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Wai-Mart ordered to pay
$16.8 million to Transit

FAYETTEVILLE, Ark.-A fed-
eral judge has ordered Wal-Mart
Stores Inc. to pay the liquidator of
Transit Casualty Co. $16.8 million
in additional premiums, plus inter-
est, for workers compensation cov-
erage written through Miro & As-
sociates Risk Management Inc., a
former Transit managing general
agent.

U.S. District Judge H. Franklin

Continued on next page

July renewals

Most risk managers are coming back

f from July property/casualty insurance

renewals with almost all the coverage

they sought-and with change in their
pockets. -

While the first.signs of market com-
petition appeared as early as a year
ago, almost all observers now agree
that the roller-coaster rate cycle is
heading down.

But the degree to which insurers are
competing for business depends on
your viewpoint.

1 ' Insiirance brokers, who perhaps

have the widest view of the market in

their role as intermediaries between
ouyers and insurers, say insurers are

willing to compete for all but the risk-

iest types of coverage (see story, page

"Evgone' trwing to kee_p their re-
newals, and it's been very easy....
Prices are going down substantially,”
remarked- Bruce C.,Dunbar, president
Q-McGriff, Seibels & Williams Inc.- in
Birmingham, Ala.

Brokers generally report that prop-
erty insurance rates are going down
25% 6r more, while rate reductions for

Lower rates,

higher limits

signal crest in market cycle

most types of general liability insur-
ance are smaller-in the 10% to 15%
range.

And, rates for the tough-to-place
types of business-like high-hazard li-
ability and professional liability insur-
ance-are either stabilizing or rising
only slightly, brokers say.

In fact, brokers report that some in-
surers are so anxious to write business
that they are going on the road to
-drum up new accounts.

"Insurers are definitely calling us,
visiting more and asking for market
share,” said Richard A. Maxwell, pres-
ident of Corroon & Black Corp:s Bro-
kerage Services Group in New York.
"That's how | judge how hard or soft a
market is-by who buys lunch.”

Many insurers, while admitting -that
the market is softening, are discount-
ing reports of rampant market compe-

tition (see story, page 74). Rather, they
say July 1 rate cuts are an attempt by
underwriters to adjust rates to proper
levels following the steep rise in rates
during the last three years.

The "illusion of heavy price compe-
tition" could be "blown out of propor-
tion" because the relatively few rate-
cutting incidents are being recounted
over and over, pointed out Walter H.
Hallowell, executive vp of Continental
Corp. in Piscataway, N.J.

But other insurers agree with bro-
kers that competition is mounting.

"From what | have been picking up,
property rates are decreasing almost
too quickly across the board, and gen-
eral liability in some areas is also de-
creasing," observed Howard G. Gold-

stein, vp-marketing research fér —-

Zurich-American Insurance Group in
Schaumburg, lll.

Risk managers who have recently
completed renewals say for the most
part they're pleased with the direction
of the market, though some fear that
the first round of rate cuts could ca-
reen insurers into another price war
(see story, page 77).

"I'd hope the insurance companies
look at the risks and premiums closely
and don't get into the c6mpetitive bid-
ding of three or four years ago," said
John G. Pinner, assistant treasurer at
Mattel Inc. in Hawthorne, Calif.

Meanwhile, conditions in the Lon-
don market, which a year ago shunned
almost all new U.S. casualty business,
also are easing, with property rates
declining 10% to 15% 6 liability rates
holding steady or falling slightly and
capacity increasing for almost all lines
of coverage (see story, page 77).

Finally, the reinsurance market is
not changing as quickly as the direct
market, reinsurers and brokers report
(see story, page 79). While property re-
insurance rates are dropping and ca-
pacity is increasing, softening in ca-
sualty reinsurance is limited to less
restrictive terms, observers say.

Florida malpractice crisis likely to linger

By MICHAEL BRADFORD and JUDY GREENWALD

TALLAHASSEE, Fla.-The medical malpractice insurance
crisis forcing some Florida physicians to abandon their prac-
tices and others to curtail services could last for months, if
not years.

Medical malpractice insurance premiums have risen so
high-particularly in the southern Florida counties of
Broward, Palm Beach and Dade, which includes Miami-that
some physicians are'cutting back the services they perform,
leaving the state or getting out of medicine entirely by retir-
ing or changing professions.

"l have a good friend who is a stockbroker now; he used to
be a neurosurgeon," said Dr. Harold Norman, president-elect
of the Dade County Medical Assn.

Reports circulated early this month that patients had died
after being transported to distant hospitals when nearby, un-
derstaffed emergency rooms refused totreat the patients.
However, because of the serious nature of the patients’
injuries, the deaths have not been directly attributed to the
malpractice insurance problem.

The reason for higher malpractice premiums: juries have
returned higher and higher medical malpractice awards.

As a result, St. Paul Fire & Marine Insurance Co. of St.
Paul, Minn., the largest malpractice insurer in the state,
raised rates 46.4% on July 1 for doctors in Dade and Broward
counties. Elsewhere in the state, rates went up 10%.

Even the doctor-owned malpractice insurer with the third-
largest market share is charging rates similar to St. Paul's

higher rates. However, self-funded doctor trusts still are
charging less than St. Paul's rates.

But while doctors are protesting higher rates, they also face
losing insurance at any price.

St. Paul will stop writing medical malpractice coverage
year-end for 5,300 of Florida's 33,000 doctors because the
state refused to grant the 60% rate hike it said was necessary.
The Florida Insurance Department granted only a 35% rate
increase.

St. Paul originally was going to stop writing malpractice
insurance in Florida July 1, but agreed to a six-month exten-
sion after the department granted it an additional 17.5% av-
erage statewide increase.

And, CIGNA Corp. began to pull out of the state July 1,
when it stopped renewing coverage for 2,200 to 2,500 Florida
doctors.

Three new sources of malpractice insurance may emerge in
Florida, including a hospital-owned captive, a risk retention
group and CNA Financial Corp., but they may not pick up all
the uninsured doctors.

Observers say a solution to Florida's malpractice insurance
problem must be found sooner than September, when Gov.
Bob Martinez is expected to call a special session of the state
Legislature to help resolve the problem.

"There is a lot of feeling something needs to be done very
soon," said Roderick Dickinson, executive director of the
Physicians Protective Trust Fund in Coral Gables. "No one's
really got a good solution at the moment.”

"There are not any quick fixes in Florida," agreed a spo-

keswoman for St. Paul.

The governor currently is forming a working group charged
with developing proposals to be addressed in the special ses-
sion, according to a spokesman. Last week, all the appointees
to the group had not been named and no proposals had been
formalized.

However, the Florida malpractice crisis is not going to be
resolved quickly by legislative action, predicted Lester Ab-
berger, vp of governmental affairs for the Florida Hospital
Assn. in Tallahassee.

"I'm concerned about a quick-fix," said Mr. Abberger.

He explained that "even if the Legislature is able to enact a
substantive tort reform package; the results won't be re-
fleeted for many, many months. That leaves us with the
problem of what do we do between now and the time we see
the results.”

Three factors are blamed for the huge number of medical
malpractice suits filed in Florida and the subsequent high
awards:

» The highly transient nature of Florida's population.

= The high number of attorneys per capita in the state.

- Liberal judges and juries.

Many residents in Broward, Palm Beach and Dade counties
are emigres from the North and have not had the opportunity
to develop long-term relationships with their doctors, mak-
ing them less reluctant to sue, pointed out Robert L. Atkins,
administrator of the Florida Physicians Insurance Trust in
Tallahassee.

Continued on page 81
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Wai-Mart ordered to pay Transit

Contznued from previous page

Waters also refused to order Wal-Mart's broker, Alexander & Alex-
ander Inc , to reimburse the Bentonville, Ark -based retailer for the
iudgment

But in a ruling issued last Monday, Judge Waters also found that
Wal-Mart is entitled to workers comp and general liability cover-
age written retroactively through Miro & Associates in 1980-1983

Wal-Mart sued Transit in U S District Court in Fayetteville in
1985, seeking coverage under the workers comp policies and retro-
active agreements and a ruling that it owed Transit only flat premi-
ums of $35 million per year for the work comp coverage bound in
1983 and 1984 (BI, April 20)

Transit counterclaimed, seeking $19 5 million in additional pre-
miums And, Wal-Mart and Transit both asked the court to order
A&A to reimburse them if they were ordered to pay any damages

However, Judge Waters ruled that Wal-Mart and A&A knew that
the flat-rate work comp coverage offered by Miro & Associates was
"too good to be true" and that the rating would be unacceptable to
state regulators The retroactive coverage, while an "incredibly bad
deal" for Transit, is enforceable, the Judge ruled

Wal-Mart is assessing whether to appeal the ruling

Separately, Miro & Associates and its principal, Carlos | Miro,
have denied fraud, Civil racketeering and other charges leveled
against them and others by Transit's liquidator in U S District
Court in Dallas

In answers filed last week, Mr Miro and Miro & Associates also
filed numerous counterclaims, cross-claims and third-party com-
plaints against others involved in their dealings with Transit These
include Transit's liquidator, Donald F Muldoon & Co, a Transit
MGA, A&A, Wal-Mart, and Transit's former parent company and

former Transit directors

State forces Fireman's to write

BOSTON-Fireman's Fund Insurance Cos, which last week an-
nounced its complete withdrawal from the Massachusetts insurance
market (Bl, July 6), 15 complying with a temporary restraining
order issued by the Massachusetts Supreme Court that forces the
insurer to continue writing new policies in the state

The order was requested by the Massachusetts Insurance De-
partment and Commonwealth Auto Reinsurance, the state's auto
liability reinsurance pool

The restraining order expires today and probably will be fol-
lowed by a permanent restraining order, which will enable Fire-
man's Fund to "withdraw in an orderly manner" from Massachu-
setts, said former Commissioner of Insurance Peter Hiam

Mr Hiam resigned as commissioner last Wednesday in protest of
Massachusetts Gov Michael Dukakis' decision to allow limited
AIDS testing of insurance applicants in the state

In other developments, Hartford Accident & Indemnity Co,
with 14 other insurers, filed suit alleging that the state's auto insur-
ance pool assessment procedures are unconstitutional

And, Fireman's Fund is providing $3 5 million in equity capital to
Boston-based Pilgrim Insurance Co, a new insurer, which will par-
tially assume Fireman's Fund auto business in Massachusetts

Jury awards face cuts: Study

SANTA MONICA, Calif -Defendants in Civil lawsuits pay plain-
tiffs an average of 71 cents of every dollar awarded by juries as a
result of post-trial changes, a recent study says

However, "deep-pocket" defendants-such as businesses, gov-
ernmental agencies, hospitals and doctors-paid an average of 77
cents on the dollar compared with only 58 cents for individuals, the
study by the Rand Corp 's Institute for Civil Justice says

Moreover, defendants paid an average 91 cents on the dollar in
product liability cases, but only an average of 67 cents in malprac-
tice cases, according to the study released last week

And in cases where punitive damages are awarded, final pay-
ments average 57 cents on the dollar compared with 82 cents on the
dollar when only compensatory damage are involved

The study found that 80% of jury verdicts remain unchanged
after trial while 15% are decreased and 5% are increased

The amount of reduction depended in part on the size of the
initial award, the study found For awards of less than $100,000,
defendants ultimately paid an average of 93 cents on the dollar,
between $100,000 and $1 million, 82 cents, and between $1 million
and $10 million, 68 cents

The study surveyed 880 cases tried to verdict between 1982 and
1984 in various California counties and Cook County, Il

Ferry settlement reached

LONDON-A compensation plan has been reached for victims of
the March ferry disaster that killed almost 200 people

Peninsular & Oriental Steam Navigation Co, the ship's owner,
and the Standard Steamship Protection & Indemnity Assn (Ber-
muda) Ltd, the ferry's liability insurer, agreed to apply retrospec-
tively the new maximum compensation for sea passengers under
British law The law, which increased maximum payments to
80,000 pounds ($129,440) from 38,000 pounds ($61,484), was passed
in April after the disaster and became effective June 1 (Bl, May 4)

While payments of up to 80,000 pounds are possible, comper--
sation will depend on individual circumstances, said Adam Gross,
claims executive for Standard Steamship's manager Charles Taylor
& CO

P&0 also will make additional compensation available in cases of
severe hardship, a disaster fund of voluntary contributions has
raised 4 million pounds ($6 5 million), said Mr Gross

So far, 189 bodies have been found and three people are still
missing, 350 people survived

Continued on page 79

Regulators sue directors
of insolvent lowa insurer

uidator during the extended reporting period, the
source said

By DOUGLAS McLEOD

DES MOINES, lowa-The lowa Insurance Depart-
ment is pressing two lawsuits against former direc- the same court in May against four companies con-
tors of the defunct Carriers Insurance Co and four trolled by the elder Mr Ruan, who was also Carriers'
corporations controlled by one of the directors

Separately, the lowa department also filed suit in

chairman The four companies were insured by Car-
The lowa department has filed a $63 million suit riers and allegedly owe $1 2 million in premiums to the
against John Ruan, Mr Ruan's son, John Ruan lll, insurer's hquidator, the suit says
Larry L Miller, and Herman C Kilpper All are former The suit names Ruan Transport Corp, Ruan Leasing
directors of Carriers Co, Sooner Transport Corp and Dallas Service Corp
The suit, filed in lowa District Court for Polk County No answer has been filed in the premium collection
in Des Moines on June 11, charges that the four were action A Ruan spokeswoman said that the companies
gros:13 nogligent in their management of the insurer do not dispute that they owe back premiums to Cal-
and that they engaged in various forms of self-dealing mers but only question the amounts owed
in the course of their employment with Carriers The Ruan companies offered about $780,000 to Car-
Court papers say Carriers had a surplus deficit of riers' liquidator last month to settle the dispute over
$85 4 million as of Nov 30, 1985
The four directors denied the allegations of misman- sponse
agement and self-dealing in a joint answer to the first

premiums owed Carriers but have not received a re-

Attorneys for the companies and the lowa depart-
complaint filed July 1 In a statement last month, Mr ment are negotiating a settlement of the liquidator's
Miller, president of Ruan Transportation Management claim
Systems, also called the mismanagement allegations Carriers, which specialized in transportation risks,
"as untrue as they are unkind " was placed in rehabilitation Dec 3, 1985, and or-
One reason for the lawsuit, sources confirm, 15 to dered liquidated Jan 16,1986
allow Carriers' liquidator to tap the insurer's directors Among several other allegations, the Insurance De-
and officers liability insurance coverage partment's complaint charges the four Carriers direc-
Carriers had a D&O policy with a $10 million limit tors with concealing Carriers' impaired financial con-
written by Evanston Insurance Co through under- dition from the lowa department in the months before
writing manager Shand Morahan & Co In Evanston, the insurer was taken over
I, a unit of Alexander & Alexander Services Inc In its year-end 1984 statutory financial statement
The claims-made policy was canceled in the spring and in its first- and second-quarter 1985 filings, Car-
of 1985, but Carriers bought a one-year extended re- riers reported policyholder surplus of between $7 2
porting period endorsement, according to a source fa- million and $8 9 million, according to the complaint
miliar with the coverage
Evanston was notified of a possible claim by the lig-

Pennsylvania to decide
Mutual Fire, Marine's fate

By MICHAEL BRADFORD

In addition, an Aug 31, 1985, financial statement
Continued on page 80

submitted by the Insurance Department in early June
that did not include the earlier modification (BI, Ju

PHILADELPHIA, Pa -The Pennsylvania Insurance 22)
Department has until Oct 23 to determine whether The plan also calls for ceding insurers from which
Mutual Fire, Marine & Inland Insurance Co can be re- Mutual Fire, Marine assumed reinsurance and other
habilitated or whether the insolvent insurer should be creditors to accept a combination of cash and surl?lus
liquidated notes for money they are owed

A plan to rehabilitate the insurer, which is insolvent The order to rehabilitate the insurer comes more
by $150 million, was approved by Judge James Crum- than a year after Mutual Fire, Marine placed itself
Ash Jr of the Commonwealth Court of Pennsylvania into voluntary supervision under the Insurance De-
late last month The plan gives Pennsylvania Insurance partment Defaults by at least 620 limited partnerships
Commissioner Constance Foster, in her role as the re- for which the insurer had provided financial guaran-
habilitator, 120 days to determine whether sufficient tees and large losses on assumed reinsurance business
assets are available to pay Mutual Fire, Marine's obli- foiced the company to stop writing all business and
paying claims in April 1986 (BI, June 30, 1986)

Mutual Fire, Marine's decline came aftei It ranked as

gations to direct policyholders
Ms Foster also could be granted an extension of the
120-day period if she can show that more time 15 the fifth-largest suplus lines insurer based on $72 9
needed to collect assets for paying claims million in plemiums wilitton on a non-admitted basis
The Judge's order includes an earlier modification to in 1984 (BIl, Aug 12, 1985)
the rehabilitation plan agreed to by the committee of By year-end 1985, however, Mutual Fire, Marine was
policyholders formed to participate in the rehabilita- insolvent by $5 8 million (BI, March 30, Feb 2) And
tion and the Insurance Department, which calls for since the insurer's troubles weie disclosed, ItS obliga-
direct policyholder claims to be paid first The policy- tions have grown

holders had objected to a proposed order of approval Continued on page 61
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System shopping

Tight market yields

By MICHAEL BRADFORD

The same tight insurance market
that drove many businesses to self-
insurance also sent risk managers
shopping for automated systems to
better manage their new found re-
sponsibilities.

And, in response to u.is growing
demand, many risk management
information system vendors are
updating their products.

"We're seeing a lot more self-ad-
ministration and self-insurance

situations," said Richard Hall, ex-

ecutive vp of Anistics Inc. in New

York, a subsidiary of Alexander &
Alexander Services Inc.

Companies that have chosen to
self-insure "need more system sup-
port,"” he noted, particularly in the
area of claims administration.

"First of all, there are more self-
insured companies," said Mr. Hall,
and those companies "are more in-
terested in administering their
claims themselves."”

Arthur Parry, manager of risk
management services for The
Wyatt Co. in Dallas, pointed out
that "as companies start to self-in-
sure in greater and greater

smart RMIS buyers

amounts and are paying more of
the claims dollars, they want to
know why."

Risk managers today are re-
questing significantly more claims
information "than is churned out
by insurance companies,” he
added.

Scott Gilmour, vp-marketing for
Corporate Systems in Amairillo,
Texas, said the recent hard insur-
ance market helped push demand
for information systems to an all-
time high.

"lI've never seen so much demand

for risk management information

systems as in the last year,” said
Mr. Gilmour, who has been mar-
keting systems for 15 years.

"With the hard market, a lot of
folks were forced into self-insur-
ance,” Mr. Gilmour said. As a re-
sult, many chose to take on the au-
tomated duties, such as claims
administration, that had been han-
dled by their insurers.

Interest in automation is high,
according to Richard Denning,
president of Risk Sciences Group
Inc. in Atlanta, partly because the
recent softening in some areas of
the insurance market has given
risk managers a little more time to

shop for systems.

During the hard market, survival
gets more attention than long-
range planning, he observed. And
in a softer market, "people have a

-MAIZ---TO ORDER
/IHF6RMA™

little more breathing room. . . and
they are preparing for the inevita-
ble,"” said Mr. Denning, adding
that he thinks the hard market is
going to return.

Many vendors are responding to
this increased demand by provid-
ing systems that generate more so-
phisticated claims data.

At Corporate Systems, "there

Continued on next page

RMIS pioneers
warn of pitfalls
181%

111i11111)"

Mary DeCampli, risk manager for
Henrico County, Va., thought she did
all the right things when she shopped
. tora rAk management information sys-

tem. But today she expresses frustra-

. lion with the system she chose, and

says she would do things differently if
she had it to do over again. Ms. De-
Campli and other system pioneers are
now sharing their experiences with
RMIS newcomers. See story, page 26.

RMIS users fuel

L1
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~ system updates

Risk management information sys-
tem user group meetings often drive

Washington state uses RMIS
to support day-to-day activities

using an automated information system-in this case
RISKMASTER-to respond to the day-to-day risk

system improvements and enhance-
ments that might not otherwise have
been developed, RMIS vendors say.
The vendors report that user groups
have provided users with a forum to
work out bugs in the system and brain-
storm improvements. And, vendors say

By STEVE TARAVELLA

OLYMPIA, Wash.-When Washington's Depart-

ment of Natural Resources considered outfitting its
trucks with sonar scanners to alert drivers backing
up to pedestrians their path, it turned to the state's
risk management department for advice.

The DNR suspected the scanners, which cost about
$300 each, were unnecessary because its trucks
usually operate in areas so remote that trees-not
people-are the most likely accident victims, but it
wanted to be certain.

To help the DNR make its purchase decision, Risk
Manager Eric Payne is using the state's risk man-
agement information system. The RMIS will help Mr.
Payne prepare a report on accidents that have oc-
eurred while truck drivers working for the state were
backing up their vehicles.

This is just one example of how Washington is

management needs of 500-plus government agencies.

State offices are increasingly calling upon the State
Office of Risk Management (STORM) for ad-hoc re-
ports. various value and loss information and claim
status details.

The state, with 39 counties, employs 54,000 full-
time workers. Part-time employees, temporary help
and student workers employed by the state's univer-
sity bring the total workforce to 99,95().

Washington, best known for its timber and wood
products industry, has state agencies in fields as
varied as fishing and financial management.

STORM, which has grown from a one-man opera-
tion to a staff of six in less than two years, is respon-
sible for the property and liability risk financing for
each of these agencies, as well as loss control, safety

Contimicd on page 1 6

they use these suggestions to improve
their products. See story, page 23.

RMIS vendors ]

focusing on U.S.

Although some vendors are market-
ing risk management information sys-
tems to companies outside the United
States and others use the systems in
their own overseas offices, most RMIS

vendors have not made an effort to au-

tomate risk management departments
in other countries. Vendors explain
they are too busy trying to service the
large, untapped market for systems in
the United States. See story, page 31.
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RMIS leaders
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has been an acknowledgment that
claims administration is becoming
more important to the industry,”
said Mr. Gilmour.

In response, "We are going to
completely re-evaluate our claims
administration system," he said.

Mr. Gilmour pointed out that
Corporate Systems will retain
some of the claims administration
features of its CS-PRISM/36 prod-
uct, while adding other capabili-
ties.

The redesign will give users ea-
sier access to menu items, such as
word processing and comparison

W\PANY

ED GROW

of reasonable and customary fees.

The PRISM/36, a minicomputer
RMIS, currently offers accident re-
porting, risk and financial man-
agement and safety management
functions. The system is in place in
five risk management departments
and costs from $40,000 to $250,000,
depending on the user's needs.

PRISM/36 is best suited for an
employer with a data base of 5,000
to 300,000 claims, according to
Corjorate Systems.

One of the leaders in RMIS tech-
nology, Corporate Systems also
proiuces CS Online, a personal
computer system first installed in
1973 and now in use in about 700

risk management departments.

YSPER YEAR.
ER OFINORK'A

Anistics also has "expended a lot
of time and energy into redevel-
opment of our self~-administration
system,” said Mr. Hall.

Anistics' ARIS* system now is
more user-friendly and allows the
user to "do more on his own, rather
than relying on our services," he
explained.

Anistics introduced its Custom
ARIS* software in 1977. The pro-
gram, designed to meet individual
client needs, is being used in 184
risk management departments on
various types of hardware.

Two years after its introduction,
Anistics installed its first ARIS™
system, which now i: its most wi-
dely used RMIS.

ARIS* provides data through a
time-sharing arrangement and re-
quires users to have dumb termi-
nals or personal computers and a
communications modem. The
RMIS costs from $10,000 to
$175,000 and performs claims, pol-
icy and exposure tracking, ad hoc
query functions and other services.

Jack Conway, president of Con-
way Computer Consultants Inc. in
Jackson, Miss., said he also has
noticed more companies interested
in handling their own claims.

"Depending on the size of the
company, using a (third-party ad-
ministrator) is fine," he said, but
some businesses have found that

claims can be administered in-

YouCould SaveThousands Of
Dollars By Taking This Simple Test.

We're so sure FASTRAK™
can save you money on
health claims administration,

we're offering to prove it.
Just send for our free cost benefit
analysis which will show you how
much money you can save with a
FASTRAK online claims

administration system

from Dyer, WeHs &

Associates.

Save MoneyTwoWays.
FASTRAK completely

automates the adjudica-
tion and processing of

preting data, identifying problem areas
and improving cost-control strategies. one of our three FASTRAK systems
With FASTRAK, all the information (mainframe, minicomputer, personal
you need to implement the latest cost- computer) is the perfect fit. Plus,

containment provisions is right at

your fingertips.

another way too: by accurately inter-

Just Your Size.

Whatever your company's size,

we offer processing servicea Which-

ever you choose, you'll find FASTRAK

———

,[3 Yes. I'd like to know how much money FASTRAK can save me in

claims administration. | have checked the system(s) I'm interested in.

[3 IBM Mainframe E] Wang V'S

Name
1 Title

health claims. So you'll | Company
be handling claims faster ' saaress

and with greater accuracy 11

City

In fact, your administra- 1

tive savings alone could IZip
pay for FASTRAK within |

the.first year.of use. 1 Dyer, Wells & Associates

The Right Solutions. For 10 Years Running.

81-71387

ni¥omputer

El IBM PC and [3 Processing

compatibles Services

State

Phone ()

2251 Lake Park Dive, Smyrna, GA 30080 (404) 432-5888

has th1e capability to

grow with your com-
pany to meet your
| changing needs
Send For Your
Free Cost

Benefit Analysis.

Enough talk. Call or
" write today for your
| free cost benefit analy
| sis. No risk. No obliga-
| tion. Just the chance
| to prove that we're not
1 all talk. And the chance
| for you to save a lot
I of money

house at reasonable costs.

Conway markets its Property
and Casualty Claims Administra-
tion Support System to self-in-
sured businesses, TPAS, insurers
and others.

PACCASSO operates on an IBM
System/36 minicomputer and Mr.
Conway describes it as a "full-
blown claims administration and
risk management system."

The system is programmed ei-
ther to track claims only or to
track and then pay claims.

PACCASSO previously was
known as Pro-Claim, but Mr. Con-
way said a small life insurer in
Tennessee claimed rights to that
name. "It's the same software. We
had a legal conflict with the name,
so we changed it," he said-

The system tracks incurred and
paid losses by insurer and policy-
holder on a per-occurrence basis.
This capability allows insurers to
keep up with billing and collection
dates and recording of deductibles.
Self-insured users of PACCASSO
may notify excess insurers when
retentions have been exceeded and
record payments from insurers.

The system costs from $21,000 to
$35,000, including installation and
training. It has the capacity to
handle 500 to 75,000 claims, but
Mr. Conway says -75,000 is push-
ing it a little bit." A more comfort-
able limit is 30,000 claims, he ex-
plained. The system will maintain
a five-year claims history.

Some vendors acknowledge that
they are paying more attention to
the needs of risk managers when
updating systems or developing
new products (see story, page 34).

"We've developed and strength-
ened our position in the risk man-
agement area," says Jerry Buckley,
president of California Interactive
Computing Inc. in North Holly-
wood, Calif.

CIC has developed the CIC Man-
agement Analysis module, which
can be used with its Data Manage-
ment Reporting System. Mr. Buck-
ley said the new module gives risk
managers "the increased ability to
summarize and bring up loss data.
It permits extensive management
reporting and analysis for risk
managers."

The DMRS has the ability to ac-
cept data from CIC's GENPAC
property and casualty claims sys-
tem and the GENCOMP workers
compensation system.

The DMRS has the capability to
analyze reserves, payments, claim
status and other data for specified
time periods. The system also fea-
tures an ad hoc reporting function.

When interfaced with the DMRS,
the management analysis module
provides the "primary improve-
ment of bringing more information
into summary analysis," said Mr.
Buckley. "It makes it easier to un-
derstand.”

An important feature of the CIC
system is its flexibility, said Mr.
Buckley. "The user now has the
ability to build his summary data
base based on his own require-
merits." With the CI-C system, he
noted, the user is able to "define
what he wants and build it. He's
not locked into data elements and
types."”

"No two risk managers ask the
same things, so how can you estab-
lish a rigid reporting data base and
expect to meet all their needs?"
Mr. Buckley asked.

Coopers & Lybrand, which has
marketed its EXHIBITMAKER
PLUS system primarily to insurers,
also is aware of the growing inter-
est in automation by corporate risk
management departments.

"Our current version is very ap-
plicable to insurance company
needs," reported Thomas A. John-
son, actuarial assistant at the ac-
counting firm's Seattle office.
"Next, | think we will be a little
more responsive to the needs of
corporate risk managers.”

Coopers & Lybrand is "in the

Continued on page 6



Wausau's at home in these woodes.

Higgins Lumber has special-
ized in distributing high-
grade hardwoods in Northern
California and Western
Nevada since 1883.

This San Francisco Bay
area company has a special
appreciation of the fact
that Wausau Insurance has
specialized in business

insurance since 1911.

This shared commitment to
doing one thing well has built
a solid relationship.

““We're not transaction-
oriented people;’ says Higgins
President Harry Anthony.
""We like long-term relation-
ships with quality suppliers.
We're with Wausau because

they provide the specialized
service our business requires.’

Wherever they are, what-
ever they do, thousands of
America’s quality companies
look to Wausau for consisten-
tly superior service. To provide
anything less would go
against our grain.

WAUSAU WORKS:!

WAUSAU
INSURANCE
COMPANIES

» WausauWisconsin 54401
A Member of the Nationwide’ Group.
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Leading risk management information systems

Number used by Year Average
System(s) risk managers first . Completelly
Vendors directly installed installed pricet
CS Online 700 1978 $15,000420,000

Corporate Systems
Personal ARIS*; Custom ARIS*; ARIS*

Anistics Inc.

5ailor On-Line; CARMA; PC CARMA

The Travelers Cos.

286; 184; 1983; 1977; $77747,675; Varies based
158 1979 on application; $10,000-$175,000

383; 51; 44 1984; 1983; $10,000; $55,000; $18,000
1985

390; 42; 10 1975; 1983; Included in claims
1987 administration fee; $2,500;

No charge

SISDAT; SISDAT+;SISDAT + PS
Crawford & Co.

350; 30 1983; 1984 Built into premium;

$10,000-$20,000

CRIS; CRIS Advanced Functions
CIGNA Corp.

PC RISKMASTER RISKVASTER (LAN):Min RISKLIASTER 250,10,10 1982186, 56 000-$£2,000,$12,000-624 00

Policy Register System; SIGMA+; CAST; 1987; 1978; 'No charge; $25,000;
Litigation Management 1981; 1985 $3,000; $15,000

Risk Sciences Group

75; 65;
65; 5

1 Costs vary according to daim volume. data base size. utilization and access charges.

Source: Vendor questionnaires, interviews Chart: Amy Palmer

OUR CLIENTS
PROCESS
OVER 7000

RMIS leaders

Continued from page 4
process of doing some design work
for the next version of our sys-

tem,"” said Mr. Johnson. There is no
firm date for the introduction of
the newest edition of EXHIBIT-
MAKER, he said, but it may be
available by the beginning of 1988.

Although specifics of the new
system have yet to be hammered
out, the system may include some
cash-flow monitoring and "bud-
geting-type things risk managers
can use," he remarked.

The new EXHIBITMAKER will
likely have more "high-powered
graphics," according to Mr. John-

The current EXHIBITMAKER,
with 150 users of the loss reserve
and claims analysis program, is
used mostly by insurers but also by
some risk managers.

The personal computer-based
system, which costs around $7,500

BENEFIT PLANS.

The Benetics solution can help you simplify the administration of your benefit programs, too.

FLEXIBLE

The Benetics on-line plan design allows the creation of
custom benefit programs while controlling special
programs such as:

I PPO Arrangements

I Pre-Certification

« Second Surgical Opinion
- COBRA

COMPREHENSIVE

You customize the system to meet your company's
changing needs, whether you are a self-administering
organization with a single insurance plan, or a large
Third-Party Administrator processing hundreds of
selMunded plans for different employers

EASY-TO-USE

Claims can be adjudicated quickly and accurately on a
single screen. Billing and enrollment adjustments are
handled automatically.

POWERFUL

* Benetics

- We Make Business Work Better -

No other system provides you with as many advanced
features or with the same wealth of analytical reports.
UNIX*, the industry operating standard, coupled with
state-of-the-art technology, allows Benetics to provide
you the speed and power of a large system at a fraction

of the cost.

(415) 940-6300

* UNIX is a trademark of AT&T Bell Laboratories.

BENETICS CORPORATION
325 EL Middlefield Road
Mountain View, CA 94043

to install, is being used by game
manufacturer Bally Manufacturing
Corp. in Chicago and Boise Cas-
cade Corp, a wood products man-
ufacturer in Boise, Idaho.

Mr. Johnson said Coopers & Ly-
brand is aware that EXHIBIT-
MAKER is an analytical system
and generally not the first choice
of risk managers.

"A lot of companies are looking
at claims management systems to
deal with individual claims,"” he
said. "A lot of firms are looking at
that first before looking at an ana-
lytical system like ours.”

Therefore, he said, Coopers &
Lybrand has been discussing the
interfacing its system with the ex-
isting RMIS in corporate risk man-
agement departments.

RMIS vendors also report a con-
tinuing trend: As system costs fall,
risk management departments of
smaller companies are more in-
terested in automating.

A business that already has a
personal computer used for other
functions is particularly well-
suited as a candidate for its own
RMIS, vendors agree.

"A lot of people already have
PCs and want to use PCs," said
Neil Peterson, vp-sales and mar-
keting at David Corp., the San
Francisco-based subsidiary of Na-
tionwide Insurance Corp.

"The acceptance of the micro-
computer approach is becoming
stronger and stronger,"” he said.

In the past year, David has more
than tripled the number of instal-
lations of its CompPlus system,
which runs on IBM-compatible mi-
crocomputers. There are now 28
CompPlus systems in place, corn-
pared with the eight being used
last year, Mr. Peterson said.

Although David's clients include
large companies like Warner Bros.
Inc. in Burbank, Calif., and Carter
Hawley Hale Stores Inc. of Los
Angeles, Mr. Peterson pointed out
that smaller businesses also use the
system.

The cost of the system, which
was first installed in 1983, begins
at $25,000.

The system is set up to help eli-
ents administer workers compen-
sation claims and has the capabil-
ity to process Occupational Safety
and Health Administration re-
ports, run loss summary reports
and perform other functions.

David also has begun testing a
new system, P&C Plus, which Mr.
Peterson said "expands into the
whole world of liability insur-
ance."The casualty claims admin-
istration system will interface with
CompPlus, he said.

Al Rodriguez, president of Ro-
driguez Consulting Group Inc. in
Jacksonville, Fla., pointed out that
"because of the dropping cost of
hardware and software, some of
the smallest companies can afford
to buy systems."

Rodriguez offers its Risk Pilot
system to risk managers of small
and medium-sized companies
needing software that provides
claims administration, payment
processing, reporting features and
other "general risk management
information.”

The software operates on an IBM
PC or compatible with 640K of
memory. A 10-megabyte hard disk
is required.

Mr. Rodriguez explained that
"the market we are dealing with
typically doesn't have a risk man-
ager. The person that handles risk
management handles it as one of
their many duties.”

Rodriguez introduced the soft-
ware last year as an added dimen-
sion to its consulting services. The
system is being used by a trucking
company client and Mr. Rodriguez
says, "We're thinking about going
back through our client base for
the past two or three years to in-
troduce them to the software.”

Mr. Denning said Risk Sciences

Group is trying to attract some
Continued on page 12



A chair on the board of directors is becoming one of the hoter, plaoes to sit. Worse,
directors liability policies have become hard to get, expensive to renew and less sure of providing
the needed coverage.

It's time for a change. So Atna is bringing substantial new D&O0 capacity to the

marketpiace. And standmg behind Atna is ERIC Reinsurance Company (a subsidiary of Executive

RE, Inc.), a creative new reinsurance approach.
ERIC is domestic and committed exclusively to providing Atna with long-term,
stable capacity That means a refurn to consistent, reasonable premiums, And coverage that
won't suddenly evaporate. Now or in the future, |
The stability of Atna extends beyond premium and availability Our integrated
underwriting and claim handling, provided through Atna’s new underwriting manager ERMA
(Executive Risk Management Associates), is designed specifically to avoid coverage disputes.
So you know your D&O is there when it’s needed the most.
| We're in this business to be your partners, not your adversaries. And we're proud to
offer a new breed of stable, consistent and reliable D&O coverage.
To learn more, call orvrite: ERMA, 82 Hopmeadow Street, PO. Box 2002 Slmsbury
CT 06070 (203) 244—8900

Atna/Executive Rish Management Associaies. Bached by ERIC, a creaiive new réinsusance approach.

The Atna Casually and Surely Company
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No way to say goodbye

O INSURER.RHQULE beforced da continue

right of Fireman's Fund Insurance Cos. to pull
out of Massachusetts lock, stock and barrel.

However, we think the manner in which Fire-
man's Fund earlier this month pulled out of Mas-
sachusetts is objectionable, whether or not Fire-
man's Fund thought it had no other recourse.

With no advance warning, Fireman's Fund an-
nounced on July 1 that it had allowed its licenses
to expire and that it no longer could legally write
insurance in the state. Fireman's Fund says it can-
not make a profit in the state (BIl, July 6).

While Fireman's Fund said it would honor poli-
cies processed before July 1 through their expira-
tion, its sudden departure from Massachusetts is
unfair to policyholders and to agents and brokers.

Furthermore, Fireman's Fund has not done the
insurance industry any favor with this tactic. In-
surers already are branded as irresponsible after
they abruptly pulled out of certain loss-producing
lines of insurance without regard to individual pol-
icyholders. Fireman's Fund's sudden withdrawal
from Massachusetts only reinforces that image at a
time when state legislatures and Congress are con-
sidering tighter insurer regulation.

The immediate impact, however, is on policy-
holders and agents and brokers.

Policyholders that had expected to renew cover-
age with Fireman's Fund in the next couple of
months are caught short of time to re-market their
coverage. Even though capacity is expanding and
rates are dropping for many lines of insurance (see
report, page 1), no insurance buyer wants to be
caught short of time to properly market its risks.

However, for many individual insurance buyers,
losing Fireman's Fund because it has decided to
stop doing business in the state will be no more
than a hassle in most cases. The individual insur-
ance buyer not only can ask its current agent or
broker to replace the coverage at renewal, but also
can seek quotes through other agents and brokers.
The buyer needs to replace but one policy.

For agents and brokers that placed substan-
tial business with Fireman's Fund, losing a major
market overnight is more than a hassle. It is at best

chaotic and at worst disastrous to their businesses.

Fireman's Fund President William M. McCor-
mick told us last week "we were deeply sorry to
have to do it so abruptly.” The company had no
choice, according to its attorneys, he said. Had
Fireman's Fund given advance notice, as Mr.

letters

L 1305/NESS W.
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McCormick said it wanted to, Massachusetts would
have thrown up barriers that would have effec-
tively forced the insurer to stay in the state-such
as requiring the insurer to pay assessments to the
state's auto plan for years to come.

Those familiar with the politics of Massachusetts
don't dispute such an analysis. Therefore, it ap-
pears that Massachusetts forced the hand of Fire-
man's Fund in more ways than one.

To be sure, no one quarrels with Fireman's
Fund's contention that it cannot make a profit in
the state and foresees no opportunity to do so. The
biggest reason: The state refuses to permit auto-
mobile insurance rates that bear any resemblance
to losses incurred. After projecting that its 1987
assessment to the state auto fund would be $32
million this year on top of $26 million last year,
Fireman's Fund understandably decided not to
continue to do business in Massachusetts. As Mr.
McCormick said, it's unfair to make other policy-
holders subsidize Massachusetts drivers.

Massachusetts must work with insurers to solve

the automobile insurance problem in its state.

In the meantime, we hope no other insurers feel
compelled to follow the legal advice taken by Fire-
man's Fund and not give adequate warning when
withdrawing from a state, whether it's Massachu-
setts or any other. Policyholders and agents and
brokers need sufficient time for an orderly transfer
of business to other insurance companies.
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S.R. BERNSTEIN

Doctors should be

civilly liable for actions

To the editor: Having just read your ed-
itorial "Litigation is Not the Answer"
(Bl, June 22), pertaining to negligence
and fraud among doctors in diagnosing
work-related injuries, | am utterly as-
tounded that you could suggest the medi-
cal profession not be held civilly liable
for their actions or decisions.

The suggestion that prosecution or li-
cense revocation be pursued is ludicrous.
The suspension or revocation of a phys-
ician's license for a fraudulent diagnosis
is impossible. If this avenue was avail-
able, there would be more doctors held to

Business Insurance welcomes let-
ten. We reserve the right to edit
letters for clarity or space. We will
not publish unsigned Letters. Write
to Letters to -the Editor, Business
Insurance, 740 N. Rush. St., Chi-
cago, 111, 60611.

answer than the criminal courts could
process. For cause, take the injured
worker who claims a soft tissue injury,
where all claims are symptomatic as op-
posed to evidentiary by radiology or
other definitive tests. When the claimant
obtains legal counsel and pursues his set-
tlement through the workers compensa-
tion system, as many as six doctors may
examine the patient, and all six will
reach six different diagnoses, usually de-
pending upon if they are "retained" by
the employer or the attorney for the em-
ployee. Additionally, the first question
asked by most physicians after the initial
examination is "Have you ever been in-
volved in an auto accident or on-the-job
injury?" As is usually the case, it matters
little which part of the body was injured
in the previous accident, the current
complaint is automatically related to the
prior injury (i.e., a rolling fence striking a
foot a year ago, is now responsible for
shoulder strain that just showed up).

You state the workers compensation
system allows employers to contest work
comp claims and, for the most part, state
authorities do a good job of denying

meritless claims. Obviously, you are not
speaking of California, wherein the em-
ployee who claims on-the-job injury, and
finds a person who graduated last in his
medical school class to say that it could
have happened, is all but guaranteed a
settlement, a paid vacation and other
such undeserved benefits.

No, | say you are suggesting the wrong
approach. Agreed, our courts are awash
with groundless litigation and meaning-
less actions; however, the medical pro-
fession should be held civilly liable and
demands should be made to hold them
totally liable for their conduct. Addition-
ally, the insurance industry should band
together to maintain banks of informa-
tion on such physicians and aggressive
claims action should be pursued.

No one is above scrutiny; not magis-
trates, judges, lawyers, attorneys, law en-
forcement officers, and certainly not
physicians, especially when the motiva-
tion is financial and ethics are for sale.

Roger Myers
Security Director

Dixiline Lumber Co.

San Diego, Calif.
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A Modular
Approach

To Risk
Management
Services

Throughout its history,
Crawford & Company
has brought the skills of a
craftsman to its services. With
equal care, the Crawford
you have known as “insurance
adjusters” has continued
to develop a team of trained,
experienced specialists
who offer additional services
to meet your changing needs.

Crawford & Company
now features a “Total Risk
Perspective™ Our matrix
of risk control, claims
services, medical cost control,
vocational rehabilitation,
and information systems
allows you to pick with
confidence the services

you need.

Over 650 offices
throughout the U.S,, Canada,
and Puerto Rico.

Crawford’s unique approach to claims management,
“Total Risk Perspective™" and our matrix of services are
explained in a colorful 16-page booklet now available from

Crawford & Company without charge or obligation. (((c?))
Grawiord

RISK MANAGEMENT SERVICES
Crawford & Company
5620 Glenridge Drive, N.E.
P.O. Box 5047
Atlanta, Georgia 30302
RISK CONTROL @ CLAIMS SERVICES B HEALTH AND REHABILITATION B INFORMATION SYSTEMS B EDUCATION (404) 256-0830
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HAVING TROUBLE CONTROLLING
YOUR HMOs?

These days, controlling your companys health benefits program can appear to be an overwhelmin
ays gy pany prog pp . g

responsibility But with the HMO-USA network, sponsored by Blue Cross and Blue Shield Plans,
youre in complete control.

No matter how many HMOs you select, we make it easy to get your program off the ground. Thats
because were the nations largest HMO network, with more than 90 HMOs nationwide. And we're still

. . t, . .

growing. Which means we can respond to the needs of your multi-site employees. Today and tomorrow.

If you're having a difficult time controlling your HMOs, we have lots of ways to help. All you have
to do is push the right buttons: 1-800-4-HMO-USA.

HMO-USA is just one of the many innovative products from the nations Blue Cross and Blue Shield
Plans designed to help you effectively manage your health benefits program.
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The nations largest HMO network.

Caring Card? CHR1S B. H ALL

The card that cares for the US. Olympic Team.

suscriber NO

123 45 189




THE HMO=USA NETWORR SERVES THESE U.S. CmES AND MANY OTHERS:

CALIFORNIA
Bakersfield

Fresno

Los Angeles
Sacramento

San Diego
San Franciso Bay Area
San Jose

CO,ORADO
Boulder

Colorado Springs

Denver
Pueblo

CONNEalCUT
Branford
Bridgeport
Hamden
Hartford
New Haven
Stamford

DEUWARE

Northern Delaware
Wilmington

Dismla 01 COiUMBIA
Washington, D.C.
ROmMDA

Ft. Lauderdale

Gainesyville

Jacksonville

NOBODY COVERS THE USA

INDIANA

Bloomington
Evansville
Fort Wayne
Gary
Harnrnond

Indianapolis
South Bend

IOWA

Annes

Cedar Rapids

Des Moines

Dubuque
lowa City

KAZAS
Lawrence
Manhattan
Salina

Topeka
Wichita

B.CKY

Bowling Green
Covington
Fran6rt

Lexington
Louisville

LOUISIANA

Baton Rouge

Lafayette
New Orleans

LIKE HMO-USA.

Miami
Orlando
Palm Beach
Pensacola
Sarasota

Ibllahassee
Tampa

GEORGIA
Atlanta

HAWAII

Islands of Hawaii
Kauai

Maui

Oahu

IUINOIS
Champaign
Chicago
Danville
ecatur
DeKalb
Peoria

Rockford
Springfield

RUINE
Bath-Brunswick
Portland

AURYUND
Annapolii
Baltimore

Columbia

MASSACHUSETTS
Greater Boston
Essex County
Lowell
-Pittsfield
Springfield

Worcester

11111011GAN
Battle Creek
Benton Harbor
Detroit

Hint

Grand Rapids
Kalamazoo
Lansing
Saginaw

St. Joseph
'Raverse City

MIBIIESOTA
Duluth

Minneapolis
St. Cloud

St. Paul

MISSOURI

Kansas City
St. Louis

NEBRASKA
Grand Island
Lincoln

Omaha

NEW JERSEY
Atlantic City

Camden

Jersey City
Morristown
New Brunswick
Newark

Patterson

Union City

NEW MEXICO
Albuquerque

Santa Fe

NEW YORK

Albany
Buffalo

Jamestown
NewYork City

Niagara Falls
Rochester

NORTH CAROILINA
Ashville
Charlotte
Durham

Greensboro

Raleigh

Winston-Salem

NOIrH DAKOmMm
Bisnnarck
Fargo

OHIO

Akron

Canton
Cincinnati
Cleveland

Columbus

Dayton
Toledo

Warren

Youngstown

ORAHOMA
Oklahoma City

Tulsa

PINZYLVAHIA
Allentown
Camp Hill
Harrisburg

Lehigh Valley
Philadelphia
Pittsburgh

RHODE IRAND
Providence

SOUIH CAROLINA
Charleston
Columbia
Florence

Greenville

Spartanburg
TENNESSEE

Chattanooga
Jackson
Knoxville
Memphis
Murfreesboro

Nashville

Oak Ridge

UTAH
Ogden
Provo

Salt Lake City

VIRGINIA
Alexandria
Arlington

Newport News
Norfolk

Petersburg

Richmond
Virginia Beach
WASHINGTON
Olympia

Puget Sound
Seattle

Spokane
Tacoma
Vancouver
WallaWalla

WISCONSIN
Appleton

Eau Claire

Janesville
LaCrosse
Milwaukee
Oshkosh
West Bend

WYOMING
Cheyenne
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RMIS leaders The tvio sy,tens use the same mation in the summailes puter versions of RISKM 4STER is priced at $5,000
) claim query ystem, ca-led LOO- One of the newest entrants in the Othe brokers also .re expand- The mainframe RMSS Lan pro-
Continued from page 6 KUP, and identical exFO.ure, pol- RMIS vendol competi-ion is tte irg the r RMIS offelings vide loss runs, allocate costs, ad-
smaller accourts by attemp'ing to icy mdragement and 1 tigation Darien Conn -based Villinghlat Rollins Burdick Hurter Co has minister claims and other service,,
change the conceptior tnat his managerien .pplicdtions Division of Towers, Per_in, For%ter implemented a new hard copy Among the PC system'5 capabili-
company is only marketru systems T4 |edch a broadel audience, & Crosb> Inc Through its :Cquisi- batch eporting systc rr with its ties dre claims management, policy
fol tisk managers at : )Iporate Risc Sciinces is giving ajay gojl- tion of SOFrEC Inc in Livoria RISKAN system, tepc Itts Gary registel functions and premium
giants ware Its Sigma E Policy Register Mich, the consultant offeisarela- Spil dl:o second vp at RBH in andexposuretiacking
That conception, said Mr Den- Syclem A fiee for the abking, says lively new system design Chicagz, Insureis, including CIGNA
ning, "doesn’t beal up " Mr Denning All the ,-ompany Jack Bergers, a consultant wi-h "It proudes the clicn with the Coip , The Hartiord Insurance
Risk Sciences Group intends to Wants in retain is feedback on how Tillinghast _n Detrc it, exolainec eipanced ability to scek and sort Group, The Home Gioup Inc, The
erpand in the "mid-ra-lge of the the product Cdn be Improved that its RISKMASTER system op- all types o f riport in better de- Travelels Coip , Liberty Mutual
market " he said About 100 copies of the software erates as a local area network tall,” I.id Mr Spirduso Insurance Co and Zurich-Amen-
Cuirently, 60% of the rendor'% wei e given ady at the annual Ri%k RMIS The network f-ature: a cm- Also, RBH has updated R|S- can Insurance Co, are among those
90 risk management clierts have & insurince Managemfnt Society tral disk itc rage un_t that allow< KAN's oudget allocation featuie offeting systems ditectly or
revenues of more than $1 billion, me-ting in March, he pi_nted out users at several terminals to re- While most of the 70 risk man- thlough subsidiaries
and 25% of those compan es have "I doubt we'11 market _t We'11 use trieve data flom one ,ouice agement degaitments that use Zui ich-American originally in-
revenues exceeding $35 billion it like this b estdblish dialogue * The system, which cc,sts $12, ))0 RISKAN are RBH cliprts, that iS troduced its Risk Manager WOI k
RiAk Sciences Continies to offer The svstem operates n an IBM to $24, 0¥) 16 a fully integratea not pu-chase lequiremsart Station to policyholdets in 1986
11% two core RMIS th(_ SIGMA4 XT or AT microcomputel or RMIS first Introducec last yeai Johnson & Higgins ccntinues to but is preparing to release & malor
and SISDAT + syitems SISDAT+ through a time-shaiing arrange- Respon,a to the systein ha been offer 1.s mainframe and PC-based revision of the system soon
is operated in porgun.tlon with ment with R sk Science, Group's strong from olgan,zations Faith Risk Management Sun)oit Sys- Ellen Feliciano, assistant man-
B ola & SOfior 'S SOmPUISESenter large risk r_nana%er_nent dep.rt- turns, along with its XTRACT agei of distzibuted progiamming
’ The polic>, regi.ter s stem allows ments, said M| Beipers About product that provides custom and foi the Schaumburg, Il -based in-
while SIGMA+ accept, daa hom risk managpi, to maintan compie- seven clients. are w,ing he sydem ad hoc repoiting surer, said the system will be more
insurers, clglrns adm ri,tiatols henvve summaries of Folicies and The v€ndoi contin ies to offei it, J&H's mairirame anc PC-based user-friendly and flexible
and self-administered p-oprams generate ad noe reports on infor- populai PC-based and minicom- RMSS costs $10,000, Gni XTRACT Zunch-American's RMIS system
w,eis indicated they wanted eaer
ad hoc reporting capabilities,
which Ms Feliciano said will be d
D pait of the revision
- Claims data is downloaded onto
dikettes from the mainframe at
Zurich-Amencan's office and is
Shipped to ufers, Ms Feliciano ex-
plained instead of tying clients
into the system via telephone lines
7 a/4a 'That fi ees them from dependence
]’i on our schedules,"” she said, and
Fi allows users to run their systems
legaldless of whethel the main-
3 frame 13 running
m The Hanford's OSCAR s¥stem 15
O available to The Hartford Spe-
cially Co 's clients at no chaige
- t._ B and has the cdpabilih to accept
data from H.witioid'A mainframe to

fc -

f: — supplement claims information
from othei souices
CI(SNA offels 11% CRIS product
RJ R - 1. in conJunCtion with othrf insul-
“d: it f 1 ance set vice, and has 330 in piace
1 "ﬁt, | s 31 : in risk management depaitments
- - nationwide Among CIGNA's ch-
= ents are Akion Ohio-based Fire-
12
stone Tile & Rubber Co and
United Technologies Corp 01
Haitfoid, Conn

AN advanced veision of CRIS 15
available from %10,000 to $20,000,
V111 and the 30 iisk management de-
' . i4 — . 9 paitments using it include those of
T Borden Inc in Columbus Ohio

and IT'l Corp in New York
Scott Wetzel Services Inc in
Bremerton, Wash, a subidiary of
The Home Group Inc , has it,
Claims and Risk Management Sys-
- tem in six lisk management de-
s = paitments The $5,000 system pro-
*Pr'.4 . vides ad hoc reports loss control

analysis and othet services
Helmsman Management Services
\ Inc in Poitsmouth,NH, a subsid-
n lazy of Libeity Mutual, ha oifored
its RISKTRAC system since 1983
This vear it introduced the Helms-

58

man On-Line and Helmsman PC
claims management idems
The Travelers Cos Risk Manage-
ment Information Services con-
a1 tinues to offel one ol the most pop-
k - ular RMIS on the maiket
Tl avele S Sailor On-Line svs-
tem, first installed in 1984, Is now
in 383 li,,k management depart-
ments The loss control and claims
aciministi ation system allows a
risk m.indgel to use a PC to pull
d,ita flom Ticivelers mainfiame
— The installation plice is $10,000
Linda Sundram, assistant ditec-
toi of Tl avelers' Riik Management
Infoimation Seivices said the ca-
pabilities of its PC Catma product
have been updated
- The system, which openites on
an IBM or compatible PC, now
offers such tunction, as plocessing
OSHA repoits
In addition, MA Sundram noted,
PC Carma 1% being marketed more
aggiessively "We're actively going
out to prospect people that have no
ties to Travelers," she said
PC Carma costf $18,000 fully in-
stalled and ruirently is being used
in 44 1 1sk management depart-

ments



Let every man

practice tile art
that he knows best.
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CAPABILITY
Excess & Special Risk

The field ofexcess and special risks
is no place for amateurs. It's a hard-ball
business with extraordinary stakes. And
as an independentbroker or agent, you
can't afford to take unnecessarychances
with your carriers. Pbu need confidence
in their ability to write complex coverages,
provide consistently higher limits and,
whenever necessary, honor multi-million
dollar claims.

Fireman's Fund Excess and Special
Risk offers you all that and more.

We're the leader in this business. Our
E&SR operation is readyto provide $25
million excess liability limits andas
much as $85 million excess property
capacity We offer producers a wider
range of specialty products including
E & 0 coverage forbroadcasters and
newspapers, excess workers' comp and
excess unemployment compensation.
You'll evenfind hole-in-one insurance
for golf tournaments.

We also offer greater expertise in
E&SR than most carriers. We've been in
the business for over 30 years, providing
consistent capacity through good times
and bad.

Today we have top E&SR experts in
each ofour field offices throughout
North America. Each one has manyyears
ofexperience and, most importantly,
the local authority to write maximum
limits. So you get fast service from people
who understandyour specific needs.

When you're looking forexpertcapac-
ity, look to the leader. Fireman's Fund.
For over 123 years we've been help-
ingbrokers and agents turn ' AA
today's potential into /

tomorrow's profit. JIN WIL

FIREMANS FUND
INSURANCE COMPANIES

123 years oftomorrows.
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spotlight report

Washington RMIS

Continued from page 3
and security measures.

This encompasses an estimated
$3.1 billion in property, including
bridges, highways, ferries, fi-
sheries, prisons, six major univer-
sities, a teaching and research hos-
pital, a psychiatric hospital,
children's foster homes and 27
community colleges. In addition,
the state owns about 11,500 vehi-
cles, plus 1,500 trailers and motor-
cycles.

Besides potential for injury and
death and property losses, the state
is exposed to losses in the aviation,
marine, surety, fidelity and boiler
and machinery areas.

All claims filed against the state
are first filed with STORM, which
then forwards them to the state at-
torney general, who serves as a
claims adjuster for all third-party
property and liability claims.

The state's portfolio of commer-

cial insurance is small. Most third-
party property and liability claims
are paid from a revolving fund that
is run by the state's Office of Fi-
nancial Management, which de-
cides when and how much to con-

tribute to

i _4,.**the fund,
o1 First-
party prop_
erty clairns
are directed
to the state
Legislature,
, where the
1 Ways and
Means
Committee
allocates

Mr. Payne money for

losses.

The only claims not handled by
the attorney general or the Legisla-
ture are vehicle accident claims,
which are adjusted by a division of

the state Department of Transpor-
tation that is under contract with

STORM.

"There's lots of room for im-
provement in the way the state's
handled risk in the past. There's a
much better way to do things,"
says Mr. Payne, who became the
state's risk manager in November
1983 following a two-year period
in which there was no state risk
management department.

Among STORM's goals are to:

- Better identify the value of
state property holdings.

< Evaluate the state's business
interruption exposures.

* Quantify its overall cost of
risk.

* Implement an actuarially
sound self-insurance program to
improve the way claims are
funded.

« Bring administration of work-
ers compensation benefits for state
employees under the risk manage-
ment department. Today, state em-
ployees submit their work comp
claims to the Washington State

Department of Labor and Indus-
tries.

All of these plans require access
to reliable data on past losses and
claims experience, which is where
a risk management information
system

comes into

K ‘31.r
pITE.
or many
risk manag-
ers, shop-

RMIS is one

to even—

yally bene-r

one. Mr. Mr. Curtis
Payne's ex-
perience is no exception.

"Claim information is the life's
blood of a risk management orga-
nization. | needed to be able to
look at large amounts of informa-
tion the way | wanted to, when |

tol)ass diebuxx

Tifco's full rangeof premium financing options
canhelpyoukeepaclosed sale closed.

These days, you can close a sale
only to find that your client has a

payment problem.

That's where Tifco comes in. With a
myriad of financing alternatives to choose
from, we'll help you devise a program that
will smooth out your client's earnings
without cutting into his cash flow or credit

availability.

Better yet, once the financing is ar-
ranged, one of our many funding options
will pass the bucks to you in a hurry.

Finally, we'll help protect your com-
missions by maintaining the account. Thanks nearest
to our policy of a monthly billing, a late
notice, another late notice, and a phone call
to you before cancellation, we boast one of

the lowest cancellation rates in the industry.

~ 7

THE INSURANCE FINANCE PEOPLE

East of the

But don't try guessing how many buck
passing options we offer. Just tell us what
you need. Why not tell us right now.

For the number of the TIFCO office

ou call

Mississippi: 1-800-423-5748
West of the Mississippi: 1-800-423-5749
In Maryland: 1-301-494-1011

wanted to," says Mr. Payne.

"l needed to have control, |
needed to have access to informa-
tion and needed to have hard
copies when | wanted."

Mr. Payne shopped for more than
a year, looking at systems from
Risk Sciences Group in Atlanta,
Corporate Systems in Amarillo,
Texas, Anistics Inc. in New York
and now-defunct Integrated Risk
Information Systems Inc.

At one point, he turned to Cor-
roon & Black Corp., the state's
broker and occasional consultant,
for assistance. Corroon & Black set
up a series of vendor demonstra-
tions in Nashville, Tenn., for Mr.
Payne to examine several products
in one day.

It wasn't there, however, that he
was introduced to RISKMASTER,
now marketed by a unit of the
Darien, Conn.-based Tillinghast
Division of Towers, Perrin, Forster
& Crosby Inc. that operates under
the RISKMASTER banner.

Mr. Payne saw the system at a
1985 demonstration the vendor
conducted in Seattle for several in-
terested public entities in the area.
They each chipped in to pay the

exhibitor's travel costs.

Mr. Payne was impressed with
RISKMASTER then-and is
pleased with it now-but says can-
didly that it wasn't his first choice.
What he really wanted, he says,
was a system by Anistics, a unit of
broker Alexander & Alexander
Services Inc. and a vendor whose
systems some consider to be top-
of-the-line.

| wanted to drive a Porsche,”
says Mr. Payne, who also is presi-
dent of the State Risk & Insurance
Management Assn. and treasurer
of the Washington Chapter of the
Risk & Insurance Management So-
ciety.

But public entity budget approv-
als being what they are, he would
have had a difficult time convinc-
ing the state that Anisties’
$225,000-plus price would be
money well-spent.

"Their price ticket was way out
of our ballpark," he says. But, im-
pressed with "lots of warm fuz-
zies" in the Anistics' system, he
didn't give up easily.

Reasoning that the legislators
who must approve state budget
items might be persuaded to give
the Anistics product the go-ahead
if they could hear about it from a
high-profile risk management pro-
fessional, Mr. Payne asked Gene
Snyder, named to the Business In-
surance Risk Management Honor
Roll in 1984, to testify before the
Senate Government Operations
Committee.

Mr. Snyder, risk manager for the
state of Oregon, agreed to help out,
but Washington's infamous fog
thwarted three landing attempts
the day he was to speak, and he
was forced to return to Salem.

Mr. Payne had the Anistics pro-
posal in hand that day, but says the
committee likely would have shot
it down immediately without sup-
port from someone like Mr.
Snyder, who could speak of Anis-
ties' strengths from his own expe-

That's when he turned to RISK-
MASTER.

Washington paid about $26,000
for three copies of RISKMASTER
software, one each for the Trans-
portation Department's vehicle
claims program and the University
of Washington's hospital malprac-
tice program, and a more sophisti-
cated program for STORM, which

would tie into the other two.

"As a lot of the bells and whis-
tles drop off, the price comes
down," Mr. Payne says of the cost
difference between RISKMASTER
and Anistics products.

The biggest cost factor in the
Anistics' mainframe product was
its strong support staff, said Mr.
Payne. An Anistics team would
have provided him with the data

Continued on page 20



WHAT CAN ALEXANDER HOWDEN’S
NATIONAL NETWORK DO FOR YOU?

EXTEND YOUR REACH EROM COAST TO COAST!

Because each of our offices can provi‘ not only the most receptive market
for that special risk, but the skill and sz of an internal network of profes-
sionals to effectively put the whole pra ; am together.

... S0 now you can pinpoint national I kets and company strengths while
gaining collective brokering expertise * ght in your own back yard.

National networking from AHNA. :nother reason why we’re one of the
largest, fastest growing wholesalers in ‘ e industry.

Why not find out for yourself. Oneall to your local office gives you

access to a world of capabilities.
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ALTERNATIVE COMMERCIAL LINES

INSURANCE MECHANISNMS
A Strategic Analysis detailing:

« The Driving Forces
- How Alternatives Fit into the Commercial Market
« Keys to Survivability of the new Mechanisms

* Projections: Market share and areas impacted

Implications: Primary, Broker, Excess and Reinsurance

Insurance Analytical Service - A Series of Reports for Insurance Professionals

—-Conning €0 Company

Members of the New York Stock Exchange, Inc.

101 Pearl Street, Hartford, CT 06103
Contact: David Sch*pp - 203-520-1277

J&H INFOLINE

INFORMATION AND IDEAS ON AISK MANAGEMENT AND BENEFITS FROM JOHNSON & HIGGINS

Washington RMIS

Continued from page 16
compilation and analysis.

The mainframe product also re-
quired more costly telephone ac-
cess than the PC-based RISKMAS-
TER, he added.

The $26,000 for RISKMASTER
included installation and two
training sessions: one when it was
purchased and one in six months.
In twice-yearly installments,
Washington also pays $750 an-
nually for enhancements and ser-
vice, much less than the mainte-
nance fees of many other vendors.

The state's budget approval pro-
cess posed no hindrance this time
around. The cost was so much less
than Anistics’ that STORM was
able to report its purchase as a
"special equipment" purchase,
which did not require separate leg-
islative approval.

Although Mr. Payne liked the
system, he still wasn't sold on it

NO. 24

New Forms of Capacity Signal Industry Change.

Risk retention develops as separate discipline.

Growth innon-traditional underwriting capacity-financed principallybyUS. cor-

porations unable to secure sufficient insurance coverage-continues tobe dramatic.

Purchasing groups, i.e.,unions ofinsurance buyers, are being formed withregularity

Passage ofthe Risk RetentionAct of 1986 significantly accelerates this trend

toward fundamental restructuring of the insurance industry.

Alternative capacity formation should be recognized as a separate insurance

discipline requiring specialized resources and expertise in plan design, capital forma-

tion, reinsurance, marketing to prospective group members, general management,

regulatory representation and liaison, risk assessment and loss forecasting, loss

prevention, and claims supervision.

At J&PH these services are provided through the coordinated efforts of JUH

divisions, subsidiaries, and affiliates, including J&PH Risk Management Services;

Johnson &9 Higgins (Bermuda), Ltd.; Johnson &f Higgins (Ca.yman Islands), Ltd.;

Johnson &P Higgins (Barbados), Ltd.; Johnson 69 Higgins Services, Inc. (Vermont);

JdPH Intermediaries (Bermuda); JGPH/KVI; and others.

Long recognized as the world's leading manager ofcaptive facilities,

Johnson W Higgins is now a leading force in capacity formation through such
programs as FIRL,1 Primex, Drayton, CODA.2 and NACC: In addition, we have

helped organize conventionalinsurance and financial market capital for projects

such as AEIA< and ERIC.5

For more information on individual or group risk retention options call your

local JVWH office.

1. Financial Institutions Reserve, Ltd 2. Corporate Ofticers & Directors Assurance 3. NACC Risk Retention Group 4. American Excess Insurance Association

5. ER C Reinsurance Co.

© 1987 Johnson & Higgins

when he bought it: He made the
purchase thinking RISKMASTER
would help out for four or five
years and show the Legislature
what an RMIS could do for the
state, after'which he would trade it
in for a system with greater capa-
bilities.

"l just couldn't see it," he-says of
the RISKMASTER purchase.
"We're a pretty large organization,
there would be tremendous de-
mands on the system, and it would
have to be able to move with-that.”

But today Mr. Payne is so
pleased with RISKMASTER that
he says, "We may never have to
change."

RISKMASTER is not STORM's
first automated information sys-
tem. Rather, it is its third time at
bat in the RMIS ballpark, but only
its first time to hit safely.

In the late 1970s, the state relied
on Corporate Systems for its risk
management analysis and, in the
early 1980s, it used Marsh &
MelLennan Inc.'s RIMSTAR. Nei-
ther arrangement served the state
well, but Mr. Payne blames that
largely on the state's lack of a cen-
tral data collection source, not on
vendor ineffectiveness.

"You get out of it what you put
into it,"” Mr. Payne says today.
"There's no system that will make
bad information better. We had

boxes and boxes of beautiful re-

'There's no system

that will make bad

information better,’

says Risk Manager
Eric Payne.

ports, but couldn't find anything
useful in it.”

As Risk Analyst Chris Curtis
puts it: "It's a classic situation of
'Garbage In, Garbage Out. , "

RISKMASTER arrived in early
1986, was installed in several hours
by a representative of SOFTEC
Inc., the firm marketing RISK-
MASTER prior to its acquisition
by Tillinghast. After a one-day
training session, "l felt very com-
fortable taking it from that point,”
says Mr. Curtis. The system was up
and running soon thereafter.

As claims are filed today,
STORM personnel transfer infor-
mation from them into RISKMAS-
TER's data base; the state receives
an average of 55 claims each week.
Combined with data taken from
archival records, the department is
amassing a computerized data base
dating back to 1980. About 9,000
general liability claims and about
2,500 vehicle accident claims are in
the data base now.

"The biggest advantage of RISK-
MASTER is being able to pull out
information the way we want to
see it," Mr. Curtis says. "You're
not locked into pulling out infor-
mation in certain ways."

Mr. Curtis says STORM is so
pleased with RISKMASTER's cus-
tomized reporting capabilities that
it regularly uses only one of about
10 standard reports produced on
the system. Ad-hoc reports have
become the mainstay of Washing-
ton's information.

For example, the department is
now developing quarterly manage-
ment reports it will send to all
state agencies, highlighting spe-
cific areas of concern to each. The
reports are expected to be espe-
cially helpful in budgetary plan-
ning.

And, a RISKMASTER report on
seven years of liability claim costs,
broken down by cause of accident,
is being used by the Department of
Transportation to study ways
major vehicle accidents can be
prevented, Mr. Curtis says.

The system is flexible in other

ways, Mr. Curtis says. In less than
Continued on page 22



Do reinsurers care
about the little guy?

E ver have the feeling, when you're talking
with your reinsurer, that he's got a heart
of stone?

North American Re knows how small and
medium sized insurers feel.

Weve been working with insurance
companies for 77 years, providing a full range
of reinsurance services.

And we're proud of our reputation for

being the one large reinsurer who really does
care about your particular problems.

Weve got the capacity, flexibility and
underwriting skills to handle virtually all your
reinsurance problems.

So the next time you're looking for a
reinsurer, call us.

. You'll get our closest attention, instead of
a cold and stony stare.

NORTH AMERICAN

%

We Tak is |
Out Of Reinsurance.

NORTH AMERICAN REINSURANCE CORPORATION 237 PARK AVENUE, NEW YORK, NY 10017 (212) 907-8000
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Claims-made tracking softwa r

By MICHAEL BRADFORD

Risk managers need software to help them track depletion
of aggregate limits under claims-made forms, but the product
isn't widely available, a consultant says.

Roberta McCreary, a consultant in The Wyatt Co.'s risk
management services division in San Francisco, said RMIS
software designers have been slow to develop programs that
will let claims-made policyholders know when aggregate
limits under claims-made forms are running out.

"One of the needs that has been present, and is being
worked on, includes enhancing the ability to track aggregate
depletion," said Ms. McCreary. She explained that policy-
holders with the claims-made form "need to know how
much annual aggregate they have left for claims."

Most of the current information systems were set up to
handle occurrence claims only and are leaving users in a
lurch for tracking detailed claims-made data, she claims.

Designing or modifying a RMIS to track the claims data
would not be difficult, she said, because it merely involves
keeping up with various dates and claims information.

Richard Denning, president of Risk Sciences Group Inc. in
Atlanta, says the Crawford & Co. subsidiary has developed a

Washington RMIS

Continued from page 20

an hour, for instance, he can find
out via RISKMASTER how much
money the state paid out in tort
claims last year; a detailed break-
out of that total might take over-
night to accomplish.

Before the system was installed,
"You couldn't have gotten that in-
formation, period," he says.

Quite simply, Mr. Curtis, who
has been at STORM less than two
years, is himself a major reason
for Washington's RISKMASTER
success story, according to assess-
ments by both Mr. Payne and Marc
Dorn, RISKMASTER president
and a Tillinghast principal in Livo-
nia, Mich.

Although Mr. Payne uses RISK-
MASTER in decision-making and
administration, he actually has
very little hands-on involvement
with the system. But, Mr. Curtis
spends at least half of his time at

'They're probably a

step ahead of a lot of
people starting out,’
says RISKMASTER's

Marc Dorn.

the RISKMASTER keyboard.

STORM personnel became so
comfortable using RISKMASTER
that they decided the second train
ing session was unnecessary; but
since the training was part of the
purchase price, Washington
wanted its money's worth.

A swap of sorts was worked out
The state didn't want the training,
but was interested in obtaining
changes in RISKMASTER's pro
gram that would enable STORM to
create a network of six personal
computers that could share infor
mation. The vendor made the
change, creating a network of PCs
at no additional cost.

The new capability puts STORM
in the company of only about seven
other RISKMASTER users that
benefit from such networking, says
Mr. Dom

With this feature, "They're prob
ably a step ahead of a lot of people
starting out with risk management
information systems. Others are
starting out with a single-user sys
tem and then migrating to a larger
one," Mr. Dorn explains.

Mr. Payne noted that the state s
data processing authority resisted
the purchase because he was pur-
suing a personal connputer-based
product at a time when mainframe
systems were still popular. "If we
failed, there'd be plenty of 'l told
you so's,' " he says.

STORM has shared its experi-
ence with numerous risk managers
who've considered a RISKMAS-
TER purchase. |

policy tracking system that can be used with its RMIS b
track depletion of aggregate limits on claims-made coverage.

Mr. Denning said the system is being used by an insurance
company client, but risk managers have not shown a lot cf
interest in the feature. However, Risk Sciences Group has nct
promoted the system heavily, he admitted, saying, ' maybe
we haven't pressed it like we should."”

Gary Spirduso, second vp at Rollins Burdick Hunter Co. in
Chicago, said RBH's RISKAN system adapts easily to clarms-
made reporting and while it does not have a feature that will
automatically bring up aggregate limit depletion information
for a specific policy, that data can be retrieved.

"We don't provide something that automatically does
that," he explained, but pointed out that RISKAN allows a
user to assemble elaims information that can be used to fig-
ure out how much claims-made coverage remains.

Richard Birkenfeld, risk information consultant with Cor-
porate Systems in Amarillo, Texas, said a new claims-made
system being developed will allow the user to easily note how
much aggregate coverage is remaining.

Mr. Birkenfeld said the system, which is still being tested
internally, would have been a more popular offering if it had
been finished last year.

Ansul has the answe,: Spill-XTM

agents to control chemical
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suppress fires.

For years industry hs relied on Ansul
equipment to protect its people and
property against fire. Now we've developed
the Spill-X family of spill control products
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industry. . controlling and cleaning up
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First. . there are three Spill-X agents
to help you meet the tough new EPA
standards on spill control. Our
Spill-X-A agent neurralizes and
solidifies most acids. The Spill-X-S agent is a solvent adsorbent
for organic materials like gasoline. And the Spill-X-C agentis a
neutralizer for caustics such as ammonium hydroxide. Then we
came up with a better, safer way to apply Spill-X agents. It's
called a Spill-Gun T ' and it allows a person

to cover a chemical spill from a safe distance

away. The Spill-Gun is also great for ' diking"

spills that are flowing.. or for getting at spills ™
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in hand portable, wheejed and staticnary
, units that can be re:harged on-site.
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e hard to find

"We've seen moderate interest, he remarked, noting that
the claims -made controversy has cooled and risk managers
have been able to retain much of their coverage on occur-
renee policies.

But a RMIS is useful for buyers of claims-made policies for
more than tracking depletion of aggregate limits, Mr. Den-
ning points out.

"In many cases, the systems were saviors" in providing
claims his:ories for users that were forced to switch from
occurrence to claims-made coverage, he says.

Risk Scrences' SISDAT, SISDAT+and Sigma+systems
last year helped CertainTeed Corp. of Valley Forge, Pa., pur-
chase excess liability coverage (Bl, July 21, 1986).

CertainTeed's broker, Marsh & MelLennan Inc., had noti-
fied the manufacturing company that only claims-made cov-
erage wou.d be available and the broker would need 10 years
of loss history on a claims-made basis. When Kenneth M.
Krenicky, director of risk management at CertainTeed, rea-
lized he was running out of time, he turned to the RMIS to
preﬁare the report. . ) )

"He needed the stats on a claims-made basis to establish
coverage -n London," said Mr. Denning, adding that the
RMIS was able to provide the history quickly. -

Think about an accidental spill- or worse

*For example, a process in which sulfuric
acid (EPA health hazard rating of 3) is
used in a cracking plant to produce
gasoline (EPA Rammability rating of 3).

— >

Ansul to the rescue.
If it burns, chances are we have
exactly the right equipment to
put out the fire. Choose from
more than 20 different Ansul
extinguishing agents. . ranging
from foams and dry chemicals
to halons and carbon dioxide.
They're available in a full line
of rugged, reliable Ansul hand
portable, wheeled, stationary
and transportable units. And
we can even arrange for train-
ing for your people. . on-site
or at the world-famous Ansul
Fire School.
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User groups' ideas enhance systems

By DEBORAH SHALOWITZ

Risk management information
system user group meetings often
drive system improvements and
enhancements that might not oth-
erwise have been developed, par-
ticipants say.

"Most of the changes that we see
in our (RMIS) system are directly
related to feedback from the user
group,” said Ken Martino, assis-
tant director of on-line systems for
The Travelers Insurance Cos.' risk
management information services
department in Hartford, Conn.

The Client Advisory Council of
Amarillo, Texas-based Corporate
Systems has been "extremely ef-

fective" in improving the RMIS,
said CAC Chairman Charles W. Es-

serwein.

Mr. Esserwein, who is an assis-
tant vp for DataLink, Associated
Risk Services Co., a third-party
administrator based in Atlanta,
noted that Corporate Systems al-
ready has or is in the process of
implementing about 90% of what
the user group suggested.

"We want to help users protect
their investment,"” stated Mr. Es-
serwein.

User groups provide a forum for
RMIS vendors and users to work
out bugs in the system and brain-
storm improvements.

While the Travelers' and Corpo-
rate Systems' user groups have
been operating for more than two
years, even a new user group can
be effective.

For example, suggestions from a
user group formed by Atlanta-

'We want to help
users protect their
investment,' says

Charles Esserwein,

who leads a group.

based Crawford & Co.'s Risk Sci-
ences Group Inc. were incor-
porated into the company's SIG-
MA+ Risk Management
Information System following the
group's first-and only-meeting,
said Richard Denning, president of
Risk Sciences Group.

One of the most common sugges-
tions from user groups is to im-
prove consistency in the RMIS and

yet, a fire- in a processing plant.”

agfl,
s.'r

in reports generated by the system.

For example, Johnny Mize, west-
ern regional manager of Corporate
Systems, said the company made
calculations, wording and head-
ings consistent in reports after re-
viewing complaints from the CAC.

Corporate Systems also made
computer commands-such as en-
tering, exiting and moving around
within the RMIS-consistent as a
result of CAC suggestions, said Mr.
Mize.

Another common suggestion
from user groups is to make the
RMIS programs more "friendly."

Mr. Denning commented that
"our user-friendly procedures
weren't as friendly as we had
thought.” To correct that, Risk
Sciences Group is developing more
menu-driven options and more op-
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ANSUL
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ONE STANTON STREET, MARINETTE, WISCONSIN 54143

portunities for the user to rely on
the system for help.

User groups also complained
about the constant updating of
training manuals, said vendors.

For example, Travelers had been
sending updates to users on a regu-
lar basis to add to the existing
training manual. However, many
users were putting the updates in
the back of the manual and still re-
ferring to the outdated information
in the text, Mr. Martino explained.

To solve the problem, which was
brought to Travelers' attention at
user group meetings, Travelers
provided users with completely
updated training materials and in-
structed users to toss the old ones.

Corporate Systems encountered
a similar problem but solved it an-
other way: The vendor reduced the
number of user book updates per
year and clearly labels the enve-
lope so that users properly file the
updates, Mr. Mize explained.

Often suggestions from user
groups are very specific.

After members of Risk Sciences
Group's user group expressed
needs for a policy register system,
the vendor developed software to
run on an IBM personal computer
that keeps track of policies, re-
newal dates and costs, Mr. Den-
ning said. The company freely dis-
tributed that program to users of
SIGMA + in April, he added.

AnNd, users of Travelers' RMIS
have requested capability to pro-
duce a number of claims analy-
sis reports, such as sizes of losses
by category, how many claims
exist in each layer and total dollars
in each layer, all of which have
been instituted, according to Mr.
Martino.

CAC suggestions resulted in sys-
tem enhancements such as a policy
register system, the ability to look
for claims by Social Security num-
ber and standardized procedures to
input data, Mr. Mize said.

User groups also provide vendors
with general suggestions concern-
ing the future development of
RMIS, said Mr. Esserwein.

The value of user groups is in not
only solving "short-range tactical
problems,"” he stressed, but also in
"long-term strategic planning.”

One of the most general sugges-
tions from Corporate Systems’
CAC was development of a user
hot line to answer RMIS questions.
The hot line should be operating
later this summer, said Mr. Mize.

He added that Corporate Sys-
tems purchased a software package
to track calls from users, which
will allow the company to identify
the areas generating the most
problems and questions.

In at least one case, user group
suggestions helped shape the de-
velopment of another product by
the same company.

Continued on nert page
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User groups

Confin ued from previous page

Travelers which has been

operating a user group for its
mainframe CARMA system for
about five years, recently started a
user group for its personal com-
puter-based risk management in-
formation system, PC CARMA.

The new Travelers group, which
was formed for users of PC-based
software that has been in existence
since September 1985, met for the
first time in May. Eight users at-
tended that meeting.

Mr. Martino of Travelers noted
the PC CARMA user group had "a
few comments to make but not a
real lot of suggestions,"” because
"the product we developed here
was based on suggestions about the
mainframe-based system.”

User groups often are more help-
ful to those who are new to the
RMIS than those who have been

using it for a while.

Leadershipin Risk Information Technology

» Cojpo,cle Systems 1986

"l probably contributed more
than | got, but that's the way a user
group runs,"” said user group vet-
eran Ron Grimm, manager of risk
management administration for
Xerox Corp. in Stamford, Conn.,
after attending the October meet-
ing of the Sigma +user group.

Organizationally, user groups
differ greatly.

The two Travelers user groups
each meet once or twice a year for
about a day and a half.

Participants are selected by Tra-
velers and invited to each meeting.
Mr. Martino said the company tries
to vary participation by selecting
users on a rotating basis.

User group participants pay for
their own transportation to the
meeting site and Travelers picks up
hotel and meal costs.

About 20 people participated in
the last CARMA users group.

Risk Sciences Group's SIGMA +
user group rneets once a year for
about two days. About 30 people
attended the user group's first
meeting last October.

Participants pay for their own
transportation, hotel and meals
and $300 for the conference. Mr.
Denning insisted, though, that this
represents "just the costs of put-
ting on the program.”

He emphasized that "this is not a
seminar rate to make a profit,"” but
represents only Risk Sciences
Group's out-of-pocket costs.

"Down the line | would see the
user group electing its own pro-
gram director"” and Risk Sciences
Group would do the administrative
work, speculated Mr. Denning.
Meanwhile, though, Risk Sciences
Group plans to have its own two-
day employee retreat following
next October's user group meeting '

'A lot of these people

don't realize the time

it takes away from
their jobs,' says
John Champlin.

to follow up on suggestions made
at the user conference.

Corporate Systems' CAC is or-
ganized significantly differently.

One representative from each of
five client groups-insurance bro-
kers, insurance companies, state
and municipal governments, third-
party administrators and corpora-
tions-serves a two-year term on
the CAC, explained John Cham-
plin, eastern regional manager for
Corporate Systems.

The CAC probably will meet
three tirnes this year, down from
four times last year because
"three-month breaks is not suffi-
cient time to follow up on every-
thing we're discussing/’ Mr.
Champlin explained.

The CAC developed and tenta-
tively approved bylaws for the
group that will be voted on at a
meeting in September.

Mr. Champlin said one reason for
the bylaws is to alert participants
to the real commitment involved
with being on the CAC.

"When we get members to par-
ticipate on the council, a lot of
these people don't realize the time
it takes away from their jobs," he
said.

Another reason for the bylaws,
CAC Chairman Mr. Esserwein ex-
plained, is to allow the group to

govern itself independent of the
vendor.

He added that the CAC will have
a membership campaign in the fall,
after which it plans to manage its
own membership.

Mr. Esserwein, who was a mem-
ber of a Sperry Univac user group
about five years ago, also hopes to
arrange meetings among CAC
members independent of Corporate
Systems and start a CAC newslet-

T e— -
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RMIS pioneers warn newcomers of pitfalls

By STEVE TARAVELLA

Risk managers who've taken the
hard road to automation are often
eager to share their trailblazing
experiences so those that follow
have an easier path.

Take Mary DeCampli, for exam-
ple. As risk manager for Henrico
County, Va., Ms. DeCampli
thought she did all the right things
when she shopped last year for a
risk management information sys-
tern.

But toda> she expresses more
than minor frustration with the
system she chcse, and says she
would do a f.w things differently if
she had it to do over again.

The coun:y, with about 6,000
employees, spent about $12,000

last November for hardware and

software intended to help it mon-
itor and control workers compen-
sation claims as well as general,
professional and law enforcement
liability losses. -

Before making the purchase, Ms.
DeCamplis examined her opera-
tion's needs, shopped carefully and
talked with risk managers already
using RMIS products she was con-
sidering.

By following tips she'd gleaned
from others, she was convinced she
was taking the right steps, "but |
still ended up with not the best
system."”

Seeing a system in an exhibit
hall and operating one in your of-
fice are two different things.

"It's too user-friendly-it won't
let me make some decisions," she

says today. "I was originally told,

'No problem, we can tailor this to
your needs.' But I'm not seeing that
tailoring.”

The vendor, which she declined
to identify while she tries to re-
solve her complaints, won't permit
certain changes to be made in the
software program that she believes
will improve her department's op-
eration.

"I'm happier than | was, but I'm
unhappy with how inflexible the
system is,"” she says. "Although I.'m
upset with the system, | love the
reports, which are what sold me on
it from the start.”

Ms. DeCampli offers :his advice
to prospective RMIS users:

* Try to do some hands-on test-
ing with your own claims befere
you buy the system.

She didn't, and regrets that

\eend provn fnsurance *

O v

C415

today.

"We were seeing what they
wanted us to see-how nice the
system looks," she recalls. "You
see a whole different picture with
your own claims."

« For the smoothest claims pro-
cessing available, look for a system
that's designed with your industry
in mind.

Persuaded by marketing bro-
chures that her software was deve-
loped specifically to meet the risk
management needs of public enti-
ties, Ms. DeCampli was distressed
to learn later that the system was
actually developed with hospitals
and trucking companies in mind.

= When visiting other users be-

fore making a purchase, pay close
attention to the differences and

similarities between that risk man-
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agement department and your

"You assume one public govern-
ment is like another, but that's not
true; | should have asked them
more about how their operation
was like mine," she says.

By way of example, she recalls
consulting with one particular user
before deciding to buy her soft-
ware. That city's risk manager
raved about the system and its ex-
cellent check-writing abilities. But
because Henrico County doesn't
issue its own checks, this function
proved not only worthless but dis-
ruptive: Overriding the check-
writing feature became an ob-
structive, time-consuming night-
mare, she says.

Like Ms. DeCampli, Dallas Risk
Manager Mark Ferraro knows all
too well some of the dangers that
loom for RMIS shoppers.

"Everyone's overly optimistic.
It's like buying a car-the sales-
man always exaggerates what the
system can do. It's later when you
deal with the serviceman that you
find out what it can really do,”
says Mr. Ferrdro, who discussed
the pros and cons of an in-house
RMIS at the recent annual confer-
ence of the Public Risk & Insur-
ance Management Society in Seat-
tle.

After obtaining data on its work
comp claims experience from Cor-
porate Systems in Amarillo, Texas,
for more than three years, Dallas
left the vendor-one of the RMIS
market's largest-in January for
what it has found to be greater
flexibility, increased timeliness
and less money at GAB Business
Services Inc. of Parsippany, N.J.

Even though Dallas was on-line
with Corporate Systems, the city
often received reports on claims
experience that were 30 to 45 days
old: To compile its information,
Corporate Systems first had to
upload tapes of data from the city's
claims administrator, Un-
derwriters Adjusting Co. in Dallas.

Because Dallas’' new source of
claims information-GAB-is also
its claims administrator, the city
has access to data that is updated
daily. Dallas is still adjusting to
the new system, but is pleased with
the transition, Mr. Ferraro says.

Corporate Systems provided
GAB with a master tape of Dallas’'
claims experience, so GAB now has
the city's claims history dating
back to 1974.

Annualizing the cost for GAB's
services over a three-year contract
period, the city's total work comp
claims administration expense is
now about $33,000 a year. That
compares with the almost $60,000
that it was paying Corporate Sys-
tems annually, Mr. Ferraro says.

He stresses that Dallas has no
particular bone to pick with Cor-
porate Systems' product-that sys-
tem simply no longer suited the
city's particular wants and needs.

Corporate Systems "lost the city
of Dallas through no fault of their
own,"” he says. Dallas wanted to be
"an active, equal partner” in its
work comp claims process, not a
client served by a vendor that did
the work and then handed over the
numbers.

"Sometimes that sort of thing
will happen, but | don't think it re-
flects a trend in the industry,” Cor-
porate Systems President Guyon
Saunders says.

Mr. Ferraro offers concerned risk
managers the following tips:

- Risk managers have to ask
more and tougher questions.

» Risk managers should first de-
termine what their specific needs
are, as opposed to their wants.

- They must perform a cost-
benefit analysis: Are these particu-

lai' functions valuable enough to
Continued on page 28
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RM IS Itf ” behind to clear up the misunder- i
p a S standing

Contznued from page 26 The county believed the vendor
our department to pay that much would be responsible for transfer-
for them? ring to the new system data that is

« Consider future growth Dal- provided monthly by the claims
las recently wanted to add 23 more administrator However, the ven-
variables to its claim profile, both dor, which was recommended by
Corporate Systems and GAB could Wyatt, maintained it couldn't per-
handle that, but some systems form that work, and certainly not

can't, he says at the price quoted
= Don't underestimate the value

writing at all stages, she says bility or work comp claims infor-
This way risk managers are less mation since March 31, he says

\ likely to find that the vendor :e- The TPA didn't notify the county

can bUy? 1'11 be able lected doesn’'t meet an "over-en- before making the change, Mr

to. . . control my own thus tastic Eromise of service" Giumini says, although their con-

later, she says tract says the Information must be
Another po:ential pitfall for presented in an acceptable form

RMIS Usels lies in relying on an Other clients also are upset, he

outside administrator to provide says

He declined to identify the TPA

The county of San Louis Obispo, while the dilemma is being solved

'Why lease when |

destiny,' one risk
manager reasons.

the data needed by the system

In the end, a combination of doc- have a long buying cycle-espe- Calif, for instance, uses an RMIS "They're addressing It, but It

of an independent management in- umentation kept by Wyatt and rec- cially if a budget must be approved developed by New York-based An- hasn't been resolved yet," he says

formation system consultant

ollections of the former risk man- -there's a chance the players istics Inc , a leading vendor that

In the meantime, Mr Giumini

« Send your staff to professional ager convinced :he vendor that It won t be the same at implementa- is a subsidiary of Alexander & can't establish new claim files with

computer training courses beyond had agreed to provide the conver- tion "
If the project is handled formally

what the vendor provides sion at the agreed-upon cost, Ms
« Consider how the RMIS will McCreary says
interface with the company's fi-

Alexander Services Inc information beyond the person's

Anistics receives the county's name, claim number, date of oc-

from the start-with a request for claim information from ItS TPA, currence and status of claim, he
"If they hadr«'t had us, they'd proposal and subsequently written which recently changed the format can't enter information like the

nance and accounting depart- have had no other source of infor- proposals submitted-appropriate in which It d2livered that data part of the body that was Injured

rments

One East Coast risk manager predicament
takes that last bit of advice a step

further Make sure you keep clear docu-

However, if the risk manager county's risk manager
"A risk manager should attempt mentation of the understandings, prefers a less formal approach,

mation,"” she says of the county's records will be around later for Anistics currently can't do any- or the time of the day an accident
reference, Ms McCreary points thing with the data as it is pre- occulred
"The word cf wisdom might be out

sented, reports Art Giumini, the But he doesn't blame this snafu
on the vendor "I'd give Anistics an

Solely because the TPA changed A-plus, a gold star They've bent

to have his (management informa- because you never know if the pains should be taken to document its reporting procedures, the Ovel backwards to accommodate
tion system) department, if there IS same people wi.1 be there If you discussions and agreements in county has been without any lia- us," he says -

one, review the operating system or
language It's important to get
them involved," he says

"As risk managers, we're gener-
alists, not specialists in that arena
We need help from those who spe-
cialize in these things | don't want
to be at the mercy of the vendor "

liN7?

This risk manager, who asked
not to be identified, says clear
communication with the vendor is
of key importance

Frustrated at how his system
purchase was being bogged down
for almost four months by inces-
sant "letter-swapping" between
attorneys for both the vendor and
the employer, the risk manager fi-
nally demanded a conference call
"to get down to brass tacks "

The 30-minute telephone conver-
sation took place among four par- -
ties the risk manager, his em-
ployer's attorney, the principal of
the West Coast software firm and
that firm's attorney The discus-
sion, which took place about two Tt
months ago, helped move the pro-
cess along, and the risk manager
expects to have his system in-
stalled soon

But this won't be that risk man-
ager's first RMIS Like Dallas, this
employer leased a system for years
from another vendor

"Why lease when | can buy9 I'll
be able to generate my own loss
runs and control my own destiny,"
the risk manager reasons

When it decided to purchase a
system outright, the company con-
sidered buying the vendor's soft-
ware, but decided against it be-
cause the hardware required for
that arrangement made the cost
"astronomical,"” the risk manager
says

In the end, the risk manager pur-
chased three software programs
from National Risk Management
Inc in San Ramon, Calif , for
about the same amount it was pay-
ing each year in software lease
fees

The company paid about $34,000
for work comp, general liability
and auto claims processing capabi-
lities, he says That price included
installation and training

Another piece of RMIS advice,
especially for public entity risk
managers, comes from Roberta
McCreary, a risk management ser-
vices consultant at The Wyatt Co
in San Francisco

Of importance throughout the
process-from vendor inquiries
through system installation-is
documentation, Ms McCreary

says
She illustrates VWhen a Califor-

solutions.

nia municipality recently entered
final negotiations on its informa-
tion system lvirchase, significant
disputes arose with the vendor
over what services would be in-
cluded in the purchase price

By that time, both the risk man-
ager who initiated the project and
the sales representative who as-

sisted him had moved on to other

jobs, leaving little documentation

superficial trim, you'll usually find the same pat

At ConServCo, we don't believe that effective
medical cost management can be achieved
through mass production. Our account team cus-

tomizes services--from the basic framework to

special features-to satisfy your specific needs.

7 -—e \/ 2,

47, +
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Designing customized workers'

comp claim management isn't
as simple assome people think.

There's no shortage of medical cost management
services on the market today. Unfortunately,

most of them are designed for «standard"per-
formance. Underneath all the model names and

Now, those customized services include an inno-
vative approach to medical cost control for work-
ers' compensation claims.

Introducing Workers' Comp Medical
Cost Management

Workers' Comp Medical Cost Managerrt
was designed to track the necessity of medical
care. It starts fast with intervention that puts
you.n control of a powerful braking system.

ConServ(]0 account specialists work with you to
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Few RMIS vendors market outside U.S.

By MICHAEL BRADFORD

Most risk management in-
formation system vendors,
busy trying to satisty a hungry
domestic market. don't have
much of an appetite for selling
their products outside the
Unized States.

Although some vendors offer
risk management information
systems to compan.es outside
the United States and others
use the systems in their own
overseas offices, most vendors
have not turned a serious eye
toward automating risk man-
agement departments in other
countries.

One of the reasons most ven-
dors are staying home is be-

cause of the size of the un-

tapped market in their own back
yard.

Linda Sundram, assistant direc-
tor of risk management informs-
tion services at Travelers Corp. in
Hartford, Conn., said she has seen
estimates that indicate only 10%
to 15% of risk management depart-
ments in the United States are
fully automated.

And even that number, she says,
"is a big leap forward from five
years ago."

Richard Denning, president of
Risk Sciences Group Inc. in At-
lanta, agrees there is a lot of room
for growth among vendors in the
United States, though he points
out that not every risk manage-
ment department needs to be
directly automated.

"There are a hell of a lot of ways

develop medical cost and quality control mea-

sures. Our registered nurses and consulting
physicians work with attending physicians, offer-

ing recommendations from pre-admission

utilization review to overall case management.

And our team conducts regular evaluations, to
make sure your objectives are being met.

It's the kind of performance you get only from
cost management professionals who've seen the

course from the claims payer's and employer's

points of view.

Free: A Buyer's Guide to Workers'

Comp Claim Management

Before you invest in an assembly line approach to
medical claims management, send for'A Buyer's
Guide to Workers' Comp Claim ManagemenC'

It will help you choose a model with workers'
compensation features customized for you.

I City
1 C —1

LTelepho-———————-—-
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Medical and Disability Cost Management...
Customized For You

to get at the service," he noted, in-
cluding using brokers and other
outside sources to provide infor-
mation compiled through their
RMIS.

Like other vendors, Risk Sci-
ences is concentrating on automat-
ing risk management departments
in the United States.

Mr. Denning said his company
occasionally receives inquiries
from companies in northern Euro-
pean and Scandinavian countries
regarding Risk Sciences' products,
but no systems have been sold to
risk managers in these regions.

"We've had dialogue there, but
we're not aggressively marketing
in those countries and not contem-
plating doing that,” Mr. Denning

said.

Jack Conway, president of Con-

ConServCo
3903 Northdale Blvd., Suite 200

1 Tampa, FL 33624

' "Serda Copy of A BUyers Buids fo Workers' Comp Claim Management.” |

Call me to schedule an appointment.

| - Send the Guide and call.

way Computer Consultants Inc. in
Jackson, Miss., said businesses
outside the United States have
shown interest in Conway's PAC-
CASSO claims administration and
risk management information sys-
tenn.

But discussions with those com-
panies have not resulted in over-
seas sales.

"I've talked to some in the past,”
explained Mr. Conway, "but it was
nothing of a real serious nature."

Coopers & Lybrand has sold its
Exhibitmaker Plus system to "a
few firms in Toronto and Edmon-
ton," says Thomas A. Johnson, ac-
tuarial assistant in the firm's Seat-
tle office.

But there are no marketing ef-
forts to place the loss reserving and
claims analysis system in the hands

J»*S
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NMailing Address

State Zip

=

Home Office, 3903 Northdale Blvd., Suite 200
Dmpa, FL 33624
Call 1-800-525-5590

In Florida, 813-969-0701 Collect.

of risk managers throughout the
world.

"We've got the system in a few of
our own offices" abroad, said Mr.
Johnson, including Coopers & Ly-
brand offices in Australia, Singa-
pore and England.

Anistics Inc., the New York-
based subsidiary of Alexander &
Alexander Inc., is one vendor that
hopes to see its foreign market-
share grow.

Richard B. Hall, executive vp of
Anistics, said his company has in-
stalled its ARIS systems at four 10-
cations in Canada and about 10 of
the systems have been installed in
London.

Anistics also is seeking clients in
Sydney, Australia, where Anistics
has an office, he said.

Anistics benefits from its rela-
tionship with A&A's worldwide
operations and is committed to
"making Anistics a global entity,”
Mr. Hall said.

Other RMIS vendors that don't
have ties to a parent company with
offices throughout the world
"don't have the same impetus to
look overseas," Mr. Hall observed.

Barbara Jacobs, vp and head of
the systems applications depart-
ment at Anistics' New York office,
said that marketing a RMIS in an-
other country does not require a lot
of system changes.

As far as information needs are
concerned, risk managers in the
United States and those in other
countries "have an awful lot in
common," she remarked.

Most of the differences in sys-
tems in this country and those
abroad are mostly "detail items,"”
she said. For example, Ms. Jacobs
explained, there is more of a need
for currency conversion functions
in a RMIS for an overseas client
and dates may have to be entered
in a different format.

"As yet, the need for litigation
tracking services is not as great as
in the U.S.," said Ms. Jacobs, "but
I think that is the quiet before the
storm."”

In Canada, she noted, risk man-
agers are beginning to talk of an
increasing number of claims that
reach the courtroom and that may
signal a greater need for programs
that keep track of litigation faced
by a company.

Although many RMIS vendors in
the United States are not aggressi-
vely courting foreign accounts,
there is at least one RMIS marketer
from outside the country that has
come to call on U.S. risk managers.

Dale-Parizeau Inc., the bro-
kerage unit of Montreal-based So-
darcan Inc., is using its Sodarisk
product as a marketing tool to at-
tract new U.S. brokerage clients.

The system sells for $23,100 Ca-
nadian ($17,417 U.S. at current ex-
change rates), although the system
is supplied to a client for free if it
generates enough brokerage busi-
ness for Dale-Parizeau.

For paying customers, the cost
includes software, training and 50
hours of consulting services.

John M.J. Quesnel, vp and man-
ager of risk management informa-
tion services at Dale-Parizeau in
Toronto, pointed out that Sodarisk
currently has nine users in Canada
and system demonstrations are

being arranged in the United
States.

The Canadian users of Sodarisk
are all "very big" clients of Dale-
Parizeau, said Mr. Quesnel, and in-
clude the province of Ontario and
the Alberta provincial government.
Another six users are expected to
begin using the system soon, he
added.

Mr. Quesnel explained that So-

darisk is "a fully integrated sys-

tem. . that's where we have a lead
over some of the others.” He ex-

Continued on next page



ON / OUS-6/teSS 6716'UM.INnCe, JUIy 10, 1301

spotlight report

PRIMARY CGL COVERAGE

ELEVATOR CONTRACTING RISKS

C Occurrence Form

O $1,000,000. CSL Limit

Inventory F
lecsing

Electronics/Appliances
Office Products

Lawn & Garden

Marine
Auto
RV/Manufactur

FOR

O Broad Form CGL Endorsement

O Admitted Carrier

At XV Rating

Captive Planners, Inc.

12520 Prosperity Drive

Suite 310

Silver Springs Maryland 20904

[8BB011 622-5905

If we said it once in

Insurance Premium Financing

we'll continue to say it a
million times.

For over thirty years we've been
uttering this word in the world of
financing. A way of doing business
born out of a natural bullishness. That
we can help any customer attain

That's the commitment of
Borg-Warner Financial Services. That
we get close to our markets and stay
close. That we get involved wherever
we can learn how to be better. That we
remember insurance premium financing
has to be a quiet but very dependable
form of capital. Because costs may go
up, but the need for insurance does too.

So we offer financial services that
you can count on being there. Doggedly
Loyally. Proudly.

It's an attitude we know is catching.
Because we've caught it ourselves.

Call Borg-Warner Insurance Finance
Corporation at 1-800-BWAC USA.

*In California. Borg-Warner Insurance Finance Corporation
of California

inancing Leasing

Commercial Leasing
Vehicle Fleet Leasing
Municipal/Federal Leasing
Maior Commercial Funding

ed Housing

Services

Credit Insurance

Consulting Services

Capital Services

Extended Service Programs
Insurance Premium Financing

RMIS abroad

Continued from previous page
plained that many other RMIS op-
erate as modular systems and up-
dating information in those sys-
tems can be slower than with the
integrated operation.

Sodarisk operates on IBM Per-
sonal Computers or compatible mi-
crocomputers with at least 640 ki-
lobytes of random access memory.
A minimum 20-megabyte hard disk
drive is required and the vendor
recommends a high-speed dot ma-
trix printer.

The number of claims the system
can handle depends on the size of
the hard disk drive used, according
to Mr. Quesnel.

A Sodarisk user can access a va-
riety of functions on the system,
including accident reporting and
claims administration.

Among other things, the RMIS
stores accident report details, cal-
culates potential losses, monitors

Ell BorgWarner TM

AE Financial Services

claims settlement and provides ac-
counting information for historical
records.

It also will allocate losses and
recoveries to the proper depart-
ment, divisions or subsidiary
within a company and calculate in-
surance premiums for each divi-
sion.

Sodarisk’'s risk analysis func-
tions enable management to ma-
nipulate historical claims, accident
and exposure data by location,
date, size, frequency and other ca-
tegories. The program gives the
user the ability to develop loss
trending information.

Another component of Sodarisk
maintains detailed descriptions of
properties and their values. It also
keeps track of specific industry re-
quirements for jobs like construe-
tion projects.

A central directory keeps names
and addresses of all risk manage-
ment contacts.

Sodarisk can be operated in En-
glish or French.

Mr. Quesnel explained that So-
darisk's marketing efforts in the
United States may be boosted
through a reciprocal agreement
that Sodarcan holds with New
York-based brokerage Corroon &
Black Corp. Through the arrange-
ment, Sodarcan provides bro-
kerage services to C&B clients in
Canada and C&B does the same for
the Canadian brokerage's custom-
ers in the United States.

If Sodarisk can be marketed
through the arrangement with
C&B, "that will be a big expo-

sure,” said Mr. Quesnel.

INn discussing Sodarisk's new
push in the United States, Mr.
Quesnel mentioned that he does

not fear competition in Canada
from American vendors.

"U.S. vendors feel the market in
Canada isn't as large as the one in
the U.S.," he remarked. And their

systems are too expensive, he
added.

"When | look at systems that cost
$40,000 to $50,000 U.S. dollars and
then add the exchange rate, it
starts to get pretty expensive,”
said Mr. Quesnel. |
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Barriers among RMIS vendors crumble

By STEVE TARAVELLA

Distinctions among the suppliers
of risk management information
systems, as in other segments of
the risk management services field,
are blurring.

For example, SOFTEC Inc.,
whose line of RISKMASTER prod-
ucts brought it to prominence in
the RMIS marketplace in only
three years, was acquired in April
by the Darien, Conn.-based Til-
linghast Division of Towers, Per-
rin, Forster & Crosby Inc., the lar-
gest risk management consultant
in the world based on 1986 con-
sulting revenues.

The previously independent soft-
ware maker shed its name to op-
erate as RISKMASTER, a Tillingh-
ast unit in Livonia, Mich.

"It's a very complementary fit,"
says Mark E. Dorn, former SOF-
TEC president and now a Tillingh-
ast principal. He pointed out that
many RISKMASTER users also
were Tillinghast clients.

In fact, that helped bring about
merger discussions in the first
place: Mr. Dorn and Tillinghast of-
ficials regularly met each other in
professional settings and realized
they had common professional in-
terests, Mr. Dorn says.

While some RMIS vendors are
merging with companies that do
not sell software, more entrepre-
neurs are entering the market-
place. The 1987 Business Insurance
directory of RMIS vendors lists 43
companies, up from 34 last year.

Among the different types of
vendors offering software products
with risk management applications

* Insurance companies, like The
Travelers Insurance Co. in Hart-
ford, Conn.

< Insurer affiliates, like DAVID
Corp., a San Francisco unit of Bea-
ver Pacific Corp./Nationwide
Corp.

- Brokers, like Rollins Burdick
Hunter Co.-Risk Management Ser-
vices.

* Veteran independent vendors,
like Corporate Systems in
Amarillo, Texas.

- Start-up companies, like Pa-
cific Technical Services Inc. in San
Leandro, Calif.

* Actuarial firms, like Coopers
& Lybrand.

+ Consulting firm affiliates, like
RISKMASTER.

"They're popping out of the
woodwork," quips Gary Smart, vp
of sales at California Interactive
Computing in North Hollywood, an
independent vendor.

Many of the newcomers, Mr.
Smart notes, are not marketing
their wares nationally, but instead
are touting them primarily on a re-
gional or state level. This is espe-
cially true for vendors of workers
compensation systems, since injury
reporting requirements vary from

state to state.

One newcomer is Pacific Tech-
nical Services, which opened for
business in January. The company
now sells PTS Comp-Pac, a stand-
alone workers compensation soft-
ware program, and hopes by late
August to introduce PTS GL, a lia-
bility claims processing program
that also would have limited auto-
mobile and property claims moni-
toring abilities.

Started by Craig Zivolich, who
previously worked for three years
at competitor National Risk Man-
agement Inc. in San Ramon, Calif.,
Pacific Technical Services now has
one part-time and three full-time
employees. So far it has sold three
versions of PTS Comp-Pac: two to
California public entities and one
to a California third-party admin-
istrator.

The software costs $9,000 for a
single-user version, but with hard-

ware and additional program
copies, the package price has
averaged about $31,000, Mr. Zivo-
lich estimates.

For self-insurers that do not ad-
minister their own claims, Pacific
sells PTS Fast-Track. This prod-
uct, whose single-user version sells
for $1,995, permits the user to
download tapes of information
provided by a claims administra-
tor to the user's personal computer,

where reports then can be gen-
erated.

Unlike many work comp sys-
terns, Fast-Track does not have
check-writing abilities.

While some RMIS vendors de-
velop products for general appli-
cation, others target speci fic in-
dustries. For instance Cantor &
Co. in Beverly Hills has established
a reputation for its line of risk
management software br hospitals
and other health care facilities.

Most RMIS products are sold or
leased by their developer, but
some, like CIGNA Corp.'s CRIS,

are available at little or no cost.
CIGNA builds CRIS' fee into the
premium structure for CIGNA pol-
icyholders that generate at least
$1.5 million in annual premiums.
About 525 CIGNA policyholders
use CRIS today, up from about 450
a year ago.

Some vendors sell software de-
signed for a variety of functions,
while others market their software
to risk managers concerned about
specific types of losses.

Crisis Management Corp., for in-

stance, is selling QUAKE RISK, a
software program to help risk
managers identify the probable
maximum loss an earthquake
would cause to their property.

The Redondo Beach, Calif., firm
was formed earlier this year from
the private risk management con-
sulting practices of John H. Wig-
gins and Richard H, Soper, Levi
Strauss & Co.'s longtime director
of risk and insurance management.
The new company specializes in

Continued on next page
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designing and implementing disaster management
plans.

Other specialty systems are marketed by Actuarial
Risk Services Inc. in Lincolnshire, lll., an indepen-
dently run subsidiary of Old Republic International
Corp. in Chicago. One ARS data program enables risk
managers to accumulate information on occupational
disease-related workers compensation claims, while a
counterpart calculation program uses that data to
compute discounted reserves for long-term claims.

While most buyers are introduced to the RMIS world
at one conference exhibit hall or another, access to
vendors may broaden as the number of vendors grows.

For example, Armada Software Inc. recently con-
vinced Wang Laboratories, a major computer man-
ufacturer based in Lowell, Mass., to include Armada
risk management software in its catalogs and at dis-
trict sales offices across the country.

No matter what size policy we write, our resources
for top notch service never run dry. That's why
brokers are starting to see Appalachian and
Affiliated from a different perspective.

We have the proven capacity to write policies
for companies of all sizes. Large and small.

It's one of the reasons we've earned Best's At
property insurance ratings.

Appalachian and Affiliated offer a complete
product line- including an "all risk" policy that's
simple, comprehensive, and flexible We have a
proven track record of serving brokers who
require fast, competitive, and complete service.
We put you directly in touch with our under-
writers for fast responses. And, our claims

f1»

As a result of that arrangement, reached between the
two companies in March, Wang now functions as a
direct sales representative for Armada, says Chris
Arndt, president of the 2-year-old Cerritos, Calif.-
based company. Armada's stand-alone minicomputer
software is marketed to large self-insured, self-admin-
istered companies.

While independent companies like Armada may be
making inroads in the RMIS market, affiliates of some
insurance brokers have had a difficult time.

RMIS affiliates of both New York-based Corroon &
Black Corp. and Reed Stenhouse Inc. abandoned de-
velopment and sales efforts for system consulting in
1984, and Marsh & McLennan Inc. followed suit last
year (BIl, July 21, 1986).

Today, M&M's Client Information Services division
is aggressively marketing only MAESTRO, a $30,000
microcomputer product now being used in 10 corpo-
rate risk management departments nationwide. -

A

settlement and paperwork response is just as fast,
just as efficient, and certainly, fair. We've even
been known to hand deliver a policy in a pinch.

We can also make available the expertise of
Factory Mutual engineering-expertise helpful in
reducing or controlling property losses for your
clients.

So, if you want insurers who provide capacity,
coverage, and service, talk to Appalachian and
Affiliated. We'll help give you a new perspective
on property insurance.

Affiliated FM Insurance Company
Appalachian Insurance Company

Associated with Allendale Mutual Insurance Co.
Allendale Park, P.O. Box 7500, Johnston, RI 02919.
Telephone (401) 275-3000.

, 4-.-35331

&S Consultants Inc.

276 W. Main St., N6rthboro, Mass.
01532; 617-393-8228

Year founded: 1978.
Software products:
- Riskwatch: $495; unbundled

8/'s RMIS directory
lists 43 companies

hardware and software; personal
computer; first installation, 1986; 10
total installations; functions include
monitoring of workers compensation,
auto liability, property damage and
general liability claims.

Staff: Six total staff members.

Clients: Not reported.

User support: Telephone assis-

tance.

1986 gross revenues: Not re-
ported.

Principal officers: C. Nashawaty,
president; N. Schwartz, vp.

Ability Information
Systems Inc.

N. 2721 Van Marter, Suite 3,
Spokane, Wash. 99206;
509-922-3677

Year founded: 1981.

Software products:

- LTD Problem Solver: unbundled
hardware and software; minicom-
puter; first installation, 1981; 150
total installations; 10 risk manage-
ment department installations; func-
tions include automation of Social
Security disability adjudication, re-
habilitation, job matching and place-
ment.

Staff: Nine total staff members,
seven professional staff members.

Clients: 150 total clients; 10 risk
management department clients; 80%
with gross revenues less than $200
million, 10% $200 million-$500 mil-
lion, 7% $500 million-$1 billion, 3%
exceeding $3.5 billion.

1986 gross revenues: Not re-
ported.

Principal officers: George Wat-
ters, president.

Actuarial Risk Services Inc.

111 Barclay Blvd., Lincolnshire, 111.
60069; 312-634-0098

Year founded: 1983.

Software products:

* Occupational Disease Claim Da-
tabases: unbundled hardware and
software; minicomputer or personal
computer; five total installations;
four risk management department
installations; functions include
maintenance of data base of workers
compensation claims for reserve val-
uation.

< ARS Claim Calculation System:
unbundled hardware and software;
personal computer; first installation,
1986; four total installations; three
risk management department instal-
lations; functions include computing
discounted reserves for long-term
workers compensation and general li-
ability claims.

Staff: 15 total staff members,
seven professional staff members.

Clients: 155 total clients; 15% with
gross revenues $200 million-$500
million, 45% $1 billion-$3.5 billion,
40% exceeding $3.5 billion.

User support: Telephone assis-
tance available seven hours per day.

1986 gross revenues: Not re-
ported.

Principal officers: Robert K. Bri-
scoe, president.

Adjustco Inc.

220 White Plains Road, Tarrytown,
N.Y. 10591; 914-332-4747
Year founded: 1981.

Parent company: Frank B. Hall &
Co. Inc.

Software products:

* The Pyramid Series: $20,000; un-
bundled hardware and software; per-
sonal computer; first installation,
1984; 114 total installations; 28 risk
management department installa-
tions; functions include claims pro-
cessing and risk management.

Staff: 30 total staff members, five
professional staff members.

Clients: 114 total clients; 28 risk
management department clients; 36"
with gross revenues less than $200
million, 18% $200 million-$500 mil-
lion, 14% $500 million-$1 billion,
11% $1 billion-$3.5 billion, 219. ex-
ceeding $3.5 billion.

User support: User groups and
meetings, telephone assistance.

Branch offices: Maitland, Fla.;
Chicago; Dallas; Santa Clara, Calif.;
Briarcliff, N.Y.

Continued on next page
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1986 gross revenues: $3 million;
35% from hardware, 20% from soft-
ware, 45% from services.

Principal officers: Walter Danie-
lewski, chairman; Arthur Yoss, presi-
dent; W.E. Kuebler, senior vp

Anistics Inc.

220 E. 42nd St., Suite 500. New
York, N.Y. 10017; 212-972-9600

Year founded: 1970.

Parent company: Alexander &
Alexander Services Inc.

- ARIS*: $10,000-$175,000; un-
bundled hardware and software;
available on a time-sharing basis; re-
quires a personal computer or dumb
terminal; first installation, 1979; 630
total installations; 158 risk manage-
ment department installations; func-
tions include claim tracking, pay-
ment processing, check writing,
reporting and queries; employer cli-
ents include Allegheny Ludlum
Corp., Triangle Industries, Imaseo
Enterprises Inc.

- Personal ARIS*: $775-$7.,675;

1987

unbundled hardware and software;
personal computer; first installation,
1983; 360 total installations; 286 risk
management department installa-
tions; functions include claim track-
ing and reporting, policy tracking
and reporting, loss forecasting, inci-
dent tracking and reporting, alloca-
tion systems, property tracking.

« Custom ARIS™*: unbundled hard-
ware and software; product is custom
designed for client with functions
such as marine cargo applications,
premium billing, litigation manage-
ment and asbestosis tracking; em-
ployer clients include Imasco Enter-
prises Inc.

Staff: 254 total staff members, 190
professional staff members.

Clients: 262 total clients.

User support: Telephone assis-
tance available 24 hours per day; on-
site and off-site client training.

Branch offices: Atlanta, Chicago;
Los Angeles, San Francisco and Palo
Alto, Calif.; London; Toronto; Syd-
ney, Australia.

Principal officers: Luther T. Grif-
ith, president/chief executive officer;
William D. Scaff, chief operating of-

ficer; Richard B. Hall, execu:ive vp

Armada Software Inc.

13017 Ariesia Blvd., Suite D234,
Cerritis, Calif. 90701;
213-926-0553

Year founded: 1985.

Software products:
= Workers Compensation Claims
Manager: available on a lease basis:
bundled or unbundled hardware and
software; minicomputer cr micro-
compu:er; first installation, 1985.
two total risk management depart-
ment installations; functions include
‘claims processing and loss data re-

porting.
= Casualty Claims Manager-Auto/
General Products: available on a
lease basis; bundled hardware and
software; minicomputer or micro-
computer: first installation, 1986;
two total risk management depart-
ment installations; functions include
claims processing and underwriting
data reporting.

- RVS Bill Adjuster: available on a
lease basis; bundled hardware and

MEDHELP

VWORLDWIDE ...

- THE

| INTERNATIONAL

| HEALTH PLAN

software; minicomputer or micro-
computer; two total risk management
department installations; functions
include workers compensation claims
adjusting.

Staff: 10 total staff members, four
professional staff members.

Clients: 12 total risk management
department clients, 100% with gross
revenues less than $200 million.

User support: Telephone assis-
tance available eight hours per day.

Principal officers: Chris Arndt,
president; Linda A. Sullivan and Na-
dine Arndt, vps; William M. Sullivan,
treasurer; Bernard Stein, manager
software development.

C&A Computer Services Inc.

99 Cherry St., P.O. Box 67, Milford,
Conn. 06460; 203-877-9888

Year founded: 1985.

Medical jnsurance for Employees
Living Overseas.

MedHelp Worldwide provides comprehensive medical

coverage for:
- Expatriates

0 Employees on overseas assignments

« Foreign nationals temporarily in the U.SA
* Frequent jntematjonal travelers

MedHelp Worldwide...

Also available:

= Accidental Death and Dismemberment benefits of

5100,000 or 5250,000.

 Life insurance benefits up to 5500,000.

International Underwriters Group provides

short-term international health insurance plans.

Software products:

- Datatam: $1,500-$2,000; unbun-
dled hardware and software; per-
sonal computer; first installation,
1986; two total risk management de-
partment installations; functions in-
clude incidents and workers compen-
sation claims data collections,
reporting, check writing, trending
and analysis; clients include Root &
Boyd Risk & Insurance Consulting
Services Ine

= C&A Claim/Agency Administra-
tion: $25,000, bundled hardware and
software; minicomputer or desktop
computer; first installation, 1985;
four total installations; functions in-
clude data collection, reporting,
trending and analysis; clients include
Interprofessional Underwriters Inc.

Staff: 10 total staff members, six
professional staff members.

Clients: 14 total clients, two risk
management department clients,
100% with gross revenues less than
$200 million.

User support: Telephone assis-
tance, on-site assistance for clients.

1986 gross revenues: $59,095; 25%
from hardware, 57% from software,
18% from services.

Principal officers: Wayne Wall-
berg, president.

California Interactive

Computing Inc.
12517 Chandler Blvd., North

Hollywood, Calif. 91604;
818-985-2680

Year founded: 1977

Software products:

- Gencomp: $50,000; bundled or
unbundled hardware and software;
microcomputer, minicomputer or
mainframe; first installation, 1977;
more than 30 total installations:
functions include administration of

workers compensation claims.

- Genpac: $50,000; bundled or un- 1

bundled hardware and software; mi-
crocomputer or mainframe; first in-
stallation, 1978; more than 30 total
installations; functions include ad-
ministration of liability claims.

- Genrisk: $50,000; bundled or un- |
Continued on page 38 1|

How to use

directory

The directory of risk man-
agement information systems
includes companies that pro-
duce and supply software
products to corporate risk
management personnel in re-
sponse to their information
system needs.

Following the company
name and address, the year
founded and parent company
(if any) are given.

Information on software

products follows. Included are
the average completely in-
stalled price, whether the soft-
ware and hardware are bun-
dled or unbundled, the type of
hardware needed (mainframe,
minicomputer or personal
computer), the year of the first
installation, the total number
of installations to date, the

Nnumber of installations to

* Provides a choice of three plans to meet different

8-okerage contracts are available. date in corporate risk manage-

ment departments and the
functions the product per-
forms. A partial list of client
companies is provided when
supplied by the vendor.
Information on staff, clients,

requirements.

0 Provides comprehensive medical expense cover- MedHelp Worldwide... the

ages of up to one-half million dollars (per covered . . . .
logical medical insurance choice

injufy or sickness) anywhere in the world includ-
for people away from

jng ljmjted coverage even when the jnsured per-
Ing fimy 9 1 P their home country. .
continued user support, loca-

tions of branch offices, 1986

son returns to his home country

= Provides an international network of 24-hour
gross revenues and names and

titles of principal officers
complete the listings.

The directory is printed as
an editorial service; there is

no charge for companies to be
included.

multi-lingual assistance centers to help the

jnsured person find medical treatment and eljmj- International Underwriters Group

nate the problem of paying for it in a foreign 243 Church Street West

country. Vienna, Virginia 22180

O Provides renewable semi-annual or annual cover- 800-237-6615 However, to be
listed companies were re-
quired to complete a question-

naire provided by Business In-

ages Cincluding coverage for dependents.) 703-255-9800

surance.

Although we make every ef-
fort to publish complete and
accurate listings, Business In-
surance is unable to verify in-
formation supplied by ven-

MedHelp Worldwide Is underwritten Dy Internaticnal Insurance Company of Hannover Ltd. dors.



SO MAYBE SOME PEOPLE DO KNOW
MORE ABOUT RISK THAN WE DO.

— 444"

At Montgomery and Collins, we consider ourselves
somewhat of an authority on how to handle risks.

And why shouldn't we?

In our more than 50 years in the E&S business, we've
helped place insurance for nearly every risk under
the sun. (As well as a few orbiting around the sun.)

From mammoth-sized to minuscule. Banal to
bizarre. And since no two risks are created equal,
neither are their coverages. Which is why we work
with over 40 different E&S specialty companies. All

AU - > A Dixon crdairid-Niagara. 1890 --

well-established. All over the world. Solving problems
with common risks. As well as complex risks.
Without incurring an additional risk: Wasted time
for you and your clients,
So when it comes to marketing a risk,why take a risk?

Talk to the people who are bound to know more
about it.

Than almost anyone.

{) Montgomeryand Collins, Inc.

a CIGNA company
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lalntenanceplan.

If yours is a company with multiple
locations, the Maxicare Health Plan can
eliminate at least 97.3% of the paper-
work that's now cluttering up your life,
not to mention your desk.

Because with Maxicare, you'll get a
national accounts manager whdll design
a single unified HMO benefits package
for all your companys locations through-
out 26 states.

During enrollment periods-that
time ofyear whenbenefits managers are
most likely to contemplate a mid-life
career change-your accounts manager
will see thatlocal representatives handle
all the paperwork and everything that
goes with it.

Andwhenyougetyourbillattheend
of every month, it will be just that- the
bill. One invoice. One envelope.

More than 700 national accounts
have already simplified their lives with
the Maxicare Health Plan. If you'd like
to join them, or would like more infor-
mation, call (213) 568-9000, Ext. 4600.

Or, if you're having trouble finding
your phone, write to Maxicare National
Marketing, 5200 West Century Blvd.,
Los Angeles, CA 90045.

care m
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an certain image

Insurance industry must unite, put best foot forward

By Philip R. O'Connor

HE AT SEVERALYEARS have

difficult political situation for the
property/casualty insurance industry.
Compared with the general political
environment in previous times, there
are a number of new aspects of the
current political landscape that tend
to make the situation nearly
intractable for the industry.

The most prominent of these new
features are:

* The lack of a common paradigm
defining the mission of the insurance
industry and the context in which and
the purposes for which the industry
should be regulated.

* The proliferation of hostile
interest groups that now have serious
input into the legislative and
regulatory process; until recently most
were only minor players, non-existent
or passively allied with the industry.

» Decreasing industry credibility
and an increasingly fragmented
industry that, ironically, is more
frequently and inaccurately portrayed
and perceived to be monolithic.

These features are intertwined in
ways that make it very difficult to
devise an approach that counters
them. They are usually realities over
which the property/casualty industry
actually has little control. Further
exacerbating the situation, the
industry has tended to rely on
outmoded strategic and tactical
approaches that are often misdirected
and sometimes counterproductive.

Simply put, there
is no longer a
consistently held
and articulated
theory about what
the industry is and
what purpose it
should serve,
particularly among
those occupying
decision-making roles in government
and politics. In part, this is due t6 the
dramatic change in the industry over
the past decade, which reflects the
changes in the economy and the
financial markets.

Closely tied to this is the set of
changed expectations about the role of
insurance in our society. As the notion
of entitlement and expansive tort
system have become ingrained
elements of our national outlook,
insurance has been swept up in the
change in attitudes. Quite simply,
insurance is expected to do more today
for the same price for which it did less
in years past. And, as a service
industry, insurance has tried to please,
altering its products to try to satisfy
demand.

The political rub comes in great part
from the fact that insurance buyers do
not have a clearly defined sense of
how their own expectations and
intensity of demand have changed
over time. They simply cannot
understand how substantial price

Quite simply, insurance
is expected to do more
today for the same price
for which it did

less in years past.

increases, for what they see as the
same or a lesser service, could not
have resulted in substantially higher
profits for the seller. Hence, the
resentment.

From this resentment, in part, has
come the rise of the interest
groups-including traditional
business-oriented allies-that have in
many cases given themselves over to
calls for regulation that they normally
would oppose.

Additional evidence 1
about the lack of a
coherent view of the
business of insurance is
found in the debate about
the repeal of the
McCarran-Ferguson Act and the
overall role of antitrust laws in the
insurance industry. Here the battle
lines have been drawn by an incipient
coalition of allies with stated goals
that are diametrically opposed.

Reagan administration proponents
of McCarran-Ferguson's repeal seem
to argue that since the industry is
essentially competitive from a
structural and behavioral standpoint,
the law should be more specifically
reflective of reality. Others who
subscribe to conspiracy theories about
pricing and other activities in the
industry see repeal as punitive, if for
no other reason than that the
insurance industry opposes repeal. At
the same time as many of these people
advocate repeal, they call for intensive
rate regulation. Some of the more
sophisticated realize that only the
most intense and comprehensive state
regulations will
withstand scrutiny
in the event of
repeal.

All of this takes
place when careful,
scholarly analysis
of issues,
particularly with
respect to the likely
outcome of policy changes, is given
short shrift. In fashion are rhetorical
devices useful in 30-second sound
bites on the evening news. The era
in which far-reaching regulatory laws
(such as those enacted early in the
century or during the New Deal) can
be worked out among experts schooled
in theory and experience with
politicians truly interested in actually
solving a problem is no longer with us
and may not return for some time. No
one in particular is to blame for such a
development. It is, more than anything
else, a sign of the times.

Those who must be considered to be
important players in the legislative
debates regarding insurance now go
well beyond the list of experts and
politicians. Organizations of trial
lawyers, groups representing specific
segments of the insurance market (like
day-care centers, medical
practitioners, municipalities, etc.),
consumer advocacy groups, business
consumer organizations and the news
media all participate in the process of

speaking

out

influencing legislative debate and
action on insurance issues. Almost all

operate on a narrow base of both
information and interest and
occasionally end up advocating
notions directly in conflict with their
own stated goals-sometimes
knowingly, sometimes not. Many of
the new groups have thoroughly
legitimate interests to protect. Others
are in the business of advocacy.

The ability of these
groups to have a
substantial impact on the
legislative and regulatory
process is aided by the
decreased credibility
afforded government and
established industry groups. Since
Watergate and Vietnam, the veracity
of official statements, whether from
government or established
institutions, has become immediately
and routinely suspect. This increased
suspicion is not completely without
foundation, given recent history.
However, despite this atmosphere of
suspicion about official
pronouncements, any spokesman,
self-appointed or
Ppart of a i
non-established

group, who has a

counterclaim or
advocates
confrontation will
likely be given
fairly equal status
as an establishment
spokesman. However, this
spokesman's motives or accuracy will
not usually be subjected to the same
critical examination as those of the
government or industry spokesman.

This situation may be lamented by
some, including this writer, but should
not be surprising. Nor should the
blame be placed on a malevolent news
media or evil "do-gooders." There is
enough blame to go around, including
some for the property/casualty
industry itself for its sometimes
unsupportable, inexplicable positions
and tortured explanations for certain
industry developments.

The inclination of people to doubt
the statements of the insurance
industry is not something unique to
that business. Most institutions speak
today with less authority than in times
past. The emerging interest groups
represent new sources of
"authoritative” comments that have
the ability to muddy the waters,
particularly in the context of modern
media and legislative politics. Their
success is often aided by the industry's
difficulty in clearly explaihing its own
positions.

The aggregate size of the industry,
the fact that insurance is a basically
unsatisfying sort of product, the
likelihood that everyone has had (or at
least heard about) one bad claims
experience and the Byzantine nature
of the industry's pricing and
underwriting are not designed to
inspire love and affection. In addition,

There is less agreement

within the industry itself
on the best environment

any time in the recent past.

while most Americans profess a belief
in the market, they have the tendency
to suspect anti-competitive
conspiracies and advocate regulation
whenever they have an unpleasant
experience. "There oughta be a law."
Part of the industry's problem in
expressing itself, even if it were given
a fair hearing, is related to the
continuing fragmentation and
segmentation in the insurance
business. There is less agreement
within the industry itself on the best
environment for the conduct of its
business than at any time in the recent
past. Further, there are obvious
inconsistencies in some of the
industry's own positions, which in one
forum advocate competition as the
best price regulator in some markets
(auto insurance, commercial liability),
while also supporting state-made rates
in others (workers compensation).
Interestingly, while it is increasingly
difficult for insurance trade
associations to represent the range of
views within their memberships, the
very existence of those organizations
tends to reinforce notions of the
industry as a
monolith, or even a
monopoly or cartel.
The irony of the
industry
attempting to

for its business than at

speak with one
voice on the issue
of competition is
not lost or unused
by those, who while preaching the
need for competition in the industry,
actually advocate specific actions in
increase regulation and repress
competition.

Today one cannot even get industry
unanimity on the question of federal
regulation of insurance. Even within
the ranks of state insurance regulators
there are the rumblings of dissent over
the very underpinnings of state
regulation. Previously, the debates
had been over the relative merits of
more or less rate regulation and other
issues which might have in the past
been regarded as fundamental. This
sort of fragmentation is only a bit
more startling that that which is
present in the industry and is closely
related to it.

The industry has not been as
supportive of high-quality state
regulation as it could have been over
the past decade or so. The resulting
gaps in state insurance regulatory
powers and practices, while probably

Continued on next page
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ASK A BENEFIT MANAGE R

Cash balance plans
adopted for 2 reasons

I am interested in knowing
more about cash balance
pension plans; how do they
work and why have some
companies changed from final
and career pay plans to them?

Its

- My understanding is that the

companies that have adopted

cash balance pension programs to
date have done so for two basic

0' To reduce their pension
r costs.

,»0 To take advantage of the
attractiveness of the defined contribution concept
by highlighting the value of pension benefits to
younger employees.

What | would like to do is touch on each of these
points in more detail and then review how cash
balance plans actually work.

The pressure on pension costs, like the costs of all
other employee benefits in the 19805, is to review
and determine if we can better control and reduce
costs where possible. Much has been done and
continues to be done to slow down increasing
medical costs. This challenge will continue for our
lifetime.

With regard to pension costs, we must look at this
challenge as a basic proposition of what should a
company provide to its employees in the way of
retirement benefits; what should the income
replacement ratio be; and what sources should be
considered as replacement income. Let's trace the
growth of retirement income sources beginning in
the 1930s with Social Security, to private pension
plans growing during World War Il and reaching
their heights in the 1970s, to the advent of the
defined contribution savings plans in the late 1950s
and reaching their real growth in the 1980s.

Have we overbuilt the retirement income system,
particularly for our newer and younger employees

who will be covered by these plans for a career if no
changes are made? Also, can our business handle
these costs in light of the worldwide competition we
are challenged by?

Many companies are faced by reductions in
workforce, early retirement window arrangements,
etc., partly because of the costly expense structure
currently in place. The companies that move to cash
balance plans are in effect recognizing the facts of
overcompensation and are attempting to reposition
their retirement programs.

With regard to the attractiveness of defined
benefit contribution plans, anyone who has been in
the employee benefit business since the 1950s will
agree that savings plans have generated the most
excitement and appreciation from employees. With
the changing demographics, including a younger
and a more mobile work force with different
employee at:itudes, some companies have concluded
that the cash balance program could improve
employee appreciation of their retirement programs
since it uses the savings plan concept for displaying
retirement benefits-a cash account, not a difficult
formula paying off some time in the distant future.

A cash balance pension plan is:

ps A defined benefit plan that looks and acts like
a defined contribution plan.

1 From an employee's standpoint, a defined
contribution plan.

8,0 From an employer's standpoint, a defined
benefit plan.

0' A retirement benefit expressed as a cash
account.

A cash balance plan provides:

40 An account that grows through guaranteed
interest cred.ts.

4 An account generally paid out at retirement in
a lump sum.

i,0 Benefits that are defined by formula: Annual
benefit accrual plus interest credit.

/0 Actuarial factors to convert the account to
monthly pension payments.

1,0 For the employer to bear investment risks.

p' A plan pinder which the employer can provide
past-service benefits and updates on a cost-effective

basis.

. A cash balance plan continues the defined benefit

plan funding approach:

se*' The employer has range of annual contribution
levels.

p' Use of surplus assets without plan termination.

9 Amortization of gains, losses and benefits
updates.

w' Anticipation of forfeitures.

In conclusion, it seems to me that if an employer
agrees that it must reposition its retirement income
structure because of cost and/or over-provision of
retirement income, the cash balance plan approach
deserves consideration. It certainly is not the answer
for all companies, but it does seem like an approach
that could be better communicated to today's
employees rather than a change back to career pay
or fixed dollar plans.

It is also important to note that if an employer
wants to continue to provide the current level of
benefits at retirement, a cash balance plan will be
more expensive than a final pay arrangement under
almost any set of circumstances.

Woutd you like advice from an erperienced colleague
on a risk management, benefits management or actuar-
ial problem? Four features in the Perspective section of
Business Insurance can give you some answers.

Ask A Benefit Manager, Ask A Risk Manager, Ask
A Casualty Actuary and Ask A Benefit Actuary answer
written queations from readers on risk and benefits
management issues and actuarial problems.

This month's column, on employee

b /MA ben1efits issues is written by Joseph W.

Duva, director of employee benefits at

1.,*,4 .*1 Ralph F. Perry Jr., up and director of

1 risk management at Amfac Inc. in San

1 Francisco answers risk management

questions. And, William J. Miner, an

AA. Ah actuary with 'The Wyatt Co. in Chi-
Q cago, answers actuarial questions on

- 1 Iti benefits issues. Richard E. Sherman, a
principal with Coopers & Lybrand in
San Francisco, answers actaurial
questions in the casualty field, Mr. Duva's and Mr,

Perry's columns appear alternately on the second Mon-
day of each month. Mr. Miner's and Mr. Sherman’'s col-

Mr. Duva

umns appear alternately on the first Monday of each
month. Mr. Duva's nert column will appear in Septem-

ber.

Address your questions to ASK, Business Insurance,
740 N. Rush St.,Chicago, lit. 60611 .Please give us your
name, title and employer; however, Business Insurance
will consider unsigned letters.

Insurance industry can unite to improve image in society

Continued from previous page

quite good in comparison to much
federal financial and consumer
protection regulation, provides
attractive evidence to industry critics
of the need for additional
intervention.

Are there solutions?

In the context of systemic change in
the overall political environment in
which the insurance industry and its
regulation must function, there may
be relatively little that the industry
can do to mitigate today's situation.

Some efforts that can be made,
however, to operate better within the
current environment, which is less
susceptible to alteration than is the
industry's own behavior. Following
are some suggestions for improving
the industry's ability to more
effectively operate in the existing
political milieu:

- Tell a consistent story.

The truly tough call for trade
associations is that they may have to
take clear, aggressive positions that

may not please some of their members.

The process of watering down or
blurring a policy position for the sake

of peace within the group is likely to
end up being a self-defeating
approach.

Legislatures need clear proposals.
This includes the need for the industry
to resist the temptation to perform
major surgery on NAIC model bills in
state legislatures. When necessary, the
trade associations must be prepared to
publicly differ with individual
companies making
such efforts. The J

industry is unlikely
to be more credible
than its regulators.

If the industry is

in favor of

competition, then it
should be
foursquare in favor
of it-not picking and choosing from
line to line or from state to state. It is
hard to argue that the laws of
economics are so malleable and retain
much credibility.

* Support quality state regulation.

Not only is the industry itself better
off with solid, professional regulation,
since the only alternative is tepid and
amateurish regulation, but so are

Even among regulators
there are rumblings
of dissent over the
very underpinnings
of state regulation.

consumers. It does little good to sing
the praises of either state regulation or
of how well things already work and
then fail to promote adequate funding
and staffing of insurance departments.

- Develop a new paradigm.

The industry's view of itself may
well be out of synch with reality. The
industry first needs to define its own
mission before committing itself to
large image
advertising budgets
designed to tell the
public what it
should believe. The

financial services
industry has
changed radically,
, outdistancing the
images and
attitudes many of us grew up with.

- Do the research.

The industry's research to support
its positions is often either weak or too
complicated to be effective. The
industry should make the effort to
develop a body of research that goes to
the heart of the issues raised by its

critics and prepared to mak«*-
arguments in their criticsbterms, if

that is necessary.

+ Go to the grass roots.

The chances of the industry
influencing legislators through mass
media campaign is virtually nil,
considering the depth of the opinions
and attitudes that dominate legislative
battles over insurance.

The industry, on the legislative
battlefield, needs to focus its financial
and human resources on mobilizing
sophisticated customers and opinion
makers who will argue that additional
price regulation and various punitive
measurers supported by industry
critics will only exacerbate the
problems by raising prices or
constricting availability.

Clearly, these are not easy times for
the insurance industry in legislative
forums. Rather than bemoaning its
sorry fate, the industry can maintain
and improve its position with key
opinion leaders and policy makers by
focusing its efforts in a manner
consistent with the existing political
and legislative framework. To do
otherwise is to make little headway at

best, and to invite significant setbacks
at the federal and state levels.
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dled hardware and software, main- bundled haidware and software, per- - Policy Register System personal

frame, minicomputer or pelonal sonal computer, first installation, computer, fllst installation, 1987 75
u,mputei, fir,t installation 1981, 19 19 31 90 total installations, 65 Tisk total risk mdnagement department
total installation 15 iisk manage- management installations functions installations, functions include pol-
ment depaitment installations func- include forecasting of loss and ex- 1cy tiacking and reporting

lions include liabilitv claims admin- pense through use of client data, em- Staff .35 total staff members 20
istlation and analysis clients include plover clients include Warner Lam- professional staff membeif
TICO Energy, Educatois Mutual In- bert Co, Anheuser-Busch Cos Inc, Cont:nued on next page

surance Co, Biagg & Associates, In-

surance Conwiting Associat
Staff 12 total staff membets, four

piofessional staff membets jY
Clients 39 total clients, 60% with

giess revenues less than $200 million,

15% $200 million-$500 million, 15%

$1 billion-$,3 5 billion, 10% exceeding

$ 1 5 billion
User support Telephone assis-

lance
1986 gross revenues h,2 million,

30% fiom hardwate, 60% from soft-

wae, 1 Ork from seivices f
Principal officers Frank E Ama-

telli piesident LuEllen Steele, sec-

i etaly/tred<uTe i

business insurance, July 13, 1987 / 47

Shi.mer

SCHIRMER ENGINEERING CORPORATION

OFFERING FULL LOSS CONTROL ENGINEERING SERVICES

4 Underwriting & Loss Control Surveys
4 Fire Protection Engineering

4 Safety & Health Engineering

4 Litigation Support Services

4 Building & Fire Code Consultation

O Sprinkler System Design

4 Alarm System Design

SCHIRMER ENGINEERING CORPORATIOk

707 LAKE COOK ROAD - DEERFIELD, IL 60015 - 312/272-8340

q o
Cgnsolidot¢d $tatutery Flijang{@.1 informotion
Quaestor th
178 Gerald Drive, Danville, Calif . i 1 1 1 ,1 |nsumnce Compony #lnd
94526, 415-820-6192 4411 ' "U

Year founded 1986
Software products
- Quaestor ( 36 Models) $ 3,200 per

Mt, Hawley kinsurB'log Comppny

package, unbundied haidware and STMUTORY SURPLUS COMBINEP RATJO

software, per*,onal computei, first

installation, 1986, six total initalla- : (000 Omate<V
lions, two Tisk management depart-

ment |nsta|la.t|on., functions include it,_ 1 986 _— 053,063
11%k analysis foi cash flow and loss

pl(;?::::q'ivo total staff members b 1985 - *37,037 1 e

.94

R.c,

1986 - 843

- 1985 «- 997 1

who are pr of e 69 onals 1984 - 61 5,739 1 ,'_ 9 ,:' 1984 C- 97-0

User support Telephone assis-

tance available eiviht hour,. pei day 1 1 983 *= 082238 i

1986 gross revenues $14,()()0, 95%

from softwair rhd from sorvices 1982 -6111,084

Principal officers Raymond W
Stephens Il, piesident

1,dh

- ASSETS
. ' (000 Omitte4)

R,con Inc.

. . 1986 - $159,558
10200 S W Eastridge Ave, Suite
205, Portland, Ore 97225, 1985 - $10593
503-297-4724
1984 - 6 48.719
Software products 1 983 - 6 35, 1 56

e Riskpac $12,000 unbundled
haidwar;3 anjsoftware microcom- 4 1 982 - O 36_ 1 71
puter fiist installation 1985 12
total installations, five risk manage-
ment depaitment installations, func-
tions include lecold keeping and ad-
miinistiatiomn O1 workers
compensation general liability and
propertvkasualtk claims, employer
clients include Fred Meyer Inc ,
Clackamas County (Ore ), TPA eli-
ents include Self-Insuied Manage- O
ment Services Inc

Staff Five total staff members,
thiee piofessional staff membets

Clients 12 total risk management
department clients 90% with gross
revenues less than $200 million 10%
$1 billion-$3 5 billion

User support Telephone assis-
lance available eight hours pri day

1986 gross revenues Not re-
ported, 909; from software, 10% from .

Principal officers Richard H
Goffe, president

Risk Sciences Group

5620 Glenridge Drive, Atlanta, Ga
30342, 404-847-4512

Year founded 1978

Parent company. Crawford & Co

Software products

- Sigma + System $25,000, bun-
died or unbundled hardwaie and
software personal computer, first
installation, 1978, 90 total installa-
tions, 65 risk management depart-

9983 c= 94.9
1982 e-- 0941
5 YEAR

. COMBINED RATJO; 82.9

<19824980

LOSS RESERVES

AQQQ @milLed)

tos6 $46,243
1985 - 422/784
[1984 - 4 9,150
1983 4 4,985
1982 - $ 4455
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Clients: 60 total clients; 90 indi-
vidual risk management office in-
stallations; 7.5% with gross revenues
less than $200 million, 7.5% $200
million-$500 million, 25% $500 mil-
lion-$1 billion, 35% $1 billion-$3.5
billion, 25% exceeding $3.5 billion.

User support: User groups and
meetings, telephone assistance, client
newsletter.

Branch offices: Corte Madera,
Calif.; New York.

1986 gross revenues: $3.4 million;
1% from hardware, 66% from soft-
ware, 33% from services.

Principal officers: Richard F.
Denning, president; Dennis M,
Aaron, vp-operations (California);
Andy R. Daniels, vp-operations (New
York); Carol J. Freytag, vp-computer
development; John W. Huecksteadt,
vp-computer services; Leo Jeffers,
vp-market productions; R. Keating,
vp-operations (Allanta).

Rodriguez Consulting
Group Inc.
4241 Baymeadows Road, Suite 1,
Jacksonville, Fla. 32217;
904-731-4846; 904-731-1295

Year founded: 1984

Software products:

- Risk Pilot: unbundled hardware
and software; personal computer;
first installation, 1986; one total risk
management department installa-
tion; product performs claims admin-
istration, payment processing, re-
porting and risk management
information functions.

Staff: Three total staff members
who are professionals.

Clients: One total risk manage-
ment department client with gross
revenues less than $200 million.

User support: User groups and
meetings, telephone assistance.

1986 gross revenues: Not re-
ported.

Principal officers: Al Rodriguez,
president; Clete Smith, assistant vp.

Rollins Burdick Hunter

Co.-Risk Management
Services

123 N. Wacker Drive, Chicago, 111.
60606; 312-701-4000

Year founded: 1898.

Parent company: Aon Corp.

Software products:

- RISKAN: $2,500-$63,000 for in-
stallation, $2,000-$81,000 annual
charge; bundled hardware and soft-
ware; personal computer; first instal-
lation, 1982; 37 total installations; 23
risk management department instal-
lations; product performs risk man-
agement, insurance management,
claims management, safety and loss
control functions, establishes bud-
gets and cost allocations.

Staff: 17 total staff members, 14
professional staff members.

Clients: 70 total clients; 20% with
gross revenues less than $200 million,
30% $200 million-$500 million, 20%
$500 million-$1 billion, 20% $1
billion-$3.5 billion, 10% exceeding
$3.5 billion.

User support: User groups and
meetings, telephone assistance avail-
able eight hours per day.

Branch offices: San Francisco, St.
Louis.

1986 gross revenues: $700,000;
80% from software, 20% from ser-
vices.

Principal officers: Arthur F.
Quern, president/chief operating of-
ficer; Roger M. Simpson, senior vp;
Gary Spirduso and Charles D. Kelly,

second vps.

Sanddollar Enterprises Inc.
2000 E. 116th St., Suite 204,
Carmel, Ind. 46032; 317-844-3800

Year founded: 1984.

Software products:

- SandREI (Stop-Loss Under-
writing) $32,000; bundled hardware
and software; personal computer;
first installation, 1986, five total in-
stallations; functions include trend
analysis, rate calculation; insurance
:ompany clients include Cox Insur-
ance Group.

Staff: Seven total staff members,
rive professional staff members.

Clients: Five total clients, three
risk management department clients
with gross revenues less than $200
million.

User support: Telephone assis-
tance available 10 hours per day.

Branch offices: Sanddollar North
East Ltd., Paupack, Pa.

1986 gross revenues: $1 millie,n;
10% from hardware, 85% from soft-
ware, 5% from services.

Principal officers: Mark G. Her-
shinger, president; Patricia L. Hunt-
singer, secretary.

Seligman
Information Systems

234 Garden St., Roslyn Heights,
N.Y. 11577; 5616-484-5177

Year founded: 1985.

Software products:

= Access-The Claims Information
System: $5,000; unbundled hardware
and software; personal computer;
first installation, 1986; three total in-
stallations; functions include finan-
cial risk management, accident pre-

vention and claims management.

Clients: Not reported.

User support: Telephone assis-
tance available 12 hours per day,
consulting with clients.

1986 gross revenues: Not re-
ported.

Principal officers: Thomas Selig-
man, president.

3R Co.

39 Bowman Lane, Kings Park, N.Y.
11754; 516-265-1796

Year founded: 1985

Software products:

« Triangle Analysis Loss Develop-
ment Module: $299; unbundled hard-
ware and software; personal com-
puter; first installation, 1985; five
total installations; functions include

The construction zone. It's a Killer.

The road narrows. Cars jockey for
position. Workers and equipment clog the
shoulders. More bad accidents happen here

than you want to know about.

But you've got to know about them.
Because, whether you're running a company
or on the road, ignoring the potential danger

here will cost you.

The drivingforce in transportation insurance.

analyzing workers compensation and
general liability loss reserves, mea-
suring exposures; broker clients in-
clude Classic Funded Risk Services;
reinsurance intermediary clients in-
clude Tretis Group Inc.

« Triangle Analysis Premium Ad-
justment Module: $99; unbundled
hardware and software; personal
computer; first installation, 1985;
two total installations; functions in-
clude retrospective premium adjust-
ment; broker clients include Classic
Funded Risk Services.

= Triangle Analysis Loss Rating
Module: $99; unbundled hardware
and software; personal computer;
first installation, 1987 ; four total in-
stallations; functions include pre-
mium ratings based on losses.

Staff: Two total staff members, one
professional staff member.

Clients: Five total clients.

User support: Telephone assis-
tance.

1986 gross revenues: More than
$3,000,100% from software.

Principal officers: Joseph A. Rin-
aldi, owner.

Tillinghast/RISKMASTER
33063 Schoolcraft Road, Livonia,
Mich. 48150; 313-261-4440

Year founded: 1962.

Parent company: Towers, Perrin,
Forster & Crosby.

Software products:

- Riskmaster: $6,000-$12,000; un-
bundled hardware and software; per-
sonal computer; first installation,
1982; 232 total installations; 225 risk
management department installa-
tions; product performs functions for
general liability and workers com-
pensation claims, vehicle accidents,
incidents and reporting; clients in-
clude Ancilla Domini Hospital, Wi-
chert Insurance Services, The Budc
co.

- Riskmaster (Local Area Net-
work): $12,000-$24,000; bundled o.
unbundled hardware and software
personal computer; first installation
1986; eight total installations; sever.
risk management department instal-
lations; performs functions for gen-
eral liability and workers compensa-

Continued on facing page-

That's why we've issued a Tran*
tion Safety AlertM on construction zone .
highlights actual accident cases and gives

sound insights on how to avoid them.

A construction zone safety poster is

also available. And both are free for the askinh
Write National Continental Insurance C

RO. Box 13182, Fairlawn, Ohio 44313.

There's no obligation. And no time to lose.

~_ N /L~

National Continental Insurance Co. isthetransportation subsidiaryof the Progressive Casualty Insurance Co.,and israted A + by A.M. Best NCI/Progressrveif
working directly with its customers to develop insurance and risk management programsthroughout the continental US. and Canada And is theendorse4
underwriter for the American Trucking Associations, United Bus Owners Association. National Umousine Association and American Movers Association
insurance programs. For further information on NCI/Progressive write orcall: 3401 Enterprise Parkway, Beachwood, Ohio 44122.(216) 464-7900.
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j.15,000-530 000 bundlez or unbue-
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prine}pal-Riskmaster Unit, Q Smith, tions include loss control, claims ad-
ti,n clairgs vehicle accident., 17(1- J Kijellev and W J MacGinnitic,
plindipals-Tillinghast Division of employer chents include Equifax Inc

Towers Pririn Foistez & Crosbv

The Travelers Cos.-

Risk Management
Information Services

One Tower Sg»lare, Hartford,
Conn 06183 203-277-6943

Year founded 1864

Parent company Travelers Corp

Software products

ministration, financial information,

- Sailot On-Line $10,000 bun-
dled hardware and software, pei-
.enal computer, first installation,
1584, 431 total installations, 38.1 risk
minagement depaitment installa-
rions, functions include loss control,
,=1 tims adminitiation financial in-
formation, employer clients include
S.mmons Coip

Staff 117 total staff members, 74
professional staff members

mint clients, 219 with gross leve-

- CARMA Appioximately nues less than $200 million, 17% $200
hon 259 $500 million-$1 billion, $35,000, unbundled hardwate and million-$500 million, 35% $500 mil- fee usage charue, unoindled hard-
109 1,1 billion-53 5 billion, 5% er- software, peiv,nal computer, fuist hon-$1 billion, 5% $1 billion-$3 5 ware and software, prsonal com-
installation, 1933, 104 total mstalla- blilion, 2% exceeding $,3 5 billion
User support User Ariups ar.d tions 51 risk management depart-
meelings 121rphone aulsta-lce aull- ment installations, functions include meetings, telephone assistance avail- lion,, functions ineludi, rin-linc claim
able 10 houis pei day consulting ard loss Control, claims administration, able ninehourspei day, client repre- and draft inquiries, goicration of re-
financial information, emplo>et eli- .entatives
Branch offices ;0 offic e s ents include Beverly Enterprises
- PC CARMA $18,000, unbunaled
1986 gross revenues Mon than hardware and software persondl 1 9 from hirdware, 35% from soft-
S| million, 1 (19 Irom hardware, 70/6 computer, first installation, 1985 47 ware, 64% fi om services
total installations, 44 risk manage-
Principal officers M.:k E Dc,in, ment department installations, func- Gardner,seniol vp

= T%rii:,

Llili/ At
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Underwriters Adjusting Co

2 Corporate Place Scuti,
Piscataway, 1% J 08854,
201-981-8200

Year founded 1919

ents

Branch offices 75 location, in the
US, legional offices in Livingston,
N J , Dallas, Chicago, Sacramento
Calif

1986 gross revenues Not re-
ported

Principal officers Richard A
Simon, chairman, Joseph Roth, exec-
utive vp-opeiations, Adrian Tocklin,
executive vp-claims, Robert F M,16-
trobetti, senior vp-opetations, C Lee
Gabbert, senior vp-claims, George

Parent company. Continental Czelwonka, vp-marketing
Clients 478 total risk mandge- Corp

Software products
- Claims Backer $18,000 nnual

putei, 83 total installan,)ns, two risk

User support User groups and management department in€talla-

Branch offices Los Angeles

ports
Staff 3,400 total staff members,

1986 gross revenues $2 7 million, 2,300 professional stall members

Principal officers John E

1a% o.

*gRSE:ally',1 *t

United Systems &
Software Inc

P O Box 1606, Altamonte Springs,
Fla 32715, 305-834-2220

Year founded 1979
Software products

- USSI Property & Casualtv Ad-
mini'-.tration System $38,000G-

Clients Two risk maragement de- $72,000, bundled or unbundled hard-
partment clients with gri)5% revenues ware and software, mainframe, first

$1 billion-$3 5 billion

installation, 1986, two total installa-

User support Publications foi cli- lions, functions include on-line daily

processing and administiation of
property/casualty claims

- USSI Self-Insured Fund Admin-
itrion for Workmens Compensation
$29,000-$40 000 bundled or unbun-
died haidware and software, main-
fiame, first installation 1984 live
total installations, functions Include
daily or periodic cycle processing and
administration of eli-insured work-
ers compensation claims

Staff 48 total staff members

Clienti 90 total clients

User support Telephone assis-
lance, client ne.lettrls con,ulting
and tlaining for clients

1986 gross revenues Not re-
poited

Contact Russell H Kealen na-
tional marketing dtiectoi

Universal Business

Concepts
169 Edgewood Ave ,

Longmeadow, Mass 01106,
413-567-9185

Year founded 1984

Soitware products

- UBC Claim Tiack $1,200 un-
bundled hardwaie and software pri-
sonal computer ilist in'tallation,
1987 two total tisk management de-
partment installationx functions in-
clude management of geneial liabil-
Itv Hoikeis compensation

commercial piopeitv and commercial
auto claims

Staff Three total stdff members

Clients 30 total clients, two lisk
management department clients
100% with | isk ind insulance bud-
gets less than $200 million

User support Telephone aSSis-
lance available eight houts pei dav

1986 gross revenues Not re-
ported

Principal officers Kevin Miller,
president

WLT Software of Florida inc

2087 U S 19N, Suite D,
Clearwater, Fla 33575,
813-797-7814

Year founded 1980

Software products

= Comp-Claims $12,500-$50 000
bundled oi unbundled haidwdie and
wftware minicomputer or prisonal
computer fiist Installation, 1985
function, include liacking pavment
financial decounting and Tepotting of
workei s compensation claims

Staff Not trpol ted

Clients Not leported

User support U4rl Kroups and
meetings, telephone auist,ince drall-
able nine houis pri d 1, newletteis
toi clients

1986 gross revenue, Not le-
p)1 ted

Principal officers With.im L
Tinei Jr plewdent

Scott Wetzel Services Inc.

500 Pacific Ave ,PO Box 418,
Bremerton, Wash 98310,
206-479-0200

Year founded 1942

Continued on neit page
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Parent company: The Home
Group Inc.

Software products:

» Claims & Risk Management Sys-
tem: $5,000; unbundled hardware
and software; personal computer;
first installation, 1982; six total risk
management department installa-
tions; functions including inquiry,
ad-hoc reports and loss control anal-
ysis; employer clients include Nord-
strom Corp., Safeway Stores, Grand

Union Co.

Staff: 57 total staff members, 11
professional staff members.

Clients: 92 total clients.

User support: User groups and
meetings, telephone assistance avail-
able 24 hours per day.

Branch offices: Seattle and Spo-
kane, Wash.; Orange, Calif.

1986 gross revenues: $35,000; 25%
from hardware, 25% from software,
50% from services.

Principal officers: John R. Har-

rold, president; Robert B. Spratt. ex-
ecutive vp; Victor Teti, vp-informa-
lion systems; Terry Neal, executive
vp-finance; Warren Zimmerman, as-
sistant vp.

Weyerhaeuser
Information Systems

Mail Stop CCB-3C, Tacoma, Wash.
98477; 206-924-4200

Year founded: 1961.

Parent company: Weyerhaeuser
co.

Software products:

« CompTrack: $50,000; unbundled
hardware and software; minicom-
puter; first installation, 1985; six
total installations; functions include
management of workers compensa-
tion programs; employer clients .n-
clude United States Air Force, Simp-
son Timber Co., Crown Zellerbach
Corp.

Staff: 12 total staff members, nine
professional staff members.

Clients: Four total risk manage-
ment d€partment clients; 25% with
gross revenues $500 million-$1
billion, 50% $1 billion-$3.5 billion,
25% exceeding $3.5 billion.

User support: Telephone assis-
tance a-eilable eight hours per day,
on-site training for clients.

1986 gross revenues: $450,000;
90% frcm software, 10% from ser-
vices.

Principal officers: Frank Guthrie,
vp; Jur.j Pikas, director-new prod-
ucts; Bru:e Thompson, product man-

ager.

The Wyatt Co.

233 S. Wacker Drive, Sears Tower,

56th FIDOTr, Chicago, 111. 60606;
312-876-2000

Year founded: 1943.

Software products:

« Custom Designed Software for
Analysis of Needs & Objectives:
$4,000-$6.000; mainframe, minicom-

puter or personal computer; first in-
stallation, 1982; functions include
claims administration and reporting;
clients include Health Providers In-
surance Co., Livingston International
Corp.

« Custom Designed Software for
Independent Anaylsis of Proposals &
Systems: $6,000-$8,000; mainframe,
minicomputer or personal computer;
first installation, 1983; functions in-
clude claims administration and re-
porting; clients include The Clorox
co.

Staff: 65 total staff members, 42
professional staff members.

Clients: Not reported.

User support: Client consultation.

Branch offices: San Francisco;
Washington, D.C.; Dallas; Detroit.

1986 gross revenues: Not re-
ported.

Principal officers: J.P. Stanley,

chairman; V. Clark Beaird, presi-
dent.

Are you headed for a mismatch
in health risk management ?

Choose wisely. You don't want
a lightweight as your health risk
management company,

Turn to the professionals at
Health Management Strategies
International (HMS) and
you can avoid that risk.

We have the kinds of health
risk management experience,
programs and people it takes to
help you keep your company's
health care costs in control.

Using a systematic approach and a

H,/15

HEALTH MANAGEMENT STRATEGIES ®
INTERNATIONAL

series of management modules,
we'll help you identify
health risks that eat up
health care dollars; design a
plan to reduce those risks;
motivate employees to adopt
healthier habits; reduce inappropri-
ate use of hospital facilities, and more.
Call HMS for more information. Be-
cause your health and health care costs
are too important to risk losing on

any round.

(202) 639-5822 1-800-624-6472

© 1987 HMSI

Mexican firms

use pensions
for severance

Employers in Mexico increas-
ingly are using pension plans to
fund severance benefits for em-
ployees subject to mandatory re-
tirement, a new survey shows.

Under Mexican labor law, man-
datory retirement is considered
"termination without just cause”
and employees are entitled to large
severance payments. However,
about 40% of all the industrial
companies operating in Mexico
offer a pension payment option as
a substitute for severance pay-
ments, according to a recent survey
by Hewitt Associates.

By using a pension plan to pay
the severance benefits, Mexican
employers are able to take advan-
tage of current tax deductions for
plan contributions, whereas sever-
ance payments are not tax-deduet-
ible until actually paid to the em-
ployee, Hewitt points out.

The survey was prepared in co-
operation with Intergamma S. de
R.L. de C.V. Intergamma, a com-
pensation consulting firm in Mex-
ico City.

Of those companies that offer
pension plan payments as an alter-
native to severance payments, 60%
offer a lump-sum payment.

Seventy-three percent of the
companies require 10 years of ser-
vice before a worker is eligible for
pension benefits. About 2% of the
companies require fewer than 10
years of service, and the remainder
of the companies require more
than 10 years of service.

About half of the plans, or 51%,
calculate pension benefits based on
12-month final average pay. Some
35% calculate average pay over a
longer period, while 14% base pen-
sion benefits on the final month's
pay. In general, the trend is toward
averaging pay over shorter periods
of time, the survey authors say.

In 69% of the plans, the normal
retirement age is 65. Another 27%
of the plans set normal retirement
age at 60.

Eighty-seven percent of the
plans allow early retirement. The
average early retirement age is 57
and the average early retirement
benefit is equal to 71% of the fully
accrued pension benefit.

Employee contributions to pen-
sion plans are very rare in Mexico,
and when allowed must be made on
a post-tax basis, the survey says.
Pension benefits, including lump-
sum payments, are not taxable.

Employer contributions to pen-
sion plans are tax-deductible as
long as the plan is funded and
meets government requirements.
But book reserves are not tax-de-
ductible until the pension benefit
is paid out.

About 20% of the companies sur-
veyed reported having unfunded
pension plans. Most unfunded pen-
sion plans pay lump-sum amounts
equal to the legally required sev-
erance payments.

In addition, the survey also
noted trends in Mexican employee
benefits, including:

* 60% of the companies sur-
veyed offered a major medical plan
to all salaried employees, while
23% offered major medical benefits
only to executives.

* The practice of "despensa,"

providing for basic staples through
supermarket coupons or reim-
bursement programs, was the most
common new benefit reported by
Mexican companies in 1986.
For an annual subscription to The
Mexican Report, which is pub-
lished twice a year, contact Cathy
Schmidt, Hewitt Associates, 100
Half Day Road, Lincolnshire, Ill.
60015; 312-295-5000. The cost is
$250.
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Orion Capital names Sanborn president

Robert B. Sanborn has been ) ) ) . ) ) ) )
its life insurance affiliate United of of Colonial Insuiance Co of Cali-

appointed president fnd i:lef C0m|ngS & gO|ngS: |ndustry Omaha in Omaha, Neb Mr Samp- fornia, a subsidiazy of Nationwide
operating oteer son has been executive vp since Insurance Co Mr Starr will man-
of Orion Capital 1977 , )
Corp in Far- Robert Littlefield appointed v i i , age the company’s Columbus, Ohio-
; PP ve was group director-finance and Also at Mutual and United, Al- based operations Previously, Mr
mington, Conn, and manager of the Marine Office control for the division bert C. Wagner named vp-group Starr had been regional sales su-
*_ 1 FERhGF %SBt (Hfoorion of America Corp 's branch office in In addition, John D. Marshall managed care Previously president perintendent of Nationwide's opera-
~ New York MOAC is a unit of Con- elected vp-audit, claims and engi- and chief executive officer of Phys- tions in Ohio, Indiana and lllinois
Mr S anborn tinental Corp Previously, Mr Litt- neering of Miami-based Southern icians Health Plan of Oklahoma, a Cecil C. Booher joined Reliance
|L6 /(sjugcelgldsbl.:éj- lefield was &st@t brlgnch man- Underwriters Inc,an operating unit Tulsa-based health maintenance or- Insurance Co in Philadelphia as
- ward J. Hobbs, ager In INew yor ~ of Ryder System's Insurance Divi- ganization, Mr Wagner will be in- Southern regional vp Mr Booher
who resigned Reba C. Rogers elected vp-fi- sion . ' . . .
; . . . . volved with the company's pre- will be responsible for bianch op-
because of 111- nance and chief financial officer of Richard J. Sampson named se- ferred provider organization, erations, maiketing and commeicial
Mr. Sanborn ness Mr Hobbs Ryder System's Insurance Division nior executive vp-group insurance Mutually Preferred accounts underwriting, as well as
will serve as se- in Miami Most recently, Ms Rogers operations for Mutual of Omaha and C. Thomas Starr Il elected vp Continued on page 54

nior executive consultant to the
company

Previously, Mr Sanborn was
president and chief executive offi-
cer of The New Hampshire Insur-
ance Co, a wholly owned subsidi-
ary of American International
Group Inc in Manchester, N H
Mr Sanborn also was executive vp
of AIG until he retired from the
company in late 1986

In addition, James R. Stiles has
been named vp-loss control at ,
Orion Group's operations division
He joined the company in 1984 and
most recently was Western division
loss control manager

Other insurer changes:

Safety Mutual ,
Corp in St
Louis named

Harold F. llg g
p,reS|den{ and »* ¥
hief operating

officer, succeed-

ing B_. K.

was rHamed | "/ .

chairman and i

Al /9-a L.
M

chief executive

Mr. lig

officer Mr lig I-

had been executive vp of Safety Mu-
tual, which writes excess workers
compensation insurance for self-in-
sured employers

In addition, Terrence T. Schoen-

nugaantri:remctvvenltySaavty

Joseph R. MeGrath elected vp
of Crum & Forster Corp m Morris-
town, NJ, responsible for national
accounts He had been vp of excess ,
and special risk operations at Crum .
& Forster Commercial Insurance

Stephen J. Albers elected presi-
dent of Industrial Indemnity Co of
the Northwest, a Crum & Forster
unit in Seattle He had been resi-
dent vp of Industrial Indemnity's
Seattle office

Gary Purdom promoted to vp of A.-k
Industrial Indemnity Co of Alaska B
in Anchorage from resident vp

Michael L. Schlosser elected vp
for training and development at The
North River Insurance Co in Bask-
ing Ridge, NJ, a Crum & Forster .msd
subsidiary Previously, Mr
Schlosser was assistant vp

Also at North River, Carl R. e
Folio elected vp Based in Parsip-
pany, NJ,Mr Follo will be re-
sponsible for company operations in
the Northern New Jersey region
Previously, Mr Follo was in charge
of commercial operations under-
writing He joined the company in
1986

Patrick R. Newlin elected vp-
actuanal m the commercial insur-
ance division at St Paul Fire &
Marine Insurance Co in St Paul,
Minn He previously was an actu-
arial officer with St Paul

Carl Santillo promoted to exec-
utive vp-operations of Wausau In-
surance Cos in Wausau, Wis He

had been senior vp-marketing Mr
Sant1110 succeeds Leslie J.

1144

Baumer, who retired

Also at Wausau, Mark E. Fie-
brink promoted to senior vp and
chief actuary Mr Fiebrink, who
Joined Wausau in 1970, had been
vp and chief actuary

Robert H. Dorgan appointed ex-
ecutive vp of Continental Corp '9
brokerage and special services op-
erations group in New York Most
recently, Mr Dorgan was senior vp

11
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I hese buildings have withstood the same traditions: Consistency
1 the ravages oftime and we Craftsmanship, Creativity.
have withstood the ravages of We blend old virtues and skills
the market. We are both rooted in with the innovation of today.

HANNOVER Re: your partner forthe future.
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1l n° CASE STUDY: Computer Communicahbns
Jim Bi tafl
Em \O ee BenefItSJJ Manager Clommplegr?sea:fioan & Benefits Jeffrey Horn
CofAMOirildation<s a e ARL HEALTH SERVIGES Principal
Co nfd rdncef-/ h Tax Reform and 401 K TOWERS, PERRIN, FORSTER & CROSBY

1.1 kil1 1.1 CASE STUDY: Total Benefit Programs
On August 3 & 4(an influefitial Cathorine A Coree
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gI‘OU K> Of emp[6 4]beoef|t Employee Benefits Officer Alfred Malecki
executives will me»et t«*xplore BARNETT BANKS INC. Publisher

Communicating COBRA BUSINESS INSURANCE

issues critical to their
EBC AWARDS

professional responsibilities. The Laura Fairman
annua[BusineSS Insurdnce Direc-or, Product Research & Development H. L. Marchant

. . Group Insurance Mcrketing Principal
Conferegice. prowd@s an METROPOLITAN LIFE INSURANCE COMPANY rncipa

. . . — WILLIAM M.MERCER-MEIDINGER-HANSEN,INC
opportunity<16 :gain valuable PANELIST: Triple Opt#tons GASE STUDY. Interactive Video
insight into 66jnmunicating Victoria George

\ Benefits Specialist Kathryn J. MClinlyre. ARM.
beneflts to e7p|0yees Benefit Planning Deocirtment Editor
BANKAMERICA CORPORAPON BUSINESS INSURANCE

PANELIST: Utilization Review OPENING REMARKS

ally Gottlie Arnold Milstein, MD

’ FIC-& ELEICCOMY O.MEDIDIT

/ Rg p n M a Communicating COBRA EBC Awards Luncheon

COERA Simplified - Creative ways of Achievement - Recognizing outstanding
corrmnicating COBRA to employees and communications programs, Alfred Malecki,
Keynote Address Monday, August 3 keeping paper work down to a minimum. Publisfer, Business Insurance, presents the
Influence - Elaina Zuker, President of Find out how one company took the sting 15th Annual EBC Awards. Also shown will be
Success Strategies, sets the tone for the out of COBRA. the first place a-v winner.
1987 EBC Conference. Effective
commurication possesses a powerful Triple Options Research - Techniques
ability to influence. Communicators The Challenge - Communicating Inspiration - Developments in consumer
sometirres ge- lost in a maze of glitz and indemnity plans, HMO and PPO options to research and statistical techniques inspire
glitter, worrying too much about deadlines employees. The challenge begins with a new management strategy that
and production values. Employee benefits devising a plan that keeps information identifies employee satisfaction with
communicators may also get bogged overload to a minimum and ends with benefits and their direct relation to
down by legislative and health care cost effective communication that still defines corporate benefit costs.
control requirements. But no the parameters of emplovees' choices.

communicator should ever lose sight of the Case Studies

impact ccmmunication has ... its potential Informal workshops, presented as
to influence attitudes, choices and concurrent, give you the opportunily to
response Ms. Zuker will walk you through - attend all sessions.
six influerce styles - discover an
—= —=

approac.) that can get you results.
Ble*le:B-enefits - A Total Program

Ihnovahve-- P ocific Gas & Electric
Company's be nefits program, "Flex," is a
'1986-€iwpmE*i ining example of a total
COfFAWFOt,9is effort, effectively
communicatin.g flexible benefit options.
hey've taken the complexity out of
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John Parkington, PhD
Director, Organization Research

& Analysis Services
THE WYATT COMPANY

Research

Timothy Stentiford

Consultant
HEWITT ASSOCIATES

CASE STUDY: Computer Communications

1. B. Wallman

Employee Benefits department,
Empjoyee Relations Staff
FORD MOTOR COMPANY

CASE STUDY: /nterac#ve Video

Herb Zeltner
President
HERBERT ZELTNER CONSULTING |
You Be The Judge

Edward J. Zeman
Director, Employee Servi
THE LONG ISLAND RAILRO

PANELIST: Triple Option

Elaina Zuker **
President
SUCCESS STRATEGIES

KEYNOTE: Influence In Communication

Computer Communication

The Cutting Edge - Why Sony Corporation
opted for computer communication and
how they combined market trends with
technological innovations to implement
state-of-the-art int active computer
communication ve icles. This case study
walks you through p rsonalized benefits
and provides scena for combining
benefit options. ,

Case Studies uesday, August 4

All three case studies ated.

You Be The Judge
A-V Excellence - Pres annually, this
energetic session prese audio-visual
programs submitted to the EBC
Competition. Yow be the judge - see

what other industry professionals are doing
in this medium.

Luncheon

A final opportunity to gather with industry
leaders and peers.

Utilization Review

Performance - The nature of utilization
review demands peak performance. This
session provides an examination of
operations, key findings on performance
levels and a look at how one benefits

department performs this communications
.task.

Tax Reform & 40lk

issues and ideas - Better marketing is
essential to communicating tax reform and
401 k especially to lower paid employees.
Find out how humor and a promotional
contest got attention and boosted
participation.

Adjournment
Until next year ...

7he Bl Conference opens Sunday, August 2, with registration check-in and a cocktail reception from
5-7pm. Sessions begin Monday, August 3 at 8:30am. The conference adjourns Tuesday, August 4 at

4:30pm.

The cost is $650. A 10% discount is offered to additional registrants from the same company. The fee
includes sessions, workbook educational materials. and scheduled functions.

Payment required with registration. All registrations will be confirmed.

Cancellations must be received in writing. A refund will be made on cancellations received prior to
July 1.A $100 service charge will apply to cancellations received after July 1. No refund will be
made on cancellations received less than 5 business days prior to the conference. If your plans
change. you may substitute the name of another person from your company without penalty.

To register, complete the form and send it with your payment to:

Business Insurance, Communication Services Department,

220 E. 42nd St., Suite 930, New York City, NY 10017

For information call: Barbara Dalton, Registrar, at (212)210-0780. f

Hotel Accommodations

We have set aside a limited block of rooms at a special rate of $130 single/$150 double. at the
Grand Hyatt Hotel in New York Cily. These rates are available to Conference Registrants only. and will

be honored until July 13.

You must meljtion the quiness /nsurance Benemp Copference _when_ making your reservations. Hotel
cards will be included with your Conference Registration Confirmation. Or call the Grand Ayat Hotel
at (212)850-5900; or toll free at (800)228-9000.

I ravel Arranmngerments J
We have arranged for discounted airline tickets to New York Cily from almost every locationInlh&\
U.S. Contact Travel Technology Group at 800/524-4442. You must mention the Business Insdrance ,« j

Bener Conference to take advantage of these low rates with no restrictions.

ANwWwards L.urnmach eonrmn OO)H<

(RE« Y}.p,ju

7551<j

A luncheon ticket is included with your Confe.rence registration. A limited number of additional seatsj’
are available for the EBC Awards Presentation Luncheon. Additional tickets are $60 eacr.*ailatile\\ \

on a first come-first serve-basis; reservations required. Contact Registrar.

Wit UmJU,

Please reegeister me for the 1987 81 Conference

Employ: Benefit Communications:

August 3 and 4 - The Grand Hyatt Hotel in New York City

Name

Title

Organization

Address

Cily

State Zip

Additional Registrant fromm my organization:

Name

Tme

Name

Tme

Phone ()

Il Payment Enclosed E Visa El Mastercard O American Express E] Optima Card

Account #

Signature

.business

msurance

Expiration Date

Business Insurance, Communication Services Department
220 East 42nd Street, New York, NY 10017

Barbara Dalton, Registrar - (212}210-0137

81 6/22
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comings & goings: industry

Continued from page 51
special accounts operations for the
Southern states. Mr. Booher pre-
viously was Southeast regional
manager of The Travelers Insur-
ance Co.'s national accounts
group.

Thomas J. Reed promoted to vp
in charge of claims operations at
Penn-America Insurance Co., a
subsidiary of Penn Independent
Corp. in Hatboro, Pa. He had been
an assistant vp. In addition, Ed-
mund L. Barnes, Penn-America's
vp-claims, is now responsible for
supervising claims activities at all
Penn Independent units.

Frederick C. McKee appointed
vp-claims operations at Merchants
Insurance Group in Buffalo, N.Y.
Previously, Mr. McKee was state
claims manager with Nationwide
Insurance Co. in San Antonio,
Texas.

Salvatore G. Buccolo elected
vp-branch operations for Mary-
land Casualty Corp. in Baltimore.
Previously, Mr. Buccolo was sec-
ond vp-branch operations.

Guy W. Cox
Il promoted to
regional vp in
the group divi-
sion of Mutual

1 Benefit LifeIn-
Miami. He will

* continue to head
— the Miami office

and oversee.

Mr. McKee group sales of-

fices in six

states.

Excess/surplus

James L. Hippard appointed
senior vp of Excess & Surplus Line

Insurance Brokers in Sherman
Oaks, Calif. Previously, Mr. Hip-
pard was branch manager at Hull
& Co. in Lincoln, Neb.. and presi-
dent of American Eagle General
Agency, also in Lincoln

Ronald W. Seymour appointed
vp of Hull & Co. (California) Inc.
in Santa Ana, Calif. He was most
recently resident vp of Sayre &
Toso's Orange, Calif., office. Hull
& Co. is a Fort Lauderdale, Fla.-
based surplus lines broker.

Barry Scott appointed vp and
manager of the Richmond, Vva.,
branch office of Tri-State General
Insurance Agency Ltd. Tri-State
General is a managing general
agency.

Brian J. Waters joined J.J. Neg-
ley Associates of Cedar Grove,
N.J., as executive vp. Previously,
Mr. Waters was vp at National
Union Fire Insurance Co. of Pitts-
burgh, Pa., responsible for com-
mercial insurance programs. Joi.
Negley Associates is an under-
writing manager specializing in in-

surance for health and social ser-
vices agencies.

Deborah L. Grivens joined
Doranco Inc. of Mechanicsburg,
Pa., as vp and general counsel. She
also will be responsible for insur-
ance agents errors and omissions
and media libel and slander insur-
ance programs.

Arthur Schuler appointed se-
nior vp of Western Brokers Insur-
ance Services Inc. in Los Angeles.
Previously, Mr. Schuler was presi-
dent of Brentwood General
Agency, a Burbank, Calif.-based
managing general agency and a
subsidiary of Orion Group.

Reinsurance

Michael A. Jones named vp and
head of the treaty division of
American Re-Insurance Co, in New
York. He had been a vp. In addi-
tion, Gilbert Tiberio named vp in
charge of treaty account manage-
ment. He had been vp in charge of
New York account management.

Are Your Group Medical,

Workers' Comp ami

General Liability Systems
Fully Integrated?

BILUNG

REINSURANCE

PREMIUM
ALLOCADON

ACCOUNTING
SYSTEM

POUCY
MANAGEMENT

PERMANENT
DISABILITY
RANNG
SYSTEM

GENCOMP'-

WORKERS'
COMPENSATION

LOSS

TRENDING
CLAIMS &
ADMINISTRATION FORECASTING
GENRISK -
RISK
Loss
SYSTEMS:

DATA

DAA SASE
REPORTING

AD HOC
ANALYSIS

Unless you have CIC's modular claims

management system, with its shared

data base, you probably don't have ade-

quate risk management decision support.

Call Gary Smart, Vice President-Sales,

for detailed information, or to schedule a demonstration:
818/985-2680, 213/557-2424

or in California call 800/437-1639

Does your system have:

4 ntegration: Allows claims examiners to move easily

1V Ifrom processing one kind of a claim to another, and
to avoid duplicate claim payments under workers'
compensation and group medical plans. Also allows
risk managers to make consolidated risk analyses.

1-Z06nnectivity: Etables the insurance system to
1 ¥ | communicate with your existing personnel and
financial systems to provide eligibility and other

information, directly.

1-:/AA Shared Data Base: Permits monitoring and
1' | assessing the risks and exposures facing your

corporation, across the board.

., A Comprehensive Range of Modules: Provides all

I'' I administration capabilities including bank account
reconciliation, audit trails and check printing, and all
desired risk maiagement functions, including loss
trending and forecasting. premium allocation and
mandated continuing coverage (COBRA)

1/rExceptional Reporting: All captured data easily
' | retrieved whenever and however you want it, fast

and hassle-free

IJr Flexibility: Whenever there is a change of plan,
1V | jurisdiction or r:gulation, or there is a special need,
it is quickly and economically accommodated, with

minimal programming.

CIC does all this... very well.

CIC's GENCOMP, GENPAC, DiMed and GENRISK systems
can be implemented or upgraded, one module at a time, as
your needs require. They run on microcomputers, mini-
computers and mainframes, and you can move up from

a smaller computer to a larger computer without replacing
the software modules. Telecommunication between the
host computer and branch office workstations can be
implemented or expanded at any time, without software

module replacement.

See for yourself what a fully integrated system can do.

See CIC.

CALIFORNIA INTERACTIVE COMPUTING, INC.
12517 Chandler Blvd., North Hollywood, CA 91607

Edward J. Noonan promoted to
vp and head of New York account
management from assistant vp.

Agents/brokers

Roberta A. Davis joined Rollins
Burdick Hunter Co. as a senior vp
in Los Angeles, where she assumes
management as well as account su-
pervising responsibilities. Ms.
Davis, known especially for her
expertise in directors and officers
liability insurance, had been a vp
at Johnson & Higgins in Los An-
geles.

Mary Ann Ridder promoted to
president of Brougher Life Insur-
ance Co., the brokerage unit of
Brougher Insurance Group Inc. of
Greenwood, Ind. Brougher Life
specializes in medical stop loss and
group life coverages.

James L. Herter joined Rollins
Burdick Hunter of Texas Inc. as
a vp in Dallas. Prior to joining
RBH, Mr. Herter had 26 years of
brokerage and consulting experi-

In addition, Robert M. Parker
joined Rollins Burdick Hunter Co.
in Trevose, Pa., as vp in its Direct
Response Insurance Services divi-
sion. Mr. Parker will focus on ac-
countant liability programs.

David M. Glantz named presi-
dent and chief executive officer of
Rollins Burdick Hunter Interna-
tional Inc. in Chicago, a unit of
Rollins Burdick Hunter Co. John
R. Pacholick, RBH senior vp and
manager of the Central states re-
gion, will be the subsidiary's vice
chairman. Prior to his promotion,
Mr. Glantz was vp and manager of
the international department of
RBH lllinois Inc.

James L. Hamilton promoted to
chairman from president of Rollins
Burdick Hunter of Missouri Inc. in
St. Louis. In addition, Carroll J.
(Cid) Keane Sr. named president
and chief executive officer, and
Louis 0. Gys named executive vp
and chief operating officer. Prior
to their promotions, Mr. Keane and
Mr. Gys were both executive vps of
the St. Louis office.

At Rollins Burdick Hunter of
Ohio Inc., Robert W. Bandel ap-
pointed president.

Robert G. Toal appointed vp of
Frank B. Hall & Co. of Fairfield/

Westchester, Conn. Based in Briar-
cliff, N.Y., Mr. Toal is responsible
for new business development as
well as servicing existing accounts.
Previously, Mr. Toal was vp-risk
management for Coca-Cola Bot-
tling Co. in Greenwich, Conn.

Gary Goddard joined San Fran-
cisco Agencies Inc. as senior vp.
Previously, Mr, Goddard was vp of
Fred S. James & Co. of California
in San Francisco.

Henrietta A. Little promoted to
executive vp at E.G. Bowman Co.
Inc. in New York. Ms. Little, who
joined Bowman in 1964, had been
VP,

Other suppliers

William J. Nicholas promoted
to chief operat-
ing officer of
Yaffe & Co. Inc.
in Baltimore.
Mr Nicholas

*- 1 joined Yaffe &

Co. in 1984 as a

principal. He

will retain his

account Mman-

agement and

Mr. Nicholas consulting re-
sponsibilities.

Mark J. Salzler joined Booke &

Co. as vp and retirement consul-

tant in the Columbus, Ohio, office.

Previously, Mr. Salzler was an as-

sociate and pension consultant

with William M. Mercer-Mei-
dinger-Hansen Inc. in Columbus.
Robert Aizley joined Swerling

Milton Ginsberg Public Adjusters

Inc. in Boston. Previously, Mr. Aiz-

ley was a principal in Campos &

Stratis, an international account-

ing firrm in Boston. 1



Continental Insurance to join
American Excess line slip

New York-based Continental In-
surance Co. in December will join
American Excess Insurance Assn.,
a line slip that writes excess liabil-
ity insurance with limits of $75
million excess of $25 million.

"American Excess is helping to
fill a vital and specific need in the
excess liability marketplace," said
William E. Thiele, executive vp of
Continental Corp. and president of
its Brokerage and Special Opera-
tions Group.

Continental will become the 10th
member of the American Slip. The
other members are: Aetna Life &
Casualty Co.; Insurance Co. of
North America, a CIGNA Corp.
unit; Chubb Group; Crum & For-
ster; General Accident Insurance
Co.; The Home Insurance Co.; NAC

Re Corp.; Travelers Corp.; and
Zurich-American Insurance

Group.

Continental will join the slip on
Dec. 1 to coincide with the start of
the association's fiscal year.

In its first year, the American
Slip wrote 150 accounts with an-
nualized premiums totaling $120

million.

Political risk unit

Citicorp has launched a new
company that will underwrite po-
litical risks.

Citicorp International Trade In-
demnity Inc. in Woodcliff Lake,
N.J., has been capitalized at $10
million. Initially the company will
focus on contract-related risks,
such as contract repudiation, but
plans later to expand into invest-
ment-related risks.

Peter Clark, formerly managing
director of reinsurance for the fed-
eral Overseas Private Investment
Corp. in Washington, is president
of the new insurer.

Alex Lotocki, formerly political
risks underwriter for American In-
ternational Group Inc. in New

York, has joined the new company
as senior underwriter.

Mr. Clark said he does not know
how much premium the insurer
will write or what coverage limits
will be offered.

Because federal banking laws
prohibit banks from engaging in
insurance-related activities, the
new company was formed as an in-
dependent corporation, not as a di-
rect subsidiary of Citicorp. How-
ever, Mr. Clark also noted that
federal banking laws do not apply
to international insurance activi-
ties.

Citicorp International Trade In-
demnity Corp. is located at 50 Tice
Blvd; Woodcliff Lake, N.J. 07675;

201-307-0335.

Greene acquisition

Thomas A. Greene & Co. Inc., the
reinsurance brokerage subsidiary
of Alexander & Alexander Services
Inc. in New York, has acquired
certain assets of Ropner & Arnold
Inc., another New-York based re-
insurance broker.

With the acquisition, Greene will
generate gross revenues of $30 mil-
lion this year, according to Presi-
dent Thomas A. Greene.

Greene was the eighth-largest
U.S. reinsurance broker ranked by
Business Insurance last year based
on 1985 gross revenues of $21 mil-

lion.

Consultant formed

Evergreen Risk Management
Services, a new risk management
consulting firm, has been formea
in Hawthorne, Calif., by Gwen
Wamsley, national risk manager at
Toyota Motors USA Inc. for the
past 18 months.

markets

Evergreen will offer local busin-
esses a variety of general risk man-
agement consulting services, in-
cluding risk management auditing
and marketing studies and assis-
tance in forming risk purchasing or
risk retention groups.

Ms. Wamsley established Ever-
green June 1, after leaving Toyota

a month earlier.

Prior to that, she was risk man-
ager at Elixir Industries in Gar-
dena, Calif.

Evergreen Risk Management
Services is located at 14147 S.
Hawthorne Blvd., .Hawthorne,

Callif. 90250; 213-318-8843.

New Bermuda broker

A subsidiary of Lloyd's of Lon-
d6én broker Gibbs Hartley Cooper
Ltd. is forming a Bermuda-based

broker in partnership with Harnett
& Richardson of Bermuda.

Gibbs Harnett & Richardson In-
ternational Ltd. is being set up to
gain access to A.C.E. Insurance Co.
Ltd. and X.L. Insurance Co. Ltd.,
two large policyholder-owned lia-
bility insurers based in Bermuda.

Continued on next page

New Hyde Park, NY

New York, NY
212-619-7808

business insurance, July 13, 1987 / 55

G. L. HODSON & SON, INC.

REINSURANCE INTERMEDIARIES

Founded in 1924

Atlanta, GA
404-256-9666

Los Angeles, CA
213-487-2910

St. Paul. MN
612-224-2447

[fyou only look at face value,
you may miss what makes us tick.

/70

HOWARD

o 2

OUART

Take the time to examine the extras
we offer-and you'll see what separates us from other reinsurers.

Making the right reinsurance decision means looking at total value.

That means technical expertise and commitment to the market.
It means industry knowledge and the willingness to share it.

At Lincoln National, our success depends on being a reinsurance
resource you can count on - for capacity and much, much more
Almost 80 years of experience make us a powerful resource. And
when you're a client, our strengths are yours to draw upon.

The lowest price doesn't always reflect the highest value. That's as
true in reinsurance as it is everywhere else So when you're

comparing reinsurers, examine each carefully The services we
deliver will make us the winner. Hands down.

JUNGQL

REINSURANCE

The Reinsurance Resource.

1300 S. Clinton Street
PO. Box 1110
Fort Wayne, IN 46801



56 / business insurance, July 13, 1987

markets

Continued from previous page

But, Paul Scope, a director of the
new joint venture, said late last
month that he also expects the bro-
ker to handle hard-to-place risks.

Mr. Scope, who is insurance
manager with Harnett & Richard-
son, the property/casualty under-
writing agents in Bermuda for
Lloyd's, Guardian Royal Exchange
P.L.C. and CIGNA Corp., predicts
that business flowing through the
new brokerage will be significant.

"We're expecting premium vol-
ume of at least $10 million in the
first full year of operation.”

The company probably will con-
sider expanding into insurance
management services later this
year, he said.

The Gibbs Hartley Cooper sub-

sidiary that is to hold a majority
stake in the broker is G.H.C. Fi-

nancial Institution Insurance Ser-

vices Ltd., which was formed two

years ago.

Prescription benefits

Nationwide Vision Services Ine.,
a national eye-care preferred pro-
vider organization, has launched a
new subsidiary to provide man-
aged pharmaceutical services.

The new subsidiary, North
American Pharmaceutical Ser-
vices, is a third-party claims ad-
ministrator devoted strictly to pro-
cessing drug claims. The company
also offers a system of utilization
review to help employers hold
down prescription drug costs.

"There is a real need to cost con-
tain the drug benefit,” said Wil-
liam G. Beyer, president of NPS.
He explained that because pre-
scription drug benefits are most
often buried in a major medical
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plar-, there is no oversighl or utili-
zation review.

Employers, insuranre com-
panies, health maintenance organi-
zations and preferred previder or-
ganizations can contract directly
with NPS. The new company can
design programs that ar€ tailored
to meet the cost-containment goals
of the client through the use of de-
ductibles and copayments

In addition, NPS offers a mail-
order prescription drug program
that allows enrollees to purchase
some maintenance and critical care
drugs in larger quanti:ies at a
lower price and with redLced han-
dling charges.

That program is being launched
on a nationwide basis. Mr. Beyer
said he hopes to have 350,000 to
400,000 enrollees within t.vo years.

Before joining NPS, Alr. Beyer

was a vp at Blue Cross of Arizona.
North American Pharwaceutical

Services Inc. is located a: 4201 N.
24th St., Suite 380, Phoenix, Ariz.
85016; 602-468-3950.

Name change

AID Corp. of Des Moines, lowa,
changed its name to Allied Group

Inc. at its annual stockholder's

meeting.

Mergers/acquisitions

Paterson Cook Ltd., an actuar-
ial and employee benefits consult-
ing firm with offices in Western
Canada, has merged vith The
Alexander Consulting Group
Ltd. of Toronto, a subsidiary of

Alexander & Alexander Services
Inc.

Two Dallas surplus lines broker-
ages, Skeels, Mullens & Associ-
ates Inc. and Felts Surplus Lines
Agency, have merged to form
Felts, Skeels, Mullens & Fuos.

Wayne, Pa.-based Intracorp, a
CIGNA Corp. unit, has sold its
ACORN division to Dr. Mel S.
Goldsmith, executive director of
ACORN. The new company will be
called ACORN PsychManagement
Corp. ACORN is an employee as-
sistance program and mental
health management organization.

New offices

POMCO, a Syracuse, N.Y.-based
benefits consultant, has relocated
to 2425 James St., Syracuse, N.Y.
13206; 315-432-1966.

In addition, POMCO has relo-
cated its Allentown, Pa., branch
office to 5990 Hamilton Blvd.,
Suite A, Allentown, Pa. 18106;
215-395-2088.

Bynum Insurance Inc. has
moved to 1 Riverway, Suite 1500,
Houston, Texas 77056; 713-621-
1020.

Hull & Co. Inc., a surplus lines
broker, has opened a new office at
222 W. Las Colinas Blvd., Suite
541, P.O. Box 147, Irving, Texas
75309; 214-401-4007.

Merrill Lynch Settlement Ser-
vices Inc. has relocated its San
Francisco office to 131 Stewart St.,
San Francisco, Calif. 94105; 415-
543-5554.

Reinsurance broker E.VWVW.

Blanch Co. has opened a branch

office at CityPlace, 185 Asylum St.,
31st Floor, Hartford, Conn. 06103;
203-275-6528.

American Builders & Insur-
ance Contractors Brokerage
Inc. has moved its corporate head-
quarters to 3183-C Airway Ave.,
Costa Mesa, Calif. 92626; 714-536-
0045,

Kelter-Thormer Insurance
Agency Inc. of Southern Califor-
nia has relocated to Victoria Plaza,
2183 Fairview Road, Costa Mesa,
Calif. 92627; 714-642-6500.

Insurance broker Parker, Smith
& Feek Inc. has opened a branch
office at 1 Aleut Plaza, Suite 200,
4000 Old Steward Highway, An-
chorage, Alaska 99503; 907-562-
2225,

Adjuster Alex N. Sill Co. has
opened two new offices at 125 Wolf
Road, Albany, N.Y. 12205, 518-
458-9136; and 17171 Park Row,
Houston, Texas 713-578-0071.

Tesseract Corp., an employee
benefits software manufacturer,
has moved its headquarters to 150
Spear St., 10th Floor, P.O. Box
7658, San Francisco, Calif. 94120-
7658; 415-543-9320.

Booke & Co., an employee ben-
efits consulting firm based in Win-
ston-Salem, N.C., has opened two
new offices: 31 Inverness Center
Parkway, Suite 110, Birmingham,
Ala. 35243, 205-991-9723; and
7450 Horizon Drive, Suite 290, Co-
lumbus, Ohio 43085; 614-436-
8100.

Young's Insurance Agency
Inc. has relocated to 9100 South-
west Freeway 203, Houston, Texas
TT7TOT7TA, 7T N13-T7T 722773 1
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Bv STACY SHAPIRO
and CAROLYN ALDRED

LONDON-LIloyd's of London is
giving a "qualified welcome" to a
revised tax proposal that would
treat Lloyd's reinsurance-to-close
premiums more leniently than an
earlier proposal.

The Conservative government
earlier this year proposed in its Fi-
nance Bill that funds that Lloyd's
syndicates reserve to cover future
claims be treated similarly to in-
surance companies' loss reserves
for tax purposes (Bl, May 4; May
18).

This meant that the funds,
known as reinsurance-to-close,
would be subject to review by the
Inland Revenue and would be tax-
deductible only if based on ade-
quate evidence or data. In addi-
tion, such treatment of reinsur-
ance-to-close could have increased
Lloyd's members' tax liability,
which Lloyd's feared could lead to
a reduction in membership and a
decrease in market capacity.

Lloyd's opposition to the pro-
posal was so strong that the gov-
ernment deleted the clause to pass
the bill before Parliament was dis-
solved in May to prepare for the
June general election.

Now, in a Summer Finance Bill
-written to enact proposals that
were not included in the Finance
Act passed in May-the govern-
ment has introduced a more le-
nient proposal affecting Lloyd's
reinsurance-to-close premiums.

Clause 70 of the new bill allows
reinsurance-to-close premiums to
be tax-deductible if they do not
exceed "a fair and reasonable as-
sessment of the value of the liabili-
ties" made by underwriters.

A "fair and reasonable” assess-
ment is defined as "one which is
arrived at with a view to producing
the result that neither a profit nor
a loss accrues to the underwriter to
whom the premium is payable,”
says an Inland Revenue announce-
ment.

The clause, if approved by Par-
liament, is expected to affect
Lloyd's 1985 results, which close
Dec. 31, 1987, under Lloyd's three-

year accounting system, the Inland
Revenue said.

The new clause "will not be as

disastrous as the original clause
would have been," Lloyd's Chief
Executive Alan Lord said. How-
ever, "it will require more pre-
cision on our part.”

PCVWV settlement

The Council of Lloyd's has offi-
cially agreed to the implementa-
tion of Lloyd's settlement offer to
bail out members of loss-riddled
non-marine syndicates formerly
managed by PCW Underwriting
Agencies Ltd.

More than 97 % of the PCVWW mem-
bers accepted Lloyd's offer last
month (BIl, June 29).

Under the terms of the offer,
which takes effect July 17:

* Lloyd's has agreed that a rein-
surance-to-close premium in the
amount of the settlement will be
paid to Lloyd's syndicate 9001,
whose members are Lloyd's chair-
man and two elected deputy chair-
men, to pay the PCW syndicates'
losses.

The syndicate will be fully rein-
sured by Lioncover Insurance Co.
Ltd., an authorized insurance com-
pany wholly owned by Lloyd's.

- Additional Underwriting
Agency (No. 3) Ltd. will cease to
act as a substitute agent for the
PCW syndicates and direct mem-
bers. These roles will be assumed
by Additional Underwriting Agen-
cies (No. 4) Ltd. as managing agent
for the syndicates, and Additional
Underwriting Agencies (No. 5) Ltd.
as the members' agent.

london

AUAA4's directors are Chairman
Ivor Binney, a member of the
Lloyd's Council and deputy chair-
man of Lloyd's broker C.T. Bowr-
ing & Co. Ltd. until his early re-
tirement earlier this year;
Managing Director C.N. Palmer,
principal director of Reinsurance
Claims Services (London) Ltd.;
N.G. Laing, a trial lawyer and for-
mer managing director of Allstate
Insurance Co. Ltd.; and John
Oliver, director of and former ac-
tive underwriter for three syndi-
cates managed by Stewart &
Hughman Ltd.

Mr. Palmer and Mr. Laing are
also directors of Lioncover.

AUAS's director, William F.

Goodier, had been a director ef
AN U I NN =

Howden layoffs

Lloyd's of London broker Alex-
ander Howden Ltd. laid off 13 em-
ployees in its marine division, in-
cluding some division directors.

Marine insurance business has
declined, a Howden spokesman
said, while trimming was needed at
all levels in the division, which
employed 160 people, including 26
directors and 16 assistant direc-
tors.

The layoffs also reflect consol:-
dation efforts by Howden's parent
company, Alexander & Alexander
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Revised tax proposal easier on Lloyd's

Services Inc., in light of its 1985
acquisition of Reed Stenhouse Cos.
Ltd, the spokesman said.

The layoffs were not ordered be-
cause Howden felt the division was
weakened by the resignation of
eight marine division staffers in
April who later joined Ropner In-
surance Services Ltd., the spokes-

mar- said

Syndicate boom

More new syndicates will be
formed next year at Lloyd's of
London than this year, according
to the syndicate applications that
already have been filed.

So far, Lloyd's has received ap-
plications from 14 new syndicates
that will begin writing Jan. 1, in-
cluding two that will be managed
by two new underwriting agencies,

1 'di lilly,

said a Ll,yd's spokesman.

That's at least three more new
syndicates than th: s year, when 11
new syndicates began writing busi-
ness, he said. No new underwriting
agencies were formed that began
operations this year.

Opren litigation

Pharmaceutical maker Eli Lilly
& Co. is offering compensation to
several of the 1,50) British claim-
ants alleging damages caused by
Opren, an anti-arthritis drug mar-
keted by Lily in the United King-
dom in the early 19805.

"Lilly has made offers through
the High Court's payment-into-
court procedure cn a number of
Opren cases," said Richard Bailey,
managing director of Lilly Indus-

Continied on next page
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tries Ltd., a British subsidiary of
the Indianapolis-based company.

Offers have been made to five of
the 1,500 plaintiffs who are s-iing
Lilly in British courts for deaths
and injuries allegedly caused by
Opren, said Neil Kinsella, ar at-
torney with of Pannone Napier,
one of the law firms represerting
the plaintiffs.

Eli Lilly refused to say how
many offers it has made.

Under the payment-in:o-court
procedure, if the plaintiff refuses
an offer from a defendant, the
judge has the authority to male the
plaintiff pay all litigation 20St: OC-
curring after the date of the cffer,
said Mr. Kinsella. No decisior has
been made yet whether b accept
the offers, he added.

The offers were made the day
after an action group acting for the

london

a112ged victims mounted a public-
ity campaign in Britain in an effort
to recover damages from the drug
company.

In a full page advertisement in
The Times on July 1 headlined "An
appeal to the conscience of Eli
Lilly & Co.," the claimants urged
the U.S. and British directors of
Lilly, whose addresses appeared in
the ad, to compensate the claim-
anls.

Meanwhile, the benefactor who
ofiered to pay the legal costs of 5CO
plaintiffs who are not entitled to
legal aid from the British govern-
ment was identified earlier this
month as Godfrey Bradman, a
British financier and property ty-
coon. He and Des Wilson, chairman
of the British Liberal Party, are
helping organize the publicity
campaign against Eli Lilly, said
Kathleen Grasham, chairman of

the Opren Action Group.

Hogg Robinson

Both Hogg Robinson Group
P.L.C. and Fenchurch Insurance
Holdings Ltd. say they're disap-
pointed they could not agree to a
merger by the time Hogg spliz its
brokerage and travel services divi-
sions,into two separate companies
last rnonth (BI, June 291

Under the proposed merger,
Fenchurch parent Guinness Peat
Group P.L.C. would have owned
between 45% and 48% of the new
company, according to a statement
released last week by Guinness

Peat Chairman Alastair Morton.

In addition, Fenchurch Chair-
man Geoffrey Knight would have
been made chairman of the new
company. while Fenchurch Manag-
ing Director Roger Earl would
have become managing director.

Christopher Price, chief execu-
tive of Hogg's brokerage division,
would have been named chairman

of the new company's retail bro-
kerage division, said Mr. Earl.

Prob-ems, however, could not be
solved before Hogg announced that
it would split its brokerage and
travel divisions into two separate
companies, which was scheduled to
take place with or without the
merger, said Mr. Earl. The two
companies will split under a
unique "demerger" allowed under
the Brizish Finance Act of 1980.

"In :he time frame of the de-
merger, we could not get some of
the problems resolved," Mr. Earl
said. "[t was a friendly decision”
to stop talks.

"We still had a number of ques-
tions to settle on terms, on the de-
merger arrangements and on struc-
ture. |. is a pity," said Mr. Mor-
ton.

Hogs Chairman Albert Wheway
added "The two companies are of
like mind. We have a lot in com-
We are comp limen-
tary. . our people seemed to fit."

Although there are no plans to

mon.
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again in the distant future, said
Mr. Earl.

In the meantime, Hogg Robinson
Group will hold an extraordinary
general meeting July 27 to approve
the demerger and the sale of addi-
tional stock to raise 33.7 million
pounds ($54.3 million) of capital

for the new travel company, Hogg
Robinson P.L.C.

Underwriting charges

For the first time, Lloyd's of
London has made public a eompre-
hensive list of underwriting agents'
charges to members.

Each members' agency is receiv-
ing a catalog of the charges made
by all Lloyd's members' agencies.
In addition, anyone can purchase a
microfiche of the charges for 10
pounds, said Lloyd's Chief Execu-
tive Alan Lord.

All Lloyd's members are being
sent information about how to ob-
tain a copy of the charges, he said.

In the meantime, the Council of
Lloyd's also has passed two more
recommendations made by the
government committee headed by
Sir Patrick Neill, said Mr. Lord
(Bl, Jan. 26).

Auditors now will examine fi-
nancial transactions between
Lloyd's members and their agents.
Also, the full Lloyd's Council-
rather than the smaller Committee
of Lloyd's, which is made up of the
working members on the council-
will be responsible for the registra-
tion of underwriting agents.

Long-tail risk

Lloyd's of London Chief Execu-
tive Alan Lord was upslaged at a
recent press conference when a
mouse peeped out from one of the
many steel beams in the new
Lloyd's building and tried to
scurry to the other side of the room
to the kitchens of the Captain's
Room restaurant.

The mouse, however, saw so
many people that he scurried back
into the beam.

When told about the mouse, Mr.
Lord said it would bring good luck
to the year-old building.

Stephen Merrett, chairman of
Merrett Holdings P.L.C., who at-
tended the press conference, sug-
gested later that Lloyd's hire a cat
to "police the place” and name it
either Alan or Peter-as in Lloyd's
Chairman Peter Miller.

M.F. Parry, Lloyd's general ser-
vices manager, later sent a satirical
internal memo on the subject of
"Good Mousekeeping-1986 Build-
ing," describing how the mouse
upstaged Mr. Lord after "appear-
ing unannounced from behind the
wainscot.”

"Mr. Lord was disconcerted by
this interloper whom the press ob-
viously found much more fascinat-
ing than the message that Mr. Lord
was trying to get across," said Mr.
Parry. "No doubt you will ensure
that stern disciplinary measures
are taken to prevent a recurrence
of this incident. | am having the
security aspects investigated as
this obviously constitutes a serious
breach of Lloyd's security regula-

tions.”

Comings & goings

Hugh C. Gemmell has been ap-
pointed an additional deputy
chairman of Lloyd's of London
broker Sedgwick U.K. Ltd. Mr.
Gemmell was formerly a director
of Sedgwick U.K.

James Keefe has been ap-
pointed a director of Bowring Ma-
rine & Energy Insurance Brokers
Ltd. Charles Cullum has been ap-
pointed a director of Bowring
Members Agency Ltd.

David Finch, Richard Harding
and Michael Jones have been ap-

pointed directors of Bowring Lon-
<> r L t<d _ [ |



High-risk pregnancy costs
target of case management

MaterniCall, marketed by Cost
Care Inc., attempts to minimize
costs associated with problem
births by identifying high-risk
pregnancies in their early stages
instead of waiting until the birth to
apply case management.

"The emotional and financial
impact of having a baby that is not
born healthy can be tremendous,"”
says Dr. Paul Bluestein, assistant
corporate medical director at Cost
Care, a utilization review and case
management firm in Huntington
Beach, Calif.

To reduce the risk for both
mother and baby, MaterniCall tries
to identify women whose pregnan-
cies present certain risk factors.
Among them: a pregnancy involv-
ing twins or triplets; a previous
premature delivery; a history of
uterine or cervical surgery; the use
of cocaine or other drugs; alco-
hol abuse; or hypertension.

Cost Care has contracted with
about 150 perinatologists nation-
wide for on-site visits and tele-
phone consultations, Dr. Bluestein
says. Perinatologists usually un-
dergo about two years of special
training beyond the instruction for

obstetricians.

"Patients and doctors can’'t over-

come problems effectively if they
don't know the problems are
there," he says.

For more information on Mater-
niCall, contact Dr. Bluestein at
Cost Care, 17011 Beach Blvd.,

Huntington Beach, Calif. 92647;
714-842-4909.

Work comp software

A new software package trans-
lates the ground rules and guide-
lines in workers compensation fee
schedules into actual maximum re.
imbursement allowances.

Insurance Software Packages
Inc. of Tampa, Fla., has released a
new stand-alone Workers Compen-
sation Medical Fee Schedule Vali-
dation System that can be installed
on IBM personal computers and
IBM compatible microcomputers.

With the system, claims examin-
ers can automatically validate
medical appropriateness and
causal relationship.

The system is divided into two
levels: Level |, which costs $3,500,
is an on-line inquiry system that
provides computer screen displays
of procedures, charges, allowable
amounts, print-outs of each screen
display and reasons for any reduc-
tions in charges.

Level Il, which costs $9,000, is a
medical billing management sys-
tem that accumulates medical
claims history, checks duplicate
billings, monitors surgery follow-
up days and prepares reports ex-
plaining medical benefits for re-
duced or disallowed medical
charges.

For more information, contact
George H. Cannon, director, ISP
Services Division, Insurance Soft-
ware Packages Inc., 5118 N. 56th
St., Suite 102, Tampa, Fla. 33610;
813-621-6069 in Florida, or 800-
237-8133 out of state.

Claims-made tail

Two new policies have been de-
veloped by United Capitol Insur-
ance Co. of Atlanta to provide tail
coverage for companies changing
their claims-made policies, either
to occurrence-based coverage or to
a new claims-made insurer.

"Over the last few years, many
insureds have had their insurance

programs written on a claims-
made basis. With occurrence cov-
erage, and more competitive
claims-made programs becoming
available, the insured now finds

products & services

himself faced with a dilemma-
continuity of coverage," says Ste-
ven S. Zeitman. vp-excess casualty
lines.

-Occurrence Continuity Cover-
age" is written for policyholders
switching to an occurrence policy
and provides up to five years for
reporting claims occurring during
the previous claims-made policy
period.

A $500,000 limit is available for
a minimum premium of $50,000,
either on a primary or excess basis.

INn addition, United Capitol
offers an extended reporting pe-

riod policy for companies that elect
to renew expiring claims-made
coverage with a new claims-made
insurer that will only wri-e the risk
with a retroactive inception date,
according to Mr. Zeitman. The pol-
icy provides an extended reporting
period for the non-renewed policy.

A limit of $500,000 is available
at a minimum premium of $50,000.

For more information, contact
Steven Zeitman, Vp-Excess Ca-
sualty lines, United Capitol Insur-
ance Co., 1400 Lake Hearn Drive,
Atlanta, Ga. 30319; 404-843-
S S o3> _ —
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Industrial Risk Insurers Introduces a New Property Insurance Program
which has been market tested in the United States for the past several months and is
now available on an international basis. The new program allows a single property
insurer-IRI-to be totally responsible for a Combined Fire-DIC-Boiler/Machinery
package. Whether you are a producer or insured, the advantage is one policy, and one
deductible, which automatically avoids anyjoint loss disagreements that might dis-
rupt claim handling activities.

With the New Single Source Property Program, all account negotiations are held
with one IRI underwriter, whouses one list oflocations, one set ofproperty values,
and one copy ofloss prevention information in a one-on-one relationship with the
producer. This unified approach should help save time, money and effort for pro-

ducers and insureds when putting together property insurance packages either in
the United States or around the world.

During the Past 20 Years, IRl Has Written B/M Insurance which it has ceded to
its Boiler/Machinery-writing Member Companies. However, with the advent of the
comprehensive All-Risk policy a fewyears ago, IRl was encouraged to offer the capa-
bility ofbetter covering all perils of physical damage in order to be a complete mar-
ket for producers and their clients. Since IRI will continue to cede B/M coverages to
its Member Companies, the new property program does not replace the ceded
arrangement, but adds another option which will be ofvalue to producers, insureds
and prospects.

ToAssist Insurance Professionals who

may be unfamiliar with or are seeking a

refresher course on the Boiler/Machinery

market, IRl has prepared a 15-minute

presentation titled "Introduction to Boiler/
Machinery Objects." The presentation, avail-
able in either 35mm carrousel-type slide
tray with audiotape or in 16" VHS-format
videotape, can be arranged through your
servicing IRI office. Or, for additional
information, contact Mrs. R A Sasso, IRI,
85 Woodland Street, Hartford, CT 06102
(203) 520-7412.
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Florida hopes to foster HMO competition

Beginning Oct. 1, all health
maintenance organizations seeking
to contract with the state of Flor-
ida to cover state employees will
have to participate in a competi-
tive bidding process.

And, as part of that competitive
bidding process, the state will re-
quire all HMOs contracting with

the state to charge the same pre-
mium as the state's self-insured
group indemnity plan.

These changes are mandated by a
new law passed by the Florida
Legislature, introduced as H.B.
195.

As a result of the changes, HMOs
no longer will be able to gain
enrollees by marketing discounted
premiums to state government em-
ployees.

"HMOs will have to market their

products based on the quality of

EVA: #dn
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benefit beat

the providers in their networks and
the quality of service they deliver.
They will not be competing based
only on who has a lower premium.
We think that we will see a lot
more quality HMOs this way," ex-
plained Dennis Nye, director of the
Office of State Employee Insurance
in the Department of Administra-

tion.

"We think that HMOs are a
lower-cost alternative, but we have
to introduce the element of compe-
tition. This does not mean compe-
tition just against indemnity plans,
but against other HMOs," he ex-
plained.

The state currently pays varying
premiums for different classes of

employees for individual and' fam-
ily covetage under its self-insured
indemnity plan. The state makes
the same contribution toward indi-
vidual or family coverage for em-
ployees selecting coverage through
an HMO.

For example, the state currently
pays $65.20 a month toward the
cost of individual coverage and
$122.80 a month for family cover-
age for some groups of employees,
regardless of the option chosen.

Employees in this group who are
enrolled in the indemnity plan
must contribute $15.18 a month for
individual coverage or $55.64 a
month for family coverage.

If these employees choose HMO

coverage, their premium contribu-
tions vary according to the HMO
they choose.

For example, MetLife Health
Care Network Inc., an HMO sub-
sidiary of New York-based Metro-
politan Life Insurance Co., charges
$65.20 a month for individual cov-
erage, so state employees contrib-
ute nothing toward the cost for in-
dividual coverage.

The MetLife HMO charges $163 a
month for family coverage, leaving
the employees to pay $40,20 a
month.

Another HMO, Healthplan
Southeast, charges $79.50 4 month
for individual coverage and
$187.52 a month for family cover-
age, so employees must contribute
$14.30 for individual coverage and
$64.72 for family coverage.

As a result of the competitive

GroupFacts-The Group Life and Health Administration System

Whenour customersaw the figures,
they figured there was abigmistake.
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When a GroupFacts customer
got a report that showed a new
product was losing money, their
first reaction was to question the
figures. Closer scrutiny soon re-

vealed that GroupFacts was right.

The big difference between ex-
perience costs and premium in-
come was unexpected. But thanks
to GroupFacts, the news came in
time to remedy the situation.

It takes complex analyses to
monitor the profitability of a new
product. But they can mean the
difference between success and
failure in the business of group
life and health insurance. And

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

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

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

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

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

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

GROUPFACTS

Erisco-The bendits Of information
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bidding process and the require-
ment that HMOs charge the same
premium as the indemnity plan,
some employees could pay more
and others will pay less, depending
on what they currently pay for
HMO coverage.

The state estimates that about
27 % of employees enrolled in
HMOs will pay higher contribu-
tions, primarily those purchasing
individual coverage, said Mr. Nye.
Those increases could range from 1
cent to $17 per month.

But, about 73% of employees
currently in HMOs will pay less,
primarily those purchasing family
coverage.

The state hopes to save a total of
$6 million by forcing HMOs to
competitively bid for contracts. Of
that, it expects the state's indem-
nity plan to save $4.7 million and
employees to save an aggregate of
$2 million.

Savings in the state's premium
contributions under the new law
"will be calculated with our total
claims experience to reduce pre-
mium costs for all employees"” in
subsequent years, Mr. Nye ex-
plained.

The state also hopes to narrow
down the 64 HMOs it currently
offers to its 112,000 employees to
"about 10 or 12. We believe that

competitive bidding will enable us
to narrow this down and still cover

the same service areas," Mr. Nye
said.
About 30% of the state govern-

ment's employees are enrolled in
HMOs.

Well-child care

New Haven, Conn.-based South-
ern New England Telephone Co. is
making a commitment to wellness,
as well as trying to combat adverse
selection against its traditional in-
demnity health care plan.

Beginning Jan. 1, well-child care
will be fully covered by the com-
pany's self-insured indemnity
plan, said Jeanne Kardos, division
manager in charge of employee
benefits for SNET.

The benefit will be offered to the
company's 14,000 salaried and
union employees.

"We are recognizing that well-
child care is something we should
cover by waiving the deductibles
and copayments for the care," she
said.

Along with covering well-child
care, the company also is devel-
oping a preferred provider organi-
zation to be implemented Jan. 1,
she added.

"By covering well-child care and
developing a PPO, we'll be able to
develop a strategy to handle ad-
verse selection against our indem-
nity plan. We have documented
adverse selection against our in-
demnity plan by HMOs that cover
well-child care. Our plan is being
selected against because we didn't
cover this care," Ms. Kardos ex-
plained.

"This is our new strategy: to get
employees to take care of child-
hood ilinesses early," she said, as
well to alert employees to the new
coverage under the indemnity
plan.

Normally, SNET employees pay
annual deductibles of $150 for in-
dividual coverage and $300 for
family coverage. They also pay 20%
of the first $5,000 of covered ex-

penses.

Benefit beat keeps insurance and
employee benefit managers in-
formed on what other companies
are doing and Of current develop-
ments in the employee benéefit field.
We'd like to know if you've made
any changes. Write Donna DiBlase,
Business Insurance, 740 N. Rush

St., Chicago, lll. 60611; 312-649-
5393.



Mutual Fire rehab

Continued from page 2

Thomas Manisero, an attorney
with the New York firm of Wil-
son, Elser, Moskowitz, Edelman &
Dicker, which is representing Mu-
tual Fire, Marine in the rehabilita-
tion proceedings, said first-quarter
1987 figures show the insurer is in-
solvent by around $150 million.

However, Mr. Manisero said the
recently approved plan appears
"very positive. It's an innovative
way to treat an insolvency situa-
tion. It treats all creditors fairly."

The policyholder committee also
was pleased with the approval
order.

"The order approving the plan
recognizes the dynamics of the
need to verify liabilities and the
dynamics of needing some more
first-hand information on collec-
tion of reinsurance and other
asset5," noted Richard A. Brown,
an attorney with Baynard, Harrell,
Mascara & Ostow, the firm repre-
senting the policyholders.

Mr. Manisero pointed out that
the rehabilitation plan is "a much
better alternative than statutory
liquidation," because if the insurer
is eventually liquid'ated, there
would be no guaranty fund cover-
age for surplus lines insurance or
reinsurance it wrote, and only a
few states provide guaranty fund
payments of financial guarantee
claims.

According to Mr. Manisero, the
Insurance Department will spend
the weeks until Oct. 23 adjusting
claims and determining whether
there are sufficient assets to pay
direct policyholder claims in full.
If there are sufficient assets, pay-
ments will begin soon after the
120-day period ends.

If there are insufficient assets to
pay direct policyholder claims in
full, Ms. Foster can request the ex-
tension or ask the court to liqui-
date the insurer.

Also during the 120-day period,
the department will attempt to de-
termine how to collect reinsurance
and any other funds that may be
owed to Mutual Fire, Marine. The
implementation of claims pay-
ments hinges partly on the out-
come of arbitration involving rein-
surers of the surety bond coverage
written by Mutual Fire, Marine to
guarantee loans to limited partner-
ships.

The financial guarantees were
written to cover promissory notes
issued by the limited partnerships
to banks and financial institutions
that had loaned money to the oper-
ations. Premiums totaled $13.4
million to cover bonded exposures
of $335 miillion in principal and
$100 million in interest for 7,500
partnerships in 1983 and 1984. The
coverage was written to limits of
$150,000 for individual investors
and to $7.2 million for the partner
ships.

Mutual Fire, Marine ceded about
70% of the exposure to domestic
and Bermuda reinsurers and re
tained 30% of the risk.

Reinsurers are attempting to re
scind the reinsurance agreements
connected to the financial guaran
tees, charging fraud and misman
agement by Mutual Fire, Marine
The arbitration proceedings are
being held under jurisdiction of the
United States District Court for
the Southern District of New York

If the dispute is not settled "sub
stantially in favor of Mutual Fire,"
or is unresolved by the end of the
120-day period, the insurance com
missioner may seek to either mod
ify the rehabilitation plan or liqui
date the insurer, according to the
plan.

The reinsurance written on the
surety bond coverage the Insurance
Department is seeking to recover
would cover the claims of lenders
whose loans to limited partner
ships were guaranteed by the
bonds.

Although the plan leaves open
the possibility that Mutual Fire,

The plan is 'an
innovative way to
treat an insolvency
situation,' says

Mr. Manisero.

Marine could re-enter the irisur-
ance business once its liabi-ities
are paid, it does not suggest su27 a
scenario.

Mr. Manisero pointed out hat
not only do policyholders ha-3 to
be paid, but also surplus not€s is-
sued to creditors have to be _e
deemed eventually with any e
maining capital.

He acknowledged that if all Mu
tual Fire, Marine's obligations are
met, it will be a company w.th a
clean slate that could write ir.sur
ance." However, he added, "Ttat is
a question that will have b be
posed then, not now."

Free:
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Retiree health care benefit conference

Rising costs, aging population threaten plans

By DEBORAH SHALOWITZ

WASHINGTON-Rising health
care costs and an aging population
threaten the current system of re-
tiree health care benefits provided
by employers and the government,
Reagan administration officials

' and health care experts warn.

A "senior boom is coming,"”
warned Joseph A. Califar.O Jr., a
former secretary of the Depart-
ment of Health, Education and
Welfare, which preceded the De-
partment of Health and Human
Services.

Currently, about 26 million peo-
ple, comprising 12% of the popula-
tion, are 65 or older, he said. By the
yvear 2025, however, 60 million
Americans-or 20% of the popula-

tion-will be 65 or older, he said.

And, by 2025, the number of
Americans 65 or older will exceed
the number of people younger than
age 18, added Mr. Califano, a se-
nior partner in the Washington of-
fice of the New York-based law
firm of Dewey, Ballantine, Bushby,
Palmer & Wood.

Mr. Califano and other speakers
detailed issues regarding retiree
health care at the Secretary's Na-
tional Conference on Retiree
Health Care Benefits: A Challenge
for the Future, presented last
month by the Department cf
Health and Human Services in
conjunction with the Washington
Business Group on Health.

One significant problem for em-
ployers is that health care expen-

ditures are rising at a faster rate
than other parts of the economy,
speakers said.

Currently, health care expendi-
tures total 11% of gross national
product, Treasury Department
Secretary James A. Baker lll told
the audience. Twenty years ago,
health care expenditures com-
prised only 6% of the GNP, he said.

And by the year 2000, health
care expenditures will account for
15% of the gross national product,
he predicted.

Furthermore, Medicare spending
is increasing faster than medical
inflation and faster than the gross
national product, Mr. Baker noted.

And, Mr. Califano opined that
Medicare is paying health care
providers too much for the services

beneficiaries receive.

Medicare has tried to offset these
trends by attempting in various
ways to regulate the price and
quality of health care, said Health
and Human Services Secretary
Otis Bowen. But, "this was a bank-
rupt policy from the start,” he
stated.

"First of all, it failed: Health
care prices doubled every five to
six years during the 19705."he ex-
plained.

"Secondly,
exactly where it had no business

.. placed government

being: squarely between the doctor
and the patier:," said Dr. Bowen, a
physician. "lrecisions that should
have teen made at the bedside
were being made in Washington.

"Regulation was, at best, a tour-
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niquet on the problem of control-
ling costs," Dr. Bowen observed.

"The long-term answer is to put
the health care industry on a com-
petitive footing where price and
quality vie for market share and
consumers shop for the best buys,"”
he asserted.

The Reagan administration's
Medicare Insured Group proposal
is one alternative that the govern-
ment and employers can pursue to-
gether to make this happen, he said
(see story, page 64). Under the pro-
posal, the government would pay
an employer 95% of what it
projects it would pay in Medicare
benefits for the company's retirees
and the employer would then pro-
vide all of the retirees' health care
benefits.

The program, "starts us along a
promising new path,"” said Dr.
Bowen. "(It) allows companies to
combine the Medicare benefit
package and the firm's supplemen-
tal plan into a single benefit pack-
age. . .(that) would give companies
additional negotiating leverage
with providers of care."

Presenting a different point of
view, Rep. Fortney (Pete) Stark, D-
Cal., warned that a system focused
on controlling costs can adversely
affect the quality of health care.

Regarding the administration's
Medicare proposal, Rep. Stark
said, "risk contracting may be a
good program, but it is far from
proven."

Furthermore, he pointed out that
Medicare is a public program and
any savings from Medicare Insured
Groups should be shared with the
public.

Rep. Stark warned that "these
programs will not automatically be
endorsed by Congress without a
great deal of scrutiny.”

Mr. Califano also expressed con-
cern that employers and the gov-
ernment are focusing on health
care costs and neglecting the larger
problem: how to care for the el-
derly.

The primary goal should be
"keeping people out of the sick
care system,” Mr. Califano said.
"As people live longer, we've got to
find a way to keep (them) indepen-
dent longer.”

For example, "if we could affect
mobility, memory and inconti-
nence, we would have a stunning
impact on aging," he stated.

"We should mount a major re-
search effort to address these three
problems," he asserted. "We
should be spending $1 billion a
year, the same as for cancer re-
search, to address these problems."

Second, "we must market health
promotion to the elderly,” Mr. Ca-
lifano stated. Employers can be
very effective in encouraging their
retirees to take part in preventive
health programs, he added.

Finally, the problems of caring
for the elderly are not just the con-
cern of the government-they also
must be addressed by employers,
speakers said.

"Some still labor under the myth
that Medicare relieves companies
of any need to think about insuring
their retirees,” Dr. Bowen said.
"But Medicare pays for less than
half of the total health care bill of
older Americans.”

"Employers (should) be held li-
able to provide health care to their
retirees,"” agreed Mr. Califano.
"But they must be given the flexi-
bility to provide that care effi-
ciently.”

Dr. Bowen noted that "health
plans are threatening to replace
pensions from their usual position
as the most expensive employee
benefit." Although "each costs
about 6% of payroll, medical costs
are rising much faster than pension
costs,"” he explained. -



Competition can contro

By DEBORAH SHALOWITZ

WASHINGTON-The right
amount of health care competition
can help employers control rising
health care costs, a university pro-
fessor says.

"Managed competition” is the
key to controlling and cutting
health care costs, says Alain Enth-
oven, professor of management at
Stanford University's Graduate
School of Business in Palo Alto,
Calif.

"To make the health care rnarket
work. . . we need managed compe-
tition" both on the supply and the
demand side of the health care
equation, he explains.

However, Mr. Enthoven warns
that health care competition, if not
properly managed, can result in a
lack of coverage for the poor or the
chronically ill.

Mr. Enthoven spoke at the Sec-
retary's National Conference on
Retiree Health Benefits: A Chal-
lenge for the Future, a two-day
symposium held late last month in
Washington sponsored by the De-
partment of Health and Human
Services in conjunction with the
Washington Business Group on
Health.

Mr. Enthoven, who serves on
Stanford's employee benefits com-
mittee, is a strong advocate of
managed health care systems, and
the university's health care bene-
fits program reflects that bias.

Stanford's 9,000 employees are
enrolled either in one of five health
maintenance organizations or in an
indemnity plan with a preferred
provider organization feature.

There are several tools that an
employer can use to control health
care costs, said Mr. Enthoven.

First, an employer can negotiate
rates with health care providers
to reflect the risk mix of the pa-
tients that the providers serve.

For example, if an HMO pri-
marily serves younger people and
indemnity plans primarily serve
older people, the premiums
charged by the plans should differ
to reflect this risk mix.

Employers contracting with pre-
paid group health plans can cut
costs- by 25% or more if rates are
risk-specific, Mr. Enthoven said.

Another effective tool is to offer
standardized benefits among the
health plan options offered to em-
ployees and coordinate the plans'’
annual enrollment procedures to
ensure side-by-side comparisons
among the options, Mr. Enthoven
suggested.

A frequent problem in choosing
between different health plan op-
tions is that many HMOs include
various bells and whistles in their
plans, so an employer or consumer
can become confused about real
differences between different
health care coverage options, he
said.

Mr. Enthoven also said employ-
ers can take "pro-competitive ac-
tion" to encourage new HMOs to
enter their market areas.

And employers should stay
abreast of whether their health
care systems are delivering what
they promise, he suggested.

Another speaker noted that pro-
viders, as well as employers, are
enthusiastic about managed care
programs.

"Traditional” health care pro-
viders in many instances are ini-
tiating new methods of delivering
health care services, said Daniel
Bourque, senior vp of Voluntary
Hospitals of America, a nationwide
network of about 750 non-profit
hospitals.

For example, VHA entered into a
joint agreement two years ago with
Aetna Life & Casualty Co. to pro-
vide managed care services across
the country, he explained.

The joint venture, Partners Na-

'To make the health care market work. . . we need
managed competition' both on the supply and the
demand side of the health care equation, says
Alain Enthoven, professor at Stanford University's

Graduate School of Business

tional Health Plans, currently
serves about 800,000 enrollees at
80 sites. Mr. Bourque anticipates
about 1.5 million enrollees by the
end of the year.

"We're not alone in this trend,"”
he stated, adding that "two or
three years ago | wouldn't have
been able to day this."

Another example of a health care
partnership on an even wider scale
is the Worcester Area Systems for

Affordable Health Care in Worces-
ter, Mass.

The group-a coalition of busi-
ness, labor, community, health
care, insurance company and pub-
lic officials-is one of 11 commu-
nity programs set up around the
country by the Robert Wood John-
son Foundation to address rising

health care costs.
William P. Densmore, chairman
of the group, said the key to mak-
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ing health care more affordable in
the community is teaching health
care consumers-including em-
ployers-to "buy right."

The WASAHC teaches com-
panies to pursue a multifaceted
approach when trying to lower
their health care costs, he ex-
plained.

First, a company should offer a
choice of medical benefit plans,
said Mr. Densmore. And a com-
pany should design benefits with
cost-saving incentives so that em-
ployees pay the difference between
more and less expensive health
plan options.

Producing a health care buyers'
guide for employees and retirees
also is a very useful cost-contain-
ment tool, he suggested.

In addition, an employer's efforts
to manage its health care costs

| costs: Professor

should be publicized through em-
ployee communications and en-
couraged by the company's top
management, he advised.

Mr. Densmore said that due in
part to the coalition's efforts, 33%
of the Worcester-area population
is enrolled in managed care plans
and health insurance cost increases
in the area have slowed.

Furthermore, 27% of the area's
residents age 65 or older are mem-
bers of managed care programs, he
added.

However, "an exclusive view of
limiting costs won't work" for the
elderly population, warned John
Rother, director of legislation, re-
search and public policy for the
American Assn. of Retired Persons
in Washington, D.C., which has ap-
proximately 27 million members.

Continued on next page
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SMALL LIFE.

Small Lives Need Big Protection.

The big advantages of PPOs, like
low cost and flexibility, have managed
to elude the small life market-until
now. Pacific Mutual has always believed
there's no such thing as a smalllife. And
every company, no matter how small,
needs-and deserves-affordable pro-
tective coverage. That's why Pacific
Mutual offers not one, but four, PPO
swing plans for businesses with 2 to
34 employees.

At Last, Big PPO
Advantages Tailor-made
for Small Businesses. . .

This means that you can now offer
your small business clients all the
benefits of PPO protection. Pacific
Mutual's PPO swing plans let you
deliver the highest quality health care
protection available at surprisingly
low prices.

All PPO swing plans offer the
benefits your clients are seeking, like
lower monthly premiums, reduced phy-
sician and hospital fees, and, of course,
flexibility to choose a plan-approved
health care provider or a doctor of the
employe€s choice.

Pacific Mutual's PPO Pays
a Higher Percent When a
Plan-Approved Doctor Is Used.
All PPO swing plans deliver
superior medical protection at the
lowest possible cost. After satisfying a
small deductible, PPO | pays 80 percent
while PPO Il pays 90 percent of all
charges for basic medical services from
an approved provider. The Star Care
Plus plans will pay 90 percent or 100
percent of these charges and waive the
deductible as well. If medical services
are provided by an unapproved provider,
employees still receive benefits but at

a lower co-insurance percentaige. Both
plans also include hospital and out-
patient surgery "pre-certification" pro-
visions, prescription drug card coverage,
and a minimum of $10,000 group life
and AD&D insurance per employee.
If you'd like to learn more about
Pacific Mutual's low cost PPO swing
options for the smalllife market, contact
a Pacific Mutual MET representative
today at 1-800-854-8028. In southern
California call 1-800-854-7434. In
northern California calll-800-872-9200.
And remember, at Pacific Mutual.
there's no such thing as a small life.

Discover the Power of the Pacific.
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* 1 Du Pont unit hit with 14 citations

PITTSBURGH-Consolidation Coal Co , a unit of Wilmington, Del -

YOU'VE PROTECTED YOUR ,based £ | du Pont de Nemours & Co, wag slapped Jast month with 14

CL| ENTS FROM EVERYTH | NG glecting to report workdays missed by employees due to workplace in-
« juries at its Osage No 3 mine in West Virginia

UNDER THE SUN N Consolidation faces fines of up to $10,000 per violation, depending on

the severity of each injury, said a MSHA spokesman
"Although Consolidation did report the accidents, they said that they
did not involve lost days when in fact they did," the spokesman bald
Seven of the violations are for neglecting to report lost days due
to injuries, five are for failure to keep pioper records and two are

SO WHAT HAPPENS BEFORE DAWN? for improper reports, the spokesman said
* e : : The MSHA's actions are In response to repoits accusing Consoll-
1 Political And SpeCIal Risk Coverage From Global dation of covering up accidents at Osage 3 to create a flawless safety
The sun never sets on the new global business record That record earned the mine the 1985 Sentinels of Safety Award-
Sales in the Mid-East, manufacturing facilities In the 1% jointly awarded by the MSHA and the American Mining Congress, a trade

association based in Washington, DC,to the mine that operates the most
hours during the year without lost workday injuries

Du Pont referred calls to Consolidation, where a spokesman would

Nnot ccmment
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pines, sales and dis-ribution offices all over the world
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Embargos, Wrongful Calling of Guarantees, Terrorism,
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Ohio passes medical malpractice reforms

surance Co. was assessed the lar-

Legislature late Iast?onthé ro u n d t h e S ta teQS‘i”eﬁ‘"4,099'f0r using in-

proved minor tort reforms pri-
marily related to medical malprac-

tice claims.

Major provisions of H.B. 327
would:

- Apply the statute of limita-
tions for malpractice claims to op-
tometric and chiropractic claims.

Currently, only claims against a
physician, podiatrist, dentist or
hospital are included under these
provisions.

In addition, the bill would ex-
pand those covered by the statute
of limitations to include the em-
ployees or agents of the hospital or
the professionals named in a suit,
as well as registered nurses and
physical therapists.

- Require all medical, dental,
optometric or chiropractic claims
to be supported by specified docu-
mentation.

- Establish periodic payments
for awards for future damages ex-
ceeding $200,000 in medical or
dental malpractice cases.

- Eliminate mandatory arbi-
tration for medical malpractice
claims and eliminate the admissi-
bility of the arbitration board's de-
cision into evidence.

In addition, the legislation per-
mits parties in a medical, dental,
optometric or chiropractic claim to
agree to non-binding arbitration.

= Provides civil immunity to
volunteers of charitable,
non-profit hospitals unless they
act willfully and wantonly.

Non-medical provisions of the
bill would:

= Prohibit plaintiffs seeking
more than $25,000 in tort actions
from specifying the amount in the
cornplaint.

- Allow parties in civil actions
to recover their attorneys' fees
from opponents when the opponent
engages in frivolous conduct.

Gov. Richard Celeste is not ex-
pected to oppose the bill, which
becomes law if he signs it or does
not veto it within 90 days of re-
ceiving it, according to a spokes-
man for Rep. Paul Jones, D-Ra-
venna, one of the bill's sponsors.

Policy forms rejected

SPRINGFIELD, Ill.-The state
insurance director has rejected
medical malpractice claims-made
insurance policy forms used by five
insurance companies.

Disapproval notices were issued
on June 30 to three affiliates of The
Paul Cos. Inc.: St. Paul Fire & Ma-
rine Insurance Co., St. Paul In-
surance Co. of lllinois and St. Paul
Mercury Insurance.

On July 1, disapproval notices
were issued to Chicago-based llli-
nois State Medical Interinsurance
Exchange and Medical Protective
Co. of Fort Wayne, Ind.

lllinois disapproved the policies
because they contain a clause that
allows the insurer to alter the price
of the product after purchase,
which could have a potentially cat-
astrophic impact on the policy-
holder, said lllinois Insurance
Director John E. Washburn.

A spokeswoman for St. Paul said
the insurer is discussing its con-
cerns about the claims-made form
with the department. "We're trying
to get this clarified with the de-
partment,” she said.

In related issues last month, llli-
nois physicians and three medical
malpractice insurers testified at an
lllinois Department of Insurance
fact-finding hearing addressing
various aspects of the state's medi-
cal malpractice insurance market.

The hearing focused on a recent
66% rate increase filed by St. Paul
Insurance Co. of lllinois.

There has been a -generally up-
ward spiral” in malpractice rates
and the department was interested

in finding out more about what is
occurring in the marketplace,”
said Richard D. Rogers, deputy
director of the department's con-
sumer market division.

At the hearing, the physicians
testified against St. Paul's rate in-
crease, St. Paul defended it and
two other insurers-the Medical
Protective Insurance Co. and llli-

nois State Medical Interinsurance

Exchange-took no position on the
rate hike, said Mr. Rogers.

Insurers fined

TALLAHASSEE, Fla.-The
Florida Insurance Department has
fined 17 insurers a total of $60,500
for violations of various state in-
surance regulations.

New York-based Continental In-

A good ballplayer has his own special way of fielding the
thousand and one problems that come up every season. So does a

Home underwriter.

He brings his expertise to putting together a policy as creative

as the coverage we write for the Twins. And gives the continuing
personalized service Home Insurance clients have come to expect.

But in a ballplayer or a Home underwriter, individual expertise

isn't enough. Each has to be an effective part of a team, as well.
Our underwriters work with a Loss Prevention Engineer to

The Home Insurance Company is a member of The Home Group, Inc.

correct insurance rates and failing
to use applicable credits in deter-
mining rates.

And, Los Angeles-based Transa-
merica Insurance Group must pay
$10,000 for errors in workers com-
pensation claims handling.

The other insurers assessed by
the department are:

= Republic Insurance Co. of
Dallas, which owes $7,500 for sell-
ing lines of insurance for which
it was not certified to sell.

- Jacksonville, Fla.-based Old
Dominion Insurance Co., which
was fined $4,000 for billing and in-
surance policy errors.

- United General Life Insurance
Co. of St. Petersburg, Fla., which
must pay $4,000 for letting its
company charter lapse and con-
tinuing to conduct business.

Twelve other companies were
fined amounts under $3,000 for a
variety of violations.

None of the companies admitted
to intentionally violating the in-
Surance code. Mm

advise the Twins on ways to minimize risk. Plus a Professional
Claims Handler to take care of special claims rapidly and smoothly.

Ws the kind of imaginative treatment Home has been giving
clients since we started business in 1853-just eight years after the
first official rules of baseball were drawn up.

If your company or corporation would benefit from this kind
of major-league treatment, have your broker or agent contact the
nearest Home field office.Or write Marshall Manley, Chairman,The
Home Insurance Company 59 Maiden Lane, New York, NY. 10038.

Homelnsurance
There's no place like it.
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Did time SD

run out?

You need a micro software
system that handles defined
contribution plans quickly
with an unlimited number of
participants per plan.

Autofax/MPR can elimirate
time-consuming calculatiois
by running compliance tests
for 401(k), 415 limitations,
and top-heavy testing.

Eligibility tests are run
by the system. Your staff
no longer must check each

AUTOFAX DIVISION
4822 Albemarle Road
Charlotte, NC 28205
(704) 568-5180

employee individually.

You'll save hours in plan
design with Autofax/MPR's
automatic proposal system.
And, reduce your input time
with personnel and payroll
tape download capability.

Let us tell you about this
system available to trust
departments, plan sponsors,
plan administrators, legal
and accounting firms, and
insurance companies.

SUNTr

1 HUST SYSTEMS INC

TODAY.

info

- "Analysis of Workers' Compensation Laws," a
64-page booklet on statutory provisions of orkers
comp laws around the United States. is available from
the U.S. Chamber of Commerce. The booklet covers
regulations in all states, territories, federal prigrams
and the Canadian provinces. It also includes changes
resulting from more than 165 new laws enacted in
1986. Copies of the booklet, publication No. 6983, are
available for $12 from the U.S. Chamber of Commerce,

1615 H St. N.W., Washington, D.C. 20062; 301-468-
5128.

- "Kansas City Insurance Report" is the ti.le of a
guide to insurance trade organizations in Kansas
City, Kan. It lists the names, addresses and phone
numbers of the approximately 25 associations and so-
cieties covering Kansas City's insurance industry. The
directory costs $5.50. For a copy, call or write Char-
trand Communications, 6811 W. 63rd St.; Su.te 208,
Overland Park, Kan. 66202; 913-831-0080.

« The Channing L. Bete Co. Inc. has just published
"About Substance Abuse at Work." The 16-page il-
lustrated booklet examines commonly abused drugs,
their effects on job performance, productivity and
safety awareness. It also shows where to turn for assis-
tance. For a free sample copy and more information,
contact Channing L. Bete Co. Inc. Department PR, 200
State Road, South Deerfield, Mass. 01373.

- "Liability Risk Retention Act" is a brochure
that explains the Risk Retention Act of 1986, its provi-
sions and how to set up a risk retention group or pur-
chasing group. Also, it provides information fir orga-
nizations to consider when deciding whether these
types of groups are appropriate solutions to their in-
surance problerns. For a free copy of the brochure,
contact Jan Lester or Pat Holloway, American Insur-
ance Services, 44 Montgomery St., Suite 1400, San
Francisco, Calif. 94104; 800-228-5311; 800421-9519

within California.

- Abt Associates offers a new brochure on cus-
tomer satisfaction programs in the health care
industry. The brochure contains the components of a
customer satisfaction program and describes the value
of customer satisfaction programs for insurers and
third-party administrators, HMOs, PPOs, hospitals
and employers. For a free copy of the brochure, contact
Morris R. Levene, Program Manager, The Health
Group, Abt Associates Inc., 55 Wheeler St., Cam-

bridge, Mass. 02138-1168; 800-624-7100; 617-492-
7100.

- "Legal Malpractice" is the title of a Jury Verdict
Research publication that examines jury reactions to
the issues of liability and damages and includes brief
summaries of verdicts and settlements in recent cases.
Case summaries include the docket numbers, names
and locations of plaintiffs' and defense attorneys and
expert witnesses, trial dates, claimed injuries, attor-
neys' offers and demands, as well as plaintiffs' and
defendants' contentions. Copies of "Legal Malprac-
tice" may be obtained for $22.50 by contacting Jury
Verdict Research Inc., 5325 Naiman Parkway, Suite B,
Solon, Ohio 44139-1065.

= Structured Annuity Settlements Inc. is offering a
informational package called "Structured Settle-
ments: An Overview"” to introduce claims and risk
managers to structured settlements as a method of
settling personal injury, wrongful death and workers
compensation eases. To order send $5 to Structured
Annuity Settlements Inc., 35 Glenlake Parkway, Suite
480, Atlanta, Ga. 30328.

Have a new report, booklet or promotional brochure
you'd like to send to buyers of insurance? Busines
Insurance will describe material costing less than $25
as an editorial service in the weekly Info column. Sim-
ply send us a short description of the material to be
offered, along with the cost and a mailing address
Address all contributions to Info, Business Insurance.
740 N. Rush St., Chicago, Ill. 60611-2590.

TOMORROW.

At Hilb, Rogal and Hamilton, we believe that a good insurance sales
executive is persister.t before the sale-but a great one is persistent
afterwards. Most of our executives have been with us between 10 and

20 years, making new sales...and keeping the good dients we have.
So, when an HRH executive sells you a program-he may be the last
insurance agent youll see. But you won't have seen the last of him.

Hilb,Roaland
HamiltonCompany

INSURANCE
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Safety plans help

By KARI BERMAN

Long-haul trucking companies
are enforcing improved highway
safety programs to increase their
chances of finding affordable lia-
bility insurance.

Trucking companies-notorious
for being among the riskiest classes
of business to underwrite-must
show they are successfully enforc-
ing safety rules if they hope to ob-
tain coverage at a reasonable rate,
trucking specialists say.

"If a company doesn't have a
strong safety program, we would
not even be interested in quoting
on their business," says John EI-
liot, underwriting manager for the
motor transport department of
Liberty Mutual Insurance Co. in
Boston.

"Ten years ago, insurance corn-
panies were taking anyone and
took a beating,” says William
Johns, managing director of tech-
nical services for the American
Trucking Assn. "Now, they are
looking very closely and being very
careful. If a trucking company
wants insurance, it has to be able
to show them a solid safety pro-
gram.”

"We don't believe everything we
see on paper that tells us about
how companies are handling their
safety programs,” adds Tom
Duccy, manager of the transporta-
tion division of AIG Specialty
Agencies Inc., a unit of American
International Group Inc.

"We will send loss control people
to visit the risk and see how it
works," Mr. Duccy says.

Edart Corp. of Hartford, Conn.,
and Ruan Transportation Manage-
ment Systems of Des Moines are
among companies that have up-
graded safety programs.

Edart, a major truck leasing and
rental company, launched an ex-

tensive Highway Safety Program
for its truck drivers and drivers

of its customers' fleets.

Edart's truck safety program-
which has decreased by 25% acci-
dents involving Edart vehicles over
the last year-includes:

« New driver testing. Edart's
pre-hire testing program requires
all new drivers to first file a re-
quest for road testing with Edart
to see if the applicant meets mini-
mum requirements for hire.

If qualified, the candidate then
takes a written, untimed, open
book test on driving and safety
issues. The final stage of the appli-
cation is a road test.

« Driver rosters. Edart leasing
customers that provide their own
drivers forward the names and li-
censes of the drivers to Edart,
which files this information with
state motor vehicle departments.

The motor vehicle departments
then issue a "driver report,"” which
Edart returns to the customer.

If there are irregularities on the
record, Edart recommends reme-
dies such as refresher driver train-
ing or mandatory viewing of safety
presentations, the company says.

* 55 mph speed limits. While
some states have increased high-
way speed limits to 65 mph, Con-
necticut has not, so Edart's posts
55 mph reminders in all its trucks.

= Truck markings. In addition
to changing the color of its trucks
from green to white in 1975 to im-
prove night visibility, Edart re-
cently added reflective markings to
vehicle sides and rears.

- Seat belts. Although seat belt
laws for general motorists do not
apply to truck drivers in Connecti-
cut, Edart has replaced floor
mounted seat belts with safer re-
tractable seat belts and posted
"buckle up" stickers in the cabs.

+ Underride guards. Edart is in

the process of retrofitting its
trucks with upgraded underride
guards, which are designed to pre-
vent cars from becoming stuck
under the back of Edart trucks.

- Safety training programs.
Edart executives, in conjunction
with an expert safety consultant,
regularly conduct safety seminars
as well as larger-scale quarterly
presentations for drivers.

- Safety cars. Edart uses three
"safety cars" to travel Connecticut
highways reporting unsafe truck
driving by either Edart drivers or
its leased fleet drivers. A reporting
form is then sent to the customer
or, in the ease of an Edart em-
ployee, to both the driver and the
driver's supervisor.

Although the program is just a
year old, the results are impressive,
an Edart official says.

"No driver driving an Edart
truck has been involved in a fatal
accident since this program began
in 1986," comments Howard Sie-
gal, vp of operations and safety.

This is notable in light of a 1987
National Highway Safety Admin-
istration report showing 5,000 fa-
talities in 1984 involving either
single or combo unit trucks.

Edart's insurers also are en-
couraged with the results, says Mr.
Siegal.

"Our insurance company has
been very kind to us as a result of
our safety program. They saw what
we did and were impressed," said
Mr. Siegal, who would not name
the insurer nor say whether it re-
dueed Edart's premium.

Edart's program does not stand
alone in the arena of grand-scale
highway safety programs.

Ruan Transportation Manage-
ment Systems introduced its
equally comprehensive "Mega-
Safe" program earlier this year.
The program was developed by a
task force of Ruan and 33 trans-
portation equipment manufactur-
ers and suppliers.

"It is an intense A-to-Z pro-
gram,"” says Larry Miller, president
of Ruan. "It includes a series of
module training programs, com-
plete with slides and video pack-
ages."

MegaSafe is intended for anyone
who is associated with trucking
companies, from executive manag-
ers to mechanics.

"Safety is management's prob-
lem,"” Mr. Miller comments. "If a
company is going to have fleets on
U.S. highways, you need a compre-
hensive safety program enforced
by management.”

MegaSafe differs from other pro-
grams in that it stresses behavior
modification, he noted.

"Our program stresses behavior,
that safety is an attitude and that
an attitude of safety can be learned
and nurtured from the right kind
of information and the right for-
mat," Mr. Miller explains.

Each of the 12 modules in a se-
ries includes video tapes, slides, se-
minar leaders' guides and instruc-
tions. The packages address safety
issues ranging from driver vehicle
inspection to hazardous material
hauling/spill response.

The program is available to all
companies involved in long-haul
trucking and can help enhance in-
surability, reduce accident losses,
improve driver productivity and
strengthen employee relations, ac-
cording to Mr. Miller.

Programs do not have to be as
elaborate as Edart's and Ruan's to
be successful, but they are impera-
tive if a company hopes to get a
good policy, underwriters say.

"The safety program is a great
part of our evaluation of a com-
pany as a prospective customer,”
says Liberty Mutual's Mr. Elliot. |
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How to get greater control
over health benefit plan costs

If you're looking for an on-line/rea-time way to
process health claims. ..if you'd ike to reduce
payment errors, lower administrative costs and
improve productivity...you have mason enough
to look into Genelcds new Health Benefit

Management System.

But if you're also looking for more detailed
claims data to help you make the right deci-
sions in the critical areas of cost containment
and utilization review - then lea, ning more

about this one-of-a-kind health claims system is
an absolute must.

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-
saving alternatives)

« quickly spot large or unusual claims requiring
special handling

< accommodate a full range of rrodem cost-
containment benefit features, includ ng pre-
authorization, concurrent reviee second sur-
gical opinion and others

. .and much more. Over a dozen different bas-
ic reports have been developed, and a nearly
unlimited number of variations are available to
provide precisely the data you need to max-
imize control over your health plan costs. Plus
each report can be scheduled to appear when
it best suits your needs.

Choose from multiple
'‘tomfort zones" of service

You can use our system to process claims
in-house with our full support, or pay claims on
a time-sharing basis using Genelco's 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, /ong term solution to the need for greater
efficiencies in the benefits field. What this
amazing system is doing for us now, it can do
for you, too.

Ask for our free brochure

Just clip and mail the coupon below Well rush

our free brochure to you right away. For faster
service, call

1-314-962-2040

Dorn 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!

O Send me your free brochure
O 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
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Bill encourages pension plans at small firms

By JERRY GEISEL

WASHINGTON-Small employ-

ers would receive new incentives

. exceeded $1 million in the 12
washington

for bankruptcy
fer establishing and maintaining

"After S 1265 has had the op-

months before the companies filed portunity to work, Congress could

re-address the question of what, If

The legislation was prompted by any, rules are needed to prevent

pension plans under legislation in- obstacles which discourage small credits would have to offer a vest- Dallas-based LTV Corp , which discrim]nation in health benefits,
troduced in the House and Senate businesses from providing such ing schedule of 25% per year until temporarily cut off retiree health Mr Grubbs added

The legislation, introduced by benefits,” he said
Sen David Pryor, D-Ark , and Under the legislation, S 1426 their fourth year of service
Rep Robert Matsui, D-Calif, and H R 2793, a small employer- The legislation also would repeal
would give small employers tax which is defined as a company the top-heavy pension plan rules
credits for pension contributions, with fewer than 100 employees- contained in the 1982 tax law
reduce certain restrictions on so- would be allowed to take a tax Under those rules a top-heavy plan
called top-heav pension plans and credit equal to 14% of pension con- -one in which more than 60% of plex non-discrimination rules for
simplify pension reporting re- tributions made on behalf of non- benefits go to key executives-is welfare plans mandated by last
highly compensated employees limited in how much it can offset year's tax law if legislators pass

participants were 100% vested in care benefits last year after It filed
for Chapter 11

Non-discrimination

Congress should repeal the com-

q direments

By deleting the current non-dis-
crimination rules, the Kennedy
legislation should become more ac-
ceptable to the business commu-
nity, Mr Grubbs said

PBGC proposal

Legislation has been introduced

"It is time that we provided posi- The annual credit would be limited or reduce benefits by the amount of pending legislation requiring all in the House of Representatives to
tive incentives for small business to $3,000 for defined contribution Social Security benefits received employers to offer at least a mini- give the Pension Benefit Guaranty

owners to create pension pro- plans and $4,500 for defined bene- by a retiree

g_ ams," said Sen Pryor fit plans

"There are currently too many

STRUCTURED SETTLEMENTS

" A%

TURN A TRYING
SITUATION INTO A
WINNING SITUATION

When you are the defendant in a liability case and your money
is at risk you may want to come to terms... favorable ones...
without a lengthy and costly court battle. That's when you

need the experience of specialists in structured settlements.
DONALD R. FISHER & ASSOCIATES. INC. can save you time and
money with professional assistance in the design.

negotiation and placement oi structured settlements.
For more information at no obligation. CALL:
DONALD R. FISIER a ASSOCIATES, INC.

Suite 1125 Fisher Building
3011 West Grand Boulevard
Detroit. Michigan 48202
(313) 872-2800

Toll Free (Outside MI)
1-800-255-6652

FAX: (313) 872-0493

We Lire proud to announce our

1987 AM. BEST Rating

B +Class VI

Jefferson Insurance Company

of New York

Montieello Insurance Company

b 53647')"4™n, #*,u™ <6™

Jeffenon Insurance Company

Monticello Insurance Company

Riunione Adriatiea Di Sicurta' (RAS)
Home OffiBe: 2 Park Avenue » New York. NY 10016
Branch Office: Harbotside Financial Center « Jersey City, New Jersey 07302

Look to the Jefferson.

Employers opting to receive tax employers with fewer than 100 em-

mum health care plan, a consultant Corp authority to charge a vari-
The legislation also would allow says able-rate pension termination in-
If all employers had to offer surance premium
ployees to notify workers of how health care benefits to employees Under the measure, H R 2781,
they could obtain the pension and dependents, non-discrimina- introduced by Reps Bill Archer,
plan's annual report rather than tion rules would not be necessary, R-Texas, and Rod Chandler, R-
automatically providing each em- says Donald Grubbs, president of Wash , companies with pension
ployee with a copy Grubbs & Co, an employee ben- plans that are at least 20% over-
Finally, the bill would require efit consulting firm in Silver funded would continue to pay the
the secretary of the treasury to Spring, Md
simplify pension reporting forms In a letter to Sen Edward Ken- $8 50 per plan participant

for small businesses

current annual PBGC premium of

nedy, D-Mass, the chief sponsor of
legislation mandating universal were below that threshold would

However, employers whose plans

health care coverage, Mr Grubbs pay a funding charge of $6 per
said "Your bill would substan- $1,000 of underfunding The pre-
The Senate Judiciar> Committee tially reduce the potential for dis- mium would be capped at $100 per
has approved legislat-on, S 548, crimination in health insurance by plan participant
that would bar companies that requiring that every employee and The bill differs slightly from the
have filed for reorganization under every dependent receive adequate Reagan administration's variable
Chapter 11 of the Federal Bank- protection rate PBGC premium proposal
ruptcy Code from unilaterally ter- "The remaining limited potential Under that plan, only employers

minating or reducing post-employ- for discrimination does not }ustify whose plans are 25% overfunded
ment health care benefits

Retiree benefits

the enormous regulatory burden of would be exempt from the $6

Under the legislat.on, retire€ Section 89" of the Tax Reform Act funding charge (BI, June 15, 1986)
health care benefits could not b€ of 1986, which contains the non- The Archer-Chandler bill also

modified until changes had beer discrimination rules for welfare would tighten pension funding

negotiated with retirees or ordere6 plans, Mr Grubbs said standards and allow employers to

by a bankruptcy court As a result, he said Section 89 remove excess assets from over-

However, benefits could be auto- should be repealed in con]unction funded plans without having to ac-
matically reduced for retirees with enactment of the Kennedy tually terminate the plan, as is

whose gross incomes equaled or legislation, S 1265 currently the case -

20-21 in San Diego, Sept 17-18 m Cleveland,
Oct 8-9 in Boston, Nov 12-13 m New York, and
Dec 10-11 in Chicago Health Research Insti-
lute, 1600 S Main Plaia, Suite 170, Walnut
JULY 16-17 Video Display Terminal Safety Also Oct 11-16 Registrations Department, In- Creek, Calif 94596, 415-676-2320
course in Los Angeles, sponsored by the Univer- ternational Foundation of Employee Benefit
sity of Southern Cahfornia's Institute of Safety Plans, P O Box 69, Brookfield, Wis 53008-0069, JULY 30-AUG 1 Florida Surplus Lines
and Systems Management, $2€ 5 University of 414-786-6700 Assn Annual Convention m Amelia island,
California, Institute of Safety and Systems Man- Fla , $200 for FSLA members, $225 for non-
agement, Office of Extension and In-service JULY 27-28 Health Care Cost Containment members Roger Gobler, Florida Surplus Lines
Programs, 3500 S Figueroa St, Suite 202 Los workshop in Honolulu, sponsored by the Health Assn ,PO Box 2909, Jacksonville, Fla 32203
Angeles, Cal,f 90007, 213-743-6523 Research Institute, $495 Also Aug 17-18 in

San Diego, Sept. 14-15 in Cleveland, Oct 5-6 in AUG 2-7 Basic Remsurance Program in
JULY 26-31 Fundamentals of Employee Boston, Oct 26-27 in San Francisco, Nov 9-10 Tarrytown, NY, sponsored by |lhe College of In-
Benefits Management conference In Brook- in New York, and Dec 7-8 in Chicago Health surance, $950 for college sponsors, $1,115 for
field, Wis, sponsored by the International Research Institute, 1600 S Main Plan, Suite non-sponsors The College of Insurance, 1 Insur-
Foundation of Employee Benefit Plans, $900 170, Walnut Creek, Calif 94596, 415-676-2320 ance Plaza, 101 Murray St, New York, N Y
10007,212-962-4111

datebook

JULY 27-31 Managing Program Implemen-
tation seminar in Atlanta, sponsored by the In- AUG 2-7 Middle Management Program in
ternational Loss Control Institute, $695 Inter- Kansas City, Kan, sponsored by the College of
national Loss Control Institute, P O Box 345, Insurance, $950 for college sponsdis, $1,115 for
Loganville, Ga 30249, 404-466-2208 non-sponsors The College of Insurance, 1 Insur-
mee Plaia, 101 Murray St, New York, N Y
JULY 29 Health Improvement/Wellness 10007, 212-962-4111
workshop in Honolulu, sponsored by the Health
Research Institute, $250 Also Aug 19 in San AUG 3-4 Non-Quallified Deferred Compen-
Diego, Oct. 7 in Boston, Oct. 28 in San Fran- sation Plans seminar m San Francisco, spon-
cisco, Nov 11 m New York, and Dec 9 in Chi- sored by the Practising Law Institute, $390
cago Health Research Institute, 1600 S Main Practising Law Institute, Dept SW, 810 Seventh
Plaza, Suite 170, Walnut Creek, Calif 94596, Ave, New York, N Y 10019, 212-765-5700
415-676-2320

AUG 3-4 1987 Business Insurance Em-
JULY 29 Advanced "Post Graduate” Cost ployee Benefit Communications Conference
Management workshop in Honolulu, sponsored in New York, $650 Barbara Dalton. Registrar,
by the Health Research Institute, $250 Also Business Insurance, Communication Services
Aug 19 m San Diego, Sept 16 in Cleveland, Department, 220 E 42nd St, Suite 930, New
Oct 7 in Boston, Oct 28 in San Francisco, Nov York,NY 10017,212-210-0780
11 m New York, and Dec 9 m Chicago Health
Research Institute, 1600 S Main Plaza, Suite AUG 5-6 The Sixth Annual Governmental
170, Walnut Creek, Calif 94596, 415-676-2320 Insurance Conference in Austin, Texas, spon-
sored by Professional Development Institute,
JULY 29-30 1987 National Workers Compen- $245 Professional Development Institute, North
sation Seminar in Cape Cod, Mass, sponsored Texas State University, P O Box 13288, Denlon,
by Workers' Compensation Monthly, $195 Texas 76203-3288, 817-565-2483
Workers' Compensation Monthly, P O Box 590,
Falmouth, Mass 02541 AUG 10 Questions on the New CGL and CP
Policiesg Ask the Claims Department’ work-
JULY 30 Assessing Vendors (HMOs, PPOs, shop in Asheville, NC, sponsored by the Society
Utilization Review Firms, etc ) workshop in of Chartered Properly & Casualty Underwriters,
Honolulu, sponsored by the Health Research $120 for Society members, $145 for non-mem-
Institute, $250 Also Aug 20 in San Diego, bers Mati Jennings, Professional Services Coor-
Sept 17 in Cleveland, Oct 8 m Boston, Oct 29 dinator, Society of CPCU, Kahler Hall, 720
in San Francisco, Nov 12 m New York, and Providence Road, CB#9, Malvern, Pa 19 355,
Dee. 10 m Chicago Health Research Institute, 215-251-2741
1600 S Main Plaza, Suite 170, Walnut Creek,
Calif 94596, 415-676-2320 AUG 11-14 Supervisory Program in New
York, sponsored by the College of Insurance,
JULY 30 Cost Containment Through Com- $630 for college sponsors, $715 for non-spon-
munications and Education workshop in Ho- sors The College of insurance, 1 Insurance
nolulu, sponsored by the Health Research Inati- Plaza, 101 Murray St, New York, N Y 10007,
tute, $250 Also Aug. 20 in San Diego, Sept 17 212-962-4111
m Cleveland, Oct 8 m Boston, Oct 29 in San
Francisco, Nov 12 in New York, and Dec. 10 in
Chicago Health Research Institute, 1600 S
Main Plaza, Suile 170, Walnut Creek, Calif
94596, 415-676-2320

The Datebook is compiled from notices sent to
Business insurance Notices should be sent at
least eight weeks m aduance to Datebook, Bus:-
ness Insurance, 740 N Rush St, Chicago: m
6061 1-2590 Business inmrance reserves the
JULY 30-31 Labor/Management Cost Con- nght to select meenngs of most interest to its
tainment workshop m Honolulu, sponsored by readers and cannot guarantee that notices wiN
the Health Research Institute, $495 Also Aug be pnnted



Continued from previous page
earthquake insurance availability is improving slightly, he
noted.

While most insurers acknowledge widespread reductions in
property rates, casualty rate reductions have been more se-
lective, they stressed.

Casualty rates are stabilizing and the standard liability
risks that were pushed into the surplus lines market over the

h, irirnitted mar-

capacity on the backs of reinsurers" for risks that were
unstable to begin with. Reinsurance "is not the same sucker
market that it was five to 10 years ago," he said.

He added that even if there is not more capacity in the
marketplace, there is at least less "irresponsible capacity."

But insurers see an improvement in the availability of mu-
nicipal liability coverage.

One indication is that states are no longer requesting that
insurers Darticipate in market assistance programs, St. Paul's

moved or modified, the CIGNA spokesman said: "We feel our
appetite is better now than it was last year, primarily be-
cause of the improved price levels. We are more willing to
consider individual risks than we were a year ago."

St. Paul's Ms. Nelson added that most exclusions were
written on claims-made policies, which "are going by the
board anyway."

Insurers agree that the claims-made form is being used
only for long-tail liability risks and more hazardous expo-

1,

Brokers reporting

Insurer competition
for almost all lines

By LINDA J. COLLINS

It's a matter of perception just
how much the property/casualty
insurance market has softened for
July renewals.

While insurers say that capac-
ity has improved a little and there
is some competition for property
accounts, some retail insurance
brokers say they see a significant
increase in competition among in-
surers-including a strong appetite
for new business in all but the most
risky lines of insurance and sub-
stantial rate reductions.

"What we're finding is that in-
surers are saying they see rates
stabilizing, but not dropping. But
that's not what we're seeing. We're
seeing reductions,"” observed Ri-
chard A. Maxwell, president of
Corroon & Black Corp.'s Brokerage
Services Group in New York.

"l think insurance company
management may believe that rates
are stabilizing but they may be
giving conflicting signals to their
branch underwriters,” Mr. Max-

'That's how | judge

how hard or soft a

market is-by who

buys lunch,' says

Mr. Maxwell.

well stressed. He explained that
while insurers' top management
may be attempting to implement
firm rating guidelines, those guide-
lines may not be "filtering down
through the bureaucrats."

"Either the branches are doing
some things the home office is not
aware of, or the home office is not
telling the truth," said J. Brans-
ford Wallace, chairman of the Bro-
kerage Services Group and a Cor-
roon & Black executive vp.

Bruce C. Dunbar, president of
MeGriff, Seibels & Williams Inc. in
Birmingham, Ala., explained that
"everyone's trying to keep their re-

newals, and it's been very

easy. . Prices are going down
substantially.”
Michael L. Poland, co-chairman
2 of Oland International Insurance
" Brokers Inc. in Los Angeles, ob-
served that the property/casualty
marketplace "seems to be loos-
ening up more as more markets
want to write business. .There is
no question that competition is be-
coming more heated."
. Every broker contacted said that
insurers are now visiting them and
identifying areas of business that
they are interested in writing.
"We are seeing a lot of un-
derwriter travel, which is the best

indicator” that insurers are court-

ing brokers, said Mark Forrester,

\ép-marketing for Fred S. James &
o

NG5 Memphis, Tenn., office,

into mass marketing programs and
will definitely set up exclusive
marketing relationships.”

"Insurers are definitely calling
us, visiting more and asking for
market share," said Corroon &
Black's Mr. Maxwell. "That's how |
judge how hard or soft a market

,, is-by who buys lunch.”

Thomas J Rodell, deputy man-
aging vp of Alexander & Alexander
Services Inc.'s Chicago office, said
he sees two areas that are "fairly
competitive: property-driven

packaggs, where. 3% decreases are
exposures represent a higher per-
centage of the premium; and large
excess programs for Fortune 1,000

companies that don't have cata-
strophic product exposures, where
we see 10% to 30% rate reduc-
tions."

Mr. Maxwell said that Corroon &
Black is seeing property rate de-
creases "in excess of 25%. e
have even seen mid-term cancella-
tion of three-year property policies
to rewrite them (at lower rates). In

casualty, the rate decreases are
more like 10% to 15% on the aver-

age."

"Mutuals, in the property area,
are extremely competitive. There
are more carriers writing primary
and umbrellas, and they are get-

Continued on ne.rt page
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LGG king...?

Looking for top notch professionals... or your next job?
Find top-notch job offerings in risk management-employee benefits
-insurance brokerages and agencies-financial management-
claims administration-safety engineering-insurance underwriting
-and more.
Or reach 136,500 top-notch, qualified professionals each week.
Advertise your openings in a clutter free, professional environment.
For ad rates contact Margaret Hikido, Business Insurance,
740 Rush Street, Chicago, lllinois 60611 ... or call (312)649-5340

The Professional Marketplace. Turn to page 76.

AFFOR

TO GIVE EMPLOYEES
ORPOLICYHOLDERS
THE BEST IN

HEALTHC 77

The Answer Can Be Found at Home.

* Quality Care, a leader in home health care for
almost two decades, provides highly skilled,
trained personnel R.N.'s, L.RN./L.V.N.'s,
home health aides, home managers, high-tech
specialists, others

* Quality Care, with over 200 corporate-owned
offices nationwide, provides the widest variety
of home health care services: for patients
recovering from acute illnesses, accidents,
operations, chronic diseases

« Quality Care is staffed with professionals who

provide insurers with on-site, prompt case
assessment and consultation

Find Out About the Home Care Alternative.

Millions of dollars have been saved, in thou-
sands of cases, as a result of Quality Care
services to insurance carriers, TPA's and self-

insured companies. Find out for yoursel£ Call
our National Resource Center Hotline at

800-645-3633 (in NY State 800-632-3201) or
write Marketing Dept. B.

; QUALITY CARIIEG?
7,6 Complete Homecare Service

100 N. Centre Avenue
Rockville Centre, NY 11570

© 1987 Qualitv Care, Inc.
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Executive Search

DON ELLIS PERSONNEL
INSURANCE RECRUITERS
New England's leading,nsurarce
search and placement professionals "
101 Tremont St.

Boston, MA 02108
617-357-8243

Risk Management, Benefits and
Insurance Professionals

Ve experienc

6 Holcomb St PO Box 16006
West Haven, CT 06516
(203) 933-1976
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UNDERWRITING SUPERVISOR
Medical Claims Service, Inc an administrator of self-funded benefits, Is

seeking a Stop Loss group underwriting supervisor with a minimum of 3
years experience for a growing Boston office Duties will include

1 Supe,visior of 2 underwriters
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PERSONAL LINES MANAGER

Suffolk County Long Island
Agency seeks perso,al lines man-

|zqager/marketer agphcant Should |mmec§’ Bfe
in marketing per-
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young capable person Submit re
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1743 North Ocean Avenue
Medford, New York 11763
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Business Insurance

INSURANCE & RISK MANAGER ASSOCIATE BENEFITS ADMINISTRATOR
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Business Insurance 740 Rush St, Chi- dence, to Director of Insurance Ser- ) ] ) ) _
cago, IL 6061 1-2590 vices, Securities Industry Association, Chief Financial Officers and Vice-

presidents of Finance 2,683
Secretaries, Treasurers, controllers
and other Financial Personnel 4,888

120 Broadway New York, NY 10271
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3 Undertake rate negot,ations with insurers and re,nsurers

4 Serve as a liason between sales, underwriting and cia,ms dept

5 Assyme responsibilittes for setting up new accounts on the com. tai
puter

thority (an Equal pportunlty Em. ers, and other related department

industrial relations, human re
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Medical Claims Service
119 Beach Street
Boston, MA 02111
Attn: Office Manager
emgnsiate

CLAIMS & RISK MANAGER
THE ARCHDIOCESE OF MILWAUKEE
& THE CATHOLIC MUTUAL GROUP
Seek a Multi-L.ne Property & Casualty Claims Person with a
minimum of 7 years experience to administrate all claims,
safety and risk management functions at the Milwaukee, WI
office The candidate will be an integral part of a high per-
formance program No prior risk management or safety expe-
rience necessary Position will provide in-depth training in
all non-alusting areas Proven casualty investigative skills
with a major -rsurance company or independent A + Com-
petitive starting salary + excellent benefit program Send
complete resume including salary hiStOlly In confidence to
Cathy Allen, Office Manager
4223 Center Street
Omaha, NE 68105
1-800-228-6108

*incl
as agwsor/ lalson

it %

National Accounts

three campuses of the UnlverS|ty of Nebraska

Qualifications Bachelor's degree m Bus.ness Admmistration W|th em- tion 0
phasts in insurance desuable@rlus five >ears experience in risk man-

%98“895&5‘?“%@9%%%?&4

ed knowledge of ris

Please submit resume with a salary history by August 21 to

Dr. Alan T. Seagren

Vice President for Administration
University of Nebraska

3835 Holdrege, Room 207

Lincoln, Nebraska 68583-0742

Afirmative Action/Equal Opportunity Employer

LAIMS MANAGER

Frank B Hall Co, Inc, an nternational insurance
brokerage firm is looking for a Claims Manager to work
in our Fairfield/Westchester division Responsibilities

dem nltorm%s tg\ruflcag}lgﬁpsog%@

een

analyze/interpret claim data for accounts The ideal
candidate will have 5 plus years exPenence handling
property/casualty insurance and sel

tunity Is avallaole immediately

E management principles ARM andlor

rogram Comlpetltlve salarg & bene- Government, Unions and Educa-

O
ount|es lS‘onna 9§(m|th éxecu tional Institutions 1.400
tive Director, 410 Don Gaspar Santa

rognizalion o niversity. Tegh cal trbagh Sy 24158 ms acepte

Commercial Consumers

Sub-total 23,183
Insurance Agents and Brokers 11,009
Insurance Companies 7,111
Financial Institutions

CORPORATE SAFETY DIRECTOR
Texas-based client seeks individual
W|th corporate safety experlence CSP Actuaries, Attorneys, Adjusters, Ap-

%clﬂlval nt desweq(l\{lust avepgood praisers and Consultants 5,560

wrltten with ex

ence in formalizing safety policy and Sthf;SLA”'ed to the Field 1.442
procedures Knowledge of NFPA, © 49,294

g@ﬁ% ANSY and Q3B pegessary « Source Business/Occupational

GILBERT-HAFNER & CO 6060 N Cen- breakdown of qualified circulation,
tral Exf #470, Dallas, TX 75206 214- November 24, 1986 issue, as sub-
361-9341 mitted to BPA for December 1986

BPA Publishers Statement

o89

EXECUTIVE DIRECTOR
Minimum 10 years experience in public
education, finance or insurance Self-
|nsured pool operations preferred Sal-

$45,-50,000 Submit resume by
N ON, 07-20-87 to New Mexico Public
Schools Insurance Authority, Attn F PROGRAM BUSINESS
Andrews P O Box 6093, Santa Fe, NM Brokers and Agents looking for an in-
surance company to support their pro-
ram or association should contact -Box
134, Business Insurance, 740 Rush St
Chlcago IL 60611 We are a firm Spe—

BUSINESS OPPORTUNITIES

cases, actmg
carrlers an

For a

insurance claims C i SnanPanLLORiaAm placement, devel-
College degree plus excellent Nritten and verbal com- andonolse
municationskillsisrequired Thlsoutstandlng oppor- .
LOgIC6| FINANCIAL SERVICES
We offer an excellent compensation and benefits Approach BROKER
package For confidential conside-ation please send to ) -
resume with salary history to Employment Manager, Risk Professional Liability Dept of a lead
IS ing wholesale/specialty insurance
operation ts seeking a broker to join
FRANK B HALL & CO, INC Management Its metropolitan New York office The
1ti successful candidate needs to pos
Recruiting P

/1 1-1454 Pleasantville Road
Briarcliff Manor, NY 10510

- An Equal Opportunity Employer M/RH

Due to an aggressive growth posture, Sentry Insurance has
Immediate openings in the National Accounts Casualty De-
partment for an Account Executive and an Underwriter

Responsibilities of the Account Executive include soliciting,
selling and coordinating services for major accounts Candi-
date should have a strong technical background ,n casualty
products Experience In sales management, commercial sales
or commercial lines underwriting desired Frequent travel re-
quired This salaned position includes a performance bonus

Responsibilmes of the Underwriter include gathering and ana-
lyzing information regarding acceptability of accounts, devel-
oping rat,ng plans and drafting special endorsements to f,t
client needs Candidate should have strong commercial ca-

sualty underwri-Ing background and knowledge of risk man-
agement principles

Both positions are located in our corporate headquarters, Ste-
vens Point, Wisconsin We offer an excellent employee benefit
package along with a competitive salary

is preferred

For immediate consideration, please send your resume and
salary requiremerls to

Sandra Normington

Employment Specialist

£ Sentry® Insurance

SRl

1800 North Point Drive
Stevens Point, WI 54481

An Equal Opportunity Employer M/F

plUS gdLCWwVWdyi w ar allu Url iltwiwuic
- Standard & Poor's insurer ratings
- Legislative/regulatory highlights
- Keyword-searchable database

- E-Mail for on-line communication with

all other users

Brochure/information from
Brynell Somerville (212) 286-9292
205 East 42 Street, New York, N.Y. 10017

Societ*Ina

RISK MANAGER

FER&S has been one of the country's most prestigious,
progressive and rapidly growing CPA and business con-
sulting firms for the past fifteen mars We are seeking
a Risk Manager for our Risk Management Department

to evaluate insurance, safety and loss prevention pro-
grams for our clients

Ideal candidate must be a self-starter and possess 5-10
years of expenence in a corporate risk management
department A strong emphasis on casualty/property
msurance and self-insurance is required CPCU or ARM

We offer an attractive compensation and benefits
package Interested candidates should forward their
resume and salary history to

Ms. llene Hecht
Specialist/Human Resources

401

sess a working knowledge of D&0/
E&0 markets, have a familiarity with
financial statements, and be well
versed on today's business issues
Salary commensurate with expert
ence, please send resume to

Box 2311 Business Insurance, 740
Rush St, Chicago, 111 60611 2590

LOGIC

Associates, inc

170 Broadway

New York, N'Y 10038
, (212) 227-8000

ASSISTANT DEPUTY FOR
GROUP HEALTH AND LIFE INSURANCE

North Dakota Public Employees Retirement System

General Duties and Responsibilities

* Develop and implement cost management programs

* Prepare model preferred provider agreements
* Negotiate agreements with health care providers

+ Develop and Implement a program to evaluate the utilization and claims
expenence of the program

+ Administer the North Dakota State Group Health and Life Insurance
Programs

Minimum Qualifications

A backg{round In health care statistics and/or experience in contract
negotiations and administration is desired

* The position requires excellent communication skills and the ability to
motivate and/or change behavior of others to accomplish goals and
objectives

* Masters Degree in Health Admmistration, Business Administration or
related field and five years of administrative or related experience

Grade 33
(Salary Range $2,521-$3,759/month)

Resumes will be accepted through FrldaPr July 24, 1987 Additional

| information can be obtained by writing or calling
e LeRoy Gilbertson

Deputy Director/Investment Officer
North Dakota Public Em‘gloyees Retirement System

Bismarck, ND 58502
(701) 224-4500

N. Michigan. Ste. 2840
Chicago. IL 60611

Equal Opportunity Employer M/F
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another (soft) cycle if we all keep Wretten
talking about It, and the industry But Charles W Anderson, execu-
isn't in fa strong enough) financial tive vp-regional operations for Al-
condition to absorb another cycle," lendale Mutual Insurance Co in
said Transamerica's Mr Wretten Johnston,RI, said that while
There is competition, "but | hope earthquake capacity has "shrunk
it will (remain) a more normal, ra- tremendously" during the hard
tional competition," agreed John market and "we had to scramble to
Donahue, vp-commercial insur- put together limits," reinsurance
ance division for Hartford Insur- capacity is now coming back for
ance Co in Hartford, Conn earthquake risks Consequently,
But Zurich-American's Mr Continued on next page
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Renewals cause some risk managers to rejoice

; H H H However, Mr Bach was able to find the
2%?'82_ECEELT3\RR':E\)/FE?§E :Jn:ennyer‘r,\\loitjss:ce)pizﬂj g;?,:r(;;e;:?na:\q:,a; z;ble peréeot[gtﬁigtt'(s) E:hoeveDrs;‘agtganmains with tradi- limits he wanted for expiring property and
15%-20% rate reduction tional Insurers, Mr Pressley noted "We business interruption coverages at signifi-
Risk managers are breathing a collective "It's nice to bring that back to manage- looked at several risk retention groups,” he cantly lower rates than in 1986
sigh of relief, and some are even proclaiming ment and say there's some stability," he Said But the company decided that the mi- That's a welcome change,” he remarked
that the property/casualty insurance mar- ad(éed . . Ual investment in forming a risk retention He attributed the reduction to a general
ket has turned, following July renewals ecurity Pacific Corp secured broader group and premiums required were too great market softening and to loss prevention
WL\iIe some buyers paicI signifilcantly less coverage terr?s-and a "modest redu;:tioln" for the amount of coverage available. S;Zf‘;ﬁzz ;‘ice““y undertaken by American
or the same property and casualty coverage in premjum-for property insurance for Its -
Timits they purr)c %seé fast year, others optged ao%estic and (San_% iayn su%gid?aries, said keepinlg an eye out for affordable D&0 cov- He also noted that deductibles and reten-
toﬁay the same premium for higher limits Michael E Tinley, director of risk rnanage- erage The utility company has watched 1ts tions on the property and business interrup-

nd, some risk managers were even fortu- ment for the Los Angeles-based banking and coverage dwindle from $50 million in 1984 tion coverages were unchanged.
nate enough to enjoy the best of both worlds financial services holding company to $20 Million in 1985 and down to $2 million Although he would not retease exact num-

higher limits at lower rates "We're finding the market to be much in 1986 ) bfars_, I\/_Iarl_( F Wilson, risk manager at_ First
"l was happy," said Roy A Clarke, risk more receptive today than it was a year ago," The coverage was written through an asso- Mississippi Corp 11 Jackson, Miss, said the
manager for tHe city of Beverly Hi,lls "We he said ’ ciation program sponsored by the National liability limits he found for July renewals
expected things to be stable or a few points Mr Tinley described the July 1 renewal as Assn of Rural Cooperatives ) Wiet"SU?Sti‘;‘“a'g be_“elr than last year *
down, but this IS better than | expected a J?(int 3ffort bet\gﬁ_e[n SecuritE Paﬂific, Pro— We have none now,” Mr Guidry said, ex- ales tor tne chemical company s cover
Property. renewals are excellent this year " er Johnson Iggins in Los Angéles and plaining that while $1 million in limits is ages "stabilized, by and large, at the most
The city of Beverly Hills renewed its all- Hartford, Conn -based Aetna Casualty & stil available through the association pro- recent renewal, and retentions "held pretty

constant]

risk property coverage for approximately Surety Co . » It exclude the things we rieed mucl 1986, First Mississippi had $1 million i
20% less with its insurer, Appalachian Insur- To avoid being adversely affected by fu- Cov‘lqrgaegLejtrl?tE/“company now is considering prir:ary Ii’ablill-is';y cﬁ\s/gf;‘)g;pel vjrittenmt;;czlrjt;g
a in Johnston, R | The ci w.pays.ture price swi in the cqmmercial insur- . R

a%?ﬁs?dbb" annuaf premium ?or@’g%omlmo in ance mar e?,gﬁe said, Security Paciic is try- forming a captive in Vermont to fund [tS Home Insurance Co of New York above a

roperty cover. which mes effective jng to devel long-term relationship with X re If th tive is formed, it $1 retention In ition, the compan
property coverage, which becomes effective I1g o gey e oD & IO e D D% D XROS T (e Gape i Jormied: RO 000 TgtsntiongIn-aidition, the company

d
In addition, the city also renewed part of malor participant in Security Pacific's over- coverages for Cajun Electric, according to age, $15 million of whic tten b
its earthquake insurance program at E?a very all risk management program, began writing Mg, Guidry , . .%%rbijosma.seg Saptive Q%%\%l‘ug )&
significant reduction," its risk manager re. its pf&'}]ar prop?rt inerance last vear o) .obl.ems aside, Calun Electric is insurer Mr Wilson worked to create (BI,
ported ter completing their summer renewals, happy with its July renewals of property Ma(/c\;/rpﬁio'zﬂ
The coverage, $10 million in limits written some satisfied risk managers went so far as coverages, Mr ?‘Hl,d noéed : : : . .

oy Allianz Underwriters | rance Co in to y that the overall ingrease in Capacitk/ e said cos s overed at approxnlnfately the property insurance iS definitely sloftenllng,
Los Angeles, cost Mﬁ 00 , according to Nir'and falling rates signal a true mar et same level as in 1986 for $850 million of casualty coverages for corPoratlons like
Clarke The same limits last year-written change, although some stlll foresee or antici- property coverage written by the Houston First )ississippi are still costly
by different insurers-cost the city $70,000, pate a%/?llgt?_lhty or rateeprotglems for some office of Industrial Iﬁgsk Insurers, 2 prop- € Ve seth some softening'in the property
he said ines of liabllity coverage at future renewals erty insurance pool based in Hartford, market, but because of our industry class, we

oast Insurance Agency in Los Angeles "My evaluation of this overall renewal is Conn , and for $100 million in boiler and ma- don't see any softening in other areas We
helped the oty arrange both | rty and

r Wilson believes the market for

S prope that there is stability, with a trend to soft- chinery coverage written by The Hartford don't see that the market is going to come
earthquake coverage renewals ening," observed Henry Guidry Jr, risk Steam Boiler Inspection & Insurance Co ""; _I":‘” hem race TS' € Ska' .

While the city's workers compensation in- manager at Calun Electric Power Coopera- Mattel Inc in Hawthorne, Calif, also was till, the casualty market continues to
surance premium Increased at renewal, the tive jn EﬁEP” Rouge, La . plea§ed with its most recent relnewals, but offer alternat.lve mlarketls like PRIMEX and
lump was not as large as the previous year's Pau ressley, director of risk management Assistant Treasurer John G Pinner fears an—CothLetr‘;capct’l\;?sL, I|nclud|ng AgELkgSUFaQCﬁ

The city's workers compensation insurance and insurance for Gold Kist Inc in Atlanta, otheg rate war may, be in thlq.ogﬁﬂg © = an nsurance o =id . whic
was renewed with General Reinsurance said he also feels a genuine market soft- attel renewed several liability coverages are providing some help for companies like
Corp of Stamford, Conn, at a 20% rate hike, emng is under way in May and June and, in each case, "The First Mississippi with chemical-related ex-
effective July 1, compared with last year's owever, the causes for the market shift market had either stabilized or had softened, posures. o o
350% work com;; rate increase are unclear, he added but more significantly, the capacity seems to Mr Wilson said First Mississippi currently

"That's about what | expected,” Mr "I'm not sure what it's a reaction to," Mr be increasing," Mr Pinner said is studying two risk retentions groups that
Clarke said ’ Pressley noted "I think people are Just tired For instance, when the toy maker renewed provide pollution liability coverage to deter-

The city, with about 650 full-time and of p"’}\%inﬁ high prices " . a one-year D&O .policly with a dome§tic in- mine ::their applicability to our own com-
about 350 part-time employees. self-insures r Pressley also predicted that the cur- surer last month, it paid slightly less in pre- pany " )

+ %5 F Y ’ . : Despite the softening property/casualty
the first $250,000 of ItS work comp expo- retnt market change probably will not lead to mium for a more favorab,lg structured D&O

ure he competition

renzy that' marked the last insurance program, he sai Insurance market, not everyone renewing in-

"From what we've seen, it'S been much ea- soft cycle "I think this will be a shorter But Mr PInner 15 wary about this year's surance coverages this summer came away
sier," agreed Dave Fisher, risk and benefits cycle .I think it will correct itself rate r?gHggieotrp]g insurance companics 100k at tOTi'zCF;?;iS:; we did very well,” said Elliot
fi';f‘gﬁ{;:tc"g',ff”b's*“ Flectric America Inc ay{iet Gold Kist received a 35% reduction the risks and premiums closely and don't get E Cohen, risk manager at Fisher Bros in
Mitsubishi, whose operations include com- in the cost of excess liability coverage this into the competitive bidding of three or four Ngw, York who renewed coverage in May
puter sales and semiconductor manufactur- summer, it decided to increase limits from years ago," he cautioned ut, "Coverage was Jus can i
ing, was able to secure $50 million in liabil- $10 million to $25 million HoWwever, some risk managers reported with it ) )
ity coverage for about half of what it paid Mr Pressley said property coverages cost that they still had to shop around for the However, Mr Cohen admitted, premiums
for $30 million in coverage at last year's July about 15% less than last year pest deal for property coverages "went down rather

1 renewal. he sa While property/casualty rates tumbled For example, D K Willy Bach, risk man- significantly without our asking for It," and

id
At the same time, property insurance rates durjng July renewals, Mr Pressley is not ex- ager of American Safety Razor Co in Staun- umbrella coverage costs also fell Collec-
dropped 40%-50% he ?epfrtedy pect=n8 to I‘Ynde rates as cheap ?or é/old Igstes tor?,?/a, had ?o dao some%g work to make tHe tll\J/ré\y, pr?ges for tﬁose coverages dropped
The renewals were brokered by Johnson & directors and officers liability coverage, bestdeal | o o O e rbrenie limits climbed 30%.,
2;99'2?;%&;’3 ':rlgfﬁsy?gi,ﬁrank B Halll & Wh'ﬁha%)f cllrggtg%cr;roblem on the D&0," he the place,- he said, with some insurers ask- bringing the amount of coverage up to a
We thoug’ﬁst’ thereé be some reduction, said The current coverage was written for a ing for EL))remlums_that were double those more comfortable level, Mr Cohen pointed
but that was a nice surprise,” said a hotel three-year term, and Mr Pressley said he is quoted by competitors for the same cover- out "We didn't get as much as we wanted

chain risk manager, who asked to remain not expecting the softening in the market to age astyear,
London steadies rates to retain business
reductions," said Mr Drain "As far as major accounts are
By STACY SHAPIRO

. . . concerned, we are happy "
'We didn't give anything away. We

LONDON-The London insurance market is increasing ca- The season has gone satisfactorily and we have held a

- ) > ; weren't really put under pressure, high percentage of our renewals," said Peter Wilson, manag-
pacity, easing terms and holding rates steady-or reducing . . ing director of Weavers "Rates are holding up extremely
them slightly-to retain U S property/casualty business says Richard Hazell, underwriter for e
COA\\/sefareesijll‘t;nT(:stenl'l?)]r?(;:nsmcao::gfgluer?ndIdJ:(I)t ?::leev\}gleslr the F.R. White Syndicate, |_|0yd's "The market continues as an underwriter's market," con-

9 9 Y X o . . . tends Richard Hazell, underwriter for Lloyd's third-largest
London brokers say, though some smaller U S companies did third-largest non-marine syndicate. non-marine syndicate, syndicate 190, known as the F R
move their accounts to the more competitive U S mar- White syndicate ’ ’
kelt—|owever tever business was lost by London un- "It's a very steady market," said Mr Hazell in an interview
derwnters to'U'S Tnsurers was repfaaceds f)y hew orders trom their terms, aIthou%h U S excess liability risks are still ex- foIIowingnremarks he made Jast week to the Msn of Lloyd's
U S buyers, brokers and underwriters say clusively written on €laims-made policy forms, underwriters Brok"eVere diedert]l'?g iICeCQrImca}c%ion Rgsl(;,-es1 a(/?/QOIV\?eI?grﬁeraeda)il ut

London underwriters could offer U S buyers up to $50 saY i . . g" . M 9 Y yp
million in excess liability insurance capacity during the re- n partlcula.r, HS WeaV_ers (Underwriting) Age.n.mes Lt.d, Undgg(?&?gg}%edf ssanlgicl:\ggeH?QZOe'! business comes from North
cent Julty renew%ls A year ago, London brokers found It London's leading underwriter of U S excess liability busi- Y
0

difficult fo place $20 million in excess liability coverage for ness, is offering more generous terms for an additional Amerigg, abput half of it direct and half erprilrrw‘sgu{gqg% United
risks charge ’ ’

“In addition, Iiabili’% ins?rance r?t?s in London this Iyear The July renewals surprised and satisfied London brokerf States, "there |S aul%t of uncolIec,tibl?],reinsurance At
remained steady or were fractionally lower, while a year ago and underwriters, who were expecting to lose both proPerty Lloyd’s, tyou do collect " Buyers perceive this and the secu-
London underwriters sought 10% to 60% rate increases for and casualty business to the U'S instirance market (BI, May it thq Lloyd's offers as "what people have bought" from

excess liability insurance and up to 700% rate hikes for 4) Jyl he Is h b " 4." said John Tyndall
other types of liability coverage, like directors and officers "It's been a very interesting renewal season,” said Dick uy renewals have been very good,: said ~“onn tyndgal,
liagility insurance _ . Drain, chairman of the North American non-marine division executive director of the non-marine casualty division of C T
e'IBroperty Insurance rates in London declined by 10% to 15% of Alexander Howden Ltd He would not term the market as Qgﬁ"ﬂ;&ﬁ, gf,’p'-"td "It continually surprises me that our
during July renewals, compared with rate increases of up to either soft or hard, pyt instead called it."challenging " .
9-uy P P hﬁe %efdb{henl fy haventseen any acing U S bum-

20% & vear ago newals ine We certainly hav The difficulties Mr Tyndall expected_in gl g
year ag . . . , . Contznued ®n next page
In addition, some London underwriters started relaxing (rate) increases, although we haven't necessarily seen any
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Continued frm prevzous page point out, only sought $25 million J liability hazards liability coverage, including medi-
h m ) . SO . , . . ) Tove!

ness in London "have not material- in excess liability coverage in the 'We certainly do not However, the pollution exclusion cal mall*actice and lawyers pro-

ized, although none of the orders London market becalse they now I clause still says the policy will not fessional liability, Mr Wilson con-

want to lose

are easy to place | still believe that buy layers excess of $25 million cover any claim for cleanup and re- firmed

the third and fourth quarters this from recently created alternative business to an moval of pollutants or for liabili- Howden placed medical mal-
year will be difficult * facilities ties caused by the dumping of pol- practice insurance for a hospital
The renewal season has gone However, there is still a capacity occurrence market,’ lutants created by any of the consortium with Weavers acting as
"very successfully and very well," shortage, Mr Hazell said, observ- Mr. Wilson admits. policyholder's own products lead underwriter, said Mr Drain
said Terry Mann, deputy chairman ing that capacity has not retL.rned 'We will charge specifically for "Competition" also returned to
and managing director of Lloyd's to the level of five years ago the coverage" enhancements, said the directors and officers liability
broker Price Forbes Ltd , the "We have insurance customers Mr Wilson Brokers say the addi- insurance market, said Mr Har-
North American brokerage subsid- trying hard to buy bigger limits," is offering a "package of enhance- tional premiums range from 15% to rap
lary of Sedgwick Group PLC he said The capacity problem con- ments" to ItS claims-made excess 20% of the original premium Rates for D&O insurance were
"We are pleased with the end re- tinues to be mainly in the casualty liability form for an additional Weavers decided to offer the op- cut by 10% to 15%, brokers say
sult ™ lines, but there are some insurance premium tions to compete with U S liability London D&O0 underwriters this
"There is more capacity than buyers looking for higher property The new policy optiors include insurers that still use the occur- year were able to write 100% of the
there was 12 months ago," said Insurance limits, too, he said - A seven-year discovery period renee form, Mr Wilson admits first $10 million coverage layer and
John Fenn, Lloyd's of London un- London brokers say they were m the event of cancellation by the "We certainly do not want to lose more than 60% of the $10 million

derwriter for non-marine syndi- able to retain existing U S liabil- underwriter, the under Airiter's re- business to an occurrence market " excess of $10 million layer, he said
cates managed by Merrett Under- 1ty business and attract new ac- fusal to renew or imposition of an However, he added, "We always Last year, it was hard to place the
writing Agency Management Ltd counts because of the increased ca- exclusion by underwriters, and a said that with the claims-made first $10 million D&O layer, espe-
Brokers and underwriters also pacity and relaxed terms offered one-year discovery perlid at terms form and one renewal under our cially for financial institution
agree that renewals were much less by Weavers in particular to be agreed upon if the policy- belt, we would review it again and risks
hectic than a year ago While there In May, Calfed Inc announced holder refuses to renew or cancels that's what we have done " London property insurance bro-
weie still long lines of brokers that it had formed London-based the policy Weavers normally Brokers say they were able to kers said they had to work hard
waiting to talk to underwriters, Anglo-American Insurance Co offers a three-year discovery pe- place most of their liability insur- during July renewals to maintain
most renewals were completed on Ltd with $80 million in capital mod if the underwriter refuses to ance renewals and some new busi- their business because U S prop-
or before July 1 and surplus to write excess liabil- renew or cancels the po. icy and no ness in London as a result of the erty insurance rates are so compet-
In particular, the London ca- ity risks discovery period if the policy- increased capacity and new terms 1tlVe However, London property
sualty insurance market eased sig- Weavers subsequently an- holder cancels or refuses to renew For example, while Howden underwriters also are reducing
nificantly from last year's July re- nounced that Anglo-American - A "slightly broader ' pollution found that smaller U S companies rates to compete with U S un-
newals-when very little new U S would underwrite 33 42% of Weav- exclusion clause "to make the lan- were shying away from London's derwriters, the brokers say
liability business was placed in ers' line slip, increasing Weavers' guage clearer," said Mr Wilson claims-made liability insurance "To my knowledge we have not
London-because the market's premium capacity by 50% This pollution exc.usion, for ex- market, large U S companies were lost one renewal,” said Mr Mann
leading casualty underwriters of- As a result, Weavers now writes ample, does not appl, "to any such interested in buying at least $25 of Price Forbes' property division
fered new capacity and easier up to 100% of the first $5 million discharge, dispersal, release or es- million in excess liability coverage "The (London) market has re-
terms, brokers agree excess liability layer, up from 80%, cape that is instantaneous m its in the London market and pur- sponded to the changing circum-
U S risk managers could buy up 87 5% of the next $15 million ex- happening " This in2ludes the chasing higher limits from an al- stances There Is more capacity in
to $50 million in excess liability cess of $5 million layers, up from explosion of any plant, equipment ternative facility, said Mr Drain the market $20 million (in limits)
coverage on the Weavers claims- 62 5%, and now participates on the or building, fire, lightning or Howden was able to place two have been increased to $25 mil-
made form, the Lloyd's of London $30 million excess of $20 million windstorm damage, collision, new Fortune 500 companies' excess lion "
claims-made form or both, brokers layer (Bl, May 4) overturning or upset ot automo- liability insurance programs in the While London property un-
say, more than many U S buyers In addition, Mr Wilson an- biles or railroad vehicles, product London market, said Mr Drain derwriters are not reducing rates
sought Many companies, brokers nounced last month that Weavers liability or completed cperations One company with sales exceed- as much as property underwriters
ing $2 5 billion purchased $25 mil- in the United States, "there are
lion in coverage on the Weavers moderate rate reductions," he
form excess of a $2 million to $3 said

said The other company, which London, however, is the "hard-
has a large propane gas risk, core Lloyd's property business"
bought $25 million in coverage on that has been placed in the London

‘ \ -
N F H I .t the Weaver form excess of ItS self- market for many years, said Mr
eW a CI I y I insured retention and bought a $25 Mann Rates for this type of busi-

1 million self-insured retention, he The property business staying in

million layer excess of $25 million ness did not rise dramatically dur-
on the more restrictive Lloyd's ing the hard market, so rates are

claims-made form cut only moderately as the market
"There could conceivably be a softens, he said
gap" between the two policies, However, the London market "is

"but with propane gas there is a finding it difficult to compete”

P rOfeSS I O n a I RI S k big-bang loss," explained Mr with the U S market for new prop-

Drain erty business, he said
Bowring was able to maintain ItS Mr Wooderson of Willis Faber

M a n ag e m e nt book of casualty renewals and agrees that London underwriters
place "three new pieces of busi- are "following the rates down" in

. ness," said Mr Tyndall "We only the property market, adding that

lost two accounts, one to the oc- property insurance capacity has

Se rVI CeS, I n C L] currence market in the U S and increased 60% to 70% in the last

the other to self-insurance "

vear
. .. . . . .- . Weavers' additional capacity is But Mr Hazell ob]ects to such
Specializing in Professional Liability Insurance Designed important in maintaining U S observations, saying he did not re-
. . . . business in London because now duce property insurance rates
for Groups, Organizations, and/or Associations London insurers can write $20 mil-  London reinsurers, meanwhile,
lion to $30 million of excess liabil- are attempting to hold rates stable
e ity coverage without gaps, said Mr and maintain current terms and
PRODUCTS ° Tradltlonal Sponsored Prog ram Tillndall Algo, "the IattgstpWeavers conditions for major U S property
extensions helped fight the occur- and casualty accounts, market ob-
0 Risk Funding Program renee market - servers say
) The increased capacity at Weav- Rates for casualty treaties are
- Captlve ers "is obviously helping a lot,” remaining "firm and conditions
P said John Wooderson, chairman of are holding," said one reinsurance
- Rent—A-Capthe the North American non-marine underwritgr Sunset clauses and
- POOllng division of Willis Faber PLC limited reinstatements, which were
. . "Weavers' increased capacity introduced last year, are being re-
- Risk Retention Group and extensions made a lot of tained during renewals, he said
American people happy,"” added On property treaties, "reinsur-
SERV'CES . Complete Administration Martin Howell, deputy chairman of ance pricing is holding," said the
. the casualty division of Price reinsurance underwriter "There is
* Policy Issuance Forbes "The majority of people more capacity available, but it is
. have taken advantage of Weavers not considerable
* Claims Management enhancements * "But there is no sign of us losing

* Program Design However, Simon Harrap, chair- the business at the moment," he
man of the North American non- said "When you're looking for ca-

marine division of Stewart tastrophe cover, you're still look-
M I N I MU M PREM I UM $230005000 Wrightson Holdings PLC, ing in all markets in the world "

W | . L f izati warned that while Weavers' en- Last year was virtually catastro-
e We Clome Inquiries from groups, organizations, hancements "will answer the criti- phe-free for U S property ac-
associations, brokers, or agents cisms voiced (about the form) and counts, an unusual occurrence, so

it will be easier to sell, no one is underwriters made good profits, he
hell-bent on purchasing a claims- pointed out, adding this could
made wording If a company can force property reinsurance rates to
PROFESS'ONAL RlSK MANAGEMENT SERV'CES, |NC get an occurrence wording in the decrease However, he said that
us, itwii1” one year without a catastrophe "is
Beverly H. Patrick, President or This renewal brokers also could unique Even with one year loss-
Martin G. Tracy, Vice President place medical malpractice and free, we cannot go back to the old
’ K lawyers professional liability risks, ways "

1444 Eye Street, NW, Suite 1100 two types of coverage that were Overall, he said, "indications are
Washington, DC 20005 practically impossible to place a that the business is beginning to
year ago soften But this year there's been
(202) 682-3800 Weavers, for one, is offering ad- more of a consolidation than a

ditional capacity for other types of softening "

Please contact:



Reinsurers offer softer terms,
steady prices during renewals

This has put pressure on rates and conditions, he
said

By JUDY GREENWALD

and DOUGLAS McLEOD
"We feel that in the casualty market, reinsurers are

The reinsurance market IS showing some signs of not responding to the pressure of rate reductions as
softening, although prices are not falling except for much as in the property side," he added
some property risks, reinsurers and brokers report While noting some rate reductions for certain types
While property reinsurance capacity increased and of business and some loosening in casualty treaty
prices m some eases dropped during July 1 renewals, terms, several other reinsurers report relatively little
softening in the casualty lines is generally taking the change in the market for July 1 renewals
form of less restrictive terms, brokers say "l don't think we see very much change," said N
Among other things, casualty reinsurers are extend- David Thompson, president and chief executive offi-
ing or eliminating sunset clauses, observers say cer of North American Reinsurance Corp in New York
Rates for casualty reinsurance coverage have not There have been some rate reductions, he said, but he
shown any signs of retreating yet, say brokers and added, "It is not significant "
reinsurers, who note that the last down cycle is still too In some cases, he said, prices are being reduced to
fresh in everyone's mind to permit cutthroat price the level where they should have been
competition to resume "It's been pretty much status quo," said Chuck Sab-
"l think, in general, reinsurers are holding the line, bah, chairman of Fortress Re Inc,a Burlington, NC,
but with greater and greater difficulty," said Bard E underwriting agency that primarily specializes in
_Bu'\r)aes\,/ hkairman of Constitution Reinsurance Corp writing aviation and non-marine property business on
i New yor behalf of four Japanese insurance Companies
-Reinsurers were so bloodied by the last few years, "If there's been any change, it's been so slight, it's
they're not going to give up very easily," he added not even worth mentioning," he said "I think a lot
"They're cautious about not leading any market of (ceding) companies have learned their lesson" be--
parade with reductions," agreed John W Smithson, cause of problems with uncollectible reinsurance, and
president and chief operating officer of PMA Reinsur- are willing to pay more for secure reinsurance
ance Corp in Philadelphia, who believes the "real The reinsurance market in the U S has a far greater
test" of the market will come in January discipline than we've had heretofore," said Martin P

They have one good year, but there are a lot of past Jackson, president of New York-based U S Interna-
sins to atone for, and you don't atone for those in one tional Reinsurance, formerly the Home Reinsurance
fell swoop," said Mario Leo, executive vp with TPF&C Co
Reinsurance, a unit of consultant Towers, Perrin For- As a result, he said, more and more business iS now
ster & Crosby Inc in Darien, Conn returning to the United States rather than fleeing,

Nevertheless, brokers %enerally report a somewhat while more international business is coming to the
easier time completing this year's July 1 renewals United States
eompared with their experience in recent years Michael R Pinter, executive vp in charge of treaty

"It's gone much more smoothly Things that dragged underwriting at Kemper Reinsurance Co in Long
out into July and August last year are done this Grove, lll, said the biggest change he has seen in the
year," said Michael Rothpletz, senior vp for treaty re- marketplace this renewal season is that some rein-
insurance with G L Hodson & Son Inc of New Hyde surers are no longer applying the coverage constraints
Park, NY,a unit of Corroon & Black Corp implemented last year in certain areas

Mr Rothpletz reported more capacity for property Sunset provisions are being taken out in Certain in-
risks and some price reductions, though he said that stances, for example, and where last year reinsurers
such reductions aren't being offered yet for casualty limited reinstatements of treaty limits, this year they
risks may be unlimited

Improvement in the casualty market, for example, 15 "We don't see substantial changes in anything," said
taking the form of extensions of the terms of sunset Paul D Hawksworth, executive vp of the Mercantile &
clauses-which gradually phase out coverage over a General Reinsurance Co of America, based in Mor-
defined period-to seven years from five years, and the ristown, NJ, which writes only treaty business
addition of new markets taking small lines on ca- "Certainly, in an account-by-account basis, you may
sualty placements, particularly in working layers, Mr see some price weakening, but these tend to be single
Rothpletz said situations, and | wouldn't say they're characteristic of

Ceding Insurers generally are looking to buy more the market "
reinsurance in the working layers of casualty pro- There certainly is no softness or weakness in the re-
grams, he added trocession market, and this generally drives the rest of

"I think they were a little bit uncomfortable with the the market, he added
retention levels they were forced to go to in the past," "From a reinsurance standpoint, | think we may run
Mr Rothpletz said on an even keel for a while," Mr Hawksworth ob-

Aggregate caps-which limit total payouts under ca- served
sualty treaties in a given year-and limited reinstate- "The reinsurance terms are holding up pretty well,"
ments of treaty limits are still being required and said Jeremy R Wallis, president of the New Zealand
probably are "here to stay," he added Reinsurance Co of America, based in Chatham, NJ,

For most reinsurers, however, the claims-made form which writes only treaty business Where there has
is no longer of interest for any but the largest, most been some softening, it is Justified, he said "There's no
hazardous risks madcap competition developing "

The whole claims-made issue is dead," Mr Roth- "Things have held pretty steady" on treaty business,
pletz said "They recognize that it's not going any- agreed Nigel Harley, president of Continental Reinsur-
where on the primary side" except for Fortune 500 or ance Corp in New York
1000 companies that already were insured on a claims- However, Leonard J Meredith Jr, president and
made basis chief executive officer of NWNL Reinsurance Co in

Even London reinsurers, he added, "realize that Minneapolis, said he has found the market more unset-
claims-made is not going to go on the ordinary busi- tled for treaty and facultative risks
ness” "It's the biggest mixed bag I've ever seen in my ca-
Some reinsurers are increasing per-person limits on  re=r There is nothing definitive, as | see it It is
upper-layer workers compensation coverages, while the most undefined marketplace I've ever been in," Mr
reducing rates, said Demarest S Newman, senior vp Meredith observed
with Cole, Booth, Potter Inc in Old Bridge, N J "We've effectively decided to withdraw from the
Casualty treaty reinsurers also may expand the ag- market," he said NWNL Re has not been renewing
gregate caps that were imposed when the market much of ItS portfolio, and has not written a new piece
started to constrict in 1984, Mr Newman added, ex- of treaty business since January, he said Its faculta-
plaining that underwriters may use an expanded ag- tive property business IS 25% of last year's level,
gregate as a "carrot” to help retain ceding insurers while it is writing 40% of last year's facultative ca-
"There is no question about the fact that there IS sualty business
softening (in terms) in the reinsurance market," he ob- "We'll be cutting back and cutting back until we're
served "U S underwriters are unwilling to admit that down to nothing but our long-term relationships," he
they are doing anything less than they were last year, said
but in practice that is not the case " Other reinsurers have reported generally more com-
Rates on some property reinsurance renewals, mean- petitive conditions in the facultative market, which
while, are going down, while other property programs some say is loosening more dramatically than the
are renewing at expiring rates, Mr Newman added treaty market
Ceding companies are still increasing their reten- James E Dwane, president of the Prudential Rein-
tions on property risks and are focusing more on surance Group in Newark, NJ, said rates on facul-
buying second- and third-loss reinsurance protection, tative casualty risks are "more or less in line They
he said seem to be adequate at this point "
"Property business in general seems to have had However, he noted also that "there's been a shift in
fairly significant rate reductions," agreed Frank'Haftl, the buying habits "
president and chief operating officer of Metropolitan Reinsurers, he said, are being asked to respond to
Reinsurance Co in New York, discussing treaty busi- moderate-to-high hazard risks as compared to a year
ness or two ago, when they were asked to reinsure low-to-
Mr Haftl added, "This is probably because the ca- moderate hazard risks Today, primary companies are
sualty market's still not generally sought after, and keeping more of the latter risks to themselves, and
more and more people are seeking property business " buying reinsurance for the moderate-to-high risks |
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update

MMRMA nixes bond issue

LIVONIA, Mich -The board of directors of the Michigan Munici-
pal Risk Management Authority has decided against a bond issue to
fund the $10 million occurrence-based liability limit it offers mem-
ber municipalities, board members say

At a board meeting last month, the directors opted against a bond
issue of at least $25 million to replace a combination of commercial
reinsurance and self-insurance of liability limits excess of member
municipalities' standard self-insured retentions of $50,000, con-
firmed Robert Deadman, a MMRMA board member and city man-
ager of Farmington, a Detroit suburb (BI, Feb 16 )

MMRMA, a municipal self-insurance pool, may reconsider the
bond issue at a later date, Mr Deadman said

The MMRMA board also hired a Los Angeles-based executive
search firm to find an executive director who will oversee MMRMA
operations and report directly to the board of directors

MMRMA IS working with the accounting firm of Coopers & Ly-
brand to determine what the executive director's authority and
responsibilities will be, Mr Deadman said

Meanwhile, Coopers & Lybrand IS also performing a comprehen-
sive audit of MMRMA, including an analysis of the pool's reserves,
he confirmed The audit may be completed within 90 days

EPIC seeking capital

NEW YORK-Solicitations for capital to establish a risk reten-
tion group that would write environmental impairment liability
msurance went out last week to companies and brokers that had
expressed an interest in the prolect, known as Environmental Pro-
tection Insurance Co , or EPIC

Already agbout two dozen letters of intent to join EPIC have been
received, according to Karen Bellus, a vp with the national market-
mg division of Alexander & Alexander Inc

Alexander & Alexander Services Inc was granted a permit by the
lllinois Department of Insurance to solicit the capital

A&A hopes to raise at least $30 million by Oct 31 for the facility
to provide gradual as well as sudden and accidental environmental
impairment liability coverage with limits of $5 million per occur-
renee and $10 million annual aggregate

RRG declaratory relief sought

WASHINGTON-The National Assn of Insurance Brokers IS ad-

vising the U S Department of Commerce on how to improve imple-
mentation of the 1986 Risk Retention Act

"NAIB recommends that the Justice Department be ordered
to assist risk retention group participants in seeking declaratory
relief in the federal courts whenever state laws conflict with the
Risk Retention Act," wrote NAIB Laws and Legislation Chairman
Alan G Page, in a July 8 letter to the Commerce Department

Other recommendations include placing the responsibility for
solvency oversight with the regulator of the group's domicile state,
strengthening provisions authorizing brokers and agents to repre-
sent groups, exempting risk retention groups from participating in
joint underwriting associations, permitting groups to offer employ-
ers' liability, and clarifying risk retention groups' exemption from
federal securities laws and state surplus lines laws

The suggestions were solicited by the Commerce Department,
which will report its findings to Congress by Sept 1

Chrysler fined $1.5 million

WASHINGTON-The largest penalty ever for job health and
safety violations-$1 5 million-was assessed against Chrysler
Corp last week by the Occupational Safety and Health Adminis-
tration

OSHA cited Chrysler's Newark, Del, plant for 811 alleged in-
stances of violations of safety and health standards, including
willfully exposing workers to lead and arsenic

The agency also said Chrysler is not fully complying with OSHA's
hazard communications standard, which requires employers to no-
tify employees of any dangerous chemicals in the workplace

Chrysler has agreed to pay the fines but has not admitted
violating any OSHA standards, according to the agency

Briefly noted

A bill to extend the Price-Anderson Act and increase liability
limits for nuclear power reactors to $7 billion from the current
level of $700 million was approved by the House Energy and Com-
merce Committee last week (Bl, June 1) The 9th U S Circuit
Court of Appeals in San Francisco has declined to review aUS
District Court decision that permits a former Firestone Tire &
Rubber Co. employee to sue his employer for exposing him to toxic
substances, even though he had not exhibited any signs of illness
(BI, April 6) An attorney for Firestone, which filed the appeal, said
that the company could again ask the appeals court to review the
decision at a later time Sedco Forex of Dallas was awarded
about $115 million by the Iran-U.S. Claims Tribunal to compen-
sate the contract driller for properties that were expropriated dur-
ing the 1979 Iranian revolution The award to the Schlumberger
Ltd subsidiary could be the largest yet handed down by the
tribunal The College of Insurance in New York has hired an
executive search firm to find a replacement for President Linda H
Lamel Ms Lamel said that the college's improved financial posi-
tion allows for the search, which originally had been scheduled for
12 to 18 months after she was named president in 1983 Separately,
new trustees were elected last month Joseph Fahys, president and
CEO of the New York Insurance Exchange, Richard H Blum, presi-
dent and CEO of Guy Carpenter & Co, Robert Sanford, president
of Smyth, Sanford and Gerard Inc, Richard E Meyer, executive vp

of Johnson & Higgins, and Thomas A Cook, chairman and CEO of
Cook & Miller International Ltd
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Carriers suit

Continued from page 2

filed by Carriers' management as $32 5 miillion

showed a surplus of $9 3 miillion,

the suit says

Howevei, in a June 26, 1985, re- plaint charges

port, the accounting firm of Peat

Another report by Mr Toi prove how much money was owed according to the complaint
Marwick Mitchell & Co, since ren- showed a surplus deficit of $40 7 to it, had inadequate data pro-
amed Peat Marwick Main & Co , milhon as of Sept 30, 1985, and cessing and account:ng practices, Carriers directors were negligent
refused to certify its audit of Car- Mr Toi Informed the lowa depart- had uncontrolled managing gen- m
ners and said that the insurer "ap- ment of "some of these facts,” the eral agents and lacked coordina-

peared to be insolvent,"” the suit suit says

says

John Toi, Carriers' former chief eis later concluded that Carriers
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During efforts to rehabilitate the

financial officer, also warned in a had a surplus deficit of $854 mil- to turn the situation around," and Miller said the lawsuit was a
Sept 15, 1985, report that Car- lion as of Nov 30, 1985
ners could be insolvent by as much

Carriers was ordered liquidated "shock" to the four men, who had

State guaranty associations worked with the Insurance De-

insurer, the lowa department eventually will have to pay at least partment for five years "in a good
The four directors ordered Mr found that "Carriers had lost ItS $117 million in claims to Carriers faith effort "

Toi to destroy this report, the com- reinsurance protection, couldn't policyholders, while other claims

The statement also noted that the

collect monies due to 11, couldn't will total an estimated $20 million, elder Mr Ruan had invested $122

million in Carriets in the two years
The suit charges that the four before it went under
Separately, another book of Car-

riers business has resulted in a

« Allowing Carriers' financial lawsuit filed in U S Disttict Court

tion between departments,” ac- condition and relationships with foi the Southern District of Texas
Insurance Department examin- cording to the complaint

Regulators found it "impossible surers to deteriorate to the point

guide

Summary Plan Descriptions
$1500 +

Handbooks, Enrollment Packages etc
= We supply maJor benefit firms
= Business Insurance Award Winner

« 8 yrs consulting exper/reg'l head of nat 1 firm

213-859-0800

TROUBLE COMMUNICATING WITH DP?
We have the expenence in OP and insurance to

* represent your interests
document your needs
create user manuals
train users

assist in system testing
’

rates

Sandm Lowry
P O BOX 744 / LONDONDEPRY NH 03053
(603) 437 5731

Use the Insurance
Services Guide to
reach your best

prospects.

The Risk Manager's

#1 Reference

Practical Risk
Management

"The Professional's Handbook"

Send $275 ($10 morelf we bill
add postage overseas)
To Practical Risk
Management
P O Eox 10093
Oakland CA 94610

- Telephone (415) 653-3687

RISKMASTER
SOFTWARE

GENERAL CLAIMS
WORKER'S COMP
VEHICLE ACCIDENTS
CHECK WRITING
FOR: PC/MINI/MAINF

(313) 261-4440

ONSITE TRAINING

v H ONGO/NG SUPPORT

Gt ESKendS EffpiopeE SIS de EXeEtly att eyl requirements

ual claims on both manual and on-line"pro-

lilinghast

INSTALLED IN OVER
32 STATES & CANADA

For advertising information in the INSURANCE SERVICES GUIDE Contact: Margaret Hikido,
740 N. Rush Street, Chicago, lllinois 60611. Telephone (312) 649-5340

insurance departments and rein- in Houston
In an amended complaint filed in
where the insurer lost its licenses April, Rollins Burdick Hunter of
or was forced to make special de- Alaska Inc charged that a Carriers
posits or establish trust funds MGA, Huntsville, Texas-based
= Allowing MGAs to operate Corporate Underwriters Agency
without adequate home-office con- Inc, and its principal, Harley L
trol and without remitting premi- Carlson, mishandled business pro-
ums to Carriers duced by RBH
+ Allowing sums due from sub- Specifically, the lawsuit charges
sidiaries to go unpaid and later in- CUA and Mr Carlson with decep-
curring debts to the subsidiaties tive trade practices, fraud, misrep-
"of such magnitude that the subsi- resentation, conspiracy and viola-
diaries failed after Carriers tion of the federal Racketeer
failed * Influenced and Corrupt Organiza-
= Failing to maintain proper tions Act
data processing facilities and Among other things, the com-
claims management procedures plaint charges that CUA and Mr
O Failing to maintain adequate Carlson improperly moved primary
resserves casualty coverages for two Alaska
= Selling policies to companies public entity clients of RBH from
in such poor financial shape that Carriers Insurance Co to the in-
they were unable to pay premiums surer's New York subsidiary, Car-
« "Indulging in the sale of ex- riers Casualty Co Carriers Ca-
otic 'insurance' products such as sualty-ordered liquidated in
the 'residual value program' with- October 1986-was a non-admit-
out adequate underwriting or rein- ted insurer in Alaska, which meant
surance, and employing unortho- claims against it are unprotected
dox marketing methods such as by the state guaranty fund
(the) sale of insurance in Alaska Carriers also wrote workers
through a Texas managing general compensation coverage for the two
agent with illusory remsurance in public entities, Kenai Peninsula
the Bahamas " Borough and Arctic Slope Regional
The complaint also charges that Corp
The complaint also says that
fiduciary duties by engaging in Carriers and Carriers Casualty
self-dealing The suit charges Ihat acted as fronting insurers for 'the
the four men two public entities and that the
= Authorized Carriers to invest two insureis were 100% reinsui ed
$1 million in preferred shares of by Southern Reinsurance Co Ltd,
Bankers Trust Co of Des Moines, a reinsurer incol porated by CUA
which is controlled by the elder and Mr Carlson in the Turks &
Mr Ruan, and failed to divest the Caicos Islands in 1981
shares-which dropped substan- The complaint charges that
tially in value-when advised by Southern Re, in turn, ceded all of
Carriers' auditors that the invest- its risk to retrocessionanes "that

the four directors breached their

ment was not legal became insolvent and/or ques-
« Authorized the sale of Cal - tioned the propriety of defendants'
riers' home office building to an- actions "
other corporation controlled by Arctic Slope Regional Corp has
Mr Ruan, which provided Carriers received no payments on mote than
with unsecured installment notes $1 2 million in claims, the com-
for $69 million of the sale price at plaint says
interest rates below the then-pre- CUA and Mr Cailson also con-
valling market rates verted premiums for their own use,
« Failed to promptly bill Ruan- the complaint charges
controlled trucking companies in- While CUA and Mr Carlson told
sured by Carriers and refused to tho two entities that workers com-
direct the companies to remit more pensation coverage written by Car-
than $1 1 million in premiums riers would be non-auditable, Car-
owed to the insurer riers' hquidators later demanded
The lawsuit seeks damages of at additional piemiums, according to
least $60 million on the negligence the complaint
charges and at least $3 million on RBH paid $34,278 on behalf of
the self-dealing charges one of the entities in February, but
In their Joint answer, the foul the hquidator's claim of $382,000
directors generally deny the negli- against the othei entity has not yet
gence allegations and specifically been settled, the complaint says
deny that Mr Toi was ordered to Mr Carlson also is charged with
destioy his report on Carriers' fi- stripping the assets of CUA and
nancial condition Southern Re and converting them
Mr Toi was asked not to distrib- to his personal use
ute the repoi t because some of its CUA and Mi Cailson invested
assumptions were questionable, the proceeds fiom the alleged
the directors assert fraud in Best Holdings Inc , a
The answer also denies the self- Texas holding company owned by
dealing chaiges, maintaining that Mi Carlson, and Stone Mountain
« Bankers Tiust obtained pei- Insuiance Co, a Geoigia-domi-
missionfromfedoialand statelog- ciled insuier thal Best Holdings
ulatols to issue piefened shaies at acquited fiom a unit of Alexandet
the piice ultimately paid by Car- & Ale>under Seivices Inc, accoid-
riers ing to the complaint
* The lowa depaitment gave Answers to the amended com-
Carriers permission to sell its home plaint have not yet been filed
office building and the building
was sold at a profit of $3 4 million denied the charges and specifically

The Ruan-controlled entities that denied evei converting premiums
issued the unsecured notes have or assets foi his own use

In an interview Mr Carlson

never missed a payment on the
notes, the answer says

"l was suiplised at all the alle-
gations they weio making,” Mi

» Ruan-contiolled policyholders Carlson said
of Carners weio ticated like all Ho added that RBH Idwyels have
other poligholders and that a le- discussed settling the case if Mi
gitimate dispute exists ovei the Carlson can find letroactive insul-
amount of additional plemium anceiciloplace Cairieiscovelage
owed to Cari iers Attorneys foi RBH could not be

In his statement last month, Mr reached foi comment -
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. . . commercial insurance, Dr Norman noted "It's as expensive, Crucet noted "We will accommodate all physicians in the

Florlda med |Ca| mal pl"aCtlce if not more, than the coverage from insurance companies " state of Florida, except for malefactors," he said

Continued from page 1 . Fo.r t.example, Dr.Norman, a plastic surgeon, is paying the . In addition, a sp.okesman for. fZNA Financial lCorp said the
In fact, many of those new residents stay only half a year, Physicians Protective Trust $5,500 per month, or $66,000 an- insurer has submitted a rate filing to the Flozida Insurance

returning to homes in other states during the summer nually, for $500,000 in claims-made coverage Department to provide a market for physicians whose poli-

There is a "lack of a sense of community," agreed David Next year, the cost will nse to $90,000 for the year, and by cles were not renewed by CIGNA No additional details
Rader, president of the Florida Physicians Insurance Co in the time the five-year policy expires in three years, the pre- were available from the insurer or the dedpartment )
Jacksonville, Fla, which is sponsored by the Florida Medical mium will be $150,000 annually, he said ) ) Florida physicians who cannot find coverage elsewheie
Assn A neurosurgeon in the fifth-year of a claims-made policy also can turn to the state's joint underwriting association for

Fueling the surge in litigation is the large number of attor- pays $190,000 per year to the trust and a gynecologist pays coverage. but the cost can be high )
neys in the state, some observers say "We have a lot of $160.000, he said ) ) Dr'Norman said a Florida nedrosurgeon, whose policy was
skilled, agﬁressive plaintiffs' attorneys.” Mr Dickinson sai Dr Norman is also paying a $70,000 assessment this year to canceled by St Paul and who was denied coverage by othei

d
Florida has "crackerjack lawyers,” Mr Rader agreed a trust from which he previously purchased coverage that has insulgﬁrs, eventuallxl paid $200,000 for a pglicy with $250,000

"They do a great Job " sustained heavy losses its, the maxi urT1 provide-d by the JU. ' ) )
If these attorneys lived in lowa rather than Florida, then Among the trusts currently writing coverage for Florida Among the possible solutions to Florida's malpractice in-
lowa "would have malpractice rates that would go through doctors are, X X surance problem the governor's .corrlmlttee _COUId consider is
the roof,” Mr Rader asserted * Physicians Protective Trust Fund in Coral Gables, the the proposal by Insurance Commissionez Bill Gunter to cre-
"When | started my practice in 1969, one in 30 doctors had Iargﬁst with 4,000 physicians ate a medical malpiactice insurance pool to pi ovide coverage
ever been involved in a malpractice suit,” Dr Norman said r Dickinson said the trust increased rates an average of for the state's hospitals and doctors (BI, Api il 27)
"Now, the odds are that one of every four doctors will be 35% m 1986 and 22% this ysar But with St Paul'g July 1 The Legislature, however, this year rejected the pioposal to
sued this year " increase, Mr Dickinson sald the trust's rates aré now about cioate the Florida Hospital & Physician Liability Assn ,
Insurance rates are high "because of the frequency of suits 25% below St Paul's in Dade and Broward counties and which would have provided claims-made coverage to all
and the amounts of the awards It's as simple as that," Dr "plus or minus" 8% of St Paul's rates in other parts of the prachtanggkgxsmmns and more than 200 hosB|taIs
n r

Norman asserted state e proposal, hospitals would have been required to
But Steve Masterson, executive director of the Academy of Physicians Protective offers coverage limits of $2 million cover their staff physicians for incidents that occui red
Florida Trial Lawyers, defended attorneys in the state The per occurrence/$4 million aggregate ) _ Wwithin their facilities up to limits of $250,000 per event
correlation between attorneys and malpractice suits has "al- + Florida Physicians Insurance Trust in Tallahassee, with with an annual aggregate of $750,000 The hospitals would
ways been proven to be a myth," he said, adding the proper 1,200 mediical doctors and osteopaths, plus 500 podiatrists have been required to purchase from the pool the minimum
correlation is between suits and the number of medical pro- r Atkins said the trust incfeased Its rates about 14% on medical malpractice insurance required by law per-claim
cedures that cause injuries Jan 1,1986, and 18% on Jan 1,1987, and says 1ts rates are limits of $10,000 per bed up to a maximum of $2 5 million
Few of the academy's 2,700 attorneys specialize in medical roughly 30% lower than St Paul's Mr Gunter now IS pushing to have the proposal reintro-

malpractice litigation, he pointed out "Personal injury is not Florida Physicians Insurance Trust offers limits of $1 mil- ducegi én the Legislﬁﬂt_ure_in Selptem er o _
an area that has been expanding, it'S been contracting," he lion pgr oceurre ce/$3 iIIi?n a%%reig’b?te L Spence;a Miami attorhey who specializes in medical
said * Anesthesiologists Professional”Assurance Trust, which is malpractice litigation, said one proposal that may be consid-

Florida's malpractice problems also stem from the fact that managed by Alexander & Alexander Inc 's Miami office and efred b%_the Legislat,ure IS the creation of a state insurance
Judges in the state are given discretion in how they instruct has fl?_&'ﬁénsmbers und, with the

tate's 33,000 doctors charged premiums on
the juries, which could bias the juries in plaintiffs’ favor, Mr aragon Fund, operated by Madio & Co, which the basis of their specialities and incomes Under the plan

Rador noted writes coverage for 200 urologists no doctor would be required to pay more than 5% of his or
"Southern Florida juries have been excessively generous," « The South Florida Ophthamological Self-Insurance her irx:ortr;]e for covell'agte . y I
said Ralph R Macho, whose firm, Macho & Co, runs the Trust LP Migmi with 90 rg mbers . . . o nother proposal is to create a workers compensation-like
Paragon Fund, a self-insurance trust based in Hollywood « The South Broward Hospital District Physicians Profes- system for medical malpractice claims in the state, with in-
Fla ’ ’ sional Liability Insurance Trust in Hollywood lured parties paid according to a pre-established schedule,

Because of these factors, insurers in Florida split the state * Caduceus Self-Insurance Fund in Fort Lauderdale Obsewe.rs r.mted L .
in two when setting medical malpractice rates, said Mr Ab- Spokesmen for South Broward and Caduceus could not be Mr Dickinson of Physicians Protective Trust noted that
berger And physicians in the southern part, where rates are reached for comment L . . some observers bellleve a $450,000 cap on punitive damages
much higher, have begun to protest, he said mong the new sources of malpractice insurance in Florida enacted by the Legislature last year that was later declared
"I think because rates for malpractice are higher in that is Premier Alliance Insurance Co , based in Westchester, lll, unconstitutional b_x the Florida aupreme Court might be
part of the state, physicians there have been less tolerant of owned by Premier Hospitals Alliance Inc ) ) acceptable to the judiciary if the "pfopei foundation™ for it
further increases," Mr Abberger observed He adds that doc- But, Premier will insure only 40 doctors associated with were laid (BI, April 27, Mag 4) )
tors can't easily pass on insurance rate hikes to patients be- Memorial Medical Center in Jacksonville, Fla, also owned by~ _ 7" Inetance, a preamt 'e 10 @ proposal St?;'”gttht‘j:reh's
cause health Costs in southern Florida are already higher Prelgﬁier Hoi;ﬁitals . . . an ove g public neec Tor Such a cap could estabish a
than in othor arcas remier Alliance began writing physicians professional 11- foundation, he said, adding there is now a push for a consti-
It's not only commercial insurers raising rates Florida ability coverage in Florida on July 1, says President Robert tutional amendment splacinlg/a cap on punitive damages _
Physicians Insurance Co in Jacksonville, sponsored by the Pierson The insurer offers coverage of $1 million per occur- Other proposals observers say could help alleviate the situ-

Florida State Medical Society and owned by its 2,500 policy- renee/$3 million aggregate at rates comparable to those ation, some of wqich have been made in other §tates, include
holders, raised rates an average of 35% in January 1985, offered by St Paul, he said * A statute limiting attorneys’ contingency fees

30% in January 1986, and 25% in January 1987 Its rates now Physicians National Risk Retention Group Inc also is - Eliminating joint and several liability

are "relatively comparable” to those charged by St Paul, seeking to write business in the state Last mgnth, U S Dis; Under the Tort Reform and Insurance Act of 1986 passed

said Mr Rader . _ _ o _ trict Tourt Judge Maurice Paul ordered the Baton Rogue-La by the Florida Legislature, Joint and several liability applies
The company/ which writes maximum limits of $1 5 million based insurer to stop selling the coverage to Florida physic- in cases where damages exceed $25,000 only to economic

er occurrence/$45 mi&ion agﬁqreg_ate, expects to write be- ians until the risk retention group could prove its financial damages and only when the fault of the defendant is found to
ween $45 million and $50 miflion’in gross premiums this position was better than statéments submitted to the Florida be egual tg qr greater than th fau;t of Hwe C%lalntlﬁ Joint and
year, Mr Rader said department indicated (B, June 15) . . several hability remains in & ect for all economic damages
Medical malpractice coverage for about half of Florida's Douglas Crucet, who heads the risk retention group, said and for non-economic damages under $25,000
thsicians now is written by self-insurance trusts, according the gromap, which has more than $1 5 million in capital, sub- * Limiting the instances in which insurers could be suod
0 a spokeswoman for the Florida Insurance Department The mitted additional financial information to the department, for bad faith and forced to pay jury awards that exceed pcl-

trusts are owned by member physicians,,who can be as- and he expects to receive word from the department this icy I/L\mits . ) .
sessed for any deficits week as to whether it can pursue business in the state = A more effective system of pulling the licensos of mar-

Coverage issued by the trusts is not always cheaper than So far, the group has issued bindersto 165 physicians, Mr ginalorpoordoctors

Bl Insurance Index
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Brokers Pnce % Chg P/E $ Div % YId High Low Vol (000) Pnce % Chg P/E $ Div % Vid High Low Vol (000) .
Falrmont Finl Inc AMEX 17.63 OO0 99 000 OO ©.00 ©.00 oo 505
a1a 7
Aexanor & Atoxander Sves | NYSE 26.005 05101 0055  sesssnes s Fremanfdcon NYSE36.000712404011 222328 o0
Baldwin & Lyons Inc otc  20.00 0.0 84 O20 10 _ 20.00 20.00 0 2 Fremont Gen Corp ‘g‘_’rc e T Dee o2 oo aoe B 800
Corroon & Black Corp NYSE 30.38 30 14.1 0 84 2 8 30.50 29.75 232 9 Great West Life Assurn Co S ey 2 S S S0 5S es0 1888  asze 295
Gallagher Arthur J & Co orc 20.00 00 15 4 0.40 2 O 20 sSo zo.00 21 1 Home Group Inc - - soo
ol o B & Go Ine NYSE 13.50 59 00 000 0O 1425 1zes  s700 e BABO B> 553 056 16 54.60 332.00 oo a
s
Harleysville Groi Inc oTe 1625 00 S1 040 25 16 SO 16.25 212
Marsh & Mclennan Gos Inc NYSE61.88-0216924039 e=2soerrs o257 A S team Boiler Insptn OTC 31 002513510032  21.00 20.50 7s7 as0
Poe & Assoc Inc oTc 12.25 00 15 5 0.40 3.3 12.25 12.25 12,7 Kans City Life Ins oTc 28.75 09 111 096 33 z28.75 28.50 36 4 i
AGENTS/BROXERS AVERAGE isa a4 Kimper Corp ote 31.25081080.6019 31.7531.25 2444 a7s
170
Liberty Corp S C NY§E . g o ‘.71 o 7% 4 so.75 s0.20 151
) - o113 acss 3547 iacs
Conglomerates & Holding Cos. Q) Tl DA T 0 A pAcY 4 02, (J gl» A’ 420 oeo = 0. 400 ™
nSC p nC oTc 55.63 OO0 188 000 OO 55.63 55.63 a1 ’ 11
26 00 24 50 s 158
Berkley W R Corp ore 2a75-66 84 o=2s8 11 26.25 24.75 7262  NacRe Corp ore 24.500 0 3220.0000 -
Berkshtre Hathaway Inc Del OTC 3500.00 1 4 116.2 0 00 O O 3500 00 3420 00 T obel ins Lt ote 1275-38 96 037 29 1375 1275 206 S-70/82#22
64.75 63.00 1.291.8 _ 27.50 27.25 195 1 - aa
CIGNA Corp NXSSEE5624%Z§50270191% gc8)9 élg e O e Y Northwestern Natl Life Ins orc  2725-05 78 096 35 e 5
nl Corp (CNA) - - - Ohio Cas Corp oTc 4500 2.3 12 8 1.6e8 3 7 45.00 44.00
General Re Corp NYSE 5150 -53 158 100 19 54.75 51.50 1,577 6 old Rep Intl Corp oTc 30.0000 107 0.802 7 30.25 30.00 112 9 f 1
24.00 22 .50 eae
1T (Hartford Group! NYSE 60.0034 15410017 038587531154 OrionSep oo nYsEsmeosecoore 82
Sears Roebuck & Co (Allstate) NYSE 50 13 -0 5 13 0 2 00 4 O 51.2550.133.537 4 _ 0 com ot 1ass 36 11 7 0.704 © 14 38 13.75 1e52 Industry stocks rose this week as the Bus,-
Transamerica Corp (OccldentaD NYSE 42 38 46 95 176 42 43 25* 40.50 1.897 9 Provident Life & Acc Ins Co ortc 2075 25 115 084 40 20.75 20.38 1,006 O ness /nsurance stock index climbed 1.2 points
""" . — 10.25 10.13 94 4 -
CONGLOCRATES/HOLDING COS AVERAGE 64 2 o= Reliance Group Hidgs Inc S e S e 48.00 46.25 1,235 7
St Paul Cos Inc ot  46.7627 10817638 : - . to 481.2 on July 9 from 480.0 on July 1. Of 65
SAFECO Corp ore Bers-aocntiosesz  SneesevenEres industry stocks monitored, 27 posted in-
,
Ins,09.3 - . .
Scor U'S Corp ere 1225-125 146 000 00 14201222 a8 creases, 25 showed declines and 13 remain un-
OTC 11.00 48 61 0.00 00 11 00* 10 75 147 2 Selbels Bruce Group Inc - . : . .
Acceptance Ins Hldgs Inc .
P e s 1SS NYSE 59.25 -1 3 91 276 47 59 75 59 25 4.231 8 Selective Ins Group Inc ot 2588-0510009236 20002550 2900 changed. Advancing issues were led by: Wash-
American General Corp NYSE 4013 03 108 1.25 3 1 40-3840.00 1,848 6 Statesman Group Inc e L S S A2 S e rie a7 ington National Corp, up 13.7%, Hanover
ore . .
Amern Heritage Life Invt Co NYSE 32 25-08 16 30 96 3 0 32 75 32.25 21 Toklo Marine & Fire Ins Co | c 8 7% ,O ion Capital C
American Indty Finl Corp oTc 1550 33 OO0 112 72 15 SO 14.50 151 s os 5 .00 sos.8 nsurance Co., up o./%, Orion aplta orp., up
Torchmark Corp NYSE 28.25-17 101 1 204 2 - o . E k B. Hall 0 i
American Intl Group Inc NYSE 66 63 1.6 153 0 25 0.4  71.00 69.63 1,3110 Travelers Corp NYSE 4475 00 96 228 51 45.38 44.75 1.843 7 8.5%; and Fran . Hall & Co. Inc, up 5.9
- s
Ansco Reins Lt NYSE 2328 3616802812 242 2o BT 2 Trenuekaroup ine oo SIS TISS822 Allesara - Declining issues were led by: Scor U.S. Corp,
- 24.25 23.25 nite ire as Co - . .
O o o Assurm Go Amer O’;‘! 533;255 %g 10608101%3 12; 2100 aozs e270  United States Fid & Gty Co NYSE 39.88 53 96 248 62 39.88 38.75 1.301 9 down 12.5%; Farmers Group Inc., down 6.7%;
5731
Chubb Corp NYSE 61.75-0 8 98 168 27 e27se17s i Gorp NYSE 24.00 00 OO0 040 17  24.38 24.00 4304 W.R. Berkley Corp., down 6.6%, and General Re
- - s8.63 37.63  zosz2 o - ) o
Aon Gon NYSE 26 88 44 95 120 45 27 00 26 25 586 1 Uslife Corp NYSE 37 83 -10 96 120 32 cm e Corp., down 5.3%. The 8/index climbed 0.25%
. NYSE 44 6306 10 1 260 5 8 45 25 44 63 323 4 Washington Natl C NYSESeBe s T AT 11082 SO Toe o di
Contnental oo, OTC 2760.00 00 93 640 24 270.60 570.00 1SS At ine Sorb orc 2150 36 124 080 37 22002075  tes7 for the week, trailing other market indicators:
Durham Corp ere 3325 -15 19.6 092 28  33.26 32.75 iy AvERAGE 121 27 The Dow Jones 30 Industrials rose 1.7%, and
Farmers Group Inc oTc 4200 -67 132 120 29 44.00 42.00 1,397 3 INSURANCE COMPANIES

both the New York Stock Exchange composite
System design Altman Information Systems and the Standard & Poor's 500 rose 1.5%
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