.
Similarly, smoke models through the
hazard modeling analysis demonstrate
in a quantifiable fashion what kind of
damage could occur to computers,
automated production equipment and
other very sensitive equipment.

The next stage or module is the data
base management system, which is a
compilatién of industry statistics.

RMIS

Commentary

1 70. By David A. Tweedy
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This, in turn, aids engineers as they
use available data compiled from
years of property insurance
occurrences to support their decisions
or base a recommendation on similar
past occurrences in a specific industry.
The last module in RiskMATE is
financial analysis modeling.
Essentially, the risk manager must
make an informed decision on the
optimal risk reduction alternative
based on the observed exposures. Cost
and benefits must be quantified and
compared through the use of net
present value or other payback
equation for a ranking of available
options. The basic questions to answer
are "Is it worth applying this risk
reduction alternative and can the risk

manager justify the expense associated
with this risk reduction alternative?"
There are other similar expert
systems in use within the insurance
industry. More are being developed in
many different areas. Past Business
Insurance articles listed a few of them,

such as monitoring storage tanks via
acoustical sensors, vibration analysis
of large turbines and transformer oil
gas analysis models. All are designed
to identify problems before they
become costly claims.

This, in essence, is what the RMIS
is all about anyway. It is an effective
tool to control costs and to assist the
risk manager in the loss prevention
process as he/she interfaces with the
safety and loss prevention activities
in the company.

Utilization of these types of systems
can only improve the risk management
process as more and more subjectivity
is removed from the risk
identification, risk assessment and
selection process. Again, the RMIS,
even the expert system, is not meant
to replace the risk manager in his/her
decision-making process. Instead, it is
to augment and enhance that process.
These systems help quantify high
priority issues quickly and accurately
so that the risk manager can evaluate
from the best alternatives to reduce
the exposure and the cost to the
company.

One final note that is specifically
related to the previous discussion:
Most of the expert systems that |
detect today in the RMIS industry are
being developed by insurance
companies. They have the historical
data and the capital for the research
and expenditure necessary to develop
these useful tools. That is not unusual.
What is interesting, however, is the
admirable stance taken by insurance
companies in making these risk
management information systems
available to their clients and not just

for their internal purposes. | applaud
their efforts.

David A. Tweedy is a senior
consultant for D.A. Betterley Risk
Consultants Inc. in Worcester, Mass.
He is the editor of Bettertey Risk
Management Commentary and the
author of RMIS Update, a yearly
publication analyzing
major risk
ibil manmnagement

information systems
and vendors. Mr.

, Tweedy's column on
Ia,4 | risk management
I 1 information systems

~ alapears the third

onday of the month.

PPOs must adjust to market realities

By Paul Katz

true cost savings.

While PPOs have been able to cut costs to some

NCEJOWIER AR THRsavion ol .08l n.

may soon become dinosaurs on the way to
extinction. If unable,to adjust to the realities of the
marketplace, PPOs as we know them today will lose
ground fast, soon to be replaced by the ever more
powerful and massive HMOs-many owned by
insurance companies-that will soon get a lock on
the marketplace as health care costs rise and
employers look for ways of saving money.

What happened? Why is this much-touted method

Speaking out

of health care delivery dying on the vine? It's a
combination of greed, a misreading of the
marketplace and changing economic realities. Or it's
because everyone tried to get into the act-the
government, entrepreneurs, get rich quick artists,
and virtually every hospital system and physician
organization. While PPOs sold themselves on the
basis of how many hospital and doctor affiliations
they could offer, this undermined their
purpose--channeling patients to fewer providers for

extent, other factors have worked to offset potential
savings. Patients do pay less for services; however,
this savings is being whittled away by increases in
the cost of outpatient services, increases in the cost
of physician services and by increased utilization of
these types of services.

The PPOs that were designed to offer 25% in
discounts haven't been able to deliver. A 25%
savings was available off the hospital fee, but 15%
in additional utilization was experienced on

Continued on nezt page
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outpatient services. And the major question-what
is the most appropriate way to take care of the
patient-was not being answered. Rather, the
discount fee-for-service system allowed, in its
unmanageable way, for the churning of patients
through hospitals, doctors and ancillary providers.

A major hindrance to the success of PPOs, and
arguably the greatest reason for their decline, is the
emergence of health maintenance organizations as
the giants in the industry as seen by the major
insurance companies. HMOs have their roots in the
same swamp from which PPOs were hatched. Just as
PPOs beat the bushes for alliances to forge, so did
HMOs. While hospitals were eager to get into bed
with PPOs, they were also willing to do it with HMO
ventures.

By way of example, any California hospital that
has PPO contracts also has an HMO contract. A
patient can elect to go to Cedars-Sinai Medical
Center in Los Angeles through numerous PPOs and
also more than 10 HMOs, according to Maureen
Ferry, director of alternative delivery systems
administration for the hospital. The patient can
obviously receive the services of this prestigious
provider in a number of ways. And since HMOs are
the cheaper option, patients are moving to the
HMOs.

And while some argue that there is no substantive
difference between PPOs and HMOs, the
unassailable truth is that there are two substantial
differences. HMOs can conclusively deliver patients
to their contract providers and save money, while it
is arguable whether most PPOs can achieve these
objectives.

A clear look at how PPOs are fading fast is
provided by Pacific Telesis Group, one of the largest
employers in California. Almost half the hospital
beds in the state are under a PPO contract with the
company. This is all well and good, but 70% of the
company's employees belong to an HMO, largely

because of the broader range of services it can offer.

And what about that other 3096-those Pacific
Telesis employees who did not elect to go with an
HMO? Insurance industry analysts say they fall into
two categories. The first group has strong provider
relationships with particular doctors or hospitals.
Such patients are willing to pay more for the
provider of their choice. The second group is
two-wage earner households with a separate plan
for each member. With an understanding of the
system and through coordination of benefits, they
'can get away without paying any out-of-pocket
costs by manipulating the two insurance systems.
It's clear that neither of these groups is likely to
ever sign up with a PPO.

The bottom line is that PPOs are just not getting
the numbers they need to survive in this competitive
and costly marketplace. A recent survey by Arthur
Young & Co. revealed that out of 15 major
employers in California representing 1 million
beneficiaries, only one had put into place not only
an incentive to utilize a PPO but a disincentive for
not using one.

If an employee at Pacific Telesis can go to the
same hospital through an HMO vs. buying into an
indemnity plan through a PPO, and the costs are
definitely less on the HMO side, that is where he
will go. At the 15 firms surveyed by Arthur Young,
more than half of all employees went for the HMO.

Yet another factor likely to push PPOs out of the
health care business is that companies are
restructuring their health plans to make HMOs
virtually the only feasible, full-time option.
Employees will not have the choices they've been
used to, and if they do elect a choice, it's going to be
more expensive.

As inflation heats up, corporations will have the
following scenarios to contend with: The average
cost of indemnity health care through a PPO is
rising at 30% per annum, while the increase is
pegged at 8% for HMOs such as those sponsored by

Kaiser Foundation Health Plan Inc. Employers are
likely to look at these numbers and decide, "Wait a
minute, maybe Kaiser isn't so bad.”

In addition, the HMOs will broaden their appeal.
Some companies are setting up HMO programs that
offer employees some options within the HMO
arrangement. It is common knowledge that
Allied-Signal Inc. dumped its health care systenn
and instigated an HMO that provided an alternative
as well. Employees who join the HMO are given the
opportunity to "opt out" of the HMO at the point of
service (Bl, Feb. 22).

While such company programs are likely to have
their operational difficulties, they will surely
become the model for a long time. This latest way of
providing health care is being developed by First
Interstate Bank in Oakland, Calif., and evaluated by
others in what augurs to be a rush to embrace this
health care option. As a matter of fact, some firms
have already mandated that their new hires join an
HMO for the first year of employment and forgo any
other option during that time.

The consequences for the rest of the nation are
obvious, as California tends to be a trend-setter.
Eventually, the PPO as it now exists will be
squeezed out.

If those that run PPOs want to stay in the health
care business, they'll have to abandon the concept
as it exists, drastically reduce the number of
providers, instigate HMO-type case management
and become EPOs-exclusive provider
organizations. These EPOs will have to mimic HMOs
for different markets-small group cases and
individuals who are not usually served by HMOs.
For those who expected PPOs to be a white knight
and a health care marketing coup, their demise will
be a bitter pill to swallow.

Paul Katz is a principal in the health care
consulting group Of accounting and consulting firm
Arthur Young & Co. in Los Angeles.

Waived medical expenses not covered

A Missouri appellate court held that
a policyholder under a group health
insurance policy could not recover a

Legal briefs

A claim was filed with the insurer.

Thereafter, the store's manager visited
the store one Sunday and found an

child's medical expenses that had been
waived by a hospital in a medical
malpractice settlement.

Larry Bloebaum was covered under ,
his employer's group health insurance
policy. While covered, his daughter was
admitted to St. Louis Children's
Hospital. While she was there as an
inpatient, Mr. Bloebaurn sued the
hospital for medical malpractice. That
claim was resolved with a
court-approved, substantial monetary
settlement. In addition, the hospital
waived all rights to reimbursement for
the cost of the daughter's medical care.

Mr. Bloebaum filed for medical
benefits under the group policy. The
insurer refused to honor the claim. Mr.

Bloebaum sued but lost in trial court.

The appellate court said that the
language of the insurance contract was
clear in excluding payment of any kind
for services for which no charge was
made. Furthermore, the court said that
rendition of service did not establish a
vested right to payment of benefits, as
was asserted by Mr. Bloebaum.
Bloebaum vs. General American Life
Insurance Co., Missouri Court of
Appeals, May 26, 1987, motion for
rehearing and/or transfer denied June
24, 1987, application to transfer denied

Sept. 15, 1987 (BI/05/July-$10).

Only value of loss recoverable

A policyholder under a builder's risk
policy was only entitled to recover the
value of the premises at the time of
destruction and not the policy's full
value, a Missouri appellate court ruled.

Alendo Building Co. contracted to
construct a 24-unit apartment for
$690,000. Kenneth Jones, the sole
stockholder of Alendo, orally agreed
with Alendo to purchase, improve and
then convey the property to Alendo, also
in consideration of $690,000. Mr. Jones
purchased the unimproved real estate for
$54,000.

State Farm Fire & Casualty Co. issued
Mr. Jones a builders risk policy for
$690,000 to cover the property during
construction. The premium was based on
the average amount of liability during
the period of construction. When the
policy was issued in July 1985,
construction had not begun. By
November 1985, partial completion had
occurred when a fire destroyed
everything built to that point.

The parties agreed that the
replacement cost value of the building
was about $440,000. Thereafter, Mr.
Jones and Alendo filed a proof of loss

claiming $690,000. After suit was
commenced, the insurer paid $100,000
directly to Mr. Jones and paid about
$340,000 into the court, denying any
further liability. The trial court ruled
for the insurer.

The appellate court said if the
policyholders were allowed to recover
$690,000 for a fire that cost only
$440,000, they wo6uld be profiting from
the fire. Jones us. State Farm Fire &
Casualtti Co., Missouri Court of Appeals,
Dec. 1, 1987 (BI/01/May-$10).

'Mysterious' losses not covered

Losses disclosed on taking a regular
monthly inventory of stock under an
all-risks policy, excluding losses due to
unexplained or mysterious
disappearance, were not covered under
the policy, according to the Court of
Appeals of North Carolina.

Blue Stripe Inc. operated a retail
computer sales business and was covered
under an all risks policy issued by
USF&G Corp. In March 1983, a regular
monthly inventory revealed that a
substantial amount of inventory was
missing. The police and USF&G were
notified. There were no signs of forced
entry. The claims agent suggested that
the loss might be due to employee theft.

unauthorized individual on the premises
accompanying a cleaning service worker.
The next day an inventory revealed
another loss. The police were notified.
An investigation revealed the cleaning
service employee had a long history of
criminal conduct. However, the police
determined there was insufficient
evidence to prefer charge. USF&G paid
the second claim, but continued to refuse
to pay the first. The policyholder sued
but lost in trial court.

The appellate court noted that the
policy specifically exempted from
coverage unexpected or mysterious
disappearances of property or shortage
disclosed in taking inventory.

The court said that it was compelled
to honor the exclusion without
qualification or exception. Blue Stripe
Inc. us. USF&G Colp., Court of Appeals
of North Carolina, Sept. 15, 1987
(B1/04/May-$10).

These abstracts were prepared by
Cases Unlimited Inc. Copies Of these
decisions are available by sending a
$10 check payable to Cases Unlimited
to Business Insurance, 740 N. Rush St.,
Chicago, Ill. 60611-2590. List the
number for each opinion.



onawmg and a prayer ...
VL Lo

o _F L 1,

A.-i".A O 1D\

ih

— 7
When sales growth and profitability are your to the total market like Business Insurance.
primary goals, effective market penetration That's because almost everyone who's anyone
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*Review of Law *Guide for Passing All Tests

SEC 89 NONDISCRIMINATION LAW

SHe#td* 0*40# 64

5 Basic Plan Rules

4 Plan Requirements

Examples of 30 Rules

3 Eligibility Tests

2 Bene-it Tests

Classification Test
Concentration Test

Cafeteria Plan Rules

Who is "Highly Compensated"
What is the "Easy Test"

What is "Line of Business”
Who are "Excluded Employees"
When You Comply

Which Employers Affected

Includes Update For
Technical Corrections Act
Covers All Rules & Tests!

FREE UP-DATE After Initial Reas are Issuedl-

MAKE CHECKS COMPLIANCE PUBLISHING CO.
PAYABLE TO: Plo. Box 740971 « HOUSTON, TEXAS 77274

ENCLOSED FIND CHECK FOR $ FOR MANUALS
COMPANY NAME

ATTENTION

ADDRESS

CITY STATE

zie PHONE NO.

'TEXAS RESIDENTS ADD 8% TEXAS SALES TAX

Continued from page 35
Services provided: 85% of gross
revenues from benefit consulting,
15% of gross revenues from activities
other than benefit consulting.
Retirement and savings plan
consulting: 0.85% of business. In-
cludes plan design consulting, aclu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administrazion sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration
consulting, consulting on selection of
investment managers, asset accumu-
lation/investment consulting, actuar-
ial services provided through a joint
venture with Byerly-Roeder & Co.
Welfare plan consulting: 83.3%
of business. Includes plan design
consulting, consulting on selection of
investment managers, insurer/broker
selection consulting, evaluation of
other service providers, cost contain-
ment services, compliance services.
Employee benefit communica-
tions consulting: 0.85% of business.
Includes general consulting on com-
munieations programs, booklet prep-

6 (Hu Lt

METRORECORDS. DEFINED CONTRIBUTION
RECORDKEEPING TNAT CAN RIDE THE CNANGING TIMES.

Times change. Especially for defined contribution/
401(k) plan sponsora That's why we designed METRO-
RECORDS'Lour advanced, on-line recordkeeping system:
16 help you keep on top of your ever-changing needs.

With METRORECORDS' flexibility we can:

- handle legislative changes at no expense to you

METRORECORDS, Metropolitan Ufe Insurance Company, Area 9-UV, One Madison Avenue, NY, NY 10010

NAME/CO.

ADDRESS

©1987 Metropolitan Life Insurance Company, NY. NY

PHONE

CITY/STATE/ZIP

GET MET. ITFAYS.

Metropoman Life
7Af ANDAFFILTATEDCOMPANIES

- provide on-line access to participant account informa-
tion, including all prior transaction details
- address your 401(k) loan requirements with ease.
Get METRORECORDS and control your future.
For more information, send the coupon below Or call
Lew DeRisi at (212) 578-5733.

SNOOPY: ©1958 United Feature Syndicate, Inc

ration.

Other services: 15% of business
Includes health care and other types
of claims administration.

Locations: Chicago; Overland
Park, Kan.; Baton Rouge and Me-
tairie, La.; Cheyenne, Wyo.

cluding three MBAs, five CEBSs, two
CLUs, one CPA, one attorney, four
RNs.

Clients: 630 total clients; 5% with

fewer than 500 employees; 84% cor-

1% individuals.
Compensation: By the project;
commissions for insurance placed

the hour: senior consultant, $125-
$175; consultant, $80-$100; clerical,
$20-$40.

1988 gross revenues: $4.5 million

sulting.
Principal officers: Robert Byerly,
chairman; Robert N. Morehead, pres-

vp; Mark E. Hogan, senior vp; Jane
Gruhl, Gerald A. Peters, Bruce T.
Tawson and William Raines, vps;
Vincent R. Peyton, president-Byerly
& Co. of Kansas Inc.; Warren Tassel,

Inc.; William A. Heine, president-
Byerly & Co of Louisiana Inc.; Wil-
liam E. Shannon, president-Byerly &

Co. of lllinois Inc.

C

The CBI Group

100 S. Prospect Ave., Park Ridge,
111.60068; 312-698-1090.

Year founded: 1983.

Parent company: Joseph Lemmer
& COo.

Services provided: 50% of gross
revenues from benefit consulting,
50% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 2% of business. Includes
plan design consulting, actuarial
work for defined benefit plans, rec-
ord keeping for defined benefit and
defined contribution plans, record
keeping and administration systems
consulting, plan/trust legal document
drafting, plan administration con-
sulting, consulting on selection of in-
vestment managers, asset accumula-
tion/investment consulting,
consulting on labor negotiations.

Welfare plan' consulting: 45% of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers, consulting on
labor negotiations, consulting on
flexible benefit plans.

Employee benefit communica-
tions consulting: 3% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation, consulting on labor ne-
gotiations, consulting on flexible
benefit plans.

Other services: 50% of business.
Includes brokering, flexible benefit
plan administration.

Staff: Five total staff members;
four professionals, including one
FSA, one CLU, one CPCU, one CPA,
one attorney.

Clients: 30% with more than 500
employees, 70% with fewer than 500
employees; 90% corporations, 5%
multiemployer plans, 5% individuals;
Nno minimum size client.

Compensation: By the project;
commissions f jr insurance placed
with underwriters; on retainer; by
the hour: senior consultant, $85-
$145; consultant, $50-$85; clerical,
$20-$30.

1988 gross revenues: Not re-
ported.

Principal officers: Joseph Lem-
mer, president.

Capital Benefit Plans Inc.
1 Torrington Office Plaza,

Torrington, Conn. 06790;
203-496-0000

Year founded: 1975.

Services provided: 30% of gross
revenues from benefit consulting,
70% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 30% of business. In

Continued on next page
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cludes plan design consulting, plan
administration consulting, consulting
m selection of investment managers,
asset accumulation/investment con-
:ulting

Other services: 70% of business.
[ncludes brokering, employee benefit
plan administration.

Staff: 17 total staff members; three

professionals, including two MBAs,
me CEBS.

Clients: 10% with more than 500
Employees, 90% with fewer than 500
employees; 80% corporations, 20%
sole proprietorships and partner-
ships, no minimum size client.

Compensation: By the project;
Dommissions for insurance placed
with underwriters.

1988 gross revenues: Not re-

Principal officers: Robert E.
Chain, president; John A. Grogan,
executive vp.

Century Financial Services
9040 Kimberly Blvd., Suite 61,

Boca Raton, Fla. 33434;
407-479-1313

Year founded: 1983.

Parent company: Cenvill Devel-
opment Corp.

Services provided: 75% of gross
revenues from benefit consulting,
25% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 5% of business. Includes
plan design consulting, plan admin-
istration consulting, consulting on
selection of investment managers.

Welfare plan consulting: 60% of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers, financial
plan monitoring, ERISA and Section
89 compliance, negotiation with in-
surers and service organizations,
preparation of utilization review stu-
dies, general plan administration and
claims settlement assistance, surveys,
general research on benefits, state
and federal legislative developments,
benefit education programs.

Employee benefit communica-
tions consulting: 10% of business.
[ncludes general consulting on com-
munications programs, benefit state-

ment preparation, booklet prepara-
tion.

Other services: 25% of business.
[ncludes brokering.

Staff: Seven total staff members;
five professionals.

Clients: 40% with more than 500
employees, 60% with fewer than 500
employees; 88% corporations, 2%
multiemployer plans, 5% individuals;
5% municipalities; minimum size cli-
ent, 50 employees.

Compensation: By the project;
commissions for insurance placed
with underwriters, on retainer, by
the hour.

1988 gross revenues: $586,667
total*, $440,000 from benefit con-

Principal officers: Ronald Re-
shefsky, president; Richard J. Leon-
ard, president-benefits consulting di-
vision; Mitchell L. McEwen,
manager-benefits consulting divi-
sion; Herbert C. Achtmeyer, vp-se-
nior benefit consultant; Catharine B.
Rudensey, assistant vp/senior benefit
consultant.

* Bl estimate.

COBRA Compliance
Systems Inc.

Third Floor, Municipal Government
Building, Coldwater, Mich. 49036;
517-278-7680; 800-262-6272

Year founded: 1974.

Services provided: 90% of gross
revenues from benefit consulting,
10% of gross revenues from activities
other than benefit consulting.

Welfare plan consulting: 81% of
business. Includes plan design con-
sulting, administration consulting,
COBRA and Section 89 compliance
consulting.

Employee benefit communica-
tions consulting: 9% of business.
[ncludes general consulting on com-
munications programs.

Other services: 10% of business.
[ncludes publication of administra-

tion manuals.

Staff: 10 total staff members; four

professionals.

Clients: 270 total clients; 30% with
more than 500 employees, 70% with
fewer than 500 employees; 95% cor-
porations, 5% multiemployer plans;
minimum size client, 20 employees.

1988 gross revenues: $611,111
total*, $550,000 from benefit con-
sulting

Principal officers: P.J. Doerr,
president; S.R. O'Donnell, J.J. Sis-
tanich, vps; Gail P. Doerr, vp-trea-

* Bl estimate.

Consulting Group Inc.

Suite 200,5 Country View Road,
Malvern, Pa. 19355; 215-889-9100

Year founded: 1974.

Services provided: 99% of gross
revenues from benefit consulting, 1%
of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 29.7% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-

TH

start-in minutes.

ord keeping and administration sys-
tems consulting, plan administration
consulting, consulting on selection of
investment managers.

Welfare plan consulting: 49.5%
of business. Includes plan design
consulting, consulting on selection of
investment managers, insurer/broker
selection consulting, evaluation of
other service providers, monthly bill-
ings and administration.

Employee benefit communica-
tions consulting: 19.8% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation.

Other services: 1% of business.
Includes health care and other types
of claims administration.

Staff: 41 total staff members; 16
professionals.

Clients: 120 total clients; 8% with
more than 500 employees, 92% with
fewer than 500 employees.

1988 gross revenue: Not reported.

Principal officers: Alex Johns,
president; Harriet Hankin, executive
VP.

SECURITGUARD &
ALARM COMPANIES

GENERAL LIABILITY INSURANCE PROGRAM

NAPSI, The National Association of Private Security
Industries, Is A Purchasing Group Serving

The Private Security Industry.

AGENT AND BROKER INQUIRIES INVITED

For Complete Injonnation Call

214-243-8525

2711 LBJ Freeway Suite 356

1YL

END, YEAR-RO
IGHT LOSS RESERVING
DECISIONS START RIGHT HERE.

Making the right loss reserving decisions means
getting the right information. And that can take
hours. Unless you start with this: Exhibitmaker 5
from Coopers & Lybrand. It's where the right
loss reserving decisions get off to the right

Exhibitmaker 5 is not only easy to learn and
use, with a completely menu-driven design; it's
powerful and sophisticated as well. You can
depend on it year-round, as a framework for
analysis and decision-making. Youll find it makes
your year-end decision-making easier and faster,

too.

Use Exhibitmaker 5 to analyze as many as
26 types of loss and claim information. Or to
estimate ultimate loss costs and reserves,

utilizing up to 44 common actuarial methods. It
also generates more than 300 exhibits to help you
analyze loss and claim experience. And because
it produces data so quickly and efficiently in-
house, your cost savings are apparent almost

from the start.

Exhibitmaker 5 can also help you streamline
your loss reserving process. It's a valuable tool
for budgeting and cash-flow analysis-and for

calculating claim reporting and loss-payout
patterns, too. It even produces management
reports and color graphs.

Year-end, year-round, get your company's
loss reserving decisions off to the right start,
starting now. Get all the facts on Exhibitmaker 5
-the ultimate loss reserving software-including
a convenient demonstration. Call TomJohnson
now at 206-622-8700. Or mail the coupon below.

Coopers Isolutions
&Lybrand | for Business

Mr. TomJohnson, ARM 8112/19/88
COOPERS & LYBRAND

First Interstate Center, Suite 1800
999 Third Avenue

Seattle,Washington 98104

Dear Mr. Johnson:

Please send me more information on Exhibitmaker 5.
Name and title

Company name

Address

City/State/Zip

Telephone C )

Dallas, Texas 75234



SS o tilicagh» @ re=fg><c>r T

Continued from previous page
Coopers &

Lybrand-Actuarial,
Benefits &

Compensation Group
400 Renaissance Center, Detroit,
Mich. 48243; 313-446-7266

Year founded: 1961.

Parent company: Coopers & Ly-
brand.

Services provided: 100% of gross
revenues from benefit consulting.

Retirement and savings plan
consulting: Includes plan design
consulting, actuarial work for de-
fined benefit plans, record keeping
for defined benefit and defined con-
tribution plans, record keeping and
administration systems consulting,
plan/trust legal document drafting,
plan administration consulting.

Welfare plan consulting: In-
cludes plan design consulting, in-
surer/broker selection consulting,
evaluation of other service providers.

Employee benefit communica-
Lions consulting: Includes general
consulting on communications pro-

grams, benefit statement prepara-
tion, booklet preparation, audiovi-
sual program preparation.

International benefit consult-
ing: Includes consulting from the
United States, consulting provided
through associated and member firms
in 25 counties.

Locations: Albany, Syracuse and
New York, N.Y.; Atlanta; Boston;
Chicago; Cleveland and Columbus,
Ohio; Dallas; Detroit; Stamford and
Hartford, Conn.; Houston; Los An-
geles, Newport Beach, San Francisco
and San Jose, Calif.; Louisville, Ky.;
Minneapolis; Newark, N.J.; Philadel-
phia; Tampa, Fla ; Washington, D.C.

Staff: 828 total staff members; 649
professionals.

Clients: 7,500 total clients; 30%
with more than 500 employees, 70%
with fewer than 500 employees; no
minimum size client.

Compensation: By the project; by
the hour.

1988 gross revenues: $68 million
total, all from benefit consulting.

Principal officers: Jerome Y. Hal-
perin, vice chairman-Actuarial Bene-
fits & Compensation Group; Barry L.

Blazer, regional partner-New York
Metro; Harold Dankner, partner/
director-national technical services
unit; J. Larry Glass, regional part-
ner-Northeast; James A. Hall, re-
gional partner-casualty actuarial
services; Reed A. Keller, regional
partner-Southeast; John B. Phillips,
regional partner-West; Harry D.
Spring, regional partner-Southwest;

David P. Sunderhaft, regional part-
ner-Midwest.

Corporate
Communicators Inc.

P.O. Box 393, Pleasant Va ley,
Conn. 06063; 203-738-0033

Year founded: 1983.

Services provided: 95% of gross
revenues from benefit consulting, 59
of gross revenues from activities
other than benefit consulting.

Employee benefit communica-
tions consulting: 95% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program

No Problem

Is ToOoo

Complex

preparation, payroll stuffers, posters,
benefit letters and employee newslet-
ters.

Other services: 5% of business.

Staff: Five total staff members;
three professionals, including one
FLMI.

Clients: 60 total clients; 10% with
more than 500 employees, 90% with
fewer than 500 employees; 80% cor-
porations, 20% non-profit organiza-
tions, no Mminimum size client.

Compensation: By the project; by
the hour: senior consultant, $75; con-
sultant, $50; clerical, $12.

1988 gross revenues: Not re-
ported.

Principal officers: Freeman M.
Butland, president.

Corroon & Black: Local
Office Benefit
Divisions/C&8
Consulting Group

Wall Street Plaza, New York, N.Y.
10005; 212-363-4100

Year founded: 1905.
Parent company: Corroon &

It takes an expert to unravel the complexities created by diverse reinsurance

needs. M&G represents a tradition of strength, knowledge and expertise. Work-

ing with your professional reinsurance intermediary, we will evaluate all the

possibilities and come up with solid answers... answers that will endure.

The legendary "Gordian Knot' i either woven or tied, showed no ends. An oracle proclaimed that whoever

undid the knot would be master of the world. Many tried to untie the knot, which was finally unbound by

Alexander the Great, who undid it, not with his fingers, but with a sword.

M&G Knows The Ropes

MERCANTILE:

177 Madison Avenue CN 1930

Morristown, New Jersey 07960

Black Corp.

Services provided: 73.3% of gross
revenues from benefit consulting,
26.7% of gross revenues from activi-
ties other than benefit consulting.

Retirement and savings plan
consulting: 35.8% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration
consulting, consulting on selection of
investment managers, asset accumu-
lation/investment consulting.

Welfare plan consulting: 31.6%
of business. Includes plan design
consulting, insurer/broker selection
consulting, evaluation of other ser-
vice providers.

Employee benefit communica-
tions consulting: 5.2% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation, marketing brochures,
annual reports, specialty campaigns.

International benefit consult-
ing: 0.7% of business. Includes con-
sulting via overseas correspondents,
consulting from the United States.

Other services: 26.7% of business.
Includes compensation consulting,
brokering, general management con-
sulting, health care and other types
of claims administration, structured
settlements.

Locations: 96 U.S locations; 76
foreign locations.

Staff: 555 total staff members; 365
professionals, including those hold-
ing FSA, ASA, MBA, CEBS, CLU,
CPCU, Ph.D., CPA, attorney, MSPA
and EA designations.

Clients: 6,200 total clients; no
minimum size client.

1988 gross revenues: $47 million
total, $34.5 from benefit consulting.

Principal officers: Warren J.
Winer, Richard |I. Citron, Charles E.
Herget, Tom Eakes, Jim Finklestein,
Pat Doyle, Dick Fitzgerald, Bill
Roark, Howard Wollner and Brian
Johnson, managing directors.

Carl A. Curcio &
Associates Inc.

Suite 706, Meridian Bank Building,
Fourth & Northampton Sts.,
Easton, Pa. 18042; 215-250-0660

Year founded: 1979

Services provided: 38% of gross
revenues from benefit consulting,
62% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 15% of business. In-
cludes plan design consulting, plan
administration consulting, consulting
on selection of investment managers.

Welfare plan consulting: 15% of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers.

Employee benefit communica-
tions consulting: 8% of business.
Includes benefit statement prepara-
tion, booklet preparation.

Other services: 62% of business.
Includes brokering, general manage-
ment consulting.

Staff: Four total staff members;
two professionals, including one
MBA.

Clients: 75 total clients; 20% with
more than 500 employees, 80% with
fewer than 500 employees; 50% cor-
porations, 25% multiemployer plans,
5% individuals; 20% Taft-Hartley
Trust Groups, associations; minimum
size client, 50 employees.

Compensation: By the project;
commissions for insurance placed
with underwriters; by the hour: se-
nior consultant, $125; consultant,
$75; clerical, $35.

1988 gross revenues: Not re-
ported.

Principal officers: Carl A. Curcio
Jr., chief executive officer.

Friedman, Eisenstein,
Raemer & Schwartz

401 N. Michigan Ave., Chicago, 111.
60611; 312-644-6000

Year founded: 1972.
Services provided: 6% of gross
revenues from benefit consulting,
Continued on facing page
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Services provided: 100% of gross
revenues from benefit consulting.
Retirement and savings plan
consulting: 70% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,

record keeping for defined benefit
-p..4 An finaA on.tri.hutinn-nlone rir-

Continued from facing page
94% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 5.25% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined coniribution plans, rec-
ord keeping and administration sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration
consulting.

Welfare plan consulting: 0.5% of
business. Includes plan design con-
sulting, insurer/broker selection con-
sulting, evaluation of other service
providers.

Employee benefit communica-
tions consulting: 0.25% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation.

Other services: 94% of business.
Includes general management con-
sulting, accounting, auditing, tax and
financial consulting.

Locations: Rolling Meadows and
Lincolnshire, IlIl.

Staff: 250 total staff members; 21
professionals, including one ASA,
one MBA, one attorney.

Clients: 725 total clients; 10% with
more than 500 employees, 90% with
fewer than 500 employees; 97% cor-
p6rations, 1% individuals; 2% part-
nerships.

Compensation: By the project; on
retainer; by the hour, senior consul-
tant, $150; consultant, $80; clerical,
$45; principal, $170.

1988 gross revenues: $21 million
total, $1.3 million from benefit con-
sulting.

Principal officers: Mike
Schwartz, principal; Jim Goodman;
director; Eric Lundstrom, Irwin
Steinberg and Larry Baskin, part-

ners.

Fringe Benefit Review Inc.

6100 Fairview Road, Charlotte,
N.C. 28211; 704-552-0900

Year founded: 1978.

Services provided: 30% of gross
revenues from benefit consulting,
70% of gross revenues from activities
other than benefit consulting.

Welfare plan consulting: 27% of
business. Includes plan design con-
sulting, insurer/broker selection con-
sulting, evaluation of other service
providers.

Employee benefit communica-
tions consulting: 3% of business. In-
cludes benefit statement preparation,
booklet preparation.

Other services: 70% of business.
Includes brokering, health care and
other types of claims administration.

Locations: High Point and Ra-
leigh, N.C.

Staff: 120 total staff members; 15
professionals, including five MBAs,
five CLUs, one CPA, two RNs.

Clients: 200 total clients; 10% with
more than 500 employees, 90% with
fewer than 500 employees; 100% cor-
porations.

Compensation: By the project;
commissions for insurance placed
with underwriters; by the hour: se-
nior consultant, $200; consultant,
$135; clerical, $50.

1988 gross revenues: $5 million
total; $ 1.5 million* from benefit con-
sulting.

Principal officers: F. Richard At-
kinson, president; jerry Castelloe,
vp/chief operating officer; John
Scarborough, Susan Kinzler and Pat

Clark, assistant vps.
* Bl estimate.

G

Arthur J. Gallagher &
Co.-Gallagher Benefits

Services

10 Gould Center, Rolling Meadows,
111. 60008; 312-640-8500

Year founded: 1927.

Parent company: Arthur J. Gal-
lagher & Co.

Services provided: 30% of gross
revenues from benefit consulting,
70% of grosis revenues from activities
other than benefit donsulting.

Retirement and savings plan
consulting: 2% of business. Includes
plan design consulting, actuarial
work for defined benefit plans, rec-
ord keeping for defined benefit and
defined contribution plans, record
keeping and administration systems

Clients: 500 total clients; 95% with
more than 500 employees, 5% with
fewer than 500 employees; 90% cor-
porations, 10% unions and govern-
mental entities; minimum size client,
350 ernployees.

Compensation: By the project; by
the hour.

19*R pross-revenues: Not re-

Parent company: John Hancock
Financial Services.

Services provided: 50% of gross
revenues from benefit consulting,
50% of gross revenues from activities
other than benefit consulting.

Welfare plan consulting: 40% of
business. Includes plan design con-
sulting, insurer/broker selection con-

consulting, plan/trust legal document
drafting, plan administration con-
sulting, consulting on selection of in-
vestment managers, asset accumula-
tion/investment consulting.

Welfare plan consulting: 24% of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers.

Employee benefit communica-
tions consulting: 4% of business. In-
cludes general consulting on commu-
nications programs, benefit
statement preparation, booklet prep-

aration, audiovisual program prepa-
ration.

Other services: 70% of business.
Includes brokering, general manage-
ment consulting, health care and
other types of claims administration.

Locations: White Plains, N.Y_;
Miami and Tampa Bay, Fla.; Dallas;
St. Louis; Denver; Chicago.

Staff: 131 total staff members; 55
professionals, including one CEBS,
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The Sun. To the Ancients, it was a god. Toda¥ it
represents Sun Life 6f Canada-a leading provider
of Group Life, WI. LID and Dental benefits.

A We are also a leader in Stop-Loss protection.
1 Our Excess REKkK plans provide large, self-insured
illi companies with superior protection against
Atillsill#b'#94911'A catastrophic aggregate and individual claims.
AIEJEOTKWMIA And we provide brokers and TPAs with an
easy-to-sell, easy-to-renew package that
is unsurpassed in the industry

To experience the strength of the Sun, contact our
nearest office: Atlanta, Baltimore, Boston, Chicago,
Cleveland, Detroit, Houston, Indianapolis, Los Angeles,

New Orleans, Philadelphia,
Supro

Pittsburgh, Seattle, Tampa
Group

and San Juan.
Sun Life of Canada and amliates
WABIlesley Hills. MA 02181



DENT*FITS,INC.

Can Provide

STOP LOSS COVERAGE FOR
IDental Vision

IPrescription Drug

GROUP BENEFIT PLANS

For quotes or information call or write:
Debbie Boucher

P.O. Box 3209,527 E. Rowland Ave.
Covina, CA 91722 (818) 967-2878
FAX (818) 332-5778

Continued from previous page
professionals.

Clients: 18 total clients; 100% with
more than 500 employees.

Compensation: By the project; by
the hour.

1988 gross revenues: Not re-
ported.

Principal officers: James A Wer-
mert, executive director.

Hewitt Associates

100 Half Day Road, Lincolnshire,
1ll. 60015; 312-295-5000

Year founded: 1940.

Services provided: 85% of gross
revenues from benefit consulting,
15% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 50% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration

TEN REASONS YOU NEED AMERICAN
GENERAL GROUP INSURANCE COMPANY:

1 Gaup.Life

El Supplemental Life
I Creditor Life

10 Altgrnatjve Funding

I ASO

G Minimum Premium

O Cost-Plus

2 Mggj)%l'ehensive Major Medical

El Supplemental Major Medical
E] Basic Medical

0 Premium Delay

El Retrospective Funding
0 Reserveless Funding
El Specific Stop Loss

Il Aggregate Stop Loss

Acgidental Death &

E] Protection for loss of limb,
sight or life
0 Double indemnity benefits
Il Creditor protection
El Mortgage redemption
El Voluntary payroll deduction AD&D

El Net Cost Life Insurance

Commitment to Excellence

American General Group Insurance
Company has always maintained a
standard of excellence. We invite you to
let us quote your next group insurance

coverage. Only then can you under-

4 Disahility.Jncome

El Long-term
E] Mortgage payments benefits

stand how we respond to our clients’
specific needs... and why we're one of
the country's largest and most
respected group insurance companies!

For more information on AGGIC -

Dental.....

E] Restorative

what we sell and what we can do -

contact the office nearest you:

E] Replacement
G Orthodontics

Central Region

American General Group Insurance Company
3988 North Central Expressway

Dallas, Texas 75204

(214) 841-1143

6 Presctiption Drug Plans

0 Outpatient prescription drugs

Eastern Region

American General Group Insurance Company of Florida
1301 Guilf Life Drive

Jacksonville, Florida 32207
(904) 390-7043

7 ViSion a8, matons

| Materials (frames/lenses)

Western Region

American General Group Insurance Company of California
2020 L Street

Sacramento, California 95814

Cost Containment and
8 (916) 449-6580

Utilization Management
Services

| Preferred Provider Organizations
E Utilization Review

American General
Group Insurance Company

A Subsidiary of American General Corporation

0 Case Management
0 Claims Management Reports

9 Compliance QNSRS ieration

O COBRA administration
Il Section 89
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StayWell and EAR are registered trademarks of Control Data Corporation

Broker inquiries welcomed-612-853-3772

A better way to control
health care costs.

consulting, consulting on selection of
investment managers, asset accumu-
lation/investment consulting.
Welfare plan consulting: 20% of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers, flexible com-
pensation program administration.
Employee benefit communica-
lions consulting: 10% of business
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation, interactive software,
employee listening programs.
International benefit consult-
ing: 5% of business. Includes con-
sulting via overseas branch offices,
consulting via overseas correspon-
dents, consulting from the United
States.
Other services: 15% of business.
Includes compensation consulting,
health care and other types of claims

administration

Locations: 24 offices in 23 loca-
tions.

Staff: 2,220 total staff members;
1,400 professionals, including 92
FSAs, 65 ASAs, 105 MBAs, three
CEBSs, three CLUs, 11 Ph.D.s, 29
CPAs, 40 attorneys.

Clients: 2,150 total clients; 90%
with more than 500 employees, 10%
with fewer than 500 employees; 99%
corporations, 1% multiemployer
plans; no minimum size client.

Compensation: By the hour.

1988 gross revenues: $182 million
total, $155 million from benefit con-
sulting

Principal officers: Peter E.
Friedes, chief executive.

A. Foster Higgins & Co.
Inc./Johnson & Higgins

125 Broad St., New York, N.Y.
10004; 212-574-9000

Year founded: 1845.

Parent company: Johnson & Hig-
gins.

Services provided: 85% of gross

revenues from benefit consulting,
15% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 32% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration
consulting, consulting on selection of
investment managers, asset accumu-
lation/investment consulting, execu-
tive benefits consulting, administra-
tive consulting.

Welfare plan consulting: 39% of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers, retiree health
care, health care cost containment,
flexible compensation consulting.

Employee benefit communica-
tions consulting: 7% of business. In-
eludes general consulting on commu-
nications programs, benefit
statement preparation, booklet prep-

aration, audiovisual program prepa-
ration.

International benefit consult-
ing: 7% of business. Includes con-
sulting via overseas branch offices,
consulting via overseas correspon-

dents, consulting from the United
States.

Other services: 15% of business.
Includes compensation consulting,
brokering in insurance.

Locations: 52 locations in the
United States, 28 foreign locations.

Staff: 1,400 total staff members;
professional staff includes 43 FSAs,
57 ASAs, 48 MBAs, 35 CEBSs, 45
CLUs, three Ph.D.s, five CPAs, 21 at-
torneys.

Clients: Not reported; no mini-
mum size client.

Compensation: By the project;
commissions for insurance placed
with underwriters; on retainer; by
the hour: $25-$300.

1988 gross-revenues: Not re-
ported.

Continued on facing page

The Standard
of Excellence in

Employee Benefits

Managing benefit resources has become a tremendous
responsibility and many employers are looking for CEBS
graduates for their benefit departments. Why? Because
CEBS is the standard of excellence in the benefits field.

Certified Employee Benefit Specialist (CEBS) is awarded
to individuals who successfully complete a series of ten
college level courses and examinations covering the
design and operation of employee benefit plans. The
program is cosponsored by the International Foundation
of Employee Benefit Plans and the Wharton School of the
University of Pennsylvania.

For m6re information, contact the CEBS Department at
the International Foundation headquarters.

@51

Certified Employee Benent Specialist
Post Office Box 69, Brookneld, WI 53008-0069, (414) 786-6700

tead, Ed Koons, Donald San*las, Jo-
seph Sapora and Allen Stiteler, se-
nior vps.
Hazlehurst &
Associates Inc.
400 Perimeter Center Terrace,
Suite 850, Atlanta, Ga. 30346;
404-395-9880
Year founded: 1971.
Continued on facing page
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Principal officers: John N. Feldt-
mose, president; Robert C. Phillips,
executive vp; Robert L. Bein, region
manager,-Mid-Atlantic; Edward J.
Davey, practice leader-legal/re-
search; Frank J. DiBernardino, prac-
lice leader-flexible compensation;
Richard H. Hammond Jr., region
manager-Atlantic; Peler J. Hughes,
region manager-Northeast; Richard
J. Knapp, practice leader-communi-
cations; Kenneth Koch Jr., region
manager-Pacific; Paul D. Mead,
practice leader-health/welfare;
David E. Norwood, region manager-
South Central; Robert B. CIiff, Ro-
bert H. Shannon, Gregory J. Wiber
and Harry S. Purnell, client leaders;
David P. Rahill, practice leader-
health care cost containment; Ed-
ward J. Riley Jr. and Adolph Seiden-
sticker, region managers; Patricia L.
Wilson, practice leader-retiree health

Hofgard & Co.

1871 S. Folsom, Boulder, Colo.
80302; 303-442-1000

Year founded: 1956.

Services provided: 30% of gross
revenues from benefit consulting,
70% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 1.5% of business. In-
eludes plan design consulting, record
keeping and administration systems
consulting, plan administration con-
sulting, consulting on selection of in-
vestment managers.

Welfare plan consulting: 27 % of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers.

Employee benefit communica-
tions consulting: 1.5% of business.
[ncludes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
lion, audiovisual program
preparation.

Other services: 70% of business.
Includes brokering insurance, health
care and other types of claims ad-
ministration

Staff: 19 total staff members; eight
professionals, including one MBA,
one CLU, one CPA, one attorney.

Clients: Total clients not reported;
10% with more than 500 employees,
90% with fewer than 500 employees;
90% corporations, 5% multiemployer
plans, 5% individuals; minimum size
client, 10 employees.

Compensation: By the project;
commissions for insurance placed
with underwriters; by the hour: se-
nior consultant: $125; consultant,
$100; clerical, $20.

1988 gross revenues: $1 million
total, $300,000* from benefit con-

Principal officers: William G.
Hofgard, president; Mark William
Hofgard, Susan Gercken and Linda
Anderson, vps; Edna Hofgard, secre-

tary/treasuer.
* Bl estimate.

Holzman Post Ludwig
& Schwartz Chtd.

125 S. Wilke Road, Arlington
Heights, 111. 60005; 31 2-392-2999

Year founded: 1977.

Services provided: 90% of gross
revenues from benefit consulting,
10% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 85% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, plan/
trust legal document drafting, plan
administration consulting, asset ac-
cumulation/investment consulting.

Employee benefit communica-
tions consulting: 5% of business. In-
cludes general consulting on commu-
nications programs, benefit

statement preparation, booklet prep-
aration.

Other services: 10% of business.
Includes investment brokerage and
consulting.

Staff: 31 total staff members; 24
professionals, including eight CPAs,
two attorneys, one EA.

Clients: 700 total clients; 1% with
more than 500 employees, 99% with
fewer than 500 employees; 95% cor-

porations, 5% individuals; no mini-
mum size client.

Compensation: By the project; on
retainer; by the hour: senior consul-
tant, $125-$160; consultant, $50-
$115; clerical, $35-%$45.

1988 gross revenues: $ 1.8 million
total, $1.7 million from benefit con-
sulting

Principal officers: Mark
Schwartz, president; George F. Cas-
tillo, vp; William C. Ludwig, trea-
surer; Ira A. Post, secretary.

Hunter & Associates

9842 Hibert St., Suite 152, San
Diego, Calif. 92131; 619-578-7461

Year founded: 1984.

Services provided: 95% of gross
revenues from benefit consulting, 5%
of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 3% of business. Includes
plan design consulting, plan/trust
legal document drafting, plan admin-
istration consulting.

you can affo

Welfare plan consulting: 62% of
business. Includes plan design con-
sulting, legal document drafting.

Employee benefit communica-
tions consulting: 30% of business.
Includes general consulting on com-
munications programs, booklet prep-
aration, plan summary drafting.

Other services: 5% of business.
Includes general management con-
sulting, health care and other types
of claims administration, claims po-
licies, personnel policy manuals. -

Staff: Five total staff members;
three professionals: including one
MBA.

Clients: 180 total clients; 45% with
more than 500 employees, 55% with
fewer than 500 employees; 95% cor-
porations, 5% multiemployer plans;
minimum size client, 25 employees.

Compensation: By the project; by
the hour: senior consultant, $140;
consultant, $70.

1988 gross revenues: Not re-
ported.

Principal officers: David H.
Gluck, president; Susan L. Way-
bourn, vp; D. Bentley, officer man-

ager.
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JBI Health Services Group

7811 Montrose Road, Potomac, Md.
20854; 301-251-8600

Year founded: 1976.

Parent company: American Inter-
national Group Inc.

Services provided: 35% of gross
revenues from benefit consulting,
65% of gross revenues from activities
other than benefit consulting.

Welfare plan consulting: 20% of
business. Includes plan design con-
sulting, evaluation of other service
providers, HMO evaluation, claims
data analysis, health care provider
direct contracting.

Employee benefit communica-
tions consulting: 5% of business. In-
cludes cost containment communica-
tions.

International benefit consult-
ing: 10% of business. Includes con-
sulting from the United States, via
joint ventures with parent company.

AN executive erk

Other services: 65% of business.
Includes utilization review and faci-
lities management services.

Locations: Madrid, Spain; San
Mateo, Calif.

Staff: 37 total staff members; 25
professionals, including three MDs,
five RNs.

Clients: Total clients not reported;
100% corporations; minimum size
client, 100 employees.

Compensation: By the project; by
the hour.

1988 gross revenues: $32.5 mil-
lion total, $2 million from benefit
consulting.

Principal officers: Thomas C.
Ramey, president; Dr. William J.
Kane, senior vp; David B. Snow, vp-
operations; Robert F. Atlas, vp-con-
sulting; Richard H. Eskow, vp-ana-
lytical services.

Thomas L. Jacobs &
Associates Inc.

230 W. Monroe, Suite 545,
Chicago, 111. 60606; 312-346-0155

Year founded: 1915.

Continued on next page

to offer every employee

anywhere in North America.

Now you can afford to offer every employee premium qualif health care.
You can even offer employees their choice of doctors and facilities.

At the same dme, you can save as much as 30% over what yodre currently
spending on their medical care.

This perk is not from an insurance company or HMO. 1t% from Health Risk

Management (HRM), an independent managed care company.

We act as an objective patient advocate for your employees to make sure they receive
only necessary, high quality care. At the same time, we are a business advocate for

your company.

Besides negotiating better health care fees, we provide the communications and the

data analysis you need to manage quality while cutting costs. And we do it for clients
all over the US. and Canada.

13%

In Art, since 1977 uu've saved millions ofdollaisjbr companies Wce
BP Amerion (jbmierly Standard Oil), Motorvla and HoneywelL

The"HRM FACT BOOK" shows you how For a free copy, call LoOAnn Shepard today
at 800 824-3882
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Contmued from previous page total, $5 million from benefit con- keeping and administration systems
Services provided: 45% of gross sultlng

revenues from benefit consulting, Principal officers: Richard A drafting, plan administration con- sulting

55% of gross revenues from activities Lewis, president, Richard H Wille, sultlng
other than benefit consulting executive vp, George Krzmien, vp/

business Includes ign con- marketlng Randall Schrader, vp- sulting, consulting on selection of in- chie
sulting, insurer/broker selection con- systems
sulting, evaluation of other service

roviders, operating reviews, claims . .
P P 9 other service providers

Employee benefit communica- Central-director
tions consulting: 1% of business
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation

International benefit consult-

audits, training Fred S. James & Co. Inc.-

Other services: 55% of business James Benefits Division

Includes general management con-
600 Montgomery St, Third Floor,

San Francisco, Calif 94111,
415-983-5250

The Johnson Cos.

1 Summit Square, Route 413 &
Doublewoods Road, Langhorne,
Pa 19047, 215-968-4741

sulting, health care and other types
of claims administration, disability
benefit consulting and claims admin-
istration

Locations: Philadelphia

Staff: 75 total staff members, 55 Parent company: Sedgwick ing: 1% of business Includes con-
professionals, |nclud|ng three MBAs, Group PLC sulting via overseas branch offices,
two CEBSs, two FLMIs, eight RNs Services provided: 20% of gross consulting from the United States

Clients. 120 total clients, 80% with

revenues from benefit consulting

more than 500 empl oyees, 2 20% with 80% of gross revenues from actlvmes Includes brokering
fewer than 500 employ: © cor- other than benefit consulting Locations: 48 locations in the
porations . . Retirement and savings plan United States and abroad

Compensation: By the proiect, on consulting: 7% of business Includes Staff: 465 total staff members

Year founded: 1858
Year founded. 1951

other than benefit consulting

Principal officers: Carroll D Cox,
Welfare plan consulting: 91% of president, Ronald W Moreland, chief

Welfare plan consultmg 45% of controller, Daniel V Rousseau, vp- business Includes plan design con- operati fg% officer, Rea B Campbell business Inc
es i

1988 gross revenues: $41 million tems consulting, plan/trust legal doc-
consulting, plan/trust legal document total, $8 million from benefit con- ument drafting, plan administration

consulting, consulting on selection of

investment managers

Welfare plan consulting: 10% of
fudes plan design con-

nancial officer, Edward sultlng, consulting on selection of in-
vestment managers, insurer/broker Wood, Northwest director, Tom Kea- vestment managers, insurer/broker
selection consulting, evaluation of sal, Southwest-director, Frank Le- selection consulting

Furgy, Eastern-director, Jack Doerr,

Employee benefit communica-
tions consulting: 5% of business
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
lion, audiovisual program
preparation

Other services: 70% of business
Includes compensation consulting,
brokering, health care and other

Services provided: 30% of gross types of claims administration, de-
revenues from benefit consulting, fined contribution record keeping,
Other services: 100% of business 70% of gross revenues from activities actuarial services

Locations: Boston, Dover, Del ,

Retirement and savings plan Washington, D C
consulting: 15% of business In-

cludes plan design consulting, actu- professionals

Staff. 250 total staff members, 150

[etaiper, by the hour senior copsul- plan de3|%n consulting, actuarial Compensation: By the project, arial work for defined benefit plans, Clients: Total clients not reported,

cleriea work for d
$25

1988 gross revenues: $9 million defined contribution plans, record the hour

TRAVIS SOFTWARE'S

Sec. 89 Testing System

New Lower Pilcing! Technical Commtions Provisions Included.

Over 1,000 colles almady Installed.
THE SEC. 89 TESTING SYSTEM MODULE does the

following:
» Determines who are Highly Compensated Employees

Discnmination Testing Manager to help employers, con-
* PerformstheactualtestingrequiredbySEC 89rlife/healthplans
« Providestestingmethodchoicestoaccommodatevarying,nter-

sultants, accountants, ndadmlnlst tors meefplaetagtmagr
T?bf **NEl4h
[ ] 0 L]
changes, if any ®) - pretations of the law

I B
N . E——

The Travis Benefit Discrimination Testing Manager A- i1 89 i 04 . Calculatesdiscnminatoryexcesstbrincomerepomngpurposes
is available in two modules- T If/6111 M. PP e rforms "What-If analysts for redesign of benefit plans

THESEC. 89DATA COLLECTION SYSTEM MODULE, ul 4 - Reportsresultsoftestssothatbenefitplandesignchanges, tfany,

%ﬂEQﬁ?&I&?Q%ﬂ%‘@&ﬁ&%}?&%ﬂl@%@?@ﬁ%@”ﬂ%‘&%ﬁnﬁmsb *Mfdﬂ?élr#’o%ﬁﬁgﬁs 'Rmssofvarecorp supportsthesEc

whichemployershavenotpreviouslyrecorded Thesystemaccepts % - 89 BENEFITDISCRIMINATIONTESTING MANAGER users by of-
downloaded data from any automated personnel orpayroll system . AN AG E$ fenng telephone supportand by developmg additional capabdities to the
It records all the required data about employees, their family system The system will beupdatedas regulattons are issued onthe SEC
members and benefit plans so that discrimination testing may be 89 law changes (such as with techmcal corrections), assunng users of
performed Automaticallydetermineswho'seligibletbrwhatbenefit the continuity and current adherence required for proper compliance

Travis Software has developed the Section 89 Benefit

|

Pen DATA COLLECTOR is available for as little as $495.
TESTING SYSTEM is available in single employer or multi-

employer versions (multi-employer version as low as $4,995.)
TRAVIS SOFTWARE'S OTHER EMPLOYEE BENEFIT SYSTEMS
Flexible Benefit Plan Cobra Administration
Administration ===m---9 CORPORATE COBRA
Designed forcomplete flexible benefit plan
CORPORATE 4- 1 MANAGER

administration Operators need notbe benefit plan

FLEX MANAGER .
experts Supportsany numberofemployeeselections

and deduction amounts, prints verification and enroll-

ment forms and performs duplicate claims checlang.

The most popular COBRA Administration
system available today' The system automatically pro-
. . duces up to 29 letters, formsanddocuments required
CI@yﬁwg;Lg_]ClUdes user-definable BENEFIT CREDIT 08P,67 by COBRA Easy-to-use and complete
[Ell i] /I Used by over 2000 organizations.

MmAaNnAceER SUMMARY OF FUNCTIONS

Available m single or multi-employerversionsas low as $2995

FUNCTIONS INCLUDE

+ Generates annual election forms for each employee + Automatic pre-stored in-
terface with payroll system totrackand post salary deductiondataregardless ofpayroll

« Notification of Eligibility « Enrollment Form and Times Premium Calcula-
tions « Handles Secondary Qualifying Events + Tracking of Eligiblity Periods for
Each Participant « Management report Module « Change of Address Func-
tion « Termination Letters « Premium Delay Capability * Monthly Premium and
Eligibility Reports to Vendors « Monthly Premium Notices or Coupons ¢« Late
Premium Notices (user-specified) «2% Add-on (user-specified) can be delayed for
compliance with statecontinuation laws « Addmonal Copies for Files « Complete
Audit Trail = Multi level Password - Includes Technical Corrections Provisions

[3IEI RETIREE PREMIUM BILLING MANAGER OPTIONS (Add'l Cost) SINGLE EMPLOYER

Administers Rettree Medical Plans, Reduced Benefit Plans andother "non-deduct"
plans requiring payments by retirees, those on leave of absence, etc

Generates billings at user-selected frequency, maintains receivables aging file, tracks
account status and supplies data on primary and supplemental carriers as well as manage-
ment summary reports

The system ts available m single or multi-employerversions, and is only $1295 for
the single employer version

frequency « Generates statements listing transactions for eachpafticipant's accounts
« Automatically produces reimbursement checks for eligible benefits in accordance
with parameters determined by IRC Section 125 « Handles "full-flex" plans
+ Handles pended claims * Generates an Explanation of Benefits form with each
payment « Providescompletesummary financial reporting * Full Report Module

MULTI-EMPLOYER
VERSION AS LITTLE VERSION AS LOW AS

$1295 $3750

7134964737

- Custom Letter Writer

« Custom Report Writer
« Downloading

FOR FURTHER INFORMATION CALL

ALL
TRAVIS SOFTWARE 1 Travis Software PLEASE SEND MORE
SYSTEMS- INFORMATION ON

1001 S Dairy Ashford, Suite 206 « Houston, Texas 77077
BENEFIT

DISCRIMINATION i

TESTING MGR. 1

rn CORPORATE
LJ COBRA MANAGER

-am foruseon[BM PO, PC/XT, PC/AT, Personal System
2. COMPAQZ, or 100% compatibles, wing PC-DOS' or
MS-DOSf Series 2. 3 or 4 0 with 512K main memory and
a hard disk No other software required

‘TM of International Business Machines Corp Title
TM of COMPAQ Computer Corp

‘TM of Microsoft Corp.

Name

Company CORPORATE
DISTRIBUTOR and RESELLER Street m RETIREE PREMIUM |

1-1BILLING MANAGERI

PLEASE

TELEPHONE ME_

City, State, Zip

11'aulries Invited
T elephome

ned benefit plans, rec- commissions for insurance placed record keeping for defined benefit 50% with more than 500 employees,
ord keeping for defined benefit and with underwnters, on retainer, by and defined contribution plans, rec-

50% with fewer than 500 employees,

ord keeping and administration sys- 100% corporations, no minimum size

client

Compensation Commissions for
insurance placed with underwriters,
on retainer, by the hour

1988 gross revenues: Not re-
ported

Principal officers: Edwin T
Johnson, chief executive officer, R
Theodore Benna, E Thomas Johnson
Jr and J Lawrence Hager, princi-
pals, David O Oberkircher and Tri-
sha Brambley, vps

Johnson & Muir Inc.

Suite 706, Merdian Bank Building,
Easton, Pa 18042, 215-250-0661

Year founded: 1984

Services provided: 30% of gross
revenues from benefit consulting,
70% of gross revenues from activities
other than benefit consulting

Retirement and savings plan
consulting: 10% of business In-
cludes plan design consulting, con-
sulting on selection of investment
managers

Welfare plan consulting: 15% of
business Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers

Employee benefit communica-
tions consulting: 5% of business
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion

Other services: 70% of business
Includes compensation consulting,
brokering, general management con-
sulting

Locations: Allentown, Pa

Staff: Seven total staff members,
three professionals, including one
MBA, one CEBS, one CLU

Clients: 20 total clients, 20% with
more than 500 employees, 80% with
fewer than 500 employees, 60% cor-
porations, 10% multiemployer plans,
10% individuals, 20% Taft-Hartley
Trust Plans, minimum size client, 50
ernployees

Compensation: By the project,
commissions for insurance placed
with underwriters, by the hour se-
nior consultant $125, consultant,
$75, clerical, $35

1988 gross revenues: Not re-
ported

Principal officers: Carl A Curcio
Jr, president/chief executive officer/
treasurer, James W Baker, vp/secre-
tary

K

Keenan & Associates

2355 Crenshaw Blvd , Suite 200,
Torrance, Calif. 90501, P O Box
4328, Torrance, Calif 90510;
213-212-3344

Year founded: 1972

Services provided: 49% of gross
revenues from benefit consulting,
51% of gross revenues from activities
other than benefit consulting

Welfare plan consulting: 49% of
business Includes plan design con-
sulting, insurer/broker selection con-
sulting, evaluation of other service
providers, brokering to insurers

Other services: 51% of business
Includes brokering, health care and
other types of claims administration,
risk management consulting

Cont:nued on facing page



Continued from facing page

Locations: Chico, Riverside, Sac-
ramento, San Diego, San Jose,
Fresno, San Rafael, Santa Ana and
rhousand Oaks, Calif.

Staff: 220 total staff members; 50
professionals, including one CEBS,
eight CLUs, two CPCUSs, one CPA,
two ChFCs, two ARMs, one FLMI.

Clients: 500 total clients; 40% with
more than 500 employees, 60% with
fewer than 500 employees; 1 0% cor-
porations and hospitals, 90% public
entities.

Compensation: By the project;
commissions for insurance placed
with underwriters; on retainer; by
the hour: senior consultant, $175;
consultant, $150; tlerical, $40.

1988 gross revenues: $16 million
total, $7.9 million from benefit con-
sulting.

Principal officers: John R.
Keenan, president; Frederick A.
Johnson, executive vp; John L. Kuy-
kendall and Don Pope, vps.

Kwasha Lipton
2100 N. Central Road, Fort Lee,
N.J. 07024; 201-592-1300;
212-279-6800

Year founded: 1944.

Services provided: 95% of gross
revenues from benefit consulting, 5%
of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 70% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration
consulting, consulting on selection of
investment managers.

Welfare plan consulting: 10% of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers, group bene-
fits administration software.

Employee benefit communica-
tions consulting: 10% of business.
Includes general consulting on com-
munications programs, benefit state-
mdnt preparation, booklet prepara-
tion, audiovisual program
preparation, management training
programs.

International benefit consult-
ing: 5% of business. Includes con-
sulting via overseas correspondents,
consulting from the United States.

Other services: 5% of business.
Includes compensation consulting,
software design, systems consulting.

Staff: 315 total staff members; 276
professionals, including 22 FSAs, 23
ASAs, eight MBAs, three CPAs, four
attorneys, 37 MAAAs, two FCIAs, 10
FCAs, 12 MCAs.

Clients: 400 total clients; 95% with
more than 500 employees, 5% with
fewer than 500 employees; 97% cor-
porations, 3% multiemployer plans;
Nno minimum size client.

Compensation: By the project; by
the hour.

1988 gross revenues: Not re-
ported.

Principal officers: Richard C.
Sears, chief executive partner; David
Skovron, chief operating partner.

LFS Benefit Services

271 W. Cerritos Ave., Anaheim,
Calif. 92805-6549; 714-774-8051;
800-227-3612

Year founded: 1974.

Services provided: 35% of gross
revenues from benefit consulting,
65% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 17% of business. In-
cludes plan design consulting, record
keeping for defined benefit and de-
fined contribution plans, record
keeping and administration systems
consulting, plan/trust legal document
drafting, plan administration con-
sulting.

Welfare plan consulting: 9% of
business. Includes plan design con-
sulting, insurer/broker selection con-
sulting, evaluation of other service
providers.

Employee benefit communica-
tions consulting: 9% of business.
Includes general consulting on com-
munications programs, benefit state-

ment preparation, booklet prepara-
tion, audiovisual program
preparation, employee presentations.

Other services: 65% of business.
Includes compensation consulting,
brokering, general management con-
sulting, health care and other types
of claims administration, COBRA
compliance, Section 89 consulting,
central benefit billing.

Staff: Eight total staff members;
two professionals.

Clients: 50 total clients; 10% with
more than 500 employees, 90% with
fewer than 500 employees; 90% cor-
porations, 10% individuals; minimum
size client, 20 employees.

Compensation: By the project;
commissions for insurance placed
with underwriters; on retainer; by
the hour: senior consultant, $100;
consultant, $80; clerical, $20.

1988 gross revenues: $320,000
total, $112,000 from benefit consult-
ing.

Principal officers: Alfred O.
Long, president/chief executive offi-
cer; Mark E. Long, vp/chief financial
officer/chief operating officer, Mar-
cia E. Long, vp.

Laventhol & Horwath/

Retirement & Employee

Benefit Consulting
Associates Division

1845 Walnut St., Philadelphia, Pa.
19103; 215-299-1600

Year founded: 1963.

Parent company: Laventhol &
Horwath.

Services provided: 95% of gross
revenues from benefit consulting, 5%
of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 80.75% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration
consulting.

Welfare plan consulting: 4.75%
of business. Includes plan design

DUS)/6€566 1766U/UNCES, 1.eCelllUel IP, 1

consulting, insurer/broker selection
consulting, evaluation of other ser-
vice providers.

Employee benefit communica-
tions consulting: 9.5% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation.

Other services: 5% of business.

Includes health care and other types
of claims administration.

Locations: New York; Lyndhurst,
N.J.; Boston; Phoenix; Chicago; Indi-
anapolis.

Staff: 160 total staff members; 80
professionals.

Clients: Total clients not reported;
no minimum size client.

Compensation: By the project; by
the hour: senior consultant: $200-
$290; consultant, $140-$190.

1988 gross revenues: Not re-
ported.

Principal officers: Robert Auster,
national director-Phoenix; Lewis
Siegel, national technical director-
N.J.; Les Laiken; David Schactman;
Art Tapfe; Sam Savitz.

2100 /7 JJL

M

Medeval Corp.

1920 Highland Ave., Suite 316,
Lombard, 111. 60148; 312-629-5900

Year founded: 1982.

Welfare plan consulting: In-
cludes medical recommendations to
client companies that self-insure and
self-administer income continuation
plans.

Staff: 10 total staff members; pro-
fessional staff includes seven RNs.

Clients: 65 total clients; 100% with
more than 500 employees; 100% cor-
porations; minimum size client, 1,000
employees.

Compensation: By the project.

1988 gross revenues: Not re-
ported.

Principal officers: Ronald F.
Smentek, president; Dennis Streel-
man, vp.

Continued on next page
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MEDSTAT Systems Inc.
777 E. Eisenhowe- Parkway, Suite
500, Arn Arbor, Mich 48103;
313-996-1180

Year founded: 198 I.

Services provided. 100% of gross
revenues from benefit consilting.

Welfare plan consulting: 100% C
business. Includes plan design con-
sulting, insurer/brdker select.on cor-

sulting
Locations: Boston and San Fran-

cisco.
Staff: 91 total stalf members; 68
professionals, inci.iding 13 MBAs,
one CEBS, two Ph.D,s, one CPA.
Clients: Total clients not] reported;
10096 with more than 500 employees;

Section 89

95% corporations 5% consulting
firms and research crganizations.

Compensation: E.y the project.

1988 gross revenues: $7 million,
all from benefit consulting.

Principal offifers: Ernest G.
Ludy, ckiairman/chief executive offi-
cer; Laurence J. Hagerty, president/
chief operating officer, Dennis J.
Becker, vp-market:ng; Ross Coffey,
vp-client services; J. Dennis Bush,
vp-prod.let development.

William M. Mercer Inc.

1211 Ave. of the Americas, New
York, N.Y. 10036 212-997-7171

Year founded: William M. Mercer
Inc. and Meidinger Inc. merged in
February 1984; tha- company merged
with A. 3. Hansen in February 1987.

Mercer was founded in 1937, Mei-

dinger was founded in 1936, Hansen
was founded in 1930.

Parent company: Marsh &
McLennan Cos. Inc.

Services provided: 89% of gross
revenues from benefit consulting,
11% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 66% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration
consulting, consulting on selection of
investment managers, asset accumu-
lation/investment consulting.

Welfare plan consulting: 19% of
business. Includes plan design con-
sulting, insurer/broker selection con-
sulting, evaluation of other service
providers, health care cost manage-
ment consulting.

Employee benefit communica-
tions consulting: 4% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation, interactive benefit com-
munication systems.

International benefit consult-
ing: Includes consulting via overseas
branch offices, consulting via over-
seas correspondents, consulting from
the United States.

Other services: 11% of business.

Includes compensation consulting,
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PASS

Starting in 1989, the IRS requires
you to police your own health and welfare
plans with a test. Its a bewildering maze

of new rules. Options. Exclusions. Paper-
work. And difficult decisions.

So don't take the test alone. Get

help from Hazlehurst & Associates, the
Section 89 experts.We'11 show you how
to ask the right questions. And how to
find the most practical answers.

At Hazlehurst & Associates, each
client is vital. Corporations (500 + em-
ployees),plan administrators, consulting

firms, distributors.
solution for you.

..we design a total

It includes workshops, on-site
assistance and easy-to-use software-
all carefully tailored to minimize the
time and cost of compliance for you or

your clients.

Best of all, we help you become
self-sufficient for futulv Section 89 test-

ing.You'll have the knowledge and the
softwa to cope with all the laws com-
plexities. If you piufer, we can even do all

the testing for you.

Hazlehurst & Associates is a

nationally known specialist in employee
benefits.We're big enough to serve many
ofAmerica’s largest employers-yet small
enough to be responsive, innovative

and affoniable.

Take the first step to passing the
test: Call toll kee (800) 476-6633 for our

informative bchure. Call now-Section

* . 89 demands immediate attention.
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If Hazlehurst&Associates,

Inc.

Haztehurst & Associates. inc./400 Perimeter Center Itrrace/Suile 850/Allanta.

Georgia 30346/(800) 476-6633/(404) 395-9880.

actuarial consulting, human resource
consulting.

Locations: 49 in the United States
51 foreign locations.

Staff: 5,982 staff members; 2,752
professionals, including 423 FSAs,
258 ASAs, more than 30 CEBSs, more
than 20 Ph.D.s, more than 90 attor-
neys, 97 EAs.

Clients: More than 16,000 total
clients; 50% with more than 500 em-
ployees, 50% with fewer than 500 em-
ployees; 97 % corporations, 3% mui-
tiemployer plans; no minimum size
client.

Compensation: By the project
commissions for insurance placed
with underwriters; on retainer; by
the hour: senior consultant, $201,
consultant, $100-$200.

1988 gross revenues: $517 million
total, $460 million from benefit con-
sulting

Principal officers: Peter Coster
president; John G. Ireland, chairman,
Douglas D. Stegner and Steven W
Fargason, vice chairmen; Robert A
Brochu and Ronald M. Walker, exec-
utive vps.

Miller, Mason & Dickenson

123 N. Wacker, Suite 1000,
Chicago, 111. 60606; 312-701-4800

Year founded: 1960.

Parent company: Aon Corp.

Services provided: 70% of gross
revenues from benefit consulting,
30% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 48% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
tems consulting, plan/trust legal doe-
ument drafting, plan administration
consulting, consulting on selection of
investment managers.

Welfare plan consulting: 18% 01
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers, actuarial and
underwriting services.

Employee benefit communica-
tions consulting: 3% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation,

International benefit consult-
ing: 1% of business. Includes con-
sulting via overseas correspondents,
consulting from the United States.

Other services: 30% of business.
Includes compensation consulting,
brokering, health care and other
types of claims administration, legal
services.

Locations: Palo Alto, San Fran-
cisco and Oakland, Calif.; Consho-
hocken, Pa.; Chicago.

Staff: 426 total staff members; 280
professionals.

Clients: 978 total clients; 50% with
more than 500 employees, 50% with
fewer than 500 employees; 95% cor-
porations, 5% individuals; no mini-
mum size client.

Compensation: Commissions for
insurance placed with underwriters;
on retainer; by the hour: senior con-
sultant: $175-$250, consultant, $75-
$175; clerical, $50-$75.

1988 gross revenues: $27.8 mil-
lion total, $17.3 million from benefit
consulting.

Principal officers: Patrick G.
Ryan, chairman; Daniel T. Cox, pres-
ident; Melville P. Dickenson and RIi-
chard A. Scott, vice chairmen.

Milliman & Robertson Inc.

1301 Fifth Ave., Suite 3600,
Seattle, Wash. 98101;
206-624-7940

Year founded: 1957.

Services provided: 36% of gross
revenues from benefit consulting,
64% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 31% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration
consulting.

Welfare plan consulting: 5% of
business. Includes plan design con-
sulting.

Other services: 64% of business.

Continued on facing page
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Includes consulting with casualty,
health and life insurance companies.

Locations: 21 locations in the
United States.

Staff: 650 total staff members; 144
professionals, including 145 FSAs, 50
ASAs, 27 FCASSs, eight ACASs, 190
MAAAs, 75 EAs.

Clients: Total clients not reported;
no minimum size client.

1988 gross revenues: $74.8 mil-
lion total, $25.9 million from benefit
consulting.

Principal officers: James A.
Curtis, chairman/president/chief ex-
ecutive officer; W.R. Fleckenstein, fi-
nancial vp/secretary; L.J. Lee, trea-

surer.

Mitchell & Hartmann Inc.

13400 Riverside Drive, Suite 107,
Sherman Oaks, Calif. 91423;
818-907-6800

Year founded: 1964.

Services provided: 80% of gross
revenues from benefit consulting,
20% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 66% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
kerns consulting, plan/trust legal doc-
ument drafting, plan administration
consulting.

Welfare plan consulting: 10% of
business. Includes plan design con-
sulting, insurer/broker selection con-
sulting, evaluation of other service
providers.

Employee benefit communica-
tions consulting: 3% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion.

International benefit consult-
ing: 1% of business. Includes con-
sulting from the United States.

Other services: 20% of business.
[Nneludes insurance and HMO con-
sulting, expert witness testimony.

Staff: 11 total staff members;
seven professionals, including three
FSAs.

Clients: 300 total clients.

Compensation: By the hour: se-
nior consultant, $200-$220; consul-
tant, $80-$140; clerical, $50-$60.

1988 gross revenues: Not re-
ported.

Principal officers: Lawrence Mit-
chell, president; Jeffrey F. Hartmann,
VP.

G. Murphy

& Associates Inc.

2100 Manchester Road, Suite 305,
Wheaton, Ill. 60187; 312-682-0030

Year founded: 1987.

Services provided: 90% of gross
revenues from benefit consulting,
10% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 30% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping and administration
systems consulting, plan/trust legal
document drafting, plan administra-
tion consulting, consulting on seled-
tion of investment managers, asset
accumulation/investment consulting.

Welfare plan consulting: 35% of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers.

Employee benefit communica-
tions consulting: 25% of business.
[ncludes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation.

Other services: 10% of business.
Includes brokering, health care and
other types of claims administration.

Staff: Six total staff members; four
professionals, including one CPA,
one CFP

Clients: 30 total clients; 35% with
more than 500 employees, 65% with
fewer than 500 employees; 97% cor-
porations, 3% multiemployer plans;
minimum size client, five employees.

Compensation: By the project; by
the hour: senior consultant,$125;
consultant, $85; clerical, $25.

1988 gross revenues: $600,000
total, $540,000 from benefit consult-
ing.

Principal officers: Glenn E.

Murphy, managing principal; Ni-
cholas M. Zois and Lee P. Murphy,
principals.

N

National Insurance

Advisory Services

1599 Washington St., Braintree,
Mass. 02184; 617-848-4500

Year founded: 1979.

Services provided: 40% of gross
revenues from benefit consulting,
60% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 13% of business. In-
cludes plan design consulting plan
administration consulting, consulting
on selection of investment managers,
proposal evaluation; market search.

Welfare plan consulting: 10% of
business. Includes plan design con-
sulting, evaluation of other service
providers, proposal evaluation; mar-

ket search.

Employee benefit communica-
tions consulting: 15% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation. booklet prepara-
tion, audiovisual program
preparation.

International benefit consult-
ing: 2% of business.

Other services: 60% of business.
Includes property & casualty and
workers compensation consulting.

Staff: 18 total staff members; 14
professionals, including one MBA,
one CLU, one CPCU, one attorney,
one LIA.

Clients: 150 total clients; 51% with
more than 500 employees, 49% with
fewer than 500 employees; 100% cor-
porations; minimum size client, 100
employees.

Compensation: By the project; on
retainer; by the hour.

1988 gross revenues: $ 1 million
total, $400,000 from benefit consult-
ing.

Principal officers: James B. Con-
ant, president.
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Peat Marwick Main & Co.-

Employee Benefit
Consulting Group

55 E. 52nd St., New York, N.Y.
10055; 212-909-5000

Year founded: 1964.

Services provided: 100% of gross
revenues from benefit consulting.

Retirement and savings plan
consulting: 70% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
tems consulting, plan administration
consulting, consulting on selection of
investment managers, asset accumu-
lation/investment consulting.

Welfare plan consulting: 20% of
business. Includes plan design con-

- -7 Tro.

efits an orih

sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers, flexible ben-
efit and underwriting services.

Employee benefit communica-
tions consulting: 4% of business. In-
cludes general consulting on commu-
nications programs, benefit
statement preparation, booklet prep-
aration, audiovisual program prepa-
ration, training client personnel in
employer enrollment.

International benefit consult-
ing: 1% of business. Includes con-
sulting via overseas branch offices,
consulting from the United States.

Staff: 225 professionals, including
21 FSAs, 22 ASAs.

Clients: 3,000 total clients; 80%
with more than 500 employees, 20%
with fewer than 500 employees; 98%
corporations, 2% multiemployer
plans.

Compensation: By the project; by
the hour, senior consultant: $175-
$300, consultant: $70-$175.

1988 gross revenues: $30 million
from benefit consulting.

Principal officers: W.A. Hasler,

Continued on nert page

fitsinBysiness,insurance;rs inthe 1, 4-K--A Yr-«-

rcial 1\ 1 L/A-_ 1> --=-- -

e L I %Qgég aggesn%ng Wiy

published by Business Insurance

newsmagazine.

The annua Service mgludes \hree ]
repalis.and 8 chmulative |

citations between publication of quarterly f
reports are available from Bl's Information \

annuaq%l

emp

msurance industry

de "”S“é?’écﬁmﬁﬁftt‘?%t.on systum
esign

e ey
exchangesnelnsurance, market ---

-conditions,*financial developinents:claims

-settlements. government regulations and
legislations, and more.

ana

Centers in New York and Chicago at

no additional charge...
service. Complete alphabetical and
chronological listings by company,
person, subject and geographic location
enables you to access data quickly and

accurately.

it is part of the he

today.

=

Please send me the following Editorial Index(es):

Full Index Service at $100* 0 1988

Softcover edition at $100* each 0 1986 0 1987

Hardcover edition at $150* each 0 1981 0 1982
- 01983019840 1985

TOTAL ENCLOSED $

Payment must accompany order -

0 Visa 0 Mastercard 0 Optima O American Express

O Check Enclosed

(make check payable to Business Insurance)

* foreign postage additional

Mail to: Editorial Index Service

Business Insurance
220 East 42nd St.

New York, NY 10017

or call:

212/210-0137, to order by phone or for further information.

erwcehrom

$100. Take advantage of this cost effective
resource tool and fill out the coupon

line

8 Fditarial Index

usmess nsuranc

name

title

connpany

address
dty

phone#

account#

signature

state

- with' t?_lplcs sucN ast/ L --—2———f ===g=enef -
rol,4aF tlve > plan- --=-

s add -- --o- -

nce-- --

=ip>

exp. date

Business

Insurance



o/ DUS  teSS 1766(UUities, 1.,
Spotlight report

Continued from previous page
L.L. Oliver and J.T. Colburn.

Pension Planning Co. Inc.

355 Lexington Ave., New York,
N.Y. 10017; 212-867-4100

Year founded: 1945.

Parent company: Republic Hogg
Robinson Inc.

Services provided: 751* of gross
revenues from benefit consulting,
25(k of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 52.5% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration
consulting, consulting on selection of
investment managers.

Welfare plan consulting: 15% of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker

Challenge #1

selection consulting, evaluation of
other service providers, claims man-
agement system consulting, claims
management audit, actuarial evalua-
tion of self-insured plans, COBRA
and Section 89 consulting.

Employee benefit communica-
tions consulting: 3.75% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation.

International benefit consult-
ing: 3.75% of business. Includes con-
sulting via overseas branch offices,
consulting from the United States,
consulting via the Hogg Robinson
network.

Other services: 25% of business.
Includes compensation consulting,
health care and other types of claims
administration.

Locations: Boca Raton, Fla.;
Cleveland; Los Angeles; Detroit;
Boston; Atlanta; Dallas.

Staff: 50 total staff members; 25
professionals, including one FSA,
four ASASs, six MBAs, two CEBSs,
four CLUs, two attorneys.

Candy HaUett, VP- Undencriting,
when asked what LDG does best, said
"Just about anything to do with people
insurance or reinsurance. " Come now,
"Candy, that coven a lot ofground.
Can you back it up?”

O<. p,

Sure. Start with the fact that we're

experienced underwriters for m4jor domestic
and ovenseas markets. Then consider the

unusual product/capabilities mix we offer
our clients: we're underwriting managens for
people-related insurance and reinsurance
(Corporate Travel, Workers' Compensation,
Special Risk, Medical Excess luss, High Limit
Disability, Marine P&l); we're active in
the facultative and treaty markets, both
as a lead underwriter and a reinsurance
intermediary. Add to that the fact that we
thrive on the tough ones. We're running
this case history ad series to suggest the
range and scope of our capabilities.
We calmly await your challenge.

Lockwood, Dipple & Green Incorporated

300 Unicorn Park Drive, Woburn, MA 01801 « Phone (617) 938-9010
561 Seventh Avenue, New York, NY 10018 « Phone (212) 921-5689
1730 Clifton Place, Minneapolis, MN 55403 « Phone (612) 870-9284

Clients: 700 total clients; 75% wi.h
more :han 500 employees, 25% wizh
fewer than 500 employees; 95% eor-
porations, 4% multiemployer plans,
1% individuals; no minimum size cli-
ent.

Compensation: By the project; on
retainer; by the hour: senior Consul-
tant, $175-$250; consultant, $110-
$150; clerical, $45.

1988 gross revenues: Not re-
ported.

Principal officers: James Kahn,
president; Donald Lockwood, execu-
tive vp/senior ac:uary; Robert
Hruska and Paul D. Robinson, vps/
actuaries; Grant Dougherty, execu-
tive vp-group operations.

Carl A. Posse & Co. Inc.-

Employee Benefits
Division

4 Sentry Parkway, Blue Bell, Pa.
19422; 215-834-1410

Year founded: 1866.

Services provided: 38% of gross
revenues from benefit consulting,
62% c f gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 5% of business. Includes
plan design consulting, record keep-
ing and administration systems con-
sulting, plan administration consult-
ing, consulting or selection oi
inves:ment managers, asset accumu-
lation/investment consulting.

Welfare plan consulting: 25% of
business. Includes plan design con-
sulting, consulting on selection c f in-
vestment managers, insurer/broker
selection consulting, evaluatic n of
other service providers, self-fur.dmg
analysis, flexible benefit plans design
and system consulting, managed
health care systems analysis, selec-
tion and management.

Employee benefit communica-
tions consulting: 8% of business. In-
cludes general consulting on con.niu-
nications programs, booklet
preparation, audiovisual program
preparation, flexible benefit plan de-
sign, communications programs.

Other services: 62% of business.
Inclides brokering. management of
creditor insurance plans for finaneial
institutions.

Locations: Pottstown, Pa.

Staff: 10 total staff members; six
professionals, includng one CLU and
one CPCU.

Clients: 125 total clients; 25% with
more than 500 employees, 75% with

fewer than 500 employees; 80% cor-
porations, 20% governrnental enti-
ties, hospitals, school districts, insti-
tutions and associations; minimum
size client, 10 employees.

Compensation: By the project;
commissions for insurance placed
with underwriters; on retainer; by
the hour: senior consultant, $135 in-
cluding all support services.

1988 gross revenues: Not re-
ported.

Principal officers: Carl A. Posse,
chairman; John B. Walton and F.
Bruce Walter, executive vps; John B.
Jackson and Rock D. Irey, vps; Mary
Anne Santangelo, secretary.

R

RM Associates

416 Cary Ave., Cary, ill. 60013;
312-963-6396

Services provided: 37% of gross
revenues from benefit consulting,
63% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 12% of business.

Welfare plan consulting: 25% of
business.

Other services: 63% of business.
Includes compensation consulting,
brokering.

Locations: Lombard, lll.

Staff: Staff members include one
MBA, two CEBSs, two CLUs, one
CPCU, one CPA and one attorney.

Clients: 10% with more than 500
employees, 90% with fewer than 500
employees; 90% corporations, 10% in-
dividuals; no minimum size client.

Compensation: By the project;
commissions for insurance placed
with underwriters; on retainer.

1988 gross revenues: Not re-
ported.

Principal officers: Richard Mi-
lucky, president.

The R.M. Consulting
Group Inc.
346 Westbury Ave., Carie Place,

N.Y. 11514; 516-333-2001;
212-714-0960

Year founded: 1987.

Services provided: 40% of gross
revenues from benefit consulting,
60% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan

consulting: 30% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration
consulting.

Welfare plan consulting: 5% of
business. Includes plan design con-
sulting.

Employee benefit communica-
tions consulting: 3% of business.
Includes general consulting on com-
munications programs, benefit state-

ment preparation, booklet prepara-
tion.

International benefit consult-
ing: 2% of business. Includes con-
sulting from the United States.

Other services: 60% of business.
Includes compensation consulting,
brokering.

Locations: New York.

Staff: 20 total staff members; 12
professionals, including one MBA,
one CLU, one attorney, two EAs.

Clients: 80 total clients; 40% with
more than 500 employees, 60% with
fewer than 500 employees; 98% cor-
porations, 2% multiemployer plans;
minimum size client, 50 employees.

Compensation: By the project;
commissions for insurance placed
with underwriters; by the hour: se-
nior consultant, $125-$150; consul-
tant, $75-$100; clerical, $25-$50.

1988 gross revenues: $975,000
total, $500,000 from benefit consult-
ing.

Principal officers: Robert N.
Munao, president; Myrna Feinman,
senior vp; Howard L. Hagen, presi-
dent-AIMS Inc.; Jeffrey D. Poland,

executive vp-chief actuary-AIMS
Inc.

Risk Management
Group Inc.

P.O. Box 357, Newtown Square,
Pa. 19073; 215-359-1776

Year founded: 1984.

Services provided: 80% of gross
revenues from benefit consulting,
20% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 16% of business. In-
cludes plan design consulting, record
keeping and administration systems
consulting, plan administration con-
sulting, consulting on selection of in-
vestment managers.

Welfare plan consulting: 52% of

Continued on facing page
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hats, what we.call.our.special

vocational rehabilitation services.

Because when injured workers
recover fast and come back to

work fast everybody wins:

employers, insurance companies
and claimants. Find out about

win-win recovery rnanagennent
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business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers.

Employee benefit communica-
tions consulting: 8% of business.
Includes general consulting on com-
Mmunications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation.

International benefit consult-
ing: 4% of business. Includes cdn-
sulting from the United States.

Other services: 20% of business.
Includes brokering, human resource
information systems.

Locations: St. Louis.

Staff: Nine total staff members;
six professionals, including two
MBASs, one attorney.

Clients: 56 total clients; 60% with
more than 500 employees, 40% with
fewer than 500 employees; 100% cor-
porations; minimum size client, 100
employees.

Compensation: By the project;
commissions for insurance placed
with underwriters; on retainer, by
the hour: senior consultant, $150;
consultant, $90; clerical, $45.

1988 gross revenues: Not re-
ported.

Principal officers: Jerald D.
Adair, president/treasurer; Donald
V. Barbuto, vp; Marianne Rafter, sec-
retary.

5

San Diego Associates Inc.
2515 Camino Del Rio S., Suite 226,

San Diego, Calif. 92108;
619-293-3388

Year founded: 1984.

Services provided: 30% of gross
revenues from benefit consulting,
70% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 15% of business. In-

cludes plan design consulting, record
keeping for defined benefit and de-
fined contribution plans, record
keeping and administration systems
consulting, plan/trust legal document
drafting, plan administration con-
sulting, consulting on selection of in-
vestment managers, asset accumula-
tion/investment consulting.

Welfare plan consulting: 7.5% of
business. Includes plan design con-
sulting, insurer/broker selection con-
sulting, evaluation of other service
providers.

Employee benefit communica-
tions consulting: 7.5% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation.

Other services: 70% of business.
Includes brokering, health care and
other types of claims administration,
pension administration.

Staff: Five total staff members;
four professionals.

Clients: 50 total clients; 5% with
more than 500 employees, 95% with
fewer than 500 employees; 80% cor-
porations, 5% individuals; 15% lim-
ited and general partnerships; no
minimum size client.

Compensation: By the project;
commissions for insurance placed
with underwriters; on retainer; by
the hour: senior consultant, $200;
consultant, $100; clerical, $50.

1988 gross revenues: $360,000
total, $108,000 from benefit consult-
ing.

Principal officers: David N. Pe-

terson, president; Terie Theis, vp-op-
erations.

Sanddollar Consulting
Services

2000 E. 116th St., Carmel, Ind.

46032; 317-844-3800

Year founded: 1984.

Services provided: 50% of gross
revenues from benefit consulting,
50% of gross revenues from activities
other than benefit consulting.

Welfare plan consulting: 45% of
business. Includes plan design con-
sulting, insurer/broker selection con-

-IWORKINGTORYOU-FORTIMPER-DATr-

Most people

can't believe

it .

when | tell them all of the services they
can receive as a member of the International Foundation-

and for about $1 per day.

| explain that the membership fee includes quarterly jour-
nals, monthly periodicals, regular newsletters and updates,
research reports, and discounts on educational programs,

books and cassettes.

Then | tell them that members also have free, unlimited
access to the most extensive benefits in formation center avail-

able. All it takes is a phone call to have any topic searched and
information sent-at no charge for our members.

And then | tell them that the membership covers not one,
but four members of their staff-and they can't believe it!

If you're not a member of the International Foundation,
call me and let me tell you about all of our services. My
number is (414) 786-6700. | look forward to talking withyou.

4 -
7\6# H n&enQBra Administrative Supervisor

.dk Internadonal Foundation
1*0/ OF EMPLOYEE BENEFIT PLANS

RO. Box 69-Brookfield, WI 53C08-0069+(414) 786-6700

sulting, consulting for self-adminis-
tered employers.

Employee benefit communica-
tions consulting: 5% of business.
Includes general consulting on com-

munications programs, booklet prep-
aration.

Other services: 50% of business.
Includes health care and other types
of claims administration.

Staff: Seven total staff members;
four professionals.

Clients: Eight total clients; 100%
with more than 500 employees, 81%
corporations, 19% multiemployer
plans; minimum size client, 150 em-
ployees.

Compensation: By the project; on
retainer; by the hour: senior consul-
tant, $125; consultant, $100.

Principal officers: Mark Her-
shinger, chairman; Susan M.
Schaefer, senior consultant.

Second Opinion
Consultants Inc.
P.O. Box 621, Millwood, N.Y.

10546; 800-446-4606;
800-446-4626

Year founded: 1984.

Continued on next page
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HODSON & SON, INC.

REINSURANCE INTERMEDIARIES

Founded in 1924

St. Paul, MN
612-224-2447

Boston, MA
617-426-6110

LosAngeles, CA
213-487-2910

Atlanta, GA
404-256-9666

San Francisco, CA
415-362-1987

The Mental

Health Benefits Game
Isn't What it Used to be.

Providing Affordabl Quality

Comprehensive Employee

Mental Health Benefits Doesn't
Have to Be a No-Win Situation.

high-quality and cost-effective mental
health services in the Chicago metropol-
itan area.

The Menta Group knows your special
needs as a self-insured. And we have

an alternative way to meet those needs

If you're self-insured, you know that the
rules of the game have changed. You
want to offer your employees the best
possible comprehensive mental health
benefits. But you also want your bene-
fits program to be both affordable and
cost-effective.

That's why you should talk to us.
We're The Menta Group. An experi-
enced team of skilled mental health
professionals who understand the
business of mental health benefits
management for self-insureds.

Because that's what we're all about.
Our services are tailor-made to meet
your business' special needs.

And we know what you want when it
comes to mental health benefits. We

have 15 years of experience in providing

that's both effective and affordable.
We'd like to tell you about it.

With The Menta Group, your employ-
ees win-and you win, too. We think
that's the best way to play the game.

THE MEN-rA GI©OUP

900 Jorie Boulevard, Suite 59
Oak Brook, lllinois 60521

Call today for your free consultation.

800—828—9990 Extension 7105
We'll help you stay ahead of the game.
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Services _provided.

659 of gross revenues from activities
other than benefit consulting
Welfare plan consulting: 30% of

business Includes evaluation of other ported

service providers, second opinion set
ups

) Emplor}/eei ben%gt cfommunica- ch
tions consulting. 59 of business In- | I
fludes. ggneralconsulting on commu- man and Dale B Grant, executive consultin

Other Services- 655 of business

Includes health care and othet types Silva Financial Group

of claims administration
Staff 18 total staff members, two

professionals, including one Ph D,
one CPA

Clients. Total clients not reported

709 corporations, 30 9 multiem- revenues trorr

59 of gross mu
revenues ffom benefit consulting, size c

irm Robegt la Krinsky, prest- ude n design mi
daent ?—Pdward luhr J(I)'}m)& &entﬁe- consulting msurer]?)PoEer sesfe tion ; : :
’ ’ ; . .C tjion. By the t % wit th
evaluation of other ser- retaifiSt By the Four Semorcansul>70% it fenar tham
ers tant, |$1§500 consultant, $105-$175, 60% corporations, 40% non-profit or-

ployees, 469 corporations, 54G revenues from benefit ccnsulting, preparation
Itlemiployer plans, no minimum 70% of gross revenues from activities
lien other than benefit consulting six
Compensation: By the project, on Retirement and savings plan two ASAs, two MBAS, one C
retainer, by the hour, $60-$300 consulting: 4 2% of business In- Ph D, one attorney
1288 gross revenues: Not re- cludes plan design consulting, con- Clients: 35 total clients, 75% with

Principal officers. Martin E manag fewer than 500 employees, 90% cor-

tions consulting: 27% of business

Staff: Nine total staff members, Includes general consulting on com-

rofessionals, includin?_one FSA, munications programs, booklet prep-
U, one aration, audiovisual program prepa-

ration

Other services: 10% of business

sultin(g_gn selection of investment more than 500 employees, 25% with Includes brokering

Staff: Three total staff members,

Segal, chairman, Robert D Paul, vice Welfare plan consulting: 24 8%. porations, 10% muljjemployer plans, two professionals
of business Inch i & ,9§er%ply 2 P

mum size client oyees

vice pro (’j

Employee benefit communica- clerica
tions consulting: 1% of business
Inclt,des general consulting on com- ported
munications programs

1984 The Alameda, San Jose,
Calif 95126, 408-554-6600

Clients: 27 total clients in 1988,
employees

employees,

ganization, minimum size client, 35

1988 gross revenues: Not re- employees

Compensation: By the prolect,

Principal officers: Gregg L Ska- commissions for insurance placed

Other services. 70% of business linder, Joseph P Wilkinson and with underwriters, by the hour se-

Year founded. 1975 Includes risk management consult- David C Feinstein

Services provided. 80% of gross ing
benefit consulting, Staff- 24 total staff members, five Smith Administrators

ployer plans 20% of
ComPensation: By the prolect, other than
flat fee for second opinion set ups
19§8 gross revenues Not re- consulting. 10% of business In-
porte cludes plan design consulting, con- more than 500 employees, 10% with

ross revenues from activities professionals, including three CLUs,
enefit consulting six CPCUSs, three attorneys, four

Retirement and savings plan ARMs
Clients: 92 total clients 90% with

nancial officer, Dr Norman Mazza,

- X Welfare plan consulting: 60% of entities, no minimum siZe client
medical director

business Includes plan design con-
sulting, evaluation of other service the hour senior consultan
Martin E. Segal Co. SEUag:

730 5th Ave , New York, NY
10019, 212-586-5600

Employee benefit communica- $
tions consulting. 10% of business;
Includes general consulting on com- tota
munications programs, booklet prep- ing
. ) aration, audiovisual program prepa-

Services provided. 96'6 of gross ration
revenues from benefit consulting, 4% Other services: 20% of business secreta
of gross revenues from activities Includes compensation consulting, vp
other than benefit consulting brokering ) o

Retirement and savings plan Staff: 15 total staff members, eight Skalinder Wilkinson &
consulting: 47% of business professionals, including one MBA, Associates Inc.

Welfare plan consultmg- 40% of two CLUs, one CPA 20 N Wacker Drive, Suite 1475,
business Clients. Total clients not reported Chicago, Il 60606, 312-368-7010

Employee benefit communica- 10% with more than 500 employees,
tions consulting. 6% of business 90% with fewer than 500 employ-
) Internation_al benefit consult- ees, 80% corporations, 15% multiem-
ing: 3% of business ) Ployer plans, 5% individuals, mini- revenues

Other services: 4% of business mum size client, 20 employees
Includes compensation consulting, Compensation. Commissions for consulting: 40% of business In-
brokering and general management insurance placed with underwriters
consulting

Locations: Atlanta, Boston, Chi-
cago, Cleveland, Englewood, Colo , Principal officers: Robert Silva,
Farmington, Conn , Bellaire, Texas, T Daniel Ellis and Peter V Kuhn
Los Angeles, San Fiancisco, Me-
tairie, La , Phoenix, Ariz , Seattle,
Edmonton, Canada, and Toronto

Staff, 613 total staff members, 462

professionals, including 15 FSAs, 28
ASAs

1988 gross revenues:
I, $572,000 from benefit consult-

Year founded. 1939

im Marsha

Year founded: 1984

m benefit consulting

plan administration consulting
Welfare plan consulting. 30% of

Siver Insurance

Management Consultants
9400 4th St N, Suite 119, St

Petersburg, Fla 33702,
813-577-2780

sulting, evaluation of other service
providers

tions consulting- 30% of business

4141 Highland Drive, Salt Lake
City, Utah 84124, 801-272-8811

Year founded- 1976

an benefit consulting

selection consulting, evaluation of

1 8 million other service providers

nior consultant, $110, clerical, $40
1988 gross revenues- $110,000
from benefit consulting
Principal officers. Thomas M
Maloof, principal

Touche Ross & Co.

s Maclon sl an stecon o e erL e 09, S mpiReepr AT b fting Cotfpeisatci ™
B T T
> 195, consultant, $70-$123, clerical, vegt’ment manzggers, insurer/broker

Consulting Group

1633 Broadway, New York, N Y
10019, 212-492-4073

Year founded: 1947

Services provided. 76% of gross
revenues from benefit consulting,

Employee benefit communica- 24% of gross revenues from activities

tions consulting: 1 8% of business

Principal officers: Edward W Includes booklet preparation, audio-
Siver, %?Sldent, Rog_ert | Siver, I||p/ visual program preparation
treasurer, s

International benefit consult-
ing. 0 2% of business Includes con-

sulting from the United States
Other services: 90% of business

Includes brokering, health care and
other types of claims administration

Locations: Denver, Albuquerque,
NM

Staff. 140 total staff members, 100

Serwﬁ_eos p[)ovid d: 100°/f_of gross professionals, including three MBAs,

three CEBSs, two CPCUSs, one attor-

Retirement and savings plan ney

Clients: 375 total clients, 25% with

. cludes plan design consulting, actu- more than 500 employees, 75% with
p042§8 gross revenues: Not re- arial work for defined benefit plans, fewer than 500 employees, 100% cor-

porations
Compensation. By the project,

business Includes plan design con- commissions for insurance placed
sulting, insurer/broker selection con- with underwriters

1988 gross revenues: $6 2 million
total, $617,615 from benefit consult-

Employee benefit communica- ing

Principal officers. Richard L

Clients More than 3,000 total eli-
mts, 85% with more than 500 em-
oloyees, 1 59 with fewer than 500 em-

Includes general consulting on com- Smith, chief executive officer, LaVon
munications programs, benefit state- Elliott, operations manager, Wesley

. . ment preparation, booklet prepara- Argyle, attorney, Tony Thompson,
Services provided: 30% of gross tion,audiovisual program vp

Year founded. 1970

CHOOSE THE COST
CONTAINMENT LEADER!

An America's Pharmacy Mail Service Prescription
Drug Program will deliver more savings
to your benefit plan with. .

A The highest generic fill rate in the industry
A Our exclusive Coordination of Benefits program
A Competitive pricing

Combined with our quality assurance and benefits expertise, we will design
a program that will reduce your costs significantly. It may be the only
employee benefit that you will want your people to use!

America's Pharmacy ®

Talk to the leader first.

Call toll-free 1-800-458-5389 or write us at America's
Pharmacy, 897 W. 16th Street, Newport Beach, CA 92663

Smith Kazazian Inc.

427 W Colorado St , Suite 105,
Glendale, Calif 91204,
818-409-0821

Year founded: 1987

Services provided: 100% of gross

revenues from benefit consulting

other than benefit consulting

Retirement and savings plan
consulting. 55% of business In-
cludes plan design consulting, aclu-
anal work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration
consulting, consulting on selection of
investment managers

Welfare plan consulting. 15% of
business Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers

Employee benefit communica-
tions consulting: 4% of business

Includes general consulting on com-

munieations programs, benefit state-
ment preparation, booklet prepara-
lion, audiovisual program
preparation

International benefit consult-
ing: 2% of business Includes con-
sulting via overseas branch offices,
consulting via overseas correspon-

dents, consulting from the United
States

Other services. 24% of business
Includes compensation consulting,
property & casualty and life actuar-
ial services

Locations. Boston, Philadelphia,
Washington, DC, Atlanta, Houston,
Dallas, Tulsa, Okla , Detroit, Min-
neapolis and St Paul, Minn , Chi-

Welfare plan Consulting. 100% of cago, Hartford, Conn , Los Angeles,
business Includes plan design con- San Francisco, Tampa, Fla

sulting, insurer/broker selection con-

Staff 250 total staff members, 215

sulting, evaluation of other service professionals, including 14 FSAs,
providers, underwriting, cost man- seven ASAs, 10 MBAs, 10 CEBSs, two

agement, document drafting

CLUs, four Ph D s, 10 CPAs, 10 at-

Staff. Sir total and professional torneys, four FCASs, one ACAS, 17
staff members, including one MBA, EAs, 32 MAAAs

one EA

lients- Total clients not reported

C
Clients: 16 total clients, 100% with 80% with more than 500 employees,
more than 500 employees, 100% cor- 20% with fewer than 500 employees,
porations, minimum size client, 300 90% corporations, 10% public enti-

ennployees
Compensation: By the hour se-

ties

Compensation: By the project, on

nior consultant, $180-$250, consul- retainer, by the hour senior consul-

tant, $120-$180

tant, $85-$100, consultant, $70-$80,

1988 gross revenues. Not re- clerical, $40-$50

ported

1988 gross revenues Not re-

Principal officers- Vine Smith, ported

president, Alice Kazazian, vp,

Pnncipal officers. David E

George Graff and Mark Wycko, prin- Dresner, national director, Susan

cipals

T

TMA

144 Idlewood Drive, Stamford,

Conn 06905, 203-968-2321

Year founded: 1987

Services provided: 90% of gross
revenues from benefit consulting,
10% of gross revenues from activities
other than benefit consulting

Retirement and savings plan
consulting: 18% of business In-
cludes plan design consulting, plan
administration consulting

Achenbach, Ainar D Ayala Jr, Bruce
Bengston, Richard Berens, Jack R
Broesamle Jr, Brian Cameron, Jon
Flitter, Tim Garmager, Robert In-
gram, James Karter, Jay Lingo, Jan
Lommele, Steve Ogren, Jeremiah R
Riddle, Leon Smith, Mark Sobel, Ro-
bert Starkey, David L Stone, Keith
Swenson, Adrian Theriault, Jack
Whiting and Robert Zieminski, part-

ners

TPF&C
245 Park Ave, New York, NY
10167-0128, 212-309-3400
Year founded. 1934

Services provided. 58% of gross
revenues from benefit consulting,

Welfare plan consulting: 45% of 42% of gross revenues from activities
business Includes plan design con- other than benefit consulting

sulting, consulting on selection of in-

Retirement and savings plan

vestment managers, insurer/broker consulting: 35% of business

selection consulting, evaluation of

Welfare plan consulting: 9% of

other service providers, claims ad- business

ministration audits
Employee benefit communica-

Employee benefit communica-
Continued on facmg page
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tions consulting: 6% of business.

International benefit consult-
ing: 8% of business.

Other services: 42% of business.
Includes compensation consulting,
general management consulting.

Locations: 27 locations in the
United States, 21 foreign locations.

Staff: 4,500 total staff members;
including 285 FSAs, 202 ASAs.

Clients: 8,000 total clients; 100%
corporations.

Compensation: By the hour.

1988 gross revenues: $580 million
total, $336 million from benefit con-
sulting.

Principal officers: James E. Kiel-
ley, president/chief executive officer;
Charles E. Peartree, executive vp;
Donald E. Sullivan, vp-practices/
products; Gary T. Hallenbeck, vp/
chief actuary

Treacy & Rhodes

Consultants

462 Stevens Ave., Suite 308,
Solana Beach, Calif. 92075;
619-481-1191

Year founded: 1985.

Parent company: Treacy, Rhodes
& Eschbach.

Services provided: 100% of gross
revenues from benefit consulting.

Welfare plan consulting: 90% of
business. Includes plan design con-
sulting, evaluation of other service
providers, financial analyses, actuar-
ial projections.

Employee benefit communica-
tions consulting: 10% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation.

Staff: 27 total staff members; 21

professionals, including five FSAs,
one MBA, one attorney.

Clients: 10 total clients; 100% with
more than 500 employees, 100% cor-
porations.

Compensation: By the hour.

1988 gross revenues: Not re-
ported.

Principal officers: Michael E.
Treacy, Jane D. Rhodes and Steve
A. Eschbach.

w

WHP, First In Employee

Benefits Inc.

100 Second Ave. S., 11th Floor, St.

Petersburg, Fla. 33701;
813-898-4147; 800-282-3069

Year founded: 1980.

Parent company: Lincoln Na-
tional Life Insurance Co.

Services provided: 40% of gross
revenues from benefit consulting,
60% of gross revenues from activities
other than benefit consulting.

Welfare plan consulting: 35% of
business. Includes plan design con-
sulting, insurer/broker selection con-
sulting, evaluation of other service
providers, stop loss carriers, utiliza-
tion re*ew providers.

Employee benefit communica-
tions consulting: 5% of business.
Includes benefit statement prepara-
tion, booklet preparation.

Other services: 60% of business.
Includes health care and other types
of claims administration.

Staff: 51 total staff members; 12
professionals.

Clients: More than 200 clients;
15% with more than 500 employees,
85% with fewer than 500 employees;

99% corporations, 1% multiemployer
plans; minimum size client, 100 em-
ployees.

Compensation: By the project.

1988 gross revenues: $2.6 million
from employee benefit consulting*.

Principal officers: James L. Han-
ahan, president/chief executive offi-
cer; Adrienne Glowatsky, vp-opera-
tions; Mark Heacox,

vp-sales/marketing; Leyla Prior,
controller.
* Bl estimate.

Walker & Co.

777 Davis St., San Francisco,
Calif. 94111; 415-398-2655

Year founded: 1948

Services provided: 75% of gross
revenues from benefit consulting,
25% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 15% of business. In-
cludes plan design consulting, record
keeping for defined benefit and de-
fined contribution plans, record
keeping and administration systems
consulting, plan administration con-
sulting, consulting on selection of in-
vestment managers.

Welfare plan consulting: 45% of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers, plan draft-
ing.

Employee benefit communica-
tions consulting: 14% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation, on-site presentations.

International benefit consult-

ing: 1% of business. Includes con-

SECTION 89
YOUR WORRIES ARE OVER

The Benefits
Manager/Discrim-

ination Testing h

Module-WT R ma

HiPC based software

S you St
effective manage-

the testing process
by running the tests
on your own |IBM PC
or compatible.
Compliance is
just around the
corner-Section 89

becomes effective

ment solution to your IRC Section 89 dis-
crimination testing needs.
This comprehensive and easy-to-use
system:
« Stores all relevant plan & employee data,
« Computes reasonable plan values based
on The American Academy of Actuaries'
Valuation Tables

Permits user to compare results using
reasonable plan values and actual plan

cost

Performs all tests required,

Allows for all permissible aggregations
and adjustments,

- Generates complete reports summariz-
ing test results, and

Offers extensive utilities including:
-Flexible Data Import and Export

-Ad Hoc Report Writing

-Global Field Updating

The most important feature of our soft-
ware is that you have complete control of

January 1, 1989 and affects all employers
who sponsor welfare plans. Severe penal-
ties will be levied on both employers and
employees of plans who do not perform the
tests. With the Benefits Manager/
Discrimination Testing Module your com-
pliance worries are over.

Experience makes a difference-
WTR Data Services developed this soft-
ware in conjuction with Williams, Thacher
& Rand, a leader in the actuarial and
employee benefits consulting industry.
Therefore, our software offers a unique
combination of computer and benefits
expertise.

The Benefits Manager line also in-
cludes:

Flexible Benefit,

Flexible Spending Account,

and Retirement Calculation Modules.

For further information, call
(212) 949-1344

WTR DATA SERVICES, INC.

A Williams, Thacher & Rand Company
708 Third Avenue

New York, NY 10017
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sulting from the United States.

Other services: 25% of business.
Includes compensation consulting,
brokering, general management con-
sulting, health care and other types
of claims administration.

Locations: San Diego.

Staff: 30 total staff members; 10
professionals, including two MBAs.

Clients: 40 total clients; 25% with
more than 500 employees, 75% with
fewer than 500 employees; 50% cor-
porations, 50% multiemployer plans;
minimum size client, 25 employees.

Compensation: By the project;
commissions for insurance placed
with underwriters; on retainer; by
the hour: senior consultant, $150;
consultant, $75; clerical, $25.

Principal officers: David S.
Walker, managing general partner;
Arthur C. Mathews and Robert W.
Morrill, partners.
Warren, McVeigh & Griffin

Inc.-Employee Benefit
Consulting Practice

1420 Bristol St. N., Newport
Beach. Calif. 92670: 714-752-1058
Year founded: 1968.

Services provided: 20% contin-
uous consulting; 22% welfare claims
management audits; 58% special
projects, including plan design, ben-
efit and cost analyses, excess insur-
ance analyses, pooling feasibility
studies, employee communication
studies, expert witness assignments,
welfare claims management reviews,
self-funded and alternative funded
feasibility studies, cost-containment
studies; compensation and perfor-
mance evaluations; design and evalu-
ation of bid specifications; design
and implementation of management
information systems; publishing.

Locations: San Francisco.

Staff: 16 total staff members; two
professionals, including one RHU,
one CPCU, one ARM.

Clients: Total clients not reported.
No minimum size client.

Compensation: By the project; on
retainer; by the hour: principal con-
sultant, $160-$175; senior consul-
tant, $120-$140; technical staff, $60-
$100; clerical, $25-%$45.

1988 gross revenues: Not re-

Continued on neirt page

Help your carrier
save your benefit

dollars through better
COB detection.

Duplicate claims cost everyone money. Your company,
yourcarderand youremployees. Thars whyallsegments
of the health care industry now subscribe to IDP/COBS. a
national data base of 40 million names which your carrier
can accesstodetectduplicatecoverage and avoid pay-
ment of duplicate claims and invalid COBRA tlairns.

IDP/COBS subscribers include: Alabama Blue Cross and
Blue Shield:American Intemational AdjustmentCo.: Amer-
ican International Group; Central Benefits Mutual Insur-
anceCo.; COMED HMO; Empire BlueCrossand Blue Shield
Health insurance Plan of Greater NewYork (HIP): Home Life
Insurance Co.; The Horace Mann Life Insurance Co.; John

Alden Life Insurance Co: Kaiser Permanente. Metropolitan
Life Insurance Co.; Michigan Blue Cross and Blue Shield
Minnesota Blue Crossand Blue Shield MultiPlan Inc: New
Jersey Blue Crossand Blue Shield Pacific Mutual Life Insur-
ance Co.; The Paul Revere Companies; Principal Financial
Group: Printing Industry - Consolidated Trust of America;
The Prudential Insurance Co. ofAmerica; SANUS Corpora-
Non Health Systems; State Mutual Life Assurance Co. of
America; TheTravelers InsuranceCompanies; and United

HealthCare Corp.

If your carrier is on this list:

Ask to have every dependent claim verified by an IDP/

C()85 inquiry.

Ifyourcarrierisnotonthislist:

Call your carrier, and contact IDP. Fill out and mail the
coupon below, or call toll-free 1-800-IDP-COBS.

1T1»p

International Data Processing
76 Floral Avenue, Murrq Hill NJ 07974

Sendthiswuponlb.-/L)876F fora/Avenue. MurrayH#(AJO7974

Non)e
lie
C<.r¢ony

Address

04. 5/ota a0

Phone

Confer

Inp |
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Continued from previous page
ported.

Principal officers: C.C. Griffin,
chief executive officer; Robert Wil-
kinson, senior vp; Timothy Beck, vp/

managing consultant-employee bene-
fits.

Lee Wenzel & Associates

8666 Westwind Circle, Eden
Prairie, Minn. 55344;
612-944-2699

Year founded: 1986.

Services provided: 80% of gross
revenues from benefit consulting,
20% of gross revenues from activities
other than benefit consulting.

Welfare plan consulting: 80% of
business. Includes plan design con-
sulting, insurer/broker selection con-
sulting, evaluation of other service
providers, vendor proposals, vendor
strategic plannning.

Other services: 20% of business.

Staff: One staff member.

Clients: 30 total clients; 30% with
more than 500 employees, 70% with
fewer than 500 employees; 40% cor-
porations, 60% individuals and pro-

viders; no minimum size client.

Compensation: By the project; on
retainer; by the hour: senior consul-
tant,$150.

1988 gross revenues: $100,000
total*, $80,000 from benefit consult-
ing.

Principal officers: Lee Wenzel,
principal.

* 8/ estimate.

Williams, Thacher & Rand
7083rd Ave., New York, N.Y.
10017; 212-949-1344

Year founded: 1975.

Services provided: 90% of gross
revenues from benefit consulting,
10% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 43.2% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, ree-
ord keeping and administration sys-
tems consulting, plan/trust legal doc-
ument drafting, plan administration
consulting, consulting on selection of

investment managers.

Welfare plan consulting: 36% of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers.

Employee benefit communica-
tions consulting: 9% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation.

International benefit consult-
ing: 1.8% of business. Includes con-
sulting from the United States.

Other services: 10% of business.
Includes compensation consulting,
general management consulting.

Locations: Baltimore and Beth-
esda, Md.; Richmond, Va; Indianap-
olis; Philadelphia.

Staff: 100 total staff members; 70

professionals, including :hree FSAs,
seven ASAs, 11 EAs.

Clients: 600 total clients; 35% with
more than 500 employees, 65% with
fewer than 500 employees; 80% cor-
porations, 20% associations; mini-

mum size client, 50 employees.

Compensation: By the project; on
retainer; by the hour: senior consul-
tant, $200-$250; consultant, $100-
200; clerical, $40-$60.

1988 gross revenues: $8 million
from benefit consulting.

Principal officers: Charles
Thacher, Robert Williams, Thomas
Rand and Terry Stokes, principals.

R.H. Wohi & Associates/

In Plain English

14501 Antigone Drive, North
Potomac, Md. 20878;

301 -340-2821

Year founded: 1977.

Services provided: 85% of gross
revenues from benefit consulting,
15% of gross revenues from activities
other than benefit consulting.

Employee benefit communica-
tions consulting: 85% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation.

For the expected...

an

- 4 /1/_-rmujk :-lir,

the unexpected

There is only one newsmagazine
that is the leader in covering the
employee benefits market. For
over 20 years Business Insurance
has lead the way in covering and
uncovering the expected ...

and the unexpected.

We've seen this multi-billion
dollar industry through growth
and groans by providing a
balanced editorial package -
from news breaking articles to
industry features and market
reports. We've tracked the market
through turbulent times, political
battles, corporate change, social

flux, and medical mayhem. We've
followed the complexities of this
burgeoning industry - from the
increase of health care suppliers
to the intricacies of health care
plans. Straight forward and
unbiased reporting is why Bl is
the trusted source for employee

benefit managers, their suppliers
and consultants across the

nation.

Bl's editorial commitment mirrors
our readers' commitment -
relying on Business Insurance to
guide, advise and report. Each
week Bl provides this highly

For advertising information call: Donald Walsh, Ad Director 212-210-0133
For circulation information and rates call: Customer Service 800-992-9970

For EBC Conference/Competition call: Barbara Dalton 212-210-0780

influential group of 155,346*
executives with timely guidance
and sharp focus. The right
editorial product and this high
calibre of reader assures

advertisers the kind of exposure
they depend on for results.

When it comes to the expected
and the unexpected - the choice
is cestal clear.

*Includes pass-along readers

Business
INsurance

a publication of Crain Communications inc

Other services: 15% of business
Includes general management con-
sulting, product instruction, corpo-
rate identification seminars.

Staff: Four total staff members
three professionals.

Clients: 200 total clients; 75% with
more than 500 employees, 25% with
fewer than 500 employees; 100% cor-
porations; minimum size client, 150
employees.

Compensation: By the project; by
the hour; senior consultant, $150;
consultant, $100.

1988 gross revenues: $400,000
total, $350,000 from benefit consult-
ing.

Principal officers: Ronald H.
Wohl, president.

The Wyatt Co.
Research & Information Center,
1850 M St. N.W., Suite 400,

Washington, D.C. 20036-5801;
202-887-4600

Year founded: 1946.

Services provided: 88% of gross
revenues from benefit consulting,
12% of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 65% of business. In-
eludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
tems consulting, plan/trust legal doe-
ument drafting, plan administration
consulting, consulting on selection of
investment managers, asset accumu-
lation/investment consulting.

Welfare plan consulting: 8% of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers.

Employee benefit communica-
tions consulting: 9% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation.

International benefit consult-
ing: 6% of business. Includes con-
sulting via overseas branch offices,
consulting via overseas correspon-

dents, consulting from the United
States.

Other services: 12% of business.
Includes compensation consulting,
risk management, surveys.

Locations: Atlanta; Boston; Chi-
cago; Cleveland and Columbus, Ohio;
Dallas; Houston; Denver; Fort Lee
and Upper Montclair, N.J.; Detroit;
Grand Rapids, Mich.; Honolulu; Ir-
vine, Los Angeles, San Diego and San
Francisco, Calif.; Memphis, Tenn.;
Miami; Milwaukee; Minneapolis;
New York; Philadelphia; Phoenix,
Ariz.; Portland, Oregon; San Juan,
Puerto Rico; Seattle; Stamford,
Conn.; Washington, D.C.; Calgary,
Halifax, Montreal, Ottawa, Toronto
and VVancouver, Canada; Buenos
Aires, Argentina; Bogota, Colombia;
Mexico City; Brussels, Belgium; Lon-
don and Manchester, England; Paris;
Munich, West Germany; Milan, Italy;
Oslo, Norway; Amsterdam, The
Netherlands; Edinburgh and Glas-
gow, Scotland; Madrid, Barcelona
and Vitoria, Spain; Stockholm, Swe-
den; Geneva and Zurich, Switzer-
land; Melbourne and Sydney, Aus-
tralia; Kuala Lumpur, Malaysia;
Auckland and Wellington, New Zea-
land; Manila, Philippines; Singapore.

Staff: 2,800 total staff members;
1,750 professionals, including 157
FSAs, 187 ASAs, eight CEBSs, 10
CPCUs, 10 Ph.D.s, 38 attorneys.

Clients: More than 12,000 clients;
40% with more than 500 employees,
60% with fewer than 500 employees;
97% corporations, 2% multiemployer
plans, 1% governmental entities; no
minimum size client.

Compensation: By the hour.

1988 gross revenues: $330 million
total, $290 million from benefit con-
sulting.

Principal officers: V. Clark
Beaird, president/chief executive of-
ficer; Michael H. Davis, vp/treasurer;
Leroy B. Parks, Paul H. Jackson and
Robert |I. Barnes, vps.

Y

Yaffe & Co. Inc.
800 N. Charles St., Baltimore, Md.
21201; 301-332-1166

Year founded: 1976.
Continued on facing page



Alabama

Birmingham
Booke & Co.

Cori-oon & Black Corp.
William MI Mercer Inc.

Alaska

Anchorage
Corroon & Black Corp.
William M. Mercer Inc.
Fairbanks

Corroon & Black Corp.

Arizona

Flagstaff
Corroon & Black Corp.
Phoenix
Corroon & Black Corp.
Hewitt Associates
Fred S. James & Co. Inc.-
Benefits Division
Laventhol & Horwath/Retirement
& Employee Benefit

Consulting Associates
William M. Mercer Inc.

Milliman & Robertson Inc.

Martin E. Segal Co.

The Wyatt Co.
Prescott

Corroon & Black Corp.
Tucson

Corroon & Black Corp.

Fred S. James & Co. Inc.-

Benefits Division

Yunia

Corroon & Black Corp.

Arkansas

Little Rock
Cori-oon & Black Corp.
Fred S. James & Co. Inc.-

Benefits Division

California

Anaheim
LFS Benefit Services
Brea
Corroon & Black Corp.
Chico
Keenan & Associates
Costa Mesa
Godwins International Holdings Inc.
A. Foster Higgins & Co. Inc./
Johnson & Higgins
Escondido
Corroon & Black Corp.
Fresno
Godwins International Holdings Inc.
Keenan & Associates
William M. Mercer Inc.
Glendale
Smith Kazazian Inc.
Greenbrae
Benefits Planning &

Insurance Agency Inc.
[rvine

Fred S. James & Co. Inc.-
Benefits Division
The Wyaft Co.
Los Angeles

The Alexander Consulting Group Inc.
Barbanell Associates

Buck Consultants Inc.

Coopers & Lybrand

Corroon & Black Corp.

Godwins International Holdings Inc.
Hay/Huggins Co. Inc.

Hewitt Associates

A. Foster Higgins & Co. Inc./

Johnson & Higgins
Fred S. James & Co. Inc.-

Benefits Division
William M. Mercer Inc.
Milliman & Robertson Inc.
Pension Planning Co. Inc.
Martin E. Segal Co.
Touche Ross-Actuarial, Benefits &
Compensation Consulting Group
TPF&C

The Wyatt Co.
Modesto

Corroon & Black Corp.
Newport Beach

Coopers & Lybrand

Barbanell Associates

TPF&C

Warren, MeVeigh & Griffin Inc.
North Hollywood

Corroon & Black Corp.
Oakland

Miller, Mason & Dickenson Inc.
Orange

William M. Mercer Inc.
Palo Alto

Miller, Mason & Dickenson Inc.
Pasadena

Corroon & Black Corp.

Garner Consulting

Riverside
Keenan & Associates
Sacramento
Corroon & Black Corp.
Keenan & Associates
San Diego
Corroon & Black Corp.
A. Foster Higgins & Co. Inc./
Johnson & Higgins
Hunter & Associates
Fred S. James & Co. Inc.-
Benefits Division
Keenan & Associates
San Diego Associates Inc.
Walker & Co.
The Wyatt Co. -
San Francisco
The Alexander Consulting Group Inc.
Barbanell Associates
Buck Consultants Inc.
Coopers & Lybrand
Corroon & Black Corp.
Godwins International Holdings Inc.
Hay/Huggins Co. Inc.
Hewitt Associates
A. Foster Higgins & Co. Inc./
Johnson & Higgins
Fred S. James & Co. Inc.-
Benefits Division
MEDSTAT Systems Inc.
William M. Mercer Inc.
Miller, Mason & Dickenson Inc.
Milliman & Robertson Inc.
Martin E. Segal Co.
Touche Ross-Actuarial, Benefits &
Compensation Consulting Group
TPF&C
Walker & Co.
The Wyatt Co.

San Jose

Coopers & Lybrand

Corroon & Black Corp.

Keenan & Associates

William M. Mercer Inc.

Silva Financial Group
San Mateo

JBI Health Services Group
San Rafael

Keenan & Associates
Santa Ana

Hewitt Associates

Keenan & Associates
Santa Clara

The Alexander Consulting Group Inc.
Sherman Oaks

Mitchell & Hartmann Inc.

Solana Beach

Treacy & Rhodes Consultants

Benefit consultants' directory

Continued from facing page

Services provided: 95% of gross
revenues from benefit consulting, 5%
of gross revenues from activities
other than benefit consulting.

Retirement and savings plan
consulting: 62% of business. In-
cludes plan design consulting, actu-
arial work for defined benefit plans,
record keeping for defined benefit
and defined contribution plans, rec-
ord keeping and administration sys-
lems consulting, plan/trust legal doc-
ument drafting, plan administration
consulting, consulting on selection of
investment managers, asset accumu-
lation/investment consulting.

Welfare plan consulting: 24% of
business. Includes plan design con-
sulting, consulting on selection of in-
vestment managers, insurer/broker
selection consulting, evaluation of
other service providers.

Employee benefit communica-
tions consulting: 9% of business.
Includes general consulting on com-
munications programs, benefit state-
ment preparation, booklet prepara-
tion, audiovisual program
preparation.

Other services: 5% of business.
Includes compensation consulting.

Staff: 30 total staff members; 20
professionals, including one ASA,
one MBA, one CEBS, one CPA, one
attorney.

Clients: 55 total clients: 50% with
more than 500 employees, 50% with
fewer than 500 employees; 95% cor-
porations, 5% partnerships; mini-
mum size client, 100 employees.

Compensation: On retainer; by
the hour: senior consultant, $160;
consultant, $50-$120; clerical, $35.

1988 gross revenues: Not re-
ported.

Stockton

Corroon & Black Corp.

Godwins International Holdings Inc.
Thousand Oaks

Keenan & Associates
Torrance

Keenan & Associates
Walnut Creek

Godwins International Holdings Inc.

Colorado

Boulder
Hofgard & Co.
Denver
Buck Consultants Inc.
Corroon & Black Corp.
Arthur J. Gallagher & Co.
Hewitt Associates
Fred S. James & Co. Inc.-
Benefits Division
William M. Mercer Inc.
Milliman & Robertson Inc.
Smith Administrators
TPF&C
The Wyatt Co.
Englewood
Byerly & Co. Inc.
Martin E. Segal Co.

Connecticut

Avon
Benefit Plans Northeast
Farmington

Corroon & Black Corp.
Greenwich

Fred S. James & Co. Inc.-
Benefits Division
Hartford
Coopers & Lybrand
Milliman & Robertson Inc.
Martin E. Segal Co.
Touche Ross-Actuarial, Benefits &
Compensation Consulting Group
Pleasant Valley
Corporate Communicators Inc.
Rowayton
Hewitt Associates
Stamford
Coopers & Lybrand
Corroon & Black Corp.
A. Foster Higgins & Co. Inc./
Johnson & Higgins
William M. Mercer Inc.
TMA
TPF&C
The Wyatt Co.
Torrington
Capital Benefit Plans Inc.

Delaware

Dover

The Johnson Cos.

District of Columbia

Buck Consultants Inc.

Coopers & Lybrand

Corroon & Black Corp.

Hay/Huggins Co. Inc.

Hewitt Associates

A. Foster Higgins & Co. Inc./
Johnson & Higgins

Fred S. James & Co. Inc.-
Benefits Division

The-Johnson Cos.

William M. Mercer Inc.

Milliman & Robertson Inc.

Martin E. Segal Co.

Touch Ross-Actuarial, Benefits &
Compensation Consulting Group

Principal officers: Rian M. Yaffe,
president/chief executive officer;
Judy H. Cox, Gerard F. Petrik and
Daphne R. Salsberg, principals.

Arthur Young & Co.

277 Park Ave., New York, N.Y.
10172; 212-407-2183

Services provided: 100% of gross
revenues from benefit consulting, in-
cluding retirement and savings plan
consulting, welfare plans, employee
communications, international bene-
fit consulting.

Clients: Not reported.

Compensation: By the hour.

1988 gross revenues: Not re-
ported.

Principal officers: John VV.
Hamm; partner-in-charge; Steven M.
Kates, partner-New York. |
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TPF&C
The Wyatt Co.

Florida

Boca Raton

Century Financial Services
Pension Planning Co. Inc.
Coral Gables
Godwins International Holdings Inc.
Fort Lauderdale
Fred S. James & Co. Inc.-
Benefits Division
Fort Meyers
Fred S. James & Co. Inc.-
Benefits Division
Jacksonville
Godwins International Holdings Inc.
TPF&C
Miami
Arthur J. Gallagher & Co.
The Wyatt Co.
Naples
Fred S. James & Co. Inc.-
Benefits Division
Orlando
Corroon & Black Corp.
Fred S. James & Co. Inc.-
Benefits Division
St. Petersburg
Siver Insurance Management

Consultants

WHP-First in Employee Benefits Inc.
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Tampa
The Alexander Consulting Group Inc.
Coopers & Lybrand
Hewitt Associates
William M. Mercer Inc.
Touche Ross-Actuarial, Benefits &
Compensation Consulting Group
TPF&C
Tampa Bay
Arthur J. Gallagher & Co.
West Palm Beach
Fred S. James & Co. Inc.-

Benefits Division

Georgia

Atlanta
The Alexander Consulting Group Inc.
Buck Consultants Inc.
Coopers & Lybrand
Corroon & Black Corp.
Fringe Benefit Review Inc.
Godwins International Holdings Inc.
Hay/Huggins Co. Inc.
Hazlehurst & Associates Inc.
HealthPlan Management Services
Hewitt Associates
A. Foster Higgins & Co. Inc./

Johnson & Higgins
Fred S. James & Co. Inc.-

Benefits Division

Continued on next page
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William M. Mercer Inc.
Milliman & Robertson Inc.
Pension Planning Co. Inc.
Mar.in E. Segal Co.
Touche Ross-Actuarial, Benefits &
Compensation Consulting Group

TPF&C
The Wyatt Co.

Columbus
William M. Mercer inc.

Duluth

Corroon & Black Ccrp

Hawaii

Honolulu
Buc.< Consultants Inc.
Corroon & Black Corp.
A. Foster Higgins & Co. Inc./
Jchnson & Higgir.s
The Wyatt Co.

Idaho

Boise
Corn)on & Black Corp.
Fred S. James & Co. Inc.-

Benefits Division

Hlinois

Arlington Heights
Holzman Post Ludwig &
Schwartz Chtd.
Aurora
Corroon & Black Cirp
Cary
RM Associates

Chicago

The Alexander Consulting Group Inc.

Buck Consultants Inc.

R.J Burns & Associates Inc.

Byerly & Co. Inc.

Coopers & Lybrand

Cori-oon & Black Corp.

Friedman, Eisenstein, Raemer
& Schwartz

Godwins International Holdings Inc.

Arlhur J. Gallagher & Co.

Hewitt Associates

A. Foster Higgins & Co. Inc./
Johnson & Higgins

Thomas L. Jacobs & Associates Inc.

Fred S. James & O. Inc.-
Benefits Division

Laventhol & Horwath/Retirement
& Employee Benefit
Consulting Assoiiates

William M. Mercer Inc.

Miller, Mason & Dickenson Inc.

Milliman & Rober:son Inc.

Martin E. Segal Co.

Skalinder Wilkinson &
Associates Inc.
Touche Ross-Actuarial, Benefits &
Compensation Consulting Group
TPF&C
The Wyatt Co.
Deerfield
William M Mercer Jre.
Downers Grove
Corroon & Black Ccrp.
Lincolnshire
Freidman, Eisenstein, Raemer
& Schwartz
Hzwitt Associates
Lombard
MedEval Corp.
RM Associates
Oak Brook
R.N. Blomquist & Co.
Park Ridge
The CBI Group
Rolling Meadows
FLiedman, Eisensteir., Raemer
& Schwartz
Arthur J. Gallagher & Co.
Schaumburg
Cirroon & Black Corp.
Springfield
Cirroon & Black Corp.
Health Economics & Market
Analysis Inc.

Wheaton

G. Murphy & Assiciates Inc.

Indiana

Ccarmel
Zorroon & Black Corp.
Sanddollar Consulting Services

Fod Wayne
Buck Consultants Inc.

Indianapolis
Laventhol & Horwath/Retirement

& Employee B€nelit

Consulting Associates
VVilliam M. Mercer Inc.

Milliman & Robertson Enc.
Williams, Thacher &. REnd

lowa

Bettendorf

Corroon & Black Corp,
Cedar Rapids

Godwins International Holdings Inc.

Kansas

Kansas City
TPF&C
Overland Park

Byerly & Co. Inc

Topeka

Corroon & Black Corp.
Wichita

William M. Mercer Inc.

Kentucky

Lexington

Corroon & Black Corp.
Louisville

Coopers & Lybrand

William M. Mercer Inc.
Owensboro

Dorroon & Black Corp.

Pikeville

lorroon & Black Corp.
Louisiana

Balon Rouge
Byerly & Co. Inc.
Corroon & Black Corp.
Metairie
Byerly & Co. Inc.
Corroon & Black Corp.
New Orleans
Corroon & Black Corp.

William M. Mercer Inc.

Martin E. Segal Co.
Maine

Portland
Fred S. James & Co. Inc.-

Benefits Division

Maryland

Baltimore
The Alexander Consulting Group Inc.
William M Mercer Inc.
Williams, Thacher & Rand
Yaffe & Co. Inc.
Bethesda
Coroon & Black Corp
Williams, Thacher & Rand
Columbia
Buck Consultants Inc.
North Potomac
R.H. Wohl & Associates /
In Plain English
Potomac
JBI Health Services Group
Silver Spring
Grubbs & Co. Inc.

Massachusetts

Boston

The Alexfnder Consulting Group Inc.

Buck Consultants Inc.

Coopers & Lybrand

Corroon & Black Corp.

Godwins International Holdings Inc.

Hay/Huggins Co. Inc.

Hewitt Associates

A. Foster Higgins & Co. Inc./
Johnson & Higgins

Fred S. James & Co. Inc.-
Benefits Division

The Johnson Cos.

Laventhol & Horwath/Retirement
& Employee Benefit
Consulting Associates

MEDSTAT Systems Inc.

William M. Mercer Inc.

Milliman & Robertson Inc.

Pension Planning Co. Inc.

Martin E. Segal Co.

Touche Ross-Actuarial, Benefits &
Compensation Consulting Group

TPF&C

The Wyatt Co.

Braintree

National Insurance Advisory Services

Wakefield

Corroon & Black Corp.

Michigan

Ann Arbor

MEDSTAT Systems Inc.

Coldwater

COBRA Compliance Systems Inc.

Detroit

The Alexander Consulting Group Inc.
Buck Consultants Inc.
Coopers & Lybrand
Corroon & Black Corp.
Godwins International Holdings Inc.
Hewitt Associates
Fred S. James & Co. Inc.-
Benefits Division
William M. Mercer Inc.
Pension Planning Co. Inc.
Touche Ross-Actuarial, Benefits &
Compensation Consulting Group
TPF&C

The Wyatt Co.

Grand Rapids

Corroon & Black Corp.
Godwins International Holdings Inc.
William M. Mercer Inc.

The Wyatt Co.

Lansing

Corroon & Black Corp.

Minnesota

Eden Prairie

Corroon & Black Corp.
Lee Wenzel & Associates

Minneapolis

The Alexander Consulting Group Inc.
Coopers & Lybrand

COMP

Directory of

Safety Consultants

The Directory of Safety Consultants lists companies that
provide services or research for:

product liability < oecupational health « rehabilitation
OSHA compliance - industnal hygiene « ergonomics -

fire protection engineering * noise & vibration -
safety audits, evaluations & inspections « safety manuals,
newslettens, videos & films « training materials

Tlus BI Directory gives readers and advertisers a bonus
a fact filled issue and directory serving the commercial
Insurance community for a full year.

AD CLOSING JANUARY 4, 1989

O«Eness

New York: 212/210-0228

Chicago: 312/649-5276
Los Angeles: 213/651-3710

St.

Corroon & Black Corp.

Godwins International Holdings Inc.

Health Risk Management Inc.

Hewitt Associates

A. Foster Higgins & Co. Inc./
Johnson & Higgins

Fred S. James & Co. Inc.-
Benefits Division

William M. Mercer Inc.

Milliman & Robertson Inc.

Touche Ross-Actuarial, Benefits &
Compensation Consulting Group

TPF&C

The Wyatt Co.

Paul

Corroon & Black Corp-

Touche Ross-Actuarial, Benefits &

Compensation Consulting Group

Mississippi

Jackson

Corroon & Black Corp.

Missouri

Caruthersville

Corroon & Black Corp

Chesterfield

Benefit Consultants Inc.

Jefferson City

Corroon & Black Corp.

Kansas City

The Alexander Consulting Group Inc.
Fred S. James & Co. Ine.-
Benefits Division

William M. Mercer Inc.

. Louis

The Alexander Consulting Group Inc.
Corroon & Black Corp.
Godwins International Holdings Inc.
Arthur J. Gallagher & Co.
Hewitt Associates
Fred S. James & Co. Inc.-
Benefits Division
William M. Mercer Inc.
Milliman & Robertson Inc.

Risk Management Group Inc.
TPF&C

Montana

Helena

Corroon & Black Corp.

Nebraska

Omaha

Corroon & Black Corp.

Milliman & Robertson Inc.

Nevada

Las Vegas

Fred S. James & Co. Inc.-

Benefits Division

Reno

Corroon & Black Corp.
Fred S. James & Co. Inc.-

Benefits Division

New Jersey

Fort Lee

Kwasha Lipton
The Wyatt Co.

Lyndhurst

The Alexander Consulting Group Inc.
Laventhol & Horwath/Retirement

& Employee Benefit

Consulting Associates

Morristown

William M. Mercer Inc.

Newark

Coopers & Lybrand

Parisippany

Corroon & Black Corp.

Godwins International Holdings Inc.

A. Foster Higgins & Co. Inc./
Johnson & Higgins

Princeton

A. Foster Higgins & Co. Inc./
Johnson & Higgins

Saddle Brook

TPF&C

Secaucus

Buck Consultants Inc.

Short Hills

Fred S. James & Co. Inc.-

Benefits Division

Upper Montclair

The Wyatt Co.

New Mexico

Albuquerque

Corroon & Black Corp.
William M. Mercer Inc.

Smith Administrators Inc.

New York

Albany

Coopers & Lybrand
Corron & Black Corp
Continued on facing page
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Milliman & Robertson Ine.
Buffalo

Aldrich & Cox Inc.
Briarcliff Manor

Godwins International Holdings Inc.
Carle Place

The R.M. Consulting Group Inc.
Millwood

Second Opinion Consultants Ine.
New Hyde Park

Corron & Black Corp.
New York

The Alexander Consulting Group Inc.

Edward R. Beil Associates Inc.

Buck Consultants Inc.

Coopers & Lybrand

Corroon & Black Corp.

Godwins International Holdings Inc.
Hay/Huggins Co. Inc.

Hewitt Associates

A. Foster Higgins & Co. Inc./

Johnson & Higgins
Fred S. James & Co. Inc.-

Benefits Division
Laventhol & Horwath/Retirement
& Employee Benefit

Consulting Associates
William M. Mercer Inc.

Milliman & Robertson Inc.
Peat, Marwick, Main & Co.
Pension Planning Co. Ine.
Martin E. Segal Co.
Touche Ross-Actuarial, Benefits &
Compensation Consulting Group
TPF&C
Williams, Thacher & Rand
The Wyatt Co.
Rochester
Fred S. James & Co. Inc.-
Benefits Division
William M. Mercer Inc.
Syracuse
Coopers & Lybrand
White Plains
Arthur J. Gallagher & Co.-
Benefit Planning Services
William M. Mercer Ine.

North Carolina

Asheville

Business-Estate Underwriters Inc.
Cary

Corroon & Black Corp.
Charlotte

Corroon & Black Corp.

Fringe Benefit Review Inc.

Fred S. James & Co. Inc.-

Benefits Division

William M. Mercer Inc.

TPF&C
Hickory

Business-Estate Underwriters Inc.
High Point

Fringe Benefit Review Ine.
Raleigh

Corroon & Black Corp.

Fringe Benefit Review Inc.
Winston-Salem

Booke & Co.
Ohio

Cincinnati
William M. Mercer Inc.
Milliman & Robertson Inc.
TPF&C
Cleveland
Coopers & Lybrand
Hewitt Associates
A. Foster Higgins & Co. Inc./
Johnson & Higgins
William M. Mercer Inc.
Pension Planning Co. Inc.
Martin El Segal Co.
TPF&C
The Wyatt Co.
Columbus
Booke & Co.
Coopers & Lybrand
Corroon & Black Corp.
William M. Mercer Inc.
The Wyatt Co.
Dayton
Hewitt Associates
Worthington
Corroon & Black Corp.

Oklahoma

Oklahoma City

Corroon & Black Corp.
Tulsa

Fred S. James & Co. Inc.-Benefits
Division

William M. Mercer Inc.

Touche Ross-Actuarial, Benefits &

Compensation Consulting Group

Oregon

Bend

Corroon & Black Corp.
Eugene

Corroon & Black Corp.
Medford

Fred S. James & Co. Inc.-

Benefits Division

Newport
Corroon & Black Corp.
Portland
Corroon & Black Corp.
Godwins International Holdings Inc.
A. Foster Higgins & Co. Inc./
Johnson & Higgins

Fred S. James & Co. Inc.-
Benefits Division
William M. Mercer Inc.

Milliman & Robertson Inc.

The Wyatt Co.

Pennsylvania

Allentown

Johnson E. Mair Inc.
Blue Bell

Carl A. Posse & Co. Inz.
Conshohocken

Miller, Mason & Dickinson Inc.
Devon

Corroon & Black Corp.
Easton

Carl A. Curcio & Associates Inc.

Johnson E. Mair Inc.
Harrisburg

Corroon & Black Corp.
Fred S. James & Co. Inc.-

Benefits Division
Langhorne
The Johnson Cos.
Newtown Square
Risk Management Group Inc.
Philadelphia

The Alexander Consulting Group Inc.

Coopers & Lybrand

Corroon & Black Corp.

Godwins International Holdings Inc.

Hay/Huggins Co. Ine.

Hewitt Associates

A. Foster Higgins & Co. Inc./
Johnson & Higgins

Thomas L. Jacobs & Associates Inc.

Fred S. James & Co. Inc.-
Benefits Division

Laventhol & Horwath/Retirement
& Employee Benefit

Consulting Associates
William M. Mercer Inc.

Milliman & Robertson Inc.
Touche Ross-Actuarial, Benefits &
Compensation Consulting Group
TPF&C
Williams, Thacher & Rand
The Wyatt Co.
Pittsburgh

The Alexander Consulting Group Inc.

Buck Consultants Inc.

Godwins International Holdings Inc.

A. Foster Higgins & Co. Inc./
Johnson & Higgins

Fred S. James & Co. Inc.-
Benefits Division

William M. Mercer Inc.

TPF&C

Pottstown

Carl A. Posse & Co. Inc.

Puerto Rico

Hato Rey
Fred S. James & Co. Inc.-
Benefits Division
San Juan
William M. Mercer Inc.

The Wyatt Co.

Rhode Island

Cranston
Benefit Plans Northeast
Providence

Godwins International Holdings Inc.

South Carolina

Columbia
Corroon & Black Corp.
Fred S. James & Co. Inc.-
Benefits Division
Greenville
Business-Estate Underwriters Inc.

Corroon & Black Corp.

Tennessee

Chattanooga
Corroon & Black Corp.
Jackson
Corroon & Black Corp.
Johnson City
Corroon & Black Corp.
Knoxville
Corroon & Black Corp.
Fred S. James & Co. Inc.-
Benefits Division
Memphis
Corroon & Black Corp.
Fred S. James & Co. Inc.-
Benefits Division
William M. Mercer Inc.
The Wyatt Co.
Nashville
Corroon & Black Corp.
Fred S. James & Co. Inc.-
Benefits Division

William M. Mercer Inc.

Texas

Austin

Corroon & Black Corp.
Dallas
The Alexander Consulting Group Inc.
Buck Consultants Inc.
Coopers & Lybrand
Corroon & Black Corp.
Arthur J. Gallagher & Co.
Hewitt Associates
A. Foster Higgins & Co. Inc./

Johnson & Higgins
Fred S. James & Co. Inc.-

Benefits Division
William M. Mercer Inc.
Milliman & Robertson Inc.
Pension Planning Co. Inc.
Touche Ross-Actuar.al, Benefits &
Compensation Consulting Group
TPF&C
The Wyatt Co.
Fort Worth
William M. Mercer Inc.
Houston
Buck Consultants Inc.
Coopers & Lybrand
Corroon & Black Corp.
Godwins International Holdings Inc.
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Hewitt Associates
A. Foster Higgins & Co. Inc./.

Johnson & Higgins
Fred S. James & Co. Inc.-

Benefits Division
Wi

iam M. Mercer Inc.

Milliman & Robertson Inc.

Martin E. Segal Co.

Touche Ross-Actuarial, Benefits &
Compensation Consulting Group

TPF&C

The Wyatt Co.
San Antonio

TPF&C
The Woodlands

Hewitt Associates

Utah

Salt Lake City

Corroon & Black Corp.
Smith Administrators

Vermont

Colchester

Bushnell, Ducham & Co.

Virginia

Fairfax

Corroon & Black Corp.
Richlands

Corroon & Black Corp.
Richmond

The Alexander Consulting Group Inc.

A. Foster Higgins & Co. Inc./

Johnson & Higgins

William M. Mercer Inc.

Williams, Thacher & Rand
Roanoke

Godwins International Holdings Inc.

Washington

Seattle

Corroon & Black Corp

Godwins International Holdings Inc.

Hazlehurst & Associates Inc.

Hewitt Associates

A. Foster Higgins & Co. Inc./
Johnson & Higgins

Fred S. James & Co. Inc.-
Benefits Division

William M. Mercer Inc.

Milliman & Robertson Inc.

Continued on nert page

Tough on costs

How do you cut soaring healthcare costs

down to size?

At Efficient Health Systems, we put
every non-emergency hospital admission
through a swift, effective utilization review
before it happens. We slice away unnec-
essary surgical procedures. eliminate
costly inpatient admissions when out-
patient procedures can be substituted.
and delete extra time spent in the hospital.

And our EfficientCare™ Review is just
the start. To fill the needs of our diverse
clientele, we've developed a variety of
spedalized, cost-cutting services like large

programs. And we have a sophisticated

data management system to track your

case management, psychiatric review,
and substance/chemical dependence

EFFICIENT HEALTH SYSTEMS, INC.

1bugh on costs. Uncompromising on care

Chicago = New York - Atlanta - Los Angeles

results, so you know just how much
you're saving.

Efficient Health System's programs
have a proven, reliable record of paying
for themselves, many times over. How
many times? Give us a call, and we'll
be happy to discuss specifics or set up
an appointment.

Call Efficient Health Systems today
because it's time to give unnecessary
healthcare costs the axe.

312.967-7800
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Martin E. Sega- Co.
TPF&C
The Wyatt Co.
Spokane
Fred S. James & Co. Inc.-
Benefits Division
Yakima
Fred S. James & Co. Inc.-

Benefits Division

Wis-onsin

Fort Atkinson

Corroon & Black Corp.
Madison

Corroon & Black Corp.
Milwaukee

Con oon & Black Corp.

Godwins Interr ational Holdings Inc.

Hewitt Associazes
William M. Mercer Inc.
Milliman & Robertson Inc.

TPF&C

The Wyatt Co.

Wyoming

Cheyenne
Byerly & Co. Ini.
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Toy safety

Continued from page 1

The standards include more than
100 separate tests and design spec-
ifications to reduce or eliminate
potential hazards.

For example, a simply con-
structed plastic truck intended for
a 3-year-old may be subjected to as
many as 50 tests to determine its
durability and safety.

Mr. Thomson pointed out that
the TMA holds semiannual se-
minars to update its members on
safety standards and procedures
for testing toys.

Apart from ASTM F963, manu-
facturers consult their own refer-
ence materials when testing.

Steven Schneider, vp of corpo-
rate research and development at
Kransco Inc., the San Gabriel,
Calif.-based parent of Wham-0
Inc., said he relies on the "Human
Factors Design Handbook" pub-
lished by McGraw-Hill Inc. and
edited by Wesley E. Woodson. The

book provides such physiological
guidelines as the length of chil-
dren's arms at certain ages and
their grasping ability.

But, toy testing involves more
than completing a checklist of
safety requirements, Mr. Schneider
pointed out.

"The majority of us have kids,"
he said of Kransco staffers in-
volved in making sure that play-
things do not injure children dur-
ing the ravages of a
rough-and-tumble existence. Such
parental experience gives safety
testers the advantage of using

common sense in designing toys,
Mr. Schneider added.

"A lot of common sense and a lot
of pre-testing and observation" are
two of the company's testing hall-
marks, he remarked.

Fisher-Price Toys, an East Au-
rora, N.Y.-based division of The
Quaker Oats Co., also believes in
close observation of children at
play when testing toys.

When establishing reccmmended
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age ranges for toys, Fisher-Price
personnel watch children in a nur-
sery school give the products a
workout. Kids from several months
old to 9 years of age play with pro-
totypes and preliminary models of
toys while psychologists, designers
and engineers look on behind a
one-way mirror.

The staff also consults with ex-
perts outside the company when
evaluating the age-appropriate-
ness of a toy. Those experts in-
clude child-development special-
ists, physicians, psychologists and
parents.

Fisher-Price also subjects some
of its products to "life testing,”
which attempts to recreate the
conditions a under which a toy will
be used.

For example, its Chatter Tele-
phone pull toy is tested on a mov-
ing treadmill to "ensure that it will
withstand real-life conditions,”
said a spokeswoman. "It ensures

the toy will operate as it is in-
tended.”
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Fisher-Price is particularly con-
cerned about the safety of its prod-
ucts after it settled a 1973 lawsuil
last year for $2.25 million (B, Jun€
15, 1987). The settlement, one oj
the largest individual settlement.
ever by a toy manufacturer, ended
litigation filed by the parents of a

after swallowing a figurine that
was part of a Fisher-Price playset.

The amount of testing a toy re-
ceives depends on its complexity,
manufacturers agree.

All Wham-0 products are field-
tested, Mr. Schneider said. But,
"the profile of a Frisbee will not
get as much attention as a ride-on
vehicle," he explained.

control at Ohio Art Co. Inc. in
Bryan, Ohio, said: "We have a
number of products, around 200.
The (testing) time it takes depends
on the item. If it has only one or
two parts, naturally. it will take
less time than a large item."

Regardless of the toy design,
manufacturers say they push their
products beyond the limits re-
quired by the U.S. Consumer Prod-
uct Safety Commission.

"Whatever the standards are, we
go above them," Mr. Clarke said.
"For instance, if the standards say
a pull test for a toy should be 15
pounds, we go another five or 10
pounds."”

If a toy does not hold up under
testing conditions, it is scrapped or
redesigned, he added. "We find in
the research and development
stage a lot of times that the origi-
nal concept has to be changed." If
problems are encountered during
testing, Ohio Art "may change the
whole concept of an item," Mr.
Clarke said.

Waymon Whittman, president of
the Cadaco Division of Rapid
Mounting & Finishing Co. in Chi-
cago, said, "All our products go
through a vigorous testing proce-

dure.”

Mr. Whittman said that while the
company has never had to abandon
a toy because it did not meet safety
standards, he has seen products go
through extensive redesigns during
the 13 years he spent with CBS
Toys in New York.

At CBS, researchers would "con-
tinue to work on a product until it
met the standards. If a product was
good, we made every effort to cor-
rect the design."

At Mattel Inc. in Hawthorne,
Calif., the philosophy toward toy
safety is one that is "very, very
reactive" to consumer concerns,
stressed John G. Pinner, assistant
treasurer.

"Mattel is at the forefront of toy
safety,” Mr. Pinner said. "A lot of
the standards set by the CPSC
were actually Mattel standards,”
he said, referring to Consumer
Product Safety Commission stan-
dards.

He said the toy maker realizes a
monetary benefit from the practice
of reacting quickly to customer
complaints because it keeps claims

costs low.

Mattel's consumer affairs de-
partment handles complaints first,
and "the minute they realize there
is any damage, they immediately
turn it over to us,"” Mr. Pinner ex-
plained. "We contact the person to
find out what happened and try to
do whatever is possible to help

them.”

' In many cases, Mattel will settle
complaints quickly, offering to pay
medical expenses if a child is in-
jured by a toy, he said. Parents
with complaints may discuss their
concerns with toy developers at
Mattel.

But Mr. Pinner points out that
Mattel will not be pushed around.
"We take a tough stance if any-
body" tries to take advantage of
us, he remarked. "We will not let
somebody come in and try to get a
settlement just because we're a big
company.

"We try to be compassionate, but

Continued on next page



Continued from previous page
we also try not to be fools. Parents
know we care, and they also know
we will do what is just.”

Mattel's safety record "speaks
for itself,” Mr. Pinner said. "Mattel
has very, very few large claims on

The largest product liability
claim settled by the company re-
garding an injury caused by a toy
was less than $300,000, he said.

Mattel's product liability insur-
ance is underwritten by its Ber-
muda-based captive, Far West In-
surance Co., and Mr. Pinner pro-
claims the coverage is "the one line
[ make good money in. . . .Insur-
ance companies charge rates that
are absolutely terrible,” he said of
the commercial market.

Other toy makers have similar
sentiments regarding the premi-
ums commercial insurers are
charging for product liability cov-
erage.

"The only people | know who are
more screwed up than the shipping
limes are the insurance com-
panies," the TMA's Mr. Thomson
charged. "They know nothing
about the toy industry. They lump
together all the products, regard-
less of their safety records.”

Toys "have a safety record far
superior to anything else that is
brought into the household," Mr.
rhomson added.

Commercial insurers’ attitude

You can go to a
safety lab in Seoul
and you will see them
using our standards,

says Mr. Thomson.

towards toys was sufficient im-
petus for the TMA to establish its
own captive based in the Cayman
Islands. Toy Alliance Insurance
Ltd., managed by Delta Manage-
ment Corp., offers TMA members
$1 million in primary product lia-
bility insurance (BIl, April 18).

While most toy makers that mar-
ket products in the United States
have been extremely safety-con-
scious for many years, others-
especially those based in foreign
nations-do not have such a good
record, Mr. Pinner remarked.

However, the toy industry is at-
tempting to improve the safety of
toys coming from other countries
and stop the flow of un5afe play-
things into the United States.

Mr. Thomson of the TMA also
serves as president of the Interna-
tional Committee of Toy Indus-
tries, whose members represent
manufacturers in 14 other coun-
tries. In that capacity, he tours
safety-testing facilities in different
countries to consult and advise for-
eign toy makers.

The international organization is
an effort to standardize toy safety
among nations, Mr. Thomson ex-
plained. "For example, you can go
to Korea and walk into a safety lab
in Seoul, and you will see them
using our safety standards."

Back in the United States, the
CPSC and the U.S. Customs Ser-
vice participate in a joint effort
called Operation Toyland that is

aimed at seizing imported toys that
are unsafe.

CPSC Commissioner Anne Gra-
ham last month released the results
of the operation and declared,
"We're keeping record numbers of
non-complying toys out of the U.S.
marketplace.”

According to the CPSC, 380,000
toys were seized at U.S. ports from
June 1, 1987, through Sept. 30,
1987, and 891,000 more were con-
fiscated from Oct. 1, 1987 through
Sept. 30 of this year.

"The estimated retail value of all
these items is $4.1 million,"” Ms.
Graham said. "We feel this effort
should make the holiday season
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Toymakers denounce danger list

By MICHAEL BRADFORD

Toymakers bristle at the notion
that their products are unsafe and
not thoroughly tested.

The Consumer Affairs Commit-
tee of the Washington, D.C.-based
Americans for Democratic Action
released its 17th Annual Toy Re-
port earlier this year and the list of
toys the group considers unsafe has
caused some manufacturers to
Rearly blow their "tops."

"Just because some do-gooder
says something is bad doesn't mean
it is bad, said Ralph Clarke,
director of quality control at Ohio
Art Co. Inc. in Bryan, Ohio.

A spinning top manufactured by
Ohio Art made the ADA's "Break-
able Toys Can Become Dangerous
Toys" category.

According to the ADA report:
"The handle of this awful toy pulls
off to expose a sharp metal shaft.
One hates to think what would
happen if a child fell on this or if it
poked an eye."

However, Ohio Art's Mr. Clarke
said he wonders how the ADA
came to its conclusion. "Of all the
testing we do on that item, we have
never found that situation.”

Testing appears to be the bulls-
eye at which toymakers aim when
they level criticism of the ADA re-
port.

Waymon Whittman, president of
the Cadaco Division of Rapid
Mounting & Finishing Co. in Chi-
cago, said when he asked the ADA
which laboratory it used to test his
company's Skee Ball game, the
reply, was: "We don't have a lab,
we use a day-care center down the
street.™

Mr. Whittman argued that such
methods "are not a fair way to test
the product.”

The Skee Ball game, another sin-
gled out by the ADA as easily
breakable, "is so poorly con-
structed that it becomes a hazard
to small children,” according to
the ADA report.

Every component of the toy
"seems to break," releasing the
marbles inside the toy as a result,
the report added.

However,:in the 20 years the
product has been on the market,
"we've not had one single problem
or complaint,” observed Mr.
Whittman.

Judy Newman, coordinator of
the ADA committee that conducted
the study, confirmed that much of
the testing is done at the Kid's
Place, a day-care center in Beth-
esda, Md. Testing is also conducted
at a Montessori school in Chicago.

She defended the testing proce-
dures by pointing out that "we've
been doing this for 17 years and
the manufacturers use kidi; to test
toys all the time."

In addition to its pint-sized ex-
perts, the ADA enlists the help of
experts in fire safety, engineering
and other areas when needed, she
said.

Ms. Newman pointed out that
while the ADA does not believe
most toys are dangerous, it con-
tends that toy manufacturers are
not conscientious enough about toy
safety and are not adequately re-
gulated.

"The CPSC should tighten up its
standards," she said, referring to
the Consumer Product Safety
Commission, the federal agency re-
sponsible for monitoring toy safety
in the United States. "The toy in-
dustry knows that the CPSC is on
their side.”

A Dallas-based spokesman for
the CPSC said the agency reacts to
any allegations by the ADA that a
toy is unsafe. |

"We test it in our labs to make
sure it meets our guidelines," he
said, adding that test results for
products on this year's ADA list
are not yet available.

Mattel Inc., which like other toy-
makers considers itself at the fore-

front of toy safety, is not overly
concerned about the inclusion of
its Disney Snuggle Pals or Rock
Star Popples in the "Toys that
Burn" category of the ADA list.

"They passed every flammability
test that we gave them,"” said John
G. Pinner, assistant treasurer at
the Hawthorne, Calif.-based com-
pany.

"Some of these people, unfortun-
ately, when they do these lists are
going out and looking for things.
AnNnd they are probably not the
right things," he added.

Although he stressed that a po-
tentially flammable toy is certainly
an unacceptable hazard, Mr. Pin-
ner said, "I wouldn't look for flam-
mability as much as sharp objects"”
or other design flaws that could

harm a child during the course of
routine play.
The ADA also took on a summer-

Slip n' Slide on the market today is

an improved version of the product
that was first introduced in the

time institution with this year's 1960s.

list. The Slip 'n Slide, manufac-
tured by Wham-0O Inc. in San Ga-
briel, Calif., is burdened 'with a
"myriad of warnings" that indi-
cates that even "the manufacturer
obviously recognizes this number
is a potentially dangerous toy," the
report states .
Another problem, the report
claims, is that the Slip n' Slide "is
boring after the first couple of
rides. This leads the kid (or even an
adult supervisor) to start doing the

When Kransco purchased
Wham-0 six years ago, there was
no Slip n' Slide available, Mr
Schneider explained. The product

-had been taken off the market
years earlier after VW ham-0 settled
a wrongful death suit involving the
product.

Extensive testing led to a more
durable slide when it was reintro-
duced, according to Mr. Schneider,
and a safety checklist and warn-
ings were added.

things that lead to a dangerous sit- "Being on the hit list clearly

uation.”

Steven Schneider, vp of corpo-
rate research and development at
Wham-0's parent company, Kran-
sco Inc. in San Gabriel, said the

doesn't help,"” Mr. Schneider said
of the ADA list. "But we're talkinE
about a summer item and Mmost
people will have forgotten about it
come sprimg - 1
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O&O Su Fvey age of 5 25 years to close changed little from the 1987 survey, with 58 1% of the claims
The survey estimates that between $1 millron and $20 mil- closed through settlement 23 6% through litigation and
Continued from page 1 lion will be paid to claimants in 7 7% of the closed claims 18 3% of claims dropped by elaimants
porations, differs from the 1987 survey in focus and sample Other claim payments projected by the survey include less Risk managers can expect a double whammy in terms of
size than $20,000 to 6 5% of claimants, $200,000-$500,000 to 6 1% both claims severity and frequency, the 1988 survey says The
Unlike the 1987 survey, which polled 1,047 respondents, of claimants, $20,000-$50,000 to 5 1% of claimants, and survey estimates that "the overall annual increase in D&O
the latest survey did not poll hospitals, educational InStitU- $500,000 to $1 million to 4 7% of claimants claim frequency is somewhere in the range of 8% to 25%, and
tions, non-profit organizations and Canadian concerns The average claim severity continues to plateau at com- most probably m the range of 8% to 15% per year," with
Wyatt also dropped fiduciary liability insurance-related pames with a "fairly low asset size range," the survey points larger companies being hit by more D&O claims than smaller
questions to focus more clearly on the D&0 marketplace, out companies
explained Mr Boggs and Kenneth S Wollner, another Chi- For example, companies with assets of between $400 mil- 1988 survey respondents reported a total of 759 D&0
eago-based Wyatt consultant lion and $600 million reported the greatest percentage of claims between 1979 and 1987, including 157 D&O claims
Woyatt proJects that the average cost of a D&O claim made claims whose cost exceeds $20 million, the survey notes last year, a 36 5% increase from the 1987 survey Of the 759
in 1988, including defense costs, will increase 61 6% to more Part of the claim cost increase can be attributed to contin - claims, 470 claims had been closed at the time the survey was

than $3 million from the $1 8 million average total cost for ually rising defense costs, which are increasing 8% to 10% conducted

closing claims reported in the 1988 survey, which tracked annually Wyatt prolects the average cost of defending claims Corporations are being hit with claims from several

claims made in 1979-1987 made in 1988 will rise to $1 14 million, 60 8% higher than the sources "We're still a long way from settling down" to a
The survey projects that 60% of D&O claims will continue $693,000 estimated average cost for defending claims re- predictable pattern of D&O exposures, Mr Wollner said

to be closed without any payment to the claimant ported in the 1988 survey, taking into account the costs m - However, the greatest source of D&O claims continues to
The 1988 claims cost estimate is based on a projected aver- curred for defending claims that have since closed be shareholders The percentage of all D&O0 claims filed by

age annual cost increase of 10%, with claims taking an aver- The survey notes that disposition of closed claims has Continued on next page
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Continued from premous page There continues to be a strong correlation 56% increase over the highest coverage limit have "been frozen out" when they attempted
shareholders rose to 47% in the 1988 survey between a ccmpany's asset size and its D&O reported by a company in the 1987 survey to renew their policies and then decided they
from 40% in the 1987 survey claim frequency "The frequency of claims $141 million could carry on business without purchasing
Employee-initiated claims accounted for for companies with assets between $100 mil- Risk managers also have found that the D&0O coverage
the next highest percentage of claims- lion and $1 billion iS twice that of the com- rate of D&0 premium increases has slowed Overall, 1,269-or 74 39-of the 1988 sur-
21 5%-a decrease of nearly one-third from panies with less than $100 million Com- considerably compared with the 1984-87 pe- vey respondents reported purchasing some
31% reported in the 1987 survey panies with assets greater than $1 billion riod sort of D&0 coverage
One of the most significant exposures have twice the frequency of D&O claims of In an effort to chart the rising cost of D&0 Only 8% of the respondents to the 1988
faced by corporations stems from merger and those companies with assets between $100 insurance while also taking into account survey reported they did not carry D&O in-
acquisition activity More than 209 of the million and $1 billion," the survey reports other variables, such as corporate asset size, surance because of a lack of availability
claims filed by shareholders stemmed from Despite deteriorating claims experience, limits, corporate reimbursement deductibles compared with 18% of the 1987 survey re-
merger, acquisition, divestiture or tender risk managers are having an easier time and retentions above the deductible, Wyatt spondents
offer activities finding additional coverage and are paying developed a premium index Many companies in the 1988 survey thal
"The merger issue is now the single-largest only slightly higher premiums, the survey The index, with premiums in 1974 serving did not purchase coverage cited more than
issue for shareholder claims,” Mr Wollner reports as the base of 100, has fluctuated from a low one reason for going bare, with 49% report-
said Corporations of virtually every size re- of 54 m 1984 to a previous high of 682 in ing that the coverage cost too much
Public stock offerings, which accounted ported increases in their D&O policy limits 1987 Ironically, only 39% of the respondents to
for 2 4% of the D&O claims in the 1988 sur- For companies with $25 million or less in The index stood at 746 1n this year's sur- the 1987 survey, which was conducted dur-
vey, had been a much more significant rea- assets, the average D&O limit reached $5 9 vey, up 9 4% from the previous survey ing the midst of the most severe D&O0 avail-
son for shareholder claims, he said milhon in 1988, a gain of almost $1 million The average premium for companies that ability CrISIS in history, cited cost as a reason
Of the 1,080 respondents that reported from the 1987 average but still short of the purchased both corporate reimbursement for not buying coverage
some sort of merger, acquisition or divesti- 1984 average of $6 1 million and personal D&0 coverages was $432,389, Publicly traded corporations with more
ture activity during the five years preceding Corporations with assets of $25 million to while the average premium for companies than 500 stockholders were the most likely to
their response, 279-or 25 8%-reported one $100 million on average reported $68 mil- buying only personal coverage was $194,147 have D&O coverage 817, or 92 2%, of the 886
or more D&O claim The number of claims lion in limits, up from $6 5 million in 1987 The median premium for $1 million of pri- respondents in this class reported having
against the group involved in mergers to- but significantly lower than the $11 1 mil- mary limits for both types of coverage was D&O insurance
taled 616, or more than one claim for every lion average in 1984 $16,000, while the median premium for $10 In addition, 76 7%, or 174, of the 227 com-
two companies in the group Corporations with assets of $100 million to million of primary limits was $12,650 pames with no stockholders reported having
However, only 82-or 13 1%-of 627 com- $400 million reported an average limit of Utilities and petroleum companies re- D&0O coverage
panies not involved in mergers or related ac- $13 2 million, a gain from 1987's $12 5 mil- ported the highest median premiums for $1 And, 72 2%, or 26, of the 36 companies
tivities reported claims lion average but still below the $16 6 million million of primary coverage $24,250 and with more than 500 stockholders but nc
One company did not answer the question average limits in 1984 $24,200, respectively publicly traded shares reported purchasing
The next greatest percentage of D&O Companies with assets between $1 billion Mr Boggs emphasized that the report re- D&O insurance
claims filed by shareholders involved finan- and $2 billion reported they were able to ob- flects premiums for D&O insurance pro- Companies with fewer than 500 sharehold-
cial reporting, which accounted for 65% of tain an average of $27 2 million of D&O grams negotiated during the first quarter of ers and with no publicly traded shares are
those D&O claims limits in 1988, an increase of $3 5 million 1988, rather than the even lower premiums the least likely to have coverage Only 250,
Companies that reported an aftertax loss from 1987's $217 million average However, negotiated more recently, Mr Boggs empha- or 44 8%, of the 557 respondents in this class
during the last five years also were highly average 1987 limits were lower than the av- sized reported having D&O insurance
Both Messrs Boggs and Wollner said that The survey reported a direct correlation
parties for different reasons For companies with assets of more than $2 they have heard of rate reductions of 5% to between a company's asset size and the like-
About 32%, or 546, of the survey respon- billion, average limits reached $45 3 million, 20% from last year's rates for more recently lihood that It buys D&O insurance For ex-
dents reported an aftertax loss, and 25%, or an increase of $4 million over 1987's average renewed policies

susceptible to D&O claims filed by various erage of $31 3 million in 1984

ample, 93% of the respondents with assets 01
136, of those companies reported a total of but still less than 1984 average limits of However, Mr Boggs noted that a some- more than $10 billion reported they purchase
295 D&O claims $48 6 million what smaller percentage of 1988 survey re- D&O insurance But, only 46% of the respon-
However, businesses with assets of $400 spondents appeared to be carrying D&O in- dents with less than $50 million in assets re-
leading targets of D&O claims, with 30% of million to $1 billion reported that average surance than 1987 survey respondents ported having D&0O coverage
these respondents reporting such claims D&O limits dropped slightly to $185 million Although there was no overall average Utility companies were most likely to

However, another leading D&O target- in 1988 from $18 7 miillion in 1987 The 1987 computed for the 1987 survey respondents, carry D&O insurance, while transportation
banks and finance and leasing companies- figure also represented a drop of $6 5 million he pointed out, for example, that 90% of the companies and companies providing profes-
reported a drop in D&O claims 273% of from 1984 average limits banks in the 1987 survey reported carrying sional services were the least likely to carry
these respondents in the 1988 survey re- The Wyat consultants said this decline D&O0O insurance while only 85% of the 1988 D&O insurance, with only 56% of these re-
ported being hit with D&O0 claims, compared may reflect the relative lack of access to pol- survey respondents reported carrying the spondents reporting they have the coverage
with 36 6% in the 1987 survey icyholder-formed insurers by some midsized coverage And, 99% of the utilities in the

Meanwhile, more D&O claims are being corporations 1987 survey reported carrying the coverage Comes of "1988 Wyatt Directors and Offzcers
filed against utility companies 243% of The largest D&0 coverage limit reported while 96% of the 1988 utilities in the 1988 Llabdity Survey" by The Wyatt Co are
these respondents m the 1988 survey have in the survey-$220 million-were pur- survey reported they earned the coverage available for $400 from Dee Widner, The
Mr Boggs suggested that some companies Wyatt Co, Suzte 2400,303 W Mad;son St,
than $10 billion Those limits represented a that participated in the 1987 survey may Ch:cago, Ill 60606, 312-704-0600

INnsurance companies continue to be the

been hit with D&O claims, compared with chased by a company with assets of more
17 6% in the 1987 survey

1

D&O liability insurers find niches

CHICAGO-Directors and officers liability insurers ap- cies were Great American, with 56%, Lloyd's of London
pear to be increasingly reliant on niche underwriting to and other London market underwriters, 5%, Aetna, 37%,
stake out their territory, according to the latest Wyatt and New York-based Continental Corp , 2%

Co D&O liability survey Neither Great American nor Aetna were cited by enough

And, the creation of policyholder-owned insurers filled respondents to be included in the 1987 Wyatt survey
much of the gap in the excess D&O liability insurance Insurers that accounted for at least 2% of primary D&O0O
market created by the withdrawal in the mid-1980s of market premiums were Lloyd's and London underwriters,
many commercial underwriters anc reductions in limits with 6 7%, Aetna, 4 3%, and Great American, 4 3% Ber-
offered by other commercial insurers, the survey shows muda-based Corporate Officers & Directors Assurance Co

But, despite the emergence of some significant new play- wrote just under 2% of the primary D&O liability market
ers, the dominant primary and excess D&O insurers more premiums
than held their own during the 18 months between the 1987 On the excess side, Chubb led in number of policies,
and 1988 Wyatt surveys, noted Kenneth S Wollner, a con- with 14 7%, followed closely by AIG, with 13 6%, and Ber-
sultant with The Wyatt Co 's Chicago office muda-based policyholder-owned facility ACE Insurance

In addition, two underwriters stepped up to significant Co Ltd , with 12 4% Aetna, which did not enter the D&0O
market positions Great American Insurance Co of Cin- market until 1987, ranked fourth in terms of policies wnt-
cinnati and Hartford, Conn -based Aetna Casualty & ten with 8 7%

Other companies that wrote at least 5% of the excess

New York-based American International Group Inc re- policies were Bermuda-based X L Insurance Co Ltd , with
tained ItS position as the largest writer of primary D&O 6 6%, and Continental, with 6 0%
coverage in terms of premium volume, holding 327% of ACE was the leader m terms of excess D&O liability
the market It was followed by Warren, N J -based Chubb premium volume, with 16 6% of the market, followed by
Corp, which accounts for 20 8% of the market AIG, with 15 3%, and Chubb, with 10 8%

The fact that these insurers continue to command a sig- Other insurers writing at least 5% of the excess D&0O
nificant chunk of the market "seems to reflect the reluc- premiums surveyed were Barbados-based Energy Insur-
tance of corporations to change D&O carriers,"” Mr ance Mutual Co Ltd ,8 9%, Aetna, 8 8%, and XL,82%
Wollner said Mr Wollner noted that while policyholder-owned insur-

In terms of policy count, the leaders' positions were re- ers such as ACE and XL accounted for 44% of the total
versed Chubb wrote slightly more than 29% of all D&O excess D&O premiums in 1988, compared with nearly 50%
primary policies, while AIG issued 24 9% in the 1987 survey, the facilities remain strong

The disparity in pO11Cy count reflects Chubb's strength The 1988 report draws much the same conclusion re-
among companies with assets below $2 billion Chubb, for garding the primary market The 1988 report cites the
example, has almost twice as many policyholders as does creation of policyholder-owned facilities as the most im-
AlG among companies with assets of $100 million to $400 portant development of the past three years
million AIG, however, has more than three times as many The report also makes clear that despite the dominant
policyholders as Chubb among companies with assets of positions enloyed by AIG and Chubb, market segmenta-
more than $10 billion tion allows other D&O camers to carve out their own

Surety Insurance Co

Ranking third in terms of premium volume, with 17 1% niches based on the type of enterprise insured
of the primary D&0 market, was policyholder-owned Great American emerged as the most popular primary
Directors & Officers Liability Insurance Ltd of Bermuda D&O liability insurer of insurance companies, although
But because DOLI writes a relatively small number of risks AIG trailed it by a single percentage point
at relatively high premiums, it only wrote 4 4% of policies Among banking and finance companies, AIG was the top
Third in terms of primary D&O policy count was Chi- primary D&O liability insurer, but CNA followed closely
cago-based CNA Financial Corp, with 74% Yet CNA Chubb held a commanding lead among publications and
only wrote a 34% share of D&0O premiums, ranking It communications firms And, among utilities, DOLI was
eighth in terms of premium volume the primary D&O insurer of choice
Other insurers that wrote at least 2% of the D&O poli-

-By Mark A Hofmann .

Insurer offers guide
to D&O loss control

Few corporations have a loss control program for direc-
tors and officers liability despite the concern such expo-
sures cause corporate risk managers, according to a loss
control guide published by Warren, N J -based Chubb
Corp

In contrast, loss prevention programs involving employee
safety and fire prevention are well-established parts of a
corporation's risk management program, notes the 28-page
"Directors & Officers Liability Loss Prevention "

To provide corporations with D&O0O loss control informa-
tion, Chubb commissioned D&O attorney Dan A Bailey, a
partner in the Columbus, Ohio, law firm of Arter & Hadden,
to write the handbook Mr Bailey co-authored the recently
published fourth edition of "Liability of Corporate Officers
and Directors" (BIl, Oct 10)

In the Chubb handbook, Mr Bailey wiites that an effec-
tive D&O loss prevention program can accomplish several
objectives, including

» Reducing the liability exposures not only of directors
and officers but also of the corporation to the extent that
the corporation indemnifies losses incurred by manage-
rment

- Improving the corporation's ability to recruit and re-
tain qualified directors and officers

= Avoiding claims and litigation

< Enhancing the defense of claims

- Improving the corporation's ability to obtain favor-
able D&O insurance coverage at reasonable costs

The handbook also outlines corporate directors' and offi-
cers' responsibilities and points out ways to enhance loss
prevention

Some of the areas examined are the general principles
governing D&O liability, the selection of directors, the edu-
eation of directors, how directors should document actions
and how to deal with potential coriflicts of interest

In addition, Mr Bailey provides loss prevention guide-
lines for special risks, such as complying with federal se-
curities law and dealing with corporate. takeovers

Copies of the guide are available free of charge from
Chubb agents, brokers or branch offices, or' by writing
to John Coonan, Executive Protection.Department, Chubb
Corp, 15 Mountain View Road, Warren, N J. 070,60,

. '-,BO Marli A 4fof,han,i ,
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Asbestos claims data

Continued from page 2
Ulrich Jaeger said that "considerable

progress was made toward the setting up of
IRAS."

However, "before its final establish-
ment. . .we thought it advisable to make a
last effort to come to amicable terms with
the London market, since, after all, cooper-
ation would seem more sensible and pru-
dent than misunderstandings and confron-
tation," Messrs. Zeller and Jaeger added.

As a result of this initiative, a series of
meetings took place in London, the letter
added. These included:

- A meeting between "top executives of
the major European professional reinsurers
(and) top representatives of the London
Market Asbestos Working Party on Aug.
16."

The reinsurers included Zurich-based
Swiss Reinsurance Co.; Munich Reinsur-
ance Co. of Munich, West Germany; Am-
sterdam-based Netherlands Reinsurance
Group N.V.; London-based Mercantile &
General Reinsurance Co. P.L.C.; Cologne
Reinsurance Co.; and Gerling Global Rein-
surance Co. A.G. of Cologne, West Ger-
many.

- A three-day working session between
European and London claims managers in
mid-September.

= A second meeting of top executives on
Oct. 11.

"We concluded from these very construe-
tive discussions that all information and
documentation which needs to be given to
reinsurers/retrocessionaires is, in fact,
available in London and we received firm
commitments that it will be put at our dis-
posal,” the letter said.

Therefore, the need for IRAS "as origi-

nally proposed might be superfluous," the
letter added.

Basic information related to asbestos
bodily injury losses paid by London un-
derwriters will be made available through
Toplis & Harding (Market Services) Ltd.,
according to Mr. Jackson.

Toplis & Hardig. (Market *Services), a
subsidiary of T6plis & Harding (U.K.) Ltd.,
was 'set-up in i984'to gather asbestos claims
informatién for London underwriters.

Initially, as many of the attorneys' re-
ports relating to asbestos claims settle-
ments were privileged and confidential,
T&H was used to circulate the reports to
underwriters in the London market so that
unauthorized parties did not obtain the in-
formatien.

"Tol)lis & Harding is the appropriate
source for information to flow to retroces-
sionaires as many underwriters do not have
the information required to respond indivi-
dually," said Phil Frost, who is in charge of
coordinating asbestos information at T&H.

Mr. Frost hopes to present reinsurers and
retrocessionaires with detailed information

ably asking for is information which gives
them a much greater understanding of the
original claims process, particularly with
regard to wordings and original triggers of
coverage,”" he noted.

However, both Mr. Jackson and Mr. Frost
stress that Toplis & Harding has no au-
thority to act or negotiate on any London
underwriter's behalf.

T&H simply will act as a provider of in-
formation, said Mr. Frost.

"Vle have not negotiated on anybody's
behalf and it will still be up to the individ-
ual ceding companies or syndicates to make
their own claims presentations through the
normal channels," Mr. Jackson stressed in
his letter.

"As asbestos claims matters are so com-

plicated, there does not seem to be any

'As asbestos claims matters are so complicated, there does

not seem to be any practical alternative other than through

this central provision of basic claims information,' says Robin

A.G. Jackson in his letter, adding that 'a number of other
major reinsurers will likewise wish to become involved.’

relating to claims involving Owens-Corning
in the next week or so.

If the reinsurers and retrocessionaires are
satisfied with the initial presentation, Mr.
Frost plans to compile similar claims infor-
mation regarding other accounts.

The plan is to produce basic information
on all accounts involving London un-
derwriters to the major reinsurers so that
"when individual claims notices are made
from the London market, they (reinsurers)
would already be in receipt of general in-
formation on the accounts in question. It is
hoped in this way that the amount of spe-
cific information required from the ceding
companies or syndicates will be very signi-

ficantly reduced,"” Mr. Jackson said in his
letter to London underwriters.

"What the reinsurers are not unreason-

practical alternative other than through
this central provision of basic claims infor-
mation,"” he noted, adding that "a number
of other major reinsurers will likewise wish
to become involved.”

However, Mr. Jackson said he hopes that
"when these major players are satisfied
with the information and documentation
given under individual accounts, other
reinsurers who have been standing by wait-

ing for inspiration will likewise be satis-
fied.”

Meanwhile, London excess-of-loss rein-
surance brokers, who Mr. Jackson hopes
will "lend some of their claims staff to the
Toplis & Harding office," are cautiously
welcoming the initiative.

Richard Rutty, a director of Winchester
Bowring Ltd., expressed "guarded opti-

mism (that) this could be an important step
to resolve the situation during 1989."

"We are glad that everyone recognizes
that there is a need for more information to
be made available and the sooner the bet-
ter," agreed David Turner, a director of the
non-marine division of E.W. Payne (U.K.)
Ltd.

Hiwever, Mr. Turner still is concerned
about the confidentiality aspect involved in
releasing so much information.

"If we release th6 wrong inforn<ation,
where does that leave us?" he asked.

In addition, both brokers pointed out that
providing information to reinsurers is only
one point of contention between London
market cedants and their reinsurers.

Disputes over contract wordings and
technical clauses still will have to be re-
solved on an individual basis, they noted.

Indeed, Messrs. Zeller and Jaeger wrote
in their joint letter last month that "there is
still the question of the aggregate extension
clause and other matters to be considered.
As i. has become clear that no overall solu-
tion will be possible, all parties involved
will have to deal individually with their
own contracts.”

For example, London underwriters and
their reinsurers cannot agree on the extent
to which asbestos losses should be aggre-
gated.

According to London underwriters, ag-
gregate extension clauses on reinsurance
contracts allow a ceding underwriter to add
together all claims paid to one policyholder
under one aggregate policy and treat it as
one loss. Claims paid to another policy-
holder are treated separately as another
loss (BI, Jan. 25)

However, wordings of aggregate exten-
sion clauses vary considerably from policy
to policy and a definition of how the clause
works has not been agreed upon by the
London market and their reinsurers.

In addition, the reinsurers claim such ag-
gregation is only possible if each underly-
ing contract has similar aggregate clauses,
making it necessary to examine every un-
derlying policy.
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Several insurers-including Travelers-had been
warned of possible violations of Proposition 103

Continued from page 2
the controversial voter-approved
law (BI, Dec 12)

The court continued the stay on
enforcement of Proposition 103's
20% "insurance charge" rollback

provision and a provision that calls
for the establishment of a

non-renewal provisions, but'Travelers is the only
company that has told us they want to withdraw
from California,' Ms. Gillespie said.

non-profit insurance consumer
protection corporation until the sition 103 for issuing blanket non- tions of Proposition 103 non-re-
court makes a final ruling, which renewals in a particular insurance newal provisions
Ls expected by spring line The company had earlier an- "Travelers is the only company
Proposition 103, narrowly ap- nounced it was withdrawing from that has told us they want to with-
proved by California voters in the the auto and homeowners insur- draw from California," she said
Nov 8 general election, requires ance markets in California and a Other insurers have announced
insurers to roll back for one year portion of the state's small-busi- plans to stop writing new business
almost all property/casualty insur- ness liability insurance market but in some lines, but none plans to
ance charges to 20% below No- modified that decision last week to withdraw from the state or from
vember 1987 levels The law also include only auto insurance particular lines of coverage be-
establishes a prior approval system Sen Robbins also warned that cause of Proposition 103, she said
for setting property/casualty in- Travelers may be subject to severe
surance rates, allows state-char- penalties under the proposed S B tified at the hearing that she would
tered banks to sell insurance and 103, introduced Dee 5 by Sen issue a cease-and-desist order
makes the insurance commissioner Robbins, which would fine insurers against Travelers "probably in
an elected post that fail to renew at least 10% of early 1989 " The order would force
During Wednesday's hearing be- policies in a particular line up to the company to renew nearly all of
fore the Senate Committee on In- 50% of the premium volume they its existing auto policies
surance, Claims and Corporations, would have collected on the line "We will always give a person an
Chairman Alan Robbins, D-Los (Bl, Nov 28) opportunity to change their
Angeles, said he was disappointed In Travelers' case, the penalty minds,"” Ms Gillespie said But she
with the Insurance Department's would amount to about $25 mil- added she had no information that
handling of Travelers' decision to hon, he said Travelers would change ItS pOS1-
withdraw from the California auto However, Ms Gillespie said the tion
Insurance Department already has But Sen Robbins and Sen Cecil
Travelers is the first insurer to warned several insurers-includ- Green, D-Norwalk, insisted that
be in apparent violation of Propo- ing Travelers-of possible viola-

State regulators

Continued from page 2
While automobile insurance rates are the most

The insurance commissioner tes-

insurance market

Continued on next page

and the public is only focusing on cost now, he said

Ohio Insurance Director George Fabe said com-
pressing concern, the lowa proposal would apply to plaints about high auto insurance rates prompted his
any line of property/casualty insurance, he pointed department to hold hearings earlier this fall in seven
out cities By March, a broad-based task force IS expected

His strong reaction to voter-approved Proposition to report its findings, which could result in legislative
103 in California stems from his "paramount” respon- proposals, if needed
sibility of preventing the approximately 250 insurers "The industry right now feels it is operating under
domiciled in lowa from becoming insolvent, he ex- the gun,” Mr Fabe said
plained Among those insurers is Des Moines-based An Ohio state representative has said he plans to
ALLIED Mutual Insurance Co , which generates more introduce legislation based on Proposition 103 when
than 25% of its annual premium from California risks, the state's Legislature reconvenes M January (BI, Nov
he said 28)

If lowa adopts the proposal, insurers domiciled in Maryland Insurance Commissioner E Susan Kellogg
that state would be responsible for bringing money- has taken steps since taking office in mid-July to help
losing operations to Mr Hager's attention "so that an consumers be heard and educated, she said A written
orderly withdrawal may be undertaken," according to acknowledgement of a consumer's complaint is now
the draft proposal mailed within 48 hours, she said

Mr Hager plans to study the legal and economic im- In addition, she plans to help educate consumers by
pact of various actions and make a decision early next writing a newspaper column on insurance issues that
year about whether to implement the proposal will be available free of charge on a regular basis

Mr Hager's proposal IS the strongest regulatory re- beginning in mid-danuary
sponse to Proposition 103 announced to date In addition, Ralph Nader has said personal lines

And, some observers say that if other states follow rates should be lowered in Maryland, among other
his lead, the argument for federal rather than state states
regulation of insurer solvency may be bolstered, be-
cause of conflicting state regulations For example, pects auto insurance-related legislation to be intro-
while lowa would require its domiciled insurers to pull duced in the next year in light of remarks made by an
out of a state, such as California, California may re- lllinois consumer group
quire those insurers to continue writing in the state Meanwhile, regulators in four other states-New

Proposition 103 has "heightened people's attention,” York, New jersey, Tennessee and North Dakota-do
said newly elected NAIC President David A Gates, not anticipate any Proposition 103-type legislative
Nevada's Insurance commissloner proposals to be introduced
"Anything like that (Proposition 103) makes you
pected to vary widely among the states, depending look at your own system," said New York Superin-
primarily upon the climate for auto insurance in each tendent James Corcoran However, he does not antici-
state, Mr Gates said pate the need for change because state legislators

Regulators from five states-Colorado, Ohio, Mary- app6ar to be -quite pleased" with New York's no-fault
land, Nevada and lllinois-expect that legislators will system Rate increases have not exceeded 5% annually
introduce Proposition 103-type bills relating to auto during the past decade, he said
insurance m their states, either to deal with an ongoing A key component of New York's system was passage
issue or to hop on the Proposition 103 bandwagon

Colorado Insurance Commissioner John Kezer said soft-tissue inluries, he said
dissatisfaction with high auto insurance rates in his As a result, auto accident-related litigation is now
no-fault state prompted his office to develop proposed down 80% compared with 1977, he said
legislation designed to curb skyrocketing auto repair Auto rates are not an issue in Tennessee or North
rates and medical costs stemming from auto accidents Dakota, state regulators say

One proposed measure would establish a medical fee Ruial states don't face problems with auto insurance
schedule for the treatment of automobile accident vic- but with health insurance, said North Dakota Insur-
tims and would discipline medical providers for fraud- ance Commissioner Earl Pomeroy, who defeated Mr
ulent billing or unnecessary treatment Another pro- Corcoran in the NAIC vp election
posal would require prompt communication between

In lllinois, Insurance Director John Washburn ex-

However, the fallout from Proposition 103 is ex-

of amendments in 1979 that limited lawsuits for most

Mr Pomeroy noted that "it was a very nanow win"
medical providers and insurers to reduce controversies for Proposition 103 proponents in California He said

about claims he does not think that the California vote will create a

Insurance-related costs are only one aspect of the legislative mandate for auto insurance reform nation-
problem, Mr Kezer said Education and accident pre- wide
vention are also very important, he said None of the regulators interviewed expect insurance
The insurance industry also has obtained a sponsor reformm advocates to launch a ballot initiative in their
m Colorado for its proposals that seek to lower con- states
sumer costs by reducing mandatory auto insurance
limits and trimming the state-required benefits for ac- tives, according to the Washington, D C -based Coun-
cident victims eil of State Governments, a non-partisan research arm
The insurers' proposals are "obviously designed to for state officials that is funded by all 50 states Those
thwart the Proposition 103-type approach,” Mr Kezer states are Alaska Arizona, Arkansas, California, Col-
said orado, ldaho, Maine, Massachusetts, Michigan, Mis-
"Maybe the impact of what happened in California souri, Montana, Nebraska, Nevada, North Dakota,
will be to move us off the dime and cure our iner- Ohio, Oklahoma, Oregon, South Dakota, Utah, Wash-
tia," he said ington and Wyoming The District of Columbia also
"It's a balancing act between cost and protection,” allows for ballot initiatives -

The constitutions of 21 states allow for ballot initia-

Business Insurance, December 19, 1988 / 67

Update

Antitrust case dismissal sought

Contznued from page 2
The defendants deny that their actions constituted a boycott, as

alleged in the suit The McCarran-Ferguson Act, which grants in-
surers limited exemption from federal antitrust law, prohibits the
industry from boycott practices

The defendants said m a separate motion that the suits should be
dropped because state insurance departments aporoved the Insur-
ance Services Office Inc 's claims-made commercial general liabil-
ity insurance form The suits contend the defendants conspired to
ehminate occurrence-based hability coverage

Reinsurers named in the suits filed a motion arguing they should
be dropped from the suit because they do not have a direct relationship
with polleyholders Also, foreign reinsurers filed a motion claiming they
are not subject to U S antitrust laws

Other defendants filed motions claiming there 15 insufficient evi-
dence to name them as co-conspirators

Earlier reinsurance write-offs

NEW ORLEANS-Ceding msurers will have to write off a per-
centage of remsurance recoverables next year followmg approval by the
National Assn of Insurance Commissioners of a subgroup's recommen-
dation

The proposal imposes at least a 20% penalty to surplus on undis-
puted remsurance from authomed remsurers if the remsurance is more
than 90 days overdue according to the terms of the contract The mea-
sure also requires ceding Insurers to write off 10% of all remsurance
balances from a remsurer that is determined to be a slow payer under a
formula contained in the recommendation

A Mchigan Insurance Department official described the measure

s "very strong medicine" for a senous problem

Regulators want to prevent insurer and reinsurer insolvencies by con-
trolhng ceding insurers' ability to take credit for remsurance (BI, Oct
31)

Train crash loss insured

LONDON-The Bntish Railways Board has a package property/ca-
sualty insurance policy with separate limits of 25 million pounds
($455 million) to cover property losses and hability claims stem-
ming from last week's London train crash, which killed 33 people
and injured more than 100

The pohcy is led in the London market by Royal Insurance (U K)
Ltd, Sun Alliance & London Insurance PLC and Prudential As-
surance Co Ltd, each of which has a 12 5% share The coverage
was placed by Sedgwick U K (London) Ltd

British Rail has a deductible of 75 million pounds ($13 6 mil-
hon) for any one loss or senes of claims ansing from one occurrence
plus 10% of each physical damage or habillty claim, up to a maxi-
mum of 5 millton pounds ($9 1 minion) annually

British Rail has conceded habillty for the Dec 12 accident, which
mvolved two crowded commuter trams and an empty train

Stiffer safety penalties urged

WASHINGTON-The limited criminal sanctions against employ-
ens under federal safety and health laws should not pre-empt states'
rights to prosecute employers on criminal charges when employees are
killed on the job, says a Justice Department official

In several lawsuits regarding the death or serious injury of em-
ployees m the workplace, state courts have overturned criminal convic-
tions of employers on the grounds that the federal safety law pre-
empted the convictions (Bl, May 23, July 25)

"We see nothing in the (Occupational Safety and Health Act) or
its legislative history which Indicates that Congress mtended for the
relatively limited cnminal penalties provided by the act to deprive em-
ployees of the protection provided by state criminal laws of general
apphcability,” wrote Assistant Attorney General Thomas M Boyd m a
letter to a House Government Operations subcommittee

Mr Boyd also wrote that the Justice Department would "be happy to
see an mcrease m the period of imprisonment authorized for a criminal
violation of OSHA safety standards" and recommended that crimmal
sanctions be expanded "tO include violations which lead to serious in-
juries" of employees

Under federal safety laws, federal prosecutors can file misdemeanor
criminal actions against employers only when a worker IS killed m the
workplace The maximum fine under the laws is $500,000

Briefly noted

Anglo-American Insurance Co. has been ordered into conser-
vation in Louisiana after belng found msolvent by $56 mLlion as of
June 30 Georgia regulators suspended Louisiana-domiciled Anglo-
American's license Dec 2 (BIl, Dec 12) Anglo-American is sche-
duled to appear at a hearing today to show why it should not be placed
in rehabilitation in Louisiana The Pollution Liability Insurance
Assn. will not issue new remsurance as of Jan 1 However, PLIA-a
voluntary group of 14 insurance companies-is not disbanding, said
Thomas Knowlton, PLIA president London market sources say
Minet Holdings PLC w11 accept a75 million pound ($13 6 mililion)
offer by ItS professional hability insurers to end litigation over losses
related to Lloyd's of London syndicates once managed by PCW Under-
wnting Agencies Ltd A DeKalb County, Ga, Superior Court judge
has lifted temporary receivership and temporary restraining orders
against TRT Associates Inc and several other firms headed by Alan
Teale However, the order enjoins Mr Teale and his companies from
transacting business on behalf of Victoria Insurance Co Ltd and
restrains Mr Teale from actmg as an insurance agent until he proves he
is heensed in Georgia A federal grand jury in New York has indicted
former American Centennial Insurance Co managing general agent
John A. Kraeutler on wire fraud and conspiracy charges related to his
alleged diversion of remsurance premiums paid by utility Industry cap-
tive Associated Electric & Gas Insurance Services Ltd



lespie must decide whefth_er she will defend the voters' will as Press, a Travelers vp
Continued f ) a soon-to-be elected official Travelers continues to oppose Proposition 103 and will
ontinuedirom previous page "I don't think you have any choice but to go before the continue to work toward a more responsible solution,” Mr
the department take action sooner court and support the rate rollback,"” Sen Robbins said Press told the committee
"l can't accept that Jou, as the head of the department, The committee's legal counsel has issued a preliminary Travelers made an aftertax profit of only $765,000._....-
won'tuphold the law,™ Sen Green said . opinion that the insurance commissioner no longer is subject cluding investment income-on gross premiums of $154 mil-
Ms Gillespie oblected strongly to his comments, saymg the to control by the %overnor who, prior to the passage of Fropo- lion-from California auto insurance from 1985 through
department was following ItS usdal process of warnings fol- sition 103, appointed the insurance commissioner, he said 1987, he said
'ovéed by e,,”f:rcem:nt Its already under way, Senator It's A November letter filed with the Supreme Court on behalf Under Proposition 103's rate rollback, the company would
underway,” she sal ) ) o of Ms Gillespie and Gov Deukme]ian had urged that the lose $3 7 million in the first year, he said That level of loss is
But, pushed by the legislators, Ms Gillespie said she would justices stay all provisions of Proposition 103 while It was "unacceptable,” he said
be "happy" to issue the order against Travelers at an earlier under court review However, the letter did not indicate Travelers reserves its n%ht to challenge any order from the
date A written statement subsequently released bg/ the In- whether the state officials would back the proposition before Insurance Department 1o stop ItS withdrawal from the auto
surance _Departmﬁant said the order would be issued "by the the court insurance market, he said
ene o_f e mo_nth ) . , .| m aghast that the governor hasn't asked the coirt to The compan% has about 25,000 auto policyholders in Cali-
‘While Ms Gillespie acquiesced to Sens Green's and Rob- implement all of Proposition 103 |mmed|atel¥, tes tified fornia or less than 0 5% of the market, Mr Press said
bins' demands to speed up action against Travelers, she re- Harvey Rosenfield, chairman of Voter Revolt to Cut Insur- Sen Robbins commented that the company's legal position
fused to respond to lawmakers' insisience that she take a ance Rates, the group that promoted Proposition 103 "sounds like something out of 'Alice in Wonderland ' " If
St"’:”d on the constitutionality of the rate rollbacks _While Mr Rosenfield said he has been encouraged by Ms taken to its extreme, the position could mean that any insurer
That decision is going to be made at the level of the attor- Gillespie's general ap?roach to the new law, its implementa- could excuse itself from any line of insurance for fear it may
ney general and the governor," she said "l have seen nothing tion is not happening fast enough " lose money under Proposition 103, he said, despite the non-

Proposition 103

administration and took orders from the executive branch

from the attorney general or the governor” on the rollback
She also argued that she was part of the Deukme]1an

On that point, Sen Robbins scolded the insurance commis-

"We need immediate enforcement,” he said

Meanwhile, a Travelers representative defended tie in-
surer's decision to not renew auto policies in the state

The insurer believes that the part of Proposition 103 that "George Bush is going to be President and Proposition 103

sioner "You belong to Roxani Gillespie George Deukmelian restricts non-renewals in certain cases does not app
is the governor," he said, adding that at some point Ms Gil- policies in force prior to the initiative's passage, said
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renewal provisions in the law

Travelers seems to be avoiding the fact that the vote last
month has set the initiative into law, Mr Rosenfield said

I';_({to auto is the law It's not in their hands anymore," Mr Rosenfield
ussell said

Pension integration changes

Continued from page 1
Experts point out that the reason the IRS had to give employers

0 more time to amend their pension plans to comply with the pension

integration provisions in the 1986 tax law was the IRS' failure to
meet congressionally imposed deadlines for issuing rules that ex-

» plained how employers are to comply with the tax law provisions

When Congress passed the Tax Reform Act of 1986, which called

. for changes in the way employers integrate pension benefits with
,: Social Security, it ordered the IRS to come up with final regulations

governing the integration provisions by Feb 1, 1988 Presumably,

- that would have given employers sufficient time to amend their
- plans

But the IRS, which has had its hands full coping with other legis-

- lative and regulatory issues, waited until Nov 15 to publish the

integration rules
In addition, the IRS has not published several other regulations-

- such as those relating to non-discrimination, minimum participa-

tion standards and coverage requirements-that will be essential
to guide employers in redesigning their pension integration for-
Inulas

And, even if all those regulations had been published, employer
lobbying groups said it would have been virtually impossible for
companies to redesign their pension programs and communicate
those changes to employees in six weeks

"To have Just a few weeks to come up with a design for the pen-
sion plan of the 19905 would have been absurd,"” said Frederick Ru-
mack, director of tax and legal services for Buck Consultants Inc in

- New York

Without IRS relief, employers would have been in a terrible di-
lennma

Companies could have rushed to |
redesign their plans to meet the
Jan 1 deadline But, if the com-

The time allowed to

pany discovered, after all the '‘come up with a
needed regulations were pub-
lished, that the integration for-
mula that it adopted was more
generous than necessary, it could
not take away benefits accrued
after the new plan changes took
effect. However, the employer
could amend its plan to reduce future benefits

Companies also could have "frozen" their pension plans and tem-
porarily ceased accruals until more IRS rules were published But
such freezes, for calendar-year plans, would have haki to be put m
place and announced to employees by Dec 16, a difficult-if not
impossible-deadline

Other courses of action, such as sticking with a current formula
that would have been barred by the 1986 tax law, could have ex-
posed employers to the risk of lawsuits by plan participants, con-
sultants said

But, under the IRS notice, employers can wait for the IRS to
issue additional rules and then redesign their plans without poten-
tially adverse consequences-s long as the IRS gives employers
enough time after issuing the additional rules to make necessary
plan changes.

For example, under one relief mechanism made available by the
IRS, an employer generally would have until March 31 to adopt an
amendment specifying that benefits accrued for service beginning
Jan 1 would be based on a plan design and integration formula
that the employer adopts later in the year

Employers sponsoring pension plans that use the so-called
"elapsed time" method to credit participants' service would have
until May 31 to adopt this amendment

However, employers adopting this amendment and then extensi-
vely delaying plan changes could face some communications prob-
lems with employees.

For example, employers, in the absence of adopting new bendfit
formulas, would be unable to tell employees in their annual benefits
statements, which often are distributed in the spring, what their
proJected retirement benefits would be

"What does the employer tell its employees? It is a real communi-
cations problem,"” said Wyatt's Mr Raskin, adding that companies
might delay issuing the statements

Other options offered by the IRS include allowing employers to
allow non-highly compensated employees to accrue benefits during
1989 under its old integration formula or under the formula it later
adopts, whichever produces the larger benefit

pension plan of the
1990s' was absurd,
says Mr. Rumack.



St. Nick cautions in verse

It's goi

By MYRON M. PICOULT

Special to Business Insurance
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the property/casualty insurance industry
through rhyrne and verse. As has been the
case twice before, we have been drawn to
lii- =- Clement Clarke Moore's
I _ classic poem, "A Visit
I,- From St. Nicholas.”

N—jlllll As noted in our last col-

property/casualty insur-
ance industry is a sick in-

dustry. It is sad and dis-
concerting that it has

shown the propensity to
shoot itself in both feet.

Mr. Picoult Indeed, the famous Almost
Donothing, chairman of
Nearly Defunct Fire & Casualty Insurance
Co., found that the industry was not able to

pull the wool over St. Nick's eyes:

'Twas the night before Christmas
And the books had been closed,

At Nearly Defunct Fire & Casualty
The night watchman dozed.

But Almost Donothing,
The firm's CEO,

Was pondering over
His last LBO.

No visions of sugar plums
Danced in his head.
He saw reinsurance-

Recoverables instead.

He viewed see-through buildings,
Reserves faUing short,

Many devalued bonds. . .

Oh, his business was fraught,

With botches and bumbtes
And balance sheet trouble;

He sank in his chair,
Which made his chin doublel

He pulled out his kerchief

Myron M. Picoult is senior up and senior
insurance analyst with Oppenheimer & Co.
in New York. He is the past president Of the
Assn. Of Insurance & Financial Analysts and
a member of the New York Society Of
Security Analysts.

Afraid of this trap,
And wished he were taking

A long winter's nap.

When in the boardroom
There arose such a clatter,

He jumped to his feet
To see what was the matter.

That's where the office
Party had been,

Though their budget this year
Was a little bit thin.

And amongst the remains
Of this holiday cheer,
Was a miniatz.re sleigh
And eight tiny reindeer.

Donothing was sweating;
His face was on fire.
"l think i

's about time

That | should retire.”

For sitting at the table
Impeccabty dressed
Were Dasher and Dancer

And you know the Test.

He sank to his knees;
He lost his endurance.
"l know it's St. Nick,

But he's into insurance?”

The reindeer were nodding
Agreement and, then,
Donothing heard scratches
From a marker pen.

He looked up and clutching
His hand to hi: heart,

He saw Santa standing
Before a pie chart.

He talked fluently
And looked rather astute,

Dressed head to toe

In a red pin-striped suit.

His eyes, how Ilhey sympathized;
His mouth, how it frowned,

As he spoke of the company
Soon to be drowned.

He had a kind -face

And a CEO's betty,

Which shook when he pointed,
Like a bowl fult of jelly.
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Nng to get worse’

"Here's taxes, here's dividend-
Payouts," he called.

"These cash flow disturbances
Have me appatted.

"Assessments are rising,
And, also, I't mention
The problem we're having
With higher retentions.”

Donder lifted his brows,
"Surplus growth's slowl"
Santa nodded, "You don't
Have to tell me, | know."

"Prop 103 will cut-
Rates," added Blitzen.
Comet said, "Yeah,

If the company had listened.

"They'd use capital wisely.
They woutdn't just grow."
And Santa said quietly,
"Woe, woe, woel"

At this point Donothing

Fell down on his knees.

He puNed Santa's suspenders.
He begged pretty please.

"Where are my presents?
Where is my gift?

Can’'t Santa Claus

Give my company a lift?"

"This is no Christmas party,"”
Said Santa. "l guess-
Not even St. Nick

Could get out of this mess.

"And deregulation
WiN be probtematic,
Especially if you think

Now is erratic!™

And laying a finger
Aside of his nose
And giving a nod,

The reindeer aU rose.

The anttered vice presidents
Fited out of sight

As Almost Donothing

Was stricken with fright.

And St. Nick called out

From the door where he stood,

"It's going to get worse. . .

More than you even thought it could.” |
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Insurance industry stock declined last week
as the Business /nsurance stock index fell 4.8
points to 435.8 on Dec. 15 from 440.7 on Dec.
8. Advancing issues were led by United Fire &
Casualty Co., up 4.3%; The Hartford Steam
Boiler Inspection & Insurance Co., up 4.2%;
Statesman Group Inc., up 4.2%; Navigators
Group Inc., up 3.9%; and Fremont General
Corp., up 2.0%. The largest declines were re-
ported by Kansas City Life Insurance Co., down
11.3%; Siebels Bruce Group Inc., down 6.4%;
USF&G Corp., down 4.9%; Frank B. Hall & Co.
Inc., down 4.5%; and Liberty Corp. of South
Carolina, down 4.4%. The most active stocks
were USF&G, 5.4 million shares traded; Farm-
ers Group Inc., 3.9 million shares traded; and
Sears, Roebuck & Co. (Allstate Insurance Co.),
1.9 million shares traded. The 8/ index, which
lost 1.1% during the trading period, performed
slight worse than the major market indicators:
The Standard & Poor's 500 index fell 1.0%:; the
NYSE composite dropped 0.8%; and the Dow
Jones 30 Industrials slipped 0.4%.
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Commt U,on 327 10.525.3 77 327-324
Ganl Accident 852 8.4 580 GB 854-837
Gdn Royal Exch 179 9.6 13.1 73 179-177
Roy 382 12.5 30.0 7.9 382-877
Sun AlHInt/ 951 7.3 547 5.7 951-927
Brokers

Bradatock 183 103 9.0 49 183-171
CE Heath 413 131 3a4.5 84 415412
Hogg Rothmn 146 12.4 ao 5.5 147--145
Uoyd Thomplon 187 14.7 8.0 4.3 190-182
PWS Hot*,gs 142 203 60 3.7 145-142
Sedgwick Grp 219 182 160 7.3 219-215
Steel Brrl Jones 208 18.6 13.3 64 208-208
Wh Fabor 216 130 16.0 7.4 217-212

Source: Philip Olsen/Alan Clifton, Insurance Industry
Specialists Kitcat & Aitken Stockbrokers,
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Some experts predict that by 1991 the U.S.
will experience between ten and twenty
thousand pediatric AIDS cases alone, with an
average of $200,000 in total medical costs for
each child.

For all age groups, the course of the disease
varies in almost every case — in diagnosis, in
symptoms, in treatment and length of illness.
One thing is certain with AIDS: managing an
AIDS case as if it were any other illness could
have a devastating effect on your healthcare
budget.

The unpredictable nature of the illness
requires that every case be managed
individually to ensure that the patient is .
receiving the most cost-effective treatment in
the most caring manner possible.

Intracorp has an answer. We pioneered
medical case management 18 years ago and
remain the industry leader in finding ways to
control the cost of debilitating illness while

maintaining high quality patient care.

We've used that experience to develop an
innovative program of case management for
AIDS. Through our nationwide network of
specialty RNs, we manage each case on-site
with the treating physician and local medical
resources to direct a cost-effective plan
designed specifically for the unique needs of
each patient.

We evaluate all appropriate treatment
programs to coordinate less costly but more
compassionate care from local facilities as well
as caring family and friends.

The complexity of AIDS typifies the
challenges in medjcal case management today.
And there is no organization better equipped
to handle those challenges than Intracorp.

For more information on how Intracorp
Medical Case Management can provide high
quality, cost-effective care for your employees
and dependents stricken with AIDS, call

1-800-345-1075 (in AK, HI and PA call collect
at 1-215-889-2600).

Intracorp, Greg Riedi, Director of Marketing BELG
1205 Westlakes Drive, Ste. #300, Berwyn, PA 19312

Please send me more information on Intracorp’s
Medical Case Management services.

Name/Title:

Company:

Street:

City: State: Zip:
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