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Brokers take a breather

As the pace of major brokerage acquisitions
slowed in 1999, so did the revenue growth
enjoyed by the world’s largest brokers.

Some of the dramatic gains in revenues of
recent years, as well as significant reshuffling
among the market’s largest players, were largely
missing in 1999,

Indeed, there is only one new name among the
companies in Business Insurance’s annual
ranking of the world’s 10 largest brokers—HLF
Insurance Holdings Ltd.—though it actually is
the company created by the merger of Lambert
Fenchurch Group P.L.C., which ranked as No.
10 last year, and Heath Group PL.C., which
itself was a former top 10 broker.

No other mergers of that scale took place in
1999,

As a result, the combined brokerage revenues
of the top 10 brokers increased only 6%, to

$14.83 billion in 1999, compared with $13.99
billion in 1998.

That is the lowest revenue increase turned in
by the top 10 in recent years. As a group, the
top 10 reported a 21.4% jump in brokerage

revenues from 1997 to 1998, and a 38.8% gain

from 1996 to 1997.

In addition to no new companies among the
top 10, movement within the ranks in this
year’s issue was minimal. One exception was
USI Insurance Services Corp., which fell three
spots to No. 9. USI was one of only two
brokers in the top 10 to turn in lower revenues,
allowing other companies to overtake it in the
rankings.

This year’s report on commercial insurance
brokers includes a directory listing 194
brokers—including the top 10—that reported a
total of $19.13 billion in 1999 brokerage

WORLD’S 10 LARGEST BROKERS

revenues, up 8.2% from $17.69 billion in 1998.
The directory of agents and brokers begins on
page 48.

The 29th annual report also features: !

® Charts of the 100 largest brokers of U.S.
business (page 3), the 20 largest retail brokers
in the United States (page 18), a ranking of the
10 most productive agents/brokers (page 18)
and the largest employee benefits specialists
(page 18).

® An overview of current trends taking place
in the global commercial insurance brokerage
business (page 3).

® A report on the growth and expansion of
agency and brokerage networks (page 12).

® Analysis of movement within the ranks of
the leading brokerages (page 14).

® In-depth profiles of the world’s 10 largest
brokers (pages 20-48).

Rank Brokerage revenues Employees
Company 1998 1999 1998 % change 1999 1998 % change
Ll Marsh & McLennan Cos. Inc. 1 $6,104,000,000 $5,878,000,000 3.8% 45,300 46,900 -3.4%
rA Aon Corp. 2 $4,800,000,000 $4,397,000,000 9.2% 39,000 34,000 14.7%
&} Willis Group Ltd. 3 $1,239,388,000' $1,189,726,000' 4.2% 9,446 9,204 2.6%
L3 Arthur J. Gallagher & Co. 4 $586,054,000 $524,435,350 11.7% 4,589 4,288 1.0%
Sl Jardine Lloyd Thompson Group P.L.C. 5 $432,006,000' $417,564,000' 3.5% 3,641 3,475 4.8%
[ HLF Insurance Holdings Ltd. — $405,664,325* $411,336,568° -1.4% 4,580 4,436 3.2%
[A Acordia Inc. 7 $337,236,990 $309,656,130 8.9% 3,584 3,361 6.6%
3l Alexander Forbes Ltd. 8 $330,076,998° $275,991,200° 19.6% 4,758 4,228 12.5%
L} USI Insurance Services Corp. 6 $320,555,000 $327,000,000 -2.0% 3,159 3,232 -2.3%
(LIl Gras Savoye & Cie. 9 $277,668,000* $259,420,000° 7.0% 2,179 2,005 8.7%
Totals/averages $14,832,649,313  $13,990,129,248 6.0% 120,236 115,129 4.4%
e IOt} 02080 1 654 58 TR i i A S LN (s LS9, 401102 R et
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It takes courage to do something that's never been done before. To attempt a feat that goes beyond
conventional thinking. But, it also takes planning and a complete understanding of all the problems that
may arise. No one has better firsthand knowledge of the inherent risks of daring enterprises than we do.
In fact, we're the leading U.S.-based provider of custom-tailored risk solutions for companies all over
the world. So the next time you wake up, mind ablaze with an idea that nobody's attempted to pursue

before, contact AIG. We're the organization that helps challenging ventures get off the ground.
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FPension reform bill

goes before full House

By MICHAEL PRINCE

WASHINGTON-Legislation that
would overhaul many existing laws
governing pension plans has cleared the
House Ways and Means Committee and
moved to the full House.

The pension reforms, among other
things, would boost retirement plan
contribution limits for individuals and
ease certain administrative rules and
non-discrimination tests for plan spon-
sors.

The bill, known as the Comprehen-
sive Retirement Security and Pension
Reform Act, was sponsored by Reps.
Rob Portman, R-Ohio, and Ben Cardin,

Sue-and-labor

D-Md. It passed the Ways and Means
committee last week by a vote of 27-9
and now goes to the full House, where a
vote is expected sometime this week.

A similar, but not identical, bill is
pending in the Senate, and supporters
hope that measure also will pass before
Congress adjourns prior to this year's

elections.

Provisions in the Portman-Cardin bill
would:

= Gradually increase over three years
the amount an individual could con-
tribute to an individual retirement ac-
count, to $5,000 annually, up from the

current $2,000 limit established in
1981. The bill would allow an individu-

al over age 50, however, to contribute
$5,000 to an IRA the first year.

= Gradually increase the maximum
annual salary deferral an employee
could make to 401 (k) and other defined
contribution plans, to $15,000 by the
year 2005. This is up from the current
deferral limit of $10,500.

= Allow a worker to become vested in
an employer's matching contributions
in a defined contribution plan after
three years, rather than after five years,
as under current law.

- Make it easier for a plan participant
who moves between jobs to rollover pen-
sion assets to a new plan. Currently, for

See Pension on page 69

claims continue

Y2K bug is still biting

By JOANNE WOJCIK the amount being sought, the clothing company incurred $40
million in Y2K conversion costs, according to Securi-

DETROIT-Policyholders suffered a minor
setback last week in their efforts to obtain
coverage for Year 2000 remediation costs
when a federal judge denied an attempt by
Kmart to obtain coverage-related documents -

from an insurer group.

But the court didn't shield insurers completely,

Kmart's attorneys pointed out. It said policyhold-
ers instead should obtain the documents from their

insurers directly.

And the Michigan decision is unlikely to stem the swelling
tide of Y2K insurance coverage cases being filed nationwide,

policyholder attorneys say.

In fact, two more cases were filed just days before the rul-

ing.

The Gap Inc. filed suit July 6 in San Francisco Superior
Court against American Guarantee & Liability Insurance

ties and Exchange Commission filings.
And in a suit filed June 26 in Las Vegas, the

Mandalay Resort Group is seeking $6 miillion in

Y2K remediation costs from its insurer, Facto-
ry Mutual Insurance Co.

"l anticipate that, as the case law develops,

\1111-

-1. f - other policyholders will come forward with their

own Y2K remediation claims,"” observed Bob Carter,

a partner in the insurance recovery group at McKenna & Cu-

neo in Washington. His firm is representing several policy-

holders, including Kmart, in their Y2K coverage suits.
"Y2K remediation was an expensive proposition for a lot of

companies in this country. We have been assisting clients

companies," he said.

Co., a unit of Zurich U.S. Although the suit does not specify

with tendering notice and proofs of claims to their insurance

Still, insurer attorneys were heartened by the Michigan
ruling and expect the Y2K-related coverage cases filed so far

See YZK on page 70

Rand sees benefit disparity
in California comp system

By ROBERTO CENICEROS

A study of self-insured employers in
California finds that injured employ-
ees, on average, face a greater loss of
earnings than do their insured counter-
parts, an inequity that is only partially
offset by return-to-work programs.

The study by the Rand Institute for
Civil Justice, tommissioned by state
regulators, generally concluded that
California's workers compensation
wage loss benefits for permanent par-
tial disability claims are inadequate for
both self-insured and insured plans.

Over the long term, however, employ-
ees of self-insured companies lose more

wages after an injury, because they
earn higher pre-injury wages yet are
subject to the same benefit caps as in-
sured employees, according to a prelim-
inary report from the Santa Monica,
Calif.-based Rand Institute.

The study also found that costs are
higher for employers in California than
in other states because the current sys-
tem for determining permanent partial
disability benefits is subjective, result-
ing in a greater percentage of claimants
receiving benefits and more litigation
than in states with objective disability
ratings.

In recent years, the state has re-
formed various parts of the workers

compensation system. Revamping its
system of permanent disability bene-
fits, though, is considered to be a more-
difficult and contentious areanwith
attorneys, employers and labor all
holding substantial financial interests
in any change

California's Department of Industrial

Relations’ Commission on Health Safe-

ty and Workers Compensation con-
tracted with Rand to conduct a series of
studies on the state's workers comp
system. The commission, comprising
employer and labor representatives, is
charged with recommending legislative
and administrative changes to improve

See Rand on page 72

UPDATES

Tobacco companies hit
by $145 billion punitive award

MIAMI-Tobacco companies claim that a
$145 billion punitive damages award hand-
ed down Friday by jurors in Miami will have
no practical impact, because it will be
decades before payments, if any, are made.

And the court itself may reduce the award,
under a Florida law barring awards that
would cause bankruptcy.

Jurors took less than a day after closing
arguments were heard in the punitive dam-
ages phase of the 2-year-old case to

See Updates on nezt page

Syndicates
ordered to

up capital

LONDON-AIthough the financial penalties
Lloyd's of London recently imposed on several
syndicates may give buyers pause about those
businesses, the moves indicate the market's re-
solve to raise its regulatory profile amid lacklus-
ter results, observers say.

In a crackdown on underperforming businesses,
Lloyd's regulators late last month told 19 syndi-
cates-including two with U.S. parents-that they
will need to increase their capital for the 2001
year of account.

"They have been named, (and) it is obviously
not great public relations to be told that manage-
ment control (of the syndicate) is not acceptable to

the regulators," said David Wharrier, senior fi-
nancial analyst at A.M. Best Europe Ltd. "This
may have an impact on people's attitude to doing
business with that managing agent or its named
syndicates."

"Ultimately, it could lead to a flight to quality,
of business going from those that have been
named to other entities in the market that haven't
.been named," Mr. Wharrier said.

"That is human nature-to think that if some-
thing has been given a 20% loading by regulators,

See Capital on page 67

Raising capital

Following are some of the syndicates that Uoyd's
has ordered to increase their capital
for the amount of capacity they are now writing

2000 capacity

Agent Syndicate in millions

CNA 1229 £35.0 $56.6
Chartwell a4 s .5 $7.3
Chartwell 839 £216.1 $349.6
Chartwell 2241 £12.3 $19.9
Chaucer 587 £96.6 $156.3
Crowe 1121 £37.5 $60.7
Greenwich 994 £60.0 $97.1
Greenwich 1222 £21.7 " $35.1
Greenwich 1923 £12.5 $20.2
Hardy 382 £50.3 $81.4
KGM 260 £31.8 $51.4
Marlborough 744 £21.9 $35.4
PXRE 1224 £35.0 $56.6*
St. Paul 1211 £100.0 $161.8
Wren 735 £85.1 $137.7

* PXRE syndicate planned to utilize 81% of 2000 capacity
Sources: Chatset Ltd. 1997 Lloyd's League Tables & 2000 Auction
Review, AM. Best International Ltd. and Assn of Lloyd's Members,
Lloyd's Market Results and Prospects 2000
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Continued from previous page

Risk management consultant

Michael VVogler, a principal with
PricewaterhouseCoopers L.L.P. in At-
lanta, agreed that, while brokers do
not face any immediate risk of disin-
termediation, risk managers now are
beginning to size up how to get along
without intermediaries.

Insurance industry stock arialyst
Alain Karaoglan said the risk of dis-
intermediation is high for those bro-
kers whose work adds little of value to
the risk-financing process. Brokers---
companies or individuals-that know
only what market to approach and
what price to pay willloss their jobs,
predicted Mr. Karaoglan, an equities
research analyst with Donaldscn
Lufkin Jenrette Corp, of New York.

But disintermediation is neizher a

new concern nor a bigger risk for bro-
kers than it was in the past, said Ken
Crerar, president of the Cc,uncil of In-
surance Agents & Brokers in Wash-
ington The prospect of disintermedi-
ation has been overplayed recently as
a result of the boom in e-commerce,
which some observers contend willt
greatly facilitate direct relationships
between insurance buyers and mar-
kets, Mr. Crerar said.

Risk management consultant Jim
Swanke noted that risk managers
whose organizations have captive in-
surers increasingly are dealing with
excess and reinsurance markets di-
rectly. 'That's been set in motion and
will not be stopped,” said Mr.
Swanke, a principal in the 1Vlinneapo-
lis office of'llinghast-Tcwers Perrin

"This was all going to happen any-
way," though tne Internet and broker
consolidation may have speeded ug
the evolutionary process, Mr. Swanke

said. He observed that, similarly, com-
mercial buyers of benefits coverage
began dealing directly with markets
during the mid-20th century, after
decades of having used brokers to
place their coverage.

But Alr. Swanke and others agreed
that, while disintermediation is the
price that any broker could pay for
failing both to bring useful services to
risk management and to make risk
managers aware of brokers' impor-
tance, the brokerage industry is not
reeljng toward oblivion.

"There will always be a role for an
intermediary," said Tim Cunningham,
a Chicago-based principal with bro-
ker consultant INSIGHT Consulting
Group of Kansas City, 1\To. IN-
SIGHT's clients typically are mid-
sized and large brokers, though not
the world's largest brokers.

Insurance industry stock analyst
Jay Cohen agreed. Those with smaller

risks lack the time, inclination or so-
phistication to handle the responsibil-
ities they give brokers. Large accounts
rely on brokers' advice, said Mr. Co-
hen, a first vp and senior prcperty/ca-
sualty insurance analyst with Merrill
Lynch & Co. of New York.

Even if e-commerce does cut out
brokers from personal lines and small
commercial business, larger risks al-
ways will require "the human ele-
ment," said Robert C. Meder, assistant
director of new business for New
York-based Kaye Group Inc, a mem-
ber of the World Broker Network.

Indeed, said Mr. Cunningham, by
facilitating the exchange of massi'ie
amounts of data, technology has bro-
ken down the "old-boy" barriers that
some brokers previously faced in win-
ning business and gaining access to
markets and facilities.

The result is a growing universe of
brokers that earn at least $5 million in

How do you put the brakes on runaway

healthcare costs without reducing benefits?

"Healthcare costs are increasing at an alarming rate; for

many employers that rate is in double digits. Companies

need to control runaway costs aggressively and creatively

or they will face huge financial and employee morale issues.

Tc get a solution that works, companies have to know what

the real issues are and all their viable options."

Jonathan Nemeth and his team know the issues and know

how to solve them. They work with the nation's leading cop

porations, designing health and welfare benefit plans that

meet both their strategic objectives and their budgets.

Jonathan and his team of benefit consultants and actuaries

have what it takes to make a real difference for you.

Contact Jonathan at askjonathan@asabenefits.com or

oil him at 732 271 7532.

ASA

What it takes.
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commission income annually, accord-
ing to Thomas W. Harvey, president
and chief executive officer of The As-
surex Synergy Group of Columbus,
Ohio. The network, composed largely
of privately owned midmarket bro-
kers, generated revenues of about $1.2
billion worldwide last year.

Wall Street and acquirers of pri-
vately held brokers also recognize the
promise that well-positioned brokers
hold, said John Wicher, managing di-
rector at Russell Miller Finance.

In a market where the value of the
average broker has not changed mea-
surably, those brokers that have in-
vested in technology and talent,
worked to addiess their clients' needs,
and maintained their commission in-
come structure "are doing very well"
in valuation, Mr. Wicher said.

Also pulling up values are acquisi-
tions by banks and by Internet-based
companies with the so-called "click-
and-mortar" strategy of building their
operating foundations with estab-
lished brokers, he said.

In the near term, the hardening
property/casualty insurance market is
a double-edged sword for brokers,
Tillinghast' s Mr. Swanke observed.

While it presents brokers the oppor-
tunity to boost revenue that has been
lacking over the past decade, it also
will strain the servicing capabilities of
brokers. This is particularly true of
the largest brokers, which still are in-
tegrating recent acquisitions, he said.

Large brokers that do not show
their value willlose business-some to
direct writers, but more to regional
brokers, Mr. Swanke predicted.

Risk managers will be ready to
move at least parts of their accounts
to smaller national brokers or to large
regional brokers for several reasons,
according to observers.

With the talent that those brokers
picked up during the shakeout after
consolidation, they are showing they
can handle the business that large ac-
counts give them and providing a
more-personal touch, observers say.

Another factor weighing in favor of
the smaller brokers is risk managers'
lack of satisfaction with larger bro-
kers' service since the advent of con-
solidation, several observers said.

Tillinghast's Mr. Swanke said that
large brokers have spread their talent
too thinly and that consolidation has
not led to the promised increase in the
breadth of services brokers offer.

Others, including Merrill Lynch's
Mr. Cohen, said that, while service re-
mains a problem, at least "brokers are
attempting to leverage their size."

RINIS' Mr. Main the organization's
executive council liaison to the
group's quality committee, said: "I
think, across the board, the entire
community is doing, at best, a C or
C-. There are still too many problems
that exist that need not,” he said.
Those problems include inaccurate
policies, a lack of responsiveness and
delays on delivering on promises. But
brokers are "trying very hard" to rem-
edy the problems, Mr. Mair said, and
service "absolutely" is improving.

Mr. Vogler of PwC maintained that
brokers' service capabilities are "very
good." He said the problem is that
brokers are under such pressure to
produce business that often they do
not "listen real well” to their clients-
a shortcoming common among ser-
vice providers.

The Council's Mr. Crerar main-
tained that the quality of service nev-
er has been bad. And with consolida-
tion and integration among the largest
brokers largely complete, with their
budget allocations for technology av-
eraging a record 10%, and with their
and Internet-based companies' many
e-commerce initiatives, the industry is
poised to deliver an array of improved
services as effectively and efficiently
as ever, Mr. Crerar said.

He acknowledged that brokers

See Brokers on page 6
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Continued from page 4
underestimated the cost and the effort
required to integrate systems. Bu:, Mr.
Crerar said, brokers had no blueprint
on which to rely, "Is it done? No Will
it ever be done? | don't think so. It's an
evolving process."

Still, Mr. Crerar maintained, even
though large brokers have not yet ful-
ly digested their recent acquisisions,
industry consolidation has helped risk
managers by making regional brokers
much stronger.

Assurex's Mr. Harvey and the
World Broker Network's Mr. Meder
also point to the international capa-
bilities of their respective networks
through affiliations with network
members located overseas. Assurex’'s
68 North American members have 67
affiliates in 55 countries and plans to
increase its international presence to
90 or 100 countries within a couple of
years. Mr. Harvey said. The World
Broker Network's eight U.S. members
have partnels in 30 countries.

"The playing field is really level-
ing," Mr. Harvey said. "The challenge
is to convince prospects that we can

deliver seamless risk management
services through independent brokers
rather than through a network of
branch offices."”

Thomas Motamed, executive vp
and chief operating officer for Chubb
Corp. 08 Warren, N.J., agreed that risk
managers are giving regionals a closer
look to maintain competition.

"The early indications are that the
clients are very happy," Mr. Motamed
said.

Even so, "there's a clear dichotomy
between the large broker and the 10-
cal agent. . .of service that can be of-
fered,” Mr. 1Vliller said.

That is important because of risk
managers' increasing knowledge and
financial strength to address prob-
lems in more effective and efficient
ways than traditional insurance pro-
grams, he said. Mr. Miller noted that
many risk managers todab- represent
organizations that have net worths
greater than those of insurers.

Mr. Wicher said that the best bro-
kers understand that they must have
access to sophisticated financial tocls
other than insurance in order to best
address their clients enterprise risks.

The largest brokers are in a positlon
to meet those many needs, including

L —
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securitization needs, Messrs. Wicher

and Miller said.
Chubb’'s Mr. Motamed said the

largest three brokers-including
Willis Group Ltd., in which Chubb
and other insurers have invested-
have "a broad and deep global reach,"
attract capital markets and reinsurers
and provide consulting. "So they have
more in their arsenal.”

Mr. Motamed said that regional
brokers "pr'obably don't have as much
experience" dealing with those
providers. Still, he said, "they can do
[} S

What should risk managers expect
the brokerage industry to look like ul-
timately? Industry observers say that
change could be the one constant that
risk managers will see.

Many observers expect that consol-
idation will continue apace among
second- and third-tier brokers.

"There's still a lot of revenue and
expense pressure on smaller brokers,"
noted Mr. Cohen of Merrill Lynch.

The largest brokers likely willlimit
their acquisitions to relatively small
targets that would add or round out a
niche service, fill a geographical void
or bring onboard a group of coveted
producers, observers said.

The exception, some observers said,
could be an eventual bid for ArthurJ.
Gallagher & Co., which is strong in
midmarket and public-entity busi-
ness. But Gallagher President and
Chief Executive Officer J. Patrick
Gallagher has said he is committed to
keeping the broker independent un-
less he is offered a deal that he, as a
fiduciary, would have to consider.

Some analysts suggest that the
largest brokers themselves, after a
decade of bagging prized broker
game, may become the hunted.

Some analysts, including Hugo J.
Warns, a principal in the financial in-
stitutions group at Baltimore-based
investment bank Legg Mason Wood
Walker Inc., expect that financial ser-
vices companies will begin pursuing
brokers to round out their portfolios
of integrated financial services.

Mr. Wicher said he believes that
"the market for securitization, espe-
cially relating to catastrophe risk, will
continue to grow." That means bro-
kers must be able to access capital
markets, he said.

But "there is a scarcity of individu-
als with those capabilities," he said.

At the same time, Mr. Wicher said:
"One of most important trends is the
recognition that midmarket clients
want human resource answers that
reach beyond traditional insurance."
Brokers who want to be robust in the
marketplace by following the exam-
ple of a handful of Internet initiatives
designed to provide that broad-based
human resource solution would need
the capital to do so, he said.

"Ultimately, there will be one more
transaction for the largest brokers,"
and that could be a merger with a
large securities firm. Mr, Wicher said,

A more-interesting alliance,
though, would be one that combines a
broker, a management consultant and
a dotcom company, said William J.
Kelly, chairman of the International
Federation of Risk & Insurance Man-
agement and a managing director
with J.P. Morgan & Co. Inc. in New
T e o w— B—— —

"Management consultants have far 1
greater breadth of expertise with re-
spect to overall operating risk and as-
sociated issues but lack risk-funding
ability and transactional leverage. A
dotcom partner could keep the enter-
prise ahead of the curve, in terms of its
product delivery infrastructure,” Mr.
Kelly recently told a group of Willis
Group Ltd. producers.

However the brokerage industry
shakes out, observers agree that risk i
mangers will be seeing some impor-
tant changes over the next few years.

"It's a very exciting marketplace,"
Mr. Wicher said. lei
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Antitrust bill

THE Y. SENATE-fas erivondertut0pportnte

mischief wrought by the House of R
tives.

And the beauty of the situation is that the Senate
can set matters straight simply by doing nothing.

The mischief in question is the inappropriately
named Quality Health Care Coalition Act, which the
House approved just hours before recessing for the
July 4 holiday. The measure has very little to do with
enhancing the quality of health care, however,
though it would considerably enhance the quality of
life for certain medical providers if it becomes law.

The bill would grant physicians an exemption from
federal antitrust laws by allowing them to band to-
gether and negotiate jointly with managed care
plans, without running afoul of antitrust law. Propo-
nents of the bill, led by its chief sponsor, Rep. Tom
Campbell, R-Calif., hold that doctors need this ex-
emption to look out for their patients’' best interests.

Curiously enough, though, those allegedly put-
upon patients aren't marching in the street demand-
ing passage of the bill. In fact, outside of the Ameri-
can Medical Assn.-and apparently a majority of the
members of the House of Representatives-not many
people are pushing for passage of this bill. Indeed,
employers, insurers, managed care organizations, the
U.S. Department of Justice and even some medical
providers have spoken out against the measure.

That's understandable, for this is a classic example
of a special interest bill. If this measure became law,
doctors would be granted cartel-like powers. Cartels
rarely benefit anyone other than those participating
in them.

Evidence of that can be found in separate, inde-
pendent studies of the potential cost impact of the
bill. Both.studies-one by the Congressional Budget
Office and the other commissioned by the American
Assn. of Health Plans-indicated that enactment of
the Campbell measure would increase health care
costs, though they disagreed on exactly how much
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costs would rise (BI, July 3).

The social consequences of raising costs are simple
to see: Higher medical costs translate into fewer em-
ployers that can afford to offer health care benefits
to employees, and an increase in the number of unin-
sured Americans.

Fortunately, the Campbell bill hasn't become law
and it doesn't have to. There's no companion legisla-
tion in the Senate and apparently no great interest in
this issue in the upper chamber.

That's how it should remain. With the 106th
Congress' legislative calendar rapidly running out,
the best thing the Senate can do about the Campbell
bill is absolutely nothing. There are more pressing is-
sues on the agenda.

As far as the Campbell bill is concerned, this is one
situation where doing nothing at all is doing the
Ainerican public an immense favor.
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Clarifying pollution coverage victory

To the Editor: We appreciated your
well-written June 26 article, "Gradual
Pollution Covered: 'Sudden, Accidental'
Exclusion Ambiguous: Court," concern-
ing the well-reasoned decision in Tez-
tron Inc. us. Aetna Casualty & Surety
Co.,et al., in which the Rhode Island
Supreme Court found that standard-
form pollution exclusions do not bar
coverage for losses caused by gradual,
unintentional pollution.

We are co-counsel for Textron Inc.,
the policyholder in this litigation, and
we write to clarify a couple points to
make certain there are no misunder-
standing from certain statements quot-
ed in your article.

First, you quoted our reference to
Textron's personnel at the site at issue
in this litigation as "rocket scientists"
who really thought they were doing the
best thing to protect the environment.

Textron-and a prior site owner-op-
erated a rocket laboratory and test facil-
ity. The engineers who designed and op-
erated the wastewater treatment system

LETTERS TO THE EDITOR

Business Insurance welcomes letters to the editor. The section
is intended to be a forum for readers' opinions and comments.

We reserve the right to edit Letters for clarity or space. We witt
not publish unsigned letters. Please send your letters to Letters
to the Editor, Business Insurance, 740 N. Rush St., Chicago, llt.
60611; fax. 312-280-3174; e-mait pwinston@crain.com

that contributed to the contamin-
ation truly were rocket scientists, and

they sought to employ historically state-
of-the-art environmental controls.
They have our utmost respect and admi-
rationm. +

Second, our quote that the Rhode Is-
land Supreme Court's discussion of the
pollution exclusions' drafting history
was "irrelevant” was incorrect.

Again, some context is necessary:

= The court found the term "sudden”
as used in standard-form pollution ex-
clusions to be ambiguous, and construed
it in favor of policyholders because of
the word's diverse and conflicting die-
tionary definitions and judicial inter-
pretations.

- The court held that "sudden™
should be construed in favor of policy-

holders because "it is reasonable to hold

insurers to the representations they
made to regulators. . . ."

« The court held that "[clonstruing
the word 'sudden'as meaning unexpect-

ed in pollution-exclusion clauses also

represents sound public policy."

= The court also concluded that
"INA's prcposed reading of the word
'sudden’' as necessarily including a tem-
poral element breaks with the history of
the word as courts have construed it in
other standard insurance policies" and
was not consistent with "the pollution-
exclusion's clause's drafting history. .."

The drafting history is relevant and
the court expressly found it so. As the
court found the polluter's exclusion to
be ambiguous (properly based on draft-
ing and regulatory history), it was un-
necessary to further find regulatory
estoppel.

Thank you for this opportunity to
clarify our commments, and thank you for
your excellent ongoing coverage of is-
sues which concern business insurance
policyholders.

Robert M. Horkovich
Edward J. Stein

Partners

Anderson Kill & Olick P.C.
New York
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BROKER PROFILES

Networks adding agency, broker members seeking to grow

By LEE FLETCHER

he growth of brokerage net-
works is on the rise, as they
continue to attract members
seeking security, profitabili-
ty and, most importantly,
continued independence.

One of the factors behind the
growth of brokerage networks isa de-
mand for market access as well as an
increase in the number of affinity
groups, said Timothy J. Cunningham,
principal in the Chicago office of
Kansas City, Mo.-based The IN-
SIGHT Consulting Group.

"Sharing and having contacts
around the country or around the
world is very important in terms of
shortening the learning cur.-e and

having colleagues so you don't always
have to reinvent the wheel. On the
other side, the market access sort of
speaks for itself. If you can have a
unique product or access to a unique
market that your competition doesn't
have, you're one leg up," Mr. Cun-
ningham said.

One of the oldest and largest bro-
kerage networks is Columbus, Ohio-
based Assurex International. Its
membership, comprising mainly mid-
size to large regional commercial bro-
kers, has grown from three in 1954 to
68 today, said President Tom Harvey.
With gross revenues of $1.2 billion in
1999, the network would easily rank
among the 10 largest brokers in the
world, if considered as a single entity.

While the world's top 10 cater

mainly to the very largest companies,
Mr. Harvey said Assur€x specializes
in serving middle-market clients.

"Assurex partners are kind of the
king of the middle marke-.. Although
we do write some busicess Ecr For-
tune 500s, Assurex mainl: ceals with
regional, mid-market companies who
are growing and who are in-emation-
al in scope," he said.

Mr. Harvey believes tte middle
market presents an impomant busi-
ness area for insurance brokers. "The
engine of growth has to be emerging
in mid-market companies, so we're
growing. If you look at thai (the 10
largest brokers') numbers if they're
growing, they're only groging in sin-
gle-digit rates," he said.

Indeed, the 10 largest brokers' bro-

kerage revenues Icreased 6% ili
1999. to a total of $3.83 billion.

The average Assurex brokerage
generates commiss.cns of $12 million
to $13 million, Mr. Harvey said.
"There is quite a cluster in the $8 mil-
lion to $15 millicn range. About 80%
of our partners are there."

Dne of the reasons Assurex has suc-
ceeied in attracting inembers is the
imimacy of working closing with oth-
erpartners in the network, he said.

"Assurex is an organization ,)f
peers. We deliver tc our partners.
P:incipals meet evey six months and
have panel discussions and presenta-
tbns that deal with fssues and chal-
1€nges facing them today," Mr. Har-
vey said.

Another netw)rk is the Keene.

N.H.-based Strategic Independent
Agents Alliance, formerly the Satellite
Independent Agents Alliance, re-
named in Marth 2000. SIAA compris-
es 42 agencies nationwide and as a
group generates gross revenues of
more than $165 million, said Chair-
man and Chief Executive Officer Jim
Masiello.

Based on the $150 million in com-
missions that SIAA members collect-
ed in 1999, the network grew more
than 13% last year from about $132
million in commissions during 1998.

Mr. Masiello said middle-market
networks such as SIAA, which serves
about 1.3 rnillion customers, are stable
business partners. "The buyens get
stability in these relationships be-
cause of the close personal relation-
ships" that the SIAA members have.

Referring to the large brokerage
houses, he said, "we're not in that
league and we don't want to be. We
are a small to mid-market organiza-
tion with a relatively heavy emphasis

. on personal lines. It's a market that's

sort of been forgotten. The big guys
take the big stuff and they just don't
care about anything else-we're there
to take everything else.”

Through its network of "master

' agencies," or fairly large intermedi-

aries, Mr. Masiello said SIAA mem-
bers can handle just about any client's
exposure.

Agency network Group 500 was
created six years ago by independent
agencies that felt there was a need for
medium-size agencies, said George
Nordhaus, chairman of Los Angeles-
based Insurance Marketing & Man-
agement Services, which owns 80% of
Group 500.

Group 500's approximately 150
members generated about $450 mil-
lion in gross commissions in 1999, un-
changed from the previous year, Mr.
Nordhaus said. The average Group
500 member had 1999 gross revenues
of about $2.5 million.

"We are growing, especially as the
market gets tighter and hader, agents
are looking for more markets, etc.,"
Mr. Nordhaus said.

Working with an agency network
"gives the buyer a better product be-
cause there is a specialty. It's so niche-
oriented, it makes it better for the cus-
tomer to get a niche product,” he said.
Networks such as Group 500 also give
buyers "the power of many, with net-
work-affiliated offices all over the

country, as well as the individual at-
tention of a broker."”

Individually, agencies cannot al-
ways match the resources of a larger
brokerage house on their own, Mr.
Nordhaus noted. "It's very difficult
for our agents to go out and compete
with the Marsh or the Aon because
they don't have the manpower.
Through us, we come up with services
for our members to use" in serving
clients, he said.

Information sharing is a key to
networks' success, their executives
say.

'IVIMS membership offers tremen-
dous communication opportunities.
Members receive e-mails each week
as well as a networking ability. Addi-
tionally, we have an annual meeting
in Chicago," Mr. Nordhaus said.

Assurex's Mr. Harvey said that As-
surex partners are very open and as-
sist each other.

"That (sharing) is the hallmark of
Assurex. The rules of Assurex are that
when you get a call from another As-
surex partner for information or assis-
tance, it goes to the top of your to-do
list that day. Our level of responsive-
ness surpasses the branch-office re-
sponsiveness of any of our competi-
tors by a factor of 10," Mr. Harvey

said.

See Networks on page 14
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Networks

Continued from page 12

While some networks may seek to
expand internationally-indeed,
there are several European net-
works-at least one sees advantages
in staying close to home.

Being a primarily domestic net-
work "is positive because you're
sharing with people who have simi-
lar business. There are a lot of other
networks to use to get a global per-
spective," said Robert Cohen, Den-
ver-based president of U.S. broker-
age network Intersure.

"You don't want a one-stop shop
because the issues get diluted. Hir-
ing, compensation, and other issues
are different internationally than in
the U.S.," Mr. Cohen said. He is also

CEO of IMA Inc., which is a member
of both Intersure and Assurex.

Intersure, tased in Warrenton,
Va., has 46 partners and has an esti-
mated $4 bill-on in :0:al premium
volume. Grossreventedata was in-
available.

Mr. Cohen said that Intersure as
many other networks claim, has a
strong offerirg of irdependence as
well as the advantages of network-
ing with a bigger griup

Evolution in the insurance inias-
try means that agents and brokers
must change to meet customers’
needs, but networks should have a
role to play if they continue to seve
their clients, according to IN-
SIGHT's Mr. Cunn:ngram,

"As long as the networks con:inue
to deliver value, thfay will con:inue
to exist. It's a dynamic industry and
the ultimate needs of :he insurance
buyer are changing. so the brcker
has to change" the way it delivers its
products and services, he said. Ell

Consolidation reshapes ranks
of 100 largest U.S. brokers

By MATT SCROGGINS
and PAUL D. WINSTON

N a soft market environment,
marked by continued consolida-
ton, some .aekluster revenue
gains and ample competition
among firms, there was some
reshuming in the ranks of the 100
largest brokers of U.S. business.

Orly nine of the 25 largest brokers
of U S. business were able to retain
the same position they held in last
year s ranking, whie nearly as
many-eight-lost ground this year.

In last year's ranking, only one of

A Shared \Vision

the companies in the top 25 slipped in
rank (BIl, July 19. 1999).

At the same time, five of the top 25
brokers improved in rank, and two
companies new to the chart made
their debut in the top quartile. Of the
brokers that slipped in the ranking.
most lost only one or two spots.

Some shifts in position were due iE
part to the entrance of new companies
CBIZ Benefits & Insurance Services,
which entered the field at No. 12; and
Summit Insurance Advisors L.L.C.,
whi.ch debuted at No. 25. Summit was
formed last year by a merger of Meek-
er-Sharkey Financial Group-No. 33

Celebrating Partnerships That Have Changed Our World

How do you predict a winning strategy? Game Theory chartered a course that changed the

Until mathematician, John von Neumann and way corporations do business, risk is managed,

economist, Oskar Morgenstern set their minds to insurance is provided and investmen:s are made.

the problem, it was anybody's guess. Chess inspired
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in last year's ranking-and several
other agencies. In addition, former
No. 19 Lambert Fenchurch Group
P.L.C. merged with fellow U.K.-based
broker Heath Group P.L.C. to form
HLF Insurance Holdings Ltd., which
entered the top 100 ranking this year
at No. 16.

And the group made up of the No.
11 through No. 25 companies proved
a bit more dynamic than the top 10.
Seven of the nine top-25 companies
that held onto their rank were in the
top 10. One company retained its spot
but changed its name: Wells Fargo In-
surance Inc. No. 8 in the ranking, for-
merly was known as Norwest Insur-
ance Inc.

That several companies fell in posi-
tion despite posting increases in rev-
enue illustrates that competition re-
mains intense among the largest bro-
kers.

For example, BB&T Insurance Ser-
vices Inc. dropped one place to No. 13
despite achieving a 55.0% revenue in-
crease to $125.1 million, while ABD
Insurance & Financial Services Inc.,
which boosted its brokerage revenues
by 23.6%, lost two spots to No. 20.

A similar trend existed across the
entire field of ranked companies.
Thirty-eight companies lost ground in
terms of position, but only six of those
companies posted a decrease in rev-

For the companies that advanced in
the top 25, the shifts were minor on
the whole. Palmer & Cay Inc., one of
the members of the Columbus, Ohio-
based broker network Assurex Inter-
national, saw the largest gain in temls
of position, advancing six spots to No.
15.

The change was driven, in part, by
a 565.6% increase-also the largest
among the top quartile-in U.S. bro-
kerage revenues. Palmer & Cay's rev-
enueincrease to $81.5 million was fu-
eled by several acquisitions the broker
made in 1999.

Hobbs Group L.L.C., whose rev-
enues increased 38.8% to $66.2 mil-
lion, moved up three spots to No. 21.
Brokers Acor(lia Inc. and Assurex
partner NIA Group LLC. each
moved up one spot, as did No. 10

See Markets on page 18

TOP BROKERS'
REVENUE GAIN
IN HOME
CURRENCY

ranked by 1999 brokerage
revenue gain

BPBrolker <o
gain
Alexander Forbes 34.4%
Gras Savoye 12.3
Gallagher 11.7
Aon 9.2
Acordia 8.9
Willis 6.7
JLT 6.0
Marsh 3.8
HLF 2.3
Usl 2.0

Source: B/survey
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Tiansactions Exceeding the Standard

For years Marsh<Berry has been the leading merger and acquisition
intermediary between agents and brokers and is now recognized as the
number one deal maker in the rapidly growing financial services sector.

MarsheBerry has successfully completed 31 transactions in the

bank/agency area alone. SNL Securities, the authority for information on
financial institutions according to national publications such as American
Banker, Barron's, The New York Times and Tlze Wall Street Journal, listed

Marsh<Berry number one in their Year 2000 issue of the Insurance Mergers

& Acquisitions Yearbook. A reprint of that ranking appears at the right.

Consulting that Sets the Standard

In addition to merger and acquisition activity, MarsheBerry works
extensively with independent insurance agents and their carriers to
help agents realize their fullest business potential and to perpetuate
their private ownership. Toward that end, Marsh<Berry offers expertise
in agency perpetuation planning, compensation strategies, financial
management, strategic planning, and agency valuation. Agents and
carriers committed to the perpetuation process are likewise utilizing

the services of other Marsh+Berry companies referenced below.

MARSH-BERRY B

A SPECIALIZED CONSULTING SERVICE
TO INSURANCE AGENTS AND BROKERS

7466 Auburn Road 12 Glastonbury Place 177 Milk Street
Concord, OH 44077 Laguna Niguel, CA 92677 Boston, MA 02109-3404
Tel: 440-354-3230- 800426-2774 Tel: 949487-6794 Tel: 617-3384767

Fax: 440-354-0371 Fax: 603-971-9202 Fax: 617-3384760

Web site: http://www.marshberry. com « E-mail: marshberry@marshberry.com

All Insurance & Managed Care Deals
Including Broker & Agency Deals
Financial Adviser Rankings for 1999

Ranked by Number of Deals/Rankings exclude terminated deals

1999 1998 Number

Rank Rank Firm Of Deals
a1 1= Marsh-Berry & Co. 22
2 1 Goldman Sachs & Co. 18
3 2 Donaldson Lufkin & Jenrette Inc. 15
4 6 Salomon Smith Barney Holdings Inc. 14
5 3 Morgan Stanley Dean Witter & Co. 1
6 4 Cochran Caronia & Co.
7 4 Credit Suisse First Boston Corp.

7 8 Merrill Lynch & Co.
2 16 Advest Inc.

9 8 Philo Smith & Co.

11 22 2nd Generation Capital Corp.
11 NR Bear Stearns & Co.

11 11 Wasserstein Perella & Co.

14 18 Chase Securities Inc.

14 8 Fox-Pitt Kelton Inc.

14 11 J.R Morgan Securities Inc.

17 13 ABN AMRO

17 NR Gill & Rouser Inc.

17 NR Lazard Freres & Co.

17 NR Stephens Inc.

17 NR U.S. Bancorp Piper Jaffray Cos.
17 22 Warburg Dillon Read LLC
23 NR Aon Capital Markets Inc.

23 22 Banc of America Securities LLC

N NN N NN W W O N DM MO O OO 0ON

o a

23 NR Berwind Financial LP 1
23 NR Capital Formation Group 1
23 NR Carson Medlin Co. 1

23 NR CIBC World Markets Corp. 1

23 22 Danielson Associates Inc. 1

23 NR Davenport & Co. !

23 18 Dresdner I<lienwort Benson 1

23 NR Fletcher Financial Inc. 1
23 NR Garland McPherson & Associates Inc. 1
23 NR Green Manning & Bunch Ltd. 1
23 NR Marcum & Kliegman 1
23 22 Morgan Keegan & Co. 1
23 NR Northeast Capital & Advisory Inc. 1
=23 =22 RW Mattinglv & Co. 1
23 NR PricewaterhouseCoopers 1
23 NR Private Equity Foundation 1

23 22 Reagan & Associates 1
23 NR Russell Miller Corporate Finance Inc. 1
23 NR Sandler O'Neill & Partners LP 1
23 22 Schroder & Co. 1

23 NR SG Cowen Securities Corp. 1
23 NR William Blair & Co. 1

Reprinted from the 2000 issue of Insurance Mergers & Acquisitions Yearbook
© 2000 SNL Secuntles LC
SNL Securities
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Top brokers

Continued from page 14

Lockton Cos. Inc., whose $147.4
million in U.S. brokerage revenues es-
tablished :he threshold for entering
the top 10. In last year's ranking, the
No. 10 company had $146.1 million in

revenues.

One company, American Phoenix
Corp., did not return to the top 25 as a
result of consolidation. American
Phoenix was bought last year by No 7.
Hilb, Rogal & Hamilton Co.

U.S. brokerage revenues for the 100
ranked companies totaled $11.60 bil-
lion in 1999, an increase of 10.9% over

total revenues reported by the compa-
nies for 1998. U.S. brokerage revenues
include commissions and fees gener-
ated by the placement of insurance,
consulting and related services for
U,S. clients, as well as interest income
on funds, such as premiums, held in a
fiduciary capacity. Excluded is any
income from underwriting, invest-

P :Ze] d:Il IVITY VS. SIZE

The most productive brokers ...are not the largest

ranked by 1999 broker revenues per employee

Broker

Tri-Arc Financial Services Inc.

Joseph Held Co. Inc.

AirSure Ud.

Frank Crystal & Co. Inc.

Healthcare Insurance Services Inc. $237,481

Wells Fargo Insurance Inc.
Mid American Group Inc.
The Sklover Group inc.
Mellon/Clair Odell Group

Kelter-Thorner Inc.

So«irce: B/survey

top 10 brokers' 1999 revenue per employee

Revenue/employee Broker Revenue/employee
$607,934 Marsh & McLennan Cos. Inc. $134,746
$384,960 Willis Group Ltd. $131,208
$266,239 Arthur J. Gallagher & Co. $127,708
$246,511 Gras Savoye & Cie. $127,429

Aon Co,p. $123,077

$235,755 Jardine Lloyd Thompson Group P.L.C. $118,650
$220,778 USI Insurance Services Corp. $101,474
$218,250 Acordia Inc. $94,095
$203,408 HLF Insurance Holdings Ltd. $88,573
$203,365 Alexander Forbes Ltd. $69,373

TOP BENEFIT B :[I]J(ERS

Brokers that derive majority of 1999 brokerage revenues from benefits business

Rank Company

USI Insurance Services Corp.

CBIZ Benefits & Insurance Services Inc.

Fringe Benefits Management Co.

The Tribus Cos.

SilverStone Group Inc.
The Cambridge Group Inc.
CFG Insurance Services
: Fox-Everett Inc.-an Assurex partner
Financial Independence Co.

1 Employee Benefit Specialists Inc.

% of total

brokerage

Revenue from benefits* ,evenues
$187,788,120 58.4%
$92,800,000 58.0%
$15,516,970 100.0%
$13,860,000 70.0%
$10,560,000 66.0%
$10,331,672 75.0%
$7,518,475 64.5%
$6,157,200 60.0%
$3,700,000 100.0%
$2,684,237 100.0%

* Includes commissions and fees from brokering group benefit coverage, benefit consulting and health care claims administration.

Scurce: W survey

LEADING U.S. R

Based on 1999 commercial retail brokerage revenues f,om U.S. offices

Rank Company

Marsh & McLennan Cos. Inc. 1

Aon Corp.
Willis Group Ltd.
Arthur J. Gallagher & Co.

Acordia Inc.

USI Insurance Services Corp.

Wells Fargo Insurance Inc.
: Hilb, Rogal & Hamilton Co.
' Lockton Cos. Inc.

Brown & Brown Inc.

BB&T Insurance Services Inc.

1 El estimate

Socrce: 8/ Survey

O/O

1999 change
$2,257,788,000 11.1%
$1,493,000,000 -1.4%
$464,366,000 5.0%
$356,716,000 18.4%
$265,561,000 9.3%

$191,970,000 -0.9%

$174,270,000 21.6%
$168,147,000 33.3%
$145,824,000 25.6%
$107,611,000 22.8%

$82,570,599 144.3%

Rank Company

CBIZ Benefits

& Insurance Services Inc.

Palmer & Cay Inc.
-an Assurex partner

Near North Insurance Brokerage Inc.

ABD Insurance

& Financial Services Inc.

ment management services or busi-
ness unrelated to risk management or
employee benefits.

In the lower three-fourths of the
ranking, nearly as many companies
advanced in ranking as declined.
Twenty-nine companies improved
their position-six by more than 10
notches-while 30 lost ground. In ad-
dition, six companies retained their
ranking from the prior year, and 10
new companies entered the tray. The
near balance seen this year marks an
improvement for the group as a
whole. Last year, 41 companies in the
field of 75 fell in the rankings, while
only 22 advanced.

Competition remains fierce, howev-
er. Although 30 companies in the field
of 75 saw their rank drop this year, 25
of those actually reported increased
U.S. brokerage revenues for the year.
Sullivan Curtis Monroe, for example,
dropped four spots to No. 62 despite
recording a 13 % increase in revenues;
and Tanenbaum-Harber Co. Inc. lost
three notches to No. 50 even though
its revenuesgrew 6.4%.

The Loomis Co. saw the largest ad-
vance in position this year, leaping 29
spots to No. 51. The company, which
made no acquisitions in 1999, at-
tributed its 68.1% U.S. brokerage rev-
enue increase to organic glowth

The next largest rise in rank-22
spots to No. 38-was recorded by Al-
lied Coverage Corp., which also was
quiet on the acquisition front and
managed to grow its business inter-
nally. Allied Coverage's ascension in
the ranking was driven by a revenue
increase of 72.2%, the second largest
in the lower three-fourths.

The largest increase in revenues
was posted by newcomer The Capac -
ty Group of Cos., which posted a
77.2% increase in U.S. brokerage rev-
enues after acquiring Insurance Re-
source Group in 1999. That increase
earned it the No. 90 spot in this year's
ranking.

Other companies seeing double-
digit increases in rank included Allied
American Insurance Agency, up 18
spots to No. 64; The Heffernan Group,
up 17 to No. 80; Horton Insurance
Agency Inc., up 15 to No. 52; and The
Hays Group Inc, up 14 to No. 85.

In terms of revenue, other large in-
creases in the lower three-fourths of
the ranking included: No. 28 Com-
merce National Insurance Services,
up 59.4% to $50.3 million; No. 31
Robert F. Driver & Co. Inc., whose
revenues rose 37.8% to $47.0 million:
No. 88 McQueary Henly Bowles Troy
L.L.P., whose 31.6% revenue increase
was sufficient to land it a spot on the
chart this year; and No. 100 William

ill B:1](ERS

%
1999 change

$75,200,000 46.0%

$69,007,566 48.4%

$66,642,000 22.4%

$65,131,000 21.2%

McGriff, Seibels & Williams Inc.

-an Assurex partner
Frank Crystal & Co. Inc.

: Hobbs Group L.L.C.

John L. Wortham & Son L.L.P.

-an Assurex partner

1 Talbot Financial Corp.

$62,738,565 14.9%
$53,874,528 6.4%

$47,216,074 41.1%

$46,407,360 20.0%

$43,715,000 24.8%

Gallagher Associates-another new-
comer to the list-whose 35.5% in-
crease over 1998 to $12.4 million es-
tablished the new threshold for enter-
ing the top 100. Last year's threshold
was $10.8 nlillion, which was itself an
increase of 12.5% from the prior year.

In addition, four members of the
Assurex network joined the top 100
this year: Riggs, Counselman,
Michaels & Downs Inc., No, 53;
Woodruff-Sawyer & Co., No. 60; Bar-
ney & Barney L L.C., No. 73; and The
Mahoney Group, No. 94.

Two companies from last year's
chart, Hass & Wilkerson Inc. and
Scott Insurance, did not make the top
100 this year. In addition, Wm. Rigg
Cos., Posse Walsh Buckman Van Bu-
ren declined to provide information
this year, and The Rosenthal Cos. and
Mack & Parker Inc. were bought by
other companies. Anchor Pacific Un-
derwriters Inc. did not respond this
year due to a change in its business fo-
Cus.

While the top 100 chart is based on
the percentage of total brokerage rev-
enues from U.S.-based clients, Busi-
ness Insurance also ranks the 20
largest U.S. retail brokers.

Although the majority of the 20
largest retail brokers also are among
the 20 largest brokers of U.S. busi-
ness, there are a handful of changes.
For example, when it comes to U.S.
retail business, Jardine Lloyd Thomp-
son Group P.L.C., HLF Insurance
Holdings Ltd. and Meadowbrook In-
surance Group Inc. fall from the top
20.

Their departure makes way for
P'rank Crystal & Co. Inc. at No. 17,
Hobbs Group LLC. at No, 18 and
John L, Wortham & Son L.L.P., a
member of the Assurex network, at
No. 19.

As a group, the 20 largest U.S. retail
brokers generated |-etail brokerage

revenues of $6.24 billion, up 10.3%
from 1998.

Business Insurance also has devel-
oped several new rankings this year,
intended to provide new ways of look-
ing at brokers other than overall rev-
enue scale.

Revenue per employee, for example,
is one way of measuring an agency or
broker's productivity. New to this is-
sue is a chart depicting the 10 most
productive brokers, which are then
compared with the productivity of the
world's 10 largest brokers.

The most productive broker, Tri-
Arc Financial Services Inc., posted
brokerage revenues of $9.7 million
and had 16 employees in 1999, for a
hefty revenue per employee of
$607,934.

The No. 2 in terms of productivity
was Joseph Held Co. Inc., with rev-
enue per employee of $384,960, and
No. 3 was AirSure Ltd., with
$266,239.

By contrast, the most productive
among the top 10 was Marsh &
MeLennan Cos. Inc., with revenue per
employee of $134,746.

Also new this year is a chart of the
largest benefit brokers, which are
companies that derive a majority of
their revenues from benefits-related
businesses. To be ranked, however, a
company must also derive at least
20% of its revenues from commercial
retail brokerage services, thereby
eliminating companies dominated by
health care consulting or claims han-
dling services.

The largest benefits broker is USI
Insurance Services Corp., which de-
rived 58.4% of its 1999 brokerage rev-
enues from benefits business, or
$187.8 million. The second-largest
benefits broker is CBIZ Benefits & In-
surance Services Inc., which derived
58% of its brokerage revenues from
benefits, or $92.8 million. And at No.
3 is Fringe Benefits Management Co.,
which generated all of its brokerage
revenues, or $15.5 million, from bene-
fits business. 51
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We lead the market in credit derivatives:;
NnNOowW we can insure it.

GC Re is one of the newest insurers on the
scene in Bermuda, with the ability to buy and
sell credit insurance policies as well as financial

G G E contracts on corporate, sovereign and a variety

of other risks. GC Re offers its insurance-based
clients access to a multitude of portfolio
enhancing products and services within the
Alternative Risk sector. The company has already
Licensed as a Class 3 entered into US$2 billion of insurance policies
Insurer in Bermuda. with a variety of well-known insurers. Exposures
are hedged 100% with Deutsche Bank AG, giving
GC Re the effective counterparty risk of Aa3/AA.

Global Credit Reinsurance Ltd.

As a leading provider of derivatives, GC Re is
another means by which Deutsche Bank can

offer its clients unparalleled coverage for their
derivative, structuring and risk management needs
- all now available in insurance policy format.

A fresh approach to the Alternative Risk market
- another reason why Deutsche Bank is leading

to results.

Performance is
For information on how you can. do business with

GC Re, please contact Deutsche Bank's
Repackaging Group,

London

Telephone: +44 20 7545 8478

New York

Telephone: +1 212 469 4539

Tokyo

Telephone: +813 5401 7116

leading to results®

Deutsche Bank
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Marsh & McLennan Cos. Inc.

1166 Ave. of the Americas,
New York, N.Y. 10036;
212-345-6000; fax: 212-345-3833;
www.marsh.com

1999 1998
$33.4 billion $32 billion
$9.18 billion $8.55 billion

$6.10 billion $5.88 billion
41%* 38%*

Premium volume
Gross revenues
Brokerage revenues
Brokerage: Retail
Wholesale 4% 4%

Reinsurance 520 S<2o

Services 21%* 22%*
Other 29%* 31%
Employees 45,300 46,900
Rev./employee $134,746 $125.330
Employee benefits 17% 17%
Offices 315* 324

*Bl estimates

The evolving world of insurance
and risk management plays to the
strengths of Marsh Inc., the broker-
age's senior executives say.

As risk managers and insurers
seek to address a wider array of risks
and corporate issues, the world's
largest broker is able to call on the
expertise of its sister companies
within Marsh & Mcl,ennan Cos. Inc.
as well as its own depth of resources.

The services of Mercer Consulting
Group Inc., the investment expertise
of Putnam Investments Inc. and the
wide array of risk management ad-
visory services and insurance bro-
kering skills at Marsh itself combine
to create a powerful combination,
M&M executives say.

And the changes in pricing in the
insurance market should benefit
Marsh more than most other bro-
kers, according to analysts. By pay-
ing premium prices for top-quality
brokers over the past several years,
Marsh is better positioned than its
peers to reap the benefits of higher
commissions and fees in most lines
of business throughout the world,
the analysts say.

Still, while the evolution in finan-
cial services is beneficial to Marsh,
analysts say the broker may eventu-
ally be absorbed by an even larger fi-
nancial services conglomerate.

Over the past year, Marsh has put
the finishing touches on its integra-
tion of Sedgwick Group P.L.C. and
Johnson & Higgins and is better po-
sitioned to provide brokerage and
other services to commercial policy-
holders, said John T. Sinnott, chair-
man and chief executive officer of
Marsh Inc.

In addition, with a new unit that
draws on expertise in different de-
partments throughout Marsh, Mer-
cer, and Marsh & McLennan Securi-
ties, the brokerage is ready to pro-
vide services beyond traditional in-
surance placements, he said.

1VIMC Enterprise Risk was
launched in March to focus on deliv-
ering integrated risk management
services (Bl, March 27). The new unit
takes a broad view of risks facing a
corporation and draws on several
units within Marsh & MelLennan to
help manage the risks. 1VIMC Enter-
prise Risk is headed by Bob Khanna,
a former longtime executive at Citi-
group. MMC Enterprise Risk has a
permanent staff of about 30 and,
when necessary, draws staff from all
of Marsh & McLennan's units.

It is an example of how Marsh is
growing by adding products and ser-
vices to increase its business, Mr.
Sinnott said. "We think that by
aligning those particular disciplines
we'll be better able to deliver the re-
sources to clients," he said.

The move also reflects a changing
view of risk management among
Marsh clients, said Brandon VV.
Sweitzer, president of Marsh Inc.

Increasingly, clients are interested

in the total risk their organizations
face, rather than just the traditional-
ly insured risks, he said. That inter-
est is also reflected in the small but
growing number of companies that
have "chief risk officers” to manage
all the risks-insured and non-in-
sured, Mr. Sweitzer said. "We are
starting to see more than a handful
now," he said.

And while most companies still do
not have CROs, risk managers' roles
are changing and becoming more
complex as they are required to
manage a wider array of risks, Mr.
Sweitzer said.

In addition to MMC Enterprise
Risk, Marsh & MelLennan is looking
for other opportunities for its indi-
vidual units to work together.

The success of M&M as a whole is
based on its ability to manage three
successful professional services op-
erations under one corporate um-

brella, said Jeffrey W Greenberg,
chairman, president an i chief exec-
utive officer of Marsh & McLennan.

In the future, the company should

'We had to try to sail against

initiatives, Mr. Greenberg said
AnNnd if a Marsh client needs asset
management services, Putnam can
provide those, he said. But each unit
will keep foeusing
on its core busi-

ness, Mr. Green-

the headwind wh this very brisemd compete

soft market, and maybe

against the very
best specialists in

theret less ofa headwind the world, and we

have to ensure

now than there was a year that our business-

or so ago.'

be even more successful as each of
the units-Marsh, Mercer, and Put-
nam-pool their services, he said.
For example, Mercer's expertise in
e-commerce consulting can be used
by Marsh to develop its e-commerce

es are as expert
and well qualified

- John | Sinnott and well staffed,"”

he said.

Despite the growing interest in en-
terprise risk management, the tradi-
tional placement of property and ca-
sualty insurance coverage is s:ill the
focal point of Marsh, said Mr. Sin-
nott. "That's still what we see as our

License to get on with ie *ZED--«

Fireman's

core capability, and that's our busi-
ness," he said.

In its traditional business, Marsh
had "an enormously successful year"
in 1999 for middle-market business,
said Mr. Sweitzer. Marsh defines
middle-market clients as companies
that do not have a full-time risk
manager.

"That is the area where most peo-
ple ask us about competition from
regional and local brokers. The com-
petition is keen and we seem to be
more than adequately competing for
the business," he said.

Part of the reason for the growth
in the middle-market area is the ac-
quiisition of Sedgwick in 1998 and
Johnson & Higgins in 1997. Both of
those brokerages had substantial
books of middle-market business,
Mr. Sweitzer noted. Marsh also has
adjusted its incentive program to

Continued on next page

FiremEn's Fund McGee

Fund®

Marine Underwriters

A company of the Allianz Group



Continued from previouk page
encourage staff to grow its middle-
market business, he said.

While Marsh has long enjoyed a
worldwide presence, the Sedgwick
acquisition increased Marsh's reach
in the United States, said Mr. Sir:-
nott.

"For example, we did not have an
office in Memphis, Tenn., and Sedg-
wick was the premier broker in the
area," he said.

Since its purchase of Sedgwick in
1998, Marsh has sold some segments
of the business, including a minority
stake in an insurance entity in Saudi
Arabia and other books of business
that it sold to former Sedgwick em-
ployees who managed those ac-
counts. The sales represented about
$200 million ir- brokerage revenues.

In all, 1999 saw Marsh's revenues
and profits increase. "We've seen
some improvement in the top-line

revenue growth, with the result that

we expect good double-digit growth
on the bottom line," said Mr. Sin-

nott.

Total corporate revenues for
Marsh & MclLennan increased 7.4%
to S9.18 billion. Brokerage revenues
increased only 3.8%, to $6.10 billion,
last year.

In the first quarter of this year,
RI&M's corporate gross revenues
grew 13% to $2.66 billion, while
Marsh Inc.'s brokerage revenues rose
3% to $1.29 biLlion.

While the company last year
didn't make any acquisitions on the
scale of Sedgwick and J&H, Marsh
did make a few small purchases in
the United States over the past 12
months: it bought National City In-
surance Group Inc., a brokerage in
Grand Rapids, Mich.; and the Min-
neapolis business of risk and claims
consultant Campos & Stratis. In ad-

dition, M&M's program manager,
Seabury & Smith, bought Min-
neapolis-based benefit consulting
company National Benefits Group.

Marsh also bought several broker-
ages or took larger stakes in busi-
nesses overseas in the past 12
months, including: SPK Marsh &
McLennan and J&H Insurance Bro-
kers in Malaysia; Sedgwick Thai
Ltd. in Thailand; J&H de Venezuela;
Boissarie et Martin in France; Sedg-
wick Philippines; Miguel y Martinez
in Mexico; a 10% stake in Bonnor
Draudimo Brokers in Lithuania;
51% of Sedgwick Kassman Pty. Ltd.
in Papua New Guinea; 20% of
CAPA in France; and 60% of PIFRS
in South Africa. Marsh is also in the
final stages of purchasing Peruvian
broker VidalLlInti.

Marsh & McLennan plans to make
more acquisitions to increase its con-
sulting business, but there is little
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need to make major strategic acqui-
sitions for insurance brokerage busi-
ness, Mr. Greenberg said.

In Europe, Marsh plans a major
expansion over the next five years
through recruitment.

The brokerage plans to hire about
3,000 additional people-1,800 in
Continental Europe and 1,200 in the
United Kingdom. The expansion
will focus on small and medium-size
companies, financial services, pro-
gram business, risk consulting and
wealthy individuals (Bl, July 3).

"We are puttjing some emphasis on
some segments that are well devel-
oped in the U.S.," said Mr. Sinnott.

Previously, Marsh had the capaci-
ty to offer the services in Europe, but
it was segmented, he said. For exam-
ple, it placed program business in
the United Kingdom but little else-
where in Europe. "Now we want to
take a pan-European approach,” Mr.

VWHAT WILL IT TAKE TO LEAD THE NEXT GENERATION OF MARINE INSURERS?

THE STRENGTH OF ONE OF THE WORLD'S LARGEST INSURANCE

ORGANIZATIONS AND THE AGILITY TO MOVE QUICKLY AND DECISIVELY.

FIREMAN'S FUND McGEE PUTS AN UNPRECEDENTED LEVEL OF MARINE

EXPERTISE AND DECISION-MAKING AT YOUR FINGERTIPS WITH ONE OF

THE MOST EXPANSIVE NETWORKS IN THE BUSINESS. WE ARE ONE OF

THE LARGEST WRITERS OF OCEAN CARGO IN THE U.S. AND INTENT ON BEING THE

COUNTRY'S LEADING OCEAN AND INLAND MARINE INSURER.

CALL US AT 1-800-235-6029.

RAISING THE BAR IN MARINE INSURANCE.

Sinnott said.

As Marsh has expanded and inte-
grated its acquiisitions, it has not
seen a large turnover in staff over the
past year, said Mr. Sinnott. "We
haven't seen a lot of that either
way," he said.

During the integration of J&H add
Sedgwick, there was some fallout as
individual staff at the acquired bro-
kers decided not to join Marsh, but
that largely ended in 1999, he said.
M&1VI's total workforce slimmed
3.4% last year to 45,300.

The swirl of interest and criticism
over brokers' acceptance of contin-
gent commissions also appears to
have faded, Mr. Sinnott said.

Last year, following a heated de-
bate at the Risk & Insurance Man-
agement Society Inc. conference in
1998, Marsh agreed, at a risk manag-
er's request, to disclose some details
on contingent commissions paid by
insurers to Marsh for large volumes
of business.

"We have the occasional request
for more detail, but it's measured in
the tens of clients, not the hun-
dreds,” Mr. Sinnott said.

Discussing Marsh's outlook on the
insurance market, Mr. Sinnott said
the market in general cannot yet be
defined as "hard," but rates are in-
creasing in some areas.

Rates for middle-market business
are increasing, some property rates
for large accounts are rising, and
reinsurance rates are increasing gen-
erally, he said.

Liability accounts that have expe-
rienced major losses also are seeing
increases, Mr. Sinnott said.

The increases should lead to high-
er revenues for Marsh, as much of its
compensation is still based on com-
missions or negotiated fees, rather
than a straight fee for service, he
said.

"We had to try to sail against the
headwind with this very soft market,
and maybe there's less of a head-
wind now than there was a year or
so ago. But anyone who thinks there

is a tailwind like there was in the

mid-1980s is crazy," Mr. Sinnott
said.

In 1999, profits for Marsh &
McLennan dropped 8.8% to $726
million from the year before. The
profit downturn reflected a $377
million special charge related to ac-
quisition costs for Sedgwick.

In the first quarter of this year,
Marsh & McLennan's profits in-
creased 20.8%, to $337 million, from
the year-earlier period.

M&M shares, which are listed on
the New York Stock Exchange,
traded at a high of $112.50 and a low
of $61.75 during the past 52 weeks.
M&M stock closed at $108.13 on July
7.

Marsh & McLennan, as a whole,
has performed well against its peers
over the past several years, but its
core insurance business is not attrac-
tive for investors, according to Mike
Smith, an analyst at Bear, Stearns &
Co. in New York. "If only we could
have more Putnam," he said, noting
that the asset management business
is not affected by changes in the in-
surance cycle, as brokerage opera-
tions would be.

The brokerage will benefit from its
purchases of J&H and Sedgwick as
the market begins to harden, but in
the long term the prospects for in-
surance brokerages are dim, Mr.
Smith said.

The insurance industry in general
is growing at a slower pace than the
rest of the economy and while insur-
ers can make up for low premium
growth by generating more invest-
ment income by writing long tail
business, brokerages rely on fees and
commissions,'he said.

Marsh is well-positioned to take
advantage of the hardening market,

See Marsh on next page
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Marsh

Continued from previous page
said Hugo J Warns, principal-finan-
cial institutions group at Baltimore-

based investment bank Legg Mason
Wood Walker Inc.

Marsh & MelLennan is dominant
in insurance brokerage and employ-
ee benefits consulting, and it has a
strong position as a mutual fund
manager, he said.

Its insurance brokerage unit in
particular is well-positioned against
its peers due to the expensive but

high-quality acquisitions it has
made over rhe past several years, Mr.
Warns said.

And it is offering "cueing edge"
enterprise risk products, he said.
"It's the best-designed brokerage out
there, with the ability to deliver
products all over the world.”

And in the futt-re, distribution and
advice will become more important
as capital providers become diverse,
Mr. Warns said.

But a high-quality and diverse
company such as Marsh & MelLen-
nan may still end up in the long term
as part of a larger financial services

grcup a: the delivery of a whole
rarge cf financial services become
more integrated, he said.

There were few executive changes
a. Marsh in the past 12 m,r,nths.

Mir. Greenberg was named chief
executi-ie officer of Marsh & McLen-
nan in November 1999 and chair-
man in May. He succeeds A.J.C.
.Smith, 35, who has retirei as an ex-
eeutive of the company b it remains
a direc:cr.

Ncrman Barham, 58, retired as
vice ehajrman of Marsh and a direc-

tor of Marsh & McLennan in May.
Mr. Barham was the last of the for-

Risk.
Cdvered by Allianz Group.

mer J&H's senior executives to hold
an executive position at Marsh. His
responsibilities have been divided
ajmong existing Mansh executives.

Total cash compensation, includ-
ing salaries and bonuses, paid tc
Marsh & MelLennan's five highest-
Naid corporate officers in 1999, as re-
Tcrted zo the Securities and Ex-
change Commissicn, was:

Lawrence J. Lasser. $27,000,00(
A.J.C. Sm.th. ....... .$6,500,0K
Jettey W. Greenberg. . --$2,300,000
Feter Coster. .$1,730,326
J jhn T. Sinnott $1,626,34;

-By Gavin Souter

Wherever you are, whenever you need us,

the Allianz Group is always there for you.

To us risk management means thinking the un:hinkable to preven. risk turning into loss. As

one of the world's leading insurers our financial strength and techn.cal expertise combine

to make Allianz Group the partner you can trust whenever and wherever you need us.

Allianz. The Power Beside You.

Allianz ®

Allianz Insurance Company. Global Solutions for Corporate Clients.

www.aic-allianz.com

2 AON

Aon Corp.

123 N. Wacker Drive, Chicago, 111.
60606,312-701-3000,

fax: 312-701-3233; www.aon.com

1999 1998
Grossrevenues $7.07 billion $6.49 billion
Brokerage revenues $4.8 billion $4.4 billion
Brokerage: Retail 40% 43%
Wholesale 8.5%* 6.5%
Reinsurance 10.5%* 9.5%
Services 9% 9%
Investment income 2% 2%
Other 30% 30%
Employees 39,000 34,000
Rev./employee. $123,077 $129,324
Employee benefits 9% 9%
Offices 550 600

*Bl estimate

Aon Corp.'s seemingly insa-
tiable appetite for acquisitions
over the past several years result-
ed in some indigestion at the end
of 1999.

Although the strategy success-
fully achieved Aon's goal of ex-
panding the Chicago-based com-
pany's operations around the
world, executives say they did not
accurately budget for the enor-
mous cost associated with systems
integration, which caught up with
the broker in the fourth quarter.

That, in addition to $313 miillion
in pretax special charges made
during 1999-a majority of which
are associated with its acquisi-
tions-contributed to a 34.9%
drop in profits for the year.

Aon's stock price took a tumble
at the beginning of 2000 upon
news of lower-than-expected
fourth-quarter earnings, dropping
to a low of $20.69 in the first
quarter of 2000 from its 1999 high
of $46.66 in the fourth quarter.

"We're clearly disappointed
with not meeting our own expec-
tations as well as our sharehold-
ers’ (expectations) for 1999, but
we're not disappointed with the
ingredients that we put together
in terms of our strategy,"” said
Michael D. O'Halleran, president
and chief operating officer of Aon
Corp. and president of Aon Group
Inc., Aon's brokerage and consult-
ing arm.

"In 1999, we put together the fi-
nal pieces of the puzzle in terms of
our global strategy. We were able
to integrate operations around the
globe, the last bits of which were
on the European continent,” Mr.
O'Halleran said, referring to the
1998 and 1999 acquisitions of Le
Blanc de Nicolay of France, Gil y
Carvajal Group of Spain, Greig
Insurance of Norway and Nikols
Sedgwick Group of Italy.

Those European acquisitions
rounded out Aon's global expan-
sion strategy, which commenced
in 1996 with the acquisition of
London-based Bain Hogg Group
Inc. and included such other ma-
jor acquisitions as Alexander &
Alexander Services Inc., Minet

Group and Jauch & Huebener
KGaA.

Mr. O'Halleran said that Aon
has performed "extremely well"
in consolidating the people and
the business processes from all of
its acquisitions. Systems integra-
tion, however, has been a differ-
ent story.

"We simply didn't manage our
(information technology) spend-
ing the way we should have," Mr.
O'Halleran said. "l think, in hind-
sight, had we been able to get our
arms around what it all meant, we
would have allocated our capital
in a different way. But the

See Aon on page 26
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Continued fon: page 22

enormity of putting all these systems
together around the world caught up
with us," he said,

"Let's face it, nobody's ever done
anything like we embarked upcn,”
Mr. O'Halleran said of Aon's global
expansion "Even with our other com-
petitor, it had a global platform to
bring other companies into. We had to
start from scratch, and that certainly
was something, with hindsight, we
would have assessed differently."

Mr. O'Halleran would not quantify
the additional costs Aon spent for sys-
tems integration, in part because he

said those costs also included expen-
ditures related to various e-commerce

initiatives and Y2K-compliance ef-
forts.

Aon's retail, reinsurance, wholesale
and consulting units in the United
States and United Kingdom are in
various stages of converting multiple

'We have a great franchise.
- We're very proud of now or

team of people has brought

- /44-\

together the cultures and the
spirit of the organization'

- Michael O Halleran

computer systems into single systems,
Mr. O'Halleran said. Each system will

have common infrastructure stan-

dards so that the systems can all
"talk” to each other.

While the cost of systems integra-

at a crossroads

LKA

tion was not the only contributor to
lower fourth-quarter results, it was
the only unexpected cost, =Vir.
O'Halleran said.

Although Aon
said in January
that lower-than-
expected new
business growth
and higher atzri-

tion rates in its
U.K. and French
brokerage opera-
tions would Elso
negatively imEact
fourth-quarter re-
sults, Mr. O'Hall-
eran said that the
broker was too quick to assign blame.

"We came out with an early warn-
ing and, at that time, we believed fhat
there was underperformance in the
U.K. and in France," he said. "As it

turned out, as we got the finalEzed

numbers in February, the truth was,
most of the impact was not undeeper-
formance of *e operating units, but
(was) due to the effects of foreign ex-
change rates. -

"Their new business growth
matched tha: of the U.S., so we felt
pretty good about that," he said.

Other factors contributing to de-
pressed 'ourh-quarter earnings in-
cluded a shortfall in inves:ment in-
come anithe absence of some rein-
surance revenues from Unieover
Managers Inc.

Aon also tcok a $150 million pretax
charge against earnings k the fourth
quarter, as wpll as a $163 million pre-
tax charge in the first quarter of 1 099.

Of the tctal $313 million in sdecial
charges last year, $122 million covers
the costs of settling with U.K. cus-
tomers who purchased private pen-
sion plans based on allegedly improp-
er sales advice. Aon inherited the pen-
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sion liability from Godwins Interna-
tional Holdings Inc., the formerbene
fits operation of Frank B. Hall & Co.
Inc., which Aon acquired in 1992; and
from Alexander Consulting Group,
the former benefits operation of A&.A,
which Aon acquired in 1997.

The remaining first-quarter special
charge went to cover costs associated
with consolidating European acquisi-
tions and for reorganization and lay-
offs expenses in the United Kingdom
(Bl, May 10, 1999).

The remainder of fourth-quarter
charge went to cover costs associated
with various litigation matters, in-
cluding a $27 million settlement Aon
made with Reliance Group Holdings
Inc., related to the broker's dealings
with the failed Unicover workers
compensation pool (Bl, Jan. 17).

Taking into account the $313 mil-
lion in charges, Aon's net income
dropped 34.9% to $352 miillion in
1999.

Despite the lower earnings, rev-
enues increased for 1999.

Brokerage revenues were up 9.2%
to $4.8 billion, which makes Aon the
world's second4argest broker in Busi-
ness Insurance's annual rankings. To-
tal corporate revenues, which include
Aon's investment income and rev-
enues from underwriting operations,
rose 8.9% to $7.07 billion.

In the finst quarter of 2000, Aon re-
ported an 8.4% increase in brokerage
revenues to $1.25 billion. Corporate
revenues increased 7% to $1.81 bil-
lion.

Profits soared 146% to $123 million
in the first quarter, compared with the
year»earlier period.

Despite the integration difficulties
and inheriting liabilities from some of
its acquisitions, Mr. O'Halleran said
that Aon has no regrets about any of
its global acquisitions.

"When we look at what this has al-
lowed us to do, in terms of being one
of two global service organizations of
its kind, had we not made those moves
we would not have served our share-
holders in their best interest and we
certainly would not have serviced the
needs of our clients globally," he said.

"We have a great franchise," Mr.
O'Halleran said. "We're very proud of
how our team of people has brought
together the cultures and the spirit of
the organization.”

"We've lost very few people that we
didn't want to lose, and we kept most
of our clients," he said.

Within in the last several months,
however, Aon has lost a few execu-
tives, while others have been given
new responsibilities.

Earlier this month, Alan R. Dia-
mond, managing principal of Aon
Risk Services Cos. Inc. of the Americ-
as in New York, left the company and
his position was not replaced.

In June, Teresa L. Pahl, executive
vp of Aon Corp., left to become CEO
of a new Internet company, In-
centlnc com. Her responsibilities have
been reassigned to other people with-
in the firm.

In April, Daniel T. Cox, chairman
and CEO of Aon Consulting World-
wide, left to pursue other interests.
Donald C. Ingram, chairman of Aon
Consulting of the Americas, succeed-
ed Mr. Cox.

And in March, Kenneth J.
LeStrange, chairman of Aon's Alter-
native Market Operations, assumed
the role of chairman of Aon Risk Ser-
vices Cos. Inc. of the Americas, the re-
tail brokerage unit, from Richard A.
Riley.

Mr. O'Halleran said that this move
was in the making for some time.

"We had met long before with Dick
Riley and decided that we needed to
identify a leader for the future,” he
said. "Dick had desired when he took
the job, after Art Quern died, that he
only wanted to do it for a certain time
period."

See Aon on page 28
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Continued *om page 26
Mr. O'Halleran said that with Mr.

Riley's help, Aon sought a replace-
ment who would reflect where the fu-
ture of the business was going. Aon
also wanted to find a young person
with broad industry experience. Mr.
LeStrange fit the Dbill.

Prior to joining Aon, Mr. LeStrange

was president of Am-Re Managers,
the alternative risk transfer unit of

American Re-Insurance Co.

Despite no direct retail brokerage
experience, Mr. O'Halleran said that
when Mr. LeStrange started Am-Re
Managers, he "did nothing but work
with retail brokers, so he knows that
business extremely well."

As a result of Mr. LeStrange's ap-
pointment, Aon has integrated its
AMO unit, which served as a holding

%

company for Aon's 22 managing gen-
eral agencies, back into Aon Services
Group Inc. ASG, headed up by
Michael D. Rice, is Aon's specialty in-
surance and administration arm,
which houses such companies as
Cambridge Integrated Services
Group Inc., Aon's claims and absence
management unit, and Swett &
Crawford Group, the largest insur-
ance wholesaler in the United States.
Roughly three years ago, AMO be-
came a separate operating unit from
ASG.

Aon Group now comprises four
main units: Aon Risk Services; Aon
Services Group; Aon Re Worldwide,
the world's largest reinsurance bro-
ker; and Aon Consulting Worldwide,
the world's sixth-largest employee
benefits consulting firm.

In 1999, Aon Group had 39,000 em-
ployees in 550 Aon-owned offices in
120 countries. Aon is still planning to

1.1_1

relocate its headquarters to the for-
mer Amoco Building in Chicago,
which has been renamed the Aon
Center (BI, Jan. 10). For now, howev-
er, its employees and management re-
main in the company's Wacker Drive
headquarters.

With 1999 behind it, Aon is focused
on growing its business. To do this,
the broker is looking to a number of
technology initiatives.

Aon aims to explore how technolo-
gy can boost efficiency, increase
clients' knowledge and bring new
sources of business to the company,
among other things

"What we can do in technology...is
such a powerful way for us to grow,"
Mr. O'Halleran said. "We are very
dedicated to becoming the teehnolo-
gy leader of this industry.”

Mr. O'Halleran said that Aon re-
cently deployed a segmenting strate-
gy throughout the organization

Now, gain access to the Bermuda, London and European

markets through the expanded MRM Specialty Brokerage

group of companies. In today's rapidly changing marketplace,

whereby each segment, whether it is
small commercial, midmarket, major
corporate or personal lines, is looking
at the costs of obtaining and main-
taining business, and how each seg-

ment can be more efficient and at-

tract more business via technology.

In the effort to tailor e-business ser-
vices directly to its customer seg-
ments, Aon has developed specific in-
dustry portals that give customers ac-
cess to its various electronic products
and services and business processes
within Aon.

Patrick G. Ryan, chairman and
chief executive officer of Aon, noted
that although technology is the bro-
ker's biggest challenge at the mo-
ment, it also is Aon's greatest oppor-
tunity.

"Everyone in our industry has to
get it right."” While some will and
some won't, "l believe we're getting i
right," he said.

One technology initiative is Aon-
Line, its risk management extranet
service geared to its middle-market,
large and global accounts. AonLine
offers its roughly 600 subscriber

, clients access to their complete risk

and insurance portfolio information
in addition to a variety of proprietary
data and transactional services.

Mr. O'Halleran highlighted two
other technology initiatives within
Aon over the past year.

One is the Aon Market Exchange,
an online exchange where Aon elec-
tronically transacts business with in-
surers. Customers also have access to
the exchange via the AonLine portal,
and can conduct business online with
insurers and with Aon. Aon’'s finan-
cial service groups in Minneapolls
and in Denver piloted the program,
which is now in the process of ex-
panding into other areas of the com-
pany, Mr. O'Halleran said.

Also in 1999, Aon formed Aon In-
teractive Venture, charged,with coor-
dinating all of Aon's e-business ef-

forts on a global scale, Mr. O'Haller-
an said. Aon Interactive Ventures

' evaluates the cost and benefit of all

knowing where to look and who to contact has become vital

to sound risk management.

i Corporate Risk Accounts
* Program Business

 Captive Reinsurance

MRM
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ph: 44 (0)20 7309 8900
fax: 44 (0)20 7309 6150
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ph: 441 295 7396
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internal and external proposals for e-
commerce ventures, among other re-
sponsibilities.

Aon's technology initiatives will
further enhance the broker's goal of
delivering 100% of Aon to its clients,
executives say.

Aon's three-year-old business pro-
cess known as Strategic Account
Management aims to do just that with
its large accounts.

Aon's roughly 54 Strategic Account
Managers, known as SAMs, act much
like a team manager on large ac-
counts by bringing all of Aon, in
terms of its resources and expertise,
to clients based on their needs, Mr.
O'Halleran said.

As part of the SAM initiative, Aon
launched 10 global practice groups in
2000. These groups are made up of in-
dividuals from Aon's retail, reinsur-
ance, wholesale and consulting units
that are experts in a particular indus-
try, Mr. O'Halleran said. The groups
consist of construction, mergers and
acquisitions, aviation, marine, energy,
entertainment, financial institutions,
trade credit, claims and affinity.

"Our goal has been and continues
to be to bring the best and the bright-
est people in front of our clients,”" he
said of the global practice groups.

Aon approved a three-for-two
stock split, effective May 4, 1999. Its
stock closed at $31.31 on July 7

The cash compensation, including
salary and bonuses, of the five high-
est-paid officers of Aon Corp. in 1999,
as reported to the Securities and Ex-
change Commission, follows:

Patrick G Ryan . $2,109,230
Michael D. O'Halleran. $1,900,000
Harvey N. Medvin. . $952,695
Raymond I. Skilling. $943,942
Daniel T. Cox. $860,284

-By Sally Roberts

3 Willis

Willis Group Ltd.

10 Trinity Square

London EC3P 3AX, England
44-207-488-8111;

fax: 44-207-688-8223,

www.willis.com

1999 1998

$12.94 billion $13.26 billion
$1.24 billion $1.19 billion
$1.24 billion $119 billion

Premium volume
Gross revenue

Brokerage revenue

Brokerage: Retail 63% 60%
Wholesale 11% 12%
Reinsurance 18% 19%
Personal 320 a4<2o
Services s S<2o
Employees 9,446 9,204
Rev./employee $131,208 $129,262
Employee benefits oo T 2o
Offices 171 156"

Converted at applicable exchange,ates.
* Restated.

Willis Group Ltd. is investing in
21st century technology to im-
prove a business that Executive
Chairman John Reeve describes as
medieval.

WWhile other financial service
businesses provide customers
with relatively fast and conve-
nient services, the insurance in-
dustry still measures turn-around
time for its transactions in "weeks
and months, not days and hours,"
he noted.

"Insurance is a very, very back-
ward industry in terms of cus-
tomer services,” Mr. Reeve ob-
served. "It's really in the Dark
Ages."

Even with all that time, howev-
er, the process is still far from er-
ror-free, he noted. Willis found
that more than a quarter of the
paperwork it produced contained
errors that required correcting,
and underwriters often add to the
problem by reprocessing paper-
work.

"They make a whole bunch of
errors that are different from the
ones we made, because they are
pretty clever too," he said.

Hoping to eliminate these prob-
lems, Willis is restructuring its
operations, creating electronic

links to clients and underwriters

and centralizing some administra-
tive functions.

One system, dubbed "Adviser,"
allows clients to tap into propri-
etary Willis databases, access data
on their own accounts, file reports
and exchange messages directly
with Willis over the Internet.

On the "back end,” Willis is also
building more efficient and reli-
able electronic links to underwrit-
ers. For example, the broker earli-
er this year began using the WISe
Business Centre and Data Ex-
change to speed processing of
transactions with Lloyd's of Lon-
don underwriters and London
market companies.

INn the United States, mean-
while, Willis is centralizing insur-
ance certificate processing and
claims handling in regional units

the broker has dubbed "centers of

excellence," reports Brian John-

son, president and chief executive
officer of Willis North America

Inc.

Willis has set up two such facil-
ities to issue certificates and has
set a turmnaround time of four
hours for receiving and processing
certificate requests, Mr. Johnson
said. The broker is working to-
ward an Internet-based system
that could process certificates 24
hours a day, he added.

Another two centers have been
established to perform "triage" on

See Willis on page 30
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Ceontinued from page 28
incoming claims, routing each
claim to "not the handiest but the
very best person” within Willis to
handle that claim with underwrit-
ers, Mr. Johnson said.

The broker also continues to
build its industry- and product-
specific practice groups and to
link practice groups electronically
in an effort at "knowledge man-
agement," Mr. Reeve said.

Willis employees in far-flung 10-

cations can contribute their

knowledge and experience in
solving a given problem, but "the
trick is being able to bring that
knowledge to bear in service of
clients,” he observed.

Willis specialist practice groups
include aerospace, construction,

environmental, financial and ex-
ecutive risks, health care, marine,
mergers and acquisitions and
reinsurance.

Finally, Willis has been empha-
sizing "investment hires," which
Mr. Johnson described as promis-
ing employees, not necessarily
with insurance industry back-
grounds, in whom Willis might in-
vest three or four years of training
before expecting significant rev-
enue production.

"It's a shift from (hiring for) the
very short term to the longer
term,"” he said.

This isn't to say that brokers
have stopped raiding one another
for talent: Poaching staff mem-
bers remains common among the
top brokers, Mr. Johnson ac-
knowledged.

In all of these efforts, Willis of-
ficials say they have benefited

PU

from being a private company,
owned since 1998 by an investor

consortium led by Kohlberg
Kravis Roberts & Co. L.P. and five

insurers.

Willis won't favor its insurer

investors because'we have

or we will cease to fulfill our

raison d'etre.’

Many of its restructuring initia-
tives would have been more diffi-
cult if Willis were a public compa-
ny that had to focus on the plans’
short-term earnings impact, Mr.

ING

YOU FIRST

1S OUR

Reeve suggests.

He declined to provide specifics
of the company's expenses, and
Willis no longer publishes its
earnings.

Whatever its
current bottom-
line results,
though, Willis is
holding its c,wn

to put the dienfs interest #rst in revenue pro-

duction despite a
continuing com-
petitive market-
place.

Premium vol-

me remained
- John Reeve i
static last year at

£8 billion for the
second year in a row, the company
reports. Translated into dollars
using average exchange rates, vol-
ume fell 2.4% to $12.94 billion
last year from 1998 levels.

FIRST PRIORITY.

THAT'S WHY OUR COMMITMENT IS
SECOND TO NONE.

Thanks to a solid foundation of financial strength and stability, CNA has proudly honored its promises to agents, brokers

and customers forovera hundred years.Today, ourcommitment remains unchanged as we continue to build upon the legacy of

our past in order to create a stronger future for us all.

CNA

For All the Commitments You Make

CNA Plaza / Chicago, IL 60685

CNA is a registered se-ice mark and trade name of CNA Financial Corporation. ©2000 CNA Financial Corporation.

Gross corporate

though, expanded 6.7% to £766
million in 1999. In dollars, this

revenues,

translated to a 4.2% increase to
$1.24 billion, keeping Willis firm-
ly in its spot as the world's third-
largest broker.

Because brokerage and related
services account for virtually all
of Willis' revenues, its brokerage
and corporate revenues are the

Overall, Willis generated 63% of
its 1999 revenues, or $781.5 mil-
lion, from commercial retail bro-
kerage; 18%, or $223.1 million,
from reinsurance brokerage; 11%,
or $136.3 million, from wholesale
brokerage; 5%, or $62 million,
from consulting and other non-
brokerage services; and 3%, or
$37.2 million, from personal lines
sales.

U.S. offices continue to generate
the largest share of this business,
accounting for £287 miillion
($464.4 million) last year, up 7.5%
from 1998's share. Non-U.S. of-
fices produced £196 million
($317.1 million), up 19.5% from
1998.

Commissions account for 70%
of Willis' commercial retail bro-
kerage revenues while fees gener-
ate 30%, the company reports.

Willis continues to expand its
international platform, earlier
this year acquiring a majority
stake in Floyd & Associates (Pty)
Ltd., a recently formed South
African broker. Earlier this
month, the broker formed Willis
Korea Global in Seoul and New
York to handle the worldwide ex-
posures of Korean corporations.

Willis is now represented in
about 73 countries, either through
subsidiaries or through associate
offices. For example, Willis main-
tains its longstanding correspon-
dent relationship with Paris-
based Gras Savoye S.A., working
through Gras Savoye offices in a
number of countries.

It also holds majority or minori-
ty stakes in S&C Willis in Spain,
Jaspers Wuppesahl Industrie As-
sekuranz in Germany, Gruppo ltal
Brokers in Italy and Asurandor-
gruppen in Denmark. During
1999, Willis bought 100% of
Mansfeld, Huebener & Partner
GmbH in Germany, now Mansfeld
Willis GmbH, and a minority
stake in Argentine broker Herz-
feld & Levy.

By the end of last year, Willis
operated through 171 majority-
owned offices around the world,
up from 156 at the end of 1998.

VWhen investing in local broker-
ages overseas, Willis prefers to ac-
quire a majority holding, Mr.
Reeve noted. It will buy a minori-
ty holding if need be, but general-
ly insists on a "staircase" provi-
sion allowing it eventually to be-
come majority partner, he said.

In the United Kingdom, Willis is
also expanding a franchise pro-
gram for independent U.K. pro-
ducers, Mr. Reeve reported.

Under the program, Willis takes
over back-office functions for the
producers and acts as a conduit to
underwriters, using its leverage to
improve insuring conditions for
the producers' clients. Franchisee
producers may keep their own
names or use Willis', Mr. Reeve
said.

The program has grown to 30
franchisees from 14 a year ago,
and Willis aims to have 50 partic-
ipants in the near future, he said.
Willis is urging producers to ac-
quire competitors to keep volume
in the program growing, he added.

Though smaller by several bil-
lion dollars in revenues than ri-

vals Marsh & MelLennan Cos. Inc.

See Willis on page 34
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flexibility to meet the

ever-changing needs

of our clients.

j’o ?:1earn more about how

yoq might benefit from
our 7ﬂexibih‘t’y, see us at
www.orrm.com or call
262/797-3400.

il %r OLD REPlBLIC
i ”m*** Risk Management, Inc.

Specxallsts m the altem&twe nsk market
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ING BARINGS ING INSTITUTIONAL MARKETS
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~ THE FINANCIAL
PLAYING FIELD.

Think of us as your “equalizer.”

With ING on your side, you're never too big
or too small to get where you want to go.
We'll deliver the horsepower of a vast global
presence, along with the innovation and
expertise that confidently makes your money
work bigger, harder and smarter.

As one of the world's largest integrated
financial services organizations, we have
over $450 billion in assets under manage-
ment, 90,000 people worldwide and over
25 companies across the Americas to help you
prosper in today's financial world. We bring
an extensive array of insurance, banking and
asset management products and services to
your life and business challenges, along with
the benefits of global strength and innovation
everywhere your money matters. ING, clearing
the way to your financial future. Big time.

The Confidence To Put You First.

ING SECURITY LIFE

ING SOUTHLAND LIFE
ING USG ANNUITY

ING VARIABLE ANNUITIES
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Willis

Continued from page 30

and Aon Corp., Willis is the only
other broker that can ma:ch their
global reach, Willis offidals say.

And, while hardly small at $1.24
billion in revenues, Willis cites its
smaller size and focus on client
service as advantages (rer its two
rivals.

Asked about what distinguishes
Willis from compet :ors, Mr.
Johnson said, "We are - ne compa-
ny that listens. The highest calling
at Willis is to be a damn good lis-
tener,” he said. "We are not the
slightest bit arrogant. We consid-

er it a privilege to work for our
clients.”

Willis would have a far more
difficult time spending money on
its restructuring and other client

service initiatives if it were still a
publicly traded company under
pressure to produce maximum
earnings, fts executives say

A cons:fint subject of takeover
rumors in the late 1990s, Willis
was taken private in 1998 by Trin-
ity Acquisition PLC., an investor
consortiLm led by KER. She in-
vestor group includes five insur-
ers: Guardian Royal Exchange
P.L.C.,Royal & SunAHiance
Group PLC., Chubb Corp., The

Hartford Financial Services

Group Ir.2. and Travelers -roper-
ty Casua.1 Corp.

The change had the imrr.ediate
benefit cl ending the takeo,rer ru-
mors, Mr. Reeve nited: "Owner-
ship uncErtainty is very damaging
in a peop.e business," he said.

Since -.nen, Willis has bean able
to focus r,n expanding its interna-
tional network cf offices, invest-

ing in new communicatic,ns tech-
nology-including its Adviser
World Wide Web service-and au-
tomating its work wherever possi-
ble to speed up :ransacticns.

While the KKR acquisition
quickly spawned a new round of
speculation that the investors
would sell Willis for a quick prof-
it, Mr. Reeve pointed out that
KKR holds its acquisitions an av-
erage of eight ,years and. is "in it
for the long haul.”

In three to four years, Willis
may consider isting some cf its
shares on a U.S. stock exchange,
he said.

In the longer term, it will have a
wide range of ownershiF options,
ranging from public ownership to
a merger with a bank or other fi-
nancial services company now
possible following the repeal of
Glass-Steagall Act restrictions,

Mr Reeve noted.

In the meantime, though, "we
ar€ in the value creation phase,"
working to build on Willis’
strpngths, he said.

Fears that Willis might favor its
insurance company investors ior
client placements, meanwhile, re

unfounded, Mr. Reeve empta-
sized.

He cited a case in which he said

W:llis shifted Year 2000 coverage
for a U.K. client away from Wil,is'
two U.K. insurer investors to o:h-

er insurers because the investirs
di-in't offer the best deal.

'We have to put the client's in-
te=est first or we will cease to ful-

fin our raison d'etre,” Mr. Reave

otserved.

For Willis and all large brokers,
el.ent service in recent years nas
less often required simple insur-
ance placement and increasinglv

Atlanta, GA
770 434 3666

Ch,cago, /L
312 986 0404

Dallas, TX
214 528 3999

Fresno, CA
559 448 1100

Hartford, CT
860 678 8870

Houston, TX
713 464 8702

Irvine, CA
949 788 0700

Lubboc*, TX
806 794 5395

San Francisco, CA
415 693 5890

Solvang, CA
805 693 8686

Vero Beach, FL
561 231 9191

Woodland Hills, CA
818 710 3630

'AAMGAI
s’

CA License #0810724

meant providing consulting and
support services for increasingly
complex risk management prob-
lerns.

This reality is reflected in a line
from Willis' own Web site: "Don't
tell us what insurance you want.”

Brokerage has turned into an
"advice-driven business (and) the
transaction piece is only a part of
that,” Mr. Reeve observed.

Willis' own advisory services
range from risk assessments to de-
veloping risk management and
loss control programs; helping to
set retention levels; developing
appropriate risk finance programs
that could include conventional
insurance, finite risk or capital
markets coverages; and providing
ongoing support services, such as
claims administration or captive
management.

Along with services aimed at a
particular client exposure, Willis
offers enterprise risk management
services to the large, sophisticated
corporations that require it.
Among other things, Willis has
developed a software program
called CHARM-or Consolidated
Holistic All Risk Model-designed
to analyze complex combinations
of risks that could affect a corpo-
ration's earnings.

The brokerage is also expanding
its employee benefits consulting
business. This business-a far
smaller operation than Marsh's
William M. Mercer Cos. LLC. or
Aon Consulting Worldwide-gen-
erated 9%, or about $111.5 mil-
lion, of Willis' 1999 gross revenues
compared with 7%, or about $83.3
million, of 1998 revenues. These
figures include commissions for
brokering group coverages in ad-
dition to consulting fees.

Working through benefits lead-
ers in 38 U.S. offices, Willis is
aiming principally at middle-
market clients with several hun-
dred to several thousand employ-
ees, according to Phil Neff, na-
tional benefits practice leader
based in Willis' Wichita, Kan., of-
fice.

The benefits group is focusing
on a variety of issues of particular
concern to middle-market compa-
nies, such as dealing with the
multiple payroll systems and
health plans that must be consoli-
dated after mergers and acquisi-
tions, Mr. Neff said.

Other Willis operations include
its reinsurance unit, the world's
third-largest reinsurance broker;
and Stewart Smith Group Inc.,
the third-largest U.S. surplus

lines broker.

INn addition to Mr. Reeve and
Mr. Johnson, top Willis officials
include Kenneth Pinkston, group
executive director; and Thomas
Colraine, group finance director.

-By Douglas MelLeod

Insurance

®

-SERVICES -

REPRINT SERVICES

8/'s Reprint Department can
provide reprints, in quantities of
100 or more, of any article ap-
pearing in the weekly news-
magazine. Legal permission,
complying with U.S. copyright
laws, also can be provided to
companies wishing to reprint
on their own, material appear-
ing in the newsmagazine. For
information, call or fax:
312/649-5319
Fax: 312/280-3174
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HALES & CONMPANY

Merchantbanking forinsurance distribution,
technology and outsourcing companies.

Mergers and Acquisitions

Westport Worldwide, LLC
Danbury, CT
acquired
Executive Benefits Group, Inc.
Braintree, MA

March 2000

Halts G Company initiated the

tramaction and advised the buyer

Frost Insurance Agency, Inc.
A Subsidiary ofFrost National Bank
San Antonio, TX

acquired

Nieman Hanks Puryear Partners

Nieman Hanks Puryear Benefits
Austin, TX
June 2000

Haies Ed Company advised tbeseller

Capital Synergies, Inc.
Barrington, IL
acquired

Pension Actuaries of

Philadelphia, Inc.
Philadelphia, PA
January 2000

Hales 8 Company advised tbe buyer

Americana Financial Services, Inc.

New York, NY
acquired
Benefits Unlimited, Inc.
Warwick, RI
September 1999

Haks U Company initiated tbe

transaction and advised the se/tey

Ward North America Holding, Inc.

San Diego,CA
acquired a majority holding in
Andhor Pacific Underwriters, Inc.
Concord, CA
March 2000

Hales 25 Company mitiated tbe

transaction and advued the buyer

Hobbs Group, LLC

Atlanta, GA
acquired
The Linden Company
Denver, CO
August 1999

Hale, e Company advised tbe bityer

O'Neill Finnegan &Jordan

Boston, MA
acquired
McLaughlin & Co.
Florham Park, NJ
April 2000

Hales e Company initiated tbe
transaction and advised tbe buyer

Acordia, Inc.
Indianapolis, IN
acquired
Duckworth-Morris Agency, Inc.
Tuscaloosa, AL

February 2000

Hates 8 Company initiated tbe
transaction and advued the buyer

Americana Financial Services, Inc.

New York, NY
acquired
Morstan General Agency, Inc.
Lake Success, NY

February 2000

Hales 211 Company mitiated the
transaction and advised the buyer

American E&S
San Francisco, CA
acquired

Gateway Excess & Surplus Lines
Woodiand Hills, CA

July 1999

Hales ESS Company initiated the

transaction and advised the sener

Private Equity

Distribution Partners
Investment Capital, L.P.
Hartford, CT
has provided growth capital to
iBenefits, Inc.

El Segundo, CA
January 2000

Ha/es e Company advised Distribution Partners

Distribution Partners

Investment Capital, L.P.
Hartford, CT

has provided growth capital to
Bertholon-Rowland Corporation
New York, NY
June 2000

Ha/es W Company initiated tbe transacton
and advised Distrbution Partners

Corporate Finance

Ward North America Holding, Inc.
San Diego, CA
issued preferred stock to

Mutual Risk Management, Ltd.

Hamilton, Bermuda
E.W. Blanch Holdings, Inc.
Minneapolis, MN

Employers Reinsurance Corporation
Overland Park, KS
December 1999

Hales W Company initiated the

#amaction and advised tbe issuer

Distinguished Programs, LLC

New York, NY

has been acquired by its

Management

September 1999

Hales 8 Company advised the
management group and aryinged.nanting

Ifyou are looking to secure growth capital or need expert advice related to valuations,

structuring mergers and acquisitions or financing, please contact one ofour Managing Directors in:

CHICAGO HARTFORD

Bill Weiland Gordon Pratt

(708) 358-1100

(860) 293-3504

NEVWW YORK

Steven Nigro
(212) 592-5700

SAN FRANCISCO SEATTLE

Vince Trapani Bob Seda
(415) 461-0505

(206) 236-6153
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Arthur J. Gallagher & Co.
The Gallagher Centre, 2 Pierce Place,
Itasca, Ill. 60143; 630-773-3800;
fax: 630-285-4000; www.ajg.com

1999 1998
$605,836,000 $540,655,000
Brokerage revenues $586,054,000 $524,435,350

Gross revenues

Brokerage: Retail 64% 64%
Reinsurance 1% 1%
Personal 1% 1%
Services 31% 21%
Investment income 3% 3%
Employees 4,589 4,288
Rev./employee $127,708 $122,303
Employee benefits 13% 13%
Offices S7 60

ITASCA, lll.-When J. Patrick
Gallagher Jr., president and chief
executive officer of Arthur J. Gal-
lagher & Co., studies the signs for
his company's future, he sees fa-
vorable portents converging as
they haven't in years.

The first indications of firming
insurance rates certainly bode well
for Gallagher. Bu: beyond that, the
company's unique culture and the
way it has positioned itself are ad-
ditional reasons to believe Gal-
lagher is poised to take full advan-
tage of new opportunities for
growth and success, Mr. Gallagher
said.

The company posted total corpo-
rate revenues of $605.8 miillion in
1998, an increase of 12.0% from its
1998 total.

Gallagher reported pretax earn-
ings of $104.2 million in 1999, up
20.7% from 1993, while aftertax

earnings were nearly $67.8 million,
a 16.7% increase from a year earli-
er. For the first quarter of 2000,
Gallagher's total revenues were
$152.3 million, a 10.7% increase
over the comparable quarter in
1999. Net income for the quarter
was $15.2 million, up 12.6% from
1999.

While allowing that the increas-
ing rate environment is "a huge
thing" for Gallagher, even beyond
the rising rates, "l don': think the
stars have been lined up for our
company the way they are today
for probably 15, 20 years," Mr.
Gallagher said.

"l just feel like we're now in a
time that it's Gallagher's time to
shine," he said.

Gallagher remains "very aggres-
sive on the sales front," the CEO
said. "That's paying off with good
new business. So we're just in a

spot right now that makes me very,
very bullish."

In addition to benefiting from
firming rates, the company's bro-
kerage service division is reaping

'1 don't think the stars
have been lined up for our
company the way they are

today for probably 15, 20

years:

- J. Patrick Gallagher Jr.

dividends from its recruitins ef-
forts and from mergers and acqui-
sitions, all of which Mr. Gallagher

attributes to his firm's culture.

Gallagher's brokerage revenues

uu LU LU .peace-of-mind-for-your-collector-c lients.com

UU LULU .expeditious-and-knouul edgeable-claims-handling.com

WUJUI.holu-to-protect-and-preserue-a-collection.com

luwuu.couerage-tailored-to-meet-your-client's-needs.com

LULULU all-brokers-welcome.com

www.aHa-art.c[n

(or click bere)

Nordstern
ART

collectors preserve culture. we insure it.

The AXA Nordstem Art Insurance Corporation is solely responsible for its own obligations.

stood at $586.1 miillion in 1999, an
11.7% increase from 1998. That ef-
fort earned Gallagher the No. 4
spot in Business Insurance's annu-
al ranking of the world's largest
brokers, un—
changed from a
year ago.

To further pro-

mote the broker-

age area of its
business, Gal-
lagher last year
reorganized its
brokerage divi-
sion into eight
geographical re-
gions.

"1l think  the
important part of that is, with that
reorganization, we also determined
that it was our time to recruit real-
ly talented people,” said James J.
Braniff Ill, president and chief op-
erating officer of Gallagher's Bro-
kerage Services Division.

"During that period of time, we
have had an approximately 10%
net increase in producers,"” a small
portion of which have come
through acquisitions, Mr. Braniff
said.

"We have added, in almost all ge-
ographic regions, very experienced,
talented producers," he said. These
new hires generally have been
placed in what Gallagher sees as its
10 strongest industry niches, "and
that is paying off with new busi-
ness production,” he said.

The 10 niches are among 12 that
Gallagher has identified as part of
an effort to strengthen its broker-
age service operations, which be-
gan with a thorough examination
of its business in late 1998.

In each of the 12 niches, the bro-
ker established a "niche managing
director, a person whose responsi-
bility is to see that that particular
niche grows across the country,”
Mr. Braniff said. "And that person
understood that they had the capi-
tal to hire people, and that that
person also is expected to be in-
volved in the merger and acquisi-
tion identification process. That is
working."

The industries represented in the
niche groups are responsible for
about 50% of Gallagher's total
brokerage revenue. "So we believe
we were in the right place with
those dozen, that we had strength
and we would grow those areas
and we would grow them by en-
hancing the number of producers
that we had, building teams, mak-
ing acquisitions, providing educa-
tion," Mr. Braniff said.

He allowed, however, that the
revenue statistic means that other
industries represent half of Gal-
lagher's business.
"We're not downplaying that in
any way," Mr. Braniff said.

Of the dozen niches the firm has

brokerage

identified, the company thus far
has established organizational
structures in several "that are real-
ly paying off," Mr. Braniff said.
Those niches include such areas as
construction, public entity, health
care, religious, restaurant and
transportation businesses as well
as scholastic, energy and profes-
sional lines.

As rising insurance rates benefit
Gallagher's brokerage services di-
vision, they also give a boost to
Gallagher Bassett Services Inc., the
company's risk management ser-
vices unit.

"In some ways, it also builds off
that rate increase that we're seeing,
because people begin to return to
the alternative marketplace,” said
Richard J. MeKenna, president of
Gallagher Bassett. "We see it as a
double-whammy win for the com-
pany, both on the brokerage side

See Gallagher on page 38



O YOU STILL THINK AN EMPLOYMENT
:3 practices suit can't touch your
company? In the past six years, the

number of sexual harassment charges has
doubled. The number of discrimination

charges has climbed over 41%.And the rev-
enues lost in courtroom battles have soared

into the billions. The appropriate response:
EPL Century Select.=

We understand what others don't.

The more deeply you understand a risk, the
more intelligently you can insure against it.

At Lexington Insurance Company, we know
the latest arsenal of employee discrimination
suits better than anyone. The reason we
understand more is that we have one of the
industry's largest client bases, giving us a
broader view of the trends as they develop.

You'll also find we have the most experi-
enced underwriters in the business, whose
unique professional insights produce more
responsive and innovative solutions. And
because we especially understand the needs
of large employers, our new EPL Century

has a loving

wile, three
great kids,
and no logical

explanation

for what he's

about to do.

AS an insurance

company, we've
uncovered an idea

some CEOs would

rather overlook:

consensual or not, it

can be a costly affair.

Select coverage is flexible enough to be
customized, while providing up to $loo
million in protection.

We can cover what others won't.

It's no surprise we were among the first
to provide employment practices protection.
Or that our integrated risk management
package provides employment practices
audits, a toll-free hotline and free seminars.
To look into protecting your company, call
the company rated A++ by A.M. Best and
AAA by Standard & Poor's, at 617-772-4586.

LEXINGTON INSURANCE COMPANY PIONEERS IN REVOLUTIONARY PROTECTION
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Gallagher

Continued from page 36
nd for us, too.”

As higher rates prompt some
businesses that bought insurance
services on a bundled basis during

he 1990s to take another look at
he alternative market, Gallagher
Bassett is in a position to address
heir claims handling and loss
ontrol needs, he explained.

Gallagher Bassett’s business has
been “absolutely outstanding,”
Mr. Gallagher said. “In the con-
tract claims business, the names
of some of the organizations that
have blessed us with their busi-
ness are pretty outstanding.”

Gallagher Bassett had nearly
$1.7 billion in claims under man-
agement in 1999—a 21% increase
from 1998.

Mr. Gallagher noted that Gal-
lagher Bassett also is seeing a lot
of business from large accounts
that “are absolutely adamant
about the unbundled approach,”
regardless of the premium envi-
ronment.

“There’s a sea change going on
here,” he said. Companies are say-
ing: “ ‘I will take two quotes. One
is for my risk transfer, and one is
for my claims services.’ "

Gallagher Bassett also contin-
ues to increase its position outside
the United States, with about 8%
of the unit’s claims activity now
coming from its U.K. and Aus-
tralian operations.

Mr. McKenna is also excited
about the response to an Internet
version of Gallagher Bassett’s
RISX-FACS claims information
system, which is located at
www.risxfacs.com.

“We put out about 12 million
sheets of data a month,"” he said.
“The opportunity to cut that in
half, if some clients decide to take
that down from the Internet, will
be beneficial to them and to us.”

Gallagher’s online initiatives
are taking several other shapes as
well.

Internally, “We probably have
4,000 people now connected to
Gallagher Online, our own back-
bone,” Mr. Gallagher said. “It’s
been a very extensive process for
us, but it’s been very meaningful
for us.”

Michael J. Cloherty, executive
vp of Arthur J. Gallagher & Co.
and CEO of the Brokerage Ser-
vices Division, noted that as part
of investment activity by Gal-
lagher's AJG Financial Services
Inc. unit, the company has invest-
ed in a joint venture with a major
insurer to sell insurance coverage
over the Internet. Mr. Cloherty
wouldn’t identify the company.

Through AJG Financial, the
company also holds a 5% stake in
BenefitPoint Inc., an e-commerce
platform aimed at helping brokers
to market, sell and service group
benefit programs.

AJG Financial’s overall goal is
to generate cash to channel back
into Gallagher’s operating busi-
nesses, Mr. Cloherty noted.

In the past year, the investment
division has continued to diversi-
ty the company’s book of invest-
ments, with other holdings now
including synthetic coal, natural
gas, housing rehabilitation, his-
torie renovation, franchise financ-
ing and real estate.

Another key part of Gallagher's
business is its Gallagher Benefit
Services Inc.

“The benefits business has his-
torically been our fastest growing
business,” Mr. Gallagher said.

Employee benefits-related ser-
vices, including placing benefit
coverages, accounted for 13% of

the cor.pany’s revenues last year.

“Midd.e-merk:t peasple really
neec relp with this r.s.ng cost en-
viroament and complzing with a
lot of zke taing: ccming out of
Waszingior,” Mr. Gellagher said.

“Cmr ben=fit shop is tight,” Mr.
Gallegher szic. * When I say that,
I mezn that -t s very elZective and
eff:cient, ard -t's daing well.”

Lcoxing forward, Gallagher
aims to continue to grow and
brinz a2w talent into its feld, both
through acjuisit.on and recruit-
ing.

Tre company acquirzad six com-
panies in 2399, including retail
prope-ty/casua_ty agercies Good-
man Insurare: Agen:y Inc. of La-
guna Niguel Cal.f.; Dcdson-Bate-
man & Co. of Dal.as; and Stern-
fels Tasurance Agency ne of Plat-
tervil.e, La. Gallagh=r also ac-
qu:red Cenoga Park, Calif.-based

ARM o: Califorria, a mansg.ng
general agency specializing in ar-
tisan comfractor business. In acdi-
tion, it azquired benefit ccnsul-
tants Group Berefit Concepts Inc.
of Charlotte, N.Z ; and Stanley E.
Clarke & Associaes Inc. of Wash-
ingtca.

Ga’lagher also has a pariner-
ship wik Associated Risk Man-
agers Intecnaticnal, an insurance
distr:but:on network made ug of
approx.mately 450 indepexdant
brokers and agents.

“Its a great opportunity for
those :ndependents who den't
want tc ke consolidated in a con-
solidating industry,” Mr. Cloaerty
said.

“In 7 book, -t s kind of a clas-
sic Gallegher :king,” Mr. Gal-
lagher said. Whilz there might be
a tende~cy to viaw the ARM agsn-
cies s corpetitoss, Gallagher in-

stead chooses t1 view the relation-
ship as offerir.g partnership op-
portunities, kecause Gallagher
doesn't have cffices in the areas
where the ARM-member agents
are located.

“Also, it feecs back to being the
merger partner of choice,” Mr.
Gallagher said

On the recruiting front, Mr.
Braniff said the company is find-
ing that its eulture and its empha-
sis on growth are a strong lure.

“We've been recruiting in every
segment, but we have a lot of peo-
ple who are calling us,” he said.
“We've done i both on a one-off
basis and a team basis.”

“We've got a really outstanding
team,” Mr. Gallagher said. “ ‘A’
players, wherever they are,
they've got a home here.”

Gallagher's stock, which had a
high of $43.44 and a low of $23.06

over the 52-week period ending
culy 7. closed at $40.88 on July 7.

Other Arzhur J. Gallagher units
include:

® Licvd’s of London broker
Arthur J. Gallagher (U.K.) Ltd.

e Arthur J. Gallagher & Co.
(Bermuda) Ltd., an offshore sub-
sidiary providicg access to the
Bermuda market and actirg as an
intermediary to place excess cov-
erage for pools, captives, ~isk re-
tention grcups and other self-in-
surance arrangerients.

e Arthur J. Gellagher Interme-
diaries Inc., a reinsurance inter-
mediary and surplus lines broker.

® Risk Llanagemer.t Partners
_td., a venfure owned join-ly with
Munich-American Re Coip. that
markets insuranze and risk man-
agemer:t sezvices to public entities
:n the United Kingdom.

Continued on next page




Continued from preuious page
- Risk Placement Services Inc..

a subsidiary working as a tradi-
tional wholesale broker and man-
aging general agent with both
Gallagher and non-Gallagher
producers.

Subsidiaries that re under the
RPS umbrella include Interna-
tional Special Risk Services Inc.;
ARM of California; Nelson, Gor-
don & James Insurance Services;
R&R/Select; and Harbor Excess &
Surplus.

» Gallagher Captive Services
Inc., a subsidiary specializing in
the design and devtlopment of
group, association anc single-par-
ent captives.

- Gallagher Basse:t (U.K), a
subsidiary providing claims man-
agement, 1css control and infor-
mation management services to
clients in :he United Kingdom

—_ == - —
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that works best for your business - from the very highest ,r: F 4.M %RK

and United States; and Gallagher

Bassett Canada Inc., which pro-
vides similar services to Canadian
and U.S. clients.

» Wyatt Gallagher Bassett Pty
Ltd.. a joint venture between Gal-
lagher Bassett and the Wyatt
Group Pty Ltd. that provides loss
adjusting, marine and aviation
surveying, claims management,
information and risk control con-
sulting services throughout Aus-
tralasia.

As reported to the Securities and
Exchange Commission, Arthur J.
Gallagher & Co.'s five highest-paid
officers in 1999 and their cash com-

pensation, including bonuses, were:

J. Patrick Gallagher Jr. ..., $850,000
Michael J. Cloherty........ccc.ccc....... $775,000
James J. Braniff I11. .$725,000
James W. Durkin Jr. ... .$440,()00
David E. MeGurn Jr . .$425.000

-By Rodd Zotkos

Jardine Lloyd Thompson
Group P.L.C.
6 Crutched Friars, London, EC3N 2PH
England, 44-207-528-4444;
fax: 44-207-528-4500;
www . jltgrojp.com

1999 1998
$435,242,000 $22,535,000
Brokerage revenues $432,006,000 $417,564.000

Gross revenues

Brokerage: ret.iii 24% 25%
Wholesale 36% 36%
Reinsurance 15% 16%

Personal =2 =22

Services 22% 20%
Investment income ase 12o
Employees 3,641 3.475
Rev./employee $118,650 $120.162

COffice= 2= =

Converte i at applicable exchaige rates.
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For Jardine Lloyd Thompson
Group P.L.C., 1999 saw higher rev-
enues and profits, and the restruc-
turing and reorganization of the
company's operations into two
main branches-JLT Risk Solu-
tions Ltd. and JLT Corporate Risks
& Services.

The Risk Solutions division was
born of a merger of the company's
two London market units, Lloyd
Thompson Ltd. and Jardine Lloyd
Thompson Reinsurance Ltd.

Risk Solutions, among other
things, handles London-based in-
surance, re.nsurance. wholesale
and alternative risk transfer ser-
vices for clients worldwide, as well
as overseeing U.S. reinsurance bro-
kerage and captive management
services around the world.

The Corporate Risks & Services
division provides a broad range of
risk management services, includ-
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ing overseeing the company'’s retail
brokerage operations, affinity
group marketing, employee bene-
fits consulting and administration,
and claims and insurance fund
management.

Group Chief Executive Ken
Carter said he is pleased with the
result of the restructuring.

"It was quite radical to the ex-
tent that we moved from a tradi-
tional geographical reporting basis
to a business function reporting
basis. And it undoubtedly achieved
one of the effects (we had hoped),
which was to get everybody inter-
nally refocused on our core busi-
nesses. A lot of effort and energy
and time and expense was spent in
1999 making sure that restructure
was bedded down properly." he
said.

In June 2000, that refocusing
continued, as JLT announced the
rebranding of its U.S. affinity-or
program business-operations and
its third-party administration op-
erations. As a result, Jardine Ser-
viees Corp., Flood Underwriters of
the Southeast, Insurance Servicing
& Adjusting Co. and Administra-
tive Consultants Inc. are all now
renamed and operating together as
JLT Services Corp.

"One name gives us a synergy in
our marketing, provides us with
additional operating efficiencies
and more closely allies us as part of
the international firm, Jardine
Lloyd Thompson Group,” said
Michael Carroll, chairman and
chief executive of Albany, N.Y .-
based JLT Services Corp.

' JLT Services Corp. also this sum-
mer launched a new e-business
arm, JLT Interactive Inc. Aimed at
U.S.-based affinity groups, JLT In-
teractive is intended to help the
company's clients establish a Web

presence, transact business over
the Internet with JLT and offer

real-time information to their own
customers and business partners.
1999 not only marked the com-
pletion of JLT's restructuring, but
also was a period of growth in rev-
enues and profits, Mr. Carter said.
Despite the persistently soft mar-
ket, JLT increased both its broker-
age revenue and its trading profit
as well as reduced its expense ratio.

"Energy, marine, cargo and con-
struction business units all won

significant new clients and there
were excellent results from casual-
ty, property and reinsurance,"” Mr.
Carter noted.

JLT's brokerage revenues rose
6% to £267 miillion in 1999, sur-
passing the 4.5% increase achieved
in 1998. In dollar terms, brokerage
revenues increased 3.5% to $432
million.

JLT's aftertax profits were £44.9
million ($72.6 million), up 33%
from 1998 earnings.

The successful restructuring and
a solid set of financial results en-
abled JLT to consolidate its posi-
lion as the world's fifth-largest
broker, a position it is happy to oc-
cupy, according to Mr. Carter.

"We are, on the one hand, still
small enough to be able to sell the
idea of personalized service and fo-
cused attention on the client, and
on the other hand we are big
enough to have the critical mass
that you need in dealing with mar-
kets and insurers-so that they
take you as an important trading
partner,” he said.

The business-partner concept is
something that today's insurance
brokers must embrace, says Mr.
Carter. The term is "something that
in the last three years has evolved
increasingly both in our relation-
ships with our clients and our rela-
tionships with our insurers," he

said.

See JLT on next page
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Continued from previous page

"In the Risk Solutions part of our
business, where we are basically
dealing with Fortune 500 compa-
nies and their equivalent sizes inter-
nationally, business and commerce
have embraced the trading partner
philosophy, whether it is with their
insurance brokers, their trade sup-
pliers, etc.," he explained.

"The same has occurred with the
insurers as they have integrated,
merged, been taken over or done the
taking over," he said. "So they are
looking to concentrate on trading
relationships with the broking com-
munity in a quite different manner
to how they operated, say, five years
ago."

JLT will seek to solidify its posi-
tion as a leading insurance broker,

I 11{11<

through acquisitions and strategic
alliances, where opportunities arise,
said Mr. Carter.

The company is "always looking

Technology is actually an in-

and other deals that are "oppor-
tunistic, where situations develop
and opportunities arise that, after
analysis, can be good for the compa-
ny," he said.

In April, for ex-

tegel part of our business d.amalgil b8

#ie successbl hiple/nenti#on England-baged

; € - M ofe-commerce w#/bea real
\\ driver in how we conduct our

business in the kibre:

for acquisitions that are of two
types, in the sense that we have tak-
en a position where we want to in-
crease our presence in a certain
business, so we are actively looking
for acquisitions and new partners"

Burke
(Holdings) Ltd.

and integrated it
with JLT's exist-

Ford

ing U.K. retail

business. The

_Ken Carter Burke Ford man-

agement team re-

tains a 19% stake in the newly en-
larged company.

"We saw an opportunity to have a
much bigger presence in the U.K.
and acquire a company that had
considerable leadership ability to

join with our existing management
and create a much stronger busi-
ness," Mr. Carter said of the Burke
Ford acquisition. "The UK is on
our doorstep, obviously, so it is to-
tally logical to have a much bigger
position there."

North America, though, is and
will remain JLT's biggest market-
place, Mr. Carter said. JLT derives
more than £100 million, or about
37% of its gross revenues frcm
North American business, exceed-
ing even the £92 million generated
from JLT's European operations.

One area where JLT aims to grow
in the North American market is in

the area of alternative risk transfer.
In May, JLT announced a joint ven-
ture with New York-based invest-
ment bank The Blackstone Group,
to create Capital Risk Group L.L.C.
This new company, 80% owned by
JLT, will concentrate on developing
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financial products and alternative
risk transfer products for major

U.S. and global corporations, said
Mr. Carter.

"In the last few months, in two
countries-one that is on Our
doorstep and one which is our
biggest source of business-we have
made quite important moves," he
said.

The company's expansion plans
do not stop there.

"We hope that within the next
two months we shall be able to an-
nounce an extension of our Conti-
nental European network," which is
spearheaded by JLT's French affili-
ate, SIACI S.A., Mr. Carter said.

Looking forward, Mr. Carter ex-
pects e-commerce to have a major
impact on insurance brokers.

"l think e-commerce is now being
embraced by the insurance industry
apace. | think a year ago-I can't
talk for other companies-but we
were obviously aware of it, and we
were beginning to get our arms
around the concept of both the op-
portunities and the threats that it
offered,"” he said.

"Today, we have got dedicated
teams, and (JLT) Interactive is a
classic example of it, working on
the practicalities and putting it into
our business,” Mr. Carter said. E-
commerce "will have a big impact
on the whole insurance industry.

The only unanswered question is
the manner in which it will do that

and the time scale. But it is a won-
derful business for B2B potential-
ly,"

In April, JLT appointed its first
chief information officer, Peter Her-
rin, to take charge of the company's
technology strategy. The appoint-
ment "signaled both internally and
externally how important we view
the whole issue of technology and
our business to be," said Mr. Carter.

"l think one of the old-fashioned
views of businesspeople like me was
that technology was about systems,
not about business. Whereas I'm
sure that today, like all other lead-
ers of business, we understand that
technology is actually an integral
part of our business, and the sue-
cessful implementation of e-coin-
merce will be a real driver in how
we conduct our business in the fu-
ture,” Mr. Cartel- said.

JLT's CEO said he believes that e-
commerce will allow clients to de-
termine what services they want
from their brokers and to buy those
services separately.

"One could envisage a situation
where the current typical role of the
broker-to advise the client on his
risk profile and then to arrange the
insurance policy and then to pro-
vide the documentation, then to do
the very important, but often for-
gotten, function of collecting the
clients' claims"-will change, he

said.

"Those four functions-which

are, at the minute, all bundled up

and sold as a single product by an
insurance broker-will become un-

bundled. There will be those clients
who will put a value on the intellec-
tual capital you bring to the consul-
tancy part of that role, a different
approach to the transaction execu-
tion, and maybe a different ap-
proach to how the claims issue is
handled," he said.

The claims-handling skill that
brokers possess is a niche that JLT
will be seeking to exploit.

"One of the things that | think we
in this company have now begun to
see from a different perspective is
that we have a phenomenal amount
of really comprehensive claims
skill-both in understanding
claims, analyzing them, managing
the process of collecting them. And
we have traditionally only used

See JLT on page 42
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J LT As evidenced by its recent cre- and bankmg, the severe oversupply for the chent," he said ton, chairman, Steve MeGill, chief
ation of Capital Risk Group, alter- of capital to the insurance indus- "IN 2001, | think we'll see the executive of JLT Risk Solutions,
native risk transfer is another area try, the better identification of risk early impacts of e-commerce into John Hastings-Bass, chief execu-

Cont:nued from previous page of great growth potential, accord- m all of its forms, not just the tra- our business, and | think that is re- tive of Corporate Risks & Services,

that very valuable expertise in the ing to Mr Carter "ART generated d.tional risks of fire or Lability for ally exciting because everyone has and George Stuart-Clarke, finance
context of the overall broker role," £16 million" ($25 9 million), or example, are natural dnvers of fur- their theory as to how it will affect director

said Mr Carter "We can see great 14% of JLT Risk Solutions' £117 ther development of ART " us but no one can have a clear vi- JLT, which is publicly traded on
potential for broadening the mar- million ($189 2 million) of revenue Mr Carter looks forward with non as to how it willl affect us-but the London Stock Exchange,
ket that we sell that expertise to- in 1999, Mr Carter said confidence to the rest of this year they know it will It will be very closed at 294 pence ($4 45) per
not Just to existing clients, but also The revenues from ART last year and beyond exciting and potentially | think share on July 7 During the previ-
to sell those claims services to oth- were about 60% greater than those "Our focus this year is on grow- could have a dramatic effect on our ous 52 weeks, ItS share price
er than traditional insurance in 1998 ing that top line again in what in Industry " ranged from a high of 320 pence
clients, clients who want an inde- "We think that it will continue to the main is still a relatively soft During 1999, JLT reduced ItS ($4 83) to a low of 217 50 pence
pendent view, who want a proven grow significantly and is now well- market," to continue to attract number of offices to 42 from 58 the ($3 28) Last week, its stock
abillty to collect claims successful- established as a business within the high-quality professionals and "to previous year reached a new high, trading at
ly and quickly There is enormous insurance industry," he said "The maintain the group culture of al- In addition to Mr Carter, other 320 50 pence ($4 84) on July 11
potential there " growing convergence of insurance ways wanting to go that extra mile :op officers of JLT are John Bar- -By Sarah Veysey
said Finance Director Tim Tookey Australasia, and the largest ship- chosen to leave since the merger, "We are seeing more and more
However, pro forma figures pre- ping insurance broker in Scandi- said Mr Margrett risk management products and
© Heath Lambert Group pared by Heath Lambert for Bust- navia One notable exception was the services purchased in Europe Big

ness Insurance show a slight in- Lambert Fenchurch began talk- resignation in June of Richard K businesses now are taking risk
crease last year in corporate and ing with Heath when the company Kerr, chairman and chief execu- management seriously Risk man-
brokerage revenues Pro forma realized it had to continue to grow tive of Lambert Fenchurch US agement is a top company matter
corporate revenues from fiscal but was becoming seriously disil- Holdings, who left the company to and we often are speaking straight
1998 are £263 4 miillion ($435 6 lusioned with the limitations of become chief executive officer of to the chief executive or finance

HLF Insurance Holdings Ltd.

Fnary Court, Crutched Fnars, million) and brokerage revenues being a publicly listed company, MarketScout com, an e-commerce director” on risk management is-
London EC3N 2NP, England are £248 7 million ($411 3 million) said Mr Margrett portal that provides independent sues, Mr Margrett noted
44-207-560-3000 Mr Margrett would not disclose "We saw the attractions of going insurance agents access to insLr- The new group structure com-
fax 44_207_560_3'502 the company's profits, calling that private but knew that a manage- ance companies (Bl, June 26) prises
www heathlambert com a luxury of being a private compa- ment buyout alone wouldn't grow Heath Lambert sold most of its - An Executive Board consist-
ny However, he declared himself the business,” Mr Margrett said of U S retail business to Mr Kerr ing of lan Martin, non-executive
1999/00 1998/99* to be "perfectly happy with the Lambert Fenchurch's plans who plans to develop It through chairman, Mr Margrett, chief ex-
Premium volume $4 31 billion $438 billion profits of the bumness " Heath had been delisted from Internet initiatives, said Mr Mar- ecutive, John Mackenzie Green,
Gross revenues $424.065,840 $435,645,406 He said he also iS happy with :he London Stock Exchange in grett vice chairman, Mr Tookey, fi-
Broketage mvenues $405,664,325 $411,336,568 R R R
Broketage Retail 529 5% the way the merger has gone 1997 through a management buy- Heath Lambert, meanwhile, nance director, Stewart Wilson,
Wholesale 21% 20% Of course, the fact that many out that was backed by three pin- plans to concentrate in the United chief operating officer, William
Reinsurance 14% 14% employees of the two companies States on its ex- Wilks, director of corporate fi-
Personal 8% 7% are merger veterans has been an We are seeing more and cess and surpius nance, and non-executive direc-
Services 1% 1% advantage, according to Mr Mar- . lines business tors Sandy Muirhead, a director of
Investment Income 3% a% grett, noting that between them, more risk management through Dallas- DLJ Phoenix, and Stephan Cur-
Employees 4,580 4,436 Heath and Lambert had gone . based Heath In- ranee, chairman of Candover
Reviemployee 388,573 “327 gor produds and services _ © i _
ploy through at least 20 mergers during surance Broking A Steering Group, to advise
Employee benefits 7% 7% . . d its b fit: isti
Officos 167 163 the past decade purchased in Europe. Blg and its benefits the board, consisting of Barry
. As a result, despite the complex- consulting and Blacker, responsible for European
* Pro Jonna combinatzon of Lambert L. i R . . . . .
Fenchurch Group PLC and Heath Grotip ity of the merger, which involved businesses now are taking brokerage busi- Development, Mike Caley, chair-
PLC, not including operations sold in Lambert Fenchurch's delisting ness through The man of International, Michael
1998 All figures converted at appheable ex- H H A : A " _
change rates Fiscal year ends March 31 from the London Stock Market, - rISk management Serlousl Kooper Group I_n Klel", chairman of Lloyd s broker
merging the two groups has been a D . M 1V1\I§-[V| York, said age, and Graham Townsend,
It may be a new century, but smooth operation, with teams - aV|d argrett r argrett chairman of Aerospace
some recipes still haven't changed from the two companies "working Chents through- = An International Department

Take two established London well together from Day One,"” Mr vate equity firms in London Can- out the world have remained loyal led by Managing Director Adrian
brokers, mix the companies well Margrett said There has been dover Investments Ltd, DLJ to the company post-merger, he Colosso International consists of

and remove from the stock market "very little in the way of hierar- Phoenix Private Equity and Elec- said International Non-Marine and
to produce a new company with chical clash,"he added tra Partners Europe Ltd "We haven't lost a single client Energy, including facultative
some famlliar sounding names The fit between the two compa- Lambert Fenchurch "knew a lot as a result of the merger,"” he an- reinsurance, property and casual-

HLF Insurance Holdings Ltd is nies has been incredible, remarked of Heath's investors very well," hounced confidently In fact, "we ty, energy and film and entertain-
the parent company of broker both Mr Margrett, who served as said Mr Margrett, who noted that have seen a lot of new business ac- ment, headed up by Managing Di-
Heath Lambert Group, created by CEO of Lambert Fenchurch, and Candover had been involved in the tivity since," he noted rector Jonathon Proctor, Proilect
the merger late last year of two of Mr Tookey, who previously was 1988 management buyout of "The flow of new inquiries is Risks, including construction and
London's largest remaining inde- Heath's group finance director Lowndes Lambert from the Hill very encouraging,” Mr Tookey political risk, with Managing Di-
pendent brokers, Lambert Heath, for example, was partic- Samuel Group Lambert issued agreed rector John Forder, and Facilities,
Fenchurch Group PLC and ularly strong in Latin America, a shares to the public in 1991 and This month, the company starr- including fine art, kidnap and
Heath Group PLC region it had concentrated on merged with Fenchurch PLC in ed trading worldwide under ItS ransom, jewelry and fine art and

At the time of the merger, the building up in recent years, and a 1997 new name Heath Lambert without cargo, led by Managing Director
new company jumped into the market in which Lambert There are no current plans to go fanfare Even the corporate logo Hugh Champion
fifth spot in Business Insurance's Fenchurch wanted to expand back mto the public sector as "it has been re-engineered, quietly UK department, which in-
rankings of the world's largest Lambert's strength in Western has always hampered us and both and economically, simply by re- cludes U K branch offices and
brokers based on combined 1998 Europe fit neatly with Heath's businesses had been frustrated"in placing the brown hoop in Lam- malor U K corporate clients, risk
brokerage revenues (BIl, Nov 29, presence in Eastern, Central and the public sector, said Mr Mar- bert Fenchurch's logo with a hoop management consulting, financial
1999) Northern Europe There was no grett the same color of Heath's former services, captive management,

However, the loss of revenues overlap with U K retail offices, Heath Lambert's cirrent share- circular logo I isk solutions and U K property
from the disposal in late 1998 of a since Heath had disposed of ItS holders are management, which On the technology side, the two and construction, and is headed
maior chunk of Heath's operations U K retail network in 1998 holds 32% of the company, DLJ companies had common systems up by Managing Director John
has pushed the combined compa- Overall "there was very little Phoenix, with 21%, Candover, which made integration easy Crisford
ny down to No 6 this year overlap The world fit together," 13%, Electra, 18%, Advent Inter- The new company now has "sig- - Financial and Professional

Despite the apparent drop in said Mr Tookey national Corp ,aUS private eq- nificant investment plans for up- Risks, including banks, stock ex-
Bl's rankings, Chief Executive "The more we talked together uity firm, 11%, and Intermediate dating” ItS technology support, changes, professional, directors
David Margrett said he is pleased (about merging), the more sense it Capital Group PLC of London, said Mr Margrett and officers liability coveiage,
with the new company's progress made The striking thing was how 5% It also has "exciting plans to with Managing Director Jeremy
and delighted at the smoothness of little clashes there were and how Currently, 250 of the company's Web-enable the business" to bet- Underwood
the merger complementary the businesses management employees are in- ter serve clients and exchange in- - Marine, including hull and

Gross revenues for the year end- were," agreed Mr Margrett vestors and all of the company's formation internally, said Mr machinery, P&l clubs, and rein-
ing March 31, 2000, totaled £265 9 By merging the two companies, 4,580 employees now are being of- Margrett, who declined to provide surance, with Managing Director
million, of which total brokerage a global brokerage network with fered the opportunity to 1nveSt In specifics "We hope to have some- Rodney Ewen
revenues comprised £2543 mil- operations in 41 countries has the company, said Mr Margrett thing ready by September/' he - Aerospace, including aero-
lion Converted to U S dollars us- been created that is able to com- The ability to work in a private said space, aviation and reinsurance,
ing average exchange rates, Heath pete with the multinational company and buy a stake in that Continuing to look ahead Mr with Managing Director Nigel
Lambert's total and brokerage megabrokers geographically while company's future is attractive to a Margrett does not rule out further Weyman

revenues were $424 1 million and still providing the sort of senior lot of people in the market and a acquisitions and mergers = Non-marine treaty, Including
$405 7 rmllion, respectively personal service local clients good way to recruit the best peo- "One of the reasons for retreat- U K and international and treaty

A comparison with the com- want, said Mr Margrett ple, said Mr Margrett ing from public listing was to al- reinsurance, with Managing Di-
bined entity's revenues from the According to the CEO, Heath The CEO noted that there were low us to buy and build It is a rector Jonathon Proctor
previous year is difficult because Lambert is now a leading broker inevitable cost savings from re- clear objective of our investors,” - Personal lines, headed b>
of the sale of several of Heath's in aviation, construction, U K ducing redundant headcount, but he said Managing Director Paul Smith

businesses, particularly its U K commercial risks, professional in- declined to say how many employ- Among the areas Mr Margrett - Overseas, which is responsible
retail network to the operation's demnity, kidnap and ransom, pro- ees were let go Meanwhile, other pinpoints for growth, particl.larly for all non-U K -based operations
management in November 1998, teelion and Indemnity and fine than a couple of London-based m Europe, are employee benefits- This is headed up by Managin
and the sale of the Lloyd's of Lon- arts insurance The company also brokerage teams in the marine related services, alternative Insk Director Surinder Beerh and Chief
don managing agency Anthony claims to be the third-largest re- and energy departments, very few financing and risk management Operating Officer Stewart Wilson
Kidd Agencies in September 1998, tail broker in Latin America and of the retained employees have consulting -By Carolyn Atdrea
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Acordia Inc.

150 N. Michigan Ave., Suite 4200
Chicago, 111. 60601; 312-357-0447;
fax: 312-357-2649; www.acordia.com
1999
$3.31 billion $3.07 billion
$347,667,000 $320,555,000

Brokerage revenues: $337,236,990 $309,656,130
77.0% 76.8%

1998
Premium volume

Gross revenues

Brokerage: Retail

Wholesale 3.4% 2.6%

Personal 7.6% 7.3%

Services 9.0% 9.9%
Investment income

Other

2.3%
0.7%

2.8%
0.6%
3,361
$92,132
25.2%

Employees 3,584
$94,095

25.1%

Rev./employee

Employee benefits
Offices
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Three years after it bought out
Acordia Inc.'s predominantly
property/casualty brokerage op-
erations from Anthem Inc., Acor-
dia's management is looking for-
ward to another record year of
growth as an independent, pri-
vately held broker.

But, as Acordia continues with
its successful growth-by-acquisi-
tion strategy, with projected rev-
enues of $400 miillion in 2000, it
also is attempting to chart its fu-
ture.

In 1997, Acordia's management,
together with investment banking
groups Knightbridge Capital
L.L.C. and Wand Partners Inc.,
bought $285.9 million of Acordia's
brokerage operations for $310
million from Anthem, an Indi-
anapolis-based mutual insurance
company and licensee for various
Blue Cross & Blue Shield plans.

Frank C. Witthun, Acordia's
president and chief executive offi-
cer, said that he has never made
any secret of the fact that, at some
point, those investors are going to
want to sell their equity because
they are not long-term investors.

"They've been terrific owners,
and the company has performed
extremely well for them," he said.
"But they're going into the fourth
year of the investment, so | would
surmise that in the next 12 to 18
months that some or all of the in-
vestors will change.”

Rumors have circulated that
Acordia has been in talks with a
large Chicago-based bank.

"As far as specifically, whether
there are banks, insurance compa-
nies or other investors that are
looking to take on that equiity, |
can't comment,” Mr. Witthun
said.

"There are a lot of options when
you have a company that's per-
formed well and is doing well," he
said, stressing that Acordia also
"may do nothing."”

Mr. Witthun did note, however,
that Acordia still has a need to ex-
pand its operations beyond North
America, and that when its in-
vestors do decide to sell, Acordia
likely will not take on another
group of pure financial investors.

"To the extent that we could
find strategic investors where
they would bring something to
Acordia and Acordia would bring
something to them, where two and
two truly makes five, that would
make a lot more sense for us going
forward than probably another
set of pure financial investors," he
said.

One option Acordia has ex-
plored is an initial public offering.

"We have explored (an IPO) in a
very serious way within the past
six months with some investment
bankers,” Mr. Witthun said. "It's
very much still a possibility. In

fact, that's our publicly stated
plan."

Given the volatile state of the
current stock market, though, "I
don't think the timing is exactly
right right now," he said. "But
those windows open and close ev-
ery few months. By the fall, who
knows what the market will look
like for IPOs?"

In the meantime, Acordia con-
tinues to focus on its core business
strategy: obtaining a dominant
market position for middle-mar-
ket accounts in midsize cities na-
tionwide. To that end, the broker
sticks to an aggressive, growth-
by-acquisition strategy.

Although Acordia has an excess
and surplus lines operation and
offers various administrative ser-
vices, the vast majority of its busi-
ness is retail brokerage. That, ac-
cording to Mr. Witthun, is what

sets Acordia apart from its peers.
"One of the things that has

made us a little bit different from

our competition, is that we really

'One of the things that has

made us a little bit different
from the competition is that
we really are primarily a

client-focused retail broker.

— =

are primarily a client-focused re-
tail broker,” Mr. Witthun said.
"We are not in a lot of other busi-
nesses, and if you look at our com-
petition, they have acquired other
types of businesses that may fall
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under the financial service um-

brella. . . _.Acordia hasn't done

that. We can stay focused on the
things that we do very well that
ultimately will
continue to be

successful. We're

an easy broker to
understand, be-
cause we are re-
ally just a retail
brokerage oper-
ation,” he said.
Acordia was
formed in 1989
by Anthem to

serve as its

- Frank Witthun

health care ad-

ministration and distribution

Acordia emerged on the broker-
age scene in 1991, with the acqui-
sition of Robinson-Connor Inc.

Since then, it has made approxi-

Oh yes...here's one more reason to mal<e McLarens Toplis your

first choice for global claims management

McLARENS TOPLIS
TRANSPORTATION GROUP

We've combined marine, railroad, commercial

trucking and aviation into one group to offer the

most comprehensive transportation claims

management available from point of origin to

point of destination, anywhere on the globe.

McLarens Toplis T,-ansportation Group has the

expert personnel and global reach necessary

to provide fast, cost effective solutions for all

forms of transportation claims.

mately 90 acquisitions, and those
purchases are largely responsible
for Acor(lia's revenue growth.

In 1999, Acordia made 14 acqui-
sitions, which added more than 20
new offices and a 12-month, pro
forma net revenue impact of ap-
proximately $36.4 million.

Of the larger deals last year,
Acordia acquired the assets of
NBD/Seed-Roberts Agency and
NBD Insurance of Indiana, two
property/casualty agencies that
had been owned by Chicago-
based Bank One Insurance Ser-
vices Corp.; Montgomery &
Collins E&S, an excess and sur-
plus lines insurance broker and
managing general agency with of-
fices in California, Alaska and
Colorado; and Insurance Risk
Managers Ltd., a Champaign, Ill.-
based agency specializing in

See Acordia on next page

TOPUS
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To discuss your transportation claims management needs call today:

Christopher Bender or Ken Weber

McLarens Toplis North America, Inc.
Tel: 212.267.2700 / Fax: 212.406.3932
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INTERNATIONAL LOSSADJUSTERSAND SURVEYORS
350 OFFICES IN 75 COUNTRIES

Email: cbender@mtnai.com / kweber@mtnai.com WWW.MCLARENSTOPLIS.COM
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A - far as operationally, very local,” _2 revenue made up 43% of the age revenues, the vast majority,
CO rd Ia explained Charles L Ruoff, senior re - group's total 97 5%, were generated from clients
vp and chief marketing officer <fap "Our medium-term target-and not based in the United States A

Contznued kom prevwus page Also gone is Acordia's teal green the medium term could be any- year previously, the figure was
trucking, manufacturing, health corporate color "When we started whele from 12 to 18 months-will 97 7% Of Alexander Forbes' com-
care, government and schools and to incorporate our teal green color Alexan d et Forbes be to get that revenue split down to mercial brokerage revenue, 70% is
universities into printed material, it lent itself Alexander Forbes Ltd. aoout 30% African, 70% non- commission-based, while 30% iS

" 1999 was the best year Acordia in a very bland way," Mr Ruoff African Once we have achieved fee-based
has ever had," said Mr Witthun, said Although the Acordia name 25 Sauer St Extension, that, then | think we can honestly The company made several ae-
referring to the company's finan- and typeface remain the same, the Johannesburg, 2001 South Africa, say we are an international busi- quisitions last year, including Stat-
eial position Acordia logo is now white on red 27-11-378-3000, fax 27-11-378-4222 ness," Mr Kerngan said The com- sure (Pty ) Ltd, a South Africa-

Biokerage revenues increased "We're getting a bit diessed up www alexanderforbes com pany has between £100 million based claims management compa-
8 9% to $337 2 million in 1999 to come to the big city," Mr Ruoff 1999/00 1998/99 ($152 million) and £200 million ny, and Ginsburg, Malan & Carson,
rhat increase was sufficient to quipped Gross revenues $370,872,000 $299,985,200 ($304 million) in credit available to a actuarial and consulting firm that
hold Acordia tast in the No 7 spot ©One matter that broker consol- Brokerage revenues $330,076,998 $275'991'220 make acquisitions to meet this tar- also is based in South Africa In
in Bl's rankings-a position that 1dators must contend with IS SyS- ir:;i:?: Retail ?j:: ‘:;: get, he said May 1999, Alexander Forbes in-
the broker has held for four tems integration, and Acordia is Reinsurance 1% 39 One area in which Alexander creased its stake in the Mexican re-
straight years Corporatewide rev- no exception Personal 19% 16% Forbes has a strong presence is tail broker Codissa Nelson Hurst to
enues, which includes investment Mr Ruoff said that every agency Services 9% 14% Continental Europe, despite the 100% from 20%
income and income from non-in- that Acordia has acquired had Investment income 2% 3% dissolution last year of the Luxem- Alexander Forbes iS m the pro-
surance activities, increased 8 5% been using different versions of Oher 9% 5% bourg-based European broker net- cess of reorganizing its business ge-
to $347 7 million Acordia's cash various agency management sys- Employees 4,758 4,228 work FDG SA,of which it was a ographically rather than by line of
flow-or earnings before interest, terms Rev /employee $69,373 $65,277 partner In April, Alexander Foibes business This move was motivated
taxes, depreciation and amortiza- After analyzing the cost and the E?:i:::syee benefits 49:; 46:; became a member of EOS RISQ by a desire to better cater to the
hon of intangible assets-in- benefits of implementing a single Converted at applicable exchange rates N V, an alliance of four brokers needs of the small and midsized
creased 23 7% to $58 5 million in system across all offices, Acordia Ascal year ends March 31 and risk consultants headquartered clients the company targets, ac-
1999 decided to use three different plat- in Brussels In addition to Alexan- cordmg to Mr Kemgan

"We had a very outstandmg year forms and focus on getting all of Since it launched itself into the der Forbes, the group's members "Our focus is on looking after

in 1999, and so far, for the first its offices onto a single version of league of the world's top brokers are Diot S A of Pains, GrECo Inter- clients in countnes Historically
five months, 2000 is better than each of the three systems, Mr with ItS 1997 acquisition of Lon- national A G of Vienna, Austria, businesses like ours have been run
1999," Mr Witthun said, noting Ruoff explained don-based Nelson Hurst Ltd , and J Van Breda &Co GVC of on a line-of-business approach, but
that he expects the company to hit "This is key for our insurance Alexander Forbes Ltd has sought Antwerp, Belgium Each member we have taken the fairly radical de-
the $400 million revenue mark by markets, because they are not pre- to expand its international pres- holds a 25% stake m the venture cision to focus on a country-head
the end of 2000 pared to supply the wherewithal ence Still, according to Chief Exec- which is represented in 22 countries approach," he explained "We think

The broker has made five acqui- to interface with a multitude of utive Officer Graeme Kerngan, the across Europe In May, the alliance that suits us better than the line-of-
sitions so far in 2000, including systems," Mr Ruoff said "So Johannesburg, South Africa-based announced the formation of a Lon- business approach adopted by the
the acquisitions of W A Lang Co what we have to do iS upgrade a broker harbors no desire to be ubig- don-based specialist risk financing big players "

in Minneapolis and Duckworth- number of systems," he said, uitous The company
Morns Agency Inc in Tuscaloosa, adding that it "should enable us to "We describe ourselves as an in- We have a process of relies on its two
Ala start to do a little more back office ternational business, not a global divisions to serve

Acquisitions, as opposed to in- (work) with our insurance mar- business,"” Mr Kerngan said "We e gromng ourbusiness outsde clients' risk man-
teinal growth, have been priman- kets " have a process of growing our bum- agement and fi-
ly responsible for Acordia’s Acordia is planning to conduct ness outside of Africa where we of Africa, where we are from, nancial services
%)_wth over the years-and Mr some tests this fall with some key started from, butwedon'tintend to t '4*li,*>r- 7 needs

itthun makes no apologies for insurance markets to "demon- be in every country in the world but we don't intend to be In Alexander
this strategy strate to both of us that we can We are not interested in being in a Forbes Risk Ser-

"l don't have any problem say- upload and download and transact territory, for example, if it is not every country in the world: vices Ltd, the
ing that we grow through acquisi- business electronically,” he said possible to make money for our London-based
tions, because everybody grows Acordia already is electronically shareholders " . risk services divi-
through acquisitions Unless you exchanging information with This rationale, Mr Kemgan said, -Graeme Kerrlgan mon that includes
want to not grow any more, that's some insurers, but "not with a explarns the company's decision not the broker's rein-
the nature of the business," he great majority,” Mr Ruoff said :o0 set up shop m Australia, which organization, EOS RISQ FI- surance operations, is headed by
said "Business today is still essentially ne describes as "one of the tradi- NANCE, which offers alternative Mr Percy-Davis, who descnbes his

"Nobody grows mature-market being done the way it was done a tional markets" but "very difficult risk transfer solutions -- - unit as the_"part of the business
business any other way than the couple of years ago, but fast down to make money in " The EOS RISQ partnership is an with the widest global spread "
old-fashioned way They acquire the road we see the opportunity to Similarly, although the compa- important one for Alexander "We have got strong networks in

other agents and brokers," he said change that These test sites will ny's London-based risk services di- Forbes, according to John Percy- Asia and Latin America and a very
With the insurance industry see- give us the ability to evaluate that vision derives much of its reinsur- Davis, chairman and CEO of the big business m South Africa and
ing average retention rates of in a real-time, real-world environ- ance business from the United company's London-based risk ser- the U K," Mr Percy-Davis said

90%, business remains "very sta- ment, before we commit ourselves States, Alexander Forbes owns no vices arm In the United Kingdom, the risk
ble," he said to let loose on all" 114 Acordia 10- U S companies "We do not have a "This alhance, | think, can give us services business is divided between
"It's good news/bad news with cations he said presence in the U S right now, al- exactly what we need we can retail and wholesale business, else-
these type of companies The good In addition to using technology though it is something we look at on provide a lot of risk management, where, the risk services arm con-
news is that you have single-digit to improve its operational effi- a constant basis,” Mr Kerrigan risk finance, ART products for centrates mainly on the retail side
growth internally, and the bad ciency, Acordia also is undertak- said (EOS RISQ's) client base and, "In the UK,wehavehada very
news is that you have single-digit ing various e-commerce initia- Alexander Forbes recently en- therefore, get access to their cus- strong year on the retail side," Mr
growth internally,” he said tives tered mto discussions about acquir- tomers without commensurate in- Percy-Davis said He said the com-
Although Acordia is steadfast in "We see e-commerce as a very mg aUS company, according to vestment It IS beneficial to both pany will be ready to take advan-

its strategy, the broker recently necessary strategy,” said Robert C Quintin Heaney, the group's inter- partaes It is more than a network, it tage of the demand for professional
moved its corporate headquarters Kent, executive vp and chief oper- national development director is a strategic alliance where we are Indemnity coverage when the Solle-
to Chicago from Indianapolis, and ating officer "We're seeing more "But we concluded that, while the looking quite carefully at ways of itors Mutual Indemnity Fund is dis-
it has given the corporate brand and more of our existing cus- U S is very attractive because it is working together on marketing a handed in Septembei Pr eviously
name a makeover tomers looking to us to help pro- undoubtedly the largest market- product or to an affinity group the U K Law Society required at-
Mr Witthun describes the move vide them access to insurance place in the world, it iS also the without actually tylng ourselves up torneys to obtain their coverage
to Chicago as "strictly a situation company claims information and, largest graveyard in the world for with an equity investment,"” he ex- from the fund The Sole Practition-
where we've grown to a size that ultimately, the opportunity for U K companies | think, as far as plained ers Group of the Law Society has
we needed better access to a larg- them to convey all of the informa- the U S IS concerned, we would hke On April 1, the company gained a appointed Alexander Forbes sub-
er airport " tion electronically to us, and us to to build up relationships, rather stronger foothold in the United sidiary Nelson Hurst Professional
"It was getting very difficult for them,” he said than go out and acquire " Kingdom with the acquisition of Indemnity as ItS lecommended
people to travel to our headquar- In an effort to develop its e-com- 1999 was a good year for Alexan- Croydon, Surrey-based employee provider of professional habihty
ters for meetings and very difficult merce capabilities, Acordia has der Forbes, whose brokerage rev- benefits company Johnstone Dou- coverage to members
for our executives to travel in and partnered with a number of state enues increased an impressive 347, glas Alexander Forbes intends to "We have picked up a number of
out of Indianapolis,” he said and regional trade associations to 2.16 billion rand In dollars, that use this acquisition to take advan- large sollcitors already in that pro-
Roughly 30 people made the and affinity groups translated to a 19 6% increase, to tage of U K legislation that 8-111 cess, and we will be placing thell
move from Indianapolis Acordia Under those partnerships, links $330 | million, keeping Alexander create new pension plans, the so- primary insurances," he said
now occupies the top two floors of to Acordia's Web site are placed Forbes firmly in its position as the called stakeholder pensions, start- Mr Percy-Davis said that the
the former Stone Container Corp on the partner's site, allowing eighth-largest broker in the world mgm 2001 Stakeholder pensions, group would be lookmg to make ac-
building on Chicago's Michigan business to be transacted electron- The broker's revenue increase was which the U K government hopes quisitions on the retail side in the
Avenue ically Mr Kent explained fueled, in part, by several acquisi- will eventually replace state-pro- United Kingdom "We think we
Mr Witthun said that despite "When that happens, margins tions itt made in 1999 as well as by vided earnings-related pensions, have got a lot of skills and a lot oj
being headquartered in the third- improve and opportunities im- strong returns in specialty and al- must be offered by all employers products, but we have not got a bip
largest city in the United States, prove,"” he said ternative risk transfer business with five or more employees by enough client base m the UK We
Acordia will not shift ItS focus Mr Kent said that eight trade One of Alexander Forbes' goals is April of next year are looking at a couple of acquisi-
away from midsize cities associations and affinity groups to further boost the revenues it de- In its last fiscal year, which end- tions-some in traditional insur-
In addition to a new address, have Acordia's link on their Web rives from outside of its home mar- ed March 31, commercial retail bro- ance, and some outside the tradi-
Acordia has taken on a new look sites, and another 25 are being ac- ket kerage accounted foi a significant tional areas "
For one, the broker changed its tively pursued “We see this as a Before ItS acquisition of Nelson portion-46%-of the company's Mi Percy-Davis said that, on the
corporate slogan to "America's big, big opportunity,” he said Hurst, a United Kingdom-based income, slightly up from 45% a year wholesale side, Alexander Forbes
Local Insurance Broker"” from Mr Kent succeeds Robert C broker with international opera- previously Wholesale brokerage was particularly strong m UK spe-
"America's Largest Pnvately Held Nevins, who is retiring from Acor- tions, Forbes derived about 95% of operations represented 14% of the cialty business He cited political
Broker" in an effort to focus dia at the end of August its revenues from South African broker's income, the same figure as and credit nsk and products such as
"more on the fact that we are, as -By Sally Roberts business, last year, international the previous year Of these broker- See Forbes on page 45
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Continued from previous page
sports, liability, construction and
aviation as the U.K. risk services
arm's areas of expertise.

"They have had a tremendous
year. About 25% of their book
comes from our own offices, and
the rest is from independent inter-
mediaries. We are pretty optimistic
about this business going forward
because, while some people believe
they can handle risks internally and
electronically, they still need us to
help with their specialist risks," he
said.

Mr. Percy-Davis said that he is
looking to Asia as an area for
growth. "The economics have been
difficult for the past couple of
years, but now there are signs of re-
covery. We are expecting an upturn
this year in our businesses there,"
he said.

In the area of financial services,
the acquisition of employee bene-

fits company Johnstone Douglas
has shifted some of the focus of

Alexander Forbes Financial Ser-

vices away from South Africa, ac-

cording to Dick Wood, managing
director of Alexander Forbes Fi-

nancial Services. In the wake of the

acquisition, Mr. Wood will relocate
to London in September to direct
the financial services operation

from there.

The Johnstone Douglas business
focuses on small and midsized com-
panies, according to Mr. Wood. "It
is a combination of an advisory
business and an individual finan-
cial planning business. It is very
well-placed to market the new
stakeholder pension, which all em-
ployers with more than five em-
ployees will have to offer from
April 2001."

Johnstone Douglas has a soft-
ware arm-Chambers, Townsend
Consultancy-which Mr. Wood
says will allow the company to of-
fer stakeholder pensions at a cost
below the government's stipulated
charge of 1 % of the assets per an-

In South Africa, the financial ser-
vices arm places an emphasis on a
range of consulting and advisory
services primarily for retirement
funds, explained Mr. Wood. One
project the company is carrying out
in South Africa is the rollout of a
system called First Connect.

"We acquired First Connect in
1998. In its first phase, it is just a
software system that links a com-
pany's payroll system to all of the
third parties to whom it has to
make payments-for example, tax
to the receiver or medical contribu-
tions,"” he explained. "What is
unique about it is that it works
across the Internet and it doesn't
just transfer the money; it also
transfers the information. It is the
first of its kind in South Africa," he
said. "Phase two is where you take
it to the next step and provide every
single employee of the companies
that use it with what you might call
a payday account, so they can per-
form all their business and transac-
tions using it. It is quite an exciting
business growth."

Technology remains an impor-
tant area of focus for the group, ac-
cording to Mr. Kerrigan. He said
that the company has three major
technology initiatives under way at
present. First, Alexander Forbes
would like to streamline the main-
tenance of its legacy systems-the
obsolete information technology
systems inherited from the compa-
nies it has acquired. Currently, an
internal technology unit in Johan-
nesburg that employs more than
200 people takes care of the old sys-
tems, and Mr. Kerrigan would like

to see that unit sold off in the next
six months.

Second, he said, the company is
trying to create what he called an
"e-culture.”

"It is quite difficult for a business
like us, because we have never gen-
uinely had that culture. We want to
transform the business to a more-
technological interface with cus-
tomers and make technology acqui-
sitions.-'

Third, Mr. Kerrigan said, he aims
for the company to come to grips
with its legacy systems. "We want
to refocus IT investment from the
maintenance of historical systems

to the development of new sys-
tems," he said.

Alexander Forbes shares, which
are listed on the Johannesburg

Stock Exchange, closed July 12 at
15.70 rand ($2.30).

-By Sarah Veysey
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USI Insurance Services Corp.
50 California St., 24th Floor,

San Francisco, Calif. 94111;
415-983-0100; fax: 415-983-0101;

www.usi-insurance.com

1999 1998

$2.6 billion
$321,555,000 $328,000,000
$320,555,000 $327,000,CO0
59.7% 59.- %

Premium volume $2.7 bill on
Gross revenues
Brokerage revenues

Brokerage: Retail

Wholesale 0.9% 1.5%
Personal 6.5% 7.2%
Services 32.6% 31.9%
Other 0.3% 0.3%
Employees 3,159 3,232

$101,474
58.4%

$101,176
57.5%

Rev./employee
Employee benefits

Offices = 1 =
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USI Insurance Services Corp.
wants to become the America On-
line of the insurance marketplace.

To that end, the San Francisco-
based broker in August 1999
formed a joint venture with Chan-
nelPoint Inc., an Alameda, Calif.-
based technology firm that has
developed an Internet-based in-
surance "exchange" that will al-
low buyers and sellers to conduct
business online.

USI also has streamlined its in-
ternal operations, reorganizing
into five regional headquarters
and two product-line companies
that will work together to offer

even more products and services

to middle-market custonners

through its new e-commerce plat-
form.

This internal restructuring,
however, tempered the company's
revenue growth in 1999, which

caused USI to slip three spots in
the Business Insurance rankings
of the world's largest insurance
brokers to No. 9. It held the No. 6
spot in 1998.

USI generated $320.6 million in
brokerage revenues in 1999, down
2.0% from 1998. Total revenues
also dropped slightly to $321.6
million in 1999. And premium
volume last year totaled $2.60 bil-
lion, down 3.7% from $2.70 bil-
lion in 1998.

USI's top executives say the
broker's downturn won't last very
long. In fact, last year's revenue
decline was the company's first
since it was formed five years ago.

"In 1999, USI looked at the
economy, technology and itself,
and what we found was that while
we've been successful in doing ac-
quisitions, we needed to integrate,

See USI on nezt page
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helped United Rentals, a Fortune® 500 equipment

rental company, expand its capabilities to control loss

costs and administer its workers compensation claims
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Recognizing that the industry-specific experience of
the internal staff was essential to maintaining United Rentals’
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as our own. We augmented their capabilities with additional

Cambridge licensed claims adjusiers from around the country

and applied our in-depth systems expertise to enhance claims

reporting technology.

That may not be the kind of problem solving you expect from a third
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their businesses better.
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© 2000 Cambridge Integrated Services Group,Inc.
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Continued from previous page
streamline and reconsolidate," ex-
plained Bernard H. Mizel, chairman
and chief executive officer.

USI divested some wholesale op-
erations that didn't fit into its future
growth plans, and also shed some
unprofitable claims administration

business.

"We had to cleanse our business
so that we can increase our revenues
over the next five years. In order to
do that, we couldn't hold onto busi-
ness that wasn't profitable,” Mr,
Mizel said.

"All of these changes had to be
done to build a platform for the fu-
ture. We know where we're going,
and we have a road map. We made
our vision much more focused. We
did that in 1999," he said.

USI's goal is to become ' the
largest technology-enabled, fuLy in-
tegrated distributor of insurance, fi-
nancial services and outsourcing ca-
pabilities to the middle-market in
an e-commerce environment," Dav-
id L. Eslick, president and chief op-
erating officer, told US| employees
when he unveiled the company's
Nnew mission statement at its annual
meeting in May.

What that means, in a nutshell, is
that "USI wants to be the AOL of
the online insurance industry,"” Mr.
Eslick later explained in an ir_ter-
view with Business Insurance.

USI aims to become an Internet
portal for financial services, prcvid-
ing a central Web page through
which clients and their employees
can access a wide array of employee
benefit and property/casualty in-
surance products. Those products
will include workers compensation
coverage, 401(k) asset management,
health and life insurance, and even
some products that USI will offer to
client employees on an individual

basis. And ChannelPoint's technol-

ogy will provide the backroom

plumbing

While many insurance brokers
have felt threatened by the growth
of Internet technology, USI has em-
braced it.

"The technology companies need
the old-economy companies more
than the old economy companies
need the tech companies,” Mr. Es-
lick asserted. "Tneir concept was
'Build it, and they will come,' but
what they're finding is, in business-

We had to cleanse our

US| tested this personal assis-
tance-enhanced online enrollment
concept on its own employees earli-
er this year. Custom Benefit Pro-
grams of Hammonton, N.J., a con-
sultant US| acquired in May 1999,
conducted the enrollment in each of
the broker's 81 locations nationwide
this past April.

First, all of USI's human resource
information system data was en-
tered into the Custom Benefit en-

rollment system,

which runs on

laptop comput-

business so that we can

increase our revenues over

the next five years...we

couldn't hold onto business

that v/asn't profitable:

ers.

"Then coun—
selors sat down
with employees
on a one-on-one
basis--answering
questions, edu-
eating them, ex-
plaining the com-

- Bernard H. Mizel

to-business marketing, that doesn't
happen. The tech companies can't
win without the traffid, and we own
the distribution and the traffic.”

Mr. Mizel also pointed out that
while the new, Internet-based com-
puter programs hold the promise of
making insurance transactions easi-
er, "a lot of insurance is far too com-
plicated to sell online.”

But technology, combined with
USI's expertise, can certainly en-
hance the services the company pro-
vides to clients, Mr. Mizel said.

For example, by providing per-
sonal assistance to client companies'
employees during online benefits
enrollment, USI can help the em-
ployees to better understand their
benefits and make more-educated
choices.

"Self-serve benefit administration
systems are having problems be-
cause many people don't have a ba-
sic understanding of their benefits,"”
Mr. Eslick said. "It's like throwing
them in a lake with a sailboat with-

out teaching them how to sail."

arvi

pany contribu-

tions, etc.,” Mr.
Eslick said. Custom Benefi: cun-ent-
ly employs more than 200 enroll-
ment counselors.

While i. might seem that such a
personalized approach would great-
ly increase the time it takes to com-
plete enrollment, the process took
only about 20 minutes per person,
according to Mr. Mizel.

In addition to enhancing the qual-
ity of service for clients, this person-
alized approach to enrollment also
gives USI additional cross-selling
opportunities, he added. For exam-
ple, enrollment counselors can offer
the employees ancillary benefits and
non-core insurance coverages, such
as long-term care, auto and home-
owners insurance, annuities and
even securities, he explained.

"Core benefits enrollment coupled
with worksite marketing is one of
the most underserved markets in the
United States,"” Mr. Mizel said.

USI, responding to client re-
guests, aiso is working on integrat-
ing non-qualified deferred compen-
sation programs with 401 (k) plans,
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he added.

Today, employee benefits "are
much faster-growing areas of finan-
cial distribution than property/ca-
sualty insurance,"” Mr. Mizel said,
and that outlook is fueling USI's at-
tempt to cross-sell benefits to all of
its property/casualty clients.

And there's a lot of potential for
more growth. So far, just 300 of
USI's more than 100,000 clients
have used Custom Benefit personal

assistance-enhanced enrollment
method,

Currently more than half-
58.4%-of USI's revenues are de-
rived from employee benefits busi-
ness. This is up slightly from 57.5%
in 1998.

To ensure there are plenty of
products from which to choose, USI
will continue to "join hands with
banks and financial services compa-
nies looking to penetrate this mar-
ket. They want assets to manage,"”
Mr. Mizel said. For example, USI al-
ready has a joint-marketing agree-
ment with the Equitable' Cos. and
Chase Manhattan Corp.

USI also is negotiating with in-
surers to obtain group-purchasing
discounts "to make pricing more at-
tractive to our clients and their em-

ployees," Mr. Mizel said. "We're try-

USI's goal is to become the

largest technology-enabled,

U'a 12-1

insurance, financial services

and outsourcing capabilities:

ing to consolidate the functions usu-
ally provided by numerous service
providers into a single conduit:
USI,"” said Mr. Mizel.

As such, the USI portal will allow
clients to gain access to all of their
insurance and risk management
functions in addition to benefits en-
rollment and administration ser-
vices.

USI also will use its new techno-
logical capabilities to provide its
middle-market customers benefits
with outsourcing services of the cal-
iber usually available only to For-
tune 1000 companies, according to
Mr. Eslick.

"Our market analysis found that
our clients were seeking a single-
source solution for total benefits
consulting and administrative
needs, so they can focus on the oth-
er pieces of their business," he said.
"We are solving the biggest prob-
lem, the biggest headache, these
companies have every year."

USI's claims administration and
consulting operations also are grow-
ing. They now account for 32.6% of
the broker's revenues, up from
31.9% in 1998.

The investment in and emphasis
on benefit technology also will help
USI to grow its business internally
rather than through acquisitions-a
shift in focus that began in 1998,
Mr. Mizel said. Since its formation
in June 1995, USI has acquired a to-
tal of 103 companies and books of
business, 14 of them last year.

"If you cannot sell multiple prod-
ucts to your existing clients, you
will not sustain organic growth,” he
said. "Our goal is to grow business
organically at least 15% a year."
Currently, USI's organic growth
measures about 9% per year.

Cross-selling human resource ser-
vices is easier to do in the middle-
market, because there's usually one
decision-maker who has responsi-
bility for purchasing both proper-
ty/casualty insurance and benefits,
Mr. Eslick pointed out.

fully integrated distributor of

After last year's reorganization,
all of the consulting, administration,
core enrollment and communica-
tions services provided by Custom
Benefit and USI's two product-line
companies-third-party admir
trator US| Administrators and L
sultant USI Consulting Group-
now come under the umbrella of the
newly formed Resource One.

In addition, USI now has five re-
gional operations: the Northeastern
region, based in Briarcliff Manor,
N.Y.; the Southeastern region, in
Norfolk, Va.; the Midwest region,
divided between Cincinnati and
Chicago; the Southwestern region,
based in Houston; and the Western
region, which is based in Los Ange-
les.

Each region has its own chief ex-
ecutive officer, chief financial offi-
cer, senior sales manager and hu-
man resources director, all of whom
report directly to Mr. Eslick. The re-
gional offices also can tap directly
into Resource One to provide ser-
vices to clients throughout the coun-
try, according to Mr. Eslick.

Besides Custom Benefit, USI's
other 1999 acquisitions were: War-
burton Insurance of Providence,
R.l.; Commercial Insurance Consul-
tants of Lakeland, Fla.; York Phar-
maceutical, a
pharmacy benefit
manager in New
Haven, Conn.
Mike Powell In-
surance of Ocala,
Fla.; Commercial
Insurance Con-
cepts
Houston; and
Queen City Ag-
encies of Cincin-

- David L. Eslick

nati. In addition,

USI purchased
seven books of business from vari-

ous agencies.

Mr. Mizel declined to estimate the
value of the acquisitions other than
to say they were "relatively small”
when compared to USI overall.

Encouraged by USI's technology
enhancement, investors in the pri-
vately held broker are staying put,
according to Mr. Mizel. USI's exec-
utives expect the Custom Benefit-
ChannelPoint technology to be fully
operational by the third quarter of
this year-just in time for most em-
ployers' annual open enroliment pe-
riods.

"Our investors stayed in because
they think there will be more profits
with USI's tech strategy,” Mr. Mizel
said. Investor Chase Capital Part-
ners-part of Chase Manhattan-
put additional money into the com-
pany in 1999 in anticipation of ad-
ditional growth. Mr. Mizel declined
to specify the size of that invest-
ment.

"If you look at our competitors.
there's no single national broker do-
ing what we're doing," Mr. Mize]
said. "And the price tag for a re-
gional or local operator to embrace
this technology is the same as for
USI, but we get to spread it out ovel
$320 million in revenue."”

As a result, "there's nobody at our
level who has embraced this tech-
nology to be the solution provider
for the middle-market insurance
buyer," Mr. Mizel said.

USI's principal investors are
Chase Manhattan, Capital Z Finan-
cial Services Fund Il, Unum Provi-
dent Corp., AXA Financial Inc.,
Royal & SunAlliance USA Inc.,
Chubb Corp., Travelers Insurance
Group, Zurich Financial Services
Group and CNA Financial Corp.

Besides Messrs. Mizel and Eslick.
USI's other principal officers are
Michael L. Pautler, executive vp
and chief financial officer, and
Ernest Newborn, senior vp and gen-
eral counsel.

-By Joanne Wojcik
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Gras Savoye & Cie.

2-8 rue Ancelle,

92200 Neuilly-sur-Seine, France
33-1-4143-5000; fax: 33-14143-5555

www.grassavoye.com

1999 1998
$281,880,000 $262,310,000
$277,668,000 $259,420,000

Gross revenues

Brokerage revenues

Brokerage retail 85.3% 85.9%
Reinsurance 2.9% 3.3%
Personal 9.0% 8.1%
Services 1.3% 1.6%
Other 1.5% 1.1%
Employees 2,179 2,005

Rev./employee $127,429 $129,387
Employee benefits 25.0% 28.0%
OfFffice=s <= 1 t= Y & )

AU figures converted at applicable ex-
change rates.

Patrick Lucas, chairman and chief
executive officer of Gras Savoye &
Cie., maintains that last year's com-
petitive global marketplace for in-
surance and insurance brokering
gave buyers an opportunity to sort
the top players from the rest, and
that France's largest brokerage
readily stood up to the challenge.

In a market where global insur-
ance rates were still weak, Gras
Savoye's brokerage revenues last
year rose 12.3% to 1.71 billion
francs compared with 1998. In dol-
lar terms, last year's weakening of
euro-linked currencies meant the
improvement was only 7.0%, to
$277.7 million.

Corporate gross revenues im-
proved by 12.8%, to 1.74 billion
francs; in dollar terms, the improve-
ment was 7.5%, to $281.9 million.

Mr. Lucas emphasized that none
of the revenue growth came from
higher insurance rates or investment
income. About three-quarters of the
increase came from the growth of
existing operations and additional
business from existing customers,
while the rest came from acquisi-
tions and record growth in new
business.

On a net basis, Gras Savoye
gained many more clients last year
than in 1998, Mr. Lucas said.

He explained the strategy behind
this success: "The first priority for
us is to keep our clients, the second
is to work with our existing clients
to develop more business, and the
third is to acquire new clients by a
big marketing effort."

This philosophy led to growth
across Gras Savoye's entire portfo-
lio, Mr. Lucas said.

Achievements last year include
winning the contracts to place:

« Coverage for all the members of
France's Federation of Tennis and
for the annual French Open tennis
championships, held in Paris each
June. This helped Gras Savoye fur-
ther consolidate its position as
France's leading sports events bro-
ker.

« Liability coverage for members
of the Federation Nationale des
Agences Immobilier, the federation
of French real estate agents.

= Credit and life business for
Caisse des Banques, the regional
savings banks of France.

« Liability coverage for the Port
of Marseilles.

- Employee benefits coverage for
nearly 300 French towns, cities and
counties. This new business increas-
es the brokering and consulting
work Gras Savoye already does for
local governments.

Three acquisitions last year also
helped bolster growth and should
aid future expansion.

In February 1999, Gras Savoye
bought a majority stake in the
French credit insurer G&G Langlois

to form Gras Savoye Langlois, of
which Gras Savoye owns 80%. Mr.
Lucas said the new company has
done "reasonably well," with rev-
enues in 1999 almost doubling from
the previous year, to nearly 14 mil-
lion francs ($2.3 million). The CEO's
assessment of the improvement is
qualified, he explained, because
Gras Savoye had to spend signifi-
cant time and effort integrating its
acquired business.

The acquisition should allow Gras
Savoye's international network to
help Gras Savoye Langlois promote
coverage programs against non-
payment on international trade, in-
vestments and projects. Subsidiaries
in London and New York should
provide opportunities for Gras
Savoye Langlois to sell global credit
insurance to multinational firms.

Last year, Gras Savoye also
bought a 40% share in property/ca-

sualty insurance broker Actio. This
year, Gras Savoye increased its
ownership to 100%.

Further afield, Gras Savoye
bought a 34% interest in June 1999
in Office Caledonien d'Assurances

The first priority for us is to
keep our clients, the second
is to work with our existing

clients and the third is to

acquire new dients'

A =

Mutuelles, an insurance broker
based in Nournea, New Caledonia.
The aim of the partnership is to de-
velop corporate risks business in

- Patrick Lucas

New Caledonia. The French Pacific

territory has been experiencing an
economic revival and has a shortage
of professional brokerages.

This new venture complements
Gras Savoye's presence in three oth-
or overseas re-
gions: Martinique
and Guadeloupe
in the Caribbean,
Reunion in the In-
dian Ocean, and
Guyana in South

America. Gras

Savoye is also the
biggest overseas
broker in Africa,
with a presence in

15 countries.

In addition to
these acquisitions, Gras Savoye also
has formed a new company in
France, GS Concept. The company
sells car warranties to Gras Savoye's

personal lines clients. The service of-
fered by GS Concept complements
the business of a company Gras
Savoye bought last year: Nationale
de Services Automobile, which pro-
vides warranties on cars bought
through dealerships.

Also in the French automotive
sector, Gras Savoye this year bought
an Avignon-based brokerage, Con-
seil et Courtage d'Assurance d'En-
treprise. The company specializes in
brokering coverage on luxury cars.
Mr. Lucas said that, while it is a
niche business, CCAE does well in
its sector; furthermore, he said, it
has the potential to expand by de-
veloping some good group programs
and franchising.

In April, Gras Savoye announced
an agreement with U.S. investment
adviser Frank Russell Co. to offer
integrated services in France for

See Gras Savoye on next page

YOUR RISK IS OUR SPECIALTY

Accident & Health Insurance
from the Member Companies of American International Group, Inc. (AIG)

Corporate Accident Insurance

* Basic Accidental Death and Dismemberment

(CarveouO

* Personal Accident Insurance
(Voluntary AD&I))

* Business Travel Accident Insurance

(Group Travel)

* Hospital Accident

Insurance

* Vision Care Insurance

* Critical lllness Insurance

Occupational

Accident Insurance

* Blanket Occupational
Accident Insurance

(A&H CarveouO

* Non-subscriber

Occupational Accident Insurance

» Truckers Occupational Accident Insurance
- Contingent Liability Program

« Independent Contractor Accident Insurance

Special Risk and Global Insurance

* Special Risk Accident Insurance
(for activities, sports, events,
clubs and organizations)

* International Travel Insurance

(Accident & Sickness

r tz:=28*tEEMIE

Medical)

Travel Assistance

Services

* Emergency travel

assistance and

convenient travel advice

designed to assist any

covered individual who

is traveling a distance of 100

miles or more, provided by

AIG International Services, Inc.

Both our Life Companies (with the support ofAIG) and our Property & Casualty Companies are rated:
* AAA (Extremely Strong) by Standard & Poor's for insurer financial strength

» Aaa (Exceptional) by Moody's for financial strength

« Att (Superior) by A.M. Best for financial strength and ability to meet policyholder obligations

For more information, contact the Marketing Department at 800-416-3797 for your local sales

o#ice, our Fax-On-Demand system at 800-403-3633, or our Web site at www.aig.com/lifeus.

Insuring Your Work. Your Life. Your World.

The underwriting member companies of American International Group, inc, are AlG Life Insurance Company, Wilmington, DE, and American International Life Assurance Company
of New York, New York, NY (the Life Companies); and The Insurance Company of the State of Pennsylvania, American Home Assurance Company, and National Union Fire
insurance Company of Pittsburgh, PA (the Property & Casualty Companies), with offices in New York, NY. Coverages are not available in all states.
AIG Life insurance Company does not solicit business in New York.
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n't develop significantly in last year's tion their Joint operations among the tion on June 1 of a regulation estab- Gras Savoye, the London broker has
competitive market, he said "We top three in each of the European lishing a 35-hour workweek In the option to increase its holding to a
st11 belleve we've got a future We've countries In which they operate France An automated personal lires majority stake after three years with
Continued from prev:ous page certainly got a good team, but it's a With these enlarged units and their information system, introduced m the consent of existing owners, or af-
pension fund investors Mr Lucas long process" Mr Lucas said complementary unlts around the the first quarter of this year, is cne ter 12 years without their consent
noted the two companies comple- More successful have been Gras globe, Gras Savoye and Willis say measure that should help imprcve Commenting on the current year,
ment one another-Frank Russell Savoye's efforts to merease its share they are better placed to serve a wice efficiency, though Mr Lucas said the Mr Lucas said he expects revenues
has global investment expertise, and of work for French multmational range of both local and multination- benefits of this and other measures to rise by around 10% He said that
Gras Savoye has pension fund firms With both Gras Savoye and al clients already taken probably won't be the improvement will come mainly
chents--and that, he said, should en- large French companies expanding Mr Lucas said the two brokers seen until 2001 by doing more work for exishng cus-
globally, Mr Lucas said that this is have continued to transfer their ex- Gras Savoye continues a program tomers, by gaining clients, and, to a
Gras Savoye Reassurance also had an area with considerable opportu- isting chents to the new businesses started in 1998 of setting up person- lesser degree, by acquisition and
a good year, increasing revenues m nitles and to develop multinational pro- al lines "shops" in France The nine business development Signs of rls-
1999 to 57 1 milhon francs ($9 3 mil- The international network to serve grams that are serviced by their var- shops establlshed to date sell a wide ing insurance rates have not yet fil-
hon) from 50 3 million francs ($8 2 such chents has been built up lous units throughout the world range of personal lines products :nd tered through to brokerage revenues,
milhon) m 1998 That kept the com- through the coordination of the In May, Gras Savoye approved the are "working extremely well," _VIr Mr Lucas said, and he predicted
panyinthe No 2 slotin Frenchrein- global operations of Gras Savoye startup of a new department decl- Lucas said He said the company ex- that it is hkely to be 2001 before they
surance brokering As a proportion and Wilhs, the London-based broker cated to placing hability coverage pects to add three to four additicnal do so
of gross corporate revenues, rev- that rn 1997 bought a 31 72% stake for a wide range of professionals, shops each year Mr Lucas pointed out that the
enues from reinsurance brokerage in Gras Savoye rangmg from doctors and lawyers to Ownership of Gras Savoye re- French Insurance market difers
fell to 29% last year from 33% in Smce their alliance, Gras Savoye property agents, accountants and mams unchanged from last year, from the London international mar-
1998 But Mr Lucas said this seem- and Wilhs have been steadily merg- notanes-who in France are impor- vath Wilhs holding a 31 72% stake ket in that rate increases are more
ing underperformance was simply a ing their European operations out- tant in property transactions Mr An additional 4336% is ownec by selective, policyholders in France
matter of other Gras Savoye busi- side Bntain and France, usually un- Lucas said he would like to see this Mr Lucas, by Gras Saoye's :wo with good claims records are still
nesses having an even better year der the name of one of the two oro- unit encompass the needs of all pro- chief operating officers, Emmanuel likely to be able to avoid rate in-
The broker continues to develop kers Currently, they are merging fessional branches Gras and Damel Naftalski, anc by creases, he said
its niche in placing coverage for their operations in Spain, a process Last year, Mr Lucas no:ed that re- other descendants of the founcers With the new units already in
French television senes, television that has taken longer than anticipat- engmeemng products and adminls- Finally, 4 9% is owned by GS Euro place and efforts under way to Im-
advertising and hims Started about ed That leaves Poland as the only trative processes was the means for Finance, a Belgian company con- prove efficiency, "2001 should be an
two years ago, this entertainment country in which both companies' Gras Savoye to remain competitive trolled by the family members, and even better year," Mr Lucas predict-
business is still on a small scale but operations have yet to merge 1VIr That process continues, he said 10 01% each is owned by French in- ed When serving clients, Gras
is growing slowly, Mr Lucas said Lucas said he was uncertain as to The neea for improved efficiency, surers AXA Group and Athena As- Savoye is "making a lot of effort to
Inspace SA, the satellite insur- when this final merger w111 take particularly rn regard to labor-mten- surances be good listeners and to offer them
ance brokenng partnership formed place sive back office functions, was made Under the terms of the 1997 agree- the best "
with Wilhs Group Ltd m 1998, did- The aim of the mergers is to posi- all the more urgent by the mtroduc- ment under which W111tS bought into

Gras Savoye

sure a successful combination

-By Edwm Unsworth

Business /nsurance directory of agents and brokers

Interest income 1% 0% U S clients 100% 100% Alper Services U S offices $20,490,600 $20,366,400
Employees 108 75 Brokerage retail 100% 100% 60 W Superior St Personal 23% 2%
Retail offices 3 1 U S offices $2,300,000 $2,100,000 . Interest income 15% 2%
FI Id d 1967 25 24 Chicago, ll 60610, Employees 168 162
ounde:

, . Employees 312-642-1000, fax 312-944-7000 il oifons o o

Retail brokerage 90% commissions, 10% Retail offices 1 1 X

ABD Insurance & Financial fees Founded 1980 www alperservices com Founded 1951
. . i 9 issi o,
Services Inc. Employee benefits 18% of revenue in 1999 Retail brokerage 98% commissions, 2% fees 1999 1998 Retail brokerage. 98% commissions, 2% fees

Contact William A White Employee benefits 21% of revenue in 1999

Officers John A Andram, chairman, Michael J

Non-retail subsidiaries- Adams Safety Manage-
ment Services, Oak Brook 111

Premium volume

$34,000,000 $33,(00,000
$5,200,000 $5,100,000

301 Island Parkway,

Gross revenues

Belmont, Calif 94002,

Ofticets Kent A Nelson, president/CEO, Richard
650-598-0900, fax 650-598-0370

E Miller, vp/chairman, John E Adams, executive Allied American

Brokerage revenues $5,200,000 $3,676,000

Cotzani, CEO, Dan L Centom, COO, Henry Chen,
CFO, David R Hoskins, senior vp

U s dlients 99% 99% >
www cybersure com VP Insurance Agency Inc. Non-U S olients 1o 10, Contact John A Andreint
1999 1998 Contact. Kent A Nelson, knelson@tjadams 233 W Central St, Brokerage retail 80% 800,6
Premium volume $'1,100,000,000 $850,32,000 com Natick, Mass 01760, U s offices $4,160.000 $4,)89,000 Aon Corp.
Personal 5% 5%

Gross revenues $68,200,000 $57,174,000

Broketage revenues $68,200,000 $55,174,000 AirSure Ltd.

US dents 100% 100% 25548 Genesee Trail Road, 1060 1008
o 49
955% 94% Golden, Colo 80401,

508-651-7700, fax 508-651-7701

www alliedamencan com

123 N Wacker Drive,

Chicago, 111 60606,
312-701-3000, fax 312-701-3233

Services 15% 15°4

Employees 51 50

Retail offices 1 1
Founded 1966

Brokerage retail www aon com

U S offices $65,131,000 $53 743,560 Premium volume $119,000,000 $130,000,000

Porsonal 5% 5o 303-526-5300, fax 303-526-5303 Gross revenues $19,000,000 $13,949,935 Retail brokerage 85% conmissons, 15% Officers Patrick G Ryan, chairman/CEO,

Services 15% 3% 1999 1998 Brokeragerevenues $18,962,000 $13,880,185 fees ) ) ) . Michael D O'Halleran, president/COO, Harvey N

Employees 466 395 Premium volume $45,216,349 $40,085,897 U S clients 100% 100% Employee benefits 15% of rejenue in 999 Medvin, Raymond Skilling, executive vps/chief
- 38 9% 50% Oll,cers Howard C Alper, presidenUCEO, Gral

Retail offices 8 6 Gross revenues

5.857,249 $5,139,809 Brokerage retail
Brokerage revenues $5,857,249 $5,139,809 U S omces

counsel, Ken LeStrange, chairman-Aon Risk Ser-
vices of Amenca

$7,391,000 $6,974,968 A Kanter, executive vp/COO, Herbert M Singe-,

Fscal year ending Jan 31

Founded 1946 U'S olionts 05% 94% Personal 609% 49 5«6 John A Hamilton, executive vpS Contact Jeff Jacobs, 312-781-2359, Jeffrey
Retail brokerage 90 6% commissions, 9 4% Non-U S clients 5% 6% Interestincome 02% 05% Contact Howard C Alper Smith 312-701-4810
fees Brokerage retail 92% 93% Employees as 220 See protie on page 22
Employee benefits 41 6% of revenue m 1999 U S offices $5,388,669 $4,780,022 Retail offices 18 18 Anco Insurance Managers Inc.
Acquisitions Dranginis & Associates inc, San- Wholesale 4% 4% Founded 1993 1733 Bnarcrest Drive, PO Box 38.39, Associated Agencies Inc.
ta Rosa, Calif, May 1999, HCM Benents inc, Tor- % % i 7 issi
. Y Personal a% 3% Retail brokeragel 100% commissions Bryan, Texas 77805, Three Continental Towers, 1701 Golf
rance, Calif, October 1999 Employees 22 20 Employee benefits 15% of revenue in 1999 979-776-2626. fax 979-776-1308 .
Officers Bruce Basso, chairman, Fredenc J de Retail oflices 3 3 Acquisitions Hollstem Insurance, Middleboro, B B e B B Road, Suite 700,

www anco com

Grosz, presidenVCEO, Jim Hall, president-employ-

ee benefits

Rolling Meadows, 11! 60008,
847427-8400, fax 847-427-3559

Mass , January 1999, Carlin Insurance, Natick,

Parent AirSure Ltd Holdings Inc Mass,. Apnl 1999 ) )

Retail brokerage 98% commissions, 2% fees Officers Hope A Aldrich, pr:sident/CEO, John

Officers- Bill quhan, president, Todd G Jelich, vp- F Koegel, executive vp-perscnal lines, Mark |
sales, Janet Bressler, vp Levine, executive vp-commerciel lines

Contact Bill Behan Contact John F Koegel, E08-650-8890 ext

Founded. 1984

1999 1998"
$88,918,000 $89,264,759 1099 1008
$16,027,883 $11,863,104
Brokerage revenues $15,386,768 $15,074,699

Contact Fredenck J de Grosz "
Premium volume

Gross revenues Premium volume

$130,000,000 $130,000,000

Acordia Inc. $14,700,000 $14,700,000

Gross revenues

US clients 100% 100%
A . . Broket: 14,553,000 $14,533,000
150 N Michigan Ave, Suite 4200, 1117, tkoegel@alliedamencan com Brokerage retail 38% 35% Ursodlie::?se revenues $ 500 $ N
Chicago, 111 60601, Alexander Forbes Ltd. U S offices $6,090 596 $5 712,517 Brokerage retail 61% 61%
312-357-0447, fax 312-357-2649 . Wholesal 9% 8%
v oo com. 25 Sauer St Ext, Allied Coverage Corp. ol o e ioomees $8,967,000 $8,967,000
° Wholesale 2% 2%
Johannesburg, 2001 South Africa, 390 N Broadway, Services 1% 1% Personal 26% 26%
Founded 1989 27-11-378-3000, fax 27-11-3784222 Jencho, NY 11753, Interest income 1% 1% Seivices 10% 10%
Officers. Frank Witthun, presidenUCEO, Robert www alexanderforbes com 516-733-9200, fax 516-681-7390 Other 3% 4% Interest income 1% 1%
C Nevins, vice chairman-ACO Brokerage Holdings, www alliedna com Employees 131 145 Employees o2 92
Bob Kent, executive vp/COO, Bob Cuthbert, senior Founded. 1935 Retail offices 12 12 Retail offices 1 6

vp-CFO, John J O'Connor, senior vp/chlef human Officers Graeme Kerrigan, group chief exec- 1999 1998
resource officer, Charles L Ruoff, senior vp/chief utive-Alexander Forbes Ltd , Leon Lewis, execu- Premium volume $210,000,000 $170,000,000
marketing officer live chairman-Alexander Forbes Financial Ser- Gross revenues $31,000,000 $18,000,000

Contact: Charles L Ruoff, charles-ri off@acor- vices, John Percy-Davis, chairman/CEO-Alexan- Brokerage revenues $30,690,000 $17,820,000
dia com der Forbes Risk Services 100%

Contact Graeme Kerngan, 27-11-378-4278, fax Broketage retail m%
27-11-378-4222, kerrigang@aforbes co za, Leon US offices
Lewis, 27-11-269-0151, fax 27-11-260-0149, Wholesale
lewist@aforbes co za, John Percy-Davis, 44-207-

Founded 1873 Founded 1889

Retail brokerage: 100% commissionG Retail brokerage. 90% commissions, 10%
Employee benefits 1 % of revenue In 1999 fees

Non-retail subsidiaries AIM Premium Finance Employee benelits 32% of revenue in 1999

100% Inc, Bryan, Texas Officers. Robert M Schrayer, president, Max R
91% Officers Dick Haddox, chairman, M L Cashion, Schrayer II, Karen Z Vacko, Arthur B Friedman,
$28,100,000 $16,380,000 chairman ementus, Kathy Gregory, president, Adn- executivevps

7%

6% an McDonald, senior vp Contact Robert M Schrayer; 847-427-3500

U S clients
See profile on page 43

T.J. Adams Group L.L.C.-

o Personal 1% 1% Contact Randy Roberts, 979-774-6270,
an Assurex partner 962-2155, fax 44-207-680-1225, percydavisj@ Services 1% 0% roberts@anco com i
2021 Spring Road, aforbes co uk Interest income 1% 1% 1998 numbers are restated Associated Insurance Group
Oak Brook, 111 60523, See profile on page 44 Employees 190 160 150 Weldon Parkway,
Remil oflices 8 6

630-572-1550, fax 630-574-3278
www tjadams com

St Louis County, Mo 63043,
800-737-0100, fax 314-432-3100

www aigagency com

Andreini & Co.
Ascalyear ending Nov 30

Alliance Agency Foumiod 1976

. 220 W 20th Ave,
Insurance Services

San Mateo, Calif 94403,

650-573-1111, fax 650-378-4361 1999 1998
$35,000,000 $32,000,000

$2,800,000 $2,650,000

1999 1998
$78,000,000 $49,000,000
$12,500,000 $7,900,000
Broketage revenues $12,375,000 $7,900,000

Retail brokerage. 91% commissions, 9% fees

Employee benefits 3% of revenue in 1999

Omaers WM,am A Marino, CEO-Allted Group
Holdings Inc, Henry C Lombardi, president-Allied

Premium volume 21515 Vanowen St, Suite 103,
Canoga Park, Calif 91303,

818-999-6014, fax 818-999-1688

P Premium volum:
Gross revenues www andreini com emiu olume

Gross revenues

US clients 100% 100% Group Holdings Inc, David H Stevenson, execu- 1999 1998 Brokerage revenues $2,800,000 $2,500,000
Brokerage retail 95% 100% 1999 1998 live vp-Allied Coverage Corp, David Manno, vp-Al- Gmss revenues $21,300,000 321,215,000 US clients 100% 100%
U S offices $11,875,000 $7,900 000 Premium volume $25,000,000 $22,000,000 lied Covnge Corp Brokerage revenues $20,980,500 320,790,700 Brokerage retail 80% 84%
Personal 1% 0% Gross revenues $2,300,000 $2,100,000 Contact Henry C Lombadi, hlombard,@allied- U S chents 100% 100%
Services 3% 006 Brokerage revenues $2,300,000 $2,100,000 na com Broketage retail 962% 96%
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Continued from previous page

Employee benefits 91%0frevenue in 1999

Acquisitions Blue Ridge Burke, Mount Airy and Brokerage retail

SUra,tle, July 1 f .LVUU

Brokerage revenues

US clients 100% 100%

553%

$2,678,000 $2,810,J0O0 Brokerage revenues

567% Brokerage retail

$6,923,520 $5,773,183 Employees 540
US clients 100% 100% Retail offices 14 13
839% 833% Founded 1977

Winston-Salem, NC, January 1999, Humnes Rus- uS offices $1,532,363 $1,613,682 U S offices $6,048,704 $5,014,058
sell, Alpharetta, Ga, March 1999, Old Dominion In- Personal 414% “2:/° Personal :5:% .
surance, Chnstiansburg, Pulaski and Radford, Va, Interest Income 32% 2% Servees 6% 36%

01% 01% Interest income 07% 07%
1999, James River Title, Richmond, Va, April Employees %0 40 Other 33% o
1999, Barger Insurance, Covmgton Chadotfesville, Retail offices 4 4 Employees 57

Hamsonburg, Lexington and Waynesboro, Va,
May 1999, GC Wright, Petersburg, Va, June 1999,
Beam Cooper Gainey, Morehead C:W, NC, August
1999, Kay &Co, Lumberton, NC, September
1999, Pioneer Title, Virginia Beach, Va, October

Founded 1927

Retail brokerage 93 6% commissions, 6 4%
fees

Employee benefits 5% of revenue m 1999

Retail offices 1
Founded 1948
Parent FNB Corp
Retail brokerage 945% commissions, 5 5%

Ofticers. Robert W Beauchamp, president, Lar- fees

1999, Ingram McDantel Associates, Thomaston, ry D McSpadden, vp, Joseph W McSpadden, sec-

Ga, October 1999, Macon insurance, Macon, Ga, reta% Michael J Beauchamp, treasurer
ontact Robert W Beauchamp, rbeauchamp@ Bouchard

October 1999, Piedmont Administrators, Greens-

boro, NC, June 2000, Carson Insurance, bmins com

Charleston, W Va , July 2000, Valley Security Title

Insurance, Lexington, Va July 2000
Non-retail subsidiaries Pnme Rate Premium

finance, Florence, S C

Officers H Wade Reece, president, David
Pruett, David Wells Jr, James F Farmer, Walter S
Robertson 111, senior vps

Contact Walter Robertson 111, 804-359-0044,
ext 328, wsrobertson@bbandt com

BWD Group L.L.C.

BWD Plaza, P 0 Box 9050,
Jericho, N Y 11753-8950,
516-327-2700, fax 516-327-2770

1999 1598
$300,000,000 $220,000,000

$19,000,000 $18,000,000
Brokerage revenues $18,800,000 $17,820,000

Premium volume

Gross revenues

US clients 99% 99%
Non-U S clients 1% 1%
Brokenge retail 70% 71%
u s omces $13,300,000 $12,780,000
Wholesale 15% 15%
Personal 13% 12%
Services 1% 1%
Interest income 1% 1%
Employees 140 138
Retail offices 1 1

Founded 1929

Retail brokerage 88% commissions, 12%
fees

mployee benefits 22% of revenue in 19!

Berwanger Overmyer
Associates -an

Assurex partner

2245 N Bank Drive,

Columbus, Ohio 43220,
614-457-7000, fax 614-457-1507

www e-boa com

1999 1998
$226,500,000 $221,000,000
$20,854,159 $20,288,375
Brokenge revenues $20,854,159 $20,288,375
US clients 100% 100%

Premium volume

Gross revenues

Brokerage retail 797% 794%
U S offices $17,064,440 $16,607,122
Wholesale 1% 1%
Personal 66% 65%
Services 101% 101%
Interest income 26% 3%
Employees 179 181
Retail offices 2 2

Founded 1973

Retail brokerage 90% commissions, 10%
fees

Employee benefits 40% of revenue m 1999

Omcers Edwin L Overmyer, president/CEO,
Joseph M Berwanger, executive vp, Jeny L Essel-
stein, treasurer/COO

Contact Edwin L Overmyer, 614-326-4724,
eovermyer@e-boa com

icers- Roger A Blumencranz, pre3|dent/CEO Bollinger Inc.

Marc J Blumencranz, Stuart B Wilkins, Enc S Blu-
mencranz, executive vps

Contact- Marc J Blumencranz, 516-327-2740,
mblumencranz@bwdgroup com

Sid Banack Insurance

P 0 Box 130,
Vero Beach, Fla 32961,
561-562-3369, fax 561-562-3466

www banack com

1999 1998
$35,805,800 $38,500,000
$4,018,308 $4,620,000
$3,415,561 $3,927,000

Premium volume
Gross revenues

Brokerage revenues

U S clients 100% 100%
Brokerage retail 75% 75%
U S omces $3,013,731 $3,465,000
Personal 10% 10%
Other 15% 15%
Employees 54 52
Retail offices 3 3

Founded 1983

Retail brokerage 100% commissions

Employee benefits 15% of revenue in 1999

Officers Sidney M Banack Jr, president,
M,chael W Harris, George G Thistle, vps, Sheryl
B Roseland, secretary/treasurer

Contact Cheryl B Roseland, croseland@ba-
nack com

Barney & Barney L.L.C. -
an Assurex partner
9171 Towne Centre Drive, Suite 200
San Diego, Calif 92186,
858-457-3414, fax 858-450-9569
www barneyandbarney com

1999 1998
$300,000,000 $275,000,000
$16,644,000 $15,464,000
Brokerage revenues $16,644,000 $15,464,000

Premium volume

Gross revenues

US clients 100% 100%
Brokerage retail 94% 94%
U s offices $15,645,000 $14,536,000
Wholesale 1% 1%
Personal 5% 5%
Employees 138 128

Reu offices 1 !
Rscal year ending Jan 31
Founded 1909
Retail brokerage 96% commissions, 4% fees
Employee benefits 41% of revenue In 1999
Officers Lawrence W Shea, managing princi-
pal, Paul J Hering, director-commercial, Kathleen
S Ybarrondo, director-employee benefits
Contact Lawrence W Shea, 858-587-7401, lar-
rys@bameyandbamey com

Beauchamp & McSpadden Inc.
231 W Canal St ,PO Box 687,
Wabash, Ind 46992,
219-563-8821, fax 219-563-3226

www bmins com

1999 1998
$18,775,000 $16,225,000
$2,771,000 $2,846,000

Premium volume

Gross revenues

830 Morris Turnpike,

Stat Hills, N J 07078,
800-526-1379, fax 973467-0190
www bollingennsurance com

1999 1998
$250,000,000 $207 000,000
$33,197,449 $28 569,651

Brokerage revenues $33,197,449 $28,569,651
100% 100%

Premium volume

Gross revenues

US clients

Employee benefits 108% of revenue in 1999
Officers Tim Bouchard, Rick Bouchard, Ray

Contact Gay Caruolo, treasurer, gary@
rbouchard com

Bowen, Miclette & Britt Inc.

1111 N Loop W, Suite 400,
Houston, Texas 77008,

Retail brokerage. 46% commissions, 54%
fees

Employee benefits 95% of revenue in 1999

Acquisitions Model Consulting Inc, Bensafem,

34% Pa, Apnl 2000

Officers Arnold M Katz, president, Mike Stine,

1 director-operations, Aaron Singer, director-finaice

Contact Nell Model, 610-491-4910, nell rrod-
el@bcitpa com

Brown & Brown Inc.

220 S Ridgewood Ave,
Daytona Beach, Fla 32114,
904-239-7250, fax 904-239-7252

www brown-n-brown com

1999 998
Premium volume $1,296,626,000 $1,173,352,000
$176,413,000 $153,79-,000
Brokerage revenues $172,884,740 $150,44:,000

Gross revenues

713-880-7100, fax 713-880-7166 US clients 100% too?/
www bmb-Inc com Brokefage retail 61% 57%
us omces $107,611,000 $87,661},870
1999 1998 Wholesale 21% 16%
Gross revenues $17,203,100 $17,109,200 Reinsurance 0% 96
Broketage revenues $15,267,000 $14,577,038 P.rsonal 8% 7,
US clients figo/6 929% Services 8% 9%
Ncn-U S clients 1% 1% Interest Income 1% 2°/0
Brokerage retail 835% 792% Cther 1% 004
u's omces $14,382,589 $13,550,486 Employees 1,370 1,370
Personal 51% 54% Retail offices 33 29
SE,vices 01% 05% Founded 1959
Interest income 01% 01% Retail brokerage 98% commissions, 2°/.fees
Other 112% 148% Employee benefits 15% of revenue in 1939
Employees 145 165 Acquisitions Him, Rogal & Hamilton (Daytona
Retail omces 3 3 Beach office), Daytona Beach, Fla, January 1999,

Founded 1981

The Insurance Center of Roswell Inc, Reswell,

Retail brokerage 966% commissions, 3 4% N M, February 1999, Clancy-Stoutamire Inc Mcn-

fees

licello and Perry, Fla, March 1999, Bill W lliams

Employee lenehts 147% of revenuen1999 Agency Inc, St Petersburg, Fla, March 1999
Omcers Damd G Miclette, chaitman, Edward G Burns Harrelson Burns, Phoenix, July 1999, Am-
Britt Jr , presidenUCEO, Larry M Karren, treasur- oher-Ross*, Fort Lauderdale, Ha, July 1999 Tom-

er/CFO

oorello, Phoenix, August 1999, Policy Undbrwrit-

Contact. Edward G Britt Jr, ebritt@bmb- ers, Phoenix, October 1999, Signature Agency*

inc com

Brady & Co. Inc.
1031 W Fourth Ave, Suite 400,
P 0 Box 107502,
Anchorage, Alaska 99510-7502,
907-276-5617, fax 907-276-6292

www bradycompany com

1999 1998

Ocala, Fla, November 1999, RBS, Roswelf NM,
December 1999, RMA/PMSI, Altamonte Sorings,
Aa, January 2000, Amensys Inc , Oviedo, Fra, May
2000, Bowers, Schunmann & Welch, Wasrington,
N J and Bethlehem, Pa, June 2000

Non-retail subsidiaries RMA/PMSI, Altimonte
Springs, Fla, Brown & Brown Benefits, [aytona
Beach, Fla, Roehng & Macduff, Daytona Beach
and Saint Petersburg, Fla, Champion Uncerwrr
ers, R Lauderdale, Ra, Flonda Intracoastal Unde--
writers Ltd, Miami Lakes, Aa, Halcyon Undenunt-

Premium volume $146,000,000 $132,000,000 ers Inc , Orlando, Aa, United Self-Insured Services,

Gross revenues
$6,800,000 $6,700,000
100%

Brokerage revenues
U S clients

Brokerage retail 54% 40% Brokerage retail m%
U S offi
U S offices $17,926,622 $11,427,860 offices $6v18810°00 15:963:0000
Wholesale 20% %% Wholesale 2% 20
o
Personal 12% 18% Personal 5% 7%
Servi 5% 0% Services 2% 204
ervices o .

46
Employees 172 152 Employees
Retail offices > 4 Retail offices 1 >

il offi

Founded 1876

Retail brokerage 97% commissions, 3% fees

Employee benefits 33% of revenue m 1999

Acquisitions F J Wilkes & Co Inc, Jersey City,
NJ, June 1999, Young & Peny, Bndgewater, NJ,
July 1999, Spalding Associates, Princeton, NJ,
January 2000

Ofticers- John A Windolf, chairman/president,
Douglas T Cook, Lon Windolf Crispo, executive

vps
Contact John A Windolf

Bolton & Co. -

an Assurex partner
1100 El Centro St,

South Pasadena, Calif 91030,
626-799-7000, fax 626-441-3233

www boltonco com

Founded 1977

Retail brokerage 83% commissions, 17%
fees

Employee benefits 28% of revenue in 1999

Officers Carl F Brady Jr, chairman/CEO, Fred
D Chadwick, presidenVCOO

Contact Fred D Chadwick, fred_chadwick@

bradycompany com

Bratrud Middleton
Insurance Brokers Inc.

4701 S 19th St ,
Tacoma, Wash 98405,
253-759-2200, fax 253-756-8969

www bratrud com

1999 1998
$150,000,000 $125,000,000
$18,100,000 $15,000,000

Premium volume

Gross reven«les

1999 1998 Brokerage revenues $18,100, 000 $15 000 000

Premium volume $109,700,000 NA U S clients _ o o
Gross revenues $14,977,000 $12,938,000 Brokerage retail $13.30 0000 $11250 00;
Broketage revenues $14,422,851 $12,536,922 u s omees 994, 1290

Wholesale 2% 2%
US clients 97 % 98% o
Non-U S clients 3% 2% Personal 23% 21%

Services 1% 2%
Brokerage retail 873% 867% 182 148
US offices $13,074,921 11,217,246 TRV
Personal 9% 92% ounde
Selvices 0% 1% Retail brokerage 93% commissions, 7% fees
Interest income 37% 31% Employee beneflts 18% of revenue m 1999
Employees 102 101 Officers Charles W Miller, president, Robert E
Retail offices > 2 Hellesen, executive vp, Stephen Feltus, corporate

Founded 1931
Retail brokerage 99% commissions, 1% fees
Employee benellts 11% of revenue In 1999

secretary/treasurer
Contacl Delene M Losch, dml@bratrud com

Officers William D Bolton, chairman/CEO, Brokerage Concepts Inc.

James A Bolton, president, Steve Brockmeyer, ex-
ecutive vp
Contact William D Bolton, wbolton@bolton-

co com

Roger Bouchard
Insurance Inc.
101 Starcrest Drive,
Clearwater, Fla 33765,

651 Allendale Road,

$6,800.000 $6,700,000 Orlando, Aa, Peachtree Special Risk, Atlanta

Officers J Hyatt Brown, chairman/presidenV

100% CEO, Jim W Henderson, executive vp, Cory T
89% Walker, vp/treasurer/CFO

Contact Coty T Walker
'Purchased on poohng bass.

53 Brown-Hiller-Clark &

Associates

5500 Euper Lane, P 0 Box 3529,
Fort Smith, Ark 72913,
501-452-4000, fax 501-484-5185

www bhca com

1999 1998
$15,926,609 $1,,720,2£1
$2,829,455 $:,667,500
$2,829,455 $2,367,300*

Premium volume
Gross revenues

Brokerage revenues

«85 Byrne, Byrne and Co.

120 S LaSalle St , Suite 1710,
Chicago, 111 60603,
312-346-2150, fax 312-346-4637

1999 1998
$36,800,000 $35,800,000
$2,400,000 $2,200,000
$2,400,000 $2,200,000

Premium volume
Gross revenues

Brokenge revenues

US clients 97% 99%
Non-U S clients 3% 1%
Brokerage retail 80% 90%
u S omces $1,920,000 $1,980,000
Personal 10% 5%
Services 10% 5%
Employees 18 19
Retail offices 1 1

Founded 1898

Retail brokerage 85% commissions, 15%
fees

Employee benefits 40% of revenue in 1999

Officers Stephen J Byrne, chairman/president,
Daniel A Byrne, executive vp, Wdliam Maclaugh-
lin, vp

Contact William Mclaughlin

CBIZ Benefits & Insurance

Services Inc.

2600 Grand Ave , Suite 600,
Kansas City, Mo 64108,
800-562-1865, fax 816-471-1881

www cblz com

1999 1998
Premium volume $2,000,000,000 $1,400,000,000
$160,000,000 $112,000,000
Brokerage revenues $137,600,000 $95,200,000
U S clients 100% 100%

Gross revenues

Brokerage retail A47% 46%
U S offices $75,200,000 $51,520,000
Wholesale 7% 10"
Personal 12% 10%
Selvices 20% 19%
Interest Income no 4%
Other 7% 11°
Employees 1,350 980
Retail offices 46 42

Founded 1996

Parent Century Business Services Inc

Retail brokerage 85% commissions, 15%
fees

Employee benefits' 58% of revenue in 1999

Non-retail subsidiaries CBIZ Agent Resource
Inc, Columbia Md Cornerstone Broker Insurance
Services Agency Inc, Cincinnati, Employers Select
Plan of Ohio, Columbus, Ohio, Southern Ohio Ben-
ems Agency Inc, Cincinnati

Officers Robert A O'Byrne, senior vp-CBIZ Ben-
ems& Insurance Services, Nancy Mellard vp-cor-
porate and legal operations, Rion Safier, vp-finance
operations

Contact Lisa M Russ, marketing manager,
Iruss@cblz com

CFG Insurance Services

9800 Bren Road E ,
Minnetonka, Minn 55343,
612-945-0200, fax 612-945-9477

www cfglnsurance com

1999 1998
$242,375,807 $150,900,000

Premium volume

US clients 100% 100% Gross revenues $11,656,551 $9,801,755
Brokerage retail 85% 84%* Brokerage revenues $11,490,116 $9,703,737
US offices $2,405,037 $2240 700' U S clients 100% 100%
Personal 15% 16% Brokerage retail 845% 855%
Employees 31 32 U S ommes $9,849,786 $8,380,500
Retail offices 3 3 Personal 34% 45%
Fiscal yearending Sept 30 Services 10 7% 9%
Founded 1915 Interest Income 14% 1%
Retail brokerage 99% commissions, 1% fees Employees 103 105

Employee benefits 11% of revenue ir 1999

Ofticers Sam B Hdler, president/treasurer, Lar-
fy R Clark, executive vp/secretary, Thomas L Coo-
ley, vp, Wilham Stan Miller, president-EHC 1-re &

Retail offices 1 1

Fiscal year ending March 30
Founded 1974

Retail brokerage 984% commissions, 1 6%

Group Specialists Inc, Gary Winton, resident- fees

BHC of Oklahoma Inc

Contact Sam B Hiller, samhiller@bhca con-
‘Restated

Burnham Insurance Group
300 Country Pine Lane,
Battle Creek, Mich 49015,
616-441-5000, fax 616441-800

www bumhaminsurance com

1999 1998
$120,000,000 $125,000,000
$11,236,000 510,445,000
Brokerage revenues $11,191,056 :10,445000

Premium volume

Gross revenues

Ki ‘P ia. Pa 19406 US clients 100% 100%
6;%93?37 ;u;g(.)a,f a610 491-4990 Brokerage retail Tore ore
el » Tax 610491~ U s offices $8,955,000 $8,983,000

www bcitpa com Personal 19 9% 13%
1999 1998 Interest income 04% 0%

Premium volume $600,000,000 $570,000,000 Employees 102 109
Gross revenues $66,500,000 $59,000,000 Retail offices 1 8

Brokerage revenues $65,835,000 $58,410,000
US clients 100% 100%

727-447-6481, fax 727-449-1267 Brokerage retail 3% 4%
www rbouchard com u S omces $1,995,000 52,360,000
Wholesale 22% 20%
1999 1998 Reinsurance 20%
Premium volume $98,500,000 $88,000,000 Se,vices 54% 55%
Gross revenues $7,212,000 $6,020,000 Interest income 1%

Founded 1979

Retail brokerage 997% commis-.ions, 0 3%
fees

Employee benefits 39% of revenue n 1999

Acquisitions Sentry Financial Selvices Inc Dal-

20% las, May 2000

Officers Charles Burnham, chairm,in/CEO Ter-

1% ry Stewart, president, Richard Phillips, CFO

Employee benefits 645% of revenue in 1999
Contact Eldon Oldre, eldono@cfginsurance

com

CG&B Insurance Brokers Inc.

120 S Town Centre Bivd ,
Markham, Ontario L66 1 03 Canada,
905-479-6670, fax 905-479-9164

www cgbgroup com

1999 1998
$41,850,000 $21,504,000
$6,581,250 $4,905,600
$6,515,438 $4,856,544

Premium volume

Gross revenues

Brokerage revenues

US clients 1% 1%
Non-U S clients 99% 929%
Brokerage retail 81% 90%
Non-U S offices $5,277,368 $4,415,040
Wholesale 1% 1%
Personal 17% 8%
Interest income 10 1o
Employees 120 60
Rebil offices 2 1

Converted at applicable exchange rates

Founded 1973

Retail brokerage 99% commissions, 1% fees
Employee benefits 15% of revenue in 1999
Acquisitions Haney Hunt & Bowden Insurance



Continued from previous page

Brokers, Toronto, July 1999; Later & Co. Ltd.,

Toronto, Ju'y 1999; Fish & Associates, Toronto,
October 1999.

Ollicers: Barry Cosburn, president; Jeff Brand-
ham, Rod Finlayson, vps.

Contact: Darryl D. Ticknor, vp-international
darryll@cgbgroup.com.

Cal-Surance Associates Inc.

333 City Blvd. W., Suite 400,
Orange, Calif. 92868;
714-939-0800; fax: 714-939-7445

www.calsurance.net

1999 1998
$110,098,000 $108,198,000
$24,897,000 $21,949,000
$24,897,000 $21,949,000

Premium volume
Gross revenues

Brokerage revenues

U.S. clients 100% 100%
Brokerage: retail 50% 56%
U.S. offices $12,448,500 $12,291,000
Wholesale 29% 29%
Senlices 21% 15%
Employees 149 135

FRLet=ail
Founded: 1962

o fFfice = -1 -1

Parent The Cal-Surance Cos. Inc.

Retail brokerage: 93% commissions, 7% fees.

Non-retail subsidiaries: lancer Claims Services
Inc, Orange, Calif.; United Network of Insurance
Services Inc., Orange, Calif.; Trans Asian Insurance
Services Inc., Orange, Calif.; Sterling Reinsurance
Intermediaries Inc., Orange, Calif.; Sterling Insur-"'
ance Co. Ltd, Hamilton, Bermuda.

Officers: Donald Martin, chairman; Kenneth

Masters, president/CEO; James Adams, CFO.
Contact: Kenneth Masters.

Calco Insurance Brokers &
Agents Inc.
2000 Alameda de las Pulgas,
San Mateo, Calif. 94403-1298,
650-574-0773; fax: 650-572-4622

www.calco.com

1999 1998
$353,000,000 $261,000,000
$29,057,529 $26,833,016
$28,912,241 $26,672,017

Premium volume
Gross revenues

Brokerage revenues

U.S. clients 99% 99%
Non-U.S. clients 1% 1%
Brokerage: retail 58.5% 58.8%
US offices $17,001,645 $15,777,813
Personal 1.9% 2.0%
Services 39.1% 38.6%
Interest income 0.5% 0.6%

Employees 246 266
Retail offices S5 S
Founded: 1937.
Parent: California Casualty Management Co.
Retail brokerage: 99% commissions, 1% fees.
Employee benelits: 16.3% of revenue in 1999.
Non-retail subsidiaries: Calco Medical Manage-
ment Corp., Orange and San Mateo, Calif.
OHicers: Kai Anderson, vice chairman; Donald
D. Fey, president; George Bowen, senior vp.
Contact: Donald D. Fey; dfey@calco.com.

Caledonian Insurance

Group Inc.

3023 80th Ave. S.E.,

Mercer Island, Wash. 98040;
206-232-9870; fax: 206-232-9515

www.users.uswest.neV-ciginc/

1999 1998
Premium volume $18,000,000 $17,000,000
Gross revenues $2,300,000 $1,850,000
Brokerage revenues $2,300,000 $1,850,000
U.S. clients 85% 86%
Non-U.S. clients 15% 14%
Brokerage: retail 89% 92.5%
U.S. offices $2,047,000 $1,711,250

WV holesale S<2oc <o

Reinsurance 1.5% 0%
Personal a2>o 120
Interest income 0.5% 0.5%

Emplovees 19 17
MRaetail offfces = =
Founded: 1988

Retail brokerage: 96% commissions, 4% fees.

Officers: Anthony Cowan, presidenVCEO; Larry
Maloney, senior vp; JoAnn Trimble, vp.

Contact: Anthony Cowan.

The Cambridge Group Inc.
15415 Middlebelt Road,
Livonia, Mich. 48154,
800-824-5002; fax: 734-525-0612
www.cambridgegroupcompany.com

1999 1998*
$120,000,000 $117,900,000
$13,775,562 $12,874,245
$11,709,228 $10,814,366

Premium volume
Gross revenues

Brokerage revenues

U.S. clients 100% 100%
Brokerage: retail 66% 63%
US. offices $9,091,871 $8,110,774
Personal =2 2o
Services 16% 18%

Investment income 0% 1%6
Other 15% 15%
Employees 117 107
Fiscal year ending Sept. 30.
Founded: 1985.
Retail brokerage: 99% commissions, 1% fees.
Employee benefits: 75% of revenue in 1999.
Officers: Albert Papa, Kenneth Hale, co-chair-

men; Michael Hale, president.
Contact: Michael Hale; mhale@cambridgeun-
derwriters.com.

*1998 figures are restated due to comorate restruc-
bring of the company to indude Cambridge Undermit-

Ers Ltd, Cambridge Rnancial Services Inc. and Pension
Trend

The Capacity Group of Cos.
120 Pleasant Ave.,
Upper Saddle River, N.J. 07458;
201-236-9800; fax: 201-236-0480

Wwww.capcoverage.com

1999 1998
Pemium volume $83,266,418 $55,398,007
Goss revenues $13,738,959 $7,755,721
Brokerage revenues $13,601,569 $7,678,164
W.S. clients 100% 100%
Brokerage: retail 58% 58%
LIA offices $7,968,596 $4,498,318
Wholesale 14% 10%
Personal 26% 30%
Sev. ces asse 1o
interest income aes 12o
E-rployees s a4
Reail offices ES =

Founded: 1980.
Retail brokerage: 97% commissions, 3% fees.
Employee henefits: 5% of revenue in 1999.

Acquisitions: Insurance Resource Group, River
Edge, N.J. October 1999.

Ollicers: Mark B. Weinraub, chairman/CEQO;
Robert G. Lull, presidenVCFO/COO; Carl A Gerson,
Debra Lynn Stanton, Jay Bergstein, Ronald Berg-
stein, executive vps.

Contact: Robert G. Lull; rglull@capcoverage.

com.

Grupo Cassab Machaen

Agente de Seguros
S.A. de C.V.

Presidente MasarikNo, 17,4 Pim,
Desp. 501, Col. Chapultepec Morales,
Mexico City, 11570 Mexico;
525-255-4615; fax: 525-531-2751
www.geocities.com/gemsacv/mx. html

1999 1998
$5,347,606 $3,382,219
$3,377,546 $2,177,773
$3,377,546 $2,177,773
S 8o
2% 92%

Premium volume
Gross revenues
Brokerage revenues
U.S. dients

Non-U.S. clients

Brokerage: retail 100% 100%
U.S. offices $1,260,000 $174,222
Non-U.S. omces $2,117,546 $2,003,551
Employees S ==
Retail offices — —

Converted at applicableexchange rates.

DUS"676666 1716-UranCe, J Uly li, LUUU /JI

Founded: 1982.

Retail brokerage: 80% commissions 20%
fees.

Emlloyee benefits: 40% of revenue in 1999.

Ollicers: Alfonso Cassab, CEO; Afonso Victoria,
operations manager; Eduardo Cassab, sales man-
ager; Jorge Serrano, business technician; Arturo
Suarez, programming manager.

Contact: Eduardo Cassab, ecassab@hotmail.

com.

Cobbs, Allen & Hall Inc.
115 Office Park Drive, Suite 200,
Birmingham, Ala. 35223,
205-414-8100; fax: 205-414-8110

m,w.cobbsallenhall.com

1999 1998
Premium volume $50,125,900 $37,239,800
Gross revenues $10,196,900 $7,925,400
Brokerage revenues $9,972,568 $7,830,295
U.S. cliatts 100% 100%
Brokerage: retail 62.7% 68.2%
US. offices $6,395,496 $5,411,463
Wholesale 13.4% 7.1%
Personal! 6.6% 8%
Seivices 15.1% 15%
Interest income 1.4% 1.5%
Other 0.8% 0.2%
Employs 99 s
REtail offces 4 3

It takes decades of focused expertise, combined with the rare trait of flexibility to devise

the kind of innovative solutions necessary For today's reinsurance programs. And we keep O
70552 S

your programs moving swiftly toward their objectives because you work directly with

decision makers, reinsurance professionals who chart a smooth course around bureaucratic

waters. These are the resources you need to move business in the right direction.

© 2000, Signet Star Reinsurance Company

Founded: 1887.

Parent: CAH Holdings Inc.

Retail brokerage: 93% commissions, 7% fees.

Employee benefits: 20.5% of revenue in 1999.

Acquisitions: Carraway, Cohen & Channell,
Augusta, Ga. November 1999.

Officers: Bruce S. Denson, chairman/CEO;
Grantland Rice 111, president; C. Kendall McEachem,
division president.

Contact: Bruce S. Denson; bsdenson@cobbs-
allenhall.com.

Commerce National Insurance

Services Inc.

Commerce Atrium, 1701 Route 70 E.,
Cherry Hill, N.J. 08034;
856-489-7000; fax: 856-795-9783

www.commerceonline.com

1999 1998
$500,000,000 $350,000,000
$50,332,100 $31,568,600
$50,332,100 $31,568,600

Premium volume
Gross revenues

Brokerage revenues

U.S. clients 100% 100%
Brokerage: retail 73% 77%
U.Soffices $36,742,433 $24,307,822
Wholesale 1% 1%

Continued on next page

Star

A MEMBER COMPANY OF

W.R. BERKLEY CORPORATION

NAVIGATE BY THE STAR.

- Tieaty Reinsuiance, Floiliain Park, New Jersey * Facultative ReSources, Inc. Staniford. Connecticut; Allant:, Georgia: Scliatiniburf). lllinois

= Alteniative Risk Solutions, Floilian' Park, New Jersey « Fidelty & Surety, Schallinbulg, lllinois

« Professional Liability, Floilinin Paik, New Jet sey « Pliniaty Business Sollitions. Floiliom Pork, New Jersey «
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1999 1998
Personal 22% 16%
Setvices 4% 6%
Employees 393

Retail offices 20 12

Founded 1996

Parent Commerce Bank North

Retail brokerage 95% commissions, 5% fees

Employee benefits 26% of revenue m 1999

Acquisitions* Mullaney Insurance Associate:
Inc, Oakhurst, NJ, November 1999, Handlan As-
sociates LLC, Morrestown, N J, December 1939,
Traber & Vreeland Inc , Randolph, NJ, Decemo€r
1999

Officers George E Norcross 111, chairman/CEO
Joseph Buckelew, vice chairman, Edward

1,66U,Unle, J Uly 1#, ZUUU

28C DFS&A Insurance Agency Inc.

80 W Upper Ferry Road, Suite 5,
Ewing, N J 08628,
609-771-8900, fax 609-771-8901

1999 1998
$28,681,000 $26,344,000
$1,270,388 $1,166,861
$1,244,980 $1,155,192

Premium volume

Gross revenues

Brokerage revenues

US clients 98% 97%
Non-U S clients 2% 3%
Brokerage retail 95% 95%

U S offices
Kiessling, president/COO Wholesale 1% 1%
*Purchased on a pooling basis Services 2% 3%
Internst income 1% 1%
Charles L. Crane Agency Co. other 1% 0%
100 S Fourth St , Suite 800, Employees ! N
Retail offices 2 2

St Louis, Mo 63102,
314-241-8700, fax 314-444-4970

Wwww craneagency com

1999 1998

Premium volume $111,000,000 $105,000,001 G Keefe, executive vp, Susan Edels
$13,521,632 $12679,933 Bloor. assistant vps

Gross revenues
Brokerage revenues $13,251,199 $12,426,333
U S clients 100% 10(W0
Brokerage retail

US onices $11,209,432 $10,258,126

Personal 15% 1790
Services 01% O-%
Interest income 1% -%
Other 1% -%
Employees 150 150
Retail offices 3 3

Founded 1885

Founded 1997
Retail brokerage 98% commissions, 2% fees
Employee benefits 54% of revenue m 1999

u s omces

Personal 6% 8%
Services 4% 4%
Interest income 3% 3%
Other 3% 3%
Employees 86 91
Retail offices 2 3

Founded 1948

Retail brokerage 90% commissions, 10% Gross revenues

$9,538,613 $8241,011 debis Assekuranz Makler

debis Hans am Potsdamen Platz,
Berlin, 10875 Germany,
49-30-2554-4602, fax 49-30-2554-4605

www debis com

1999 1918
$704,600,000 $741,000»JO
$73,170,000 $70,680,000

Premium volume

fees Brokerage revenues $73,170,000 $70,680,010
Employee benefits 29% of revenue in 1999 US clients 5% E%
Ofticers Scott Dann, president, Marvin Rotstein, Nor-US dients 95% 95%

Julie Dann, execut ve vps

Contact Scott Dann, 847-444-25)4, scottd@ U S offices

danninsurance com

$1,206,869 51,108,518 Davis Baldwin Inc.-

an Assurex partner
4600 W Cypress St, Suite 200,
Tampa, Fla 33607,
813-287-1936, fax 813-289-0521

www davisbaldwin com

1999 1998
$240,000,000 $195,000,000
$18,046,539 $14,863,248

Premium volume

Gross revenues

Officers Robert M Neunann, gesident. Ronald Brokerage revenues $18,046,539 $14.722,257

in, William G

Contact Robert M Neumann

80 5% The Daniel & Henry Co. -

an Assurex partner
2350 Market St, Suite 400,

St Louis, Mo 63103,
314-421-1525, fax 314-444-1990

www daniel-henry com

1999 1998

Retail brokerage 99% commissions, 1% fees Premium volume $142,200,000 $135,700,000

Employee benems 15% of revenue m 1999

Gross revenues

$18,851,000 $18,039,000

Officers R Chnstopher Imbs, chairman, Ed#in Brokerage revenues $18,851,000 $18,039,000

A Llps Jr, vice chairman, Michael T Reedy, les,- U S clients

dent
Contact Jerry Burnett, senior vp/COO

Frank Crystal & Co. Inc.
40 Broad St,
New York, N Y 10004,
212-344-2444, fax 212-952-1095

1999 -998
$57,930,000 $55,040.000
Brokerage revenues $57,930,000 $55,040,000

Gross revenues

U S clients 100% 110%
Brokerage retail 93% 32%
U'S offices $53,874,528 $50,63£,800
Personal 6% 6%
Services 1% 2%
Employees 235 230
Retail offices 5 5

Founded 1933

Retail brokerage 98% commissions, 290 ces

Officers James W Crystal, chairman/CEO, Mark
Freitas, COO, Arthur H L,ttmann, executive vpSFO

Contact James W Crystal

The directory begins on page 48 An
explanation of the terms used in -he
directory can be found on page 49

Spalding Associates, Inc.

100% 100%
Brokerage retail 868% 857%
U s Offices $16,363,000 $15,459,000
Personal 13 1%
Services 01% 229,
Employees 205 200
Retail offices 1 1

Founded 1921

Retail brokerage 957% commissions, 4 3%
fees

Employee lenefits. 17 5% of revenue m 1999

Officers Charles S Drew Jr , chairman/pres,-
dent, Michael W Cremins, executive vp/COO, M
Henry Johnson, Thomas J Purcell Jr, John R
Drew, executive vps

Contact- James A Samson, secretary/treasur-
er/general manager-administration, 314-444-
1735

Dann Insurance

1500 S Lakeside Drive,
Bannockburn, 111 60015,
847-444-1060, fax 847-444-1065

www danninsurance com

1999 1998

12106

US clients 100°/, 100%
Brokerage retail 94% 926%
US offices $16,963,747 $13,763,368
Personal 26% 34%
Services 34% 3%
Other 0% 1%
Employees 121 100
Retail offices 2 2

Founded 1966

Retail brokerage 76% commiss ons, 24%
fees

Employee benehts 189% of rev:nuein 1999

Acquisitions Boushall & Associates, Tampa,
Aa,May 1999

Officers L Lowry Baldwin, president, Charles
Daws Jr, CEO, John | Baldwin, executive vp

Contact L Lowry Baldwin

J. Rolfe Davis
Insurance Agency Inc.-
an Assurex partner
850 Concourse Parkway S, Suxe 200,
Maitland, Fla 32794,
407-691-9600, fax 407-691-9616
www irdavis com

1999 1998
Premium voiume $100,000,000' $80,000,000*
$11,328,627 $10,459,638
Brokerage revenues $11,215,340 $10,355,041

Gross revenues

US clients 100% 100%
Brokerage retad 90No 88%
u s omces $10,195,576 $9,204,481
Personal ¥4 9%
Interest income 1% 1%
Employees 83 83
Retail omce 1 2

Founded 1942

Retail brokerage 98% commissions, 2% fees
Employee benefits 29% of renue in 1999
Officers F David McKinney, president/CEO,

Premium volume $100,918,846 $95 035,978 Donald B Boone, John F Watson Jr, senior

Gross revenues

Brokerage revenues $10,674,162 $9,447,012
U S clients 100°/6

Brokerage retail 84% 82%

Bollinger, Inc.
Short Hills, New Jersey

acquired

Princeton, New jersey

$11,355,492 $10 050,013 vps

Contact John F Watson Jr, 407-691-9818,

100% jwatson@trdaws com

*Estimated

The undersigned mitiated this transaction and advised the seller

Harbor Capital Advisors, Inc.

Financial Consultants to the Insurance Industry

Paul J. Di Stefano, CPA, CPCU, Managing Director

Corporate Ollices Huntington, New York

800-858-2732

Brokerage revenues

80% 8/%
$3,794,000 $3,534,(00
$54,742,000 $56,544,000

Bro<erage retail

Non-U S offices

Reinsurance 5% 5%
Personal 15% 11%
Employees 600 537

Convetted at applicable exchange tates
Founded 1990

Parent Daimler-Chrysler Group

Retail brokerage 100% commissions

1999 1998
$584,000,000 $459,000,000
$48,238,000 $35,600,000
Brokerage revenues $46,988,000 $34,104,800

Premium volume

Gross revenues

U S clients 100% 100%
Brokerage retail 886% 91 3%
U S offices $42,738,868 $32,502,800
Wholesale 66% 3%
Personal 15% 15%
Sevices 07% 0%
Interest income 21% 22%
Other 05% 2%
Employees 316 246
Retail offices 8 5

Founded 1925

Retail brokerage 92% commissions, 8% fees

Employee benefits 244% of revenue in 1999

Acquisitions Averbeck Co Insurance Brokers,
Ontano, Calif, February 1999, The Sher Co Insur-
ance Services, San Rafael, Calif, March 1999, JD
Ostdiek, Fresno, Calif, March 2000

Officers Thomas E Corbett, chairman/CEO,

Officers Egon Schubert, Dieter B-,ck Jerold D Hall, presidenVCOO, P Gregory Zimmer

Hadubrand R Jungklaus, Lothar Schwan
Contact Jorg Winkler

DeWitt Stern Group Inc.

420 Lexington Ave,
New York,NY 10170,
212-867-3550, fax 212-983-6483

www dewittstern com

1999 99E

$10,000,000 $8,90(,000
$9,500,000 $8,457,000

Gposs revenues

U S clients 90% 90%
Non-U S clients 10% 10%
Brokerage retail 68% 68%
u S offices $6,800,000 $6,052,000
Wholesale 3% 3%
Personal 23% 2350
Setvices 1%

Interest income 3% 35'0
Other 2% 21.
Employees 86 86
Retail offices 5 4

Founded 1899

Retail brokerage 99% commissions, 1% fees

Employee benehts 11% of revenue in 1999

Officers Jolvon F Stem, presidenUCEO-DeWitt
Stern Group Inc, Gilbert Andrus, executpe vp-
DeWitt Stern Group Inc, David O'Dowd, managing

jirector-De*tt Stern Imperatore Ltd
Contact. Gilbelt Andrus

DiBuduo & DeFendis

Insurance Group -

an Assurex partner
7030 N Fruit,

Fresno, Calif 93711,
559-432-0222, fax 559-431-7941

www dibu com

1999 1998
$120,000,000 $104,(00,000
$13,466,274 $11,-65,000
Brokerage revenues $13,304,679 $11,322,420

Premium volume

Gross revenues

US clients 100% 100%
Brokerage retul 897% 894%
u S omces $12,078,470 $10,249,331

Personal 91% 94%
Interest income 12% 12%
Employees 137 125
Retail offices 5 5

Founded 1960

Retail brokerage 100% commissions

Employee benefits 102% of revenue 1, 1995

Officers Anthony J D,Buduo, Leonad T De-
Fendls, Matthew D DeFendis, Michael P [eFendis,
panners

Contact- Matthew D DeFendis, 559-4: 7-2404,
mdefendis@dibu com

Dodge, Warren & Peters

Insurance Services Inc.

3625 Del Amo Blvd , Suite 300,
Torrance, Calif 90503,
310-542-4370, fax 310-542-3328
www dwandp com
1999 1998

Premium volume

Gross revenues

$185,000,000 $17),000,000 Premium volume
$18,800,000 $13,580,886 Gross revenues

Jr,executive vp/CFO, Richard B Gulley, executive
vpA'lce chairman
Contact Richard B Gulley

James Econn & Co.

445 S Figueroa St , 36th Floor,
Los Angeles, Calif 90071-1602,
213-629-3131, fax 213-629-4440

www tameseconn com
1999 1998

$33,139,481 $40,005,166
$5,027,099 $5,287,654

Premium volume

Gross revenues

1% Brokerage revenues $4,902,105 $5,147,734

US clients 100% 100%
Brokerage reta, 1 95% 93%
U S offices $4,775,744 $4,917,518
Personal 3% 4%
Interest income 2% 3%
Employees 27 30

Retail offices 1 1
Founded 1919
Retail brokerage 85% commissions, 15% fees
Employee benefits 2% of revenue in 1999
Officers James Econn, chairman/CEO, Gregory
W Econn, president, William F Mitchell, executive

vp, Suzanne Thompson, vp/COO
Contact James Econn

Employee Benefit
Specialists inc.
9351 Grant St , Suite 300,
Denver, Colo 80229,
303-280-1215, fax 303-280-1821

1999 1998
$53,684,740 $47,160,900
$2,684,237 $2,358,047
$2,657,395 $2,334,466

Premium volume
Gross revenues

Brokerage revenues

US clients 100% 100%
Brokerage retail 70% 68%
us omces $1,878,966 $1,603,472
Reinsurance 18% 20%
Services 11% 1%
Other 1% 1%
Employees 20 21
Retail offices 1 1

Founded 1976

Employee benefits 100% of revenue in 1999

Ofticers Alan M Curtis, president, Stan W Bell,
senior vp, Dale M Curis, corporate counsel/COO

Contact Alan M Curtis, acums@ebs-1 com

F G Insurance Services Inc.

13101 Northwest Freeway, Suite 220,
Houston, Texas 77040,
713-939-9898, fax 713-939-7535

1999 1998
$80,000,000 $75,000,000
$8,700,000 $8,500,000

Brokerage revenues $18,800,000 $15,580,886 Brokerage revenues $8,700,000 $8,500,000

U S clients 100% 100% US clients 100% 100%
Brokerage retail 93% 93% Brokerage retail 50% 60%
U S offices $17,484,000 $15,420,223 U S offices $4,350,000 $5,100,000
Wholesale 1% 0% Wholesale 30% 30%
Personal 1% 0% Personal 20% 10%
Services 5% 7% Employees 44 53
Employees 155 155 Retail offices 2 2
Retail offices 5 5 Founded 1967

Fiscal year ending Oct 31

Founded 1977

Retail brokerage 94% commissions 6% fees
Employee benefits 25% of revenue n 1999

Parent F G Holdings

Retail brokerage 100% commissions
Employee benefits 4% of revenue in 1999
Non-retail subsidiaries Century Surplus Lines

Non-retail subsidiaries Integrated Claims Ad- inc, Houston

ministrators Inc, Torrance, Calif

Officers Robert G Cox, chairman, Ron Rudloff,

Officers Nell S Dodge, chairman, :harles H president, Elizabeth H Kirby, senior vp

Collinge, president, Donald J Gwizdalsk, secretary
Contact Randall A Mallory, CFO, rmallory@
dwandp com

Robert F. Driver Co. Inc

1620 Fifth Ave,

San Diego, Calif 92101,
619-238-1828, fax 619-699-1323

www rfdnver com

Contact Robert G Cox

Falkins Insurance Group Ltd.
911 Baker St ,
Cranbrook, British Columbia
VI C 1 A4 Canada,
250-426-2205, fax 250-426-7499

www falkins com

Continued on next page
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1999 1998
$19,169,000 $19,893,000
$2,181,300 $2,233,600

Premium volume

Gross revenues

Brokerage revenues $2,181,300 $2.233,600
Non-U.S. clients 100% 100%
Brokerage: retail 55% 55%
Non-U.S. offices $1,199,715 $1,228,480
Personal a5 452

Employees 40 40
Retail offices " 9 10

Rscal year ending July 31.

Converted at the applicable exchange rates.

Founded: 1897.

Retail brokerage: 100% commissions.

Officers: S.N. (Simon) Murphy, president; R.G.
(Bob) McGill, vp; S.L. (Sandra) Westover, secre-
tary/treasurer.

Contact S.N (Simon) Mumhy.

Financial Independence Co.
21300 Victory Blvd., Suite 215,
Woodland Hills, Calif. 91367;
818-592-0205; fax: 818-592e45
www.f-i-c.com

1999 1998

Premium volume $71,000,000 $65,000,000
Gross revenues $3,700,000 $3,000,000
$3,700,000 $3,000,000
100% 100%
Brokerage: retail 99% 9926
U.S. offices $3.663,000 $2,970,000
Personal 1es 1o

Employees 27 22

Metail ormces & =

Brokerage revenues
U.S. clients

Ascalyear ending March 31.

Founded: 1983.

Retail brokerage: 100% commissions.

Employee benefits: 100% of revenue in 1999.

Officers: Howard Hartman, chairman; Sheila
Hartman, president; Diana Hartman, secretary.

Contact: Sheila Hartman; 818-592-0205;
sheilah@f-i-c.com.

J.P. Flanagan Corp.
600 W. Fulton, Suite 602,
Chicago, 111. 60661;
312-577-5757; fax: 312-577-5758
www.jpflanagan.com

1999 1998
Premium volume $55,000,000 $41,000,000
Gross revenues $6,000,000 $4,200,000
Brokerage revenues $5.880,000 $4,000,000
U.S. clients 100% 100%
Brokerage: retail 96% 93%
U.Somces $5,760,000 $3,900,000
Wholesale 1% 1%
Personal oo 1 2o
Sewices a2 O<o
Interest income 2% 5%

Ermmployvees a45 33
MRaetail offices & =
Founded: 1992.
Retail brokerage: 99% comrhissions, 1% fees.
Employee benefits: 22% of revenue in 1999.
Acquisitions: Parker Nielsen & Co., Chicago,
January 2000. ,
Contact: Joseph P. Flanagan, president.

Forrest Sherer Inc.

24 N. Sixth St., P.O. Box 900,
Terre Haute, Ind. 47808;
812-232-0441; fax: 812-232-1783

www.fsiinsurance.com

1999 1998
$42,203,250 $42,213,622
$5,413,846 $5,380,563

Premium volume
Gross revenues

Brokerage revenues $5,040,290 $5,192,343
U.S. clients 100% 100%
Brokerage: retail 75.7% 80.2%
U.S. offices $4,098,281 $4,318,440
Wholesale 2.9% 2.6%
Personal 13.2% 12.9%
Services 1.3% 0.8%
Interest income =2.82%0 320
Other 4.1% 0.5%

Errmployvees &62 &1
MRetail offices=s 1 -1
Founded: 1920.

Retail brokerage: 98.6% commissions, 1.4%
fees.

Employee benefits: 10.9% of revenue in 1999.

Officers: John W Dinkel, president/treasurer;
John S. Lukens, executive vp; Dennis S. Michael,

vp/secretary.
Contact John W. Dinkel.

Fox-Everett Inc. -

an Assur6x partner
37801-55 N.,

Jackson, Miss. 39205;
601-981-6000; fax: 601-981-9243

www.foxeverelt.com

1999 1998
Premium volume $75.000,000  $65,000,000
Gross revenues $10,262,000 $8,783,000
Brokerage revenues $10,056.760 $8,607,340
U.S. clients 100% 100%
Brokerage: retail 66% 67%
U.s offices $6,773,000 $5,885,000
Personal 6% 5%
Services 26% 26%
Interest income 2% 2%
Employees 108 91
Retail offices 2 2

Founded: 1945

Retail brokerage: 98% commissions, 2% fees.

Employee benefits: 60% of revenue in 1999.

Oilicers: John Anderson, president; Bill Marni-
son, Larry Vance, executive vps.

Contact John Anderson.

Frenkel & Co. Inc. -

an Assurex partner

2 World Trade Center,

New York, NY. 10048;
212488-0200; fax: 212-488-1800
www.frenkel.com

1999 1998
$325,245,000 $335,600,000
$36,937,000 $36,600,000
$35,100,000 $34,770,060

Premium volume

Gross revenues

Brokerage revenues

U.S. dients 99% 99%
Non-U.S. dients 1o 1o
Brokerage: retail 85% 85%
u.s. omces $31,400,000 $31,110,000
Wholesale a2 1o
Personal S 2o
Services 1o 1

52 526"
Employees 234 238
Retail omces
Founded: 1878.
Retail brokerage: 90% commissions, 10%
fees.

Interest income

lillie S. Axetrod, CIC

Employee benefits: 12% of revenue in 1999.

Acquisitions: John DeFazio & Co., Pasadena,
Calif., September 1999.

Officers: Robert E. Shunk, presidenVCEO; John
F. Kelly, executive vp/COO; Raymond F. Courtien,
executive vp.

Fringe Benefits
Management Co.
1720 Gadsden St.,
Tallahassee, Fla. 32301-5547;
850-425-6200; fax: 850425-6220
www.fbmc-benefits.com

1999 1998
$325,000,000 $260,000,000
$15,516,970 $14,834,548
$15,516,970 $14,834,548

Premium volume
Gross revenues

Brokerage revenues

U.S. clients 100% 100%
Brokerage: retail 53°/o0 56.3%
U.S. offices $8,223,994 $7,973,570
Services 47% 43.7%
Employees 195 185

MRaetail offices 1 -1
Founded: 1976.
Retail brokerage: 53% commissions, 47%
fees.
Employee benefits: 100% of revenue in 1999.
Ollicers: Mike Sheridan, chairman; Lorraine
Ritch, president/CEQ; Debm Tougas, CFO.

Allama, CA

Contact: Bob McKnight, senior vp; 800-872-
0345, ext. 213; bmcknight@fbmc-benefits.com.

Arthur J. Gallagher & Co.
The Gallagher Centre, 2 Pierce Place,
Itasca, 111. 60143;

630-773-3800; fax: 630-2854000
www.ajg.com

Founded: 1927.

Officers: J. Patrick Gallagher Jr., president/CEO;
Michael J. Clohedy, executive vp/CFO; James J.
Braniff 111, Peter J. Durkalski, James W. Durkin Jr.,
David E McGum Jr., vps.

Contact Michael J. Cloherty.

See profile on page 36.

William Gallagher Associates
200 State St.,
Boston, Mass. 02109;
617-261-6700; fax: 617-261-6720
www.wgains.com
1999 1998

$13,000,000 $9,500,000

Gross revenues

Brokerage revenues $12,870,000 $9,405,000
U.S. clients 97 % 98%
Non-U.S. dients 3% 2%
Brokerage: retail 97% 97%
u.s omces $12,310,000 $9,150,000
Non-U.S. offices $300,000 $65,000
Personal 1% 1%
Services Ao 1o
Interest income aes 1o

Employees 82 70
Maetail office=s =+ =

Founded: 1983.

Retail brokenge: 97% commissions, 3% fees

Employee benefits: 20% of revenue in 1999.

Officers: William W. Gallagher 111, chairman;
Philip J. Edmundson, president/CEOQ.

Contact: Philip J. Edmundson; pedmundson@
wgains.corn.

The Gleason Agency Inc.
BT Financial Plaza, Suite 204, P.O. Box 8,
Johnstown, Pa. 15907;
814-532-0200; fax: 814-536-5554

1999 1998
$37,200,000 $37,200,000
$5,600,000 $5,200,000
$4,866,400 $4,518,800
100% 100%

Premium volume
Gross revenues

Brokerage revenues
U.s. clients

Continued on next page

WHAT'S STANDING BETWEEN YOU AND YOUR WORST NIGHTMARE?

If it's an Acordia agent, you can rest easier. Because she's a local person who knows you and your
business. She's an expert in your industry and your unique risks. And she's backed by the clout and sav7
of America's local insurance broker. Call Acordia at (312) 357-0447, because when it comes to protecting
what's important to you and your business. we have all kinds of hot ideas.

America's Local

Insurance Broker
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U S clients 100%
i 82% 81%
1099 1008 Bmkerage retail
853% 3529 U s offices 58,668,045 $7,426,700
Broketage retail o o
9 Wholesale 1% 12%
u s omces $4,776,800 $4,430,400 .
Reinsurance 2% 3%
Personal 16% 17%
Services 2% 1%
Interest income 26% 22%
Interest income 2% 2%
Other 10 5% 109%
Other 1% 1%
Employees 455 40
67 62
Retail offices 3 3 Employees
Retail offices 3 1

Founded 1924

Retall brokerage 986% commissions, 1 4%
fees

Officers Robert A Gleason Jr, chairman/CEO,
Chnstopher K Gleason, president, Michele M Bak-
er, vp-operations

Contact Robert A Gleason Jr

L.J. Gliem & Associates L.L.C.

5201 Johnson Dnve,
Mission, Kan 66205,
913-432-4431, fax 913-432-2934

1999 1998
$17,000,000 $15,500,000
$1,375,000 $1,253,000
$1,375,000 $1,253,000

Premium volume
Gross revenues

Broketage revenues

U S clients 100% 100%
Brokerage retail 7% 7%
u S omces $1,058,750 $964,810
Personal 20% 22%
Services 3% 1%
Employees 17

Retail offices 1 1
Founded 1992
Retail brokerage 95% commissions, 5% fees
Officers Larry J Gliem, Deborah J G iem,

members

Contact Larry J Gliem

The Graham Co.

1 Penn Square W,
Philadelphia, Pa 19102,
215-567-6300, fax 215-567-3203

www grahamco com

1999 1998
$127,618,000 $100 011,000
$25,001,000 $21 651,000
Brokerage revenues $24,851,000 $21542,745

Premium volume

Gross revenues

US clients 100% 100%
Brokerage retail 984% 585%
u s omces $24,600,984 $21,326,235
Personal 1% 1%
Interest income 06% 05%
Employees 129 130
Retail offices 1 1

Founded 1950

Retail brokerage 64% commissions, 36%
fees

Officers William A Graham IV, CEO, Michael

Tiagwad, president, John B McCormick, treasur-
er/CFO

Contact Margaret C Jones, miones@graham-

co com

Gras Savoye & Cie.
2-8 rue Ancelle,
Neuilly-sur-Seine, 92200 France,
33-1-41-43-5000, fax 33-1-4143-5555

www grassavoye com

Founded 1907

Officers Patrick Lucas, managing parner/CEO,
Daniel Naftalski, managing partner/COO, Em-
manuel Gras, managing partner

Contact Hubert Moreno, deputy operating offi
cer, hubert moreno@grassavoye com

See profile on page 47

Great Lakes Employee
Benefit Services Inc.

4967 Crooks Road, Suite 105,
Troy, Mich 48098,
248-641-0000, fax 248-641-0073

www glebs com

1999 1998
Premium volume
Gross revenues

Brokerage revenues $1,000,000 $500,000

U S clients 100% 100%
Brokerage retail 100% 100%
U S offices $1,000,000 $500,000
Employees 1 6
Retail offices 1 1

Founded 1997

Retail brokerage 100% commissions

Employee benefits 100% of revenue In 1999

Officers James T Scoggin, Joseph F Coan,
principals

Contact Giona Maxim, director-operations, gm-
maxim@glebs com

The HDH Group Inc. -
an Assurex partner
USX Tower, 600 Grant St , Suite 5900,
Pittsburgh, Pa 15219,
412-391-7300, fax 412-391-7322

www hdhgroup corn

Gross revenues

Brokerage revenues $10,253,662 $8,893,702

Founded 1982

Retail brokerage 90% commissions, 10%
fees

Employee benefits 42% of revenue m 1999

Acquisitions PBI Inc, Erte and Edmboro, Pa,
September 1999

Officers Bryan Hondru, chairman, Frank Mikan,
president, Joan Capozzolo, executive vp

Contact Blyan Hondru

HLF Insurance Holdings Ltd.*

Fnary Court Crutched Fnars,
London, EC3N 3NP England,
44-207-560-3000, fax 44-207-560-3502

=0 Hamilton Dorsey Alston Co.

Inc. -an Assurex partner

4401 Northside Parkway, Suite 400,
Atlanta, Ga 30327,
770-850-0050, fax 770-850-9375

www hdams com

1999 1998
Premium volume* $115,000,000 $110,00C,000
$15,363,285 $13,767,613
Brokerage reverues $15,056,019 $13,216,908

Gross revenues

US clients 1005'0 100%
Brokerage retat 82% 76%
U S offices $12,597,894 $10,463,386
Personal 14% 16%
Sewices ro 4%
Interest income (o 4%
Employees 115 101
Retail omces 1 1

fiscal year ending Oct 31
Founded 1372

Retail brokerage 84% commissions, 16%
fees

Employee benefits 29% of rev:nue in 1999

Officers John C Hamilton, president, Stephen

Officers D B Margrett, CEO, S R D Wilson, F Fallon, Joseph W Hamilton lll, senior vps

COO, WHC Wilks, corporate finance director, TJ
Tookey, finance director

*Tmding as Heath Lambert Group

See profile on page 42

15 H&R Phillips Inc.

350 Fifth Ave, Suite 5400,

New York, NY 10118,
212-812-1000, fax 212-239-5480
www hrphillips com

1999 1998

Gross revenues

Contact John C Hamilton, jchamilton@
hdains com
*Estimated

Cameron M. Harris & Co. -

an Assurex partner

P 0 Box 220748,

Charlotte, N C 28222,
704-366-8834, fax 704-366-8245

www camharns com

J Egan, president/CEO-Hays Benefit Group, Hibbs-Hallmark & Co.

William L Mershon, executive vp, Stephen T
Lerum, senior vp-finance/CFO

Contact Russ Berman, rberman@haysgroup
com, Brian Hughes, bhughes@haysgrouhcom,
Les Young, lyoung@haysgroup com

Healthcare Insurance

Services Inc.

820 Gessner, Suite 1000,

Broketage retail 782% 594%
U S offices $23,770,894 $22,583,422
Wholesale 92% 166%
Reinsurance 59% 82%
Services 67%

Employees 128 123
Retail offices 6

Founded 1983

Parent The Galtney Group Inc

Retail brokerage 90% commission., 11%
fees

Non-retail subs,dianes Western Litigati jn Spe-
cialists Inc, Houston

Omcers William F Galtney Jr, chairm: n/CEO
George W McCleary Jr, president/COO, Fhillio E
Reischman, executive vp

Contact William F Galtney Jr

1999 1998 The Heffernan Group

$2.800,000 $2 700,000 Premium volume $134,537,241 $148,117,146
Brokerage revenues $2,604,000 $2.565,000 Gross revenues

$22,312,473 $22,980,620

lient Y K
US clients 100% 100% Brokerage evenues $21,896,626 $20,144,561
Brokerage retatl 72% 74% US clients 100% 100%
U S offices $2,016,000 $2,000,000 Brokerage retail 898% 743%
Personal 12% 13% U S offices $20,038,832 $17,083,793
Services 9% 8% Personal 6% 1%
Interest income 1% 1% Services 23% 24%
Other 6% 4% Other 19% 123%
Employees 21 21 Employees 202 221
Retail offices 1 ! Retail offices 6 6

Founded 1964
Retail brokerage 91% commissions, 9% fees
Employee benefits 53% of revenue in 1999

Founded- 1979
Parent C M Hams Holding Co
Retail brokerage 926% commissions, 7 4%

Oflicers Judith L Robinson, president. Carmen fees

Barros, vp
Contact Judith L Robinson, 212-812-1010

HSBC Gibbs Holdings Ltd.
Bishops Court, 27/33 Artillery Lane,
London, EI 7LP England,
44-207-247-5433, fax 44-207-377-2139

www insuranceb-okers hsbc co uk

1999 1998
Premium volume $1,308,962,000 $1,307,373,000
$198,366,800 $175,310,600
Brokerage revenues $165,789,988 $171,051,282

Gross revenues

U S clients 4% 6%
Non-U S clients 96% 94%
Broke,age retail 28% 31%

Non-U S offices

$55,497,400 $54,681,000

Employee benefits 168% of revenue in 1999

Officers Cameron Hams, pres,denVCEO, M Eu-
gene Link, executive vp/COO, James F Walker, ex-
ecutive vp, Harold J Wilkerson, vp, William A
Richard Jr, secretary/treasurer/CFO

Contact Harold J Wilkerson, 704-916-1008

Hastings-Tapley Insurance
Agency Inc.
271 Cambridge St,
Cambridge, Mass 02141,
617-876-7510, fax 617-876-7155
www hastingslapley corr

1999 1998
$92,993,452 $100,535,806
$14,894,719 $16,044,230

Premium volime*

Gross revenies

1981 N Broadway, Suite 215,
Walnut Creek, Calif 94596,
925-934-8500, fax 925-934-8278

www heffpete com

1999 1998
$180,000,000 $120 *000
$15,750,000 $11 400000
Brokerage revenues $15,277,500 $11 300 000

Premium volume

Gross revenues

US clients 100% 100%
Brokerage retail 76% 88%
US offices $11,970,000 $10 320,000
Wholesale 11% 2,4
Reinsurance 1% 0%
Personal 7% 630
Seivices 2% 3%
Interest income 2% 1%
Other 1% 0%
Employees 135 97
Retail offices 6 4

Retail brokerage 96% commissions, ¢ % fees
Employee benefits 4% of revenue in 1399

501 Shelley Drive, P 0 Box 8357,
Tyler, Texas 75711,
903-561-8484, fax 903-581-5988
www hibbshallmark com

1999 1998
$24,726,723 $26,934,708
$12,891,431 $12,767,162
Brokerage revenues $12,504,688 $12,384,197

Premium volume

Gross revenues

US clients 100% 100%
Houston, Texas 77024, Brokerage retail 28% 27%
713461-4000, fax 713-935-2427 U S offices $3,609,601 $3,442,027
www galtney com Remsurance 11% 18%

Personal 23% 23%

1999 1998 Services 656% 659%

Premium volume $304,917,102 $347,987,315 Interest income 2% 19%
Gross revenues $30,397,563 $38,019,225 Other 1% 11%
Brokerage revenues $30,397,563 $38,C19,229 Employees 130 130
US clents 160% 100°K Retall offices > >

Founded 1970

Retail brokerage 98% commissions, 2% fees
Employee benefits 6% of revenue in 1999
Non-retail subsidiaries CAS-Claims Adminis

158% trative Semces Inc, Tyler, Texas

Officers Billy E Hibbs Sr, chairman/CEO, Billy

5 E Hibbs Jr, president, Barry Jones, executive

vp/president-Claims Administrative Services Inc
Contact Billy E Hibbs Sr

Higginbotham &

Associates Inc.

260 Bailey Ave ,
Fort Worth, Texas 76107,
817-336-2377, fax 817-347-6981

www higginbotham net

1999 1998
$100,000,000 $73,000,000
$10,187,767 $7,772,447
$9,882,134 $7,694,723

Premium volume
Gross revenues

Brokerage revenues

US clients 100% 100%
Brokerage retail 7% 79%
U S offices $7,844,581 $6,140,233
Personal 20% 20%
Interest income 1% 1%
Other 2% 0%
Employees 94 84
Retail offices 5 2

Founded 1948

Retail brokerage 99% commissions, 1% fees

Employee benefits 24% of revenue in 1999

Acquisitions Burk, Luebbehusen & Ray, Forl
Worth, Texas, July 1999, Clifton Management, Fort
Worth, Texas, July 1999

Officers James R Reid, president/CEO

Contact Chris Rooker, commercial manager,
817-347-6998, crooker@higginbotham net, Kim
Smith, accounting manager, 817-347-6807

Ollicers F Michael Heffeman, preside it, Rob n Hilb, Rogal & Hamilton Co.

P Newman, senior vp-operations, Ecward J
Dantzig, senior vp

Joseph Held Co. Inc.

Wall Street Plaza, 88 Pine St,
Seventh Floor,

New York, NY 10005,
800-221-9940, fax 212-797-5413

4235 Innslake Drive,
Glen Allen, Va 23060,
804-747-6500, fax 804-747-6046

www hrh com

1999 1998*
Premium volume $2,500,000,000 $1,800,000,00£
$227,226,000 $175,364,000
Broketage revenues $222,320,000 $172,726,000

Gross revenues

Wholesale 26% 28% Brokenge re,enues $13,837,194 $15,161,797 US clients 997% 97 3%
Reinsurance 9% 9% US alients 100% 0% 1999 1998 Non-U S clients 03% 27%
Personal 14% 12% Brokemge retail 501% 5002% Premium volume $20,200,000 $11,750,000 Broketage retail 74% 745%
Services 14% 17% U S offices $7.436 933 $8,025,324 Gross revenues $2,807,000 $2,75),000 U S offices $168,147,000 $126,133,000
Interest income 2% 2% Selvices 429% 4453% Brokerage revenues $2,694,720 $2,585,000 Non-U S offices 0 $4,509,000
Other no 1% Interest income 7% 545% US clients 100% 101% Wholesale 05% 0%
Employees 2,092 1,862 Employees 171 178 Brokere.xge retail 85% 83% Reinsurance 03% 0%
Retail offices 23 22 Retail offices 4 4 U S offices $2,386,000 $2,337,500 Personal 15 2% 17%
Convetted at applicable exchange tates Fiscal year ending Sept 30 Wholesale 8% 7% Serwces 78% 7%
Founded 1808 Founded.1866 Personal 1% 1% Other 22% 15%
Parent HSBC Holdings PLC Retail brokerage 971% commissions, 2 9% ie::::mcome jz: ;;f’ Emsit:)n/f:is 2'12: 1'6&2_’2
Retail brokerage 72% commissions, 28% fees
fees Employee benefits 5% of revenue in 1999 Emp!oyefes ! 8 Founded 1982
Retail offices 1 1

Employee benefits 14% of revenue in 1999

Non-retail subsidiaries Lane England Associ-

Non-retail subsidiaries Connthian Insurance ates, Cambridge, Mass, NetCare Services Inc,
Co Ltd, London, HSBC Actuanes & Consultants Cambndge Mass, Governmental Entities Manage-

Ltd, St Abans, Englaid
Officers GF Puttergill, chairman,AMM

Contact AMM Dixon

Haas & Wilkerson Insurance

4300 Shawnee Mission Parkway

P 0 Box 2946,

Shawnee Mission, Kan 66201 -1346,
913-432-4400, fax 913-432-6159

1999 1998
$67,350,000 $66,536,000

Premium volume

ment Services Inc, Latham, N v
Omcers Fredenck J England Jr, chairman/CFO,

$35,000,000 $17 500,000 Dixon, managing director, A S Fishman, manag- Donald Lewis, presidenUCEO, Wlarsha K Bumdge,
$1,000,000 $500000 ing director-HSBC Actuanes and Consuhng Ltd

executive vp/COO, Jennifer L Cecker, executive vp
Contact Daniel A Leone, senior vp/treasurer

Founded 1897

Retail brokerage 97 5% commissions, 2 5%
fees

Retail brokerage 98% commissions, 2% fees

Employee benefits 188% of revenue m 1999

Acquisitions Summit Risk Management & In
surance Services Inc, Concord, Calif, January

Officers Kenneth S Held, president/CEO, Renee 1999, American Phoenix Corp , Hartford, Conn ,

Held, vp/seemtaty
Contact Kenneth S Held, 212-732-3508

'Premium volume excludes ife and group insur- Paul Herlel & Co. Inc.

ance

The Hays Group Inc.

80 S Eighth St, Suite 1650,
Minneapolis, Minn 55402,
612-333-3323, fax 612-373-7270

www haysgroup com

243 Chestnut St,
Philadelphia, Pa 19106,
215-925-7656, fax 215-923-0342

May 1999, Insurance Concepts of Connecticut Inc,
Hamden, Conn, November 1999, Kelter-Thome,
Insurance Agency of Newport Beach, California
Inc, Newport Beach, Calif, February 2000, The In
surance Managers Inc, Dallas, February 2000,
Michael Klocke & Co, Orlando, Fla , May 2000,
Grande Insurance Services LLC, Portland, Ore,
June 2000, United Financial Associates, Mouni
Laurel, NJ, June 2000, Shanolly Inc , Mount Lau-

1999 1998 rel, NJ, June 2000

Premium volume

$25,000,000 $28 000,000

Gross revenues

Non-retail subsidiaries Managing Agency

$2,850,000 8,700,000 Group Inc, Hartford, Conn, Premium Funding As

Broketage revenues $2,736,000 32,7]0,000 soclates Inc, Hartford, Conn

Gross revenues $12,205,000 $11,447,000 1999 1998 US clients 100% 10306

Brokerage revenues $11,838,850 $10,989,120 Premium volume $250,000,000 $200,000,000 Brokerage retail 71%

US clients 100% 100% Gross revenues $14,575,000 $11,500,000 U S offices

Brokerage retail 90% 91% Brokerage revenues $14,137,750 $10,925,000 Wholesale 5% 5%

u S omces $10,984,500 $10,416,770 U S clients 100% 100% Personal 20%

Wholesale 2% 1% Brokerage retail 79% 75% Interest income 4% 3%

Personal 4% 3% U S offices $11,514,250 $8,625,000 Other 0% 24%

Services 1% 1% Reinsurance 5% 5% Employees 34 28

Interest income 3% 4% Personal 3% 5% Retail offices 1 1

Employees 92 93 Setvices 10% 10% Founded 1908

Retail offices 4 a Interest income 3% 5% Retail brokerage 98% commissions, 2% fees
Fiscal year ending Jan 31 Employees 100 85 Employee benefits 1 % of revenue ir 1999
Founded 1939 Retail offices 3 3 Officers Robert J Bush, president Joseph F

Retail brokerage 93% commissions, 7% fees
Employee benefits 5% of revenue in 1999

Founded 1994

Retail brokerage 55% Dommissions, 45%

Officers Wilharr R Wilkerson Ill, CEO/chair- fees
1999 1998 man, J Philip Coilson, president, Frederick P
Premium volume $188,000,000 $170,000,000 Dunn, executive vp, L'Mitchell Castor, CFO/COO,

$10,570,786 $9,168,765 Dan Allan, vp

Contact L'Mitchell Castor

Employee benefits 23% of revenue in 1999

Acquisitions Gilbert-Magill Co, Kansas City,
Mo, June 2000

Omcen James C Hays, presidenUCEO, Michael

Robinson, vp, Paul R Hertel lll, secretary
Contact Joseph F Robinson

The directory begins on Page 48

Officers Andrew L Rogal, chairman/CEO, Mar

53% tin L Vaughan lll, president/COO, Timothy J Kor-
$2,023,500 51,961,000 man, executive vp-finance and administration

Contact Carolyn Jones, senior vp/CFO/treasur

15% er, 804-747-3108, carolyn jones@hrh com

*Restated

Hirsch Wolf & Co.

1505 Coney Island Ave,
Brooklyn, NY 11230,
718-252-2800, fax 718-253-9682

1999 1998
$52,300,000 $47,500,000
$3,000,000 $2,760,000
$2,934,000 $2,690,000
100% 100%
855% 79%

Premium volume
Gross revenues

Brokerage revenues
US clients

Brokerage retail



Continued from previous page

1999 1998
US.offices $2,565,000 $2,180,400
Wholesale 2.8% 3.5%
Personal 8.5% 11%
Services 1% 4%
Interest income 2.2% 2.5%

Employvees 32 33
MRaetail oftices = =

Fscalyear ending June 30.
Founded: 1952.

Retail brokerage: 99% commissions, 1% fees.

Employee benefits: 175% of revenue in 1999.

Oflicers: Hirsch Wolf, president; Raquel Wolf,
secretary.

The Hirshom Co.

14 E Highland Ave.,
Philadelphia, Pa. 19118;
215-242-8200; fax: 215-247-6366

www.hirshorn.com

1999 1998
Premium volume $8,599,591 $9,211,266
Gross revenues $1,443,434 $1,427,286
Brokerage revenues $1,278.882 $1,315,958
U.S. clients 88% 88.9%
Non-U.S. clients 12% 11.1%
Brokerage: retail 61.4% 66.6%
U.S. offices $886,268 $950,572
Personal 27.2% 25.6%
Interest income 0.4% 0.3%
Other 11% 7.5%

Employees 15 16

MRaetail oflices = 1
Ascal yearending June 30.
Founded: 1931.
Retail brokerage: 91.1% commissions, 8.9%
fees.
Employee benefits: 62% of revenue in 1999.
Officers: Ralph S. Hirshom, chairman; George
M. Connelly, president; Stephen H. Wetherill, vp.
Contact: George M. Connelly; gconnelly@hir-

shom.com.

Hitachi Insurance

Services Ltd.

Tokyo Kotsu Kaikan 10-1,

Yurakucho 2-Chome, Chiyoda-ku,
Tokyo, 100-0006 Japan;
81-3-3215-2229; fax: 81-3-3215-2109

1999 1998
$546,128,730 $506,929,760
$65,295,351 $59,452,472
Brokerage revenues $63,662,967 $58,144,520
U.S. clients 0.5% 0.7%

Premium volume

Gross revenues

Non-U.S. clients 99.5% 99.3%
Brokerage: retail 25.5% 26.4%
U.S. offices $325,323 $416,408
Non-U.S. offices $16,336,296 $15,279,048
Reinsurance 0.1% 0.1%
Personal 71.9% 71.3%
Interest income 1.8% 2.2%
Other 0.7% 0%
Employees 408 408

Retailoffices 32 33

Fiscalyearending March 31.

Converted at applicable exchange Ates.

Founded: 1949.

Parent Hitachi Ltl.

Retail brokerage: 100% commissions.

Employee benefits: 26.3% of revenue in 1999.

Non-retail subsidiaries: Concord Enterprise In-
surance Co. Ud., Hamilton, Bermuda; Hitachi In-
surance Services (Hong Kong) Ltd., Hong Kong.

OHicers: N. Fukuma, president; Rikuo Takuhara,
Kouichirou Wariishi, managing directors.

Contact: Hironobu Kaneko, general manager-in-
temational department.

Hobbs Group LLC.
4401 Northside Parkway, Suite 560,
Atlanta, Ga 30327;
404-949-3200; fax 404-949-3216
www.hobbsgroup.com

1999 1998
$390.000,000 $270,000,000
$70,402,150 $51,045,000
$68,994,107 $50,240,100

Premium volume
Gross revenues

Brokerage revenues

US: clients S D526
Non-U.S. clients 4% 5%
Brokerage: retail 70% 69%
U.S. offices $47,216,074 $33.459,998
Non-U.S. ollices $2,107,431 $1,761,052
Wholesale 2% 1%
Reinsurance 1% 1%
Personal a2 12o
Senfices 24% 26%

INnterest income 2<% 2<%
Employees 352 235
Retail oflices =23 20

Founded: 1997.

Retail brokerage: 70% commissions, 30%
fees

Employee benefits: 33.7% of revenue in
1999.

Acquisitions: Kirklin & Co., Omaha, Neb.,
March 1999; Timothy S. Mills Insurance Ser-
vices, San Diego; Linden Co., Denver, August
1999; Executive Benefits Group, Braintree,
Mass., November 1399; JTK, Fort Lauderdale,
Fla., April 2000.

Officers: Thomas A. Golub, presidenVCEO;
Edward F. McNulty, Daniel J. Donovan, John F.
McGrath, executive vps.

Contact: Thomas A. Golub; 904-949-3201;
tgolub@hobbsgroup com.

Holmes, Murphy &

Associates Inc.

3001 Westown Parkway,

West Des Moines, lowa 50266-1321;
515-223-6950; fax: 515-221-7143
www.holmesmurphy.com

1999 1998
$280,000,000* $247,614,761

$37.739,635 $30,876,740
Brokerage revenues $36,984,842 $30,259,205
US. clients 100% 100%
829% 79%

Premium volume

Gross revenues

Brokerage: retail

U.s offices $30.946,500 $24,392,704
Personal a2o 1o
Senlices 15% 18%

INnterest iNncome 1< 1<%6
Other 1ee 126
Employees 287 259
MRaetail oflices S =3

Fiscalyearending June 30.

Parent HMA Inc.

Retail brokerage: 99% commissions, 1% fees.

Employee benelits: 40% of revenue in 1999.

Acquisitions: KGO Inc., Sioux Falls, S.D., July
1999.

Officers: J Douglas Reichardt, chairman/CEO-
HMA Inc.; Nickolas J. Henderson, presidenVCOO-
HMA Inc.; James S. Swift, president-Holmes, Mur-
phy & Associates Inc.

Growth potential,

anyone?

Contact: Nickolas J. Henderson; nhenderson@

holmesmurphy.corn.
*Estimated

Horton Insurance Agency Inc.
14400 John Humphrey Drive,
Orland Park, 111. 60462;
708-873-3000; fax: 708-873-3001
www.thehortongroup.com
1999 1998
$250,000.000 $150,000,000
$22,626,000 $16,327,756
$22,399,740 $16,246,117

Premium volume
Gross revenues .

Brokerage revenues

U.S. clients 100% 100%
Brokerage: retail 77% 87%
U.Soffices $17,422,000 $14,025,148
Wholesale 10% 0.5%
Personal 10% 10%
Services =2<o =2<2o
Interest income 1% 0.5%
Employees 225 100

MRetail offices 7 =
Founded: 1971.
Retail brokerage: 99% commissions, 1% fees.
Employee benems: 25% of revenue in 1999.
Acquisitions: Buschbach Insurance Agency Inc.,
Oak Lawn, Ill, January 1999
Oflicers: Glenn Hotton, president; David
loomis, executive vp; Charles Naso, vp.
Contact: Glenn Horton, glennh@hortonins.com.

Even the most complex systems need to
start with basic building blocks. For
example, your ever-expanding workgroup
could benefit from the Sun™ Enterprise™ 250
and Enterprise' 450 servers. These work-
group servers run on the indestructible
Solaris' Operating Environment and have
the power, scalability, reliability and
throughput you need to .com a growing

business. You do want to grow. don't you?

*Sun

microsystenis

VALUE ADDED RESELLER
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Hub International

55 E. Jackson Blvd.,

Chicago, 111. 60604;
877-402-6601; fax: 877-402-6606
www.thehubgroup.com

1999 1998
$348,300,000 $252,000,000
$57.375,000 $40,320,000
$54:506,250 $37,900,800
1226 O

88% 100%

Premium volume
Gross revenues
Brokerage revenues
U.S clients
Non-U.S. clients
Brokerage: retail 58% 55%
U.S. offices $8,186.,265 O
$25,091,235 $22,176,000
VVholesale 2<o 4<2o

Non-U.S. offices

Personal 332 3520
Services 2% 0%
Interest income 520 2o
Employees 1,500 725

Retail offices 10O as

Converted at applicable exchange rates.

Founded: 1998.

Retail brokerage: 95% commissions, 5% fees.

Employee benelits: 12% of revenue in 1999.

Acquisitions: Independent Brokerage Group
Inc., April 1999; Group Five Planned Insurance Ser-
vices Inc., April 1999; Andre Gauthier & Associates
Inc., April 1999; Pace Insurance Agencies (1987)
Ltd., May 1999; P. Moauro & Associates Inc., May
1999; Paul Ayotte Insurance Brokers (Kapuskas-

nsurancesystems

ing) Ltd., May 1999; Paul Ayotte Insurance Broker
Ltd., May 1999; Pro-Form Insurance Services,
June 1999; Page Insurance Ud., June 1999; Evans
Bastion Insurance Agencies Ltd., June 1999; Moin-
tra Services Inc, June 1999; Cambridge Insurance
Brokers Ltd., June 1999; Assurance Murdoch
Crevier Inc., July 1999; Areon Insurance Brokers
Ltd, July 1999; Feder & Associates Insurance Bro-
kers Ltd., July 1999; KMS Insurance Services Ltd.,
July 1999; Underwriting Alliance Group Inc., July
1999: Athnity Brokerage Network Inc., July 1999,
Segger & Associates Ltd., July 1999; APS financial
Corp., July 1999; APS Financial Brokerage, July
1999; Allan Tolsma Agencies Ltd., July 1999; Allan
Tolsma Agencies (Culwood) Ltd., July 1999; J.S.
Crawford Insurance Agencies (1976) Ltd., July
1999: Revelstroke Agencies Ltd, July 1999; Ken
Magnes Agencies Ltd., July 1999; Gestion S.
lamanque Inc., August 1999; Assurances Cloutier
& Cloutier Inc., August 1999; Parsons, Brown &
Co. Ltd., August 1999; TOS Insurance Services
Ltd., August 1999; lakeview Insurance Services
Ltd., August 1999; Colwood Insurance Services
Inc., August 1999; Defieux Saxelby Insurance Ser-
vices Inc., August 1999.

Officers: Martin P. Hughes, chairman/CEQ; John
Varnell, vice chairman; Richard A. Gulliver, presi-
denVCOO.

Contact: Martin P. Hughes.

Continued on next page

VRC Insurance Systems has created the
building blocks you need to .com your
insurance operations. Providing access to
information, generating quotes, issuing
policies, streamlining workflows and
leveraging e,commerce integrated solu-
tions will absolutely help your business
grow. Your competitors have probably
already made the leap. Let us help you.

We deliver the dot in .com

ORACLE

Certified Solution Partner

VRC Insurance Systems « 32121 Lindero Canyon Road, Suite 100 « Westlake Village, CA 91361 « 818-707-4295 fax 818-707-2374 « www.vrcis.com

©1999 Sun Microsystems. Inc. All,ighls rese/ed. Sun, Sun Microsystems, the Sun Logo, Sun Enterprise and Solaris are trademarks or registered trademarks 01 Sun Microsystems. Inc. in the United States and other countries.
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Hylant Group

fees

Employee benefits- 13% of revenue in 1999

Officers W C Cohen Jr, chairman, Robert L Gross revenues

1999 1998

Premium volume

$171,392,000 $164,800,000 Other
$17,805,000 $17,120,000 Employees 85 o7

interest income 18%
67 %

3% Ingham, Ala, February 2000, Hanson-Ketzic, Au-
35% gusta, Ga, April 2000

Officers J Smith Lanier 11, chainnan, William T

1505 Jefferson Ave , Cohen vice chairman/CEO, Kurt D Watson, prest- Brokerage revenues $17,270,850 $16,948,880 Retail offices 5 5 Parr, vice chairman, D Gaines Lanier, president
Toledo, Ohio 43624, denUCOO US clients 100% 100% Fiscal yearending Sept 30 CEO, Gary Ivey, COO, Frank E Plan, CFO\secretary
419-255-1020, fax 419-255-7557 Contact W C Cohen Jr Brokerage reta | 87% 86% Founded- 1930 Contact D Gaines Lanier
www hylant com U S offices $15,490.350 $14,723,200 Retail brokerage. 100% commissions
% % its 39 . .
1000 1008 Insurance Management Co. Personal 10% 10% Employee_ benef!ts_:iécf reven»ue m 1919_ Lawley Service Inc.
Services 0% 3% Non-retail subsidiaries Atlantic Underwriters
Premium volume  $352,000,000 $243,000,000 123 W Ninth St,PO Box 1133, Interest income 1% 1% Inc,Birmingham, Mich 120 Delaware Ave,
Gross revenues $28,652,000 $24,520,000 Ene, Pa 16501, Other 29% 0% Officers: Theodore R Kelter, chairman, ¥larly, Buffalo, N Y 14202,
Brokerage revenues $28,365,480 $24,274,800 814-452-3200, fax 814-454-5598 Employees 160 155 Chemon, president Michael J Kelter, execltive Vp 716-849-8618, fax 716-849-0360
US clients 100% 100% : \ Retail offices a a Contact Sharon Neveau, controller www lawleyinsurance com
Brokerage retail 97% 95% 999 998 Founded 1992
. Premium volume 519,500,000 $21,300,000 1999 1998
U S offices $27,792,000 $23,025,000 ’ ’ ’ ’ f o oo o,
Personal 1% 1% Gross revenues $2,600,000 $2,700,000 Eetal'l bmk:rag?t991/:;‘3";“55'0“5’ 11/;:;% R.C. Knox & Co. Inc. Premium volume $97,546,977 $94,670,203
mployee benefits. 11% of revenue m
Services 1% 3% Brokerage revenues $2.600,000 $2,700,000 Ollicers: Tom Williams, chairman/CEO, Bill O'- 1 Goodwin Square, Gross revenues $16,658,823 $15,912,229
Interest income 1% 1% US clients 100% 100% Keefe, execubve vp Hartford, Conn 06103, Brokerage revenues $'16,475,576 $15,737,194
; 100% 91% ’ US client: 100% 100%
Employees 280 251 Brokerage retail Contact Tom Williams, Bil10'Keefe 860-524-7600, fax 860-240-1587 chents
Retail offices 9 7 U S offices $2,600,000 $2,457,000 Brokerage retail 6179/ 606°/,
www rcknox com
Founded 1935 Sennces 90, U'S om ces $10,280,160 $9,638,037
Retail brokerage 54% commissions, 46% fees Employees 24 25 1999 1398 Wholesale 34% 37%
Employee benefits 12% of revenue in 1999 Retail omces 1 ! e Premium volume $128,000,000 $108,100,000 Personal 338% 346%
Acquisitions O'Bnen & Sanderson, Fort Wayne Fscal year ending June 30 Gross revenues $14,000,000 $11,300,DOC Interest Income 02% 02%
Ind , March 2000, Benefit Options, Ann Arbor, Founded. 1933 Brokerage mvenues $13,300,000 $11,210,DOC Other 09% 09%
Mich, Apnl 2000 Retail brokerage: 100% commissions US dients 100% 1004 Employees 171 161
Non-retail subsidiaries Hylant Broker Services Employee benefits 4% of revenue in 1999 Jardine Lloyd Thompson Brokerage retail 84% 5.4 Retail offices 1 6
Columbus, Ohio, Hylant Administrative Services, Officers John C Bloomshne, president, Chris Group P.L.C. U s offices $11,760,000 $9,794,0CO Founded 1945
Hylant Health Management, Toledo, Ohio X\éz::erjlstlne, vp/secretary, Beth A Dubik, vp/ 6 Crutched Fnars, T’ersonal} 1;°jo 1‘21cio Eetalil brok:rag?'tge:/;ot/:or:missions,- 4"1&92355
Oll,cers Patnck R Hylant, cha,rman/CEO, nterest income % % mployee benefits 47% of revenue in
William F Buckley, president/COO, J Scott Stew- Contact John C Bloomstine, john blooms- London, EC3N 2PH England, Other 2% 1% Officers William J Lawley Jr, executive vp/sec
att, executive vp tine@imcene com 44-207-528-4444, fax 44-207-528-4500 Employees 98 90 retary, Chnstopher D Ross, executive vp/treasurer
www lltgroup com Retail otfices 2 Todd F Best, Michael R Lawley, executive vps

Contact William Pridgeon, CFO, bill pnd-

geon@hylant com

Insurance & Consulting

Services of Greenville Inc., Gross revenues

dba Fickling & Clement

Insurance

105 Arlington Blvd ,

Insurance Marketing
Agencies Inc.
306 Main St,
Worcester, Mass 01608,
508-753-7233, fax 508-754-0487

1999 1998
$35,000,000 $30,000,000
$4,447,412 $4,103,420
$4,136,093 $3,775,146
100% 100%

Premium volume

Brokerage revenues
US clients

Brokerage retail 66% 67%
US omces

Greenville, N C 27858, Wholesale 6% 5%
252-756-8300, fax 252-756-9092 Personal 21% 20%
N Interest income 2% 2%

www fcins corn
Other 5% 6%
1999 1998 Employees 46 43
Premium volume $8,798,000 $8,800,000 Retail offices 2 2

Gross revenues $1,461,438 $1,366,382
$1,432,209 $1,339,054

100% 100%

Brokerage revenues
US clients

Brokerage retail 80% 80%

U S offices $1,169,150 $ ,093,106
Personal 18%

Other 2% 2%
Employees 16 15

Retail offices 1 1
Founded 1975
Employee benefits 8% of revenue m 1999
Ollicers W Kurt Fickling, CEO, James E
Clement, COO, Terry L Whitford, CFO, Stephen C
Bath, president-life and health
Contact Teny L Whitford, twhitford@fcins com

Insurance & Risk

Management -

an Assurex partner
3811 lllinois Road,

Fort Wayne, Ind 46804,
219-436-1616, fax 219-432-4083
www Insurancenskmgmt com

1999 1998
$91,000,000 $86£00,000
$12,714,000 $12,522,000
Brokerage revenues $12,586,860 $12,396,780

Premium volume

Gross revenues

US clients 100% 100%
Brokelage retail 83% 81%
U S offices $10,553,000 $10,143,000
Personal 15% 16%
Services 1% 2%
interest income 1%

Employees 151 157
Retail offices 3 5

Founded 1963

Retail hrokerage 72% commissions, 28% fees

Employee benefits- 50% of revenue n 1999

Acquisitions Steve Gillie's Book of Business,
Fort Wayne, Ind , August 1999, Franklin Jo'tnson's
Book of Business, Fort Wayne, Ind, August 1999

Officers John Hettwer, chairman, Harold Ev-
erett, treasurer, David Stahl, secretary

Contact Steve Goss, 317-257-9191, sgoss@r-
mgmt com

Insurance Management
Associates -an
Assurex partner
P 0 Box 2992,

Wichita, Kan 67201-2992,
316-267-9221, fax 316-266-6254
www imacorp com

1999 1998

10,»

fiscal year ending Sept 30

Founded 1924

Retail brokerage 1)0% commissions
Employee benefits- 8% of revenue m 1999
Officers Sumner W Herman, president, Peter H

18% Herman, treasurer; Laura B Herman-Strohecker, vp

Contact Sumner W Herman, sumatima@
aol com

InsurMark Group Inc.
12355 Sunnse Valley Drive, Suite 240,
Reston, Va 20191,
703-715-2600, fax 703-715-2909
www insurmarkgroup com

Founded 1970

Otticers.RJO Barton, chairman, Ken Carter,
CEO, G W Stuart-Clarke, group finance director,
J P McGill, CEO-Risk Solutions, J Hastings-Bass,
CEO-corponte nsks and services

See pmme on page 39

$2,935,292 $2,749,291 Kaye Group Inc.

122 E 42nd St,
New York,NY 10168,
212-338-2100, fax 212-867-0368

www kayegroup com

1999 1998
$413,000,000 $473,000,000
$78,638,000 $73,613,000
Brokerage revenues $47,204,000 $44,904,000
US clients 100% 100%
417% 44%

Premium volume

Gross revenues™*

Brokerage retail

Founded 1893
Parent People's Bank

Contact Todd F Best, 716-849-8278

Retail brokerage 98% commissions, 2% fees The Leavitt Group

Employee benefits™17% of revenue in - 999

Acquisitions. Beardsley, Brown & Bassett, Fair-
field, Conn, October 1999

Officers Norman Kayser, vice chairman, John
Bymes, president/CEO, Harold Smullen, executive
VP/COO

Contact J Michael Collier, vp, 860-524-7658,
mcollier@mknox com

LaGere & Walkingstick
Insurance Agency Inc.

1010 Manuel, P O Box 409,
Chandler, Okla 74834,
405-258-0804, fax 405-258-4220

1999 1998

216 S 200 West, P O Box 130,
Cedar City, Utah 84720,
435-586-6553, fax 435-586-1510

www leavitt com

1999 1998
Premium volume $275,000,000 $245,000,000
$35,400,000 $32,200,000
Brokerage revenues $34,692,000 $31,556,000

Gross revenues

US clients 99% 99%
Non-U S clients 1% 1%
Brokerage retail 63% 63%
U S omces $22,302,000 $19,320,000
Personal 35% 35%
Interest income 1% 1%
Other 1% 1%
Employees 508 425
Retail offices 78 70

Founded 1952

Retail brokerage 98% commissions, 2% fees
Employee benefits 5% of revenue m 1999
Non-retail subsidiaries- Leavitt Group Enter

$9,697,259 $6,703,450 pnses Inc, Leavitt Group Agency Assn Inc, Cedat

Ollicers Dixie L Leava, founder, Dane 0 Leav

42% ltt, CEO, Enc 0 Leavitt, COO, Kelly R Russell, CFO

Contact Mark O Leavrtt, mark@leavrtt com

Lockton Cos. Inc.

U S offices $33,027,000 $32,389,000 Premium volume $101,800,333 $95,537,322
Wholesale 15 1% 14% Gross revenues
Personal 32% 3% Broketage revenues $9,454,553 $8,463,073 City, Utah
Other 40% 39% US clients 100% 100%
Employees 250 264 Broketage retail 37%
Retail offices 5 5 U S offices $3,587,986 $3,655,449
Founded-1952 Wholesale 605% 552%
Retail brokerage 91% commissions, 9% fees Interestincome 25% 28%
Employee benehts 13% of revenue in 1999 Employees 21 21

Acquisitions. Seaman, Ross & Wiener, Wood-

1999 1998 bury, NY , January 1999

Premium volume $65,000,000 $20,000,000

Brokenge revenues $1.635,000 $1,01

US clients

Brokerage retail 98%
U S offices $1,602,300 St,010,000

Services 2%
Employees 13
Rebil offices 2

Founded 1993

Retail brokerage 98% commissions, 2% fees

Employee benefits 81% of revenue n 1999

Acquisitions Britt Insurance, Raleigh, NC,
June 2000

Ofticers Karl R Nelson, president, Gary F Funk,
executive vp, Diana M Mason vp

0,000 Island Inc, Warwick,
100% 100% Corp, Westport, Conn, New Yorl

100% Old Lyme Insurance Co Ltd , Hamilton, Bennuda

Non-retail subsidiaries Claims Administration

Officers Bruce D Guthart, chairman/presi-

Contact Bruce D Guthart, 212-338-2259

*Gross revenues for both 1999 and 1998 include es-

hmated commtssions payable by an insurer Kaye owns

Keenan & Associates

2355 Crenshaw Blvd , Suite 200,
Torrance, Calif 90501,

Retail offices 1 1
Founded 1964

Parent Chandler (USA) Inc

$1,635,000 $1,010,000 Corp, New York, Old Lyme Insurance Co Rhode Retail brokerage 98% commissions, 2% fees

1, Program Brokerage OHlcers Brent LaGere, president/CEQ, Emie
, Warwick, R T, Pierce vp, Robert

Clum, secretary

Contact: Ernie Pierce, eplerce@nalco cim

04 denUCEO, Michael P Sabanos, executwe vp/CFO, Lamb, Little & Co.

17 Damian Testa, execut,ve vp, Marc i Cohen, presi-
1 dent-Program Brokerage Corp

5301 Keystone Court,
Rolling Meadows, 111 60008,
847-398-7060, fax 847-398-70T.

www lamblittle com

1999 1998
$51,598,515 $50,187,000
$8,928,281 $8,270,943
$8,928,281 58,270,943

Premium volume
Gross revenues

Brokerage revenues

444 W 47th St, Suite 900,
Kansas Cay, Mo 64112,
816-960-9000, fax 816-960-9099

www lockton com

1999 1998
Premium volume $2,250,000,000 $1,750,000,01
$151,900,000 $120,650,000
Brokerage revenues $150,381,000 $119,684,800

Gross revenues

US clients 98% 98%
Non-U S dietlts 2% 2%
Broketage retail 96% 962%
U S offices $145,824,000 $116,065,300
Personal 1% 1%
Services 2% 2%
Interest income 1% 08%
Employees 1,162 950
Retail offices 10 9

Rscal year ending Apnl 30
Founded 1966

310-212-3344, fax 310-212-0354 US clients 100% 100% . . - .
Intersea CIA Ltda www Keenanassos com Brokerage retail 85% 85% Retail brokeragelGS % cr:mmlssmns, 3? % fees
. U S offices $7,589,028 57,030201 Employee benelits 198% of revenue in 1999
Edificio Torres de la Merced, Cordova 1999 1998 Personal 15% 5% Officers John T Lockton 111, chairman, David
#812 YVM Rendon, Piso 20, Gross revenues $59,585,500 $51,912,000 Employees 8s 92 M Lockton, CEO, John Lumelleau, president
Guayaquil, Ecuador, Brokerage evenues $57,850,000 $50,400,000 Retail offices 2 2 Contact. Michael C Frost, COO, mfrost@Ilock
593-4-563-775 fax 593-4-560-087 U S clients 100% 100% Founded 1947 ton com
www rcp net pe/rehder Broketage retail 41% 39% Retail brokerage 98% commissions 2% fees
1999 1908 U S offices $24,430,005 $20,245,680 Employee benefits 13% of revenue 11 1999 The Loomis Co.
Prrmium volume $3.120,000 $3,200,000 Services 56% 58% Officers. Bernard Napolski, president Ftank Hof- 850 Park Road
Gross rovenues C T Interest income 2% 2% feller, executive vp, Michael Howard, vp, Bruce W o P 19610
$532,105 $535,705 other 1% 1% Wahlborg, vp/treasurer yomissing, Pa )
Brokel.'age revenues $532,105 $535,705 Employees 480 430 Contact- Robert J Power 610-374-4040, fax 610-374-6578
US clients 8% 10% Retail offices 12 12 www loomisco com
Non-U S clients 92% 20%
Founded 1972
. % % J. Smith Lanier & Co. 1999 1998
Erokeurasgefrftall 94% 95% Retail brokerage 58% commissions, 42% fees Premium volume $150,000,000 $125,000,000
W:n; Io fees $500,179 $508,920 Employee benefits 35% of revenue in 1999 300 W 10th St, Gross revenues $24’ 507‘ 000 $14 Y684 ’055
olesale 3% 2% Officers John R Keenan, CEO, Sean K Smith, West Point, Ga 31833, =0 o
Personal 1% 1% ident-schools. J Ascolesi ident-health Broketage revenues $24,016,860 $14,243,533
Sorvicos 2o oo president-schools, Jerry Ascolesi, president-heal 706-645-2211, fax 706-643-06C6 US dlients 005% 298%
care
Employees 10 10 Contact. David J De Wenter, executive vp/COO _ 1999 1998 Non-U'S Chem's 05% 02%
Retail offices 2 2 Premium volume $215,000,000 $130,CO0,]00 Brokerage retail 36% 48%

Founded. 1974

Parent Corporacion Rehder y Asociados

Retail brokerage. 100% commissions
Officers- Pedro C Linares, general manager,

Premium volume $350,000,000 $45 000,000 Jorge Rehder, manager

Gross revenues

$31,344,092 $27,386,000

Contact Pedro C Linares, 5934-562-050,

Brokerage revenues $30,560,490 $26,920,438 pknares@porta net
% 100%

US clients 100

Brokerage retail 925% 87%
U S offices $28,993,328 523,825,820
Personal 27 % 32%
Services 23% 81%
Interest income 25% 17%
Employees 265 254
Retail offices 5 5

Founded 1974
Retail brokenge 91 3% commissions, 9 7%

InterWest Insurance
Services Inc.
4011 Watt Ave ,
Sacramento, Calif 95864,
916-488-3100, fax 916-488-7143

www iwins com

Kelter-Thorner Inc.

210 S Old Woodward Ave , Suite 200,
Birmtigham, Mich 48009,
248-540-3131, fax 248-540-2002

www kelter4horner com

1999 1998
$154,600,000 $144,360,000
$18,892,000 $17,290,000
Brokerage revenues $17,286,000 $16,166,000

Premium bolume

Gross revenues

US clients 100% 100%
Brokerage retail 741% 725%
U S offices $13,999,000 $12,535,000
Wholesale 84% 10%
Personal 6% 10%
Services 3% 1%

Gross revenues

$35,246,181 $31,078,100 US omces

$8,822,520 $7,048,346

Broketage revenues $33,836,334 $30,584,100 Wholesale 3% 3%
US clients 100% 100% Reinsurance 3% 3%
Brokerage mw 77% 78 6% Personal 8% 10%
u s omces $27,139,559 $24,427,387 Sewces 48% 33%
Wholesale 17% 1% Interest income 1% 2%
Personal 14 1% 143% Other 1% 1%
Services 32% 41% Employees 350 225
Interest income 4% 2% Retail offices 4 a
Employees 300 275 Founded 1982

Retail offices 18 18 Retail brokerage 95% commissions, 5% fees

Founded 1868

Retail brokerage 96% commission 3,4% fees
Employee benefits 20% of revenue m 1999
Acquisitions Howard Ventulett & Bishop, Al-

Employee benelits 48% of revenue in 1999

Officers James R Loomis, president, Max S
Keever, vp-operatons, Kathy E Schlegel, treasurer

Contact James R Loomis, 610-374-4040, ext

bany, Ga, January 1999, Saussy Benrfts Group, 2201

Waycross, Ga, June 1999, Landers & Creel, Birm-



Continued from previous page
Lovitt & Touch6 Inc.

7202 E. Rosewood,
Tucson, Ariz. 85710;
520-722-3000; fax: 520-722-7106

www. lovitt-touche.com

1999 1998
$126,054,078 $117,807,364
$12,833,387 $11,957,653
$12,679,386 $11,742,414
100% 100%
92% 89.6%

Premium volume
Gross revenues
Brokerage revenues
U.S. clients

Brokerage: retail

U.S. oflices $11,806,716 $10,714,056
Personal 5.7% 5.5%
Services 1.1% 3.1%
Interest income 1.2% 1.8%
Employees 110 113

MRaetail offices = =
Founded: 1911.
Retail brokerage: 80% commissions*, 20%
fees™.
Employee benefits: 20% of revenue in 1999.
Non-retail subsidiaries: Mountain Statess Insur-
ance Services, Phoenix, Taylor and Tucson, Ariz.
Officers: Carlos G. Touch6, chairman; Charles A.
Toucha, CEO; Steven D. Touch6, president.
Contact: Steven D. Touch6.
*Estimated.

M-J Insurance Inc. -
an Assurex partner

3750 Priority Way S. Drive, Suite 200,
Indianapolis, Ind. 46250;
317-805-7500; fax: 317-805-7515

1999 1998
$110,580,000 $105,517,000
$11,368,000 $10,062,000
$11.368,000 $10,062,000

Premium volume

Gross revenues

Brokerage revenues

U.s. clients 929% 98%
Non-U.S. clients 1% 2%
Brokerage: retail 85% 81%
u.s. omces $9,662,800 $8,150.220
Personal 5% 9.1%
Services 10% 9.9%
Employees 106 106

MRetail offices=s 1 -1

Ascal year ending Sept. 30.
Founded: 1964.

Retail brokerage: 87% commissions, 13% fees.

Employee benefits: 26% of revenue in 1999.

OHicers: Michaet M. Bill, president; Edward L.
Moumigham, Jan R Bednan, vps.

Contact Michael rl. Bill, vp.

MLWV Services Inc.

100 William St,
New York, N.Y. 10038;
212-797-9600; fax: 212425-0719

1999 1998
$72,000,000 $74,000,000
$11,300,000 $11,200,000
$11,187,000 $11,088,000

Premium volume
Gross revenues

Brokerage revenues

U.S. clients 100% 100%
Brokerage: retail 64% 64%
U.Soffices $7,232,000 $7,168,000
Wholesale 29% 30%
Personal 4o 3o
Services 2% 2%
Interest income ass 1o

Employvees 59 &0
MRaetail offices 1 -1
Founded: 1986.
Retail brokerage: 92% commissions, 8% fees.
Employee benefits: 2% of revenue in 1999.

Non-retail subsidiaries: Barkly Coverage Corp.,
New York.

Officers: Charles J. Weisblum, chairman; An-

drew H. Marks, president; Bert Under, executive vp.
Contact: Andrew H. Marks.

The Mahoney Group -
an Assurex partner
719 E. Cottonwood Lane,

Casa Grande, Ariz. 85222;
520-836-7483; fax: 520-836-6681
www.mahoneygroup.com

1999 1998
$119,000,000 $102,400,000
$14,111,105 $12,083,000
$13,123,328 $11,237,190

Premium volume
Gross revenues

Brokerage revenues

U.S. clients 99% 99%
Non-U.S. clients IR
Brokerage: retail 78% 78%
U.S. offices $11,006,662 $9,424,740
Wholesale 5% 5%
Personal 10% 10%
Interest income 1% 1%
COthhihcar S 2o S 2>

131 125

Employees
MRaetail offfces 9 <9

Founded: 1915.

Parent: Southwestern Financial Corp.

Retail brokerage: 35.5% commissions, 4.5%
fees.

Employee benefits: 15% of revenue in 1999.

Acquisitions: Nolan David Agency, Kingman,
Ariz., March 1999; Marsh & McLennan Cos. Inc.
(Tucson Office), Tucson, Ariz., April 1999:

Officers: John W. McEvoy, president; Edward F.
Higginbotham, CFO; G enn Luglan, vp.

Contact: Douglas D. Fyfe, manager-Tucson of-
fice; 520-795-8511, ext. 3402; dfyfe@mahoney-

group.com.

Marcotte Insurance
Agency Inc.
366 Regency Parkway,
Omaha, Neb. 68114;

402-398-9009; fax: 402-398-0917
www.marcotteins.com

1999 1998
$27,000,000 $27,000,000
$2,600,398 $2,600,444
$2,548,390 $2,496,426

Premium volume
Gross revenues

Brokerage revenues

U.S. clients 100% 100%
Brokerage: retail 75% 76%
U.S. offices $1,842,549 $1,976,337
Personal 23% 20%

INnterest income 26 4o
Emplovees 25 25
MRaetail offices 1 -1
Ascal yearending July 31

Founded: 1927.

Retail brokerage: 95% commissions, 5% fees.
Employee benefits: 20% of revenue in 1999.
Officers: Carol J. Casey, presidenVCOO; Bernard
Akromis, Thomas J Welbom, executive vps.
Contact:Cami J. Casey

[
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Marsh & McLennan Cos. Inc.

1166 Ave. of the Americas,
New York, N.Y. 10036;
212-345-6000; fax: 212-345-3833

www. marsh.com

Founded: 1871.

OHicers: Jeffrey W. Greenberg, chairmaWCEO-
Marsh & McLennan Cos.; Lawrence J. Lasser,
presidenVCEO-Putnam Investments Inc.; John T.
Sinnott, chairman-Marsh Inc.; Peter Coster, presi-
dent-Mercer Consulting Group Inc.

See profile on Page 20.

Marshall & Sterling
Enterprises Inc.
110 Main St.,
Poughkeepsie, N.Y. 12601;
914454-0800; fax: 914-454-0880
www.marshallsterlingcom
1999 1998
$185,000,000 $180,000,000
$29,717,777 $27,301,872
$29.717,m $27,301,872
100% 100%
6832 672

Premium volume
Gross revenues

Brokerage revenues
U.S. clients

Brokerage: retail

U.S. offices $18,722,200 $18,292,254
Wholesale 8% 5%
Personal 26% 28%

Services 3<2o O<o
Employees 249 247
Retail offices 15 12

Founded: 1864.

Retail brokerage: 995% commissions, 0.5%
fees.

Employee benefits: 1% of revenue in 1999.

Acquisitions: HDLAssociates Inc., Poughkeep-
sie, N.Y., July 1999; Robson & Geraghty Inc.,
Hoosick, NY, Janauary 2000; Rose Agency, Me-
chanicville, N.Y, January 2000.

Officers: John P. O'Shea, chairman/president;
James D. Tunick, president-Marshall& Sterling St.

Thomas Inc.; David C. Ridgway, president-Marshall
& Sterlina St. Croix Inc.
Contaa: John P. O'Shea; 914454-0800, ext 220

May-Davis Inc.
P.O. Box 11589,
Spokane, Wash.99211;
509-535-8783; fax: 509-534-0318

1999 1998
Premium volume $3.400,000 $4,000,000
Gross revenues $600,000 $650,000
Brokerage revenues $600,000 $650,000
US. clients 100% 100%
B-okerage: retail 98% 98%
U.S. offices $588,000 $630,500
Prsonal 2% 2%

E-rnmnployvyees S S

-+AGO 00
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MRetail ofmces=s 1 1

Fiscal year ending June 30
Founded: 1974.

Retail brokerage: 100% commissions.

Employee benefits: 5% of revenue in 1999.

Officers: William H. Davts, president; William A.
May, vp.

Contact: William H. Davis

McGriff, Seibels & Williams
Inc. -an Assurex Ipartner
2211 Seventh Ave. S.,
Birmingham, Ala. 35233;
205-252-9871; fax: 205-581-9293
www.mcgriff.com
1999 1998
$658,635,919 $610,952,151
$72,816,347 $66,395,904
$69,590,505 $60,493,308

Premium volume
Gross revenues

Brokerage revenues

U.S. clients 100% 100%
Brokerage: retail 861% 82.3%
U.S. offices $62,738,565 $54,623,909
Wholesale 6.6% 6.4%
Services 29% 2.4%
Interest income 3.6% 4.3%
Other 0.8% 4.6%
Employees 482 456
Retail offices LS S

Continued on next page

VWHEN NO ONE ELSE CAN DO.
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Continued from previous page

Founded 1983

Retail brokerage 93 3% commissions, 5 7%
fees

Employee benefits 47% of revenue in 1999

Non-retail subsidianes Atlanta

Officers Bruce C Dunbar Jr , chairman/prest-
denUCEO, Gary M Cooney, vice chairman, Thomas
A L.ambert 111, treasurer/senior vp/CFO, Monty
Wallace, Ron Gladrostch, senior vps

Contact Leslie Sasser, controller

McQueary Henry

Bowles Troy L.L.P.

12700 Park Central Drive, Suite 1700

Dallas, Texas 75251,

972-770-1600, fax 972-770-1699

www mhbt com

1999 1998

$125,000,000 $111,477,638

$14,000,000 $11,550,000
Brokenge revenues $13,860,000 $10,2,500

Premium volume

Gross revenues

US dients 100% 96%
Non-U S clients 0% 4%
Brokerage retail 818% 88%
U S offices $11,452,000 $10,164,000
Wholesale 9% 0%
Personal 7% 7%
Services 12% 0%
Interest income 1% 5%
Employees 100 93
Retail offices 4 3

Founded 1926

Retail brokerage 95% commissions, 5% fees

Employee benefits 105% of revenue in 1999

Omcers Ted Troy, vice chairman, Bill Henry,
CEO, Don Bowles, president

Contact Patrick Arthur, pat_arthur@mhbi com

Meadowbrook

Insurance Group Inc.

26600 Telegraph Road,

Southfield, Mich 48034-2438,

248-358-1100, fax 248-358-1614

www meadowbrook com

1999 1998

$506,004,819 $414,-59,174

Premium volume
Gross revenues
US ckents 100%

Brokerage retail 50% 57%

1,6666/U/Cle, 3UIly 1 (, LUUU

US offices
Non-U S offices

$33,237,455 $33,537,723 Brokerage retail 50% 51%
$1,410,828 $1,240,998 U S offices

$10,476,458 $10,535,580 Premium volume

1999 1698 Los Angeles, Chicago, New York

$175,000,000 $190,LO0O,000

Remsurance 2% 2% Personal 5090 49% Gross revenues

Personal 1% 1% Employees 103

Services 46% 33% Retail offices 4 4 US clients 100% 100%

Interest income 1% 2% Founded 1930 Broketage retail 888% 921%

Employees 687 714 Parent Mellon Bank N A U S omces

Retail offices 19 14 Retail brokerage 92% commissions, 8% fees Wholesale 02% 02%
Founded 1955 Omcers Frank Svitek, president/CEO, William Personal 43% 39%
Retail brokerage 561% commissions, 41% fEes Kanehann, executive vp/COO, Christina Madden, Services 04% 31%
Acquisitions TPA Associates, Andover, Mass, vp-operations Interest income 49% 01%

August 1999 Contact Frank Svitek Will,am Kanehann Other 14% 03%
Officers Merton J Segal, chaimiar/CEO, Rooert Employees 100 105

Retail offices 2

S Cubb,n, president'COO, Joseph C Henn, exec-
utive vp

Contact Kenn Alter senior vp

' Does not include rt,enue from undemmirg

Meeker-Magner Co.
2360 E Devon Ave, Suite 301 1
Des Plaines, Il 50018,
847-699-1400, ax 847-699-6383
www meekermEgner com

1999 ’

$27,500,000 $2,600 000

1998

Premium volume

Merritt & McKenzie Inc.

400 Northcreek, Suite 400,

3715 Norths,de Parkway NW,
Atlanta, Ga 30327-2813,
404-266-7160, fax 404-266-7199

www merrittmckenzle com

1999 1998

Gross revenues

Brokerage mvenues%7 20000880 8%%8 0 ral%F

U S clients

Brokerage retail 80% 80%

U S offices $5,760,000 $5,440,000
Gross revenues $2,989,000 $2,381 00) Personal 15% 15%
Brokerage reienues $2,959,110 $2,321381 Services 5% 5%
US clients 100% 1007 Employees 60 °8
Brokerage retail 82% 36% Retail offices 1 1
U S offices $2,450,980 $2,447,663 Fscal year ending March 31
Wholesale 1% 1% Founded 1926
Personal 16% 1 Parent Synaxis Group
Interest income 1% 26 Retail brokerage 95% commissions, 5% fees
Employees 27 26 Employee benefits 15% of revenue m 1999
Retail offices 1 1

Founded 1902

Founded 1910

Retail brokerage 91 5% commisslorr, 8 5°4
fees

Employee benefits 311% of revenue in 1999
Non-retail subsidiaries Moreton Fnarcial

Corp, Salt Lake City, Risk Services Inc, Salt Lake
City
Officers William R Moreton, presideit/CEO,

Contact Craig L Smith

Morris & MacKenzie inc.

3500 de Maisonneuve Blvd W, Suite 24CO,
Montreal, Quebec H3Z 361 Canada
514-925-3222, fax 514-989-9981

www mornsmackenzle ca

1999 1998
$11,615,805 $12073,125
Brokerage revenues $11,267,331 $11 710,931

Gross revenues

Officers Sam P McKenzle Jr, chairman, John Brokerage retail 66% 69°to

P Langsfeld, president, Bob Reynolds, Carroll Non-U S offices

Retail brokerage 38% commissicns, 12% ees Jones, senior vps

Employee benefits 30% of revenue in -993

Officers T Gerald Magner Jr, president, T GEr-
aid Magner 111, Willian B Tolan, vps

Contact T Gerald Magner Jr, tgm@me:ker-

magner com

Mellon/Clair Odell Group
120 W Germantown Pike,

Plymouth Meeting, Pa 19462,
610-825-8100 fax 610-825-4891

1999 1998

$69,296,567* $61, ,20,564 Premium volume $197,500,000 $19:,901000
Brokerage revenues $68,576,877 $60,151,872 Gross revenues
100% Brokerage revenues $20,951,000 $2C,658,000

$20,951,000 $2C,653,000

US clients 100% 100%

Coast to Coast. Stem to Stern.

Quote to Claim. Excellence.

We're Ready.

1 G & M MARINE.

INC. 1

MARINE INSURANCE UNDERWRITERS

www gmmarine com

(504) 588-9044

Premier

Health Systenfs

«fl 1

Where good health and
good busmess go hand in hand

For more information about the

fastest growing PPO in the Carolinas f

and eastern Georgia, contact Carl

Cease or JeiTKoenig at Premier Health.

P EMI AL
Elyf . INC.

PO Box 1640 - Columbia SC 29202

(803) 296-8999 - Fax (803) 296-8990
www. premierhealth.com

The PPO of the Carolinds

A joint venture of Palmetto Baptist Medical Center and Providence Hospital

Contact James Hamilton, CFO, Ihamilton@- Interest income 3%

mernttmckenzle com

Mesirow Insurance
Services Inc.
321 N Clark St ,
Chicago, Il 60610,
312-595-6200, fax 312-595-7205

www mestrowlinancial com

1999 1998

$7,666,498 $8 330,285
Personal 31% 28%

Employees 164 167
Retail offices 4
Fiscal yearending Sept 30
Convefted at applicable exchange rates
Founded 1939
Parent Mackmor Ltd

mith. executive vp/COO, WillmmTlIngey, Gross revenues

Officers Michael Segal, CEO, William Bartholo-

$13,822,147 $14,469,545 may, president-Near North National Group, Dana
99 Brokerage revenues $12,951,352 $14,368.258 Berry, Devra Gerber, Matt Walsh, group executive

vps/managing directors
Contact Natalie Rofalikos, 312-280-5547,

$12,274,066 $13,226,451 nrofallk@nnig com

2 Old Kent Insurance Group Inc.

333 Bndge St NW, Suite 400,

P O Box 2167

Grand Rapids, Mich 49504,
616-653-4200, fax 616-653-4290

www oldkentinsurance com

1999 1998
$106,000,000 $94,900,000
$20,599,000 $18,936,000
Brokerage revenues $20,496,000 $18,746 640

Premium volume

US clients 100% 100%
Brokerage retail 645% 67%
U S offices $13,286,000 $12,687,000
Wholesale 10% 6%
Personal 24% 25%
Services 1% 10/
Interest income 05% 1%
Employees 182 180
Retail offices 12 12

Founded 1969

Parent Old Kent Financial Corp

Retail brokerage 95% commissions, 5% fees
Employee benefits 27% of revenue in 1999
Acquisitions The Grotenhuts Group, Grand

3% Rapids, Mich, January 2000

Officers William C Anderson, presidenUCEO,

4 Michael Poggi, senior vp, Wayne Walkotten,

vP/CFO
Contact Sue Vogelar, 616-653-4206, Shawn
Hays, 616-653-4261

Retail brokerage 90% commissions, 11% -ees The James B. Oswald Co. -

Employee benefits 10% of revenue in 1999

Acquisitions Jarvis Insurance Ltd, Toronto, July
1999

Officers Frank Dougan, presidenVCEO Maurice

Premium volume $200,000,000 $200,000,000 Sauve, executive vp, Trevor F Gnmwood, senior vp

Gross revenues

$26,894,920 $25,082,070
Brokerage revenues $26,625,970 $24,392,313

US clients 100% 100%
Brokerage retail 94% 91 2%
U S omces $25,281,225 $22,887,388
Personal 5% 6%
Investment income 0% 08%
Other 1% 2%
Employees 159 151
Retail offices 4 3

Fscal year ending March 31
Founded 1972

Parent Memrow financial

Retail brokerage 88% commissions, 12% fees
Employee benefits 37% of revenue in 1999
Contact Richard S Price, president

Mid American Group Inc.
414 Plaza, Suite 303,
Westmont, Ill 60559,
630-789-9508, fax 630-789-9516
www midamgroup com
1999 1998
$60,00[,000 $35,000,000
$1,987,000 $1,225,000

Premium volume

Gross revenues

Brokerage revenues $1,987,000 $1,225,000 Emel yees

US clients 100% 100%

Brokerage retail 100% 100%
u s omces $1,987,000 $1,225,000
Employees 9 6
Retail offices 1

Founded 1989

Contact Frank Dougan

e

NIA Group L.L.C. -
an Assurex partner
66 Route 17 N,
Paramus, N J 07652,
201-845-6600, fax 201-845-006-
www niagroup com
1999 1938

$61,891,000 $54,30,000
Brokerage revenues $61,457,763 $47,K4 226

Gross revenues

an Assurex partner
1360 E Ninth St,
Cleveland, Ohio 44145,
216-622-7400, fax 216-241-4520
www jamesboswald com
1999 1998
$120,000,000 $105,000,000
$18,320,000 $15,742,000
Brokemge revenues $18,247,000 $15,601,000

Premium volume

Gross revenues

US clients 100% 100%
Brokerage retail 84% 84%
U S offices $15,388,000 $13,223 000
Wholesale 3% 3%
Personal 13% 12%
Investment income 0% 1%
Employees 145 130
Retail offices 6 6

Founded 1893

Retail brokerage 95% commissions, 5% fees

Employee benehts 1570 of revenue in 1999

Officers Jim Pender, chairman, Marc S Byrnes,
presidenUCEO, William J Leonard, COO

US clients 100% 1CO%
Brokemge retail 682% 522% Contact Marc S Byrnes
U S offices $42,210,000 S8,379,589
Wholesale 47 % 28%
Personal 19 3% 261%
Services 71% 67 %
Interest income Or/o 07 %
Other 0% 115%
503 426 Palley Simon Associates Inc.
offices 17 14

Founded 1926

Employee benefits 15% of revenue 11 1999
Acquisitions Blanco Insurance Ager cy, Miami

1 Lakes, Fla, September 1999, Madden Insurance
Agency, Randolph, NJ, November 1999, National Premium volume

Rt'lbk 859 issions,15% fees A Cape M b139
etail brokerage 8% commissions, 15% fees Ssogﬁt(e:grsi?gna%y&‘ea(%cgeerp chairman, Steven Brokenge revenues $3,239,000 $2,913,000

mployee benefits 100% cd revenue in 1999

icers James P Lili, president, Harry Dell, vp- Grossberg president, Roger Gross, executive U $ clients

sales Daniel P Hutchlnson vp-operations

Milne Scali & Co.

Insurance Services

1750 E Glendale Ave,
Phoenix, Ariz 85020,
602-395-9111, fax 602-395-0222

www milnescall com

1999 1998
$9,790,000 $9,380,000

Gross revenues

Contact Roger Gross, rgross@niagrc up com

Near North Insurance
Brokerage Inc.
875 N Michigan Ave,
Chicago, 111 60611,
312-280-5600, fax 312-280-56C2

www Anng com

1999 1998

165 Township Line Road, Suite 2500,
Jenkintown, Pa 19046,
215-884-2100, fax 215-881-2473

1999 1998
$21,299,000 $19,411,000
$3,278,000 $2,956,000

Gross revenues

100% 1 00%

rokerage retail 773% 754%
U S offices $2,534,000 $2,229,000
Personal 18 5% 207%
Selvices 3% 24%
Interest Income 12% 14%
Other 0% 01%
Employees 31 31
Retail offices 1 1

Founded 1974

Retail brokerage 96% commissions, 4% fees
Employee benefits 1 % of revenue in 1999
Officers Samuel M Palley, president, Reid B

Brokerage revenues $9,500,000 $9,100,000 Premium volume $856,000,000 $630,000,000 Sandner, vp, Glen E Hartenbaum, treasurer

US clients 100% 100% Gross revenues $94.200,000 574,500,000
Brokerage retail 82% 82% Broke,age revenues $87,606,000 268,540,000
U'S offices $8,028,000 $7,692,000 U S clients 99% 99%
Rensurance 1% 1% Non-U S clients 1% 1%
Personal 14% 14% Brokerage retail 71% 79%
Interest Income 3% 3% U S omces $66,642,000 54,445 000
Employees 79 78 Non-U S omces $240,000 $410 000
Retail offices 3 3 Wholesale 3% 1%
Founded 1990 Reinsurance 4% 6%
Retail brokerage 93% commissions, 7% fees Personal 2% 5%
Employee benefas 123% of revenue in 1999 Services 13% 5%
Officers Terrence M Sca i, pres,dent, Richard Investmem income 0% 2%
W Milne Jr, vp Other 7% 2%
Contact Terrence M Scali, terrys@munescall Employees 834 649
com Retail offices 12 12

Fred A. Moreton & Co. -
an Assurex partner
709 E South Temple ST,
Salt lake City, Utah 84102,
801-531-1234, fax 80 -531-6117

www famoreton com

Founded 1962

Parent. Near North National Group

Retail bekerage 85% commissions, 15% fees

Employee benefits 10% of revenue in 1999

Acquisitions Kaercher Insurance Agency, Las
Vegas, June 1999, Near North Entertair ment Insur-
ance Services LLC, Los Angeles, January 2000

Non-retail subsidiaries THB inkrmed anes,

Contact Samuel M Palley

Palmer & Cay Inc. -
an Assurex partner
25 Bull St,
Savannah, Ga 31402,
912-23+6621,fax 912-234-5427
www palmercay com
1999 1998
$560,000,000 $524,007,700
$83,141,646 $53,443,541
Brokerage revenues $81,478,813 $52,374,670

Premium volume

Gross revenues

US clients 100% 100%
Brokerage retail 83% 87%
U S offices $69,007,566 $46,495,800
Personal 6% 7%
Services 9% 4%
interest income 2% 2%
Employees 720 455
Retail offices 33 27



Continued from previous page

Fiscal year encfng June 30.

Founded: 1868

Retail brokerage: 87% commissions, 13% fees.

Employee benefits: 25% of revenue in 1999.

Acquisitions: McDonald & Co., Dallas, January
1999; KPMG Benefit Consulting, Atlanta, Baltimore,
January 1999; Powell Walton Milward, Lexington,
Ky, Januaty 1999; Slabaugh Morgan Associates,
Richmond, Va, March 1999.

Officers: John E. Cay 111, chairman; F. Michael
Crowley, presideit; Frank Beard, executive vp

Contact: Kavir Smith, vp-marketing.

Parker, Smith & Feek Inc. -
an Assurex partner
2233 112th Ave. N.E.,
Bellevue, Wash. 98004;
425-709-3630; fax: 425-709-7471

www.psfinc com

1999 1998
$112,400,000 $111,000,000
$14,186,000 $13,256,000
$13,902,280 $12,990,880

Premium volume
Gross revenues

Brokerage revenues

U.aclients 100% 100%
Brokerage: retail 93% 93%
U.S. offices $13,193,000 $12,328,000
Personal 5% 5%

Interest income 2o =2<o
Employees 125 127
MRaetail offfces = =
Founded: 1937.
Retail brokerage: 90% commissions, 10% fees.
Employee benefits: 15% of revenue in 1999.
Officers: V. Parker, presidenVCEOQO; J. Tracey,
senior vp/secretarj, G. Collins, COO.
Contact: Steve Wolf.

Polk & Sullivan Group Inc.
3401 West End Ave., Suite 600,
Nashville, Tenn. 37203;
615-385-2860; fax: 615-385-8358

www.polk-sullivan.com

1999 1998
Premium volume $80,179,419 $55,643,595
Gross revenues $9,686,103 $6,924,629
Brokerage revenues $9,492,380 $6,786,136
U.S. clients 100% 100%
Brokerage: retail 81% 87%
U.S. offices $7,845,743 $6,024,427
Personal 152 926
Services 2% 2%

Interest income =20 =2Z<2o

Employees 76 52
FRetail office=s —= 1

Founded: 1976.

Parent Synaxis Group Inc.

Retail brokerage: 98% commissions, 2% fees.

Employee benelits: 16% of revenue in 1999.

Acquisitions: Ritter Insurance Agency,
Nashville, Tenn., 'anuary 1999; Mann & Smith,
Clarksville, Tenn., February 1999; Cummings &
Associates, Clarksvlle, Tenn. April 1999.

Officers: Marshall T. Polk 111, president; A. Noel
Sullivan, senior executive vp; George J. Anderson,
executive vp; Daniel D. Hite, executive vp/secretary.

Contact: Daniel D. Hite; 615-385-2860;

dhite@polk-sullivan.com.

Cecil W. Powell & Co.

219 Newman St., P.O. Drawer 41490,
Jacksonville, Fla. 32203;
904-353-3181; fax: 904-353-5722

www.cwpowellins.com

1999 1998

$80,000,000* $76,500,000
$7,000,000* $6,700,000"

Premium volume

Gross revenues

Brokerage revenues $6,930,000 $6,831,000
U.S. clients 100% 100%
Brokerage: retail 91% 91%
U.S. omces $6,370,000 $6,097,000
Personal 6% 6%
Services 2% 2%
Interest income ase 12o

Employees 53 50
-1

FMRetail office=s=s 1

Fiscal year ending May 30.
Founded: 1935.

Retail hrokenge: 90% commissions, 10% fees.
Employee benefits: 20% of revenue in 1999.
Officers: Fitzhugh K. Powell Sr., chairman;
Rtzhugh K. Powell Jr., president; Richard Abis, vp
Contact: Fitzhugf K Powell Sr.; hpowell@cw-

powellins.com.
'86#nated

Praxis Associates Inc.

P.O. Box 70122,
San Juan, Puerto Rico 00936-8122;
787-764-0369; fax: 787-765-2366

WwWw.pr-axis.com

1999 1998
Premium volume $31,000,000  $30,000,000
Gross revenues $6,600,000 $6,500,000
Brokerage revenues $6,593,400 $6,435,000
U.S. clients 90% 90%
Non-U.S. clients 10% 10%
Brokerage: retail 10% 10%
U.S. omces $660,000 $650,000
Wholesale 80% 80%
Reinsurance 5% 3%
Personal 4% 6%
Interest income 1% 1%
Employees 45 43
Retail offices 1

Founded: 1846.

Parent: Praxis Holdings Inc.

Retail brokerage: 100% commissions.

Employee benefits: 20% of revenue in 1999.

Officers Enrique Gomez-Monagas, CEO; Juan
J. Jaram#lic, treasurer, Jorge Ortiz, comptroller.

Contact: Enrique Gomez-Monagas.

Preferred Benefits Inc.

975 Spaulding S.E.,
Grand Rapids, Mich. 49546;
616-956-1199; fax: 616-956-1214

wm-.preferredbenefits.com

1999 1998
Gross revenues $757,400 $669,500
Brokerage revenues $757,400 $669,500
U.S. clients 100% 100%
Brokerage retail 85% 85%
U.S. offices $643,790 $569,075
Wholesal€ 10% 10%
Personal =2 2o

Seaervices =2<2o = <o

FEramaiployvees & &S
Retail offices 1 1
Founded: 1975.
Employee benefits: 97% of revenue in 1999.
Officers: Susan Mason, president/treasurer;
Kathleen Uoom, vp; Jeffrey Noom, secretary.
Contact: Susan Mason.

Pritchard & Jerden Inc.

3565 Piedmont Road N.E.,
Building Three, Suite 700,

Atlanta, Ga. 30305;
404-238-9090; fax: 404-261-5440

www.pritchardjerden.com

1999 1998
Gross revenues $5,685,000 $5,594,500
Brokerage revenues $5,457,600 $5,370,720
U.S. clients 99% 100%
Non-U.S. dients 1% 0%
Brokerage: retail 92% 91%
U.S. offices $5,230,200 $5,090,995
Personal 4% 5%

INnterest iNncome 226 226
CoOthier = 2 = <=
Employees 40 422
fRetail office=s= 1 1

Fiscal year ending March 31.

Founded: 1960.

Retail brokerage: 82% commissions, 18%
fees.

Employee benefits: 43% of revenue in 1999.

Officers: James L Jerden, chairman/president;
James L Bailey, Charles M. Caswell, Robert M.
Shulman, executive vps.

Contact: James L. Bailey; jbailey@pritchard-
jerdencom

1 USI |

sm
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Rebsamen Insurance Inc.

1500 Rivertront Drive,
Little Rock Ark. 72202;
501-6614200; fax: 501-636-9592

www.rebsamen.com

1999 1998
$160,056.644 $156,469,756
$25,951.373 $25,376,678
$25,120,929 $24,513,870

Premium volume

Gross revenues

Brokerage reve-nies

U.S. clients 100To 100%
Brokerage: retal 67.0°.1, 663%
U.S. offices $17,390,015 $16,946,732
Wholesale 154% 15.6%
Personal 4.35 4.5%
Services 10.1% 9.8%
Interest income 3.1, 3.4%
Employees 168 150

fRetail office=s =1+ =1
Founded: 1928.
Retail brokerage: 80% commissions, 20% fees.
Employee benefits: 13% of mvenue in 1999.
Officers: Allen J. McDowell, president; John D.
Howard, William R. Fisher, senior vos

ConWillbomRFsher,billsher@retsamer.com.

Rehder y Asociados S.A.
Las Begonias 441, 7 mo. Piso-San Isidro,
Lima, 27 Peru;
51-1-442-3982; fax 51-1-422-9099
www. rcp.net.pe/rehder

1999 1998

Premium volume $50,000,000  $48,000,000
Gross revenues $6,350,000 $6,517,000
Brokerage rerenues $6,286,500 $6,386,660
U.SCIiEnts 14% 15%
Non-U.S. clieats 86% 85%
Brokerage: reail 71% 72%

i Non-U.S offices $4,508,500 $4,692,240
Reinsurance 4% 6%
Personal 18% 15%

1 Senices 6% 5%
Interestincorre 1% 2%
Employees 95 o5
Retail offices 4 4

Founded: A977

Employee benefits: 31% of revenue in 1999.

Officers: Bernardo Rehder, chairman; Jaime
Grana, vice chairmen Javier Rehder,
directodgeneral manager; Jorge Rehder, inter-
national director.

Contact: Javier Rehder.

Continued on next page

Grubb & Ellis is one of the nation’'s largest comme,cial real estate services firms.

Grubb & Ellis relies on USI

one of the world's toi:) 10 insurance brokers for

their P&C coverage because we provide a total solution. Our unique business

strategy can deliver a fully integrated range of insurance products and related

financial services, including asset management. employee benefits. life insurance,

and more.

So whether you're at the top of your profession

iNnsure your success.

or still rising

USI Insurance Services Corp.
Putting a world of financial solutions at your fingertips.

let USI help

Offices in 81 cities - Headquarters: 50 California Street - San Francisco, CA 94111

Phone 415/983-0100 - Fax 415/983-0101

* WwWw.usi-insurance.com
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Continued from previous page
Ricci Associates Inc.

dba RAI Insurance Group
1910 Pine St,

St Louis, Mo 63103,

314-231-2277, fax 314-231-1641

1999 1998
$17,689,527 $16,746,689
$1,866,855 $1,881,658
$1,807,116 $1,842,143

Premium volume
Gross revenues

Broketage revenues

Contact. Thomas G Wells, twells@robertson- Gross revenues

ryan com
The Rutherfoord Cos. -

an Assurex partner

P 0 Box 12748,

Roanoke, Va 24028,
540-982-3511, fax 540-342-9747

www rutherfoord com

1999 1998

Premium volume $147,500,000 $131,781,636

U S dlents 100% 100% Gross revenues $17,356,098 $14,495,980
i 898% 29

Brokerage retail e 902% Brokerage revenues $16,835,415 $14,195,980
U S offices $1,676,436 $1,697,256 US clients 98% 7%
Wholesale 0% 1% Non-U S clients 2% 3%
Personal 52% 5% Brokerage retail 91 7% 91%
Services 18% 17% U S offices $15,915,542 $13,191,342
Interest income 22% 21% Personal 18% 25%
Other 1% 0% Setvices 35% 45%
Employees 16 19 Interest income 3% 2%
Retail offices 1 2 Employees 144 129

Founded 1985 Retail offices ° °

Retail brokerage- 94% commissions, 6% fees
Employee benefits. 15% of revenue in 1999
Officers Stephen E Ricc,, president, John D

Wttenberg, executive vp, Julie M Wilhelm, vp
Contact. Stephen E Ricci

Riedman Corp.
45 East Ave,
Rochester, N Y 14604,
716-232-4424 ,fax 716-232-7802

www nedman com

1999 1998
$395,000,000 $332,000,000
$57,445,000 $49,606,000

Premium volume

Gross revenues

Fscal year endng June 30

Founded 1916

Retail brokerage 91% commissions, 9% fees
Employee benelits 65% of revenue in 1999

Officers Thomas Rutherfoord Jr, chairman/ Gross revenues

$9,840,000 $9,370,000
$9,466,080 $9.013,940
100% 100%
768%

Brokerage revenues
U S clients

Brokerage retail

U S offices $7,557,120 $7,140,000
Personal 18 1% 184%
Services 13% 16%
Interest income 32% 35%
Other 06% 03%
Employees 83 81
Retail offices 2 2

Retail brokerage 91% commissions,
Employee benefits 66% of revenue in 1999
Officers John P Nelson, chairman, Lew Trow-

762% bndge, pres,denVCEO

Contact Pam Stene, pstene@ssgi com

The Sklover Group Inc.
400 Post Ave , Suite 103,
Westbury, N'Y 11590,
516-333-6011, fax 516-333-6608

9% fees Sullivan Curtis Monroe

2100 Main St, Suite 350,
Irvine, Calif 92614,
949-852-4817, fax 949-852-9762

www sumvancurtismonroe com

1999 1998
$197,000,000 $172,500,000
$20,253,000 $19,647,725
Broketage revenues $19,847,940 $17,922,995

Premium volume

Gross revenues

o 1876 www sklover com US clients 100% 98%
Non-U S clients 0% 2%
Retail brokerage 98% commissions, 2% fees 1999 1998 Brokerage retail 88% 86%
Employee benefits 177% of revenue in 1999 Premium volume $18,000,000 $19,000,000 U S offices $16,202,400 $16,641,990
lOf‘flcersl. Robeﬂ.C Schiff, chairman, Thomas R Gross revenues $1,800,000 $1,900,000 Personal 5% 5%
Diet?, president, Alvin F Roehr, execut,ve vp Broketage revenues $1,746,000 $1,852,000 Selvices 5% 4%
Contact Thomas R Diet US clients 92% 85% Interest income 2% 0%
Non-U S clients 8% 15%
Schwartz Brothers Insurance ) ; ; Other 0% 5%
Brokerage retail 75% 76% Employees 146 135
Agency Inc. u'S omces $1,350,000 $1,425,000 Retail offices 5 4
135 S LaSalle St, Suite 2035, *molesale 1% 2% Founded 1935
) Rei . -
Chicago, 111 60603, einsurance 5% 2% Retail brokerage 97% commissions, 3% fees
P | D ¥ :
312-630-0800, fax 312-630-0833 ersona 6% 8% Employee henefrts 15% of revenue in 1999
i o o
www sch,vartzbrothers com se"v"’es‘ 10:" 'Of’ Officers John F Monroe, William Curtis, man-
Interest income 2% 0% aging partners, Ed Shumaker, executive vp/sales
1999 1998 Other 1% 2% manage
. ager
Premium volume $46,300,000 $45,000,000 Employees 8 8 Contact Mark Eckenweiler, CFO
$9.350.000 $8,000,000 Retail ofnces 2 2

CEO, Thomas R Brown, pre3|dent George A Brokerage revenues $9. 022 750 $7,728,000

Steadman 111, COO, Bradford R Buie, senior

vp/controller; Dawd Keys, semor vp
Contact George A Steadman 111

@

Brokerage revenues $54,570,000 $47,373,000 Saldana & Associates Inc.

US clients 100% 100%
Brokerage retail 66% 665%
U S offices $37,914,000 $32,990,000
Personal 22% 22%
Services 7% 7%
Interest income 1% 2%
Other 4% 25%
Employees 640 654
Retail oflices 71 70

Founded 1938

Retail brokerage 95% commissions, 5% fees

Employee benefits 11% ofrevenuein 1999

Acquisitions LaForest Insurance Agency, Flint,
Mich, February 1999, insurance Dynamics Agency,
Virginia Beach, Va, March 1999, Burroughs-Distell
Inc, West Sand Lake, NY, Apnl 1999, Nelson Insur-
ance Agency, New Ulm, Minn, May 1999, Johnson-
Millard Agency, Clear Lake, lowa, October 1999,
Gosting, Hanford & Small Inc, Rochester, NY, Oc-
tober 1999, James Carr Agency Inc, North Rich-
mond, Va, November 1999, Dibble Agency Inc
Port Charlotte, Fla, December 1999, HRH/Enckson
Swan-Rowley Insurance, Jamestown, NY, May
2000, Monument Insurance Agency, West Rich-
mond, Va ,May 2000, Insurance Management Sys-
tems Inc, Englewood, Colo, June 2000

Non-retail subs,dianes- Vision Financial, Keene,
NH

Officers John R Riedman, chairman, James R
Riedman, president, Geoffrey M Weaver Jr, CFO

Riggs, Counselman,
Michaels & Downes Inc. -

an Assurex partner
555 Fairmount Ave,

Baltimore, Md 21286,
410-339-7263, fax 410-339-5867

www rcmd com
1999 1998
$220,000,000 $203000,000
$23,000,000 $19,000,000
Brokerage revenues $22,310,000 $18,240,000

Premium volume

Gross revenues

U S clients 100% 100%
Brokerage retail 80% 78%
u's omces

Wholesale 1% 1%
Reinsurance 1% 1%
Personal 5% 6%
Se.vices 10% 10%
Interest income 3% 4%
Employees 175 175
Retail offices 1 1

Founded- 1885

Retail brokerage 86% commissions, 14% fees
Employee benefits 36% of revenue m 1999
Ofticers Albert R Counselman, presidenUCEO,
Thomas P Healy, Francis G Riggs, execubve vps
Contact Linda G Swartz, 410-769-6488,

Iswartz@rcmd com

Robertson-Ryan

& Associates Inc.

660 E Mason St,

Centro de Seguros Building,
701 Ponce de Leon Ave , Suite 303,
San Juan, Puerto Rico 00907,
787-721-2600, fax 787-721-1093
www saldana net
1999 1998

$173,016,529 $163.412,539

$21,188,859 $18,882,167
Brokerage revenues $21,188,859 $18,882,167

Premium volume

Gross revenues

US clients 100% 100%
Brokerage retail 97% 963%
u's omces $20,568,025 $18,183,527
Personal 3% 37%
Employees 155 147
Retail omces 3 3

Founded 1972

Retail brokerage- 100% commissions

Employee benefits: 199% of revenue in 1999

Officers- Ralph G Chnstiansen Jr, president,
Ruben A Jordan, senior vp, Eduardo Emanuelli,
executive vp

Contact Ralph G Christiansen Jr, ralph@sal-
dana net

San Diego Associates Inc.
3550 Camino Del Rio N, Surte 206,
San Diego, Calif 92108,
619-283-7800, fax 619-283-8686

US clients 100%
Brokerage reta,1 745% 766%
us omoes $6,965,750  $6,128,000
Wholesale 5% 5%
Personal 139, 12%
Services 4% 3%
Interest income 35% 34%
Employees 51 50
Retail offices 1 1

Founded 1919

Retail brokerage- 95% commissions, 5% fees

Employee benefits 20% of revenue in 1999

Officers J Spencer Miller, Robert | Schwartz,
Howard Sharfman, partners

Contact- J Spencer Miller, smiller@schwartz

Founded 1964

Retail brokerage 95% commissions, 5°a fees

Employee benefits 5% of revenue m 1999

Non-retail subsidiaries. TSG Services LLC,
Westbury, N Y

Officers Richard Sklover, chairman, Andrew
Sklover, president

Contact Andrew Sklover, asklover@:klove Premium volume

com

Smith Watson
Parkerinsurance

2590 Hollywood Blvd ,

Hollywood, Fla 33020,
954-925-2590, fax 954-920-0641

Summit Global Partners Inc.

500 N Akard, Suite 2500,

Dallas, Texas 75201,
214-740-2750, fax 214-740-2752
www sgp net

1999 1998

$510,000,000 $417,000,000

$54,206,100 $48,327,000
Brokerage revenues $52,579,917 $46,877,190

Gross revenues

US clients 98% 97%
Non-U S clients 2% 3%
Brokerage retail 72% 69%

u s offices
Non-U S offices

$39,028,392 $32,659.360
$122,000 $203,000

Wholesale 17% 20%
brothers com 1999 1908 Personal 6% 5%
Scott Insurance Premium volume $41,876,000 $45360,000 Services 2% 3%
Gross revenues $5,244,000 $5368,000 Interest income 3% 3%
P 0 Box 10489, Brokenge revenues $5,244,000 $5.868,000 Employees 488 442
Lynchburg, Va 24506, US clients 100% 100% Retail offices 15 15
804-832-2100, fax Brokerage retail 85% 80% fiscal year ending March 31
www scottins com u s omces $4,457,400 $45344(10 Founded 1995
Personal 15% % Remil brokenge 85% commissions, 15% fees
1999 1998 Employees 42 46 Employee benefits 11% of revenue in 1999
Premium volume $112,700,000 $90,400,000 Retail offices 1 1 Acquisitions A J Renner & Associates, Chica-

Gross revenues $12,153,290 $11,017,282

Brokerage revenues $11,946,684 $10,838,802

US clients 100% 100%
Brokerage remil 867% 87%
U s offices $10,538,120 $9,593,850
Pemonal 74% 83%
Services 42% 3%
Interest income 17% 17%
Employees 95 90
Retail oflices 5 5

Founded. 1864
Retailbrokerage 822% conmissions, 178%

fees
Employee benefits: 113% of revenue in 1999
Oacers. Walker P Sydnor Jr, president, Craig

1999 1998 K Ryder, COO/CFO

Premium volume $19,000,000 $20,000,000
$980,000 $1,000,000

$980,000 $1,000,000

Gross revenues

Broketage revenues

U S clients 100% 100%
Brokerage retail 60% 60%
US offices $588,000 $600,000
Services 40% 40%
Employees 5 6
Retail oflices 1 1

Founded. 1984

Retail broke,age 70% commissions, 30% fees
Employee benefits- 100% of revenue in 1999
Contact- David Peterson, president

$18,400,000 $14,820,000 Schaefer-Smith-Ankeney

Insurance Agency

2002 E Osborn Road,

Phoenix, Ariz 85016,
602-956-7800. fax 602-381-2699

www ssains com

1999 1998
$117,000,000 $106,000,000
$15,765,000 $13,479,000
Broketage revenues $15,607,350 $13,344,210

Premium volume

Gross revenues

U S clients 100% 100%
Brokerage retail 78% 78%
US omces $12,296,700 $10,513,620
Wholesale 8% 6%
Personal 13% 15%
Interest income 1% 1%
Employees 115 119,
Retail offices 3

Contact. Walker P Sydnor Jr , wsydnor@scot-

tins com

Seitlin -an Assurex partner
2001 NW 107th Ave , Suite 200,
Miami, Fla 33172,
305-591-0090, fax 305-:93-6993
www settlin com
1999 1998
$152,000 000 $135,000,000
$14,945.000 $12,631,418
Brokerage revenues $14,659,000 $12,500,000

Premium volume

Gross revenues

U S clients figo/0 100%
Non-U S clients 1% 0%
Brokerage retail 886% 91%
U S offices $13,241,000 $11,486,550
Personal 39% 51%
Services 56% 2%
Interest income 19% 19%
Employees 120 116
Retail offices 2

Founded- 1945

Founded. 1934

Retail brokerage 100% commissions

go, September 1999, Houston Insurance Service
Center, Houston, November 1999, Amencan Insur-

Officers- Thomas Cotter, president, Larry ance Agency Arlington, Texas, December 1999

Vaught, CEO, Andrew Spargo, vp/COO
Contact Andrew Spargo

Starkweather & Shepley
Insurance Brokerage Inc. -
an Assurex partner
60 Catamore Blvd ,

East Providence, R 1 02914,
401-435-3600, fax 401-438-0150
www stadcweathershepley com

1999 1998

NonZretail stbsidiaries Vista Wholesale Insur-
ance Partners Inc , Greenwood, Ark, Vista Insur-
ance Partners of lllinois inc, Chicago, Vista Insur-
ance Partners of Mississippi Inc, Olive Branch,
Miss, Vista Insurance Agency of Oklahoma Inc,
Chandler, Okla, Vista Wholesale Insurance Part-
nets Inc , Houston, Vista Insurance Partners Inc,
San Antonio, Texas

Officers- Gary R Gnffith, chairman/CEO, C Jen
Pan, executive vp/CFO, David L Bowlin, president-
retail operations

Contact Gary R Gnffith

Premium volume $106,000,000 $96,800,000 Summit Insurance

Gross revenues

$12,600,000 $12,110,000
Brokerage revenues $12,600,000 $12,110,COO

US clients 100% 100%
Brokerage retail 78% 76%
U S offices $9,828,000 $9,20300
Wholesale 7% 7%
Personal 12% 14%
Services 3% 3%
Employees 97 96
Retail offices 2 2

Founded 1879

Retail brokerage 93% commissions, 7% fees

Employee benefits 10% of revenue ir 1999

Acquisitions Peoples' Agency, Cran .ton, R 1,
February 2000

Non-retail subsidiaries Claims Strategies, East
Prowdence, R |, Risco Inc, East Provide ice, R |

Omcers Fred R Tnpp, pres,denUCEO Natale P
Calamis, executive vp, William P MaGll ivray, ex-

2 ecutlve vp/treasurer

Contact William P McGillivray

_Retail brokerage 937% commissions, 6 3% Sterling & Sterling Inc.

Employee benehts: 135% of revenue in 1999

Officers M Stephen Jackman, president, Car-
olyn Davis, president-benefits d'VISIOn, Barry Ladis,
executive vp

Contact M Stephen Jackman, 954-267-8600,
slackman@seltlin com

3 SilverStone Group Inc.

45 Crossways Park Drive,
Woodbury, NY 11797,
516487-0300, fax 516-487-0373

www sterlingnsk com

1999 1998
Premium volume

Gross revenues $12,659,000 $ 0,100,000

Advisors L.L.C.

14 Commerce Drive,
Cranford, N J 07016,
908-272-8100, fax 908-272-6337

www summitbank com

1999 1998

$861,746,236 $835,407,222
$59,360,068 $52,789,179

Premium volume

Gross revenues

Brokerage revenues $55,204,863 $50,149,720

US clients 100% 100%
Brokerage retail 65% 67%
u's omees $38,584,044 $35,368,750
Wholesale 15% 16%
Reinsurance 05% 05%
Personal 12% 12%
Seivices 05% 05%
Interest income 1% 1%
Other 6% 4%
Employees 370 358
Retail offices 11 1

figures are pro fomia estimates to reflect acquisition
of Meeker-Sharkey financtal Group Inc

Founded 1999

Parent Summit Bancorp

Retail brokerage 96% commissions, 4% fees
Employee benefits 48% of revenue in 1999
Acquisitions Meeker-Sharkey Financial Group

NA $90000000 Inc, Cranford, NJ, December 1999*

Contact Thomas J Sharkey Jr, president/CEO,

Broketage revenues $12,279,230 $10,100.000 908-931-3002

. . Founded- 1957 11516 Miracle Hills Drive, US clients 100% 10)%
Milwaukee, Wis 53202, R | brok 99% 1% §
i issi i 88% 823%
414-271-3575, fax 414-271-0196 etail brol eragel o Commlsslons', © fees Omaha, Neb 68154, Broker?ge retail
Employee benefits 16% of revenue in 1999 402-964-5400, fax 402-964-5454 U S offices $11,140,000 58,337,550
1999 1998 Non-retail subs,dianes T M Downey & Asso- . Wholesale 0% 49%
. www ssgi com
Premium volume $57,533,540 $54,116,243 ciates, Phoenix Personal 6% 79%
Gross revenues $10,913,949 $10,488,901 Omcem W, lliam C Schaefer, president, Travis 1999 1998 Services 3% 46%
Brokerage revenues $10,586,531 $10,174,223 L Hair, executive vp, Craig F Ankeney. secretary/ Premium vilume $167,000,000 $147,000.000 Other 3%
U S clients 100% 100% treasurer Gross revenues $16,000,000 $14.500.000 Employees 90
Brokerage retail 83% 84% Contact Donald C Johnston, vp/CFO, 602-381- Brokerage revenues $15,520,000 $13,920,000 Retail omces 1 1
U S offices $9,058,578 $8,810,676 2622, djohnsto@ssains com US clients 100% 100% Founded 1932
Personal 14% 13% Brokerage retail 57% 52% Retail brokerage 100% commissior s
Interest income 3% 3% Schiff, Kreidler-Shell Inc. - U S offices $9,120,000 $7,540,000 Employee beneflts 10% of revenue n 1999
Employees 82 82 an Assurex partner Personal 8% 8% Officers Dawd A Sterling, CEO, Hmvard Mey-
Retail offices 1 1 ] Services 32% 36% ers, president, Robert Larocca, executiv. vp
1 W Fourth St, Suite 1300, Interest income 1% 2% Contact Joseph D Sciarnno, CFO
Founded 1960 Cincinnati, Ohio 45202, Other 2% 2%
Retail brokerage 97% commissions, 3% fees 513-977-3100, fax 513-977-3129 Employees 164 162
Employee benefits 38% of revenue m 1999 Retail offices 2 3

Officers- Jack T Ryan, chairman James C
Boyce, vice chairman, John S Borges, president,
Thomas G Wells, executive vp/COO

www sksins com

1999 1998

Premium volume $74,640,000 $66,230,000

Founded 1945
Parent- SilverStone Holdings Inc

A rank,ng of the 100 largest brokers of
U S business appears on page 3

'Purchased on a pooling basis

@

* Talbot Financial Corp.

7770 Jefferson N E, Suite 100,
Albuquerque, N M 87109,
505-828-4000, fax 505-828-0732
www talbotcorp com

1999 1998
Premium volume $1,900,000,000 $1,624,000,000
$71,900,000 $57,600,000
Brokerage revenues $71,400,000 $56,966,400
US clients 100% 100%

Gross revenues

608% 608%
$43,715,000 $35,020,000
Continued on next page

Brokerage retail
U S omces



Continued from previous page

1999 1998
Wholesale 28.8% 28%
Personal 9.7% 10.1%
Interest income [eX7/e} 1.1%
Employees 696 548

Retail offices &6 39

Founded: 1957.

Parent: SAFECO Corp.

Retail brokerage: 97% commissions, 3% fees.

Employee benefit 16.5% of revenue in 1999.

Acquisitions: PKW Inc., Concord, Calif., January
1999; Northern New Mexico Insurance, Santa Fe,
N.M., April 1999; ASW Insurers Inc., Albuquemue,
N.M., April 1999; Intermountain Insurance Ser-
vices, Vail, Colo., August 1999; Caesar & Seider In-
surance, Santa Barbara, Calif., November 1999;
SunbeWAustin Insurance, El Paso, Texas, Novem-
ber 1999; Smith/Blackburn Insurance, Denver,
February 2000; Glenview Insurance Services ,
Glenview, 111., June 2000; P. Joline & Associates,
Shrewsbury, N.J., June 2000.

Non-retail subsidiaries: GBA Financial Pro-
grams & Insurance Mameting, Pleasant Hill, Calif.;
NFC Consulting Group, Chicago; P. Joline & Asso-
ciates, Shrewsbuty, N.J.; EBC Inc, las Vegas.

Officers: David E. Weymouth, presidenVCEO;
Matthew J. Chavez, senior vp/CFO.

Contact: Matthew J. Chavez; mchavez@talbot-

corp.com.

Tanenbaum-Harber Co. Inc.

320 W. 57th St.,
New York, N.Y. 10019;
212-603-0204; fax: 212-603-0397

1999 1998
$245,000,000 $230,000,000
$25,000,000 $23,500,000
$24,500,000 $23,030,000

Premium volume
Gross revenues

Brokerage revenues

US. clients- 99% 99%
Non-U.S. clients a1 2o 1o
Brokerage: retail 82% 82%

U.s offices $20,500,000 $19,270,000

Wholesale S<2co SO
Reinsurance 2% 2%
Personal 4% 4%
Services 4% 4%
Interest income 2% 2%
Employees 190 180

MRetail
Founded: 1860.

offices S S

Retail brokerage: 90% commissions, 10% fees.
Employee benefits: 30% of revenue in 1999.
Non-retail subsidiaries: Thesco Benefits, New

York; Thesco Consulting Actuaries, New York;
Tanenbaum-Harber Reinsurance Intermediaries

Inc., New York.
Officers: Walter L. Harris, president/CEO; Alan
N. Rovin, James V Mannino, executive vps; John

S. Beres, senior vp.
Contact Walter L. Harris.

J.W. Terrill Inc.

16091 Swingley Ridge Road,
Chesterfield, Mo. 63017;
636-728-7700; fax: 636-728-0877

www.jwterrill.com

1999 1998
Premium volume $105,000,000 $95,000,000
Gross revenues $10,000,000 $9,200,000
Brokerage revenues $10,000,000 8,200,000
U.S. dients 100% 100%
Brokerage: retail 91% 92%
Us. offices $9,100,000 $8,464,000
Wholesale a2o 1o
FPerscormal 7 2o 7 <%
Senices 1%

Emplovees 97 920
F[Let=ail
Founded: 1972

o fFfFfice= 1 -1

Parent: Terrill Group Inc.

Retail brokerage: 95% commissions, 5% fees.

Employee benefits: 28% of revenue in 1999

Acquisitions: Virtual Benefits Administrators
Inc., St Louis, December 1999.

Ollicers: John W. Tenill Jr. chairman/president;
Cottrell Fox, Mark C. Erickson, Andrew P. Thone,
Lynda W. Baris, executive vps.

Contact: John W. Temll Jr., Bemll@jwterrill.com;
Lynda W. Baris, Ibaris@jwterrill.com.

Thilman & Filippini
1 E. Wacker Drive, Suite 1800,
Chicago, 111. 60601;
312-527-9500; fax: 312-527-9509

www.tandf.com

1999 1998
Premium volume $100,000,000 $80,000,000
Gross revenues $11,000,000 $8,913,000
Brokerage revenues $10,780,000 $8,823,870
U.S. clients 90% 92%
Non-U.S. dients 10% 8%
Brokerage: retail 85% 84%
U.S. offices $9,350,000 $7,487,000
Personal 3% 4%
Services 10% 11%
Interest income. 2% 1%

Emplovees S6& 72
FML[etail office=s=s 1 -1

Founded: 1980.

Retail brokerage: 83% commissions, 17% fees.

Employee benefits: 20% of revenue in 1999

Officers: Thomas W. Filippini, E. Thomas
Thilman, Peter Kunz, Eric Mezmar, John Atkinson,
partners.

Contact: E. Thomas Thilman; 312-527-7250;

tom.thilman@tandf.ccm

Thoits Insurance Service Inc.

444 Castro St., Suite 200,
Mountain View, Calif. 94041;
650-934-0300; fax: 650-934-0399

www.thoitsinsurance.com

1999 1998
$115,000,000 $110,000,000
$10,149,690 $6,164,965

Premium volume

Gross revenues

Bmkerage revenues $10,048,193 $6,103,048
U.ScBents 100% 100%
Brokerage: retail flo% 90%
u-s. offices $9,134,721 $5,548,460
Personal S o
Services ass 1o
Interest income ass 12o

S <3
o> FfFFfice = -1 -1

Eraaplvees &5
FRet=ail

. Niscal year ending Jan. 31.
Founded: 1891.
Retail brokerage: 92% commissions, 8% fees.
Employee benefits: 23% of revenue in 1999.
Acquisitions: FG & H, Palo Alto, Calif., February
1999.

Officers: Don Way, CEO; Skip Mcintyre, presi-

An explanation of of the terms used in
the directory can be found on Page 49.

dent.
Contact: Don Way; 650-210-1601; dway@thoits-

insurance.com.

Timberline Insurance
Managers Inc.
1300 Mopac Expressway S., Fifth Floor,
Austin, Texas 78746,
512-434-8464; fax: 512-434-8647
1999 1998
$300,000,000 $306,000,000
$33,395,415 $33,409,123
$31,825,830 $32,206,395

Premium volume
Gross revenues

Brokerage revenues

U.S. clients 100% 100%
Brokerage: retail 45.1% 42.4%
U.S. offices $15,061,332 $14,165,468
VWWholesale * 8.9% 13.2%
Personal 40.8% 40.3%
Services 0.5% 0.5%
Interest income 2.7% 2.1%

COrthher =2 1 .S
Employees 210 210
MRaetail offfces & &
Founded: 1957.
Parent: Lumbemien's Investment Corp.
Retail brokerage: 90% commissions, 10% fees.
Employee benefits: 3% of revenue in 1999.
Non-retail subsidiaries: The Insurance Market
place Inc., Austin, Texas.
Ollicers: Hal Shults, president; Nick Grant, se-

DU.687666-6 1766UTU/LCE, d Uly li, LUUU 7/ 01

nior vp; Blial Elkouri, administrative manager.
Contact: Brian Elkour.

The Treiber Group L.L.C.
377 Oak St,
Garden City, N.Y. 11530;
516-745-0800; fax: 516-745-0089

www.treiber-group.com

1999 1998
$26,773,490 $23,048,415
$24,631,611 $21.204,542
100% 100%
4026 4026

Gross revenuas

Brokerage a'enues
U.S. clients

Brokerage: remil

U.S. offices $10,709,396 $9 219,366
VWvwholesale " /40206 40%
Personal 10% 10%
Services =220 =2Z<2o
Interest income a 2o 1o
Other 7% 7%

Errmaployyeaes S5 SO
Retail
Founded: 1899.

o> FFice=s = =

Retail brokerage: 96% commissions, 4% fees.

Employee benefits: 7% of revenue in 1999.

Acquisitions: Smallwood Enterprises, Garden
City. N.Y., February 1999; T. Simon Brokerage,
Garden City NY., February 1999; Whelen & Wren,
New York, February 2000.

Oflicers: H. Craig Treiber, chairman/CEO; John

H. Treiber, president-The Treiber Group; Scott R.
Treiber, president-The Treiber Agency Group.
Contact: Barbara Hyer, bhyer@treiber.org.

Tri-Arc Financial Services Inc.

983 Old Eagle School Road, Suite 616,
Wayne, Pa. 19087;

610-254-9890; fax: 610-254-9893 -
www.triarcfs.com

1999 1998
Premium volume $38,985,000 $12,139.000
Gross revenues $9,925,452 $4,272,917
Brokerage revenues $9,726,943 $4,144,729
U.S. dients 100% 100%
Brokerage: retail 75% 40%
u.s offices $7,444,089 $1,709,167

Wholesale 2226 5520
Personal 1% 2%
Interest income 1% 1%
Other 1% 2%

Employees 16 14
Retail offices S5 4
Founded: 1950.
Retail brokerage: 100% commissions.
Officers: Jon W Yoskin Il, chairman; Richard
Maida, president; Glenn Fischer, COO; Steve
Suhey, partner.
Contact: Richard Maida; rmaida@triarcfs.com.
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Continued from previous page
The Tribus Cos.

65 Willowbrook Bivd.,
Wayne, N.J. 07470;
973-890-1818; fax: 973-890-7841

www.tribus.com

1999 1998
$396,000,000 $350,000,000
$19,800,000 $17,500,000
$19,800,000 $17,500,000

Premium volume

Gross revenues

Brokerage revenues

U.S. clients 100% 100%
Brokerage: retail 86% 87%
U.Soffices $17,028,000 $15,225,000
Wholesale 11% 10%
Personal a2o 1o
Services 2% 2%
Employees 204 150

FMLetail offices = =S

Fiscal year ending March 31.
Founded: 1967.

Retail brokerage: 97% commissions, 3% fees.

LuUuuU

Employee benefits: 70% of revenue in 1999.

Acquisitions: Spectrum Insurance Group, Jar-

sippany, N.J, October 1999.

Non-retail subsidiaries: Agency Resources inc.,

Wayne, N.J.

Officers: Donald M. Tribus, chairman; .ohn

Petillo, CEO; Howard Maltzmal, president.

Contact: Jack E Appleman, vp-marketing and

communication, jack@tribus.com.

USI Insurance Services Corp.

50 Californ a St., 24th Foor,
San Francisco, Calif. 94111;
415-983-0100; fax: 415-983-0101

www.usi-insurance.com

Founded: 1994

Security is
our business

CoverX's expertise, consistency and longevity provide
security to the security industry and to the agents who
serve it. We offer fast quoting, broad coverages and

competitive pricing. We'll

taor make a policy to fit

your client's specific needs;«we'll even show you how to

help your clients resetheir risk.

CoverX has gonE,the distance for twenty-five years.
Let us go the di*tance for you! Call 1-800-76-COVERX
to speak witone of our experienced underwriters.

Cove”

The Coverage Experts

29621 Northwestern Highway

(800) 762-6837 -

PO Box 5096 - Southfield, MI 48086
Fax (248) 358-2459

Officers: Bernard H. Mimi, chainnan/CEO; David
L Eslick, presidenVCOO: Michael L. Pautler, execu-
live vp/CFO, Ernest J. Newborn Il, general counsel.

Contact Steve J. Wolfert, vp-corporate commu-
nications.

See profile on page 45.

@

Van Beurden Insurance

Services Inc.

1600 Draper St., P.O. Box 67,
Kingsburg, Calif. 93631:
559-897-2975; fax: 559-897-4070
www.vanbeurden.com
1999 1998
$204,150,000 $202,120,000
$30.350,000 $25,630,000
$25,830,000 $22,630,000
100% 100%

Premium volume
Gross revenues

Brokerage revenues
US. clients

Brokerage: retail 27% 30%
U.S. offices $8,200,000 $7,704,000
Wholesale 49% 51%
Personal 4% 4%
Services r/O 3%
Interest income A 120
Other 14% 11%
Employees 198 135

Retail offices 10 11

Founded: 1934.

Retail brokerage: 100% commissions.

Employee benefits: 3% of ra-enue in 1999.

Non-retail subsidiaries: Total Pay Management,
Kingsbum, Calif.; Sounds of Life Las Vegas.

Officers: William J. Van Beurden, president;
Donald K. Bingham, president-Van Beurden Insur-
ance Services of Washington Inc.; Charles R.
Hayes, president of Van Beurdei Hayes Insurance
Services Inc., Oregon.

Contact: Chris Van Beurden, COO; chrisvb@van-

beurden.com.

Truman Van Dyke Co.
6255 Sunset Blvd., Suite 1401,

Hollywood, Calif. 90028;
323462-3300; fax: 323-4624857

1999 1998
Premium volume $6,796,238 $9,496,506
Gross revenues $1,520,761 $1,938,643
Brokerage revenues $1,520,761 $1,938,643
U.S. clients 100% 100%
Brokerage: retail 85% 91%
U.S. offices $1,202,647  $1,764,165
Wholesale 15% 9%

Employees 13 18

Founded: 1953.

Retail brokerage: 98% commissions, 2% fees.

Officers: Truman Van Dyke Jr., president; Kent
G. Hamilton, executive vp.; Tanya K Apolegate,
secretary.

Contact: Truman Van Dyke Jr.; truman@tvdco.

com.

Van Gilder Insurance Corp. -
an Assurex partner

700 Broadway, Suite 1000,
Denver, Colo. 80203;
303-837-8500; fax: 303-831-5295

1999 1998
$147,000,000 $117.000,000
$21,855,000 $18 349,000
$20,980,000 $17 615,040
100% 100%
8320 8520
$18,650,000 $15,596,650

Premium volume*
Gross revenues
Brokerage revenues

U.S. clients

Brokerage: retail
us offices

Wholesale =2 12>
Personal 11% 10%
Interest income 4% 4%
Employees 199 172

MRetail
Founded: 1905.
Retail brokerage: 98% commissions, 2% fees.
Employee benefits: 10% of revenue in 1999.
Acquisitions: Tri County Insurance, Parker,

Colo. January 1999.

Non-retail subsidiaries: 1-igh Country Insur-
ance Managers, Denver.

Officers: Dell Van Gilder, presidenUCEO; Jerry
Ray, executive vp/COO; Henry Higginbottcm, exec-
utive vp/secretary/treasurer.

'Propedyandcasua#yonly.

oOoOrrmces 6 =S

Van Meter Insurance Inc.

1240 Fair Way St.,
Bowling Green, Ky. 42103;
270-781-2020; fax: 270-843-8808
www.vanmeterins.com

1999 1998
$41,865,658 $59,683,000
$12,295,000 $15,550,523
$11,926,150 $15,084,007

Premium volume

Gross revenues

Brokemge revenues

U.S. clients 100% 100%
Brokerage: retail 62% 60%
U.S. offices $6,024,550 $7,464,251
Personal 4% 5%
Services 31% 32%
Interest income 1ee 126
Other s =20
Employees 126 144

Raetaail
Founded: 1977.
Parent: Synaxis Group Inc
Retail brokerage: 95% commissions, 5% fees.
Employee benefits: 12.2% of revenue in 1999.
Officers: David S Haynes, DEO; Gerald R. Hem-

ing, president; Christiaan L Volkert, vp.

office=s =+ =

Contact: Gerald R. Heming.

Vidal & Rodriguez Inc.

South Capital Center, 239 Ave. Arterial
Hostos, Suite 501,

San Juan, Puerto Rico 00918-1478
787-751-7610; fax: 787-763-2810

1999 1958
Premium volume $20,008,049 $20:321,538
Gross revenues $33,192,583 $3:237,459
Brokerage revenues $3,192,583 $3237,459
Us. dients 100% 100%
Brokerage: retail 88% 88%
U.S. offices $2,809,364 $2848964
Wholesale 8% 8%
Personal 3% 3%
Services a2o 1o

Ermplovees 27 23
MRRetail offices=s 1 -1

fiscal year ending June 30.

Founded: 1986

Retail brokerage: 100% commissions.

Employee benefits: 16% of revenue in 999.

Officers: Luis Rodriguez, president; Diego Vi(lai,
executive vp.

Contact: Luis Rodriguez, luisrodr@Jrtc.n:t;
Diego Vidal, dvidal@prtc.net.

Vista National Insurance
Group Inc.
1300 W. Higgins Road, Suite 220,
Park Ridge, 111. 60068,
847-823-8095: fax: 847-823-8120

www.vistanational.com

1999 1998
Premium volume $41,604,339 $35,465,000
Gross revenues $1,678,453 $-,418,620
Brokerage revenues $1,678,453 $-,418,620
U.S. clients 100% 100%
Brokerage: reN 96% 94.4
U.S. offices $1.611,315 $-,333,503
Wholesale =2 O<o
Reinsurance 1% 4%
Services 1% 2%

Employvees 20 17
Ret=ail
Founded: 1996.

o fFffice = -1 -1

Retail brokerage: 99% commissions, 1% fees.
Employee benefits: 100% of revenue h 1999.
Officers: David N. Schwimmer, president.
Contact: Chns Simpson; chris@vistanatonal.

com.

The Watson Group -
an Assurex partner
225 Spring St,
Wethersfield, Conn. 06109;
860-263-1700; fax: 860-563-633E
www.watsongroup.com
1999 1938

$113,000,000 $1Q,000,030
$10,773,866 8,223,595

Premium volume

Gross revenues

Brokerage revenues $10,612,258 59,131,359
U.S. dients 100% 100%
Brokerage: retail 74.5% 75%
U.S. offices $8,026,530 $6,917,696
Personal 24% 27%

interest income .52 126
Emplovees S5 S22
Ret=ail

Founded: 1929.

o ffice = -1 -1

Retail brokerage: 90% commissions, 10% fees.
Employee benefits: 23% of revenue in 1999.
Oflicers: Thomas A. Willsey, presiden-/CEO;
Alan S. Currie, CIO; Peter E. Peterson, execuve vp.
Contact: Thomas A. Willsey; 860-263-1710;
twillsey@watsongroup.com.

Wells Fargo Insurance Inc.*
600 S. Highway 169,12th Floor,
St. Louis Park, Minn. 55426;
612-667-5600; fax: 612-667-2681
www.wellsfargo.com

1999 1998
$1,100,000,000 $7'6,200,000
$222,000,000 $1 '8,000,000
$190,254,000 $131,090,000

Premium volume
Gross revenues

Brokerage revenues

U.S clients 100% 100%
Brokerage: retill 78.5% 80.5%
U.S. offices $174,270,000 $143,290,000
Personal 7.2% 10%
Interest income 1.3% 3%
Other 13% 8.2%
Employees 807 740

Retail omces S22 &G0
Founded: 1929.
Parent: Wells Fargo & Co.
Retail brokerage: 97% commissions, 3% fees.
Employee benefits: 1% of revenue ir 1999.
Acquisitions: Goodson Agency, Denver, August
1999; SB Insurance Agency, October 1999.
Oflicers: Timothy J. King, president Steven C.
Veno, executive vp/COO; Kevin P. Berg, senior
vp/CFO.
Contact: Michelle Leschisin; 612-667-5596.
*Formerly Nowest Insuence inc.

Wharton Group
101 S. Livingston Ave.,
Livingston, N. J. 07039;
973-992-5775; fax: 973-992-6660

www.whartoninsurance.com

1999 1998
$11,005,000 $10,205,000
$10,890,980 $10,102,950

Gross revenues

Brokerage revenues

U.S. clients 100% 100%
Brokerage: retail 86% 86%
U.S. offices $9,464,300 $8,776,300
Personal 12% 12%
Saetvices 1 <o 1 <o

Interest income a 2o 120

Employees 74 92

FMLetail offices =
fiscal year ending June 30
Founded. 1912.

Retail brokerage: 98% commissions, 2%
fees.

Employee benelits: 12% of revenue in 1999.
Officers: Dennis F, Klein, president/CEO; Bruce

D. Gilson, executive vp; Robert L Sileno, senior vp.
Contact: Dennis F. Klein.

Willis Group Ltd.
10 Trinity Square,
London, EC3P 3AX England;
44-207488-8111; fax: 44-207-488-8223

www.willis.com

Founded: 1828.

Officers: John Reeve, executive chairman; Ken
Pinkston, group executive director; Thomas
Coraine, group finance director.

Contact: Tony Jeeves, group communications,
44-207481-7133, jeevest@willis.com.

See protile on page 28.

Wisenberg Insurance &
Risk Management
24 Greenway Plaza, Suite 1100,
Houston, Texas 77046-2401;
713-507-9476, fax: 713-507-9432
www.wisenberg.com

1999 1998
Premium volume $42,000,000 $44,000,000
Gross revenues $6,304,783 $6,118,000
Brokerage revenues $5,981,421 $5,891,634
U.S. clients 100% 100%
Brokerage: retail 83.3% 83.8%
U.S. offices $5,251,884 $5,126,884
Personal 6.4% 7.5%
Services 5220 S<2o
Interest income 1.9% 2.5%
Other 3.2% 1.2%

Employees 49 57
-1

FMRestail office = -1

Fiscal year ending Aptil 30.
Founded: 1934

Retail brokerage. 88.6% commissions, 11.4%
fees.

Employee benefits: 9.7% of revenue in 1999.

Non-retail subsidiaries: Risk Analysts Inc,
Houston.

Officers: Joe Williams, chairman/CEO; Jeff Poz-
mantier, president; Jay Williams, executive vp.

Contact Joe Williams; 713-5074702.

Woodruff-Sawyer & Co. -
an Assurex partner
220 Bush St, Seventh Floor,
San Francisco, Calif. 94104,
415-391-2141; fax: 415-989-9923
www.woodruff-sawyer.com

1999 1998
$245,000,000 $228,000,000
$21,000,000 $18,000,000
$20,622,000 $17,676,000

Premium volume

Gross revenues

Brokerage revenues

U.S clients 100% 100%
Brokerage: retail 96.4% 97.7%
U.S. offices $20,244,000 $17,578,800
Wholesale 1.8% 0.5%
Interest income 1.8% 1.8%
Employees 137 121
Raetail office= = —1

Founded: 1918.

Retail brokerage: 89% commissions, 11% fees.

Employee benefits: 23% of revenue in 1999

Officers: Douglas J. Motton, chairman; Susan K.
Hunt, president; Stanley D. Loar, CEO.

Contact: Susan K. Hunt; 415-399-6434; shunt@
woodruff-sawyer.com.

John L. Wortham & Son L.L.P. -

an Assurex partner
Wortham Tower, 2727

Allen Parkway, P.O. Box 1388,
Houston, Texas 77019;
713-526-3366; fax: 713-522-3056
www.jwortham.com

1999 1998
$503,000,000 $419,000,000
$48,341,000 $40,288,000
$48,341,000 $40,288,000

Premium volume
Gross revenues

Brokerage revenues

U.S. clients 100% 100%
Brokerage: retail 96% 96%
U.S. offices $46.407.360 $38,676,480
Personal 2o 4o

Employees 325 268
MRetail offfces = =

Founded: 1915.

Retail brokerage: 100% commissions.

Employee benefits: 10% of revenue in 1999.

Non-retail subsidiaries: John L. Wortham &
Son k, Houston; John L. Wortham & Son Invest-
ments, Houston.

Officers. Fred C. Bums, managing partner/chair-
man-executive committee; James R. Davis, Charles
Floumoy, Robert Hixon, members-executive com-
mmee.

Contact Fred C. Burns.
[ol
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GLOBAL BRIEFS American brokers study abroad

Tim Carroll has been re-elected larly, when asked at the beginning of the

chairman of the International Under- Week-long cou rse to become an annual program program to rate Lioyd's on a scale where

writing Assn of London Mr Carroll is one was "old-fashioned” and 10 was "for-
chief executive officer of ERC By SARAH VEYSEY ward-looking," the participants gave
Frankona Remsurance Ltd in London, [ ] Lloyd's a mark of 59 By week's end, that
and he has been the chairman of the U.S insurance brokers may increasingly L L OY D S rating had risen to 8 1

IUA since its formation in December :urn to Lloyd's of London first when shop- The participants were also asked to rate
1998 The association's two deputy ping ier coverage for their clients, a group Lloyd's in virtue of its customer focus On a
chairmen, Tony Latham and Tony of brakerage executnes says scale of one to 10, where one was "cus-
Medmuk, were also re-elected S: Eight brokerages sent representati es to tomer-remote"” and 10 "customer-focused,”
Paul Re, a New York-based unit of The Lloid's recently as part of a special pro- Group, Thilman & Filippini/ALB, John P the brokers awarded Lloyd's a mark of 5 9
St Paul Cos , has announced a number gram co educate U 3 brokers about the Woods Co and Willis North America Inc - at the beginning of the program, but they
of key appointments and the creation of 312-year-old insurance marketplace spent a week late last month at Lloyd's In upped the score to 7 5 by the end of their
a new Financial Solutions unit Michael Lloj d 's plans to expand the program and the mornings, the brokers took part in the- stay

Schell, who since 1998 has been manag- hast it annually ory lessons on the workings of the market, "The initial response has been extremely
ing director of the London operations of A survey of the 15 attendees showed that and in the afternoons, they had the chance positive," said Julian James, managing di-
St Paul Re, is moving to New York to the U S brokers' understanding of Lloyd's to sit alongside a Lloyd's underwnter or rector of Lloyd's North America in London
become president and chief operating grew significantly curing the week-long tour the market with a Lloyd's practitioner and one of the organizers of the program
officer of Global Reinsurance Mr program Before the program began, the partici- "We have had letters coming in saying,
Schell will be replaced m London by The brokers-representing Crump Insur- pants rated their understanding of Lloyd's 'This has helped us to understand Lloyd's,
Thomas Mahoney, who previously was ante Services Inc, Guy Carpenter & Co , at 6 2 on a scale of one to 10 By the end of and we are going to go back and tell people
general manager of St Paul Re's Brus- Hays Group. Marsh Inc , Swett & Crawford the week, this rating had risen to a 9 Simi- See Lloyd's on page 65

sels office Graham Bignell has been

named general manager of Nortn

American Underwriting in London, Au S S i e S O rd e r

and he continues as deputy managing
director of St Paul Reinsurance Co

Ltd in London Nicholas Hutton-Pen-

mnnes e st mnsser | QY A'S tO Ccreate . 10 0> Al -4 <3546
ety nerd tne pest of comivoter of S Y | \ze1-Z:R?+0l-? | I’:Alr/ 14] = 3546'g
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of St Paul Re in Brussels, having prevl-

Paul Re m London The Financial Solu-

tions unit will be used to spearhead ef- . I O Ca I tru St fu (@] d S - Auggihi;=649*a )

forts into non-traditional reinsurance {

and alternative risk transfer Paris-

based reinsurer SCOR S.A. has incor- By KATE TILLEY |/0/ |1 27 * 1
porated a services company in Tokyo . 0- .
Emmanuel Fierens, who joined SCOR's SYDNEY, Austraha-Australia's insurance regulator, the Aus-

Tokyo office at the start of the year, has , tralian Prudential Regulatory Authoriti, has issued new security tt

been appointed general manager cf guidelines for Lloyd s of London, which the APRA says will pro-

SCOR Services Japan Co SCOR said vide increased proteclion for Australia-based policyholders

the incorporation of a services compa- As o f July 1, Lloyd-s is required lo maintain four trust funds in

ny wlll enable it "to further enhance the Australia to meet ani "final ludgments against Lloyd's if it does 4 1 6 5 < M
comprehensive range of services it al- not pav claims " -
ready offers in Japan" Groupama Lloyd's also is increasing the amount of funds it must deposit to

Commercial Insurances, a London- coE er potential regulatory ex- PHOTO REUTERS
based unit of Frenmch insurer v penses thal might arise if un- Rescue workers search through the wreckage of two ski lodges
Groupama, has Joined forces with At- L L OY D derwriteis withdraw from in Thredbo, Australia, following a landslide on July 30,1997.

lantic Mutual Insurance Co of New writling business m Australia

Crll:Croafgfeerfccroespeadhutt 2CBm » S " T = T posit $ miireuAustralian - - i
goods togNorth AmerFi)ca In teaming 1 $1 2 million) in securities to coverpadministi ative expenses, up La n d S I I d e I n q u I ry

with Atlantic Mutual, Groupama said it ' from BOO,000 Australian ($294,250 3

can offer habihty capacity of £5 million 1 The newly required tiust funds, whose amount will be deter-

($7 5 million), with the ability to place mined by Lloyd's haollities on Australian policles, will not be used fa u ItS Ove rn m e nt
larger risks if required Lloyd's cf :0 c ci. er exemplary or punitive damages that Lloyd's:s ordered to

London Insurance broker FirstCity In- pay, or payments not expressly provided for in msurance contracts

surance Brokers says it has received al- The funds will apply to contracts wntten on or after July 1, 1998, By KATE TILLEY

most 500 mquiries from U K law firms and Kntten in Australian dollars They will be For contracts cover-

about its new online professional in- 'ng pl opertb in Australia and for contracts covering Australian- SYDNEY, Australia-Almost three years after a landslide
demnity insurance service, which is be- domiciled companies and individuals at the Australian ski resort Thredbo Village killed 18 people,
ing launched at the end of July FirstC- i Keith Stern, Lloyd s general representative m Australia, based a coroner has handed down a report that places the blame on
ity Director Kelvin Curran said the ' .n Sydney, said the APRA was mirroring other regulatory authori- two state government authonties

high response level to the introduction 5 ties arouna the world in requiring deposits to be held locally, Derrick Hand, the former New South Wales government
of the product "shows that lawyers + :a:her than lin the United Kingdom "Li regulatory authorities want coroner, came out of retirement to conduct the inquiry into
want the time saving and convenient F Freater corrlort by having funds here we can accommodate that,” the disaster (Bl, Aug 11,1997) In a 180-page report delivered
service" of online applications One & Mr Stern said June 29 to the New South Wales state government, Mr Hand
reason for the interest is that lawyers' i Negotiations had been ongoing wrth the APRA for five to six was critical of the state government's National Parks &
professional indemnity enters a new i years to finalize the new arrangements, he said Wildlife Service and the Roads & Traffic Authority

phase on Sept 1, 2000, when the Sollel- i The new trust funds will be independently managed by the Na- In the report, Mr Hand said both organizations had been
tors Indemmty Fund closestonewbusi- 1 :.ona] Australia Bank The funds' balances wi-1 be based on out- See Landslide on next page
ness and lawyers will have to find their | See Trust funds on next page

coverage in the commercial market [
A professional mdemnity claims service |l g4

-mree e cer s | NMODIl tO @appeal class action ruling

Alexander Forbes Risk Services Ltd,

the London unit of Alexander Forbes By DAMIEN TOMLINSON week to file a request to appeal
Ltd, and the London law firm of | the June 8 appellate court ruling
Kennedys Glenda West, drrector of AF | MELBOURNE, Australia- to the High Court of Australia

Solicitors Claims Service, said it com- I -f Exxon-Mobil Australia Pty Ltd The Victoria Court of Appeals

bines the traditional, personalized -1- seeks to appeal a recent Victoria court ruled 3-2 that the state
claims management service found un- appellate court decision that a Supreme Court is entitled to hear
der the outgoing Solicitors Indemnity _I_ class action lawsuit can proceed class actions, upholding a lower
Fund with the latest in Internet-based against the oil company for com- court decision

reportmg and claims monitonng Is- pensation of losses caused by con- A Mobil spokesman said that
raeh and Palestinian officials held Joint L . taminated aviation fuel two of the Court of Appeal's
talks on July 5 and 6 m the Gaza Strip The oil company, which does judges had found sufficient room
on reducing conflict in the compensa- business in Australia as Mobil, 15 for doubt about the ruling to
tion of victims of cross-border traffic challenging the validity of the prompt Mobil to seek leave to ap-
accidents Legal experts and govern- 1 Victoria Supreme Court's deter- peal to the High Court

ment officials on both sides had identi- mination that, as of Jan 1, 2000, The class action lawsuit, which
fied auto accident resolution as a maior it could hear class action lawsuits seeks $100 million Australian ($60
source of potential day-to-day discord PHOTO AFP Mobil contends that the court million) in damages, was
The talks were sponsored by the U S lacks the authority to make such launched m January after light
Institute of Peace, a congressionally Australian authorities grounded up to 5,000 light aircraft in rules Previously, all class actions planes around Australia were
chartered organization December 1999 after aviation fuel supplied by Exxon-Mobil had to be brought in federal court grounded in December 1999 when

Australia Pty. Ltd. was found to have been centaminated. Mobil's attorneys had until last See Mobil on next page
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Landslide

Continued from previous page

aware of the unsafe condition of

the road above the skilodges that

were smashed in the landslide.

The New South Wales govern-
ment has ordered an independent
review of the National Parks &
Wildlife Service and other gov-
ernment authorities involved in
the management of Kosciusko
National Park. Thredbo is one of
two major ski resorts within the
national park, which is about 125
miles south of Canberra, the na-

tion's capital.

Bob Debus, the New South
Wales environment minister, has
appointed senior lawyer Bret

Walker to conduct the review

and has asked him to report by

Dec. 31.

The landslide occurred at 11:30
pm. on July 30, 1997. Eighteen of
the 19 people in the two lodges

were killed, making it one of the
worst natural disasters in Aus-

tralian history.

A rescue operation was mount-
ed immediately, and the lone sur-

vivor was located Aug. 2.

Mr. Hand said the road above
the Thredbo village, the Alpine
Way, "was in a marginally stable
state and extremely vulnerable
to collapse if saturated by wa-

ter."”

The landslide, which was trig-
gered by a leaking water main,
caused one ski lodge to slide
down the hill, crashing into a

second lodge.

Mr. Hand listed the causes of

the disaster as:

*» The failure of any govern-
ment authority responsible for

the care, control and manage-
ment of the Kosciusko National

Park and the maintenance of the
Alpine Way to take any steps to
ensure the village was safe from
exposure to that marginally sta-

ble embankment.

= The approval and construe-
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tion of a water main of materials
that could not withstand the
movement taking place in the
marginally stable Alpine Way
embankment into which it was
laid.

- Leakage from the water

main.

Mr. Hand said the Alpine Way
Fill embankment had been
marginally stable since its con-
struction about 40 years ago, and
government authorities were
aware of that. Smaller landslides
had occurred in the past.

"Despite this, no specific rec-
ommendation was ever made by

The landslide,
triggered by a leaking
water main, caused

one ski lodge to slide
down the hill.

those directly responsible for the
road that would have led to the

reconstruction of the road above
the village,” Mr. Hand said.

He recommended the indepen-
dent investigation into the Na-
tional Parks & Wildlife Service
"to ensure that its ability to
function both as an environmen-
tal, urban planning and road
maintenance authority is as-
sessed and assured. | would hope
that, in this way, any concerns
the public may have as a result of
the Alpine Way remaining in its
unsatisfactory condition adja-
cent to an essentially urban com-
munity for so long may be al-
layed."

Mr. Hand said he was con-
cerned that the Road & Traffic
Authority never advised the Na-
tional Parks & Wildlife Service
of the need to reconstruct the
road to avoid the risk of death or

injury due to landslide.

for

BENEFIT

Despite some criticisms during
the rescue operation that oc-
eurred after the landslide and by
legal representatives on behalf of
the families of victims during the
inquiry, Mr. Hand said the rescue
was "carried out expeditiously
and diligently in the light of the
extremely dangerous condi-
tions." Lawyers told the inquiry
that some individuals may have

survived the landslide but could
not be saved because the area
was considered too risky for res-
cue personnel.

Mr. Hand heard evidence that
rescue personnel had discussed
"the person who we had made
contact with in the rubble and
the possibility of their rescue and
possible survival." A decision
was made that a rescue attempt
was impossible at that time and
would place rescue personnel in
extreme danger.

Mr. Hand said that it was "not
my function to decide issues of
responsibility. . . .Such issues are
determined in civil suits.”

The coroner's inquiry was a
"fact-finding exercise and does
not apportion guilt.” Mr. Hand
said the evidence he had consid-
ered "has not led me to the opin-
ion that there is a prima facie
case against any person for any
indictable offense in respect of
the deaths in the landslide.”

The sole survivor, ski instruc-
tor Stuart Diver, was located in
the rubble at 5:37 a.m. on Satur-
day, Aug. 2, and freed at 5:10 p.m.
that day. Discovered as crews
were removing bodies, Mr. Diver
had been trapped in a small
pocket of air deep below the sur-
face of the wreckage. Mr. Hand
said Mr. Diver's cries for help
"could not penetrate the mass of
debris.. .because of the massive
slab of concrete, the angle of
which saved his life. It took a day
of delicate drilling, tunneling
and debris removal from the time
he was discovered until the time

he was removed.”

Systems
has been providing quality software
application solutions for TPAs,
HMOs, HCOs, self administered
corporations and insurance compa-
nies. Call us today for more infor-

mation on how our solutions can

improve your benefit administra-
tion office.
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Trust funds

Continued from previous page
standing liabilities, including incurred
but not reported losses. Lloyd's previ-
ous security arrangements, which
were held in its U.K. premium trust
funds, were based on premiums writ-
ten in Australia,

Mr. Stern said Lloyd's would collect
information from syndicates quarter-
ly on their outstanding liabilities for
Australian business and would deter-
mine, with the help of actuaries, the
amount to be reserved in Australia.

He said the new rules would not af-
feet underwriters' decisions on writ-
ing Australian business.

The new rules do not call for dupli-
cation of the premium trust funds
now held in London, so underwriters

are not being asked for redundant se-

Mobil

Continued from previous page
aviation fuel supplied by Mobil's Al-
tona plant was found to be contami-
nated (Bl, Feb. 21; Feb. 7).

The fuel crisis had

'‘broken the back of

Australia's general
aviation industry,’' says
attorney John Maitland.

Several light plane operators had
reported rough-running engines and
loss of power, prompting the
grounding of all piston-engine
planes so they could be inspected for

a black residue believed to have

caused the problem.

Hundreds of aviation businesses
were idled as a federal investigation
into the contamination took place.
Earlier this year, aviation lawyer
John Maitland said the fuel crisis
had "broken the back of Australia’'s

general aviation industry,"” and

curity arrangements, he noted.

Mr. Stern said South Africa's regu-
lators had made similar arrange-
ments, which took effect Jan. 1,1999.

The new rules will have no effect on
Australian names, some of whom are
still trying to take legal action in the
United Kingdom over Lloyd's at-
tempts to recover outstanding pay-
ments. The Australian courts have
ruled that they have no jurisdiction to
hear names' claims, which must be
brought in U.K. courts.

The number of individual names
has dropped dramatically in Aus-
tralia. In 1996, there were 812 Aus-
tralian names; currently, about 150
names are still active in the market.

Mr. Stem said that, because Lloyd's
has changed its rules to allow corpo-
rate capital, many former individual
names now invest through corporate

structures. In]

warned "some businesses will go to
the wall before this is over.”

Mobil announced on Jan. 18 a $15
million Australian ($9 million) emer-
gency relief fund for customers af-
fected by the contamination, to pro-

vide for "immediate financial diffi-
culties.” It has refused to disclose
whether its liability insurer will fund
the payouts.

The Mobil spokesman said the
company has so far paid out more
than $12 million Australian ($7.2
million) from the hardship package,
and the company's costs reimburse-
ment and business interruption com-
pensation schemes.

Sydney-based plaintiff law firms
Slater & Gordon and Maurice
Blackburn Cashman, acting for the
members of the class action, are
seeking compensation for physical
loss, economic loss, loss of opportu-
nity to earn income, damages for lost
reputation and damages for mental
distress.

The class action, which was filed
with the Victoria Supreme Court,
was put on hold in February after
Mobil filed documents with the
Court of Appeals, challenging the le-

gitimacy of the new class action
rules. 1a]
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Lloyd's
Continued from page 63

within our own organizations what
we did, ' he said.

Comments made by attendees an-
swering the survey questions also il-
lustrate the change in their percep-
tions of Lloyd's.

"Lloyd's is a bit old-fashioned,”
said one delegate before the program
began. One delegate described
Lloyd's as "the old school of insur-
ance." Another remarked, "Lloyd's
needs to be easier to understand.”
"Lloyd's needs to establish relation-
ships with U.S. brokers," said anoth-
er participant.

After they completed the program,
however, the delegates appeared
much more positive about Lloyd's.

"It can get a quote a lot faster than
U.S. markets," claimed one partici-
pant. "In the U.S., there is quite a
long chain of command to go
through when you need a carrier to
write an account, whereas in Lloyd's,
every transaction is completed
quickly and efficiently,” said anoth-

"Lloyd's has always been consid-

ered a market of last resort-in re-

cent years it has become a more com-
petitive market, and | think, going
forward, it will be considered a mar-
ket of first choice,”" commented one
attendee.

Participants were nominated by
senior executives in their brokerage
firms, Mr. James said. "We went out
to various London brokers who do a
lot of U.S. business and asked them
who they would put forward. They
came up with the names of whole-
salers and coverholders they deal
with," he said. "And then, for exam-
ple, we went to Marsh and Guy Car-
penter and said,'"We are running this
course, who would you like to put
rorward?"

John Eltham, director of Lloyd's
broker Miller Insurance Group Ltd.,
approached U.S. broker Hays Group
about nominating participants for
the program. Involvement in the pro-
gram helped Miller Group cement
existing business relationships and
form some new ones, he explained.
"We had some extremely good feed-
back (from the Hays group delegates)
and, actually, we have had some
business inquiries from one or two of
the other attendees," he said.

State regulators

By MEG FLETCHER

WASHINGTON-State insurance
regulators drafting model consumer
privacy regulations appear to be tak-
ing to heart criticism
raised last month by
several industry ob-

The National Assn. of
Insurance Commissioners' Privacy Is-
sues Working Group recently indicat-
ed that it has asked staff members to
"substantially" revise and simplify a
first draft of the regulation, which
was presented at the NAIC's quarter-
ly meeting last month (BI, June 19).

The group also announced last

NAIC

week that it has extended the com-

ment period for the regulation to July
18 from the end of June.

It remains to be seen, however,
what revisions will be made and what
impact the changes will
have on several contro-
versial points, includ-
ing the scope of the re-
quirernents and to
whom they will apply, according to
Rey Becker, vp-property/casualty for
the Alliance of American Insurers in
Downers Grove, lll. The Alliance is
one of 11 insurance trade associations
that is jointly proposing revisions.

The proposed NAIC regulation is
designed to satisfy the minimum con-
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As part of the program, Mr.
Eltham gave a presentation on the
role of the broker at Lloyd's and took
part in a question-and-answer ses-
sion on the final day. "We learned
some things as well," he said.
"Lloyd's had reinsurance people
there, wholesale people there and re-
tail brokers, and it was very good to
get that sort of cross-section," he
said. "Personally, | am normally only
exposed to retail brokers. So to hear
the views of reinsurance people and
wholesale people as well was very
good," he said.

David Hartoch, chief executive of-
ficer of Swett & Crawford Group, a
unit of Aon Corp. in Woodland Hills,
Calif., said the program was a won-
derful idea. Swett & Crawford's
three participants "all came back
very enthused. They all want to be li-
censed Lloyd's brokers now," he
said. "l think it was great training,
and they thoroughly enjoyed it and
felt like they learned a lot. | think
what it accomplished was that they
now have a much better understand-
ing of how Lloyd's works and how to
access Lloyd's." Mr. Hartoch said he
would have no hesitation in sending
"as many brokers as they want" on

to revise

sumer privacy requirements for in-
surance-related financial and health
information, as required under Title V
of the Gramm-Leach-Bliley Act, the
1999 federal financial services mod-
ernization law.

Under the initial draft, which was
discussed at the NAIC's recent sum-
mer meeting, "licensees are required
to develop privacy policies for health
information and provide privacy no-
tices to all individuals who are the
subject of such information. Unlike
the opt-out requirements for financial
information, licensees are required to
get explicit authorization prior to
sharing health information"-a so-
called opt-in approach, according to a
July 10 memo from working group
chair Kathleen Sebelius, NAIC vp

and the Kansas insurance commis-

Regulators have repeatedly voiced
their commitment to requiring higher
confidentiality standards for health
information, including requiring an
opt-in approach for such information,

she said.

"However, the working group took
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the program next year.

Lloyd's plans to expand the pro-
gram next year to include "between
25 and 30 people," Mr. James said.

The program was the joint idea of
several parties at Lloyd's who all
thought the market needed to be-
come more accessible to U.S. brokers
as part of Lloyd's ongoing drive to
boost its profile in the United States,
he said.

"The U.S. market is such a huge
market for Lloyd's-it is our largest
overseas market, and last year we
wrote about $4.8 billion of premiums
from the U.S. Secondly, (the pro-
gram) was a response to a feeling
that we needed to do greater educa-
tion with the future generations of
brokers who will be trading with
Lloyd's," he said. "Our plan was very
much to involve people who would
not ordinarily travel to London as
part of their day-to-day business. It
was very much targeting the next
generation."

Participants were enthusiastic
about the program. "This program
changed anecdotal information
about Lloyd's into an understanding
of how Lloyd's actually works," said
one participant. Another described it

as "avery valuable tool in expanding
my understanding of Lloyd's."
Participants in the program were:
Kenneth Fitzpatrick, associate bro-
ker in the San Francisco office of
Crump Insurance Services Inc., a
Dallas-based unit of Marsh &
McLennan Cos. Inc.; David Leark,
branch manager of Crump's Detroit
office; Jonathan Creaker, account
representative for Woods in Jersey
City, N.J.; Kamy Vacca, assistant vp
at Willis in New York; Arthur Hub-
ley, vp at Willis in New York; Lisa
Heine, vp at Swett & Crawford in
Dallas; Kathy Schroeder, senior vp at
Swett & Crawford in Fresno, Calif.;
Judith Stevens, vp at Swett & Craw-
ford in Glen Allen, Va.; Elizabeth
Kernan, broker at Guy Carpenter in
San Francisco; Brian Cole, assistant
vp at Guy Carpenter in New York;
Jennifer Wang, account executive at
Thilman & Filippini/ALB in Chicago;
Con Elfes, account executive at Hays
Group in Minneapolis; Lori Lock,
marketing representative at Hays
Group in Minneapolis; Matthew Bar-
rett, senior account representative at
Marsh in New York; and Lauren

Bellesheim, account representative at
Marsh in New York. Ell

privacy proposal

into account the generally consistent
comments of the interested parties
and instructed NAIC staff to revise
substantially the health information
portion of the draft regulation," ac-
cording to the memo. Specifically,
NAIC staff was directed by the work-
ing group to delete all references to
language relating to the U.S. Health
and Human Services Department's
pending privacy proposals. In addi-
tion, the next NAIC draft will exclude
numerous details addressed in the
NAIC's Health Information Privacy
Model Act, which is available for
states to implement (BI, Sept. 21,
1998).

The next NAIC draft will be avail-
able sometime before the interim
meetings scheduled for Aug. 28-29 in
Kansas City, Mo., though no further
details about its release are available,
according to an NAIC representative.

Mr. Becker said the insurance trade
groups will jointly submit additional
suggestions to regulators for changes
in the upcoming draft, once they have

finished their discussions.

He said the groups' proposed

s

changes to the consumer privacy re-
quirements at this time, however, in-
clude excluding commercial insur-
ance, deleting a sunset date of July 1,
2004, and removing references to
"claimants and beneficiaries" in the
regulation.

The other insurance trade associa-
tions cooperating in the joint response
are: the American Assn. of Health
Plans, the American Insurance Assn.,
the Blue Cross & Blue Shield Assn.,
the Council of Insurance Agents and
Brokers, the Health Insurance Assn.
of America, the Independent Insur-
ance Agents of America, the National
Assn. of Insurance & Financial Advi-
sors, the National Assn. of Indepen-
dent Insurers, the National Assn. of
Mutual Insurance Cos. and the Na-
tional Assn. of Professional Insurance
Agents.

The NAIC has asked that com-
ments be directed to David Wetmore,
the NAIC's director of federal and in-
ternational affairs in its Washington
office. He can be reached by e-mail at

dwetmore@naic.org or by fax at 202-
624-8579. mil
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COMMENTARY
Class action

doesn't suit all

| can't believe it, but | am a member of a class-action lawsuit.

I'm also surpnsed to reahze that | feel enttled to compensatton
as a member of the class. But in good conscience, | am not gomg
for the dough--or in this case for the mileage certificates that
would help me get some free airime tickets

Ilwas ncently nobhed that | am a class member m Myron
(Mzke) Wolens et al. vs. Amencan Airknes Inc.,a class action Med
in the Clrcult Court of Cook County in 1988 The suit was filed on
behalf of all AAdvantage frequent-flier program members who
felt disadvantaged when Amencan changed its rules for gettmg
free tickets. We could stlll use our miles earned pnor to the rule
change, but Amencan made fewer seats available for free tickets
obtamed when redeeming those so-called "old miles "

The suit alleges that by imposing "capacity controls” on these
seats, "American breached a contract with AAdvantage members "
Turns out, according to American's records, | am among those

who were sort of disadvantaged I'm mttmg on 115,795 of old
miles that | earned pnor to July 1, 1989, which | have not yet re-
deemed If the settlement is approved, I'm m the third from the
bottom m the number of award certlhcates | w111 get and there
are four classes of frequent filers with way more miles who w111
get more certficates than | wtll.

| read of the proposed settlement before | knew | was a class

member. | thought that | should be a mem-
ber of the class, but hgured | wouldn't be
because | had no documentation of my fre-
quent-Berrmlesm 1988. (That may surpnse
those of you who have been following my
dehberabons over what to keep and what to
throw out as | cull my 23-year-old files m
preparatlon for our offlce move next year)

| was surprised to receive a "Notice of
Class Action Lawmnt and Proposed Settle-
ment" and then thought that perhaps it was
Just bemg sent to all AAdvantage members
But there it was, m black and white, how
many old miles | had m my account that

should have been eamer for me to use than they were.

That presented me with a real dilemma How can |, who be-
lieves that attorneys' fees paid m class-action lawsuits often are
too high in proportion to what the class members receive, partici-
pate in this settlement? In thts case, the plambffs' attorneys w111
receive $25 milhonmcash for attorneys' fees and reimbursement
of their expenses for their work on this case while the class mem-

bers receive a few cerbhcates that are worthless unless redeemed

ny ho
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O S HA the well-being of ItS workers, he and nursing homes that had cut
said lost workdays and workers comp
Mr Jeffress assured the panel costs dramatically to bolster his
Contmued from page 2 that there would be no such trade- point
Sen Mike Enzi, R-Wyo -called off He said that almost 15% of
last Thursday's hearing to exam- musculoskeletal disorders in the dorsed the proposed standard as
ine the possible impact of the pro- private sector occurred in the well
posal on Medicaid and Medicare health-care sector-"largely in "We look forward to its imple-
patients and providers hospitals and nursing homes, and mentation,”" said Rachael Wein-
"The thrust of my concern is often due to lifting and moving stein, clinical standards group di-
that there are fixed reimburse- patients " Workers comp costs for rector at the Health Care Financ-
ments for virtually all health care these disorders alone cost the ing Administration She said that
services and providers that would health-care industry about $2 8 she had not seen any data that
be subiect to the proposed rule billion in 1996, the most recent would indicate that the health-
That means, basically, that these year for which he had statistics, he care industry would be financially
providers will not be able to ab- said harmed by having to implement
sorb the cost of the rule and there ergonomic standards
Under questioning from Sen
'"The benefits of Enzi, Mr Jeffress admitted that

Another government witness en-

could either be a ratcheting down
of services, a reduction in access to
certain services by the most vul- there would be "very real costs" In
nerable beneficiaries, or yet a ergONOmMiCS prOgramS implementing an ergonomics pro-
larger fin.anf:ial crisis'for Medicare will greatly exceed the gram He said that some industry
and Medicaid," he said Critics, however, declined to men-

Sen Enzi said several times that costs,' says OSHA's
he was not attempting to undercut Charles Jeffress.

efforts to promote worker safety
"We do need to address the work-

tion that ergonomics programs
also result in cost savings over the
long term and focus instead only
on the initial costs of putting a
program in place

Sen Enzi then turned his atten-

er safety needs of those who pro-

vide health care services Howev- "l believe the benefits of er-

er, we cannot do so with a rule gonomics programs will greatly tion to Ms Weinstein and asked
that is not completely thought out exceed the costs, in fact, that there her how financially strapped
and coordinated with the other will be no excess costs,"” he said health-care institutions would
agencies involved and that seems In addition, "an ergonomics pro- keep from going out of business if
to threaten our most vulnerable gram standard can help hospitals they had to pay large sums of
health care consumers " and nursing homes reduce Medi- money to implement their er-

Sen Paul Wellstone, D-Minn, care and Medicaid expenses by gonomics programs She replied
said that taking steps to reduce er- improving the productivity of that Medicare and Medicaid pay-
gonomic injuries would pay for it- health care workers through the ment caps are adjusted annually
self "l refuse to accept th-s ridicu- reduction of costly injuries to and that the institutions would be
lous tradeoff" between the solven- staff," said Mr Jeffress He cited able to realize workers comp sav-
cy of the health care industry and the experience of several hospitals ings ial

The goal of this simplification come workers not be repealed
would be to encourage small bum-

Pension

"While administrative simplici-
nesses to create more pension ty is a laudable goal, It should not
Continued from page 1 plans Mr Brown said he doubts, be accomplished by weakening
example, employees can't transfer though, that changing these rules important protections for lower-
funds from a 401(k) plan to a will have the impact the support- wage workers," the letter states
403(b) plan, or vice versa The bill ers state Many of the other provision in the
would abolish th.s barrier and "No one will start a plan be- bill received support from the let-
permit transfers between defined cause they changed the top-heavy ter
contribution plans, easing admin- rules,” he said

istration for employers

Mark Ugoretz, president of The
ERISA Industry Committee in
- Permit employees to roll over Washington, a major supporter of
aftertax contributions to a new the legislation, said he is opti-

mistie that the Senate will pass
the bill and It will become law

o Changing the top-
employer's plan, which is current-

ly not permitted heavy and non-

- Ease both non-discnmination discrimination rules this year

tests and rules for so-called top- He also defends the bill as not

us frequent fiters Who couldn'f get the free tckets When we want- heavy plans with the goal of en- Were impOrtant tO SOme lust helping higher-income work-

ed them or how much the expenses were. But $25 mllhon over 12
years averages out to more than $2 mdlion a year in fees and ex-
penses, which is real money-ven by lawyers' standards. But if
the lawyers could prove that their hours spent, at even a highrate
of $500 an hour, plus expenses, came to $25 mllion, | wouldn't
object I'd even throw m something for the lost value of money
they have fronted for 12 years

What | object to m setbng fees for class-action lawyers is that
the fees also compensate them for the nsk they took in bringing
their case with no guarantee that they would get anythmg. That
turns the law mto a lottery

But | have to admit toa more compellmg reason that I'm not
acceptmg the settlement offer. I'm afraid | would be perjunng
myself if | signed the agreement The agreement requires me to
attest. "l hereby declare under penalty of per}ury that. (a) mnce
May 1, 1988, on one or more occamons, | have attempted to make
a reservation for travel using an Old Award on Amencan Airlines
and was unable to make such reservation(s) on the flight of my
choice because no seats were available for frequent fliers.

Many times | have been unable to use miles to upgrade on the
flight of my choice because Amencan was holdmg the better
seats for"revenue passengers " And | have vague recollections
about discussmg old miles with American at one pomt, but for
years they have Just been the miles on my statement that read
"1\hles With No Expiration Date." | can't honestly say that | ever
was demed a reservation trying to use an"Old Award."

If only | had Imown thenght people m 1988 to be one of the
class representabve plambffs. | would have kept trymg to make a
reservation usmg old miles until | was demed And, | would be

gettmg 50,000 new miles credited to my AAdvantage account "as
an award for the time and effort | had devoted to the Wolens Ac-

tlon.

Then Imight think the lawyers earned their $25 million, but

then agam, | doubt it

Pubasher and Edttonal Dtrector Kathlyn J Mcintyre's com-
mentaly appears fortnightly and at www busmessmsumnce com
She can be reached at kmcintyre@crain. com

couragin ore businesse o helps all workers be-

pri-  of the bill's opponents. ers, it al
marily small employers, to offer cause it allows for more portabili-
pension plans ty of retirement funds as workers
These changes would not reduce changelobs

the remaining tests' ability to pre- Changing but not eliminating Watson Wyatt's Mr Brown said
vent a disproportionate share of the top-heavy rules and non-dis- It IS unlikely, though, that the re-
pension benefits from going to crimination tests were important forms would become law this
highly paid workers, said Kyle to some of the bill's opponents year, as the legislative calendar is
Brown, retirement counsel for In a letter sent last week to running out of time and the Sen-
Watson Wyatt Worldwide in Ways and Means Chairman Bill ate has not scheduled any hear-
Bethesda, Md Archer, R-Texas, 30 opponents of mgS on its bill yet

It would, however, ease some the bill, includmg the AARP, Pen- INn addition, President Clinton
administrative work caused by mon Rights Center, Citizens for has already vetoed similar legisla-
the testing, he said Tax Justice and the National Or- tion twice in the past two years,
"It was lust a pain in the butt," ganization for Women, urged that though they were attached to un-

he said of the testing eliminated these protections for lower-in- related pieces of legislation |

D.C. approves insurance reforms

WASHINGTON-The District of worth of more than $5 milhon, gen-
Columbia City Council has ap- erates annual revenues of more rate bill that would allow the estab-

The measure, along with a sepa-

proved a series of insurance re- than $10 million, has at least 25 lishment of captive insurance com-
forms, including a watered-down full-time employees, pays aggregate panies, must be approved by Mayor
commercial insurance deregulation insurance premiums of at least Anthony Wilhams and the city's FI-
bill and a measure that would es- $250,000 per year, has a total in- nancial Control Board before gomg
tablish the district as a domestic sured property value of at least $2 to Congress for approval Congress
captive domicile

The council had given its prelim- profit or public entities, annual make any changes to the measure

million, or-in the case of non- has 30 legislative days in which to

inary approval to what would have budget expenditures of at least $10 If there are no changes, the bill will
been one of the nation's most liber- mill.on automatically become law

al deregulation laws in late June, An explanation attached to the In an unrelated matter, the coun-
but the measure was amended amended bill says that the rationale cil also approved a measure that
without debate before the council for the amendment is "to provide would require msured benefit plans
voted on it Ju dequate rotectlons to consumers to cover the cost of contraceptives

Under the amended bill-which of commercial insurance The bill The council relected a so-called
was offered by Councilwoman as mtroduced defmes 'exempt com- "conscience clause" that would
Cathy Patterson-a commercial mercial risk' m a manner that will have exempted religious instltu-
nsk would be exempt from rate and deregulate the commercial insur- tions from the requirement, which
form filings if it met at least one of ance industry for virtually all em- led to a firestorm of criticism on
seven criteria retains a certified or ployers, rather than limiting the ex- Capitol Hill

qualified risk manager, has a net emption to the largest companies " -By Mark A Hofmann



Mr Carter, the pohcyholder attorney, said the ruhng was
favorable to both sides "We won and they won," he said
"Kmart can still get to the Roundtable documents but
Continued from page 1 through the defendants-the Insurers "
to be dismissed early m the htigation process Mr Carter's firm is serving as of counsel in several Y2K

"l suspect many of these cases willl be resolved quickly," Insurance coverage cases mcluding Kmart, Unisys Colp us
said Tom Brunner, a partner at Wiley, Rein & Flelding m Royal Indemmty Co, Owens Corntng us Factory Mutual
Washington,who represents numerous insurers defending Insumnce Co and ITTIndustnes Inc us Factom Mut=I
such cases Kmart is seeking $80 milhon in Y2K remediation costs,

In the most recent rullng affectmg Y2K remediation cov- while Owens Corning is seeking $160 milhon Neither the
erage, Judge Bernard Fnedman, m the U S District Court Unisys nor the ITI' Industries suits specify damage
for the Eastern District of Michigan, ruled July 12 m Kmart amounts
us Lenngton Insurance Co that pohcyholders would have The other Y2K coverage cases in htigation are
to seek coverage documents directly from their insurers + GTE us Attendale Mutual Insurance Co, filed in June
rather than from the Year 2000 Roundtable, an association 1999 in New Jersey, which seeks $381 milhon in remedia-
of 29 U S -based property/casualty insurers and remsurers hon costs

The Year 2000 Roundtable was formed in June 1998 to . Port of Seattle us Lezzngton, filed in July 1999 in
support educational and pubhc information activities re- Washmgton state, which seeks $11 milhon
garding the Year 2000 problems and its imphcatlons for in- * Amencan Guarantee & Llabilit Insurance Co vs Xe-
surance The group also files amicus bnefs that present an rom and Xerox vs Amencan Guarantee, both filed in July
insurance industry perspective m Y2K-related coverage ht- 1999 m New York and Connecticut, respectively Xerox
igation does not say how much it is seeking m its suit, which was

Attorneys for the insurers and pollcyholders, not surpris- filed just days after Amencan Guarantee filed a declarato-
ingly, interpreted the Michigan ruling differently, accord- ry Judgment action in New York seeking to head off Xe-
ing to their positions rox's action However, according to its fillngs with the Se-

"He forbid the pollcyholders from seeking discovery cunties and Exchange Commission, the company had
from the Roundtable itself," asserted Laura Foggan, a part- spent $183 milhon on Y2K remediation by the end of 1999
ner at Wiley, Rein & Fieldmg who represented the * Nike us Amencan Home Insurance Co, filed in
Roundtable m the Kmart case November 1999 in Oregon Nike does not specify damages

"In his mind, it did not make sense to go on what he in its suit, but its SEC filings state that it has spent $97 rmi-
called a 'flshing expedition ' But it's less clear what w11 hon on YZK remediation
happen with discovery from the insurer defendants," she * School D:strict of the City of Royal Oak us MASB-
said SEG Property/Casuattl/ Pool, filed in November 1999 in
Michigan This suit is a class action brought on behalf of all
school distncts m Mchigan that purchased insurance cov-
erage from and are members of an insurance pool known
as MASB-SEG It does not specify damage amounts

In all of these cases, pollcyhol(lei-s are attempting to re-

Sue-and-labor cases filed coup some of the costs of Y2K mmediation by involang the
1999 "sue and labor" clauses contamed m their all-nsks proper-
ty Insurance pohcles

The clause provides coverage should a pollcyholder act
to "sue, labor or travel" to minimize an actual or Eminent
loss to covered property It was mtroduced m the 17th cen-
tuiy to ensure that a ship owner took whatever actions
were necessary, such as jettisoning cargo in an emergency,
to prevent a ship from sinking (BI, July 26, 1999)

The 11 sue-and4abor suits filed to date represent lustthe
tip of the iceberg, accordmg to pollcyholder attorneys

Mr Carter, for example, said he is aware of more than 50
other proof-of-loss claims filed by pohcyholders that are
st)11 going through the claims adjudication process

Thomas Reiter, a partner at Kirkpatrick & Lockhart m
Pittsburgh, said that of the Y2K coverage claims he is han-
dhng, the Xerox case is"theonly one that is m htigation"

Neither policyholder attorney, however, would say how
claims settlement negotiations were gomg or whether some
Insurers were more amenable than others to paying the
sue-and-labor claims They also would not disclose how
many or the names of any of the pohcyholders they are rep-
resentmg aside from those in htigation

But Insurer attorneys were dubious that many more Y2K
coverage cases would be filed

"There's a relatively small number of claims and a small
number bemg pushed into htigation," said Wiley, Rein &
Fieldmg's Mr Brunner "My overall take is that most com-
pames didn't think much of this (coverage) theOly tO begin
with'™

"On the other hand, the dollars at stake are sigmficant,”
he acknowledged

Y2K

Y2K still in courts

1. GTE vs. Allendale, filed June in New Jersey

2. Port of Seattle vs. Lexington, filed July
in Washington state

3. American Guarantee vs. Xerox and Xerox vs.
American Guarantee, filed July in New York and
Connecticut, respectively

4. Unisys vs. Royal, filed August in Delaware

5. N#re vs. American Home, filed November
in Oregon

6. School District of Royal Oak vs. MASS-SEG
Property/Casualty Pool, filed November in
Michigan

1. ITT Industries vs. Factory Mutual, filed
December both in Indiana and New York

8. Kmart vs. Lexington, filed December
in Michigan
2000

9. Owens Coming vs. Factory Mutual, filed March

in Delaware

10. Mandalay Resorts vs. Factory Mutual, filed in

June in Nevada

11. Gap vs. Factory Mutual, filed July in California

tempt to recoup costs associated with their hands full with gun suits and
gun violence He also endorsed legis- other matters, including a suit against
lation mtroduced by Sen Mltch Mc- lead pamt manufacturers initiated by
Connell, R-Ky, that would not allow Rhode Island
Next, the private plaintiffs' bar is government any special legal stand- I would say no industry is safe
invited to get mvolved, pubhe offi- ing above that of individual plaintifs They can set their sights on Just about
cials from both parties become alhes in lawsuits brought m court any industry," he said
to pursue htigation where legislation Mr Pryor praised Judges who have Mr Levy responded to a question
has failed, and then a federal lawsuit thrown out such cases on constitu- as to why pornography producers
is proposed, just as the time and mon- tional grounds and state legislatures haven't been the target of such suits
ey involved in dealing with numerous that have passed laws calhng for by saying "l suspect the First Amend-
state and local lawsuits is sapping the greater pubhc scrutiny of deals made ment has something to do with"
target industry's collective strength, between state attorneys general and Roger Pllon, Cato's vp-legal affairs,
Mr Pryor said pnvate plamtiffs attorneys to pursue retorted that he recalled that a promi-
The final step is to pick out a par- such government-initiated lawsuits nent trial lawyer rephed that to the
ticularly weak member of the target Dunng a question and answer ses- question of why the fast food industry
industry and propose a settlement sion following the discussion, another hasn't been targeted for mass htlga-
with it as a step toward dnvmg other panelist-Robert A Levy, a senior tion by saying "we hke it too much "
members of the Industry to a national fellow at the Cato Institute-said that As the laughter to Mr Pilon's re-
settlement, he said one of the reasons distillers and other sponse died down, Mr Pryor drew
Mr Pryor said that suing an entire producers of alcoholic beverages have even more laughter by saymg, "God
mdustry to deal with Individual not yet been targeted for such suits is help us if we ever find a teetotaling
cnmes goes against the philosophy of that they are perceived as taking vegetanan trtal lawyer "
limited government put forth by steps agamst underage drmking and Mr Pilon moderated the session,
James Madison in the Constitution that addiction to their products is not which also mcluded remarks by for-
He suggested several methods to curb as pronounced as for tobacco mer White House Counsel C Boyden
such expansive lawsuits Mr Pryor responded that based on Grey on the government's antitrust
These included passing state laws his expenences with other attorney suit against Microsoft Corp
that prohibit municipal lawsuits generals, the reason the alcohollc bev- The Cato Institute is a non-partisan
against individual industries, noting erage industry hasn't been sued is Washington think tank that promotes
that many cities have filed their own "there are just so many hours in the free-market economics and limited
sults against gun makers in an at- day" and the attorneys general have government It

Targets

Continued from page 2

UPDATES

Rite Aid to sell PCS for $1 billion

IRVING, Texas-Rite Aid Corp iS selling its prescription benefit
management operation, PCS Health Systems Inc, to Advance
Paradigm Inc for $1 bilhon

Under the terms of the agreement, Irving, Texas-based Advance
Paradigm wlll pay $675 milhon in cash and $125 milhon in stock and
will assume $200 million m debt

The deal IS expected to close sometime before Sept 30 When It
does, Advance Paradigm will become the country's largest PBM,
handling about 450 million drug claims per year, the company said
The company also will change its name to Advance PCS

Rite Aid said it is selling PCS, which it bought in early 1999 from
Eli Lilly & Co for $1 5 bi-1104 to reduce debt and focus on its core
business of retail drug sales Ell Lilly paid $4 billionfor PCS in 1994

Rite Aid, which is based in Camp Hill, Pa, has seen its losses
mount over the past few years Last week, the company announced
that it had lost $238 million in the quarter that ended May 27 Rite
Aid lost $1.1 bilhon in its fiscal year that ended Feb 26

The company also restated its results for the two pnor years, re-
ducing earmngs by $16 bilhon,

The acquisition of PCS marks Advance Paradigm's biggest PBM
purchase to date In April 1999, Advance Paradigm bought the PBM
business of Foundation Health Systems Inc for $70 mtllion

Increasing the scale of its PBM operations was the key reason for
the purchase of PCS, said Dav-d Halbert, Advance Paradigm's chair-
man and chief executive officer, m a written statement Through the
deal, "we achieve critical mass, yielding enhanced operating efficien-

cies, a broader array of complementary clinical services and new ca-
pabilities," Mr Halbert said

Kemper integrated risk venture

NEW YORK-Kemper Solutions has formed a strategic alliance
with Castlebridge Partners LLC to lointly develop risk manage-
ment products and services that combme insurance and capital mar-
kets features

Kemper Solutions, a unit of New York-based Kemper Casualty
Co, uses integrated risk, finite risk and convergence risk structures
to craft insurance solutions for corporate clients Chicago-based
Castlebridge Partners is a trading and advisory firm specializing in
structunng derivatives to address commodity and financial risks

Through the alliance, Kemper Solutions and Castlebridge wlll col-
laborate on such products as.

« Price caps and floors for specialty commodities, such as paper
and forest products, agricultural products and other industrial raw
materials

« Price caps on baskets of commodities for clients considering
multiyear/multiline integrated risk programs

« Variable risk products that adjust insurance program terms
based on changes in independent mdexes or business variables, such
as oil prices, pulp prices or interest rates

Kemper Casualty Co is a member of the Long Grove, lll -based
Kemper Insurance Cos

HMO to shift focus in California

SAN FRANCISCO-UnitedHealthcare is shedding its small-em-
ployer enrollment in California to concentrate on the large-employer
market there

The company, a unit of Minneapolis-based UnitedHealth Group
Inc,announced today that it would transfer 225,000 members, en-

rolled in employer plans with 2,000 or fewer enrollees, to San Fran-
cisco-based Blue Shield of California

While the move will reduce UnitedHealthcare's overall California
enrollment to 700,000, it wlil allow the company to concentrate on
acquiring a bigger share of the large-employer market, a company
spokesman explained "We view the large-employer market as a
growth industry in California,” he said

Employees and dependents of large, multisite compames will con-
tinue to be serviced by Uniprise Uniprise, a subsidiary of United-
Health Group that covers large-employer groups, will expand ItS
programs in California under a new alliance with Blue Shield that
was announced in conjunction with the transfer agreement Under
the alliance, Uniprise members will have access to Blue Shield's ex-

tensive network of 42,000 physicians and medical facilities through-
out Cahfomia

Both Blue Shield and UnitedHealthcare stressed that all enrollees
affected by the transition will receive uninterrupted coverage and
access to care The transfer, which is sublect to regulatory review, is
expected to be completed by year end

Blue Shield is California's second-largest non-profit health plan,
with 2 1 milhon members

Briefly noted

James P Bryce will succeed John Dowling as president and chief
executive officer of Bermuda-based IPC Holdings Ltd. at the end of
July, when Mr Dowling will take early retirement to spend more
time with his family and friends Mr Bryce, IPC's senior vp, has been
the property catastrophe reinsurer's chief underwriter since IPC's
formation in 1993 SCOR S.A. has completed a 100 million euro
($95 5 million) debt offering aimed at boosting its life, accident and
health and specialty reinsurance operations SCOR has issued 20-
year subordinated notes that the reinsurer can repay after 10 years
Interest on the notes unll be payable quarterly and will be based on
the 3-month Euribor plus 1 15% for the first 10 years The long-term
notes are listed on the Luxembourg Stock Exchange and rated A by
A M Best and Standard & Poor's Corp
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I, 2QCAT LOSSES Catastrophes caused an ditional reinsur- - 1regur.quemalconUr #Fa - tive officer She previously served as senior
estimated $14 billion in insured property ance in the United .1,,s,sm- vp and chief human resources officer for the
damage in the United States during the sec- States and interna- r Il Columbus, Ohio-based insurer Mr.
ond quarter of 2000, acF:ording t_o the Pljop- I heS RI u I tionally; Discover Headley was elected president and manag-
erty Claim Services unit of ’ Re, the alternative '- O ing director of Nationwide Global Holdings

——_————_':?I\_—_ tgigslgri\r?ge'\ls‘eawc\e/i?li— ;':;:::jﬁrgfg‘t‘ A~ — e iomr —me and will oversee all international operations
BQilll' That was a significant Paul, and Financial Solutions, a new unit - Bl I-—— - C/gfgf?hd;i)gf,:s:n(;u?gessegf?ghzsngggcclgxz
drop from the $35 bilhon that will focus on non-traditional reinsur- ‘ less than two months after the announce-
-viii/-~- m Insured property damage ance James Duffy will head all of the rein- — . ment that W G Jurgensen will succeed Di-
sustained during the same peri- surance operations as chairman and chief mon R. McFerson as chief executive officer

od of 1999 The second-quarter losses executive officer He previously was prest- Spanish. Although business coverages to be of Nationwide Mutual Insurance Co and of
brought this >ear's total estimated catastro- dent of St Paul Re Mr Schell, who has offered online are still in development, con- Nationwide Financial Services Inc
phe-related insured property damage to $3 1 headed St Paul Re's London operations for sumers currently can purchase several per-
billion through June 30 Most of the second- the past two years, will return to New York sonal lines coverages on the site, a company BRIEFLY NOTED Wausau Insurance's Pres-
quarter losses stemmed from flooding, hail, as Bremdent and chief o erating officer of spokesman said FuturoSeguro 15 headed by ident and Chief Operating Officer Dwight
tornadoes and wind thaeaffected 24 states Global Reinsurance Mr Schell will be suc- Mike Farmer, a former head of new bustness Davis intends to retire from the Wausau,
~ ceeded as managing director in London by development for American Express' Net- Wis -based insurer and its parent, Liberty
I INSURANCE HALL OF FAME Hans Gerling, a Thomas Mahoney, who formerly headed St work Services Business Mutual Insurance Co, effective July 17
former senior executive of Gerling Group, Paul Re's Brussels, Belgium office The Fi Wausau's new president will be Jim Mclin-
and Jose Pinera, the author of Chile's private nancial Solutions unit is composed mainly of | U.S. RE UNDERWRITING MANAGER In an ef- tyre, 42, a 19-year veteran of the company.
national pension system, were inducted into staff formerly with St Paul Re's non-tradi- fort to increase its risk transfer capabilities, He currently serves as Wausau's executive vp
the International Insurance Society Inc 's In- tional reinsurance unit and its former finan- U S Re Cos Inc has launched an under- and manager of its commercial insurance
surance Hall of Fame on last week Mr Ger- cial lines unit It will be headed by John writing management subsidiary in Atlanta markets business unit. Federal prosecu-
ling, who died in 1991, was recognized for Rathgeber, executive vp and chief under- Unt-Ter Underwriting Management Corp tors from the U S Attorney's office and the
contributions he writing officer Discover Re, which reinsures will be a wholly owned unit of New York- FBI have Joined California Attorney General
= made to the recon- captive, risk retention groups and self-in- based U S Re J Sterling Shuttleworth, for- Bill Lockyer in his investigation of Califor-
r 1. - struction of the sured retention programs, will continue to merly president of Atlanta-based managing ma's Department of Insurance under forrner
West German econ- be headed by George Estes general underwriter The Northern Group commissioner Chuck Quackenbush, a
omy and the Gerling Inc, will be pres.dent and chief executive of- spokesman for Mr Lockyer confirmed.
Group of companies | AON BUYS CONSULTANT Aon Corp has ac- ficer of Uni-Ter, Tal Piccione, chairman and Standard & Poor's Corp has assigned a fi-
after World War Il quired Advanced Risk Management Tech- CEO of U S. Re, said the new unit initially nancial strength rating of AA- to Mapfre
Mr Pinera, founder niques Inc, a Lake Forrest, Calif -based risk will specialize m property/casualty coverage Reinsurance Corp. The rating reflects the
and president of the International Center for mana?ement, actuarial and insurance con- for nursing homes and health care facilities, Florham Park, N J -based property insurer's
Pension Reform in Chile, was recognized for sulting firm with more than $3 million in offering professional liability, workers com- strategic importance to parent Mapfre Re
formulating a private pension system :hat annual revenues Terms of the transaction, ?ensation and other coverages to health care Compania de Reaseguros S A Mapfre Re
was implemented in Chile in the early 19805 which is subJect to regulatory approval, providers acquired the unit, formerly known as
and adopted by several other countries were not disclosed ARM Tech specializes in Chatham Reinsurance Corp , last year from
around the world as an alternative or sup- the health care, construction, utility, associ- NATIONWIDE APPOINTMENTS Nationwide Ecclesiastical Insurance Office PLC
plement to state-based pension systems Mr ation/pool and public entity industries Bus:- Mutual Insurance Co announced last week Standard & Poor's has upgraded London-
Pinera is co-chair of the Washington-based ness '"svran<e ranked the firm as the fifth- that Michael S Helfer, Donna A James and based Groupama Insurance Co. Ltd.'s finan-
Cato Institute's Project on Social Security largest risk management specialist, which Richard D Headley have apPointed to new cial stren?th rattng to A+ from BBB+, follow-
Privatization The Insurance Hall of Fame, are companies that derive the majority of leadership positions Mr Helfer assumes the ing a pledge by the U K insurer's ultimate

yvhich was_establish_ed m 1958 gnd has 103 the_ir revenue from risk management con- newly created role parent, Caisse Centrale des Assurances
inductees, iS based in the IIS' offices in New sulting (BI, April 3) of executive vp for Mutuelles Agricoles, to guarantee Groupama
York corporate strate- policyholder obligations

h MULTILINGUAL INSURANCE SITE FuturoSe- gy. He previously
I ST. PAUL RE RESTRUCTURING The St paul guro, a new Miami-based online company headed a Wash- h To get breaking news as it occurs, visa Bu*
Cos Inc has restructured its remsurance op- targeting consumers throughout Latin ington law firm s ness Insurance's free online Updates at www.
erations and named Michael Schell as head America and the United States, is offering in- financial institu- businesslnsurance.com. All of the material in the
of its traditional remsurance division Under surance comparison shopping for a variety tions group Ms For The Record column, as well as omer content
the new organizational structure, St. Paul of personal lines coverages. The company's James was elected - in this week's issue, 18 generated trom dall¥
Cos. Reinsurance Group will encompass Web site, www futuroseguro com, provides executive vp and __ KEIjly#119* news postings that appeared on the Web site In
Global Reinsurance, which underwrites tra- information in English, Portuguese and chief administra- - the previous week.

Find daily coverage on Corporate Risk, Employee Benefit and Managed Health Care News at www.businessinsurance.com
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Aon Corp NYS 3238 3.39 1906 43.13 20 69 2978 Gainsco Inc NYS as1 548 10.47 6.94 4.50 20 Vesta Insurance Co NYS 6aa 463 66.13 7.88 344 130

Brown & Brown NYS 51.00 0.12 33.12 s2.50 30.7584Clark Harleysville Group NDO 1825 .66 28.07 2075 1163 215 XL Capital Ltd NYS ss.38 332 1253 6350 39 00 1187
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Kaye Group Inc NDO 713 2258 493 11.88 500 as Hartford Financial | Services NYS soo00 127 2665 6400 29 38 3083 Foundation Health Systems Inc NYS 1431 3.78 a4.03 1694 6 25 1679

Marsh & McLennan NYS 110.63 231 se1 11250 61.75 3033 John Hancock Financial Service NYS 2394 s=2 aos1 2463 1344 4558 Humana Inc NYS 7.06 22.83 1374 1319 4.75 7734

LaSalle Re Holdings Itd NYS 1506 0.4z -871 18.63 1088 436 Oxford Health Plans NDO 25.31 1.94 0951 27.19 975 7408

BROKERS AVERAGE a1e 2.86 Lincoln National NYS 4331 Eea 828 57.50 2263 5943 Pacificare Health Sys NDO 6263 6.37 18.16 7231 31.13 1288

MAIC Holdings Inc NYS 1125 sze 4690 2905 10.00 173 Sierra Health Services NYS a.e0 a.28 4486 1456 275 270
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Markel Corp NYS 150.63 .60 282 19200 11150 a5 United HealthGroup NYS 8a.50 s.85 s9.06 °194 39 38 6098

ACE Lta NYS 3156 8.37 £9.14 31.88 1406 es01 MBIA Insurance Group NYS s3.56 288 142 66.94 36.31 1382 Wellpoint Heallh Networks NYS 75.44 100 1441 se.60  as 25 2656
Accel International Corp NDO o.63 0.00 750 1.88 o.50 34 Meadowbrook Insur Group NYS 204 asz 24.76 1406 4.50 30 HMOs AVERAGE 2.9 25.22
Acceptance Insurance Cos NYS a.81 1324 1630 1594 2.75 107 rtenite NYS 20.88 4.57 a6.a9 2206 1azs 7a10 ALL COMPANIES AVERAGE 2.27 9.23
AEGON N VvV NYS 36.13 1.94 24.35 a9.13 3150 s88 Mutual Risk Mgmt Ltd NYS 15.19 1383 o.67 3550 o81 2403
Aetna Life & Casualty NYS 7113 as8 27.44 8994 38 50 3757 Navigators Group NDO o.88 748 128 1600 s63 20
AFLAC Inc NYS 51.88 892 o.93 54.25 33 56 4588 NYMagic Inc NYS 14.75 172 11.85 16.13 1225 39
Allmer,ca Financial Corp NYs sess 135 135 6a.81 ss.06 557 Ohio Casualty Corp ~NDo 1025 186 36.19 1863 o.88 832
Allstate Corp NYS 2as8 o1 3.38 3794 17.19 10393 Old Republic Int | NYS 1819 319 33 49 1881 10.63 2404
i Ambac Financial Group NYs 57.44 o7e 1006 6300 3888 1637 partner Re Lid NYS 3763 203 1590 s075  2sss 257
American Financial Gro,p NYS 2581 o8 213 3844 1ess 278 Penn America Group Inc NYS 7.25 seo 645 1038 6.63 a2 2
American General ] NYS 67.06 520 1161 8219 a5 63 4864 PMA Capital Corporation Noo 1888 ose s.03 2100 1850 249
American Intl Group Nys 11088 154 1387 12406 7856 9549 Philadelphia Cons Holding NDO 1588 522 948 2444 1081 aa7 8/ Insurance Index
American Safety Insurance NYS ase azo 2381 ss6 575 34 PXRE Corp NYS 13.13 278 0.96 1956 0.04 60
Argonaut Group NDO 17.63 140 1132 2663 1eso 132 Reliance Group Holdings NYS oso 3333 ozas 7.75 0 a7 azzo
AXA UAP Group NYs 73.63 680 370 8150 5375  as0 RellaStar Financial Corp NYS 52.81 oza 2477 52.94 2375 3052
Baldwin & Lyons Inc NBO 1ree 26t 23.16 2s.04 1eee 1 RenaissanceRe Holdings Ltd NYS az.e1 000 4.74 a1z 33.19 138 2,300
Berkley W R Corp NDO 2000 390 a19 2794 1400 200 ALl Corp NYS 36.00 213 ses sees  zezs 63 ' 2 2 9 7 7 3
Berkshire Hathaway Inc NYS 54900.00 223 214 7150000 40800 00 2 St Paul Cos NYS 37.44 257 1113 3938 2131 3304 2250 ’ "
Capitol Transamenca Corp NAS 11.00 112 o 32 1525 o.38 12 ScorR NYS azeo 3.80 353 s3.63 38.38 a 2,200
Chubb Corp NYsS 6731 366 1953 7294 4325 =275 SAFECO Corp NDO 21.81 116 1231 44 50 18 00 1677 2.150
CIGNA Corp NYS o975 o.06 2382 10306 60 75 5183 SCPIE Holdings Inc NYS 21.44 3.30 33.27 36.94 19.00 NA '
Cincinnati Financial Corp Nvs 36.13 0.06 1333 as31 2619 1414 Se,bels Bruce Group NDO . 1250 s750 560 ors 2 2,100
Cltigroup NYS ss00 431 22.11 6225  41.19 32035 Selective Ins Group nNDO 1850 330 764 2250 1463 158 2,050
CNA Financial Corp NYS 3763 0.7 237 4213 2486 196 Toklo Marine & Fire NDO 5550 837 s1a 67.00  45.00 a3
CNA Surety NYs 1219 1se 625 1es0 o7 2a0 Torchmark Corp NYS 2663 2.16 8.3 36.94 1875 1378 2.000
EMC Insurance Group Inc NDO o25 571 37 1338 e84 a7 Transatlantic Holdings NYS 84.a4 015 817 o156  68.75 64 1,950
ESG Ae Limited NDO 3.88 .62 aa.1a 1675 3.19 61 Trenwick Group Inc NYS 15.25 210 o96 25.06 1200 231 1,900
i Enhance Financial Services NYS 1569 346 22.63 8.63 640 Un,co American Corp NDO 6.25 0.00 1071 10.50 4.50 281
Everest Reinsurance NYS 37.25 6695 3850 20 50 1032 United Fire & Casualty NDO 1969 362 1208 26.50 1550 34 1,850
Fremont General Corp NYS a.69 s aa 1956 388 2590 Unitrin NDO 30.19 ooo 1077 4238 2038 314 1,800
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Ra N d ings lost by workers injured at self- benefits to some workers who have claimants at the state's Insured em- for Compensation Reform
insured companies, compared with minor imunes than to others with ployers receive those benefits The new findings agree with a 1997
the earnings lost by workers at in- more serious disabilities, they con- California's Increased use of per- report released by Rand that also
Continued from page 1 sured employers, Rand found tend manent partial disabillty benefits "is found that the state's system fares
the state's workers compensation sys- Claimants at self-insured compa- In Callforma, permanent disabill- dnven by ellgibility criteria that, poorly m compensating injured
tem mes, however, have 50% htgher earn- ties are rated for their severity of im- lacking a means for objective testing, workers for lost wages Employers

Rand's recent study comes just as ings than employees at Insured com- pairment according to subjective are often disputed," the report states had criticized that study for, among
Cahfomia leBslators are weighing a panies and, therefore, have higher medical evaluations Benefit levels "This increaseshtigation and under- other things, not containing informa-

bill, S B 996, that would increase all absolute losses, Rand found after are then based on those subjectively nunes confidence in the system " _ tion on self-Insured employers (BI,
types of indemnity benefits, with the evaluating permanent disability dellved ratings Rand's findings reinforce our posi- Nov 24, 1997) ) )
greatest increases for permanent par- claims Researchers found that, five Other states take a more rigid ap- tion "and that of the entire employer California at the time did not re-

tial disability benefits For example, years after Injury, employees at self- proach, relyrng on obiective medical community that the permanent dis- quire self-insured employers to re-
the average award would mcrease to insured companies lost $39,500, com- enteria for determining impairment, ability system in Callforma iS m- port their claims data, so information
$6,000 from $3,000 for injuries with pared with $33,000 at insured com- Rand notes equitable, inconsistent and over-liti- about those employers and the im-
an unpalrment rating below 15% panles Employers in Cahfornia have long gious," states a June 27 letter to the pact of their return-to-work and oth-
If the bill becomes law, it would in- That happens because permanent argued that the subjective unparr- Commission on Health, Safety and er programs was not available when
crease workers comp costs by as dtsability beneht caps do not vary for ment rating system is costly and Workers Compensation from the Rand conducted the earher study

much as $2 6 bilhon over five years, self-msured vs Insured plans, the needs revamping (Bl, May 3, 1999) Sacramento-based Callfornians for To reach its latest conclusions,
according to the state Workers Com- study notes Therefore, claimants at Relymg on subjective ratings also Compensation Reform Rand focused on data provided by or-
pensation Insurance Ratmg Bureau self-insured employers have 48% of increases htigation costs and some- CCR and ItS employer members ganizations representing self-insurers

Both labor and employers are cit- their pretax wage losses replaced by times rewards claimants more for want a system that rehes on objective and Information contributed by 68
ing elements of the Rand study to workers comp benefits, compared their ability to act injured than on the medical findings in the diagnosis of a pnvate self-insured employers
bolster their arguments for and with 53% for themsured actual extent of their Indury, said Mr worker's partial impairment Some of the findings in the recent
against the proposed benefits in- Most stakeholders m the workers Wilson, who is a member of the Com- While Rand's study notes that sub- Rand report were presented dunng
crease compensation system agree that a mission on Health, Safety and Work- jective disabillty ratings impact em- legislative hearings earher this yeal

Workers comp benefits must be 50% wage replacement is too low, ers Compensation, appointed by for- ployer costs, the report makes no ree- on S B 996, the benefits increase bill
raised because return-to-work pro- said Robert T Revdle, a Rand mer Gov Pete Wilson ommendations for change The cur- Last year, Gov Gray Davls vetoed
grams are not enough to stem em- economist who co-authored the re- "l have administered programs in rent report, though, is only one part a similar bill that sought nearly $2
ployees' losses from an Injury, Tom port It is lower, for example, than the 17 states and there is nothing as mad- of a larger overall study that Rand blilion in beneht increases and which
Rankin, president of the Callfornia two-thirds wage replacement avail- equate and comphcated as what we has been commissioned to complete, employers opposed This year, S B
Labor Federation, stated m a June 21 able for temporary disabillty benefits have in Callfornia," Mr Wilson said and more Rand studies are scheduled 996 emerged as the continuation of
letter to the chairman of the Commis- under the state's workers comp sys- The Rand report reached a similar to follow that battle and went right to a confer-
sion on Health Safety and Workers tem, which is a level generally consld- conclusion The current California The proposed benefits increase ence committee
Compensation ered appropriate m various benefit workers comp system results in high- called for under S B 996 should be Legislators are expected to vote on

"Even at the best firms in Callfor- adequacy studies, he said er costs for employers, the study delayed until Rand's work iS Com- the final legislation sometime be-
nia, wage replacement rates are un- Employers acknowledge that per- finds In comparison to other states, plete and the state commission firmly tween Aug 7, when they return from
acceptably low," Mr Rankin wrote of manent disabillty benefits have not for example, a larger fraction of Call- establishes what type of system is recess, and Aug 31, when they ad-
Rand's findings "Some injured kept up with some inlunes, said John fornia claimants receive permanent best for California, Mr Wilson said Journ the session

workers, even after benefits, are los- Wilson, executive director of the partial disability benefits Merely providing a benefit increase -

mg tens of thousands of dollars over Schools Excess Liability Fund in Rand's latest report draws on pre- wlll not improve the problems, he The studjh 'fEarnings Loss from a
the years after the Injury, not to men- Sacramento, Callf viously pubhshed statistics that show said Pennanently Dmabling Injury and
tion the loss of fringe benefits and the Employers argue, however, that only 18% of indemnity claimants in Employers are prepared, however, Replacement from Workers Compen-

uncompensated personal losses they before benefits are raised across the Wisconsin and 23% of those m Wash- to negotiate some increases in bene- sation at Pnvate Self-Insured Em-
suffer in their daily hves due to their board more basic flaws in the partial ington state receive permanent par- fits for severe injury cases, such as ployers," ts erpected to be avattable
InjuneS" disabillty benefits system need to be tial disability benefits In contrast, those involving amputations, agreed thts month For mfonnatton, contact

Return-to-work programs effec- addressed The state's system is inef- 44% of claimants at Callfornia's self- Mr Wilson and Lon Kammerer, ex- Joanna Netsen at the Rand Institute
tively lower the proportion of earn- ficient and inconsistent, paying more insured compames and 43% of ecutive director of the Callfornians for Civil Justme, 310-393-0411

TAGNG STOCK

ISO review serves as wake-up call

By MYRON M. PICOULT managements have recognized the need the industry has been supporting its Hence, enter the underreserving game,
Special to Bus:ness Insurance for rate rehef and are executing The first earnings over the past few years by which we also call "cheating " Entities
round of mcreases and the early stages of drawing down on reserve redundancies that employ methodologies that hide
review by the Insurance Services the second round for a few purveyors are established in the early 1990s With few negative earnings trends in the short run
Office Inc of first-quarter clearly not enough to return the industry exceptions, the cushion is now gone and at the expense of undermining the
operatmg results for the three to any reasonable modicum of the continuation of the game is integrity of their balance sheets,
months that ended March 31, continues to profitability Hence, the trends for rate undermining future earnings As the inevitably magmfy those problems in the
underscore the degree to which the relief and business retention remain pressure increases, managements have to Iong run
industry has undermined its underwriting critical While investors willl continue to address their options They include raising The industry's reserve record is at best
template and balance focus primanly on improving rate insurance rates, bellying up to the bar and checkered Over the past year or so, we
sheet Indeed, snippets dynamics, we do not yet believe they are recogmzing the impact of several years of have seen numerous companies blow up
of information coming completely immune to unexpected deficient pricing on reported earmngs, and others struggling to avoid crashing
from managements negative earnings surprises continuing to underreserve or use some Unexpected reserve blips happen to even
ahead of second-quarter The key figures from the ISO first- combination of the aforementioned the most conservatively managed entities
t/ 41 earnings about the quarter data revolved around paid losses One can only speculate on the path However, there is a difference between
impact of catastrophe and reserves Paid losses increased 13 7% individual insurance entities will take to bbps and chronic underreserving Our
losses and some obtuse to $59 6 billion-or $7 2 billion above the work their way out of the morass As a unease over overall reserve levels is tied to
commentary about corresponding 1999 number Reserves, on general rule of thumb, our guess is that both underpricing and underreserving in
pricing being permitted the other hand, declined almost $3 4 some combination of the options recent years Concern about reinsurance
to get too attractive on billion from year-end 1999 Hence, the previously noted will probably be used by recoverables is yet another layer of
certain business paid-to-incurred ratio hit an astoundmg most camers Indeed, most managements anxiety
segments, conjure up Images of gobhns 106 0% (and boards) seem to be paranoid about One would think that the propensity to
and witches in the third and fourth Anything above the 100% mark being "blanched" by unexpected negative underreserve would be relatively small
quarters of 2000 as well indicates a liquidation of reserves A earnmgs announcements and infrequent given the army of
According to estimates released by the portion of the jump in paid losses can be Furthermore, mdividual capital insurance professionals (I e actuaries and
ISO, catastrophe losses for the three attributed to paying off some 1999 fourth positions may not be as robust as they accountants) who review reserve levels
months that ended June 30 wiill quarter European storm losses, some appear and this could lead to various Unfortunately, this does not seem to
approximate $1 4 billion, compared to the accelerated payments on environmental ratings reviews by the rating agencies, currently be the case
$3 5 billion incurred for the same period losses, some Unicover settlements, the which seem to have become increasingly Much has to be done to repair the
last year Notwithstanding the enormous commutation of losses spurred by merger sensitized to balance sheets Virtually all industry's reserve credibility For starters,
cache of capital garnered from the and acquisition activity or proactive carriers are now dancing to the rate there must be a tighter definition of the
performance of the stock and bond programs of some insurers to eliminate increase rumba The key to success in the term "reasonableness" that so many are so
markets in recent years, it is intriguing claim backlogs and hold down prospective immediate future is sustainablhty of the quick to sign on to ial
that the industry seems to have run out of loss adjustment expenses, as well as upward pricing momentum
$20 bills in its wallet forestall the impact of creeping inflation Notwithstanding numerous programs to
When one pulls out the capital of on existing claims It is interesting to note pare expenses and/or the execution of Myron M Picoult ts a director and se-
several jumbo well-capitalized domestic that some of the latter theories, if various merger or acquisition plans, most nzor adviser to the financzal inst:tutzons
and foreign entities, though, the industry's implemented, actually exacerbate the cash carriers will be challenged to provide group at Wasserstein Perella & Co Inc m
current premiums-to-surplus ratio of flow squeeze currently engulfing many reasonable returns on therr capital until New York Hets the past president of the
0 85-to-1 will at least double As noted in insurance entities Nevertheless, in the the basic balance between loss costs and Assn Of Insurance & Financ:at Anatysts
our last column, this ratio is somewhat end, the reserve decline is clearly related appropriate premium levels is restored and a member Of the New York Soczety of
meaningless as it is not risk adlusted to a continuation of too many camers However, this takes time and we sense Secunty Analysts An archive of Mr Pt-
The good news is that these woeful cheating to prop up current earnings that too many purveyors have permitted Coult's columns for Business Insurance
results are finally getting the attention of Several years ago, we wrote a piece industry observers to get earned away can be viewed on the World W:de Web at
both managements and boards of titled "Everybody loves a magic show with their 2000 and 2001 earnings www businessznsurance com He can be

directors With very few exceptions, until the money disappears " In general, projections reached at mpicoutt@wpequity com
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THE WEB BASED BENEFIT EXCHANGE THAT RADICALLY SIMPLIFIES
THE BUYING¥ SELLING AND MANAGEMENT OF HEALTH CARE AND GROUP BENEFITS.

The purchase and management of group employee
benefits is a fragmented process. Buying decisions are
rarely made under a coordinated approach. This isolates
employers from the needs of their employees, and
health plans from their clients, making it nearly
impossible to provide consistent standards, accuracy

and service.

The eBenX Benefit Exchange changes this picture by
providing an exchange - the electronic infrastructure
that supports end-to-end processing and provides a

real-time interface between employers, their advisors
and the providers of group health and welfare benefits.

Best of all, every member of the eBenX Benefit Exchange
is provided with the tools they need to manage their own
individual part of the picture, to improve the client
relationship at every stage of the sale.

So, reap the benefits of our revolutionary Exchange by
becoming a charter member of the eBenX Benefit

Exchange. Call 877.775.6233 or visit www.ebenx.com.
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