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RIMS drops
Its opposition
to claims-made

By ROBERT A. FINLAYSON

NEW YORK-The Risk & Insurance Management So-
ciety is withdrawing its opposition to the Insurance Ser-
vices Office's revised claims-made commercial general lia-
bility policy form.

But, RIMS' policy reversal statement released last week
does not endorse the claims-made
form. Instead, it calls for more revi-
sions to the form and blasts a pending
proposal to include some defense costs
within CGL policy limits beginning
July 1.

In recognition of the reduced cover-
age afforded by claims-made, RIMS
believes that ISO's attempts to obtain
any percentage of defense costs within

limits in the near future are totally unjustified and an af-
front to policyholders and the regulatory community,” the
RIMS statement said.

RIMS ended on Jan. 22 its eight-month effort to convince
state insurance regulators to reject ISO's claims-made form,
after reviewing the Jan. 14 revisions ISO made to the con-
troversial form and the acceptance of them by several state
regulators (Bl, Jan. 20).

Continued on page 66
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update

Fed gives banks go-ahead
to form Bermuda mutual

WASHINGTON-A group of the
nation's leading financial institutions

last week received the go-ahead from
the Federal Reserve Board to form a

Bermuda-based mutual insurer to

provide additional capacity for bank
risks.

The Fed determined Jan. 22 that
the banks do not have to seek its ap-
proval to establish the insurer, so long
as at least 20 banks participate in the

Continued on next page

Companies, directors grope
for answer to D&O dilemma

By STEVE TARAVELLA

With outside directors fleeing their board positions because
their companies cannot maintain directors and officers liabil-
ity insurance, an association of corporate directors is trying to
develop a special insurance program for its members.

In addition, the directors association also may seek federal
legislation to cap an outside director's liability, or state legisla-
tion to force attorneys who bring frivolous lawsuits against
outside directors to pay defense costs.

Companies losing their outside directors also are trying to
find solutions to their problem.

At least one company has responded to director resigna-
tions by setting up an advisory committee composed of the
very directors who resigned. The individuals receive no com-
pensation and cast no votes, but are available to offer counsel
to the company.

Other companies are using stock options to lure outside
directors to uninsured board positions.

Eventually, companies may have to pay outside directors
much higher fees to compensate them for the risk of serving
without D&O insurance, one outside director suggests.

"Something has to be done or you're not going to have peo-
ple serving as outside directors,"” says John Nash, president of
the National Assn. of Corporate Directors in Washington. "If
you go back to all-inside boards, who's going to serve the
shareholders?"

Continued on page 62

New excess liability facility iIssues binders

By DOUGLAS McLEOD

NEW YORK-Tortuga Casualty Co., a new
excess liability insurance facility developed
by The Reiss Organization, is now issuing

policy binders after signing up 15 corporate
investors.

Tonuga
Casualty 15

co
Cayman-based Tortuga will provide excess

liability limits of $25 million excess of at least
$50 million for its investors, ceding a portion
of each risk to investors' captives.

The binders commit Tortuga for coverage
starting typically Jan. 1, but the newly
formed insurer won't actually start issuing
policies until its private placement is com-
pleted Feb. 13.

How two new excess insurance facilities compare

$25 million Transnational $150,000 5-year
excess of Cayman Ltd coL Claims- per deposit
$50 million (Redia made sponsor p.,emium;

Organization) assessable

Members’
captives;
commercial

reinsurance

By that time, Tortuga expects to have 25
shareholders, each contributing $150,000 in
capital, according to William Torpey, vp with
Reiss' American Risk Management Inc. in
Fort Lee, N.J.

INside:

Tortuga-which will be managed by
Transnational Ltd., a Cayman-based Reiss
unit-may eventually have 30 to 40 share-
holders or more, Mr. Torpey predicted.

Tortuga's activation will closely follow that

of A.C.E. Insurance Co. Ltd., a Cayman-in-
corporated excess casualty facility developed
by Marsh & McLennan Cos. Inc. intended to
provide limits of $100 million excess of $100
million (BI, Dec. 23, 1985).

However, Tortuga's structure differs from
A.C.E.'s in several respects. One of the mo,st
significant of these differences is that the ca-
pacity of A.C.E. depends on A.C.E.'s own
capital and surplus, while the more thinly
capitalized Tortuga was designed to take ad-
vantage of the unused capacity of existing
captive insurance companies owned by Tor-
tuga sponsors.

Risk managers whose companies have
joined Tortuga are-not surprisingly-happy
to have found the additional capacity.

"We are quite pleased to have it because of
the shortage in the conventional market-
place," said Richard Heydinger, risk manage-
ment director for Hallmark Cards Inc., a
sponsor of both Tortuga and A.C.E.

Mr. Heydinger, working on a Jan. 1 re-
newal, says he hopes to find $75 million in
excess coverage in the commercial market-

Continued on page 61
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Banks can form insurer

Continued from previous page
plan and none of them own 5% or more of the company

This opens the doors for the banks to move ahead with plans to
form a mutual insurer, called Bankers' Insurance Co Ltd (Bl, July
22,1985, Dec 2,1985)

Although the Fed often exempts banks from seeking prior ap-
proval for various ventures, this is believed to be the first time it has
waived prior approval before forming an insurer

BICL may be able to issue its first policies in late February, said
Edith S Lichota, chairwoman of the banks' study committee and
senior vp-risk management at Irving Trust Co in New York The
banks are now completing reinsurance arrangements, putting fin-
ishing touches on BICL's charter and bylaws and determining ex-
actly which banks will participate, she said

Between 35 and 40 banks are expected to Join, generating about
$100 million in capital and providing capacity of up to $25 million
for primary and/or excess directors and officers liability and bank-
ers blanket bond coverages

Creditors sue Mission

LOS ANGELES-A group of Mission Insurance Group Inc credi-
tors, which recently sued to force MIG into bankruptcy, now seek to
bar it from making payments to other parties, citing MIG's $3 9
million default on interest payments owed to them

The creditors-three pension funds and one investment firm-
sued Jan 17 in U S Bankruptcy Court in Los Angeles to stop MIG
from transferring funds to its equity holders, affiliates or other cred-
itors The Court is scheduled Wednesday to consider issuing a pre-
hminary Injunction against MIG

The creditors contend MIG is engaging in "inequitable distribu-
tion" of its assets by transfernng money to the other parties

MIG has defaulted on two Interest payments to the creditors, their
complaint says a $950,000 payment on Dec 1 and a $3 million pay-
ment on Jan 15 The former relates to 9% sinking fund debentures
due 2002 and the latter relates to 11%% notes due 1993, the suit says

Collectively, the plaintiffs hold about 36% of MIG's $71 million
senior public debt, estimates the plaintiffs' New York attorney,
James P Heffernan at Anderson, Russell, Kill & Olick

MIG has until Tuesday to answer the bankruptcy petition the
creditors filed Jan 7 (BI, Jan 13)

Insurer asks for supervision

OMAHA, Neb -Protective National Insurance Co of Omaha has
voluntarily placed itself under the supervision of the Nebraska In-
surance Department because of ItS inability to recover from some of
its reinsurers

Nebraska Insurance Director Michael J Dugan scheduled a
March 14 hearing to determine whether Protective, which had been
rated Contingent A-plus by A M Best Co, will be able to resume
independent operations Until then, the insurer can write no new
business without Mr Dugan s written approval

Protective, which wrote $6 4 million in net premiums in the first
nine months of 1985, is a member of St Regis Group, which has
been controlled by Champion International Corp in New York
since 1984

Mr Dugan said Protective's financial problems stem from an in-
ability to recover from about 100 reinsurers-including 15 insolvent
companies-for losses on a book of business written through a man-
aging general agency agreement with Global Surplus Insurance
Services Inc, a discontinued Los Angeles unit of Frank B Hall &
CcoO

In 1984, Global began running off its property/casualty business
and severed the agreement with Protective (Bl, Nov 5, 1984)
Claims from the business are now being administered by another
Hall subsidiary, Sherwood Insurance Services in San Francisco

The Global business, primarily commercial liability coverages,
had generated about 30% of Protective's pre-1984 premiums, said
Mr Dugan Global reinsured all but 5% of the business, he said

According to Mr Dugan, Protective charges that Global did not
honor its responsibilities as an MGA, which included notifying rein-
surers of claims In turn, he said, some of the reinsurers say they
have not paid claims because they were not informed

Mr Dugan said he did not have figures on how much reinsurance
Protective seeks to recover, but he pointed out that the insolvent
reinsurers are not responsible for a large portion

Thomas O'Brien, Hall's vp, secretary and general counsel, would
not comment on Protective's allegation However, Hall notes in its
1984 annual report it borrowed about $11 5 million from Protective
to pay claims, which Hall said it expects to repay with funds reco-
vered from reinsurers Hall added it guaranteed the repayment

Mr Dugan said he did not know the insurer's current policy-
holder surplus, but he said it was low enough "to bring it to the point
where they are now under supervision " Protective's surplus was
$19 5 million as of Sept 30, the department says

In a related development, Best has lowered Protective's rating to
Omitted because of the supervisory order Best also has changed the

Continued on page 66
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Most owners of horses kKilled

IN fire do not have full cover

By MICHAEL BRADFORD L

ELMONT, N Y -Owners of most of the horses that i
perished in a fire at Belmont Park race track had no :
individual mortality coverage for the animals, and a
"disaster policy" covering all the horses will likely re-
place only a portion of their value

Only six or seven of the 45 thoroughbreds that died
in the Jan 19 fire were insured under individual am- '
mal mortality policies purchased by their owners, said
Joan Barkley, assistant vp of Wright Adjusting & Ap-
praisal Inc in Monticello, N Y

Wright is investigating the accident on behalf of
Rhulen Agency Inc , a Monticello-based brokerage that
placed animal mortality coverage for at least one of the
horse owners

Ms Barkley said that horse was insured for $16,000
by an unidentified insurer She noted that Rhulen may
have also placed coverage for one other horse that died
in the blaze

Trainer John P Campo, who owned six of the horses
that died m the fire, said he had not purchased individ- \
ual mortality insurance for his horses Mr Campo, who
trained 30 other horses that perished when fire swept
through a wooden barn, could not estimate the value of
the horses he owned

All of the horses not covered by individual policies
were covered under a specified perils policy with per-
occurrence limits of $500,000 written for members of A Sunday morning fire at Belmont Park Race Track

Continued on page 67 in EImont, N.Y., killed 45 thoroughbreds.
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Commitment
Reagan eyes breakup

of PBGC's monopoly

By JERRY GEISEL

to U.S. strong:
Lloyd's officer

By STACY SHAPIRO
WASHINGTON-The Reagan administration may eventually

allow commercial insurers to compete with the Pension Benefit
Guaranty Corp. to guarantee an employer's pension obligations, ad-
ministration officials say.

But, before the PBGC gives up its exclusive right to provide the
mandatory insurance, the administration wants
legislation to shore up the financial base of the

1 PBGC The PBGC now suffers from a $13 bilion
deficit to cover future payments to participairru.,,

1,100 failed defined benefit pension plans.
Legislation to raise the PBGC insurance pre-
mium to $8.50 from the current $260 is contained
I in a budget bill, H R 3128, now stalled in Congress

(BI, Jan 6).
The legislation also would make it more diffi-
__u cult and expensive for employers to terminate
Ms. Utgoff underfunded pension plans

The PBGC uses its premium income to guaran-
tee workers and retirees' basic pension benefits when companies
terminate pension plans and don't have enough assets to honor their

NEW YORK-Allegations by
consumer advocate Ralph Nader
that Lloyd's of London IS "holding
U S insurance companies to ransom
by boycotting their business" are
totally untrue, says Murray
Lawrence, Lloyd's senior deputy
chairman

"Such a suggestion would be
laughable, if it were not so sad in
showing that any person making it
could be so blissfully ignorant of
the truth,” Mr Lawrence says

Mr Lawrence made his remarks
at a recent Insurance Services Of-
fice conference in New York in re-
sponse to charges by Mr Nader
that Lloyd's is price-gouging U S
commercial insurance buyers and
attempting to undermine the rights pension obligations.
of U S accident victims (BI, Jan However, over the long term, alternatives to the PBGC manda-

20) tory insurance program should be considered, said Kathleen Utgoff,
"Lloyd's IS deeply committed by the PBGC's executive director

decades of business and personal
ties to the United States,” Mr
Lawrence said "This background
is hardly one that would lead
Lloyd's underwriters to attempt to
boycott their old clients at this criti-

Continued on page 67

"There shouldn't be a monopoly provider of pension insurance,"
Ms Utgoff said "That isn't a very efficient system."

As an alternative, employers might purchase insurance from pri-
vate insurers-instead of the PBGC-to guarantee that workers and
retirees receive their vested benefits if a company later goes out of

Continued on page 65

Trade groups build tort reform alliance

By JERRY GEISEL One possible check on punitive damage awards

might be basing the punitive awards on the economic
WASHINGTON-ARN association of 24 trade groups losses a plaintiff suffers, he suggested

is launching a battle to overhaul the civil Justice sys- Mr Coyne acknowledged that to persuade state legis-

tenn latures to enact reform measures, it is essential to con-
The newly formed American Tort Reform Assn in vince the public that the civil Justice system IS out of

Washington says it is dedicated solely to developing control

and promoting civil Justice reform proposals at both the "The public has to understand that we sue too much ,

state and federal levels There is 100 times as much litigation here as in Japan,
"Our goal is to make the civil Justice more fair and Our Job is to change public attitudes and develop’,

balanced,"” says James Coyne, a former White House enough muscle to counteract ATLA," he said, referring

official and Pennsylvania Republican congressman to the Assn of Trial Lawyers of America

who is ATRA's executive director ATRA hopes to attract additional members, at a $50
ATRA's immediate task will be developing model membership fee

bills for state adoption dealing with such issues as puni- In its drive to enact tort reform legislation, ATRA

tive damages, pain and suffering awards, contingency will

fees and Joint and several liability, said Mr Coyne, who « Provide technical support and seminars for state

also is the executive vp and chief executive officer of legislators, staffs and officials at state capitals around

the American Consulting Engineers Council, a Wash- the country

ington-based trade group « Offer educational seminars for member organiza-
Although ATRA will retain counsel to draft specific tions, individuals and companies to develop a grass-

proposals on all these issues, Mr Coyne said punitive roots understanding of, and support for, tort reform

damages is an area of critical concern, because the - Establish networks with affiliated state and local

awarding of punitive damages is out of control coalitions to keep business groups Informed of tort re-
"Awards are made with no relationship to the dam- form legislation proposed and enacted around the

ages involved," he said Continued on page 65



Self INsSsurance

Self-funding takes command
of group health market

By JERRY GEISEL

More employers than ever-both large and small-are self-insuring their
group health care programs.
"In today's world, self-funding has attained a commanding, integral place in
the funding of health care plans,” remarks James H. Brennan, a vp with
consultant Towers, Perrin, Forster &
Crosby in New York.

"Fully insured plans will continue

to decline,"” predicts David Lemire, a

Other Self-insured  regional vp with Connecticut Gen-

INnNsured eral Life Insurance Co., a CIGNA
1984 Corp. unit in Bloomfield, Conn.

In 1984, 56.2% of Connecticut Gen-
eral's group medical and dental reve-
nues involved minimum premium
plans and administrative services
only plans.

Nine years earlier, in 1975, Con-

1985 necticut General generated just L.3%
of its group medical and dental care
revenues from these types of self-in-
surance plans.

A minimum premium plan is a
funding arrangement that combines

19861 elements of sefiunding and tradi-
tional insurance. Under administra-
tive services only agreements, an em-

Source: Towers, Perrin, Forster & Crosby ployer pays all health care claims
under the plan and buys claims ad-

1 8/ estimate

ministration services from an insurer.

The proportion of large employers that self-fund their health care plans is
expected to increase at least by 5 percentage points to 67% this year, according
to health care experts (see chart).

Continued on next page

Property/ casualty problems
push firms to self-funding

By DAVE LENCKUS

Stung by a lack of available and affordable property/casualty insurance,
more risk managers will turn to self-insurance programs this year and current
self-insurers will retain more risk.

"There's no question" that the self-insurance market will grow in 1986 for
two reasons, said Gary Ransom, a
consulting actuary in the insurance
consulting division of Conning & Co. ci—e>. - -
of Stamford, Conn.

"No. 1, people are being forced to Insured
do it because they can't find cover-

Self-insured

age. No. 2, they want to do it because . '- 1984
the coverage they can get is too ex-
pensive,"” Mr. Ransom said.

"I've seen companies. . .who can
purchase coverage decide-right or
wrong-that it's not what the price
should be" and subsequently self-in-
sure their property/casualty expo-
sures, said Joseph E. Smetana, presi-

= .. 1985

dent of AIG Risk Management Inc. of
New York, a unit of American Inter-
national Group Inc.

This year's projected self-insurance
growth comes on the heels of a signif-
icant increase in the retention of

1986

property/casualty risks last year, ob-
servers say.

The growth of the self-insurance
market in 1985 "far exceeded" the expectations of Adjustco Inc., said Thomas
V. Hallett, chairman, president and chief executive officer of Frank B. Hall &
Co. Inc.'s claims management subsidiary, based in Tarrytown, N.Y.

"Any major corporation probably has some form of self-insurance,” he

Continued on page 14

Source: Tminghast, Nelson & Warren Inc.

Largest claims administrators

Claims paid

insurers Number of Non-

Company (in millions self-insured healh Workers
(Ownership) of dollars) clients Health benefits comp

U.S. Administrators Inc. $781 61 98.5% 1.5% o
(Prjvately held)

James Benefits/Fred S. James & Co. Inc. $780 2,900 82% 8% 9%
(Sedgwick Group P.L.C.)

Crawford & Co. $618 535 o o 60%
(Publicly held)

GAB Business Services Inc. $524 1,127 4% o 51%
(SGS North America Inc.)

Alexsis Inc. $472 1,500 1% o 75%
(Alexander & Alexander Services Inc.)

ESIS Inc. $460 1,000 [e] o 40%
(CIGNA Corp.)

Scott Wetzel Services Inc. $373.3 417 o o 70%
(The Home Group Inc.)

Gallagher Bassett Services Inc. $370 551 34% 1% 37%
(Arthur J. Gallagher & Co.)

Employee Benefit Claims Inc./ $350 2,300+ 91% o 9%

Employee Benefit Administration Co.
(Privately held)

Adjustco Inc. $302.4 12,663 25% 8.5% 4996
(Frank B. Hall & Co. Inc.)

American Benefit Plan Administrators Inc $300 200 70% 30% o
(TPA of America Inc.)

Penn General Service Corp. $200 1,275 50% 5% 45%

(Republic Hogg Robinson Inc.)

1 Included in all other category NA-Not available

Types of claims for self-insurers

General Al self-

liability other insurers Total

Business is booming for
third-party claims
administrators specializing in
liability and workers

s:::g compensation claims

1985 gross revenues,
(In millions of dollars)

From claims

handling for self-insurers,
administration

as more corporations and
public entities turn to

o 1,060 NA
self-insurance.
o 1,023 NA NA Meanwhile, acquisitions and
spinoffs are heating up
40% NA $213.8 $184 iy .
competition among claims
9% NA  $200+ NA administrators that specialize
in servicing self-insured
14% 670 $38.6 $36 employee benefit plans.
The largest claims . ,-. S *'
NA . .
3096 A NA administrators serving .4**
1296 439 NA NA self-insurers are ranked by
Business Insurancebased on
12% 582 $25.6 $22.3 the amount of claims paid for
self-insurers (see chart).
o 430 $28 $26
For a report on the largest
) benefit claims specialists, see
5.5% 880 $52.1 $45.3 page 36, and for a report on
the largest liability claims
o 400 . .
$20 7 specialists, see page 30.
A directory of administrators
o 175 NA NA

serving self-insurers begins on
page 39.

Charts. page design: Amy Palmer
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Tax law curbs self-funding of LTD benefits

The 1984 tax law is discouraging some em-
ployers from funding their long-term disabil-
ity benefits through a Voluntary Employee
Beneficiary Assn.

Other employers have serapped plans to
fund post-retirement health benefits through
a VEBA because of the tax law, though the
law has not deterred employers from self-
funding group health benefits fer active em-
ployees through a VEBA.

VEBAS, also known as 501(c¥9) trusts, are
trusts through which employers ran self-fund
employee benefits, take a current year tax
deduction for contributions and earn tax-free
interest on reserves.

However, under DEFRA, employers that
fund LTD benefits for non-union employees
through VEBAs cannot offset LTD benefits
with Social Security disability benefits if the
employer also fully offsets pension benefits

with Social Security benefits.

Employers routinely offset or reduce LTD
benefits by a disabled employee's Social Secu-
rity disability benefits, so the combined
amount of LTD and Social Security disability
benefits do not exceed pre-disability salary.

Most employers offset employees' pension
benefits with Social Security benefits, so that
corporate pension and Social Security bene-
fits together replace a pre-determined per-
centage of pre-retirement income.

Rather than tinker with pension and LTD
integration formulas, some self-insurers have
switched to fully insured LTD plans, which
aren't affected by DEFRA, consultants say.

In addition, under DEFRA, investment in-
come earned by VEBA reserves to fund post-
retirement health benefits is subject to the
unrelated business income tax. That tax can
be as high as 46%.

Wiping out this key tax advantage has
eliminated employers' interest in pre-funding
post-retirement health care liabilities through
VEBAS, experts say.

While few employers had been pre-fund-
ing post-retirement health benefits through
VEBASs before 1984, many companies had
been considering the option, he said.

However, sources say middled4evel Trea-
sury Department officials have had second
thoughts about the restrictions on the post-re-
tirement funding provision.

These officials have discussed the possibil-
ity of permitting some pre-funding of post-re-
tirement health benefits through VEBAs, if
employers agree to accept vesting standards
for these benefits, the sources say.

The restrictions contained in DEFRA gov-
erning funding for health plans for active
employees have not hurt the popularity of

VEBAs for health plans.

DEFRA limits the amount of reserves that
can be held by a VEBA to pay employee
health expenses to 35% of the benefits paid
out the previous year, plus administrative
costs. This limit can be exceeded if an em-
ployer obtains actuarial certification that
more funds are needed.

These restrictions were triggered by con-
gressional concern that employers were salt-
ing away huge sums in tax-sheltered trusts.

Limiting the amount of health care re-
serves to 35% of the prior year's payout is a
test most trusts can pass, said Robert Swanke,
president of Swanke Inc., a third-party ad-
ministrator in Bloomington, Minn.

Mr. Swanke said he has helped establish 20
VEBASs in 1985, more than in any previous
year. He said his company may establish as
many as 50 VEBAs for clients this year.

Benefit self-funding

Continued from previous page
And, some employers self-fund-

—_— —— Tl e | —_—
ing health plans are now bringing
claims administration in house,

- —_—
— while others are beginning to nego-
E

t, tiate charges directly with health
care providers.
Among large employers, self-
funding is now increasingly the
"In the 2,000 lives and up cate-
gory, virtually everyone is using
some form of self-funding,” ex-

plained Alan Breitman, a principal
in the Boston office of benefit con-
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successful ImpleFacts accounting

software for employee benefit plans
and the widely used ClaimFacts health

benefits management system. It's a

pioneering solution for our time-
one that can help you see into the
dynamics of your operation and run it more
knowledgeably and proftably

sultant William M. Mercer-Mei-
dinger Inc.

TPF&C found in an analysis of
primarily large companies that 62%
of employers self-funded their
comprehensive health care plans in
1985, up from 54% in 1984 and 43%
in 1982.

And, The Wyatt Co. reports that
75% of employers with between
7,501 and 10,000 employees self-
funded their health care plans in

1984, up from 25% in 1980 and 43%
in 1982.

*kkkk ** * |»*—
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"It is a rarity to bump into a com-
pany with more than 1,000 employ-
ees that isn't using some form of
self-funding," said Robert J.

O'Meara, a partner with benefit
consultant Hewitt Associates in

3=4x
|

Lincolnshire, Ill.

But, large companies aren't the
only organizations that are flocking
to self-fund their health care bene-
fits. Consultants and third-party
claims administrators report that
the real action in the self-funding
arena in recent years has been
among small employers-those
with fewer than 500 employees.

"We're seeing a big self-funding
push in the 50-to-150 group,” said
W.B. Davenport, president of Inde-
pendent Benefit Plans Inc., a TPA
in Beech Grove, Ind.

"Much of my new business has
come from companies with fewer
than 100 employees," adds Robert
Swanke, president of Swanke Inc.,
a TPA in Bloomington, Minn.

According to Wyatt, 55% of em-
ployers with fewer than 500 em-
ployees were self-funding their
medical care plans in 1984, up from
43% in 1982 and 18% in 1980.

™ —

Ensco-more than a software company.

One major reason that smaller
employers are joining the ranks of
the self-funded is that insurers are

For further information call:

Stephen Kendrick

Vice President, Sales and Marketing at
212 765-8500

more willing to provide them with
stop-loss coverages that protect a
company from exposure to big, in-
dividual claims or total claims
above a certain level (see story,
page 12).

Stop-loss insurers now are will-
ing to write coverages for employ-
ers with as few as 50 lives, said
Mercer-Meidinger's Mr. Breitman.
Five years ago, stop-loss coverages
were tough to find for employers
with fewer than 300 employees,
consultants and TPAs say.

Employers of all sizes are self-

Continued on page 6
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Benefit self-funding

Continued from page 4

funding their health care plans for
the same reason: They believe they
can save money.

For example, self-insured em-
ployers don't have to pay state pre-
mium taxes, which average 2% to
3%.

James Clousing, director of em-
ployee benefits at Sara Lee Corp.,
estimates that the Chicago-based
company has saved more than $10
million in state premium taxes
since it began to self-fund its group
health care program in the early
1970s.

Self-funding also improves a
company's cash flow, because it is
not paying premiums to an insurer
up front. And, the company can
earn interest on reserves set aside
to pay claims.

A 1985 Supreme Court decision
also gives employers another in-
centive to self-fund: freedom from
state laws mandating minimum
benefit requirements.

In a decision involving a Massa-
chusetts law that required group
health insurers to provide a mini-
mum level of mental health cover-
age, the Supreme Court said states
had the right to impose benefit re-
quirements on group insurance pol-
icies. But, the court made it clear
that the Employee Retirement In-
come Security Act pre-empts states
from imposing benefit require-
ments on self-funded or uninsured
employee benefit plans (BI, June
10,1985).

Insurers’' administrative costs to
comply with varying state laws-a
cost that is passed on to employers
-can equal 10% of premium, insur-
ers have said.

Group health insurers say it is
too soon to measure how many
more employers will turn away
from insured plans in favor of self-
funding in the wake of the Su-
preme Court decision.

"There hasn't been an avalanche
of (self-funding) business because
of the decision. It has been a factor,
but | don't know if | could quantify
it," said Edward Shults, assistant vp
at New York-based Metropolitan
Life Insurance Co. Metropolitan,
along with The Travelers Insur-
ance Co., unsuccessfully challenged
the Massachusetts law.

One major New Jersey-based
chemical company, which asked
not to be identified, said it switched
to self-funding from an insured
health care plan because it said an
employer-not state governments
-should be responsible for design-
ing benefit plans.

Several states wanted the com-
pany to offer the same level of sub-
stance abuse and outpatient psychi-
atric benefits as the other benefits
offered in its health care package.

Boosting substance abuse and
psychiatric benefits to the levels
mandated by the states would have
raised the chemical company's
costs and might have forced a cut
in other benefits.

"There would have been a price
to pay-something would had to
have been cut,” the company's ben-
efit manager said.

Insurers and employers this year
expect to lobby Congress to over-
turn the Supreme Court decision so
that the ERISA pre-emption would
extend to all group health care
plans, not just self-funded plans,
said Linda Lanam, executive
Washington representative for the
Blue Cross & Blue Shield Assn.

But most observers doubt that a
Congress preoccupied with deficit
reduction and tax overhaul issues
will give much attention to ERISA
pre-emption.

Employers are being further en-
ticed to self-fund their health care
benefits because the cost of specific
stop-loss insurance, which covers
claims that exceed a certain limit, is
falling.

"For the first time in the 33 years

Continued on next page
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If there's one thing that can make a computer company hot under the collar, it's watching millions of dollars worth of high
technology products go up in smoke.

Fortunately, that's one experience Digital Equipment Corporation will probably never go through, thanks to two things.

A very innovative risk management department. And a very innovative insuren Arkwright-Boston.

RESPONSIVENESS WAS THE HOT BUTTON.

So, why does one of the world's largest computer companies pick an insurer like Arkwright-Boston to protect their computers?

Well, look at it this way. Digital is a leading supplier of information management systems and network products for the office
and small business. With total revenues of more than $5 billion, from operations in 48 countries on five continents, Digital needs
an insurer that can react. And fast.

Which is precisely what we did when Digital asked us to help with a major challenge.

It seems that Digital, in an effort to protect their computers and peripheral equipment, packs them in foam plastic cushioning.

A very good idea as far as shipping is concerned. A very flammable one as far as storage and fire hazards are concerned.

So we're working with Digital's own risk management and distribution teams to put our knowledge of fire hazards to good use.
We're testing fire-resistant packaging they developed, which will be called, logically enough, the-box-that-doesn't-burn. Using the
latest sprinkler technology and our years of fire research, the tests are rather extensive.

But in the end, we expect Digital's solution to be quite a breakthrough. For one thing, the new boxes will have low combusti-
bility and will be a lot less expensive to manufacture. And because the packaging materials are expected to be FDA approved,
there may be other applications outside the high tech industry.

Now, if you think the only thing Digital will end up with is a very effective way to protect their products from the ravages of a
catastrophic fire, think again.



Continued from previous page

that | have been in the business,
I've seen lower rates for stop-loss,"
said Mr. Swanke.

Bill Alcott, president of Northern
Group Services, a TPA in St. Clair
Shores, Mich., notes that competi-
tion in the stop-loss market is in-
creasing. He says he can now
choose from 30 insurers writing
stop-loss coverages.

While the incentives to self-fund
health benefit plans mount, there
are a few reasons for employers not
to self-insure.

One may be that rate increases
for fully insured health plans are
moderating. Stop-loss insurers say
this is convincing some employers
not to start self-insuring.

But, the new rate moderation for
fully insured plans is not attracting
employers back to insured plans,
consultants say.

“"There has been no return to the
conventional market,” Mercer-
Meidinger's Mr. Breitman said.

"Once an employer assumes risk,
it rarely goes back to traditional in-
surance," said Hewitt's Mr.
O'Meara.

"lI've never spoken to an em-
ployer that said it was dissatisfied
with self-funding and said it was
going back," added TPF&C's Mr.
Brennan.

Connecticut General's Mr. Le-
maire notes that insurers are also
aggressively pricing self-insurance-
type products, like minimum pre-

'There has been no
return to the

conventional

market, says
Mr. Breitman.

mium plans.

"It used to be that you might get
one price quote below expecta-
tions” for minimum premium
plans, said Mr. Breitman. "Now, we
see four or five quotes below ex-
pectations. That was a regular oc-

currence in 1985."

Under a minimum premium
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plan, an insurer calculates a pre-
mium for an employer, and the em-
ployer pays a percentage of that
premium to cover the insurer's ex-
penses and profit. Then, as claims
are submitted to the insurer, the
employer deposits the needed
funds in an account for the insurer
to draw upon.

If total claims are less than the
premium calculated by the insurer,
the employer keeps the difference.
If claims exceed the premium, the
employer's costs are capped at the
original premium.

While a majority of employers
now self-insure their health care
benefits, the number of companies
that also self-administer their em-

ployees' claims is small, though ob-

You see, when the company starts protecting their computers in the new containers not only will distribution costs of ware-

,using be dramatically lower, insurance costs will be a lot less too.

Which just goes to prove what we've been saying all along. Arkwright-Boston is not only a company that insures you. It's a

Yymgany that protects you.
THY OTHER INSURERS ARE FEELING THE HEAT.

Let's face it. Even a fire-resistant box like the one we're helping Digital create is no guarantee that the company will never

iffer losses in a fire.

But if they ever do, one thing is for sure. They'll never get burned by their insurance company. Because Arkwright-Boston

odd be there to cover them every step of the way.

With blanket fire and extended coverage, boiler and machinery, and DIC. Coverages that Digital has worldwide.
And if you think you wouldn't get the same level of dedication, think again. Because we put the same high standards to work

,rall our insureds.

But don't take our word for it. Ask French's mustard. American Greetings. Or Morton Thiokol. They're all our dients.
So if the idea of an insurance company with this sort of dedication and

-eativity intrigues you, call or write us. But do it soon. Because if a disas-
ir hits before we get together, your company could get burned.

Arkwnght-Boston Insumnce, MarketingServices, 225 H6;man St.,

The Digital logo is a trademark of the Digital EQuimnent

O*oration, M«ynard, Massachusetts.

/A maa

servers note it is growing.

For example, Borden Inc. boasts
a 37-person in-house claims admin-
istration staff that last year pro-
cessed about 200,000 health claims.

“I'll put our claims administra-
tion staff up against any TPA in the
country,” said Michael Miller,
director of employee benefits for
Columbus, Ohio-based Borden. He
says new claims administration
staffers are expected to achieve 98%
accuracy within six months.

But other self-funding employers
aren't quite ready to make the leap
to self-administration.

For example, Sara Lee's Mr.
Clousing said the company has con-
sidered self-administration, but so
far has ruled out such a move.

"We are a diverse manufacturer
of bakery and other products, not a
claims administrator,” he said. Sara
Lee's health care claims are admin-
istered by Aetna Life & Casualty
Co. of Hartford, Conn., and Provi-
dent Life & Casualty Insurance Co.
of Chattanooga, Tenn.

An employer has to be big-
usually with a minimum of about
5,000 employees-to consider self-
administration, said Mr. O'Meara of
Hewitt Associates.

"You have to be pretty big and
you need a great deal of sophistica-
tion to compete with TPAs and
claims administrators who can
draw upon national experience in
evaluating claims,” Mr. O'Meara
said.

But, some self-funded employers
not only have made the plunge into
self-administration, but have gone
one step further and are selling
claims administration services to
other companies.

For example, AmeriTrust Co.
purchased Employee Benefit Ser-
vices in September 1984 from LTV
Corp. The Cleveland-based bank
holding company bought the TPA
not only to administer its Ameri-
Trust employee health care claims
but also to sell claims administra-
tion services to others.

"Banking is a business where ac-
curacy on paper transactions is
paramount,” said Peter R. Osenar,
executive vp at AmeriTrust.
"Claims administration seemed a
natural fit to our business,” he
added.

AmMmeriTrust's TPA unit, now
called AmeriTrust Benefits Man-
agement in Cleveland, is aimed at
employers and providers that want
premier claims administration ser-
vices, such as immediate utilization
reviews, Mr. Osenar said.

While some self-insurers admin-
ister their own claims, other self-
insured companies are beginning to
negotiate discounts with health
care providers to form their own
preferred provider organizations,
much like commercial health in-
surers.

For example, Hughes Aircraft
Co. of El Segundo, Callif., has nego-
tiated contracts with more than 40
hospitals in California to provide
certain procedures at fixed prices.

The hospitals have agreed to
charge between 10% and 20% below
customary rates for procedures
ranging from obstetrical deliveries
to open-heart surgery, said Dick
Smith, Hughes' manager of em-
ployee benefits.

These price reductions may en-
able Hughes to actually cut its $100
million health care bill this year,
Mr. Smith adds. In recent years,
Hughes' medical care costs have
been increasing about 15% an-
nually.

While direct price negotiations
between large, self-funded employ-
ers and providers has only just
begun, it is a trend that will ex-
pand.

“"That is the way the story will
unfold. More self-funded employ-
ers will be negotiating with provid-
ers," said Elliot Segal, a principal in
the Washington office of Mercer-
Meidinger, who assisted Hughes
with its provider-negotiated rate
EorNr «>» je - _ -
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Time is ripe to push tax changes

ITH GRBRORATIONS Jpreer.iselfinsurelia:

surance capacity, it is a most opportune time for busi-
nesses to lobby again for tax deductions for self-funded
loss reserves and premium payments to captive insur-
ance companies (see story, page 3 and letter below).

We recognize that Congress and the administration
are in no mood to extend any more tax breaks to any
one as they struggle with implementing the budget-
cutting provisions of the Gramm-Rudman-Hollings
Amendment.

Nonetheless, with a tax reform proposal now before
the Senate, corporations should push for reform of the
archaic tax law that permits tax deductions for com-
mercial insurance premiums but not for self-funded
loss reserves.

At the same time, corporations should push for a tax
code amendment that permits tax deductions for pre-
miums paid to wholly owned insurance companies-a
deduction that the Internal Revenue Service has suc-
cessfully convinced many courts should not be granted
under the current tax code.

Previous efforts to amend the tax code to put self-in-
surance and captive insurers on an equal economic
footing with commercial insurers for tax purposes have
failed, partly because not enough corporations lobbied
hard enough and partly because the lobbying that oc-
curred fell mostly on deaf ears.

But, those efforts were waged when insurance was in
large supply and cheap. Now, more businesses are self-
funding out of necessity and as a result more businesses
-and their top managements-are concerned with the
cost of self-insuring. And, businesses now can show
Congress that they are self-insuring more often than
not because they have no choice, not just because it is
more economical.

Commercial insurers also should be pressed for their
support for these tax law changes. Since they are un-

letters

willing or unable to meet current demand for their
product, they have no good reason to fight corporations
on this issue. Further, given the current public attack
on insurers for price gouging and refusing to provide
needed services, insurers should jump at the opportu-
nity to exhibit concern for corporate risk financing
needs.

All in all, these new developments could attract and
maintain more supporters in Congress for these needed
tax law changes.

Corporations already have a fair alternative to com-
mercial insurance for funding employee benefit plans:
Voluntary Employee Beneficiary Assns. or 501(c)(9)
trusts. Employer contributions to these trusts to fund
health care plans and long-term disability benefits are
tax deductible to the trust sponsor and earn investment
income in the trust tax-free.

However, corporations lost an important advantage
of these trusts under the Deficit Reduction Act of 1984
when the tax code was amended to tax investment in-
come on reserves in these trusts held to pay post-retire-
ment health care benefits. Now, this investment in-
come is taxable to the trust as unrelated business in-
come.

We encourage employee benefit specialists to capital-
ize on the current sympathy among some Treasury De-
partment professionals that this recent tax code change
should be reversed, making it more economical for cor-
porations to self-fund post-retirement benefits through
these trusts (see story, page 4).

If the reserves could earn interest tax-free, more em-
ployers would be inclined to use the trusts to fund post-
retirement health care benefits.

These trusts have proved effective for funding em-
ployee benefits for active workers. With the courts tell-
ing employers that they can't reduce promised post-re-
tirement health care benefits, the federal government
should encourage proper funding for these liabilities.

Claims-made 'fiasco’' poses question: Who's on first?

To the editor: Don't you think Bud Ab-
bott and Lou Costello could do a great
routine with our current claims-made fi-
asco?

In the absence of these two greats, this
might come close.

Costello: Bud, | have a claim | wanna
make against my policy.

Abbott: Oh! Oh! Lou, | think you got
one of those claims-made policies, don't
cha?

Costello: Hey, whadda | know? | gotta
policy-1 gotta policy. | gotta claim-I
gotta claim! What's this claims-made? |
ain't made a claim yet but I'm trying, so
start writing!

Abbott: Waid a minute! Let's look at the
file. What date did the loss happen?

Costello: This guy wrote that his wife
choked to death when she heard one of
my jokes in Vegas on July 4, 1985. And. . .

Abbott: Waid a minute! Your policy was
from Jan. 1, 1985, to Jan. 1, 1986. Today is
April 1, 1986! The guy shoulda made the
claim before Jan. 1, 1986. Your policy is a
claims-made policy.

Costello: Claims-made, claims-
schmade! He made a claim. That ain't a
claim you're telling me?

Abbott: He's gotta make the claim dur-
ing the policy period. If the guy makes a
claim after the expiration you ain't got
coverage unless you buy an extended re-

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

Chicago, Ill. 60611.

porting period endorsement. Here's a let-
ter | sent you asking you if you wanted it.
Your answer here says you don't need it
cuz you never had a claim against you.
I'm sorry Lou, but you ain't got coverage.
Costello: Waid a minute! You gotta be
kidding. | had the insurance when the old
lady croaked and now you say | didn't

have it?

Abbott: No, you had it but you ain't got

it now.

Costello: Hey Bud, | ain't never sued
you but I'm goin' to see my lawyer 'bout
this claims-made stuff.

Abbott: Be my guest. He's got a claims-
made policy too!

Apologies to Abbott & Costello.
John G. Watkins

Dudzik, Watkins & West
Long Beach, Calif.

What's in a name? A reputation of honesty

To the editor: Your article, "Mafia
Members Tried to Bilk Hall Affiliate, In-
dictment Says," (Bl, Dec. 30, 1985) con-
cerns me.

The individual highlighted (Michael
Franzese) has a name that is not too com-
mon and might not go unnoticed, such as
might have been the case with Smith or
Jones.

My background spans 26 years in the
insurance industry, and proudly | have
earned an excellent reputation for hon-
esty.

To compound the problem, my son, Mi-

chael Franzese, recently started with
Fireman's Fund Insurance Co. as an un-
derwriting trainee. Michael is 23 years of
age, a student at the University of South
Florida and also has a good reputation for
honesty.

What's in a name? In this instance, a
name is our proud trademark. It is, after
all, a people business and reputation is
what we succeed or fail by.

Anthony Franzese
President

Franzese & Associates

Hollywood, Fla.

IRS should allow deductions for self-funding

To the editor: There is no need to beat
the "dead horse” of the effect of cutthroat
competition nor the attitude of courts for
the current violent reaction of insurance
companies.

What is needed now are rational ap-
proaches to the problem of coverage
availability to meet the needs of busi-
nesses.

Since a higher degree of self-insurance
is a fact for many firms regardless of their
desire, it is time for the Internal Revenue
"Service" to recognize self-insurance

funding or premiums to a captive as legit-
imate tax deductions.

Being able to establish reasonable re-
serves against future claims would make
the necessity to participate in losses less
onerous.

It won't help everyone, nor wilLl it be as
desirable as a viable insurance market
would be.

But, it will be helpful for the several
years while the insurance industry is of
such limited assistance in the transfer of
risk.

William S. Rountree
Chairman

Rountree, Fox, Trahin & Fox
Indianapolis
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Benefits

By JERRY GEISEL

Benefit experts cordially dis-
agree on what constitutes self-in-
surance of health care benefits.

David Glueck, a vp with Towers,
Perrin, Forster & Crosby, a New
York-based consultant, says self-
insurance is when there is no trans-
fer of risk from an employer to a
third party.

Robert Swanke, president of
Swanke Inc., a third-party claims
administrator in Bloomington,
Minn., defines self-insurance as the
retention of known or predictable
health care expenses by an em-
ployer, not an insurer.

Jay Catlin, a benefit consultant
at Buck Consultants Inc. in New
York, describes self-insurance "as
the employer doing the same thing

self-insurance takes several forms

an insurer does," including funding
and paying claims.

While interviews with two dozen
benefit experts may lead to two
dozen slightly different definitions,
most will agree that self-insuring
health care benefits means that an
employer is assuming much or all
of the risk.

But, because the nature of the
risks differ so much, there isn't as
much debate among benefit experts
as there is among risk management
experts on how much risk a com-
pany should retain (see story, page
24).

Just one incident-a plane crash
or the leak of toxic chemicals-can
threaten the solvency of a company
if it hasn't purchased at 1*ast sev-
eral hundred million dollars of lia-
bility coverage.

'The bigger the
company is, the
more likely it will
sell-fund,' says John
Hickey.

This kind of potentially disas-
trous exposure to claims doesn't
exist, at least among larger com-
panies, in the health care field,
where individual claims exceeding
$100,000 still are unusual.

In fact, because the risks are pre-
dictable, companies with more than

5,000 employees probably self-fund
all or much or their health care

claims.

"The bigger the company is, the
more likely it will self-fund,” said
John Hickey, a partner at Kwasha
Lipton, a benefit consultant in Fort
Lee, N.J.

"When you reach a certain size,
you can tolerate a $200,000 claim,"

added Alan Breitman, a principal
in the Boston office of consultant

William M. Mercer-Meidinger Inc.

How much risk a company can
assume depends on its size and its
industry.

For example, an industrial man-
ufacturer whose capital is tied up in
machinery may not be able to as-
sume as much risk as a cash-rich
service company, according to the
experts.

In addition, the health care bene-
fits field is largely immune from
the debate that swirls in the prop-

WhatMotorola
knowsabout
mentalhealth
cover e could
filla DooKk.

So what's to know? Right now, the

National Association of Private Psychiatric
Hospitals has available a limited number of
copies of a study which analyzes this impor-

tant employee benefit from all three per-
spectives: business, insurer, and health

care provider.

It's packed with information on trends,
and how all three sectors are reacting to
them. It candidly compares mental health
benefits to benefits like dental or eye care.
It answers honestly, the question of mental

health benefit costs. And it answers a whole

lot more of the most "delicate questions”
about this berfefit.

If you think yourcompany may be losing
productivity due to employees under stress
from work or family pressures...you owe it

to your company and your employees to write

today for a copy of this valuable report. It's
been read by employee benefit managers at
some of the nation's largest companies.

1he National Assodation of Private Psychiic Hospitals

Companies which currently include men-
tai health benefits in their employee bene-

fit package.

When it comes to mental health bene-
fits...the NAPPH wrote the book. And now

we'd like to share it with you.

This Book.

I wanttoknow what Motorola
knows about mental health coverage:
Please send my confidential copy to:

Name
1 Title

Compma
1 Address

Citv State Zip

The National Association of Private Psychiatric Hospitals
1319 F ST. N.W. « Washington, DC 20004 « (202) 393-6700

erty/casualty field about whether
using a captive to fund risks is self-
Nnsurance.

Although there are about 2,000
property/casualty captives around
the world, only a handful of em-
ployers use captives to fund health
care benefits.

This is because Labor Depart-
ment regulations issued under the
Employee Retirement Income Se-
curity Act rule out such captive use
for most employers.

Among other things, those regu-
lations say only captives licensed in
a domestic state or the Virgin Is-
lands can write benefit coverages
directly.

In addition, at least 50%b of the
captive's premiums must be unre-
lated to its parent in order for the
captive to insure its parent's health
care and other employee benefits
(Bl, Aug. 20, 1979). -

But, a variety of self-funding op-
tions exist for health care benefits,
including:

 Minimum premium plans.
Often called a hybrid, minimum
premium plans contain elements of
self-insurance and elements of in-

For example, if the insurance
company calculates the premium
for insured benefits at $2 million, it
might charge the employer a
$200,000 minimum premium-
which would be paid over 12
months-to cover the insurer's ex-
penses and profits.

When claims are incurred, the
employer deposits the funds
needed to cover the claims in an
account that the insurer draws
upon to pay the claims.

If claims are less than $1.8 mil-
lion, the employer saves money
compared with the cost of an in-
sured program.

However, no matter how high
claims go, the employer will not
owe the insurer more than the ad-
ditional $1.8 million. That is the in-
surance aspect of minimum pre-
mium plans.

e Stop-loss coverages. Specific
stop-loss coverage protects a self-
funding employer, often a smaller
company, from one large individ-
ual claim.

For example, a company with
500 people covered in its health
care plan might buy specific stop-
loss coverage to pay individual
claims exceeding $50,000, said
Buck's Mr. Cat:lin.

Specific stop-loss coverage was rare
five years ago, but employer interest
in purchasing the policies has in-
creased as the number of jumbo-sized
claims has risen, said Ed Shults, assis-
tant vp with Metropolitan Life Insur-
ance Co. in New York.

The other major type of stop-loss
coverage, aggregate stop-loss, kicks
in when total claims payment ex-
ceed a certain level. Frequently, an
aggregate stop-loss will be set at
125% of the employer's annual esti-
mated claims.

e Voluntary Employee Benefi-
ciary Assns. VEBAs, also known as
501(c)(9) trusts, are a popular self-
funding vehicle with important tax
advantages.

In such an arrangement, an em-
ployer receives a tax deduction for
contributions made to a VEBA,
which must be used to provide em-
ployee benefits.

Reserves held by VEBAs-up to
certain levels-earn tax-free in-
vestment income.

However, under the Deficit Re-
duction Act of 1984, VEBA reserves
to pay employee health care claims
generally can't exceed 35% of
claims paid the previous year.

Current estimates on the number
of VEBASs are not available. But in
1984, benefit experts estimated that
about 9,400 VEBASs were operating,
up from 7,400 in 1981 (BI, March 19,

A ==> == 1 > _ —
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Whether your business requires
complete insurance services or just
one feature of a service, AMSERCO

can give you what you're looking for.
We offer claim and loss control

services, claim administration
auditing, classification auditing,

and computer reporting senrices.
Each of these.services is composed
of various features, giving you the
freedom to choose only those that
are right for you. What's more, we'll
work with you to create new features

administering insurance programs,
flexible.

to fit your special needs.

Backed by nearly 100 years
of liability insurance experience,
AMSERCO is in a unique position to
help identify your needs and create
programs to meet them.

If you're a self-insuring company,
captive, reciprocal, or insurance
company, call collect: Carl DeFranco,
Insurance Services Manager, at (617)
245-6000. You'll find that when it
comes to administering insurance
programs, we're flexible.

AMSEI2CO

SERVICE

CORPORATION

Wakefield, MA 01880
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Rates dropping for specific stop=loss cover

By JUDY GREENWALD

Employers that self-fund their
group health care benefits are pay-
ing less for stop-loss insurance.

Companies that write specific
stop-loss insurance, which caps the
liability of an employer for an indi-
vidual claim at a dollar amount
chosen by the employer, are cutting
rates as much as 25%.

The rate reductions reflect:

< Increased rate competition
among stop-loss insurers.

= The moderation in health care
cost inflation, which is reducing
claims pressure.

« More competition from fully
insured plans and health plan al-
ternatives, like health maintenance
organizations and preferred pro-
vider organizations.

"The market is softer from a
pricing standpoint than it had
been,"” sums up Tom Brown, senior
vp and director at New York-based
Duncanson & Holt Inc., a reinsur-
ance market for stop-loss insurers.

As specific stop-loss costs fall, the
cost of aggregate stop-loss insur-
ance is stable, insurers say. Aggre-
gate stop-loss insurance caps an
employer's total annual payout for

health benefits, usually at 125% of
estimated claims.

Underwriters that have cut rates
for specific stop-loss coverage over

the past year include:
= Lincoln National Life Insur-

ance Co., which reduced rates
about 25%. The Fort Wayne, Ind.-
based company wrote about $34
million in stop-loss business last

year.

e Cox Insurance Group, an Indi-
anapolis-based underwriting
agency, which recently cut rates
20%. "We have become much more
competitive on some of the lower-
deductible" business, says Ray Cox,
owner of the company.

Cox wrote about $10 million in
stop-loss premium volume in 1985,
about 95% of which was on behalf
of Lloyd's of London syndicates.

= SAFECO Life Insurance Co.
of Seattle, which is reducing rates
10% to 15%. SAFECO wrote about
$55 million in stop-loss coverage
last year.

= North American Life & Casu-
alty Co. in Minneapolis, which re-
cently reduced rates about 10%, ac-
cording to Jeanne Schwartz, man-
ager of the insurer's self-funded
group. North American wrote

OLA

INThe Beaer

Of£zbados

- 333:5*555%20E26*EBE{{IB{S8{{**E*S5{EXMJ{i

A Developed Offshore

Business Centre

* Offshore banking.

* International business companies.
* Foreign Sales Corporations.

about $42 million to $43 million in
stop-loss business last year.

= Northwestern National Life
Insurance Co. of Minneapolis,
which recently reduced rates a "lit-
tle bit,"” said R. Michael Conley, vp-
group sales. The company wrote
more than $20 million in stop-loss
premiums last year.

= The Brougher Agency of
Greenwood, Ind., which lowered
its rates in June. Officials would
not detail the size of the cuts.

Brougher wrote about $55 mil-
lion to $60 million in stop-loss busi-
ness last year on behalf of Lloyd's
syndicates, Forum Insurance Co.
and syndicates on the New York
Insurance Exchange.

But, Boston Mutual Life Insur-
ance Co., which wrote $11 million
to $12 million in stop-loss coverage

An Ideal Location For

Your Exempt Insurance Company

* No income nor withholding taxes.

* No Exchange Control.
* US $125,000. flat rate capitalisation.
* US $2,500. annual licence fee.

The Business Infrastructure
You Need And The

Sophisticated. Stable
Environment To Make It Work

A Network of

favourable double-taxation

treaties with:

* Major international banks.
* Big eight accounting firms.
* International legal services.
* Direct dial telephone and telex.

* The United States of America,
Canada, The United Kingdom,
Norway, Sweden, Denmark

and Switzerland.

BAR2Z2ADOS

OurClimate is Right For Ibur Exempt Insurance Company.

Full information available from-

tBarbados Industrial Development Corporation, 14 Avenue Lloyd George, 1050 Brussels, Belgium. Tel: (322) 648-1026.

*Barbados Industrial Development Corporation, 800 Second Avenue, 17th Floor, New York, N.Y. 10017, U.S.A. Tel: (212) 867-6420.
tBarbados Industrial Development Corporation, Pelican House, Princess Alice Highway, St. Michael, Barbados. Tel: (809) 427-5350.
tCentral Bank of Barbados, P.O. Box 1016, Bridgetown, Barbados. Tel: (809) 436-6870.
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last year, has not lowered rates,
says William Wood Jr., second vp
and director of group sales. "Their
rates were too high,” he says of
other companies that cut prices.

However, Boston Mutual has
begun giving credits to employers
that use cost-containment mea-
sures, like preferred provider orga-
nization options and second surgi-
cal opinion provisions.

Virtually all stop-loss un-
derwriters agree that the market
for specific coverage has become
more competitive.

"Competition is much stiffer
than it once was, so if we find a
piece of business we want, we have
to sharpen our business and quote
more competitively,” explains Alan
Anderson, vp-group sales at the
U.S. headquarters of Sun Life As-
surance Co. of Canada in Welles-
ley, Mass. Sun Life wrote about $3
million in stop-loss business last
yvear.

While there are some new stop-
loss insurers, new players are com-
ing into the market with "nowhere
near the frequency we used to see
four to five years ago" and the
market is "stabilizing," says North-
western National's Mr. Conley.

Decreased health care inflation
also is holding the line on stop-loss
insurers' costs and, thus, their rates.

While some insurers say employ-
ers are still increasing the amount
of risk they retain to lower their
stop-loss Costs, Sigurd Moen, second
vp and director of sales at Wash-
ington National Insurance Co. in
Evanston, lll., says specific reten-
tions have generally "pretty much
leveled off" at about $20,000 per
employee. Washington National
wrote about $12 million to $14 mil-
lion in stop-loss insurance last year.

While underwriters report grow-
ing competition within the stop-loss
market, they also note more com-
petition from underwriters of fully
insured group health products. As
the cost of health care moderates,
they explain, the cost differential
between a fully insured plan and a
self-insured plan with stop-loss
coverage is narrowing.

"The market is more competitive
because of the stable, fully insured
premiums which now compete
with stop-loss,"” explains Scott Tay-
lor, vp-group department at SA-
FECO.

"I'd say it's a softer market," he
adds, noting that while the specific
stop-loss insurance market con-
tinues to grow, less new business
was written in 1985 than in 1984.

Because insurers writing fully
insured plans are much more com-
petitive, "people have not consid-
ered self-funding” and stop-loss in-
surance, says Mary Ann Ritter, vp
of the Brougher Agency.

Small groups, in particular, are
tending to stay with fully insured
plans, Ms. Ritter says.

Underwriters of fully insured
plans are making a strong push to
"buy back" business of small
groups, agrees Jeanne Maack, man-
ager of the benefits department at
lllinois R.B. Jones Inc. in Chicago, a
unit of Alexander & Alexander
Services Inc. Jones, a Lloyd's cor-
respondent, wrote "in the neigh-
borhood" of $3 million in stop-loss
business last year.

The growing popularity of alter-
native health plans, like HMOs and
PPOs, is another problem facing
stop-loss insurers, Ms. Maack says.

If an employer's self-insured
plan covers 200 employees and 75
decide to join an HMO, "you really
don't have sufficient numbers of

them left in the group to be self-
funded” or at least remain self-
funded and maintain the same spe-
cific retention, Ms. Maack explains.

PPOs are "sure biting into our
market and taking business away
from everyone," says Mr. Cox. .
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P/C self-insurance

Continued from page 3
noted.

While self-insurance experts said
a year ago they expected more
companies to turn to self-insurance
in 1985, they did not expect the rel-
ative market share of self-insur-
ance to commercial insurance to
grow in 1985. They noted that prop-
erty/ casualty rates were rising so
dramatically that insurers' pre-
mium volume would probably
grow faster in 1985 than the
amount of funds committed to self-
insurance (BI, Jan. 28, 1985).

But, consultant Tillinghast, Nel-
son & Warren Inc. estimates alter-
native risk financing-primarily
self-insurance-grew to $44 billion,
or 43% of the $102 billion prop-
erty/casualty risk financing mar-
ket in 1985 from $35 billion or 39%
of the $90 billion market in 1984.

And, Tillinghast predicts that al-
ternative risk financing mecha-

nisms will increase significantly in
1986, accounting for almost half cd
the property/casualty risk-financ-
ing market.

Alternative risk financing-
which includes self-insurance and
premiums paid to captive insurance
companies and monopolistic and
competitive state workers compen-
sation insurance funds-will com-
prise approximately $56 billion, or
47%, of the $118 billion prop-
erty/casualty risk financing mar-
ket in 1986.

In contrast, in 1977, at the end of
the last market crunch, alternative
risk financing comprised apprcxi-
mately $8 billion, or less than 14%o,
of the $58 billion property/casualty
risk 'inanzing market, according to
Tillinghast.

Tillingtast based its estimates cn
data from its own sources and re-
ports from- governmental and pri-
vate groups, including A.M. Best
co.

"People are looking more to self-

insurance now because it's more of
a standard alternative than it was"
during the last tight market, ex-
plainei Robert Needle, vp-market-
ing fjr Alexsis Inc. in Philadelphia,
the self-insurance services unit of
Alexander & Alexander Services
Inc.

"Plus, we're going into this mar-
ket with people already self-in-
sured.’

The most prevalent forms of al-
ternative risk financing in 1984, the
last year for which Tillir.ghast has
specific s-2 tistics, were self-insured
retentions, deductibles and :rusts,
such as 501(c)(3) trusts set up by
non-profit entities to finance their
risks. Those mechanisms acccunted
for $25 billion, or more than 71%, of
the $35 billion property /casualty
alternative risk-financing market
in 1984.

Captives accounted for $4 billion
of the market, or 11%, while self-
insurance pools, primarily com-
posed of F ublic entities, accounted

fol $1 billion, or about 3%.

Accounting for $5 billion, or 14%,
of the alternative risk-financing
market were state insurance funds,
pr.marily for workers compensa-
tion exposures.

While Tillinghast included state
funds as alternative risk-financing
mechanisms in its study, it did not
include premiums paid to insurers
for cash-flow or retrospectively
rated programs, which many risk
managers and consultants also con-
sider to be self-insurance (see story,
page 22).

The new spurt of self-induring
property/casualty risks is occur-
ring despite the Deficit Reduction
Act of 1984. DEFRA prohibits self-
insurers from taking current-year
tax deductions for reserves estab-
lished to pay future claims (Bl, July
2,1984; July 23, 1984).

Some risk management consul-
tants last year feared that DEFRA
would increase the cost of self-in-

suring by as much as 20%, depend-

Call today fora brochure: (305) 593-1881

8685 NW 53rd Terrare
Miami, Florida 33166

o AT A\
CORPORATION

ing on the type of risk retained,
possibly discouraging some com-
panies from turning to self-insur-
ance as a risk-financing alterna-
tive.

However, DEFRA's impact on
both the cost and the attractiveness
of corporate self-insurance pro-
grams has been minimal because
the rising cost of commercial prop-
erty/casualty coverage has out-
paced the increased cost of self-in-
surance, consultants and risk man-
agers said.

"l haven't seen it have much im-
pact at this point,” summed up
Warren Brockmeier, vp-risk man-
agement with The Wyatt Co. in
Chicago.

"If you have no other choice,
self-insurance is your only alterna-
tive-despite tax rulings,"” said H.
Felix Kloman, a principal with Til-
linghast in Darien, Conn.

Consultants pointed out buyers
sometimes have no alternative but
to self-insure a growing list of ex-
posures, especially those insurers
view as too risky to underwrite.

Among the exposures most fre-
quently self-insured, they said, are
professional liability, including
coverage for architects, accoun-
tants, lawyers, physicians and in-
surance brokers; directors and offi-
cers liability; pollution liability;
product liability; various public en-
tity liability exposures; liquor lia-
bility; and earthquake exposures.

Some companies, especially cor-
porate giants, self-insure almost all
their predictable exposures.

"We operate as though we're an
internal insurance company,” said
Howard T. Weber, director of in-
surance for Minnesota Mining &
Manufacturing Co. in St. Paul,
Minn. "We then go out and buy
commercial insurance as though it
were reinsurance.”

Mr. Weber explained that 3M re-
tains up to $5 million per occur-
renee of each risk faced by its 54
operating divisions, either through
self-insured retentions or by buy-
ing coverage from its captives.

While most companies do not re-
tain the level of risk that 3M re-
tains, observers noted that many
companies are retaining more and
more risk.

"The higher the risk, the larger
the company and the more serious
the expenses, the higher the loss
retention tends to be," said Charles
Young, a managing director with
Marsh & McLennan Inc. in New
York.

Mr. Young, who works with For-
tune 500 companies, and other con-
sultants said a growing number of
companies are maintaining self-in-
sured retentions of $250,000 to
$500,000 per risk-compared with
$100,000 a year or two ago-with
annual aggregates ranging between
$2 million and $3 million.

“"Take a company that has a
$100,000 per-risk retention for
workers compensation, auto liabil-
ity and general liability,"” Mr.
Young said. "The insurance corn-
pany then provides coverage from
$100,000 to $1 million.

"If the insured company goes
years without breaking into the
$100,000, there's no reason to raise
the retention. But, if that changes,
the insured and the insurance com-
pany may find it to their mutual
advantage to raise the retention to
$250,000....S0, the insurer still can
provide protection for a reasonable
premium.”

"Over the past 10 years, I've seen
our own clients go into a self-insur-
ance program for the first time at
$100,000; AIG Risk Management's
Mr. Smetana explained. "When
they get some control over the pro-
gram, they move into higher
thresholds. They move up to
$250,000 to $500,000. Some grow as
high as $1 million. It's a combina-
tion of the growth in size of the fi-
nancial base of an institution and
its ability to control losses."

While retentions are the most

Continued on page 16
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While times have changed, most health
insurance plans haven't.

Which is unfortunate.

Because today's complicated health
care cost issues demand modem, innovative
health care plans.

Introducing AMICARE

AMICARE is a new concept in health
care. It is a comprehensive medical plan
designed expressly to help business bring
down the high cost of medical benefits and
hold them down. Without shortchanging
employees on coverage.

AMICARE allows business to perform
the difficult task of providing high quality
health care to employees while keeping
costs under control.

AMICARE was created by AMI, American
Medical International, one of the world's
leading health care companies. We own and

operate hospitals and health care centers
throughout the world. So we know how costs
can be eontrolled without sacrificing care.

The careful balance of

cost and care

While many health care plans control costs
by reducing benefits or by raising the deduct-
ible, AMICARE encourages employees to
help control costs by giving them incentives
to choose cost-effective options beforecare
is provided. Not only does this help your
dients manage costs, it also gives their

employees something they want-freedom
of choice in their health care decision.

Plus AMICARE offers further cost-control
through our outstanding utilization review

program.

You can recommend AMICARE
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We designed AMICARE togive your dients
the best service possible. Our information
reporting system keeps them up-to-date with
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the AMICARE computerized claim system
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The)1 know the benefits business inside and
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is necessary. Whether it's helping you solve a
dienes problem. Or simply being responsive
to the needs of you or your dients.

Aplan for today and tomorrow

AMICARE is cost competitive. But that's
just the beginning.

You can be sure AMICARE will remain
cost competitive in the future. Because we
will work with your dients to hold costs
down year after year with our uniquely
designed benefits programs.

Find out more about AMICARE

For more information about AMICARE
contact Francis L. Browning, Vice President,
Sales, AMI
Group Health
Services,
414 N.
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Drive,
Beverlv
Hills, CA
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WE HAVE REVIEWED OVER

HOSPITAL ADMISSIONS during the past 14 years for medical

necessity, appropriateness arc qual tv of care. As one of the most experienced medical peer review
organizations, our 5,000 physician members operate on a not-for-profit basis and offer an objective
professional evaluation of health care services. We help clients meet their cost containment objectives
without sacrificing health benefits or the quality of care. We invite third party administrator and broker

participation. For complete details contact Michael J. O'Connor, Executive Director.
ILLINO,9

s: lllinois Founllationtop Me]llca

332 South Michigan Avenue, Chicago, lllinois 60604
-oil-Fre€ 800/367-9938 - Ir Chicago 312/341-0217

Review

9, FOR.

J&H INFOLINE

INFORMA-101 AND IDEAS ON RISK MANAGEMENT ANDBENEFITS FROM JOHNSON & HIGGINS

P/C self-insurance

Continued f-om page 14

often utilized self-insurance mech-
anism, consultants said the mecha-
nism drawing the most interest is
group capt: ves, though some do not
considka- group captives self-insur-
ance (see stcry, page 22).

"The interest in captives has ex-
ploded in the last eight months,"
said Mr. Kloman, noting that Til-
linghast h:. received more than 30
inquiries 20ncerning group cap-
tives within the last four months.
He said he knows of more than 100
proposals br group captives cur-
rently under consideration.

The gro-ips considering captive
formation generally consist of orga-
nizatien: tnat have product, pollu-
tion or professional liability expo-
sures, said George M. Betterley, a
principal and vp with Tillinghast
in Boston.

These grjups usually consist of
small to medium-sized members

NO. 14

Marshaling Capacity inaHardMarket:

Therole of

Tbday, organizations that face similar exposures should be investigatin
specific" association ca,ptives with the objective of creating a specialized

vehicle that replaces coverage no longer available in traditional markets.

industry-specific'captives.

g "industry-

insurance

Groups rarely look into captives because of escalating premiums alone. Most are

driven by the severe limitation on-or complete unavailabnity of-such coverages as

directors and officers, umbrella liability, fidelity, and even libel and slander. By joining

together, companies may be better able to deal with the insurance problems they share.

Successful captive formation requires that the industry association's leaders take

an active role in the planning and operation of the program. The goal of an "industry-

specific" captive is to use the knowledge of industry leaders to underwrite risks

sensibly. This is especially important in lines such as directors and officers where the

risks are a function of management slell.

Captives must be substantially capitalized in order to attract insurers and

reinsurers to the program. The stronger the financial statement of the captive, the

better the chances of market participation.

Since captive programs are most effective when they share part of

the conventional insurance market, it is critical for association captives t

their risk with

o choose an

experienced broker as a consultant. The broker must be able to marshal existing

capacity in the world marketplace, which can then be structured with th

e self-

assumption program of the captive to cushion against unpredictable catastrophic loss.

For more information, contact your J8eH office. Or call Alan Page at 212-701-8347.
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with annual losses of less than
$200,000, according to Richard E.
Sherman, a consulting actuary with
accounting firm Coopers & Ly-
brand of San Francisco.

Among the groups that observers
said are seriously considering
forming captives are public enti-
ties, hospitals, lawyers, retail stores,
new-car dealerships, undertakers,
professional sports teams and ath-
letic clubs.

But, brokers and consultants note
they get few inquiries about group
captives from associations of large
companies.

"It's very difficult to get large
companies to work together,” ex-
plained James V. Davis, chairman
of the Advanced Risk Management
Services division of Corroon &
Black Corp. in Nashville, Tenn.

"They're suspicious of one an-
other. Each feels it has a good risk
management and loss prevention
program already in place," he said.

And, others note many large cor-
porations established single-parent
captives during the market crunch
of the Mmid-1970s, reducing their
need to join a group captive.

But, some huge companies are
contributing capital to establish un-
derwriting facilities that provide
excess insurance capacity, which
some consultants say are similar to
group captives.

One such facility is operating al-
ready. A.C.E. Insurance Co. Ltd.,
which was conceived by Marsh &
McLennan and incorporated in the
Cayman Islands, currently is offer-
ing its sponsors and non-sponsor
policyholders general liability
limits of $65 million per risk excess
of $100 million. And, when it is
fully capitalized at $400 million,
A.C.E will offer $100 million excess
of $100 million (BIl, Dec. 23, 1985).

"l don't think there's any ques-
tion we're going to see more asso-
ciation-type captives such as the
A.C.E. captive Marsh & McLennan
established," Mr. Young said.

Other groups are attempting to
form similar facilities.

For example, AIG expects to
know by mid-February whether it
can raise enough capital to form a
facility that would provide mem-
bers with $25 million to $50 million
of liability coverage excess of $25
million (BI, Jan. 13).

"Particularly on the excess liabil-
ity side, we do see a movement to
develop new capital into new in-
surance and reinsurance facilities
to create capacity. . .,"” said AIG
Risk Management's Mr. Smetana.
But, he does not consider these fa-
cilities captives.

The Reiss Organization has
formed Tortuga Casualty Co. in the
Cayman Islands to write $25 mil-
lion in excess general liability cov-
erage excess of $50 million for Reiss
clients. Tortuga expects to cede
about half the business it writes to
Reiss-managed captives (see story,
page 1).

And, a chemical industry group
is proposing an excess liability fa-
cility, currently dubbed the
CASEX Project, that would pro-
vide limits of $50 million excess of
$50 million (BI, Dec. 2, 1985).

Just as large firms are joining
these facilities, public entities,
many of whose liability coverages
have been canceled or not re-
newed, are increasingly turning to
self-insurance pools, experts say.

"If you want to point to an area
that's absolutely exploding, it's gov-
ernment entities' pooling," said
James Blinn, a vp with Tillinghast
in New York.

Mr. Kloman projects that self-in-
surance pools will be used to fi-
nance about 50% of public entities'
general liability and workers com-
pensation risks in 10 years, com-
pared with 5% currently.

Some insurance buyers also are
trying to control their insurance
costs by buying cash-flow programs
offered by insurers, which some
consultants and risk managers con-

Continued on page 18
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ISTHIS THE MOST
YOU CAN EXPECT FROM A

At ESIS, we think risk management services
should offer you more than a squeaky clean desk.
After all, no one self-insures simply to save on

paperwork. Or to get in extra rounds of golf.

Self insurance is nothing less than an integral
part of a risk manager's program to protect a
company's assets.

And at ESIS, we see our job as nothing less than
offering risk managers the means to accomplish
that. As cost-efficiently as possible.

For example, our computerized risk information
system: CRIS.

It doesn't just give you faster and more com-
plete access to your information. It gives you the
facility to update and perform extensive analysis
of the information in your files as well.

ESIS, Inc.
a CIGNA company

RISK MANAGEMENT SERVICE?

And CRIS lets risk managers enter their own
exposure and allocation data, and administra-
tive costs to determine their risk management
program's effectiveness.

How has it worked?

ESIS's expert claims administration, information
systems and loss control services have allowed
many of our clients to increase their risk retention
levels substantially

Even up to ten times.

And of course bottom line savings have been
significant.

So with ESIS, you donl just get a cleaner desk,
information where and when you want it, and a
workday that ends on time.

You getthe satisfaction of doing yourjob well.

CIGNA
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Some self-iInsuring excess exposures

Unlike the tight property/casualty market of the mid-
19704 buyers today are often unable to find coverage for
excess layers and, thus, are being forced to retain this risk.

"That's one of the striking differences from this crunch
to the '705 crunch-you could get primary up to $500,000
and excess over $1 million then," said George M. Betterley,
a principal and vp with consultant Tillinghast, Nelson &
Warren Inc. in Boston.

"That phenomenon isn't present today,"” he said. "Both
primary and excess, with heavy emphasis on excess, is not
being made available.”

Some firms are currently self-insuring levels "that would
have been unthinkable earlier,” noted Warren Brockmeier,
vp-risk management of The Wyatt Co. of Chicago.

"The difference is the dramatic, wholesale withdrawal of
the umbrella market,"” said P. Richard Hackenburg, staff
vp and assistant treasurer of Allegheny International Inc.
of Pittsburgh. "Nobody is following anybody," he said of

excess insurers.

Risk managers and consultants report capacity restric-

tions at various levels in the excess layers. In addition, they
say, capacity restrictions differ from industry to industry,
and often from company to company within an industry.

"It's difficult, if not impossible, to obtain $50 million of
insurance," said Charles Young, a managing director for
Marsh & MelLennan Cos. Inc. in New York.

"If | were to draw any conclusions, when you get over
$25 million you begin to run into problems of capacity un-
less you're a plain vanilla exposure,” Mr: Betterley said.

And, those who can obtain some excess coverage face
additional contraints, Mr. Hackenburg noted. "A lot of peo-
ple can't get excess without agreeing to the claims-made
form. Also, there's a difference in terms, such as the inclu-
sion of defense costs and some exclusions,”" he said.

The unavailability of excess coverage is forcing some
buyers to form underwriting facilities for excess coverages.

One such facility is operating already. A.C.E. Insurance
Co. Ltd., which was conceived by Marsh & McLennan and
incorporated in the Cayman Islands, currently is offering
its sponsors and non-sponsor policyholders general liability

limits of $65 million per risk excess of $100 million. Several
other similar facilities are being developed.

Indeed, market observers note that another of the most
important differences between the market crunches of the
1970s and the 1980s is the greater interest in pools and
group captives. Ten years ago, there was more interest in
single-parent or pure captives, they say.

"Today, | don't believe a company would set up a single-
parent captive,” said Mr. Young. "They will not see it as a
viable solution. | don't think there's any question we're
going to see more association-type captives such as the
A.C.E. captive Marsh & McLennan set up.”

Risk managers today also face a greater threat of insurer
insolvency than they did during the 1970s, said Lawrence J.
Bell, assistant vp-risk management of Revco Drug Stores
Inc. of Twinsburg, Ohio.

"That's why if you can get into self-insurance or some
other risk-financing alternative, that's the thing to do," Mr.
Bell said. "You can't depend on an insurance company to be
there tomorrow. They're selling you a leaky lifeboat."

MAVBE | SHOULD

BECOME A BENEFITS MANAGER. THEN | COULP

COUNT ON MET LIFE'S FLEXIBLE BENEFITS
TO KEEP THINGS SIMPLE.

Flexible employee benefits are fine unless
they're so complex they get you tied up in knots.

Met Life solves that problem with com-
puterized administration systems specifically
designed to handle the ins and outs of a flex-
ible benefits program things like election
forms, flexible credit calculations, maintenance
of records and employee turnover

So employees get the individual benefits
they like best, and they understand what

they're getting. And you get the administrative
simplicity that makes the plan manageable and
cost-effective.

For good, sound advice on how to set
up a benefits plan that's flexible for employees
and simple for employers, write to: Jerome
Buckley, Metropolitan Life Insurance Company,
1 Madison Avenue, Area 24 VW, New York, NY.
10010, or talk to your Met Life Group
Representative.

GET MEL ITFAYS.
; Metrapolitan, Life

©1985 Metropolitan Life tnsurance Company, NY, NY.

P/C self-insurance

Continued from page 16
sider a form of self-insurance be-

cause the cost is dependent upon
ultimate losses.

But, many insurers are re-
stricting these programs to ac-
counts that generate at least
$500,000 in annual premiums, are
tightening underwriting standards
and are less willing to write these
plans for new accounts.

Although some insurers will
write cash-flow programs for gen-
eral liability and other casualty
risks, most of the programs are
only used for workers compensa-
tion exposures, consultants and in-
surers say.

If available, cash-flow plans are
an attractive risk-financing alter-
native, they said.

Three of the most common types
of cash-flow programs are paid-loss
retrospectively rated plans, in-
curred-loss retros and compensat-
ing balance plans. Under these
plans, insurers establish minimum
and maximum premiums. The ulti-
mate premium depends on a poli-
cyholder's loss experience during
the policy period. Typically under
such programs, a policyholder
eventually pays between 50% and
150% of its estimated premium.

Under a typical paid-loss retro
plan, the policyholder pays only a
deposit premium covering the in-
surer's cost of administering the
program and then reimburses the
insurer for losses as they are paid.
The policyholder thus is able to
earn investment income on money
that otherwise would have been
paid up front to the insurer.

Under a typical incurred-loss
retro plan, the policyholder pays
the insurer in advance for antici-
pated losses. The premium is later
adjusted based on actual losses.

Under a compensating balance
plan, the policyholder pays the in-
surer a portion of the premium.
Then, the remainder of the pre-
mium, less the insurer's adminis-
trative expenses, is deposited in a
bank account held jointly by the in-
surer and the policyholder. The in-
surer subsequently withdraws loss
expenses from the account as they
become payable.

Meanwhile, the policyholder can
claim the account on its balance
sheet as an asset and use it to sup-
port a line of credit at the bank.

Some insurers offer several cash-
flow plan options. Kemper Group,
for instance, offers paid-loss retros,
incurred-loss retros, compensating
balance programs and a deferred
premium program, said Frank
Snook, special risks officer with
Kemper International Insurance
Co. of Long Grove, lll.

Under a deferred premium pro-
gram, 35% of the premium is de-
ferred until the first premium ad-
justment period, nine months after
the policy expires.

Continued on page 20



- A fil

Berkshire Hatha ay
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your bus business

And we give youunequaled
financial strength as well.*

In this chaotic market, if you're
looking for an insurer who can provide
your bus operations with Auto Liability,
Physical Damage and General Liability
and the loss-paying capability y6u
need, we are it.

Our National Indemnity Group has
more than 35 years of experience under-
writing buses of all types and sizes.

We have the facilities to settle your
claims in all states.

The National Indemnity Group
has a combined surplus of more than
$1 billion and is rated A+ by A.M.
Best. The National Indemnity
Group includes:

 National Indemnity Company

* National Indemnity Company of Minnesota
 National Indemnity Company of Florida

* Home and Automobile Insurance Company
 National Fire and Marine Insurance Company
e Columbia Insurance Company

For the name of our general agent in
your area or for more information about
our bus programs, telephone or write
8, Cross, Marketing Director, National
Indemnity Company, 3024 Harney Street,

Omaha, NE 68131, (402) 346-7400
'Iblex: 62-883038

BERKSHIRE HATHAWAY INSURANCE GROUP

NATIONAL INDEMNITY COMPANY - COLUMBIA INSURANCE COMPANY
CONTINENTAL DIVIDE INSURANCE COMPANY - CORNHUSKER CASUALTY COMPANY
CYPRESS INSURANCE COMPANY - HOME AND AUTOMOBILE INSURANCE COMPANY

KAIISAS FIRE AND CASUALTY COMPANY - NATIONAL FIRE AND MARINE INSURANCE COMPANY

NATIONAL INDEMNITY COMPANY OF FLORIDA - NATIONAL INDEMNITY COMPANY OF MINNESOTA

REDWOOD FIRE & CASUALTY COMPANY

*A.M. Best's most recent comparison ranks the
Berkshire Hathaway Insurance Group first among all
major property/casualty groups in their key measure-
ment of financial strength - Best's test of gross
leverage. See Best's Insurance Management Report
Property/Casualty Release No. 6 March 4.1985.
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RISK MANAGERS

and

CHIEF FINANCIAL OFFICERS

We have capacity for excess of loss insurance
and reinsurance.

- GENERAL LIABILITY

- PRODUCTS LIABILITY

- UMBRELLA LIABILITY

- DIRECTORS & OFFICERS LIABILITY
- ERRORS & OMISSION

Profit Participation Plans are available

(809) 295-9319

STEVE ELLIOTT

Transatlantic Management Company, Limited

P.O. Box 2088, Washington Mall Phase 1 Level C
Church Street, Hamilton 5 Bermuda
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Continued from page 18

Mr. Snook noted that 65% of the
premiums generated by Kemper's
deferred premium plans involve
workers compensation exposures.

The St. Paul Cos. Inc. through
Atwater MeMillan Inc., its under-
writing management subsidiary,
offers paid-loss and incurred-loss
retros and compensating balance
programs for work comp, general
liability and auto liability risks to
policyholders with annual premi-
ums of at least $1 million.

Added to the cash-flow advan-
tages, Corroon & Black's Mr. Davis
believes the cost of well-designed
cash-flow programs can be de-
ducted as an insurance expense.

By agreeing to a higher mini-
mum premium, as much as 70% as
opposed to 30% or 40%, the Internal
Revenue Service is more likely to

believe the policyholder "would
leave some dollars on the table”

If you want good, solid

advice about

claims management,

talk to us!

Utilize Our Expertise
in these Areas:

I Self-Insured Retentions

| Product Liability Cases

we'll show you how to save money
and achieve more productive results!

Today, many claim facilities have become liabilities rather than assets to the
insurance programs they support. Inefficiencies exist resulting in unnecessary cash

flow, loss, and cost control problems. That's where Associated Claims Enterprises

« Professional Liability

- Hospital/Health Care/
Malpractice

I Municipalities

can help. As one of America's most knowledgeable claims management firms, we
save clients money by recommending cost effective alternatives that will materially
strengthen and improve their current programs. Some of our strong points include
comprehensive program analysis, establishing an accurate picture of reserve

adequacy, identifying loss sources and offering objective advice on creating,

I Reinsurance Audits

implementing and administering self-funding programs. Whatever the require-

ments, we'll put all of our creative resources to work for you.

A complete line of services

e Consulting-We thoroughly review claims programs and offer recom-
mendations on attaining maximum efficiency at controlled costs.

* Audits or Surveys-Our in-depth surveys help determine reserve ade-

quacy. We also critique client companies.

e Claims Management-We evaluate claims performance and reporting
procedures as well as monitor programs on an ongoing basis.

* Risk Management-We carefuly analyze loss prevention procedures and

identify loss sources.

The success of Associated Claims Enterprises
reflects the knowledge, judgment and resourceful-
ness of our talented, young management team.

require it.

Give us an opportunity to serve you!

We service a diverse clientele including agents and brokers, dsl
managers, corporations as well as other insurance organizations. We
would like the opportunity to put our unique capabilities towork for

you. Foran objective evaluation ofyourclaims program oradditional

information contact:
Management."

ASSOCIATED

GET ALL
THE FACTS!

Toulearmn-margabout Associated hefdl
Guide

today to, a complimentary
copy of our informativge . 40
new booklet, "A He/pfu/ f‘g#llﬂs

Guide to Claims

e Actuarials-This valuable service is available to our clients should they

'68%64/

CLAIMS ENTERPRISES, INC.

A Subsidiary of Cameron General Corporation

200 West Monroe Street, Suite 1402 « Chicago, IL 60606 « 312/ 263-1620

and allow a deduction for the en-
tire premium in the current year,
he said.

"Even if the tax consequences
are unfavorable, you still have the
use of your money,"” noted Mr.
Snook at Kemper.

The Internal Revenue Service
has not ruled on the deductibility
of premiums paid for cash-flow
plans, but consultants said that the
IRS has deemed some cash-flow
plans to be self-insurance and
therefore disallowed a tax deduc-
tion for the premiums paid.

But, consultants must persuade
reluctant risk managers to take a
higher minimum, because itis
"counter to what they thought of as
a retro program,” Mr. Davis said.

Risk managers also must con-
sider which cash-flow program
most favorably affects their com-
pany's balance sheet.

For example, while St. Paul's
paid-loss retros and compensating
balance plans operate similarly, its
paid-loss retro program requires a
policyholder to provide the insurer
with collateral through a letter of
credit, explained George Tsui, vp-
major accounts underwriting at
Atwater MeMillan.

Under the compensating balance
program, the policyholder estab-
lishes a joint bank account from
which the insurer can draw to
cover any losses.

"The compensating balance pro-
gram looks better on a company's
balance sheet,” Mr. Tsui said. "You
don't have to use up your lines of
credit.” And, the policyholder can
claim the collateral in the joint ac-
count as an asset, he noted.

Some companies are also using
their lines of credit as a self-insur-
ance mechanism, according to Mr.
Blinn of Tillinghast.

For example, a company can ob-
tain $1 million in actual cash value
property -coverage for a building
with a $10 million replacement
cost. The company then establishes
a $9 million line of credit to cover
its losses should the building be
destroyed.

"After a loss, the credit turns into
a long-term financing arrange-
ment," he explains. "Over the long-
term, this is significantly less ex-
pensive"” than insuring the risk for
its full replacement value.

Using several alternative risk-fi-
nancing methods can pay off.

"From a relative standpoint,
we've been able to maintain or re-
duce the impact of the hard mar-
ket," said P. Richard Hackenburg,
staff vp and assistant treasurer at
Pittsburgh-based Allegheny Inter-
national Inc.

The company, which has main-
tained a "heavy" self-insured re-
tention for liability exposures since
1976, operates a single-parent cap-
tive and has equity in a group cap-
tive and is considering expanding
its self-insurance program, Mr.
Hackenburg said.

Although he projects that the cost
of the company's self-insurance
program will increase 16% this
year, Mr. Hackenburg noted that
the company's risk financing Costs
would be "dramatically higher" if
it had bought this coverage from a
commercial insurer.

But while companies like Alle-
gheny International can point to
the success of self-insurance, con-
sultants warn buyers not to turn to
self-insurance as a quick fix only
until the market softens.

"Once you get into it, it's going to
be a rare occasion when you get
out," explained Mr. Davis.

Lawrence J. Bell, assistant vp-
risk management for Reveo Drug
Stores Inc. in Twinsburg, Ohio,
agrees. "Any time you go into a
self-insurance program, you should
go into it on a long-term plan.

"It's just like getting married: If
you go into it with the idea that if it
doesn't work out, you'll get a di-
vorce. . .if you're that dubious
about it, maybe you shouldn't get

L s e == - - _ T -
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Experts differ on definition of self-insurance

By DAVE LENCKUS

Self-insurance is a popular buzz-
word in risk management circles,
but experts are divided about just
what constitutes self-insurance.

Risk managers and consultants
agree that self-insurance is the
planned self-assumption of risk, as
opposed to simply going bare.

However, they debate the
amount of losses that can be self-
insured and which risk-financing
methods are self-insurance mecha-
nisms.

"Self-insurance is a process of in-
ternally accepting risk and provid-
ing for it, possibly by funding, pos-
sibly by an allocation system," said
Warren Brockmeier, vp-risk man-
agement for The Wyatt Co. in Chi-

cago.

A self-insurance program should
do "all the things an insurance
company does, without the pres-
ence of an insurance company,"
said Thomas V. Hanet, chairman,
president and chief executive offi-
cer of Adjustco Inc. in New York,
the claims management subsidiary
of Frank B. Hall & Co. Inc.

"Self-insurance should have
some formal' aspect-formal claims
administration and a loss control
program,” Mr. Hallett added.

Some consultants and risk man-
agers contend that only predict-
able, everyday losses can be self-in-
sured. The amount of these losses
will vary by the size of a company
and its loss history.

However. for large companies,

self-insurance would typically in-
volve losses that would be covered

under a $1 million to $3 million pri-
mary layer of insurance in the
commercial marketplace, they said.

"You cans only opera.e a true
self-insurance program in the area
of expected losses," said Howard T.
Weber, director of insurance for
Minnesota Mining & Manufactur-
ing Co. in St. Paul, Minn.

"You can't carry reserves on a
corporation's books for unknown
or unexpected losses. Our auditors
won't let us carry contingency re-
serves on the corporation's books,"
Mr. Weber said.

But, others say that assuming
risk for losses that would be cov-
ered by lower layers of excess in-
surance in the commercial market-
place also may be considered self-

insurance.

"Self-insurance, broadly, is any

formal or informal retention of
risk. Formally, it's a qualified pro-
gram," said: James Blinn, a vp with
consultant Tillinghast, Nelson &
Warren Inc. in New York.

Among the most often-used al-
ternative risk-financing methods,
high retentions and pure captives
generally are considered self-insur-
ance mechanisms.

But, consultants and risk manag-
ers disagree about whether deduct-
ibles, group captives and pools, and

cash-flow insurance programs can
be termed self-insurance.

Some consultants and risk man-
agers contend that a deductible is
not a formal self-insurance mecha-
nism because deductibles often do
not reflect a substantial portion of a
loss. 1

And, an insurance company still

ForthePersonallbuch inGrouplnsurance ...

When itcomestolife, health,

dentalandlongtermdisability
Confederation Life gives

youmorethanafairshake

INSURANCE COMPANY

Atlanta/Boston/Chicago/Detroit/Los Angeles/Philadelphia/'Puerto Rico/San Francisco/St. Louis

Onfederation Lue

is involved in administering the
claims for which an organization
pays a deductible.

“If the self-insured himself is
handling the claims, it's self-insur-
ance. If an insurance company is
handling the claims, it's a large de-
ductible,” said Gary Ransom, a
consulting actuary in the insurance
services division of Conning & Co.
of Stamford, Conn.

"But, the difference between an
SIR (self-insured retention) and a
large deductible is hazy," he added.

Some risk managers and consul-
tants consider group captives a self-
insurance mechanism.

For example, Tillinghast cate-
gorized group captives and pools as
self-insurance in its report on the
growth of the alternative risk-fi-
nancing market.

Others, however, say only pure
captives qualify as a self-insurance
mechanism.

"If you have a captive and it's
pure-with no outside participants
-then it becomes a form of self-in-
surance. At least, that's how the
IRS views it,” Mr. Brockmeier said,
referring to Internal Revenue Ser-
vice regulations that treat captives
as self-insurance for tax purposes.
The IRS prohibits tax deductions
for premiums paid to wholly

owned insurance subsidiaries that

only insure the parent company's
risks.

But, when companies pool their
risks in an insurance company they
own, most consultants are inclined
to say that is not self-insurance.

"In the case of A.C.E., if it really
pools risks, it's meant to operate as
a regular insurance company
would operate,” said James V.
Davis, chairman and chief execu-
tive officer of Advanced Risk Man-
agement Service of Nashville,
Tenn., a unit of Corroon & Black
Corp.

A.C.E. Insurance Co. Ltd. is the
Cayman Islands incorporated in-
surance company conceived by
Marsh & McLennan Cos. Inc. that
will offer its members $100 million
excess of $100 million of liability
coverage when fully capitalized
(Bl, Dec. 23, 1985).

There also is some disagreement
over whether cash-flow and retro-
spectively rated insurance pro-
grams are self-insurance mecha-
nisms.

"Cash-flow plans are part of the
decision to self-insure the primary
area," said Charles Young, a man-
aging director with Marsh &
McLennan of New York. "All self-
insurance programs are mindful of
cash flow."

"Most cash-flow plans are an-
other dimension to the conscious
decision of self-funding,” said Jo-
seph E. Smetana, president of AIG
Risk Management Inc. of New
York, a unit of American Interna-
tional Group.

"Most are retrospectively rated
programs in which the client is re-
sponsible for some losses,"” Mr.
Smetana said. "Whether it is an in-
curred-loss or paid-loss program is
not the point. They are loss-sensi-
tive rated programs."

However, others do not believe
that cash-flow plans leave enough
risk with the policyholder to be
considered a form of self-insur-
ance.

"I wouldn't include cash-flow
programs" in the definition of self-
insurance, Mr. Ransom said. "It
gives the insured the benefit of in-
vestment income.”

He added: "If it's just a deferred
premium, that's not really giving
any risk to the insured.”

Mr. Brockmeier agrees. He noted
that under such plans, insurance
companies provide policyholders
with a maximum loss level, which
"doesn't differentiate from insur-
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Gallagher controls cost

like nobody else

Managing Risk

Before you get your organization into self-
insurance, you should talk to the people who are old
hands at managing risk Arthur J. Gallagher& Co.,
international brokers of insurance and risk manage-
ment services. We control cost like nobody else.

We work with you through Gallagher Bassett,
our unique service organization, which can func-
tion either as an extension of your in-house
insurance department or as your full-service
claims administration organization.

We draw on 20 years of experience in offering
totally integrated risk management services.

And we own, control, administer, and are held
accountable for all of its elements.

*To provide you with the best insurance values,
we shop the world marketplace.

*To meet many of your particular needs, we offer
proprietary products that are unmatched anywhere.
To manage your claims effectively, we control

all avenues of settlement, and aggressively pursue
recoveries, with results that far exceed the
industry average.

ITo control your losses, we evaluate and develop

programs for safety, accountability, training, and more.

ITo handle your property appraisals, we draw
on our data bank for current cost information and
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No set rules for choosing right retention

By DAVE LENCKUS

There are no magic formulas for
determining the correct self-in-
sured retention, consultants and
risk managers agree.

Although several rules of thumb
are often bandied about, no one en-
dorses them for determining a self-
insured retention.

“"We used to have rules of thumb
that worked well-until insurance
wasn't available," said Warren
Brockmeier, vp-risk management
with risk management consultant
The Wyatt Co. in Chicago.

At best, the experts say, there are
sorne hints.

INn a recent newsletter to risk
managers, consultant Warren,
MeVeigh & Griffin Inc. of Newport
Beach, Calif., offered several

methods for determining an annual
risk-retention capacity. But, it
noted, "there are no firm formulas
that work in every instance.”

The consultant said guidelines
for determining an acceptable level
of risk retention include:

= 1906 to 3% of working capital.
"This approach is often used, be-
cause working capital is a measure
of the entity's liquidity and ability
to promptly meet obligations," the
newsletter stated.

= 1% of the corporation's surplus
that is available for dividends plus
1% of its average annual net earn-
ings during the past five years, ac-
cording to a formula by insurance
expert Bernard Daenzer. This
amount ideally would represent a
company's minimum risk capacity,
the newsletter stated.

= 19 of revenues may be a toler-
able level for an annual aggregate
level of self-insurance, with one-
fifth or one-tenth cf that amount a
conservative yards:ick for per-oc-
currence retentions.

The newslette- also noted that,
"It is important to remember that
these risk-retention guidelines do
not establ.sh an crianization's total
capacity to retain accidental
losses."” These guilelines address
planned losses, riot unplanned
losses, according '.0 the consultant.

When determining how much
risk to assume, "first and foremost"
a company should determine the
worst-case scenaric> and decide how
much it can afford to lose, Mr.
Brockmeier said.

"Senior managew.ent has to de-
cide what their pe-sonal threshold

ef pain is,"” said H Felix Kloman, a
principal with Tillinghast, Nelson
& Warren Inc. in Darien, Conn.

"Self-insure up to a rational re-
tent.on level that will make good
IcnE-term economic sense," Mr.
Kloman advised.

Many risk managers said self-in-
suranee levels include at least their
expected everyday losses.

In the case of primary risks, or

Those risks that would be covered

by first-layer insurance, the deci-
sion whether to self-insure should
n)t oe based solely on market con-
d ticns, said Charles Young, a man-
aging director of Marsh & McLen-
nan Cos. Inc. of New York.

Irstead, he said, self-insuring
:hese risks should be part of a com-
jany's overall strategy for manag-
.ng:ts assets.

f:k,*SE

=s- a. a.

vVvhat
1T

the
Bill

Hurts

wWorse??

High dental care costs can be a pain
for all of us, employers and employees and

H m B a—— __

L= .

HE m

.29

-Aret

mployee. And

That's where we come in. We're the 4 with us, on

leaders in dental cost containment. We

help hold down the cost of dental care by

reviewing dental claims submitted for pre- -

determination of benefits.

We're good for employers, because we

can bring about substantial savings in the ,
cost of dental insurance programs. ,

Perhaps more important, we're good
for employees. Our review board of
nationally prominent dentists helps
assure that the care given is the most
appropriate for the condition. Often we
suggest alternate treatment that leads to
comparable or better results - at a lower

s in dental

claim costa / without ucing the quality

of ddnlmt care. That's something to find

out about-before your dental costs hurt

A too much not to.

lgman

e

Arnerian Dental Examilers, Inc.

Dental Consultants
315 F li Avenue

Ne' York, New York 10016

(212) 696-58CO

"The decision to self-insure pri-
mary risks is largely independent
of whether the market is hard or
soft. It comes down to whether a
company can do it more inexpensi-
vely or better than having it in-
sured by an insurer," he said.

Generally, companies should be
facing annual premiums of at least
5200,000 to $300,000 for their gen-
eral liability or workers compensa-
tion exposures before considering
implementing a self-insurance pro-
gram, said Richard E. Sherman, a
consulting actuary with Coopers &
Lybrand in San Francisco.

However, whether to self-insure
risks that normally would be cov-
ered by excess insurance is a mar-
ket-driven decision, said Mr.
Young of M&M.

"Taking a large portion of a cata-
strophic type of exposure is more
likely to be influenced by the cost
and availablity of that type of in-
surance,” Mr. Young said.

ANnd, whether and how much to
self-insure ultimately depends on a
company's financial situation and
management outlook, experts
agree.

"Most professional risk managers
are aware of the guidelines, but
they're meaningless if the company
decides it can't afford that amount
of risk,"” said Thomas V. Hallett,
chairman, president and chief ex-
ecutive officer of Adjustco Inc. in
New York. Adjustco, based in Tar-
rytown, N.Y., is the claims manage-
ment subsidiary of Frank B. Hall &
Co. Inc.

Often, the self-insurance decision
is influenced by the number of 10-
cations in which a company oper-
ates, Mr. Hallett said.

For example, a company with
thousands of workers in one plant
may find it can predict its losses
and control the costs of a workers
compensation self-insurance pro-
gram better than a company with
the same number of workers in
several plants.

And, sometimes the amount of
risk a company will self-insure is a
function of the personality of the
officer responsible for making that
decision, Mr. Hallett said.

Other consultants agreed: Some
officers, whether a risk manager or
a board chairman, are risk-takers.
Others are not.

James Blinn, a vp with Tillingh-
ast in New York, recounted an ex-
perience he faced with a Fortune
500 company that was structuring a
self-insurance program. The risk
manager said the company could
assume losses up to $150,000 per oc-
currence. The treasurer was will-
ing to assume losses up to $2 mil-
lion. The vp of finance said the
company could sustain losses up to
$5 million. The president thought
$35 million was a reasonable cap.

"What | learned there is you've
got to talk to everybody,"” he said.

“"There is no one standard that
fits everybody,"” said George M.
Betterley, a principal and vp with
Tillinghast in Newton, Mass.

“"In a profit-making environ-
ment, it's most commonly related to
earnings-1%o to 3% of pretax earn-
ings is a range you often see used.
But, | know of companies that are
willing to risk 5% to 10% of pretax
earnings for uninsured losses, and
some won't even go to 1%. So much
depends on how much your earn-
ings are."”

Mr. Betterley noted that what-
ever percentage is used, "It is al-
ways transferred into dollars in the
mind of management.”

And, the decision may be colored
by qualitative considerations. For
example, a company may be reluc-
tant to break its trend of increasing
yearly earnings, or it may not want
to jeopardize retained earnings that
could otherwise finance aequisi-
tions, Mr. Betterley said.
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Search for excess cover to be difficult

By JUDY GREENWALD

Self-insurers of liability and
workers compensation risks
searching for excess insurance. par-
ticularly those new to the market,
aren't in for an easy time.

“In general, self-insurers are

presently experiencing the same
frustrations that clients with in-

sured programs are, if not more so,"
says John J. Kelly, vp of Hall Ser-
vices Division, a division of Frank
B. Hall & Co. Inc. in Briarcliff
Manor, N.Y.

In describing today's excess mar-
ket, "The first word that comes to
mind is disastrous,"” says Donald J.
Krutek, vp of Arthur J. Gallagher
& Co. in Rolling Meadows, llI.

"One thing apparent is that com-
panies are unwilling to provide the

same measure of coverage they did
in the past,"” says Charles L. Ruoff,
senior vp of Fred S. James Inc. in
New York.

Insurers are cutting the limits of
excess liability insurance they wiill
provide, because they have lost ei-
ther reinsurance or the appetite for
writing big excess limits.

But going up are the price of ex-
cess liability insurance and the at-
tachment point-the limit at which
excess insurers will write over a
self-insured retention.

New self-insurers that do not
have established relationships with
excess insurers will find the mar-
ket particularly difficult.

Underwriters obviously prefer
risks they have underwritten be-
fore, says H. Felix Kloman, a prin-
cipal with Tillinghast, Nelson &

Warren Inc. in Darien, Conn.

But experts say there are several
steps new self-insurers, or estab-
lished self-insurers that have lost
their excess markets, car. take to
improve their chances of finding
excess coverage:

« Develop a sound risk manage-
ment program, including a loss pre-
vention program.

< Arrange for a reputable claims
handling facility, make sure re-
serves are adequate and conduct a
loss history analysis for as many
years as feasible.

« Prepare a detailed, complete
description of the company's busi-
ness, the risks inherent in that
business, and the risk management
philosophy for coping with them.

» Find a broker who has experi-
ence in the excess market.

= Accept that coverage will be
very expensive.

Before the marketplace hard-
ened, a company with, for exam-
ple, a fully insured program could
reduce its premium by taking a
modest self-insured retention of
$50.000 to $75,000 per claim, said
Jack Groleau, head of the risk
management unit of Bayly, Mar-
tin & Fay International Inc. in Los
Angeles.

Today, a company will be forced
to take a higher SIR of perhaps
$100,000 and pay three times the
premium for the same excess
limits.

Also, he says, a broker previously
could readily obtain a $5 million
limit with the first insurer he ap-
proached, but today it is "ex-
tremely difficult” to obtain even a
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$1 million to $2 million limit with
one insurer. And, "by the time you
reach $10 million, you start losing
players,"” he says.

Obtaining aggregate excess in-
surance coverage to cap annual
self-insured retentions is particu-
larly difficult, says Mr. Groleau. A
company that averaged $75,000 in
losses formerly could purchase ag-
gregate excess insurance that
capped its losses at $150,000 aggre-
gate. But, today insurers are asking
for aggregates that are three to four
times the $75,000 figure, Mr. Gro-
leau said.

"They just don't want to insure
down to the maintenance level any
more," he says, adding, "You'd
have to have a really, really bad
year" for that kind of an aggregate
coverage to kick in.

"Aggregate excess is extremely
difficult to find,"” agrees Robert
Hilb, president of Richmond, Va.-
based Hilb, Rogal & Hamilton Co.

Complicating matters further,
says Mr. Groleau, is that "today,
every excess carrier seems to be de-
termined to write his own (claims-
made) form. There's just no way to
get any of them to change their
forms.”

He adds that "any high-limit pro-
gram today is going to have gaps,
there's just no way around it."

Mr. Groleau says he eventually
hopes to see the appearance of cov-
erage to fill the gaps. This coverage
appeared in the mid-705, during the
last hard market, and there is
“"more and more demand for that
kind of market"” today, he says.

As difficult as the excess market
is for all self-insurers, observers
say it is particularly bad for new

self-insurers.

Insurers perhaps are reluctant to
"aid and abet” desertion from the
traditional market, says Mr. Ruoff.

Charles McAlear, chairman of
McAlear Associates in Grand Rap-
ids, Mich., says underwriters can
have all the business they want just
by pricing renewals.

"They don't need new business,"
he says. "Underwriters have to
spend an awful lot of time learning
the account, and they're just not
anxious to do so."”

Ron Boggs, a consultant with The
Wyatt Co. in Chicago, says, "In this
market, it's always easier to renew
your existing program, regardless
of what form it's in, just because
you've got a track record with that
insurance market.”

William C. Cohen Jr., chief exec-
utive officer of Insurance Manage-
ment Associates in Wichita, Kan.,
says, "If you've been there before,
you can get it done again, and if
you haven't been there, it's a lot
tougher to do."”

There's a "twisted piece of rea-
soning” here, in that people are
forced by the market to become
self-insured, then they can't get ex-
cess coverage, says Mr. Kloman.
“It's absurd.”

"l don't think that's accurate,”
responds Jack Langton, assistant
vp at Hartford Insurance Group's
special accounts department, which
writes some excess insurance.
"We're back to charging just what
we charged five years ago. Now
we're just going back to more sound
financing than we previously had
with them.”

The best way to guarantee excess
coverage is to have a good self-in-
surance program. "The more sound
the self-insurance program in
place, the easier it will be to place
the excess," says Charles Colburn,
manager of self-insurance at John-
son & Higgins in New York.

George M. Betterley, a Tillingh-
ast principal in Newton, Mass.,
says, "If you were an underwriter,
you would be very squeamish if
you sensed people were doing it on

Continued on page 28
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Excess coverage

Continued from page 26
the fly, and were not doing it prop-
erly."

Norm Du Bois, president of In-
surance Brokers Service in Chi-
cago, says self-insurers "have to
really understand that they are
going to act in place of the insur-
ance company, and they've got to
make provisions for it."

"There's a difference between
self-insured and uninsured," says
Edmond F. Rondepierre, senior vp
and general counsel at General Re-
insurance Corp., which writes ex-
cess insurance for self-insurers.
"Obviously, if he (the client) self-
insures, we have to have a lot of
confidence that he knows how to
handle claims.”

A self-insurer has to give "seri-
ous thoughts" to the "non-under-
writing aspects" of insurance, in-
cluding loss prevention, investigat-
ing losses, negotiating with claim-

ants, conducting litigation and
arranging for settlements where
necessary, says Mr. Rondepierre.

"You've got to look long and
hard at the people who do this," he
says. "You've got to have confi-
dence they can do it."

On the other hand, if a corpora-
tion has a professional risk man-
ager and staff, and is self-insured, it
"wouldn't preclude our looking at
it

Experts say a good loss preven-
tion program is essential. Self-in-
surers should "demonstrate they
are making a concerted effort as
far as controlling losses and ex-
penses," says J&H's Mr. Colburn.

A good claims-handling facility
is essential as well, say observers.
Gallagher has found that an in-
surer's decision to give a self-in-
surer excess coverage is "totally de-
pendent on who is doing the claims
service," says Mr. Krutek.

"Having a reputable claims ad-
justing company, a third party set-

ting reserves independent of in-
house, will probably be viewed by
the underwriting community as
more credible,” says Mr. Kelly.

Jim Stone, president of Emett &
Chandler of lllinois in Chicago,
says underwriters want to make
certain that if the self-insurer is
using a third-party administrator,
"He does set reserves very care-
fully, and has a mechanism of
keeping the underwriter contin-
ually advised of claim development
in the course of the year."”

Experts stress the critical impor-
tance of presenting a deta.led loss
history to the excess insurer.

Mr. McAlear says the self-insurer
should present good loss data for
"as many years as possible-10
years would be very good-and
losses should have been properly

evaluated recently." The dates of
accidents and when the claims

were made also should be moni-
tored.
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establishing credibility with insur-
ers, says Mr. Kelly. Often, the data
they supply insurers is on a paid,
rather than on an incurred, basis,
and insurers want incurred loss
data.

And, many times, he says, insur-
ers will call for an audit to certify
the loss data's accuracy.

Bayly Martin & Fay's Mr. Gro-
leau suggests self-insurers break
down losses into categories such as
zero to $10,000, $10,000 to $25,000
and $25,000 to $50,000. This way,
the self-insurer can easily demon-
strate the effect of a $10,000 reten-
tion, a $25,000 retention and so on,
on an excess insurer.

If, for instance, a self-insurer can
show the excess insurer that he has
had no claims over the $250,000
level, and wishes to purchase ex-
cess insurance above that level, the
insurer would be much more in-
terested in providing coverage than

if that level had been pierced two
or three times.
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Mr. McAlear says it is also a
"very, very good idea" to keep
track of losses in aggregate, as well
as a record of any major losses, be-
cause it could help to get aggregate

coverage.
Emett & Chandler's Mr. Stone

also recommends that self-insurers
describe their risk management
philosophy, as well as the "com-
plete product story,"” including
what they produce, modifications
that have been made to improve
the product's safety and quality
control procedures.

Particularly in cases where there
is high exposure, a safety engi-
neering report should be submitted
"just to give the underwriter a real
detailed outlook" of the operation,
Mr. Groleau advises.

Mr. Stone says the reasons for re-
questing a particular self-insured
retention should be submitted to
the underwriter as well. There's no
point asking for a $1 million self-
insured retention, he says, if the
self-insurer actually can't afford
even a $25,000 SIR. Mr. Stone adds
that excess insurers also now ask
for financial statements, to prove
the self-insurer can afford his SIR.

"The biggest thing is to give the
underwriter every possible detail
he would need to make a decision,”
says Merton J. Segal, chairman of
Meadowbrook Agency, based in
Southfield, Mich.

"They're willing to write, but
they want to know everything
there is to know. This is the day of
the underwriter.” If he has to put
aside your file because of questions,
"it goes to the bottom of the pile,”
he says.

Once all this information is to-
gether, it should be presented by a
good broker with self-insurance
experience, recommends Insurance
Management Associates' Mr.
Cohen. If the broker lacks experi-
ence, "He's going to have a lot more
difficulty than someone who has
connections in the self-insurance
area."

Gallagher's Mr. Krutek advises
only working with one broker, who
will be "negotiating from power."

Fred S. James' Mr. Ruoff agrees
one broker is preferable to two or
three because one person can strue-
ture a layered approach while any
greater number "can't maximize
what's available.”

Mr. McAlear says if a self-insurer
decides to use a broker who focuses
on the retail market as well as a
surplus lines broker, the brokers
have to be assigned markets. "Make
certain that nobody is contacted
twice,"” he says.

Mr. Groleau warns that if an un-
derwriter is contacted twice, his at-
titude will be, "Hey, they're out
there shopping. Forget it."

Corbette S. Doyle, vp of Corroon
& Black Corp.'s Advanced Risk
Management Services division in
Nashville, Tenn., agrees. "You cut
off your nose to spite your face by
having more than one broker going
into the excess market," she says.

Ms. Doyle also suggests that if at
all possible, the risk manager
should meet with the underwriters.
"It's a people business," she says.
And "no one can explain an ac-
count better than a risk manager."

Also, risk managers should plan
far ahead, says Mr. Groleau. "You
certainly want to give yourself all
the time you possibly can.” Most
underwriters are asking for 60 days
to study submissions. If they are
given less time, "they don't want to
even look at it.” It's better to make
the submission 120 days in advance,
he advises, "to be on the safe side."

Finally, self-insurers "have to be
flexible and realistic about what it
is they are willing to consider," in-
cluding higher deductibles and pre-
miums, says Meadowbrook's Mr.
Segal.

The self-insurer
ing to listen to what the un-

derwriter has to offer,"” he says.
"He must understand that the un-

"has to be will-

derwvvriter is in control.™ 1
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Property/casualty TPAS' business booms

By MEG FLETCHER

Business is booming for third-
party claims administrators special-
izing in property/casualty claims.

As risk managers turn to self-in-
surance in droves because commer-

cial insurance is either unafford-
able or unavailable, they also are
turning to claims administrators-

"Risk managers are bound and
determined not to again be caught
at the mercy of the insurance mar-
ketplace," said David W. Woods,
senior vp of Adjustco Inc., a Frank
B. Hall & Co. Inc. subsidiary that
ranks as the 10th-largest claims ad-
rninistrator.

Adjustco paid $302.4 million in
claims for self-insured clients in
1985.

"We have been extremely busy

not only helping people set up self-
insurance plans, but explaining to
others, private and public alike,
why it might not be in their best
interest,” Mr. Woods added.

The flurry of new self-insurance
activity "caught us somewhat un-
prepared,” noted Thomas V. Hal-
lett, chairman, president and CEO
of Adjustco.

As a result, Adjustco and many
other TPAs increased their staff
and computer capacity.

"The effect of the hard market is
now beginning to show its face in
the service area, which we see as a
great opportunity,” said John G.
Campbell, president of eighth-
ranked Gallagher Bassett Services
Inc. The Arthur J. Gallagher & Co.
subsidiary paid $370 million in

claims for self-insurers in 1985.

Fifth-ranked Alexsis In2. had the
largest increase in claims paid for
self-insurers of any TPA surveyed
-116%0. Alexsis, a subsidiary of
Alexander & Alexander Services
Inc.,paid $472 million in claims in
1985, compared with $220 million
in 1984, according to National
Director John A. Malasky.

Even sixth-ranked ESIS Inc., a
CIGNA Corp. subsidiary, which
had a 3.2% drop to $460 million in
claims paid in 1985 on behalf of
self-insurers, said the number of
claims it handled increased in 1985.
The drop in paid claims reflected a

reduction in claims severity. said
ESIS President Edwarc P. Hol-

leran.
"We are all going to grow," pre-

dicted Al Peters, vp of fourth-
ranked GAB Business Services

Inc., which paid $524 million in
claims last year for self-insurers.

While third-party administrators
specializing in employee benefits
were growing faster than those in
the property/casualty area a year
ago, the tide has turned with the
hardened market for property/cas-
ualty insurance, according to Gal-
lagher Bassett's Mr. Campbell. "We
are probably running a pretty good
horse race as far as growth and de-
velopment,” he said.

Property/casualty TPAs report
growth among clients of all types,
including medium- and large-sized
corporations and captives.

Most agree that association plans
and public entities were an area of
booming growth in 1985, and most
expect it to continue.

"We have seen explosive growth

Evaluation of utilization revi ew firms:

1. Firm Name

Address

Contact/Title

40 tnape Aue,u, 111@/liAtow#, 119 07960

Blant AUE&, 74EALKkmMt Tele (201) 267-2233

2 Check those Health Care Cost Management services provided by your firm:

[E' Pre-Admission Review

[Er' Length of Stay Management

[ElI' Concurrent Utilization Review

[El' Retrospective Utilization Review

[F Long Term Case Management

3 Geographical area serviced:

4 Any group size restrictions? Yes

5 Size range of groups currently servicing: From
6 Type of clients currently servicing:

[9" Nationwide

[E' Second Surgical Opinion
[E' Mental Health - Rehab. Review

IE" Others (Specify)

+10%*ial «ill AudiL
219 e446 Ma ,44d

El Other (Specify)
[Y" No
100

-0 100,000

7 Year firm founded /982 Total years executive staff actively involved in utilization review Oue 40 quvs

8 Does your firm provide:
A Employee Education Programs Yes
B Employee Education Materials [EI yes No
C. Employee Information Line [f yeS No
D. COST BENEFIT GUARANTEE [Ef YeS No
E No Charge Reports and Analysis [EI Yes No
F. Re-Insurer Discounts [F yes
° If your firm is selected. how long between execution of contract and implementation.
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in association /trust accounts, par-
ticularly in the public entity area,"
said Adjusteo's Mr. Woods. About
125 of Adjustco's 152 new clients in
1985 were in the association /trust
area, and about half of them were
public entities, said Adjustco's Mr.
Hallett.

Gallagher Bassett landed seven
new association plan clients for a
total of 24, said Mr. Campbell.

But, Alexsis' Mr. Malasky tem-
pers his enthusiasm for the pros-
pect of continued growth in the
number of association plans turn-
ing to self-insurance, because the
market for excess insurance is
shrinking.

While more self-insurance of
workers compensation and general
liability risks is increasing demand
for TPA services, some prop-
erty/casualty TPAs also are look-
ing for growth in health plan claim
administration.

"More property/casualty TPAs
are looking at the health area and
going into that than the other way
around," said Gallagher Bassett's
Mr. Campbell.

Adjustco increased its benefits
business 20 percentage points, in-
cluding a 15 percentage point in-
crease in health insurance and a 5
percentage point increase in dis-
ability.

However, not all TPAs are diver-
sifying.

Seventh-ranked Scott Wetzel
Services Inc., a Home Insurance
Co. subsidiary that paid $373.3 mil-
lion in claims for self-insurers last
year, eliminated the 5% of its claims
administration business that was
related to health insurance.

Risk managers shopping for a
TPA are focusing less on price than
in the past and more on services
that can save more money or, if
they don't save money, meet a spe-
cific corporate objective, said C.C.
Lefler, executive vp-marketing of
third-ranked Crawford & Co.,
which paid $618 million in claims
for self-insurers last year.

These services include sophisti-
cated information systems that pro-
vide accurate and timely reports,
arrangements to maximize cash
flow and rehabilitation of injured
workers, he said.

"We are looking at an opportu-
nity of attracting more risk manag-
ers' attention to place greater atten-
tion on safety and loss control ef-
forts," said M.A. Soltau, president
and CEO of Scott Wetzel.

And, TPAs are constantly updat-
ing their computer equipment.
ESIS, GAB, Gallagher Bassett and
Scott Wetzel all reported major
computer developments in 1985.

While business continues to
boom in 1986, there will be some
added costs, the TPAs interviewed
said. They will be spending more
money and staff time in training
their personnel to handle claims-
made form policies for their clients.

"Expenses will go up and it will
complicate our lives," said Ad-
justco's Mr. Hallett.

Following are profiles of the top
TPAs that specialize in the admin-
istration of property/casualty risks:

Atlanta-based Crawford's 1985
gross revenues grew 10.5% to $213.8
million, and the company expects
to do even better this year, Mr.
Lefler said.

Crawford, which has 700 admin-
istrative offices and eight regional
sales offices, will emphasize strue-
tured settlements in its presenta-
tions to clients, he added.

Last year, Crawford stopped pro-
viding claims auditing services,
which had generated 1% of its 1984
revenues. The professional liability
exposure claims auditing presented
and a determination that staff
could be better used in-house con-
tributed to the decision, Mr. Lefler

Continued on page 32



Claims Administration:

A NEW NAME IN THE TOP 10:

EMET T & CHANDLER
SELF=INSURANCE

SERVICES, INC.

COMPLETE CLAIMS
ADMINISTRATION PROGRAMS

Whether you need support in Workers'
Compensation, general or auto liability,
group medical programs, safety
engineering, or loss control, Emett &
Chandler Self-Insurance Services, Inc.,
is one of the most complete service
organizations you can choose-serving

you coast to coast.

MORE ADVANCED SYSTEMS

If you are an insured, self-insured or an
insurer confronted with slow payments,
iInaccurate payments, high personnel
turnover or poor information, you can
solve these problems with our affordable
computerized system and personalized
service. Our experience in handling
over 40,000 claims insures a system that
will work for you.

PROOF

We'd like to give your Risk Management
team a hands-on demonstration. At our
demonstration terminal you'll instantly
perform functions you've been unable
to obtain or that were too expensive.

YOUR ORGANIZATION STAYS INTACT

Everyone becomes more productive.
Your team will produce more volume and
better analyses. They'll even have time to
develop new cost savings improvements.

OVER 51 YEARS OF LEADERSHIP

Poor claims service is obvious to
everyone, especially employees who
feel their case is the most important thing
in the organization. Our 51 years of
leadership and experience insures that
your claims service will run smoothly;
efficiently and affordably.

YOUR NEXT STEP

If your organization has over 500 employees, simply call us and ask for a free
demonstration to see what your claims administration program should be. Call us.

EMETT & CHANDLER SELF-INSURANCE SERVICES, INC.

Mr. Michael L. Poland
Emett & Chandler
Self-Insurance Services, Inc.
17870 Sky Park Circle

Irvine, CA 92714

(714) 261-1900

Mr. Dan W Huggins

Emett & Chandler
Self-Insurance Services, Inc.
1011 East Touhy Avenue

Des Plaines, IL 60018

(312) 298-9850

A Division of Emett & Chandler Companies

Brokerage « Self-Insurance « Mass Merchandising « Structured Settlements « Claims Administration « Risk Management Services
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Continued from page 30
said.

Crawford employs 4,460 persons,
but the company did not provide
figures on the number of employ-
ees serving only self-insured eli-
ents.

About 6126 of its revenues are
generated by claims adjusting, 25%
by claims administration and 14%
by other services, including health
and rehabilitation services.

Crawford administered claims
for 535 self-insured clients in 1985,
up 242, or 83%, from 1984.

Crawford will continue to mar-
ket rehabilitation-related services,
including computerized job
searches and job placement. It in-
trodueed those programs last year,
aided by the acquisition of Los An-
geles-based Injury Management
and Rehabilitation Corp. in late
1984.

GAB, based in Parsippany, N.J.,

reported 1985 gross revenues of
more than $200 million. Revenues
are expected to increase 10% to 15%
this year with new clients, includ-
ing municipalities and associations,
Mr. Peters said.

GAB's marketing strategy will
emphasize employee benefit ser-
vices as well as its ability to provide
"wrap around" services for prop-
erty/casualty risks including
equipment and product testing.

These new services are available
internationally from sister com-
panies, following the sale of GAB
in July 1985 to SGS North
America, a subsidary of SGS Inter-
national Holding Co. in Geneva,
Switzerland.

After the sale, Gordon Cantley
was named the new chairman of
GAB.

About 91% of GAB's business is
in claims administration, 7% in
claims adjusting and 1% in claims
auditing. It administered claims for
1,127 self-insured clients last year,

an increase of 127 or 13% compared
with 1984.

Clients will continue to be served
from 650 administrative offices na-
tionwide and 19 sales offices. The
Rochester, N.Y ., sales office was
eliminated, but the area is being
serviced through the New York of-
fice.

Alexsis reported a 20% increase
in gross revenues to $38.6 million in
1985 and expects a 20% to 25% in-
crease this year, according to Mr.
Malasky.

It administered claims for 1,500
self-insured clients in 1985, 74%
more than its 860 clients in 1984.

Its 41 administrative offices in-
clude six new ones located in Talla-
hassee, Fla.; Jefferson City, Mo.;
Milwaukee; Worcester, Mass.; New
York; and Bentonville, Ark.

Clients also are served by 37 sales
offices, including new ones in Tal-
lahassee, Milwaukee and New
York.

Servicing new clients required

Alexsis to add 100 staff members,
bringing the total to 670, and to
double its computer capacity. Its
headquarters was moved to a larger
building in Northville, Mich.

Alexsis continues to do about 70%
of its business in claims administra-
tion, 5% in claims auditing and 25%
in other services, including pro-
gram design and captive consult-
ing, Mr. Malasky said.

ESIS and its subsidiaries, includ-
ing Self-Insurance Management
Corp. in Boston and Robert F. Co-
leman Inc. in New York City, held
steady in 1985 with about 1,000
self-insured claims administration
clients.

But, the company generated 30%
more in revenues in 1985 than in
1984, said Mr. Holleran, declining

to provide figures.
About 80% of ESIS's business in-

volves claims administration, 10%
claims adjusting and 10% claims au-
diting.

ESIS serves clients from its head-

Efficient. Effective
Every bit Swiss.

Efficient. Effective. Expertly designed to do it all.
Inthat same Swisstradition, our ve-satile insurance

programs are well organized and well planned.

Expertly designed to protect every facet of your

business.

We do it with tough-minded Swiss professionalism.

Open-minded American ingenuity

© 1985 Zurich Insurance Company

And unrivaled financial stability

Come to Zurich-American Insurance Companies
for sound business insurance advice Vast technical

expertise. And the financial strength to protect your

enterprise.

You'll find we speak plain English. But if you listen
closely, you'll hear our Swiss accent on efficiency

Zurich-American
American Creativitjr Swiss Dependabilits

ZURICH-AMERICAN INSURANCE COMPANIES

Zurich Insurance Company « American Guarantee and Liability Insurance Company « Schaumburg, IL 60196

A MEMBER OF THE WORLDWIDE ZURICH INSURANCE GROUR

quarters in Philadelphia and nine
sales offices.

ESIS pared its staff by 900 in 1985
to 3,140, including CIGNA Corp.'s
property/casualty claims depart-
ment. ESIS declined to report the
number of staff members assigned
to serve only self-insured clients.

The staff reduction resulted from
"elimination of redundancy” that
existed after the 1982 merger of
Connecticut General Life Insur-
ance Co. and INA Corp. to form
CIGNA Corp., and the introduction
of a new computerized system for
handling workers compensation
claims, Mr. Holleran said.

The "paperless” file system,
which is backed up by stored docu-
ments, speeds claims handling in
nearly two dozen claims centers
across the United States, he said.
The approach will be used next for
automobile liability claims, Mr.
Holleran said.

Bremerton, Wash.-based Scott
Wetzel is paying claims for 417
self-insured clients, which is 15, or
4%, more than in 1984.

The company operates from nine
administrative and 26 sales offices,
employing 439 staff members, all of
whom only service self-insured eli-
ents.

Scott Wetzel cut its staff by 86, or
16%, in 1985, through increased au-
tomation and delegating sales au-
thority to branch managers, said
Mike Soltau, the new president and
chief executive officer who last
year succeeded the company's
founder.

Scott Wetzel, which declined to
provide revenue figures, generates
about 812%6 of its business from
claims adminstration, which is 6
percentage points less than in 1984.
It generates 13% of its business
from loss control and data pro-
cessing, which is up 8 percentage
points from last year. It also gen-
erates 5% in claims adjusting, down
3 percentage points from 1984, and
1% in claims auditing.

Gallagher Bassett of Rolling
Meadows, lll., reported $25.6 mil-
lion in gross revenues in 1985, up
$3.8 million or 17% compared with
1984.

About 86% of those revenues con-
tinue to be generated by claims ad-
ministration, 1% claims auditing and
13% through other services, including
loss control, management informa-
tion and property appraisals

It is paying claims for 551 self-in-
sured clients, up 83, or 18%, from
1984. Gallagher Bassett is begin-
ning to service a much larger cli-
ent, including landing American
Honda Motor Co., Mr. Campbell
said.

Servicing self-insured clients are
582 staff members, up 10% or 52
from the previous year, in 66 ad-
ministrative offices and 15 sales of-
fices

Adjustco reported gross revenues
of $52.1 miillion in 1985, but no com-

parable figure was available for
1984.

About 62206 of those revenues
were generated through claims ad-
ministration and 22% from claims
adjusting. Those combined categor-
ies have grown 8 percentage points
from 1984. Adjustco also reported
3% in claims auditing revenues,
down 1 percentage point from last
year, and 13% from other services,
which is 7 percentage points fewer
than in 1984.

Adjustco employs 1,100 per-
sons, 880 of whom serve only Ad-
justco's 12,663 self-insured eli-
ents. It operates from 107 offices
that combine administration and
sales.

In the fall of 1985, Adjustco ac-
quired the Southland Marshall
Group, a multiline claims firm with
10 offices throughout Texas.

As a result, Adjustco formed a
new southwest regional office
based in Dallas that encompasses
New Mexico, Oklahoma, Texas, Ar-
kansas and Louisiana.

It plans to open three offices in
metropolitan areas this year. .



TALK WITH THE PEOPLE WHO'LL PUT SOME
THOUGHT INTO YOUR BENEFITS PROGRAM.

GREAT-WEST LIFE.

We find better ways to benefit
the people who buy and depend on
group benefits.

That's quite a statement. And it's
one were comfortable making. Because
we work hard at finding better ways to
benefit you and your employees. Not
all companies do.

With Great-West Life you always
get inventive solutions that are
thoroughly considered. Solutions that
give you more control over both the
management and cost of your benefits
program.

For example, we found a way to
help larger corporations process their
own claims more efficiently and eco-
nomically. And, by actively managing
the delivery of health care, we help
corporations of all sizes better control
health care costs while improving
benefits.

Benefit from the fresh thinking of
a top ten insurance carrier. A company
rated A+ (excellent) by AM. Best. A
company with over 50 years of experi-
ence in group insurance.

Call our Solutions Hotline. Let us

talk with you about your needs. And

we'll let you know our thoughts.
Phone: 1-800-537-2033, Ext. 3458.

Or write: Alan D. MacLennan,

Senior Vice President—Group,

Great-West Life, PO. Box 1080, Denver,

CO 80201. %
Great-West Life
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Lutherville

BenecChek, Inc.’

Richard Asher 301/321-6294

MICHIGAN
Niles

Ruth Halvorson 616/684-6700

MISSISSIPPI
Jackson
Benefit Administration
services, Ltd.
Tom Brown 601/869-1286

New World Claims Services, Ltd.

MISSOURI

Creve Coeur
Spectrum Benefits, Inc.

* MaryD. Lewis 314/991-0878

st.Louls
DBL Services, Inc.
Anne Landau 314/241-8665
Kansas City
Woodsmall Benefit Services, |I"IC.
Michael Brewer 816/421-7788

NORTH CAROLINA
High Point
Benefit Plan Services. Inc.
Larry Peters 919/889-2003

We are a team unlike any in the industry. Successful, independent and growing. Growing because
we've built our firms on the foundation of personal service and attacked the employee benefits
marketplace with a winning combination of plan design experience, competitive products, ready
reinsurance markets and meaningful plan utilization & provider data through state-of-the- art
technology. O In addition, only National QicClaim Association member administrators
complement their individual expertise with technology sharing and nationwide networking. The
result of these capabilities is a plan of benefits designed to contain costs for your organization
while meeting the specific needs of your employees. O For more information, contact the

independent Q-Team administrator nearest you. Whether your organization IS large or small..
- east or west.. we have you covered with employee health benefits for today’s business.

Cleveland =
Administrative Service
Consultants, Inc.

Bill Morris 216/526-2730
The J. P. Farley Corporation
James P. Farley 216/871-6800

Dublin
Employee Benefit Management
Corporation
Russell Means 614/766-5800

Toledo
Benefit Claims
Administrators, Inc.

Jim Houtz 419/255 1d00

oOKLAHOMA
Okiahoma City
Mutual Assurance
Administrators, Inc. y
Rich Carlison 405/722-0444 -
Oklahoma Administrative
Services

Dawn Charbonneau 405/557-0202°

Bridgeville
Benefit Coordinators
Corporation
Ed Lishego 412/563-6700
Pittsburgh
Babb, Inc.
Ronald B. Livingston
412/237-2020

SOUTH CAROLINA
Charleston
Heffron, Ingle, McDowell &
Cooper
Thomas F. Cooper 803/577-2600
Columbia
Planned Administrators, Inc.
Carl Smith 803/782-5200

TENNESSEE
Johnson City
Corporate Systems
Administration, Inc. .
Tom Repass 615/282-3420
Memphis
Pittman & Associates, Inc.
Jack Chamblin 901/323-2140

Amarillo

Corporate Systems

Donald R. Riggs 806/376-4223
Houston

Third Party Administrators

Keith Oehischiager 713/937-0055

Salt Lake City
MICA Benefits Corporation
Gerald Mitchell 801/487-4113

VIRGINIA

Norfolk
Benefit Consuitant Services
Mike Stadler 804/855-8061

" Richmond

Total Program Administrators
Dave Kreager 804/288-8885

Madison
Preferred Administrative
Services, Inc.
Gene Jenson 60B/273-1776
Milwaukee
Employee Benefit Claims of
Wisconsin, Inc.
John Feith 414/273-3540

*QlcClalm is aregistered trademark of Resource Information ManagementSystems, Inc., 0ak Brook, lllinols, 312/789-0230

© 1986 Resource Information Management Systems, Inc.
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Benefit TPA shakeout fuels competition

By MEG FLETCHER dent of the Self-Insuranze Institute couple cf dozen major players and a ventional insurance in favor of a Michael Bedessem, controller of
of America, a Santa Ana, Calif - lesser number Df independent ones tailor-made program th person- ninth-ranked Employee Benefit
A massive shakeout among based organization of TPAs "In some respects, we are victims alized service, especially if .t costs Claims Inc agreed "Competition in
third-party administrators special- « Chicago-based Kelly & Asso- of our success " said Frederick D less, Mr Hunt said the TPA industry is increasing, and
izing in employee benefits is creat- ciates Inc was bough- last year by Hunt .-r., execitive director of the An employer car save 30% to 40% that is why acquisition is a favor-
ing Intense competition MONYCO, a downstream holding Socie:y )f Professional Benefit Ad- in employee benefit ccsts by self- able route to growth There are a
TPAs are buying each other out company of Mutual Life Insurance ministrators, : Washington-based finding he added lot of TPAs out there who are mar-
-or selling out-at an unprece- Cc. of New York. TPA,rganizaton However, many of the employers ginally profitable, and they are
dented rate "l wouldn't be surpr-sed if the "Everybody is trying to get irto who want to self-instre han done candidates for acquisition "
Among the larger TPAs number of TPAs acquired ex- the business," he said, including in- so already. Relati .rely fewer em- Smaller TPAs sometimes wel-
* Fred S James & Co Inc of cee(led 100, and that might be con- surance companies, banks and ployers are now converting from come a sale to gain access to rrore
New York last week announced servative,” Mr Davenport said of health care providers. conventional insurance to self-in- professional staff and more cafital
plans to divest its third-party bene- acquisitions in recent years SIIA's Mi Davenport said, "The surance, said Robert C Strom, vp at for up-to-date computer equiprrent
fit claims administration opera- In addition, he kncws of two or big players all really recognize tae Gallagher Bassett Services Inc needed for sophisticated cost man-
tions, which together with its three life insurance companies ac- hundreds of billions of dollars of *1- Everyone expects more competi- agement studies, said William J
smaller property/casualty claims tively seeking TPAs to acquire, he nancial act.vity involved in pro- tio-1 with the many acquisitions of Nietschmann, senior vp of Ifth-
administration services rank James said He declined to identify them vidin health care in the nation, claims administrators ard the new ranked Penn General Service
as the second-largest claims admin- Over the next five years, there and we are going to see intense owners looking to expand their Corp His TPA paid $200 million in
istrator wil be a shakeout among the ap- competition to control that busi- market share, and at the same time benefit claims last year, up 17%
James Benefits paid $700 milhon proximately 1,500 TPAs nation- ness " the number of new employers self- from 1984
in claims on behalf of its 2,100 self- wide, American Benefit's Mr. Aus- They recognize the fact that en- funding health plans slowing Robert E Kelly Jr, presiden-of
insured benefit clients Prop- tor predicts He expects to see a ployers are turning away from con- down Cont:nued on neirt page
erty/casualty claims paid for 700
self-insured clients totaled $80 mil-
lion .
"By its nature, third-party bene-
fit claims administration is capital 1189 o-
and labor intensive, while insur- 4
ance brokering and benefit con-
sulting is not,"” said Ronald C
Nevins, executive vp and chief op- o
erating officer He added that -
James "expected to find a number

of interested companies," although tl I /O

it was not in negotiations with a po- a - a.,

tential purchaser and no d.eadline .. m .

. set for completing the di-j\ 1 4 (11* S - 1/41/44 tl'rlj:4
Rl ’ [ ' M ralooe . 40
- TPA of America Inc bought - 96*f R-r. tal
1ilth-ranked American Benefit /2 */A. 5/.: 1\'

Plan Administrators Inc last year =20

TPA of America, owned by private ’ :f TtTa

investors, now is in final discus- , 5-28 1, *t'r ). , ih=2
sions to purchase two other TPAs 42811 _/O *kk- 4 ! 2I1:-_1_
In addition, 30 of 125 acquisition s p - - .

prospects responded with interest ’ %

to a letter TPA of America sent out E

earlier this month, according to
Harry L Auston, who is president
of both TPA of America and

American Benefit

fmeran-Bengfipaid out S300

 Richard J Dunlap, who 6130 -7!te-
founded ninth-ranked Employee
Benefit Claims Inc /Employee
Benefit Administration Co, earlier
this month bought a majority inter-
est in Comprehensive Benefits Ser-
vice Co Inc in Newtown Square, ) —O—_11——1_—
Pa
The two Employee Benefit com-
panies paid $350 million m claims
in 1985, up 40% from 1984
Comprehensive Benefits pays
about $90 miillion in claims an-
nually, which is 26% of the $350
million Mr Dunlap's company paid
in 1985 (Claims paid by Compre-
hensive Benefits are not Included
in the combined figures reported LK er*& 3 @4
by the two Employee Benefit com-
pantes )
Also, Employee Benefit Plans o
Inc, an Employee Benefit affiliate,
earlier this month bought 3PA
Corp of Seattle, which pays about
$10 million in claims annually
Meanwhile, many smaller TPAs s a.
also are selling their business to
others who want to integrate TPA
services into their benefit opera-
tions

a-. +1.

SAL

- Key Benefit Administrators
Inc of Indianapolis was purchased
recently by Blue Cross/Blue Shield
of Indiana The TPA is one of at
least 12 TPAs acquired by Blue
Cross/Blue Shield plans nation-

wide, according to Dexter Coolidge,
executive director of Business

Strategy Service, a BC/BS consul-
tant on business strategy
* Indianapolis-based Indepen-
dent Benefit Plans Inc was one of
five TPAs acquired last year by
Lincoln National Administrative
Services Corp, a wholly owned
subsidiary of Lincoln National
Corp that also owns Lincoln Na-
tignal Life Insurance Co, said In-
/dependent Benefit President W B
Ben" Davenport He is also presi-
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Kelly & Associates, said he ex-
pects his company to benefit as a
MONYCO subsidiary because it
will receive capital for expansion
and an experienced marketing
force.

While price competition is likely
to increase, claims administrators
specializing in employee benefits
more often are judged by the kind
and quality of their cost-contain-
ment programs.

These programs include pre-ad-
mission certification, concurrent
review and integration of workers
compensation and health benefits
to avoid duplication of claims pay-
ments. All of these approaches are
being expanded by most of the
TPASs interviewed.

In addition, more TPAs are get-
ting involved in dealing with or
sponsoring PPOs and health main-
tenance organizations.

Mr. Bedessem of Employee Ben-
efit predicts his companies' biggest

growth will stem from PPO agree-
ments with 80 hospitals and 10,000
doctors for the exclusive right to
market to specific categories of em-
ployers in six regions.

Los Angeles-based U.S. Admin-
istrators has operated a PPO in Cal-
ifornia since June 1984 and will
launch more than one pilot PPO
program this year in the East, said
President Samuel X. Kaplan.

Following are profiles of the
leading TPAs that have the grea-
test concentration of their business
in the employee benefits field:

U.S. Administrators, the largest
TPA, provides only claims admin-
istration services. Almost all-
98.5%-0f its gross revenues is gen-
erated by health claims administra-
tion. Only 1% of revenues are re-
lated to disability claims and 0.5%
prepaid legal plans.

It provides services to 61 clients,
three more than in 1984, from six
administrative offices.

Mr. Kaplan, who owns and oper-

ates the company, added four peo-
ple to the senior management staff
in 1985 and now is delegating more
authority.

U.S. Administrators is growing,
Mr. Kaplan said, declining to pro-
vide gross revenues. All 1,060 staff
members, which is 400 more than
in 1984, serve only self-insured cli-
ents.

U.S. Administrators paid $781
million in benefit claims last year,
up 6.4% from 1984.

Now, the company is seeking
larger clients and has raised its
minimum client size to 5,000 em-
ployees from 1,500.

The employee benefit claims ad-
ministration services of James
Benefits that will be divested gen-
erated $29 million of James Bene-
fits' $57 million in gross revenues
last year.

The other 49% of gross revenues
were generated by brokerage and
actuarial services, which will be re-

tained, and 1% from claims audit-

Partners in

the return to

underwriting
profitability.

As the industry emerges from the mean-
est down cycle in reinsurance history, we
want you to select American Re as one of

your key partners in the return to under-

writing profitability.

Since 1917, through all the ups and
downs, American Re has been counted
on for both accountability and stability.
We told you we'd be here, and we are.

With American Re, you're working with

seasoned account executives and expe-

rienced underwriters-not salesmen.

And we've taken the lead in servicing
our clients with valuable programs. Our
customized Planning TableM sessions

Hartford « Kansas City « Los Angeles - Minneapolis « New York ¢ Philadelphia « San Francisco

B.*04 -

ing, underwriting and claims.
We've introduced innovative programs

quotes and binders.
Accountabilit Stability Credibility At
this crossroads in the business, isn't it

r:*.19

American Re-Ilnsurance Company

One Liberty Place, 91 Liberty Street, New York, New York 10006

Atlanta - Boston - Chicago - Columbus - Dallas

Bogota * London - Melbourne « Montreal « Santiago - Singapore * Sydney - Toronto

ing.

?About 673 of James Benefits®
1,203 employees work on servicing
self-insured clients' claims. About
91%06 of James Benefits' claims ad-
ministration business in 1985 was in
health insurance, which is a drop of
3 percentage points from 1984; 4%
flex compensation, up 3 percentage
points from 1984; 3% disability; and
2% pensions.

James Benefits operates 14 ad-
ministrative offices and 48 sales of-
fices.

James will continue to provide
property/casualty claims adminis-
tration services to self-insured cli-
ents with a staff of 350 people in its
claims management services divi-
sion.

James declined to provide reve-
nue figures for its property/casu-
alty claims administration, but re-
ported that 90% of its business was
generated by claims administra-

tion, 5% auditing and 5% other ser-
vices.

can assist you in formulating corporate
strategies in critical areas such as market-

in the vanguard of arson identification
and sensitivity, litigation management
and massive injury management. Our

state of the art computer system is capa-
ble of 24-hour turnaround on facultative

refreshing to find a company that stands
for these traditional values. Traditional val-

ues and innovation-that's American Re.

The number of claims auditing
projects performed for self-insurers
doubled to 20 in 1985 compared
with the previous year.

About 90% of the claims paid in-
volved workers compensation, 7%
general liability and 3% automo-
bile, said Vp Robert L. Young.

James services property/casualty
claims clients from 38 adminstra-
tive officies including three new
ones in International Falls, Minn.;
Albuquerque, N.M.; and San Diego,
Calif. It has 80 sales offices.

Fred S. James & Co. Inc. was ac-
quired last year by Sedgwick
Group P.L.C., a leading London-
based broker.

Employee Benefit Claims
Inc./Employee Benefit Adminis-
tration Co. had gross revenues of
$28 miillion, including $26 million
from claims administration.

About 9126 of its claims business
is in health insurance, and Em-
ployee Benefit Administration Co.
handles 9% in work comp.

About 91206 of its business is
claims administration, 726 claims
auditing and 2% claims adjusting.

All of its 430 staff members ser-
vice more than 2,300 clients from
22 administration and sales offices,
including two new ones in Seattle
and Costa Mesa, Calif.

Employee Benefit Administra-
tion Co. has offices in Minneapolis
and Tulsa, Okla.

EBA is becoming a full-service
property/casualty administrator,
and the number of paid claims it
administers is expected to grow
250% from $30 miillion, Mr. Bedes-
sem said.

Most of the growth will come
from administering workers com-
pensation claims, especially from
the administration of half of the
work comp claims in Minnesota's
assigned risk pool, he said.

American Benefit Plan Adminis-
trators Inc. generated $7 million of
its $20 miillion in gross revenues
last year from claims administra-
tion, or about 30%. The remainder
came from 5% claims adjusting, 5%
claims auditing and 60% from other
services, including the administra-
tion of 350 multiemployer and
Taft-Hartley plans.

About 7026 of the claims it ad-
ministered were in health insur-
ance, 25% pensions, 4% disability
and 1% life.

About 400 of its 550 staff mem-
bers service only 200 self-insured
clients, unchanged from last year.

This year will be one of growth
with more acquisitions and a major
marketing push this year aimed at
adding corporate clients from the
Southeast to the 55 Taft-Hartley
plans it now services.

The TPA plans to zero in on
companies with between 250 and
2,500 employees in Texas, Okla-
homa, Louisiana, Mississippi, Ala-
bama and Florida, said Irv Bal-
dinger, senior vp.

Penn General Service Corp. gen-
erates about 50%0 of its undisclosed
gross revenues from claims admin-
istration and 5026 from other ser-
vices, including workers compen-
sation loss prevention and health
care cost containment.

It administers claims for 1,275
self-insurance clients, up 52 or 4%
from 1984. About 45%6 of its clients
are corporations, 40%b association
plans and 15% public entitites.

The claims it administers are 50%o
health, 45% in workers compensa-
tion and 5% in disability.

All 175 staff members service
only self-insured clients from 11
administrative and 29 sales offices.
In the past year, an administrative
office in Barrington, N.H., was
closed and the Dallas office was
moved to nearby Irving, Texas.

Penn General also moved its cor-
porate headquarters from Los An-
geles to the Boston headquarters of
its parent company, Republic Hogg
Robinson Inc.

By March, Penn General expects
to have a new management infor-
mation system in full operation. .
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spotlight report

Benefit TPAs are regulated in 20 states

By MEG FLETCHER

Third-party claims administra-
tors handling primarily employee
benefits are regulated in 20 states,
including six that passed or imple-
mented new laws in 1985.

Illinois, South Carolina, Ar-
kansas, Minnesota, Michigan and
New Mexico passed or imple-
mented laws last year.

Those laws require administra-
tors of primarily life and health in-
surance benefits to register and pe-
riodically report to state officials,
according to Tracy R. Gilliland,
government affairs coordinator for
Washington-based Society of Pro-
fessional Benefit Administrators.

The other 14 states with TPA
regulation are Arizona, California,
Florida, Idaho, Indiana, Kansas,

Louisiana, Montana, Nevada,
North Dakota, Oklahoma, Tennes-
see, Utah and Wyoming.

A Business Insurance survey of
the leading 12 third-party adminis-
trators nationally found almost all
favor state regulation of TPAs.

The TPA laws in all states except
Louisiana are based on a model law
adopted by the National Assn. of
INnsurance Commissioners. The
model requires a written contract
between the TPA and each insurer
represented. It also requires a TPA

to let state insurance department
officials review its books.

These states have new rules
authorizing their insurance depart-
ments to regulate TPAs:

e lllinois. The state passed leg-
islation last year that is effective
July 1 this year, although TPAs in

Some Risk Management companies operate as if every client
has the exact same needs because their delivery and sup-
port systems are inflexible.

But Risk Management Service Company recognizes you

for what you are a unique organization with individual risk

managennent needs.

With our unique FLEX-SYSTEM™, every program we
design is customized specifically to your requirements
whether you are a self insured, a corporate Risk Manager,
Primary or Excess Carrier, Reinsuror or Managing Gen-

eral Agent.

Your Risk Management Service Company program is de-
signed to include only those services essential to your needs.
A program with the flexibility, responsiveness. cost savings
and reliability you deserve from a service company.

business by that date have until
Oct. 1 to obtain a license. A TPA
gets a license by submitting an ap-
plication and paying a $100 regis-
tration and annual renewal fee.

A TPA with either a claims ad-
ministration services account, from
which claims are paid, or an ad-
ministrator trust account, contain-
ing self-insurers' premium pay-
ments and contributions, must post
a bond for each account that is the
greater of $50,000 or 5% of the
moneys expected to be in each ac-
count in the next year. not to ex-
ceed $1 million. The TPA must also
submit names and addresses of the
insurers and plan sponsors or the
ultimate risk bearer (BI, Nov. 5,
1984).

= South Carolina. An adminis-
trator must pay a $100 registration

*]

fee and a $100 annual renewal fee
on or before March 1 under the
law, which took effect Sept. 4, 1985.

The TPA also must file copies of
written agreements with insurers, a
financial statement and biographi-
cal affidavits of key officials.

three employees and pay a $101
registration fee and a $101 renewal
fee every two years.

Financial statements for the past
three years are required. The initial
statement does not have to be certi-

fied, although a certified one is re-

And, it must file a financial guar- 1 quired with a renewal.

antee bond for no less than 10% of

The TPA must have a fidelity

total funds handled, but not less i bond, with the amount varying
than $50,000 or more than $500,000. 3 from $100,000 to $2 million, de-

= Arkansas. A TPA must file a
$25,000 surety bond and pay a $25
registration and annual renewal
fee, since the law was enacted April
4, 1985. Also, the TPA must report

any changes on the application or
the attached list of self-insured

plans or trusts.

e Minnesota. The revised law
effective May 9, 1985, requires a
TPA to submit resumes of the top

Based on your input, we can quickly and effectively cus-
tomize our claims administration, loss control, data proces-
sing, auditing, legal and medical cost containment, and
recovery services. And with strong centralized control of our
national network of experienced professionals, you're always
assured of quality service, reliability of reserves, and integrity

of our financial and claim data base.

With our FLEX-SYSTEM TM, the programs available to you
from Risk Management Sen,ice Company are far-reaching
but you select only those services you require. AT RMSC, we
recognize your individual needs. And our adaptability to meet
those needs is what makes us so exceptional.

If you're ready to meet a Risk Management company that
understands your differences, let's talk. Call Andy Cmiel,

Director at 214/630-3730.

We're different. Because you're different.

Risk Management
Service Company

2730 Stemmons Freeway - 209 Stemmons Bwer West - Dallas, 16xas 75207

A Lindsey & Newsom Company.

pending upon the way the TPA op-
erates. For example, if the TPA co-
mingles the trust accounts of vari-
ous clients, a larger bond will be re-
quired.

* Michigan. An administrator
must pass a written examination to
be licensed (BI, Jan. 28, 1985).

An administrator is also required

, to submit a current financial state-
' ment and pay a $200 filing fee and
a $25 fee annually

No bond is required, but if there
are fewer than 500 participants in a
plan, the TPA must arrange for
stop-loss insurance.

The law, which took effect Jan.
1, 1985, also established a TPA Ad-
visory Board, but no one has been
appointed, said Kathy Parsons of
the Insurer Licensing Division.

* New Mexico. Regulations ef-
fective April 1, 1985, have been ta-
Med because they did not give the
state's Licensing Division enough
information to set guidelines, said
Nap Sanchez, licensing manager.
Legislators probably will not act
until 1987, he said. i

Jurisdictional

ruling sought

Employee benefit claims
administrators want to clar-

ify jurisdictional boundaries
between state and federal
regulation of employee bene-
fit plans.

The issue: Implementing
the pre-emption clause of the
Employee Retirement In-
come Security Act, which
says that only the Depart-
ment of Labor, and not indi
vidual states, regulates self-
funded employee benefit
plans (Bl, Sept. 30, 1985).

The Self-Insurance Insti-
tute of America, which rep-
resents third-party adminis-
trators, plans to file a federal
suit in Michigan, lllinois or
Florida by the end of March,
says James W. Duff, chair-
man of the SlIA's legislative
and regulatory committee.

These states impose re-
quirements on self-funded
employee benefit plans,
which they should not do,
Mr. Duff said.

"With multistate opera-
tions you get many conflict-
ing regulations," he said.

The current confusion

makes some multistate em-

ployers reluctant to establish
self-insurance plans and
those that do may face added
costs, Mr. Duff said.

However, another organi-
zation representing TPAs be-
lieves there is little confusion
over single-employer self-
funded plans. Most of these
plans are ERISA-qualified,
said Frederick D. Hunt Jr.,
executive director of the So-
ciety of Professional Benefit
Administrators.

But, the Labor Department
has failed to provide definite
guidelines establishing when
an employee benefit plan is
ERISA-qualified, he said.

Most of the confusion
about regulation of plans in-
volves multiemployer self-
funded plans, he added.



Directory of benefit claims specialists

Administrative Service
Consultants Inc.

3301 E. Rovalton Road, Cleveland,
Ohio 44141; 216-526-2730

Year founded: 1969.

Services provided: 65% claims ad-
ministration; 35% other services, in-
cluding consulting and electronic data
processing.

Region served: Nationwide.

Specialty: Employee benefits/group
insurance: 80% health insurance, 15%
disability, 5% life.

Self-insured clients/claims: Ad-
ministration: more than 100 clients, $25
million claims paid.

Client mix: Administration: 97 cor-
porations, nine public/government en-
tities, two multiemployer plans, two
Taft-Hartley plans, five union-spon-
sored plans, six association plans.
Health plans: 28,000 employees covered,
60,000 dependents covered.

Staff: 31 total staff members, 25 of
whom serve self-insured clients only.

Charges: Administration: flat
monthly charge per employee, $3-$10.

1985 gross revenues: $1.2 million
total, $600,000 from claims services.

Principal officers: Albin J. Tercek,
president; William L. Morris, vp.

Membership: SPBA.

Allied Benefit

Systems Inc.

401 N. Michiaan Ave., Suite 310,
Chicago, 111. 60611; 312-321-5071

Year founded: 1980.

Services provided: 77% claims ad-
ministration; 3% auditing; 20% other
services, including brokering.

Region served: Nationwide.

Specialty: Employee benefits/group
insurance: 95% health insurance, 5%
disability.

Self-insured clients/claims: Ad-
ministration: 30 clients, $19 million
claims paid.

Client mix: Administration: 28 cor-
porations, two public/government enti-
ties. Health plans: 10,000 employees
covered, 5,500 dependent units covered.

Staff: 14 total staff members, 11 of
whom serve self-insured clients only.

Charges: Administration: per em-
ployee per month, $3.50-$8.

1985 gross revenues: $550,000 total,
$450,000 from claims services.

Principal officers: Laurence Wil-
neff, president; Ben D. Schenker, secre-
tary/treasurer; Paulette Vission, vp.

Membership: SPBA, National Qic-
Claim Assn. of Independent Health
Care Plan Administrators.

American Benefit Plan
Administrators

2999 W. Sixth St., Los Anaeles,
Calif. 91206; 213-386-2705

Parent company: TPA of America
Inc.

Year founded: 1954.

Services provided: 30% claims ad-
ministration, 5% adjusting, 5% auditing,
60% other administration services.

Regidn served: Nationwide.

Specialty: Employee benefits/group
insurance: 70% health insurance, 25%
pensions, 4% disability, 1% life.

Self-insured clients/claims: Ad-
ministration: 200 clients, $300 million
claims paid. Adjusting: types of claims

include medical. Auditing: four projects
conducted.

Client mix: Administration: clients
include multiemployer plans, Taft-
Hartley plans, association plans. Audit-
ing: two multiemployer plans, two Taft-
Hartley plans. Health plans: 500,000
employees covered, 1.5 million depen-
dents covered.

Staff: 550 total staff members, 400 of
whom serve self-insured clients only.

Charges: Administration, adjusting
and auditing: fee for service.

1985 gross revenues: $20 miillion
total, $7 million from claims services.

Branch offices: Administrative and
sales offices in Phoenix and Tucson,
Ariz.; Denver; Honolulu; Indianapolis;
Shreveport, La.; St. Paul, Minn.; Kansas
City, Mo.; Las Vegas, Nev.; Albuquer-
que, N.M.; Oklahoma City; Dallas;
Houston; Nederland, Texas; Salt Lake
City; Jacksonville, Fla.; EI Monte, Calif.

Principal officers: H.L. Auston,
president; C.J. Monson, executive vp;
Irvine Baldinger and H.V. Kaye, senior

vps; T.E. Greene lll, chairman.
Membership: SPBA.

American Claims
Evaluation Inc.

Branch offices: Administrative and
sales offices in New York, Chicago and
Los Angeles.

Principal officers: Gary Gelman,
president; June Narus Novak, vp; Rob-

Services provided: 80% claims ad-
ministration, 10% adjusting, 10% audit-
ng.

Region served: Nationwide.

375 N. Broadway, Jericho, N.Y.
11753; 516-938-0400

Year founded: 1981.

Services provided: 100% claims au-
diting.

Region served: Nationwide.

Staff: More than 300 total staff mem-

bers. Anceles, Calif. 90048;
Charges: Auditing: contingency fee 215-658-5125
arrangements.

1985 gross revenues: Not reported.

ert E. Lindberg, vp-marketing; Edward
Elkin, medical director.
Membership: SIIA.

Administrators Inc.
6420 Wilshire Blvd., Suite 200, Los

Year founded: 1977.

Specialty: Employee benefits/group
insurance: 95% health insurance, 5%
disability.

Self-insured clients/claims: Ad-
ministration: 12 clients, $20 million
claims paid. Adjusting: four clients;
types of claims include health, dental

and vision. Auditing: six projects con-
ducted.

AmMmerican Insurance

Client mix: Administration: clients
include corporations, public/govern-
ment entities, union-sponsored plan.

Health plans: 40,000 employees covered,
120,500 dependents covered.

Staff: 30 total staff members, all of
whom serve self-insured clients only.

Charges: Administration and adjust-
ing: per employee per month, $5-$8.
Auditing: $35-$75 per hour.

1985 gross revenues: Not reported.

Branch offices: Administrative and
sales office in Orange, Calif.

Principal officers: F.N. Dastur,
president; Herbert Schaffer, executive
vp; P.H. Dalal, chief financial officer;
Robert Bassin and Barbara Rabinowitz,
vps.

Membership: SPBA.

Continued on next page

How 3letters turned a good
health claims system into agreat one!

For years, major corporations
have used CAS Il software to proc-

ess their health benefit claims.

Now ASA has joined forces
with the CAS Il team to make the
system even better.

We call it the ASA/CAS IISM
claims system. And if you're a self-
administered corporation, you won't
find a better combination of features
and performance at any price.
Here's why.

More backup support

ASA now has the largest cus-
tomer service staff in the industry.
Insurance and computer experts
who'11 help streamline your benefits
payment operation. Train your staff.

And support you before, during, and
after conversion.

More affordability

CAS Il gives you the extra
power, speed, and growth capacity
of a mainframe system-for what
you'd expect to pay for a mini. Install
the software on your computer, or
use our remote processing service.

More system enhancements
As the largest organization de-

voted to health claims processing,
ASA has the R&D resources to

Send to:

keep CAS Il current with new bene-
fits innovations and legislation. You

actively participate in the develop- name

ment decisions that keep CAS Il e

on the forefront of claims payment Company
Address

technology.

Find out more

administration get together. For
more information on CAS II,
send in the coupon below Or call
ASA's Director of Marketing at
312/893-9055.

Please send me all the facts on
ASA/CAS IISM.

ASA, Director of Marketing
One ASA Plaza

Bloomingdale IL 60108

Area Code/Phone

See what happens when the

Annual Claim Volume

biggest names in health claims

ADVANCED SYSTEM APPLICATIONS, INC.

81127
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Guide to claims professionals' directory

The annual directory of claims companies
specializing in serving self-insurers lists com-
panies that responded to a Business Insurance
questionnaire. Although there is no charge to
be included in the directory, companies must
generate at least 50% or $500,000 of their gross
revenues from handling claims for self-in-
sured clients to be listed.

Companies are organized according to the
type of business in which they specialize.
Those that handle only employee bene-
fits/group insurance are listed beginning on
page 39, those that handle only property/casu-
alty claims (including workers compensation)
are listed beginning on page 50 and those that
handle both property/casualty and employee
benefits/group insurance are listed beginning
on page 56.

Following the company name and address,
parent company and year founded, the listings
include the percentage of the company's gross
revenues generated by:

e Claims administration, which includes
overseeing control of claims files, directing ad-
justers and paying claims.

*» Claims adjusting, which includes investi-
gating claims and making recommendations to
the claims administrator but does not include
paying claims.

e Claims auditing, which includes review-
ing the overall integrity of claims file opera-
tions, verifying the accuracy and direction of
claims payments and recommending solutions
to claims administration problems.

e Other services, not related to claims ser-
vices for self-insured clients, that the company
may provide.

Also included are the geographic region
served, claims specialties (as a percentage of
gross revenues derived from handling claims
for self-insured clients), number of self-in-
sured clients and amount of claims paid for
them (excluding funds held on behalf of em-
ployer-sponsored pension and profit-sharing

plans), types of self-insured clients served, in-
formation on staffing and ways in which the
company bills for its services.

Total gross revenues in 1985, as well as reve-
nues generated from claims services for self-
insurers, are included when reported by the
company. Following are locations of adminis-
trative and sales offices; as well as names, loca-
tions and type of service provided by subsi-
diaries.

The names and titles of principal officers
and membership in claims organizations com-
plete the listings.

The information reported for each company
is based on that company's answers to the
questionnaire. There are no public documents
available to allow Business Insurance to verify
the accuracy of the information.

The names of two professional organizations
are abbreviated in the listings: SIIA is Self-In-
surance Institute of America, SPBA is Society
of Professional Benefit Administrators.

ONLY FROM INFORMATICS.

Your business is insuring life and health. At Informatics, our business is insuring your operation runs
smoothly and efficiently. Informatics supports group insurance and investment management with
superior software developed for insurance users. Whether you administer group business or adjudicate
claims, create proposals or underwrite policies, Informatics group insurance software can make your
job more productive. If you manage investment portfolios, stocks and bonds or mortgage loans,
Informatics investment software can help you operate more efficiently. More profitable in the long run.

And to make sure our products work best for you, we back every system with full training, service
and support. That's user insurance. Only from Informatics.

For more information about our mainframe and personal computer software products, please call the
director of marketing at (214) 235-2901.
Or wdte: Informatics General Corporation

9441 LBJ Freeway, Suite 400

Dallas, Texas 75243

informatice.

Continued from preceding page
AMmeriTrust Benefits

Management

707 Brookpark Road, Brooklyn
Heights, Ohio 44109; 216-749-8212

Parent company: AmeriTrust Co.
National Assn.

Year founded: 1984.

Services provided: 73%b claims ad-
ministration, 7% auditing; 20% other
services, including data collection and
reporting for PPOs.

Region served: Nationwide.

Specialty: Employee benefits/group
insurance: 97% health insurance, 2%
disability, 1% workers compensation.

Self-insured clients/claims: Ad-
ministration: 11 clients, $37 million
claims paid. Auditing: one project con-
ducted.

Client mix: Administration: 10 cor-
porations, one public/government en-
tity. Health plans: 78,000 employees
covered, 117,000 dependents covered.

Staff: 41 total staff members, all of
whom serve self-insured clients only.

Charges: Administration: per em-
ployee per month. Auditing: by the
project.

1985 gross revenues: Not reported.

Principal officers: Marie C. Gross-
man, vp-AmeriTrust; Paul C. Mat-
chinga, operations manager; Richard L.
Philips, systems manager.

Membership: SIIA, Northeast Ohio
Claim Assn.

Associated Health Plans
INnc. of Louisiana

2821 Richland Ave., Metairie, La.
70002; 504-885-9365

Year founded: 1978

Services provided: 60% claims ad-
ministration; 40%6 other services, in-
cluding preparation of plan documents.

Region served: Louisiana, Texas, Al-
abama, Mississippi, Georgia and Mis-
souri.

Specialty: Employee benefits/group
insurance: 100% health insurance.

Self-insured clients/claims: Ad-
ministration: more than 100 clients,
more than $20 million claims paid.

Client mix: Administration: more
than 100 corporations, two public/gov-
ernment entities. Health plans, more
than 16,000 employees covered, approx-
imately 24,000 dependents covered.

Staff: 34 total staff members, all of
whom serve self-insured clients only.

Charges: Administration: per em-
ployee, $3.50-$8.

1985 gross revenues: $12 million
total, $720,000* from claims services.

Branch offices: Administrative of-
fice in New Orleans, sales office in La-
fayette, La.

Principal officers: Pam Chawff,
president/chief administrative officer;
A.J. Blanchat, secretary/chief execu-
tive officer; Vincent Varisco, vp/direc-
tor-sales; Dolores Blanchat, treasurer.

Membership: SPBA, SIIA, National

QicClaim Assn. of Independent Health
Care Plan Administrators.

*Bl estimate.

b

Babcock Insurance Corp.

6464 E. Grant Road, Tucson, Ariz.
85715; 602-886-8401

Year founded: 1970

Services provided: 90% claims ad-
ministration, 10% auditing.

Region served: Nationwide.

Specialty: Employee benefits/group
insurance: 80% health insurance, 15%
disability, 5% life.

Self-insured clients/claims: Ad-
ministration: more than 50 clients, $8
million claims paid.

Client mix: Administration: more
than 50 corporations, five public/gov-
ernment entities, two multiemployer
plans, two Taft-Hartley plans, one
union-sponsored plan, one association
plan. Health plans: more than 25,000
employees covered, 40,000 dependents
covered.

Staff: 35 total staff members, all of
whom serve self-insured clients only.

Charges: Administration: per em-
ployee per month, $3.50-$5. Auditing:
time and expense.

1985 gross revenues: $10 million
total, all from claims services.

Branch offices: Sales locations
throughout the U.S.

Subsidiaries: APEX Data Systems
(computer software and services).

Principal officers: Dwight Babcock,
president; Cynthia Stewart vp-group
services; Joanne Smith, comptroller;

Continued on facing page
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John Armstrong, manager-APEX Data ployee

Systems, Stuart Ghertner, executive
director-preferred provider services

1985 gross revenues: Not reported
Princigal officers: Charles J Wil-
ident

Membership: SPBA, Professional son, pres

Insurance Mass-Marketing Assn

Benefit Administration
Services Ltd.
401 E Capitol St, Suite 413,
Jackson, Miss 39201,
601-969-1286

Year founded: 1984

Services provided: 90% claims ad-
ministration, 10% other services, in-
cluding consulting

Membership: SPBA, National Qic- covered, 700 dependents covere

Claim Assn of Independent Health
Care Plan Administrators

Benefit Plans Risk
Management Inc.

215 Stanford Parkway, P 0. Box

928, Findlay, Ohio 45840,
419-423-3823

Year founded: 1974
Services provided: 70% claims ad-

lon-se-E:h benefits/group s=tersatiocdiganng) 2akettihn

insuraMce 100% health insurance
Self-insured clients/claims: Ad-

Region served: Nationwide
Specialty: Employee benefits/group

ministration eight clients, more than $1 insurance 90% health insurance, 9%

million claims paid
Client mix: Administration seven

disability, 1% life
Self-insured clients/claims: Ad-

corporations, one public/government ministration more than 100 chents Au-
entity Health plans more than 1,000 diting 50 projects conducted

employees covered, more than 2,500 de-
pendents covered

Client mix: Administration 100 cor-

porations, 10 public/government enti- Group Ltd

Staff: Six total staff members, all of ties, two union-sponsored plans, three

thg]m serve self-insured clients only as§ociation
Charges: Administration per capita, employees covered, 27,000 dependents ministration, adjusting and au

per capita plus transactions, methods covered

requested by client
1985 gross revenues: Not reported

Principal officers: John W Nichol- Charges: Administration per capita pensions, 2% disability

Staff: 38 total staff members, all of
whom serve self-insured clients only

son Jr, chairman of the board, Tom M Auditing by contract

; - .. Self-in
Brown, president, Karen R Watson, 1985 gross revenues: $1 5 million m|n|st_ratf|on_

secretary/treasurer, Dudley M Brown, total, $1 1 million from claims services
VP

Branch offices: Sales offices in

Membership: SIIA, National Qic- Marion and Youngstown, Ohio

Claim Assn of Independent Health
Care Plan Administrators

Benefit Claims
Administrators Inc.

P O Box 1776, Toledo, Ohio
43603, 419-255-1400

Year founded: 1980

Services provided: 60% claims ad-
ministration, 40% other Services, In-
cluding group insurance sales

Region served: Northwest Ohio

Specialty: Employee benefits/group
insurance 100% health insurance

Self-insured clients/claims: Ad-
ministration 64 clients, $24 million
claims paid

Client mix- Administration 62 cor-
porations, one public/government en-
tity, one union-sponsored plan Health

plans 3,000 employees covered
Staff- Seven total staff members, all

of whom serve self-insured clients
only
Charges: Administration monthly
per capita, $5-$7 50
1985 gross revenues: $500,000 total,
$300,000" from claims services
Principal officers: James Houtz,
president, Russ Sutton, vp-finance
Membership: SIIA, National Qic-

Claim Assn of Independent Health
Care Plan Administrators

*Bl estimate

Benefit Consultant
Services

5353 E Princess Ann Road,
Norfolk, Va 23501, 804-855-8601

Parent company: Donald F Smith
& Associates

Year founded: 1972

Services provided: 100% claims ad-
ministration

Region served: Nationwide

Specialty: Employee benefits/group
insurance 95% health insurance, 5%
long-term disability

Client mix: Administration 90% cor-
porations, 10% union-sponsored plans

Principal officers: J Roland Hahn,
president, Stanley H Phillips, vp-fi-

Membership: SPBA

Benefit Plan Services Inc.

P O Box 2793, High Point, N C
27261, 919-889-2003

Year founded: 1977

Services provided: 100% claims ad-
ministration

Region served: Southeast

Specialty: Employee benefits/group
insurance 97% health insurance, 3%
disability

Self-insured clients/claims: Ad-
ministration 11 clients, $2 5 million
claims paid

Client mix: Administration nine
corporations, two public/government
entity Health plans 3,200 employees
covered, 2,400 dependents covered

Staff: Five total staff members, all of
whom serve self-insured clients only

Charges: Administration per em-
ployee, $2 50-$4 50

1985 gross revenues: $200,000 total,
all from claims services

Principal officers: J Larry Peters,
president, Alan O Peters, vp, Sandra A
Peters, secretary

Membership: SPBA, National Qic-

Claim Assn of Independent Health
Care Plan Administrators

The Benetech Corp.

8900 Keystone Crossing, Suite 272,
Indianapolis, Ind 46240,
800-358-6780/800-523-2271 in

Indiana

Year founded: 1983

Services provided: 80% claims ad-
ministration, 20% other services, in-
cluding consulting

Region served: Nationwide

Specialty: Employee benefits/group

Self-insured clients/claims: Ad-
ministration- 15 clients

Client mix: Administration 15 cor-
porations Health plans 800 employees

Staff: 16 total staff members, 15 of covererd, 2,400 dependents covered

whom serve self-insured chents only

Staff: Six total staff members, five of

Charges: Admipi§tf£%tion per em- whom serve self-insured clients only

ployee r month, fla

1985 gross revenues: Not reported
Branch offices- Administrative and

sales office in Newport News, Va
Principal officers: Mike G Stadler

and Charles Lascola, vps-Donald F

Smith & Associates

RS B e NaLo T QAT A

Plan Administrators

Benefit Plan
Administrators Inc.

P O Box 5, Danbury, Conn 06810,
203-775-4006

Year founded: 1980

Charges: Administration per em-
ployee per month, $2 50-$5 50

1985 gross revenues: Not reported

Principal officers: Richard Stan-

&1ard, chairman, Betty Anderson, presi-
ent

embership: National Qic(:laim

M
sn of Independent Health Care Plan

dministrators

Boon-Chapman
7600 Chevy Chase Drive, Building

TP-0Be9201, Austin, Texas

Year founded: 1961
Services provided: 80% claims ad-

Services provided. 100% claims ad- ministration, 20% other services, in-

ministration

Region served: New England and
Atlantic states

cluding insurance sales
Region served: Southeast, South,
Midwest, Southwest and Mountain

Specialty- Employee benefits/group States

insurance 95% health insurance, 5%
disability

Specialty: Employee benefits/group
insurance 95% health insurance, 3%

Staff: 17 total staff members, all of life, 1% disability, 1% optional life

whom serve self-insured clients only

Self-insured clients/claims: Ad-

claims paid

Client mix: Administration 26 cor- covered -
association plans Health plans approx-

porations, four public/government en-

titles Health plans 21,000 employees whom serve self-insured clients only proximately 75,000 dependents cov-
( Charges: Administration flat annual ered
Staff: Approximately 60 total staff fee, per employee, percent of claims
members, 25 of whom serve self-in- Adjusting and auditing included m ad- whom serve self-insured clients only
sured clients only . . ministration charges Charges: Administration per em-
Charges: Administration per cov- 1985 gross revenues: $2 5 million ployee, per transaction
ered employee per month, $3-37 total 1985 gross revenues: $1 5 million
1985 gross revenues: Approximately Principal officers: Carl K Reigle total,$1 2 million from claims services
$3 million total, $2 4 million* from Jr,chairman, Kathleen Harnish, presi- Branch offices: Administrative and
claims services . . .
o . dent, Mary Caci, secretary, James sales offices in Houston, Denver, Kan-
Principal officers: T J Chapman Rothenberger, treasurer, Aghes Wat- sas City, Mo, Lansing, Mich
and Dick Carr . . - -
. . son vp Principal officers: William C Ell-
Membership: SPBA, Professional Membership: SPBA, SIIA wood, president, Basil M Pace, execu-
In?;fr‘iQﬁi[yass'Marketmg Assn tive vp, David Walter, Diane Collins
and Mark Fitz Gerald, vps
. . Membership: SPBA, SIIA
Business Planning e embership ’

Associates Inc.
Box 4517, 2260 Erin Court,

Lancaster, Pa 17604,
717-299-1201

CCIl Administrators Inc.

2751 Tuller Parkway Dnve, Dublin,
Ohio 43017, 614-764-7600

CC Systems Corp.

2001 Killebrew Drive, Minneapolis,
Minn. 55420, 612-854-6500
Year founded: 1981
Year founded: 1982 Services provided: 100% claims ad-
Services provided: 60% claims ad- ministration
ministration, 40% other services, in- n served: Midwest

Parent company: Erin Benefit

Year founded: 1977

lans Health plans %4,000 Services proyided: 100% c(]%jr%s ad- cluding remote processing services for Spgce%ﬁy: Employee benefits/group

clients wishing to pay their own claims insurance 95% health insurance, 5%
disability
Self-insured clients/claims: Ad-

Region served: Mid-Atlantic states Region served: Nationwide
) Specialty: Employee _benefits/group ) Specialty; Employee benefits/group
insurance 90% health insurance, 8% insurance 105% healt¥1 insurance ministration 28 clients
Self-insured clients/claims: Ad- Client mix: Administration 28 cor-
sured clients/claims; Ad- minisgragion. more than 50 clients, more porations Health plans 6,000 employ-
d%% cﬁents, %flé mllﬁ)n man §§6 million cfa|ms pa|d P ees covered, 135%0 dependents Co\zre)é
Client mix: Administration approx- Staff: Eight total staff members, all
50 corporations, two of whom serve self-insured clients
ernment entities, two mul- Continued on next page

claims pai

Client mix: Administration 198 cor- im?tel
porations, one multlemployer plan, one pubhe/go

How to get greater control
over health benefit plan costs

If you're look,ng for an on-l,ne/realdime way to .. and much more. Over a dozen different bas-
process health claims. . . if you'd like to reduce ic reports have been developed, and a nearly
payment errors, lower administrative costs and unlimited number of variations are available to
improve productivity...you have reason enough provide precisely the data you need to max-

to look Into Geneleds new Health Benefit Imize control over your health plan costs. Plus
Management System. each report can be scheduled to appear when

But if you're also looking for more detailed it best suits your needs.

claims data to help you make the right deci-
sions in the critical areas of cost containment
and utilization review - then learning more
about this one-of-a-kind health cia,ms system is You can use our system to process claims

an absolute must. in-house with our full support, or pay claims on
a time-sharing basis using Genelcds computer
services. You can even have us pay claims for
you with no obligation to purchase our system.

As a large claims adJudicator ourselves

(we process over $100 million in claims an-
nually), we developed our new Health Benefit
Management System to provide a comprehen-
sive, long term solution to the need for greater

Choose from multiple
‘tomfort zonet' of servica

More than a quick and easy
way to process claims

With the extraordinary amount of claims data
generated by this system, you'll be able to. .

« tell where and how benefit dollars are being
spent

* monitor utilization to identify cases of over-
usage of benefits (or under-usage of cost- efficiencies in the benefits field. What this
saving alternatives) amazing system B doing for us now, it can do

» quickly spot large or unusual claims requiring for you, toa
special handling

< accommodate a full range of modern cost-
containment benefit features, including pre- Just clip and mail the coupon below Well rush
authorization, concurrent review. second sur- our free brochure to you right away. For faster
gical opinion and others service, call

Ask for our free brochure

1-314-962-2040

Don't delay. Contact us now to learn why Genel-
cds new Health Benefit Management System
should be your foundation for effective health
plan management and cost control.

[ YES, 1 WANT TO LEARN MORE ABOUT GENELCO'S
NEW HEALTH BENEFIT MANAGEMENT SYSTEM!

0 Send me your free brochure
E] Please contact me

Your Name/Title

Company Name
City State ZiP

Telephone (be sure to Include your area code)

GENELCO
1600 South Brentwood Boulevard
Suite 500

St. Louis, Missouri 63144
314-962-2040

Geneto
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Ccntinued from precedir g page
only

Charges Administratic 7 per capita. cluitrg consul-irg

1985 gross revenues- Not reported
Branch offices: Administrative or

fice in Columbus, Ohio

Principal officers R T Alkire flex mmpensation

president, R T Miller, executive ip
D L Hilmerand MD Gr:,am,vps
Central Benefit

Systems Inc.

1005 Grand, Suite 80C, Kansas
City, Mo 64106, 816-842-1885

Parent company, W S Vogel wnom serveself-,rsuret clients only

Agency
Year founded: 1984
Services provided- 6056 claims ad-

ministration, 40% other services, in- 0-al, 61 mill on frcm clairns ser-ces

cluding premium billing, O1 ection an i
commission accounting

Region served: Nationg,ide

Specialty. Employee benefits/grouo
insurance 95% health insurance, 55
disability

Self-insured clients, claims- Ad-
ministration 20 clients $8 miillion
claims paid

Client mix: Administration 15 cor-
porations, five public/government enti-
ties Health plans, 4,000 employees cov-
erei

Staff 21 total staff members, 12 02
whom serve self-insured cLents only

Charges. Administration per em
plo,ee per month, $3 10-$5 75

1985 gross revenues: Nit raported

Principal officers- W E Vogel,

. C / _‘Pre
ident, Tony Lim, executiz e vp, Davi

Deuter, senior vp

Claims Administration

Services Inc.

1250 W Northwest Htchway, Suite ceper.dents coverec

600, Palatine, Ill 60067,
312-934-7772

Year founded: 1982

Services provided: -5% cleims ad- 1985 gross revenues: $468,328 total, Computer Claims

min-s.ration, 25% cther serv ces, in- $335,415 ircm claims services
Subsidiaries: Insurance Brokerage
Region served:Nanonwide of Austin , places fully insured mul-
Specialty. Err Elovee benefits'groui ttemployer trust business for insurance
insir: nce E 05 health nsurance, 1095 agents)
Principal officers: Clyde E Forten-
Sel.-insured ellen-s/claims- Ad- berry, president, Sandra Browning, ad-
mints-ration 25) clien s, $35 nillion ministrative vo, Betty Wagner claims
clarms paid VP
Client mix: Ad-nristration 240 cor- Membersrnp SPBA’ SHA’ Interna-

ties Health plans 25 COO emp oyee3 Plans
covered, 55,000 dependents Cover.d

Stalf: 4£ total staM members, 35 O- Comprehenswe Benefits

Service Co. Inc.
Charges Admintsr:t on pe: Dapita,
$1 SO-15
198: gross revenues- $1 5 fr illior

Whiteland P aza, Suite 200,
Whiteland Business Park, 740 E
Lancaste- P ke, Exton, Pa.
19341-2081 215-524-9500
Principal officers: Stephen F Ras-
iiek, Fresident, Elizabe:t Henk_e vp
Membership: SPBA, EIIA

Year founded: 1974

ministration

Region served: Mid-Atlarlic and
New England states

Specialty: Employee benefits /group

Claims Administrators &

Plan Supervisors Corp.
(CAPSCO)

Als in, Texas 78759 612-343-8070 Self-insured clients/claims: Ad-

Year founded: 1379
Ser,ices provided 3)% claims ad- claims paid
mimst-ation. 2% uditing, 38% other Client mix: Health plans 88,400 em-
services, including insurance ar.c trust ployees covered
Staff: 160 towl staff members, all of
whom serve self-insured clients only
Charges: Administration per em-

aeccunting
Region served: Sous}-west
Specialty: Employee benefits /group
insurance tealth insurance
Self insured clients'claims: Ad-
s ministraticr 25 .lierts, $4 mollion
claims paid duditing- cre projec: con- flee in East Hartford, Conn, sales of-
cueted fices in New York, Boston and Wash-
Client mix: Administration 23 cor- ngton, D C
Sorat ons, tw) assoelat-on plans Health Principat officers: Russell Naylor,
llans 4,500 employees coverec, 2,000 chairman, Will am Thomas, president,
Dennis Ryan, executive vp, George
Staff: 10 Lctal s-aff members, -1 ne of Clark, vp-finance, Dave Johnscn, vp-
whom cerve seli-insured clients or ly
Charges: dministralion per em- keting
Ployee, $4-$' 50 Membership- SPBA, SIIA

ployee
1985 gross revenues: Not repo-ted
Branch offices: Administrat pe of-

REINSURANCE

Specializing in all forms of life, -
. - accident and health R,insurance.

- o AN

2344 4 -

For Information, Ccntact

Deborah N Perna
Milo W Zidek
Ralph P P,ilischer

John W. Parker, Jr

Willam R Guckes, Jr
Ctarles H Place, Jr
Harry A Schwardt, Jr

/0

Administration Inc.

1131 N 27th, P O Box 21367,
Billinas, Mont 59104,
406-55-3575

Year founded. 1980

whom serve self-insured clients only

Charges: Administration per em-
ployee per month, $2 45-$5 50

1985 gross revenues: $216,985 total,
$197,872 from claims services

Principal officers: Richard L Guf
fey, president, Jerry D Herbel,
vp/treasurer, Susan Schneiderwind,

Services provided: 100% claims ad- secretary

ministration

Membership- SIIA, International

Region served: Montana, Wyoming, Foundation of Employee Benefit Plans
pc,ranons, 10 pullc, gc , ernmen. enti- tional Foundation of Employee Benefit North Dgkota, South Dakota, Idaho and

Specialty: Employee benefits/group
insurance 79% health insurance, 20%
flexible compensation, 1% disability

Self-insured clients/claims: Ad-
ministration 32 clients, 54 million
claims paid

Client mix. Administration clients

Corporate Systems
Administration Inc.
3201 Bristol Highway, P O Box

1036, Johnson City, Tenn 37601,
615-282-3420

Parent company Jones & Hill In-

include corporations, publ.c/govern- surance

ment entities Health plans 3,500 em-

ered
Staff: Six total staff members, all of
whom serve self-insured clients only

Year founded: 1980

Services provided: 100% claims ad- ployees covered, 7,000 dependents cov- Services provided- 100% claims ad-

ministration
Region served: Nationwide
Specialty: Employee benefits/group

Charges: Administration per em- insurance 93% health insurance, 5%

8140 Mooac W'estpa-k 4, Sute 250, d@%ﬁﬂﬁe 9996 health insurarce, 1% ployee per month, $3-$12

1985 gross revenues: Not reported

disability, 2% life

Self-insured clients/claims: Ad-

Branch offices: Administrative of- ministration 63 clients, $75 million

Miles City, Mont

ministrationf£ 200 clients, $63 5 *nillion flce m Mussoula, Mont, sales office in claims paid

Client mix: Administration 53 cor-

Subsidiaries: Pro-Health, Missoula, porations, 16 public/government enti-

Mont

ties Health plans 75,000 employees

Principal officers- Frederick H covered, 90,000 dependents covered

Larson, president
Membership: SPBA

Concept
Administrators Inc.
9342 Tech Center Drive, Suite 600,

Sacramento, Calif 95826,
916-364-7000

Year founded: 1979
Services provided: 80% claims ad-

operations, Michael Torpey, vp-mar- ministration, 10% auditing. 10% other

:ervices, including consulting for third-
party administrators

Region served: Nationwide

Specialty: Employee benefits/group
.Nnsurance 100% health insurance

Self-insured clients/claims. Ad-
ministration 120 clients, $12 million
claims paid Auditing 50 projects con-
ducted

Client mix: Administration 115 cor-

porations, five public/government enti-

Staff: 150 total staff members, 60 of
whom serve self-insured clients only

Charges: Administration per claim,
flat rate, $3 50-$7

1985 gross revenues- Not reported
Branch offices: Administrative of-

fices in Savannah and Atlanta, Ga
Principal officers: Thomas Repass,

president, Cecil Byers, vp
Membership: SPBA, SIIA

i d

Diversified Group
Brokerage Corp.
218 New London Turnpike,PO

Box 736, Giastonbury, Conn
06033,203-659-0381

Year founded- 1969
Services provided: 30% claims ad-

ties Health plans 25,000 employees ministration, 70% other services, in-

covered, 37,000 dependents covered

cluding administration, billing, benefit

Staff: 43 total staff members, 30 of consulting and insurance brokering

whom serve self-insured clients only

Region served: New England states,

Charges: Administration per em- New York and Pennsylvania

ployee per month, $3-$8 Auditing 3%
of savings, flat fee, $250

Specialty- Employee benefits/group
insurance 95% health insurance, 5%

1985 gross revenues: $18 million disability

total, $1 62 million* from claims ser-

Self-insured clients/claims: Ad-
ministration 380 clients, $15 million

Branch offices: Administrative of- claims paid

flee in Redding, Calif

Client mix. Administration 298 cor-

Subsidiaries. Subsidiary conducting porations, one public/government en-

claims services in Reno, Nevada

tity, 80 multiemployer plans, one

Principal officers: G Roland Perry, union-sponsored plan Health plans

Gary Goldberg and John Vanstralen

25,000 employees covered, 62,500 de-

Membership- SPBA, SHA, National pendents covered

QicClaim Assn of Independent Health
Care Plan Administrators

-Bf estimate

Corporate Diversified
Services Inc.-TPA
Division
10535 Pacific St, Omaha, Neb
68114, 402-393-3133

Parent company: Nebraska Blue
Cross
Year founded: 1974

Staff. 60 total staff members, 53 of
whom serve self-insured clients only

Charges- Administration per em-
ployee,$3-$5

1985 gross revenues: $4 3 million
total, $1 3 million from claims services

Branch offices: Administrative of-
fice in East Norwalk, Conn, sales of-
fices in Hamden, Conn and Braintree,
Mass

Principal officers- Edward O'Brien,
executive vp, Dean Briskey, comptrol-
ler, Katherine Shea and Mary Arm-

Services provided: 90% claims ad- Stropﬂg, vps
e

ministration, 10% other services
Region served: Nebraska, Minne-
sota, lllinois, Michigan, Oklahoma,

TeSP:ciltrEmpalnodyemenefits/group

insurance 90% health insurance, 10%
disability

Self-insured clients/claims: Ad-
ministration 77 clients, $6 million
claims paid

Client mix: Administration 75 cor-
porations, two union-sponsored plans
Health plans 6,836 employees covered

Staff: 38 total staff members, 12 of

mbership: SBPA, SIIA

Eagles’
Administrators Ltd.

309 Vine St, Suite 200, Cincinnati,
Ohio 45202, 513-977-3400

Parent companies: Pension &
Continued on facing page

Shi,me,

SCHIRMER ENGINEERING CORPORATION
OFFERING FULL LOSS CONTROL ENGINEERING SERVICES

4 Underwriting & Loss Control Surveys
/ Fire Protection Engineering

4 Safety & Health Engineering

4 Litigation Support Services

4 Building & Fire Code Consultation

4 Sprinkler System Design

,/ Alarm System Design

SCHIRMER ENGINEERING CORPORATION
707 LAKE COOK ROAD « DEERFIELD, IL 60015 « 312/272-8340
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Continued from facing page . whom serve self—in_su_ured c_lients only and TeX_as ) Employee Group Employers Claim &
(__?,roup Consultants Inc /Eagles’ Na- Charges. Administration per em- ) Specialty. Employeg benefits/group Services Ltd. Administrative
tional Corp ployee per month insurance 88% health insurance, 10% . A
Year founded: 1972 1985 gross revenues: Not reported disability, 2% flexible comvensation 888 10th St, Marion, lowa 52302, Services
Services provided 95% claims ad- Branch offices: Administrative and Self-insured clients/claims: Ad- 319-373-1401 420 Keoway, Des Moines. lowa
ministration, 5% other services, includ- sales office in Kansas City, Mo ministration 200 clients, more than $50 50301, 515-286-4400
ing actuanal consulting and plan de- Principal officers: William E million claims paid Year founded: 1979
sign . ) Vogel, chief executive officer, Antonio Client mix: Administration 164 cor- Services provided: 70% claims ad- Services provided: 98% claims ad-
Region served- Nationwide Lim, VP, Thomas J MEMahon, director- porations, six Taft-Hartle plans, 30 as- ministration, 30% other services, in-  ministration, 2% auditing
__Specialty: Employe_e beneﬂts/grmé) operations, Dominic Fan uel an d sociation plans Health plans more than clu<ling brokering Region served: Nationwide
insurance 98% health insurance, Z% Charles Black, regional managers 50,000 employees covered, more than Region served- Midwest Specialty: Employee benefits/group
disability Membership: SPBA 150,000 dependents covered S i . : i 0, ;
> ] S ' ecialty: Ernployee benefits/group insurance 100% health insurance
Selfinsured clients/@iaims: A4 Ccmol B fit Clai Staff: 107 total employees, 104 of insurance 1009 health insurance. o P Client mix: Administration all ch-
mlhlStl’at-IOn 112 clients, $353 million mfp\/\o/yee e_ne ! aims whom serve self-insured clients only Self-insured clients/claims: Ad- ents are corporations
Claclzr}:serﬁiagix; Administration 96 cor- ° Iécon_SIn . Charges: Administration per capita ministration more than $8 million Charges: AdminiSt_r?tion per em-
- ) 312 E Wisconsin Ave , Milwaukee, 1985 gross revenues: Not reported claims paid ployee per month Auditing per hour
porations, 10 ‘I(;af:—Hartley plans_, ﬁ_ve Wis 53202,414-273-3540 Branch offices: Administrative of- Client mix: Administration 60% cor- 1985 gross revenues: Not reported
union-sponsored plans, one association fice in Indianapolis . . . Membership: SPBA, National Qic-
) porations, 40% public/government enti- p: ’
plan Hdejghogc"ags 19c;°°to emp'ogees 52;??;‘::(:';‘;&‘23;737AFECO Corp Principal officers: Russell Means, ties Claim Assn of Independent Health
u - - . . ..
e e total i e il of ) i _ chairman/treasurer, Tom Jack, presi- Staff: Nlnf: total staff emberﬁ, all of Care Plan Administrators
: _ ) : Services provided: 90% claims ad- dent/secretarz, John Micha, MollY whom serve seli-insured clients only
whom serve ?elf-mSt..lre_d cller]ts only rmmstranon,.?ﬁ: adjusting White and Robert Cummins, vps, John Charges: Administration flat fee Executive & Employee
Charges: Administration flat Region served: States east of the Ramsey, actuary 1085 gross revenues: Not reported Benefit Plans Inc.
monthly fee, per employee, $3 50-$12 Mississippi River Membership: SPBA, SIIA, Self Principal officers: Joh ver
. HIN H T H H H H o 1} Atlanta,
1985 gross revenues: $1 2 million Snecialty Employee benefits/grayp Funding Institute of Ohio, National Hylst, president JFraFd Ver FUst Vp, Ga 3073020909870
B . o ) Jrisyran alth Insurance, icClaims Assn of Indepe tent Health Jear er Hulst, treasurer
ranch offices: Administrative and disability Care Plan Administrators. b hio:
sales offices in Dayton, Ohio, Lexing- Self-insured clients/claims: Ad- Membership: SPBA Year founded: 1959
ton, Ky, Jacksonville, Fla Additional ministration 200 clients, $30 million Employee Services provided. 94% claims ad-
sales offices in Chicago, Indianapolis, claims paid Benefit Services Employee Services Inc. ministration, 3% adjusting, 2% auditing,
Miami and Los Angeles Client mir Administration 176 cor- PO.Box 897. Charleston. S C 120 South Indiana Ave. P O. Bo 1% other services
. . . . . . . - - u 1 ve., - X R . : P
Principal officers. R Richard Coo- porations, 20 I—PUb“C/ overnment enti- 29402; 803-577-2600 1610, Sioux Falls. S D 57101 Region served: Nationwide
ley, president, Thomas C Colvin, exec- ties, two Taft-Hartley plans, two asso- ) 6053362457 ' ~ Specialty: Employee benefits/group
ufive vp, David Gubbay, vp/secretary, ciation plans Health CP ans 40,000 em- Year founded: 1981 _ insurance 95% health insurance, 2%
Richard E Stump, vp/treasurer, Robert ployees covered, 80,000 dependents cov. Services provided: 65% claims ad- disability, 1% pensions, 1% flex com-
W Herbster, vp ered ministration, 35% other services, in- Year founded: 1966 pensation, 1% life
Membership: SIIA, Health Insur- Staff: 90 total staff rnernbers, 30 of cluding consultin o Services provided: 100% claims ad Selfinsured clients/claims: Ad-
ance Assn of America, International whom serve self-insured clients only Region served: Nationwide ministration ministration $70 million claims paid
Foundation of Employee Benefit Plans Charges: Administration percentage ~_ Specialty: Employee benefits/group Region served: South Dakota, south_ Approximately 50 administration, acl-
Eastern Benefit of claims o insurance 95% health insurance, 5% west Minnesota and northwest lowa Justing and auditing clients
| 1985 gross revenues: $1 5 million disability Specialty: Employee benefits/group Client mix: Administration 43 cor-
Systems r_'C' total, all from claims services Self-insured clients/claims: Ad- insurance 100% health insurance porations, three public/government en-
20 e O & jamt Orange, Branch offices: Administrative and  Ministration 22 dients, $12 1 million Self-insured clients/claims: Ad_ titles, one Taft-Hartley plan
’ sales offices in Appleton, Wis, and At- claims paid ministration 35 clients, $85 million Staff: 42 total staff members, 35 of

Parent company: W S Vogel lanta Client mix: Administration 18 cor- claims paid whom serve self-insured clients only
Agency Inc Subsidiaries: NCC, Atlanta porations, four public/government en- Client mix- Administration clients Charges: Administration per em-
Year founded- 1978 Principal officers: John Feith, pres- tities Health plans 14,500 employees include corporations, public/govern- ployee, $2 50-$6 Adjusting included in
Services provided: 90% claims ad- ident, John A Feith, vp covered ment entities Health plans 8,000 em- administration charges Auditing
ministration, 10% other services Membership: SIIA, National Qic- Staff: 11 total staff members, all of ployees covered, approximately 14,000  ~~~= .
Specialty- Employee benefits/group Claim Assn of Independent Health whom serve self-insured clients only dependents covered 1985 gross revenues: $1 7 million
insurance 85% health insurance, 10% Care Plan Administrators Charges: Administration per &m- Staff: 16 total staff members, all of total, $1 68 million from claims services
disgbeilr'P/iﬁOSA)ljlrg?é(i |ecﬁoemrﬁesn/3cﬂt|agl?ns Acl Em | f ployee ) whom serve self-in_Sl:lred c_lients only Bra.lnch .ofﬁces: Administrative and
- : - ployee Benefit 1985 gross revenues: $800,000 total, Charges: Administration per em- sales offices in Orlando, Fla, and Char-
ministration 20 clients, $30 million Management Corp. $530,000 from claims services ployee per month $3-$6 lotte, N C
claims paid 4789 Rings Road, Dublin, Ohio Principal officers: Thomas H Coo- 1985 gross revenues: $480,000 total Principal officers Richard Perkins,
ctient mix: Administration 20 cor- 43017,614-766-5800 per, president Principal officers: John Timmer, president, E A Hightower, executive
porations Health plans 28,000 employ- Membership: SPBA, National %:c— president Henrietta Timmer, vp, Mar. vp, Marie Bricker, vp
ees covered Year founded: 1959 Claim Assn of Independent Health vin E Jensen, secretary/treasurer Membership: SPBA
Staff- 54 total staff members, 36 of Region served: Midwest, East Coast Care Plan Administrators Membership: SPBA Continued on next page

SNU]JCrURB SRTIMENT.

#114 11 |' . * NOW EVEN SrOCKBE ])KnS
' | ot - SAY THEY CAN SERVE
YOU LIKE WE DO.

26\
OJIROWDED NOW There's

getting to be quite a mob out there promising

- you professional settlement services and big
savings. And each firm boasts it is "preeminent"
in the field There is only one company that can
lay legitimate claim to being the oldest and the
best in this business The Structured Settlements

Company

WE WERE THE FIRST When hardly anyone
knew what the term meant, we were helping lay

o Cot i,12*32,11 the legal foundation for the structured settle-
ments concept. Then when claims managers and
defense attorneys wanted to know more about
structures, we led the seminars.

»---NN-

STILL #1 Our consultants have, on average,
a seven years experience Our most senior people
- =aG-».3» r--1-==*r)&Y*f» * * have been desigmng, negotiating and imple-
ar- 3*4*4% menting structured settlements for 12 years. No
other company can come close to matching the

know-how we field every day.
e ESZ.

This expertise can make a difference to you To
— find out how askJoe long, or another of our

equally quallfied consultants, to attend your
next settlement contrence At no cost

Call us at the telephone number most convenient for you. THE
Los Angeles 213/642-1999 / 800/421-2022 SfRUCTURED
t. Pet 1 23-2 237- 1
. St. Petersburg 8 .3/8 3-2666 / 800/23 636 SEITLEMENTS
Omces in Boston « Cbmago < Cinannatt « Dallas « Kansas City «
Los Angeles « New York « San Francisco « St. Petersburg COMPANY
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Executive & Employee
Benefit Plans Inc.

2025 Riverside Drive, Columbus,
Ohio 43221, 614-481-8391

Parent company: Community Mu-
tual Insurance Co

Year founded: 1959

Services provided: 82% claims ad-
ministration, 18% other services

Region served: Nationwide

Specialty: Employee henefits/group Spgualty Employee beneflts/group tion | p

and disability

Self-insured clients/claims: Ad-
ministration 130 clients

Client mix: Administration 120 cor-
porations, 10 union-sponsored plans

Staff- 80 total staff members

Charges: Administration per em-
ployee per month

1985 gross revenues: $3 8 million
total, $3 1 million from claims services

Branch offices: Administrative and
sales offices in Cleveland and Cincin-
nati, Ohio, Vienna, Va, and Houston

Subsidiaries: Claims Center Inc,
Columbus, Ohio (claims software leas-
ing)

Principal officers- Carmon E Cobe
Sr,president, C Jeffrey Wintersteller,
executive vp, Carmon E Cobe Jr, vp-
administration, Victoria Reichelderfer,
assistant vp-claims, Susan Postle, assis-
tant vp-finance

The J.P. Farley Corp.

P O Box 45021, Westlake, Ohio
44145, 216-871-6800

Year founded: 1979

Services provided 100% claims ad-
ministration

Region served: Nationwide

Specialty: Employee benefits/group
insurance 65% health insurance, 20%
pensions, 10% disability, 5% flex com-
pensation

Self-insured clients/claims: Ad-
ministration 108 clients, $7 million
claims paid

Client mix. Administration 106 cor-
pcrations, one Taft-Hartley plan, one
association plan Health plans 5,000
employees covered, 8,000 dependents
covered

Staff: 15 total staff members, all of
whom serve self-insured clients only

Charges: Administration per em-
ployee per month

1985 gross revenues: $400,000 total,

all from claims services

Principal officers- James P Farley, First Benefits Inc.

president, Coral E Farley, secretary-

treasurer
Membership: SPBA, National Qic-

Claim Assn of Independent Health
Care Plan Administrators

7th Annual
Petroleum Insurance

Conference

March 23-25, 1986 New Orleans, LA

It's a new world m the msurance market place
All the old rules no longer apply. New short
term strategies have to be developed to deal

with the '86 insurance crisis

Financial Services provided: 70% claims ad-

INnsurance Service
c It ts 1 cluding consulting

onsultants Inc. Region served: Nationwide
2603 W. 22nd St., Suite 22, Oak

Brook, 111 60521, 312-850-9500 insurance 60% health inskranee, 20%

Parent company: Financial Insur-
ance Service Inc

Year founded: 1978

neous

Services provided: 96% claims ad- claims pai
ministration, 4% other services, 1nclud-

ing pension plan administration
gion served: Nationwid f.13 Taft-Hartley plans, 11 associa-

ans

insurance 100% health plans Staff: 84 total staff members

Self-insured clients/claims: Ad-

Services provided: 70% claims ad-

ministration, 3026 other services,in- ministration, 30% other services, in-

Specialty: Employee benefits/group third-party administrators

Region served: Nationwide
Specialty: Employee benefits/group

cluding placement of stop-loss contracts insurance 90% health insurance, 5%
and computer services for clients and flex compensation, 5% disability

Self-insured clients/claims: Ad-

Region served: Midwest, Southwest, ministration 50 clients, $125 million
pensions, 10% disability, 10% miscella- Southeast and East
Specialty: Employee benefits/group Auditing seven projects conducted

Self-insured clients/claims: Ad- insurance 80% health insurance, 10%
ministration 225 clients, 350 million flex compensation, 10% disability

claims paid Adjusting seven clients

Client mix: Administration 35 cor-

porations, six public/government enti-

Self-insured clients/claims: Ad- ties, four multiemployer plans, two

Client mix: Administration 56 cor- ministration 260 clients, $28 million Taft-Hartley plans, three association
poratlons 45 public/government enti- claims paid

plans Adjusting seven corporations

Client mix: Administration 238 cor- Auditing seven corporations Health
porations, 20 public/government enti- plans 55,000 employees covered,

ties, one multiemployer plan, one asso- 138,000 dependents covered
Charges: Administration fee for ser- ciation plan Health plans 35,000 em-

Staff: 120 total staff members, 80 of

@imit[)%t.ic?n 600 clients, $167 million vice, flat monthly fee, percent of ployees covered, 97,000 dependents cov- whom serve self-insured clients only

claims
Client mix: Administration clients 1985 gross revenues: $3 million total,
include corporations, public/govern- $2 1 million from claims services

ment entities and multiemployer plans Branch offices: Akron, Canton, Co-

ered

Charges: Administration per em-

Staff: 54 total staff members, all of ployee per month, $2-$15 Adjusting

whom serve self-insured clients only

Charges Administration per capita,

Health plans 13,000 employees covered, lumbus, Mansfield, Elyria and Youngs- $3-$9

20,000 dependents covered town, Ohio, Cape Coral and Tallahas-
Staff: 28 total staff members, 16 of see, Fla , Southfield, Mich
whom serve self-insured clients only Principal officers: Robert C Fra-

1985 gross revenues: $2 mtllion total,
$1 6 million from claims services
Branch offices: Administrative and

and auditing per project
1985 gross revenues: $6 million total,
$36 million from claims services
Branch offices: Administrative of-
fices in Philadelphia and Denver
Principal officers: David Johnson,

Charges; Adminisfration per em- zier, chairman of the board/pre5|dent sales offices in Tampa Fla, Tifton, Ga, president, Russell Korte, executive VA

p'°yee prusdeposit, athleen Frazier, secretary,
1985 gross revenues: $1 51 million Llnn vpftreasurer, Charles Mozingo,

Orman, assistant vp
Branch offices: Sales offices in Illi- Membership: SPBA
nois, Indiana, Wisconsin, Missouri, .
North Carolina, Tennessee and Michi- TSt Fund Insurance

Administrators Inc.

17811 Fitch St, Irvine, Calif 92713,
800-854-8354

gan
Principal officers: Joseph T Am-
brose, president, Robert J Peele, execu-
tive vp, Ronald Anfenson, treasurer
Membership: SPBA, Chicago Claim
Assn

Year founded: 1972
Services provided: 100% claims ad-

-BI estimate ministration

Region served: Southwest

Specialty: Employee benefits/group
insurance 93% health insurance, 5%
life, 2% disability

Self-insured clients/claims: Ad-
ministration 178 clients, $78 million
Parent company: Continental Insur- claims paid
Client mix: Administration 172 cor-

First Benefit
Services Inc.

300 Ellinwood Way, Pleasant Hill,
Calif. 94523, 415-827-5870

Year founded: 1981 porations, four public/government en-
Services provided: 100% claims ad- titles, two multiemployer plans Health
ministration, adjusting and auditing plans 38,000 employees covered, 43,500
Region served: Nationwide dependents covered
Specialty: Employee benefits/group Staff: 96 total staff, most of whom
insurance 100% health insurance serve self-insured clients only
Charges: Administration per capita,
ministration 150 clients, $42 million $549
claims paid 1985 gross revenues: $4 38 total, all
Client mix: Administration 150 cor- from claims services
Branch offices: Administrative and

Self-insured clients/claims: Ad-

porations
Staff: 97 total employees, all of sales offices in San Diego and Oakland,
whom serve self-insured clients only Calif, Phoenix, Ariz
Charges: Administration per cov-
ered employee
1985 gross revenues: Not reported
Branch offices: Sales offices in Ana-

trators of Arizona, Select Benefit Ad-
ministrators

Principal officers: Virgil Gentzler,
helm and San Diego Calif, Dallas, Chi- chairman, Keith HuyzaK, president,
cago, Atlanta John Snyder, vp-marketing, Sharon

Principal officers: Pat Vitucci, pres- Magnuson, vp-claims, Robert Moe,
chief financial officer

Membership: SPBA, SHA

ident
Membership: SIIA
First Southeast Risk
Management Inc.

1215 Hightower Trail, C150.
Atlanta, Ga 30338, 404-642-1150

P O Box 4138, 3636 Copley Road,

Suite 201, Copley, Ohio 44321,
216-666-0337

Year founded: 1980 Year founded: 1972

AT YOUR
OWN RISIX

The

Petroleum Industry
Risk & Insurance

Management Manual

An mdustry first A one-of-a-land authoritative
desk top reference. Specifically designed and
written for the Petroleum Industry. Over 300
pages of what-to-do and how-to-do-it The
A-Z of Risk Management

Risk Management is more important than

ever. PIC will give both the insurance sellers
and buyers an opportunity to focus on solu-
tions to the current disarray in the insurance

market

PIC '86 is designed for: Operators, Producers,
Service Contractors, Risk Managers and

serious industry investors.

i For More Information Call or Write:
Professional Development Institute
P.O. Box 13288, NTSU
Denton, TX 76203-3288

Outside Texas 800-433-5676
D/FW Metro 267-5671

(817) 565-2483

Richard Birmingham, A

Ben Allen, senior vp, Tom Hiegel and

Principal offlcers William M Ben- Larry Amundsen,

total, $1 45 million* from claims ser- devard Dunlevy and Al Goetz, vps, nett, president, Starling Grisham, Rob- Membership: SIIA Risk & Insur-

ert F McBurney and Al Reynolds, ex- ance Management Society

ecutive vps, Susan Griggs, secretary
Membership: SPBA, SIIA, Interna-

tional Foundation of Employee Benefit
Plans

Fringe Benefit
Review Inc.

3700 Latrobe Drive, Charlotte, N C
28211,704-366-7453

Year founded: 1978

Services provided: 70% claims ad-
ministration, 30% other services

Region served: Nationwide

Specialty: Employee benefits/group

Group Plans Inc.
8790 Governorshill Drive,
Cincinnati, Ohio 45242,
513-677-1801

Parent company: The Sheakley

Group
Year founded: 1979

Services provided: 100% claims ad-
ministration

Region served: West and Midwest

Specialty: Employee benefits/group
insurance 1002 health insurance

Self-insured clients/claims: Ad-

.nsurance 75% health insurance, 15% ministration 50 clients

disabil.ty, 5% flex compensation, 5%
.ife

Client mix: Administration 48 cor-
porations, two public/government enti-

Self-insured clients/claims: Ad- ties

ministration 100 clients, $50 million
claims paid
Client mix: Administration 100 cor-

Staff. 25 total staff members, all of
whom serve self-insured clients only
Charges: Administration per cov-

porations Health plans approximately ered employee

40,000 employees covered, approxi-
mately 20,000 dependents covered

1985 gross revenues: Not reported
Branch offices: Administrative and

Staff: 45 total staff members, 42 of sales offices in Chicago, Dayton, Ohio,

whom serve self-insured clients only
Charges: Administration by the

Phoenix, Ariz
Principal officers: Larry A Sheak-

project, per employee per month, $2 ley, chairman, Jack Hunter, president,

Subsidiaries: First Fund Admints. and up

1985 gross revenues: $1 5 million
total

Branch offices: Administrative of-
fice in High Point, N C

Principal officers: F Richard At-
kinson, president, W James Michelsen,
vp/secretary/treasurer

Membership: SPBA, SIIA

FundingBenefits
3229 36th St, P 0. Box 7325,
Metairie, La 70010, 504-831-6651

Year founded: 1983

Services provided: 80% c.aims ad-
ministration, 20% other services, in-
cluding medical management

Region served: Nationwide

Specialty: Employee benefits/group
insurance 90% health insurance, 5%
flex compensation, 5% disability

Self-insured clients/claims: Ad-
ministration 40 clients, $5 million
claims paid

Client mix: Administration 37 cor-
porations, three public/government en-
titles Health plans 6,000 employees
covered, 8,000 dependents covered

Staff: 30 total staff members, all of
whom serve self-insured clients

Charges: Administration per capita,
$7410

1985 gross revenues: $1 2 million
total, $960,000" from claims services

Branch offices: Administrative and
sales office in Lafayette, La

Principal officers: Terry Surrency,
president, Adele Mathernes and Curt
Keay, executive vps, Rich Baum-
gartner, medical director, Paul Caes-
send and Kathy Whited, vps

Membership: SPBA, SIIA, National
QicClaim Assn of Independent Health
Care Plan Administrators

-Bl estimate

g

Genelco Inc.

1600 South Brentwood, Suite 500,
St Louis. Mo 63144, 314-962-2040

Parent company: General American
Life Insurance Co

Year founded: 1973

Services provided: 60% claims ad-
ministration, 5% adjusting, 5% auditing,
30% other services, including software

programs

Raymond Sheakley, treasurer
Membership: SIIA

Group Services &
Administration Inc.

3113 Classen Blvd , #4, Oklahoma
City, Okla 73118, 405-528-4400

Year founded: 1980

Services provided: 90% claims ad-
mmistration, 10% other services

Region served: Nationwide

Specialty: Employee benefits/group
insurance 90% health insurance, 5%
disability, 5% life

Self-insured clients/claims: Ad-
ministration 24 clients, $600,000 claims
paid

Client mix- Administration 24 cor-
porations Health plans 1,675 employ-
ees covered, 3,330 dependents covered

Staff: Six total staff members, three
of whom serve self-insured clients
only

Charges: Administration per cov-
ered employee

1985 gross revenues: $220,000 total,
$198,000 from claims services

Principal officers: Ronald R Ste-
phenson, president, Gary Stephenson,
vp, Denning Crowe, secretary/trea-

surer

h

Harden & Co.

2552 Stanwell Drive, Suite 105,
Concord, Calif 94520,
415-682-7707, 800-642-0234 in
California, 800-227-2742 in other
states

Parent company: Alex Brown Fi-
nancial Group

Year founded: 1974

Services provided: 100% claims ad-
ministration, adjusting and auditing

Region served: Nationwide

Specialty: Employee benefits/group
insurance 100% health insurance

Self-insured clients/claims: Ad-
ministration 1,500 clients, $216 million
claims paid Adjusting 1,300 clients

Client mix: Administration 1,494
corporations, six public/government
entities Health plans 15,000 employees
covered, 21,000 dependents covered

Staff: 45 total staff members, 11 of

Continued on facing page
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whom serve self-insured clients only.

Charges: Administration, adjusting
and auditing: flat fee.

1985 gross revenues: $2 million total,
all from claims services.

Principal officers: James R. Dun-
athan, chief executive officer; W. Ash-
ley Harden, president; Larry Knott, vp-
sales; Bette Brent, vp-underwriting;
Earl Wiklund, vp-finance.

Membership: SPBA.

Health Care
Administrators Inc.

P.O. Box 5059, Lafayette, Ind.
47903; 317-474-5455

Year founded: 1985.

Services provided: 93% claims ad-
ministration; 2% adjusting; 2% auditing;
3% other services, including stop-loss
and group life.

Region served: Nationwide.

Specialty: Employee benefits/group
insurance: 100% health insurance.

Self-insured clients/claims: Ad-
ministration: three clients, $500,000
claims paid.

Client mix: Administration: three
corporations, Health plans: 3,000 em-
ployees covered.

Staff: Seven total staff members, all
of whom serve self-insured clients
only.

Charges: Administration: per em-
ployee, $4 and up.

1985 gross revenues: $180,000 total,

Principal officers: Robert M. Whit-
sel, president; Tommy Anderson, exec-
utive vp; Charles D. Calvi Jdr., vp; Owen
Luecke, secretary; J. Bray, treasurer.

Membership: SPBA, SIIA, Interna-
tional Foundation of Employee Bene-
fits, National QicClaim Assn. of Inde-
pendent Health Care Plan Administra-

tors.

Health Claims

Administration Inc.

20 E. Cass St., Joliet, 111. 60431,
815-740-4251

Year founded: 1975.

Services provided: 45% claims ad-
ministration; 55%b other services, in-
cluding consulting.

Region served: Nationwide,

Specialty: Employee benefits/group
insurance: 1002 health insurance.

Self-insured clients/claims: Ad-
ministration: 100 clients.

Client mix: Administration: 50 cor-
porations, 50 pooled groups. Health

plans: approximately 40,000 employees
covered.

Staff: 70 total staff members, 60 of
whom serve self-insured clients only.

Charges: Administration: per em-
ployee, percent of claims.

1985 gross revenues: Not reported.

Subsidiaries: Legal Services Inc.

Principal officers: George T. Re-
lyea, president; Jack Rushing, market-
ing; Leann Lantz, legal; Mark Taylor,
underwriting.

Membership: SPBA

Health & Pension Plan
Administrators Inc.

2200 Wantagh Ave., Wantagh, N.Y.
11793,51 6-783-2992

Year founded: 1972.

Services provided: 98% claims ad-
ministration, 2% other services.

Region served: Mid-Atlantic states
and New England.

Specialty: Employee benefits/group
insurance: 95% health insurance, 5%
disablity and life.

Self-insured clients/claims: Ad-
ministration: 21 clients, $8 million
claims paid.

Client mix: Administration: 10 cor-
porations, 11 Taft-Hartley plans. Health
plans: 20,000 employees covered.

Staff: 10 total staff members, all of
whom serve self-insured clients only.

Charges: Administration: per cov-
ered employee, per claim.

1985 gross revenues: $550,000 total,
$539,000 from claims services.

Branch offices: Administrative of-
fice in Waterbury, Conn.

Principal officers: Frank H. An-
drews, president.

Membership: SPBA.

Imperial Industries

101 S. First St., Burbank, Calif.
91502-1975; 818-954-0900

Parent company: Bayly, Martin &
Fay International Inc.

Year founded: 1947,

Services provided: 61% claims ad-
ministration; 39%o other services, in-
cluding eligibility, accounting, consult-
ing, sales.

Region served: Nationwide,

Specialty: Employee benefits/group
insurance: 97%b health insurance, 2%
disability, 1% workers compensation.

Self-insured clients/claims: Ad-
ministration: 16 clients, $34.8 million
claims paid.

Client mix: Administration: 12 cor-
porations, two multiemployer plans,
two union-sponsored plans. Health
plans: 13,000 employees covered.

Staff: 71 total staff members.

Charges: Administration: based on
number of employees, $4.50-$5.79.

1985 gross revenues: $3.2 million
total, $1.9 million from claims services.

Branch offices: Administrative of-

fice in Reno, Nev.; sales office in Bur-
lingame, Calif.

Principal officers: Robert L. Jen-
kins, president; Jack O. Moore, vp-ad-
ministration; Wayne Fong, vp-finance;
Chuck Thompson, marketing director;
Kathy Judd, vp-personnel.

Membership: SPBA.

Indecs of Ebasco Inc.

160 Chubb Ave , Lyndhurst, N.J.
07071; 201-460-6150

Parent company: Ebasco Risk Man-
agement Consultants Inc.

Year founded: 1982.

Services provided: 90% claims ad-
ministration; 10%o other services, in-
cluding pension actuarial consulting.

Region served: Nationwide.

Specialty: Employee benefits/group

Continued on next page

Contact:

Group Life/Group Disability

Stop Loss For Self-Funded Plans

Mike Dow, CLU/CEBS

Group Sales Director

Security Life of Denver

Security Life Building
Denver, Colo. 80202

(800) 525-9852

(303) 534-1861

RUDENTIAL RE. BECAUSE

T*IE ROCK WILL STILL BE THERE
TOMORROW.

reinsurer will be around in a few years.

sleep well at night.

People shouldn't have to worry whether or not their
Which may be why our clients have always been able to

They know us as an integral part of Prudential's century-

long tradition of providing financial security A mature, solid
reinsurer, who can draw on vast resources and knowledge
to provide reinsurance that does what it's supposed to.

Reassure.

And they know we're committed to keeping them

reassured for a long, long time to come.

The Rock in Reinsurance

Prudential Re

In a world of uncertainty, some things never change.

A Subsidiary of The Prudential Insurance Company of America

Prudential Reinsurance Company. Newark, N.J. USA
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president, Richard Skinner and Peter covered, 6,400 dependents covered

insurance 80% health insurance, 10% Hansen, vps

disability, 5% hfe, 3% pensions, 2% flex
compensation

Self-insured clients/claims: Ad-
miiistration 13 clients, $85 million
cla.ms paid

Client mix: Administration eight
corporations, two public/government
en ities, one Taft-Hartley plan, two
un on-sponsored plans Health plans
12,000 employees covered, about 16,500
dependents covered

Staff- 17 total staff members, 14 of
whom serve self-insured clients only

Charges: Administration per cov-
ered employee, $4-$10, percent of an-
nual premium/deposits, 5%-7 5%

Membership: SIIA

*Bl estimate

Independent Health Plan
Administrators Inc.

4116 N Seventh Ave., Phoenix,
Ariz 85014 or P O. Box 34090,
Phoenix, Ariz 85067,
602-264-6626/248-0255

Year founded: 1971

Services provided: 90% claims ad-
ministration, 10% auditing

Region served: Southwest

Specialty: Employee benefits/group
insurance 90% health insurance, 10%

1985 gross revenues: $634,000* total, disability

$570,000 from claims services

Self-insured clients/claims: Ad-

Branch offices- Administrative and ministration 27 clients Auditing two

sales office in New York

Principal officers: Bruce E Bu-

rTp IErMSé,k%eSId re(}tlé(reeJl-\I/\FBla-QItP

oid, treasurer,
Membership: SPBA International

Foundation of Employee Benefit Plans Whom serve sel

*E'l estimate

projects conducted
Client mix: Administration 24 cor-

R S A o A

covered

taff: 48 total staff
ftlnsured Ients on

Charges: Administration per capita,

Staff: 47 total staff members, 16 of
whom serve self-insured el ents only

Charges: Administration per em- president, Alvin F Salle, Roberto Guz-
ployee per month, $2 65-$4 50 Adjust- man and David L Salle, vps, Marc

ployee per month Services provided: 50% claims ad-
1985 gross revenues: Not reported ministration, 5026 other services, in-
Principal officers: Tillie D Salle, cluding plan administration

Region served: Nationwide

Specialty: Employee benefits/group

lng per month per employee, $2 12- Salle, secretary/treasurer/legal coun- insurance 50% health insurance, 50%

1985 gross revenues: 34 9 million
total

Principal officers: Casey Gatk,
president, Frances Gaik, secre-
tary/treasurer, Mark Becker, vp

Membership: SIIA

Insurance Design
Administrators
3 Post Road, Oakland, N J 07436;
201-337-0555

Year founded: 1983

Services provided: 100% claims ad- ministration

ministration

Region served Nationwide

|nsura

Self-insured cllents/clalms. Ad-

emberﬁyZO of ministration 54 clients, 54 2 mi_lion ministration 163 clients, $58 million

claims paid
Client mix: Administra-ion 47 cor-

ge belefltséqroup msurance 90%%@alt msurance %

sel .
pensions

Membership: SPBA Self-insured clients/claims: Ad-
ministration more than 100 clients

Client mix: Administration clients

1 include corporations and Taft-Hartley

plans
Staff: More than 350 total staff mem-

bers
Charges: Administration fee basis
1985 gross revenues: More than $10

million total, more than $5 million *
from claims services

Jackson, Long &
Associates Inc.

20000 Governors Drive, Olvmpia
Fields, 111 60461,312-747-1400

Year founded: 1979 Branch offices: Administrative of-

Services provided: 100% claims ad. fices in Denver, Dallas, Houston, Me-

tairle, La, Little Rock, Ark, Indianapo-

Region served: Nationwide lis, Decatur, Ill, Milwaukee, Oklahoma
pecialtr ployee beneflts/ roup City, Phoenix, Ariz, Lansing, Mich,

Braintree, Mass, Washington, D C

disability Principal officers: Robert E Kelly
Self-insured clients/claims: Ad. Jr,president

Membership: SPBA

. . -BI estimate
claims paid
Client mir. Administration 152 cor-

percent of claims plus capitation Au- porations seven public/government porations, 10 public/government enti- Kepple & Co. Inc.

Independent Benefit
Plans Inc.
P O Box 1976, Beech Grove, Ind
46107, 317-787-5373

diting hourly entities Health plans, 5,054 emplcyees ties, one association plan Health plans
1985 gross revenues: $2 million total covered, 10,000 dependents coverec 89,000 employees covered
Branch offices: Administrative and Staff: 12 total staff menbers, all of Staff: 52 total staff members, all of
sales offices in Tucson, Ariz. and San whom serve self-insured clients only
Parent company: Lincoln National Diego Charges: Administration: flat fee per
Ad-ninistrative Services Co Subsidiaries: Group Benefits Inc covered employee, $4-$8
Year founded: 1968 (consulting) and Benecenter Inc (bro- 1985 gross revenues: $500,000 total,
Services provided- 66% claims ad- kerage) all from claims services
ministration, 1% adjusting, 33% other Principal officers: Paul Boucek,
services, including consulting and bro- president, V Ronald Clegg, vp, Robert york
kering
Region served: Nationwide Joanna Budge, vp-claims, Doris Kean, etti, president, Joseph E Healy, vp- tration
Specialty: Employee benefits/group assistant vp-brokerage marketing, J Stewart English, vo-fi- Membership: SPBA, SIIA
insurance 90% health insurance, 10% Membership: SPBA, SIIA, Phoenix nance
disability Claims Assn, National QicClaim Assn Membership: SPBA, SIIA
Self-insured clients/claims: Ad- of Independent Health Care Plan Ad-
mir istration more than 200 clients ministrators
Client mix: Administration more

whom serve self-insured clients only
Charges: Administration per cov-
ered ernployee

million total, all from claims services

Branch offices. Sales office m New Principal officers: Richard L Jack-

Thomas L. Jacobs &
Associates Inc.

230 W. Monroe, Suite 545,
Chicago. 111 60606. 312-346-0155

INnsurance Services inc.

3015 E. Central, Wichita Kan.

INnsurance Benefit
67214,316-686-3373

than 200 corporations Health plans
30.000 employees covered, 70,000 de-
pendents covered
Staff: 50 total staff members, 40 of
whom serve self-insured clients only
1985 gross revenues: More than $1
mil ton total, more than $670,000* from

claims services

Principal officers: W B Davenport,

Administrators Inc. Year founded: 1915

Year founded: 1977 Services provided: 30% claims ad-

5600 South Wolf Rd, Western
Springs, Ill 60558, 312-246-4900

Mministration ing, 10% other services, including con-
sulting

Region served: Nationwide

Year founded: 1970 Region served: Nationwide

Services provided: 75% claims ad- Specialty: Employee benefits/g-oup
ministration, 10% adjusting, 15% other insurance 90% health insurance, 10%
services disability
Self4nsured clients/claims: Ad- surance

Self-insured clients/claims: Ad-
ministration 25 clients, $20 million

Regionserved: Nationwide
Specialty: Employee benefits/group ministration 15 clients, 32 5 mill.on
insurance 91% health insurance, 5% claims patel
life, 4% disability
Self-insured clients/claims: Ad- porations Health plans 3,000 emfloy- diting 25 projects conducted
ministration 94 clients, $9 7 million ees covered, 7,500 dependents covered Client mix: Administration clients
claims paid Staff: Nine total staff members, tnree Include corporations and public/gov-
Client mix: Administration 89 cor- of whom serve self-insured clients ernment entities Health plans 800,000
porations, five public/government enti- only employees covered
ties Health plans 11,000 employees Charges: Administration per em- Staff: 33 total staff members, 24 of
whom serve self-insured clients only
Charges: Administration per claim,
time and expense, monthly charge Ad-

Executive Placement
Nationwide specialists In

COMPENSATION & BENEFITS

V.I.P. RESOURCES, INC.
278 Cratton Avenue
Staten Island, NY 10314
(718) 494-6725 Joseph Gross

405 W Northmoor Road, Peoria, 111
61614, 309-692-7330

Year founded: 1982
Services provided: 95% claims ad-
ministration, 5% other services, includ-

1985 gross revenues: More than $2 ing insurance brokerage

Region served: Nationwide
Specialty: Employee benefits/group

son, president, Donald L Long, execu- insurance 90% health insurance, 5%
King. president-Benecenter Inc, Principal officers: Russell P_Min- tive vp, Jane R Bergman, vp-admints- pensions, 5% disability

Self-insured clients/claims: Ad-
ministration 25 clients, $10 million
claims paid

Client mix: Administration 15 cor-
porations, five public/government enti-
ties, three multiemployer plans, two
Taft-Hartley plans

Staff: 17 total staff members, 14 of
whom serve self-insured clients only

Charges: Administration percent of

Services provided: 100% claims ad- ministration, 30% adjusting. 30% audit- paid claims, per covered employee

1985 gross revenues: Not reported
Principal officers: Michael D Kep-
ple, president, Linda P Kepple, vp,

Specialty: Employee benefits/group Becky Allen, office manager, Ann
insurance 90% disability, 10% health in- Duncan, claims manager, Donna Hitch,

brokerage manager
Membership: SPBA

Client mix: Administration 15 cor- claims paid Adjusting 25 clients Au- Key Benefit

Administrators

2021 E 52nd St., Indianapolis, ind.
46205, 317-255-3822

Parent company. Regional Market-
ing Inc

Year founded: 1979

Services provided: 100% claims ad-

Justing per claim, time and expense ministration

Auditing flat fee, time and expense
1985 gross revenues: $2 million total,
$18 million

Get your hands on a CIC system and

from claims services

Region served: Nationwide
Specialty: Employee benefits/group
insurance 75% health insurance, 20%

Branch offices: Sales offices in Dal- disability, 526 hfe

las and Houston

ENHANCE YOUR SELF-INSURANCE

Self-insured clients/claims: Ad-

Principal officers: Richard A ministration 120 clients, $30 million

Lewis, president, Richard H Wille, ex- claims paid

ecutive vp, James E Roman, senior vp

*Bl estimate

or CARRIER=COVERED PLAN

Johnson Administrators

One Summitt Square, Langhorne,

CIC's fully integrated, computerized systems for workers' compensation, Pa 19047, 215-860-1300

health, dental and vision, and general liability are' Parent company: The Johnson Cos

Year founded: 1980
* Uncommonly flexible
ministration, 25% other services, In-
cluding consulting and reinsurance bro-
kering
Region served: Nationwide

» Exceptionally fast

* Indisputably economical

Client mix: Administration 106 cor-
porations, eight public/government en-
titles, one Taft-Hartley plan, five asso-
nation plans Health plans 41,000 em-
ployees covered, 86,500 dependents cov-
ered

Staff: 52 total staff members, all of
whom serve self-insured clients only

Charges: Administration per em-

Services provided: 75% claims ad- ployee per month

1985 gross revenues: Not reported
Branch offices: Administrative of-

flee in South Bend, Ind
Principal officers: Larry Dust, pres-

Specialty: Employee benefits/group Ident, Jerry D Brown, vp/general

insurance 80% health insurance, 15% manager, Anita H Quigley, vp-sales

The CIC system not only automates the claims processing and management of flex compensation, 5% disability

your self-insured plans, it can be integrated with CIC's advanced risk manage-

ment Information module The integrated system allows you to rapidly access

and analyze the total costs of all your benefit programs and get accurate
individual and collective program risk
exposure estimates.

claims paid

tities, one multiemployer plan Health
plans 30,000 employees covered, 50,000

administration, Bradley P Ray, con-

Self-insured clients/claims: Ad- troller, Joyce Cleverly, vp-computer
ministration 100 clients, $25 million operations

Membership: SPBA, National Qic-

Client mix: Administration 90 cor- Claim Assn of Independent Health
porations, nine public/government en- Care Plan Administrators

“°Staff 43 {tal staff members, all of 1

Call Gary Smart for more
or schedule a

whom serve self-insured clients only
Charges: Administration per em-
ployee per month, $4-$10

demonstration. (818) 985-2680 1985 gross revenues: Not reported
Principal officers: Edwin T John-

or (213) 557-2424 : _ !
son, chairman, Donald L Gallie, chief

t operating officer, David O Ober-

information ..

LaHood & Associates Inc.

2900 W. 90th, Overland Park, Kan
66204, 913-341-0001

Parent company: Blue Cross/Blue

kircher, marketing director, Janice M Shield of Kansas City

- Haban, director-claims/administration
Membership: SPBA, SIIA

CALIFORNIA INTERACTIVE
COMPUTING, INC.

The Employee Benefits Systems Company Kelly & Associates Inc.

12517 Chandler Blvd., No. Hollywood, CA 91607
312-649-120

Year founded: 1955

Year founded: 1974

Services provided: 90% claims ad-
ministration, 6% adjusting, 3% auditing,
1% other services, including consulting

Region served: Nationwide

Specialty: Employee benefits/group
insurance 84% health insurance, 10%
flex compensation, 6% disability

Self-insured clients/claims: Ad-

303 E. OhIO St, Chicago. Il 60611, ministration 291 chents, $112 million

claims paid Adjusting three clients,
Continued on facing page



Continued from facing page Client mix: Administration six cor-

types of claims include health, long- porations Health plans 32,500 em

loy-
term disability Auditing eight projects’ees covered, 13,0063 dependents cové)reg c

Staff: 175 total employees, 40 of
Client mix Administration 266 cor- B hom serve self-insured clients only
porations, nine public/government en-
tities, three multiemployer plans, 12 ered employee, $3-$5, percent of pre-
Taft-Hartley plans, one association mium
plan Adjusting clients include cor- 1985 gross revenues:. $6 1 million
porations Auditing two corporations total, $3 1 million from claims services
Health plans 90,000 employees covered, Principal officers: Thomas J
140,000 dependents covered
Staff: 90 total staff members, all of ofhcer, Kenneth T Knspin, executive
whorn serve self-insured clients only
Charges- Administration per em- Mack, Charles S Mack and Richard N
ployee per month Adjusting and audit- Sw anson, vps
ing per proJect Membership: SPBA, SIIA

1985 gross revenues: $4 5 million
Medical Claims

Charges: Administration per cov- ees covered, 17,200 dependents covered

O'Neill, executive vp/chief operations total, $17 million from claims services

vp/chief financial officer, John P ca

Self-insured clients/claims: Ad- insurance 90% health insurance, 10%
ministration 175 clients, $135 million disability
laims paid
Client mix: Administration 175 cor- ministration 20 clients, $10 million
porations Health plans 13,225 employ- claims paid

Staff: 55 total staff members, all of porations, one public/government en-
whom serve self-insured clients only tit
Charges. Administration per em- plans iIZ, 0 employees covere
ployee per month, $7-$15 Staff: 18 total staff members
1985 gross revenues: $2 43 million whom serve self-insured clients dnily
. s . Charges: Administratio,
Branch offices: Sales office in Chi- ployee pe?mon%, percent of premium,
go . A ) - percent of claims
Principal officers: William G 1985 gross revenues: $1 million total,
MeKelvey, president, Angela Markert, all from claims services
controller/treasurer; Cathleen Linda-

mood, underwriting manager, Kath- presiden

e union-sponsored pl(?n Health p

P.rinci{)al officers: Clarence Gray,

Region served: South and Midwest
Specialty: Employee benefits/group

Self-insured clients/claims: Ad- insurance 100% health insurance

Self-insured clients/claims: Ad-

ministration 37 clients, $6 mil ion
Client mix: Administration 18 cor- claims paid

Client mix- Administration 32 :or-

orations, four public/government en-
tities, one association plans Health
0 of plans 6,500 employees covered

Staff: 12 total staff members, five of

per em- whom serve self-insured clients onlv

Charges: Administration per em-

ployee per month

1985 gross revenues: Not reported
Principal officers: Richard Carll-

son, president

Membership: SPBA, SIIA, National

total, $4 1 million from claims services

Branch offices. Administrative and
sales office in Kansas City, Mo, addi-
tional sales offices in Waterloo, lowa,
and St Louis

Principal officers: R E Krecken,
chairman of the board, George LaHood,
president, Joel Frisch and Zona Bauer,
vps

Membership- SPBA, SIIA

Life Group

Administrators inc.

1245 Waukeaan Road, Glenview,
111 60025,315-724-0500

Parent company: Larry Gordon
Agency Inc

Year founded: 1982

Services provided: 100% claims ad-
ministration

Region served: Nationwide

Specialty: Employee benefits/group
insurance 90% health insurance, 10%
disability

Self-insured clients/claims: Ad-
ministration 200 clients, $1 5 million
claims paid

Client mix. Administration 200 cor-
porations Health plans 3,000 employ-
ees covered

Staff: Eight total staff members, six
of whom serve self-insured clients
only

Charges: Administration per cov-
ered employee, $5 50-$8

1985 gross revenues- Not reported

Branch offices- Sales offices in Chi-
cago, Rockford and Geneva, Il

Principal officers: Larry Gordon,
chief executive officer, Stuart F
Pockross, president, Norine Meister,
comptroller, Asma Sayeed, claims man-
ager, Barbara Yoshimura, manager-

saledbmernsMkiwest Claims Con-

ference, Self Insured Assn of lllinois

m

MICA Benefits Corp.
2970 S Main St, Suite 301, Salt

Lake City, Utah 84115,
801-487-4113

Year founded: 1985

Services provided: 80% claims ad-
ministration, 20%b other services, in-
cluding brokering

Region served- Rocky Mountain
state area

Specialty: Employee benefits/group
insurance 95% health insurance, 5%
disability

Self-insured clients/claims: Ad-
ministration two clients, $500,000
claims paid

Client mix- Administration two cor-
porations Health plans, 800 employees
covered, 1,400 dependents covered

Staff: Four total staff members, two
of whom serve self-insured clients
only

Charges- Administration per em-
ployee per month

1985 gross revenues: Not reported

Branch offices: Administrative of-
fice in Idaho Falls, Idaho

Principal officers: Gerald Mitchell,
president, Stanton Call, vp

Membership- National QicClaim

Assn of Independent Health Care Plan
Administrators

Mass Insurance
Consultants &
Administrators Inc.

55 E Jackson Blvd, Chicago, Il
60604. 312-346-2626

Year founded: 1952

Services provided: 50% claims ad-
ministration, 50%b other services, in-
cluding consulting

Region served: Nationwide

Specialty: Employee benefits/group
insurance 90% health insurance, 5%
disability, 5% life

Self-insured clients/claims: Ad-
ministration six clients, $38 million
claims paid

'eer:ﬂ":n?gg'f;"’qf'?gslarfnager Membership: National QicClaim QicClaim Assn of Independent Health
p: Assn of Independent Health Care Plan Care Plan Administrators

Administrators

National Benefit
Administrators Inc.
Suite 110, LIB 8, 11651 Plano
Road, Dallas, Texas 75243,
214-340-2570
Year founded: 1982
Continued on next page

Service Inc.

119 Beach St, Boston, Mass

02111. 617-426-8660 Mountain States
Administration Co.
2530 S Parker Road. Suite 606,
Denver, Colo. 80014, 303-368-4500

Mutual Assurance

Administrators

5601 Northwest 72nd, Suite 354,
Oklahoma City, Okla 73132,
405-722-0444

Parent company: MCK Co Inc

Year founded: 1976

Services provided: 67% claims ad-
ministration, 33% other services, in-
clu(ling agent and broker services

Region served: Nationwide ministration
__ Specialty: Employee benefits/group Region served: Midwest, Southwest Services provided: 82% claims ad-
insurance 95% health insurance, 5% and Rocky Mountain states ministration, 18% other services, in-
disability Specialty: Employee benefits/group cluding brokering and consulting

Year founded: 1980
Services provided: 100% claims ad-
Year founded: 1975

Brougher Spells Success
In Employee Benefit Plans

Brougher specializes in creating
winning approaches to Stop-Loss
Insurance for Self-Funded Employee
Benefit plans. The key to your success
is our flexibility - and flexibility is
vital in meeting the demands of the
fluctuating marketplace.

2>-f-~:ae,lx ...52..:6238&-::,2:62.2 .....1......

\ - _-3,9

Because of our flexibility, employers
find Brougher Employee Benefit
plans attractive Brougher plans are
tailored to fit the needs of virtually
any company, whether it is small,
large or in-between.

Brougher offers the strategy you need
to stay ahead. Turn to us for flexible,
progressive approaches to Employee
Benefit plans. We'll put you ahead of
the game.

Let's Talk About Tactics.

For information that spells success in Employee Benefit
plans, send us your business card, or call us.

BROUGHER

Brougher Life Insurance Company
R O. Box BAIl » 2528 US. 31 South » Greenwood, Indiana 46142
(317) 535-8212
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Contmued from preceding page
Services provided: 100% claims ad- Claims

ministration i
New World Claims

Region served: Nationwide
Service Ltd.

Specialty: Employee benefits/group
insurance 100% health insurance

Self-insured clients/claims: Ad-
ministration 25 chents, $15 million
claims paid

Client mix: Administration 21 cor- dent Corrugated Convertors
porations, one public/government en- Year founded: 1984
tity, three association plans Health
plans 12,000 employees covered, 9,000 ministration
dependents covered Region served: Nationwide

Staff: 15 total staff members, all of Specialty: Employee benefits/group
whom serve self-insured clients only insurance 100% health insurance

423 Sycamore St., P O Box 1030,
N,les, Mich 49120, 616-684-6700

ployee percent of tlaims ministration 75 clients

paid Adjusting and auditing inCluded claims paid

in administration charges Client mix: Administration 75 cor-
1985 gross revenues: Not reported porations Health plans 4,000 employ-
Principal officers. Michael R Og- ees covered, 8,500 dependents covered

lesby, president, Julie A Justice, vp Staff: Eight total staff members, four

Membership- SPBA, Texas Profes- of whom serve self-insured clients
sional Administrators only

National Benefits
1985 gross revenues: Not reported
Corp. Inc.

120 Gibralter Road, Suite 218,
Horsham, Pa 19044,
215-443-0404/800-457-5555

cago
Subsidiaries: New World Services
Ltd, Niles, Mich (claims services)
Year founded: 1981 Principal officers: R D Cravens,
Services provided: 65% claims ad- president, Ruth Halvorson, manager,
ministration, 35% other services Ruth Peterson, administrative assistant
Region served: Nationwide Membership: National QicClaim

Specialty: Employee benefits/group Assn of Independent Health Care Plan epr

insurance 90% health insurance, 5% Administrators

d.sability, 5% life -
Self-insured clients/claims: Ad- New York Claim

ministration 11 clients Administrators
Client mix: Administration clients 2525 One Marine Midland Center,

include corporations, multiemployer Buffalo, NY14203; 716-856-6592

plans and association plans Health

plans 194 million employees covered, Year founded: 1983

587,450 dependents covered Services provided: 90% claims ad-
Staff: 62 total staff members, 37 of ministration, 10% adjusting

whom serve self-insured clients only Region served: Nationwide
Charges: Administration per em- Specialty: Employee benefits/group

ployee per month, $3-$7 50 insurance 90% health insurance, 10%
1985 gross revenues: Not reported disability
Branch offices: Administrative and Self-insured clients/claims: Ad-

sales office in Kansas City, Mo, addi- ministration 15 clients, $15 minton

tional administrative office in Philadel- claims paid Adjusting two clients,

phia types of claims include medical
Principal officers: Dave Partridge, Client mix: Administration eight

president, Michael Sweeney, executive corporations, five public/government

Ip, Dennis Mulligan, vp-sales, Robert entities, one multiemployer plan, one

Patterson, comptroller, Douglas Wil- Taft-Hartley plan Adiusting clients in-

ham Mcfarland, claims director clude one public/government entity

Membership: Greater Philadelphia Health PI

ndents cdvered
Staff:-14 total staff members, all of
whom serve self-insured clients only
Charges: Administration per em-

ministratio

Region served: Wisconsin, lllinois,
lowa and Missouri

Specialty: Employee beneflts/grou

ans 15,000 employees covered, Services provided: 100% claims ad- pyramid Benefit Services

121 Franklin St, P.O. Box 746,
Elkhart, Ind 46515, 219-293-5463

ployee per.month, $4-85 Adjusting flat insurance 95% health insurance, 5% merté BaHKifg €™ ™=t <o

1985 gross revenues: $800,000 total,

Parent company: Assn of Indepen. all from claims services

Principal officers: Ronald K
Zoeller, president, E Timothy Danahy

Services provided: 100% claims acl. and David Miller, vps

Services

515 Central Park Drive. #306,
Oklahoma City, Okla 73105,
405-557-0202

Year founded: 1985

Services provided: 90% claims ad-
mmistration, 10% other services, in-

Charges: Administration per capita cluding admmistrative services

Region served: Oklahoma and sur-

Branch offices: Sales office m Chi- rounding states

disability

Self-insured clients/claims: Ad-
ministration 173 clients, $4 million
claims paid

Client mix: Administration clients
include corporations, public/govern-
ment entities, association plans Health
plans 4,860 employees covered, 13,620

dependents Covered

Charggsmédmlnlstratlon per em- Self-insured cllents/cla|ms Ad Oklahoma Administrative whom servé selinsured chen serosnf‘II of

Year founded: 1984

Services provided: 100% claims ad-
ministration

Region served: Nationwide

Specialty: Employee benefits/group
insurance 100% health insurance

Self-insured clients/claims: Ad-
ministration 14 clients, $500,000 claims
paid

Client mix: Administration 13 cor-

orations, one public/government en-

sSharges; Administration per em- tity Fealth plans 2,500 employees cov-

1985 gross revenues: $533,868 total,
all from claims services

Principal officers: Gene Jenson,
president, Barbara Jenson, vp

Membership: National Qicelaim

Assn of Independent Health Care Plan
Administrators

~Specially; Employee benefits/group Pittman &

Self-insured clients/claims: Ad- Associates Inc.

ministration eight clients, $550,000
claims pa:d

Client mix: Administration eight
corporations Health plans 1,500 em-
Oéees covered, 3,700 dependents cov-

P.O Box 111047, Memphis, Tenn
38111, 901-323-2140

Year founded: 1980
Services provided: 70% claims ad-

Staff: Five total staff members, all of ministration, 30% other services

whom serve self-insured clients only

Region served: Arkansas, Louisiana,

ered, 5,000 dependents covered

Staff: Five total staff members, all of
whom serve self-insured chents only

Charges: Administration per em-
ployee per month

1985 gross revenues: $150,000 total,
all from claims services

Principal officers: Mark Klep-
pinger general manager Tammy
Bowerman, claims supervisor, Rose-
mary Barnes, senior claims coordinator

Membership: SIIA, National Qic-

Claim Assn of Independent Health
Care Plan Administrators

B =

Charges: Administration per em- Kentucky, Tennessee, Mississippi, Ala- Richard J. Reese &

ployee per month

bama, Georgia, Florida, Virginia, North

1985 gross revenues: $100,000 total, Carolina and South Carolina

$90,000 " from claims services

Principal officers: Dawn Charbon-

neau, president
Membership: National QuicClaim

Assn of. Independent Health Care Plan ministra}jtion 43 clients, $63 million ministration

*81 estimate

D

PAS Inc. (Preferred
Administrative

Services Inc.)

2728 Coho St, Madison, Wis
53713, 608-273-1776

Year founded: 1981

CCSYSTEM

Cost Containment Administration

There's a new leader for cost control-CCSystems.

Remember our name when you have administrative needs. We can
help you in a variety of ways. Our services range from full health cla ms
administration to providing timesharing and software system

installation.
A range of services-for a range of needi

More than a TPA

CCSystems is a TPA, and a great deal more. We recognize an employ
er's need to control cost, while still providing the best possib e h th
care benefit. That's whyweke designed PACE + -which stands for 'Pre-

cise Automated Claims Evaluation-and more.

160ls like PACE +, along with our professional staff and cost contain-
ment services, help our clients control costs...and stay a step ahead.

For information:

CCSYSTEMS CORPORATION /NATIONAL CORPORATE OFFICES

Suite 141 - BLN Office Park - 2001 Killebrew Drive - Minneapolis, MN 55420

CCSYSTEMS CORPORATION/MICHIGAN
Suite 202 « 7201 West Sagmaw Highway * Lansing, Ml 48917

C CSYSTEMS CORPORATION/KANSAS CITY

Suite 330 «Fairway West Office Building #4350 Johnson Drive - Shawnee M ssion, KS 66205

C C SYSTEMS A Step Ahead

Specialty: Employee benefits/group

insurance 90% health insurance, 5%

flex compensation, 5% disability
Self-insured clients/claims: Ad-

claims pai

Client mix: Administration 43 cor-
porations Health plans 21,000 employ-
ees covered

Staff: 43 total staff members

Associates Inc.

7645 Metro Blvd, Minneapolis,
Minn 55402,612-835-7035

Year founded: 1967
ServiceSfrowded 30% claims ad-

0% auditing, 60% other

services
Region served- Midwest
Specialty: Employee benefits/group
insurance 100% health insurance
Self-insured clients/claims: Ad-

Charges: Administration per em- ministration 15 clients

ployee per month

1985 gross revenues: Not reported
Branch offices: Administrative and

sales office in Nashville, Tenn
Principal officers: Arnold H Pitt-

Client mix: Administration 15 Taft-
Hartley plans Health plans 65,000 em-
ployees covered, 140,000 dependents

covered

Staff: 85 total staff members, 14 of

man, president, Jane Hogan, agency whom serve self-insured clients only

manager, Aileen Moore, Memphis

Charges: Administration percent of

claims manager, Linda Medlin, Nash- paid claims,22%-4%

ville claims manager, Jon Erlckson
sales manager-Nashville

Power Group Designs
7007 College Blvd, Suite 100,
Overland Park, Kan. 66211,
913-491-3280

Year founded: 1983

Services provided: 70% claims ad-
m nistration, 30% other services, in-
cluding marketing and billing services

Region served: Missouri and Kansas

Specialty' Employee benefits/group
insurance 97% health nsurance, 3%
disability

1985 revenues: Not reported

Principal officers- Paul T Power,
president

Membership. National QicClaim

Assn of Independent Health Care Plan
Administrators

Professional Benefit
Administrators Ltd.

14555 N. Scottsdale Road, Suite

300 Scottsdale, Ariz 85260,
602483-1133

1985 gross revenues: $4 million total,
$15 million from claims services

Branch offices: Administrative of-
fices in St Louis and Kansas City, Mo,
Des Moines, lowa, Madison, Wise

Principal officers: Richard J Reese,
president, Jerome P Pollock, senior vp,
David V Gabrielson, executive vp,
James Stolfa, vp-data processing, Gary
Newman, vp

Membership: SPBA

I S

Self-Assurance Co. Inc.

100 Yordy Road, Morton, Ill 61550,
309-263-?722

Year founded: 1980

Services provided: 90% claims ad-
ministration, 5% auditing, 5% other ser-
vices, including pre-admission certifi-
cation

Region served: Central, Southeast
and Southwest states

Specialty: Employee benefits/group
msurance 92% health insurance, 5%
life, 3% disability

Self-insured Llients/claims: Ad-

Parent company: Grand Canyon Fi. ministration 93 clients, $9 million

nancial Services Corp
Y founded: 1975

claims paid
Client mix: Administration 85 cor-

Services provided: 70% claims ad- Porations, six public/government enti-

ministration, 20% adjusting, 10% audit-
ing
Region served: West

ties, one Taft-Hartley plan, one associa-
tion plan
Staff: 15 total staff members, all of

Specialty: Employee benefits/group Whoné serve self-insured chents only

insurance 95% health insurance, 5%
disability

Self-insured clients/claims: Ad-
ministration 12 clients, $8 miillion
claims paid

Client mix: Administration Clients

harges: Administration per cov-
ered employee, time and expense
1985 gross revenues: Not reported
Branch offices: Admmistrative and
sales office in Shawnee Mission, Kan
Principal officers: Matthew A

include corporations, multiemployer Schafer, president, Connie Renfro,
plans, association plans Health plans claims manager, Jyl Krause, adminis-
12 000 employees covered, 14,000 de. trative coordinator, David Johnson,

pendents covered
Staff: 24 total staff members, six of

whom serve self-insured clients only

data processing manager
Membership: SPBA

Charges: Administration per em- Self-Funded Plans Inc.

ployee per month, approximately $6
Adjusting and auditing included in ad-
ministration charges

1985 gross revenues: $2 million total

Subsidiaries: BenePlans of America
Inc (marketing and services)

Principal officers James R Cone,
president, Ronald J Rostas, senior

1432 Hamilton Ave., Cleveland,
Ohio 44114, 216-566-1455

Year founded: 1980

Services provided: 100% claims ad-
ministration

Region served: Midwest and South
Specialty: Employee benefits/group

vp/chief financial officer, Jill Hassel- insurance 94% health insurance, 5%

quist, vp-claims
Membership: SPBA, SHA

disability, 1% flex compensation
Continued on fac:ng page
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Sell-insured clients/claims: Ad-
ministration: 160 clients; $15.3 million
claims paid.

Client mix: Administration: 153 cor-
porations, five public/government enti-
ties, one union-sponsored plan, one as-
sociation plan. Health plans: 16,000 em-
ployees covered, 10,500 dependents cov-
ered.

Staff: 28 total staff members, all of
whom serve self-insured clients only.

Charges: Administration: per em-
ployee per month, $4-$9.

1985 gross revenues: $1.25 million
total, all from claims services.

Branch offices: Administrative and
sales office in Birmingham, Ala.; addi-
tional sales office in Pittsburgh.

Subsidiaries: Self-Funded Plans of
the South Inc., Birmingham, Ala.

Principal officers: Thomas P. Luby,
president; Richard C. Sheldon, vp-sales;
Bonnie Bletcher Krauss, vp-adminis-
tration; Marsha A. Phillips, vp-client
service.

Membership: SPBA, SIIA.

Selflnsurers
Benefit Services

222 S. Prospect, Park Ridge, 111.
60068; 312-692-7020

Parent company: Combined Insur-
ance Co. of America.

Year founded: 1979.

Services provided: 100% claims ad-
ministration.

Region served: Nationwide.

Specialty: Employee benefits/group
insurance: 94% health insurance, 5%
disability, 1% flex compensation.

Self-insured clients/claims: Ad-
ministration: 55 clients, $65 million
claims paid.

Client mix: Administration: 45 cor-
porations, 10 public/government enti-
ties. Health plans: 75,000 employees
covered, 125,000 dependents covered.

Staff: 83 total staff members, all of
whom serve self-insured clients only.

Charges: Administration: percent of
paid claims, per capita.

1985 gross revenues: Not reported.

Principal officers: C Kenneth
Frantz, president; Charles L. Lohenry,
vp-sales; Kenneth Peters, vp-claims.

Membership: SIIA, National Qic-

Claim Assn. of Independent Health
Care Plan Administrators.

Glen Slaughter &

Associates

1999 Harrison, Suite 500, Oakland,
Calif. 94612; 415-451-8564

Year founded: 1955

Services provided: 90% claims ad-
ministration, 10% other services .

Region served: Nationwide.

Specialty: Employee benefits/group
insurance: 50% health insurance, 50%
pensions.

Self-insured clients/claims: Ad-
ministration: 80 clients, $80 million
claims paid.

Client mix: Administration: 10% cor-
porations, 15% public/government enti-
ties, 75% Taft-Hartley plans.

Staff: 180 total staff members

Charges: Administration: per cov-
ered employee.

1985 gross revenues: Not reported.

Branch offices: Administrative and
branch offices in Los Angeles and San
Diego, Calif.; Reno and Las Vegas,
Nev.; Santa Fe, N.M.

Principal officers: Glen Slaughter,
chairman; Gerry Thibault, president;
Al Laemmert, Tom Weston and CIiff
Wingo, senior vps; Terry O'Toole, fi-
nancial vp.

Membership: SPBA.

Spectrum Benefits Inc.

744 Office Parkwav, Suite 148, St.
Louis, Mo. 63141; 314-991-0878

Year founded: 1985.

Services provided: 90% claims ad-
ministration; 10% other services, in-
cluding consulting.

Region served: Midwest

Specialty: Employee benefits/group
insurance: 95% health insurance, 5%
disability.

Self-insured clients/claims: Ad-
ministration: two clients, $4.8 million
claims paid.

Client mix: Administration: one cor-
poration, one Taft-Hartley plan. Health
plans: 2,400 employees covered, 5,400
dependents covered.

Staff: Six total staff members, four of
whom serve self-insured clients only.

Charges: Administration: per em-
ployee, $320-$515

1985 gross revenues: Not reported;
$16,000 for last four months of 1985.

Principal officers: Mary Lewis,
president; Pat Everman, vp.

Membership: SPBA, Missouri

Claims Assn., National QkClaim Assn.
of Independent Health Care Plan Ad-

ministrators.

Stirling & Weiss Inc.

51 Locust St., New Canaan, Conn.
06840; 203-966-8738

Year founded: 1973

Services provided: 100% claims ad-
ministration.

Region served: Nationwide.

Specialty: Employee benefits/group
insurance: 90% health insurance, 9%
disability, 1% flex compensation.

Self-insured clients/claims: Ad-
ministration: 50 clients; $14.5 million
claims paid.

Client mix: Administration: 45 cor-
porations, five public/government enti-
ties. Health plans: 15,000 employees

covered.

Staff: 32 total staff members, 29 of
whom serve self-insured clients only.

Charges: Administration: per em-
ployee per month, $1-$3; percent of paid
self-funded claims, 4%-5%.

1985 gross revenues: $1.5 million
total, all from claims services.

Principal officers: George S. Stirl-
ing Jr., president; Harold A. Meyer Jr.,
senior vp; Denise Welby and Jerome

A leadin

John V Bltnnan, Plesident of U. S. Aviation Undeniniters,

Abbott, vps; Catherine Wemett, secre-
tary.

Membership: SPBA.

Susquehanna
Administrators Inc.

26-28 W. King St., P.O. Box 1523,
Lancaster, Pa. 17603;
717-295-9201

Parent company: Lincoln National
Life Insurance Co.

Year founded: 1975

Services provided: 100% claims ad-
ministration.

Region served: Mid-Atlantic states.

Specialty: Employee benefits/group
insurance: 90% health insurance, 10%
disability.

Self-insured clients/claims: Ad-
ministration: 150 clients, $60 million
claims paid.

Client mix: Administration: 126 cor-
porations, 20 public/government enti-
ties, two multiemployer plans, one
Taft-Hartley plan, one union-sponsored
plan. Health plans: 40,000 employees
covered, 100,000 dependents covered.

Staff: 75 total staff members, all of
whom serve self-insured clients only.

Charges: Administration: per em-
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ployee per month, $4-$7.

1985 gross revenues: $2.8 million
total, all from claims services.

Subsidiaries: Susquehanna Admin-
istrators Inc., Baltimore (claims ser-
vices).

Principal officers: Kenneth G
Stoudt, chief executive officer; John B.
Penrose, president-Pennsylvania of-
fice; Michael Thompson, president-
Maryland office.

Membership: SPBA, SIIA.

Syncor Administrative
Services Inc.

3000 West Dundee, Northbrook, 111.
60065; 312-291-1230

Year founded: 1971.

Services provided: 100% claims ad-
ministration.

Region served: Nationwide.

Specialty: Employee benefits/group
insurance: 95% health insurance, 5%
disability.

Self-insured clients/claims: Ad-
ministration: 128 clients.

Client mix: Administration: 121 cor-
porations, seven public/government
entities. Health plans: 12,000 employees
covered, 25,000 dependents covered.

Staff: 15 total staff members, all of
whom serve self-insured clients only.

Charges: Administration: per em-
ployee per month, $3.50-$7.50.

1985 gross revenues: $475,000 total,
all from claims services.

Subsidiaries: Datamed Inc. (claims
services).

Principal officers: Anthony Corso
and Judee Corso.

Membership: SPBA, National Qic-

Claim Assn. of Independent Health
Care Plan Administrators.

ad €«

Third Party
Administrators Inc.

9292 N. Meridian St., Suite 111,
Indianapolis, Ind. 46260;
317-844-2200

Year founded: 1984

ministration.

Region served: Midwest.

Insurance executive discusses
safety andthecompany plane.

normal and emergency procedures under
controlled conditions. The alternative of

training in the aircraft is hazardous and
incomplete- in addition, it wastes fuel.

Simulators: the safety factor

Ulirpically, the cost of refresher training 6r
two pilots is less than the cost of one back-up
flight instrument. That should be a worth-
while investment for any company."”

1-22

usiness aircraft have never been built
better- and safer- than they are to-
day. However, due to the complexity
and high performance of these
planes, pilot training is something

every company must think about.
“Nine out of every ten aircraft accidents
have pilot-related causes. We strongly urge
our policyholders to set up regular refresher

training programs using simulators that repre-
sent their exact make of aircraft.

Rlot training is critical

"l insist that the pilots who fly our own com-
pany jet take simulator training twice each

year- the same as airline pilots. We do our

training with HightSafety International.
"Our experience shows that simulators

are the safest possible training environment.

They enable pilots to practice and perfect all

; FlightSafety International® offers simulator training programs for al- ¢
* most every type of jet and turboprop business aircraft. For more ¢
- information send this coupon or call Jim Waugh, MR Marketing at :
I (77A8))5565-41. 20 collect.
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Mailto: FlightSafetylnternational, Marine Air Terminal, Dept. U-016, :
LaGuardia Airport, Flushing, N.Y. 11371 .
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O6u Can Trust

Our Foreign
Agents.

What do you do when a liability claim is
made against your product in a foreign
land? Where do you turn when you need
some investigation done in places like
Germany, Australia, South America,

or Greece?

Your defense counsel might try to
locate a foreign investigator foryou, but
how can you be sure of the person's com-
petence and credentials?

Fortunately. there's a more trust-
worthy alternative: Countrywide Services.

Each of our elite investigators has at
least 10 yeans' experience handling major
product liability cases. These agents are
positioned throughout North and South
America, Western Europe, Australia, and
various Caribbean and Pacific Islands.

They'll help you with only one con-
tact or cover the entire claim through

disposition, ifyou wish. Please phone or
write us for more details. AIIIA

You'll discover that

we're even more

than Countrywide.
We're worldwide. H

Countrywide
Services

Corporation

Specializing in product
liability claims management.

11933 Westline Dnve, St. Louis, MO 63141, 314/878-3306

50 / buslness insurance, January 27, 1986
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Charges: Allministration per cov-
ered employee, $3-$5

1985 gross revenues: Not reported

Subsidiaries: Benefit Strategies Inc,
Indianapolis (consulting services)

Principal officers: Ethel Ewng,
president, Arthur V Brown, chairman
Michael G Galloway, secretary/trea-

Membership: Indiana Assn of
Health Underwriters, Independent In-
surance Agents of Indiana

Total Program
Administrators

2809 Emerywoods Parkway, Suite
100, Richmond, va 23229,
804-288-8885

Parent company: Blue Cross/Blue
Shield of Virginia
Year founded: 1985

Membership: SIIA, Self Funded Insi-

tute of Ohio

U.S. Administrators Inc.

3540 Wilshire Blvd, Los Angeles,
Calif 90010, 213-383-1100

Year founded: 1962

Services provided: 100% claims ad-
ministration

Region served: Nationwide

Specialty: Employee benefits/group
insurance 985% health insurance, 1%
disability, 0 5% miscellaneous

Self-insured clients/claims: Ad-
ministration 61 clients, $781 million
claims paid

Client mix: Administration 58 cor-
porations, two multiemployer plans,
one Taft-Hartley plan Health plans
919,000 employees covered

Staff: 1,060 total staff members, all of
whom serve self-insured clients only

Charges: Administration per em-

Services provided: 75% claims ad- ployee

ministration, 25% auditing
Region served: Nationwide

1985 gross revenues: Not reported
Branch offices: Administrative of-

Specialty: Employee benefits/group f.ces in Calabasas and North Holly-

insurance 100% health insurance

Self-insured clients/claims: Ad-
ministration three clients, $500,000
claims paid

wood, Calif, Shrewsbury, NJ, Pitts-
burgh, Dallas

Principal officers: Samuel X Ka-
plan, president, Mark Dubinsky,

include corporations, public/govern-

ment entities, union-sponsored plans
Health plans 1,587 employees covered,
892 dependents covered

Staff' Four total staff members, three
of whom serve self-insured clients
only

Charges: Administration per em-
ployee per month

1985 gross revenues: Not reported

Principal officers: Nicholas P
Viola, president/chief operating officer,
Marilee Viola, secretary/treasurer

Membership: SIIA, International
Foundation of Employee Benefit Plans

Voluntary Plan
Administrators inc.

18321 Ventura Blvd, Suite 800.
Tarzana, Calif 91356,
818-705-3463

Year founded: 1979

Services provided: 90% claims ad-
ministration, 5% adjusting, 5% auditing

Region served: Nationwide with
specialization in California

Specialty: Employee benefits/group
insurance 80% disability, 20% sick pay
plans

Self-insured clients/claims: Ad-
ministration 210 clients Adjusting

Client_mix: Administration three Wayne Ferrentino, _Carole KennedY four clients, types of claims include
corporations Health plans 2,500 em- and Jim Larocca, senior vps

ployees covered, 5,000 dependents cov-
ered

Staff: 15 total staff members, all of
whom serve self-insured clients

Charges: Administration per con-
tract, per month

1985 gross revenues: $1 million total,
all from claims services

Branch offices: Administrative and
sales offices in Fairfax, Norfolk and
Roanoke, Va

Principal officers: David A
Kreager, director/general manager

Care Plan Administrators

Underwriters &

Administrators Inc.

P O Box 6250, Harrisburg, Pa
17112, 717-564-2673

Year founded: 1977

Services provided: 60% claims ad-
ministration, 40% other services

Region served: Mid-Atlantic states

Specialty: Employee benefits/group
insurance 60% health insurance, 30%
pensions, 8% disability, 2% .ife

Self-insured clients/claims: Ad-
ministration 51 clients, more than $5
million claims paid

Client mix: Administration 18 cor-

porations, three public/government en-

Variable Protection

Administrators Inc.
7123 Pearl Road, Cleveland, Ohio

short- and long-term disability, sick pay

plans Auditing three projects con-
ducted

Client mix: Administration clients
include corporations, public/govern-
ment entities

Staff: 28 total staff members, all of
whom serve self-insured clients only

Charges: Administration percent of
premiums/deposits Adjusting $75-$150

44130, 216-888-8585/800-872-7253 per hour Auditing $75-$150 per hour

Year founded: 1968

1985 gross revenues: Not reported
Branch offices: Administrative of-

Services provided: 50% claims ad- fices in Santa Clara and Newport
Membership: SIIA, National Qic- ministration, 50% other services, in- Beach, Calif
Claim Assn of Independent Health cluding marketing

Region served: Nationwide

Specialty: Employee benefits/group
insurance 100% health insurance

Self-insured clients/claims: Ad-
ministration seven clients, $13 million
claims paid

Principal officers: John H Brede-
horn, president, Ralph D Hurley, vp
Membership: SPBA

CClient Mmii<: Admiinistration six< cor- &—————

porations, one association plan

Staff: 92 total staff members, six of
whom serve self-insured clients only

Charges: Administration flat rate
per employee

1985 gross revenues: $600,000 total,

$300,000 " from claims services

Branch offices- Sales office in
Brunsw.ck, Ohio

Principal officers: David Manley,
president, David Campbell, vp-market-
ing, Timothy Eisenmann, vp-opera-
tions, Anthony Manley, vp-claims, Sue
Maddock, vp-underwriting

Membership: SPBA, Northeastern
Claims Assn

-Bl estimate

tities, 30 Taft-Hartley plans Health Vista Administrators Inc.
o]

plans 24,000 employees covered, 51,00
dependents covered
Staff: More than 25 total staff mem-

bers, all of whom serve self-insured ch-
ents only

Charges: Administration per capita

1985 gross revenues: More than
$750,000 total, more than $450,000*
from claims services

Principal officers: Stanford F
Golin, president, Donald Evans, vp,
Steven Golin, treasurer, Gregory Gohn,
secretary, David Shatto, comptroller

Membership: SPBA, SIIA

*Bl estimate
United Medical
Resourcesline.

2343 Auburn Ave, Cincinnati, Ohio
45219, 513-651-3737

Year founded: 1983
Services provided: 75% claims ad-

rent reviews, auditing of hospital and 1

physician bills, individual patient case

77 S Broadway, Suite 260, Aurora,
111 60507,312-844-2151

Year founded: 1981

Western Reserve
Administration
Services Inc.

8300 Dow Circle, Strongsville, Ohio
44136, 216-243-2800

Parent company: Central Reserve
Life of North America

Year founded: 1980

Services provided- 100% claims ad-
ministration

Region served: Nationwide

Specialty: Employee benefits/group
insurance 98% health insurance, 2%
disability

Self-insured clients/claims: Ad-
ministration 20 clients, $5 million
claims paid

Client mix: Administration 20 cor-
porations Health plans 2,000 employ-
ees covered

Charges: Administration per cov-

Services provided: 83% claims ad- ered employee, $3 50-$6

ministration, 17% other services
Region served: Metropolitan Chi-
cago area

Specialty: Employee benefits/group
insurance 1002 health insurance

Self-insured clients/claims: Ad-
ministration 10 clients, $3 million
claims paid

Client mix: Administration clients

1985 gross revenues: Not reported

Branch offices: Sales office in Berea,
Ohio

Principal officers: Joan L Mack,
president, Frank P Grimone, executive
vp, Christian Jensen, vp, Charles John-
son, secretary

Membership: SIIA, North East Ohio
Claims Assn

Companies specializing
INn property/casualty claims

ministration, 25% other services, in- J
cluding pre-admission reviews, concur- 1 a

management, data reporting and analy- Aetna Technical

sts
Region served: Nationwide
Specialty: Employee benefits/group
insurance 95% health insurance, 5%
disability

Services Ltd.

151 Farminaton Ave, Hartford,
Conn 0615b, 203-273-7593

Parent company: Aetna Life & Cas-

Self-insured clients/claims: Ad- ualty Co

ministration 15 clients, $25 million
claims paid

Year founded: 1972

Services provided: 90% claims ad-

than 100 corporations, more than 10
public/government entities Auditing

__more than five corporations

Staff: More than 200 total staff mem-
bers

Charges: Administration, adjusting
and auditing varies according to pref-
erence of client

1985 gross revenues- Not reported

Branch offices: 110 administrative
and more than 15 sales offices nation-
wide

Principal officers: Robertson

Client mix: Administration 15 cor- ministration, 1% adjusting, 2% auditing, Mackay, president, Robert Warner and

porations Health plans 17 500 employ- 736 other services

ees covered, 30,625 dependents covered

Region served: Nationwide

Robert Mcl)antel, vps

Staff: 15 total staff members, all of Specialty: Property/casualty claims Allied Claim Services Inc.

whom serve self-insured clients

71% workers compensation, 15% gen-

Charges: Administration per em- et'al hability, 10% heavy product liabil-
ployee per month, varies with size of tty, 4% automobile, 1% bonds

company and services performed
1985 gross revenues: Not reported

Self-insured clients/claims: Ad-
ministration more than 100 clients Au-

Principal officers: Victoria B diting more than five projects con-
Buyniski, president, James L Armt- ducted

tage, vp

Client mix: Administration more

372 Ellen Drive, P O Box 488,
Buffalo, N.Y 14225-0488,
716-631-9505

Year founded: 1959
Services provided: 53% claims ad-
ministration, 47% adjusting
Continued on facing page
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Region serzed- New York, Florida

claims paid Adjusting 33 clients. types
of claims include workers compensa-

Specialty: Property/casualty claims tion Auditing four projects conducted

53% workers :ompensation, 16% gen-

Client mix: Administration 62 cor-

eral hability, 15% automobile, 11% prop- porations, 375 public/government enti-
erty damage, 3% inland marine, 2% pro- ties

fessional habil ty

Staff: 190 total staff members all of

Self-insured clients/claims: Ad- whom serve self-insured clients only

ministration 20 clients, $15 million

Charges: Administrat,on percent of

claims paid Adjusting 21 chents, types incurred claims, percent of paid claims,
of claims include workers compensa- percent of payroll, percent of annual
tion, general hability, automobile, prop- premium/deposits, per claim Adiusting
erty damage, 4 iland marine and profes- and auditing time and expense

sional liability
Client mix Administration clients

1985 gross revenues: Not reported
Branch offices: Administrative and

Include corpcrations, public/govern- sales offices in Burlingame, Fresno,

ment entity

Oakland, Santa Ana and San Diego,

Staff: 30 to-al staff members, seven Calif, Seattle

of whom serve self-insured clients

only

Principal officers: R M,chael
Bierly, president, Bruce S Vanner, ex-

Charges: A iministration per claim, ecutive vp, James Jamerson and Harry
flat rate, contract basis Adjusting time Heinen, senior vps

and expense

1985 gross revenues. Not reported

Branch offices: Administrative and
sales offices in New York and Dunkirk,
N Y, Venice, Fla

Principal officers: Henry E B
Dendler, chairman of the board, Greg-
ory J Dendler, president, Richard E
Robb, first vp Gail G Prange, second
vp, Paul 3 Nowak and Edward E
Gress, assistant vps

Membership: National Council of
Self-Insurers New York State Self-In-
surers Assn, International Assn of In-
dustrial Accident Boards & Commis-

sions

b

Bierly & Associates

1631 Huntington Drive, South
Pasadena, Calif 91030,
818-441-3151

Parent company. Bronco Ltd
Year founded: 1976

Services provided: 90% claims ad-

ministration, 5% a%ustlnr%l% auditin
alifo

Region sérved
Washington

Specialty. Property/casualty claims
100% workers compensation

Membership: California Adminis-
trative Service Organization

Claimco

P O Box 729, Lonq Valley, N J

07853,201 -832-7752

Year founded: 1982

Services provided: 20% claims ad-
justing, 60% auditing, 20% other ser-
vices, including consulting

Region served: Nationwide, adjust-

ir]fg serwces Serowded m New Jersey,

tern Penn
New York only

Specialty: Property/casualty claims

Self-insured clients/claims: Adjust-
ing seven clients, types of claims in-
clude commercial auto, general habil-
ity, professional liability Auditing 10
projects conducted

Client mix: Adjusting seven cor-
porations Auditing ten corporations

Staff: Six total staff members, three
of whom serve self-insured clients
only

Charges: Adjusting time and ex-
pense Auditing per diem, time and ex-
pense

1985 gross revenues: Not reported

Branch offices: Administrative and

Ivania and metropolitan

- sales office m Philadelph a

Claim & Risk Control Inc.

5136 Express Drive S, Ho brook,
NY 11741,516-4674700

Year founded: 1977

Services provided: 60% claims ad-
ministration, 30% adjust ng, 10% audit-
ing

Region served: NatiORwide

Specialty: Property/casualty claims
65% general liability,
10% Workers compensation 5%6
erty damage

Self-insured clients/claims: Ad-
ministration 20 clients Adjusting

three clients Auditing four projects
conducted

Client mix: Admints:ration 20 cor-

porations
Staff: 35 total staff members

Charges: Administration percent of

%mcurred claims, time and exgense A
la and just

g flat rate, tlme and expens
diting time and expense flat fee

1985 gross revenues: Not reported
Principal officers: Eugene

Self-insured clients/claims: Ad__ Fleischer, president, Ka:hleen Arnone,
mmistration 437 clients, $29 5 million vp

Principal officers: :ohn M Mona-
han, president, Truxton Bob Ryan and
Bill Holt, vps, P A Mmiahan, secre-
tary/treasurer
Claims Administration

Services Inc.

12235 Beach Blvd., Caller Box

2005, Stanton, Calif 90680,

714-895-1223/213-493-3691

Year founded: 1977

Services provided: 31% claims ad-

1ng
Region served: Nationwide

eral liability 102 automobile, 5% prop-
erty damage, 5% profess,cnal liability

bile, general liability, prooerty

d- C|ent mix: Administration clients

include corporations, pablic/govern-
ment entities Adjusting 15 corpora-
tions, 10 pub-ic/government entities
Staff: 200 total staff members, 85 of
whom serve self-insured chents only
Charges: Administraton per claim

Uuat,ttraa C,(JU,U/CLE, ddilildly Ld, 130U / 41

Adjusting time and expense

Services provided: 80% claims ad-

1985 gross revenues: $5 1 million ministration, 10% adjusting, 10% audit-

total, all from claims services
Branch offices: Administrative and
sales offices in Pomona and WwWalnut

ing
Region served: Southeast
Specialty: Property/casualty claims

Creek, Calif, Reno and Las Vegas, Nev 80% workers compensation, 10% gen-
Additional administrative offices in eral liability, 5% automobile, 5% profes-

San Diego and Sacramento, Calif
Subsidiaries: National Panel of Se-

lect Adjusting Cos, NBA Group Inc,

CDS of California and Nevada

sional liability
Self-insured clients/claims: Ad-

ministration 41 clients

Client mix: Administration 34 cor-

Principal officers: Douglas E Han- Porations. five public/government enti-
son, president, Judith Hanson, secre- ties, one multiemployer plan, one
tary, William Lindsay, treasurer, Hil union-sponsored plan

Lune, executive vp
Claims Management
Services

1221 Ave of the Americas, New
York, NY10020, 212-734-2871

nan Inc

Year founded: 1977

Staff- 11 total staff members, all of
whom serve self-insured clients only
Charges: Administration time and
expense, $50-$65 per hour Adjusting
flat rate, $50-$600, time and expense,
$50 per hour Auditing time and ex-
pense $75 per hour

Parent company: Marsh & MelLen- 1985 gross revenues: $510,000 total

Principal officers: Gene L Jones,
president, Thomas H O'Steen, vp, Neill

Services provided: 70% claims audit- G Stevens, secretary/treasurer

ing, 30% other services, including advi-
sory work for self-insureds, workers
compensation qualification in all states,
self-insurance claims feasibility studies
Region served: Nationwide
Specialty: Property/casualty claims
Selfansured clients/claims: Audit-
ing 98 projects conducted
Client mix: Auditing 65 corpora-
tions, six public/government entities

Constitution State
Service Co.
100 Constitution Plaza, Suite 1632,

Hartford, Conn 06103,
203-277-5489

Parent company The Travelers

Corp
Year founded: 1980

Services provided: 65% claims ad-

Staff: 35 total staff members, all of ministration, 5% adjusting, 5% auditing,

whom serve self-insured clients only

25% other services, including actuarial,

Charges: Auditing hourly, $75-$175, engineering, loss control, litigation
annual retainer, multiple-year con- management and vehicle damage ap-

tracts

1985 gross revenues: Not reported

praisal services
Region served: Nationwide

20% aJtornoblle ministration, 15% adjust ng, 5% audit- Branch offices: Administrative and Specialty: Property/casualty claims

sales offices in Atlanta, Pittsburgh and 50% workers compensation, 30% auto-
Seattle Additional administrative of- mobile, 10% general hability, 3% prop-

Specialty: Property/casualty claims fices in Stamford, Conn and Portland, erty damage, 3% professional liability,
70% workers compensation, 10% gen- Ore

Principal officers: Robert P J

3% ocean marine, 1% miscellaneous
Self-insured clients/claims Ad-

Booher, vp/national manager, Edward mmistration 150 clients, $200 million
Self-insured clients/claims: Ad- L Gallagher Jr, Gene L Jones and claims paid Adjusting 20 clients Au-

ministration 600 clients. Adjusting 25 Paul Valdens, vps, Ehzabeth McCarthy, diting five projects conducted

clients, types of claims include automo- assistant vp

Claims Management
Services Inc.
112-D Norcross St,PO Box

767818, Roswell, Ga 30075,
404-998-7411

Year founded: 1984

Administration 110 cor-
porations, 35 public/government enti-

ties, five association plans
Staff: 3,000 total staff members

Charges: Administration and adjust-
ing per file, per claim, time and ex-
pense Auditing per file, time and ex-
pense

Contmued on next page

WITH CAPACITY GETTING HARDER AND HARDER TO FIND......
OUBETTERKNOW
WHERETOLOOK!

The place to start is Associated Reinsur
ance Management Corp., the resourceful
reinsurance specialists who spare 11Q effort in
, meeting your treaty and facultative needs.
And we do it swiftly, skillfully and with
uncompromising professionalism. Maybe,
that's why we've grown so fast-but orderly
-under the most challenging of market
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conditions.

So, if you're seeking truly responsive
service; the confidence of superior human
and technical resources; plus an indom-
inable spirit to succeed; your search has

just ended.

Call(800) 554-9214 today and

find out how we can make even the

most difficult tasks...

seem easy.

. no one works harder, or smarter

ASSOCIATED REINSURANCE MANAGEMENT CORR
Home Office Two Piedmont Center/Atlanta, GA/30305
(404) 237 1170 TELEX 549586 or 700503

ASSOCIATED INTERMEDIARIES,

Reinsurance/Atlanta, GA

ASSOCIATED INTERMEDIARIES-S.C.

INC /Facultative

, INC./Iteaty

Reinsurance/1122 Lady St Suite 610/Columbia, S.C #,

29201/(803) 256-4467/TELEX 805334 -X
ASSOCIATED E&S BROKERS/Atlanta, GA

U. S FAC CORP./Atlanta, GA



52 / business insurance, January 27, 1986

Continued from preceding page

1985 gross revenues: Not reported.

Branch offices: Administrative of-
fices nationwide. Sales offices in New
York; Atlanta; Columbia, S.C.; Los An-
geles; Parsippany, N.J.

Subsidiaries: Constitution Appraisal
Resources, LITFAX.

Principal officers: Sheldon L. Roth-
bart, president/chief operating officer;
Robert D. Greenberg, executive vp;
Halbert M. Dufault Jr., vp-engineering;
Dennis A. Petruzzi, treasurer; Andrew
J. Apicella, national accounts market-
ing director.

Crawford & Co.

5620 Glenridae Drive N.E., Atlanta,
Ga. 30342; 464-256-0830

Year founded: 1941

Services provided: 25% claims ad-
ministration; 61% adjusting; 14% other
services, including health and rehabili-
tation services, risk control services,
risk management information systems
and consulting services.

Regjon served: Nationwide.

Specialty: Property/casualty claims:
60% workers compensation; 40% other
types of claims, including general liabil-

ity, automobile, property damage, pro-
fessional liability, bonds, ocean marine
and inland marine.

Self-insured clients/claims: Ad-
ministration: 535 clients, $618 million
claims paid. Adjusting: 2,000 clients;
types of cliams include auto liability,
general liability, workers compensation
and property.

Client mix: Administration: 470 cor-
porations, 25 public/government enti-
ties, 40 association plans. Adjusting:
1,800 corporations, 150 public/govern-
ment entities, 50 association plans.

Staff: 4,460 total staff members.

Charges: Administration: per claim,
flat rate. Adjusting: time and expense.

1985 gross revenues: $213.8 million
total, $184 million from claims services.

Branch offices: More than 700 ad-
ministrative offices throughout the
U S., Canada and Puerto Rico; regional
sales offices in Chicago; Dallas; New
York; Orlando, Fla.; San Francisco; To-

ronto; Washington, D.C.
Subsidiaries: Crawford & Co. Insur-

ance Adjusters Ltd., Canada (claims
services). Risk Sciences Group, Atlanta,
San Francisco and New York (risk
management information systems and
risk management consulting)

Principal officers: T.G. Germany,

chief executive officer; F.L. Minix,
president; P.O. Bollinger, executive vp-
sales; D.R. Chapman, executive vp-fi-
nance; C.C. Lefler, executive vp-mar-
keting.

Membership: SIIA.

o

ESIS Inc.

1600 Arch St., Philadelphia, Pa.
19103: 215-241-2100

Parent company: CIGNA Corp.

Year founded: 1955

Services provided: 80% claims ad-
ministration, 10% adjusting, 10:6 audit-
ing.

Region served: Nationwide.

Specialty: Property/casualty claims:
40% workers compensation, 3)% gen-
eral liability, 22% automobile, 5% prop-
erty damage, 3% professional liatility.

Self-insured clients/claims: Ad-
ministration: 1,000 clients, $460 million
claims paid.

Staff: 40 marketing and staff person-
nel; 3,100 claims personnel, provided by
parent company.

Charges: Administra:ion: per claim.

in the final analysis, your protection
Is only as good as the people
who planned it.

Corporate insurance is more complex and more vital than ever before. That's
why you need specialists who can handle2!!lyour needs and tailor programs

that fit your precise requirements .

people who are backed by one of the

world's leading insurance brokers, The Crump Companies, For a detailed
review of your insurance and risk management, employee benefits and claims
administration programs, call the reliable people of THE CRUMP COMPA-
NIES. We're in 44 ci:les in 24 states, plus Ber-nuda. To find the office nearest
you, telephone 901-761-1550.

| =

Adjusting: per claim. Auditing: flat fee.
1985 gross revenues: Not reported.
Branch offices: Sales offices in At-

lanta, Boston, Chicago, Dallas. Detroit,

Los Angeles, New York and San Fran-

cisco.

Subsidiaries: SIMCO, Boston (claims
services).

Principal officers: Edward P. Hol-
leran, president; George W. Putnam,
vp; Susan Hipp-Ludwig, secre-
tary/treasurer.

Membership: SIIA, National Council
of Self-Insureds.

Employers Unity

Inc:Workers

Compensation Division

P.O. Box 782, Westminster. Colo.
80030; 303-426-4843

Year founded: 1977.

Services provided: 100% claims ad-
ministration.

Region served: Rocky Mountain,
Pacific Northwest and West Coast.

Specialty: Property/casualty claims:
100% workers compensation.

Self-insured clients/claims: Ad-
ministration: six clients, $1.5 million
claims paid.

THE CRUMP COMPANIES, INC.

Our people make us better.

Client mix: Administration: four
corporations, two public/government
entities.

Staff: 16 total staff members, five of
whom serve self-insured clients only.

Charges: Administration: flat charge
per claim.

1985 gross revenues: Not reported.

Branch offices: Denver; Portland,
Ore.

Subsidiaries: Employers Unity Inc.-
Unemployment Compensation Cost
Control Services, Denver; Los Angeles;
San Francisco; Tulsa, Okla.; and Port-
land, Ore.

Principal officers: Stephen C. Tho-
mason, president; David C. Wood, se-
nior vp; Norman A. Peterson, vp; Eric
A. Oscarson and Gary R. Nelson, assis-
tant vps; Cheree Calabro, manager-
self-insured accounts.

Membership: Colorado Claims
Assn., Colorado Self-Insurers of Work-
ers Compensation.

f

The Fisher Associates

3465 Torrance Blvd., Suite N,
Torrance, Calif. 90503;
213-540-8803

Year founded: 1982.

Services provided: 65% claims ad-
ministration; 25% adjusting; 5% audit-
ing; 5% other services, including loss
control services.

Region served: Nationwide.

Specialty: Property/casualty claims:
70% professional liability, 25% product
liability, 5% general liability.

Self-insured clients/claims: Ad-
ministration: eight clients; $600,000
claims paid. Adjusting: eight clients.
Auditing: 11 projects conducted.

Client mix: Administration: five
corporations, three public/government
entities.

Staff: 11 total staff members.

Charges: Administration and adjust-
ing: per claim, flat rate, time and ex-
pense. Auditing: time and expense.

1985 gross revenues: More than $1
million total, more than $950,000* from
claims services.

Principal officers: Frederick J.
Fisher, president; Larry Walter, senior
vp; Denise Harris, secretary/treasurer.

Membership: California Assn. of In-
dependent Adjusters, Los Angeles
Claims Managers Forum.

-Bl estimate

Fleming & Associates
Foothill Executive Plaza, 1150
Foothill Blvd., Suite E, La Canada,
Calif. 91011; 818-790-8714

Year founded: 1976.

Services provided: 80% claims ad-
ministration; 8% auditing; 12% other
services, including risk management
information systems.

Region served: West.

Specialty: Property/casualty claims:
90% workers compensation, 5% general
liability, 5% automobile.

Self-insured clients/claims: Ad-
ministration: 38 clients, $9.5 million
claims paid. Auditing: seven projects
conducted.

Client mix: Administration: clients
include corporations, public/govern-
ment entities, multiemployer plans.
Auditing: four corporations, three pub-
lic/government entities.

Staff: 21 total staff members, all of
whom serve self-insured clients only.

Charges: Administration: $165-$280.
Auditing: $65-$100 per hour.

1985 gross revenues: Not reported.

Branch offices: Administrative of-
fice in Salinas, Calif.

Principal officers: William Edward
Fleming, president; William A. Lange,
vp; P.L. Fleming, secretary; Robert N.
Hoyle and Leonard Samuels, directors-
claims services.

Membership: California Adminis-

trative Service Organization, California
Self-Insurers Assn.

g

Gay & Taylor Inc.
2150 Country Club Road, Box

1410, Winston-Salem, N.C. 27102;
919-723-9631

Parent company: Seibels, Bruce
Group Inc.

Year founded: 1927.

Services provided: 10% claims ad-
ministration, 10% adjusting, 5% audit-
i ng, 75% other services.

Region served: Alabama; Arkansas;
Delaware; Washington D.C.; Florida;
Georgia; lllinois; Indiana; lowa; Kansas;
Kentucky; Louisiana; Maryland; Mis-

Continued on facing page
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souri; Nebraska; North Carolina; Ohio;
Oklahoma; Pennsylvania; South Caro-
lina; Tennessee; Texas; Virginia; West
Virginia; and Wisconsin.

Specialty: Property/casualty claims:
55% workers compensation, 15% auto-
mobile, 15% property damage, 10% gen-
eral liability, 3% professional liability,
1% bonds, 1% inland marine.

Self-insured clients/claims: Ad-
ministration: 112 clients. Adjusting: 91
clients. Auditing: four projects con-
ducted

Client mix: Administration: clients
include corporations, public/govern-
ment entities. Adjusting: 91 corpora-
tions. Auditing: four corporations.

Staff: 596 total staff members, 22 of
whom serve self-insured clients only.

Charges: Administration: flat rate.
Adjusting and auditing: time and ex-
pense.

1985 gross revenues: $23 million
total, $3.2 million from claims services.

Branch offices: Administrative of-
fices in Atlanta; Orlando, Fla.; Rich-
mond, Va.; Washington, D.C.; Pitts-
burgh; Kansas City, Mo.

Principal officers: W.J Browning,
vice chairman; T. Bruce Tilley, presi-
dent; John D. Swanson, vp-marketing;
John B. Woods, vp-operations; William
L. Orr, vp-finance.

The Gibbens Co. Inc.

P.O. Box 71210, Reno, Nev. 89570;
702-826-6600

Year founded: 1966.

Services provided: 98% claims ad-
ministration, 2% auditing.

Region served: Nevada and Colo-
rado,

Specialty: Property/casualty claims:
70% workers compensation, 30% state

fund workers compensation.
Self-insured clients/claims: Ad-

ministration: 35 clients.

Client mix: Administration: 35 cor-
porations.

Charges: Administration: per claim,
percent of payroll. Auditing: flat fee,
$40 per hour.

1985 gross revenues: Not reported.

Branch offices: Administrative and
sales offices in Las Vegas, Nev.; Den-

Principal officers: William Gib-
bens, David Addison.

h

HCM Claim
Management Corp.

3 Entin Road, Parsippany, N.J.
07054, 201-428-6418

Parent company: UAL Inc.

Year founded: 1982.

Services provided: 90% claims ad-
ministration. 10% auditing.

Region served: Nationwide.

Specialty: Property/casualty claims:
85% automobile, 10% general liability,
5% property damage.

Self-insured clients/claims: Ad-
ministration: five clients, $60 million
claims paid. Auditing: four projects
conducted.

Client mix: Administration: five
corporations.

Staff: 155 total staff members, 100 of
whom serve self-insured clients only.

Charges: Administration: per claim,
flat rate, $125-$210 Auditing: time and
expense; flat fee, $1,000-$5,000.

1985 gross revenues: $8 million total,
all from claims services.

Branch offices: New York, Boston;
Pittsburgh, Chicago, Washington, D.C.;
Dallas: Miami: Los Angeles.

Principal officers: Thomas J. San-
torelli, vp; Howard Rezak, secretary;
David J. Troy Jr., national account ex-
ecutive.

Membership: SIIA

INnservco Insurance

Services Inc.

P,O. Box 2361,1900 Derry St.,
Harrisburg, Pa. 17105,
800-441-8046/800-282-8642 in
Pennsylvania.

Parent company: Pennsylvania Na-
tional Mutual Casualty Insurance Co.

Year founded: 1980.

Services provided: 70% claims ad-
ministration; 20% adjusting; 5% audit-
ing; 5% other services, including loss
prevention and rehabilitation services.

Region served: Pennsylvania, Vir-
ginia. North Carolina, Maryland and
New Jersey.

Specialty: Property/casualty claims:
100% workers compensation.

Client mix: Administration clients

include corporations, public/govern-
ment entities and association plans. Ad-
justing clients include association plans.

Charges: Adjusting: per claim, $40-
$275; hourly, $25-$30. Auditing: hourly,
$25-$35

1985 gross revenues: Not reported.

Branch offices: 17 administrative
offices throughout region served.

Subsidiaries: Penn National Com-
munications (advertising agency).

Principal officers: John L. Long-
naker, president; Robert L. Conrad, ex-
ecutive vp; Charles Magill, vp, Marlin
T. Wilbeat, secretary; Kenneth Shaffer,
treasurer.

Membership: SIIA, Pennsylvania
Claims Assn., National Council of Self-

Insurers.

Loss Control

Management Corp.
451 Hungerford Drive, Suite 208,
Rockville, Md. 20850;
301-424-0800

Parent company: National Con-
Continued on next page
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NEW YORK: 220 EAST 42ND STREET/NY 10017/(212) 210-0133
CHICAGO: 740 RUSH STREET/IL 60611/(312) 649-5276

LOS ANGELES: 6404 WILSHIRE BOULEVARD/CA 90048/(213)651-3710
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update

EMPLOYEE BENEFITS:
COST CONTROL

issue Date: February 17

Ad Closing: February 4

Cost-conscious benefit managers
turn to Business Insurance to learn

the latest methods employers are
using to save money.

business
iNnsurance
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Cut Soaring Insurance Costs!

Must reading for Chief Executives,

MPRACTICAL
E A, EMiGuide

Executives, Financial Officers
and others who want to cut

soaring insurance costs!

Practical Self-Insurance

[ahn *er>Smih

Two financial

executives whose

corporate business careers
deeply involve them in insurance
and risk management pool their
experience to tell you how to
protect your business against
catastrophy losses and still realize
significant savings.

« Examines the pros and cons of
self-insurance from the perspec-

tive of those responsible for the
bottom line.

* Explains how to implement a
cost-effective self-insurance pro-
gram for any kind of business or
public entity.

= lllustrated with tables and

practical case examples.

To order PRACTICAL SELF-INSURANCE, enclose check or money order
for $24.95 plus $1.50 for shipping. (CA residents add 6% sales tax.)

Mail to: Risk Management Press, RO. Box 670, Dept. 1258,

Inverness, CA 94937

Name

Company

City / State / Zip

Amount enclosed

If not satisfied, you may return within 15 days for a full refund.

Continued from preceding;age
Serv

Year founded: 1963.

Services provided: 94% ela ms ad-
ministralion and adjusting; 65 other
services, including claims monitoring of
insurance 2ompanies, indeiendent ad-
justing and loss control services

Region served: Virginia, Maryland
and Washington, D.C

Specialty: Property/casualty claims:
70% workers compensation, 20% auto-
mobile, 5% general liability, 5% prop-
erty damaEe

Self-insured clients/claims: Ad-
minisrrat.m: 12 clients

Client mix. Administration and ad-
justing three corporations, nine pub-
lie/government entities

Staff: 10 total staff members, eight of
whom serve self-insured clients only

Charges Administration and adjust-
ing: fixed annual fee

1985 groas revenues: Not reported.

Principal officers: Ronald L. Kart,
president; Peter G. Baldwin, vp

Membership: SIIA, Wastington
Claims Assn

@]

NATLSCO (National Loss
Control Service Corp.)

Route 22, Kemper Center, Long
Grove, 111. 60049-0075;
312-540-2400

Parent company: Kemper G -oup

Year founded: 1968

Services provided: 81% ela ms ad-
ministration; 1% auditing 185 other
serviees, ncluding loss control services

Region served: Nationwide.

Specialty: Property/casualty claims:
69% workers compensation 15% gen-
eral liability, 11% automobile, 536 prop

For more information and your FREE copy of THE SELF-INSURER. please call or
send in the form below today.

SIIA MEMBERSHIP INFORMATION CENTER

W. Marvin Draper, Membership Director = (714) 261-2553 « P.O. Box 15466 - Sarita Ana, CA-92705

Na.me

Company

Addreaa

I want to know more about

El SIIA's educational programs

Title

TelephnnA C

City/Stat€/Zip

O The Self-Insurance Insti:ute of America

O SIIA's publications. Pleaae send me informaolon.

The Self-Insurance Institute of America is a national, nonprofit, educatic nal association umposed of leaders from
the principal entities of the self-insurance industry We are dedicated to improving the qualityand efficiency of
self-insurance plans through continuing education, increased dialogue, and involvement .n the legislative arena.

erty dannage.

Self-insured clients/claims: Ad-
ministration: 109 clients. Auditing: 25
projects conducted.

Client mix: Administration: 102 cor-
porations, four public/government en-
tities, three association plans.

Staff: 200 total staff members, none
of whom serves self-insured clients
only.

Charges: Administration: percent of
incurred claims, percent of payroll,
percent of annual premium/deposits,
per claim. Auditing: time and expense,
$55-$75.

1985 gross revenues: Not reported.

Branch offices: Administrative of-
fices in Akron, Ohio; Fairfax, Va.; and
94 branch offices of parent company.
Sales offices in North Quincy, Mass.;
North Haven, Conn.; Summit, N.J.;
New York; Syracuse, NY.; Philadel-
phia; Richmond, Va.; Charlotte, N.C.;
Atlanta, Orlando, Fla; Jackson, Miss.;
Mansfield, Ohio; Chicago; St. Louis;
Houston; Denver; Phoenix, Ariz.; Los
Angeles; San Francisco; Seattle; Edina,
Minn.

Principal officers: R.W Satterfield,
president; F.G. Minchk, G.J. Krafeisin,
A.D. Odom and D.F. Benevich, vps.

(@)

Orange Coast Acliusters

7798 Starling Drive, #306, San
Diego, Calif. 92123; 619-292-6101

Year founded: 1953.

Services provided: 10% claims ad-
ministration, 85% adjusting, 5% audit-
ing.

Region served: Southern California.

Specialty: Property/casualty claims:
50% automobile, 28% property damage,
10% workers compensation, 10% gen-
eral liability, 1% professional liability,
1% ocean marine.

Self-insured clients/claims: Ad-
ministration: six clients. Adjusting: 10

clients. Auditing: two projects con-
ducted.

Client mix: Administration: clients

include public/government entities,
union-sponsored plan. Adjusting: cli-
ents include corporations. Adjusting:
two public/government entities.

Staff: 35 total staff members, none of
whom serves self-insured clients only.

Charges: Administration: 1% of total
services billed at $29 per hour. Adjust-
ing: $29 per hour. Auditing: $40 per
hour.

1985 gross revenues: $1 million total.

Branch offices: Administrative of-
fices in Santa Ana, San Bernardino, Los
Angeles and Long Beach, Calif.

Principal officers: Robert J. Webb,
president; Lorraine Webb, vp; Kathy
P.ein, secretary/treasurer; Ed Kerner,
executive vp; Harold Hardies, consul-
tant.

Membership: National Assn. of In-
dependent Adjusters, California Assn.
of Independent Adjusters, International
Institute of Loss Adjusters.

P

Parker Services Inc.

1800 N. Point Drive, Stevens Point,
Wis. 54481; 715-346-7357

Parent company: Sentry Insurance
Cco.

Year founded: 1981

Services provided: 50% claims ad-
ministration; 10% adjusting; 40% other
services, including loss control and in-
dustrial hygiene services.

Region served: Nationwide.

Specialty: Property/casualty claims:
40% workers compensation, 30% profes-
sional liability, 20% general liability,
H2%% automobile.

Self-insured clients/claims: Ad-
ministration: 16 clients, $5 million
claims paid. Adjusting: nine clients.

Client mix: Administration: 12 cor-
porations, two public/government enti-
ties, two association plans.

Staff: 14 total staff members, addi-
tional staff provided by parent com-
pany.

Charges: Administration: percent of
incurred claims, percent of paid claims,
per claim, flat rate, time and expense.
Adjusting: hourly.

1985 gross revenues: Not reported.

Branch offices: Administrative of-
fiees in major U.S. cities.

Principal officers: William
Schwantes, president; Dave Entwistle,
vp-marketing/sales; Kent Foster, vp-
environmental health division; Tom
Hein, vp-services.

-

Risk Management
Service Co.

7929 Brookriver Drive, Suite 770,

Dallas, Texas 75247;
214-630-3730.

Parent company: Lindsey & New-

Year founded: 1973.

Services provided: 75% claims ad-
ministration; 15% adjusting; 5% audit-
ing; 5% other services, including risk
management consulting.

Region served: Nationwide.

Specialty: Property/casualty claims:
60% workers compensation; 15% gen-
eral liability; 10% automobile; 2% prop-
erty damage; 2% professional liability;
1% inland marine; 10% miscellaneous,
including U.S. longshoremen's and har-
bor workers' compensation, Jones Act,
petroleum and aviation business.

Self-insured clients/claims: Ad-
ministration: 150 clients. Adjusting: 200
clients. Auditing: 20 projects conducted.

Client mix: 50 corporations, 105 pub-
lie/government entities, 20 association
plans.

Staff: 450 employees, 150 of whom
serve self-insured clients only.

Charges: Percent of incurred claims,
4%-10%; percent of paid claims, 4%-10%;
percent of annual premium/deposits,
3%-8%; per claim (flat rate), $25-$500;
retrospective adjustment.

1985 gross revenues: Not reported.

Locations: Administrative offices in
Tyler and Houston, Texas; 450 claims
offices.

Principal officers: Robert Irwin,
president; Terry Grant, vp; Andrew
Cmiel, director; James Jackson, claim
manager.

Membership: SIIA, National Assn. of
Independent Insurance Adjusters.

S

Seldnsurers Service Inc.

10 S. Riverside Plaza, Chicago, 111.
60606; 312-559-2300

Parent company: Combined Inter-
national Corp.

Year founded: 1956

Services provided: Services include
claims administration, adjusting and
auditing.

Region served: Nationwide.

Specialty: Property / casualty claims:
93% workers compensation, 2% general
liability, 2% automobile, 1% property
damage, 1% professional liability, 1%
disability.

Self-insured clients/claims: Ad-
ministration: 105 clients, $47 million
claims paid. Adjusting: one client; types
of claims include workers compensa-
tion, general liability, auto liability. Au-
diting: six projects conducted.

Client mix: Administration: clients
include corporations, public/govern-
ment entities, association plans. Audit-
ing: one corporation.

Staff: 80 total staff members, all of
whom serve self-insured clients only.

Charges: Administration: percent of
incurred claims, 7%b; percent of paid
claims, 9%; percent of payroll, 2%; per-
cent of premium, 8%-9%; per claim,
110%-200%; time and expense, $40-$70
per hour.

1985 gross revenues: Not reported.

Branch offices: Administrative of-
fiees in Atlanta; Kansas City, Kan.; Las
Vegas, Nev.; Los Angeles; New York;
Toledo, Ohio; Santa Clara, Calif.; Reno,
Nev. Sales offices in 44 locations
throughout the U.S.

Subsidiaries: SIX Services Inc., Ne-
vada.

Principal officers: Ralph M. Wilson,
president/chief executive officer; Her-
bert J. Carlson, executive vp-adminis-
tration; Steven H. Pahl, vp-marketing;
William Vit, vp-claims management;
Kenneth M. Wzorek, vp-loss control.

Membership: Casualty Adjusters
Assn.

Southern Risk

Services Inc.

P.O. Box 10265, Birmingham, Ala.
35202; 205-252-9870

Parent company: MeGiriff, Seibels &

Williams Inc.

Year founded: 1966

Services provided: 90% claims ad-
ministration; 10% other services, in-
cluding loss control services.

Region served: Southeast.

Specialty: Property/casualty claims:
75% workers compensation, 10% gen-
eral liability, 10% automobile, 5% prop-
erty darnage.
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Self-insured clients/claims: Ad-
ministration: 29 clients; $8 miillion
claims paid.

Client mix: Administration: 19 cor-
porations, seven public/government
entities, three association plans.

Staff: 37 total staff members, all of
whom serve self-insured clients only.

Charges: Administration: percent of
premium, 4%-8%.

1985 gross revenues: $1.3 million
total, all from claims services.

Principal officers: Lional B. Feem-
ster, president/treasurer; John Nixon,
vp/secretary.

Membership: SPBA.

1 U

Underwriters
Adjusting Co.

15 Corporate Place S., Piscataway,
N.J. 08854; 201-981-8200

Parent company: The Continental
Corp.

Year founded: 1918.

Services provided: 50% claims ad-
ministration, 45% adjusting, 5% audit-
ing.

Region served: Nationwide.

Specialty: Property/casualty claims:
25% workers compensation, 20% gen-
eral liability, 20% automobile, 12% prop-
erty damage, 8% professional liability,
5% bonds, 5% rehabilitation, 4% inland
marine, 1% ocean marine.

Self-insured clients/claims: Ad-
ministration: 550 clients, $190 million
claims paid. Adjusting: 500 clients, types
of claims include workers compensa-
tion, general liability, automobile liabil-
ity.

Staff: 3,500 total staff members.

Charges: Administration: flat rate,
time and expense, percent of paid
claims, percent of incurred claims, per-
cent of payroll. Adjusting and auditing:
time and expense, flat rate.

1985 gross revenues: $170 million
total, all from claims services.

Branch offices: 180 administration
and sales offices nationwide.

Subsidiaries: United States Protec-
tion and Indemnity Agency Inc. (claims
services).

Principal officers: R.A. Simon,
chairman; D.K. Stone, executive vp;
R.F. Mastroberti and C.L. Gabbert, se
nior vps; W.F. Bergs, vp.

United Self Insured
Services

5728 Major Blvd., Suite 212,
Orlando, Fla.; 305-352-0374

Parent company: Brown & Brown
Inc.

Year founded: 1982

Services provided: 25% claims ad-
ministration, 25% adjusting, 25% audit-
ing, 25% other services.

Region served: Florida.

Specialty: Property/casualty claims:
75% workers compensation, 8.34% gen-
eral liability, 8.33% automobile, 8.33%
property damage.

Self-insured clients/claims: Ad-
ministration: 10 clients, $5 million
claims paid.

Client mix: Administration: eight
corporations, one public/government
entity, one multiemployer plan.

Staff: 28 total staff members, all of
whom serve self-insured clients only.

Charges: Administration: percent of
premium. Adjusting: included in ad-
ministration charges. Auditing: flat
hourly rate.

1985 gross revenues: $2.5 million
total, $1.9 million* from claims services.

Subsidiaries: American Eagle Insur-
ance Services, Orlando, Fla. (claims ser-
vices).

Principal officers: Hyatt Brown,
president; Kenneth E. Hill and Richard
Valdez, executive vps; Jim Henderson,

vp-finance.
*Bl estimate.

1 W

Carl Warren & Co.

320 Arden Ave., Glendale, Calif.
91203 or Box 116, Glendale, Calif.
91209; 213-245-0800

Year founded: 1944.

Services provided: 60% claims ad-
ministration, 40% adjusting.

Region served: Nationwide.

Specialty: Property/casualty claims:
85% general liability, 15% automobile.

Self-insured clients/claims: Ad-
ministration: 200 clients.

Client mix: Administration: 50 cor-
porations, 150 public/government enti-
ties.

Staff: 130 total staff members, 80 of

whom serve self-insured clients only.
Charges: Administration: time and
expense, $28-$30 per hour. Adjusting:
time and expense, $28-$30 per hour.
1985 gross revenues: $9 million total,
all from claims services.
Branch offices: Administrative of-
fices throughout Southern California.
Principal officers: Howard Hitch-
cock, chairman; Jack Walker, secre-
tary/treasurer/co-chairman; Bill Blair,
president; Roy George, vp; Eric Fors-
berg, co-chairman.

Scott Wetzel

Services Inc.

500 Pacific Ave., Suite 700,
Bremerton, Wash. 98310;
206-479-0200

Parent company: The Home Group
Inc.

Year founded: 1941.

Services provided: 81% claims ad-
ministration; 5% adjusting; 1% auditing;
13% other services, including engi-
neering loss control and data pro-
cessing.

Region served: Nationwide.

Specialty: Property/casualty claims:
70% workers compensation, 18% gen-
eral liability, 10% automobile, 2% pro-
fessional liability.
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Self-insured clients/claims: Ad-
ministration: 417 clients, $373.3 million
claims paid. Adjusting: 39 clients. Au-
diting: seven projects conducted.

Client mix: Administration: 384 cor-
porations, 27 public/government enti-
ties, six association plans.

Staff: 439 total staff members all of
whom serve self-insured clients only.

Charges:: Administration: percent of
incurred claims, 9%-12%; percent of
paid claims: percent of annual deposit;
flat rate. Adjusting: percent of incurred
claims, 9%-12%; percent of paid claims;
flat rate: time and expense. Auditing:
time and expense, $45-$95 per hour plus
expenses.

1985 gross revenues: Not reported.

Branch offices: Administrative of-
fices in Los Angeles; Concord, Calif.;
Chicago; Salt Lake City; Tampa, Fla.;
Houston; Dallas; Philadelphia; New
York. Sales offices in 26 locations na-
tionwide.

Principal officers: M.A. Soltau,
president; R.B. Spratt, executive vp;
T.R. Neal, executive vp-finance; K.C.
Rosser and L.W. Edwards, senior vp.

Membership: SIIA, National Assn. of

Safety & Claims Organizations, Califor-
nia Self-Insurers Assn.

The Wrong

Medical

Decision
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WwWorker

Flat On His

Back For

Life

North Carolina
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R O. Box 6614, Richmond, Virginia 23230
(804) 289-0686, WATS: 1-800-368-3013

Locations

Florida Georgia Ilinois Indiana
Maryland Mississippi Missouri

Pennsylvania South Carolina

Virginia West Virginia  Wisconsin
Supervisory Company

North American Claims Management Co.
RO. Box 6614, Richmond, Virginia 23230
(804) 289-0695, WATS: 1-800-368-3013
Telex: 827484, FACS: (804) 282-9723

National Claims Service
The Independent With The Company Approach
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The Wrong

Settlement
Decision
Could
Leave Him
Flat

Broke

In Less
Than Five

Years

But, choosing the right structured settlement company benefits

everyone involved. With innovations like our exclusive Settlement Trust to handle all

of a claimant's special needs, we bring a wide array of negotiating tools to the table

Working solely on behalf o? the defense, we are also dedicated to providing the

claimant with the best possibje plan.

From the moment you contact us, each member of our firm participates

in evaluating your specific requirements. Put our professional team of expert

negotiators, product specialists and administrators to work for you, free of charge

Wherever you are in the nation or the world, our centralized location allows fast

easy, personal smvice. Your decision should be The Mangelsdorf Companies.
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TH E MANGELSDORF COM PAN | ES

8340 Meadow Road Dallas, Texas 75231

CALL OR WRITE FOR MORE INFORMATION
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You provide health insurance, and the policy

is a good one. But do you provide health
information?

Now complete your health insurance package
with SHAPE, the readable, economical, award-
winning newsletter that gives employees
health facts they can use month after month.
SHAPE offers advice from the experts on
nutrition, exercise, stress management and
and it's all surprisingly practical.

more

Add SHAPE to your health care package
and discover the missing link! The result will
be increased productivity, greater job satis-
faction, and lower claims costs.

For free copies of the latest SHAPE newsletteys,
write today to:
SHAPE
320 N.E. 97th St.
Seattle, WA 98115 (206) 522-0571
Call toll free: 1-800-426-6404
In Washington State: 1-800-321-2814

TAKE CONTROL!

Property/casualty, benefit
claims specialists

a

AMSERCO (Ame,ican
Mutual Corp.)

Quannapowitt Parkwav, Wakefield,
Mass. 01880; 617-245-6000

Parent company: American Mutual
Liability Insurance Co.

Year founded: 1971.

Services provided: 99% claims ad-
ministration, 1% auditing.

Region served: Nationwide.

Specialty: Both property/casualty
and employee benefits/group insur-
ance: 70% workers compensation, 20%
health insurance, 5% general liability,
5% automobile.

Self-insured clients/claims: Ad-
ministration: 21 clients, $26.5 million
claims paid. Auditing: twc projects con-
ducted.

Client mix: Administration: 18 cor-
porations, one public/government en-
tity, two multiemployer plans.

Charges: Administration: percent of
payroll. Auditing: time and expense.

1985 gross revenues: Not reported.

Branch offices: 12 administrative
offices and 63 sales offices nationwide.

Principal officers: Carl M. De-
Franco, vp.

Membership: SIIA.

Adjustco Inc.

220 White Plains Road, Tarrytown,
N.Y. 10591; 914-332-4747

Parent company: Frank B. Hall &
Co. Inc.

Year founded: 1981.

Services provided: 6236 claims ad-
ministration; 22% adjusting; 3% audit-
ing; 13% other services, including litiga-
tion management, rehabilitation, hospi-
tal bill audits and other health care cost
control services, risk management in-
formation systems.

Region served: Nationwide.

Specialty: Both property/casualty
and employee benefits/group insur-
ance: 49% workers compensation, 25%
health insurance, 12% general liability,
8% disability, 2% automobile, 2% prop-
erty damage, 1% inland marine, 0.5%
professional liability, 0.5% life.

Selfansured clients/claims: Adminis-
tration: 12,663 clients; $302.4 million
claims paid. Adjusting: 55 clients; rypes
of claims include general liability, auto-
mobile, workers compensation and
property damage. Auditing: 41 projects
conducted.

Client mix: Administration: Clients
include corporations, public/govern-
ment entities, multiemployer plans,
union-sponsored plans, association
plans. Adjusting: 42 corporations, 13
public/government entities.

Staff: 1,100 total staff members, 880
of whom serve self-insured el:ents
only.

Charges: Administration: percent of
annual premium/deposits, percent of
incurred claims, percent of paid claims,
time and expense. Adjusting: time and
expense, percent of incurred claims,
percent of paid claims, percent of pay-
roll. Auditing: time and expense, per-
cent of incurred claims, percent of paid
claims, percent of payroll.

1985 gross revenues:. $52.1 million
total, $45.3 million from claims services.

Branch offices: 89 sales and admin-
istration offices nationwide.

Principal officers: Thomas V. Hal-
lett, chairman/president/chief execu-
live officer; leonard E. Churnetski,
Forest |I. Hughes, Robert W. Lowry and
Terence J. C)'Hara, senior vps.

Membership: SIIA.

Alexsis Inc.

41000 W. Seven Mile Road,

Northville, Mich. 48167;
313-348-2202

Parent company: Alexander &
Alexander Services Inc.

Year founded: 1932.

Services provided: 70% claims ac-
ministration; 5% auditing; 25% other
services, including loss control and al-
ternative funding.

Region served: Nationwide.

Specialty: Both property/casualty
and employee benefits/group insur-
ance: 75% workers compensation, 10%
general liability, 9% automobile, 5%
professional liability, 1% health insur-

ance.

Self-insured clients/claims: Ad-
ministration: 1,500 clients, $472 million
claims paid.

COMBAT RISING HEALTH CARE COST THROUGH AUTOMATION

S.W. MEDICAL DATA SYSTEMS, INC. Brings You The Future... TODAY! Updating Constantly to Keep You There!

COMPLETE, MATURE, FLEXIBLE and NATIONALLY INSTALLED software products for totally
AUTOMATIC health care services administration:

O Medical, Dental, Vision Claims
O PPO's, IPA's, HMO's

e Multiple Employer Trusts

O Third Party Administrators

O Insurance Companies - NMedical

Management System

Managing Health Care Cost Through Information

S.W. Medical Data Systems, Inc.
302 West Carrillo Street

Santa Barbara, Calif. 93101
(805) 963-5959

/69
INCORPORATED

The Complete Solution

Name:

Organization:

Address:

City:

State:

Phone:

O Self Insured Organizations = Premium Billing
O Hospital and Medical Clinics
- Marketing Support System « Custom Reporting

* Pre-Admission and Second Opinion « Cost Containment Reporting
—linic/7oOoOffice = Forecasting/Modeling

e Trust Accounting »

Zip:

Mail to: SWMD, 302 W. Carrillo St., Santa Barbara, CA 93101

81/86 1

listed

Client mix: Administration: clients in-

clude corporations, public/government
entities, association plans.

Staff: 670 total staff members, all of
whom serve self-insured clients only.

Charges: Administration: varies.

1985 gross revenues: $38.6 million
total, $36 million from claims services.

Branch offices: 41 administrative
and 37 sales offices nationwide.

Subsidiaries: Corporate Service Inc.,
Claim Co., Summit Consulting Inc.
(claims services).

Principal officers: John A. Ma-
lasky, national director; Joseph Giam-
petro, Ernest C. Fackler 11l and Michael
J. Verlinden, executive vps; Tom Pet-
coff, president-Summit Consulting Inc.

b

Babb Inc.

850 Ridge Ave., Pittsburgh, Pa.
15212; 412-237-2115

Year founded: 1929

Services provided: 20% claims ad-
ministration, 80% other services.

Region served: Nationwide.

Specialty: Both property/casualty
and employee benefits/group insur-
ance: 85% health insurance, 15% disabil-
ity.

Self-insured clients/claims: Ad-
ministration: 100 clients, $5.5 million
claims paid.

Client mix: Administration: 100 cor-
porations. Health plans: 20,000 employ-
ees covered, 42,000 dependents covered.

Staff: 80 total staff members, 25 of
whom serve self-insured clients only.

Charges: Administration: fee based
upon benefits provided in plan.

1985 gross revenues: $4 million total,
$800,000 from claims services.

Branch offices: Sales office in
Wayne, Pa.

Subsidiaries: Providing claims ser-
vices: Babb Health Care Administration
Services Inc. Providing other services:
Higham Whitridge Inc., special risk in-

Principal officers: Ronald B. Li-
vingston, chairman/president; William
M. Steele, vice chairman; Chester Sand-
erson, treasurer.

Membership: SIIA, National Qic-
Claim Assn. of Independent Health
Care Plan Administrators.

BeneChek Inc.

1301 York Road, Suite 808,

Lutherville, Md. 21093;
301-321-6294

Year founded: 1984.

Services provided: 75% claims ad-
ministration, 25% adjusting.

Region served: Nationwide.

Specialty: Both property/casualty
and employee benefits/group insur-
ance: 50% workers compensation, 40%
health insurance, 2.5% general liability,
2.5% automobile, 2.5% property damage,
2.5% professional liability.

Self-insured clients/claims: Ad-
ministration: 63 clients, $5 million
claims paid. Adjusting: 10 clients; claims
adjusted include workers compensa-
tion, medical.

Client mix: Administration: clients
include corporations. Adjusting: 10
multiemployer plans.

Staff: Six total staff members, all
serving self-insured clients only.

Charges: Administration: per em-
ployee per month, $4-$7. Adjusting: an-
nual contract basis.

1985 gross revenues: $300,000 total,
all from claims services.

Principal officers: Richard B.
Asher, president; John Magress,
vp/director-operations; Calvin Kreigh,
secretary/treasurer; Richard C. Goff,
chairman.

Membership: National QicClaim

Assn. of Independent Health Care Plan
Administrators.

Brown & Brown Inc.

126 Volusia Ave., P.O. Drawer

1712, Davtona Beach, Fla. 32015;
904-252-9601

Year founded: 1939

Services provided: 20% claims ad-
ministration; 80% other services, in-
cluding benefits consulting, prop-
erty/casualty consulting, HMO man-
agement.

Region served: Nationwide.

Continued on facing page
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Specialty: Both property/casualty
and employee benefits/group insur-
ance: 64% workers compensation, 34%
health insurance, 2% disability.

Self-insured clients/claims: Ad-
ministration: 11 clients, $29.3 million
claims paid.

Client mix: Administration: seven
corporations, one public/government
entity, three multiemployer plans.

Staff: 300 total staff members, 35 of
whom serve self-insured clients only.

Charges: Administration: per em-
ployee, per claim.

1985 gross revenues: $18 million
total, $3.5 million from claims activities.

Branch offices: Administrative and
sales office in Orlando, Fla. Additional
sales offices in Tampa, Miami, West
Palm Beach, Fort Myers and Jackson-
ville, Fla.

Principal officers: J. Hyatt Brown,
president; Kenneth E. Hill, executive
vp; Edward G. Brewer and Robert
Thomas m, senior vps; Jim W. Hender-
son, vp/chief financial officer.

e

Creative Risk
Management Corp.

34820 Harper Ave., Mount
Clemens, Mich. 48043;
313-792-6355

Year founded: 1971.

Services provided: 65% claims ad-
ministration, adjusting and auditing;
35% other services, including safety en-
gineering and insurance placement.

Region served: Nationwide.

Specialty: Both property/casualty
and employee benefits/group insur-
ance: 52% workers compensation, 20%
health insurance, 18% general liability,
6% automobile, 2.5% property damage,
1.5% inland marine.

Self-insured clients/claims: Ad-
ministration and adjusting: 110 clients;
$31.3 million claims paid. Auditing: 12
projects conducted.

Client mix: Administration and ad-
justing: clients include corporations,
public/government entities, association
plans. Auditing: nine corporations,
three public/government entities.

Staff: 71 total staff members, 62 of
whom serve self-insured clients only.

Charges: Administration: percent of
annual premium or payroll, per cov-
ered employee. Adjusting: per claim,
time and expense. Auditing: time and
expense.

1985 gross revenues: Not reported.

Branch offices: Administrative of-
fice in Columbus, Ohio.

Principal officers: James W. Duff,
president; W.T. Platt and Thomas D.
Mather, senior vps; Lisabeth S. Vernier,
vp; Dennis G. Clark, controller.

Membership: SIIA, Self Funding In-
stitute of Michigan.

a1 O

Emett & Chandler
Self-Insurance
Services Inc.

17870 Sky Park Circle, Irvine, Calif.
92714, 714-261-1900

Parent company: Emett & Chandler
Cos. Inc.

Year founded: 1933.

Services provided: 79% claims ad-
ministration; 1% adjusting; 20% other
services, including computer and safety
services.

Region served: Nationwide.

Specialty: Both property/casualty
and employee benefits/group insur-
ance: 75% workers compensation, 17%
health insurance, 4% general liability,
2% automobile, 1.5% property damage,
0.5% professional liability.

Self-insured clients/claims: Ad-
ministration: 578 clients, $119 million
claims paid. Adjusting: 200 clients; types
of claims include workers compensa-
tion and liability.

Client mix: Administration: 495 cor-
porations, 77 public/government enti-
ties, six multiemployer plans.

Staff: 195 total staff members, 180 of
whom serve self-insured clients only.

Charges: Administration: flat fee.
Adjusting: $36 per hour.

1985 gross revenues: Not reported.

Branch offices: Administrative and
sales office in New York. Additional
administrative offices in San Diego,
Union City and Bakersfield, Calif.; Buf-
falo and Syracuse, N.Y.; Des Plaines,
1ll.; Pittsburgh; Milwaukee; Troy, Mich.

Subsidiaries: Laverack & Haines
Inc. (claims services); Diversified Ad-
justment Services (claims adjusting);
Kautz Illinois Brokers Inc.

Principal officers: Michael L. Po-

land, president; William F. Poland, ex-
ecutive vp; Dan W. Huggins, president-
Midwest region; Ronnie A. Kessler, se-
nior vp; Donald D. Rae, vp.

Membership: SIIA, California Ad-
ministrative Service Organization, Na-
tional Assn. of Safety & Claims Organi-
zations, New York State Self-Insurers
Assn.

Employee Benefit Claims
Inc./Employee Benefit
Administration Co.

6950 Wayzata Blvd., Minneapolis,
Minn. 55426; 612-546-4353

Year founded: 1974.

Services provided: 91% claims ad-
ministration, 2% adjusting, 7% auditing.

Region served: Nationwide service
provided by Employee Benefit Claims
INnc.; service in Minnesota and Okla-
homa provided by Employee Benefit
Administration Co.

Specialty: Both property/casualty
and employee benefits/group insur-
ance: 91% health insurance, 9% workers

compensation.
Self-insured clients/claims: Ad-

ministration: more than 2,300 clients;
Continued on net page
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Continued from preceding page
$350 miillion claims paid Adjusting ance mass-marketing)
four clients, types of claims tnclude
health, workers compensation

Client mix: Administration 800 cor- ident, Michael Bedessem, controller,
porations, 1,500 public/government en- Henry Helgen, general counsel,
tities, 13 multiemployer plans, four Thomas Toussaint, chief underwriter

Taft-Hartley plans, 10 union-sponsored Employee Benefit Administration Co fice in Springfield, Pa

plans, 28 association plans Health Ernest Kallgren, president, Ron Hol-

plans 470,000 total employees covered, bach, claims manager, John Bedessem, president, Larry Thompson, vp

330,000 dependents covered
Staff: 430 total staff members, all of
whom serve self-insured clients only
Charges: Administration percent of
paid claims, 3%-5%, per capita, time and I
expense Adjusting percent of paid —
claims, time and expense, senior field
adjuster, $50/hour Auditing flat fee,
percent of paid claims
1985 gross revenues: $28 million
total, $26 million from claims services
Branch offices: Sales and admints-

secretary/treasurer
Membership: SPBA

FCS Administrators Inc.

2400 Baseline Road, P.O. Box 308,

Grand Island, N Y. 14072,

716-773-1142

Year founded: 1984

tration offices in Chicago, Cleveland, Services provided: 100% claims ad-

Pittsburgh and Erie, Pa, Miami and ministration

Orlando, Fla, Oklahoma City and Region served: Northeast

Tulsa, Okla, Dallas, Austin, El Paso Specialty: Both property/casualty

and Houston, Texas, Phoenix, Ariz,Los and employee benefits/group insur-

Angeles, San Francisco, Fresno and ance 54% health insurance, 46% work-

Costa Mesa, Calif, Spokane and Seattle, ers compensation

Wash, Billings, Mont, Sioux Falls, S D Self-insured clients/claims: Ad-
Subsidiaries: Providing claims ser- ministration' 36 clients, $114 million

vices Employee Benefit Plans of Okla- claim paid

homa, Tulsa, Equitable Benefit Plans of Client mix: Administration 26 cor-

Florida Inc, Miami, Employee Benefit porations, nine public/government en-

Administration Co, Minneapolis, Equi- titles, one association plan Health

table Benefit Insurance Services Inc, plans 8,100 employees covered, 18,600

Calif Providing other services Ridge- dependents covered

dale Surgery Center, Minneapohs (free- Staff: 21 total staff members, all of

standing surgical center), United whom serve self-insured clients only

THE MAXON CONMPANY

EMPLOYEE BENEFITS SPECIALIST

EXPERTS IN DESIGNING
DEVELOPING AND
IMPLEMENTING ALL PHASES

1 OF EMPLOYEE BENEFIT

ADMINISTRATION

1/ lusiggion
10 ‘v r. "It lili .
I True Group / Association Group

| Insured & Self Insured Plans
- Cost Containment Programs
| Full Computer Capabilltles

76 N BWAY IRVINGTON N Y

591-7111

1116

>0 700
_aoo 7 30 700

fit Claims Inc Richard J Dunlap, pres- pensation claims

all from claims services

ployee for health claims, percent of Ark, Wichita, Kan, Salt Lake City,

Risk Services Inc, Minneapohs (insur- Charges: Administration per em- York Philadelphia, Dallas, Little Rock, ministration- five clients

Client mix: Administration three

Principal officers: Employee Bene- standard premium for workers com- Los Angeles, Boston, Orlando, Fla, corporations, two public/government
Seattle, Houston, Richmond, Va,At- entities Health plans 1,840 employees

1985 gross revenues: $660,000 total, lanta, San Francisco, Dallas, Chicago, covered, 2,760 dependents covered

London
Branch offices: Administrative of- Subsidiaries:

Management Services,
Principal officers: Hollis E Boss, tions Bureau Inc, Intermodal Marine
Membership: SPBA vices)

Principal officers: G Cantley,

chairman, J P Holloway, president, Bend,

g R F Roland, W Schellinger and H W
- Scholl,

GAS Business VP

Services Inc.

Oallaghe, Bassett

Services Inc.

Linder, Plaza, 9 Campus Drive,

Pars,ppany, N.J 07054-4476,
201-993-3400

60 Gould Center, Rolling Meadows,
111 60008, 312-640-8555

Parent company: SGS North
America Inc

Year founded: 1885

Parent company: Arthur J Gal-
lagher & Co
Year founded: 1962

Services provided: 86% claims ad-

Services provided: 91 5% claims ad-
ministration, 7 5% adjusting, 1% audit-
1ng ministration, 1% auditing, 13% other

Region served: Nationwide services, such as loss control, manage-

Specialty: Both property/casualty ment information and property ap-
claims and employee benefits/group in. pralsals
surance 51% workers compensation, egion served: Nationwide
38% general liability, 4% health insur- Specialty: Both property/casualty
ance, 7% miscellaneous, includin and employee benefits/group insur-

Staff: Three total staff members, all

ITS Inc , Resource of whom serve self-insured clients
INS Investiga- only

Charges: Administration monthly

Surveys Ltd of Canada (claims ser- $10,500 flat fee

1985 gross revenues: $125,000 total
Branch offices: Sales office in South
Ind.

Principal officers: ElImer F Layden

senior vps, A Peters, assistant Jr, president, Delores Layden, vp;

Lauretta Meldahl, secretary/treausrer
Membership: National Qicelaim

Assn of Independent Health Care Plan
Administrators

Hewitt, Coleman &
Associates Inc.

P O Box 3665, Greenville, S C
29608; 803-242-4350

Parent company: KMI/Continental
Inc

Year founded: 1923
Services provided: 65% claims ad-

property damage, professiona al lia Ilablllty ance 37% workers compensatlon 34% ministration, 35%,ather services, in:

and marine health insurance, 16% general liabil |ty

oss ¢control services, insurance

Self-insured clients/claims: Ad- 7% property damage, 4% automobile, 1% commlssmns accounting services for

ministration 1,127 clients, $524 million pro essmnal liability, 1% dlsablllty
claims paid Adjusting 150 clients, types f-insured Efients/claims:
of claims include, \ﬁ BF

tion and general habi

prjects conducted
Client mix: Administration 958 c

\udlting 18'c c\ré'fcﬁt{g tb%{}dls E\hal{?nnéss&sp?r%fgcts con- Sgemal;gyee thproperty/

Reglon served: Southeast and Okla-

y/casualty

emp uap INsur

Cllent mix: Administration 289 cor* ance 74% workers compensation, 25%

porations, 62 public/government enti- Porations, 238 public/government enti- health insurance, 1% general liahility

ties, 107 association plans Adjusting ties, 24 assomatlon plans
clients include corporations, : 582 total staff members, all of
public, government enti:ies Auditing whom serve self-insured clients only
six corporations, five public/govern- Charges: Administration per claim,
ment entittes
Staff: 4,330 total staff members
Charges: Administration and adjust. mlum Audltlng time and expense, per
ing percent of incurred claims, fee per project
claim, percent of premium, time and 985 gross revenues: $25 6 million
expense, flat fee Auditing bid per total, $22 3 million from claims services
specification, time and expense Branch offices: 66 administration
1985 gross revenues: $200 million offices and 15 sales offices nationwide
total, all from claims services Prmmpal officers: Robert E Gal-
ranch offices: 650 dmlﬁlstratlve Iagvh (fhleg executive officer; John P
offices nationwide Sales iffices in Ne L alla

dent-Gallagher Bassett Services Inc,

James W Durkin, vp-employee bene-

fits

er, executive vp, J Patric
al agher vp, John G Campbell, prem- Miss, IOk

ministration 90 clients, $45 million
claims paid
Client mix: Administration 55 cor-

$45 to $250, per employee, time and ex- Porations, 15 public/government enti-
pense, $25-$85 / hour, percent of pre- ties, 20 association é)tlans

145 total staff members, all as-
signed to self-insured clients only
Charges: Administration percent of

i 0, %%
pren]:ll_gg% é?c{SSGrevenues $6 million total,

$39 million from claims services
Branch offices: Administrative and

ales offices in Richmond, Va, Rakelg
NC, Orlando, Fla, Atlanta, Jackson’

||gglotl;nf9cer¥ James G Lane,

E)Ne5|dent E J Kaminski, senior vp,
illiam T Whitley Jr, Ronald K

Membership: SPBA, SIIA, National Bridges and Fred M Misenhelmer Jr,

Counsel of Self-Insureds

Gates, McDonald & Co.

P O Box 1944,1 Nationwide Plaza,
Columbus, Ohio 43216;
614-249-7211/800-848-0317

Mondayl
April

600 1986 Parent company: Nationwide Insur-
ance Co
630 830 800 ’ Year founded: 1929
900 9200 ° Services provided: 100% claims ad-
930 930 e 830 13-1-&*u-,-la-,sot ministration, adjusting and auditing
o000 to 00 ° 900 S /A-——*-——fif———11 dhel=:rivv Region served: Nationwide
10 30 1030 1000 930 Specialty: Both property/casualty
1,00 1.00 10 10 OK) 900

“30

1130 A~ a1 s 1030 25 /1

_A--= ——-Ims>»>J,

" 00 60 IEO).£..Li"..9

vps
Membership: National Assn of
Safety & Claims Organizations

Heyenrath & Associates
1142 Manhattan Ave, Suite C.P.
240, Manhattan Beach, Calif.
90266, 213-546-1108

Year founded: 1980

Services provided: 100% claims au-
diting

Region served: Nationwide

Specialty: Both property/casualty

and employee benefits/group insur. and employee benefits/group insur-

ance 51% unemployment claims/tax ance 60% workers compensation, 20%
management, 46% workers cornpensa- general liability, 10% automobile, 5%

property damage, 5% health insurance
Self-insured clients/claims: Audit-

ing 15 PrO]eCtS conducted

nt mix: Auditing clients include

Client mix: Admmistration more corporations, public/government enti-
than 724 corporations, 110 public/gov- ties, multlemployer plans

tion, 3% health insurance
to 1200 1130 20 Self-insured clients/claims: Ad-
= N 100 1200 200 15— —— mmistration more than 850 clients,
2 = 130 100 230 CZZP¥-554&1 7 Al#*L ———- $140 million claims paid
2 2 200 130 =
2 3 230 200 330 -
230 150 ernment entities, 16 association plans
=00 Staff: 670 total staff members, 200 of
° - =30 430 =OO P LAZ oo whom serve self-insured clients only
° 400 4,0 500 Charges: Administration per claim
s aso - 25 _*r-—-O09XJP rju Adjusting included in administration

s00

Inok what

we're packing for Toronto!

More Employee Benefits sessions than

ever beforel!

Attending this year's RIMS an opportunity to visit the 24TH ANNUAL
conference could make you Employee Benefits Exhibits RISK MANAGEMENT AND
making up a large percent EMPLOYEE BENEFITS

one of your company's

charges Auditing time and expense
1985 gross revenues: Not reported

Three total staff members
Charges: Auditing per hour, $50-
$100, fixed price per project
1985 gross revenues: Not reported
Branch offices: Administrative of-
fice in Spokane, Wash
Principal officers: Leo Heyenrath,

Branch offices: 45 offices nation- senior partner

wide

Principal officers: 3 A Gulick, Homeland

Bresment R H Hoyt, vp-marketing, Industrial Corp.

M Palmer, vp-workers compensa-
tion, D J Sternisha, vp-unemployment
compensation, W B Shelton, vp-fi-
nance/treasurer, Homer Beard, vp-ad-

ministrative services

claims organizations

Group Employee Benefits
Administrator
1801 E. Columbus Drive,PO Box

3216, East Chicago, Ind 46312,
219-397-6980/312-734-1806

major employee benefits of the 24th Annual RIMS CONFERENCE
Because you'll come home Trade Show APRIL 13-18, 1986 Year founded: 1985
with proven health care TORONTO Services provided: 90% claims ad-
- ) When it comes to employee ministration, 10% other services
cost containment strategies, . . ’ ’
) . benefits, no conference R cluding stop-loss coverage
the newest ideas on flexible Risk and

. compares with our cover-
benefits, and the latest

. . age So make your reserva-
word on claims analysis .
tion for Toronto, pronto
You'll have had hands-on Call RIMS today
experience with the latest

computer software And,

*

Region served: Indiana, Illinois,

Societ*InG
205 East 42nd Street

New Jersey
Specialty: Both property/casualty

ance 75% health insurance, 15% work-

ers compensation, 10% disability
Self-insured clients/claims: Ad-

New York, NY 10017

(212) 286-9292

100 Homeland Court, P O. Box
5969, San Jose, Callif. 95150,
408-293-9000

Parent company: Homeland Inter-

Membership: SIIA, various state national Corp

Year founded: 1980

Services provided: 60% claims ad-
ministration, 40% other services

Region served: West and Southwest

Specialty: Both property/casualty
and employee benefits/group insur-
ance 75% workers compensation, 15%
automobile, 5% general liability, 5%
property damage

Self-insured clients/claims: Ad-

in- ministration 15 clients, $75 million

claims paid
Client mix: Administration nine

Minnesota, Mississippi, Penr.sylvania, corporations, six public/government

entities

Staff: 93 total staff members, 15 of

and employee benefits/group insur- whom serve self-insured clients only

Charges: Administration flat fee
1985 gross revenues: Not reported
Continued on facing page



Continued from facing page

Branch offices: Administrative and
sales offices in Sacramento, Calif. Addi-
tional sales office in Orange County,
Calif.

Principal officers: David S. Wil-
liams, president; Michael G. Herberger,
executive vp.

Membership: California Self-Insur-
ers Assn., California Administrative
Service Organization.

1 A

James Benefits/Fred S.
James & Co. Inc

2614 South, 1935 West, Salt Lake
City, Utah 84119; 801-973-7300/
1285 Ave. of the Americas, New
York, N.Y. 10019; 212-333-8900

Parent company: Sedgwick Group
P.L.C.

Year founded: 1858

Services provided: Include claims
administration, auditing and other ser-
vices.

Region served: Nationwide.

Specialty: Both property/casualty
and employee benefits/group insur-
ance: 81.7% health insurance, 9.2%
workers compensation, 3.6% flex com-
pensation, 2.7% disability, 1.8% pen-
sions, 0.7% general liability, 0.3% auto-
mobile.

Self-insured clients/claims: Ad-
ministration: 2,900 clients, $780 milfion
claims paid. Auditing: 45 projects con-
ducted.

Client mix: Administration: 2,495
corporations, 300 public/government
entities, 15 Taft-Hartley plans, 70 asso-
ciation plans. Health plans: 1.3 million
employees covered, 2.4 million depen-
dents covered.

Staff: 1,553 total staff members, 1,023
of whom serve self-insured clients
only.

Charges: Administration: per cov-
ered employee, per claim, percent of
paid claims, flat fee, percent of pre-
mium. Auditing: time and expense, flat
fee, by the project.

1985 gross revenues: James Benefits:
$57 million total, $29 million from
claims services.

Branch offices: James Benefits: 14
administrative and 48 sales offices na-
tionwide. Fred. S. James & Co. Inc.: 38
administrative and 80 sales offices na-
tionwide.

Principal officers: James Benefits:
W. Terry Nofsinger, president; David
H. Olson, executive vp-marketing;
Caroll D. Cox, executive vp/regional
director; Keith F. Kinghorn and
Charles A. Schoenster, executive
vps/regional benefits directors. Fred. S.
James & Co. Inc.: Richard M. Page,
president/chief executive officer; Rob-
ert C. Nevins, executive vp/chief oper-
ating officer; Lawrence W. Burkhardt,
executive vp.

Membership: SLIA, National Council
of Self-Insurers, All State Self-Insur-
ance Assn.

Johns Eastern Co. Inc.

330 S. Pineapple Ave., Suite 201,
P.O. Box 4175, Sarasota, Fla.
33578; 813-957-3041

Year founded: 1946.

Services provided: 15% claims ad-
ministration, 74% adjusting, 1% audit-
ing, 10% other services.

Region served: Florida; Virginia;
Washington, D.C.; Maryland; Delaware;
Pennsylvania; New Jersey.

Specialty: Both property/casualty
and employee benefits/group insur-
ance: 70% workers compensation, 10%
general liability, 10% automobile, 5%
property damage, 5% professional lia-
bility.

Self-insured clients/claims: Ad-
ministration: 18 clients; $2.3 million
claims paid. Adjusting: five clients;
types of claims include workers com-
pensation, professional liability, auto-
mobile, general liability. Auditing: one
project conducted.

Client mix: Administration: five
corporations, 13 public/government en-
tities. Adjusting: five corporations. Au-
diting: one corporation.

Staff: 110 total staff members.

Charges: Administration: percent of
premium, 3%-5%. Adjusting: percent of
premium, 3%-10%. Auditing: $75/hour.

1985 gross revenues: $5.05 million
total, $4.55 million* from claims ser-
vices.

Branch offices: Administrative and
sales offices in Sarasota, Miami, Fort
Lauderdale, West Palm Beach, Or-
lando, Lakeland, Tampa, St. Peters-
burg/Clearwater and Jacksonville,
Fla.; Washington, D.C.; Baltimore; Phil-
adelphia.

Subsidiaries: Beltway Auto Ap-
praisal, Maryland; West Coast Auto Ap-

praisal, Florida (automobile appraisal
services).

Principal officers: D.L. Johns, pres-
ident; K.M. Johns Ill, executive vp;
N.A. Sensinger and A.L. Ladd, vps/re-
gional managers; K.V. Keller, comp-
troller.

Membership: National Assn. of In-
dependent Insurance Adjusters; Claims
Interest Section of Society of Chartered
Property/Casualty Underwriters.

‘Bl estimate.

Jones, Hill &
Mercer Insurance
P.O. Box 9966, Savannah, Ga.
31412; 912-236-1551

Year founded: 1885

tities.

Staff: 40 total staff members, 39 of
whom serve self-insured clients only.

Charges: Administration: per em-
ployee per month, flat fee.

1985 gross revenues: More than $3.53
million* total, more than $3 million
from claims services.

Branch offices: Administrative and
sales office in Atlanta.

Subsidiaries: Health Management
Services, Atlanta and Savannah, Ga.

Principal officers: Cecil C. Byers
and W. Roger Holden, partners.

Membership: SPBA, SIIA, Georgia
Self-Insurers Organization; American
Society of Safety Engineers, National
QicClaim Assn. of Independent Health

business insurance, January 27, 1986 / 59

CUT YOUR EMPLOYEE
BENEF/TS COST BY
SELF-FUNDING!

Let us show you how an FCS
plan can cut your benefits
cost and provide

same or better coverage.

Services provided: 85% claims ad-

*Bl estimate.

ministration; 15% other services, in-

ciurdd:

Specialty: Bo

aa@IMmissions. k

property/ casualty -

and employee benefits/group insur-

ance: 80% health insurance, 10% work-

ers compensation, 10% disability.
Self-insured clients/claims: Ad-

ministration: 46 clients, $53.5 million

claims paid.

Client mix: Administration: 38 eor-
porations, eight public/government en-

213-373-8811

Year founded: 1972.
Continued on next page

Care Plan Administrators.

For immediate assistance -

CALL (716) 773-1143

Keenan & Associates

3715 W. Lomita Blvd., P.O. Box
4328, Torrance, Calif. 90510;

or write **

-6527

HEALTH BENEFIT ADMINISTRATION
P.O. BOX 308, GRAND ISLAND, N.Y 14072

Attn: larry Thompson, V.P.

)Iilll-- HEALTH CARE ADMINISTRATION

... Eectmologp Zobap Q

RESOURCE INFORMATION MANAGEMENT SYSTEMS, INC. *****

AUWMATION FOR ALTERNATIVE
EALTHCARE ELIVERY SYSTEMS

With enrollment in Health Mainte-
nance Organizations and Preferred
Provider Organizations growing dra-
matically throughout the past year, the
need for automated claim calcula-
tions, management and provider
reporting is crucial. Consistent with
their commitment to provide superior
technology and support for the broad
range of health services administra-
tion functions, Resource Information
Management Systems, Inc. has
released software packages for alter-
native healthcare delivery systems.

Increased Productivity
for Preferred Provider

Organizations

To accommodate the unique adminis-
trative and reporting needs associated
with PPO management, QicCare for
PPO’'s addresses the vital areas of
claims payment, provider panel profile
reporting, savings reporting and fee
schedule management.

A new variable in plan/claimant proc-
essing-claim calculations addition-
ally driven by the providerofservice-
results in a non-increase or reduction
in program management overhead and
expense. Provider tracking assigns
preferred provider benefits and sched-
ule limits automatically where appli-
cable...no longer forcing the claims

processor to juggle confusing rate and
fee-for-service schedules.

To be effective, PPO's must accurately
track provider performance and utili-
zation and QicCare for PPO's from
RIMS provides this plus totally
automated claims processing and in-
depth reporting.

1 Please send me
1 more information on:

System

O QkCare for HMO's
, 0 QicCare for PPO's

Report

O QicClaim Health
Claims Management

SAVINGS

Monthly Comparison of Provider Payments

% Difference of charges to the

- average of the Hospital

Treatment Centers

10

4.32
PERCENT O

A -FPrPO =2 S-PPrPo 4
40

-11.57
.20 .
Provider #

-21.56

Period: Month or Quarter 31"w

Total Automation for
Health Maintenance

Organizations

QicCare for HMO's automates group,

staff, IPA or network model HMO's

and provides:

-fee-for-service and capitation
payments

e claim calculations driven by provider
service type

e provider contract date tracking

*« HMO management and medical case
management reporting --—-

- fee and utilization profile reporting

Surpassing Federal and Health Main-

tenance Organization requirements,

QicCare for HMO's offers- profile

and provider comparative reports by:

diagnosis, procedure, member and type

Name

Organization

Address

0 Free Management

City State

Note: Graph illustrates a report produced by
QicCare for PPO's . 1 &3 are PPO
Providers, 2&4 are Non-PPO Providers.

of service, inpatient vs. outpatient,
average length of stay and lowest
charging non-capitated physicians-a
complete reporting schedule for
detailed performance analysis.

Profitable Health Maintenance Orga-
nizations need comprehensive, cost
effective administration and Qic-
Care for HMO's delivers.

Rims

RESOURCE INFORMATION
MANAGEMENT SYSTEMS. INC.

2015 Spring Road, Suite 220, Oak Brook, IL 60521
312/789-0230

© 1985 Resource Information Management Systems, Inc.

Mail to. RIMS

2015 Spring Rd., Suite220
Oak Brook, IL 60521-1811

Dept Bl 6127
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Services provided: 30% claims ad- tration 165 chents; $67 million claims

Self4nsured clients/claims: Admints- Management
Inc.

Michigan Claim

Services Service Inc.

ministration, 70%b other services, in- paid

cluding brokerage, benefit consulting,

health care services, nsk management porations, 77 public/government enti-

and financial planning
Region served: California

Specialty: Both property/casualty whom serve self-insured clients only

and employee benefits/group insur-

ance 90% workers compensation, 5% Angeles and Sacramento, Calif, Phoe-
automobile, 3% property damage, 2% nix, Portland, Ore, Honolulu, Hawaii

general liability

Self-insured clients/claims:. Ad- Services

ministration 557 clients, $25 million
claims paid

7201 W Saginaw, Suite 100. P O
Box 19069, tansing, Mich
48901-9069,517-321-5565

Client mix: Administration 88 cor-
115 N. Neil, Suite 409, Champaign,
ties 111 61820; 217-351-9233
Staff: 242 total staff members, 163 of

Year founded: 1952
Year founded: 1977

Services provided; 80% claims ad- ministration, 60% adjusting, 20% audit-
ministration, 5% audit.ng, 15% other ing, 10% other services, including carry-

over for excess insurance and reinsur-

Branch offices: San Francisco, Los

Subsidiaries: Pacific Administrative services
Region served: Nationwide anee

Principal officers: Leonard J Specialty: Both property/casualty Region served: Nationwide for
Russo, chief executive officer, Edward and employee benefits/group insur_ claims administration, Michigan, Ohio,

Douglas Hanson, David Cantlon and
Ellen Volpe, vps
Membership: SPBA, SIIA

Services provided: 10% claims ad- PJR Cos.

Box 324, Blue Bell. Pa 19422,
215-643-1320

Year founded: 1969

Services provided: 80% claims ad-
ministration, 20%6 other services, in-

Client mix: Administration five Pinger, executive vp-claims admints- ance 70% health insurance, 20% work. Wisconsin, Louisiana and Mississippi cluding placing insurance programs

corporations, 552 public/governmenttration division, Hallie Mitchell, execu- ers compensation, 2% general liability, for other service
company division, 2% automobile, 2% property damage, 2% Specialty:
Staff: 160 total staff members, 60 of Jack Holton, chief financial officer, profeSS\?naI Ilablﬁ)t ﬁ

entities tive vp-adjustin

whom serve self-insured clients only
Charges: Administration flat rate
1985 gross revenues: $9 7 million

total, $29 million* from claims services
Branch offices: Administrative of-

Todd Anderson, vp-Pacific Adminis-
trative Services

Membership: SHA

fices in Torrance, Santa Ana, Riverside,

Fresno, San Jose, Sacramento and m

San Diego, San Rafael and Thousand

S
oth property/casualty

, 2% miscellaneous and employee benefits/grougl) insur-
Self-insured clients/claims: Ad. ance- 65 72% property damage, 13 85%

ministration 300 clients, $30 million automobile, 11 28% general Iiabilita/,
claims paid Auditing five projects con- 647% workers compensation, 1 47%

ducted professional liability, 1 17% disability,
0 04% bonds

Self-insured clients/claims: Ad-

Client mix: Administration clients
include cc_)l_'poratiqns, public/govern- T . . . i
ment entities, union-sponsored plans, ministration 20 clients Adjusting 35

em

Chico, Calif, additional sales offices in association plans Healtploglans 20.000 chents, tyges of claims include workers

Oaks, Calif MRM/Multi-Risk

Principal officers: John R Keenan,
president, Richard C Phillips, execu-
tive vp, John Kuykendall, Fred John-
son, Eileen Raney and Murt Munson,
senior vpS

Membership: California Admints-
trative Service Organization

*Bl estimate

Management Inc.

350 N. Clark, Chicago, 111 60610,
312-670-2100

Year founded: 1976
Services provijded: 85% claims ad-
ministration, 1500

cluding consulting
egion served;: Nation
Speciafty: Soth pro
ance 51% professional liability, 22%
health insurance, 20% workers compen-
sation, 7% general liability
Self-insured clients/claims: Ad-

ministration 135 clients, $42 million
claims paid

LIR Insurance
Services
2200 Powell St, Suite 400,

Emeryville, Calif. 94608,
415-547-3110

Inc.

include corporations, association plans
Staff: 32 total staff members, all of
Services provided: 70% claims ad- whom serve self-insured clients only
ministration, 30% adjusting Charges: Administration flat fee
Region served: California, Hawaii, 1985 gross revenues: Approximately
Oregon and Arizona $15 million total, approximately $1 2
Specialty: Both property/casualty million from claims services
and employee benefits/group insur- Principal officers: Michael Burack
ance 30% workers compensation, 25% president, Jean Foss and Barbara Wes-
general liability, 25% automobile, 20% termann, vps, Amy Cohen, secre-
health insurance tary/treasurer

Year founded: 1973

Client mix: Administration clients The MCEIroy-Minister Co.

ees covered, 25,000 dependents compensation, general liability, profes-
sional liability,”automobile,‘property
damage Auditing four projects con-

ducted

covered
Staff: 60 total staff members, 30 of

whom serve self-insured clients only
Charges: Administration per em-

ployee per month Auditing flat fee

1985 gross revenues: Not reported
Branch offices: Administrative and

Client mix: Administration 12 cor-
porations, eight public/government en-

titles

Staff: 176 total staff members, 12 of

o other services, in- sales offices in Danville, Oak Brook and whor serve self-insured glients. ool

Peoria, Ill,St Louis

Principal officers: Gary Schirmer, expense, $35-$75 Adjusting time and

évrif'ﬁcasualty president, Sam Cannon, Robert Cowgill expense,$22:$75 Auditing time and

1 and employee benefits/gioup insur-'and F'\{Ai(e:habrd Wickert, vps

1985 gross revenues: Not reported
Branch offices: 23 sales offices in

mbership: SIIA, Self-Insurance
Institute of Illinois, National QicClaim

Assn of Independent Health Care Plan Michigan o )
Administrators Subsidiaries: Adjusting Services Un-

limited, Wisconsin Claim Service,
Michigan Claim Service of Ohio

Principal officers: R J Young, pres-
ident, T M Kelly, executive vp, C C
Shotwell, secretary/treasurer, R A
Hadley, vp-special risks

Membership: National Assn of In-
dependent Insurance Adjusters

141 E. Town St, Columbus, Ohio
43215, 614-228-5565

Year founded: 1875

Services provided: 32% claims ad-
ministration, 68% other Services, in- m
cluding brokerage services

Region served: Nationwide for em-
ployee benefits/group insurance, Ohio
and West Virginia for workers com-
pensation

Specialty: Both property/casualty
and employee benefits/group insur-
ance 92% health insurance, 7% workers

compensation, 1% disability
Self-insured clients/claims: Ad-

The NBA Group Inc.

1225 Franklin Ave, Garden City,
NY 11530, 516-747-7177

Year founded: 1982
Services provided: 100% claims ad-

ministration, adjusting and auditing
Region served: Nationwide

| I A S sSS ool aeaeaatees =

Region served: Mid-Atlantic states

Specialty: Both property/casualty
and employee benefits/group insur-
ance 83%b health insurance, 7% flex
compensation, 5% workers compensa-
tion, 5% disability

Self-insured clients/claims: Ad-
ministration 125 clients, $38 million
claims paid

Client mix. Administration 108 cor-
porations, six public/government enti-
ties, two multiemployer plans, six Taft-
Hartley plans, three association plans
Health insurance 20,500 employees
covered, more than 40,000 dependents
covered

Staff: 42 total staff members, 35 of
whom serve self-insured clients only

Charges: Administration per capita,
75 cents to $9 50 per month

1985 gross revenues: $1 9 million
total, $1 5 million from claims services

Branch offices: Washington, DC,
Baltimore, Pittsburgh, Wilmington,
Del, Parsippany, NJ, West Chester
and Spring House, Pa

Subsidiaries: Independent Benefit
Plans Inc (flexible benefit plans ad-
ministration and coordination of PPOSs),
Delaware Valley Administrators &
Consultants (mass-marketing admints-
tration)

Principal officers: Paul J Roman,
William W Wills, Dennis P Fuller,
Roger L Pergola and Roger H Perry

Membership: SPBA

Palange &

s _

160 State St, Suite 500, Boston,
Mass. 02109, 617-542-5700

Year founded: 1980

Services provided: 15% claims ad-
ministration, 85% auditing

Region served: Nationwide

Specialty: Both property/casualty
and employee benefits/group insur-

mmistration 92 clients, $38 1 million
claims paid

CESS It makes

Specialty: Both property/casualty ance 60% workers compensation, 15%
and employee benefits/group insur- general liability, 15% health insurance,

Client mix: Administration 89 cor- ance 85% health insurance, 10% life, 526 10% automobile

porations, one Taft-Hartley plan, two workers compensation
Self-insured clients/claims: Ad- mg 35 projects conducted

a ai rte re n C e ! union-sponsored plans Health plans

pendents covered

whom serve self-insured clients only

Charges: Administration $3-$6 include corporations, multiemployer
monthly per employee for employee plans, association plans

"The CEBS program provides both a confirmation
of your current knowledge and a conduit for the
ceaseless changes afecting our business "

benefits/group insurance, per claim for
workers compensation
1985 gross revenues: $52 million

12,000 employees covered 15,000 de- ministration 95 clients, 58 million

Self-insured clients/claims: Audit-

Client mix: Administration three

claims paid Adjusting 45 clients Au- corporations Auditing 10 corporations
Staff: 105 total staff members, 40 of diting 150 projects conducted
Client mix: Administration clients whom serve self-insured clients only

Staff: 28 total staff members, all as-
signed to serving self-insured clients
Charges: Administration per cov-

Staff: 12 total staff members, three of

Charges: Administration time and
expense

1985 gross revenues: More than
$600,000 total, all from claims services

Principal officers: Stephen R Pa-

total, $17 million from claims services ered employee, $4-$12 Adjusting and lange, president, Norman C TardlIf, ex-

Thomas W Hour,han, CESS
Vice President

Alexander and Alexander, Baltimore, MD

ten chairman, J C Glandon, vice chair-
man, Keith A Pierce, president, James

alty, William R Gillam, executive vp-
group plans
"The CEBS program is a defuute plus for those
in the employee benejits consulting business-
even for the experienced consultant.”

Principal officers: H Thorp Mims- auditing time and expense

1985 gross revenues: Not reported

ecutive vp, Joseph J Yablonski, assis-
tant vp, David W Ives and Michele N

Branch offices: Sales offices in Ohio, Alexanian, secretaries

R Creek, executive vp-property/casu- California, Nevada, Pennsylvania

Principal officers: Roger M Slot-
kin, president, Michael Kooper,

Now, more than ever, top

Professional Claim Service

- Melvin W Borleis. CESS

(at a reasonable cost) makes

W A S Hansen, Inc, Deerfield, IL

sense for a proper loss ratio

ONLY A PROVEN EXPERIENCED ADJUSTING SERVICE

"The CEBS program is unique m providing the

CAN PROVIDE THAT RESULT'

education needed to cope with the revolutionary
changes m the employee beneflts world"

GET AHEAD OF THE COMPETITION

AND GET OUR EXPERIENCE TO WORK

William T Hubert. CEBS
Manager, Treasury Department/Benefits Administration
Polaroid Corporation. Cambridge, MA

FOR YOU.

CALL MIKE LINDSTROM FOR OUR PROFESSIONAL ASSISTANCE

The Certified Employee Benefit Specialist (CEBS) designation,s
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 Founda-
tion of Employee Benefit Plans and the Wharton School of the
University of Pennsylvania

For moreinformation and a free CEBS Catalog of
ernational Foundation

]
mﬂmﬂ Rd, PO Box 69

Brookfield, Wisconsin 53008-0069. (414) 786-6700

ON YOUR PROPERTY CLAIMS AT

(312) 922-1842

*RXRozak
1 CO m p an r Chicago, IL 60604

GENERAL PROPERTY ADJUSTERS FOR
INSURANCE COMPANIES & SELF INSURORS

175 W Jackson Blvd

Room 1003

Membership: SIIA

Penn General

Service Corp.

177 Milk St, Boston, Mass 02109,
617-542-5200

Parent company: Republic Hogg
Robinson Inc

Year founded: 1978

Services provided: 50%b claims ad-
ministration, 50% other services, in-
cluding program management, workers
compensation loss prevention, health
care cost management

Region served: Nationwide

Specialty: Both property/casualty
and employee benefits group insurance
50%0 health insurance, 45% workers
compensation, 5% disability

Self-insured clients/claims: Ad-
ministration 1,275 clients, $200 million
claims paid

Client mix: Administration 574 cor-
porations, 191 public/government enti-
ties, 510 association plans

Staff: 175 total staff members, all of
whom serve self-insured clients only

Charges: Administration percent of
payroll, percent of annual premium,
per claim, flat rate

1985 gross revenues: Not reported

Branch offices: Administrative of-
fices in Los Angeles, Miami, Caribou,
Falmouth and Jackman, Maine,
Springfield, Mass, Cadillac and South-
field, Mich, Austin, Lubbock and Ir-
ving, Texas 29 sales offices nationwide

Subsidiaries: Pension Planning Co

Continued on fac:ng page



Continued from factng page nior vp-marketing; Lawrence E Small,

Inc, Group Plan Consultants (pension senior vp-self-insured operations, An- t

planning services) thony J Constantino, senior vp-clairms -

Principal officers: Charles E Membership: SPBA, SIIA, National

Keller, president/chief executive offi- Assn of Claims & Safety Organizations Total Group

cer, William J Nietschmann, Richard Services Inc./

P Shea and Richard Wos, senior vps,

Donald Benyas, president-PGS of I 5
Self Insured Risk

Services Inc.

Michigan
Membership: SPBA
24370 Northwestern Highway,
Southfield, Mich 48075,
313-354-9580

Anchorage, Ky. 40223;
502-244-1343

Wis. 54401; 715-845-5211

Parent company: Nationwide Insur-
ance Cos.

Year founded: 1941

Services provided: 50% claims ad-
ministration, 5% adjusting, 5% auditing,
40% other services Services provided: 70% claims ad-

Region served: Southeast and Appa. ministration, 25% adjusting, 5% audit-
lachia ing.

500 Cascade West Parkway, Grand Specialty: Both property/casualty Region served: Nationwide

Rapids, Mich. 49506. 616-942-9780 and employee benefits/group insur- Specialty: Both property/casualty

v . ded: 1974 ance- 60% workers compensation, 35% and employee benefits/group insur-
ear founds health insurance, 5% disability ance 66% health insurance, 17% work-

Services provided: 83% claims ad- elf-insured clients/claims: Ad- ers compensation, 8% professional lia-
ministration; 2% auditing, 15% other m|n|strat|on 105 clients, $21 million bility, 4% general liability, 3%
Services, Includlng workers compensa- claims paid, Adjusting 105 clients Au- automobile. 2% property damage
Parent company: Meadowbrook Inc tlon Ioss control and agency commis- diting, siX projects conducted Self-insured clients/claims: Ad-
Year founded: 1980 Client mix: Administration 102 cor- ministration 118 clients, $95 million
Services provided: 85% claims ad- orations, three pubbc/government en- claims paid. Adjusting ]ﬁ ients, types
ministration, 10% adjusting, 5% audit- S eua\tcyye ow praper EX/casualtY tltles Hegltﬂ plans 31,000 employees of claims include general liability. prod-

-S-erViC-eS prOVideq:-SG% claims ad-ing ancee7r2£ health insurance, 30% Wr;ﬁgr ucts, auto liability Auditing” four
ministration; 4% auditing, 10% other Region served: Nationwide ° ° Staff: 103 total staff members, 57 of projects conducted.
ser_vu:es, including insurance bro- Specialty: Both property/casualty whom serve self-insured clients only Client mix: Adm.n.stratio,—. 111 cor-
kering and employee benefits/group insur- Self-i insure lients/claj s d Charg s Administration- percent of porations, four ubI| overnment en-
Region served: New Jersey, Penn- ance 25% workers compensation, 18% m|n|strat 42 clients, million pald a|ms ercent of payroll, perce ttlt €es, one mu oyer pian, two as-
sylvania, Maryland, Virginia and Indi- general liability, 18% health insurance, claims p annual premi ‘E er claim. .sociation gu tln’§ 10 ‘corpora-
an= ) 10% automobile, 10% property damage, CI|ent mix: Administration chents per COVGI’Ed empll(J)ye Png per- thﬂS two Bl%1| govern ent entities
Specialty: Both property/casualty 8% professional liability, 4% disability,
and employee benefits/group insur- 3% inland marine, 2% bonds, 2% life ment entities, association plans er claim, per covered employee Au-
Staff: 61 total staff members. all of(ftng nat fee
1985 gross revenues: Not reported
Branch offices: Administrative and

Year founded: 1911

Total Compensation
Services Ltd.

Rasmussen Agency Inc.

60 Evergreen Place, East Orange,
N.J. 07018, 201-675-3940
Region served: Michigan and Ohio

Year founded: 1975

ers compensation

plans. 750,000 employees covered, 1 6
million dependents covered

Staff: 6,000 total staff members, 125
of whom are assigned to serving self-

ance- 75% workers compensation, 10% Self-insured clients/claims: Ad-
whom serve self-insured clients only

general liability, 10% automobile, 5% ministration 28 clients, $9 4 million
health insurance claims paid Adjusting two clients, Charges: Administration per em-

Self-insured clients/claims: Ad- types of claims include workers com-
ministration 211 clients, $422 million pensation and general liability Audit-
claims paid Auditing nine projects ing- one project conducted
conducted Client mix: Administration. clients

Client mix: Administration 209 include corporations, public/govern-
public/government entities, one union- ment entity, multiemployer plans, asso-
sponsored plan, one association plan ciation plans

Staff: 139 total staff members, 128 of Staff: 32 total staff members, all of
whom serve self-insured clients only whom serve self-insured clients.

Charges: Administration percent of Charges: Administration and adjust-
premium, 7%-10%, per claim, $75-$180 ing percent of premium, time and ex-
Auditing time and expense, $75 per pense, flat fee Auditing time and ex-

hour
1985 gross revenues: $6 3 million
total,$5 4 million from claim services
Branch offices: Administrative and flee in Grand Rapids, Mich
sales offices in Broomall, Pa and Rich- Principal officers: Michael P
mond, Va Additional administrative Murawski, president;
office in Atlantic City, N J Thomas Tucker and Anne L Loverde,
Principal officers: Richard H Ras- vps, Lee Kelly, treasurer
mussen, president, Robert F Hughes, Membership: SPBA, Michigan Self-
senior vp-finance, C David Martin, se- Insurers Assn

pense
1985 gross revenues: Not reported
Branch offices: Administrative of-

Tortuga prepares to open

Continued from page 1
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premium if the money is needed to pay will be limited to its paid-in capital, ceding

p oyee per month and flat fee Audit- sales offices in Louisville. Ky Addi-
lat fee tional administrative offices in Paints-
1985’gross revenues: $35 million ville, Ky, Marion, Ill.; Norton, Va ;

total, $3 million from claims services Pittsburgh, Knoxville and Nashville,
Branch offices: Admmistrative and Tenn

sales office in Dayton, Ohio, additional Principal officers: Bruce L Fergu-
sales office in Lansing, Mich. son, president; Bruce W Ferguson, se-
Principal officers: R Harvey Nolen, mor vp, Scott C Ferguson, vp-finance,
Eresment John C MeClain. vp-mar- Jack D. Stewart, vp- employee benefits;
eting; Thomas C Daga, vp-claims, Gary A Mongilutz, vp-underwriting;

Robert Cole, vp-workers compensatlon Gary G Gilmour, vp-claims
marketing; Richard P Langland, vp- Membership: SIIA

management information systems.
Membership: SPBA, SIIA

S ——1—1——

Wausau Insurance

Underwriters Safety &
Claims Inc.

Cos.-Risk Management
Services Division

11405 Park Road, P.O. Box 23790,

berger,

insured clients only

Charges: Administration per claims,
percent of incurred claims, percent of
paid losses, percent of payroll, percent
of premium Adjusting and auditing
time and expense, $25-$55

1985 gross revenues: $7 5 million
total, all from claims services

Branch offices: 27 administrative
offices and 150 sales offices nationwide

Subsidiaries: Countrywide Services
Corp, St Louis (product liability claims
management).

Principal officers: Paul A Donald,
chairman of the board, Lee J Wein-
president/chief executive offi-
cer, Leslie J Baumer, executive vp-in-
surance operations, Thomas Kryshak,
executive vp-financial operations,
Lowell Tornow, executive vp-field op-

2000 Westwood Drive, Wausau, erattons

However, Tortuga's policy contains an op-

place, so that the coverage offered by Tor- claims, generating as much as an additional commissions and investment income, any tional one-year discovery period for report-
tuga would complete the $100 million in un- $40 million to $50 million in the first year of losses would force Tortuga to absorb pre- ing claims after the policy's cancellation or

derlying limits contemplated by A.C E.
Hallmark has so far lined up "more than

"running out of gas," he reported

and is considering participating in two other prepared by Reiss
Reiss-managed pools Hopewell International

operation under current projections

mium from the five-year unearned premium expiration Tortuga will charge a maximum

While the available limit of liability is now deposit fund at a rate faster than the antici- additional premium of 200% of a policy-

$50 million" from commercial insurers, but is $25 million per occurrence and annual aggre- pated 20% per year

gate, this could increase as the number of
Hallmark-which formed its captive, H.C. participants increases or as commercial rein- to replenish the unearned premium deposit

Insurance Co, in Vermont in 1984-has be- surance is found for Tortuga's business, ac- fund.

come a Reiss client in order to join Tortuga, cording to an outline of Tortuga's operations

holder's annual premium for the extended
Tortuga can assess participating companies reporting period coverage, said Mr Torpey.
Mr. Torpey added that if a Tortuga partici-
pant cancels its coverage midterm, the panic-
Tortuga's premium payment and reinsur- ipant's captive must remain a Tortuga rein-

ance provisions are intended to equalize the surer until the renewal date of the captives'

The attachment point will "typically” be risks borne by low-risk and high-risk partici- quota-share treaty

Insurance Ltd of Bermuda for property in- excess of $50 million, though It might be pants, thus creating an incentive for lower- The ACE form includes an "open-ended"

surance and United Insurance Co of Cayman higher or lower depending on the risk.

for liability insurance, Mr. Heydinger added.

risk companies to become members.

discovery provision for reporting claims after
In the absence of stop-loss reinsurance- The Reiss outline notes, for example, that the cancellation or expiration of a policy

Other Tortuga participants-many of which would protect Tortuga against the pos- the 525% of each loss paid by Tortuga will be Unlike ACE, Tortuga will not write

which were already Reiss captive manage- sibility of several large claims being filed in a funded unequally by the participants based directors and officers liability insurance,
ment clients-include Gulf & Western In- single year-Tortuga policies will also in- on their deposit premiums, which will vary though Mr Torpey said that 10 or 11 of Tor-
dustries Inc., Weyerhaeuser Co, Revco Drug clude a group aggregate limit, the outline depending on the nature of the risk each tuga's members are interested in the possibil-
Stores Inc., Archer-Daniels-Midland, Celan- notes. In the insurer's first year of operation, company presents to Tortuga. ity of forming a separate D&O pool.
ese Corp, Eaton Corp and Aluminum Co of the group limit will be $50 million, though The remaming 475% of each loss will be But, the forms are similar in several re-
America this limit may be increased later if more than funded equally by the participating captives. spects.
Gulf & Western and Weyerhaeuser are 25 participants are found However, since the captives evenly share in Both the Tortuga and ACE forms exclude
also sponsors of ACE Captive subsidiaries of Tortuga members 95% of Tortuga's annual written premiums, other professional liability risks, gradual pol-
Other companies considering participation will reinsure 475% of each risk Tortuga captives whose parents paid relatively small lution, asbestos-related exposures, war risks,
include American Cyanamid Co. (also an writes-net of commercial reinsurance- premium deposits (that is, lower risk partici- aircraft product liability and nuclear risks
A C.E sponsor) and Kellogg Co under a quota-share reinsurance treaty Each pants) will get a proportionately greater Both forms also cover sudden and acciden-
With $150,000 worth of Tortuga stock pur- captive will take an equal share of risks share of reinsurance premiums than captives tal pollution risks under their own individual
chased by each of 15 investors-the mini- ceded under the treaty, the outline notes. whose parents paid higher deposit premiums definitions of "sudden and accidental.
mum number of participants needed for Tor- Tortuga has a commitment from three The low-risk guy takes more out in pre- Both the Tortuga and A.C.E forms contain
tuga to get off the ground-the insurer's capi- commercial reinsurers to assume a 20% quota mium paid to the captive,"” Mr Torpey ex- clauses mandating arbitration to resolve any
tal currently totals $2 25 million share of Tortuga's business. plained coverage disputes
If the number of Tortuga participants in- Mr Torpey, however, would not identify Tortuga's structure differs significantly And, both A C E. and Tortuga include de-
creases to 25, the capital base would increase the commercial reinsurers involved, but con- from that of A C E. Tortuga-with a rela- fense costs within policy limits and cover pu-
to $3.75 million. firmed that it is "reasonable to expect" some tively low initial capital requirement-relies nitlve damages to the extent that state laws
In addition to the capital contribution, Tor- participation by Swiss Reinsurance Group, a on the capacity of captive participants and on allow such coverage.
tuga policyholders will pay a deposit equal to longtime reinsurer of Reiss insurance ven- its five-year deposit premium and assessment Tortuga participants say they aren't con-
five years' premium for the $25 million in tures features, which one Tortuga member de- cerned about reinsuring others' risks in their
coverage While Tortuga will initially earn Assuming 20% of Tortuga's business is scribed as "standby capital.” captives, provided that the risks are properly
this premium at a rate of 20% each year, it reinsured commercially and that participat- "It's thinly capitalized intentionally,” Mr. underwritten and that adequate premiums
may absorb the premium at a faster rate if ing captives then reinsure 475% of the re- Torpey said of Tortuga. "We thought it was are charged.
needed to pay losses maining 80%, this would translate to a man- unnecessary to draw capital into an insur- I'm not greatly concerned about the qual-
Tortuga expects to receive about $30 mil- mum obligation for each captive of $475,000 ance company and out of the hands of the 1ty of the business coming in," said Thomas
lion in premium deposits from its initial per claim and $950,000 annual aggregate if 20 participants " A. Duffield, vp-risk and insurance manage-
group of members, and may have $40 million captives participate, Mr Torpey explained. By contrast, A.C E -which was designed ment for Archer-Daniels-Midland "The
to $50 million in deposits by the end of its Tortuga will retain premium deposits, but to function without reinsurance if necessary Reiss group particularly has done a good job
first year of operation, Mr Torpey said will cede annual written premiums to parti- -relies on its relatively high capital require- of overseeing the quality of the risks that are
On renewal of their coverage each year, cipating captives on a quarterly basis Cap- ment of $5 million to $10 million per sponsor insured.”
policyholders are expected to replenish their tives will receive 95% of Tortuga's annual ACE also requires non-sponsor policyhold- "We understood what our exposure IS and
premium deposits with amounts equal to the written premium, net of premiums ceded to ers to buy A.C E common stock in amounts found It acceptable,” said Mr Heydinger of
premiums earned by Tortuga the previous commercial reinsurers. Since most of the pre- equal to 100% to 200% of the first year's pre- Hallmark, whose captive has not insured
year, plus or minus adjustments stemming miums will be ceded to the captives, Tortuga mium, depending on the type of risk being third-party risks previously.
from underwriting review of the policyhold- will cover administrative expenses with its submitted. Mr. Torpey also cited security as the reason
ers’ risks ceding commissions-which will amount to a The policy forms used by the two insurers membership in Tortuga is open only to par-
If a policyholder sold off a high-risk divi- maximum 20%b. also differ. ent companies with Reiss-managed captives.
sion, for example, its renewal premium The captives will pay 47 5% of each loss- "It's necessary for us to monitor the secu-
would presumably be adjusted downward. again, net of commercial reinsurance-and stages-is, like A C.E 's, a claims-made form rity of the program We have to make sure
Tortuga's board of directors may also assess Tortuga will pay the remaining 52 5% offering coverage retroactive to the inception every captive participant has the necessary
policyholders up to an additional five years’ Because Tortuga's resources at the outset date of the first claims-made policy unencumbered surplus,” he said.

Tortuga's policy-still in the final drafting
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Firms find different solutions

to exodus of outside directors

Ind., lost seven of its outside directors Sept 23, 1985,
when its D&O insurance expired and no replace-

The list of companies where outside directors are ment coverage was found The resignations, coupled
resigning because their companies don't have diree- with one a week eatrlier, left only four directors. one
ton and officers liability insurance is growing employee and three outside directors.

Some companies lost their insurance at renewal or The company's coverage was to expire June 23,
were canceled by their insurer and couldn't find re- but its insurer, which did not quote a renewal rate,
placement coverage. Others simply refused to pay granted a 90-day extension to find other coverage,
the drastically higher premiums quoted by insurers. says Richard Egge, secretary/treasurer

Many companies continue to look for new D&0O Through broker Marsh & McLennan Inc in Indi-
insurance, while some have given up and are seek- anapolis, Continental Steel could find only one in-
ing other ways to attract outside directors or at least terested insurer, who wanted 300% more in pre-
get outside advice on running their businesses mium for "substantially reduced"” coverage, Mr

Last month, Dental World Center Inc. in Garden Egge says The company had never filed a D&O
City, N.Y.,lost seven of its nine directors, two of claim since taking out the coverage in 1978
whom were also officers of the company, because it Continental Steel balked at the price and chose to
could not replace its expiring D&O insurance, ac- go bare, Mr. Egge says
cording to President Richard Bernstein Continental Steel has since entered Chapter 11

Dental World's D&O policy with a $500,000 limit bankruptcy proceedings, citing the failure of its
was not renewed Dec 27 by Midland Insurance Co, modernization plan, the high cost of operations and
which no longer writes D&O coverage Broker the heavy burden of its pension plan
Directors & Officers Insurance Concepts Inc in Li- But, Mr Egge says the bankruptcy filing was not
vingston, N.J., is still seeking replacement coverage the reason insurers shied away; the company did not

Meanwhile, the five former outside directors have seek bankruptcy protection until Nov 25
agreed to serve on a board of advisers to the com- But a Chapter 11 filing was a factor in Sykes Da-
pany for a year, Mr. Bernstein says tatronics Inc 's lack of D&O insurance

The shift is more than Just one of semantics, he Sykes, a data entry, communication and storage
explains. The advisers no longer vote or make fi- products company in Rochester, N Y., lost its D&0
nancial decisions affecting the company, but are insurance at renewal on Aug 31, 1985, two weeks
available for consultation after the company filed for Chapter 11 bankruptcy.

The advisers agreed to serve out of a genuine in- Five of its outside directors resigned Sept. 1, 1985,
terest they have in seeing the company grow, Mr leaving only two, says President Ronald Borges
Bernstein explains He notes that while they receive Despite having found no coverage mnce, the com-
no renumeration now, the company probably will pany has filled four of the vacancies with three out-
compensate them later, either with cash or stock side directors and one employee

Mr Bernstein, who organized the new arrange- Mr Borges acknowledges that operating bare
ment on Christmas Day, two days before Midland's "puts everybody on the board at greater risk," but
coverage expired, says this iS the ideal way for Den- says their exposure might not be as great as it seems
tal World to benefit from the expertise of its direc- The three outside directors who recently came
tors-who include a stockbroker, accountant and aboard are all former Sykes employees without
university professor-without opening them up to great personal wealth. Mr Borges expects this will
personal liability exposures deter potential suits

A similar plan is being considered by G D. Ritzy's "We've thrown our hands up," he says of the
Inc, a fast-food restaurant chain based in Columbus, time-consuming search for replacement coverage
Ohio, and operating in 14 states "We have too many other things to take care of."

The three outside directors who resigned from Sykes had $10 million in D&O insurance. $2 mil-
Ritzy's in November may agree to serve as consul- lion with Chubb, $3 million excess of $2 million with
tants until replacement D&O coverage can be ar- Midland, and $5 million excess of $5 milhon with
ranged, reports Chairman Graydon Webb. New England Insurance Co., Sykes says The latter

Under such a plan, all voting power would be held is a Boston affiliate of the Hartford Group
by company management, he says. And, the consul- The primary layer with Chubb was placed by
tants would not be compensated, Ritzy directors had Allyn Small Gosling Inc in Rochester and the two
been paid $250 per meeting, plus expenses excess layers were placed by M&M in Rochester

But the directors would only serve as advisers Still doing battle in the insurance market, how-
until new D&O insurance can be found Two bro- ever, is Transidyne General Corp, a manufacturer
ken are still on the prowl for replacement coverage- of blood collection devices in Ann Arbor, Mich
Kientz & Co and AMC Risk Management Agency Three of the company's five outside directors re-
Inc, b6th in Columbus signed on Dec 2 after Federal Insurance Co. would

The three directors left Ritzy's when a Chubb not renew its $1 million D&O policy, says John Ack-
Corp unit did not renew the company's D&O policy ley, president and chairman.
last November Their exit left Ritzy's with a board Transidyne enlisted three brokers to find a re-
of four-two outside and two inside directors. It has placement Two gave up, but one-Wallberg Co Inc
since taken on an additional inside director of Pleasantville, N.Y -is stlll searching

Of the three that left, one was a college professor, The coverage with Federal, a Chubb Corp unit,
one an attorney and one was employed by a large had been arranged by broker Rosenthal Group In-
Ohio pension fund. To prevent being named in liti- ternational in New Rochelle, N Y
gation against Ritzy's, the pension fund and the law Transidyne is also still scouting for director re-
firm required the two directors to resign when re- placements It hopes to have a board of four or five
placement coverage was not bound, Mr Webb says by mid-February, Mr Ackley says Currently, there

At South Texas Drilling & Exploration Inc m San is only Mr Acl(ley and one outside director.
Antonio, Texas, three outside directors resigned But Mr Ackley realizes attracting outside direc-
from a five-member board last September when the tors will be difficult without D&O insurance "Why
oil and gas service company could not replace a can- would anyone want to serve a public company and
celed $5 million D&O policy, says William Hibbetts, Just open himself up to lawsuits9" he asks.
vp, controller and one of the two remaining inside To compensate for the lack of insurance, Transi-
directors dyne may offer "substantial" stock options or war-

American Casualty Co of Reading, Pa., a unit of rants to lure talented outside directors, he says.
CNA Financial Corp., canceled the coverage be- Control Data Corp., the Minneapolis-based com-
cause of the policyholder's deteriorating financial puter and financial services company, lost nine out-
performance, Mr Hibbetts says The firm has re- side directors late last year after the company de-
ported annual losses for the past four years cided not to renew the D&O insurance it had pur-

The company has since filled one of the vacant chased from National Union Fire Insurance Co. of
spots and now has three inside directors, all of Pittsburgh, Pa, a spokesman says.
whom are also officers, but still has no 1)&0O insur- National Union, an American International
ance, Mr Hibbetts says Group Inc. unit, wanted such a high renewal pre-

Swensen's Inc, a Phoenix, Ariz.-based ice cream mium that Control Data decided “it wasn't worth-
parlor franchiser that operates and franchises ice while," the spokesman said
cream parlors in the United States and 14 other Verna Corp., an oil and gas drilling contractor in
countries, watched three of its outside directors Houston, lost four of the five outside directors that
walk away from its five-member board in October served on its seven-member board in May when it
because of a lack of D&0O coverage. Swensen's has could not find insurance D&O insurance, says Cliff
been working with longtime broker Marsh & Shedd, financial vp
MelLennan Inc in San Francisco and others to find The one-year, $2 million policy was issued by
replacement coverage, "but we haven't had much Midland in November 1984 with a six-month review
luck,” says Chairman Karl Eller provision; last April, Midland exercised its option to

Mr Eller is one of only two Swensen directors cancel the coverage and left the D&0 marketplace
today; the other is President Patrick J. Doughty. Broker Fred S James & Co Inc in Houston was
The men are trying to lure others to the board de- unable to find replacement coverage, Mr Shedd re-
spite the absence of D&O protection, Mr Eller says ports, but says James may begin searching again

Steelmaker Continental Steel Corp. of Kokomo, once Verna has completed financial restructuring

By STEVE TARAVELLA

D&O coverage

Continued from page 1

"If you can't get insurance, good
people will leave,” adds NACD
Chairman Robert K Mueller

Companies' lack of D&O cover-
age forced 20% more outside direc-
tors to resign from U S corporate
boards in 1985 than in 1984, Mr
Nash estimates

At The Wyatt's Co's D&O Sym-
posium in Fort Lauderdale, Fla,
earlier this month, almost half of
the 70 people present raised their
hands when asked if they had per-
sonal knowledge of an outside
director resigning because his or
her company could not maintain
D&O coverage, reports Warren D
Brockmeier, vp-risk management
services at Wyatt in Chicago

The resignations are striking
various industries in all regions of
the country, at both publicly and
closely held businesses, observers
say

Among the public companies los-
ing outside directors because they
lost D&O insurance are dental of-
fices manager Dental World Center
Inc, fast-food restaurant chain
G D Ritzy's Inc, oil and gas con-
cern South Texas Drilling & Ex-
ploration Inc, dessert shop king
Swensen's Inc, steelmaker Conti-
nental Steel Corp, computer man-
ufacturer Sykes Datatronics Inc,
computer and financial services
concern Control Data Corp, medi-
cal supplier Transidyne General
Corp, and oil and gas drilling con-
tractor Verna Corp (see related
story)

Inside directors, however, rarely
resign their positions in the absence
of insurance, since they are almost
always officers of the company and
would have to leave their jobs

D&O insurance is one of the most
difficult types of insurance to pur-
chase today Few insurers are in-
terested in underwriting what they
consider a highly risky product,
and several insurers that might
have stayed in the marketplace had
to pull out after losing their rein-
surance protection

Even the D&O insurance policies
that are written today afford far
less protection than they did a year
ago (BI, July 22, July 29, Oct 7, Oct
28,1985, Sept 3,1984)

"Four pages will tell you what it
doesn't cover, and you're lucky if
one-quarter page will tell you what
it does cover,” Mr Nash complains

Newly revised D&O policies now
often exclude coverage for claims
filed by a regulatory agency or the
corporate policyholder and claims
involving the directors' decisions in
corporate takeover attempts

Regardless of the insurance that
may or may not be in place, many
businesses agree to reimburse their
directors for legal expenses and ac-
tual or punitive damage awards in-
curred in directors and officers lia-
bility suits

But outside directors appear un-
willing to rely on these promises

That is because the agreements
are only as strong as the companies
behind them, observers say If the
company encounters financial dif-
ficulty, enters bankruptcy proceed-
ings or merges with a company that
doesn't feel obligated to honor the
promise, the director would be
forced to bring legal action to re-
coup expenses

Also, the indemnification agree-
ment will not respond in the case of
a successful shareholder derivative
action, in which the director is or-
dered to pay certain monies to the
company, Mr Brockmeier says

In a derivative action, a share-
holder sues the company's directors
on behalf of the company

NACD, a non-profit, educational
organization, is trying to fill the
D&O coverage gap and deter out-
side directors from resigning their
board position by organizing an in-
surance facility that would offer up
to $10 million in D&O coverage to
its outside director members

Continued on next page
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Broker Alexander & Alexander
Services Inc. in New York hopes to
have a market available by April or
May, said John Foley, vp and na-
tional director of financial products
group. Mr. Foley said the program
reflects a "revolutionary approach
to the coverage,” but he declined to
discuss details while A&A is seek-
ing underwriter support.

A&A recently gave the plan "on
a scale of 10, a 9.7" chance of going
through, Mr. Nash says.

Premiums for the coverage
would be a "tremendous savings"
over commercial rates paid by the
companies on whose boards the
directors serve, Mr. Nash says.

However, Mr. Foley says that be-
cause of the unusual rating plan in
the new program, it is not possible
to project premiums.

NACD also is surveying its mem-
bership and state insurance regula-
tors to determine how widespread
the resignations really are.

A four-page questionnaire was
developed by a nine-member panel
chaired by Mr. Mueller, who also is
chairman of Arthur D. Little Inc.
in Cambridge, Mass.

Depending on what the re-
sponses to the 2,000 questionnaires
circulated reveal about the severity
of the problem, NACD might take
two approaches, Mr. Nash says.

First, it might propose federal
legislation to cap the liability of
outside directors. Second, it might
ask the state courts to impose pen-
alties against plaintiffs' attorneys
who initiate unwarranted or frivo-
lous lawsuits.

The Federal Rules of Civil Pro-
cedure already empower federal
judges to levy fines against attor-
neys in these instances. Two years
ago, Chief Justice Warren Burger
encouraged judges to make more
frequent use of this authority (B,
Feb. 20, 1984).

After surveying the list of com-
panies where outside directors
have recently resigned, Mr. Nash
observed, "If it's happening here,
how many more is it happening at
that we just don't know about?"

Experts feel certain that resigna-
tions other than these cited have
taken place, but that they have oc-
curred quietly to avoid attention.
Numerous such resignations are
suspected to have occurred at fi-
nancial institutions and closely
held businesses.

Both NACD's Mr. Nash, a profes-
sional director, and Mr. Mueller,
who has served on about 30 differ-
ent boards at various times, say the
rash of resignations threatens the
integrity of U.S. business, particu-
larly since the boards hardest hit
are believed to be those of young,
developing businesses that could
best benefit from expert guidance.

"The small, growing companies
who could really utilize this exper-
tise and can't afford it are going to
lose a lot of talent; they could be
severely harmed,” Mr. Nash says.

Mr. Nash speaks from firsthand
experience. He recently considered
resigning his spot on the board of a
century-old Ohio firm when the
company was notified that its D&O
insurance would be canceled.

He decided to remain on the
board only after Ohio insurance
regulators intervened by prohib-
iting arbitrary premium hikes or
cancellations.

Mr. Nash suspects that if he had
left, the firm's four other outside
directors also would have resigned,
leaving the company in the hands
of just one individual, its chief ex-
ecutive officer.

Resignations by outside directors
in the wake of lost D&O insurance,
however, merely reflect the diffi-
culties facing corporate gover-
nance on a larger scale.

Directors today face tougher de-
cisions and are held to increasingly
higher legal standards. They may
now have to contend with a take-
over offer, whereas previously
they may only have had to deter-
mine stock dividends, notes Her-

bert Wander, a Chicago lawyer and
an outside director of Telephone &
Data Systems Inc. of Chicago.

"It doesn't pay for the $20,000 or
$15,000 in fees they get," he says.

Outside directors at major cor-
porations can draw up to $50,000
annually, those at medium-sized
businesses might take in $12,000-
$18,000, and those at small busi-
nesses may only take in fees of
$6,000, notes Mr. Nash.

One way to lure outside directors
to boards lacking D&O protection
would be to increase the director's
fee, perhaps doubling it, suggests
George Baker, an outside director
of both Reliance Insurance Co. and
Reliance Insurance Group.

This would compensate for a
director's additional risk and time
commitments, he explains. And, it
would have little negative impact
on the company, since the fee in-
crease would be in lieu of D&O pre-
miums, he adds. He suspects offers
of increased compensation will be-
come more prevalent.
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1 Business Insurance Editorial Index.

1 220 East 42nd Street, New York, NY 10017
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And Found.v Please send me the following Index(es):

Annual Index Only:

The Business Insurance Editorial Index helps you find the |
1981 _ 1982  1983-1984

facts you mneed quickwsyl |,

* Lists a// Business Insurance news and feature articles. i -1985 Full Index Service

1 $ 150 each year, plus foreign postage.

* Conveniently organized by subject, persons quoted
1 PAYMENT MUST ACCOMPANY ORDER

and companies mentioned. . . .
*1985 Editorial Index service includes three quarterly - Visa - Mastercard _Check Enclosed
reports and a cumulative annual edition; 1981 |
thru 1984 Indexes available in 1
hardbound annual editions. 1 Account #
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a pile of back copies to find what you're after!
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New York: 220 East 42nd St. NY 10017 (2121 210-0137
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BENEFITS

Amid the many reference tools available, there
is one unique source book that identifies the

major buyers in the commercial insurance industry.
The 1985 Business Insurance Directory of Corporate
Buyers of Idsurance. Benefit Plans and Risk Management
Services. which features listings on more than 2.000 U.S.

corporations, is available now.

The BI Directory provides an expanded list of the major buyers
plus corporate address and phone. information

on company sales volume and employee population. Access to data is
easy with complete alphabetical listings and condensed indexes by size of
company and geographic region.
Buyers and sellers alike use the Bl Directory. As a buyer. the directory helps
you identify your corporate counterparts; and as a seller, you can pinpoint these
influential buyers and reach them easily.
Avoid commercial insurance gridlock-order your 1985 Bl Directory today. after all...

the Bl Directory is the route to take.

Business insurance Directory

81 1-27-86

Single Copy Sales, 965 East Jefferson, Detroit, MI 48207

Please send me

Bill me
Account #
NAme

Company
Arirtre

City

Exp. Date

State 7ip

copies of the Business insurance Directory of Corporate Buyers of Insurance. Benefit Plans

and Risk Management Services $50 each; $40 each for 5 or more

plus $5 additional charge for handling: El Payment Enclosed: El Visa: E] Mastercard
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Rates: Display classified is $79 50 per column mch, minimum of one inch. Straight
classified is $6 50 per hne, minimum of 5 hnes Count 34 characters per line (include
each space and punctuation as a character). Additional $13 00 charge for blind box
ads. Responses to blind box ads must fit into business size envelope. Responses are

forwarded daily.
HELP WANTED

SALES, INSURANCE
We need a hifhly motivated sales pro-
fessional with a following in health

insurance and self funding who would Principals only please write Minimum 3 years experience in

the professional marketplace

FOR SALE

Self Insurance Service oper-
ation multi state midwest

3186 leecRlipRg e PeraRtAgHNg to

agers, TPA's, brokers and insurors
We furnish salary and incentive plus
the resources of a small. congenial
professional staff The potential for
rapid growth is significant For ap-
pointment, please call 382-7470

HARVARD AIMES GROUP

Executive Search

Risk Management, Benefits and
Insurance Professionals

6 Holcomb St PO Box 16006

West Haven, CT 06516
(203) 933-1976

CONTROLLER

Rapidly growing profitable P&C Insur-
ance Co requires technically proficient
leader to relocate financial hqgtrs to up
state N Y and to direct all acctg activ 1-
ties CPA or equivalent with insurance
experience required Reply

Box 1941, Business Insurance
740 Rush St, Chicago, IL 60611

WANTED TO BUY

Small insurance agency,
100,000 to 250,000 annual
commission Located north-

side Chicago, North, North-
west Suburbs

Call Ms Mc Inerney, 761-2700.

For a
Concise
and

Logical
Approach

Risk

Management
Recruiting

LOGIC

Associates, Inc
170 Broadway
New York, N Y 10038

212) 227-8000

Business Insurance

Circulation

Breakdown*

Commercial Consumers

Administrative

CEO's presidents and owners 2531
Vice-presidents general managers and
other administrative personnel 2547
Flnancial

Chief financial officers and vice-pres,-
dents of finance 2075
Secretaries. treasurers, controllers and

other financial personnel 6886

Rialdemployee benefits

Vice-presidents directors managers and

Box 1947. Business Insurance
740 Rush St, Chicago. 111. 60611

FOR SALE-
MGA LICENSE

TEXAS LICENSE FOR SALE.

Reply to-
Box 1951, Business Insurance
740 Rush St. Chicago. IL 60611

RISK MANAGER

Principal
Join an innovative management
team with growing responsibility
for putting together several cor-
porate insurance programs in-
cluding self Insurance, captwes,
casualty, group benefits, work-

ers compensation and TPA's
Need self starter individual to

take a leadership position Good
communication skills and solid
negotiation experience College
degree required CPCU/ARM a
strong plus Send resume to

Box 1948, Business Insurance
740 Rush St, Chicago, IL 60611

MARKET
AVAILABLE

Insurance company capital-
ized at $10 million can offera
$1,000,000 CSL Commercial
General Liability Policy to

qualified Insureds expen-
enced in ASBESTOS ABATE-

MENT work

United Coastal Insurance
Company
One Corporate Center
Hartford, Connecticut 06103

REINSURANCE
OPPORTUNITY

Professional reinsurance un-
derwriting company available
for acquisition Fully staffed
Large profitable portfolio Ex-
cellent opportunity to estab-
lish a reinsurance company
Needs only financial backing
Confidentiality guaranteed
Reply to
Box 1949, Business Insurance

740 Rush St, Chicago, IL 60611

Seattle Office

REINSURANCE
CLAIMS
MANAGER

We are looking for a sea-
soned professional with

other related department personnel of In- management experience &

surance risk employee benefits, person-

ne# compensation pension, safety secur-

a strong broad background

Ity mdustial relations human resources in mU|ti-]ine ClalmS. PreVi-

and employee/labor relations 8,048
Sub-total

Associations 804
Government, unions and educational sys-
tems 1030
Commercial Consumers

Sub-total

Insurance agents and brokers 9.548
nsurance companies sos9
Financial institutions 536

Actuaries, attorneys adjusters appraisers

and consultants 3464
Others allied to the held 1,320
TOTAL 44,878

* Source Business/Occupational break-
down of qualified circulation May 6 1985
issue, as submitted to BPA for June 1985

BPA Publishers Statement

ous reinsurance experience

22.087 preferred.

Ifyouarelookingforachal-
lenge with excellent bene-
fits, educational/training

23.921 opportunities & variable

work hours please send re-
sume and salary history to:
UNIGARD SECURITY
INSURANCE COMPANY
c/o Angie Pillings
15805 N.E. 24th

Bellevue, Wa. 98009

RATES AND CLOSING TIME:

MARKETING EXECUTIVE VICE PRESIDENT

REPRESENTATIVE GENERAL MANAGER

NEW MICHIGAN CARRIER
PROPERTY and CASUALTY

both Commerical Property/Cas-
ualty insurance or heawer Cas-
ualty knowledge Retro experl-
ence helpful Medium to large If you are a strong execu-
accounts Positive and aggres- tive experlenced In manag-

sive attitude Good corrmunica-

tion skills Client and Insurance Ing a property and casualty

Company contact Agency ex- carrier we are loo<ing for
penence helpful CPCU, ARM. a leader to run a newly
CIC designations a plus Ability formed Michigan company
to take charge, assume responst-
bility and function indepen-
dently Excellent benefits Salary
commensurate with experience
Send resume to

Salary, bonus, and bene-
fits according to exferience
and performance A unique
opportunity for right per-
son Replies confidential

Please write

Vice President/Marketing
Frank B Hall&Co of Rhode Island. Inc

1600 Fleet Bank Building

Providence. Rhode Island 02903 P.O. Box 2054

An Equal Opportunity Employer Southfield, Ml 48037-2054

LOSS SUPERVISORS
and EXAMINERS

National commercial transportation carrier based in growth-
oriented northern Florida is adding qualified personnel to its
hability, physical damage and cargo departments

Liability applicants must have a minimum of five years ex-
pertence in commercial transportation claims, excellent
managerial skills, solid negotiation experience and cover-
age expertise

Physical damage experience should include commercial
truck appralsals and in-depth claims handling

Cargo claim experience must beammimum of three years
and reflect a knowledge of freight types and manufacturing
equipment ICC requirements, a must
Our salary and benefit package for these positions is one of
the best m the industry In addition, a complete relccation
package ts available to some qualified applicants Send re-
sume with salary history to

Box 1946, Business Insurance
740 Rush St., Chicago, IL 60611

SENIOR ACCOUNT EXECUTIVE

Frank B Hall&Co of illinois seeks a Sentor Account Execu-
tive for large Property/Casualty portfolio of accounts Re-
sponstbilmes include normal activities associated with the
supervision of accounts of a national insurance brokerage
firm as well as the management of support staff

Qualified candidates must have a minimum of 15 years ex-
perience in the Property/Casualty insurance field preferably
with a national or large regional brokerage firm, a college
degree or equivalent, and strong communication an j man-
agements sKkills

In addition to a competitive compensation program, we of-
fer excellent benefits and growth potential

Qualified candidates should call for further information

T.A McCaffrey, Chairman
CEO/COO
Frank B. Hall & Co. of lllinois
641-1900

Equal Opportunity Employer M/F/H/\V/

COST CONTAINMENT

General American is a major life and health insurer with a national
reputation forsuccess in theemployee benefits marketplace Weare
a large case company with a strong commitment to cost containment
techniques that enhance our quality product offerings

We offer our client companies a vanety of cost containment alterna-
tive options that include health risk appraisals, employee communi-
cations programs, utilization review, PPOs, and sophisticated data
analysts and reporting We are seeking a cost containment consul-
tant to assist in the development of additional cost containment op-
tions and to provide cost containment consultation to our presti-
giouslistofclients Thispositionwill report to the Manager of Cost
Containment Services

Qualified candidates will have a graduate degree in Health Planning
or Administration with 1-3 years of professional experience Candi-
dates must be aggressive, articulate, and able to work effectively with
majoremployerchents Theabilitytotra,elregularlyisrequired Ex-
perience in marketing and/or contract negotiations Is desirable

For confidential consideration, send resume and salary require-

ments to

Susan Michael

Gene,al
Amerlcan

General American Life
P O Box 14490
St Louis, MO 63178

Closing- Published every Monday. Copy must be in written form by noon
Tuesday, 6 days preceding publishing date. No verbal phone copy accepted.
Prepayment required Mail ads to Beverly Kluxdal. Classified Advertismg,
740 N Rush St , Chicago, IL 60611 For more information call 312-649-5340

Underwriting Manager
Multi-Line

Operating in conjunction with company goals, objectives
and guidelines you wm be gwen ample latitude to establish,
administer, maintain and control underwriting activities for
commercial coverages

Along with supervising the personnel you will assist thed,vi-
sion management with staffing, evaluating and training of
department personnel as well as providing underwriting ex-
pertise

This highly professional position requires an individual with
at least 7 years experience in underwriting, Including 2 years
in a supervisory capacity

We offer a competitive salary and benefits package along
with an attractive Manneapolislocation Foranoutstanding
career opportunity send your resume to
Box 1950, Business Insurance
740 Rush St., Chicago, IL 60611

An Equal Opportunity Employer

Akarriott®

SENIOR BENEFITS
ANALYST

Marriott Corporation, a recognized leader in the
hospitality and food service industries, seeks this
qualified professional to assume duties as Senior
Benefits Analyst

The ideal candidate will possess strong working
knowledge of health insurance plans Must have ex-
perience In medical utilization analysis Minimum 5
years corporate or consulting experience m design and
administration of benefits programs, including in-
surance, pensions and capital accumulation is desired
Bachelor's degree with emphasis In business, accoun-
ting or personnel and excellent oral and written com-
munication skills are required

Marriott offers a highly competitive salary and benefits
package, career growth and advancement opportuni-
ty Send resume with salary history in confidence to
Marriott Corporation, Dept. 835.SBABI, Marriott
Drive, Washington, DC 20058.

An Equal Opportunity Employer m/f

WORKER'S
COMPENSATION CLAIM
MANAGER/SUPERVISOR

Time to s-t-r-e-t-c-h your skills
-maximize your potential?

Great American Insurance must have a minimum of 2
Companies, an A+ rated years In a supervisory or
national, multi-line Insurance management capacity.
company currently has the To respond to this excellent
followmgn%ppor umtz to cio Dallas opportumty call (214)
lust that Dallas office 241-1212 or send your
This posihon requires a de- resum@ to: Ted Saylor.

greed individual with a
solid background con-
sisting of at least 7 years
handling worker's com- 2925 LBJ Freeway
pensation claims You | Dallas, Texas 75234

An Equal Opportunity Employer

A A GREAT AMERICAN
I 1 INSURANCE
COMPANIES

GrEAT , WERIGVYV

INSURANCE COMPANIES



OuU6meaa inaUTance, January 4 4, 1360 / OO

Pension insurance the termination of a plan is an event that the most need insurance wouldn't be able to af-

) [ employer decides ford it,” said Philip Briggs, vice chairman at
Con_tlnued from page 2 ) ) 1. -3 "Insurers don't like to insure risks that are Metropolitan Life Insurance Co. in New
business and hasn't fully funded its pension ) under the control of the insured,” pointed out York.
plans, Ms Utgoff said (11 3 Fred Rumack, director of taxes and legal ser- And it is doubtful whether Congress would

"As a society, we've made a decision to 3 vices at Buck Consultants Inc m New York pass legislation to allow private insurers to
guarantee Workerfs'_pens'on benefits We T "This files in the nature of insurance. Ter- slphon off the good risks-employers with
want to consider giving employer's the op- u:-_ -/ S mination of a pension plan is a voluntary- well-funded pension plans-and leave the

tion of selecting the insurer,” Ms Utgoff not a fortuitous-event. | have tremendous PBGC as an insurer of last resort
pointed out problems with the idea. I'nm at a loss to ex- "I don't think Congress would be amenable

If commercial insurers were permitted to plain how it could work in practice,” Mr Ru- to privatizing the good risks while retaining
compete with PBGC, however, the PBGC ance market to private insurance companies mack added. all the bad risks for the PBGC," said Dallas
would have to switch from a flat permium fits in well with the White House's goal of Without significant changes in rules cover- Salisbury, president of the Employee Benefit
for each pension plan Eartmlpant to a risk-re- transferring more federal programs to the ing pension terminations, "The insurance in- Research Institute, a Washington-based ben-
lated premium in which the premium is de- private sector. dustry would not touch this with a 10-foot efits think tank
termined upon the financial stability of each For example, the administration has re- pole," predicted former U S. Rep John Er- Even insuring the more desirable risks
pension plan commended the termination of the federal lenborn, R-Ill, a partner with the law firm of could be a daunting task, insurers say

While passage of the PBGC legislation is government's crime insurance program and Seyfarth, Shaw, Fairweather & Donaldson in For example, calculating a termination in-
the agency's immediate concern, it isn't too is discussing whether to end the U S Postal Washington surance premium would be difficult for
soon to begin discussion about privatization Service's monopoly on first-class mail deliv- "Right now, guaranteeing pension benefits final-pay pension plans, in which benefits
of the PBGC insurance program, Ms. Utgoff ery. (in the event of termination) iS an uninsur- are based on a worker's highest average sal-
said Outside government, there IS much grum- able risk, added Lawrence Bader, a manag- ary over a number of years with an em-

In fact, a special PBGC task force, set up by bling about the PBGC program from employ- ing director at William M. Mercer-Meidinger ployer, usually his or her last five years.
former Executive Director Charles Tharp, ers with well-funded pension plans, who re- Inc in New York "Inflation can play havoc with final aver-
has been studying the issue for more than a sent paying the same premium as companies Others say commercial insurers would age-pay plans,” notes Metropolitan's Mr
year, but it has not yet made final recommen- with poorly funded plans. guarantee pension benefits, but only in ex- Briggs Salaries can shoot up, producing
dations They believe the PBGC program really change for more control over their potential higher than expected benefits In such a situ-

Ms Utgoff says there are several options to En't insurance but a social tax paid by em- exposures ation, a well-funded plan can become under-
:he current PBGC system ployers with healthy pension plans to subsi- “I would think insurers would want a voice funded, he said.

One option is to allow employers to choose dize benefits promised by weak pension in funding decisions and benefit improve- Some insurers question if there would be
between the PBGC and an approved com- plans All employers, regardless of the finan- ments," said a major East Coast insurer. "I'm sufficient commercial insurance capacity to
mercial insurer to insure their pension obli- cial condition of their pension plans, pay the not sure employers and unions would like guarantee pension benefits against the risk of
gations same annual premium $260 per plan partici- that" plan termination.

Or, the PBGC might become the insurer of pant. Insurers say they probably would be will- "There is a real concern about capacity. It
last resort for those employers unable to pur- But experts, questioning whether the ing to write coverage for companies with would take enormous resources to provide
chase commercial insurance to guarantee PBGC program really can be considered in- well-funded pension plans-those who coverage,” said a spokesman for Aetna Life
their pension obligations. surance, are skeptical on whether insurers would least need insurance. & Casualty Co. in Hartford, Conn

"Obviously, there are lots of options for would Jump m-if asked-to compete with But, financially troubled companies with And, at a time when insurers are reporting
private insurance," Ms. Utgoff said the PBGC as the guarantor of workers' pen- underfunded pension plans would find cov- operating losses and cutting back on cover-

While the Reagan administration has not sion benefits. erage expensive and in some cases unavail- ages, it is doubtful they would want to take
made an official proposal, some experts say They question if guaranteeing pension able. on new risks, said Theresa Stuchiner, a part-

opening the pension benefit guarantee insur- benefits is, in fact, an insurable event, noting "The problem is that those companies that ner with Kwasha Lipton in Fort Lee, NJ .

Tort reform coalition

Continued from page 2 Mr. Coyne noted that coalitions lobbying for product yl'lIfFESM(UII[OVt 2- _u . J - _ i A
country. liability reform legislation at the state level withered
« Establish a federal liaison to the White House, the during the early 19805 after scoring some modest legis-
Justice Department, Congress and other governmental lative successes.
agencies But ATRA will succeed where other coalitions have o 2Z2ZZDCZZ20
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Although ATRA has Just been established, it already failed because of the breadth of its membership, Mr
is drawing criticism from one consumer advocate Coyne predicted.

J Robert Hunter, president of the National Insur- Virtually every profession is represented in this co-
ance Consumer Organization in Alexandria, Va., said alition. That coalition is our power and force," he said.
ATRA first should compile data to see if changes in the Trade groups on ATRA's 12-member steering com-
legal system are needed mittee include: American Assn of Community and Ju-

"I'm not against tort reform, but the first order of nior Colleges; American Business Conference; Ameri-
business should be to gez data,” Mr Hunter said. can Consulting Engineers Council; American Institute

But Mr. Coyne said there is no doubt that there are of Architects; American Legislative Exchange Council; ,
massive problems with the civil justice system American Society of Assn. of Executives; Arperic ID,503:Ed Irrt: IEREEIFLGOomrn TEG"E J6IEFIZIIEPEINECI Anrin

It 1s a problem when companies say they can't get Recreation Coalition, American ruc?mg Assns &Ilt%/mme immgmtum )BismniSXS[6(ifiiials
insurance coverage or are hit with outrageous awards. American Transport Assn. of America; National Assn I—Q”: 11562315(:ritiml[3 |BED|ZA$C7””D&15R|aND[31]S| Inbt-r?SFIKE# ,

. . . . : . *1AtIYE2=}(i:71,amkDEn ®1511
Tort reform and public education are the keys to solv- for Child Care Management; National Federation of my: :
ing the problem,” he said Independent Business; National Paint and Coatings Thrzo,gin/RATEVQHKage/Zpal/EANdkd/&5(19[Ing,R/aw

Mr Coyne also emphasized that ATRA is not a rival Assn. GI5312Rylfs(Elf CEE55;053!B GISEISEY 1 Gm ) i,CR:Tal, IMIb Yrrt:n

to another major business group-The Washington- The other members are the Alliance of American In- .
based Product Liability Alliance-that also IS seeking surers; the American Automotive Leasing Assn ; the T IIhenIFEF[17,15
Ccz=:CS)53

tort reform American Medical Assn, the American Pulpwood
Mr Coyne notes that the Product Liability Alliance's Assn.; Associated Specialty Contractors; the General (1111111JaBil"31ENDE,(55ZIESG)llimmgft; 67¥11-imfi361= Tln[rhrrltfl
89(li'112BCIZEIC!1 C:7IRIEIEN'1*rGli37YIEZIESD lizKZ]Uirti fiR=mD]Yim

e.£EK2371 fITir:zi k

mission is battling for enactment of a uniform federal Aviation Manufacturers Assn; the Hazardous Materials
product liability law Advisory Council; the Mechanical Contractors Assn;

[[EamYP CZ!11 IED LEED iii/m [*1!11J 85 82!*
dealing with tort liability in its broadest sense" seeking tractors, the National Coalition for Litigation Cost Con- . P . b
legal changes in such areas as medical malpractice and tainment, the National Electrical Contractors Assn, 6E|T)4 |Ifr|pIa ahm2 6]ImrﬂA|m (SSZ]ZED Cm %110 t_al»

. . . . . . . 0k %16 o oA

eJAaddifion, hesaid, AIRA S Rrimaty. focus will beMLGovne.Aares 1hat sexeral hundred companies -(mli%* (R™Ifib mEFEY dmi alf@1) ol
Alliance is concentrating its lobbying efforts at the fed- ATRA's offices are located at 214 Massachusetts Ave.,

"We are not Just focusing on product liability We are the National Assn of Plumbing, Heating, Cooling Con-
professional liability, Mr Coyne said. and the National LP Gas Assn. Mf[|U0/19£83 UIED(*,pty7(3III,UTRD(|IP liING tOIF[lr, 1 [IJlES?}lRt]AKEED‘
eral level N E, Suite 400, Washington, D C 20002; 202-547-7916 .
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the professional marketplace

Ryder System, Inc, a multi-billion diversified transportation and
business services company, is seeking a high potential professional

REGIONAL GROUP SALES\

MARKETING MANAGER

REPRESENTATIVES

Our expansion plans for 1986 require the addi-
tion of a number of top quality sales persons
with proven sales records to work with brokers,
consultants, T P.A.'s in various offices through-
out the country.

An excellent compensation package including
an attractivesalary plusan unlimited bonus pro-
gram and full benefits package is offered.

CONTACT: Wm. M. Wood, Jr.
2nd Vice President

/ImOSTON Director of Sales
(" *) 120 Royall Street

MU T UL Canton, MA 02021
(617) 828-7000 Ext 257

Frank B Hall & Co of lllinois seeks a marketing managerfor
the placement of large Property/Casualty national ac-
counts Responsibilities Include the supervision and mar-
keting of primary and excess Property/Casualty placements
as well as management of support staff related to this act,v-
Ity

Quallified candidates must have a minimum of 15 years ex-
per,ence in the Property/Casualty insurance field preferably
with a national or large regional brokerage firm, a college
degree or equivalent, and strong communication and man-
agements skills

In addition to a competitive compensation program, we of-
fer excellent benefits and growth potential

Qualified candidates should call for further information
T.A McCaffrey, Chairman
CEO/COO
Frank B. Hall & Co. of Illinois
641-1900

Equal Opportunity Employer M/F/H/V

for the following position

Workers’

Compensation Claim
Manager

This position requires an individual who has a Bachelor's degree,
multi state workers' compensation claim experience, knowledge
of claim information systems, excellent communication skills and
management experience This position will manage the compa-
ny's workers' compensation claim program nationwide through m-
dependent adjusting firms as well as Ryder's own adjusting
company

Ryder System, Inc offers comprehensive benefits including med-
ical and dental plans, stock purchase, life insurance, tuition aid and
more For prompt consideration, please forward your resume and
salary requirements to

R

RN oOouI

Manager, Corporate Employment
RYDER SYSTEM, INC.
3600 N W 82nd Avenue

Miami, FL 33166

An Equal Opportunity Employer M/F/H
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update

Insurer asks for supervision

Continued from page 2

ratings of three other St Regis Group members to Not Assigned
from Contingent A-plus because of the amount of reinsurance they
place with unrated reinsurers

Rulings protect state officials

WASHINGTON-Plaintiffs cannot sue state and local officials in
federal court for negligence under the due process clause of the 14th
Amendment, following two U S Supreme Court rulings last week

The high court said in the rulings that state officials' negligent
conduct resulting in injuries to prisoners did not violate those pris-
oners' constitutional rights under the 14th Amendment.

In one case, the prisoner sought damages against the state charg-
ing officials negligently failed to protect him from another inmate
In the other case, the prisoner injured his back and ankle when he
slipped on a pillow left on a staircase by a sheriff's deputy

It's now highly unlikely that persons will be able to bring negli-
gence claims against any state officals in federal court on the basis
that they were deprived of their constitutional rights under the 14th
Amendment's due process clause, attorneys agree

Fireman's Fund posts'85 loss

NOVATO, Callif -Fireman's Fund Corp. reported a consolidated
net loss of $44 million for 1985, but posted preliminary consolidated
net income of $23 million for the fourth quarter

The company's announcement last week marked the first time
Fireman's Fund reported earnings since its shares became indepen-
dently traded in October

The 1985 consolidated loss compared with a 1984 net loss of $6
million The fourth-quarter gain compared with a loss of $13 million
in the corresponding period of 1984

Results for both years exclude results of life insurance operations
that were sold to American Express Co in August

Fireman's Fund's property/casualty earned premiums increased
0.7% m 1985 to $2 9 billion, while earned premiums in the fourth
quarter rose 5 3% to $719 million

Fireman's Fund's combined ratio rose to 123.5% in 1985 from
121 1% in 1985 However, its fourth-quarter 1985 combined ratio
stood at 115 0%, down from 124 3% m the fourth quarter of 1984

InNsurance services guide

LOSS CONTROL ENGINEERING

by independent professionals
FIRE PROTECTION and SECURITY
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(619) 451-6049
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(314) 878-5002

HEALTH CLAIMS
COMPUTER SOFTWARE
FOR IBM PC XT

WORKERS
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EOB's, Correspondence & More
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Packages. Inc.
5118 North 56th Street
Tampa, Florida 33610

813-621 4069 [FL}
800-237-8133 IUS}

Insurance Software Packages, Inc
5118 North 56th Street

Tampa, Florida 33610
813-621-6069 (FI)

800-2374133 (U S)

TEMPORARY CLAIMS ADJUSTING SERVICES

Servicing Claims Statewide in California

Workers' Compensation
Longshore and Harbor Workers' Act
Property/Casualty

Inside and Field Adjusters

Claim Netisnot an employment agercysothere
is NO FEE FOR PERMANENT HIRING

C/aim Net 3572 Hamilton Street. Irvine. CA 92714 18001 325-2125

For advertising information,n the INSURANCE SERVICES GUIDE
Contact Beverly Kluxdal, 740 Rush Street, Chicago, lllinois 60611
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for Captives, Self Insurers & Insurers.

Claims-made form 1
1 'The industry introduced a totally unacceptable

1 and one-sided product, making as few piecemeal
changes as it felt it could get away with in order

Continued from page 1

“We realize that this is about the
best ISO is going to do, and with a
number of key states falling in line,
we don't think our energies are
best spent in trymg to convince
regulators to reject the claims-made
form,” RIMS President P Richard

Hackenburg said in an interview
last week.

to win the approval of state insurance
departments,’' the RIMS statement says.

While withdrawing opposition to CGL policy forms to include a por-
The most recent revisions to the the claims-made form, RIMS' state- tion of defense costs within the ag-
claims-made form provide separate ment calls for more revisions to the gregate policy limits beginning
aggregate limits for certain claims form July 1
when the optional supplemental RIMS suggests that ISO develop a "Insurers have won significant
tail coverage endorsement is pur- mechanism to price the optional concessions in the new CGL which
chased, require insurers to provide supplemental tail coverage prior to will be borne by insurance consum-
policyholders with certain claims a policy's inception ers and which may ultimately im-
data on request; and guarantee that Currently, insurers would be pact society as a whole,” the RIMS
supplemental tail coverage be of- permitted to charge up to 200% of statement said
fered to policyholders whose cover- the original policy premium for RIMS urged ISO to withdraw the
age is canceled for non-payment of supplemental tall coverage, but the proposal entirely and "not pursue a
premium exact price would not be deter- strategy through which we have a
These revisions were made in re- mined until the end of the policy multistate auction to discover what
sponse to model claims-made policy period percentage of defense cost limits
language adopted by the National Without a pricing mechanism for the regulatory community will ac-
Assn of Insurance Commissioners the supplemental tail coverage cept "
at ItS winter meeting last month prior to policy inception, RIMS ISO announced m late June that
(Bl, Dec 23,1985) said, "the insurer will undoubtedly it would file amendments to ItS
Since the revisions were an- be subject to more stringent regula- claims-made and occurrence forms
nounced Jan 14, Alabama and tions on cancellation or non-re- to include all defense costs within
Kentucky have approved the newal and (to) potential Judicial de- policy limits
claims-made form, according to terminations that such cancellation But, in response to widespread
1ISO, while regulators in lllinois and or non-renewal is in bad faith " objections, I1SO said last month that
Connecticut have publicly said The supplemental tail coverage, its so-called defense cost-contain-
they will approve the revised form as newly revised, allows a policy- ment amendment would include
shortly holder to purchase coverage that defense costs within policy limits
Regulators in four other states will equal 100%b6 of the expiring pol- only after defense costs reached
told Business Insurance last week icy's aggregate limits. 50% of the policy's aggregate limits
they expect to approve the form These limits can be applied only And, ISO said it would file two en-
based on the latest revisions filed to claims involving incidents re- dorsements one permitting insur-
by ISO ported 60 days after the expiration ers to Include all defense costs
But, RIMS made clear in its of the policy period, and not to within policy limits, and another
seven-page statement that it does claims involving incidents reported providing defense cost coverage eq-
not endorse the claims-made CGL during the policy period or within ualing 300%b of policy limits.
form. 60 days of its expiration Since then, ISO has responded to
The occurrence form IS the However, the coverage also can a request made in December by in-
"proper vehicle" for the transfer of be applied to claims filed more than surance commissioners to delay fil-
risk for the majority of the insur- five years after the policy expires ing the defense cost-containment

1 ance-buying public, RIMS said in for incidents reported during the amendment until at least Feb 15,

the statement policy period or within 60 days of the tentative date for completion of

"Over the long term, RIMS will expiration an NAIC study of the issue
hold both ISO and insurers to their Claims for incidents reported RIMS pledged in its statement to
promise of continued viability of within 60 days of the expiration of work with ISO to educate RIMS

' the occurrence form," the associa- the policy are otherwise covered members about the claims-made

tion said under the claims-made policy's au- form.

RIMS specifically objected to ISO tomatic five-year tail coverage, "We beheve that with the modi-
President Daniel 3. MeNamara's subject to the policy's aggregate fications ISO has come out with, it
statement that the latest revisions limits is now time to get on with the busl-
RIMS also blasted ISO's total ex- ness of educating the business com-
any rational reservations" about clusion of pollution liability cover- munity on the new form and time
the use of the form age from both the occurrence and to put the insurance availability

"All risk managers should have claims-made commercial general problem in the forefront of our
strong reservations about the liability forms. A more responsible thoughts,” commented Mr Hack-
claims-made form and take appro- approach would be to carefully enburg, who is staff vp-risk man-
priate measures to protect their em- word the policy to include coverage agement at Allegheny Interna-
ployer's interests,” the RIMS state- for sudden and accidental pollu- tional Inc in Pittsburgh
tion, RIMS said

Jon Harkavey, director of gov- ISO has maintained that a total ance availability problem in its
ernmental affairs for RIMS, said exclusion of pollution hability from statement, noting that it also Will
specifically that risk managers the forms IS necessary because work to encourage the develop-
should courts will misinterpret any cover- ment of alternative risk financing

- Be aware of potential gaps in age for sudden and accidental pol- mechanisms "that will serve the
coverage under the claims-made lution to provide coverage for grad- needs of businesses, local govern-
form. ual pollution. ments and institutions deserted by

- Be sure to comply with all "

to the claims-made form “eliminate

ment said

RIMS also addressed the insur-

But RIMS says there is no evi- the insurance marketplace

Eligibility & Benefit Calc, Checks, deadlines for reporting incidents dence to demonstrate the proclivity RIMS is now surveying its mem-

and claims of the courts to misinterpret sudden bers about their insurance needs

- Attempt to negotiate the cost and accidental pollution coverage, and is compiling information about
of supplemental tail coverage at and that any such judicial decisions available group captives and pools.
policy inception are more likely the result of poor RIMS plans to use the survey re-

While withdrawing its opposition policy drafting
to the claims-made CGL, RIMS "RIMS believes the burden is on bers with existing alternative risk
criticized ISO's strategy in seeking ISO to explain why such coverage financing mechanisms.
regulatory acceptance of the new cannot be Included within its CGL RIMS also said it would work
policy forms-a reference to ISO's policy form or why it will not draft with the insurance industry to

repeated incremental adjustment of such coverage provisions," the lobby for reforms in the civil Jus-
the claims-made form made in the statement said

sults to match the needs of its mem-

tice system
face of growing opposition to the While not specifically asking ISO "In this vital task, the insurance
proposal to change the coverage trigger of its industry will have the complete
"The industry introduced a to- claims-made form, which requires and total support of the Risk & In-
tally unacceptable and one-sided the filing of a claim against a poli- surance Management Society,"” the
product, making as few piecemeal cyholder to activate coverage, statement concluded
changes as it felt it could get away RIMS warned that the claims-made RIMS launched in May a major
with in order to win the approval form will prompt the same type of lobbying effort to convince insur-
of state insurance departments,” coverage disputes between insur- ance regulators to disapprove ISO's
RIMS said ers, and insurers and their policy- claims-made CGL form on the
"RIMS would have preferred holders, as have resulted from the grounds that it was deceptive and
that a more equitable CGL claims- tradittonal occurrence trigger unfair to policyholders
made policy form would have been The claims-made CGL form de- By year-end, RIMS had the
introduced by the insurance indus- veloped by The St Paul Cos Inc, upper hand over ISO in its battle of
try at the outset,” the association which is triggered by the reporting persuasion Regulators in 14 states
added of an incident by the policyholder had rejected the claims-made form,
RIMS also noted that, notwith- to the insurer, will result in less liti- refusing to allow its use in their
standing its new position of not op- gation over the trigger of coverage, jurisdictions (BIl, Jan 13)
posing the form, individual RIMS RIMS said In response, ISO made the latest
chapters and members are free to The RIMS statement staunchly revisions, which were filed with
take any position on the claims- opposes ISO's plan to amend both state insurance departments last
made form they choose. the claims-made and occurrence week
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the horse owners on a percentage basis after property insurance" to cover the damage, Mr

the total value of the animals has been set Lieberman said He would not identify the
The few owners that did purchased indi- insurer but said the coverage was written on

Horsemen's Benevolent & Protective Assn, vidual mortality policies for their horses may a replacement value basis

a group of thoroughbred owners The cover- also be able to recover some payment under "We don't know the total cost to replace

age is written by Motors Insurance Co in De- the HBPA coverage if the individual policies the building, but we're estimating it at about

troit and brokered through Mullins & Associ- do not fully cover the value of their horses, $1 million," he said. "It's of no concern to
ates m Annandale, Va, and Rhulen according to Ms Barkley anyone but the NYRA "

Ms Barkley pointed out that the aggregate “If the horse owner had other insurance, An investigation into the cause of the
value of the thoroughbreds will likely exceed this policy would pay only if the horse were blaze by the Nassau County fire marshal was
the limits of the HBPA coverage, which she underinsured,"” she said continuing last week
termed "the disaster policy "The difficulty is the limit is only a half- "There is no indication that it is going to be

Estimates of the horses' value vary widely million It is likely that it won't cover every- declared a suspicious fire," Mr O'Brien said
The New York Racing Assn, which oper- thing," Ms Barkley said She explained the He pointed out that sprinklers in the barn

Belmont Park fire

Continued from page 2

ates Belmont Park and two other thorough- policy also insures the owners' tack-which were damaged and not functioning at the
bred tracks in the state, released a statement includes gear like saddles and blankets-that time of the fire, though repairs were under
shortly after the fire estimating the horses' was also destroyed by the blaze way and would have been completed shortly
value at between $500,000 and $5 million Horse owners will not be able to recover after the accident

But Martin Lieberman, senior vp and at- their losses from the NYRA, which owned
torney for the NYRA, said last week that the the barn
association had authorized "no estimates of

W#HFabor 432 ‘422 23.6 27 443-412

Source:- Philip Olsen/Alan Clifton, Insurance Industry

. Specialists Kitcat & Aitken Stockbrokerb.
London

Normally, the pipes leading to the barn's
sprinkler heads are empty, Mr O'Brien ex-
American Family John Keenan, vp of operations fc_)r the plained, noting that water that is sto_red un-

the value of the horses" and would not specu- NYRA, said the horse owners signed an derground is "held back by the air in the

American Family Corp has announced a late on the figure agreement with the association freeing the pipes
4-3 stock split and an increase in cash divi- Owen J O'Brien, security director for the NYRA from hability if the animals were in- In the event of a fire, the heat will melt
dends NYRA, said the value of the horses would Jured or killed while stabled at Belmont seals on the sprinkler heads, and water will

The purpose of the stock split is to broaden probably total between $1 million and $2 mil- "The trainers accept the space that we pro- be released from the heads 30 seconds later
public interest in American Family's stock by hon However, he cautioned that the horses' vide, with the written understanding that the But the day before the fire, a leak had al-
reducing the market price per share worth "is difficult to estimate Some of them safety of the horses is their responsibility,” lowed water to fill the pipes and trigger an

A cash dividend of 10 cents per share of hadn't run yet and we're talking about po- said Mr. Keenan alarm at the track's security office, Mr
common stock will be paid to all shares on tential value We don't have any accurate fig- The fire that destroyed Barn 48 caused an O'Brien said
March 1, including the additional shares ures yet." estimated $1 million m property damage, ac- During repairs, the system was drained
created by the stock split, thus effecting an Ms Barkley said payments under the cording to NYRA's Mr Lieberman and "that was the condition it was in at the
111% increase in dividends The dividend is HBPA policy will probably be distributed to The racing association has only "partial time of the fire," he said ,
payable to shareholders of record Feb 7

Lawrence replies to Nader criticism

Continued from page 2

Frank B. Hall
for the new claims-made commercial liability form, Lloyd's will sup-
Frank B Hall & Co Inc said last week that cal time."” port only the claims-made form in 1987.
it has arranged $125 million in loans "to re- Mr Lawrence noted that the financial crisis facing the insurance “Underwriters are not trying to dictate how you should run your
tire short-term indebtedness" and to increase industry today extends worldwide For example, he said, the U S business here in the U S," he said "However, they have their own
its working capital Some $75 milhon was insurance industry is reporting a pretax operating loss of $55 billion businesses to run in London, and | believe the position is now such
borrowed through a revolving credit agree- for 1985, while the British insurance companies' underwriting losses that they have no option
ment and $50 million is under a term loan for 1984 totaled 22 billion pounds ($1 7 billion at current exchange "It is no longer the 1Ith hour; it is midnight. Every underwriter is
agreement with a group of five banks rates) And, Japanese insurers lost an equivalent of $276 million on entitled to his own view, but m my opinion, any who continues to
international reinsuranace in 1984 write the heavy U S casualty book-be it on a direct or reinsurance
HealthAmerica Corp. "Are all these the figures of an accountant's fertile imagination9" basis-on the old occurrence form is acting irresponsibly "
Mr Lawrence asked rhetorically While Lloyd's will change the form on which it writes U S casualty
HealthAmerica Corp, a publicly held oper- The crisis is taking its toll on Lloyd's, he said, noting that for 1982, risks, Lloyd's is and will remain a strong supporter of U S business,
ator of health maintenance organizations, the year that Just closed under Lloyd's three-year accounting system, Mr Lawrence noted In 1984, nearly 70% of Lloyd's premium volume
says it expects to report 1985 earnings of 50 Lloyd's general hability underwriting loss was more than 425 million was paid in U S dollars
cents per share, compared with 1984 earnings pounds ($599 million), "the vast majority in U S dollar business " In addition, Mr Lawrence said, Lloyd's maintains aUS Trust
of 58 cents per share "Faced with those figures, what would any prudent businessman Fund in New York with deposits representing its U S premium vol-
"We are hardly ecstatic about these results, do9 Quite simply, he would ask, '"Why should any underwriter con- ume, at the end of 1985, the fund stood at $5 8 billion
but at the same time are quite encouraged by tinue to underwrite this business?' And many names at Lloyd's are And, he said, over the 15 years ending in 1984, Lloyd's underwriters
the progress we have made in recent months asking that very question today," he said paid the second-largest amount in US income taxes of all prop-
in implementing systems to better control "No one in a free country can be forced to underwrite business he erty/casualty insurers
our medical costs," said Philip N Bredesen, does not wish to Why jeopardize an otherwise profitable operation by Another insinuation made about Lloyd's is that we are running
HealthAmerica's chairman and chief execu- continuing with general liability insurance?" wild around the States, m an unregulated fashion, without making
tive officer But, Mr Lawrence continued, Lloyd's underwriters have not sim- available audited financial informaiion,” Mr Lawrence said
"Final enrollment as of Jan 1, 1986, should ply walked away from U S general liability business "This situation never existed," he said, noting that Lloyd's meets all
be about 880,000 compared to 527,000 on Jan "The fact is that underwriters have not done this,” he said “They the necessary U S regulatory requirements.
1, 1985, a 67% increase,"” Mr Bredesen added have struggled long and hard to quote terms that will, on the one Each year, Lloyd's files audited financial statements with the U S
"Exclusive of the acquisitions in Indianapolis hand, give their clients something they can live with and, on the Treasury Department, the National Assn of Insurance Commission-
and Fort Wayne, Ind, enrollment growth is other, will allow them to Justify to their skeptical names their decision ers and many state insurance departments, he said
in excess of 50% " to continue with this business * "Never has the Underwriting Room at Lloyd's been so busy-with
The company also said earnings per share Mr Lawrence also noted that Lloyd's underwriters are committed existing policyholders seeking to place more of their business in
in the fourth quarter totaled 8 cents, com- to wnting general liabiity business on a claims-made form Lloyd's and new policyholders seeking capacity coupled with first-
pared with 14 cents in the fourth quarter of Although some underwriters will write business following the old class security," he said, adding, "Much of the increased activity and
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« ISO occurrence form this year because of delays in obtaining approval interest | have referred to has come from the United States
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NYSE 35.25 -2.8 10.7 1.00 2.8 36.13 35.25 1.080.2 Travelers Corp

American General Corp NYSE 46.00 -1.9 11 2 2.16 4.7 47.25 45.75 1,263 6

N . United Fire & Cas Co oTc 33.00 -0.8 15.4 1.20 3.6 33.25 33.00 0.7
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e yage Lite e o e oo s e o e 52 United States FId & Gty Co NYSE 39 00 -5.2 0.0 2.20 5.6 40.75 39.00 8704 est declines were reported by: Orion Capital
Uslife Corp NYSE 37.25 -0.7 8.4 1.12 3.0 38.13 36.75 159.3

American Intl Group Inc NYSE 108.00 0.0 26.9 0.44 0.4 108.00 106.00 1,145.5 Corp., down 8.2%; American Heritage Life In-

vestment Corp., down 6.2%; USFaG Corp.,

down 5.2%; NAC Re Corp., down 5.0%; and

Frank B. Hall & Co. Inc., down 4.1%. The 8/
" index fell 0.4% during the period.
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Washington Natl Corp
Zenith Natl Ins Corp otc
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We give you home office group services

e —_—_

from 27 hometowns.
(1€ - 2 -

(317) 872-7083

.9_/:-

|ndiéné';hns

(713) 497-2909

(913) 491-3280

e

Phoenix . |

(619) 298-517

At Northbrook Life, we provide group cover- }
age quotes and claim service from not just |
onej)ut 27 agencies around the country.

So if you have 2-200 employees,
Northbrook Life can mean improved service.
Without all the “home office” red tape you
may be used to.

Every Northbrook Life agency is indepen-
dently owned, and staffed with professionals
from your area. So we offer an insiders under-

For details on office openings, call Mark Stadler,
Group Sales Director, at (312) 480-2547.

(602) 263-9563- | { §

%

standing of what you need. And we can
provide the right Northbrook Life
products and solutions for
such concerns as cost
containment or health
care management.

' Along with the
benefits ot localized

service, you'll enjoy the

security of dealing with a

¢ national insurer. Because

~ Northbrook is a wholly-owned

subsidiary of Allstate Life Insurance Company,

a member of the Sears Financial Network.

So call your nearby Northbrook Group
Agency today. Instead of dealing with a home
office thats nowhere near your home.

N(@)Mlzl Northbrook Life
31004 Insurance Company

A Member of the Sears Family
Home Office: Northbrook, lllinois




