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Brokers' growth engine sta lls

1993 gains hampered br competition, CutTency conversion

Revenue growth in 1993 was barely visible for the
Norld's 20 largest insurance brokerages.

The combined revenues of the 20 companies in-
‘reased only 2.3% last year, by far the lowest
Irowth rate in the five years that Business Insurance
ias ranked the world's 20 largest brokers. That
:ompares with the previous low of 4.5% revenue
trowth in 1992, which had been down from 6.496
n 1991, 15.9% in 1990 and 4.8% in 1989.

The ongoing soft market in the United States con-
inued to hold down premiums-and commis-
ions-for most U.S. brokers in 1993.

Although insurance rates began firming outside
he United States last year, the stronger U.S. dollar
lampened 1993 revenue gains when converted to
lollars for all foreign brokers. Business Insumnce
ises average annual exchange rates to convert for-
'ign currencies into dollars. The average 1993 value
,f the British pound, for example, is 15% lower
han its 1992 value. The lower exchange rate is
)artly responsible for the disappearance of Lon-

don-based Steel Burrill Jones Group P.L.C., which
had debuted in the rankings in 1992 at No. 20.

However, revenue gaims in a broker's home coun-
try currency are shown in a chart on page 4.

There are three new brokers in this year's rank-
ings: No. 7 Bain Hogg Group, which was formed
earlier this year by Bain Clarkson Ltd.'s acquisition
of Hogg Group P.L.C.; No. 18 CECAR, a Paris-based

The

100 largest
U.S. brokers

Page 3

broker new to the rankings; No. 19 Poe & Brown
Inc., which was formed by the merger of Poe & As-
sociates Inc. and Brown & Brown Inc.; and No. 20,
tC);r(?(upe Le Blanc de Nicolay, another Paris-based

This year's report on commercial insurance bro-
kerages includes 257 companies that reported gross
revenues for both years, for a total of $14.13 billion
in 1993, up 2.7% from $13.76 billion in 1992.

The 23rd annual Agent/Broker Profiles report,
which begins on page 3, also includes:

 Charts of the 100 largest brokers doing business
in the United States and the leading U.S. retail bro-

kers.

* An overview of the commercial insurance bro-
kerage business in 1993.

* A report on what the top officials of publicly
held U.S. brokerages earned in 1993.

« Profiles of the world's 20 largest brokers.

» A directory of commercial insurance brokers,
followed by a geographical index.
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portfolio specialists in London implemenied a funds-management plan for the multimillior-dollar captive. Excess ccrerage was
written by an AIG comr pany in Europe. The result was a comprehensive risk management program created without sacrificing eicher

‘tiveness or continuity. And another demonstration of how the AIG Companies provide the definitive respoase to risk.

AIG WORLD LEADERS IN INSURANCE AND FINANCIAL SERVICES.

American International Group, Inz., Dept. A, 70 Pine Street, New York, NY 10270.

For more information, contact vour iocal Corporate Accounts Marketing Director or call

Barry Persofsky, National Director—Corporate Accounts, Amrerican International Companies at 212-770-7100.




OUR INSURANCE AND FINANCIAL SKILLS SET A CAR RENTAL FIRM ON
A FASTER ROUTE. While helping a multinational car rental firm manage its complex U.S. insurance needs, the AlG

Companies were asked to develop a cost-effective plan for coverage throughout Europe. Our captive management experts showed the

company a new direction. They established a self-insured retention program and a claims-management system for the firm, while




IT TOOK MORE THAN TRADITIONAL

INSURANCE CAPABILITIES TO GET ONE

COMPANY MOVING AHEAD.
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Michigan orders defense cover
for companies named as PRPs

LANSING, Mich.-Inszirers must provide
defense cost coverage to policyholders that

have received "potentially responsible
party” letters, the Michigan Supreme Court

has ruled.

In Michigan Millers Insurance Co. vs.
Bronson Plating Co., the insurer had argued
that defense cost coverage under compre-

hensive general liability policies can only be
triggered when a lawsuit is filed.

However, in a 4-3 ruling, Michigan's high-
est court ertended the definition of lawsuit

Continued on nezt page

Employers disturbed
by reform proposals

Four bills contain

new benefit taxes,
less cost control

- and higher liability

AP/Wide Wodd photo

Floodwaters cover the streets of downtown Montezuma, Ga.

INnNsurers expect
Southeast flood

losses to be

By SARA MARLEY
and MICHAEL SCHACHNER

Insurers are expecting light
losses from the flooding that has
plagued Georgia, Alabama and
the Florida panhandle for two

weeks.

The Property Claim Services di-
vision of the American Insurance
Services Group expects at least $5
million in insured damages from
the flooding, but has not issued a
damage estimate.

Georgia officials are predicting
between $100 million and $200
million in total damages (Bl, July
11).

Jim Ketcham, property claims
manager with Great Central In-
surance Co. in Peoria, lll., said
virtually none of its commercial
policyholders in the flood-rav-
aged area had flood coverage.
"We insure a restaurant there that
has water up to its roof, but with-
out flood insurance we're only re-
sponsible for $1,000 in food spoil-
age."

"It's a lot like the situation in
the Midwest last year,” Mr.
Ketcham said (see related story).
"Very little flood coverage was
taken by people in the area be-
cause they never expected any-
thing like this. But last summer,
some people without flood insur-
ance actually did better than
those who had it. Between the
government, voluntary donations
and the Salvation Army, many
people made out better than what
their flood insurance paid."”

The National Flood Insurance
Program has a less than 10% mar-
ket penetration in the af-

Continued on page 93
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Many victims
of'93 floods

find coverage
has dried up

By SARA MARLEY

One year after flood waters
devastated many communities in
the Midwest-and as floodwa-
ters now ravage parts of the
Southeast-many businesses
still lack adequate flood insur-

Already limited capacity for
flood risks in the commercial in- ,
surance marketplace has re-
ceded, leaving many businesses,
with only the low limits-and no
business interruption cover-
age-available from the Na-
tional Flood Insurance Program.

The number of policies written '
by the federal program in the
nine states affected by last

. year's Mississippi River flooding

increased 35% to 119,682 poli-
cies in force as of year end from
88,357 last May, said Don Col-
lins, deputy administrator for
the Federal Insurance Adminis-
tration, which oversees the 5
NFIP.

However, those figures still
represent only a fraction of the ,
policyholders eligible to pur-
chase the limited flood protec-
tion, government officials say.

Continued on page 93
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By JERRY GEISEL

WASHINGTON-Employers
that once embraced the objectives
of health care system reform now
warn of a potential disaster for
companies if certain provisions in
four bills awaiting congressional
action become law.

Through a combination of cav-
ing in to special interest groups,
bad policymaking and just plain
ignorance, legislators have put to-
gether bills that vary only in the
degree of problems they could
cause employers.

"The bills would destroy so

much good that is going on in the
market. We will lose the ability to
control costs and ensure quality
care. At this point, | would rather
have no biLl than any of the com-
mittee-passed bills," said Sean
Sullivan, president of the National
Business Coali-
in Washington.

In numerous MEA!,111
ways, all the OZE

bills would be-
100%,

tion on Health

gin to undo
strategies em-
players have de-
ployed in recent years to bring
health care costs under control.
Consider a few examples:

- Employers that have shifted
all of their employees to managed
care plans, like health mainte-
nance organizations, would be

forced under the measures to add

indemnity plans,,the highest-cost

type of health care program.

» Under several of the propos-
als, employers, even small firms,
no longer could only offer one
health care plan. In some cases,
they would have to offer at least
three different types of health care
plans, including a traditional in-
demnity plan.

- All the proposals, in different
ways, would force insurers and
employers that have established
managed care networks to include
medical providers that may have
poor records in controlling costs or
providing quality care.

= The bills also would expose
employers to the full force-some
would say horrors-of the tort liti-
gation system: All the proposals
would allow huge awards, includ-
ing punitive damages, against em-
ployers that mishandle health care
claims.

Continued on page 84

ANy adverse effects”?

Drug industry mergers invite more scrutiny of plan costs

By CHRISTINE WOOLSEY

With the pharmaceutical indus-
try's rapid march toward vertical
integration, savvy employers
will begin examining their
prescription drug plan
claims data now to keep
track of any changes in
prescription drug formu-

continue to

Rx firms being swallowed up

Acquind companies and number of
o1./,1..... Idn,plans

Large drug

manufacturers

laries, discounts and uti- acquire P ==
lization patterns. pharrnacy

That's the advice from benefit
employee benefit profes- managers...

sionals assessing last
week's announcement that "\
Eli Lilly & Co will buy
McKesson Corp. subsidiary PCS
Health Systems Inc. for $4 billion.

The deal is the latest in a string
of drug company buyouts of pre-
scription cost management firms.

Employers are not likely to see
any significant increases in pre-
scription drug program costs over
the next year since current con-
tracts typically contain fixed dis-
counts and rebates.

However, some consultants pre-
diet employers will see drug for-
mularies change as prescription
drug plan managers now owned
by drug makers begin to give their
parent company's drugs preferred
spots on those lists.

AnNnd that could lead to an ero-
sion in prescription drug dis-
counts and rebates, they warn.

Intense price competition in the
pharmaceutical market and rapid
movement toward managed care

O ==

/ PCS Health Mlecc):lco 1 1I

iversified

Systems Inc. | ContainmeRt =

) armaceutical
- Services Inc.
*,e: Services Inc.

1 1

million V million V million

et A RLEI>14.6.3 - {{f (%f>{8]f%30,4. ¢ . 31" 21 XL

0..the largest independent firms still on the table

6% Caremark Value

International '7' Health inc.

Inc.

28 11.5

million million

have resulted in more tightly con-
trolled distribution channels and
increasing pressure on drug com-
panies to provide discounts. Be-
cause managed care organizations
control an increasingly large per-
centage of all prescriptions dis-

Diagnostek Express
Inc. Scripts Inc.
13.2 s _ =
million miillion r-

GRAPHIC BY JOHN HALL

pensed, they represent a signifi-
cant channel for drug makers'
products.

To guarantee access to a signifi-
cant slice of that lucrative market,
several large drug makers have

Continued on page 94
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Legal services owed to PRPs

Continued from previous page
to include "the functional equivalent of a suit."

The majority found that expanding the limitation of the insurer's ob-
ligation reflects "the modem realities of our legal system," citing in-
creased reliance on administrative agencies, arbitration and alternative
dispute resolution to resolve legal controversies.

However, the three dissenting justices mfused to depart from the
plain language of the insurance contract, noting that "the insurance
policy language delineates the risk assumed and makes clear that the
parties contracted for a defense by the insurer against a lawsuit
brought in court, and not for something else that might be regarded as
'the functional equivalent' thereof."

The July 12 decision stemmed from a declaratory judgment action
filed after Michigan Millers provided a defense under protest to Bron-
son Plating Co. when it received notice from the Environmental Pro-
tection Agency that it might be liable for contamination at a metal
electroplaung facility.

EMF cancer patient gets comp

TACOMA, Wash.-The controversy over whether a person can de-
velop cancer from exposure to electromagnetic fields is being fueled by
a workers comp award to a former employee of Kaiser Aluminum Co.

Kaiser is appealing the June 29 ruling by Washington's Depaitnent
of Labor and Industries, which is appamntly the first time a govern-
ment body has acknowledged a link between EMF exposure and can-
cer. Although several recent lawsuits have charged that exposure to
electromagnetic fields causes cancer, overall scientific evidence of such
a link is not conclusive (BI, May 30; April 11).

In this case, Washington state workers comp officials awarded medi-
cal benefits to James Brewer, 50, who developed non-Hodgkin's lym-
phoma, a form of cancer, after working in the "pot room" of Kaiser's
Tacoma smelter from 1969 to 1986. Electricity, and resulting electro-
magnetic fields, are a key component in aluminum production.

However, the state department's decision was based only on limited
medical data supporting Mr. Brewer's claim, which was the only medi-
cal evidence submitted in the case, a department spokesman said. Dr.
Samuel Milham, whose research has linked EMF exposure and cancer,
indicated it was "more probable than not" that the worker's cancer
was due to EMF erposure and other toxic substances, the spokesman
said.

Kaiser, which is self-insured, did not submit any opposing medical
information at the time of the decision, but plans to do so soon.

"We are fairly-confident the ruling will be reversed once all the evi-

dence is presented," said a spokeswoman for Kaiser, a unit of Hous-
ton-based Maxxam Inc.

Campus insured for fire loss

FORT COLLINS, Colo.-Colorado State University has mplacernent
cost coverage for the 11 destroyed and two damaged buildings at its
Pingree Park Mountain campus and conference center that were hit by
a forest fire Julyl.

CSU Risk Manager Sandy Trussle said the policy, issued by National
Union Fire Insurance Co. of Pittsburgh, Pa; an American International
Group Inc. unit, has a $100,000 deductible. Despite fire otficials' est-
mate of $3 million to $4 million in damage, "we haven't arrived at a
total estimate yet," she said (BI, July 11).

"Right now, we're ttying to get the remaining structures back in op-
eration so we can accommodate our academic program next Monday,"
she said last week.

As of PYiday, fimfighters were sbll battling 14 fires involving 72,085
acres in seven Western states: Arizona, New Mexico, Colorado, Oregon,
Texas, Nevada and California, a spokeswoman at the National Fire In-
formation Center in Boise, Idaho, said.

Don King charged with fraud

NEW YORK-Don King, the flamboyant boxing promoter, de-
frauded Lloyd's of I,ondon underwriters of $350,000 through a bogus
insurance claim, a U.S. attorney alleges.

If convicted, he could face $2 million in fines and a prison term.

The alleged scam centered on a scheduled 1991 Las Vegas bout be-
tween Julio Cesar Chavez, who was the World Boxing Council Super
Lightweight Champion, and Harold Brazier, court papers say. The
bout was canceled after Mr. Chavez cut his nose on June 20, 1991,
while sparring in preparation for the fight.

Mr. King then filed a claim on a non-appearance and/or cancellation
insurance policy led by syndicates in Lloyd's, seeking $350,000 in train-
ing fees for Mr. Chavez, court documents say.

The claim was based on a fraudulent document purporting to be a
contract for training fees between Mr. King and Mr. Chavez, but the
money was never paid to Mr. Chavez, court papers say.

The coverage was handled in the United States by Gaghardi Broth-
ers Insurance of Campbell, Calif., and was placed in Lloyd's by Craw-
ley Warren & Co. Ltd. in London

The maximum penalty for the alleged crime is five years' imprison-
ment and fines of $250,000 for each of the nine counts in the indict-
ment, said Sarah N. Chapman, assistant U.S. attorney in the Southern
District of New York. Arraignment is scheduled for July 21.

Mr. King denied the charges in a statement: "| am completely inno-
cent. | have done nothing to warrant this action."

Updates continued on page 94

Errors & omissions

* Due to a typographical error, the 1992 gross revenues in th€
front page chart for C.E. Heath P.L.C. are incorrect. The correct
figure is $293,325,000. All averages and totals are correct.

- Saving lives at less cost

The value of an ounce of prevention varies widely: Study

By MICHAEL SCHACHNER

Society may benefit more from
allocating its limited resources to
life-saving procedures that are
most cost-effective rather than to
expensive measures that save rel-
atively few lives, a new study ar-
gues.

The cost of saving lives varies
enormously by the type of inter-
vention, but the most cost-effec-
tive preventive measures tend to
be quite simple, the study shows.

For example, relatively inex-
pensive procedures-such as

Coordination

of auto, health
coverage touted

By RODD ZOLKOS

childhood immunization, drug
and alcohol treatment.and prena-
tal care-are far more cost-effec-
tive in terms of saving lives than
expensive and overly broad pro-
grams like safety regulations and
high-tech pollution control sys-
tems.

Employers say that finding
backs up the importance of well-
ness and preventive care pro-
grams, though they stress it will
not lead them to downplay safety
programs and other measures not

found as cost-effective.

The new study is part of an on-

going four-year research project
by the Center for Risk Analysis at
Harvard University's School of
Public Health in Cambridge,

Mass.

The researchers for the Harvard
study, which was supported in
part by a grant from the National
Science Foundations, determined
a procedure's cost effectiveness by
estimating the annual cost of an

intervention and how many years
of life it would save.

Flu vaccinations, cholesterol
screening and smoking cessation
Continued on page 95

Breast implant

settlement shaky
with withdrawal

of 12,000 women

By JOANNE WOJCIK

Employers could save billions of dollars in health

care costs if automobile insurers had to directly reim-
burse health plans for automobile injury treatment, a

new study suggests.

The variance in state laws coupled with inconsis-
tency in the way auto insurers and health plans pay
benefits and how they relate to one another frequently
result in duplicate and even triplicate payments for
the same injury, according to a study prepared for
State Farm Group by Lewin-VHI Inc., a consulting

firm based in Fairfax, Va.

Bloomington, lll.-based State Farm proposes that
federal health care reform legislation include a provi-
sion that would require auto insurers to reimburse
health plans for the costs of treating injuries stem-

ming from automobile accidents.

Such a measure would reduce costs to both public
and private sector health plans, the study suggests, in
an amount equal to the extent that health plans don't

currently recover costs from auto insurers.

The revelation that more than 12,000 women
have chosen to opt out of a proposed global set-

tlement of breast implant litigation raises ques-

ually.

tions about the future of the deal.
Manufacturers of silicone breast implants-
already paying out $4.75 billion ovdr 30 years

to fund the settlement-would face substantial
additional liabilities if 12,300 women who
opted out of the deal pursue their cases individ-

"It is a possibility” that the global settlement
could unravel because of the number of opt-
outs, according to Ed Rich, treasurer of defen-
dant Dow Corning Corp. of Midland, Mich.

To ensure that doesn't happen, U.S. District

The study indicates that within the context of Pres-

Continued on page 96

Medical lien holder rights

By JUDY GREENWALD

LOS ANGELES-A recent Cali-

fornia court decision guarantee-
ing medical lien holders in work-
ers compensation cases due pro-
cess is likely to make an already
unwieldy system even slower and
more expensive.

The ruling in effect gives medi-
cal lien holders a voice equal to
employers and employees in
workers comp disputes.

In a July 7 decision, the state

Hr =<l < - —

« A proposal to do away with annual renewals has merit,

this week's editorial says. PAGE 8

* Long-awaited rules implementing parts of the Oil Pollu-

appellate court found that the
Beverly Hills Multispecialty
Group Inc. was denied due pro-
cess by a workers comp judge. The
judge had denied the group's re-
quest for a $157,900 lien for unre-
imbursed medical expenses and
medical-legal costs in connection

with treatment of 10 former em-

ployees of El Segundo, Calif.-

based International Rectifier
Corp. The judge had also denied
the workers' claims.

The denial of the lien was sub-

Judge Sam J. Pointer is sending letters to the

women opting out asking them to reconsider.
"The judge has some frustration about the

number dropping out,"” said Dean Hansel, an

Continued on page 96

sequently upheld by the state's
Workers' Compensation Appeals
Board, which found that the
workers' claims were fraudulent
and that the medical group's eval-
uation procedures and methodolo-
gies "were so inadequate as to be
unreasonable” and its doctors’
conclusions "completely lacking
in credibility."

The doctors appealed that deci-
sion to the California Court of Ap-
peal in Los Angeles.

Continued on page 93

tion Act have been published. PAGE 89
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Lilly/PCS

Continued from page 1

decided to take over, rather than

fight, pharmacy benefit managers.
"Drug companies are.being

caught up in the health care para-

digm shift,"” said Bill Danish,

health and welfare practice leader

for Alexander Consulting Group
Inc. in Atlanta. Sellers of health

care services desire a more direct
link with payers.

Merck & Co. started the run of
drug company acquisitions of
pharmacy benefit managers last
August, with its $6.6 bilhon pur-
chase of Medco Containment Ser-
vices Inc. (BI, Aug. 9, 1993). Smith-
Kline Beecham Corp. followed by
acquiring Diversified Pharmaceuti-
cal Services Inc., a unit of United
HealthCare Corp., for $2.3 billion
in May (BIl, May 16).

Industry observers expect the
buying trend to continue. Of the
remaining independent pharmacy
benefit management firms, only a
handful are of significant size (see
chart, page 1).

Some of them, like Value Health
Inc. and Caremark International
Inc., already have established alli-
ances and joint ventures with ma-
jor drug companies while remain-
ing independent.

But, consultants and analysts say
drug makers may eventually be-
come interested in buying
wholesalers, generic drug manufac-
turers and some of the 100 or so
mail order and retail drug store
outlets across the country.

For now, ownership of pharmacy
benefit managers means drug man-
ufacturers have direct access to
payens, their formularies and cov-
ered lives. Drug industry analysts
say that should play a big part in
increasing drug manufacturers'
market share and profits.

But, it might eventually decrease
employers' ability to control over-
all prescription drug plan costs
through formulary-based rebates,
consultants warn.

"A lot of employers with phar-
macy benefit managers have
fixed-discount arrangements, so
they aren't likely to see much
change in prescription drug prices
during the year," said Jim Norton,
managing consultant with A. Fos-
ter Higgins & Co. Inc. in Stamford,
Conn. Employers may see alter-
ations in the prescription drug for-
mularies used by pharmacy benefit
managers, though, he said.

Formularies are comprehensive,
professionally agreed-upon lists of
drugs used by physicians and phar-
macists. Pharmacy benefit manag-
ers achieve cost savings by negoti-
ating volume-based rebates and
preferred pricing for certain prod-
ucts on the formulary.

Competition for placement on a
pharmacy benefit manager's drug
formulary is likely to decrease for
drug makers that own such firms,
some consultants say.

As a result, the discounts or re-
bates independent pharmacy bene-
fit managers used to get from those
drug makers may deteriorate.

Large employers can't do much
about that, Mr. Norton said, since
the size of their employee and re-
tiree populations makes it neces-
sary to contract with the larger
pharmacy benefit managers.
Smaller employers, however, may
be able to continue to contract
with smaller, independent firms.

"Employers have to be diligent in
watching for overt interventions by
the manufacturer/owner" of a pre-
scription benefit manager, said Bill
Jenison, chairman, chief executive
and president of Pharmacy Gold
Inc., a for-profit managed prescrip-
tion drug subsidiary of Blue Cross
& Blue Shield of Minnesota. "They

should make sure they aren't at a
disadvantage by losing formulary
access to other products of compet-
in[ drug manufacturers."

EmbPployers need to be as edu-
cated as possible about what they
are purchasing," agreed Kim Bab-
bin, a consultant in the Houston
otfice of Towers Perrin. Among the
questions they should routinely ask
pharmacy benefit managers are:
"How does this merger affect your
formulary?" and "How can, you
guarantee those products on the
formulary will be less expensive to
me as an employer?"

Employers want to know
whether pharmacy benefit manag-
ers owned by drug makers will re-
main competitive and negotiate
discounts and whether they will re-
main objective and continue to
work with rival drug makers.

Foster Higgins' Mr. Norton sus-
pects there will be pressure for all
drug makers to reduce the level of
discounts currently offered to em-
ployers by their pharmacy benefit
managers.

"Eli Lilly knows that up to now
it had to compete for a slot on the
PCS formulary. Now that it owns
PCS, it knows it doesn't have to
compete for that slot anymore," he
explained. "If | know my drug will
be the preferred drug in each cate-
gory for which | have a product,
why should | continue to give an
employer an 50% discount when |
can give a 40% discount, keep the

'Employers need to
be as educated as

possible about what

they are purchasing,’
says Kim Babbin.

employer happy and increase my
Profits?"

In addition, Mr. Norton said, if
Merck officials know Lilly is get-
ting preferential treatment from
PCS, they know they will be selling
a lower volume of Merck products
through PCS. "Why should Merck
give the same discount to employ-
ers if they know the company isn't
going to get the same market
share? It just doesn't make eco-
nomic sense to do business as
usual.”

The new drug company/phar-
macy benefit manager conglomer-
ates are not likely to make immedi-
ate changes to their drug formular-
ies, Mr. Norton said. "They won't
go in with a sledgehammer and
knock out all their competitors'
products. The drug companies are
too sophisticated for that."

"PCS has been very successful in
the past by providing formularies
and working with customers to use
drugs that are the most cost effec-
tive and clinically efficient,” said a
spokesman for Eli Lilly. "That will
be the case as we move forward."

"The marketplace is demanding
that the most cost effective and
clinically efficient are provided to
patients," he said, noting that the
new drug industry alliances wiill
not succeed unless they continue to
meet those demands.

Still, it would be wise for em-
ployers to audit prescription drug
formularies every year to track any
changes, Mr. Norton said. And, em-
ployers should request that their
pharmacy benefit manager notify
them in writing when they replace
products.

"Employers should keep track of
what was being prescribed prior to
the acquisition, what is being pre-
scribed now, and if it's different,
check to see whether the price is
higher or lower," said ACG's Mr.
Danish. "Don't depend on the

(drug plan manager) to manage the
program. We've seen from experi-
ence that the involved employer is
the employer with the lowest
costs."”

Other consultants are more opti-
mistie about the impact drug mar-
ket integration will have on em-
ployee benefit plans.

"l haven't seen anything to pre-
vent employers from contracting
with pharmacy benefit managers
owned by drug makers," Towers
Perrin's Ms. Babbin said. "Like
any managed care situation, the
employer has to become a savvy
consumer. Employers have to real-
ize what they are buying is a pre-
ferred product.”

And, she noted, "It's not a situa-
tion where the drug companies are
trying to pass off deficient prod-
ucts; all of them have high-quality
products."

That doesn't mean employers
shouldn't carefully examine each
company's services, though. "Up to
now, employers chose a prescrip-
tion drug manager on blind faith.
Now they are going to have to get
pharmacy benefit managers to
prove their value,” Ms. Babbin
said.

Consultants say they have not
been inundated with calls from
employers voicing concern over the
recent mergers.

"The hue and cry we felt might
come from the Merck and Medco
deal didn't really materialize," Mr.
Danish said. "There is still a strong
feeling Medco will deliver on its
cost containment promises."

Most clients simply want to
know how the mergers will affect
their health plans and their em-
ployees in the short term and
whether they will be forced to be-
gin using one drug makers' prod-
ucts over others'.

When Merck bought Medco,
there was a concern that Merck
would monopolize the whole mar-
ket because they have so many
products, said Beth Bird, a consult-
ant with Hewitt Associates in Bed-
minster, N.J. "But | don't think
they can become a monopoly.
There are 4,000 to 5,000 different
pharmaceutical products out there,
only 400 or 500 of which are used
routinely on a national basis.
Merck doesn't offer them all now,
so it really has to maintain rela-
tionships with other pharmaceuti-
cal companies.” .

The trend toward vertical inte-
gration in the pharmaceutical in-
dustry 'isn't much of an issue for
us," said Robert Danlanyer, vp of
corporate benefits at Marriott
Corp. in Washington.

Prescription drugs don't repre-
sent a major portion of the hotel
chain's benefit costs, and because
80% of Marriott employees are en-
rolled in managed care plans, costs
are kept under control, he ex-
plained.

"1 was a little bit concerned”
when drug makers began to pur-
chase pharmacy benefit manage-
ment firms, he acknowledged. "But
when you step back, | just think
employers will have to come to-
gether and put the different drug
manufacturers in bidding situa-
tions themselves, rather than going
through a third party."

Meanwhile, independent phar-
macy management firms expect the
recent spate of acquisitions to
boost their business.

"This is likely to be good for our
business," Pharmacy Gold's Mr.
Jenison said. "We have strong rela-
tionships with more than 40 manu-
facturers. We've talked to them
about strategic alliances or part-
nerships, but we are not now in
any particular dialogues. We think
we can leverage more enrollment
because of our clinical objectivity
and independence." i

Updates . .——.

Breyer on track for approval

WASHINGTON-Questions about how federal appellate court
Judge Stephen Breyer's membership in Lloyd's of London affected his
rulings in two pollution liability cases appear unlikely to jeopardize his
nomination to the Supreme Court.

Judge Breyer attempted to defuse the issue before the Senate Judi-
ciary Committee last week, promising to divest himself of all insurance
holdings as soon as possible. The judge, whose net worth is estimated
in excess of $6 million, in 1985 participated in Lloyd's syndicate 418
managed by Merrett Underwriting Agency Management Ltd, an ac-
count that remains open with reported total losses of $245 million
through last year (BI, July 4). The losses stemmed primarily from U.S.
asbestos and pollution claims. The ectent of Judge BreyeFs personal
losses is unknown.

During the early 1990s, he took part in two rulings against the Envi-
ronmental Protection Agency that favored landowners.

He came under fire from Sen. Howard Metzenbaum, D-Ohio, for
participating in those decisions while maintaining insurance invest-
ments. Judge Breyer replied he had no investments in any of the par-
ties in the cases. Sen Metzenbaum continued to interrogate him on
whether his Lloyd's connection might have influenced the ruling and
whether it was "imprudent” for him to participate in the ruling.

Sen Edward Kennedy, D-Mass., and Orrin Hatch, R-Utah, de-
fended the nominee and accused Sen. Metzenbaum of distorting the
record. The Ohio lawmaker backed down a bit, saying "rm pretty well
satisfied that when and if matters come up before you, you willbe
aware of some of the questions that have been discussed with you here,
and | wish you well."

PBGC acts on three plans

WASHI[NGTON-The Pension Benefit Guaranty Corp. is taking
over two underfunded pension plans and intends to terminate a third,
larger underfunded plan.

The PBGC last week terminated pension plans by Washington In-
dust:ties and Spaulding Composites Co. Inc.

Washington Industries, a former Nashville, Tenn, clothing manufac-
turer, filed for bankruptcy in 1988 and its assets now are being liqui-
dated. Its pension plan has about 4,300 participants and $15 million in
unfunded liabilities.

Spaulding, a manufacturer of non-metallic components for automo-
biles, machinery and household items, filed a bankruptcy petition last
year. The pension plan the PBGC is taking over covered workers and
retirees at a Spaulding facility in Tonawanda, N.Y., which ceased oper-
ations in late 1992. The plan has about 850 participants and $7 million
in unfunded liabilities.

Meanwhile, the PBGC says it intends to terminate a pension pro-
gram sponsored by Heintz Corp., a Philadelphia-based aeronautical
parts manufacturer, which filed for bankruptcy last year and is now
liquidating its assets.

The Heintz plan has 1,153 participants and $21 million in unfunded
liabilities.

The PBGC says it intends to file claims against several Heintz affili-
ates to recoup some of the pension underfunding.

N.Y. law on limited liability

ALBANY, N.Y.-New York Gov. Mario Cuomo is ecpected to sign
legislation permitting a wide range of New York-based professional
partnerships to register as limited liability companies.

In a limited liability company, partners cannot be held personally li-
able beyond their interest in the company if they were not individually
at fault. Under partnerships, all partners can be held persanally liable
for the full amount of a judgment or settlement

The new law also presezves the pass-through tax status that partner-
ships enjoy.

The long-awaited change, adopted already by 45 other states, is wel-
come news to the state's accountants, lawyers, physicians, architects
and engineers. Thomas R. Manisero, a partner with New York law firm
Wilson Elser, Moskowitz, Edelman & Dicker, said most professional
partnerships will quickly reincorporate as limited liability companies
when the legislation goes into effect "because it makes no sense not

The dgislature passed the bill earlier this month.

Briefly noted

House Public Works and Transportation Committee Chairman Nor-
man Mineta, D-Calif., told a subcommittee that he hopes to have H.R.
3800, the Supez*md reautholization bill, to the House floor before
Congress' recess early next month. ...The House of Representatives is
expected to begin debate Wednesday on HR. 1188, the Federal Anti-
Re, llining and Disclosure Act, which would subject insurers to new
data reporting requirements....LIoyd's of undon's Regulatoiy Board
is reviewing the loss-making 1990 underwriting year of defunct syndi-
cates 210 and 428, the first syndicates managed by Sturge Holdings
P.L.C. to be investigated....Most of the more than $40 million Chevron
Corp. will pay to Northern California customers to repair or replace
engines that were fueled with contaminated aviation gasoline is cov-
ered by insurance, said a spokesman for the oil company. A leaky
valve at Chevron's Richmond, Calif., refinery allowed jet fuel to mix
with the aviation gas used by smaller planes. About 2,000 aircraft were
fueled with the contaminated gas, which damaged engines....The
54,000 UAL Corp. employees who have agreed to participate in an em-
ployee stock ownership plan did not give up any employee benefits in
exchange for a 55% ownership stake in the parent company of United
Airlines Inc. On average, the employees gave up 14% of wages for a
nearly six-year period. If the airlines' flight attendants participate in
the plan, wages would be cut over a five-year period.



Floods

Continued from page 1

Irisurers paid $655 million for
claims from last year's floods, ac-
cording to the Property Claim Ser-
vices division of the Amedcan Insur-
ance Services Group.

But, the US. Chamber of Com-
merce estimates the overall economic
toll from the flooding at $15 billion
to $20 billion.

The Federal Crop Insurance Corp.,
which reinsurers crop insurance
written by insurers for farmers, paid
just over $1 billion in flood related
losses.

The NFIP, which underwrites ho-
meowners and commercial flood in-
in designated flood-prone
areas dimctly or through servicing
insurers, paid about $240 million to
victims of last year's flood, Mr. Col-
lins said.

"It's beyond me why people don't
buy flood insurance," he said.

"People tend to rely on diRAfter as-
sistance" loans from the Federal
Emergency Management Agency, he
said. However, FEMA's maximum
loan or grant was $12,000, less than
half of the average claim paid by the
flood program.

Among the reasons more busi-
nesses are uninsured for flood losses

surance

is the limited coverage available un-
der NFIP: $400,000 for most busi-
nesses covering property and con-
tents only.

In addition, commercial insurers
offer limited flood coverage, and
only by endorsements.

The Insurance Services Office
Inc.'s standard commercial property
policy excludes coverage for damage
caused directly or indirectly by
flooding.

And policyholders typically cannot
collect for business interruption
losses unless they also are covered
for the underlying physical loss that
interrupts operations.

Insurers write flood coverage via
specific endorsements and differ-
ence-in-conditions contracts that
supplement property coverage.

However, buyers and brokers say
the coverage has become more ex-
pensive and more difficult to obtain
in the commemial insurance market-
place.

"In the commercial marketplace,
access is very limited,"” said Jim
Swift, president of bmker Holmes-
Murphy & Associates in Des Moines,
lowa. "Markets will change their at-
titude, probably within six months.
There will be more capacity. Right
now, it's an overreaction to what
happened last year."

About 30% to 50% of commercial
policyholders offend flood coverage
are purchasing it, which is a signifi-
cantly higher level than in previous
years, Mr. Swift said.

Several insurers wanted to bid on
the property insurance program for
Polk County, lowa, but excluded
flood coverage, said Michael Wieck,
risk manager for the state's largest
county.

That list included the incumbent
insuier, which paid the county's $1
million claim for flood damage to
county buildings last year. The
$100,000 deductible for the coverage
was paid by a grant from FE:MA,
Mr. Wieck said.

After recalculating its probable
maximum loss, the county chose to

*uy only $15 million in flood limits
instead of the $50 million it had be-
fore. The deductible rose to $250,000
and the rate increased about 30%.
However, that rise may be attributed
to general hardening in the property
insurance market and an increase in
values, as well as to the flood, Mr.
Wieck said.

"l expected to pay an increase. |
have no problem with that amount,"

he said.

Officials at Midwest Power Sys-

tems Inc., a Des Moines-based utility
that provides electricity and gas to
two-thirds of lowa, are pleased with
their recovery from last year's flood.

Two major substations serving Des
Moines were shut down and suffemd
between $5 million and $7 million in
ood damage last year, which was
insured, said Steve Verbeski, man-
ager of corporate insurance.

"We had sezvice restored to every-
one in Des Moines who was in a po-
sition to take it within 48 to 72
hours," he said. "The creativity and
innovation of company people was
key to restoring service. We sent in
scuba divers in substations to throw

switches.”

Mr. Verbeski nceived competitive
quotes for a March 1 property insur-
ance mnewal but with some restric-
lions in flood coverage. The utility is
staying with its incumbent insuier
and paying a "moderate rate in-
(nrbase."”

"Last year's flood was theoreti-
cally a 500-year event," Mr. Verbeski
said. "We had a good, long-term re-
lationship with our insurer and they
chose not to take a knee-jerk reac-
tion."”

IBP Inc. now has an aggregate de-
ductible for flood damage that
means the company assumes a
greater portion of the first few flood
losses in a given year, said Craig
Manker, risk manager for the Da-
kota City, Neb.-based meatpacker.

The company suffered more than
$3 million in damages when a fl,Rh
flood hit its Denison, lowa, slaugh-

Losses

Continued from page 1
fected areas, said Don Collins, dep-
uty administrator of the Federal In-
surance Administration.

The federal flood insurance pro-
gram writes 31,000 policies in Geor-
gia, though fewer than 2,000 are in
the counties hardest hit by the flood,
Mr. Collins said.

Farmers are likely to fare better
than average businesses and home-
owners. Between 50% and 80% of
flooded acres are insured by the Fed-
eral Crop Insurance Corp., a spokes-
man said. The program's total liabil-
ity in Georgia is $410 million.

Gary Shertenlieb, manager and
president of Poe & Brown Inc.'s At-
lanta office, said insured damage es-
timates being 1cicked around the
Georgia insurance community are
wide-ranging. "I've heard totals of
$30 million all the way up to $200
million. At this point we don't 1mow
the validity of these estimates."

Homeowners insurers will pay
more flood losses than commercial
property insumrs, he said. "There
won't be any of the large $100 mil-
lion commercial losses. There's very
little heavy industry down there. But
the large personal lines insurers will

Comp liens

Continued from page 2

The appellate court found that the
medical group had not been pro-
vided with the defense's medical re-
ports criticizing its evaluations,
medical reports and treatment be-
fore the trials, nor had it been in-
formed in most of the cases that it
was being accused of fraud.

In addition, the appellate court
found in one case that the medical
group's attorney had not been al-
lowed to cross-examine a witness,
while in another case the attorney
was forbidden to make any further
objections.

The court held that the medical
group was entitled to a new trial.
"At the hearings, BHMG must be
allowed to present relevant evi-
dence, cross-examine witnesses and

terhouse about 100 miles west of Des
Moines. Most of the cattle at the
plant swam to higher ground and
the water did not reach the upper-
level meat proceRRing and storage ar-
eas. But, boiler equipment and other
machinery in the lower level was
damaged.

IBP is planning to install flood
doors and windows on the lower lev-
els.

In the aftermath of the flooding,
more insurers are looking for flood
prevention measures like that, as
well as a company's location in mla-
tion to flood plains.

"Companies are underwriting a lot
closer," said Tom Etling, executive
vp and chief operating officer of bro-
ker Welseh, Flatness & Lutz Inc. in
St. Louis. "They are charging more
for it and they are not getting into
areas that are really flood-prone."

'We are looking at things differ-
ently," agreed Jim Black, vp and di-
rector of regional operations for Pro-
tection Mutual Insurance Co. in Park
Ridge, lll. "We are re-evaluating
whether ecposures are flood-exposed
or not. Some areas that were previ-
ously considered non-flood zones, we
are looking at those as if they are
flood exposures."

Protection Mutual, a member of
the Factory Mutual System, also is
talcing a closer look at flood prote-
tion systems that could affect the in-
sured risk.

.The variance among the levees
was greater than we previously
thought,"” Mr. Black said. "We are

get clipped pmtty good by this."

In addition, he noted that "fortu-
nately for insurers, most of the mu-
nicipalities affected are part of pools
or funds" that will cover flood losses.

However, underwriters of commer-
cial package polices that specifically
cover extra expenses and business
interruption following named pedis
could pay big losses.

"You could have a dentist who
can't work for two weeks because he
has no water. That could be $10,000
in business interruption,” said Mr.
Shertenlieb.

A spokesman for Travelers Corp.
in Hartford, Conn., said the insurer's
Georgia exposure is "zero to mini-
mal....'lhis is clearly flooding, and
our policies aren't covering that
Even business interruption caused
by water shutoffs would be flood-re-
lated and wouldn't be covered."

Chubb Corp. had received about
60 claims as of late last week. Al-
though most were on homeowners'
policies, a few commercial claims
were shaping up to be substantial.

"It could be several million dol-
lars," said Teny Van Gilder, chief
underwriting officer for Chubb &
Son Inc. in Warren, N.J.

Lau Jalovec. rlims manager with
American States Insurance Co. in In-

dianapolis,said the company is ex-

make reasonable objections," said
the decision by the three-judge ap-
pellate panel.

The decision is "unfortunate” and
will "seriously undermine the Cali-
fornia work comp system" and the
effectiveness of 1993 system re-
forms, said Michael Nolan, general
counsel to Menlo Park, Calif.-based

Argonaut Insurance Co., the insurer
in the case.

Mr. Nolan said no decision has
been made on whether to ask for a
rehearing, to appeal or to seek de-
certification of the ruling so that it
cannot be used as a precedent.

The court's finding is "astounding
to me," said Edward C. Woodward,
president of the industry-backed
California Workers' Compensation
Institute in San Francisco.

The decision gives medical lien
holders the same rights as an em-
ployer or an injured worker in a
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doing an in-depth analysis of levee
protection."

Other insurers say their underwrit-
ing stance has not changed, though
they avoid properties in 1cnown flood
plains.

"We have not changed our under-
writing position at all, because it
was a 500-year flood," said J.F.
Schere, vp-sales and marketing for
Cincinnati Insurance Co. in Cincin-
nati. "It was an unusual event, not
one that necessitates drastic
changes."

However, "we are aslcing more
questions," he said. "Does it flood
every year or every time it rains
hard?"

Engineers for Arkwright Mutual
Insurance Co., another Factory Mu-
tual insurer, all out separate reports
on flood exposure when inspecting
property, said Harry Merrow, assis-
tam vp for the Waltham, Mass.-
based company. The information is
fed into a data base on insured loca-
tions in 100- and 500-year flood
plains.

Because field representatives can
use the data to identify and contact
policyholders before a disaster hits,
"we came out very well in the Mid-
western floods," Mr. Merrow said.

Arkwzight may begin using the
data base to control its aggkgate
flood exposure in the future, he
added.

Generally, a lack of statistical in-
formation has prevented insurers
from tracking floods the way earth-
quake and windstorm risks are ex-

pecting no property damage claims
other than some inland marine dam-
age to farm equipment "Generally
speaking, we're not expecting much.
The only thing that could come in
would be some farm equipment or
contractors' equipment covered un-
der an all-risk floater. There also
could be a few commercial auto
losses," he said.

Meanwhile, policyholders wem as-
se=ing their insurance to find out
what was and wasn't covered.

A Vigoro Corp. plant that manu-

factures chemicals and fetilizers in

Bainbridge, Ga., escaped the flood-
watens when the Flint River crested
six feet lower than originally ex-
pected. But that news came after the
company took ectraordinary precau-
lions to protect a tank holding 4,800
tons of anhydrous ammonia, said
David A Prichard, vp of corporate
and investor relations for the Chica-
go-based company.

If compressors next to the tank
lost power, the ammonia could turn
from its liquid state to gas, increas-
ing the chance of a leak.

Vigoro built a 12-foot earthen
berm around the tank and compres-
sors, brought in an overhead power
line direct from the power company,
moved a giant generator in, and in-
stalled a flare to slowly bum offany

workers comp dispute, said Mr.
Woodward. "This could tremen-
dously delay litigation and the pro-
vision of benefits to injumd work-
ens," he said.

"It's got a lot of thomy issues as-
sociated with it, most of which don't
bode well for expeditious handling
of cases before the (workers comp)
appeals board.”

Thomas MeBirnie, attorney for
the California Workers' Compensa-
tion Appeals Board, agreed. "l think
that it's pretty clear that the due
process requirements that are in the
opinion are going to increase the
costs and the amount of litigation in
workers comp cases."

However, Nancy Roberts, an at-
torney for Boehm & Associates in

Alameda, Calif., a lien company,
said she does not believe the deci-

sion will slow down the workers

comp process.

amined.

"There is no industry mechanism
to do that,” in contrast with several
software programs for analyzing
wind and earthquake exposures, said

Teny Van Gilder, chief underwriting
officer for Chubb & Son Inc. in War-

ren, NA.

Another reason flooding is not
tracked is because many commercial
insurers do not offer the coverage, he
said. Chubb & Son will pay out
about $15 million in claims from the
1993 floods.

"We are operating in the same ar-
eas and underwriting risks the
same," he said. "We do not write
anything that comes in the door.
That's not our style."

"We always underwrite flood care-
fully," said Michael Ehlers, assistant
vp for HPR and property special risk
operations for Wausau Insurance Co.
in Wausau, Wis., which paid out
$12.5 million in the 1993 flood. "If a
property's in an 'A' flood zone, we
won't write flood coverage."

"We look at flood exposure, earth-
quake and hurricane in similar fash-
ion," said Jim Abraham, senior un-
derwriting officer for The St. Paul
Cos. Inc. in St. Paul, Minn. "Spread
of risk is a key piece in properly
managing ecposure."

And, "earthquake and windstorm
tend to be bigger concerns” in terms
of aggregate exposure, said Carol
Chavers, commercial property un-
derwriting officer for Kemper Na-

tional Insurance Cos. in Long Grove,
m

gas that might have escaped if
power was lost. Now the company
doesn't know if insurance will cover
the efforts, because the plant never
incurred physical damage.
Winn-Dixie Stores Inc. lost one
35,000-squarefoot grocery store in
Albany, Ga., which appears to be a
total loss, said Bill Pezzutti, director
of risk management for the Jackson-
ville, Fla.-based chain.
The loss may not exceed Winn-
Dixie's large deductible, he added.
Service along railways operated by
CSX Transportation Inc. was inter-
rupted in the three states hit by the
flood due to damages that totaled
about $3.5 million, according to a
spokeswoman. CSX is self-insured.
The railroad closed six bridges in
the Florida panhandle, loading them
instead with freight cars filled with
coal or ballast to protect the bridges
during the flood. CSX had a "major
washout" near Newton, Ala., and
other washouts near Montezuma,
Ga., as well as a trestle closed near
Bainbridge, Ga. The washouts wene
repaimd and the bridges in Florida
reopened last week. The trestle in
southern Georgia mmained closed.
Freight service was interrupted
due to all thme incidents, and
Amtrak service had to be rerouted

thmugh Florida. igi

"In my experience, if the injured
worker's attorney is doing a thor-
ough job, we don't have a big in-
volvement in the trial aspects," she
said. But if there are aspects not ad-
equately covered by the attorney,
'then we do get involved," said Ms.
Roberts, adding that in reality, only
about 10% of workers comp cases
go to trial anyway, with the remain-
der settled.

Dan Lipsi, general counsel to
American Lien Services Inc. in Bev-
erly Hills, the attorney for the medi-
cal group in this case, said he is
happy with the decision. "The case
is basically a rvad map for lien
claimant litigation," he said.

Beverly Hills Multispecialty Group
Inc. us. Worke,s' Compensation Ap-
peats Board, International Rectijier
et al., Catifornia Courts Of Appeal
for the 2nd District; 94CD.0O.S.5291.
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N.Y. rules to let IIE write surplus lines

By MEG FLETCHER

NEVWW YORK-Several lllinois
Insurance Exchange syndicates
likely will become eligible for the
first time to write insurance on a
surplus lines basis in New York
under pending new state rules.

New York Insurance Depart-
ment regulators and the Chicago-
based IIE this month reached an
agreement that relaxes the state's
regulatory resistance to the ex-
change concept. That resistance
stemmed in part from the failures
in the late 1980s of unrelated New
York and Florida insurance ex-
changes.

The IIE's entry into the New
York market is expected to help

businesses that need the wide va-

riety of surplus lines coverages

written by the exchange's syndi-
cates.

If the agreement is enacted as
expected, the IIE "will view it as a
definite breakthrough," said Ger-
ald F. Murray, the IIE's vp and
general counsel.

The IIE has 11 active syndicates
that write excess insurance and

reinsurance on a non-admitted
basis in 43 states. It wrote a rec-
ord $266 million in gross premi-
ums in 1993. It had $173 million

in policyholder surplus at year
end.

From New York's point of view,
"syndicate capacity may help in
niche markets,” said Stewart

Keir, assistant deputy superinten-
dent of insurance and chief. exam-

iner.

Niche markets where coverage

currently is hard to find in the ad-
mitted market include liability

coverage for underground storage
tank owners and lead abatement

contractors, as well as homeown-
ers' coverage for coastal areas.
"We always are looking for se-

cure capacity,” said Dick Smith,
executive director of the Excess

Lines Assn. of New York, which is
the state-recognized overseer of
the surplus lines marketplace.

As part of the approval process,
the New York Insurance Depart-
ment has formally approved
amendments to its Regulation 41,
"Excess Line Placement Govern-
ing Standards,” to allow well-
capitalized insurance exchange
syndicates to become eligible to

write coverage in the state, Mr.
Keir said.

' dip -

one way

Key changes to the regulation
include essentially a recognition
of the IIE's security fund, though
it is still subject to terms accept-
able to the superintendent.

The new wording requires that
the exchange maintain at least
$75 million in trust or custodial
accounts, "provided that an
amount at least equal to the
greater of $30 million or one-third
of the aggregate is maintained on
a joint-and-several basis for the
protection of all insurance ex-
change policyholders.”

The state had previously re-
quired a $100 million security
fund. The IIE's security fund now
exceeds $30 million.

The new rules also stipulate
that each syndicate writing cover-
age in the state must maintain

| Rovyal Insurance

Your Shield Against the Unexpected.

minimum capital and surplus of
"not less than $15 million."

"We wouldn't budge on that,”
Mr. Keir said.

The previous wording required
each syndicate in the exchange to
have $15 million in capital and
surplus or, if each syndicate did
not meet that requirement, any
syndicate writing the risk was re-
quired to have $25 million in capi-
tal and surplus.

The IIE acquiesced to the New
York regulators' demand, though
it would have preferred the state
to adopt the $5 million syndicate
capital and surplus requirement
that is contained in a proposed
Non-Admitted Insurance Model
Act. That proposed model law is
expected to be adopted by the Na-
tional Assn. of Insurance Commis-
sioners in September (BIl, June
27). New York's Mr. Keir oversaw
the drafting of that NAIC model.

The New York Insurance De-
partment recently submitted the
Regulation 41 amendments to the
secretary of state, who is expected
to publish them in the state regis-
ter and ask for comments.

"l would be very surprised if we
received any comments,” Mr. Keir
said last week. "l expect it to sail
through smoothly,"” which means
it could be in effect as early as
Oct. 1, he added.

Once the regulation is formally
amended, a syndicate wishing to
write coverage in New York es-
sentially must seek ELANY's ap-
proval of its eligibility.

The IIE's Mr. Murray said he
plans to recommend that four IIE
syndicates with more than $15
million in capital and surplus ap-
ply-Britamco Underwriters Inc.,
Classic Syndicate Inc., First Mer-
cury Syndicate Inc. and Transco
Syndicate #1 Ltd.

ELANY will review each syndi-
cate according to objective crite-
ria, such as a syndicate's financial
information, as well as subjective
criteria, such as the quality of its
management and claims-handling
procedures, said Mr. Smith.

The IIE hopes that its break-
through in New York will encour-
age neighboring states also to ac-
cept the insurance exchange, Mr.
Murray said.

The IIE has applications now
pending in New Jersey and Mas-
sachusetts, he said. "AN

Firm settles suit

for $10.75 million

IRVINE, Calif.-Shiley Inc., an
Irvine, Calif.-based medical device
manufacturer, agreed to pay $10.75
million to settle federal civil
charges that it lied to win govern-
ment approval of its convex/con-
cave heart valve, which was later
found to be defective.

Shiley also agreed to provide up
to $10 million for valve replace-
ment surgery for patients who re-
ceived the device and are on gov-
ernment medical programs.

However, neither Shiley nor its
New York-based parent company.
Pfizer Inc., admitted to any wrong.
doing under the settlement wittl
the U.S. Justice Department, whick
was announced June 30.

An earlier settlement with some
51,000 heart valve recipients wil
cost Pfizer and Shiley between
$165 million and $215 million to
fund 10 years of research, medical
consultation and compensation. At
the time, a company spokesman
said some of the cost likely will be
covered by insurance, though h€
would not give coverage details.

-By Joanne Wojcik
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Circulation Breakdown
Commercial Consumers

Administrative:

CEO's, Presidents, and Owners,
2,657
Vice Presidents, General Managers and
Other Administrative Personnel
_4,005

Financial:
Chief Financial Officers and Vice Presidents of
Finance.

Secretaries, Treasurers, controllers and other
Financial Personnel.

Risk/Employee Benefits:

Vice Presidents, Directors, Managers, and
other related department personnel of: insur-
ance, risk employee benefits, personnel, com-
pensation, pension, safety, security, industrial
relations, human resources and

employee/labor relations . 15,138
Sub-total . 27.859
Associations..... 371
Government, Unions and Educational
Institutions . 986

Commercial Consumers

Sub-total. 29,216
Insurance Agents and Brokers .. 8,607
Insurance Companies............cc.coeceeeeeee. 8,258
Accountants, Actuaries, Attorneys &
Consultants ..................oo . 3,576
Managers & Health Care Providers ..... 1,941
Others Allied to the Field ...1,351
TOTAL 52,949

* Source Business/Occupational breakdown
of qualified circulation, November 29,
1993 Issue, as submitted to BPA for
December 1993 BPA Publisher's
Statement
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Anti.fraud groups praise Senate report

By MARK A. HOFMANN

WASHINGTON-AnNti-fraud

groups are lauding a recent Sen-
ate report that calls for stricter
measures to prevent health care
fraud and makes it easier for pri-
vate industry to get involved in a
coordinated approach to fighting
abuses.

The report, prepared by the Re-
publican staff of the Senate Spe-
cial Committee on Aging at the
behest of Sen. William Cohen, R-
Maine, calls for a specific federal
criminal law against health care
fraud and for greater coordination
among federal, state and local au-
thorities in combating fraud.

"A lot of lip service has been
given to fraud and abuse on the
Hill, and it sounds like Sen. Cohen
is truly committed to doing some-
thing concrete about this,"” said
Dennis Jay, executive director of
the Coalition Against Insurance
Fraud in Washington. The coali-
tion is a property/casualty insur-
ance support group that focuses
on all types of fraud.

"In general, anything like this is
obviously welcome," said Bill Ma-
hon, executive director of the Na-
tional Health-Care Anti-Fraud
Assn. in Washington, which is
supported by health insurers.

Enacting a specific health care
fraud law would be "helpful,”
added Faith Williams, vp-federal

affairs for the Health Insurance
Assn. of America. Current reli-
ance on general statutes means
that law enforcement officials
must depend on "more tangential
connections" to prosecute fraud
than a specific law would provide.

If Sen. Cohen or other lawmak-
ers were to introduce a bill aimed

- The Professional Marketplace
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specifically at health care fraud,
"we would endorse the effort,"
she said.

Sen. Cohen, the Special Com-
mittee on Aging's ranking GOP
member, projected that health
care fraud costs private insurers,
Medicare and Medicaid about
$100 billion a year.

He warned in his introduction
to the report, titled "Gaming the
Health Care System," that health
care reform is no guarantee that
fraud will diminish. In fact, he
said, reform could lead to a more
serious fraud problem if safe-
guards are not bolstered.

"As our health care system
moves toward a managed care

model, opportunities for fraud
and abuse will increase unless en-

forcement efforts and tools are
strengthened. The structure and
incentives of a managed care sys-
tem will result in a concentration
of particular types of schemes,
such as the failure to provide ser-
vices and quality of care deficien-
cies in order to cut costs.

"In addition, while efforts to-
ward simplification and elec-
tronic filing of health care claims
offer tremendous savings, they
also pose particular opportunities
for abuse. Thus, it is crucial that
any such system be designed with
safeguards built,in to detect and
deter fraud and abuse," Sen. Co-
hen wrote.

The GOP investigators cited two
shortcomings in current law and
law enforcement that they said
hamper efforts to prosecute health
care fraud effectively.

The first is the lack of a specific
federal criminal statute on health
care fraud. Federal prosecutors
must instead rely on "traditional

fraud statutes, such as the mail
and wire fraud statutes, the False
Claims Act, false statement stat-
utes" and similar non-health
care-specific laws.

"Inordinate time and resources
are lost in pursuing these cases
under indirect federal statutes,"
said the report.

"This cumbersome federal re-
sponse to health care fraud has re-
sulted in a system whereby the
mouse has outsmarted the mouse-
trap,” wrote the authors of the
40-page document.

Poor fraud response
has allowed 'the

mouse to outsmart

the mousetrap,' the
report says.

The report is "absolutely right

that we need separate federal
criminal statutes. Law enforce-

ment doesn't have all the tools
that we need," agreed the Coali-
tion's Mr. Jay.

The other major problem cited

by the report's authors is "frag-
mentation” of health care fraud

enforcement efforts.

"Despite the muiltiplicity of fed-
eral, state and local law enforce-
ment agencies and private health
insurers and health plans involved
in the investigation and prosecu-
tion of health care fraud, these
enforcement efforts are inade-
quately coordinated, allowing
health care fraud to permeate the

system," according to the report.
Coordination should not be

viewed in vacuum, said Mr. Jay.
Effective anti-fraud efforts must
include private industry. He also
called for greater emphasis on the
state role in combating fraud.
"It's amazing what can happen
when people talk to each other."”

The report is peppered with
specific examples of health care
fraud, though the names of the
perpetrators are not revealed.

For example, the report cites a
supplier of durable medical

equipment-also known as
DME-in Texas who defrauded

Medicare of more than $1 million
by charging for "body jackets"
rather than the wheelchair pads
he actually provided. Body jackets
are custom-fit orthopedic devices
to treat spine injuries. A
wheelchair pad covers the
wheelchair seat. The supplier
billed Medicare for about $1,300
per pad, which cost no more than
$100 to manufacture.

Kickbacks also cost health care
financing programs a consider-
able amount of money. For exam-
ple, the report notes that "a cardi-
ologist has been charged with re-
ceiving $125,000 in kickbacks
from a DME company for refer-
rals that enabled the company,
which supplied oxygen and respi-
ratory aids, to bill government
programs for hundreds of thou-
sands of dollars." The alleged
payoff consisted of cash, jewelry
and other gifts.

The report also found "a grow-
ing area of health care fraud ex-
ists in the delivery of psychiatric
and psychotherapy services, in-
cluding those provided by hospi-
tals, clinics and private practitio-

ners.”

In many cases, health care pay-

RATES AND CLOSING TIME:

ers have been billed for sessions
that never even occurred, the re-
port said. -

The report offered eight recom-

mendations for dealing with
fraud:

- Establish a fraud and abuse
program to coordinate the func-
tions of the Justice Department,
the Health and Human Services
Department and other organiza-
tions "to prevent, detect and con-
trol fraud and abuse, to coordi-
nate investigations and to share
data and resources" with law en-
forcement as well as health plans.

* Create a fund to pay for anti-
fraud efforts.

» Toughen federal criminal

laws against intentional health
care fraud.

- Bolster the federal anti-kick-
back statute and extend prohibi-
tions against Medicare and Med-
icaid fraud in such cases to pri-
vate payers.

« Provide a greater range of en-
forcement remedies to private
plans, including civil penalties.

= Create a national health care
fraud data base.

* Design a simplified, uniform
claims form and an electronic
billing system, with "tough anti-
fraud controls incorporated into
these designs."

- Protect Medicare better
against "fraudulent and abusive
provider billing practices."

The NHCAA's Mr. Mahon said
of particular importance is the ac-
knowledgement of the need to
strengthen the private sector's
ability to fight fraud by extending
to all health care financing sys-
tems the kind of anti-kickback

provisions that are available to
Medicare and Medicaid. |
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By GAVIN SOUTER

ARLINGTON, Va.-Protection
and indemnity clubs are refusing
to support new financial responsi-
bility requirements for the risk of
oil spills in U.S. waters.

But, at least two new insurers
are expected to offer supplemen-
tary pollution liability coverage
that will help shipowners meet
the long-awaited Certificate of Fi-
nancial Responsibility require-
ments issued earlier this month by
the U.S. Coast Guard.

And, several foreign shipowner
associations are pressing for a
U.S. government-run insurance
program that would provide up to
$2 billion in pollution coverage
and meet the COFR rules.

The COFR rules, which ' will
take effect for some ships later
this year, implement part of the
Oil Pollution Act of 1990 and the
Comprehensive Environmental
Response, Compensation and Lia-
bility Act, better known as Super-
fund.

The rules require ships of more
than 300 gross tons involved in
trade with the United States to
have evidence of financial respon-
sibility for potential oil pollution
costs.

Oil tanker owners must prove
their ability to meet liabilities up
to $1,200 per gross ton, with a
maximum liability cap of $2 mil-
lion for vessels of 3,000 gross tons
or less and a $10 million cap for
vessels greater than 3,000 gross

tons.

Non-tankers must be able to
meet liabilities of $600 per gross
ton or $500,000, whichever is
greater.

P&l clubs currently provide up
to $500 miillion in pollution cover-
age to their members. However,
the International Group of P&l
Clubs, a consortium of 14 large in-
surers, has refused to issue the fi-
nancial responsibility guarantees
that are required under OPA '90.
The clubs say they fear that U.S.
courts could unreasonably extend
their liabilities.

Two new insurers expect to fill
that coverage gap: Shoreline Mu-
tual (Bermuda) Ltd., a new P&l
club in Bermuda (BI, May 30), and
First Line, an insurer being devel-
oped by Johnson & Higgins in
New York and Bankassure, an

Texas court rejects
claims denial

AUSTIN, Texas-Health insur-
ers must prove that policyholders
intended to deceive them before
they can cancel coverage due to
misrepresentations on applica-

tions, the Texas Supreme Court
has ruled.

Dallas-based Union Bankers In-
surance Co. and 13 other insurers

argued that Texas law allowed
them to cancel policies within two
years of issuance due to misstate-
ments, even if unintentional.

Union Bankers canceled Tho-
mas Shelton's health insurance in
November 1988, seven months af-
ter it went into effect and after
Mr. Shelton had surgery for a hip
condition which he had fdiled to
disclose on his application.

The Supreme Court remanded

the case to Wood County District
Court late last month to deter-

mine whether Union Bankers
breached its duty of good faith
and fair dealing when it canceled
Mr. Shelton's policy.

-By Sara Marley

Aon Corp. unit in London.

Shoreline Mutual will provide
coverage limits of up to $300 mil-
lion to meet the law's require-
ments. The insurer's underwriting
will be based on a schedule of
rates set by the club, rather than
individually negotiated.

As an alternative to pollution li-
ability insurance tanker owners
also may use surety bonds to meet
the requirements.

Surety bonds would typically
cost between 0.5% and 1% of the
requirements in the COFR rules,

said Ed Armstrong, assistant chief
of the vessel certification division

at the National Pollution Funds
Center, a unit of the U.S. Coast
Guard in Arlington, Va.

"The surety bond option would
probably be more expensive than
insurance,”" he said.

The rules will be implemented
on a transitional schedule. Self-
propelled tank vessels and non-
tank vessels will be required to
comply by Dec. 28, 1994, and tank
barges by July 1, 1995.

Meanwhile, four groups of for-
eign shipowners have proposed a
U.S. government-run program
that would meet the COFR re-
quirements and provide an addi-
tional $1.5 billion in pollution
coverage.

The Mandatory Excess Insur-
ance Facility was first suggested
in 1992 by: The Greek Shipping
Cooperation Committee; the
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U.S. issues oil spill guidelines

But P&1 clubs resist financial responsibility requirements

Union of Greek Shipowners; the
Norwegian Shipowners Assn.; and
the Swedish Shipowners Assn.

The associations claim to repre-
sent owners who transport 30% of
the oil imported to the United
States.

Under the MEIF, Congress
would create a non-profit, gov-
ernment-sponsored entity that
would raise $2 billion through a
bond issue. The MEIF would then
offer coverage for oil pollution li-
ability up to $2 billion and charge
tankers coming into the United
States a premium of $1 per ton of
cargo.

While the proposal would meet
the COFR rules, the main stimulus
behind the MEIF plan is the lack
of pollution insurance capacity
available in the world markets,

said Duncan C. Smith, an associ-
ate at Dyer, Ellis, Joseph & Mills,
a Washington law firm that repre-
sents the shipowners.

"The over-arching problem is
the lack of high-value insurance
to cover the worst-case dis-
charge," he said.

The MEIF proposal was consid-
ered by the Coast Guard as a
means of meeting the COFR re-
quirements but was rejected be-

cause it would require congressio-
nal action.

"The MEIF cannot be consid-
ered a prompt solution to the is-
sue in the COFR rulemaking be-
cause legislative action would be
required," the Coast Guard said
in a statement.

However, the Coast Guard said
it will continue to consider the
MEIF as a possible method of
meeting shipowners' concerns
about the availability of adequate
pollution insurance. (g
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Press reports last week said that cern but as yet was not drawing because that economy is capable The KWELM companies so far which by law must pay 90% of all
North Korean officials had pro- any conclusions of finding ItS own investment fi- have collected $340 millionfrom re- valid claims from individual pollcy-
posed resuming talks with South State agencies last week re- nancing and does' not rely on sup- insurers Munich Reinsurance Co holders, including North Amencan
Korea mained calm about development port from state agencies. was the largest reinsurer for the in- doctors, lawyers and accountants.
Bain Hogg's Mr Parker said in Korea since their exposure A spokeswoman for the Export solvent insurers. The administrators When the PPB pays the claim, it
that the risks foremost in insurers' there is minuscule Credit Guarantee Department in expect to collect $200 nulhon from takes the assignment of any recover-
minds concerned non-payment of A spokeswoman for the Over- London said plenty of capacity is relnsurers this year les from the schemes of arrange-

letters of credit and contract frus- seas Pnvate Investment Corp in available for cover in South Korea KWELM's 1993-1994 annual re- ment So far, it has made $7 milhon
tration due to the non-delivery of Washington said that OPIC had and that the crisis in North Korea port won't be published until next m payments to pollcyholders of the
goods, in the event that the North no current proiects underway in would not alter any of ECGD's spring, Mr. Hughes said. But, he es- insurers, said a spokesman
blockaded any South Korean South Korea. terms and conditions for South timated expenses at $35 mlilion this To finance the claims, the PPB
ports This was also the case for the Korea year, mcluding the cost of profes- has imposed an annual levy on U.K

In addition, the foreign insur- Canada's Ottawa-based state-run All of the agencies contacted sional advice and salanes for just insurers since 1992 and has so far
ance market covers much heavy Export Development Corp The said they do not write business in under 200 people working at Runoff collected 288 milhon pounds ($446 4
industry in South Korea, such as last prolect covered in South Ko- North Korea. Igi company KWELM Management milhon), he said

v at other times, Council members on a single jumbo offer." are made because my duty is to all who can afford to pay but refuse,
I_ I Oyd S are overwhelmed with 1nforma- Regardless o f the outcome, names And | do believe that as we he said "l cannot have a situation
tion, he said Lloyd's did benefit from the set- progress with the litigation and where members who honorably
Continued from previous page Lloyd's attempt to settle all tlement negotiations, according to we see some of the ludgments pay their debts .look at other
the market from its unprece- members' litigation in a 900 mil- Mr Rowland. Relations between coming forward, | would be members who are not discharging
dented losses, he said lion pound’($1.35 billion) deal members and errors and omis- amazed if there weren't some op- their duties though they are able
Along the way, though, because also failed earlier this year (Bl, sions underwriters have im- portunities for us to use our goodtodoso "
of the pace of change, some mis- Feb 21). "I'm sad that we were proved, he said offices to aid in bringing'about One Lloyd's member at the
takes Rave been made, he ac- unable to resolve Iitllﬁation with a Litigation continues, "but | some conclusion to the litigation ALM conference asked Mr. Row-
knowledged. jumbo offer," said Mr Rowland don't care who wins," he said. If "l just don't beheve that five land whether it was a "mistake in
For example, Mr Rowland said "But when we started we had no members wm their cases against years stretch ahead of us where the long term" to introduce corpo-
Lloyd's "got itself in a muddle" by knowledge at all of the merit of members agents, E&O underwrit- huge sums of money go into the rate capital into the market this
setling a timetable for implement- various cases of the (members) ac- ers will pay the judgments And pockets of 18wyers and not into year. Itis .anticipated that UF to
ing chan\ges proposed in a' recent tion groups. . or that the relation- those E&QO underwriters are sup- the pockets of names, where it ac- 60% of Lloyd's capacity will be
report, "Value at Lloyd's " The re- ship between E&0O underwriters ported by other Lloyd's members, tually belongs in recompense for made up of corporate capital by
port proposed introducing risk- and members was not good .If who will be damaged by the losses made," Mr Rowland said 1o98.

based capital requirements and we knew then what we know now, awards o Lloyd's IS being "tough" in its From a show of hands, the vast
allowing syndicates to become in- maybe we wouldn't have started "I care only that fair judgments debt collection from members ' majority of members in the audi-
dependent insurance companies, énceplan to continue underwrit-
among other things (BI, May 9). ing as individual members
Partly in anticipation of the - - tion, which would be "impracti- of negligence. _ through 1996, r_ather th_an join
“Value" report, at least four man- L I q u I d ate cal" and probably illegal, he said. Inthe meantime, 1,676 members corporate capital vehicles or
aging agents canceled their syndi- "Our approach has to be that we have applied to Lloyd's Hardship members agency pooling arrange-
cate members' participation for Continued from preutous page must satisfy ourselves that where Committee to reschedule their ments, knqwn_ as MAPAs
1995, creating an outcry from prior to liquidation,” he said any business gives rise to future debt rather than go into bank- I don’t think we would be here
some quarters of the market (EI, There are Eenalties for doing stream of income by transferring ruptcy, the committee's chair- today in the form that we are un-
April 25). this in British corporate law, he busine ss from one members woman, Mary Archer, said at the less we had a vote of confidence
It's also difficult to get the right - warned. agency to another, a proper value ALM meeting Among them are 60 from corporate capital," Mr. Row-
balance among the Council, the A number of suggestions have must be paid" for that business, U S. members tand rephed )
Market Board and the Regulatory been made to Lloyd's Regulatory Sir Alan said Only 400 members have ac- If you're drowning and the

Board in governing the market, Board-some "impractical"-to But, Sir Alan added, Lloyd's cepted Lloyd's rescheduled terms lifeboat is going past, it may not
said Mr Rowland Sometimes the tackle this problem, said Sir Alan Regulatory Board cannot insist on out of 885 proposals that have Pe painted the right color, but for

Council feels it doesn't- receive One, for example, IS for Lloyd's new capital being put into an in- been sent to financially strapped goodness sake, we must climb into

enough data from the Market to require agencies to make pay- solvent business to pay for its past members, she said it and paint it a different color af-
Board before decisions are made; ments before they go into liquida- losses, including members' claims -By Stacy Shapiro terwards mm
by Japanese consumer groups - An impartial organization will sure. tion whether Japanese compames
J a pa n For instance, he said, unlike ear- be created by the government to “All our foreign clients buy it, unll buy the coverage, a recent
her proposals, a manufacturer can help settle disputes before they without exception," he said How- court case mdicates that the law
Continued from prevlous page avoid hability under the law if reach the courtroom. ever Japanese executives are could make a difference.
700,000 in the United States and « "It was impossible to detect Mr Ingle said this mechanism harder to convince, even those in In late March, the Matsushita
61,400 in the United Kingdom," he the presence of a defect in the unll be important m a culture that high-nsk mdustnes, like chemical Electrical Industrial Co. was or-
said Out-of-court settlements are product by means of the scientific is reluctant to seek htigation, pre- production. dered by a Japanese District Court
"the norm" in Japan, he added or technical knowledge available" femng instead out-of-court settle- Mr Matthews noted that AIG in Osaka to pay 44 million yen
Japanese people are not, by na- when the product was shipped ments offers product hability endorse- ($45,183) in damages to a con-
ture, confrontational, and Mr In- « The product was used as a The law has received mixed re-- ments on its comprehensive gen- struction company for a 1988 hre
gle said he did not expect there to part for another product and the actions. eral hability policies in Japan. caused by a defective Matsushita
be a flood of product liability “defect was due solely to compli- Japanese business groups thmk But, the endorsement IS modeled television set

claims as a result of the new law ance with the design instructions it may hurt small and medium- on U.S. policies and may need to Although the case took seven
Many people may not be able to issued by the manufacturer" of the sized companies more than large be amended since the Japanese years to resolve, that the case went

afford to bnng expensive legal ac- other product industrial organizations, Mr. Ingle law follows a different model, he ' to court "reflected a trend toward
tion, he added Japan had been one of the few said Defects are often due to the said and anticipation of the new prod-

In addition, it may be hard to industrialized nations without failure of a component part, and CIGNA Insurance Co of Japan uct habihty law," according to Mr
convince some Japanese corpora- product liability legislation, most parts manufacturers are clients unll be advised to buy Ingle It IS one of the few cases to
tions that they need to buy prod- though the concept had been cis- go to a court in Japan, and it re-
uct hability insurance, even with cussed since the 1960s when some ceived widespread pubhcity.

passage of the new law "It's still a food poisomng victims sued the : ter the case was pubhcized,

learmng curve for corporations.” mapufacigrors W\é()MﬁhagTéofﬁg CounJa an is not a litigious Society, says Mike Ingle, of though/TfMatsushlta reversed its

Mr. Ingle said edgwic - Sedgwick Far East Ltd. 'There are at present about decision to appeal the court's find-
i ' i | i h . . ing.
e et acor ™ 14,600 (awyers), compared with 700,000 e " ccoraing to tne Amarican
and the law may encourage others turer was negligent to recover any f United States and 61,400 in the United Kingdom.' ?h?(;nb'edr %f Comm?rce, MT.tSU?}:IJ
to do so, he said compensation . . lla "aeciaed against appealing the

The law w111 generate a lot of in- The now law states that if de- Outfof—court settlements are 'the norm,’' he says. case because it beheved it should
terest m the coverage,-though Jap- fects in products cause injury or heed the pubhc's increasing inter
anese corporations are generally damage, the manufacturer, proces- est in consumer protection and be-

naive about their product liability sor or importer of the product can small or medium-sized compames pr6duct liability cover, said cause the TV in question went uR

expasues,.saidRoss EMatthews, be held strictly hable, Mr Ingle areeredceesljZNtsetenscuorve E:51 i) Coafmbens vos vtke teacgmk difficult to

tional Group Inc in Tokyo They He said under the new law: , age more actively. ment m Tokyo Meanwhile, Japan's Health &
beheve the only serious product li- - Consumers do not have to - "Unlike some countries, it is not But Ms. Carney, who chairs the Welfare Ministry had requested
abillty exposure is overseas, he prove a manufacturer was negh- a coverage that's automatically insurance subcommittee of the that blood products be exempt

said ent, merely that a product was - so_gght when exporting," Mr Ingle American Chamber of Commerce from the new product habil14

Mr. Ma_tthfews also dogs not ex- de eptiye and caused_ injury. _ . in_Japan, said most Jap.anese cor- law That request was rejected b3
pect a big influx of claims, even « Victims of defective products He said he would advise Sedg- porations have In-house insurance the government's Social Pohcl

though consumers will be more can seek compensation from man- wick chents-particularly manu- agents and place their business Council, which recommended irH
aware of their mghts now ufacturers within three years of facturers, suppliers or import- with Japanese insurers connected December that a product habiliti

He said the law is "softer"” than inlury or damage, or up to 10 years ers-to have adequate product lia- to the corporations law be passed. The new law does
proposals originally put forward after the product was supphed. bility coverage to cover their expo- Although some observers ques- not exempt blood products 1
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INTERNATIONAL
kweLm  Political risk insurers eye Korea

Death of North Korean leader unlikely

to pay to heighten exposure in South Korea
: H By MARIA KIELMAS exposure in South Korea for the
$563 I I Illllon last two months and some have L O9O9",,..O i 1
Political risk insurers are decided not to take on new expo- ii/i lar. - I-'-l . '_rr
= ? - [ ] =1 .

adopting a watchful but calm atti- sure,” said Denms Parker, direc-

to Cred |to rs tude toward events in North Ko- tor at London broker Bain Hogg

rea following the death of that Group "This has all been politi-

. country's longtime leader, Kim Il cally driven " amm
th IS fa I I Sung Mr Parker explained that the
Government-run and private insurers' unease began when the a

political risk insurers in London U S government threatened to
and North America offered con- impose sanctions on North Korea
trasting views on how North Ko- over a dispute over its nuclear

By STACY SHAPIRO rea's political situation would af- programs The North Korean gov-
feet their clients in South Korea ernment said any such sanctions -
LONDON-Thousands of poh- State export credit insurance would be interpreted as an act of 1 S

cyholders that bought liablhty in- agencies said that the South Ko- war

surance through the H S. Weavers rean economy is buoyant and that The possibility of sanctions

(L_Jnderwrltlr]g?A Jencies Ltd. line foreign trade and investment in against Nortn Korea, first pro- . AP/Wido World photo

slip wtll receive a first partial paa/- the country does not need their posed in November 1993 by U S Norel Koreans moum the death of thdr leader, Kim Il Sung. insurers are

ment on helr.c{anps on Sept. 3 suggo(p s.aresult, the a nm%sEeC{etehrg of Stﬁlte Warrsn ‘hn - monitoring how the turmoil may increase their exposure in South Korea.
he administrators of schemes said their exposure in“South Ko- topher at the Asia Pacific Eco-

of arrangement for the so-called rea is small or non-existent nomic Community meeting in Se- rhe situation was defused fol- month

KWEkhM cgggganilgs egéo%ct to Ray Private-sector insurers, how- attle, arose once more in late 10,ving mediation efforts by for- These plans were thrown intc
more than milhontd their ever,’do have some exposure " March as North Korea threatened mer U S President Jimmy Carter uncertainty with the Jul§/ 8 death
m%sr:tlxu S tcgiggjlg%si Soga’ggat date, Pmvate-sector political risk in- to withdraw from the nuclear and plans were made to hold a of North Korea's Kim Il Sung of a

e firs surers "have been looking at their non-proliferation treaty North-South Korean summit this Continued on nextpage
Four years after Walbrook In-
surance Co Ltd ceased under-

e Japan enacts product liability law

scheme administrators this month

announced the flrst dividend pay- .. . .
ments to their estimated 100,000 By KATE McILWAINE Observers are divided whether law will increase exposures

creditors
. . . TOKYO-Japan has passed a came hours before the Diet was that a bill was passed unam- would now ask for the policies,
TQe pompames, which Pnru@rllwroduct I|qb|(ljj %Iqw a )yea[j) arlker sch%dulef(d to adiourn for its sum- mously to establish a law to pro- but insurance companies need to
wrote ha |_| y msurance 1or -nan prec €d,dbu _an pu lic at- mer brea tect consumers who purchase de- review the covers first,” Mr Ama-
based policyholders through the tention the law might have re- Although proposals for product fect-ve products moto said He predicted that more
Weavers hne slip, are- Kingscroft ceived has been diverted by recent liability laws have been debated The law is expected to become product Ilab|ﬁty policies will be
I surance Co Ltd, (\Qlalb{go El ugheaval in the country's leadér- in Japan for years, a law was not effective on July 1,71995 sold as corporations become more

1 Paso Insurance Co Ltd, Lime ship

St e A ot ot M _ ' . expected to be passed by the Diet Insurers already sell product 11- aware of their exposures under
tual Reinsurance Go Lid. All bve The Diet, Japan's parliament, any earlier than next spring, de- abil.ty coverage in Japan but will the law
) passed the law on June 22, only spite support for the legislation nave to review- their current poh- But not all observers agree that

insurers were subsidiaries of de-

. ree days before then-Prime from former Prim inister. Mon- 2125 to ensure that they meet any demand will increase

3 funct London United Investments mlmstersﬁssutomu ata steppedr firo Hlosokawa FBl\AEe%ef) new liability exposuxes Createyd by Mr Ingle noted that Japan IS
. . down from office and was re- Mike E Ingle, chief executive of the law, said Yoshiki Amamoto, not a litigious society, citing the
K,lngscroft claimants wall be placed by Sociallst leader Tomil- broker Sedgwick Far East Ltd in mana%er of the international de- small number of lawyers in the

paid 8% of their established chi Murayama The vote to re- Tokyo, said it was "a quiet an- partment for Marine & Fire Insur- country "There are at present
claims, Walbrook claimants, 4%, place’Mr Hata, who had only nouncement after nearly two ance Assn of Japan in Tokyo about 14,600, compared with
Paso claimants, 8%, L|meI been prime minister since Aprll; decades of government study "l expect a lot of companies Cont:nued on next page

Street claimants, 9%, and Mutua
Reinsurance claimants, 5%

Although payments w111 begin I I v t I k - h t - R I
on Sept 30, there iS no deadline Oy S O u OO rl g e r - OW a I l
for creditors to submit established

claims to be ellgible for the initial - B, ,+ he still sees obstacles to overcome
payment, stressed Chins Hughes,

partner for Coopers & Lybrand by STACY SHAPIRO hons of pounds in losses m the Defunct agencies a concern

tand one of the KWELM hquida- past four years and is in the pro-
ors ) ~ LONDON-Lloyd's of London's cess of remventing itself ] LONDON-LIoyd's of London officials are concerned by the hg- r
Creditors can expect to be paid ! effort to return to profitability is Changes mut be made quickly, uidation of members agencies, which could leave members uncom-

40% of their claims over a 40-year hke trylng to cross a "great gap- he said, but progress is slowed b¥ pensated if the agents are found negligent in court
period, which reflects the long-tail ling chasm on a very, very wobbly the Lloyd's Act 1982 Under tha The number of Lloyd's members agencies dropped to 36 this

nature of the habilitg/ insurance P{Iank," says Chairman David act, Lloyd's is governed by the year-of whichatleast seven are in liquidation-from a high of 106

underwritten by the companies, he Rowland Council of Lloyd's, to which the in 1982, according to Lloyd's.

noted "On the other side of the chasm Regulatory Board and Market Meanwhile, more than 22,000 members are suing members agen-
The timmg and size of the first is a green field full of profits and Board report The three-tiered ' cies-including those ,n liquidation-to recover their losses from

payout is about what the admims- prosperity and probity," he said structure makes it difficult to re- members agents” errors and omissions insurance coverage

trators estimated last year when "And on the other side is a great form the market quickly At least one of the 69 members agents being sued by more than
they launched the schemes. The darkness from where we've actu- These changes also must be ' 3,000 members over losses at Gooda Walker Ltd. syndicates has
admimstrators then estimated ini- ally come from And the chasm IS made without damaging the char- gone into hquidation The members are suing to recover more than
tial payments by the insurers of not filled with lions and tigers but acteristics that the 306-year-old 629 milhon pounds ($975 milhon) in losses from syndicates man-
between 3% and 12% of claims by with rambling lawyers, so if you institution still possesses, he aged by Gooda Walker (Bl, May 2)
June 30 (BI, Sept 13, 1993) fall in, you would be in a ternble added This includes Lloyd's qual- The consequences of members agents' liquidation are "quite ob-

Estimated total liabihties for the mess " . iys . " . . N '

tty, security and competitiveness vious," said Sir Alan Hardcastle, chairman of Lloyd's Regulatory

KWELM companies-which to- This image-presented to about At the same time, however, Eoard.
gether represent the largest insur- 450 delegates at the Assn of Lloyd's needs to rid itself of "ar- "It is of particular concern when members agents faced with sub-
ance insolvency in the world- Lloyd's Members' fourth annual rogance, greed and narrowness of szantial negligence claims go into liquidation, transfer their ongo-
have grown since last autumn to national conference on July 7- outlook," the chairman added ing business to another agent, leaving insufficient assets to meet
$10 8 billion from $9 bdlion This was first dreamed up by Mr Row- There also are other facets of those negligence claims as well as those from normal business cred-
includes $62 bilhon in estimated land when he became chairman of the market that must go, he said itors,” he said
liabilities, including incurred- Lloyd's nearly two years ago, he For example, the old Lloyd's In this situation, the Lloyd's regulator has very "limited rules" on
but-not-reported claims, plus a said seemed to benefit from "mystery" what it can do to help distressed members, said Sir Alan at the
$46 billion "special margm" for Currently, Lloyd's is about half- by not reveahng any market infor- fourth annual Assn. of LIoyd's Members national conference,
long-tail claims that might emerge way across this wobbly plank, mation But those days are gone Company insolvencies are governed by British law, not by the
over the next 10 to 20 years. which gives me great confidence forever as the market becomes Lloyd's Act of 1982 So if a members agency's directors beheve the

These would include claims for that we will get to the other side," more open and discloses more in- agency is insolvent, they are required to wind up the company, Sir
such habilities as inluries from he said formation to ItS investors, Mr Alan said
breast implants, which only The plank wobbles because of Rowland said "When that happens, part of the responsibility of the hquidator
emerged after the KWELM com- the "enormous complexity" that Lloyd's executives over the past would be to consider whether any of the assets-including good-
pames stopped underwriting, Mr. the market must deal with to 18 months have been running "a wlll-have been transferred to another company at a low value

Continued on next page reach the other side, said Mr marathon, not a sprint," to save Continued on next page ,

Rowland Lloyd's has suffered bil- Consnued on nextpage
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Discharge

Continued from previous page

laws prohibiting a company from
firing an employee who has
pressed a workers compensation

claim.

Wrongful discharge claims
based on fixed-term contracts or
proscriptive and retaliatory stat-
utes typically involve demands for
reinstatement and back pay.
When they include claims under
civil rights laws, they may also in-
clude demands for punitive dam-
ages.

Employment at will can also be
limited by the courts in cases
where discharged workers protest
their dismissal on the basis of tort
law or on a contractual basis, even
if that contract isn't written or for
a fixed term, Mr. Gaffin said.

"Where we get into trouble with

Marke#s

AIG forms subsidiary

NEW YORK-American Interna-
tional Group Inc. has formed a new
U.K. subsidiaiy to provide risk fi-
nancing for large corporate and in-
stitutional clients worldwide through
a combination of corporate finance,
minsurance and financial derivative
instruments.

AIG Combined Risks Ltd. is focus-
ing on financial and insurance risks
that can be hedged with financial
derivatives and traditional insurance,
as well as self-insurance programs. It
also will provide corporate financing
advice on various other transactions,
including stalt-up insurers.

wrongful discharges is in the im-
plied contract area," said Mr.
Gaffin. With that in mind, em-
ployers should review their appli-
cation process and employee
handbooks regularly to make sure
they don't suggest a contract, he
said.

In an application, for example,
the company shouldn't say an em-
ployee is "permanent" after a
"probationary"” period. Mean-
while, disclaimers in the hand-
book suggesting that it is not to be
construed as a contract may offer
the employer some advantages in
court.

"In many states, if you have a
disclaimer, then the disclaimer
may be the first bar that the em-
ployee has to get over,"” Mr. Gaf-
fin said. "If you don't, then the
court may say the handbook is a
contract.”

Development of the current

The new company is worldwide in
scope, operating from a base in Lon-
don. Its president, Diego Wauters,
joined AIG from J.P. Morgan, where
he was managing director of the
bank's London office and was rE-
sponsible for financial institutions in
Europe and for financial reinsurance
activities.

Mr. Wauters reports to Petros Sa-

batacakis, AIG's senior vp-financial
services in New York.

Value Health, CCN deal

AVON, Conn.-Value Health Inc.
has completed its acquisition of
Community Care Network of San

Diego, a major provider of managed
health cam services to workers com-

pensation and group health markets.
The transaction is erpected to add

laws pertaining to employee/em-
ployer relations started in 1930s,
arising from the question, "What
do we want to be as a society?"
Mr. Gaffin said. The growth of la-
bor unions pushed it further, with
workers having to vote to get
rights associated with collective
bargaining.

Then, in the 1960s, social legis-
lation against discrimination
helped shape employer/employee
relations. The final step was the
passage of laws such as the Fam-
ily and Medical Leave Act that es-
tablished rights of the individual
worker in the workplace.

A variety of factors could help
shape the employer/employee re-
lationship in the future, Mr. Gaf-
fin said, including a possible re-
surgence of unions.

It's possible that unions could
help reduce wrongful discharge
claims, because terminations go

about $30 million to Avon, Conn.-
based Value Health's revenues dur-
ing the remainder of calendar-year
1994. In the coming months, the
workers comp activities of Preferred
Works, which Value Health pur-
chased when it acquired Preferred
Health Care Ltd. last year, will be
integrated into CCN.

CCN and Pteferred Works to-
gether will have major office loca-
tions in: San Diego, Santa Clara,
Pasadena and Long Beach, Calif.;
Phoenix; Minneapolis; Milwaukee;
Chicago; Reston, Va.; Wilton, Conn.;
Jackson, Miss; Hawthorne, N.Y.; and
Orlando, Fla.

GENEX acquired

ATLANTA-First Financial Man-
agement Corp. of Atlanta will ac-

through union grievance proce-
dures, he said. He cautioned his
audience of human resources pro-
fessionals, though, "If you go back
and tell your boss, 'We can reduce
our exposure to wrongful dis-
charges if we get a union in here,’
you'll probably get fired."

The increased use of peer review
techniques for addressing em-
ployee terminations could also
help reduce wrongful discharge
exposures, as could the use of al-
ternative dispute resolution, such
as mediation and arbitration.

Significant legislative proposals
could shape future employer/em-
ployee relations. Among them is
the Model Employment Termina-
tion Act, developed in 1991 by the
National Conference of Commis-
sioners on Uniform State Laws, a
Chicago-based non-profit organi-
zation comprising about 300 com-
missioners appointed by state

quire GENEX Services Inc., a cost
containment and disability manage-
ment Brm based in Wayne, Pa.

Founded in 1978, GENEX has
more than 160 service centers across
the United States, Canada and Pu-
erto Rico; manages more than 39,000
new cases; and reviews more than
two million medical bills for more
than 850 clients annually. The com-
panfs 1993 revenues exceeded $90
million.

In exchange for about 1.3 million
First Financial shares, PTMC will
acquire all the outstanding shares
and stock options of GENEX, sub-
ject to approval under federal anti-
trust law.

As part of the deal, FFMC will
also acquire GENE:X Services of
Canada Ltd.

FFMC, a national leader in infor-
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will appear for
the first time as a
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governors.

The model act specifies that ter-
mination requires good cause and
that it should go through arbitra-
tion or a state court system. Rem-
edies are limited, with the act pro-
viding for compensatory damages
but not for pain and suffering.

The model act would, however,
allow an employee claiming
wrongful discharge to recover le-
gal fees to help encourage attor-
neys to take wrongful discharge
cases under the act.

So far, Montana has been the
only state to implement legisla-
tion similar to the Model Em-
ployee Termination Act. The
model act has been introduced in
Maine, New Hampshire, Nevada
and Oklahoma legislatures, but
none of those states has enacted it,
Mr. Gaffin said. "One of the rea-
sons is that there has been no real

strong advocate yet." im’

mation services, also provides a full
range of integrated health care man-
agement services through its subsid-
iaries FEST HEALTH Services,
FIRST HEALTH strategies and Mi-
croBilt.

Those sentices include Medicaid
and pharmaceutical claims process-
ing, third-pally administration, psy-
chiatric and chemical dependency
services, managed care, utilization
review, provider networks, data
analysis and information processing
systems.

Meanwhile, GENEX recently
bought Unified Care Inc. of Exton,
Pa.

Unified Care is a managed care
firm specializing in the provision of
pre-certihcation and utilization re-
view services to the casualty, life and
health insusance markets. =1

AD CLOSING DATES

Contact: Martin J. Ross, Advertising Sales Director, 220 E. 42nd Street, New York, NY 10017 0 Phone: 21 2-210-0228 0 Fax: 212-210-0704
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MetroVision offers a mngle mdem-

Health care mo.wemieee Avoiding charges of bias

Continued from previous page valnety of cost management tech-

tees House Malonty Leader Rich- mques And mandating that em- . . . . .

ard Gephardt, D-Mo, IS dolng the ployers offer multiple plans may Comp Clalm can become ADA SU|t WI’[hOUt attentlon. EXpeI’t

same with proposals passed by the not be practical in certain areas of By RODD ZOLKOS said He compared workers comp And the financial consequences

Wg{s tz)andCMeal_'lts and Education the country where managed care ~ to dental insurance, noting that a of an ADA claim can include pu-

and Labor Lommittees plans are not yet offered, Ms Du- ST LOUIS-Better communi- ® worker who returns to nitive damages exceeding
Once the committee proposals are pree said cation and effective return-to- the office after getting $300,000 plus back pay, reinstate-

melded 1ntO single House and Sen- Except for the Finance Commit- work programs can help prevent a I N his teeth cleaned isn't ment and benefits Even a sue-

ate bills, the proposals will be de- tee-approved bill, the committee- workers compensation claim from suddenly referred to as cessful court defense can cost

bated and voted on by the full passed measures all contain provi- turning into a discrimination law- socwrvron g claimant more than $75,000

House and Senate sions that would force health plans, suit, a human resources consult- s Mr Pimentel sug- "We've got to have some quality
Legislative developments last hke managed care networks, to ant says MANACEMEN! ested that the biggest control going on in workers com-

week included some membens of contract with so-called essential An awareness of how workers faihng in%he current workers pensation claims managing,” Mr

Congress discussing reducing the community providers, like public comp claims can give rise to ha- compensation system is a lack of Pimentel said, recommending that
premium contnbution that employ- hospitals servmg the poor, that may bility under the’Americans with communication Communication companies employ someone as an
ers would make under a mandate to have a poor record in managing Disabilities Act IS a first step to- gets a worker back to work employee ombudsman on workers
50% from the 80% level contained costs or providing quahty care ward reducing litigation and sooner, he said, and can help keep comp matters
in three of the four bills passed by "Some hospitals have not done a workers comp costs, according to the worker from hiring an attor- Ultimately, instead of asking
committees very good Job at delivenng care Richard K Pimentel, senior part- ney “When can a worker comeback?"
Congressional leaders hope de- Why should we keep these dino- ner with human resource consult- One of the most important employers should get in the habit
bate beg}ns by the end of the saurs in"business?" said the Na- ant Milt Wnght & Associates Inc things an employer can do, then, ot asking,"Why is the worker at
month, With a’House floor vote in t|on|al Business Coalition on in Chatsworth, Calif, IS to initiate a dialogue with the home?" Mr Pimentel said
early August and a Senate floor Health's Mr Sulhvan _ Mr Pimentel made his remarks inlured worker, Mr Pimentel said He suggested that as another as-
vote taking place just before the The Ways and Means Committee during the Society for Human Re- Poor communication often also pect of their return-fo-wor poli-
nud-August congressional recess bill also contains a provision-in- source Management's recent an- mamfests itself in poor workers cles, companies should make more
Meanwhile, the details that have serted at the behest of physician nual conference in St Louis comp claims management, an- use of "light-duty” opportunities
emerged on the dlfferent congres- groups-which would re?uire many Employees who are perma- other factor Mr Pimentei believes to ease iniured workers back into
sional committ-approved health HMOs and other types of managed nently inJured as a result of a sends injured workers to attor- their lobs, bringing back workers
care reform bills deeply disturb em- care programs to accept all physi- Job-related injury can fall under neys who would otherwise be at home.
ployers cians that agree to the plan's terms the ADA's provisions, he ex- Mr Pimentel said he believes "Light duty is not a ware-
Under the Ways and Means Com- and conditions plained 50% of workers compensation lit- house," Mr Pimentel said "You
mittee bill, employers-except cer- If HMOs had to take on all pro- The act requires that the com- igation is valid "You know what are not warehousing these work-
tam small flrms purchasing cover- viders, the plans would lose their pany must see if a "reasonable ac- the other 50% is?" he asked ers It IS a part of physical and
age throwfqh a new federal pro?ram ability to negotiate with health care commaodation can be made" for "Phone calls that aren't returned, work thera{)y "
dubbed Medicare Part C-would providers, said Xerox's Ms Darhng the inlured worker, making ad- questions that are answered in an But, he noted there are several
have to provide a traditional in- Benefit experts say other pron- lustments that would allow the unknown language, forms that are problems with creatingi speciftc
demnity plan with unlimited choice sions in the reform bills may prove worker to do the essential func- sent to them in ‘an unknown lan- light-duty spots, among them that
of providers and a managed care impossible to administer As an ex- tions of his lob guage " it limits the number of light-duty
plan - ) ample, they point to a FInance But in cases where the employer He described a scenario in positions, that the company
While the Senate Finance Com- Committee provision that would refuses to make reasonable ac- which an injured worker sits at doesn't know how long an injured
mittee proposal would not mandate impose a 25% tax on high-cost commodations, workers who lose home, distanced from his or her employee will remam on hght-
that employers provide and pay for health care plans their Jobs because of lob-related employer, unable to get adequate duty and that if specific positions
health care plans, It would require. Tq date, there is no detailed legis- disabilities can file a claim with answers to questions about work- are established, ultimately they
emplo%/ers that voluntarlly offer lative language on the provision the Equality Employment Oppor- ers comp coverage Over time, the could be subject to union bargain-
plans fo offer at least three health But a summary prepared by Repub- tunity Commission and sue the inlured worker becomes increas- in? S -
care g_lans, mcludlqg an Indemnity hcan staff members of the Finance emp oxer for discrimination un- ingly an?ry. Then they see the ad- Instead of identifying specific
and point-of-service pidn _Committee says the tax would be der the ADA, Mr Pimentel ex- vertisement for a workers comp positions as hght-duty, a company
Benefit lobbyists say the last imposed on plans with premiums in plained attorney should be flexible, working with
thing Congress should do is to man- the top 40% of premium costs in a However, employers can avoid "Every iniured worker in the an individual worker's situation
date’that employers offer indemnity plan's geographical area that entire litigation scenario by country watches Wheel of For- to create light-duty opportumties,
plans "It truly is a step backwards The provisioanroposed by Sen dealin wi;% indured workers tune.,"rK/Ir. Pimentel said, addingi Mr Pimentel said
Employers, as a cost containment Bill Bradley, D-N J, would pose a more effectively from the start, he his opinion that the program IS He also acknowledged that co-
strategy, have been dropping in- slew of problems To take one ex- said popular with that particular seg- workers may resent a worker on
demnit;t/ plans," said Richard ample, benefit experts ask how the "There's been this theory that ment of the television audience?ight-dutly, but suggested employ-
Smith, the APPWP's director of tax provision would be imple- the less you tell your workers because "it's the only game show ers deal with that problem by ex-
health care pollcy mented for national employers of- about workers comp the better," you can play on pam Iullers" plaining to their employees why
Similarly, benefit managers say a fenng a single health care plan Mr Pimentel said "Wrong. In- And you know who advertises they're making light-duty avaii-
related provision-ontained in the throughout the country formed choices are good choices " on Wheel of Fortune?" Mr Pimen- able to injured workers
Ways and Means bill-that would In some areas of the country, Employers should view workers tel asked "Workers comp claims In any employment-related de-
require employers to pay at least where health care costs are high, comp in the same context as other attorneys " cision involving injured workers,
80% of the I[%re_mium for both a tra- the cost of the multistate employ- employee benefits, Mr Pimentel Once an inlured worker has it's critical for the employer to
ditional inde nlty plan and a man- er's health plan might be well b.e— sald ' ~ come in contact with an attorney, make decisions on a case-by-case
aged care Elan, is a poor health care low those of other plans, while 1 Typically, a worker IS scared in the lawyer may well suggest that basis using factual and ob?/ectlve
cost control Strategy _ other areas the cost might be well the first two weeks after an in- the worker has grounds for an criteria, Mr Pimentel said, be-
Why should your premium con- above the average iury, Mr Pimentel said Too often ADA claim as well cause assumptions and attitudes
tnbution be tied to the health care 'How do you break down costs during that period doors at the Mr Pimentel said that when a toward injured workers can create
plan-traditional indemnity for multistate employers?" asks Ed- company slam shut, and a rift workers comp claimant sues, ADA liabilities
plans-whose costs have been most ward Hancock, a technical consult- forms between the worker and the claims costs immediatelg go up "In the end, if we keep from dis-
out of control?" asks Helen Darhng;\j gnt with Towers Pemn m Valhalla, employer, with the inJured worker 30% In total, about 10% of a typ- criminating against (injured!

manager of health care strategy and _ - becoming a "claimant" rather ical company's total workers com- workers) in the first place, a lot of
programs at Xerox Corp m Stern- "This could be very difficult to than an employee pensation bill goes to lawyers, he the ADA problems will go away,"
ford, Conn Xerox bases ItS health implement and administer," said "Comp, too, is a benefit," he estimated Mr Pimentel said inl

care premium contributions on the Chip Kerby, a principal at Wilham
lowest-cost health plan available, M Mercer Inc m Washington

- -
which typically are HMOs, in spe- The so-called non-discnmination B f v I t I
cific geographic areas (Bl, June 27) rules in the Fmance Committee bill e a I r O I l e ru e O I Ve y
By equalizing the percentage of also would pose problems for em-

the premium paid for indemnity ployers with diferent operating di- WronngI discharge ClaimS nOt ineVitable Consultant SayS

and managed care plans, benefit visions

experts worry that empl(?yees will The legislation says employers By RODD ZOLKOS "Put yourself in the eyes of a ju- even for a cause that's morally
have less of an economic Incentlve would either have to pay the same ror," he said during a presenta- wrong
to select managed care programs, percentage of premium or the ac- ST LOUIS-The laws govern- - tion at the recent Soci- Limitations to employment at
whose enroliment levels have been tual amount of the premium for all ing companies' discharge of em- ety for Human Re- will can include fixed-term con-
suraing full-time non-umon employees- ployees vary from state to state, M source Management's tracts Those contracts are used
Benefit managers also are those worlang at least 24 hours a but companies anywhere can take annual conference in mostly in executive agreements
strongly opposed to the Anance week-covered by a health plan  g5mg pasic steps to reduce their ....-,,«. St Louis "Get yourself and involve a one-on-one rela-
Committee provision that employ- That requirement would pose big exposure to wrongful discharge womeeoUt Of being an advo- tionship between employer and
ers with health care plans offer at problems for employers that-be- htigation AnAcENEnT cate for the manage- employee, not a labor group
least three types of health care cause of varying competitive rea- Among the key preventive prac- ment position " agreement
plans, including an mdemnity and sons-pay diferent premium per- tices are what John R Gaffin, Mr Gaffin noted that the em- Proscriptive and retaliatory
point-of-service plan centages for different lines of bum- president of Miami-based HR As- ployment-at-will rule, also known statutory limitations also apply
They questlor.] why an employ.er ness sociates, refers to as "ABCDEF" as the "American Rule," is the ba- The proscriptive limitations gen-
should be required to offer multiple If employers had to pafy the same Alwax_s Be Consistent, Document sic principle underlymg employ- erally prohibit discharge based on
plans if its current health care plan percentage of premium for all em- Everything and be Fair er/employee relationships in the employee characteristics, such as
metetls cerEain basic standards and ployees, workers could be the los- That guideline would include United %tates laws barnng dscrimination on
conrelseesE o ~ers "l think there would be cases accurately appraisin%employee Employment at will and termi- the basis of age, race or disability
"All you are doing is imposing where employers would cut back to performance, making sure that nation at will are two sides of the Retaliatory statutes bar dis-

additional administrative costs on the lowest amount of the Bremium company rules are known and same coin, he said, noting that charge in response to something
employers," sa¥s Kathy Ann Du- they now pay," said Tom Butter- published, and following prog- employment at will suggests that an employee has done, such as

pree, director o empl%ee b#nefits worth, a consultant with Hewitt ressive disciplinary steps consis- employers may dismiss employees whistle-blower protections or
at MetroVision Inc in Atlanta Associates in Rowayton, Conn El tently, Mr Gaffin said at will for good cause, no cause or Cont:nued on next page
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Alexander & Alexander Selvices
Arab Commercial Enterprises
(Sedgwick)
Jubail
Arab Commerrial Enterprises
(Sedgwick)
Mecea
Arab Commercial Enterprises
(Sedgwick)
Riyadh
Alexander & Alexander Services
Arab Commercial Enterprises
(Sedgwick)
INTERSERVE
(Johnson & Higgins/UNISON)
Yanbu al Sinaiyah
Arab Commercial Enterprises
(Sedgwick)

St. Kitts & Nevis

Alecander & Alexander Services

St. Lucia

Bain Hogg Group

Castries

Alexander & Alexander Services

St. Vincent & the Grenadines

Alexander & Alexander Services

Scoland

Aberdeen
Alexander & Alexander Services
Godwins (Rollins Hudig Hall Group)
Heath (C.E. Heath)
Marsh & Mcunnan
Sedgwick
Willis Corroon
Brechin
Heath (C.E. Heath)
Dundee
Alexander & Alexander Services
Godwins (Rollins Hudig Hall Group)
Heath (C.E. Heath)
Marsh & Mclannan
Rollins Hudig Hall Group
Willis Corroon
Edinburgh
Alexander & Alexander Services
Bain Hogg Group
Godwins (Rollins Hudig Hall Group)
Heath (C.E. Heath)
Jardine Insurance Brokens
JI1B Gmup)
Marsh & Mconnan
Sedgwick
Willis Corroon
Glasgow
Alexander & Alecander Services
Bain Hogg Group
Godwins (Rollins Hudig Hall Group)
Heath (C.E. Heath)
Johnson & Higgins/UNISON
Inwndes Lambert Group
Marsh & MeLennan
Rollins Hudig Hall Group
Sedgwick
Willis Corroon
Gloucester
Jardine Insurance Brokers
98 Group)
Inverness
Heath (C.E. Heath)
Oban
Architects & Professional Indemnity
Agencies (Lowndes

Lambert Group)
Peterhead

Heath (C.E. Heath)

Health care

Continued from page 1

In general, employers would
lose much control over their
health care plans.

For example, under the Senate
Finance Committee proposal-
considered the most "moderate”
of the bills approved by the four
congressional committees-em-
ployers with health care plans no
longer could vary the percentage
of health care premiums they pay
for employees in different lines of
business, even if competitive pres-
sures were vastly different in their
operating units.

Other provisions may simply be
unworkable. Benefit experts say a
proposed 25 % tax on employers
and insurers offering"high-cost"

Senegal

Dakar

Gras Savoye/UNISON

Singapore

Alexander & Alexander Services
Bain Hogg Group
Arthur J. Gallagher
Gras Savoye/UNISON
Heath Hudlg Langeveldt (C.E. Heath)
Jardine Insurance Brokers

(JI1B Group)
Johnson & Higgins/UNISON
LBN Asia (Le Blanc de Nicolay)
Marsh & McLennan
Nicholson Leslie Group

(Rollins Hudig Hall Group)
Rollins Hudig Hall Group
Sedgwick
Willis Faber (Willis Corroon)

Southpoint

Minet Group

South Korea

Seoul
Alexander & Alexander Selvices
Bain Hogg Group
HHL (Korea) (C E. Heath)
Jardine Insurance Brokers

International (JIB Group)

Johnson & Higgins/UNISON
Marsh & McLennan
Rollins Hudig Hall Group
Sedgwick

Spain

Barcelona
Alexander & Alexander Services
Ik Blanc de Nicolay
Gras Savoye/UNISON
IBERCECAR (CECAR)
Interbnoker Correduria de Reaseguros
(Lowndes Lambert Group)
Marsh & McLennan
Rollins Hudig Hall Group
S&C Correduria de Seguros
(Willis Corroon)
Sedgwick
Bilbao
AB-mERCECAR (CECAR)
Alexander & Alexander Services
Bain Hogg Group
Rollins Hudig Hall Group
S&C Correduria de Seguros
(Willis Corroon)
Sedgwick
Madrid
Alexander & Alexander Services
Bain Hogg Group
Ik Blame de Nicolay
CECAResp. (CECAR)
Gras Savoye/UNISON
Heath Y Associados (C.E. Heath)
MERCECAR (CECAR)
Interbroker Correduria de Reaseguros
(Lowndes Lambert Group)
Marsh & Mcl,ennan
Rollins Hudig Hall Group
S&C Correduria de Seguros
(Willis Con-oon)
Sedgwick
San Sebastian
AB-mERCECAR (CECAR)
Bain Hogg Group
Gras Savoye/UNISON

Santander

S&C Correduria de Seguros
(Willis Cormon)
Seville

S&C Correduria de Seguros
(Willis Cormon)

health care plans would lead to a
maze of rules that could rival or

exceed in complexity those of
Section 89. That former Tax Code
section, which set non-discrimi-
nation standards for health care
plans, was repealed in 1989 amid
employer outrage over its com-
plexity and absurdity.

Some provisions would promote
health care inequities based on
emploter size.

Under the Senate Labor and
Human Resources Committee pro-
posal, for example, employers
with more than 1,000 workers
would be slapped with a 1% pay-
roll tax over and above the basic
requirement of paying 80% of
health insurance premiums for
their employees. But low-wage
employers with fewer than 11 em-
ployees-regardless of their prof-

Valencia

S&C Correduria de Seguros
(Willis Corroon)
Valladolid

Gras Savoye/UNISON
Vgo

Alexander & Alexander Selvices
Vitoria

AB-IBERCECAR (CECAR)

Bain Hogg Group

Sri Lanka

Colombo
Insurance Services International
(Willis Corroon)

Suriname

Pammaribo

Alexander & Alexander Sen/ices

Swaziland

Manzini

Bowring & Minet (Minet Group)
Mbabane

Alexander & Alexander Services
Bain Hogg Group
Bowring & Minet (Minet Group)

Sweden

Gothenburg

Bain Hogg Group
Marsh & Mcknnan

Willis Faber (Willis Cormon)
Helsingborg

Minet Group
Malmo

Roll:ns Hudig Hall Group

Stockholm
Alexander & Alexander Services
Bain Hogg Group

Le Blanc de Nicolay

Mansh & McLennan

Minet Group

Rollins Hudig Hall Group

Sedgwick

Willis Faber (Willis Corroon)
Vaxio

Bain Hogg Group

Switzerland

Feldmeilen
Jauch & Huebener KGaA/UNISON
Geneva
Alexander & Alexander Services
Marsh & Meunnan
St. Gallen
MVM Vecherungsinakler
(Sedgwick)
Zurich
Alexander & Alexander Services
Bain Hogg Group

Le Blanc de Nicolay
Marsh & McLennan

Minet Group
Sedgwick
C. Wuppensahl & Co. (Willis Corroon)

Taiwan

Taipei
Alexander & Alexander Services

Bain Hogg Group

Essar International Insurance

Brokens (Minet Group)
Heath Hudig Langeveldt (C.E. Heath)

Jardine Insurance Brokers
(JI1B Group)

Johnson & Higgins/UNISON

Sedgwick

itability-would be exempt from
paying health insurance premi-
ums and instead only would be li-
able for a payroll tax of between
1% and 2%.

And one of employers' biggest
fears-especially for the Senate
Finance Committee reform pro-
posal, for which costs have not
been estimated-is that the pro-
posals are ail significantly short
of the revenues that would be
needed to subsidize coverage for
the lower-income uninsured.

"It is phantom financing. It is
not real," said Mr. Sullivan of the
National Business Coalition.

Business groups say a major
way that several of the proposals
envision financing expanded cov-
erage is by cutting projected in-
creases in government spending
for the public Medicare and Med-

3 b= & Fr e— > < > r &«

Thailand

Bangkok
Alexander & Alexander Services

Bain Hogg Group

Essar International Insurance
Brokers (Minet Group)

Heath Hudig Langeveldt (C.E. Heath)

Jardine Services Un; Group)

Johnson & Higgins/UNISON
Multi-Risk Consultants

(Willis Corroon)

Sedgwick
Chon Buri

Jardine Services (JIB Group)

Togo

ume
Sicar Gras Savoye
(Gras Savoye/UNISON)

Trinidad & Tobago

San Fernando

Bain Hogg Group
Port of Spain
Alexander & Alexander Services

Bain Hogg Group

Turkey

Ankara
Alexander & Alexander Services
Istanbul
Alexander & Alexander Services
Nicholson Leslie Group
(Rollins Hudig Hall Group)
Rollins Hudig Hall Group
San Sigorta (Gras Savoye/UNISON)
Sedgwick

Turks & Caicos Islands

Providenciales
Alexander & Alexander Services

Uganda

Kampala
Bain Hogg Group

Ukraine

Kiev

Bain Hogg Group

United Arab Emirates

Abu Dhabi

Arab Commercial Enterprises (Saudi

Arabia) (Sedgwick)
Dubai

Al-Futtaim Willis Faber

(Willis Corroon)

Alexander & Alexander Services

Arab Commercial Enterprises
(Sedgwick)

C.E. Heath

Nicholson Leslie Group
(Rollins Hudig Hall Group)

Rollins Hudig Hall Group

Sedgwick

Shariah

Nicholson Leslie Group
(Rollins Hudig Hall Group)

Rollins Hudig Hall Group

Uruguay

Alexander & Alexander Services

icaid programs. That approach
raises the specter of even more
cost-shifting to employers-some-
thing health care reform was sup-
posed to reduce-as providers try
to recoup revenue losses from
public programs by increasing
charges for privately insured pa-
tients.

Assessing the damage to em-
ployer-provided health care plans
from these and other provisions,
business groups that once led the
charge for health care reform now
warn of the dangers if any of the
current proposals are enacted.

"This is very disconcerting. We
may end up with a worse system
than what we now have. It is hard
to see what has emerged as a posi-
tive for employers now offering
health care plans,"” said James
Klein, executive director of the

Montevideo

Johnson & Higgins/UNISON

U.S. Virgin Islands

St. Croix
Alexander & Alexander Services
Marshall & Sterling
St. Thomas
Alexander & Alexander Services
Theodore Tunick & Co.
(Marshall & Sterling)

Venezuela

Barquisimeto
Johnson & Higgins/UNISON

Caracas
Alexander & Alexander Selvices
Bain Hogg Group
EX-TRA Excesos Y Tratados(Jauch
& Huebener KGaA/UNISON)
Heath de Venezuela (C.E. Heath)
Johnson & Higgins/UNISON

Maracaibo

Johnson & Higgins/UNISON

Puerto La Cruz

Johnson & Higgins/UNISON

Valencia
Alexander & Alexander Services

Johnson & Higgins/UNISON
Vietnam

Hanoi

Bain Hogg Group

Gras Savoye/UNISON

HHL (Holdings) (C.E. Heath)
Ho Chi Minh City

Bain Hogg Group

Gras Savoye/UNISON

HHL (Holdings) (C.E. Heath)

Wales

Cardiff
Alexander & Alexander Services

Bain Hogg Group
CE. Heath

Godwins (Rollins Hudig Hall Group)
Marsh & McLennan
Sedgwick
Willis Corroon
Haverfordwest
Willis Cormon
Pontypridd
Willis Corroon
Swansea
C.E. Heath

Willis Corroon
Zaire

Kinshasa

Alexander & Alexander Services

Zimbabwe

Bulawayo
Bain Hogg Gmup
Minet Group
Sedgwick
Willis Corroon

Harare

Bain Hogg Group
Minet Group
Sedgwick

Willis Corroon

Mutare

Minet Group

The methodology for geographical
listinB is explained on page 74.

Assn. of Private Pension & Wel-

fare Plans in Washington.

Others say they would rather
see Congress put off any action on
health care reform legislation
than pass the pending proposals.,

"Employers could be worse off
under halfway reform than th€
current system,”" added Roland
McDevitt, a consultant with Thc
Wyatt Co.'s Research and Infor-
mation Center in Washington.

Whether Congress will pas:
health care reform legislation thit
year and, if so, what kind of bill i
will be, remains to be seen.

In the Senate, Majority Leade:
George Mitchell, D-Maine, is be
ginning to stitch together a pro
posal from measures passed sepa
rately by the Finance and Labo

and Human Resources commit

Continued on next pag



Continued *om previous page

Malaysia

Ipoh
Alexander & Alexander Services
Johor Baharu
Alexander & Alexander Services
Antah Sedgwick Chartered Insurance
Brokers (Sedgwick)
Bain Hogg Group
Kota Kinabalu
Bain Hogg Group
Kuala Lumpur
Alexander & Alexander Services
Amanah Lowndes Lambert
(Lowndes Lambert Group)
Antah Sedgwick Chartered Insurance
Brokers (Sedgwick)
Asti-Jadine Insurance Bmkers
(JIB Group)
Bain Hogg Group
Johnson & Higgins/UNISON
Marsh & Mcl,ennan
PERNAS HI{L Insurance Brokers
(C.E. Heath)
Willis Faber (Willis Conoon)
Kuching
Antah Sedgwick Chartered Insurance
Brokers (Sedgwick)
Bain Hogg Givup
Penang
Alexander & Alexander Services
Antah Sedgwick Chartemd Insurance
Brokers (Sedgwick)
Johnson & Higgins/UNISON
Selangor
Bain Hogg Gmup

Malta

Valletta
Bain Hogg Group

Martinique

Fort de France
Gms Savoye/UNISON

Mexico
Cancun
Rollins Hudig Hall Group
Chihuahua

Alexander & Alexander Services
Guadalajara

Alexander & Alexander Seivices

Rollins Hudig Hall Group
Juarez

Rollins Hudig Hall Group
Matamoros

Alexander & Alexander Services
Mexico City

Agencia Interoceanica Assesores E

Intermediarios (C.E. Heath)

Alexander & Alexander Services

Bain Hogg Group

Rollins Hudig Hall Group
Monterrey

Alexander & Alexander Services

Rollins Hudig Hall Group

Puebla

Alexander & Alexander Services
San Luis Potosi

Alexander & Alexander Services
Tehuacan

Alexander & Alexander Services
Tijuana

Alexander & Alexander Services

Rollins Hudig Hall Group

Monaco

Monte Carlo
Faugere & Jutheau
(Marsh & Mcl«ennan)
Minet Group

Montserrat

Alexander & Alexander Services

Morocco

Alexander & Alexander Services
Casablanca

Bain Hogg Group

Gms Savoye/UNISON

Netherlands

Lilanaar
Verzekerings Advies Kantoor
(ABN-AMRO)
imersfoort
Verzekerings Advies Kantoor
(ABN-AMRO)
Unsterdam
Alexander & Alexander Services
Minet Group
Nicholson Leslie Group
(Rollins Hudig Hall Group)
Rollins Hudig Hall Group

Scheuer Insurance Brokers
(Willis Corroon)
Sedgwick
Verzekerings Advies Kantoor
(ABN-AMRO)
Apeldoorn
Verzekerings Advies Kantoor
(ABN-AMRO)
Amhem
Vemekerings Advies Kantoor
(ABN-AMRO)
Assen
Vmekerings Advies Kantoor
(ABN-AMRO)
Beek
Verzekerings Advies Kantoor
(ABN-AMRO)
Breda
Vemekerings Advies Kantoor
(ABN-AMRO)
Delft
Velzekerings Advies Kantoor
(ABN-AMRO)
Den Bosch
Verzekerings Advies Kantoor
(ABN-AMRO)
Den Haag
Veneketings Advies Kantoor
(ABN-AMRO)
Dordrecht
Verzekerings Advies Kantoor
(ABN-AMRO)
Eindhoven
Verzekerings Advies Kantoor
(ABN-AMRO)
Groningen
Rollins Hudig Hall Givup
Verzekering, Advies Kantoor
(ABN-AMRO)
Haarlem
Verzekerings Advies Kantoor
(ABN-AMRO)
The Hague
Alexander & Alexander Services
Rollins Hudig Hall Group
Hengelo
Rollins Hudig Hall Group
Verzekerings Advies Kantoor
(ARN-AMRO)
Hilversum
Rollins Hudig Hall Group
Verzekerings Advies Kantoor
(ABN-AMRO)
Leeuwarden
Verzekering Advies Kantoor
(ABN-AMRO)
Leiden
Verzekerings Advies Kantoor
(ABN-AMRO)
Maastricht
Rollins Hudig Hall Group
Middelburg
Verzekerings Advies Kantoor
(ABN-AMRO)
Nijmegen
Rollins Hudig Hall Gwup
Verzekerings Advies Kantoor
(ABN-AMRO)
Noordwijk
Rollins Hudig Hall Group
Rotterdam
Alexander & Alexander Services
Marsh & Mclknnan
Pointer & Kaneman (Sedgwick)
Rollins Hudig Hall Group
O.W.J.Schlencker Assuradeuren
(Se*vick)
Se*vick
Verzekerings Advies Kantoor
(ABN-AMRO)
Terneuzen
Verzekerings Advies Kantoor
(ABN-AMRO)
Tilburg
Rollins Hudig Hall Group
Verzekerings Advies Kantoor
(ABN-AMRO)
Utrecht
Verzekerings Advies Kantoor
(ABN-AMRO)
Velsen-Noord
Scheuer Insurance Brokers
(Willis Corroon)
Venio
Rollins Hudig Hall Group
Verzekerings Advies Kantoor
(ABN-AMRO)
Zaandam
Verzekerings Advies Kantoor
(ABN-AMRO)
Zwolle
Verzekerings Advies Kantoor
(ABN-AMRO)

New Zealand

Auckland
Alexander & Alexander Services
Bain Hogg Group
Heath Fielding (C.E. Heath)
Jardine Insurance Brokem
(JIB Group)
Marsh & McLennan
Minet Group
Sedgwick
Willis Cormon
Chbstchurch

Alexander & Alexander Services

Jardine Insurance Brokers
(JIB Group)
Marsh & Mcl£nnan
Sedgwick
Willis Corroon
Dunedin
Alexander & Alexander Services
Jardine Insurance Brokers
(JIB Grvup)
Mash & Mcl,€nnan
Sedgwiek
Hamilton
Alexander & Alexander Services
Jardine Insurance Brokers
(JIB Group)
Marsh & Mcl,ennan
Napier
Marsh & MelLennan
New Plymouth
Alexander & Alexander Services
Sedgwick
Tauranga
Mansh & McLennan
Wellington
Alexander & Alexander Services
Jamline Insurance Brokers
(JIB Group)
Mansh & Mcl,ennan
Minet Group
Sedgwick
Willis Cormon

Nicaragua

Managua
Alexander & Alexander Services

Nigeria

Abuja
Bain Hogg Group
Dugbe Ibadan
Alexander & Alexander Services
Badan
Bain Hogg Group
FIM Consultants (Sedgwick)
Scib Nigeria & Co. (Sedgwick)
Kaduna
Alexander & Alexander Services
Bain Hogg Givup
FIM Consultanis (Sedgwick)
Scib Nigeria & Co. (Sedgwick)
Kano
Bain Hogg Group
Lagos
Alexander & Alexander Services
Bain Hogs Group
FIM Consultans (Sedgurick)
Glanvill Enthoven & Co. (JIB Group)
Minet Group
Scib Nigeria & Co. (Sedgwick)
Port Harcourt
Bain Hogg Group
Warri

Bain Hogg Group

Northern Ireland

Belfast
Alexander & Alexander Services
Bain Hogg Gro.ip

Godwins (Rollins Hudig Hall Group)
Marsh & McLennan

Sedgwick
Willis Corroon

Norway
Floro

Lowndes Lambert Group
Forus

Minet Group

L.m

Moss

Lowndes Lambert Group
0510

Alexander & Alexander Services
lwncles Lambert Group
Minet Group

Rollins Hudig Hall Group
Sandvika

Nilsen Bmkers (C.E. Heath)
Oman

Alexander & Alexander Services
Muscat

Sedgwick

Pakistan

Alexander & Alexander Services
Panama

Panama City
Alexar.der & Alexander Services
Grupo Panamena De Comercio

Papua New Guinea

Lae
Alexander & Alexander Services
Port Moresby
Alecander & Alexander Services
Lowndes Lambert Group
Sedgwick

Paraguay
Alexander & Alexander Services
Peru
Lima

Alexander & Alexander Services
Johnson & Higgins/UNISON

Sedgw.ck
Philippines
Cebu City
H.l. Group
(Johnson & Higgins/UNISON)
Manila

Alexander & Alexander Services
Gotuaco, del Rosario & Associates
(CE. Heath)
H.l. Group
(Johnson & Higgins/UNISON)
Jardine Davis Insurance Bmkers
(JIB Group)
Sedgwick

Poland

Gdansk
Polbiokens-Interbrokers
(Gras Savoye/UNISON)
Krakow
Polbrokers-Interbrukem
(Gras Savoye/UNISON)
Poman
Polbrokers-InterbrokelE
(Gras Savoye/UNISON)
Warsaw
Alexander & Alexander Services
Bain Hogg GMUp
CISCO (Willis Corroon)
Marsh & MelL,ennan
Polbrokers-Interbrokels
(Gras Savoye/UNISON)
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Rollins Hudig Hall Group
Sedgwick

Portugal

Coimbra
Jardne Insurance Brokers
International (JIB Group)
Leiria
Marsh & MelL ,ennan
Lisbon
Alexander & Alexander Services
Bain Hogg Group
CREDI'IE (CECAR)
Gil Y Carvajal
(Gras Savoye/UNISON)
Heath Y Amorim re Sociedade
Corretora de Ressegums (C.EI Heath)
Jardine Insurance Brokers

International (JIB Group)
Marsh & Mcknnan

Sedgwick

Willis Faber (Willis Corroon)
Opodo

Marsh & McLennan

Sedgwick

Willis Faber (Willis Cortvon)
Portim*to

Jadine Insurance Brokers

International (JIB Group)

Willis Faber (Willis Corroon)
Porto

Jardine Insurance Bmkers
International (JIB Grvup)

S.M.S. Corretores de Seguros
(C.E. Heath)

Puerto Rico

Hato Rey
Alexander & Alexander Services

Sedgwick
Vidal & Rodriguez

Ponce

Saldana & Associates
San Juan

AW. Lawrence & Co.

(Lawrence Agency)
Santurce

Saldana & Associates

Qatar

Alexander & Alexander Services
Doha
Arab Commercial Enterprises (Qatar)
(Sedgwick)

Russia

Moscow
Sedgwick
WilliS Connon

St. Petersburg
Rollins Hudig Hall Group

Saipan
Bain Hogg Group

Saudi Arabia

Al Khubar
Arab Commercial Enterprises
(Sedgwick)
Dammam
Alexander & Alexander Seivices
Arab Commercial Enterprises
(Sedgwick)
Continued on next page
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York

Minet Group

Estonia

Tallinn
Lowndes Lambert Group
Rollins HudigHall Group

Fiji

Lautoka
Marsh & Mcknnan
Sedgwick
Nadi
Alexander & Alexander Services
Suva
Alexander & Alexander Services
Bain Hogg Group
Marsh & McLennan

Sedgwick

Finland

Alexander & Alexander Selvices
Helsinki

Lowndes Lambert Group

Minet Group

Rollins Hudig Hall Group
Tampere

Inwndes Lambert Group

France

Aix-en-Provence
Sedgwick
Antibes
Gras Savoye/UNISON
Besancon
Rollins Hudig Hall Group
Bologne
Andlea Scagliarini Assicurazioni
(Le Blanc de Nicolay)
Bordemu
Gras Savoye/UNISON
La Securite Nouvelle
(Lowndes Lambert Group)
Brest
Rollins Hudig Hall Group
Caen
Gras Savoye/UNISON
Clermont-Femnd
Rollins Hudig Hall Group

Douai

Gras Savoye/UNISON

Grenoble
Gras Savoye/UNISON
Ikvallois-Perret
Le Blanc de Nicolay
Lille
Gras Savoye/UNISON
La Securite Nouvelle
(Lowndes Lambert Group)
Groupe Triangle Assurances
(Sedgwick)
Lyon
Alexander & Alexander Services
Bain Hogg Group
Cabinet Luire (Sedgwick)
Gras Savoye/UNISON
Marsh & MelLennan
Office Des Assures (CECAR)
Rollins Hudig Hall Group
La Securite Nouvelle
(Lowndes Lambert Group)
Marseille
Gras Savoye/UNISON
Rollins Hudig Hall Group
La Securite Nouvelle
(l,owndes Lambert Group)
Tarrazi Recoing (Le Blanc de Nicolay)
Metz
Gras Savoye/UNISON
Montpellier
Gras Savoye/UNISON
Rollins Hudig Hall Group
Nancy
Gras Savoye/UNISON
Nantes
Gras Savoye/UNISON
Neuilly Sur Seine
Gras Savoye/UNISON
Noisy IA Grand
Gras Savoye/UNISON
Orleans
Gras Savoye/UNISON
Paris
A Morel et Cie (Minet Group)
Alexander & Alexander Services
Bain Hogg Group
Cabinet Billet et Cie (Sedgwick)
CECAR
Diot Minet France (Minet Group)
Arthur J. Gallagher
Marsh & Mclknnan
Rollins Hudig Hall Group
Sagitere (CECAR)
La Securite Nouvelle
(Lowndes Lambert Group)
Sedgwick
Societe Intercontinental d’Assurances
pour le Commerce et I'Industrie
(JIB Group)

Willis Corroon
Rouen

Gras Savoye/UNISON

Saint Dizier
Rollins Hudig Hall Group
Saint Etienne
CFA-Moulin et Cie
(Gras Savoye/UNISON)
Strasbourg
Alexander & Alexander Services
Gras Savoye/UNISON
Rollins Hudig Hall Group
Toulouse
Faugere & Jutheau
(Marsh & McL,ennan)
Gras Savoye/UNISON

Gabon

Franceville
Gras Savoye/UNISON
Libreville
Faugere & Jutheau
(Marsh & McLennan)
Gras Savoye/UNISON
Port Gentil

Gras Savoye/UNISON

Germany

Baden Baden
Jauch & Huebener KGaA/UNISON
Beckum
Rollins Hudig Hall Group
Berlin
Alexander & Alexander Seivices
Jauch & Huebener KGaA/UNISON
MVM Munchener
Versicherungsmakler (Sedgwick)
Marsh & MelLennan
Rollins Hudig Hall Group

C. Wuppensahl & Co. (Willis Corroon)
Bielefeld

Alexander & Alexander Services

Jauch & Huebener KGaA/UNISON
Bremen

Gebruder Krose (C.E. Heath)

C. Wuppensabl & Co. (Willis Corroon)
Chemnitz

C. Wuppensahl & Co. (Willis Corroon)
Cologne

Alexander & Alexander Services

Interassekuranz, Sitt, Overlack

(Sedgwick)

Sedgwick
Dres(len

Jauch & Huebener KGaA/UNISON

Duesseldort

Jauch & Huebener KGaA/UNISON
Marsh & McLennan
Rollins Hudig Hall Group

C. Wuppensahl & Co. (Wil#s Comoon)
Franirfurt

Alexander & Alexander Services

Mal-sh & McLennan

Rollins Hudig Hall Group

C. Wuppensahl & Co. (Willis Corroon)
Frankfurt am Main

Jauch & Huebener KGaA/UNISON
Hamburg

Alexander & Alexander Seivices

Bain Hogg Group

CECAR

Jauch & Huebener KGaA/UNISON

Malsh & McLennan

Rollins Hudig Hall Group

Sedgwick
Hannover

Alexander & Alexander Services
Karlsruhe

Inter-Assekuranz-Heger (Sedgwick)
Leipzig

Alexander & Alexander Services

Jauch & Huebener KGaA/UNISON

Lowndes Lambert Group

MVM Munchener

Versicherungsmakler (Sedgwick)
Malsh & McLennan
Rollins Hudig Hall Group
C. Wuppensahl & Co. (Willis Corroon)
Monheim
Rollins Hudig Hall Group
Mulheim an der Ruhr
Jauch & Huebener KGaA/UNISON
Munich
Alexander & Alexander Services
Jauch & Huebener KGaA/UNISON
MVM Lebensversicherungsmakler
(Sedgwick)
MVM Munchener
Versicherungsmakler (Sedgwick)
Marsh & MeL,ennan
Rollins Hudig Hall Group
C Wuppensahl & Co. (Willis Corroon)
Nurnberg
Jauch & Huebener KGaA/UNISON
Saarbrucken
Rollins Hudig Hall Group
Stuttgart
Alexander & Alexander Services
Jauch & Huebener KGaA/UNISON
MVM Munchener
Versicherungsmakler (Sedgwick)
Marsh & MeLennan
Rollins Hudig Hall Group

Wiesbaden

Sedgwick

Greece

Athens
ACE Europe (Sedgwick)
ACE Insurance (Se*rick)
Alecander & Alexander Services
Bain Hogg Group
Malst & Mclknnan
Mercury Insurance
Gras Savoye/UNISON)
Willis Faber (Willis Corroon)
Piraeus
Bain Hogg Group
l,owndes Lambert Group

Grenada

St. George's

Alexander & Alexander Selvices

Guadaloupe

Mahault
Alexander & Alexander Services

Point a Pitre

Gras Savoye/UNISON

Guam

Bain Hogg Group

Guatemala

Guatemala City
Alexande & Alexander Services

Guemsey

Alexander & Alexander Services
Eastwood Insurance Co.
(l,owndes Lambert Group)

Lowndes Lambert Group
Willis Corroon

St.Peter Port
BainHogg Group
Jardine Risk Selvices (JIB Glvup)
Marsh & MelLennan
Sedgwick

Guyana

Georgetown
Alexander & Alexander Semices

Haiti

Alexander & Alexander Services

Hong Kong

Alexander & Alexander Services

Bain Hogg Group

CECAR

Gras Savoye/UNISON

HEIL (Hoklings) (C.E. Heath)

HMH Insurance Brokers (CE Heath)

Jardine Insurance Bmkers
(JIB Group)

Johnson & Higgins/UNISON

Marsh & McLerman

Minet Group

Rollins Hudig Hall Group

Sedgwick

Willis Faber (Willis Corroon)

Kowloon
Bain Hogg Group
Sedgwick
Wanchai

HE{L Reinsurance Brokers
(C.E. Heath)

Lambert Brothers
(l«owndes Lambert Group)

Honiara

Bain Hogg Group

Hungary

Budapest
Alexande & Alexander Seivices

Jauch & Huebener KGaA/UNISON
Marsh & McLennan

Rollins Hudig Hall Group
Sedgwick

India

Bombay
Alecander & Alexander Services
Kesha Lnsurance Consultants
(JI1B Group)
Sedgwick
Tower Insurance & Reinsurance

Selvices (Willis Corroon)
Madras

Tower Insurance & Reinsurance

Services (Willis Corroon)
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New Dehli
Kesha Insurance Consultants
(JI1B Group)
Tower Insurance & Reinsurance

Seivices (Willis Corroon)

Indonesia

Jakarta
Alexander & Alexander Services
P.T. Jardine Insurance Brokers
(JI1B Group)
P.T. Peranas Agung
(Johnson & Higgins/UNISON)
P.T. Se*vick Dharmala
Surabaya
Alexander & Alexander Services

Iran

Tehran
Assureurs Conseils Irano Francais
(Gras Savoye/UNISON)
Rollins Hudig Hall Group

Ireland

Cork
Jardjne Insurance Brokers
(JI1B Group)
Marsh & MelLennan
Sedgwick
Dublin
Alexander & Alexander Services
Jardine Insurance Brokers
(JIB Group)
Johnson & Higgins/UNISON
Legal & Commercial Insurances
(Sedgwick)
Marsh & McLennan
Minet Group
Rollins Hudig Hall Group
Sedgwick
Willis Corroon
Galway
Sedgwick
Limerick

Marsh & MclLennan

Isle of Man

Lowndes Lambert Group
Douglas

Alexander & Alexander Services

Bain Hogg Group

Jardine Risk Services (J[B Group)

Marsh & Mednnan

Sedgwick

Willis Corroon

Israel

Tel Aviv

Alexander & Alexander Services

Italy

Bassano
Bain Hogg Group
Bologna
Johnson & Higgins/UNISON
Bolzano/Bozen
MVM ltalia (Sedgwick)
Brescia
Marsh & McLennan
Cremona
Bain Hogg Group
Florence
Minet Group
UTA SBA (Willis Corroon)
Genoa
Sedgwick
UTA SPA (Willis Corroon)
Milan
A,&13 Reinsurance (C.E. Heath)
Alexander & Alexander Services
Bain Hogg Group
1TALCECAR (CECAR)
Jardine Insurance Brokers
(JIB Group)
Johnson & Higgins/UNISON
Marsh & McLennan
Minet Group
Nicholson Leslie Group
(Rollins Hudig Hall Group)
Rollins Hudig HaJ1 Group
La Securite Nouvelle
(lkwndes Lambert Group)
Sedgwick
UTA SpA (Willis Cormon)
Padua
Johnson & Higgins/UNISON
Marsh & McLennan
Parma
Bain Hagg Group
Rome
Alexander & Alexander Services
Johnson & Higgins/UNISON
Marsh & McLennan
Rollins Hudig Hall Group
Sedgwick
Summit-Pasanisi-C.E.
Riassicurazioni (C.E. Heath)
Tmin

Alexander & Alexander Services

Johnson & Higgins/UNISON

Sedgwick

UTA SpA (Willis Corroon)
Verona

Bain Hogg Group

Sedgwick
Vmcenza

Bain Hogg Group

UTA SpA (Willis Corn:jon)

Jamaica

Bain Hogg Group
Kingston
Alexander & Alexander Selvices
Crawford Insurance Brokers
(C.E. Heath)
Montego Bay
Alexander & Alexander Savices

St. Ann

Bain Hogg Group

Japan

O5aka
Johnson & Higgins/UNISON
Marsh & McLennan
Tokyo
Alexander & Alexander Services
Bain Hogg Group
Ik Blanc de Nicolay
HHL (Japan) (C.E. Heath)
Jardine Insurance Agency
(JI1B Group)
Johnson & Higgins/UNISON
Marsh & Meknnan
Minet Group
Nicholson Leslie Group
(Rollins Hudig Hall Group)
Sedgwick

Willis Corroon

Kazakhstan

Gogolya
Alexander & Alexander Services

Kenya

Mombasa
Alexander & Alexander Services
Bain Hogg Group

Minet Group
Nairobi

Alexander & Alexander Services
Bain Hogg Group

Minet Group

Sedgwick

Kuwait

Alexander & Alexander Senices
Kuwait

Arab Commercial Enterprises
(Sedgwick)
Intercontinental Insurance Brokens

(Sedgwick)
Safat

Al Mulla Insurance & Reinsurance

Broking (C.IE. Heath)

Le Reunion

St. Dennis

Gras Savoye/UNISON

Lebanon

Beirut
Arab Commercial Enterprises
(Sedgwick)
Gras Savoye/UNISON

Lesotho

Maseru

Minet Group

Luxembourg

Bain Hogg Group
Gras Savoye/UNISON
Marsh & McLennan
Luxembourg
Le Blanc de Nicolay
Sedgwick
SOGECORE (CECAR)
Willis Corroon

Macau
Bain Hogg Group

Malawi

Blantyre
Bain Hogg Group
Lilongwe
Bain Hogg Group
Continued on next page
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Selebi Phikwe
Associated Insurance Brokers

(Minet Group)
Brazil

Belo Horizonte

Johnson & Higgins/UNISON

York (Willis Corroon)
Blumenau

York (Willis Corroon)
Campinas

Alexander & Alexander Services

Johnson & Higgins/UNISON

York (Willis Corroon)
Curitiba

Johnson & Higgins/UNISON
Porto Alegre

Johnson & Higgins/UNISON
Recife

York (Willis Cormon)

Rio de Janeim
Alexander & Alexander Services
Heath do Brasil (C.E. Heath)
Jadine Cormtagem de Seguivs

(JIB Group)

Johnson & Higgins/UNISON
Rollins Hudig Hall G-oup
Sedgwick
York (Willis Corroon)

Salvador
Johnson & Higgins/UNISON
York (Willis Corroon)

1 Sao Jose dos Campos

York (Willis Corroon)

Sao Paulo
Alexander & Alexander Services
Bain Hogg Group
Jardine Corretagem de Seguros

(JIB Group)

Jauch & Huebener KGaA/UNISON
Johnson & Higgins/UNISON
Rollins Hudig Hall Group
SABRAMAR (CECAR)
Sedgwick
York (Willis Corroon)

Vitoria

York (Willis Corroon)

British Virgin Islands

Tortola

Alexander & Alexander Services
Brunei

Bandar Seri Begawan
Winis Faber (Willis Corroon)
Kuala Belait

Shaliffud(lin Sedgwick (Sedgwick)

Cameroon

Douala
Faugem & Jutheau
(Marsh & Mclknnan)
Gras Savoye/UNISON
Garoua
Faugere &.Jutheau
(Marsh & Meknnan)
Yaounde
Faugere & Jutheau
(Marsh & Mcl.nnan)
Gras Savoye/UNISON

Cayman Islands

Grand Cayman
Alexander & Alexander Services

Marsh & McLennan

Central African Republic

Bangui
Faugere & Jutheau
(Mamh & McLennan)

Chad

Ndjamena
Faugere & Jutheau
(Marsh & Mcl,ennan)

Chile

Santiago
Alexander & Alexander Services
Andueza Y Compania (Sedgwick)
Bain Hogg Grvup
Johnson & Higgins/UNISON
Marsh & MclLennan
Vorbeza Corredores de Seguros

(Willis Corn)on)

Valparaiso

Alexander & Alexander Services

China
Beijing

Alexander & Alexander Services

Bain Hogg Group

Johnson & Higgins/UNISON
Marsh & McLennan
Sedgwick

Shanghai
Sedgwick

Shenzhen
Sedgwick

Colombia

Armenia
Companias DeLima
Barranquilla
Companias DeLima
Bogota
Alexander & Alexander Services
Companias DeLima
Heath de Colombia (C.E. Heath)
Johnson & Higgins/UNISON
Bucaramanga
Companias DeLima
cali
Companias DeLima
Johnson & Higgins/UNISON
Cartagena
Companias DeLima
Ibague
Companias DeLima
Manizates
Companias DeLima
Medellin
Companias DeLima
Johnson & Higgins/UNISON
Peivira
Companias DeLima
Santa Fe de Bogota
Bain Hogg Group

Costa Rica

San Jose

Alexander & Alexander Services

Cote d'lvoire

Abidjan
Faugere & Jutheau
(Marsh & McLennan)
Gras Savoye/UNISON

Croatia

Zagreb
Kininmonth Lambert

(Lowncles Lambert Group)

Curacao

Rollins Hudig Hall Group
Sedgwick
Willemstad

Alexander & Alexander Services

Cyprus

Alexander & Alexander Services

Czech Republic

Ostrava
Minet Group

Pmgue
Alexander & Alexander Services
Ceska Sedgwick Risk Senices

(Sedgwick)

Jauch & Huebener KGaA/UNISON
Mansh & McLennan
Minet Group

Rollins Hudig Hall Group
Willis COlImon

Denmark

Alexander & Alexander Sexvices
Bjerringbro

Rollins Hudig Hall Group
Copenhagen

Marsh & McLennan

Rollins Hudig Hall Gmup

Sedgwick

Willis Corroon
Hjorring

Rollins Hudig Hall Grvup
Holbrebro

Rollins Hudig Hall Group
Kolding
Rollins Hudig Hall Group

Pori

Rollins Hudig Hall Group
RY
Rollins Hudig Hall Gruup

Djibouti
Alexander & Alexander Services
Dominica

Alexander & Alexander Services

Dominican Republic

Santo Domingo
Alexander & Alexander Services

Ecuador

Guayagil
Alexander & Alexander Semices

Egypt
Alexander & Alexander Services
El Salvador

San Salvador
Alexander & Alexander Services

England

Abingdon

Willis Corroon
Banbury

L,own(les Lambert Group
Batidng

Roger Lark (Sedgwick)
Billericay

Willis Corroon

Binningham
Alexander & Alexander Services
Bain Hogg Group

Godwins (Rollins Hudig Hall Group)
C.E. Heath

Jardine Insurance Brokers
(JIBGroup)
Johnson & Higgins/UNISON
London Insurance Brokers
(Minet Group)
Lowndes Lambert Group
Marsh & McLennan
Minet Group
Rollins Hudig Hall Group
Sedgwick
Steel Burrill Jones
WiMis Comion
Blackburn
Whnlis Cormon
Bolton

C.E. Heath

Bournemouth

Alexander & Alexander Services
Bradford

Jardine Insurance Brokers

(JIB Group)

Willis Corroon

Bristol
Alexander & Alexander Services
Bain Hogg Gmup
Godwins (Rollins Hudig Hall Group)
C.E. Heath
London Insurance Bmkers

(Minet Gmup)
Lown(les Lambert Group
Malph & Mcl£nnan
Minet Group
Sedgwick
Steel Burrill Jones
Willis Corioon

Cambridge
Bain Hogg Group

Canterbury
Bain Hogg Group

Cadisle
Alexander & Alexander Services
Marsh & Mclknnan

Caterham
Bain Hogg Group
Lowndes Lambert Group

Cheadle
Bain Hogg Group

Chelford
l,owndes Lambert Group

Chelmsford
Alexander & Alexander Services
Godwins (Rollins Hudig Hall Group)
Jadne Insurance Brokers

(JIB Groupt

Cheltenham
Willis Corroon

Cheshunt
Anthony Kidd Agencies(C.E. Heath)

Colchester
Bain Hogg Group

Coventry
Steel Bunill Jones

Croydon
Alexander & Alexander Services

Dudley
Bain Hogg Group

Dursley
Lowndes Lambert Gmup

Exeter
Godwins (Rollins Hudig Hall Group)
Marsh & MelLennan

Fareham
Bain Hogg Group
Minet Group

Farnborough
Godwins (Rollins Hudig Hall Gmup)
Rollins Hudig Hall Grvup

Folkestone

Bain Hogg Group

Forest Row

Rollins Hudig Hall Gmup

Gravesend

Steel Burrill Jones
Grimsby

Alexander & Alexander Services
Guildford

Bain Hogg Group
Harlow

Godwins (Rollins Hudig Hall Group)
Harrogate

Godwins (Rollins Hudig Hall Group)

Hamw
Alexander & Alexander Services
Haywards Heath
Bain Hogg Group
Heathrow
Air Crew Underwriting Agencies
(Minet Group)

Hemel Hempstead
Willis Corroon

Hertford

C.E. Heath
Hinckley

Willis Corroon
Hitchin

Marsh & McLennan

Horsham
C.E. Heath
Huddersfield
Bain Hogg Gmup
Hull
C.E. Heath
Minet Group
nford
C.E. Heath
Ipswich
Godwins (Rollins Hudig Hall Gmup)
Willis Corroon
Iver

Rollins Hudig Hall Group
Kendal

Godwins (Rollins Hudig Hall Group)

King's Lynn
Bain Hogg Group
Kingston upon names
Minet Group

Winis Cormon
Ikatheihead
Steel Burrill Jones
Leeds
Alexander & Alexander Services
Bain Hogg Group
Godwins (Rollins Hudig Hall Group)
C.E. Heath
London Insurance Brokers
(Minet Group)
Lowndes Lambert Group
Marsh & Mcl,ennan
Rollins Hudig Hall Givup
Sedgwick
Willis Corroon

Leicester

Bain Hogg Group

Sedgwick
Willis Com)on
kigh

C.E. Heath

Liverpool
Alexander & Alexander Services
Marsh & Mcknnan

Willis Corroon

London
Alexander & Alexander Services
Aon Risk Services

(Rollins Hudig Hall Group)
Bain Hogg Group
Cork, Bays & Fisher (Minet Group)
Fielding Smeaton Jones (C.E. Heath)
Arthur J. Gallagher
Godwins (Rollins Hudig Hall Group)
C.E. Heath
Jardine Insurance Brokers

(JIB Group)
Jauch & Huebener KGaA/UNISON
Johnson & Higgins/UNISON
London Insurance Brokers

(Minet Group)
Ikwndes Lambert Group
Marsh & McLennan
Minet Group
Rollins Hudig Hall Group
Se*vick
Steel Burrill Jones
WEFI' Insurance Services
Willis Corroon

Maidstone
C.E. Heath
WilliS Corroon

Manchester
Alexander & Alexander Services
Bain Hogg Group
Godwins (Rollins Hudig Hall Group)
Jardine Insurance Brokers

(JIB Group)
Johnson & Higgins/UNISON
Lowndes Lambert Group
Marsh & MelLennan
Rollins Hudig Hall Group
Sedgwick
Willis Com)on

Milton Keynes
Marsh & McLennan

New Malden
Steel Bumll Jones

Newcastle
Alexander & Alexander Ser,ices
Godwins (Rollins Hudig Hall Gmup)
C.E. Heath
Johnson & Higgins/UNISON
Marsh & Mctiennan

Willis Corioon
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Newcastle upon Tyne
Bain Hogg Group
Sedgwick
Newmarket
Willis Corroon
Northampton
Godwins (Rollins Hudig Hall Group)
Rollins Hudig Hall Group
Sedgwick
Willis Corroon

Norwich
Bain Hogg Group
C.E. Heath
Inwndes Lambert GnDup
Rollins Hudig Hall Group
Sedgwick
Nottingham
Bain Hogg Grnup
Godwins (Rollins Hudig Hall Group)
Lown(les Lambert Group
Minet Group
Willis Corroon
Orpington
C.E. Heath
Paignton
Iwndes Lambert Group
Peterborough
C.E. Heath
Plymouth
Bain Hogg Gioup
Godwins (Rollins Hudig Hall Group)
Rollins Hudig Hall Group
Portsmouth
Godwins (Rollins Hudig Hall Group)
Potters Bar
Alexander & Alexander Services
Preston
Whnlis Corroon
Reading
Alexander & Alexander Services
Bain Hogg Group
C.E. Heath
Johnson & Higgins/UNISON
Sedgwick
Steel Burrill Jones
Willis Corroon
Redditch
Se*vick
Redhill
Alexander & Alexander Services
Minet Group
Se*vick
Reigate
Bain Hogg Group
Richmond
Bain Hogg Group
Romford
Alexander & Alexander Services
St.Albans
Godwins (Rollins Hudig Hall Group)

Sevenoaks
Godwins (Rollins Hudig Hall Group)
Sheffield
Alexander & Alexander Services
Bain Hogg Group
Lowndes Lambert Group
Se*Ack
Willis COIToon
Shrewsbuiy
Bain Hogg Grvup
Sidcup
Marsh & Mcknnan
Southampton
Alexander & Alexander Services
Jardine Insurance Brokers
(JIB Group)
Marsh & Meknnan
Rollins Hudig Hall Gmup
Willis Corroon
Southend
C.E. Heath
Southend on Sea
Alexander & Alexander Services
Stockport
Steel Burrill Jones
Stockton
C.EHeath

Swindon

Godwins (Rollins Hudig Hall Group)
Lowndes Lambert Group
Tonbridge
C.E. Heath
Marsh & Mcl.nnan
Torquay
Godwins (Rollins Hudig Hall Grvup)
Lown(les Lambert Group
Truro
Godwins (Rollins Hudig Hall Group)
Wakefield
C.E. Heath
Walthain Cross
Minet Group
Warrington
Minet Group
Watford

Sedgwick
Wickford
ABS Consultancy Services
(Minet Glnup)
ABS Professional Services
(Minet Group)
Witham
Sedgwick
Woking
Alexander & Alexander Services
Jardine Insurance Bmkers
(JIB Givup)
Wolverhampton
Willis Com)on

Continued on nert page
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Directory of agents and brokers located in Canada

Alberta

Calgary
Alexander & Alexander Services
Jardine Rolfe (JIB Group)
Johnson & Higgins/UNISON
Marsh & MelLennan
Minet Group
Morris & MacKenzie
Sedgwick

Edmonton
Alexander & Alexander Services
Jardine Rolfe (JIB Group)
Johnson & Higgins/UNISON
Lowndes Lambert Group
Marsh & McLennan
Mones & Associates

Insurance Brokers

Sedgwick
Willis Corroon

Grande Prairie

Alexander & Alexander Services

British Columbia

Cloverdale

Willis Corroon
Cranbrook

Falkins Insurance Group
Elkford

Falkins Insurance Group
Fernie

Falkins Insurance Group
Kamloops

Sedgwick
Langley

Willis Corroon
Prince George

Alexander & Alexander Services

Sedgwick
Sparwood

Falkins Insurance Group

Vancouver
Alexander & Alexander Services
Dale Intermediaries (Sodarcan)
Jardine Rolfe (JIB Group)
Johnson & Higgins/UNISON
Lowndes Lambert Group
Marsh & McLennan
Morris & MacKenzie
Sedgwick
Willis Corroon

White Rock

Willis Corroon

Manitoba

Winnipeg
Alexander & Alexander Services
Johnson & Higgins/UNISON
Lowndes Lambert Group
Marsh & McLennan

Newfoundland

St. George's

Park Insurance Division (Sedgwick)
St. John's

Alexander & Alexander Services
Johnson & Higgins/UNISON
Marsh & McLennan

Victoria
Alexander & Alexander Services

Jardine Rolfe (JIB Group)

Northwest Territories

Yellowknife
Alexander & Alexander Services
Mones & Associates

Insurance Brokers

Nova Scotia

Halifax
Alexander & Alexander Services
Dale Intermediaries (Sodarcan)
Johnson & Higgins/UNISON
Marsh & McLennan

Sedgwick

Ontario

Brampton
Holman Insurance Brokers
Etobicoke
Canadian Actuarial & Consulting
Group (C.E. Heath)
Hamilton
Dale Intermediaries (Sodarcan)
Sedgwick
London
Alexander & Alexander Services
Dale Intermediaries (Sodarcan)
Johnson & Higgins/UNISON
Sedgwick
Niagara Falls
Dale Intermediaries (Sodarcan)
North Bay
Knox Insurance Brokers
Ottawa
Alexander & Alexander Services
Canadian Actuarial & Consulting
Group (C.E. Heath)
Dale Intermediaries (Sodarcan)
Johnson & Higgins/UNISON
Marsh & McLennan
Sedgwick
Willis Corroon
Richmond Hill
Holman Insurance Brokers
Sarnia

Dale Intermediaries (Sodarcan)

Scarboro

Breckles Insurance Brokers
Sudbury

Sedgwick
Thunder Bay

Alexander & Alexander Services
Toronto

Alexander & Alexander Services

Crump Euings (Sedgwick)

Dale Intermediaries (Sodarcan)

Hobbs Group

Johnson & Higgins/UNISON

K&K Insurance Group

Lee & Hawthorne

Lowndes Lambert Group

Marsh & MclLennan

Minet Group

Morris & MacKenzie

Rollins Hudig Hall Group

Sedgwick

Willis Corroon
Waterloo

Alexander & Alexander Services
Willowdale

Benoit & Borg (Sodarcan)

Tower Chisholm Ferguson
Windsor

Dale Intermediaries (Sodarcan)

Quebec

Hull

Dale-Parizeau (Sodarcan)
Jonquiere

Dale-Parizeau (Sodarcan)
Laval

Parizeau-Brunet (Sodarcan)
Montreal

Alexander & Alexander Services

Aon Risk Services

(Rollins Hudig Hall Group)
Dale-Parizeau (Sodarcan)
Hobbs Group

Johnson & Higgins/UNISON
Lamarre, Caty, Houle (Sedgwick)
Lee & Hawthorne
Lowndes Lambert Group
Marsh & MclLennan
Minet Group
Morris & MacKenzie
Sedgwick
Sodarcan
Willis Corroon
Sainte Foy
Willis Corroon
Sherbrooke
Dunn-Parizeau (Sodarcan)
Quebec City
Johnson & Higgins/UNISON
Lamarre, Caty, Houle (Sedgwick)
Marsh & MclLennan
Poitras, Lavigueur Inc. (Sodarcan)
Sedgwick
Willis Corroon

Saskatchewan

Regina

Alexander & Alexander Services
Saskatoon

Alexander & Alexander Services

Johnson & Higgins/UNISON
Marsh & MelLdnnan

Mones & Associates
Insurance Brokers

Sedgwick

Yukon Territory

Whitehorse

Alexander & Alexander Services

International agents and brokers listed by nation

Anguilla

Alexander & Alexander Services

Antigua & Barbuda

St. John's

Alexander & Alexander Services

Argentina

Buenos Aires
Alexander & Alexander Services
C.E. Heath
Jardine (JIB Group)
Johnson & Higgins/UNISON
Marsh & McLennan

Sedgwick
Aruba

Alexander & Alexander Services
Oraniestad
Rollins Hudig Hall Group

Australia

Adelaide
Alexander & Alexander Services
Bain Hogg Group
Jardine Australian Insurance Brokers
(JIB Group)
Lowndes Lambert Group
Marsh & McLennan
Minet Group
Sedgwick
Willis Corroon
Albury
Jardine Australian Insurance Brokers
JIB Group)
Willis Corroon
Banksdown Aerodrome
Fielding Aviation Insurance Broking
(C:E. Heath)
Brisbane
Alexander & Alexander Services
Bain Hogg Group
Heath Fielding (C.E. Heath)
Jardine Australian Insurance Brokers
(JIB Group)
Lowndes Lambert Group
Marsh & McLennan
Minet Group
Rollins Hudig Hall Group
Sedgwick
Willis Corroon
Bundaberg
Alexander & Alexander Services

Cairns
Alexander & Alexander Services
Bain Hogg Group
Canberra
Alexander & Alexander Services
Marsh & MelLennan
Sedgwick
Darwin
Alexander & Alexander Services
Lowndes Lambert Group
Gold Coast
Alexander & Alexander Services
Hobart
Alexander & Alexander Services
Marsh & McLennan
Sedgwick
Willis Corroon

Lowndes Lambert Group

Launceston

Lowndes Lambert Group

Maroochydore
Fielding Aviation Insurance Broking
(C.E. Heath)

Melbourne

Alexander & Alexander Services

Bain Hogg Group

Godwins (Rollins Hudig Hall Group)

Jardine Australian Insurance Brokers
(JIB Group)

Lowndes Lambert Group

Marsh & MelLennan

Minet Group

Nicholson Leslie Group
(Rollins Hudig Hall Group)

Rollins Hudig Hall Group

Sedgwick

Willis Corroon

New South Wales
Jardine Aultralian Insurance Brokers
UIB Group)
Newcastle
Alexander & Alexander Services
Sedgwick
North Sydney
Marsh & McLennan
Minet Group
Parramatta
Alexander & Alexander Services
Peregian
Aviation Office of Australia
(C.E. Heath)
Perth
Alexander & Alexander Services
Bain Hogg Group
Heath Fielding (C.E. Heath)
Jardine Australian Insurance Brokers
(JIB Group)
Lowndes Lambert Group
Marsh & McLennan
Minet Group
Sedgwick
Willis Corroon

Queensland
Jardine Australian Insurance Brokers
(JI1B Group)
Rockhampton
Alexander & Alexander Services
Bain Hogg Group
South Melbourne
Alexander & Alexander Services
South Yarra
Heath Fielding (C.E. Heath)
Sydney
Alexander & Alexander Services
Bain Hogg Group
Godwins (Rollins Hudig Hall Group)
Heath Fielding (C.E. Heath)
Jardine Australian Insurance Brokers
(JI1B Group)
Lowndes Lambert Group
Minet Group
Nicholson Leslie Group -
(Rollins Hudig Hall Group)
Rollins Hudig Hall Group
Sedgwick

Willis Corroon

Tarnworth
Alexander & Alexander Services
Toowoomba
Alexander & Alexander Services
Sedgwick
Townsville
Alexander & Alexander Services
Bain Hogi Group
Unley
Heath Fielding (C.E. Heath)
Wagga Wagga
Alexander & Alexander Services
Willetton
Fielding Aviation Insurance Broking
(C.E. Heath)
Wollongong
Alexander & Alexander Services

Austria

Graz

Jauch & Huebener KGaA/UNISON
Hohenems

Jauch & Huebener KGaA/UNISON
Linz

Jauch & Huebener KGaA/UNISON
Salzburg

Jauch & Huebener KGaA/UNISON
Vienna

Alexander & Alexander Services

Jauch & Huebener KGaA/UNISON

MVM Versicherungsmakler GES

M.B.H. IBedgwick)

Marsh & Mcknnan

Rollins Hudig Hall Group

Sedgwick

C. Wuppensahl & Co. (Willis Corroon)

Bahamas

Abaco Island
Alexander & Alexander Services
Freeport
Alexander & Alexander Services
Bain Hogg Group
Marsh Harbour
Bain Hogg Group
Nassau
Alexander & Alexander Services

Bain Hogg Group
Bahrain

Alexander & Alexander Services
Manama
Arab Commercial Enterprises
(Bahrain) WLL (Sedgwick)
Jardine Insurance Brokers
(JIB Group)
Sedgwick

Willis Corroon

Barbados

Bridgetown
Marsh & MclLennan
Sedgwick

St. Michael

Alexander & Alexander Services

Belgium

Antwerp
Alexander & Alexander Services
Assaubra (Willis Corroon)
Bain Hogg Group
Marsh & McLennan
Rollins Hudig Hall Group
Thibaut Colson de Nef

(Lowndes Lambert Group)

Thilly Van Eessel (Sedgwick)
Brussels

Alexander & Alexander Services
Assaubra (Willis Corroon)
Bain Hogg Group
CECAR
Continental Insurance & Reinsurance
Agency (Sedgwick)
Gras Savoye/UNISON
Jardine SIACI & Partners (JIB Group)
Marsh & McLennan
Rollins Hudig Hall Group
Suys & Janssens
(Le Blanc de Nicolay)
Thibaut Colson de Nef
(Lowndes Lambert Group)
Thilly Van Eessel (Sedgwick)

Charleroi

Bain Hogg Group
Ch. Vander Elst & Cie (Sedgwick)
Thibaut Colson de Nef
(Lowndes Lambert Group)
Ghent
Bain Hogg Group
Rollins Hudig Hall Group
Thibaut Colson de Nef
(Lowndes Lambert Group)
Kortriik
Assaubra (Willis Corroon)
Bain Hogg Group
Liege
Bain Hogg Group
Marsh & MclLennan
Thibaut Colson de Nef
(Lowndes Lambert Group)
Thilly Van Eessel Liege (Sedgwick)

Roeselare

Fritz Devos (Sedgwick)

Benin

Gras Savoye/UNISON

Bermuda

Hamilton

Alexander & Alexander Services
Aon Risk Services

(Rollins Hudig Hall Group)
Bain Hogg Group
Arthur J. Gallagher
Jardine Pinehurst (JIB Group)
Johnson & Higgins/UNISON

Marsh & McLennan
Minet Group

Rollins Hudig Hall Group
Sedgwick

Willis Corroon

Bolivia

La Paz

Alexander & Alexander Services

Botswana

Francistown
Associated Insurance Brokers
(Minet Group)
Sedgwick

Gaborone
Associated Insurance Brokers
(Minet Group)
Sedgwick
Continued on next pag,
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Tennessee

Brentwood

Aon Specialty Group
(Rollins Hudig Hall Group)

Arthur J. Gallagher

Van Meter Insurance

Chattanooga

Willis Corroon

Hendersonville

Robinson-Connor (Acordia)

Knoxville

Rollins Hudig Hall Group
Sedgwicl(
Willis Col-roon

Memphis

Arthur J. Gallagher

Hilb, Rogal & Hamilton
Johnson & Higgins/UNISON
Se*vick

Transportation Insurance Managers

Nashville

Acordia

Alexander & Alexander Services

AmBrit International Insurance
(Lowndes Lambert Group)

Afhur J. Gallaer

Johnson & Higgins/UNISON
Maih & MelLennan

Sedgwick
Willis Corroon

Business
inNsurance®

~-EVENTS-

RISK MANAGER

OF THE YEAR

AND RISK MANAGEMENT
HONOR ROLL AVWARDS

These awards recognize individual
accomplishments in thefield of risk

management. Fornominating forms

and rules, write or call:

BUSINESS INSURANCE
Editorial Department

740 N. Rush Street
Chicago, IL 60611 -2590

phone: 312/649-5319
fax: 312/280-3174

EMPLOYEE BENEFITS
COMMUNICATION
AWARDS

The EBC awards honor employers
for excellence in communicating
benefits programs to their
employees. Insurance companies
and consulting firms also are
recognized fortheirparticipation in
the preparation of award-winning
communicationprograms. Forentry
forms and rules, write or call:

BUSINESS INSURANCE
Communication Services
220 E. 42nd Street

New York, NY 10017-5806

phone: 212/210-0299
fax: 212/210-0704

WORKERS COMPENSATION
CONFERENCE

Presented in conjunction with IBF
Conferences, this event addresses
the specific concerns of corporate
executivesmanagingworkerscomp
programs and rehabilitation
services. Sessions coverthis rapidly
changingenvironmentandcreative
and innovative strategies to curb

Costs.

For details on registration or
exhibition for any 8/ conference.

write or call:

BUSINESS INSURANCE
Communication Services
220 E. 42nd Street

New York, NY 10017-5806
phone: 212/210-0299

fax: 212/210-0704

For more information, call one

of the numbers listed below:
Advertising Information:
212/210-0228

Subscription Information:
800/678-9595

Texas

Abilene
B. Crawford & Associates
Insurance Services
Amarillo
Hilb, Rogal & Hamilton
Arbngton
Anco Metmplex

(Anco Insurance Managers)
Austin

Acon:lia
Alexander & Alexander Semrices
Anco Capitol City

(Anco Insurance Managers)
Aon Risk Services

(Rollins Hudig Hall Group)
Arthur J. Gallagher
Hobbs Group
Hogg Robinson (Bain Hogg Group)
Texas Insurance Agency
Timberline Insumnce Managers

Baytown
The First Agency

(Timberline Insurance Managers)
Beaumont

Anco Beaumont
(Anco Insurance Managers)
Financial Guardian of Texas
Timberline Insurance Managens
Belton
Anco Belton
(Anco Insurance Managers)
Bryan
Anco Insurance Managers
Norwest Insurance

Corpus Christi
Acordia
Alexander & Alexander Services
Anco Corpus Chilisti
(Anco Insurance Managers)
Hill), Rogal & Hamilton
National Insurance Agency
Shelton Insurance Agency
Cuero
Hilb, Rogal & Hamilton
Dallas
Acordia
Alexander & Alexander Services
Anco Dallas-Fort Worth
(Anco Insurance Managers)
Andreini & Co.
Aon Risk Services/Aon Specialty
Group (Rollins Hudig Hall Group)
Bowles, Troy, Donahue, Johnson
B. Crawfolrl & Associates
Insurance Services
Arthur J. Gallagher
Heath Holdings (C.E. Heath)
Hilb, Rogal & Hamilton
Hobbs Group
Hogg Robinson (Bain Hogg Group)
Holmes, Murphy & Associates
IMS of Texas
(Palmer & Cay/Carswell)
Johnson & Higgins/UNISON
KNIC Insurance Services
Marsh & McLennan
Rollins Hudig Hall Group
Sedgwick
Settlement Planning Associates
{Near North Insurance Brokerage)
Transportation Insurance Managers
Wallace & Skiles
(Hilb, Rogal & Hamilton)
Willis Corroon

El Paso
Anco El Paso
(Anco Insurance Managers)
Arthur J. Gallagher
Timberline In=ance Managers
Fort Worth
Alexander & Alexander Services
Insurance Risk Managers (WRIMS)
Rollins Hudig Hall Group
Willis Cori-oon

Houston

Acordia

Alexander & Alexander Services

AmBrit International Insurance
(Lowndes Lambert Group)

American E&S Insurance Brokers
(Acordia)

Anco Corp.

Aon Specialty Group
(Rollins Hudig Hall Group)

Frank Clystal & Co.

Financial Guardian of Texas

Arthur 1 Gallager

Godwins Booke & Dickenson
(Rollins Hudig Hall Group)

Gow & Hanna

Healthcare Insurance Services

Heath Insurance Brokers (C.E. Heath)

Hilb, Rogal & Hamilton

Hobbs Gmup

Insurance Services of America
(Anco Insurance Managens)

Jardine Insurance Brokers
(JI1B Group)

Johnson & Higgins/UNISON

L,ockton Cos.

Marsh & MelLennan
MeGriff, Seibels & Wuliarns
Minet Group

Poe & Bmwn

Roanoke Brokerage Services
Rollins Hudig Hall Group
Sedgwick

Texas

Insurance Agency

Transportation Insurance Managers

Willis
Wisen
& R

Corroon
berg Insurance
isk Management

John L. Wortham & Son

ving

Penn General Selvice

(Bain Hogg Group)

Livingston
Anco Jernigan-Dabney

(Anco Insurance Managers)

Longview
Hibbs

Lubbock
Aihur
Hogg

-Hallmark & Co.

J. Gallagher
Robmson (Bain Hogg Group)

Penn General Service

(Bain Hogg Group)

Mart

Anco Pioneer

(Anco Insurance Managers)

McAllen

Alexander & Alexander Services

Insurance Brokers

(Hill), Rogal & Hamilton)

Midland

Alexander & Alexander Services

Port Lavaca

Anco Port Lavaca

(Anco Insumnce Managers)

Rockport
Anco-

GSM

(Anco Insurance Managers)
San Antonio

Alexander & Alexander Services

Anco Alamo City

(Anco Insurance Managers)
Aon Specialty Group

(Rol

llins Hudig Hall Group)

Arthur J. Gallagher
Marsh & Mclnnan

Rollins Hudig Hall Group

Texas

Insurance Agency

Timberline Insurance Managers

Temple

Anco Insurance of Temple

(Anco Insurance Managers)

Tyler
Acord

ia

Anco Tyler

(Anco Insunance Managers)
Aon Risk Services

(Ro
Hibbs.
Uvalde
Texas
Victoria

llins Hudig Hall Group)

-Hallmark & Co.

Insurance Agency

Hilb, Rogal & Hamilton

Waco

Anco Waco

(Anco Insurance Managers)
The Woodlands

Anco Insurance of The Woodlands

(Anco Insurance Managers)

Salt Lake
Acord

Utah

City

ia

Aon Risk Services

(Ro

llins Hudig Hall Group)

Aviation Insurance Services

Diversified Insurance Brokers

Johnson & Higgins/UNISON
Fred A Momton & Co.

Rollins Hudig Hall Group
The Talbert Corp.
(Hilb, Rogal & Hamilton)

WiMis

Corroon

Vermont

Burlington
Alexander & Alexander Services

Aon Risk Services
(Rollins Hudig Hall Group)
Arthur J. Gallagher
Marsh & McLennan
Sedgwick
Willis Corroon
South Burlington
Hackett, Valine & MacDonald

Virginia

Alexandria
Hogg Robinson (Bain Hogg Group)
Smith-Field Insurance Agency
Big Stone Gap
Acordia
Blacksburg
Rollins Hudig Hall Group
Chadottesville
Hilb, Rogal & Hamilton
Chesapeake
Hilb, Rogal & Hamilton
Fredericksburg
Hilb, Rogal & Hamilton
Glen Allen
Governmental Entities Management
Services (Hastings-Tapley
Insurance Agency)
Hilb, Rogal & Hamilton
Herndon
Rollins Hudig Hall Group
Middleburg
Arthur J. Gallagher
Newport News
Colonial Premium Finance Co.
(Henderson & Phillips Insurence)
Firestone Insurance Services
(Henderson & Phinips Insurance)
Henderson & Phillips Insumnce
Norfolk
Henderson & Phillips Insurance
Marsh & McLennan
Richmond
Alexander & Alexander Sen/ices
Aon Specialty Group
(Rollins Hudig Hall Group)
Arthur J. Gallagher
Hogg Robinson (Bain Hogg Group)
Johnson & Higgins/UNISON

Mansh & McLennan
Self Insurance Services
(Henderson & Phillips Insurance)

Donald F. Smith & Associates
Roanoke

Acordia

Rollins Hudig Hall Group
Vienna

Willis Com)on
Virginia Beach

Acordia

Pembmke Insurance Agency
Washington

Sedgwick

Washington

Bellevue

Aon Specialty Group
(Rollins Hudig Hall Group)
Hospitality Risk International
(Brady & Co.)
Bellingham

Acordia
Mercer Island
Caledonian Insurance Gmup
Seattle
Acordia
Alexander & Alexander Services
American Insurance Brokers
(K&K Insurance Group)
Aon Risk Services
(Rollins Hudig Hall Gmup)

Aviation Insurance Services
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Arthur J. Gallagher
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)

Johnson & Higgins/UNISON
Marsh & McLennan
Parker, Smith & Feek
Rollins Hudig Hall Group
Sedgwick
Van Beurden Insurance Services
Willis Corroon

Spokane
Caledonian Insurance Group
Farmin, Rothmek & Parrutt
May-Davis Inc.
Se*vick

Wenatchee
Se*Acl(

Yakima

Sedgwick

West Virginia

Beckley
Acodia
Charleston
Acodia
Elkins
Acordia
Huntington
Acordia
Keyser
The BGS&G Cos.
Morgantown
Acordia
Parkersburg
Acordia
Wheeling
Acordia

Wisconsin

Appleton
Laub Group
Big Bend
Arthur J. Gallagher
Brookfield
Arthur J. Gallagher
Eau Claire
Arthur J. Gallagher
Green Bay
Alexander & Alexander Services
Hilb, Rogal & Hamilton
Madison
Arthur J. Gallagher
Laub Group
Milwaukee
Alexander & Alexander Services
Fitzgerald, Clayton, James & Kasten
Arthur J. Gallagher
Hogg Robinson (Bain Hogg Group)
Johnson & Higgins/UNISON
Laub Gup
Mansh & Mcl.,ennan
Robertson-Ryan & Associates
Rollins Hudig Hall Group
Willis Corroon
Racine
Arthur J. Gallagher
Rice Lake
Laub Group
Stevens Point
Wisconsin Insurance Management

Waukesha

Wisconsin Insurance Management

Wausau
Laub Group
Wyoming
Casper

Van Gilder Insurance

Continued on nert page

Want pest Innl, 1
coverage youcancount on?

Or Brendan.

The last thing you want is

short-term solutions to long-
term needs for pest control

lia

bility insurance.
The Brownyards are com-

mitted to providing a market

for those coverages through
hard and soft markets alike-

just as they've done for the
security guard industry for
nearly 40 years.

Call Bryan

(800) 645-5820 «

Whether it's pest control,
security guard or country
club coverage, you can count
on the Brownyards year after
year. Because-like you-
they're in business for the
long haul. Talk to the

Brownymak

THE BROWNYARD
\ GROUP

21 Maple Avenue, CN9175
Bay Shore, New York 11706-9175
In NY- (516) 666-5050 « FAX: (516) 666-5723
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Batavia
Genesee Agency (Lawley Service)
Bayshore
Frenkel & Co.
Bohemia
Aon Specialty Group
(Rolljns Hudig Hall Group)
Briarcliff Manor
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)

Rollins Hudig Hall Group
Buffalo

Alexander & Alexander Services
Gow & Hanna
Johnson & Higgins/UNISON
Lawley Service
A.W. Lawrence & Co.
(Lawrence Agency)
Marsh & MelLennan
Cairo
Grossman Agency
(Marshall & Sterling)
Carle Place
KM Consulting Group
(Kalvin-Miller International)
Kalvin-Miller International
Catskill
Grossman Agency
(Marshall & Sterling)
Chestertown
Stevenson Agency (Austin & Co.)
Colonie
Governmental Entities Management
Seivices (Hastings-Tapley
Insurance Agency)
Corona
Simeone-Orrino (RWP Group)
Cortland
Lawrence United (Lawrence Agency)
Coxsackie
Grossman Agency
(Marshall & Sterling)
Dunkirk
Tradition Agency (Lawley Service)
Fredonia
Tradition Agency (Lawley Service)
Guden City
Arthur J. Gallagher
Glens Falls
A.W. Lawrence & Co.
(Lawince Agency)
Great Neck
Sterling & Sterling
Greenville
Grossman Agency
(Marshall & Sterling)
Hauppage
Sedgwick
Huntington
Gundermann & Gundermann
Jamestown
Erickson-Swan-Rowley
(American Phoenix)
Lawrence Healthcare
(LawrenBe Agency)

Tradition Agency (Lawley Service)
Lake Placid

A.W. Lawrence & Co.
(Lawrence Agency)
Lawrence United (Lawmnce Agency)
Lake Success
BWD Group Ltd. Blumencranz,
Klepper, Wilkins & Dubofsky
Latham
Lawrence Healthcam
(Lawrence Agency)
Lawrence United
(Lawrence Agency)
Melville
Alexander & Alexander Services
National Coverage Corp.
Middletown
Arthur J. Gallaer
Marshall & Sterling
Millbrook
George T. Whalen Agency
(Marshall & Sterling)
Monticello
Gersten-Hillman Agency
NIA Ltd./National Insurance
Associates
New Hartford
Alexander & Alexander Services
New Hyde Park
Rollins Hudig Hall Group
Willis Corroon
New Windsor
Marshall&Sterling
New York
Alexander & Alexander Services
American E&S Insurance Brokers
(Acordia)
Aon Risk Services/Aon Speialty
Group (Rollins Hudig Hall Group)
Ik Blanc de Nicolay
Frank Crystal & Co.
Fine Arts Risk Management (Near
North Insurance Brokerage)
French American Risk Advisors
BILW Savices)
Frenkel & Co.
Arthur J. Gallagher
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)
Gow & Hanna
Haas & Wilkerson
Joseph Held Co.
Hogg Robinson (Bain Hogg Group)

Jardine Insurance Brokers
(JIB Group)
Jauch & Huebener KGaA/UNISON
Johnson & Higgins/UNISON
Kalvin-Miller International
Kaye Insurance Associates
Kommich Insurance Services
Lawrence United (Lawrence Agency)
Lee & Hawthorne
Edward Lloyd
(Lowndes Lambert Group)
Lloyd's New York Insurance Group
(C.E. Heath)
MLW Services
Marsh & Mclknnan
Meadowbrook Insurance Group
Minet Group
Near North Insurance Brokerage
H&R Phillips
D.R. ReLE & Associates
franenbaum-Harber Co.)
Roanoke Brokerage Services
Rollins Hudig Hall Group
Sedgwick
The Sklover Organization
Donald F. Smith & Associates
Dewitt Stern Group
THB Intermediaries
(Near North Insurance Brokerage)
Tanenbaum-Harber Co.
Underwriters Financial Group
Willis Con'oon
North Syracuse
Arthur J. Gallagher
Ogdensburg
Arthur J.Gallagher
Old Forge
Lawrence United (Lawrence Agency)
Poughkeepsie
Lawrence Healthcare
(Lawrence Agency)
Marsh & McLennan
Marshall & Sterling
Rochester
Arthur J. Gallagher
Johnson & Higgins/UNISON
Lawrence United (Lawrence Agency)
Marsh & MelLennan
Sedgwick
Roslyn Heights
Allied Coverage
Schenectady
Jarline Insurance Brokers
(JI1B Group)
AW. Lawrence & Co.
(Lawrence Agency)
Lawrence Agency
Marshall & Sterling
Schodack Landing
Arthur J. Gallagher
Scotia
Arthur J. Gallagher
Snyder
Alexander & Alecander Services
Spring Valley
Arthur J. Gallagher
Syosset
Seaman Ross & Wiener
Syracuse
Alexander & Alexander Services
Lawrence Healthcam
(Lawrence Agency)
Lee & Hawthorne
Marsh & MelLennan
Marshall & Sterling
Troy
Lawrence United (Lawrence Agency)
Utica
Alexander & Alexander Services
Lawrence Healthcare
(Lawrence Agency)
Valhalla
Mhor 3. Gflagher
Wappingea Falls
Marshall & Sterling
Westbury
A.W. Lawrence & Co.
(Lawrence Agency)
Lawrence Healthcare
(Lawrence Agency)
RWP Group
The Sklover Organization
White Plains
Arthur J. Gallagher
Edward F.C. McLaughlin
(Meeker Sharkey Financial Group)
NIA Ltd./National Insurance
Associates
Yonkers
Arthur J. Gallagher
Yorkville

Lawrence Healthcare

(Lawrence Agency)

North Carolina

Arden

Arthur J. Gallagher
Asheville

Acordia
Boone

Cameron M. Harris & Co.
Burlington

Hogg Robinson (Bain Hogg Group)
Chapel Hill

Acordia

Willis Corroon
Charlotte

Alexander & Alexander Services

Arthur J. Gulagher
Cameron M. Harris & Co.
Johnson & Higgins/UNISON
Marsh & McLennan
Palmer & Cay/Carswell
ofthe Carolinas
Poe & Brown
Rollins Hudig Hall Group
Sedgwick
Willis Corroon
Greensboro
Acordia
K&K Specialties
CK&K Insurance Group)
Lawrence United (Lawrence Agency)
King
Norwest Insurance
Lenoir
Cameron M. Harris & Co.
Morgantown
Cameron M. Hanis & Co.
Raleigh
Cameron M. Hanis & Co.
Marsh & McLennan
Winston-Salem
Alexander & Alexander Services
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)
Rollins Hudig Hall Group

North Dakota

Bismarck

Nonrest Insurance
Fargo

Norwest Insurance
Fergus Falls

Norwest Insurance
Grafton

Norwest Insurance
Hillsboro

Norwest Insurance
Jamestown

Norwest Insurance
Mandan

Norwest Insurance
Minot

Norwest Insurance
Valley City

Norwest Insurance
Wahpeton

Norwest Insurance

Ohio

Akron
Rollins Hudig Hall Group
Canfield
ISU/L. Calvin Jones & Co.
Canton
Arthur J. Gallagher
Cincinnati
Acordia
Alexander & Alexander Services
Aon Risk Services
(Rollins Hudig Hall Group)
Johnson & Higgins/UNISON
Marsh & MelLennan
Rollins Hudig Hall Group
Thomas E. Wood
Cleveland
Acordia
Alexander & Alexander Services
The Brooks & Stafford Co.
Arthur J. Gallagher
Hobbs Group
Hylant-MacLean Group
Johnson & Higgins/UNISON
Marsh & MelLennan
The James B. Oswald Co.
Preslan Agency (Acordia)
Rollins Hudig Hall Gmup
Willis Cormon
Columbus
Alexander & Alexander Services
Berwanger Ovennyer Associates
Daniel James Insurance Agency
Arthur J. Gallagher
Godwins Booke & Dickenson
(Rollins Hudig Hall Gmup)
Hylant-MacLean Group
Johnson & Higgins/UNISON
The McEImy-Minister Co.
Dayton
The McElroy-Minister Co.
Defiance
Insurance & Risk Management
Dublin
Willis Corroon
Fremont
Daniel James Insurance Agency
Independence
Alexander & Alexander Services
MansBeld
Arthur J. Gallagher
Middleburg Heights
Kelter-Thorner Inc.
Pepper Pike
Hogg Robinson (Bain Hogg Group)
Perrysburg
Daniel James Insurance Agency
Solon
Britton-Gallagher & Associates
Sylvania
Insurance & Risk Management
Toledo
Arthur J. Gallagher
Hylant-MaclLean Group
Sedgwick

r  e— > «< > xr &6

wWamn
A.W. Lawrence & Co.
(Lawrence Agency)
West Chester
Arthur J. Gallagher
Youngstown
Arthur J. Gallagher

Oklahoma

Chandler
LaGere & Walkingstick
Insurance Agency
Oklahoma City
Aihur J. Gallagher
Hilb, Rogal & Hamilton
Marsh & McLennan
North American Insurance Agency
Sedgwick
Sallisaw
Brown-Hiller-Clark & Associates
Tulsa
Alexander & Alexander Selvices
Arthur J. Gallagher
Johnson & Higgins/UNISON
Marsh & MalL,ennan
North American Insurance Agency
Rollins Hudig Hall Group
Sedgwick

Oregon

Eugene
Willis Corroon

Medford
Sedgwick

Newport
Acordia

Portland
Acordia
Alexander & Alexander Services
Godwins Booke & Dickenson

(Rollins Hudig Hall Group)

Johnson & Higgins/UNISON
Marsh & Mclannan
Parker, Smith&Feek
Rollins Hudig Hall Group
Sedgwick
Winis Cormon

Salem

Sedgwick

Pennsylvania

Allentown
Arthur J. Gallagher
Bala Cynwyd
Hogg Robinson (Bain Hogg Group)
Beaver Falls
ISUmlackwood Agencies
Bethlehem
Bowers, Schumann & Welch
Sedgwick
Willis Corroon
Blue Bell
Posse-Walsh
Camp Hill
Alexander & Alexander Selvices
Carlisle
Acordia
Chambersburg
McDowell Insurance
(American Phoenix)
Conshohocken
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)
Rollins Hudig Hall Group
Erie
Acordia
Arthur J. Gallagher
Insurance Management Co.

Johnson & Higgins/UNISON
Exton

WRIMS
Warren Welsh & Thomson (WRIMS)
Greensburg
Arthur J. Gallagher
Harrisburg
The Gleason Agency
A.W. Lawrence & Co.
(Lawrence Agency)
Marsh & MelLennan
Sedgwick
Hershey
Rollins Hudig Hall Group
Horsham
Aon Risk Services
(Rollins Hudig Hall Group)
Jenkintown
Aon Risk Services
(Rollins Hudig Hall Group)
Johnstown
The BGS&(D Cos.
The Gleason Agency
Kingof Prussia
Warren Welsh & Thomson (WRI(IS)
Mechanicsburg
Acordia
Arthur J. Gallagher
Philadelphia
Alexander & Alexander Services
Aon Risk Services
(Rollins Hudig Hall Group)
Braishfield Associates
The Gleason Agency
The Graham Co.
Haas & Wilkerson
Paul Hertel & Co.

The Hirshorn Co.
Hobbs Group
Johnson & Higgins/UNISON
Marsh & McLennan
Rollins Hudig Hall Group
Sedgwick
Pittsburgh
Acordia
Alexander & Alexander Services
The Gleason Agency
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)
The HDH Group
Hilb, Rogal & Hamilton
Johnson & Higgins/UNISON
Marsh & McLennan
Rollins Hudig Hall Group
Sedgwick
Willis Corroon
Plymouth Meeting
Clair Odell Group
Radnor
Willis Corroon
Rydal
Palley Simon Associates
St. Davids
American Brokerage of Philadelphia
(American Phoenix)
The Simkiss Cos.
Scranton
Arthur J. Gallagher
Sunbury
ISU/Purdy Insumnce Agency
Trevose
Aon Specialty Group
(Rollins Hudig Hall Group)
Arthur J. Gallagher
Williamsport
Sedgwick
Wyomissing
The Loomis Co.
Sedgwick
York
Poor, Bowen, Bartlett & Kennedy
of Pennsylvania
(American Phoenix)

Rhode Island

Cranston
Arthur J. Gallagher
Newport
A.W. Lawrence & Co.
(Lawrence Agency)
Providence
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)
Marsh & MelLennan
Rollins Hudig Hall Group
Starkweather & Shepl«y
Warwick
Arthurr 3.Gallagher
Westerly
Starkweather & Shepley

South Carolina

Charleston
Roanoke Brokerage Services
Columbia
Marsh & McLennan
Sedgwick
Willis Corroon
Columbus
Bultman/Bell Associates
Greenville
Bultman/Bell Associates
Arthur 3. Gallagher
Johnson & Higgins/UNISON
Marsh & Mcknnan

Palmer & Cay/Caswell of Georgia
Willis Cormon

South Dakota

Aberdeen

Norwest Insurance
Brookings

Norwest Insurance
Chamberlain

Nor,Mest Insurance
Dell Rapids

Norwest Insurance
Groton

Norwest Insurance
Huron

Norwest Insurance
Lake Preston

Norwest Insurance
Madison

Norwest Insurance
Milbank

Norwest Insurance
Mobridge

Norwest Insurance
Rapid City

Norwest Insurance
RedBeld

Norwest Insurance
Sioux Falls

Mesirow Insurance Services

Norwest Insurance
Watertown

Norwest Insurance
Yankton

Nonuest Insurance

Continued on nert page
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Johnson & Higgins/UNISON
Marsh & MeLennan
MeGriff, Seibels & Williams
North American Insurance Agency
Rollins Huctig Hall Gr'oup
Sedgwick
Willis Corroon

Roseland
Sedgwick

Shreveport
Alexander & Alexander Services
Arthur J. Gallagher

Maine

Bangor
Sedgwick

Portland
Arthur J. Gallagher
Johnson & Higgins/UNISON
Sedg,vick

Maryland

Annapolis
The Immis Co.
Baltimore
Alexander & Alexander Services
American Phoenix (Maryland)
Hilb, Rogal & Hamilton
Johnson & Higgins/UNISON
Marsh & MelLennan
Tongue, Brooks & Co.
Bethesda
Winis Comion
Columbia
The BGS&G Cos.
William Gallagher Associates
Hobbs Group
The Jacobs Co./The Jacobs Co. EBF
Sedgwick
Cumberland
The BGS&G Cos.
Frostburg
The BGS&G Cos.
Gaithersburg
Arthur J. Gallagher
Hagerstown
The BGS&GCos.
Hunt Valley
Roanoke Brokerage Services
Willis Corroon
Oakland
The BGS&G Cos.
Owings Mills
Alexander & Alexander Services
Towson
dBrun Division,
Tongue, Brooks & Co.
Upper Marlboro
CRM Inc. (The Jacobs Co.)

Massachusetts

Boston
Alexander & Alexander Services
Arthur J. Gallagher
William Gallagher Associates
Godwins Booke & Dickenson

(Rollins Hudig Hall Group)
Hobbs Group
Hogg Robinson (Bain Hogg Group)
Insurance Marketing Agencies
Johnson & Higgins/UNISON

Mahoney & Wright Insurance Agency
Marsh & Mel.knnan

Roanoke Brokerage Services
Rollins Hudig Hall Group
Sedgwick
Tanenbaum-Harber Co.
Willis Corroon
Cambridge
Hastings-Tapley Insurance Agency
Canton
Sedgwick
Cohasset

Mahoney & Wright Insurance Agency

Danvers

Hastings-Tapley Insurance Agency
Dedham

Mahoney & Wright Insurance Agency
Falmouth

Lawrence Insurance

(Carlin Insurance Agency)

Gloucester

Hastings-Tapley Insurance Agency
Hampden

Arthur J. Gallagher
Haverhill

Mahoney & Wright Insurance Agency
Ipswich

Hastings-Tapley Insurance Agency
Lowell

Caddell & Byers Insurance Agency
(American Phoenix)
Marshfield

Penn General Service

(Bain Hogg Group)
Middleboro

Mahoney & Wright Insurance Agency

Natick
Carlin Insurance Agency

Mahoney & Wright Insurance Agency
New Bedford

Marinem Insumnce Agency
(Sedgwick)
Maritime Adjusters (Sedgwick)

Newton

Mahoney & Wright Insurance Agency
North Attleboro

Mahoney & Wright Insumnce Agency
North Quincy

Arthur J. Gallagher
North Reading

Hastings-Tapley Insurance Agency
Peabody

Mahoney & Wright Insurance Agency

Mazonson Inc.
Plymouth

Mahoney & Wright Insurance Agency
Quincy

Hastings-Tapley Insurance Agency
Reading

Mahoney & Wright Insurance Agency
Rockland

Mahoney & Wright Insurance Agency
Saugus

Hastings-Tapley Insurance Agency
Scituate

Mahoney & Wright Insurance Agency
Tewksbury

Mahoney & Wright Insurance Agency
Wakefield

Mahoney & Wright Insurance Agency
Waltham

Hobbs Group

A.W. Lawrence & Co.

(Lawrence Agency)

Watertown

Hastings-Tapley Insurance Agency
Wellesley

ISU/Hoffman Insurance Services
Weymouth

Mahoney & Wright Insurance Agency

Woburn

Hastings-Tapley Insurance Agency
Worcester

Braley & Wellington
Insurance Agency

Arthur 3. Gall*er

ISU/Feingold & Feingold
Insurance Agency

Insurance Marketing Agencies

Wrentham

Mahoney & Wright Insurance Agency

Yarmouth

Mahoney & Wright Insurance Agency

Michigan

Bimiingham
The Auten Grr,up
Kelter-Thorner Inc.
Seed-Roberts Agency
Bridgman
ISU/Insurance Management
Cadillac
Penn General Service
(Bain Hogg Gmup)
Charlevoix
GHA Insurance & Financial Services
Dearborn
Fairlane Associates
Detroit
Alexander & Alexander Services
Aon Specialty Group
(Rollins Hudig Hall Group)
Godwins Booke & Dickenson
(Rollins Hudig Hall Gruup)
Hylant-MacLean Group
Johnson & Higgins/UNISON
Mansh & Mcknnan
Rollins Hudig Hall Group
Se*vick
East Lansing
Arthur J. Gallagher
Rlion
A.W. Lawrence & Co.
(Lawrence Agency)
Grand Rapids
Alexander & Alexander Services
GHA Insurance & Financial Services
Arthur J. Gallaer
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)
Hilb, Rogal & Hamilton
Hogg Robinson (Bain Hogg Group)
Johnson & Higgins/UNISON
Marsh & McLennan
Rollins Hudig Hall Group
Whnlis Com)on
Ishpeming
Penn General Service
6Bain Hogg Group)
Kalkaska
GHA Insurance & Financial Services
Livonia
Cambridge Underwriters
Arthur J. Gallagher
Willis Corroon
Niles
ISU/Insurance Management
Port Huron
Moore & Povenz
(Hilb, Rogal & Hamilton)
Saginaw
Alexander & Alexander Services
Hogg Robinson (Bain Hogg Group)
St. Joseph
ISU/Insurance Management
Southfield
Athur J. Gallagher
Hogg Robinson (Bain Hogg Group)
Meadowbrook Insurance Group
Penn General Service

(Bain Hogg Group)

Traverse City
GHA Insurance & Financial Services
Troy
Arthur 1 Gallagher
Jardine Insurance Brokers
(JIB Group)

Minnesota

Anoka
Norwest Insurance
Bloomington
Hogg Robinson (Bain Hogg Group)
Meadowbrook |nsyrance Group
Penn General Service
(Bain Hogg Group)
Duluth
Norwest Insurance
Fly
Norwest'Insurance
Grand Rapids
Norwest Insurance
Hibbing
Norwest Insurance
Litchfield
Norwest Insuranee
Mankato
Norwest Insurance
Mambhall
Norwest Insurance
Midland
Marsh & Mcl,ennan
Minneapolis
Alexander & Alexander Services
Arthur J. Gallagher
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)
Johnson & Higgins/UNISON
Norwest Insurance
Rollins Hudig Hall Group
Sedgwick
Willis Corroon
Ranier
Sedgwick
St. Cloud
Norwest bsurance
St. Cloud Metro
Norwest Insurance
st. Paul
Acordia
Rothschild, Bell & Walseth
Thief River Falls
Norwest Insurance
Vilyinia
Norwest Insurance
Winona
Arthur 3. GQlagher

Mississippi

Jackson
Arthur J. Gallagher
Johnson & Higgit*UNISON

Southaven
John Stuart & Co.

Missouri

Kansas City
Acordia
Alexander & Alexander Services
Aon Specialty Group
(Rollins Hudig Hall Group)
Cannon Cochran
Management Services
Arthur J. Gallagher
Gilbert-Magill Co.
Jardine Insurance Bmkers
(JIB Group)
Marsh & MelLennan
Rollins Hudig Hall Group
Sedgwick
Maryland Heights
Arthur J. Gallagher
OTallon
Arthur J. Gallagher
Raytown
Arthur J. Gallagher
St. Imis
Alexander & Alexander Services
Aon Risk Services;
(Rollins Hudig Hall Group)
Cannon Cochran
Management Services
The Daniel & Henry Co
Arthur J. Gallagher
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)
Haas & Wilkenson
Hogg Robinson (Bain Hogg Group)
ISU/Blaine-Braswell & Associates
ISU/Corporate
Insurance Management
ISU/Ricci Associates
Johnson & Higgins/UNISON
L,ockton Cos.
Marsh & MelLennan
Rollins Hudig Hall Group
Sedgwick
Transportation Insurance Manages
Welsch, Flatness & Lutz
Willis Corrocn
Spring5eld
Public Entity Risk Managers
(ISU/Ricci Associates)
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Nebraska

Lincoln
Alexander & Alexander Services
Omaha
Alexander & Alexander Services
Grace/Mayer Insurance Agency
Johnson & Higgins/UNISON

Norwest Insurance
Redland & Associates
Rollins Hudig Hall Group
Sedgwick

Nevada

Incline Village
Cal-Nevada Insurance
(Hilb, Rogal & Hamilton)
Las Vegas
Aviation Insurance Services
Robert F. Driver Co.
Johnson & Higgins/UNISON
Lovitt & Touche
Mansh & MelLennan
Rollins Hudig Hall Givup
Sedgwick
John Stuart & Co.
Reno
Acordia

Sedgwick

New Hampshire

Bedford

Arthur J. Gallagher
Manchester
Hogg Robinson (Bain Hogg Group)
Sedgwick
Nashua
Beehard Insurance Agency (Hastings-
Tapley Insurance Agency)
The Sadler Coffey Agency
St. Laurent & McArdle Insurance
Rochester
Willis Con'oon
Salem

Bechard Insurance Agency (Hastings-
Tapley Insurance Agency)

New Jersey

Atlantic City
McCay Corp.
Bayonne
Schneidenman Agency
(Popkin Lebson Bergstein)
Bordentown
McCay Corp
Cedar Knolls
Marsh & McLennan
Chatham
O'Gorman & Young
Clark
Poe & Brown
Clifton
Braishfield Associates
Collingswood
John Stuart & Co.
Cranford
Allied Brokerage Services
(Allied Coverage)
Cmnford Agency
(Meeker Sharkey Financial Group)
Arthur J. Gallagher
John MeGuire
(Meeker Sharkey Financial Group)
Meeker Sharkey Financial Group
Meeker Sharkey & MacBean
(Meeker Sharkey Financial Group)
Provident Mutual Life Insurance Co.
(Meeker Sharkey Financial Group)
Eatontown
Kennedy Insurance Agency
Cl'he Pilgrim Organization)
Englewood
Capacity Coverage Co. of New Jersey
Popkin l.ebson Begstein
Fords
Kelter-Thomer Inc.
Fort Lee
Dewitt Stem, Imperatore
(Dewitt Stern Group)
Freehold
NIA Ltd./National Insurance
Associates
Hoboken
Aon Risk Services
(Rollins Hudig Hall Group)
Jamesburg
Aon Risk Services
(Rollins Hudig Hall Group)
Jersey City
Arthur J. Gallagher
Lawrenceville
Donald F. Smith & Associates
Livingston
Wharton Flnancial
(Wharton/Lyon & Lyon)
Wharton/Lyon & Lyon
lang Valley
NIA Ltd./National Insurance
Associates

Lyndhurst
Alexander & Alexander Services
Pilgnm Insurance Agent
(The Pilgrim Organization)
The Pilgrim Organization
Mahwah

Arthur J. Gallagher

Mariton
McCay Corp
Montclair
Larson Insurance Agency
(The Pilgrim Organization)
Montvale
Capacity Coverage Co. of New Jensey
Morristown
Acordia
Griffith/Prideaux
(The Pilgrim Organization)
Marsh & McLennan
Mount Holly
McCay Corp.
Mount Laurel
Arthur J. Gallagher
Meeker Sharkey & Lane

(Meeker Sharkey Financial Group)
Oakhurst

Wharton/Atlantic

(Wharton/Lyon & Lyon)
Oldwick

Brajshfield Associates
Paramus
Insumnce Professionals
NIA Ltd./National Insurance
Associates
Parsippany
William Gallagher Associates
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)
Johnson & Higgins/UNISON
Rollins Hudig Hall Gnoup

Willis Convon
Pitman
Capacity Coverage Co. of New Jersey
Princeton
G.R. Murray Insunance
(0'Gorman & Young)
Randolph
NIA Ltd./National Insurance
Associates
Rutherford
Arthur J. Gallagher
Hobbs Group
Short Hills
Sedgwick
Somerset
C&C Insurance Associates
(American Phoenix)
Poe & Bmwn
Ulrich Voorhees Warner Associates
Teaneck
Kornreich Insurance Services
The Lofberg Cos.
Singer Kornreich
(Kornreich Insumnce Services)
Toms River
Capacity Coverage Co. of New Jersey
Trenton
Meeker Sharkey Geivasio & Seeger
(Meeker Sharkey Financial Group)

Turnersville
McCay Corp.
Vincentown
Arthur J. Gallagher
Voorhees
Hilb, Rogal & Hamilton
Wall
Meeker Sharkey & Moffatt
(Meeker Sharkey Financial Group)
Wall Township
Meeker Sharkey & Kurmin
(Meeker Sharkey Financial Group)
Washington
Bowers, Schumann & Welch
Wayne
Saldana & Associates
West Atlantic City
Rollins Hudig Hall Group

New Mexico

Albuquerque
Alexander & Alexander Services
Aon Risk Services
(Rollins Hudig Hall Group)
Arthur J. Gallagher
Penn General Service
(Bain Hogg Group)
Sedgwick

New York

Albany
Alexander & Alexander Services

Allied Coverage
Austin & Co.

Jardine Insurance Brokers
(JIB Group)

A.W Lawrence & Co.
(Lawrence Agency)

Marsh & MeLennan

Amherst-
Arthur J. Gallagher
Continued on next page

Geographical listing methodology
is explained on page 74.



76 / Business Insurance, July 18, 1994

== g > «< > 6T 1 <3 B m &

Continued from previous page
Danville

Cannon Cochran
Management Services
Wolford-Cannon-Hoecker (Cannon
Cochran Management Services)
Des Plaines
Meeker-Magner Co.
Downers Grove
Arthur J. Gallagher
East Moline
Arthur J. Gallagher
Elmhurst
Euclid Insurance Agencies
Glen Ellyn
Arthur J. Gallagher
Highland Park
Dann Brothers
Mesirow Insurance Services
Itasca
Arthur J. Gallagher
Lombard
Alexander & Alexander Services
Moline
Bartlett Agency
Mount Vernon
ISU/Blaine-Braswell & Associates
Naperville
Morency, Weible & Sapa
Northbrook
Aon Specialty Group
(Rollins Hudig Hall Group)
Dann Brothers
Oak Brook
T.J. Adams & Associates
Cannon Cochrah
Management Services
Jardine Insurance Brokers
(JI1B Group)
Oakbrook Terrace
Boockford & Co.
ISU/Cassady Neeser Brasseur
Willis Cori'oon
Palk Ridge
McConachie Insurance Agency
Peoba
Arthur J. Gallagher
Rockford
Arthur J. Gallagher
Marsh & McLennan
Rolling Meadows
Arthur J. Gallagher
Hummel Cos. (Laub Group)
Lamb, Little & Co.
Schaumburg
Acordia
Aon Risk Services
(Rollins Hudig Hall Group)
Arthur J. Gallagher
Roanoke Brokerage Services.
Skokie
Insurance Benefit Consultants
Winnetka
Aon Risk Services

(Rollins Hudig Hall Group)
Mack & Parker

Indiana

Anderson
Acordia
Bloomington

ISU/The May Agency
Evansville

Acor€lia
Arthur J. Gallagher
Fort Wayne
Aon Risk Services
(Rollins Hudig Hall Group)
ISU/Stewart, Brimner & Co.
Insurance & Risk Management
K&K Insurance Group
National Sports Undelwriters
(K&K Insurance Group)

Waterfield Insurance Agency
Greenwood

Acordia
ISU/Stewart, Brimner & Co.
Indianapolis
Acordia
Alexander & Alexander Services
Cannon Cochran
Management Services
Daniel James Insumnce Agency
Forrest Sherer
Arthur J. Gallagher
Insurance & Risk Management
A.W. Lawmnce & Co.
(Lawrence Agency)
Marsh & MclLennan
Rollins Hudig Hall Group
Waterfield Insurance Agency
Jasper
Great American/Forrest Sherer

Agency (Forrest Sherer)

Kendallville
ISU/Stewart, Blimner & Co.
Lafayette
Mayerstein-Burnell Co.
dba MBAH Insurance
Ligonier
ISU/Stewart, Brimner & Co.
Marlon
State Insurance
(ISU/Beauchamp & McSpadden)
Menillville
Waterfield Insurance Agency
Muncie
Galliher/ISU Inc.
(ISU/Beauchamp & McSpadden)
Insurance & Risk Management

New Haven
ISU/Stewart, Brimner & Co.
North Manchester
ISU/Beauchamp & McSpadden
South Bend
Acordia
Arthur J. Gallagher
ISU/Cassady Neeser Brasseur
Waterfield Insurance Agency
Tem Haute
Forrest Sherer
Wabash
ISU/Beauchamp & McSpadden
Walsaw
ISU/Beauchamp & McSpadden
Insurance & Risk Management

lowa

Cedar Rapids
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)
Holmes, Murphy & Associates
Clive
Norwest Insurance
Council Bluffs
Redland & Associates
Des Moines
Alexander & Alexander Services
Cannon Cochran
Management Services
Holmes, Murphy & Associates
Norvgest Insurance
Sioux City
Nonvest Insurance
West Des Moines
Arthur J. Gallagher
Holmes, Murphy & Associates

Kansas

Hutchinson
Jardine Insurance Brokers
(JI1B Group)
Kansas City
Van Gilder Insurance
Lenexa
Frank Crystal & Co. (Midwest)
Overland Park
Acordia
ISU/Oliver & Shopen
Insurance Agency
Meadowbrook Insurance Group
Prairie Village
Lockton Cos.
Shawnee Mission
Haas & Wilkerson
Topeka
Aon Risk Services
(Rollins Hudig Hall Group)
Insurance Management Associates
Jardine Insurance Brokers
(JI1B Group)
Lockton Cos.
Wichita
Insurance Management Associates
Jarcline Insurance Brokers
J1B Gmup)
Rollins Hudig Hall Group

Kentucky

Bowling Green

Van Meter Insurance
Edgewood

Wood Underwriters Agency

(Thomas E. Wood)

Fort Mitchell

Acordia
Gmensburg

J. Smith Lanier & Co.
Lexington

Acordia

Alexander & Alexander Services

Van Meter Insurance
Imisville

Acordia

Alecander & Alexander Services

Harris & Harris of Kentucky

Johnson & Higgins/UNISON
Owensboro

Van Meter Insurance
Russellville

Van Meter Insurance

Louisiana

Alexandria
Alexander & Alexander Services
Arthur J. Gallagher
Baton Rouge
Acordia
Arthur J. Gallagher
Insurance Associates
A.W. Lawrence & Co.
(Lawrence Agency)
Metairie
Arthur J. Gallagher
Hilb, Rogal & Hamilton
Monroe
Aithur 3.Galla*er
New Orleans
Alexander & Alexander Sezvices
Aon Risk Services
(Rollvis Hudig Hall Group)
Arthur J. Gallagher

Continued on nert page
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Intere Intermediaries Inc. 52

Johnson & Higgins 15

26 Kemper National Insurance 44
27 Lindsey Morden 61
Malloy & Kleinman, P.C. 56

28 Wm. H. Mc(Jee & Co., Inc. 14
29 Metropolitan Life Ins. Co. 32
30 Minet Inc. 7
Montgomery & Collins 22

R. E. Moulton Insurance Agency 57

31 Mutual Marine Office, Inc. 73
32 Mutual ofOmaha B. Cov.
Professional Indemnity Agy. 65

33 RFC Intermediaries Inc. 53
34 RLI Corp. 51
35 Royal Insurance o2
Russell Miller Inc. 23

RVI .. 54

Safeco Insurance Company 20

36 Safety Natl. Casualty Corp. 67
37 Sedgwick James 37
38 Skandia America Group 24
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40 Smith Bell & Thompson Inc. 59
St.mford Financial Group 64

41 Swett & Crawford Group 26
a2 Tennant Risk Services 70
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46 Zurich-American Insurance Co. 19

To obtain free information on the products and services advertised,
turn to our post-paid Reader Service Reply Card bound in this issue, or
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4. My purchasing involvement for the requested
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Business Insurance’.

A O Yes 8 O No, so please send subscription info

complete the coupon below and mail to:
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650 So. Clark St., 6th FI.
Chicago, IL 60605-1702
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Continued hom previous page
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)
Upland
Cumbre Inc.
Vallejo
Jarcik Insurance Agency
(Hilb, Rogal & Hamilton)
Van Nuys
Anderson & Anderson
Insurance Brokens
Ventura

ISU/Valley Insurance Service
Victorville

Dan Smith Insurance Agency
Visalia

Van Beurden Insurance Services
Walnut Creek

Arthur 1 Gallag>er
West Covina

Alexander & Alexander Services
Westlake Village

Keenan & Associates
Woodland

Van Beurrlen Insurance Services
Woodland Hills

Aon Risk Services

(Rollins Hudig Hall Group)
Arthur J. Gallagher

Colorado

Castle Rock

Arthur J. Gallagher
Colorado Springs
Acordia
Alexander & Alexander Services
Arthur J. Gallagher
Denver
Acordia
Aon Risk Services
(Rollins Hudig Hall Group)
Arthur J. Gallagher
Hilb, Rogal & Hamilton
Insurance Management Associates
Jardine Insurance Brokers
(JIB Group)
Johnson & Higgins/UNISON

Lockton Silversmith (Lckton Cos.)

Marsh & McLennan
Norwest Insurance
Rollins Hudig Hall Group
Sedgwick
The Talbert Corp.
(Hilb, Rogal & Hamilton)

Van Gilder Insurance
Willis Corroon

Durango
Acordia

Englewood
Arthur J. Gallat#er

North American Insurance Agency

Lakewood

Meadowbrook Insurance Group
Montrose

Acordia
Sterling

Van Gilder Insurance

Connecticut

Avon
American Phoenix
Kenney, Webber & Iwell
(American Phoenix)
Darien
Dewitt Stern Fisher
(Dewitt Stern Group)
East Hartford
Alexander & Alexander Services
East Haven

The Mathog & Moniello Cos.
Fairseld

Hastings-Tapley Insurance Agency

Farmington
Arthur J. Gallagher
Willis Colmon
Greenwich
Alexander & Alexander Services
Aon Risk Services
(Rollins Hudig Hall Group)
Hobbs Group

Rollins Hudig Hall Group
Hartford

Alexander & Alexander Services
Aon Risk Services

(Rollins Hudig Hall Group)

Capacity Coverage Co. of New Jersey

Gow & Hanna

Johnson & Higgins/UNISON

R.C. Knox & Co.

Marsh & Mounnan

Rollins Hudig Hall Group

Sedgwick
Meriden

Rollins Hudig Hall Group
Middletown

R.C. Knox & Co.
Nofwalk

Sedgwick
Ridgefield

Rollins Hudig Hall Group
Simsbury

Simsbury Insurance Agency

(R.C. Knox & Co.)

Southport

Kaye of Connecticut

(Kaye Insurance Associates)

Stamford

Alexander & Alexander Selvices

Aon Specialty Group
(Rollins Hudig Hall Group)
Johnson & Higgins/UNISON

Marsh & McLennan

Trumbull

John Burnham & Co.

Wallingford

Donald F. Smith & Associates

West Hartford

Kelly Associates

Wethersfield

Arthur A Watson & Co.

Windsor

R.C. Knox & Co.

Delaware

Wilmington

Johnson & Higgins/UNISON

District of Columbia

Alexander & Alexander Services
Aon Specialty Group

(Rollins Hudig Hall Group)
A.H. Baker & Co. (The BGS&G Cos.)
Hilb, Rogal & Hamilton
Johnson & Higgins/UNISON
Marsh & McLennan
Near North Insurance Brokerage
Professional Risk Management

Senices (Healthcare

Insurance Services)

Rollins Hudig Hall Group
John Stuart & Co.

Aorida

Boca Raton

Aon Risk Services

(Rollins Hudig Hall Group)
Century Financial Services
Hogg Robinson (Bain Hogg Group)
Penn General Service

(Bain Hogg Group)
Rollins Hudig Hall Group

Brooksville

Poe & Brown

Cape Coral

Oswald, Trippe & Co.
(The James B. Oswald Co.)

Clearwater

Acordia
Roger Bouchard Insurance
Arthur J. Gallagher

Jones & Hawkins Insumnce

Coral Gables

Alexander & Alexander Services
Aon Specialty Group
(Rollins Hudig Hall Group)
Elliott, McKiever & Stowe
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)
Mansh & Mcl,ennan

Rollins Hudig Hall Group

Coral Springs

Arthur J. Gallagher

Daytona Beach

Hilb, Rogal & Hamilton
MacDuff Underwdters (Poe & Brown)
Poe & Brown

Deltona

Arthur J. Gallagher

Eustis

Arthur J. Gallagher

Fort Lauderdale

Alexander & Alexander Services
Aon Specialty Group
(Rollins Hudig Hall Group)
Frank Crystal & Co.
Hilb, Rogal & Hamilton
The Immis Co.
Marsh & Mcl.ennan
Poe & Bmwn
Sedgwick
Seitlin & Co.

Fort Myers

Arthur J. Gallagher
Hilb, Rogal & Hamilton
Oswald, Trippe & Co.

(The James B. Oswald Co.)
Poe & Brown

Sedgwick

Gainesville

Arthur J. Gallagher
Hilb, Rogal & Hamilton

Hollywood

Hummel Cos. (Laub Group)

Jacksonville

Acordia

Althur J. Gallagher

Godwins Booke & Dickenson
(Rollins Hudig Hall Group)

Greene Hazel & Associates

Marsh & Mcknnan

Palmer & Cay/Carswell of Florida

Poe & Brown

Cecil W. Powell & Co.

Rollins Hudig Hall Group

Jupiter

A.W. Lawrence & Co.

(Lawrence Agency)

Kissimmee

Poe & Brown

Lkaburg

Poe & Brown

Inngwood
J. Rolfe Davis Insurance Agency
Maitland
Sedgwick
Melbourne
Braishfield Associates
Poe & Brown
Miami
Acordia
Alexander & Alexander Services
Aon Risk Services
(Rollins Hudig Hall Group)
Arvid Bergvall (Sedgwick)
Arthur J. Gallagher
Johnson & Higgins/UNISON
Meadowbrook Insurance Group
Oswald, Tkippe & Co.
rrhe James B. Oswald Co.)
Poe & Brown
Roanoke Brokerage Services
Seitlin & Co.

Tanenbaum-Harber Co.

Naples
Oswald, T'rippe & Co.
flne James B. Oswald Co.)
Sedgwick
New Port Richey

Roger Bouchard Insurance
North Palm Beach

Aon Risk Services
(Rollins Hudig Hall Group)
Orlando
Acordia
Alexander & Alexander Services
J. Rolfe Davis Insulance Agency
Frank Diane Insurance Agency
(American Phoenix)
Arthur J. Gallagher

Halcyon Underuniters (Poe & Brown)

Hilb, Rogal & Hamilton
Johnson & Higgins/UNISON
McGriff, Seibels & Williams
Poe & Brown

Rollins Hudig Hall Group
Wittner & Co.

Palm Beach
Mansh & MelLennan
Palm Beach Gardens
Hogg Robinson (Bain Hogg Group)

Rollins Hudig Hall Group
Pensacola

McGriff, Seibels & Williams
St. Petelsbulg
Haas & Wilkerson
Wallace Welch & Willingham
West Coast Insurons
(American Phoenix)
Wittner & Co.
Sarasota
Nicholas & Cannon Agency
(American Phoenix)
Poe & Brown

Wittner & Co.

Seminole
American E&S Insurance Brokers
(Acordia)
Stuart
Acordia
Sunrise
Arthur J. Galls*her
Tallahassee
Arthur J. Gallaiber
Midyette-Moor

(Palmer & Cay/Carswell of Florida)

Palmer & Cay/Carswell of Georgia
Tampa
Acordia
Alexander & Alexander Services
Aon Specialty Group
(Rollins Hudig Hall Group)
Dann Brothers
Arthur J. Gallagher
Godwins Booke & Dickenson
(Rollins Hu,dig Hall Group)
Hilb, Rogal & Hamilton

Johnson & Higgins/UNISON
Marsh & McLennan
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Poe & Bmwn Honolulu
Rollins Hudig Hall Group Alexander & Alexander Services
Sedgwick

Settlement Planning Associates

(Near North Insurance Brckerage)
Willis Con'ocon

Hogg Robinson (Bain Hogg Gmup)
Jardine Insurance Brokers
(JIB Group)

Johnson & Higgins/UNISON
West Palm Beach Marsh & McLennan
Acordia Rollins Hudig Hall Group
Arthur J. Gallagher Sedgwick
Kornreich Insurance Services Kahului
A.W. Lawrence & Co. Marsh & MeLennan
(Lawrence Agency) Kailua
Poe & Brown Marsh & Mcl.knnan
Sedgwick Lihue
WinterHaven Marsh & MclEnrian
Poe & Brown Maui
Willis Corroon Marsh & McLennan
Wailuku

Alexander & Alexander Services

Georgia

Atlanta
Acordia Idaho
Alexander & Alexander Sen,ices
Aon Specialty Group Boise

(Rollins Hudig Hall Group) Johnson & Higgins/UNISON
ESIX (Insurance Management Sedgwick
Associates) Stein MeMurray Division,
Arthur J. Gallagher Fred A Moreton & Co.
Godwins Booke & Dickenson Willis Corroon
(Rollins Hudig Hall Group)

Hamilton Dorsey Alston

Heath Insumnce Brokers (C.IE. Heath)

Hilb, Rogal & Hamilton

Hobbs Group

Hogg Robinson (Bain Hogg Group)

Johnson & Higgins/UNISON

J. Smith Lanier & Co.

Ilinois

Arlington Heights
Condominium Insurance

Specialists of America
Aurora

A.W. Lawknce & Co.
(Lawrence Agency)

Marsh & McLennan

McGiriff, Seibels & Williams
. Affiliated Insurance Consultants

Minet Group

Palmer & Cay/Carswell of Georgia Arthur J. Gallagher

Penn General Service Chicago
Acordia

Willis Corroon

Burr Ridge

(Bain Hogg Group)
Poe & Brown Alexander & Alexander Services

Rollins Hudig Hall Group Alper Services

Sedgwicl Aon Risk Services/Aon Specialty
Willis Corroon Group (Rollins Hudlg Hall Group)
Augusta Byrne, Byrne & Co.

Arthur J. Gallagher

Godwins Booke & Dickenson
(Rollins Hudig Hall Group)

Heath Insurance Brokens (C.E. Heath)

Hobbs Gmup

Hogg Robinson (Bain Hogg Group)

Jardine Insurance Brokers

Palmer & Cay/Carswell of Georgia
Brunswick

Palmer & Cay/Carswell of Georgia
Carroliton

J. Smith Lanier & Co.
Columbus

Jordan/Wooliolk Insurance

(Palmer & Cay/Carswell of Georgia) (JIB Group)
J. Smith Lanier & Co. Johnson & Higgins/UNISON
Duluth Kaye Insurance Associates
Acordia Lamb, Little & Co.

Gainesville Mack & Parker

Hilb, Rogal & Hamilton
Manchester

Marsh & Mcknnan
Mesirow Insurance Seivices

Minet Group
Julius Moll & Son

J. Smith Lanier & Co.
Newnan

J. Smith Lanier & Co. National Professional Group
Norcross Risk Management Services

Arthur J. Gallagher
North Columbus

(Near North Insurance Brokerage)
Near North Insurance Brokerage
J. Smith Lanier & Co. Near North National Title

(Near North Insurance Brokerage)
Penn General Service

St. Simons Island

Hilb, Rogal & Hamilton
Savannah

Hilb, Rogal & Hamilton

Palmer & Cay/Carswell of Georgia
Vidalia Sedgwick
Thilman & Filippini
Willis Corroon

(Bain Hogg Group)
Rollins Hudig Hall Group

Schwartz Brothers Insurance

Palmer & Cay/Canswell of Georgia
West Point

J. Smith Lanier & Co. Continued on nert page

Alphabetical directory begins on
page 56. Explanation of geograph-
icallistings appears on page 74.

Hawaii

Hilo
Mansh&MclLennan

A NEVW BRAND OF BROVWVWNYARD

IS CHANGING

A LOT OF POLICIES

INTRODUCING THE BESTGUARD PLAN.

Hard work, decent pax the right people, the right training programs-some security guard agencies
take their business seriously Others don't. So why should a good company pay for those other com-
panies' mistakes? A firm that does the job right deserves to pay lower General Liability insurance
premiums. Brownyard Programs Ltd. shows you how they can with RE BESTGUARD™PLAN.

i Brownyard Programs Ltd.
B | 260 West Main Street

Bay Shore, New York 11706

LOWER RATES FOR LOWER RISK

Voice: 516-665-7300
Fax: 5616-665-8295
Toll Free: 800-665-7304
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Licensed excess/surplus broker in:
Wisconsin.

Officers: Robert Toerpe, president;
Darwin Matter, vp-operations; Jeff Ash-
ley, senior vp-sales; David Petersen, vp-
commercial lines; Lawrence Koth, trea-

surer.

Contact Robert Toerpe or David Pe-

tersen.

Wisenberg Insurance
& Risk Management

4828 Loop Central Drive, 9th Floor,
Houston, Texas 77081; 713-666-5200;
fax: 713669-4724

1993 1992
Premium volume..... $80,000,000 $60,000,000
Gross revenues. $7,100,000 $6,450,000
U.S. clients ........ 100% 100%
Brokerage: Retail.... 68.00% 68.90%
U.S. oftices. $4,830,000 $4,440,000
Wholesale.......... 2.00% 2.00%
Personal lines. 7.00% 8.10%
Services_ ......... 18.00% 18.98%

Invstmt. income. 1.00% 1.42%

Geographical

The geographicalindex of
agents and brokers lists organiza-
tions appearing in the directory
and their commercial retail bro-

kerage branch offices by city and
state or country (if located outside
the United States). Branch offices
operating under names similar to
that of their parent company are
indexed under the parent compa-
ny's name. If a branch office name
is significantly different from that
of the parent, the office will be
listed under its operating name
followed by the parent company
name in parenthesis.

Alabama

Birmingham
Arthur J. Gallagher
Hilb, Rogal & Hamilton
Johnson & Higgins/UNISON
MeGriff, Seibels & Williams
Palomar Insurance
Sedgwick
Willis Corroon
Daphne
Palomar Insurance
Huntsville
J. Smith Lanier & Co.
LaFayette
J. Smith Lanier & Co.
Mobile
Hilb, Rogal & Hamilton
Sedgwick
Willis Corroon
Montgomery
Alexander & Alexander Services
Meadowbrook Insurance Group
Palomar Insurance
Willis Corroon
Opelika
J. Smith Lanier & Co.
Troy
Palomar Insurance

Alaska

Anchorage
Brady & Co.
Johnson & Higgins/UNISON
Parker, Smith & Feek
Willis Corroon
Fairbanks
Willis Corroon

Arizona

Flagstaff
Hilb, Rogal & Hamilton
Mesa
A.W. Lawrence & Co.
(Lawrence Agency)

Lawrence United (Lawrence Agency)
Phoenix

Acordia
Alexander & Alexander Services
Alliance Insurance Group
Hilb, Rogal & Hamilton
Jardine Insurance Brokers

(JIB Group)

Johnson & Higgins/UNISON
Lovitt & Touche

Poe & Brown
Sedgwick

Waterfield Insurance Agency
Willis Cormon
Scottsdale

Arthur J. Gallagher

Other.......ooovviiiiiaa.. 4.00% 0.60%
Employvees 1 s
Offices . ... ... .. ... ........ 1 1

Founded: 1934.

Retail brokerage: 88% commissions,
12% fees.

Employee benefits: 5% of revenues.

Non-retail brokerage subsidiaries:
Risk Analysts Inc., Houston.

Licensed excess/surplus broker in:
Texas.

Officers: Irving Pozmantier, chairman;
Joe Williams, president; Jay Williams,
executive vp-marketing; Jeff Pozman-
tier, Tom Francis, executive vps.

Contact: Joe Williams.

Wittner & Co. Inc.

5999 Central Ave., Suite 400,
St. Petersburg, Fla. 33710;
813-384-3000; fax: 813-345-3482

1993 1992
Premium volume..... $218,435,000 $178,500,000
Gross revenues $3,760,752 $3,214,318
US. clients. 10096 100%
Brokerage: Retail. 48.2% 46.1%
U.S. offices..... $1.812,682 $1,481,801

Taylor
Lovitt & Touche

Tucson
Alliance Insurance Group
Hilb, Rogal & Hamilton
Lovitt & Touche
Sedgwick
Willis Corroon

Arkansas

Bentonville
Alexander & Alexander Services
Sedgwick

Eureka Springs
BHC Life & Group Specialists

(Brown-Hiller-Clark & Associates)
Brown-Hiller-Clark & Associates

Fort Smith

BHC Life & Group Specialists

(Brown-Hiller-Clark & Associates)
Brown-Hiller-Clark & Associates
Rebsamen Insurance

Jacksonville
Arthur J. Gallagher

Little Rock
Marsh & MelLennan
Rebsamen Insurance
Sedgwick

North Little Rock
Arthur J. Gallagher

Springdale
Rebsamen Insurance

California

Alpine

Van Beurden Insurance Services
Anaheim

Arthur J. Gallagher
Apple Valley

Apple Valley Insurance

(Dan Smith Insurance Agency)
Auburn

Acordia
Bakersfield

ADAPT (Lawrence Agency)
Belmont

Alburger Basso deGrosz
Beverly Hills

Kaye Insurance Associates
Brea

Alburger Basso deGrosz
Burbank
Adams & Porter (Frenkel & Co.)
Alexander & Alexander Services
Burlingame
Acordia
Campbell
Keenan & Associates
Capitola
Alburger Basso deGrosz
Caruthers
Van Beurden Insurance Services
Chico
Keenan & Associates
Concord
Aon Specialty Group
(Rollins Hudig Hall Group)
Arthur J. Gallagher
Costa Mesa
Alexander & Alexander Services
Johnson & Higgins/UNISON
Rollins Hudig Hall Group

Covina

ISU/Valley Insurance Service
Culver City 7

Hogg Robinson (Bain Hogg Group)

Davis
Norwest Insurance
Diamond Bar
Aon Specialty Group
(Rollins Hudig Hall Group)

listi

Wholesale...

Seivices. 4.0% 3.0%
Invstmt income...... 1.0% 1.0%
Employees .. ........ =27 24

i e — _ _

Founded: 1955.

Retail brokerage: 92% commissions.
8% fees.

Employee benefits: 100% of mvenues.

Retail brokerage branches: Orlando
and Sarasota, Ela.

Officers: Ted P. Wittnher, chairman;
Jean Giles Wittner, president; John W.
Fraser, senior vp; Kathy Woodard, vp.

John D. Robinson, mgional vp.
Contact: John W. Fraser.

Thomas E. Wood Inc.

1500 Carew Tower, Cincinnati,
Ohio 45202; 512-852-6300;
fax: 513-852-6428

1993 1992
Premium volume..... $130,000,000 $127,000,000
Gross revenues. $10,158,000 $10,066,000
U.S. clients....... 100% 100%
Brokerage: Retail.... 8696 86%
U.S. offices $8,735,880 $8,656,76C

ngs of agents and b

Dinuba
ADAPT (Lawrence Agency)
Emeryville
Keenan & Associates
Encino
Acordia
Escondido
Robert F. Driver Co.
Fresno
ADAPT (Lawrence Agency)
Andreini & Co.
Cal-Central Insurance
& Management Services
Calco Insurance Brokers & Agents
Arthur J. Gallagher
Keenan & Associates
Rollins Hudig Hall Group
Van Beurden Insurance Services
Fullerton
Hilb, Rogal & Hamilton
Garden Grove
Jardine Insurance Brokers
(JIB Group)
Glendale
Aon Risk Services
(Rollins Hudig Hall Group)
Calco Insurance Brokers & Agents
Willis Corroon
Grass Valley
Acordia
Hesperia
Hesperia Insurance Services
(Dan Smith Insurance Agency)
Hollywood
Truman Van Dyke Co.
Huntington Beach
Arthur J. Gallagher
Irvine
Anderson & Anderson
Insurance Brokers
Andreini & Co.
John Burnham & Co.
Arthur J. Gallagher
Gow & Hanna West
Sedgwick
Kerman
ADAPT (Lawrence Agency)
Kingsburg
Van Beurden Insurance Services

Laguna
Alliance Insurance Group
Laguna Hills
Arthur J. Gallagher
ISU/Valley Insurance Service
Lodi
Acordia
Long Beach
Acordia
Roanoke Brokerage Services
Los Angeles
Alexander & Alexander Services
Allen Insurance Associates
(Minet Group)
Aon Specialty Group
(Rollins Hudig Hall Group)
Aviation Insurance Services
Cumbre Inc.
James Econn & Co.
Arthur J. Gallagher
Haas & Wilkerson
Hobbs Group
International Film Guarantors
(Near North Insurance Brokerage)
Jardine Insurance Brokers
(JI1B Group)
Johnson & Higgins/UNISON
Marsh & McLennan
Minet Group
Near North Insurance Brokerage
Penn General Service
(Bain Hogg Group)
Aaron Richardson Insurance Services
Rollins Hudig Hall Group
Sedgwick
Los Osos

Van Beurden Insurance Services

Wholesale......... 1% 1%
Personal lines. 9% 9%
Invstmt. income. 4% 4%
Employees........ . 107 112

— —

Founded: 1895.

Retail brokerage: 99% commissions,
1% fees.

Employee benefits: 14% of revenues.

Retail brokerage branches: Wood Un-
derwriters Agency Inc., Edgewood, Ky.

Licensed excess/surplus broker in:
Kentucky, Ohio.

Officers: Thomas J. Klinedinst Jr.,
president; John K Ashmore, Edward R.
Bowmann, Mallorie A. Dunn, Paul R.
Swanson, senior vps.

Contact: Thomas J. Klinedinst Jr.

John L. Wortham & Son LL.P.

2727 Allen Parkway, P.O. Box 1388,
Houston, Texas 77251-1388;
713-526-3366; fax: 713-526-5872

1993 1992
Premium volume. $334,000,000 $298,000,000
Grrss revenues...... $31,211,000 $28,757,000

U.S. clients 100% 100%

Mill Valley
Acordia
Modesto
Van Beurden Insurance Services
Newport Beach
Alexander & Alexander Services
Robert F. Driver Co.
Marsh & MelLennan
Novato
Asia Pacific Insurance Services
(C.E. Heath)
Jordan Shields Insurance Agency
Orange
Acordia
Cal-Surance Associates
(The Cal-Surance Cos.)

Calco Insurance Brokers & Agents
Oxnard

Andreini & Co.

Bolton/RGV Insurance Brokers
Palm Springs

Sfingi & Hannon Insurance Services

(Hilb, Rogal & Hamilton)
Palo Alto

Godwins Booke & Dickenson
(Rollins Hudig Hall Group)
Thoits Insurance
Pasadena
Acordia
Alexander & Alexander Services
DeFazio & Co.
Willis Corroon
Paso Robles
Van Beurden Insurance Services
Pleasanton
Arthur J. Gallagher
Porterville
Alexander & Alexander Services
Rancho Cordova
Robert F. Driver Co.
Ranco Cucamonga
Sfingi & Hannon Insurance Services
(Hilb, Rogal & Hamilton)
Redwood City

Kelter-Thorner Inc.
Riverside

Keenan & Associates

Sacramento
Acordia
Calco Insurance Brokers & Agents
Arthur J. Gallagher
Jarcik Insurance Agency
(Hilb, Rogal & Hamilton)
Keenan & Associates
Rollins Hudig Hall Group
Sedgwick
Willis Corroon
Salinas
Andreini & Co.
Rollins Hudig Hall Group
San Bernardino
Van Beurden Insurance Services
San Clemente
Arthur J. Gallagher
International Rental Insurance
(WRIMS)
Rental Industry Services (WRIMS)
San Diego
ADAPT (Lawrence Agency)
Alexander & Alexander Services
John Burnham & Co.
Calco Insurance Brokers & Agents
Robert F. Driver Co.
Arthur J. Gallagher
Hilb, Rogal & Hamilton
Jardine Insurance Brokers
(JIB Group)
Johnson & Higgins/UNISON
Keenan & Associates
Marsh & MelLennan
Pilgrim West Insurance Agency
(The Pilgrim Organization)
Aaron Richardson Insurance Services
San Diego Associates
Sedgwick

Brokerage: Retail. 96% 96%

U.S. oftices... _ $29,962,560 $27,606,720
Personal lines. 3% 4%
Invstmt. income...... 1% NA
Employees. 235 237

Founded: 1915.

Retail brokerage: 100% commissions.

Employee benefits: 9% of revenues.

Non-retail brokerage subsidiaries:
John L. Wortham & Son Inc., Houston;
John L. Wortham & Son Investments
Inc., Houston.

Licensed excess/surplus broker in:
Texas.

Officers: Fred C. Burns, managing
partner; Allen H. Carruth, chairman-ex-
ecutive committee; James R. Davis,
Charles Flournoy, Robert B Hixon, ex-
ecutive committee members.

Contact Fred C. Bums.

Directory terms and methodol-
ogy are explained on page 56.

rokers

Tanenbaum-Harber Co.

Willis Corroon

San Francisco
Acordia
Alexander & Alexander Services
Aon Risk Services
(Rollins Hudig Hall Group)
Calco Insurance Brokers & Agents
Fritz International Insurance Brokers
Arthur J. Gallagher
William Gallagher Associates
Godwins Booke & Dickenson
(Rollins Hudig Hall Group)
Richard N. Goldman & Co.
Heath Insurance Brokers (C.E. Heath)
Hobbs Group
Hogg Robinson (Bain Hogg Group)
ISU/Insurance Services
Jarcik Insurance Agency
(Hilb, Rogal & Hamilton)
Jardine Insurance Brokers
(JI1B Group)
Johnson & Higgins/UNISON
Marsh & MelLennan
Minet Group
Poe & Brown
Aaron Richardson Insurance Services
Roanoke Brokerage Services
Rollins Hudig Hall Group
Rush & O'Kane dba O'Kane-Jacinto
Insurance Brokers/St. Andrews
Insurance Brokers
Sedgwick
Thoits Insurance
Wi

s Corroon

San Jose
Alexander & Alexander Services
Jardine Insurance Brokers

(JIB Group)
Johnson & Higgins/UNISON
Minet Group
Willis Corroon

San Mateo
Andreini & Co.

Calco Insurance Brokers & Agents

Sanger
ADAPT (Lawrence Agency)

Santa Ana
Keenan & Associates
Willis Corroon

Santa Ana Heights
Kelter-Thorner Inc.

Santa Barbara
Alexander & Alexander Services

Santa Monica
Andreini & Co.

ISU/Bob Gabriel Co.

Santa Rosa

Ellingson & Jones
(Alburger Basso deGrosz)

Jarcik Insurance Agency
(Hilb, Rogal & Hamilton)

South Pasadena
Bolton/RGV Insurance Brokers

Stockton
Anderson & Anderson

Insurance Brokers
Jardine Insurance Brokers
(JIB Group)
Torrance
Aon Risk Services
(Rollins Hudig Hall Group)
Cal-Surance Benefits Plans
(The Cal-Surance Cos.)
The Hoffman Co.
Keenan & Associates

Truckee
Acordia
Jarcik Insurance Agency

(Hilb, Rogal & Hamilton)

Universal City

Aon Risk Services/Aon Specialty
Group (Rollins Hudig Hall Group)
Continued on next pag,
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Tower Chisholm

Ferguson Ltd.
2 Lansing Square, Suite 901,
Willowdale, Ontario M2J 4P8,

Canada; 416495-0463;
fax: 416495-7274

1993- 1992-

Premium volume.. $11,134,407 $10,861,154
Gross mvenues $1,807,869 $1,769,872
U.S. clients. 8% 3%
Non-U.S. clients., 92% 97 %
Brokerage: Retail.... 63% 66%
Non-U.S. offices.. $1,138.957 $1,168,115
1 Wholesale. 3% 2%
Personal lines. 30% 28%
Services. 2% 2%
Invstmt. income.. 2% 2%
-1 Ermployvees_ . 19 =21
1 Offices... .. .... 1 1

* Converted at applicable exchange rates.

z Founded: 1928.

Retail brokerage: 98% cornmissions,

| 2% fees.

Officers: Herbert Schwartze, chair-

man; Darryl D. Ticknor, president; Deb-
bie Massa, vp.
Contact Danyl D. Ticknor.

Transportation Insurance
Managers

11300 N. Central, Suite 207, Dallas,
Texas 75243; 214-373-4566

1993 1992

Premium volume... $9,850,000 $10,500,000
Gross mvenues $788,000 $823,953

U.S. clients. 100% 100%
Brokerage: Retail.. 98.6% 98.0%

U.S. offices. $772.713 $807,474
Invstmt. income...... 1.4% 2.0%
EFErmaplaoyveaeaaes. & <29

O FFfFice = —a —a

Retail brokerage: 100% cornmissions.

Employee benefits: 3% of revenues.

Retail brokerage branches St. Louis;
Memphis, Tenn.; Houston.

Officers: Dale Weatheread, president;
Bob Hunt, vp/secretary

Contact Bob Hunt.

U

Ulrich Voorhees
Warner Associates
1 Executive Drive, P.O. Box 6728,

Somerset, NJ. 08875-6728;
908-469-3000; fax: 908-271-9573

1993 1992

Premium volume... $49,100,000 $46,500,000
Gross revenues....... $8,264,000 $7,834,000

U.S. clients. 96% 95%

Non-U.S. clients.. 4% 5%
Brokerage: Retail.. 72% 69%

U.S. offices. $5,950,080 $5,405,460
Personal lines. 6% 1%
Services. 12% 11%
Invstmt. income. 2% 2%
Other. 8% 1%
Ermployveaes_  S1 INA
Offices .- .- ... ... .. ... 1 — NA

Founded: 1973.

Retail brokerage: 91% commissions,
9% fees.

Employee benefits: 7% of revenues.

Licensed excess/surplus broker in:
New Jersey.

Officers: John N. Voorhees lll, presi-
dent; Stephen A. Warner, executive vp;
William A. Cilente, senior vp; T. Wade
Bytum, William Treich, vps
Contact: Stephen A. Warner.

Underwriters Financial

Group Inc.

156 William St., New York, N.Y.
10038; 212-233-7172

1993~ 1992*

Gross revenues. $15,255,000 $15,000,000
P U.S. clients. 100% too%
Brokerage: Retail. 78% 81%
' U.S. offices. $11,898,900 $12,150,000
f Wholesale. 4% 4%
Reinsurance.. 1% 3%
Personal lines 4% 4%
Senrices 12% 7%
INnvstmMmt. income. - 12 1%

*Figures are Bl estimates which ate based on in-
formation provided in SEC mings

Founded: May 1994; formerly BRI
Coverage Corp.
Contact Howard Miller, senior vp.

\/

Van Beurden Insurance
Services Inc.
1600 Draper St., Kingsburg,

Calif. 93631; 209-897-2975;
fax: 209-897-4070

1993
$91,451,673

1992

Premium volume. $84,351,531

Gross revenues. $11,179,967

100%

$10,326,929
U.S. clients...... 100%

Brukerage: Retail. 82% 83%

U.S. offices. $9,167,572 $8,571,351
Wholesale 3% NA
Personal lines. 8% 9%
Invstmt. income.. 7% 8%
Employees.. 110 101
COffice = 1 1 1 =

Founded: 1934.

Retail brokerage: 97% commissions,
3% fees.

Employee benefits: 8% of revenues.

Acquisitions: Jensen Insurance
Agency, Visalia, Calif., Februag 1992.

Retail brokerage branches: Alpine,
Caruthens, Fresno, Los Osos, Modesto,
Paso Robles, San Bernardino, Visalia
and Woodland, Calif.; Seattle.

Licensed excess/surplus broker in:
California.

Officers: William J. Van Beurden,
president; Mark F. Matthews, executive
vp; Steven C. Wigh, senior vp; Donald K
Bingham, president-Van Beurden-Wash-
ington; Michael E. James, president-
wholesale division.

Contact Steven C. Wigh, senior vp.

Truman Van Dyke Co.
6255 Sunset Blvd., Suite 1401,

Hollywood, Calif. 90028;
213-462-3300; fax: 213-462-4857

1993 1992
Premium volume. $8,778,462 $11,403,467
Gross Irvenues. $1,310,518 $1,613,415
U.S. clients. 98% 99%
Non-U.S. clients.. 2% 1%
Brokerage: Retail.. 74% 92%
U.S. offices. $969,783 $1,484,342
Wholesale.. 26% 8%

Employvees._... 17 1835
Offices=s_ . _ - .. ___._.___ -1 -1

Founded: 1953.

Retail brokerage: 97% commissions,
3% fees.

Licensed excess/surplus broker in:
California.

Officers: Truman Van Dyke Jr., presi-
dent; Rose Van Dyke, chairman.

Contact Truman Van Dyke Jr.

Van Gilder Insurance Corp.

700 Broadway, Suite 1000, Denver,
Colo. 80203; 303-837-8500;
fax: 303-831-5295

1993 1992

Pnemium volume. $99,145,000 $86,328,000
Gross revenues. $13,860,000 $12,314,000
U.S. clients. 100% 100%
Brokerage: Retail. 67% 69%
U.S. offices. $9.286,200 $8,496,660
Pemonal lines. 12% 13%
Invstmt. income.. 7% - 520
Other.. 14% 13%
Employees. 140 135
a a

Founded: 1905.

Retail brokerage: 98% commissions,
2% fees.

Employee benefits: 5.6% of revenues.

Retail brokerage branches: Sterling,
Colo.; Kansas City, Kan, Casper, Wyo.

Licensed excess/surplus broken Na-
tionwide.

Officers: Dell Van Gilder, president;
Henry Higginbotton, CFO, Jerry Ray,
COO; Velma Lane, senior vp; James
Hayes, vp.

Contact: Dell Van Gilder.

Van Meter Insurance

1240 Fairway, P.O. Box 1779,
Bowling Green, Ky 42102-1779;
502-781-2020; fax: 502-843-8803

1993 1992

Premium volume. $60,000,000 $37,000,000
Gross revenues $6,100,000 $3,600,000

U.S. clients. 100% 100%
Brokerage: Retail. 78.0% 81.0%

U.S. offices.. $4,800,000 $2,900,000
Wholesale 0.5% NA
Reinsurance. 1.0% NA
Personal lines 5.0% 3.0%
Services. 8.0% 3.0%
Invstmt. income. 1.0% 1.0%
Other. 65% 12.0%
Employvees_ . ..,.. os so
OfFfice=_ oo, s =

Founded: 1977.

Retail brokerage: 99% commissions,
1% fees.

Employee benefits: 14% of revenues.

Acquisitions: Burnett Insurance, Lex-
ington, Ky, March 1993; Faster Insur-
ance Agency, Russelville, Ky., January
1993; Taylor & Associates, Owensboro,
KM, January 1994.

Retail brokerage branches: Laxington,
Owensboro and Russelville, Ky, Brent-
wood, Tenn.

Licensed excess/surplus broker in:
Kentucky, Tennessee.

Officers: William. B. Van Meter, chair-
man; Lany Schaefer, president; l.ouis
Berman, Tim Renfro, vps,Jeny Heming,
marketing manager.

Contact Larry Schaefer.

Vidal & Rodriguez Inc.
Capital Center Building, Suite 501,
Arterial Hostos Ave., Hato Rey,
P.R. 00918; 809-751-7610;
fax: 809-763-2810

1993 1992

Premium volume $20,000,000 $16,000,000
Gross revenues... $2,000.000 $1,600,000

U.S. clients. 100% 100%
Brokerage: Retail. 96% 96%

U.S. offices... $1,920,000 $1,536,000
Personal lines........ 2% 2%
Services 1% 1%
Invstmt. income. 1% 1%
Employees. 18 16
Offices. 1 1

Founded: 1986.

Retail brokerage: 99% commissions,
1% fees.

Employee benefits: 15% of revenues.

Licensed excess/surplus broker in: Pu-
erto Rico.

Officers: Luis Rodriguez, president;
Diego Vidal, executive vp.

Contact Luis Rodriguez.

\VAY4

WFT Insurance Services Ltd.

Guild House, 36-38 Fenchurch St.,

London, EC3M 3DQ, England;
44-71-929-5252; fax: 44-71-929-5423

1993 1992

Pmmium volume.. $15,000,000 NA
Gross revenues $850,000 NA
U.S. clients. 100% NA
Wholesale 80% NA
Reinsunnce. 10% NA
Invstmt income. 10% NA
Ermmplovees... S - INA
Offices. .. ... .. .__.._..... 1 NAa

Founded: 1993.

Parent: Shirlstar Holdings.

Officers Christopher Needham, chair-
man; Peter Willis Fleming, managing di-
rector; Mary Tolner, Danny Hurley,
Nicolas Geoge, directors.

Contact Peter Willis Fleming

WRIMS Corp.

P.O. Box 600,1 East Uwchlan Ave.,
Exton, Pa. 19341; 610-363-9009;
fax: 610-363-1837

1993 1992

Gross revenues___ $12,063,341 $9,475,402

U.S. clients. 100% 100%
Brokerage: Retail. 83.80% 91.10%

U.S. offices.. $10,109,079 $8,632,091
Personal lines. 12.62% 5.70%
Invstmt. income...... 1.87% 2.20%
Other. 1.71% 1.00%
Employees NA 112
oS Tfice=_ __.__._ = =

Founded: 1971.

Retail brokenge: 98% commissions,
2% fees.

Employee benefits: 1.5% of revenues.

Merger Thomson Retail Associates,
Exton, Pa., December 1992.

Retail brokerage branches: Insurance
Risk Managers, Fort Worth, Texas; In-
ter/National Rental Insurance, San
Clemente, Calif.; Rental Industry Ser-
vices, San Clemente, Calif.; Warren
Welsh & Thomson, Exton and King of
Prussia, Pa.

Licensed excess/surplus broker in:
Pennsylvania.

Officers: Warren Holt, president; Peter
Pacentino, vp/secretary; John J. Joyce,

vp; Michael Leonard, treasurer.
Contact: Michael Leonard.
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Wallace Welch & Willingham

381016th St, St. Petersburg,
Fla. 33703; 813-522-7777;
fax: 813-521-2902

1993 1992

Premium volume. $33,000,000 $30,000,000
Gross revenues..... $3,600,000 $3,500,000
U.S. clients._..__ __ 99% 98%
Non-U.S. clients. 1% 2%
Brokerage: Retail. 70% 69%
U.S. otfices. $2,520,000 $2,415,000
Personal lines. 27% 28%
Invstmt. income. 2% 2%
Other. 1% 1%
Employees. ..o, .ooo.... as as
<O ffice=____ _._._._____ a o

Founded: 1925.

Retail brokerage: 98% commissions,
2% fees.

Employee benefits: 14% of revenues.

Licensed excess/surplus broker in:
Florida.

Officers: John |. Welch, CEO; Weyman
Willingham, president; Robert Stam-
baugh, executive vp.

Contact Stanley B. Shreve, vp.

Waterfield Insurance
Agency Inc.

7221 Engle Road, Suite 100, P.O. Box
10371, Fort Wayne, Ind. 46852-0371;
2194345700

1993 1992

Premium volume.. $80,261,000 $80,000,000
Gross revenues....... $8,707,650 $8,293,000

U.S. clients. 100% 100%
Brokerage: Retail. 54% 55%

U.S. offices..... $4,702,131 $4,561,150
Personal lines. 22% 22%
Invstmt. income...... 6% 6%
Other. 18% 17%

Employees___ =s 1T oo

OfFfFice s . . . . . e - s

Founded: 1928.

Parent: Waterfield Group.

Retail brokerage: 100% commissions.

Retail brokerage branches Phoenix;
Indianapolis, Merrillville and South
Bend, Ind.

Officers: E. Anthony King, president;
Larry Nicolet, Keith Maravalo, senior
vps; Patrick Felts, Murray S. Weber, vps.

Contact: E. Anthony King.

Althur A. Watson & Co. Inc.

225 Spring St., Wethersfield,
Conn. 06109; 203-563-8111;
fax: 203-563-5201

1993 1992

Premium volume.... $73,445,000 $70,000,000
Gross revenues. $7,194,000 $7,121,000
U.S. clients. 100% 100%
Brokerage: Retail. 56% 57%
U.S. offices. $4.028,640 $4,058,970
Personal lines. 2696 26%
Invstmt. income. 1% 1%
Other. 17% 16%
Ermployvaeaes 2 S=Sa 5SS
Offices______.___._ I T |

Founded: 1929.

Retail brokerage: 94% commissions,
6% fees.

Employee benefits: 17% of revenues.

Licensed excess/surplus broker in:
Connecticut.

Officers: Thomas A Willsey, pmsident;
Stephen R. Gass, Elliot H. Levine, Peter
E. Peterson, executive vps; Alan S. Car-
rie, CFO.

Contact: Thomas A. Willsey.

1.-
1 Directory terms and methodol- 1
3 ogy are explained on page 56. For ,

a geographical listing of compa-
i Ties, see page 74.
— = —a—

Welsch, Flatness & Lutz Inc.

701 Market St., Suite 600, St. Louis,
Mo. 63101; 314-436-2399;
fax: 314-342-7170

1993 1992

Premium volume. $42,000,000 $40,000,000
Gross revenues. $5,200.000 $5,000,000

US. clients. 99% 100%

Non-U.S. clients.. 1% NA
Brokerage: Retail. 92.0% 91.3%

U.S. offices.. $4,784,000 $4,565,000
Personal lines 6.0% 6.0%
Services. 1.2% 2.0%
Invstmt. income. 0.8% 0.7%
Employees.. 52 49

Offices. 1 1

Founded: 1979.

Retail brokerage: 85% commissions,
15% fees.

Employee benefits: 5% of revenues.

Licensed excess/surplus broker in: Illi-
nois, Missouri.

Officers: Dennis D. Flatness, chair-
man/CEQO; Thomas R. Welsch, president;
Dennis D. Lutz, executive vp/secretary;
Thomas H. Etling, executive vp/COO.

Contact Thomas H. Eeg, COO.

WharloWLyon & Lyon

101 S. Livingston Ave., Livingston,

N.J. 07039; 201-992-5775;
fax: 201-992-6660

1993 1992

Gross revenues. $8,565,000 $8,345,000

U.S. clients. 100% 100%
Brokerage: Retail. 87% 87%

U.S. offices. $7,451,550 $7,260,150
Personal lines.... 12% 12%
Invstmt. income . 1% 1%
Employees.. 90 90
Offices. 3 3

Founded: 1912,

Retail brokerage 95% commissions,
5% fees.

Employee benefits: 8% of revenues.

Acquisitions: The Kaye Agency, Long
Branch, N.J., May 1994.

Retail brokerage branches: Wharton/
Atlantic, Oakhurst, N.J.; Wharton Fi-
nancial, Livingston, N.J.

Officers: Albert L. Klein, chairman/

CEO; Richard Hebert, president/COO.
Contact: Albert L. Klein.

Willis Corroon Group P.L.C.

10 Trinity Square, London
EC3P 3AX, England; 44-71-488-8111;
fax: 44-71488-8223

See profile on page 31.

Wisconsin Insurance

Management Inc.

300 Wisconsin Ave., P.O. Box
1630, Waukesha, Wis. 53187;
414-542-8822; fax: 414-542-9750

1993
Premium volume. $117,000,000

1992
$109,000,000

Gross revenues. $7,754,000 $7,227,000
U.S. clients. 100% 100%
Brokerage: Retail. 53% 53%
U.S. offices. $4,109,620 $3,830,310
Wholesale...... 1% 1%
Personal lines. 22% 21%
Services. 3% 2%
Other. - 21% 23%
Employees, 22 76 7=
_ .

Founded: 1978.

Parent: First Financial Corp.

Retail brokerage: 94% commissions,
6% fees.

Employee benefits: 10% of revenues.

Retail brokerage branches: Stevens
Point, Wis.

Continued on next page

THE MMO GROUP

PROVIDING D.I.C. AND WIND RELATED COVERAGES
FOR REGIONAL ACCOUNTS ON A SURPLUS LINES BASIS

WITH AN A+ CARRIER

CALL OUR PROPERTY DEPARTMENT IN YOUR REGION

WEST COAST (415) 421-8972

MIDWEST (312) 368-1120

EAST COAST (212) 551-0600
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Retail brokerage branches: Seitim & US clients

Co of Broward Inc, Fort Lauderdale,

Gross revenues
100%
60%

Brokerage Retml 57%

Fla U S offices $587.000 $594,000
Personal lines 26%
Licensed excess/surplus broker in: Ser,nces 129%
Florida Other 2%
Officers: Sam Seitlm, chairman, M Employees 15
Stephen Jaclanan, president, Robert offices 2

Louis Seiain, vp/secretary, Lynn Tsuca-

las, vp/marketing manager; Richard Retail brokerage: 88%

Johnson Frank Wheeler, vps
Contact: M Stephen Jackman

Shelton Insurance Agency Inc. pena's Insurance

Founded: 1917

12% fees
Employee benefits: 14% of revenues
Retail brokerage branches: Apple Val-

Iey Insurance, Apple Valley, Calif, Hes-

P 0 Box 2727,1227 Third St,Corpus hf

Chnst,, Texas 78403, 512-882-5586,
fax 516-882-7935

1993 1992

Premium volume $7,277,046 $7,473,398

Gross revenues $775,147 $842,880
US clients 100% 100%

Brokerage Retail 90% 9096
U S offices $698,172 $758,592

Personal lines 8%

Invstmt income 2% 2%

Employees 13 14

Offices 1 1

Founded: 1941
Retail brokerage: 100% commissions

Licensed excess/surplus broker in:
Texas

Ofacers: Damel E Smith, premdent,
Susanne Escobedo, CFO, Gisela Sapor-
itt, vp-operations

Contact Damel E Smith

Donald F. Smith

8% & Associates, Smith

Insurance Services, Smith

Annuity Services Inc.

3120 Pnnceton Pike, Lawrencewlle,
N J 08648, 609-8951616,
fax 609-895-1511

1993 1992

Officers: W J Shelton, chairman/CEO, premium volume $125.000.000 $140,000,000

Michael Morgan vp/secretary
Contact: W J Shelton

Jordan Shields Insurance

Agency Inc.

250 Bel Mann Keys Blvd, Suite E4,
Novato, Calif 94949; 415-382-8585,
fax 415-382-0349

1993 1992
Premium volume $15,000,000 $13,000,000
$600,000 $530,000
100% 100%

Gross revenues

U S clients

Brokerage Retail 98% 97%

U S offices $588,000 $514,000
Sennces 2% 3%
Employees 4

Ofhees 1 1
Founded: 1986
Retail brokerage: 98% commisgons,
2% fees
Employee benefits: 100% of revenues
Officers: Jordan Shields, president
Contact: Jordan Shields

The Simkiss Cos.

150 Radnor-Chester Road, St Davids,
Pa 19087-8710, 610-25+5000;
fax 610-25+5016

1993 1992

Premium volume $62,576,000 $59,597,000
Gross revenues $8,300.000 $7,940,000

U S chents 100% 100%
Brokerage Retail 92% 1%

US offices $7,636,000 $7,225,000
Personal lines 5% 4%
Services 1% 1%
Invstmt income 2% 4%
Employees 61 60

Offices 1 1
Founded: 1965

Retail brokerage 85% commissions,
15% fees

mployee benefits: 2% of revenyes
Eicenged excess/surpfus broker in;
Pennsylvania
Officers: John A Simlass, premdent,
Richard J Decker, Wilham F Simlass,
Wilham F OBnen, executive vps
Contact Damel B Noms, vp

The Sklover Organization

400 Post Ave., Westbury, N Y. 11590;
516-333-6011, fax. 516-333-6608

1993 1992

Premium volume $18,000.000 $16,000,000
Gross revenues $2.000.000 $1,800,000

U S clients 8096 80%

Non-U S clients 20% 20%
Brokenge Retall 85% 85%

US ofhces $1,700,000 $1,530,000
Personal lines 13% 13%
Invstmt mcome 2% 2%
Employees ° °
Offices 2 2

Founded: 1964

Retail brokerage 95% commissions,
5% fees

Gross revenues

$5,830.000
100%

$6,550,000
U S ellents 10096
Brokerage Retail 73%

US offices
Personal lines
1896

Services 1696

Invstmt income 3%
Employees 107
Ofhces 4 4

Founded: 1962
Parent Donald F Srmth & Associates

Retail brokerage: 90% commissions,

10% fees

Employee benefits: 29% of revenues

Retail brokerage branches: Walling-
ford, Conn, New York; Richmond, Va

Licensed excess/surplus broker in:

4 New Jersey, New York

Officers: Donald F Smith, chairman,
William B Stephenson, premdent; Rob-
ert M Neumann, executlve vp, Robert B
Bambndge, semor vp

71 2%%

$44255 900 $4,650,500 Non-retail brokerage subsidiaries:
8% RISCO Inc, Providence, R |

$980,000 $1,050,Ho MLH&A Inc, Montreal.
100% Officers: Robert Panzeau, premdent; Jolyon F Stern, president/CEO, Gilbert

Officers: DeWitt A Stern, chainnan, Thilman & Filippini

Mano Myre, executive vp-insurance bro- Andrus, executive vp, James L Lippe,
kerage, Marcel Ik Houilher, executive semor vp, Constance F Gray, corporate

vp-rewsurance brokerage, Gilles P Gre-

2 mer, senior vp-finance/treasurer; Plene

Lanteigne, vp-control, Claudette Leb-

commissions, Ianc J’ human resources; Lowse Me-

vp-corporate affairs/Secretary
Contact: Gilles P Gremer, semor vp-
fmance/treasurer

ervices, Hespena, Ca- Stall(weather & Shepley Inc.

155 S Man St, Prov,dence,
R 1 02903,401421-6900,
fax 401-272-0180

1993 1992

Prermum volume $70,400,000 $70,245,000

Gross revenues $8,600,000 $8,815,000
U S clients 100% 10096

Brokerage Retall 7396 73%
Us offices $6,278,000 $6,435,000

Wholesale 896 10%

Personal lines 13% 12%

Services 2%

Invstmt income 4%

Employees 82 NA

Offices 2 NA

Founded: 1879
Retail brokerage: 98% commissions,

2% fees
Employee benefits: 5% of revenues

Retail brokerage branches: Westerly,
[ =3

Licensed excess/surplus broker in:

Maine, Massachusetts, New Hampshire,

Rhode Island, Vermont

Officers Richard A Bentfield, prem-
dent, Fred Tnpp, executive vp, Wilham
P McGilhvray, vp/treasumn Natale P
Calamis, vp

Contact: Richard A Bentfield

Steel Bunill Jones
Group P.LC.

2 Minster Court, Mincing Lane,
London EC3R 7FT, England;
44-71-816-2000; fax- 4471-816-2111

1993~ 1992*

H5% vp-actuanal services/employee benefits secretary, Bertram B Fisher, Frank B
2% consulting; Raymond Gilbert, executive McKown, vps

Contact Glbert Andrus

John Stuart & Co. Inc.

4427 S Polans Ave, Las Vegas,
Nev 89103, 702-736-8644,
fax- 702-736-8217

1993 1992

Premium volume $44,000,000 $36,000,CO0
Gross revenues $1,600.000 $1,250,CO0

U S clients 100% 100%
Brokerage Retail 50% 60%

U S offices $800,000 $750,000
Services 5096 40%
Employees 20 12
Offices a 3

Founded: 1991

Retail brokerage 50% commismons,
50% fees

1% Employee benefits: 100% of revenues

Retail brokerage branches: District of
Columbia, Southaven, Miss, Colhng-
swood, N J, Las Vegas

1 E Wacker Dnve, Suite 1800,
Ch,cago, 111 60601, 312-527-9500,
fax 312-527-9509

1993 1992

Premium volume $50,000,000 $42,000,000
Gross revenues $5,850,000 $5,200,000

U S clients 100% 100%
Brokerage Retail 86% 86%

U S offices $5,031,000 $4,472,000
Personal hnes 5% 6%
Sennces 7% 6%
Invstmt income 2% 2%
Employees 60 58

Offices 1 1

Founded: 1980

Retail brokerage: 90% commissions,
10% fees

Employee benefits: 20% of revenues

Licensed excess/surplus broker in: llli-

nots
Officers: E Thomas Thllman, Thomas

W Fihppini, partners
Contact: E Thomas Thilman

Thoits Insurance

250 Cambridge Ave, Palo Alto,
Cal,1 94306-0190,415-324-0606,
fax 415-853-3882

1993 1992

Licensed excess/surplus broker in: Ne- premium volume $60.000.000 $41,100,000

vada Gross revenues $6,068,477 $4,428,499
Officen: John A Stuart, premdent, Ju- U S clients 100% 100%
dith Ann Banks, vp-sales, Ttna M Brat- Brokerage Retail 8% 296
ton, vp-administration, Alice E Lyn- so097-521 $3,691,369
Personal lines 12% 13%

walter, secretary; Shella M Kuller, trea- seiwces 2% 2%
Invstmt mcome 2% 3%

Contact Abce E Lynwalter Employees 55 a1
Offices 2 1

T

Tanenbaum-Harber Co. Inc.

320 W. 57th St, New York,

N Y. 10019. 212-603-0210,
fax. 212-603-0397

1993 1992

Founded: 1891

Retail brokerage: 98% commissions,
2% fees

Employee benefits: 15% of revenues

Acquisitions: Damato & Gale, San
Francisco, December 1993

Retail brokerage branches: San Fran-
cisco

Officers: Donald A Way, chairman/
CEO, Kenneth K Peterson, COC)

Contact Donald A Way, 415-617-
0600

Contact: R M Neumann. Gross revenues $77,000,030 $97,235,615 ) Timberline Insurance
Premium volume $185,000,000 $175,000,000
U S clients 1596 20%
. Gross revenues $19,600,000 $18,750.HO Managers Inc.
Non-US chents 85% 80% 99% 99%
. . Brokerage Retall NA NA US dents ° o 301 Congress Ave, 15th Floor,
Smith-Field Insurance U s offices $10,410,362  $18.482,060 henTuS clients oy oy Austin, Texas 78701; 512-472-9297,
Brokerage Retall % °
Employees 822 871 fax 512-472-9468
Agency Inc. Pl . a US offices $16,018.000 $15§315500
Non-U S offices $250,000 249,000 1993 1992
415 N ANred St, PO. Box 1269, - Converted at applicable exchange rates 5%
Alexandna, Va 22313; 703-548-1551, Wholesale 596 d Prenuum volume $268,000.000 $291,000,000
Founded: 1977 = — 2% 2% Gross revenues $20.217.462 $20,531,841
fax 703-8366956 X . N < Rl
Retail brokerage branches: Birming- personal lines 4% 4% U S clients 100% 100%
1993 1992 ham, Bristol, Coventry, Gravesend, Services 4% 4% Brokerage Retail 248% 17 o%
Premium volume $20,000,000 $20,000,000 Ikatherhead, New Malden, Reading and Invstmt income 2% 2% U S offices $5,025,268 $3,666,513
Gross revenues $2,950,000 $2,940,000 Employees 161 152 Wholesale 27% 20%
U S clients 100% 100% Stock'port, England A ) Ofhces 6 s Personal lines T7% 82%
Brokerage Retsl °3% 92% Officers: Clive Richards, chairman, . ded: 1860 Sorvices 6% 11%
. ounded: © ©
US offtces $2,743,500 $2,704,800 George Boden, CEO, Chnstopher Birrell, 0 29% 29%
Porsonal 1ines 5% 6% finance director | ta|| bmkemge 91% comm|g|or| 2 income co0.3% 67o%
Invstmt income 2% 2% Contact: Chnstopher Birrell 9% Employees 111 84
Employees 28 33 Employee benefits: 10% of revenues Offices s a

offices 1
Founded: 1960
Retail brokerage: 99% commissions,
1% fees
Employee benefits: 22% of revenues
Licensed excets/surplus broker in: Vir-

Phihp A Colclough, premdent
Contact: Phihp A Colclough

Sodarcan Inc.

1140, de Maisonneuve Blvd W,
Montreal, Quebec H)A 1 M8, Canada,
514-288-0100, fax 514-282-9841

1993" 1992*

Premium volume $635,500,000 $593,280,000

Gross revenues $70.531,975 $71,173,824
U S clients 8%
Non-U S clients 92% 93%
Brokerage Retall 36% 3696

Retail brokerage branches:New York 11% fees.

Non-retail brokerage subsidiaries: The
Sklover Benefits Group, Westbury, N Y

OfScers: Richard Sklover, premdent, Montreal, March 1

Dominic Repeeto, executive vp, Richard

Ward, senior vp, James Hemnann, An- Benoit & Borg, Wdlowdale, Ontano, Personal lines

drew Sklover, vps
Contact: Richard Sklover

Dan Smith Insurance

Agency Inc.

14950 Circle Drive, Vctorville,
Cal,1 92392,619-245-5344,
fax 619-2413567

1993

Sterling & Sterling Inc.
161 Great Neck Road, Great Neck,
NY. 11021,516-487-0300;
fax- 516-487-0372

1993 1992

Retail brokerage branches: San Diego,
Miami, Boston, D E Reff & Associates,
New York

Non-retail brokerage subsidiaries:
Common Market Agency Inc, New
York, London, Tanenbaum-Harber Rem-

Premium volume $58,000,000 $60,000,000 surance Intermediaries, New York,

Ofﬂcers Thomas S Field, chalnnan, Gross rexenues - $7.827.509,$8.332.00Q.Theseo Conssult|

Brokerage Retail 87% 91%

U S offices $6,809,933 $7,582,120
Personal lines 5% 5%
Services 7%

Invstrnt. Income 1%
Employees 85

Offices 1
Founded: 1932
Retail brokerage: 96% commlsmons,

4% fees
Employee benefits: 9% of revenues
Licensed excess/surplus broker in:

7% NeW York

Officers: David A Sterhng, premdent,
Howard Meyers, Mark Kaplan, Carol

Actuanes, New York

en cess/surplus broker in:
New York

Officers: Robert K Hams, chairman,

3% Walter L Hams, pmmdent, Alan Rovin,
1% executlvevp, James Manmno, Robert VV
85 Donovan, Ronald S Hanstem, Robert J

1 Pulver semor vps, Randa Globerman,

treasurer
Contact: Robert K Hams or Walter L

Harns

Texas Insurance Agency Inc.
5368 Fredencksburg Road, Suite 300,

Founded: 1957

Parent: Lumberman’'s Investment
Corp

Retail brokerage 95% commissions,
5% fees

Employee benefits: 06% of revenues

Acquisitions: The Flirst Agency Inc,
Baytown, Texas, September 1993

Retail brokerage branches: The Fust
Agency Inc, Baytown, Texas, Tmberhne
Insurance Services Inc, Beaumont, EI
Paso and San Antomo, Texas

Licensed excess/surplus broker in:
Texas

Officers: Gary Cooper, premdent, Pat
Bndgwater, Gary Johnson, vps, Bnan
Elkoun, treasurer

Contact: Brian Elkoun

Tongue, Brooks &Co. Inc.

Non-U S offices $25.391,325 $25,622,280 ] San Antonio, Texas 78229, 213 St. Paul Place, Baltimore,
Remsurance 21% 18% Schendell,_ Gary Ricker, vps. 210-3660671; fax 210524-2087 Md. 21202; 410-727-7172,
Personallines 1596 16% Contact: Mark Kaplan. fax: 410625-5955
Services 24% 26% 1993 1992
Invstint. Income 3% 2% - Premium volume $50,000,000 $50,000,000 1993 1992
Other 1% 2% DeWitt Stern Group Inc. Gross revenues $5.000.000 $5,000,000 Premium volume $28,000,000 $26,000,000
Employees 1,003 1,087 420 Lexington Ave., New York, US clients 100% 99% Gross revenues $5,700,000 $5,300,000
Offices 19 19 N Y 10170: 212867-3550 Non-US cllents NA 1% U S chents 100% 100%
- Converled at applicable exchange rates fax. 212-9836483 Brokerage Retail 62% 60% Brokerage Retall 50.2% 502%
. U S offices $3,100,000 $3,000,000 U S otfices $2,861,400 $2,660,600
Founded: 1972 1993 1992 Wholesale NA 2% Personal lines 12.0% 12 6%
Retail brokerage 89% comm=ons, Gross revenues $7,438,000 $7,010,000 Personal lines 31% 36% Services 32.7% 328%
US clients 90% 90% Services 3% 1% Invsimt Income 0.5% 04%
Employee benefits: 17% of revenues Non-U S clients. 1096 10% Invatmt Income 4% 1% Other 4.6% 40%
. 76% 76% Employees 100 NA Emplo: 88 o2
vees
Acquisitions: P Brlenet Assurance Inc, Brokerage, Retail 65.087.600 sa.7oaag® CMPlOye © NA Employe ° i
Non-US offices $565,288 $532,760
Retail brokerage branches: Canada. Wholesale 1% 1% Founded: 1973 Founded: 1896
22% 22% Retail brokerage 97% commismons, Parent: Crown Central Petroleum
Dale Intermedianes Ltd, Vancouver, Services 196 1% 3% fees Corp
B C, Hallfax, Nova Scotta, Hamilton, Employees 86 77 Employee benefits: 5% of revenues Retail brokerage 95% commismons,
London, Niagara Falls, Ottawa, Samla Offices “ 4 Retail brokerage branches: Austtn, 5%fees.

Toronto and Wmdsor, Ontano, Dale-
Partzeau Inc, Hull, Jonquiere and Mont-
real
brooke, Quebec, Panzeau-Brunet Inc,
Laval, Quebec, Poitras, Lavigueur Inc,
Quebec City, Quebec

Non-retail brokerage subsidiaries: Stem,
1992 BEP Intemattonal Holding Inc, Mont-
Premium volume $6,000,000 $6,500,000 real,

Dale-Parizeau Inc , Montreal,

, Quebec, Dunn-Panzeau Inc, Sher- 1

Founded: 1899

Retail brokerage: 99% commissions,
% fees
Employee benefits: 2% of revenues

Imperatore Ltd, Fort Lee, N.J.

New Jemey, New York

Houston and Uvalde, Texas

Retail brokerage branches: |IkBrun Di-

Licensed excess/surplus broker in: vision, Towson, Md

Texas

Licensed excess/surplus broker in:

Officens: W W McAIlhster m, secre- Distnct of Columbia, Maiyland

Retail brokerage branches: DeWitt tary/director; Joseph E Mnihan, prem- Ofacers: R Peter Urquhart, CEO/pres-
Stern Fisher Inc, Danen, Conn., DeWitt dent/director; Gmgory A Stevens, John ident, Wilham R Baker, Richard H
David Weed, vps/directors, James K Ru- Malat, Chnstlne A Kops, vns, Mark S
Licensed excess/surplus broker in: ble, director

Contact Joseph E Anihan

Ntller, treasurer

Conhnued on nest page



Cont,nued *om previous page
O£6cers: Judith L Robinson, prem-
dent, Carmen Barros, Eh Mishanie, vps
Contact Judith L Robinson

Brokerage Retail 94%

US o es $3,200,000
Personal lines 6%
Employees 32

Offices 1

94%
$3,200,000
6%

34

1

Flgures do not include investment Income

Aaron Richardson Insurance
Services Corp.

417 Montgomery St., San Francisco,
Cal,1 94104,415-986-3999,
fax 415-9864421

Business Insurance, July 18, 1994 / 71

San Diego Associates Inc.
3550 Camino Del Rio N, Sule 206,

San Diego, Cald 92108,
619-283-7800, fax 619-283-8686

Employee benefits: 7% of revenues

Acquisitions: PIA, Apple Valley,
Mmn., May 1994

Non-retail brokerage subsidiaries:

Church Underwnters Inc, St Paul,
Minn

1993 1992

The Pilgrim Organization Founded: 1935 1993 1002 d y I brok Premium volume $19,500,000 $19,100,000
518 Stuyvesant Ave, Lyndhurst, t || roker: 0 mmissions. Premium volum ancen ed excess/surplus broker in: Gross revenues $975,000 $955,000
N J 07071, 201-460-8400, 10"/e ail broke age. 90% co ssions, Fre rosl.sl mvenc\)ieli e $39303290990 $3§3Q910019300 Of?lini Bruce Walseth, premdent, Broke:aS :;testall 122:;0 122:;0
fax 201460-9258 Employee benefits: 20% of revenues U - clients 100% %% Lowell N Faa. Terry Ne ar?d Gordon Hiotin sae5.000 s573.000
1993 1992 Hieensed excess/surplus broker in: Brzk;rag: e o > 200 Johnson, Shell Mu);viku% .. Dean Seivices 40% 40%
Premium volume $35,000,000 $35,500,000 Fi()nda ores $853.500 8542200 -~ ’ Y roves Employees s 6
) . Services 77 5% 846% Hildebrandt, CFO ploy
Gross revenues $10,289,106 $9,211,911 Officers- Fltzhugh K Powell, chair- Invatmt income 02% 03% Contact: Terry Negard. general man- Offices ! !
_omenens oo 100% man. F K Powell Jr, president, T S Other oz N aoomact Terry Negard. 9 Founded: 1984
rokerage Retail 45%
DS offeos . % Powell, treasurer, S Storey, executlve Em;(a)l:ﬁac{tsees az aa Retail brokerage. 80% commissions,
$4,630% $4,513, vp, C MOIT1 11, Secretary > > 20% fees
Sernces 8% 4% ontact Fltzhugh K'Powell Founded: 1990 Rush & O'Kane Inc. Employee benefits: 100% of revenues
Invstmt income 2% 2% Retail brokerage: 100% commissions dba O'Kane—Jacin,to Officers: David N Peterson, premdent,
Employees e 68 Employee benefits: 3% of revenues Bruce N Kesler, director
Offlces 5 5 Insurance Brokers/St Contact. Bruce N Kesler

Founded- 1972
Retail brokerage. 52% commissions,
48% fees
Employee benefits: 15% of revenues R
Retail brokerage branches: Gnfhth/
Pndeaux, Momstown, NJ, Kennedy In-
surance Agency, Eatontown, NJ, Lar- RWP Group Inc.
son Insurance Agency, Montclar
Pilgnm West Insurance Agency, San D|- 875 Memck Ave , Westbury,
N Y 11590, 516-683-3000,

ego, Calif
9 . o fax 516-683-3069
Non-retail brokerage subsidiaries:

MRM Management Corp, Lyndhunst, 1993 1992
~NJ Premium volume $68,000,000 $70,500,000
Licensed excess/surplus broker in. Gross revenues $8,300,000 $9,100,000
U S clients 100% 100%
New \.Jersey . Brokerage Retail 41% 44%
Officers- Robert A Nicoma, CEO, Mar- U S offices $3,400,000 ©.000,000
garet A Nicosia, president-Pilgrim In- personal lines 529% 49%
surance Agency, Bill Kennedy, presi- *7(3 1% 1%
dent-Kennedy Insurance Agency, Jack Invstmt income 1% 1%
Prideaux, president-Gnffith/Prideaux, Other s% 5%
) 103 108
John Lawrence, pmsident-Larson Insur- mtyees N )

ance Agency

Contact: Robert A Nicosia Founded: 1972

Retiul brokerage: 98% commissions,
2% fees

Employee benefits: 13% of revenues
Poe & Brown Inc.

702 N Franklin St, Tampa,
Fla 33602,813-2224100,

Rockville Centre, NY, December 1993,
Ketcham, Coyler & Trthy, West Babylon,

Retail brokerage branches: Los Ange-
les, San Diego

Officers: Aaron Richardson, president,
Ronald W Shepherd, John Pratt, execu-
tive vps, Ingrid Men-twether, semor vp

Contact. Ronald W Shepherd

Roanoke Brokerage
Services Inc.
1930 Thoreau Dnve, Schaumburg,
111 60173, 708-490-9540 or
800-762-6653, fax. 708-885-8710

1993 1992

Gross revenues $16,600,000 $16,500,000
US chents 97 % 9896
Non-U S clients 3%

Brokerage Retail 85% 81%
U S offices $14,100,000 $13,400,000

Wholesale 6% 9%

Personal hnes 2% 2%

Services 3% 3%

Invstmt income 4% 5%

Employees 1T 190

Offices ° °

Founded: 1935
Parent The Roanoke Cos Inc
Retail brokmge 97% commissions,

Acquisitions: A A Carbone & Son, 3% fees

Employee benefits: 2% of revenues
Retail brokerage branches: Long

Andrews Insurance Brokers

781 Beach St, San Francisco,
Calif 94109, 415-749-6200.
fax 415-749-6299

Schwartz Brothers Insurance

135 S LaSalle St, Suite 2035,

Chicago, 111 60603, 312-630-0800,
fax 312-630-0833

1993 1992

Premium volume $10,344,000 $8,839,000 1993 1992
Gross revenues $1,182,000 $1,010,000 Pnemlum volume $52,000,000 $50,000,000
U S clients 95% 97 % Gross revenues $6,678,000 $6,300,000
Non-U S clients 5% 3% U S cltents 100% 100%
Brokerage Retall 100% 100% Brokerage Retail 8696 86%
U S offices $1,182,000 $1,010,000 U S omces $5,743,000 $5,418,000
Employees " 18 Personal lines 8% 8%
Offices 1 2 Invstmt Income 6% 6%
Founded: 1951 Employees 63 63
Offices 1 1

Retail brokerage: 95% commissions,

2% 5% fees

Officers: Thomas C O'Kane, president,

Founded: 1919
Retail brokerage 99% commismons,

Victor H Jacinto, executive vp, Janie E 1% fees

Tecay, vp
Contact Victor H Jacinto

S

Employee benefits. 11% of revenues

Licensed excess/surplus broker in. llli-
nois

Officers: Edward H Schwartz, presi-
dent, Raymond L Nhller, vp/secretary,
Robert | Schwartz, Joseph J Schwartz,
Mark P Nahm, vps

Contact: Dave Kunkel, COO

Seaman Ross & Wiener Inc.

fax 813-223-5874

N Y, December 1993, Omno Associates Beach and San Francisco, Calif, Mlami,
Inc, West Babylon, NY, December Hunt Valley, Md, Boston, New York,
1993, Stmeone/Ornno Agency, Corona, Charleston, SC, Houston

6851 Jencho Turnpike, Syosset,
NY 11791, 516-921-9100,
fax 516-4964040

The Sadler Coffey Agency
24 Railroad Square, PO. Box 2021,

See proftle on page 54 N Y, December 1993

Non-retail brokerage subsidiaries:

Nashua, N H 03061, 603-883-0511,

Retail brokerage branches- Simeone/ Andunl Cargo Insurance Specialists, fax BAl_r#09_,AAc

1993 1992

oo Ageney Corone N Y T T nm
] ] Officers- Robert Bergner, president, Licensed excess/surplus broker in: Premium volume $ 500,000 $17,000,000 U S clients 100% " oo
Popkin Lebson Bergstein Inc. Kenneth D Pollack, r, 7.1,forma, Flonda, llimols Maryland, Gr= revenues $2,326,0 00 $1,928,000 Brokerage Retal 65% 60%
25 Rockwood Place, P 0 Box 5599, Monroe J Roffer, executive vp/secretary Massachusetts, New York, South Caiv- U S clients 100% 100% U S offices $1,861.600 $1,740,808
Englewood, N J 07631, Contact: Kenneth D Pollack hna, Texas, Virginia, Washmgton Brokeragg Retail 65% 65% Personal lines 8% 10%
201-569-8090, fax 201-569-9893 Officens. William D Sterrett, chair- U S offices $1.511,900 $1,253,200 Services 5% 8%
’ Personal lines 33% 33% Invstmt Income 2% 3%
man, Robert P hoese, president, Lew o
1993 1002 Services 1% 1% Other 20% 19%
Premium volume  $26,816,711 $22,447,560 M Moeller, vp-hnance/administratton, Invstint Income 1% 1% Employees 1a 1a
Gross revenues $4,003,248 $3.727,810 Rebsamen Insurance Inc. Sean F Walsh, Kathleen A WI]Son, ex- Employees 28 30 offices . 1
o UkS "e”: | 100% 100% 1500 Riverfront Dnve, Lmle Rock, ecém?avcptSRobert P Froose offices ! ! Founded: 1950
rokerage Retail 62% 62% . : . .
U S offices $2,482,013 $2,311,242 Ark 72202; 501-6614800, Foun'ded 1924 . Retail brokerage 95% commissions,
Wholesale 1% o fax 501 -666-9592 Retail brokerage: 100% commlssions 5% fees
Personal lines 24% 24% 1903 1002 Robertson—.Ryan Em!Jonee benefits: 160/‘_’ of revenues Employee benefits: 20% of revenues
Services 1% 1% Pmmium volume $126,671,245 $124,826,117 & Associates Inc. Officers: Arthur B Bruinooge, James Officers: Douglas Schenendorf, Alex
g:tmt income 1:& 1% Gr:]sssre:en\:es $17,a11,zzo $16,579,6£:4 660 E Mason St, Milwaukee, E Cleary, Jay C Coffey Seaman, owners
Em;; e e e Bmkera;:;;a_l o o Wis 53202; 414-271-3575, Contact: Douglas Schenendorf
V! ' © © St. L t & McArdl
Offices 2 2 U S offices $12,188,252 $11,484,719 fax 414-271-0196 auren cAardie
Founded: 1974 Wholesale 18 98% 16 26% 1003 1002 Insurance Inc. Sedgwick Group P.LC.
Personal lines 3 78% 428% * . .
Retail brokerage: 99% cornnussions, o 2o o Z::Sr;t:xer:\e::;:me $52‘23;2.73;<11 $4:;;:15.;>:§ 11 Concord St, P O. Box A, Nashua, Sedgwick House, The Sedgwick
1%fees Invstmt income 283% 411% US clients s 1c‘)o/ seen. N H 03061, 603-882-5362, Centre, London EI 8DX, England,
/o /o % 0, - —
Employee benefits: 2% of revenues Employees 146 142 Brokerage Retail 84% 15909 % fax 603-886-4230 44-71-377-3456, fax 44-71-377-3919
Retail brokerage branches: Schneider- offices 3 3 U S offices $7,834.748 $7,188,831 1993 1992
man Agency, Bayonne, N J Founded- 1929 Personal ines 14% 13% Premium volume $8,200,000 $8,000,000
Non-retail brokerage subsidiaries. P i L Invstmt income 2% a% Gross revenues $1.250,000 $1,200,000 See profile on page 24
" g Retail brokerage: 92% commissions, Employees o e US chents 100% 100%
PLB Life Agency Inc, Englewood, NJ 8% fees
Licensed excess/surplus broker i Orfices 1 Brokerage Rewmll 0% °%  Seed-Roberts Agency Inc
‘censed excess/surplus broker in Employee benefits: 5 56% of revenues . Figures include property/casualty only US offices $750,000 $720,000 _ gency Inc.
New Jersey uisitions: H&S Insurance, Sprmg- Founded: 1960 Personal lines 40% 40% 480 Pierce St, PO Box 3027,
ﬁ Employees 12 12 Bimningham, Mich 48012-3027,

M822;LYUY:Ee,ide ge,FkFbm,14r3Merry

Martin A Lebson vp/treasurer/seem- Retall brokerage branches: Fort Smith
taly, Ted Kadison, vp-PLB Life Agency and Spnngdale, Ark

Non-retail brokerage subsidiaries: In-
sunsk Excess & Surplus Lines, Little
Rock, Ark

Licensed excess/surplus broker in: Ar-
kansas

Officers: Allen J Mcl)owell, prem-
dent/CEO, Wilham R Strmgfellow, gen-
eral counsel/senior vp, John H

Contact Martin A Ikbson

Posse-Walsh Inc.

4 Sentry Parkway, Su,te 300, Blue
Bell, Pa 19422, 610-83+1410,
fax 610-834-2078

1993 1992

Retail brokerage- 98% commisslons, ofhees . .

2%fees

Employee benefits: 35% of revenues

Licensed excess/surplus broker in: Na-
tionwide

Officers: Jay H Robertson, chmrman,
John S Borges, premdent, Charles V
Johnson, executwe vp/general manager;
Jack T Ryan, James C Boyce, Steven R
Kuhnmuench, directors, Lloyd G

Schutte, secretary/treasurer
Contact Charles V Johnson

Founded: 1964

Retail brokerage 100% commissions

Employee benefits: 3% of revenues

Licensed excess/surplus broker in:
New Hampshire

Officers: Robert St Laurent, premdent. Pemonalimes

Ronald Brochu, vp
Contact Robert St Laurent

Saldana & Associates Inc.

810-644-6606, fax 810-644-6430

1993 1992

Premium volume- $32,202,256 $32,729,000
Gnoss revenues $4,133.695 $4,054,000
US clients 100% 100%
Brokerage Retail 83.5% 830%
U S offices $3.451,635 $3,364,820
155% 15 0%

Invstmt income 10% 20%
Employees 50 49

Offices 1 1

* F,gums include pmperly/casualty only

Prmium volume $61,300,000 $56,000,000 ©'Donnell, GO 701 Ponce de Leon Ave, Centro de Founded: 1962
Gross revenues $8.200,000 $7,600,000 Contact John OT)onnell Rolli . Seguros Building. Suite 303, Santurce Retail brokerage: 100% commissions
ollins Hudig Hall Group Inc. g g, , , ) oo .
U S clients 100% 100% P R 00907, 809-721-2600: Officers: Wilham E Roberts Sr, chair-
Brokerage Retail 8587% 8380% 123 N Wacker Dnve. Chicago, fax 809772’171093 ’ man/CEO, Wilharn D Brunett, prem-
U S offices $7,041.340 $6,370,000 111 60606,312-7014000, dent/COO, Wilham E Roberts Jr, exec-
Wholesale 050% 060% Redland & Associates fax 312-7014580 1993 1992 utive vp, John M Roberts, senior vp
Pemonal hnes 1140% 12 10% Premium volume $127,008,000 $116,500,000 ’ . ’
Services 010% 030% 535 W Broadway, Council Bluffs, Gross revenues $13,006,000 $11,337,000 Contact Wilham D Brunett, prem-
Invstmt income 210% 280% lowa 51502, 712-325-1010, See profile on page 28 U S clients 100% 100% dent
Other 003% 040% fax 712-325-6044 Brokerage Retail 953% 949%
Employees 64 66 1003 1002 ROthSChild, Bell & Walseth Inc. U S offices $1294.71 8 $10,758,813 Seitlin & Co.
Offices 1 1 Personal lines 28% 29%
Retail brok . 9799 . G Premium volume $111,500,000 $110,500,000 P 0 Box 7128, 251 W Lafayette Invstmt Income 19% 22% 8125 N W 534 St, Surte 200,
oetal rokerage: % commissions, Gross revernues $11,500,000 $10,500,000 Road, St Paul, Minn 55107, Employees 102 105 Miami, Fla 33166, 305-591-0090,
21% fees ) . U S clients ) 100:/, 100:4 612-221-0205, fax 612-221-0921 Oaces 3 3 fax 305-593-6993
Employee benefits 25 3% of revenues Brokerage Retail 90% 90% .
Licensed excess/surplus broker m: U S offices $10,350,000 $9,450,000 _ 1o9 1992 Founded: 1972 ees 1992
P I . Personal hnes 3% 3% Premium volume $50,000.000 $45,000,000 Retail brokerage: 100% commismons Premium volume $54.000,000 $47,000,000
"Officers: Daniel J Walsh m, presi Employees o e SoLnLr O e ““%ner Employee benefits: 13 8% of revenues | ST T e
= 140 145 U S clients 100% 100% . u chents 100% 100%
dent/CEO, Carl A Posse, chalrman Offices 2 2 Brokerage Retail 65% 64% N 'jeF:a” bro':l)(srage branches Wayne, Brokerage Retail 8400% 87 25%
Contact Daniel J Walsh m Founded: 1945 US offices $3,263.000 $2,912,000 ° _' once, . US offices $6,804.000 $5,742,000
: ) . Reinsurance 7% o Llce_nsed excess/surplus broker in: Pu- personal lines 13 00% 10 00%
Cecil W. Powell&Co. Emplc_>yee benefits: 80% of re\'/enues Personal lines oo 6% erto R'-co . Invstmt Income 200% 2 75%
Retail brokerage branches: Omaha, Services 2% 2% Officers: Ralph G Chnstiansen Jr, other 100% NA
P 0 Box 41490, Jacksonville, Neb Invstmt income 1% 1% premdent, Eduardo R Emanuelll, execu- Employees 84 90
Fla 32203, 904-353-3181, Officers: Galy L Hurley, premdent Employees 52 50 twe vp, Ruben A Jordan, treasurer/se. Omees 2 2

fax 904-353-5722
1003 1002 Mark Weber, Anthony Sorrentino, Donn

$3,400,000 $3,400,000 Jones, vps
Contact John Sal-tch

Gross revenues

U S clients 100% 100%

John T Sanch, vp/CFO, Jeffrey Barrett Oaces

1

Founded: 1981

Retail brokerage: 98% commissions, vp

2% fees

Contact Ralph G Christiansen Jr

1 mor vp, Manuel J Mendez, secmtmy/se- Founded: 1945
mor vp, Jose E Vazquez, director/senior

Retail brokerage. 100% commtsmons
Employee benefits: 16% of revenues
Continued on next page
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Morency, Weible & Sapa Inc.
1717 N. Naper Blvd., 3rd Floor,

Naperville, Ill. 60563; 708-955-0090;
fax: 708-955-0150

1993 1992
$60.000,000 $57,000.000
$7.500,HO $7,400,000
100% 100%

Premium volume..
Gross revenues

U.S. clients.......

Brokerage: Retail. 9196 91%

U.S. offices.. $6,825,000 $6,734,000
Wholesale. 2% 1%
Personal lines....... 5% 5%
Services. 1% 1%
Lnvstmt. income.... 1% 2%
Employees 60 62

Offices. 1 1

Founded: 1960.

Retail brokerage 99% commissions,
1% fees.

Employee benefits: 9% of revenues.

Licensed excess/surplus broker in: Illi-
nois.

Officers: Mike Weible, president;
Glenn Sapa, Richard Morency, James

Lawson, William Cahill, vps.
Contact Mike Weible.

Fred A. Moreton & Co.

649 E. South Temple, Salt Lake City,
Utah 84102; 801-531-1234;
fax: 801-5314117

1993 1992

Premium volume.... $65,000,000 $52,000,000
Gross revenues $7,487,000 $6,736,000

U.S. clients 100% 100%
Brokerage: Retail. 81.8% 83.0%

U.S. offices.. $6.124,366 $5,590,880
Wholesale 1.4% 2.7%
Personal lines... 5.0% 5.6%
Services......... 5.6% 3.0%
Invstmt income. 4.9% 5.6%
Other. 1.3% 0.1%
Employees... 76.0 76.5
Offices. 2 1

Founded: 1910.

Retail brokerage: 93.2% commissions,
6.8% fees.

Employee benefits: 17.7% of revenues.

Acquisitions: Stein McMurray, Boise,
Idaho, July 1993.

Retail brokerage branches: Stein Mc-
Murray Division, Fred A. Moreton &
Co., Boise, Idaho.

Non-retail brokerage subsidiaries:
Moreton Financial Corp, Salt Lake City;
Moreton General Agency, Salt Lake
City.

Licensed excess/surplus broker in:
Idaho, Utah.

Officers: Edward B. Momton, presi-
dent; Craig L. Smith, executive vp; Jon
M. Jepsen, senior vp; William R. Mom-
ton, vp/treasurer, Susan P. Stoddard,
seerrtary

Contact Edward B. Moreton.

Morris & MacKenzie Inc.
1130 Sherbrooke St. W., Montreal,

Quebec H3A 3K4, Canada;
514-499-0999; fax: 514-499-9188

1993~ 1992*

Gross revenues. $10,307,500 $10,876,800
Brokerage: Retail.. 7196 68%

Non-U.S. offices. $7,318,325 $7,396,224
Personal lines..... 25% 25%
Invstmt income. 4% 7%
Employees..... 136 135
OFEices . - - .- 1+ <4

* Converted at applicable exchange rates.

Founded: 1939.

Parent: Maclcnor Ltd.

Retail brokerage: 90% comrnissions,
10% fees.

Employee benefits: 5% of revenues.

Retail brokerage branches: Canada:
Calgary, Alberta; Toronto; Vancouver,
British Columbia.

Officers: Frank Dougan, president/
CEO, Mausice Sauve, senior vp/director;
Alfred Parke, Victor Allen, E. Bruce
Owen-Hicks, vps/directors.

Contact Frank Dougan, 416-595-9899.

N

NIA Ltd<National
Insurance Associates

66 Route 17, Paramus, N.J. 07652;
201-8454600; fax: 201-845-3011

1993 1992

Gross revenues. $17,170,000 $15,546,000
US. clients. 100% 100%
Brokerage: Retail.. 62% 64%
U.S offices .......... $10,645,400 $9,949,400
Wholesale... 9% 6%
Personal lines. 25% 24%
Services. 2% 3%
Invstmt income.. 2% 2%
Other.......... - NA 1%
Employees.... 200 181
COFfice=______________._ s s

Founded: 1926.

Parent The NIA Group.

Retail brokerage: 98% commissions,
2% fees.

Employee benefits: 15.8% of revenues.

Acquisitions: W.G. Bilinkas Agency,
Randolph, N.J., December 1993; Cun-
ningham Livestock, Monroe, N.Y., May
1994.

Retail brokerage branches: Freehold,
Long Valley and Randolph, N.J.; Monti-
cello and White Plains, N.Y.

Licensed excess/surplus broker in:
New Jersey, New York.

Officers: Paul L. Gross, chairman/
president; Alan Klein, COO; Howard
Cantor, treasurer/vp-finance; Chris
Bandy, vp; William F. Meade, executive

VP.
Contact: Paul L. Gross.

National Coverage Corp.
520 Broadhollow Road, Suite 3,

Melville, N.Y. 11747-3678;
516-454-1500; fax: 516454-1860

1993 1992
Premium volume. $37,500,000 $38,000,000
Gross revenues $3,885.116 $4,200,000

U.S. clients___ 100%% 100%
Brokerage: Retail 78% 74%

U.S. offices . $3,108,000
Personal lines. 12%
Services. 12%

- 29 %
Inystiog.income...... 3
>R e = _ .. -—n e

Founded: 1964.

Retail brokerage: 82% commissions,
18% fees.

Employee benefits: 11% of revenues.

Officers: Ronald P. D'Alessandro,

president; Russell J. Tillman, secretary/
treasurer.

Contact: William Kulesh, director.

National Insurance Agency

P.O. Box 6750, Corpus Christi,
Texas 78466; 512-993-6700;
fax: 512-993-0870

1993 1992
Premium volume.. $9,185,885 $9,592,104
Gross revenues. $1,137,881 $1,122,814

US clients....... 100% 100%

Brokerage: Retail.... 7596 75%

U.S. offices. $853,411 $842,110
Personal lines.. 25% 25%
Employees... L 1=
OFffices_ ... ... __________.. a A

Founded: 1965.

Retail brokerage: 100% commissions.

Omcers: Robert E. Harris, president;
Scot Oshman, Claude Watts, John Mc-

Fall, Howard Schlegel, vps.
Contact Robert E. Harris.

Near North Insurance

Brokerage Inc.

875 N. Michigan Ave., 20th Floor,
Chicago, 111. 60611; 312-280-5600;
fax: 312-280-5602

1993 1992
Pmmium volume..... $390,000,000 $315,000,000
Gross revenues. $44.500.000 $34,000,000

U.S. clients. 100% 10096

Insurance Brokers E&O

Professional Liability Programs include:

- Insurance Agents & Brokers

- Wholesalers/E&S Brokers/MGAs

- Consultants

For more information, call or write:

- Other Miscellaneous Classes

Tennant Risk Services Inc.

Cityplace Il * 185 Asylum Street

Hartford, CT 061034105

Tel: (203) 527-9717
Fax: (203) 527-2438

Brokerage: Retail.... 8896 90%

U.S. offices . ...... $39,160,000 $30,600,000
Reinsurance. 4% NA
Personal lines. 4% 4%
Services 2% 2%
Invitmt. income...... 2% 4%
Employees........... 404 313
Offices... ... ... ... ... ... 11 10

Founded: 1962.
Parent Near North National Group

Inc.

Retail brokerage: 93% commissions,
7% fees.

Employee benefits: 6% of revenues.

Acquisitions: THB Intermediaries Inc.,
Los Angeles, Chicago and New York,
April 1993.

Retail brokerage branches: District of
Columbia; New York; Fine Arts Risk
Management Inc., New York; Interna-
tional Film Guarantons Inc., Ibs Ange-
les; National Professional Group Risk
Management Services Inc., Chicago;
Near North Insurance Brokerage of Cali-
fornia Inc., Los Angeles; Near North Na-
tional Title Inc; Chicago; Settlement
Planning Associates Inc., Dallas; Tampa,
Fla.; THB Intennediaiies Inc, New York.

Licensed excess/suiplus broker: Na-
tionwide.

Officers: Michael Segal, chairman/
CEO; William Bartholomay, president;
Dan Borbas, executive vp; Steve Cole-
man, Bill Hines, senior vps.

Contact Dan Borbas.

North American

Insurance Agency Inc.

3800 Classen Blvd., Oklahoma City,
Okla. 73118; 405-523-2100;
fax: 405-556-2332

1993 1992
Premium volume. $70,000,000 $75,000,000
Gross revenues....... $6,543,729 $6,990,481
U.S. clients.......... 100% 10096
Brokerage: Retail. 66.8% 70.0%
U.S. officas........ . $4.370,909 $4,886,346
Personal lines. 16.3% 18.0%
. 16.9% 12.0%

20 103

.a a

Founded: 1959.

Retail brokerage: 94% commissions,
6% fees.

Employee benefits: 11% of revenues.

Retail brokerage branches: North
American Insurance Agency of Colo-
rado, Englewood, Colo.; North American
Insurance of Tulsa, Tulsa, Okla.; North
American Insurance Agency of Luisi-
ana, New Orleans.

Licensed ex©ess/surplus broker in:
Oklahoma, Colorado.

Officers: W.E. Dunett, chairman; D.
Gene McCrory, president; John L. Mc-
Mahan, Donald W. Glaspey, executive
vps; Steven P. Garrett, secretary.

Contact Monica L. Swink.

Norwest Insurance Inc.

80 S. Eighth St., Minneapolis,
Minn. 55479; 612-667-5600;
fax: 612-667-2680

1993 1992
Premium volume. _ $278,000,000 $290,000,000
Gross revenues.. $56,500,000 $66,200,000

U.S. clients .......... 100% 100%
Brokerage: Retail. 14% 14%

U.S. offices. $8,000,000 $9,000,000
Wholesale........ ...... 1% 1%
Personal lines........ 10% 8%
Invstrnt. income...... 3% 3%
Other. 7296 74%
Employees....... 500 597

Founded: 1929.

Parent Norwest Corp.

Retail brokerage: 98% comrnissions,
2% fees.

Employee benefits: 1% of revenues.

Acquisitions: St. Cloud Metropolitan
Agency, St. Cloud, Minn,January 1994.

Retail brokerage branches: Davis, Ca-
lif.; Denver; Clive, Des Moines and
Sioux City, lowa; Anoka, Duluth, Ely,
Grand Rapids, Hibbing, Litchfield, Man-
kato, Marshall, St. Cloud, St. Cloud
Metro, Thief River Falls and Virginia,
Minn.; Omaha, Neb.; King, N.C.; Bis-
marck, Fargo, Fergus Falls, Grafton,
Hillsboro, Jamestown, Mandan, Minot,
Valley City and Wahpeton, N.D.; Ab-
erdeen, Brookings, Chamberlain, Dell
Rapids, Groton, Huron, Lake Preston,
Madison, Milbank, Mobridge, Rapid
City, Redfield, Sioux Falls, Watertown
and Yankton, S.D.; Bryan, Texas.

Officers: Timothy King, president;
Steven Veno, executive vp/COO; Kevin
Berg, senior vp/CFO.

Contact Michelle Leschisin, marketing
officer.

Directory terms and methodol-
ogy are explained on page 56. For
a geographical listing of compa-
mes, see page 74.

O

O'Gorman & Young Inc.

159 Main St., Chatham, N.J. 07928;
201-635-1800; fax: 201-635-7744

1993 1992
Gross revenues. $4,700,000 $4,775,000

US. clients......... 100% 100%
Brokerage: Retail. 83% 86%

U.S. offices. $3,901,000 $4,106,300
Personal lines. 14% 14%
Invstmt. income. 3% NA
Employvees.............. 42 NA

Founded: 1894.

Retail brokerage: 100% commissions.

Acquisitions: William E. Seely Inc.,
Momistown, N.J, Janualy 1994.

Retail brokerage branches: G.R. Mur-
ray Insurance, Princeton, N.J.

Officers: Simeon H. Rollinson, presi-
dent; E.V. Traley, executive vp/treasurer;
Ernest J. Lawton I[l, Peter Redfern,
Robert Laudat, Richard Famow, vps.

Contact: E.V. Tracey.

The James B. Oswald Co.

1 Erieview Plaza, Suite 600,
Cleveland, Ohio 44114-1715;
216-241-0468; fax: 216-2414520

1993 1992
Premium volume. $71,000,000 $69,000,000
Gross revenues. $11,400,000 $9,900,000
U.S. clients. 100% 100%
Brokerage: Retail.... 54% 67%
U.S. offices....... .. $6,200,000 $6,600,000
Personal lines. 7% 8%
Services.................. 2796 16%
Invstmt. income...... 1% 1%
1% 8%

145 144

,,,,,,,,,,,,,,,,,,,,, s s

Founded: 1893.

Retail brokerage: 90% commissions,
10% fees.

Employee benefits: 4% of revenues.

Retail brokerage branches: Oswald,
Trippe & Co. Inc., Cape Coral, Fort My-
ers, Miami and Naples, Fla.

Non-retail brokerage subsidiaries: Os-
wald, Newman Consulting Group, Fort
Myers, Fla.

Licensed excess/surplus broker in:
Ohio.

Officers: James R. Pender, chairman/
CEO; John E. Warfel, president; Robert
A Bracci, executive vp; Raymond J. Ma-
lone, senior vp; Marc S Byrnes, presi-
dent-life/group; Daniel P. OBrien, presi-
dent-Oswald Risk Management Services
CoO.

Contact Robert A. Bracci, executive
VP.

P

Palley Simon Associates Inc.

Rydal Executive Plaza, Suite 300,

Rydal, Pa. 19046; 215-884-2100;
fax: 215-572-1417

1993 1992
Premium volume. $20.900,000 $18,761,000
Gross revenues....... $2,826,156 $2,730,488

US. clients .......... 100% 100%
Brokerage: Retail. 81.4% 80.8%

U.S. offices. $2,300.490 $2,206,234
Personal lines... 15.8% 16.2%
Invstmt. income.. 2.8% 3.0%
Employvees............... 31 30
Offices 11

Founded: 1974.

Retail brokerage: 98.1% commissions,
1.9% fees.

Employee benefits: 11.1% of revenues.

Officers: Mahlon B. Simon Jr., chair-
man; Samuel M. Palley, president; Reid
B. Sandner, vp.

Contact Mahlon B. Simon Jr.

Palmer & Cay/Carswell Inc.

25 Bull St., Savannah, Ga. 31402;
912-234-6621; fax: 912-234-3001

1993 1992
Premium volume $243,965,879 $199,852,671
Gross revenues.... $23,284,646 $17,869,169
U.S. clients. 100% 100 K
Brokerage: Retail. 8696 86%
U.S. offices.......... $19,951,250 $15,328,913
Personal lines. 7% 7%
Services 6% 5%
Invstmt. income...... 1% 2%
Employees. 299 203

Founded: 1868.

Retail brokerage 82% commissions,
18% fees.

Acquisitions: Alexander & Alexande,
Tallahassee, Fla; March 1993; Alexsis,
Tallahassee, Fla., May 1993; Don York,
Atlanta, January 1994; Heffron/Ingle/
McDowell, Charleston, S.C., March

1994; Sedgwick James, Atlanta, July
1993.

Retail brokerage branches: IMS of
Texas Inc., Dallas; Jordan/Woolfolk In-
surance, Columbus, Ga.; Midyette-Moor,
Tallahassee, Fla.; Palmer & Cay/Car-
swell of the Carolinas Inc., Charlotte,
N.C.; Palmer & Cay/Carswell of Florida
Inc., Jacksonville, Fla.; Palmer & Cay/
Carswell of Georgia Inc., Tallahassee,
Fla.; Atlanta, Augusta, Brunswick, Sa-
vannah and Vidalia, Ga.; Greenville,
s.c.

Licensed excess/surplus broker in:
Georgia, Virginia.

Officers: John E. Cay m, CEO; Lewis
H. Oden m, executive vp; F. Michael
Crowley, Doug Mitchell, presidents.

Contact: Kavin Smith, vp/marketing

manager.

Palomar Insurance Corp.

4121 Carmichael Road, Montgomery,
Ala. 36106; 205-2700105;
fax: 205-270-8159

1993 1992
Premium volume..... $51,000,000 $43,000,000
Gross revenues. $5.200.000 $4,400,000

U.S. clients.......... 100% 100%
Brokerage: Retail. 86% 87%

U.S. offices. $4.472,000 $3,828,000
Personal lines. 1396 11%
Invstmt. income...... 1% 2%
Employees s2 58

Founded: 1954.

Retail brokerage: 92% commissions,
8% fees.

Employee benefits: 7% of revenues.

Retail brokerage branches: Birming-
ham, Daphne and Troy, Ala.

Licensed eXCess/surplus broker in: Al-
abama.

Officers: John R. Pacholick, CEO;
George Skipper, president; J. Richard
Harruff, vp-marketing; Tony Craft, sec-

retary.
Contact: John R. Pacholick.

Parker, Smith & Feek Inc.

1700 First Interstate Center, 999 Third
Ave.,Seattle, Wash. 98104;
206-382-7900; fax: 206-382-1135

1993 1992
Premium volume $108,000,000 $103,000,000
Gross revenues.. $12.214,000 $11,272,000

U.S. clients........ 100% 100%

Brokerage: Retail.. 80% 79%

U.S. offices. $9,771,000 $8,905,000
Wholesale........ 1% 1%
Personal lines.... 5% 5%
Services 1% 1%
Invstmt. income. 2% 2%
Other. 11% 12%
Employees 123 124

E=—1 E=—1

Founded: 1937.

Retail brokerage: 96% commissions,
4% fees.

Employee benefits: 11% of revenues.

Retail brokerage branches: Anchorage,
Alaska; Portland, Ore.

Licensed excess/sun*ls broker in:
Alaska, Washington.

Officers: Vic Parker, president/CEO;
John Zefkeles, chairman; Dennis Westo-
ver, John Tracey, senior vps; Greg Col-
lins, vp/COO.

Contact Steve WoM, director-informa-
tion services.

Pembroke Insurance

Agency Inc.
4668 Pembroke Blvd., Suite 117,

Virginia Beach, Va. 23455;
80+497-9611; fax: 804-497-4162
or 804-456-5289

1993 1992
Premium volume. $12,989,000 $14,242,000
Gross revenues $1,753,515 $1,922,670

U.S. clients. 100% 100%

Brokerage: Retail. 80% 83%

U.S. offices. $1.402,812 $1,595,816
Personal lines.. 13% 13%
Other. 7% 4%
Employees.............. 16 21
OFfices_ ... a oA

Founded: 1969.

Retail brokerage: 100% commissions.

Licensed excess/surplus broker in: Vir-
ginia

Officers: W.K Hammaker, president;
Brenda H. Hammaker, Dennis P.

Browne, senior vps; James B. Carver, vp.
Contact: W.K Hammaker.

H&R Phillips Inc.
350 Fifth Ave., Suite 5400, New York,

NY. 10118; 212-239-5353;
fax: 212-239-5484

1993 1992
Gross revenues $2,500,000 $2,600,000

U.S. clients. 100% 100%
Brokerage: Retail. 84% 82%

U.S. offices ......... $2,100,000 $2,132,000
Personal lines....... 13% 12%
Invstrnt income..... 1% 1%
Other. 2% 5%
Employvees. ... ........ 23 NA

OfFfices=s___.. a4 o~

Founded: 1964.

Retail brokerage: 100% commissions.
Continued on next page
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Marshall& Sterling Inc.
110 Main St., Poughkeepsie,

N.Y. 12601; 914454-0800;
fax: 914-454-0880

1993 1992
Premium volume. $150,000,000 $125,000,000
Gross revenues. $24,938,189 $20,402,236
U.S. clients. 100% 99%
Non-U.S. clients.. NA 1%
Brukerage: Retail. 61% 61%
U.S. offices. $15,212,295 $12,445,364
Wholesale 29, 2%
Pemonal lines. 29% 30%
Invstmt. income. 3% 3%
Other. 5% 4%
Employees.. 242 240
Offices..................... 13 11

Founded: 1864.

Retail brokerage: 99% commissions,
1% fees.

Employee benefits: 1% of revenues.

Acquisitions: Jardine Insurance Bro-
kers of Upstate New York Inc.,
Schenectady, N.Y., April 1994.

Retail brokerage branches: Middle-
town, New Windsor, Schenectady, Syra-
cuse and Wappingers Falls, N.Y.; St.
Croix, U.S. Virgin Islands; George T.
Whalen Agency, Millbrook, N.Y.; Gross-
mann Agency, Cairo, Catskill, Coxsackie
and Gmenville, N.Y.; Theodore Tunick &
Co, St. Croix, U.S. Virgin Islands.

Licensed excess/surplus broker in:
New York, U.S. Virgin Islands.

Officers: John P. O'Shea, president;
Michael J. MeDermott, Edwaid F. Mira-
bile, David C. Ridgway, James D. Tu-
nick, vps.

Contact John P. O'Shea.

The Mathog

& Moniello Cos. Inc.

Marinefs Point, 100 S. Shore Drive,
P.O. Box 650, East Haven, Conn.
06512; 203468-3400;

fax: 203468-3494

1993 1992
Premium volume. $63,227,000 $60,226,000
Gross revenues $8,212,000 $8,086,000

U.S. clients. 100%

Brokerage: Retail.. 62% 62%

100%

U.S. offices. $5,091,440 $5,013,320
Personal lines. 2% 2%
Services 33% 31%
Other.. 3% 5%
Employees. 69 68

Offices 1 1

Founded: 1934

Retail brokerage: 70% commissions,
30% fees.

Employee benefits: 7% of revenues.

Licensed excess/surplus broker in:
Connecticut.

Officers: James J. Moniello, president/
chairman, Alan D. Mathog, Michael I.
Silverberg, Keith C. Meaney, Frank E.
Hall, managing principals.

Contact: Alan D. Mathog.

May-Davis Inc.

5227 E. Trent, P.O. Box 11589,
Spokane, Wash. 99211;
509-535-8783; fax: 509-534-0318

1993 1992
Premium volume... $4,000,000 $4,0f)0,000
Gross revenues.. $750,000 $750,000

U.S. clients.

Brokerage: Retail.. 97% 99%

100% 100%

U.S. offices. $727,500 $742,500
Personal lines. 3% 1%
Employvees.. 6 &
OO FFffice = _ _. _ - -

Founded: 1974.

Retail brokerage: 100% commissions.

Employee benefits: 1% of revenues.

Officers: William H. Davis, president;
William A May, secretary.

Contact William H. Davis.

Mayerstein-Bumell Co. inc.,
dba MBAH Insurance

P.O. Box 5609, Lafayette, Ind. 47903;
317-4236421; fax: 317-742-7486

1993 1992
Premium volume. $16,400,000 $16,500,000
Gross revenues.. $2,825,800 $2,843,500
U.S. clients. 100% 100%
Brokerage: Retail. 56% 58%
U.S. offices. $1.582,448 $1,649,230
Personal lines. 20% 20%
Invstmt. income...... 1% 1%
Other. 23% 21%
Employees_ 38 40.35

| |

Founded: 1924.

Retail brokerage: 100% commissions.

Employee benefits: 10% of revenues.

Licensed excess/surplus broker in: In-
diana.

Officeis: RE. Mayerstein, president;
James S. Bain, vp-sales; Steven K Hor-
ner, executive vp; Jay G. Smith, vp-op-
erations.

Contact Miriam H. Osborn, operations

manager.

Mazonson Inc.

2 Corporaaon Way, P.O. Box 6071,
Peabody, Mass. 01961-6071;
508-531-5200; fax: 508-531-7719

1993 1992

Premium volume.. $24,416,000 $22,197,000
Gross mvenues. $2,600.308 $2,367,450
U.S. clients. 100% 100%
Brokerage: Retail 61% 54%
u.s. offices. $1,586,187 $1,278,423
Wholesale... 3% 3%
Reinsurance. 1% 1%
Pemonal lines. 11% 15%
Services. 1% 1%
Invstmt. income.... 1% 1%
Other.. 22% 25%
Employees 28 25
Offices. 1 1

Founded: 1986.

Retail brokerage: 99% commissions,
1% fees.

Employee benefits: 22% of revenues.

Business
Insurance®

- DIRECTORIES -

DIRECTORY OF BUYERS

The Business /nsurance Directory of U.S.-Based Corporate Buyers of Insurance,
Benefit Plans and Risk Management Services contains alphabetical listings of
nearly 2,300 U.S, corporations. You'l] find names and titles of over 12,000
executives responsible for risk management, employee benefits and more-plus
vital company facts and figures. To order a printed copy or the directory on disk,

call:

313/446-1623

The directory is also available on computer tape..For details, call:

313/446-1625

To order your copy of the new Business insurance Directory ofCorporate Buyers
Based Outside the U.S., available October 1994, call:

DIRECTORY OF HMOs and PPOs

313-446-1623

The 1993-1994 Business Insurance Directory of HMOs and PPOs is published as
part of a special Managed Care Market Report. The directory contains profiles of
over 1,700 HMOs and PPOs across the country - organized alphabetically by

state. To order, call:

IN-PUBLICATION DIRECTORIES

313/446-1609

Business/nsurancepublishes 20comprehensivein-publicationdirectoriesduring
the year, making access to services and suppliers easy. Providing detailed listings
of firms in specialized areas, B/'s directories give readers a direct route to better
management techniques and eliminate frustrating hours researching services and
suppliers available in the marketplace. Foracomplete listing ofB/'s in-publication

directories, call:

Directory information: 312/649-5279

For more information, call one of the numbers listed below:

Advertising information: 212/210-0228

Subscription information: 800/678-9595

Licensed excess/surplus broker in:
Massachusetts.

Officers: Paul Mazonson, president/
treasurer; R Bruce MacDougall, vp;
John Greenbaum, director-life/benefits.

Contact: Paul Mazonson.

McCay Corp.
Route 130 & 206, P.O. Box 679,
Bordentown, N.J. 08505;
609-298-5005; fax: 609-298-8177

1993 1992

Premium volume. $72,500,000 $70,000,000
Gross mvenues $9,214,531 $8,900,512

U.S. clients. 100% 100%
Brokenage: Retail. 67.0% 66.5%

U.S.offices. $6,173,724 $5,918,840
Wholesale 1.0% 1.0%
Personal lines. 21.3% 22.3%
Invstmt. income. 1.7% 1.6%
Other ... ... 9.0% 8.6%
Employees 108 107
Offices. 5 5

Founded: 1952.

Retail brokerage: 97.6% commissions,
2.4% fees.

Employee benefits: 9.0% of revenues.

Retail brokerage branches: Atlantic
City, Marlton, Mount Holly and Turners-
ville, NJ.

Licensed excess/surplus broker in:
New Jersey.

Officers: Raymond D. Houlihan Jr.,
president/CEO; Michael D. Smith, Rob-
ert N. Cowan, Frederick 0. Boysen, se-
nior vps; Robert J. Petras, executive vp/
secretary.

Contact: Thomas J. Conway Jr., vp,
609-988-3061.

McConachie Insurance

Agency Inc.

1480 Renaissance Drive, P.CD.
Box 777, Park Ridge, 111. 60068;
708-297-3640; fax: 708-297-5674

1993 1992
Premium volume... $9.200.000 $9,500,000
Gross revenues. $2,041,594 $1,856,800
U.S. clients. 100% 100%
Brokerage: Retail.,., 65% 75%
U.S. offices. $1.327.270 $1,392,600
VWwholesale. .. - 3% A%
Personal lines. 10% 7%
Services 21% 13%
Invstmt income..... 1% 1%
Employvees == ==

Offices —= —=m

Founded: 1950.

Retail brokerage: 96% commissions,
4% fees.

Employee benefits: 33% of revenues.

Officers: A. Scot McConachie, presi-
dent/treasurer; John P. Coleman, vp/sec-
retary; Dennis Klocke, Amistant trea-
surer, Dennis Reed, assistant secretary.

Contact: John P. Coleman.

The McElroy-Minister Co.

141 E. Town St., Columbus,
Ohio 43215; 614-228-5565;
fax: 614-228-6985

1993 1992

Premium volume.. $59,600,000 $55,000,000
Gross revenues. $12,575,717 $11,647,501

US. clients. 100% 100%
Brokerage: Retail 50% 55%

U.S. offices.. $4287,585 $6,406,126
Personal lines.. 6% 6%
Services 2% 36%
Invstmt income.. 2% 3%
Employees 201 182
Offices.. ° 7

Founded: 1875.

Retail brokerage: 78% commissions,
22% fees.

Employee benefits: 41% of revenues.

Acquisitions National Rehabilitation
Planners, Columbus, Ohio, February
1993.

Retail brokerage branches: Dayton,
Ohio.

Non-retail brokerage subsidiaries:
Corporate Clajms Services Inc., Colum-
bus, Ohio; Davis & Associates Inc., Can-
ton, Cincinnati, Cleveland and Colum-
bus, Ohio; National Rehabilitation Plan-
ners Inc., Columbus, Ohio; Portland,
Maine.

Licensed excess/surplus broker in:
Ohio.

Officers: James R. Creek, chairman;
Keith A Pierce, vice chairman/treasur-
er/CEO; William R. Gillam, president;
Thomas E. Moore, secretan,; Thomas
Hadley n, vp.

Contact Keith A Pierce.

McG,iff, Seibels
& Williams Inc.
2211 Seventh Ave. S., Birmingham,

Ala. 35202; 205-252-9871;
fax: 205-581-9293

1993 1992
Premium volume.. H11,413,000 $386,171,000
Gmss revenues $44,729.282 $39,085,554
U.S. clients....... 100% 100%
Brokerage: Retail. 84% 84%
U.S. offices ... .... $37,572,000 $32,831,000
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Wholesale 8% 8%
Personal lines. 1% 1%
Services 2% 2%
Invstmt income. 3% 3%
Other... 2% 2%
Employees. 410 393
Offices. 7 7

Founded: 1886.

Retail brokerage 95% commissions,
5% fees.

Employee benefits: 4% of revenues.

Retail brokerage branches: Birmmg-
ham, Ala, Atlanta; Orlando and Pensa-
cola, Fla,New Orleans; Houston.

Non-retail brokerage subsidiaries:
Wood & Co. Inc., Atlanta.

Licensed excess/surplus broker in: Al-
abama, Florida, Georgia, Lalisiana,
Tecas.

Officers: Bruce C. Dunbar Jr., chair-
man/CEO; Gary M. Cooney, vice chair-
man; William M. Whitten, senior vp;
Thomas A. Lambert m, treasurer.

Contact Bruce C. Dunbar Jr.

Meadowbrook Insurance
Group

26600 Telegraph Road, Southfield,
Mich. 48034; 810-358-1100;
fax. 810-358-1614

1993 1992

Premium volume.. $132,000,000 $110,000,000
Gross revenues. $22,772,171 $18,222,000
U.6 dients. 99% 99%
Non-U.S. clients.. 1% 1%
Brokerage: Retail.. 51% 51%
U.S. offices. $11,386,086 $8,843,000
Non-U.S. offices.. $227,721 $450,000
Wholesale NA 1%
Reinsurance. 3% 3%
Personal lines... 1% 2%
Services az% 41%
Invstmt income. 2% 2%
Other.... 1% NA
Employees 285 235
Offices 11 11

Founded: 1955.

Retail brokerage: 51% commissions,
49% fees.

Employee benefits: 1% of revenues.

Retail brokerage branches: Montgom-
ery, Ala.; Lakewood, Colo.; Miami; Over-
land Park, Kan.; Bloomington, Minn;
New York.

Non-retail brokerage subsidiaries:
Grand Rapids, Mich.; Bridgetown, Bar-
bados; Hamilton, Bermuda.

Licensed excess/surplus broker in: Al-
abama, Colorado, Michigan, Minnesota.

Officers: Merton J. Segal, chairman;
Robert A. Engle, president. Robert C.
Cubbin, general counsel/senior vp;
Cheryl Reno, senior vp/secretary; Joseph
C. Henry, CFO/senior vp

Contact Robert A. Engle.

Meeker-Magner Co.
2360 E. Devon Ave., Suite 3010, Des

Plaines, Ill. 60018; 708-699-1400;
fax: 708-699-6383

1993 1992

PnEmium volume $21,500,000 $21,000,000

Gross Evenues $2,750.000 $2,690,000

U.S. clients. 100% 100%
Brokerage: Retail.. 8096 80%

U.S. offices. $2,200,000 $2,152,000
Wholesale A% A%
Personal lines. 13% 13%
Invstmt income....., 3% 3%
Employees... 24 24
offices. 1 1

Founded: 1902.

Retail brokerage: 95% commissions,
5% fees.

Employee benefits: 18% of revenues.

Licensed excess/surplus broker in: llli-
nois.

Officers: T. Gerald Magner Jr., presi-
dent; Silvio D. DeSerto, executive vp;
Gregory P Disparte, vp.

Contact: T. Gerald Magner, Jr.

Meeker Sharkey Financial
Group Inc.
21 Commerce Drive, Cranford,

N.J. 07016; 908-272-8100;
fax: 908-272-9059

1993~ 1992

Premium volume. $84,994,000 $84,071,395
Gross revenues. $18,200,000 $18,002,440

U.S. clients...,.... 100% 100%
Brokerage: Retail. 79% 79%

U.S. offices. $1478,000 $14,221,928
Personal lines. 9% 9%
Services,. 7% 7%
Invstmt. income. 2% 2%
< oOthhse=r - _ _ _ = s 3%
Employees... 175 172
o fFfice=___ === = 7

* Acquisition figurs reflected frcm date of pur-
chase.

Founded: 1864.

Retail brokerage 93% commissions,
7% fees.

Employee benefits: 12% of revenues.

Acquisitions: Kurmin Insurance

Agency Inc., Wall Township, N.J., March
1993.

Retail brokerage branches: John
McGuire Inc., Cranford, N.J.; Edward
F.C. MeLaughlin, White Plains, NY;
Cranford Agency, Cranford, N.J.;
Meeker Sharkey, Gervasio & Seeger,
Trenton, N.J.; Meeker Sharkey & Kur-
min, Wall Township, N.J.; Meeker Shar-
key & Lane, Mount Laurel, N.J.; Meeker
Sharkey & MacBean, Cranford, N.J.;
Meeker Sharkey & Moffatt, Wall, N.J,
Provident Mutual Life Insurance Co.,
Cranford, N.J.

Non-retail brokerage subsidiaries:
Meeker Sharkey Benefits, Cmnford, N.J.;
Meeker Sharkey Consultants, Cranford,
N.J.; Meeker Sharkey & Daniels, Cran-
ford, N.J.; Meeker Sharkey Realtors,
Cranford, NJ.

Officers: Thomas J. Sharkey, chair-
man/CEO/president; Brian P. |.eddy,
William Dittmann, senior vps; Thomas J.
Sharkey Jr., secretary/executive vp.

Contact Thomas J. Sharkey Jr.

Mesirow Insurance
Services Inc.

350 N. Clark St, Chicago, 111. 60610;
312-670-6200; fax: 312-670-7506

1993 1992

Premium volume.. $160,000,000 $140,000,000
Gross revenues. $14,295,000 $13,050,000

U.S. clients. 100% 100%
Brokerage: Retail. 90% 90%

U.S. offices $12,865,500 $11,745,000
Personal lines. 4% 4%
Services 3% 3%
Invstmt income...... 3% 3%
Employees. 114 114
o> FfFfice = _ _ _ === ==

Founded: 1972.

Parent: Mesirow Financial.

Retail brokerage: 90% commissions,
10% fees.

Retail brokerage branches Highland
Park, lll.; Sioux Falls, S.D.

Licensed excess/surplus broker in: llli-
nois.

Officers: Richard Price, president;
Howard Engel, Steve Ware, Arnold
Pritsker, Jim Styer, executive vps.

Minet Group P.L.C.
Minet House, 66 Prescot St., London
El 8BU, England; 44-71-481-0707;

fax: 44-71488-9786

See profile on page 39.

Julius Moll & Son Inc.

6160 N. Cicero Ave; Chicago,
111.60646; 312-286-7737

1993 1992
Premium volume. $30,000,000 $28,000,000
Gross revenues.. $3.900,000 $3,700,000
U.S. clients. 100% 100%
Brokerage: Retail. 85% 8596
U.S. offices. $3,315,000 $3,145,000
Personal lines. 5% 6%
Services. 7% 5%
Invstmt. income. 1% 2%
Other. 2% 2%
Ermployveaaes SO A4S
o> Fice = _ _ —u —a

Founded: 1901.

Retail brokerage: 95% commissions,
5% fees

Employee benefits: 10% of Irvenues.

Acquisitions: Insurance Management
of Orland Park Inc., Orland Park, lll.,
December 1993.

Licensed excess/surplus broker in: llli-
nois.

Officers: Theodom S. Ross, president;
Richard M. Moll, chairman.

Contact Theodore S. Ross.

Mones & Associates
Insurance Brokers Inc.
126,6325 103rd St., Edmonton,
Alberta TSH SH6, Canada;
403-435-4862; fax: 403437-6768

1993~ 1992~

Pmmium volume. $6.278,949 $5,768,000
Gross revenues. $998,098 $889,920
U.S. clients. 1% 1%
Non-U.S. clients. 29% 99%
Brokerage: Retail. 75% 75%
U.S. omces $7,750 $6,674
Non-U.S. offices. $740,824 $660,766
Personal lines. 24% 24%
Services 1% 1%

Employvees_ . 19 19
COoOFFice = = =

* Converted at applicable exchange rates.

Founded: 1983.

Retail brokerage: 96% commissions,
4% fees.

Retail brokerage branches: Canada:
Saskatoon, Saskatchewan; Yellowknife,
Northwest Territories.

Officers: Jim Mones, president; Mel
White, Brian Murphy, Bob Mones, San-
dra Mones, vps.

Contact Brian Murphy.

Continued on nert page
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Officers: Raymond H. Laub, president;

George Stevoff, chairman; Robert A.

Stewart, Robert E. Williams, vps;

Michael R. Mead, vice chairman.
Contact: Michael Capuder, vp-finance.

Lawley Service Inc.
120 Delaware Ave., Buffalo,

N.Y. 14202; 716-849-8618;
fax: 716-849-0360

1993 1992
Premium volume._ $56,085.790 $57,885,000
Gross revenues. $8,799,215 $8,646,964

U.S. clients.......... 100% 100%
Brokerage: Retail.... 7696 76%

U.S. offices. $6.687,402 $6,571,693
Wholesale. 2% 1%
Personal lines. 18% 19%
Services 2% 2%
Invstmt. income. 2% 2%
Employees. 109 116
Offices ., ., ... ... ... ... s

Founded: 1955.

Retail brokerage: 95% commissions,
5% fees.

Employee benefits: 2% of revenues.

Acquisitions: Humphrey & Vander-
voort Inc., Tonawanda, N.Y., January
1994.

Retail brokerage branches: Genesee
Agency, Batavia, N.Y.; Tradition
Agency, Dunkirk, Fredonia and
Jamestown, N.Y.

Officers: William J. Lawley, president;
Raymond J. Mashiotta, William J. Law-
ley Jr., vps; Alfred Kroll, secretary/vp;
Christopher D. Ross, tr'easurer.

Contact: Altred Kroll.

Directory terms and methodol-
ogy are explained on page 56. For
a geographical listing of compa-
nies, see page 73.

Lawrence Agency Corp.

108 Union St., Schenectady,
N.Y. 12305; 518-370-1720;
fax: 518-3704426

1993 1992

Premium volume_. $317,700,000 $353,000,000
Gross revenues........ $44,631,5635 $49,152,483
U.S. clients. 100% 100%
Brokerage: Retail.. 30.0% 51.3%
$13,389,460 $25,215,223

Wholesale 12.0% 9.1%
Personal lines... 10.0% 10.9%
Services. 46.0% 19.7%
Invstmt. income. 2.0% 1.5%
Other. NA 7.5%
Employees. 550 625
Offices. a0 a6

Founded: 1954.

Parent: Lawrence Group Inc.

Retail brokerage: 100% commissions.

Employee benefits: 29% of revenues.

Retail brokerage branches: ADAFr
Inc., Bakensfield, Dinuba, Fresno, Ker-
man, San Diego and Sanger, Calif.; A.W.
Lawrence & Co., Mesa, Ariz.; Jupiter
and West Palm Beach, Fla.; Atlanta; In-
dianapoljs; Baton Rouge, La.; Waltham,
Mass.; Fillion, Mich.; Albany, Buffalo,
Glens Falls, Lake Placid, Schenectady
and Westbury, N.Y.; Warren, Ohio; Har-
risburg, Pa.; Newport, R.l.; San Juan,
P.R.; Lawrence Healthcare, Jamestown,
Latham, Poughkeepsie, Syracuse, Utica,
Westbury and Yorkville, N.Y.; Lawrence
United Corp, Mesa, Ariz.; Cortland,
Lake Placid, Latham, New York, Old
Forge, Rochester and Troy, NY.; Greens-
boro, N.C.

Non-retail brokerage subsidiaries:
Lawrence Healthcare Administrative
Services Inc., Jamestown, Latham and
Syracuse, N.Y.; Lawrence Risk Manage-
ment Corp., Schenectady, N.Y.

Licensed excess/surplus broker in: Ar-
izona, Pennsylvania, New York.

—_—— 0 =

Officers: Albert W. Lawrence, chair-
man; William J. Mather, president; Ger-
ald Pedinotti, Richard Shands, Brian

Gorham, division presidents.
Contact: William J. Mather.

Lee & Hawthorne

88 Pine St., New York, N.Y. 10005;
212-495-8700; fax: 212495-8717

1993 1992
Pmmium volume.. $5,000,000 $4,000,000
Gross revenues. $1,300,000 $1,040,000
U.S. clients .......... 85% 90%
Non-U.S. clients.. 15% 10%
Brokerage: Retail. 100% 100%
U.S. offices. $1,150,000 $936,000
Non-U.S. offices.. $150,000 $104,000
Ermployvees 18 15
COoOfFfice=__________. =2 =2

Founded: 1969.

Retail brokerage: 100% commissions.

Retail brokerage branches: Syracuse,
N.Y.; Montreal; Toronto.

Officers: Kenneth C. Lee, Robert P.
Hawthorne, general agents; Dennis Pec-

oraro, manager.
Contact: Dennis Pecoraro.

Lockton Cos. Inc.

7400 State Une Road, Prairie Village,
Kan. 66208; 913-676-9000;
fax: 913-676-9180

1993 1992
Premium volume. $675,000,000 $600,000,000
Gmss revenues... $50,040,000 $45,500,000

U.S. clients. 98% 98%

Non-U.S. clients.. 2% 2%
Brokerage: Retail.. 90% 90%

U.S. offices. $45,036,000 $40,950,000
Personal lines. 1% 1%
Services........... 5% 5%
Invstmt. income...... 4% 4%
Employees 459 431
Offices ... = 5

Feel
Locked Out”

1 Here's your key to specialty markets

Crump Group is a multi-line wholesale

. brokerage group with facilities that span the

excess, surplus and specialty marketplace.

tiona

M f With Crump you have immediate access to

I, i1,-, U more than 100 ofthe leadin

markets.

g domestic and

Ambu ances « Automobile * Directors & Officers

Employment Practices Liability « Environmental Liability
Financial Institutions « Hotels & Resorts * Kidnap & Ransom
Parking Lot/Garage Operators * Property
Repossessed Assets * Security Deposit Program
Umbrella & Excess Liability

Crump Group. Your key to faster, easier placement.

Atlanta, GA (800) 241-8870
Bellevue, WA (800) 221 -9628
Boston, MA (617) 451-6880
Burbank, CA (818) 846-3644
Casselberry, FL (407) 678-4552
Chicago, IL (312) 899-1480
Dallas, TX (800) 52CRUMP
Denver, CO (303) 296-8444

Houston, TX (800) 835-8366
Irvine, CA (714) 753-0575
Memphis, TN (800) 26CRUMP
Nashville, TN (800) 473-BAN K
New York, NY (212) 514-9300
Portland, OR (503) 293-9555

San Diego, CA (619) 297-9410
San Francisco, CA (415) 391 -3080

IAAMGAL Crump Group e

International Clout with Local Service

Founded: 1966.

Retail brokerage: 75% commissions,
25% fees.

Retail brokerage branches: Topeka,
Kan.; St. Imis; Houston; Lockton Sil-
versmith Inc., Denver.

Non-retail brokerage subsidiaries:
Loclrton Risk Services, Kansas City, Mo.;
Lockton Risk Sen/ices of Colorado, Den-

Licensed excess/surplus broker in:
Colorado, Kansas, Missouri, Texas.

Omecers: John T. l,ockton m, chair-
man/CEO; David M. Inckton, president;
Michael C. Frost, executive vp/COO;
Gary F. Hambright, Mark P. Angers, ex-

ecutive vps.
Contact: Michael C Frost.

The Lofberg Cos.
363 Cedar Lane, P.O. Box 308,

Teaneck, NJ. 07666; 201-836-2100.
fax: 201-836-7822

1993 1992
Premium volume. $12,000,000 $11,500,000
Gross revenues. $1,386,000 $1,420,000

U.S. clients. 100% 100%
Brokerage: Retail. 60% 57%

U.S. offices__...... $831,600 $810,000
Personal lines. 30% 30%
Services 10% 13%
Employees. ... .. ...... 21 23
OfFfices_ ... ... .. ........... a1

Founded: 1926.

Retail brokerage: 95% commissions,
5% fees.

Employee beneSts: 5% of revenues.

Acquisitions: Schertler Agency, Hack-
ensack, NI, November 1993.

Licensed excess/surplus broker in:
New Jersey.

Officers: Richard C. Infberg, chair-
man/CEO; Paul W. Lofberg, president;
Ralph Ortega, Philip Carlton, vps.

Contact: Paul W. Lofberg.

The Loomis Co.

P.O. Box 7011, 625 Spring St.,
Wyornissing, Pa. 19610;
610-374-4040; fax: 610-374-6578

1993 1992
Premium volume. $98,000,000 $133,440,000
Gross revenues.. $10,200,000 $13,300,000
U.S. clients......... 99.5% 99.5%

Non-U.S. clients. 0.5%

Brokerage: Retail.... 61% 67%

U.S. offices. $6,222,000 $8,911,000
Wholesale...........,. 1% 1%
Reinsurance. 1% NA
Personal lines....... 1196 1%
Services. 22% 17%
Invstmt. income...... 2% 2%
Other... 2% 2%
Employees... 140 155
> FfFice— = = =

Founded: 1955.

Retail brokerage: 98% commissions,
2% fees.

Employee benefits: 30% of revenues.

Retail brokerage branches: Fort Lau-
derdale, Fla.; Annapolis, Md.

Licensed excess/surplus broker in:
Florida, Maryland, Pennsylvania.

Officers: James R. Loomis, president/
CEO; Edward J. Cavanaugh, H. Edmond
Smith, Gerald Blaum, vps; Kathy Schle-

gel, treasurer.
Contact: James R. Loomis.

Lovitt & Touche

7202 E. Rosewood, Tucson,
Ariz. 85710; 602-722-3000;
fax: 602-722-7245

1993 1992

Premium volume..... $81,500,000 $70,000,000

$8.Z0O0O,000 $7,600,000
10096

Gross revenues.

U.S. clients. 100%

Brokerage: Retail. 87% 84%

U.S. offices. $7,134,000 $6,384,000
Personal lines. 8% 10%
Services............... a% 5%
Invstmt. income...... 1% 1%
Employees .. ........ o296 992

e — =

Founded: 1911.

Parent: FSG Inc.

Retail brokerage: 98% commissions,
2% fees.

Employee benefits: 12% of revenues.

Retail brokerage branches: Phoenix
and Taylor, Ariz.; Las Vegas.

Non-retail brokerage subsidiaries: Mt
States Adjusting Agency, Phoenix, Tar
lor and Tucson, Ariz.; Las Vegas; Mt.
States Administrative Services Inc.,
Phoenix, Taylor and Tucson, Ariz.; Las
Vegas.

Licensed excess/surplus broker in: Ar-
izona.

Officers: Carlos G. Touche, CEO/chair-
man; Charles A. Touche, president;
James R. Spring, exeutive vp; Steven D.
Touche, Patrick Swingle, vps.

Contact: James R. Spring.

r  e— pF > < > = &6

Lowndes Lambert Group
Holdings P.L.C.
Lowndes Lambert House, 53

Eastcheap, London EC3P 3HL,
England; 44-71-283-2000;
fax: 44-71-283-1927

See profile on page 50.

M

MLW Services Inc.

100 William St., New York,
N.Y. 10038; 212-797-9600;
fax: 212425-0719

1993 1992
Premium volume...  $76,000,000 $72,000,000
Gross revenues....... $9,910,000 $8,860,000

U.S. clients. 98% '95%

Non-U.S. clients.. 2% 5%
Brokerage: Retail.. 56% 62%

U.S. offices__ $5,550.000 $5,493,000
Wholesale 38% 32%
Personal lines.. 3% 4%
Services.........,..., 2% 1%
Invstmt. income.. 1% 1%
Employees .. _...... 5 58
Oface s . = =

Founded: 1986.

Retail brokerage: 96% commissions,
4% fees.

Employee benefits: 2.5% of revenues.

Retail brokerage branches: French
American Risk Advisors, New York.

Non-retail brokerage subsidiaries:
Barkly Coverage Corp., New York.

Licensed excess/surplus broker in:
New York.

Officers: Charles J. Weisblum, chair-
man; Andrew H. Marks, president; Bert
Linder, executive vp; Silvana Vlacich,
Bruce D. Tindal, senior vps; Catherine
Pipitone, vp.

Contact Bert Linder.

Mack & Parker Inc.

55 E. Jackson Blvd., Chicago,
111.60604-4187; 312-922-5000;
fax: 312-922-5358

1993 1992
Pmmium volume. NA NA
Gross revenues...... $7,900,000 $7,400,000

U.S. clients.......... 29% 99%

Non-U.S. clients. 1% 1%

83.4%

Brokerage: Retail.... 80.5%

U.S. offices. $6,400,000 $6,200,000
Personal lines. 4.7% 4.1%
Services. 10.5% 9.6%
Invsimt income. 4.3% 2.9%
Emplovees. 85 80

2 1

Founded: 1935.

Retail brokerage: 92% commissions,
8% fees.

Employee benefits: 23% of revenues.

Retail brokerage branches: Winnetka,
n.

Non-retail brokerage subsidiaries: Illi-
nois.

Officers: Edward E. Mack I[l, presi-
dent; Martin P. Hughes, executive vp;
Veronica E. Campbell, vp/treasurer;
Marie E. Raninger, Michael J. Ahlert,
Robert J. Jonak, vps.

Contact: Edward E. Mack or Martin P.
Hughes.

Mahoney & Wright
Insurance Agency Inc.
141 Tremont St., Boston,

Mass. 02111; 617-482-4086;
fax: 617-423-7937

1993 1992
Premium volume.. $61,839,000 $77,006,000
Gross revenues $8,966,000 $11,106,000

U.S. clients....... 100% 100%
Brokerage: Retail. 43% 52%

U.S. offices.. $3,855,380 $5,775,120
Pensonal lines........ 57% 48%
Employees.. 125 145

COfFfFice =

Founded: 1927.

Retail brokerage: 100% commissions.

Retail brokerage branches: Cohasset,
Dedham, Haverhill, Middleboro, Natick,
Newton, North Attleboro, Peabody, Ply-
mouth, Readjng, Rockland, Scituate,
Tewksbury, Wakefield, Weymouth,
Wmntharn and Yarmouth, Mass.

licensed excess/surplus broker in:
Massachusetts.

Officers: Norman R. Wright, presi-
dent/treasurer; Donald F. Beale, senior
vp; Richard D. Forrest, executive vp; Ri-
chard A Grant, vp.

Contact: Richard D. Formst

Marsh & McLennan Cos. Inc.

1166 Ave. of the Americas, New York,
N.Y. 10036; 212-345-5000;
fax: 212-345-4810

See profile on page 16.

Continued on net page
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Jauch & Huebener KGaA

Katharinenstrasse 10, Hamburg,

20457 Germany; 49-40-3605-0,
fax: 49-40-367787

See profile on page 44.

Johnson & Higgins

125 Broad St., New York, N.Y. 10004;
212-574-7000; fax: 212-574-7676

See profile on page 33.

Jones & Hawkins Insurance

18167 U.S. Highway 19 N., Suite 300,
Clearwater, Fla. 34624; 813-535-6868;
fax: 813-5304772

1993 1992
Plernium volume. $32,550,000 $31,400,000
Gross revenues. $4,157,000 $4,215,000
U.S. clients. 100% 100%
Brokerage: Retail.. 68.8% 69.2%

U.S. offices. $2,860,000 $2,919,620
Personal lines. 6.0% 4.0%
Seivices. 23.8% 24.3%
Invstmt. income... 1.0% 1.3%
Other. 0.4% 1.2%
Employees. 50 54
Offices. 2 2

Founded: 1980.

Retail brokerage: 96% commissions,
4% fees.

Employee benefits: 37.1% of revenues.

Non-retail brokerage subsidiaries:
Self-Inslimd Benefit Administrato Inc,
Clearwater, Fla.

Licensed excess/surplus broker in:
Florida.

Officers: Terrell V Hawkins, presi-
dent; Charles B. Honeywell, executive
vp; Michael A. McClain, senior vp;
Glenn L. Allen, CFO

Contact: Charles B. Honeywell.

K

K&K Insurance Group Inc.

1712 Magnavox Way, Fort Wayne,
Ind. 46804; 219-459-5000;
fax: 219459-5866

1993 1992
Premium volume..  $156,234,208 $161,201,000
Gross revenues $30,007,648 $26,177,822
U.S. clients. 99% 99%
Non-U.S. clients.. 1% 1%
Brokerage: Retail. 20% 20%
U.S. offices. $5,941,515 $5,183,209
Non-U.S. offices.. $60,015 $52,355
Wholesale 70% 70%
Sen,ices.............. 9% 9%
Invstmt. income. 1% 1%
Employees. 317 334

- e —— — -_—— -_——

Founded: 1957.

Parent: Aon Corp.

Retail bmkerage: 100% commissions.

Retail brokerage branches: American
Insurance Brokers Ltd., Seattle; K&K
Insurance Brokers Ltd., Toronto; K&K
Specialties Inc., Greensboro, N.C.; Na-
tional Sports Undenwriters Inc., Fort
Wayne, Ind.

Licensed excess/surplus broker in: In-
diana, North Carolina, Virginia.

Officers: Michael S. Mullen, presi-
dent/CEO; Jerry Tegan, Todd W. Bixler,
executive vps; Terry Stevens, senior vp;
Gerald J. Montem, CFO/senior vp.

Contact: Gerald Montero.

KMC Insurance Services Inc.

5050 Quorum Drive, Suite 644, Dallas,
Texas 75240; 214-991-6677;
fax: 214-991-6679

1993 1992
Premium volume.....  $10.431,781 $11,596,636
Gross revenues $1,220,133 $1,060,182
U.S. clients.... 82% 84%
Non-U.S clients.. 18% 16%
Brokerage: Retail. 93% 95%
U.S. offices $1,134,724 $1,017,000
Wholesale. 3% 2%
Invstmt. income. 4% 3%
Employees 8 v

Offices. 1 1
Founded: 1988
Retail brokerage: 100% commissions.
Employee benefits: 1% of revenues.
Licensed excess/surplus broker in:
Texas.
Officers: Kevin Curley, president; John

Tipping, vp
Contact Cecilia Schuster.

Kalvin-Miller International Inc.

1211 Ave. of the Americas, New York,
N.Y. 10036; 212-575-6600;
fax: 212-70+5959

1993 1992
Premium volume... $200,000,000 $280,000,000
Gross revenues. $25,000,000 $31,500,000
U.S. clients. 97 % 60%
Non-U.S. clients.. 3% 40%
Brokerage: Retail. 80% 56%
U.S. offices. $20,000,000 $17,700,000

Wholesale 9% 9%
Reinsurance. 1% 26%
Personal lines.. 6% 4%
Semices.............. 1% 1%
Invstmt. income. 3% 4%
Employees. 180 262
Offices. 4 5

Founded: 1902.

Parent: Kalvin Miller Holdings.

Retail brokerage: 90% commissions,
10% fees.

Employee benefits: 14% of revenues.

Acquisitions: Davis, Dorland & Co.
Inc., New York, February 1993.

Retail brokerage branches: Carle
Place, N.Y.; Kalvin-Miller Life Consult-
ants Inc., New York; KM Consulting
Group, Carle Place, N.Y.

Non-retail brokerage subsidiaries:
Norex Ltd., London.

Licensed excess/surplus broker in:
New York.

Officers: John F. Malhame, chairman;
David S. Moross, president/CEO; Mark
D. Derrenberger, senior executive vp;
Michael P. Sabanos, executive vp/CFO.

Contact David S. Moross.

Kaye Insurance
Associates L.P.
122 E. 42nd St, New York, N.Y.

10168; 212-210-9200;
fax: 212-986-2278

1993 1992
Premium volume_ $804,000,000 $800,000,000
Gross revenues $51,482,000 $51,221,000

U.S. clients. 100%

Brokerage: Retail. 8296 83%

100%

US.offices. $42,215,000 $42,513,000
Wholesale. 8% 8%
Reinsurance. 3% 3%
Personal lines. 3% 3%
Services 2% 2%
Invstmt. income. 2% 1%
Employees 461 a80

L s s

Founded: 1952.

Parent: Kaye International L.P.

Retail brokerage: 98% commissions,
2%fees.

Employee benefits: 10% of revenues.

Retail brokerage branches: Kaye Ad-
ministrators L.P., Chicago; Kaye of Con-
necticut L.P., Southport, Conn.; Kaye In-
surance Services of California Inc., Bev-
erly Hills, Calif.

Licensed excess/surplus broker in:
California, Connecticut, New Jersey,
New York, Rhode Island.

Officers: Lawrence Greenfield, chair-
man; Howard Kay, pmsident; Marc Sil-
verman, Bruce D. Guthart, Alexander

Fisher, executive vps.
Contact: Bruce D. Guthart.

Keenan & Associates

P.O. Box 4328,2355 Crenshaw Blvd.,
Suite 200, Torrance, Calif. 90501;
310-212-3344; fax: 310-3284793

1993 1992
Premium volume..... NA NA
Gross revenues... $31,200.000 $28,100,000
U.S. clients. 100% 100%
Bmkerage: Retail. 38% 4156
U.S. offices. $11,856,000 $11,521,000
Sevices. 58% 55%
Invstmt. income...... 1% 1%
Other 3% 3%

Employees®10 186

Founded: 1972.

Retail brokerage: 48% commissions,
52% fees.

Employee benefits: 35% of revenues.

Retail brokerage branches: Campbell,
Chico, Emeiyville, Fresno, Riverside,
Sacramento, San Diego, Santa Ana and
Westlake Village, Calif.

Licensed excess/surplus broker in:
California.

Officers: John R. Keenan, CEO; Har-
wood J. Bren, executive vp/COO; David
J. De Wenter, executive vp/chief admin-
istrative officer; Sean Smith, Murt L.

Munson, executive vps.
Contact David J. De Wenter.

Kelly Associates Inc.

970 Famnington Ave., Suite 202, West
Hartford, Conn. 06107; 203-561-5662;
fax: 203-561-2096

1993 1992
Premium volume $7,100,000 $6,700,000
Gross revenues.. $1,147,500 $1,015,000
U.S. clients. 99% 98%
Non-U.S. clients. 1% 2%
Brokerage: Retail. 96% 94%
U.S. offices. $1,101,600 $954,100
Personal lines 1% 1%
Services. 1% 2%
Invstmt. income. 2% 3%
Ermploveaes 8 S
-— e — = —= —=

Founded: 1967.

Retail brokerage: 99% commiss;ions,
1% fees.

Licensed excess/surplus broker in: 21
states.

Officers: Patricia Wright, corporate
secretary; Peter F. Wright, president;
John D. Hanington, John D. Hurley,

vps.

Contact: Peter F. Wright or John D.
Hanington

Kelter-Thorner Inc.

210 S. Woodward Ave., Suite 200,
Birmingham, Mich. 48012;
810-540-3131; fax: 810-540-2002

1993 1992
Premium volume. $103,239,000 $98,323,000
Gross revenues. $12,389,000 $11,838,000

U.S. clients 100% 100%
Brokerage: Retail. 82.4% 82.2%

U.S. offices... $10,208.500 $9,731,000
Wholesale... 3.3% 1.4%
Personal lines. 10.0% 9.4%
Services. 2.2% 2.5%
Invstmt. income. 21% 3.5%
Other. NA 1.0%
Ermployeaeaaes 2O O
Sices=s_ ... ____________ = s

Founded: 1952

Employee benefits: 0.75% of revenues.

Retail brokerage branches: Kelter-
Thomer Inc. of Michigan, Birmingham,
Mich.; Kelter-Thomer Inc. of New Jer-
sey, Fords, N J.; Kelter-Thorner Inc. of
Northern California, Redwood City, Ca-
lif.; Kelter-Thomer Inc. of Southern Cal-
ifornia, Santa Ana Heights, Calif.;
Kelter-Thorner Insurance Agency Inc. of
Ohio, Middleburgh Heights, Ohio.

Non-retail brokerage subsidiaries: At-
lantic Underrwriters Inc., Birmingham,
Mich.

Licensed excess/surplus broker in:
Michigan.

OEficers: Theodore R. Kelter, chair-
man; Marilyn Chernoff, president; John
Washburn, Ronald A. Young, executive

vps; Lisa Arthur, secretary/treasurer.
Contact: James Kaufman.

Knox Insurance Brokers Ltd.

705 Cassell St., North Bay, Ontario
Pl B 4A3, Canada; 705-474-4400;
fax: 705476-0347

1993+ 1992+
Pi-ernium volume. $12,400,000 $13,184,000
Gross revenues $1,977.254 $2,157,994

Non-U.S. clients. 100% 100%

Brokerage: Retail. 45% 45%

Non-U.S. offices. $889.764 $971,097
Personal lines. 50% 50%
Invstrnt income.. 5% 5%

Ermploycacaes,., 4= 4=
COfFfFice=______._._ - — 1 -1

Founded: 1948.
Retail brokerage: 99% commissions,

1% fees.

Officers: Bruce Knox, Randy Bushey,

Robert Paterson.

Contact: Bruce Knox.

R.C. Knox & Co. Inc.

1 Goodwin Square, Hartford, Conn.
061034305,203-524-7600;
fax: 203-240-1587

1993 1992
Premium volume... $100,000,000 $100,000,000
Gross revenues.. $12,038,382 $11,809,757

U.S. clients. 100%

Brokerage: Retail.. 76% 76%

100%

U.S. offices. $9,149,170 $8,975,415
Personal lines. 14% 15%
Services.................. 1% 1%
Invstmt. income.. 9% 8%
Employees 89 o9
Offices... 6 7

Founded: 1893.

Retail brokerage: 97% commissions,
3% fees.

Employee benefits: 5% of revenues.

Retail brokerage branches: Middle-
town and Windsor, Conn.; Simsbury In-
surance Agency, Simsbury, Conn.

Licensed excess/surplus broker in:
Connecticut.
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Officers: Norman C. Kayser, chair-
man/president; John F. Byrnes, senior
vp; Harold A. Smullen Jr., Timothy H.
Coppage, Robert T. Crowley, vps.

Contact: Norman C. Kayser.

Komreich Insurance Services

919 Third Ave., New York, N.Y.
10022-3970; 212-688-9700;
fax: 212-319-7509

1993 1992
Gross revenues....... $19,500,000 $23,000,000

U.S. clients. 100% 100%
Brokerage: Retail. 80.1% 76.1%

U.S. offices. $15,619,500 $17,503,000
Wholesale 11.5% 15.5%
Personal lines. 6.1% 6.1%
Services 1.2% 1.2%
Invstmt. income..... 1.0% 1.0%
Other. 0.1% 0.1%
Employees. 126 145
Offices a a

Founded: 1917.

Retail brokerage: 90% commissions,
10% fees.

Employee benefits: 10% of revenues.

Retail brokerage branches Komreich
Insurance Brokerage Services of N.J.
Inc., Teaneck, N.J. Kornreich Insurance
Services (Florida) Inc., West Palm
Beach, Fla.; Singer Kommich Inc., Tea-
neck, N.J.

Non-retail brokerage subsidiaries: As-
socia ted Programs Inc.

Licensed excess/suKplus broker in:
New York.

Officers: Matthew R. Kornreich, Mor-
ton A. Kornreich, chairmen; Steven L.
Grossberg, James D. Kornreich, Thomas
A. Kornreich, William D. Kornreich, ex-
ecutive vps.

Contact: Steven L. Grossberg, James
D. Kornreich, Thomas A. Kornreich or
William D. Kornreich.

L

LaGere & Walkingstick
Insurance Agency Inc.

1008 Manuel, P.O. Box 409,
Chandler, Okla. 74834; 405-2584804;
fax: 405-258-4220

1993 1992
Premium volume. $95,104,245 $119,010,080
Grossrevenues.... $9,860,709 $12,268,032

U.S. clients. 100% 100%
Brokerage: Retail. 34% 30%

US. offices. $3,352,641 $3,680,410
Wholesale........... 65% 69%
Invstmt. income...... 1% 1%

Employees s ss

Founded: 1964.

Parent: Chandler (USA).

Retail brokerage: 93% commissions,
7% fees.

Licensed excess/surplus broker in:
Oklahoma.

Officers: William B. La(Jere, chair-
man/CEO; Ben Wallcingstick, president;
Brenda Pair, Ernie Pierce, vps; Robert
Crum, secretaly

Contact Robert E. Crum.

Lamb, Little & Co.

5301 Keystone Court, Rolling
Meadows, 111. 60008; 708-398-7060;
fax: 708-398-7077

1993 1992
Pmmium volume. $36,250,000 $34,589,000
Gross revenues. $5,980,000 $5,487,582
U.S. clients.. ..... 100% 100%
10 T AKES

Brokerage: Retail.. 75% 75°6
U.S. offices. $4,485,000 $4,115,686
Personal lines. 10% 10%
Invstmt. income. 6% 6%
Other. 9% 9%
Employees... 72 70
2 2

Founded: 1947.

Retail brokerage: 98% commissions,
2% fees.

Employee benefits: 9% of revenues.

Retail brokerage branches: Chicago.

Licensed excess/surplus broker in: Illi-
nois.

Officers: Raymond J. Clancy, chair-
man; Roy H. Holle, president; David B.
Peck m, senior vp; Frank L. Hoffeller,
executive vp; Bruce Wahlborg, vp/trea-
sumr/secretary.

Contact: Robert J. Power, office man-

ager.

J. Smith Lanier & Co. Inc.

300 W. 10th St., P.O. Box 70, West
Point, Ga. 31833; 706-645-2211;
fax: 706-645-0606

1993 1992

Premium volume. $115,000,000 $107,000,000
Grass revenues.. $18,609096 $17,717,231

U.S. clients 100% 100%
Brokerage: Retail.. 58.0% 57.0%

U.S. offices. $10.793,300 $10,098,800
Wholesale 0.3% 0.5%
Personal lines. 18.1% 20.0%
Services.... 1.3% 1.5%
Invstmt. income.. 1.8% 2.4%
Other. 20.5% 18.6%
Employees . 205 225
Offices 11 1

Founded: 1868.

Retail brokerage: 98.6% commissions,
1.4% fees.

Employee benefits: 12% of revenues.

Retail brokerage branches: Huntsville,
Lafayette and Opelika, Ala.; Atlanta,
Carrollton, Columbus, Manchester,
Newnan, North Columbus and West
P6int, Ga.; Greensburg, Ky.

Licensed excess/surplus broker in: Al-
abama, Georgia.

Officers: J. Smith Lanier n, chair-
man/CEOQO; D. Gaines Lanier, president/
COO; Thomas M. Botsford, secretary/
treasurer/CP'O; William J. Parr, vice
chairman; Gary Ivey, Thomas Yearian,
vps.

Contact: D. Gaines Lanier.

Laub Group Inc.
1555 N. RiverCenter Drive,
Milwaukee, Wis. 53212;
414-271-4292; fax: 414-271-5578

1993 1992
Premium volume. $53,292.821 $50,000,000
Gross revenues. $8,239,496 $7,374,881
U.S. clients. 99% 100%
Non-U.S. dients.. 1% NA
Brokerage: Retail.. 8896 96%
U.S. offices. $7,250,756 $7,079,886
Wholesale 9% 1%
Pemonal lines. 2% 2%
Other. 1% 1%
Employees.... 97 93
Offices . ... ... _...._._._. - 7

Founded: 1932.

Parent Intertye Corp.

Retail brokerage: 99% commissions,
1% fees.

Employee benefits: 15% of revenues.

Retail brokerage branches: Appleton,
Madison, Rice Lake and Wausau, Wis.;
Hummel Cos. Inc., Hollywood, Fla.; Roll-
ing Meadows, Ill.

Licensed excess/surplus broker in:
Florida, lllinois, Wisconsin.

Continued on nert page

Q UALITY

TO BUILD A

VWINNING REPUTATION.

It's been said tbat tbe guarantee of continuity is quality. Tbat's certainly been our

experience. We provide our clients witb a quality product, delivered witt) quality service.

It's a combination that's

>

worked for us for 52 years.

SAFETY NATIONAL CASUALTY CORPORATION

Specialists in excess workers' compensation for public entity and private industry

TCall 314/862-4500°
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Contmued f= pretnous page
H F James, Diane E Wanstreet, Carey

Prewltt, vps, James F Yager, secretary/
treasurer

Contact. W Dale Finke

ISU/Feingold & Feingold
Insurance Agency Inc.

22 Elm St, Worcester, Mass 01608,
508-831-9500,fax- 508-7974030

1993 1992

Premium volume $11,500,000 $11,000,000
Gross revenues $1,200,000 $1,150,000

U S clients 100% 100%
Brokerage Retall 75% 75%

U S offices $900,000 $862,500
Wholesale 5% 5%
Personal lines 20% 20%
Employees 12 12

Offices 1

Founded: 1935

Retail brokerage 100% commissions

Officers- Saul F Fengold, CEO/prem-
dent, Lisa R Murray, vp, Richard Jor-
dan, senior vp

Contact Lisa R Munray

ISU/Bob Gabriel Co.

2325 Wilshire Blvd, Santa Monica,

Calif 90403, 310-829-0305,
fax 310453-0302

1993
$8,150,000
$1,240,000
100%

48 0%

1992
$8,000,000
$1,200,000

100%

Premium volume
Gross revenues
U S clients

Brokerage Retail

U S offices $595.000 $600,000
Wholesale o05% NA
Personal lines 485% 480%
Invstrnt income 20% 20%
Other 10% NA
Employees 12 10

Offices 1 1
Founded: 1936

Retail bmkerage: 99% commissions,
1% fees

Employee benefits: 8% of mvenues

50 0% Employees

ISU/L. Calvin Jones & Co.

565 N Broad St ,PO Box 159,
Canfield, Ohio 44406, 216-533-1195,
fax 216-533-7583

1993 1992

Premium volume $6,000,000 $6,300,000
Gross revenues $1,300,000 $1,300,000

US clients 100% 100%
Brokerage Retail 7096 74%

U S offices $910,000 $962,000
Personal lines 30% 26%
Employees 17 18

offices 1 1
Founded: 1911

Retail brokerage: 100% commissions
Employee benefits: 2% of revenues

Officers: Edward L Gluck, premdent, Broke&asggﬁlgeeitail

Wendell L Jones, senior vp/treasurer;
Alvm A Mller, vp, Jim M Kimgen-

1 smith, vp/secretmy; Jim S Mitolo, assis-

tant vp
Contact: Edward L Gluck

ISU/The May Agency Inc.
P 0 Box 1669,1327 N Walnut St,
Bloomington, Ind 47402,
812-334-2400, fax 812-332-3646

1993 1992

Officers: Thomas C Rlecl Jr, chalr- Employees
man, Stephen E Rica, president, John Oftces !

D Wittenberg, executive vp, Tony Mtller
vp-sales
Contact: Stephen Rleci

ISU/Stewalt, Brimner
& Co. Inc.
3711 Rupp Dnve, Surte 101, PO Box

5577, Fort Wayne, Ind 46895,
219-482-6900, fax- 219-482-7305

1993 1992

r  e— > < > = &6

Founded: 1933
Parent: R C Bloomstme Inc

21 5 113, Muncie and Warsaw, Ind, Insurance
1 & Risk Management Agencies of Ohio,

Defiance and Sylvania, Ohio
Officers: lonard Koeller, chairman,

Licensed excess/surplus broker in: Bart Bircheff, COO, James Van Dyck,

Pennsylvama

Duwan Tagtmeyer, managing partners,

Officers: John C Bloomstine, prem- John Hettwer, employee benefits man-
dent, Chrts W Bloomstine, vp/secretary, ager

Beth A Dubik, vp/treasurer

Contact: John C Bloomstme

Insurance Management

Premium volume $13,000,000 $12,000,000 Associates Inc.
Gross revenues $1,687,000 $1,572,000 250 N Water, Su.te 600, W,ch ta,
U S chents 100% 100%
8206 82% Kan 67202; 316-267-9221,
$1,383,340 $1.289.040 fax 316-266-6254
Wholesale 5% 5% 1993
Personal lines 10% 10% Premlum volume $180,000,000 $140,000,000
Invstmt income 3% 3% Gross revenues $15,674,000 $13,883,558
Offices s s U S clients 100% 100%
Founded: 1985 Brokerage Retail 900% 908%
Retail brokenge: 100% commissions U S offlces $14,106,600 $12,606,270
Employee benefits: 2% of revenues Personatlines aave ae%
: Selvices 34% 28%
Retail brokerage branches. Green- Invstmt income 2.2% 18%
wood, Kendallvllle, Lgonier and New Employees 187 173
Haven, Ind Offices a 3

licensed excess/surplus broker in: In-
eliana

Founded: 1974

Retail brokerage: 86 6% commissions,

Premium volume $8,500,000 57,200,000 Officers: John Brimner, president, 134% fees

Gross revenues $1,409,000

U S clients 100% 100%

Brokerage Retail 85% 85%

US offices $1,197,650 $1,105,000
Personal lines 14% 14%
Invstmt Income 1% 1%

14 14

Offices 1 1
Founded: 1949
Retail brokerage: 100% commissions
Employee benefits: 05% of revenues

Licensed excess/surplus broker: Na-
tonwide

Officers: Paul May, premdent, John

May, vp, Ralph May, secretary/treasurer Bmkerage Retsl|

Contact Paul May

Officers: Robert (Bob) M Gabnel, ISU/Oliver & Shopen

owner

ISU/Hoffman Insurance
Services Inc.
200 Linden St, Wellesley,

Mass 02181,617-235-0087,
fax 617-235-6665

1993 1992

Premium volume $7,560,000 NA
Gross revenues $1,106,000 NA

U S clients 100% NA
Brokerage Retail 56% NA

U S offices $619,360 NA
Personal lines a4% NA
Employees 13 NA
Offices 1 NA

Founded: 1957
Retail brokerage: 100% commissions
Employee benefits: 1% of revenues

Licensed excess/surplus broker in:

Massachusetts
Officers: Robert S Hoffman m, presi-
dent, Charles L Hotfman, treasurer
Contact: Robert S Hoffman I[I

ISUANnsurance Management

501 Main St, St Joseph,
Mich 49085,61&983-7101,
fax 616-983-7109

1993 1992

Insurance Agency

PO Box 2199,6920 W 79th.
Overtand Park, Kan 66204,
913-341-1900, fax 913-649-4624

1993 1992

Premium volume $9,600,000 $8,200,000
Gross revenues $1,215,000

U S chents 99% 98%
Non-U S clients 1%
Brokerage Retail 660%

U s offices $804,540 $740,350
Personal lines 326% 31 2%
Services 10% 10%
Invstmt mcome 04% 08%

Employees 19

Offices 1 1
Founded: 1967

Parent: Ohver Insurance Agency Inc
Retail brokerage 99% commissions,

1% fees

Employee benefits: 4% of revenues

Licensed excess/surplus broker in-
Kansas, Missoun

Officers: Keith L Ollver, president,

Keith C Oliver, Marsha Kim Acton, vps
Contact: Keith C Ollver

ISU/Purdy Insurance Agency

136 Market St, Sunbury, Pa 17801,
717-286-5855, fax 717-286-0219

$1,300,000 Steve Stewart, chairman

Contact: John Brimner

ISUNalley Insurance
Service Inc.

861 S Oak Park Road, Covina,
Cald 91723,818-966-3664,
fax 818-96&3895

Premium volurre $14,6?196,000 $1%§§%),000 Insurance Management Associates Inc,

Gross revenues $1,200.000

U S cherts 100%

89%

U S offices $1,068,000 $783,000
Personal lines 10% 129%
Invstmt mcome 1% 1%
Employees - 7
Offices 3

Founded: 1940

Parent Valley Insurance Service Inc

Retail brokerage: 99% commissions,
1% fees

Employee benefits: 12% of revenues

Retail brokerage branches- Laguna

$1,105,000 thlls and Ventura, Calif

Officers: Harold J Borak, premdent,

s7c?;/o Barbara J Borak, vp, Cindy Cole, trea-

surer/secretary
Contact: Harold J Borak

16 Insurance Associates Inc.

Employee benefits: 53% of revenues

Contact: Mark Bienz, controller

J

1952 JIB Group P.L.C.

Jard,ne House, 6 Crutched Fnars,
London EC3N 2HT, England,
44-71-5284444, fax 44-71-528-4185

See profile on page 38

The Jacobs Co.

8955 Guillord Road, Surte 260,
Columbia, Md 21046, 410-995-6611;
fax 401-381-2105

1993 1992

Retail brokerage branches: ESIX (En- Premium volume $16,800,000 $15,200,000

87% ert Cohen, president-Insurance Manage-

ment Associates of Denver; Joseph C
Lukens, president-Insurance Manage-

10 ment Associates of Wichta, Mike Price,
2 president-ESIX, Ray Merz, president-

Risk Management Associates Inc
Contact: Wilham C Cohen Jr

Insurance Marketing
Agencies Inc.
306 Main St, Worcester, Mass
01608; 508-753-7233,
fax 508-7544487
1993
$25,332,000

1992

Premium volume $25,000,000

Gross revenues
U S clients

100% 100%

Brokerage Retall 68% 78%

tertainment & Sports Insurance Ex- Gross revenues $2,200,000 $2,029,000
perts), Atlanta, Insurance Management U S ofients 98% 98%
. Non-U S clients 2% 2%
Associates of Denver, Denver, Insurance ©00% ©00%
. Brokerage Retail Yo Yo
Management Associates of Topeka, To- U S offices $1,940.400 $1.780.578
peka, Kan Non-U S offices $39,600 $36,522
Licensed excess/surplus broker: Na- Wholesale 20% 30%
tionwide Personal lines 30% 20%
Officers: Wdliam C Cohen Jr, CEO- Sennces 20% 20%
H 10% 15%
1 Invstmt income oo o
;000 Velma Pollock; president-Insurance Other- o s

. mployees

100% Management Associates of Topeka, Rob- O"p ¢

ices 3 3

Founded: 1989

Retail brokerage: 98% commissions,
2% fees

Employee benefits: 6% of revenues

Retail brokerage branches: CRM Inc,
Upper Marlboro, Md, The Jacob Co
EBF, Columbia, Md

Licensed excess/surplus broker in-
California, Distnct of Columbia, Massa-
chusetts, Pennsylvania, Texas, Virginia

Officers: Frank L Jacobs Jr, prem-
dent/CEO, John L Voigt Jr, vp

Contact: Frank L Jacobs Jr

$3.466.000 $3,382.000 Jardine Insurance Brokers Inc.

333 Bush St, Su,te 500, San
Francisco, Cal,1 94104,415-391-2600,

u s offlces $2,357,000 $2,636,400
8281 Goodwood Blvd, Suite 1, Baton Personal hnes 17% 16% fax- 415-773-4475
Rouge, La 70806, 504-927-7747, Services 1% 1% 1993 1992
fax. 504-928-4746 Invstmt income 2% 3% Gross revenues $106,170,461 $114,317,163
Other 12% 2% Brokerage Retail 80% 79%
1993 1992
Employees 41 42 US offices $84,408,736 $89,762,856
Prenuum velume $8,000,000 $7,500,000 Offices > 2 Nom_U S officos 400,226 467,680
Gross revenues $950,010 $900,000 ) orooml hos oot oo
U S clients 100% 100% Fcfunded 1924 ) . . 139 139%
Brokerage Retail 80% 80% Retail brokerage. 99% commissions, Services
Invstmt Income 2% 2%
U S offices $760,000 $720,000 1% fees
o " 15% 1596 E : b fits: 99 " Employees 1,043 1,124
ersonal lines % o mployee benefits: 9% of revenues Officos 28 30
Invstmt In,Dme 5% 7 Retail brokerage branches- Boston
Employees 12 13 Founded. 1982

Offices 1 1

Founded: 1992

Licensed excess/sun,lus broker in:
l,oulsiana

Officers: Joseph A Simcoe, premdent,
Barbara N Mowad, secretary/treasurer;

5215 Old Orchard Road, Suite 850,
Skokie, 111 60077, 708-581-9100,

Premium volume $7,509,375 $7,556,051
Gross revenues $1.219,869 $1,289,869 1993 1992
U S chents 100% 100% Premium volume $14,622.100 $14,812,600 Brenda A Riddle, vp
Brokerage Retail 57% 55% Gross revenues $1,859,900 $1,705,500 Contact: Joseph A Simcoe
U S offices $695,325 $709,428 U S clients 100% 100%
Personal lines 43% 45% Brokeragg Retail 59% 69% Insurance Benefit
Employees 185 185 US offices $1,097,341 $1,176,795
Ofhees 3 3 Wholesale 5% 5% Consultants Ltd.
Personal hnes 18% 11%
Founded: 1944 Invstmt income 2% 3%
Retail brokerage 99% conf£ussions, Other 16% 12%
1% fees Employees 25 26 fax 708-581-9115

Employee benefits: 17% of revenues

Retail brokerage branches: Bndgman
and Niles, Mich

Offices 1 1
Founded: 1926
Retail brokerage: 99% commissions,

Officers: Robert J Mulhoek, chairman, 156 fees

Richard K Bell, president, Tomas Smith,

secretary/treasurer
Contact: Richard K Bell

ISU/Insurance Services

100 Pine St, Suie 1700, San

Officers: T Chns Purdy, president, J
Craig Purdy, vp, Wilham H Purdy, trea-

surer

Contact- Stephen A Engle, manager

Francisco, Calif 94111, 415-788-9810, ISU/Ricci Associates Inc.

fax 415-397-5530

1993 1992

Pmmium volume $23,000.000 $12,000,000
Gross revenues $2,750,000 $1,380,000

U S clients 100% 100% 1
Brokerage Retail 697 % 88 Om

U S offices $1,916,750 $1,214,400
Personal lines 300% 10 &
Invstmt Income 03% 20%
Employees 30 A

Offices 1 1
Founded: 1989
Retail brokerage: 100% Commlissionz
Employee benefits: 3% of revenues
Acquisitions: Lithgow & Rayhill Inc,

San Francisco

Licensed excess/surplus broker in:

Callfornia

Officers: Tommy Ryan, president,

1910 Pine St, St Louis, Mo 63103,
314-231-2277, fax 314-231-1641

1993 1992

Pt, mium volume $12,020,000 $12,000,000
Gross revenues $1,412,000 $1,400,000

U S chents 100% 106%
Brn'ter.6 Retail 934% 00%

L 4 nflices $1,318,808 $1,333,000
keinsurance 10% 10%
Personal lines 0% 30%
In, stmt income 11% 10%
Other 05% NA
Employees 17 18
Offices 2 2

Founded: 1985

1993 1992

Founded: 1984

Retail brokerage: 98% commissions,
2% fees

Employee benefits: 95% of revenues

Officers: Steven B Foreman, Helene C
Migala, David N Schwimmer, prmci-
pis

Contnct David N Schwimmer

Insurance Management Co.
123 W Ninth St, Ene, Pa
16501-1302, 814452-3200,
fax: 814-454-5598

1993 1992

Retail brokerage: 95% commissions, Premium vo.ume $24.524,000 $22,940,000

Grace Ryan, executive vp, T J Ryan m, tity Risk Managers, Sprmgdfleld, Mo

senior vp
Contact Grace Ryan

5% fees Gross revenues $2,252,000 $1,600,000
Employee benefits: 15% of revenues U S cfients 100%
Brokerage Retail 248% 928%
Reta,1 brokerage branches: Pubhc En- US offices. $2,134.806 $1,484.800
Personal hnes 02% 02%
Lic....d excess/surplus broker in: llll- sennces NA

nom, Missouri, 35 other states

Invstrnt income 5.0% 50%

Licensed excess/surplus broker in:
Massachusetts

Officers: Sumner W Herman, presi-
dent/treasurer, Arnold J Horowitz, ex-
ecubve vp, John J Kelly, vp

Contact Sumner W Herman

Insurance Professionals Inc.

205 Robin Road, P O. Box 292,
Paramus, N J 07652, 201-265-7110,
fax 201-843-4514

1993
$8,200.000

1992
Premium volume $8,600,CO0
Gross revenues

U S chents 100%

Brokerage Retail 75%

Parent: JIB Group PLC,

Employee benefits: 11% of revenues

Retail brokerage branches. Los Ange-
les, San Francisco, Jardine Group Ser-
vices Corp, Chicago and Oak Brook, lll,
Albany, New York and Schenectady,
N Y, Jardine Insurance Brokers Anzona
Inc,Phoenix, Jardine Insurance Brokers
Central Cahfornia Inc, Stockton, Callf,
Jardme Insurance Brokers Hawall Inc,
Honolulu, Jardme Insurance Brokers It-
linois Inc, Chicago, Jardine Insurance
Brokers Kansas Clty Inc, Hutchmson

$1,051,000 $1,052,coo and Topeka, Kan, Jardme Insurance
100% Brokers Los Angeles Inc, Los Angeles,
75% Jardine Insurance Agency Michlgan Inc,
$788.COO Troy, Mich, Jardine Insurance Brokers

Midwest Inc, Kansas Crty, Mo, Jardme
Insurance Brokers New York Inc, New
York, Jardine Insurance Brokers Orange
County Inc, Garden Grove, Cal.f, Jar-

Retail brokerage: 99% commissions, dine Insurance Brokers San Diego, San

Premium volume $85,010,000 $84,814,120 u S offices $788,000
Gross revenues $3,866,635 $3,816,635 Personal lines 25% 25%
U S chen-s 100% 100% Employees e 10
Brokerage Retail 88% 89% Offices 1 1
US offices $3,402,639 $3,396,805 Founded: 1965
Wholesale 2% 2%
6% 5%
LI —gp — 1% fess
Personal hnes 2% 2% .
Services 2% 2% Officers: John Jones, premdent
Employees 38 38
Offices 1 1

Diego, Jardine Insurance Brokers San
Francisco Inc, San Francisco, Jardine
Insurance Brokers San Jose Inc, San

Insurance & Risk Management Jose, Calif, Jardine Insurance Services

3811 lll,nois Road, PO Box 1705,
Fort Wayne, Ind 46801,
219-436-1616, fax 219-432-4083

1993 1992

Premium volume $80,000,000 $79,000,000

Gross revenues $11,169,000 $11,276,000
U S clients 100% 100%

Brokerage Retail 80% 7%
US offices $8,935,200 $8,682,520

Personal hnes 17%

Services 1% 3%

Invstmt income 1%

Other 1% 20

Employees 160 1se

offices 6 s

Founded: 1963
Retail brokerage 87% commissions,

100% 13% fees

Employee benefits: 27% of revenues
Acquisitions: Moneymaker Agency, In-

20% dianapohs, December 1993

Retail brokerage branches: Indianapo-

ouston Jardine Pinehurst
Management Co Ltd Hamilton, Ber-
muda, Motor Truck Owners Conference
Inc, Kansas City, Mo, Personal Lines,
Schenectady, NY, Professional Dental
Reviewers Inc, New York, Safe Passage
International, Denver, Jardine Cormta-
gem de Seguros Ltda, Sao Paulo, Brazil,
Jardine Pont & Associadores Corretores

15% de Seguros Ltda, Rio de Janeiro, Brazil

Officers: Dawd J Batchelor, presi-

3% dent/CEO-JIB Inc, E Paul Hansen,
CFO-JIB Inc, Jeffrey G McKmley, W

Michael Carroll, Sam Elliott, executive
vps-JIB Inc

Contact: Stephanie Davis, vp-con)o-
rate communication
Jardine Insurance Brokers Inc ts a unit of JIB
Group PLC Informatzon m thu listing LS also m-
cluded m JIB G,oup'& data

Conhnued on neoct page
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Gross revenues.. $1,782,500 $1,648,000
U.S. clients. 1% 1%
Non-U.S. clients.. 99% 99%

Brokerage: Retail.... 45% 36%
Non-U.S. offices.. $802,125 $593,280

Personal lines. 46% 53%

Services.., 3% 3%

Invstmt. income. a% 6%

Other.. 2% 2%

Ermployees... 37 30
OfFfices_ ... = 1

* Converted at applicable exchange rates.

Founded: 1981.

Retail brokerage: 97% commissions,
3% fees.

Employee benefits: 3% of revenues.

Retail brokerage branches: Brampton,
Ontario.

Officers: Frank T. Holman, president;
Paul D. Holman, Christopher J. Holman,

vps; Mark A Holman, assistant vp.
Contact: Paul D Holman.

Holmes, Murphy
& Associates Inc.
420 Keo Way, Des Moines, lowa

50309; 515-286-4400;
fax: 515-286-4494

1993 1992
Premium volume, $170,000,000 $160,000,000
Gross revenues. $17,206,387 $15,003,977

U.S. clients. 100%

Brokerage: Retail. 83% 84%

100%

U.S. offices. $14,281,301 $12,603,341
Personal lines. 4% 3%
Services 6% 5%
Invstmt. income. 1% 2%
Other. 6% 6%
Employees 179 180
COoOFFiccee = —a ==

Founded: 1971.

Pamnt: HMA Inc.

Retail brokerage: 93% commissions,
7% fees.

Employee benefits: 20% of revenues.

Retail brokerage branches: Cedar Rap-
ids and West Des Moines, lowa; Holmes,
Murphy & Associates of Texas Inc., Dal-
las.

Licensed excess/surplus broker in:
lowa.

Officers: J Douglas Reichardt, chair-
man/director; James S. Swift, presi-
dent/director; Nickolas J. Henderson, se-
nior vp/secretary/director; Basil H. Daw-
son, Marlin C. Willis, senior vps/direc-
tons; Carl P. Drautz, senior vp; Donald

L. MeNutt, vp-finance/treasurer.
Contact Nickolas J. Henderson.

Hylant-MacLean Group

1505 Jefferson Ave., Toledo,
Ohio 43624; 419-255-1020;
fax: 419-255-7557

1993 1902
Pmmium volume $125,000,000 $125,000,000
Gross revenues. $10,250,000 $9,625,000

U.s. clients. 100% 93%
Non-U.S. clients. NA 7%
Brukerage: Retail. 98% 98%
U.S. offices..... $10,045,000 $8,772,225
Non-U.S. offices. NA $660,275
Personal lines 1% 1%

* Invstmt. income. 1% 1%
Employees. 116 22
Offices ... . .._.... 3 3

Founded: 1935.

Retail brokerage: 40% cornmissions,
60% fees.

Employee benefits: 14% of revenues.

Retail brokerage branches: Detroit;
Cleveland and Columbus, Ohio.

Licensed excess/surplus broker in:
Michigan, Ohio.

Officers: Patrick R. Hylant, president;
William F. Buckley, vp/COO; J. Scott
Stewart, Kyle R. Latham, Stephen T.

Hylant, Michael M Hylant, vps.
Contact: Dianne Cameron.

ISU/Beauchamp
& McSpadden Inc.
231 W. Canal St., P.O. Box 687,

Wabash, Ind. 46992-0687;
219-563-8821; fax: 219-563-7957

1993 1992
Premium volume... $23,025,000 $21,400,000
Gross mvenues. $3,170,000 $2,906,000
U.S. clients. 100% 100%
Brokerage: Retail, 52.4% 58.0%
U.S. offices. $1,660,300 $1,685,480
Personal lines. 24.6% 34.6%

23.0% 7.4%
Ermployceces. SO =7

OfFfices=s ... ... ._._._._ s a

Invstmt. income

Founded: 1927.

Retail brokerage: 100% commissions.

Employee benefits: 4.5% of revenues.

Retail brokerage branches: North
Manchester and Warsaw, Ind.; Morrison
Galliher/ISU Inc, Muncie, Ind.; State In-
surance, Marion, Ind.

Licensed excess/surplus broker in: In-
diana.

Officers: Robert W. Beauchamp, prsi-

dent; Joseph W. MeSpadden, serlf-
tary/vp; Larry D. McSpadden, Frederick
H. Squires, vps; Michael J. Beauchamp,
treasurer/vp.

Contact: Robert W. Beauchamp.

ISU/Blackwood Agencies
1503 Eighth Ave., P.O. Box 300,
Beaver Falls, Pa. 15010;
412-846-1550; fax: 412-846-0845

1993 1992

Premium volume._ $10,200,000 $10,800,000
Gross revenues. $1,200,000 $1,600,000

U.S. clients. 100% 100%
Brokerage: Retail.. 70.0% 63.9%

U.S. offices. $840,000 $1,022,400
Wholesale 1.0% 1.0%
Reinsuranee. 1.0% 1.0%
Pemonal lines.. 11.4% 10.1%
Services. 1.0% 1.0%
Invstmt. income.. 3.6% 5.3%
Other. 12.0% 17.7%

Emmployvees... 22 233
> FFicce = _ _ b | b |

Founded: 1943.

Retail brokerage: 97% commissions,
3% fees.

Licensed excess/surplus broker in:
Pennsylvania.

Officers: W. Richard Blackwood, presi-

dent; D. Irene Ridenour, secretary/trea-

surer.

ISU/Blaine-Braswell
& Associates Inc.

10825 Watson Road, P.O. Box 8597,
St Louis, Mo. 63127; 314-966-2600;
fax: 314-966-0128

1993 1992
Premium volume. $13,500,000 $12,600,000
Gross revenues. $1,210.000 $1,200,000
U.S. clients...... 100% 100%
Brokerage: Retail. 90% 90%
U.S. offices. $1,089,000 $1,080,000
Personal lines. 8% 8%
Invstmt. income. 2% 2%

Ermployeaes. 17 17
COfFfFice=_ _ _ - - - - = - = = - = = =

Founded: 1973.

Retail brokerage: 100% conimissions.

Employee benefits: 6% of revenues.

Retail brokerage branches: Mt. Ver-
non, lll.

Licensed excess/surplus broker in:
Missouri.

Officers: James N. Blaine, president;
Stacey W. Braswell, vp; Wilda N. Blaine,

secretary/treasurer.
Contact: James N. Blaine.
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ISU/Cassady Neeser Brasseur
340 Columbia Place, South Bend,

Ind. 46624; 219-233-9443;
fax: 219-289-9504

1993 1992

Pmmium volume... $22,000,000 $22,000,000
Gross revenues. $3,000,000 $2,900,000

US. dients. 100% 100%
Brokerage: Retail.. 85% 80%

U.S. offices. $2,550,000 $2,320,000
Personal lines. 10% 15%
Services. 1% 2%
Invstmt. income. 4% 1%
Other.. NA 2%
Employees.... 36 37
Offices. 2 2

Founded: 1919

Retail brokerage 98% commissions,
2% fees.

Employee benefits: 8% of trvenues.

Retail brokerage branches: Oakbrook
Terrace, lll.

Licensed excess/surplus broker in: In-
diana.

Officers: Gregg Brasseur, managing
partner; Robert Neeser, Thomas Cassady
Sr., partners.

Contact Tom Cassady Jr.

ISU/Corporate Insurance
Management

1 Insurance Center Plaza, St. Louis,
Mo. 63141; 314-434-3000;
fax: 314-434-2917

1993 1992
Premium volume ... $13,089,084 $10,884,398
Giriss revenues $1,410,364 $1,322,362
U.S. clients. 100% 100%
Brokerage: Retail. 84% 82%
U.S. offices. $1,184,706 $1,084,337
Personal lines. 14% 16%
Invstmt income...... 2% 2%
Emplovees.. 1< 14

COoOffice=___ 1 1

Founded: 1932.
Retail brokerage: 100% commissions.
Employee benefits: 9% of revenues.
Licensed excess/surplus broker in:
Missouzi.
Officers: W. Dale Finke, president;
Continued on nert page

Directory terms and methodology
explained on page 56.

the UnNnderwriter

PROFESSIONAL INDEMNITY AGENCY, INC.

PROFESSIONAL INTERMEDIARIES ASSOCIATES, INC.
409 Manville Road RO. Box 130
Pleasantville, NY 10570
Telephone (914) 747-1818
Telefax (914) 747-3737

We are the professionals for:

Multi-Employer Trustee 6 Fiduciary Liabitity
ERISA Compliance Bonds

« Corporate Fiduciary Liability

* Excess Corporate Fiduciary Liabi/ity

» Directors 6 O#icers Liability

- For Profit & Non-Profit

* Excess Directors 6 O#icers Liability

- For Profit & Notl-Profit

VVhat

» Kidnap/Ransom, Extortion & Detention

* Malicious Product Tampering

Miscellaneous Errors 6 Omissions Liability

* Insurance Agents 6 Brokers Errors 6 Omissions

« TPA/Bene#ts Consultants Errors 6 Omissions

« Environmental Consultants/Analytical Testing

Labs Errors 6 Omissions

Aggregate and Specific Stop Loss Coverage for

Self-Insured or Self-Funded Health Plans

is Professional™?

VWe have...

THE SERVICE

THE PRODUCT

THE PEOPLE

&

COMPETITIVE COMMISSIONS

T hat

is Professional!
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Spotlight report

Cont:nued from premous page
Haas & Wilkerson Insurance
4300 Shawnee Mission Parkway,

Shawnee Mission, Kan 66205,
913-4324400, fax 913-432-6159

1993 1992

Premium volume $75,732,800 $66,200,000
Gross revenues $11,630,900 $10,700,000
U S clients 98% 98%
Non-U S cllents 2% 2%
Brokerage Retail 94% o4%
U S offices $10,714,385 $9,856,840
Non-U S offices $218,661 $201,160
Wholesale 1% 1%
Personal lines 3% 3%
Selvices 1% 1%
Other 1% 1%
Employees 102 95
O6:ces 6 6

Founded: 1939

Retail brokerage 99% commissions,
1% fees

Employee benefits: 6% of revenues

Retail brokerage branches: Los Ange-

Cameron M. Harris & Co.

town and Wobum, Mass, Bechard In- Employee benefits: 64% of revenues Gross revenues $24,212,000 $22,900,000
95% 93%
P O Box 220748, Charlotte, surance Agency Inc, Nashua and Salem, Retail brokerage branches: Newport U § ellents __ oo ot
N C 28222,704-366-8834, N H, Gove.rnmental Entities Manage- News, Va, Colomal Prernlurn Fmance Brokerage Retall 06% 04%
fax 704-36&8245 ment Services Inc, Colome, NY, Glen Co, Newport News, Va , Firestone Inmn-- US offices $22,571,000 $20,800,000
1003 1002 Allen, Va ance Services, Newport News, Va, Self Non-U S offices $673,000 $726,000
Premium volume $112,422,462 $85,950.266 Non-retail broker.a.ge subsidiaries: Insurance Ser,hces Inc, Rlchmo.nc'i, Ya Reinsura.nce 1% 1%
Gross revenues $11,576,334 $9,640,953 Governmental Entities Management Non-retail brokerage subsidiaries: Personal lines NA 1%
U S clients 100% 100% Services Inc, Colonie, NY, Hastings- Overstreet & Newell, Atlanta Services 1% 1%
Brokerage Retail 691% 683% Tapley Services Inc, Cambndge, Mass, Licensed excess/surplus broker in:  !"vstmtincome 2% 8%
Offices 15 14

U S offices

Personal lines 16.5%

Services 04%

09%
131%
14923

Invstmt income

Other

08%
13 0%

Employees 134 oo

Ofhces 5
Founded: 1979
Parent C M Hams Holdmg Co
Retail brokerage' 881% commissions,
119% fees
Employee benefits: 85% of revenues
Retail brokerage branches: Boone, Le-
noir, Morganton and Raleigh, N C
Licensed excess/surplus broker in:

les, St Petersburg, Fla, Fairway, Kan, North Camlina

St Louis, New York, Philadelphia

Officers: Cameron M Hams, prest-

Licensed excess/surplus broker in: Na- dent/CEO, M Eugene Lmk, executive

tionvnde

vp/COO, Wilham A Richard Jr, CFO0O/

Officers: Wilham R Wilkerson m, secretary/treasurer; James F Walker, ex-

$7.999.248 $6,590.235 Lane England Associates Inc, Cam- Georgia, Vpa
175% bndge, Mass

5 chairman,

Officers: George G Philhps Jr, chair- Founded: 1954

Licensed excess/surplus broker in: man, Jeffmy A Snyder, executive vp, F Parent: Arkwnght Mutual Insurance
Massachusetts Dudley Fulton, president/CEO, Eleanor CO
Officers: Fredenck J England Jr, V Rathbun, secretary, Shemlyn S Wal- Retail brokerage: 75% commissions,
Hemy A Bechard Jr, 25% fees
chairman, E Donald Lewis, president, Retail brokerage branches: Los Ange-
Marsha K Bumdge, executive vp, Jenni- les, San Francisco, Greenwich, Conn,
fer L Decker, vp/clerk Atlanta, Chicago, Columbia, Md, Bos-
Contact: Daniel A Leone, vp/comp- Paul Hertel & Co. Inc. ton, Rutherford, NJ, Cleveland, Phila-
troller 243 Chestnut St., Philadelphia, delphia, Austm, Dallas and Houston,
Pa 19106,215925-7656, Texas, Montreal, Toronto
fax 215-923-0342

vice den, vp-insurance operattons

Contact: F Dudley Fulton

Licensed excess/surplus broker m:

Healthcare Insurance Alaska, Callfornia, Connecticut, Massa-
1993 1992

$31,600,000 $30,600,0C chusetts, Michigan, New York, Pennsyl-

$3,750,000 $3,700, OCO vanla, Texas Virginla
100% 100% Officers: W Glénn Yancey, president/
Brokerage Retail 75% 72% CEO, Thomas A Golub, Richard R

US ofhces $2,812,500 $2,664,000 Wood, executive vps, Charles E Dam-

Services Inc.

Premium volume
820 Gessner, Suite 1000, Houston, Gross revenues
Texas 77024, 713-4614000,

fax 713-4614334

U S clients

1993 1992 Personal lines 2096 22°4 .
. . . . . A rand, sentor vp/staff officer; Allard A
chairman/CEO, J Phhp Coulson, presi- ecutive vp, Harold J Wilkerson, market- Premium volume $161,111,899 $137,383,747 Services 3% 2% geutel senior Vpp
dent, Fredenck P Dunn, executive vp/ ing manager Gross revenues $18,224,815 $15,815,437 Invstmt Income 1% 3% c ’ Charl ED d
COO, L Mitchell Castor, vp/CFO, Contact: Wilham A Richard Jr U s clients 100% 100% Other 1% 1% ontact aries amgran
Daniel R Allan, v Brokerage Retail 602% 51 8% Employees 53 55
Contact: Fredesck P Dunn U S offices $10.971,339 $8,192,396 Offices 1 1 The Hoffman Co. Inc.
Harris & Harris noesae oo o Founded: 1908 19750 S Vermont Ave, Suite 227,
Hackett, Valine of Kentucky Inc Services 2749 30 5% Retail brokerage 99% commissions, Torrance, Calff 90502, 310-329-1100,
& MacDonald Inc. Y ’ Invstmt mcome 33% 43% 1% fees fax 310-329-3837
501 S Second 5t,PO Box 909, Employees 85 96 Employee benefits: 1% of revenues
140 Kennedy Dnve, P.O. Box 2127. Louisville, Ky 40201 -0909, Offices >

South Burlington, Vt 05407-2127,

502-584-2193, fax 502-581-0648

Licensed excess/surplus broker in: Premium volume $38,000, 000 $35, OOO OOO

Founded: 1983 Pennsylvania Gross revenues $835,000 $821,000
802458-1100,fax- 802-658-9419 1993 1992 Parent: The Galtney Group Inc Officers: Paul R Hertel Jr, chainnan, U S clients 100% 100%
1993 1992 Premium volume $31,200,000 $30,300,000 Rew brokerage: 85 9% commissions, James J McLaughlm, premdent, Robert Brokerage Retall 9896 8%
Premium volume $26,000,000 $26,000,000 Gross revenues $3,450.000 $3,650,000 14 1% fees J Bush, executive vp, John T Rigaut, U Soffices $818,000 $805,000
- uUS dients 100% 100% Personal lines 1% 1%
Grzsss rervem:es $3,75:)£0/0 $3,45f,g(0)2/ Bmkerag'e o Employee benefits: 37% of revenues George A Wood, senior vps, George E Servicos 1% 1o
clients Yo C
Brokerage Retail sea% se7% US offices $2,691,000 $2, 591,500 Retail brokerage branches: profes- Mansheld. vp/secretaly Employees 7 s
U S offices $3,240,000 $2,995,485 Wholesale 1596 2% monal Risk Management Services Inc, Offlces 1 1
Personal lines 92% 10 0% Personal bnes 4% 4% District of Columbia Hibbs-Hallmark & Co Founded: 1987
Invstmt Income 28% 23% Services 1:/" 1% Non-retail brokerage subsidiaries: - Retail brokerage: 99% commismons,
Other 16% 10% Invstmt Income 2% % Healthcare Risk Management Services P O Box 8357, 1001 W Southwest 1% fees
a3 a2 Other NA
irf:’;f:ees ’ 1 Employess 31 37 Inc, Houston Loop 323, Tyler, Texas 75711, Employee benefits: 99% of mvenues
OBeon ; ; Licensed excess/surplus broker in: 903-561-8484; fax 903-581-5988

Founded: 1970

Retail brokerage: 100% commissions

Employee benefits: 9% of revenues

Licensed excess/surplus broker m:
Vermont

Officers: Luther F Hackett, president,
John J Dwyer, vp/secretary, Luther S
Hackett, vp/tasurer, Richard Hulette,
L David Smith, semor vps

Contact: Gerard W O'Reilly

Hamilton Dorsey Alston Co.
3350 Cumberland Circle, Atlanta,
Ga 30339, 404-850-0050,
fax 404-850-9375

1993~ 1992-

Founded: 1915
Retail brokerage: 98% commissions,

Officers: Hugh C Hoffman, president
California, Colorado, District of Colum- 19093 1992 Contact: Kathey Dread, office man-

bla, lowa, Indiana, Kansas, Maryland, Pmmium volume $29,610,210 $27,322,200 ager

o Mlchlgan Mlnnesota North Carolina, Gross mvenues $7.763.583 $6,262, 172
o Tees
Nebraska, New Hampshire, New York, U S clients 100% 100% .
its: 19 o o Ho Robinson Inc.
E.mploye; be”ef'tf' 1 /"l of o Oregon, South Dakota, Tennessee, Brokerage Retml | Srosw | Jeane 99 ]
‘ icensed excess/surplus broker in: In- Texas, Utah, Virgmla, Wisconsin, Wyo- $2,876, (38 $2,7 ,005 800 Boylston St, Suite 4500, Boston,
diana, Kentucky, Virgima min Personal lines 563% 7T5% Mass 02199, 617-236-8200,
Officers: John G Beam Jr, chairman, < Ay . Services 5679% a792% fax 617-236-8282
. Officers: Wilham F Galtney Jr, chair- Invstmt Income 0.48% 074%
Mchael F Sheehan, pmsident, Pamela
man, Wilham J Reese, president, Joe L other 005% 025% 1993 1902
R \gessel, xecytive vo, Jeffrey/V Moore, executive vp, Donan Welss, se- Employees oz 84 Gross revenues $66.700,000  $68,600,000
owan, Chifor: Igin, senior a 2 U S clients 93% 9496
nlor vp, Beverly S Patnck, premdent- Offices
Contact: Pamela R Wessel Non-U S clients 7% 6%
Professionai Risk Management Services Founded: 1930 3 oo S19%
Inc Retail brokerage: 953% commissions Brokerage Rt . .
ge: o , U S offices $41,400.000 $41,900,000

Hastings-Tapley Insurance
Agency Inc.

Premium volume $50,964,628 $54,060,000 271 Cambndge St, Cambndge,
Gross revenues $7,396,316 $6,221,533 Mass 02141, 617-876-7510,
U S clients 100% 100% fax 617-876-7155
Bmkerage Retail 80% 72%
< 1993 1992
U S offices $5,590,217 $4,455,076 .
Porsonal lines 1896 oo Premium volume* $104,766,043 $92,879,000
) Gross revenues $14,043,900 $12,833,512
Invstmt income 1% 3%
U S clients 100% 100%
Other 1% NA
il 5776% 5280%
Employees 765 606 Brzk:ra?fe Retail $6 801
Ofhees 1 4 offices $8,145.462 ,
" N Personal lines 2524% 30 10%
- Fiscal year ending October 31
Servt ces 16 00% 16 10%
Founded: 1972 Invstmt income 100% 100%
Retall brokerage: 90% commissions, Employees 190 174
10% fees Offices 14 13

Employee benefits: 23% of revenues

Acquisitions: Commercial Producer,
Atlanta, December 1992, Benehts Pro-
ducer, Atlanta, January 1993

OEficers: Robert S Necessary, chair-
man, John C Hamilton, premdent,

= Life and group health prenuums not included
Founded: 1866

Retail brokerage: 97 9% commissions,
21% fees

Employee benefits: 1% of revenues

Acquisitions: Cluett Insurance Agency, Wholesale

Steven H Haase, J Vernon O'Neal, Joe Braintree, Mass, August 1992

Hanulton I[l, semor vps, Wilham H
Rauschenberg, executive vp
Contact Angi Bemiss, CP'O

Retail brokerage branches: Fairfield,

Conn, Danvers, Gloucester, Ipswich,

North Reading, Qumcy, Saugus, Water- *'s !

MERGERS & ACQUISITIONS

INVESTMENT BANKING SERVICES

CLAIMS AND PREMIUM AUDITS

ACTUARIAL SERVICES

APPRAISALS

For Insurance Companies, Agents and Brokers

STAMFORD FINANCIAL GROUP

(a division of Financial Analysis and Control Systems Corporation) seiwces

655 Washmgon Boulevard O Suite 806 0 Stamford, Connecticut 06902

el: (203) 324-9797

Fax: (203) 3244614

,761 Joseph Held Co. Inc.

Contact Wilham F Galtney Jr 47 % fees

Pemonal lines 11% 10%

Employee benefits: 451% of revenues Services 26% 2896
Retail brokerage branches: Hibbs- Invstmt income 1% 1%
Hallmark & Co, l,ong,new, Texas Employees 690 810
Non-retail brokerage subsidiaries: Offtees 37 37

CAS-Claims Administrative Services

C.E. Heath P.LC.

133 Houndsditch, London EC3A 7AH,

England, 44-71-234-4000,
fax 44-71-234-4111

Founded: 1970

Inc,Tyler, Texas

lacensed excess/surplus broker in:
Texas

Officers: Billy E Hibbs, president, Employee benefits: 26% of revenues
Barry Jones, executive vp, Mary Smith, Acquisitiom: Lyle McNichols Agency,
secretary/treasurer, Billy E Hibbs Jr, Detroit, Noble Lowndes, Boston, Rollms
Brenda Thomas, vps Hudig Hall of Grand Rapids, Grand

Contact Billy E Hibbs Sr Rapids, Mich

Retail brokerage branches: Culver City
and San Francisco, Cahf, Boca Raton
and Palm Beach Gardens, Fla, Atlanta,

Parent: Hogg Group PLC
Retail brokerage: 88% commissions,

See profile on page 42 12% fees

127 John St, New York, NY 10038,
212-732-3508 or 800-221-9940,
fax 212-797-5413

1993

1992 Hilb, Rogal & Hamilton Co.

Pmmium volume $17,750.000 $17,250,000 4235 Innslake Dnve, P O Box 1220 ) ; .
Gross revenues $2.150,000 $2,050,000 Honolulu, Chicago, Southfield and Sagi-
Glen Allen, Va 23060-1220, .
U S clients 98% 98% 804-747-6500: 804-747-6046 naw, Mich, Bloommgton, Mmn, St
. — - fax - ~
Non-U S clients. 2% 2% ’ Louis, Manchester, NH, New York,
Brokerage Retal 850% 75 0% See profile on page 49 Burhngton, NC, Pepper Pike, Ohio,
i 1,82 1 .
u s offices $ ,512?,/0 $ ~5317£;55>0u/° Bala Cynwyd, Pa, Austin, Dallas and
Porconalhnes 15% 0% Lubbock, Texas, Alexandna, VVa, Mil-
Services 10% 20% The Hirshom Co. waukee, Hamilton, Bermuda, Hogg Rob-
Invstmt Income 25% 25% mson Consulting Group, New York,
7 . 14 E Highland Ave, Philadelphia,

Penn General Sennce Corp, Los Ange-
les, Boca Raton, Fla, Atlanta, Chicago,
Marshfield, Mass, Cadllac, Ishpeming
m and Southfteld, Mich, Bloomington,

1 Pa 19118, 215-242-8200,

Founded: 1897 fax 215-247-6366

Retail brokerage: 97 5% commissions, 1993

25% fees Prenuum volume $12,000,000 $11,000,000 Minn, Albuquerque, NM, Irving and

Licensed excess/surplus broker in: G':f;'::::'::s $1 500:)2? $1.32(())u}000 Lubbock, Texas
New York " N Licensed excess/surplus broker in

n-U S clients 10% 10%
Officers: Kenneth S Held, president/ Brokerage Retail 73 4% 7es%  Cahfomia, Flonda, Georgia, Hawau, Ilh-
CEO, Renee Held, vp/treasurer U S offices $1,101,000 $998400 nom, Massachusetts, Michigan, Minne-
Contact. Kenneth S Held Wholesale 20% 20% sota, Missoun, New Hampshire, New
Personal lines 12 0% 14 0% Mexico, New York, North Carolina,
Invstmt income 116% 62% Ohio, Pennsylvania, Texas, Virginia,
Henderson & Phillips ovier 1% 10% Wisconsm

Insurance irf:zl‘:syees 1: " Officers: Gary Griffith, president/

CEO, John J Welsh, executive vp/CFO,

Robert J Hogan, president-brokerage

Retail brokerage: 96% commissions, services dw1sion, Richard | Citron, pres-

4% fees

235 E Plume St, Norfolk Va 23510,
804625-1800, fax 804-625-4849

Founded: 1930

1993 1992

ident-benefits services division

Premium volume $85,000,000 $86,000,000 Employee benefits: 36% of revenues Contact: Gaiy R Grifhth or John J
Gross revenues $11,500,665 $12,506.650 Licensed excess/surplus broker in: Welsh

U S clients 100% 100%
Brokerage Retail 50 1% 480% Penn_sylva_ma . Ho‘gg Robinson Irrc ts a unit of Bam Hogg Group

US offices $5.761,833 $6.003,192 Officers: Ralph.r S lesh.orn, chairman, Infonnation m the hsting w also mctuded m Bam
Wholesale 16 7% 22 5% B Graeme Frazier, president, Stephen Hogg Group's data
Reinsurance 21% 15% H Wethenll, George Connelly, Dennis
Personal bnes 23.2% 21 8% Murphy, vps Holman Insurance

52% 34% Contact. Ralph S Hirshom Brokers Ltd.

Invstmt income 11% 17 %
Other 16% 11% 165 E Beaver Creek Road, Suite 18,
Employees 227 130 Hobbs Group Inc. Richmond Hill, Ontano L48 2N2,
Offlces 5 6

225 Wyman St, Waltham, Mass
02254, 617-890-1455,
fax 617-890-8617

Canada, 905-886-5630,
Founded: 1896 fax 905-886-5622
Parent Henderson & Philhps Inc

Retail brokerage: 94% commissions,
6% fees

1993~

$9,687,500

1992"

$9,064,000

1993 1992 Prenuum volume

Premium volume $237,000,000 $231,000,000 Continued on next page
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Texas; WxxIrow Baird, president-Gow
& Hanna Inc. of Connecticut.

Contact: Timothy Gow.

Grace/Mayer Insurance
Agencyinc.

10050 Regency Circle, Omaha,
Neb. 68114; 402-397-5050;
fax: 402-397-6675

1993 1992
Premium volume. $21,800,000 $20.700,000
(;ross revenues $3,000,000 32,900,000
U.S. clients. 100% 100%
Brokerage: Retail .. 80% 85%
US. offices. $2,400.000 $2,465,000
Personal lines... 15% 12%
Services. 5% 3%
Emplciyees. 34 34

Offices.
Founded: 1917.

Retail brokerage: 95% commissions
5% fees.

Employee benefits: 6% of revenues.

Licensed excess/surplus broker in: Ne
braska.

Officers: Martin J. Lehr, CEO; Arnold
H. Joffe, president: Gary M Kaplan,

vp/treasurer, John S. Lehr, vp/secretary
Contact: Arnold H. Joffe.

The Graham Co.

1 Penn Square W., 24th Floor,
Philadelphia, Pa. 19102;
215-567-6300, fax: 215-751-9518

1993 1992
ltemium volume..... $74,300,000 $67,900,000
Gross revenues... $13,320,880 $11.596,000

U.S. clients . .. .... 100°. 100/
Brokerage: Retail. 96% 2959
US. offices . $12,788,045 $11,016,200
Personal lines. 2% 29/
Inistmt. income . 2% 39
Employees.. 101 o4

Offices... 1
Founded: 1950.

Retail brokerage: 69% commissions
31% fees.

Employee benefits: 1% of revenues.

Licensed excess/surplus broker in
New Jersey, Pennsylvania.

Officers: William A. Graham IV, presi
dent/CEO, John B. McCormick, trea
surer; Margaret C. Jones, corporate sec
retary; Michael Tiagwad, vp-sales
Michael J. Mitchell, Harry R. Johnson
vps.

Contact: Margaret C. Jones.

Gras Savoye S.A.

115/123 Ave. Charles de Gaulle,
92200 Neuilly-sur-Seine,

France; 331-47-38-72-18;

fax: 331 -46-37-11 -41

See profile on page 45.

Greene Hazel
& Associates Inc.

1710 Gulf Life Tower, Jacksonville,

Fla. 32207; 904-398-1234;
fax: 904-396-7432

1993 1992

Plrmium volume. $22,000.000 $20,000,000
(:ross revenues. $2.10(),000 $1,950,0()0
US.clients . 100°/1 100°/
Brokerage: Retail .. 80°/. 80"~
U.S. offices . $1,680,000 $1,560,000
Personal lines . 10% 10%
Sen ic es. 2% 29/
Other...... 8% 89/
Employees. 26 24

Officers. 1

Founded: 1984.

Retail brokerage: 97 % commissions
3% fees.

Employee benefits: 8% of revenues.

Licensed excess/surplus broker in
Florida.

Officers: Thomas A Hazel, president
Theresa F. Greene, executive vp; William

R. Hardaker, vp.
Contact: Thomas A. Hazel.

Grupo Panamena
De Comercio
Via Argentina No. 12, Panama

City, Panama; 507-64-5577
fax: 507-23-8826

1993 1992
Premium volume. $7.200,000 $6,400.000
Gross revenues. $1.18,705 $1.076,975
U.S. clients . 1% 19
Non-U.S. clients . 29% 29%
Brokerage: Retail . 77.8% 78.496
Non-U.S. offices . $921,700 $844,348
Personal lines.. 18.0% 17.0%
Other 1.2% a.6%
Employees 32 28
Offices.. 2

Founded: 1968.
Parent: Panamena De Comercio S.A.
Retail brokerage: 100% commissions.
Employee benefits: 7% of revenues.
Retail brokerage branches: Colon Free
Zone, Colon, Republic of Panama.
Non-retail brokerage subsidiaries:
Bienes Raices Panamena De Comercio
S.A., Panama City, Republic of Panama.
Licensed excess/surplus broker in: All

provinces in the Republic of Panama.
Officers: Panayotis Kitras, president;
Apostolos Costarangos. vp; David A.
Perez, Stavros Costarangos, directors;
Abdiel Teran Jr., life manager.
Contact: Stavros Costarangos, P.O.
Box 4221, Panama Zone 5, Republic of

Panama.

Gundermann
& Gundermann Inc.

175 W. Carver St., Huntington,
N.Y. 11743,516-271-0600,
fax: 516-271-0610

1993 1992
$18,000,000 $17,000,000

Premium volume.

Gross revenues.. $2,755,687 $2,893,840

U.S. clients . 100% 100..6
Brokerage: Retail. 51% 51%

U.S. offices.. $1,377,844 $1,446,920
Wholesale... 10% 8%
Personal lines.. 27% 30%
Services...... 2% 2%
Invstmt, income. 1% 1%
Other........ °% 8%
Employees.. 32 a2z

Offices... 1

Founded: 1937.

Retail brokerage: 98% commissions,
2% fees.

Employee benefits: 5.3% of revenues.

Officers: Joseph Gundermann Jr., Jo-
seph Gundermann lll, Donald Gunder-

Contact: Bruce Ghessi.

H

The HDH Group Inc.

5900 USX Tower, Pittsburgh,

Pa. 15219, 412-391-7300;
fax: z.12-391-7322

1993

Premium volume...  $100,000,000

Gross revenues. $6,073,222

U.S. clients..,..... 100%
Brokerag- Retail. 78%

U.S. offices . $4,554,917
Wholesale.. 15%
Reinsurance . 2%
Services... 5%
Invstmt. income . 2%
Other 1%
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1992
$60,()00,000
$6.122.630
100%

83%
$5,081,783
10%

2%

2%

2%

1%

Emplovees.. 39 40
T O FFfFfFice = _ _ Ll —a

Founded: 1982.

Retail brokerage: 95% commissions.
5% fees.

Employee benefits: 30% of revenues.

Licensed excess/surplus broker in:
Pennsylvania.

Officers: Bryan C. Hondru, president;
Mark Horan, Joseph Deutsch, senior vps;
Wallace Merrell, vp; Kay Turnbull, trea-

Contact: Bryan C. Hondru.

Continued on next page

Geographical listing on page 73.

FOR A FULL MENU OF RISK MANAGEMENT SERVICES,
AMERICA' S STEAKHOUSE CAME TOTHE ExpERTS ... _. ...

In 1989 with 500 restaurants and over 15,000

employees in 40 states, Golden Corral Corpora.

tion's risk management needs were costly and

complicated. Until they teamed up with GAB
To cover potential claims by co.workers

as well as guests, GAB created a customized

claims administration plan that reflected

Golden Corral's caring corporate

philosophy. Including an Early

Medical Intervention (EMI)

program that ensures injured
workers receive prornpt,

necessary treatment, so they
can return to work sooner.

VI VAB

And to guarantee efficient, effective claims
management, Golden Corral is linked directly
to GAB via CENTURION,"M a unique, on-line
information management system that speeds

and simplifies the claims management process.
The result? America's favorite steakhouse

chain (Restaurants & Institutions Choice in
Chains Survey) is celebrating its 20th birthday
with savings they never thought possible.
Sound appetizing? Call John Kardos at
(201)993-3738 for
information about GAB's

Setting Jhe Quality Standard

full menu of claims

GAB Business Services, Inc., Parsippany, NJ 07054 « 1-800-422-4436
1lember SGS Group

TM administration services.

Customer Information Management Services + Casualty Claims Services *Medical Management and Vocational Rehabilitation *Cost Containment « Wo kers' Compensation+ Catastrophe Response Servicess Properly
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Gross revenues. $5,526,000 $5,190,000
U.S. clients... 100% 100%
Brokerage: Retail. 87% 87%
U.S. offices. $4,807,620 $4,515,300
Personal lines.. 4% 4%
Services. 4% 4%
Other... 5% 5%
Employees.. _ —a ==
Offices......... —= —m

Founded: 1919.

Retail brokerage: 96% commissions,
4% fees.

Employee benefits: 1% of revenues.

Officers: Donald Killian, chairman/di-
recton James Ecorm, senior executive
vp/director Brett Borisoff, executive
vp/directon Gmgory Econn, president/

director; Peggy Brooker, CFO.
Contact Brett Borisoff or Peggy

Brooker.

Elliott, McKiever & Stowe Inc.

2222 Ponce De Leon Blvd., 4th Floor,
Coral Gables, Fla. 33134-5039;
30544&7100; fax: 305-44&7887

1993 1992
Gross revenues. $1,231,099 $1,186,847
U.S. clients. 100% 100%
Brokerage: Retail. 82% 80%
U.S. offices. $1.009,501 $949,474
Personal lines.. 18% 20%
Employvees. 16 17

< > FFlic e = _ _ _ —n |

Founded: 1937.

Retail brokerage: 100% commissions.

Licensed excess/surplus broker in:
Florida.

Officers: Larry B. Stowe, CEO/seem-
tary.

Euclid Insurance Agencies Inc.
977 Oaklawn Ave., Suite 300,

Elmhurst, 111. 60126; 708-833-1000;
fax: 708-833-1747

1993 1992
Premium volume.....  $42,000,000 $35,613,000
Gross revenues....... $6,100,000 $5,315,000
U.S. clients....... 100% 100%
82.0% 94.0%

Brokerage: Retail..

U.S. offices. $5,002,000 $4,996,100
Wholesale... 15.0% NA
Personal lines..... 2.0% 3.8%
Invstmt. income. 1.0% 2.2%
Employees. 67 65

Offices.... 1 1

Founded: 1952.

Retail brokerage: 98% commissions,
2% fees.

Employee benefits: 25% of revenues.

Non-retail brokerage subsidiaries: Eu-
clid Managers Inc., Elrnhurst, Ill.

Licensed excess/surplus broker in: llli-
nois.

Officers: Peter G. Colis, president;
John N. Colis, executive vp; William F.

Loeb, Karen Knippen, vps.
Contact: Peter G. Colis or John N.

Colis.

THIRD

I:

Fairlane Associates Inc.

15350 Commerce Drive N., Dearborn,
Mich. 48120; 313-271-8200;
fax: 313-271-1255

1993 1992
Premium volume.. $22,132,000 $20,550,000
Gross revenues. $2,892,000 $2,600,000
U.S. clients ....... 100% 100%
Brokerage: Retail. 60.8% 62.2%
U.S. offices... $1,758.336 $1,617,200
Personal lines. 35.5% 32.6%
Invstmt. income...... 1.7% 1.7%
Other. - 2.0% 35%
Emmployvees. . 1 31

< > i e = _ _ - -—a

Founded: 1926.

Retail brokerage: 98% commissions,
2% fees.

Employee benefits: 3.1% of mvenues

Non-retail brokerage subsidialies: Pre-
mium Travel Services Inc. of Michigan.

Licensed excess/surplus broker in:
Michigan.

Officers: Michael J. Maldegen, presi-
dent; Robert P. Charette, vp.

Contact: Michael J. Maldegen.

Falkins Insurance Group Ltd.
911 Baker St., Cranbrook, B.C.

VIC 1A4, Canada; 604-426-2205;
fax: 604-426-7499

1993+ 1992~
Premium volume.. $12,787,500 $12,772,000
Gross revenues $1.240,000 $1,153,600
Non-U.S. clients.. 100% 100%
Brokerage: Retail.... 55% 55%
Non-U.S. offices.. $682,000 $634,480
Personal lines.. 45% 45%
Employvees . ... =28 =22
OfFfices_ ... ... ... .......... s s

* Converted at applicable exchange rates.
Founded: 1897.
Retail brokerage: 100% commissions.
Retail brokerage branches: Fernie,
B.C.; Sparwood, B.C.; Elkford, B.C;

Tamarack Shopping Centre, Cranbrook,
B.C.

Officers: Simon N. Murphy, president;

Sandra L. Westover, secretary/treasurer;
Robert MeGill.

Contact: Simon N. Murphy.

Farmin, Rothrock
& Parrott Inc.
S. 9 Washington, Suite 500, Spokane,

Wash. 99204; 509-455-3656;
fax: 509-623-1458

1993 1992
Premium volume... $5.500,000 $4,000,000
Gross revenues....... $800,000 $610,000

U.S. clients....... 100%

Brokerage: Retail. 70% 73%

100%

U.S. offices... $560,000 $445,300
Personal lines....... 3096 27%
Employees... .10 °

] 1

Founded: 1922.

Retail brokerage: 95% comrnissions,
5% fees.

PARTY

FIDELITY

VWhat is it?
VWho needs it?

Why do they need it?
How can they get it?

For complete information on this
important coverage, underwritten by Chubb,

call or fax The Brownyard Group.

THE BIliNYARD,GRQUP

cHUuUBS

Bay Shore, NY 11706-9175

(800) 645-5820 - In NY (516) 666-5050 « FAX: (516) 666-5723

Employee benefits: 8% of revenues.
Officers: Patrick Lynch, pmsident;
John Richardson, vp; Kelly Egan, secre-

tary/treasurer.
Contact: John Richardson.

Financial Guardian

of Texas Inc.

13101 Northwest Freeway, Suite 220,
Houston, Texas 77040; 713-939-9898

1993 1992
Premium volume. $37,500,000 $34,500,000
Gross revenues. $3,700,000 $3,300,000

U.S. clients..._,,. 100% 100%
Brokerage: Retail. 96% o97%

U.S. offices.. $3,552,000 $3,201,000
Personal lines. 4% 3%

Emmployvees ...

Founded: 1967.

Retail brokerage: 97% comrnissions,
3% fees.

Employee benefits: 3% of revenues.

Retail brokerage branches: Beaumont,
Texas.

Licensed excess/surplus broker in:
Texas.

Officens: Robert G. Cox, chairman;
Ron Rudloff, president; Mike Stroman,
executive vp; Anita Flynn, assistant vp.

Contact: Robert G. Cox.

Fitzgerald, Clayton,
James & Kasten Inc.
735 N. Water St., Suite 1328,
Milwaukee, Wis. 532024117;
414-271-3717; fax: 414-271-2935

1993 1992
Premium volume.... $15,000,000 $14,500,000
Gross revenues $1,755,000 $1,699,000

U.S. clients._..... 100% 100%
Brokerage: Retail. 86.5% 86.5%

US. offices.......... $1,518,075 $1,469,635
Wholesale...... 1.5% 1.5%
Personal lines......... 10.0% 10.0%
Invstmt. income. 2.0% 10%
Employvees... ...... 26 25
— > FFicce = _ _ _ _ - —u

Founded: 1850.

Retail brokerage: 99.5% commissions,
0.5% fees.

Employee benefits: 6% of revenues.

Licensed excess/surplus broker in:
Wisconsin.

Officers: Charles V. James, president;
Todd D. James, Jeffrey A Thiel, senior

vps; Karen A. Rechlicz, vp/secretary.
Contact: Charles V. James.

Forrest Sherer Inc.

24 N. Sixth St., P.O. Box 900, Terre
Haute, Ind. 47808; 812-232-0441;
fax: 812-232-1783

1993 1992
Premium volume... $45,800,000 $44,500,000
Gross revenues $4,877.000 $4,740,000

U.S. clients.......... 100% 100%
Brokerage: Retail... 81.0% 79.1%

U.S. offices .. $3,950,370 $3,749,340
Wholesale........ ..... a4.8% 4.2%
Personal lines. 9.4% 11.5%
Services. 2.1% 3.0%
Invstmt. income. 2.7% 2.2%

Ermployveaes._ ..
o> e — = _ _

s 1 &7
= =
Founded: 1920.

Retail brokerage: 99% commissions,
1% fees.

Employee benefits: 9.8% of revenues.

Retail brokerage branches: Indianapo-
lis; German American/Forrest Sherer
Agency, Jasper, Ind.

Licensed excess/surplus broker in: In-
diana.

Officers: John W. Dinkel, president/
treasurer; John S. Lukens, executive
vp-sales; Dennis S. Michael, vp-adminis-
tration; Bart Douglas, vp-bonds; Jerly

Mueller, vp-health/accident.
Contact: John W. Dinkel.

Frenkel & Co. Inc.

123 William St., New York,
N.Y. 10038; 212-267-2200;
fax: 212-693-0298

1993 1992
Premium volume... $355,146,000 $320,305,000
Gross revenues ... $37,112,000 $33,560,000
U.S. clients ., 90% 90%
Non-U.S. clients. 1096 10%
Brokerage: Retail.. 89% 87%
U.S. offices. $33,000,000 $29,200,000
Personal lines... 7% 6%
Services 1% 3%
Invstmt. income. 3% 4%
Employees 290 310

4

Founded: 1878.

Retail brokerage: 90% commissions,
10% fees.

Employee benefits: 6% of mvenues

Retail brokerage branches: Bayshore,
NY.; Adams & Porter, Ekenkel of Cali-
fornia Inc., Burbank, Calif.

Licensed excess/surplus broker in:
New York.

Officers: Alan Samuels, CEO; Robert
E. Shunk, president; Gerald Benson,
Raymond F. Courtien, John F. Kelly,

Steve Knupp, executive vps.
Contact: Alan Samuels.

r  e— > < > xr §L

Fritz International
Insurance Brokers
142 Sansome St., Suite 500, San

Francisco; Calif. 94104; 415-9*8440;
fax: 415-296-7134

1993 1992
Premium volume... $4.153.933 $3,895,832
Gross revenues. $860.732 $709,535
U.S. clients. 100% 100%
Brokerage: Retail.. 98% 98%
U.S. offices. $843,517 $695,403
Services. 2% 2%
EErmapployveas.., 9 =
OfFfices=s_ _ . _ . _________._ -1 -1

Founded: 1954.

Parent: Fritz Cos. Inc.

Retail brokerage: 100% commissions.

Employee benefits: 2% of revenues.

Licensed excess/surplus broker in:
California.

Officers: Lynn C. Fritz, president/
CEO; Ronald Mamillac, executive direc-
tor; Dennis Pelino, COO; John Johung,
CFO; Bob Marchant, claims manager.

Contact: Thomas J. Mc(Jee.

G

GHA Insurance & Financial
Services Inc.
415 Munson Ave., P.O. Box 392,

Traverse City, Mich. 49684;
616-947-4660; fax: 616-929-3724

1993 1992
Premium volume.. $38,600,000 $34,860,000
Gross revenues. $5,841,000 $5,020,000

U.S. clients. 100% 100%
Brokerage: Retail. 53% 60%

U.S. offices. $3,095,730 $3,012,000
Personal lines. 2096 20%
Services............. 5% NA
Invstmt. income...... 2% 1%
Other.......... ........ 20% 19%
Employvees.. _....... s NA
COoOfFfFicce=____ =& §I—~a_=_

Founded: 1980.

Retail brokerage: 98% commissions,
2% fees.

Employee benefits: 3% of revenues.

Retail brokerage branches: GHA In-
surance of Charlevoix, Charlevoix,
Mich.; GHA Insumnce of Grand Rapids,
Grand Rapids, Mich.; GHA Insurance of
Kalkaska, Kalkaska, Mich.

Licensed excess/surplus broker in: 43
states.

Officers: William C. Anderson, presi-
dent/CEO; Kenneth L. Lesperance, vp-

operations; Harry L. Dorman, vp-sales.
Contact: William C. Anderson.

Arthur J. Gallagher & Co.

2 Pierce Place, Itasca, 111. 60143;
708-773-3800; fax: 708-285-4000

See profile on page 41.

William Gallagher Associates

200 State St., Boston, Mass. 02109;
617-261-6700; fax: 617-261-6720

1993 1992

Premium volume. $37,600,000 $29,700,000
Gross revenues $4,950,000 $3,850,000

U.S. clients. 99% 99%

Non-U.S. clients.. 1% 1%
Brokerage: Retail... 97% 95%

U.S. offices. $4,801,500 $3,657,500
Personal lines 1% 1%
Services.. 1% 1%
Invstmt. income...... 1% 3%
Employees............. 48 41
OfFfices . . - - - ... ... ... -+ =

Founded: 1983.

Retail brokerage: 99% commissions,
1% fees.

Employee benefits: 27% of revenues.

Retail brokerage branches: San Fran-
cisco; Columbia, Md.; Pansippany, N.J.

Licensed excess/surplus broker in:
Massachusetts.

Officers: William W. Gallagher m,
chairman; Philip J. Edmundson, presi-
dent; Betsey Tan, Thomas |. Gregory, se-
nior vps.

Contact William W. Gallagher lll.

Gersten-Hillman Agency Inc.
P.O. Box 1150, 20 Anawana Lake
Road, Monticello, N.Y. 12701-8150;
914-794-5544; fax: 914-7944430

1993 1992

Premium volume $6,700,000 $6,200,000
Gross revenues $880,000 $860,000

U.S. clients........ 100% 100%
Brokerage: Retail.. 68% 66%

U.S. offices. $598,400 $567,600
Wholesale 1% 1%
Personal lines... 30% 31%
Other. 1% 2%
Employees .. _........... 13 14
L= a k=25 -1 -1

Founded: 1932.

Retail brokerage: 100% commissions.
Employee beneSts: 0.5% of revenues.
Officers: Joyce A. Salimeno, secre-

tarymPasurer/COO; Julius Cohen, presi-
dent.

Contact: Joyce A. Salimeno.

Gilbert-Magill Co.

323 W Eighth St., Suite 800, Kansas
City, Mo. 64105; 816-474-3535;
fax: 816-842-5795

1993 1992

Premium volume.....  $21.232,000 $18,604,000
Gross revenues $3,466,688 $2,599,198

U.S. clients. 100% 100%
Brokerage: Retail.. 5096 70%

U.S. offices. $1.747.211 $1,819,439
Wholesale... 6% 5%
Personal lines. 9% 11%
Services... 13% 10%
Invstmt. income...... 1% 1%
Other. 21% 3%
Employees.. 43 42

Offices. 1 1

Founded: 1962.

Retail brokerage: 77% commissions,
23% fees.

Employee benefits: 23% of revenues.

Retail brokerage branches: Kansas
City, Mo.

Officers: Edward G. Gilbert, chair-
man; Joseph J. Piatczyc, executive vp;
James B. Koenigsdorf, vp; John Bovard,
president/CEOQO; La Doris Y. Langley, se-
nior vp/COO/secretary.

Contact: Lori Langley.

The Gleason Agency Inc.
P.O. Box 8, BT Financial Plaza,
Suite 204, Johnstown, Pa. 15907;
814-535-8411; fax: 814-536-5554

1993 1992
Premium volume... $44.460,126 $37,004,063
Gross revenues $4,375757 $3,915,779

U.S. clients......... 100% 100%
Brokerage: Retail. 94.5% 95.4%

U.S. offices. $1.135.090 $3,735,653
Personal lines. 2.3% 3.0%
Invstmt. income...... 3.2% 1.6%
Employees. 45.5 42.5

o fFfrticce = _ _ . —& =

Founded: 1924.

Retail brokerage: 88% commissions,
12% fees.

Retail brokerage branches: Harris-
burg, Philadelphia and Pittsburgh, Pa.

Licensed excess/surplus broker in:
Pennsylvania.

Officers: Robert A. Gleason Jr., presi-
dent; Christopher K. Gleason, vp/trea-
surer; Robert F. Zedreck, Tony Kamni-
kar, vps; Carolyn Ziemr, secretary.

Contact: Robert A. Gleason Jr.

Richard N. Goldman & Co.

1 Bush St., 9th Floor, San Francisco,

Calif. 94104; 415-981-1141;
fax: 415-398-4986

1993 1992
Premium volume.. NA NA
Gross revenues....... $9,000,000 $8,300,000

U.S. clients .......... 100% 100%
Brokerage: Retail. 85.5% 85.0%

U.S. offices. $7,695,000 $7,055,000
Personal lines. 12.0% 11.5%
Invstmt. income. 2.5% 3.5%

Ermployees.. 70 7=

Founded: 1949.

Retail brokerage: 90.5% commissions,
9.5% fees.

Employee benefits: 11.6% of revenues.

Licensed excess/surplus broker in:
California.

Officers: Richard N. Goldman, chair-
man/CEO; Stuart W. Seiler, vice chair-
man; John D. Goldman, president; Lau-
rence A. Colton, executive vp; Mary L
Arbuckle, secretary.

Contact: H. Castro, senior vp.

Gow & Hanna Inc.

100 Maiden Lane, New York,
N.Y. 10038; 212-509-6100;
fax: 212-509-9291

1993 1992

Premium volume..... $98,500,000 $93,000,000
Gross revenues. $10,148,000 $9,594,000

U.S. clients......... 100% 100%
Brokerage: Retail.. 67.0% 62.0%

U.S. offices. $6,799,000 $5,948,000
Wholesale 24.0% 27.0%
Services............... 7.096 9.5%
Invstmt. income. 2.0% 1.5%
Employees. 66 65
Offices. 5 5

Founded: 1986.

Parent: Gow & Hanna Group Inc.

Retail brokerage: 83% commissions,
17% fees.

Retail brokerage branches: Gow &
Hanna Inc. of Connecticut, Hartford,
Conn.; Gow & Hanna Inc. of Texas,
Houston; Gow & Hanna Inc. of Upstate
New York, Buffalo, N.Y.; Gow & Hanna
West Inc. Insurance Services, Irvine, Ca-
lif.

Licensed excess/surplus broker in:
New York, Texas.

thony Mastrolia, executive vp; Thomas
E. Lyng, secretary/treasurer; C. Richard
Clark, pmsident-Gow & Hanna Inc. of

Continued on next page
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Daniel E, Dumbauld, president/COO;
Jack N. Conley, secretaly/vp-operations;
Thomas Arnold, controller.

Contact: Jack N. Conley

Dann Brothers Inc.

650 Dundee Road, Notthbrook,
1ll. 80062; 708-564-8700;
fax: 708-564-8760

1993 1992

Premium volume. NA NA
Gross revenues. $10,201,000 $9,230,000

U.S. clients. 100% 100%
Brokerage Retail, 920% 90%

U.S. offices. $9.181.000 $8,307,000
Pemonal lines. 4% 4%
Services. 1% 1%
Invstmt. income. 1% 2%
Other. 4% 3%
Employees 81 80
Offices. 2 2

Founded: 1948.

Retail brokerage: 94% commissions,
6% fees.

Employee benefits: 11% of revenues.

Retail brokerage branches: Highland
Park, Ill.

Licensed excess/surplus broker in: llli-
nois.

Officers: Scott Dann, president/dire-
tor; Russell Dann, CEO/director; Julie
Dann, executive vp/director; Marvin
Rotstein, vp/director; Pamela Dann, di-

rector.

Contact: Scott Dann, president.

Davis Baldwin Inc.
P.O. Box 25277, Tampa, Fla. 33622;
813-287-1936; fax: 813-282-1020

1993 1992

Premium volume..... $64,777,324 $50,363,735
Gross revenues.. $6,281,510 $5,137,101

U.S. clients. 100% 100%
Brokerage: Retail. 91.3% 89.0%

U.S. offices. $5,735,019 $4,572,020
Personal lines. 5.2% 6.4%
Invstrnt. income. 2.5% 3.2%
Other. 1.0% 1.4%

Ermployeaeaaes,., GO <1
o fFfic———_ .. —

Founded: 1936.

Retail brokerage: 90% commissions,
10% fees.

Employee benefits: 9.8% of revenues.

Licensed excess/surplus broker in:
Florida.

Officers: Charles M. Davis Jr., presi-
dent; L. Lowry Baldwin, COO; John I.
Baldwin, executive vp; John R. Neu, se-
nior vp; Charles M Davis Sr., Walter A.
Baldwin Jr., co-chairmen.

Contact: Charles M. Davis Jr.

J. Rolfe Davis

Insurance Agency Inc.

11 S. Bumby Ave., Orlando,
Fla 32803; 407-896-0550;
fax: 407-806-6926

1993
$35.000,000
$5,800,000
100%
Brokerage Retail .. 86% 87%

1992
$35,000,000
$5,480,000
100%

PrEmium volume...
Gross revenues...

U.S. clients.

US. offices. $4.988,000 $4,767,600
Personal lines. 12% 12%
Services. 1% NA
Invstmt. income. 1% 1%
Ermployees. S8 5SS
COoOFfFficce = _ = ==

Founded: 1942.

Retail brokerage: 100% commissions.

Employee benefits: 24% of revenues.

Retail brokerage branches: Longwood,
Fla.

Licensed excess/surplus broker in:
Florida.

Officeis: Marion Hatcher, chairman; F.
David McKinney, president/CEO; L.
Kipp Minter, C.E. Holloway, Donald B.
Boone, C.D. MeBryde, senior vps.

Contact John F. Watson Jr., senior vp

DeFazio & Co.

225 S. Lake Ave; Pasadena,
Calif. 91101; 818-3964000;
fax. 818-396-4004

1993 1992

Premium volume. $8,500,000 $7,000,000
Gross revenues. $841,704 $698,354
U.S. clients. 100% 100%
Brokerage: Retail. 87% 88%
U.S. offices.. $732,282 $614,552
Personal lines.. 10% 10%
Services. 2% 1%
Invstrnt. income. 1% 1%
Ermplaoaoy ca=_ 7 =
i — = _ _ —u —u

Founded: 1991.

Retail brokerage: 98% commissions,
2% fees.

Employee benefits: 1% of revenues

Officers: John DeFazio, president;
Janet Warren, vp/general manager;
Maureen O'Brien, vp-production; Bar-

bara McCoy, vp-finance.
Contact Maureen O'Brien.

Companias DelLima S.A.

Calle 71A No. 6-30, P. 4, Bogota,
Colombia; 571-217-8811;
fax: 571-212-9190

1992*
$101,417,089

1993*

Premium volume. $147,500,000

Gross revenues__ $16,962,500 $12,881,045

Non-U.S. clients. 100% 100%
Brokerage: Retail. 94% 94%

Non-U.S. offices. $15,944,750 $12,108,183
Personal lines- 4% 5%
Invstmt. income 2% 1%
Employees. 530 a77

Offices - - 10O 10

* Converted at applicable exchange rates.

Founded: 1953.

Retail brokerage: 98% commissions,
2% fees.

Employee benefits: 3% of revenues.

Retail brokerage branches: Annenia,
Barranquilla, Bucaramanga, Call Carta-
gena, Ibague, Manizales, Medellin and
Pereira, Colombia.

Non-retail brokerage subsidiaries: An-
dina de Corretaje de Reaseguros Ltda.,
Bogota, Colombia.

Officers: Ernesto de Lima, chairman;
Jorge Alberto Uribe, president; Pedro
Piedrahita, financial vp; Federico

-

Moreno, cornmercial vp; Terry Factor,
international manager.
Contact Jorge Alberto Uribe or Terry

Factor.

Diversified Insurance Brokers

136 E. South Temple, Suite 2300,
University Club Building, Salt Lake
City, Utah 84111; 801-325-5000;

fax: 801-521-5945

1993 1992

Premium volume...  $22 000,000 $18,000,000
Gruss revenues. $4,000.000 $3,600,000

U.S. clients. 100% 100%
Brokerage: Retail. 42.5% 46.6%

U.S. offices. $1,700,000 $1,677,600
Wholesale 2.0% 2.0%
Services. 54.5% 50.4%
Invstmt. income. 1.0% 1.0%
Employees. so 57

offices.. 1 1

Founded: 1963.

Retail brokerage: 90% commissions,
10% fees.

Non-retail brokerage subsidiaries: Di-
versified Insurance Services, Phoenix; Ir-
vine, Calif.; Boise, Idaho; Albuquerque,
N.M.; Las Vegas; Portland, Ore.

Licensed excess/surplus broker in:
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Utah.

Officers: Kenneth F. Palmer Jr., presi-
dent; Reed M. Jenkins, Timothy P. Foley,

Lawmnce Hart, senior vps.
Contact: Kenneth F. Palmer Jr.

Robet F. Driver Co. Inc.

1620 Fifth Ave., San Diego,
Calif. 92101; 619-238-1828;
fax: 61%99-1327

1993
$275,000,000

1992

Pmmium volume.. $233,875,000

Gross revenues. $23,200,000 $21,300,000
US. clients. 99% 99%
Non-U.S. clients. 1% 1%

Brokerage: Retail. 89% 87%
U.S. offices. $20,650,000 $18,531,000

Personal lines.. 4% 5%

Services.... 5% 4%

Invstrnt. income. 2% 3%

Other. NA 1%

Employees. 220 220

i c— = _— =

Founded: 1925.

Retail brokerage: 95% commissions,
5% fees.

Employee benefits: 20% of levenues.

Acquisitions: Ruland & Mattingley of
San Diego, February 1993.

Claims Management

WHEN DIVERSE BUSINESS EXPOSURES DEMAND FLEXIBILITY,
WE'RE YOUR BRIDGE TO SUCCESSFUL RISK MANAGEMENT.

Because every business is at risk from a unique

variety of exposures, Lindsey Morden Claims
Management, Inc. (CMI) offers you a flexible package
of integrated services, which allows you to design a

customized claims management program. Working
together, we can bridge challenges and reach well-

planned solutions,

EXTENSIVE RESOURCE NETVWORK

From small domestic clients to large international

operations. From insurance carriers and brokers to

self-insured corporations and organizations, Lindsey

Morden offers an extensive network of technical

resources and services. And, a continued commit-

ment to Quality, Education,

Systems and Client Services.

FLEXIBLE SAVINGS

Cost savings is the measure of

any risk management program

and can be best achieved through

Lindsey Morden. Total cost con-

Retail brokerage branches: Robert F.
Driver Co. Inc, Escondido, Calif.; Robert
F. Driver Associates, Newport Beach,
Callif.; Robert F. Driver Associates, Ran-
cho Cordova, Calif.; Robert F. Driver of
Nevada Inc., Las Vegas.

Licensed excess/surplus broker in:
California.

Officers: Thomas W. Corbett, chair-
man/CEOQO; Richard B. Gulley, vice chair-
man; George F. Driver, president; John
T. Freeman, vp/CFO; Roger G. Combe,
executive vp.

Contact: Richard B. Gulley or John T.

Freeman.

E

James Econn & Co.

445 S. Figueroa St., 36th Floor, Los

Angeles, Calif. 90071; 213-629-3131;
fax: 213-6294440

1993
$43,100,000

1992

PEdum volume... $38,400,000

Continued on nart page

tainment services, aggressive claims adjusting, recoverv

pursuit, fraud detection and low corporate overhead all

serve to reduce your claims cost.

DEVOTIC)N TO PERSONAL SERVICE

While we do offer secure bridges to an impressive

network of insurance service resources, we strive to

know your needs on a personal level.

We do it by maintaining strong communications

and relationships. Lindsey Morden is someone you

can call on for quick, professional assistance.

COMPLIMENTARY DESK ACCESSORIES

For more information about how our risk manage-

ment expertise can be your

bridge to reduced business

exposures, contact us today.

I .,7 We'll send you details about
qu Lindsey Morden, as \veil as a

, complimentary, personalized

desk pad and pen.

Linking You to a World of Resourcess,

Lindsey Morden Claim Services, Inc. » Auto and Property AppraisalS « Workers' Compensation Claims ¢ Field Investigation

Lindsey Morden Claims Management, inc. « Claims Administration and Management « Risk Control « Auditing Services
Lindsey Morden Commercial & Specially Lines ¢ Environmentals Catastrophe Programs ¢ Abatement ¢ Fire and Allied Lines

For More information Contact: Robert L. Crosby, PO. Box 6030, Tyler TX 75711 « 903-561 -6700 * Fax: 903-561-7013
D. R Snider, 155 University Ave., Suite 600, Toronto, Ontario Canada * 416-362-6762 « Fax: 416-362-8692

LINBRE:
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C

Cal-Central Insurance

& Management Services Inc.
2455 W. Shaw, Suite 101, Fresno,
Calif. 93711; 209-222-4471 or
800-464-0433; fax: 209-225-5041

1993 19902
Premium volume..... $14,081.334 $14,606,169
Gross revenues. $2,000,827 $1,989,000
U.S. clients....... 100% 100%
Brokerage: Retail. 58% 53%
U.S. offices. $1,160,480 $1,054,170
Wholesale.. 33% 34%
Services 2% 1%
Invstrnt. income. 3% 4%
Other...... 4% 8%
Employvees . ... 11 11
Offices_ .. ... .. ... ... ___._... -1 -1

Founded: 1983.

Retail brokerage: 100% commissions.

Employee benefits: 11% of revenues.

Officers: Ronald J. Stewart, president;
James E. Williams, executive vp; Cathe-
rine A. Adams, Daniel B. Frainer, vps;

Sophie E. Keppler, assistant vp.
Contact: Ronald J. Stewart.

The Cal-Surance Cos.

333 City Blvd. W., Suite 1000,

Orange, Calif. 92668; 714-939-0800;
fax: 714-939-1283

1993 1992

Premium volume..... $118,738,082 $120,553,022
Gross revenues... $17.237,402 $17,833,068

U.S. clients. 100% 100%
Brokerage: Retail.. 80.5% 76.9%

U.S. offices. $13,876,109 $13,713,629
Wholesale.. 0.8% 0.9%
Reinsurance... 0.8% 1.2%
Services 11.3% 14.4%
Invstmt. income... 12% 3.5%
Other.. ...... 3.4% 3.1%
Employees... 17 146

o fFfice=_ _ . . — —

Founded: 1962.

Parent: Chartered Financial Sen,ices
Corp.

Retail brokerage: 100% commissions.

Employee benefits: 37.2% of revenues.

Retail brokerage branches: Cal-Sur-
ance Associates Inc., Orange, Calif.;
Cal-Surance Benefit Plans Inc., Tor-
ranee, Calif.

Non-retail brokerage subsidiaries:
Lancer Claims Services Inc., Orange, Ca-
lif.; Sterling Insurance Co. Ltd., Hamil-
ton, Bermuda; Sterling Reinsurance In-
termediaries Inc., Orange, Calif.; United
Network of Insurance Services Inc., Or-
ange, Calif.

Licensed excess/surplus broker in:
California.

officers: Donald E. Martin, CEO;
Daniel P. Kuzio, pmsident; Donald H.
Mehlig, CEO-Cal-Surance Benefit Plans
Inc.; Jim Hall, president-Cal-Surance
Benefit Plans Inc. group benefits divi-

Contact: Thomas R. Linn, CP'0.

Calco Insurance Brokers

& Agents Inc.

2000 Alameda de las Pulgas, San
Mateo, Calif. 94403-1298;
415-574-0773; fax: 415-572-4622

1993 1992
Premium volume.. $203,000,000 $193,848,000
Gross revenues. $17,080,000 $15,144,642
U.S. clients. 99% 95%
Non-U.S. clients.. 1% 5%

099867655 09909 -
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Brokerage: Retail 96% 96%

U.S. offices. $16,396,800 $14,538,856
Wholesale... 1% 1%
Pensonal lines..... 2% 2%
Invstmt. income . 1% 1%
Employees... 143 125
Offices. — 6

Founded: 1937.

Parent: California Casualty Manage-
ment Co.

Retail brokerage: 99% commissions,
1% fees.

Employee benefits: 15% of revenues.

Retail brokerage branches: Fresno,
Glendale, Orange, Sacramento, San Di-
ego and San Francisco, Calif.

Licensed excess/suiplus broker in:
California.

Officers: Peter Goldberg, chairman;
Stephen Horn It, president; Kai G.E.
Anderson, vice chairman; Charles V.
Gross, executive vp-business develop-
ment.

Contact: Stephen Horn II.

Caledonian Insurance

Group Inc.

3023 80th Ave. S.E., Suite 1000,
Mercer Island, Wash. 98040-2985;
206-232-9870; fax: 206-232-9515

1993 1992

Premium volume. $9,700,000 $9,122,000
Gross revenues... $1,300,000 $1,150,000
U.S. clients 90.5% 20%
Non-U.S. clients. 9.5% 10%

Brokerage: Retail.. 90% 86%

U.S. offices.. $1,170,000 $989,000
Wholesale 5% 9%
Personal lines. 1% 1%
Invstmt. income...... 4% 4%

Ermiployveaes.. 12 11

Founded: 1988.

Retail brokerage: 95% commissions,
5% fees.

Retail brokerage branches: Spokane,
Wash.

Licensed excess/surplus broker in:
Alaska, Utah, Washington.

Officers: Anthony H. Cowan, presi-
dent; Larry J. Maloney, Nita Marchant,
vps; Michael C. Weaver, assistant vp;
Joann Trimble, controller.

Contact Anthony H Cowan.

Cambridge Underwriters Ltd.
15415 Middlebelt Road, Uvonia,
Mich. 48154; 313-525-2412;
fax: 313-525-0612

1993 1992

Premium volume..... $24.560,000 $24,100,000
Gross revenues. $4,089,517 $3,878,000

U.S. clients ....... 100% 100%
Brokerage: Retail. 8996 90%

U.S. offices......... $3,639,670 $3,490,200
Personal lines.. 6% 5%
Services. 1% 1%
Invstmt. income. 2% 3%
Other. 2% 1%
Employees... 36 39
Offices . - ... ... .._._...._.. -1 -1

Founded: 1974.

Retail brokerage: 98% commissions,
2% fees.

Licensed excess/surplus broker in:
Michigan.

Officers: Kenneth R. Hall, president.

Cannon Cochran

Management Services Inc.
2 E. Main, Towne Centre, Danville,
111. 61832; 217446-1089;
fax: 217443-0927

1993 1992

Premium volume. NA NA

Gross revenues... $16,800,000 $15,000,000

U.S. clients. 100% 100%
Bmkerage: Retail... 7% 7%

U.S. oEfices. $1,176,000 $1,050,000
Reinsurance.. ..... 59 5%
Personal lines. 2% 2%
Services.. 85% 85%
Invstmt. income. 1% 1%
Employees... 228 220
OfFfices=s — 7

Founded: 1860

Retail brokerage: 100% comrnissions.

Employee benefits: 15% of revenues.

Retail brokerage branches: Oak Brook,
Il.; Indianapolis; Des Moines, lowa;
Kansas City and St. Louis, Mo.; Wol-
ford-Cannon-Hoecker, Danville, Ill.

Licensed excess/surplus broker in: Illi-
nois.

Officers: Sam P. Cannon, CEO; Robert
L. Cowdill, president; Gary J. Schirmer,
treasurer; Jacqueline J. Cannon, secre-

tary; G. Bryan Thomas, vp-sales.
Contact: Bonnie B. Gotham.

Capacity Coverage Co.
of New Jersey Inc.

180 Summit Ave., Montvale,
N.J. 07645; 201-476-1111;
fax: 201-476-0661

1993 1992

Premium volume... $16,183.000 $8,990,000
Gross mvenues....... $1,790.000 $989,000

U.S. clients. 100% 100%
Brokerage: Retail.. 8696 82%

U.S. offices $1,539.400 $810,980
Wholesale 3% 2%
Personal lines... 1096 1596
Invstmt. income...... 1% 1%
Employees... 17 °

5 1

Founded: 1980.

Retail brokerage: 96% commissions,
4% fees.

Employee benefits: 3% of revenues.

Acquisitions: Alpha Omega Agency,
Toms River, N.J., October 1993; DGK
Insurance Agency, Toms River, N.J., July
1993; Eagle Insurance Agency, Browns
Mills, N.J., June 1994; Caso/Leeds
Agency, Pitman, N.J., July 1994; Philip
Rance Agency, Teaneck, N.J., June 1993.

Retail brokerage branches: Hartford,
Conn.; Englewood, Pitman and Toms
River, N.J.

Licensed excess/surplus broker in:
New Jersey, New York.

Officers: Mark B. Weinraub, presi-
dent/chairman; Robert G. Lull, execu-
tive vp/CFO/COO; Debra Lynn Stanton,

senior vp.
Contact: Robert G. Lull.

Carlin Insurance Agency Inc.
233 W. Central St., Natick,

Mass. 01760; 508-655-OR99;
fax: 508-655-8853

1993 1992
Premium volume..... $35,500,000 $29,700,000
Gross revenues....... $3,900,000 $3,200,000

U.S. clients ....,... 100% 100%
Brokerage: Retail.. 80% 80%

U.S. offices. $3,120,000 $2,560,000
Personal lines........ 20% 20%

Eramaployaeaes._
> Fic e = _ _ _
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Founded: 1968.

Retail brokerage branches: Carlin In-
surance, Natick Mass.; Lawrence Insur-
ance, Falmouth, Mass.

Licensed excess/surplus broker in:
Massachusetts.

Officers: Michael D. Holmes, presi-
dent; Barry D. Rosen, Frank Smith, ex-
ecutive vps; Edward C. Dervan, trea-
surer.

Contact: Edward C. Dervan.

The

Only Card...

To Manage All Your

Prescription Needs.

Express Scripts, Inc. is a leader in offering

cost-effective, well managed quality

prescription drug benefits. Customizing

your benefit needs to fit your company is

our specialty. So before you dig deep

into your wallet, call Express Scripts.

Corporate Headquarters: 14000 Riverport Drive « St. Louis, MO 63043

1-800-332-5455

CECAR, Compagnie
Europeenne de Counage
d'Assurances et de
Reassurances
75, Rue de Tocqueville, 75850 Paris

Cedex 17, France; 331-44-15-55-00;
fax: 331-44-15-93-01

See profile on page 53.

Century Financial Services
Century Financial Plaza, 185 N.W.
Spanish River Blvd., Suite 170, Boca

Raton, Fla. 33431; 407-362-0111;
fax: 407-362-0133

1993 1992

Premium volume.. $24,000,000 $20,000,000
Gross revenues...... $3,439,000 $3,256,000

U.S. clients. 9796 97 %

Non-U.S. clients.. 3% 3%
Brokerage: Retail. 5696 48%

U.S. offices. $1,925.840 $1,562,880
Wholesale 5% 5%
Personal lines.. 1596 20%
Services.. 23% 26%
Invstmt. income. 1% 1%
Employvees. ...
OfFfices_ ... ...

Founded: 1983.

Retail brokerage: 80% commissions,
20% fees.

Employee benefits: 23% of revenues.

l.icensed exce=/surplus broker in:
Florida.

Officers: Ronald Reshefsky, president;
Gary H. Morris, vp-risk management
services; Richard J. Leonard, vp-benefits
consulting division; Ellen R. Segal, secre-
tary/marketing manager; Kimberly Mc-
Donald, vp-medical services.

Contact: Ronald Reshefsky.

Clair Odell Group
120 W. Germantown Pike, Plymouth

Meeting, Pa. 19462; 215-825-5555;
fax: 215-828-3349

1993 1992
Premium volume.. $67,324,485 $64,249,045
Gross revenues...... $8,850,003 $8,936,501
U.S. clients 100% 100%
Brokerage: Retail. 91.1% 91.8%
U.S. offices. $8,053,503 $8,221,581
Personallines.......... 5.3% 5.4%
Invstmt. income..:... 16% 2.8%

Employvees_ 89 90
COrmmoces . -1 —1

Founded: 1932.

Retail brokerage: 83.1% commissions,
16.9% fees.

Licensed excess/surplus broker in:
Pennsylvania.

Officers: Frank D. Svitek, president/
CEO; David A. Collins Jr., executive
president/COO; Michael S. Studner, vw
treasurer, Robert A. Clair, chairman;

Steven A Odell, senior vp.
Contact: Frank D. Svitek.

Condominium Insurance

Specialists of America Inc.

3930 Ventura, Suite 450, Arlington
Heights, 111. 60004; 708-870-7000;
fax: 708-2594487

1993 1992

Premium volume. NA NA
Gross revenues $3,190,000 $2,900,000

U.S. clients. 100% 1a0%
Brokerage: Retail. 69% 71%

US. offices.......... $2.201,100 $2,059,000
Wholesale... 18% 15%
Personal lines. 10% 10%
Invstmt. income...... 3% 4%
Employees.. _...... 28 27
coffice=__ = 1 =

Founded: 1974.

Parent: Suburban Insurance Consult-
ants Inc., MclLallen Group Inc.

Retail brokerage: 75% commissions,
25% fees.

Officers: Robert W. McLallen, presi-
dent, Barbara D. Wick, senior vp-agency
administration; Sharleen G. Flowers,
vp-commercial lines undervriting/audit;
Barbara Henson, vp/claims manager;

James Carroll, vp-commercial sales.
Contact: Barbara D. Wick.

B. Crawford & Associates
Insurance Services Inc.

5440 Blair Road, Dallas, Texas 75231;
214-360-0390; fax: 214-369-1341

1993 1992

Premium volume... $20,000,000 $10,000,000
Gross revenues. $1,948.000 $1,051,000

U.S. clients........ 100% 1[0%
Brokerage: Retail. 74% 70%

U.S. offices. $1,442.000 $735.000
Personal lines. 21% 2596
Invstmt. income..... 1% 1%
Other. 4% 4%
Employees.. ......... 25 17
Offices_ - ... ... __._._._ = =

Founded: 1992.
Retail brokerage 98% commissions,
2% fees.

Employee benefits: 4% of revenues.
Retail brokerage branches: Abilene,
Texas.

Officers: Brook B. Crawford, presi-
dent; Gaylor E. Brown, Ronald B.
Caspell, vps.

Contact: Brook B. Crawford.

Frank Crystal & Co. Inc.

40 Broad St., New York, N.Y. 10004;
212-344-2444; fax: 212-952-1095

1993 1992

Premium volume. NA NA
Gross revenues..... $35.256.000 $31,762,000
U.S. clients....... 10096 100%
Brokerage: Retail. - - S&S <o 86%
U.S. offices. $30,320,160 $27,315,320
Personal lines. 8% 10%
Selvices. 6% 4%
Employees. 195 184
Offices... 5 a

Founded: 1933.

Retail brokerage: 98% commissions,
2% fees.

Retail brokerage branches: Frank
Crystal & Co. of Florida Inc., Fort Lau-
derdale, Fla.; Frank Crystal & Co. Inc.
(Midwest), Lenexa, Kan.; Frank Crystal
& Co. of Texas Inc., Houston.

Licensed excess/surplus broker in:
Florida, New York, Texas.

Officers: James W. Crystal, chairman/
CEO; Andrew Potash, president; Arthur
H. Littmann, executive vp/CP'O; Ken-
neth W. Liebman, executive vp; William
Mann, senior vp.

Contact: James W. Crystal.

Cumbre Inc.

1126 W. Foothill Blvd., Suite 100,
Upland, Calif. 91786-3768;
909-981-2116; fax: 909-9494116

1993 1992
Premium volume... $23,000,000 $22,000,000
Gross revenues. $2.200,000 $2,014,000
U.S. clients....... 100% 100%
Brokerage Retail,, 99% 99%
U.S. offices. $2,178.000 $1,993,860
Personal lines.. 1% 1%
Employees.............. 20 20
Offices .- ... _.._.._.. = =

Founded: 1984.

Retail brokerage: 99.5% commissions,
0.5% fees.

Retail brokerage branches: Los Ange-
les.

Officers: James A. Contreras, presi-
dent/CEO; Ray Medina, Tony Contreras,
vps.

Contact: Tony Contreras.

D

The Daniel & Henry Co.
2350 Market St; Suite 400, St. Louis,

Mo. 63103; 314-421-1525;
fax: 314444-1900

1993 1992
Premium volume..... $83.330,000 $76,258,000
Gross revenues___ $12,628,000 $11,344,000
U.S. clients .......... " 100% 100%
Brokerage: Retail.. 84.7% 78.8%
U.S. offices $10,696.000 $8,939,000
Personal lines. 12.5% 15.5%
Services. 0.2% 0.4%
Invstmt. income. 1.2% 1.5%
Other... 1.4% 3.8%
Employees. 169 162
< > fFic e = _ _ _ _ Ll -

Founded: 1921.

Retail brokerage: 93.8% commissions,
6.2% fees.

Employee benefits: 7.6% of revenues.

Licensed excess/surplus broker in:
Missouri.

Officers: Charles S. Drew Jr., chair-
man/president; Michael W. Cremins,
COO/executive vp; M. Henry Johnson
Jr., John S. Childress, executive vps;
John A. Harrison IV, Thomas J. Purcell
Jr., senior vps.

Contact: James A. Samson, treasurer/
general manager-administration.

Daniel James Insurance

Agency Inc.

360 Three Meadows Drive,
Perrysburg, Ohio 43551;
419-874-1974; fax: 419-874-3583

1993 1992
Premium volume.. $63.000.000 $59,000,000
Gross revenues. $8,037,205 $7,248,649

U.S. clients......... 100% 100%
Brokerage: Retail... 91.8% 91.7%

U.S. offices. $7,378,154 $6,647,011
Personal lines. 7.5% 7a%
Services. 0.3% NA

Invstmt. income. 0.9%

D4 O
—_ —a

0.4%
Ermployveaes._ .
> e = _ _

Founded: 1975.

Retail brokerage: 99.7% commissions,
0.3% fees.

Employee benefits: 3.1% of revenues.

Retail brokerage branches: Indianapo-
lis; Columbus and Fremont, Ohio.

Officers: James K McWhinnie, CEO;
Continued on next Daoe
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Retail brokerage branches. Brown- Bmkerage Retall 206% 89 9% Brokerage Retail 931% 028%  Gross revenues $1,800,000 1,710,000

Gross rovenues $1,854,535 $1,561,132 Miller-Clark & Associates of Eureka US offices $1,000,043 $1,003,734 U S offices $10,999,000 $11,507,000 US chents 8% o8%
US dents 100% 100% Springs, Eureka Spnngs, Ark, Brown- Personal lines 25% 20% Pensonal lines 30% 32% Non-U S clients 2% 2%
Brokerage Retail 515% 568% HiHer-Clark & Associates of Oklahoma Sennces 46% 50% Services 30% 28% Bmkerage Retail 85% 85%
U S offices $954,303 $886,505 Inc, Salhsaw, Okla, BHC Life & Gréup Invstmt Income 23% 31% Invstmt income 09% 12% U S others $1,499,400 $1,424,440
Personal lines 436% 29 9% Specialists Inc, Fort Smith, Ark, BHC ~ EmPlovees s 10 Employees " e Non-U S offices $30,600 $29,060
1 tmt | % % . . 2 ices " o .
nvstmt ineeme 06 0B% Life & Group Speciahsts Inc, Eureka 2 N Persenatiines o% o%
Other 43% 12 5% Spnngs, Ark Founded: 1986 Founded: 1891 Services 5% 5%
23 ’ . . . % o

Employees =2 Employee benefits- 12% of revenues Retail brokerage: 95% commlssions, Retail brokerage. 98% commissions, {nvetmt inceme B e

16
Offices 1 1 29, fees Employees 16

Founded: 1960

Retail brokerage. 99% commissions,
1%fees

Retail brokerage branches- Worcester,
Mass

Licensed excess/surplus broker lit-
Massachusetts

Officers: Thomas M Braleyl preS|dent "Contact Janice A Butler, vp-adminis.

Parker Wellmgton Jr, seniol
W Braley ml, Craig F Stanowch Ken-
neth M Bigelow, vps

Contact: Craig F Stanovich

Breckles Insurance
Brokers Ltd.
100 Cowdray Court, Surte 200,

Scarboro, Ontano MI S 5C8, Canada,
416-292-2020, fax- 416-292-7436

1993~ 1992

Prenuum volume $15,547,041 $16,386,305
Gross revenues $2,487,486 $2,618,573

U S clients 1% NA

Non-U S clients 99% 100%
Brokerage Retail 41% 39%

Non-U S ofhces $1,019,869 $1,001,962
Pemonal lines 561% 59 0%
Invstmt mcome 1.2% 29,
Other 17% NA
Employees a4 46

Offices 1 1
* Converted at apphcable exchange rates
Founded: 1950
Retail brokerage: 100% commissions
Employee beneSts: 175% of revenues
Officem. T M Hannan, president, S A
Marsh, general manager, B M Hamer-
ston, commercial manager; K Kiely,

marketing manager
Contact T M Hannan

Britton-Gallagher
& Associates Inc.
6240 SOM Center Road, Solon,

Ohio 44139, 216-2484711,
fax 216-349-7142

1993 1992

Premium volume $17,227,000 $14,370,000
Gross revenues $2,947,000 $2,517,000
U S Clients 100% 100%
Biokerage Retail 77 0% 73 0%
US offices $2,267,771 $1,839,513
Personal lines 12 0% 14 0%
Invstmt income 10% 14%
Other 10 0% 116%
Employ=s 30 25

Offices 1 1
Founded: 1942

Retail brokerage: 91% commissions,
9%fees

Licensed excess/surplus broker m:
Ohio
Officers- Don R Bntton, CEO, Bruce

H Ball, pmsident, Thomas A Brackett, 1 4

secretary/treasuren John L Hazen, se-
nlor vp, Terry J Dragan, vp
Contact Don R Bntton

The Brooks & Stafford Co.

75 Public Square, Cleveland,
Ohio 44113, 216-696-3000,
fax 216-621-7336

Gross mvenues

Licensed excess/surplus broker in: Ar- 5% fees

kansas
Officers: Sam B Hiller, president/trea-
surer; Larry R Clark, executwe vp/sec-
retary, Thomas L Cooley, vp, Willham
Stan Mtller, president-BHC Life &
Group Specialists Inc, Gary Winton,
president-BHC of Oklahoma Inc

tration

Bultman/Bell Associates Inc.

P O Box 2068, Greenville,
S C 29602,803-235-2075,
fax 803-232-6056

1993 1992

Plenlum volume $9,848,149

Employee benefits: 4% of revenues

Retail brokerage branches: Columbus,
sc

Licensed excess/surplus broker in:
South Carolina

Officers: George C Bell, president,

Employee benefits: 23 5% of revenues

Retail brokerage branches. Irvne, Ca-
hf, himbull, Conn

Licensed excess/surplus broker m.
Callforma

Officers: Robert Lichter president,

Nelll O D Bultman, execubve vp, Sus- Bradley Orr, William Pope, executive

anne Wolfe, vp

Contact: Susanne Wolfe

John Burnham & Co.

610 W Ash St, San Diego,
Cald 92101, 619-231-1010,
fax 619-236-9134

1993 1992

$9,400,000 Premium volume $147,000,000 $155,000,000

$1,104,793 $1,116,500 Gross revenues $11,814,000 $12,400,000
U S clients 7% 97 % U S clients 98% 90%
Non-U S clients 3% 3% Non-U S clients 2% 10%

1 4.7

F®v 1-

-~

1993 1992
Premlum volume $15,600,000 $15,400,000
Gross revenues $2,652,000 $2,618,000
U S clients 97 % 97%
Non-U S clients 3% 3%
Brokerage Retail 54% 54%
U S offices $1,432,080 $1,413,720 o,-
Wholesale 2% 2%
Personat hnes 42% 42%
Sennces 1% 19. 64**23 4 14.
Invstmt income 1% 1%
Employees 45 43
Offices . ,»27 -
Founded: 1849 ¥ ' "
Retail brokerage- 96% commissions, .t

4% fees

Licensed excess/surplus broker in:
Ohio

Officers- Robert E Hutchinson, prem-
dent, Ralph E Kunze, first vp/treasurer,
W J Coming, vp/secretary, J S Baldwin,
vp-operations

Contact: Robert E Hutchmson

Brown-Hiller-Clark
& Associates

5500 Euper Lane, P O Box 3529, Fort
Smith, Ark 72913,5014524000,
fax 501-484-5185

1993 1992

Premium volume $11,821,971 $10,385,250
Gross revenues $1,866.356 $1,828,974

U S clients 100% 100%
Brukerage Retail 68% 65%

US Offices $1,269,122 $1,188,833
Personal lines 17% 17%
Invstmt income 1% 1%
Other 14% 17%
Employees 29 33
Offices 5 5

Founded: 1915
Retail brokerage: 100% commissions

© 1994 Smith. liell & Thc,114},c,ii hic.. 102 Sc,zitli \\'inc,c),li,

~-

—*tity

vps, Chnstopher Sparks, senior vp/CFO,
Jack Lupien, senior vp
Contact: Wilham Pope

Byrne, Byrne & Co.

101 N. Wacker Dnve, Chicago,
11160606, 312-346-2150,
fax 312-346-4637

1993 1992
Premium volume $42,000,000 $40,200,000
c

ORI

S 10 WOr

overtime to keep clients happy
Let us be a resource for youfor specialty
-14£*t> i insurance programs, so you won't overlook a
1)ai newly competitive market or any other oppor-

44-0,p %7*7* tunityfor your chents

Offices 1 1

Founded 1898

Retail brokerage: 90% commissions,
10% fees

Employee benefits: 20% of revenues

Officers- Richard Byrne, chairman,
Stephen Byrne, premdent, John O'Hara,
executive vp, William Reif, Daniel
Byrne, vps

Contact: Stephen Byrne

Contmued on nat page

Direttnry terms And methodology
are explained on page 56 For a geoi
graphical listing of companies, see
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We provide programs./br the home health jhyM-Ib
=are jndustly, preciston tooling and machin-
1 '/1 42 1 mg manigacturers, medical equipment sup-
t pdn rs cpllots and aviation busmess owners

ial ySIS centers and

real estate agénts. ,»

We work unth associations and la,ge groups .3,

i to design and administer custom programs. *dt-

We also have access to speezalty markets
that provide E&O, malpractice and D&O to

a vanety of pl"OfeSSiOnS-

And as Vermont'sforemost zndependent
captive management company, we work
closely with brokers and clients around the

countly to customize se(f-insurance programs
Call us at 800-735-1800.
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Continued *om previous page
selstein, COO/treasurer; Richard W. Da-
ley, senior vp

Contact Edwin L. Overmyer.

Groupe Le Blanc de Nicolay

134 rue Danton, F-92300
Levallois-Perret Cedex.

France; 331-47-59-11-11;
fax: 33147-59-93-82

See profile on page 55.

Bolton/RGV Insurance Brokers

1100 El Centro St; P.O. Box 820,
South Pasadena, Calif. 91030;
818-799-7000; fax: 818-441-3233

1993 1992

Premium volume... $95,000,000 $51,000,000
Gross revenues . $10,100,000 $7,300,000
U.S. clients. 100% 100%
Brokerage: Retail.. 82.2% 84.0%
U.S. offices. $8,302,200 $6,132,000
Personal lines. 10.5% 10.0%
Invstmt. income.. 7.3% 6.0%

Employees.............., o -

Founded: 1931.

Retail brokerage: 99% commissions,
1% fees.

Employee benefits: 10.5% of revenues.

Acquisitions: RGV Insurance Agency,
Glendale, Calif.,, December 1993.

Retail brokerage branches: Oxnard,
Calif.

Officers: William D. Bolton, CEO;
James A Bolton, president; William C.
Van Rooy, CFO/secretary/treasurer; Tho-
mas L. O'Loughlin, director; William T.
Redell, general manager.

Boockford & Co.

1 Oakbrook Terrace, Oakbrook

Terrace, 111. 60181; 708-932-4000;
fax: 708-932-7315

1993 1992

Premium volume $48,000,000 $43,800,000
Gross revenues. $5,235,000 $4,970,000

U.S. clients ... 100% 100%
Brokerage: Retail 95.8% 93.9%

U.S. offices $5,015,000 $4,667,000
Personal lines... 1.6% 1.7%
Invstmt. income.. 2.6% 4.4%
Employees. 52 52
Offices. — —m 4

Founded: 1950.

WILLIS

Retail brokerage: 89% commissions,
11% fees.

Employee benefits: 28.2% of revenues.

Licensed excess/surplus broker in: llli-
nois.

Omeers: W.D. Boockford, chairman;
Charles J. Bretz, president; James
Schuster, vp-employee benefits opera-
tions; Mario Remegi, vp-property/casu-
alty operations; Richard McGrath, vp.

Contact: Charles J. Bretz.

Roger Bouchard

Insurance Inc.

101 Starcrest Drive, Clearwater,
Fla. 34625; 813+47-6481;
fax: 813-449-1267

1993 1992
Premium volume. $39,000,000 $38,300,000
Gross revenues. $3,761.226 $3,338,586
U.S. clients. 100% 100%
Brokerage: Retail. 58.3% 59.0%
U.S. offices. $2,192794 $1,969,765
Wholesale. 4.2% 3.0%
Personallines. 13.2% 15.1%
Services. 1.3% NA
Invstmt. income. 0.1% 0.1%
Other. 22.9% 22.8%
Employees............. 43 45
Offices. 2 1

CORROON.

WE D ONS5T

BUILD ANYTHING.

Founded: 1948.

Retail brokerage: 98.3% commissions,
1.7% fees.

Employee benefits: 11.8% of revenues.

Retail brokerage branches: New Port
Richey, Fla.

Licensed excess/surplus broker in:
Florida.

Officers: Richard E. Bouchard, presi-
dent; Michael Hamby, executive vp; Tim
A. Bouchard, J. Raymond Bouchard,
vps; Delores B. Moore, secretary.

Contact: J. Raymond Bouchard.

Bowers, Schumann & Welch
Route 31 N., P.O. Box 978,
Washington, N.J. 07882;
908-689-1092; fax: 908-689-0694

1993 1992

Premium volume..... $38,000,000 $40,000,000
Gross revenues....... $6,015,096 $6,317,347

U.S. clients....... 100% 100%
Brokerage: Retajl.... 85.0% 86.0%

U.S. offices. $5,112,832 $5,432,918
Wholesale 0.5% 0.6%
Personal lines. 12.2% 12.0%
Invstrnt. income...... 0.9% 0.5%
Other .. .. ... 1 .ass 0.9%
Employees. ... s0 86
> fFfice=_ = — =—

EXCEPT THE FUTURE.

fle.—

yoil, OK'":: "'

245141k

We don't build the bridges or highways that keep commerce moving.

We don't build the high rises that provide homes or the office buildings that give

us places to work. But without the surety bonds and construction insurance

we provide, none of these would come out of the ground. It's too risky.

Willis Corroon manages the risk and makes the building possible. So while you'll

only see a handful of buildings with our name on them,

our name stands behind many others.

WILLIS CORROON

A world leader in risk management and insurance 6roking.

r  e— > < > x 6§

Founded: 1967.

Retail brokerage: 100%

Employee benefits: 5.8% of revenues.

Retail brokerage branches: Washing-
ton, N.J.; Bethlehem, Pa.

Licensed excess/surplus broker in:
New Jersey.

Officers: Scott Welch, chairman; Mike
Azar, COO; Todd Welch, CEO; Jody
Welch, secretary.

Contact: Mike Azar.

commissions.

Bowles, Troy,
Donahue, Johnson Inc.

12801 N. Central Expressway, Suite
600, Dallas, Texas 75243;
214-770-1600; fax: 214-770-1699

1993 1992
Premium volume. $40,000,000 $38,000,000
Gross revenues. $5,177,000 $4,600,000
U.S. clients .......... 98% 98%
Non-U.S. clients. 2% 2%
Brokerage: Retail.. 70.5% 74.0%
U.S. offices. $3,650,000 $3,404,000
Wholesale 0.5% 0.5%
Reinsurance............ 2.0% 2.0%
Personal lines. 19.0% 17.0%
Services 7.0% 5.0%
Invstmt. income.. 1.0% 1.0%
Other.. NA 0.5%

50 S22
— —

Employveaes ...
o e e = _

Founded: 1926.

Retail brokerage: 99% commissions,
1% fees.

Employee benefits: 15% of mvenues.

Acquisitions: Armstrong, Dallas, Janu-
ary 1993; Cozort, Dallas, May 1993.

Retail brokerage branches: Personal
Insurance Professionals, Richardson,
Texas.

Non-retail brokerage subsidiaries:
Riskshare Inc., Dallas; Twin Hills Insur-
ance Agency Inc., Dallas.

Licensed excess/surplus broker in:
Texas.

Ofncers: Donald F. Bowles, Ted Troy,
Byron Johnson, John Heath, John Liske,
managing directors.

Contact: Dan McCoy, COO.

Brady & Co.
1031 W. Fourth Ave., Suite 400, P.O.
Box 107502, Anchorage, Alaska
99510-7502; 907-276-5617;
fax: 907-276-6292

1993 1992

Premium volume... $77.000.000 $65,000,000
Gross revenues. $6.500,000 $5,300,000
US. clients ........ 100% 100%
Brokerage: Retail .. 78% 77%
U.S. offices. $5.070.000 $4,081,000
Wholesale 10% 12%
Personal lines....... 6% 696
Invstmt income...... 4% 5%
. 2% NA
Employvees............... 50 45
T e —— = = =

Founded: 1962.

Retail brokerage: 85% commissions,
15% fees.

Employee benefits: 7% of revenues.

Retail brokerage branches: Hospitality
Risk International, Bellevue, Wash.

Non-retail brokerage subsidiaries:
Brady & Co. Inc., Anchorage, Alaska.

Licensed excess/surplus broker in:
Alwka.

Officers: Carl F. Brady Jr., chairman/
CEO; Fred Chadwick, president/COO;
David W. Taylor, senior vp/CFO.

Contact: David W. Taylor.

Braishfield Associates Inc.

1700 Route 3 W., Clifton, N.J. 07013;
201-777-4747; fax: 201-777-1196

1993 1992
Premium volume. $33,160,000 $28,210,000
Gross revenues. $2,310,000 $2,280,000
U.S. clients. 85% 8696
Non-U.S. clients. 15% 14%
Brokerage: Retail._ 60.0% 65.0%
U.S. offices. $1.386,000 $1,482,000
Wholesale....... 8.0% 50%
Personal lines....... 13.0% 15.0%
Services 15.5% 11.5%
Invstmt income. 3.5% 35%

Emplovees. .
OfFffices . - - _ .. __.__.._.__

Founded: 1984.

Retail brokerage: 90% commissions,
10% fees.

Employee benefits: 22% of revenues.

Retail brokerage branches: Melbourne,
Fla.; Oldwick, N.J.; Philadelphia.

Licensed excess/surplus broker in:
Florida, New Jersey, New York, Penn-
sylvania.

Officers: James J. McCahill, presi-
dent/CEO; F.X. McCahill m, president-
Braishfield of Florida; Mark Blake, Ray
Wolak, Rosemary Rich, vps.

Contact: John P. Roulett, treasurer.

Braley & Wellington
Insurance Agency Corp.
44 Park Ave., P.O. Box 15122,
Worcester, Mass. 016154127;
508-754-7255; fax: 508-797-3507

1993 1992
$17,000,000 $14,000,000

Premium volume..

Continued on next page



Continued from previous page
Austin & Co. Inc.

20 Corporate Woods Blvd., Albany,
N.Y. 12211; 518-465-3591;
fax: 518-465-3968

1993 1992
Premium volume.. $17,500.000 $17,000,000
Gross revenues. $2.340,000 $2,340,000
U.S. clients. 100% 100%
Brokerage: Retail. 83% 82%
U.S. offices. $1,942,200 $1,918,800
Personal lines. 15% 16%
Invstmt. income...... 2% 29,

Employvees.. 26 2383

Founded: 1853.

Retail brokerage: 100% commissions.

Employee benefits: 6% of revenues.

Retail brokerage branches: Stevenson
Agency, Chestertown, NY.

Officers: Charles M. Liddle m, prem-
dent; Helen K Rack, Erwin F. Guetig,

vps.

The Auten Group Inc.

1915 Southfeld Road, Birmingham,
Mich. 48009; 810-258-6500,
fax: 810-258-5618

1993 1992

Premium volume. $7,841,624 $7,111,000
Gross revenues. $1,169,924 $1,016,809

U.S. clients. 100% 100%
Brokerage: Retail.. 77.3% 77.8%

U.S. offices. $904,435 $791,077
Personal lines. 21.0% 20.0%
Invstmt income.. 1.2% 2.0%
Other. 0.5% 02%
Employees... 15 15

Offices. 4 4

Founded: 1984.

Retail brokerage: 98% commissions,
2% fees.

Employee benefib: 10.3% of revenues.

Licensed excess/surplus broker in:
Michigan.

Officers: Bruce J. Auten, president;
Jean E. Pratt, vp-operations; Nancy

Beard, director-marketing/sales.
Contact: Bruce J. Auten.

Aviation Insurance Services
of Nevada Inc.

333 N. Rancho Drive, Suite 400, Las
Vegas, Nev. 89106; 702-647-2333;

fax: 702-647-5433

1993 1992

Premium volume. $28,400,000 $29,000,000
Gross mvenues $3.075,000 $3,136,000
U.S. clients. 92% 23%
Non-U.S. clients. 8% 7%
Brokerage: Retail. 88% 87%
U.Soffices. $2,706,000 $2,728,320
Wholesale 2% 2%
Reinsumnce. 7% 7%
Personal lines. 1% 1%
Services 1% 1%
Invstmt income. 1% 2%
Employees, 23 21
Offices... a 3

Founded: 1977.

Parent: Aviation Insurance Holdings
Inc.

Retail brokerage: 93% commissions,
7% fees.

Retail brokerage branches: Aviation
Insurance Services, Los Angeles, Salt
Lake City, Seattle.

Licensed excess/surplus broker in:
California, Nevada, Utah, Washington.

Officers: Ronald A. Hill, chairman/
CEO; Richard R. Gorsuch, vice chair-
man; Teresa Heckart, vp/CFO; Leslie C.
DeWald, president-Utah; Elliott S. Tre-
maine, senior vp-Washington.

Contact Richard R. Gorsuch.

B

The BGS&G Cos.

44 Baltimore St., Cumberland,
Md. 21502; 301-777-1500;
fax: 301-724-3953

1993 1992

Premium volume. $52.138,592 $46,884,930
Gross revenues $13,120,447 $12,899,783
U.S. clients. 100% 100%

- Brokerage: Retail. 36.0% 33.0%
U.S. offices. $4,723,361 $4,256,928
Wholesale 6.0% 7.0%
Personal lines. 13.0% 12.5%
Services 1.0n 1.0%
Other.. 44.0% 46.5%
Employees 160 160
Offices 8 9

Founded: 1921.
Parent: Beall, Garner, Screen & Geare
Inc.
Retail brokerage: 85% commissions,
15% fees.
Employee benefits: 33% of revenues.
Acquisitions: Davis Agency,
Johnstown, Pa., January 1993; Sovran
Bank, District of Columbia, July 1993.

Retail brokerage branches: Columbia,
Frostburg, Hagerstown and Oakland,
Md.; Johnstown, Pa.; Keyser, W.Va.;
A.H. Baker & Co., District of Columbia.

Licensed excess/surplus broker in:
District of Columbia, Maryland, Penn-
sylvania, Virginia, West Virginia.

Officers: Marc E. Zenger, CEO/vice
chairman; Page T. Shanklin, president;
Robert H Garner, executive vp/GO;
Coleman P. Brown lll, executive vp

Contact: Page T. Shanklin.

BWD Group Ltd.,
Blumencranz, Klepper,
Wilkins & Dubofsky Ltd.
3000 Marcus Ave, CB 5028, Lake
Success, N.Y. 11042-0028;
516-327-2700; fax: 516-327-2800

1993 1992
Premium volume. $145,000,000 $120,000,000
Gross revenues___ $12,973,800 $10,982,000
U.S. clients. 98% 97%
Non-U.S. dients. 2% 3%
Brokerage: Retail.. 71% 70%
U.S. offices. $9,168,469 $7,687,400
Wholesale 18% 20%

Personal lines 8% 7%
Services. 2% 2%
Invstmt. income. 1% 1%
Employees. TOoa o=
COfFfice = - - —

Founded: 1929.

Retail brokerage: 90% comnnissions,
10% fees.

Employee benefits: 7.5% of revenues.

Acquisitions: Harvey L. Schary Inc.,
Lake Success, N.Y., December 1993;
HLS Inc., Lake Success, N.Y., December
1993.

Licensed excess/surplus broker in:
New York.

Officers: Roger A. Blumencranz, presi-
dent; Marc J. Blumencranz, Stuart B.
Wilkins, Eric S. Blumencranz, vps; Rob-

ert Dubofsky, managing director.
Contact: Roger A Blumencranz.

Bain Hogg Group
1 Pottsoken St., London EIl 8DF,

England; 071-480-4000;
fax: 0714804007

See profile on page 35.

rhings are changing. And the speed of change
could create some pretty rough seas. It talces =
lot o f experience to sail into these changes, but
we're doing it, and we're helping all of our

clients do it.

As everyone knows, Stop-Loss Self liisurance is

the one area of health care that has truly met the

need ofcost reductions and innovative solutions
in the face of an industry out of control.

18 years ago, we proved to the industry that with

imagination and flexibility things could be made
a lot better. And we've continued to prove that
theory every day since.

If you need a little navigational help keeping
things "steady as she goes," 1-eniember us.
We've always put performance way ahead of
promise, and your needs and satisfaction ahead

of everything.

Call us today; we'11 show you some new course
headings that will save money and help you get
ready to navigate the months ahead.

Business Insurance, July 18, 1994 / 57

Bartlett Agency Inc.
2200 52nd Ave., Moline, 11]. 61265;
309-76+9666; fax: 309-764-8153

1993 1992

Premium volume. $19,999,936 $24,300,934
Gross revenues. $3,505,675 $3,495,187
US. clients. 100% 100%
Brokerage: Retail. 72.2% 74.7%
U.S. offices. $2,531,097 $2,610,905
Personal lines.. 11.5% 11.9%
Services 11.2% 8.1%
Invstmt income. 1.6% 2.9%
Other. 3.5% 2.4%
Employees. 45 45
Offices 1 1

Founded: 1945.

Retail brokerage: 85.8% commissions,
14.2% fees.

Employee benefits: 28.97% of Eve-

Licensed excess/surplus broker in: Illi-
nois.

Officers: Richard J. Miles, president;
Thomas K Bracke, executive vp/secre-
tary; John J. Barmtt, Bradley T. Boyle,
vps; Deanne K Mainey, treasurer.

Contact Richard J. Miles.

Berwanger Overmyer
Associates
2245 Northbank Drive, Columbus,

Ohio 43220; 614-457-7000;
fax: 614-457-1507

1993 1992

Premium volume.. $62,000,000 $60,000,000
Gross revenues. $9,837,137 $9,517.840

U.S.clients. 100% 10096
Brokerage: Retail 80.1% 73.1%

U.S. offices. $7,879,546 $6,954,686
Wholesale 1.5% 15%
Personal lines. 6.4% 5.4%
Services. 10.0% 15.8%
Invstmt. income., 1.7% 2.7%
Other. 0.3% 1.5%
Employees. 110 110
Offices. 1 1

Founded: 1973.

Retail brokerage: 84% commissions,
16% fees.

Employee benefits: 22.28% of reve-

Licensed excess/surplus broker in:
Ohio.

Officers: Edwin L. Overmyer, presi-
dent/CEO; Richard H. Moore, Joseph M.
Berwanger, executive vps; Jerly L. Es-

Continued on nert page

e Widi

Sailing info the wind off Re coast of,1 larblelicad, 11 rar M jErry isla nd.

For The Best In The Business.

Fifty Doaks Lane » Mai-blehead, Massachusetts 01945

Corporate Headquarters: TEL (617) 631-1325 « FAX (617) 631-2165 / Underwriting: TEL (617) 639-4055 « FAX (617) 631-2119
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A

ABI*AMRO
Verzekeringen B.V.

Bernhardstraat 1, Zwolle,

The Netherlands, 31-38-992106,
fax 31-38-225948

See profile on page 52

Acordia Inc.

120 Monument Circle, Indianapolis,
Ind 462044903,317488-6666,
fax 317-488-6535

See profile on page 36

T.J. Adams & Associates Inc.

2021 Spnng Road, Oak Brook,
111 60521, 708-572-1550,

Gross revenues
U S clients 100%

87%

100%

Brokerage Retail 84%

$18,400,000 $13,740,000 Employees 82 81

Offices a

4 gional Management Sennces Inc, Hous-

Re- Anderson & Anderson
Insurance Brokers Inc.

Non-retail brokerage subsidiabes:

Founded: 1979 ton
U S offices $15,460,000 $11,950,000 . . 2495 Campus Dnve, Irvine, Calif
Ponsonal lines 7o 8% Retail brokerage: 81% commissions, Licensed excess/surplus broker in: 92715, 714-476-4300
Services 5% 2% 19% fees Texas fax 714-752-7587
Invstmt Income 2% 2% Employee benefits: 3% of revenues Officers: John L VanOsdall, chair-
Other 2% 1% Retail brokerage branches: Albany, man/president, Gerald M Srruth, semor 1e9s o2
Employees 180 107 NY, Alhed Brokerage Services Group vp/COOQO, John D Collado, Randall F Z:::;::;:me sm;:»::;c;c; i?ifi?ﬁﬁﬁ
Offices * 3 Inc, Cranford, N J Green, Robert E Holloway, semor vps U S ationte 100% 0%
Retail brokerage: 85% commlissions, Non-retail brokerage subsidiaries: At- Contact: Gerald M Smith Brokerage Retail 92% 88%
15% fees lantic Star Interrnedianes Inc, Syosset, US offices $10.239,600 $8,915,280
Employee benefits: 25% of revenues NY Personal lines 4% 5%
Acquisitions: Ellingson & Jones, Santa Licensed excess/surplus broker m: Services 2% e
Rosa, Callf, November 1993 Alaska, Connecticut, District of Colum- En:::;::ome 12:/: ?;/;
K . . - Y
Retail brokerage branches: Brea and bia, New Jersey, New York, Wisconsm Anco Insurance Managers Inc. omges N N

Capitola, Callf, Ellmgson & Jones Divi-
mon, Santa Rosa, Calif

Licensed excess/surplus broker in:

California

Officers: J Douglas Alburger, chair-
man, Bruce Basso, president, Red de-
Grosz, CEO, Sam Jones, George Jaynes,
executive vps

Contact: Jann McCully, CP'O

Alexander & Alexander
Services Inc.

Officers: W:lliam A Manno, president,
Dand H Stevenson, Henry C Lom-

bardi, executive vps, Anthony Aullano,

treasumr

Contact: Henry C Lombardi

Alper Services Inc.

60 W Supenor St, Chicago,
111 60610, 312-642-1000,
fax 312-944-7000

1993 1992

fax 708-574-3278 Premium volume $28,000,000 $26,000,000
1211 Ave of the Amencas, New Yo® Gross revenues $4.400,000 $4,300,000
1993 1992 ’

U S clients 99% 99%

Premium volume HO,000,000 $34,500,000 N Y 10036, 212-640-8500, Non-U S chen-s 1o 1%
Gross revenues $5,800,000 $5,500,000 fax 212-4444697 Brokerage Retail 6% 5%
U S clients 100% 100% US offices $3,344,000 $3,225,000
Brokerage Retail 915% 91 8% Personal lines 5% 5%
U S offices $5,307,000 $5,049,000 See profile on page 20 Services 15% 15%
Wholesale 51% 49% Invstmt income 3% 3%
Personal lines 20% 18% Other 1% 2%

Invstmt income 14%

15% Alliance Insurance Group Inc. Employees a8 a7
Employees 57 Offices 1 1

Offices 1 1
Founded: 1967
Retail brokerage: 100% commissions
Employee benefits: 96% of revenues
Officers: Edward A Schell, chainnan/
CEO, Dennis D Gamache, president, Ri-
chard Mller, executive vp, John A Keg-

aly, vp
Contact: Dennis Gamache

Affiliated Insurance
Consultants Inc.

7650 S County Line Road, Burr
R,dge, 111 60521,708-789-1234,
fax 708-789-1366

1993
$42,000,000

1992
Premium volume $44,761,000
Gross revenues

U S clients 100%

88%

100%
Brokerage Retail 89%
US offices

Personal lines 0%

Invstmt Income 2% 1%
Employees a4 53
Offices 1 2

Founded: 1967

Retail brokerage: 98% commissions,
2% fees

Employee benefits: 18% of revenues

Licensed excess/surplus broker in:

nols
Officers: Edwm E Tomei, Daniel C
Pancake, Thomas G Klehr

Contact Thomas G Klehr

Alburger Basso deGrosz

301 Island Parkway, Belmont,
Calif 94002, 415-598-0900,

3420 E Shea Blvd, Phoeng,
Anz 85028, 602-996-7600,
fax 602-494-1175

1993
$15,500,000 $14,0

1992
Premium volume
Gross revenues
U S clients 98% 97 %
Non-U S clients 2%
Brokerage Retail 69%
U S offices

Wholesale

Personal lines 20% 21%
Services 5% 6%
Invstmt income 1% 1%
Other 2% 3%
Employees 30 31
Offices 3

Founded: 1976
Retail brokerage: 95% commissions,

$4,183,000 $4 468,000 5% fees

Employee benefits 3% of revenues

Retail brokerage branches: Tucson, Gross revenues
$3.681.000 $3, 976 000 Am, Laguna, Cahf
10% 09

Licensed excess/surplus broker in: Ar-

Founded: 1966

Retail brokerage: 95% commissions,
5% fees

Employee benefits: 6% of revenues

nois

3% Officers- Howard C Alper, premdent/ Chnsti, Texas, Anco Dallas/Fort Worth,
65% CEO, John F Wheaton, executive 9/
$1.377/.24O $1 ,272/,700 COO, Russell M Cortino, Herbert M

3% A%

Singer, execunve vps, Richard A Swoik,
John A Hamilton, Craig A Kanter, vps
Contact Howard C Alper

3 American Phoenix Corp.

302 W Main St, Avon, Conn 06001,
203-677-2661, fax. 203-674-1984

1993 1992

Premium volime $173,162,210 $164,742,000
U S chents 100%

Brokerage Retail 73%

U S offices $16,180,931 $15,297,379

i=ona Personal hnes 26% 27%
Officers: Guy L Labelle, president, Invstmt Income 1% 1%
Elton Baker, executive vp, Edith Lasson, Employees 255 253

vp, David Smith, comptroller
Contact: Guy L Labelle

Ilh- Allied Coverage Corp.

165 Roslyn Road, Roslyn Heights,
NY 11577, 516-626-9250,
fax 516-626-0738

1993 1992

Offices 11

Founded: 1981

Parent Phoemx Home Life Mutual In-
surance Co

Retail brokerage: 97% commissions,
3%fees

Employee benefits: 3% of revenues

Acquisitions: Frank Drane Insurance,
Orlando, Fla, December 1993, Marshall

Premium volume $110,000,000 $100,000,000 L Helbraun Associates, Orlando, Fla,

Gross revenues
U S chents
Brokerage Retall

90% 91%

US offices 1
fax 415-598-0370 $9,900,000 $9,100,000
Wholesale 4%
1993 1992 Personal lines 2%
Premium volume $300,000,000 $203,000,000 Invstmt income 4%

THANK YOU!

Sor gen "ars Of Support

The Law Firm of

Malloy & Klelnman, P.C.

Celebrating Our

Tenth Anniversary

Chicago (Des Plaines),
(708)824-0990
(312)399-1689

Kathleen & Malloy,JD,CPCU
Randall Kleinman, JD, CPCU

Lynda Schultz
Gabnet B. Antman

An,ah C Das
Joseph AF Bucolo

Serving The Insurance Community

For Ten Years

1l Employvee benefits 5 9<6

$11, 000 OOO $10, OOO 000 February 1994

Retail brokerage branches: Amencan
Brokerage of Philadelphia, St Davids,

3% Pa, Amencan Phoenix Corp (Mary-
2% land), Baltimore, C&C Insurance AssocCi-

4% ates Inc, Somerset, NJ, Caddell & By-

ers Insurance Agency Inc, Lowell,
Mass, Frank Drane Insurance Agency,
Orlando, Fla, Enckson-Swan-Rowley
Inc, Jamestown, NY, Kenney, Webber
& L,owell Inc, Avon, Conn, Mcl)owell
Insurance Inc , Chambersburg, Pa,
Nicholas & Cannon Agency Inc, Sara-
sota, Fla, Poor, Bowen, Bartlett &
Kennedy of Pennsylvania Inc, York, Pa,
West Coast Insumrs, St Petersburg Fla

Licensed excess/surplus broker in:
Connecticut, Florida, Pennsylvama

Officers Martm L (Mell) Vaughan I[l,
president, Karl E Manke, vp-sales/mar-
keting; Linda D Hoperaft, vp-opera-
tions, Wilham E Ryan, vp/CFO

Contact Martm L (Mell) Vaughan

Anco Corp.

16000 Barkefs Point Lane, Houston,
Texas 77079, 713-496-3400;
fax. 713-49&6729

1993 1992

Premium vohme $67,300,000 $59,600,000
Gross revenues $9,015,000 $8,458,000

U S clients 100% 100%
Brokerage Retail 75 0% 76 5%

u S offices $6,761,250 $6,470,370
Personal lines 69% 85%
Services 16.7% 133%
Invstmt Income 13% 14%
Other 0.1% 03%
Employees 94 93
Offices 1 1

Founded: 1873

Retail brokerage: 83% commissions,
17% fees

of revenues

Mart Pioneer Insurance, Mart, Texas

$22,165,660 $21,246,360 AIM Premium Finance Inc, Anco Insur-
100% ance Services of Bryan/College Station 5% fees
72% Inc, Anco Insurance Services of Texas

11 Texas

1733 Bnarcrest Dnve, Bryan, Founded: 1953
Texas 77802,409-776-2626,

fax 409-776-1308

Parent: Anderson & Anderson Insur-
ance Brokers Inc
1093 1992 Retail brokerage: 97% comnussions,
Prenlum volume $80,560,000 $66,000,000 3% fees

Gross revenues $12,683,241 $9,043,753 Acquisitions: John W McHugh Insur-
U S clients 100% too% ance Agency, Stockton, Callf, June
Brokerage Retall 40% 41% 1994
uUs offl 73,2 707 s T
otflees $5,073,296 $3,707,938 Retail brokerage branches: Irvine,
Wholesale 8% 4%
Personal lines 47% 44% Stockton and Van Nuys, Cahf
Serv ces 3% 7% Non-retail brokerage subsidiaries:
Invstmt income 1% 1% CAP Managers Ltd, Hamilton, Ber-
Other 1% 3% muda, Captive Assurance Partners, Irv-
Employees 210 150 me, Cahf
Offices 17 19

Officers: Robert M Anderson, presi-
dent/CEO, John W Roblee, senior vp/
Retail brokerage: 100% commissions secretary/treasurer, Edward C Shu-
Employee benefits: 4% of revenues maker, executive vp-Orange County,
Acquisitions: GSM Insurance, Rock- Sam J Cunningham, president-Ander-
port, Texas, May 1993, Jernigan-Dabney son & Anderson/Benefits, Orange
Insurance, Livingston, Texas, June 1993, County, Everett Newman, executlve vp-

, Van Nuys, Steve King, executive vp-
Stockton

Contact: Robert M Anderson

Founded: 1873

Januaiy 1994

Retail brokerage branches: Anco
Alamo City, San Antonio, Anco Belton,
Belton, Texas, Anco Beaumont, Beau-

$1,996,000 $1 ,958 000 Licensed excess/surplus broker in: nli- mgIJ_nt Texas, Ancgo Capitol City, Austin,

eXas, Anco Corpus Chnstl, Corpus Andreini & Co.

220 W 20th Ave, San Mateo,
Calif 94403, 415-573-1111,
fax 415-378-4361

Dallas-Fort Worth, Texas, Anco El Paso,
El Paso, Texas, Anco-GSM, Rockport,
Texas, Anco Jernigan-Dabney, Living-

1993
ston, Texas, Anco Insurance of Temple,

1992

Temple, Texas, Anco Insurance of The Grzsssri:::‘:s $18'6619£ﬁ/00 $17'7612(')?ﬁz
Woodlands, The Woodlands, Texas, Brokerage Retail 26% NA
Anco Metroplex, Arlington, Texas, Anco US offices $17,922,240 NA
Pioneer, Mart, Texas, Anco Port Lavaca, Personal lines 2% NA
Port Lavaca, Texas, Anco Tyler, Tyler, Invstint income 2% NA
Texas, Anco Waco, Waco, Texas, Insur- Emé)f!oyees 175 176

lces 7 6

ance Ser,nces of America, Houston
Non-retail brokerage subsidiaries: Founded: 1951

Retail brokerage 95% commissions,

Retail brokerage branches: Fresno, Ir-
Inc, Emerald Surplus Lines Inc, Kiefer vine, Chmard, Salinas, Santa Momca,
Masshall Insurance Agency Inc Callf, Dallas

Licensed excess/surplus broker in: Licensed excess/surplus broker in.
Callfornia

Officers: M L (Red) Cashion, chalir- Officers: John Andreini, chainnan,
man, Dick B Haddox, president/CEO, Michael J Colzam, CEO, David Hoslans,
Richard Pollard, Adnan G McDonald premdent
Jr, Susan Fhppen, semor vps Contact: John Andreini or Michael

Contact: T Scott Hart, assistant con- Colzani

troller Contmued on nezt page

How to use agent, broker directory

The 1994 directory of agents and brokers 15 based on companies'
responses to a Business Insurance questionnaire

The directory is published as an editorial service and there is no charge
to be Included However, companies must generate at least $500,000 of
their gross revenues from commercial retail brokering in order to be listed
in the directory

Listings begin with the address, telephone and facsimile machine num-
bers of the company.

Next is premium volume and gross revenues for both 1993 and 1992, and
the percentage of gross revenues generated from U S -based clients versus
non-U S -based clients Percent of gross revenues generated by commer-
cial retail brokerage is next, followed by a breakdown in dollars as gener-
ated through U.S. offices versus non-U S offices Wholesale brokerage,
reinsurance brokerage, personal lines brokerage, fee-based services,
investment income and other activities follow

The number of employees and offices for 1993 and 1992 also are in-
cluded Next, the year founded, parent company and the percent of com-
mercial retail brokerage generated by commissions and by fees are given

Acquisitions, locations of retail brokerage branch offices and non-retail
brokerage subsidianes and states in which companies are licensed as ex-
cess/surplus lines brokers are listed Pnncipal officers and a contact for
those seeking more information complete the listing If the location and
telephone number of the contact are different from those of the main of-
fice they are also provided

If you wish to locate a company by state or country, refer to the geo-
graphic index following the directory listings Locations of home offices
as well as retail brokerage branch offices are included

All figures are hsted in US dollars The applicable yearly average ex-
change rate was used to convert figures for non-U S based organizations.
Exchange rates are noted on the page one chart, except the following Ca-
nadian dollar=$0 775 (1993), $0 824 (1992), Colombian peso=$0 001475
(1993), $0 00171 (1992).

The information in each entry was compiled by Business Insurance
based on data supplied by the agents and brokers Although every effort is
made to provide complete and accurate information, no public records are
available to allow BI to verify the information supplied by privately-held
brokers.

If you would like to receive a questionnaire to be listed in next year's
Agent/Broker directory, contact Kathy Welyki, Business Insurance, 740
N Rush St , Chicago, Ill 60611-2590; 312-649-5279



the

Groupe Le Blanc

de Nicolay

134 rue Danton, F-92300,
Levallois-Perret Cedex, France;

4-759-1111; fax: 4-759-9382

1993~ 1992

Premium volume. N/A N/A
Gross revenues._ $90,761,000 $89,020,000
Brokerage: Retail.. 36% 37%
Reinsurance.... 54% 56%
Services. 3% 1%
Investment income 7% 6%
Employees . 500 500
Rev./Employee . $181,522 $178,040
OfFffices .. = 26

* Company estimate. Converted at applicable
exchange rates.

French broker Groupe Le Blane
de Nicolay, which has broken into
ranks of the world's 20 largest
brokers for the first time, is look-
ing to buy a major retail insur-
ance broker to continue growing.

The proposed purchase is part
of a strategy to balance the bro-
ker's historical strength in rein-
surance brokerage with a strong
retail brokerage arm.

Paris-based GLN, the third-
largest broker in France, has been
buying up small and medium-
sized brokers since 1988, when it
decided to beef up its retail insur-
ance brokerage arm, Le Blanc de
Nicolay Assurance.

But "the price to pay for small
companies is proportionally much
higher than for a big acquisition,”
said Olivier du Passage, deputy
managing director of GLN.

Therefore, he said, the company
now is looking to buy a large in-
surance broker.

In 1992, GLN raised 160 million
French francs ($30.2 million) in
capital from existing shareholders
to invest in "a big insurance bro-
ker if we can find one," said Eric
Bouquet, GLN finance director.

Most likely the broker will be

based somewhere in continental

Europe, but GLN would consider
a London broker that is not en-
cumbered by any liabilities from
past operations, said Mr. du Pas-
sage.

GLN's acquisition trail is one
reason its gross revenues grew
9.1% to an estimated 514 million
francs at the end of last year from
471 million francs in 1992.

In dollar terms, though, reve-
nues only grew 2% to $90.8 mil-
lion in 1993 from $89 million at
the end of 1992. But 1993 reve-
nues were still large enough to
place GLN at No. 20 in Business
Insurance's ranking of the world's
largest brokers.

GLN was founded in 1928,
when Col. Charles Le Blanc and
Vandeman Hjorth, a Scandina-
vian reinsurance broker, com-
bined their operations to form Le
Blanc Hjorth, a reinsurance bro-
ker in France.

Following World War Il, Col. Le
Blanc formed a business venture
with Earl Rene de Nicolay and
changed the name of the interme-
diary to Le Blanc de Nicolay.

Earl de Nicolay died in 1954,
but his family continues to hold
shares in GLN. Meanwhile, Col.
Le Blanc's son, Henri Le Blanc,
succeeded him as chairman in
1963 and held that post until
1968, when the company's leading
producer, Jean Redier, took over
the helm.

His son, Vincent Redier, is
GLN's current chairman and chief
executive officer.

GLN is more than 40% owned

by insurance company clients of

its reinsurance brokerage branch:
30% of GLN is held by Societe

Centrale d'Etudes et de Participa-
tions, a subsidiary of the French
Agricultural Mutual System; 7.5%
by Financiere du CIC et de
I'Union Europeenne; and 3% by
French insurer Groupe GAN, for-
merly known as Group des Assur-
ances Nationales.

In addition, the Redier and de
Nicolay families still own 44% of
the company, while Groupe
Schneider owns 7.5% and miscel-
laneous other entities hold the re-
maining interest, about 8%.

The broker has expanded its
reach internationally and by line
of business.

In the 1960s, it embarked on an
international expansion of its re-
insurance brokerage business,
which at the time accounted for
nearly all of the company's reve-
nues. During that decade, branch
offices were opened in Madrid,
New York, Singapore, Stockholm,
Tokyo and Zurich.

Le Blanc de Nicolay in the '7O0Os
also expanded by acquiring Bel-
gian reinsurance broker Suys &
Janssens; reinsurance broker Sea-
gliarini Coniglio & Cie. in Bolo-
gna, ltaly; and Intreas, later
named LBN Catalunya, in Spain.

The company's first move into
non-reinsurance brokerage was in
1974, when Groupe Schneider,
through its banking subsidiary
Banque de I'Union Europeenne,
became a shareholder of Le Blanc
de Nicolay Groupe Schneider
passed on the control of its two
captive brokerages to Le Blanc de
Nicolay.

The broker adopted its current
name, Groupe Le Blanc de Nico-
lay, and named its new insurance
brokerage operation after one of
the captive brokers, Societe
Francaise pour les Assurances In-
dustrielles.

After acquiring several Paris-
based insurance brokers in the
early 1980s and several changes of
name and management, GLN set
up two distinct branches that ex-

ist today:

* Le Blanc de Nicolay Assur-
ance. The insurance brokerage
arm is headed by Managing Di-

rector Jean de Fumichon and ac-
counted for 36% of revenues last
yvear.

- Le Blanc de Nicolay Reassur-
ance. The reinsurance intermedi-
ary, which is headed by Managing
Director Claude Marie, accounted
for 54% of the company's gross
revenues in 1993.

In the early '80s, LBN Assur-
ance acquired several small bro-
kers in Paris and restructured its
operations to focus on specific
business sectors, including the
food industry, mass distribution,
electronics firms and computer
makers.

LBN Assurance today special-
izes in industrial risks, fleet auto
business and employee benefit
coverage.

The employee benefit depart-
ment offers "people insurance"-
everything from pension funding
and retirement programs to inter-
national benefit pooling anrange-
ments, said Mr. Fumichon.

This division accounts for 35%
of LBN Nicolay Assurance's reve-

Mr. Fumichon says LBN Assur-
ance is now working hard to de-
velop new insurance coverage for
difficult risks like environmental
liability.

Since 1985, the insurance bro-
kerage division has expanded by
acquiring a string of other broker-
ages, including:

- Marseille-based broker Tar-
razi-Recoing and its brokerage
subsidiary that specialized in
truck/car fleet insurance. This ac-
quisition was the basis for GLN's

growth as one of France's largest
brokers for commercial auto

fleets, said Mr. Fumichon.

- Paris-based Jean Moulin &
Fils in 1989 and its German sub-
sidiary, Alliance Franco-Alle-
mande d'Assurances, and its hold-
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ing in broker Societe Centrale de
Courtage d'Assurances. which is
the brokerage unit of Banques
Populaires.

LBN Assurance has also created
subsidiaries in Spain and ltaly
and would like to increase its
presence in Germany.

In France, "our domestic busi-
ness is organized in three main
companies in which our acquisi-
tions merged," said Mr. Fumi-
chon. Two of these branches are
based in Paris and one in
Marseille.

Unlike the retail brokerage di-
vision, LBN Reassurance contin-
ues to rely almost entirely on in-
ternal growth for expansion, said
Mr. du Passage.

It is one of the top reinsurance
intermediaries in Europe, placing
treaties for insurance company
clients throughout Europe:
France, Spain, Belgium, the Czech
Republic and, to a lesser extent,
Italy and Germany.

A key target for the reinsurance
broker are international insur-
ance groups, according to Mr. du
Passage.

"Take an international insur-
ance group and we are able to (de-
vise) a reinsurance plan with the
help of all the people we have. . .in
the (continental) European mar-
ket," he said. "Our role is differ-
ent from our London friends. We
are not working for a particular
market. We are Working for par-

JAQ

ticular clients and the solution is
in Europe, the United States,
London. We are not feeding a par-
ticular market.”

Approximately 66% of revenues
from the reinsurance brokerage
division originate in France.

In 1991, LBN Reassurance
teamed up with London-based
Crawley Warren Group P.L.C.
and New York-based Frank Crys-
tal & Co. Inc. to set up a joint bro-
kerage venture for the space and
space-related industry: Rosslyn,
Va.-based International Space
Brokers Inc.

Mr. du Passage claims that In-
ternational Space Brokers is now
the second largest space insurance
broker in the world, with about
30% of the market.

GLN's year-end 1993 results
won't be published for some time.

However, the group estimates
that revenues totaled 514 million
francs ($90.8 million), including
464 million francs ($81.9 million)
in brokerage revenues; 37 million
francs ($6.5 million) in investment
income; and the remainder from
other, non-insurance services.

GLN's 1992 revenues totaled
471 million francs ($89 million),
including 435.6 million francs
($82.3 million) in brokerage reve-
nues; 28.6 million francs ($5.4
million) in investment income;
and the remainder from other,
non-insurance services income.

-By Stacy Shapiro
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Spotlight repoit

cording to William F Poe, chair- compared with $2 9 million in the include hability and property in- premiums involved difficult prod-
man of the Tampa, Fla -based first half of 1993 Net income in surance for dentists, and the:r uct liability, general liability and
brokerage 1994 includes a $13 million gain practices, professional liability property coverages

"There was a lot of uneasiness from the sale of some stock the coverage for lawyers, professional

Halcyon Underwriters Inc is a

Poe & Brown Inc. and people did not have a clear company holds m Rock-Tenn Co, liability coverage for physicians, wholesaler to 200 agencies in
picture of where they were going, a paper manufacturer Still, ex- professional liability for health Florida, Georgia and Alabama It

702 N Franklin St,

so putting that comfort level m cluding this gain, net income in care facilities, liability and prop- specializes in umbrella policies

Tampa. Fla 33602. 813-222-4100, and getting everybody gomg for- the first half exceeded 1993's first erty coverage for optometrists and and inland marine coverage and

fax 813-223-5874 ward was probably the biggest half by 78% their practices, property/casualty, last year placed $7 million in pre-
1003 1002 challenge," Mr Poe said Around half of the projected in- life, health and benefits coverage miums

Premium volume $786,000,000 $722,000,000 One result of the merger was a crease in profits will be obtained for wholesaler-distributors, and United Self-Insured Services
Gross revenues $95.570.000 $89.310,000 reduction in the number of em- through organic grofth and half property/casualty coverage for administers workers compensa-
Brokerage Rewil o o ployees by 100, but most of the through acquisitions, according to towing operators and automobile tion coverage for 2,000 self-in-
Personal lines 79 10% employees who remain dre happy Mr Poe dealers sured employers with a combined
Services 13% 13% with the new company, he Acquisitions likely will be made In addition, several new pro- payroll of $1 5 billion

[vestmentineeme et >*  claimed The broker now has in areas where Poe & Brown has grams for commercial and indus- Poe & Brown Benefits Inc is an
Employees 1,000 1,100 1,000 employees existing offices trial businesses will be launched employee benefits consultant and
Rev /Employee $95,570 $81,191 "You always have some folks "Our first priority will be in within the next 12 months, Mr third-party administrator of self-
orees & that like the old ways, but a rea- Poe said insured employee benefit plans It

sonable review would suggest that Program business offers advan- had revenues of $4 8 million in

the shareholders would probably

Strong revenue growth at Poe & feel that it was a positive merger It is “difficult toplace

he said

tages to both clients and brokers, 1993

The cash compensation received

Brown Inc, the product of the and most of the people here would new business, so that "The client does it because of in 1993 by the highest-paid offi-
Apnl 1993 merger of Poe & Asso- as well," Mr Poe said makes it dlfflCU": to the coverage quality and the rea- cers of the brokerage, according
clates Inc and Brown & Brown Aftertax profits also increased f sonable price, and we do it be- to the company's proxy statement

Inc, helped propel the broker into in 1993, rising more than 200% to , bring in new bUSineSS/ cause it means that we can spe- filed with the Securities and Ex-

the Busmess Insurance ranking of $8 million compared with $2 6 says William F. Poe

the world's largest insurance bro- million in 1992 Profits in 1992 that we serve the marketplace
kers hAd been stunted due to expenses better,” Mr Poe said

The brokerage posted revenues associated with the merger, noted And, in the long run, program
of $95 6 million in 1993, earning it Mr Poe states where we already are be- facilities are efficient ways of bro-

the No 19 spot That IS Up 7% In 1991, the combined compa- cause we have the management kering and underwriting business,
from $89 3 million in 1992, when nies would have reported a profit staff there, but we would go out- he added
it did not rank among the Top 20 of $5 9 million side those states if we saw a good "Over 10 years, we can make
While the merger created a new If Chief Executive Officer J opportunity,” Mr Poe said more 'profits through programt
Top 20 broker in the world, it also Hyatt Brown's projections for Prior to the merger, Daytona- business than we can through
produced numerous changes and growth are borne out, Poe & based Brown & Brown's business non-specialized business," Mr
challenges for the unified broker- Brown will see sizable increases was based entirely in Florida, Poe said
age in earnings over the next .five whereas Tampa-based Poe & As- With nearly two-thirds of its
The two companies have had to years sociates had offices in Florida, business from Florida, Poe &
coordinate different target clients, The declared intent of Mr Georgia, Texas, Arizona, Califor- Brown has acutely felt the
different sales strategies, different Brown IS to increase the broker- nia, North Carolina, New Jersey, changes in the. insurance market
management styles and different age's profits by 15% annually, and Connecticut created by 1992's Humcane An-
geographic spreads of business which compounded will double About 65% of Poe & Brown's drew
But the biggest challenge for the Poe & Brown current level of bumness is derived from Florida, Although Poe & Brown did not
managers of the combined Poe & profits in five years Mr Poe said have a significant number of ch-
Brown was managing its employ- First-half 1994 aftertax profits Since the merger last April, Poe ents in the Dade County area
ees throughout the changes, ac- more than doubled to $6 5 million & Brown has made one acquin- where the hurricane hit, the entire
tion Arch-Holmes Insurance Inc, ' property insurance market in
a general insurance agency in southern Florida has been af-
Hollywood, Fla, that was ac- fected by the huge loss from the

quired in October 1993 storm, Mr Poe said
Arch-Holmes handles mainly "It has become very difficult to
R V I construction accounts and spe- place new business so that makes

ciallzes in surety insurance Its it difficult to bring in new bum-
gross revenues exceed $15 mil- ness," he said
SERVICES CO.,INC lion ) ) . However, the- sto-rm has turn.ed
Organic growth will be achieved around the decline in property in-
through the implementation of surance rates, Mr Poe said "The

ciallze m an area, and that means change Commission, follows

J Hyatt Brown $549,306
William F Poe Sr $370,000
Bruce G Geer $235,000
Kenneth E Hill $506,938
Jim W Henderson $294,720

-By Gavin Souter
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A Broker Market Brown & Brown's style of market- average increase is probably only 8/'s _Repr'nF De’f)artme'_“_ can
. o . provide reprints, in quantities of
ing throughout company, accord- around 10% but histoncally the ) A
. . 1000rmore, ofany articleappearing
ing to Mr Poe rates were going down by between X
" " . m the weekly newsmagazine Legal
There are stronger new sales 3% and 7%," he said . ) .
. o permission, complying with U S
RESIDUAL VALUE INSURANCE efforts, the emphasis is on new Existing chents can buy prop- .
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explained This is largely because Florida in- newsmagazine For information,
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ready have contnbuted to the underwriters to withdraw sud-
firm's increased revenues And, It denly from the market, Mr Poe
is reflected in higher revenues per explained
SPECIALISTS employee, Mr Poe said In 1993, Although several underwriters
revenues per employee were want to reduce their business in
$95,570 up 17 736 compared with Flonda, they have to do so over a

$81,191 in 1992 three-year period, he said

AUTOMOBILES *AIRCRAFT "Everybody is more directly in- Consequently, Florida's prop-

volved in productive work rather erty insurance market may be sig-

CONTAINERS - RAIROAD EQUIPM » RAILERS than staff work or long-term nificantly smaller 18 months from
planning,” Mr Poe said now, Mr Poe pointed out

CONsmMUCHOWMINKGEQUIPMENTr The target market for Poe & This will cause further problems

Brown's retail brokerage opera- for the small and medium-sized
tions is mid-sized companies that clients that Poe & Brown targets

generate $25,000 to $500,000 in "Large deductibles and self-in-
annual premiums, he said About surance are not normally very
95% of Poe & Brown clients pay practical for smaller eli-

Claims-Paying Ability Rating of

AAA the brokerage through commis- ents there's no reasonable alter-
sions and about 5% pay fees native," he said
from Duff & Phelps Retail brokerage generates 52% Setting up a program facility

of Poe & Brown's gross revenues for this group of policyholders
Other sources of revenues in 1993 would not be pos5ible, Mr Poe
were wholesale brokerage, 25%, said
NEWENGLAND OFFICE NEW YORK OFFICE services, 13%, personal lines, 7%, "We have the same problem as
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Ual book of program business to MacDuff Underwriters Inc is a
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The National Programs division lines intermediary and a manag-
generated $271 million in premi- ing general agent Much of
ums in 1993 Current programs MacDuff's $14 million in 1993
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Cie. Europeenne de
Courtage
d'Assurances
et de Reassurances

75 Rue de Tocqueville, 75850 Paris
Cedex 17 France; 3314-415-5500;
fax: 3314-415-9301

1993 1992
Premium volume . N/A N/A
Gross revenues..... $98,880,000 $94,520,000
Brokerage: Retail . 80.5% 82%
Wholesale . 1% 1%
Reinsurance. 3% 3%
Personal Lines. 4% 4%
Services. 3% 2%
Investment Income 8.5% 8%
Employees . 583 550
Rev./employee. $169.605 $171,855
Offices. a7 a7

Converted at applicable exchange rates.

A large drawing of a greyhound
racing at full speed adorns a wall
in the Paris office CECAR, one of
France's largest brokers.

The image is an appropriate il-
lustration of the aggressive and
determined nature of the broker-
age, as well as Co-Presidents Phil-
ippe Carle and Philippe Faure and
its team of more than 580 employ-

Their grit has resulted in expo-
nential growth in gross revenues
to 560 million French francs last
year from only 15.4 million when
the company began two decades
earlier. The 1993 gross revenues
marked an 11.9% increase from
1992 revenues of 500.4 million
francs.

In dollar terms, based on aver-
age exchange rates, CECAR's rev-
enues increased 4.6% to $98.9 mil-
lion from $94.5 million in 1992,
bringing CECAR for the first time
into the ranks of the world's larg-
est brokerages at No. 18 in Busi-
ness Insurance's annual rankings.

Many factors contribute to the
success of CECAR, which stands
for Cie. Europeenne de Courtage
d'Assurances et de Reassurances.

One advantage is shareholders
that also are clients.

CECAR is 51% owned by a
group known as CECAR Participa-
tion. Of that 51%, the French
banking conglomerate Suez Group
owns 25%, French chemical giant

Rhone-Poulene owns 5% and the

group's directors and management
own 70%.

The other 49% of the company is
owned by: two major French eli-
ents in the oil and gas field, EIf
Aquitaine and TOTAL S.A., each
with 4%; British conglomerate
Inchcape P.L.C., which owns 25%
and also is parent of broker Bain
Hogg Group; and the earle family
and directors, who own 16%.

Being French and supported by
major oil companies like EIf
Aquitaine and TOTAL, "we have a
real good image in the energy field
worldwide because it means we
have by far the strongest energy

(brokerage) capability in France,"
said Mr. Carle.

CECAR has 30 people in its en-
ergy division, which is headed by
Director of Energy Jean-Pierre
Corval. Nearly all of EIf Aquita-
ine's property/casualty coverage is
placed by the division, and TO-
TAL also is a major client. The en-
ergy division also places faculta-
tive reinsurance in the French
market for overseas clients like
Argentine oil refineries.

The shareholders also provide
real opportunities "when you want
some connection in the French fi-
nancial community, because TO-
TAL and EIf have many, many
subsidiaries who hold small (fi-
nancial) interests in other big
groups. So that helps to illustrate
that we are serious because we are
owned by Suez and TOTAL and
EIf," Mr. Carle said.

Shareholder Inchcape also real-
izes that "if you want to work in
France, at least for the time being
you have to be French," said Mr.
Carle. Inchcape may increase its
shareholding in the company but
is expected to leave the control of
CECAR to its existing French
management.

Another reason the business has
thrived is that CECAR has decided
to focus on being the "best" in se-
lect areas, rather than all things to
all clients. The broker targets as
potential clients the leading muilti-
national companies in their re-
spective industries and pitches
hard for their business. Then the
group provides whatever is neces-
sary for clients globally.

"That's CECAR. We are con-
vinced that in life if you want
something and you work for that
objective...you get it," said Mr.
Carle.

As a result, the group claims to
control 75% to 80% of the multi-
national liability insurance pro-
grams in France and is considered
the leading French liability insur-
ance broker, he said.

The French liability market was
very flexible until this year when
underwriters decided to exclude
pollution coverage. Last year, CE-
CAR could find $20 million to $40
million in gradual pollution cover-
age, even for the U.S. subsidiaries
of French companies.

"Today, that is almost impossi-
ble," said Mr. Carle. "But CECAR
could find a solution. If there is a
case, we will study it. It's never
impossible for CECAR."

CECAR also provides: reinsur-
ance brokerage through subsidiary
CECAR Re; risk management con-
sulting through subsidiary Sagi-
tere; credit/political risk insurance
through CECAR-Assurances & Fi-
nances; medical expenses manage-
ment through subsidiary Elysees
Prevoyance Gestion; captive man-
agement through Luxembourg-
based subsidiary Sogecore; and
life and pensions through subsid-
iary PRIM S.A.

Altogether, CECAR boasts that
it has more than 2,000 clients,
which include such big names as
ElIf Aquitaine, TOTAL, Suez,
Rhone-Poulenc, French automaker
Renault, leading French industrial
group Pechiney CIP, champagne
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producer Moet & Chandon and

French telecommunication firm
Matra S.A. CECAR also was the
broker for the banks that financed
Eurotunnel

The company's success is "only a
question of will," said Mr. Carle.
"We are determined to be the best
in sorne areas, so we invest in
those areas. In the energy area, it
took four years' work-we had to
hire people, send them around the
world, look at markets to gain a
good relationship with underwrit-
ers and see what kind of added
value we could provide."

CECAR also is using this for-
mula to try to become one of the

CECAR believes that

'if you want something
and you work for that
objective...you get it,’

says Philippe Carie.

leading French brokers in the avi-
ation/aerospace business.

Four years ago, CECAR placed
$20 million in aerospace-related
premiums.

Three years ago, CECAR sub-
mitted quotes for Air France's
business because "in order to be
well-known in the aerospace and
the aeronautical market, one ob-
jective is to be the broker for Air
F'ranee," said Mr. Carle.

The first quote was turned
down. However, last year, when
Air France appointed a new chair-
man, CECAR tried again with a
proposal that would save $1 mil-
lion. As a result, CECAR became
one of the co-brokers for Air
France along with existing broker
Societe Generale de Courtage
d'Assurances, he said.

"So now we start to be well-
known in the airline business.
And, of course, with our network,
as we travel we try to offer the
French aviation capacity world-
wide," he said.

What CECAR really wants now
is to be the broker for Ari-
anespace, the French-based satel-
lite launch organization owned by
the European Space Agency.
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Arianespace's current broker is
Faugere & Jutheau S.A., but a few
years ago privately held F&G was
acquired by Marsh & MelLennan
Cos. Inc. (BI, Feb. 10, 1992). The
acquisition by M&M gives CECAR
a "superb" opportunity to bid for
Arianespace's business, according
to Mr. Carle.

"l respect Marsh & MelLennan,
but the way in which the sale has
been so sudden means they can't
avoid a reaction from the French
market. Ariane, which is a Euro-
pean space program, is now placed
by (U.S.-based) Marsh & McLen-
nan. So for us, we have some op-
portunities to explain that, politi-
cally, economically and, if we have
the expertise, try CECAR," he ex-
plained.

"But we are not the only French

broker who plays that game," he
added.

CECAR recruited three aero-
space engineers three years ago
and is prepared to take on the ex-
pense without the business from
Ariane for three or four more years
to provide the expertise Ariane
needs. "It's the way we work,"
said Mr. Carle. "Our bet is to have
the return on that. If we can pro-
vide a real original approach for
Ariane, they will respect us."

CECAR also is expanding its
employee benefit consulting since
benefits, including private pen-
sions, are a major growth area in
France. The broker has hired four
people, including two actuaries, to
provide the service.

Altogether, 30% of CECAR's
1993 revenues are from property
programs, 25% from liability, 16%
from marine and inland transit,
13% technical risks/construction;
10% life/personal accident; and
6% auto.

From its beginning, CECAR also
has had relationships with over-

seas brokers.

CECAR was formed at the end
of 1972, when two family-owned
brokers, Cabinet Bouly and Cabi-
net Carle, merged and the Suez
Group took a 10% stake. The two
family firms ended up with a 30%
stake each and the other 30% was
held by companies that are now
part of Sedgwick Group P.L.C.

CECAR ended its relationship
with Sedgwick in 1978 and two

years later asked Alexander & Al-
exander Services Inc. to join the
firm with a 21% interest. In 1985,
A&A acquired Reed Stenhouse
Inc., which owned 49% of SGCA
in France.

CECAR tried to merge with
SGCA but decided to "remain un-
der French control,” said Mr.
Carle. A&A sold its CECAR stake
to the Suez Group.

French risk managers became
concerned about the constant
switch from one overseas broker to
another, Mr. Carle acknowledged.

As a result, at the end of 1989,
CECAR had a management buyout
by 70 employees. The management
set up CECAR Participation,
which controlled 51% of CECAR.
CECAR Participation originally
was 70% owned by manage-
ment-mainly the Bouly and Carle
families-and 30% by Suez. The
remaining 49% stake in CECAR
was held by the Bouly family, with

34%, and the Carle family, with
15%.

When former CECAR Chairman
Jean-Francois Bouly decided to
retire, the Bouly family's 34%
stake was sold. In August 1992,
CECAR's capital was restructured
to include two new shareholders,
Elf Acquitane and Inchcape. Inch-
cape's French subsidiary, Rouge
Clarkson, became a unit of CE-
CAR.

In June 1993, Rhone Poulenc ac-
quired its stake in CECAR Partici-
pation.

CECAR's major growth, how-
ever, occurred when EIf Aquitaine
moved all of its property/casualty
coverage to the group for three
years beginning Jan. 1, 1990.

CECAR's 1990 revenues jumped
97 % to 302 million francs ($59.3
million) from 186 million francs
($36.5 million) in 1989. Revenues
climbed further in 1991, to 370
million ($71.5 million) and to 500.4
million ($94.5 million) in 1992.

CECAR has subsidiaries and of-
fices in: Spain; Portugal; Italy;
Belgium; Germany; Hong Kong,
through CECAR Inchcape Asia
Ltd.; and in Brazil. The group also
has a Paris-based company, Owa
Insurance Services, that provides
expertise for Japanese companies

in France.

-By Stacy Shapiro
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ums tha t are tax deductible But with 60,000 clients, the bro- very difficult year m marine,"” business is still going strong "
dampened consumer demand for ker makes up in numbers what It said Mr Bosman Meanwhile, ABN-AMRO's em-
the coverage (BI, July 5, 1993) lacks in large accounts "Because of the poor economy, ployee benefits business profited
This was largely to blame for "We're seen as the caretaker companies wanted lower rates last year from a trend in Dutch la-
the 85% decline in premiums of small companies with 10 to 50 than we could get them some bor negotiations of providing ad-
placed by ABN-AMRO to 1 28 bil- employees,” Mr Bosman ex- clients went elsewhere,” he ditional benefits asatrade offfor

ABN-AMRO

Verzekeringen B.V.

lion guilders ($6886 million) last plained said lower wage increases
Bernhardstraat 1, year from 14 billion guilders To cost-effectively serve that But m other lines, business was "In the food industry, for exam-
Zwolle, The Netherlands, ($921 7 milhon) a year earlier number of clients, ABN-AMRO strong ple, we saw zero growth in wages,
31-38-992106, fax 31-38-225948 ABN-AMRO saw revenues drop has relied extensively on automa- Mr Bosman said that some of but substantially more benefits

11 3% to 229 9 milhon guilders in tion, which eliminates a lot of the ABN-AMRO's strongest growth When that happens, companies
Premium volume $688 640000 $921 677,400 1993 from 259 2 milhon guilders time-consuming risk analysis of last year was in brokering com- want a good plan with as much

Gross revenues $123,686,200 $170,812,800 in 1992 That came on the heels of client operations mercial casualty insurance cover- flexibility as possible It's a good
?vr::i:ie Retail 56:": 5;01/-% 23% decline in revenues between "It's an artificial intelligence- ages development for us,” Mr Bosman
Personal lines 30% 28% 1991 and 1992 oriented software program, which "European Umon directives and observed
iev::ilm oo ;Z 7°/o Converted to dollars, the drop cuts out unnecessary questioning changing national regulations ABN-AMRO shares its em-
Employees 1.400 s00 Was even sharper as revenues fell and helps hinder a wrong turn have increased companies' habil- ployee benefit business with fel-
Rev /Employee $88 347 $1 13 875 27 6% to $123 7 million in 1993 It's logical that we can't afford to ity in many areas, particularly in low bank subsidiary Consultas,
Offices 33 from $171 3 million in 1992 As a spend a lot of time with the bulk which generally administers large
Converted at applicable exchange rates result, ABN-AMRO slipped to the of our clients,” Mr Bosman said employee benefit accounts But
No 17 spot in the Busmess Insur- Beyond streamlming its own /- Mr Bosman believes the firms'
ance ranking from No 15 a year processes, Mr Bosman said operations have converged
ago ABN-AMRO also has a reputation "In the Netherlands, brokerages
ABN-AMRO Verzekeringen "We feel the worst will soon be among its small commercial cli- normally administer smaller ac-
B V is hoping to put a difficult over,” Mr Bosman said "We've ents for simplifying what could be 'We're seen as the counts under 2 milhon guilders
year behind it and strengthen ItS adlusted our business to a differ- complex insurance solutions caretaker of small ($1 1 million), but we decided it
reputation as the Little Big Man ent cycle We don't earn as much A small commercial client companies with 10 was too restrictive Now, if a cli-
among the world's largest bro- with personal lines as we used to, doesn't need 10 brokers with 10 to 50 employees,’ ent wants a group health care or
kers but business has leveled out Now different policies We do a lot of says ABNAMRO's life insurance plan, we can accom-
The Dutch brokerage continues It'S a matter of getting new bum- business with clients, who need Hans Bosman. modate"” because of the broker's
to rank among the world's leading ness under different conditions,"” the right multiperil insurance ties to Consultas, he said
orokers, despite a relatively small he explained package It saves them money, ad- Overall, the broker derived 56%
number of global clients and a de- While the tax changes and eco- mmistration and problems,” he terms of environmental and prod- of its gross revenues last year
Dline in gross revenues last year nomic recession depressed some said uct liability,” Mr Bosman ex- from commercial retail brokerage,
Zwolle, Netherlands-based businesses in the Netherlands, a With the Dutch economy in a plained "We also have been par- up from 54% in 1992
ABN-AMRO pnmarily serves an broad government privatization slump, Mr Bosman admits 1993 ticularly active in areas of medi- Personal lines brokerage con-
extensive base of small and mid- program gave ABN-AMRO many was a difficult year for the bro- cal liability " tributed 30% of the brokers's
ile-sized commercial clients new clients in 1993 Many public kerage "We have several factors However, the broker last year gross revenues last year, up from
In a country where insurance entities last year wrestled with affecting our clients," he said encountered trouble finding ch- 28% in 1992 Although revenues
brokering is dominated by banks, property/casualty insurance prob- "At year-end renewals, prop- ents adequate capacity for these from life insurance sales declined,
ABN-AMRO profits from its ties lems for the first time and turned erty and casualty rates were up lines of insurance increases in auto and homeowners
to ABN-AMRO Bank NV, its to ABN-AMRO for assistance, ac- 20% on average, and insurers also "Lloyd's doesn't provide the ca- coverage business were responsi-
parent Between 15%-20% of cording to Mr Bosman reduced coverage It was hard for pacity we need, but neither do ble for the increase in personal

ABN-AMRO Bank's customers "Privatization affected every- our chents, who found themselves other reinsurers We have a situa- lines revenue
are currently clients of its broker- thing from fire departments to faced with difficult choices In tion in which big hospitals can't Wholesale brokerage accounted
age subsidiary colleges," he said "Since public many cases, we had to start from renew a liability policy (with the for 2% of revenues, compared
"The bank's reputation is an entities dealt with the bank al- scratch"” and place coverage with same limits) because of capacity with 3% in 1992, and services pro-
enormous advantage," said Hans ready, they came to us when they new insurers to get better terms, problems,” Mr Bosman said duced 7 % of revenues, unchanged
Bosman, senior vp and director of confronted new insurance prob- he said In addition to scrambling to from 1992 levels
commercial lines brokerage lems It's been a major growth "It was a hell of Job, but we got meet the needs of existing clients, While ABN-AMRO's bread and
'When political or economic factor, and we expect a lot of an early start We negotiated rates ABN-AMRO also found new bum- butter IS ItS stable of smaller do-
events change the market, trust is business in the future " in September, while much of the ness growth meeting the umque mestic accounts, the company also
an important factor Since 70% of Last year, the Netherlands's 10 competition waited until Decem- coverage needs of manufacturers depends on international bum-
Dutch corporations are clients of largest trade colleges and various ber Their clients had no The brokerage gained a malor nesses for revenues
the bank, they trust us to find re- newly privatized pubhc services choice we don't do that," he client in Dutch-based appliance "Today, it'S hard to make a dis-
liable solutions " agencies of 26 municipalities be- said manufacturer Miele, which was tinction between a national and
Political and economic events in came ABN-AMRO clients "In the end, we get more new able to give a 10-year guarantee international company Many
the Netherlands did hurt the in- The majority of ABN-AMRO's business from somebody else's un- on its products as a result of in- Dutch companies depend on ex-

surance market last year clients are small and mid-sized satisfied customer than we lose," surance coverage pla ced by ports and they have branches in
1992 tax regulations that Dutch businesses The broker's he said ABN-AMRO Germany and France," Mr Bos-

sharply reduced-to 5,000 guil- largest client by commissions does One area in which ABN-AMRO In addition, Mr Bosman said man noted
ders from 17,000 guilders-the not exceed 300,000 guilders lost business last year was marine product liability, product recall ABN-AMRO responds to the
amount of hfe insurance premi- ($161,400) and cargo insurance "It was a insurance and business interrup- needs of its 200 large national cli-
tion insurance coverages are in ents with a program called
demand among manufacturing "Dutch Link," which analyzes a
companies company's domestic and interna-
"The problem for companies is tional risks and offers coverage
not replacing the product It is the solutions It also uses its ties to as-
side-effects, like consequential sociate brokers outside the Neth-
- - losses, should production be erlands to cover its clients' needs

Intere Intermediaries, Inc. ctopped o said

In addition, Mr Bosman noted ABN-AMRO has cooperation
that "consumers are more critical agreements with Sedgwick Group
Celebrating 75 years of service to tbe insurance inUStry_ of products than ever before For PLC and Willis Corroon Group
that reason, product hability in- PLC in the United Kingdom,
surance and guarantee insurance Jauch & Huebener KGaA in Ger-
are something companies need many and Faugere & Jutheau, a

Reinsurance Intermediaries and they look to us for solutions ' unit of Marsh & McLennan Cos

with offices in Atlanta — The Dutch broker last year also Inc, in France

Boston continued to enhance its reputa- The brokerage did not make any
tion as a specialist in fine arts in- acquisitions in 1993 and doesn't

Chicago surance for international exhibi- plan any in the immediate future
Dallas tions. Last year's highlights in- "We have the biggest possible
. . clude placing insurance for a Ger- merger you can imagine Just be-
Phlladelphla man/Russian impressionism exhi- hind us," said Mr Bosman, refer-
San Francisco bition, "Morozov and ring to the merger of Dutch banks
Bermuda Shchukin-The Collectors” at the Algemeine Bank Nederland and
and New York Folkwang Museum in Essen, Ger- Amsterdam-Rotterdam Bank, in
many 1991, which led to the broker's

This year, it placed $700 million formation
of coverage for a retrospective of "We need some time to adjust to
New York Off;ce the Dutch painter Piet Mondrian's that "

199 Water Street, New York, New York 10038 work that will b shown In The  In addition to Mr Bosman,
Hague, New York and Washing- other executive officers of the
(212) 809-3900 ton. broker include K van der Velde,

“The local market is sometimes L. van Herk and B. Wapstra. For-
a problem,” Mr Bosman said of mer General Director Edward
ThemPhul Mitnet RFC placing coverage for international James left the company in 1993 to
TAIIDRED AWARDS exhibitions "In Spain, we found assume a position as director of
we couldn't get some of our de- ABN-AMRO 1nterbank services,
mands met for political reasons A which sells banking products
local museum insisted on using a through insurance agents
local broker But generally, I'd say -By Don Lewis Kirk
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U.S. and international markets.

About half of the coverage was
placed in the U.S. market, led by
CIGNA Corp., and Becher & Carl-
son contracted with Lowndes
Lambert to complete the program
in London and international mar-
kets.

Other big accounts for Lowndes
Lambert include placing proper-
ty/casualty coverage for the Syd-
ney Harbour Tunnel. The U.K.

broker's Australian office was in-
volved in both construction and
operational phases of the Sydney
Harbour Tunnel.

Even though the broker is proud
of its list of big ticket clients, the
bulk of Lowndes Lambert's busi-
ness is made up of "medium-
sized" companies, which spend
between 150,000 and 750,000
pounds ($225,750 and $1.1 mil-
lion) in premiums annually, he

said.

Lowndes Lambert derived 64%
of gross revenues from commer-
cial retail clients in 1993, up one
percentage point from the 1992
figure.

Wholesale brokerage business
accounted for 19% of revenues, up
from 16%; reinsurance brokerage
generated 10%, down from 14%;
and personal lines accounted for
only 2%, unchanged from a year
earlier. Investment income ac-
counted for the remainder of the
revenues.

All U.K. divisions increased
revenues last year, with the Norex

acquisition giving an added boost
to U. K. commercial and marine

accounts.

U.K. revenues increased by
37.5% between 1993 and 1994 in a
market that continues to experi-
ence falling rates and increasing
retentions.

The marine division, which in-
cludes oil & energy, hull, cargo
and aviation, increased revenues
by 21% last year.

The firm's professional indem-
nity division, which specializes in
architects errors and omissions
coverage but has recently ex-
panded into other areas, turned in
a 12% increase in revenues.

The North American division,
which brokers standard wholesale
property and casualty business
plus fine art and jewelers block,
increased revenues by 7%. The in-
ternational division increased
revenues by 10%.

By client location, 47% of the
business came from the United
Kingdom, followed by continental
Europe, with 22%; North Amer-
ica, 16%; and Australasia, 15%.

Revenues increased 5 % last vear
in Australia, where Lowndes
Lambert Australia Ltd. is the sec-
ond largest Australian broker
with eight offices.

Other Lowndes Lambert offices

'in the Far East are in Hong Kong,
Malaysia and Papua New Guinea.

Lowndes Lambert increased its
staff by 172 in 1993, bringing its
total to 1,668. Revenue per em-
ployee increased to 49,918 pounds
($80,661) last year from 47,644
pounds ($75,126)in 1992.

Apart from two U.S. subsidiar-
ies-AmBrit International, an oil
and energy insurance broker in
Houston, and Edward Lloyd, a re-
insurance intermediary-
Lowndes Lambert's U.S. business
is entirely wholesale and Mr.
Shaw is happy for it to stay that
way for the time being.

"The big differences between us
and some of the other London

brokers is that we have no retail
presence in the U.S. We made a
conscious strategic decision not to
try and do that for the reasons
which have become apparent
since," said Mr. Shaw.

"It's very difficult to manage
that kind of operation where a
number of shops are spread
around the place. It is not a good
time to be in retail business in the
U.S. anyway," he said.

"Stick to what you know and do
it well" is Lowndes Lambert's for-
mula, explained Mr. Shaw. "For
example, we have a comparatively
small aviation operation and we
consciously do not try to attack
maijor airlines because we are not
geared to do that."

Nevertheless, Mr. Shaw stressed
that the company's medium-size
does not prevent it from fully ser-
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The big differences between us and some of the

other London brokers

presence in the U.S. We

is that we have no retail

made a conscious strategic

decision not to try and do that for the reasons which
have become apparent since,' says Richard Shaw.

vicing clients.

This includes meeting the alter-
native risk transfer needs of its

clients, he added.
The company has captive man-
agement operations in Guernsey,

the Isle of Man and in Bermuda,
the latter through an arrangement
with Rollins Hudig Hall Group
Inc.

The key role of the broker is still
to find the best coverage at the

best price and no amount of risk
consulting or other services is go-
ing to change that, Mr. Shaw said.

"The days of non-fee based
business for the very large clients

are really a thing of the past and
so to that extent we are more con-

sultants than brokers. We don't
like to use that expression be-
cause we still believe that the pri-
mary objective is to get a very
good program together at the very
best price and so the broking ca-
pability of the team is paramount

and hopefully always will be,"
said Mr. Shaw.

-BY Adrian Ladbury

CREAM

always rises to the top.

In every aspect of life, the lesson is

repeated. Just as the rich cream separates

" itself from the milk, so do distinctive people

transcend the rest.

The nation'spremier wholesale

brokers play a crucial role in the
marketing of specialty lines. It is

important for a retailer to tap into
the market knowledge, expertise
and capabilities of a well-qualified
wholesaler. Top-level brokers,
such as Doug Falls of Swett
Insurance Managers, a division of
Swett & Crawford Group, are
known for generating excellent
risk information in the proper
decision format the specialty
underwriter requires.

Accurate and comprehensive
submissions, however, frequently
require an inordinate amount of
backtracking, as evidenced by Mr.
Falls. 'We, as wholesalers, often
spend considerable time going
back and forth with retailers in an
attempt to develop basic under-
writing information. As a rule, this

lack of information will cause a

given risk to stay at the bottom of

a stack."
Superior submissions add
immeasurable value to the insur-

ance transaction. Retailer or whole-

RLI BROKER SAILUTE

saler, get your paperwork right-the first
time, every time. You will be amazed what
you can accomplish with a well-prepared
submission.

Quality brokers like Doug Falls under-
stand, just as cream always rises to the top,
a complete submission always finds its way
to the top of the underwriter's desk.

2--4,111/1

AG

.y

O 9/real.&49

Doug Falls
Swelt Insurance Managers
Minneapolis, MN
RU salutes Doug Falls as a quality

wbolesaler wbo brings value to every transac-
tion. Witb tbis salute, RIl continues a tradition
of internai and external recognition of those
wbo strive to belp us solve our clients' and our

industly'sproblems.

RLI

Fundamentally Innovative

9025 North Lindbergh Dr. Peoria, IL 61615
ph: (309) 692-1000 - Fax: (309) 692-1068
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Spotlight report
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ts taking "a hard look at the of-
fices that just weren't pulling
their weight,"” and may divest it-
self of those, he said.

The brokerage wants to "con-
centrate on winners" and to re-
spond more quickly to problems
that emerge, said Mr. Hilb.

"We are able to hold on to the
business that we've got," he said,
adding that the new strategy is
paying off in increased business.
He stressed, however, that new
business would not be generated
at the expense of old business.

Mr. Hilb pointed to a program
devised by the Amairillo office as
the type of business opportunity
the brokerage pursues. The pro-
gram focuses on ostrich farmers.

While freely admitting that
most people, himself included,
tend to smiile in disbelief when
told that the broker is placing
coverage for ostrich operations,
Mr. Hilb said that "Ostriches, to
us, are going to be in the next two
or three years, $5 million in pre-
miums.” Some Texas cattlemen
are switching to raising ostriches,
he noted. "People look at you and
say, ah, what are you talking
about?"

The American Ostrich Msn.,
which endorses the program writ-
ten by Lloyd's of London syndi-
cates, says in 10 years people will
eat as many ostrich burgers as
hamburgers. Ostrich meat packs
low cholesterol and tastes good,
Mr. Hilb said. In addition, there is
a ready market for ostrich
byproducts such as leather and
feathers, he added.

"The kids over here in the inter-
national department are special-
ists in ostrich underwriting,” he

HRH Is taking 'a
b - *1 1* Y hard look at the
offices that just
weren't pulling
their weight' and
may divest itself of
those, says Robert
Hilb.

said with a smile, referring to the
four-person international division
in Glen Allen. The division's four
members "do anything for any of-
fice that involves placement of in-
surance for a U.S. client in a for-
eign market," said Mr. Hilb.

On a more domestic note, Hilb,
Rogal & Hamilton added the Bal-
timore Orioles to a client list that
already includes the National
Football League's Pittsburgh
Steelers. Hilb places both prop-
erty and casualty coverages for
the O's.

Mr. Hilb says he isn't pursuing
major league sports business, a
limited and competitive market
segment, but adds that big name
clients are nice to have.

The company is also stressing
specialization, he said. For exam-
ple, half a dozen or so offices deal
heavily in surety bonds and Hilb,
Rogal & Hamilton is trying to tie
their efforts together.

The broker also altered its man-
agement structure last October by
reducing its operating group to
six people from 10. The old struc-
ture included seven presidents of

various Hilb, Rogal & Hamilton
offices.

Mr. Hilb said he felt that the old

structure was "diluting” the re-

gional office presidents' ability to
sell. The new team consists of Mr.
Hilb; John C. Adams Jr. and An-
drew L. Rogal, both executive vps;
Timothy J. Korman, senior vp-fi-
nance and treasurer; Dianne F.
Fox, senior vp-administration and
secretary; and Ronald J. Schex-
naydre, senior vp.

Looking ahead, Mr. Hilb said
that the company would like to
establish a presence in the Pacific
Northwest but hasn't found the
appropriate acquisition.

"We feel it would complete our
image of a national organization.”

In addition, the broker would
"probably" would like to enter
the international marketplace as a
long-term goal, he said. He cau-
tioned, though, that the company
is "not adept enough to under-
stand the workings of" other
countries' insurance laws.

"We won't go into anything that
will endanger more than 5% or
6% of our assets," he said.

INn addition to the members of
the operating group, Hilb, Rogal
& Hamilton's principal officers
include Carolyn Jones, vp and
controller; Walter L. Smith, vp,
general counsel and assistant sec-
retary; Vincent P. Howley, vp-au-
dit; and Ann B. Davis, vp-human

The cash compensation, includ-
ing salaries and bonuses, received
in 1993 by the five highest-paid
officers of the brokerage, accord-
ing to the company's proxy state-
ment, follows:

Robert H. Hilb.................. $480,000

Andrew L. Rogal . $306,000

John C. Adams Jr $296,000

Ronald J. Schexnaydre....... $183,333

Timothy J. Korman............. $128,667

-By Mark Hofmann

Jar(line Insurance Brokers, lIne.

San Francisco, California

has sold certain assets of

Jardine Insurance Brokers of Upstate

New York, Inc.

Schenectady and Syracuse, New York

MarshaUuU & Sterling, Inc.

Poughkeepsie, New York

The undersigned initiated this transaction and acted as

financial advisor to Jardine Insurance Brokers, Inc.

Harbor Capital Advisors, Inc.

Financial Consultants to the Insurance Industq

For inforination on merger & acquisition or valuation services contact:

Paul J. Di Stefano, CPA, CPCU, Managing Director
82 Main Street, Suite 200, Huntington, New York 11743

516-427-2732

Lowndes Lamber#

Group Holdings P.LC.

Lowndes Lambert House,
53 Eastcheap, London EC3P 3HL;
071-283-2000; fax: 071-283-1927
1993 1952

$1.69 billion
$120,668,575

Premium volume... $1.66 billion
Gross revnues__ $125,310.815

Brokerage: Retail.. 64% 63%
WWholesale 1926 16%
Reinsurance. 10% 14%
Investment income 5% 5%
Employees ............ 1,668 1,496
Rev./Employee...... $75,126 $80,661
OfFfices..., ..... 6O 60

Converted at applicable exchange rates. Fiscal
yearends March 31.

"It's been a good, solid year in
spite of market difficulties," sums
up Lowndes Lambert Group Ltd.
Chairman Richard Shaw.

With a "good spread" of busi-
ness across major property/casu-
alty lines, the London-based bro-
ker has increased revenues and
profits for the third consecutive
year since it was floated on the
London stock exchange in July
1991, he said.

Lowndes Lambert has proved its
strength in a range of selected core
areas like international construe-
tion and energy and marine risks,
which enables it to compete with
the major brokerages and come
out ahead, Mr. Shaw said.

In addition, there is still plenty

of room for a broker the size of

Lowndes Lambert to grow, he
added.

"How do we grow? That's very
easy. When you have a relatively
small market share there is always
plenty of room for growth, espe-
cially if you are hiring very good
people," he said.

Mr. Shaw also contends that the
basic demand for quality coverage
at the right price still drives the
market and should be a broker's
main focus. Providing services like
risk management consulting is
also an increasingly important
area for brokers, he said. But, such
services should not be used merely
as "padding," he added.

Gross revenues climbed steadily
in all the company's core business
lines, rising 16.8% to 83.3 million
pounds as of March 31, from 71.3
million pounds a year earlier. Con-
verted to dollars, gross revenues
were $125.3 million in fiscal 1993,
which earned it the No. 16 spot in
the Business Insurance ranking of
the world's largest brokers. That's
up 3.8% from $120.7 million and
the No. 19 spot last year. Lowndes
Lambert's revenues this year in-
clude its May 1993 acquisition of
the brokerage and financial ser-
vices operation of Norex P.L.C.
(BI, July 5,1993). Norex was fully
integrated into the group last Sep-
tember and contributed 1.6 million
pounds ($2.4 million) to operating
profit.

So far this year, the broker ac-
quired a 20% stake in Belgian bro-
ker Thibault Colson de Nef.

And, late last month it an-
nounced the acquisition of broker
Whitely Henshaw Hindle, a
Lloyd's broker that specializes in
life and health insurance, for 4.65
million pounds ($7 million).

Lowndes Lambert last year
closed one office in the United
Kingdom and one in France, while
opening a new office in Finland
and one in Norway. Thus, the
number of offices stands at 60.

In addition to acquisitions, in-
ternal developments contributed
to Lowndes Lambert's growth.

The broker in May created a new

division-Lowndes Lambert

Credit & Political Risks Ltd.-to

handle its fast growing book of do-

mestic and export credit risks.
Lowndes Lambert also is a spe-

cialist in global construction busi- i
ness. Earlier this year it merged its’

dedicated construction unit,
Lowndes Lambert Construction
Ltd., with its international divi-
sion, Lowndes Lambert Interna-
tional. The company hopes the
merger will help foster more
cross-selling of business across the
group.

Mr. Shaw said that new business
won in Russia, the Caribbean and
South America already has borne
out the logic behind this move.

The company also has a dedi-
cated professional liability divi-
sion. The division's profits in-
creased 20% on the back of in-
creased rates, new business and
successful diversification away
from its core business finding cov-
erage for architects and in tough
market conditions in the United
Kingdom.

Lowndes Lambert's "solid" year
was reported amid hot takeover
talk in London following the deci-
sion by Bain Clarkson P.L.C.'s
parent Inchcape P.L.C. to buy out
rival London broker Hogg Group
P.L.C. (see story, page 35).

Some observers contend that
space is becoming very tight in the
global brokerage community for
medium-sized players, which
could lead to further consolidation
in the industry as firms try to
achieve economies of scale. The
theory goes that brokers have to be
big enough to satisfy the ever de-
manding needs of bigger, more ge-
ographically diverse and sophisti-
cated buyers and risk managers.

But this is not a new phenome-
non, and Lowndes Lambert is not
sitting on its hands waiting to be
purchased.

According to William Wilks, fi-
nance director, Lowndes Lambert
is more likely to be the hunter
rather than the prey.

He said that Lowndes Lambert
has plenty of money in the bank
and has the approval of its share-
holders to carry out additional-
and larger-acquisitions if they
make sense.

"We are constantly looking for
suitable things and are quite
happy to make a large purchase.
We have discussed this with our
shareholders who support us in
this," said Mr. Wilks.

Another factor that makes it less
likely Lowndes Lambert would be
a takeover target, Mr. Shaw
pointed out, is that the brokerage's
directors are also its major share-
holders.

However, Mr. Shaw does not be-
lieve that to win and keep big cli-
ents a broker has to be big itself.
He contends that the hands-on
service from top managers and
flexibility offered by a broker the
size of Lowndes Lambert allows it
to win business against much
larger opposition.

For example, in mid-dune,
Lowndes Lambert successfully
completed the placement of the
non-U.S. elements of a massive
property insurance program for
KamAZ, based in the Common-
wealth of Independent States and
one of the world's biggest truck
manufacturers.

The plant employs about 150,000
people, is valued at $4.6 billion, is
spread over nearly 23 square miles
and manufactures 90,000 trucks a
yvear.

KamAz hired U.S. broker
Becher & Carlson to place the cov-
erage for up to $500 million. Local
CIS insurers have taken small
lines of the KamAZ risk, but the
majority was placed in the

Continued on nezt page



Hilb, Rogal
& Hamilton Co.

4235 Innslake Drive,
P.O. Box 1220, Glen Allen, Va.
23060-1220; 804-747-6500;
fax: 804-747-6046

1993 1992~
Premium volume. $925,000,000 $900,000,000

Gross revenues . $134,953,833 $134,429,053

, Brokerage: Retail.. 73% 73%
Personal lines .. 17% 16%
Services. 7% 8%
Investment Income 3% 3%

Employees. 1,640 1,550
$82,289 $86,728

E= = 52

Rev./Employee
COfffice = _

- Restated.

To most people, an ostrich is a
large flightless bird with a propen-
sity for hiding its head in the sand.
For Robert H. Hilb, who is always
on the lookout for new business,
an ostrich is synonymous with op-
portunity.

In fact, serving as broker to
Texas ostrich breeders will mean
$5 million in annual premium for
Hilb, Rogal & Hamilton Co. within
a few years, predicts Mr. Hilb,
chairman, president and chief ex-
ecutive officer of the brokerage.

And ostriches weren't the only
birds in the picture last year for

Hilb, Rogal & Hamilton, as the
broker added the Baltimore Ori-

oles to its list of clients.

Despite new business opportuni-
ties like these, Mr. Hilb describes
1993 as a year without "huge high-
lights-it was just a very, very dif-
ficult year."

To meet the challenge of another
year of soft insurance markets,
Hilb, Rogal & Hamilton placed a
greater emphasis on generating
new business while continuing to
follow its traditional strategy of
growth through acquisitions and
mergers. Hilb acquired nine agen-
cies between April 1, 1993, and
Jan. 1,1994.

The acquiisitions are located in
Palm Desert, Palm Springs, Sacra-
mento, San Diego and San Fran-
cisco, Callif.; Denver; Grand Rap-
ids, Mich.; Oklahoma City; and
Dallas. The San Diego acquisition
was merged into Hilb, Rogal &
Hamilton's existing office there
and then sold a few weeks ago.

All acquisition activity stopped
for about three months in early
1993, as the brokerage made a sec-
ondary stock offering. But with
the $22 million raised in that of-
fering, the company was soon back
in the acquisition business.

Hilb, Rogal & Hamilton Co.'s
share price ranged from $11.38 to
$16.88 in 1993. It traded at $11.75
on July 8.

"We must have done something
right. We seem to make some
money," said Mr. Hilb.

Even though revenues were al-
most flat-$135 million in 1993
compared with $134 .4 million a
year earlier-Hilb moved up three
notches in the Business Insurance
Top 20 broker rankings to No. 15.
As in 1992, commercial retail bro-
kerage accounted for 73% of reve-

Net income dropped 3.4% to
$8.4 million from $8.7 million in
1992. Net income per share was off
11.6% to 61 cents from restated 69
cents.

Gross revenues, net income and
earnings per share in 1992 were
restated to reflect 1993 acquisi-
tions that were accounted for as a
pooling of interest.

Revenues in the first quarter of
1994 increased slightly-to $37.59

million from $37.36 million in the

period in 1993-according to un-
audited results filed with the Se-
curities and Exchange Commis-
sion. And first-quarter net income
rose 17.4% to $4.52 million.

"We really haven't changed that
dramatically,” said Mr. Hilb.

"We look for opportunities.
We're primarily interested in
merging, acquisitions, that's our
No. 1 choice. We'11 take on some
new locations," but generally not
more than four or five in a given
year, he said.

When the company acquires
small offices in the same city, it of-
ten merges them into a single en-
tity. Those mergers are handled
carefully, though, to avoid disrup-
tions of operations.

Hilb Rogal & Hamilton cur-

rently operates in 18 states and the
District of Columbia. Most offices

are in mid-sized cities like Grand

Rapids, Mich., or Amarillo, Texas,

VWhen is a MOP

although there are Atlanta and
Pittsburgh offices, as well.

"Our competition usually are the
decent-sized local agents, a few re-
gional agents and, once in a while,
a major (national brokerage),"”
said Mr. Hilb. "In many cases, we
are the competition-we are the
game in town."

Hilb, Rogal & Hamilton contin-
ues to target accounts that gener-
ate premiums of $25,000 to
$500,000 in any industry.

It was not acquisition at Hilb
during the past year, though. The
company also divested itself of a
losing proposition: two third-party
administrator subsidiaries that
were plagued by computer prob-
lems. The broker sold the TPA op-
erations in Savannah, Ga., and
Charleston, S.C., to Miami-based
John Alden Life Insurance Co. for
$5 million earlier this year.

Mr. Hilb said that computer
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glitches sealed the decision to sell
the company's TPA operations.

"We had converted the TPA
from a staid old computer system
to what we thought was a state-
of-the-art, cutting edge systems as
they advertised and, of course, it
di(in't work. It didn't do the things
it was supposed to do and it was so
bad we had to go back to the old
system," said Mr. Hilb.

Rather than put millions more
into a new system, Hilb sold the
operation.

INn addition, Hilb, Rogal &
Hamilton is withdrawing from a
few markets that proved not to be
profitable. A Hartford, Conn., of-
fice was sold this spring, the San
Diego office a few weeks ago and
the Memphis office on June 29.

Hilb, Rogal & Hamilton last year
continued to stress its long-held
strategy of maintaining a competi-
tive edge through cost-cutting, Mr.

Hilb said.

Total operating expenses rose
less than 1%-to $121.8 miillion in
1993 from 1992's $120.8 million-
and compensation and employee
benefit costs remained flat at $77.6
miillion.

"During the latter part of last
year, we determined that there
were a number of folks who'd
merged with us who weren't pull-
ing their weight, so we had to go in
and re-evaluate those folks. In
most cases, these were folks that
we had really made so well-to-do
that they weren't as hungry as
they were before and they weren't
as aggressive as they were before
in chasing new business," said Mr.
Hilb.

The broker has responded by
creating a long-range plan to "re-
direct" sales efforts to generating
new business. And, the company

Continued on next page

more than a MOP?

When it's the new Premier Property Program
from General Accident Insurance.

GAs new Premier Property Program is much

more than your ordinary MOR

Unlike some other companies, we provide your

customers with the convenience of combining
their inland marine coverages along with their
much needed casualty protection, for a com-
prehensive insurance package.

By purchasing the Premier Property Program,
your customers will receive attractive rates,

expanded coverages and increased protection.

When you're looking for a MOP that will help
you "clean up," look to GA. We'll put a shine

on your business.

For more information on our exclusive Premier

Property Program, please contact your local

GA Branch Office.

GENERAL
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Insurer Topics

BYJUDY GREENWALD

ank financing is once
again a viable way for in-
surance companies to
raise capital, but there
are steps that insurers
can take to enhance their
chances of securing financing.

"Today's bank market is pretty
much as strong as I've seenitin a
long time," said James N. Meehan,
managing director and head of the
insurance division of Continental
Bank in Chicago.

"Banks' portfolios need to be re-
plenished," he said. Banks grew
conservative after the 1991 failures
of Executive Life Insurance Co. and
Mutual Benefit Life Insurance Co.,
but there have been few problems
with insurer lending since.

Furthermore, the successful lever-

aged buyout of American Re-Insur-
ance Co. in 1992, which involved
bank financing, "expanded the ho-
rizons of the bank market" and
opened doors to some institutions
that previously had not spent much
time in the insurance business (Bl,
Aug. 24, 1992).

Mr. Meehan spoke at a recent
conference in New York on insur-
ance company capital, which was
presented by Business Insumnce and
Business Development Assodates.

Banks, he noted, are "pretty ag-
gressive," and would like to see
their loans repaid in five years, al-
though they will go seven years. Be-
yond that, bankers must go to
credit policy committees for permis-
sion." Today, however, some deals
could be stretched to about eight
years, he added.

Foreign banks have begun to

Insurer actions that make bankers nervous

NEW YORK-Bankers have a well-
deserved reputation for caution and
prudence.

Here are some things that make
them uneasy when financing insur-
ance company deals, according to
James N. Meehan, managing director
and head of the insurance division
of Continental Bank Corp. in Chi-
cago.

- Wrong-headed growth
strategies. In some cases, for in-
stance, insurers suggest that surplus
be used to pay debt, although "that
seldom flies" with either bankers or
regulators, he said.

~Reliance on market ©ondi-
tions. This indudes things like rely-
ing on an initial public offering
planned in six months. "These are
all contingent strategies," said Mr.
Meehan. A deal "should work on its
own merits."

- "Investment enhancement”
strategies, with plans to in-
crease the dskiness of the port
folio. "We're very cautious when
someone comes in with an invest-
ment enhancement strategy," he
said.

- lixpense reductions. "People
come in with expense reductions
planned, with no track record in be-
ing able to do it," complained Mr.

Honors

continued from page 48F
sional Underwriters Inc.

* Print Advertising to Producers:
Best of Show to Wausau; Awards of
Excellence to North American Re-
insurance Corp. and Hanover In-
surance Co.

- Public Relations: Best of Show
to Harleysville Insurance Cos.;
BF&M Ltd., Aetna, Zurich Canada
and CalFarm Insurance.

Meehan. This is very difficult to do
without a consolidated strategy and
a management team in place. Very
few companies are capable of telling
their claims departments to get rid of
20% its staff when management says
it would be unable to pay daims if it
did that, he said.

Expense reductions either take
longer than anticipated or just don't
get done, he said.

« So-€alled "niche" strategies
Some companies say they have a
niche "when in reality what they
have is a concentration strategy,”
Mr. Meehan said.

*Too many products and
strategies. He referred to insurers
that "come in with 50 products
they're going to deliver to the mar-
ketplace." There is not an "incredible
surplus of management talent” in
the insurance industry, said Mr. Mee-
han, and whenever this happens,
"I'm always a little suspicious of the
management talent they might have
to execute those.”

- Management delusions.
Some people come in believing that
they have assembled the greatest
management team in the world, he
said, adding he looks on these dairns
"very, very" cautiously.

-By Judy Greenwald

« Annual Reports: Best of Show
to Medical Inter-Insurance Ex-
change; Awards of Excellence to
BF&M Ltd., Royal Insurance Group
and Arkwright Mutual Insurance
co.

» Media Advertising, Sales Pro-

motion and Public Relations Mate-

rials Directed to Insurance Compa-
nies: Best of Show to Business Insur-
ance and Policy Management Sys-
tems Corp. Two Awards of Excel-
lences were given to Business Insur-

ance.

SCHEDULED LECTURES BY CARLTON HARKER

Sponsored by the TPA Guide

Saturday Afternoon from 1:30-5:00 p.m. on August 20
at the Oak Brook Hills Hotel & Resort north of Chicago.

Topics:

Claims, Administration and Managed Care involving

Self-Funded Plans (Regular and ASO); For TPAs,
Employers, Consultants, Insurers, HMOs, Providers.
Presentation will be a graduate-level lecture.

Contact:

Van Bris-Bois, TPA Guide
8025 North Point Blvd.

Tel: (910) 759-2013
Fax: (910) 759-0404

Winston-Salem, NC 27106
for a more detailed brochure.

build some expertise in this area,
noted Mr. Meehan. "They seem to
have a renewed interest (in insur-
ance)."

Among the factors influencing fu-
ture expectations in the area, he
said, are the regulatory environ-
ment; rating agencies, which are
"playing an increasing role" in how
leveraged transactions are put to-
gether; and capital availability.

While it is now more difficult to
raise money in the public markets,
banks "tend to be relatively aggres-
sive lenders," Mr. Meehan noted.

Another factor in securing financ-
ing is historical performance and
how insurers in general perform.

When banks are deciding
whether to back a leveraged life in-

surance company, they would take
into account such factors as:

= Actuarial valuations. Banks
like to see valuations of historical
blocks of business on the books un-
der a range of assumptions. Buyers'
and sellers' assumptions can vary
considerably.

= Mortality assumptions.
"You need to be very careful on the
assumptions you see on (improved
mortality),"” he said.

- Portfolio strategy. Banks
look at the duration and the quality

READE

of a portfolio.

- Ratings sensitivity. Banks
will consider what would happen if
there were a downgrade. "People
frequently only presume good
things will happen,” Mr. Meehan
said.

And among the issues banks con-
sider in deals for property/casualty
Nnsurers are:

* Reserve strength. "That over
and over again has been the down-
fall of most problems in that book
of business," said Mr. Meehan.

* Loss covers. "Nobody that |

know of has a good old book," said
Mr. Meehan.

- Environmental liabilities.
What are the environmental issues
like asbestos that might be in the
property/casualty companies' port-
folio? Mr. Meehan asked. Fortune
500 business, he said, is "very
scary" for the pre-1986 period. And
no one is certain what Congress
might do with Superfund reform.

- Concentration of business.
Mr. Meehan said he sees an "awful
lot” of transactions where a com-
pany, for instance, only writes auto-
mobile coverage in southeast Texas
and says it has great returns.

Such niche marketing can back-
fire. For instance, 20th Century In-

surance Co., which was hit badly by
the Los Angeles earthquake, is a

. " .
niche player, but Junfortunately, s <

Bankers are very, very cautious ,
about that niche vs. concentration
strategy, Mr. Meehan said.

Still, 20th Century did obtain
bank financing recently, after rising
earthquake losses further depleted
its reserves (BI, July 4).

- Portfolio strategy. Although
it is "not quite as important” as it is
in the annuity business, said Mr.
Meehan, bankers like to see portfo-
lios that match the book of busi-
ness. If an insurer writes all prop-
erty business, for instance, it should
have a long-duration portfolio.

- Reinsurance recoverables.
What kind of entities reinsure the
company and are they secured?
asked Mr. Meehan. Banks also
closely evaluate incurred-but-not-re-
ported losses because they can in-
terrupt cash flow, he said.

Bankers are not the only ones
who look closely at transactions.
State regulators are scrutinizing
them more dosely, too. One partic-
ular hot topic is the ability to gener-
ate additional capital. Regulators are
comfortable if an insurer is going to
have more capital at the end of
next year than this year. And, if the
capital base is growing, then they
are "considerably more comfort-
able," he said. ini
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Peace ofmind
often takes no more than
having someone
who' 11 stick by your side.

Somehow, Huck caught more fish
when Tom came along.

Before choosing a reinsurance
company, you have to know they'll be
around when you need them. A good
reason to consider Prudential Re.

Because when you work with us,
we'll assign a team of experts
specifically to your account. To stay
by your side, and to assure continuity

and informed service.
We'11 get to know your
business objectives inside and
out. Making it easier to fine tune
your reinsurance program, as well as
make it more profitable.

In the long run, we know we'll
both benefit from working closely.

That's why with Prudential Re,

someone you can count on is
always nearby. Fact is, we're just

a phone call away: (201) 802-2083.

Prudential Re

The Reinsurer of Choice

© 1992 Prudential Reinsurance Company, a subsidiary of The Prudential Insurance Company of America, Newark, New Jersey. Available directly or through an intermediary.
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SERVING THE SOU'rHEAST SINCE 1961

RAGSDALE, LIGGETT & FoLEY

Lawyers

CONTACT FRANK R. LIGGETT OR

RALEIGH, NORTH CAROLINA PETER M. FOLEY AT (919) 787-5200

Insurer Topics

St. Paul wins IMCA's top marketing communications award

By SALLY ROBERTS
op honors at the recent

Communications Assn.'s

24th Annual Showcase

Awards for property/casu-

alty insurance advertising

and marketing firms went to St. Paul
Fire & Marine Insurance Co.

St. Paul won the Sammy Award,

which is given to the entry that

made the greatest contribution to-

ward insurance marketing communi-
cations, as voted by IMCA members.

The top three vote-getters were all
within one vote of each other. The

other finalists included Fireman's
Fund Insurance Co. and Swett &
Crawford Group.

In all, 46 awards were given to 29
companies in nine categories:

* Marketing and Sales Promotion
Directed to Consumers: Best of Show
awards to Podiatry Insurance Co. of
America and Wausau Insurance Cos.;

There's more to

CAT reinsurance than capital

Or in the words of National Underwriter:

«You can go through $250 million of
surplus as quickly as you can go through
$25 million, if you make enough of the
wrong decisions."*

As a flood of newly-incorporated reinsurers brings
capitalinto the property catastrophe market, you
should keep one thing in mind. There's more to
the intelligent management of risk than the depth
of your pockets.

The careful management

There's judgment.
of risk that has earned us

an «A" rating from Best's. The ability to finish the
six worst years in the history of property catas-
trophe with six times tbe capital we started witb.

Such as our average under-
writing response time of 48
hours. And our history of paying 90% of claims
within 3 days.

There's service.

Ultimately, there's Phoenix Re. Our capaci;oy
$18

of over
million is available to work for you worldwide
-in property, marine and aviation lines of
up to $10 million. Contact your reinsurance
intermediary today for information. Or call
Phoenix Re's Michael Bleisnick (Domestic
Treaty) or Gordon Forsyth (International

Treaty) in New York, or Alain Tounquet in
Brussels.

PHOENIX REINSURANCE COMPANY Memberof BRMA

Property Catastrophe Reinsurers (Brokers and Reinsurers Market Association)

(212) 837-9520 New York
(32-2) 231-13-55 Brussels

*«Evolution Ahead for Reinsurance Market in

the 19905" by Marc Mosca, June 11,1990

Helping clients tame big CATs since 1982

Awards of Excellence to Liberty Mu C
tual Insurance Co., General Accident ',

Insurance Group, Citizens Insurance
Co. of America, Country Cos., Utica
National Insurance Group and CNA
Insurance Cos.

» Marketing and Sales Promotions
to Agents, Brokers or Company Per-
sonnel: Best of Show to Hanover In-

surance Co.; Awards of Excellence to

Utica National Insurance Group, <

GRE Insurance Group, Swett & Craw-
ford Group; Commonwealth Risk
Services Inc.; and Fireman's Fund In-
surance Co.

- Television Advertising: Best of
Show to Country Cos.; Awards of Ex-
cellence to State Farm Insurance
Cos., Zurich Life Insurance Co. of
Canada and Aetna Life & Casualty.

» Radio Advertising: Best of Show
to Rural Insurance Cos.; Awards of
Excellence to Calfarm Insurance Co.
and Liberty Mutual.

+ Print Advertising Directed to

Consumers: Best of Show to St. Paul

Fire & Marine Insurance and Univer-

sal Undewriters Group; Awards of
Excellence to Aetna Life & Casualty,
State Farm, Fireman's Fund, Liberty
Mutual, Universal Underwriters,
Country Cos., and Virginia Profes-

Continued on page 48H

Ethics

Continued #om page 488

notes that the logo is never to appear
with another company's logo on a
business card. The manual shows
graphically why desktop publishing
is not to be used in creating advertis-
ing materials: The desktop versions
of the logo are blurred and rough
around the edges.

The Principal's insistence on tight
controls over ad material is designed
to make sure that neither its message
nor reputation get blurred.

Stringent business ethics are "very
much part of our core value. We
place enormous emphasis on cus-
tomer service and treating customers
fairly," said Mr. Griswell.

He said that the company has had
a business conduct committee since
the early 19805. Career agents are re-
quired to sign an ethics statement
called "Commitment to Excellence”
every year to reinforce their commit-
ment to the companfs philosophy.

The company's Business Conduct
Task Force was put into place in re-
sponse to problems in the indus-
try-not specific problems at The
Prindpal-about six months ago,
said Mr. Griswell. The task force con-
sists of eight to 10 people who repre-
sent a cross-section of operations
within the company that would be
dealing with agency questions.

The task force looks "at what we
are doing to make sure that we're ad-
equately doing things" by going into
agencies and reviewing practices, he
said. Agendes have "welcomed the
audits," he added.

The task force has uncovered no
major problems. "We feel fairly good
about where we are. You have to be
a little cautious when you have a
large group of people representing
you all over the country,” said Mr.
Griswell.

Although ethical dealings have al-
ways been stressed at The Prindpal,
the problems of MetLife and other
life insurers sharpened the focus on
ethics, Mr. Griswell said. Every in-
surer had to look at what happened,
he said.

Despite the high-profile tribula-
tions of some insurers, "l personally
think the industry is very ethical,”
he said.

"l don't think this is a systemic
problem." =4






N REINSURANCE,
THE WINDS OF CHANGE
SEPARATE THE WINNERS
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\ A fhether it' s the Aflantic. the Pacific.  Professional reinsurers dropped out of the
V ¥or the Caribbean, risk is everywhere. ~ reinsurance race. Permanently.

Think of Andrew's huge, unanticipated  NOrth American Re has proven its staying

losses. Or the winds of Iniki power through every kind of
But it isn't just wind and man-made and natural
storm damage that drives disaster since 1910.

e have the backing of
Many other reinsurers today Swiss Re's global reinsurance
just don't have the stamina it agentlAellt:?ec)e_zfatTSEns into network to help us serve the
takes to climb the mountains " meane North American market.

of asbestos claims. North American Re.

| n fact, in just the past decade, almost 200 ~ The reinsurer that goes the distance.

NORTH AMERICAN 12§
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Thomas Jefferson was one of

the greatest advocates of freedom
our nation has ever known. Without
his efforts, many of the personal
liberties we enjoy today might not
exist.

History clearly demonstrates the
valuable role advocates play. And it
is the benefit of advocacy which sets
the brokered channel apart in the
world of reinsurance,

When you buy reinsurance
through the brokered channel, the
broker works for you. Your broker
Is an independent advocate whose
vital concern is your best interests.

An advocate who is free to act on

your behalf to pursue the best options
in the marketplace. An advocate
with the expertise to negotiate the

best terms and conditions for your

particular situation.

When you use the brokered
channel, you rely on someone
who thinks of your interests first.

Discover the difference a strong

advocate can make.

The Brokered Reinsurance Channel.
Advocacy in the strongest sense.

-} Brokers & Reinsurance
: Markets Association

BRMA is an association comprised of leading reinsurance intermediary and underwriting firms representing
a channel of more than $8 billion in reinsurance surplus.

For more information, call 1-800-BKR-MRKT
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INVESTMENT MANAGEMENT FOR

INSURANCE COMPANIES

BROWN BROTHERS HRRIMAN & CO.

New York, NY Los Angeles, CA

Edward D. Pardoe, IlI Barry M. Connell

(212) 493-7895 (213) 625-1818

The essential components of every
reinsurance relationship are the
integrity, reputation and experience

of the reinsurer.

For over 110 years
Munich Re has been
preeminent in providing

the highest possible
standards of service

N.tu.lH

to the industry.

Every Munich Re t'"7-1. -

agreement carries the
assurance of continued
excellence in every

aspect of fulfillment. Rood

Munich Re continues
unsurpassed in experience,
reputation and integrity

the essential components
of the reinsurance industry.
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Insurers work with agents
to avoid ethical missteps

Agents receptive to marketing advice

By MARK A. HOFMANN

ometimes, it's the little
things that can get a life in-
surance agent into the big-
gest trouble.

Maybe the agent's daim
about a certain product's
performance was a little too sweep-

ing-perhaps downright misleading.
Or maybe saying that a particular
service would be provided at "no ex-
tra cost" didn't quite tell the whole
story. And perhaps that piece of ad-

Munich Re Group

New York « Chicago - Atlanta

San Francisco - Dallas - Boston

Columbus -

Philadelphia

Hartford

Munich Re Group in the USA: MARC and MARC-Ufe

/-lvertising

vertising went out into the mail be
fore it cleared the corporate legal de-
pamnent, which would have spotted
major regulatory problems if it had
the opportunity to review the ad.

It doesn't end with the agent, ei-
ther, because the agent's troubles
quickly become the insurance compa-
ny's troubles as state regulators start
looking into consumer complaints
about sales practices.

Just look what happened to New
York's Metropolitan Life Insurance
Co., which has agreed to pay tens of
millions of dollars in fines and restitu-
tion to customers because of the sales
practices of some now-former agents
in its Tampa, Fla., office UT, Jan. 17).
In fact, Metlife offidals recently had
to appear before the House Energy
and Commerce Subcommittee on
Commerce, Consumer Protection
and Competitiveness to explain to a
skeptical Chairman Cardiss Collins,

D-IIl., just how such a mistake could
have occurred.

In an effort to make sure that sort
of invitation never amves at corpo-
rate headquarters in Des Moines,
lowa, marketing officers of The Prind-
pal Financial Group have been bol-
stering its internal ethics program,
the principles of which date back de-
cades.

In fact, a recently created task force
has been visiting The Principal's agen-
des to make sure that sales practices
are up to company standards, said
Barry Griswell, senior vp-individual.

"Our marketers welcome (the task
force) with open arms," said Mr.
Griswell. Rather than being defiant,
the agents "understand the serious
nature"” of the effort, he said.

To reinforce the message, The Prin-
dpal Mutual Group published a man-
ual for agents about three years ago
called, "Say It Right, Write It Right
and Stay Out of Trouble." It bears the
subtitle: "A Must-Know Manual for
Anyone Who Communicates to Peo-
ple Outside The Ptindpal Financial
Group."

The manual goes out to all of the
insurer's agents, who operate on an
exclusive basis, and to the managers
of brokerages involved with the insur-
er's products.

The manual covers a range of perti-
nent topics, induding: the typeface to
be used on the insurer’ s logo; ethical
standards for advertising material that
mentions competitors; copyright law;
the perils of desktop publishing; and

words that should never be used in

advenising, even if they happen to be
true.

For example, the word "all" should
be avoided, and "most" used in its
place. "Usually"” or "generally" are
better choices than "always."

The manual also stresses that
agents are never to use unapproved
advertising. "We do remind people
what the rules are," said Mr. Griswell.
Preapproved ads are easier for agents
to use and, from a compliance stand-
point, very helpful to the company
in its dealings with regulators, he
said.

The Principal's logo is also the sub-
ject of several pages that show how it

should not be used. The manual

Continued on page 48F
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Marketing

By SALLY ROBERTS

tives shoul bnsult W|th

ns ucts and services tE a bet-

ter grasp of whether' they

truly fit customers' needs, brokers
say.

While some insurers do consult
agents and brokers beforehand,
many simply let their brokers find
out about new products through
company brochures, brokers com-
plain.

"What carriers view as an oppor-
tunity might be different from
what agents and brokers feel is a

- 25
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ensure success

Producers' expertise with customers

often overlooked by inurers, brokers say

- ya

1/.7 4 j

r.=al true sales opportunity,” said
Gary Giriffith, president and chief

executive officer of Hogg Robinson
Inc. in Boston. "Insurers need to

work with the distribution net-

work up front to hear what they
have to say about new products.”

"Agents are in effect the ears of
the customer-they know what
gets customers excited,” said
Michael B. Henning, executive vp
of Acordia Inc. in Indianapolis.

Brokers "know exactly how to
present the value of a product to
the world,"” added Thomas W.
Knaup, president of the Western
region for Near North Insurance
Brokers Inc. in Los Angeles.

In addition to consulting with
brokers, insurers also should make

sure the "internal structure” is

solid before embarking on a mar-
keting blitz with a new product or
service, Mr. Knaup said.

"Nothing makes you look more
foolish than if you can't follow
through" on a promise after mar-
keting a new product, he said.

During a session at the recent In-
surance Marketing Communica-
tion Assn. conference in Montreal,
Larry Thompson and Charles W.
Gross, both vps at Calco Insurance
Brokers & Agents in San Mateo,
Calif., suggested several other ways
for insurance companies to im-
prove commercial lines marketing
to agents and brokers.

Among their suggestions: Com-
mercial insurers should not spend
marketing dollars on elaborate pic-
tures and glossy stock for bro-
chures sent to agents and brokers.

"Brokers and agents are very re-
luctant :0 use brochures :hat are
heavily company-driven;' Mr. Th-
ompson said. Most of the bro-
chures are never seen by -he ulti-
mate insurance buyer and end up
hidden in drawers because brokers
want to maintain an independent
stance.

And, because multiple brokers
often represent the same insurer,
many cf the products and bro-
chures are not proprietary, he said.

While- brand awareness is impor-
tant, it's more important after the
sale, ML Thompson said. Before
the sale agents and brokars typi-
cally use the brochures :0 learn
about new products, not to market
them.

Other brokers suggest that insur-
ers look at other media cptions,
such as using videos, in lieu of b:o-
chures.

"Videos offer a much more pcw-
erful pinch than printed bro-
chures," suggested Hogg's Mr.
Griffith, adding, "most insurers
have missed this asFect" of mar-
keting.

While the videos won'r be used
with clients or prospects up front,
they are a good tool for -n-house
training and for explainkg a new
product to agents or brckers, he
said, adding that videos, like bro-
chures, should focus on specific
products and types of clients.

Another step in improving mar-
keting communications is using
computers, Mr. Griffith said. "I
can't keep 250 brochures on my

desk, but | can get one cemputer
and get updated material on new
products through that."”

Near North's Mr. Knaup sug-
gested that insurance companies
use the mass media-for instance,
by purchasing full-page a,is-to
highlight their products and to
create awareness among po:ential
customers that their product and
company exist.

Other brokers disagreed. Insurers
should not spend their marketing
dollars on advertising to the ulti-
mate insurance buyer, Mess. Th-
ompson and Gross told attendees
at the IMCA meeting.

The insurer's client is the agent
or broker, they contend. There-
fore, insurers need to sell the prod-
uct to the agent first. who will in
turn sell it the ultimate user. The
best advertising in the wor.d will
not work if the agent is not on
board.

Some brokers suggested that
rather than use general advertis-
ing, insurers are better off advertis-
ing a specific product at a specific
time to a specific audience.

Messrs. Thompson and Gross
also suggested that insurers can
better market to agents and bro-
kers by giving them a specific,

AD verising
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-unique nidiE not a general area of

business.

Other biokers say a partnership
approach -s a great way of doing
business.

Agents and brokers have much
better luck working with a specific
insurer, -wkth a specific market and
a specific product, Mr. Griffith
said.

Acordia": Mr. Henning suggested
that after 1 broker finds what the
customer's needs are, insurers can
create a partnership with the bro-
ker to help develop a product that
meets the :lient's needs.

Messrs. Thompson and Gross
suggested other ways insurers can
better ma:ker to agents and bro-
kers:

* Ins-ead of spending large
amounts of money on expensive
brochures, insurers could help 10-
cal independent agents and the 10-
cal offices of national brokers de-
velop li.eatire on strong agency
capabilities. These brochures
should feature the strengths of the
agency, not the insurer's products
and services, and should not have
the insure-'s name on them.

Messrs. Thompson and Gross say
that an insurer's expertise can be
put to use for the agents by offer-
ing free copywriting and design as
well as sharing out-of-pocket ex-
penses. These services can be nego-
tiated as Fart of the sales and com-
pensation plan for the year.

* Insurers should provide ade-
quate supplies of meaningful ma-
terials to agents. Too often, insur-
ers meet with agents and do not

A special editorial section

sent exclusively
to insurers and reinsurers

leave enough brochures for all the
agents to get to know the new
products. Insurers with limited
budgets should first decide how
many brochures they need, then
decide how fancy they can be.

They also suggest that, in addi-
tion to brochures, insurers discuss
new programs with each agent.

* Insurers should provide quali-
fied leads or none at all. Too often,
a "lead" is simply the name of an
insurance buyer from a certain
company, Messrs. Thompson and
Gross said.

Insurers should instead develop
an integrated sales program that
includes lead qualification and
marketing. Agents must totally
support the process and be a part-
ner for it to succeed, they added.

- If a broker and an insurer are
committed to developing an insur-
ance program, the insurer should
help the broker develop an effec-
tive direct mail program, they sug-
gest. Because insurers are more
likely to have greater resources,
they are in a better position to
help agents not only create pro-
grams but also to help alleviate the
high cost involved. It is important,
though, to create an understand-
ing of the ground rules before
launching the program, Messrs.
Thompson and Gross said.

< Insurers should not waste
agents' time with meetings for
which they are ill-prepared.

It sometimes seems an insurer's
representative is visiting just so he
or she can fill out a call report, bro-
kers complained. lei
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Spotlight report

Continued from page 45

ker had an office in Beirut during
the city's heyday but closed it
when fighting broke out many
years ago. Now, Gras Savoye has
returned "since we think that the
future looks better,” said Mr. Lu-

Also last month, Gras Savoye
completed its acquisition of bro-
ker SOGERCO, which operates in
Western Africa. SOGERCO's of-
fices will be merged this year with
Gras Savoye's African opera-
tions-making it one of the largest
on that continent-in six coun-
tries, including Morocco, Senegal,
Ilvory Coast and Cameroon.

"This network is very comple-
mentary to ours, being bigger
than us in Senegal but smaller
than us in Gabon and so on," said
Mr. Lucas. "Second, we think that
if we put (SOGERCO and Gras
Savoye) offices together, we can

make some savings and better hu-
man resources Iin insurance.

"The purpose is (to make) Gras
Savoye by far the largest broker
in Africa.”

Few brokers perceive that there
is money to be made in Africa. In-
deed, Africa only accounted for
about 5% of Gras Savoye's reve-
nues last year, Mr. Lucas admit-
ted. However, he said that French
industry is still heavily repre-
sented in many African states, so
providing insurance services do-
mestically in these countries is
important. For example, French
oil giant EIf Aquitaine awarded
the contract for its African opera-

tions' insurance business to Gras

Savoye last year, he said. Govern-
ment-owned entities in Africa
that are currently being priva-
tized also could be a new source of
revenue, Mr. Lucas said.

"Now we are fully equipped to

service our French accounts in Af-
rica and to be in the position to
acquire more."

Meanwhile, at home, growth is
"happening nearly everywhere.
There is still a lot to be done,”
said Mr. Lucas.

Gras Savoye last month an-
nounced that it was consolidating
its aerospace team. Gras Savoye
already places coverage for aero-
space risks through Johnson &
Higgins in London and New York
but recently hired a few people in
Paris to "consolidate the team and
provide growth in this area and
get French business to them."

The new aerospace team will be
overseen by Jean-Herve Lorenzi,
former director general of the
French atomic energy commission
CEA-Industrie, who was hired in
April to be deputy managing di-
rector in charge of development
and innovation for Gras Savoye.

"He has a lot of knowledge in the
space business and connections"”
but no experience in insurance,
Mr. Lucas said.

"To be successful, you have to
mix within the same company
some good professional insurance
knowledge with a certain number
of people who know extremely
well the sector that you intend to
target,” he added. "It is probably
easier to teach someone who is not
in the insurance industry about
insurance than the other way
around.”

This is the same formula Gras
Savoye used in expanding its
banking division, where insurance
professionals work with former
bank executives.

Gras Savoye services about 250
banks today with more than 5,000
branch offices and 8.5 million in-
surance files. The group has just
completed the construction of a

Merger and Acquisition Expertise

American Business

Insurance, Inc.

San Francisco, California

Pettit-Morry Co.
Seattle, Washington

has been acquired by

has been acquired by

Acordia, Inc.

Indianapolis, Indiana

Acordia, Inc.

Indianapolis, Indiana

USI Insurance Services Corp.
San Francisco, California

has acquired

TriWest Insurance Services

Sherman Oaks, California

Hales & Associates initiated the

Hales & Associates advised

Hales & Associates advised

transaction on behalf of

Acordia, Inc in the transaction.

Acordia, Inc. in the transaction.

Welling Associates, Inc.
Yonkers, New York

has been acquired by

Arthur J. Gallagher & Co.

Itasca, lllinois

Hales & Associates initiated the

transaction and advised

Braun & Braun Inc.

USI Insurance Services Com.

Flint, Michigan

has been acquired by

The First Agency, Inc.
Baytown, Texas

has been acquired by

Timberline Insurance

Riedman Corporation

Rochester, New York

Hales & Associates initiated the

Managers

Austin, Texas

Hales & Associates initiated the

transaction and advised

transaction and advised

Braun & Bmun Inc.

Welling Associates, Inc.

McCord & Holdren, Inc.
Studio City, California

has been acquired by

American Business

Association Administrators

& Consultants, Inc.

Irvine, California

7'he First Agency, Inc.

Walker & Associates
Macon, Georgia

has merged with

Kaplan Insurance Agency

Insurance Brokers

Los Angeles, California
Hales & Associates initiated the
transaction and advised

McCord & Holdren, Inc.

Sportsman & Sportsman Inc.
dba SAI Insurance Services
Anaheim, California
has been acquired by
J. Gregory Brown & Co., Inc.
Los Angeles, California
Hales & Associates initiated the

transaction and advised

SAIl Insurance Services.

Chicago
'I'Vo Westbrook Corporate Center
Westchester, IL 60154

(708) 409-0080

has been acquired by
Acordia, Inc.
Indianapolis, Indiana
Hales & Associates initiated the

transaction and advised Association

Administrators & Consultants, Inc.

Hemon, Ingle,
McDowell & Cooper

Charleston, South Carolina

has been acquired from the
St. Paul Companies by

Palmer & Cay/Carswell
Savannah, Georgia

Hales & Associates advised Palmer &

Cay/Carswell in the transaction.

HALES & Associates

Financial Advisors & Consultants

Atlanta
Seven Piedmont Center
Atlanta, GA 30305
(404) 233-5545

Macon, Georgia

to form

Kaplan-Walker
Insurance Services, Inc.

Hales & Associates advised Walker &

Associates in the transaction.

Peter Barbara & Associates

Houston, Texas

has merged with the Houston operations of

McGriff, Seibels & Williams

Birmingham, Alabama

Hales & Associates assisted

both parties in the transaction.

San Francisco
350 California St.
San Francisco, CA 94104
(415) 788-5545

second building outside Paris that
will house 6perations relating to
the policy and claims administra-
tion of its banking customers.
Products it offers clients include:
credit insurance for mortgages
and loans; insurance protection

from credit card and check fraud; 1

and special insurance products for
commercial customers.

At the end of last year, the
banking division also set up a
"quality program" designed to
improve professionalism, infor-
mation, speed and simplicity. The
program includes 800 policyhold-
ers in the 250 banks and hundreds
of insurance companies. "This
type of service to the banks has to
be a high-quality service, other-
wise you affect the growth of the
bank and ultimately the growth of
Gras Savoye," said Mr. Lu-
cas."We want to provide the best
service to the banks and increase
our productivity, too."

Management is now looking
into developing similar quality
programs for all other divisions,
he added.

In the meantime, Gras Savoye
continues to build on its special-
ties. These include construction,
where it is the broker for the
Metro subway system under con-
struction in Bordeaux and a major
shopping center and railroad de-
velopment in Lille. Gras Savoye
also continues to expand its ex-
pertise in fine art, for which it
places insurance for more than 50
exhibitions worldwide per month.

The broker is also looking ahead
to major issues confronting its
French clients, particularly in en-
vironmental liability. "We are
working in three directions,” Mr.
Lucas said, namely to provide
brokerage services, environmental
consulting and alternative risk fi-
nancing assistance.

As of Jan. 1, 1994, insurers in
France have excluded pollution in
their liability insurance policies,
"going the same way as the
United States. You did that a long
time ago,” Mr. Lucas noted.

There is a small environmental
liability insurance market in
France led by the environrnental
insurance pool, Assurpol, "but the
limits are not enough. The market
does not respond to the needs of
the insured,"” he said.

Gras Savoye has appealed to the
French ministry of the environ-
ment along with other French in-
stitutions to allow French indus-
try to set up tax-free loss reserves
in alternative risk financing facil-
ities like captive insurers to pay
for environmental liability losses.
The government seems receptive
to the idea, said Mr. Lucas.

The captive concept continues
to grow in France 'in any case,”
he added. Gras Savoye offers cap-
tive management services through
UNISON Management (Luxem-
bourg) S.A.

Despite its active involvement
in these many areas, Gras Sa-
voye's gross revenue growth has
slowed, increasing only 5 % last
year, compared with 7% in 1992.

The majority of the broker's
revenues-79%-are derived from
retail brokerage, of which nearly
all is paid as commissions. About
a third of retail business involves
employee benefits.

Personal lines business ac-
counted for 11.1% of revenues last
year, with reinsurance counting
for less than 1 % and wholesale
brokerage hardly any at all. In-
vestment income as a proportion
of revenue fell to 6.2% in 1993
from 9% in 1992.

The number of employees in-
creased to 1,374 from 1,342 in
1992.

-By Stacy Shapiro
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VVHO SHOULD ATTEND

Risk managers, employee benefit managers, safety managers,
insurers, claims administrators, workers compensation and loss
control specialists, consultants, insurance brokers, lawyers and
providers from a broad range of companies and organizations
involved in workers compensation.

CONFERENCE AGENDA

WEDNESDAX OCTOBER 19,1994
* EARLY REGISTRATION & WELCOME RECEPTION

THURSDAY, OCTOBER 20,1994
. Registration & Continental Breakfast

- NEW INITIATIVES FOR CONTROLLING
WORKERS COMPENSATION HEALTH
CARE COSTS

- DISABILITY MANAGEMENT

- LUNCHEON SPEAKER- ALLEN IAMPAGLIA
RISK MANAGER, CITY OF GLENDALE, ARIZONA

o EMPLOYER CASE STUDIES
, IN-HOUSE CASE MANAGEMENT WORKS
, CARPAL TUNNEL SYNDROME CASES
DON'T HAVE TO COST AN ARM

| THE TRUTH AND CONSEQUENCES OF
COMBAITING FRAUD

- FINANCING ALTERNATIVES FOR WORKERS
COMPENSATION: HOW TO EVALUATE AND
DECIDE WHICH FINANCING METHOD IS
RIGHT FOR YOUR COMPANY

o Reception

FRIDAY, OCTOBER 21.1994

o Continental Breakfast
- DEALING WITH CONTESTED CLAIMS

~CUMULATNE TRAUMA DISORDERS:
CONTROLLING THE WORKERS
COMPENSATION MONSTER

- ESTABLISHING AND MANAGING THE
CLAIMS AUDIT PROCESS

. LUNCHEON SPEAKER - DOUGLAS MCCOY

RESIDENT VICE PRESIDENT, COMMERCIAL
LINES, THE TRAVELERS CORPORATION

- APPLYING TOTAL QUALITY MANAGEMENT
TO WORKERS COMPENSATION: UTILIZING
BENCHMARKING TO STREAMLINE THE
WORKERS COMPENSATION PROCESS

Closing Reception

CORPORATE SPONSORS

Commonwealth Risk Services, Inc.

Continental Risk Management Services, Inc.
United Healthcare Corporation

OCTOBER19-21,1994
|_news Coronado Bay Hotel

San Diego, Cal#nlia

COMMENTS FROM SOME OF LAST YEAR'S ATTENDEES:

"Consistently good speakers-
edivating and entertaining-
made tbe conference valuable
andpalatable.”

Mary Dymond
Risk Manager
ACX Technologies

"A bigb-powered conference uitb
dynamic and illformative presen-

tation. An excellent opportunity
to network with other zvcwkers'

compensation professionals."
Paul Yontz

Employee Safety Coordinator
City of Glendale, Arizona

ACCREDITATION

"Tbe conference was an excellent
forumfor.gatbering ideas mid
networking. It was luell run.

rm glad i came."

K. Mildenhall

Workers Cwnpensation Product Manager
USF&G Corp.

"Tbe conference *was great! Tbe

facility was beautiful. | received
a lot of information tbat will be
vahmble once applied."

Sharon Vansant

Claims Administrator

Bergen Brunswig

IBF- International Business Forum is registered with the California Insurance
Board as a course provider. Attendees will earn 11 CEU credits.

REGISTRATION

To register or to receive more information call IBF International Business

Forum, or fill out the coupon below and Fax or mail to IBFe International
Business Forum at 7 Penn Plaza, Suite 901, New York, New York 10001.

TEL: (212) 279-2525 FAX: C212) 279-9307.

REGISTRATION COUPON

THE SECOND ANNUAL
BUSINESS INSURANCE
VWORKERS COMPENSATION

CONFERENCE

YES, ro LIKE To REGISTER NOW AND TAKE ADVANTAGE

1 OF THE EARLY BIRD DISCOUNT AVAILABLE UNTIL

AUGUST 15,1994.1 UNDERSTAND THAT | WILL BE INVOICED.

1 E] | am a service provider - $695 (regularly $795)

Name:

Title:

Company

1 Address

City, State, Zip:

Telephone: ()

Fa>< No. )

03 | am a risk, benefits or safety manager - $495 (regularly $595)

1 E] Please forward information on table-top exhibits
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London, camouflaged under the
name of a domestic broker, like
Willis," Mr. Dahms said. "Now we
are clearly identified as Jauch &

Huebener.”
Jauch & Huebener has tradi-

tionally placed treaty business in
London for capacity reasons, said
Mr. Dahms. "We lost 10% to 15%
of business to clients that had
their own London connections.
Now we place 100% of that busi-
ness ourselves.”

Jauch & Huebener has 25 of-
fices worldwide, predominantly in
Germany, Austria and Eastern
Europe. The broker's business in-
creased in several Eastern Euro-
pean markets last year.

Jauch & Huebener is the risk as-
sessment trail blazer within the
UNISON network in Hungary and

the Czech Republic, as well as in
Slovakia.

In a venture with UNISON

partner Johnson & Higgins, it has
a new office in Moscow, which
serves 110 American, British and
German corporate clients. But
Jauch & Huebener is losing money
in Moscow.

"It's our most difficult market,”
Mr. Dahms said. "Nothing
works-the telephones, heating,
public transport. It's a tough envi-
ronment to build a brokering
Ffirm."”

Eastern European markets gen-
erally are difficult, the executive
remarked.

"For one thing, you either can't
find (good employees), or when
you do they don't stay. It's our in-

. tention to offer the same types of
service that we deliver in Ger-
many. To do that, we send in our
people from Austria or Germany.
We do plant surveys, evaluate
property loss control and provide
broker services," Mr. Dahms ex-
plained.

Companies need various forms
of support in Eastern Europe, ac-
cording to Mr. Dahms.

"We are evaluating property
value and advising on the scope of
coverage. Most of our insurance
contacts are large global insurers
like AIG, Allianz or French glob-
als. The local insurance market

- offers little help at all. These
countries are still in the process of
transforming from state-owned
monopoly companies,”" he said.

The UNISON network is so im-
portant to Jauch & Huebener's fu-
ture that Mr. Dahms said he
would prefer that UNISON be re-
garded as a single company,
rather than identified by its indi-
vidual members.

"We are integrating more all the
time," Mr. Dahms said. "It's in the
interest of our clients.” Mr.
Dahms envisions joint marketing
and pooling of employee expertise
as further steps of the broker's in-
tegration.

At the same time, Mr. Dahms
denies any large scale rnerger is
planned. "We do not want to give
up our local independence and
identity," he said. "We know the
client profits much more from
having 12 entrepreneurs than a
huge conglomerate."

Jauch & Huebener, Johnson &
Higgins and its Spanish partner
lead their respective markets in
insurance brokerage for public
utilities. As a result, the UNISON
network is of particular interest
to global utility clients, according
to Mr. Dahms.

And, the payoff is often unex-
pected.

"The Russian state-owned util-
ity has asked us to do two risk as-
sessments for that very reason,"
said Mr. Dahms. "We may become

their broker."

-By Don Lewis Kirk

Gras Savoye S.A.

115/123 Avenue Charles de Gaulle,

92200 Neuilly-sur-Seine, France;
4-738-7218; fax: 4-637-1141

1993 1992
Premium volume. N/A N/A
Gross revenues...... $144,740,000  $147,440,000
Brokerage: Retail . 79% 76.5%
Reinsurance. 9% 1.4%
Personal lines . 11.1% 10.6%
Services. 2.1% 1.7%
Investment income 6.2% 9%
Other. 0.7% 08%
Employees . 1,374 1,342
Rev./Employee . $105,342 $109,866
Offices. a3 a4

Converted at applicable exchange rates.

Paris-based broker Gras Savoye
S.A. opens new offices in the
strangest places.

In the past year, the broker set
up representative offices in Hanoi
and Ho Chi Minh City in Vietnam,
opened an office in Beirut and
worked hard to become the lead-
ing broker in Africa.

In addition to these overseas in-
cursions, Gras Savoye continues
to be the largest brokerage in
France, with gross revenues up
5.1% last year to 819.7 million
French francs from 780.1 million
francs in 1992.

Converted to a stronger dollar,
revenues slipped 1.8% to $144.7
million from $147.4 million,
though it retains its ranking as the
world's 14th largest broker in
Business Insurance's annual
rankings.

"Gras Savoye is very experi-
enced in starting up companies
from scratch in strange parts of
the world where there is not much

of an insurance industry,"” said
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Chairman Patrick Lucas.

"In Africa or Iran or Beirut, we
always establish from scratch
and, in the end it works. It's a dif-
ferent approach from (setting up)
in Europe or America, and you
have to get acquainted to the way
of working in these areas,” he
said.

Gras Savoye last July negoti-
ated a deal with Viethamese in-
surance company Bao Viet to pro-
vide consulting in all fields of in-
surance, reinsurance and risk
management. As a result, Gras
Savoye was given government ap-
proval to set up a representative
office in Hanoi in November 1993,
and in Ho Chi Minh City in
March. The Vietnamese opera-
tions are headed by Gui Do, for-
mer deputy managing director of
Gras Savoye in Gabon.

Vietnam will be the launching
point for Gras Savoye's expansion

he Iljnqis dnswrance Exehangs s anigue

Patterned after the Lloyd's concept, investment
syndicates providing underwriting capital, the
Exchange offers capacity for unusual and hard-to-
place risks. The Exchange also helps retain some of
the billions in premium dollars exported abroad each
year. If you are interested in participating as a broker
member or syndicate investor, contact Terry Ryan,

Assistant Vice President, at 312/408-8000.

in Southeast Asia, which will
complement the operations of its
fellow members in the UNISON
brokerage network, said Mr. Lu-
cas. "That should help us reduce
the number of trips from France
we make to visit some of our cli-
ents to put together programs in
this region."”

He readily admits it is "ex-
tremely unusual” to base South-
east Asian operations in Vietnam,
since other Western companies
have set up operations in Sin-
gapore or Hong Kong, "It's a new
approach,” he said. "But it's as
close to the other areas of the re-
gion as Singapore is. And the
(Vietnamese) will make a lot of
progress in years to come."

Gras Savoye last month also
opened an office specializing in
construction business in war-torn
Beirut, Lebanon. The French bro-

Continued on page 48

ILLINOIS INSURANCE EXCHANGE

America's 4th Largest Surplus Lines Market

311 S. Wacker Drive, Suite 400, Chicago, lllinois 60606
Toll-Free 1-800/525-8471 (In 111. 312/408-8000) - Fax 312/408-8001
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Spotlight repon

Jauch & Huebener
KGaA

Katharinenstrasse 10,

Hamburg 20457, Germany;
040-36050; fax: 040-367787

1993 1992
Premium volume... N/A N/A
Gross revenues..... $183,315,000 $177,280,000
Brokerage: Retail. 84% 85%
Wholesale . 0% 0%
Reinsurance.... 10% 10%
Personal lines... 1% 0%
Services... 5% 5%
Investment income 0% 0%

1,400 1,180
$130,939 $150,237
== 22

Employees .
Rev./Employee .
COffice= _ _ _

Converted at applicable exchange rates.

As Germany's wounded econ-

omy limps out of recession, broker
Jauch & Huebener KGaA is bat-

tling some of the most formidable
insurance problems confronting

its corporate clients in a decade.

Angered by the sting of surging
property insurance rates and
costly new environmental liability
coverage, policyholders are seek-
ing ways to cut insurance costs.

And that is creating opportuni-
ties for Jauch & Huebener, which
is expanding services that will
help its clients control risk man-
agement and employee benefits
costs.

That strategy made 1993 "one of
its busiest years" ever, said Chris-
tian Dahms, one of the Hamburg-
based broker's six partners.

"It was a very tough property
market," he said. "Germany has a
consortium approach to setting
primary insurance rates for large
industrial risks, and the consor-
tium initiated huge property rate
increases" (BI, Feb. 14).

The result was "one of the most
tiring exercises we ever went
through for large accounts," said
Mr. Dahms. "In the end, only poli-
cyholders with long-term agree-
ments with insurers (were able to

maintain) stable premiums."

Mr. Dahms believes that buyers'
confrontation with the rating con-
sortium-or KOKO-may be over,
though. "This rating committee
could affect rates only because
companies had no alternative. The
capacity for large risks was not
available outside Germany. But
that has changed. Some capacity
is back. As a result, KOKO will no
longer assert pressure as it has,"
he said.

When Germany's strict environ-
mental impairment liability law
went into effect in 1992, compa-
nies found available EIL coverage
both costly and limited.

Last year, Jauch & Huebener
recommended higher retentions to
save clients money on EIL cover-
age. But German companies re-
main far more reluctant to take
higher retentions than their U.S.
counterparts.

The brokerage also negotiated
with insurers over EIL exclusions
and reworked policies to include
coverage of some risks created by

Are Conseco Inc. and Kemper Merging?
Well, Yes and No.

Conseco Inc. and Kemper Corporation have signed a definitive merger agreement.
Because Kemper Corporation is a former affiliate, some questions may exist about
whether Kemper National Insurance Companies is involved. Whatever the outcome,
we want all of our friends, associates, clients and others in the business world to
know that Kemper Nationa/ is not invo/ved.

Yes

* Conseco Inc. and Kemper

Corporation have announced plans
to merge. The plans are subject to

No

Kemper National Insurance Companies

various approvals and other conditions.

« Kemper Corporation's business is
primarily asset management, securities
brokerage, and life insurance.

« Kemper Corporation is a stock

company, publicly traded,

responsible to shareholders.

is a separate entity and is not involved in
the merger agreement.

We're the 13th largest property/casualty
insurance group in the country with 1993

sales of $3.2 billion. And we're also leading
the way in reinsurance and risk management

services.

We're a mutual insurance organization

working through independent agents and
brokers and responsible to our policyholders.

Both Kemper entities use the name Kemper but in different lines of business and in different
markets. It's the Kemper National Insurance Companies that uses the Kemper Cavalry to

symbolize protection and responsiveness to customer needs.
And for 27 years, Kemper National has been proud to bring you

the best in PGA TOUR golf by sponsoring the Kemper Open.

For more information, or if you have any further

questions, please contact your independent agent or

broker who represents the Kemper National

Insurance Companies

or call us at

1-800-833-0355.
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the new EIL law.

Industrywide, German EIL pre-
miums rose 20% last year (B,
May 16). Mr. Dahms said Jauch &
Huebener negotiated to keep its

clients' premium increases below
that level.

Aside from traditional insur-

ance placement, Jauch & Hue-
bener is helping more companies
identify alternative risk financing
options.

Upward pressure on rates has
prompted increased interest in
captive insurance companies.
"Companies have seen their pre-
miums triple and quadruple with-
out a single major loss in 20
years," Mr. Dahms said. "As a re-
sult, many are looking at captives
and we have been very active in
captive consulting."”

"My general advice to clients is
pick up retention, get better con-
trol of exposures and limit liabil-
ity. Even if you can get 800 mil-
lion deutsche marks ($484 mil-
lion) coverage, settle for 200 mil-
lion ($121 million) if you believe
you can handle the risk. Captives
are a solution, if you have the cor-
porate size to manage it."

German companies have far
fewer captives than their count-
erparts in France, England, Swe-
den or the United States. "At the
moment it's only about 10 to 15,
but this number is going to double
pretty soon and we'll go after it,"”
said Mr. Dahms.

The brokerage nearly doubled
its rate of revenue growth from

the previous year. In 1993, gross
revenues increased 9.4% to 303

million deutsche marks from 277
million deutsche marks in 1992.
Converted to dollars, Jauch &
Huebener's revenues increased
3.4% to $183.3 million in 1993
from $177.3 million in 1992. That
increase was one of the highest
among the 11 European firms
among the world's 20 largest bro-
kerages and moved the firm up

one notch to No. 13 in the Busi-

ness Insurance ranking.

"We found substantial new
business in Germany," Mr. Dahms
said, "to a lesser degree in the new
German states-the former East
Germany-than in the old states.
Our consulting and risk manage-
ment services improved as indus-
try saw the benefit of external ad-
vice over helping themselves in-
ternally.”

Few German companies have
formal risk management pro-
grams, a fact that a spokesman for
Jauch & Huebener said is a tre-
mendous opportunity. "Compa-
nies need risk management pro-
grams now more than ever."

The brokerage would not pro-
vide a specific breakdown of reve-
nues by class of business, but
Business Insurance estimates re-
tail brokerage accounted for 84%
of revenues, reinsurance broker-
age constitutes 10%, services 5%
and personal lines 1%.

Between 30% and 35% of its re-
tail commissions and fees involves
placing property insurance, while
25% is casualty, 25% marine and
15% other coverages.

ElL-generated commissions
were modest-less than 1 % of to-
tal revenues, Mr. Dahms said. "In-
surers felt this was an area of high
risk, and high risk should not be
loaded with any more commission
than needed. You find that not
only in liability, but in property as
well. It's something our clients de-
mand and reflects our profession-

alism.”

Pressure on broker commissions
is extreme, he said. "The higher
the risk and lower the protection,
the more you get involved in nego-
tiating commissions. With rein-
surers reducing their commission

and primary insurers doing the
same to theirs, it ultimately gets
back to the broker. It's definitely
a big problem, and we expect the
trend to continue.™

The pressure on commissions
makes it more important to de-
velop new services.

One of the broker's greatest ar-
eas of expertise is risk assessment.
Last year, it won a bid to provide
risk assessment for Germany's
quasi-monopoly telecommunica-
tions service Deutsche Telekom, a
company with 100,000 employees
and 60 billion deutsche marks
($36.3 billion) in annual revenues
that is moving toward privatiza-
tion.

The broker was commissioned
to assess the property and liability
exposures at two Deutsche Tele-
kom facilities.

Jauch and Huebener's commer-
cial clients run the gamut from
car and steel manufacturers - to
chemical companies to television
and movie production concerns.

My general advice
to clients is pick up
Hr- retention, get
better control of
p¥-¢ exposures and limit
llabillt¥,' says

Christian Dahms.

But Jauch & Huebener does not
serve large clients exclusively.

A 1991 merger with Germany's
fifth-largest broker, Joost &
Preuss, gave Jauch & Huebener
access to midsize companies. "The
middle-market segment is now
one of our prime targets," Mr.
Dahms said.

As high wage and benefit costs
have hindered the competitive-
ness of many German companies,
Jauch & Huebener also has moved
more heavily into employee bene-
fits consulting.

"Our clients wanted to know
what kind of cost reduction pro-
gram they could take to reduce
cash outflow. Some began self-in-
suring benefit plans or set up bal-
ance sheet reserves. We now have
several employee benefit plans
that we administer,” Mr. Dahms
said.

It's an area the broker expects
to grow. "New products like de-
ferred compensation plans are a
factor. Also we have many people
working all across Europe. It's a
matter of determining how social
security systems differ and how
employee benefits can be ad-
justed. Companies located in dif-
ferent countries need this kind of
expatriate employee coverage."

Last year, Jauch & Huebener
also embarked upon new personal
lines business. It expanded its ex-
isting services for commercial cli-
ents' executives to include other
employees. Eventually, personal
lines should constitute 3% of rev-
enues, he said.

Jauch & Huebener is off to a
good start this year, said Mr.
Dahms, who believes the broker
will meet last year's results. "Sev-
eral things have improved," he
said. "One is cost control, another
is reinsurance. We are selling
more with the same amount of
people and we are finding more
capacity for catastrophe cover-
age."

Jauch & Huebener's new Lon-
don office did "very well" in the
reinsurance market, he said. "Ap-
parently, the market was waiting
for us. It was common knowledge
we'd been placing business in

Continued on next page
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als found more capacity so the ar-
gument for lower commissions fell
away."

Heath also improved profits
generated by brokering by control-
ling expenses. Pretax brokerage
profits increased 20% to 18.5 mil-
lion pounds ($27.8 million) last
year from 15.4 million pounds
($26.1 million) in 1992. Expenses
fell to 94.9% of revenues in fiscal
1993 from 98.8% the year before.
Heath says it was the fifth year in
a row that the expense ratio has
fallen.

Tight controls on wages, a re-
duction in the company's work-
force to 3,295 from 3,353 and clo-
sure of less competitive offices, es-
pecially in the United Kingdom,
were the chief reasons for the good
expense record, Mr. Kier said.

He added, however, that the
U.K. consolidation was due mainly
to the recession and that Heath
will keep an eye on opportunities
to expand again if economic recov-
ery continues as expected.

U.S. wholesale operations also
found the going tough. Heath In-
surance Brokers Inc., which Heath
began in Dallas in early 1992, im-
proved on 1992's performance but
failed to meet expectations that it
would break-even in 1993 and
produce a profit in 1994.

Mr. Presland attributes the
unit's losses to "crazy market con-
ditions," especially in casualty
business. HIB places excess and
surplus lines business mainly in
the U.S. market.

Two computer services units-
Peterborough Software Ltd. and
Datasure Ltd.-posted improved
profits.

Together, the units contributed
25% of Heath's gross revenues in
1993. Datasure earned 1 million
pounds ($1.5 million) last year,
compared with 900,000 pounds
($1.52 million) the year before,
while Peterborough increased
profits to 4.3 million pounds ($6.5
million) from 3.8 million pounds
($6.4 million).

Overall, Heath's strategy will be
much the same as it has been over
the past few years, said Mr.

Presland.

"We have increased revenues in
line with what we wanted and
controlled costs. There is no

mega-new strategy any different
to what we have been doing over
the past two or three years," he
said.

Despite healthy results in many
divisions, ongoing litigation in
Australia continues to cost the
company.

Profits in 1992 were hit by a $30
million exceptional charge to
cover the runoff of aviation busi-
ness underwritten by subsidiary
C.E. Heath Underwriting & Insur-

ance in Australia.

Reinsurance for the business
was placed in the London market,
and big losses emerged because it
became embroiled in the London
market excess-of-loss spiral.
Heath is suing the brokers that
placed the business, but a dispute
over where the case should be
heard has delayed proceedings.
Mr. Presland predicts a decision in
December.

And, an unexpected court ruling
early last month-only days before
Heath reported its earnings-
forced the broker to take an ex-
ceptional charge against 1993
profits of $50 million Australian
($34 million).

That suit stemmed from the 1985
nationalization of the workers
compensation market by the Vic-
toria government, a move that in-
stantly wiped out 75% of the busi-
ness of U&I.

Heath and other insurers had

won their claim for compensation
against the state in lower courts,
leading Heath to include a provi-
sion for recovery in its previous
accounts. However, Heath ulti-
mately lost in the High Court of
Australia, forcing the company to
take the extraordinary charge.

Troubles in Australia, which
have produced longstanding legal
disputes as well as balance sheet
problems, are clearly one reason
Heath is extricating itself from un-
derwriting.

Only two weeks after the Aus-
tralian court ruling in the workers
comp case-and one week after

year-end results were released-
Heath's board decided to cut its
losses in Australia.

Heath sold U&l's parent, C.E.
Heath & Co. Australia, to C.E.
Heath International Holdings-a
former Heath unit now only 23%-
owned by the London parent-for
a nominal $1 million Australian
($679,100).

With the sale of U&l's parent,
the Heath board declared an ex-
ceptional loss of 8 million pounds
($5.4 million) three months after
the year-end accounts were closed,
thus reducing 1993 corporate prof-
its to 3.8 million pounds ($5.7 mil-
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lion).

Heath hopes the sale will shield
it from further exposures and al-
low it to focus on brokerage activi-

ties.

"This is an opportunity to draw
a line under the Australian under-
writing losses of the last few years,
and we firmly believe that share-
holders will be far better served by
this elimination of any further ex-
posure to losses. The additional
exceptional loss of 8 million
pounds is considered to be a
worthwhile cost of achieving cer-
tainty," said Mr. Presland.

Heath also moved to scale back

its involvement in U.S. underwrit-
ing. Its U.S. underwriting unit,
Lloyd's New York Insurance Co.,
lost 1.2 million pounds ($1.8 mil-
lion) last year. But the sale of its
85% interest in specialist agricul-
tural broker Cornwall & Stevens
Inc. for $6.3 million to Minnesota-
based Mutual Service Casualty In-
surance Co. is expected to return
the insurer to profitability next
year. Lloyd's New York sold its
agricultural insurance business
along with the shares in the bro-
kerage, leaving the insurer only
with a property account.

-By Adrian Ladbury

Professionalism can

mean many things.

CPCU Sets the Standard for Professionalism.

AlCPCU

But quick and easy
aren't two of them.

Earning the Chartered Property Casualty
Underwriter (CPCU) designation, which is con.
ferred by the American Institute for CPCU, takes
a long time - five years for most people. And it
takes hard work, including ten college.level
courses and national examinations. But the value

of the goal is directly related to the effort put into

reaching it.

Earning the prestigious CPCU designation:

* gives you practical, technical knowledge of risk
management and insurance that you can use

immediately.

* gives you the tools to analyze the complex
economic, financial and regulatory environ-
ment in which insurance organizations operate.

» demonstrates to your employer, clients and
colleagues that you are committed to high
ethical standards and professional excellence.

* brings you recognition as a professional in the

insurance community.

Consider joining the more than 35,000 people
who have met the standard for professionalism

established more than fifty years ago by the
American Institute for CPCU. You'll be in

excellent company.

To learn more about CPCU, call, fax or write:

American Institute for CPCU
720 Providence Road, RO.Box 3016

Fl#.*s-

11

Malvern, PA 19355-0716

Phone 215-644-2101

Fax 215-640-9576
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Continued from previous page
Gallagher is working on lining up an
insurer for the pmgram in the Cali-
fornia market, where Gallagher Bas-
sett plans a heavy marketing effort
because of the gmat interest there in
24-hour coverage.

Gallagher Bassett last year also in-
terfaced its own workers comp infor-
mation system with an indepen-
dently compiled data base of work-
ers comp rlgims and settlements
state by state. The system is a check
for Gallagher Bassett's workers
comp adjusters as they set mserves
for clients, and it will allow the unit
to show clients how well it is settling
claims.

In addition, Gallagher Bassett's
London-based subsidiary, Gallagher
Bassett International Ltd., has
formed GBI Adjusting Co. to offer
claims adjusting and investigative
services to European risk managers
and domestic and international in-
surers for commercial, industrial and
personal lines property losses.

Mr. Gallagher also figums that na-
tional health care reform will boost
the broker's fortunes.

He envisions the Gallagher Bene-
fits Selvices division helping self-in-
sured employers control costs and
choose provider networks. He be-
lieves that employers with 250 to 500
workers will be able to self-insure
their health plans under reform leg-
islation. The division also can pro-

vide administrative services to pro-
vider-created health alliances.

And if the health system is not re-
formed, the division stin is posi-
tioned to help employers drive down
costs and develop the most appropli-
ate health plan, he said.

In addition, to cut claims hand.Ung
costs, Gallagher Bassett Benefit Ad-
ministrators, Gallagher Benefits Ser-
vices' administrative arm, last year
awarded Plano, Texas-based Elec-
tronic Data Systems Corp. a contract
to process adjudicated rlaims. Be-
sides cutting claim checks, EDS also
provides GBS and its clients volumi-
nous claims data. Under the con-
tract, EDS mceives 25 cents for ev-
ery dollar in claims savings Gal-
lagher can obtain with the new sys-
tem.

Gallagher continued its conserva-
tive mergers and acquisitions philos-
ophy last year, acquiring four agen-
clies:

» Stark, Johnson & Stinson Inc. of
Worcester, Mass., which gives Gal-
lagher a presence in the Boston area.

* Welling Associates Inc. of Yon-
kers, N.Y., which specializes in de-
signing, implementing and servicing
non-medical retirement benefit pro-
grams for non-profit organizations.

« The Great Lakes Agency Inc. of
Chicago, which specializes in placing
directors and officers liability and
errors and omissions coverages.

= The Woodsmall Cos. of Kansas
City, Mo., which was ranked as the
80th-largest broker of U.S. business
in 1992 based on 1991 gross reve-

nues.

"You won't see us do 22 mergers a
year and then have to go and fix
two-thirds of them," Mr. Gallagher
said. In seeking out merger partners,
the broker looks for people who will
stay with the acquired company,
their books of business and their 10-
cations.

So far this year, it has acquired:

+ Donald P. Pipino & Associates
of Youngstown, Ohio, which special-
izes in placing coverages for real es-
tate brokers.

- The Steel Agency of Wayne,
N.J., which specializes in placing
coverages for public entities.

Mr. Gallagher also emphasized the
continuing success of the broker's
college intern program, which is "a
very important part" of the broker's
"future plans and development”

Over the program's 20-year ecist-
ence, Gallagher has offered jobs to
80% of 220 interns, with 70% ac-
cepting positions. And, more than
half of those have remained with the
company, including the president of
Gallagher Bassett and several Gal-
lagher branch presidents.

The cash compensation, including
bonuses, paid to Gallagher's five
highest-paid officers in 1993, as re-
ported to the Securities and Ex-
change Commission, follows:

J. Patrick Gallagher

Michael J. Cloherty................. $348,000

Gary M. Van der Voort.

Robert E. Gallagher.. .

John P. Gallagher ...$263,000

-By Dave Lenckus

Everybody wantstolook
like a million.

Unfortunately; many top
executives look like

25 million.

It is well known that more than a handful of today's

top corporate executives pull down high six- or seven-

figure salaries. Which makes them particularly attrac-

tive targets in lawsuits involving corporate wrongdoing.
In fact. many directors and officers these days are

Our marketing and underwriting staff will help
you tailor coverage to meet the specific needs of those
clients who face substantial liability. And, in the event
of a claim. we'11 respond quickly and efficiently.

So. if your idea of looking like a million involves an

spending more time in the courtroom and less time in A A $800 suit and an absence of attorneys. then we'd like
to talk with you. Call(708) 330-6750. or write Great
Yet. as the magnitude of claims continues to escalate. | American Insurance Companies. Executive Liability

the boardroom.
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C.E. Heath P.L.C.

133 Houndsditch, London EC3A 7AH,
England; 071-234-4000;
fax: 071-234-4111

1993 1992
Premium volume... N/A N/A
Gross revenues...... $289,357,320 $293,325,000
Brokerage: Retail.. 24.4% 28.7%
Wholesale . 19.9% 17.3%
12.7%

Reinsurance. 14.2%

Personal lines.... 5.9% 7.3%
Services. 0.4% 1.6%
Investment income 12.1% 7.6%
Employees......... 3,295 3,353
Rev./Employee...... $87,817 $87,481
Offices. 89 20

Converted at applicable exchange rates. Fiscal
year ends March 31.

C.E. Heath P.L.C. made progress
toward three key goals last year: to
increase revenues, to pare down
expenses and to pull out of under-
writing.

The London-based broker in-
creased gross revenues by nearly
11% to 192.3 million pounds from
173.3 million pounds in 1992; the
expense ratio for its brokering op-
erations fell to 94.9% last year
from 98.8%; and it pulled out of
money-losing underwriting opera-
tions in Australia and elsewhere.

In dollar terms, gross revenues
decreased 1.4% to $289.4 million
from $293.3 million, pushing Heath
down three notches to No. 12
within the Bl ranking of the
world's largest brokerages.

Pure insurance brokerage reve-
nues climbed 8.5% to 124.6 million
pounds ($187.5 million) in 1993
from 114.8 million pounds ($194.4
million) a year earlier, despite a
sluggish performance from its new
U.S. wholesale operation and rliffi-
cult market conditions for the Lon-

don reinsurance division.

Pretax profits rose to 3.8 million
pounds ($5.7 million) in fiscal 1993
from 1.5 million pounds ($2.5 mil-
lion) in fiscal 1992, an improve-
ment Heath attributes mainly to
cost-cutting efforts. Staff was
trimmed and some U.K. offices
closed as part of a restructuring
begun in 1993.

Despite that progress, though,
profits were decimated for the sec-
ond year in a row by long-tail
problems from discontinued Aus-
tralian underwriting operations.
Had it not been for two exceptional
charges, Heath's pretax profits
would have been 30.4 million
pounds ($45.8 million). Those
charges were: 18.5 million pounds
($27.8 million) as a result of an ad-
verse Australian court decision and
8 million pounds ($12 million) re-
lated to the sale of an Australian
unit.

In 1992, Heath's 25.1 million
($42.5 milhon) pretax profit before
exceptional items had been cut to
1.5 million pounds ($2.5 million) by
losses related to aviation business
underwritten in Australia.

Heath's share price has suffered,
especially last year, from recent re-
sults, and helped foster rumors
that Heath may be purchased by
another London broker or big fi-
nancial company, like Hong Kong
& Shanghai Banking Corp.

Heath officials would not com-
ment on those rumors.

Heath Chief Executive Peter
Presland and Heath Chairman
Michael Kier downplayed the un-
derwriting troubles and pointed to
its improved underlying brokerage
results and cost cutting as true in-
dicators of company performance.

Heath divides its brokerage into
four categories: London market,
overseas, U.K. wholesale and U.K.

retan.

London market business is easily

the biggest single source of broker-
age revenues, generating 124.6 mil-
lion pounds ($187.5 million) last
year from 114.8 million pounds
($194.4 million) in 1992 and just
under 60 million pounds ($99 mil-
lion) in 1990.

Mr. Kier said he does not fear the
impact of softening rates on this
business.

"As rates go down, business vol-
umes will increase. Currently, ca-
pacity is not being fully utilized.
The Bermudians are sitting on a lot
of dry powder, and | am not con-
vinced that the new mega-syndi-
cates at Lloyd's are writing to their
full potential," he said.

Overseas offices generated the
best growth among Heath's four
brokerage divisions. Gross reve-
nues in fiscal 1993 rose an impres-
sive 19% to 24.2 million pounds
($36.4 milhon) from 20.4 million
pounds ($34.5 million). This took
the overseas office's share of the
total brokerage revenue to 19.4%.

Mr. Kier singled out as a top per-
former Heath's fast-growing Mexi-
can reinsurance broker, Agencia
Interoceania Asesores e Intermedi-
arios S.A. de C.V., in which it holds
a 49% stake.

Heath is a Latin American spe-
cialist with offices in Mexico, Bra-
zil, Colombia and Venezuela. But,
along with many other brokers,
Heath is also looking closely at the
Far East and the former Soviet re-
publics as big growth regions.

Mr. Kier says that he believes the
former Soviet republics wiU bear
rich fruit in the future. Currently,
Heath is involved mainly with
placing reinsurance for Russian
risks, but he underlined his belief
in the region's future by giving a
keynote speech at the Second In-
ternational Insurance Rendezvous
in Moscow in April (Bl, May 2).

Heath was quiet in 1993 in terms
of mergers and acquisitions. In
Portugal, Heath acquired an 18.5%
interest in small direct broker SMS
Corretores de Seguros SA and
launched reinsurance broker Heath
y Amorim re Sociedade Corretora
De Resseguros S.A., in which it has
a 55.4% stake.

In the Middle East, Heath
opened a new general brokerage
office in Dubai, which it hopes will
also develop new business in the
United Arab Emirates and other
nearby states. In partnership with
trading house Al Mulla, Heath also
set up an office in Kuwait.

Major acquisitions "only occur
when opportunities present them-
selves, and no opportunities pre-
sented themselves this year," ex-
plained Mr. Kier.

Heath's next best performing
segment was U.K. wholesale,
which grew 15% to 12.5 million
pounds ($18.8 million) from 10.9
million pounds ($18.5 million). It
generated 10% of brokerage reve-

U.K. retail posted the lowest
growth, at 3%, to 34.2 million
pounds ($51.5 miLlion) from 33.1
million pounds ($56 million). U.K.
retail brokerage generated 27.4%
of its brokerage revenues.

As with all other brokers,
Heath's standard U.K. retail and
wholesale business is dependent on
the domestic economy.

Heath had a rough year in 1992,
between a recession in the United
Kingdom and fierce competition
among brokers. But Mr. Kier says
that signs of a tentative recovery
began to emerge last year.

He added that the improving
economic environment has begun
to ease pressure on commissions
paid to brokers. "The downward
pressure on commissions has lifted
somewhat because of the lack of
rate increases, and the 1994 renew-

Continued on nezt page



Arthur J. Gallagher

& CO.

2 Pierce Place, Itasca, 111. 60143;
708-773-3800; fax: 708-285-4000

1993 1992+
Premiumvolume... N/A N/A
Gross revenues .. . $317,663,000 $288,918,000
Brokerage: Retail . 53% 56%
Reinsurance. 1% 1%
Personallines.. 1% 1%
Services. 40% 38%
Investment income 5% A%

Employees .. 2,975
Rev./Employee . $106,777

Offices.. 162 133

2,849
$101.410

* Restated.

Standing still in today's soft prop-
erty/casualty insurance market can
leave a broker far behind its compet-
itors, so Arthur J. Gallagher & Co. is
stepping up its marketing of some
existing programs and trotting out a
range of new services.

Such services include helping eli-
ents set up alternative risk-financing
vehicles, so-called 24-hour coverage
programs and managed care pro-
grains.

The ltasca, lll.-based broker also is
offering some new insurer programs.

But, Gallagher will not change its
conservative merger and acquisition
philosophy, under which it obtains
only a handful of agencies each year.

The overall strategy helped Gal-
lagher boost 1993 gross revenues
9.9% to nearly $317.7 million from
slightly more than $288.9 million in
1992, which was restated to reflect
the broker's 1993 acquisitions. Last
year marked the second consecutive
year of strong revenue growth after
a lackluster performance in 1991,
when revenues grew only 4.1%. Rev-
enues in 1992 grew 10.25%.

Still, because of the more vora-
cious acquisition appetites of a few
other brokers in 1993, Gallagher
dropped one notch in this year's
Business Insurance ranlcings of the
world's largest brokens to 11th
place.

The percentage of gross revenues
attributable to commercial retail
brokerage business continued to fall
last year to 53% from 56%, though
retail brokerage revenues increased
to nearly $168.4 million from $161.8
million.

All commission revenues for Gal-
lagher grew 5.1% to nearly $174.4
million from more than $165.8 mil-
lion. Commission revenues now rep-
resent 54.9% of gross revenues,
down from 57.4% in 1992 and 60.8%
in 1991.

Gallagher's fee-generated revenue
continues to steadily creep up on its
cornmission-generated revenues. Fee
revenues last year increased 15.1%
to $127.7 million from nearly $111
million. Fee revenues now represent
40.2% of gross revenues, up from
38.4% in 1992 and 35.1% in 1991.

Net income surged 35.4% to
nearly $32.2 million from more than
$23.8 million in 1992, when earnings
rose 24.4% from the year before.

President and Chief Operating Of-
ficer J. Patrick Gallagher likes the
results, which were on budget

He also said the broker's first-
quarter results are on budget

Finst-quarter gross revenues grew
9.6% to nearly $82 million from al-
most $74.8 million from the same pe-
riod in 1992. Net income rose 13.2%
to $5.3 million from nearly $4.7 mil-
lion from the year-earlier period.

But, the broker announced in June
that its estimated year-to-date in-
vestment return was only 2 % after
taxes, compared with a more typical
7% return. As a result, the broker
expects to report $5 million less of

investment income in the first half

than for the same period in 1993.

Michael J. Cloherty, vp-finance,
called the poor return "a one-time
glitch” that can be blamed on sev-
end factors: depressed stock market
conditions, a new accounting stan-
dard that requires companies to re-
port most of their fixed-income secu-
rities at market value, and the bro-
ker's purchase of more than $23 mil-
lion of its own stock this year, which
reduced the amount of funds nor-
mally used to invest.

Mr. Cloherly said the broker is re-
viewing the strategies of the 20 to 25
specialty funds it uses and will make
"some switches." But, he does not
expect any wholesale changes.

And, the broker's results "continue
on track to produce overall expected
operational growth," Mr. Gallagher
said.

Though Gallagher has recently be-
gun pursuing large accounts more
aggressively, the broker's business is
largely built on its stable of medi-

um-sized commercial, public entity,
educational, religious and agricul-
tural accounts.

Mr. Gallagher believes that this
book of business gives the broker a
leg up on other brokers, because he
expects that middle-sized accounts
will fuel the next spurt of growth of
self-insured plans by forming group
captives.

Last year, Gallagher helped 16 eli-
ents form new risk sharing pools. At
year end, it was servicing 114 pools,
which insured more than 7,500 enti-
ties in 33 states.

Gallagher also can help clients
manage claims and contain costs,
Mr. Gallagher said. "That's a lot dif-
ferent than saying we'll get them
cheap insurance."

Gallagher, though, also is pursuing

large accounts as the large alphabet
houses continue to woo middle-mar-

ket business to build their books.

"There were some accounts that
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made the move" to Gallagher, he
said, declining to identify them "We
see a lot more of that on the hori-
zon," he added, noting that attract-
ing those large accounts is a gradual,
building process for the broker.

Most of Gallagher's growth in fee
revenues is attributable to the bro-
ker's risk management services unit,
Gallagher Bassett Services Inc.,
which is operated at arm's length
from the retail brokerage business.

Gallagher Bassett, which increased
its client base 21%, reported a 20%
boost in revenues last year.

The Gallagher Bassett unit is a
maijor reason stock analysts like the
brokerage's prospects.

Michael Smith, a senior vp and an
analyst with Lehman Bros. in New
York, said Gallagher Bassett's busi-
ness and fee-generated revenues help
insulate Gallagher in the soft mar-
ket. However, he is neutral on Gal-
lagher's stock because he believes it

is trading at a premium.

Gallagher stock was trading at
$30.88 per share on July 8. Over the
previous 12 months, it traded at a
high of $37.13.

Gallagher Bassett is gearing up to
offer its 24-hour process, which inte-
grates managed care and other cost
management activities for group
health and worke-s compensation
programs,

"We can do a 24-hour process,"
Mr. Gallagher asserted.

"This seems to me to have all of
the home run potential,” he said The
process is not just about preventing
workers from taking advantage of
both their health plan and workers
comp plan for the same injury or ill-
ness, he said. "It encourages employ-
ees, whether they're sick or hurt, to
use the right managed care process."
A pilot 24-hour program is "going
nicely" for one client. And,

Continued on nert page
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Even though Minet is spending
money to build its specialties, it cut
operating ecpenses by 4% in 1993,
and Mr. Christie sees further savings
ahead.

Unlike some competitors, Minet
has not ordered that a certain per-
centage of expenses be lopped fmm
individual areas.

"l don't like the term 'cost cutting'
because it implies a short-term re-
sponse,”" he said, stressing that Mi-
net's expense controls are a result of
"organizational responsiveness to ef-
ficiency."

An example of this "organiza-
tional responsiveness" is the recent
consolidation of most of Minet's
"back office" operations in London.
Formerly, each business unit was re-
sponsible for providing its own sup-
port services. "We've brought it to-
gether, rationalized it and are seeing
greater savings than we've antici-
pated."”

Overall, Minet reported 3,784 em-
ployees at year-end 1993, almost the
same as a year earlier. However, its
North American retail brokerage
staff grew to 379 from 248 and is
expected to top 500 this year.

While Mr. Christie now can pro-
nounce Minet's specialization strat-
egy a success, he said there really
was never any doubt.

"The successes and failures that
we have had have done nothing but
reconfirm that the basic strategy of
being very good at a defined num-

Irs easier 'to go out
and hu, something,
buttheright anmer
Is to build it.
Acquisitions have to
look really good
Wore we will do It,"

says Peter Christie.

ber of things is much more within
our grasp and is a strong strategy
for us, compared with trying to be
the No. 5 player in numerous
things."

He said reaction to Minet's strat-
egy from ecisting clients "has, al-
most unanimously, been very enthu-
siastic. It has been very positively

mceived.”

That's partly because Minet fo-

U-ril-rry MANAGEMENT ERVICES IS A

SPECIALIST WHOLESALE INTERMEDIARY

DEDICATED EXCLUSIVELY TO THE UTILITY

INDUSTRY AND SERVING ALL RETAIL

AGENTS AND BROKERS AND OTHER INTER-

MEDIARIES ON A NATIONAL BASIS.

BASED IN DALLAS, TEXAS, WE HAVE A

PROFESSIONAL STAFF OF FIVE PEOPLE, AND

AN AVERAGEUTILITY RISK MANAGEMENT

AND INSURANCE EXPERIENCE AVERAGING
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Utility Management Services, Tnc. -
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cuses on delivering value-added ser-
vices to clients, rather than simply
the lowest price. "That's where we
diferentiate ourselves from our
competitors," Mr. Peterson said.

And, unlike many other brokers,
Minet has adopted a "no walls" or-
ganizational approach, in which
"there are no geographic or profit-
center barriers," he said. Minet tries
wherever possible to minimize dis-
putes between various units and of-
fices over which should get credit
for the profit on an account. "Where
there are walls, the clients are defi-
nitely going to suffer."

A client within a particular spe-
cialty will deal with Minet staffers
who focus on that line of business.
For instance, an oil company risk
manager could deal with Minet en-
ergy specialists in Houston, London
or Calgary, Alberta. "With such an
approach, there cannot be any walls
between offices," Mr. Christie said.

While Minet for the past two
years has indicated a willingness to
make acquisitions to bolster its U.S.
presence, it made only one U.S. ac-
quisition in the past year: Compro
Insurance Services Inc. of San Jose,
Calif. Compro, which specializes in
both specialized coverages for high-
tech finns and in pmfessional liabil-
ity coverage, generated about $6.5
million in revenues in 1992.

The acquisition of Compro also
immediately bolstered the newest of
Minet's specialty areas: technology.
Through this specialty, Minet is tar-
geting the "Silicon Valley, Route
128 types of companies," Mr. Peter-
son said, referring to fast-growth,
entrepreneurial software firms and
other high-tech companies.

As it developed this specialty, Mi-
net identified "special and unique
needs of these companies that the
marketplace isn't responding to,”
Mr. Christie said. For instance, it
advises these companies on manag-
ing risk in areas like copyright and
intellectual property protection.

Minet plans to merge Compro's
San Jose office with the ecisting
San Francisco office and base that
merged unit in Palo Alto, Calif.

Minet currently focuses on five
other retail specialty areas in the
United States through its North
American division:

- Energy. A longtime key area of
its London operations, Minet has
aggressively built its services for
North American oil and other en-
ergy companies over the past several
years, said Senior Vp Nancy
Oblinger

"We've gone from zero to 60 peo-
ple in energy in North America in
36 months," Mr. Christie said. En-
ergy brokers are now in Houston,
Calgary, Los Angeles and New
York.

- Construction services. This
area-aimed at major construction
firms and construction project fin-
anciers-is barely a year old, but
Minet already has 10 construction
specialists in its Los Angeles office
and a half-dozen in Houston.

« Financial institutions. This spe-
cialty, less than 2 years old, is con-
centrated in the New York, Los An-
geles and Montreal.

While this specialty has developed
more slowly than others, Ms.
Oblinger explained that market re-
search indicates financial institution
risk managers are more reluctant to
switch brokers than those in other
industries, including the energy and
construction fields.

» Professional services. This spe-
cialty includes providing insurance
and risk management services for
businesses like law firms, manage-
ment consultants, ad agencies and
small accountants that have a pro-
fessional liability exposure.

Professional services experts are
based in New York, Los Angeles,
Chicago, Houston, San Francisco,

San Jose and Montreal.

= National accounts. This spe-
cialty focuses on about two dozen
Fortune 500 accounts that do not
fall into any other specialty.

"There is avery specialized type
and level of service that these com-
panies expect and that most brokers
don't even approach,” Mr. Christie
said.

Besides these specialties, the
North American division includes
Swett & Crawford Group, the larg-
est U.S. wholesaler (BIl, Aug. 16,
1993).

"The substantial improvement in
the operations of Swett & Craw-
ford" is one of the biggest highlights
of the last year, Mr. Peterson said.
The wholesaler made a "substantial
profit" in 1993, compared with a
loss in the previous several years.

Besides the North American divi-
sion, Minet is organized into five
other operating units:

« Global Professional Services,
which is a dedicated unit of nearly
200 professionals who service the
Big Six accounting clients.

Almost 100% of GPS's revenues
are now made on a fee basis, "and
that is not a fee for placing insur-
ance, but for advisory and adminis-
trative services. That's a big change
in our relationship with these cli-
ents," Mr. Christie said.

While Minet still arranges "risk
transfer" for large accountants.
much of that is no longer traditional
insurance but rather reinsurance of
retained risk, finite-risk coverag-
es-"everything you could think of."

Minet also has played an "in-
tense" role in how large accountants
have dealt with huge claims in con-
nection with bank and savings and

loan failures. Those claims "have

tested the efficiency of the coverages

Mimi focuses on
wl,li,lIded =vices,
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that we have placed over the last 10
years and we have come out of that
with flying colors," he said, adding
them have "been no material cover-
age disputes" over the claims.

"There are very few brokers that
have had to collect that much
money from the insurance market
without getting into disputes.”

- International Retail Broking.
While Minet wants to expand its re-
tail brokerage operations outside
North America, "we are more keen
to build what we have than to ex-
pand the number of offices."

However, Minet would like to de-
velop a larger presence in France
and a presence in Germany, he said.
While he admits that Minet's opera-
tions in continental Europe are
"quite small, they are performing
well." And, an office in Prague in
the Czech Republic has been "ex-
traordinarily successful."

Once a "very big player" in South
Africa, Minet is "looking to get back
into South Africa,” Mr. Christie
said. Minet already has a large pres-
ence in sub-Saharan Africa, he said.
« International Broking. This divi-
sion, which includes Minet's non-
North American wholesale opera-
tions and its Lloyd's of London bro-
kerage, is "more and more concen-
trated in providing expertise to our
own retail offices" to support Mi-
net's specialties, he said. "A number
of these specialties-like energy and
construction-create a strong need
for help in the London market."

However, the division has had a

"tough time," partly because some
large clients have significantly in-
creased the amount of risk they re-
tain, he said. At the same time,
though, Minet has been hiring Lon-
don market experts, especially in
the marine and energy markets.

- Reinsurance. This division-
whose major markets include the
United Kingdom, the United States,
Australia, Switzerland and Cana-
da-is one of the company's biggest
growth areas, with the Australian
operations performing especially
well, Mr. Christie said.

Its U.S. operations-Intere Inter-
mediaries Inc., RFC Intermediaries
Inc. and Tailored Awards Inc.-are
battling the effects of clients' in-
creased retentions for catastrophe
coverage.

= Minet Risk Services. Minet's
risk management consulting unit
has been upgraded to a separate di-
vision; it formerly was part of the
North American division.

Rather than provide "classic loss
control engineering” advice, MRS
provides "high-level" consulting ser-
vices like captive feasibility studies,
loss forecasting, disaster recovery
and sophisticated loss control advice
to professionals like accountants,
Mr. Christie said. It also operates as
Minet's research and development
arm. For instance, MRS profession-
als investigate new specialties on
behalf of the brokerage.

In fact, while MRS has been ele-
vated to division status, it is "run as
a resource to our brokerage opera-
tions, not as a separate profit cen-
ter” he said.

Besides the acquisition of Com-
pro, Minet in August bought Allied
Insurance Brokers Ltd. in Perth,
Australia, which specializes in min-
ing industly clients. That focus ties
in with Minet's specialties in con-
struction industry and energy.

In January, 1\<linet acquired Lon-
don Insurance Brokers Ltd., which
had been a 50-50 partnership with
C.T. Bowring & Co., the London
unit of Marsh & MelLennan Cos. Inc.
Mr. Christie describes LIB as the
"leading broker for the U.K. legal
profession," specializing in profes-
sional liability and other types of
coverage for U.K lawyers.

And, on June 29, Minet acquired
Wackerbarth Hardman Holdings
Ltd., a Lloyd's of London broker
specializing in marine treaty rein-
surance with $6 million in annual
revenues. It will be merged with Mi-
net's London reinsurance operations

later this month.

While Minet has been less active
on the acquisition front than Mr.
Christie once envisioned, he is not
disappointed, explaining that the
company now realizes that it may
be better to grow internally than to
go on a buying spree.

"We have to focus our own people
on the advantages of growing as op-
posed to acquiring,” he said. "ltis a
lot easier to go out and buy some-
thing, but the right answer is to
build it. Acquisitions have to look
really good before we will do it."

Among personnel changes, Mr.
Peterson replaced Alan Middleton
as CEO of the North American divi-
sion. Mr. Middleton remains as an
adviser to the company.

In addition, Executive Vp Michael
K. Rossor now heads the global re-
insurance unit while retaining his
duties as group finance director. He
replaces Brian Hayes, who retired.

Other top Minet officials include:
Mark L. Pabst, executive vp; Paul
Cotterill, executive vp and CEO-In-
ternational Broking; J. Bernard Fri-
emann, executive vp and CEO-Mi-
net Risk Services; James R. Mc-
Grislcin, executive vp and CEO-In-
ternational Retail; Richard H. Mur-
ray, executive vp and CEO-Global

Professional Services.

-B James M. Burcke



Minet Group P.L.C.

Minet House, 66 Prescot St.,

London EI 8BU, England
071-481-0707; fax: 071-488-9786
1993 1992

$3.6 billion
$325,836,000

Premium volume.,, $3.6 billion

$325,080,000

Gross revenues .

Brokerage: Retail.. 44% 42%
Wholesale..... 24% 26%
Reinsurance 22% 18%
Personal lines... 1% 1%

1% 1%
Investment income 6% 9%
Other. 2% 3%

Employees. 3,784 3,780
Rev/Employee $85,909 $86,200
Offices. 150 150

After spending several years reor-
ganizing itself into "The Specialty
Broker" rather than attempting to
be all things to all clients, Minet
Group P.L.C.'s strategy is finally
paying off-both financially and in
client satisfaction.

"We are seeing real revenue
growth again,” said Peter S.
Christie, Minet's chairman and chief
executive officer, noting that the
broker's revenues currently are in-
creasing by "6% to 7%" on an an-
nualized basis.

While Minet may not have grown
as quickly as it expected since its
specialization strategy was imple-
mented several years ago, he attrib-
utes that to an emphasis on slow in-

Continued from previous page

to founder, and JIB was no excep-
tion, Mr. Barton said. Its stock,
which was trading at 206 pence
($3.09) a year ago, slumped to 149
pence ($2.25) on July 8.

JIB completed two acquisitions
during 1993: Lloyd's broker Pul-
ford, Winstone & Tennant in Janu-
ary 1993; and Nicolls Pointing, a
London market wholesaler special-
izing in marine and energy risks, in
October 1993.

But the addition of two new of-
fices was canceled out by the clo-
sure of two offices in the United
States, keeping JIB's worldwide of-
fice count at 103.

The foreign acquisitions boosted
the number of people on JIB's pay-
roll 3.5% to 3,763 in 1993 from
3,637 the year before.

This year, the broker bought
UK employee benefit consultant
Reeves Brown to provide actuarial
advice to multinational clients
with operations throughout the
European Union, Mr. Barton said.

After approximately five years
under the JIB corporate flag, rein-
surance broker John D. Sayer &
Co. in Lawrenceville, N.J., is fi-
nally changing its name to Jardine
Sayer & Co. Inc.

Miles Ritchie, formerly of Fen-
church Insurance Brokers Ltd. in
London, was named to head JIB's
Hong Kong office, which was va-
cated by Mr. Batchelor. Besides
Messrs. Barton and Batchelor, JIB
Group's principal officers include:
C.G.R. Leach, group chairman;
D.E. Corben, chairman and chief
executive of Jardine Reinsurance
Holdings (U.K.) Ltd.; M.C.D. Grib-
bin, chief executive of Jardine In-
surance Brokers International Ltd.,
the broker's wholesale arm; Martin
Wakeley, chief executive of Jardine
Insurance Brokers Ltd., the U.K.
retail arm; and M.P. Dawson, dep-
uty chairman of Jardine (Lloyd's
Underwriting Agents) Ltd.

Principal JIB Inc. officers in-
clude: W. Michael Carroll, group
services division manager; William
R. Dolan, eastern division man-
ager; Jeffrey G. McKinley, western
division manager; and James L.
Stone, central division manager.

-By Joanne Wojeik

ternal growth rather than quick ex-
pansion by acquisition.

That's not all bad.

Minet is "a slightly smaller, more
profitable and profitable-rnore-
quickly company than we had an-
ticipated," he said.

While revenues am now on the
upswing, they were stagnant in cal-
endar-year 1993: $325.1 million
compared with $325.8 million in
1992.

However, that performance was
an improvement over Minet's results
for the year ending Sept. 30, 1993,
that an3 published in the annual re-
port of its parent, The St. Paul Cos.

Get the expertise you need to

Inc.: Minet's revenues tumbled 2.2%
to $320.5 million from $327.8 mil-
lion in the 12 months ending Sept.
30,1992.

Either way, Minet is the world's
10th4argest broker, down from No.
8 a year ago.

According to the annual report,
Minet pmduced a net loss of $24.7
million in the year ending Sept. 30,
1993, a huge improvement over the
$432.5 million loss suffered in Sscal
1992. The bulk of that loss was at-
tributable to a $365 million write-
down in Minet's goodwill and a $39
million charge attributable to the
restructuring.
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For calendar-year 1993, though,
Minet reported an operating loss of
only $5.5 million, down from an $11
million operating loss in calendar-
year 1992.

Minet still has not completed its
evolution, however, Mr. Christie
said. "We have continued to make
substantial investments in our cho-
sen specialties. A lot of those invest-
ments, particularly in North Amer-
ica, have been hiring people, with
the expectation that those people
will take a number of years to de-
velop revenues."

Of course, investing money in
fledgling operations now-in antici-

Catch

Travelers Managed Disability

Services makes it easy
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clients. That's because

no other company
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resources TMDS

can give you. With

dedicated sales

people, nationally

recognized claims

management, re-

sponsive service, and

easy-to-use customer

support materials, it's

no wonder we are one of America's

pation of growth later-"does de-
press our current profitability."

When expansion costs are taken
into account, "we are pretty com-
fortable with the margin we are at-
taining on a worldwide basis," Mr.
Christie said. "Overall, the underly-
ing margin of our core business is
quite strong."

"In our existing lines of business,
Minet is very profitable," remarked
C. Richard Peterson, executive vp
and CEO of Minet's North Ameri-
can division in New York. He joined
the company earlier this year from
Sedgwick James Inc., where he was
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JIB Group P.L.C.

Jardine House, 6 Crutched Friars,
London, EC3N 2HT;
071-528-4444; fax: 071-528-4185
333 Bush St., Suite 500,
San Francisco, Calif. 94104;
415-391-2600; fax: 415-773-4475
1993 1992

$2.55 billion $2.62 billion
---- $346,962,000 $360,060,000

Premium volume...

Gross revenues

Brokerage: Retail.. 63% 61%
Wholesale . 17% 16%
Reinsurance........... 11% 12%
Investment income 8% 10%
Other. 1% 1%

Employees .. 3.763 3,637
Rev./Employee . $92,204 $98,999
Offices.. 103 103

Converted at applicable exchange rates.

Like many large corporations to-
day, JIB Group P.L.C. has continu-
ously reinvented itself to attract eli-
ents and to enhance its profitability
in the changing global insurance
marketplace.

And the completion this year of a
fully integrated information technol-
ogy system will finally give JIB's eli-
ents in the United States tangible
evidence of this ongoing quality im-
provement effort.

"Our company-wide task is to ask
and listen to our clients to ensure
that we understand the standard of
service which each one of them re-
quires," explained Chief Executive
R. John Barton in London.

So, not only can major clients di-
rectly access their policy and claims

information with the click of a com-

puter mouse, but JIB Inc. executives
in some 25 oSices in the United

States can track their producers' ef-
forts in meeting those clients' needs.
The Windows-based system illus-
trates the open-door policy that JIB
Inc. CEO David Batchelor has been
emphasizing since he took command
of the U.S. operations in mid-1993
(BI, July 5, 1993).

"We're looking at what it is that
clients want and asking, 'What is
value-added and what is valued? '™
he said. "The pace of change is be-
ing forced by the buyers. If you go
to a client today that is (information
technology-driven), then it's quite
likely the risk manager is going to
have made a decision of going with
a company for his risk management
services that has a similar mind to
rr.”

R is hoped the investment in com-
puter technology will give JIB, the
world's ninth4argest broker, a com-
petitive advantage.

All but one U.S. office will be on-
line with the new system by year-
end, and the final office will be con-
verted by next February.

But, even though JIB is just steps
away from full automation, "no
matter how fast we accelerate that
process, the technology is changing,"
he said. "You can't wait for the
technology to be state of the art. Be-
cause if that's the case, you'd still be
on abacuses. You have to develop
with the technology and then be
flexible enough to change the tech-
nology."

Already, Jardine's new computer
system, which was customized by
Applied Systems Inc., is being up-
dated to enable management to ana-
lyze revenue by specific areas of
specialty to ensure that each office
has the capabilities to serve the
needs of its clients locally.

About 75% of Jardine's revenues

are derived from eight specialty ar-
eas: employee benefits; large corpo-
rate accounts; marine/energy; health
care; Pacific Rim business; dental
claims administration; affinity

group marketing; and fast-food
chain restaurants.

Jardine also markets life and
health insurance products to unions
and trade associations and proper-
ty/casualty coverages to small cor-
porate accounts that belong to pro-
fessional associations.

JIB Group's pretax profits rose to
record levels, up 19.8% to 21.8 mil-
lion pounds ($32.7 million) in 1993
from 18.2 million pounds ($32.1 mil-
lion) in 1992.

Gross revenues surged 13.2% to
231 million pounds in 1993 from
204 million pounds in 1992. Con-
verted to dollars, gross revenues fell
3.6% to $347 million from $360.1
million the year before.

Inwer interest rates and the
stronger dollar also reduced JIB's
investment income for the year, so
that it only contributed 8% of the
company's gross revenues compared
with 10% in 1992.

Premium volume grew 14.9% to
1.7 billion pounds last year from
1.48 billion pounds in 1992. But, in
dollar terms, premiums fell 2.7% to
$2.55 billion in 1993 from $2.62 bil-
lion the year before.

JIB saw the performance of its re-
insurance brokerage business slump
in 1993, while wholesale and retail
business improved and was more
significantly more profitable com-
pamd with 1992.

These results caused a shift in the
percentage of JIB's gross revenues
generated by commercial retail bro-
kerage to 63% in 1993 from 61% in
1992; wholesale brokerage ac-
counted for 17% in 1993 vs. 16% in
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1992; and reinsurance brokerage
provided 11% of revenues in 1993
vs. 12% in 1992.

In addition to making better use
of its technological resources, JIB is
finding new ways to take advantage
of its human resources. For exam-
ple, JIB has begun positioning its
personnel in geographic locations
where their expertise is most
needed.

The broker also is staffing its of-
fices with local personnel of the
same ethnic and cultural back-
grounds as the community in which
they work, particularly in the Pa-
cmc Rim. To ensure effective com-
munication with its Asian clients,
JIB hires local employees, trains
them in the United States, then re-
turns them to their home country.

Getting into the Asian market has

been easier for Jardine than other

brokers because its parent, shipping
merchant Jardine Matheson Hold-
ings Ltd., has its roots in Hong
Kong.

"We are beginning to capitalize
on Jardine's Asian ties,"” since "the
world's economy is moving east and
half the world's population lives in
the East,"” Mr. Batchelor said.

Like an American Express office
where tourists can be assured there
will always be someone who speaks
their language, "M we are in discus-
sions with a U.S. client who is going
to the Pacific for the first time, Jar-
dine has an infrastructure in that
region that we can tap into on be-
half of that client," he explained.

Despite its loyalty to its Asian
roots, the broker's parent came un-
der fim when it moved its corporate
headquarters to Bermuda from
Hong Kong in 1984, and again last
year when it "de-listed" its holding
company stock on the Hong Kong
stock exchange. "That was treated
very negatively by the Chinese," Mr.
Batchelor said.

But while Jardine Matheson
shares are now traded primarily in
London, the company' s ties to the
Asia Pacific region remain strong,
particularly as China adopts capital-
ist economics. "The economic
changes occurring in China are pro-
viding momentum for a lot of
changes. If you were to visit (the for-
mer Canton region of) southern
China, you'd see capitalism overtly
ecpressed," he said. As a result,
"there's an increasing demand for
Western goods and services," includ-
ing insurance.

Indeed, JIB's Asian business has
been gmwing at a 20% to 25% an-
nual clip for several years, Mr. Bar-
ton estimated.

Meanwhile, in the United States,
JIB Inc.'s focus has been on creating
an organizational synergy under the
guidance of its Strategic Leadership
Council, a 25-member group that
includes the heads of each ofice
and each specialty as well as the
chief financial omeer.

The group, which meets bi-
monthly, has been assessing the
needs of its clients and trying to
match the company's resources ap-
propriately. The council also
launched a research and develop-
ment grant program in January that
provides up to $500,000 to individ-
ual offices to provide an incentive to
expand business within the broker-
age's eight specialty areas.

Under the company's geographi-
cal financial reporting structure, of-
hee heads were mluctant to finance
R&D if its costs would be reflected
in their bottom lines, Mr. Batchelor
explained.

The council is part of JIB's contin-
uous quality improvement pro-
grams-"Play to Win" and "Com-
mitment to Quality"-that former
President and CEO George Brown
initiated several .years earlier when
the broker went public.

"Play to Win" is an innovative

New Age management training pro-
gram that focuses on team building
and communication sldlls. Under
the "Commitment to Quality"” pro-
gram, launched in 1988, an oftfice's
client files are internally audited.

credit on their contribution to the
broker's errors and omissions insur-

ance premium, while those that fail
receive a debit. "Commitment to

division managers and creates a fo-
rum for suggestions that are
brought to the board of directors.

"What we're not doing is creating
a bureaucracy. We have very short
lines of communication. But there's
no point in having short lines 01
communication if you don't make it
work to your benefit," he said.

And, while JIB oKicials continue
to emphasize the broker's decentral-
ized style, in which decisions are
made close to the customer, "the se-
nior people in this company need to

the interests of stakeholders, which
are the employees and the share-
holders," Mr. Batchelor stmssed

However, since "any change in
management brings uncertainty,"”
some layoffs and management
changes have resulted, he admitted.

For example, between 25 and 30
people were laid ou when JIB
closed its Wichita, Kan., office, con-
solidating it with its Kansas City of-
fice. And the San Francisco head-
quarters was "consolidated," result-
ing in more job losses.

In addition, Don Weber, who
came aboard when JIB merged with
Kansas City-based Financial Guard-
ian Group Inc. in 1990, left earlier

ment consulting operation in Lafay-
ette, Calif.

stock, they were more receptive
than most non-owners might be to
the changes, according to Mr.
Batchelon

In January, JIB's Los Angeles of-
fice was shaken by the earthquake
that rocked Southern California. Al-
though its oKice suffered no struc-
tural damage and was "up and run-

ninaZz

™ relatively quickly afterward,
JIB decided to relocate from the
West side of Los Angeles to 42,000
square feet of office space down-
town. The relocation will be com-
pleted by the end of the month, Mr.
Barton said.

Sam Elliott, president of Jardine
Insurance Brokers in Los Angeles,
said the move was attractive be-
cause it will put the broker closer to
the employment market as well as
its suppliers.

While the ground under Ins An-
geles continued to shake from the
aftershocks, JIB sought to stabilize
the foundation of its Lloyd's of Inn-
don members agency's through a
joint venture with Swiss Bank Corp.
in May.

ject to approval by Lloyd's officials,
the ongoing business of Jardine
(Lloyd's Underwriting Agents) Ltd.

that will be called Jardine Lloyd's
Adyvisers Ltd.

The new joint venture company
will have initial paid-up share capi-
tal of 1 million pounds ($1.5 mil-

equal shares and 15% available for
company management participation
by way of subscription and options.

curred a loss of 1.15 million pounds
($1.7 million) in 1993, down slightly
from its 1992 loss of 1.8 million
pounds ($3.2 million).

Continued publicity and litigation
over members' losses has caused
many London brokers' sham prices

Continued on neo:t page
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ies-has a separate board of direc-
tors and chief executive.

Each unit needs to achieve 15%
growth in operating income or in-
dividuals do not receive bonuses.
This encourages not only new
business but keeps expenses down,
said Robert S. Schneider, senior
vp and controller.

Also in 1993, the number of em-
ployees rose to 4,234 from 4,000;
the number of operating units rose
to 34 from 22; and the number of
offices rose to 122 from 121. These
figures include ABI and Pettit-
Morry on a pro forma basis.

As part of the ABI deal, Acordia
acquired its third-party adminis-
tration unit, McDonough Caperton
Insurance Group Inc., which has
since become Acordia of West Vir-
ginia and Acordia National, both
in Charleston, W.Va.

Other new units that opened in
1993 are: Acordia of Colorado in
Colorado Springs; Acordia of Cen-
tral Pennsylvania in Mechanics-
burg; Acordia of North Carolina in
Greensboro; Acordia of Arizona in
Phoenix; Acordia of South Florida
in West Palm Beach; Acordia of
San Francisco; Acor(lia of Minne-
sota in Minneapolis; Acordia of
Central Florida in Clearwater;
Acordia of Cincinnati; and Acor-
dia of New Jersey in Morristown.

Only 0.2% of Acordia's 1993
revenues came from non-U.S. eli-
ents, by far the lowest among the
10 largest brokerages.

Under a reciprocal services
agreement, Acordia and Bain
Clarkson Ltd. of London refer
business to each other.

While the agreement is "not a
huge piece of our business, at the
present time, we're happy with it,"”
Mr. Lytle said. And if the agree-
ment is dissolved, "there are
plenty of other people that would
like to have a reciprocal agree-
ment like that,” he said, referring
to the recent merger between Bain
Clarkson and Hogg Group P.L.C.,
which gives Bain a large U.S. pres-
ence it did not previously have (see
story, page 35).

"The main thing we are not
wanting- to,dois to take the focus
off the way we've been successful
so far, which is focusing on U.S.
and mid-market,"” said Mr. Lytle.
"We've got a lot of the mid-market
we haven't conquered yet. So,
we're going to continue doing that
and, at the same time, continue to
develop expertise and relation-
ships on an international level."

Acordia expanded its mid-mar-
ket presence with two other acqui-
sitions in 1993 and two so far in
1994.

In February 1993, Acordia ac-
quired Associated Insurance Man-
agers Inc., an Indianapolis-based
property/casualty insurance bro-
ker that was folded into Acordia
Corporate Benefits.

In March 1993, Acordia acquired
Price & MacDonald Inc., another
property/casualty brokerage based
in Colorado Springs, Colo., that
was folded into Acordia of Colo-

rado.

In March of this year, Acordia
acquired Association Administra-
tors & Consultants Inc., a TPA and
insurance broker located in Or-
ange, Callif., that was folded into
Irvine, Calif.-based Acordia Bene-
fit Services of Southern Califor-
nia.

The Pettit-Morry acquisition in
April brought a number of new
specialty areas, including marine
insurance and insurance for ski re-
sorts. Eventually, Pettit-Morry
will become an Acordia company,
said Mr. Whitthun.

Acordia executives say they will
continue to acquire property/casu-
alty insurance brokers.

The percentage of Acordia's
business derived from property/
casualty insurance increased to
35% of revenues in 1993 from
14.9% in 1992. Similarly, life in-
surance business increased to 14%
from 7.8% in 1992, while health
insurance declined to 51% from
77.3% in 1992,

As of mid-1993, only three Acor-
dia subsidiaries had achieved an
even balance of all three areas. As
of this month, that total was up to
nine, Mr. Lytle said.

"We don't have a single com-
pany left that is only benefits or
property/casualty. Everybody is
doing some of all," he said. At a
minimum, all the companies have
benefit consulting and benefit
sales, in addition to property/casu-
alty and life insurance products.

"At maximum, an increasing
nurnber of companies have full
managed care service, full TPA

‘A lot of the
mid-market we
haven't conquered
yet. So, we're going
to continue doing
that,' says L. Ben
Lytle.

services, full property/casualty
brokering and fulllife sales.”

A multi-faceted broker is better
able to serve the mid-market,
Acordia executives contend.

Each Acordia unit targets a spe-
cific geographic, demographic or
industry market and each will
eventually achieve the even bal-
ance that the company desires.

AnNnd because the units are small

and responsive, in addition to be-
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ing market- and community-fo-
cused, they can better react to the

changing environment, executives
contend.

AnNn ideal client for Acordia is a
company smaller than the Fortune
1000 "that really wants a total so-
lution; someone who can service
all its needs and prefers doing
business with a local broker,” Mr.
Lytle said.

Of Acordia's $364.8 miillion in
gross revenues in 1993, 45.4% was
generated by commercial retail
brokerage, 8.6% from wholesale
brokerage, 16% from personal
lines and 27.7% from services. In-
vestment income and other sources
made up the rest.

Altogether, 85% of retail broker-
age revenues are generated by
commissions, while 15% is from
fees.

Acordia's first-quarter revenues
in 1994 increased 6.8% to $89.3

million from $83.6 miillion in 1993.
1993 revenues include a full oper-
ating year of ABL

Aftertax net income rose 25% to
$7 million in 1994 from $5.6 mil-
lion in 1993. First-quarter profits
for 1993 are not restated to include
ABI.

Acordia shares closed at $27.75
July 8, down slightly from their
12-month high of $28.75.

The 1993 cash compensation
paid to the five highest-paid Acor-
dia officers, including salaries and
bonuses, as reported in the proxy,
follows. Mr. Lytle's pay does not
include compensation from Asso-
ciated, for which he serves as an
officer.

L.BenLytle......c.cooeiiiininnnn. $420,000
Frank C. Witthun................. $348,250
Howard L. Kom...$338,420
Michael B. Henning............. $292,000
Robert S. Schneider......... _$271,271

-By Sally Roberts

"We had some pretty innovative ideas on how Shaw's could cut back workers' compensation costs. We needed a broker who

could help us implement those ideas. After investigating several providers, we found there was only one that met and exceeded

Shaw's standards. And that was Sedgwick."”

"Sedgwick not only assisted us in getting the programs off the ground, they had plenty of thoughts on how to take them

even further. It's now been over a year since Shaw's chose Sedgwick as our broker and the /*-1
grams havg been more successful than we dreamed." . ' .
; is i h

S hspty:we-haeo ot ever again: e choose Sedgwicly <

If you're looking for a risk partner that can live up to your standards, just call Sedgwick

today. We think you'll find that there is no comparison to our level of service.
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Use the Power of our People.

Employee Benefits
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Cont:nued from previous page a Joint venture between Inchcape Acordia Inc, which became effec- buyers back into the market and and Latin American regions, in
land Jackson had been managing Insurance Holdings (Hong Kong) tive last October and so far has into the arms of HRI which Bain Clarkson had 11ttle or
director of Clarkson Puckle when Ltd and the Viethamese state only produced minimal income HRI also has contracted with no presence

it was acquired in 1987 by Bain owned insurance company, Bao Neither Bain Hogg nor Acordia Emperion-a joint venture be- And, Hogg had recently opened
Dawes, for which Mr Arnold was Viet, each investing $125,000 in have decided what wlll become of tween EDS Inc and John Alden offices in France and Germany
managing director Six months af- offices m Ho Chi Min City and the agreement now that the Lon- Life Insurance Co -to provide "We are the No 1 broker in

ter that acquisition, Mr Howland Hanoi don broker has HRI's retail net- automation services for the bro- Asia, we are now the No | retailer
Jackson left to join Hogg as dep- In 1993, Bain also opened new work in the Umted States ker's medical claims administra- in the U K and have considerably
uty chairman and managing di- representative offices in Malaysia Mr Forrest is no stranger to the tion business strengthened our presence in con-
rector and China and signed correspon- U S market Prior to joining Bain HRI hopes that the subcontract- tmental Europe so we have got to

"I've known Anthony for many dent agreements with brokers in Clarkson earher this year as chief ing the systems administration the point where that strategy has
years He and | grew up together the Philippines and Indonesia Its executive officer (Bl, Jan 24), he will enable It to focus much more largely been completed," said Mr
in the same industry So it was Hong Kong subsidiary signed a had been chairman and CEO of on managing health care costs for Forrest

fairly natural to be thinking of Joint venture with French broker Alexander & Alexander Inc in clients and not Just providing During the course of the year
this | also knew through that con- CECAR, in which Bain Clarkson New York, the U S retail broker- claims administration, said Mr we will probably be revlsiting our
nection that they would be a good already holds a 25% minority age subsidiary of Alexander & Al- Griffith strategy and geographic expan-
firm to merge with It now gives stake, to handle French-owned exander Services Inc "We are excited We were ex- mon will be one of the items ad-
us the opportumty to operate on a business m the Southeast Asia re- But no one at Bain Hogg comes cited before the merger but with dressed It's fair to say that, along
much bigger scale and develop the additional opportunities Bain with Inchcape, we feel we lack in
our business,” said Mr Arnold Clarkson brings to the Hogg America as an area and Hogg has
The experience gained by the . oup, the o rtupitjes, are,out- an, interest there, It's an area that
swo executives in the creation of * '\\l@ @re the No. 1 broker In Asia, we are now the stant mé’," said Mr Griffith of we fhink has exciting econornic
Bain Clarkson, paired with Mr | No. 1 retailer in the U.K. and have considerably HRI possibilities and it is high up on
Forrest's previous experience as . . Hogg also brings offices in Aus- our agenda," he said
executive director of Reed Sten- strengthened our presence in continental Europe tralasia, Africa, the Caribbean

. . . -By Adnan Ladbury
house when it was acquired by Al- ' so we have got to the point where that strategy has

exander & Alexander Services
largely been completed,' says Ron Forrest.

Inc in 1985, they hope will help plans-so-called physician hospi-

the team carry out as swift and tal organizations-and take on
painless a merger as possible the associated risks previously
The "synergistic benefits" of the mon CECAR ranks among the to the U S market with rose col- borne by insurers or health main-
combined management team will world's largest brokers for the ored glasses, least of all Hogg's Acordia Inc. tenance organizations, Acordia is
try to quickly harness the difficul- first time this year (see story, page team already on the ground marketing and administering
ties that come with all takeovers 53) Hogg's disappointing results in 120 Monument Circle. Indianapolis. those plans And for groups that
and mergers between competing In Europe, the company bought 1993 were blamed largely on HRI, Ind 46204-4903, 317-488-6666, do not want those risks, Acordia
companies that sell the same a 65% stake in Boels & Begault, which had a difficult year as it re- fax 317-488-6535 can still help by turning to its par-
product and also raised its stake in leading structured its operations 1003~ 1oz~ ent, Associated Insurance Cos
But in this case the marriage Italian broker Revasa SpA to HRI took on more than 30 key Premiumvolume $298 billion $289 billion Inc Of Indianapolis, which runs
does appear to make sense 49% from 39% In Poland, a Joint producers in 1993 and continued Gross revenues $364,779,000 $332,769,000  |ndiana Blue Cross & Blue Shield
" . - . . . rokeragge Retail 45 4% 43 7% R
The culture so far as | under- venture was signed with Grupa to open new offices, which raised Wholésais s6% oo, ~ @nd other insurers
stand it is pretty similar | Polska Holdings International Sp expenses without generating Reinsurance 02% 01% In addition, as health care re-
think the fit will be very good, zoo, which gave Bain a 35% enough new business to offset the 7" o pro forms take place on a communi-
certainly on the U K retail side," stake and it also recently won it a costs Although HRI broke new Investment income 18% 21% ty-rather than federal-level,
Mr Howland Jackson said big reinsurance account from business records last year, it was Other 03% 1 4% Acordia can take a local product
For example, Bain Clarkson had leading Polish insurer PZU not enough to offset the effect of Employees 4,234 4,000 and build it into a network that
Rev /Employee $86,155 $83,192
been strong in aviation brokerage Hogg Group, by contrast, has rate reductions on renewal bum- oaces 122 121 spans an entire state or region,
while Hogg is a leading credit in- been far more reliant on revenues ness, lower contingency commis- . Includes Bl estimate of Ameoncan Business Mr Lytle added
surance broker from the Urnted States sions and lost business Insurance Inc and Pettit-Morry Co acquisitions "We're trying to differentiate
More important, the combina- According to Hogg's 1993 ac- Workers compensation insur-on a pro forma basis ourselves from everybody else in
tion creates a truly global force counts, U S clients, including ance was a bright spot in 1993 for the marketplace," he continued
Bain Clarkson was strongest in wholesale business placed in the HRI, but its third-party claims "We either have in place, or are in
the United Kingdom, which ac- London market, accounted for administration operation suffered the process of developing, plans

counted for about 70% of its 1993 nearly 42% of revenues last year, badly from the uncertainty sur- With its 1993 acquiisition of like this in a number of cities and
revenues In addition, Bain Clark- followed by the United Kingdom, rounding the Clinton health care American Business Insurance Inc, will continue to accelerate it in )
son has been a leading broker in with 37%, the Caribbean, 6%, the reforms fast-rising Acordia Inc took a the next 18 months "
the Far East, where it continues to Far East, 5%, and the remainder Gary Gnffith, chief executive of malor step toward ItS goal of hav- Acordia's managed care efforts
grow, and is also strong in conti- from other corners of the globe HRI, said restructuring Costs In- ing its business evenly divided are not limited to developing
nental Europe The Far East gen- Hogg brings the 38 U S retail vested m the last couple years will among life, property/casualty and plans for providers The broker-
erated nearly 20% of its revenues, branch offices of Hogg Robinson soon bear fruit In addition, the health insurance age also develops specialized
followed by Europe, with 7 % Inc economic upturn will improve the Buying the No 17-ranked bro- health care plans for groups of
In January, Bain Clarkson be- Bain Clarkson's only retail pres- property/casualty business while kerage immediately broadened employers, said Michael B Hen-
came the first fully licensed retail ence in the U S market has been the eventual amval of health care Acordia's scope beyond its mid- ning, executive vp That includes
broker in Vietnam this January by an associate agreement with reform legislation will persuade market strongholds in the Mid- developing provider contracts, i
west and South to Include the marketing and administration
West and Mid-Atlantic (Bl, Aug Workers compensation is an-
30,1993) And, with the purchase other growth area for the broker-
earlier this year of Seattle-based age Its experience with managed

Pettit Morry Co , Acordia has fur- care plans and understanding of

ther strengthened its property/ca- workers comp from its property/

I I l ' I I & M A I a M I sualty brokerage resources casualty operations enable Acor-
These deals also pushed Acordia dia to offer so-called 24-hour cov-

to No 8 on the Business Insurance erage plans in states that allow

rankings from No 13 Because them, Mr Lytle said
these two purchases were final- As the benefits market has be-

ized prior to this year's rankings, come dynamic, the property/casu-
Business Insurance has Included alty insurance market has, of
their revenues on a pro forma ba- course, remained sluggish

sis for 1993 and 1992 Still, Acordia posted a 96% in-

Despite the expansion of its crease in gross revenues last year,
property/casualty business, Acor- one of the larger increases among
dia will continue to be strongest the Top 20 brokerages

1 N . . . L -
* ; * * in health insurance, including Gross revenues increased to an
SUpply Boats 11 Crewboats TUQS & TOWS managed care services, which ac- estimated $364 8 million in 1993
H H H * HH counted for 51% of its gross reve- from a restated $332 8 million in
0 Shipyards 10 Ship Repairers * Utility boats oo e 190 1602 Both fgures inolude AB!
-+ avs
¥ Dredges * Barges * Jack-up Barges "A lot of people don't realize and Pettit-Morry revenues on a
- ) that a fair amount of our revenue pro forma basis f
Stevedores * Wharﬁngers * Property is from marketing and adminis- Acordia's pro forma net income
a tration of managed care plans," also rose, lumping 527% to $223

said L Ben Lytle, chairman, pres- million from $146 million in

C O N T I N E N TA I_ ident and chief executive officer 1992 These figures Include a
of the Indianapolis-based broker- $776,000 one-time charge in the

2 1 — age "Our health care revenue is first quarter of 1993 to recognize
going to transform itself to where ItS retiree health care liabilities

U N D E RWR I TE RS , LT D . it's virtually all managed care " under Financial Accounting Stan-

Uncertainty over health care re- dard 106

RO. Box 2070, Covington, LA 70434 form kept benefit revenue§ flat in . Executive Vp Frank C Witthu'n

; 1993, though Mr Lytle said Acor- said one reason for the company's

! Covmgton: (504) 898.5300 - -- dia is finding opportunities for success is Acordia's unique gov-

..- > New Orleans: (504) 581-7493 growth in the evolving health care erning strugture E.ach of its small
marketplace free-standing units-which serve

N r -Fax: (50™) 898.5324:.. - ' For example, as physicians and mid-sized clients in mid-sized cit-

hospitals develop their own health Continued on next page



e

Bain Hogg Group

1 Portsoken St., London EIl 8DF;
071-480-4000; fax: 071-480-4007

1993* 1992*
Premium Volume . NA NA
Gross Revenues..... $397,097,258 $462,756,525
Brokerage retail . 53.7% 52.8%
Wholesale . 13.2% 14.1%

Reinsurance. 7.5% 6.6%
Personal lines 5.1% a42%
Services. 14.1% 14.6%
Investment income 5.6% 7%
Other..__..... 0.8% 0.7%

Employees . 5,914 5,831
Rev./employee . $67,145 $79,361
Offices. 164 154

* Bl estimate of Bain Clarkson and Hogg
Group combined on a pro forma basis. Con-
verted at applicable exchange rate.

The decision by Inchcape
P.L.C., parent of Bain Clarkson

Ltd., to acquire broker Hogg
Group P.L.C. creates in Bain
Hogg Group a global broker that
can compete for big accounts, its
executives say.

It also is one of the largest U.K.
commercial retail brokers. And, in
the London market, it becomes
the leading marine insurance bro-
ker, estimates Simon Arnold, dep-

uty chairman of Bain Hogg Group
and former chairman of Bain

Clarkson.

Chief Executive Ron Forrest
also expects the U.S. market to
become a major focus of London-
based Bain Hogg, though for now
there are no plans to pump huge
amounts of money into the United
States.

Currently, Bain Hogg's business
in the United States ranks it as
the 13th largest broker of U.S.
business with $81.8 million in rev-

enues.

The new Bain Hogg has greater
strength in most lines of insurance
and the geographical spread to
compete with the largest broker-
ages for the biggest and most lu-
crative clients on a regular basis,
say its executives.

Both parties to the deal believe
that there no longer is room for
medium-sized brokers in the
global insurance marketplace. To
succeed in the major "beauty pa-
rades" before potential clients,
Bain Hogg executives contend, a
broker has to demonstrate both a
depth and breadth of service be-
yond the reach of most of the
world's current Top 20. Bain Hogg
Group will do just that, they hope.

Combining Bain and Hogg's
revenues on a pro forma basis,
Business Insurance estimates that
the rnerged brokerage generated
gross revenues of 264 .4 million
pounds in 1993, up 0.8% from
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262.2 million pounds in 1992.
Converted to dollars, revenues
fell 14.2% to $397.1 million, from
$462.8 million. Bain Hogg Group
ranks as the seventh-largest bro-
ker based on estimated 1993 reve-
nues; whereas Bain Clarkson had
ranked as No. 11 and Hogg Group
was No. 12 a year earlier.
Estimating the percentage of
business that makes up Bain
Hogg's revenues-based on break-
downs provided by the individual
companies-it is clear that the
merged broker's split of business
will be dominated by commercial
retail brokerage, which accounts
for an estimated 53.7%. Next
largest is services, such as claims
administration and consulting, at
14.1%; wholesale brokerage at
13.2%, reinsurance brokerage at
7.5%; and personal lines, 5.1%
The remainder is generated by in-
vestment income and other mis-

Mhen you're given fossilized answeis?

conceptual phase and work together to actualize
their vision. To give them well-conceived
products and services that provide stability
regardless of fluctuations in the market cycle.
So, plan for your future with American Re;
because these days if you're not moving forward,

you're history.

AMERICAN
RE-INSURANCE COMPANY

555 College Road East, Princeton, NJ 08543-5241 (609) 243-4200

Atlanta, Bennuda, Bogota, Bostor, Brussels. Cairo, Chicago, Columbus, Dallas, Hartford, Kansas City, London,
Los Angeles, Melbourne, Mexico City, Minneapolis. Montreal, New York, Philadelphia, Princeton, San Francisco, Santiago, Singapore, Sydney, Tokyo, Toronto, Vienna

cellaneous operations.

Bain Hogg's combined captive
management operation will boast
48 captives under management, of
which 35 are in Guernsey; 12 in
Luxembourg; and one in the Isle
of Man.

Inchcape's acquisition of Hogg
was announced in April, shortly
after Hogg posted lower profits
for 1993.

Hogg's pretax profits fell 55%
to 6 million pounds ($9 million)
from 13.4 million pounds ($23.7
million) in 1992. At the same time,
revenue growth was not spectacu-

lar across its various divisions.

Many observers thought Hogg had

allowed itself to become too fat.

When Bain Clarkson's parent,
London-based international ser-
vices conglomerate Inchcape
P.L.C., announced it would pay
176.6 million pounds, or 2.55
pence per share for Hogg on April
22, the market registered little
surprise except at the price being
paid.

Morgan Stanley, Bain Clark-
son's investment bank for the
deal, said the price represented a
premium of 81% over the middle
market price of 141 pence per
Hogg share at the close of busi-
ness on March 30.

But according to Inchcape, the
premium price will be more than
justified as the benefits of the two
company's combined strengths
coupled with Hogg's "recovery
potential” bear fruit.

"The two companies are an ex-
cellent fit and provide strong syn-
ergistic benefits across a wide
range of activities. Our sharehold-
ers will also gain from the recov-
ery potential in Hogg," said
Charles Mackay, chief executive
of Inchcape.

Mr. Arnold said that the key
reason for the takeover is his
long-held belief that in the global
insurance marketplace medium-
sized brokers are no longer com-
petitive.

"l reached that decision four
years ago. | was absolutely con-
vinced, having carried out the
merger of Bain Dawes and Clark-
son Puckle, that it simply wasn't
big enough. Then | could begin to
see the way the whole broking in-
dustry was going and in my view
being a medium-sized broker was
going to prove extremely difficult
to compete in this market into the
future. I'm thankful to say that
our shareholder, after a lot of in-
vestigation and consideration,
agreed to our strategy,"” he said.

Anthony Howland Jackson,
chairman of Bain Hogg and for-
mer chairman and CEO of Hogg
Group, agreed wholeheartedly.

"One thing is clear to me that it
would be very difficult for a bro-
ker the size of Hogg to compete
effectively. This is a very competi-
tive business which requires a
high level of investment in people,
technology and the like. When one
has the financial limitations that
Hogg has it's very difficult. |
wouldn't be surprised if this
merger were to trigger others else-
where," he said.

To help it compete effectively
for big multinational clients, Mr.
Forrest said that Bain Hogg's risk
management resources and people
will be grouped together into a
dedicated risk management divi-
sion.

This will operate alongside the
more traditional corporate bro-
kering divisions of U.S. retail,
non-U.S. retail, international
wholesale and reinsurance.

Messrs. Armold and Howland

Jackson have known each other
for many years, which helped
make the deal possible. Mr. How-

Continued on next page
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Continued from previous page
credible. Companies are going in
there in a big way," he said.

J&H has 14 offices in 10 coun-
tries in Asia. It is benefiting from
the numerous infrastructure build-
ing projects underway in the re-
gion, Mr. Beane said.

J&H also will likely set up a joint
venture with French broker Gras
Savoye S.A. in Vietham when laws
governing insurance brokering are
established there, he said.

"We could have set up a repre-
sentative office, but it would not
do us much good because we can
do more through our fully staffed
office in Bangkok," Mr. Beane said.

Gras Savoye, the French partner
in the UNISON network, has set
up representative offices in Viet-
nam.

J&H operates abroad through a
combination of subsidiaries, joint
ventures and corresponding bro-
kers in the UNISON network.

The international network has 36
members that refer business to
each other. The commission is nor-
mally split 70% to the servicing
broker and 30% to the referring
partner.

J&H and its German UNISON
partner, Jauch & Huebener KGaA,
have an option to buy a 10% to
12% stake in Gras Savoye.

"We continue to talk about
shareholdings and becoming closer,
but we have not exercised the op-
tion," Mr. Nielsen said.

However, J&H will become more
firmly associated with its Euro-
pean partners in the future, he
said. "We think that we will be-
conne closer, but as to what fornn
that will take, we will let the fu-
ture tell us.”

In London, J&H named John

Gussenhoven as chairman of .

Johnson & Higgins Ltd. Mr. Gus-
senhoven, who is partner and di-

rector of J&H, replaced Charles
Carter and Nuno Brito e Cunha.

Mr. Carter and Mr. Brito e

Cunha gave up their positions at
the brokerage to represent J&H in
its aborted partnership with
Salomon Brothers to set up Lon-
don Market Investors Ltd., a vehi-
cle for investing corporate capital
in Lloyd's of London. J&H pro-
vided syndicate analysis and other
services, but the venture failed to
attract the $300 million it sought
(Bl, Dec. 13, 1993).

Messrs. Carter and Brito e Cunha
have since returned to J&H Ltd.,
where they are involved in sales
and reinsurance, Mr. Olsen said.

The London operations also are
seeing growth from new business.
Prior to 1990, J&H placed business
in London through its then-UNI-
SON partner Willis Faber P.L.C.
However, Willis Faber left the
UNISON network after its merger
with U.S. broker Corroon & Black
Corp.

"The London office is doing well,
and the growth is not coming from
transfer business. It's coming from
business that is new to London,”
Mr. Nielsen said.

Once a strong advocate of com-
mission-based compensation, J&H
now bills most large clients based
on fees or negotiated commissions
rather than flat commissions.

"It is not an issue for us....We
care that we get compensated, but
not about which form it takes,”
said Mr. Nielsen.

J&H is continuing its long-term
drive to improve staff performance
with its quality initiative, which
began in 1992.

"l believe that it is the single
most important thing that J&H has
ever done," Mr. Nielsen said.

The quality initiative task force
has been expanded from 20 senior

staff members to 35 who will have

visited 52 J&H offices by the end of

1994, he said.

By then, 5,500 of the broker's
staff will have gone through the
program, Mr. Nielsen said.

The quality initiative has become
necessary due to increased client
demands over the past several
years, said Mr. Olsen.

"What was acceptable five years
ago is no longer acceptable,"” he
said.

The quality initiative is all-per-
vading in the brokerage, Mr. Olsen
said.

"It is not just posters in the re-
ception areas. There is a lot of ef-
fort being done in order to get it
right. There is real substance to ef-
feet change and change at every
level," he said.

One of the main purposes of the
project is to encourage staff to lis-
ten to clients more carefully and to
ascertain what they really want,
Mr. Nielsen said.

'Our weekly activity
(in China) is
incredible.
Companies are
going In there in a
big way,' says S.
Robert Beane,

senior vp and

director.

"We found that there was a gap
between what the clients expected
and what they said they wanted,”
he said.

The program is beginning to pay
off, Mr. Nielsen said.

"We are beginning to see a
change in the way we serve our cli-
ents and our clients are beginning
to notice it," he said.

Several of J&H's UNISON part-
ners also are establishing their own

staff improvement programs as a
result of seeing how the quality ini-
tiative is working, Mr. Nielsen
said. "For example, two Jauch &
Huebener partners came over here
to work and they have taken the
idea back with thern and they are
adapting it for their needs."”

The number of current directors
of J&H has fallen to 30 from 35.

In December, four directors re-
tired: J. Kenneth Seward; Sam W/.
Aiena; George D. Benjamin; and
Richard E. Meyer. Earlier this year,
Martin L. Rayner, another director,
died.

Since 1983, J&H has required di-
rectors to resign at age 62, or at age
60 if they have been directors for
15 years.

The Equal Employment Oppor-
tunity Commission last August
filed an age discrimination lawsuit
against J&H, alleging that the
mandatory retirement policy vio-

lates the federal Age Discrirnina-
tion Employment Act (BIl, Aug. 9,
1993).

The suit seeks damages and back
pay for nine former directors, in-
cluding former Chairman Robert
Hatcher, although none of the
named directors endorses the suit,
Mr. Olsen said. Mr. Hatcher has
publicly criticized the EEOC suit
(BI, Sept. 6, 1993).

In December, J&H named nine
new managing principals, increas-
ing the total to 19. Managing prin-
cipals hold shares in the company
and have options to purchase more
in the future.

The new managing principals are
Fernand Baruch, Craig A. Clem-
ents, D. Darby Duryea, George J.
Kadri, James B. Meathe, Fred L.
Packer, Thomas N. Pappas, Her-
bert R. Selander and Brooke N.

Williams.

-By Gavin Souter

How can you get customized solutiom

If it seems like your reinsurer is offering solutions

that date back to the dark ages, you may not be

getting coverage that prepares you for the future.
At American Re, we have a different way of

approaching risk. We start by assigning a
multidisciplined team of specialists to analyze

a client's business from the inside out. We'll call

on experts in treaty, facultative, actuarial, claims
or finite risk. Whatever the mix, they'll work
together to build and deliver a customized

reinsurance program that works for our clients,

not just for us.

Our goal is to serve our clients as a
consistent, strategic partner. To start at the



Johnson & Higgins

125 Broad St., New York, N.Y. 10004;
212-574-7000; fax: 212-574-7676

1993 1992*
Premium volume. N/A N/A
Gross revenues . $962,000,000  $921,000,000
Brokerage: Retail. 62% 63.7%
Wholesale 5.6% 4.3%
Reinsurance.. 4.5% a45%
Services. 24.6% 23.5%
Investment income 2.6% 2.9%
Employees. 8,642 8,684
Rev./Employee . $111,317 $106,057
Offices. 129 126

* Restated.

Privately held insurance broker-
age Johnson & Higgins for the first
time is going public with its annual

The decision to publicize its 1993
and 1992 revenues is linked with
the prospect that J&H will top $1
billion in gross revenues during its
150th anniversary next year, said
David A. Olsen, chairman and chief
executive officer.

And, with increased revenues in
the first half of 1994, J&H is on tar-
get to achieve that goal, he said.

Despite a continued soft market,
J&H has been able to increase reve-
nues without slashing its head
count and other expenses, said Mr.
Olsen, adding that growth has come
through new business.

It has also opened new offices in
the United States and in the Far
East.

Ownership of the brokerage has
expanded, too, as several more
managing principals have been
named in the past year.

And all employees at J&H are
continuing with the broker's qual-
ity initiative program to improve
client service, said Richard A.
Nielsen, president and chief operat-
ing officer.

In 1993, the first year for which
J&H has officially revealed its reve-
nues, the broker reported gross rev-
enues of $962 million, a 4.5% in-
crease - from $921 million in 1992.
Business Insurance had estimated
J&H's 1992 gross revenues at $970
million.

The announcement is being made
in anticipation of J&H's 150th an-
niversary in 1995.

"We expect to hit $1 billion by
year end and that is exciting news,
and if it is exciting, we want to tell
the world about it," Mr. Olsen said.

Previously, J&H did not disclose
its revenues, largely because as a
privately held company it was not
required to, he said.

The broker has no immediate
plans to expand its financial report-
ing, but eventually will release
quarterly revenues and other finan-
cial information, Mr. Olsen said.

So far this year, J&H has strongly
increased both revenues and prof-
its, Mr. Nielsen said. "We are ahead
of budget in all our important busi-
ness categories.”

T'he increase in profits has been
achieved through new business and
improved client retention rather
than cost reduction, Mr. Nielsen
said.

"We are not having major layoffs
or cost reductions. We are increas-
ing profits and sales and making
significant investments in technol-
ogy, people and in some cases ac-
quisitions.... The balance we are
trying to achieve is to increase prof-
its and to reinvest," he said.

The investment in technology in-
cludes 15 data bases, providing per-
tinent news wire and other infor-
mation to employees, Mr. Nielsen
said.

J&H's workforce shrank slightly
to 8,642 in 1993 from 8,684 in 1992.
The number of offices increased to

129 last year from 126 in 1992. The
broker opened new offices in Or-
lando, Fla., Omaha, Neb., and
Greenville, N.C.

J&H's growth has come despite a
continued soft market, Mr. Nielsen
said.

With the exception of large prop-
erty risks located in catastrophe
prone areas and some international
property business, there has been
no noticeable hardening in the in-
surance market during the past
year, he said.

And, while prices are continuing
to rise for catastrophe reinsurance,
those increases could be halted by

the new capital that has entered the
market, Mr. Nielsen said.

J&H itself last October joined
forces with investment bank Gold-
man Sachs & Co. to form Global
Capital Reinsurance Ltd. in Ber-
muda.

The catastrophe reinsurer had
year-end capital and surplus of
$440 million and expects premium
income of $100 million this year
(BI, April 18).

"Global Capital survived the
earthquake well, and it is profit-
able," Mr. Olsen said.

J&H's target clients continue to
be large and medium-sized compa-
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nies. The brokerage is continuing to
see strong growth in middle-market
business, said Mr. Nielsen.

"Almost every office has a sepa-
rate middle-market department,
and it continues to be one of the
fastest growing areas in J&H's P/C
and benefits business," he said.

Middle-market benefits business
also has continued to grow in dou-
ble digits for the past several years.

Despite uncertainty over health
care reform, J&H's benefits unit A.
Foster Higgins & Co. Inc. is seeing
increasing business as health care
providers position themselves for
reform, Mr. Nielsen said.
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Internationally, J&H is reporting
significant growth in Southeast
Asia, said S. Robert Beane, senior
vp and director.

Last year, J&H opened a repre-
sentative office in Beijing, headed
by Alice Chan, who had been with
the broker's Hong Kong operation.
Although J&H has approval for a
representative office there since
1986, it only last year staffed it.

The brokerage now has 75 clients
in China. All are U.S. or European
companies with operations in
China, Mr. Beane said.

"Our weekly activity there is in-

Continued on next page
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the construction team cost Willis
more than 175 clients, more than 50
key employees, tens of millions of
dollars of current and future reve-
nues, and the disruption of its opera-
lions (BIl, June 27).

This is not the 5rst non-compete
lawsuit Willis Corroon has filed. The
company sued John Lamberson, a
former Willis Corroon pmsident and
chief operating omeer for $10 mil-
lion in 1992 when he left to form a
competing construction specialty
brokerage in San Francisco. Six
other Willis employees left the com-
pany to join Lamberson, Koster &
Co. Mr. Lamberson countersued (Bl,
Nov. 16, 1993) and a settlement was
reached last August.

But there are other problems in
the U.S. retail brokerage operations

besides the defections that are affect-

ing Willis Conoon results, the execu-
tives said.

Mr. Miller partially blames a con-
tinuing soft casualty market in
which many coverages are renewing
as is at depressed piices. "The soft
insurance market has been our main
problem."

Willis Corroon’'s West Coast re-
gios-comprising 16 offices mainly
in California-also has not per-
formed well, partially because of the
slowed economy in the mgion affect-
ing clients, said Mr. Miller.

Mr. Elliott said other internal
problems must be addressed.

"We have not been retaining the
business (that) we had budgeted or
fomcast,” he said. There is an "enor-
mous amount" of new business every
year, but the company has not re-
tained a similar amount at mnewals
in the United States, he said.

He said he realizes that American
clients change brokers frequently
and the business is competitive. But,
"we haven't concentrated on retain-
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ing it," he said. "Themfore, if we
don't acquire as much new business
as we lose, the revenues obviously
will go down. Regrettably that has
been allowed to happen.”

Willis Corroon executives also
partly blame stock analysts' attitudes
for the slump in its stock price.

To say Mr. Elliott was personally
upset when all this happened is an
understatement. "Wouldn't you be,
having worked our way up to get the
shares up to 240/250 pence and sud-
denly overnight this happens? Be-
cause, really, | think the analysts
took it out on us" because they
didn't Tmow what was going on until
the first-quarter announcement, he
said. "What | wish now is that we
said maybe in November/December
that we could see a fairly major
problem on the construction side.
But do you advertise that sort of
thing if you know it's there?"

To stop the drain on its operations,

Willis Corroon implemented a plan
June 1 in the United States to
strengthen its balance sheet, profits
and dividend, which in turn should
lead to a recovery in the price of its
shares. Senior officials in the United
States are being urged to increase
business through incentives designed
to maintain existing business as well
as bring in new business, he said.

Mr. Elliott also has been visited of-
fices in the Western and Eastern
United States. And Mr. Payne has
met with all senior officials of the
brokerage's U.S. operations in Nash-
ville to explain the actions that need
to be taken.

"If we are aware of the problems
in our firm, it's very easy to do
things" Mr. Elliott said. "A lot of
people just didn't realize quite the
size of business being lost."

Both Messrs. Elliott and Miner

said early last month that heads
would not roll as a result of the
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weak first-quarter resulits.

Nevertheless, Willis Corroon late
last month announced a major exec-
utive shake-up that left some key
people on the sidelines and others
out in the cold.

Sources close to Willis Corroon
agree that Mr. Miller and Frank F.
White, former chairman and chief
executive officer Willis Corroon
Americas, are taking the fall for the
U.S. retail brokerage mess.

Mr. Miller will retire at the end of
the year as chief executive of the
company and become vice chairman.
He also has been replaced as chair-
man of Willis Corroon Corp., the
US. holding company, by Kenneth
H. Pinkston, who previously was
president and CEO of the U.S. prop-
erty/casualty progranis division.

Mr. White has been mmoved from
the broker's board and his positions
at Willis Corron Americas have
been assumed by Mr. Payne. Despite
relinquishing those posts, Mr. White
remains with the company.

Willis Corroon's board of directors
also decided to set up a new execu-
tive management committee to run
the day-to-€lay operations of the
company. The executive committee
reports to Mr. Elliott, who remains
in charge of Willis Convon as execu-
tive chairman.

The new management committee
is chaired by J. Max P. Taylor, who
was also named chief operating offi-
cer of the group. Mr. Taylor will re-

tain his position as chairman of the
reinsurance division Willis Faber &

Dumas Ltd. in London.

Also on the committee are: Messrs.
Payne and Pinkston; George F.
Nixon, chairman and CEO of Willis
Corroon Europe; Brian D. Johnson,
newly appointed chief operating offi-
cer of Willis Corroon Americas, who
remains vice chairman of the unit;
and Richard A. Dalzell, group fi-
nance director of Willis Corroon.

Mr. Elliott, though, is expected to
retire soon and Mr. Payne had been
expected to take his place. Now,
however, it appears that Mr. Payne
has been sidelined, signaled by being
put in charge of U.S. Mail opera-
lions rather than worldwide retail
operations.

Mr. Taylor is now expected by

some observers to be in line to even-

tually succeed Mr. Elliott as execu-
tive chairman. Other sources close to
Willis Corroon, though, say it is far
from certain who will succeed Mr.
Elliott.

"1 won't be around too much
longer,"” Mr. Elliott admitted early
last month. With good 1993 results,
he had hoped that 1994 would look
good, too, and he could plan his re-
tirement in 1995.

When the merger of Willis Faber
and Corroon & Black took place
four years ago, he had the option to
retire in 1998. "Now I'm quite sure
the boad will insist that | go before
that-well | hope they do,” he
quipped. "At the moment it's slightly
fluid what I'll do.,.but I'm deter-
mined to get it right before | do go.
It's been good to me, this old firm."

In hindsight, Mr. Elliott said he
doesn't regret the merger of the two
Brms, though it now looks more like
a takeover of Corroon & Black by
Willis Faber. "I'm still sure in the
long-haul it was the right thing to
do. | think if we hadn't done it we'd
have turned into a branch office of
maybe a big American broker."

But Mr. Elliott admits it's taken a
long time to understand the culture
of Corroon & Black, which itself was
built up by more than 100 acquisi-
tions and mergers. In the beginning,
executives at Willis in London tried
to let the U.S. operations act autono-
mously, but this wasn't good for the
group's operations, analysts say.

"We went on with that for too
long," said Mr. Elliott.

-By Stacy Shapiro
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revenues-excluding discontinued
underwriting operations-were up
13.4% to 703.4 million pounds from
a restated 619.7 million pounds in
1992

Converted to a stronger dollar,
though, revenues fell 3.4% slightly to
$1.06 billion from $1.09 billion.
Based on 1993 revenues, Willis Cor-
roon remains No. 5 in the Business
Insurance ranking of the world's
largest bmkerages.

North American brokerage reve-
nues were particularly strong, rising
19.8% to 382 million pounds ($573.8
million) from 318.8 million pounds
($562.7 million) in 1992.

And, the brokerage's pretax profits
jumped a whopping 79% to 76.2 mil-
lion pounds ($114.5 million) from
42.5 million pounds ($75 million) in
1992.

Based on these strong results, the
company believed at year-end that it

had finally turned the comer in
amalgamating the operations of Cor-
roon & Black Corp. in the United
States with Willis Faber, following
the 1990 merger of the two firms.

Donald H. Payne, chief executive
of the company's worldwide retail
unit Willis Cormon, had been in US.
headquarters in Nashville all last
year to smooth over problems. New
teams were hired and expanded to
establish new specialty subsidiaries
like Corn)on Aerospace, Willis Cor-
roon Marine & Energy/Americas Inc.
and Willis Corroon Financial Ser-
vices Corp., all of which are based in
New York.

And a push was made among re-
tail brokerage personnel in the com-
panis 45 U.S. offices to use the
company's wholesale services rather

than placing the business with other
wholesale brokers.

Willis Corroon also established a

three-year plan in more than a

JAMES CARRAGAN,

dozen of its US. retail offices to go
after global accounts.

Indeed, Willis Corroon Executive
Chairman Roger Elliott and Chief
Executive Richard Miller stated in
the company's 1993 annual report:
"We are beginning to show the re-
turns on the investments made both
in the creation of the group in 1990
and in the subsequent additions nec-
essary to realize the full potential of
the new gmup."

The feeling was buoyant when
year-end results were announced
March 17, and stock analysts evi-
dently were infected by that opti-
mism and predicted first-quarter
pretax prvfits of about 55 million
pounds ($82.5 million) and year-end
1994 profits of between 90 million
and 100 million pounds ($1.4 million
and $1.5 million).

Then everything hit the fan.

In mid-April, Willis Corroon's di-
Imtors discovered at a board meet-

LION TAMER
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ing that first-quarter results weip
sharply lower and the decline was
entirely due to poor results from its

US. retail brokerage operations.
Messrs. Elliott and Miller admit

that neither malized the ectent of
their US. problems until then.

But it was too late to warn stock
analysts without infringing on Lon-
don Stock Exchange rules on insider
trading. The stock market did not
learn of the problems until May 19,
when the brokerage announced that
first-quarter pretax profits had
dropped 10.4% to 42.2 million
pounds ($63.5 million) from 47.1 mil-

lion pounds ($79.7 niulion) a year
earlier.

First-quarter operating revenues
for continuing and discontinued op-
erations fell 5.2% to 202.6 million
pounds ($304.9 million) from 213.7
million pounds ($361.8 million).

In addition, first-quarter operating
revenues in North America fell 8.3%

to 96.6 million pounds ($145.4 rnil-
lion) from 88.6 million pounds ($150
million) a year earlier.

Operating expenses for continuing
operations also grew 5.5% to 161.8
million pounds ($243.5 million) in
the first quarter. About half of that
inciease arose "from the further de-
velopment of minsurance, aervspace
and construction broking operations
in North America and from the es-
tablishment of new offices in conti-
nental Europe, Latin America and
the Pacific Rim," the executives said
when they announced the first-quar-
ter results.

"These results are disappointing,
stated Messrs. Elliott and Miiller.
"We showed in the annual report for
1993 that most areas of the group
are achieving the benefits of synergy
and of working together, which we
expected to realize. This progmss has
continued in 1994. However, we are
having some problems in our US.
(retail) broking operations."

The stock market's dismay was
swiftly felt. Willis Corroon's stock
price dropped 22% the day after the
first-quarter results were announced
to 183 pence ($2.75) per share from
235 pence ($3.53) per share earlier in
the week (Bl, May 23). The broker-
age's stock price was 142 pence
($2.20) on July 8, down 42% from its
high this year of 245 pence ($3.68).

In a report to investors titled,
"Col*x)n & Red," stock analyst
Chris Hitchings of UBS Ltd. said:
"Corroon has performed badly since
Willis bought it.,..If Corroon cannot
be stabilized, Willis has a big prob-
len. It may take a few quarters of
better figures before that fear fades."

Mr. Elliott blamed several factors
for the decline of Willis Corroon's
stock price. He admitted that not un-
til the first-quarter results were an-
nounced did Willis Corroon reveal
the full financial impact resulting
from the loss of 60 people in one of
its two construction operations. The
team-including three top exeeu-
tives-left to join rival Rollins Hudig
Hall Group Inc. last autumn, follow-
ing Richard F. Ferrucci, chairman of
the construction division of Willis
Corroon Group in New Hyde Park,
NY., who had joined Rim as a se-
nior vp (BI, Sept. 6, 1993).

In its lawsuit, Willis Corroon con-
tends the construction team's defee-
tion will cost the brokerage tens of
millions of dollars in current and fu-
ture revenue, as well as more than
175 clients.

Mark Reagan, president of the
sunety division of American Interna-
tional Group Inc., was hired late last
year to leplace Mr. Fenued and he's
since hired an additional 50 people
to replace the team. The erpenses as-
sociated with these }*rings
booked in the first quarter.

"We'11 probably lose a year to 18
months in (construction) revenues-
maybe more-plus a lot of manage-
ment time" from the loss of the con-

were

struction team, said Mr. Miller.

Last month, Willis Corroon filed
suit in the New York State Supreme
Court in Manhattan, accusing Mr.
Ferrucci, Leonard S. Bullock, former
president and chief executive officer
of the construction division; Neal
Mcl)uffie, vice chairman of Willis
Corroon CID US.A. Corp.; and An-
thony J. Romano, president and
chief executive officer of Willis Cor-
roon Construction Services Corp. in
New York, of violating their con-
tracts with Willis Corroon and with
conspiring to steal clients, employees,
trade secrets and other proprietaly
information.

Willis Corroon is seeking $25 mil-
lion in compensatory and punitive
damages against RHH, charging that
the brokerage unit of Aon Corp.
"aided and abetted" the four execu-
tives.

The lawsuit claims that the loss of

Continued on nert page
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growth was reported by: Media/Pro-
fessional Insurance, which provides
libel insurance for media companies;
Bankers Insurance Service Corp., an
underwriting manager for the mort-
gage banking industry; Scarborough
& Co., an underwriting manager for
community banks, mortgage and
savings institutions; and (30Pro Inc.,
an underwriting manager for prop-
erty and liability programs for gov-
ernment entities, public omcials and

law enforcement agencies.
= Godwins International Inc

Worldwide revenue for the benefit
consulting unit more than doubled to
$168.5 million from $70.6 million in
1992. The increase primarily reflects
the 1992 acquisition of Godwins In-
temational Holdings Inc., which was
Hall's employee benefit consulting
unit, and the 1993 purchase of Win-
ston-Salem, N.C.-based Booke & Co.

Godwins International Inc., the
holding company chaired by Daniel
T. Cox, ranks as the 10th-largest
benefit consulting firm based on an
estimated $139 million in gross bene-
fit consulting revenues for 1993 (B,
Dec. 20, 1993).

The unit's biggest challenge in
1993 was pulling together the three
companies, Mr. Cox said.

Godwins in the United States was
very diSerent from the UK firm,
explained Donald C. Ingram, chair-
man of Godwins Booke & Dicken-
son, the U.S. employee benefit opera-
tion, refening to different cultures as
well as services. Godwins Ltd. in the
United Kingdom also was twice the
size of Godwins in the United States.

And Miller, Mason & Dickenson
Inc., Aon's former benefit consulting
unit, was a decentalized organiza-
tion whereas Booke & Co. was more
centralized, he said. Besides being 10-
cated in diHerent cities, each firm,
like the Godwins operations, also
specializes in different benefit areas,
Mr. Ingram said.

WWhile not all 25 U.S. offices of
Godwins, Booke & Dickenson have
the selvices that the company is ca-
pable of otfering, each region does
and "they support one another.”

In Landon, Godwins is focusing on
financial planning for individuals.

Quality assurance was also a focus
of the UK operation in 1993, said
Chairman J. Hunter Devine.

In May, Godwins Ltd. was certi-
fied as meeting the British Standard
Institute's BS-5750-a system of
practices that targets client satisfac-
tion as the ultimate measure of qual-
ity-for all of its services in all 28
U.K offices, he said.

« Nicholson IEslie Group.

Lloyd's of London brokers Nichol-
son Chamberlain Colls Ltd. and 6-
slie & Godwin Ltd. began placing
wholesale and reinsurance business
in January under the merged name
Nicholson Leslie Group.

The merged Lloyd's broker,
headed by Chairman Alan H.C.
Colls, has been in the works since
the Hall acquisition. Hall acquired
1.&G in 1978 and Aon has been a
major shareholder in NCC since its
creation in 1988. Last year, Aon ac-
quired the remaining 53% stake in
NCC, which cleared the way for a
merger (Bl, Jan. 31).

But while the companies wem
brought together under Aon in 1993,
they were not merged immediately
because "they were very diEerent
companies," explained Mr. Colls, for-
mer chairman of NCC. Antony Pin-
sent, former chairman of L&G, is the
new companfs deputy chairman.

L&G was a multiline broker, Mr.
Colls said, noting that in 1993 the
brokers worked together to identify
the L.&G operations that could be
integrated, those that showed growth
potential and those that should be
sold. At the same time, they avoided
competing against each other.

"The main areas of overlap were

aviation and marine," he said Since
NCC was a major producer of avia-
tion insurance, |.&G aviation busi-
ness was integrated with NCC and
NCC's marine operation was moved
into 1,&G's larger marine unit.
L&G's large U.K retail operation
also was transferred to RHH Co.,
Mr. Colls said.

After that, the focus turned to seg-
ments of L&G's business that were
potential growth areas for the com-
bined broker, he said, referring to in-
temational treaty, energy, interna-
tional non-marine and stop-loss cov-
erage for Lloyd's members.

Businesses that "had no future po-
tential” were placed into runoff, he
said, adding that a number of ac-
counts were placed with Aon Risk's
Integrated Runoff Insurance Services
Corp., Tmown as IRISC.

During 1993, NCC and L&G

worked as "sister companies,” he
said. Revenues for its wholesale and
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reinsurance business increased
43.3% to $87.4 million from $61 mil-
lion in 1992, fueled by NCC's acqui-
sition of L&(3's assets following the
Hall transaction, Mr. Colls said.

Nicholson Leslie's 14 units special-
ize in wholesale and non-U.S. rein-
surance business in aviation, manne,
energy, property/casualty and kid-
nap/ransom wholesale, among other

During 1993, Aoris stock price
ranged from $46.25 to $58.50 per
share. On July 8, it closed at $33.38.

The cash compensation, including
salary and bonus, of the top five offi-
cers of Aon Corp. in 1993, as re-
ported to the Securities and Ex-
change Commission, follows:

Patrick G. Ryan ...................
Michael A Conway...
Daniel T. Cox

Harvey N Medvin ....
Raymond I. Sidlling ....

-By Sally Roberts
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Willis Corroon

Group P.LC.

10 Trinity Square, London EC3P 3AX
071-488-8111; fax: 071-488-8223

1993 1992~
Premium volume... $10 billion $10 billion
Gross revenues...... $1.06 billion $1.09 billion
Brokerage: Retail.. 44% 42%
Wholesale .............. 10% 8%
Reinsurance........... 18% 17%
Personal lines. 5% 6%
Services. 1096 9%
Other..........c....py,e 6% 10%
Investment Income 7% 8%
Employees. 11,183 11,335
Rev./Employee. $94,518 $96,515
Offices. 309 310

apa>
« Restated. Converted at applicable exchange

rates.
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Willis Corroon Group P.L.C'.'s
1993 results are like the tale of the
Emperor's Clothes.

Although the London-based bro-
kerage posted strong 1993 results,
they hid some serious problems in
the U.S. retail brokerage division
that emerged in the first quarter
and which the group is now ad-
dressing via new hirings and a man-
agement shakeup, among other ini-
tiatives.

Pretax profits fell 10% in the first
quarter and the company disclosed
signiEcant expenses incurred by
U.S. operations, particularly in con-
nection with replacing a construe-
tion brokerage team that had de-
fected to Aon Corp. (BI, May 23).
The broker's stock plunged 22% on
the news, primarily because analysts
reconsidered their rosy profit out-
look for the company.

In 1993, Willis Corroon's gross

Continued on nesct page
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acquisitions of Hall and Hudig,
though I»lall's results were not in-
cluded

Excluding the $68.4 million special
charge taken in the fourth quarter of
1992 relating to the costs of cc,nsoli-
dating the three companies, Aon's
brokerage operations would have
posted pretax income of $66,7 mil-
lion in 1992. Using that figure, 1993
pretax profits increased 92.1%.

However, 1992 figures were not re-
stated to include Hall.

Aon does not break out net income

for individual operating units.

Among 11 acquisitions RHH made
in 1993 and so fa»r this year, RHH
Co. purchased Mexico City-based
commercial insurance broker Ramos
Rosado y Asociados Agente de Seg-
uros S.A. de C.V. in October.

Aside from the retail brokerage
operation, RHH Group has four

other units:

- Aon Risk Services Inc.

This unit, under Chairman
Michael D. O'Halleran, includes rein-
surance brokerage, wholesale bro-
kerage, captive management, under-

writing management and third-party
claims administration services.

Revenues increased 120% in 1993
to $193.6 million from $87.9 million
in 1992. Aside from acquisitions-in-
cluding the $18 million in reinsur-
ance commissions that Reliance
Group Holding Inc. guaranteed ARS
annually with the sale of Hall-reve-
nues grew 62%, Mr. O'Halleran said.

"1993 was an excellent year for
ARS," he said.

In 1993, all the reinsurance opera-
tions were joined under one holding
company-Aon Re Worldwide. Aon
Reinsurance Agency Inc., which was
the fourth-largest U.S.-based rein-
surance broker based on 1992 reve-
nues of $45 million (BIl, Nov. 1,
1993), changed its name to Aon Re
Inc. and now is part of Aon Re
Worldwide.

Also brought under the Aon Re
Worldwide umbrella within the past
year were Aon Re Bermuda and the
reinsurance business of Nicholson
Leslie Group, a London-based unit
of RHH, said Mr. O'Halleran. Rein-
surance revenues from Nicholson Le-
slie, though, are not included in
ARS's results.

As a result of the consolidation,
Aon Re Worldwide ranks as the sec-
ond-largest U.S.-based reinsurance
intermediary based on 1993 reve-
nues, he estimated.

While commenting that Aon Re
has "fairly well penetrated" the mar-
ket outside the United States, Mr.
O'Halleran said he is looking to ex-
pand in Australia and possibly more
into continental Europe.

ARS's sports and entertainment
division also consolidated its busi-
ness under one holding company-
SLE Worldwid-in 1993. SLE com-

prises K&K Insurance Group Inc,
which underwrites on behalf of

Transamerica Insurance Group, and
Aon Entertainment Ltd. Insurance
Services, which underwrites on be-
half of CNA Insurance Cos.

And, SLE entered the London
market in 1993, underwriting on be-
half of CNA International, and ex-
pects to increase its operations in
Europe this year, Mr. O'Halleran
said. For non-U.K. business, SLE is
looking for another undez-writer with
which to do business, he added.

Wexford Underwriting Managers
Inc., a San Francisco-based manag-
ing underwriter that wrote excess
workers compensation insurance on
behalf of TIG, switched to CNA In-
surance Cos. in 1993, Mr. O'Halleran
said. But, the parting was "amica-
ble" and "has nothing to do with the
results of the business,” he added.

Later this year, Wexford will open
a new U.K operation to write em-
ployers liability business.

While business is expanding in

most areas for ARS, it is in the pro-
cess of selling its employee benefit
TPA unit. Chicago-based Brookfield
will be sold to Columbus, Ohio-
based R.E. Harrington Inc.

Brookfield "was strategically not
large enough to compete in the na-
tional health care arena. Therefore,
we exited that business,” Mr.
O'Halleran said.

ARS's captive inanagement ser-
vices also grew in 1993 with the ad-
dition of Aon Re Luxembourg in
March. The unit will develop and
manage captives and provide insur-

ance and reinsurance services

throughout Europe, he said. And, the

captive management companies in
Bennuda and Dublin, Ireland, that
had been part of the retail brokerage
unit moved to ARS.

= Aon Specialty Group Inc.

Aon Specialty-which develops
highly specialized insurance prod-
ucts and administrative service pro-
grams for clients like professional
groups and government entities-in-
creased its revenues 23.3% to $102.5
million last year from $83.1 million
in 1992,

Much of Chairman Michael D.
Rice's time in 1993 was spent form-
ing The Aon Alliance, which pro-
vides full risk management and bro-
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kerage services available from nu-
merous RHH units to the health care
industry through RHH's retail bro-
kerage offices. Corioette S. Doyle,
who left Willis Corroon in July 1993
for RHH, is CEO of the unit

"Aon did not have a visible posi-
tion in the health care industry, al-
though we had a significant partici-
pation in premiums produced out of
that industry,” Mr. Rice said And
because Aon did not have a "signifi-
cant vested interest to protect,” it
could afford to provide solutions to
new problems facing providers of
health care services, he said.

As part of this strategy, ASG in

February acquired OUM & Associ-
ates, an underwriting manager and
program administrator in Bellevue,
Wash., that specializes in medical
malpractice coverage, Mr. Rice said.
Also part of this strategy, ASG is
forming Aon Managed Care, an un-
derwriting management facility that
provides, among other- things, capita-
tion coverage for health maintenance
organizations He said it should be
up and running before the end of the
third quarter. It still must be decided
whether it will be open to all brokers
or only RHH brokers, he added.
Mr. Rice also said that strong
Continued on next page
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UNITED STATES

ALABAMA

McGiriff, Seibels & Williams, Inc.
Thames Batrd Mattei Beville & Ison
ARIZONA

The Mahoney Group
CALIFORNIA

Barney & Barney
Bolton/RGV Insurance Brokers

Woodruff-Sawyer & Co.
COLORADO

Van Gilder Insurance Corporation
CONNECTICUT

Arthur A Watson & Co., Inc.
FLORIDA

J. Roffe Davis Insurance Agency, Inc.
Seitlin & Company

GEORGIA

Hamilton Dorsey Alston Company
Palmer & Cay/Carswell, Inc.
HAWAI

American Mutual Underwriters, Ltd.
ILLINOIS

Mack and Parker, Inc.

INDIANA

Insurance & Risk Management
IOWA

Cottingham & Butler, Inc.
La Mair-Mulock-Condon Co.

KANSAS

Insurance Management Associates, Inc.
KENTUCKY

Powell-Walton-Milward, Inc.

LOUISIANA

Gillis, Ellis & Baker, Inc.

MAINE

Morse, Payson & Noyes Insurance
MARYLAND

Early, Cassidy & Schilling, Inc.

Local

When it comes to risk m nagement, insurance and
related financial services, no one does it better than a

strong local company. Assurex International partner

asencies are each strong, respected leaders in their regions.

Our combined annual prmiums exceed $3 billion,
| and our international associates and worldwide network

enable our partners to provide global service.

MISSOURI

The Daniel and Henry Co.
Gilbert-Magill Company
NEBRASKA

The Harry A. Koch Co.

NEW JERSEY

NIA, Ltd.

NEW YORK

Frenkel & Co., Inc.
Hatch-Leonard/Markin-Shaw, Inc.
NORTH CAROLINA

Cameron M. Harris & Co.

OHIO

The McElroy-Minister Company
The James B. Oswald Company
Picton Cavanaugh, Inc.

Schiff, Kreidler-Shell, Inc.
OKLAHOMA

North American Insurance Agency, Inc
OREGON

Jewett, Batton, Leavy & Kern, Inc.

Riggs, Counselman, Michaels & Downes, Inc.

MASSACHUSETTS

Fred C. Church, Inc.
MICHIGAN

General Underwriters. Inc.

MINNESOTA

Brandow Howard Kohler & Rosenbloom Inc

MISSISSIPPI

Fox-Everett, Inc.

services, worldwide-that's Assurex International.

PENNSYLVANIA

Clair Odell Group
Engle-Hambright & Davies. inc.
The HDH Group, Inc.
RHODEISLAND
Starkweather & Shepley, Inc.
SOUTH CAROLINA
Boyle-Vaughan Associates. Inc.
TENNESSEE

Treadwell & Harry Insurance Agency, Inc.
TEXAS

Roach Howard Smith & Hunter
John L. Wortham & Son, L.L.P.
UTAH

Fred A. Moreton & Company
VERMONT

Kinney, Pike. Bell & Conner, Inc.
VIPIGINIA

leJarnette & Paul, Inc.
Henderson & Phillips, Inc.
WASHINGTON

Parker, Smith & Peek, Inc.
WISCONSIN

Laub Group Inc.

INTERNATIONAL

Assurex International - Community Corporate Center
445 Hutchinson Ave. - Columbus, OH 43235

CANADA

BRITISH COLUMBIA

Parsons Brown & Company ltcl
MANITOBA

Ryan Gateway Insurance Brokers Inc.
NEW BRUNSWICK

Wilson Insurance Ltd.
NEWFOUNDLAND

Anthony Insurance Inc.

NOVA SCOTIA

Fraser & Hoyt Insurance Ltd.
ONTARIO

Stevenson & Hunt Insurance Brokers Ltd.

Tower-Chisholm Ferguson Limited

INTERNATIONAL

AUSTRALIA
J.M.D. Ross Insurance Brokers Pty. Ltd.
BELGIUM
S.A. Menage & Jowa N.V
BRAZIL
Adams & Porter Ltda.
CHINA
New World Indosuez
Insurance Services (China) Limited
ENGLAND
Robert Fleming Insurance Brokers Limited
HONG KONG
New World Indosuez
Insurance Services Limited

%%Xle Hamilton Limited

New World indosuez

Insurance Services Limited
MALAYSIA
NWI Risk Management Consultants Sdn Bhd
MEXICO
Lorant Martinez Salas y Cia
NETHERLANDS
Kamerbeek Assurantiemakelaars B.V.
NEW ZEALAND
International Insurance Brokers Ltd.
SINGAPORE
New World Indosuez

Insurance Brokers Pte Limited
THAILAND
PAP New World Indosuez (Thailand) Limited
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executives say not requred," Mr Ryan said hon from $306 5 milhon in 1993 uals from other brokerages, he said
But they am also anticipabng the RHH, which made its debut last Pmtax prohts rose 10% to $627 mil- Attracting people from other bro-
day, perhaps this year, that RHH year as the merger of Aon's Rollins hon from $57 milhon over the same kerages can brmg problems, though
wall be the second-largest broker m Burdick Hunter Group Inc and two penod RHH was named in a suit filed last
Romns Hudig Hall the United States, if not the world acquisitions-Dutch broker Hudlg- RHH's revenue gain in the flrst month over its alleged role in the de-
Executives at the Chicago-based Langeveldt B.V of the Netherlands quarter was enough to surpass Alex- fectton of a team of construction spe-
brokerage all proudly descnbe a cor- and Frank B Hall & Co. Inc-re- ander & Alexander Sennces Inc as ciallsts to RHH from Wilhs Corroon
123 N Wacker Drive, porate culture that not only distin- mamed the fourth-largest broker the second-largest U.S broker for Group PLC (BI, June 27) RHH de-
Chicago, 111 606086, Pshes RHH fmm its competitors with 1993 gross revenues m excess of the quarter. A&A's revenues in that nies the charges contained m the

312-701-4000, fax 312-701-4580 but also allows it to grow, prosper $1 21 bilhon penod declmed 0.6% to $323 milhon suit

and better serve its clients But, RHH's 10 3% Increase m rev- Sedgwtck's first-quarter revenues
Premium volume 1,3,9: Eii "The culture is built on entrepm- enues from $1 1 bilhon m 1992-the grew 15 6% to 249 4 nullion pounds pmneurial cultures" m the msurance
Gross revenues $1.215.000 $1,102,000 neunal spirit," said RHH Group largest rate of growth among the ($375.3 milhon), keeping it ahead of brokerage industry, contends Donald

Group Inc.

“"We am the last bastion of entm-

SV'::ZZ?: Retail fj: 4% Chairman Patnck G Ryan, who also Top 20 m dollar terms-left it just RHH R Bell, vice chairman of RHH Co,
Relnsurance 8% 6% IS also chairman, premdent and chief $12 milhon shy of becoming the While Mr Ryan has not been shy the retail brokerage unit, who says
Services 19% 16% executive ofhcer of RHH's parent third-largest broker m the world, a about his ambition for RHH to even- other brokers tend to be more bu-
'On:'f::mem fneeme :‘: 4% company, Aon Corp spot held by Sedgwick Group PLC, tually become the second-biggest reaucratic

Employees 10,650 9 800 That culture, which pervades Aon, which had the largest growth in its broker m the world, he maintains Within RHH, there is high energy,
gi‘l’c’imp'wee $1 13412085 $112 4;19 allows for "the freedom to express home currency among the Top 20. that the greatest challenge and ultl- creativity, mnovatton and pnde,

one's professionalism,” which ultl- But if the first quarter is any mdi- mate highhght of 1993 was "the cre- "without having to fit a cookie-cut-

mately benefits the chent, he said catton, RHH may well end up t)us abon of a culture that is part of Aon ter mandatory way of doing bust-
"We are large enough to have crib- year as the second-largest US- which became part of RHH." ness," he said

cal mass to be a malor global player based broker and No 3 worldwide The quick integration of the corpo- RHH also points to the coopera-

Culture, not size, is dnving growth However, we want to be a high val- RHH reported a 149% increase m rate culture is a reason that RHH tton among all its operattng unlts

at Rollins Hudig Hall Group Inc, ItS ue-added pmvider of services Size is first-quarter revenues to $3523 mil- has attracted many talented mdivid- when serving a chent, which execu-
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Valene Burrell, Morency, Weible & Sapa; Tom Kay, Amwast

11 hen | got the call from Richaid Rosenow, | knew we Amwest team worked late that night And Tom and his staff made
|A/ had to act right away. We'd just won his company's everything easy for us.
Y ¥ insurance business when he told us they needed an

1800,000 contract bond the next day.

"The next morning, Rosenow Roofing had their surety bond,
at a preferred rate and without any collateral. Needless to say, we
"Our new client, Hans Rosenow Roofing Company, needed the had a very grateful client and a very relieved agency.

surety bond for a 680,000 square foot roofing project for the "We've worked with other surety companies. But we knew

Chicago Transit Authority. But with a deadline less than 24 hours Amwest was the one that could get this job done. Tom and his staff
away and no paperwork in hand, we needed special service. gave us incredible seivice. And for us, that made all the difEerence."

We needed Amwest. - Valene Bune#t

"So the first thingwedid was call Tom Kay, manager of Amwest's Morency, Wable & Sapa E one of tbousands of agencies Amwast has belped witb
customized solutionstotbeirsurety bondmgnee For contractandotber surely bonds,
call your lood Amwest branch *e Amwest LAM Best "A" Rated and Treasury-

the details on our new account and puttinghisteamtowork. The hst* so ourchentsarebackedbyastrong,soundsur* company

Chicago office. In less than an hour, Tom was in our offices getting

At Amwest, we don't just underwrite bonds. We create opportunities. It's all part of wbat we call tbe Amwast Answer.

A Amwest

Amwest Surety Insurance Company

6320 Canoga Avenue, P 0 Box 4500
Woodland Hills, CA 91365-4500

Call 1-800-788-8800

for the Amwest branch office near you.

Ambhate, National Association of Surety Bond Producers
Member, Surety Associahon of America

tives say improved in 1993 after the
consohdabon was completed

"There is no turf, " Mr Ryan said.
"All resources are brought together,
which gives us a signicant competi-
tive advantage."

The consohdabon included 1mlong
all employees throughout the world
by electrommc mail, which allows
them to turn to the companfs own
resources and capabihties, said Rich-
ard A Riley, premdent of RHH Co

"It's very rare that a large em-
ployer is tallang to Just one unit of
RHH," added Dvk P.M Verbeek,
chairman of Rotterdam, Nether-
lands-based RHH Holdings B.V., the
Intemational retail iimt of RHH
Group He admits it is a challenge
for RHH to bnng employees together
to meet, discuss their business and
start doing bustness together

Customers need access to our
people That can only take place on
a honzontal basis, and that's now
talang place," Mr Verbeek said.

Among new opportunities for
RHH Holdmgs is bnnging expetse
m employee benefits to chents m Eu-
rope and the Far East as govern-
ments seek to cut their social secu-
rity obllgations, he said.

Whlle RHH promotes its corporate
culture among its employees, execu-
tives are quick to pomt out that eli-
ems are attracted to RHH by the ex-
perbse of its mdividuals

"RHH was built amund very fine
experts with erpertise around the
world that stays focused on the cli-
ents," said Arthur F Quern, chair-
man of RHH Co

To take the pulse of clients' con-
cerns, RHH surveyed 300 rtsk man-
agers attending the Risk & Insurance
Management Society Inc.'s annual
confemnce m April Based on their
msponses, it determined that risk
managers are concerned by the re-
dundancy in services delivered by
their brokers and their msurers

As a result, RHH has begun "look-
ing to identify areas where our activ-
ittes can be better ahgned" with in-
surers serving an industry segment
or hne of business to reduce any re-
dundancies, Mr Quem said, adding
that Insurers am also very mterested
in correcting thls problem.

"We have to succeed by earning
clients. That does not happen just
because we're big," he said.

Nonetheless, RHH is big and is
continuing to expand At the end of
1993, RHH owned 312 brokerage of-
fices worldwide, compared with 248
offices m 1992 RHH also has a ma-
lority stake or afhhation with an ad-
ditional 17 offices m the Pacific Rim,
Ireland Greece and Switzerland.

The brokerage increased its work-
force in 1993 by 8 7% to 10,650 peo-
ple fmrn 9,800 m 1992

Pretax profits totaled $128 1 mil-
hon for the year, a mgmflcant differ-
ence from 1992's $1 7 milhon pretax
loss, which was attnbutable to the

Continued on nert page



Continued from previous page
enues in 1993.

The group also established
Sedgwick Global to focus on ac-
quiring new multinational ac-
counts through a network of 24
offices worldwide, in cities where
most of the world's top 1,000 com-
panies are based.

In the future, growth will con-
tinue worldwide through existing
operations.

It's likely, for example, that
Sedgwick North America will
branch out into Latin America
one day, though the region "is rid-
dled with reinsurance debt,”
noted Mr. Riley.

Several Latin American econo-
mies are growing rapidly, though
the nations still have ups and
downs, said Mr. Healey. Mexico,
for example, has had political
changes that might affect its
growth.

Growth might also come from
Canada following the signing of
the North American Free Trade
Agreement last year, Mr. Healey
added.

However, no one should under-
estimate the future opportunities
in the United States, Mr. Healey
emphasized. Although Europe
and the Asia/Pacific regions are
growing faster than the United
States, these regions' insurance
markets are not as large and not
broker-driven markets,'he noted.

"The U.S. probably will be the
stable marketplace in this part of
the world and will have the great-
est opportunities,” said Mr. Hea-
ley. "The United States is still an
absolutely huge insurance market
that distributes its products pri-
marily through the brokerage/
agency system."

The American insurance market
accounts for $240 billion in pre-
mium plus another $60 billion to
$70 billion in the alternative risk
financing market, he said. "For
the past five years, the market's
been growing at 5% to 8% per
year. So while the U.S. is a rela-
tively mature market, it is still
huge and sells its products in a
traditional way where the broker
is very active."

North American operations ac-
counted for 49% of overall reve-
nues in 1993.

Altogether, Sedgwick's acquisi-
tions last year helped boost the
group's gross revenues 18% to
809.7 million pounds from a re-
stated 684.9 million pounds in
1992. Acquisitions, including the

last three months fromm Noble
Lowndes, accounted for 35.8 mil-
lion pounds ($53.8 million) in rev-
enues last year.

The group's pre-tax profits
grew 24% to 70.5 million pounds
($105.9 million) from 56.7 million
pounds ($100.1 million) in 1992.

Pre-tax profits for Noble
Lowndes-which Sedgwick did
Nnot include in 1993-totaled 9
million pounds ($13.5 million) for
the 11 months ending Sept. 30,
1993.

INn addition to the Medisure of-
fering, Sedgwick raised 41.5 mil-
lion pounds ($62.3 million)
through an issue of convertible
bonds in June 1993, which was
used to reduce debt.

Sedgwick's 1992 results are re-
stated to reflect the 15 accounting
changes announced by the British
Accounting Standards Board in
the past 16 months, said Stuart
Tarrant, Sedgwick's finance di-

rector.

Insurance and reinsurance bro-

kerage accounted for 84% or
678.6 million pounds ($1.02 bil-
lion) of the company's total reve-
nues last year. Of this, about
two-thirds-475 million pounds
($713.4 million)-is derived from

commercial retail business. U.S.
business accounted for 55%-or
260 million pounds ($390.5 mil-
lion) of the commercial retail to-
tal.

Employee benefits consulting
Nnow accounts for.15%-or 121
million pounds ($181.7 million) of
1993 revenues; while Sedgwick
Lloyd's Underwriting Agents Ltd.
adds 4.8 million pounds ($7.2 mil-
lion) to revenues and posted a pre-
tax loss of 1.4 million pounds
($2.1 million).

Insurance underwriting com-
missions account for 5.3 million

pounds ($8 million) in revenues,

time to look into the American Slip? Askyourbroker or agent to call an

but results were decidedly mixed.

Americas Insurance Co. and
Mendip Insurance & Reinsurance
Co. together reported pretax prof-
its of 4.7 million pounds ($7.1 mil-
lion). However, River Thames In-
surance Co. produced another loss
of 6.9 million pounds ($10.4 mil-
lion), on top of its 1992 loss of 6
million pounds ($10.6 million).
Sedgwick owns 49% of River
Tharnes.

First-quarter revenue grew 15%
to 249.4 million pounds ($375.3
miillion) from 215.8 million
pounds in 1993 ($365.3 million).
Investment income dipped nearly
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12% to 9.6 million pounds ($14.4
million) from 10.9 million pounds
($12.7 million). Brokerage reve-
Nnues increased 18% to 239.8 mil-
lion pounds ($360.9 million) from
204.9 million pounds ($361.6 mil-
lion), though all but 1% was due
to the acquisitions.

First-quarter pretax profits rose
4.8% to 43.6 million pounds ($65.6
million) from 41.6 million pounds
($73.4 million).

Sedgwick had warned stock an-
alysts that the first quarter would
be flat, although the group should
have a stronger second half this
year, said Mr. Riley.

ASA.

In the meantime, there have
been several changes on the Sedg-
wick board.

Representatives of major share-
holder Transamerica Corp. have
left following the sale on the open
market of the company's 21%
stake in April. Transamerica sold
its remaining 114 million shares
for $320 million (BI, April 18).

Also gone are Franz Lutolf,
Adrian Platt, and Jim Payne, for-
mer vice chairman of Sedgwick
and chairman of Sedgwick Payne.
Jonathan Gilbert is now chairman
of Sedgwick Payne.

-By Stacy Shapiro -

v¥orry?<IThe Excess
t Ever llet You Down Befok?

A gentle reminder to veterans of 1984: excess liability capacity, and even the solvency of
carriers, cantbe taken for granted. Unless you have your coverage with American Excess Insurance
-Association, the American Slip.

- Look at the names of ourmember companies (individual surplus ranges from $50 million
to over $3.5 billion). This 1dnd of financial strength and underwriting talent assures a long-term
stability and predictability that no other facility can provide.

In fact, American Excess was specifically established to provide a responsible, long-term
solution io the excess capacity crisis.

We write a single policy of $75 million in excess of a minimum of $25 million (some excep-
tions apply). You enjoy one application, oneunderwriter, one policy and one claim managen We are
admitted and fully licensed in all states except ND and WY. We also
offer coverage in Canada and other countries.

Hard times could be closer than you think. Don't you think it%

American Excess

American Excess underwriter at (203) 528-2155 or fax (203) 282-9393. Insurance Association

Each member is severally and not jointly liable for its share, as specified in the policy, of any assumed nsk.
Terms and conditions of covenge are as swed in the policy.

Undenniting member companies as of 12/93: The Aetna Casualty and Surety Company, Continental Casualty Company; Continental Insurance Company;
Employers Reinsuranc23ration; Federal insurance Company; General Accident Insurance Company of America;
General Star Nationallnsurance Company; The Home Insurance Company; Insurance Company of North America; NAC Reinsurance Corporation;
The Travelers Indemnity Company; Zurich Insurance Company, U.S. Branch.



26 / Business Insurance, July 18, 1994

SpoHight report

Continued from page 24
150 U.S. positions were cut and
offices in Knoxville, Tenn., and
Troy, Mich., were closed.

Bringing Noble Lowndes into
the Sedgwick fold took a "fair
amount of re-engineering," said
Mr. Healey. "That was done very
rapidly and we continue to build a
strategy where we work closely
together with all of our business-
es-both benefit and property/ca-
sualty."”

Of course, health care reform
legislation could ultimately push
this growth off track.

"If | knew what the law was go-
ing to be | could tell you exactly"
how Sedgwiek would be affected,
said Mr. Healey. "But the conver-
sation changes every Monday
morning after a new idea is put
forward.”

"Depending on what kind of bill
came out, it could affect us, espe-

[|reonmdeantagoZ.
INTEGRITY

cially on how workers compensa-
tion ties in with any health care
bill," Mr. Healey added.

Meanwhile, during due dili-
gence before the acquisition,
Sedgwiek discovered that the
British Investment Management
Regulatory Organization was in-
vestigating possible breaches of
its rules by a small number of
consultants in the personal finan-
cial services division of Noble
Lowndes.

As part of the acquisition agree-
ment, TSB agreed to pay any fines
the British regulators imposed
and any compensation costs. Sub-
sequently, Noble Lowndes was
fined and agreed to compensate
investors, but TSB paid the costs.

On another regulatory front, the
British Securities and Invest-
ments Board is investigating em-

ployers and outside advisers that
recommended in the 1980s that

'There's no doubt that we view the Asia/Pacific

region as a huge area of growth. Now that America
has given its blessing to China, we believe that
there will be huge American investment in that part
of the world,' says Sax Riley.

workers transfer funds from com-

pany pension plans to private
pension arrangements, which are
accounts similar to individual re-
tirement accounts offered by in-

Those private arrangements
were later discovered to yield
lower returns than company pen-
sions and employers and outside
advisers have been paying out bil-
lions of pounds in claims for com-
pensation.

The investigation "suggests

that, throughout the (pensions) in-
dustry, some business may not
have been carried out in full com-
pliance with regulatory require-
ments for several years," Mr. Ri-
ley stated in the annual report.
"We will be monitoring develop-
ments closely."

Acquiring Noble Lowndes was
not the only move Sedgwick made
last year to strengthen its consult-
ing business.

Sedgwick in May 1993 estab-
lished CLM Advisers P.L.C. to

Selerts.als:

double-shuffle.

What your wholesale resource ought to
deliver is a realistic view of the market,
creativity in solving your problems, sta-
bility you can count on and exceptional

market access.

Over the past 80 years Swett & Crawford
Group the nation's largest wholesale
broker network has built relationships
with markets for nearly every class of
business. We've also developed innova-
tive in-house facilities so that specialized
risks, whether large or small, get the best
in underwriting and broking. But most
important, we tell you the way we see
the market, whether that's good news or
bad. If we can't place a risk, we'll say so
up front, and even refer you to another
intermediary if that's what it takes to get

the job donmne for you.

We take pride in keeping our commit-
ments, not over-promising. Our brokers
and underwriters, many of whom have
been with us for more than a decade,
work as hard for you as they do for us.
And while nobody's perfect, our goal is
to provide the clearest and most realistic

view of your marketplace options.

Integrity. Realism. Professionalism. They're
not empty words to us. They're the watch-

words of our business and of our future.

If they have meaning for you, too, then
we should be talking.

Swett &Crawford Group

Swett &Crawford
Swelt Insurance Managers

3699 Wilshire Boulevard

Los Angeles, CA 90010
(243) 251-1200

e Cra

promote corporate Lloyd's mem-
bership. CLM Advisers in Novem-
ber helped establish CLM Insur-
ance Fund P.L.C., which raised 86
million pounds ($129.2 million) in
Lloyd's capital on the London
Stock Exchange.

Early last year, Sedgwick's spe-
cialist insurance broker and rein-
surance unit Sedgwick Payne also
established Sedgwick Payne In-
surance Strategy Ltd.-known as
INSTRAT-to examine alterna-
tive reinsurance techniques.

These consulting services are in
addition to Sedgwick's existing
risk management consulting oper-
ations, including captive manage-
ment services throughout the
world.

Efforts to strengthen consulting
operations helped push fee income
to 27% of the company's 1993 rev-
enues. By the end of the year, fees
should account for 35% of the
group's revenues.

Executives still hope that one
day 50% of the group's revenues
will be generated by fees.

"But there are forces which
push you down certain routes de-
pending on certain circumstances
at the time," cautioned Mr. Riley.

Sedgwick also completed its
global brokerage network last
yvear.

Last August, Sedgwick an-
nounced that it was buying Nor-
wegian broker Arvid Bergvall for
18 million pounds ($27 million),
which was financed by the rights
issue. The acquisition, which
boosts Sedgwick's strong marine
brokerage division, was com-
pleted in January.

And, to strengthen its German
operations, Sedgwick bought bro-
ker Munchener Versicherungs-
makler GmbH for 5.1 million
pounds ($3.1 million). Two de-
ferred payrnents could add an-
other 1.8 million pounds ($1.1
million) to that price, depending
on 1993 pre-tax profits and future

In October, Sedgwick also be-
came the first broker to open a
registered office in the former So-
viet state of Kazakhstan, compli-
menting the group's powerful en-
ergy division. And in February
this year, Sedgwick became li-
censed to operate in Brunei
through its new j oint venture
Shariffuddin Sedgwick (B) Sdn.
Bhd.

Sedgwick Europe, under Chair-
man Richard Titley, now has of-
fices that stretch from Oslo, Nor-
way, in the north to Lisbon, Por-
tugal, in the south, and from Gal-
way, Ireland, in the west to Al-
maty, Kazakhstan, in the east.
Europe accounted for 44% of the
parent company's total 1993 reve-

Sedgwick also continued its ex-
pansion in Asia/Pacific last year
by opening up representative of-
fices in Shanghai and Shenzen, in

addition to an office in Beijing,
which has been in existence since

1981.

It's likely that Sedgwick ini-
tially will be selling "mundane
types of insurance" like personal
accident, medical and life cover-
ages, in addition to providing risk
management programs for major
Western projects in China, said
Mr. Riley.

"There's no doubt that we view
the Asia/Pacific region as a huge
area of growth. Now that America
has given its blessing to China, we
believe that there will be huge
American investment in that part
of the world," he said.

The Asia/Pacific region and the
rest of the world outside North
America and Europe only ac-
counted for 7 % of Sedgwick's rev-

Continued on next page
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WE'RE ROLLING OUT THE BLUE CARPET FOR BROKERS.

And we couldn't be happier. As New York's largest health care insurer, Empire Blue Cross and Blue Shield
can't wait to offer our new and innovative products through the brokers and agents of this state. We're ready with a highly motivated
and experienced team of account executives and service reps, all of whom are prepared to do what it takes to make this a long
and prosperous partnership. We're looking forward to the opportunity. And we're confident our future new partners are too.

EMPIRE BLUECROSS BLUESHIELD

N/
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Sedgwick Group P.LC.

Sedgwick House; The Sedgwick Centre
London EI 8DX; 071-377-3456;
fax: 071-377-3919

1993 1992~
$10.8 billion $11.26 billion

Premium volume...

Gross revenues . $1 .22 billion $ 1.21 billion
Brokerage: retail... 59% 58%
Wholesale...... 1% 12%
Reinsurance.... 8% 9%
Personal .......... NA NA
Services 16% 11%
Investment income 6% 8%
Other.... ....... 0% 2%

Employees.. 15,509 12,798
Offices........ .340 230

Converted at applicable exchange rates.
* 1992 figures are restated.

1994 looks to be a year of con-
solidation at Sedgwick Group
P.L.C.-but if a good deal comes

along, the No. 3 brokerage might
be interested.

Last year, Sedgwick achieved
its goal of strengthening its con-

sulting operations with the pur-
chase of Noble Lowndes & Part-

ners Ltd.

Sedgwick Noble Lowndes
Group is now tied for the No. 4
spot among the world's largest
benefit consulting firms.

Sedgwick also bought brokers
in Germany and Norway last year
and added two additional offices
in China, complementing the
group's global network. A new
unit, Sedgwick Global, now coor-
dinates global programs in 24 of-
fices around the world.

"We said last year that we were
endeavoring to get into the con-
sultancy business in a big way,
and we've now completed our No-
ble Lowndes acquisition and bed-
ding it into our organization,”

said Sedgwick Chief Executive
Sax Riley.

"This is now a year of consoli-
dation for us," he said. "That is
not to say that we're not an inter-
ested spectator with what is going
on with a few other broking
houses around town and overseas.
If any opportunities for us arose,
we'd obviously look at them quite
seriously."”

If Sedgwick hears of a company
for sale "of extreme value at the
right price," another purchase
could be in the cards, added Quiill
0. Healey, chairman of Sedgwick
North America, which includes
New York-based Sedgwick James
Inc.

Sedgwick posted strong gains in
gross revenues last year, rising
18.2% to 809.7 miillion pounds
from a restated 684.9 miillion a
year earlier.

That was the largest increase in

*»£,gge.ts

revenues in a broker's home cur-
rency among the top 20.

Converted to dollars, revenues
climbed only 0.6% to $1.22 bil-
lion, up from $1.21 billion. De-
spite the small increase in dollars,
Sedgwick retained its No. 3 rank-
ing among the world's largest bro-
kers.

Last year was a very busy one
for the London-based brokerage.

Its intentions were clear: to beef
up consulting operations so that,
within a few years, half the bro-
kerage's income would come from
fees, rather than commissions.

To do so, Sedgwick strength-
ened its position in the private
health care plan business in the
United Kingdom last March with
the purchase of Medisure Market-
ing & Management Ltd. for 13.4
million pounds ($20.1 million).

Medisure complements two

other health care units: Minerva

Since 1900, Skandia America Re has been doing business in the U.S. In fact, with 93 years of
experience, we are the country's oldest continuing domestic reinsurer. Our core values are
straightforward-to provide our customers with underwriting excellence and superior customer
service, supported by state-of-the-art technology. And with total assets of more than $1.4
billion, it's no wonder so many insurance professionals count on Skandia America Re
for financial protection in the twentieth century and in the decades to come.

A#Mimi

Skandia

Branch Offices

Skandia America

Reinsurance Corporation
Rated "A Excellent” by A.M. Best Company

One Liberty Plaza, New York, NY 10006
Tel: (212) 978-4700 Fax: (212) 385-2169

New York

Tel: (212) 978-4925
Fax: (212) 385-8660

Chicago

Tel: (312) 236-7833
Fax: (312) 236-3826
(800) 621-9260

Atlanta
Tel: (404) 393-4300

Fax: (404) 393-9639
(800) 242-7044

Norwalk
Tel: (203) 854-9966
Fax: (203) 853-4005

San Francisco
Tel: (415) 398-1700
Fnx: (415) 398-1544

Skandia/Facnian
Tel: (203) 854-9966
Fax: (203) 853-4005

Health Management and GKN
Occupational Health, which were
acquired in 1991 and 1992, re-
spectively.

These health care companies-
which offer plan design and ad-
ministration, as well as brokering
and consulting services-"have
enabled us to take a major step to-
wards our objective of becoming a
leader in the provision of health
care and related human resource
risk management expertise,” Mr.
Riley stated in Sedgwick's 1993
annual report.

The Medisure deal was financed
with the issue of 11.3 million new
shares.

Late last year, Sedgwick bought
Noble Lowndes from U.K. bank
TSB Group P.L.C. for 106.6 mil-
lion pounds ($160.1 million) (B,
Aug. 23, 1993).

That deal was financed through
a one-for-five rights issue, mean-
ing current shareholders were
given the chance to buy one share
for each five they own, which
raised 146.5 million pounds ($220
million).

Sedgwick Noble Lowndes now
is one of the five largest benefit
consultants in the world with
1993 revenues totaling approxi-
mately $296 million. It employs
4,284 people in 98 offices world-
wide.

However, Sedgwick executives

Although Se*vick
is consolidating its
CX acquisition of liable
Lovmdes, Sax Riley
says thatil any
opportunities to buy
abroker,ose,
9'Ed obviousl' look
atth-quite

realized "from day one" that there
would be problems with the Noble
Lowndes merger. "We have done
a lot to that business in the first
six months," said Mr. Riley. "We
are, slowly but surely as with any
acquisition which is never easy,
grinding (Noble Lowndes) into the
Sedgwick global system. We wiill
continue down that road until we
are satisfied that it generates the
profits we anticipate.”

Top management has been
changed at the benefit consulting
division. Sedgwick Noble
Lowndes is now headed by Lon-
don-based Chairman Rob White-
Cooper, who is also chairman of
Sedgwick Consulting Group and
is on the parent's board. Former
Noble Lowndes Chairman Carl
Daniels left before the Sedgwick
acquisition.

Sedgwick Noble Lowndes group
managing directors are Peter
Brew for the Americas and Asia/
Pacific regions, and David
Strauss for Europe, which still ac-
counts for the bulk of the benefits
group's business.

Ken Martin, former president
and CEO of Canadian retail bro-
ker Sedgwick Ltd., is now chief
executive officer of Sedgwick No-
ble Lowndes North America.

Reflecting that change, the ex-
ecutive committee for brokerage
subsidiary Sedgwick James Inc.
now consists of Mr. Healey, chair-
man and chief executive officer;
President Don Morford; Mr. Mar-
tin, as head of Sedgwick Noble
Lowndes North America; and
James B. Wiettelak, chief finan-
cial officer and senior vp.

Sedgwick also knew when it
purchased Noble Lowndes that
there were problems in its U.S.
operations that would have to be
resolved. After the acquisition,

Continued on page 26
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three tiers: global accounts; regional
or national accounts; and smaller
commercial accounts (Bl, Jan. 20,
1992).

In 1992, A&A continued its stat-
egy of segmenting its business pri-
marily by geography, Mr. Burk said.
For example, A&A focused on serv-
ing global accounts from large of-
fices in cities like New York and
Chicago; servicing corporate spe-
cialty or middle-market offices from
midsize cities; and servicing small
business from six regional service
centers (B, July 5, 1993).

Several offices in large cities con-
centrated on managing the larger
more sophisticated accounts, Mr.
Burk explained. The remaining of-
fices were primarily responsible for

developing business in the middle-
market.

"It became obvious at the end of
1992 and beginning of 1993 that
A&A was losing market share in the
middle-market, especially in the
larger cities," Mr. Burk said. "In ad-
dition, A&A found it difficult to link
risk management resources in larger
offices to large accounts that still ex-
isted in smaller cities."

At that point, A&A developed a
strategy to "mdaim our market
share in the middle-market." A sepa-
rate management team was formed
to focus strictly on the middle-mar-
ket in all of the cities A&A does

business.

In addition, staff handling risk
management accounts in smaller of-
Sees were provided easy access to
the risk management expertise in
larger A,&A offices.

In addition to zisk management
and middle-market accounts, A&A
is segmenting its business into six
other areas: insurance services, con-
struction, health care, Japanese prac-
tice, associations/programs, utilities
and oil/gas/marine.

While the restructuring is not com-
plete, the most difficult part is over,
Mr. Burk said, noting that strategy
msulted in the reassignment of
86,000 client service records and new
assignments and reporting relation-
ships for mons than 3,000 employees.

"In the past few months, we've
been successful in cutting out the
layers of management that have now
brought our senior management
grup and resident vice president
group closer to the customer,” Mr.
Burk said. The unit also reduced its
costs by centralizing finance and ad-
ministration, which has also freed up
more time for management to in-
crease the focus on clients and po-
tential clients, he added.

"We lost very, very few accounts”
because of the transition, said Mr.
Burk, adding that accounts that did
not want to be reassigned remained
with their original teams. Despite
some disruption in the organization,
"We think we've laid the ground
work for the futuier he said.

"The US. re-engineering business
processes is fundamentally changing
the way we deliver services to the
clients,"” Mr. Burk continued. "We're
becoming more efficient, more disci-
plined. We're reducing errors and al-
lowing our people more time to deal
with solutions for the client.”

The primaiy focus in the short
term for the U.S. retail unit is to cira-

matically improve operating results,
Mr. Burk said. "Now that we've so-
lidified the organization with the
capital infusion, with leadership in
the top, we're starting to see leal mo-
mentum build in the organization"
The unit is now focusing on those
businesses where A&A is or can be
the market leader, Mr. Burk said.
"We've identified several industry
segments within the middle-market
and in the risk management area
where we know we can be a market

leader in providing quality service to
our clients. Where we'ze not the mar-

ket leader or where we don't believe

we can rapidly become the market
leader, we will redirect our resources
into those areas when we have the
greatest opportunities." He would
not identify the specific areas.

However, one area A&A will not
be targeting is smaller accounts gen-
erating $5,000 income or less. "Right
now, we don't believe we can be an
efficient provider of services in that
marketplace," Mr. Burk said. That
could change "as we implement our
technology and we become more ef-
ficient.”

A&A neports its business in two
main segments:

* Insurance services, which in-
cludes retail, wholesale and reinsur-
ance brokerage and risk manage-
ment services. This segment reported
a 0.04% decline in operating reve-
nues to $1.128 billion from $1.129
billion in 1992. Operating income
was up 7.9% to $92.9 million from

$86.1 million in 1992.

< Human resource management
consulting, which reflects The Alex-
ander Consulting Group. Revenues
fell 11.4% to $213.0 million from
$240.5 million in 1992.

In 1993, retail brokerage ac-
counted for 52.5% of gross revenues,
up slightly from 52.1 in 1992.

Wholesale brokerage-including rev-
enues from Alexander Howden In-

termediaries--accounted for 7.0% of
revenues, up from 6.3% in 1992. Re-
insurance brokerage-including rev-
enuesfrom Alexander Howden Rein-
surance Brokers-accounted for
10.1% of mvenues, up fnom 9.6% in
1992. Personal lines accounted for
3.3%, down from 3.4% in 1992.
Non-brokerage services, which in-
clude claims administration as well
as consulting, accounted for 22.9%

of revenues, down from 23.2% in
1992.

Revenues from investment income
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declined to 4.0% from 5.3% in 1992.
And revenues from miscellaneous ac-
tivities, including real estate and in-
vestment services, were just 0.2%, up
slightly from 0.1% in 1992.

Despite its problems in 1993, A&A
continued to acquire businesses over-
seas. In November 1993, A&A ac-
quired Clay & Partners, a major
U.K actuarial consulting finii that
significantly ecpands ACG's service
capabilities in Europe, Mr. Burk
pointed out. A&A acquired the firm
for approximately 2.27 million
shares of A&A common stock. At the
time, A&A was trading at about $18
per share, which put the value of the
deal at $40.9 million.

Following the acquisition, the
London-based ACG operations
changed its name to Alexander Clay
& Partners (BI, Dec. 6, 1993).

Anticipating passage of the North
American Free Trade Agreement,
A&A in July 1993 acquired 80% eq-

uity interest in Asesores Kennedy
Agente de Seguros S.A., a Mexico-
based broker. A&A also established
a global business unit in Mexico City
in February.

In October 1993, Alexander How-
den received formal accreditation as
an insurance and minsurance broker
in Kazakhstan, one of the oil-rich re-
publics of the former Soviet Union.

In March, A&A acquired majority
equity in Bogota, Columbia-based
insurance broker, Marmonek Y Aso-
cia(los Ltda., La Correduria de Seg-

The 1993 salaries and bonuses of
the five highest-paid A&A execu-
tives, as reported to the Securities
and Exchange Commission follows:

Tinsley H. Irvin...........c....... $550,000
Michael K White..................... $567,666
Ronald A lles $722,369
Ronald W. Forrest ................... $520,699
Lawrence E. Burk .......... $416,271

-By Sally Roberts

A Tradition of Excellence

For Over 23 Years
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Continued from page 20
prove of the investment at a July
15th shareholders meeting.

While executives may be looking
to a bright future with A&A, their
recent past is haunting.

One of the biggest disappoint-
ments came in late 1993, when A&A
announced that its revenues and
profits were overstated for 1991,
1992 and the first half of 1993 be-
cause of financial mismanagement at
its benefit consulting unit, Alexander
Consulting Group Inc.

ACG booked consulting revenues
that were never collected from cli-
ents. While reserves were set up to
account for the "shortfalls” in ree-
orded revenues before they are real-
ized, these reserves were "misman-
aged" and "inadequate." (Bl, Nov. 8,
1993).

"That just was such a different
picture than what | had of the cor-

poration,"” Mr. Boni recalled when he

became aware of the problem. "l just
didn't believe that that sort of thing
would happen."

Nonetheless, the problems at ACG
caused A&A to restate its 1991 net
loss to $17.9 million from $12.6 mil-
lion, while the 1992 net loss was De-
stated to $94.1 million from $90.1
million.

In addition, net income for the
first quarter of 1993 was mstated to
$11.6 nillion from $14.2 million,
while net income in the second quar-
ter was restated to $11.7 from $11.9
million.

Due to ACG's problems, three se-
nior executives and two middle man-
agers were terminated, including
Don Cleveland, president and chief
operating officer; Mike Glazer, finan-
cial controller; and David Piendak,
division manager-Northeast region.

Donald L. Seeley became presi-
dent and CEO of ACG, succeeding
A.M. "Bud" D'Alessandro, who died

'‘Sometimes

f organizations do
things for the sake
of the organization
and forget to focus

on the client,’ sa¥s
Robert E. Boni.

last October, and assuming Mr.
Cleveland's responsibilities. Frank
Joyce replaced Mr. Glazer and now
holds the title of managing director
of finance, and David Degan re-
placed Mr. Piendak.

In addition, Neil Burger, formerly
managing director of ACG's inte-
grated information technologies
practice, was named chairman and
CEO of ACG's U.S. subsidiary, Alex-
ander & Alexander Consulting

Group. Mr. Burger replaces Rick An-
thony, who has taken another posi-
tion with ACG.

ACG has "put their problems be-
hind them and are beginning to feel
good about themselves,” Mr. Boni
said.

In addition to poor operating re-
sults and problems with ACG, A&A
suffered tumultuous management
changes in recent months.

In November, Ron Forrest, chair-
man and CEO of A&A Inc., resigned
unexpectedly. Mr. Burk replaced Mr.
Forrest, who mcently was named
CEO of the newly merged Bain Hogg
Group in London.

Then in January, Mr. Irvin retired
as chairman and CEO after 40 years
with A&A. The retirement was de-
scribed as a mutual decision by the
A&A board, but outsiders widely be-
lieve that he was pressured to step
down due to the poor performance
of the company (BI, Jan. 24).
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Upon Mr. Irvin's retirement, Mr.
Boni was elected non-executive
chairman of the board and subse-
quently took on the responsibilities
of CEO. He will continue to play an
active roll with the company until
the end of the year.

Michael K White, Mr. Irvin's No.
2, was overlooked as Mr. Irvin's re-
placement and in April stepped
down from his post as chief operat-
ing officer and later as a member of
the bmker's board of dimctors (Bl,
April 25; April 18). In June, Mr.
White stepped down as president. He
will continue with, A&A until Sep-
tember, working on special projects.

After a five-month CEO search,
Mr. Zarb took over Mr. Boni's re-
sponsibilities as CEO in June. On
July 5, Mr. Zarb's assistant from The
Travelers, Elliot S. Cooperstone,
joined him at A&A as senior vp-op-
erations and administration.

Now with a new management
team in place, A&A also is putting
problems stemming from the 1982
acquisition of Alexander Howden
behind them.

The acquisition included under-
writing operations that were first
embroiled in scandal and then pro-
duced large underwriting losses for
thebrokerage.

In the fourth quarter of 1992,
A&A added $157.5 million to re-
serves to prinialily cover asbestos
and pollution liability charges in-
curred by Sphere Drake Insurance
Group. When A&A sold Sphere
Drake in 1987, it agreed to indem-
nify the company for various poten-
tial liabilities including future losses
on the insurance pooling arrange-
ment from 1953 to 1967 between
Sphem Drake and Orion Insurance
Co., and future losses pursuant to a
stop-loss reinsurance contract be-
tween Sphere Drake and Lloyd's
syndicate 701, whose lead under-
writer was lan Posgate The syndi-
cate is currently in run-off.

A&A recently announced that it
had obtained minsurance coverage
to protect the company and its sub-
sidiaries from further exposures re-
lated to Sphere Drake. The minsur-
ance protection satisfies a condition
for the $200 rnillion AIG investment.

While further details could not be
disclosed until appropriate documen-
tation is filed with the U.S. Securi-
ties and Exchange Commission,
A,&A did say as a result of the trans-
action it will record a second quarter
charge of approximately $6 million
to cover the reinsurance premium
and deductibles exceeding ecisting
reserves.

Part of AIG's $200 miillion invest-
ment will be spent on the purchase
of the minsurance program, Mr. Boni
said, but would not elaborate.

The Howden acquisition also put
A&A at odds with the Internal Reve-
nue Service, which challenged
A&A's tax writeoffs in connection
with the losses it sustained from

some of Howden's underwriting op-
erations.

A&A reached an agreement with
the IRS last fall and the settlement's
final review by the Joint Committee
on Taxation was completed in May.
A&A is currently waiting to receive
the IRS assessment, which it says is

within reserves previously estab-
lished.

A&A now can look to the future
rather than the past, executives say,
a misfortune they note that was one
cause of depressed operating results.

"Sometimes organizations do
things for the sake of the organiza-
tion and forget to focus on the cli-
ent," explained Mr. Boni. For exam-
ple, "all the organization and reorga-
nization that has taken place in our
US. retail operation over a period of
years, tends to be distracung."

In 1991, A&A restructured its in-
surance brokerage operations into

Continued on next page
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Alexander
& Alexander

Services inc.

1211 Avenue of the Americas,
New York, N.Y. 10036;
212-840-8500; fax: 212-444-4697

1993 1992
Premium volume... N/A N/A
.. $1.34 billion
Brokerage: Retail.. 52.5%
Wholesale ..

Gross revenues.... $1.37 billion
52.1%

7.0% 6.3%

Reinsurance.. 10.1% 9.6%
Personal 3.3% 34%
Services.... 22.9% 23.2%
Investment income 4.0% 53%
Employees . 14,517 14,891
Rev./Employee...... $92,416 $91,968
Offices... 360 300

Risk managers can expect a
new, more aggressive Alexander
& Alexander Services Inc., execu-
tives say.

The New York-based broker,
which has been plagued with fi-
nancial losses, a falling stock
price, management changes,
looming liabilities from discontin-
ued operations and continuing re-
structuring efforts, is putting its
past behind and is looking to the
future full of anticipation and op-
timism.

This optimism comes in part
from the recent $200 million capi-
tal infusion from American Inter-
national Group Inc. and also in
part from its new top executive,
Frank G. Zarb, who came on
board last month replacing Tins-
ley H. Irvin, who officially left his
chief executive post in April (BI,
June 13; Jan. 24).

Mr. Zarb, former vice chairman

and group chief executive of Trav-
elers Inc., fit the criteria A&A had
for its new CEO, explained Robert
E. Boni, r.on-executive chairman.
"We did what | said we'd do: find
a truly capable, outstanding indi-
vidual with a turn-around rec-
ord.”

Mr. Zarb, who was chairman
and CEO of Smith Barney, Travel-
ers' brokerage and investment
banking subsidiary, is credited for
helping to turn around the bro-
kerage's 1988 $100 million pretax
loss to more than a $200 million
after tax profit in 1993.

A&A is hoping Mr. Zarb dupli-
cates hik performance at the
struggling brokerage.

A&A reported a 2% decline in
gross revenues for 1993, to $1.34
billion from $1.37 billion in 1992.
While it reported a $26.9 million
profit in 1993, that followed losses
in both 1991 and 1992. A&A also

‘There are no
overnight miracles,
but we've seen
progress,' says
Frank G. Zarh. "You
can feel the sense
of excitement in

this place.'

reported a $4.4 million loss in the
first quarter of 1994, while reve-
nues were down 0.6% in the quar-
ter to $323 miillion from $324.8
million in 1993.

Additionally, A&A's stock
prices took a beating in 1993 and
this year. Trading prices ranged
from a high of $28.88 in the first
quarter of 1993 to lows of $17.63
in the fourth quarter and $14 ear-
lier this year. On July 8, the bro-
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kerage's stock price was trading
at $17.50.

After only a few weeks on the
job, Mr. Zarb has slashed A&A's
quarterly common stock dividend
to $0.025 from $0.25 with the hope
of saving the brokerage $39 mil-
lion annually; has obtained rein-
surance protection to cover de-
cades-old liabilities stemming
from the 1982 acquiisition of Alex-
ander Howden Group P.L.C.; and
has been actively developing a
new business plan for the world's
second largest brokerage.

Mr. Zarb is not sharing all the
details of his plans. "Our results
will tell the story,"” Mr. Zarb said,
noting that it will probably be the
first half of 1995 before any re-
sults are realized.

"There are no overnight mira-
cles, but we've seen progress," he
said. "You can feel the sense of
excitement in this place.”

One area Mr. Zarb did say
would be included in his business
plan is "corporate soul.”

"I've never really developed a
winning company without it hav-
ing adopted a corporate soul"-a
culture of real integrity and mu-
tual commitment free of politics,
he said. It's a culture that puts the
client first and foremost, he adds.

This culture is beginning to take
place at A&A, executives say.
Risk managers that do business
with the brokerage "will get the
right product, they'll get the prod-
uct that best serves their interests
and they're going to get the best
economics that best serves their
interests, from a company that
they can trust,” Mr. Zarb said.
"Anything short of that is not sat-
isfactory. And anyone that pro-
duces results other than that is
not satisfactory.”

A&A is an "organization with
great strength,” said Lawrence E.
Burk, chairman and CEO of Alex-
ander & Alexander Inc., the U.S.
retail operation. "Now, with the
added dimension that Frank Zarb
brings to the table, a lot of things
that have been in the wings, but
have not come into fruition, are
going to happen a lot quicker and
more dramatically,” he said. Mo-
rale throughout the company,
which had been acknowledged as
low, has increased significantly
since the June 7th announce-
ments, he said.

Mr. Zarb came hand-in-hand
with the AIG investment. "We
strongly believed that in order to
attract candidates (for the CEO
position), we ought to have the
capital infusion, prior to or simul-
taneous with so the individual
could focus on the turn around,”
Mr. Boni explained.

Despite some skepticism in the
marketplace concerning AIG
Chairman Maurice R. Greenberg's
declared passive role in the in-
vestment, Mr. Zarb is confident
that AIG will keep its word. Mr.
Greenberg always "acts in the
best interest of the company and
the best interest is to be passive,"
he said.

Additionally, A&A clients can
be sure that their business will not
automatically flow into AIG, Mr.
Zarb emphasizes. Anyone who
shows any sign of favoritism to
AIG "will be terminated immedi-
ately," he said.

Under the terms of the deal,
AIG will invest $200 miillion in a
new issue of A&A convertible pre-
ferred stock with an annual divi-
dend of 8%. The dividend will be
paid in kind through Dec. 15,
1996, and at A&A's option for an
additional three years. AIG will
not have a representative on the
A&A board (BI, June 13). A&A
shareholders are expected to ap-

Continued on page 22
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Marsh & McLennan Risk Capital,
an M&M unit set up to manage the
firm's stake in markets it has
helped form.

Robert Clements, stepped down
as president of Marsh & McLennan
Cos. in January to become chair-
man and chief executive officer of
M&M Risk Capital, which has
opened a new office in Greenwich,
Conn.

The markets M&M has helped
form include: ACE Insurance Co.
Ltd.; XL Insurance Co. Ltd.; Centre
Reinsurance Holdings Ltd., a finite
risk reinsurance holding company;
Mid Ocean Reinsurance Co., a
property catastrophe reinsurer; and
most recently, Trident Partnership
L.P., an insurance and reinsurance
investment fund.

U.S. operations produced 54% of
M&M's insurance services revenues,
while Europe generated 38%; Can-

ada, 5%; and the Pacific Rim and
other areas, 3%.

Along with its insurance services
sector, M&M generates substantial
revenues from consulting services
and its investment management op-
erations.

The company's Mercer Consult-
ing Group Inc. division includes:
William M. Mercer Inc., the world's
largest actuarial and employee ben-
efits consulting and human re-
sources management firm (Bl, Dec.
20,1993); Mercer Management
Consulting Inc., a corporate strat-
egy and management consulting
unit; and National Economic Re-
search Associates Inc., an economic
consulting firm.

M&M last year sold its Clayton
Environmental Consultants Inc.
unit to an investor group.

Overall, M&M's consulting reve-
nues dropped 5.9% to $854.8 mil-
lion last year from $908.2 million in

(e 3 e ) G N -

1992, partly because of the stronger
dollar and partly because of the
sale of Clayton, M&M reported.

Excluding these factors, consult-
ing revenues would have been
largely unchanged last year, the
broker said.

Benefits and compensation con-
sulting revenues were hurt last year
by a competitive market for retire-
ment benefit consulting, while reve-
nues for general management con-
sulting rose on strong demand, the
company said.

About 65% of M&M's consulting
revenues last year were generated
in the United States, while 20%
came from Europe, 10% from Can-
ada and 5% from the Pacific Rim
and other areas.

While some segments of M&M's
business struggled last year, its in-
vestment management operations
continued to shine, producing a
30.8% jump in revenues to $518.1
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million from $396 miillion in 1992.
The increase reflected an increase
in assets invested in mutual funds
managed by M&M's Putnam Invest-
ments Inc. unit.

M&M finished the year with net
income of $332.4 million, a 26.1%
increase from $263.7 miillion in
1992. Income per share rose to
$4.52 from $4.21.

Net income in 1992, however, was
hit by a $40.1 million aftertax
charge reflecting M&M's recogni-
tion of post-retirement benefit obli-
gations under Financial Accounting
Standards Board Statement 106.

The company's stock, traded on
the New York Stock Exchange, hit
a high of $97.63 and a low of $77
last year. The stock closed at $85.75
on July 8.

M&M's first-quarter 1994 results

show a continuing struggle with the
soft market. In the insurance ser-

vices sector:

KNOWLEDGE BROKERS

Over 270 offices and 11,000 professionals

around the world sharing expertise - that's what the
Rollins Hudig Hall Knowledge Network is all about ...

And as your Knowledge Broker, RHH provides you with the intelligent and innovative

risk management solutions your operation demands. Whether your business is local,

regional, or national, our industry-specific resources and specialized services will help

you operate as smoothly and efficiently as possible. And if your company is global, your

RHH Knowledge Broker can provide you with risk management support and information

on international insurance laws, customs, and business practices.

Contact your local RHH representative or call us for more information on how the

RHH Knowledge Broke can help you with your insurance and risk management needs.

In North America: 1-800-722-1328 « Outside North America: (31)-10-4488911

HUDIG HALL

THE

HKNOWVLEDGE

BROKERS

* Insurance brokerage revenues
rose 4.5% to $341.5 million from
$326.8 million in the first quarter of
1993.

However, the increase included
$13 million in income from the
"partial disposition" of M&M Risk
Capital's holding in ACE Ltd.;
without this gain, brokerage reve-
nue would have been flat.

- Reinsurance brokerage reve-
nues rose 15.2% to $104.5 million
from $90.7 million in 1993's first
quarter. This increase also included
$12 million in income from an
M&M Risk Capital's investment in
Centre Reinsurance Holdings Ltd.,
without which reinsurance reve-
nues would have risen only 2%.

= Insurance program manage-
ment revenues rose 7.7% to $70.2
million from $65.2 million in the
first quarter of 1993.

* Interest income on fiduciary
funds dropped 21.8% to $16.9 mil-
lion from $21.6 million in 1993's
first three months.

- Consulting revenues rose
slightly, while investment manage-
ment revenues continued to show
impressive gains, leaving M&M
with total first quarter revenue of
$910.2 million, up 9.1% from $833.9
million in 1993's first quarter.

M&M's Balis & Co. unit remains
a defendant in lawsuits stemming
fmm the February 1991 fire at One
Meridian Plaza, a Philadelphia of-
fice building (BI, April 15, 1991;
March 4, 1991).

The suits charge that Balis is lia-
ble for uninsured property and eco-
nomic darnage because the Sre
started with the ignition of oil-
soaked rags being used to refurbish
wood in the firm's 22nd floor of-
fices.

M&M units are also defendants in
lawsuits brought by Lloyd's of Lon-
don names against their underwrit-
ing and members' agencies over
syndicate losses not met by runoff
reinsurance.

In its 1993 10-K report filed with
the Securities and Exchange Com-
mission, M&M says it does not ex-
pect any of the suits to have a ma-
terial e£feet on its financial posi-
tion.

Following Mr. Clements' new po-
sition within M&M Risk Capital,
A.J.C. Smith, chairman of M&M
Cos., has assumed the additional ti-
tle of president.

Philip J. Brown Jr., an M&M ex-
ecutive vp, has been appointed
chairman of Marsh & McLennan
Europe.

M&M also has expanded its
board of directors to 12 members
from seven, adding five M&M bro-
kerage executives whom Mr. Hol-
brook described as future leaders of
the firm deserving of an expanded
role in its management.

The five new directors are Mitch-
ell E. Blaser, managing director and
chief planning and technology offi-
cer; Anthony H. Bolton, executive
vp and chairman of Bowring Spe-
cialty & Wholesale; Robert J. New-
house lll, executive vp and head of
M&M's western risk management
region; Hamish M.J. Ritchie, execu-
tive vp and joint vice chairman of
Marsh & MelLennan Europe; and
Walter S. Tomenson Jr., executive
vp and head of the New York risk
management practice.

Total cash compensation paid to
M&M's top five corporate officers,
as reported to the SEC, follows. In-
cluded are salay, bonuses and
amounts paid to officers to cover
tax liabilities related to the funding
of retirement annuities.

AJ.C.Smith ... $1,757,911
Lawrence J. Lasser.............. $3,970,000
Robert Clements................... $1,367,848
Richard H. Blum..................... $790,000
PeterCoster...........ccccoeeeeeiia... $865,346

-By Douglas McLeod
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clude companies based in the
United States, Bermuda, the
United Kingdom, Italy, France,
Germany, Sweden and Switzer-
land.

Any M&M office with jumbo
"risk management” clients will
eventually be added to the system,
according to Mr. Sinnott, who
said the number should ultimately
total about 20 offices.

"We will do it on a very orderly
basis to make sure we have it
right," he said.

Mr. Sinnott says he expects the
system to be out of the pilot stage
and up and running by 1995.

Meanwhile, M&M is developing
a separate system to speed place-
ments for its middle-market "in-
surance brokerage" clients, which
generate relatively smaller pre-
mium volume and may not have a
full-time risk manager.

The brokerage has negotiated
agreements with three insurers to
write portfolios of similar mid-
dle-market property/casualty,
workers compensation, automo-
bile and fidelity risks with clearly
defined underwriting criteria.

The insurers participating in
this program are: Kemper Na-
tional Insurance Cos., Fireman's
Fund Insurance Co. and Conti-
nental Insurance Co.

M&M hopes eventually to have
a total of six or eight portfolio in-
surers participating, company of-
ficials say.

Overall, about 65% of M&M's
U.S. brokerage business consists
of large risk management ac-
counts, while 35% consists of in-

surance brokerage accounts, Mr.
Holbrook said.

The smallest insurance broker-
age account M&M typically will
handle must produce a minimum
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of $25,000 in annual revenues.

M&M's Global Broking Centre
and portfolio insurance initiatives
were combined with a 1992 reor-
ganization of its U.S. operations
that formally divided risk man-
agement and insurance brokerage
accounts.

The U.S. operations were di-
vided into four risk management
regions, all reporting to Executive
Vp Timothy J. Mahoney, and five
insurance brokerage regions,
reporting to Executive Vp Ralph

And of course, we handle billing and collection so you can spend your valuable time selling.

O. Hanley.

Insurance brokerage marketing
activities were also centralized in
M&M's regional offices in At-
lanta, Chicago, Dallas, New York

and San Francisco.

The reorganization-along with
M&M's decision to outsource
some of its computer functions-
led to a slight reduction in head-
count at the world's largest bro-
ker, despite the company's acqui-
sitions, Mr. Holbrook confirmed.

The total number of employees

So when your customers need premium financing, don't just play the numbers. Because when you consider rates,

service, and flexibility, we're really the only game in town.
For more information, call 1-800-221-3450, Ext. 5509.

A | G World leaders in insurance and financial services.

4 /rirY
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A 1. Credit Corp., a member company of American International Group. Inc. AICCO. In/., a wholly owned subsidiary
of A.1. Credit Corp., markets ihese products in California

at M&M dropped marginally to
25,600 last year from 25,800 in
1992.

Increasing efficiency and reduc-
ing costs can only help M&M,
which as other brokers faces con-
tinuing pressure on revenues from
the soft property/casualty market
and falling interest rates.

M&M's gross revenues rose
7.5% last year to $3.18 billion
from $2.95 billion in 1992. How-
ever, much of this growth came
from the firm's investment man-
agement business, while insur-
ance brokerage revenue growth
was anemic and revenue from
consulting services actually de-
clined.

The insurance services segment
of M&M's operations includes:

= The worldwide retail broker-
age operations of M&M Inc.

Insurance brokerage revenues
increased by a slight 1.8% to $1.15
billion last year from $1.13 billion
in 1992, though M&M says the in-
crease would be about 5% if the
foreign exchange effect of a stron-
ger U.S. dollar in 1993 was ex-
cluded.

While rates for property catas-
trophe and certain specialty casu-
alty coverages have increased, the
rest of the market is still relatively
competitive, M&M officials say.

Commercial property/casualty
pricing in other parts of the
world-notably Europe and Aus-
tralia-has shown more signs of
tightening than in the United
States, Mr. Sinnott said.

« Reinsurance brokerage opera-
tions. In the United States, this
includes intermediaries Guy Car-
penter & Co. Inc., Balis & Co. Inc.
and Sellon Associates. Carpenter
Bowring Ltd. is M&M's interme-
diary in the United Kingdom.

Revenues from reinsurance bro-
kerage rose 6.2% to $283.6 million
in 1993 from $267.1 million the
previous year, largely on the
strength of a continuing tight
market for catastrophe reinsur-

Capacity for cat risks is increas-
ing this year, though, as several
new Bermuda-based catastrophe
reinsurers hit their stride, and this
added capital could affect the di-
vision's business, M&M reported.

+ Insurance program manage-
ment business. This business is
generated by Seabury & Smith
Inc., Victor O. Schinnerer & Co.
Inc. and ENCON Holdings Inc. in
the United States, and The Friz-
zell Group Ltd. in the United
Kingdom.

Seabury & Smith and Frizzell
design and administer life/health
and property/casualty insurance
programs for individuals and af-
finity groups that include compa-
nies, franchisees and associations.

Schinnerer is the nation's larg-
est underwriting manager (B,
Aug. 16,1993).

M&M's program management
revenues doubled last year to
$280.3 miillion from $138 million
in 1992, mainly because of the De-
cember 1992 acquisition of Friz-
zell.

North American program man-
agement revenues rose a more
modest 2% last year, M&M re-
ported.

= Interest income on client fidu-
ciary funds, which dropped 15.7%
to $79.6 million last year from
$94 .4 million in 1992. The decline
reflected continued falling inter-
est rates, particularly outside the
United States. Interest income in
1992 had plummeted 24.4% from
$124.8 million in 1991.

The different segments of
M&M's insurance services sector
also include fees, commissions,
royalties and dividends earned by

Continued on next page
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Marsh & M€Lennan

Cos. Inc.

1166 Ave. of the Americas, New York,
N.Y. 10036; 212-345-5000;
fax: 212-345-4808

1993 1992
Premium volume... NA NA
Gross revenues...... $3.18 billion $2.95 billion
Brokerage: Retail.. 37%0 3496*
Wholesale........ 8%+ 9%~
Reinsurance. 9% °%
Services. 21% 3196
Investment Income 3% 4%
Other. 1696 13%
Employees . 23,600 25,800
Rev./Employee...... $124,035 $114,481
Offices. 170* 167*

* Bl estimate.

As Marsh & McLennan Cos. Inc.
works to streamline its brokerage
business through automation and
reorganization, it is battling the
same forces afflicting all brokers:
soft market pressure on revenues,
falling interest rates and the need
to control expenses.

M&M, the world's largest insur-
ance broker, continues to develop
its prototype Global Broking Cen-
tre, an automated system designed
to streamline insurance place-
ments for large policyholders.

Under the system, jumbo risks
are routed through the Centre's
London office, which has direct
electronic links to underwriters
around the world.

Eighteen insurers are now
hooked up to the system, which
handles 40 to 50 submissions a
month, and 20 more insurers are
expected to join.

M&M also continues to develop
a pilot program to speed place-
ments for middle-market clients
by establishing "portfolio"” rela-
tionships with insurers. Under the
program, insurers agree to write
books of similar risks and dedi-
cate underwriters to handle M&M

clients.

The brokerage is also emphasiz-
ing account management based on
"client clusters," with clients in
similar industries or with similar
risk characteristics managed by
specialists in those areas.

This is a move away from a sys-
tem in which clients were handled
by whichever brokerage office
was geographically closest, noted
David D. Holbrook, co-chief exec-
utive officer of Marsh & McLen-
nan Inc., the firm's retail broker-
age unit.

"People who work in aviation
and aerospace (are in a) practice,
and the practice should not be in-
hibited by geographic boundaries,
which is the way the business has
traditionally been done,"” ob-
served John T. Sinnott, M&M
Inc.'s other co-chief executive.

"Our vision is that national
boundaries are not relevant,” he
said.

As M&M strives for efficiency
on a global scale, though, it faces
familiar industry pressures: The
soft property/casualty market
helped hold insurance brokerage
revenue growth last year to a
scant 1 %, while interest income
fell and expense control remained
crucial.

The same conditions are likely
to persist this year, M&M officials
suggest.

"l think our outlook is that we
should be able to grow at at least
the 1993 pace" with the help of
new business production and cost
controls, Mr. Sinnott said.

However, "we certainly don't
see 1994 as a year that we can
open up our belts," he added.

M&M earlier this year added to

the worldwide network of whol-
ly-owned brokerage offices it has
forged in recent years, buying out
a correspondent firm with opera-
tions in Chile and Argentina.

The brokerage also has an
agreement to buy out a partner in
Brazil, and is discussing the ac-
quisition of its correspondent in
Mexico, according to Mr. Hol-
brook.

M&M's practice has been to
own 100% of its brokerage units
throughout the world rather than
rely on correspondents or joint
ventures. When partners have

been unwilling to sell, M&M has .

broken off the relationship and
started its own wholly owned of-
fice in that country.

It may follow this route in Mex-
ico if its Mexican correspondent,
Bourchier Marquard Zepeda
Agente de Seguros S.A. de C.V,,
refuses to be bought out, Mr. Hol-

brook said.

M&M also has opened new
start-up offices in Turkey and Be-
ijing in the last year.

The latest additions to the net-
work follow a flurry of acquisi-
tion activity in recent years that
saw the firm:

« Acquire its former Portugal
correspondent, Newstead & Por-
ter Ltda. of Lisbon.

* Buy out the 67% of longtime
Paris-based correspondent
Faugere & Jutheau S.A. that it did
not already own.

- Sell its 30% stake in Dutch
broker Hudig-Langeveldt Group
B.V. to the former Rollins Burdick
Hunter Group Inc., now Rollins
Hudig Hall Group Inc. M&M then

started its own Dutch subsidiary,
Marsh & McLennan Nederland.

- Take over its German corre-

spondent Gradmann & Holler.
To focus the activity of this ex-
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panding worldwide network,
M&M created the Global Broking
Centre, an automated pilot project
intended to handle large-capacity
property/casualty placements for
large U.S. and foreign clients.

The project was devised more
than two years ago to replace a
system in which M&M account
managers dealt separately with
several M&M wholesale offices on

a single large placement, and
those wholesale offices then dealt
separately with insurers around
the globe.

Having 50 different M&M rep-
resentatives dealing with 50 un-
derwriters on the same placement
is "not the most efficient" way of
operating, Mr. Sinnott noted.

In the new system, account
managers will go directly to the
Global Broking Centre, where
brokers will deal directly with un-
derwriters and M&M offices

where the underwriters are based.

A computer system directly
links the Global Broking Centre
with insurers worldwide, provid-
ing uniform underwriting data.

"All the brokers that call them-
selves 'global' are all going to
have to get themselves to work in
that fashion,” Mr. Sinnott said of
the new technology.

"We're reducing the all-power-
ful importance of geography (in
client management) because geog-
raphy can be an inhibitor in deliv-
ering the best services to the eli-
ent,"” he said.

Currently, the Global Broking
Centre is linked to seven M&M of-
fices and to 18 insurers. The M&M
offices are in New York; Morris-
town, N.J.; London; Paris; Stock-
holm, Sweden; Sydney, Australia;
and Zurich, Switzerland.

Insurers participating so far in-

Continued on nezt page

In premium financing, low rates are important. But the combination of low rates with an unmatched commitment to
service sets A.l.Credit apart. We're not just talking quick turnaround. Our expert analysts can help design a premium
payment plan uniquely suited to each clients individual needs. It's hard to find flexibility like that anywhere else.

We assign each of our agency partners an account team to assure the quick access and turnaround you need to
make your sale. Agents relationships with their account teams are their best resource in serving their customers. And

it's a relationship agents grow to enjoy and rely on as they get to know and trust their teams. These are professional
financial analysts, who respond to financing challenges on the spot.



t took Microsoft lust a few years
to mushroom from four international
subsidiaries to over forty (and counting).

But early in its explosive growth, this
innovative software powerhouse scw
the need to "re-engineer" the way it
mcnaged risks globally.

Microsoft wants each subsidiay
viewed as an indigenous company in
its national market. So it was crucial thct
overall corporate protocols and local
market interpretations mesh smoothly

"Our people a-e in the information  for so many leaders-including two-
business; nct tbe insurance business, thirds of the top U.S. multinationals.
they scid. "\Ne need something they see We deliver real world solutions.
as simple end we see as seamless.

Thats tke something we delivered.

Because 18<H/UNISON offices in
. . TOHNSON
more than forty rational locations

ac- as su rogate risk managers for J L I G G I N S

the subsidiories, synchronizing local
activity with ove-all corporate obiectives. UNIS®N

Now yol know why J&H/UNISON e
is the world's strongest global network
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Broker pay

Based on CEOs' salaries and bonuses; compared with brokerages' net income.
Continued from previous page

Name Percent 1993 net income Percent compensation increased 8.3%
from his 1992 compensation of
A. J. C. Smith $1,675,000 $2,053,750 -18.4% $332.4 26.1% $507,128, when he was president
Marsh & McLennan Cos. Inc. of Brown & Brown.
. According to the compan
Patrick G. Ryan 1,123,462 1,003,154 12.0 128.1 92.1 9 ) P y
proxy, Mr. Brown received a
$161,000 additional bonus in 1993
Tinsley H. Irvin 550,000 554,167 -0.8 26.9 NM for Brown & Brown's fiscal year
Alexander & Alexander Services Inc. ending March 31, 1993.
William F. Poe, 62, CEO of Poe
J. Hyatt Brown 549,306 507,128 8.3 8.0 212.5 . .
& Associates prior to the merger,
becanne chairman of the board of
Robert H. Hilb 480,000 372,500 28.9 8.4 -3.6 Poe & Brown in April. Mr. Poe's
Hilb, Rogal & Hamilton Co. salary increased 13.8% in 1993 to
$370,000 from $325,000 in 1992.
L. Ben Lytle 420,000 192,082 118.7 22.3 52.7 .
Poe & Brown's gross revenues
increased 7% to $95.6 million
Robert E. Gallagher 265,000 265,000 0.0 32.3 35.4 from a restated $89.3 million in
Arthur J. Gallagher & Co. 1992.
NM-Not Meaningful Net income, on the other hand,

more than doubled, shooting up
GRAPHIC BY MIKE GARVEY

IN THE WORLD OF INSURANCE, WERE
A HORSEOFA DIFFERENT COLOR.

|NSU444 +Ob*; When it comes to inland

marine, ocean cargo, hull,

" marine liabilily and commer-

cial property coverages, there

are lots of companies who'11 take

your business. But sometimes the
"usual" solutions aren't enough. In
situations like these, you need under-
writers with the fledbilily and with the
experience to think creatively. Under-

wnters like McGee.
UNDERWRITERS WHO ARE A BREED APART
A lot of what makes McGee diferent has to do with the fact
that we started out as manne underwriters more than 100 years
ago The nature Of this business led us to develop a philosophy
based on independent creative thinking. Today, this philosophy
extends to every line we wnte.
SPECIALISTS, NOT GENERALISTS
Because we're specialists, our underwriters have unique
insight into the lines we write. As a result you'll be hard-
pressed to find undenvnters who are more knowledgeable or
capable than McGee The fact is, a pool of prominent insurers
rely on us to use our underwriting experience on their behalf.
THE ABILITY TO MOVE OUI(KIY
Our manne histoly has also taught us that the race is won
by those who move quickly. So when you work with McGee,
you won't be slowed down by red tape.
The next time you're looking for a fresh approach,

find out what a diference a horse of a diferent color
can make Call Wm. H. McGee.

WM. H.MaGEE &.CQ., INC.

CORPORATE HEADQUARTERS

FOUR WORLD TRADE CENTER

NEW YORK, NY 10048

1-800-235-6029

OFFICES IN THE US AND CANADA
CORRESPONDENTS THROUGHOUT THE WORLD

212.5% to $8 miillion from a re-
stated $4.1 million in 1992.

As of Feb. 24, Mr. Hyatt benefi-
cially owned 1,823,471 shares of
company stock. Based on a July 8
stock price of $20, those shares
were worth $36.5 million.

After a year of salary freezes at
Hilb, Rogal & Hamilton Co., Rob-
ert H. Hilb, chairman, president
and CEO, received a 9.1% in-
crease in base salary to $360,000
last year, from $330,000 in both
1992 and 1991.

Adding Mr. Hilb's $120,000 bo-
nus, his cash compensation to-
taled $480,000 in 1993, up 28.9%
from his $372,500 total cash com-
pensation in 1992.

Gross revenues for the Glen
Allen, Va.-based broker increased
a modest 0.4% in 1993 to $135
million from $134.4 million in
1992.

Net income did not fare as well,
dropping 3.6% to $8.4 million
from $8.7 million in 1992.

As of March 1, Mr. Hilb, 67,
beneficially owned 329,200 shares
of company stock. Excluding the
304,400 shares subject to exercis-
able stock options, his shares were
worth $291,400 based on a July 8
stock price of $11.75.

At the helm of Acordia Inc., L.
Ben Lytle, 47, made $150,000 in
base salary plus a $270,000 bonus
in 1993. His $420,000 total cash
compensation was up 114% from
his $192,082 salary and bonus in
1992.

However, Mr. Lytle's compensa-
tion only includes that paid by
Acordia and does not represent
the portion paid by The Associ-
ated Group, Acordia's parent,
where Mr. Lytle is chairman,
president and CEO.

Acordia's 1992 proxy statement
had reported Mr. Lytle's total
cash compensation, including
compensation paid by Associated,
at $640,273.

His 1992 compensation ranked
him as the third highest paid bro-
ker executive, compared with his
sixth place finish in 1993 based
only on Acordia compensation.

As of Dec. 31, 1993, Mr. Lytle
beneficially owned 145,833 shares
of Acordia stock. Excluding the
5,833 shares subject to exercisable
stock options, Mr. Lytle's shares
were worth $3.9 million based on
a July 8 stock price of $27.75.

Acordia's gross revenues in-
creased 9.6% to $364.8 miillion in
1993 from a restated $332.8 miil-
lion in 1992. Those are Bl esti-
mates of Acordia's revenues on a
pro forma basis including Ameri-
can Business Insurance Inc. and
Pettit-Morry Co., which were ac-
quired in 1993 and earlier this
year, respectively.

Acordia's pro forma net income
also rose, jumping 52.7% to $22.3
million from $14.6 million in
1992.

For the third year in a row,
Robert E. Gallagher, chairman
and CEO of Arthur J. Gallagher &
Co., did not receive a pay increase.
His compensation, including base
salary and bonus, totaled
$265,000 in 1993, the same since
1990. According to the company's
proxy, Mr. Gallagher asked the
compensation committee not to
increase his compensation despite
an overall improved company per-
formance.

In 1993, gross revenues in-
creased 9.9% to $317.7 million
from $288.9 million in 1992. Net
income jumped 35.4% to $32.3
million from $23.8 million in the
previous year. As of March 14, Mr.
Gallagher, 71, beneficially owned
716,038 shares of company stock.
On a July 9 stock price of $30.88,
his shares were worth $22.1 mil-

lion. mm
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Brokerage execs see small pay increases overall

M&M's Smith again highest-paid CEO with compensation of $1.7 million

By SALLY ROBERTS

Verallbrokerade exees:
S(Lme were ggn thinner-
despite overall improvements to
their companies' bottom lines.

The chief executive officers of
the seven major publicly held U.S.
brokers received a combined cash
compensation of $5.1 million in
1993. This was up only 2.3% over
1992 combined compensation of
$4.9 million.

The small pay increases came in
spite of a combined 90.2% in-
crease in their brokerages' profits
for the year: 1993 combined net

income for the seven brokers to-

taled $558.4 million, compared
with $293.6 miillion the previous
yvear.

Leading the pack for the second
year in a row, A.J.C. Smith, chair-
man and chief executive officer of
Marsh & MelLennan Cos. Inc., was
the highest paid chief executive in

1993. Mr. Smith earned

$1,675,000 in salary and bonus in
1993, which was 18.4% lower
than the $2,053,750 he made in
1992.

However, a portion of his 1992
bonus-$1,160,000-included an
additional $580,000 that in other
years is paid in the form of long-
term compensation, according to

Something is very wrong with this picture.

The golfer shouldn't have been golfing -

because his lawsuit was holding our client liable

for an accident that supposedly left him unable to

M&M's proxy.

Mr. Smith's compensation is in
accord with the world's largest
broker's 1993 results. M&M's
gross revenues increased 7.5% to
$3.18 billicn from $2.95 billion in
1992. And, net income jumped
26.1% to $332.4 miillion from
$263.7 million in 1992.

While Mr. Smith, 59, holds the
highest position with M&M, his
salary is half the size of one of his
colleagues. Lawrence J. Lasser,
51, president of M&M's Boston-
based investment management
subsidiary, Putnam Investments
Inc., received a $3.2 million bonus
in addition to a $770,000 base sal-
ary in 1993. This total compensa-

tion of $3,970,000 was up 67.2%
over his 1992 compensation of
$2,375,000. Putnam's 1993 reve-
nues jumped 30.8% in 1993 to
$518.1 million from $396.0 million
in 1992.

Mr. Lasser also beneficially
owned 274 shares of M&M stock
as of Feb. 28. At a July 8 share
price of $85.75, those shares were
worth $23,495.50.

Mr. Smith on the other hand,
beneficially owned 98,368 shares
of M&M stock as of Feb. 28. At the
same share price, Mr. Smith's
stock was worth $8.4 million.

Patrick G. Ryan, chairman and
CEO of Rollins Hudig Hall Group
Inc. and its parent, Aon Corp., re-

investigations service, which allows us to make

more extensive use ofsurveillance than your

typical TPA. And we've recorded some impressive

savings as a result.

HOVWVYV THIS SHOT
COULD SAVE OUR CLIENT

$500,000.

use his arm. The suit and our client's exposure

were huge.

Fraudulent games like this can send

liability costs spiraling out of control. But not

when the TPA is HCM.

Our field investigator, operating out of a

surveillance vehicle near the golf course, saw what

kind ofshape the golfer's arm was really in.

Thanks to the video evidence, the scope of the

potential liability settlement was dramatically

reduced - perhaps by as much as $500,000.

At HCM, our approach is to manage every

claim better - with experienced people, superior

technological resources and a seriously proactive

attitude. We also have a large in-house

In fact, we're so sure that we have a better

way to contain costs and improve service that

andback tup i

of our fees.

th a portion

Claim by claim, the results add up with

HCM. So if you're ready for a TPA that can really

make a difference with your workers'

compensation, liability, and employee benefits

claims, call HCM at 1.800.426.7389.

Hertz Claim Management

Claim By Claim,We Make A Difference:

mained the second highest paid
publicly held broker executive,
receiving an $813,462 base salary
and a $310,000 bonus in 1993, giv-
ing him total cash compensation
of $1,123,462. His compensation
increased 12% from $1,003,154 in
1992.

Revenues for Chicago-based
RHH increased 10.3% to $1.22
billion last year from $1.1 billion
in 1992. Net income also cata-
pulted, soaring 92.1% to $128.1
million from $66.7 million in
1992.

As of Feb. 16, Mr. Ryan, 56,
beneficially owned 8,974,620
shares of Aon stock which, based
on a July 8 stock price of $33.38,
was worth $299.6 million.

Tinsley H. Irvin, 60, who in Jan-
uary left his position as chairman
and in April left as CEO of Alex-
ander & Alexander Services Inc.,
made $550,000 in base salary in
1993. This was down 0.8% from
his $554,167 base salary in 1992.

According to A&A's proxy, Mr.
Irvin in early 1993 requested that
the compensation board not in-
crease his salary due to the com-
pany's incurred losses in 1992.

The board further determined in

early 1994 not to award Mr. Irvin

The combined cash
compensation for the

seven major publicly
held broker CEOs was

$5.1 million in 1993.

an annual bonus for 1993 due to
the company's performance for
that year.

A&A's gross revenues in 1993
were down 2.0% to $1.34 billion
from a restated $1.37 billion in
1992. The company, however, did
report a $26.9 million profit in
1993 compared with an $88.0 mil-
lion loss in the previous year.

Robert E. Boni, 66, who took
over Mr. Irvin's responsibilities as
non-executive chairman of the
board in January, is receiving
$100,000 for his services in 1994,
according to the proxy. Frank G.
Zarb, 59, former vice chairman
and group chief executive of The
Travelers Inc., became chairman,
president and chief executive offi-
cer of A&A last month (BI, June
13). According to Traveler's proxy
statement, Mr. Zarb earned
$2,933,333 in 1993, a 21.4% in-
crease over his $2,416,900 salary
and bonus in 1992. If A&A were to
match his compensation, Mr. Zarb
most likely will be the highest
paid broker executive in 1994.

INn addition to the $ 1 million
severance package Mr. Irvin re-
ceived when he left A&A (BI, May
9), he also received $100,000 for
consulting services provided to
the company for the three months
following his retirement. Accord-
ing to the proxy, A&A has the op-
tion to extend the term of the con-
sulting services for up to two ad-
ditional three-month periods at
the same compensation.

As of March 17, Mr. Irvin held
64,133 shares of A&A stock worth
$1.1 million, based on a July 8
stock price of $17.50.

Making his first appearance on
the chart, J. Hyatt Brown, 56, who
took over as CEO of Poe & Brown
Inc. in April 1993 when Poe & As-
sociates Inc. merged with Brown
& Brown Inc., earned $549,306 in
salary and bonus in 1993. His cash

Continued on net page
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Spotlight report

Retail revenues sputtering

Based on estimates of commercial retail brokerage revenues
from U S offices In millions of dollars

Company 1993 1992 90 change
- - Marsh & McLennan Cos Inc $790 O 780 O 13%
U.S. brokers' revenues fiat despite growth efforts Rollins Hudig Hall Group Inc fesor a0z e
Alexander & Alexander Services Inc 443 0O 445 5 -06
By SALLY ROBERTS dent agency franchise organization, roon Group PLC, down 58%, Johnson & Higgins 434 2 417.12 a1
15 not ranked ISU's 106 franchises Kaye Insurance Associates LP, Sedgwick Group PLC 39053 36542,3 69
kers continued to battle for at year-end reported combined gross down 07%, and Alexander & Alex- Willis Corroon Group PLC 251.13 26652,3 -58
growth m the soft U S insur- revenues of $171 5 milhon, up 7% ander Sernces Inc, down 06% Acordia Inc 165514 145414 138
B ance market last year, but from $160 3 milhon reported by 104 However, other brokers more than Arthur J Gallagher & Co 1558 14892 a6
1993 revenues remained basi- franchises for 1992 offset the declmes The biggest m- JiB Group PLC 10663 11473 70
cally flat As a group, ISU would rank as the crease came from Near North Insur- Hilb, Rogal & Hamilton Co o8 6 o812 oa
Gross revenues generated from the 14th-largest broker in the world ance Brokerage Inc, whose U S re- Minet Group PLC 62 9 549 146
Top 100 brokers of U S busmess Meanwhile, estimated revenues for tail revenues Increased 28% Other Poe & Brown Inc 49 6 a5 5 20
rose a scant 04% in 1993 to $7 97 the 20 leading U S retail brokers big gains were posted by Minet Lockton Cos Inc 45 0 410 100
bilhon from $7 94 billion m 1992 (see rose a scant 32% m 1993 to $3 8 Group PLC, up 14 6%, McGnff, Bain Hogg Group 42.413,4 406134 43
chart, page 3) milhon from $37 milhon in 1992 A Seibels & Wilhams Inc, up 144%, Kaye Insurance Associates L P az22 425 -o7
Likewise, estimated revenues from nearly identical group posted retail Acordia Inc, up 138%, and Frenkel Near North Insurance Brokerage Inc 39 2 306 280
the 20 leading retail brokerages in revenue growth of 3 1% m 1992 (BI, & Co, up 13% McGriff, Seibels & Williams Inc 376 328 144
the Umted States rose only 3 2% m July 5, 1993) American Busmess Insurance Inc, Frenkel & Co Inc 330 292 130
1993 Four brokerages reported a dechne which was acquind by Acordia, was Frank Crystal & Co Inc 303 273 110
While revenues were flat, the cut- m retail brokerage revenues gener- replaced in the retail brokerage John L Wortham & Son LLP 300 276 85
off for the 100 largest brokers serv- ated from U S offices in 1993 JIB ranlongs by number 17 McGnff, Sei- ToTARS $3.812 5 $3,693 6 32%
=1 5 -lillills,(:al.,.21(51<4-llloif#:1*(=[+1-11-10$=11[orl=,11.Z- , (<liM[,[~[-tilltlilll, 101®=li*mi=)111:rt«=1Il,Mt,1-116

ing US chents Increased to $82 mil- Group P L C, down 7%, Willis Cor- bels & Wilhams Inc
hon from $7 9 milhon m 1992 GRAPHIC BY KIM HOME
Three new companles broke mto
the Top 100 this year-Bolton/RGV
Insurance Brokers came in at No 82,
while Lovitt & Touche and Posse-
Walsh Inc tied for the No 99 spot
Alhed Coverage Corp, also a new-
comer, came m at No 75 but would H - rJ _"el— - . 2 3—1 985'

- Es!15=li -Y-e--6-- -

44 .,3:.,Y1,4".,

-35

have made 1993 rankings if it had

completed a questionnaire last year
No 14 Norwest Insurance Inc re-

10Ined the ranlangs after a one-year

absence The brokerage was one of
seven brokers that did not submit in-

1 &2141*F--il

- =.<sP#e

ZE-*e A-. . lIF
formation last year Bertholon-Row- ¢ = e = =

land Corp, which ranked 40th last a
year, was the only broker this year

55

4*3 - 1.
4,%* 1 - 4-

not to submt mformation | #a44%aas *1 9%
o

Two brokerages are missmg due to Fri a a S 7

'z 842 -4_4

, rf:1.5 - :10™*-

acquisitions Amencan Busmess In- "*6/_— ] r-5- = —1'1 /*1 BSE*Wi—4'yif

surance Inc, which held the No 11
spot last year, and Pettit-Morry Co,
which ranked 32, were acquired by -
No 7 Acorcha Inc

Last year's No 92, Bam Clarkson
Ltd, merged with last year's No 15
Hogg Group PLC to form Bain
Hogg Group, which now ranks 13th

One firm m last year's listing-No
96 Sterhng & Sterlmg Inc «dropped

below the revenue cutoff in 1993

=*s«M J *®-00Y

-si-1.3.=..'4- 1

Of those that gained ground in the
rankings, most notable iS Anco In-
surance Managers Inc, which moved
up 27 places to become the 58th-
largest broker of U S business Also,
Palmer & Cay Carswell Inc moved
up 12 spots to No 29 from No 41 in
1992

There were also notable dechnes

Steel Burnll Jones Group PLC
dropped 30 spots to 67th place
among the top 100 brokers of U S
business from the No 37 spot m the
1993 ranking The broker, which was
the world's 20th-largest based on
worldwide revenues in the 1993
ranlong, did not make this year's top
20 hst The Loomis Co dropped 25
spots to 80th place from 55th m the
1993 rankng
Also of note, BRI Coverage Corp,
last year's No 51, changed its name
to Underwnters Financiall Group
Inc m connection with a pubhc of-
fenng and became the 50th-largest
broker of U S busmess No 57 Blu-
mencranz, Klepper, Wilkins &
Dubofsky Ltd, changed its name to
BWD Group Ltd It ranked 72nd last
year .
Last year's No 14, Redland Group '
Inc, separated all its commercial re-
tail brokerage business mto 16 bro-
kerage umt-No 69 Redland & As- o
sociates
Not Included m the ranlangs of
the Top 100 is Assurex International,
a Columbus, Ohio-based agency net- _
work, because members are mdivid-
ually owned The 62 Assurex partner

agencies posted 1993 combined gross
revenues of $517 milhon, a 64% rtse

<l---le=E£1+-AY- T
from 1992 revenues of $485 7 milhon ! ° -
reported by 60 partners Together, -
they would be the world's seventh- B
largest broker

Similarly, ISU Corp, an mdepen-

tTt— Y- = .
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NOT ALL PROPERTY CATASTROPHE

Centre Cat is redefining property cat reinsurance for
insurers with regional concentrations.

Using the industry's most advanced technologies
for risk analysis, we evaluate and underwrite our cli-
ents' exposures individually, rather than applying class
rating techniques.

Through this scientific underwriting approach. we
lead our clients' programs, offering them better, more
efficient coverages and new insights into how to man-

age their exposures.

REINSURERS ARE THE SAME ANIMAL

And with more than $300 million in capital and sur-
plus, we're strong, secure and committed to the market
on a long-term basis.

If your book of business is unique, your property

cat reinsurer should be, too. Ask your broker to call us

at 809-292-2102 for more information.

CENTRE CAT

REWARD YOUR INDIVIDUALITY
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Getting past annual renewals

ORGETHAIR:RAIQING. fingernail-biting.

programs.

Instead, imagine truly long-term relationships with
insurers under a contract without an expiration date.
Rather than annual renewals, such a contract would
call for regularly updating exposures and an annual
adjustment of price as required. The contract could
be terminated with 60 days' notice.

This intriguing-and we must say revolutionary-
proposal for overhauling the way commercial insur-
ance is bought and sold was offered by Dean O'Hare,
chairman and chief executive officer of Chubb Corp.
He unveiled this modest proposal at the 30th Interna-
tional Insurance Society Inc. seminar last month (BI,
July 4).

We are indeed intrigued. And it's actually not as
radical as it may appear at first blush. After all, ma-
jor corporations already are negotiating three-year
policies with rolling renewal dates for various cover-
ages, including property insurance (BIl, Oct. 25,
1993).

We hardly expect the commercial insurance busi-
ness-risk managers, brokers or insurers-to imme-
diately embrace this strategy. It is a very different
approach to doing business for an industry that is not
known for welcoming change.

Some risk managers may feel threatened by the
prospect of such long-term relationships with insur-
ers. Too many risk managers measure their own suc-
cess by the results of their annual renewal negotia-
tions. And, too many risk managers who have devel-
oped sophisticated risk financing programs view the
future only in terms of maintaining that program.

What would risk managers, brokers and insurers
do if they didn't have last-minute annual renewals to
worry about? Clearly, there would be more time for
everyone to concentrate on risk identification and
control, loss prevention programs and contingency
planning-the essence of a risk management pro-
gram.

In addition, a long-term relationship with an in-
surer would have to be more than simply monitored.
It would have to be nurtured by all parties, or else the

*11

*WROA, @115, LOOKAT TI\18.._.A FOLI FORESTL

60-day cancellation clause would be invoked more
often than now envisioned.

And what would brokers do without annual renew-
als to justify their keep? They would concentrate on
providing the risk management services their clients
need instead of allowing their worth to be measured
in how well they can browbeat a market down in
price.

And what would insurers do? They would concen-
trate on improving their services, including deliver-
ing accurate contracts on time, offering new loss pre-
vention and claims handling services and spending
more time on new product development.

Brokers, insurers and risk managers also could fo-
cus on eliminating duplication of services to stream-
line the process and reduce costs.

Finally, a long-term relationship between insurer
and client also would emphasize that insurance is in-
deed a professional service and not a commodity.

As Mr. O'Hare pointed out, banking services aren't

subject to annual renewals; perhaps insurance
shouldn't be, either.

Business
Insurance.
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letters

Gun editorial prompts 'semiautomatic’ reaction

To the editor: | agreed with your gen-
erally sensible editorial appearing in
your June 27 issue, which took excep-
tion to the attempts by attorneys, such
as law professor Carl Bogus, to hold
manufacturers of so-called assault
weapons strictly liable for marketing
"unreasonably dangerous products.”

But, | believe two points need correc-
tion.

First, in your editorial you state that
the gunman at the San Francisco law
firm "sprayed bullets at workers for 15
minutes," conjuring up the image of a
weapon like a fully automatic machine
gun dispensing bullets in the manner of
a garden hose.

Semiautomatic firearms, like the one
used by the perpetrator of this terrible
crime, do not "spray" bullets. They are

Business Insurance welcomes let-
ters from its readers. Please keep
your comments as brief as possible.
We reserve the right to edit letters for
clarity or space. We will not publish
unsigned letters. Send your com-
ments to Letters to the Editor, Busi-
ness Insurance, 740 N. Rush St., Chi-
cago, m. 60611-2590.

not machine guns. They fire one shot at
a time. The only difference between a
semiautomatic and a revolver or other
manually repeating firearm (like a
pump-action shotgun) is that the "auto-
matic” mechanism of the semiautomatic
firearm uses the bullet's exhaust gases
to chamber another round. A finger pull
on the trigger must be used for each
shot.

By contrast, fully automatic machine
guns are highly regulated by the federal
government and cannot be obtained
without meeting strict federal require-
ments.

Second, your editorial also stated that
Business Insurance "would like to see
limits on access to semiautomatic as-
sault weapons, which are increasingly
used in illegal drug traffic and violent
crime.”

Your justification for this stand is "the
fact that a significant percentage of
crimes in this country are committed
with guns. . . ." This is a non sequitur.
The fact that guns are used in violent
crimes does not mean that we should all
disarm or disarm ourselves of semiauto-

matic firearms.

And you are wrong about the use of
so-called assault weapons being increas-
ingly used by criminals.

Crusades against so-called assault
weapons deliberately confuse semiauto-
matic civilian firearms with similar-
looking machine guns, which are avail-
able only to the military or according to
strict federal regulations. These cru-
sades also only rarely note that law en-
forcement studies show these classes of
weapons are hardly ever used in crimes.
Most drug dealers do not use semiauto-
matic weapons, in any case; they prefer
fully automatic firearms, the unlicensed
possession of which is already a felony

under federal law.

The perpetrator of the ghastly crime at
the San Francisco law firm could have

committed his crime just as easily with
non-semiautomatic firearms. He could
have killed very efficiently with a knife
or a club.

Unarmed citizens are easy targets for
the criminals among us, and the crimi-
nals know it. We need criminal control,
not gun control. The truth is, armed,
law-abiding citizens pose no threat to
other law-abiding citizens, only to the
criminals among us.

Daniel J. Schultz

Founding Member

The Lawyer's

Second Amendment Society
Plaza del Rey, Calif.
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FACING RISKS TOGETHER

MINET

GLOBAL PARTNERSHIPS FOR MANAGING RISK

Successful partnerships are based on trust,
understanding and mutual goals. @ Minet’s place
among the world’s top insurance brokers and
risk management advisers is the direct result of
our relationships with major corporations, the
professions and the financial services, energy,
construction and technology industries. These
relationships flourish because we provide spe-
cialized knowledge and global resources that
add security and value to risk management
programs. @ Risk managers the world over trust
Minet to take the worry out of managing risk.
Our brokers and risk management advisers
have worked as professionals in the industries

we serve. As a result, we understand the needs
of our clients and know how to solve their
risk management problems—whether it’s with
traditional insurance or with one of our advisory
services such as alternative risk financing, busi-
ness continuity planning or unique solutions to
workers' compensation issues. This sharp focus
on the needs of cur clients has earned us the
reputation as the specialty broker. & We face
the same risks and share the same goal as our
clients—finding a way to provide security in a
complex, risky world. To learn more about
a parmership with Minet or to receive our
brochure, call Nancy Oblinger at 212-782-6195.

Minet

THE SPECIALTY BROKER

Atlanta ® Bermuda ¢ Calgary * Chicago * Houston ® Landon * Los Angeles ® Montreal
New York ® San Francisco ¢ San Jose ® Toronto * And 125 cities worldwide

Minet North America Headquarters ® 1114 Avenue of the Americas ® New Yorx, NY 10036 ¢ 212-782-5000
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Brokers

Continued from page 4
Gallagher's acquiisition and
merger philosophy, though, is
much more conservative. It ac-
quires only a handful of smaller
agencies annually. "You won't see
us do 22 mergers a year and then
have to go and fix two-thirds of
them," Mr. Gallagher explained.

Growing more business

Brokers also are investing in
what they believe are business
growth opportunities both within
and away from their traditional
retail brokerage business.

Lowndes Lambert Chairman
and Chief Executive Richard
Shaw believes that, despite the
soft market, a broker's key func-
tion remains finding the best cov-
erage at the best price.

If an unsta ble mark

"In fact, | believe it will be more
so as the market changes," he said.

Indeed, the percentage of reve-
nues attributable to commercial
retail brokerage business in-
creased or remained stable for 13
of the Top 20 brokers.

In the retail brokerage area,
even the largest alphabet firms see
growth in middle-market ac-
counts.

At J&H, "almost every office has
a separate middle-market depart-
ment, and it continues to be one of
the fastest growing areas in J&H's
P/C and benefits business,” Mr.
Nielsen said.

M&M also continues to develop
a pilot program to speed place-
ments for middle-market clients
by establishing "portfolio" rela-
tionships with insurers that agree
to write books of similar risks and
dedicate underwriters to handle
M&M clients.

Despite the soft market, a broker's key function

remains finding the best coverage at the best

price, says Lowndes Lambert Chairman and Chief

Executive Richard Shaw. 'In fact, | believe it will be

more so as the market changes.’

Middle-market accounts have
given Acordia a leg up in its ascent
in the Top 20 rankings, and it
plans to continue focusing in that
area. "We've got a lot of the mid-
market we haven't conquered yet,"
observed L. Ben Lytle, chairman,
president and chief executive offi-

While Gallagher's business al-
ready is largely built on middle-
market accounts, and the broker
now is trying to attract jumbo ac-
counts, it still is attuned to new

IS putting your
specialty prog ram at ris

f you control a five, ten or fifteen million

dollar book of specialty program business,

you likely have concerns about your market.

Even the largest of companies, for various reasons,
often cancel profitable programs - especially after

catastrophic events.

Also, many major carriers no longer provide
markets for programs under $10 million.

FRONTIER IS PROGRAM DRIVEN

Making markets for specialty programs is our

mission. We're unaffected by catastrophes.

Moveover, we welcome submissions of programs

from five to fifteen million dollars- or those with

that level of potential.

Most important - we have an extensive agency

background and understand what it means when

your program business is threatened by "hit-and-run"

markets.

A STRONG, STABLE MARKET

For a seventh consecutive year, Frontier
(NYSE:FTR) is listed in Forbes (Nov. '93) as one of
the "Best Small Companies in America." With over

$100,000,000 in policyholder surplus, we're rated
"A-" (Excellent) by A.M. Best; "A" (Strong) by
Standard & Poor's for Insurer Claims Paying Ability;
and "A" (Exceptional Financial Stability) by Demo-

tech. Our companies are admitted in 50 states, the

District of Columbia and Puerto Rico.

EXPERIENCED SPECIALTY INSURER

Frontier also has established markets for Social

Services; Dental and Medical Malpractice; Medical
Equipment Dealers; Surety Bonds for Small Contrac-
ton; Fire Protection Contractors; E&O for Title

Agents; White Water Rafting; Exterminators; Excess

Workers' Compensation; Self Insurance Workers'
Compensation Bonds; Excess Medical, Alternate Risk

Physicians - plus many others.

Frontier can help.

middle-market opportunities. Mr.
Gallagher believes that the middle
market will fuel the next spurt of
growth in self-insured plans.

Some brokers-including Minet,
Lowndes Lambert, Poe and 15th-
ranked Hilb Rogal & Hamilton
Co.-also are stressing specializa-
tion.

Compagnie Europeenne de
Courtage d'Assurance et de Reas-
surances, the 18th-largest broker,
targets clients that are the leading
multinational companies in their

et

FRONTIER VALUES YOUR BUSINESS

Choosing Frontier as the market for your spe-

cialty program gives you many advantages:
- You'll profit from our experience. We've had

decades of success in finding and evaluating

niche markets.

You won't be put off by red tape. We listen and
respond. Quick decisions, flexibility, agile posi-
tioning - plus our expertise in creating added

value features - all mean a real competitive

advantage for you.

You'll be supported by a thoroughly expe-
rienced, professional claims division. Fast and

fair, they'll help you retain your credibility dur-

ing the loss adjustment process.

We're driven by specialty business - now and in
the future. That's good news for you. Once we
undertake a program, we stick with it, refine it,

help it grow. And you grow with it!

LETS TALK!

If your specialty program is $5 to $15 million -

and you need direct access to an admitted carrier -

then make your move to the insurance company

that "Makes the Market." Call Frontier at

1-800-836-2100. Ask for Brian Samway, Ext. 551 or
Dennis Hewston, Ext. 212 - or Fax
914-796-1906. You'll find that

stability can be very exciting -and

o
*> -3
re - I a r INSURANCE COMPANY

, Specialty Insurance For Niche Markets

ROCK HILL, NEW YORK 12775-8000

Frontier is rated "A-" by A.M. Best

respective industries.

Many brokers also are attempt-
ing to boost revenues by adding
fee-based services designed for
risk and benefit managers as well
as health care providers. Those
services largely are designed to
take advantage of potential U.S.
health care reforms and the priva-
tization of employee welfare bene-
fits across Europe.

For example, Acordia is finding
growth opportunities in marketing
and administering health plans for
hospitals and health care provid-
ers that want to assume risk and
develop their own plans.

It also says it can develop what
essentially is a 24-hour coverage,
plan that employers can offer
workers in states that allow com-
panies to pull out of the workers
comp system.

Gallagher, which has been run-
ning a pilot 24-hour process pro-
gram for one client for more than a
year, plans to begin marketing the
process soon in California, after it
obtains regulat6ry approval.

RHH hopes to bolster its em-
ployee benefit consulting business
in Europe and the Far East on the
strength of the privatization of
employee welfare plans through-
out those regions.

In addition, RHH Group's Aon
Speciality Group Inc. is forming
Aon Managed Care, an underwrit-
ing management facility that pro-
vides, among other things, capita-
tion coverage for health mainte-
nance organizations.

Ninth-ranked JIB Group P.L.C.
has purchased U.K. employee ben-
efits consultant Reeves Brown to
provide actuarial advice to multi-
national clients with operations
throughout the European Union.

JIB's health care division over
the past 18 months also has fo-
cused on a product that will re-
spond to the changing needs of
managed care organizations under
health reform: a managed care
stop-loss insurance program that
offers relief from catastrophic
losses suffered by members of "in-
tegrated delivery systems" that
provide medical services under
capitation agreements with health
maintenance organizations and in-

Third-ranked Sedgwick Group
P.L.C. last year took a major step
toward its goal of building an
equal split in fee- and commis-
sion-based revenues by acquiring
benefit consultant Noble Lowndes
& Partners Ltd., which ranks
among the world's largest consult-
ants (BI, Dec. 20, 1993).

New frontiers

Brokers also continue to ease
into new corners of the world for
them to drum up business. China ,
and Vietnam are among the most
popular new marketplaces.

In China, M&M and J&H have
opened Beijing offices, and Sedg-
wick and Bain Hogg have opened
Shanghai offices.

"Now that America has given its
blessing to China, we believe that
there will be huge American in-
vestment in that part of the
world," said Sedgwick Chief Ex-
ecutive Sax Riley.

In Vietnam, 14th-ranked Gras
Savoye S.A. and Bain Hogg have
opened offices in Ho Chi Min City
and Hanoi.

Other locations where brokers
have set up shop for the first time
include Beirut, Lebanon-Gras
Savoye; former Soviet republic
Kazakhstan-Sedgwick and A&A;
Turkey-M&M; Kuwait and
Dubai, an emirate in the United

Arab Emirates-Heath.

This story is based on reports b&
Bl sta#members.
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Spotlight report

B ro ke rS that it had successfully melded Fallout has included a major to develop revenues," he said little immediate impact on risk

the operations of Corroon & Black management shakeup The effort continues to suppress managers in the United States,

Corp with the Willis Faber Group Willis Corroon Executive Chair- profits, but not unreasonably so, where Bain Hogg has to focus
Continued fromprevious page after the 1990 merger man Roger Elliott said that un- Mr Christie said And, the re- more on business growth, Chief
losses, and a falling stock price. It found out differently a month derstanding the culture of Cor- structunng has improved client Executive-designate Ron Forrest

A recent $200 million capital in- before it released its surprisingly roon & Black, which was made up satisfaction, he said acknowledges

fu3|on from Amencan Interna- d|sa Q\glntlng first- guarter 1994 of 118 acqwsmons and [mergers, The blgge,, the better Executives with the two brokers
tional Group Inc and the ap- results, howed that oper- has taken a long tune B believe the deal was necessary,

pointment of company turn- ating revenues in North America longer will Willis executlves in The fastest way that manK bro saymg medium- s|zed brokers are
around expert Frank G Zarb as had fallen 83% from the year- London allow the U.S. operations kers believe they can boost their no longer tenable in the global in-
chairman, president and chief ex- earlier pemod and that pretax to act autonomously "We went on revenues is by acquinng other surance marketplace, given the

ecutive officer are two key steps profits fell 10.4% with that for too long," he said brokers. demanding needs of sophisticated
A&A has taken to move out of the The plentiful problems at the Tenth-ranked Minet Group The acquisition of Hogg Group risk managers for bigger, more ge-
shadow of its recent problems brokerage, besides the soft mar- PLC, which reported nearly sta- PLC earher this year by Bain ographically diverse companies

Mr Zarb is closely guarding his ket, can be traced to the Corroon ble revenues is still completing its Clarkson Ltd 's parent, Inchcape Acquisitions continued to fuel
business development plan while & Black operations Sixty staff multiyear evolution into a spe- PLC, created the world's sev- the meteoric growth of eighth-
taking several decisive moves to members from two of the broker's cialty broker, said Chairman and enth-largest broker, Bain Hogg ranked Acordia Inc of Indianapo-
plug the broker's financial drain construction operations jumped to Chief Executive Peter S Christie Group Last year, Bain and Hogg hs, which debuted in the Top 20

But, he vows that A&A producers fourth-ranked Rollins Hudig Hall “We have continued to make were ranked 11th and 12th, re-  rankings only two years ago at

who show any favoritism to AIG Group Inc. last year, which has substantial investments in our spectively. No 14 Acordia has cracked the

will be terminated led to a lawsuit (Bl, June 27), the chosen specialties. A lot of those But, combined revenues 1993 Top 10 on the strength of a 96%
Fifth-ranked Willis Corroon broker's U S West Coast offices investments, particularly in North for the group still plunged 14 2% increase in revenues-the third-

Group PLC, whose revenues have not performed well; and the America, has been hinng people, in US dollars strongest growth rate among the

dropped 3 4% in U S dollars, mis- broker has not retained a suffi- with the expectation that those And, while the new broker will world's largest brokers

takenly believed at year-end 1993 cient amount of business people will take a number of years be a malor U.K force, it will have Acordia's revenues include on a

pro forma basis American Busi-
ness Insurance, which was ac-
quired in 1993, and Pettit-Morry
Co., acquired earlier this year
ABIl was 17th-ranked broker last
H ‘ f year based on 1992 revenues,
while Pettit-Morry ranked No 32

"M among brokers of U S business
The acquisition brought Acor-
‘ 1-- a3 dia closer to its ultimate goal of
I di' . . -.- .3 .- TrEniTia, having an even distribution of
property/casualty insurance,
mm‘l ' health insurance and hfe insur-

iy ! ance business.

25-- Due to the Bain/Hogg and the
Acordia/ABI mergers, lower reve-
nues for former No 20 broker
— Steel Burnll Jones Group P L C.,
and a relatively spunky 7% reve-
nue growth of ItS own, the newly
merged Poe & Brown Inc made its
debut in the Top 20 at No 19, de-
spite some organizational chal-

lenges created by the merger
Chairman Wilham F Poe now

- - YX- 1

—tsi». plans to double prohts within five
years through acquisitions and or-
game growth

N ) Meanwhile, executives at 16th-
- 1 1' # . ranked Lowndes Lambert Group
6"r..1.- Holdings PLC. and 20th-ranked

i Groupe Le Blanc de Nicolay-

==, — perched on their respective moun-

- tains of capital-say they are

- --= ready to swoop down on poten-
tially big acquisition targets

Continued on page 6

=2

1993
Broker revenue growth

1. Sedgwick Group 18.2%

2. Lowndes Lambert 16.8 =

Some producers struggle with their competition on Truck Physical Damage business Ifyou are one of those producers, 3. Willis Corroon 134
it's probably because you've never discussed the subject with United National Group.

We are now offering innovative and competitive underwriting on Truck Physical Damage risks via an open-minded
approach to structuring deductibles United National seeks medium and large fleets, and we will consider virtually all 5. CECAR 11.e
commodities, including high hazard materials This program is approved for surplus lines nationally 6. C.E. Heath 11.0

At United National Group - one of the largest surplus lines insurers m America - truck physical damage is a hot
topic, and our underwnters are prepared to help get your risks written Mthout delay Our companies are resourceful,
flexible, and inventive. and when it comes to writing Truck Physical Damage, we never say never

United National Group Wise enough to listen, strong enough to act 9. Acordia 9.6

4. JIB Group 13.2

7. Rollins Hudig Hall 10.3

8. Arthur J. Gallagher 9.9

10. Jauch & Huebener 9.4

Never say never.

12. Marsh & McLennan 75

united 1s
B national

. Poe & Brown 7.0

14. Gras Savoye 5.1

g rou p 15. Johnson & Higgins 4.5
The open malket for unique lisks and *eczaty programs 16. Bain Hogg Group o8
17. Hilb, Rogal & Hamilton O.4
United National Insurance Company Diamond State Insurance Company Hallmark Insurance Company

i 18. Minet Group Yo
Three Bala Plaza, East, Suite 300, Bala Cynwyd, PA 19004 (610) 664-1500

19. Alexander & Alexander

United National Group Companies rated A+, VIII by A M Best, eligible for surplus lines m 50 states, and admitted in 37 states 20. ABN-AMRO »
United National Insurance Company's policyholders' surplus is $155,200,000 1 Blestimate, acquisitions included on & pro
basis 2 Fiscal year ends 3/31

GRAPHIC BY KI
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1993

Company U S revenues Company U S revenues Company U.S revenues
-'1 -Marsh & McLennan,Cos inc - 9 -» $1*7,650001 2_31-Kornrelch Insurance Services $19,510,0[10 __-69-Ref!l?nd & Associates $11,499,900
2 Rollins Hudig Hall Group Inc 855,000,000 36 Tanenbaum-Harber Co Inc 19,404,000 70 The James B Oswald Co 11_,400,(‘)00 -
3 Johnson & Higgins 781,114,000 _ 37_LAndrelm & Co 18,§§9,090 71 Haas & Wilkerson Insurance 11 398,282-
4 Alexander & Alexander Services in: 727,147,200 38 J Smith Lanier & Co Inc 18,609,396 72 Van Beurden Insurance Services Inc 11,179,967
5 _Willis Corroon Group Pl ¢ 634,200,0002 _39 _ Alburger Basso deGrosz__ 18,400,000 - 73 _ Insurance & Risk Managemert_ 11,169,000
6 Sedgwick Group P LC 571,599,6182 40 Healthgare Insurance Services Inc 18,224,815 74 Anderson & Anderson Insurance Brokers Inc 11,130,000 -
7 Acordia Inc 364,719,442 1 41 Meeker.Sharkey Financial Group Inc 18,200,000 75 Allied Coveragforp 11,000,000
8 Arthur J Gallagher & Co 285,896,700 42 Rebsamen Insurance Inc 17,811,270 76 TEPilgnm Organizati;n_ 10,289,106
9_MinetGroupPLC. 178,798,000 _ _ 43 -The Cal-Surance Cos 17,27,492 - . 77 Hylant-MacLean Group 10@0,000
10 JIBGroup PLC 173,481,0002 44 Holmes, Murphy & Associates Inc 717,206,387 78 Dann-Broihersm6 10,201,000
11 Him, Rogal & Hamilton Co 133,604,295 _ 4LNIA Ltd /National Insurance Associates 17,170,040_ 79 Thomas E Wood Inc 10,1g,000
12 Poe & Brown Inc 95,570,000 46 Calco Insurance Brokers & Agents Inc 16,909,200 80 The Loomis Co 10,149,000_
_13 _Bain H6gg,Group 81,492,9351,2 - 47 _Cannon Cochran Management Services Inc 16,®9,000 31 Ggw & Hanna Inc 10.138.000
14 Norwest Insurance Inc 56,500,000 48 Roanoke Brokerage Services Inc 16,102,000 82 Bolton/RGV Insurance Brokers 10,.100,(;00 N
15 Kaye Insurance Associates L P Z ---- - 51,41,090- - 49-_Insurance Management Associates Inc 15.68,09[| __83_LaGere & Wallingstick Insurance Agsy Inc 9,8§0,709
16 Lockton Cos Inc 49,039,200 50 Underwriters Financial Group Inc 15,255,000 g4 Berwanger Overmyer Assogiates 9,837,137
117 McGriff, Seibels & Williams Inc - 44,229,282_ _ 51. Mes,row Insurance Services Inc. 14,293,990 85 MLW Services Inc 9,1,800
18 Lawrence Agency Corp 44,631,535 52 Hastings-Tapley Insurance Agency Inc 14,043,900 86 Robertson-Ryan & Associates Inc 9,327,081
19 Near North Insurance Brokerage Trc 44,500,000_ 1--53 Van Gilder Insurance Corp 13,860,000 87 McCay Cérp 9,214,531
-20 Frank Crystal & Co Inc 35,256*0 54 The Graham Co 13,320,880 - -88-An66 Sp 9,015,600
21 Frenkel & Co Inc - 33,400,800 55 The BGS&G Cos 13,120,447 89 Richard N Goldman & Co 9,000,000
22 John L Wortham & Son LLP 31,211,000 56 Saldana & Associates Inc 13,006,006- -90-Mahoney &Wright Insurance Agency Inc 8,966,600
23_Keenan & Associates 31,200,000_ _57_8WD Group Ltd 12.713.324 91 Clair Odell Group 8,850,003
24 K&K Insurance Group Inc 29,707,572 58 Anco Insyrance Managers Inc 12,683,241 92 Lawley Service Inc 8799215
-2LC E Heath PL C 29,051,4752,3 _59 _The Daniel & Henry.Co 12,628,000. 93 - Waterheld Insurance Ageflcy IR 8.717.650--
26 Lowndes Lambert Group Holdings PLC 25,062,1632.3 60 The McElroy-Minister Co 12,575,717 94 Starkweather & Shepley Inc 8:600,600
27 Marshall & Sterling Inc v 24,938,189 61 Kelter-Thorner Inc 12,389,000 95 Wharton/Lyon & Lyon 8,565,000
28 Kalvin-Miller International Inc 24,250,000 62 Parker, Smith & Feek Inc 12.214,666- -96-RWP-GE, D-- 8,300,000
29_Palmer & Cay Carswell Inc- -' -i 23,284,646 _63_WRIMS Corp 12,063,341 The Simkiss Cos 8,300,000
30 Hobbs Group Inc 23,001,400 -64 R C Knox & Co Inc 12,038,382 98 The Mathog & Moniello Cos Inc . 8,212,000 B
131 -Robert F Driver rn Inr 22,968 000 65._John Burnham A rn 11,577,720_ _99 _Lovitt & Tourhp 8 200,000
32 Meadowbrook Insurance Group 22,544,449 66 Cameron M Harris & Co 11,576,334 Posse-Walsh Inc 8,200,000
33 American Phoenix Corp 22,165,660 67 Steel Burrill Jones Group PL C 11,550,005
34 Timberline Insurance Managers Ine 20,217,462 68 Henderson & Phillips Insurance 11,500,665 Total $7,972,647,029

GRAPHIC BY KIM ROME

By DAVE LENCKUS age unit of top-ranked Marsh &

MelLennan Cos Inc, which re-
poned a 75% revenue increase
last year

However, "we certainly don't
see 1994 as a year that we can

he dog days of the long, hot

property/casualty insurance
market continue to meilt

Brokers' revenue growth
iINn 1993

away revenue growth for the

world's 20 largest insurance bro- SIOWS to a Crawl

Even a stream of acquisitions

open up our belts," he said
In addition to lower rates, some

and new products and services
could not cool off a dismal growth

A further breakdown of the bro-

trend The brokers that make uP kers' results does not unveil many
the Business Insurance Top 20 re- bright spots

ported that gross revenues grew a

While revenue growth for nine

strikin Iy$meaqer 23% in dollar of the Top 20 brokers last year ex-

terms To $12 billion in 1993 from

ceeded the average growth rate,

nearly $11 74 billion a year ear- revenues fell for eight of the Top

The 1993 growth rate is the sec-

20
In none of the previous 22 rank-

ond-lowest increase mustered by ings did as many top brokers re-

either the top world or U S bro-
kers since the rankings began in
1972

It is the sixth weak showing of
the past seven years, and results

port reduced revenues
Forty-four of the other brokers
listed this year reported reduced

In addition, despite the reorga-

in the lone strong year-1990- nization, expense-cutting and
were artificially buoyed by a business-expansion efforts by

weak U S dollar

many of the world's largest bro-

Only in 1983's soft market, kers, revenues per employee for
when the Top 20 U S brokers the group fell for the first time

were ranked, was the growth rate
lower 21%

other brokers listed in this year's Revenues per employee slipped To brokers' advantage, insur- Arthur J Gallagher
directory, revenues grew about

since that statistic was noted in

Leading firms
seek a boost

from buyouts,

new products,

firmer rates

brokers-especially in Europ-
. . . may be battling shrinking com-
Presland, chief executive for missions from insurers, which are
12th-ranked CE Heath PLC, trying to cut their costs
which reported a 14% drop in™"A 5% cut in commission was
revenues mus dollars . . the rule” wit_h El_.lropean insurers,
"It seems that, lemming-like, many of which increased rates
they (insurers) are plunging down last year, said Hans Bosman, se-
aravine," he said "And, the num- mor vp and director of commer-
ber of policies you have to broker cial lines brokerage for 17th-
Just to stand still’is high * ranked ABN-AMRO Verzekerin-
In addition. while rates are gen BV, whose revenues tumbled
climbing for property catastrophe 27 6% in U S dollars
coverage, new capital could trun-
cate that trend, said Richard A is extreme, said Christian Dahms,

Nielsen, tpre3|dent_and chief oper- a partner with 13th-ranked bro-
ating officer of sixth-ranked ker Jauch & Huebener KGaA
Johnson & Higgins, which re- "With reinsurers reducing their
ported a 45% increase in reve- commission and primary insurers
nues last year ) theirs, it ultimately gets back to

But, there's no point to brokers the broker It's def?nltely a big

wringing their hands over rEarke roblem, and, we expect the trend
conditions, according to J Patnck to continue

Pressure on broker commissions

the report on U S brokers' 1975 expect that period of history to re- Gallagher, president and chief op- However, Mr Gallagher said
But, among the more than 230 results

peat anytime soon

erating officer of 11th-ranked that insurers will "pay extra"
& Co, which commission points to a broker

08% among the Top 20 to ance rates have begun fifrming reported the second-strongest that brings them a major block of

$100,352 on average last year somewhat outside of the Umted revenue increase-9 9%- among
France the Top 20

Coincidentally, the key forces from $101,194 in 1992, with 11 of
that had battered the Top 20 bro- 20 brokers reporting decreases

For the other brokers listed this this year against some foreign market 1986 is a long ways Some brokers also are coping

kers' revenues a decade earlier

were again at work in 1993

commission revenues

*he results from all brokers' for-

\,into new foreign markets
nce Bus:ness Insurance began

er mark of 4 5% in 1992

States, particularly in

And, the dollar has slumped so far

=T . year, revenues per employee grew currencies
- Stiff insurer rate competition, about 4% to $96, 115 on average

which helped risk managers con- from $92,454

trol costs but reined in brokers' In addition, low interest rates onset of the hardest property/ea- Broker executives believe they years that were intended to spur

prevented investment income sualty insurance market ever
A strong dollar against for- from helping the Top 20 brokers' Unhke the dog days of summer, though perhaps revenues cannot Second-ranked Alexander & Al-

e.gn currencies, which hurt the profit picture Sixteen of the Top which end when the Dog Star no be beefed up to the extent they exander Services Inc, which re-

results of non-U S brokers and 20 brokers last year reported longer rises and sets with the sun, were dur.ng the mid-1980s mar- ported a 2% revenue drop, is at-

lower or static investment income indications are that competit_ve ket crunch

rates for most U S risks will be

No help from the market

rankings began, brokers cannot "It's crazy,"” lamented Peter MeLennan Inc, the retail broker-

business

Working out the bugs

"We just have to deal with the

away," he said, refemng to the fi- with Individual problems stem-

But, the 1984 revenue resur- nal year of the last hard market ming from malor organizational

gence was primarily fueled by the "This is how the market is now " shakeups and mergers in recent

can succeed in this soft market, growth

tempting to nght itself following
"l think our outlook IS that we a lengthy period of turbulence

around for the foreseeable future should be able to grow at at least A&A has been beset with three
ang the world's largest bro- While b rokers' revenues re - Indeed, with a few exceptions, the 1993 pace" with the help of consecutive years of restructuring
five years ago, the 1993 reve- bounded strongly in 1984, the 1994 is shaping up as an even bet- new business production and cost efforts as well as management
growth rate is the lowest It is year after they reported their low- ter market for U S risk managers controls, said John T Sinnott, a changes, looming liabilities from
-ly half of the previous low- est revenue growth since the than last year was (BI, July 4)

co-chief executive with Marsh & discontinued operations, financial
Cont,nued on next page
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= for pollution and to)an control was $2 8 erature and consensus as to what's proper ) )
P reve n tl O n milhon. Given the age group of your people, some Bi Insurance index
Harvard's Ms Tengs said the study's hnd- won't need mammograms or pap smears ev-
Continued from page 2 ings do not condemn workplace safety pro- ery year, she said. o900
counseling were all found to be relatively grams and pollution control efforts as a Anne Hunt, wellness director with Hag-
cost-efficient measures Each costs $6,000 waste of money, but instead show that there gar Apparel Co. in Dallas, praised the study s70
or less per year of life saved, according to are other more cost-effective ways to save for its usefulness in helping employers real-
the study hves. ize that wellness programs are cost-effec-
Other preventive measures, including use "We're simply trying to show that there tive
of high blood pressure medicine, universal are cheaper methods available and there IS "It's difficult to obtain figures on how
breast cancer screemng and kidney trans- an argument for changing," she said successful these programs are At confer-
plants, all cost from $15,000 to $19,000 per Within the category of health care inter- ences across the country I've run into com- °

year of life saved

screening and prevention, umversal pros-

ventions, cost-effectiveness ratios vaned pames on the verge of doing prenatal care,
On the other hand, measures like AIDS greatly.
The study finds that the meehan cost for a that there w111 be a cost benefit," she

but they won't commit to it without proof

tate cancer screemng, natural disaster pre- hfe year saved by programs aimed at said

paredness, school bus safety and asbestos thwarting pulmonary disease iS $12.000, Haggar has a sophisticated prenatal care
control all have very low cost-effectiveness compared with $14,000 for heart disease; and education program that has produced
ratios, primarily because the impact of such $23,000 for AIDS, $38,000 for kidney dis- significant cost savings for the company

broad interventions is felt by only a few, the
study says.

"Preventive measures, specifically occu-
pational and environmental safety, attempt
to prevent trauma before It OCCUrS But re-
sources are spent on a public without know-
ing who may be hurt," said Tammy Tengs,
lead author of the study

"This study exemphfies how, under our
current system, some lives are being saved
at extraordinary expenses while we're let-
ting others go cheaply It demonstrates the

imbalance that ensts between money spent ease, and $750,000 for cancer

on simple health intervention and vanous

'Some lives arebeing saved at
extraordinary expenses while

we're lettingothers go

cheaply,' says Harvard's
Richard Zeckhauser.

The study's authors warn that the accu- ness of people to spend whatever it takes to
environmental and industry efforts that racy of their findings is limited by the accu- save hves

have limited results,” said Richard Zeck- racy of data available, but say it's one of the "It's very difficult to put real dollar val-
hauser, a professor of political economy at most complete studies of its kind to date ues on human life It has become a neces-

Ms Hunt said between 1991 and 1992, the

company saved more than $400,000 on its Base= 100 on Dec 29,1978

pregnancy-related expenditures despite Source Nor®y 'ntemational Inc.

seeing 40 more births among its workforce

(Bl, Apnl 25) "I don't doubt for a minute Insurance stocks rose last week, as the

the findings of this study in terms of prena- Business insurance Index gained 13.3 points

tal care and early childhood immunizations to 946.3 July 15 from 933.0 on July 8. Advanc-

having positive effects " ing issues for the week were led by: EMPHE-
However, a medical director with a large SYS Financial Group, up 9.4%; Navigators

corporation said that while studies hke this Group, up 9.4%; and Penn-America Group, up

do help people focus on relative costs, one 9.1%. Declining issues for the week followed:

cannot lose sight of the value most Ameri- Harleysville Group, down 5.7%; Phoenix Re

cans place on human life and the willing- Corp., down 4 496 and EMC Insurance Group,

'ddwn 3 Thé most active issue was Travel’
ers Corp., 5.6 million shares traded. The 8/ in-
dex rose 1.4%; the Dow Jones 30 Industrials

rose 1.2%; the NYSE Composite gained 1.2%;
and the Standard & Poor's 500 increased 1.0%.

Harvard University's John F. Kennedy and should help guide employers and health san, evil in the corporate world, but as a

care policymakers in allocating limited re- country we value life and human worth,"
The information used in the Harvard sources

School of Government

study was gathered primanly from govern-

ment sources, health care data bases, text- wellness-oriented and preventive programs Minneapohs. "To say that you're not going

said Dr James Craig, director of health and British Issues

The study's findings affirm the value of human services with General Mills Inc. in

books and other studies The study's au- offered by employers
thors analyzed approximately 1,200 docu- "In the late 1970$ and early 1980s we had got a higher cost per life saved than some- Gen,Accident 563 11434*60 569-555
ments in order to provide cost/beneflt ratios terrific wellness and prevention programs, thing else is wronglf youlookatthe Misms- Gdn Royal Exch 175 113 95 54 176-173

for 587 interventions in three categories but with downsizing they were the first to sippi River last summer "
medicine, inJury prevention and pollution go because with the absence of data, we "You can't expose people to vmyl chloride

control

Medical interventions scored best in and hves," said Virginia Proestakes, man- tion efforts) per hfe saved 15 $1 6 milhon,"
ager-managed care programs with South- Mr Craig said

« The average cost per year of life saved ern New England Telephone Co in New life Second, society wouldn't understand a CE Heath
for a medicine-based intervention was Haven, Conn

terms of their cost/benefit ratios

$19,000

July 14 Price P/E- Div * Yield 1 week

CompanieS pence pence 96 high-tow

'
to prepare for natural disasters because it's Comml Union 533 171 31 7 568 538-515

247 80 104 42 247-247
Royal 249 108 90 38 249-236
Sun Alliance 312 140 184 59 312-295

Independent

couldn't prove that they were saving money just because the cost (of exposure preven-

But with studies hke this in hand, corpo- 1ng atmosphere for its employees. Third,
» The average cost per year of life saved rate benefits professionals have a better OSHA mandates what we do in terms of
for iniury prevention measures was $48,000 Idea of how to craft programs that will gain safety, and fourth, the high costs of disabil-

These measures include all workplace upper management's support

safety programs, transportation rules and
consumer products protection.

Brokers

103 116 62 67 107-103
145 113 92 62 149-145
30 108 200 66 313-301
company that doesn't provide a safe work- JIB Group 128 112 91 73 140-128
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For one reason, you value
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"We pay for prenatal care, pap smears ployee morale would show up m numbers Steel Brl Jones 119 NIM 11: 95 119-119

and mammograms, but this type of data far exceeding the costs shown in this
» The average cost per year of life saved shows that you should do it based on the ht- study.”

Willis Corroon 132 123 83 62 142-134

Source Philip Olsen, London ' Actual 1993 figures
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Implants

Continued from page 2

attorney at LeBoef, Lamb, Leiby &
MacRae in Los Angeles, who is de-
fending some of the insurers in the
coverage actions.

Also frustrating the negotiations
is the fact that all three of the ma-
jor defendants are still sparring
with their insurers over coverage to
fund the settlement and opt-out lit-
igation.

In fact, at least one of the defen-
dants-Dow Corning Corp.-tried
to persuade Judge Pointer, who is
overseeing the multidistrict litiga-
tion consolidated earlier this year
in Alabama, to force its insurers
into the settlement.

The universe of potential plain-
tiffs was still unknown as of last
week, when members of the plain-
tiffs' steering committee that nego-
tiated the global settlement counted
the initial opt-outs during a hearing

in Denver.

INn addition to the more than
60,000 federal cases being consoli-
dated under the multidistrict litiga-
tion overseen by Judge Pointer, per-
haps thousands of individual cases
also am pending in numerous state
courts throughout the United States
and Canada.

Some state trial judges have de-
clined to adopt the MDL court's
guidelines and have refused to con-
solidate any breast implant cases,

Auto claims

Continued from page 2

ident Clinton's Health Securities
Act, mandatory auto insurer reim-
bursement of health plans would
save the federal government $16.73
billion from 1996 to 2000, employ-
ers $14.28 billion over that five-
year period and state governments
$5.02 billion.

"We've long felt that our issue-
the duplication of payments as it
relates to auto insurance-is sort of
a common sense issue,” a State
Farm spokeswoman said. Ideally,
"the accident victim receives total
payment for the injury, plus any-
thing that goes with it-pain and
suffering, but that's all. They only
get paid once."

A provision along the lines of
State Farm's proposal has been in-
cluded in the Senate Finance Com-
mittee’'s health care reform
markup, the spokeswoman said.

"l think the reason it's in there is
that not only is it a common sense
issue, but the Lewin-VHI study
also shows it can save these levels
of money as well," she said.

While lobbying for the provision
on Capitol Hill, "there never was
anyone who didn't agree with us,"
the State Farm spokeswoman said.
"It's too logical."

States with no-fault automobile
insurance already see a fair
amount of coordination between
auto and health insurers, the report
suggests. In those states, private
health insurance payments are off-
set with auto insurance medical
payments.

In states where that coordination
already exists, the potential for ad-
ditional savings from the State
Farm proposal may be limited, the
report concedes.

In states with traditional fault-
based systems, though, coordina-
tion among different payers rarely
exists, forcing many health insur-
ers to adopt a "pay-and-chase"
strategy, the report claims. The
health insurers pay claims up
front, then try to recover from auto
insurers later.

However, the pay-and-chase ap-
proach is frequently ineffective for
several reasons, including the costs

even for purposes of discovery, ac-
cording to Peter Kalis, an attorney
with Kirkpatrick & Lockhart in
Pittsburgh, who spoke on the sub-
ject at a recent American Bar Assn.
meeting.

However, the intention of the
global settlement is to eventually
consolidate these state court cases
as well, according to Dow Corning's
Mr. Rich. "That's why it's called a
'global’ settlement,” he explained.

Of the women who have chosen
to opt out of the settlement, about
half are fomign. Two-thirds of the
litigants filed their cases in Texas,
where two of the largest damage
awards so far have been awarded.

Texas was likely chosen "because
of the size of the verdicts there,"
said Barrie Zoeller, an attorney
with Larson & Burham in Oakland,
Calif., who represents physician de-
fendants in implant suits.

Indeed, statistics compiled by
Jury Verdict Research Inc., an inde-
pendent research company, suggest
that while Harris County, Texas,
lags behind the national rate of
pro-plaintiff judgments, the size of
awards there tends to be higher
than the national average.

While such forum-shopping is
unlawful for U.S. plaintiffs, foreign
plaintiffs can sue U.S. companies in
any domestic jurisdiction in which
the companies do business, Mr.
Zoeller explained. At least 2,500 of
the Texas suits were filed by Aus-
tralian women.

and difficulties of dispute resolu-
tion.

Some private policies in tradi-
tional auto insurance states require
that individuals injured in auto ac-
cidents transfer their right to auto
insurance medical payments to
their health insurer. Some states,
though, then restrict or prohibit
health insurers from collecting re-
imbursement from auto insurance
payments.

What's more, even among no-
fault states, health insurer offset
laws vary widely, the State Farm
spokeswoman said.

Because of the variety of ways

There should not be

duplication of
coverage,' says
Sharon Cook

of Amway Corp.

auto-health insurance is coordi-
nated from state to state, State
Farm is pushing to have the issue
addressed at the federal level.

The duplication of coverage issue
is a growing concern among em-
ployers, said Sharon Cook, senior
manager-employee benefits for
Amway Corp. in Ada, Mich.

"There should not be duplication
of coverage,” Ms. Cook said.
"There really is a philosophical is-
sue of whether an auto policy
should always be primary and an
employer secondary."

Michigan is a no-fault auto in-
surance state, "so what you find in
Michigan is that most health plans
already coordinate in some way
with auto coverage," she said.

Larger employers that self-insure
their health plans often stipulate a
secondary or exclusionary ap-
proach to paying claims for auto
injury treatment, which forces the
auto insurer to be the primary
payer, Ms. Cook said.

Amway, however, doesn't take
that approach. Its employees elect
whether their auto insurance will
provide primary or secondary cov-

erage for medical costs arising
from auto accidents.

The largest damage award to date
was a $27.9 million jury verdict to
three Texas women who asserted
that leaking silicone caused various
nervous system and immune system
disorders before they were removed
in 1992.

That verdict was apportioned
among three companies:

« St. Paul, Minn.-based Minne-
sota Mining & Manufacturing Corp.
was assessed $14 million in punitive
dannages.

* McGhan Medical Corp., a Las
Vegas concern that acquired 3M's
implant business in 1984, and its
parent company, Inamed, were to-
gether assessed $12.9 million in
compensatory damages and $1 mil-
lion in punitive damages.

Bristol-Meyers Squibb Co. cur-
rently is appealing a $27 million
jury award to a Houston woman
who developed an autoimmune sys-
tem disease after her silicone gel
breast implants ruptured (BI, Jan.
4, 1993). That award included $20
million in punitive damages.

While all of the breast implant
manufacturers have sued their in-
surers to recoup these costs, so far
only Dow Corning has been suc-
cessful in obtaining defense costs.

A Michigan state court judge has
given Dow Corning's insurers until
Aug. 2 to pay defense costs in the
implant litigation (BI, April 18).

Dow Corning is suing 73 of its li-

ability insurers in litigation that
was consolidated last October in

There's an incentive in that ar-

rangement for Amway employees
to designate their auto insurer as
the secondary payer-lower auto
insurance pmmiums. Consequently
Amway is effectively the primary
payer on its employees' auto injury
medical claims.

Robert L. Bonin, manager of
benefits administration for First
Chicago Corp. in Chicago, also sees
merit in an arrangement that
would eliminate duplicate claims
payments.

"Historically, we've taken a posi-
tion that any kind of private policy
a person pays for, they're entitled
to keep the proceeds of that pol-
icy,” Mr. Bonin said. "But as
health care becomes a larger and
larger expense, it would be some-
thing we would look at again."

Such a measure would be partic-
ularly appealing to a company like
First Chicago, Mr. Bonin said, be-
cause in addition to health care
benefits, First Chicago offers em-
ployees a payroll deduction auto
insurance plan.

First Chicago won't take a uni-
lateral step toward coordinating its
employees' health and auto pay-
ments, however. It prefers such ac-
tion to be enacted in a broad fash-
ion, such as State Farm proposes,
so the bank's sponsored auto insur-
ance plan won't be put at a disad-
vantage with other auto insurance
plans, the benefits manager said.

Besides reducing health insur-
ance costs, the State Farm proposal
likely would result in savings to
automobile insurers and their poli-
cyholders, the report suggests, be-
cause it would help prevent cost
shifting.

It also could help reduce medical
overpayments by automobile insur-
ance, which now often occur be-
cause auto insurers have little abil-
ity to monitor treatment and man-
age care.

Even if health insurers recover
reimbursement from auto insurers
in all possible cases, however, those
reimbursements won't fully cover
their auto-injury-related costs, the
report notes, because health insur-
ers still would have to pay treat-
ment costs exceeding automobile
coverage limits or in cases when no

auto insurer is liable. im’

Wayne County Court in Michigan
(BI, July 12, 1993). A July 15, 1995,
trial date has been set.

Dow Corning disclosed last year
that it had $250 million in claims-
made commercial general liability
coverage to respond to the breast
implant claims (Bl, March 9, 1992).
However, that was the company's
coverage in 1992 alone, and the
lawsuits assert that multiple years'
coverage should respond.

Because Dow Corning is paying
the largest chunk of the global set-
tlement-$2 billion-in addition to
defending individual suits, the com-
pany tried to draw its insurers into
the global settlement in a motion
filed in federal court in Alabama
last April.

Dow Corning's lawyers were con-
cerned that unless the insurers were
included in the discussions, they
might not be able to trigger their
reinsurance, explained Scott Ad-

ams, a member of Dow Coming's
in-house counsel.

This concern is based on a 1991
London High Court ruling that re-
insurers have no legal obligation to
pay cedants' claims for asbestos
payments made under the Welling-
ton Agreement, despite a "follow
the settlement” clause in the rein-
surance contract (Bl, July 22, 1991;
July 15, 1991).

However, U.S. District Judge
Pointer denied that motion, instead
inviting Dow Corning's insurers
and reinsurers to "voluntarily" join

Ohio workers

the global settlement proceedings.

"l suggest they be given.. .notice
of the hearing and of their opportu-
nity to participate and make their
point 1cnown," the judge said.

Other coverage actions filed by
Baxter in California and Bristol-
Meyers-Squibb in Texas and New
York are in the discovery stages.

Santa Barbara, Calif.-based Men-
tor Corp., which sued its insurers to
recoup the cost of a $25.8 million
limited-fund settlement reached
last year, has settled with its 11 lia-
bility insurers for an undisclosed
sum, sources close to the negotia-
tions say.

The storm of publicity over im-
plant safety put pressure on the
U.S. Food and Drug Administration
in 1992 to place a moratorium on
silicone breast implants, which
prompted manufacturers to volun-
tarily stop selling the devices (BI,
Jan. 13, 1992).

However, a recent study con-
ducted by the University of Michi-
gan's School of Public Health found
no link between implants and scle-
roderma, a rare autoimmune con-
nective tissue disease. The research-
ers did, however, find possible asso-
ciations with certain occupations
and solvent exposures, family his-
tory of other autoimmune connee-
tive tissue diseases and other fac-
tors that they concluded needed
further evaluation. Implant makers
are expected to cite the study in
their defense of implant claims. |

comp bill dies

in fight over managed care

COLUMBUS, Ohio-A bill de-
signed to clarify a 1993 workers
compensation reform law died last
week after business executives and
state otficials could not agree on
who should provide managed care
services for workers comp claims
handled by the Ohio Bureau of
Workers Compensation, the state's
exclusive fund.

Business executives wanted pri-
vate contractors, whom they con-
sider more competent, to provide
managed care services for bureau-

handled claims for the next three

years, said spokesmen for the Ohio
Manufacturers' Assn. and the Na-

tional Federation of Independent
Business.

The bureau, however, wanted to
continue providing the managed
care services, a bureau spokes-
woman said. The bureau has been
using managed care strategies for
several years, including fee sched-
ules for medical services and dura-
ble equipment, negotiated rates for
inpatient and outpatient care,
preauthorization of inpatient admis-
sions and case management.

Such strategies saved more than
$88 miillion in medical expenses in
1993, the bureau said in a state-
ment.

Negotiations between the business
and bureau representatives broke
off last week during a meeting of
the House's Commerce and Labor
Committee on the corrective bill,
sS.B. 212.

The impasse also killed a sideline
agreement between business and the
AFL-CIO that would have added
several clarifications to the reform
bill, such as allowing non4awyers to
represent workers in the evidence-

gathering portion of a disputed
claim.

The AFIrClO earlier cited the
proposed sideline agreement as a
reason why it withdrew support for
a petition drive to place a referen-
dum on the November ballot to
overturn the 1993 reform law (BI,
April 18).

However, a spokesman for the
NFIB said labor's challenge was
doomed anyway because of a lack of
public support.

-By Meg Fletcher

Chubb, policyholder dispute
coverage in $26-8 million award

AUSTIN, Texas-Chubb Corp. is
disputing how much coverage it may
owe a Texas computer chip maker
that recently was hit with a $26.75
million judgment for stealing trade
secmts from another computer in-
ventor and libeling the inventor's
firm, the inventor's attorney says.

A Travis County District Court
jury ruled last month that Microelec-
tronics & Computer Technology
Corp. conspimd with the inventor's
former partner to steal trade secrets
and then distributed libelous infor-
mation to make it look as if the op-
posite were true. The jury awarded
Carmen Burns and his firm, Staktek
Corp., $26.75 nlillion in compensa-
tory and punitive damages.

While MCrC, which was insured
from 1992 through this year by three
units of Chubb Corp., is pondering
post-trial motions to get the verdict
turned aside or reduced, the com-

pany is insisting that Chubb indem-
nify it for the full award if it stands,
said David Donaldson, of George
Donaldson & Ford, which represents
Mr. Burns. Chubb is disputing what
portions of the award it should pay.

The three Dallas-based units are
Chubb Lloyds Insurance Co. of
Texas, Texas Pacific Indemnity Co.
and Vigilant Insurance Co. In the
pertinent policy years, 1992-1994,
Chubb l.loyds and Vigilant wrote
primary layers for MCIC, while
Texas Pacific wrote excess insur-
ance. A Chubb spokeswoman would
not comment on the ruling.

The jury awarded Staktek $10
million for diminished' earning ca-
pacity and $12 million for libel. It
also awarded $3.75 million for defa-
mation, lost income and pain and
anguish. The jury then added $1 mil-
lion in punitive damages.

-By Michael Schachner



THEN WAS THEN. NOW IS NOW.
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The world we once lived in was a
simple one, built with hammers and nails
of abundant natural materials.

Today’s is a high-tech, high-speed
world, in which competition is relentless,
costs are running out of control, financ-
ing is tight, and challenges to the environ-
ment are creating new pressures on every
one of us.

May we suggest to you the services
of Hogg Robinson, Inc.: an international
insurance brokerage and consulting orga-
nization with a record of delivering
bright, imaginative solutions to problems
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that are unique to these times.

With a special focus on a number
of key industries, we’re partners to our
clients, committed to understanding their
business, listening to their concerns, and
keeping open minds. Those industries

include construction, retail, utilities,
associations, international finance and
credit, manufacturing, hospitality and
transportation.

As the U.S. subsidiary of
London’s Hogg Group PLC, with offices
in 50 countries, our international
strength is considerable. As one of North
America’s largest commercial brokerage
firms, with some 40 offices throughout
the United States, our management and
resources are located strategically close to
our markets, accessible to our clients.

We invite you to get to know
Hogg Robinson. Write or call us at
800 Boylston Street,
Boston, MA 02199.
Phone: 617-236-8200.

SOLUTIONS FOR THE WORLD WE LIVE IN.




Each gear, ir, late October, Canada Geese sense tile onset of
winter ancl her,in Their seasoral migration soutmoard. This journey

tairs some of-the ge:se over 2,000,rides ir, se.lrch ojt/,e warm
marslies th,it Dill sustain them througlt the winter.

\now;ng Tkat Change is Coming Is One Th;ng.
Doing Someth;ng About Itls Another.

Reacting to change as it Lappens isn't enougli. To survive and flourisli, tlie
successful company must be able to see chnangge coming and be ready to deal witli it.

At Mutual of Omaha, we recognize tliat cliange is inevitable - and rapid.
Tliat's wliy we help benefits managers manage their clianging environments witll
comprellensive reporting and fast, efficient claims processing. Our leadership in
manag¢ing costs includes tlle spectrum of managed care products ... available ... o
experience-rated, minimum premium, or administrative services only basis. Benefits
manaers can cllocse tile options tliat best meet tlieir changing needs.

We offer customized, individualized programs and
administrative support tliat help our glroup clients prepare for EL -1-3/
and deal witll cliange - not just react to it. /a1/ip’

Fincl out wllat tlize Mutual of Omaha Companies

: M[IT[li]LsiOmi]Hi]
Group Operation can offer your company. Compilnles

Call Patric]2 Moescliler, 1-800-877-1052. Gnoup Ope"imon
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The Managed-Cost Proiessionais



